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This climate-controlled storage facility is part of a multi-unit complex in 
Monroe, Michigan. See related article on page 8. Photo contributed by 
Varco Pruden Buildings. Cover design by Tom Nelsen 
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editor’s note
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MARKET 
PULSE

PRICES FOR INPUTS SLIDE BACKWARDS

Prices for inputs to construction fell 0.2 percent in July but are 
9.5 percent higher than a year ago, according to an Associated 
Builders and Contractors analysis of U.S. Bureau of Labor 
Statistics data. 

Nonresidential construction input prices fell 0.3 percent in July 
but are up 9.6 percent year over year. Softwood lumber prices 
are up 19.5 percent from July 2017, while iron and steel prices 
are up 13.4 percent.

“The monthly decline in construction input prices registered 
in July represents a departure from the recent trend,” said 
ABC Chief Economist Anirban Basu. “As is often the case, the 
question for the economist is how much weight to place on the 
most recent data point.”

Basu cautions against thinking that the surge in material prices 
has ended. “Putting less weight on the most recent bit of 
data means that July represents a statistical aberration, and 
that prices will rise in ways similar to the period preceding 
July,” he said, adding: “Given the ongoing strength of the U.S. 
construction sector and ongoing trade tussles, it would be 
difficult to conclude that the rise in materials prices is over. 
It may be the case, however, that the pace of increase in 
materials prices is set to slow as suppliers ramp up production 
of key inputs in the wake of higher prices and as the U.S. dollar 
remains strong. In any case, it is far too early for estimators, 
chief financial officers and others to conclude that the 
construction input inflation cycle is over.”

Source: Associated Builders and Contractors

SIZE OF SINGLE-FAMILY HOMES DOWN
Continuing a multiyear trend, new single-family home size 
decreased during the second quarter of 2018. 

According to the National Association of Home Builders (NAHB), 
median single-family square floor area decreased to 2,344 
square feet. Average (mean) square footage for new single-
family homes declined to 2,555 square feet. 

The second quarter 2018 data was taken from the Census 
Quarterly Starts and Completions by Purpose and Design and 
NAHB analysis. 

NAHB said the post-recession pattern is consistent with the 
historical pattern coming out of recessions. Typical new home 
size falls prior to and during a recession as home buyers tighten 
budgets. Sizes rise as high-end home buyers, who face fewer 
credit constraints, return to the housing market in relatively 
greater proportions. Then, as that phase ends, sizes once again 
decline. 

The recent declines in size indicate that the high-end part of the 
cycle has ended, and size will trend lower as builders add more 
entry-level homes into inventory.

Source: National Association of Home Builders

Self-Storage Dreams
For nearly four decades I have been intrigued by self-storage 

businesses. When I was traveling all over the country in the 
early 1980s, the popularity was unmistakable. I never noticed 
storage buildings in the big cities, but as they started cropping 
up in suburbs, towns and rural areas, they smacked me in the 
face, and I thought: Now there’s a good money-making idea!

Alas, I had no money back then, and even less sense to take 
any action. Like the Apple stock I woulda’-coulda’-shoulda’ 
bought in the 1990s, my shot at riches was never to be. It was a 
grand idea, though.

Anyone with access to cheap, well-placed land could build a 
simple, rectangular building, divide it up into bins, and make 
money from people who gladly paid to store their stuff.

Since then I have followed the trend in storage. I’ve listened 
intently to people’s conversations about the stuff they have 
stored in them and their dreams of one day retrieving it; I’ve 
attended auctions at storage units where some renters gave up 
their dreams; and I’ve wondered often enough: why would any-
one pay to store THAT! 

It doesn’t matter the value of items placed into storage, it 
only matters that the owners find enough value to have them 
stored. And plenty of people place lots of value on just about 
everything. 

For all these reasons, I enjoyed working on this issue’s article 
on self-storage. After the industry went through a tough time 
during the Great Recession, it has come back stronger than ever 
before. We take a look in our “In Focus” cover story. 

This issue is also special because we can announce the addi-
tion of a new offspring here at F+W Media.

If you are receiving a mailed copy of Rural Builder magazine, 
bundled with it this time is the premier issue of Rollforming 
Magazine. It is the fourth title in the Trade Division and 
joins Rural Builder, Frame Building News and Metal Roofing 
Magazine. 

The topic of roll formers, as many of you know, is a natural 
addition to the family. Builders in the metal-frame, post-frame 
and metal-roofing industries have embraced job-site roll form-
ers and small roll-forming shops like never before. Once a con-
troversial addition, they have become mainstream. Destined 
to stay, it behooves us to provide the topic its own space. This 

will allow roll-forming operations, both 
big and small, to open dialog on how to 
operate most effectively and efficiently 
and hopefully gain ground for the metal 
industry as a whole. 

A final reminder that METALCON 
is just around the corner. Stop by and 
visit us in Charlotte. 

Sharon Thatcher, editor 
sharon.thatcher@fwmedia.com

715-245-5767
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industry news
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■ OSHA PROPOSES ROLLBACK 
OF INJURY, ILLNESS 
REPORTING REQUIREMENT

OSHA has proposed a rule that 
would eliminate the requirement that 
employers with 250 or more employees 
electronically report detailed informa-
tion about their workers’ injuries and 
illnesses.

Large employers would still have 
to submit information Form 300A, 
“Summary of Work-Related Injuries 
and Illnesses,” electronically, but not 
from Form 300, “Log of Work-Related 
Injuries and Illnesses,” or Form 301, 
“Injury and Illness Incident Report.” 

OSHA said that the information 
from the more detailed forms, such as 
body parts affected by injury or illness 
or treatment specifics, would be acces-
sible through Freedom of Information 
Act requests and could potentially be 
traced back to workers, compromising 
their privacy. 

OSHA said the risk of exposing sen-
sitive worker information, the cost to 
OSHA of collecting the data and the 
financial burden of employer reports 
outweighed the benefits of the rule.

OSHA, which said the proposed rule 
still maintains safety and health protec-
tions for workers, would also require 
companies to submit their employer 
identification numbers along with the 
information from Form 300A. The 
agency is accepting comments about the 
proposed revision until Sept. 28.

■ OSHA PETITIONED TO ISSUE 
HEAT STRESS REGULATIONS

More than 130 organizations and 90 
individuals are petitioning OSHA to 
issue regulations aimed at protecting 
workers against heat stress.

The petition, addressed to acting 
OSHA leader Loren Sweatt, is part of 
a national campaign led by advocacy 
groups Public Citizen, United Farm 
Workers Foundation and Farmworker 
Justice. The organizations are asking 
OSHA to mandate rest breaks, access to 
water, heat acclimatization plans, worker 
training, and shaded or air-conditioned 
areas for approximately 130 million 

affected workers. California, Minnesota, 
Washington and the U.S. military are 
the only entities with formal protections 
against occupational heat stress.

OSHA has issued informational 
resources on heat stress and can issue 
citations under its General Duty Clause. 
NIOSH published a Criteria for a 
Recommended Standard: Occupational 
Exposure to Heat and Hot Environments 
in February 2016.

Rep. Judy Chu (D-CA) said she plans 
to introduce related legislation in the 
near future.

In 2016, 39 heat-related deaths 
occurred (the most recent Bureau of 
Labor Statistics data available) – the 
most since 2011, when 61 workers died. 
The total also rose for the third consecu-
tive year. 

Government statistics show that 
from 1992 to 2016, 783 deaths and 69,374 
serious illnesses were linked to heat 
exposure. 

■ LEARN THE SAFE USE OF 
LITHIUM-ION BATTERIES IN 
POWER TOOLS

The Power Tool Institute encourages 
consumers, contractors, and educators 
to “take charge of their battery” through 
an extensive education and awareness 
campaign that promotes the safe use of 
lithium-ion batteries in power tools.

The campaign (available at www.
powertoolinstitute.com) describes ways 
to reduce risks by choosing batteries 
from the original power tool manufac-
turer—which are designed to share the 
same circuitry and best operate with 
matching power tools—and avoid after-
market or counterfeit batteries, which 
may not undergo the same safety testing. 
It also explains how to properly store 
and transport the batteries to limit risks, 
and how to recognize indicators that a 
battery is no longer operating properly 
and how to safely dispose of it. 

Before operating a battery-powered 
tool, heed this advice from the experts 
at the Power Tool Institute:

• Know that batteries are not inter-
changeable. It’s important to only use 
batteries and chargers from the origi-

nal power tool manufacturer. Original-
manufacturer batteries are specifically 
engineered and tested for use with the 
tools and chargers from the original 
manufacturer.

• Aftermarket batteries may not be 
tested to the same standards as original 
manufacturer batteries and therefore 
may come with additional hazards that 
can result in fire, property damage or 
personal injury.

• Always transport and store lithium-
ion batteries as instructed in the owner’s 
manual.

 • Avoid contact with metal objects, 
such as keys, coins, screws and nails, and 
also liquids, which present safety haz-
ards. Inspect batteries regularly for signs 
of damage, such as crushing, cuts or 
punctures. Do not use a battery that has 
received a sharp blow, has been dropped, 
or is damaged.

• Never modify, disassemble or tam-
per with a battery. The performance of 
damaged or modified batteries can be 
unpredictable and dangerous. 

• When disposing of a lithium-ion 
battery, never throw it into the trash or a 
municipal recycling bin, as it can become 
a fire hazard. Instead, take it to a local 
recycling center or place it in a receptacle 
specifically designed for recycling batter-
ies. If your lithium-ion battery is dam-
aged, contact the manufacturer. 

■ TREAD LIGHTLY ON 
FINISHED INTERIOR 
CONCRETE

The popularity of polished and tex-
tured concrete in interior f looring calls 
attention to one problem that can occur 
during installation: abuse by contractors 
who don’t realize it’s final f looring.

The Concrete Polishing Council 
(CPC), a specialty council of the 
American Society of Concrete 
Contractors (ASCC), has developed a 
job site sign called the Concrete Floor 
Protection Plan. The sign is designed to 
alert other contractors that the polished 
slab on the project is the finished floor 
and needs to be kept clean. The sign is 
downloadable by ASCC members for 
printing at www.ascconline.org.
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in focus
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Perhaps like no other country in the world, Americans love their 
stuff. As a portion of houses shift to tiny, property boundaries shift to 
smaller, and increasing numbers of people stay happily cocooned in 
multi-family housing, the market for personal storage booms. 

Steve Hajewski closely follows the industry as marketing man-
ager for Trachte Building Systems, Sun Prairie, Wisconsin, as well as 
the owner of a self-storage business. He saw the industry come to a 
screeching halt during the Great Recession of 2008, but those rough 
days are in the rearview mirror and new storage construction is out-
pacing former levels. 

“If you look at census data (one of the few impartial places that’s 
tracking it) the value of self-storage construction is through the roof,” 
he said. “Last year was a record year, and this year is beating last year. 
It’s making up for all the deficits of what wasn’t built during that 
slump, and then some.”

Clearly, the proof of market strength for self-storage can be found 
in the numbers. According to Mike Stanley, manager of self-storage 
for Varco Pruden Buildings, Memphis, Tennessee: “In rough num-
bers 2017 self-storage saw about $7 billion in total construction costs 
vs less than $1 billion in the recession of a few years ago. Demand has 
grown from an estimated 4-5 square feet per person in 2005 to an 
estimated 9-11 square feet today,” he noted.

Of course, what goes up, must come down, and insiders agree that 
the slow-down is likely to occur in 2019 or 2020. Hajewski says 2020. 
“We feel like it’s going to have to drop, probably not 2019 but maybe 
2020 we think the construction level is going to taper off,” he said.

Stanley leans more towards sometime in 2019. He observes: 
“Presently the strong demand has resulted in self-storage suppliers 

struggling with long lead times and increased costs. However, some 
feel that 2018 will be the top of the current trend with the next few 
years seeing a significant downtrend in new sites built, until once 
again demand catches up with availability.”

Self-Storage Market 
Surges, How Long 
Will it Last?

A well lit, clean and secure space like this Central Storage Works building in 
Arkansas attracts users who want to feel assured their possessions are safely 
kept. 
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Larger complexes like this one 
in Edgerton, Wisconsin, are 
becoming increasingly more 
common around the country as 
more people embrace rented 
storage solutions. Photo: 
Trachte Building Systems

10 RURAL BUILDER / SEPTEMBER 2018

in focus
B Y  S H A R O N  T H AT C H E R

Jason Van Hecke, general manager of sales for Central Storage 
Works, a division of Central States Manufaturing, Lowell, Arkansas,  
has tried to gauge future demand by querying customers and other 
industry insiders. “I was encouraged to hear that people have orders 
into next year, an indicator that it will remain strong through this 
year and into next,” he said. “But when you get to 2020 there’s a ques-
tion of where it will be, whether it will be saturated or will continue 
to grow at a different pace.”

The predictions for a slowdown may be based solely on current 
order backlog, and that is a moving target; one can only see as far as 
the orders allow. If orders continue to come in past their current time 
line, “I wouldn’t be surprised halfway through next year, if people 
aren’t looking out even further [for the slowdown],” Van Hecke said. 

Regional differences can play a role in that moving demand. Van 
Hecke said he is “continually amazed that one part of the country, 
city or region will be really hot and you have a ton of people building 
units in those areas either anticipating or reacting to growth in that 
particular area. But as that growth, population wise, starts to level 
off, so does the amount or number of storage units. Then just as they 
are winding down, you see another area pop up and start growing. I 
think that’s why the market has continued to stay strong. The satura-
tion isn’t nationwide. It’s in an area. It’s like [the developers] say, ‘ok, 
we’re good there, now we’re moving to a different part of the country,’ 
and then that grows.”

TRENDS
The self-storage market has matured in the past four decades 

since it escaped big cities and became widespread throughout the 
country. Builder Rick Andersen, the soon-to-be-retired owner of 
Andersen Statewide Buildings in Illinois, and an authorized Wick 
Buildings dealer, was working in the industry at the time. “We’d 

build one unit and we’d always go back and build a second one, a 
third one, a fourth one as they paid for themselves,” he said.

They were smaller units. “They were all cookie cutters,” he said, 
“40 x 100, 40 x 200, 40 x 300. They’d be partitioned down the center, 
10 x 20-foot bays on each side. Maybe some small ones at the end of 
the building.”

The style still exists, but has been joined by a much larger variety 
of storing options and styles.

“Now [self-storage business owners] buy a big piece of property 
and start putting multiple units on it, different sizes, so they can 
accommodate just about anybody who wants any kind of storage,” 
he said. 

One of his final projects, as he winds down his business, is at a 
storage operation in Burlington, Wisconsin, where the owner will 
customize sizes according to his customer’s needs. “They’ll build the 
partitions as the customer wants,” Andersen said. “They might only 
put one partition in and have a 40x40 for one customer.”

Customization may also lead to different door sizes. “Rather 
than just a 7- or 8-foot tall door, maybe they’ll have 12-, 14-, 16-foot 
doors,” he said. 

URBAN VS RURAL
There are some differences in types of storage trends when it 

comes to urban versus rural. With land prices at a premium in big 
cities, storage buildings tend to grow up rather than out. “With the 
price of land being so high, and lack of open space, people are starting 
to go vertical,” Van Hecke said.

Mike Stanley has noticed that differences between rural and 
urban self-storage demand “have become more pronounced” over 
the last few years. “Generally, the more rural an area, the larger units 
are in demand, while the opposite is true for the urban areas,” he said. 
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Those larger units are being used for things 
like boat and RV storage.

In urban areas Stanley has seen a large 
increase in multistory projects, conversions 
of existing buildings into self-storage, and 
more demand for climate-controlled units. 

But even in smaller markets, climate-
controlled units have gained interest in some 
localities.

 “You’re seeing more climate-controlled 
buildings going into markets where you defi-
nitely wouldn’t have 10 years ago,” Hajewski 
said. At one of his own facilities in Columbus, 
Wisconsin, which has a population of just 
5,000, his newest phase of building is 20,000 
square feet of 100 percent climate-controlled 
space. “I’m doing some drive-up units, so 
you can drive up to an insulated garage 
door and put your classic car in a heated and 
air conditioned unit. It differentiates itself 
nicely, and the increased rental income, com-
pared to the increased cost to build it, makes 
the numbers work out pretty well.”

Climate-controlled units have become 
more attractive not to just to owners of clas-

In recreational areas, like northern Wisconsin 
where this Wick Buildings structure is located, boat 
storage is popular. To maximize building space, 
large forklifts make bi-level storage possible. 

PRINCIPAL DRIVERS AND USERS OF SELF-STORAGE
Mike Stanley, manager of self-storage for Varco Pruden, 

provides a snapshot of who is most likely to rent self-storage and 
urban vs rural storage trends.

By gender, women are more likely than men to rent extra 
storage space at 55-60 percent vs 40-45 percent. 

The principle drivers include:
• Move of household
• Marriage (consolidation of household)
• Divorce 
• Retirement (downsizing)
• Death in the family
• College (vs. moving possessions back and forth)
• Military deployment
• Seasonal use (boats, vehicles, holiday decorations etc.)

  URBAN RURAL (pop less than 20,000)
■ Higher demand propensity ■ In towns with as few as 500 people
■ Greater commercial use ■ Typically drive-up units
■ Higher renter-occupied housing ■ Generally less security
■ Smaller unit mix ■ Larger unit mix
■ Average unit size of 120 sq. ft. / unit ■ Average unit size of 150 sq. ft. / unit

sic cars, but to customers who may have 
antique furniture or expensive household 
goods to store. In the more formative years 
of the industry, consumers learned the hard 
way that cardboard boxes and mattresses 
don’t always hold up well over the long haul 
in units without heat and air conditioning. 

Again, a mix of unit types has gained 
favor. “Developers think they gain a lot 
more clientele if they have a blend, so you’re 

not excluding anybody from your facil-
ity. You have a variety and let them choose 
what they need. I think some people also 
think they can have an evolution: ‘maybe 
I can rent them a smaller storage unit to 
start with and they’ll be comfortable stor-
ing their boat here as well,” said Central 
Storage’s Van Hecke. 

AMENITIES
Another trend in self-storage has to do 

with aesthetics. When a potential customer 
drives up, is it an inviting place for them to 
keep their goods stashed? 

In some cases, developers are forced to 
use nicer landscaping and prettier building 
fascades to conform to zoning rules, but 
other developers are doing it to attract cus-
tomers willing to pay higher rent. 

“In a rural area a number of years back, 
you might have a gravel driveway, and some 
basic buildings, now you’re more likely to 
pave it, install gates, you’re seeing more ame-
nities,” Hajewski said. “You want to build 
it a little nicer than other buildings in your 
market and that supports a little higher rent.”

Security cameras and LED lighting are 
also must-haves in the modern market of 
self-storage. 

Added aesthetics doesn’t have to put you 
behind in the money-making part of your 
building project, however. Hajewski suggests 
building a simple traditional unit, then dress 
up the end walls with a simple brick or fiber 
cement panel, add better landscaping, and if 
you have an office, focus your curb appeal 
on the office. 
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FUTURE TRENDS
While retrofit is popular in some areas 

now, Trachte’s Jason Van Vecke believes it is 
a definite trend to watch for the future, with 
developers making use of larger buildings 
that are being vacated by brick-and-mortar 
stores. 

“So if you have land or buildings already 
in place, that you can get at a decent rate and 
are already zoned, that takes some of those 
impediments out for developers looking to 
get into the market. You have a pretty good 
building shell already in place, it already has 
heating and air conditioning. If someone 
can buy that and fill it with storage unit 
space, there is potential there,” he said.   

On the operations side, technology 
is also offering opportunities. “The old 
school way was for every facility to have an 
office or an apartment where somebody 
lived there who was the caretaker and 
rented the spaces,” Van Hecke explained. 
“With technology, now there are kiosks 
where you can rent the space. It’s almost 

like a vending machine; you pay and it lets 
you in, gives you a lock, gives you a space, 
and if you don’t pay, you get locked out of 
your space. Some of them even have a video 
screen where you can talk to someone off 
site if you have a question. Some develop-
ers are developing three or four sites and 
only one will be staffed, and the others will 
be monitored digitally from that one site. 
There’s more cost up front but possibly 
some savings over the long term.”

MARKET PRESSURES
Steve Hajewski lists three primary pres-

sures currently affecting the self-storage 
industry: over-saturation in localized mar-
kets, rising interest rates and rising steel 
prices.

■ OVER-SATURATION
Over-saturation is particularly occur-

ring in larger markets.
“Because self storage received such great 

publicity about how well it held up as an 

investment, that has attracted more inves-
tors and bigger investors than we previ-
ously had,” Hajewski said. “So now we have 
people coming in building 100,000 square 
foot, multistory, 1,000-unit properties all at 
once. We have like two of them within a few 
blocks of each other in Milwaukee. When 
that happens you don’t want to be within 
five square miles of that nuclear bomb drop-
ping on the city because it kills everything.” 

Overbuilding is typically occurring in 
major cities like Milwaukee, Nashville and 
Raleigh, North Carolina, where residential 
building in general is booming. 

■ RISING MATERIAL PRICES, LAND 
PRICES AND INTEREST RATES

Higher prices for materials is part of 
the risk of construction. “It’s the same for 
everybody,” Rick Andersen said. The biggest 
problem is that it can limit growth. “It just 
prices people out from doing it.” 

In the past year, the challenge has been in 
higher steel prices. 

MWI COMPONENTS • 1015 32ND AVE WEST • SPENCER, IOWA 51301
PH: 800-360-6467 • FAX: 800-361-3452 • WWW.MWICOMPONENTS.COM

SLIDE DOOR FRAME COMPONENTS
• FOUR DISTINCT PROFILES • COLOR MATCHED

• JOB PACKED • DELIVERED QUICK

BUILT FOR POST FRAME
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of the numbers. “This year, steel costs have 
risen significantly due in part to tariffs on 
foreign steel. Since January 2018 this has 
driven increases of 15-25 percent for suppli-
ers of storage projects,” he said.

But it isn’t only the cost of steel, it’s rising 
property values and interest rates that also 
complicate the market. “Finding property to 
build on that is priced reasonably and zoned 
for storage is always a struggle and has only 
become more difficult,” Stanley said.

■ CODES
Along with all the other market pres-

sures, building codes, energy codes and zon-
ing codes impact the self-storage market. 
A case in point involves insulation require-
ments. 

“Providing new climate-controlled 
buildings easily has increased cost up to 50 
percent in some cases due in part to insula-
tion requirements,” Mike Stanley said.   

These new requirements are changing 
the way storage buildings are being con-
figured. 

“The energy code is getting pretty strict 
to the point that some of the buildings we 
were building five years ago aren’t feasible to 
build,” Steve Hajewski maintained. “Years 
ago you might have climate-controlled units 
in the middle of the building, and ambient 
temperature on the outside. To do that now, 
if you’re under the strictest codes, it’s going 
to require that you have a thermal break in 
the foundation. With a floating slab, that 
really means that the inside of your building 
slab versus the outside of your building slab 
could be moving differently. That’s not good 
for a building.”

Hajewski said that Trachte is now 
encouraging people building in those stricter 
building code areas to build their climate-
controlled buildings as separate buildings, not 
as a single blend of controlled and ambient. 

Fire codes are also changing, in particu-
lar for larger facilities. “There’s a line in the 
newer code about buildings used to store 
upholstered furniture,” Hajewski noted. A 
building over 2,500 square feet will need a 
sprinkler system or additional firewalls that 
are 3-hour drywall or concrete block.

“We think that fire code was written in 
response to fires that happened in furniture 
stores and warehouses, but it snags those of 
us in the self-storage business. Not all areas 
of the country are under that code yet, but 

Rigidply Rafters Inc. Engineers and manufacturing 
capabilities can help turn your vision into reality. Let the 

natural beauty of wood - Glue-Laminated Timbers - bring 
the performance, stability, and charm to your project. 

701 E. Linden Street, Richland PA 17087 • 717.866.6580
1283 Joni Miller Road, Oakland MD 21550 • 301.334.3977

www.rigidply.com
Circle Reader Service #382

“It’s been a wild year so far, with a lot of 
increases and guess work,” Van Hecke said. 
“A lot of that is still a question mark but from 
what we have heard recently, we think costs 
are starting to flatten out, leveling off.”

As a whole, it hasn’t negatively affected 
storage-unit growth yet, but it has kept 

number crunchers awake at night. “The 
biggest thing is pricing and how we keep 
that in line and allow our customers and 
their customers be successful and make 
the project work from a numbers perspec-
tive,” Van Hecke added.

VP’s Mike Stanley is one who keeps track 
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when you’re building a big structure and you have to add those 
firewalls, it impacts a few things, even changes in the foundation,” 
he said.

Rick Andersen’s recent project in Wisconsin is an example of how 
fire restrictions influenced building configuration. Originally, the 
developer wanted to build one building, 528 feet long. The State of 
Wisconsin approved the plan, but the city’s fire department and zon-
ing department nixed the plan. To allow fire trucks greater access, 
they approved a plan to build three buildings, with a 12-foot fire lane 
in between sections. 

TIPS FOR NEWCOMERS ENTERING THE MARKET
Aside from just building self-storage units, many builders have 

become self-storage business owners. Hajewski does encourage 
builders, who already have the work ethic needed to get the job done. 
For many people it has also been a very good investment.

Hajewski cautions, however, that if this is a new venture, you’ll 
need to study your own market. Look at the current situation. Is 
a newer unit in your area, three or four years old, only 60 percent 

occupied? That’s a red flag that you are not in a desirable area. Move 
farther away. 

Is an older, aging unit at full capacity? That’s a good sign there 
could be room for a newer, nicer-looking facility to move in. 

You’ll want to conduct your own feasibility study. Questions to 
answer: 

• How many units are in your market?
• How many square feet of storage is in your market? 
• How many households are in that market? 
• What’s the population? 

Now compare your results to the averages. “On average, about 
1 out of 10 households use storage,” Hajewski said. “Americans 
consume 7.2 or 7.3 square feet of storage for every man, woman 
and child. If you start looking at those numbers, is your area under-
served or over-served?” 

If you are considering climate-control, Hajewski advised that 
climate control shouldn’t just include heaters and air conditioners, 
but also consider dehumidifiers. If you are heating your units to 50 

Nicer landscaping and building fascades, displayed 
on this VP building in Monroe, Michigan, help to 
blend a storage business into a community.
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degrees and air conditioning to 80 degrees, 
there may be days when there is no need 
to heat or air condition, but humidity can 
still play havoc with possessions. “Here in 
Wisconsin, you get those fall and spring 
mornings when the outdoor temperature is 
within that range and the unit doesn’t need 
to heat or cool, but it’s like 95 percent humid-
ity and everything is still damp,” he said. 
This can be a particular problem with units 
built on a slab.

Rural builders tend to be more cautious 
and focused on the small to medium mar-
kets. “The safe way to build is to build as you 
sell,” Hajewski said.

Hajewski said Trachte receives a fair 
number of inquiries from people about the 
potential for an RV/camper storage business. 
It is a tempting idea for valid reasons. “The 
RV and camper manufacturers are having 
record-breaking years of production and 
all these campers have to go somewhere,” 
Hajewski agrees, but there are reasons to 
temper enthusiasm. “Most everywhere, there 
is a shortage of camper storage, but it doesn’t 
get built because it doesn’t have a great rate of 
return,” he said. 

The typical camper needs 12 x 40 feet of 
building space plus 70 or 80 feet of paved 
driveway. The building cost doesn’t square 
with how much the typical camper owner is 
willing to pay. 

Hajewski suggested: “If you’re looking to 
do camper storage you’re far better to do it 
on vacant land while you are waiting to build 
more traditional storage which is going to 
have a higher rate of return.” 

Rick Andersen points to the impor-
tance of ventilation. “Definitely ventilate 
the buildings and protect the roof line from 
condensation because no one wants to store 
things and then have a steel building drip 
through the spring and fall and on their 
stuff,” he said. 

Andersen swears by a product called 
DripStop. He gets his supplies from Wick 
Buildings, which installs DripStop directly 
onto the steel in the factory. “It prevents con-
densation. It absorbs any moisture ... That 
has probably been one of the best things to 
happen for the post-frame industry for con-
densation control,” he said.   RB

For information about the companies 
quoted above visit: www.trachte.com; 
www.vp.com;  www.wickbuildings.com
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Full Speed Ahead to Charlotte
Plans Finalized for 2018 METALCON 

WHAT: METALCON 2018
WHO: Designers, builders, developers, contractors, 
 fabricators and suppliers from more than 50 countries
WHEN: Wednesday, Oct. 10 – Friday, Oct. 12
WHERE: Charlotte Convention Center, 501 S. College St., 
 Charlotte, North Carolina

The METALCON tradeshow and conference is the metal 
industry’s largest international event for metal construction 
products, technologies and solutions. At the 28th annual event, 
industry experts from 275 leading companies will exhibit the 
latest products and technology, while sharing their knowledge 
with attendees. As well, industry specialists will present key 
topics in the show’s highly-rated, education program. 

KEYNOTE SPEAKERS 
Steve Smith, the former five-time Pro Bowl and three-time 

All-Pro wide receiver for the NFL Carolina Panthers, and Dan 
DiMicco, a steel-industry icon, former CEO of NUCOR, and 
Senior Trade Advisor to the Trump Campaign, will deliver 
keynote addresses at this year’s event. 

Smith’s address on “Perseverance, Teamwork and 
Overcoming Obstacles” will be held on Wednesday at 11:00 
a.m. Smith will explain the many obstacles he had to face and 
overcome to make it to the NFL, from struggles in his personal 
life to overcoming injuries and facing adversities on and off the 
playing field

Considered one of the NFL’s most productive wide receivers 
of the 21st century, Smith is the Panthers’ all-time leader in 
total touchdowns, receptions and receiving yards.  He and his 
wife founded the Steve Smith Family Foundation, dedicated to 
helping families impacted by domestic violence and to promot-
ing child health and wellness.  

 For Keynote Speaker DiMicco, author of American Made, 
there’s no risk of the president’s tariffs sparking a trade war 
—“we’ve already been in one for years!” he said, adding: 
“The only difference now is that we’re deciding to fight back.” 

Trump’s proposal to impose a 25 percent tariff on steel imports 
and 10 percent tariff on imports of aluminum has been met 
with opposition, but DiMicco is among those who think they’re 
putting the United States back on track.      

DiMicco not only revived a major U.S. manufacturing firm 
during a recession, but helped galvanize the flagging domestic 
steel industry when many of his competitors were in bank-
ruptcy or headed overseas. NUCOR is the United States’ largest 
producer of steel and also considered North America’s largest 
recycler.

On Thursday at 11:00 a.m., DiMicco will present “The 
Economic Plan for Growth and Global Competitiveness in 
the United States—Implications for Steel” an overview of the 
30-year trade war, section 232 of the U.S. Trade Expansion Act 
of 1962, the impact on the metal construction industry and 
why Trump’s steel and aluminum tariffs make sense, in addi-
tion to sustainability of the steel industry.

METAL ROOFING CHAMPIONSHIP GAMES
Celebrating its 5th year, contestants will “put the pedal to 

the metal” at this year’s “Charlotte METAL Speedway!” There 
will be five challenges each on Wednesday and Thursday, 
October 10th and 11th. The team that scores the highest col-
lective points each day will be required to return on Friday 
October 12th for a run-off competition. The winning team on 
Friday will be recognized as the 2018 MCA METALCON Metal 
Roofing National Champion and receive a Grand Cash Prize 
of $2,000. 

SPECIAL PROGRAMS 
Become certified in the 8-hour Metal Roof Installation 

Training Program offered on Tuesday and Wednesday by 
leading industry experts Jim Bush, vice president of sales and 
marketing of ATAS International and Scott Kriner, president of 
Green Metal Consulting. 

Other special programs at METALCON include Insulated 
Metal Panel Building Types and Related Estimating Guidelines, 
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Roll Forming for the Metal Construction Industry Part I and 
II, MBCEA’s Controlled Decking Zone Train Trainer, and 
Soldering Techniques. All special programs take place Tuesday, 
Wednesday or Thursday.

On Wednesday afternoon, a panel of industry-leading 
women roofing professionals will address “Building a Strong 
and Sustainable Business with Diversity” followed by “Arrested 
Developments: Slip, Trip and Fall Hazards” with Trevor Zinn 
of Preferred Safety Products.

This year’s two Learning Centers will offer five 30-min-
ute sessions between 1:00 and 5:30 p.m., on Wednesday and 
Thursday.  Metal Construction Association industry com-
mittees will lead sessions on “Best Practices for Installing 
Insulated Metal Panels,” “What to Know about Metal 
Composite Materials,” “Roofing and Walls: Insulating Single 
Skin Panels for Today’s Code Compliance Requirements” and 
“Foreign Fires’ Impact upon NA Building Codes.” Additional 
sessions include: “Best Business Choice for Metal Roofing,” 
“Worth It! Strategies for Getting the Prices you Deserve,” 
“How to Attract and Hire Rock Star Staff” and the “Five 
Inviolate Laws of Business Transition Success!”

EARN CASH MONEY AT INNOVATION STATIONS
Returning to METALCON are the popular Innovation 

Stations. Standing kiosks located throughout the show f loor 
highlight a company’s “innovative” product. The METALCON 
App will be your key to winning cash prizes. All you do is scan 
each and every Innovation Station for a chance to win $500. 

METALCON GIVES BACK
Every year, METALCON works to give back to the sponsor-

ing city through a nonprofit organization. Selected this year was 
the Steve Smith Family Foundation, founded by Steve Smith and 
his wife, Angie, in 2013. The foundation champions for families 
affected by domestic violence and promotes child health and 
wellness. Since its inception, the foundation’s efforts have pro-
vided children from the Safe Alliance Domestic Violence Shelter 
the opportunity to attend summer camps. In November 2016, 
Smith pledged more than $350,000 to establish the Smith Family 
Wellness Center in collaboration with Project 658. 

To register for METALCON 2018 visit www.metalcon.com.

Circle Reader Service #414

BOOTH #1531
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AceClamp
BOOTH 633
87 Spring Ln
Plainville, CT 06062
860.351.0686 (P); 860.351.0689 (F)
sales@pmcind.com
www.AceClamp.com
AceClamp is a “Made-in-the-USA” manu-
facturer of SSMR attachment systems serv-
ing a variety of industries from construction 
to alternative energy. Its brands include: 
AceClamp®, A-2 AceClamp®, Precision 
Snow-Guard® AceClamp solar kits and 
AceClamp® Snow-Rail systems. Both the 
AceClamp® and the A-2 AceClamp® can 
be used to secure SSMR attachments for 
solar panels and snow retention systems, 
as well as for signage, satellite dishes and 
HVAC. The PROOF is On the ROOF!™ 

AKZO Nobel Coatings Inc.
BOOTH 707
1313 Windsor Ave.
Columbus, OH 43211
614.294.3361
www.akzonobel.com/ccna

AkzoNobel manufactures high-performance 
coil coatings for the metal construction 
industry, serving the architectural, commer-
cial, agricultural and residential markets. 
Our coil coating products are highlighted 
by TRINAR, a family of 70 percent PVDF 
coatings that include TRINAR Matte and 
TRINAR AG. Our industry-leading line of 
silicone-modi  ed polyester products feature 
CERAM-A-STAR 1050, CERAM-A-STAR 
Frost, CERAM-A-STAR Matte and CERAM-
A-STAR Expressions. All are available in 
COOL CHEMISTRY formulations which 
help make projects more energy ef  cient 
and sustainable.

Atlas Bolt & Screw
BOOTH 718
1628 Troy Rd.
Ashland, OH 44805
800.321.6977
www.atlasfasteners.com

Atlas Bolt & Screw, the industry leader, has 
the widest metal and wood fastener selec-
tion, closures, venting, sealing and  ashing 
solutions. Headquarters and manufacturing 
is located in Ashland, Ohio, with secondary 
manufacturing and fully-staffed service facili-
ties strategically located in Ashland, Ohio, 
Houston, Texas, Salem, Oregon and Flat 
Rock, North Carolina. Atlas Bolt & Screw 
provides its Partners longevity of proven 

performance, extreme customer focus, a 
vertically-integrated supply chain and in-
novative new products.

Bay Insulation Systems
BOOTH 628
2929 Walker Drive
Green Bay, WI 54311
www.bayinsulation.com
Ph: 920.406.4200
mbisales@bayinsulation.com
Bay Insulation Systems is the leading 
supplier of metal building insulation and 
systems in North America.  With 24 facilities 
strategically located throughout the United 
States and Canada, our Experience, Quality 
and Service are second to none. We use 
only NAIMA 202-96  berglass blanket and 
superior-quality vapor barriers to produce 
custom-laminated, UL Certi  ed metal building 
insulation. We also offer liner systems, semi-
rigid and rigid board products, tapes, trims, 
skylights, doors and windows.  Bay Insulation 
Systems, SkyLiner™ Fabrics, Bay Insulation 
Contracting, and Expi-Door® Systems are all 
part of the Bay Family of Companies.

Bradbury Group, The
BOOTH 803
1200 E. Cole
Moundridge, KS 67107
620.345.6394
www.bradburygroup.com

The Bradbury Group of companies make 
an extensive line of roll-forming equipment 
including panel and trim roll formers, folders, 
slitters, and recoil lines for the production of 
trim, gutter machines, insulated panel lines, 
and turnkey metal tile/shingle plants. It offers 
equipment options for the startup producer 
as well as the established manufacturer. 
Bradbury is known for cutting-edge technol-
ogy and reliability built into every product.

Building Products
Development 
(BPD)

BOOTH 1819
1100 East Main St.
Logansport, IN 46947

Companies to Visit on Your Trip to METALCON
Exhibitors with Products Targeted Specifically to the Metal Market
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Ph: 866.766.3254; Fax: 574.722.5543
sales@wegotclips.com
www.wegotclips.com
 

Building Products Development (BPD) is 
the world’s leading manufacturer of metal 
roof clips and accessories for the metal 
construction industry. BPD provides a faster 
turnaround,  exibility for order revisions and 
expanded shipping capabilities for same-
day shipping on most orders. If you don’t 
see a clip that  ts your panel, let us design 
one for you. Don’t forget, BPD is now sell-
ing hat channels and fasteners, too! Call us 
today to  nd out more!

DECRA Metal Roo  ng 
BOOTH 909
1230 Railroad St.
Corona, CA 92882
Ph: 877.GO.DECRA
marketingcom@decra.com
www.decrajumpstartnow.com

DECRA® Roo  ng Systems, Inc., the 
company that invented the stone-coated 
steel roo  ng category and remains its lead-
ing manufacturer, is celebrating 60 years 
of excellence in successfully protecting 
residential and light commercial projects. 
DECRA is available in a wide variety of 
pro  les and colors and includes a lifetime 
limited warranty, a 120 mph wind warranty 
and Class 4 impact resistance. Stop by 
booth 909 to  nd out how DECRA can help 
“JumpStart” your roo  ng business or visit 
www.decrajumpstartnow.com.

D.I. Roof Seamers
BOOTH 1313
915 Hwy. 45
Corinth, MS 38834
Ph: 888-343-0456; Fax: 662-287-6744
www.diroofseamers.com

We are the world’s largest dedicated manu-
facturer of quality Roof Seamers. We offer 
fast and lightweight machines guaranteed to 
work with any metal roof panel that you are 
using on your job site. We also distribute and 
provide parts support for a vast variety of 
seamer models and peripheral equipment to 
metal roo  ng manufacturers and contractors 
both in the United States and Internationally. 
D.I. Roof Seamers handles a large product 
and service offering and is proud to offer 
multiple rental options along with a full line 
of hand crimpers, hand tools, roof removal 
tools and other accessories. 

DripStop / Filc USA 
BOOTH 1008
10118 Settlement House Rd.
Dayton OH 45458

937.660.6646
www.dripstop.com

Dripstop from Filc USA helps  ght con-
densation without insulation. Dripstop has 
specially-designed air pockets that store 
condensation and holds it until conditions 
change and it evaporates back into humid-
ity. Because Dripstop arrives at the job site 

TRIANGLE FASTENER CORPORATION
www.trianglefastener.com  |  800.486.1832
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TRY OUR NEW PANEL-TITE BURR-BUSTER®  
Reduce burrs! 
Increase resistance to back-out! 
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already on the steel, there are no costs for 
installing insulation, plus it saves time by 
removing one step of the building process 
and helps  ght corrosion by adding an-
other layer of protection from the corrosive 
elements found in livestock con  nement. 

Dynamic Fastener 
BOOTH 1915
9911 East 53rd Street
Raytown, MO 64133
1.800.821.5448
www.dynamicfastener.com
Dynamic Fastener offers same-day shipping 
of screws, painted rivets, anchors,  ashings, 
safety equipment, hand tools and power 
tools.  In-house custom painting of screws 
and rivets, with one or two-day lead time. 
Dyna-Guard snow retention system for metal 
roofs. Dyna-Clamps are available to accom-
modate many different pro  les of standing 
seam roofs. The company’s free, 132 page, 
full color, tool and fastener hand guide 
provides engineering data, details product 
offering and pricing. Locations: Kansas City, 
MO (Main Of  ce), Chicago, Houston, Las 
Vegas, Memphis, St. Louis, St. Paul.   

Eastside Machine Company
BOOTH 1932
474 45th St.
S. Fargo, ND 58103

800.234.7834
www.eastsidemachine.com

Since 1960, Eastside Machine Company 
has been providing the highest-quality roll-
forming machines in the world by manufac-
turing the ultimate in quality and affordability. 
We have more machines in use worldwide 
than all other companies combined, and we 
stand by our rugged and reliable products. 
With our portable siding, roo  ng, and gutter 
machines, plus in-plant roll formers, you’ll 
have peace of mind knowing that you bought 
an American-made machine that will roll out 
pro  ts for years to come!

EDCO Products Inc.
BOOTH 1718
8700 Excelsior Blvd.
Hopkins, MN 55343
800.593.2680
www.edcoproducts.com
EDCO Products is a leading manufacturer 
of exterior building products which includes 
a comprehensive line of siding, roo  ng, 
sof  t, fascia, and gutter systems. The 
award-winning In  niti Textured Shake Roof-
ing, the latest innovation from EDCO, is the 
next evolution of stone-coated roo  ng. The 
proprietary thermal-fused particle technol-
ogy, available in seven colors, provides a 
textured panel with unmatched style and 
performance. This new technology will not 
chip, crack or peel, which means that your 
roof will never have areas where moisture 
can penetrate resulting in mold and dam-
age to the underlayment. All of our EDCO 
products come with an unmatched lifetime 
limited, non-prorated warranty that includes 
material AND labor. Visit booth 1718 during 
METALCON to learn more about EDCO 
and our award-winning products.

GSSI Sealants Inc.
BOOTH 708

1420 N. Post Oak Rd.
Houston, TX 77055
800-288-9489
888-947-4925 (fax)
info@gssisealants.com
www.gssisealants.com

GSSI Sealants, Inc. is an independent, 
family-owned manufacturer of premiere
elastomeric butyl rubber sealant tapes.
We have been producing tapes for a wide 
range of industries and applications for 
more than 30 years. Our MB-10A is a 
premier elastomeric butyl rubber sealant 
designed to meet the critical requirements 
of metal building applications.

Lakeside Construction Fasteners
6476 Hwy. 135 N
Paragould, AR 72450
800.537.4160
www.lakeside-fasteners.com
Lakeside Construction Fasteners, a manu-
facturing and distribution company, offers 
multiple fastener foam solutions for the 
metal building industry. The T17 Wood-X 
#10 x 1 inch to 4 inches is designed for 
decking substrate materials. The ZMax 
high-low threads and pierce point allows 
the fastener to quickly penetrate the 
metal panel, and the head is guaranteed 
not to red rust for the life of the metal 
panel. Venting foam solutions include the 
SC110Vent, SV3 and SV2 Pro  le vent-
ing closure, ProGuard Seal and the new 
Ridge-X Vent. More than 100 sku’s are 
in stock on roof boot  ashings and many 
sealant products, including NovaFlex and 
Butyl Tape.

Leland Industries
BOOTH 136
95 Commander Blvd.
Toronto, ON
M1S 3S9
800.263.3393
www.lelandindustries.com
 

Leland Industries—North America’s #1 
domestic manufacturer of fasteners, nuts 
and bolts. Leland Industries manufactures 
using only North American wire and North 
American labor. We have been keeping 
the business at home since 1984. Please 
visit us at the booth and  nd out what’s 
new at Leland and how we can help your 
business.
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Levi’s Building Components
BOOTH 531
137 Newport Rd. 
Leola, PA 17540 
877.897.7020
www.levisbuildingcomponents.com

The Snow Defender series is your quality 
choice for ‘Made in the USA’ snow retention, 
with more than 40 quick-ship color choices 
in four styles: 4500 and 1500 for exposed 
fastener panels, 6500 for standing seam roof-
ing, and 55RF for vertical seam pro  les using 
S-5! Clamps—all with 15-year warranties. 
Contact Levi’s Building Components for quick 
service and expert advice. Levi’s handy snow 
guard calculator is available online.

Marco Industries
BOOTH 1527 
4150 S 100th E Ave, Suite 301
Tulsa, OK  74146
Ph: 800.800.8590; Fax: 918.622.4536 
www.marcoindustries.com

The Marco Weather-Tite System offers 
metal roo  ng customers a wide range of 
superior roof ventilation products and qual-
ity accessories. From its award-winning 
LP2 Ridge Vent, to closure materials, roof-
ing sealant, underlayment, roof boots, clips 
and fasteners, Marco provides one-stop 
shopping for customers who seek easy-
to-install products with excellent warran-
ties and outstanding service. For “value 
through the roof” use Marco products on 
all your metal roo  ng and wall systems. 

McElroy Metal Inc.
BOOTH 1824
1500 Hamilton Rd.
Bossier City, LA 71111
800.562.3576
www.mcelroymetal.com
McElroy’s 138T and 238T recover systems 
provide long-term and economical solutions 
to aging asphalt shingle and metal roofs. 

The 238T Recover System can be installed 
at a cost that is competitive with single-ply 
recover and will last two to four times longer.  
The 138T Shingle Recover System features 
Above Sheathing Ventilation (ASV) and 
offers an economical and energy-ef  cient 
method to recover existing asphalt shingles 
with a symmetrical standing seam metal 
roo  ng system. No shingle tear-off required.

Mill Steel Co.
BOOTH 613
5116 36th St.
Grand Rapids, MI 49512
Ph: 800-247-MILL (6455)

Visit www.VP.com/ad/RB to 
get this free brochure “Building 
Success Through Commitment.”

Let Varco Pruden show you 
how, together, we can add 
value to your business and your 
reputation with the latest in 
construction technology.

Our interest is always your best interest. We provide decades of experience and 
expertise. We also take pride in our loyalty. You can depend on us to work for you. 
Because we’re not just reliable, we’re dedicated. And we don’t compete against 
our builder partners. Varco Pruden offers superior products and service, including:
• Custom engineered and conventional steel designs 
• Regional manufacturing proximity
• Cutting-edge technology and innovation
• Unequaled marketing tools and resources
• Experienced project management and field support

BUILDING SOLUTIONS... 
For builders and contractors

Circle Reader Service #301
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Mill Steel is one of North America’s largest 
 at-rolled steel suppliers. We supply Vals-
par, AkzoNobel, and PPG paint systems, 
and have the ability to match any customer-
speci  c color. Our inventory also includes 
strategically located 12 gauge, 14 gauge 
and 16 gauge galvanized purlin. A respon-
sive and knowledgeable customer-service 
team is behind every order, providing the 
highest level of service. Place an order 
today to discover the Mill Steel difference!

New Tech Machinery 
BOOTH 819
1300 40th St.
Denver, CO 80205
Ph: 800.574.1717 
Fax: 303.294.9407
New Tech Machinery manufactures the 
world’s  nest portable roof panel and gutter 
machines. Located in Colorado, we have 
distributors worldwide and our equipment has 
been shipped to over 30 different countries. 
We offer innovation, high-quality equipment 
and unmatched customer service. Check out 
our latest machine offerings by stopping by 
Booth #819 at METALCON 2018 in Charlotte!

Petersen Aluminum Corp.
BOOTH 930

1005 Tonne Rd.
Elk Grove Village, IL 60007
Ph: 800-PAC-CLAD; Fax: 800.722.7150
PAC-CLAD.com

For more than 50 years, Petersen has 
provided the highest-quality architectural 
metal products with reliable lead times. 
Our products include standing seam and 
exposed fastener roo  ng panels, metal wall 
and sof  t panels, composite panels, column 
covers, perimeter roof edge systems and 
aluminum and steel coil and  at stock in 
painted, anodized and mill  nish. See our 
complete catalog and suite of helpful E-
Tools on our website.

Plyco Corporation
BOOTH 1706
PO Box 386 
Elkhart Lake, WI 53020
800.558.5895
www.plyco.com

Plyco manufactures the most durable and 
dependable building components for the 
post-frame, metal building, commercial 
and light-commercial industries. Strength 
means long-lasting toughness, quality, 
performance and aesthetics for contractors 
and building owners. Plyco’s full line of walk 
doors and windows are engineered to meet 
today’s building codes. From commercial to 
agricultural to outbuildings, Plyco manufac-
tures quality products to  t your construc-

tion needs. Contractors across North 
America trust Plyco’s full line of track, SDR, 
ridge vents, cupolas, slide doors, Dutch 
doors, Champion doors, Equus products 
and Ply-Foil. 

rFoil / Covertech
BOOTH 728 
279 Humberline Dr.
Etobicoke, Ontario M9W 5T6
416.798.1340
www.rfoil.com

rFOIL Re  ective Insulation is a patented 
technology manufactured by Covertech 
Fabricating Inc. It is specially designed to 
control heat gain or loss while preventing 
interior condensation in all types of post 
frame, metal and metal-clad buildings. 
rFOIL is a Class 1/A  re rated product 
which blocks up to 96 percent of radiant 
heat transfer. It is easy to handle and in-
stall, will not promote mold or mildew and 
passes the NFPA 286 full-room burn test.

Roof Hugger, LLC
BOOTH 1819
PO Box 1027, Odessa, FL
Ph: 800.771.1711; Fax: 877.202.2254
www.roofhugger.com
Roof Hugger, LLC is the foremost manu-
facturer of metal-over-metal structural 
sub-framing retro  t roof systems. With 
more than 80 million square feet of prod-
ucts installed since 1991 on existing metal 
roofs, the company sells to contractors 
and manufacturers throughout the United 
States and abroad. Our products are 
unique to the metal construction industry, 
where the existing metal roof remains in 
place and becomes part of the overall 
retro  t roof assembly with a new metal 
roof installed directly over the Roof Hugger 
sub-framing. 

Sherwin-Williams Coil Coatings
BOOTH 1307
701 S Shiloh Rd., Suite 230
Garland, TX 75042
888-306-2645
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coilhelp@sherwin.com
coil.sherwin.com

Sherwin-Williams Coil Coatings (formerly 
Valspar) has been a leader in the art and 
science of coatings that excel in both beauty 
and function. Our expansive range of supe-
rior quality coatings comes to life through a 
full palette of colors and textures to meet the 
most demanding environmental conditions 
and designs.

ST Fastening Systems
BOOTH 513
6357 Reynolds Rd.
Tyler, TX 75708
800.352.4864
dquehl@stfastening.com
www.stfasteningsystems.com
ST FASTENING supplies steel-frame and 
post-frame screws for agricultural, com-
mercial, industrial and residential metal 
roof applications. Product strengths are 
drill quality and corrosion resistance, as 
showcased on the MAXX STEELBINDER 
and the KWIKSEAL WOODBINDER with 
Micro-Bit drill point. This point is more 
consistent than the sharp point Type 17 
design and will drill multiple thickness of 
steel, while eliminating the metal “pigtails” 
that can embed themselves in the rubber 
washer. The ZXL WOODBINDER micro-bit 
zinc-aluminum alloy molded head, and 
the ST-XL WOODBINDER 304 SS cap, 
both carry 40-year warranties against red 
rust. Solid and vented foam closure strips, 
rubber pipe  ashings, pancake and wafer 
head screws for standing seam roofs 
round out the product line.

Swenson Shear
BOOTH 637
4257 E. Keyes Rd.
Ceres, CA 95307
877.588.8748
morgan@swensonshear.com
www.swensonshear.com
Swenson Shear strives to provide innova-
tive tools to speed the process, improve the 
quality, and ease the dif  culty of metal panel 
preparation and installation.

Triangle Fastener Corporation 
BOOTH 518
1925 PREBLE AVE.
Pittsburgh, PA, 15233
Ph: 800.486.1832; Fax: 412.321.7838
www.trianglefastener.com
Triangle Fastener Corporation is a leading 
supplier of standard and specialty fasten-
ers, tools, sealants and accessories for 
the commercial construction industry. A 
complete line of fasteners for metal-to-
metal, metal-to-wood, drywall and concrete 
anchoring is available from each of its 23 
locations. Triangle’s Need-It-Now! Program 
is designed to provide fastening solutions 
for dif  cult applications. TFC has eight 
in-house painting facilities that can custom 
color-match fasteners to exact require-
ments with delivery in three days or less. 
TFC offers job-site assistance, technical as-
sistance, inventory-management programs 
and product development. The TFC Market-
Speci  c Catalogs can be found on the 
company’s website and are complete with 
products and technical information on a wide 
variety of fastening systems solutions.

Underlayment Specialties Plus 
BOOTH 329
1529 Gehman Rd., Suite B
Harleysville, PA, 19438
Ph: 267.263.2308; Fax: 267.263.2389
www.uspunderlayment.com
USP provides the roo  ng industry with a 
wide variety of underlayment options. From 
our top-of-the-line RoofTopGuard SA™ (self-
adhering) Ice & Water Protector; to the Pe-
tex-15 (our contractor-grade synthetic felt), a 
direct replacement for #15 conventional felt; 
to our Breathable Membrane products, we 
deliver our experience and expertise.

United States Steel Corporation 
BOOTH 937 
600 Grant Street 
Pittsburgh, PA 15219
1-877-798-7909
www.ussteel.com
constructionsales@uss.com 
Twitter: @U_S_Steel
LinkedIn: United States Steel Corporation

For more than a century, U.S. Steel has 
been a leading supplier of value-added 
sheet steel to the metal construction in-
dustry. The recycled content, durability and 
recyclability of our steel makes it a material 
of choice among sustainable construction 
products. U.S. Steel is synonymous with 
the strength of the steel it mines, melts and 
manufactures every day at facilities across 
the United States. Visit us at booth 937 dur-
ing METALCON 2018 to learn more. 

Zimmerman Metals Inc.
BOOTH 929
201 E. 58th Ave.
Denver, CO 80216
Ph: 800.247.4202; Fax: 303.292.5013
Zimmerman has been in the business for 
more than 75 years and has built a reputa-
tion of providing top-quality products and 
excellent service. Our roll formers illustrate 
this commitment.

All-Terrain Mobile Work Platform
Sale & Parts

Call Toll Free: 1-800-448-4077
Circle Reader Service #497

NEW WEBSITE!!!
www.rustgousa.com
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Employee Recruitment and Retention
Part Two: The Importance of a Business Culture in A  rac  ng and Keeping Employees

[Editor’s Note: Writer Kathy Jonas continues 
her series on Employee Recruitment and Re-
tention. She interviews employers and em-
ployment experts to gauge the current chal-
lenge of finding quality, long-term employees.] 

What is your business culture? Can you 
name it in one word? Many would have dif-
ficulty with that simple exercise. 

“Culture” is a word that has been ban-
died about in regard to employee recruit-
ment and retention for a long time. It’s 
become such a buzzword that it has about 
as much meaning as other business jargon 
such as “best practices,” “networking” and 
“ROI.” 

We’ve all heard about tech start-ups who 
have unlimited jelly beans and cereal and 
bagels displayed in an ultra-modern work-
place. Oh, and they also offer unlimited 
time off. 

But culture is more than candy: it is a 
feeling that drives employees to take pride in 
the place they work and consider their time 
there as significant and meaningful.

Take Fed Ex, for example. Rated num-
ber 36 by Fortune Magazine’s “100 Best 
Workplaces for Millennials,” employees 
take pride in the charitable work done dur-
ing disasters at home and abroad. They 
also appreciate the level of pay and benefits 
afforded to part-time workers, who make 
up about half of the workforce. A wellness 
program on and off site is also mentioned 
as important. 

Some of these practices may not work in 
the construction industry, but they illustrate 
what is being done to increase employee 
satisfaction in companies across the coun-
try. Maybe you can’t have a gym in your 
small office, but you could reimburse part 
of the membership in a fitness center or 
start a walking program for those who work 
mainly at their desks. 

Having an authentic business culture is 
important in terms of the image you present 
to current and future employees, according 

to Mike McKinley, a motivational speaker 
and business consultant who helps busi-
nesses find ways to differentiate themselves 
from the competition. “Some of our prob-
lem is leadership not adapting to a changing 
workplace,” says McKinley. 

For example, if the owner of a construc-
tion company has the attitude, “we start at 
7, dammit,” McKinley says that company 
will be left behind while others offer flexible 
scheduling to cater to the specific needs of 
the employees who might just end up look-
ing forward to coming to work each day. 

Defining your culture is not easy, but it 
is also not as difficult as that one-word exer-
cise might make it out to be. You’re prob-
ably doing some positive things already, it’s 
defining and cultivating it that make it your 
own, stresses McKinley. If you’re having a 
company picnic each year, that’s culture. 
If you regularly donate time and money 
to local charities, that’s culture. Having 
an open door where employees feel safe to 
discuss personal challenges affecting their 
work life is an example of a caring, compas-
sionate culture. Culture is more an exercise 
in defining your values and philosophy, 
according to McKinley. 

On the negative side, your culture could 
be defined by chaos, instability, lack of 
integrity or doing just the minimum to get 
by. Obviously, that kind of environment will 
not bring in—or keep—good workers.

KYLE’S CULTURE: A PASSION 
FOR POST FRAME

Kyle Stumpenhorst is the 34-year-old 
owner of Rural Renovators, an 11-year-old 
frame-building business in Dixon, Illinois. 
Originally getting a computer science 
degree in college, he found that he wanted 
more creativity in the workplace. “I’m a 
positive guy, I enjoy life and I wanted to pass 
that on to people as much as possible. I try 
and promote being happy at work.”

If you want to see Kyle for yourself, look 
at his YouTube channel, RR Builders, which 
has 66,000+ subscribers. In the first video, 
he demonstrates how to build an 84 by 128-
foot clear span farm shop. That video alone 
got 198,000 views. And his personality, 
which includes a palpable sense of humor, 
comes through as he realizes he didn’t bring 
the right size nails to the job, for instance.  
He is down to earth, self-deprecating at 
times, and confident in his abilities, crew, 
equipment and product. 

His brand has been established well 
through social media. He has built a brand 
based on quality, energy efficiency, cus-
tomer service and a passion for the custom 
projects he and his small crew works on 
each day.

As his website states: “It’s more than just 
a barn. It’s a big investment for you and for 
us.” He describes the business as “a passion 
brought to life through the use of wood and 
steel.”

Stumpenhorst and his crew members 
take pride in customer comments that 
reflect the brand and culture he is trying 
to build. “I had a customer say that he had 
never seen guys enjoy hard labor as much 
as ours did. 

“We take it as our responsibility to build 
somebody’s dream,” he said. “Mentally you 
have to stay positive and realize you are 
doing something good for the customer.”

MILLENNIALS BY ANOTHER 
NAME

Speaking of overused business jargon, is 
there a person left who hasn’t thought about 
millennials and what they want, what they 
need and how they are different from other 
generations? Google the word “millennials” 
and the result is a whopping 13,900,000 
results. 

McKinley looks at the group born 
between 1981 and 1996 a little differently. 
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In his eyes, this age group is not only a huge 
resource, and even an asset, for business but 
also the workforce that is available—like 
it or not. And that means finding ways 
to make your culture something they are 
attracted to and even admire. 

“This group wants flexibility and 

accountability,” says McKinley. “They want 
to know where you stand, what is expected 
of them, what their future is with the com-
pany and what results can be achieved.” So 
for the business owner without a specific 
plan, this employee will move on if expecta-
tions are not met, McKinley adds. 

“Everything these days is about results, 
not hours worked,” he goes on to say. So 
if a job can be accomplished in less time 
than the typical work day dictates, adjust-
ments need to be made. Conversely, it 
is expected that employees may need to 
work long hours to get a project done on 
deadline. 

And when some owners complain that 
this generation wants the participation tro-
phies they got in school, McKinley asserts 
that most employees, young or old , like 
to be recognized for good work and good 
results. “A real and specific compliment 
goes a long way.”

Listen to Stumpenhorst talk about his 
three-person crew: “Our crew works circles 
around a six-man crew. One hundred per-
cent it is about having good people. I work 
more hours than the guys to motivate them 
and give them satisfaction that they are an 
important part of the process. And I want to 
show them that I put a lot of trust in them as 
they interact with customers.” RB

A passion for post frame shines through in the work of Kyle Stumpenhorst, center, owner of Rural Renovators, 
and his crew. 
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business coaching

Kp Persaud coaches 
owners and executives 
on the ways to turn 
around struggling 
businesses and to 
maximize existing 
successes. Contact him 
at KuldeepPersaud@
actioncoach.com 

Transitioning yourself out of your business 
could be a gut-wrenching nightmare if it is not 
done correctly. The conflicting forces are pulling 
in opposite directions and are mostly emotional or 
financial tensions that must be resolved.

I have been a business coach for 10 years and 
a business executive for 30 years and the most 
challenging experience that I have gone through 
was planning and executing a succession plan in a 
family setting.

Here are some of the most important issues that 
must be worked through:

•   Am I ready to retire and what would I do 
after retirement?

•   If I sell the business, can it work without 
me? If “no”, then it would be difficult to 
sell it.

•   What is my business worth? Can I afford 
to retire?

•   Where would I find a suitable buyer? Is 
the buyer(s) my child(ren) or an employee?

•   What does the financial buyout transac-
tion look like?

•   What help do I need and where do I find it?

Below is a more in-depth analysis of the key issues 
surrounding a well thought out succession plan:

1. Are you ready to retire emotionally:  
Walk away from the business and turn it 

over to someone else? This issue is separate 
from any financial considerations affecting 
your decision to retire.

  The other part of this decision is what 
does the next phase of your life look like and 
are you excited for this journey?

  This is not an easy decision, but I believe 
you will know when the time is right.

2. Can you afford to retire? Working with a 
financial planner to help you translate the 
vision of the life you want to live in financial 
terms is very critical. Cash flow require-
ments to consider are your personal bal-
ance sheet, proceeds from the sale of your 
business, social security benefits, etc. Tax 
liability and the method of the sale of your 
business has huge cash flow implications 
and must be considered as well.

3. Are you ready to retire and seeking to 
sell the business but the business cannot 
work without you? This could be a serious 
problem. You can get around this issue 
by staying with the business after the sale 
until someone can learn to run it. Finding 
the right buyer who views your business as 
a strategic acquisition that will be integrat-
ed into another business could be another 
service option. A third option is to train a 
general manager and then sell the business.

Succession Planning
Doing It Right!

Value
At the end of 
the day, your 
business is 
worth what the 
buyer is willing 
to pay.

BOOTH #531
Circle Reader Service #392
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4. What is your business worth?  There are numerous 
ways to put a value on your business but at the end of 
the day, your business is worth what the buyer is willing 
to pay. However, there are clear performance indicators 
that will influence the buyer to pay top dollar for your 
company. A few of those are as follows:

•   EBITDA – (Historical): Earnings Before Income Tax, 
Depreciation and Amortization

•   Future Growth Rate

•   Net Worth in the Balance Sheet

•   Return on Assets

•   Capitalization Factor of Your Peer Businesses

5. Who is the buyer? Is he/she a family member and 
ready to lead the business? If not, you need to prepare 
for succession. Hire a business coach to help you.

  Selling to an independent third party, that is ready to 
take over the business and run it successfully, would be 
the easiest.

6. Financing the Deal. A complete cash buyout is the 
easiest and with the least risk. Tax liability from the 
seller’s standpoint is restricted to capital gains. A prom-
issory note with a competitive interest rate is another 
way to finance a buyout. This is a more affordable 
solution and more suited for a family member buyout. 
Interests become taxable to the seller and the buyer’s tax 
liability may go up due to taking a distribution to make 
payments in the promissory note.

7. What help do you need to do the necessary things 
right? It would depend on your situation but at mini-
mum you will need to seriously consider the following 
help:

•   Get a good business coach to help you layout the plan 
and serve as the mediator, and to prepare the business 
for sale in terms of leadership to enhance the value of 
the business.

•   Get a good CPA firm to do the tax planning and busi-
ness evaluation.

•   A good lawyer to give you legal advice to structure the 
deal and minimize the risk.

•   Retirement planning and wealth manager to help you 

understand your financial needs and to invest wisely 
for your retirement.

CONCLUSION
The process of succession planning involves a lot of moving 

parts and therefore, putting together a plan to put things in the 
right sequence is important. Giving yourself enough time to get 
it done is critical.

Some of you may be further along than others but to do it 
right, all the pieces must be in place. The more time you pro-
vide to get things done, the better chances are that your expec-
tations will be met like the sale of your business for a good price 
and managing your risks during and after the sale.

Everlast Roo  ng, Inc. continues to set industry 
benchmarks for corrosion control by introducing 
AZM® with Activate® Technology. Incorporating 
magnesium into the already proven Galvalume steel 
created a more corrosion resistant panel. Complete 
with the COLORBOND® paint system, outlasting 
and outperforming all other paint systems in 
the market, Everlast’s innovative OMNI® panel 
DEMANDS TO BE SEEN.

EVERLASTROOFING.COM    |    888.339.0059

DEMANDS TO BE SEEN
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KNOW AN OUTSTANDING 
CREW FOREMAN?
NOMINATE HIM OR HER FOR THE CREW 
FOREMAN OF THE MONTH AWARD.
Recognize your most loyal and hard-working project leaders by nominating them for the Crew 
Foreman of the Month Award. Open to NFBA member companies, this award recognizes both 
your foreman and your company, giving you some free publicity. 

The Crew Foreman of the Month receives
• $250
• recognition in a Frame Building News article 
• 

$1,000 prize.

Thank an outstanding crew foreman and gain publicity  
for your company by submitting a nomination today.

Learn more at nfba.org/awards.
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A.J. Manufacturing

Safe-Way Door

CannonBall:HNP

Western Products

Schweiss Doors

C.H.I. 
Overhead Doors

www.ajdoor.com

www.safewaydoor.com

www.cnbhnp.com

www.westernproductsinc.com

www.schweissdoors.com

Since 1916, CannonBall has offered a 

complete, best-warranted line of round track 

products and accessories, including industry-

standard keyhole track, for the post-frame 

and metal building industries. A wide variety of 

entry doors, like the cost-effective 1700-Series 

in steel and aluminum jambs (pictured), are 

manufactured with versatile design and 

affordable pricing for agricultural, commercial 

and metal building projects. Builders also rely 

on CannonBall for Dutch doors, sheeting and 

wall cladding products, cupolas, horse stalls, 

windows, builders’ hardware and more.

Safe-Way Door is a leading manufacturer of 

quality residential, commercial and industrial 

overhead garage doors in steel, wood and 

aluminum. Headquartered in Warsaw, Indiana, 

Safe-Way Door also operates facilities in 

Tennessee and Missouri with distribution 

throughout North America and Canada. Doors 

are available in multiple confi gurations including 

polyurethane and polystyrene insulated, 

uninsulated and up to 10 colors in steel and 

multiple powder-coat colors in aluminum. 

Commercial door sizes are available in all of the 

panel designs. Pictured is the Regency Model 

70 in the new Driftwood Grey.

A.J. Manufacturing builds high quality steel 

walk doors. Options include pre-painted white, 

clay, bronze or brown panel and frame, or fully 

stainless steel doors. A.J. doors are pre-hung 

in steel, aluminum or stainless steel frames with 

4 x 4.5 inch fi xed pin, or ball bearing hinges for 

4-way universal swing, even with a foamed-

in-place door lite or a deadbolt bore. The 1-¾ 

inch doors are polyurethane foam injected for 

an R-12 insulating value. 

With Western’s extensive line of sliding door 

track, accessories, sliding door frames, 

equestrian products, foil insulation and much 

more, you’re sure to fi nd your product needs. 

Established in 1929, Western’s reputation for 

quality, service, pricing and industry knowledge 

will help you build the future. 

For 38 years, Schweiss Doors has been a 

leading manufacturer of hydraulic one-piece 

doors, patented Lift Strap / Autolatch Bifold 

Doors and a new dynamic line of designer 

doors. Renowned for quality craftsmanship, 

these custom-made engineered doors are 

specially designed for many applications, 

without loss of headroom, including: 

commercial, industrial, agricultural, residential, 

aircraft hangars and designer doors.

C.H.I. Overhead Doors manufactures 

residential, commercial and rolling-steel 

overhead doors. Through its commitment to 

quality and value, the company recognizes 

the importance of delivering a reliable 

product. C.H.I. offers an impressive selection 

of models in a wide range of sizes so you 

can fi nd a garage door to match your exact 

specifi cations.

DOORSDOORS &  & 
Door HardwareDoor Hardware

www.chiohd.com
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MWI Components

National Hardware

Plyco

Erect-A-Tube Inc. Extrutech Plastics

PowerLift 
Hydraulic Doors 

www.mwicomponents.com

www.natman.com

www.plyco.com

www.epiplastics.com

www.powerliftdoors.com

www.erect-a-tube.com

MWI Components is an industry-leading 

manufacturer of Dutch doors, bale doors and 

sliding doors. Powder-coated parts are offered 

in more than 28 colors and more than 100 

options for 29-gauge inserts. Track packages 

are available in fi nish slider installation or you 

can choose your own components from MWI’s 

track and hardware catalog. Add the fi nal 

touch using MWI’s expansive line of Arcadian 

doors. 

New at National Hardware are mini-interior 

sliding door kits. Staying on trend with the 

updated farmhouse look and adding to 

National Hardware’s full offering of popular 

interior sliding doors, these mini interior sliding 

door kits are the perfect addition to any small 

application in a home. Offered in rustic oil 

rubbed bronze, these kits give space an instant 

style with a modern farmhouse aesthetic.

If you’re looking for a commercial, residential 

or agricultural door, Plyco has the right door 

for your construction projects. Contractors 

rely on Plyco for a comprehensive line of 

durable walk doors that meet today’s building 

codes. Plyco offers pre-hung service doors 

individually packaged, pre-drilled for lock set, 

and insulated with injected polyurethane foam. 

Plyco walk doors are perfect for post frame, 

metal frame and commercial buildings.

Erect-A-Tube Inc. designs, engineers and 

manufactures electric bifold doors, bottom 

rolling doors, aircraft T-hangars and clear-

span hangars for the general aviation and 

business jet markets. Utilizing the structural 

qualities of HSS tubing, a bridge-truss 

design was developed, providing minimal 

defl ection, smooth operation of the door 

system and fl exibility in hangar design. With 

54 years of manufacturing experience, Erect-

A-Tube’s single-source product line, with 

a fully integrated system, results in ease of 

construction and years of reliable service. 

Extrutech All Weather Doors are corrosion 

proof, bright white, with a smooth fl at 1-3/4” 

thick PVC door panel and solid PVC frame with 

a weather strip sealed edge. They are available 

as single and double doors, in standard 

or custom sizes, as well as replacement 

door panels to fi t existing frames. For use 

in: high moisture, salty, acidic areas where 

corrosion may be a problem, or for controlled 

environments such as car washes, dairies, 

laboratories and more.

PowerLift has built hydraulic doors 

continuously since 1992. It has 37 local 

support centers that manufacture, deliver and 

install every single door. PowerLift strives to 

make your building project and your long-term 

ownership experience simple and hassle free. 
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We are celebrating our 30th Anniversary with a Special “Collector’s Edition” issue 
of Frame Building News. Our issue will look at the last 30 years of Frame 
Building News and the post-frame industry.

We will feature top articles from each decade and the manufacturing stalwarts 
who support the industry. Only companies in continuous operation for 
25 years or longer are invited to participate.

This issue will be polybagged and mailed to the 73,000 readers of Frame Building 
News, Metal Roofi ng Magazine and Rural Builder.

We need to confi rm your participation by November 9, 2018.
BONUS DISTRIBUTION AT METALCON, FRAME BUILDING

                                                 EXPO AND IRE.

Your Story 
Is Our Story.

You can be a part of the issue at no charge. Anyone who responds will be listed in their 
longevity category. Listings will be: 25+ Years, 50+ Years, 75+ Years & 100+ Years.

You can add your logo and a 50 word description for $275.
Tell your complete story with the single-page or two-page spread options 

listed above.
If you need more than two pages, we can discuss your specifi c needs.

This issue is exclusively about Anniversaries and will not include traditional ads.

Help us take a look back at the last 30 years.

For more information or to be a part of our 
30th Anniversary Issue contact:  Gary Reichert 

gary.reichert@fwmedia.com • Phone: 715-350-7080

Special 
Edition Issue

Full-Page Option:
One or two large pictures

400 words of text
Includes logo & description
20 Complementary copies
Reprints at $120 per 100

$3,350.00

Two-Page Option:
Four or fi ve large pictures 

800 words of text
Includes logo & description
25 Complementary copies
Reprints at $160 per 100

$4,625.00
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Maze Nails is a sixth-generation 

family-owned business that stands 

alone. Once sharing the stage with many 

domestic nail companies, it is the only 

one remaining that can claim its nails 

are 100 percent “Made in the USA.” 

Its lineage stretches back 169 years. 

The company was started by Irish 

immigrant Samuel Nesbitt Maze, who 

arrived in the United States in 1836 

from Castleblaney, County Monaghan, 

Ireland. He worked as a masonry con-

tractor for several years before decid-

ing in 1848 to try his hand at the 

lumber business, locating his modest 

yard in the small town of Peru, Illinois, 

on the banks of the Illinois River. 

The yard stood just a few hundred 

yards from the south end of the new 

Illinois-Michigan Canal. Dug by men 

and horsepower, it was also 1848 when 

the canal first linked Peru and the 

Illinois and Mississippi rivers to Lake 

Michigan.

Maze had a small barge built—

named the Elk—and used mules to haul 

loads of local grain to Chicago by way of 

the I-M canal. Before leaving Chicago to 

return to Peru, the Elk was loaded with 

white pine from the huge timber stands 

in Wisconsin, for sale to Samuel Maze’s 

contractor friends, and later to every-

one, when farmers and others asked 

him to bring them lumber. 

In the late 1800s, the 

Maze Lumber yard was 

selling a great many 

cedar shingle roof jobs. 

The shingles lasted fine, 

but the bright steel-cut 

nails that Maze Lumber 

sold, though they were 

the best available at the 

time, just didn’t last. The result 

was blow-offs of the wood shingles 

due to nail failures. The lumberyard, 

then operated by Samuel’s son, Walter, 

bought a used nail machine to make 

their own, higher-quality nails from 

pure zinc strips.

It was fortunate that LaSalle-Peru 

was also home to M & H Zinc and 

Illinois Zinc—suppliers of the zinc 

needed to make the cut cedar shin-

gle nails that the small nail machine 

produced. Pure zinc nails, while they 

didn’t drive extremely well because 

they were rather soft, accomplished the 

Maze goal of providing a long-lasting, 

“rust-proof” nail to customers, espe-

cially in short lengths.

Maze Lumber promot-

ed its cedar shingle roof 

packages far and wide. 

They even gave away 

the zinc cut nails free 

if the rest of the job 

was purchased at their 

yard. So the little nail 

machine now had to run 

more hours a week to keep 

up with the growing demand.

It didn’t take long for word of these 

fine zinc nails to spread to lumber-

yards outside the area and soon other 

area dealers arrived by wagon, f lat-

MAZE NAILS

This contractor is loading 5-pound boxes of Maze 

Zinclad Nails into his wagon full of cedar shingles 

at Maze Lumber around the turn of the 20th century.

Zinclad nails being loaded 

into 100-pound wooden cases.

sixth-
generation 

family-owned 

business

Established

1848
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neers went to work on a new design. 

The first automated nail dipping line 

was completed in 1955 when Double-

Dipped STORMGUARD® nails were 

born. Double-dipping the nails pre-

cluded pinholes, globs of zinc and 

other imperfections, further guaran-

teeing homeowners that Maze hot-

dipped nails would give them decades 

of rust-free service on their roofing, 

siding and decking jobs.

Maze Nail engineers were respon-

sible for many other major innova-

tions in the nail business. As build-

ing materials changed and improved, 

it was imperative to develop new 

methods of fastening them. Maze 

developed spiral-shank threading to 

increase the holding power of its 

nails, reducing the problems caused 

by nails backing out of roofing and 

siding products.

Maze Nails was also the first mill 

to pack nails into both 50-pound and 

5-pound boxes—quite a departure 

from the old 100-pound kegs consid-

ered standard packing.

Maze Nails has always been on 

the leading edge of developing nails 

to apply ever-changing and mod-

ern building materials. For example, 

when hardboard siding first entered 

the market, contractors found that 

regular box nails and siding nails 

didn’t drive well through the new, 

tough materials. Maze Nails was 

quickly contacted, and within sev-

eral weeks had developed high-carbon 

steel, small-headed Stormguard sid-

ing nails. Those nails soon became 

the industry standard for hardboard 

siding nails, and they continue to hold 

that distinction.

Maze Nails also had the first pres-

sure-treated lumber (P.T.L.®) nails to 

hit the market after the strong emer-

gence of treated lumber. Maze Nails is 

now providing both bulk and collated 

hot-dipped nails for the huge, emerg-

ing fiber-cement siding market. 

Of course, during wartime, Maze 

was always a dependable supplier of 

special nails to the military.

In 1990, Maze Nails added to its 

corporate family with the purchase 

of Independent Nail, founded in 1915 

in Bridgewater, Massachusetts, by the 

Stone family. Independent Nail was 

once the nation’s largest supplier of 

specialty nails. Its STRONGHOLD® 

nail line was a brand name that most 

other nail makers were unable to 

match for many years. 

The acquisition of Independent 

Nail further galvanized Maze 

Company’s position at the top of its 

industry, providing an even greater 

diversity of quality products, includ-

ing stainless steel nails, copper nails, 

plastic head cap nails, metal head cap 

nails, paneling nails, hardwood trim 

nails and aluminum nails. 

boat and sidewheeler. As Maze Lumber 

began selling nails to other lumber-

yards, the nail machine eventually ran 

full time—then was joined by addi-

tional machines as nail orders poured 

in. So was born the Nail Division of 

W.H. Maze Company.

In the early 1900s, when the cost 

of the base metals such as zinc began 

to skyrocket, the fledgling nail mill 

devised a way to conserve zinc by mak-

ing steel nails, then dipping them into 

a vat of molten zinc. These ZINCLAD® 

nails drove much better than the old 

pure zinc cut nails, but still had the 

excellent rust-resistance to which Maze 

customers had become accustomed.

For years, Zinclad nails were dipped 

manually using a small basket to lower 

the nails into the molten zinc.

As nail sales climbed to the point 

where this manual nail dipping meth-

od just didn’t keep up, the Maze engi-

Zinclad, the nails that started the 

Maze Nails division of the company.

The first Maze delivery truck, a 1925 one-and-a-half ton Federal was purchased new by Maze for $423.

Maze Nails

100 Church St., Peru, IL 61354

PHONE: 800-435-5949

WEBSITE: mazenails.com
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Built on the foundation of providing 
the market with quality building solu-
tions, Varco Pruden Buildings has 
grown from a small regional supplier to 
a worldwide leader over the past 50 years.

The history of Varco Pruden began 
in the post-WWII era with Robert 
Varner using repurposed steel tubes 
from the oil fields of Oklahoma to 
build steel-framed structures for the 
agricultural market. During the same 
period, Clark Prudhon had begun 
welding plate steel into building frames 
for agricultural and industrial applica-
tions in Wisconsin.In 1968, the two growing regional 

suppliers—Varner Steel and Pruden 
Products—merged to become Varco 
Pruden Buildings. With four region-
al service centers, the new company 
quickly developed into a national brand. 

Varco Pruden Buildings 3200 Players Club Cir.Memphis, TN 38125PHONE: 901-748-8000WEBSITE: vp.com

for sustainable buildings and energy-
efficiency, VP’s new ThermaLift™ pro-
vides space for increased insulation. SSR 
with ThermaLift can meet thermal per-
formance as good as U=0.029, which 
meets or exceeds most building code 
requirements.

Technology has been the key to 
much of VP’s product and design suc-
cess. From the earliest developments 
of custom-concept, VP explored com-
puter-aided technology to expand and 
refine their industry-leading products. 
VP took a giant leap forward with 
the introduction of VP Command™. 
This proprietary software gives VP 
Builders the ability to quickly and cor-
rectly design, estimate and order their 
VP building.  

SUCCESS THROUGH OUR BUILDER NETWORKThroughout the past 50 years one fact 
has remained constant—VP’s success 
is tied to the success of the VP Builder 
network. This elite group of contractors 
and building specialists use VP’s prod-
ucts and technology to provide building 
solutions for virtually any commercial, 
industrial or retail application.  

VP TODAY
Varco Pruden Buildings is one of the 
nation’s largest providers of building solu-
tions. With advanced engineering, propri-
etary building products and our network 
of authorized builders, Varco Pruden 
offers innovative steel building solutions 
worldwide for low- and mid-rise commer-
cial and industrial applications.Whether for new construction or 

upgrading existing facilities, Varco Pruden 
specializes in cost-effective solutions to 
meet project requirements for design, func-
tion, energy-efficiency and sustainability. Varco Pruden: Building Solutions One 

Relationship at a Time

BRINGING PRODUCTS AND TECHNOLOGY TO MARKETAs market demand for efficient and 
affordable steel structures grew beyond 
agricultural applications, Varco Pruden 
Buildings developed building solu-
tions to meet the need. VP pioneered 
the “custom concept” approach which 
allowed pre-engineered metal buildings 
to meet customer design requirements 
within one-sixteenth of an inch. VP researched and developed fram-

ing options for both solid-web and 
open-web applications. VP engineering 
provided designs to accommodate clear 
spans in excess of 300 feet. Today, with 
VP’s new WideBay™ Trussed Purlin, bay 
spacing of 50 feet between frames can be 
achieved. This innovation allows build-
ing owners more clear floor space for 
equipment, storage or workspace.Along with framing innovations, 

VP developed its patented SSR™ stand-
ing seam roof. With features including 
3-inch standing seams, sliding clips 
for thermal expansion and a patented 
fully-seamed ridge cap, VP’s SSR is one 
of the most durable and reliable roof-
ing options on the market. VP continues to develop products to 

meet owner’s needs. With today’s demand 

VARCO PRUDEN BUILDINGS Established1948

Building Success Since 1948
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supplier news

LEVI’S BUILDING 
COMPONENTS CELEBRATES 40 
YEARS

Levi’s Building Components began 
in 1978 as a small shop in Bird-in-Hand, 
Pennsylvania, selling fasteners. Expansion 
and hard Pennsylvania winters led to the 
company’s launch into snow guards. A 
new building was going up at its current 
location to handle increased business, but 
when a common brand of snow guard 
failed on the building during a particu-
larly bad snowstorm, founder Levi Fisher 
came up with a better idea. The result was 
the launch of the Snow Defender 4500. 

Now as a one-stop-shop for metal 
building components, newer prod-
uct introductions include Levi’s Snow 
Defender 7500 DECO and 85RF DECO, 
the Logrip low profile fastener, the Fastgrip 
Mini-Driller, Fastvent Plus R Panel clo-
sures and the Spring-Loaded Nut Setter. 
www.levisbuildingcomponents.com

MCELROY METAL OPENS NEW 
MANUFACTURING FACILITY IN 
MISSOURI

McElroy Metal opened its 13th U.S. 
manufacturing facility in Diamond, 
Missouri, this summer.

“I look forward to servicing cus-
tomers from here,” said Billy Howell, 
operations manager at the new facility. 
“McElroy Metal has had a service center 
in this location for more than a decade. 
We’ve cultivated an excellent customer 
base, so building a manufacturing facil-
ity was just a natural step to meeting the 
needs of that customer base.”

Diamond is located in the southwest 
corner of Missouri, near the borders of 
Oklahoma, Arkansas and Kansas, serv-
ing the four-state area. The new manu-
facturing facility provides products for 
the post-frame industry as well as the 
architectural and commercial construc-
tion markets. www.mcelroymetal.com

people in the news

Kent Haney has 
been recruited as 
Southeast Sales 
Manager for Atlas 
Bolt and Screw, effec-
tive July 16. 

Haney has respon-
sibility to manage Atlas’s sales in the 
southeast. 

His career spans more than 17 years, 
with roles that include Marco Industries, 
Metal Sales, Reed Metals and Central 
States Manufacturing. His experience 
in the metal building and post-frame 
industries positions him to develop 
the southeast market and to support 
customer growth. Haney’s progressive 
experience includes sales leadership, 
product and market training, man-
agement, operations and marketing. 
www.atlasfasteners.com

* 120 mph Wind Rated
* Easy installation
* Sizes 24” - 72”
* Square or Octagon
* Louvers or Windows
* Weathervanes

www.royalcrownecupolas.com

Royal Crowne
Cupolas

717-355-2254

Circle Reader Service #426
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2019

-Single & Double Deck Rollformers
-Trim Rollformers

-*NEW* Patriot Rollforming Line 
-Coil Reels

-Precision Cut Slitting Lines
-Sheet Stackers
-Coil Upenders

-Ridge-Cap Press

The Affordable Rollforming 
Equipment Manufacturer

Metal Rollforming Systems designs and manufactures reliable and 
affordable rollforming equipment and accessories, making us a leader in 

rollforming equipment manufacturing.  Our unsurpassed technical support 
is unlike any other in the industry, we work until the job is done.  Our 

customer’s success is our success.  For more information, please contact us 

1.833.292.5302  www.mrsrollform.com

at 1.833.292.5302 or visit us online.

Booth
#404

Circle Reader Service #584
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PREMIER
ISSUE

  COIL
IS NOT

CREATED 
EQUAL

PRODUCT
PROFILES
ROLLFORMINGMACHINES & BRAKES

SELLING METAL:HOW TO CLOSETHE DEAL

FALL 2018
Vol. 1, No. 1

ALL
COVER STORY:

DIVERSIFYING YOUR WORKLOAD

PICKING THE BEST ROLL FORMER TO FIT YOUR NEEDS

UPCOMING ISSUES
ROLLFORMING 

MAGAZINE
From the publishers of Rural Builder, Metal 
Roofi ng Magazine and Frame Building News

The only publication specifi cally for rollformers 
in the construction industry.

TO SUBSCRIBE, VISIT:
www.constructionmagnet.com/subscribe

For more information contact: Gary Reichert
Gary.reichert@fwmedia.com

715-350-7080 • Cell 715-252-6360

Spring 2019
• Mails May 2019
• Roll More than Roof and Wall Panels
• Pack and Ship Your Panels

• After-Market Accessories and Software for 
your Rollformer

• Product Profi le: Tools and Machines 
(snips, shears and seamers)

Summer 2019
• Issue Mails July 2019
• Rolling Long Panels
• Steel Pricing, Imports and Raw Material Costs
• Adapting Rollformers to Unique Situations

• The Newest Colors and Finishes for Coil
• Product Profi le: Sealants, Closures, 

Ventilation and Moisture Control

Fall 2019
• Issue Mails October 2019
• Year in Review
• Hot Panel Profi les

• Minimizing Growing Pains
• Product Profi le: Components 

(clips, clamps, fasteners and accessories)

2019 ISSUES:

RB0918.indd   36 8/28/18   12:54 PM
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09 /
SEPTEMBER

13-14, Insulation Contractors 
Association Of America (ICAA) 
Convention & Trade Show 2018, 
Orlando, FL; insulate.org

23-26, National Coil 
Coating Association (NCCA) Fall 
Meeting 2018, Louisville, KY; 
coilcoating.org

26-27, NFBA Heartland 
Chapter Conference, Afton, OK; 
918-257-4204

18, Buckeye Frame Building 
Association 34th Annual Post Frame 
Expo, Hartville, Ohio; ohiopostframe.
org

29-30, Wisconsin Frame 
Builders Association Conference & 

10 /
OCTOBER

10-12, METALCON 2018, 
Charlotte, NC; metalcon.com

24-26, 
Midwest Roofing Contractors 

Association (MRCA) Annual Conference 
2018, Omaha, NE; mrca.org

11 /
NOVEMBER

14-16, Greenbuild International 
Conference & Expo 2018, Chicago, IL; 
greenbuildexpo.com

28-30, 2018 Construct Canada, 
Toronto; constructcanada.com

11-13, 2019 International Roofing 
Expo (IRE), Nashville, TN; 
theroofingexpo.com

19-21, 2019 International 
Builders’ Show (IBS), Las Vegas, NV; 
buildersshow.com

B Y  R U R A L  B U I L D E R  S TA F F

calendar

Circle Reader Service #511

01 / 19
JANUARY

02 / 
FEBRUARY

6-8, 2019 National Frame Builders 
Association (NFBA) Frame Building 
Expo, Louisville, KY; nfba.org

13-15, 2019 Self-Storage 
Association (SSA) Spring Conference & 
Trade Show, National Harbor, MD; 
selfstorage.org

03 / 
MARCH

Tour, Stevens Point, WI; 
wisconsinframebuilders.org

AAAAAAAAAAAAAAAAAAAAAAAALLLLLLLLLLLLLLIIIIIIIIIIIIIIVVVVVVVVVVVVVVVVVVEEEEEEEEEEEE,,,,,,  OOOOOOOOOOOOOOOOONNNNNNNNNNNNNNNNNNNNNNNNNNN  TTTTTTTTTTTTTTTTTTTTTIIIIIIIIIIIIIIIIIIIIIIIMMMMMMMMMMMMMMMMMMMMMMMMMMEEEEEEEEEEEEEEEEEEEE   AAAAAAAAAAAAAAAAAAAANNNNNNNNNNNNNNNNNNNNNDDDDDDDDDDDDDDDDDDDDDDDDD   OOOOOOOOOOOOOOOOOOOOOOOONNNNNNNNNNNNNNNNNNNNNNNNNNNNNN   TTTTTTTTTTTTTTTTTTAAAAAAAAAAAAAAAAAAAAAAAAAAASSSSSSSSSSSSSSSSSSSSSSSKKKKKKKKKKKKKKKKKKKKKKKKKAAAAAAAAAAAAAAAALLLLLLLLLLLLIIIIIIIIIIIIVVVVVVVVVVEEEEEEEEEEE,,,,,, OOOOOOOOOOOOOOONNNNNNNNNNNNNNNNNNNNN TTTTTTTTTTTTTTTTTIIIIIIIIIIIIIIIIIMMMMMMMMMMMMMMMMMMMMMMMEEEEEEEEEEEEEEEEEE AAAAAAAAAAAAANNNNNNNNNNNNNNNDDDDDDDDDDDDDDDDD OOOOOOOOOOOOOOOOOONNNNNNNNNNNNNNNNNNNN TTTTTTTTTTTTTTTAAAAAAAAAAAAAAAAAAAAAASSSSSSSSSSSSSSSSSSKKKKKKKKKKKKKK

Gary Reichert – gary.reichert@fwmedia.com – 715-350-7080

Reach the construction professionals who read 
our magazines to fi ll your vacant positions.

Contractors and construction professionals cite 
locating skilled trades people as one of the 

major challenges to running their businesses. 
Readers of Rural Builder, Metal Roofi ng and 
Frame Building News use our publications 
to stay current in industry developments 

and best practices.
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400 ROLL FORMERS 400 ROLL FORMERS

250 MISCELLANEOUS

160 DOORS & WINDOWS

600 TOOLS/EQUIP DISTRIBUTOR

Considering equipment?
Consider Clark.

• Roof & Floor Truss Presses
• Multi-Head Truss Presses
• Modular Truss Presses
• Shuttle Presses
• Jack Presses
• H.D. Chord Splicers

• Post & Column Machines
• Floor Truss Machines
• Electric Horizontal Stackers
• Electric Peak-up Stackers
• Conveyor Systems
• Custom Machinery

Call us toll free at: 800.743.9727
or visit us on the web at: www.clark-ind.com

ROLL FORMING EQUIPMENT

Hemmer
Trim Rollformers
Wrappers
Upenders
Perforator

We use D2 tool steel as a standard.
Phone (330) 674-4003  Fax (330) 674-4035

AgPanel
Post Cut Shear
PreCut Shear
Uncoiler
Slitter

FEATURE YOUR 
BUSINESS HERE!

CONTACT
GARY REICHERT

p: 715.350.7080
e: Gary.Reichert@fwmedia.com

Booth
#1531

sales@plastisleeve.com
Toll free 877-775-3383

www.plastisleeve.com

• Low cost - Easy slide on 
• Made from the best, 
   HDPE black plastic!

The “Original” post protector

Booth
#803

- Automation Systems
- Metal Construction Rollformers
- Coil Processing
- Forming & Fabrication 
- Recondition Existing Machines

WE ADD THE VALUE TO METAL
1-888-865-8740   www.marionmanufacturing.com

- Automation Systems
- Metal Construction Rollformers
- Coil Processing
- Forming & Fabrication
- Recondition Existing Machines

Booth
#239

NFBA Post-Frame Weekly
The e-Newsletter exclusively  
about post-frame construction

-Project features
-Technical articles
-Industry news
-How-to’s and best practices
-Marketing ideas, and more

Sign up today 
 for FREE! 

www.constructionmagnet.com/sign-nfba-newsletter
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■ Plyco Introduces Two New 
    Insulated Doors 

 The 98SS and 98SP are the latest additions 
to the Plyco Series 98 insulated utility door 

line. The 98SS is a pre-hung, 100 percent 
stainless steel door panel and jamb ready 
for installation. It’s the affordable and 

long-lasting option for inte-
rior and exterior use. The 
door panel is constructed of 
18-gauge 304 stainless steel 
with a vertical grain hous-
ing a polystyrene insulating 
core. The frame is 16-gauge 
304 stainless steel. The 98SP 
stainless steel perimeter door 
is a full fiberglass panel with 
a polystyrene insulating core 
and a stainless steel rein-
forced perimeter designed 
for animal confinement.

www.plyco.com

DOORS 
THAT 

WORK!

“CALL BACKS 
ELIMINATED”

www.IBEAMDOOR.com

Circle Reader Service #512

BOOTH #1921

■ Get Organized

Milwaukee Tools keeps tools cor-
ralled with the build-your-own PackOut 
system. It includes an industrial-grade 
extension handle, metal reinforced 
locking point, metal reinforced cor-
ners, built-in hardware for tie-down and 
offers modular connectivity with all 
PackOut Components. 

www.milwaukeetools.com

new products
B Y  R U R A L  B U I L D E R  S TA F F

Email Your Information 
to Our Readers

MENTION THIS AD & YOUR SECOND DEB IS HALF PRICE

Gary Reichert 
gary.reichert@fwmedia.com – 715-350-7080

• REACH: Rural Builder, Frame Building News 
 and Metal Roofi ng Readers

• TIMING: Send when you want to coordinate with  
 product releases, special events or trade shows

• RESPONSE: Prospects can click on the ad and  
 respond to you immediately

• ACCOUNTABILITY: You get a report showing 
 how many readers received, opened and 
 clicked on your DEBs

CONTACT:

39,40,42_New Products.indd   39 8/29/18   9:51 AM
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■ Professional Trim/Edging
     Results at Your Finger Tips

Bosch’s new GKF12V-25 Max Palm Edge 
Router offers the power and cordless free-
dom to deliver great routing and trimming 
results. This lightweight 12V tool is barely 
two pounds and has an ergonomic offset 
design that makes it the choice for comfort-
able, compact edge routing and trimming. 

The 12-volt Bosch EC Brushless motor 
offers impressive 13,000 rpm power and helps 
to provide great runtime. Constant speed cir-
cuitry monitors and maintains speed under 
load for consistent performance, and restart 
protection helps prevent accidental startup 
when switching batteries. 

www.boschtools.com

■ Four New Telescopic Handler Models from Gehl

Gehl has introduced four new telescopic handler models for the North 
American market—the DL11-44 GEN:3; DL11-55 GEN:3; DL12-40 GEN:3; and 
DL12-55 GEN:3.

The four models offer maximum lift capacities from 11,000 to 12,000 
pounds and maximum lift heights from 40 feet 4 inches to 55 feet 5 inches. 
They are powered with a 120-hp Tier IV Cummins QSF 3.8L engine and Dana 
4-speed power shift transmission. Four-wheel drive is a standard feature with 
operator selectable four-wheel, two-wheel and crab steering.

The new Gehl DL Gen:3 Series models feature a single joystick control for 
boom extension and retraction, attachment tilt, auxiliary hydraulics and forward/
neutral/reverse. The all-in-one joystick allows the operator to control all machine 
functions with one hand while leaving the other hand on the steering wheel.

Three types of attachment systems make it quick and easy for the operator 
to switch between applications—the narrow Dynattach which has an auto-
matic locking system; the Dynacarrier with wider support of the attachment; 
or Dynacarrier with hydraulic locking quick attach. In addition, the DL11-55 
and the DL12-55 feature front outriggers and boom tip auxiliary hydraulic lines 
as standard equipment, and both are an option on the DL11-44 and DL12-40.

www.gehl.com

Circle Reader Service #374

new products
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You need a new watch…the one you are wearing was made 
when Nixon was in office, but extravagantly-priced watches 

that add zeros just because of a high falootin’ name are an insult 
to your logic. Why shell out big money so some foreign company 
can sponsor another yacht race? It’s time to put an end to such 
madness. It’s absolutely possible to have the highest quality, 
precision classic timepiece without the high and mighty price 
tag. Case in point:  The Stauer Urban Blue. 
Packed with high-end watch performance and style, 
minus the high-end price tag. It’s everything a high-end 
watch should be: Sturdy stainless steel and genuine leather 
construction. Precision timing that’s accurate to four seconds a 
day––that’s more precise than a 27-jewel automatic watch priced 
at over $6,000. And, good looking–– with simple, clean lines 
and a striking metallic blue face.
“Blue watches are one of the growing style trends seen in the 
watch world in the past few years”––WatchTime®
Your great escape from the over-priced watch craze. At 
Stauer, we go directly to the source (cutting out the middleman), 
and engineer our own watch designs. This means we can offer a 
top quality timepiece that happens to only cost the same as two 
well-made cocktails at your favorite bar. So, while we’re busy 

revolutionizing the watch industry to bring you more real value, 
you can take your own stand against overpriced watches with 
the Urban Blue.
Your satisfaction is 100% guaranteed. Wear the Urban Blue for 
30 days. If you’re not convinced that you achieved excellence for 
less, send it back for a refund of the item price. The Urban Blue 
is one of our fastest sellers. It takes six months to engineer this 
watch so don’t wait. Take a stand against overpriced watches in 
impeccable style. Limited to the first 1900 responders to this 
ad only. Don’t miss out...call today!

Precision movement  •  Stainless steel caseback and crown  •  Cotswold™ mineral crystal  •  Date window 
•  Water resistant to 3 ATM  •  Genuine leather band fits wrists 6 ¾"–8 ¾"

14101 Southcross Drive W., 
Ste 155, Dept. UBW371-02
Burnsville, Minnesota 55337 
www.stauer.com

Stauer Urban Blue Watch  $199†  

   Offer Code Price   $29 + S&P  Save $170

1-800-333-2045
Your Insider Offer Code: UBW371-02 
You must use this insider offer code to get our special price. 

Stauer… Afford  the  Extraordinary .®

Stauer®

It’s Enough to Make You 
Blue in the Face

Time to take a stand against overpriced watches with the Stauer Urban Blue, now only $29. 

† Special price only for customers using the offer code versus the price on Stauer.
com without your offer code.

Rating of A+

“Are you kidding? 
What a great watch 
at a ridiculous price. 
Thank you Stauer!” 

— Gitto, Hicksville NY

Only $29!
You would be hard pressed to find a 

timepiece of this outstanding 
quality and precision 

at this price.
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new products

■ Tread Safely with 
    Slip Resistant Epoxy Coating

Tread Spread offers users a durable, 
cost-effective solution for adding trac-
tion to areas where proper footing is 
critical to safety. It’s manufactured by 
Abatron Inc., the maker of epoxy coat-

ings and adhesive products, in business 
since 1959. Tread Spread exceeds OSHA 
and ADA recommendations for slip-
resistance in both wet and dry condi-
tions. In contrast to tape-based traction 
support products, Tread Spread will 
not lose adhesion in wet or completely-
submerged areas. It bonds to a variety 

of surfaces including 
concrete, wood, metal 
and fiberglass and is 
available for purchase 
in 2 pint, 2 quart and 
2 gallon kits. Each 
gallon allows for 12 
square feet of coverage 
at 1/8-inch thickness. 
Customers can choose 
from two colors, safety 
yellow or slate gray, 
depending on project 
requirements.

www.abatron.com

■ Comabat Sweaty, 
     Smelly Hardhats

Hard hats are usually a required part 
of a construction or industrial worker’s 
uniform, but the combination of hard 
work and warm working conditions can 
leave workers drenched in sweat and 
with a smelly hat at the end of the day. 
NoSweat has created the first disposable 
performance liners for hard hats that 
instantly absorb sweat using SweatLock 
technology while preventing odors, 
stains and acne. The thin liners fit any 
brand of hard hats and bump caps and 
are compliant with the major safety 
standards. 

www.nosweatco.com

Circle Reader Service #356
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DYNAMIC FASTENER  800-821-5448

Rosie 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 penetra-
tions (DYNA-FLASH®), or fastening to all gauges of steel (D•F® screws), DYNAMIC 
FASTENER is your hassle free partner on the job site and on your project manager’s 
desk. This includes our recently expanded 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 
rivets in handy bags 
of 250? Got it! Our 
stock level is over 
75 million rivets with 
over a hundred dif-
ferent stocked colors 
for same day ship-
ping.

D•F Rivets are now available in the most requested color . . . . INVISIBLE
The above photo illustrates our actual stock of JUST the size 43 all stainless rivet. We stock the 43 ALL S/S rivet in plain 

and these 66 different colors pictured above, in convenient bags of 250 pieces – all for the same day shipping.

Give us a call... you 
can ask for Rosie, I’m 

your rivet expert!

NEW 12V Rivet Tool with 
FREE Extra Battery

Who wants to pay TARIFFS?!?
Due to our massive inventory levels, we will not pass on any tar-

iff on any item in any manner until at least October 1st. 
Rivets may require a tariff surcharge on October 1st, but not 

screws or any other item. If your fastener supplier can’t say that, 
then call us & stock up this month.

BOOTH #1915
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These panels started as the same charcoal color. 
After 15 years of exposure on our South Florida test 
fence, the competitor’s paint has turned white, while 
CERAM-A-STAR 1050 is true to the original color.

CERAM-A-STAR 1050 - Proven to perform.

The only time 
you want your 
charcoal to 
turn white is 
when you’re 
grilling

       Competition CERAM-A-STAR®

  1050

BOOTH #707
Circle Reader Service #459
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