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is

 Happier+

Customers
They get 

to
 see their dream project designed in real-time, without waiting days for a bid. Changes are quick and 

seamless, and when they decide to buy, their material lists are as accurate as possible.
You  and Your Sales Team

The hassle of 
using

 multiple systems and then working extra hours to finish bids is eliminated. Material lists and 
drawings are ready to go when the project sells, streamlining the entire process.

New Proposed Sales Workflow 
• Do a live design with your customer
• Visually show in 3d what it’s going to look like
• Print proposals with a picture and a price
• Generate material lists for production
• Generate drawings for local departments

+ 
      Expand your supply business

• Equip your builders with Smartbuild
• Allow them to do their own bids
• Orders can be automated
• Errors are eliminated & everyone wins!

Framing Details Sheathing Layouts Material Lists Floor Plans 

SmartBuild enhances both your internal processes and customer experience, driving growth and success. 

smartbuildsystems.com | 303-443-8033 | sales@smartbuildsystems.com 

Easy-to-use software to bid your projects

• Post Frame
• Stud Frame
• Portable Sheds
• Barndominiums
• Weld-Up Red Iron
• Tube Steel Carports

mwicomponents .com

Cupola

LIGHT KIT
A Bright Upgrade for Your
36" Cupola!

Our Cupola Light Kit is tailored
to bring your cupola to life,
adding both visual warmth and
practical convenience.

Ultra‑slim LED design - 5
temperature & 3 brightness
settings

Canless installation for
tight spaces

Custom engineered
Universal Base by MWI.

ASK US ABOUT:
MWI Access Window
& MWI Wind Kit

800-360-6467 Spencer ,  IA
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Apple Outdoor Supply has been a trusted wholesale partner
to shed, garage, and playset builders nationwide for over 
25 years. We supply a full range of hardware and essential 
components — including door hardware, windows, 
fasteners, ventilation, storage solutions, and structural 
products. With distribution locations in Pennsylvania and 
North Carolina, we coordinate freight and ground shipping 
e�ciently — so you get the products you need, when you 
need them. 

Our Knowledgeable Sales Team Works 
Directly With Builders Of All Sizes, O�ering:

Expert Product Guidance

On-Site Consultations

Responsive Service

Flexible Shipping Solutions

www.APPLEOUTDOORSUPPLY.com

FOR MORE INFORMATION, CONTACT US AT:
PHONE: 800.704.8112 • FAX: 800.633.7916 • EMAIL: orders@appleoutdoorsupply.com

SCAN THE QR CODE 
TO VISIT OUR WEBSITE

YOUR PARTNER
FOR EVERY BUILD. 
TRUSTED SINCE 1997.

SPONSORED BY
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POST-FRAME 
CONSTRUCTION DATA

SECTION 4

Post-frame construction remains both a ru-
ral builder staple and generally concentrated 
in the Midwest. Emerging markets in the East 

and West show opportunity for expansion. Looking 
forward, companies doing post-frame construction 
are bullish about the future, but concerned about la-
bor shortages, rising employment costs, and interest 
rates that are inhibiting investment..

Characteristics of the 
Post Frame Industry

Companies engaged in post-frame construction 
and companies with post-frame construction as their 
primary focus remain closely tied to their agricultur-
al roots, but the market mix highlights a clear diver-

Post-Frame is Primary Market Engauged in Post-Frame Construction
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Chart C1 – Market Segments Served by Companies 
Who Do Post-Frame Construction 
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Post-Frame is Primary Market Engauged in Post-Frame Construction

sifi cation toward residential work. Among companies 
that identify post-frame as their primary building 
type, the largest share now serves the single-family 
residential market (4ʨ.1%), far outpacing agricultural 
construction (11.8%). ˊhen the lens widens to all fi rms 
engaged in post-frame construction, residential ex-
posure grows even stronger, with ʨ6.9% working in 
single-family and more than half also participating in 
multifamily projects. C1

This diversity underscores how post-frameϠs de-
sign fl exibility enables builders to cross market 
boundaries, particularly in rural and small-town re-
gions where contractors must pursue multiple seg-
ments to sustain volume. Rather than being niche 
agricultural specialists, todayϠs post-frame compa-
nies operate as diversifi ed generalists, leveraging 

the systemϠs cost and speed advantages across 
residential and light commercial applications.C2

In the 2026 CSI survey, respondents were heavi-
ly concentrated in the ˀidwest (38.2%), which ac-
counts for the largest share by a wide margin and 
refl ects post-frameϠs deep roots in that region. 
Compared to last yearϠs survey, the response rate 
from that region actually ticked up a bit from 32.3%. 
The South ranks second at 23.ʨ%. ˊith a growing 
population and mixed-use demand, thatϠs not sur-
prising. Representation tapers off in the ˊest and 
East, suggesting these regions remain secondary 
markets but offer room for expansion as awareness 
and acceptance increase. 

Nearly 70% of respondents who are engaged in 
post-frame construction are either designers or 
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Chart C2 – Location 
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Chart C3 – Role in Construction 
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Chart C4 – New vs. Remodel 
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builders. Each of those two roles in construction 
represented about a third of survey takers. Deal-
ers (19.6%) ranked third, followed by manufactur-
ers (10%) and other (3.9%). Of those who selected 
“Other,ϣ when prompted to describe it, a signifi cant 
number mentioned remodeling as their primary 
role. C3

How much of the work companies who are en-
gaged in post-frame construction do is new con-
struction vs. remodeling? Slightly more than half of 
survey takers said they do at least 60% of their work 
in new construction. Only 10.8% do less than 40% new 
work. It is interesting that 38.2% do about half new 
and half remodeling work. Those fi gures are com-
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“All Weather Shield”

Insulated
Vapor Barrier

Under
Concrete

Floors

On Concrete 
Foundations

On Walls

On Roof 
or Ceiling

SAVING ENERGY, one building at a time.

Product Type of Assembly
Labeled R-Value

of Product
Effective R-Value of 

Assembly Increase/Decrease

1” Thermal 3Ht 2x4 wood frame 3.85 8.3 + 115%

1” Thermal 3Ht 2x4 wood frame 
        with a ¾” air space 3.85 10.6 + 175%

½” Thermal 3Ht 2x6 steel frame 1.93 5.22 + 170%
1” Thermal 3Ht 2x6 steel frame 3.85 6.85 + 78%
6” Fiberglass 2x6 steel frame 19 7.81 - 59%

THERMAL 3Ht . . . Real world building envelope THERMAL 3Ht . . . All Weather Shield     
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T
H

E
 H

O
T

   UNDERSTANDING R-VALUE
● Effective or In-Service R-values are the total heat flow resistance provided by all components or 

materials in a building structure, such as wood or steel framing members, wood sheathing, metal 
panels, concrete, sheetrock and insulation, etc.

● Effective or In-Service R-values are based on the ASTM-1363 hot box test which is predominantly 
conduction and convection. This is one step closer to a real world environment.

● The overall predominant form of heat transfer, solar heat (sun) in the form of radiant heat is not 
included in either Nominal or Effective In-Service R-values.

● For now, the only way to evaluate how well an insulation performs in the real world is by monitoring 
energy bills, blower door tests and by thermal imaging cameras. (Example on Page 4)

CONTINUED

FAN FOLD 
⅜” – ⅝” (4’ x 50’)

¾” (4’ x 24’)

ROLLS
 ⅜” + ½”
4’ x 72’

SHEETS/STANDARD
4’ x 8’, 12’, 16’ 
⅜’’ up to 2.5’’

Thermal 3Ht’s unique combination of components create a high performance insulation. It can be used 
with all types of construction: agricultural, commercial, residential, basement walls and under concrete. 
To properly insulate any building you must find an insulation that controls all three forms of heat transfer 
and can perform in any climate zone.

Large custom home with ⅜" Reflective-Reflective EPS (RRE) 
Thermal 3Ht insulation over OSB.

½" RRE Thermal 3Ht insulation placed under concrete 
slab. Optional to use WRE Thermal 3Ht.

Thermal 3Ht installed under siding of this Cedar Falls, IA 
home with 3 pictures below.

½” RRE Thermal 3Ht installed on interior basement walls
with plastic masonry fasteners.

⅜” RRE Thermal 3Ht installed before application of sheetrock 
on ceiling.

½” RRE Thermal 3Ht installed on exterior walls to complete 
insulation envelope.
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Radiant Heat

Convection

Conduction 

Thermal Bridging

Water Resistant

Insect & Mold Resistant

Stable Performance

Non-toxic

Recyclable

Durable

Saves Energy 

Lowers Utilities

Versatile

Real World Results

Y   N

Does your current insulation prevent, resist or 
have the following when properly installed?

Y   N

THERMAL
3Ht 

YOUR CURRENT 
INSULATION

Sheets with higher density, 1.25 lb = 4'x8' and 4'x12'. With 1.5 lb = 4'x8' only. 
Not all factories can do 4' x 16' sheets and rolls are limited to distance from factory.

For more information contact:

R
EL

EA
SE

 D
AT

E 
20

21
/1

2/
7

Note:   Architectural Testing Inc. (ATI), an independent testing laboratory accredited in both the USA and Canada, conducted the 
following tests according to the ASTM 1363-05 standard.

Jan Kosny and Jeffrey E. Christian, “Whole Wall Thermal Performance”, Oak Ridge National Laboratory 2001.
www.ornl.gov/sci/ roofs+walls/research/detailed_papers/Whole_Wall_Therm/index.html. 
References and drawings in Alexander Schwartz, “Heat Flow by Radiation in Buildings,” Infra Insulation Inc., 1956 with data from E. R. Queer, 
"Importance of Radiation and Heat Transfer through Air Spaces,” ASHVE Transactions, Vol. 38, 1932, pp. 77-96.
M. C. Swinton, W. C. Brown and G. A. Chown, “Controlling the Transfer of Heat, Air and Moisture through the Building Envelope”, Canada, Institute 
for Research in Construction, Small Buildings Technology in Transition, proceedings of Building Science Insight '90, pp 17-31, 15 figs, 16 refs.

(Kosny, 2001)

(Schwartz, 1956; Queer, 1932)

(Swinton, 1990)
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2025 Survey 2026 Survey

parable to the 2025 survey with a slight tilt toward 
more remodeling work. C4

There was a modest upward shift in average job 
size among survey takers since last year. In 2025, 
fi rms were more heavily concentrated in the low-
er-to-middle job-size ranges, refl ecting cautious 
project selection amid tighter margins and eco-
nomic uncertainty. This year, a larger share of re-
spondents report moving into higher average job-
size categories, while participation in the smallest 
project tiers declined. C5

This suggests growing confi dence and a willing-
ness to pursue more complex or higher-value work. 
The upper-end categories still represent a minority 
overall, but there was a huge increase in the per-
centage of respondents in the $100,000 to $500,000 
range. Some of that could be due to increasing ma-
terial costs and labor rates, but most likely it rep-
resents owners taking on larger projects. 

Overall, the year-over-year comparison points to 
gradual expansion rather than a dramatic shift, with 
post-frame builders cautiously increasing project 

size while maintaining a strong base of manage-
able, mid-range jobs.

Clear geographic differences in both scale and 
concentration among respondents emerges when 
you compare 202ʨ annual sales by region. The ˀid-
west dominates overall sales volume, with a no-
ticeably higher share of fi rms reporting upper-tier 
annual revenues. ˀore than ʨ4% of ˀidwestern re-
spondents report annual revenues in excess of $10 
million. This refl ects the regionϠs mature post-frame 
market, strong agricultural base, and broad accep-
tance of post-frame in residential and commercial 
applications. The South and ˊest follow as the sec-
ond-largest contributors, with sales more evenly 
distributed across mid-range categories, suggest-
ing a mix of growing fi rms and established regional 
players benefi ting from population growth and ex-
panding construction activity. C6

In contrast, the East displays smaller overall sales 
volumes and a heavier concentration in lower rev-
enue brackets. This market is a much smaller post-
frame construction market, and fewer respondents 

smartbuildsystems.com
303-443-8033

appleoutdoorsupply.com
800-704-8112

thermalbuildingconcepts.com
319-232-2356

mwicomponents.com
800-360-6467
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50 CSI ANNUAL

reached the highest annual sales tiers. A fragment-
ed market with potentially higher barriers to entry, 
such as regulatory complexity, land costs, or lower 
post-frame penetration portend smaller jobs. 

Overall, markets where revenues are strong 
closely tracks regional familiarity and acceptance 
of post-frame construction. The Midwest sets the 
benchmark for scale, the South refl ects momentum 
and expansion, and the West and East remain de-
veloping markets where sales growth may depend 
on education, code acceptance, and diversifi cation 
into residential and light commercial work.

Projected Industry Growth
Respondents to the 2026 survey who are engaged 

in post-frame construction show a slight improve-
ment in confi dence from 202ʨ to 2026 when you 
compare the percentage who expect the next year 
to be the same or improve. In 202ʨ, 80.9% said the 
overall construction economy would improve or 
stay the same. In 2026, that rose to 8ʨ.7%. C7

Those who said they were unsure remained almost 
identical in both years, but there was decided change 
in the percentage of respondents who expected the 
next year to be worse than the previous year. At the 
end of 2024, 14.9% of respondents anticipated 202ʨ to 
be worse economically. At the end of 202ʨ, only 10.2% 

thought the following year would be worse. 
The 2026 survey shows a clear shift toward more 

positive and optimistic outlooks. While neutral re-
sponses remain meaningful—suggesting contin-
ued uncertainty—the decline in negative sentiment 
is notable. Overall, the year-over-year comparison 
points to guarded optimism and suggests momen-
tum is improving rather than peaking, setting a 
cautiously constructive tone for 2026.

When we looked at which market segment would 
improve in 2026, we got a more detailed insight. Sur-
vey takers engaged in post-frame construction ex-
pected uneven but generally positive growth across 
key sectors. The agricultural and commercial mar-
ket segments attract the strongest growth expecta-
tions, with a clear majority anticipating moderate to 
strong expansion in 2026. C8

The other markets—residential and industrial—gen-
erally represent good growth expectations if slightly 
lower than the other two market segments. Across all 
markets except industrial, about 10% of respondents 
see a decline on the horizon. While the industrial mar-
ket doesn’t show the strong growth expectations of 
agricultural or commercial, fewer respondents report 
concern about a shrinking market. 

Sales growth from 2024 to 202ʨ was uneven but 
generally positive across regions. The South led by 
a wide margin, with the largest share of fi rms en-

$0 to $2 million $2 to $5 million $5 to $10 million $10 to $20 million $20 to $50 million Over $50 million

Chart C6 – 2025 Annual Gross Sales by Region 
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SECTION 4:  POST-FRAME CONSTRUCTION DATA 51

gaged in post-frame construction (83.4%) report-
ing moderate or strong sales increases, and 41.7% 
of them experiencing more than 25% growth. About 
50% of the respondents in the other three regions 
reported growth in 2025 although the amount of 
growth reported varied signifi cantly. ʽust under a 
quarter of respondents in the East said growth was 
signifi cant, while about a third in the ˊest experi-
enced signifi cant growth. ʵut in the ˀidwest, only 
5.4% of respondents reported growth greater than 
2ʨ%, which may be attributed to the maturity of the 
market for post-frame buildings. C9

These patterns suggest that regional familiarity 
with post-frame construction and overall construc-

tion activity played a signifi cant role in shaping 
sales outcomes. 

In 2026, respondents expect broad-based growth, 
with regional differences in intensity. The East leads 
expectations, with 77.3% of survey takers engaged 
in post-frame construction forecasting moderate 
to strong growth. That slight decline from 59.1% who 
experienced year-over-year growth in 202ʨ may 
signal an optimism about a growing market. Giv-
en the comparative lack of adoption of post-frame 
buildings in the East compared to other regions, the 
increase may just be because itϠs easier to grow an 
emerging market than a mature one. C10

ʽust over 4ʨ% of respondents in the ˀidwest and 

Chart C7 – 2026 vs 2025 Sentiment 
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Chart C8 – 2026 Growth Expectation by Market Segment 
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Up Significantly >25 Up Somewhat <25 The same Down Somewhat <25 Down Significantly >25

Chart C9 – Gross Sales 2025 Compared to 2024 by Region 
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56% in the South expect growth in 2026, while only 
25% in the West predicted growth. In fact, 31.3% in 
the West believe 2026 sales growth will decline. The 
skewed responses in the West and East may have 
as much to do with the acceptance of post-frame 
construction in those regions as any growth. As 
shown earlier, the market for post-frame construc-
tion in the South and Midwest is more mature, so 
growth is steadier.

Company Size and 
Growth Projections

Sales growth from 2024 to 2025 varied notably 
by market segment. Industrial markets showed 
the largest gains with 76.9% of respondents doing 
post-frame construction saying that that market 
segment grew. Between 61% and 67% of respon-

dents said the other segments grew in 2025, which 
is strong growth across the fi eld. ʻowever, the res-
idential segments—single-family and multifamily—
showed the lowest gains. C11

Companies in the post-frame industry were 
eˤually likely to report signifi cant growth (more 
than 25%) in 2025 as overall survey respondents. 
About 20% of post-frame respondents and all sur-
vey respondents said they hadˤ signifi cant growth 
in 2025. Across market segments in post-frame 
construction, 2024–2025 sales growth was uneven 
and largely propped up by industrial and commer-
cial markets. C12

Optimism about the growth of the post-frame 
market in 2026 was evenly spread across the mar-
ket segments with those in the single-family resi-
dential market slightly more positive. Respondents 
in all the markets were guardedly optimistic. About 

Up Significantly > 25% Up Somewhat < 25% The Same Down Somewhat <25% Down Significantly > 25%

Chart C1 0 – 2025 Gross Sales Compared to 2024 by Market Segment 
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Up Significantly >25 Up Somewhat <25 The same Down Somewhat <25 Down Significantly >25

Chart C12 – 2026 Projected Gross Sales by Market Segment 
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Up Significantly > 25% Up Somewhat < 25% The Same Down Somewhat <25% Down Significantly > 25%

Chart C1 1 – 2025 Gross Sales Compared to 2024 by Market Segment 
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Plans to Expand in 2025 Plans to Expand Later No Expansion Plans

Chart C13 – Expansion Plans
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20% of survey takers in the residential markets ex-
pect signifi cant growth in 2026, but in the other 
markets that percentage was closer to 1ʨ%. Oth-
erwise, across the post-frame niche, between 4ʨ% 
and ʨ0% of respondents anticipated moderate 
growth.

The exception is the agricultural market where 
optimism was tempered, and respondents were 
much more likely to say the market would stay the 
same. In that instance, 32.7% expected 2026 to mir-
ror 202ʨ compared to between 19% and 2ʨ% in the 
other segments. ˀike ʺreen, vice president of sales 
and marketing for ʿeland Industries points to a spe-
cifi c reason for the lower growth in the agricultural 
segment. “The tariffs have had the largest negative 
impact on our business,ϣ he says. Soybean farm-

ers were especially hard hit with bankruptcies in-
creasing by ʨʨ% last year. The ʗ12 billion bailout an-
nounced by the Trump administration in ʷecember 
202ʨ may help reverse that fortune, but it could be 
a while until farmers begin adding new buildings.ϣ 
ˊhile housing continues to lead expectations, con-
fi dence is broadening across segments, pointing to 
a more diversifi ed and resilient growth outlook for 
2026.

Future Opportunities 
and Challenges

Survey respondents are taking a measured ap-
proach to growth. In the near term, nearly half the 
fi rms plan to expand operations in 2026, refl ecting 
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Chart C15 – Challenges in 2026 
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Chart C14 – Plans to Add Resources in 2026 
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discipline after recent volatility. Slightly more than 
a third have plans to expand in an undetermined 
future. C13

When we look at these plans across market seg-
ments, companies doing post-frame construction 
who are in the single-family market are least likely 
to have any plans to expand. Part of that could be 
due to uncertainty about affordability issues in light 
of sustained higher interest rates.

Refl ecting the optimism shown for growth by 
those in the industrial market, respondents in that 
segment also are more likely to have expansion 
plans with 53.9% saying they will expand in 2026 and 
a third offering plans to expand in the future.

Companies engaged in the post-frame construc-
tion industry are prioritizing people and core oper-
ational capacity over heavy capital expansion. The 
largest share plan to add skilled labor and support 
personnel, underscoring ongoing workforce con-
straints and the need to resolve higher workloads. 
These refl ect investments in effi ciency and produc-
tivity rather than speculative growth. C14

ʹewer respondents plan signifi cant increases in 
facilities, suggesting caution around fi xed overhead. 

Overall, the pattern indicates disciplined expansion 
focused on execution and capacity—adding re-
sources that directly support project delivery—while 
avoiding overextension as fi rms prepare for steadi-
er, incremental growth in 2026.

Respondents in the post-frame construction in-
dustry expected rising employee costs would be 
their biggest challenge in 2026, followed by retain-
ing employees and fi nding employees. Clearly, the 
industry is focused on the issues surrounding hu-
man resources and the recognition of cost pres-
sures that make it more diffi cult to fi nd and retain 
skilled labor. C15

In last year’s survey, by contrast, material costs 
were the biggest challenge survey takers expect-
ed to face in 202ʨ, while infl ation and interest rates 
ranked higher than in this year’s survey. Material 
availability, a top concern last year, didn’t make the 
top seven challenges this year. 

Interestingly, concern over taxes popped up in 
this year’s survey, with 32.5% of respondents saying 
it will be a challenge in 2026. This is in spite of what 
is generally perceived to be a political environment 
focused on reducing tax burdens.
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