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Born in the lab. Verified by the sun.

DURA COAT PRODUCTS ORIGINATED ALMOST THREE DECADES AGO IN

A SMALL LAB with one scientist determined to develop a coil coating that
Two coatings: one PVDF one could outperform all the others. A harder coating that would be scratch-
polyester and both endorsed by and fade resistant, flexible and green, that would be applicator friendly and
durable. Even today, those are ambitious, progressive goals. But science,
innovation and determination produced exceptional results.

DURAPON 70™ PVDF outperforms all the old standards. Harder
and more flexible than other premium PVDF coatings, it is
exceptionally resistant to installation scratching, scuffing, marring, staining
"E'I'A._‘.. and transit abrasion. It is also tough against the elements with outstanding
BOOTH #1425 resistance to UV rays. With only the highest quality cool roof pigments, it
reduces the carbon footprint and lessens the heat island effect. It also has
exceptional color retention and resistance to chalking and chemicals making
DURA COAT PRODUCTS, INC. it ideal for architectural projects, monumental buildings and high-end
residences. It complies with Energy Star, LEED 29 and Cool Roof standards.

Mother Nature and Father Time.

Durapon

RIVERSIDE, CALIFORNIA

(951) 341-6500 XT-40S Ceranamel CERANAMEL™ XT-40S coil coating provides excellent
HUNTSVILLE, ALABAMA long-term exten.or performance. It has a pgrcelam—type ‘fInISh that is harder
(256) 350-4300 and more abrasion resistant than competitive SMP coatings. Formulated
from a proprietary polymer resin, it is hard and physically inert to resist
www.duracoatproducts.com chalking, fading and weathering. With high-quality cool pigmentation, it

delivers long term color and gloss retention. Its weathering characteristics
make it the cost effective choice for light commercial, residential, tiles and
shingles and agricultural applications.

To learn more about these exceptional coatings, call 951-341-6500,
256-350-4300 or email info@duracoatproducts.com.
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correspondence

Teach them and
they will stay

DEAR EDITOR,

I'd like to give my thanks to Mark
Ward for his article “Building a Crew”
[Rural Builder July 2015] in which he
perfectly described my struggle work-
ing for one of the largest/oldest national
post-frame companies. (Don’t want to
name any names but starts with an “M”).

Going from running my own small
post-frame company to working as
a crew foreman had all the technical
making of a great future, but some-
how disintegrated into a mess from
lack of training and communication.
Regretfully, I left the company after
only six months after realizing the
lack of value placed on employees and
teamwork. 'm currently taking a sab-
batical from post frame, and framing
high-end homes instead while I look
for another post-frame company that
values employees and trains in the way
Mr. Ward describes in his article.

Thanks for publishing a great
magazine!

Shane Felber
West Fargo, North Dakota

Thank you for your e-mail, Shane.
Your note may help explain some of the
reasons for why workers are shying away
from the industry. Best of luck in your
own search and thank you for sharing
your experiences. - Editor

What do you think?

Have an opinion on what you've seen in
Rural Builder, or a question for our staff?

E-MAIL:
Sharon.Thatcher@fwcommunity.com

WRITE TO RURAL BUILDER:
700 E. State St, lola, Wl 54990-0001

OR SEND A FAX TO:
715-445-4087.
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BY MARK BATTERSBY

Write-off basics and profits

Don’t miss out on deductions for depreciation

that you're entitled to take

[Editor’s Note: Builders have a lot invested in their busi-
nesses so why not take advantage of any savings Uncle
Sam throws your way? “Money Talk” columnist Mark
Battersby takes center stage this issue with two articles
on where to look for tax savings. The first, “Write-off
basics and profits” focuses on write-offs for depreciation,
followed by “Abandon everything but tax savings,” which
explains, from a tax prospective, how to properly dispose
of assets when they’re no longer needed. ]

As many rural builders have learned, our ever-
changing tax rules make it difficult to get the
full tax deduction they are entitled to for the
tools, equipment and even the vehicles that are so
essential to every building business. The so-called
“Extenders” tax law passed late in 2014 did extend
the first-year write-off for so-called “Section 179
expenses” and “bonus” depreciation—but only for
the 2014 tax year.

In general, business property can be depreciated
so long as it has a useful economic life exceeding one
year and wears out or becomes obsolete over time.
The Modified Accelerated Cost Recovery System
(MACRS) is used to calculate depreciation deduc-
tions for U.S. tax purposes.

Depreciation begins when business property is
placed in service; in other words when it is ready
and available for use. Determining the amount
of depreciation allowed also involves the building
operation’s “basis,” the operation’s investment in
the depreciable property. With purchased property,
for instance, the basis is generally its cost.

MACRS dictates the class and depreciation meth-
od for all business property, prescribing the number
of years over which the investment in depreciable
business property may be recovered. Nine differ-
ent property classes are defined under the MACRS
General Depreciation System. In some situations, a
builder or contractor can choose to use an Alternative
Depreciation System (ADS) for some property.
Figuring depreciation under the ADS method essen-
tially slows annual depreciation, preserving larger
depreciation deductions for later years.

Identifying the proper “class” of business prop-
erty is essential under the MACRS depreciation
system. Tractors used over the road are usually
considered to be three-year property while trucks
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are classed as five-year property. Machinery and
equipment fall into the seven-year category and
commercial buildings have a 39 year “useful” life.

Depreciation deductions and write-offs can only
be claimed by the “owner” of the property. Although
it is not at all unusual for an owner or shareholder to
purchase the equipment used by the building busi-
ness, the IRS often sees a problem.

This type of transaction is not a problem for a
sole proprietorship since the business and the owner
are one in the same. An incorporated building busi-
ness or a partnership, on the other hand, may run
afoul of the tax rules. After all, the depreciation
deduction belongs to the owner, as would the inter-
est on the loan or any lease payments.

The dilemma commonly arises when a business
owner can’t buy the equipment in the business’s
name because of credit issues or when the equip-
ment is purchased before the corporation or part-
nership exists. Our tax laws allow a tax-free transfer
of equipment. Most states also contain sales tax
exemption for such transfers.

There may be other options, such as retaining
ownership of a vehicle and having the business
reimburse the operator for the business use. Or
having the business reimburse the owner for the
purchase. To maintain flexibility, every building
business should make sure all lease contracts or loan
agreements allow the transfer of ownership.

There has long been an argument whether cer-
tain expenditures are “repairs,” or whether they are
actually “capital expenditures” that must be capital-
ized and their cost recovered through annual depre-
ciation deductions. In general, repairs to equipment,
machinery and buildings, along with maintenance
costs, are deducted in the year paid since their pur-
pose is to keep the property in operating condition.
Because “improvements” to equipment, machinery
or buildings can add to its value, prolong its useful
life and/or adapt it to a different or new use, they
must be capitalized and depreciated.

The IRS, using a number of cumbersome and
confusing Revenue Rulings, has attempted to clari-
fy what is and what isn’t a repair. They’ve even cre-
ated a “safe harbor” that allows a limited amount
of capital expenditures to be labeled as repairs and
immediately deducted.

Mark Battersby has
more than 35 years
experience in small
business issues,

tax and financial
matters. Contact
him at 610-789-2480

or MCBatt12@
Earthlink.net.

allows a limited
amount of capital
expenditures

to be labeled

as repairs and
immediately
deducted.
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BY MARK BATTERSBY

The new simplified procedure is available to small building
businesses, including sole proprietors, with assets of less than
$10 million or average annual gross receipts totaling $10 mil-
lion or less. The safe harbor deduction is for amounts paid for
improvements and repairs to an eligible building. An eligible
building is one with a tax basis, before depreciation, of $1 mil-

lion or less. A qualifying “small” business can deduct the smaller
of $10,000 or 2 percent of the cost of a qualifying building for
improvements, no questions asked.

Another safe harbor, this one for expensing write-offs for
so-called “routine maintenance,” covers the inspection, clean-
ing, and testing of the operation’s property and replacement of
parts with comparable and commercially available and “reason-
able” replacement parts. Unfortunately, to be considered routine
maintenance, the builder or contractor must expect to perform
these services more than once during the class life (generally the

same period as depreciation).

To take advantage of the new IRS regulations and safe har-
bors, many builders and contractors may have to change the
way they treat repairs, maintenance or capitalization, changes
that may involve switching to a new accounting method.
According to the IRS, a taxpayer that previously claimed a
repair expense that should have been capitalized must request a
change in accounting methods in order to capitalize the previ-
ously declared expense. This will also require an adjustment to
the building operation’s income equal to the amount that was
previously claimed on the repair.

Conversely, a previously capitalized repair may be deduct-
ible under the tax regulations and filing an accounting method
change would result in a favorable adjustment equal to the capi-
talized amount reduced by any depreciation already claimed.

Fortunately, the IRS has made it easier for small building

Abandon everything but tax savings

Proper disposal of unused, unneeded or unwanted assets

THE IRS HAS LONG PRO-

VIDED GUIDANCE TO

RURAL BUILDING BUSI-

NESSES FOR CAPITAL-
IZING AND DEPRECIATING THEIR
BUSINESS PROPERTY. Largely lost in
even the most recent regulatory guid-
ance however, are the proper proce-
dures—and deductions—for disposing
of any unused, unneeded or unwanted
business assets or property.

Every once in a while one or more
items of business property may no lon-
ger be useful: some old equipment that
broke down for the very last time or a
truck that’s ready for a trade-in but you
wouldn’t be able to get a dollar for it.
When this happens, the building busi-
ness may claim an abandonment loss on
its income tax return.

Of course, in order for the IRS to
accept a bona fide abandonment of any
business asset, there must be an actual
intent to abandon it. There must also be
an “overt” act to abandon the asset. Not
too surprisingly, this two-pronged test
can prove difficult.

Under the IRS’s guidelines, a builder
or contractor cannot merely set aside
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a piece of equipment and call it aban-
doned—the IRS might see a potential
for future use.

Items other than vehicles and equip-
ment can also qualify for an abandon-
ment loss deduction. It is possible to
claim an abandonment loss for intan-
gible assets such as goodwill.

According to the tax laws, a building
business abandons property when it vol-
untarily and permanently gives up pos-
session and use of the property with the
intention of ending ownership but with-
out passing it on to anyone else. The item
must be disposed of, destroyed, donated
to charity or converted to personal use.

While abandonment is generally not
treated as a sale or exchange of the prop-
erty, if money does change hands, such
as with a trade-in, and if the amount
realized (if any) is more than the prop-
erty’s adjusted basis, there is a gain. If
the adjusted basis or book value is more
than the amount realized (if any), then
a loss results. Naturally, a loss from the
abandonment of business or investment
property is deductible as a loss.

What’s more, a loss from the aban-
donment of business or investment
property that is not treated as a sale or

exchange is generally an ordinary loss.
And ordinary losses are usually more
beneficial than capital losses that have
limited deductibility.

A building business that consists of
several “components,” such as subsidiar-
ies, profit centers, branches or depart-
ments, must report the disposition or the
discontinued use of any component that
meets two general conditions:

* The component’s operation and cash
flows have been or will be elimi-
nated as a result of the disposal.

* The business will not have any sig-
nificant continued involvement in
the component’s operations after
the disposal.

The defining characteristic of an
intangible asset is the lack of physical
existence. Nevertheless, assets such as
good will, patents, copyrights, trade-
marks, brands, franchises, and similar
items contribute to the earnings capabil-
ity of some businesses.

Although intangible assets cannot be
physically abandoned, the courts have
concluded that they may be treated as
abandoned when a taxpayer demon-



MazeNails.com

PROFILE

-RELIABLE
-WELL BOILT
-BORN IN THE OSA
-GENUINE HOT DIPPED
-~UNMATCHED HOLDING PowER

CALL US FOR MORE
INFORMATION AND
WE’LL FIND YOU

THE PERFECT MATCH!
800-435-5949

“NAILS

he
* Building
%{ America
% one NAIL
© atatime

Circle Reader Service #306



BY MARK BATTERSBY

businesses to comply with the final tangible property regula-
tions. The new procedure allows some builders and contrac-
tors to change a method of accounting under the final tangible
property regulations. Also, the IRS has waived the requirement
to complete and file a Form 3115, Application for Change in
Accounting Method for building businesses that choose to use

the new, simplified procedure.

Under Section 179 of the Internal Revenue Code, our basic
tax law, builders, contractors and other businesses can elect to
deduct all or part of the cost of qualifying depreciable assets in
the year the assets are placed in service. Section 179 expense
deductions are limited to the building operation’s income from
all sources and a total dollar amount that varies by tax year.

Property purchased, and used over 50 percent of the time in
the business, qualifies. In 2015, the Section 179 expense dollar

limitation is $25,000. That limit is reduced, dollar-for-dollar, by
the amount equipment acquisitions are in excess of $200,000.
Any amount of a property’s cost deducted using Section 179
must be subtracted from the property’s basis before depreciation
deductions are calculated.

Unfortunately, bonus depreciation was extended only for one
year—2014—but can be taken in the 2015 tax year for completed
buildings begun in 2014 or earlier.

From a business standpoint, now might be a good time to
replace old, worn-out property. Regardless of how tight cash is,
there comes a time when replacement is required such as when
the efficiency of machinery has declined beyond a certain point
and downtime and repair costs are rising rapidly. Naturally,
seeking professional assistance is strongly recommended for any
builder or contractor seeking smaller tax bills.

strates its intention to abandon the prop-
erty coupled with an “act” of abandon-
ment. Mere worthlessness is not enough,
the building business must have evidence
to support the fact that the intangible
asset has been abandoned or sold.

If an intangible asset was acquired, the
rules label it a Section 197 intangible asset
and deny an abandonment deduction if
other intangible assets acquired at the
same time are retained. Thus, if multiple
intangibles were valued and recorded
when originally purchased, the build-
ing business cannot deduct an abandon-
ment loss for only one asset in the group.
Instead, the tax rules require the basis
or book value of the remaining Section
197 intangibles be increased by the basis
remaining in the abandoned asset.

Many builders and contractors con-
tinue to hold and use property that they
should and eventually will dispose of.
Fortunately, there are other options for
getting rid of long-lived business prop-
erty, equipment and assets. In addition
to abandonment, trade-ins, or what law-
makers call an exchange, for a similar
productive asset, or distribution to the
operation’s owners, shareholders or key
employees in a spin-off, are alternatives.

Any long-lived asset the building busi-
ness will abandon is considered disposed
of when the business stops using it. A
temporarily idle asset is not accounted for
as abandoned. If a builder or contractor
plans to abandon a long-lived asset before
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its estimated useful life, it will treat the
asset as held and used, test it for impair-
ment and revise depreciation estimates.

A long-lived asset that is to be dis-
tributed to the operation’s owners or
exchanged for a similar productive asset
is considered disposed of when it is actu-
ally distributed or exchanged. Some busi-
ness assets are considered to have an
indefinite life and cannot be amortized
or written-off. Instead, they are periodi-
cally evaluated for diminished value or
“impairment.”

When an asset is being held and used,
any test for recoverability is based on
using the asset for its remaining useful life
and assuming that disposal will not occur.
If the carrying amount or basis exceeds
its market value at the time of disposal,
the builder or contractor is required to
recognize an impairment loss. In other
words, when the basis, book value or car-
rying amount of any long-lived business
asset (or group of assets) is not recover-
able from expected future cash flows, an
impairment has occurred. The builder or
contractor no longer expects to be able to
generate a return from the asset sufficient
to recapture its net book value. A loss is
then recognized for the amount needed
to reduce the asset to its fair value.

Since the asset remains in service,
albeit with a lower book value, that down-
wardly revised carrying value will be
depreciated over any remaining estimat-
ed life or used to determine an eventual

abandonment loss.

How does any builder or contrac-
tor know when impairment occurs? Or
better yet, how can that impairment be
measured? Obviously, subjective assess-
ments are necessary. Consideration of
factors such as: a significant decrease in
market value; a physical condition has
declined unexpectedly; the asset is no
longer used as intended; legal or regu-
latory issues have impeded the asset;
or the business seems threatened by an
asset’s performance, are all indicators
of impairment.

Over time the productive assets used
in a building business may no longer be
needed and the decision made to dispose
of those assets. That disposal may occur
by abandonment, sale, or exchange and
involve items other than vehicles and
equipment, all of which may be subject
to abandonment and thus, a loss from
abandonment.

Even abandonment of items other than
vehicles, equipment or property, tangible
or intangible, is deductible as a loss. A loss
from an abandonment of property, other
than a sale or exchange, is generally an
ordinary loss. For the IRS to judge a bona
fide abandonment, the building business
must show intent to abandon the asset,
and must overtly act to abandon it.

Because of the complexity of the rules
and the necessity to prove an actual act of
abandonment, professional assistance is
strongly recommended RB
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METALCON Preview

METALCON
October 14-16

TAMPA, FL

EXHIBIT HALL HOURS:
Wednesday, October 14,
12 p.m.-6 p.m.,

Thursday, October 15,

12 p.m.-6 p.m.

Friday, October 16,

10 a.m.-2 p.m.

LOCATION:

Tampa Convention
Center, 333 S. Franklin
Street, Tampa, Florida

REGISTRATION:
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education program or
general information
about METALCON,

visit www.metalcon.com.
To learn more about
exhibiting, contact
Paulo@metalcon.com at
800-537-7765 x145.
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Tampa to host 2015 METALCON

This year’s extravaganza marks the event’'s 25th anniversary

BELIEVE IT OR NOT, BUT IT'S BEEN 25
YEARS SINCE THE FIRST METALCON
WAS HELD TO SHOWCASE ALL THINGS
METAL, AND PLANS ARE BEING FINAL-
IZED TO CELEBRATE THE SILVER ANNI-
VERSARY SHOW. The event will be held
this year in Tampa, Florida, at the Tampa
Convention Center from October 14-16.
One of the reasons the show was ini-
tially developed was to promote the metal
building market. It appears to be working.
The Metal Construction Association, the
primary sponsor for METALCON, reported
in May that the market for metal products

in the U.S. grew 4 percent annually over
the past five years. The market for metal
roofing was even greater. In the residential
market, use of metal roofing grew 7.1 per-
cent in new construction and 4.1 percent
in replacement roofing. In the commercial
sector, metal roofing grew 9.7 percent in
the five-year period. The industry also saw
an 8.7 percent growth in metal wall panels
in commercial building during this same
time period.

If you plan to attend the show below is a
snapshot of what to expect, along with pho-
tos from last year’s METALCON in Denver.

Hl MCA Roofing Championship Games (contractors
sign up each day to compete for $100 prizes in

a number of different challenges. This year’s
expanded game line up includes: Triangle Fastener’s

RURAL BUILDER / SEPTEMBER 2015

Screw Gun Challenge (3 individual competitors);
Roof Hugger’s Retrofit Challenge (3 competing

teams); New Tech Machinery’s Standing Seam Install
with DI Metal Works’ Panel; Seaming Challenge

(3 competing teams); The S-5 Snow Retention
System Install Challenge (3 competing teams); and

Triangle Fastener’s “JJ’s Give it a Boot” Challenge (3
individual competitors)




H Keynote speaker Clyde Fessler

(retired vice president of business
development for Harley-Davidson

Motor Company)

M Trade-show featuring over

800 booths devoted to metal
construction services, equipment
and technology

M 25th Anniversary party

METALCON Preview

B STUD University (combines
classroom and hands-on
workshops that offer an easy-to-
understand, yet comprehensive

exploration of framing with cold- "ETA“’.

formed steel)

Il A number of workshops by
industry experts on a variety of
topics centered around proper M Learning Zones [free 15
installation, industry research minute instruction sessions on
findings, and best business practices the show floor

WWW.RURALBUILDER.COM 13
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Fabral Project of the Year in the Light Commercial Category went to Astro Buildings in Omaha, Nebraska.

B Fabral announces
Project of the Year winners

Fabral has announced the 2015 winners of its annu-
al Project of the Year contest: Astro Buildings, Cleary
Building Corp, McCarty Roofing Inc., Morris-Ginsburg,
and Cedar Preservations.

The Project of the Year contest, now in its 11th year,
allows Fabral to recognize its customers’ commitment to
architectural creativity and excellence. Participants were
invited to submit entries in five different categories, includ-
ing a new category which showcases projects featuring
Fabral CopperCraft products.

The categories and winners for the 2015 Project of
the Year include:

Light Commercial-Astro Buildings in Omabha,
Nebraska; Agricultural-Cleary Building Corp. in Verona,
Wisconsin; Residential-McCarty Roofing Inc., Virginia.
Architectural-Morris-Ginsburg in Arlington, Virginia.
The Beacon Clarendon Apartments; Coppertunity-Cedar
Preservations in Commerce Township, Michigan.

Each category winner received $500, which was given
to a college or high school of the winner’s choosing as a
scholarship in their name. All the winners can be seen
on the Fabral website (fabral.com).
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TRIANGLE FETENE
EORPORATION

B TFC releases market specific catalogs

Triangle Fastener Corporation now offers market specific
product catalogs that provide details on a full line of products for
specific construction applications. The new line-up of catalogs
include: Metal Roofing/Building; Low Slope (Flat) Roofing; and
Interior/Drywall construction industries.

Each catalog provides product details on a wide variety of
fasteners, sealants, tools, and accessories, plus technical infor-
mation and installation tips. Catalogs can be downloaded from
the TFC website (trianglefastener.com).

» For product information circle 101




Become an Accredited Post-Frame Builder

and be publicly recognized for your commitment to professionalism
and quality in ethical business practices, safety, and education.

The Accredited Post-Frame Builder (APFB) Program recognizes
builders who embrace programs and policies that promote quality and
customer satisfaction. APFB status sets your company apart from the
competition and entitles you to use the APFB logo on your company
letterhead, business cards, and other marketing materials. In addition,
your company is highlighted in the “Find a Builder” section of the
National Frame Building Association (NFBA) website (www.nfba.org),
in the membership directory, and at the Frame Building Expo.

As an Accredited Post-Frame Builder, you are authorized to use the
following language on all bid documents:

(Your Company Name) has been recognized by the National Frame
Building Association as an Accredited Post-Frame Builder for its
commitment to ethical business practices, safety, training, and
high-quality service.

To renew your accreditation every 2 years, one or more employees of
your company must earn 12 continuing education units (CEUs) within
that time by attending educational programs at the Frame Building
Expo, NFBA webinars or chapter programs, or other preapproved events.

As industry professionals, we want our customers and the general
public to know that we care about industry standards, high-quality
workmanship, safety, and ethical business practices. Set your company
apart from the competition by becoming accredited. The first step is
to complete the application and return it with your payment.

Your participation in the Frame Building Expo educational sessions
will count toward your accreditation. Stop by the NFBA booth to fill
out an application form and learn more.

Post-Frame Builder Accreditation is an NFBA member benefit. Not a
member? Come to the NFBA booth to introduce yourself and join today!

Standards of Professional Conduct

Inasmuch as it is my belief that my reputation in the building industry is dependent upon my devotion to the highest ideals of honesty, courtesy, and
integrity, as evidenced by my willingness to conduct business in a spirit of fairness and equality for all, and inasmuch as the National Frame Building
Association has dedicated itself to the same high ideals of professional responsibility, | hereby agree to abide by and to conduct business in accordance with

the following Code of Ethics:

1. |shall at all times exercise the utmost integrity in all of my business
transactions and in all my relations with customers, employees,
suppliers, and competitors.

| shall refrain from the use of false or misleading advertising and will
honor the written and approved purchase agreement made with my
customers.

| shall make no false statements or circulate harmful rumors about my
competitors’ product, business, or financial or personal standing.

| shall endeavor to abide by present and future building standards of
the National Frame Building Association.

| shall make every effort to preserve my customers’ trust and good
faith by providing the service and repair parts that they may need.

8.

The accreditation program recognizes the
effort we make to stay informed and maintain
a business that focuses on integrity.”

—Brian Keane, National Barn Company, Fort Gibson, OK

| shall dedicate myself to the promotion of professionalism within my
industry, and | shall work diligently to build and perpetuate continuing
consumer faith and trust in National Frame Building Association
builders.

| shall faithfully stand behind the work | perform and the products | sell,
in accordance with manufacturers’ recommendations and warranties.

I shall, in good faith, furnish to the proper building authorities all
certifications regarding professional or structural engineering and
loading standards that are required of me.

| shall encourage my fellow employees, my fellow members of the
National Frame Building Association, and my colleagues to adhere to
this Code of Ethics.

ACCREDITED

POST-FRAME BUILDER

Circle Reader Service #378
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BUILT FOR POST FRAME

COMPOM@htS’

THE INDUSTRY’S LEADING IMIANUFACTURER OF
Arcapian Durch Doors & BaLe Doors

® ASSEMBLED LASER CUT DESIGN OR
OPTIONAL MITRED KIT FORM

® 3-PIECE FRAME OR WELDED DESIGN
PREPPED WITH HINGES

* WINDOW OPTIONAL ON TOP
PANEL OF DOOR

* DOORS ARE FABRICATED FROM
16 GA GALVANEAL SUBSTRATE

* (COMES STANDARD WITH COLOR
MATCHED HARDWARE

* HUNDREDS OF COLOR COMBINATIONS
TO CHOOSE FROM

* DousLE DuTcH & FRENCH DOOR
OPTIONS AVAILABLE

1015 32nd Ave West ¢ Spencer, lowa 51301
PH: 800-360-6467 + FAX: 800-361-3452
www.mwicomponents.com
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<4 MFM recieves ICC
approval for flashing tapes

MFM Building Products, a manufac-
turer of a full envelope of waterproof-
ing and weather barrier products for
the building industry has received ICC
Approval for three of the company’s
window flashing tapes. WindowWrap
PSX-20, WindowWrap PowerBond and
WindowWrap White meet the ICC-
ES Acceptance Criteria for Flexible
Flashing Materials (AC148), IBC and
IRC 2015 standards.

These flashing tapes also comply with
AAMA 711, as a result of independent,
third-party testing.

» For product information circle 102

B McElroy introduces

retrofit roofing system
McElroy Metal recently introduced
a method for installing standing seam
metal roofing directly over asphalt
shingles without a tear-off. The sys-
tem is designed around a new patent-
pending clip paired with the company’s
138T symmetrical standing seam panel.
Measuring 1-3/8 inches tall, the 138T is
a two-piece mechanically seamed metal
roofing system. The system utilizes 3/4-
inch deep corrugated metal under the
panels at the ridge, hip and headwall
locations to support the panel, while
providing free airflow or “above sheath-
ing ventilation” for an added energy



savings. For post-frame building roof
and wall panels, McElroy Metal offers
Max-Rib and Mesa profiles.

» For product information circle 103

Il DBCI reaches million
manhour milestone

Roll-up door manufacturer DBCI cel-
ebrated a milestone in July, marking
seven consecutive years without a sin-
gle recordable injury. This monumental
achievement encompasses over 1,000,000
hours worked.

“I'm proud of everyone in this orga-
nization,” says Larry Miller, president.
“Safety has been our primary talking point
over the past seven years. It’s a culture that
is embraced by every person here. This
achievement is even more impressive when
you consider we have seen a record volume
of work this summer.”

Plant manager Michael Page said “Eight
years ago, we struggled with the idea of
going accident-free for any extended peri-
od of time. Today, those same people talk
about how they cut their lawn with safety
glasses and earplugs, and shut off the
breaker to change a light bulb. The culture
has changed from we can’t to we will.”

B Homan Industries selected
for BioPreferred Program

Homan Industries, which also
includes Homan Forest, and Tri State
Lumber, has been selected to partici-
pate in the United States Department
of Agriculture’s (USDA) BioPeferred
program. The process includes an
audit of manufacturing process and
laboratory testing of products to
ensure they meet the established bio-
based standard.

Products approved under the pro-
gram for Homan Industries, Homan
Forest Products, and Tri State Lumber
include Southern Yellow Pine lumber,
Southern Yellow Pine wood chips,
Southern Yellow Pine bark mulch,
Southern Yellow Pine lumber treated
CCA, and Southern Yellow Pine lum-

ber treated micronized copper.

The BioPreferred program was
created by the 2002 Farm Bill and
reauthorized and expanded as part of
the Agricultural Act of 2014 (the 2014
Farm Bill). The program’s purpose is
to spur economic development, create

supplier news
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new jobs and provide new markets for
farm commodities, while reducing
the nation’s reliance on petroleum,
increasing the use of renewable agri-
cultural resources, and contributing
to reducing adverse environmental
and health impacts.
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The most solid foundation upon which to build a
partnership is trust. That's why, for more than
60 years, Varco Pruden has focused on creating
relationships that last.

Our interest is always your hest interest. While
we offer decades of experience and expertise,
constantly educating ourselves on your
environment and consumers, we also take pride
in our loyalty and value our credibility. You can
depend on us to work for you. Because we're
not just reliable, we're dedicated. And we never
compete against our builder partners.

We offer superior products and service, including:
+ Unrivaled quality
+ Cutting-edge technology and innovation

+ Unequaled marketing tools and
resources

+ A wide array of products

+ Experienced project management and field
support

Contact Varco Pruden today. Let us show you
how, together, we can add

value to your business and ﬂ
your reputation. '

Su

VP BUILDINGS

VARCO PRUDEN

ARCO PRUDEN BUILDER
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BY SHARON THATCHER

Big and beautiful doors

Today’s trend is for even bigger doors and better styling

FARMERS NEED THEM, PILOTS NEED THEM, AND LOTS
OF OTHER CONSUMERS JUST WANT THEM: BIG DOORS -
BIGGER THAN EVER BEFORE. But big is only half the story.
The days of the big ugly door is fading fast and in its place are
doors that are both really big and really beautiful.

SIZE

In agriculture, size matters. Farm machinery has gotten larger
so consequently the doors needed to allow safe and easy passage
for these behemoths have also gotten larger. Mike Schweiss,
owner of Schweiss Doors, has watched the industry change over
several decades. His company makes custom-made bifolds and
has more recently added hydraulic doors to his company line.

RURAL BUILDER / SEPTEMBER 2015

“When I started making doors in 1980,” he said, “it was very
common to have a 20 foot door. Then it was 24 foot. Then I saw
them go up to 30 then 36. Now in the ag market, I would say
everybody’s putting in nothing less than a 40x18 and larger.”
Manufacturers are making it easier for customers to go big,
according to Marshal Parker, owner of Hydroswing Hydraulic
Doors. “The fact that people perhaps overlook is that they can
have more size with proportionally very little extra cost,” he said.
Schweiss has discovered the same thing. “When somebody
calls in to order, they’ll say, I need a 38 foot or a 42 foot door.
But after I talk to them, about a third of my people will go up
to a 60 foot or bigger because it doesn’t cost that much more.”
The popularity of bigger doors has not been confined to the ag




Hydroswing

PowerlLift Schweiss

industry. The hangar industry has also been a big market for the big
door companies, as well as the commercial and municipal building
industries. Anyone with big stuff needing big storage needs big doors.

But another market is growing: residential and retail. And it
is that market that is driving the importance of looks.

DESIGN

“Doors are getting bigger, much bigger and fancier,” said Scott
Douglas, national director of sales, PowerLift Hydraulic Doors.
Glass in particular is popular in specialty markets like retail. “In
fact, we just finished a water front restaurant where the walls are
PowerLift walls, glass walls that lift up.”

Doors that become walls is perhaps the best way to define many
of the new and popular doors being installed. “Our hydraulic
doors are basically a moving wall,” Parker, of Hydrowsing said. “So
therefore you can treat it like it is a wall ... you can use all the same
treatment and sheeting as before, all the same insulation, or you
can go completely mad and make it look whatever you want it to ...

BY SHARON THATCHER

People are coming to us these days and asking: ‘can we use glass,
can we use stone, can we use steel?””

The answer is yes.

For residential and retail the goal is often to have the doors clad
in a way that will blend in with the surroundings. “We’ve been
doing a lot of brick cladding, a lot of stone cladding. We can side it
with anything,” Douglas, at PowerLift, said.

Although most people might assume that a farmer could care
less about the aesthetics of his barn doors, that’s not always the
case. Rural Builder recently interviewed a farmer whose goal was
not only to have a highly functional barn, but one that looked ‘sexy’
when he viewed it from his home nearby. To accomplish his goal, he
only had to change the color of his doors. He ordered them in black
so they would blend into the landscape, rather than glare out like
traditional white metal doors.

For storage sheds, more and more ag customers are also ordering
doors with more style. In addition to doors that can mimic the design
of the building’s cladding, today’s big doors can be ordered with
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PowerLift Hydroswing

architectural styling. Want a barn door to look like an old fashioned
wood barn door? Not a big deal.

WHAT YOU NEED TO KNOW

What do you need to know, as a builder, about installing really
big doors? Assuming you go with a recognized manufacturer, not
much since they will provide the needed information. While it may
not be true of all suppliers, Hydroswing, PowerLift and Schweiss
all provide spec sheets to builders. If you give them the requested
information about your building, they can tell you the forces and

Match virtually any custom profile
with SunSky in days.

Get the leading corrugated polycarbonate
delivered fast to fit most any metal profile with
SunSky”® MetalMatch™ technology. So you can

add value and more
atch

daylight to projects in
as little as two weeks.
I LlIINY TECHNOLOGY

And MetalMatch is
available at an extremely attractive price.

More daylighting options. More easily.
SunSky’s first-in-class durability, high perfor—

mance and superior light
transmission are ideal for
roof, side and skylight
applications. So you can
expand unique design

possibilities, reduce energy
costs, and enhance environments with more
natural light. Available in several opacities,

Schweiss

stresses on that building and how to compensate if needed.

Of course, options for installation can vary: you can go with
a door company that does the installation or you can go with a
company that provides “install your own” directions.

It is important to know that the market for big and beauti-
ful doors only promises to grow. Hydroswing, PowerLift and
Schweiss all report that growth has been picking up for big doors
in both new and retrofit building markets. RE

» For more information on Schweiss circle 105, on PowerlLift circle
106, on Hydroswing circle 107.

including Soft White, SunSky is backed by a
10-year warranty. To learn more, contact your
local distributor or call 800-999-9459. Or
visit us at www.PalramAmericas.com/
MyProfile. We'll take the perfect ribbing
and make it even better.

? .

SUNSKY"

PREMIUM CORRUGATED
MWl POLYCARBONATE PANELS

Circle Reader Service #350

©2014 Palram. SunSky is a registered trademark and MetalMatch is a trademark

of Palram Americas, Inc.
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SKYLIGHTING &
DAYLIGHTING

Both cost-effective and “green”,
these products brighten up interiors

1. MWI COMPONENTS / CIRCLE 115

MWI Components supplies a high-quality line of polycarbonate and PVC
panels. The polycarbonate panels are produced to high standards of perfor-
mance, appearance and accuracy characterized by high impact resistance,
durability and versatility. MWI offers the polycarbonate in clear or opal to
meet customers’ demands. And with MWT’s 24 inch polycarbonate ridge cap,
you get effective UV protection, good optical clarity, high light transmission
and exceptional impact resistance. The PVC sheet combines high impact resis-
tance, lightness of weight and workability to offer an effective liner panel for
agricultural buildings.

Better lighting.io _

| ' ; ¥4 our compLETE
Lower energy bl”S._ | LT 78l DAYLIGHTING SYSTEM

I — ) Includ der-coated
Here's how: i Rl citesponderconed

e

Our high-performance skylight
system’s source of energy is
unaffected by market prices.

= DAY 4 STAR

High Performance Natural Lighting Systems

866-7-DAYSTAR
p 618-426-1868 * f 618-426-1888
14226 Highway 4 ¢« Campbell Hill, IL 62916
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2. PALRAM AMERICAS / CIRCLE 116

Palram Americas offers SunSky polycarbonate panels for daylighting applications.
Palram’s proprietary MetalMatch technology allows for rapid matching of existing
corrugated metal profiles. As a result, Palram lays claim to developing the world’s larg-
est catalog of corrugated polycarbonate profiles. SunSky profiles feature co-extruded
UV protection. In fact, SunSky is warranted for 10 years against loss of light transmis-
sion due to yellowing and against damage due to hail.

3. DAYSTAR SYSTEMS, LLC/ CIRCLE 117

Using a technologically designed, parabolic dome for gathering natural light, the
DayStar Daylighting System directs sunlight through an ultra reflective shaft to a
specially developed lens for diffusing highly concentrated light into a full, broad
lighting pattern. Sunlight is gathered and diffused through an ultra-clear outer dome
and inner collimation dome lens. Insulated roof curbs made of Galvalume steel with
continuously welded watertight seams are available to match almost any roof pitch and
metal rib design. It can now be powder coated to match your roof color. The insulated
panels use a highly reflective interior to amplify light. Aesthetically appealing in open
environments, the super insulated light shaft requires no attic support walls and is
available in custom lengths.
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5. ONDULINE NORTH AMERICA INC. / CIRCLE 119

Onduline North America manufactures Tuftex PVC
AgLiner panels 38 inches wide for ceiling and sidewall appli-
cations in dairy, hogs and poultry confinement facilities or as
an alternative to metal in high corrosive environments. Poly
Lite polycarbonate 9- and 12-inch R-Panel is available in clear
smoke and translucent white.

product profile
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4. AMERILUX INTERNATIONAL /
CIRCLE 118

Easily fabricated and virtually
unbreakable, CoverLite MR9-inch
and MR12-inch corrugated polycar-
bonate panels are perfect for skylight
or sidelight applications. Extensive
research and development ensures
that all CoverLite corrugated panels
have a high resistance to the harm-
ful effects of weather, both in impact
strength to resist hail damage and
in UV protection. CoverLite carries
a prorated 10-year warranty against
yellowing.

For More Product Info: Call 888.602.4441

. Or Visit: www.ameriluxinternational.com

ety
i Top Ridge Cap

. h U
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Corrugated =5
Polycarbonate
Panels

+ High Light Transmission
« Economical and Lightweight
~~ .+ Virtually Unbreakable
+ Easily Fabricated on Site
+ Anti-Drip/Anti-Fog Coating
feature on GRECA Square Wave
+ Available in SoftLite -
100% Light Diffusing Panel
Eliminates Hot Spots, Glare,
and Shadows

6. DIRECT METALS INC. / CIRCLE 120

Direct Metals Inc.’s newest efforts include providing qual-
ity American-made translucent panels that are from 20 per-
cent up to 93 percent thicker than the competition. These
new polycarbonate sheets, in 1.0mm and 1.5mm thickness,
provide specific advantages over the old industry standard of
imported 0.8mm thick panels. Benefits include longer war-
ranties and expected product life cycles, product approvals
and calculations for wind uplift and snow loads. Installers
have noticed that the thicker sheets are considerably easier to
install, helping to save time and energy on the job site.

¢ ——-_?I;"asy-to-lnstall
== SKylight or Sidelite

MR12"

[J
AmerilLux &
Panels i
Cut-to-Size
Circle Reader Service #321
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behind the hammer

BY MIKE MOMB

Time to hire a salesperson?

I'VE TOLD MORE THAN ONE POST FRAME
BUILDING CONTRACTOR, “IF YOU ARE SELLING
YOU CAN'T BUILD AND IF YOU ARE BUILDING,
YOU CAN'T SELL". This is one lesson I learned from
watching my father and my uncles in their hugely
successful framing contracting business. All of them
were immensely talented and could have built any
wood frame structure from dirt to done. However the
key to success was to have everyone doing the parts
they did best. With their business, my dad was the one
out hustling the next job—he was the salesman who
could paint the picture for the client.

BUT ARE YOU READY?

An average salesperson will generate at least a
million dollars of sales per year. Any less, they starve
and not enough business is generated by them to
justify their expense.

For a general contractor (as I was in the 1990’s)
a million dollars of sales is fairly equal to selling
an average building, every week. One of my typical
2-3 person building crews could keep up with this
volume of work, getting paid about % of the total
selling price.

Is there enough business to capture within your
service area to keep a salesperson and another con-
struction crew busy?

Historically, one of every 100 non-urban house-
holds can or will invest in a new building annu-
ally, which could or should be a post-frame build-
ing. With this assumption, that’s roughly 250 pos-
sible buildings per 100,000 non-urban residents.
Positioned properly in the marketplace, with the
proper abilities to make the entire post-frame build-
ing experience exceptional, it is not unreasonable to
have an expectation of selling no less than one-in-
five, due to having this average salesperson.

HOW DO YOU FIND THEM?

Generally I have found salespeople hired away
from, or with prior experience selling for another
similar business, having a far more challenging time.
They tend to have preconceived notions of “how it
should be done,” which may be contrary to your own
business philosophy. Use this source with caution,
make sure they do not have a non-compete agree-
ment with their current or recent past employers.
And if they are to join your team, get a non-compete
agreement signed with them. If you are like me, hav-
ing to throw money at non-revenue generating and
energy draining legal battles is not something I want
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to invite into my business.

Write an excellent ad which describes who you
are, what your business philosophies are, and shows
some personality. Introducing yourself (the primary
business manager/owner) in the ad helps make the
position more attractive.

Include information about everyone’s favorite
radio station WII-FM (What’s In It For Me). Paint a
realistic picture of the duties along with the attrac-
tive benefits of each of those duties. If you don’t
feel confident about writing your ad, outsource it to
someone who is an expert. [ didn’t learn much at the
University of Idaho in architecture school, but my
one takeaway was: you only have one opportunity to
make a great first impression.

If being perceived as ‘a local’ is important to your
service area, place ads only in the area—and state
this restriction in the ad. If hiring from anywhere,
and you expect relocation, painting a picture of
the wonderful aspects of your area won’t hurt your
chances. And, most of your applicants will be mar-
ried or have a significant other—your ad needs to sell
them as well as your prospective salesperson.

Craigslist is a tremendous source of potential
candidates. The price is right (free in most areas)
and it appears to be fairly well read. There are also
pay-for-play services such as Monster.com and
ZipRecruiter.com.

HOW AM | GOING TO PAY THEM?

Commission or salary or somewhere in the middle?

I am one of those pay for performance people. I
want to get paid on commission. Frankly, we make
the best sales people, because we are never resting on
our laurels. But—you have to pay us well and pay us
on time. I worked selling for a builder for 18 months
where I had to spend more time chasing him for my
commission checks, than I did selling! This was less
than a marriage made in heaven and when I left, he
owed me nearly $100,000 which I never saw.

First, a brief discussion about Independent
Contractors vs. Employees. The IRS has a nifty list
of what constitutes an Independent Contractor—in
a nutshell they must be independent. If they have
hours set by you, or work out of your office, they
are employees. Because an independent contractor
has to pay their own expenses, plan on spending at
least an extra percent on commissions (above what
an employee would make), as they have to pay self-
employment taxes. If you intend to contract with
an independent contractor, have a knowledgeable

fris]

Mike Momb is
technical director
for Hansen Pole
Buildings, LLC

of Browns Valley,
Minnesota. His daily
post-frame blog, as
well as his weekly
“Ask the Pole Barn
Guru” column can
be followed at www.
hansenpolebuildings.
com/blog/.



attorney craft an agreement spelling out
all important aspects for each party.

Here is my spin on the rates at which
an employee salesperson should be com-
pensated:

Order taker — they work in the home
office, with set hours and pretty much do
exactly what the job title says, they take
orders. They have just enough knowledge
to get by and are not doing true consulta-
tive sales. $10-15 an hour.

Consultative sales person — if they
work primarily from the office, pay
should be 4 to 5 percent of the gross value
of the sale. If they must travel to see cli-
ents face-to-face, they should get at least
another percent—and have either a com-
pany vehicle or their mileage and road
expenses paid for. Why another percent?
Their selling time is being reduced by the
time they are on the road.

Now the concept of a true salesperson is
to be a thoroughbred—they ideally should

be selling and doing nothing but selling.
There are some who add to the duties and
take away from the salesperson’s ability
to generate commissions. In my humble
opinion this is a waste of talent, but if
done, should be compensated for.

These other duties could include hav-
ing to line up and supervise a crew or
crews for buildings they sell, or doing
material takeoffs and ordering materials.
Planning on adding these tasks? Then you
better plan on paying 12-13 percent of the
gross sale. If the sales person has to hustle
and generate their own leads, they are
worth another 2-3 percent.

HOW TO KEEP THEM?

I was introduced to a “pole barn” sales-
man back in 1980 who had done $4 million
in sales the year before. I wanted to pick his
brain, as I knew he must have a wealth of
knowledge. I was sadly disappointed when
I deduced the true secret of his success.

One-Piece

ORS

behind the hammer

BY MIKE MOMB

He bragged about how every three to
four months, his boss would pay his first
class airfare and a hotel suite in Vegas for
along weekend. He loved his boss for this!

Later I found out from his boss — the
hotels would comp the flights and the
room, as our star salesperson would
lose $40,000 to $50,000 in an average
weekend. He’d come back to work broke
and hungry and would repeat the pro-
cess again!

Seriously, the way to keep a good
salesperson is to pay them per agree-
ment and on time. And pay them well.
I've had six superstar sales people
(defined as ones who would regularly
sell $4 million to $6 million or more in
a year) and they are worth every cent
spent on them. Paying a sales person
several hundred thousand dollars a year
should be a treat, not a burden, as they
are putting money into the business
owner’s bank account equally fast. RB

800-746-8273
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The most comprehensive

guide for building with post frame
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The Wrinkied Series

The One Time You’ll Actually WANT Wrinkles!

Want a distinguished look from every angle? Everlast Roofing
can help! We are introducing a new paint finish that not only
protects, it dignifies.

The Wrinkled Series provides you a textured
paint finish that is available in Everlast’s
most popular profiles, making this finish
an excellent choice for residential and
commercial application. Request this series
on top of our already proven Everlast II and
Everloc panels to create a surface that is
tough, scratch resistant and distinct.

Advantages Include:

¢ Low gloss finish

¢ High durability SMP

¢ 8 standard in-stock colors
¢ 40 year warranty

When you want to add character to an
old or new roof ask for Wrinkles. The
Wrinkled Series by Everlast Roofing Inc.,
Our Name Says It All!

OUR NAME SAYS IT ALL

Toll Free: 888.339.0059
www.everlastroofing.com
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Aztec Washer Company
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Pine Range: 0-19”
Extra Large Base: 19-1/2"

N0\ 72, PH:(858] - 513-4350 FAK: (858) - 513-4305
727" www.artecwasher.com « info@aztecwasher.com

when reiiabiiifty counts

Circle Reader Service #441




post-frame feature

BY SHARON THATCHER

Fat, tall, wide and skinny

Ohio storage shed has it all in one space
for owner’s big boy toys

TALL AND SKINNY MEETS SHORT AND WIDE IN HUNTSVILLE, OHIO,
WHERE STEVENSON CONSTRUCTION BUILT THIS TOY SHED FOR THE
OWNER’S RECREATIONAL EQUIPMENT. It required the marriage of two build-
ings: the main building is 30 feet x 60 feet x 10 feet, while the attachment is 20 feet
x 40 feet x 18 feet.

Necessity is the mother of invention and this Mutt-and-Jeff solution was
requested so the owner could store his boat on top of his camper and avoid some
of the repetitive chore of loading and unloading.

The two sections are Lester buildings that share a common wall of concrete.
Lester engineers created a design to accommodate potential problems with snow

ELASTOMERIC WATERPROOFING INSULATING CERAMIC ROOF COATINGS - ZERO V.0.C. INSULATING CERAMIC INTERIOR & EXTERIOR PAINTS
ELASTOMERIC CERAMIC WALL, TEXTURE & INDUSTRIAL COATINGS - CONCRETE & DECK PAINTS, STAINS, CLEAR COATS & SEALERS
WOOD STAINS, CLEARS & DECK-OVER COATINGS - EPOXIES - COLOR MATCHING & CUSTOM FORMULATIONS

NERGY NAT|©N\X/I RE EE@ME .Q aﬁaﬁ:‘itgsmn
.ﬂ“ 7/ |PARTNER GOATING]V] L i= ﬂN@u 1Y A+ RATING
Partner Since 1999 A R A S @ T At L @ rl [ D A w Member Since 1997
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post-frame feature

BY SHARON THATCHER

loads where the two roofs meet. (For more
information on snow loads and proper
roof design, see the article “Where two
roofs meet” starting on page 31).

The main section provides ample
room for the remainder of the owner’s
big boy toys. To keep them dry, DripStop
was used to control the moisture caused
by spring and fall thawing and freezing
cycles commonly found in Ohio.

According to Herb Stevenson, owner
of Stevenson Construction from nearby
Rushsylvania, the building also features
walk doors from A.J. Manufacturing and
Clopay overhead doors. Both sections
have 12 inch overhangs. For natural
lighting, a skybelt of translucent panel
covers the top of the west wall. Also
at the customer’s request, posts were
anchored on top of a concrete founda- g e S’ S <« Herb’s son, Herby, discusses building plans with crew mem-
tion wall with galvanized brackets. RB ke e % - berTonyGreen during a break from work.

A The building soon after completion. Photo by Herb Stevenson
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V MRS ROOFING SUPPLY, LLC
METAL ROLLFORMING SYSTEMS

Roofing & Siding * Hardware + Lumber

\\ The Affordable Rollforming
e | 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
at 1.888.284.6794 or visit us online.

The ABM Panel

The heavy-duty and long-lasting ABM Panel is
by far our most popular metal roofing and siding

panel. Available in 25 ENERGY STAR rated colors
with 40-year paint warranties.

- Single & Double Deck Rollformers « Precision Cut Slitting Lines
« Trim Rollformers « Sheet Stackers
« *NEW* Patriot Rollforming Line « Coil Upenders
» Coil Reels « Ridge-Cap Press
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Where two roofs meet

CONSULTING ENGINEER WILLIAM
LOTZ, P.E., ACTON, MAINE, TELLS
THE STORY OF THE UNSUSPECTING
CONTRACTOR WHO PUT UP A
BUILDING 12 FEET HIGH. Everything
was fine until the owner’s plans changed
and a second contractor was called upon
to attach a second building to the first.
That might have worked fine in the
South but these buildings were smack-
dab in the middle of the Snow Belt—
the heavy snow belt—and the second
building was 20 feet high.

Then it starts to snow. By the time the
storm clears, it has dumped four feet on
snow on the buildings. The problem was

that the taller building has shed its snow
onto the metal roof of the shorter, adjacent
building, which now has to support eight
feet of snow—its own four feet plus the four
feet of snow that has slid off the metal roof
of its taller neighbor.

Pity the contractor who built the first
building when its roof collapses and the
owner comes looking for whom to blame.
The easy target is the first contractor because,
you know, it was his roof that collapsed.

Not so fast, Lotz said. The first contrac-
tor had no idea that a second building might
be coming along.

Lotz pointed the finger at the contractor
of the second building.

“If you're attaching a taller building to

BY OLIVER WITTE

a shorter building, this difference in eleva-
tion causes drifting of snow on the shorter
roof, causing it to collapse,” Lotz said. “The
second contractor, who put in the struc-
tural steel, should have gone back to the
first building and substantially reinforced
the structural steel supporting the roof of
the first building.”

Building in snow country can be espe-
cially hazardous because of the tendency
of snow to drift and apply non-uniform
loads —perhaps double or triple what
might be anticipated. The wind can whip
a two-inch snowfall into a load of six feet.
A design snow load around 70 or 80 psf
would not be unreasonable.

Ice creates even more problems in snow

CHANGE

thing. But that was before Curl-Lok™.

> EASY

LOK

In the past, a damaged rolling sheet door meant you had to replace the entire

Now you can replace a single damaged panel fast and at a fraction of the cost.
You, your customers and the guy who drives the forklift can all breathe a sigh of relief.

Call your DBCI sales representative at 800-542-0501 or visit us af www.curl-lok.com.

A new innovation from JBCI
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BY OLIVER WITTE

country. As snow piles up on a roof, it melts
and forms ice dams that can create ponds
three inches deep or more.

“Metal roofs leak under these circum-
stances,” Lotz said.

Lotz cited the case of a building with a
roof span of more than 200 feet. The archi-
tect designed a metal roof with a slope of
one-quarter inch per foot. Come February,
snow piled up and began to melt, ice dams
formed and a pond three inches deep devel-
oped. The contractor, of course, was sued,
but Lotz blamed an inadequate roof slope. A
quarter-inch slope might work down south
but leaks should be expected farther north.

“We cannot think of any circumstance
where we would recommend a standing
seam roof with a slope of less than one inch
per foot,” Lotz said.

To add slope to an existing roof, Lotz
suggested a retrofit roofing system like that
offered by Roof Hugger and others, adding

a sloped roof above the existing roof.

An alternative solution involves EPS
insulation between the flutes, polyiso insu-
lation over the top and a single-ply roof
membrane over the insulation.

Condensation can pose additional prob-
lems — even in temperate climates. Dripping
can result from condensation due to over-
lapped or rolled and stapled vapor bar-
rier seams. When the fiberglass facer is
only overlapped or folded and stapled and
the relative humidity inside the building
passes 30 percent, condensation and drip-
ping should be anticipated, especially in
buildings that require high humidity, such
as printing plants.

“Moisture rises up and finds all the holes
and joints in the fiberglass, goes through
them, hits the cold metal roof and con-
denses,” Lotz said. “Then it starts raining
inside.”

“The vapor barrier must be sealed and

airtight in its entirety,” Lotz said. “The
seams and penetrations must be sealed at
the floor-wall juncture, at the wall-roof
intersections, etc.”

But getting an airtight seal isn’t easy,
Lotz recommends foam-insulated panels.
Several pressure-sensitive tapes match the
insulation vapor barrier facer.

One of the types of buildings in every
township is the highway garage. They are
almost always metal buildings, Lotz said,
and almost always insulated with fiberglass
60-inch wide blankets with a white vapor
barrier. Trucks plow snow all day (or night
in severe storms) and come in to park in
the heated building. The snow they bring
in melts and drips down onto the floor.
The heat from the floor slab evaporates the
moisture from the melted snow and ice, the
humidity rises and finds all the holes and
joints in the fiberglass vapor barrier. Then
it starts to rain.

Insist on the Best
and eliminate red rust forever!
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Broadest range of long life fasteners

woodZAC® Zinc Alloy Capped
woodMAC™ 304 Stainless Capped
everGrip® 304SS Bi-Metal (TORX® & HWH)
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800-234-4533
www.sfsintecusa.com
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Lotz’s example is not far-fetched. He tells
this true story:

A new suburban garage in northeast-
ern Pennsylvania was nearing completion
when the director of public works noticed
an electrician connecting a big piece of
equipment near the ceiling.

“What’s that?” the director demanded.

“It’s for ventilation,” the sub replied.

Furious, the director demanded that
the installer cease.

“You are NOT to finish connecting
that,” the director ordered. “I don’t want
that system. There is no need to ventilate
fresh air here. We open the doors to let
trucks in and out and that’s plenty of ven-
tilation.”

“OK,” said the electrician, and everyone
was happy—until the arrival of the first win-
ter, and it started raining inside the building.

The usual litigation was filed against
the usual suspects. The builder, as is typi-

cal, was first in the line of fire. The director
accused the builder of incompetence in
installing the insulation vapor barrier. The
judge disagreed, and the only parties that
came out ahead on this project were the
lawyers and the expert witness/consultant.

Other problems include either missing
or inadequate collar ties, rot and inad-
equate trusses. Collar ties keep a sloped
roof from collapsing.

When asphalt shingles leak on an old
building, rot develops at the eaves and
ridge. A five-foot deep snow load might be
sufficient to bring down the building. The
fault probably is with the owner who has
been ignoring the normal maintenance
requirements and thus should not expect
the insurance company to have to pay for
the cost of replacing the roof, Lotz said.

Trusses will be adequate if the build-
ing code is followed but some builders
will skimp and install trusses with a lesser

BY OLIVER WITTE

rating. Combined with a two-level roof,
snowdrifts of six or eight feet and the result
is not pretty, Lotz said.

Lotz insists that building collapses,
indoor rain and related problems are not
inevitable with metal roofing in snow coun-
try. The solution is to anticipate the problems
and solve them during the design phase.

“Metal roofing systems have a good
track record of performance in harsh win-
ter environments—as long as they are
properly designed,” Lotz said. “When a
roof fails—metal or otherwise—the first
party to get blamed is the contractor,
whereas the cause of the failure is generally
the fault of the designer. The key factors
are usually snow loading requirements,
adequate slope and the use of snow guards
when needed. If these issues are addressed
during the design stage and the roofing
contractor does his job, these systems will
almost always perform as intended.” RB

WoodSinder-
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MCA publishes new technical bulletin
Fastener Compatibility with Profiled Metal Roof and Wall Panels

The Metal Construction Association
(MCA) has published a new techni-
cal resource to assist designers and
installers in selecting the proper type

METALCON
BOOTH # 1439

BeckryTex

NEW TEXTURED PAINT SYSTEM

of fastener: Fastener Compatibility with

Profiled Metal Roof and Wall Panels.
Found in the technical resources

section of the MCA website at www.

Architectural low gloss anti-reflective coating

BeckryTex technology allows you to design unique and distinctive

exterior textured finishes. A flexible, low gloss polyurethane coating,

34

Beyond The Surface

it is most often used on roofing for a well
defined wrinkled look that creates the
appearance of materials other than
metal. A wide range of popu-
lar colors are available in this

weather resistant product.

Becker Specialty Corporation

2526 Delta Lane,
Elk Grove, IL 60007
P: (847)766-3555

www.beckers-group.com
rob.roy@beckers-group.com
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Circle Reader Service #338

RURAL BUILDER / SEPTEMBER 2015

metalconstruction.org, the new bul-
letin includes a convenient table that
serves as a guideline to check fasten-
er compatibility with different types
of cladding materials. The table ref-
erences corrosion resistance between
eight common types of metal roof
and wall cladding materials and nine
different fasteners. With it, users
can quickly determine if they are
matching the right fastener with the
right roof or wall material to ensure
performance over time and a strong,
weather-tight attachment.

The integrity and aesthetics
of a building is at risk when the
wrong type of fastener is used with
a metal roof or wall cladding system.
Premature corrosion of the metal
panel and/or the fastener may occur
under certain conditions. Known
as galvanic corrosion, this is often
a result of corrosion between the
dissimilar metals that are in contact
with each other.

To prevent dissimilar metal cor-
rosion at the connection point, fas-
teners should be made of a compat-
ible or the same material as the roof
or wall material whenever possible.
At the very least, the fastener should
display equivalent corrosion resis-
tance to the material being fastened.

The bulletin also provides a dis-
cussion on the fastener durability
and the roles (primary or secondary)
and type (self-drilling, self-tapping
and self-piercing) of fasteners that
will help designers and installers
achieve high fastener performance.

The MCA updates its education/
technical resources section on its
website on a regular basis, address-
ing practical and educational topics
related to the metal construction
industry. All materials are available
free to website visitors to download
in PDF format. RB



09/SEPTEMBER

8-11 y Self Storage Association
Fall Conference & Trade Show Las
Vegas, NV; www.selfstorage.org

16, 5:00 a.m.-5:00 p.m., 2015
Northeast Wood Solutions Fair,
Boston North Shore, MA;
WWW.woodworks.org

28-30, National Coil Coating
www.coilcoating.org
30-Oct. 2, “Introduction to

course, per the 2015 NDSVT.
Co-sponsored by the American

Association Fall Meeting, Atlanta, GA,

Structural Design of Wood Buildings”

2-4, Design-Build Conference &
Expo 2015, Denver, CO;
www.designbuildexpo.com

10-1 3, Midwest Roofing
Contractors Association (MRCA)
2015 Annual Conference,
Kansas City, MO; www.mrca.org

18-20, Greenbuild International
Conference & Expo 2015,
Washington, DC;
www.greenbuildexpo.com

19, Northwest Wood Solutions Fair,
Washington State Convention Center,

calendar of events

1 2/DECEMBER

2-4, Construct Canada 2015,
Toronto, Ontario,
www.constructcanada.com

8-9, Metal Building Manufacturers
Association (MBMA) Annual Meeting
2015, Atlanta, GA, www.mbma.com

9, Southern California Wood
Solutions Fair, Anaheim, CA,
www.woodworks.org

More events listed @
www.constructionmagnet.com
/events/industry-events

www.woodworks.org

Wood Council, Virginia Building Code
Officials Association and Virginia Tech
University; www.cpe.vt.edu

30-0Oct. 3, construcT,

St. Louis, MO; www.constructshow.com

/. ASC MACHINE TOOLS, INC

" SPOKANE, WA

’ HIGH QUALITY
ROLLFORMING EQUIPMENT

FROM ENTRY LEVEL TO HIGH PRODUCTION

EST. 1949

1-2, 2015 Remodeling Show &
Deck Expo, Chicago;
www.remodelingdeck.com

13-15, METALCON 2015,
Tampa, FL; www.metalcon.com

20-23, scMce (Building
Component Manufacturers
Conference, Milwaukee, WI;
www.bcmceshow.com

21 y Adhesive and Sealant Council Fall
Conference & Expo, Pittsburgh, PA;
www.ascouncil.org

SINGLE / DOUBLE CUT-TO-LENGTH/
SLITTING LINES

24-25, Reflective Insulation
Manufacturers Association-
International (RIMA-1) Bi-Annual
Meeting, Tampa, FL;
www.rimainternational.org

SINGLE / MULTI ~ e e
TRIM ROLLFORMER R CUCED cigt HEMMER

More information

" TEL: 5

28-30, NLBMDA ProDealer
Industry Summit, Colorado Springs, CO;
www.dealer.org

www.ASCMT.com
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MCA EMBARKS ON THREE
NEW RESEARCH PROJECTS

v

Research to focus on air per-
meability, cool wall panels, and
effects of spray foam insulation

The Metal Construction Association
has announced that it is taking on three
new research projects:

+Evaluating the air permeability in
metal roof panels to measure the
level of wind uplift this type of roof-
ing can withstand.

*A study on cool wall panels to
reduce building energy usage and

consequently the impact on urban
heat island effect.

+ A study on the effects of spray poly-
urethane foam insulation on metal
panels.

The results of the three studies are
expected to make a significant impact
in the industry and will take place over
several years.

The air permeability research is
being conducted at the University of
Florida and will evaluate and character-
ize the performance of discontinuous
metal panels, such as modular metal
roof panels and snap-together stand-
ing seam roofing. The project goal is
to develop a new test method that will
more realistically reflect the wind uplift
these systems can withstand. The main
test utilized for the work will be the UL
1897 in both the static and dynamic
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FOR OVER 30 YEARS, MANUFACTURERS ARQUND
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SEALANT ON THE MARKET, MB10A BUTYL TAPE.

800.288.9489
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mode. Wind tunnel testing and varia-
tions to existing industry test methods
will also be used. An industry advisory
panel has already been created and a
literature search has been summarized.
Test materials are being collected and
shipped to the University of Florida
with testing to commence this month.

Research on cool walls is being fund-
ed by a grant awarded to the Lawrence
Berkeley National Laboratory. This
study is important for California cit-
ies to reduce building energy usage
and help address the urban heat island
effect. The project will evaluate the
types of wall materials now in the mar-
ketplace and in the three climate zones
in California. In addition to energy
usage, the study will evaluate the dirt-
shedding capability and durability of
these wall materials.

New technologies for ultra-cool pig-
mentation are also being investigated as
part of this research. The project began
in early July with several MCA member
manufacturers providing samples of their
metal wall materials. MCA is also con-
tributing technical expertise and guid-
ance to the project through their seat at
the Industry Advisory Committee.

Research on the use of spray polyure-
thane foam insulation on metal panels is
also being conducted for wall and roof
assemblies. The goal of this research proj-
ect is to evaluate the effects of spray foam
on metal. This project was proposed in
conjunction with the Spray Polyurethane
Foam Alliance (SPFA) and the Metal
Building Manufacturers Association
(MBMA). A few of the main concerns
that led to this project are oil canning
and potential damage to paint films due
to the exothermic curing of the foam and
associated elevated temperatures. As a
collaboration among MCA, MBMA and
SPFA, preliminary research has already
been completed to evaluate exothermic
curing on metal. The next phase will
include the use of full size wall and roof
assemblies with foam sprayed using dif-
ferent application methods. Based on
the project findings, a “Best Practices”
guideline for using spray foam insulation
with metal wall and roof assemblies will
be generated. RE



H Silver replacing white for
prepainted metal

Even though white has been a main-
stay color in most of the industries
served by pre-painted metal, silver and
other metallic colors are beginning to
work their way in to mainstream appli-
cations, according to the National Coil
Coating Association (NCCA).

As consumers continue to look for
inexpensive ways to make products
appear more upscale and manufactur-
ers vie for ways to differentiate their
products, pre-painted metal has come
to the rescue.

Flip through any architectur-
al magazine or look around as you
stroll through the next city you are in,
chances are the newest metal building
facades will be silver, or bronze, or
copper colored.

“Metallic” appearance coatings
which often contain aluminum flakes
or mica impart a reflective prop-
erty that to the naked eye has greater
depth than the conventional smooth
white finish. These flake pigments
impart “sparkle” to the surface coat-
ing, creating a totally new and differ-
ent appearance to home appliances,
metal roofing, pontoon boats, RV’s,
and much more.

Aesthetics aside, there are practi-
cal benefits as well for the expanding
use of metallic coatings on the pre-
painted stage. Metallic coatings can
be applied to steel or aluminum very
cost-effectively. And they provide the
same protection and product longevity
as any other painted product.

No matter the application, the
demands on pre-painted metals are
extremely rigorous. The finish must
maintain its appearance for the life
of the product, resistant to color
fade, corrosion, chemical attack, dirt
retention, high temperatures, various
extreme weather conditions and daily
wear and tear.

The newer pre-painted metallic
coatings not only are gaining in popu-
larity over white, but also exhibit the
above qualities necessary for a long-
lasting effect.

B Unprecedented:
construction is recovering
amid commodity collapse

“The state of affairs today is unprec-
edented,” said Associated Builders and
Contractors Chief Economist Anirban
Basu following the August 14 producer
price index release by the Bureau of Labor
Statistics. The report showed that, despite
increased construction activity, prices for
materials continue to decline.

“Nonresidential construction spend-
ing has been recovering robustly in the
U.S. in recent months—up more than 11
percent on a year-over-year basis. On top
of that, the multifamily building boom
continues in most major U.S. metropoli-
tan areas,” Basu reported, adding, “All
things being equal, these circumstances
should correspond with rising construc-
tion materials prices. But as a reflection

BY RURAL BUILDER STAFF

of how global the economy has become,
America’s nonresidential construction
recovery is taking place in the context of
collapsing commodity prices.”

Basu explained the decline: “The lat-
est round of commodity price decreases
has been spawned by softening growth
in China and ongoing increases in
production of key inputs worldwide,
including oil. However, this form of
deflation should not be troubling to
contractors. If anything, it will tend to
boost profit margins for the average
contractor, though falling commodity
prices do not represent good news for
construction firms heavily invested in
oil and natural gas segments.

“These falling prices also imply
slower increases in interest rates going
forward, which will help extend the
ongoing nonresidential construction
recovery,” Basu said.

S-5I" Show Retention

When snow begins to melt, the result can be catastrophic.

As the blanket of snow avalanches off the roof, it can dump several tons of snow onto anything
in its path, damaging landscape, gutters, adjacent roofs, vehicles, and causing injury, or even

death, to passers-by. These scenarios are preventable with top-of-the-line snow retention

solutions by S-5!°

ColorGard®

Fitted with a strip of the roof material,
ColorGard ensures a perfect color-match
for the life of the roof.

SnoRail™ & SnoFence™

With up to six times the strength of adhesively-
mounted devices, these systems offer a
long-term, dependable solution for traditional
standing seam and sheet copper roofing.

Connect with us!
B @s5_TheRightway

¥ /s5TheRightway

X-Gard™ — The NEW ultimate pipe snow
retention system.

No other pipe snow retention system on the
market has proven stronger than X-Gard.

VersaGard™

VersaGard™ is compatible with almost
any trapezoidal, exposed-fastened profile.
No messy sealants to apply! No chance
for leaks!

METALEON

BOOTH # 817 The Right Way!

To learn more, call 888-825-3432 or visit
www.S-5.com/SnowRetentionMay2015RB
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classified ads

CALL 800-726-9966

400 ROLL FORMERS

160 DOORS & WINDOWS

SSs MRS

METAL ROLLFORMING SYSTEMS

The Affordable Rollforming
Equipment Manufacturer

-Single & Double Deck Rollformers
-Trim Rollformers
-*NEW* Patriot Rollforming Line
-Coil Reels
-Precision Cut Slitting Lines
-Sheet Stackers
-Coil Upenders
-Ridge-Cap Press

E
E
]
s
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T
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“ One-Piece " DOOR STRAP LIFT and auto latch

SCHWEISSDOORS -com

o Every Door Built,

Delivered and Installed

by Local Professionals

o Lifetime Structure
Warranty

o Safe, Strong &
Weathertight

 Zero Maintenance

 No Lost Headroom

* New or Existing

Buildings
POWERLIFT

www.powetliftdoors.com

855-368-9595

DOORBRIM AWNINGS

> An economical solution
.| for protecting doors,

‘ BRADBURY
Booth

#731

We Sell Solutions

windows and hardware Panel Lines Ridge Cap Benders
frpm Mother Nature. Standing Seam Lines Insulated Panel Lines
Divert water fo keep

Control Retrofits Portable Roll Formers

doorways dry while
preventing rust and
decay. DOORBRIMS can
be easily installed in
minutes. MADE IN USA.

DOORBRIM.COM (954) 649:4922

Trim Roll Formers
Hydraulic Folders

Hemming Roll Formers
Slit & Recoil Lines

Garage Door Lines Purlin Lines

www.bradburygroup.com

TOOLS/EQUIPMENT
DISTRIBUTOR

250 MISCELLANEOUS
7T STONE WAINSCOT
- PANEL SYSTEM

Make Your Own Nail-Lam Column

Z/ES TONE ),

large, lightweight, durable, realistic

BIG REDII
Total Fabricating System

Ph: 605-787-4765
Email: jimsemmleri@msn.com s‘;‘:,"'sol::f
www.semmlerinc.com ()

~96”w x 43” h = v
phone:314-524-2040
www.urestonepanels.com
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16 GA. HAT CHANNELS

Structural 50 KSI G-90 Galvanized
LENGTHS FROM 6FT to 21FT

ANY QUANTITY Booth
> . 1312

1-1/8”, 1-5/8”", 2-5/8”, 3-3/8” and 4-1/8”
TALL WITH 2” TOP FLANGES

.ROOF HUGGER

For More Info: 800-771-1711
sales@roofhugger.com
www.roofhugger.com

TOOLS/EQUIPMENT
DISTRIBUTOR

AN

MANUFACTURING

- 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

( II Clark Industries, Inc.
Since 1967 - Monett, Missouri

N = wm
Pt =
i e = _l\‘.hh‘ .
. e J. <3 J
: =
Considering equipment?
Consider Clark.

« Post & Column Machines

« Floor Truss Machines

« Electric Horizontal Stackers
« Electric Peak-up Stackers

+ Roof & Floor Truss Presses
+ Multi-Head Truss Presses
+ Modular Truss Presses

+ Shuttle Presses

+ Jack Presses

« H.D. Chord Splicers

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

« Conveyor Systems
« Custom Machinery




NICK DOWD HAS BEEN APPOINT-
ED PRESIDENT OF METAL SALES
MANUFACTURING CORPORATION
IN LOUISVILLE, KENTUCKY.

Dowd joins Metal Sales after 16
years with Euramax International, most
recently as senior vice president of com-
mercial products.

He began his career with Euramax
as controller for Amerimax Building
Products. He then moved into the president’s role of Fabral,
where he was responsible for general management and opera-
tions. After years of success with Fabral, Dowd then served as
president of Amerimax Building Products.

Dowd is credited with identifying, attracting, develop-
ing and retaining high-performance teams and for driving
a culture focused on profitable growth and building long-
term value.

DOWD

VARCO PRUDEN BUILDINGS ANNOUNC-
ES THAT SUMEET GOSWAMI HAS BEEN
NAMED DISTRICT MANAGER FOR THE
WESTERN CANADIAN REGION. In
this new role, Goswami is responsible
for growing share in British Columbia,
Northern Alberta, Yukon and North West
Territories. He will be based in Richmond,
British Columbia, and will report direct-
ly to Tom Georg, field sales manager.
Goswami has 11 years of experience working with building
material manufacturers, of which nine years were in sales man-
agement, focusing on creating new share in Western Canada.

GOSWAMI

FRANK DODD HAS JUST BEEN APPOINTED AS PRESIDENT
OF RICHARDS-WILCOX INC. Dodd has responsibility for all
aspects of business for its three corporate divisions: Richards-

600 TOOLS/EQUIPMENT

DISTRIBUTOR

ACH=lo1777,

ROLL FORMING EQUIPMENT

Manufacturer of
metal forming equipment,

spe paijisse|d

for commercial and
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residential construction use.

We use D2 tool steel as a standard.

Phone (330) 674-4003 Fax (330) 674-4035

people in the news

BY RURAL BUILDER STAFF

Wilcox Hardware, Richards-Wilcox Conveyor and Aurora
Office Products.

Dodd joins the organization from Business Interiors by
Staples where he held the position of sales director of Furniture
for the Midwest Region. His prior experience includes regional
sales manager for Brookside Architectural Veneers in Cranbury,
New Jersey; president andwwner of Executive Business Interiors
in West Dundee, Illinois; and vice-president of sales and opera-
tions for Valley Furniture in Bay City, Michigan.

VARCO PRUDEN BUILDINGS
NAMED ERIN COURTNEY AS PUB-
LIC RELATIONS COORDINATOR
IN THE COMPANY’'S MARKETING
DEPARTMENT. Courtney brings 10
years of experience in implement-
ing and executing communication
plans. In her new position, Courtney
is responsible for customer communi-
cations, product announcements and
media relations. Prior to joining Varco Pruden, Courtney
worked in corporate and agency environments.

Exceptional Quality and Value

Wick Buildings has been helping
Midwest farmers, families and
businesses by providing long-lasting,
low-maintenance buildings since 1954,
that’s over 60 years!

COURTNEY

Buildings with quality and value...
and no compromises. Join our team!

800-356-9682
WickBuildings.com

wWick.

Buildings'

Agriculture = Suburban = Equestrian = Commercial
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www.abcsupply.com At ABC Supply, you have a choice of top
brands and products. You'll work with a
trusted, knowledgeable distributor who
understands your company'’s service
needs and gives you a competitive edge
in a forever-changing market.

Look to ABC Supply for:

« Uniform service practices of one
company with over 450 locations

Your Competitive
Edge

METALCON

BOOTH # 800

« Choice of top brands, products,
tools and accessories

- Competitive pricing, electronic billing,
product bundling, and custom reporting

« Order accuracy, delivery coordination
and prompt communication

Experience the ABC Supply
difference for yourself

Partnering in your success for over 30 years 5@@

Roofing | Siding | Windows | Gutter | Tools | Accessories — mm— T

Supply Co. inc.
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MEET US AT METALCO

Cost-Effective
Daylighting Solutions
« High Light Transmission
« Economical & Lightweight
« Virtually Unbreakable
« Easily Fabricated on Site
« Anti-Condensate feature
on GRECA Square Wave
« Available in SoftLite -
100% Light Diffusion!
Eliminates Hot Spots,
Glare, and Shadows

AmerilLux

\\% Easy-to-Install"

Skyllgh'forS|deI|te ==
RS #321

arrowlineroofing.com
edcoproducts.com

CRS #364

BOOTH #426 |

PAC-CLAD
Metal Roofing

Most of our 38 standard
colors meet LEED,
ENERGY STAR and
cool roof certification
requirements.

- |
PAC-CLAD 50

PETERSEN ALUMINUM | §&

METALCON

BOOTH # 1230

1800 PACCLAD | PAC-CLAD.com
CRS #485

BUILDING FASTENERS

) 1-800-352-4864

CRS #429

OCTOBER 14-16
TAMPA, FL

business connections

ot clips?

g wegotclips.com
See us at
Booth #611

866.766.3254

Building
Products
Development

A LOGAN STAMPINGS COMPANY

RS# 466

Enjoy the
reliability of

100%

NORTH AMERICAN

SPECIAL'BOLTS PANVGRADE Up T0 3/4" X 6”

WE MAKE NUTS =earbon steel & 304-316 stainless steel

See us at Booth #1601 Q Q . g% % (@)}

WE OFFERICUST! __ | _READING
1 -800-263-3393

Ep= crviomn 1 ——]
WWW.| Ielandlnaaglﬂes com 7£-

RS #341

AV, A,

Strength in aII Seasons

Since 1951, Plyco has stood by you and by
their products. Plyco offers a complete line

of entry doors that surpass building codes and
customer expectations.

800.558.5895 www.plyco.com

METALECON
BOOTH # 1025

CRS #313

om® ®
Varitile
weather [p]roof

Varitile metal roofing products deliver sophisticated
appearance and superior performance at a
competitive price.

Perfect for residential and agricultural structures.

Matt Poole Visit us at

matt@varitile.com METALCON

Booth # 404
RS#363

www.varitile.com
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GET FREE PRODUCT INF

THE TAPE MEASURE
GOES DIGITAL

Like a traditional tape mea-
sure, €Tapel6’s metal blade is
available in U.S., metric, or U.S.
and metric markings, but the
eTapel6 also has a large, easy-to-
read digital readout that is accurate to 1/16 inch or 1 millimeter. A
simple push of a button allows one to read the measurement easily in
inches, feet, fractions and decimals, and converts to metric too.

eTapel6 has three built-in memories: “hold,” which retains a mea-
surement even after the blade has withdrawn into the case, and two
long-term memories that will retain readings after the tape shuts off
and until they are overwritten.

For specialized functions, like hanging a picture on a wall, the push
of a button automatically calculates the center point of a measurement.

Finally, the re-zero function lets you measure the distance from a
previously measured point without withdrawing the blade. This is ideal
for measuring intervals without having to re-anchor the end of the
blade for each measurement, for example, marking two-foot intervals
along a 10-foot board.

The CR2032 coin battery can last for up to 64 hours of continuous
use, but shuts down automatically after five minutes of non-use.

eTapel6 continues to evolve. Bluetooth connectivity is expected this
fall for the iOS operating system, followed shortly by an Android version.

» For more information circle 150.

SEE CARD BETWEEN

PAGES 26-27

SWEEP ACTION MATERIAL
BUCKET FROM WORKSAVER

Worksaver Inc. introduces the new Sweep
Action Material Bucket (SAMB) for cleaning
large properties and construction sites. The
patent pending design allows the SAMB to
collect demolition debris, brush or small rocks
with one tool, offering time and cost savings.
Two models are available, the SAMB-72 with
an overall width of 72 inches and the SAMB-
84 with an overall width of 84 inches.

The front grapple operates in a sweeping
action to pull debris or brush into the unit
for effortless site clean-up. The grapple design
retains the debris, allowing operators to han-
dle uneven size material without it falling out
of the bucket. Bolt-on side plates can be
removed to reveal cutouts to handle loads
of varying sizes.

» For more information circle 151.
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ACU-FORM DELUXE PERFORATOR

Paint Valley Parts introduces an all-new Acu-Form Deluxe
Perforator Double Pass roll former.

The Deluxe has profiled center dies to hold material and
makes a nice straight perforation. All the perforator dies are
designed with D2 steel for longer wear life, as well as the abil-
ity to sharpen if the need arises. The dual entry guides can be
adjusted to run flat strips for trim pieces.

This machine can be powered either by electric, hydraulics
or mechanically.

» For more information circle 152.



# DYNAMIC

METALCON

BOOTH # 718

(==

. FASTENER

U Everything for the Metal Builder and Roofer
TAL T AS

=515

E ELRERRARS

COLORGARD™

FREFE 132 Page Full Color Tool & Fastener Hand Guide provides prices,
engineering data & details product offering.

DYNAMIC FASTENER is specifically geared to handle the needs of the Metal Building Contractor. We provide in-house
custom color painting of screws and rivets with just a one or two day (days, NOT weeks) lead time. THOUSANDS of
power tools are stocked and sold at the lowest prices. Highest quality, top name brand fasteners are stocked and sold at
the lowest prices. Same day shipment on orders received by 4:00 p.m. CST. We are a supplier to the largest metal building
manufacturers.

We want to be YOUR source for screws, anchors, flashings, colorgard, safety equipment, hand tools, power tools and
accessories.

7 warehouses to serve your construction needs for tools and fasteners

(MAIN OFFICE)

Kansas City « Chicago * Houston « Las Vegas « Memphis « St. Louis * St. Paul

caLL 800-821-5448 or rax 800-844-1199

Call for your Free Full Color 132 Pg. Hand Guide. Better yet, call us for your next tool or fastener requirement. Discover
for yourself why your peers enjoy doing business with our company!
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SINCE 1951

BUILD
> TRONG

DOORS - WINDOWS - FASTENERS & CLOSURES
CUPOLAS - COMPONENTS - STALLS - INSULATION

Since 1951, Plyco has stood by you and by their products. Plyco offers a complete line of
products that surpass building codes and customer expectations. At Plyco, we've become the
leader by delivering the quality products you and your customers demand. Build Plyco Strong.

METALCON
BOOTH # 1025

PLYCO

800.558.5895 e Fax: 800.257.5926 ¢ www.plyco.com e Elkhart Lake, Wis. CORPORATION
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