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EDITOR’S NOTEEDITOR’S NOTE //
BY KATHLEEN RILEY

November is when a builder’s year starts talking back. The 
punch lists get shorter, the wind gets sharper, and every building 
you put up this season is about to face its first real test. This issue 
covers the parts of a building that get tested hardest: the open-
ings, the envelope, and what happens when things go wrong.

We start with the biggest hole in the wall. Our Big Door 
Retrofit feature follows what happens when an owner outgrows 
the door they built around. Headers have to be rethought, loads 
have to go somewhere, and the customer usually wants it done 
before the weather turns. The engineering is tricky, and the payoff 
can be huge.

Then we’re picking a fight we’ve picked before. Does R-Value 
Really Matter? returns, revisited, because the conversation hasn’t 
settled. Air leakage, thermal bridging, and installation quality all 
affect how a wall performs. If you’ve ever had a customer shop 
insulation by the label alone, this one is for you.

Our Fire-Rated Products roundup looks at the materials and 
assemblies that buy time when time matters most. Ag buildings 
full of hay, shops full of fuel and equipment, and structures with 
people inside all raise the stakes. Knowing your options makes 
you the builder with an answer when the question comes up.

On the lighter side of the envelope, Garage Door Trends 
shows where style is heading. Glass, color, hardware, and smart 
controls are turning the building’s most utilitarian panel into a 
design statement.

And finally, a Flashback worth the trip. We revisit the Miracle 
of Birth Center, where fairgoers crowd in to watch calves, lambs, 
and piglets take their first wobbly steps. For many kids, it’s the 
first time they’ve seen new life arrive. It’s a reminder that a frame 
building isn’t just a structure. Sometimes it’s where people see 
something they’ll remember for the rest of their lives.

Turn the page. There’s a lot here worth opening. FBN
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Industry Leading Quality         
Unrivaled Service

9x WINNER



6CONTENTS
	 Big Door Retrofit 

How To Cut In Without Cutting Corners 

	 Building For The Burn
Wildfire-Resistant Materials and Practices

	 Understanding R-Value
Do R-Values Really Matter

	 Garage Door Trends
The Latest in Garage Door Style

	 Why Pole Barns Settle
Mike Momb

	 Closing Sales
Randy Chaffee

	 Flashback
Miracle of Birth Center

	 Business Profile 
Plasti-Sleeve

Project of the Month 
Golden State Buildings

18

14

36
34
30
26
22
18
14
6

42



Frame Building News (ISSN 1079-0870) (Volume 38, Number 
5) is published fi ve times per year (January, April, June, August 
and November) by Shield Wall Media LLC, 150 Depot St., Iola, 
WI 54945. Periodical postage paid at Iola, WI, and at additional 
mailing offi  ces. Canadian Agreement Number: 40665675. 
POSTMASTER: Send address changes to Frame Building News, 
Cari Ullom, PO BOX 255, Iola, WI 54945. Copyright 2026 Shield 
Wall Media LLC. Frame Building News and its logo are registered 
trademarks. Other names and logos referred to or displayed in 
editorial or advertising content may be trademarked or copyright. 
Frame Building News assumes no responsibility for unsolicited 
materials sent to it. Publisher and advertisers are not liable for 
typographical errors that may appear in prices or descriptions in 
advertisements. Technical articles appearing in Frame Building 
News are reviewed for technical content by an advisory committee 
consisting of a select group of post-frame industry and related 
academic personnel. Opinions and/or recommendations included 
in columns by guest authors are solely those of the authors. 
Frame Building News, committee members, staff , consultants 
and contributing authors disclaim any responsibility or liability 
for contents or opinions expressed in any article contained in 
Frame Building News. Publication by Frame Building News in no 
way implies endorsement of contents. Mailed free to post-frame 
builders and their suppliers throughout North America. Others 
may subscribe: U.S. $21.98 for 1 yr, $39.98 for 2 yrs, $58.98 for 
throughout North America. Others may subscribe: U.S. $21.98 for 
1 yr, $39.98 for 2 yrs, $58.98 for 3 yrs; Canada, $29.98 1 yr, $56.98 
2 yrs, $84.98 3 yrs.

DEPARTMENTS

YOUR PRIVACY IS 
IMPORTANT TO US

Unrelated third parties often attempt 
to sell mailing lists for what they say 
are our publications. You can be 
assured that WE DO NOT, HAVE NOT, 
AND WILL NOT EVER SELL OUR 
SUBSCRIBER LISTS. We will also NOT 
sell the attendee or exhibitor lists from 
our shows. We do provide attendee 
lists to the exhibitors free of charge 
and as a courtesy for their support, but 
we NEVER provide this or any other 
information to independent vendors. 

Gary Reichert,
Publisher, Shield Wall Media

INDEX OF ADVERTISERS

Acu-Form  .......................................................... 41
American Garage Door Factory ........................ 41
ASC Machine Tools Inc ..................................... 39
ASCO USA, Inc. ................................................ 40
ASTA America by Janus International ................. 9
Aztec Washer Company .................................... 39
Balcan Innovations /rFOIL ................................. 16
Bay Insulation .................................................... 20
Busy Beaver ...................................................... 38
Central States Inc. ............................................. 38
Coil Spot / Wildcat / SpeedLap ......................... 39
Cold Spring Enterprises .................................... 38
Creekside Manufacturing LLC ........................... 39
Daystar Systems LLC ........................................ 41
DMI Direct Metals LLC ...................................... 40
Dutch Tech Inc................................................... 21
Dynamic Fastener ............................................. 13
E-Impact Marketing LLC ..............................23, 40
Everlast Roofing, Inc. ........................................ 39
Flack Hill Machine ............................................. 38
Formwright ......................................................... 39
Golden Rule Fasteners ................................17, 40
Hixwood ............................................................. 23
Kevmar Manufacturing....................................... 38
Lakeside Construction Fasteners ...................... 24
Marion Manufacturing ........................................ 40
Metal Rollforming Systems .................................. 3
MWI Components .............................................. 11
Planet Saver Industries / GreenPost ................. 40
Plasti-Sleeve ...................................................... 38
PowerLift Hydraulic Doors ................................... 7
Red Dot Products, LLC ..................................... 40
Royal Metal Works............................................. 38
Schweiss Doors ................................................. 38
SmartBuild Systems .......................................... 12
Starwood Rafters ............................................... 33
SteelGrip SAMM, Inc. ........................................ 40
StruxSure Plans ................................................. 20
United Steel Supply .....................................15, 39
White Construction Company ............................ 39
Wick Buildings ................................................... 24

Company                                   Page #

GO TO PAGE 25 TO 
SUBSCRIBE

TO MORE
FREE MAGAZINES

FOLLOW US AT:
framebuildingnews.com

CONTACT THE EDITOR AT:
kathleen@shieldwallmedia.com

www.postframebuildershow.com

BY SHIELD WALL MEDIA

Managing Editor :
Kathleen Riley
kathleen@shieldwallmedia.com
715-952-1644

Editorial Staff :
Karen Knapstein, Linda Schmid 

Circulation/Subscriptions:
Cari Ullom
cari@shieldwallmedia.com
715-952-1629

Publisher/CEO :
Gary Reichert
gary@shieldwallmedia.com

Director of Events:
Missy Beyer
missy@shieldwallmedia.com
715-350-6658
Fax: 1-715-227-8680

Executive/Advertising Assistant:
Kathy Budsberg
kathy@shieldwallmedia.com

Graphic Designers:
Tom Nelsen, Kevin Ulrich

FAX:
1-715-304-3604

42

22

ON THE COVER:
Hixwood Metals, LLC

Photo Courtesy Hixwood Metals LLC

    3  Editor’s Note
  33  New Products

mailto:kathleen@shieldwallmedia.com
mailto:cari@shieldwallmedia.com
mailto:gary@shieldwallmedia.com
mailto:missy@shieldwallmedia.com
mailto:kathy@shieldwallmedia.com
mailto:kathleen@shieldwallmedia.com
http://www.postframebuildershow.com
https://shieldwallmedia.com/#gsc.tab=0
https://framebuildingnews.com


6            FRAME BUILDING NEWS — NOVEMBER 2026  

Abuilding’s usefulness is o� en de� ned by what can 
— and can’t — � t through its largest opening. As 
farms add wider implements, ag retailers upgrade 
to taller sprayers, and shop owners bring in equip-
ment that won’t clear a standard overhead door, 

more building owners are looking at a door retro� t instead of 
a new building. Swapping an aging sliding or sectional door for 
a bi-fold or hydraulic li�  door is one of the more cost-e� ective 
ways to extend the working life of a post-frame structure, and it’s 
a project post-frame builders are � elding more o� en as existing 
buildings age into their second and third decades of service.

A door retro� t is rarely a simple swap-and-go job, though. 
Both bi-fold and hydraulic doors carry substantial wind and 
dead loads, and moving from a cable-drawn or sliding door to a 
li� -style door usually means rethinking the header, the end wall 
posts, and sometimes the foundation beneath them. Here’s what 
builders should know when a customer starts asking about a big 
door upgrade.

Why Owners Retrofi t Instead of Rebuilding
� e most common trigger for a retro� t is equipment that has 

outgrown the door. A shop built a decade ago for a single tractor 
may now need to clear a combine head, a � re truck, or an RV with 
roof-mounted air conditioning. Other owners are retro� tting 

because their existing sliding door has become di�  cult to operate, 
lets in wind-driven snow, or has worn out its track hardware a� er 
years of use. Still others want to add automation—moving from 
a manually cranked or hand-slid door to one that opens at the 
push of a button—without the cost of a full building replacement.

Because a retro� t works within an existing footprint, it can also 
be the more economical path when the rest of the building — 
roof, siding, slab — is still in good condition. � e door and its 
supporting structure become the focus of the project rather than 
the whole envelope.

Bi-Fold Doors: 
Bi-fold doors hinge in the middle, with the lower panel folding 

up and under the upper panel as the door li� s, so the door tucks 
nearly � at against the header rather than swinging out into the 
yard or sliding along the wall. � at folding action is typically 
driven by an electric winch and li� -strap system rather than 
hydraulics, which keeps ongoing maintenance straightforward 
once the door is set up correctly. Most builders don’t install 
these systems every day, though, so the winch strap routing, 
and balance adjustments may be new territory, and following 
the manufacturer’s installation instructions and calling on its 
technical support is the safest path.

Schweiss Doors, based in Hector, Minnesota, is one of the 

 By Frame Building News Staff

Bringing Bi-Fold and Hydraulic Lift Doors to Existing Post-Frame Buildings

Big Door Retrofi ts
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best-known manufacturers of bi-fold doors built around a lift-
strap system, offering both the strap-driven bi-fold design and 
a hydraulic one-piece door line for building owners who want 
a different opening motion. The company also offers a cable-
to-liftstrap conversion package for owners who want to keep 
an existing bi-fold frame while upgrading the lift mechanism, a 
useful middle-ground retrofit for a building that already has a bi-
fold opening but outdated hardware.

Bi-fold doors are commonly specified in retrofits because 
they offer headroom and clearance with a folding panel design  
and because many post-frame builders are already comfortable 
framing and flashing a bi-fold opening. That familiarity can 
translate into a more predictable installation timeline compared 
to a door style the crew hasn’t worked with before.

Hydraulic Lift Doors: 
Hydraulic doors, sometimes called one-piece or lift doors, 

open as a single solid panel that pivots outward and upward on 
hydraulic cylinders, rather than folding in the middle. Because 
the door doesn’t need a center hinge, the opening can present a 
cleaner, unbroken sightline when closed, and many owners like 
that hydraulic doors have fewer moving hinge points than bi-
folds.

PowerLift Door Consultants, based in Lake Benton, Minnesota, 
manufactures one-piece hydraulic doors and holds patents on 
door designs. Schweiss Doors also produces a hydraulic “one-
piece” door line alongside its lift-strap bi-fold doors. Both 
PowerLift Door Consultants and Schweiss Doors offer free-
standing header frame designs that let a hydraulic door carry its 
own structural load rather than transferring that force into the 
building’s existing posts and header. This detail matters a great 
deal in a retrofit, where the existing structure was likely never 
engineered for a door of the new size.

Because the hydraulic cylinders push against the door frame 
itself, hydraulic doors generally require a well-engineered 
header and door-post assembly that can resist both the door’s 
dead weight and the leverage of the cylinders at full extension. 
The bottom rollers of a bi-fold doors also push on the door or 
building frames, often with forces greater than a hydraulic door 
of equal size. In a retrofit, that often means engineering the door 
posts and header as a stand-alone unit rather than relying on the 
building’s original framing.

What Changes Structurally in a Retrofit
Whichever door style an owner chooses, a few structural 

questions come up on nearly every retrofit job:
• Header capacity: Can the existing header carry the new

door’s dead load and wind load, or does it need to be
replaced or supplemented with a free-standing frame?

• Door post foundation: Larger doors concentrate more
load onto fewer posts. Existing post embedment or
footings may need evaluation or upgrades.

• Wall opening size: Enlarging an opening means removing
and re-engineering wall girts, and may affect nearby
trusses or purlins.

• Power and controls: Hydraulic doors and electric bi-fold
lift-strap systems both need dedicated electrical circuits,
and owners increasingly want wireless or app-based
controls added during the retrofit.

• Insulation and sealing: Older buildings being upgraded
for climate-controlled use often pair a door retrofit with
insulated door panels and better perimeter sealing than
the original door offered.

Because of these structural questions, most manufacturers 
and experienced post-frame builders recommend an on-site 
evaluation before quoting a retrofit, rather than assuming 
the existing header and posts can carry a new door without 
modification.

Matching the Door to the Building
There’s no single right answer between a bi-fold and a hydraulic 

lift door—the choice usually comes down to opening size, wind 
exposure, budget, and how the owner plans to use the building. 
Both doors remain a strong fit for many agricultural and general-
purpose shops, particularly where a crew is already comfortable 

SOURCES & RESOURCES
• PowerLift Door Consultants — www.powerliftdoors.com. Lake

Benton, Minnesota, with locally owned and operated fabrication 
locations across the country. Manufacturer of one-piece hydrau-
lic doors for aviation, agricultural, commercial, and architectural 
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• National Frame Building Association (NFBA) — www.nfba.org.
The primary trade association for the post-frame construction 
industry. Publishes the Post-Frame Building Design Manual and 
other technical resources, hosts the annual Frame Building Expo, 
and offers a builder certification program.

• University of Missouri Extension — extension.missouri.edu.
Offers the “Basic Principles for Post-Frame Construction” self-
study course and, in partnership with NFBA, administers the NFBA 
Post-Frame Certification Program exams.

• American Society of Agricultural and Biological Engineers
(ASABE) — www.asabe.org. Publishes the engineering practices 
most directly referenced in post-frame design, including EP486 
(Shallow Post and Pier Foundation Design), EP484 (Diaphragm 
Design of Metal-Clad, Post-Frame Rectangular Buildings), and 
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• University of Minnesota Extension — extension.umn.edu. Pro-
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• Land-grant university extension programs generally — exten-
sion.org. Many state land-grant universities maintain extension 
offices that field questions on farm building design, wind loading, 
and post-frame construction practices specific to their region and 
climate.

http://www.powerliftdoors.com
http://www.schweissdoors.com
http://www.nfba.org
http://www.asabe.org


COMPETITIVE WITHOUT
COMPROMISING QUALITY

For more information on ASTA AMERICA
scan or call 770-974-2600.

ASTA America  delivers trusted performance in commercial and rolling doors. Now, our Mt. Airy facility 

expands that legacy with durable, easy-to-install carport and shed components—manufactured and 

stocked on-site for faster turnaround. From doors and galvanized steel tubing to panels, trim and 

hardware, ASTA provides the quality, value, and reliability you need—without compromise.

BUILT FOR THE REAL WORLD—PRICED FOR IT, TOO.

ASTAAMERICA.COM



10            FRAME BUILDING NEWS — NOVEMBER 2026  

with the bi-fold or hydraulic systems and where the building’s 
existing header can be reused or modestly reinforced. Hydraulic 
doors tend to get a closer look in aviation hangars, larger 
commercial shops, and buildings where owners want the cleanest 
possible sightline.

For builders fielding these projects, the retrofit conversation is 
as much about structural engineering as it is about door selection. 
Bringing in the door manufacturer’s engineering team early — 
before demolition of the old door and opening begins — gives the 
builder accurate header and post specifications and helps avoid 
surprises once the old door comes down and the new opening 
is exposed.

Retrofit by Building Type
The reasons for a big door retrofit — and the door style that 

makes the most sense — tend to track closely with how the 
building is used.

Agricultural buildings are the most common retrofit 
candidates. Farm equipment has grown steadily wider and taller 
over the past two decades, and a shop or machine shed built for 
a mid-size tractor often can’t clear today’s planters, combines, or 
sprayers with their booms folded. Because agricultural retrofits 
often happen between seasons on a tight schedule, bi-fold doors 
with lift-strap systems remain popular.

Aviation hangars present a different set of priorities. Wind 
loading is a bigger concern given how exposed most hangar 
sites are, and owners are often willing to invest more in a door 
that opens cleanly with minimal obstruction to wingspan and 
tail height. Hydraulic one-piece doors are often the choice for 
hangar retrofits, partly because the single-panel opening avoids 
the center hinge line of a bi-fold and gives pilots a completely 
unobstructed sightline when the door is open.

Commercial and light-industrial buildings — repair shops, fire 
stations, equipment dealerships — split fairly evenly between bi-
fold and hydraulic doors, with the decision usually coming down 
to how frequently the door will cycle in a day, how much the 
owner values a fast open/close cycle, and whether the building’s 
architecture calls for a particular look. High-cycle applications, 
where a door opens and closes dozens of times daily, put more 
wear on lift-strap and hinge components, and some owners 
choose hydraulic cylinders specifically because they tend to hold 
up well under frequent cycling.

Sizing, Engineering, and the Retrofit Design Process
A well-run door retrofit typically follows a similar sequence 

regardless of door style. It starts with a site visit to measure the 
existing opening, verify post spacing and header dimensions, and 
assess the condition of the framing that will carry the new door. 
From there, the manufacturer’s engineering team—or a structural 
engineer working from the manufacturer’s specifications—sizes 
the header, posts, and any bracing needed to handle the new 
door’s dead load and the site’s local wind design criteria.

This engineering step is where retrofits differ most from new 
construction. On a new building, the door opening is designed 
into the structure from the start, so posts, header, and footings 

are sized together. In a retrofit, the builder often works around 
an existing slab, existing sidewall framing, and sometimes 
existing roof trusses that were never intended to carry the loads 
of a much larger opening. That’s part of why free-standing header 
frame designs have become more common in the industry: a 
door system engineered to support its own dead and wind loads 
independent of the surrounding structure reduces the amount of 
retrofitting required elsewhere in the building, since the load path 
doesn’t need to run back through the existing posts and trusses.

Local wind speed and exposure category matter more on large 
doors than on almost any other component of a post-frame 
building, simply because of the surface area involved. A 20-
foot by 16-foot door presents a large sail to wind loading, and 
the engineering behind the header and posts needs to reflect the 
actual site conditions rather than a generic assumption. Builders 
working on a retrofit in a high-wind region should expect the 
engineering process to account for this with larger posts, deeper 
footings, or additional bracing than the same-size door in a more 
sheltered location.

Automation, Controls, and Insulation
Many door retrofits are driven as much by a desire for 

automation as by opening size. Older sliding and hand-cranked 
doors require an operator to physically move the door, which can 
be a real limitation for a one-person shop or a building that opens 
and closes multiple times a day. Both bi-fold and hydraulic doors 
are commonly paired with electric or hydraulic power units that 
open and close the door at the push of a button, and remote and 
wireless controls — including smartphone-app-based systems — 
have become a standard option rather than a specialty add-on.

Insulation is another frequent companion upgrade. A retrofit 
is a natural point to move from an uninsulated door panel to one 
built with rigid foam core or insulated steel panels, particularly 
for buildings being converted to heated shop space or climate-
controlled storage. Because the door is typically the largest single 
opening in a building’s envelope, upgrading its insulation value 
can meaningfully change the building’s overall heating and 
cooling performance, and it’s worth evaluating alongside wall 
and ceiling insulation upgrades if the retrofit is part of a broader 
renovation.

Perimeter sealing is worth the same attention. Wind-driven 
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rain and snow infiltration around an aging sliding door is one 
of the more common complaints that pushes an owner toward 
a retrofit in the first place, and both bi-fold and hydraulic door 
manufacturers offer weatherstripping and seal packages designed 
to close the gap between the door panel and the framed opening 
more effectively than older hardware typically did.

Installation Timeline and Working Around an Active Building
Because most retrofits happen on buildings that are still 

in use, scheduling is often as important as the engineering. 
Manufacturers and builders typically coordinate a delivery and 
installation window that minimizes the time the building is 
without a functioning door — critical for a working farm shop, an 
active fire station, or a commercial garage that can’t simply shut 
down for a week. Pre-engineering the header and door frame off-
site, so that on-site work is limited to structural modification and 
door installation rather than custom fabrication in the field, helps 
keep that window as short as possible.

Weather is a practical constraint too. Removing an existing 
door exposes the opening until the new door and any header 
work are complete, so retrofit projects in northern climates are 
frequently scheduled for late spring through early fall. Owners 
planning a retrofit for a building they rely on through the winter 
should build in extra lead time to order and engineer well before 
the door needs to come out.

Budgeting for a Retrofit
Cost on a big door retrofit is driven less by the door panel 

itself and more by the structural work required to support it. A 
straightforward swap into an opening that’s already framed for 
a similar-size door — replacing an old bi-fold with a new one, 
for example — is generally the least expensive path. Enlarging 
the opening, adding a free-standing header frame, or upgrading 
foundations for larger door posts all add cost. Still, they’re often 
what make the retrofit worthwhile if the goal is to accommodate 
equipment that wouldn’t fit through the original opening at all.

Owners evaluating a retrofit should expect a quote to separate 
door and hardware costs from structural and installation costs, 
since the two vary independently: a modestly priced door on 
a heavily reinforced opening can end up costing more overall 
than a premium door installed into a straightforward, already-
adequate opening. Quotes that break out both halves make it 
easier to compare options across manufacturers and understand 
where the project’s money is actually going. FBN
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With increasing wildfire risk and stricter codes, 
post-frame builders face more inquiries about 
fire-rated materials. Examining fire-retardant-
treated wood, recent testing data, and new 
ember-protection products highlights the im-

portance of these details.
Fire performance is now a central topic in post-frame 

construction. Builders in wildland-urban interface areas are 
receiving more questions from clients and code officials about 
fire-retardant-treated wood (FRTW), while homeowners in fire-
prone regions are seeking information on supplemental products 
for ember intrusion. Both issues require careful attention, as 
important details can be easily overlooked.

Fire-Retardant-Treated Wood: What the Code Actually 
Requires

The International Building Code (IBC) addresses structural fire-
retardant-treated wood in Section 2303.2, which defines FRTW 
as wood “impregnated with chemicals by a pressure process or 
other means.” The code is explicit that surface treatments don’t 
qualify: “The use of paints, coatings, stains or other surface 
treatments are not an approved method of protection as required 
in this section.”

The distinction between pressure-impregnated and surface-
applied treatments is central to a testing program commissioned 
by the Western Wood Preservers Institute (WWPI), with support 
from the Southern Forest Products Association (SFPA), and 

released in December 2025. WWPI represents preserved-wood 
treaters and preservative manufacturers in western North 
America and has provided technical support to the industry for 
over 75 years.

n By Frame Building News Staff

Why Not All Protection Is Equal

Fire-Rated Products
in Post-Frame Construction

SOURCES & RESOURCES 

•	Western Wood Preservers Institute (WWPI), “Fire tests 
confirm not all fire-retardant treatments are equal,” 
December 16, 2025. https://fireretardantwood.org/
blog/fire-tests-confirm-not-all-fire-retardant-formulas-are-
equal/

•	FireResistantWood.org — WWPI’s fire-retardant-treated 
wood resource site, including a sources list and 
technical library.

•	PreservedWood.org — WWPI’s overview of fire-
retardant-treated wood uses and specifications.

•	International Building Code, Section 2303.2 (Fire-
retardant-treated wood).

•	ASTM E2768-11 (reapproved 2018), Standard Test 
Method for Extended Duration Surface Burning 
Characteristics of Building Materials (30-Minute Tunnel 
Test).

•	safe soss® — manufacturer site for the Universal 
Ember Guard Carbon Filter and related wildfire defense 
products. https://safesoss.com/

•	Firestable Insulation Company - https://firestable.com
•	Dynamic Fire Protection - https://dynamicfireprotection.

net
•	Global Fireproof Solutions, Inc. - https://globalfire.us

https://fireretardantwood.org/
https://safesoss.com/
https://firestable.com
https://dynamicfireprotection
https://globalfire.us
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The Testing: Not All Fire-Retardant Treatments Are Equal
The WWPI/SFPA program tested lumber and plywood treated 

with six fire-retardant formulations: three pressure-applied 
and three non-pressure-applied. Testing was conducted at an 
independent laboratory using ASTM E2768-11 (reapproved 
2018), the protocol specified in Section 2303.2 for structural 
FRTW. In this test, a Steiner Tunnel exposes samples to direct 
flame for 30 minutes. To pass, the flame front must not progress 
beyond the 10.5-foot mark at any time.

The results were clear. All 10 pressure-treated FRTW samples 
met the standard. Of the 21 non-pressure-applied samples, 19 
failed to reach 30 minutes without the flame front passing 10.5 
feet. Two non-pressure-applied samples lasted the full duration. 
However, WWPI notes that the substrate, Select Structural 
Douglas fir, may have influenced results. An untreated sample 
of this substrate lasted 27.3 minutes, over 90 percent of the test 
window, before failing.

Because fire-retardant-treated wood is used in high-occupancy 
structures such as multi-story apartments, it is critical to avoid 
potentially ineffective products based on questionable marketing 
claims.

WWPI’s findings highlight a marketing trend: non-pressure-
applied fire-retardant products are sometimes promoted as “code-
compliant,” “Class A rated,” or “ASTM E84 tested.” However, 
these claims alone do not qualify a product as FRTW under IBC 

Chapter 23. ASTM E84 is a 10-minute flame-exposure test for 
interior finishes under Chapter 8 of the IBC, which is a shorter 
and different test than the 30-minute ASTM E2768 protocol 
required for structural FRTW. A product may have an E84 or 
Class A rating and still not meet the structural fire-retardant 
requirements.

For post-frame builders, the key takeaway is clear: when a 
project requires FRTW, whether by code, insurance, or owner 
request, confirm that the product was pressure-treated and 
tested to ASTM E2768, not just labeled as fire-rated. WWPI’s 
FireResistantWood.org provides a list of pressure-treated FRTW 
sources and a summary distinguishing code-compliant FRTW 
from other products.

A Different Layer: Ember Protection at the Vent
Fire-retardant-treated wood protects structural members 

from direct flame contact. However, it does not address another 
common ignition source in wildfire-prone areas: wind-borne 
embers entering through attic, gable, soffit, or foundation vents. 
The Insurance Institute for Business & Home Safety has identified 
ember intrusion through vents as a leading cause of structure 
ignition during wildfires, regardless of whether the building’s 
framing is fire-retardant-treated.

The Universal Ember Guard Carbon Filter from safe soss® 
addresses this vulnerability as part of a three-step “Block, Seal, 

®



WWW.FRAMEBUILDINGNEWS.COM            17

Defend” system developed by Nicholai 
Allen, a Southern California wildland 
firefighter. This self-extinguishing, 
phosphate-infused activated-carbon filter 
installs behind existing code-approved 
vents and metal mesh screening without 
requiring vent replacement. It is designed 
to reduce ember intrusion and smoke 
infiltration while maintaining normal 
ventilation. The product is sold with 
a heat-resistant ember guard tape for 
temporarily sealing small gaps and a hose-
applied wildfire risk-reduction spray, and 
is available through Lowe’s.

Help block wind-borne embers and 
smoke from getting into your vents. 
Embers are the leading cause of home loss 
during wildfire.

— safe soss® product messaging
It is important to clarify the product’s 

intended use. The Ember Guard Carbon 
Filter is marketed as a supplemental, 
retrofit defense for existing structures, 
not as a code-compliant material or a 
substitute for pressure-treated FRTW 

where required by code, insurers, or 
jurisdictions. Its installation guidance 
specifies placement behind existing vents, 
not as a replacement building material. 
For post-frame builders working on 
agricultural, commercial, or residential 
structures in fire-prone areas, this product 
is a useful option when clients seek 
additional protection beyond framing 
and cladding. However, it should be 
considered as an ember defense layer, 
alongside defensible space and vegetation 
management, not as a replacement for a 
structural fire rating.

What This Means on the Jobsite
•	 Confirm pressure treatment, not just 

a fire-related claim. Ask suppliers if 
FRTW was pressure-impregnated and 
tested to ASTM E2768, as required 
by Section 2303.2, rather than relying 
on “Class A” or “ASTM E84 tested” 
language for structural applications.

•	 Understand the difference between 
interior and structural requirements. 

ASTM E84’s 10-minute test applies 
to interior finish materials under IBC 
Chapter 8. It is not equivalent to the 
30-minute ASTM E2768 test required 
for structural FRTW.

•	 Use ember-entry products as 
supplements, not substitutes. Vent-
mounted ember filters and similar 
retrofit products provide additional 
protection against ignition pathways 
that FRTW does not address, but they 
do not meet structural fire-retardant 
requirements.

•	 When in doubt, go to the source. 
WWPI’s FireResistantWood.
org publishes a source list. When 
uncertain, consult the source. WWPI’s 
FireResistantWood.org provides a list 
of pressure-treated FRTW suppliers 
and technical documentation for 
direct reference by builders and clients. 
Builders who can speak to all three, 
with the testing data to back it up, are in 
a stronger position with code officials, 
insurers, and clients alike.  FBN

®
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Ask a post-frame or metal-frame builder whether 
R-values matter, and the honest answer is yes—but 
not in isolation. High energy costs and increasingly 
strict building codes have made insulation perfor-
mance a routine part of the bid conversation. Un-

derstanding what an R-value actually measures, and where it falls 
short, helps builders answer client questions accurately and stay 
on the right side of code officials.

R-Value vs. U-Factor: Two Different Measurements
R-values measure an individual insulation product’s resistance 

to heat flow. U-factors measure something broader: overall heat 
transfer through an entire building assembly—a wall, roof, or 
floor system—including framing, windows, doors, and other 
components that aren’t insulation at all. David Tomchak, Director 
of Marketing & Technical Services for Bay Insulation Systems, 
put it this way: “R-value relates to specific insulation products 

while U-factor relates to insulation assemblies.”
R-values are the number most builders and customers recognize, 

partly because higher is intuitively better. That wasn’t always the 
industry standard. According to GreenBuildingAdvisor’s article 
“Understanding R-Value,” the insulation industry relied on 
U-factors until Everett Shuman, director of Penn State’s Building 
Research Institute, proposed the R-value — the mathematical 
inverse of U-factor — because a rising number was easier to 
market than a falling one.

Why This Matters More in Frame Construction
Post-frame and metal-frame buildings have a structural 

advantage that shows up as a thermal disadvantage: repeating 
framing members. Every wood post, girt, or steel stud that 
interrupts a run of insulation creates a thermal bridge — a path 
of lower-resistance material that conducts heat between interior 
and exterior faster than the insulation around it. Air infiltration 

n By Frame Building News Staff

What Frame Builders Need to Know

Do R-Values 
Really Matter? 

Editor’s Note: This article draws on original reporting first published in the February 2025 issue 
of Rural Builder magazine, adapted here for Frame Building News readers.
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through gaps at penetrations, service openings, and door and 
window rough openings does the same thing, but through a 
different mechanism. Because R-value only rates the insulation 
product itself, a wall system can be built with high-R material and 
still underperform if you don’t address thermal bridging and air 
sealing. That’s the gap U-factor calculations are meant to close, 
and it’s why an insulation package that looks good on a spec sheet 
doesn’t always translate into the assembly performance a building 
actually needs.

Climate Zones, Codes, and Which Standard Applies
The International Residential Code (IRC) and International 

Energy Conservation Code (IECC) both reference the same 
map, which divides the U.S. into eight climate zones. Each 
zone carries its own minimum R-value requirements: colder 
zones require more insulation, and warmer zones require less. 
ASHRAE — the American Society of Heating, Refrigerating, 
and Air-Conditioning Engineers — publishes a separate energy 
standard, ASHRAE 90.1, that some state and local jurisdictions 
adopt instead of, or alongside, the IECC.

“Typically, to determine what insulation is required, the factors 
you need to consider are climate zone and what the local and/
or state municipalities have adopted as code, including the year,” 
Tomchak said. “Both ASHRAE 90.1 and the IECC publish a new 
standard every three years. However, they don’t do it concurrently 
or communicate directly with each other. They are two different 
bodies. Therefore, it is important to understand what may have 
changed from IECC 2012 to IECC 2015 to IECC 2018 to IECC 
2021 to IECC 2024; or from ASHRAE 90.1-2013 to ASHRAE 
90.1-2016 to ASHRAE 90.1-2019 to ASHRAE 90.1-2022, etc.”

Required R-values also vary by which part of the building 
envelope you’re insulating. A floor assembly in Climate Zone 1 
might need only R-13, while the same floor in Zone 7 or 8 might 
need R-38.

Mass vs. Reflective Insulation
Insulation generally falls into two categories: mass and 

reflective. Mass insulation, such as fiberglass batting, reduces heat 

transfer mainly through conduction and convection. Reflective 
insulation works differently. David Yarbrough of R&D Services, 
Inc., a consultant to the Reflective Insulation Manufacturers 
Association International (RIMA-I), explained that reflective 
products “have thermal resistance (R-values) like all insulation 
products used in buildings.” Still, their performance depends on 

RESOURCES 

•	 David Tomchak, Director of Marketing, Bay Insulation 

Systems — https://www.bayinsulation.com

•	 David Yarbrough, R&D Services, Inc., consultant to 

the Reflective Insulation Manufacturers Association 

International (RIMA-I) — https://rdservices.com

•	 Reflective Insulation Manufacturers Association 

International (RIMA-I) — https://rimainternational.org

•	 International Code Council — International Energy 
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•	 ASHRAE (American Society of Heating, Refrigerating and 

Air-Conditioning Engineers) — https://www.ashrae.org
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•	 Central States Manufacturing — https://centralstatesco.com

•	 Everlast Roofing, Inc. — https://everlastroofing.com

•	 Direct Metals, Inc. — https://directmetalsinc.com
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registration/
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“a significant reduction in heat transfer by thermal radiation” 
rather than conduction — achieved through low-emittance, 
high-reflectance surfaces installed to form enclosed reflective air 
spaces.

Installation method matters as much as material choice. Spray 
foam is applied as a liquid and must reach a consistent thickness 
to meet its rated R-value. Fiberglass batts are manufactured to 
a consistent thickness but are soft enough to compress, which 
lowers effective R-value on the job site. Both are vulnerable to 
gaps that can pull an installed assembly below code minimums 
even when the product itself is correctly specified.

Documentation Builders Should Keep
Reputable insulation suppliers carry third-party certification 

of R-value, such as Home Innovation Research Labs’ certification 
mark for fiberglass products. The IECC also spells out what to 
document on the job site. Under Section C303.1.1, insulation 
must carry a manufacturer’s R-value identification mark, or 
the installer must certify the type, manufacturer, and R-value 
installed in each building element. For blown-in or sprayed 
fiberglass and cellulose, that certification must list initial and 

settled thickness, settled R-value, installed density, coverage 
area, and bags installed. For spray polyurethane foam, it must 
list installed thickness and R-value. The installer signs, dates, and 
posts the certification on site.

The Bottom Line
R-values matter — they’re the baseline number that codes, 

suppliers, and customers all reference. But an R-value only 
describes a single material, not the wall, roof, or floor assembly 
it ends up in. For frame builders, thermal bridging through 
repeating structural members and air leakage at penetrations are 
the details that decide whether an insulation package performs 
the way its rating suggests. Tomchak put the larger point plainly: 
“Just because new energy codes are established, it doesn’t 
automatically mean that they must be followed. It is the local and 
state jurisdictions that decide what to adopt, whether it is a code 
or standard, and the applicable date of that code or standard.” 
Builders who track both the number and the assembly it lives in 
stay compliant, competitive, and able to answer for the building’s 
performance after the crew has left the site. FBN
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n By Frame Building News Staff

Garage Door Trends
What Builders Need to Know

The overhead door is now a major cost and design 
consideration for post-frame, metal, and residential-
accessory projects. Overhead doors are being con-
sidered earlier in the design process to help builders 
avoid costly changes, challenges and scheduling de-

lays. With rising material costs, steel tariffs, and customers ar-
riving with specific color and R-value preferences, the following 
outlines the market outlook for 2027.

A Market Growing Despite a Soft Housing Backdrop
U.S. garage door manufacturing has faced challenges over the 

past five years. According to IBISWorld, higher interest rates and 
slower housing starts have kept revenue nearly flat, declining 
at about 0.8% annually, with a modest rebound to $6.5 billion 
expected in 2026. Manufacturers have responded by focusing on 
repair and replacement, where most design-trend spending now 
occurs. Globally, the market is stronger: research estimates the 
worldwide garage and overhead door market at $19–24 billion, 
with commercial overhead doors projected to grow from $3.6 
billion in 2026 to $4.9 billion by 2030, driven by warehouse, 
logistics, and automation demand.

Steel Costs and Tariffs Are Back in the Conversation
Most garage doors continue to use steel skins, and tariff policy 

remains a key factor in production and pricing. Trade researchers 
note that recent U.S. tariffs and trade tensions have increased 
domestic steel and aluminum prices while reducing import 
competition. This benefits domestic mills but creates cost pressures 
for manufacturers and builders quoting projects in advance. The 
Door and Access Systems Manufacturers Association (DASMA) 
has monitored these trends through previous tariff cycles and 
remains an important resource as manufacturers typically pass 
steel cost increases to dealers and installers.

Matte Black, Charcoal, and Faux Wood Lead the Style 
Trends

Matte black, dark charcoal, and faux-wood finishes are currently 
the most requested styles for modern homes. Dealer-focused 
trend reports consistently highlight the following style categories:
  • Full-view glass and aluminum — slim aluminum frames 
paired with large clear or frosted glass panels for a bright, 
contemporary look.
  • Flush-panel and linear steel — smooth, minimalist flat panels 
suited to mid-century and modern properties.
  • Modern carriage house — the traditional barn-style 
silhouette updated with black or minimal hardware for a hybrid 
classic look.
  • Vertical slats — vertical lines that add geometry and height to 
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contemporary architecture.

Regarding color and finish, the same sources identify a 
consistent group of leading options:
  • Matte black and charcoal — high-contrast dark tones replacing 
the traditional plain-white door.
  • Warm wood-grains — deep walnut, espresso, and composite 
faux-wood overlays that provide organic warmth without the 
maintenance of real wood.
  • Iron ore and warm grays — softer than pure black, and versatile 
enough to pair with blond woods, warm whites, and brick.

On the functional side, three upgrades are consistently 
highlighted in dealer and manufacturer trend reports:
  • Slim windows — narrow, horizontal windows placed high or 
stacked vertically, favored over large traditional window grids.
  • High insulation (R-value) — thicker, multi-layer insulation 
as more homeowners convert garages into gyms, offices, or 
workshops.
 • Smart integration — built-in Wi-Fi connectivity and 
smartphone apps for remote monitoring and voice control.

For builders, the key consideration remains consistent across 
styles: dark colors, faux-wood finishes, and glass usually involve 
higher costs and longer lead times than standard steel doors. It is 

important to communicate these factors during the estimating 
stage rather than after an order is placed.

Insulation Is No Longer an Upsell
Polyurethane-injected panels are replacing polystyrene cores, 

SOURCES & RESOURCES 

• American Garage Door Factory — americangaragedoorfac-
tory.com. Manufacturer of premium and custom garage doors, 
including its Lexington custom door series and related hardware 
lines.

• Kevmar Manufacturing — kevmar.net. Garage door hardware 
and component supplier; carried as a brand line by regional over-
head door dealers.

• Integrity Overhead Door — integrityoverhead.com. Overhead 
door dealer and installer based in Lagrange, Indiana, serving 
Northeast Indiana and Southwest Michigan.

• C.H.I. Overhead Doors — chiohd.com. Arthur, Illinois-based 
manufacturer of residential and commercial sectional and rolling 
steel doors.

• Overhead Door Corporation (Overhead Door and Wayne Dalton 
brands) — overheaddoor.com. Lewisville, Texas-based manufac-
turer of residential, commercial, and industrial doors and openers.
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offering both structural rigidity and improved R-value. 
This combination is increasingly important as post-frame 
buildings are used as workshops, gyms, or living spaces. 
Builders should anticipate that customers in 2026 and 2027 
will request specific R-values and expect clear information on 
whether a door’s foam is laid in or injected under pressure.

Smart Openers Are the Default, Not the Upsell
Wi-Fi-connected openers with smartphone control, 

remote diagnostics, and battery backup are now standard 
for residential and light-commercial projects. In commercial 
settings, these features enable automated scheduling and 
traffic monitoring to reduce energy loss from doors remaining 
open unnecessarily. Builders can highlight these benefits 
when customers consider basic and connected openers.

The Takeaway for Builders
As 2027 approaches, customer expectations for features 

such as insulation, finish options, and smart openers are 
increasing, while material costs remain volatile due to tariffs 
and steel pricing. Builders who address both customer 
demands and cost fluctuations, and who allow for schedule 
flexibility in their quotes, will be better positioned to avoid 
challenges on long-term projects. FBN

MARKET DATA & DESIGN-TREND SOURCES 

“Garage Door Manufacturing in the US” — IBISWorld, June 2026. In-
dustry revenue trends, tariff and material-cost pressure, and the shift 
toward repair/renovation demand.

“Garage and Overhead Doors Global Market Report” — The Busi-
ness Research Company. Global market sizing, plus specific analysis 
of tariff and trade-policy impact on steel, aluminum, and door com-
ponents.

“Commercial Overhead Doors Global Market Report 2026” — GII Re-
search. Commercial-segment sizing and growth drivers through 2030.

Door and Access Systems Manufacturers Association (DASMA) — 
dasma.com. The door and access systems industry’s trade associa-
tion; publishes Door & Access Systems magazine and tracks tariff and 
steel-cost impacts on manufacturers.

“Modern Garage Door: 8 Design Trends & Top Styles 2026” — Apple 
Door and Cheney Door Co. Style, material, and pricing roundups be-
hind the full-view glass, flush-panel, and vertical-slat trend data above.

“Top 5 Garage Door Trends You Can’t Miss” — Newman Windows 
and Doors, Stay Glassy Ep. 5. Dealer-perspective video and transcript 
covering insulation R-values, smart openers, and finish trends.

“New Garage Door Styles” — Garaga and Action Overhead Garage 
Door. Manufacturer and dealer trend pages covering iron ore and 
warm-gray color trends, wood-tone finishes, and slim window styles.

“Top Garage Door Trends for 2026: What Homeowners Are Choos-
ing Now” — Sears Garage Doors. Consumer-side color, material, and 
glass-panel trend coverage.
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THE POLE BARN GURUTHE POLE BARN GURU //
BY MIKE MOMB

A pole barn’s structural integrity depends heavily on 
its foundation. When posts settle, an entire building 
can shift or lean. This movement often indicates 
that the soil’s load-bearing capacity beneath the 
structure has been compromised or was never 

properly prepared, leading to uneven weight distribution causing 
frame distortion over time.

Pole barns are often built using agricultural exemptions 
to building code requirements, or in areas that don’t require 
structural plan reviews or inspections. Fully engineered post-
frame buildings, conversely, involve highly trained design 
professionals who follow sound engineering practices to prevent 
columns from settling.

How can one tell if pole barn posts are sinking?
When a pole barn structure begins to settle, signs are often 

subtle at first, appearing as small, manageable issues. However, 
these can escalate if left unaddressed. A noticeable slope at 
doorway thresholds or doors suddenly requiring a shoulder 
check to close suggests the frame itself is twisting due to uneven 
support. Exterior splash plank gaps are particularly telling, as 
they often reveal independent movement between building and 
surrounding grade.

You can confirm active settlement by marking cracks and 
monitoring them over time to see whether movement is ongoing. 

Visual indicator checks include walking the perimeter after rain 
to see whether steel siding is separating from the splash plank, a 
major red flag for foundation failure.

Every pole barn project starts with dirt. To achieve a quality 
outcome, it takes a quality beginning. It’s hard to believe, but 
there is a lot of “stuff ” to cover about dirt.

Building site preparation begins with proper drainage. Plan to 
keep the building grade higher than the surrounding site. On an 
ideal site, water drains naturally away from the building. Since 
few sites are ideal, grade work is often required to keep surface 
water away from the building. Keeping the finished building floor 
higher than the surrounding site reduces the chance of flooding 
during heavy rainfall or rapid snowmelt.

In floodplains, consult your building department first to 
determine their requirements. A typical recommendation is to 
set the finished floor level higher than the flood level. This may 
require importing fill to raise grade. You can hire a surveyor to 
determine these heights accurately. In some cases, vents may 
be installed below flood level to equalize interior and exterior 
pressures,

Many sites can be graded with a skid steer (a.k.a. Bobcat) or 
backhoe. Some cases require heavy equipment to properly grade 
the site so water drains away from the building.

At a minimum, site preparation includes removing all sod 
and vegetation. For ideal site preparation, remove topsoil and 

Why Do Pole Barn Posts Settle?
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stockpile for later use in finish grading. In frost-prone areas, 
remove any clays or silty soil from within the future building 
“footprint”. Replace subsoil removed around the building with 
granulated fill to help drain subsurface water from the building. 
Distribute all fill, free of large debris (no pit run), uniformly 
around the site in layers no deeper than six inches.

Compact each layer to a minimum of 90% Modified Proctor 
Density before adding the next layer. A soil (geotechnical) 
engineer can be engaged to perform this test and verify that 
compaction is adequate. Usually, adequate compaction takes 
more than driving over fill with a dump truck or earth moving 
equipment. When any building portion sits on fill, rest columns, 
as well as any concrete encasement, on or in undisturbed soil. 
In many cases, building inspectors will require engineering 
to confirm compaction adequacy on filled sites. Geotechnical 
engineers can be expensive; however, they are even more costly 
when called in to do analysis “after the fact”.

Soil compaction is defined as the mechanical process of 
increasing soil density. If performed improperly, soil settlement 
can occur, leading to unnecessary maintenance costs or structural 
failure.

So, what is soil actually? Soil is formed in place or deposited by 
various forces of nature – such as glaciers, wind, lakes, and rivers 
– residually or organically. Key factors in soil compaction are soil 
type, soil moisture content, and the compaction effort required.

There are five principal reasons to compact soil: 
1.	 Increase load-bearing capacity, 
2.	 Prevent soil settlement and frost damage, 
3.	 Provide stability, 
4.	 Reduce water seepage, and 
5.	 Reduce swelling and contraction.

Soil can be compacted by vibration, impact, kneading, or 
pressure. These compaction efforts can be accomplished using 
two main force types: static or vibratory.

Static force is simply machine dead weight, applying downward 
force on the soil surface and compressing soil particles. The 
only way to change effective compaction force is by adding or 
subtracting machine weight. Static compaction is confined to 
upper soil layers and is limited in depth. Kneading and pressure 
are two examples of static compaction.

Vibratory force uses a mechanism, usually engine-driven, to 
create a downward force in addition to the machine’s static weight. 
The vibrating mechanism is usually a rotating eccentric weight or 
a piston/spring combination (in rammers). Compactors deliver 
a rapid sequence of blows (impacts) to the soil surface, affecting 
top and deeper layers. Vibration moves through soil, setting 
particles in motion and moving them closer together for the 
highest density possible. Based on the materials being compacted, 
a certain amount of force must be used to overcome a particular 
particle’s cohesive nature.

Poor, improper, or no compaction can result in concrete slab 
cracks or frost heaves, foundation erosion, and/or building 
settling. Proper compaction can extend structural life.

Every soil type behaves differently with respect to maximum 
density and optimum moisture. Therefore, each soil type has 
unique requirements and controls for both the field and testing 
purposes. Soil types are commonly classified by grain size, 
determined by passing soil through a series of sieves to screen 
or separate different grain sizes. Soils found in nature are almost 
always a combination of soil types. Awell-gradedsoil consists of a 
wide size range, with smaller particles filling voids between larger 
particles. This results in a dense structure that compacts well. Soil 
makeup determines the best compaction method. Three basic 
soil groups exist: cohesive, granular, and organic. Organic soils 
are not suitable for compaction.

Cohesive soils, such as clays or silts, have the smallest particles. 
Cohesive soils are dense and tightly bound together by molecular 
attraction. They are plastic when wet and can be molded but 
become very hard when dry. Cohesive soils feel smooth and 
greasy when rubbed between fingers. Clay soil is less than ideal 
for constructing a pole barn and should be removed and replaced.

Granular soils range in particle size from .003” to .08” (sand) 
and .08” to 1.0” (fine to medium gravel). Granular soils are 
known for their water-draining properties. Sand and gravel 
obtain maximum density in either a fully dry or saturated state. 
Granular soils feel gritty when you rub them between your 
fingers. When you shake water and granular soils in your palm, 
they mix; when you stop shaking, they separate. When dry, a soil 
sample will crumble.

Gravel and sand can be compacted either by vibration 
(using a vibrating plate compactor, vibrating roller, or vibrating 
sheepsfoot) or kneading with pressure (using a scraper, rubber-
tired roller, loader, or grid roller). Both are good to excellent in 
foundation support terms and as a subgrade. They compact easily 
and are not expansive (expansive soils tend to be prone to frost 
heave issues).

Soil’s response to moisture is very important, as soil must carry 
loads year-round. Rain, for example, may transform soil into a 
plastic state or even into a liquid. In this state, soil has very little 
or no load-bearing ability.

Soil moisture content is vital to proper compaction. Moisture 
acts as a lubricant within soil, allowing particles to slide past 
each other. Too little moisture means inadequate compaction 
– particles cannot move past each other to achieve density. 
Too much moisture leaves water-filled voids and subsequently 
weakens load-bearing ability. Most soils reach highest density 
at a certain water content for a given compaction effort. As 
soil dries, it becomes more resistant to compaction. In a water-
saturated state, voids between particles are partially filled with 
water, creating apparent cohesion that binds them together. This 
cohesion increases as particle size decreases (as in clay-type soils).

To determine whether proper soil compaction is achieved for 
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a specific construction application, several methods have been 
developed. The most prominent is soil density.

Soil testing measures soil density to compare the degree of 
compaction against specifications for the structure to be built; 
measures the effect of moisture content on soil density vs. 
specifications; and provides a moisture-density curve identifying 
optimum moisture content.

Tests to determine optimum soil moisture content are done in a 
laboratory. The most common is the Proctor or Modified Proctor 
Test. A particular soil needs to have an ideal (or optimum) 
moisture amount to achieve maximum density. This matters not 
only for durability but also for cost, because less compaction 
effort is needed to achieve the desired results.

A quick moisture-determining method is known as a “Hand 
Test”. I love these test kinds – they are quick, simple, and I don’t 
have to get out my checkbook or credit card to pay for them.

Pick up a handful of soil 
and squeeze it. Open your 
hand. If the soil is powdery 
and won’t hold the shape 
your hand makes, it is too 
dry. If it shatters when you 
drop it, it is too dry. If soil 
is moldable and breaks 
into only a couple of pieces 
when dropped, it has the 
right amount of moisture 
for proper compaction. If 
soil is plastic in your hand, 
leaves moisture traces on 
your fingers, and stays in 
one piece when dropped, it 
has too much moisture for 
compaction.

Backfilling pole holes 
with soil rather than 
concrete can significantly increase settlement risk, as earth-
only foundations often lack the bearing capacity to distribute 
structural loads. Backfilling with soil offers no mechanism to 
prevent posts from being pushed deeper into the ground under 
the building’s own weight.

Over time, that loosened or disturbed soil will settle and 
compact naturally. Soil particles that are moved around and 
aerated will eventually be pulled down by gravity and water, 
densifying into a compact mass rather than loose soil. This 
happens when loose or disturbed earth densifies under gravity 
and moisture, causing structures on top to sink. When builders 
place a post in a hole and refill it only with displaced earth, this 
material remains susceptible to this natural compaction process. 
That is why many pole barns move significantly without a proper 
foundation. 

Concrete cookie footings placed at the bottom of holes are a 
common but often inadequate way to save costs. Usually, they fail 
to meet the required load-bearing surface area. A footing should 
distribute building dead weight PLUS all imposed snow and live 
loads to the soils beneath the building. 

Examine a typical pole barn example – a 40-foot-wide building 
with columns spaced every eight feet. Actual building weight 
(dead load) varies greatly depending on the materials used. Steel 
roofing and siding will be lighter than shingles and wood siding. 
For this example, we will use a light building weight of 10 psf 
(pounds per square foot). The building code specifies a minimum 
20 psf roof live load. This means each footing must carry the 
weight of one-half of the width (20 feet) times column spacing 
(eight feet) times 30 psf, or 4800 pounds.

In many areas, soil bearing pressures are as little as 1500 or 
even 1000 psf. Basically, the easier it is to dig, the lower the 

soil’s capacity to support a 
vertical load.

For every foot of depth 
below grade, soil capacity 
may be increased by 20%. 
Other than with 1000 psf 
soil, for every foot of width 
over one foot, this capacity 
also increases by 20%.

With 1500 psf soil, and 
footing bottom four feet 
below grade, a 12-inch 
diameter footing will 
support 2400 pounds per 
square foot.

A 12-inch diameter 
footing covers 0.785 square 
feet; a 16-inch diameter 
covers 1.4, 18-inch 1.77, 
24-inch 3.14.

An 18-inch diameter footing would support 4513 pounds from 
our example. Close, but no cigar. However – lots of places have 
snow loads (footings must support them) and many buildings are 
wider than 40 feet, or have columns placed over eight feet apart.

Increasing to a 40 psf roof snow load, with the same eight-foot 
column spacing, would mean resisting an 8,000-pound load! 
With 1,500 psf soil, even a two-foot-diameter footing would be 
inadequate.

How about Sakcrete® ready-mix concrete for footings? 
The most familiar and most available option is Sakrete® 

general-purpose High Strength Concrete Mix. When mixed 
per manufacturer’s instructions, this mix affords a compressive 
strength of 4,000 psi (pounds per square inch) at 28 days.

Instructions: Empty contents into a mortar box, wheelbarrow, 
or mechanical mixer. When mixing by hand, form a crater for 
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adding water. Add water slowly. Avoid a soupy mix. Excess water 
reduces strength and durability and can cause cracking. Mix a 
60-pound bag with three quarts of water, and an 80-pound bag 
with four quarts.

Now, realities of using bagged concrete for pole barn footings….
It is not unusual to have concrete encasements 24 inches or 

larger in diameter and 18 inches or more in depth, to prevent 
building settling and uplift issues. One hole this size would take 
4.71 cubic feet, or about 700 pounds of concrete! Even a very 
small building with an 18-inch diameter and depth takes 2.65 
cubic feet, or about 400 pounds of concrete.

With either 60- or 80 lb. bags, it is going to take a lot of bags! 
An average building could easily have 20 posts, and if looking 
at 700 pounds per post, we are talking about seven TONS of 
concrete (3-1/2 yards).

Setting aside the huge bag numbers, other realities remain. 
Some builders insist on throwing an entire bag (usually including 
the bag) into a hole. They believe groundwater will cause ready-
mix to harden. Why does this not resemble the manufacturer’s 
instructions?

Engineering a reliable foundation requires addressing both a 
structure’s downward pressure and potential for vertical uplift 
caused by wind. Professional industry guidelines emphasize that 
a properly treated post with a concrete base provides essential 
vertical load distribution necessary to prevent long-term shifting. 
Relying solely on original soil leaves a building’s stability to 
chance, particularly in areas where soil bearing capacity is 
inconsistent or prone to high moisture. Concrete bottom collar 
pours extending up post sides serve a dual purpose: preventing 
the building from sinking while also resisting wind-driven uplift 
forces. FBN

Mike Momb has been Technical Director for 
Hansen Pole Buildings, LLC of Browns Valley, 
Minnesota for more than 20 years. His daily post-
frame blog, as well as his weekly “The Pole Barn 
Guru” column can be followed at the company 
website, www.hansenpolebuildings.com/blog/.
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Strategies for Closing a Sale

Somewhere along the way, 
salespeople were taught that 
closing is a moment.

It’s the big finish. The point 
where you reach into the sales 

toolbox, pull out your favorite closing 
technique, say the magic words, and get 
the customer to sign on the dotted line.

I’ve never bought into that.
After more than four decades in sales, 

I’ve come to believe something very dif-
ferent.

You don’t close a sale at the end. You 
earn it all the way through.

That’s especially true in post-frame.
A lot of the people reading this aren’t 

sitting in a sales office all day. You may 
own the company. You might have been 
checking a crew at 7:00 this morning, 
meeting with a building prospect at 10:00, 
figuring material at noon, and answering 
a customer call from your truck later that 
afternoon.

Selling is simply one more hat you wear.
Others work specifically in sales for a 

post-frame builder, maybe even a larger 
operation with a sales team and sales 
manager.

Either way, the fundamentals don’t 
change.

By the time you ask for the business, 
most of the work should already be done. 
You’ve asked questions. You’ve listened. 
You understand what the customer is try-
ing to accomplish. You’ve helped them 
work through the choices. You’ve estab-
lished value and built trust.

At that point, asking for the order 
shouldn’t feel like a dramatic moment.

It should feel like the logical next step.

You’re Not Selling a Pole Barn
I’ve given a talk called “You’re Not Sell-

ing Pole Barns.”
Why?
Because you aren’t.

Yes, the customer may tell you they 
want a 40-by-64 building. They may want 
two overhead doors, a certain roof pitch, 
black steel, a row of windows, a cupola, 
wainscot, or any number of other things.

Those are specifications.
They aren’t necessarily why the custom-

er is buying the building.
That 40-by-64 may finally give some-

body a place to restore the cars they’ve 
been collecting for 20 years.

It may be the shop that allows a small 
contractor to add equipment, hire another 
employee, and grow his business.

Maybe they want horses.
Maybe they’re tired of the boat, camper, 

lawn mower, side-by-side, and everything 
else fighting for space in the garage.

Maybe this is the barndominium 
they’ve been dreaming about for a decade.

Maybe they want a place where the kids 
and grandkids can gather on Saturday af-
ternoon.

That’s what they’re buying.
You’re selling what happens inside the 

building. You’re selling a lifestyle.
That matters when we talk about clos-

ing because people rarely make a major 

investment based solely on a list of posts, 
trusses, steel panels, doors, windows, and 
fasteners.

They buy what all those pieces will al-
low them to do.

Your job is to figure out what that is.

Closing Starts With Listening
One of the most valuable sales skills I 

know is pretty simple.
Ask a question.
Then shut up and listen.
Simple? Yep.
Easy? Not always.
We know buildings. We know metal 

roofing. We know doors, windows, fasten-
ers, ventilation, insulation, trim packages, 
snow loads, and everything else that goes 
into getting a building from an idea to a 
finished structure.

It’s tempting to show the customer how 
much we know.

Slow down.
First, find out what they know about 

what they want.
“What are you going to use the build-

ing for?”
“What matters most to you?”
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“How do you see yourself using it five 
years from now?”

“What made you decide that now is the 
time to build?”

Those answers matter.
A customer who wants a 40-by-64 

woodworking shop and a customer who 
wants a 40-by-64 place to store equipment 
may need the same square footage. They 
are not buying the same building.

The better I understand the why, the 
better I can help with the what.

That changes the close because I’m no 
longer trying to convince somebody to 
buy a building.

I’m helping them get something they’ve 
already told me they want.

Build Agreement Along the Way
Closing doesn’t happen only at the end.
It happens in little decisions throughout 

the process.
Call them mini closes if you want. I’m 

less concerned with what we call them 
than I am with recognizing their value.

We agree that 40-by-64 is the right size.
Good.
We determine where the overhead 

doors need to be based on how the cus-
tomer will use the building.

Good.
We talk through ventilation, insulation, 

windows, colors, roof style, or whatever 
else matters to this particular project.

Another decision made.
These aren’t tricks designed to maneu-

ver somebody toward yes. They’re check-
points.

Are we still headed in the right direc-
tion?

Are we solving the problem the cus-
tomer came to us with?

If we’ve worked through those decisions 
together, the final proposal shouldn’t ar-
rive as some giant surprise. The customer 
has been part of building the solution.

That makes the final decision much 
more natural.

Price or Investment?
There is a price attached to every build-

ing.

No getting around that.
But there is also an investment attached 

to what that building is going to provide 
for the next 10, 20, 30, or 40 years.

That’s a different conversation.
If you make the entire sales process 

about price, don’t be surprised when the 
customer makes the final decision based 
entirely on price.

Of course budget matters. People have 
real numbers they need to work within. 
Pretending otherwise would be foolish.

Our job is to help the customer under-
stand what they’re getting for their invest-
ment.

What is the value of the better door?
What does proper ventilation mean 

over the life of the building?
If you’re putting a quality metal roof-

ing system on that building, does it make 
sense to save a few bucks with a fastener 
that may not offer the same longevity?

Would spending a little more today on 
the right size building prevent the cus-
tomer from saying, “I wish we’d gone an-
other 10 feet,” three years from now?

Those are legitimate conversations.
And this is where our suppliers matter 

too. A good supplier doesn’t simply give 
the builder another item to put on a quote. 
They help that builder understand the val-
ue of the product well enough to explain it 
to the end user.

Features are nice.
Value closes sales.

If You’re Afraid of Your Price,  
Your Customer Will Be Too

Here’s one I’ve watched happen more 
times than I can count.

The proposal is ready.
You go through the building.
Then comes the number.
“The total investment is $86,500.”
Silence.
One second.
Two seconds.
Three.
I’ve been in that moment more times 

than I can count. I like to talk—I really 
do—but I’ve learned the hard way that the 
second you start filling that silence, you’re 

not selling anymore… you’re negotiating 
against yourself. I’ve literally caught my-
self halfway through a sentence thinking, 
“What are you doing? Nobody asked you 
to discount it.” And I had just to stop talk-
ing and let it sit.

Now the salesperson gets uncomfort-
able.

“Well, I might be able to sharpen my 
pencil a little.”

The customer hasn’t said anything.
“We could probably change a couple 

things and get that down.”
Still nothing.
“I could check and see if there’s any-

thing else we can do.”
Congratulations.
You just negotiated with yourself.
Worse yet, you may have created a price 

objection that didn’t exist.
If you are afraid of your price, you will 

make your customer afraid of your price.
Present the number confidently. Ex-

plain what the customer is getting. Make 
sure there aren’t any unanswered ques-
tions.

Then be quiet.
Sometimes silence is your best friend.
The customer may be thinking about 

financing. They may be comparing your 
number with something else they’ve seen. 
They may simply be processing the fact 
that they are about to spend $86,500.

Give them a minute.
Don’t buy back the sale.
If there’s an objection, let the customer 

tell you what it is.
Then you can deal with the real issue 

instead of fixing something that wasn’t 
broken.

Don’t Ignore the Elephant
That doesn’t mean we wait until the end 

to uncover every concern.
If there’s an elephant in the room, talk 

about it.
Maybe the customer has another quote.
Maybe the project is pushing the top 

end of their budget.
Maybe husband and wife don’t com-

pletely agree on the size.
Maybe they’re worried about timing.

BUILDING WINSBUILDING WINS //
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Maybe they’re trying to decide between 
building now and waiting until next 
spring.

You don’t need an interrogation.
You need a conversation.
“What else are you looking at?”
“What concerns do you still have?”
“Is there anything we haven’t covered 

that could keep you from moving ahead?”
I’d rather know that early enough to 

have an honest conversation than discover 
it when I ask for the order.

There’s another benefit.
Customers appreciate people who are 

willing to discuss the hard stuff.
Trust isn’t built by pretending there are 

no concerns.
It’s built by helping work through them.

Earn the Right. Then Ask.
Eventually, you have to ask for the busi-

ness.
I believe deeply in relationships. I be-

lieve people do business with people they 
know, like, trust, and believe will answer 
the phone after the check clears.

But relationship selling still includes 
selling.

There comes a point when you’ve lis-
tened, helped design the right building, 
answered the questions, handled the con-
cerns, and presented a fair investment.

You’ve earned the right to ask.
So ask.
You don’t need a fancy close.
You don’t need pressure.
You certainly don’t need some line you 

learned at a sales seminar in 1987.
“Shall we move forward?”
That’s it.
And here comes that silence thing 

again.
Ask the question.
Then let them answer it.

When Yes Means Yes
Here’s another place salespeople get 

themselves in trouble.
The customer says, “Let’s do it.”
And we keep selling.
Stop.
They bought the building.
You’re done.

I’ve seen people talk themselves right 
back out of an order because they couldn’t 
recognize when the selling part of the con-
versation was over.

Once they say yes, move to what hap-
pens next.

Thank them.
Explain the deposit, paperwork, engi-

neering, scheduling, site preparation, or 
whatever the next steps are in your pro-
cess.

Then deliver what you promised.
Because getting the signature may close 

the sale, but it opens the relationship.

No Might Mean No
And sometimes, after doing everything 

right, the answer is still no.
That’s sales.
Maybe another builder gets the job.
Maybe your price really is higher.
Maybe the customer decides not to 

build at all.
Sometimes no means no.
Respect it.
But sometimes no means not yet.
Financing changes.
Timing changes.
Businesses grow.
Families change their minds.
The building that isn’t happening this 

fall may suddenly become very important 
next spring.

Stay in the game.
That doesn’t mean calling every three 

days with, “Just checking in.”
Stay useful. Stay relevant. Keep the rela-

tionship intact.
And if they buy from someone else? 

Handle that professionally too.
There will be another building.
There may be a referral.
There may be another opportunity you 

can’t see today.
I’ve always believed relationships have 

a much longer shelf life than transactions.
Losing one sale doesn’t mean you have 

to lose the relationship.
Stay in the game to fight another day.

The Close Usually Happens 
Before the Close

When I think about the best salespeople 

I’ve known, very few were great because 
they knew some magical way to close.

Customers trusted them.
They asked good questions.
They listened.
They knew their products.
They returned calls.
They followed through.
They admitted when they didn’t know 

something.
They were willing to tell a customer 

when something wasn’t right for them.
And they understood that helping 

someone make a good buying decision is 
a pretty effective way to sell.

For the post-frame builder, closing 
starts with that first phone call, email, 
website inquiry, or handshake.

Everything after that either moves the 
opportunity forward or pushes it back-
ward.

Every question matters.
Every promise matters.
Every follow-up matters.
Every time you say, “I’ll get back to you 

tomorrow,” and actually do it, matters.
So understand what your customer is 

really trying to accomplish.
Sell the lifestyle, not just the building.
Help them understand the investment.
Believe in your price.
Get comfortable with silence.
Don’t buy back your own sale.
And once you have truly earned the 

right, look your customer in the eye and 
ask the simplest question in sales:

“Shall we move forward?”
Then shut up and let them answer. FBN

Randy Chaffee brings four-plus decades 
of experience to the post-frame and metal 
roofing industries. Au-
thor of #1 Amazon 
Best Seller “Asphalt 
and Algorithms,” he is 
a board member for the 
Buckeye Frame Build-
ers Association and the 
National Frame Build-
ers Association. Find 
his podcast at facebook.
com/BuildingWins or call (814) 906-0001 at 
1 p.m. Eastern on Mondays to listen in.
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SENCO Launches FN71T1 Coil 
Nailer, A Versatile Workhorse 
Designed to Maximize 
Productivity

SENCO, a global leader in power fastening 
systems, is introducing its new 3-1/2” 
15-degree coil nailer. The performance 
and versatility of the FN71T1 is perfect for 
professional contractors working on framing, 
truss building, sheathing, subflooring, decking, 
siding, and fencing jobs. 

The FN71T1 drives both wire and plastic 
collated nails in a wide range of sizes from 
.099” to .148” in diameter and 2” to 3-1/2” in 
length, making it one of the most versatile 
and capable tools on the jobsite.  It delivers 
the power to consistently drive into dense 
substrates like LVL and OSB and the speed to 
drive up to 7 nails per second.  Weighing just 
7.9 lbs., it is one of the lightest coil nailers in its 
class, reducing user fatigue on long workdays.

With productivity essential to the FN71T1’s 
design, it features a high-capacity magazine 
that holds up to 275 nails for more time spent 
fastening and less time spent reloading. The 
selectable trigger easily switches between 
contact and sequential firing modes for fast-
paced work or precision placement. A tool-
free depth adjustment allows users to quickly 
change depth of drive for consistent flush 
or countersunk drives into a wide range of 
materials. 

www.kyocera-senco.com

LP Building Solutions Expands 
Design Options With New LP® 
Smartside® Primed 8” Brushed 
Smooth Shake Lap Siding

LP Building Solutions (LP), a leading manu-
facturer of high-performance building prod-
ucts, today announced the expansion of its 

LP® SmartSide® Trim & Siding portfolio with 
the introduction of the new LP® SmartSide® 
Primed 8” Brushed Smooth Shake Lap Siding, 
designed to give homeowners and building 
professionals greater flexibility in achieving 
refined, traditional exterior designs.

Demand for shake-style accents remains 
strong across many housing markets, particu-
larly for gables and architectural focal points. 
The new profile addresses that trend with a 
smaller reveal that creates a more detailed ap-
pearance than larger-format shake products.

The LP® SmartSide® 8” Brushed Smooth 
Shake Lap Siding is available primed, features 
a customizable 5-inch to 6-inch reveal, and 
measures 8 inches wide by 4 feet long. Its re-
versible design allows installation with either 
a straight or staggered edge, giving builders 
and homeowners additional design flexibility.

The new offering complements existing LP 
SmartSide 12-inch shake products, which sup-
port larger 7-inch to 10-inch reveals. Together, 
the expanded portfolio allows builders and 

homeowners to select the profile that best 
matches their architectural vision.

www.lpcorp.com

ProVia® Announces Two New 
Facilities to Support Growth in 
Vinyl Windows and Patio Doors

ProVia announces two new facilities de-
signed to support the growth of the company’s 
vinyl window and patio door business. This ex-
pansion includes a 310,000square-foot facility 
in Dover, Ohio that is expected to create 400 
jobs, and a 580,000-square-foot facility in Da-
vie County, North Carolina that is expected to 
create 400 jobs. 

Together the facilities will help ProVia meet 
growing demand for windows and patio doors 
while expanding the company’s manufactur-
ing footprint into the southern United States. 
The additional manufacturing capacity will 
enable the company to increase window and 
patio door production, maintain excellent 
lead times, and streamline shipping and dis-
tribution. Once these projects are completed, 
ProVia will own and operate 10 production fa-
cilities located in Ohio, Mississippi and North 
Carolina.

www.provia.com

• Spans up to 72 ft.
• Bird nesting control
• Up to 12 ft. spacing depending on desired load
• No feed alley post obstruction
• Additional ceiling height for more usable space

starwoodrafters.com • 715-985-3117 • 888-525-5878

LAM-PLY-TRUSS
RIDING ARENAS • CATTLE ENCLOSURES • STORAGE • SHOPS

Independence, WI

MONOGOTHIC ARCH

TIMBER TRUSS

GAMBREL

http://www.kyocera-senco.com
http://www.lpcorp.com
http://www.provia.com
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FLASHBACK 

Twenty years ago this month, Frame 
Building News introduced readers to 
one of the Minnesota State Fair’s most 
beloved fixtures: the FFA Miracle of 
Birth Building. Our November 2026 
coverage took builders behind the 
scenes of this post-frame structure, 
where more than 1 million fairgoers 
walk through its doors each August to 
watch calves, piglets, chicks, lambs, 
kids, and an occasional seasonal 
addition of poults and ducklings, 
arrive in real time. It’s a reminder that 
our industry’s work often shows up in 
unexpected, high-traffic places - not 
just barns and shops, but buildings 
where a new generation gets its first 
up-close look at agriculture. 

The original piece looked at the design 
and how the structure meant to hold 
thousands of daily visitors while 
keeping livestock calm, clean and 
safe - a balancing act between crowd 
control, ventilation, and animal welfare 
that few post-frame projects ever have 
to solve at once. Two decades later, 
the building remains a fair institution, 
and the construction choices behind it 
still hold lessons for anyone building 
public-facing agricultural spaces. 

Here’s a look back at how we told that 
story. 

EPS Buildings of Graettinger, Iowa recently completed an important project 
worthy of public note: The Miracle of Birth/FFA Chapter House. The project 
was supported by contributions from the FFA, EPS Buildings, and a dozen 
other project partners. EPS Buildings was given less than six months to com-
plete the entire project. 

IFFA needed a facility where animals could give live birth at the Minnesota State Fair. 
The local FFA chapter also needed a new chapter meeting house. EPS Buildings met 
the challenge by designing and building an 
84x200, 14-foot tall post-frame building, 
with an 80x40, 12-foot high R-33 Solid 
Core SIP wing. 

The building had to be constructed to 
meet IBS Code 50 PSF ground snow loads, 
and a 90 mph wind load. The building was 
adorned with Power Vented Cupolas, a 
side covered porch, multiple split sliding 
doors, and Glacier Anchor Energy 
Designed Footings. The new building 
featured barn red steel sidewalls with a mortarless brick wain- scot, and solar collectors. 

David Huinker of FFA says, “EPS was the most influential company to get this project 
off the ground. We appreciate their work coordinating this project, and their donation 
of time and materials.” Chris Spaeth, Director of Sales and Marketing for EPS Buildings, 
says “The combination of post-frame and structural insulated panels offered the look 
and speed we needed. Post-frame and structural panels are much quicker to erect than 
other types of construction. They are also very energy-efficient, which will provide long-
term value in the form of reduced operating expenses.”  FBN

 FFA facility staged lived births at Minnesota State Fair
EPS Completes Miracle of Birth Building



SHIELD
WALL
MEDIA

IS HIRING

 • Editor/Staff Writer
  •If you can write we are willing to train
     (freelance writing opportunities may be available)

 • Digital Products Manager
  •Web design/html proficient
  •No degree required  
  
   

Send resume and cover letter to:

gary@shieldwallmedia.com

• Prefer local but offsite possible for the right candidate (No New York)

Full or Part Time, Direct Employee

mailto:gary@shieldwallmedia.com


36            FRAME BUILDING NEWS — NOVEMBER 2026  

No Challenge is Too Difficult for This Innovator to Overcome.

How it All Began
 Dave Gruhlke built his first house in 1988. It was not only the 

first house he’d built, it was the first of its kind. Neither he or the 
county zoning department had ever heard of a home built using 
pole barn construction for the framing. 

Gruhlke had seen a new pole-frame garage that he thought 
was attractive enough to be a residence. So he took the carpentry 
skills he’d learned from his dad, looked into pole-frame construc-
tion, and designed the house he wanted to build.

When Gruhlke took the plan down to Planning and Zoning 
to get a building permit, they told him it couldn’t be done. They 
really didn’t have a specific reason to turn it down; it was simply 
different than what they usually approved for homes, so eventu-
ally they signed off.

He didn’t have the problems that some people had in the earlier 
days of barndominium builds, finding financing and insurance 
providers. He used the insurance company that he’d patronized 
for years. He went to the local bank and talked to the people who 
knew him. Relationships can make a big difference when you are 

challenging the norm Gruhlke said.
 He bought a piece of land, hired a local pole builder to put up 

the shell, and built the home he wanted. The shop portion of the 
barndominium was big so he could  store his cars and snowmo-
biles in it and have space enough to work on them.

A New Enterprise  
Gruhlke had been working in the car salvage industry, but 

when he looked at the unique home he had built, he knew this 
was his new career path. He started his company, “Homework 
Design” in 1990.  The company was focused on building post-
frame homes. And he did sell a few post-frame homes amongst 
some stick-built houses and many post-frame garages and com-
mercial buildings. 

Few people, however, were willing to take the risk of going with 
a building style that was usually reserved for barns and sheds. 
People also pointed out that he was putting wood into the soil, al-
beit treated wood. Still many had seen the rot that can eventually  
deteriorate wood in the ground. It seemed that this new style of 

The Original “No-Wood-in-the-Ground”
Post-Frame Solution
n By Linda Schmid

Left to right: Chris, Shipping,  Dave, and Emily, Office Administration
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residential building might be done before 
it ever really got going.

However, Gruhlke realized the criticism 
was valid, and he started thinking that 
more could surely be done to protect the 
posts. What if he encased them in plastic 
sleeves?

Once he got the idea, he was on his way. 

Plasti-Sleeve is Born
In 1994 he got his patent for a “pro-

tective sleeve and started manufacturing 
Plasti-Sleeve for posts in post-frame con-
truction. Of course, he now had the same 
problem he had with the post-frame home 
idea; it was something new and people 
were hesitant to try it. 

Gruhlke called post-frame builders and 
suppliers and sent them samples. There 
were some nibbles, but no big catches 
until Morton Building found the sleeves 
were a great solution for their stub col-
umns decaying at ground level and pre-
venting movement  during the freeze/
thaw cycle. Morton Building and Plasti-
Sleeve had an exclusive agreement for the 
first couple years of production.  Morton 
still uses Plasti-Sleeve on their stub posts. 

Plasti-Sleeve samples and literature 
were sent to many post-frame builders 
and suppliers throughout the midwest and 
eastern U.S. beginning in 1997. Gruhlke 
also began advertising in Frame Build-
ing News in the late 90s and displayed 
Plasti-Sleeve at the 2002 NFBA Expo. He 
was building relationships with industry 
people beyond Morton Buildings.

Then Gruhlke came out with a short-
ened version of the Plasti-Sleeve which 
was only 22” long to cover the area that 
usually encounters rot issues first – the ar-
eas a little below to a little above ground 
level. With this product, uses could ex-
pand to many outdoor-inground posts, 
and provide an economical alternative for 
extra protection of building columns. 

Realizing that the posts in the ground are 
often not the only wood in danger of de-
cay, Gruhlke came out with the Plasti-Skirt 
Board Cover. in 2002. Like the sleeves, it 
provides a decay-proof plastic barrier to 
protect the wood from ground contact.

Other Challenges
During the earlier manufacturing days, 

Gruhlke had a personal tragedy which 
intruded on his work life. Shortly after 
he began his manufacturing company, a 
snowmobile accident left him in a wheel-
chair. Despite this challenge, he continued 
with his construction company working 
as general contractor until 2002 when he 
began to  focus solely on Plasti-Sleeve.

His physical situation makes travel to 
promote his business difficult at times, but 
he manages. His goals are to be as efficient 
as possible and avoid drama.

Above all, Gruhlke feels thankful that 
he has been able to make a good living 
based on the products he developed.

Business Today
The company is a small concern; Gruhl-

ke, his daughter Emily as office adminis-

trator, and a shipping manager. Gruhlke 
manages most sales with a few indepen-
dent sales representatives, and manufac-
turing is contracted with Homework De-
sign molds. 

Their culture is based upon the golden 
rule he said, and everyone is encouraged 
to think outside the box and be innovative 
in developing useful solutions.

This approach informs his advice for 
people starting out in business. “Whatev-
er you endeavor, make sure the quality is 
there in your product and in your service,” 
Gruhlke said. 

“True business success means not only 
keeping up with the industry but getting 
ahead of it. Look at what is being done and 
think about what would make a process or 
a product better. 

“One of the keys to success is working 
with good people, people who know their 
products and the industry,” Gruhlke said. 
“Manufacturers have helped us with de-
velopment and getting things to market.”

Framing the Future
More and more, people are moving 

away from treated wood in the ground, so 
Gruhlke sees a lot of opportunity ahead 
for every company that offers protection 
for wood in post-frame. 

In the longer term, Dave is looking for a 
possible partner or perhaps someone who 
would like to buy the Plasti-Sleeve brand 
and manufacturing. But for now, he en-
joys what he is doing and he looks forward 
to continued growth. FBN

A barndo in progress in Milaca, Minnesota, featuring Plasti-Sleeve, Plasti-Skirt, and in-floor heat. PHOTO COURTESY OF PLASTI-SLEEVE
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CUSTOM ROLL FORMING EQUIPMENT

Flack Hill Machine
7671 State Rte 514  •  Big Prairie OH 44611

We manufacture:
• Gutter Guard Machines
• Drip Edge Machines
• Custom Roll Formers
• Slitters
• Uncoilers
• Recoilers
• Cupola Roof Hemmer

Stop in or write to us, include your phone 
number and we will call you back.

EXCELLENT QUALITY 
AT AN AFFORDABLE

PRICE

MANUFACTURER OF

ssaalleess@@kkeevvmmaarr..nneett 
221177..554433..22882288 

AArrtthhuurr,, IILL.. 
6611991111 

Manufacturers of Storage, Specialty
and Post Frame Garage Doors

800-218-3405
ads@busybeaverextreme.com
www.busybeaverpublications.com

Marketing to the Plain Communites?Marketing to the Plain Communites?

Reach 88,000 Reach 88,000 
homes every homes every 
14 days14 days!!

ads@busybeaverextreme.com
www.busybeaverpublications.com
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EXTREMEEXTREMETHE BUSY THE BUSY BEAVERBEAVERTMTM

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

2139 Hwy. 20 N  •  Abbeville, SC

COLD SPRING ENTERPRISES

ESTD 1977

BECOME A MANUFACTURER OF

METAL GARAGES & CARPORTS

864-446-3645

METAL GARAGES & CARPORTS

The “Original” post protector

www.plastisleeve.com

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

•Low cost - Easy slide on
•Also available,                                board protector

MMETALETAL R ROOFINGOOFING T TRANSPORTRANSPORT

Standard Features:
•Dexter Axles•Sand Blasted & Painted

•Safety Locks on Dump Cylinders
•42” Wide Pop-up Rollers On Each Sides

•Wireless Trailer Remote Control•Full LED Lights

ROYAL METAL WORKS | 931-739-7777
1954 Hickory Valley, Sparta, TN 38583

STARTING
AT

$29,000

METAL
YOU CAN TRUST.

Scan the QR code to 
learn more or visit 

centralstatesco.com

mailto:sales@kevmar.net
mailto:ads@busybeaverextreme.com
http://www.busybeaverpublications.com
mailto:coldspring@wctel.net
http://www.coldspringmetal.com
mailto:sales@plastisleeve.com
http://www.plastisleeve.com
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For more information call: 888.339.0059 OR VISIT US AT WWW.EVERLASTROOFING.COMFor more information call: 888.339.0059 OR VISIT US AT WWW.EVERLASTROOFING.COMFor more information call: 888.339.0059 OR VISIT US AT WWW.EVERLASTROOFING.COM

Lebanon, PA
10 Enterprise Court
Lebanon, PA 17042

Bridgton, ME
24 JR Mains Drive
Bridgton, ME 04009

Orwell, OH
161 Grand Valley Ave
Orwell, OH 44076

Howe, IN
7180 N 050 E
Howe, IN 46746

EVERLAST II™ EVERDRAIN™

AZM™ with Activate Technology
Synergy® Paint System

Cut Edge Corrosion Inhibitor™ (CECI™)
Heat Forming

Most corrosion resistant panel in the 
industry

PROFILE OPTIONSPROFILE OPTIONSPROFILE OPTIONS

WHY EVERLAST?WHY EVERLAST?WHY EVERLAST?

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

MORE STRENGTH | MORE STABILITY | MORE VALUE MORE STABILITY | MORE VALUE

LAMINATED COLUMNS

800-936-0844
whiteconstructioncompany.net

1775 Old Gray Station Rd.
Johnson City, TN 37615

TENNESSEE
BUILT IN

Superior QualitySuperior Quality
Telehandler BoxesTelehandler Boxes

In-Stock For In-Stock For 
Next Day ShippingNext Day Shipping

Call us at (717) 355-2008
137 Meadow Creek Road, New Holland, PA 17557

WANT TO SEE ALL OF OUR DUMPSTER PRODUCTS?
Ask for our FREE catalog!

Outfitting Standing Seam 
Rollforming Businesses

Give Us A Call Today • 260.463.4010

Machines  |  Trailers  |  Tools  |  Service

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

ASC MACHINE TOOLS, INC.
TEL (509) 534-6600    www.ASCMT.com

Premium Quality

PANEL LINES
TRIM ROLLFORMER
PURLIN LINES
ROLL UP DOOR LINES
SEAMING STATIONS

ROLL UP STATIONS
TRACK LINES 
DECKING LINES
COIL UPENDER
DOUBLE HEMMER

Made in the USA since 1949!

ROLLFORMING MACHINERY

mailto:info@aztecwasher.com
http://www.aztecwasher.com
http://www.ASCMT.com
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QUALITY PRODUCTS
COMPETITIVE PRICES

& MOST ORDERS SHIP THE SAME DAY

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

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

Fasteners and Accessories for Rollforming Manufacturers 
and Wholesale Building Products Distributors.  
Accessories and Components for

Metal Roofing    Standing Seam   Low Slope   BUR  TPO 
Asphalt Shingle Roofing   Post and Steel Frame Buildings  

Home of the WoodZip, SteelZip, ConZip, Dekzip, 
Panclip, and S.C.A.M.P. line of premium fasteners. 

Everything but the coil on one pallet.

Home of the WoodZip, SteelZip, ConZip, Dekzip, 
Panclip, and S.C.A.M.P. line of premium fasteners. Panclip, and S.C.A.M.P. line of premium fasteners. Panclip, and S.C.A.M.P. line of premium fasteners. 

www.directmetalsinc.com Phone: 855-800-8878

34 Denver Rd, 
Denver, PA 17517

Snow Retention

GUARD YOUR 
ROOF

HOLD THE SNOW,

WITH

• Automation
Systems

• Metal
Construction
Rollformers

• Coil
Processing

• Forming &
Fabrication

• Recondition
Existing
Machines

WE ADD THE VALUE TO THE METAL

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

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

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

mailto:info@goldenrulefastenersinc.com
http://www.goldenrulefastenersinc.com
http://www.directmetalsinc.com
http://www.marionmanufacturing.com
http://www.planetsaverind.com
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• Coil Upenders • Shears • Slit Line • Uncoilers • Trim Roll Formers
• Panel Lines• Wrappers

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

MANUFACTURER OF ROLL FORMING EQUIPMENT

ROLLFORMINGMAGAZINE.COM

41

Business Connections ))

• Automation
Systems

• Metal
Construction
Rollformers

• Coil
Processing

• Forming &
Fabrication

• Recondition
Existing
Machines

WE ADD THE VALUE TO THE METAL

www.marionmanufacturing.com
“SINCE 1979”

www.marionmanufacturing.com620-382-3751

THE MOST AFFORDABLE, ALL-IN-ONE 

SOLUTION FOR IN-GROUND POST DECAY 

AND UPLIFT RESTRAINT

P (610) 377-3270

www.planetsaverind.com Made in the USA

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

FAST • EASY • LOW COST

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

1-800-431-9661 • Manitoba, Canada

NEW!!!

REROOF

WITH MORE 

INSULATION

STEEL PRODUCTS FOR
THE METAL ROOFING & 

METAL BUILDING INDUSTRY

512-263-0954 • unitedsteelsupply.comUnderstanding Superior Service

QUALITY PRODUCTS

COMPETITIVE PRICES

& MOST ORDERS SHIP THE SAME DAY

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

info@goldenrulefastenersinc.com  -  www.goldenrulefastenersinc.com

• Screws  •  Closures  •  Ridge Vent

• Pipe Flashings  •  Butyl Tape  •  And much more!

PREMIUM QUALITY

ROLLFORMING MACHINERY

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

ROLL UP DOOR LINES

CZ PURLIN LINES

CHANNEL LINES

PANEL LINES

TRIM LINES

SLITTING LINES

THE MOST AFFORDABLE, ALL-IN-ONE 

SOLUTION FOR IN-GROUND POST DECAY 

AND UPLIFT RESTRAINT

P (610) 377-3270

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

QUALITY PRODUCTS
QUALITY PRODUCTS

COMPETITIVE PRICES

& MOST ORDERS SHIP THE SAME DAY

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

info@goldenrulefastenersinc.com  -  www.goldenrulefastenersinc.com

• Screws  •  Closures  •  Ridge Vent

• Pipe Flashings  •  Butyl Tape  •  And much more!

ROLLFORMINGMAGAZINE.COM

41

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

• •

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

retrofi tclip@hotmail.com
retrofi tclip@hotmail.com

1-800-431-9661 • Manitoba, Canada

NEW!!!

REROOF

WITH MORE 

INSULATION

PREMIUM QUALITY

ROLLFORMING MACHINERY

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

ROLL UP DOOR LINES

CZ PURLIN LINES

CHANNEL LINES

PANEL LINES

TRIM LINES

SLITTING LINES

in print & online of every
Shield Wall Media Magazine

for under $900 per month!
That represents 150,000+ 

impressions.

FOR MORE INFO CONTACT
GARY REICHERT:

gary@shieldwallmedia.com
715-252-6360

Reach Every
Subscriber

Your natural
lighting solution.

866-7-DAYSTAR
Call Us Today!

Ph 618-426-1868 |  Fax 618-426-1888
14226 Highway 4 | Campbell Hill, IL 62916

Cut your energy costs and enjoy 
brilliant, natural light with DayStar.™

BuildMyBarndo.com Has Opportunities for You!
Get your expertise in front of prospective customers. 
Email: lindas@shieldwallmedia.com or call 715-952-1641.

DO YOU BUILD 
BARNDOMINIUMS?

SALES@AMGDF.COM • 888-600-8852
GARAGE DOORS        DIRECT

mailto:lindas@shieldwallmedia.com
http://www.marionmanufacturing.com
http://www.marionmanufacturing.com
http://www.planetsaverind.com
http://www.planetsaverind.com
mailto:info@aztecwasher.com
http://www.aztecwasher.com
mailto:info@goldenrulefastenersinc.com
http://www.goldenrulefastenersinc.com
http://www.retrofi
mailto:tclip@hotmail.com
mailto:gary@shieldwallmedia.com
mailto:SALES@AMGDF.COM
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Golden State Buildings
Victorian-Style Horse Barn 

Built with both equine comfort 
and architectural appeal in 
mind, this custom horse barn 
was designed to complement 
the owner’s Victorian-style 

home while providing a safe, functional 
environment for three horses. Decorative 
gables, ornate trim, and handcrafted cor-
bels give the structure a distinctive Vic-
torian character, making it appear as an 
original outbuilding rather than a mod-
ern addition. The exterior is finished with 
durable Hardie® Lap fiber-cement siding, 
chosen for its long-lasting performance, 
low maintenance, and classic appearance. 
The building sits on a solid concrete foun-
dation that provides a stable, durable base 
for years of service. Heavy-duty rubber 
horse stall mats provide secure footing, 

improve comfort, and make cleaning eas-
ier. Inside each stall, ¾-inch tongue-and-
groove plywood lines the lower walls as 
kickboards, protecting the structure from 
daily wear while creating a safer environ-
ment for the horses. The owner’s primary 
goal was to create a high-quality barn that 
would be as attractive as it was functional. 
The finished structure includes three spa-
cious stalls with sliding fronts that maxi-
mize aisle space while providing conve-
nient daily access. A dedicated 10-foot by 
12-foot tack room offers organized storage 
for saddles, bridles, feed, and equipment, 
while the opposite end of the barn features 
a raised roof section with sufficient clear-
ance to accommodate a hay squeeze for 
efficient hay delivery and storage. Con-
necting the entire facility is a 10-foot-wide 

center breezeway that runs the full length 
of the barn. The open aisle provides excel-
lent natural ventilation, creates a shaded 
work area during warm weather, and sim-
plifies daily chores and barn maintenance. 
The wide passage also allows easy move-
ment of horses, equipment, and supplies. 
To ensure year-round usability, the barn is 
fully outfitted with electrical service, ener-
gy-efficient lighting, ceiling fans, and am-
ple power throughout the building. Every 
design decision balanced practicality with 
aesthetics, resulting in a facility that serves 
the horses’ needs while reflecting the own-
er’s vision. The custom architectural details 
seamlessly tie the barn to the adjacent Vic-
torian residence, showing that agricultural 
buildings can be both highly functional 
and architecturally distinctive. FBN
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//////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////////// https://www.goldenstatebuildings.com

PROJECT DETAILS
BUILDER: Golden Sate Buildings
LOCATION: Clovis, California
PROJECT & SIZE: 22x60
SHINGLES, SIDING AND TRIM: Hardie® Lap 

fiber-cement siding,  GAF® Lifetime Shingles
TRUSSES: Engineered wood trusses 24” on 
center
WALL PANELS: OSB wall sheeting with 7” 
Hardie Lap siding & Hardie Shake gables
DOORS: Simpson Shed Doors custom built 
ROOF PITCH: 12/12 
FOUNDATION: 4” Concrete pad with rebar 
and footings per code. Dirt with rubber stall 
mats in stall areas. 

https://www.goldenstatebuildings.com


October 6-7, 2027

First Financial Center
Cincinnati, OH

FOR MORE INFORMATION CONTACT
SHOW DIRECTOR MISSY BEYER:

 missy@shieldwallmedia.com
715-350-6658 • FAX: 715-227-8680

www.constructionrollformingshow.com

mailto:missy@shieldwallmedia.com
http://www.constructionrollformingshow.com
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