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What you see on the surface is only part of the
story for America’s biggest building supply
companies — and what lies beneath is growing fast.
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What’s in This Report

The vast majority of the information reported here was
taken from dealers’ answers to a Webb Analytics sur-
vey. Data from more than 150 companies was collect-
ed, but a few survey respondents chose to omit their
revenues. That’s why the rankings lists have fewer
than 150 total companies. Because not every compa-
ny contributed to every part of the report, for all infor-
mation that was aggregated, the number of compa-
nies contributing information on a particular topic is
listed with an “n=" note at the bottom.

Aside from survey results, information came from
federal government filings, websites, press releases,
and published reports. Revenue, facility, and employ-
ee numbers cover companies’ entire North American
operations. Activity in Canada and Mexico is broken
out separately along with being included in the overall
numbers.

In a few cases, CS150 numbers for a company repre-
sent solely its activities that apply to residential con-
struction and repair. For instance, Ferguson’s numbers
are for its residential trade and residential showroom
units and omit its industrial units, and UFP Industries’
revenues are for its Construction Segment only. Unlike
past years, this report lists all of TopBuild’s revenues
rather than just its Service Partners segment.

Most revenue figures are for calendar years; those
that aren’t are marked with footnotes. Some numbers
are estimated based on peers’ performance and other
factors; they also are identified with footnotes.

E-mail cwebb@webb-analytics.com with guestions,
comments, and requests.
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Hidden Assets

Foresters know that what’s happening to a tree
underground is sometimes more interesting
than what’s visible above. It’s the same for this
year’s Construction Supply 150.

We’re reporting the usual headlines
that come out of this report: Total
sales up 1.4% from 2024 to $424.25
billion, total branches up 10% to
25,097, total employee count up 1.2%
to nearly 975,000. But we’re titling
the report “Hidden Assets” for three
reasons, each of which are having a
big impact on LBM in ways that are
only beginning to be noticed.

The first involves the more than 1,500
pro-oriented locations acquired by
The Home Depot, Lowe’s, and QX0
in four deals last year and the near-
ly 600 more locations that QX0 and
The Home Depot are making deals
to buy this year. Once The Home De-
pot’s SRS Distribution subsidiary
buys HVAC specialist Mingledorff’s
this year, SRS will have pro expertise
in roofing, drywall, landscaping, pool
supply and now HVAC. Comhine that
with The Home Depot’s flatbed dis-
tribution centers and the fact it sells
over $11 billion worth of lumber annu-

ally, then add its massive guantities
of electrical, plumbing, insulation, and
appliances. If the typical homebuilder
has to work with two dozen subcon-
tractors to erect a house, The Home
Depot with SRS is setting itself up as
a one-stop shop in a way that no ma-
jor construction supply company has
ever done before.

Meanwhile, @X0’s takeover of Bea-
con in 2025 and both Kodiak Building
Partners and TopBuild so far in 2026
give it prowess in selling roofing, in-
sulation, installation services, lumber,
steel, and component manufactur-
ing. And Lowe’s 2025 acquisitions
of drywall Foundation Building Ma-
terials (FBM) and specialty provider
Artisan Design Group (ADG) make it
a-formidable competitor for interior
work.

The challenge for reports like the
CS150 isthat opague financial report-
ing already makes it hard to determine

2026 Construction Supply 150



how much revenue these stores are get-
ting from their various supersized sub-
sidiaries. The article “What Lies Beneath”
on page 16 tells what it took to tease out
the numbers for SRS’ various units, and
in 2027 the challenge will be even great-
er when full-year Gypsum Management
& Supply and partial-year Mingledorff’'s
sales show up. Lowe’s hasn’t said yet how
it will report FBM and ADG activity, and
accountants have yet to describe how
X0O’s financials will look. They could be
like ABC Supply, which doesn’t publicly
break down what share of its $20.2 billion
in revenues come from its roofing opera-
tions, its drywall units, and its private la-
bel business.

The result of all this is that several of the
biggest companies on the CS150 are sure
to get bigger, but we’re likely to have few-
er insights into the performance of their
numerous multi-billion-dollar subsidiar-
ies. That will make it harder to know which
parts of these giants are succeeding and
which are stumbling.

The second reason for the “Hidden As-
sets” theme is to call to call attention to
the big money C5150 members get from
making and installing products. Lots of
people still think that building material
dealersjust sell stuff. That’s true for about
half this year’'s CS150 membership, par-
ticularly for specialty dealers. But for 86
CS150 members, making building com-
ponents, creating millwork, and running
door shops brings in $15.8 hillion, or 23%
of their total revenues. And for this same
group, installing products they sell—par-
ticularly windows, doors, and cabinets—
contributes another $7.7 hillion, or 11% of
their revenues. Not much is written about
how The Home Depot and Lowe’s col-
lect $8.2 hillion from managing installa-
tions.

2026 Construction Supply 150

The final Hidden Asset involves the CS150
membership itself. Decades ago, ProSales
magazine published top dealer lists with
numbers for up to 400 companies. That
was before early 21st century consolida-
tors like ProBuild and Stock Building Sup-
ply bought up hundreds of companies,
followed by similarly eager aggregators
like US LBM and Kodiak Building Partners.
Now X0 and the big boxes are getting
headlines.

One result of all this is that there are few-
er individual companies to list in reports
like the CS150. In addition, over the last
20 years we’ve seen a steady increase in
the number of dealers that used to pro-
vide numbers for these reports but now
decline to reveal anything.

Through last year, Webhb Analytics was
able to report revenues on 150 com-
panies by collecting survey responses,
combing public records, and doing best
estimates. But even that wasn’t enough
this year. As a result, this C5150 lists rev-
enues for only 144 companies. But we
managed a workaround this year: 10 oth-
er companies agreed to fill out the survey
form if they didn’t reveal their revenues.
Some of these companies easily would fit
into the middle third of the CS150 if they
had reported sales. All are good examples
of LBM dealers. So their responses to the
other guestions were added to those of
the 144 that reported sales numbers, thus
improving the gquality of the many bench-
marks this report contains. They are the
2026 CS150’s most hidden assets. ®
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The JIAN Group advises private and family-owned businesses as they prepare
for growth, strategic partnerships, or ownership transitions — on their terms.
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The Construction Supply 150 The Construction Supply 150 (continued)

All publicly reporting companies. The other CS150 contributors chose to remain anonymous. All publicly reporting companies. The other CS150 contributors chose to remain anonymous.
Total Sales Change, Locations at Total Sales Change, Locations at
Rank Company, City, State Primary Business Emphasist (millions) 2025 vs. Year-end Rank Company, City, State Primary Business Emphasist (millions) 2025 vs. Year-end
v 2025 2024 2024 2025 2024 v 2025 2024 2024 2025 2024
1. The Home Depot, Atlanta, GA * H $164,683.0 $159,514.0 3.2% 3,609 2,347 31. Mead Lumber, Omaha, NE M $616.1 $622.4 -1.0% 54 53
2. Lowe's, Mooresville, NC * H $86,286.0 $83,674.0 31% 2,299 1,748 32. Matheus Lumber Company, Woodinville, WA L $510.0 $530.0 -3.8% 13 12
3. ABC Supply, Beloit, WI S $20,200.0 $20,700.0 -24% 1119 1,00 33. Central Network Retail Group, Collierville, TN H $488.3 $503.7 -31% 141 143
4.  Ferguson, Newport News, VA * S $16,091.0 $15,904.0 1.2% 1,746 1,773 34. Stark Truss, Canton, OH * ML $481.8 $600.3 -19.7% 14 15
5. Builders FirstSource, Irving, TX M $15,190.6 $16,400.5 -74% 580 590 35. Hammond Lumber, Belgrade, ME M $472.0 $435.0 85% 34 22
6. Sherwin-Williams, Cleveland, OH * S $13,605.9 $13,188.0 3.2% 4,853 4,773 36. R.P.Lumber, Edwardsville, IL M $414.0 $423.0 -21% 90 88
7. Menards, Eau Claire, WI * H $12,902.2 $12,870.0 0.2% 322 322 37.  Mill Creek Lumber & Supply, Tulsa, OK M $410.8 $413.6 -0.7% 38 33
8. X0, Greenwich, CT * S $9,536.8 $9,820.1 -2.9% 610 591 38. Frank Webb Home (F.W. Webb), Bedford, MA * S $400.0 $392.0 2.0% 50 49
9. Harbor Freight Tools, Calabasas, CA * S $8,200.0 $7,600.0 789% 1,635 1,525 39. Sunpro, Spanish Fork, UT M $393.2 $365.0 77% 24 17
10. US LBM Holdings, Atlanta, GA M $6,800.0 $7,800.0 -12.8% 449 443 40. Nation's Best Holdings, Dallas, TX L $379.7 $384.0 -11% 64 64
1.  Foundation Building Materials, Santa Ana, CA * S $6,200.0 $6,500.0 -46% 375 317 41.  W.E. Aubuchon, Westminster, MA * H $353.9 $335.5 5.5% 135 128
12. 84 Lumber, Eighty Four, PA M $5,900.0 $6,263.0 -5.8% 320 320 42. Shelter Products, Milwaukie, OR L $339.7 $351.9 -3.5% B 5
13. TopBuild, Daytona Beach, FL * S $5,409.1 $5,329.8 1.5% 450 450 43. Tile Shop Holdings, Plymouth, MN * S $336.8 $347.1 -3.0% 140 142
14. GMS, Tucker, GA * S $5,353.3 $5,593.0 -43% 435 420 44. Hancock Lumber, Casco, ME M $325.2 $328.2 -0.9% 14 13
15. SiteOne Landscape Supply, Roswell, GA S $4,704.8 $4,540.6 3.6% 673 694 45. Erie Materials, Syracuse, NY S $319.3 $315.5 1.2% 10 10
16. Floor & Decaor, Atlanta, GA 8 $4,684.1 $4,455.8 51% 275 256 46. Franklin Building Supply, Boise, ID M $308.0 $285.4 79% 19 17
17. Carter-dones Lumber, Kent, OH M $2,725.1 $2,661.3 2.4% 185 182 47. Curtis Lumber, Ballston Spa, NY M $300.6 $294.2 2.2% 23 23
18.  Kodiak Building Partners, Englewood, CO * M $2,571.6 $2,360.8 8.9% 14 n3 48. HPM Building Supply, Keaau, HI M $291.2 $255.0 142% 17 17
19. Tractor Supply, Brentwood, TN * H $2,328.6 $2,381.3 -2.2% 2,395 2,296 49. Bliffert Lumber, Oak Creek, WI L $283.6 $271.2 4.5% 15 14
20. Gulfeagle Supply, Tampa, FL * S $2,203.0 $2,254.9 -2.3% 130 130 50. Koopman Lumber, Whitinsville, MA L $264.9 $266.8 -0.7% 17 13
21. UFP Industries, Grand Rapids, M| * ML $2,003.8 $2,113.8 -5.2% 59 62 51. Busy Beaver Building Centers, Coraopolis, PA * H $233.0 $242.5 -3.9% 23 24
22. Lansing Building Products, Richmond, VA S $1,549.2 $1,511.0 25% 17 18 52. Stine, Sulphur, LA L $232.6 $226.8 26% 13 13
23. Northern Toal + Equipment, Burnsville, MN * S $1,523.0 $1,500.0 1.5% 132 130 53. Lezzer Lumber, Curwensville, PA M $228.0 $240.0 -5.0% 16 16
24. Sutherland Lumber, Kansas City, MO * H $1,320.2 $1,316.2 0.3% 51 49 54. Star Lumber & Supply, Wichita, KS M $222.3 $185.7 19.7% 13 13
25. McCoy's Building Supply, San Marcos, TX M $1,202.2 $1,245.3 -3.5% 91 92 55. Great Lakes Ace Hardware, Farmington Hills, M| * H $218.2 $193.0 13.1% 79 77
26. Richards Building Supply, Homer Glen, IL * g $1,055.1 $1,026.6 2.8% 62 59 56. Guy C Lee Building Materials, Smithfield, NC M $216.5 $230.4 -6.0% 10 10
27. Ganahl Lumber, Anaheim, CA * L $797.0 $792.3 0.6% 12 12 57. TAL Building Centers, Vancouver, WA L $216.0 $228.7 -5.5% 32 32
28. PARR, Hillsboro, OR M $720.0 $767.0 -61% 47 47 58. Spahn & Rose Lumber, Dubuque, IA M $212.1 $203.0 4.5% 30 26
29. Westlake Ace Hardware, Lenexa, KS * H $666.4 $631.2 56% 189 182 59. Western Pacific Building Materials, Vancouver, WA S $205.3 $205.5 -01% 8 7
30. Riverhead Building Supply, Calvertan, NY M $643.0 $624.0 3.0% 25 23 60. Tibbetts Lumber, Lutz, FL M $194.0 $223.0 -13.0% 12 n
(continued, next page) (continued, next page)
*See footnotes, page 13 *See footnotes, page 13
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The Construction Supply 150 (continued) The Construction Supply 150 (continued)

All publicly reporting companies. The other CS150 contributors chose to remain anonymous. All publicly reporting companies. The other CS150 contributors chose to remain anonymous.
Total Sales Change, Locations at Total Sales Change, Locations at
Rank Company, City, State Primary Business Emphasist (millions) 2025 vs. Year-end Rank Company, City, State Primary Business Emphasist (millions) 2025 vs. Year-end
v 2025 2024 2024 2025 2024 v 2025 2024 2024 2025 2024
61. Idaho Pacific Lumber, Meridian, ID L $191.3 $246.4 -22.4% 1 1 91. Advantage Lumber, Sarasota, FL M $103.2 $97.4 6.0% 4 4
62. Western Building Center, Kalispell, MT M $185.9 $193.9 -4.2% 13 13 92. Garris Evans Lumber, Greenville, NC M $100.2 $104.6 -4.2% 4 4
63. Decks & Docks, Clearwater, FL * S $182.0 $132.0 37.9% 55 40 93. Blue Ridge Lumber, Blairstown, NJ L $98.9 $97.9 1.0% 8 8
64. JC Licht, Addison, IL * H $180.4 $182.8 -1.3% 64 65 94. Ashby Lumber, Concord, CA L $97.3 $96.0 1.3% 2 2
65. Homer T. Hayward Lumber, Monterey, CA M $180.0 $185.0 -2.7% 9 9 95. Arnold Lumber, West Kingston, RI M $96.9 $87.7 10.5% 5 4
66. Zuern Building Products, Slinger, WI M $179.1 $159.9 12.0% 10 9 96. Randall Brothers, Atlanta, GA L $96.0 $100.0 -4.0% 3 3
67. Scherer Bros. Lumber, Minneapolis, MN M $175.7 $167.0 5.2% 7 6 97. Big D Lumber, Richardson, TX M $93.3 $112.2 -16.8% 4 3
68. Mans Lumber & Home, Trenton, Ml M $170.5 $156.4 9.0% 8 6 98. HT Building Products, Dallas, TX L $92.9 $52.7 76.2% 2 2
69. Friedman's Home Improvement, Petaluma, CA H $169.0 $180.0 -6.1% 6 6 99. Wilson Lumber, Huntsville, AL M $91.9 $120.5 -23.7% 5 4
69. Honsador Lumber, Kapolei, HI M $169.0 $154.0 9.7% 18 17 100. Wheelwright Lumber, Ogden, UT M $87.5 $90.0 -27% 1 1
71. Reliable Wholesale Lumber, Huntington Beach, CA M $168.0 $168.0 0.0% 2 2 101. Southeast Building Supply Interests, Cullman, AL L $87.0 $103.0 -15.5% 10 10
72. Harbin Lumber, Lavonia, GA M $163.1 $162.0 07% 7 102. Tindell's Building Materials, Knoxville, TN M $84.1 $93.6 -10.2% 6 6
73. Timberland Lumber, Brazil, IN M $161.2 $156.1 3.3% 3 103. Goldsboro Builders Supply, Goldshoro, NC L $74.6 $69.5 7.3% 6 6
74. Belletetes, Jaffrey, NH M $160.6 $162.7 -1.3% 10 10 104. Kellogg Supply, Manteo, NC L $73.3 $72.0 1.8% 7 6
75. Big C Lumber, Granger, IN M $159.8 $161.3 -0.9% 19 19 105. Bethel Mills, Bethel, VT L $73.0 $71.0 2.8% 8 8
76. Yoder's Building Supply, Fair Play, SC M $155.0 $149.8 3.5% 3 106. Timberline Enterprises, Gloucester, MA L $70.6 $66.5 6.3% 6 6
77. McCray Lumber & Millwork, Overland Park, KS L $151.0 $145.0 41% 7 107. Lummus Supply, Acworth, GA L $66.1 $67.0 -1.3% 5 5
78. Russell Do it Centers, Alexander City, AL L $140.5 $135.8 3.5% 10 108. Gutherie Lumber, Livonia, MI M $65.9 $78.2 -15.7% 1 1
79. Rocky's Ace Hardware, Springfield, MA * H $140.3 $140.0 0.2% 50 50 109. Builders Supply, Lancaster, SC M $64.2 $80.1 -19.9% 1 1
80. Graves Lumber, Copley, OH L $138.1 $115.2 19.9% 1 1 10. Maximus Building Supply, Collierville, TN M $63.8 $65.3 -2.2% 6 5
81. Structural Component Systems, Fremont, NE * ML $137.9 $160.4 -14.0% 4 4 11.  Louis J Grasmick Lumber, Baltimore, MD M $59.5 $68.5 -131% 1 1
82. Jackson Lumber & Millwork, Lawrence, MA M $136.3 $131.8 3.4% 5 5 1M2. The Cool Hardware Company, Washington, DC H $57.0 $53.0 7.5% 13 13
83. Talbert Building Supply, Roxboro, NC L $133.2 $140.4 -51% 6 6 13. Moynihan Lumber, North Reading, MA M $55.2 $70.5 -21.7% 3 3
84. The Lester Group, Martinsville, VA M $130.0 $105.3 23.4% 6 6 14. ABSI, Oxnard, CA S $54.5 $50.8 7.3% 10 9
85. Your Building Centers, Altoona, PA M $127.5 $136.1 -6.3% 23 23 115. East Hardwood (Safrits Building Supply), Beaufort, NC L $54.2 $53.3 1.7% 5
86. Doug Ashy Building Materials, Lafayette, LA L $123.9 $130.9 -5.3% 10 10 116. Henry Poor Lumber, Lafayette, IN M $54.0 $61.0 -11.5% 2
87. Central Valley, Napa, CA L $117.0 $131.0 -10.7% 9 9 117. LENCO Supplies, Buffalo, NY L $52.0 $49.8 4.6% 4
88. Beisser Lumber, Grimes, |A M $109.9 $109.9 0.0% 3 3 117. PC Building Materials, New Albany, IN L $52.0 $50.0 4.0% 3 3
89. Cassity Jones Building Materials, Longview, TX L $109.0 $113.0 -3.5% 9 9 119. Alamo Lumber Company, San Antonio, TX H $51.8 $52.4 -1.2% 17 17
90. The Detering Cos., Houston, TX M $107.8 $103.3 4.3% 5 5 120. Northwoods Lumber, Blackduck, MN L $46.2 $40.6 13.8% 3 2
(continued, next page) (continued, next page)
*See footnotes, page 13 *See footnotes, page 13
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The Construction Supply 150 (continued)

All publicly reporting companies. The other CS150 contributors chose to remain anonymous.

Footnotes
Total Sales Change, Locations at The Home Depot Figures are for fiscal years ended in 2/1/26 and 2/2/25. Revenue figure for 2025 includes $12.72 hillion in
Rank Company, City, State Primary Business Emphasist (millions) 2025 vs. Year-end sales in primarily by SRS and GMS, and in 2024 includes $6.41 billion in sales primarily by SRS. Facilities count consists
v 2025 2024 2024 2025 2024 of 2,359 Home Depot stores and 1,250 SRS Distribution and GMS locations. Count excludes warehouses and distribution
121.  Morsches Builders Mart, Columbia Gity, IN L $44.2 $45.8 -35% 5 5 centers. _ _ _ o
Lowe’s Figures are for fiscal years ended in January 2026 and 2025. The FY025 sales include $2.208 hillion in “other” sales
122.  Hamilton Building Supply, Hamilton, NJ M $41.2 $40.3 2.2% 1 1 that come from partial-year contributions by FBM and ADG. Store count for 2025 includes 1,759 home improvement stares
123. Kelly Bros Lumber + Design, Covington, KY L $36.3 $301 20.3% 3 3 in the US and 540 branches that came primarily through the 2025 acquisitions of Foundation Building Materials and Artisan
Design Group. Facilities count excludes warehouses and distribution centers.
124.  Healdsburg Lumber, Healdsburg, CA M $35.8 $36.7 -2.9% 2 2 Ferguson Sales, branch, and employee counts are for fiscal years ended in July 2025 and 2024 and represent the 50% of
125. National Lumber Company, Baltimore, MD L $347 $40.7 -14.8% ) 2) Ferguson’s U.S. business that’s residential plus all sales in Canada.
. ) Sherwin-Williams Figures are for Paint Store Group only. Store count includes Caribbean as well as U.S. and Canada.
126. Rise Lumber & Truss, Phoenix, AZ M $34.2 $1.9 1664.2% 3 1 Menards Revenue and employee counts are based on Farbes’ estimate of 2025 revenue plus an estimated 0.25% sales growth
127. Dakaota County Lumber, Farmington, MN L $34] $29.6 15.2% 2 1 in 2025 based on peers. Store counts are from website.
128. R o o RX0 2025 and 2025 revenues are pro forma data that includes revenues both years for Beacon Building Products, which QX0
. ycenga Building Center, Grand Haven, Ml L $31.5 $28.0 12.5% 1 1 acquired April 29, 2025.
129. Heister House Millworks, Mt. Pleasant Mills, PA S $26.3 $25.1 4.8% 2 2 Harbor Freight Tools Sales based on Forbes’ estimate. Store and employee count is from the company.
. Foundation Building Materials Sales and employee counts are estimates. Lowe’s said FBM had $6.5 hillion in sales in FY24 and
130. Miller Wholesale Lumber, Tempe, AZ L $251 $32.4 -22.3% 1 1 provided 1.5% of Lowe’s consolidated net sales in FY25. Lowe’s acquired FBM on Oct. 9, 2025.
131. ProTec Panel & Truss Manufacturing, Bremen, IN ML $24.2 $21.2 14.1% 3 1 TopBuild QX0 announced April 19, 2026, that it will acquire TopBuild.
) o GMS 2025 revenues are for fiscal year ended January 2026 and are extrapolated from GMS’ and Home Depot’s SEC filings.
132.  Norcross Supply, Peachtree Corners, GA L $24.1 526.8 10.2% ! ! 2024 revenues were annualized to Feb. 1 start and are from GMS’ annual reports. Employee counts are as of April 2026 and
133. Brown Lumber & Building Supply, Columbiana, AL M $24.0 $26.0 -7.7% 2 1 2025.
134. 365 Equipment & Supply, Des Plaines, IL g $23.5 $16.6 411% 1 1 Kodsiill(dE:[uOiIé:)I)i(nc? Partners Results both years exclude Kodiak’s Interiors Group, which was separated before the rest of Kodiak was
135. ITC Millwork, Stallings, NC S $22.2 $21.7 2.3% 3 3 Tractor Supply Includes only sales for the truck, tool, and hardware segment in the Tractor Supply stores—15% of all sales in
136. Parks Lumber & Building Supply, Dahlonega, GA L $17.5 $18.0 -2.8% 1 1 2025,16% in 2024. Store counts are for Tractor Supply stores only. Emplo_yee_ counts include PetSense units.
Gulfeagle Supply Revenue and employee counts are estimates based on roofing industry averages.
137. B & B Lumber, Wichita, KS M $17.2 $15.3 12.4% 2 2 UFP Industries Revenues and facility counts are for UFPI’s Construction Segment only. Location count includes one non-U.S.
137.  Tri-County Lumber, Clearwater, MN L $17.2 $17.5 -2 0% 1 1 operation. Employee count is based on the Construction segment’s proportion of all UFPI revenues.
. . . Northern Tool + Equipment Sales are estimated.
139. Split Rail Fence, Littleton, CO S $14.8 $18.6 -20.4% 3 3 Sutherland Lumber Revenue figures are estimates based on stare count and comp sales growth from other home centers on the
140. Randall Lumber & Hardware, Taos, NM H $10.7 $12.8 -15.9% 1 1 list.
Richards Building Supply Revenue and employee figures are estimates based on peers’ reports and federal data.
141 Denver Lumber, Denver, CO L $9.3 $n7  -20.2% 1 1 Ganahl Lumber Revenue figures are for fiscal years ending in October 2025 and 2024.
142. Tri State Building Center, Sisseton, SD L $8.5 $6.7 D700, 1 1 Westlake Ace Hardware 2025 revenue and staff counts are estimates based on Ace Hardware financial reports. In December
. ) 2025, Westlake Ace and Great Lakes Ace were merged.
143. Catalyst Supply, Coon Rapids, MN S $2.9 $2.4 22.8% 1 1 Stark Truss Revenue is estimated based on comparable companies’ performance and federal data.
144. Beach Building Products, Jacksonville, FL 5] $1.2 $1.8 -30.1% 1 1 Frank Webb Home (F.W. Webb) Sales are for Frank Webb Homes division of F.W. Webb and are based on estimate of $8 million in
*See footnotes, page 13 sales per stare. . .
’ W.E. Aubuchon Revenue is estimated based on store count and average sales change for all Ace stores
Tile Shop Holdings In December 2025, the company enacted a reverse stock split followed immediately by a forward stock split.
TPrimary Business Emphasis: The result was to reduce the number of shareholders to fewer than 300, the level at which it has to file SEC reports. After its
M - Lumberyard with manufacturing operations (e.g. truss factory, components plant, door shop, millwork shop) final 10K for 2025, the company stopped filing SEC reports. Tile Shop also terminated its registration on the Nasdag market.
L - Lumberyard without manufacturing operations Busy Beaver Building Centers Figures are estimates based on store count and 2025 sales results from other home centers on
S - Specialty Dealer (A company in which lumber is not its primary product. Examples are roofing, drywall, or siding specialists) the list.
H - Home center or hardware store that gets more than 50% of its revenues from retail customers Great Lakes Ace Hardware 2025 revenue and staff counts are estimates based on Ace Hardware financial reports. In December
ML - Wood-focused manufacturer dealer, such as a company that mainly makes trusses or specializes in millwork 2025, Westlake Ace and Great Lakes Ace were merged.

Decks & Docks Revenue is estimated based on branch count and industry peers.

JC Licht Revenues and employee counts are estimates based on federal data and reports from Ace.

Rocky’s Ace Hardware Revenue is estimated based on store count and average sales change for all Ace stores.
Structural Component Systems Revenue is estimated. Employee count based on company reports.
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2025’s Openings, Closures, and Acquisitions
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Two numbers give dramatically different impressions about what hap- "
pened in construction supply mergers and acquisitionsin 2025. If you “-';“-- . a downer, with 29% fewer transactions than
look only at the number of facilities acquired, 2025 was the biggest in ® . ""f o - the year before. This map locates the more
years, with 56% more facilities acquired than in 2024 and more loca- B * than 1,800 facilities acquired, 200+ green-
tions than in 2021 through 2023 comhbined. That’s primarily because oo . 3 fields and nearly 100 closures that occurred
(X0 bought Beacon Building Products, The Home Depot’s SRS Dis- il v in 2025.
[ ]

tribution acquired Gypsum Management & Supply, and Lowe’s took
over Foundation Building Materials and Artisan Design Group. But if
you care only about the number of deals that took place, 2025 was
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What Lies Beneath

This may be the last year we’ll be able to mea-
sure with reasonable accuracy the size and scope
of over a half dozen of America’s most important
pro and retail construction supply companies. It
already takes some sleuthing to estimate what’s
happening within these multi-billion-dollar opera-
tions.

Exhibit A is The Home Depot, which in the past two
years has acquired SRS Distribution and Gypsum
Management and Supply and this year is acquiring
the HVAC dealer Mingledorff’s. SRS originally was
a three-headed giant, consisting of a roofing spe-
cialist, a landscaping supplier, and a pool supply
company. Soon it will have five sections. How much
does each contribute? The Home Depot doesn’t
provide that information in its press releases, but if
you dig into its SEC filings you can get a clue.

For accounting purposes, The Home Depot cur-
rently is putting all its SRS and GMS revenue into
a line-item category it calls “Other.” You could ar-
gue this makes sense given that The Home Depot’s
regular business is so huge—generating $151.966
billion in sales at its home centers last year—that

Home Depot
Stores

GMS

SRS
Roofing

SRS Landscaping
& Pools
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the $12.717 billion in “other” sales is not just rela-
tively minor, but also so different in style and con-
cept from its home centers that lumping them to-
gether wouldn’t make sense.

It takes a footnote on page 52 of the annual report
to learn a bit more. The Home Depot acquired SRS
during the second quarter of its fiscal year 2024
and didn’t take over GMS until the third quarter of
FY2025. In addition, there were zero “other” net
sales in FY2023, hefore SRS was acquired. Thus,
we can assume virtually all of the $6.406 bhillion
in revenue posted in the 2024 report came from
SRS, while the $12.717 billion posted for FY2025
includes a full year of SRS and a partial year of con-
tributions from GMS.

That same footnote also says: “Roofing and relat-
ed products accounted for approximately 53% and
68% of Other net sales for fiscal 2025 and fiscal
2024, respectively” If one assumes that The Home
Depot doesn’t regard landscaping and pool sup-
plies as “related products,” then that entire per-
centage can be attributed to the roofing part of
SRS.

(continued, next page)

Lowe's
Stores
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What Lies Beneath (continued)

So let’s put all this information into a table, assum-
ing GMS revenues totaled $2 hillion while it was
part of The Home Depot totaled $2 hillion in FY25;

FY2025 FY2024
(Bm) ($m)

The Home Depot's "Other" net $12.717 $6.406
sales
Roofing's share (53% in '25,
68% in '24) $6,740 $4,356
What's left $5,977 $2,050
GMS' estimated contribution $2,000 0
to "Other" sales
What's left (presumably, sales
by SRS' landscape and pool $3,977 $2,050

divisions)

We’ll be watching closely to see how Lowe’s will
handle the numbers for Foundation Building Mate-
rials (FBM) and how QX0 will treat Kodiak Building
Partners and TopBuild. FBM was a mystery during
the five years it was owned by a private equity firm.
Lowe’s boughtiton Oct. 9, 2025, but all it would say
about it in its latest annual report is that FBM con-
tributed roughly 1.5% of Lowe’s consolidated net
sales during the four months it was part of Lowe’s
in its FY2025, which ended in January 2026. We
don’t know yet how Lowe’s will handle the account-
ing for FBM, as well as for its other big recent ac-
quisition, Artisan Design Group. As for Kodiak, it
didn’t become part of QX0 until Feb. 10, 2026, so
we won’t see how Brad Jacobs’ company treats it
until this year’s Q1 report. And it will take until later
this year before we see how TopBuild figures into
@X0O’s financials. As a side note, Kodiak was opaque
throughout its existence because it didn’t break
out the numbers for its lumber, interiors, steel, and
trussmaking businesses. The hiving off of the In-
teriors Group prior to Kodiak’s sale to QX0 means
that the Kodiak numbers you see in this report are
basically the first time you’ll know how much reve-
nue the lumber, steel, and truss sections generat-
ed: $2.57 billion in 2025.

Elsewhere, Ace Hardware Corp. last Dec. 31 merged
its wholly owned Westlake Ace Hardware and Great
Lakes Ace Hardware units into Ace Retail Holdings.
Ace Corp. hasn’tgivenrevenue figures for Westlake
and Great Lakes for several years now, but it has
been possible to make estimates based on Ace’s
reports of sales changes for each group combined
with changes in store counts. The two chains per-
formed much differently in 2025, so if their num-
bers are combined in the future it will be far more
difficult to measure how each is doing.

We have long wondered how subgroups of other
big operations were doing. How much of ABC Sup-
ply’s $20.2 hillion in revenue last year came from
its roofing operations, and how much from its dry-
wall and its MuleHide units? What about the Alas-
ka-based Spenard division of Builders FirstSource,
long thought to be a money-spinner? Back when all
these hig operations were on their own, the num-
bers were easier to determine. Not any more.
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More Earthquakes in January to April 2026

Big as QX0’s $11 billion acquisition of Beacon in 2025 was, 2026 has
seen Brad Jacohs get even more active, spending $17 hillion to land
TopBuild and $2.25 billion for Kodiak Building Partners. Those two
transactions gave it an additional 550 locations across the U.S. Mean-
while, The Home Depot’s SRS Distribution contains to grow upward and
outward simultaneously. It entered a new vertical —HVAC—by acquiring
the 41-store Mingledorff’s operation, and it also bought lumberyards for
the first time. Meanwhile, SRS units GMS, Heritage Landscape Supply,
and Heritage Pool Supply all have made purchases since Jan. 1. All told,
SRS has grown by roughly 70 branches.

2026 Construction Supply 150
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Updated Top 20 CS150

Here's how acquisitions in late 2025 and early 2026 are affecting the C5150's top 20 members.

Current

CS150 Revised

Rank
1.
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2025 sales
Company/City/State ($ millions)

The Home Depot, Atlanta, GA * $164,683.0
Lowe's, Mooresville, NC * $86,286.0
ABC Supply, Beloit, WI $20,200.0
X0, Greenwich, CT * $9,536.8
Ferguson, Newport News, VA * $16,091.0
Builders FirstSource, Irving, TX $15,190.6
Sherwin-Williams, Cleveland, OH * $13,605.9
Menards, Eau Claire, W * $12,902.2
Harbor Freight Tools, Calabasas, CA * $8,200.0
US LBM Holdings, Atlanta, GA $6,800.0
84 Lumber, Eighty Four, PA $5,900.0
SiteOne Landscape Supply, Roswell, GA $4,704.8
Floor & Decor, Atlanta, GA $4,6841
Carter-dones Lumber, Kent, OH $2,725.1
Tractor Supply, Brentwood, TN * $2,328.6
Gulfeagle Supply, Tampa, FL * $2,203.0
UFP Industries, Grand Rapids, Ml * $2,003.8
Lansing Building Products, Richmond, VA $1,549.2
Northern Tool + Equipment, Burnsville, MN * $1,523.0
Sutherland Lumber, Kansas City, MO * $1,320.2
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With
Changes

$170,036.3 <— Added full year of GMS
$92,486.0 «— Added full year of FBM

$20,200.0
$17,517.5
$16,091.0
$15,190.6
$13,605.9
$12,902.2
$8,200.0
$6,800.0
$5,900.0
$4,704.8
$4,684.1
$2,7251
$2,328.6
$2,203.0
$2,003.8
$1,549.2
$1,523.0
$1,320.2
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What Changed

<— Added TopBuild and
Kodiak (full impact
of Beacon includ-
ed previously)
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“ It's only been eight months and it's already
been a game changer. Less stress for my team,
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3\ April Hayes
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What’s the CS150’s Share of all LBM Sales?

We’re confident that nearly $425 hillion passed
through CS150 members’ cash registers last
year, but we’re far less certain as to how big
a share of the total market that is. When The
Home Depot bought SRS, it said its Total Ad-
dressable Market was $1 trillion. That TAM
stayed at $1 trillion when The Home Depot an-
nounced the GMS purchase, but when its SRS
unit bought Mingledorff’s earlier this year, The
Home Depot said entering the HVAC sector
raised its TAM to $1.2 trillion. Meanwhile, by the
time Lowe’s had finished purchasing Artisan
Design Group and Foundation Building Materi-
als, it said its TAM in the “large pro” sector had
grown by $250 billion. In contrast, QX0 thinks
its TAM—including (so far) roofing, lumber,
components, insulation, and installation—is
about $800 hillion.

Of the tens of thousands of companies that
sell all types of building materials to all types of
users, the dealers in the Construction Supply
150 focus generally on companies that sell
building materials primarily to profession-
al remodelers and home builders as well as
DlYers. The line between pro- and retail-orient-
ed dealers is getting ever fuzzier: The Home
Depot now says it takes in 50% of its revenue
from pros, and at Lowe’s the estimate is 40%. A
big share of the materials C5150 members sell
involve the shell of the home: its frame, truss
supports, windows, doors, siding, and roof. In
arriving at a market size for this group, we have
strived when possible to separate unrelated
revenue. That’s why Tractor Supply’s revenue
includes only its tool sales and not pet food,
why Sherwin-Williams’ numbers are just for its
paint stores and not its manufacturing plant,
and why only Ferguson’s residential-related
revenues are recognized.

With that goal in mind, for overall revenues we
turned to the Census Bureau. We focused on
two sets of numbers: Annual sales by retail
building material and supplies dealers (includ-
ing home centers, lumberyards, paint stores
and hardware stores); and annual sales by
wholesale lumber and construction supply
stores. Theretailgroup recorded $415.86 hillion
in sales last year, while the wholesale group
collected $212.7 hillion, for a total of $628.56
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Rest of NAICS 444

The Home
Depot

and wholesale

Total Market
$629 hillion

13.7% | owe's

9.3% ABC Supply
Rest of C5150 $~2.6% Ferguson
84 Lumber 0.9% 2.4%Builders
. FirstSource
11%

Foundation 1.0% 2.2% Sherwin-
Building Materials Williams

i 2.1% Menards
US LBM Holdings 1.3% 1.5% o

Harbor Freight Tools QX0

billion. Not all building material dealers may be getting
their revenues counted properly under these two cat-
egories because the Census Bureau might have clas-
sified them as other kinds of companies; for instance,
various Builders FirstSource operations have a slew of
identities under the North American Industrial Clas-
sification System because of variations in how they
identified themselves when they were created. But the
smaller a dealer you are, the more likely Census has
you classified right, so including the numbers for some
of the higgest dealers should help reduce that identity
problem.

As a result of those calculations—and keeping in mind
the huge variations in TAM cited by acquirers—we’re
estimating the market size for CS150 purposes to be
nearly $630 hillion. A year ago, we estimated it was
$620 billion. That $10 bhillion increase works out to a
1.6% gain, which isn’t much different from the infla-
tion-driven 1.4% increase this year’'s C5150 members
recorded for 2025.
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CS150’s
Performance vs. KPIs

Changein'25

from '24

CS150 Sales 1.4%
CS150 Sales minus The Home Depot and Lowe's -1.2%
Single-Family Housing Starts, full year -71%
Multifamily Housing Starts, full year 18.2%
Remodeling Spending, full year 1.9%
Composite Lumber Price, annual average 6.3%
Consumer Price Index, December '24 to December '24 2.7%
Real Gross Domestic Product, full year 21%

Sources: CS150, Census Bureau (starts and CPI), Bureau of Economic Analysis
(GDP), Harvard Joint Center for Housing Studies (remodeling), Random Lengths
(lumber)

Total sales in 2025
for entire CS150

irscsisomnusromer. 2424 291

Depot and Lowe’s

- U,
=1.27
N
Total sales in 2025 for

entire CS150 minus The
Home Depot and Lowe’s

$173.28b
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Same-Store Sales Comp Sales Change How Top CS150 Member Companies

Company '25vs.’24 24 vs.’23

Acquisitions can make weak revenue numbers look CS150 members that 55% 249 Have Done Since 2020

didn't expand in 2025

:ii’éegtowr;tf;g#SphaDnL;/Idaisdoxﬁég’lsglzt?gl;l’iooanllsyogzeiis Tile Shop -2.8% 7.8% The C.onlstruction Sypply 1_5.0'8 membership changes_every year, bL!t a hefty number of cgmpanies have
stores that were in operation the full year before. On Floor & Decor 18% 71% beenin it from the_ first edition. I—!ere’s how 21 of the bigger companies have perflormed this decade. As a
a comp basis, 2025’s numbers show how slow busi- Westlake Ace Hardware _0.0% 07% group, their combined revenues jumped by 30%, but note that thg Qpnsumer Price Ind:ex rose 26% frgm
ness really was. On the other hand, many of 2025’s : : O" : o" Qecember 2@19 to.D(_acemberZ_OZS. Ranked by percentages, acquisition- and growth—prleqted compqn[es
comp declines weren't as bad as 2024’s, and in some UFP Construction 0.0% -2.2% !lke Foundation Building Materials and Flpor & Decor are among fthe Ieaders._The top six gainers specialize
cases they turned around. Product price inflation Lowe's 0.2% -27% in produgts other than. lumber. I\/Ieanv_vhlle, The Home Depot might seem like a Iaggfard Wlth. only a 35%
probably helped. Ace Hardware affiliates 0.2% -0.3% revenue increase, but in dollar terms it grew nearly as much as all the others combined. This is the last

time you’ll see four of the companies on this list. Foundation Building Materials, TopBuild, GMS, and Kodiak

The Home Depot 0.3% -1.8% L X .
SitaOne Land - 0% 0% Building Partners all have been or are being acquired.
iteOne Landscape Supply .0% -1.0%
Tractor Supply 1.2% 0.2% % Growth Revenues (millions)
0

Sherwin-Williams Paint Store 17% 17% Company Name '20to'25 2025 2024 2023 2022 2021 2020
Sl Foundation Building Materials ~ 347.4%  $6,200.0  $3,040.0  $37440  $2,9400 $26540  $1,385.8
Great Lakes Ace Hardware 3.6% 0.7% . .

Service Partners (TopBuild) 225.8% $2,523.3 $2,340.8 $2,268.3 $2,061.8 $1,271.7 $774.6

GrUWth Plans (Fsg?;i;ﬁtgl’t;ﬁs;ises 1459%  $16,091.0  $15248.0 $14,533.0 $147955  $11,853.5 $6,542.6

As hard as things are, construction supply dealers remain an optimistic lot. Ninety-five of the 111 CS150 Floor & Decor Holdings 931% $4,6841 $4,4558  $44139  $42645  $34335  $24258
members that gave forcasts said their sales will rise in 2026, while seven were neutral and just nine were GMS 70.6% $5,353.3 $5,593.0 $4,745.8 $4,580.5 $3,688.1 $3,137.5
negative. Fifty-nine of the 111 predictions were within 5 percentage points up or down. In addition, three- ABC Supply 66.9% $20,200.0 $20,700.0 $20,400.0 $18,500.0 $14,700.0 $12,100.0
pft|25| of th_e respgr_wdents wirelfpl?nnln%to bl}lfy other dealer_s, nearly half were thinking of opening a green- Riverhead Building Supply 60.9% $643.0 $624.0 $637.0 $673.0 $555.0 $399.7
ield location, and just over ha anned to offer a new service.
50 ’ J b US LBM 59.4% $6,800.0 $7,800.0 %$8,210.0 $11,476.0 $9,220.0 $4,265.1
Ganahl Lumber 58.7% $797.0 $792.3 $756.0 $782.0 $667.0 $502.3
Lansing Building Products 56.2% $1,549.2 $1,511.0 $1,514.3 $1,561.0 $1,300.0 $991.7
59.6% Carter-dJones Lumber 55.7% $2,725.1 $2,661.0 $2,690.0 $3,100.0 $2,565.0 $1,750.0
L0
o 49.4% 50.6% Kodiak Building Partners 45.6% $2,571.6 %$2,988.5 $2,824.2 $3,208.5 $2,490.5 $1,766.6
o Beacon Building Products 43.1% $9,536.8 $9,763.2 $9,842.9 $8,160.4 $6,602.1 $6,665.3
8
T 40 The Home Depot 34.8% $164,683.0 $159,514.0 $140,083.0 $144,840.0 $138,920.0 $122,158.0
[eh]
é 84 Lumber 25.5% $5,900.0 $6,263.0 $6,306.9 $8,754.3 $7,865.4 $4,700.0
g Builders FirstSource 18.7% $15,190.6 $16,400.0 $17,100.0 $22,700.0 $19,900.0 $12,800.0
E UFP Industries (Construction) 18.2% $2,003.8 $2,113.8 $2,161.1 $3,143.9 $2,698.4 $1,695.7
i PARR 121% $720.0 $766.6 $776.3 $1,045.0 $991.0 $642.5
©
ol
o . . McCoy's Building Suppl 12.0% 1,202.2 1,245.3 1,283.6 1,689.2 1,423.6 1,073.8
o 20 Add Greenfield Acquire Other Offer New i Sl ° $ 3 $ 3 $ 3
E LDCE]UDnS Compar“es Ser\nce Lowe's 21% $86,2880 $83,874D $86,377O $92,D]OO $90,3480 $84,5030
£ Menards 0.5% $12,902.2 $12,870.0 $12,998.0 $13,574.9 $13,140.0 $12,840.0
18}
g -89 Total revenues and % gain 30.2% $368,562.2 $360,364.3 $343,665.3 $363,860.5 $336,286.8 $283,120.0
i
E
g IIIIIIIIIIIIIIIIIIIIIIIII|||||““““““““““““
- I— T
5 “llll
o
o
o Every Responding Dealer (771)
S}
L
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Lumber’s Waning Impact

One of the most underreported factors in hig-
box sales involves how important lumber is to
their revenues. At The Home Depot, it's 6.9% of $15,000
all revenues, and at Lowe’s, it’s 7.7%. Thus, when

lumber prices gyrate, they’re affected: In 2023,

the roughly 48% slump in framing lumber prices

from the previous year accounted for more than

a third of The Home Depot’s revenue drop that  g10,000
year and a quarter of Lowe’s decline. But prices
are much more stable these days, so the impact
on the big boxes was much less. Theoretically,
the slightrise in lumber prices in 2025—to $425
per thousand board feet from 2024’s $400,
according to Random Lengths—should have
helped the big boxes as well as Builders First-
Source. But any minor gain in price was over-
whelmed by a decline in business. Less demand
led to lumber and sheet goods accounting for a

$5,000

Revenues from Lumber 2022-2025

B 2025
I 2024

2023

2022

guarter of BFS’ 7.4% overall sales drop in 2025. Home Depot

Composite Lumber Framing Prices, 2022-2025

$1,000

$500

Price

$0

Lowe's BFS*

Lumber Lumber

Lumber
Change Impact Impact
o on 2025 on 2024
as % of
Total Total
All Sales
Sales Sales
Change

Change Change

Lumber Lumber I:L)g:n$_ % All Sales All Sales Change-
2025 2024 ’ 2025 2024 All Sales

L L Change Change - . -
(millions) (millions) . (millions)  (millions) (millions)

(millions)

HD $11,391 $11,762 -$371.0 -3.2% %$164,683.0 $159,514.0 $5,169.0
Lowe's $6,680 $6,723 -$43.0 -0.6% $86,286.0 $83,674.0 $2,612.0
BFS* $3,876 $4,192 -$315.9 -7.5% $15,190.6 $16,400.5 -$1,209.9

*Both lumber and sheet goods
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7.2% 0.6%
1.7% 101% 257%
26.1% 1.0% 68.4%
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Discover the Commodity Buying Platform
Your Competitors Don’t Want You to Know About

BuyMetrics® Al-enabled procurement platform
turns timely data into actionable insights. It au-
tomatically scores and ranks vendor offers for
both price and value, pointing you to the best
deals. Procurement cost savings flow directly to
the bottom-line, even when the selling price re-
mains constant.

BuyMetrics automated data capture provides
exclusive intelligence into products and mar-
kets, turning granular data into timely insight.
Many clients put this exclusive market intel to
work on the sell-side as well as the buy-side,
sharing it the humans and software responsible
for setting bid/sell prices. In a turn & earn indus-
try, that’s a double win for margin management.

Automate Your

Workflow
Leverage Embed
Knowledge Intelligence
Capture
Data

Market Proven

For decades, BuyMetrics has been the trusted part-
ner of LBM dealers, distributors, and manufacturers.
Today it serves firms large and small, including every
vertically integrated builder and building material for-
est products distributor in the Fortune 500. Founded
by a 3rd-generation lumber dealer, BuyMetrics skill-
fully blends the nuances and idiosyncrasies of lumber
buying with state-of-the-art technology.

Al Improved

BuyMetrics understands the complexity, optionality,
and volatility of lumber products, It also understands
what Al needs to work best. Thus, BuyMetrics was
built from the ground up using multi-parameter, at-
tribute-based data. It’s reliable, accountable, and ex-
plainable.

BuyMetrics optional-to-use Al interfaces provide a
private and secure environment for buyers to safely
learn how to use Al in their workflow, with their prod-
ucts, and with their vendors.

BuyMetrics’

Knowledge is a Sustainable
Competitive Advantage

Take a 60-day risk-free trial to see how BuyMetrics® can improve your ROI:
www.buymetrics.com/CS150trial


https://www.buymetrics.com/CS150trial

Dealer Consolidation in The Home Depot Era

Building material dealers have worried about in-
dustry consolidation for decades; back in 1957,
American Lumberman magazine warned dealers
about the rise of a fast-growing operation called
Wickes. Today, the acquisitions of giants such as
SRS, Beacon, GMS, and Foundation Building Ma-
terials have reignited fears that independents are
going the way of the dodo. It’s time to provide his-
torical context.

AMERICAN"
LUMBERMAN

What Happens When a

CASH & CARRY GIANT
Enters Your Market

The story of Wickes Lumber Co. and its impact on other yards PACE 46
including editorial by Art Hood: “"Who's Afraid of the Big Bad Wolf?"

LBM dealers vary so much in size and style that
there’s no generally agreed-upon number of how
many dealers are operating today. Nor is that num-
ber of much use if you really care only about sellers
of a particular product, such as lumber or roofing,
or you’re trying to separate builders from remodel-
ers from maintenance people from home flippers
from DIYers. In addition, the federal government’s

2026 Construction Supply 150

data on dealers is both incomplete and murky.

All that said, the federal data at least provides long-
term perspective involving the full array of dealers
that sell to pros. From those numbers, you can con-
clude:

* The number of building material dealers has
shrunk nearly 45% since 1978. Still, tens of
thousand remain.

* We’re not consolidating into a few giants, but we
are dividing between the whales and the min-
nows with fewer mid-sized companies in be-
tween.

* For both firms and store counts, the rate of con-
solidation sped up each decade since the arrival
of The Home Depot in 1978. This decade’s num-
bers—for which we only have data up to 2023—
ultimately could reverse that trend.

Even as company and establishment counts
dropped, the number of employees rose. This
suggests that we have bigger, more diverse
companies today.

* Nevertheless, two-thirds of dealers have fewer
than 10 employees.

We’re basing these conclusions mainly on U.S.
Census Bureau reports, particularly its Business
Dynamics Statistics for companies its classifies as
Building Material and Supplies Dealers. This desig-
nation (number 4441 under the North American In-
dustrial Classification System) includes home cen-
ters, lumberyards, specialty dealers, home centers,
paint stores, and hardware retailers. It doesn’t cov-
er every pro or retail yard, because dealers have
self-identified themselves using a variety of NAICS
codes. But it’'s comprehensive enough to give a
sense of change over the years.

The latest Census Report has data from 1978 to
2023, so it ranges from the year The Home Depot
was born to just before the latest megadeals took
place.

(continued, next page)
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Dealer Consolidation in The Home Depot Era (continued)

M Firms
60,000
50,000
B |‘||||“““‘|
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First, the number of companies (Census Bureau refers to them as “firms”) definitely has declined.

B Establishments O Employees
75,000 1,500,000
70,000 O I]1,300,000
O |
oo
D O
100,000
65,000 =
60,000 900,000
55,000 | | | | | 700,000
50,000 I I I I I I I 500,000
9 9 g 8 g

The decline for the number of establishments hasn’t been as steep, in part because the growth of The
Home Depot and Lowe’s, among others, was counterbalancing the decline at legacy home centers and

dealers. In fact, employee counts rose as the number of firms and establishments fell.
(continued, next page)
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Dealer Consolidation in The Home Depot Era (continued)

20% . Firms . Establishments Employees

20%
10%

Estab- Em-

Firms lishments ployees

0% I. l- 1980s 2.4% 73%  24.9%

1990s  -13.8% -59% 23.6%

-10% 2000s -157% -8.8% 2.2%

2010s -21.5% -15.3% 10.7%

-20% 2020-  7.2% -23%  5.8%

1980s 1990s 2000s 2010s 2020-2023 2023

Viewed by decade, the pace does appear to be increasing. We don’t know yet whether the 2020s will con-
tinue or end that trend. The firms count won’t be affected much when a single giant company gets ab-
sorbed. And the branches count might not change much if the acquiring company plans to keep its hun-
dreds of new branches. Indeed, that seems to be the case, unlike past mergers of companies like BMC and
Builders FirstSource. By the way:BFS now is shedding underperforming branches it had to take in as part
of that acquisition.

Enterprise Size Firms % Total Establishments % Total Employment % Total
<5 Employees 15,665 43.10% 15,707 26.80% 30,130 2.10%
5-9 Employees 8,083 22.30% 8,219 14.00% 54,259 3.80%
10-19 Employees 6,247 17.20% 6,726 11.50% 83,766 5.90%
20-99 Employees 5,050 13.90% 7,869 13.40% 173,402 12.30%
100-499 Employees 913 2.50% 4,001 6.80% 103,759 7.40%
500+ Employees 364 1.00% 16,057 27.40% 964,863 68.40%
Total 36,322 100.00% 58,579 100.00% 1,410,179 100.00%

Source: 2022 Census Bureau Statistics of U.S. Businesses. Sum of NAICS codes 42331, 42333, and 4441 minus 44412

Here’s a different way to look at building materials companies. This table comes from the Census Bureau’s
Statistics of U.S. Business for 2022—the most recent year in that series. It includes numbers from NAICS
4441, but removes the paint stores. It adds numbers from two other NAICS classifications for wholesale
lumber and wholesale roofing and siding firms. It shows that nearly two-thirds of all these companies have
fewer than 10 employees. Meanwhile, 1% of all the firms have over a quarter of all the branches and more

than two-thirds of all the employees.
(continued, next page)
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Dealer Consolidation in The Home Depot Era (continued)

15%
m All Companies Establishments Exit Rate
A Em
- m-u n | [ | n | = . ]
| | |
[ | | | m u n | [ |
10% u a® n LR | ghh m |
0 u By g Tnm
] | Ng
s T e nE - n
n " | N .
n omg ]
[ ] [ . ] of [ |
| mE gm - a"
[ R ]
" n
_ | m B u [ |
5% L B [ |
B 4441 Establishments Exit Rate
o o o o o
e8] a (w] — 8V}
o)) o)) =) Q o
— - o o ™

Finally, another prediction and some comforting context. Businesses fail all the time; one report by the Bu-
reau of Labor Statistics says 20% of start-ups don’t last even one year. The chart above shows the Census
Bureau’s “Establishment Exit Rate,” a measure of the speed by which a location that was in business one
year is out of action during the next. Compared with U.S. business as a whaole, the exit rate for building ma-
terial dealers consistently is lower. It’s a big reason why so many dealers have lasted 100 years.

Share of Total CS150 Sales by Dealer/Group Revenues

Under $100 million 0.6%
$100 million to $999 million

$1 billion to $4.9 billion
The Home Depot

$5 hillion to $10 hillion [ 11.2%

Total Market
$424.25 hillion

Menards
3.2%
Sherwin-Williams Paint Stores
Builders FirstSource 3.8% 20.3%
4.8% Lowe’s

Ferguson

ABC Supply
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Profile: Catalyst Supply

rad Jacobs at QX0 isn’t the only per-

son who sees potential in combining

construction supply with installing what

it sells. Brian Alexander launched Cata-
lyst Supply at the end of 2020 with a business plan
to both sell and install windows, doors, and decks
in Minnesota’s Twin Cities. The company also sells
a bit of moulding but not commodity lumber. Alex-
ander’s team consists of 14 people, including eight
installers and two outside sales reps. Virtually all
its products and jobs involve remodeling.

“What caused me to enter was a refusal to accept
that COVID really was affecting the market the way
that it was at the time—allocations, laying people
off, record profits, lower service,” Alexander told
Webb Analytics. “It just seemed like the perfect
scenario for a supply house to do the exact oppo-
site”

Before launching Catalyst Supply, Alexander was a
contractor. “I knew it was hard to find good subs,”
he said. “So, if you could be that good option for la-
bor, then you’re a very important cog in the wheel. |
wanted to be that, and for other people be the sup-
ply option. Then we’d really be a catalyst for other
companies to increase their bottom lines and in-
crease their operational efficiency.” Today, he es-
timates that up to 95% of the jobs Catalyst does
are materials and installation combo deals, but
he wants that percentage to drop as he builds his
product sales.

Alexander decided to focus on installing windows
and decks in a territory that extends up to 75 miles
from its Coon Rapids, MN, headquarters. He pur-
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posely keeps his inventory small; for instance, the
only lumber he buys are the kinds suitable for deck
frames and surface boards. Being what he calls “a
project-based supplier” enables him to focus on
procuring what’s needed for jobs he’s engaged in
and not spend time trying to stock materials that
a contractor or DIYer might need at the spur of the
moment.

At the moment, Alexander is working 70 hours a
week, performing every management duty from
CEO to check-writer. He doesn’t even have backup
from his wife. She’s busy with their four children
aged 1, 3, 5, and 7, and she also runs a cafe restau-
rant in nearby Buffalo, MN.

So far, he hasn’t had any huge surprises, and he
has a slew of growth plans. “I’ve been punched in
the mouth,” he said, “and | smile back”

Copyright © 2026 Webb Analytics, LLC

SUBGROUPS

Bodies of Evidence

An X-ray reveals that, beneath our skin,
we’re made up of many different things:
Bones, muscles, blood vessels, nerve fibers
and more. X-raying the CS150’s subgroups
shows how different the various companies
are and thus how varied their performance in
2025 was.

For instance, as a group the CS150 members
increased their revenues by 1.4%. But lum-
ber-centric manufacturers went down 8.6%,
lumberyards with manufacturing 4.9%, and
lumberyards without manufacturing 0.8%.
Why? Because these firms rely heavily on
the new-home construction market. In con-
trast, specialty dealers like roofing, siding,
and drywall firms get a bigger share of their
sales from remodelers, so they’re a bit buff-
ered from homebuilding’s ill winds. Special-
ty dealers’ revenues as a group inched up
0.4% in 2025. And then there are hardware
stores and home centers. They have the
highest share of consumers in their mix, and
consumer spending last year continued to
rise, particularly among the wealthiest 20%
of Americans. This category also benefited
from the big boxes’ purchase of pro special-
ty dealers. The end result was a 3.0% sales
gain that accounted for virtually all of the
overall C5150’s climb.

Look, too, at the numbers for branches to see
which trees were flourishing. Collectively, the

number of branches owned by C5150 com= "

panies rose by 10%. But take away the Al
dreds of locations of pro dealers pt

Copyright © 2026 Webb Analytics, LLC

by The Home Depot and Lowe’s and you’ll
find all the other CS150 members increased
their collective branch count by just 2.5%.

Even within subgroups there were variations.
There was close to a 50-50 split in the num-
ber of lumberyards without manufacturing
that recorded a sales increase last year and
the number that fell. A similar split happened
in the home centers and hardware stores
category.

Finally, you need to consider size when exam-
ining these numbers. Lumberyards and lum-
ber-centric companies make up 70.8%o0f the
members of this year’'s CS150, but they ag .
count for only 12.3% of the total revenuessin’
contrast, only 11.1% of the CS150 member S are
home centers and hardware stores, bt QJ’ley
account for nearly 64% of all the revenue. TH &
Home Depot and Lowe’s alone provide tfl.earl /
59% of the C5150’s total revenue. l .,.
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Lumberyards with Manufacturing

Total Sales Change, Locations
Category CS150 (millions) 2025vs. atYear-end
Rank Rank Company, City, State 2025 2024 2024 20252024
1. 5. Builders FirstSource, Irving, TX $15,190.6 $16,400.5 -74% 580 590
2. 10. US LBM Holdings, Atlanta, GA $6,800.0 $7,800.0 -12.8% 449 443
3. 12. 84 Lumber, Eighty Four, PA $5,900.0 $6,263.0 -5.8% 320 320 - -
4. 17.  Carter-Jones Lumber, Kent, OH $2725]1 $2661.3  24% 185 182 Lum berya rds with Manufacturi Nng (continued)
5 18. Kodiak Building Partners, Englewood, CO * $2,571.6 $2,360.8 8.9% na K]
. Total Sales Change, Locations
B. 25. McCoy's Building Supply, San Marcos, TX $1,202.2 $1,245.3 -3.5% 91 92 Category CS150 (millions) 2025 vs. at Year-end
7. 28. PARR, Hillsboro, OR $720.0 $767.0 -6.1% 47 47 Rank Rank Company, City, State 2025 2024 2024 20252024
8. 30. Riverhead Building Supply, Calverton, NY $643.0 $624.0 3.0% 25 23 33. 75. Big C Lumber, Granger, IN $159.8 $161.3 -0.9% 19 19
9. 31. Mead Lumber, Omaha, NE $616.1 $622.4 -1.0% 54 53 34. 76. Yoder's Building Supply, Fair Play, SC $155.0 $149.8 3.5%
10. 35. Hammond Lumber, Belgrade, ME $472.0 $435.0 8.5% 34 22 35. 82. Jackson Lumber & Millwork, Lawrence, MA $136.3 $131.8 3.4%
11. 36. R.P.Lumber, Edwardsville, IL $414.0 $423.0 -2.1% 90 88 36. 84. The Lester Group, Martinsville, VA $130.0 $105.3 23.4% 6
12. 37. Mill Creek Lumber & Supply, Tulsa, OK $410.8 $413.6 -0.7% 38 33 37. 85. Your Building Centers, Altoona, PA $127.5 $136.1 -6.3% 23 23
13. 39. Sunpro, Spanish Fork, UT $393.2 $365.0 77% 24 17 38. 88. Beisser Lumber, Grimes, IA $109.9 $109.9 0.0% 3 3
14. 44.  Hancock Lumber, Casco, ME $325.2 $328.2 -0.9% 14 13 38. 90. The Detering Cos., Houston, TX $107.8 $103.3 4.3% 5 5
15. 46.  Franklin Building Supply, Boise, ID $308.0 $285.4 7.9% 19 17 40. 91. Advantage Lumber, Sarasota, FL $103.2 $97.4 6.0% 4 4
16. 47. Curtis Lumber, Ballston Spa, NY $300.6 $294.2 2.2% 23 23 41, 92. Garris Evans Lumber, Greenville, NC $100.2 $104.6 -4.2% 4 4
17. 48. HPM Building Supply, Keaau, HI $291.2 $255.0 14.2% 17 17 42. 95.  Arnold Lumber, West Kingston, Rl $96.9 $87.7 10.5% 5 4
18. 53. Lezzer Lumber, Curwensville, PA $228.0 $240.0 -5.0% 16 16 43. 97. Big D Lumber, Richardson, TX $93.3 $12.2 -16.8% 4 3
19. 54, Star Lumber & Supply, Wichita, KS $222.3 $185.7 19.7% 13 13 44, 99.  Wilson Lumber, Huntsville, AL $91.9 $120.5 -23.7% 5 4
20. 56. Guy C Lee Building Materials, Smithfield, NC $216.5 $230.4 -6.0% 10 10 45, 100. Wheelwright Lumber, Ogden, UT $87.5 $90.0 -2.7% 1 1
21 58. Spahn & Rose Lumber, Dubugue, |A $212.1 $203.0 4.5% 30 26 46. 102. Tindell's Building Materials, Knoxville, TN $841 $93.6 -10.2% 6 6
22. 60. Tibbetts Lumber, Lutz, FL $194.0 $223.0 -13.0% 12 N 47. 108. Gutherie Lumber, Livonia, Ml $65.9 $78.2 -15.7% 1 1
23. 62. Western Building Center, Kalispell, MT $185.9 $193.9 -4.2% 13 13 48. 109. Builders Supply, Lancaster, SC $64.2 $80.1 -19.9% 1 1
24. 65. Homer T. Hayward Lumber, Monterey, CA $180.0 $185.0 -2.7% 9 9 49, 110. Maximus Building Supply, Collierville, TN $63.8 $65.3 -2.2% 6 5
25. 66. Zuern Building Products, Slinger, WI $179.1 $159.9 12.0% 10 9 50. m. Louis J Grasmick Lumber, Baltimore, MD $59.5 $68.5 -13.1% 1 1
26. 67. Scherer Bros. Lumber, Minneapolis, MN $175.7 $167.0 5.2% 7 6 51. 13. Moynihan Lumber, North Reading, MA $55.2 $70.5 -21.7% 3 3
27. 68. Mans Lumber & Home, Trenton, Ml $170.5 $156.4 9.0% 8 6 52. 1M6. Henry Poor Lumber, Lafayette, IN $54.0 $61.0 -11.5% 3 2
28. 69. Honsador Lumber, Kapolei, HI $169.0 $154.0 9.7% 18 17 58, 122. Hamilton Building Supply, Hamilton, NJ $41.2 $40.3 2.2% 1 1
29. 71. Reliable Wholesale Lumber, Huntington Beach, CA $168.0 $168.0 0.0% 2 2 54, 124. Healdsburg Lumber, Healdsburg, CA $35.6 $36.7 -2.9% 2 2
30. 72. Harhin Lumber, Lavonia, GA $163.1 $162.0 0.7% 7 7 55. 126. Rise Lumber & Truss, Phoenix, AZ $34.2 $1.9 1664.2% 3 1
31. 73. Timberland Lumber, Brazil, IN $161.2 $156.1 3.3% 3 3 56. 133. Brown Lumber & Building Supply, Columbiana, AL $24.0 $26.0 -7.7% 2 1
32. 74. Belletetes, Jaffrey, NH $160.6 $162.7 -1.3% 10 10 57. 137. B & B Lumber, Wichita, KS $17.2 $15.3 12.4% 2 2

(continued, next page)
*See footnotes, page 13

*See footnotes, page 13
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Lumberyards without Manufacturing

Total Sales Change, Locations at
Category CS150 (millions) 2025 vs. Year-end

Rank Rank Company, City, State 2025 2024 2024 2025 2024
1. 27. Ganahl Lumber, Anaheim, CA * $797.0 $792.3 0.6% 12 12
2. 32. Matheus Lumber Company, Woodinville, WA $510.0 $530.0 -3.8% 13 12
). 40. Nation's Best Holdings, Dallas, TX $379.7 $384.0 -1.1% 64 64
4. 42.  Shelter Products, Milwaukie, OR $339.7 $351.9 -3.5% 6 5
5. 49.  Bliffert Lumber, Oak Creek, WI $283.6 $271.2 4.5% 15 14
B. 50. Koopman Lumber, Whitinsville, MA $264.9 $266.8 -0.7% 17 13
7. 52.  Stine, Sulphur, LA $232.6 $226.8 2.6% 13 13
8. 57.  TAL Building Centers, Vancouver, WA $216.0 $228.7 -5.5% 32 32
9. B1. Idaho Pacific Lumber, Meridian, ID $191.3 $246.4 -22.4% 1 1
10. 77.  McCray Lumber & Millwork, Overland Park, KS $151.0 $145.0 41% 7 7
11. 78. Russell Do it Centers, Alexander City, AL $140.5 $135.8 3.5% 10 9
12. 80. Graves Lumber, Copley, OH $138.1 $15.2 19.9% 1 1
13. 83. Talbert Building Supply, Roxboro, NC $133.2 $140.4 -51% 6 6
14. 86. Doug Ashy Building Materials, Lafayette, LA $123.9 $130.9 -5.3% 10 10
15. 87. Central Valley, Napa, CA $117.0 $131.0 -10.7% 9 9
16. 89. Cassity Jones Building Materials, Longview, TX $109.0 $113.0 -3.5% 9 9
17. 93. Blue Ridge Lumber, Blairstown, NJ $98.9 $97.9 1.0% 8 8
18. 94. Ashby Lumber, Concord, CA $97.3 $96.0 1.3% 2 2
19. 96. Randall Brothers, Atlanta, GA $96.0 $100.0 -4.0% 3 3
20. 98. HT Building Products, Dallas, TX $92.9 $52.7 76.2% 2 2
21. 101.  Southeast Building Supply Interests, Cullman, AL $87.0 $103.0 -15.5% 10 10

22. 103. Goldsboro Builders Supply, Goldsbaro, NC $74.6 $69.5 7.3% 5]

23. 104. Kellogg Supply, Manteo, NC $73.3 $72.0 1.8% 7

(continued, next page)
*See footnotes, page 13
s ORGILL % Py

BuyMetrics' |, rsoniE Higharc

LBM Advantage

2026 Construction Supply 150

Copyright © 2026 Webb Analytics, LLC

Lumberyards without Manufacturing (continued)

Total Sales Change, Locations at

Category CS150 (millions) 2025 vs. Year-end
Rank Rank Company, City, State 2025 2024 2024 2025 2024
24. 105. Bethel Mills, Bethel, VT $73.0 $71.0 2.8% 8 8
25. 106. Timberline Enterprises, Gloucester, MA $70.6 $66.5 6.3% B 5]
26. 107. Lummus Supply, Acworth, GA $66.1 $67.0 -1.3% 5 5
57 5. ]Icfc?ritll\lﬁgrdwood (Safrits Building Supply), Beau- $54.2 $53.3 17% 5 5
28. 7. LENCO Supplies, Buffalo, NY $52.0 $49.8 4.6% 4 4
28. 17. PC Building Materials, New Albany, IN $52.0 $50.0 4.0% 3 3
30. 120. Northwoods Lumber, Blackduck, MN $46.2 $40.6 13.8% 3 2
31. 121.  Morsches Builders Mart, Columbia City, IN $44.2 $45.8 -3.5% 5 5
32. 123. Kelly Bros Lumber + Design, Covington, KY $36.3 $30.1 20.3% 3 3
33. 125. National Lumber Company, Baltimore, MD $347 $40.7 -14.8% 3 2
34. 127. Dakota County Lumber, Farmington, MN $34.1 $29.6 15.2% 2 1
35. 128. Rycenga Building Center, Grand Haven, Ml $31.5 $28.0 12.5% 1 1
36. 130. Miller Wholesale Lumber, Tempe, AZ $25.1 $32.4 -22.3% 1 1
37. 132. Norcross Supply, Peachtree Corners, GA $24.1 $26.8 -10.2% 1 1
38. 136. Parks Lumber & Building Supply, Dahlonega, GA $17.5 $18.0 -2.8% 1 1
39. 137.  Tri-County Lumber, Clearwater, MN $17.2 $17.5 -2.0% 1 1
40. 141.  Denver Lumber, Denver, CO $9.3 $11.7 -20.2% 1 1
41, 142. Tri State Building Center, Sisseton, SD $8.5 $6.7 27.2% 1 1

Lumber-Centric Manufacturing Dealers

Total Sales Change, Locations at

Category CS150 (millions) 2025 vs. Year-end
Rank Rank Company, City, State 2025 2024 2024 2025 2024
1. 21. UFP Industries, Grand Rapids, M| * $2,003.8 $2,113.8 -5.2% 59 62
2. 34. Stark Truss, Canton, OH * $481.8 $600.3 -19.7% 14 15
3. 81. Structural Component Systems, Fremont, NE * $137.9 $160.4 -14.0% 4
4, 131.. ProTec Panel & Truss Manufacturing, Bremen, IN $24.2 $21.2 14.1% 1

*See footnotes, page 13
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Big-Box Advertising

The Home Depot spent $1.3 billion and Lowe’s
spent $978 million on advertising in 2025.

2023 2024 [ 2025

There's one thing the majority of the $1500

$1250
[ ) | [ ]
Industry s top dealers have in common... $1000
$750
$500
$250
[ ] [ ]
They partner with Orgill. 80
The Home Depot Lowe’s
Home Centers & Hardware Chains
Total Sales Change, Locations at
Category CS150 (millions) 2025 vs. Year-end
Rank Rank Company, City, State 2025 2024 2024 2025 2024
1. 1. The Home Depot, Atlanta, GA * $164,683.0 $159,514.0 3.2% 3,609 2,347
2. 2. Lowe's, Mooresville, NC * $86,286.0 $83,6740 31% 2,299 1748
3. Menards, Eau Claire, WI * $12,902.2 $12,870.0 0.2% 322 322
4, 19. Tractor Supply, Brentwood, TN * $2,328.6 $2,381.3 -2.2% 2,395 2,296
5. 24. Sutherland Lumber, Kansas City, MO * $1,320.2 $1,316.2 0.3% 51 49
6. 29. Westlake Ace Hardware, Lenexa, KS * $666.4 $631.2 5.6% 189 182
7. 33. Central Network Retail Group, Collierville, TN $488.3 $503.7 -3.1% 141 143
In today's market success means qutnering with 8. 41. W.E. Aubuchon, Westminster, MA * $353.9 $335.5 5.5% 135 128
r . 9. 51. Busy Beaver Building Centers, Coraopolis, PA * $233.0 $242.5 -3.9% 23 24
acom pqny that dellvers more than prOdUCtSO 10. 55. Great Lakes Ace Hardware, Farmington Hills, Ml * $218.2 $193.0 131% 79 77
1. 64. JC Licht, Addison, IL * $180.4 $182.8 -1.3% 64 65
From pricing strategy to assortment optimization, today's dealers face complex 12. 69.  Friedman's Home Improvement, Petaluma, CA $169.0 $180.0 -61% 6 6
challenges. Choosing the right partner to help navigate these realities is critical. 13. 79.  Rocky's Ace Hardware, Springfield, MA * $140.3 $1400 02% 50 50
That's why so many industry leaders choose Orgill—because we combine proven 14. 2. The Cool Hardware Company, Washington, DC $57.0 $53.0 75% 13 13
. . , . . .. ., 15. 19. Alamo Lumber Company, San Antonio, TX $51.8 $52.4 -1.2% 17 17
programs with a customized approach to each dealer’s business. This decision isn't
. . . . . 16. 140. Randall Lumber & Hardware, Taos, NM $10.7 $12.8 -15.9% 1 1
just about supply, it's about support. From flexible programs to ongoing guidance,
. . . . *See footnotes, page 13
Orgill helps dealers focus on what matters most: growing their business.
T H E
AN 2PICOR ) TOOLBX
GROUP

o ° Boise Cascade’ PENNSYLVANIA
OR G I L L Helping Our Customers Be Successful Since 1847 LuMBERMENS MUTUAL
Orgill.com/opportunity | 800-347-2860 Ext. 5141 | customerservice@orgill.com
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Sales Change by Business Emphasis

Lumberyard with Manufacturing

Lumberyard without Manufacturing

SpECiaIty DealerS Lumber-Centric Manufacturer
Category CS150 -r(Dn:?llliEc;)if)S ggggg\l/es, Lo\(ceztri?;nsdat Specialty Dealer
Rank Rank Company, City, State 2025 2024 2024 2025 2024
Home Center/Hardware Store
1 3. ABC Supply, Beloit, WI $20,200.0 %$20,700.0 -2.4% 1,119 1,00
2. 4 Ferguson, Newport News, VA * $16,091.0 $15,904.0 1.2% 1,746 1,773 All Types
&, 6. Sherwin-Williams, Cleveland, OH * $13,605.9 $13,188.0 3.2% 4,853 4,773
4. 8.  OXO,Greenwich, CT * $9,536.8  $9,8201 -2.9% 610 591 "10% "5% 0% 5%
5. 9. Harbor Freight Tools, Calabasas, CA * $8,200.0 $7,600.0 79% 1,635 1,525
B. 1. Foundation Building Materials, Santa Ana, CA * $6,200.0 $6,5000 -46% 375 317 Sales Change by Dealer Size
7. 13. TopBuild, Daytona Beach, FL * $5,409.1 $5,329.8 1.5% 200 200
8. 14. GMS, Tucker, GA * $5,353.3 $5,593.0 -4.3% 435 420 Mare than $10 billion
9. 15. SiteOne Landscape Supply, Roswell, GA $4,704.8 $4,540.6 3.6% 673 694
10 16.  Floor & Decaor, Atlanta, GA $4,684.1 $4,455.8 51% 275 256 $1 billion to $10 billion
1 20. Gulfeagle Supply, Tampa, FL * $2,203.0 $2,2549 -2.3% 130 130
12 22.  Lansing Building Products, Richmand, VA $1,549.2 $1,511.0 25% 17 18 $250 million to $1 billion
13 23. Northern Tool + Equipment, Burnsville, MN * $1,523.0 $1,500.0 1.5% 132 130 $100 million to $250 million
14 26. Richards Building Supply, Homer Glen, IL * $1,055.1 $1,026.6 2.8% 62 59
15 38. Frank Webb Home (F.W. Webb), Bedford, MA * $400.0 $392.0 2.0% 50 49 $50 million to $100 million
16 43. Tile Shop Holdings, Plymouth, MN * $336.8 $3471 -3.0% 140 142
17 45.  Erie Materials, Syracuse, NY $319.3 $3155 12% 10 10 Less than $50 million
18 59. Western Pacific Building Materials, Vancouver, WA $205.3 $2055 -01% 8 7 Al Types
19 63. Decks & Docks, Clearwater, FL * $182.0 $132.0 37.9% 55 40
20. 14.  ABSI, Oxnard, CA $54.5 $50.8 7.3% 10 9 -4% -2% 0% 2% 4% 6%
21. 129. Heister House Millwarks, Mt. Pleasant Mills, PA $26.3 $25.1 4.8% 2
22. 134. 365 Equipment & Supply, Des Plaines, IL $23.5 $16.6 411% 1 1
23. 135. ITC Millwork, Stallings, NC $22.2 $21.7 2.3% 3 3
24. 139. Split Rail Fence, Littleton, CO $14.8 $18.6 -20.4% 3 3
25. 143. Catalyst Supply, Coon Rapids, MN $2.9 $2.4 22.8% 1 1
26. 144. Beach Building Products, Jacksonville, FL $1.2 $1.8 -301% 1 1
Seefoomores paae 1S Increase in Branch

o Count: 2,278

Lowe’s o
BuyMetrics'  ,rsonE ORGILL e @ntage PN Higharc A 1 D ’ D /0
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Better. Stronger. Together.

Our Mission: To create a competitive advantage for our members
by leveraging their collective power.

www.lbmadvantage.com/new | 800-456-4300
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Canadian and Mexican Operations

Asin 2025, revenues that C5150 members took in from their Canadian
(and in The Home Depot’s case, Mexican) operations have been folded
into the overall CS150 numbers but are broken out here as well. U.S.
companies’ investments in Canada have waxed and waned in recent
years. The biggest changes involve Lowe’s, which sold its Canadian op-
erations in February 2023, dropped off this list for a year, and now is
back in because of one Foundation Building Materials store in Ontario
that it picked up when buying FBM. The Home Depot had been planning
to put a store in Fort McMurray, Alberta, this year, but now that opening
has been delayed until 2027.

Business Countries Non-US revenue
Emphasis™ with (US$ millions)
v Operations 2025 2024

C, M $12,513.0 $12,507.0
C $1,493.00 $1,440.0
C $737.3 $715.6
C $777.0 $686.9
C $691.3 $641.3
C $451.3 $470.5
C
C
C
C

Company Name

The Home Depot

Ferguson Enterprises (Wolseley Canada)

Sherwin-Williams

GMS

TopBuild

ABC Supply

QX0 (Beacon) $296.7 $276.9

$446.4 $574.1
$117.6 $113.5

Lowe’s $61.0 $0.0

TOTALS $17,584.7 $17,425.8

Foundation Building Materials

SiteOne Landscape Supply

H
S
s
s
s
s
s
S
s
H

TPrimary Business Emphasis:

S - Specialty Dealer (A company in which lumber is not its primary product. Examples are roofing, drywall, or siding specialists)

Change,
2025 vs.
2024

0.0%
3.7%
3.0%
13.1%
7.8%
-4.1%
7.2%
-22.2%
3.6%

0.9%

Locations at
Year-end

2025
324
227
263

45
20
25
22
27
21
1

H - Home center or hardware store that gets more than 50% of its revenues from retail customers

Footnotes

The Home Depot Figures are for fiscal years that included January 2026 and 2025. THD has 182 Canadian and 142 Mexican

locations. It opened two stores in Mexico in 2025.

Ferguson Enterprises (Wolseley Canada) Revenues are for fiscal years ended July 2025 and 2024 and represent all sales in

Canada, not just residential

Sherwin-Williams Revenues are estimates of Paint Store Group revenue and assume same per-store sales in Canada as in the

U.S. Note: Sherwin-Williams also has 86 stores in the Caribbean. They aren’t counted here.

GMS Revenues are for fiscal years ended April 2025 and 2024 and are drawn from GMS’ annual reports. GMS says 14% of its

FY2025 sales and 12% of its FY2024 sales are from Canada.

TopBuild Service Partners division only. 2025 revenues assumes same percentage gain in Canada as in the entire company.

ABC Supply Revenues are estimates that assume the same per-store sales in Canada as in U.S.

@X0 (Beacon) From Beacon’s annual report

2024
322
224
259

38
20
25
18
28
25
0

Foundation Building Materials Revenues are estimates and assume same per-store sales in Canada as in U.S.

SiteOne Landscape Supply Revenue based on SiteOne statement that less than 3% of 2025 and 2024 total revenues were from

Canadian operations. We’re assuming 2.5%.

Lowe’s Lowe’s acquisition of Foundation Building Materials included one store in Ontario. The revenue figure is from Lowe’s

annual report and doesn’t specify the source(s) of Canadian revenues.
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SALES

Digging Deeper

There’s no overarching theme, no single
culprit, that dominated what happened to
Construction Supply 150 members in 2025
except perhaps to say we had more of the
same. The share of dealers with sales gains,
no change, or declines was basically the
same in 2025 as in 2024, and there was
scant difference when you break results
down by dealer type. That said, there were
developments below the surface that will
change the C5150’s shape in coming years.

The first change involves the absorption into
The Home Depot, Lowe’s, and QX0 of some
very big companies. Results from TopBuild,
Kodiak Building Partners, Foundation Build-
ing Materials, Artisan Design Group, GMS,
SRS, and Mingledorff’s all will be merged
into next year’s numbers for the big boxes
and fast-growing QX0. That’s going to affect
their net sales numbers and other metrics.
At the same time, the independent dealers
who are on the list but haven’t made these
megadeals will look smaller in comparison.
And even smaller companies that aren’t on
the list yet could find a place in the bottom
third. Those smaller dealers often have dif-
ferent styles and priorities (see our profile of
Catalyst Supply), and that in turn will affect
what the CS150 tells us about ourselves.

The average CS150 branch took in $16.9
million last year, but branches at the top 20
companies took in $42.5 million apiece. That
$42.5 million also is the average revenue for
The Home Depot and Lowe’s branches now
that they’re expanding beyond home centers
to include pro dealerships.

As you would expect, sales per employee
might have averaged $421,168, but they var-
ied dramatically by type. The top 20 in this
category—a group that includes a lot of
broker-type lumberyards—posted per-em-
ployee averages nearing $1.1 million. Lum-
beryards without manufacturing topped all
groups at $674,240 per employee, while
hardware stores and home centers (exclud-
ing The Home Depot, Lowe’s, and Tractor
Supply) were at the bottom at $270,502
per worker. |In between were lumberyards
with manufacturing, averaging $547,431 per
employee; specialty dealers, at $579,898;
and |lumber-centric manufacturers, at
$428,094.m

2026 Construction Supply 150
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Sales Gains, Declines ’20-'25 Top Single-Location Dealers

sales decline no change I sales gain Primary Change,
CS150 business 2025 sales 2024 sales 2025 vs.
2020 | 8.7% 91.3% - 137 Dealers Rank  Company, City, State emphasist  ($ millions) (% millions) 2024
i idi - 0,
5021 o0, 98.0% - 147 Dealers B1. Idaho Pacific Lumber, Meridian, ID L $191.3 $246.4 22.4%
80. Graves Lumber, Copley, OH L $138.1 $115.2 19.9%
2022 | 6% 0.7% 93.3% - 140 Dealers .
100. Wheelwright Lumber, Ogden, UT M $87.5 $90.0 -2.7%
2023 | 75.3% - 113 Dealers e 23.3%- 35 Dealers 108.  Gutherie Lumber, Livonia, M M $65.9 $78.2 157%
2024 | 51.3% - 77 Dealers 2.0% e 46.7 % - 70 Dealers 109.  Builders Supply, Lancaster, SC M $64.2 $80.1 -19.9%
2025 | 47.9% - 69 Dealers 1.4%—» 50.7 % - 73 Dealers 1. Louis J Grasmick Lumber, Baltimore, MD M $59.5 $68.5 -131%
0% 20% 40% 60% 80% 100% 122. Hamilton Building Supply, Hamilton, NJ M $41.2 $40.3 2.2%
128. Rycenga Building Center, Grand Haven, Ml L $31.5 $28.0 12.5%
130. Miller Wholesale Lumber, Tempe, AZ L $25.1 $32.4 -22.3%
AVB ra e Sales Chal‘l e b Percent Df PI‘D CUStDmEI‘S 132. Norcross Supply, Peachtree Corners, GA L $24.1 $26.8 -10.2%
g g y 134. 365 Equipment & Supply, Des Plaines, IL S $23.5 $16.6 411%
In 2021 and 2022, when lumber prices skyrocketed, every one of these bars was positive—even the re- 136.  Parks Lumber & Building Supply, Dahlonega, GA L $17.5 $18.0 -0.89%
tail-oriented big boxes, largely becguse of all the V\{ood they sell. Three years ago,'afterlljlmber prices shaqk, 137.  Tri-County Lumber, Clearwater, MN L $17.2 $17.5 2.0%
every one of these bars was negative. Last year, like this year, the results are mixed, with the most heavily
) L . - . . 140.  Randall Lumber & Hardware, Taos, NM H $10.7 $12.8 -15.9%
pro-oriented dealers continuing to suffer from a sluggish homebuilding environment. The difference from
2024 is that this time, the home centers, hardware stores, and rural dealers that get less than 50% of 141. Denver Lumber, Denver, CO L $9.3 7 -20.2%
their sales from pros saw an increase this year. Buying several enormous pro dealers and absorhing their 142.  Tri State Building Center, Sisseton, SD L $8.5 $6.7 27.2%
billions of dollars worth of revenues probably was a factor. 143.  Catalyst Supply, Coon Rapids, MN g $2.9 $20.4 o0 g
144.  Beach Building Products, Jacksonville, FL ] $1.2 $1.8 -30.1%

100%

90%-99%

80%-89%

70%-79%

60%-69%

50%-59%

<50%
-5.0%

Dealers with Sales
Increase: 73

890.7"
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CS150 Sales Gains, Declines by Subgroup

Specialty dealers continue to do better than their lumberyard peers when it comes to growing sales. For
the second straight year, 17 of the 26 specialty dealers rose, while the majority of lumberyards with manu-
facturing once again saw to sales decline. In contrast, lumberyards without manufacturing and the home
center/hardware group both returned to the plus side.

sales decline/no change . sales gain
Lumberyards with Manufacturing 32
Lumberyards without Manufacturing 20
Manufacturing-centric Lumber Dealers 3
Specialty Dealers 9
Home Centers/Hardware Stores 7

Number of Dealers

Sales by Business Emphasis

Ask a lumberyard manager and a roofing or drywall manager to identify their key customers, and you can
expect the lists will vary dramatically. Of this year’'s CS150 members who identified themselves as lum-
ber-oriented, single-family custom builders represented double the source of customers than specialty
dealers listed. On the other hand, specialty dealers on average said remodelers represented 27% of their
customers, while lumberyards said remodelers amounted to only 15.1% of their business. The shares were
relatively similar for single-family production and multifamily sales.

Lumberyards Specialty Dealers
with and without manufacturing
Single-family
Single-family QOther custom
Other custom 1.2%
2.1% \.
19.4% Single-family
Consumers production
Consumers
11.2% )
10.3% ’ 12.9%
Multifamily
15.9%
Remodeling o Remodeling
HE 15.9%
Single-family
Commercial production ,
Multifamily Commercial
n=88 n=23
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Sales by Customer Type and Dealer Size

CS150 members’ customers vary
dramatically in terms of the custom-
ers they serve. Many say over 95%
of their customers are pros, others
say over 95% of their buying public is
consumers. And those members also
vary dramatically in size. So, how much
revenue does the collective CS5150 get
from various sources? If you take the
131 survey respondents who broke
down their customers by percentage
of revenue, and then multiply those
percentages by their total sales, the
pie chart shows what you get. Collec-
tively, the responding CS150 members
get a higger share of their collective
revenue from production and mul-
tifamily builders than they do from
custom builders, and virtually as much
from remodelers as they do from all
forms of homebuilders put together.  100%
Naturally, this kind of pie chart tends

to emphasize the biggest companies

on the list. When you average out the

responses the CS150 members gave

without weighting them by dollars, the 80%
average revenue from custom builders

0,
was over 31%. Other

Installed sales
Remaodeling 60%
Commercial

[ Multifamily

Single-family production

B single-family custom 40%

20%
Dealers
with Sales
Decrease: 69 0%

47.9*

Consumers

Other 0.2% ) )
Single-family custom

8.3% Single-family
9.5% production
. 0

39.8%
Multifamily

8.2% Commercial

Remodeling

n=139

>$1b $250m $100m < $100m All

to$1b  to $250m

Copyright ® 2026 Webb Analytics, LLC 2026 Construction Supply 150



Top 20 Ranked by Sales per Employee

LBM operations that are more broker than dealer traditionally do best in this ranking, with specialty deal-
ers and manufacturing operations trailing. The top 20 here averaged nearly $1.1 million per employee. The
Home Depot and Lowe’s averaged $392,507 per employee; it’ll be interesting to see how those averages
change as the big boxes fully absorb their recent pro-oriented acquisitions. Remove The Home Depot and
Lowe’s plus Sherwin-Williams from the list and the 141 CS5150 companies remaining averaged $475,961in
sales per employee. That’s only half as much as the top 20 but more than twice as good as the average
hardware store.

Average Sales Per Branch
for Top 20 in this category

Average Sales per Branch
for all CS150 members

42.5m %16.9m

2025
CS150 Sales Sales/
Rank Company (millions) Employees Employee
Top 20 Ranked by Sales per Branch 126.  Rise Lumber & Truss, Phoenix, AZ $34.2 9  $3799,961
Single-branch and broker-oriented dealers usually star here, and that’s the case again. But this list also 42.  Shelter Products, Milwaukie, OR $338.7 102 $3,330,035
has one big difference from last year. Because The Home Depot and Lowe’s have added hundreds of new 32. Matheus Lumber Company, Woodinville, WA $510.0 172 $2,965,116
locations apiece as a result of acquiring big pro operations, their per-branch sales have fallen because B1. Idaho Pacific Lumber, Meridian, ID $191.3 70 $2732,215
those new pro branches do nowhere near as much business per branch as a honjg cente.r outlet. Th,us, at 136, Parks Lumber & Building Supply, Dahlonega, GA $17.5 10 $1750,000
The Home Depot, the per-branch average is down to $45.6 million from $68.0 million, while at Lowe’s the - U ——— P v Gl SEELEE
average fell to $37.5 million from $47.9 million. But even with the added weight of those new stores, both : Hiiding Froducts, Dallas, : 72685,
still are in the Top 20 among all CS150 companies. 8. OX0, Greenwich, CT * $9,536.8 7,794  $1,223,608
_ Sales/ 80.  Graves Lumber, Copley, OH $1381 15 $1,200,739
CS150 2025 Sales Locations Branch
Rank Company (millions) 2025 (millions) n4. ABSI, Oxnard, CA $54.5 46  $1,184,783
B1. Idaho Pacific Lumber, Meridian, ID $191.3 1 $191.3 120. Northwoods Lumber, Blackduck, MN $46.2 39 $1,184,182
80. Graves Lumber, Copley, OH $138.1 1 $138.1 97. Big D Lumber, Richardson, TX $93.3 79 $1,181,355
100. Wheelwright Lumber, Ogden, UT $87.5 1 $87.5 130. Miller Wholesale Lumber, Tempe, AZ $25.1 22 $1142,727
71.  Reliable Wholesale Lumber, Huntington Beach, CA $168.0 2 $84.0 134. 365 Equipment & Supply, Des Plaines, IL $23.5 21 $1118,438
27.  Ganahl Lumber, Anaheim, CA * $797.0 12 $66.4 100.  Wheelwright Lumber, Ogden, UT $87.5 80  $1,094,217
108. Gutherie Lumber, Livonia, Ml $65.9 1 $65.9 71. Reliable Wholesale Lumber, Huntington Beach, CA $168.0 160 %1,050,000
109. Builders Supply, Lancaster, SC $64.2 1 $64.2 m. Louis J Grasmick Lumber, Baltimore, MD $59.5 57  $1,043,932
1. Louis J Grasmick Lumber, Baltimare, MD $59.5 1 $59.5 3. ABC Supply, Beloit, W $20,200.0 20,000  $1,010,000
42.  Shelter Products, Milwaukie, OR $339.7 B $56.6 20.  Gulfeagle Supply, Tampa, FL * $2,203.0 2,210 $996,841
73. Timberland Lumber, Brazil. IN $-|8-|2 3 $537 73. Timberland Lumber, Brazil, IN $1612 169 $953,748
76. Yoder's Bu”dlng Supply, Fair Play, SC $1550 3 $5—I7 137. Tri-County Lumber, Clearwater, MN $17.2 18 $952,778
94 Ashby Lumber, Concord, CA $97.3 ) $48.6 Average for the 141 reporting CS150 members $410,159.8 973862 $421168
98. HT Building Products, Dallas, TX $92.9 2 $46.4 Average for top 20 $55999.4 51240 $1088350
1 The Home Depot, Atlanta, GA * $164,683.0 3609 $45.6 Average for The Home Depot and Lowe's $250,969.0 639400 $392507
122 Hamilton Building Supply, Hamilton, NJ $41.2 1 $41.2 Average for all reporting (excluding Home Depot, Lowe's, and Sherwin Williams) $15971390.8 334,462 $475,9617
7. Menards, Eau Claire, Wl * $12,902.2 322 $40.1
32. Matheus Lumber Company, Woodinville, WA $510.0 13 $39.2
2. Lowe's, Mooresville, NC * $86,286.0 2,299 $37.5 AVE rage Sa|es
88. Beisser Lumber, Grimes, IA $109.9 3 $36.6 =
Per Employee minus HD,
81. Structural Component Systems, Fremont, NE * $137.9 4 $34.5 b = i
A 5150 Membors gazazess  2m097 169 Average Sales Per Employee Lowe’s, Sherwin-Williams
Top 20 $2670876 6287 $425
Top 20 Minus The Home Depot and Lowe's $16,118.6 379 $425

*See footnotes, page 13
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Top Percentage Sales Changes A/ ; N Average Sales Change by

by CS150 Members that Expanded in 2025 R -, CS150 Members that
. 4 " Didn’t Expand (or -Shran

In our economy these past two years, having more branches is no guarantee you’re going to generate more

sales. In this year’'s CS150, only 33 of the 54 operations that grew locations reported an increase in sales. : e e - Locations in 2025
Last year, it was 35 of 59. The percentage leaders in this category included quite new dealers (Rise Lum- ' 2 e 2 T ‘ ;
ber & Truss), smaller dealers (Dakota County Lumber), fast-growing operations (Decks & Docks, Harbor : e . ; o L
Freight Tools, and Floor & Decor), and hardware store chains (Great Lakes Ace and W.E. Aubuchon). S5 ' o
Total Sales Change, Locations at .
CS150 (millions) 2025 vs. Year-end e P o) o
Rank Company, City, State 2025 2024 2024 2025 2024 - SN & :
126. Rise Lumber & Truss, Phoenix, AZ $34.2 $1.9 1664.2% 3 1
63. Decks & Docks, Clearwater, FL * $182.0 $132.0 37.9% 55 40
127. Dakota County Lumber, Farmington, MN $34.1 $29.6 15.2% 2 1 Top Percentage Sales Changes
131. ProTec Panel & Truss Manufacturing, Bremen, IN $24.2 $21.2 14.1% 3 1 . ; .
120. Northwoods Lumber, Blackduck, MN $46.2 $40.6  13.8% 3 2 by CS150 Members that Didn’t Expand in 2025
55. Great Lakes Ace Hard F ington Hills, Ml * 218.2 193.0 13.1% 79 77 . .
reatla _es_ cenar Ware’_ armington Ries, 3 3 ° Two years ago, only 19 of the CS150 respondents that hadn’t added locations reported a sales increase.
B6. Zuern Building Products, Slinger, Wi $1791 $159.9  12.0% 10 9 Last year, 30 members of that class did. In this year’s class, the list has grown to 36. Dealers on the bottom
95. Arnold Lumber, West Kingston, Rl $96.9 $87.7 10.5% 5 4 third of the CS150 tend to do well in this category, but this year’s group is much more diverse. Note how
B9. Honsador Lumber, Kapolei, HI $169.0 $154.0 9.7% 18 17 only three of the 20 come from Texas and Florida.
Total Sales Change, Locations at
68. Mans Lumber & Home, Trenton, Ml $170.5 $156.4 9.0% 8 6 CS150 (millions) 5025 vs. Year-end
18. Kodiak Building Partners, Englewood, CO * $2,571.6 $2,360.8 8.9% 14 13 Rank Company, City, State 2025 2024 2024 2025 2024
35. Hammond Lumber, Belgrade, ME $472.0 $435.0 8.5% 34 22 98. HT Building Products, Dallas, TX $92.9 $52.7 76.2% 2 2
46. Franklin Building Supply, Boise, 1D $308.0 $285.4 7.9% 19 17 134. 365 Eguipment & Supply, Des Plaines, IL $23.5 $16.6 411% 1 1
9. Harbor Freight Tools, Calabasas, CA * $8,200.0 $7,600.0 79% 1635 1,525 142. Tri State Building Center, Sissetaon, SD $8.5 $6.7 27.2% 1 1
39. Sunpro, Spanish Fork, UT $393.2 $365.0 7.7% 24 17 84. The Lester Group, Martinsville, VA $130.0 $105.3 23.4% 6 6
114.  ABSI, Oxnard, CA $54.5 $50.8 7.3% 10 9 143. Catalyst Supply, Coon Rapids, MN $2.9 $2.4 22.8% 1 1
29. Westlake Ace Hardware, Lenexa, KS * $666.4 $631.2 5.6% 189 182 123. Kelly Bros Lumber + Design, Covington, KY $36.3 $30.1 20.3% 3 3
41.  W.E. Aubuchon, Westminster, MA * $353.9 $335.5 5.5% 135 128 80. Graves Lumber, Copley, OH $138.1 $115.2 19.9% 1 1
67. Scherer Bros. Lumber, Minneapolis, MN $175.7 $167.0 5.2% 7 6 54. Star Lumber & Supply, Wichita, KS $222.3 $185.7 197% 13 13
16. Floor & Decor, Atlanta, GA $4,6841 $4,455.8 51% 275 256 48. HPM Building Supply, Keaau, HI $291.2 $255.0 14.2% 17 17
*See footnotes, page 13 128. Rycenga Building Center, Grand Haven, Ml $31.5 $28.0 12.5% 1 1
137. B & B Lumber, Wichita, KS $17.2 $15.3 12.4% 2 2
112. The Cool Hardware Company, Washington, DC $57.0 $53.0 7.5% 13 13
103. Goldshoro Builders Supply, Goldshoro, NC $74.6 $69.5 7.3% 6 6
. . . o
Average Growth 106. Timberline Enterprises, Gloucester, MA $70.6 $66.5 6.3% 6 6
91. Advantage Lumber, Sarasota, FL $103.2 $97.4 6.0% 4 4
by CS1 50 M embers that 129. Heister House Millworks, Mt. Pleasant Mills, PA $26.3 $25.1 4.8% 2 2
- - . 0,
Expanded LDCHtIDI‘IS in 2025 117.  LENCO Supplies, Buffalo, NY $52.0 $49.8 4.6% 4 4
o 90. The Detering Cos., Houston, TX $107.8 $103.3 4.3% 5 5
/o 77. McCray Lumber & Millwork, Overland Park, KS $151.0 $145.0 41% 7 7
116 PC Building Materials, New Albany, IN $52.0 $50.0 4.0% 3 3
. *See footnotes, page 13
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Outside Sales Reps as Percentage of All Staff

We’re told The Home Depot now has 1,000 sales reps pursuing pro business, but for the most part Home
Centers aren’t known for having OSRs. Rather it’s at lumberyards where you are more likely to see them
on staff as separate entities from the general manager and operations manager. At specialty dealers, the
store manager is likely to also be the main sales rep. Specialty dealers also have a higher percentage of
remodeling customers who tend to go to the store rather than have reps come to them. Those are two rea-
sons why the percentage of 0SRs in specialty firms is lower.

All

Lumberyards w/ Manufacturing

Lumberyards w/o Manufacturing

Specialty Dealers

Sales per Employee by Company Type

Lumberyards without Manufacturing
Lumberyards with Manufacturing
Lumber-Centric Manufacturers
Specialty Dealers

Home Centers and Hardware Chains
Home Centers and Hardware Stores

excluding Home Depot, Lowe's,
and Tractor Supply

2026 Construction Supply 150

$674,270
$547,431
$428,094
$579,898
$371,269

$270,502
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PRODUCTS & SERVICES

Doubling Down on DIFM

Dealers are the English butlers of the home-
building and remodeling world: Rarely
thought of, yet indispensable. This is becom-
ing increasingly true as dealers’ counter-
parties become increasingly less capable of
doing the necessary construction and fix-it
work. In past years, you saw this in the take-
off process, when a dealer would analyze a
builder’s plans and make sure it didn’t violate
building codes and the laws of engineering.
You also saw it in store aisles, when staffers
gave people advice on how to perform a task.
Now, more and more, that English butler role
is becoming more prominent and more ubiqg-
uitous.

You can see that evolution in the billions of
dollars that dealers are collecting these days
from installing the products they sell. Such
work brings in $7.69 hillion to the 86 CS5150
members who offer installed sales services;
that’s 11% of their total revenues. At one
startup we featured earlier in these pages,
Catalyst Supply, combination product sale
and install jobs are 95% of its business.

Builders are turning to dealers because they
want smart people to handle some of the
more complicated products that.get fitted
into homes, in particular doors, windows, and
cabinets. The builders like it partly because it
helps them avoid callbacks from faulty instal=
lations, but they also like it besause it helps
them get over the labor shortage."Now deal-
ers say they expect to expand their work sid-
ing, decks, and framing. That’s a sign some
dealers increasingly are“handling a bigger

share of the construction werk. @X0’s pur-

chase of TopBuild—a company known both
forselling insulation products and for install-
ing them—is merely the most prominent ex-
ample of what’s happening.

This trend is happening at the same time as
bigger building material dealers are creat-
ing more value-added products rather than
sourcing them from others. We’re at the point
where manufactured components like truss-
es, value-added services like door shops,
and custom services like millwork are brin-
ing dealers $15.83 hillion in revenue. That’s
more than a fifth of the group’s take. This is
particularly the case at bigger operations like
Builders FirstSource, US LBM, and 84 Lum-
ber. They’ve reached the point where they
have enough capital to own the plants them-
selves and reap the resultant profits, even if
they have to mothball those factories when
demand wanes.

On the remodeling side, The Home Depot and
Lowe’s collected $8.2 billion last year provid-
ing mainly third-party installation services.
And Ace Hardware Corp. makes hundreds of
millions from its Ace Handyman services. It's
clear that the Do it Yourself audience is shift-
ing to a Do it For Me mentality.

You could say the DIFM movement also is
going on inside CS150 members. Time was
when the outside sales rep was the most
likely person to do the material takeoff. Now
they are doing them far less often, because
an outside service has taken up the job. W
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Products Sold

Adhesives/caulks/sealants
Lumber (dimensional)
Lumber (treated)
Composite/PVC decking
Fasteners

Lumber (engineered)
Residential doors (interior)
Residential doors (exterior)
Molding/millwork

Deck railing

Windows

Treated wood decking

Tool accessories (blades, bits, etc.)
Housewrap

Lumber (panels)

Siding (fiber cement)

Hand and Power Tools
Concrete in bags

Locksets

Trusses and panels
(both sourced and made in-house)

Residential roofing products
Siding (engineered wood)
Insulation

Cabinetry

Drywall

Stair parts/systems
Columns

Rebar

Skylights and roof windows
Siding (vinyl)

Paints and stains
Commercial/steel doors

Countertops

(continued, next page)
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46.8%

45.5%
44.2%
43.5%

67.5%

67.5%
64.3%
63.6%

83.8%
78.6%
77.3%
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Fencing
Concrete block
Plumbing products

Electrical

Foundation/waterproofing
materials

Steel studs
Masonry

Ceiling/acoustical panels

Shelving and storage systems

Grills

Gutters

Lighting

Materials for docks and piers
Gardening equipment
Commercial roofing products
Stone veneer

Hardwood flooring

Closet and storage systems
Tile

Concrete pavers

Structural insulated panels
Hardscaping

Garage doors

Small sheds

Carpets

Live plants

Pole buildings

Agricultural/farm/
ranch products

Home appliances

Food/accessories
for household pets

Irrigation equipment
Fireplaces

HVAC

Stucco and EIFS
Home technology

Solar system materials

Copyright © 2026 Webb Analytics, LLC

40.9%
38.3%
37.0%
37.0%
37.0%
36.4%
35.7%
33.8%
31.8%
31.8%
31.2%
30.5%
29.9%
29.2%
29.2%
28.6%
27.3%
26.6%
25.3%
24.7%
22.1%
21.4%
21.4%
20.8%
20.8%
20.1%
19.5%
19.5%
18.2%
18.2%
14.9%
14.9%
14.3%

13.6%

5.8%
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Who Does Takeoffs

Five years ago, this pie chart was heavily
weighted toward outside sales reps, with
dealers saying OSRs handled takeoffs 47%
of the time. Now it’s 9 points lower, providing
evidence to the general belief that owners
want their OSRs to focus on customer rela-

What percent of the time
are the takeoffs done by...

Our Another
Sales Rep Staffer

tionships, not on what often amounts to pa-
perwork. Compared with 2021, there’s been
an 11-point increase in the share of takeoff
jobs handled by an outside service. The “oth-
er staffer” role has remained much more
consistent. Expect more evolution in these
numbers as software companies improve
their takeoff programs and contractors in-
creasingly have access to software that lets 29 .29,
them do their own takeoffs—sometimes
connecting directly to dealers’ product and
price databases.

Component Manufacturing Now and in the Future

These numbers haven’t changed much over the years, a sign that dealers are committed to either be in
the components business or stick to selling value-added materials created by others. For bigger dealers,
it makes sense to provide pre-hung doors and build trusses because these value-added products bring
bigger profits than one gets from simply selling a commodity. On the other hand, smaller dealers might
shy from anything besides custom millwork because running a truss plant or door shop can require a hefty

n=105 capital investment that needs to be running constantly to generate profits. That helps explain why several
big dealers have mothballed facilities recently as homebuilding activity remained stagnant.

An Outside Service

I Already Offer Future Plans to Offer

Do You Have
Employees Who Design...

Percent responding “yes.”

Pre-Hung Doors 29.3% —2.0%

Custom Doors el —1.3%

Kitchens Floor Trusses 22.0% 4.7%
Bathrooms Roof Trusses 22.0% 4.7%
Whole Houses Custom Millwork 19.3% —2.0%
Other Spaces Wall Panels 11.3% 4.7%
n=148 Stairs el e—0.7% Does your company manufacture compo-
nents, such as trusses or panels? Do you
Countertops N7 2.7% pre-hang doors or produce custom millwork?

If you do any of these, respond “yes.”

Windows il o— 1.3%
Custom Closets S — 1.3%
Yes 48.7% No 51.3%
Columns 6.0% 1150

Assembled Railings 4.0%
Concrete Forms |27

Garage Doors 2.0%

1.3%
*—0.7%

1.3%

Custom Log Homes

Metal Panels
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Installed Sales Now and in the Future
Share of CS150 Members That...

. Already Offer Have Future Plans to Offer
Entry doors [ &=Eeb/) — 2.0%
Windows | ==Eebz) — 2.0%

Interior doors =947 —2.0%
Countertops [ =Eebz)
K+B Cahinets | =]
Locksets [r=avA%
Molding/millwork [StEiAZ

Flooring [utefekz
o Doors, windows, countertops, and
< a | d e I"]TM Siding |RFEEH - 2.0% cahinets: They all require expertise to
Decking/railing [REXe 12 o 27y install properly if a builder wants to
avoid callbacks. That’s one reason why
Timeless Sty|e B = Framing | kR general contractors hire dealers to in-

stall materials they sell. Contractors

Carpets QI=vgg also like how hiring the dealer to do the

Garage Doors (REN installation eases their hiring burden.
This worker shortage might be one
Housewrap | (k4 —1.3% reason why dealers see themselves
Shelvi T 1.3% expanding their services into slight-
elving — i ly less craft-intensive tasks involving
Roof Trusses [MiEA - 2.0% millwork, siding, decking, framing, and
roofing.
IR 11.3%
Stairs | [afe}7)
LEARN MORE
. w | Floor trusses | lefek —2.0% Does your company offer any
installed sales services?
Insulation [leferz)
. Yes 50% ‘D No 50%
Roofing ERAA 0.7% 88 ot oou
. n=150
Appliances | =HbA —0.7%
Mirrors [EHMA —0.7%
TRADITIONAL LINES, Wall panels [z 4.0%
MODERN-DAY ENGINEERING _
Fireplaces | =4/ 0.0%

The Heritage Series Calden™ 3-Panel Molded Interior Door blends traditional

0,
Shaker charm with engineering to meet today’s performance standards. A unigue Fences [Rel/) — 0.7%

angled panel profile is designed to help minimize paint accumulation and dust . 2.7%
buildup, making it easy to finish and clean. Whole-House Framing *—0.7%
Available in solid core, hollow core, and bifold options, Calden™ lets you maintain Wood Stoves 0.70%
design continuity across a home’s interior from bedrooms and bathrooms to

closets and pantries. Choose fire-rated' and ADA-compliant options to meet MASONITE®

safety and accessibility standards.
DOORS THAT DO MORE.
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Value-Added Products

Builders FirstSource has built a reputation for being different from traditional lumberyards because of the
value-added products it creates, such as trusses. It’s not unique, as 85 other CS5150 members build stuff,
run millwork shops, and hang doors. All in, manufacturing provides nearly a quarter of the total revenue for
these 86 C5150 members. Meanwhile, QX0’s acquisition of TopBuild capitalizes on a practice that already
brings those 86 CS150 dealers 11% of their total revenue. (BFS frames houses, for instance.) The $23.53
billion these companies generate from value-added products and installed sales doesn’t bring them much
attention, but @X0’s move into insulation installation could change things. A similarly unreported story
involves the installation services that The Home Depot and Lowe’s provide. They don’t do the actual in-
stalling, unlike most pro-oriented dealers, but just being a referrer and project manager brings them $8.2
billion. And while it doesn’t show up in these numbers, it’s also worth noting that Ace Hardware Corp. gets
millions in revenue from Ace Handyman services.

Respondent Type Total Manu- Manu- Installation Install Total VAP VAP
Number Responding Reygnue facturing facturing Reygnue Share of Re_vn_anue Share
v (millions) Revenue Shareof (millions) Revenue (millions)
(millions) Revenue

Home Depot and Lowe's 2 $250,969.0 $0 0.0% $8,196.0 3.3% $8,196.0
All Others with VAP 86 $69,915.6 $15,832.6 22.6% $7,692.7 11.0% $23,525.3
Without VAP (or Didn't ReportIt) 59 $103,231.8 $0 0.0% $0 0.0% 0
TOTALS 147 $424,116.5 $15,832.6 3.7% $15,888.7 3.7% $31,721.3
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Driving the industry forward with
engineered wood products and
distribution locations across the U.S.
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Average Number of Trucks and Forklifts per Branch

These numbers bounce around from year to year, but the trends remain the same: Pro dealers use trucks
and forklifts more than home centers, but big and small companies differ relatively little in the amount of
equipment they have per branch.

Home Centers and
Hardware Stores*

Lumberyards w/o Manufacturing

Lumberyards w/ Manufacturing

Specialty Deallers

Over $1 billion

$250 million to $1 hillion

$100 million to $250 million

Less than $100 million

* Excludes Home Depot, Lowes, Menards

2026 Construction Supply 150

Copyright © 2026 Webb Analytics, LLC

Copyright © 2026 Webb Analytics, LLC

INFORMATION TECHNOLOGY

Revealing Insights

Here’s one reason why members of the Con-
struction Supply 150 can be regarded as
industry leaders: Nearly 68% of the respon-
dents to this year’s survey said they are
working with artificial intelligence, while a re-
cent Census Bureau survey in April of thou-
sands of people in the building material and
garden supply industry found only 11.5% of
the respondents were using Al. You can ex-
pect CS150 members will be among LBM’s
leaders in finding ways to employ Al in ways
that make their companies more efficient
and more profitable.

We also get the feeling that CS150 members
are spending more on information technolo-
gy than many of their non-responding peers.
Indeed, CS150’s average spend as a percent-
age of revenues is finally nearing that of all
retail and wholesale companies. They’re us-
ing systems like warehouse management
and customer relationship management
software to reduce mistakes and spot op-
portunities. And with e-commerce advanc-
es like bill presentment and online payment,
they’re getting money back earlier and with
less work than they did in the old days of lick-
ing envelopes and mailing monthly invoice
statements.

We didn’t ask this year about credit card pro-
cessing fees. That question likely will return
in 2027, particularly if Congress finally ap-
proves the Credit Card Competition Act and
President Donald Trump signs it into law. In
the meantime, we’re likely to continue to see
dealers impose a surcharge or “convenience
fee” when customers use a credit card to pay
their manthly hill.

We also are seeing an increase in the use of
electronic shelf labels, particularly now that
some buying groups have worked out deals
with vendors to sell the ESLs at a reduced
price. Meanwhile, security cameras are be-
ing upgraded to track customer movements
through aisles, and additional cameras may
soon be going onto shelves to spot stock-
outs and mispriced items. Expect dealers to
start putting Al to work on purchasing and
pricing strategies.
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Current IT Spending

It appears LBM is about to shed its status as an
IT cheapskate. Gartner estimates that retail and
wholesale companies spent about 1.5% of their
2025 revenues on information technology, and
the construction, materials and natural resources
sector spent 1.2%. This year’'s CS150 put the av-
erage for the 110 respondents at 1.38% up from
1.09% last year. And note that a lot of higger com-
panies in the CS150 don’t reveal their IT spend, so
the percentage for all 144 companies on the list
likely is much higher—perhaps over 1.75%. The
trend is particularly clear with regard to the share
of CS150 members that spend less than a quarter
of one percent annually on IT. In 2022, 24% said
that’s all they spent. This year, just 13.6% said the
same. Meanwhile, the share of dealers that spent
2.01% to 5% of their revenues on IT more than
doubled to 10% this year from 5% in 2022.

IT Plans

What percentage of revenue do you plan to
spend on technology this year—2025? Please
include the cost of laptops, servers, software
rental, cloud storage, and support staff.

Less
than 0.25%
" 0.26%
ore
to 0.50%
than 5% 25.5% ’
27% ~,
2.01% '40.0%
to0 5%
. 1.3%
1.51% 0.51%
to 2% to 0.75%
9.1%
1.01% t0 1.5% 076% t0 1%
n=110

Despite their reputation for being frugal about IT spending, dealers have decided some software definitely
is worth having. Dispatch and delivery systems have been part of LBM operations for years, and additional
cybersecurity software is a no-brainer. But with them this year come two fast risers. The first is warehouse
management, which was used by 29% of 2022’s CS150 respondents and now is in 46% of the 2026 mem-
ber companies. The otheris a surprise: Customer relationship management (CRM) software. In 2022, only
27% of the respondents (mostly at the big operations) said they had it. This year, 46% do, and another 22%
plan to get it. It appears that dealers are overcoming internal objections to CRM systems and want to take
advantage of CRM as a way to track customers, retain insights, and spot ways for sales reps to improve. As
for apps, there used to be a 10 1/2-point gap between the presence of employee vs. customer apps. Now

it’s a little over a 7-point difference.
Have Already
Customer relationship
management (CRM) software

Warehouse
management software

Dispatch/delivery
management software

Telematics/fleet
management software

Software that
helps with pricing

Additional
cybersecurity-related software

An app that customers can
use on their smartphones

An app for employees'
smartphones

0% 25%
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Plan to Get
21.8%
18.0%
1.3%
8.4%
15.3%
8.9%
28.1%
22.8%
50% 75% 100%

n=123-133
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n Higharc Higharc for LBM dealers

QUOTE FASTER.

WIN MORE JOBS.

Stop manual estimating. Higharc's Al native software generates accurate,
structured material takeoffs from builder plan sets. Instantly.

@ Upload plans

@ Generate bill of materials

No more hours spent measuring plans, chasing down specs, or building takeoffs from scratch.
Higharc does it automatically, so your estimators spend time quoting, not counting.

REDUCE
ESTIMATING
LABOR

[=]if[s]

1 PLATFORM

to go from plan [a]
intake to estimate.

Learn more


https://www.higharc.com/lp/request-a-demo-lbms?utm_source=construction-supply-150&utm_medium=print&utm_campaign=2026-construction-supply-lbm-ad&utm_content=quote-faster-win-more-jobs
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E-commerce

The old ritual of opening envelopes and cashing monthly invoice checks continues to fade. Four years ago,
59% of C5150 survey respondents said they had software with which their customers could pay hills on-
line. This year, that share has risen to 69%, possibly because of the arrival of new companies that special-
ize in e-commerce for LBM. Beyond hill payment, other services that we check annually haven’t seen that
much of anincrease since 2022. The biggest was the four-point rise in the share of dealers who now have
software that notifies customers of when their delivery will arrive.

. Already Offer Future Plans to Offer

Notiify customer of delivery time
See purchase history online
Pay bills online

See if productis in stock

0% 100%
n=121-131

Artificial Intelligence

In 2024, only 45% of that year’s CS150 survey respondents said
they were using artificial intelligence for any function at their
company. This year, it’s nearly 68%. Based on the anecdotal re-
sponses, dealers are starting with writing-related tasks (emails,
ads, presentations) and some rote data analysis. Higher-level Yes ‘O No
work such as estimating, quoting, research, and schedule plan- 67.5% 32.5%
ning also are getting tested by a few.

Do You Use Artificial
Intelligence Software for Any
Function at Your Company?

n=126

How Dealers Are Using Al*

Communications & marketing
emails, copy, ad creation, presentations

Data analysis & reporting
financial, sales, inventory, Excel help

Admin tasks
note-taking, meeting transcription, policies, procedures

Deployed / active use
Deployed / active use

Deployed / active use

Early exploration / just starting
investigating, minimal use, figuring it out

Estimating & guoting .
takeoffs, quick guotes, contractor pricing Deployed / active use

Research Deploved !
general research, legal, credit, purchasing decisions eployed / active use

Operational / automation )
route planning, scheduling, order input, ERP | 2i=|ele/Ele /A [E =L

Specialized / advanced .
robots, custom Al workgroups, BisTrack integration Deployed / active use

0 2 3 4 5 6 7 8 9 10 N 12
*We asked Al for this summary of the 64 write-in responses Number of Dealers Reporting Use
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PERSONNEL

On the Cusp of Change

Dealers began 2025 expecting better times,
especially in the year’s second half, so they
budgeted accordingly, assuming payroll
costs that on average were 7.2% higher than
in 2024. Growth plans explain some of that
increase, but even dealers that didn’t ex-
pand ended up paying 6.3% more in payroll
costs last year. The problem is that dealers
who expanded saw only a 2.1% rise in sales
last year, and dealers that didn’t expand (or
shrank) saw their sales decline 1.9%. That
generosity in pay—roughly double the 3.4%
rise in compensation for all private indus-
try last year—undoubtedly cut into dealer
profits. It certainly boosted salary, general,
and administrative (SG&A) costs as a per-
centage of sales for several big public com-
panies. With odds increasing that 2026 will
be another moribund year, dealers may be
challenged coming up with a payroll boost
that retains employees but doesn’t outpace
sales growth.

This payroll challenge took place.at a time in
which it generally got easier to find workers
except in two areas. The first is truck driv-
ers, which CS150 members for the past four
years have rated by a big margin as their
hardest job to fill. The American Trucking As-
sociation says this country needs 60,000
and 80,000 more drivers. Skeptics note that
turnover is high in the industry, as much as

90% at the biggest carriers. |t appears you
need to offer more than boots and Richard-
son caps to keep drivers on your team. As for
the second hard-to-hire group, outside sales
reps, the problem might involve how the job’s
requirements are changing. Dealers don’t
want to hire order-takers. They want sales
reps who can be consultants more than sell-
ers, people who are facile with technology as
well as with 2x4s and who can work with in-
side sales reps to handle the more mundane
tasks.

Speaking of those inside reps, dealers report
having the least problems finding adminis-
trative personnel. Could we be seeing artifi-
cial intelligence beginning to affect staffing
levels and duties? Our survey suggests Al is
getting tested, but aside from a few compa-
nies at the very top of the list, much of what’s
being done is tentative and experimental.
Thus, it could be that the ease dealers find
hiring administrators might be because
those people were let go at more Al-active
businesses in other industries. @
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Challenge of Finding Workers
Average Increase in

M 2026 W 2025 2024 2023
- . — Payroll Costs for Dealers
ecruiting truck drivers remains deal-
=‘ ers’ biggest personnel issue, having That EXpandEd or Shrank
6.2

: topped the list each of the past four
6.9 . . o
years by a wide margin. Sales reps and /o
5.7 yard workers are the next-hardest jobs
H

to fill. Meanwhile, the challenge of find-
5.8 ing administrative staff has declined
more than for any other group. This

E may be a result of artificial intelligence
Administrative Staff taking over admin roles at C5150 com-
5.0 panies. Then again, it could be that the Average Increase in

elimination of administrative staff jobs

in other industries is increasing the Payroll COStS for Dealers
Truck Drivers pool of people seeking work. Looking

Yard Workers

Counter / Inside Workers
n=382 expansions + 2 reductions

7'783 more generally, the difficulty of find- That Dldn’t EXpaI‘Id
) ing workers scored 6.7 out of 10 in the o
=] 2023 survey. This year, it’s down to 6.1. /o
Sales Reps 6.9
7.0 ]

n=67

Facity / Department | —2

Managers 6.4
6.5

Expense Management, CS150 Style
Executive Staff =i3 Every company faces challenges when sales decline but selling, general, and administrative
6.2 (8G&A) costs don’t. Acquisition-minded companies have the same difficulty, because add-
ing new staff—specially sales reps working under lucrative legacy bonus plans—can propel
o 1 2 3 4 5 6 7 8 t9 SG&A costs faster than the increase in revenues. @X0, Lowe’s, and The Home Depot all cited
Eﬁ‘ficulty dei;(ﬁrceurﬂs growth-related challenges when explaining how their SG&A as a percentage of sales inched

up in 2025. SiteOne Landscape Supply was able to keep its SG&A costs under control, but it
also slowed its acquisition pace, picking up just nine new locations in 2025 vs. 17 in 2024. As
for Builders FirstSource, its 1.1% increase in SG&A expenses was attributed to both the costs of
acquiring new locations and ongoing costs switching to a new ERP system.

n=110(2026), 105 (2025), 109 (2024), 114 (2023)

Avera I = 2025 2024 Sales SG&A 2025 2024

ge NnCcrease in Sales SG&A Sales SG&A Change Change SG&Aas SG&Aas
05150 PayI‘D" CDStS . . ($ mins) ($ mins) ($mins) ($mins) ($mins) ($mins) % of Sales % of Sales
o Builders FirstSource $15,190.6 $3,829.5 $16,400.5 $3,787.8 -$1,209.9 $41.7 25.2% 23.1%
(Salary and Benefits) UFP (Constructionsegment) ~ $2,003.8  $2379  $21138  $2625 -$110.0  -$24.5 131% 12.4%
i n 2 D 2 5 SiteOne Landscape Supply $4,704.8 $1,415.6 $4,540.6 $1,385.1 $164.2 $30.5 30.1% 30.5%
QXO0/Beacon* $6,842.2 $1,394.8 $9,763.2 $1,637.6 -$2,921.0 -%$242.8 20.4% 16.8%
o/ Lowe's $86,286.0 $16,791.0 $83,674.0 %$15,682.0 $2,612.0 $1,109.0 19.5% 18.7%
o The Home Depot $164,683.0 $30,702.0 $159,514.0 $28,748.0 $5,169.0 $1,954.0 18.6% 18.0%
. *OX0 acquired Beacon April 29, 2025, so only 8 months’ worth of Beacon revenues are in QX0’s 2025 revenues. Source: SEC filings.

The Home Depot’s and Lowe’s 2025 fiscal years included January 2026

n=101
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Webb Analytics is a data and research con-
sultancy that helps executives in construction
supply spot the trends, threats, and opportuni-
ties that matter most. It’s led by Craig Webb, the
award-winning former editor of ProSales and
one of the nation’s best-known industry figures.

T -

Aside from projects like this Construction Sup- " bb 1 1

ply 150 report, Webb Analytics produces re- “‘ We Ana ythS
search reports, consults with dealers, publishes Insights and Strategies for Construction Supply
a monthly e-newsletter, tracks LBM deals and

openings, runs a marketing/PR workshop, and 610 G St. SE

creates LBM-focused content. He also is a re- Washington, DC 20003
d K d d t cwebb@webb-analytics.com
nowned speaker and moderator. 502 3742068

www.webb-analytics.com

In a busy yard, it's easy to rush and skip a checklist; _

take a sharp turn, or lift one load too many. Butone = = | & | &=

wrong move w“.h a forkllﬂ, can lead TO lrljurIBS and ~ = '\ ‘_. f =< t 2026 Construction Supply 150 Report Copyright © 2026 Webb Analytics, LLC
costly downtime. ~ N ) W

Safety isn’t about speed,; it’s about control. With
PLM's risk management expertise and insurance | |
prﬂ'l'ectiﬂn bUi“' fﬂr wmd-baSEd Operatiﬂns you ' i - _ 4 m Webb Analytlcs Repnrt m Webb Analytlcs Repnrt m Webb Analytlcs Repnrt m Webb Analyucs Hepnrt m Webb Analytlcs Repnrt

can keep pmducﬂwty hlgh and accidents low. P2, B Raisnan
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Because n‘ won ‘thappento me”isn’t a strategy.

2024's People Report: It's Getting Ever Harder
to Hi Wants
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 PLM brings insurance and risk management together to keep your

busmess and your eople safe. Visit www.plmins.com/quote to get started. . .
i & Priceless news, delivered for free.

Subscribe at webb-analytics.com

o ' @ Webb Analytics Report

INSURANCE COMPANY

800.752.1895
PLMINS.COM
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