


SELECTED FINANCIAL DATA

                                                                                     Year ended October 31, (1)

                                                                1995          1996          1997           1998        1999

Sales . . . . . . . . . . . . . . . . . . . . . .  $234,215   $332,880   $407,751    $675,331   936,550
Net income. . . . . . . . . . . . . . . . . .      17,032       24,814       27,887        37,318     45,873
Net income per share - diluted . . .          1.26           1.51           1.64            2.05         2.41
Working capital . . . . . . . . . . . . . .      31,687       51,958       76,746        58,393     60,571
Total assets . . . . . . . . . . . . . . . . .      83,082     158,326     196,332      823,537   855,483
Long-term debt, noncurrent portion           278         1,730         1,679      444,477   397,062
Shareholders’ equity . . . . . . . . . . .    $57,682   $116,175   $147,815    $223,612   277,290
Average common shares,
  assuming dilution . . . . . . . . . . .      13,530       16,455       17,085        18,192     19,100 

(1) All numbers in thousands except net income per share.
(2) Includes an extraordinary loss on debt refinancing, net of tax, of $1.0 million or $0.05 per share.

BUSINESS DESCRIPTION
NCI Building Systems is one of the largest integrated manufacturers and marketers of metal 
building components and engineered metal building systems in North America, and NCI 
offers one of the most extensive metal product lines in the building industry, under well-
recognized brand names.

Through internal growth and strategic acquisitions, the company has compiled a record of 
revenue and earnings growth well above the industry average. In 1998, NCI doubled its 
size by combining with Metal Building Components, Inc., establishing NCI as a leader in 
each of its key markets.

Today, NCI is:

•   The largest producer and distributor of metal components for building 
construction — growing at an estimated 15% annual rate.

•   The second largest producer of pre-engineered metal building systems.

•   The largest supplier of metal roofs in an estimated $20 billion roofing industry.

•   A leading provider of metal coating and painting services.

•   An industry leader in growth, profitability and innovation.

•   A low-cost supplier.

The Company is benefiting from a larger sales force and customer base, broader product 
lines, expanded geographic distribution sites, and increased manufacturing capacity. NCI’s 
long term targets are 15% annual revenue growth, 20% earnings growth and 30% Return 
on Operating Assets based on it’s sound growth strategy and assuming a relatively stable 
industry economic outlook.

NCI continues to successfully manage its “Momentum for Growth.”
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OPERATING POLICIES
RETURN ON ASSETS
Return on Assets (ROA) is defined as operating income divided by average 
operating assets used in the business (eliminating primarily cash, good-
will, and certain other non-operating assets). NCI’s management and 
directors are thoroughly convinced that this ratio is the best measure 
of operating performance. Tight control over inventory, receivables, and 
fixed investment is as important as, and interrelated to, the income 
statement. Return on Assets is a proxy for cash flow, which can reward 
shareholders with undiluted growth. In fiscal year 1999, NCI earned a 
return on operating assets employed in the business of 29%.

GROWTH
The company is dedicated to increasing its market share through strong 
marketing and low cost, quality manufacturing. Special niches that 
provide unusual profit and growth opportunities are sought. Overall 
profit growth of at least 20% per year is a strategic goal of the company 
with larger increments possible in the short-term. This growth may be 
internally generated or it may come from carefully selected acquisitions. 
Earnings per share increased 20% in fiscal year 1999.

DIVIDENDS
The company’s officers and directors are all large stock or option holders. 
Thus, there is much sympathy for dividends. However, it is considered 
appropriate, at this stage of the company’s development and in view of 
the available returns, to invest that money in the growth of the Company 
and the repayment of debt as opposed to paying dividends.

COMPENSATION
The company believes in providing base salaries for its management on 
the low side of industry norm with opportunities, based on performance, 
to obtain very high bonuses. Specifically, Return on Assets and growth in 
earnings per share are the criteria for performance measurement. Bonuses 
begin when the ratio of operating income divided by assets used in the 
business is equal to 20%. Maximum bonuses, at a very high level, can 
be earned when 30% returns and 20% growth in earnings per share 
are achieved. 

CORPORATE RESPONSIBILITY
The company is committed to the goal of being an exemplary corporate 
citizen. Toward that end, we have an intense safety program ongoing in 
the workplace. We also improved our broad coverage of health insurance 
to all employees. There are not only employment, but advancement 
opportunities through our growth.We have proper awareness and con-
cern for the overall environment. Finally, we employ high quality engi-
neering professionals to ensure that our roducts are designed using sound 
engineering practices and principles.
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PLANT LOCATIONS:
Atwater, California
Caryville, Tennessee
Chandler, Arizona
Chester,

South Carolina
Douglasville,

Georgia
Ennis, Texas
Grapevine, Texas
Hobbs, New Mexico
Houston, Texas (6)
Jackson,

Mississippi (2)

Mattoon, Illinois
Tallapoosa, Georgia
Stafford, Texas
Monterrey, Mexico
Oklahoma City, 
Oklahoma
Converse, Texas
Grand Prairie, Texas
Lubbock, Texas

Rome, New York
Adel, Georgia
Salt Lake City, Utah
Hernando,

Mississippi
Memphis, Tennessee
Nicholasville,

Kentucky
Atlanta, Georgia

Plant City, Florida
Colonial Heights,

Virginia
Shelbyville, Indiana
Omaha, Nebraska
Nampa, Florida
Tolleson, Arizona
Marietta, Georgia
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NCI BUILDING SYSTEMS, INC.

FELLOW SHAREHOLDERS:
NCI realized very good progress during fiscal 1999. We not only achieved new highs in net sales 
and net income but also substantially completed the successful integration of MBCI that had been 
acquired in May 1998. A quick synopsis of the financial and operational highlights for the year
includes:

• Net sales increased 39% to a new record of $936.6 million.

• Each quarter included year-to-year gains in sales and income.

• Income, excluding an extraordinary item, rose to $46.9 million, up 26%.

• Earnings, excluding an extraordinary item, increased to $2.46 per share, up 20% 
from fiscal 1998.

• Offering of $125 million in senior subordinated notes completed.

• Debt reduction of $42 million accomplished.

• New long-bay metal manufacturing facility opened in Monterrey, Mexico.

• Stock repurchase plan approved (11/99).

Our goal in this report is not just to summarize 
the Company’s performance for fiscal 1999 but 
also to communicate why we are confident about 
NCI’s prospects for future growth. To that end, we
thought that it would be interesting to include a
section that answers the questions we typically get 
from investors. NCI has a firm commitment to 
build long-term value for shareholders, and an im-
portant part of that mission involves making sure 
that our strategy and fundamentals are thoroughly 
understood by Wall Street. We believe you will find 
their questions pertinent and our answers hopefully 
clear and informative.

FINANCIAL GAINS CONTINUE GROWTH
Our record sales of $936.6 million for fiscal 1999 
represent more than a fivefold increase in NCI’s 
size over the past five years. Net income over this 
same period has risen more than fourfold. Earnings,
excluding extraordinary items, have increased from 
$0.77 per share in 1994 to $2.46 per share, 
a compound growth of 26%. We are especially 
pleased that our growth during fiscal 1999 included 
year-to-year increases in net sales and net income 

in each quarter. The incremental contribution from MBCI was obviously a positive 
factor influencing our performance, but we recorded meaningful progress throughout the 
organization. The strides reflected in the Company’s income statement translated

From left to right: C.A. Rundell, Johnie Schulte, Jr., and 
A.R. Ginn.



directly into our ability to effect a meaningful reduction in our long-term debt. Although we funded 
a relatively large capital expenditure program of $33 million during fiscal 1999, we generated 
sufficient cash to reduce our indebtedness by $42 million. We also essentially converted $125 
million of our bank debt into fixed rate obligations through the successful public offering of 10-year 
senior subordinated notes. We understood that the opportunity to acquire MBCI meant accepting 
a period in which we would operate with more financial leverage than was typical for NCI. Our 
results for fiscal 1999 solidly substantiated our ability to manage these increased borrowings and 
still accomplish above-average growth in earnings. We believe that we will continue to generate 
cash beyond our capital spending needs and will use a portion of those funds to reduce our financial 
leverage further.

INTEGRATION OF MBCI PROVIDES ADDITIONAL BENEFITS
As we indicated a year ago, a key focus of our energies during fiscal 
1999 was the full integration of MBCI. This scope of this acquisi-
tion was considerable. We more than doubled our annualized net 
sales, expanded our manufacturing facilities from 22 to 38 and
increased our base of employees by 50%. We readily acknowledge 
that growth through acquisitions, no matter how logical to one’s 
existing operations, is challenging. Perhaps the most complicated
dimension of bringing two businesses together involves a merging 
of cultures. That sounds like a concept strictly out of a business 
textbook, but our experience in prior transactions is that it is
central to the success of any integration process. We knew that 
our two organizations had considerable similarities with aggressive
marketing programs and an emphasis on customer service. We also
recognized the truth of the adage that if one thinks all contingencies 
have been addressed in any major business combination, one
should just think again.

We are very pleased to report that the net effect of this major step for NCI has been overwhelm-
ingly positive. We were cautious enough to decide that the rational way to effect this unification 
was gradual. Our immediate goal was to capture the increased purchasing leverage that our larger 
size afforded us with suppliers. We also began to realize synergies by closing surplus plants, 
rationalizing corporate functions and relying more on captive units for functions such as coating. 
These savings to date on an annualized basis have been more than $15 million. The gains beyond 
this point will come through cross-selling opportunities as well as further economies of scale, par-
ticularly as we consolidate the administrative and sales units during the coming year. These latter
savings are difficult to predict but should provide vital impetus to our future growth. The essential 
factor in realizing these synergies will be teamwork within our entire organization. NCI has always 
worked hard to operate as efficiently as possible, and the additional tasks imposed by the MBCI 
transaction presented real challenges to our management. A solid commitment to our plan, hard 
work and longer hours have brought us to the point where we can look back with a sound sense of 
accomplishment. The path has not been without some bumps along the way, which were expected. 
We also counted on a “can-do” spirit that fully met our expectations. 

We still have further tasks to complete in realizing the full benefit of our combined size and
resources and know that we can depend on the same level of energy that has been evident from 
each individual within NCI.
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NCI BUILDING SYSTEMS, INC.

INDUSTRY OUTLOOK REMAINS BRIGHT
Other sections of this report highlight the main points that make us confident about the growth 
outlook for NCI. The metal building industry has accomplished much in terms of penetrating the 
commercial construction market. Originally viewed as just an economical, fast method to erect 
buildings, the industry’s introduction of new products and development of new designs has literally 
transformed our market so that today almost half of all commercial buildings are either entirely 
metal systems or employ metal components, notably, roofs. Further refinements in coatings and 
the ability to meet higher tolerances in the manufacturing process suggest that the future is bright 

indeed. 

NEW LONG BAY CAPACITY HIGHLIGHTS GROWTH 
INITIATIVES
Innovation is a hallmark of NCI. We were far from the first 
metal building manufacturer when this company was founded in 
1984. We knew that our success would depend on doing things 
differently than the competition. We welcomed that challenge and
believe that much of what we have accomplished has established 
industry benchmarks for productivity and customer service. We 
are keenly aware that the expectations that count are not ours 
but those of our customers, and we are always seeking ways 
to meet their needs more efficiently. During fiscal 1999 we com-
pleted our new venture into the long-bay metal building market 

that appears to offer ex-
ceptional growth poten-
tial for NCI. We have es-
tablished a low-cost op-
erating structure in this 
initiative that provides a 
solid platform for future 
progress and expect fiscal 
2000 to benefit from this 
activity.

We are also excited about 
our development of a 
metal garage system that 
appears to have very 
broad commercial and 
consumer appeal, 
especially in rural mar-
kets. The system we have
developed includes all
of the metal structural 
items and fasteners and
is engineered with toler-
ances that guarantee easy 
bolt-up assembly. 

LBS INSTALLATION:    The inherent 
rigidity of LBS and bolt up design 
makes it easy to install.



STOCK VALUATION DISCUSSED
The price action of our shares during fiscal 1999 is difficult to reconcile with our financial 
performance. We accept our responsibility as managers to generate the corporate results that will 
yield long-term appreciation for shareholders. We then expect investors to value our shares based 
on our record and apparent prospects for future gains. It is obvious, however, that the factors 
which influence investors’ valuation of equities involve dynamics well beyond any corporation’s 
own results. This reasonably means that there are periods in which a firm’s valuation can be out 
of synch with its performance. The inescapable fact is that fiscal 1999 is now in the record books, 
and we have to look ahead. We view the outlook for fiscal 2000 favorably and are set on executing 
the plan that has been established for increased sales and net income. The plan approved by the 
Board in November to repurchase approximately 1 million shares tangibly expresses our confidence 
in NCI’s outlook. Beyond that commitment, we will continue to pro-actively seek to build broader 
awareness of NCI among institutional and individual investors to make sure that our fundamentals 
are properly understood.

GROWTH STRATEGY REMAINS UNCHANGED
“If it’s not broke, don’t try fixing it.” We agree. NCI has attained a solid record of growth through 
a strategic plan founded on the simple premise of building an organization committed to leading 
change, not following it. We like the modifiers of “aggressive,” “energized” and “competitive.”
We accept that in stretching ourselves to the fullest, we will make mistakes; but the greater concern 
would be in not encouraging our team to find ways to offer customers new products and services. 
We like our prospects in the metal construction products industry, and we appreciate the endorse-
ment you have given by becoming a shareholder. We promise our best to make this a successful
investment for you.

Sincerely,

C. A. Rundell    Johnie Schulte, Jr.         A. R. Ginn
Chairman of the Board Chief Executive Officer President and Chief Operating Officer
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Aesthetics and feasibility are highly considered during the design phase of complex metal buildings.  The finished product is an
attractive facility with maximum usable space.



ANSWERS TO QUESTIONS FROM ANALYSTS AND INVESTORS
NCI is fortunate to have its shares actively covered by a number of analysts with prominent broker-
age firms. In addition to ongoing contacts with these analysts, we meet regularly with institutional 
investors to advise them of our progress and respond to their inquiries. We thought it would be 
helpful to offer the following section that answers the questions typically asked by analysts and
investors about NCI.

WHAT IMPACT WOULD AN OVERALL ECONOMIC SLOWDOWN HAVE ON YOUR BUSINESS?
Although economic trends appear favorable for continued progress in fiscal 2000, demand for 
metal building systems and components is obviously influenced by the general pace of business 
and the buoyancy of the economy. It is interesting to contrast the historical pattern of demand for 
our products, however, with the wide cyclical swings typically associated with new construction. 
Shipments of metal building components through our MBCI unit have increased every year since 

this business unit was started in 1976. MBCI did complete some
acquisitions over this period, but the core trend over this 23 year
period was one of steadily mounting demand in the components 
market and aggressive increase in market share. Repair and remod-
eling activities do account for a significant portion of the demand 
for components so perhaps the consistency of that growth is not 
surprising. The other portion of our business is engineered metal 
building systems where one might reasonably expect more of an
impact from changes in capital spending plans by companies. Here 
too, however, we have a record of more than 10 years without a
decline in sales. Our growth in some years was clearly stronger than 
in others, but we recorded gains each year. We are optimistic that 
the broad economic trends remain favorable over the next several 
quarters, but our record suggests that NCI’s exposure to normal 
fluctuations in business conditions would be muted.
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WHAT IS THE CURRENT MIX OF YOUR SALES BETWEEN METAL BUILDING
SYSTEMS AND COMPONENTS?
Of our $936.6 million in net sales for fiscal 1999, components accounted for 67% and engineered 
building systems represented 33% of sales. Excluding the impact from possible future acquisitions, 
we expect relatively little change in the mix of sales over the next several years. Prior to the 
acquisition of MBCI and a coating operation in 1998, engineered metal building systems accounted 
for more than two-thirds of our total sales. Our current mix presents a more diversified and stable 
base of business targeted not only at new construction but also repair and remodeling.

BUT HAVEN’T ACQUISITIONS ACCOUNTED OR A SIGNIFICANT PORTION OF YOUR GROWTH? 
We have successfully augmented our internal growth in both the systems and components segments 
of our business. We have also added complementary operations including metal coating and door 
manufacturing units. Although these acquisitions have added constructively to our growth, we have 
still recorded internal gains and are confident about the future opportunity for continued organic 
expansion as a result of the growth of the metal building industry as a whole and our plans to
capture increasing market share.
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Red iron going up:  Metal building systems are erected quickly 
enabling specialty crews to begin the finishing process.

Components protect and serve:  The rockwall insulated panels 
on this distribution center protect the interior contents and 
provide a beautifully finished appearance.

NCI/MBCI TIMELINE OF SUCCESSFUL ACQUISITIONS



WHAT IS THE LIKELIHOOD OF ADDITIONAL ACQUISITIONS?
Although we obviously cannot predict the timing or probability of any future acquisitions, we

believe the fundamental dynamics of our industry 
favor additional opportunities for NCI to
purchase complementary operations. NCI’s 
growth and above-average profitability provide 
tangible evidence of the significant economies of 
scale that are attainable in our business. Increased 
procurement leverage with steel producers and 
other suppliers; improved quality control and 
manufacturing scheduling as a result of our ver-
tical integration; and increased productivity be-
cause of our size are advantages for NCI that 
translate into value for customers. Smaller, inde-
pendent manufacturers and marketers of systems 
and components face the need to invest increasing 
sums of capital in information systems and new 
manufacturing processes to remain competitive. 
This translates into persistent pressure on their 
margins.  Trade statistics indicate that there are an 

estimated 50 manufacturers that compete in the metal building industry. We believe that there will 
be ongoing consolidation among these firms and intend to remain active in reviewing potential 
acquisitions. We also are interested in intensifying and broadening our vertical integration through 
operations such as the metal coating business units that we have purchased in recent years.

WHAT LEVEL OF CAPITAL INVESTMENT ARE YOU BUDGETING FOR FISCAL 2000?
Our business demands an ongoing capital investment program,
and we are committed to making the appropriate expenditures 
to remain a leader in establishing industry benchmarks for produc-
tivity and efficiency. 
Our spending for
fiscal 2000 is bud-
geted to be $20-$25 
million, down from 
$33 million in fiscal 
1999. The timing of 
large projects such as 
the long bay system 
manufacturing facility 
that was completed in
fiscal 1999 will cause 
our spending to fluc-
tuate somewhat from 
one year to the next.
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Components add color and definition:  NCI’s wide variety
of panel profiles and colors provide a distinctive appearance
to multi-building projects.
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nents are manufactured to exacting standards.



IS THE HIGHER DEBT/CAPITAL RATIO THAT RESULTED FROM THE MBCI TRANS-
ACTION CAUSING YOU TO DEFER ANY CAPITAL SPENDING NEEDS?
Not at all. One of our imperative requirements in the 
MBCI transaction was retaining a sound financial posi-
tion that would allow us to make the investments in
information systems, additional manufacturing capacity 
and other distribution facilities necessary to support the 
Company’s future growth. Our EBITDA in fiscal 1999 
totaled $144 million. That was sufficient not only to fund 
an unusually large level of capital expenditures but also 
to reduce our debt by $42 million. 

WHAT ARE YOUR PLANS FOR A FURTHER
REDUCTION IN YOUR FINANCIAL LEVERAGE?
Based on the balance sheet at the close of fiscal 1999, we 
had reduced our debt by $130 million, or 23%, from the 
level immediately after the MBCI transaction. That pay 
down was accomplished over an approximate 18-month 

period. Assuming the same level of EBITDA as in fiscal 1999, we 
believe that there should be at least $55 million in available funds 
for additional debt reduction and stock repurchase in fiscal 2000. 
During fiscal 1999 we also lowered our exposure to fluctuations 
in short-term interest rates and our debt repayment schedule by 
refinancing $125 million of our debt by issuing fixed-rate, 10-year

senior subordinated notes. Our coverage ratios relating to this debt have increased considerably as 
the debt has been reduced and our equity base increased.

WHY INSTITUTE A STOCK REPURCHASE PROGRAM VERSUS USING THOSE 
FUNDS TO REDUCE DEBT?
We believe the repurchase of our shares at prevailing market levels offers a very attractive invest-
ment alternative for NCI. We believe that the funds generated from operations will be sufficient not 
only to execute this program but also to continue reducing our leverage. Market conditions will
obviously determine how many shares we repurchase, but the Board decided that a repurchase
program tangibly reinforced its confidence in NCI’s prospects as well as providing the potential for 
a significant return on the capital committed to this activity.

WHAT ARE YOUR INTERNAL GROWTH GOALS?
According to industry figures, sales of metal building systems have increased 7% annually for the 
past five years and amount to approximately $3 billion annually. Demand for metal building com-
ponents is estimated to have risen at a rate possibly twice this level. Factors driving this expansion 
are proven durability and cost effectiveness as well as enhanced aesthetics. The cost of constructing 
a metal building can be as much as 20% less than that of a conventional building. With that 
impressive cost advantage, metal buildings are expected to continue accounting for an increasing
portion of the total commercial building market. Components, which represent a larger portion 
of sales than metal building systems, have broader growth opporunities. Most observers believe 
that the intrinsic growth in demand for metal components will also be aided by an increasing 
penetration of metal roofs into the residential housing market. In some areas of the country, metal 
roofs are today the standard for both commercial and residential construction.
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NCI’s highly trained technicians create computer
generated models for testing before the manufacturing 
process begins.
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DEBT REDUCTION (in thousands)



Against this positive industry backdrop, our strategic goal is to continue increasing NCI’s market 
share. We have a well-established position as a low-cost supplier that we have been able to capitalize 
on by accounting for more than our present customers’ needs while expanding our marketing base. 
We have a broad geographic footprint with manufacturing/distribution facilities in 18 states, and 
our efficient “hub-and-spoke” concept offers meaningful advantages in terms of transportation costs 
and local market responsiveness.

In sum, we believe there is substantial potential to 
grow through our present operations and have iden-
tified a number of other marketing initiatives that 
we intend to pursue. The entry into the long bay 
building market is just such an effort. We completed 
construction of our facility in Mexico to build these
systems during fiscal 1999 and are planning to focus 
considerable marketing resources on this product 
category in fiscal 2000.

WHAT IS THE POTENTIAL FOR NCI IN THE 
LONG BAY MARKET?
We believe the demand for long bay systems exceed 
$1 billion annually. This is essentially a new market 
for NCI, and we believe our strategy for success 
is sound. These larger buildings typically involve 
considerably less custom engineering and design than 
the metal systems in which NCI already has a strong 
market position. Because of this relative standardiza-
tion, long bay systems demand close control over 
manufacturing costs to realize an attractive return 
on capital. We believe the manufacturing capacity 
we have established in Mexico provides a highly 
efficient infrastructure for NCI. We are especially 
pleased about the opportunity this venture offers to 

establish a marketing presence in the conventional construction market, notably in those warehouses 
and other commercial buildings that involve erected concrete walls spanned by a metal roof.
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Huge coils of steel are cold rolled to create NCI’s 100
panel profiles.

The Long Bay System fits in place…

…is bolted to the main frame…

…and is quickly ready for the roofing 
system to be installed.



WHAT LED TO THE LARGE ACTIVITY IN INSIDER TRANSACTIONS DURING
FISCAL 1999?
Much of the insider activity during fiscal 1999 as 
driven by tax considerations related to the May 1998 
acquisition of MBCI. Although shares of NCI were 
issued to certain MBCI owners, that stock was consid-
ered ordinary income to the recipients. This led to 
considerable tax liabilities in some instances, and the 
need to meet those cash obligations through personal 
borrowings. During fiscal 1999 several of these indi-
viduals decided to eliminate or reduce these loans by 
selling at least a portion of their holdings. 
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Research & Development:  Components are tested for 
wind resistance in NCI’s R&D laboratory at the Hardy 
Street facility.

Uplift resistance is measured…

…and results are carefully logged.



ARE YOU SATISFIED WITH THE DEGREE OF SYNERGIES THAT HAVE BEEN REALIZED 
TO DATE WITH THE INTEGRATION OF MBCI AND OTHER RECENT ACQUISITIONS?

We have realized approximately $20 
million in cost savings as a result of 
capitalizing on our increased procure-
ment leverage with suppliers. That is 
well within the goal that we set when
completing MBCI and the other transac-
tions. We also had identified consider-
able cross-selling opportunities that we 
anticipated would involve more time to 
attain. We established solid momentum 
in this area during fiscal 1999, and an 
important objective for us in fiscal 2000 
is to extend this progress.
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Testing, correcting, and retesting for perfect results provide quality
products on which NCI stakes its reputation.

The finished product is the result of years of experience, technical precision, and attention to detail.  This makes NCI Building 
Systems one of the largest integrated manufacturers and marketers of metal building components and engineered metal building 
systems in North America.
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PROFILE
NCI is a manufacturer and marketer of engineered metal building systems and components. The 
company contributes to the building process by designing structures to user specifications, then 
manufacturing the appropriate parts for its customers — frequently authorized builders — to erect 
and make ready for occupancy. Components are sold to many of the same markets where engineer-
ing is not required. NCI aggressively markets its products nationwide through several channels 
under the following trade names: Metallic Building Company, Mid-West Steel Building Company, 
Doors & Building Components, Steel Systems, A&S Building Systems, Classic Steel Frame Homes, 
Mesco Metal Buildings, MBCI, ABC, IPS, DOUBLECOTE, Metal Prep, Metal Coaters of Georgia, 
Metal Coaters of California and Mid-West Metal Coatings. NCI’s products are directed at the 
non-residential market, primarily industrial and low-rise commercial applications.

New corporate headquarters scheduled to be completed in 2000. Located at 10943 North Sam Houston Parkway West,
Houston, Texas 77064.

FORWARD – LOOKING STATEMENTS
“This Annual Report contains forward-looking statements concerning the business and  operations 
of the Company. Although the Company believes that the expectations reflected in these forward-
looking statements are reasonable, these expectations and the related statements are subject to risks, 
uncertainties, and other factors that could cause the actual results to differ materially from those 
projected. These risks, uncertainties, and factors include, but are not limited to, industry cyclicality 
and seasonality, adverse weather conditions, fluctuations in customer demand and order patterns, 
raw material pricing, competitive activity and pricing pressure, the ability to make strategic activi-
ties accretive to earning, and general economic conditions affecting the construction industry, as 
well as other risks detailed in the Company’s filings with the Securities and Exchange Commission, 
including its most recent annual and quarterly reports on Forms 10(k) and 10(Q), the Company 
expressly disclaims any obligation to release publicly any updates or revisions to these forward-
looking statements to reflect any changes in its expectations.”
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As of October 31, 1999, there were 217 share-
holders of record of the Company’s common 
stock. The Company has over 9,100 beneficial 
shareholders.
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ANNUAL MEETING
The Annual  Meeting of shareholders of NCI Building Systems will be held at 10:00 a.m. (CST) on 
Wednesday, March 1, 2000, at the Johnie Schulte Conference Center, Houston, Texas.  Shareholders 
of record as of January 5, 2000, will be entitled to vote at this meeting.
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