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Introducing the Signature’ and Allure’ Series„Truth•s breathtaking new

handle sets for the sliding patio door market are elegant and revolutionary in design.

Truth has designed a unique set of patio door handles created to enhance any size

patio door.

Handle Sets Offer:
€ The opportunity to customize your door through escutcheon style options

€ Compatible with industry standard single or multi-point mortise locks

€ Handles to fit stile thickness ranging from 1.25� to 2.25�

€ Optional key lock cylinders

€ Inactive configurations for OXXO doors

€ Extended bosses on inside and outside escutcheons to enhance handle stability

€ Truth•s Signature Series are available in plated decorative finishes on solid brass

or painted finishes on zinc

€ Truth•s Allure Series are available in painted finishes on an aluminum base
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columns

departments

DWM Magazine has redesigned
its website and added the 
following new features:
€ News items that will be 

updated several times per week;
€ New featured content; 
€ Surveys;
€ Forum; 
€ RSS feed; and
€ Timely coverage of industry

events.

Bookmark it Today!

On the Web
A Closer Look at

Fiberglass

One building material that has
grown in use significantly over the
past several years is fiberglass, and
it may be a material your compa-
ny either manufactures now or
has considered adding to your
product line. If that is the case,
you•ll want to check out this arti-
cle on dwmmag.com

http://www.dwmmag.com
http://dwmmag.com
http://www.dwmmag.com


Make a bold statement with TGI warm edge IG spacer from Technoform. You•ll be enhancing your windows and doors with the thermal

efficiency to exceed Energy Star requirements, plus the durability, strength and aesthetic appeal every homeowner desires. And you•ll have

the confidence of knowing our goal isn•t just to elevate the performance of your products, but to empower your business to reach new

heights too. Because at Technoform, we believe your success is a direct reflection on us.

©
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FROM TH E PUBLI SH ER

Kudos to Suppliers for
Educating Manufacturers

B Y  T A R A  T A F F E R A

•I have two goals for
being here at the
show. One is to see

new products. The other is
to be educated about the
new codes and ENERGY

STAR® requirements.Ž This
was a statement made by
Geoff Roise, president of
Lindsay Windows, with
whom I talked for awhile
at the GlassBuild America
show in early October.

When he mentioned
his second goal, I stopped
for a minute, thinking
that there were no seminars on this
topic and wondering how he was
going to fulfill his mission.

But then I thought of the
Edgetech booth, which focused on
education, and at the same time,
Roise said, •I•ll do this by visiting
the Edgetech booth.Ž 

Later in the day, I spoke to
another window manufacturer
who told me he visited the Truseal
booth to learn more about E NERGY

STAR. When I stopped at the Truseal
booth it was evident why visiting
there would be helpful to him.

Here•s a quick glimpse at what
these suppliers did all in the name
of educating the manufacturer.

Edgetech IG  had a unique theme
at its booth that attracted many
companies. Attendees who entered
the booth could enter Edgetech
University. They were given a note-
book, an insulating glass (IG) certi-
fication manual and a report card
to take with them as they visited the
different educational stations
throughout the booth. 

The company had representa-
tives from the Insulating Glass

Manufacturers Alliance, the
National Fenestration Rating
Council and Architectural Testing
Inc. to answer questions and help
educate attendees concerning IG
certification, as well as the new
ENERGYSTAR requirements. 

Truseal also attracted much
attention at its booth and the way
it conveyed what the new E NERGY

STAR requirements would mean
for manufacturers was impres-
sive. The company had a series of
charts  showing what types of
glass and spacers would be
required to meet the E NERGY STAR

requirements in 2009 and 2013.
Next to each map and chart,
Truseal also had an example of a
window unit that could meet
those requirements. 

So kudos to these suppliers, and
others, for making this a priority and
kudos to the manufacturers who are
taking the time required to educate
and prepare themselves for these
changes. Whether you like it or not,
the changes are coming and the
ones that will be successful are those
that are ready for them. �
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A A M A A N A LYSI S

Winter Weather Conditions Call 
For Condensation Resistance

B Y  J O H N  L E W I S  

As temperatures lower across
our country, excessive win-
tertime condensation can

be a sign of unacceptable thermal
performance and resultant energy
waste. The collection of moisture
can damage interior surfaces and
the indoor environment. The latter
can result in moisture-induced
mold growth and lead to lawsuits
over alleged toxic reactions. Green
building practices clearly tie into
condensation prevention, which is
best addressed during the design
of windows. 

Why Condensation Forms
When water vapor in indoor air

comes into contact with glass or
framing whose surface temperature
falls below the dew point„ the tem-
perature at which airborne moisture
turns into a liquid„condensation
will form. The warmer the air, the
more moisture it can hold. So, as the
humidity increases, the dew point
rises, and condensation will occur at
warmer temperatures. For example,
bathroom and kitchen areas are well
known as high-humidity environ-
ments, so condensation on mirrors
and windows in these rooms is
rather common. If the dew point is
below 32 degrees farenheit, the con-
densation will likely be in the form
of frost or even ice. 

Controlling Condensation
The first step in controlling con-

densation is to control the indoor
relative humidity through a well-
designed HVAC system (exhaust
fans, ceiling fans, dehumidifiers,
etc.) or by opening doors and win-
dows when outdoor conditions
allow. But, even when the humidity

is controlled, interior surfaces of
exterior walls and fenestration can,
in very cold weather, fall below the
dew point and encourage conden-
sation. The problem then becomes
one of keeping the inside surface
temperature elevated when out-
door temperatures are frigid, which
is the same challenge posed by
energy-efficient design (i.e., reduc-
ing the amount of heat transfer
through the window). Therefore,
the same design measures work to
improve both.

Heat transfer seeks the path of
least resistance. In winter, heat
from inside the building will con-
duct its way through the parts of
the window that are the least ener-
gy efficient (i.e., most conductive),
causing those parts to have lower
indoor surface temperatures and
thus more likely to generate con-
densation. To minimize the poten-
tial for condensation, each compo-
nent of the window must be ther-
mally efficient.

In most applications it is reason-
able and cost-effective to allow for
a small amount of condensation on
the coldest days of the year, and the
following options will improve con-
densation resistance:
€ Alternatives to drive down win-

dow thermal conductivity (U-
factor) have evolved well
beyond simple two-lite glass
with a •dead airŽ space between.
Inert gas such as argon infills
and low-emissivity (low-E) glass
(featuring a thin coating of
metal or metallic-oxide) have
driven U-factors down signifi-
cantly. In cold climates where
condensation is a greater risk, a
low-E coating on the internal

surface of the interior pane of
an insulating glass unit reflects
heat back into the room, reduc-
ing heat loss through the win-
dow; and

€ Thermally improved framing is a
key factor for condensation
resistance (thermal barriers and
some materials• native thermal
insulating ability). As always, the
key should be the demonstrated
overall performance of the prod-
uct and the parameters of the
specific project, not any pre-
scriptive bias for or against a
specific material.
The industry can ill afford to look

at condensation as a mere nui-
sance. The obvious reason is cus-
tomer dissatisfaction capable of
escalating to lawsuits. Less obvious
are the positive improvements that
can be obtained in the indoor envi-
ronment by lessening the likeli-
hood of condensation. These
include less maintenance, higher
allowable relative humidity indoors
(for greater comfort at a lower heat
setting and less annoying static
electricity in winter) and better
clarity of view through the window
glass. For these reasons, as well as
in the interest of energy conserva-
tion, the industry continues to
tighten performance and quality
standards for all types of applica-
tions„commercial and residential
alike. �

John Lewis serves as technical director
for the American Architectural
Manufacturers Association in
Schaumburg, Ill. He may be reached at
jlewis@aamanet.org. His opinions are
solely his own and do not necessarily
reflect those of this magazine.

mailto:jlewis@aamanet.org
http://www.dwmmag.com
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EYE ON EN ERGY

Where Does Your Cradle Fall?

B Y  A R L E N E  Z A V O C K I  S T E W A R T

I•ve been thinking a lot lately
about the transition to cradle-
to-cradle from cradle-to-

grave. No, I•m not talking about how
to prevent my two-year-old from
breaking his neck when he finally
figures out he•s tall enough to scam-
per out of his crib. I•m referring to
Life Cycle Assessment (LCA).
According to Wikipedia, •the term
•life cycle• refers to the notion that a
fair, holistic assessment requires the
assessment of raw material produc-
tion, manufacture, distribution, use
and disposal including all interven-
ing transportation steps necessary
or caused by the product•s existence.
The sum of all those steps„or phas-
es„is the life cycle of the product.Ž

I first became aware of LCA in a
meaningful way in 2004 at a brain-
storming session at GreenBuild in
Portland, Ore. As I packed into a
room far too tiny for the volume of
interested parties, I quickly became
aware that, while green building
advocates wanted LCA to play a
larger role in their decision-making
process, the sheer volume of infor-
mation needed to make such an
assessment was staggering. 

Indeed, LCA is a great example
of •if you can•t measure it, you can•t
manage it.Ž According to ISO 14040
(Environmental management„
Life cycle assessment„principles
and framework), a scope of LCA
would include raw material acqui-
sition, transport, production, use,
reuse/recycling, energy supply and
waste treatment. Moreover, the
•essential property of a product
system is characterized by its func-
tion, and cannot be defined solely
in terms of the final products.Ž
Theoretically, manufacturers would

need a similar LCA on every indi-
vidual component from lineals to
glass to spacers to hardware to
adhesives and sealants in order to
complete their own LCA. I might be
underestimating that there are
thousands of tidbits of information
to be gathered.

How to Manage the Data Pool
Luckily, databases and calcula-

tion engines have been developed
and currently are being improved to
manage all this data, since it•s just
as important to manage this data as
it is to measure it. Currently, the
Window and Door Manufacturers
Association (WDMA) is working
with one of the leaders in the LCA
field, the Athena Institute, who led
that fateful meeting back in 2004
and produces the Eco-Calculator
(http://www.athenasmi.org/). 

•Right now, we•re learning what
LCA really means for window man-
ufacturers,Ž says Jeff Lowinski, vice
president of the WDMA. •We need
to gain a better understanding of
how whole building LCAs are done,
fenestration•s role within it and
what type of information should be
gathered to make a reasonable, yet
valuable LCA.Ž

The inherent expectation is that
improvements can„and should„
be made. A vast number of prod-
ucts and byproducts go into a
landfill when the user is done with
them„hence the term •grave.Ž
Once the process is known, can
improvements be made that
would return the product back to
the cradle, or beginning of, some-
thing else? If so, can it do this with-
out adversely affecting overall
product performance? 

LCA Demand is Growing
As a green building certifier, I

know that no product can be
absolutely environmentally
benign. I•m interested in products
that reduce environmental
impact. Products that are truly
cradle-to-cradle products are few
and far between but I•m looking
for them. In spite of the fact that
the green industry has been
speaking about LCA for at least
ten years, the field is still in its
infancy in terms of implementa-
tion. Still, as we fast-forward to
2008, as that packed room fore-
shadowed, the demand for cradle-
to-cradle products has grown.
LCA pioneer William McDonough
spoke at this year•s the
International Builders• Show and
his company has certified more
than 20 building products for cra-
dle-to-cradle. I•m expecting that
green building programs will
begin placing parameters on
product impacts during produc-
tion and deconstruction, not just
during usage through the lifetime
of the building. LCA will be essen-
tial to knowing where to imple-
ment those parameters.

So, where does your cradle fall?
Remember, a journey of a thousand
miles begins with the first step.
Those material safety data sheets
will only cut it for so long. �

Arlene Zavocki Stewart is a member of the
Efficient Windows Collaborative and an
energy code advocate. She can be reached
at azstewart@azsconsultinginc.com. The
views and opinions expressed in this
article and in materials of the
Collaborative do not necessarily reflect
those of this magazine.

http://www.athenasmi.org/
mailto:azstewart@azsconsultinginc.com
http://www.dwmmag.com


Glaston is your glass processing technology  
One-Stop-Partner providing Bavelloni, Tamglass 
and Albat+Wirsam products and services.

Bavelloni grinding,
drilling and milling line

Roberto Califano, Marketing Manager
roberto.califano@glaston.net

•Are you ready for  
the smartest 
processing line 
in the business?Ž

High performance, improved function and quality are 
always the objectives for innovation and development 
within the Glaston technology group. The new 
product line from Bavelloni is no exception.

With the VX range for grinding (from small glasses 
to jumbo sizes like 3300x7200mm) in line with 
HDM for drilling and milling you have the perfect 
setup for architectural application. Not to mention 
the option to save time, money and keep ahead 
in the market competition.

You can easily integrate different processing 
units and get a higher level of automation and 
precision compared to using single machines. The 
performance increases even further when using 
the production management software application 
provided by A+W.

For more information and the whole picture of 
Glaston and our products, visit www.glaston.net.

mailto:roberto.califano@glaston.net
http://www.glaston.net
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