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Fusion System
™

For Vinyl Windows

Give your customers
the innovation they deserve.

Just when you thought double-hung
window hardware couldn’t be improved!
Locked position

Unlocked position

The Fusion™ lock from Truth has moved double-hung hardware from ordinary to exceptional!
• Latches are hidden into check rail—cleans up look of check rail
• Lock and tilt latch release are actuated by one mechanism—allows you the option of using either single
or multiple locks on the window
• Adjustable for any size window—connecting strap is cut to desired length after hardware is installed
• Non-handed latches—less inventory
• Easy, intuitive one-handed operation
• Housing assembly is separate from base—increases inventory efficiencies by only having to inventory
the housing in different colors or finishes not the entire locking system
• Pick resistant plate—increases security
• Stylish, fastenerless housing—makes it easy to install—even after shipping window!

Sash tilt-in is easy!
Lever position for retracting the
tilt latches

1. Move lever to unlock position
2. Lift sash to clear frame
3. Move lever to the tilt position
4. Pull sash in to wash
5. To close, firmly push the sash shut

From the number one name in window hardware innovation.
For more information visit www.truth.com or call 1-800-866-7884.
SEE US AT GLASSBUILD AMERICA • For more information, visit www.dwmmag.com/infocenter

In Business

Position is Everything!

R

eaching your company’s goal

high-performance product offerings,

line depends on the position

legendary

durability,

specialized

you take on the fenestration field.

equipment solutions, industry-leading

Let Edgetech’s expert team help you

sales and technical support, quality

improve efficiency and throughput

assurance and customized marketing

with the design, development and

solutions. In business, position is

installation of your IG / window

everything. This September don’t sit

operation. Edgetech has the strategy,

on the sidelines – rush to Edgetech’s

skill and sportsmanship to help keep

Booth #3111 at GlassBuild 2007 or call

you ahead of the game with our

800.233.4383 and get ready to score!

If you’re not playing with Edgetech, you’re not winning.

For more information, visit www.dwmmag.com/infocenter
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How to Hide a Screen in Plain Sight...

The Incognito
Genius Retractable Screens
is proud to introduce a
revolutionary way to
screen wood windows.
Our new Incognito screen is a functional, elegant
way to retractably screen virtually any wood window.
The Incognito was designed with the OEM’s need
for easy installation in mind while making sure
the consumer would love the ease of use while
maintaining the great look of your wood window.

You build the window, Genius makes them better so
you can sell more windows with customization by
Genius Retractable Screens.

www.geniusscreens.com
Contact Genius now for more information on this unique product.

Call: 253.565.1421

Fax: 253.566.9948

Email: info@genius-screens.com

For more information, visit www.dwmmag.com/infocenter
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ON THE COVER
The owner of this Mill Valley,
Calif., home uses the HSW65
NanaWall as his front door, and a
segmented curve system made
out of Muranti Wood
with FSC ratings.
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GLASTON PROUDLY PRESENTS:

See you at Glassbuild
Booth #2731

Breaking the records with
NRG, the latest Bavelloni technology
in CNC machinery. Built for speed.
Bavelloni NRG 250-3 is your shower door and custom glass fabrication center built for speed and reliability with the
most advanced technology, allowing you major competitive advantages including efﬁcient production:
• Reduced production time and increased productivity with NRG 250-3 the fastest CNC machine (213 ft/min – 33 ft/s²).
NRG 250-3 produces a complete shower door only in a few minutes including: notching, drilling, milling, and high
polish cerium oxide ﬁnish, where needed.
• The best high quality on proﬁle edging of ﬁnal products. Choosing from a store of 10 tools and dozens of proﬁles,
the NRG 250-3 grinds glass away quickly to maximize your proﬁt. Just release your creativity.
• Intuitive and user friendly machine. With its easy to master controls, even new operators quickly learn to operate
the NRG 250-3 whereas experienced operators will love its simplicity.

For more information, visit us online at www.glaston.net
Glaston North America, Inc. - Greensboro NC - USA - Phone: (336) 299 8300 - Fax: (336) 299 8388 - general@zbavusa.com

Glaston is your glass processing technology One-Stop-Partner
providing Bavelloni and Tamglass products and services

For more information, visit www.dwmmag.com/infocenter

FROM THE PUBLISHER

Glass Purchases: Split Decisions
BY
e all know that the days of
using a handshake to seal
a deal and a commitment
to use one company as a supplier
have gone away. These have been
replaced by a multitude of companies competing for your business.
Whether it’s at an industry meeting,
or over the Internet, window manufacturers have a variety of suppliers
offering them the “best product to
put into their windows.”
At the end of 2006, DWM magazine polled door and window manufacturers on their views regarding
a variety of suppliers: hardware,
screens, machinery and glass. The
latter is being featured in this issue
(see page 34), while hardware was
reported in June and screens in
March (machinery will be highlighted in December).
The results were insightful
when it came to the topic of how
many glass suppliers a company
uses. To sum it up, manufacturers
rely on a variety of suppliers to
meet their needs. Our respondents use at least two, and in one
case up to eight, different companies. Yes, the days of consumer
loyalty have, for the most part,
been replaced by a revolving loyalty to the company with the lowest
price or the biggest product variety. Our survey also found that
quality and price, along with lead
times, reign supreme.
One reader said, “A change in
suppliers is driven most often by
[another] supplier’s failure to service our company or maintain competitive pricing.”
Taking the responses into consideration, let’s look at the overseas
situation to draw some conclu-

TARA

TAFFERA

W

d
o
o
r
&
W
I
N
D
O
W
M
A
N
U
F
A
C
T
U
R
E
R

6

www.dwmmag.com

Window manufacturers say they buy their glass from a variety of suppliers.
sions. Looking at the results and
how important lead times are your
first instinct would be to say,
“Goods from Asia wouldn’t be a
threat] due to lead times.” But given
the fact that companies use several
suppliers, what’s to stop them from
relying on U.S. suppliers for some
glass and overseas suppliers, for
“stock sizes” where lead times
aren’t an issue?
In fact, one of our respondents
said he uses three glass suppliers,
one from a company from China
that he has worked for ten years. I
can’t be sure, but I’d bet that most
of the glass he gets from the
Chinese company aren’t ones that
he needs right away.
And price plays into this equation as well. Many manufacturers
told us it comes down to price, so
why not get a cheaper product elsewhere, whether that is in the United
States or abroad?

As always, there is a flip side and
I wouldn’t be a good editor if I didn’t present both views. When one
window manufacturer was asked
what he would change about glass
suppliers he said, “… get the supply of glass closer to our manufacturing facility so we can stock less
inventory.” So I’m guessing that
company isn’t going to order a lot
of glass from abroad to keep on
hand in the warehouse, even if it’s
cheaper.
But even if the future sees a split
between company A and company
B, that still means less business for
U.S. glass suppliers and an
increasingly competitive market.
But, the bottom line is good news
for window manufacturers: suppliers in any category will be more
focused than ever on offering
quality products when you need
them. The market is simply forcing
them to do so.
❙

Why specify
extrusions
surfaced with
RENOLIT film?
To radically improve the beauty, selection
and customer appeal of your windows and
doors while improving field performance
and cutting cost.
Vinyl extrusions, aluminum extrusions and wood millwork
surfaced with RENOLIT film offer a combination of benefits
not available from solid vinyl extrusions, extrusions with
co-extruded cap colors, or painted profiles of any kind:
I Broad

selection of solid colors and realistic woodgrains
and textured surfaces
I Extreme moisture, temperature and UV resistance
I Interior and highly weatherable exterior grades
I Ease of maintenance
I Outstanding durability
I Woodgrains and colors affordable in small runs
I Lower cost than lesser alternatives
I Smooth

COLORED CO-EXTRUSIONS
Profiles co-extruded with colored caps have less weatherability than extrusions surfaced with RENOLIT film. They
also slow the extrusion process and require color matching, color changeovers and purge waste, resulting in long
delivery times and high costs, particularly with custom
colors and/or small-to-medium quantities.
PAINTED EXTRUSIONS
Painted vinyl or wood profiles have a thin, less durable
finish, typically with less color fastness, than extrusions
surfaced with RENOLIT film. Painting profiles and complying with strict environmental regulations also increase the
cost of painted extrusions.

GLASSBUILD AMERICA
BOOTH 3043

Profile wrapping suppliers seamlessly encapsulate
all exposed surfaces of extruded or milled profiles with
RENOLIT film by coating it with adhesive and continuously applying it to a moving profile using a series of
stationary rollers, wrapping the film onto all flat and
curved surfaces and outside corners of the profile.
If your profile supplier does not offer profile wrapping,
American RENOLIT can recommend suppliers who do.
Extrusions surfaced with RENOLIT film are an extremely
durable alternative to generic white extrusions, and are
easily customized with colors and woodgrains. Adding
different aesthetics to frame and sash—or a color outside,
and a woodgrain inside—enable you to differentiate your
windows and doors, add value and command higher profit
margins. For information and free samples contact:
RENOLIT EXTERIOR
American RENOLIT Corporation
403 Heron Drive, Suite C,
Swedesboro, NJ 08085-1737 USA
Tel: 973-706-6912 • Fax: 973-694-3067
E-mail: info@americanrenolit.com
www.americanrenolit.com

Film products that make your products excel
For more information, visit www.dwmmag.com/infocenter

V-0907

Compare with the extrusions you now buy:

About profile wrapping

AAMA ANALYSIS

Assessing the Performance
of Acoustic Windows
BY
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LEWIS

But how do we
he health effects on the wellTypical STC and OITC Ratings for
being of the general popula- tell if one product Commonly-configured Double-hung Windows
tion due to exposure to lower- is a better noisethan Configuration
level but persistent “background insulator
STC*
OITC*
noise” (i.e., noise pollution) has another?
Single-glazed window
24-26
16-20
The ability of a
recently become the subject of
Double-glazed window
31-33
21-27
concern for building designers, fenestration prod35-38
25-30
especially those allied with the uct to attenuate, Laminated double-glazed
39-50
26-40
green-building movement. In or reduce, the Dual window
addition to homes, commercial transmission of *The above data is representative and for illustrative purposes
and institutional buildings, those sound is meas- only. Performance of individual products will vary.
most affected by noise problems ured in several
For the sake of illustration, the
include schools, hospitals, hotels ways: transmission loss (TL), sound
transmission class (STC) and out- table above indicates typical STC
and office buildings.
Even “safe” sound levels can door-indoor transmission class and OITC ratings for commonlycause non-auditory health prob- (OITC). In all cases, the higher the configured double-hung windows.
lems because noise is a psychoso- number, the more the intruding
cial stressor that activates the sound is blocked.
Building an Acoustic Window
Sound TL is a standardized meassympathetic and endocrine sysIt turns out that improved sound
tems. Unrelenting street noise, jet ure of the noise reduction in deci- control tends to be an extra benefit
planes or rail traffic can trigger bels for specific frequency ranges.
of energy-efficient windows, as the
But noise is features that reduce thermal conenough stress in
composed
of ductivity and air infiltration also
humans to eleHow do we tell if one
multiple sound tend to reduce sound transmisvate blood presproduct is a better noisefrequencies. So, sion. These features include, but
sure and cause
insulator than another?
the STC, a single are not limited to:
muscles to connumerical rating • Double-glazing
tract. Sustained
(insulating
of sound transstress can lead
glass units). The wider the air
to chronic hypertension, ulcers, mission, is the most commonly
space, the greater the sound
used benchmark. STC ratings are a
indigestion and insomnia.
attenuation.
“The idea that people get logarithmic scale similar to the • Glass thickness. This is of limitused to noise is a myth,” reports earthquake Richter scale; an
ed use as the stiffness of glass
the Environmental Protection increase in STC from 28 to 38
limits the improvement. In insuAssociation (EPA). “Even when we equates to a 90-percent reduction
lating glass units, using different
think we have become accustomed in noise.
thicknesses of glass for the layers
STC is determined based on
to noise, biological changes still
of double-glazing gives greater
sounds of the frequency range
take place inside us.”
noise reduction than using the
typical
of
human
speech.
same thicknesses for both lites.
However, the primary outdoor • Laminated glass. The plastic
Measuring the Noise
interlayer dampens vibrational
Design professionals seeking to noise sources—cars, motorcycles,
energy.
shut out the din must consider the trucks, elevated trains and air trafnoise-reducing features of the fic—have strong low-frequency • Soft resilient gaskets. Sound
transmission through cracks
building envelope. This naturally content.
The OITC was devised to reprearound operable windows may
focuses on fenestration, where a
design adjustment can make a sent the attenuation of these lower
frequencies more accurately.
noticeable difference.
continued on page 10
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Impact-resistant
Glazing Systems

Visit the 3M booth to see the breakthroughs in productivity, time savings,
handling ease, weight reduction, durability, and reliability.
• 3M™ VHB™ Structural Glazing Tape
• 3M™ VHB™ Tapes for impact-resistant glazing
• High impact films
3M.com/windowsanddoors

651-737-0914

Glass
Build
America
Booth
1121

For more information, visit www.dwmmag.com/infocenter
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AAMA

ANALYSIS

CONTINUED

reduce their sound attenuating
capability drastically; therefore,
this type of weather-stripping
can improve transmission loss.

An Industry Standard for
Sound Transmission Rating
As with any performance parameter, a uniform measurement
methodology must be employed to
enable evaluation of different products in a fair and uniform manner.
To accomplish this, AAMA has just
updated its Voluntary Specification
for the Acoustical Rating of Windows,
Doors and Glazed Wall Sections
(AAMA 1801-07), which describes
sound transmission loss measurement procedures for fenestration
products. The procedure includes
the use of sound transmission loss
test data obtained per ASTM E1425-

91 (1999), Standard Practice for
Determining
the
Acoustical
Performance of Exterior Windows
and Doors, to calculate Sound
Transmission Class (STC) and
Outdoor-Indoor Transmission Class
(OITC) ratings.
Recognizing that air infiltration,
operating force and latching force
are integral elements of the acoustical performance of the tested unit,
AAMA 1801-07 also requires concurrent testing of these parameters.

Windows may be tested optionally and labeled as conforming to
AAMA 1801-07 through an
acoustic certification program
operated by Architectural Testing
Inc. in York, Pa.
❙
John Lewis is the technical director for the
American Architectural Manufacturers
Association in Schaumburg, Ill. He may be
reached at jlewis@aamanet.org. Mr.
Lewis’s opinions are solely his own and
not necessarily those of this magazine.

Resources:
AAMA 1801, Voluntary Specification for the Acoustical Rating of Windows, Doors and Glazed
Wall Sections
AAMA TIR-A1, Sound Control for Fenestration Products
ASTM E 1425, Standard Practice for Determining the Acoustical Performance of Exterior
Windows and Doors
ASTM E 1408, Standard Test Method for Laboratory Measurement of the Sound Transmission
Loss of Door Panels and Door Systems
ASTM E 1332, Standard Classification for Determination of Outdoor-Indoor Transmission Class
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GlassBuild
America
Booth #521

Once you see our newest glass,
you’ll think anything is possible.

The amazing Solarban ® 70XL Solar Control low-E glass is ready for you.
Solarban 70XL glass sets new standards for energy-saving residential windows with an
amazing set of features. It delivers a solar heat gain coefficient of 0.27 and 64% visible light
transmittance – all with the look of clear glass. Since Summer 2005, Solarban 70XL glass
has delivered the best glazing performance on the commercial market. And now it’s ready to
do the same for residential window manufacturers whose customers demand the best. See for
yourself – call 1-888-PPG-GLAS for a sample, or visit www.ppgresidentialglass.com to learn
more about Solarban 70XL glass. PPG Glass Technology. It’s what to look for in a window.sm

Solarban, PPG and the PPG logo are trademarks, and “It’s what to look for in a window” is a service mark, owned by PPG Industries, Inc.

SEE US AT GLASSBUILD AMERICA • For more information, visit www.dwmmag.com/infocenter

EYE ON ENERGY

When Good Windows Look Bad
BY
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shouldn’t have said anything, should have alleviated the prob- Hidden Causes
but I did. “Buy ENERGY STAR™ lem. Instead, we had the opposite.
So I started quizzing my motherwindows,” I recommended “My mother-in-law had conden- in-law about what she was doing
when my mother-in-law asked sation on an efficient window, differently that was creating more
about replacing the single-glazed where the problem had never moisture in the house. Her feathers
ones with storm panels after her existed before even with the worst obviously ruffled, she asked why it
husband had died. She had had window on the market.”
was her fault. The conversation
That situation was occurring in a ended when the UPS guy arrived,
concerns that the windows were
really worth the investment since temperate month made it even more each of us secretly relieved as we
they would be more efficient than puzzling. I went back to thermody- were growing more and more frusthe walls in her 1940s house. I namics 101—hot goes to cold, wet trated. I’m sure my mother-in-law
assured her that
was questionany improvement
ing my expertMy mother-in-law had condensation on an efficient
in the building
ise and, truthwindow, where the problem had never existed
envelope was a
fully, I was too.
before even with the worst window on the market.
good thing. Time
Still I kept ponpassed, the windering where
dows were installed … and then goes to dry. Somehow, she had the source was as I was also certain
the dreaded call came. “If these humid air in the house that was that there was even more condensaare so good, why do I have water warmer and wetter than the inside tion in the walls. I really didn’t want
surface of the window. I would have her to have rotting issues, but I didn’t
on the window now?”
had an answer if she lived in the bring it up.
South. The air conditioner was now
I probably should have. Several
A Real Delimma
Sigh. Over the past ten years, I’m oversized, so the unit was short nights later, she called to tell me the
usually assured one question about cycling and not pulling out humidity. other family expert, her contractor
condensation per training. Now it But in upstate New York? Where she nephew, provided the answer. Silly
was my turn to troubleshoot. I went didn’t have an air conditioner? At a me, I live in Florida, so how was I
through the litany of basic things time when she was leaving the win- supposed to know years of weather
that could be wrong. Did you receive dows open during the day because it patterns? Apparently, heavy rains
that spring and summer brought had
the window you ordered? Yes. She was so nice out?
Ah, maybe that was the problem. saturated the earth. As drier and
kept the NFRC label. Was it installed
properly? InstallationMasters. Yes, Maybe the air outside was too cooler fall came, physics took over.
she had done everything I said. She humid and there was enough Hot goes to cold, wet goes to dry,
became more impatient with each humidity trapped in the house dur- wicking the moisture right up the
question as I became more respon- ing the day to condensate at night empty wooden walls of the 1930s
sible for giving bad advice in the first when the temperature dropped. house that had never been air sealed.
Moral of the story? Remember
place. Then, I asked the question I Except, these were efficient winshould have asked first. Where is the dows—there shouldn’t have been physics is your friend when you
much difference in temperature give advice to relatives.
condensation?
❙
Surprisingly, it was inside the between the air and the window surhouse in the fall. It might have face. I checked the Weather Channel Arlene Zavocki Stewart is a member of the
made more sense in winter, but and the data—the temperature dif- Efficient Windows Collaborative and an
according to John Carmody’s ference between night and day, the energy code advocate. She can be reached
Residential Windows book (now in dew point and the humidity levels – at azstewart@azsconsultinginc.com. Ms.
its third edition), the vinyl- all indicated that the moisture Stewart’s opinions are solely her own and
framed, low-E, argon windows source originated inside the house.
not necessarily those of this magazine.
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®

world-class
performance.

WEATHER BELONGS OUTSIDE. And Schlegel specializes in high-quality window and door
products that make sure that’s exactly where it stays. From our Q-LON ® foam seals to our FIN-SEAL®
pile weatherstripping, Schlegel offers solutions with unsurpassed performance. Just consider some
of the benefits of Schlegel:
QUALITY & PERFORMANCE: Our products offer proven quality and meet or exceed industry standards.
RELIABILITY: Depend on Schlegel products – field tested for over 40 years.
HISTORY: With over 100 years of meeting customer needs, we’re ready to work for you.

Q-LON® URETHANE
FOAM SEALS

FIN-SEAL® & POLY-BOND® EXTRUDED SEALS
WEATHERSTRIPPING

HYDROSILL™
THRESHOLD SYSTEM

HARDWARE

MOST IMPORTANTLY, SCHLEGEL IS A TRUE PARTNER TO OUR CUSTOMERS —
Leveraging our innovation, technology and service to deliver
top-quality solutions, on time, and at the best price.
©Schlegel Systems, Inc 2005. Fin-Seal, Hydrosill, Poly-Bond, and Q-Lon are trademarks.

For more information call: 1.800.586.0354
Or visit: www.schlegel.com

SEE US AT GLASSBUILD AMERICA • For more information, visit www.dwmmag.com/infocenter
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SOFTWARE SAVVY

What You See . . . Is What You Get
BY
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HAYS

ow many times have
you heard somebody
say, “I’m a visual person?” Have you ever heard
anybody say, “I’m a text person?” The fact is we’re all visual people. We make a large
number of our key buying
decisions based on what we
see, and most of us are very
dependent upon what we see
to perform our jobs.
As a software professional,
I’ve found that the visual out- Websites now let consumers visualize products
puts of software applications contexts that resemble their own homes.
have as much impact on adoption, perceived value and ultimate Specifying Dimensionallysuccess as any of the sophisticated Driven Products
program code that works behind the
Many architectural products are
scenes. As a door and window man- dimensionally configurable. Doors
ufacturer, understanding your prod- and windows are a perfect example
uct visualization options should be as the frame/rough openings of the
an important part of your software home drive the size of the final end
creation or selection strategy. This is item. The ability to create a “paraespecially true in software to sup- metric” two-dimensional (2D) drawport your selling process. Use the ing to match the dimensional
following guide to apply the “best requirements enables you to profit” visualization technology and duce a product drawing that not
content for each phase of the inter- only shows the resulting product
est-to-delivery cycle.
configuration, but can also include
key production or verification
Interest Captured on the Web dimensions. Having an accurate and
One of the important recent to-scale 2D drawing makes it easy to
trends in website development is to validate a quote/order visually, and
provide the consumer with a web can be used in the manufacturing
experience that enables them to and labeling of the resulting product.
select and interact with your products in the context of a home or room Describing and Building
style that closely matches their own. Dimensionally-Driven Products
With some of the latest software, the
The value of a visually-accurate
user can “configure the scene” by 3D model can extend beyond initial
specifying different paint, material or engineering design and support of
product offerings. Dynamic imaging CNC production equipment to the
technology is used to enhance tradi- quote and order process as well.
tional photography and enable The key is to deploy parametric
unlimited variations.
CAD automation technology that
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enables you to create 3D product
models in near real-time based
on the specific requirements of a
quote or order. A manufacturer
can utilize the power of 3D
automation as part of their online quoting and ordering applications. As each line item is configured, the web user (e.g. a dealer) can receive a full 3D model
that can be zoomed, panned,
rotated, etc. The manufacturer
also produces a visually-appealin ing quote document that
includes a dimensionally-accurate snapshot of each window,
which can be flowed into the manufacturing process and used to label
the packaged product for shipping.

Use These Techniques
to Drive More Sales
Each of these visualization techniques is a tool you should consider using at appropriate points in
your selling process. Some of
today’s newer software solutions
will give you the option to select the
technique that best fits your needs
at various points throughout your
interest-to-delivery cycle. When
you provide your dealers and customers with the ability to truly visualize your products, “what they see
is what they get” will quickly
become “what they see is what they
want,” and you can be confident
they will show their appreciation
with increased purchases.
❙
Dale Hays is vice president of product
management and chief solution officer
at TDCI Inc. He may be reached at
dhays@tdci.com. Mr. Hays’ opinions are
solely his own and not necessary those
of this magazine.

We are D eceuninck N orth A merica
®

Think possibilities. Think color. Think DNA.

COLOR SOLUTIONS
Earthy. Elegant. Electric. The taste of window and door buyers is changing, and
Deceuninck North America is leading the way by providing a full range of color solutions
to help you differentiate and expand your product offerings. Whether you choose extruded
colors, laminate colors, or painting solutions, DNA is ready to serve up what sells!
• DNA’s extruded colors now include Bright White, Colonial White, Desert Sand
and Clay. And all are made with our patented SunShield® Vinyl Compound to ensure
uncompromising product quality and performance.
• DNA’s laminate solutions include durable, weather-resistant ﬁnishes for both interior
and exterior applications. Solid colors, wood grain patterns, and stainable/paintable
natural wood veneers are now available.
• If painting is the right solution, DNA can help you get started in that direction too.
After all, we are DNA, your total color solutions provider.
Experience “the DNA difference” – total service integration, from product design and
proprietary compound formulations, to tooling design and production, to world-class
extrusion technology and ﬁnished product testing. And, of course, lots of color!

To learn more, contact Mark Davis, Corporate Director of Marketing, at
513-539-5423 or via e-mail to Mark.Davis@decna.biz.

Discover why our customers say, “The difference is in the DNA.”
© 2007 Deceuninck North America.

SEE US AT GLASSBUILD AMERICA • For more information, visit www.dwmmag.com/infocenter

WDMA OPENS UP

Testing Your Green I.Q.
BY
f you’re talking about green
intelligence, expect to be confused. Green may be the talk
today, but few people fully understand what it means, or how and
where to start. Bringing green into
the mainstream is building
momentum in North America and
around the world. There are at
least 80 different local and state
green building organizations creating green building programs,
hundreds of websites touting
green, and two major players in
the national arena vying for certification recognition.

I

Why Go Green?
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The Department of Energy says
conventional buildings in the U.S.
consume 71 percent of the country’s
electricity and are responsible for 38
percent of carbon dioxide emissions. Builders say green homes are
more durable, sell faster and the
savings can be substantial. The
Massachusetts Technology Council
found that buildings credited with
LEED status use on average 25-30
percent less energy than conventional buildings, and on average
cost only 2 percent more to build.
However, Currently there are no
public policies or national standards for green building; it is being
performed voluntarily by independent certification systems.
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Who are the
Influential Groups?
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Perhaps the best-known national
organization is the U.S. Green
Building Council (USGBC). Founded
in 1993, it promotes the development and implementation of green
building policies, programs, tech-

JOEL

HOILAND

nologies, standards and design.
Today, the organization includes
more than 10,000 member companies with a mission to transform the
building marketplace to sustainability. Best known for its LEED certification program, the USGBC
projects certification of 1 million
homes by 2010.
In 2004, the Green Building
Initiative (GBI) introduced the Green
Globes environmental assessment
and rating system to the U.S. market.
Their mission is to accelerate the
adoption of building practices that
result in environmentally sustainable buildings. The GBI’s Green
Globes is currently working with
homebuilder associations to develop green building programs based
on The National Association of
Home Builders (NAHB) Model
Green Home Building Standards.
NAHB is working with the
International Code Council (ICC) to
develop a national green building
standard that will be certified and
accredited by the American National
Standards Institute (ANSI).

Is Independent
Research Available?
The University of Minnesota conducted a comparative study on the
LEED and Green Globes rating systems for the Western Council of
Industrial Workers. This study summarized the introduction of assessment programs as follows: The first
environmental certification system
was the 1990 United Kingdom’s
Building Research Environmental
Assessment Method (BREEAM). In
1998, the USGBC introduced LEED,
which was based in large part on the
BREEAM system. Then, in 2005, the

GBI launched Green Globes by
adapting the Canadian version of
BREEAM and bringing it to the U.S.
market. The study concludes that
both organizations share the common goal of greening the building
and design process, but each organization deploys different assessment
and certification strategies. It is difficult to compare directly the two rating systems, but the study notes that
Green Globes emphasizes its easeof-use and integration of green principles and best practices, while
LEED emphasizes its historical leadership and “consensus-based”
process for standard development.

How Can You
Keep up With it All?
All of this information can be
overwhelming. At WDMA, we’ve
recently rolled-out GreenZone for
Sustainable Information on our
website. This portal contains information on current programs related to sustainable building construction, building products and
links to resource sites. It will
remain a “work in progress” and
act as a clearinghouse for environmental issues via associations, programs, governmental organizations and regulatory agencies. Our
goal at WDMA is to alleviate some
of the confusion and serve as a
neutral resource for education and
information on sustainability and
green building research.
❙
Joel Hoiland is the president of the
Window and Door Manufacturers
Association based in Des Plaines, Ill. He can
be reached at jhoiland@wdma.com. Mr.
Hoiland’s opinions are solely his own and
not necessarily those of this magazine.

> VINYL HAS NEVER BEEN SMARTER.

Plan for Tomorrow While
Getting Labor Savings Today.

> OR LEANER.

Your ultra-competitive market calls
for proven solutions, not promises.
With GED i-3 Technology now available in two brandnew vinyl systems, you get the ﬂexibility to react smartly
and efﬁciently to the ebb and ﬂow of production cycles
instead of being held prisoner to them.
The new SmartClean i-3 and SmartWeld i-3 vinyl
systems save labor, manage materials and improve
overall cost efﬁciencies like never before. For example,
SmartClean i-3 delivers up to 33% faster cycle times
on welded corners with laser accuracy that virtually
eliminates remakes. And with the automated SmartWeld
i-3 you’ll realize throughput gains of up to 70%.
TM

NEW!

TM

It’s all part of GED’s SmartPlant technology that offers
total plant productivity solutions plus the ability to create
your ideal plant one system at a time. With the modular
availability of each i-3 vinyl and glass product, you can
build your individual production areas separately to gain
major beneﬁts now.
TM

SmartClean i-3
Now you can clean vinyl corners
faster, more accurately and with less
labor. The advanced, yet easy-touse SmartClean i-3 features SmartLaser i-3 laser proﬁle recognition
for faster throughSmart Path
put and virtually no
remakes. You can
also import CAD
drawings for quick
adaptation to new
customer products
and improvements.
TM

Laser proﬁle recognition automatically compensates
and adjusts to vinyl’s unique variances with pinpoint
precision.

U 33% faster cycle times
U On-screen, touch interface for
real-time data and monitoring
U Remote programming and CAD
importation saves time, labor and
eliminates confusion
U High-efﬁciency clean out system
minimizes messy vinyl dust

NEW!

SmartWeld i-3
Take Control of Your Entire Plant
With i-3 Technology.
Your competitors want to produce more with less. Few
of them can actually make it happen. The main reason:
glass and vinyl systems are mixed and matched with
little integration to allow plant managers to see the
“whole picture.”
With GED i-3 Technology your entire plant – glass and
vinyl – works together. Seamlessly, through the beneﬁt
of a proven software system that’s “plug and play.” You’ll
save labor, decrease lead times, accommodate remakes
and rush orders and monitor quality. In other words, gain
control and eliminate confusion on your ﬂoor.

New Built-in Predictive Maintenance
and Intelligent Reporting.
When your system goes down, you lose money. With
i-Sight Light you set the parameters, and maintenance
personnel are automatically alerted when preventative or
reactive maintenance is required. These alerts can be
automatically emailed to any number of recipients to
ensure proper action.
TM

Now one operator can do the
work of two people – and do it
faster. The new SmartLoad i-3
module features controlled-pace
operation where one operator
pre-loads vinyl proﬁles. So there’s
no stopping or interruptions.
Simply upload your schedule,
and vinyl proﬁles run through the
SmartWeld i-3 continuously.
TM

U Up to 70% increased throughput
U Advanced automation saves labor
U Non-stop operation increases
productivity
U Quick changeover system
U Modular system to maximize
ﬂexibility

Customer Deliveries

SMART WINDOW PLANT

Cutting

SMART GLASS

Look Ahead Flow System

Multi Processing

Finishing “GPF”

Muntin
Washing

SMART VINYL

Welding

Spacer System

Look Ahead Optimization

Fabrication
CNC Cleaning

The Totally Integrated Glass and Vinyl SmartPlant.
Welcome to the future of window making – today. With the industry’s
most advanced productivity systems, fully integrated with GED
proprietary i-3 Technology software, lean manufacturing is a reality:
U Labor savings
U Scrap and inventory reductions
U Increased automation
U Improved product quality
U Shortened lead times
U Remakes and special orders easily accommodated
U Plant confusion eliminated
U Predictive maintenance

Visit us at www.gedusa.com to locate
the sales representative nearest you.

330-963-5401

www.gedusa.com

© 2007 GED Integrated Solutions
i-3 Technology, SmartClean i-3, SmartWeld
i-3, SmartPlant, SmartLaser i-3,i-Sight
Light and SmartLoad i-3 are trademarks of
GED Integrated Solutions, Inc.

What’sNews

RESEARCH

AAMA Donates to
Hurricane Research Effort
before a hurricane’s
landfall to capture the
storm’s worst conditions.
Using real-time cellular
and satellite uplinks,
data from the PIP also
will be available in realtime to National Oceanic
and Atmospheric Administration (NOAA) meteorologists and state
and federal emergency
managers.
“Beyond the ability of
a building to physically AAMA is assisting with a UF study about wind-driven
withstand
hurricane rain during hurricane landfall.
winds, water intrusion
through doors, windows and walls penetration often causes significant
remain a recurring issue,” says John interior damage, occupant displaceLewis, AAMA technical director. ment, business interruption and
“Although most residential and extensive restoration expenses.
commercial buildings built to recent Code officials, architects and manucodes will survive structurally, rain facturers of exterior building products are questioning the real-world
effectiveness of water intrusion test
INTERNATIONAL NEWS
standards under hurricane condiChina Lowers VAT Rebate Rates for Exports, Including Glass
tions as referenced by modern
n a sweeping move, China cut the value-added tax (VAT) rebate rates on
building codes.”
2,831 classifications of products, including glass. This represents 37 percent
The AAMA Southeast Region curof the total number of classifications in the China customs tariff, point out
rently is developing a Voluntary
officials at the consulting firm Ernst and Young, and is the third such change in
Specification for Rating the Severe
refund rates since 2005. The company says it is another attempt to address overWind-Driven Rain Resistance of
heating export growth and manage the ballooning trade surplus.
Windows, Doors and Unit Skylights.
The VAT rebate rate for glass was lowered from 11 percent to 5 percent, a 6“Instead of the usual pass/fail
percent drop.
measurements, this AAMA specificaThis rate reduction results in additional export costs that must either be
tion applies a spectrum of pulsating
absorbed by the exporter or passed on to overseas customers.
pressure and rain loads and deterSources in China told DWM that for some glass producers the VAT rebate is the
mines how well a product performs
majority of their profit. Speculation is that glass export prices will increase.
in severe wind-driven rain,” Lewis
Officials with Ernst and Young explain that the VAT refunds have played an
says. “The research, underway at the
important role in keeping export prices low. By changing the VAT refund rates,
University of Florida, will further the
the government can, to a certain extent, encourage or discourage exportation of
value of the AAMA specification by
the affected products.
quantifying hurricane-driven rain
The new rebate rate went into effect July 1. Most of the products included in
and its effects on residential and
the change fall into the category of high polluting, high energy consumption or
he American Architectural
Manufacturers Association
(AAMA) is supporting the
efforts
of
wind
engineering
researchers at the University of
Florida (UF), who are examining
wind-driven rain at structural
height during hurricane landfall.
Rich Walker, president and chief
executive
officer
of
AAMA,
announced a donation of $60,000 to
purchase a precipitation imaging
probe (PIP), manufactured by
Droplet Measurement Technologies
during the association’s National
Summer Conference.
The probe is designed to capture
high-resolution measurements of
rainfall intensity. Dr. Forrest
Masters, assistant professor of civil
and coastal engineering, will deploy
the instrument on a specially
designed, rugged tower hours

T
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export of China’s natural resources. The production of glass fits most comfortably
into the energy consumption slot.
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Homag BOF 311
• Fixed-table processing center is perfect
for machining windows and doors
• Able to process a variety of workpieces on the same machine
• Features robust frame construction,
matrix vacuum table, WoodWOP
programming software and innovative
computer numeric controls

Photo courtesy of Daiek Woodworks, George Dzahristos Photography

Homag KAL Door Machine
• Designed to apply edgebanding
(.4mm thin to 3mm thick) on
entry doors
• Processes a pre-sized, square
workpiece with a 0 to 5 degree
bevel required on entry doors
• Capable of processing solid-wood
strips up to 20mm thick in the nonbeveled position, and up to 1mm in
the beveled position

Torwegge PWT 100
• Produces lightweight, honeycomb
or composite material panels for
the door industry
• Applies veneer to solid components
• Modular design of the unit allows for
expansion, enabling you to achieve
optimum reaction to a variety of
market demands

Heian NZ-671P
• Unique multi-station CNC machining
system designed for commercial
door hardware detailing functions
• High-capacity system can be
customized for several different
applications
• Ideal for just-in-time production
on virtually any style door

Cross the threshold for

greater success.
World-class window and door production starts by selecting the right equipment.
The wide range of window and door production machines available from Stiles
Machinery gives you an advantage from the start. With unique machining solutions,
Stiles will help you choose the equipment that best suits your production needs,
no matter how big the job. Stiles backs you up with Total Production SolutionsSM,
high performance machines and technology supported by manufacturing
expertise in machinery, engineering, integration, service and support. Be assured
of a wise investment with proven window and door equipment from Stiles.
For more information, contact Steve Waltman, V.P., at 616.698.7500
or swaltman@stilesmachinery.com.

Total Production SolutionsSM
Advanced Equipment
Intelligent Integration
Experienced Consulting
Unrivaled Services
www.stilesmachinery.com

SEE US AT GLASSBUILD AMERICA • For more information, visit www.dwmmag.com/infocenter

What’sNews
CONTINUED

light commercial construction.”
Data from the PIP devices collected during this and upcoming
Atlantic hurricane seasons will be
used to establish a catalog of
“wind-driven rain scenarios” for
different storm intensities impacting various terrains. The information will be used to calibrate the
rain field produced by UF’s mobile
windstorm simulator to recreate
hurricane-force winds and winddriven rain at a sufficient scale to
test low-rise components and
cladding systems. Utilizing four
700-horsepower Detroit Diesel
engines and hydraulic drive units
to power eight 54-inch vane axial
fans, this apparatus will produce
hurricane force winds and winddriven rain at its 10- by 10-foot exit.
Actual full-size structural mockups will be evaluated in realistic
hurricane conditions, according to

Lewis. All research will be coordinated with established program
partners such as AAMA, as well as
Florida building code officials.
In addition to its work with UF,
AAMA has created a Wall Interface
Materials Council. The new council
will provide technical, regulatory,
legislative, marketing and certification support to AAMA membership
in connection with wall interface
materials, components and systems.
Leonard Dorin of Fortifiber
Building Systems Group and Ron
Gzell of Schnee-Morehead Inc.
were named interim vice-presidents for the council, which will
serve both the Architectural
Product and Residential Product
Groups. Reporting to the new Wall
Interface Materials Council will be
the AAMA Sealants and Adhesives
Committee and its various sub-task
groups, according to Walker.

INDUSTRY UPDATES AND STUDIES

Spring Door and Window Industry Update Available
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DWM readers can download a free copy of Jordan, Knauff and Co.’s Spring
2007 Window and Door Industry Update webinar, which the company hosted
on May 16, 2007. The topics include an overview of the door and window
industry, including transactions, expansions and plant closings. Also included
is a discussion of current industry trends, the state of the residential and
commercial real estate markets, industry growth drivers, strategies that companies are using in the current environment and a review of the capital markets. The final section of the presentation is current trends regarding competition from Chinese companies, including recent import statistics and some of
the dangers and difficulties of sourcing production overseas.
Please visit www.jordanknauff.com/webinar-request/ for a complimentary
copy.

Door, Window and Skylight Study is Here
The 2006 AAMA/WDMA U.S. Industry Statistical Review and Forecast, conducted by the Ducker Research Co., is now available from the American
Architectural Manufacturers Association (AAMA) and the Window and Door
Manufacturers Association (WDMA). The study provides detailed residential
and non-residential market information on the fenestration industry, as well
as annual tracking of industry sales by door and window types and materials
used (reported in units sold), updates on construction activity, skylight and
insulating glass statistics and non-residential data by building type and application (reported in square feet of vision area), according to AAMA.
This is an update of one report included in the full five-part research study,
which is published in even years.
www.dwmmag.com

LEGAL AND LEGISLATION

Snavely Forest Products
Wins in Appellate Court
Pittsburgh-based Snavely Forest
Products Inc., a national building
materials manufacturer and distributor, has ended a lengthy
patent infringement lawsuit involving its Kimberly Bay™ reinforced
vinyl screen doors.
Guerry E. Green, president and
owner of Screen Tight, which manufactures and sells solid-core vinyl
screen doors and products related to
screen doors, brought a patent
infringement action against Snavely
Forest Products Co. on October 16,
2002, alleging that Snavely’s screen
doors directly infringe upon his
patent-in-suit, U.S. Patent No.
6,250,040 (“the ‘040 patent”), according to court documents.
On May 12, 2005, Snavely requested a summary judgment, asserting
that the product did not literally
infringe the ‘040 patent. On March
30, 2006, the court granted Snavely’s
request for summary judgment in
part, stating that it will “remain open
as to the question of infringement
under the doctrine of equivalents
only.” The court amended its March
30, 2006, order on May 5, 2006. The
second opinion and judgment,
entered in favor of Snavely on July 24,
2006, was on the last remaining issue
in the case, which was infringement
under the doctrine of equivalents.
After the second judgment in favor of
Snavely, which ended the lawsuit in
Snavely’s favor, Green appealed the
case to the Federal Circuit Court
of Appeals in Washington, D.C.
Following legal briefing by the parties
and an oral argument on March 6,
2007, the Federal Circuit Court
entered an order on May 3, 2007,
affirming the district court’s opinions
and judgments in favor of Snavely.
“We are extremely pleased with
continued on page 22
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THE BATTLE
FOR ENERGY
INDEPENDENCE
IS BEING
WAGED
BETWEEN
TWO PANES
OF GLASS.
New Bronze Color

Ask
about our
color matching
capabilities.

Energy costs are continuing to rise with no end in sight. So you have two choices: surrender or fight back. For the millions who are choosing

I-SPACER

™

to fight, I-Spacer is leading the charge. Independently tested to be the warmest edge IG spacer on the market,

I-Spacer enables windows and doors to attain their highest thermal performance. I-Spacer delivers dramatic CRF improvements, exceptional
argon retention, commercial grade structural rigidity and precise, machine controlled muntin locations. Leading IG manufacturers around

See Technoform I-Spacer™
and I-Strut™ at
GlassBuild America,
booth 2621.

the world who demand uncompromising thermal performance and long-term unit durability have made Technoform the fastest growing
global supplier of warm-edge spacers. And now it’s time for you to call and join the fight for energy independence.

www.technoform.us | 330-487-6600

For more information, visit www.dwmmag.com/infocenter

What’sNews
CONTINUED

the appellate court’s order affirming the trial court’s decision, which
validates what we have argued for
almost five years—that the design
and production of Snavely’s reinforced vinyl screen doors did not
infringe upon Green’s patent,” says
Mark A. Grace, an attorney for
Cohen and Grigsby, and director of
the firm’s Litigation Practice Group.
Green, however, says he still
believes the patent is invalid.
“The door which Snavely has
patented incorporates features that
we believe the consumer will find
to be dysfunctional and deceptive.
Further legal action could be forthcoming if Snavely strays from the
claims made by them to the court,”
Green says.

ACQUISITIONS AND MERGERS

NuAir and Pro-Build Partner on Installations

N

uAir, a manufacturer of doors and windows, has formed a strategic
partnership with Pro-Build, a building materials provider. Beginning in
September, Pro-Build will handle all NuAir new construction installation, and NuAir will become a Pro-Build-preferred manufacturer in Florida.
"The decision to partner with Pro-Build was made with our valued customers
in mind," says J. Scott Henderson, president of NuAir. "We strive for complete
customer satisfaction with our products and services, and we believe the ProBuild partnership will ensure that every installation of a NuAir product is done
with care and craftmanship."
Pro-Build is a building products supplier that also installs windows, exterior
doors, siding and interior trim packages.
With Pro-Build handling installation, the NuAir team will focus on what we
do best," adds Henderson. In the coming year, the company will introduce a
new line of vinyl windows and other high-performance products. It will also
work to ensure that all NuAir products meet the new Florida code.
All current NuAir installation customers will be transitioned to Pro-Build
over the course of the coming months.

Fibertec Window and
Door Mfg. Plans to Move
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Fibertec Window and Door Mfg.
in Concord, Ontario, is preparing to
move to a new facility in Ontario.
The company says it has outgrown
its previous facility, which was just
two blocks east of the new location.
The company said the move was
necessary due to the high demand
for the company’s fiberglass doors
and windows.
With the recent move to the new
facility, Fibertec will be adding
another side slider to complement
its existing product lines. The added
space also will allow the company
to automate more and set up a
high-speed sealed unit glass line.

COMPANY NEWS

New Labor
Agreement for BiltBest
BiltBest Products Inc. in Ste.
Genevieve, Mo., has a new longterm labor agreement with its manufacturing employees. On June 5, a
five-year labor agreement was
made among BiltBest and the
United Steel, Paper and Forestry,
Rubber, Manufacturing, Energy,
www.dwmmag.com

Headquartered in Ste. Genevieve, Mo., BiltBest designs and manufactures premium,
custom wood windows and patio doors.
Allied Industrial and Service
Workers International Union, AFLCIO/CLC, Local 400G.
In addition to the five-year term,
the contract calls for wage and
benefit enhancements, as well as a
gain sharing provision for the
manufacturing employees, that
will be also provided to all regular,
non-union, hourly employees. The
new gain sharing program will
cement a strong partnership
between the company and its
employees, and align all company
resources in maintaining strong
business relationships with its customers, meeting flexible produc-

tion demands, improving quality
and achieving 99-percent on-time
and complete shipments.
Jay Hoffer, president of BiltBest
Products, says, “We are extremely
pleased with the new union agreement. The negotiations were conducted in an environment of mutual respect, openness, and a desire
on both sides to achieve an agreement that is a win for our company,
our employees and our customers.
BiltBest employees are hard-working, dedicated people and are our
most valuable resource ...”
continued on page 24

The only thing that shattered: The performance record!
The challenge: DP 60 resistance for an 8’ x 8’ jumbo patio door.
P.H. Tech team performance: Tops in the Impact window industry.
We always knew we had it in us—our know-how and pioneering spirit have
had us punching our weight among the very best for the past 45 years.

Come meet the new champion September 10–12
at Glassbuild America 2007, booth 2001,
at the Georgia World Congress Center in Atlanta.
Our IMPACT ZONE is the place to discover how
P.H. TECH can make you a contender!
Also inquire about our new preassembled
patio door program, designed to meet your
business needs in today’s competitive market.

For more information, visit www.dwmmag.com/infocenter

www.phtech.ca 1 800 463-4392
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KUDOS

Simonton Windows® Honored with BICA™ Award
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SAGE Electrochromics
Secures Financing

For the second consecutive time,
Simonton Windows® in Parkersburg,
W.Va., has won the BICA™ award for
being ranked “Overall Top Rated Vinyl
Window Brand” in a performance
study conducted by Market Resource
Associates Inc. (MRA) of Minneapolis.
Almost 1,000 building industry representatives participated in the unaided
survey that evaluated vinyl window
manufacturers on various aspects of
product quality, service, pricing and
performance.
“We developed the BICA (which
stands for Best in Class Award) several
years ago to recognize truly exemplary
companies that stand out in our surSimonton was ranked “Overall Top Rated veys,” says John Cashmore, president of
Vinyl Window Brand” in a study MRA. “Our national survey is unique in
conducted by MRA.
that it is conducted using an unaided,
out-bound telephone method. Only
those individuals who have direct responsibility for purchasing windows were surveyed. This means the overall results show Simonton was freely mentioned as a
top-of-mind quality company more than any other vinyl window manufacturer.”

SAGE Electrochromics Inc. in
Faribault, Minn., announced that
it has closed a $16 million Series B
preferred round, with provisions
for an additional investment of
$13 million. Good Energies, a
leading investor in renewable
energy, led the funding, with additional investments from Applied
Ventures, LLC and Bekaert.
SAGE’s patented technology,
trademarked SageGlass®, is used
to manufacture windows and skylights that can be darkly tinted to
block sunlight and heat, or
cleared, depending on the needs
of the end user. U.S. Department
of Energy studies have shown that
approximately 5 percent of all the
U.S. energy consumed is lost due
to the inefficiencies of building
windows.

PGT Recognized for Industry Contributions

Barber and Ross Co., a manufacturer of windows, pre-hung
interior and exterior doors,
mouldings and custom millwork
products based in Winchester, Va.,
has closed “temporarily until further notice,” according to voicemail messages posted on all of the
company’s phone numbers in its
Winchester, Richmond, Va., and
Mebane, N.C., locations in midJuly. The company was established in 1876 as a comprehensive
building materials and tools supplier, and in 1971, it was acquired
by David Joffe, who changed the
company’s focus to supplying new
homebuilders. According to the
company’s website, it most
recently had four regional manufacturing facilities serving nine
states and employed more than
1,200 people.

PGT in Venice, Fla., received the Corporate Award at the 21st Annual
Governor’s Hurricane Conference in April at the Greater Fort Lauderdale
Broward County Convention Center. The company was honored for its contributions to advance hurricane preparedness and mitigation techniques. The
company also recently received the Executive Director’s Award from the
Fenestration Manufacturers Association (FMA) for its advisory role to various
building code committees and work groups.

JELD-WEN Announces Winners
of Student Door Design Contest
JELD-WEN in Klamath Falls, Ore., has unveiled the prototypes
of this year’s winning door designs for its Student Door Design
Contest. The designs, created by students Nathan Williams of
Virginia Tech and Anna McCorvey of Howard University, earned
each winner a $5,000 scholarship and a trip to the International
Builders Show in Orlando, Fla., where they saw for the first time
full-scale versions of their door designs. While very different in
style, each door is a study in high design.
The winning door design created by Williams is based on
the traditional Dutch door, a style that has a 400-year-old
history. However, unlike the traditional Dutch door that is
simply split in half, Williams’ design includes six individual
hinged wood and glass panels that can be opened separately—giving it a very contemporary, modern flair.
www.dwmmag.com

Nathan Williams’
modular door design
is inspired by Dutch
doors.

Barber and Ross
Temporarily Closed

continued on page 26

Create It Better than Wood... Great idea!

Casing/Backband
Royal Mouldings
components can be used to
construct ENERGY STAR
qualified products.

Sill Nose

Sill

Great Window Design begins
with the right window parts.

Interior Woodgrain
Clearwood® Finish

Royal Mouldings 100% Cellular Vinyl PVC™ window components and systems blend
the architectural beauty of classic wood windows with fabrication savings, long-term
sustainable enjoyment and low maintenance Cellular vinyl. Call today to find out how your
business can profit more by using components from the leader of Cellular vinyl window technology.
• High Energy Efficiency
• Lifetime No Rot® Material
• AAMA Certified Components

• Interior & Exterior Trim Systems
• Industries Largest Accessory Assortment
• Maintenance so LOW its a pleasure…

Do it once... Do it right... Never go back to wood!® • 800-368-3117 • www.royalmouldings.com
© Royal Group 2007

SEE US AT GLASSBUILD AMERICA • For more information, visit www.dwmmag.com/infocenter
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BSI-Balance Systems
Expands into New N.C. Facility
Amesbury Group has announced
the opening of a new manufactur-

BSI-Balance Systems celebrated its new
facility in North Carolina with a ribboncutting ceremony.

ing facility for BSI-Balance
Systems in Statesville, N.C. The
112,500-square-foot
window
hardware facility will accommodate the BSI, Block and Tackle and
Omega, Constant Force window
balance manufacturing, as well as
provide Amesbury Group with a
main point of distribution to service the East Coast market.
“The opportunity to consolidate our BSI block and tackle and
Omega constant force window
balance manufacturing into a
new facility will result in operating efficiencies, as well as allow
for additional space for distribution and improved service of our
window hardware customers
throughout the East Coast,” says
Peter Lariviere, senior vice president of the window hardware
division.

KeepSafe Maximum®
Program Gets Enhancements
Saflex ®, a business unit of
Solutia® Inc., has announced significant enhancements to its
KeepSafe
Maximum ®
Glass
Partner Program. This marketing
support program was launched in
1999 to supply opening protection
for residential hurricane mitigation to door and window
manufacturers.
Early in the development of the
residential hurricane mitigation
market, Saflex recognized that
residential door and window
manufacturers would benefit
from partnering with them to
develop, test and market systems
to meet new stringent building
codes. To address this, Saflex
continued on page 28
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1. Please check the ONE category that BEST describes the business
activity of your company:

1000
1100
2000
3000
4000
5000
6000
9000










Manufacturer of windows
Manufacturer of windows and/or doors and or skylights
Manufacturer of doors
Manufacturer of skylights or other fenestration products
Suppliers of fenestration components or equipment (including glass)
Distributors of windows and/or doors and/or skylights
Engineer firms, utilities or other involved in energy management
Others allied to the field, please specify:_______________________

2. Please check ALL the products or materials your company manufactures:
A  Wood B  Aluminum C  Glass D  Vinyl E  Other Metals
4. Classification by title (choose the best):
A  Owner/president
D  Designer
B  General or senior manager
E  Marketing manager
C  Plant manager or engineer
F  Purchasing manager
5. Number of employees at this location:
6. What other publications do you receive?

A  1-4

B  5-9

2  Fenestration

G
H

MY BUSINESS IS ENGAGED IN
THE MANUFACTURING, FABRICATING
OR DISTRIBUTION OF DOORS AND
WINDOW PRODUCTS.

 YES  NO



Check here to also subscribe to
the free weekly DWM e-mail newsletter.

3. Please check ALL the types of work your company
performs:
C  Commercial R  Residential
B  Both
O  Other



C  10-19

Energy expert or consultant
Other
D  20-49

E  50-99

F  100+

1  Window and Door

Subscriptions are free to all qualified recipients at U.S. and Canada addresses. Addresses outside the U.S. and Canada please add $45 per year for surface
mail or $160 per year airmail. By checking yes and signing this form, I also agree to allow publisher to contact me via fax and/or telephone in the future.

PLEASE COMPLETE THIS ENTIRE FORM AND FAX IT TO 630/482-3003
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Let Us Impact Your Business
with the most complete line of impact resistant products
RoyalGuardTM is designed to meet the requirements of the Florida Building Code, making its products
ideal for builders and remodelers in high-wind zones and coastal areas. Offering industry-leading strength and
impact resistance, these premium quality windows and sliding doors install easily and provide years of worry-free
protection. Choose from the most complete product line, and Rely on RoyalTM for all your window and sliding door needs.
Features & Benefits
• Impact Resistant
• Energy Star® Performance
• Noise Reduction
• Security Against Intruders
• UV Protection

Performance Meets or Exceeds
• Large Missile Impact: “Level D”, Wind Zone 4
- ASTM E1886
- ASTM E1996
- TAS 201-202-203, REF. Florida Building Code
• AAMA / WDMA / CSA 101 / I.S.2 / A440-05
(minimum DP-50 rating) / ASTM E1300

Casement • Awning • Single Hung • Double Hung • Single Slider
Fixed Picture • Sliding Patio Door

1 866 852 2791

www.royalcustomprofiles.com/products/royalguard.htm

© Royal Group Inc. 2007

SEE US AT GLASSBUILD AMERICA • For more information, visit www.dwmmag.com/infocenter

Logo-Printed Corner Keys
Your Silent Salesperson
!
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Now Available from Magnolia Metal & Plastic

Have Your
Company Logo
Pre-Printed
Right on the
Pull/Lift Tab!

Show Your
Customers
That You’re
Proud of What
You Build!

Gorell Expands
Manufacturing Operations

Looks Great on Display or
In the Showroom!
Corner Keys Can Also Be Pre-Printed with
Standard Warning Message

E-mail: rgreen@magnoliametal.com • www.magnoliametal.com
Toll Free: (800) 638-6912 or (601) 638-6912
Fax: (601) 636-2552
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For more information, visit www.dwmmag.com/infocenter

Browse&Bookmark

companies on the web

Solar Innovations in Myerstown, Pa., a custom manufacturer
of conservatories, greenhouses, sunrooms, folding glass walls and
more, has launched a new, comprehensive website. The new
www.solarinnovations.com exhibits improved user interactivity,
product information, as well as high-quality product photos …
Mikron’s new website at www.mikronvinyl.com provides door
and window manufacturers with a complete overview of products and value-added service offerings … Door and Window Manufacturer (DWM)
magazine offers a free weekly online newsletter at www.dwmmag.com.
www.dwmmag.com

started the KeepSafe Maximum
Partner Program. As a result, a
majority of Program Partners are
experiencing substantial growth in
the residential hurricane window
and door market.
“As this market becomes more
competitive, it’s very important
that
window
manufacturers
understand builder and consumer
preferences,”
says
Stephany
Davenport, residential programs
manager. “To facilitate this understanding, Saflex provides situational analysis and strategic planning support to help partners better understand the channel and
identify and develop stronger marketing and promotional plans.”

Gorell Windows and Doors
recently expanded the manufacturing operations at its Indiana, Pa.,
facility by adding 50,000 square feet
of space. To help meet the increased
demand for its new line of hurricane impact products, Gorell also
added a fully-automated specialtyglass cutting machine.
In recent months, the company
also has introduced a variety of new
product
options,
including
InterBlinds™ for windows, a cherry
wood interior finish, retractable
roller screens on patio doors and
coated EZ-Glass™, which helps
keep doors and windows clean.

HT Troplast for Sale
HT Troplast, the German PVC
window profile company that owns
the trademarks Kommerling, KBE
and Trocal, has been put up for sale
by its private equity owners Carlyle
Group in Dallas and Advent
International in Boston.
The two companies bought HT
Troplast early in 2005 for a reported
continued on page 30

How
w sweet it is! The...
The...

ROYAL
R
OYYAL
TTREAT!
R EATT!
For over
For
over 20
2 years, Royal Window and
nd D
Door
oor Proﬁles
Proﬁles has
has
provided
p
rovided manufacturers
m
with the most
most innovative
innovative and
and
rreliable
eliable d
door
oor systems
systems aand
nd c
components
omponents aavailable
vailable o
on
n tthe
he
market.
m
arket. S
Strongly
trongly e
established
stablished iin
nb
both
oth O
Ontario
ntario aand
nd Q
Quebec,
uebec,
RoyalPlast is proud to offer to the North American
A
window
fabricators, the largest product line featuring
featturing nine patio
door
d
oor ssystems
ystems and
and fully-integrated
fully-integrated Door
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Laval 1 866 777.1210
Woodbridge 1 888 339.9085

www.royalplast.ca

© Royal Group Inc. 2007

Come see us at the Glassbuild America Show, booth # 2905.

For more information, visit www.dwmmag.com/infocenter
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SEE US AT GLASSBUILD AMERICA
For more information, visit www.dwmmag.com/infocenter

LitBits

free literature

The American Architectural Manufacturers Association (AAMA) has approved
and released six updated documents, covering the following subjects: PVC exterior
profiles, exterior walls, thermal cycling, pressure equalized rain screen wall cladding
systems, sash balances and sliding glass door roller assemblies … National Adhesives
has published a brochure that explains how the company’s 14 adhesive technology
platforms can be tailored to meet the needs of 39 discrete markets. National
Adhesives calls this broad set of adhesive capabilities and solutions the 14x39
Technology Solutions Matrix … Mayes Brothers Tool Manufacturing Co. in Mineola,
N.Y., has launched its new catalog, a comprehensive four-color, 25-page book.
www.dwmmag.com

What’sNews
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300 million euros (approximately
$413.6 million today).
Sources in Europe, who wished to
remain anonymous because the
company is in play, explained to
DWM that some years ago when HT
Troplast was being prepared to be
sold by Ruttgers AG, the company
implemented the PVC window brand
Profine as the parent for its KBE,
Kommerling and Trocal brands.
“Profine, or maybe more accurately Profine Group, was created just to
be a company to be bought by
investors,” a source says. “I guess if
HT is going to be sold, there is a good
chance that the PVC window activities, Profine, will be sold again.”
Speculation is that the Profine
companies will be kept together, as
they are the biggest PVC window
fabricator and seller in Europe.
Dismantling the company to sell the
different brands does not seem likely because that would take away the
market advantage of the biggest
European producer as well as the
synergy of the different elements.
The source did tell DWM that,
with different PVC window brands
in the market in Eastern Europe, it
might make sense to buy some
parts of Profine if the buyer had
interests in a particular country
where those brands could be used.

TruSeal Technologies
Earns ISO 9001:2000
Recertification
Truseal Technologies recently
completed its ISO 9001:2000 triennial audit at its Barbourville, Ky.,
facility.
Truseal manufactures its Dura
platform of warm-edge spacer
products in Barbourville, including Duralite™, a new no-metal
spacer that the company says is
highly efficient.
The
globally
recognized
continued on page 33

The integration of beauty and function.
How can hardware so functional look so good? It’s not only beautiful to look at, but
graceful to the hand. Solid. Substantial. Sophisticated.
We’ve thoughtfully integrated the finest European design, craftsmanship and performance, and adapted it to the North American market. A timeless collection for every
architectural style.
Winkhaus features are unmatched, like our flush-mounted, above the lever eclipse
cylinder. Or our new and unique maintenance-free lifetime finishes, such as our
industry-first PVD Bronze; a remarkable oil-rubbed look that stays forever new.
Reach for a Winkhaus door lever. Because when you elevate the appearance of your
doors like this, it suggests the entire home is of uncompromised quality. What better
way to open doors to more customers.
Winkhaus North America, Inc.
1171 Universal Boulevard • Whitewater, WI 53190
P: 262.472.8800 • F: 262.472.8900 • www.winkhaus.us.com

Always precise
For more information, visit www.dwmmag.com/infocenter

Five Reasons Why
You Should Outsource the
Delivery of Your Window Product
Flexibility  Responsiveness  Quality Service
Competitive Advantage  Management Support
You’ll be happy with
the bottom-line results…

www.ddsfleet.com
800-715-2002

For more information, visit www.dwmmag.com/infocenter
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International Organization for
Standardization’s (ISO) 9001 registration serves as the international reference for quality
requirements in business-tobusiness dealings. Truseal says
that it continues to fulfill all
requirements
of
the
ISO
9001:2000 standard, demonstrating its ability to consistently provide warm-edge spacer products
that aim to enhance customer
satisfaction.

Pella Corp. Named
to Fortune’s “Best
Companies to Work For” List
For the eighth consecutive year,
Pella Corp. has been named to
Fortune magazine’s annual “100
Best Companies to Work For” listing.
Pella Corp. ranked 59 overall in the
ratings of companies of all sizes.
A total of 446 companies sought
to be included on the 2007 Fortune
list in which 100,000 workers evaluated their employers.

automatic spray machines
Kleenspray - flexible, reciprocating spray
technology for the just-in-time user

roll coaters
Glass Coater Series - A breakthrough
in roller coating technology

ASSOCIATIONS

NWDA Holds Summer
Meeting in Pennsylvania
The Northeast Window and
Door
Association
(NWDA)
recently held its summer meeting
and golf tournament at the
Nemacolin Woodlands Resort in
Farmington, Pa.
Attendees played golf the first
day with Mike Valentine of TBP
Converting finishing with the lowest gross score of 80 and John
Thompson of Guardian Industries
with the lowest net score of 77. In
the scramble, a team made up of
Chuck Anderson and Rick Keup of
Simonton and Bob Moyers and
Ernie Foltz of Bob Moyers Sales
took first place with a score of 60.
The second-place team was made
up of Terry Rex of BF Rich, Kim
Fondrk of Amesbury, Eric Mount
and Erin Borowicz of Regenex.

Cefla Finishing Group Also Offers:
• Linear Drying Systems
• Integrated Finishing Solutions
• Engineered Glass Finishing Systems

Cefla Finishing America
High Point, NC
Tel: 336-662-9813
www.ceflaamerica.com

Located in High Point, NC, our state-of-the-art test lab is available
for use by both customers and coating suppliers.Contact us today
for more information or to schedule an appointment.

Cefla Finishing Canada
Montreal, QC
Tel: 514-633-9222
www.ceflacanada.com

SEE US AT GLASSBUILD AMERICA
For more information, visit www.dwmmag.com/infocenter
Erik Katchur of the 3M Co. took
the award for the longest drive for
men, and Erin Borowicz of
Regenex took the award for the
longest drive for women. Dan
Rozelman of Sturtz Machinery
won the “closest to the pin” award.
A sunset barbecue followed.
Attendees were able to participate in three sessions on the second day: “Finding Leads in a
Down Market” by Gale Brown of

Lead
Builders,
“Window
Warranties that Work” by DWM
president Debra Levy, who briefed
the group on DWM’s exclusive
survey about warranties and
Bradley P. Boone, senior account
representative for PPG Industries,
who spoke about “Glass Options
That Sell Windows.”
The group will hold its winter
meeting January 14-15, 2008, at
Trump Plaza in Atlantic City.
❙
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D

oor and window manufacturers have a lot to
say about their expectations of hardware suppliers (see DWM, June 2007, page
48). As a follow-up to the survey, we
asked them the same questions
about glass suppliers. Is the bar the
same for all suppliers?
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Once again, manufacturers
rated quality as the most important factor.
“Quality will always be number
one with us and price number two,”
says Don Neil, vice president of
administrative operations for BF
Rich in Newark, Del. “The other
factors are important but not to the
same extent, as long as there is consistency. If there is no quality, there
is no vendor.”
For the most part, manufacturers use more than one supplier
although the reasons vary.
“We have two back-up suppliers
to guarantee supply and keep track
of pricing trends,” says Wayne
Gorell, chairman and chief executive officer of Gorell Enterprises in
Indiana, Pa.
.
For PGT Industries of Venice,
Fla., the reasons have more to do
with availability.
“We use more than one glass
manufacturer [PPG and Cardinal
FG] because the variety of glass types
and colors are not available from
[one single source],” says Brad Voss,
director of materials management.
Atlantic Windows in Port Elgin,
New Brunswick, also uses two suppliers: one for clear float glass, lowE, and caselot tempered and another for some tempered glass.
“Our primary supplier had some
delivery and quality issues on custom tempered so we went to a
www.dwmmag.com

Photo courtesy of Simonton Windows.

Quality Still Tops the List

more local supply,” says Rob Miller,
president.
Product availability and logistics
or proximity to a given manufacturing location are why Simonton
Windows in Parkersburg, W.Va.,
uses multiple suppliers. According
to Mark Brandow, sales manager
for Centra Windows in Langley,

British Columbia, more than one
supplier is used because competition helps keep costs down.

Not All are Alike
But not every manufacturer follows this rule of thumb. InsulaDome in Yaphank, N.Y., has one
primary supplier and uses a local

Great Expectations
for Glass Suppliers
Raising the Bar for Glass Suppliers
by Alan B. Goldberg

source for what Peter Kroes, its
director of sales and marketing,
describes as specials. BF Rich has
remained with one primary supplier (AFG) for thirty years, says Neal,
although local suppliers are used
for specialty glass.
“They (AFG) have always treated
us fairly,” he says.

That is also the case with Hurd
Millwork in Medford, Wis., which
uses Guardian Glass.
“We partner with one raw glass
supplier for strategic reasons and for
consistency in appearance,” says
Pete Erdman, director of purchasing.
Most manufacturers have either
considered or actually made a

change at one point in time.
“We are constantly evaluating
our suppliers for the total value—
products, quality, lead time and
cost—that they present to us,” says
Troy Nesselrode, director of global
sourcing for Simonton.
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Great Expectations for Glass Suppliers

continued from page 35

Results of DWM Reader Survey
Note: Some tallies do not total the full 100 percent due to survey recipients not responding to every question.

Job function

Geographic location
3%

Other

Senior management

West Coast

9%
17%

Other. Please specify.

27%

Owner, CEO, president

Midwest
33%
Southeast

30%

17%

63%

Northeast

Do you use more than
one glass supplier?

How long have you been
using your current supplier?

No

More than ten years

Yes

6-10 years

23%

27%

1-5 years

57%
16%

77%

Would you consider or have you
considered switching glass suppliers?
No

Even if you are pleased with your
current supplier, do you browse the
options offered by other glass suppliers?
3%

Yes

Yes
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40%
53%
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93%

Quality, price and service are the
reasons.
“A change in suppliers is driven
most often by [another] suppliers’
failure to service PGT or maintain
competitive pricing,” says Voss.
He points out that the most competitive prices are not much help if
deliveries are incomplete or not on
www.dwmmag.com

time so poor service is the most
common driver for making change.
That is not the case with Centra
Windows.
“With good service from both
suppliers and close proximity, we
have no reason to consider a
change,” says Dan McLean, plant
manager.

Lead Time and Availability
For some manufacturers, lead
time remains the second most
important factor. Others say price
and product availability are equally
as important. According to Voss, all
are necessary.
continued on page 38

All the best doors choose Madras® glass
(made in Italy since 1965)

With excellent functional and aesthetic characteristics produced by special etching
processes, Madras® is the glass of choice for top door makers in Europe. Supplied
directly by the manufacturer, it comes in standard size sheets (70”/88”/94” x 126”),
in over 50 textures: from a simple yet perfectly uniform satin finish to the geometrical
patterns and more ornate effects. Surfaces are silky to the touch, fingerprint-proof
and far easier to clean than traditional sanded glass. Shielding of vision is soft but
effective, while diffusion of light is optimal. Very stylish, very Italian.
www.vitrealspecchi.it

For more information, visit www.dwmmag.com/infocenter

Great Expectations
for Glass Suppliers
continued from page 36

Precision in machining can make the
difference between a tight seal and a
failed unit.
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If you could change one
thing about your glass
supplier what would it be?
Answers included:
Lead time, better service, nothing,
better quality insulating glass, quicker availability of cut size glass,
improved quality, the fact that all
pass the same surcharge, price,
shorten delivery time on special
orders, no emergency surcharge,
offer more flexibility, ship orders
complete, lead times, personal contacts from office, to not view all customers the same way, better reaction
to quality issues, energy surcharges,
more product options.
www.dwmmag.com

“Quality, lead times, delivery
and customer service are equal in
importance. While you can put any
value on each, in the end, you can’t
have one without the other.”
Voss says there are other factors
that must be considered as well
when
selecting
a
supplier.
Technology and innovation should
be considered an integral part of
customer service.
“What can the supplier bring to
the table that makes it easier for
PGT to order glass and control
inventories,” he says.
For Simonton, there is even
more involved to determining
who will be the company’s glass
supplier.
“Glass is such an important part
of our product that it is vital that we
partner with companies that are
viable, healthy and share our core

commitment to customers and
employees through safety, quality,
on-time and complete delivery,”
adds Nesselrode.

Aiming for the Best
What manufacturers value the
most about their suppliers is no
different from the very qualities
they want.
For Kevin Bosworth, president of
Avalon Windows in Houston, it is
consistent quality and service.
To Nesselrode, it is a “commitment to the total value proposition.”
“The long-term working relationship and all the benefits that go
with it,” Neil says.
“The partnership and being on
the leading edge of new innovations,” Erdman says.
continued on page 40

ODUJHVWYDULHW\RIZLQGRZ GRRUKDUGZDUH®

Great Expectations
for Glass Suppliers
continued from page 38

*URZWKWKURXJK,QQRYDWLRQDQG7UDGLWLRQDO
%XVLQHVV3UDFWLFHV&RPELQHG
,Q DQ LQGXVWU\ WKDW LV JURZLQJ PRUH FRPSHWLWLYH 6WU\EXF UHPDLQV D OHDGHU E\ RIIHULQJ WKH ODUJHVW
YDULHW\RIZLQGRZ GRRUKDUGZDUHWRVHOHFWLYHFXVWRPHUV6WU\EXFUHDOL]HVWKDWKDYLQJWKHGHSWKDQG
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Voss describes it as “the ability
of our suppliers to match their
services and innovations to our
business needs.”
And, if manufacturers could
change one thing about their suppliers, it would be?
“…get the supply of glass closer
to our manufacturing so we can
stock less inventory,” says Voss.
Terry Piorkowski, glass buyer for
BF Rich, agrees.
“One-stop shop,” Nesselrode
adds.
“Better sales follow through,”
Gorell says.
“Better trained inside sales
reps,” Bosworth says.
“Better delivery and quality on

For more information, visit www.dwmmag.com/infocenter
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continued on page 42

For more information, visit www.dwmmag.com/infocenter

Great Expectations
for Glass Suppliers
continued from page 40

custom tempered,” Miller adds.
“Trust our judgment when and
if poor quality does arise,”
Brandow says. “Since we also
install, we are in direct contact
with the homeowner. They are
doing upgrades not only to save
energy but to increase the value of
their homes and they demand
quality.”

What Suppliers Are Saying
Cardinal’s customers expect the
company to be on the leading-edge
of technology and to be supplied
with a quality product, on-time
and complete, according to Bowie
Neumayer, vice president of sales
and marketing.
“In today’s world of short lead
times, being on-time and complete

is top priority,” he says.
Christine Shaffer, marketing
manager for Viracon in Owatonna,
Minn., agrees. In addition, she says
customers expect technical assistance, prompt response for glass
replacement and courteous and
accurate communication from
customer service.
“Incomplete or late deliveries are
disruptive to production resulting
in lost time and revenue,” she says.
Neumayer says one of the major
challenges is educating the ultimate consumer.
“We do a large amount of training with our customers and sales
representatives but sometimes
the message does not reach the
consumer.”
He points out that only 58 per-

cent of residential doors and windows sold in the United States contain energy-efficient low-E glass.
Shaffer describes the biggest
challenge as a supplier in one
word: reliability.
“Product moves from one manufacturing operation to another
and glass availability is a critical
component that must fit seamlessly into their operation as if the
product were being manufactured
in-house.”
Is the illusive bar at the same
level for glass as it is for hardware
and other component suppliers?
That depends on who is answering
the question.
❙
Alan Goldberg is a contributing
writer for DWM.
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Machinery Mayhem
How to Integrate Off-the-Shelf
Products into a Custom Line
by Alan B. Goldberg

Editor’s Note: This is the second
part of a two-part series about how
software and machinery suppliers
work with their customers. (See Part
I on page 50 of the July/August issue
of DWM).

M

achinery suppliers
face the same issues
as software companies and other component suppliers. To what extent
they can help their customers
increase efficiency begins with
knowing how their customers
operate.

Stürtz offers a compact
welding and cleaning line for
the sash.
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“The customer determines what
they need, either to decrease cost
or increase output,” says Jason
Wobbema, sales representative for
Dakota Automation in Watertown,
S.D. “We evaluate, we develop a
concept and we quote the machine
as a custom piece of equipment.”
Return on investment is one of
the key factors for customers,
which he says generally occurs
within a two-year period. What
makes Dakota unique is that almost
everything it makes is custom.
Clete Rowan, owner of Rowan
Equipment and Fabrication LLC

in Dysart, Iowa, says that only five
percent of his work is on existing
equipment.
“Some of our customers spend
quite a bit of time researching all
the equipment that is available
only to find that the unique features they envisioned are not
offered. So they search for a custom
(or innovative) and reputable
equipment manufacturer that can
develop such a unit,” he says.
Rowan will create one or two concepts and present them to the cuscontinued on page 46

WANT TO SAVE SPACE? WANT TO REDUCE COSTS?
WANT TO IMPROVE PRODUCTIVITY?

THINK
Customized Handling Solutions

Multi-Directional Combilift
5000lb-36,000lb
-

Available LPG/Diesel/Electric
Hydrostatic Drive
Operates Indoor/Outdoor
Space Savings (Down to 6' Aisles)
Safer Product Handling
Increased Productivity

See Us at GlassBuild America
Booth 3750

September 10-12, 2007
Georgia World Congress Center, Atlanta

For More Details Visit:
Combilift USA
303 Concord St., Greensboro, NC27406
Cell: 281 507 0066 E-mail: info@combilift.com
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Machinery Mayhem
continued from page 44

Dakota’s NC servo-controlled steel
exterior door latch routing machine is
shown here. The company works with
manufacturers on custom machines.
tomer with an approximate cost
and lead time. With an approval, the
project goes into production. If
there are issues to be resolved, it
goes back to the drawing board.
He has developed a number of
custom machines for Kenyon’s
Stained Glass Factory in Grove City,
Ohio (see the May 2007 issue of
DWM, page 52).
“Clete and I focused on many
areas in the plant and saw the
value of automation and how it
could eliminate 35 percent of a
workforce. We worked together on
a glass washer that would be conducive to my operation,” says Chris
Kenyon, founder and owner.

Building from a Base
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At Sommer and Maca in Cicero,
Ill., an evaluation of a product’s
ability to meet customer needs
determines whether it will be a
standard or custom-made unit,
says John Czopek, vice president of
machinery sales.
“It’s always nice to be able to
work from a proven platform that
already exists,” he says.
Matt Sell, national accounts
manager of Carlson Systems
Engineering in Twinsburg, Ohio,
also works from a base.
“We try to remain in our core
competency and build from there.
Anything 100 percent new is disclosed and risk is evaluated with
our customers before any action is
taken,” he says.
Stürtz Machinery of Solon, Ohio,
does the same.
www.dwmmag.com

“We always start with a standard, base machine,” says Mike
Biffl, sales manager. He says
modifications are done in accordance with specific vinyl profiles
being processed as well as the
required fabrication, which can
vary, depending on the customer’s
manufacturing methods.
“A machine may require only
simple fixtures to support the
product or extensive customization to add operational functionality specific to the customer’s operation,” says Biffl.
According to Wobbema, what
helps in the initial process is that
many window companies have
written specifications because they
have been buying custom equipment so they know what they need.
At Eagle Window and Door in
Dubuque, Iowa, Dakota was selected because they have vast experience in the door and window industry, says a company spokesperson.
Eagle needed a machinery supplier
that had the ability to go from concept to installation/implementation, and Dakota was able to
demonstrate that with a custom
unit that was competitively priced.
Bob Daniels, engineering manager at Homeshield in Chatsworth,
Ill., says that Dakota has an
approach to equipment building
“that [he hasn’t] seen from anyone
else.” He says the company uses a
system that combines one technician with one engineer through
equipment run-off.
“In my opinion, this approach
helps [Dakota] solve issues and
make design changes quickly to
meet deadlines and customer
requirements/specifications,”
Daniels adds.
Wobbema points out that,
although the components used in
a machine may be standard, no
two units are alike. He explains
that because every machine is different, more testing and debug-

ging is involved. Rather than having trial runs, the customer visits
the plant to see the testing that
takes place. He refers to customer
certification of the equipment as a
critical point to verify that everything works and that the machine
has been built to specification.
Daniels describes the performance of the unit as good with very
little downtime since it was
installed.
“Dakota has been easy to work
with from quote to install. Because
of product changes, we also find it
necessary to change the machine
programming from time to time,
and they have always been willing
to help,” he says.
Eagle is preparing to install its
fourth system with Dakota. Each
system includes multiple machines
and work stations.

Getting the Right Info
Claus Rieger, president of
Bystronic Inc. in Hauppauge, N.Y.,
says a comprehensive exchange of
information is imperative when
meeting with a customer “so that
we may clearly identify both the
customer’s intended needs and the
nature of the products that will be
run through the machine.”
He explains that many factors
are considered in the evaluation
including throughput and shapes
in determining whether a standard
configuration will be suitable
Czopek says the goal in working
with a customer is to detail a complete scope of performance and
design requirements for the new
equipment.
According to Biffl, the application determines how much information is needed from the customer. Information can be as minimal as dimensional profile die
drawings or as extensive as a complete window fabrication manual
continued on page 48
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Machinery Mayhem
continued from page 46

from the profile supplier.
“The more information the better. Additional information allows us
to look at the whole picture and
make suggestions for improved efficiency and or operation,” he says.
Sommer and Maca develops a
design layout from the information
it obtains, including the features
that will be incorporated. A design
meeting with the customer confirms
that everyone is moving in the right
direction and there is an approval to
release the product for fabrication.
The effort required for a new product varies, Czopek says. A modification can be as simple as enlarging a
motor or conveyor area. Or the project can require several weeks of
engineering and development to
create an equipment solution.
Sell explains that Carlson helps
mock up the equipment in its
facility.
“We actually build the machines
out of two-by-fours and mock the
production [up] to identify risk and
help define the spec,” Sell says.
He explains that the entire
process can take a few weeks or 12
months to define.
“We do web conferencing and
plant visits, which can include engineering reviews and brainstorming,” Sell says.
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Finding the
Right Solution
Biffl points out that the complexity of the process depends on the
equipment.
“We try to be part of their process
team. The more closely we work
alongside them—throughout the
design, manufacturing and commissioning stages—the more likely
we are going to provide the right
solution for their specific needs,”
says Biffl, who explains that this type
of arrangement promotes a smooth
integration of Stürtz equipment into
the customer’s operation.
Referring to his one-of-a-kind
www.dwmmag.com

“A machine may require only simple fixtures to support
the product or extensive customization to add operational
functionality specific to the customer’s operation.”
—Mike Biffl, Stürtz Machinery
machine “that has made a significant difference in our operation,”
which is two window platforms
with three different hardware systems, Roy Anderson, president of
Softlite Windows of Streetsboro,
Ohio, says “it is one of many ways
Stürtz has responded to our needs
and why we have had a longstanding relationship.”

Reliability Factors
There are other reasons why
Softlite continues to rely on Stürtz.
“We find [the company] to be so
flexible, compared to other companies, in [its] willingness to help us,”
adds John Ryba, director of
manufacturing.
He says that location is a factor
particularly when there is a need for
parts. Having them nearby certainly
helps although he quickly points out
that other machinery suppliers are
also located in the vicinity.
“[Its] service is just exceptional,”
says Ryba, and its staff also is full of
problem-solvers.
Anderson explains how Stürtz
offered an innovative solution with
the purchase of two sash welders
and two cleaners.
“We doubled our capability,” he
says.
Anderson also likes dealing with a
company that is family-owned with
a history of being attentive.
“Knowing that I can call the
owner at any time is very important
to me.
Sommer and Maca tests all
equipment at the completion of
assembly. It is at the customer’s discretion to see final testing and
approve the equipment before it is
shipped, Czopek says. At that point,
it is considered operational.

Carlson does a full qualification
in-house including safety, maintenance, production, operation and
quality reviews before the unit is
shipped, Sell says. The entire
process is repeated at the customer’s
facility.
At Rowan, all equipment is tested
at their location with the customer
on sight for approval. Rowan points
out the element of surprise.
“Things do not always go as
planned,” he says.
He says the timing on component
availability, design, plans and information may not run parallel.
“There are times when you have
to take a step back to continue going
forward. We build a lot of equipment
that has never been built before,”
Rowan says.
At Stürtz, all functions of a
machine are tested in the customer’s
presence.
Following
approval, the unit is shipped and
commissioned in the field. Training
takes place at this time with more
in-depth training recommended
after the equipment has been in
operation for a short time.
Rieger sees the long-term effects
of working closely with the
customer.
“We are not simply trying to sell
machinery,” Rieger says. “Our goal
is to work with the customer so that
[its] process will conform to the
principles of lean machinery and
save money in the long run.”
No matter how it is said, suppliers recognize that at a time when
custom is the standard, off-the shelf
products may not make it to the
production line.
❙
Alan B. Goldberg has 31 years of
experience in the industry.

Get up to 5 times the water
protection as compared to DP 50!
WISP™ is a unique storm protection system jointly
developed by VEKA, a leader in PVC window extrusion
& European roller shutter technology, and Wayne Dalton,
a leader in protective ﬂexible membrane and automation
controls. The WISP™ (window integrated storm protection)
system is a Formulast™ manufactured vinyl frame receptor
and integral motorized storm curtain housing into which
any window can be installed. The system is activated* from
an interior keypad or remotely by cell phone or internet
using Z-wave® wireless technology. When deployed, the
opaque Fabric Shield™ protects the home from wind-borne
debris and water inﬁltration up to 40 PSF while allowing
light to penetrate. This self-contained storm protection
unit requires no tools, ladders or manual installation and
storage. The Wind Zone 4 Rated WISP™ system is available
now for fabricators who want to offer a complete factory
assembled storm-unit ready for installation into the rough
opening. This code compliant system can be manufactured
at a price point competitive with impact glass solutions.

* manual version of WISP is available

WISP Water Penetration 40 PSF = 127 MPH vs DP 50 Water Penetration 7.5 PSF = 54 MPH

 Fully assembled vinyl window
 WISP receptor built to rough
opening size
 Fully assembled window
installed into WISP receptor
 WISP unit ready to protect you
in any weather condition
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WIDE OPEN SPACES
How Opening Wall Systems are Making
their Way into Mainstream Fenestration

by Ellen Giard
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From kitchens to spas to overall
entertainment, homeowners are
looking for ways to connect to the
outdoors. Thanks to innovations in
glass and glazing systems, fenestration companies are poised to take
a firm hold on this market trend.
One popular fenestration option
of late is the moveable/opening
glass wall system.
These systems, which consist of

large spans of glass panels, are
designed to slide or fold open, creating a way to bring the outside
inside. Operable glass walls, influenced by European design, have
been available in North America for
more than two decades. It’s been in
recent years, though, that the systems have been making their way
into North American construction
at an accelerated rate.

Opening glass walls, such as those from NanaWall, have surged
in popularity thanks to an increasing desire by homeowners to
connect the indoors to the outside.

Photo provided by Solar Innovations Inc.
Photo provided by NanaWall.

Folding glass wall systems
allow homeowners to enjoy
outside views and still be indoors.

SYSTEM MANUFACTURERS

Sue Weiland, chief financial officer would meet our needs and our cusNana Wall Systems, a manufac- and one of the company owners, tomers’ needs,” says Greg Header,
turer of opening glass walls based explains that the decision to begin president. “We had tried buying
in Mill Valley, Calif., has been work- making the sliding door systems was others but we found that we could
ing with these wall systems since driven by customer requests. Bill design a better one ourselves.”
the mid-1980s. President Ebrahim Weiland, company founder, traveled
Nana says his company, which to Europe to learn about the prod- W H Y S O P O P U L A R ?
began as a real estate developer, ucts and then brought ideas back to
Nana Wall, Weiland and Solar
started to see a market for large their operations in the United States. Innovations all agree that the
Solar Innovations Inc., located in operable wall systems are fastopenings in 1986.
“From 1986 to 1990 we imported Myerstown, Pa., began manufac- growing in terms of popularity
a system from Germany and
and usage. Alison Blume, mar"Moving glass walls eliminate the keting manager for Nana Wall,
then from 1990 to 1996 we began
typical barriers of a patio door by says their sales have gone up
making our own, and in 1996 we
providing a seamless transition
became partners with Solarlux [a
more than 50 percent in the
German manufacturer],” says between the indoors and outdoors.” past few years. Header says
Nana. “I think one of the reasons
—Sue Weiland, they, too, have seen a great
we’ve been successful is because
Weiland Sliding Doors and Windows deal of growth.
we started out with some experi- turing operable wall systems with“The operable wall is our fastestence with operable walls for the in the past five years. But the com- growing line,” Header says. “In the
United States. Our German partner pany is not new to glazing prod- past year we’ve grown as a compathen helped us Americanize their ucts, as it has roots that date back ny by about 25 percent and the
to the 1950s and has manufactured walls alone have grown at a faster
German system.”
Another California company, a variety of fenestration products pace than that.”
Weiland Sliding Doors and Windows including conservatories, sunWeiland adds that her company
located in Oceanside, has been mak- rooms, skylights and more.
has seen “healthy” growth in the
“The reason we got into it was past few years, too.
ing sliding glass door systems since
the 1990s and before that was because we could not find a good
involved in specialty woodworking. exterior operable wall system that
continued on page 52
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Photo provided by Weiland Sliding Doors and Windows.
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Operable walls have allowed homeowners
to extend their living space into the outdoors.
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So what is it that has accelerated
this growth? A need and desire to
connect to the outdoors.
“What has lead to the growth of
interest in our doors is the desire by
homeowners to expand their living
area to the outdoors,"says Weiland.
“These moving glass walls eliminate
the typical barriers of a patio door
by providing a seamless transition
between the indoors and outdoors."
Nana agrees. “There’s a romance
in being able to connect to the outdoors. These systems are like a convertible—it’s a regular car, but when
the weather is nice you can open it
up; then when it rains you close it
and it’s as weather-tight as any other
car. You get the best of both worlds.”
Another reason for the popularity is the shear aesthetics that
come from large spans of glass.
“Architects will select something
like this just for the aesthetics,” says
Nana, who explains that his company’s systems are designed to have a
minimal frame in order to maximize
the view. “And all of the hardware is
concealed,” he adds.
www.dwmmag.com

APPLICATIONS
While operable wall systems are
a hot item, they’re not likely to be
found in any neighborhood subdivision. These are high-dollar products, commonly found in upscale,
luxury homes, vacation homes and
anywhere there’s a stellar view.
“It’s a novelty, though they are
becoming more popular,” says
Header. “It’s a smooth operator,
they are sleek, well-designed and
engineered. People like them
because they can just push them
aside and have more living space
and a more open area.”
Nana says about 55 percent of
their work is in high-end, singlefamily homes, but they also do jobs
for high-end multi-family (as well
as hospitality) applications, mainly
in dining areas.
Manufacturers agree that cost,
which can be as much as 50-percent
more than a French door, is the
main reason a customer may decide
against using an operable wall.
“Anything that can fill an opening
is a competitive product,” says Steve

Donner, general manager for
Weiland Sliding Doors and Windows.
In order to maintain a competitive edge, Weiland says they
emphasize the special features that
the products offer.
“Seamless transition as a result of
a flush track with transverse drains;
our large panels offer more glass
and a better view. Also, the liftslide
hardware enables the customer to
open and close these large, heavy
panels easily,” she says.

THE RIGHT FIT?
Opening walls and sliding door
systems are not without challenges.
Many requirements must be met to
ensure the system works properly.
“It’s got to be weather-tight, it’s
got to be secure and then it has to
be easy to operate, not only when
it’s new, but over time as well,” says
Nana. “So we have adjustments
and compensation features built
into the systems. The adjustment
features are there so if the building
continued on page 54

Precision... up close.
Enjoy the competitive advantage of using a Joseph Saw. Whether choosing our SFMC Fabrication
Processors, our Zero Scrap Series Saws, or one of our over 30 Standard Saw & Fabrication Equipment, our
customers have come to depend on the Quality, the Consistency, and the Productivity a Joseph Saw provides.
Find the Joseph Advantage at www.josephmachineco.com or call us at 800 457 7034.
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WIDE OPEN SPACES

Photo provided by Solar Innovations Inc.

continued from page 52

Folding glass wall systems also can be used in interior applications
and can feature most any type of glazing for added privacy.
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settles or the head sags [it can be
fixed easily] without having to reinstall the system.”
Header agrees that proper
installation is critical.
“Because they [the systems] cover
such a large space the header design
of the home needs to be considered
carefully,” says Header. “Deflection
can also be an issue … because the
doors are on a track you don’t want it
to deflect too much. The weight of
the system hanging above, as well as
the weight of the room above, can
make the header sag.”
Weiland says that, because the
system is an integral part of the wall,
tolerances are a bit tighter than they
are with traditional sliding doors,
also requiring attention to detail.
To ensure the systems are
installed properly, manufacturers try
to educate installers. Each manufacwww.dwmmag.com

turer, for example, has developed an
installation manual to guide
installers through the process. Inhouse support is also available.
Some manufacturers have a network
of trained installers that they recommend are used whenever possible.

TESTING

IS ALSO CRITICAL

“It is a way to prove your products’ capabilities scientifically,”
says Jonathan McKee, project
management supervisor for Solar
Innovations. “With so many manufacturers in the market these
days, it’s critical to set yourself
apart by showcasing your products’ capabilities. Also, certain
regions of the country will only
allow you to sell or build in that
area if you have the certification
to do so.”
Weiland says her company tests

every door in-house. “Because of
the custom nature of the doors,
each one is unique in size and
configuration,” she says, and adds
that outside testing has also been
done on certain configurations.
Having a product tested to meet
certain requirements can also be a
measure of confidence for the
architects and customers.
“Our main market is reaching
the architect, and architects want
products that are tested so if, for
example, there was a leak they
could pass the buck,” says Nana. “It
also gives customers confidence
[in the] performance that they get.”
A poor-performing product,
Nana explains, can be detrimental
to the entire industry.
“Our worst nightmare is that
continued on page 56

Productivity... up close.
Enjoy the competitive advantage of using a Joseph Vinyl Welder. Whether choosing one of our five standard
size H4W horizontal or V4W vertical four point welders or a custom sized welder, our customers have come to
depend on the service, support, and continued innovation they receive when purchasing a Joseph Welder.
Find the Joseph Advantage at www.josephmachineco.com or call us at 800 457 7034.

H4W Vinyl Welder
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WIDE OPEN
SPACES

Photos provided by NanaWall.
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Energy-efficient and thermal products have
made it possible to use operable wall systems in
even the coldest of climates, and still maintain
a warm, comfortable inside temperature.

someone sells a system so poorly
designed that it creates a bad image
for the whole industry,” Nana says.

CHALLENGES
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What about concerns such as heat
or cooling loss and pesky bug problems? If an entire wall in a house is
made of glass some might think it
could be a challenge to maintain a
comfortable inside temperature.
And, when that wall is wide open to
the outside, it might also open the
whole house to insects. While either
scenario could happen, manufacturers have solutions for both.
Nana says one of his company’s
main challenges is to spread the
word that these systems are not
just for warm climates. He explains
that four of its 16 lines have NFRC
ratings and ENERGY STAR® ratings.
“It’s basically an all-glass wall so
the efficiency comes from the glass
that is used,” says Donner.
“Our doors are designed with a
tight seal so they are made to be as
energy-efficient as possible,” adds
Mike Plevyak, vice president of
research and development for
Solar Innovations. “We also use the
same commercial-rated system in
residential applications that we do
in commercial applications.”
As energy codes continue to
www.dwmmag.com

become more stringent, sometimes it can also be a challenge to
ensure the systems will comply.
“In California you have Title 24
(in the state’s building code) so if
the product’s U-value is not NFRCcertified then you have to use a
default value and, if you do that,
you’re penalized,” adds Nana.
And as far as keeping the insects
out of the house and still enjoying
the outdoors, screen systems are
available to work with the walls.
Nana says that offering a screen
system has opened up opportunities for business his company
would not have known otherwise.

COMPETITIVE PRODUCTS
If operable walls are the next
big thing, does that mean the systems are taking market share
away from the traditional patio
door companies?
“It hasn’t to my knowledge,” says
Wayne Gorell, chief executive officer of Gorell Windows and Doors in
Indiana, Pa. “They are very expensive systems [and if there are maintenance issues] you have to be able
to afford that labor.”
Christopher Burk, a product
manager with Simonton Windows
in Parkersburg, W.Va., agrees.
“It does not appear to be affect-

ing [the patio door market],” Burk
says. “Looking at percentages, and
considering the door and window
industry as a whole is down right
now, we’re about the same as we
were last year.” Burk adds that the
operable walls are not likely to
affect the replacement market
much either because it would
require major renovations.
One possible reason that patio
door manufacturers have not been
affected by the growth of operable
walls is the fact that the wall systems
are primarily used in high-end
homes. Still, like most every other
trend, these wall systems will work
their way into the mainstream eventually. As they begin to penetrate
that market segment, patio door
companies will have to find ways to
remain cutting-edge. Gorell and
Burk have similar ideas for doing so.
“We can do whole walls of patio
doors that open one panel at a time,”
says Gorell. Burk describes a system
with four to five track doors with every
one being operable but the last one.
These options can still allow homeowners an indoor-outdoor experience, without the heavy price tag.

WHAT’S NEXT?
The emergence of operable wall
systems into the mainstream isn’t
that far off. In fact, Nana says his
company is already starting to see it.
“It’s being offered by some developers as an upgrade. We won’t see it in
track homes, but it does give some
developers an advantage.”
Header says he, too, expects the
products to eventually work their
way into more homes.
“Our goal is to do that by improving manufacturing … in order to
drive the costs down,” he says.
There are other areas that will
pose challenges as the systems
continued on page 58

Performance... up close.
Enjoy the competitive advantage of using a Joseph Vinyl Corner Cleaner. Whether choosing our TSC twin head
sash cleaner, our TFC twin head frame cleaner, or our QSC four head cleaner, our customers have come to
depend on the service, support, and continued innovation they receive when purchasing a Joseph Cleaner.
Find the Joseph Advantage at www.josephmachineco.com or call us at 800 457 7034.
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continue to evolve. Manufacturers
say to expect energy requirements
to become more stringent. They
also expect to see a desire for bigger glass, and windload requirements can also make it difficult to
use extra large pieces.
Today glass is a hot item thanks to
the indoor-outdoor connection it
can provide. If this trend continues
it’s likely that so, too, will the popularity of opening, moveable walls. ❙

SEE US AT GLASSBUILD AMERICA
For more information, visit www.dwmmag.com/infocenter
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Ellen Giard is a contributing
editor for DWM.
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How many windows did you eat last year?

Show Smart, Sell Smart,
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If you’ve had your fill of returned product, you’re ready
for Edgenet m2ō. The premier software for the building
products industry, only m2ō gives you the power to do
so much. Like streamline the sales process. Reduce
critical lead times. And eliminate mistakes by ensuring
measurements from the field are accurate and easy to
read. m2ō helps you work smarter, faster and better,
no matter how large or small your business. So the
bone yard shrinks. And your company grows.
Start your high-profit diet today, with Edgenet m2ō.
SEE US AT GLASSBUILD AMERICA BOOTH #2014

•

m2ō¯ prevents incorrect
and incomplete orders,
eliminating re-work,
waste and extra
delivery costs.
Items are graphically
represented in
photo-real detail,
so that customers see
exactly what they’re
getting, including
color, options and size.

For more information or to request a demo, visit us
online at edgenet.com or call toll free 1-877-334-3638.

•
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The Art of

Aging
Manufacturers Keep Design in
Mind for the Maturing Population
by Samantha Carpenter

More and more baby boomers are looking to stay in their homes as they
age instead of moving to assisted living facilities, and they are looking
for products that are easier to operate as they age in their homes.
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T

here are 90 million U.S.
residents over the age of
50 today and, according to
the American Association
of Retired Persons (AARP), someone is turning 50 years of age every
seven seconds.
The American Society of Interior
Designers offers guidance about
what manufacturers should do to
meet the requirements of the agingin-place market. They should make
their door products wider to at least
the ADA guideline minimum of 32
inches. They should also use easyto-manipulate door locks, and
avoid traditional thumb-activated
mechanisms.
But whether producing products
or designing them, are door and
window manufacturers providing
www.dwmmag.com

products that are easy to use as
people age (known as the aging-inplace concept)?
Kevin Pine, JELD-WEN product
marketing manager, says his company does.
“JELD-WEN offers a number of
products that are suitable for
homeowners as they grow older.
For example, we can accommodate
requests for wider doors from
homeowners who might face
mobility issues today or in the
future,” he says.
Pella Corp. also keeps products
in mind for the aging market, but
they tie the aging-in-place concept in with universal design.
“Pella already provides products and services to meet the
needs of this market, including

the convenience of in-home consultations for customers seeking
new or replacement doors and
windows, connecting them with
installation services and service
support after the sale should they
need it through a dedicated network for Pella Window and Door
service representatives,” says
Gary Mathes, manager of residential architectural support services.
Bob Keller, senior product manager for Therma-Tru Doors in
Maumee, Ohio, says his company
recognizes that there is a growing
trend for people to remain in their
homes as they age.
“Therma-Tru offers doors that
are low-maintenance, durable,
energy-efficient and secure, yet
easily accessible for wheelchairs

Boomer Statistics
The growing population over age 50 spends an average of $350
more per household on remodeling per year than those under 50.
Average Remodeling Expenditure by Age Group, 2005
$2,900
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What is
Universal Design?
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Source: McGraw-Hill Construction Annual Homebuilder and
Homeowner Surveys, 2006

Over the coming decade, the aging baby boomers will strengthen the markets for
seniors’ housing and second homes.
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and handicapped individuals,”
Keller says.
Joe Gaskins, vice president of
sales at MGM Industries in
Hendersonville, Tenn., says his
company has seen a large use of
low-E
products
from
baby
boomers. “Senior adults are in their
homes a lot more than young
adults, and the low-E has some
inherent values as well as energy
conservation, but I think the big
thing about that is the comfort of
the home,” Gaskins says.
Gaskins says it’s also becoming
popular to have night latches on
windows, which allows users to only
open the window six inches. “We’ve
had more requests for that in new
construction products … especially
for people who are aging and want

The intent of universal design is to
simplify life for everyone by making
products, communications, and the built
environment more usable by as many
people as possible at little or no extra
cost. Universal design benefits people of
all ages and abilities, according to the
Center for Universal Design.

to be able to raise their windows but
[it] won’t allow someone to raise the
window from the outside high
enough to get in the house.”

Start the Motor
“Visions products offer many
features and upgrade options that
make them more conducive to
aging homeowners. Single-throw
locks on casement windows make
it easier for someone who may be
in a wheelchair to unlock and
open the window,” says Ernie
DeBacco, national sales manager
for Visions Windows and Doors in
Mosinee, Wis. “Casement windows are generally the preferred
window for active-adult communities because the window’s operator facilitates easier opening, but

as a special upgrade, Visions also
offers a motorized operator for
casement and awning windows.”
Karen Pollard-Josling, marketing manager for Pollard Windows
in Burlington, Ontario, says when
designing products, her company
keeps the aging population in
mind. “We want our customers for
life, so we want them to be able to
comfortably use our products
during all stages of their life,” she
says. “The population is aging and
these concerns are more apparent; we consider this with every
design.”
“Our door systems feature barrier-free sill options and wider
widths to accommodate the needs
of persons restricted to wheelchairs,” says Jeff Williams, senior
brand manager, architectural
marketing, Weather Shield®. “Our
casement windows are available
with specialty designed crank
handles that are easier to operate
and feature extra-large handle
knobs that are easier to grip. We
also stress the use of windows in
universal design plans where daylight plays a critical role in home
health issues and lighting/electricity conservation.”
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The Art of

Aging
continued from page 61

Break Out the Hardware

Truth Hardware’s Sentry II Power Window
Systems provide features that enhance
the user’s experience by being able to
open and close a window or skylight with
the touch of a button either by a wall
switch or remote control.

Many door and window manufacturers say hardware is one of
the features that makes their
products easier to manipulate for
the aging population. So what are
the hardware manufacturers
keeping in mind as far as design
options for the aging-in-place?
Gary Hartman, product manager, HOPPE North America in Fort
Atkinson, Wis., says his company’s
products make living in their
home easier for the aging-inplace, whether they are building a
new home or remodeling an existing home.
“The primary method of
lock/latch retraction in our product offering is the lever,”

Hartman says. “To push down a
lever 28 degrees to exit a door is
much easier on the wrist and arm
than turning a knob 100-plus
degrees.”
Hartman says the HOPPE
bored lock series and the recently
introduced HLS 7 series multipoint lock systems represent the
company’s development efforts
to meet the needs of every consumer regardless of the life stage
they are in.
Amber Grayson, marketing
manager for Amesbury Group in
Sioux Falls, S.D., says her company is in the process of developing
a whole range of products that
will be launched in January 2008.
“These products will help many

Roto i-LOCK™
Sash Lock

TITAN™
Sliding Patio
Door Lock

Bigger than you know.
Closer than you think.
The global company right next door.
With 12 state-of-the-art production plants that span the globe and sales and distribution
facilities throughout North America, Europe, Russia, and China, it’s likely that Roto is bigger
than you realize. In fact, you might be surprised to learn that we’re the largest supplier of OEM
window hardware in the world.
What’s more, Roto is also right in your own back yard. With a new west coast warehouse, the global
company next door is strategically positioned to deliver products exactly where and when you need them.
Let’s face it, vast global resources and a rich 70-year history of innovation is impressive, but our responsiveness
and accessibility will really improve your positioning in business – and beyond.

Global Leadership. Local Flexibility. Real Advantages.

JELD-WEN can manufacture many of
its door lines, like its ProCore door
shown here, in a wider dimension to
accommodate mobility issues.

Americans and Canadians accomplish [living in their homes safely,
independently and comfortably,
regardless of age or ability level],”
Grayson says.
Matt Kottke, marketing support
manager for Owatonna, Minn.based Truth Hardware, says his
company is no stranger to the
aging-in-place concept.
“Our sales, engineering and
marketing departments are continuing to work collaboratively
with our customers to help them
design door and window systems
that meet the requirements of the
universal design philosophy,” he
says. “Creating products, whether
it be the hardware or the window
system as a whole, that helps sim-

plify the life of our aging population, or those with physical disabilities, is very important to
Truth Hardware.”
Rob Munin, vice president of
Ultra Hardware in Pennsauken,
N.J., says his company has
launched an innovation in door
hardware to meet baby boomers’
needs. “We have designed a line of
door hardware called New
Beginnings from Gainsborough,”
he says. “New Beginnings provides a variety of lever handles
with distinct and modern design
styles. Our line operates with the
goal of marrying form and function for this demographic. We at
continued on page 64
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Tilt-N-Turn
European
Hardware
Patio Life®
Patio Door
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Visit our booth #3419 at GlassBuild America for your chance to win a GPS system.
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Aging
Weather Shield® stresses the use of windows in universal
design plans where daylight plays a critical role in home
health issues and lighting/electricity conservation.

continued from page 63

Ultra Hardware do not believe
that style should have to be compromised for functionality.”

What’s the Market Share?

Down the Chain
ome manufacturers report that their distributors and dealers have caught on
to the aging-in-place trend, but still, some have not. However, it shouldn’t
be too hard for manufacturers to get their distributors and dealers to grab
on to the aging-in-place product idea.
“We do see more of these products being sold through our dealers, particularly those
who service multifamily housing builders,” says Ernie DeBacco, national sales manager
for Visions Windows & Doors in Mosinee, Wis. “They are missing out on a significant
market if they are not selling with aging baby boomers in mind. These are generally
affluent customers who will likely be relocating to lower maintenance homes or building a retirement home that will accommodate their lifestyle as they age.”
“Some of the biggest names in consumer retailing are very focused on this
demographic and trends,” says Rob Munin, vice president of Ultra Hardware in
Pennsauken, N.J. “And the statistics should speak for themselves. With more than
75 million Americans approaching the age where the ‘aging-in-place’ concept is a
reality, manufacturers and distributors would be neglectful if we did not acknowledge this demand with appropriate product modifications.”
Jeff Williams, senior brand manager, architectural marketing, Weather Shield,
says he is not sure aging-in-place has hit the mainstream for new construction at
this point, but his company has seen an increasing demand for products among
dealers who cater to the remodeling sector.
“I think the NAHB and Remodelor’s Council and National Association of
Remodeling Industry have done a nice job of raising the awareness of aging-in-place
design, and I think remodelers are called upon to specifically change the design of
homes to accommodate the needs of older homeowners. It has become a very nice
specialty niche for many remodelers looking to differentiate their businesses.”
Williams says that if distributors are catering to the remodeling market, they
should be looking at these products closely.
“New construction dealers that cater to specialty custom builders and architects
should have aging-in-place products in stock. However, until universal design
makes it into the mainstream in a much bigger way, most dealer and lumberyards
aren’t going to readily offer these types of products.”
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While both door and window
manufacturers as well as hardware
manufacturers agree that the
aging-in-place market is growing
and of importance, none could target and some were unwilling to
share what percent of the market
this audience captures.
“Therma-Tru’s sales are reported through its parent company,
Fortune Brands,” Keller says, “and
the company does not provide
specific data on its sales.”
Weather Shield, Peachtree and
Visions also do not have sales
data available on universallydesigned products.
“So many of the products suitable for aging-in-place applications are mainstream, and it’s
hard for us to differentiate which
might be going into a universallydesigned home,” says Amy Lewis,
spokeswoman.
Pollard-Josling agrees.
“It is very difficult to determine
how much business we get from
the aging-in-place market, as we
do not always know who the end
user of the windows are,” PollardJosling says. “… the population is
aging and according to the
Population Division of the U.S.
Census Bureau of July 1, 2006,
and released on May 17, 2007 …
approximately 23 percent of the
population is 55 or older. This
trend is not ending, only growing,
so products that meet the needs
of our aging population will only
grow in demand.”
❙
Samantha Carpenter is a
contributing editor for DWM
magazine.
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The Flip Side
of Doom
and Gloom
Long-Term View of the
Industry is Positive
by Michael Collins
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f you spend any amount of time
listening to stories about the
housing market in the popular
media, you might reach the conclusion that Americans are abandoning
the concept of living in homes in
favor of tents or mud huts. With so
much gloomy news about the housing market, this is an excellent time
to review the reasons for bullishness
about the residential door and window industry over the next ten years.
There are numerous reassuringly
positive factors that are not mentioned in the doom-and-gloom stories regarding the housing market.
First, companies in the door and
window industry are relatively protected from foreign competition.
This is not a contradiction of our
research on the topic of increasing
overseas competition. Such competition certainly exists and it is undeniably increasing, But, many door
and window companies focus on
small production runs of highlycustomized products that must be
delivered more quickly than is possible from an overseas location.

Embracing Innovation
Another positive aspect of the
industry lies in manufacturers’
intensive focus on product innovation. Constantly changing aesthetic
preferences, unique new product
features and an increase in the
importance of energy efficiency
drive the need for this innovation.
While it requires a consistent
investment of time and resources,
innovative companies have the
www.dwmmag.com

opportunity to charge premium
prices for their products. In industries where innovation is less critical, on the other hand, products
become commoditized and margins tend to collapse.

Demographic Factors
Among the most powerful forces
supporting the door and window
industry are the demographic factors that will shape the U.S. market
in the years ahead. The median
home in the United States is 32
years old, an age when homes need
non-discretionary maintenance
and upgrading. According to the
Census Bureau, roughly 37 million
single- and multi-family homes
were built in the United States
between 1959 and 1982, making
them prime candidates for replacement doors, windows, and other
exterior building products.
The industry will also be supported by the spending behavior of various demographic segments. The
Harvard Joint Center for Housing
Studies predicts that members of
Generations X and Y will spend even
more on remodeling throughout
their lifetimes than baby boomers
because they will have greater
wealth. For their part, as the baby
boomers pass through their peak
earning years, they are increasing
their spending on remodeling or
buying new homes.
The growth of the U.S. population is another supportive factor
for the door and window industry.
The Census Bureau projects that

the U.S. population will increase
from 300 million to 400 million in
the next 35 years.

Changes in Homes
Other factors worth considering
are the changing characteristics
and uses of homes themselves.
According to a report released by
the National Association of Home
Builders, the size of the average
U.S. home has increased 50 percent since the 1970s. Between 2004
and 2005 alone, the average home
size increased by 63 square feet, or
about 2.7 percent. This trend
toward larger homes leads naturally to more and larger doors and
windows used per home. The
improvements made in energy efficiency also allow the use of larger
doors and windows.

Looking Ahead
We would not venture to guess
the quarter in which the housing
market will turn around. We do
know, however, that it will recover
eventually and that we are closer to
the recovery than we are to the time
when the downswing began. We
maintain our very bullish outlook on
the door and window industry in the
years ahead and our positive assessment of the opportunities available
to manufacturers in this segment. ❙
Michael Collins is a senior
associate for Jordan, Knauff
and Company, an investment
banking firm that specializes
in the door and window industry.
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WDMA Adapts to
Become Market-Driven
by Drew Vass
he Window and Door
Manufacturers Association
(WDMA) met recently in
Cambridge, Md., to prove
that its members know how to have
fun while coming together to share
effective, collaborative education. A
golf tournament joined industry
competitors together in a fun,
relaxed atmosphere on August 6, but
that afternoon, flip-flops were traded for casual business attire and
attendees came to the opening session ready to do business.

T

Change, Change, Change
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Dave Beeken, association chairperson, opened by reminding members that “change never comes easy,”
and “some people can’t stomach it.”
“WDMA is in a state of change,”
Beeken explained.
The association’s president, Joel
Hoiland, provided an overview of
WDMA’s new structure, set in place
August 4, during a committee meeting. While reviewing a detailed organizational chart, Hoiland said
change was inevitable if the association’s board was going to be successful in providing direction. He said
the new structure will support the
group’s collaborative approach.

Tackling Legislative Issues
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“The biggest thing we did was
hire a lobbyist,” said Michael
Fischer, WDMA’s director of codes
and regulatory compliance. “You
can thank many of the people in
this room that your window
screens don’t have to serve as a
window fall safety device.”
The association says its plan to
provide issue-based representation
includes studying the issue and
determining its impacts, developing
the association’s position, identifying opportunities and allies, strategy
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formulation, formation of strategic
alliances and action. One issue
WDMA currently is monitoring and
working on involves the sill height of
residential windows. “There is likely
going to be a requirement raising the
24-inch minimum sill height,”
Fischer warned. “We think the sill
height issue is a matter of smoke and
mirrors.”
“How many of your companies
have representation on the exterior
code committee?” Fischer asked.
Four or five hands rose. “We
need more,” he said.
“This is an industry that can be
vulnerable—vulnerable to bad legislation,” Hoiland warned.
But he added that collaborative
efforts require more than just participating in the process. “We do
not have the money to do the advocacy work we need to right now.”

Plans Built on Research
WDMA says its short-term objective and new structure aim to make
the association market-driven.
Guest speaker Jim Haughey, an
economist from Norcross, Ga., provided a market forecast and assured
the demand is present for doors,
windows and skylights, but that
manufacturers have to do their
homework.
“The housing market is the only
sector in the tank right now,”
Haughey said.
He also said that demand could
be found in other areas. “Hospital
and school starts are up,” he
explained, “and the strong development of two-story residential
style hospital facilities requires the
same doors and windows you provide for the residential market.”
He urged attendees to utilize market research to discover areas of
opportunity. According to Haughey,

WDMA president Joel Hoiland shares an
overview of the association’s new
structure during the opening session.
the slumped residential market
need not leave a hole in a manufacturer’s operations.

Green Game Plan
As green products become more
in demand, the association shared
its game plan. “GreenZone,” a page
that displays WDMA’s commitment
to environmental stewardship, was
introduced on WDMA’s website.
Among other speakers, WDMA
invited Curt Alt of the Composite
Panel Association (CPA) to share his
association’s approach to sustainability requirements and certifications. The CPA developed its own
program in 2002 and Alt explained it
is under constant review.
Hoiland said WDMA’s Environmental Stewardship Committee is
monitoring and reviewing various
certification programs actively and
urges its members to serve as the
“eyes and ears” as it adapts to meet
the demands of the green movement
and become involved in the related
political climate.
❙
Drew Vass is a contributing editor for
DWM magazine.
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Product Packaging:
Instructions and/or Instrucciones?
When to Print Installation Instructions in Multiple Languages
by David Toney
he number of Hispanics living in the United States has
increased by almost 60 percent in the last ten years.
This growth has occurred not only in
border states and eastern cities that
are typically targets for Hispanic and
Latino immigrants, but also in the
Midwest and Southeast where
Spanish-speaking arrivals have gravitated toward the construction
industry. In the Carolinas, for example, some 80 percent of construction
workers are Hispanic. Additionally,
the 2000 Census reported that 18
percent of the U.S. population—47
million people—speak a language
other than English at home. Of
those, 11 million speak English “not
well” or “not at all.”
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Communicating the Package
These statistics are readily available to enterprising lawyers to use
as a sword against the construction
industry complaining that the
industry has not taken the neceswww.dwmmag.com

sary steps to accommodate the
influx of Spanish-speaking workers
and assure quality construction.
Not surprisingly, it is also now common in construction and product
defect litigation that product manufacturers not only have to defend
their product against defect and
failure claims, they must also deal
with claims that they somehow
failed to adequately communicate
their product packaging (e.g., warranties, installation instructions,
brochures, website materials) and
that failure caused the poor construction and/or product failure
that resulted in damages.

Where the Law Stands
Given the growing Hispanic population and the simple fact that the
majority of construction labor
speak Spanish, is a door and window manufacturer better served by
providing installation instructions,
for example, in both English and
Spanish? Does a manufacturer that

does not provide instructions in
Spanish open itself up to liability
claims? Unfortunately, there are no
cut-and-dry answers to these
emerging legal issues.
Case law is especially murky
(actually almost void), on whether
non-English
instructions
are
required. There are very few decisions whatsoever that touch on this
issue. In Texas, for example, the
Texas Supreme Court has never
directly addressed whether a product manufacturer must warn of
potential dangers in more than one
language, much less provide
instructions in more than one language in the construction context.
Neither has a Texas intermediate
court of appeals held that multilingual warnings or instructions are
required. To resolve the issue of
when, and if, manufacturers must
print instructions in languages
other than English, courts will have
to extend more basic elements of
products liability law.

“Does a manufacturer that does not provide instructions
in Spanish open itself up to liability claims?”

Factors to Consider
1. Compliance with Voluntary
Industry Standards
In a Federal District Judge’s opinion in 2001, she wrote, “[a]lthough
these standards [such as those
promulgated by the International
Building Code (IBC), International
Residential Code (IRC), American
Society for Testing and Materials
(ASTM)
and
American
Architectural
Manufacturers
Association (AAMA)] are voluntary
in nature, voluntary industry standards are routinely viewed as evidence of the standard of care.” At
this point in time, multilingual
instructions are not only not
required by these standards, the
standards are silent on this issue.
However, there are rumblings within the industry that this issue will
ultimately have to be addressed
one way or the other. And, once a
standard is adopted by one of these
groups, you can be certain it will be
looked to as the standard of care.
2. Requests for Multilingual
Instructions by the Manufacturer’s
Customers or Distributors
Do large-scale buyers who sell or
use the subject product regularly
request instructions in a language
other than English? If so, that could
be particularly difficult evidence
for a manufacturer to deal with in
the event it becomes a target in a
construction or product-defect
case.
3. Marketing the Product to NonEnglish Speaking Customers
For example, if a manufacturer
advertises its product in a foreign
language using foreign-language
media, it is foreseeable that courts
may require the manufacturer to
provide instructions in the same
language in which it advertises.
And, a jury is not likely going to
appreciate arguments that adding
translated instructions was not feasible or practical given limitations

such as the constraints of a onepage installation instruction sticker
when the same manufacturer is
targeting non-English speaking
customers in a concentrated marketing campaign.
4. The Extent to Which the
Installer Understands the
Instruction and/or has an
Interpreter Available
It is becoming more and more
difficult to rely upon the age-old
argument that the builder/contractor is the construction expert and
should have an English-speaking
crew leader translate for the nonEnglish speaking crew. Claimant’s
counsel will not have to work too
hard to argue that the manufacturer knew that the existing Englishonly instructions are routinely discarded, not read and not understood. And, armed with the overwhelming statistics of how nonEnglish speakers are becoming the
majority, and have long been the
majority of the construction workforce, many courts and jurors are
more skeptical of a “hands-off”
approach by a manufacturer.
5. Similarly Situated
Manufacturers’ Standards of Care
What do other similarly situated
manufacturers do? This is likely to
be one, if not the sole, criteria used
by the opposition to establish the
standard of care that should be
applied. And, it is becoming more
commonplace to see instructions
in Spanish. Walk into any Home
Depot or Lowe’s and check out the
instructions provided for installing
tile, appliances, and fixtures—
almost all include instructions in
Spanish. In the door and window
industry, it is also not uncommon
to find major manufacturers posting English and Spanish installation instructions on their websites
and/or in their product packaging.
If a defendant manufacturer’s primary competition has issued

Spanish instructions, that evidence
would likely be cited as the standard by which the defendant manufacturer should be held. And, if it
appears that the majority of the
industry is trending towards providing Spanish instructions, a
defendant manufacturer’s failure to
do so may be fatal to defending
against a product claim.

What’s a Manufacturer to Do?
Some may argue that the courts
should leave the task of mandating
multilingual instructions to legislators, especially considering the
current controversy over immigration and the growth in use of languages other than English. Indeed,
most state legislatures have grappled with similar issues in the past
by enacting laws requiring nonEnglish language in the context of
workers compensation, medical
consent and certain financial
transactions. Whoever makes the
ultimate decision, it is unlikely that
a court or legislature will make one
sweeping rule that applies to all situations. Rather, judges and juries
will decide the question on a caseby-case, product-by-product basis,
depending on each circumstance
and set of facts. And, when it comes
to applying basic factors of product
liability law, it does appear a credible argument can be made that the
standard of care requires door and
window manufacturers to provide
multilingual instructions. It won’t
be long (if the day isn’t here
already) until multilingual instructions are the standard that decides
some product and construction
claims.
❙
David Toney is a partner in the Houston
office of Mills Shirley L.L.P. His practice
emphasis is the defense of door and
window manufacturers against claims of
product defect and failure. He can be
reached at dtoney@millsshirley.com.
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Championing the Cause for
A Pioneer in the Window Replacement Industry
by Alan B. Goldberg

A

l Levine and Art Stevens had no idea that they
would be leading the way in the window
replacement industry when they founded
Champion Window Manufacturing in 1953. That’s
when Levine and Stevens began to make aluminum
home-improvement products. The custom-made
storm windows, storm and screen doors, porch and
window awnings and siding were produced in a factory, approximately 15,000 square feet, near downtown
Cincinnati, according to company history. The business thrived as the name Champion Window
Manufacturing became synonymous with quality.
Nine years later, the company moved to a larger facility in Woodlawn, Ohio. Its products also expanded
with the manufacture and installation of screen
rooms. But it was in the next decade, when energy
costs began to rise, that the company pioneered the
window replacement industry through the development of custom-made, double-pane vinyl windows.
Its market continued to be the greater Cincinnati area
until 1988.
The passing of Stevens and the retirement of
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Levine, Ed Levine, Al Levine’s son, and Bernard
Barbash, a long-time employee, marked a turning
point. The duo developed strategies and expanded
their market. The opening of a satellite operation in
Lexington, Ky., was not only a “first,” but its success
confirmed the merits of a business model developed
by Levine and Barbash. In 1995, an 85,000-square-foot
facility that would set the standard for vinyl window
production was built in Cincinnati. To support future
growth in western states, a 185,000-square-foot window manufacturing plant was built in Denver in 1997.
Champion entered the millennium with its own milestone. In 2000, the company was listed as the largest
home improvement company in the country, serving
the window, siding and patio room industries with 47
factory showrooms located from coast to coast. It also
relocated to a modern, 500,000-square-foot manufacturing campus in Cincinnati. The following year, the
company earned the Good Housekeeping Seal of
Approval on its windows and patio rooms. Basement
Living Systems was created in 2002 and Comfort 365
Glass® was launched in 2003.

Employees meticulously assemble
windows and patio doors for the
replacement industry.

Replacement Windows
Here and Now

Champion University

Today, Champion Window Manufacturing has 2,500
employees, with ten percent of its workforce located in
Cincinnati. The showrooms number 60 and at least six
home improvement centers are scheduled to open this
year. Sales volume for 2006 was approximately $340
million.
As part of their management succession plan,
Champion recently partnered with a private equity
group. Currently, Levine, formerly chief executive
officer (CEO) and Barbash, former president and
chief operating officer, are co-chairmen. Dennis
Manes, who served as vice president and general
council, is CEO and Don Jones, who was vice
president and general manager, is president and
chief operating officer.

Established in 2001, Champion University offers a
monthly, hands-on installation training program based on
the AAMA Installation Masters Program. It is taught by
employees who have become certified trainers.
“This is a good opportunity for our reps to learn about
proper installation,” says Jones.
AAMA certifications go beyond proper installation. In
another part of the plant, an AAMA-certified test wall is
used for air, water and forced entry testing.
“Any product that we take to market is fully tested. Our
test wall is vital to be sure the product is meeting specifications,” says Jones.

“We Make What We Sell”
If there is one characteristic that sets Champion
apart from its competition, it is the company’s vertical
integration from manufacturing to installation and
service after the sale.
“We believe very strongly in single-source accountability,” adds Jones.
Other manufacturers, he points out, sell through
dealers and distributors. By supporting its 60 locations
across the country, the company is in direct contact
with the consumer.
“There is no disconnect between consumer and
manufacturer,” says Jones. “From the feedback we
get, we can maintain our pioneer status by offering
additional options and features desired by the
consumer.”
One of the best examples is in providing a variety of
exterior window colors through the company’s
ColorBond™ process.

Making Doors and Windows to Order
Within a 500,000-square-foot campus, there are
three manufacturing operations: replacement windows, entry doors and patios. What is common to all
three is that every product is custom-made. Visitors
will not see doors and windows for new construction, which are regarded as commodities.
“We do not build to an inventory. We build to an
order. No door or window is scheduled until an order
is placed,” says Ron Baroni, plant manager for the door
operation.
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Ten percent of Champion’s workforce is hard at work in
Cincinnati.
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Championing the Cause
for Replacement Windows
continued from page 73
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He explains that one of the many challenges is to
provide features that will be suitable for each market.
From an engineering standpoint, it is no easy task. To
build efficiencies into a custom operation, the company relies on current technologies from many equipment suppliers.

IG Fabrication
For insulating glass (IG) fabrication, Champion
uses any one of its three Intercept lines. Most recently, the new i.3 model was added to the window operation with a new GED washer, oven and butterfly
table. Al George, the plant manager for window production, points out that this equipment is ergonomically efficient, which is a manufacturing goal for
replacements. In one of the final stages of IG manufacturing, gas filling is done with an FDR sensor control. George explains that there are now two systems
and eight filling stations. Recently the company
started using GasGlass, as a means of assuring gas
insertion and retention in IG units (see the June issue
of DWM, page 33).
Erdman Automation equipment is used for glazing
www.dwmmag.com

systems with a two-part silicone sealant. Champion
uses rapid-cure sealant, which allows for quick and
efficient delivery of custom-made products to the
customer. Standard silicone systems require 24 hours
for curing. A GE, rapid-cure, two-part material takes
12 minutes.
“Many companies outsource their IG fabrication,”
says George. “We want to keep our manufacturing inhouse for quality assurance.”
All frames and sash are foam-enhanced, using an
injection system to provide additional insulation.
“We consider this procedure to be unique,” adds
Jones. “We do it because our customers benefit from
an insulated frame. It is labor intensive but there is
value.”
“We’re always looking to take advantage of advances
in equipment and technology,” says Jones.
“Champion’s vinyl welding operations are moving
away from large, automated transfer lines to a more
cell-based approach that allows for greater labor flexibility and efficiency,” adds George.
continued on page 76

SEE US AT GLASSBUILD AMERICA • For more information, visit www.dwmmag.com/infocenter

Championing the Cause
for Replacement Windows
continued from page 74

ly delivery to the customer is a priority. Lead time is
five days.
“Whatever we manufacture is generally being
shipped within 48 hours,” George says.
In keeping with its philosophy, the company ships
on its own fleet of trucks.

Operators Take Ownership
According to Baroni, the company follows the same
guidelines that have been used successfully in
Japanese auto plants; the emphasis is on people and
teamwork. Each operator must take ownership and
assume responsibility.
“We have a supplier-customer relationship among
ourselves. Each cell can accept or reject a product as
part of total productive maintenance (TPM).”
Baroni says operators also do their own light maintenance as part of TPM.
An example of the success of this program is one
hour of down time for a conveyor within the past year.
Operators do even more. They have been trained to
be craftsmen as well.

“The coating cures in ten minutes—this used to
take three days and we’re producing a topquality finish that will not scratch or fade.”
—Ron Baroni, plant manager for the door operation

The company has redesigned work areas so every operator is
in a productive position.
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One of the best examples is the new Famatek lift
device supplied by Automated Machinery. With this
pneumatic system, a patio door sash that weighs as
much as 150 pounds can be moved easily while reducing an employee’s risk of injury.
One of the most significant improvements took
place in the door operation. Baroni explains that the
Knoefller coating system, which makes use of an
infrared oven that reaches 165 degrees Fahrenheit, is
the foundation of the entire door line.
“It’s a $400,000 investment that has made a
tremendous difference. The coating cures in ten
minutes—this used to take three days and we’re producing a top-quality finish that will not scratch or
fade,” Baroni says.
Aside from investment in equipment, the company
expects to add efficiency through its software system.
Since Champion’s products are custom-made, timewww.dwmmag.com

“We have turned our operators into craftsmen. They
don’t just push buttons. As a result of our extensive
training, we have increased productivity by 73 percent
while reducing our cost of labor by nearly 16 percent,”
says Baroni.

Constant Challenges
There are many company-wide training programs,
safety in particular, for all employees. For operators,
training includes inspections, statistical process control in gas filling, lock-out/tag-out and lean manufacturing. The extent of these may vary from one location
to the next based on the needs of a facility.
Recognizing the importance of ergonomics, the
company has redesigned work areas so they are in
the right position. According to Baroni, the operator
who works in a cell-based environment is most
productive.
As with most companies, Champion’s biggest challenge is attracting good people. Fewer and fewer people join the company with the skills that are needed.
continued on page 78
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REACTIVE BACK BEDDING SEALANTS

FOR WINDOWS AND DOORS
TremGlaze S900
Is a unique 1:1 Ratio, Two Component
Reactive Back Bedding Sealant that
offers QUICK GREEN STRENGTH
and tenacious adhesion.

TremGlaze S900:
• Simple to use
• Up to 30% less expensive than
reactive Hot Applied products
• Increased productivity
• Exceptional long-term performance

For more information
call (866) 286-8273
www.tremcosealants.com
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Championing the Cause
for Replacement Windows
continued from page 76
Jones points out that the company would like to be
able to partner with local schools.
One challenge, he says, is controlling the cost of
glass (see page 34) which continues to increase.
Globalization is not a great concern at this time,
according to Jones.
“We will keep an eye on foreign imports but globalization is not considered a threat when every product
we manufacture is custom-made,” says Jones.
Looking ahead, he sees a lot of opportunity in the
renovation market and is very optimistic about future
growth.
“Even when new home sales are up, there is a lot of
renovation activity, particularly in older homes. And
when new construction is down, homeowners have
tendency to fix up their homes,” he says.
Championing the cause for replacement windows
more than a half century ago proved to be a worthy
cause as the company continues to follow a path of
steady growth.
❙

For more information, visit www.dwmmag.com/infocenter

Alan Goldberg is a contributing writer for DWM.

October
9-10, 2007
Amway Grand Plaza Hotel
and DeVos Place
Grand Rapids,
Michigan
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Co-sponsored by the Michigan Glass Association,
Detroit Glass Dealers Association, Ohio,
Minnesota, Indiana, Iowa and Wisconsin Glass
Associations, Illinois Glazing Association, the
Association of Glazing Contractors,
USGlass, AGRR, WINDOW FILM,
Door & Window Manufacturer
and SHELTER magazines.

For more information visit http://www.glassexpos.com/gems.php N phone 540/720-5584 N fax 540/720-5687
www.dwmmag.com
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Urban Machinery

Integrated Solutions
and Equipment for:
•sawing
•fabricating
•welding
•cleaning
•assembly
•material handling

125 Werlich Drive
Cambridge ON, N1T 1N7, Canada
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Port Townsend, WA 98368
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The first digital issue
of DWM magazine
is available to view at
GlassBuild and will
be available online at
www.dwmmag.com
to subscribe and explore.

Visit Booth 1502
at GlassBuild and see
the new digital issues
from DWM life-sized!

While you’re there be sure
to let the staff scan your
badge for a chance to win
a Garmin Forerunner 305
Wrist-Mounted GPS Navigator.

Winner will be announced
via email
on September 21, 2007.
Void where prohibited.
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Product Parade
in Atlanta
GlassBuild America 2007 Promises
New Services and Products for
Door and Window Manufacturers
Stop By DWM’s Booth During the Show
Be sure to stop by and visit DWM in booth #1502 to
see its launch of the brand-new digital magazine.

www.dwmmag.com

GlassBuild America: The glass, door and window expo
is taking over Atlanta this year as it welcomes approximately 500 exhibiting companies September 10-12, 2007.
GlassBuild America is organized by the National Glass
Association (NGA), in partnership with the Glass
Association of North America (GANA), the American
Architectural Manufacturers Association (AAMA), the
Insulating Glass Manufacturers Alliance (IGMA) and the
Bath Enclosure Manufacturers Association (BEMA).

Seminars of Interest
to Manufacturers
8:00 a.m. - 5:30 p.m.
Preventing Insulating Glass Failures

10:15 a.m. - 11:45 a.m.
What’s in Store for 2008 and Beyond:
Review of Current Economic Trends in the
Marketplace

IGMA is presenting the “Preventing Insulating Glass
Failures” educational seminar for the benefit of continuing education for the industry. This day-and-a-half
seminar is topic specific and offers participants a do’s
and don’t best practices approach for the manufacture
of quality insulating glass (IG) units. This year, there
are two new sessions: “Certification, 25 Years of Proven
Success, a report on the IGMA 25-Year Field
Correlation Study” and “Glazing Guidelines for
Commercial and Residential Insulating Glass.” The
session titled “Forensic Investigation of Insulating
Glass Unit Failures” has been updated and is presented through field case studies.
Separate registration is required. Contact IGMA at
613/233-1510 for more information.

This presentation, by Dr. Jeff Dietrich, a business
consultant and senior analyst with the Institute for
Trend Research, will traverse the often confusing and
conflicting maze of economic information and news
sound bites to provide a clear view of what is happening in the overall economy and where it is going.
Forecasts looking out two years will be included with
a focus on the housing, door and window related
markets.
Participants will learn:
• Economic trends that can help determine the right
phase of the business cycle;
• Key management objectives for each phase of the
business cycle; and
• How to profit through challenging economic times.

Monday, September 10, 2007

Tuesday, September 11, 2007

8:30 a.m. - 10:00 a.m.
The Coming Wave of Competition from
Chinese Window and Door Companies
DWM columnist Michael Collins, an investment
banker with Jordan, Knauff and Company in Chicago,
has conducted extensive research on the door and
window industry. Of particular emphasis in his
research is the coming wave of competition from
enterprises based in China.
Collins’ 90-minute presentation will begin with an
overview of the current status of competition from
Chinese companies, including the present level and
expected future growth of imports. He will also
explore the product areas at greatest risk from overseas competition.
Collins will then provide a summary of several ways
in which U.S.-based door and window manufacturers
can respond to the current competitive environment,
including a discussion of the challenges associated
with the decision to source products from overseas.
Before concluding to field questions from the audience, Collins will review other significant trends affecting the industry, along with the implications of recent
transactions and expansion activity on the strength of
the door and window industry over the next several
years.

Show Hours:
Monday, September 10
Tuesday, September 11
Wednesday, September 12

10:00 a.m. – 5:00 p.m.
10:00 a.m. – 5:00 p.m.
9:00 a.m. - 3:00 p.m.
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Product
Parade

ompanies are rolling out the red carpet for their
new and innovative products to be displayed in
their booths. Here’s a look at some of the products you will see in Atlanta.

C

continued from page 83

WINDOW COMPONENTS SCREENS
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Two Companies …
One Product

RiteScreen Brings a GranDeur Display

Booth #3305

The GranDeur by
RiteScreen is a deluxe
out-swing
screen
door, which complements elegant patio
doors and homes. The
GranDeur features a
heavy-duty
4-inch
wide by 1 ¼-inch thick
extruded aluminum
frame. Single or double French door units
are available. Stylish
mortise
handle
options include five
finishes: black, white, brass,
satin nickel and oil-rubbed
bronze with a deadbolt lock. Customers can upgrade
by selecting the full-view tempered glass panel option.
❙❙➤ www.ritescreen.com

Developed as a joint venture of two companies in the
vinyl door, window and
garage door industry, Window
Integrated Storm Protection
(WISP) is a frame receptor
system into which any window can be installed.
The WISP project combines
technology
from
VEKA’s door and window
designs, high-end PVC extrusion
technology
and
European roller-shutter technology with Wayne-Dalton
garage doors, controls and
automation and WayneDalton Fabric Shield™.
❙❙➤ www.wispwindows.com

Booth #3811

MEASURING DEVICES

&

EDTM Saves Money and Time
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Booth #2002
EDTM Inc. will display its growing line of
products to the glass and window industry.
Attendees will have the opportunity to evaluate the
products hands-on, with live demonstrations being
conducted continuously. Generous show discounts will be
offered, and the products can be purchased directly at the show, the
company says.
The Beamsplitter Pro and Spectrum Detective energy transmission meters are
new instruments that allow window professionals to demonstrate the full performance of window or film products to customers. Both instruments measure simultaneously the ultraviolet (UV), visible
and infrared transmission values of a given window product.
❙❙➤ www.edtm.com
continued on page 86
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The Twin Head Pass Through Line
High Performance and Balanced Throughput

ce
rman
Perfo bility
ia
& Rel
l

e cal
Ple44a0s-248-4009


SERVICE

The Twin Head Pass Through
Line Includes:
SMI-HSM-30/25BDS
SMI-P-300-DS
SMI-CNC-H-2K-30/25-DTC
(to clean two corners of
one square per cycle)

SAWING & FABRICATION

The Twin Head Pass Through
Line joins welding and cleaning
into an automated system
requiring only one operator.The
Twin Head Pass Through Line is
a space conscious solution to
automated production needs.
This modular production line
has the capacity to produce
over 500 welded and cleaned
squares in an eight our shift
with a single operator. This is a
powerful system with a short
payback period!

Capable of 520 squares
per shift with only one
operator

WELDING

CLEANING

SYSTEMS

The following Horizontal Welding and Cleaning Systems are
additionally offered by Stürtz Machinery, Inc.:

Single Line - capable of 200 squares per shift
Parallel Line - capable of 400 squares per shift
Double Double Line - capable of 850 squares per shift
All of these systems provide labor savings through
automation of welding and
cleaning into one production
process!

Stürtz Machinery, Inc. is your
project consultant from
system planning through
installation and commissioning to production assistance
and machine conversions!

SYSTEMS

Stürtz Machinery, Inc.

Telephone: 440-248-4009

30500 Aurora Road

Telefax:

440-248-4018

Solon, Ohio 44139

Internet:

www. sturtz.com

USA

E-Mail:

info@sturtz.com

SEE US AT GLASSBUILD AMERICA • For more information, visit www.dwmmag.com/infocenter
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SmartVinyl™ on the Scene
Booth #4531
GED Integrated Solutions now offers the lean manufacturing
capabilities of i-3 Technology™ in a new line of SmartVinyl™
production equipment and software. The SmartVinyl line delivers increased flexibility, speed and accuracy, the company says.
SmartVinyl is part of GED’s SmartPlant™ vision that integrates
glass and vinyl production with LeanNET® software solutions to
help manufacturers gain control and eliminate confusion on the
production floor. GED says the modular availability of each i-3 vinyl and glass
product allows manufacturers to gain productivity benefits, while creating the
ideal plant—one system at a time.
❙❙➤ www.gedusa.com

d
o
o
r
&
W
I
N
D
O
W
M
A
N
U
F
A
C
T
U
R
E
R

86

Ameri-Can Cuts to the Chase

Urban Machinery Cleans it Up

Booth #1831

Booth #3431

Ameri-Can Machinery Ltd. is exhibiting its Univer
500 D2K and 500 D2K/22 electronic double-head saw
for the cutting of aluminum and PVC profiles. The

Urban Machinery will be introducing two new corner cleaners in Atlanta.
The SV-410 is a single-head CNC cleaner designed to
provide complete cleaning flexibility for all areas of any
frame or sash profile at an affordable price. The
machine comes standard with programmable diskcutter, top and bottom horizontal scarfing knives, vertical inside scarfing knives, top and bottom vertical
drilling/routing units, automatic profile recognition
and precision CNC-motion control.
The SV-722 is a twin-head, flexible, high-capability,
high-throughput
and cost-effective
cleaner
designed for
PVC sash manufacturing. The
SV-722 offers

machines are equipped with a fixed left-hand head and
a mobile right-hand head. The carriage has an automatic linear positioning by means of an asynchronous
motor and has a magnetic rule length control system.
Both models have an electronic programmable control
unit, a retro-illuminated, 80-character liquid crystal
display, a protected touch-sensitive keyboard and an
RS 232C serial line.
❙❙➤ www.ameri-can.ca

WEATHERSTRIPPING

Lauren Seals the Deal with Products
Booth #3401
New Philadelphia, Ohio-based Lauren Manufacturing
will feature its commercial and residential seals and
weatherstripping. The company says it provides custom
seals and weatherstripping utilizing value-added manufacturing services and custom-compounded materials
such as thermoelastic polymer, silicone, EPDM and
others.
❙❙➤ www.lauren.com/WD
www.dwmmag.com

complete servo-driven sash
cleaning and features two highspeed servo axes per head, Omron
PLC-based control with quick start and shut down,
HMI industrial touch pad interface and the company’s
SV user menu structure.
❙❙➤ www.u-r-b-a-n.com

continued on page 88

Consistency Always Matters…

No Matter What The Style!
Consistency of primary and secondary seal
dispensing is simple with Nordson’s new
DuraDrum™ IG bulk melter.
Specifically developed for insulated glass
manufacturing, DuraDrum IG melters use
gear pumps and metering capability for
consistent seal application from front
edge to back edge of each spacer.
Use of the gear pump eliminates the need
for compensators or regulators used with
piston pumps. And, the all-electric, seal-less
pump design simplifies maintenance while
providing easy operation.

Whether you are using automated,
semi-automated or manual systems,
DuraDrum IG bulk melters simply and
easily improve the accuracy and
repeatability of seal
application. So,
consistency is
simple.

Contact Nordson® today to see how the
DuraDrum IG bulk melter can help you
improve insulated glass seal consistency.
Please call 800-683-2314 or visit us at
www.nordson.com.

When you expect more.®

© 2007 Nordson Corporation

SEE US AT GLASSBUILD AMERICA • For more information, visit www.dwmmag.com/infocenter
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Edgetech to Bring
Various Products to Atlanta

Roll-Bending at J&S Machine’s Booth

Booth #3111

J&S Machine Inc. will be showing the CR 148 IM roll-bending
machine at this year’s show.
The CR 148 IM uses the
advanced programming capabilities of the CNC models, the
strong structure of the 140 series,
and puts it in a package for the
customer to offer a machine
with a low investment cost.
Capable of bending multi-radius
parts with up to 36 radii, the CR 148
IM can use the profile data stored in memory to be programmed with radius and arc length
information. The servo hydraulic system provides precise positioning of the rollers. Other size machines are
also available with this control, the company says.
❙❙➤ www.jsmachine.com

In addition to its flagship
product,
Super
Spacer®, Edgetech will
feature the following
products at this year’s
exhibition:
The Form8tor® vinyl
profile bending system is
a patented tri-rotational
technology that allows up
to eight bends to be produced at one time,
increasing productivity
levels.
The E-Z RAD Grid
placement table is said to
reduce the time and
material waste of muntin
assembly, decrease the
application time to place
muntins in the unit, allow
for precision muntin
placement into the unit,
eliminate contamination
of the glass and air space and maintain maximum desiccant activity levels in the spacer, according to the
company.
The Eco Coat™ Glass Protection System provides a
quick and easy way to protect glass and frames from
common materials found in construction sites, including spattered concrete, paint and welding sparks. Eco
Coat makes it unnecessary for window cleaners to use
damage-causing razorblade scrapers to remove debris
from glass.
❙❙➤ www.edgetechig.com

Booth #2417

Nordson’s Dispensing
Applicator Gets a New Design
Booth #4323
The Nordson AG-900+
dispensing applicator is
designed for backbedding.
This zero-cavity style automatic applicator has been
revamped to provide clean
cut-off while working with a
wide range of materials and
temperature
settings.
Accurate material flow and
positive shut-off help eliminate clogs or drips, according to the company.
❙❙➤ www.nordson.com
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Stürtz’ New Compact Sash Line is Speedy
Booth #2231
Stürtz Machinery Inc. says its new compact sash line can produce up to
900 welded and cleaned sash per shift with one operator in less than 1,200
square feet.
The new line consists of two Stürtz Model SMI-HSM-20/19CDS horizontal four-point sash welders. Each welder is unloaded via a single tier belt system automatically. The welded sashes are then
transferred onto a twin tier buffer and transport table which
separates the squares and feeds them onto an in-feed belt buffer.
The buffer conveyor then feeds each individual square into the corner
cleaner.
❙❙➤ www.sturtz.com
www.dwmmag.com

continued on page 90

SEE US AT GLASSBUILD AMERICA
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SOFTWARE

BuyDesign Makes Business Easy
Booth #1710
BuyDesign® from TDCI Inc. is a comprehensive sales and configuration solution developed to help manufacturers and their sales channels
streamline the entire interest-to-order cycle for customized products.
BuyDesign can help users increase sales, reduce administrative and
sales engineering costs, lead times and order errors.
Built on Microsoft®.NET technology platform, BuyDesign says its
advanced software architecture is reliable, scalable and easy to manage.
And it’s designed to integrate smoothly with the existing environment,
while providing the flexibility to adapt to changing business needs over
time, according to the company.
❙❙➤ www.tdci.com/buydesign
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SureFire Systems’
Software is a Strategic Operation

GLASS WASHERS AND LOADERS

Booth #701

Billco Unveils New Glass Washer

SureFire Systems in Winter Springs, Fla., specializes
in ready-to software. The company says it doesn’t take
“industry standard” manufacturing software and
reshape it for the door and window industry. “We have
taken a multi-faceted approach to fully-integrated
software solutions for the door and window industry,”
the company announced.
The company says its team is comprised of industry
veterans who have brought their first-hand knowledge
of the needs of the industry to the software development process.
Its scalability suits manufacturing operations from
single plant, moderate-use, to multi-site high-use
facilities.
❙❙➤ www.sureﬁresys.com

Booth #4331

&

FeneTech Unveils FeneVision® V3.0
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Booth #4923

90

FeneTech recently has announced the release of
FeneVision V3.0. The Aurora, Ohio-based company
says the modularity of FeneVision allows customers of
all sizes to enjoy the benefits of a software package
designed specifically for door and window production.
Available FeneVision® modules include a remote
order/quoting system, production control, machine
interfaces, accounting interfaces, bar code tracking
system, web-based order and production status,
capacity planning, resource scheduler, lineal optimization, e-server and shipping management.
❙❙➤ www.fenetech.com
www.dwmmag.com

Billco Manufacturing of Zelienople, Pa., will introduce the Titan Glass Washing System at the show,
which has been engineered to provide a premium level
of performance. It offers enhanced processing
and
easy

maintenance,
the company says. In
addition, Billco will display
the FlexiGlyde, an automatic spacer application table for IG manufacturing. FlexiGlyde features a dual-head design and
will produce units using spacer systems from both
TruSeal and Edgetech. Billco’s CNC 2200 Series glass
cutting system with edge deletion technology will
demonstrate some performance enhancements.
Finally, the Versa Clean Series washer will feature its
unique processing capabilities and versatile design
features.
❙❙➤ www.billco-mfg.com
continued on page 92
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SEALANTS AND ADHESIVES

DOORS, WINDOWS AND SKYLIGHTS

Glazing and Installation
Sealants from Tremco

Mikron Wood Adds Full Line of Styles

Booth #4723

Mikron Industries has added a full line of styles to its
MikronWood™ composite door and window line.
Styles now available include casement, awning, tilt
double-hung, direct set picture and transom picture
windows to match casement and double-hung frames,
slider, plus multi-panel sliding and in-swing patio
doors. Profiles are also now available with SRC Solar
Reflective™ exterior colors – a unique, low solar heat
absorption coatings system.
The company will also be displaying its vinyl
replacement window systems. Window manufacturers
can capitalize on this growing segment with a turn-key,
quick-to-market, market-proven solution aimed at
driving new sales and margins. Mikron offers several
turn-key window systems to meet replacement window line needs.
❙❙➤ www.mikronvinyl.com

Tremco’s residential construction division will
highlight both in-plant glazing and installation
sealants for the residential door and window markets. The in-plant glazing silicone offerings will
include TremGlaze S900 reactive back-bedding
sealant and TremGlaze S700 impact glazing sealant.
Each product offers quick-cure and high-strength for
residential glazing applications, the company says.
Representing the installation sealants will be a family
of new construction and replacement sealants, highlighted by TremGlaze U1600 rapid curing, UV-stable
polyurethane sealant.
❙❙➤ www.tremcosealants.com

Booth #2609

3M VHB™ Structural Glazing Tapes
Booth #1121
3M™ says its VHB™ Structural Glazing Tape can be used
as an alternative to structural silicone and spacer tape for
glazing in curtainwalls. It is formulated specially to bond
glass to metal frames in interior and exterior curtainwalls
permanently.
The tapes feature immediate handling strength for
increased productivity with no curing time, no liquid
mess and a low amount of waste. Clean edges and consistent color provide eye appeal from a distance and
even up-close from the inside out.
❙❙➤ www.3M.com/vhb
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New and Improved Glazing Tape
Booth #2201
Frank Lowe Rubber and Gasket Co. Inc. in
Farmingdale, N.Y., will bring its new and improved
glazing tape to the show. Featuring cross-linked polyethylene (PE) foam, double-coated with a high-performance acrylic adhesive, the tape is easy-release
and has a blue polyethylene liner, the company
says.
The tape is designed to seal window lites into wood,
aluminum or plastic frames.
The company reports that the sample was tested
according to AAMA 800-05, Voluntary Specification and
Test Methods for Sealants, section 1.6 810.1-05
Expanded Cellular Glazing Tape, Type I.
❙❙➤ www.franklowe.com
www.dwmmag.com

CMS North America Grinds Glass
Booth #2751
The Deltagrind from CMS North America
is designed to grind all four sides of rectangular and trapezoidal glass shapes.
This machine minimizes floor space
with vertical design while maximizing output with a
continuous, uninterrupted flow of
parts. It produces
seamed, flat and
pencil edges and
reads the shape
of each part
automatically.
The Runner
3.70
cutting
table will also be
on display. The
machine
has
been redesigned
to incorporate
the latest technology. The new Runner 3.70 is fast,
accurate, user-friendly and reliable, according to the
company.
❙❙➤ www.cmsna.com

continued on page 94

®

PROFILES IN

Stability

Don’t be left hanging from a cliff!
With all the uncertainty in the world, do you need to worry
about who your PVC supplier will be tomorrow?
Our professional staff will reach out to assist you.
Extruded in the USA
Founded and Family owned since 1922
Extruding since 1948
Full marketing and technical support teams
Product line for every market segment
Custom and off-the-shelf systems

Where Performance, Quality and
Service is our primary concern.

L.B. Plastics, Inc.
P.O. Box 907 Highway 150
Mooresville, NC 28115

1-800-752-7739
704-664-2989 fax

Sometimes, Opportunity Knocks On Your Window.
SEE US AT GLASSBUILD AMERICA • For more information, visit www.dwmmag.com/infocenter

/UR
CUSTOMERS
MAKE SOME
OF THE FINEST
WINDOWS
AND DOORS
IN THE
WORLD
#ONTACT US TO DISCUSS HOW SUPERIOR
FIBERGLASS COMPONENTS CAN IMPROVE
THE QUALITY OF THE WINDOWS AND
DOORS YOU MANUFACTURE
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1.866.987.8522 sales@omniglass.com www.omniglass.com

For more information, visit www.dwmmag.com/infocenter
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Product
Parade continued from page 92
Discover the DNA Difference
Booth #1411
Deceuninck North America (DNA) says it provides
total service integration: from product design and
proprietary compound formulations, to tooling
design and production, extrusion technology and
finished product testing.
The company will have its new super-premium
R&R product line at the show.
The company says it can help companies differentiate their products in the marketplace with everything
from
extruded
color
options
to
stainable/paintable real wood laminates and heatreflective exterior laminates.
Also featured at the booth will be impact products.
Participate in fast-growing vinyl markets in Florida
and other coastal areas with DNA’s tested and proven,
patent-pending, hurricane-resistant impact products.
❙❙➤ www.deceuninck.com

HARDWARE

Truth Offers New Patio Door Handles
Booth #2321
Owatonna, Minn.based Truth Hardware
now
offers
the
Signature and Allure
patio door handles.
The company says its
handle sets have a new
contoured shape and
are designed to be easy
to grasp. Likewise, the
handles are equipped
with locking options
that include placing the
keylock above the handle. The handles are
available in solid brass
and in the company’s
range of decorative and
painted finishes. They
also come with optional
escutcheon designs and
sizes to complement
large doors. In addition,
the new handles can
incorporate single- or
multi-point locksets.
❙❙➤ www.truth.com
continued on page 96
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Product
Parade continued from page 94
Nationwide Industries Shows its KLAW
Booth #2403
Multi-point security with single-point size is what Nationwide Industries is bringing to
the show. The company has introduced several new products, including the patent-pending KLAW™ two-point mortise lock. You can sell a two-point system that fits into a singlepoint space. The effective mortise lock allows users to use single or two-point locks in the
same routed profile. Plant efficiency and marketing flexibility is increased in the competitive two-point lock. It is also available with the company’s new, patented Regal™ handle.
The company will also have new window rollers, improved bay-bow kits and other items on
display at the show.
❙❙➤ www.nationwideindustries.com

LITERATURE AND RESOURCES

DAYLIGHTING PANELS

DAC Adds Trade Show Products to Line

Daylight on Display

Booth #4917

Booth #4020

East Bend, N.C.-based DAC Products Inc. has added
a new product category to its mix—trade show pop-up
walls, table-top display panels, banner stands and
accessories. DAC also produces wide-format digital
printing for this line. In addition, the company provides carrying cases, displays and demonstration products for the door and window industries.
❙❙➤ www.dacproducts.com

Major
Industries
Inc., a manufacturer of
skylights and translucent curtainwall, will
be distributing information on its Guardian
275® translucent daylighting panels. The
panels can be engineered to specific blast
requirements
and,
unlike traditional blastresistant
materials,
allow glare-free, energy-saving natural light
to fill interior spaces.
Major will also present information on
how its daylighting
solutions can help
architects obtain possible LEED® credit.
❙❙➤ www.majorskylights.com

Easy Reading from
Haida Safety Glass
Booth #913

d
o
o
r

Haida Safety Glass in China is bringing a new product brochure highlighting
its tempered safety glass production,
including frameless shower doors.
Exhibitors can preview the brochure at
GlassBuild.
The factory has territories available
in the United States and Canada for
industry professionals interested in
representing the company’s products.
❙❙➤ www.haidaglass.com.cn
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MACHINERY AND EQUIPMENT

Bystronic to Showcase Innovative Technologies
Booth #2531
Bystronic will showcase innovative glass processing and handling solutions
at its booth.
The fully-automated shape capable first’flexspacer line is targeted toward
the commercial IG manufacturer who uses Super Spacer. Components of this system include a three-brush pair washer
with electronic speed control, an automatic ESA application robot with grid marking device, a tandem gas-fill with an
assembly press with both krypton- and argon-filling capability and a hot-melt sealing robot with corner-wiping tool.
Also shown will be the smart’cutSD residential glass-cutting machine. This system includes an automated free-fall and
positioning table, shape-cutting machine and breakout table. Key features of the smart’cut system include: template digitizing, shape-cutting and deletion and breakout display.
❙❙➤ www.bystronic.com
❙
www.dwmmag.com

You’veGot

OPTIONS
Visit Us At
The GlassBuild
America Show
Booth #1723

Discover Ultra Hardware,
the value brand leader for casement
window components. Our AAMA approved products boast
one-piece no-leak housing and superior powder coating. Ultra’s casement systems
are interchangeable with the leading competitions’, allowing for an easy transition, and
to better serve the needs of our customers we provide product customization,
an added value making Ultra Hardware the undisputed choice for quality and service.
Call today to discuss your options!

Ultra Hardware Building Value
800.426.6379 www.ultrahardware.com
For more information, visit www.dwmmag.com/infocenter

Introducing...

ADHESIVES, SEALANTS,
PAINTS AND COATINGS

GLASS PRODUCTS

Saflex’s New Tool is Colorful

Arch Deco Glass® says its new VISUAL® laminated glass system will contribute points toward
certification in projects registered in the U.S.
Green Building Council’s LEED® Green Building
Rating System™.
The laminated glass system, developed by
Arch Aluminum and Glass, provides highly- saturated colors along with the ability to be virtually opaque. In addition, pure white, black and
sepia tones can be done through the process.
From a green perspective, the VISUAL laminated glass systems can help a project
team gain LEED points in several LEED categories, including energy and atmosphere,
materials and resources, indoor environmental quality and innovations and design.
The glass system can be manufactured for doors and windows to meet the minimum energy efficiency prerequisite of LEED based on ASHRAE 90.1 or a potentially stricter local energy code, according to the company.

VISUAL® Looks Good Green

Saflex, a unit of Solutia Inc., has
introduced its Vanceva® Color
System Selector, a design tool to

❙❙➤ www.marinoware.com

help designers and architects select
the perfect color from thousands of
available choices.
Vanceva color interlayers can be
combined to create thousands of

transparent or translucent color
options, the company says. A basic
palette of red, yellow, blue and gray
colors in two different light transmission levels can be layered in various combinations to produce more
than 1,000 color options. Various levels of white interlayers can be added
for a variety of translucent options,
and three highly-pigmented special-

DOOR AND WINDOW COMPONENTS

Homeshield Delivers
Customized Grills
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Homeshield Fenestration Components
in Houston has introduced its custom
tape applied gothic, arch or diamond
pattern grilles that can be either
assembled or kitted for door and window manufacturers. The company
offers custom patterns and profiles in
a variety of hardwoods and softwoods.
Custom patterns and profiles are
available in a variety of hardwoods
and softwoods for interior applications, along with aluminum exterior
applications.
Homeshield says it can design
grilles that complement diverse
products and can prime and topcoat its products.
❙❙➤ www.home-shield.com
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ty colors can add bold color in a single interlayer or be combined with
white or colored foundational colors
to achieve distinctive looks.
❙❙➤ www.vanceva.com

DOORS

Sculptural Glass
Opens New Doors
A unique line of
art glass doors is
now being offered by
Sculptural
Glass
Doors
Inc.
in
Bellingham, Wash.
The new collection
features ClearCast™
glass, a new patented, deep-relief architectural glass product.
There are 15 different ClearCast™
glass designs set in
crafted stile and rail
wood doors. The
versatile line features contemporary designs suitable for entry doors, patio doors
and French doors. Each door is
made to order and can be cuscontinued on page 100

See it for yourself in the GlassBuild Show, Booth #4419.

For more information, visit www.dwmmag.com/infocenter

Introducing...
CONTINUED

MACHINERY AND EQUIPMENT

New Machinery that’s “Progressive”
Progressive Systems Inc. in Minneapolis has debuted a new CNC feed-through
extrusion fabrication cell which can be used for aluminum, PVC/vinyl, fiberglass and
wood/composites. The machine allows for either vertical or horizontal fabrication.
It features an automatic component-loading walking beam magazine and automatic pusher grippers. Optimizing software and a
dual CNC pusher are optional.
❙❙➤ www.progressivesys.com

tomized on site. Choices include a
variety of glass tints, wood species
and finishes, along with an
optional pre-hang package. Both
single- and double-door packages
are available.
❙❙➤ www.SculpturalGlassDoors.com

Windsor Introduces
Vertical Grain Douglas Fir
Customers now have Vertical
Grain Douglas Fir as an option
when buying doors and windows
from Windsor Windows of Des
Moines, Iowa.
The versatile wood ranges from
bright white to a light rosy color,
which is accented with a dense
vertical-grain pattern. The select
choice of wood ensures that all Fir
continued on page 102
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www.emidisplays.com

TRIANGULAR DISPLAYS
• Custom-made to fit window and door sizes of your choice
• Aesthetically engineered in a modern design to accent the
windows’ and doors’ architectural features
• Perfect for showrooms, mall shows, and home and trade shows

KIARA WINDOW DISPLAY

ARIEL DOOR DISPLAY
• Displays 12 door slabs in just
under 3 1/2 feet wide
• Holds entry doors, interior doors,
and storm doors
• Doors easily roll in and out of a
self-contained metal unit
• Costs less than other displays
that only hold 3 or 4 doors

• Displays 8 full-sized
windows in just over
4 feet
• Holds aluminum,
vinyl, and wood
windows
• Windows easily roll
in and out of a selfcontained metal unit
• Now available
for 3 1/4” thick and
4 9/16” thick windows

Tel. 905-886-1066 • Fax 905-886-1266 • www.emidisplays.com

Introducing...
CONTINUED

windows and patio doors contain
at least six vertical growth rings
per inch, rather than a mixed pattern that has rings that go in many
directions.
❙❙➤ www.windsorwindows.com

WINDOWS

REHAU Launches New
Casement Window
REHAU says its new System 1400
PVC casement window design
recently achieved a C-C75 com-

“Our Commitment is to our Customers on total
satisfaction, expertise, and service.”
PVC Machinery
Corner Cleaners & Cutter
Double Head Mitre Saw
Welder
V-Miter Saws
Conveyors
Material Handling
Digital & Manual Length Stop
Computerized Length Stop

More Choices for
Crystal’s Windows

Aluminum Machinery
Saws
Drills
Mills
Stitch Rollers Machines
Machining Center

Glass Machinery
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Rotating Table
Pressing Table
Butyl Extruder
CNC/Manual Glass Cutting Tables
Automatic/Manual Washing Lines
Profile Cutting Machine
Hotmelt Extruder
Polysulphide Extruder
Desiccant Filling Machine

mercial
rating, making it
suitable for both residential and
commercial applications.
The ability of the window design’s
casement sash to accommodate a
variety of insulating glass sizes
notably enhances the sound abatement properties required for an STC
40 rating. In addition, its DP-75- and
C-C75-rated durability affords use in
commercial applications without
requiring profile reinforcement (up
to a 36-inch by 60-inch size
[914.4-mm x 1524.0-mm],) offering
both material and labor-cost savings.
❙❙➤ www.rehau.com

Crystal Window and Door
Systems in Flushing, N.Y., has intro-

“We
SERVICE
All Makes
& Models”

Service
PVC Welder
All Saws
Corner Cleaner
Custom Machines
Hydraulics & Pneumatics
Electrical

For All Your Window Manufacturing
Requirements
www.windowmachinery.com
2650 Meadowvale Blvd., Unit 5
Mississauga, ON, Canada, L5N 6M5
Tel: (905) 542-2055 • Fax: (905) 542-2261
Toll Free (877) 829-5219
Website: www.ameri-can.ca • Email: sales@ameri-can.ca
SEE US AT GLASSBUILD AMERICA
For more information, visit www.dwmmag.com/infocenter

duced a brickmould frame option
for its series 300 and 400 new construction vinyl window product
lines. The availability of the integrated brickmould option supplements the standard J-Channel
product line. The new brickmould
option replicates historic wood
window trim with distinctive shadow lines and mitered corners.
❙❙➤ www.crystalwindows.com
❙

Ones to Watch

NEW HIRES

Simonton Names Jacobs
VP of Human Resources
Parkersburg, W.Va.-based Simonton
Windows has named Robert Jacobs as
vice president of human resources.
Jacobs is responsible for managing and
directing all areas of the human
resources. Prior to joining Simonton,
Robert Jacobs Jacobs was employed with OMRON
Corp. in Schaumburg, Ill., as the vice
president of human resources and administration.

Fruzzetti Joins Mercer Windows
Beaverton, Ore.-based Mercer Windows has
announced that Mike Fruzzetti will now oversee its
marketing and promotions department. Fruzzetti
formerly was involved with energy-efficiency projects, and, more specifically, ENERGY STAR®.
“We are pleased to have someone with Mike’s mar-

KUDOS

Wayne Gorell Named
2007 Diamond Award Winner
Wayne C. Gorell, chairman and chief executive officer
(CEO) of Gorell Windows and Doors in Indiana, Pa., was
named a 2007 Diamond Award winner by Pittsburgh
Business in the established companies category.
The Diamond Awards honor presidents and CEOs of
organizations in Western Pennsylvania who have made a
significant impact as a corporate leader. The established
companies category recognizes an individual who has
sustained and grown a business that is more than tenyears old.
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Mike Rupert Wins Shades
of Green Leadership Award
The director of performance glazings
technical services and product development
for PPG Industries, Michael L. Rupert, has
won the Shades of Green Leadership Award
from the Green Building Alliance in
Pittsburgh. Rupert, a 33-year veteran of the
Michael L.
PPG performance glazings technical and
Rupert
product development team, was recognized
for his leadership in the development of
Solarban 70XL solar control low-E glass.
The Shades of Green Leadership Awards are given annually by the Green Building Alliance in Pittsburgh to highlight the efforts of distinctive persons in Western
Pennsylvania who have contributed to the region’s environmental transformation through green leadership.
www.dwmmag.com

keting and sales background on board to help us create new and exciting promotional campaigns that
illustrate the benefits that Mercer Windows provide
for our commercial and residential clients,” David
Mercer, president.

APPOINTMENTS

International Market Manager
and New Hires at Edgetech
Edgetech I.G., based in Cambridge,
Ohio, announced that Ramsey Bader
has been named international market
manager.
Bader joined Edgetech I.G. in 2003
after earning his master’s degree in
Ramsey Bader business administration with a focus on
international business from the
University of Akron in Ohio. He currently manages Edgetech’s business development activities in Australia and New
Zealand and is responsible for international market research and providing
analytical frameworks for international
expansion. In addition, Bader will now David Hill
manage direct sales and direct agent
management in various international
markets.
Prior to joining Edgetech, Bader
worked for Citibank’s Offshore Corporate
Bank in Bahrain and Dubai.
Edgetech I.G. has also welcomed
George White David Hill, George White and Chris
DuBeck to the team.
Hill recently joined as a technical
service representative. He will assist
new and existing customers with
equipment start-ups, training them
on manufacturing quality Super
Spacer ® IG units and installation of
equipment.
Chris DuBeck
White recently was promoted to
engineering technician, where he will serve as the
manufacturing liaison as Edgetech moves Nupro end
clip production to Cambridge, Ohio, from
Washington.
DuBeck has been promoted to scheduler/slitting
cell coordinator. He will be responsible for scheduling daily production, monitoring customer orders
and overseeing the day-to-day functions of the slitting department.
continued on page 106

North America’s Most Focused Fenestration and Door Industry Show

TRADE

O N LY

For information on Visitor Registration,
Industry Seminars & CWDMA Meetings:
www.windoorshow.com
Show office: Shield Associates Ltd.
1-800-282-0003 ( North America wide)
Tel: 416-444-5225 Fax: 416-444-8268
E-mail: windoor@salshow.com

November 13 –15, 2007
Metro Toronto Convention Centre, North Building
Tuesday, November 13
Wednesday, November 14
Thursday, November 15

5 pm– 8 pm
10 am – 5 pm
10 am– 3 pm

Produced for the benefit of the industry by the
Canadian Window and Door Manufacturers Association.
www.cwdma.ca

Callaway – the official golf products of Win•door North America
Show visitors will have a chance to win Callaway golf prizes daily
in support of “Partners Promoting Window and Balcony Safety”.
For more information, visit www.dwmmag.com/infocenter

Ones to Watch
CONTINUED

Atrium Appoints Eastern Region President
Atrium Companies Inc. in Dallas has
appointed Robert Ractliffe to the position of eastern region president. He will
oversee all operations at Thermal
Industries, as well as at Atrium Windows
and Doors divisions in North Carolina
Robert Ractliffe and Florida.
Prior to joining Atrium, Ractliffe
served in a variety of senior executive capacities with
Strionair Inc., Nortek Inc., Ply Gem Industries,
Nordyne Inc., Carrier Corp. and Westinghouse
Electric Corp.

New Global Marketing Director
at DuPont Engineering Polymers
Björn Hedlund has assumed the role
of global marketing director at DuPont
Engineering Polymers (EP) in addition
to his position as regional director
Europe, Middle East, Africa (EMEA). He
succeeds Timothy P. McCann, who is
Björn Hedlund the new vice president and general
manager
of
DuPont
Electronic
Technologies. Hedlund will continue to be based at
the company’s European headquarters in Geneva,
Switzerland.
Hedlund has more than 25 years experience of
DuPont’s engineering polymer business. His career to
date has involved several senior positions, including
the roles of product manager for Delrin® acetal resin
in Europe and regional business manager Zytel® nylon
resins for both Asia Pacific and the Americas regions.

Truth Appoints Rhoads
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r

Truth Hardware recently announced
the appointment of Tom Rhoads to the
position of territory account manager
for the Northwest United States and
Western
Canada,
including
the
provinces of British Columbia and the
Yukon Territory. In his new position,
Tom Rhoads
Rhoads will work closely with door and
window manufacturers to assist them with purchasing, specifying and the development of hardware systems. The Owatonna, Minn.-based windows and
patio door designer and manufacturer says Rhoads
possesses strong customer service and account management skills which parallel its customer care commitment values.
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Ones to Watch
CONTINUED

• EXTRUDED ALUMINUM
COMMERCIAL SCREENS
(WICKETS - HOPPERS)
• RESIDENTIAL SCREENS
• ROLL FORM SCREEN
FRAME LINEALS
• RECTANGULAR, FLAT &
PYRAMID MUNTINS
• EXTRUDED PATIO DOOR
SCREENS
• ALUM. HURRICANE PANELS
MIAMI-DADE APPROVED

CATALOG AVAILABLE
Qualified Reps Wanted

For more information, visit www.dwmmag.com/infocenter

PGT Announces New Executive Appointment
PGT president and chief executive
officer Rod Hershberger announced
the appointment of C. Douglas Cross
as vice president. Cross will oversee
PGT’s
vinyl
products
and
markets. Previously, Cross owned
Custom Window Products, which proC. Douglas
vides architectural shapes for the vinyl
Cross
market. His previous experience
includes six years as president of Atrium and 13
years as president of Ellison Windows and Doors.

Insula-Dome Skylights Names
Jim Gilcreast III Territory Manager
Insula-Dome Skylights in Chester,
Conn., has appointed Jim Gilcreast III
as territory manager for Connecticut.
Gilcreast previously served as manager
of the company’s Chester distribution
facility. In his new position, he will be
responsible for new business develop- Jim Gilcreast III
ment within the Connecticut territory.

PROMOTIONS

Two Promoted at BFRich
Newark, Del.-based BFRich Windows and Doors
announced Gary Bradley has been promoted to director of information technologies. His responsibilities
include managing and controlling the building blocks
of the company’s computer system.
Dianne Siebold has been with the company since
1972 and will now serve as warranty service coordinator.

CRL Promotes D.J. Friese

d
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r

C.R. Laurence Co. Inc. (CRL) in Los
Angeles has promoted D.J. Friese to the
position of executive vice president.
In his new position, Friese will work
closely with other company leaders to
develop future strategy and provide
leadership for the company. He also
D.J. Friese
will be responsible for managing and
directing the technical sales division, which consists
of five business groups/brands: commercial hardware, architectural hardware, shower hardware,
transaction/hospitality hardware and key accounts.
Friese first joined the company in 1992. His positions have included sales representative, regional
sales manager, vice president of customer service
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For more information, visit www.dwmmag.com/infocenter

Need Screws?

Buy Direct from the Manufacturer
THOUSANDS OF SKUs IN STOCK

Ones to Watch
CONTINUED

Plating/Painting/Laser Sorting
No Problem!
and vice president of sales and service. Friese also is
a corporate officer, serving as a member of the executive committee.

ViWinTech Hires and Promotes Employees

Call us today for your

FREE fastener evaluation.
Our engineers will come
to your factory.
No Obligation!
Pan American Screw
Conover, NC / Elkhart, IN / Hayward, CA
Toll Free: 800-951-2222
Fax: 828-466-0070
Email: sales@panamericanscrew.com
Celebrating 50 Years of Excellence: 1957 - 2007
See us at Glass Build America in Atlanta
at Booth #4313 September 10-12, 2007

For more information, visit www.dwmmag.com/infocenter

Insulating Glass/Window Fabrication
Equipment and Supplies
Sun Bur
st
Automat
IC Munti
n Machi
ne
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Equipment
• Muntin Notching
• Spacer/Muntin Saws
• Spacer/Muntin Bender
• Gas Filling Equipment
• Computerized Notcher
• Weather Stripping
Machines
• Extrusion Saws
• Computerized Gauge Bar
• Contour Equipment

EQUIPMENT & SUPPLY COMPANY

Layout
Table

Supplies
• Gas Filling Rivets and
Plugs
• Glazing Tapes
• Setting Blocks
• Breather Tubes
• Foam Jam Liner

ASSOCIATIONS

ASC Welcomes Erin A. Carr
8411 Ronda Drive
Canton, MI 48187
Tel. (734) 459-5870
Fax (734) 459-9837
E-mail: sales@mckeeganequip.com
Website: www.mckeeganequip.com

SEE US AT GLASSBUILD AMERICA
For more information, visit www.dwmmag.com/infocenter
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Vinyl
Window
Technologies
(ViWinTech) in Paducah, Ky., has hired
or promoted a variety of its employees
recently.
Robyn Taylor is the new field service manager. She has been familiar
Robyn Taylor with the company and its employees
since 2000 through her
work at the temporary staffing company Hamilton-Ryker.
Charissa Harris joined ViWinTech as
co-manager in customer service. She is
teaming up with Susan Dalrymple, who
was promoted, to share the customer Charissa Harris
service responsibilities,
which will allow both managers to work
more closely with each customer service
representative and validator. Harris
comes to ViWinTech with 17 years of
experience in customer service.
Rick Uhls joined ViWinTech as
Susan
supervisor in the glass
Dalrymple
department and is now
managing all aspects of the glass department from quality to production. Uhls
has more than 20 years of experience in
the industry with 15 of those years in
positions where he was responsible for Rick Uhls
glass department production.
Eldon Reel has assumed the position
of quality assurance manager. Eldon
comes to ViWinTech from another
nationally recognized window manufacturer. He brings 12 years of experience in
fenestration ranging from manufacturing, product and process development
Eldon Reel
and eight years in quality management.

The Adhesive and Sealant Council (ASC) has named
Erin A. Carr as the new marketing specialist. She is
responsible for all marketing activities and communication initiatives at ASC.
Most recently, Carr served as senior associate, marketing and communications, for SmithBucklin, an
association management company.
❙
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Box 237 Lambeth Stn. London ON N6P IP9
phone: 519-472-0080
email:
info@screencentersales.com
fax:
519-472-5494
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www.screencentersales.com
toll-free: 866-652-0028
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NowSHOWing

calendar of events

Manufacturer of rubber
molded products
September 26-28, 2007
World Vinyl Forum III
Sponsored by The Vinyl
Institute and Global Vinyl
Council.
Marriott Copley Place.
Boston.
Contact: The Vinyl Institute
at 703/741-5131 or visit
www.worldvinylforum.org.

Complete in-house tooling capabilities

Cleats & Belts
shaped according to
the extruded profile
2275 43rd Avenue, Lachine (Qc) Canada H8T 2K1

Tel.: 514 631-0234
Fax: 514 631-5682

1 888 831-0234
info@ctcrubber.com

www.ctcrubber.com
For more information, visit www.dwmmag.com/infocenter

Bending Solutions
Not just
Mac hines
Along with our partnering manufacturers, providing a turnkey
solution for bending applications is what we are known for.
Storefront extrusions,
windows extrusions,
automotive tubing parts,
RV components, and a
variety of job shop parts
are a few of the industries
we have provided solutions for.
Your success is our business.

J & S Machine Inc.
W6009 490th Ave.
Ellsworth, WI 54011
Tel: 715-273-3376
E-mail: sales@jsmachine.com
SEE US AT GLASSBUILD AMERICA
For more information, visit www.dwmmag.com/infocenter
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October 14-17, 2007
AAMA National
Fall Conference
Sponsored by the American
Architectural Manufacturers
Association (AAMA).
JW Marriott Grand Lakes.
Orlando, Fla.
Contact: AAMA at
847/303-5664 or visit
www.aamanet.org.
November 5-8, 2007
NFRC Fall 2007
Membership Meeting
Sponsored by the National
Fenestration Rating Council
(NFRC).
Tempe Mission Palms Hotel &
Conference Center.
Tempe, Ariz.
Contact: NFRC at
301/589-1776
or visit www.nfrc.org.
November 13-15, 2007
Win-door North America
Sponsored by the
Canadian Window and Door
Manufacturers
Association (CWDMA).
Metro Toronto
Convention Center.
Toronto.
Contact: Patrick Shield at
800/282-0003 or visit
www.windoorshow.com.
January 27-30, 2008
WDMA 2008 Annual Meeting
Sponsored by the Window
and Door Manufacturers
Association (WDMA).
PGA National Resort and Spa.
West Palm Beach Gardens, Fla.
Contact: WDMA
at 847/299-5200 or visit
www.wdma.com.

To submit events for
the calendar e-mail
ttaffera@glass.com

February 13-16, 2008
International Builders’ Show
Sponsored by the National
Association of Home
Builders (NAHB).
Orange County
Convention Center.
Orlando, Fla.
Contact: NAHB at
202/266-8111, ext. 811 or
visit www.buildersshow.com.
May 1-3, 2008
Americas’ Glass Showcase™
Sponsored by Americas Glass
Association (AGA).
Las Vegas.
Contact: AGA at
877/275-2421.
October 2–3, 2007
Davis-Standard Basic
Extrusion Seminar
Sponsored by DavidStandard LLC
Davis-Standard Headquarters.
Pawcatuck, Conn.
Contact: Call Wendy Smith at
860/599-6119
or e-mail her at
wsmith@davis-standard.com.
October 24–31, 2007
K 2007 Trade Fair
International Trade Fair
Sponsored by Messe
Dusseldorf North America
Dusselforf Fairgrounds.
Dusseldorf, Germany.
Contact: e-mail
info@mdna.com or visit
www.mdna.com.
February 24-27, 2008
AAMA 71st Annual
Conference
Sponsored by the American
Architectural Manufacturers
Association (AAMA).
Renaissance Esmeralda.
Palm Springs, Calif.
Contact: AAMA
at 847/303-5664 or visit
www.aamanet.org.
April 10-12, 2008
Glass TEXpo™
Co-sponsored by USGlass
magazine and the
Texas Glass Association.
Henry B. Gonzalez
Convention Center.
San Antonio.
Contact:
USGlass at 540/720-5584

❙

$EMANDING 3OUND 3OLUTIONS
2ON 3PIELMAN STARTED FRESH IN BUT NOT FROM SCRATCH
ON 3PIELMAN BUILT THE BUSINESS HIS FATHER
STARTED INTO ONE OF THE MOST RESPECTED
2
COMPANIES IN THE INDUSTRY 7HEN HE SOLD IT AND

STARTED 3OUND 3OLUTIONS HE KNEW WHAT HIS NEW
COMPANY WOULD NEED TO THRIVE
(E HIRED EXPERIENCED AND TRUSTED STAFF (E
INSTALLED CAPABLE AND mEXIBLE EQUIPMENT !ND
HE INVESTED IN SYSTEMS THAT COULD DELIVER CRITICAL
FUNCTIONALITY IMMEDIATELY AND AS THE COMPANY
GROWS
4HE RESULT !FTER  MONTHS 3OUND 3OLUTIONS HAS
MORE THAN  MILLION IN REVENUES AND A PROlT
2ON IS HUNTING FOR LARGER QUARTERS AND MORE
OPPORTUNITIES
/NE THING HES NOT LOOKING TO REPLACE IS 3OUND
3OLUTIONS FENESTRATION SOFTWARE SYSTEM WHICH
MANAGES ALL FUNCTIONS FROM ESTIMATING THROUGH
PRODUCTION AND SHIPPING )NSTEAD HES PLANNING TO
INSTALL IT IN ADDITIONAL WINDOW AND DOOR VENTURES
THIS YEAR
4HE SYSTEM &ENE6ISION FROM &ENE4ECH
h)M LEERY OF SOFTWARE VENDOR PROMISES v 2ON
EXPLAINS h)D SPENT MILLIONS ON %20 SYSTEMS THAT
WERE NEVER FULLY FUNCTIONAL ) HAD TO BE SURE OUR
FENESTRATION SOFTWARE SYSTEM WOULD PERFORM AS
PROMISED AND ACCOMMODATE OUR AMBITIONS TO
GROWv
h7E LOOKED AT OTHER SOFTWARE COMPANIES
&ENE4ECH CAME HIGHLY RECOMMENDED 4HEY
PROVIDED REFERENCES 4HEY SET UP A MANAGEABLE
TIME LINE AND BUDGETv
h)N SIX MONTHS WE HAD MORE FUNCTIONALITY FOR A
FRACTION OF WHAT )D SPENT PREVIOUSLY WITH A LOT LESS
AGGRAVATION 7ERE GETTING MORE FROM THIS SYSTEM
THAN ANY OTHER )VE EVER HAD 7E PURCHASED A
STANDARD ACCOUNTING SYSTEM AND EASILY INTEGRATED
IT WITH &ENE6ISION )M GETTING THE INFORMATION )
NEEDv
h7HEN YOUR SYSTEMS ARE FULLY FUNCTIONAL YOUR
BUSINESS HAS MORE OPPORTUNITIES 7ERE GROWING
WITH THE HELP OF &ENE6ISION ) CANT IMAGINE
PURSUING OUR OTHER BUSINESS OPPORTUNITIES WITHOUT
IT 7E COULDNT BE HAPPIERv
2EADY TO GET YOUR WINDOW AND DOOR OR GLASS
BUSINESS mOWING AHEAD #ONTACT THE "USINESS
$EVELOPMENT 'ROUP AT &ENE4ECH TODAY

)MPROVING THE &LOW OF "USINESS

&%.%6)3)/. 02/$5#4)/. #/.42/, s &%.%6)3)/. ).&/2-!4)/. #%.4%2 s &%.%6)3)/. 42!#+).' 3934%- s &%.%4%#( 3934%-3 ).4%'2!4)/.
1UOTATION s /RDER ENTRY s 0RICING s $YNAMIC PRODUCT CONFIGURATOR s #APACITY PLANNING s 3CHEDULING s 2AW MATERIAL OPTIMIZATION s -ACHINE INTERFACES
)NVENTORY CONTROL s "AR CODE INTEGRATION s )NVOICING s 2EMOTE ORDER ENTRY s7EB BASED REAL TIME STATUS s 3HIPPING MANAGEMENT s !CCOUNTING INTEGRATION

&ENE4ECH )NC s  $ANNER $RIVE !URORA /HIO  s  s FAX  s WWWFENETECHCOM s INFO
For more information, visit www.dwmmag.com/infocenter
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Architectural Glass
Bent/Curved
Precision Glass
Bending Corp.
P.O. Box 1970,
3811 Hwy. 10 West
Greenwood, AR 72936
800/543-8796;
fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

Computer Software
PMC Software Inc.
Bartles Corner Business Park
8 Bartles Corner Rd., Ste. 11
Flemington, NJ 08822
908/806-7824;
fax: 908/806-3951
www.pmcsoftware.com

Door Components
Door Frames, Metal
Household Metals Inc.
645 E. Erie Ave.
Philadelphia, PA 19134
800/343-2610;
fax: 215/634-2292
www.hmidoors.com

Door Hardware &
Related Products
Setting Blocks

Frank Lowe
Rubber & Gasket
10 Dubon Ct., Suite 1
Farmingdale, NY 11735
800/777-0202;
fax: 631/777-2560
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www.franklowe.com
sales@franklowe.com

Doors, Exterior
Steel, Exterior Doors

Household Metals Inc.
645 E. Erie Ave.
Philadelphia, PA 19134
800/343-2610;
fax: 215/634-2292
www.hmidoors.com

Storm, Exterior Doors
Household Metals Inc.
645 E. Erie Ave.
Philadelphia, PA 19134
800/343-2610;
fax: 215/634-2292
www.hmidoors.com

www.dwmmag.com

Wood, Exterior Doors

Spacers

DeMarco Collection
2606 Manana Dr.
Dallas, TX 75220
214/366-0000;
Fax: 214/366-0011

Edgetech IG Inc.
800 Cochran Ave.
Cambridge, OH 43725
740/439-2338;
fax: 740/439-0121

www.demarcocollection.com
rmarsh9558@aol.com

www.edgetechig.com

Insulating Glass &
Related Products
Airspacers
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
360/653-6666;
fax: 360/653-9884
www.alumet.com

Helima Helvetion Intl.
PO Box 1348
Duncan, SC 29334-1348
800/346-6628;
fax: 864/439-6065
www.helima.de

Muntin Bars
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
360/653-6666;
fax: 360/653-9884
www.alumet.com

Spacers
Edgetech IG Inc.
800 Cochran Ave.
Cambridge, OH 43725
740/439-2338;
fax: 740/439-0121
www.edgetechig.com

TruSeal Technologies
23150 Commerce Park
Beachwood, OH 44122
216/910-1500;
fax: 216/910-1505

Insulating Glass
Machinery &
Equipment
Bystronic Inc.
185 Commerce Drive
Hauppauge NY 11788
631/231-1212
fax: 631/231-1040
www.bystronic.com
salesusa@bystronic-glass.com

McKeegan Equip. & Supply
8411 Ronda Drive
Canton, MI 48187
734/459-5870;
fax: 734/459-9837
www.mckeeganequip.com

Hardware
Components
G-U Hardware Inc.
12650 Patrick Henry Dr.
Newport News, VA 23602

800/927-1097;
fax: 888/454-0161
Truth Hardware Corp.
700 West Bridge St.
Owatonna, MN 55060
800/866-7884;
fax: 507/451-5655
www.truth.com
truthsal@truth.com

Winkhaus North
America, Inc.
1171 Universal Blvd.
Whitewater, WI 53190
262/472-8800;
fax: 262/472-8900
www.winkhaus.com

Connectors
Eduard Kronenberg
GmbH
Dingshauser Str. 6-10
Solingen, Germany 42655
+49 (0)212/222 88-0
Fax: +49 (0)212/222 88-999
www.kronenberg-eduard.de
info@kronenberg-eduard.de

Machinery/Equipment
Electronic Design
to Market
5333 Secor Road #6
Toledo, OH 43623
419/480-1098;
fax: 419/480-1099
www.edtm.com
sales@edtm.com

Glas-Weld Systems Inc.
20578 Empire Blvd.
Bend, OR 97701
541/388-1156;
fax: 541/388-1157

Metalworking &
Vinylworking
Machinery
Stürtz Machinery Inc.
30500 Aurora Rd.
Solon, OH 44139
440/248-4009;
fax: 440/248-4018
www.sturtz.com
info@sturtz.com

Multiprocessing
Stürtz Machinery Inc.
30500 Aurora Rd.
Solon, OH 44139
440/248-4009;
fax: 440/248-4018
www.sturtz.com
info@sturtz.com

Saws
Stürtz Machinery Inc.
30500 Aurora Rd.
Solon, OH 44139
440/248-4009;
fax: 440/248-4018
www.sturtz.com
info@sturtz.com

Saws, Cut-Off
Stürtz Machinery Inc.
30500 Aurora Rd.
Solon, OH 44139
440/248-4009;
fax: 440/248-4018
www.sturtz.com
info@sturtz.com

Saws, Double Meter
Stürtz Machinery Inc.
30500 Aurora Rd.
Solon, OH 44139
440/248-4009;
fax: 440/248-4018
www.sturtz.com
info@sturtz.com

Vinyl Window Systems

Vinyl Welders
Stürtz Machinery Inc.
30500 Aurora Rd.
Solon, OH 44139
440/248-4009;
fax: 440/248-4018
www.sturtz.com
info@sturtz.com

Misc. Products
Displays for Doors
and Windows
Emes Marketing Inc.
68 Theodore Place
Thornhill, ON L4J 8E4
Canada
905/886-1066;
fax: 905/886-1266
www.emidisplays.com
info@emidisplays.com

VEKA Inc.
100 VEKA Dr.
Fombell, PA 16123
800/654-5589;
fax: 724/452-1007
www.vekainc.com

Window & Door
Replacement
Hardware
Stry-Buc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
800/352-0800;
fax: 610/534-3202
www.strybuc.com

Don’t miss this
opportunity to
get your
company noticed.

Window
Components
Extrusions, Vinyl
Deceuninck
North America
351 N. Garver Road
Monroe, OH 45050
800/432-9560;
Fax: 513/539-5402
www.decna.biz

Window Hardware
Stiffeners
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
360/653-6666;
fax: 360/653-9884
www.alumet.com

Weatherstripping
UltraFab Inc.
1050 Hook Rd.
Farmington, NY 14424
800/535-1050;
fax: 585/924-7680
www.ultrafab.com
sales@ultrafab.com

Windows
Blast Resistant
United States
Bullet Proofing, Inc.
4925 Lawrence Street
Hyattsville, MD 20781
201/454-0155 or
800/363-8328;
fax: 301/454-0199
www.usbulletproofing.com
info@usbulletproofing.com ❙

Visit us at
GlassBuild
America,
Booth #1502,
to learn
about our
great new
launch!
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Classifieds
Employment/Help Wanted

Glass & Metal
Project Managers
One of Chicagoland’s premier contract
glazing organizations has immediate
openings for two project managers.
The one opening is for an individual
with experience in managing large
glass and metal projects including midrise curtainwall and window work. The
other opening is for an individual to
coordinate and manage storefronts
and interior glass projects. The company’s history and reputation makes this
a “career opportunity” for the right
individuals. The company offers an
excellent starting salary and benefit
package. For consideration, a complete
resume including salary history should
be sent to: DWM, Drawer 2500, PO Box
569, Garrisonville, VA 22463 or e-mail
jmulligan@glass.com. Be sure to reference Drawer 2500.

Seeking Manu. Reps. &
Product Design Engineer
CGI Windows and Doors, an aluminum
impact window manufacturer in S. FL,
is looking for manufacturers reps to
cover coastal states o/s of FL. Previous
experience/relationships in these territories required. Additionally, CGI is seeking a product design engineer w/ experience in aluminum windows & doors.
Thorough knowledge of CAD required.
Resumes to: HR@cgiwindows.com

To place
a classified,
call Janeen
Mulligan at
540/720-5584
x112
or e-mail

Products for Sale

jmulligan

Quality New and Used
Urban Equipment

@glass.com

URBAN-e-Shop.com
Internet Only Pricing
Need We Say More?
www.urban-e-shop.com

Classifieds also
run online everyday.

FIND 8 YEARS OF DWM MAGAZINE
AT YOUR FINGERTIPS!
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View stories
from every
issue from the
past 8 years
online. Use our
complete searchable
archives to find topics or
people of interest in your industry.
Be sure to have this resource available to you.

Visit www.dwmmag.com/archives

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

116

www.dwmmag.com

For more information, visit www.dwmmag.com/infocenter

A D V E R T I S I N G I N D E X • S E P T E M B E R 2 0 07
Page
9

d
o
o
r
&
W
I
N
D
O
W
M
A
N
U
F
A
C
T
U
R
E
R

118

Company

Phone

Fax

Web Address

3M Company

800/567-1639

651/733-1455

www.3m.com

108

Accurate Tool & Die

866/277-0255

206/277-0873

www.accuratetoolonline.com

122

Alumet Manufacturing Inc.

800/343-8360

360/653-9884

www.alumet.com

102

Ameri-Can Machinery

877/829-5219

905/542-2261

www.ameri-can.ca

7

American Renolit Corp.

973/706-6912

973/694-3067

www.americanrenolit.com

69

Amesbury Group

800/325-3359

605-332-3701

www.amesbury.com

31

Billco Manufacturing

724/452-7390

724/452-0217

www.billco-mfg.com

78

Bronze Craft Corp.

800/488-7747

603/883-0222

www.bronzecraft.com

65

Cardinal IG

952/935-1722

952/935-1722

www.cardinalcorp.com

33

Cefla Finishing America

336/662-9813

336/662-0318

www.ceflaamerica.com

45

Combilift

336/314-4262

212/389-9411

www.combilift.com

112

Contact Rubber Inc.

888/831-0234

514/631-5682

www.ctcrubber.com

58

DAC Products Inc.

800/431-1982

336/969-9695

www.dacproducts.com

15

Deceuninck North America

800/432-9560

513/539-5402

www.deceuninck.com

32

Dedicated Distribution Systems

800/715-2002

724/463-2717

www.ddsfleet.com

10

Designer Glass International

585/924-2186

585/742-5688

www.dgiglass.com

59

Edgenet

877/334-3638

615/371-3023

www.edgenet.com

1

Edgetech I.G. Inc.

800/233-4383

740/439-0121

www.edgetech360.com

103

Electronic Design to Market Inc.

419/861-1030

419/480-1099

www.edtm.com

106

Elton Manufacturing

800/297-8299

905/878-9211

www.eltonmanufacturing.com

101

Emes Marketing Inc.

905/886-1066

905/886-1266

www.emidisplays.com

75

Erdman Automation Corp.

763/389-9475

763/389-9757

www.erdmanautomation.com

100

Fenestration China 2007

86-10-84600320

86-10-84600325

www.windoor-expo.com

113

FeneTech Inc.

330/995-2830

330/562-8688

www.fenetech.com

108

Florida Screen Enterprises

305/687-0424

305/687-3008

www.floridascreen.com

95

Frank Lowe Rubber & Gasket Co. Inc. 800/777-0202

631/777-2560

www.franklowe.com

17a

GED Inc.

330/487-5052

330/425-8741

www.gedusa.com

3

Genius Retractable Screen Systems

253/565-1421

253/566-9948

www.geniusscreens.com

5

Glaston North America

336/299-8300

336/299-8388

www.glaston.net

109

Jason Hardware Co. Ltd.

86-754-5163256

86-754-5162821

www.jasonhardware.com

107

JRM International

800/676-4755

815/282-9150

www.jrminternational.com

112

J & S Machine Inc.

715/273-3376

715/273-5241

www.jsmachine.com

800/457-7034

717/432-8184

www.josephmachineco.com

86-757 2533 3290

86-757 2555 2119

www.kng.cn

53,55,57 Joseph Machine Co. Inc.
117

Keneng Industrial Co. Ltd.

89

Lamatek Inc.

800/526-2835

856/599-6010

www.lamatek.com

93

L.B. Plastics

800/752-7739

704/664-2989

www.lbplastics.com

www.dwmmag.com
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28

Magnolia Metal & Plastic Products Inc. 800/638-6912

601/636-2552

www.magnoliametal.com

110

McKeegan Equipment & Supply

734/459-5870

734/459-9837

www.mckeeganwquip.com

91

MGM Industries

800/476-5584

615/859-7966

www.mgmindustries.com

121

Mikron Industries Inc.

253/854-8020

253/850-9970

www.mikronvinyl.com

87

Nordson Corp.

800/683-2314

770/497-3656

www.nordson.com

94

Omniglass

866/987-8522

204/694-9336

www.omniglass.com

110

Pan American Screw

800/951-2222

828/466-0070

www.panamericanscrew.com

23

PH Tech Inc.

800/463-4392

418/835-1145

www.phtech.ca

11

PPG Industries

888/774-4527

412/826-2299

www.ppgresidentialglass.com

30

Preference North America

416/498-7751

416/498-7500

www.prefsuite.com

39

Ritescreen

800/949-4174

888/432-8036

www.ritescreen.com

800/243-0893

860/526-8390

www.rotohardware.com

866/852-2791

905/264-0702

www.royalgrouptech.com

62-63 Roto Frank of America
25,27,29 Royal Group Technologies
13

Schlegel Systems

800/586-0354

585/427-7234

www.schlegel.com

111

Screen Center Sales

866/652-0028

519/472-5494

www.screencentersales.com

42

Sommer & Maca Industries Inc.

800/323-9200

708/863-5462

www.somaca.com

115

Spadix Technologies

732/356-6906

732/356-6907

www.spadixtechnologies.com

18-19 Stiles Machinery Inc.

616/698-7500

616/698-9411

www.stilesmachinery.com

40

Strybuc Industries

800/352-0800

610/534-3202

www.strybuc.com

85

Sturtz Machinery Inc.

440/248-4009

440/248-4018

www.sturtz.com

40

Surefire Systems Inc.

407/427-6739

407/699-4565

www.surefiresys.com

41

Synrad Inc.

800/796-7231

425/349-3667

www.synrad.com

43

TDCI Inc.

800/630-6687

614/781-2331

www.tdci.com

21

Technoform

330/487-6600

423/929-0002

www.technoform.us

58

Tekna USA Corp.

877/477-4840

815/477-4870

www.teknausa.com

77

Tremco

866/286-8273

330/225-7168

www.tremcosealants.com

C2

Truth Hardware

800/866-7884

507/444-4762

www.truth.com

47

Tru Seal Technologies

216/910-1532

216/910-1506

www.truseal.com

97

Ultra Hardware

800/426-6379

856/663-1743

www.ultrahardware.com

79

Urban Machinery

360/379-1576

360/379-4156

www.u-r-b-a-n.com

49

Veka Inc.

800/654-5589

724/452-1007

www.vekainc.com

99

Vision Industries

800/220-4756

800/294-0743

www.visionhardware.com

37

Vitrealspecchi Spa

39-031745062

39-031743166

www.vitrealspecchi.it

105

Win-Door North America

800/282-0003

416/444-8268

www.windoorshow.com

31

Winkhaus North America Inc.

262/472-8800

262/472-8900

www.winkhaus.us.com
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Industry Indices

Builder Confidence Falls Further in July
surplus of unsold homes
on the market, combined
with ongoing concerns in
the sub-prime mortgage arena
and affordability issues associated
with tightened lending standards
and higher interest rates, continues to take a significant toll on
builder confidence, according to
the latest National Association of
Home Builders (NAHB)/Wells
Fargo Housing Market Index

A

(HMI), which was recently
released. The HMI declined four
points to 24 in July, which is its
lowest level since January of 1991.
“The bottom line is that the single-family housing market is still
in a correction process following
the historic and unsustainable
highs of the 2003-2005 period,”
says NAHB chief economist David
Seiders. “Builders are actively
trimming prices and offering

VALUE OF IMPORTS TO UNITED STATES
May ’07
April ’07
Finished Products (in Units)
Plastic windows and their frames
Doors and their frames, wood
Aluminum windows and their frames
Iron windows or steel and their
frames, not stainless
Wood windows, French
windows and frames

Change

7,415,323
61,563,646
31,495,130

6,701,039
62,741,385
24,834,404

+10.66%
-1.88%
+26.82%

2,841,163

2,260,522

+25.69%

16,417,597

15,544,664

+5.62%

8,223,144
600,101
4,989,443
20,369,125
117,767,497

7,617,324
693,748
5,111,661
19,153,545
106,075,872

+7.95%
-13.5%
-2.39%
+6.35%
+11.02%
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VALUE OF EXPORTS TO UNITED STATES
May ’07
April ’07
Finished Products (in Units)

Change

&

Plastic windows, frames and
thresholds for doors
Wood windows, French
windows and their frames
Doors and their frames, wood

Materials (in Units)
Cast and rolled glass
Float glass
Laminated safety glass
Insulating glass units
Wood and articles of wood
Source: U.S. Commerce Department
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8,100,287

+23.75%

6,888,269
11,758,346

5,872,297
10,116,564

+17.3%
+16.23%

21,936,087
16,029,371
7,391,177
10,436,373
12,387,653
14,532,882
26,781,125

39,303,604
17,742,748
6,839,176
6,676,465
13,093,984
15,298,778
21,395,492

-44.19%
-9.66%
+8.07%
+56.32%
-5.39%
-5.01%
+25.17%

Materials (in Units)
Cast and rolled glass
Float glass
Laminated safety glass
Insulating glass units
Articles of glass
Articles of wood
Continuously-shaped wood
Source: U.S. Commerce Department
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10,024,261

www.dwmmag.com

buyer incentives to work down
their inventories, but meanwhile
there is a large supply of vacant
existing homes on the market, and
affordability problems persist
despite efforts to attract buyers.”
Seiders shares promising news
about the future.
“In spite of these challenges, we
expect to see home sales get back
on an upward path late this year
and we expect housing starts to
begin a gradual recovery process
by early next year. At that point,
this market will be operating well
below its long-term potential,
providing plenty of room to grow
in 2008 and beyond.”
The survey also asks builders to
rate traffic of prospective buyers as
either “high to very high,” “average”
or “low to very low.” Scores for each
component are then used to calculate a seasonally adjusted index
where any number over 50 indicates that more builders view sales
conditions as good than poor.
All three component indexes
declined in July. The index gauging current single-family sales and
the index gauging sales expectations in the next six months each
declined five points to 24 and 34,
respectively, while the index gauging traffic of prospective buyers
declined three points to 19.
Likewise, all four regions of the
country posted declines in the July
HMI. The Northeast and South
each saw five-point declines, to 31
and 26, respectively, while the
Midwest slipped a single point to
19 and the West declined three
points to 25.
❙

HMI tables can be accessed
online at: www.nahb.org/hmi.

(IGH QUALITY VINYL CAN GROW YOUR BUSINESS IN ANY CLIMATE
.O MATTER WHAT YOUR CLIMATE TOO MUCH SUNLIGHT IS TOUGH ON VINYL WHICH MEANS IT CAN BE TOUGH ON YOUR
BUSINESS 4HATS BECAUSE PROlLES THAT SOFTEN AND YELLOW OVER TIME DONT REmECT WELL ON YOUR REPUTATION "UT
WHEN YOU USE -IKRON VINYL YOU GET UNPARALLELED COLORFASTNESS AND WEATHERING 4HE RESULT &EWER CALLBACKS
AND HIGHER CUSTOMER SATISFACTION -IKRON VINYL $ESERT PROVEN TO LAST IN ANY MARKET 'AIN A COMPETITIVE EDGE
IN YOUR BUSINESS CLIMATE

6ISIT MIKRONVINYLCOM
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Time for Change
by Drew Vass
More than 20,000 attendees converged on Las Vegas for the AWFS show.
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he year 2007 marked a special year for the Association
of
Woodworking
and
Furnishings Suppliers Fair (AWFS),
as this was the association’s 50th
anniversary. The show, held every
other year, attracts many attendees
from various aspects of the wood
industry and that includes door
and window manufacturers. In
fact, organizers added a seminar to
this year’s show specifically targeting that group.

AWFS Facts
Founded: 1911
Number of member companies: 400
2007 AWFS®Fair: 500,000 net square
feet of exhibit space
Number of attendees: 18,987
Number of exhibitors: 900 companies,
7,000 representatives

www.dwmmag.com

Ask the Experts
DWM co-sponsored a session
that tackled door and window
trends and opportunities. Rich
Walker, president of the American
Architectural
Manufacturers
Association (AAMA), moderated
the event and introduced guest
speakers: Val Brushaber, director of
product management, certification
and architectural development for
Hurd Windows and Doors, and
Scott Shober, a partner with
Ducker Worldwide, a market
research consultancy specializing
in the building materials industry.
Walker urged attendees to recognize changes the industry has experienced, including an increased
amount of product testing and
code requirements.
“Twenty-five years ago, we
thought, ‘Why would you want to

test your product?’” Walker said.
“But 20 years ago, just five years
later, we chose to test our products.”
Brushaber explained how Hurd
tests its materials and products.
She and Shober described both the
opportunities and pitfalls various
materials present.
Attendees were most interested in problems with specific
materials and how large manufacturers choose to deal with
these issues. One product of concern was aluminum.
“Many people don’t realize that
aluminum isn’t maintenance-free,”
Shober said. “Aluminum should be
waxed every so many years, but
most people fail to do that.”
“We are definitely having problems with aluminum-clad windows
meeting the ENERGY STAR® requirements in all regions,” Brushaber said.

©2007 Door & Window Manufacturer Magazine, 540-720-5584, www.dwmmag.com,
All rights reserved.

Several custom and small door
manufacturing companies took
the opportunity to discuss various
wood types and their treatments.
Attendee interest and questions
kept the session going well beyond
its scheduled end time and several
of the more than 30 attendees
stayed once the seminar ended to
continue asking questions.

A Look at the Numbers
While overall attendance at AWFS
was down for 2007, many exhibiting
companies reported that the number of sales and leads were up.
“AWFS was a selling show for us,”
said Steve Bosley, vice president for
Superfici America Inc. The company featured its new automatic
spraying machine, COMPACT, at
this year’s event. “We’ve noticed a
lot of growth in this product’s sector,” Bosley said. “We went from
having four competitors at previous shows to eight this year.”
In spite of increased competition,
Bosley reported the company sold a
total of four machines at the event.
Tony Pavlic, western region
sales manager for Carlson Systems
Engineering LLC in Omaha, Neb.,
concurred. “It’s been a great show,”
Pavlic said. “I’ve been pleasantly
surprised, because we’re getting a
lot of decision makers this year,
not tire kickers.”

Have to Have Green
Timber Products Co. from
Springfield, Ore., chose to unveil its
new GreenT™ product line at
AWFS. The company says this new
line of hardwood plywood is available with a special no-added-urea
formaldehyde resin and several core
options produced with recycled
wood fibers. GreenT also is produced from wood certified under
the Sustainable Forestry Initiative®.

From left to right: Charles Klea, Daniel’s woodworking teacher; Daniel Klus, winner of
the open category for his Dark Age entry door; and Bruno Klus, Daniel’s proud father.

The AWFS’ Gala Awards Dinner was hosted by Richard Karn, otherwise known as “Al,”
from the Home Improvement television series and host for the Family Feud game show.
“We’re seeing this trend rapidly
converting into sales,” said the
company’s vice president and resident green specialist, Roger Rutan.
He said there is still a significant
knowledge gap for the general public, but one thing people are beginning to recognize is the role of certification programs.
“The
war
between
the
Sustainable Forestry Initiative and
the Forest Stewardship Council?

It’s over, folks,” Rutan said.
“They’re both great certification
programs serving the market.”
He advised that other programs
and initiatives worth watching
include: the Green Building
Initiative, the National Association
of Home Builders Green Building
Program and Green Globes. As for
LEED, Rutan said, “LEED was not
designed for mainstream building.”
He also said that the California

©2007 Door & Window Manufacturer Magazine, 540-720-5584, www.dwmmag.com,
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AWFS 2007
Air Resources Board (CARB) will
begin stricter enforcements. “CARB
intends to enforce its regulations
through random testing and fines
for violations,” he said. “They most
likely will ensure that any violations
are highly publicized.”

And the Award Goes To …
The awards dinner highlighted
competitors
for
the
event’s
Freshwood competition. This competition offers students an opportunity for recognition and introduction to the industry.
This year’s first-place winner of
the Open category was Daniel Klus,
with his Dark Age entry door. Klus
had the only door in this furnituredominated event and was elated to
have won his category.
Klus said he chose to design and
build a door, because he has a
strong interest in CNC technology.
His father, Bruno Klus, is owner of
Bak Architectural Millwork in
Phoenix, which produces custom
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Daniel’s door stood prominently on
display among the many furniture pieces
in AWFS’ Freshwood gallery.

www.dwmmag.com

doors, cabinets
and millwork.
“I chose to
use
Knotty
Alder, because
it looks good,
it’s soft and it’s
very easy to Dale Silverman says goodbye after serving 14 years as the
work
with,” executive vice president of AWFS.
Daniel says. “I
also love the Medieval times and CNC equipment and you’ve never
the use of arches, so that influenced built something by hand, you don’t
understand what the machine is
my design decisions.”
Bruno Klus said he was proud doing for you. You’re just designing
that his son chose to make a door it in the computer and the machine
and has taken an interest in the is doing the rest.”
Daniel’s teacher, Charles Klea,
business. “A lot of kids have no
interest in this business. I don’t who teaches a total of five woodknow why, because it’s filled with working classes for North Canyon
High School in Phoenix, says he’s
opportunity,” he says.
Daniel admits his primary inter- very pleased with Daniel’s interest
est is in technology and he attrib- and efforts. He says the school has a
utes his interest in CNC equipment fairly strong interest in woodworkto being mathematically minded. ing among its students and he’s
“I’d really like to be an electrical always pleased to see family
engineer, but door building is a involvement.
“Every day I try to get our stugreat hobby. I love it,” he says.
Daniel’s father admits he’s been dents interested in the woodworkskeptical of CNC machinery. ing industry and I try to get them
“Everything is CNC now. So much involved in CNC machinery,
of it has become pushing buttons,” because there’s so much opportuhe says. But his son’s interest has nity,” Klea says. “I had a lot of dads
prompted him to consider the come in to be with their sons, in
advantages. “I’ve been building the evenings, as kids worked on
doors for about 25 years and we do their projects. They weren’t so
most everything by hand, but we’re much directly involved, but they
going to get into this CNC stuff wanted to be there and see their
when I move locations,” Bruno kids at work and support them,”
Klea says. “This sort of thing really
admits.
Daniel has a deep respect for his is fantastic.”
Bruno Klus says his company
father’s ways, however.
“It’s definitely best to learn it his produces cabinets, millwork and
way first,” Daniel says adding, “but one-of-a-kind doors, primarily for
then learn to incorporate the latest $2 million-plus homes in Arizona.
Daniel’s door, he says, will be
technology.”
“This way, you understand what installed as the primary entry
you’re doing with all of that door of their own home, where it
machinery,” his father says. can be proudly displayed for years
❙
“Otherwise, if you start out using to come.
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October
9-10, 2007
Amway Grand Plaza Hotel
and DeVos Place
Grand Rapids,
Michigan

www.glassexpos.com/gems.php
Co-sponsored by the Michigan Glass Association,
Detroit Glass Dealers Association, Ohio,
Minnesota, Indiana, Iowa and Wisconsin Glass
Associations, Illinois Glazing Association,
the Association of Glazing Contractors,
USGlass, AGRR, WINDOW FILM,
Door & Window Manufacturer
and SHELTER magazines.

For more information visit http://www.glassexpos.com/gems.php N phone 540/720-5584 N fax 540/720-5687
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Product Parade in Atlanta
GlassBuild America 2007 Promises New Services
and Products for Door and Window Manufacturers
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A t t e n d e e s o f t h i s y e a r ’s s h o w w i l l n o t b e d i s a p p o i n t e d b y t h e p ro d u c t s o n d i s p l a y.
C o m p a n i e s a re ro l l i n g o u t t h e re d c a r p e t f o r t h e i r n e w a n d i n n o v a t i v e p ro d u c t s t o b e
d i s p l a y e d i n t h e i r b o o t h s . I t ’s t i m e t o s t a r t p l a n n i n g y o u r t r i p b y m a p p i n g o u t w h a t
c o m p a n i e s y o u w a n t t o v i s i t . C h e c k o u t s o m e o f t h e p ro d u c t s y o u w i l l s e e i n A t l a n t a .

MACHINERY AND EQUIPMENT

Get Packaging with KPS
Booth #4845
Kalamazoo Packaging Systems
(KPS) will be showing its stretchwrap equipment. The company says
it has produced approximately 200
model 939 window wrappers since
1990. Currently, the company is on
version 11 of the basic 939 and it has
added a 939-24, 24-inch turntable;
939-36, 36-inch turntable; a standard 939 60-inch turntable; and a
939 Jumbo with a 72-inch turntable

which can handle up to 96-inches
tall by 120-inches wide. KPS also has
a 939 Jumbo 144 which can wrap
window products up to 144-inches
wide to 120-inches tall.
The company also has a fullyautomatic series of window wrappers that can produce two
wrapped units every minute with
just two employees. In an eighthour shift, 900 windows can be
produced without any lifting, the
company says.
❙❙➤ www.KALPACK.COM
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Graco Features
Range of New Products
Booth #3755
Graco Inc. in Minneapolis will
feature several new products at
GlassBuild America 2007. Among
these, Graco says its new Therm-OFlow® 20 bulk melt system with
NXT™ Technology is ideal for 5-gallon (20-liter) hot-melt applications
that require high performance.
Other featured products will
include the new Check-Mate®
Ambient
Pump/Ram
system,
Therm-O-Flow 200 Bulk Melt
System and the Hydra-Mate™ plural-component proportioning/dispensing unit.
In addition to exhibiting a wide
array of applicators, Graco will be
introducing the new MD2 dispense
gun, which handles a broad range of
materials for glazing, back-bedding
and insulating-glass applications.
❙❙➤ www.graco.com

Asia Aluminum Displays
Aluminum Offerings

Information Online
More information about GlassBuild America
can be found at www.GlassBuildAmerica.com.
www.dwmmag.com

Booth #5230
Asia Aluminum Group will be
on-hand at GlassBuild to display
its aluminum processing capabilities. The company says it has an
annual capacity of more than 770
million pounds of aluminum

©2007 Door & Window Manufacturer Magazine, 540-720-5584, www.dwmmag.com,
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Show Hours:
Monday, September 10..............10:00 a.m. – 5:00 p.m.
Tuesday, September 11...............10:00 a.m. – 5:00 p.m.
Wednesday, September 12 .........9:00 a.m. - 3:00 p.m.

extrusions, 880 million pounds of
rolled sheet products and a wide
range of surface treatment and fabrication services. Among its other
offerings, the company has available unitized curtainwall options.
In addition, in 2008 the company
plans to add flat rolled products to
its line of products.
❙❙➤ www.asiaalum.com

SOFTWARE

Software for Everyone
Booth #75
PMC Software Inc. says it will
showcase its Integrated Software
Solutions which can be used for
any manufacturing equipment.
The company’s entire MATE
product line, with Integrated
Software Solutions for order entry

through
the shipping of finished goods, will be on
display for interested flat glass
and window manufacturing companies. In addition to glass and
lineal
optimization,
PMC
Software specializes in tempering
bed optimization, product tracking, man/machine interfaces and
real-time production manufac-

turing and remakes, amongst
other things.
❙❙➤ www.pmcsoftware.com

Software Solutions
from WTS Paradigm

Friedman Unveils Latest
Version of Frontier ERP System

Booth #3723
WTS Paradigm will display window configuration, order entry,
inventory control and manufac-

Booth #3509
Friedman
Corp.
in
Deerfield, Ill., a developer of
enterprise resource planning
(ERP) software for make-toorder manufacturers in the
building
industry,
has
announced the release of
Frontier version 2.2 software.
Frontier 2.2 features an
updated user interface, and
offers such additional functionality as advanced orderpromising, scrap and rework
processing, planned work
order
regeneration,
order number expansion
and consolidated purchasing. Improvements
have been made to the
license
distribution
process, and iProducts,
its web-based interface, is now fully-integrated across all databases. The upgrade also
includes the addition of business unit security.
❙❙➤ www.friedmancorp.com

turing systems at the show.
Additionally, there will be several
new technologies and innovations
presented, as well as software
solutions for dealers of the window and glass industries, the
company says. These products are
designed to streamline the sales
channel and leverage users.
Additionally, systems that target
architects and commercial projects will be on display.
❙❙➤ www.windowengineering.com

LITERATURE AND RESOURCES

Messe Dusseldorf Promotes Shows
Messe Düsseldorf North America will promote three international trade fairs for
the glass industry:
• glasstec 2008, International Trade Fair with Special Show, glass technology live,
to be held October 21-25, 2008, at the fairgrounds in Düsseldorf, Germany;
• Glasstechnology India 2007, to be held November 15-18, 2007, in Mumbai,
India; and
• All in Glass 2007, China International Exhibition for Glass Technology, to take
place November 21-24, 2007 in Guangzhou, China.
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❙❙➤ www.messe-duesseldorf.de
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HARDWARE

DOORS, WINDOWS AND SKYLIGHTS

Hardware That Promotes
Enhanced Security

Solar Innovations Sheds Some Light

Booth #2817
Ashland Hardware in Lowell,
Ind., is offering a casement hardware system that can achieve water
resistance beyond any known
requirement or competitive offering. With its water-tight, patented
o-ring seal technology integrated
within the operator, consumers can
appreciate the added home protection from potential water and mold
damage. The stainless-steel construction incorporates a new
advanced composite assembly that
thermally insulates the operator,
and reduces transfer of heat and
cold into the home. The tough
multi-point lock offers a new progressive lock-up mechanism that
delivers 30 percent more vertical
motion for maximum sash pull-in
to close the window, and allows for
easier consumer operation with its
low friction roller design.
❙❙➤ www.ashlandhardware.com

Solar Innovations in Myerstown, Pa., will show its maintenance-free skylights. From
a simple double-pitch or flat skylight to a segmented barrel vault or true radius dome
skylight, Solar Innovations says it creates a limitless range of customized low-maintenance skylight alternatives.
Skylights are offered in a 7-inch wood system. Standard wood options include solid
mahogany and Southern Yellow Pine laminate. Upon special request, laminates of other
wood species are also available.
The company says it will match glass panels, size, roof pitch, colors and accessories to create a unique focal point or to blend into the surrounding architecture.

Booth #4405

❙❙➤ www.solarinnovations.com

SEALANTS AND ADHESIVES

developed by reviewing and rethinking everything from the unique
stresses of muntin applications to
the adhesive, foam, coating and
manufacturing processes. This product conforms to painted, glass and
muntin surfaces, while eliminating
the risks, cost, time and resources
associated with the use of silane
primers, according to the company.
The tape resists thermal expansion and contraction of aluminum
bars, as well as relative humidity,
induced warping, expansion and
contraction of wood bars.
❙❙➤ www.adhesivesresearch.com

PSA Tape Engineered
for Muntin Applications

LAMATEK Promotes HGT Series

Booth #302
Adhesives
Research
offers
ARclad® 8626 a pressure-sensitive
adhesive tape engineered for the
long-term performance requirements of interior and exterior SDL
bars in muntin applications. The
company says this product was

www.dwmmag.com

West
Deptford,
N.J.-based
LAMATEK will display its hybrid
glazing tape (HGT) at the GlassBuild
America show in September. Since
the HGT series glazing tape debuted
more than one year ago, the company says its customers have used the
system to meet DP 50 certifications for windows. To meet these
certifications, the HGT Series is
engineered specifically for the vinyl
window and door segment, combining a high-strength ultravioletresistant acrylic adhesive to bond
to glass securely with a rubberbased adhesive to bond aggressively to the vinyl lineal.
The adhesives are coated on
cross-linked closed cell polyolefin
foam with a strong high-density,
easy release polyethylene liner. The

HGT series is available in both
white and black and in 1⁄32-, 1⁄16- and
1
⁄8-inch thicknesses; rolls can be cut
to custom widths.
❙❙➤ www.LAMATEK.com

Fenzi Shows off Thiover®
Booth #1431
Fenzi North America, the manufacturer of Thiover® IG polysulphide
sealant for insulating glass, will be
displaying its product at the show.
The sealant does not contain solvent and contains 30-percent polymer, according to the company.
Thiover is solvent-free and meets

LEED criteria with a VOC rating of
zero. In addition to manufacturing
polysulphide, Fenzi North America
handles the Fenzi Buytlver (PIB), a primary seal for insulating glass and Alu
Pro Spacer, a line of aluminum and
steel spacers for the IG manufacturing
market. Technical sales representatives will be on-hand at the booth to
solve attendees’ IG sealant needs.
❙❙➤ www.fenzi-na.com
❙
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