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From the number one name in window hardware innovation.
For more information visit www.truth.comor call 1-800-866-7884.

Just when you thought double-hung 
window hardware couldn•t be improved!

Fusion’ System
Give your customers 

the innovation they deserve.

Lever position for retracting the 
tilt latches

Unlocked position

Locked 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!
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

For Vinyl Windows

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

http://www.truth.com


high-performance product offerings, 

legendary durability, specialized 

equipment solutions, industry-leading 

sales and technical support, quality 

assurance and customized marketing 

solutions. In business, position is 

everything. This September don•t sit 

on the sidelines … rush  to Edgetech•s 

Booth #3111 at GlassBuild 2007 or call 

800.233.4383 and get ready to score!

Reaching your company•s goal 

line depends on the position 

you take on the fenestration field. 

Let Edgetech•s expert team help you 

improve efficiency and throughput 

with the design, development and 

installation of your IG / window 

operation. Edgetech has the strategy, 

skill and sportsmanship to help keep 

you ahead of the game with our 

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

We•re there for you at every turn!
www.edgetech360.com

In Business

Position is Everything!

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

http://www.edgetech360.com
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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

http://www.geniusscreens.com
mailto:info@genius-screens.com


www.dwmmag.com

departments

ON THE COVER

C
O
N
T
E
N
T
S

News . . . . . . . . . . . . . . . . . . . . . . . 17

Browse and Bookmark . . . . . . . . 28

Lit Bits. . . . . . . . . . . . . . . . . . . . . . 30

Introducing. . . . . . . . . . . . . . . . . . 98

Ones to Watch . . . . . . . . . . . . . . 104

Now Showing. . . . . . . . . . . . . . . 112

Suppliers Guide . . . . . . . . . . . . . 114

Classifieds . . . . . . . . . . . . . . . . . . 116

Ad Index . . . . . . . . . . . . . . . . . . . 118

Industry Indices . . . . . . . . . . . . . 120

columns
From the Publisher . . . . . . . . . . . . 6

AAMA Analysis. . . . . . . . . . . . . . . . 8

Eye on Energy . . . . . . . . . . . . . . . 12

Software Savvy . . . . . . . . . . . . . . 14

WDMA Opens Up. . . . . . . . . . . . . 16

DOOR & WINDOW MANUFACTURER MAGAZINE

�

THE FUTURE OF FENESTRATION MANUFACTURING

DWM

98

d
o
o
r

&

W
I
N
D
O
W
M
A
N
U
F
A
C
T
U
R
E
R

4

Publisher/Editor Tara Taffera
ttaffera@glass.com � x113

Managing Editor Shannon Fletcher
sfletcher@glass.com � x130

Assistant Editor Sarah Batcheler
sbatcheler@glass.com � x117

Contributing Editors Samantha Carpenter
scarpenter@glass.com � x192
Charles Cumpston
ccumpston@glass.com � x153
Ellen Giard
egiard@glass.com � x118
Megan Headley
mheadley@glass.com � x114
Penny Stacey
pstacey@glass.com � x148
Drew Vass
dvass@glass.com � x124

Art Directors Chris Bunn
cbunn@glass.com � x132
Dawn Campbell
dcampbell@glass.com � x150

Advertising Erin Harris
Coordinator eharris@glass.com � x119
Advertising Tara Haugen
Assistant thaugen@glass.com � x116
Marketing Director Holly Biller

hbiller@glass.com � x123
Marketing Manager Patrick Smith

psmith@glass.com � x133
Customer Relations Janeen Mulligan
Manager jmulligan@glass.com � x112
Exhibit Manager Tina Czar

tczar@glass.com � x115
Web Developer Bryan Hovey

bhovey@glass.com � x125
Web Coordinator Kim Johnson

kjohnson@glass.com � x131
Customer Service Brigid O�Leary
Assistant boleary@glass.com � x0

Wendy Jozwiak
wjozwiak@glass.com � x0

Published by Key Communications Inc.
Debra Levy, president

385 Garrisonville Road, Suite 116
Stafford, Virginia 22554

540/720-5584 � fax: 540/720-5687 � www.glass.com
� ADVERTISING OFFICES �

Midwest, Lisa Naugle
Plain States lnaugle@glass.com
and Texas 312/850-0899 � fax: 312/850-1022
Southeast Scott Rickles

srickles@glass.com
770/664-4567 � fax: 770/740-1399

West Coast and Ed Mitchell
Western Canada emitchell@glass.com

805/445-4805 � fax: 805/445-4806
Northeast and Rocco Zegalia
Eastern Canada rzegalia@glass.com � (540) 720-5584 x194

(267) 626-8405 � fax: (610) 965-9285
Europe Patrick Connolly

patco@glass.com
699 Kings Road
Westcliff on Sea
Essex SSO 8ph ENGLAND 
(44) 1-702-477341 � fax: (44) 1-702-477559

China and Asia Sean Xiao
sean.xiao@glass.com
Rm.403, Block 17, Wuyimingzhu, 
No.6 Jinshan Road,
Fuzhou, Fujian, 350001, China
(86) 591 88073107 

� EDITORIAL ADVISORY BOARD MEMBERS
� Jim Benney, administrator, National Fenestration Rating Council 
� Mike Biffl, national sales manager, Sturtz Machinery
� Ron Crowl, owner, FeneTech 
� Joel Hoiland, president, Window and Door Manufacturers Association
� Ric Jackson, director of marketing for Truseal
� Matt Kottke, marketing support manager for Truth Hardware
� Alan Levin, owner, Northeast Building Products
� Phil Lewin, vice president of marketing, Vinyl Window Designs
� Robert Pecorella, president and owner, Northern Building Products
� Dave Pirwitz, vice president of strategic planning, Urban Machinery
� Mark Toth, fenestration business manager, Schnee-Morehead, Inc.
� Dominic Truniger, president and general manager, Hurd Windows and Doors

Member,

14

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.

DWM�Door and Window Manufacturer magazine, (USPS 001-303), '2007 by Key Communications Inc. All
rights reserved. DWM is published 11 times per year (January, February, March, April, May, June, July-August,
September, October, November, December) by Key Communications Inc., 385 Garrisonville Road, Suite 116,
Stafford, VA 22554; 540/720-5584; fax 540/720-5687. Advertising offices listed on page 4. Unsolicited man-
uscripts and other materials will not be returned unless accompanied by a self-addressed, stamped envelope.
All contents are '2007 by Key Communications Inc. Neither publisher nor its representatives nor its subcon-
tractors assume liability for errors in text, charts, advertisements, etc. and suggest appropriate companies be
contacted before specifications or use of products advertised or included in editorial materials. Views and opin-
ions expressed by authors are not necessarily those of the publisher. For permission to reprint, contact edito-
rial office. Printed in the U.S. No reproduction permitted without expressed written permission of the of the
publisher. Periodicals postage paid at Stafford, VA and at additional mailing offices. Questions? Call 540/720-
5584. Send subscription inquiries to Key Communications Inc., P.O. Box 569, Garrisonville, VA 22463. POST-
MASTER: SEND ADDRESS CHANGES TO DWM, P.O. Box 569, Garrisonville, VA 22463.

ONLY ONLINE
To learn about more 
products on display at GlassBuild
America this year, click on �Only
Online� at www.dwmmag.com.

http://www.dwmmag.com
mailto:ttaffera@glass.com
mailto:sfletcher@glass.com
mailto:sbatcheler@glass.com
mailto:scarpenter@glass.com
mailto:ccumpston@glass.com
mailto:egiard@glass.com
mailto:mheadley@glass.com
mailto:pstacey@glass.com
mailto:dvass@glass.com
mailto:cbunn@glass.com
mailto:dcampbell@glass.com
mailto:eharris@glass.com
mailto:thaugen@glass.com
mailto:hbiller@glass.com
mailto:psmith@glass.com
mailto:jmulligan@glass.com
mailto:tczar@glass.com
mailto:bhovey@glass.com
mailto:kjohnson@glass.com
mailto:boleary@glass.com
mailto:wjozwiak@glass.com
http://www.glass.com
mailto:lnaugle@glass.com
mailto:srickles@glass.com
mailto:emitchell@glass.com
mailto:rzegalia@glass.com
mailto:patco@glass.com
mailto:sean.xiao@glass.com


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

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 PROUDLY PRESENTS:

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 ef“cient 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 “nish, where needed. 

€  The best high quality on pro“le edging of “nal products. Choosing from a store of 10 tools and dozens of pro“les, 
the NRG 250-3 grinds glass away quickly to maximize your pro“t. 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.

See you at Glassbuild
Booth #2731

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

http://www.glaston.net
mailto:general@zbavusa.com
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F R O M T H E P U B L I S H E R

Glass Purchases: Split Decisions
B Y  T A R A  T A F F E R A

We 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 compa-
nies competing for your business.
Whether it�s at an industry meeting,
or over the Internet, window manu-
facturers have a variety of suppliers
offering them the �best product to
put into their windows.�

At the end of 2006, DWM maga-
zine polled door and window man-
ufacturers 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 high-
lighted 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 respon-
dents use at least two, and in one
case up to eight, different compa-
nies. Yes, the days of consumer
loyalty have, for the most part,
been replaced by a revolving loyal-
ty to the company with the lowest
price or the biggest product vari-
ety. 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 serv-
ice our company or maintain com-
petitive pricing.�

Taking the responses into con-
sideration, let�s look at the overseas
situation to draw some conclu-

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 equa-
tion as well. Many manufacturers
told us it comes down to price, so
why not get a cheaper product else-
where, 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 did-
n�t present both views. When one
window manufacturer was asked
what he would change about glass
suppliers he said, �� get the sup-
ply of glass closer to our manufac-
turing 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: suppli-
ers 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. �

Window manufacturers say they buy their glass from a variety of suppliers.

http://www.dwmmag.com


About profile wrapping 

Profile wrapping suppliers seamlessly encapsulate 
all exposed surfaces of extruded or milled profiles with
RENOLITfilm by coating it with adhesive and continu-
ously 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,
AmericanRENOLITcan recommend suppliers who do.

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 RENOLITfilm offer a combination of benefits 
not available from solid vinyl extrusions, extrusions with 
co-extruded cap colors, or painted profiles of any kind:

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

Compare with the extrusions you now buy:

COLORED CO-EXTRUSIONS
Profiles co-extruded with colored caps have less weather-
ability than extrusions surfaced with RENOLITfilm. They
also slow the extrusion process and require color match-
ing, 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 RENOLITfilm. Painting profiles and comply-
ing with strict environmental regulations also increase the
cost of painted extrusions.

Extrusions surfaced with RENOLITfilm 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:

RENOLITEXTERIOR
AmericanRENOLIT 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

V
-0

90
7

GLASSBUILD AMERICA
BOOTH 3043

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

mailto:info@americanrenolit.com
http://www.americanrenolit.com
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A A M A A N A L Y S I S

Assessing the Performance 
of Acoustic Windows

B Y  J O H N  L E W I S

The health effects on the well-
being of the general popula-
tion due to exposure to lower-

level but persistent �background
noise� (i.e., noise pollution) has
recently become the subject of
concern for building designers,
especially those allied with the
green-building movement. In
addition to homes, commercial
and institutional buildings, those
most affected by noise problems
include schools, hospitals, hotels
and office buildings.

Even �safe� sound levels can
cause non-auditory health prob-
lems because noise is a psychoso-
cial stressor that activates the
sympathetic and endocrine sys-
tems. Unrelenting street noise, jet
planes or rail traffic can trigger
enough stress in
humans to ele-
vate blood pres-
sure and cause
muscles to con-
tract. Sustained
stress can lead
to chronic hypertension, ulcers,
indigestion and insomnia.

�The idea that people get
used to noise is a myth,� reports
the Environmental Protection
Association (EPA). �Even when we
think we have become accustomed
to noise, biological changes still
take place inside us.�

Measuring the Noise
Design professionals seeking to

shut out the din must consider the
noise-reducing features of the
building envelope. This naturally
focuses on fenestration, where a
design adjustment can make a
noticeable difference.

But how do we
tell if one product
is a better noise-
insulator than
another?

The ability of a
fenestration prod-
uct to attenuate,
or reduce, the
transmission of
sound is meas-
ured in several
ways: transmission loss (TL), sound
transmission class (STC) and out-
door-indoor transmission class
(OITC). In all cases, the higher the
number, the more the intruding
sound is blocked.

Sound TL is a standardized meas-
ure of the noise reduction in deci-
bels for specific frequency ranges.

But noise is
composed of
multiple sound
frequencies. So,
the STC, a single
numerical rating
of sound trans-

mission, is the most commonly
used benchmark. STC ratings are a
logarithmic scale similar to the
earthquake Richter scale; an
increase in STC from 28 to 38
equates to a 90-percent reduction
in noise.

STC is determined based on
sounds of the frequency range
typical of human speech.
However, the primary outdoor
noise sources�cars, motorcycles,
trucks, elevated trains and air traf-
fic�have strong low-frequency
content.

The OITC was devised to repre-
sent the attenuation of these lower
frequencies more accurately.

For the sake of illustration, the
table above indicates typical STC
and OITC ratings for commonly-
configured double-hung windows.

Building an Acoustic Window
It turns out that improved sound

control tends to be an extra benefit
of energy-efficient windows, as the
features that reduce thermal con-
ductivity and air infiltration also
tend to reduce sound transmis-
sion. These features include, but
are not limited to:
� Double-glazing (insulating

glass units). The wider the air
space, the greater the sound
attenuation.

� Glass thickness. This is of limit-
ed use as the stiffness of glass
limits the improvement. In insu-
lating glass units, using different
thicknesses of glass for the layers
of double-glazing gives greater
noise reduction than using the
same thicknesses for both lites.

� Laminated glass. The plastic
interlayer dampens vibrational
energy. 

� Soft resilient gaskets. Sound
transmission through cracks
around operable windows may

continued on page 10

Typical STC and OITC Ratings for 
Commonly-configured Double-hung Windows

Configuration STC* OITC*
Single-glazed window 24-26 16-20
Double-glazed window 31-33 21-27
Laminated double-glazed 35-38 25-30
Dual window 39-50 26-40
*The above data is representative and for illustrative purposes
only. Performance of individual products will vary.

How do we tell if one 
product is a better noise-
insulator than another?

http://www.dwmmag.com
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Glass
Build
America
Booth
1121

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

Impact-resistant
Glazing Systems

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

http://3M.com/windowsanddoors
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A A M A  A N A L Y S I S

CONTINUED

Visit us at 
GlassBuild

America
Booth #521

Fashion Glass
’

Affordable Elegance.TM

Create a 

�S�U�R�À�W�D�E�O�H��

niche in the 

competitive 

fenestration 

industry.

1050 Hook Rd. € Farmington, NY 14425 € 585.924.2186 € DGIGLASS.COM

No re-tooling required

No major capital investments necessary

More economical than traditional art glass

Wide range of patterns and designs

Lightweight design requires no hardware changes

Our Fashion Glass’  program is a modular system 

of pre-assembled framed art glass that is designed 

to be compatible with all commonly used insulated 

glass systems.   
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changes

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 parame-
ter, a uniform measurement
methodology must be employed to
enable evaluation of different prod-
ucts 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 measure-
ment 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 acousti-
cal performance of the tested unit,
AAMA 1801-07 also requires con-
current testing of these parameters.

Windows may be tested option-
ally 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

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

mailto:jlewis@aamanet.org
http://DGIGLASS.COM
http://www.dwmmag.com


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 70XLglass. PPG Glass Technology. It•s what to look for in a window.sm 

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

The amazing Solarban® 70XLSolar Control low-E glass is ready for you.

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

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

http://www.ppgresidentialglass.com
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EYE ON EN ERGY

When Good Windows Look Bad

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

Ishouldn•t have said anything,
but I did. •Buy E NERGY STAR’
windows,Ž I recommended

when my mother-in-law asked
about replacing the single-glazed
ones with storm panels after her
husband had died. She had had
concerns that the windows were
really worth the investment since
they would be more efficient than
the walls in her 1940s house. I
assured her that
any improvement
in the building
envelope was a
good thing. Time
passed, the win-
dows were installed ƒ and then
the dreaded call came. •If these
are so good, why do I have water
on the window now?Ž 

A Real Delimma
Sigh. Over the past ten years, I•m

usually assured one question about
condensation per training. Now it
was my turn to troubleshoot. I went
through the litany of basic things
that could be wrong. Did you receive
the window you ordered? Yes. She
kept the NFRC label. Was it installed
properly? InstallationMasters. Yes,
she had done everything I said. She
became more impatient with each
question as I became more respon-
sible for giving bad advice in the first
place. Then, I asked the question I
should have asked first. Where is the
condensation?

Surprisingly, it was inside the
house in the fall. It might have
made more sense in winter, but
according to John Carmody•s
Residential Windows book (now in
its third edition), the vinyl-
framed, low-E, argon windows

should have alleviated the prob-
lem. Instead, we had the opposite.
•My mother-in-law had conden-
sation on an efficient window,
where the problem had never
existed before even with the worst
window on the market.Ž

That situation was occurring in a
temperate month made it even more
puzzling. I went back to thermody-
namics 101„hot goes to cold, wet

goes to dry. Somehow, she had
humid air in the house that was
warmer and wetter than the inside
surface of the window. I would have
had an answer if she lived in the
South. The air conditioner was now
oversized, so the unit was short
cycling and not pulling out humidity.
But in upstate New York? Where she
didn•t have an air conditioner? At a
time when she was leaving the win-
dows open during the day because it
was so nice out?

Ah, maybe that was the problem.
Maybe the air outside was too
humid and there was enough
humidity trapped in the house dur-
ing the day to condensate at night
when the temperature dropped.
Except, these were efficient win-
dows„there shouldn•t have been
much difference in temperature
between the air and the window sur-
face. I checked the Weather Channel
and the data„the temperature dif-
ference between night and day, the
dew point and the humidity levels …
all indicated that the moisture
source originated inside the house.

Hidden Causes
So I started quizzing my mother-

in-law about what she was doing
differently that was creating more
moisture in the house. Her feathers
obviously ruffled, she asked why it
was her fault. The conversation
ended when the UPS guy arrived,
each of us secretly relieved as we
were growing more and more frus-
trated. I•m sure my mother-in-law

was question-
ing my expert-
ise and, truth-
fully, I was too.
Still I kept pon-
dering where

the source was as I was also certain
that there was even more condensa-
tion in the walls. I really didn•t want
her to have rotting issues, but I didn•t
bring it up.

I probably should have. Several
nights later, she called to tell me the
other family expert, her contractor
nephew, provided the answer. Silly
me, I live in Florida, so how was I
supposed to know years of weather
patterns? Apparently, heavy rains
that spring and summer brought had
saturated the earth. As drier and
cooler fall came, physics took over.
Hot goes to cold, wet goes to dry,
wicking the moisture right up the
empty wooden walls of the 1930s
house that had never been air sealed. 

Moral of the story? Remember
physics is your friend when you
give advice to relatives. �

Arlene Zavocki Stewart is a member of the
Efficient Windows Collaborative and an
energy code advocate. She can be reached
at azstewart@azsconsultinginc.com. Ms.
Stewart•s opinions are solely her own and
not necessarily those of this magazine.

My mother-in-law had condensation on an efficient 
window, where the problem had never existed 

before even with the worst window on the market.

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


Q-LON® URETHANE 
FOAM SEALS

©Schlegel Systems, Inc 2005. Fin-Seal, Hydrosill, Poly-Bond, and Q-Lon are trademarks.

FIN-SEAL® & POLY-BOND®

WEATHERSTRIPPING
EXTRUDED SEALS 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.

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

®

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. 

world-class
performance.

®

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

http://www.schlegel.com
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SOFTW A RE SA VVY

What You See . . .  Is What You Get 

B Y  D A L E  H A Y S

How many times have
you heard somebody
say, •I•m a visual per-

son?Ž Have you ever heard
anybody say, •I•m a text per-
son?Ž The fact is we•re all visu-
al 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-
puts of software applications
have as much impact on adop-
tion, perceived value and ultimate
success as any of the sophisticated
program code that works behind the
scenes. As a door and window man-
ufacturer, understanding your prod-
uct visualization options should be
an important part of your software
creation or selection strategy. This is
especially true in software to sup-
port your selling process. Use the
following guide to apply the •best
fitŽ visualization technology and
content for each phase of the inter-
est-to-delivery cycle.

Interest Captured on the Web
One of the important recent

trends in website development is to
provide the consumer with a web
experience that enables them to
select and interact with your prod-
ucts in the context of a home or room
style that closely matches their own.
With some of the latest software, the
user can •configure the sceneŽ by
specifying different paint, material or
product offerings. Dynamic imaging
technology is used to enhance tradi-
tional photography and enable
unlimited variations. 

Specifying Dimensionally-
Driven Products

Many architectural products are
dimensionally configurable. Doors
and windows are a perfect example
as the frame/rough openings of the
home drive the size of the final end
item. The ability to create a •para-
metricŽ two-dimensional (2D) draw-
ing to match the dimensional
requirements enables you to pro-
duce a product drawing that not
only shows the resulting product
configuration, but can also include
key production or verification
dimensions. Having an accurate and
to-scale 2D drawing makes it easy to
validate a quote/order visually, and
can be used in the manufacturing
and labeling of the resulting product.

Describing and Building
Dimensionally-Driven Products

The value of a visually-accurate
3D model can extend beyond initial
engineering design and support of
CNC production equipment to the
quote and order process as well.
The key is to deploy parametric
CAD automation technology that

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 on-
line quoting and ordering appli-
cations. As each line item is con-
figured, the web user (e.g. a deal-
er) can receive a full 3D model
that can be zoomed, panned,
rotated, etc. The manufacturer
also produces a visually-appeal-
ing quote document that
includes a dimensionally-accu-
rate snapshot of each window,

which can be flowed into the manu-
facturing process and used to label
the packaged product for shipping.

Use These Techniques 
to Drive More Sales

Each of these visualization tech-
niques is a tool you should consid-
er 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 cus-
tomers with the ability to truly visu-
alize your products, •what they see
is what they getŽ will quickly
become •what they see is what they
want,Ž 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.

Websites now let consumers visualize products in
contexts that resemble their own homes.

mailto:dhays@tdci.com
http://www.dwmmag.com


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 “nishes 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 differenceŽ  … total service integration, from product design and 
proprietary compound formulations, to tooling design and production, to world-class 
extrusion technology and “nished 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 .

We are D eceuninck®  N orth    A merica
Think possibilities. Think color. Think DNA.

Discover why our customers say, •The difference is in the DNA.Ž

© 2007 Deceuninck North America.

COLOR SOLUTIONS 

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

mailto:Mark.Davis@decna.biz
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W DM A OPEN S UP

Testing Your Green I.Q.

B Y  J O E L  H O I L A N D

If you•re talking about green
intelligence, expect to be con-
fused. Green may be the talk

today, but few people fully under-
stand 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 cre-
ating green building programs,
hundreds of websites touting
green, and two major players in
the national arena vying for certifi-
cation recognition. 

Why Go Green? 
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 emis-
sions. 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 conven-
tional buildings, and on average
cost only 2 percent more to build.

However, Currently there are no
public policies or national stan-
dards for green building; it is being
performed voluntarily by inde-
pendent certification systems.

Who are the 
Influential Groups? 

Perhaps the best-known national
organization is the U.S. Green
Building Council (USGBC). Founded
in 1993, it promotes the develop-
ment and implementation of green
building policies, programs, tech-

nologies, standards and design.
Today, the organization includes
more than 10,000 member compa-
nies with a mission to transform the
building marketplace to sustain-
ability. Best known for its LEED cer-
tification 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 sustain-
able buildings. The GBI•s Green
Globes is currently working with
homebuilder associations to devel-
op 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 con-
ducted a comparative study on the
LEED and Green Globes rating sys-
tems for the Western Council of
Industrial Workers. This study sum-
marized the introduction of assess-
ment 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 com-
mon goal of greening the building
and design process, but each organ-
ization deploys different assessment
and certification strategies. It is diffi-
cult to compare directly the two rat-
ing systems, but the study notes that
Green Globes emphasizes its ease-
of-use and integration of green prin-
ciples and best practices, while
LEED emphasizes its historical lead-
ership and •consensus-basedŽ
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 infor-
mation on current programs relat-
ed to sustainable building con-
struction, building products and
links to resource sites. It will
remain a •work in progressŽ and
act as a clearinghouse for environ-
mental issues via associations, pro-
grams, governmental organiza-
tions 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.

mailto:jhoiland@wdma.com
http://www.dwmmag.com


>  VINYL HAS NEVER BEEN SMARTER.



Plan for Tomorrow While 
Getting Labor Savings Today.

Your ultra-competitive market calls 
for proven solutions, not promises. 

With GED i-3 Technology now available in two brand- 
new vinyl systems, you get the ”exibility to react smartly 
and ef“ciently to the ebb and ”ow of production cycles 
instead of being held prisoner to them. 

The new SmartClean i-3TM and SmartWeld i-3TM vinyl
systems save labor, manage materials and improve 
overall cost ef“ciencies 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%.  

It•s all part of GED•s SmartPlantTM 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 bene“ts now.     

> OR LEANER.

SmartClean i-3
Now you can clean vinyl corners 
faster, more accurately and with less 
labor. The advanced, yet easy-to-
use SmartClean i-3 features Smart-
Laser i-3TM laser pro“le recognition 

for faster through-
put and virtually no 
remakes. You can 
also import CAD 
drawings for quick 
adaptation to new 
customer products 
and improvements.

�U33% faster cycle times
�UOn-screen, touch interface for 

real-time data and monitoring
�URemote programming and CAD 

importation saves time, labor and 
eliminates confusion 

�UHigh-ef“ciency clean out system 
minimizes messy vinyl dust

NEW!

Smart Path

Laser pro“le recognition automatically compensates 
and adjusts to vinyl•s unique variances with pinpoint 
precision.



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.Ž  

With GED i-3 Technology your entire plant … glass and 
vinyl … works together. Seamlessly, through the bene“t 
of a proven software system that•s •plug and play.Ž 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 ”oor.     

New Built-in Predictive Maintenance 
and Intelligent Reporting.

When your system goes down, you lose money. With 
i-Sight LightTM 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.

SmartWeld i-3
Now one operator can do the 
work of two people … and do it 
faster. The new SmartLoad i-3TM

module features controlled-pace 
operation where one operator 
pre-loads vinyl pro“les. So there•s 
no stopping or interruptions. 
Simply upload your schedule, 
and vinyl pro“les run through the 
SmartWeld i-3 continuously. 

�UUp to 70% increased throughput
�UAdvanced automation saves labor
�UNon-stop operation increases 

productivity
�UQuick changeover system
�UModular system to maximize 

”exibility

NEW!



Customer Deliveries

SMART VINYL Look Ahead Optimization

Fabrication

CNC Cleaning

Welding

Multi ProcessingSMART GLASSLook Ahead Flow System

Finishing •GPFŽ

Spacer SystemWashing

Muntin

Cutting

SMART WINDOW PLANT

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.

© 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.

330-963-5401 www.gedusa.com

http://www.gedusa.com
http://www.gedusa.com
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RESEARCH

AAMA Donates to 
Hurricane Research Effort

The 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

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 real-
time to National Oceanic
and Atmospheric Admin-
istration (NOAA) mete-
orologists and state
and federal emergency
managers.

�Beyond the ability of
a building to physically
withstand hurricane
winds, water intrusion
through doors, windows and walls
remain a recurring issue,� says John
Lewis, AAMA technical director.
�Although most residential and
commercial buildings built to recent
codes will survive structurally, rain

penetration often causes significant
interior damage, occupant displace-
ment, business interruption and
extensive restoration expenses.
Code officials, architects and manu-
facturers of exterior building prod-
ucts are questioning the real-world
effectiveness of water intrusion test
standards under hurricane condi-
tions as referenced by modern
building codes.�

The AAMA Southeast Region cur-
rently is developing a Voluntary
Specification for Rating the Severe
Wind-Driven Rain Resistance of
Windows, Doors and Unit Skylights.

�Instead of the usual pass/fail
measurements, this AAMA specifica-
tion applies a spectrum of pulsating
pressure and rain loads and deter-
mines how well a product performs
in severe wind-driven rain,� Lewis
says. �The research, underway at the
University of Florida, will further the
value of the AAMA specification by
quantifying hurricane-driven rain
and its effects on residential and

What�sNews

continued on page 20

INTERNATIONAL NEWS
China Lowers VAT Rebate Rates for Exports, Including Glass

I n a sweeping move, China cut the value-added tax (VAT) rebate rates on
2,831 classifications of products, including glass. This represents 37 percent
of the total number of classifications in the China customs tariff, point out

officials at the consulting firm Ernst and Young, and is the third such change in
refund rates since 2005. The company says it is another attempt to address over-
heating export growth and manage the ballooning trade surplus.

The VAT rebate rate for glass was lowered from 11 percent to 5 percent, a 6-
percent drop.

This rate reduction results in additional export costs that must either be
absorbed by the exporter or passed on to overseas customers.

Sources in China told DWM that for some glass producers the VAT rebate is the
majority of their profit. Speculation is that glass export prices will increase.

Officials with Ernst and Young explain that the VAT refunds have played an
important role in keeping export prices low. By changing the VAT refund rates,
the government can, to a certain extent, encourage or discourage exportation of
the affected products.

The new rebate rate went into effect July 1. Most of the products included in
the change fall into the category of high polluting, high energy consumption or
export of China�s natural resources. The production of glass fits most comfortably
into the energy consumption slot.

AAMA is assisting with a UF study about wind-driven
rain during hurricane landfall.



Homag BOF 311
€ Fixed-table processing center is perfect

for machining windows and doors
€ Able to process a variety of work-

pieces on the same machine 
€ Features robust frame construction,

matrix vacuum table, WoodWOP 
programming software and innovative
computer numeric controls

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 non-
beveled position, and up to 1mm in
the beveled position 

Photo courtesy of Daiek Woodworks, George Dzahristos Photography



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 Solutions SM,

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 Solutions SM

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

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

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

mailto:swaltman@stilesmachinery.com
http://www.stilesmachinery.com
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What�sNews
CONTINUED

light commercial construction.�
Data from the PIP devices col-

lected during this and upcoming
Atlantic hurricane seasons will be
used to establish a catalog of
�wind-driven rain scenarios� for
different storm intensities impact-
ing various terrains. The informa-
tion will be used to calibrate the
rain field produced by UF�s mobile
windstorm simulator to recreate
hurricane-force winds and wind-
driven 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 wind-
driven rain at its 10- by 10-foot exit.

Actual full-size structural mock-
ups will be evaluated in realistic
hurricane conditions, according to

Lewis. All research will be coordi-
nated 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 certifica-
tion 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-presi-
dents 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. 

LEGAL AND LEGISLATION
Snavely Forest Products 
Wins in Appellate Court

Pittsburgh-based Snavely Forest
Products Inc., a national building
materials manufacturer and dis-
tributor, has ended a lengthy
patent infringement lawsuit involv-
ing its Kimberly Bay� reinforced
vinyl screen doors.

Guerry E. Green, president and
owner of Screen Tight, which manu-
factures 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�), accord-
ing to court documents. 

On May 12, 2005, Snavely request-
ed 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

INDUSTRY UPDATES AND STUDIES
Spring Door and Window Industry Update Available

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 com-
panies are using in the current environment and a review of the capital mar-
kets. The final section of the presentation is current trends regarding compe-
tition 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, con-

ducted 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 appli-
cation (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. 

http://www.jordanknauff.com/webinar-request/
http://www.dwmmag.com


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

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

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

I-SPACER’

THE BATTLE 
FOR ENERGY 
INDEPENDENCE 
IS BEING 
WAGED 
BETWEEN 
TWO PANES 
OF GLASS.
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See Technoform I-Spacer’ 
and I-Strut’ at

GlassBuild America,
booth 2621.

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

http://www.technoform.us
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the appellate court�s order affirm-
ing the trial court�s decision, which
validates what we have argued for
almost five years�that the design
and production of Snavely�s rein-
forced 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 forth-
coming if Snavely strays from the
claims made by them to the court,�
Green says. 

Fibertec Window and 
Door Mfg. Plans to Move

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 long-
term labor agreement with its man-
ufacturing employees. On June 5, a
five-year labor agreement was
made among BiltBest and the
United Steel, Paper and Forestry,
Rubber, Manufacturing, Energy,

Allied Industrial and Service
Workers International Union, AFL-
CIO/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 cus-
tomers, 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 agree-
ment. The negotiations were con-
ducted in an environment of mutu-
al respect, openness, and a desire
on both sides to achieve an agree-
ment that is a win for our company,
our employees and our customers.
BiltBest employees are hard-work-
ing, dedicated people and are our
most valuable resource ...�

continued on page 24

Headquartered in Ste. Genevieve, Mo., BiltBest designs and manufactures premium,
custom wood windows and patio doors.

ACQUISITIONS AND MERGERS
NuAir and Pro-Build Partner on Installations

NuAir, 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 installa-

tion, 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 Pro-
Build 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.

http://www.dwmmag.com


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.

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.

www.phtech.ca   1 800 463-4392

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

http://www.phtech.ca


SAGE Electrochromics
Secures Financing

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 addi-
tional investments from Applied
Ventures, LLC and Bekaert.

SAGE�s patented technology,
trademarked SageGlassfi, is used
to manufacture windows and sky-
lights 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.

Barber and Ross 
Temporarily Closed

Barber and Ross Co., a manu-
facturer of windows, pre-hung
interior and exterior doors,
mouldings and custom millwork
products based in Winchester, Va.,
has closed �temporarily until fur-
ther notice,� according to voice-
mail messages posted on all of the
company�s phone numbers in its
Winchester, Richmond, Va., and
Mebane, N.C., locations in mid-
July. The company was estab-
lished in 1876 as a comprehensive
building materials and tools sup-
plier, 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 manu-
facturing facilities serving nine
states and employed more than
1,200 people.
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continued on page 26

KUDOS
Simonton Windowsfi Honored with BICA� Award

For the second consecutive time,
Simonton Windowsfi 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 repre-
sentatives 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 sur-
veys,� says John Cashmore, president of
MRA. �Our national survey is unique in
that it is conducted using an unaided,
out-bound telephone method. Only

those individuals who have direct responsibility for purchasing windows were sur-
veyed. This means the overall results show Simonton was freely mentioned as a
top-of-mind quality company more than any other vinyl window manufacturer.�

PGT Recognized for Industry Contributions
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 contri-
butions 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 separate-
ly�giving it a very contemporary, modern flair. 

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

Simonton was ranked �Overall Top Rated
Vinyl Window Brand� in a study
conducted by MRA.

http://www.dwmmag.com


Create It Better than Wood... Great idea!

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

Great Window Design begins 
with the right window parts.

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.

Royal Mouldings 
components can be used to

construct ENERGY STAR
qualified products.

Casing/Backband

Sill Nose

Sill

Interior  Woodgrain
Clearwood ® Finish    

Interior  Woodgrain
Clearwood ® Finish    

€ High Energy Efficiency
€ Lifetime No Rot ® Material
€ AAMA Certified Components

€ Interior & Exterior Trim Systems
€ Industries Largest Accessory Assortment
€ Maintenance so LOW its a pleasureƒ

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

http://www.royalmouldings.com
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I want to start/continue my FREE SUBSCRIPTION to DWM: � YES  � NO
Sign your name: _________________________________________________ Date: _________________________
Print your name: _________________________________________________ Title: _________________________
Company: ____________________________________________________________________________________
Address: ____________________________City: ______________________ State: _________ Zip:____________
Phone: ____________________ Fax: ______________________ E-mail: __________________________________

1. Please check the ONE category that BEST describes the business 
activity of your company:
1000 � Manufacturer of windows
1100 � Manufacturer of windows and/or doors and or skylights
2000 � Manufacturer of doors
3000 � Manufacturer of skylights or other fenestration products
4000 � Suppliers of fenestration components or equipment (including glass)
5000 � Distributors of windows and/or doors and/or skylights
6000 � Engineer firms, utilities or other involved in energy management
9000 � 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 G � Energy expert or consultant
C � Plant manager or engineer F � Purchasing manager H � Other 

5. Number of employees at this location: A � 1-4 B � 5-9 C � 10-19 D � 20-49 E � 50-99 F � 100+

6. What other publications do you receive?        2 � Fenestration 1 � Window and Door

PLEASE COMPLETE THIS ENTIRE FORM AND FAX IT TO 630/482-3003

Subscribe to DWM for FREE

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.

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

BSI-Balance Systems 
Expands into New N.C. Facility

Amesbury Group has announced
the opening of a new manufactur-

ing facility for BSI-Balance
Systems in Statesville, N.C. The
112,500-square-foot window
hardware facility will accommo-
date 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 serv-
ice the East Coast market. 

�The opportunity to consoli-
date our BSI block and tackle and
Omega constant force window
balance manufacturing into a
new facility will result in operat-
ing efficiencies, as well as allow
for additional space for distribu-
tion and improved service of our
window hardware customers
throughout the East Coast,� says
Peter Lariviere, senior vice presi-
dent of the window hardware
division.

KeepSafe Maximumfi
Program Gets Enhancements

Saflexfi, a business unit of
Solutiafi Inc., has announced sig-
nificant enhancements to its
KeepSafe Maximumfi Glass
Partner Program. This marketing
support program was launched in
1999 to supply opening protection
for residential hurricane mitiga-
tion 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

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

http://www.dwmmag.com


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

1 866 852 2791 www.royalcustomprofiles.com/products/royalguard.htm

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 DŽ, 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

© Royal Group Inc. 2007

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

http://www.royalcustomprofiles.com/products/royalguard.htm
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Browse&Bookmark c o m p a n i e s  o n  t h e  w e b

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 prod-

ucts and value-added service offerings � Door and Window Manufacturer (DWM)
magazine offers a free weekly online newsletter at www.dwmmag.com.

Have Your 
Company Logo 

Pre-Printed 
Right on the 

Pull/Lift Tab!

Show Your
Customers 

That You�re 
Proud of What 

You Build!

Logo-Printed Corner Keys
Your Silent Salesperson

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

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

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 under-
standing, Saflex provides situa-
tional analysis and strategic plan-
ning support to help partners bet-
ter understand the channel and
identify and develop stronger mar-
keting and promotional plans.� 

Gorell Expands
Manufacturing Operations

Gorell Windows and Doors
recently expanded the manufactur-
ing 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 hurri-
cane impact products, Gorell also
added a fully-automated specialty-
glass 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

For more information, visit www.dwmmag.com/infocenter
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ROYAL   
 TREAT!

How sweet it is! The...

Laval  1 866 777.1210     
Woodbridge  1 888 339.9085     

www.royalplast.ca

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

For over 20 years, Royal Window and Door Pro“les has 
provided manufacturers with the most innovative and 
reliable door systems and components available on the 
market. Strongly established in both Ontario and Quebec, 
RoyalPlast is proud to offer to the North American window 
fabricators, the largest product line featuring nine patio 
door systems and fully-integrated Door Programs (lineals, 
knocked down and fully assembled). 

Maximum Protection
Water, Wind and Impact Resistance

© Royal Group Inc. 2007
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Always precise

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 perform-
ance, and adapted it to the North American market.  A timeless collection forevery
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

The integration of beauty and function.

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

http://www.winkhaus.us.com


www.ddsfleet.com
800-715-2002

You•ll be happy with
the bottom-line resultsƒ

Flexibility �„ Responsiveness �„ Quality Service
Competitive Advantage �„ Management Support

Five Reasons Why
You Should Outsource the

Delivery of Your Window Product

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

http://www.ddsfleet.com


International Organization for
Standardization•s (ISO) 9001 reg-
istration serves as the interna-
tional reference for quality
requirements in business-to-
business dealings. Truseal says
that it continues to fulfill all
requirements of the ISO
9001:2000 standard, demonstrat-
ing its ability to consistently pro-
vide warm-edge spacer products
that aim to enhance customer
satisfaction.

Pella Corp. Named 
to Fortune•s•Best
Companies to Work ForŽ List 

For the eighth consecutive year,
Pella Corp. has been named to
Fortune magazine•s annual •100
Best Companies to Work ForŽ 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 evalu-
ated their employers.

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 low-
est 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. 

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 pinŽ award.

A sunset barbecue followed.
Attendees were able to partici-

pate in three sessions on the sec-
ond day: •Finding Leads in a
Down MarketŽ by Gale Brown of

Lead Builders, •Window
Warranties that WorkŽ 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.Ž

The group will hold its winter
meeting January 14-15, 2008, at
Trump Plaza in Atlantic City. �

What•sNews
CONTINUED

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

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 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

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
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D
oor and window manu-
facturers have a lot to
say about their expecta-
tions of hardware sup-

pliers (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? 

Quality Still Tops the List
Once again, manufacturers

rated quality as the most impor-
tant factor.   

•Quality will always be number
one with us and price number two,Ž
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 con-
sistency. If there is no quality, there
is no vendor.Ž

For the most part, manufactur-
ers use more than one supplier
although the reasons vary.

•We have two back-up suppliers
to guarantee supply and keep track
of pricing trends,Ž says Wayne
Gorell, chairman and chief execu-
tive 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],Ž says Brad Voss,
director of materials management. 

Atlantic Windows in Port Elgin,
New Brunswick, also uses two sup-
pliers: one for clear float glass, low-
E, and caselot tempered and anoth-
er for some tempered glass.

•Our primary supplier had some
delivery and quality issues on cus-
tom tempered so we went to a

more local supply,Ž says Rob Miller,
president. 

Product availability and logistics
or proximity to a given manufactur-
ing 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 competi-
tion helps keep costs down.

Not All are Alike
But not every manufacturer fol-

lows this rule of thumb. Insula-
Dome in Yaphank, N.Y., has one
primary supplier and uses a local
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source for what Peter Kroes, its
director of sales and marketing,
describes as specials. BF Rich has
remained with one primary suppli-
er (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.

continued on page 36

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

s
e
p
t
e
m
b
e
r

2
0
0
7

35



d
o
o
r

&

W
I
N
D
O
W
M
A
N
U
F
A
C
T
U
R
E
R

36 www.dwmmag.com

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 com-
petitive prices are not much help if
deliveries are incomplete or not on

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

Other

West Coast

Midwest

Southeast

Northeast

Other. Please specify.

Senior management

Owner, CEO, president 

More than ten years

6-10 years

1-5 years

No

Yes

No

Yes

No

Yes

Results of DWM Reader Survey

Geographic location

How long have you been 
using your current supplier?

Do you use more than 
one glass supplier?

Would you consider or have you
considered switching glass suppliers? 

Even if you are pleased with your
current supplier, do you browse the

options offered by other glass suppliers?

Job function

Great Expectations for Glass Suppliers continued from page 35

27%

17%
63%

33%

27%

57%

16%77%

23%

53%
40%

93%

3%

3%

30%

17%

9%

Note: Some tallies do not total the full 100 percent due to survey recipients not responding to every question.
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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 (70Ž/88Ž/94Ž x 126Ž), 
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

http://www.vitrealspecchi.it
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�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 �commit-
ment to the total value proposition.�

�The long-term working rela-
tionship and all the benefits that go
with it,� Neil says.

�The partnership and being on
the leading edge of new innova-
tions,� Erdman says.

continued on page 40

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, quick-
er 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 con-
tacts from office, to not view all cus-
tomers the same way, better reaction
to quality issues, energy surcharges,
more product options.

Great Expectations 
for Glass Suppliers 
continued from page 36

Precision in machining can make the
difference between a tight seal and a
failed unit.

http://www.dwmmag.com
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For more information, visit www.dwmmag.com/infocenter
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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 assis-
tance, 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 ulti-
mate consumer.

�We do a large amount of train-
ing 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 win-
dows sold in the United States con-
tain energy-efficient low-E glass.

Shaffer describes the biggest
challenge as a supplier in one
word:  reliability.

�Product moves from one man-
ufacturing operation to another
and glass availability is a critical
component that must fit seamless-
ly 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.

Great Expectations 
for Glass Suppliers 
continued from page 40

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

Machinery suppliers
face the same issues
as software compa-
nies and other com-

ponent suppliers. To what extent
they can help their customers
increase efficiency begins with
knowing how their customers
operate.

�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 fea-
tures 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 con-
cepts and present them to the cus-

continued on page 46

How to Integrate Off-the-Shelf
Products into a Custom Line
by Alan B. Goldberg

Stürtz offers a compact
welding and cleaning line for
the sash.

Machinery Mayhem
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