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

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

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

patio door.

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

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

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

€ Optional key lock cylinders

€ Inactive configurations for OXXO doors

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

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

or painted finishes on zinc

€ Truth•s Allure Series are available in painted finishes on an aluminum base
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High quality and consistent process»
No mixing - single component liquid»
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Exceptional protection against 
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On the Cover
The photos on the cover include

those featured in the New Products
Guide beginning on page 24:
Technoform’s I-Spacer; FeneTech’s
Web Center; Roto’s Manhattan handle;
Kolbe’s Ultra; the ARES Series CNC
machining center from CMS North
America; An unloader system from
Dotul; The new vent stop from Vision
Industries; GED�s i-Sight software; and
Truth�s Marvel� power operator system. 

The cover also features a decorative glass door from Signature
Door. For more on the rise of decorative glass, see the article
beginning on page 44. 
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Innovating solutions for the 
environments of your life.’

Imagine being able to actively collaborate with a large 
group of successful fabricators who share a deep 
commitment to the growth and pro“tability of your business 
in the increasingly competitive fenestration industry.

Deceuninck® North America makes it possible. Our Alliance Management 
Services empower fabricators with valuable member bene“ts including:

�s Exclusive Products

�s Protected Manufacturing Territories

�s Combined Group Purchasing Power

�s Shared Testing and Certi“cation Costs

�s Opportunity to Create and Build a National Brand

A spirit of professional cooperation and partnership is helping our Alliance 
members realize greater levels of success and pro“tability, both as individuals  
and as a group.

To learn more call 1-877-563-4251  or e-mail info@decna.biz .
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F R O M T H E P U B L I S H E R

Embodied Energy
The Next Phase or Ages Away?

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

If you only have time right now
to read one item, I would sug-
gest Ric Jackson�s column on

embodied energy (see page 8). In it
he says consumers will be asking
increasingly more questions about
factors related to window produc-
tion including how much energy
was used, etc. He discusses how
companies can reduce their car-
bon footprints, a term increasingly
bantered about in all industries.
Here is a quick definition of this
concept from Wikipedia. 

A carbon footprint is: a �mea-
sure of the impact human activi-
ties have on the environment in
terms of the amount of green-
house gases produced, measured
in units of carbon dioxide. It is
meant to be useful for individuals
and organizations to conceptual-
ize their personal (or organiza-
tional) impact in contributing to
global warming.�

I�m sure you�ve heard stories in all
industries of forward-thinking com-
panies that make sustainability a
priority and make it a clear goal in
their company.  

Companies in the building
industry are making carbon foot-
print reduction a priority as well.
See page 20 for what Windsor
Windows and Doors has done at its
plant to reduce its energy con-
sumption. On page 22 you�ll also
learn that PPG Industries has
joined the Climate Registry and has
set aggressive greenhouse (GHG)
emissions reduction goals. I
applaud PPG for committing itself
to this program. When it joined in
January, it was the first
Pennsylvania-based company to
join the program.  

While actions such as this
undoubtedly will raise PPG�s pro-
file, a continued emphasis on
reducing energy consumption also
will save them money. A represen-
tative from PPG says it reduced its
energy use by just more than 1 per-
cent annually each of the last five
years, saving about $40 million
overall. Meeting its new energy
savings goal would realize a sav-
ings of $15 to $20 million a year at
today�s energy prices.

Companies would be remiss if
they didn�t start considering some
of the issues Jackson addresses in
his column. He says embodied
energy is the next phase and soon
consumers will be asking about
this when it comes to their win-
dows. He doesn�t define soon (and
I�m not going to nail him down on
that) but I�m not so sure con-
sumers will be asking about how
much energy it took to produce a
given window�at least not in the
near future. But consumers will
ask questions about what makes a
window energy-efficient even
though they are not as savvy as to
other issues yet. (As you deal with
consumer comments, please cor-
rect me if I�m wrong.)

Jackson is correct�this trend
definitely is coming, but it takes
time to implement many of these
sustainability concepts. Some
companies are still struggling with
small issues such as where to recy-
cle their waste. But it all starts with
small steps. So I encourage every-
one to start small, and once con-
sumers become more savvy and
ask you how much energy it took to
produce a particular window, you�ll
be ready with the answer. �
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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 for every
architectural style.  

Winkhaus features are unmatched, like our flush-mounted,above the lever eclipse
cylinder.  Or our new and unique maintenance-free lifetime finishes, such as our
industry-first PVD Bronze; a remarkable oil-rubbed look that stays forever new.

Reach for a Winkhaus door lever.  Because when you elevate the appearance of your
doors like this, it suggests the entire home is of uncompromised quality.  What better
way to open doors to more customers.

Winkhaus North America, Inc.
1171 Universal Boulevard € Whitewater, WI 53190
P: 262.472.8800 € F: 262.472.8900 € www.winkhaus.us.com

The integration of beauty and function.

http://www.winkhaus.us.com
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A A M A A N A LYSI S

A Closer Look
How Two Particular Code Changes Will Impact the Industry 

B Y  C H U C K  A N D E R S O N

Results of the  International
Code Council recent hear-
ings have been well reported

(see DWM March issue, page 44).
There are two issues that deserve
further observation, however.

2008 Window, Door and
Skylight Standard Reference
Sets an Industry Milestone

AAMA/WDMA/CSA 101/I.S.
2/A440-08 was accepted for refer-
encing in the 2009 version of the
International Building Code (IBC),
International Residential Code
(IRC) and the International Energy
Conservation Code (IECC), replac-
ing the 2005 version.

Significant changes from the
previous edition of this document
have been made, including a
reduction in the number of door
and window performance classes
from five to four by elimination of
Classes C and HC and the addition
of a new class identified as CW. In
addition, the structural pressure
caps have been revised for the R
and LC classes.

This edition also introduces an
option whereby a product is per-
mitted to enter Performance Class
R by testing a specimen of an alter-
native minimum test size smaller
than the gateway test size specified
in Table 27, provided that the mini-
mum performance grade (PG) is
increased correspondingly.

Cooperative Effort Leaves
Door Open for SHD
Component Substitution

A proposal (S141) that would
have repealed the current exemp-
tion of exterior side-hinged doors
(SHD) from the full-bore require-
ments of AAMA/WDMA/CSA
101/I.S. 2/A440 was defeated.

The issue revolved around the
common practice by which door
distributors, jobbers and pre-hang-
ers substitute door components in
the field to meet customer requests.
Under AAMA/WDMA/CSA 101/I.S.
2/A440, such substitutions would
technically require the re-testing of
the complete door assembly to ver-
ify all performance factors cited.
Eliminating the SHD exemption
would have, therefore, exposed pre-
hangers to the cost of full re-testing
after every component substitu-
tion…a cost that their customers
likely would be unwilling to absorb. 

Accordingly, AAMA offered a
modification to the S141 proposal,
recommending expanding the
scope of the current reference to
our joint standard until completion
of ongoing joint efforts to devise
component-level testing and certi-
fication. The envisioned program
will allow for in-the-field compo-
nent interchangeability through
testing and pre-certifying compo-
nents at the component manufac-
turer level. Any selection from a
menu of pre-qualified components
would preserve the qualification of
the completed door unit without
requiring full-scale testing of each
variation of the latter. 

This is not a new concept. The
current AAMA Certification Program
includes a •waiver of retestŽ provi-

sion by which substitutions of com-
ponents tested to meet the underly-
ing component standards are per-
mitted on a case-by-case basis with-
out requiring retest of the entire fin-
ished door or window.

Completion of this component-
level certification program would
offer SHD manufacturers an option
to certify and label their products
to differentiate them from their
competitors. In addition, the pro-
gram would offer a third-party
quality assurance and facilitate the
job of code officials to confirm
compliance with the code„none
of which are currently available to
SHD manufacturers.

Using established ASTM test pro-
tocols, results of the joint testing
program indicate that a component-
based system is both workable and
meaningful. Industry cooperation
again points to ways to meet practi-
cal performance goals without limit-
ing choice or compromising the
mechanisms of the marketplace.

None of these decisions are final,
as they may be challenged at the
Final Action Hearings in
September. That process begins by
submitting public comments by
June 9. The AAMA Codes Working
Group and allied task groups will
be making efforts to amend pro-
posals to address ICC concerns and
serve the welfare of the industry•s
members and the public. �

Chuck Anderson serves as codes and
industry affairs manager for the American
Architectural Manufacturers Association in
Schaumburg, Ill. He may be reached at
canderson@aamanet.org. Mr. Anderson•s
opinions are solely his own and do not
necessarily reflect those of this magazine.

Want More Code Info?
DWM magazine has compiled  a

comprehensive list of code changes
affecting the industry. For a copy of
this PDF file, which includes the pro-
posed change and the final vote,
please e-mail codes@glass.com.

mailto:codes@glass.com
mailto:canderson@aamanet.org
http://www.dwmmag.com


You might be surprised to know that homeowners will 
reduce their carbon emissions more in a year by installing 

Envirosealed Windows than they will if they use a 
hand-powered push lawn mower.

It might also surprise homeowners who use 
a hand-powered push lawn mower.

In a time when saving the environment is on everyone•s 
mind, you can do your part and help others do theirs 
by manufacturing and selling Envirosealed Windows. 

Visit envirosealedwindows.com or call us at 888.257.7601 to learn more.

vs

Envirosealed WindowsTM is a trademark of Truseal Technologies, Inc.

http://envirosealedwindows.com
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EYE ON EN ERGY

Embodied Energy
The Next Phase in Green

B Y  R I C  J A C K S O N

Embodied energy„if you aren•t
familiar with the term, you will
be soon. For window manu-

facturers and sellers striving to meet
the growing demand for green prod-
ucts, understanding embodied ener-
gy will be a requirement.

As the number of consumers
seeking environmentally friendly
products rises, so, too, do their
standards for what makes a prod-
uct green. Homeowners tradition-
ally have looked at a building prod-
uct from a conservation perspec-
tive„how well the product saves
energy or protects the environ-
ment. But increasingly they also
want to know how much energy
was consumed to create the prod-
uct, or how much energy is
•embodiedŽ in the product before it
begins its useful functioning.

Embodied energy is the next
phase of the sustainability move-
ment. It is the sum total of all the
energy necessary to produce and
install a product. The concept takes
into account everything from
extracting and transporting the raw
materials to manufacturing, assem-
bly and installation. Embodied
energy is a subset of life-cycle
analysis, which tracks a product•s
energy consumption from •cradleŽ
(creation) to •graveŽ (demolition,
decomposition, etc.).

Embodied energy will affect how
we make, market and sell windows
to environmentally oriented home-
owners. We will be asked to answer
the question, •Is the amount of
energy it takes to produce the win-
dow greater than the amount of
energy the window will save the
environment over its lifespan?Ž
Green-savvy consumers will want

to know if your window„and the
components that constitute it„is
the most sustainable on the mar-
ket, or if its embodied energy left a
carbon footprint that will not be
erased by the window•s lifetime
energy savings.

The concept is new enough that a
standard procedure for calculating
embodied energy is still in the works.
Precise figures, however, are not nec-
essary for you to begin taking steps
to reduce the embodied energy of
your windows. Start by recognizing
how choices you make in material
selection and manufacturing meth-
ods will affect the embodied energy
of your finished product.

Consider the following actions:
€ Improve efficiency in manufac-

turing and installation. A sloppy
manufacturing process can send
half of your components to a
landfill, increasing the embodied
energy of your window and ulti-
mately undermine an efficient
window•s positive impact on the
environment. Lower embodied
energy by reducing the energy
required at any stage of produc-
tion. Begin by examining your
entire manufacturing process and
identify areas where waste and
energy used can be reduced„or
eliminated. Energy and waste can
be reduced by applying the prin-
ciples of lean to your manufactur-
ing process. Lean manufacturing
most often is employed for its
cost- and time-saving benefits,
but it can be part of your green
story as well. 

€ Reduce, reuse and recycle your
packaging. Reconsider the
amount of packaging necessary
for your window and reduce

where you can. By eliminating as
much of the packaging as possi-
ble, you can prevent waste mate-
rial from being produced and will
have less waste to manage at the
end of the process. Less waste
almost always leads to less
embodied energy. You should
also consider reusing packaging
when you can. Prevent your
packaging from going to the
landfill by recycling it. 

€ Efficient distribution. Transpor-
tation is a significant element in
the embodied energy equation.
Identifying the most efficient
routes and processes to distrib-
ute your window will decrease its
embodied energy and create
more timely delivery of your
product. Lean principles can be
applied to your distribution
process, as well as your manufac-
turing. Similar to lean manufac-
turing, lean distribution focuses
on eliminating seven wastes:
defects, inventory, processing,
waiting time, motion, trans-
portation and overproduction.
Efficient distribution benefits
your bottom line, your customers
and your environment.
Embodied energy is among the

latest concepts in the evolving
notion of green. Take action to
learn what embodied energy is and
how to reduce it. You will help your
customers, your planet and your
business. �

Ric Jackson is the director of marketing
and business development for Truseal
Technologies Inc. He can be reached at
rjackson@truseal.com. The views and
opinions expressed in this article do not
necessarily reflect those of this magazine.

mailto:rjackson@truseal.com
http://www.dwmmag.com
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PROTECT TH E VI EW

It Doesn•t Stick
How to Avoid This Common Problem 

B Y  M I K E  B U R K

Chris Barry of Pilkington is
considered by many to be the
leading expert in the analysis

of failed glass and failed insulating
glass (IG) units. Barry was intro-
duced during the technical presen-
tation session at a past Insulating
Glass Manufacturers Alliance meet-
ing where he was scheduled to dis-
cuss adhesive failure of IG units.
After being introduced, he said sim-
ply, •If it doesn•t stick, get out of
town quick,Ž and sat down. After the
laughter quieted down, he resumed
his presentation covering the failure
of units due to the loss of adhesion
between the glass and the sealant,
or between the sealant and the
spacer system.

Although Barry•s quip brought
laughter to the meeting, its mean-
ing hit home for those in the room.
No matter which spacer system or
sealant you choose to manufacture
insulating glass, if the sealant or
adhesive doesn•t stick to the glass or
the spacer, the unit will fail prema-
turely. •It doesn•t stickŽ or, maybe
more scientifically stated, adhesive
failure can be caused by poor prac-
tices in the IG department. 

Avoiding Contamination
Contaminated surfaces often are

the most common culprit. Any
adhesive or sealant that contacts
debris will stick to the debris and
not to the glass or spacer. Therefore,
the glass must be completely clean
as it exits the glass washer; it should
not be partially clean, requiring a lit-
tle spray of glass cleaner and some
paper towels. The glass must be
completely dry. This means no
water, especially on the trailing
edge. If the washer is not operating

properly, shut it down and have it
repaired. Any operator who
attempts to spot-clean or dry lites
exiting the washer only will make
matters worse. Inspect the glass
prior to assembling the IG unit and
develop standards that will identify
unacceptable glass. Quality checks
should address detergent compati-
bility, wash water temps, brush con-
tact, rinse action, detergent residue
and dryness.

The insulating glass assembly
area and manufacturing equip-
ment must be cleaned on a regular
basis. The rollers, conveyors and
assembly stations or any surface
that contacts the glass or spacer
system must be free of dust, dirt or
debris. Vacuums with filters and
clean, lint-free rags should be used
to clean the equipment. The use of
air hoses and brooms should be
minimal to avoid spreading air-
borne contaminates. 

Training is Critical 
The assemblers must be trained

on adhesion requirements. This
includes a review of the proper
non-contaminating personal pro-
tective equipment. The operators
need to understand possible impli-
cations caused by the use of
aerosol paints, silicones or other

lubricants. They must realize that
food, lotions and hand cleaners are
contaminants that could lead to
unit failure.

The spacer systems, sealant and
adhesives must be handled in
accordance with the manufactur-
er•s instructions. Excessive ambi-
ent exposure or surface contact by
the material may reduce its adhe-
sive capabilities and reduce the
life of the insulating glass unit.
Quality procedures should
describe and document the
requirements for storage condi-
tions, shelf life, melt temperatures
and required cure time. The adhe-
sive test procedures defined by the
product supplier must be con-
ducted on a regular basis. These
procedures should physically test
for the required adhesion. 

Reviewing these steps will
ensure that you produce long-last-
ing, high-quality IG units. You won•t
have to •get out of town quickŽ and
your windows will continue to pro-
tect the view. �

Mike Burk serves as product manager for
Edgetech IG. He may be reached at
mike.burk@edgetechig.com. Mr. Burk•s
opinions are solely his own and do not
necessarily reflect the views of this
magazine.

Contaminated glass surfaces often are the culprit of IG seal failure.

mailto:mike.burk@edgetechig.com
http://www.dwmmag.com
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OUTSTANDING FEATURES
€Intuitive, simple operation allows the latch to operate with 

a swing of the lock lever.
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€Reduces SKUs and fits a wide range of profiles using patent

pending Flex-Fit’ Technology.
€The system connects in 30 seconds or less with the simple 

snap-in design.

DEPENDABLE PERFORMANCE
€Exceeds typical industry cycling specification by four times.
€Designed with DP 65 performance in mind.
€Tilt latch holds up to 400 pounds of static load.
€Safety first! … Two hands are required to tilt the sash.
€Use the stand-alone latch on any sash for structural performance.

Ask about DualTech ’ for wood windows!

DualTech ’ Vinyl 
Latch & Lock System
Sleek Styling, Strong and Secure Design,
with Simple Installation.
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790 West Commercial Avenue
Lowell, Indiana 46356-2249

Phone 219-696-5950
Fax 1-800-626-1758
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Many door and window
companies are smaller
businesses driven largely

by the entrepreneurs by
whom they were found-
ed. In most cases, these
founders have vision,
passion for the business
and a deep knowledge
of the industry that
comes from years of
experience. In some
cases, though, the
leader is so capable that the com-
pany has grown despite a hole that
exists at some part of the second
level of management. This second

level would include anyone at the
•CŽ level„chief financial officer,
chief operations officer, chief tech-

nology officer, etc. It also would
include the plant manager and the
sales and marketing manager.

Gaps in the second tier of man-
agement may not always
be problematic on a day-
to-day basis. A company
may roll along address-
ing most of the issues
and challenges that
come its way. Taking a
step back, though, it is
likely that a company
without a strong second
tier of management
gradually will lag its
competitors in prof-
itability and corporate
development.

Inability to Share
Responsibilities

The reason that a
company has a short-
coming at a given point
in its second tier of key
managers may be a result
of the same strengths of
the founder that allowed
them to build the enter-
prise in the first place. In
other words, the reason
these companies lack a

strong manager in a given role is
that the founding owner has been
unable or unwilling to cede

responsibility for that
area to others. New
product development is
an area where founding
owners often maintain
very high levels of
involvement. We have
encountered numerous
examples of companies
where the founding

owner began the company with a
single door or window product
that was the right product at the
right time, propelling the compa-
ny•s growth at an unexpected rate.
This can establish a pattern where
all new products come as a result
of the inspiration of the founder.

Problem Areas
Another problematic area may

be that of setting the long-term
strategic direction of the compa-
ny. The founder is likely to rely on
the reading of numerous industry
tea leaves, including the size of
the sales backlog at different
points in the year, chatter from
distributors of the company•s
products, the level of interest
rates, the pace of new housing
starts or other factors. By failing to
involve other top managers in his
process of charting the best
course for the future, the head of a
company guarantees that he will
be the only one capable of guiding
the strategy of the business for the
foreseeable future. To put this dif-
ferently, if the owner leaves, there
will be no one else that can steer
the organization effectively and
navigate the many challenges in
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TREN D TRA CK ER

A Second Look 
Take Second-Tier Management Seriously

B Y  M I C H A E L  C O L L I N S

Managers often forget they need a second-tier
support system to manage effectively.

It is likely that a company without a strong
second tier of management 

gradually will lag its competitors in 
profitability and corporate development.

http://www.dwmmag.com


the current market environment.
This last point brings us to

some of the problems that result
from an underdeveloped second
tier of management. The first way
in which an owner who has
allowed holes to exist in his man-
agement team suffers is the
inability to leave the business for
periods of time, including vaca-
tions. If you are the head of your
company and you received multi-
ple phone calls per day during
your last vacation, you probably
have either failed to delegate
responsibility effectively or you
need to fill in gaps in your current
management team.   

Another problem with holes in
a management team arises when
the company seeks to be sold to
another in the industry or to a pri-
vate equity fund. Potential trans-
action partners are leery of situa-
tions in which the founding owner
is the main driving force and
maintains sole responsibility for
numerous key areas. These •one-
man showsŽ will be viewed by
acquirers as very risky situations.
Financial buyers are unlikely to
have a key manager ready to drop
in place in a company it wishes to
acquire. Such top posts are diffi-
cult to fill and having to do so
would increase the perceived risk-
iness of the transaction to the
fund. Strategic buyers, on the
other hand, often have a capable
mid-level manager that would be
appropriate to promote to the top
job at a newly acquired company.
Even these groups, though, will
hesitate to acquire a company
where the management team like-
ly would be unable to take over if
the current owner left.  

The head of every company
should make an honest assessment
of whether there is enough depth to
the second level of management and
whether the managers have been
given true responsibility for enough
critical aspects of the operations.
Fixing this problem can be a gradual
process of transitioning duties and
making new hires or replacements.
Drastic overnight changes are not
required. Strengthening the second
tier of management will pay off in

improved performance and an
increased ability to eventually
take that long vacation known as
retirement. �

Michael Collins is with Jordan, Knauff &
Company, an investment banking firm
that specializes in the door and window
industry. He may be reached at
mcollins@jordanknauff.com. Mr. Collins•
opinions are solely his own and do not
necessarily reflect the views of this
magazine.
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800-445-6240 www.adhesivesresearch.com

Adhesives Research has developed thenext generation of high-
performance SDL tapes.ARclad® 8626 and 8645 are built to withstand
the heat, cold and weather extremes inherent in SDL bonding; are
exceptional foam-to-surface wet-out; and are:

€ Supported by a 10-year warranty

€ Highly conformable to glass and SDL surfaces

€ Easy to use, no silane coupling agent required

SUPPORTINGTHE RESIDENTIAL
WINDOW AND DOOR INDUSTRY

FOR MORETHAN 25YEARS.

http://www.adhesivesresearch.com
mailto:mcollins@jordanknauff.com
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COMPANY NEWS

PGT Expands Commercial Presence

ASI Limited in Indianapolis
and PGT® Industries, a whol-
ly owned subsidiary of PGT

Inc. in Venice, Fla., have launched a
joint venture to expand their mar-
ket reach beyond residential door
and window products by providing
unitized curtainwall solutions to
the commercial building industry. 

Ken Smith, president of ASI
Limited, says the joint venture will
become •the only manufacturer of
unitized curtainwalls in North
America that will control all aspects
of manufacturing in-house,Ž
including the manufacturing of

tempered, laminated and insulat-
ing glass and aluminum panels
integral to the unitized systems.
According to information from
PGT, exterior facade contractors
nationally will save time and
money by dealing with one organi-
zation that will market, design,
engineer and manufacture custom
unitized curtainwalls. 

•By offering a one-stop shop for
unitized curtainwalls to the com-
mercial construction industry, we
are offering the industry a way to
save money and gain control over
their projects by dealing with one

team that is involved in every stage
of the project as it moves from
design to construction,Ž says
Wayne Varnadore, vice president of
architectural systems at PGT.
•Customers will benefit from PGT•s
strength in manufacturing and
supply chain management com-
bined with ASI Limited•s experi-
ence in sales, marketing, engineer-
ing and project management.Ž 

According to Smith, the joint
venture comes as a result of •the
national demand for unitized cur-
tainwall and the downturn in the
residential community [which]
provided additional resources from
PGT that could be utilized in the
commercial market through ASI
sales and marketing.Ž  

The joint venture follows PGT•s
announcement on March 4 that it
would downsize its workforce by 17
percent„a •restructuringŽ that fol-
lows a similar move last October. 

Smith reports that while the
focus of the joint venture is cur-
rently unitized curtainwall, •PGT is
diversifying and will market some
entry-level curtainwall products in
the upcoming months.Ž

Although the two companies
had not worked together prior to a
management meeting in August
2007, the current agreement is
exclusive on all unitized curtain-
wall products. However, Smith
notes that the exclusive agreement
won•t impact ASI•s commercial
installation business. 

•Being a contractor, we are more
sympathetic to the issues these
companies face in design and con-
structability. We can help a compa-
ny grow into markets that they pre-
viously did not pursue,Ž he says. 

What•sNews

ASSOCIATION NEWS
WDMA Names New President and Management Company

The Window and Door Manufacturers Association (WDMA)
has announced that it has named John R. Stoiber as its
new president and SmithBucklin as its management

company. The association has relocated from its current head-
quarters in Des Plaines, Ill., to SmithBucklin•s offices in Chicago.

•We believe this move to be a natural one at this stage in
our development,Ž says Rick Kon, WDMA board chairperson. •It
will allow our leaders to focus their energies and expertise on
strategy, objectives, member value and strategic alliances. I am confident that
SmithBucklin•s people, as well as its unparalleled expertise and breadth of
resources will help us expand our reach and allow us to provide best-in-class
programs and services to our members and the industry.Ž

Stoiber holds two bachelor•s degrees and a master•s degree in engineering
from Marquette University. He also holds a master•s degree in business adminis-
tration from Northwestern University•s J.L. Kellogg School of Management in
strategy and finance and is a certified management accountant. In addition to
having founded and served as the chief executive officer of six companies,
Stoiber spent seven years with Johnson Controls in product and sales engineer-
ing roles focused on building and construction solutions and technology relat-
ed to energy efficiency, life safety, security and fire protection.

•WDMA is a unique organization with significant growth potential,Ž says Stoiber.
•As the recognized leader in standards and product performance certification for
the window and door industry, I am excited to have the opportunity to work with
WDMA•s board of directors to create value for our member companies.Ž

In other personnel news, John Prentice, former director of marketing for the
WDMA has left the association. He now serves as vice president industry liaison at
the Portland Cement Association.

John Stoiber

http://www.dwmmag.com
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TDCI and 
FeneTech Form Alliance

TDCI Inc. of Columbus, Ohio,
and FeneTech Inc. of Aurora, Ohio,
have announced that they have
formed an alliance to integrate their
respective solutions, in an effort to
provide manufacturers with a man-
agement system that includes sup-
port for sales activities such as
product configuration and quoting
along with functions for manufac-
turing, delivery and service.

TDCI�s BuyDesignfi software is a
comprehensive guided selling and
configuration solution developed
to streamline the sales process for
customized products. 

FeneTech�s FeneVisionfi software
is a business management system
designed specifically for door and
window manufacturers. The system
integrates production scheduling
and control functions directly with
shop floor equipment to automate
the manufacturing process. 

�No one understands door and
window manufacturing better than
FeneTech, and we�re excited about
working with them to create the
most advanced quote-to-delivery
solution available in the fenestra-
tion industry today,� says TDCI
president Dan DeMuth. 

FeneTech president Ron Crowl
adds, �TDCI�s BuyDesign provides
window and door manufacturers
with intuitive web-based configu-
ration and quoting tools that nicely
complement our order entry, man-
ufacturing and customer service
software. Together, our solutions
can have a huge positive impact on
a window and door company�s
business performance.� 

As part of the alliance, TDCI

and FeneTech have integrated
BuyDesign Configurator, the
product configurator component
of BuyDesign, into the FeneVision
Order Entry application. This
enables all of BuyDesign�s
advanced product configuration,
visualization and data generation
capabilities within FeneVision. It
also provides a single configura-
tion rules management environ-
ment for the combined solution.
Standard links for sharing of cus-
tomer, product and order infor-
mation between FeneVision and
BuyDesign are also being devel-
oped using the BuyDesign
Integrator toolset. Using these
links, the BuyDesign application
for dealer or direct sales force

quoting and ordering (BuyDesign
Channel Sales) can be deployed as
a web-based online solution, or as
a distributed desktop/laptop PC
solution with automated synchro-
nization via the Internet. Orders
are passed directly into
FeneVision to drive the manufac-
turing and shipping process.
BuyDesign applications for web-
site development (BuyDesign
Build-Your-Own and BuyDesign
Virtual Catalog) and for download
of configurable product catalogs
for use within AutoCAD by archi-
tects and designers (BuyDesign
Spec-In) also are available as part
of the overall solution.  

continued on page 16

GLOBAL NEWS
Study Looks at Market in China for U.S. Building Products

In an effort to identify strategic growth opportunities for North American
manufacturers and suppliers in the Chinese home building market, the
National Association of Home Builders� Research Center has launch its second

�China Builder Practices Survey,� gathering data on the characteristics and volume
of building materials used in new-home construction for key cities such as Beijing
and Shanghai. The study will include a look at the purchase of windows for
Chinese residential construction. A previous study was conducted in 2004.

The research on China is modeled after the Research Center�s �Annual
Builder Practices Survey,� which provides data on the size, style, type, volume
and other characteristics related to the materials used in new and existing
American homes.

The data collected in the study will enable product manufacturers to:
� Determine the Chinese market�s need for new products;
� Analyze trends to facilitate expansion into China;
� Plan sales strategies for entering new Chinese markets;
� Track quantities of building materials used in China; and
� Understand purchasing trends in that nation affecting their business.

The China Builder Practices Survey will explore the volume of construction
materials being used in four representative metropolitan areas and will include
windows, insulation, exterior doors, roofing, wood products and concrete.

The research will be conducted in conjunction with Chinese academics, archi-
tects and construction engineers. The results will be provided initially to project
sponsors and then sold to other interested building product manufacturers.
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What�sNews
CONTINUED

Keystone Diversifies Services
Keystone Certifications Inc. of

Etters, Pa., has announced that its
quality assurance program has
been accredited by the
International Accreditation
Agency (IAS).  Participation in the
Keystone quality assurance pro-
gram now qualifies building prod-
uct manufacturers for all major
approval/evaluation programs,
such as Florida Product Approval,
International Code Council
Evaluation Service (ICC-ES)
reports, Architectural Testing
Code Compliance Research
Reports (ATI-CCRR) and more.  

�IAS accreditation is part of
Keystone�s strategy to diversify
our certification and inspection
service offerings across the spec-
trum of building envelope prod-
ucts,� says Jon Hill, Keystone vice
president.  

Keystone also has a new insulat-
ing glass (IG) certification program. 

�The new IG program was creat-

ed in response to the growing
demand for certification of insulat-
ing glass seal durability perform-
ance by government agencies and
other specifiers,� Hill says.

Phantom and Seiki 
Form Partnership

Phantom Screensfi and Seiki
Screen Systems� have
announced that they have signed a
letter of intent to develop a defini-
tive partnership agreement by
which they will deliver a complete
line of retractable screen solutions
to North American customers,
including both manufacturers and
�do-it-yourselfers.�

�Both Seiki and Phantom share a
mutual commitment to provide
retractable screening solutions and
services that meet the needs of
every type of client,� says C. Esther
DeWolde, chief executive officer for
Phantom Screens, which is based
in Abbotsford, British Columbia.

Phantom will handle the distri-

bution, customer service, sales
and marketing of Seiki products in
North America.

�Our general manager of
Seiki�s North American branch,
Jo-Ann Hussey, recommended
Phantom because of its impres-
sive network of authorized dis-
tributors; they have the ability to
service customers in all parts of
the United States and Canada,�
says Hiro Moriya, general manag-
er of international sales for the
Japan-based Seiki.

Laminated Building 
Products Opens Doors

Laminated Building Products
Inc., a full-service profile-wrap-
ping and slitting facility, has
opened its doors in Clifton, N.J.
The new 20,000-square-foot facili-
ty is located at 35 Monhegan
Street. Chris Jablonski, operations
chief and president for the facility,
has more than ten years experi-
ence in all profile-wrapping appli-
cations including exterior, interi-
or, stainable/paintable foils and
wood veneers.
��� www.lbpinc.net

continued on page 18

LEGAL NEWS
Ultra Hardware Parent Company Files for Chapter 11

Shapes/Arch Holdings LLC, the parent company of Ultra Hardware LLC in
Pennsauken, N.J., and Accu-Weld LLC, a door and window manufacturer based
in Bensalem, Pa., filed for bankruptcy on March 16 in the U.S. Bankruptcy Court
for the District of New Jersey. The company�s debt is noted to be between $10
and $50 million, with 100 to 199 creditors, according to court documents.

Among Shapes/Arch Holdings LLC�s largest unsecured industry creditors
included in the filing are PPG Industries (with two claims totaling $232,000),
H.B. Fuller Co. (owed approximately $42,000), Royalplast (owed approximately
$25,000), Caldwell Manufacturing (approximately $21,000), Ventana USA
(owed approximately $18,000), Shapes Unlimited (owed approximately
$14,000), Guardian Industries (owed approximately $13,000), Ultrafab (owed
approximately $13,000) and Sherwin Williams (owed approximately $13,000).

Motion to Dismiss Class-Action Suit Against Pella Denied
The U.S. District Court for the Northern District of Illinois recently denied

Pella Corp.�s motion to dismiss a class-action suit against the company. In the
suit, which was filed in 2006, Saltzman et al. allege that Pella�s ProLine series
of windows suffer from a design flaw that has resulted in widespread failures.

The suit also includes Pella�s �250 Series� and �450 Series� windows sold
through major retailers, such as Lowe�s.  Specifically, the suit alleges that Pella
ProLine aluminum-clad windows are prone to water penetration resulting in
rotting of the internal wood frame beneath the aluminum cladding. 

Under the new agreement, Phantom will
sell and market Seiki�s products in North
America.

http://www.lbpinc.net
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What•sNews
CONTINUED

Thompson Creek 
Establishes New Company 

Landover, Md.-based Thompson
Creek Window Co. officially has
recognized St. Claire Windows as its
new multi-family window renova-
tion company.  

Thompson Creek has manufac-
tured and installed windows for
multi-family replacement (low- and
mid-rise apartments, condomini-
ums, etc.) for more than 27 years but
now all windows for this specific
application will be made by
Thompson Creek Manufacturing and
then sold and installed under the
company name St. Claire Windows.

•We are very excited about St.
Claire Windows,Ž says Rick Wuest,
president of both St. Claire and
Thompson Creek. •We realize the
tremendous opportunity ahead of
us and we are focused on provid-
ing the best product to our cus-
tomers. St. Claire allows us the
ability to do this in both our com-
mercial and retail marketplace.Ž 

St. Claire will focus on multi-
family renovation projects work-
ing with property management
companies in addition to general
contractors and architects in the
Baltimore-Washington metropoli-
tan area.

The company recently pur-
chased an 80,000-square-foot
building in Landover, Md., that will

be home to its manufacturing
plant, offices and showroom.

Roto Frank Selects 
New East Coast Rep

Chester, Conn.-based Roto
Frank of America Inc. has
announced that PRYSM Marketing
Inc. of Doylestown, Pa., is now rep-
resenting Roto on the East Coast. 

•PRYSM•s extensive technical
knowledge and experience in the
window, door and insulated glass
industry, combined with their
reputation for excellent and per-
sonal customer service, all played
a major role in our decision to
have them represent us in the
marketplace,Ž says Greg Koch,
president and chief executive offi-
cer of Roto Frank.

Ed Robinson, president and
founder of PRYSM Marketing, adds,
•All of us at PRYSM Marketing are
excited about the opportunity to
represent Roto Frank of America in
the marketplace.Ž

Correction
In the Software Buying Guide

(see March DWM, page 24), where
the FeneVision system from
FeneTech was featured, the infor-
mation that this software offers
order entry and configuration
capabilities was inadvertently
omitted. We regret the error.

EVENT NEWS
AMI•S Profiles 2008 to Focus 
on Cutting Costs and Enhancing Products

Applied Market Information Ltd.•s Profiles 2008 event will be held June 3-4
at the Hilton in Charlotte Center City, N.C. The event will feature a range of
speakers with a focus on how to cut costs and enhance products in the

manufacturing arena.
A speaker from Deceuninck will deliver the keynote address, while a DuPont

official will talk about new modifiers for PVC that can reduce its extrusion tem-
perature and a Rohm and Haas representative will discuss new additives the
company has researched to control material properties.

A Gorell Windows and Doors representative also will discuss the green quali-
ties of PVC. In addition, Architectural Testing•s on-site representative will hold a
presentation on product testing. �

http://www.dwmmag.com
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Truseal Reports on Early Success of
Envirosealed Windows’ Campaign

Truseal Technologies Inc. has
announced that 78 customers
signed up for its new

Envirosealed Windows’ cam-
paign in the first six months of the
program.

Unveiled in September 2007, the
campaign is designed to help win-
dow manufacturers and dealers
address the growing demand for
green products by selling the envi-
ronmental benefits of windows
containing Truseal Dura Platform
spacers.

•Our customers have responded
enthusiastically to the
Envirosealed Windows concept,Ž
says Truseal president Gus
Coppola. •We•re pleased to be part-
ners with them in helping home-
owners make living spaces more

environmentally friendly and save
money at the same time.Ž

The campaign includes a variety
of marketing support tools,
including consumer brochures,
window stickers for showroom
and sample displays, lawn signs,
posters and door hangers, to assist
manufacturers, dealers and
remodeling contractors. It also
features a website that includes
direct links to the sites of window
manufacturers who offer and pro-
mote Envirosealed Windows. 
��� www.envirosealedwindows.com

DOE Presents 
ENERGYSTAR® Awards

The Department of Energy
(DOE) has announced its 2008
ENERGY STAR awards. Pella Corp. in

Pella, Iowa, was named the 2008
ENERGYSTAR Partner of the Year for
Window Manufacturing. Gorell
Enterprises in Indiana, Pa., and
ProVia Door of Sugarcreek, Ohio,
both were recognized with 2008
ENERGY STAR Sustained Excellence
Awards.

The awards for doors, windows
and skylights are based on the fol-
lowing criteria: 
€ Percentage of models offered

that are ENERGYSTAR-qualified;
€ Proportion of total unit sales that

are ENERGYSTAR-qualified;
€ Correct and consistent labeling

of ENERGY STAR-qualified prod-
ucts and display units adhering
to the ENERGY STAR Marks, Maps
and Messaging Guidelines; 

€ Inclusion of ENERGY STAR logos,

EnergyandEnvironmentalNews

At DWMmagazine, we write a lot about green issues, so we decided to
profile manufacturers periodically who indeed are putting green princi-
ples into place. So if you•ve been wondering how to go green, follow-

ing are a few examples of what one company is doing. 
If your company would like to be featured in this new section, please e-mail

ttaffera@glass.com.

Windsor Windows and Doors
Environmental Principles: At a Glance

The company recently built a second manufacturing facility in West Des
Moines, Iowa, with green in mind. The building was engineered to be thermally
efficient with optimal airflow, and, through the use of florescent light bulbs,
Windsor saves half the energy than what it used with standard light bulbs.

While the company utilizes green principles in its production, this spills over
into other aspects of the company as well. 

•When redesigning a product we look to increase its lifecycle and consid-
er opportunities to integrate more environmentally friendly materials and all
marketing materials are printed on recycled paper,Ž according to company
literature. 

Additionally, all of the company•s top vendors participate in an extensive
recycling program and adhere to, or surpass al local, state and national envi-
ronmental regulations put in place.

A Look at What Windsor
Recycles or Reuses Annually
Glass 38.5 tons
Wood 25 tons
Vinyl/cellular PVC 40 tons
Aluminum 22 tons
Cardboard 5 tons
Scrap metal 4 tons
Paper 3 tons
The company also 
recycles the following:
Cans;
Wood pallet;
Batteries;
Fluorescent light bulbs;
Oil;
Oil filters;
Tires;
Toners and ink cartridges;
Materials from obsolete equipment;
Computer parts; and
Concrete.

Profiling a •GreenŽ Manufacturer

http://www.envirosealedwindows.com
mailto:ttaffera@glass.com
http://www.dwmmag.com


Get Automated
With up to 850 Sash per Shift in
under 1200 square feet !

stürtz
Machinery, Inc.

Stürtz Machinery Inc.
30500 Aurora Road · Solon, Ohio 44139
Telephone 440-248-4009 · Telefax 440-248-4018
info@sturtz.com · www.sturtz.com

Winner of the 2007
Crystal Achievement Award
for Most Innovative Machine!

The Stürtz Compact Sash Line offers a space saving solution
for high production welding and cleaning with capacity for
up to 850 welded and cleaned sash per shift in under 1200
square feet, and with only one operator!
The close proximity of the double stack welders allows one
operator to efficiently load both machines. Upon removal
of the welded sash via a high speed belt system, the welders
automatically size for the next cycle. The belt system then

feeds the sash into a four head cleaner designed to clean all
four corners simultaneously in approximately 25 seconds.
The cleaner can be outfitted with optional tilt latch routing
and pivot bar insertion drilling.

» Find out more about Stürtz today by calling 440-248-4009.
www.sturtz.com

mailto:info@sturtz.com
http://www.sturtz.com
http://www.sturtz.com


messaging and program infor-
mation in marketing collateral
and advertising materials; and 

€ Integration of ENERGYSTARcontent
in sales staff training materials. 

��� www.energystar.gov

Builders• Challenge
The U.S. Department of Energy

(DOE) has posed a challenge to the
homebuilding industry: to build
220,000 high-performance homes
by 2012. The Builders• Challenge

initiative will require homes to
meet a score of 70 or better on the
EnergySmart Home Scale in order
to qualify for the challenge. Homes
that qualify must meet a 70 or bet-
ter on the DOE•s EnergySmart
Home Scale (E-Scale), available on
its website. 
��� http://www1.eere.energy.gov/
buildings/challenge/

PPG Becomes 
Founding Reporter of 
the Climate Registry

PPG Industries has become a
Founding Reporter of the Climate
Registry. The Climate Registry is a
non-profit organization estab-
lished to measure and publicly
report greenhouse gas (GHG)
emissions in a common, accurate
and transparent manner consis-
tent across industry sectors and
borders.

By joining the group, PPG has
committed voluntarily to meas-
ure, independently verify and
publicly report its GHG emissions
on an annual basis using 
the Climate Registry General
Reporting Protocol. The protocol
is based on the internationally
recognized GHG measurement
standards of the World Resources
Institute and World Business
Council for Sustainable
Development.

PPG set its GHG emission goals
late last year and aims to reduce its
total energy intensity 25 percent
from 2006 to 2016 and its total
global GHG emissions 10 percent
from 2006 to 2011.

d
o
o
r

&

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

22 www.dwmmag.com

Seeking
Representatives
and Distributors

EnergyandEnvironmentalNews
CONTINUED

b r i e f l y

Titan Wood Limitedhas won the
overall Dutch National Award for
Sustainability Innovation for its
Accoya® wood product.  Dallas-
based Titan also won in the catego-
ry of Sustainable Production
Technology. �

http://www.energystar.gov
http://www.dwmmag.com
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The day of a door and window
manufacturer is a busy one,
so there isn•t much time to

research the latest new products
and services. That•s where DWM•s
New Products Guide comes in.
We•ve requested information from
suppliers in all facets of the indus-
try and their submissions on the
latest products are found in the
pages below. Keep this guide for
reference. It will save you time
when you•re next looking for a new
lock or a new software package. 

HARDWARE
Latch, Lock and Go 

Ashland Hardware
Systems has a
new hardware

that integrates
the tilt and lock

function of hung-
style vinyl win-

d o w s ,
m a k -
ing opera-
tion smooth and
simple for the homeowner.
Central to this integration tech-
nology is DualTech’, a simple

intuitive operation with a clean
lock rail appearance, according to
the company.

For smooth and quick system
integration into existing window
designs, DualTech adapts automat-
ically to a large range of profile
designs and offsets in the industry.
Sash fabrication for the entire sys-
tem is also very simple, requiring a
basic one-step route operation for
both the latch and lock. 

The installation also is simple
for window manufacturers, as it is
offered in three sub-assemblies.
Three different extension bar
lengths may be chosen, and the
entire system can be installed in
less than 30 seconds, according to
the company. 

DualTech holds up to 400
pounds of static load, and allows
maximum profile strength at crit-
ical areas of the window sash,
according to the company.
Additionally, DualTech passed

more than 16,000 cycles,
which a company

representa-
tive says is
more than

four times the industry standard. 
��� www.ashlandhardware.com

HOPPE Handles Gets Bronzed
The newest line of handles for

swing and sliding multipoint locking
patio doors is now available in
bronze, according to the Fort

Atkinson, Wis.-based HOPPE North
America. The new HOPPE Bronze
hardware line offers handle set
selections for swing and sliding
patio doors that operate with the
HLS’ 9000 multipoint hardware
systems from HOPPE.

THIS JUST IN
Get the Scoop on the Newest Products in
DWM•s Fourth Annual New Products Guide

SCREENS
RiteScreen at Right Price

RiteScreen has added a new patio door screen
to its offerings and says the product provides pre-
mium quality at a non-premium price. The
•148ExtŽ aluminum frame is a 2-inch wide profile
that features an attractive contoured design,
according to the company. The •148ExtŽ is avail-
able with RiteScreen•s AdvanEdge side adjust roller
system, which delivers stability and rolling per-
formance. With this addition, the company says it
is possible to •upgrade to a premium door without
the premium price.Ž
��� www.ritescreen.com

http://www.ashlandhardware.com
http://www.ritescreen.com
http://www.dwmmag.com
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The HOPPE Bronze line is pro-
duced using an investment casting
process. According to literature from
the company, the Patina finish is
designed such that it will change in
color and texture over time subtly.
��� www.hoppe.com 

G-U�s New e-Lockbolt is Easy
The new BKS e-Lockbolt is the

only bolt of its kind available in a
multi-point construction, according
to G-U Hardware representative
Dan Alexander. The motorized slid-
ing door system has an integrated
deadbolt and latch, requires no key
and works as a burglar alarm as
well. In addition, according to infor-
mation from the company, it is eas-
ily programmable and is re-keyable
with an emergency key override.
The system, which requires no
wiring, is available in six finishes
and has a panic exit function.
��� www.g-u.com

Vent It with 
New Stop from Vision

Vision Industries Group has a
new, innovative vent stop. The 1760
vent stop has two new features: it is

equipped with a uniquely designed
toggle-action tumbler that�s activa-
tion is said to be as simple to use as
a light switch; and, it has the ability
to secure itself into any wall thick-
ness ranging from .055 to .120 with
a single SKU. The patent-pending
device is coupled with a complete-
ly enclosed rear housing to prevent
air infiltration.
��� www.visionhardware.com

Manhattan Makes
its Big Debut 

Inspired by its East
Coast customers, The
�Manhattan� is a new
handle designed to work
with the TITAN� sliding
patio door locking sys-

tem from Roto Frank
of America. The han-
dle features an
ergonomic design
and inside mounting
screws that are side-
mounted for a clean
appearance. It is
available in interior
and exterior lock
assemblies (locking
and non-locking), and
customers can choose
from 2-, 4- and 6-point options. 

The 2-point version has two

opposing hooks to prevent the
door panel from being lifted off the
track and out of the frame. All lock
assemblies have a heavy-duty mis-
handling device to prevent dam-
age to the locking hooks when
closing the door and a
locking/unlocking detent feature
that indicates positive-lock or

unlock status. 
Other compo-

nents in the
TITAN system
include exterior
pulls in locking or

n o n - l o c k i n g
c o n f i g u r a -
tions, a latch

lever, a mount-
ing base, strikers
(2-point, 4-point,
extruded with
flange), and cylin-
ders that are
available keyed

alike or keyed
random, with

either a chrome
face or brass face
finish.
��� www.roto-
hardware.com

continued on page 26

DECORATIVE GLASS
Stained Glass Meets Metal 

Kenyon�s Stained Glass Factory Inc.
says it has enhanced the look of its cur-
rent product line by blending traditional
stained glass with its metalist designs.
Metalist pieces are treated like cut glass
and inserted into caming. The metalist
designs simulate the look of forged iron-
work, but with intricate detail that cannot
be matched with traditional wrought iron.  

�Over the past year, we�ve seen
wrought iron as a popular design choice
for doors and windows,� says Chris
Kenyon, president. �By incorporating
glass or metalist accents to doors or
windows, homeowners can add value
and curb appeal to their homes.�

The company specializes in custom
shapes, sizes, colors and designs with
lead times of less than 10 days.
��� www.kenyonglass.com

http://www.hoppe.com
http://www.g-u.com
http://www.kenyonglass.com
http://www.visionhardware.com
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SOFTWARE
FeneVisionfi Web Center
Helps Improve Business Flow

According to FeneTech, it�s
commonsense: �The easier it is for
your clients to generate quota-
tions and place orders the more
likely they are to buy from you.�

The company says its
FeneVision Web Center allows
manufacturers to in turn provide
their customers with round the
clock access to real-time pricing
and scaled graphical representa-
tion of the quoted product. This
shortens the lead time of the
quoting process and transmits the
order electronically to a facility,
eliminating the need to enter an
order manually. 

The company says that cus-
tomers will also have access to
on-demand pricing, delivery
time and real-time confirmation
that what they are asking for can

actually be manufactured. They
also have the capability to check
the status of existing orders along
with their purchase history. An
added benefit to manufacturers
is they can promote different
specials or messages to cus-
tomers each time they log in to
the system.
��� www.fenetech.com

i-Sight Gives 
Eyesight to Plant Staff

The new i-Sight software from
GED Integrated solutions enables
machinery to report actual mate-
rial usage, cycle times and
throughput instantly and in real
time. Part of the Twinsburg, Ohio-
based company�s LeanNETfi soft-
ware line, the new addition is
designed to give financial and
management personnel a virtual
view of the production floor, mak-
ing it easy for them to analyze
detailed, to-the-minute produc-
tion costs, including unplanned
manufacturing due to remakes,
material problems, quality issues
or mistakes, according to infor-
mation from GED.

i-Sight also enables window
machinery to e-mail key person-
nel when emergency, preventive
or predictive maintenance is
needed.

GED provides complete installa-
tion, training and customization of
i-Sight software. 
��� www.gedusa.com

Windflite Offers 
Double the Solutions 

Windflite Computer Systems
Inc. offers two different software
systems for door and window
manufacturers, Winsys Lite and
Winsys Lite Eye.

Winsys Lite allows remote entry
of orders and estimates, works as
a stand-alone program on a per-
sonal computer, laptop or internal
network, uses encrypted Winsys
data for product information and
allows dealers to e-mail order to
the factor for import into Winsys
so that no re-keying is needed. In
addition, Winsys Lite allows for
the addition of dealer charges,
such as installs, measures, etc. 

Winsys Lite Eye, however, runs
as an online program and offers
all of the features of Winsys Lite,
along with a backlog inquiry
tool. All of the data for the sys-

continued on page 28

continued from page 25

OPERATOR SYSTEMS
Make Windows �Marvel��-ous with Truth System

Truth Hardware�s latest Marvel� Power Operator system for windows and
skylights is comprised of a small
and sleek motorized
system that the com-
pany says is simple to
install and easy to

operate. The system
is rated to lift skylight sashes

weighing up to 90 pounds, and oper-
ates from a standard 110-volt household cur-

rent, with no transformer required. Company officials
say that this system for windows and skylights proves that sim-

pler can be better.
��� www.truth.com
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Because winter
doesn•t last all

year, even in
Minnesota.
(Or in Alberta,

Montana,

Manitoba,

Michigan,

Ontario,

Vermont,

Maine,

etc.)

After the bone-chilling cold comes sweltering heat ƒ and only one glass delivers comfort year
around … Loå3-366’ (low-e cubed). High solar gain low-e glass (HSLE) may look okay at first. But
even on winter days, solar gain can increase room temperatures so much that homeowners open
windows or close blinds. At night, with no sun, the interior glass surface gets cold creating more
discomfort. Then when summer rolls around, the solar gain from HSLE really plays havoc with
comfort.Yourcustomers•customerswantenergy-efficientwindows thatalsokeep themcomfortable
… windows with Loå3-366. For more information, visit cardinalcorp.com.

Loå 3-366 TM > XL EdgeTM > Neat TM > Preserve TM

Cardinal CG Company/ Superior glass products for residential windows and doors
A CARDINAL GLASS INDUSTRIES COMPANY
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tem is stored on secure web
servers at Winsys headquarters,
and dealers can check the status
of orders online 24 hours a day,
seven days a week. In addition,
order-entry can be disabled,
making the system simply an
order inquiry tool.
��� www.windflite.com

It�s the New Frontier 
(ERP) from Friedman

Friedman Corp.�s Frontier ERP
suite offers all types of services for
coordinating the manufacture and
sale of your products. The system

includes solutions for advanced
order promising, purchasing order
control, inventory control, materi-
als optimization, purchasing and
receiving, advanced manufacturing
execution, business unit security,

customer data management,
license plate control, product cost-
ing, real-time reporting, configura-
tion management, accounting,
materials planning, product data
management and production
scheduling and matching.

In addition to the product suite,
the Deerfield, Ill.-based company
also offers an e-business product
that enables customers and sales

representatives to gen-
erate quotes and
orders directly, using
the Internet and a Java-
enabled browser. 
��� www.friedman-
corp.com

Manage
Your Projects 
with SureFire

The project man-
agement software sys-
tem from SureFire
Systems Inc. comes
fully loaded with
product and manu-
facturing data, so that
manufacturers can
begin using it imme-
diately. In addition,

the company sends its team mem-
bers out to tour manufacturing
plants in an effort to understand
manufacturers� needs for the soft-
ware system.

The system will combine a com-
pany�s price book, engineering bills
of material, plant flowcharts and
work centers to provide a total proj-
ect management solution.
��� www.surefiresys.com

HANDLES
Life and Slide with FFI

The latest handles from
Function Fenestration Inc. (FFI)
not only lift, but they slide, too, in
an effort to complement the com-
pany�s stainless steel lift slide sys-
tem hardware.

FFI�s handles all are high quality
and designed to resist corrosion,
according to the Hawthorne, Calif.-
based company. FFI custom brass
handles are made of hot-forged
brass with a choice of oil-rubbed
bronze, satin nickel or a polished
brass finish. They also have low-
profile plates and come with a 5-
year warranty. The handles are

continued on page 30

PACKAGING
A Packaging Essential

The bottom skid by Doorframer Inc. of Lincoln, Calif., is
designed to protect the jamb from chipping and to make

the door easier to slide, according
to company officials. It�s intended
for use with both interior and
exterior doors from the point of
manufacture to the point of
installation. The bottom skid is
secured by stapling to the jamb.

According to a company
release, it is easy to install and its
design reduces the chance of a
part being dislodged by rough
floors or wire racks. In addition,
the bottom skid can be installed
on the head jamb for easy move-
ment when the door is inverted.
��� www.doorframer.com 

FILMS
Renolit Offers FAST Solutions

American Renolit Corp.
has announced an expan-
sion of its FAST exterior
film range to include new
commercial colors. These
new color selections, the
�Euras� colors, are designed
to allow PVC and fiberglass
windows to have the pop-
ular metallic finishes of
anodized metals, according
to information from the
Swedesboro, N.J.-based company. The films are designed to be compatible with
both the interior and exterior of the window profile.

The films carry 10-year warranty in the United States and Canada. The Euras
line includes one silver and two metallic anodized finishes. The FAST range also
now includes a true black color laminate film.
��� www.renolit.com

continued from page 26
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Urban Machinery
125 Werlich Drive

Cambridge ON, N1T 1N7, Canada
519-624-0080  €  519-624-8588 fax

sales@urban-machinery.com

192 North Otto Street
Port Townsend, WA  98368

360-379-1576  €  360-379-4156 fax
urban@urban-usa.com

flexibility

in

changing

markets

P e a c e  o f  M i n d .

expert 

service

when you

need it

Integrated Solutions 
and Equipment for:

€sawing
€fabricating
€welding
€cleaning
€assembly 
€material handling

the ability

to exceed

production

quotas

equipment

that

diagnoses

itself

professional

follow-

through

P e a c e  o f  M i n d .

experience

you

can

build on

when you

call,

the phone

is answered

what's

promised

is what's

delivered

P e a c e  o f  M i n d .

mailto:sales@urban-machinery.com
mailto:urban@urban-usa.com
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available in numerous configura-
tions, including removable, fixed
and double handles for cylinders�
with matching pulls for exteriors or
screen doors. Other handles
options include stainless steel and
handles. 
��� www.fenestration.net

MACHINERY
CMS Launches ARES Series

CMS North America, a division
of CMS Industries of Zogno (BG)
Italy, now has available the ARES
Series CNC machining centers. The
centers are equipped with a five-
axis, liquid-cooled 8-HP or 16-HP

working unit machin-
ing entry doors and
windows. Work areas

range from
12 by 4.5 by 4 feet, up to 19.5

by 7.7 by 4 feet with single or mul-
tiple work zones and twin shuttle
tables are available. The centers
have automatic front doors with
enclosed sides and back for maxi-
mum safety and dust containment,
according to the company. 
��� www.cmsna.com

Corner Cleaners 
Aplenty from Urban

The two newest corner cleaners
from Urban Machinery in Port
Townsend, Wash., were
designed to meet a variety of
corner-cleaning needs for
manufacturers.

The SV-410 is a single-head
CNC cleaner designed to pro-
vide complete cleaning flexibili-
ty for all areas of any frame or
sash profile. The machine comes
standard with programmable
disk cutter, top and bottom hori-
zontal scarfing knives, vertical
inside scarfing knives, top and bot-
tom vertical drilling/routing units,
automatic profile recognition and

precision CNC motion control.
Additional options include a wide
array of standard and custom
c l e a n i n g

tools,
including Urban�s
double pocketknife, an inside
cleaning saw blade, custom angle
knives, custom radius knives and
tiltable horizontal drills. Also stan-
dard are high-speed drive compo-
nents, Windowsfi user interface,
comprehensive self-diagnostics
and oversized profile support table
with integrated safety fencing.

The SV-722 is a twin-head, flexi-
ble, high-capability, high-through-
put cleaner designed specifically
for PVC sash manufacturing,
according to the company. The SV-
722 offers complete servo-driven

continued on page 32

SPACERS
I-Spacer� Offers Thermal Performance and More

Technoform�s I-Spacer� is designed to provide thermal
performance, condensation resistance, structural rigidity
and aesthetic appeal for insulating glass (IG) units in
both residential and commercial applications. The com-
pany recently increased its manufacturing operation
for the spacer to 24 hours a day, seven days a week,
making it readily available to manufacturers.

Additional performance benefits include: high
argon retention; easy integration with current IG
manufacturing equipment; machine-controlled
muntin locations; corner connectors that incorpo-
rate argon-filling holes; and aesthetically pleasing
sightlines, according to information from the com-
pany. Several color options are available as well.
��� www.technoform.us

DOOR COMPONENTS
Increase Your 
(Doors�) Iron Intake

Kits Glass is now offering custom
wrought iron for doors, sidelites, tran-
soms and many other applications.
Regardless of design, size or shape
required, the company can fabricate
wrought iron insulating tempered
units to complement any architectur-
al style. All units can be sealed with
one of several obscure glass options
where privacy is required, according
to information from the company.
��� www.kitsglass.ca

continued from page 28
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sash cleaning and features two
high-speed servo axes per head
(four axes total). It also features
Omron PLC-based control with
quick start and shutdown, HMI
Industrial touch pad interface with
Urban�s standard SV user menu
structure, easy maintenance access
and a self-diagnostic alarm system
that company officials say provides
quick and accurate troubleshoot-
ing. Other features include stan-
dard automatic profile identifica-
tion and optional tilt latch and
pivot bar processing.
��� www.u-r-b-a-n.com

Erdmanfi Offers
Automated Glazer at
Affordable Price 

Erdman is introducing a new
automated glazer, the 2000
Series. According to the com-
pany, this new automated glaz-
er was developed as an econom-
ical alternative to its 3000 and

5000 Series Automated Glazers.
The new machine is equipped
with a stepper control system uti-
lizing Erdman�s fluid-metering
technologies to provide a consis-
tent bead of sealant and maintain
accurate and reliable production.

Like Erdman�s other machines,
the new glazer is electronically

speed-controlled and
utilizes its sealant-
metering system to pro-

vide a consistent,
uniform bead

of sealant, according to informa-
tion from the company. The
machine can dispense both ambi-
ent and heated sealants and is
suitable for aluminum, wood,
vinyl and composites.
��� www.erdmanautomation.com 

Pre-Hang Doors from Start
to Finish with Dotul�s System

Dotul Inc. now offers a com-
plete system for pre-hanging
doors. The system from Pagosa
Springs, Colo.-based company
includes a loader, machining cen-

ter, unloader and assembly
table used in sequence pro-
vide safe and efficient door
handling operations.
Company officials say the

heavy-duty design of each
machine is well-built, reliable

and affordable. The newest
addition to the line is the DT-525

automatic loader. The operator no
longer has to lift the door into the
machine, speeding production
and reducing the risk of injury. All
Dotul pre-hanging machinery car-
ries a 2-year parts warranty.

The Dotul system is available
from its distributor, Global Sales
Group.
��� www.globalsalesgroupllc.com
or www.dilco.net �

DISPLAYS
New EDTM Tool Provides Multiple Values All at Once

The latest tool from Electronic Design to Market Inc. (EDTM) displays solar heat gain
coefficients and ultraviolet and visible light trans-
mission values simultaneous-
ly. The WE2500 window
energy meter is simple and fast,
according to the Toledo-based
company, and is an effective sales
tool when demonstrating the qualities of a piece of
glass. The system is portable and self-contained,
does not require any additional light sources and is powered by a 9-volt battery.
��� www.edtm.com

DAC Allows you to Stow-N-Go
The Stow-N-Go display addresses the age-old dilemma

of showing a full-size product while keeping a display
transportable, according to its manufacturer, DAC Products.
The latest display set-up from the East Bend, N.C.-based
company includes trade show pop-up walls, table-top dis-
play panels, banner stands and accessories. In addition,
DAC produces wide-format digital printing to make your
trade-show booth stand out.

The company also offers custom designs to meet your
individual requirements.
��� www.dacproducts.com

continued from page 30

DT-540 Unloader
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