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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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The Eagle
Automatic Latch Version

12650 Patrick Henry Drive, Newport News, VA 23602   Phone: 800.927.1097
Web: www.g-u.com/us   E-mail: g-u@g-u.com

There are no “ner products. No “ner engineering.
And no one more attentive to detail. Anywhere.

She and millions others are safe in their homes because for more than 100 

years G-U has led the industry in innovation, design and technology. While 

others have tried to copy our Eagle lock, none has succeeded, making it 

North America•s preferred operating multi-point lock system.

As the fenestration industry•s leading innovator for 

more than 100 years, G-U prides itself on quality 

hardware, knowledgeable technical assistance and 

the most reliable customer service.

SAFETY FOR AN
UNCERTAIN WORLD

The unparalleled Eagle locking system:
� Ê � U� Ê� ÊAutomatically and independently engages at each latch with a unique,

G-U patented design

� � � s� � � �Does not require lifting of lever to engage locking points

� � � s� � � �� (� A� S� �multipoint latches that extend to 3 ‡4Ž (20 mm) and become deadbolts
automatically when the door is closed

�� �s�� ���)�S���L�O�C�K�E�D���B�Y���T�U�R�N�I�N�G���T�H�E���T�H�U�M�B�T�U�R�N��90 degrees inside or with key outside; special 
babysitter function locks the complete system simply by rotating the thumb turn 
from the inside, simple and intuitive North American operation

�� �s�� ���)�S���C�O�N�S�T�R�U�C�T�E�D���W�I�T�H��stainless steel in critical areas for maximum
corrosion resistance

�� �s�� ���)�N�C�O�R�P�O�R�A�T�E�S���A���5���3�����#�Y�L�I�N�D�E�R���W�I�T�H���A��standard Schlage •CŽ Keyway and is available
in complementary trim styles and finishes

http://www.g-u.com/us
mailto:g-u@g-u.com
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A A M A A N A L Y S I S

Sill Height Code Proposal Poses Hurdles
B Y  C H U C K  A N D E R S O N

Today’s windows must address
many issues while meeting a
multitude of requirements,

some of which conflict and require
reasoned trade-offs. A case in point
is accommodating the dual missions
of preventing children from falling
and providing an emergency exit. 

What’s Safest: 36 or 24?
Attempts to regulate the mini-

mum sill height began with a 2001
recommendation for 36 inches. The
latest requirement, codified in the
2006 International Building Code
and International Residential Code,
calls for a minimum sill height of 24
inches for operable residential win-
dows located more than six feet
above grade (unless the window is
fixed, equipped with a window
guard or cannot be opened more
than four inches). Given the opinion
that such a requirement would com-
promise egress for fire safety, many
state jurisdictions that otherwise
adopted the 2006 I-codes elected not
to include the sill height minimum.

Consequently, the ICC Code
Technology Committee (CTC),
established by the International
Code Council’s (ICC) Board to study
various code issues, introduced a
change proposal (RB173) into the
2007/2008 code revision cycle that
would preserve the 24-inch mini-
mum sill height requirement but
would introduce four exceptions.
These include the provision of fall
prevention devices or guards that
comply with ASTM F 2006, Standard
Safety Specification for Window Fall
Prevention Devices for Non-
Emergency Escape (Egress) and
Rescue (Ingress) Windows, or ASTM F
2090, Specification for Window Fall

Prevention Devices With Emergency
Escape (Egress) Release Mechanisms,
and those equipped with load-resis-
tive screens that meet the require-
ments of ANSI/SMA 6001,
Specifications for Metal Protection
Screens. The Screen Manufacturers
Association (SMA) has decried such
referencing of this standard, as it
addresses security screens intended
to prevent forced entry and was not
designed to address fall protection.

Also exempted from the mini-
mum sill height requirement would
be windows with a self-acting win-
dow opening limiting device
(WOLD) capable of prohibiting the
free passage of anything larger than
4 inches through the maximum per-
mitted opening. The WOLD must
have a clearly identified and easily
operated release mechanism to
allow for emergency escape.

This proposal, which the industry
judged as posing significant compli-
ance problems, was disapproved by
the ICC at its February hearings.

Public Comments Could
Reverse Decision

But the issue is still up for consid-
eration at the September 17-23 Final
Action Hearings. The original RB173
proposal, although disapproved in
February, could be resurrected and
“approved as modified” per public

comments (PCs) received in the
interim.

Foremost of these PCs would rein-
troduce the formerly attempted 36-
inch minimum sill height. Raising
the minimum sill height to 36 inches
greatly limits the opportunity to pro-
vide an adequate opening size to
meet egress requirements and could
make it difficult for some types of
window products to serve as a
means of egress/ingress during the
event of a fire or other emergency. It
is mathematically impossible for
double-hung and single-hung prod-
ucts to meet the minimum egress
opening requirements in an eight-
foot wall if the sill has to be 36 inch-
es above the floor.

Another PC would replace the
requirements for WOLD that were in
the original RB173 with a reference
to ASTM F 2090. However, as ASTM F
2090 is undergoing the revision bal-
loting process and not yet published,
there is currently no standard defin-
ing WOLDs.

A third PC would remove refer-
ence to the SMA 6001 standard and
clarify the requirements for operable
sections of windows that are within
24 inches of the floor.

Given the possible consequences,
the AAMA Codes Working Group and
the WOLD Sub-Task Group have
highlighted the need to inform
stakeholders of the problems if such
requirements are codified. �

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

It is mathematically 
impossible for double-hung
and single-hung products 

to meet the minimum 
egress opening requirements
in an eight-foot wall if the

sill has to be 36 inches
above the floor.
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In Flexible Warm Edge Spacers

Now You Have
ChoiceAReelReel

�9�A�J�%�L�A�?�@�L�������L�`�]���?�]�f�]�j�a�[���a�k���Y���Û�]�p�a�Z�d�]���^�g�Y�e��
tape spacer that provides superior warm-edge 
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Why pay a premium?
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VISIT US AT GLASSTEC,
HALL 11, STAND 11B83
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d
o
o
r

&

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

8 www.dwmmag.com

E Y E O N E N E R G Y

An Energy Modeling Primer
How Do Windows Fit In?

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

As debate continues to rage
over proposed changes to
ENERGY STAR®, I recall a very

telling meeting with a general man-
ager (GM) of a glass shop on the
subject of U-factors and solar heat
gain coefficients. I arranged the visit
because I knew there was a discon-
nect in the industry. Why was it so
important to have U-factors avail-
able in the marketplace? There had
to be a compelling reason beyond
just marketing. When I arrived, the
GM was quite puzzled when I told
him I really wanted to peruse his
paperwork. I proceeded to pull out
my computer, asking him to provide
information I could use to fill out
the window portion of the modeling
program for performance energy
code compliance or E NERGY STAR

Homes certification. After a few
moments, he observed, “How do
you enter my product into this cal-
culation?” I smiled—I had found my
disconnect.  

The answer was he couldn’t. It
turns out this particular facility
spanned the gamut of fenestration
products, producing assembled fen-
estration as well as glass and lineal
components. The only inputs in the
program were for whole window
products. There was no place to
enter a fenestration component U-
factor or R-value. 

On the surface, this limitation
seems discriminatory. Other build-
ing envelope materials were entered
as R-values. Why not windows?

Houses and buildings are made
up of assemblies (walls, ceilings and
floors). Each assembly is made up of
multiple materials in proportion to
each other. Each material handles
energy differently. Some reduce

conduction very well, but aren’t very
good at preventing convection.
Others conduct a lot of energy, but
stop radiation. You can characterize
how a particular combination of
materials will performance if you
know how much material you have,
the ratio of that material to the
whole and how that material con-
ducts, convects and/or radiates.
From there, you can figure out how
much external energy will be need-
ed to maintain a desired tempera-
ture. The relationship of the build-
ing envelope (the assemblies) to the
external energy (mechanical sys-
tem) allows any particular modeling
program to deduce projected energy
usage and consumer cost.

There are, however, arguably
hundreds of inputs for these calcu-
lations. If the user had to input every
single one, such modeling would
take an excessive amount of time.
Programmers have realized that
since the properties of many materi-
als are always consistent, only vari-
able components inputs are need-
ed. The program then adds together
consistent and variable R-values of,
say, wall materials to determine the
overall transmission of the wall sys-
tem, the U-factor.

So if it’s possible to calculate a
wall, why not a window? Well, some-
times the program does do this. If a
whole window U-factor isn’t used,

there are often default options
based on the window description
using bare-bones calculations.  

However, this is problematic for
the window industry because it
perpetuates the myth that windows
can’t be efficient products, so
builders and consumers should put
their money into other efficient
technologies. Over the last ten
years, in fact, a whole host of effi-
cient fenestration technologies
have become mainstream. One
fundamental truth still remains—
windows are meant to be transpar-
ent, which means you shouldn’t be
able to see the technology that
makes them efficient. Windows
today are far more efficient than
you can tell by just looking at them.
It would be next to impossible for
an average computer modeler to
know how to enter reasonably
accurate information based on
components that could then be
field-verified.  

As LEED continues to gain promi-
nence and as we inch toward the
Department of Energy’s goal of zero-
net energy homes, the need for reli-
able thermal transmission perform-
ance for the vast array of whole win-
dow products is paramount. The
rest of the codes and building sci-
ence world simply can’t evaluate
how efficient our products are better
than we can. �

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

The only inputs in the 
program were for whole
window products. There 
was no place to enter a 
fenestration component 

U-factor or R-value.
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http://www.dwmmag.com




d
o
o
r

&

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

10 www.dwmmag.com

T R E N D T R A C K E R

And the Survey Says ...
Bigger May Be Different, But Not Necessarily Better

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

Another year has passed and we
recently completed our 2007
Window and Door Industry

Benchmark Survey, capturing data
regarding 34 companies with a total
of $2.2 billion in revenues. While we
only make the complete results of the
survey available to participants, we
wanted to share some of the findings
with DWM’s readers. And, while the
results can’t be guaranteed to be pre-
dictive of companies across the entire
industry, the general trends highlight-
ed in the survey should be of interest
and use to door and window industry
participants.  

This installment of the survey sup-
ported our prior research indicating a
link between earning various indus-
try certifications and having lower
warranty expenses. According to our
results, the Hallmark, ANSI, AAMA
Gold Label, ASTM and ENERGY STAR®

certifications were all predictive of
companies experiencing lower war-
ranty expenses as a percentage of rev-
enue, when compared with compa-
nies without that certification. It can’t
be proven from the data, but it is log-
ical that the same improvements and
high standards needed to achieve
various certifications also exhibit
themselves in higher product quality
and, therefore, lower warranty
expenses. Again this year, the certifi-
cations most commonly earned by
survey participants were NFRC certi-
fication and the E NERGYSTARrating.  

There are clear differences in busi-
ness practices that emerge between
the largest and smallest companies in
the industry. The large companies
that responded, whose average
reported revenue was more than $200
million, spent 76 percent of their glass
budgets on flat glass, indicating that

they manufacture
most of their own
insulating glass units
(IGU). The smallest
companies in the
survey, which had an
average of $5 million
in revenue, spent
only 55 percent of
their glass budgets
on flat glass, likely
relying on the pur-
chase of IGUs for the
remainder of their
needs.  Clearly, with
scale comes the abil-
ity to bring IGU pro-
duction in-house,
eliminating the logis-
tics of receiving a
critical component
from another com-
pany and capturing
the margin normally
charged by the IGU
manufacturer.   

Median lead times
are another area
where clear differ-
ences emerged between larger and
smaller companies. The largest com-
panies in our survey had median lead
times of roughly 12 days for both cus-
tom doors and custom windows. As
would be expected, lead times for
stock doors and windows were signif-
icantly lower. Interestingly, the small-
est companies in the survey reported
the ability to deliver a custom win-
dow in only two days more than the
largest companies, at 14 days. Their
median delivery time for delivery of
custom doors, on the other hand, was
the highest of any category in our sur-
vey at 27 days. Many of these smaller
door manufacturers produce hand-

crafted doors, accounting for the
longer lead time.

A final area of particular interest in
a challenging market such as this is
the sales forecast of the various com-
panies in our survey. When asked
how their 2008 revenues would com-
pare with their 2007 revenues, the
median response of all companies in
our survey was that they expected to
grow 8 percent in 2008 versus last
year.  This means that half of compa-
nies expect to grow more than 8 per-
cent and half expect to grow less.
Some companies even predicted that

continued on page 12

Median Lead Times
30

25

20

15

10

5

0
All Respondents Q1 Q2 Q3 Q4

31 Companies Custom Doors Custom Windows Stock Doors Stock Windows
P

ro
je

ct
e
d
 S

a
le

s 
G

ro
w

th

All Respondents Q1 Q2 Q3 Q4

31 Companies Responded Median Average

Sales Forecast (2008 vs. 2007)
0.14

0.12

0.1

0.08

0.06

0.04

0.02

0

In the case of lead times there are big differences among
small and large companies. Regarding sales, opinions were
also mixed.
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their revenues would shrink this year.
(It is important to keep in mind that,
while this survey was published mid-
year, the questionnaires were
received in April, prior to the start of
the busy season for most companies.)

As may be seen in the chart on
page 10, the largest companies in our
survey predicted much slower growth
than the smallest respondents. This is
to be expected, since an $8 million
revenue company can grow 10 per-
cent by adding one active customer.
For the largest companies in the
industry, it is much more difficult to
achieve a high percentage increase in
sales.

Only next year’s survey results will
provide us with visibility as to the
accuracy of the predictions made
about this year by the responding
companies. For now, though, it is pos-
sible to take some encouragement in
their responses, since it often seems
that a generally pessimistic attitude
regarding the recovery prevails.
Undoubtedly, there are companies in
our survey who would lower their
2008 estimates if they were asked for
them again today. We are in touch
with a number of companies in the
industry, though, who report that
through proactive selling and contin-
ually seeking new ways to take the
message regarding their products to
market, they are starting to see light at
the end of the tunnel. The power of
benchmarking is that it gives us the
means to quantify the changes that
are unfolding in the market, to better
predict the point of an upturn and to
provide a yardstick for company per-
formance. �

Michael Collins is vice president of the building
products group at 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.

Sika Corporation 30800 Stephenson Highway, Madison Heights, MI 48071 Phone: 248.577.0020 www.sikaindustry.com

When Mother Nature�s fury  
stared us down... we didn�t blink.
 

Sika�exfi -552 premium adhesive takes the impact.
Hurricane impact windows deserve the high performance adhesion of Sika�exfi-552 
impact back-bedding adhesive.  Sika�exfi-552�s strong �exible bond lines are 
engineered to be part of a protective window system to help absorb energy and 
keep the impact glass tight in the sash/frame during high cyclic wind loads.   
Impact windows constructed with Sika�exfi-552 meet the highest impact standards 
and have been �hurricane� certi�ed to all Miami Dade County protocols.  
Sika�exfi-552 allows for faster testing and delivery of orders with greater 
con�dence in your window�s performance.  The next time Mother Nature gives 
you the evil eye, don�t blink.  Use Sika�exfi-552.  For more information call 
800-688-7452 or visit our web site www.sikaindustry.com.
       
                                                                       Meets AAMA 805.2 veri�ed components speci�cations

� Displays 12 door slabs in a
space just under 31/2 feet wide

� Holds entry doors, interior
doors and storm doors

� Doors easily roll in and out of
a self-contained metal unit

� Costs less than other displays
that only hold 3 or 4 doors

ARIEL DOOR DISPLAY

Tel: (905) 886-1066   
Fax: (905) 886-1266
www.emidisplays.com
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� Displays 8 full-sized
windows in a space just
over 4 feet wide

� Holds aluminum, vinyl
and wood windows

� Windows easily roll in
and out of a self-
contained metal unit

� Now available for 3 1�4" thick
AND 4 9�16" thick windows

KIARA WINDOW DISPLAY

Tel: (905) 886-1066   
Fax: (905) 886-1266
www.emidisplays.com
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Always precise

What makes Winkhaus door hardware different?  Corrosion-resistant materials

including 300 series stainless steel, of course.  But so much more... 

With Winkhaus •One Motion,Ž no awkward deadbolt turning is required to exit a

locked door from the inside.  All locking points are gracefully unlocked with a

single downward motion of the handle.  Locks are more substantial and secure.

Keys are easier to insert and remove.  Doors match up with remarkable symmetry.

Uncommonly attractive trim packages areprotected with unique lifetime finishes.

Once customers experience the way your doors function and perform with beautiful

Winkhaus hardware, they•ll never settle for any other door.

Experience the excitement at Booth #S12157, IBS, Orlando.

Winkhaus North America, Inc.

1171 Universal Boulevard € Whitewater, WI 53190

P: 262.472.8800 € F: 262.472.8900 € www.winkhaus.us.com

We don•t just manufacture hardware.
We engineer better ways to make 
doors function and perform.

’

Winkhaus North America, Inc.

1171 Universal Boulevard € Whitewater, WI 53190

P: 262.472.8800 € F: 262.472.8900 € www.winkhaus.us.com
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EVENT NEWS

NFRC Meeting Tackles IG 
Certification and Other Issues

T he National Fenestration
Rating Council’s (NFRC)
Summer Meeting was held in

July in Chicago. While the develop-
ment of the Component Modeling
Approach (CMA) for the non-resi-
dential industry was a large part of
the agenda, a number of key topics
related to residential doors and
windows also were covered.

On the first day of the event, a
forum to discuss NFRC’s accept-
ance of insulating glass (IG) certifi-
cation agencies took place. While
there were lengthy discussions
about the proposed language, the
group agreed to table any decision
until reviewing previously agreed
upon language that will be submit-
ted to the Certification Policy
Committee for consideration.

After review, the IG certification
program was approved during the
board meeting on the last day. The
program calls for an implementa-
tion date of July 2010, and  will
make IG certification mandatory in
order for any window to be NFRC-
certified. 

However, since NFRC parame-
ters only address energy perform-
ance, some members pointed out
that IG certification shouldn’t nec-
essarily be required for units that
are not specifically energy efficient,
such as those that are clear glass,
air-filled.

A number of technical committee
subcommittees also held meetings.

During the air leakage subcom-
mittee meeting, chaired by Mike
Thoman from Architectural Testing
Inc., members discussed an action
item from the spring board meet-
ing in Nashville. Since determining
air leakage performance is already

covered by other industry pro-
grams, the subcommittee has been
discussing whether NFRC 400-2004
should be removed from the 2009
documents. The group decided
NFRC 400 should remain in the
2009 documents, but will heavily
reference the American
Architectural Manufacturers
Association (AAMA) 101 document
in the technical specification.

During the U-factor subcommit-
tee meeting the language being
developed for the NFRC 100 sec-
tion for rating dynamic attach-
ments for swinging doors was again
debated, much as it was before dur-
ing the spring meeting in Nashville.
One ballot was negative, saying the
rating should be for a general class
of products and not a specific sin-
gle-class product. The motion to
find the negative persuasive, failed,
however, and the ballot will return
to task group for further work.

A number of updates regarding
energy codes and programs were

provided during the regulatory
affairs and marketing committee
meeting.

Committee chair Garrett Stone
of Brickfield, Burchette, Ritts &
Stone P.C. began with an
International Energy Conservation
Codes (IECC) update of adoptions
and references for residential con-
struction. He told attendees that
states are continuing to adopt the
2006 version of the IECC.

“Every time there’s a new version
of the code more and more states
adopt the new version,” said Stone,
who added that the next version
would be in 2009. “Under federal
law the Department of Energy
(DOE) is required to review the new
code [to determine] whether it’s an
improvement [over the previous
code].” Stone added that while that
has yet to be done by the DOE
many states are continuing to
adopt it.

What’sNews

continued on page 15

Members of the NFRC discussed and debated many different topics, from IG
certification to air leakage, during the group's summer meeting in Chicago.
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COMPANY NEWS
ABC Manufacturing
Overhauls Latest Acquisition

ABC Manufacturing has begun an
overhaul of the facilities at Malta
Windows and Doors, which it ac-
quired in December 2007.

“The acquisition of Malta
Manufacturing was an opportunity
to rekindle the long tradition and
reputation of Malta Windows,” says
ABC Manufacturing founder and
chief executive officer Wade
Benjamin, a Malta native. “This
company is part of our community
and should remain as such. On top
of that, there’s great potential here
to be competitive in both the new
construction and replacement win-
dow markets.”

Malta Windows & Doors pro-
duces wood windows and doors
available in primed wood, alu-
minum-clad and vinyl-clad. 

“We’ve remodeled the entire
facility,” says Benjamin. “It was
built in the 1940s and was long
overdue for equipment upgrades,
cosmetic and structural improve-
ments. Our new facility is a place
employees are proud to work and
serves as a great showpiece for the
company and the investment we’ve
made in our product line.” 

The facility now houses equip-
ment, including sash clamps,
tenoners, molders, a powder coat
line and a dust collection system.
New offices and a 4,000-square-
foot showroom allow Malta to sell
directly to local contractors and
other buyers. 

Round Top Windows 
Closes Two Plants

Round Top Windows has filed for
bankruptcy and closed two of its
locations in Brantford, Ontario, and
Orrville, Ohio, according to a report
from the Brantford-Expositor.
According to the article, the prob-
lems at the plants began when a

supplier didn’t deliver a particular
machine in time, and the company
was unable to meet its obligations
to customers.

The company still maintains
locations in The Dalles, Ore., and
Kamloops, B.C. Company president
Dianne Waterhouse did not return
calls for comment.

DWM columnist Michael Collins
of Jordan Knauff & Co., an invest-
ment bank that specializes in the
door and window industry, says the
supplier issue is not unusual for the
current economy—particularly for
smaller suppliers.

“I’d say there are a lot of smaller
suppliers out there that are under a
ton of pressure right now,” he says.
“Smaller suppliers are hit in both
directions. Their inputs are increas-
ing in price, particularly vinyl
materials, because of their petrole-
um base. Being smaller, most of
these companies don’t have suffi-
cient pricing power with suppliers
to demand discounts for volume
purchases.”

Fuel costs, of course, also are a
factor.

“ ... Rising fuel prices have
caused [suppliers’] shipping costs
to spike,” Collins adds. “Those in
more price-sensitive and competi-
tive segments are less able to pass
along fuel surcharges. Some of
these smaller companies that are
competing without passing along
these cost increases are waiting to
see who goes under from that
practice first.”

KUDOS
ProVia Door 
Earns Safety Awards

ProVia Door recently received
two awards from the Tuscarawas
Valley Safety Council in recognition
of its safety record. According to the
Sugarcreek, Ohio-based company,

What’sNews
CONTINUED

AAMA certification is a great way
to differentiate your brand and
increase sales. But at AAMA, we
don�t stop with just the label. We
also provide manufacturers that
certify with us a host of marketing
materials to help spread the
message about their products.
And if you call1-847-303-5664
to begin the process, we�ll send
you your first batch of 100
certification brochures absolutely
free. So call today. And take your
brand to the next level.

aamanet.org/certification

 A A M A STA N D S

F O R Y O U .

AAMA
CERTIFICATION.
IT�S MORE
THAN A
LABEL.
IT�S A SALES

TOOL.

continued on page 18

http://aamanet.org/certification
http://www.dwmmag.com


AT AAMA, WE GO THROUGH A LOT OF TROUBLE TO MAKE SURE YOU DON•T HAVE TO.
At the American Architectural Manufacturers Association, we•re serious about window and door quality. Why? Because your customers are. And
a window or door that bears theAAMAcertification tells these customers that the product•s design has passed tough independent tests for
resistance to air leakage, water penetration and wind pressure. And that•s a real selling feature. What•s more,AAMACertification Program
manufacturers submit to two surprise plant inspections a year as part of the program•s quality assurance requirement. They also certify that
the products their customers buy, when installed properly, match the quality of the sample product tested. When we say we thoroughly test for
quality to help sell your products, we•re not blowing a lot of hot air. To learn more, call 847-303-5664 or go to aamanet.org/certification.
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Precision Upcut
Saws for Aluminum
Extrusions

Saw quickly, accurately and 
safely with our PMI Series.
� Miter Cuts Left and Right
� Speeds up to 3,000 rpm
� Burr-Free, Mirror Finishes
� Saw Blade Safely Housed

Below Work Table
� Efficient Chip Evacuation
� Smooth, Chrome-Plated

Work Table

800-323-7503
www.patmooneysaws.com � sales@patmooneysaws.com

Fast, Accurate 
and Safe

TigerStop is a registered 
trademark of TigerStop, LLC.

Now Available
TigerStopfi Automatic 
Length Control

FIND 9 YEARS OF

MAGAZINE

WITH ONE CLICK
DOOR & WINDOW MANUFACTURER MAGAZINE

�

THE FUTURE OF FENESTRATION MANUFACTURING

DWM

Visit www.dwmmag.com/archives

View articles from every issue
from the past 9 years online 

�absolutely free! 
Use our complete searchable
archives to find topics or
people of interest in your
industry. Be sure to have this
resource available to you.

the Safety Council’s Achievement Award is given to
companies who decrease their lost-time incident rate
by 25 percent or more. ProVia reduced its incident rate
by 77 percent as compared to the prior year.

In addition, the Safety Council honored ProVia with
the Special Award for exceeding 500,000 hours with no
lost-time accidents.

“This achievement is particularly notable given the
amount of employees we have,” says ProVia corporate
safety director Chad Yoder. “We only had one lost-time
injury in 2007; however, we believe one incident is still
one too many. Factors leading to this one incident
were quickly remedied, and our safety team continues
to proactively identify and address potential safety
hazards before anyone gets hurt. Our goal is an inci-
dent rate of 0 injuries.”

HTL Celebrates 15-Year Anniversary
Hurricane Test Laboratories (HTL) in Riviera Beach,

Fla., is celebrating its fifteenth year in existence this year.
“When HTL opened its doors in 1993, hurricane

building codes were in their infancy, we weren’t sure
what would happen,” says Vinu Abraham, PE, chief
executive officer of HTL.  “Today, that initial risk has
paid off and we’ve been able to grow to a full-service
test facility with clients throughout the world.”

continued on page 20

Progressive Systems Inc. 
Invests in New Facility 

Progressive Systems Inc. has moved into a new manu-
facturing plant in Anoka, a North suburb of Minneapolis,
and has expanded its production space by more than 20
percent. The new North plant site will allow the compa-
ny to expand again by 50 percent.

Progressive also will continue to manufacture
machines at its West Plant facility in Spring Park, Minn.,
which also provides the machining, turning and welding
operations for the company and outside customers. 

Progressive's new plant expands its production space by
20 percent.
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Any storm, any time … you and your customers will be ready. You can count on SeaStorm®

hurricane-resistant glass, delivered on time, order complete. We have the systems in

place to deal with the unusual situations, intense demand and short lead times common

in the industry. Whether you want laminated glass to meet hurricane codes, provide home

security or reduce noise, Cardinal delivers. Incorporate SeaStorm into IG units, and you

have an energy-efficient product that can•t be beat. So relax, you•re ready for the weather

… any weather. For information, visit www.cardinalcorp.com.

Cardinal  LG Company/ Superior glass products for residential windows and doors 
A CARDINAL GLASS INDUSTRIES COMPANY

H U R R I C A N E - R E S I S T A N T  G L A S S

Loå3-366 > SeaStorm> XL Edge > Neat > Preserve

Cardinal delivers
on time so you
can weather any
storm.

Computerized Control

6 Production Lines

Vision Scope and Hawkeye Inspection

Real-Time Damaged Glass Replacement

Patented Rack System

Sequential Packaging

Stocking Programs

I.Q. Intelligent Quality Assurance Program
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Members of the industry’s
leading associations, along
with component suppli-

ers, product manufacturers and pre-
hangers gathered in July in an
attempt to resolve the issues sur-
rounding compliance of exterior
side-hinged entrance doors with
AAMA/WDMA/CSA 101/I.S.2/A440-
08 performance requirements. 

The meeting of the Door Compo-
nent Interchangeability Task Group
was hosted by the American Archi-
tectural Manufacturers Association
(AAMA) and the goal was to provide
a forum for industry dialogue on the
development of component substi-
tution for door certification and
testing. 

The meeting began by reviewing
component testing conducted to
date by its task group. It was agreed
that the base exterior side-hinged
door system should be tested to the
air-water-structural requirements as
outlined in AAMA/WDMA/CSA
101/I.S.2/A440, NAFS - North Amer-
ican Fenestration Standard/Specifi-
cation for windows, doors, and sky-
lights. Based upon this testing,
component substitution would be
permitted per the specific test re-
quirements as applicable within this
document. In addition, participants
of the door forum discussed a pure
component-based testing and qual-
ification method and agreed that
complete component mixing de-
served additional study. 

Jeff Lowinski, vice president,
Advocacy and Technical Services for
the Window and Door
Manufacturers Association and
Mark Fortun, manager of testing
and certification for Endura
Products in Colfax, N.C., and chair-

man of the task group, were a few of
those in attendance, along with rep-
resentatives from the Association of
Millwork Distributors. 

In essence, the meeting was very
positive, according to Lowinski,
who says there were a lot of view-
points represented. 

“The intention [in my mind] was
to get all players to talk and come
up with a consistent and uniform
set of guidelines [or positions]
regarding this issue,” he says.

“The group discussed initial sys-
tem testing that will be necessary
before components can be substi-
tuted. Not every configuration will
necessarily need to be tested, nor
will every component substitution
require a system test, but there is a
need for a documented trail that
supports any combination of com-
ponents back to testing or reliable
engineering evaluation,” he adds.

Fortun is also optimistic about
the meeting’s turnout.

“I was very encouraged by the
cross-section of the door industry
that attended the meeting and the
openness and positive contribution
by all of those in attendance toward
the development of a component
interchangeability guideline…
regardless of the company each
attendee represented, all agreed on

the importance of having a solution
which addressed the needs of the
pre-hanger segment. There was
also agreement that such a solution
will be beneficial to the door indus-
try overall. I’m very encouraged by
the unison within the group.”
Fortun says.

He also feels progress was made
during the meeting.

“Prior to the meeting some of the
initial documents that will likely be
incorporated into the guideline were
drafted by Jeld-Wen and Endura.
These facilitated input and sugges-
tions by the wider group and helped
generate early momentum in the
meeting,” Fortun explains. “However,
this was only the first meeting and
there is considerable work ahead as
we continue to draft out remaining
portions of the guideline and then
validate feasibility. With depth and
breadth of those attending, I expect
positive progress.”

Another door forum is scheduled
for September 25 following the
AAMA Fall Conference in San
Antonio, and Lowinski says that
although progress has been made
there are a great deal of issues that
need to be discussed. 

“We haven’t even touched on a
lot of the components,” he says. 

Fortun says that the actual
approach to component inter-
changeability is not yet worked out. 

“We are evaluating if the guide-
line will require some baseline sys-
tem testing, coupled with compo-
nent evaluation to allow compo-
nent interchangeability, or if com-
ponent-only testing can be used.
It’s still too early in this process to
understand what the best solution
will be,” he says. �

What’sNews
CONTINUED

It’s still too early in this
process to understand 

what the best solution will
be, and will require 

further discussions (at our
future meetings).

—Mark Fortun, Endura

ASSOCIATION NEWS

Industry Meets to Discuss Complex Issue of
Exterior Side-Hinged Door System Testing 
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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.
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W
hen door, window and
skylight manufacturers
traveled to Washington,

D.C., on August 13 for the ENERGY

STAR stakeholder meeting to provide
feedback on the revised draft criteria
for the program, one thing was clear.
Many are concerned about how this
new criteria could affect their prod-
ucts and their businesses.

John Lewis, the technical director
for the American Architectural
Manufacturers Association (AAMA),
even suggested that the criteria
could result in less energy savings
than are now being achieved from
energy-efficient windows, due to the
price increases that will result from
the revisions.

“It very well could be that, if we put
in the ENERGYSTAR criteria in Phase 2
with the marginal cost increases, it’s
possible that the product will cost so
much that consumers won’t buy it
and we’ll save less energy and will
lose ground,” he said.

Lewis and others in attendance
had the opportunity not only to
express such concerns, but also to
hear a panel of speakers including
ENERGY STAR program manager Rich
Karney; Stephen Bickel, Alice Dasek,
Jordan Kelso and Emily Zachery of D
& R International Ltd.; and Stephen
Selkowitz and Josh Apte of Lawrence
Berkeley National Laboratory. 

Reasoning
Much of the DOE’s presentation

attempted to explain the reasoning
behind the new draft criteria. 

“The market share of ENERGYSTAR

windows was around 50 percent in
2007,” Karney explained. “The
ENERGY STAR label must provide
some differentiation.”

Likewise, ENERGY STAR criteria
matches that of the codes in some
locales.

“We wanted to create a climate
zone map that would enable us to
meet or beat codes in all parts of
the country,” Bickel added.

In addition, the DOE is working
to align the ENERGY STAR criteria
more closely with that of the
International Energy Conservation
Code (IECC).

90 Days Needed?
Timing—both of the public

comment period for the draft,
which began a day after the meet-
ing—August 14—and was sched-
uled to run through September 14,
2008—and on the phase-in of the
new criteria seemed to be the
overarching concern of those in
attendance.

Lewis was the first to speak—
and the first of many to voice this
concern.

“We’re asking for a 90-day review

time,” he said.
JELD-WEN’s Ray Garries echoed

this concern, as did nearly every
other industry representative who
spoke.

“The 30-day comment period is
nowhere near enough,” added
Garries.

Mike Fischer, director of codes
and regulatory compliance for the
Window and Door Manufacturers
Association (WDMA), also noted
that if the goal is to align E NERGY

STAR more closely with the IECC, it
would make sense to extend the
public comment period further—
since the 2008 IECC final action
hearings are scheduled for
September 14-23.

The phase-in of the criteria is
also a concern for some. The first
phase of the criteria could be
implemented as early as August 3,
2009, according to Karney, and
Phase 2 is scheduled to take effect
on January 1, 2013.

Fischer suggested that Phase 1
be implemented in the winter,
since summer typically is a busy
season for manufacturers, and that
Phase 2 be implemented on
January 20, 2015—two years later
than scheduled.

“For Phase 2, a tremendous
amount of testing will need to be
done,” Fischer cautioned.

The Countdown
Continues

Stakeholders Travel to Nation’s Capitol 
to Give Feedback on New ENERGYSTAR® Criteria

B Y  P E N N Y  S T A C E Y
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Product Options
One of the main reasons most

hope to push back the phase-in of
the program is that Phase 2, in par-
ticular, will require some product
upgrades and re-designs for many
window manufacturers.

“What proportion of products
which qualify today will qualify
under the new criteria?” asked
Bickel. “With the exception of
[Climate Zone] ES5a, the majority
will.”

For this zone, Bickel expects new
products to be designed using
argon gas and higher performance
glass packages. However, he
expects products will still be readi-
ly available, but did note that for
this zone, there currently are no
qualifying continuous aluminum
frame windows (see related story on
page 28).

“These products exist, but not
many people are making them,” he
added.

Right now, Bickel said only about
30 manufacturers make products
that will qualify for the revised
Phase 2 criteria in Climate Zone
ES5a. “The expectation is that all
manufacturers are going to have to
make these products,” he said.

Of course, some products will
have to be re-designed—though
Bickel insisted this is a small 
number.

“Aluminum-clad windows are
the ones that potentially will need a
re-design because they can’t meet
the U-factor [requirements],” he
said.

Garrett Stone, an industry con-
sultant who noted he wasn’t repre-
senting anyone in particular with
his comments, said that while he
understands ENERGY STAR has to be
a differentiator, a number of the
products on the market still 
have to be ready to meet the new
criteria.

“It’s appropriate to set on aggres-
sive standard, but you have to bal-
ance that with products that will
achieve it,” said Stone.

Criteria Questions
Several manufacturer represen-

tatives also questioned the new cri-
teria—and the emphasis the crite-
ria in general places on U-factors.  

“U-factor is important, but it’s
not the only thing,” said Thomas
Culp of Birchpoint Consulting, who
spoke on behalf of the Aluminum
Extruders Council.

Stone agreed. “It’s more compli-
cated than the U-factor,” he said.
“Solar heat gain coefficients
(SHGC) help in the winter, but
hurt in the summer—so is either
U-factor or SHGC a certain 
benefit?”

Gary Curtis of the Northwestern
Energy Efficiency Alliance also
noted the variables that can affect a
U-factor.

“We believe U-factor is a pretty
solid measure, but occupant
actions may affect the gains,” he
said.

Possible Tradeoffs
Though many argued too much

emphasis still is placed on U-fac-
tors, the DOE has incorporated sev-
eral trade-offs into the new criteria,
in which a combination of a partic-
ular U-factor with a particular
SHGC will meet the criteria.

“The idea is we have the overall
goal of decreasing energy con-
sumption in a home, and this can
be achieved with different U-factor
and SHGC combos,” Apte
explained. “Then we calculate the
change per unit.”

Lewis, however, pointed out that
trade-offs are not offered in the
Southern zones in the current draft
of the window criteria, and AAMA
members would like to see this
return.

Bill Yanek, in his role as executive
director of the Glazing Industry
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ES2

ES1

Northern
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South/Central

Southern

Alternative
Criteria Allowed

Proposed ENERGY STAR Climate Zone Map (Top) Versus
Current ENERGY STAR Climate Zone Map (Bottom)
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Code Committee, pointed out that
he sees the trade-offs as a benefit to
manufacturers and their customers.

“In pursuing greater energy con-
servation, maximizing the use of
trade-offs will result in greater cost-
effectiveness,” he said.

A Simple Request
Trade-offs do assist in offering

customers lots of options, but sev-
eral industry representatives still
insisted the simpler the criteria can
be, the easier it is for manufacturers
to help their customers (and their
customers’ customers) understand
the value of an ENERGY STAR label,
and what it stands for.

“I think the overarching desire of
the members is to have a simple
program,” said Lewis. Specifically,
he suggested DOE match its cur-
rent map to that of the IECC, and
he suggested that the new ES5a is

more of a “local” zone, and a tough
direction in which to head.

Nils Petermann of the Alliance
to Save Energy/Efficient Windows
Collaborative mentioned that one
consideration might be finding a
way to educate consumers about
what SHGCs are and mean to
them, or to even rank them as
high, medium and low. Most con-
sumers might not know what the
number means, but “what they
might know is whether they want
a high or low solar heat gain,”
Petermann said.

Fischer said WDMA members
are hoping for a simpler division of
climate zones.

“We think the zones are overly
and unnecessarily complicated,” he
said. “We’re trying to get simplicity.”

Garries said he finds this is what
his staff is looking for, too.

“My marketing people keep

telling me this needs to be a simple
process,” he said.

A New Approach
Culp suggested the DOE consid-

er heading in an entirely new direc-
tion with the ENERGY STAR program.

“We’d like ENERGY STAR to think a
little broader,” he said. “In ENERGY

STAR Zones 1 and 5 the driving crite-
ria (U-factors] pushes consumers
away from green materials like alu-
minum and wood.”

On behalf of the AEC, Culp pro-
posed that recycled content be rec-
ognized in ENERGY STAR criteria, and
that credit be given toward meeting
U-factor requirements based on
the use of recycled materials.

“As you increase the recycled
content you increase the embodied
energy savings,” Culp added.

Countdown 
continued from page 23
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One in Favor
One manufacturer representa-

tive spoke entirely in favor of the
new criteria. In fact, he actually
scolded others in attendance for
their fears.

“[This meeting] has been very cor-
dial but the reaction has been very
shameful,” said Brandon Tinianov of
Serious Materials.

“Code is the bare minimum,” he
said, “[and] there are people in the
room who are saying ‘let’s be at code
for another five or seven years.’”

And, the cost concerns? Tinianov
doesn’t seem to think this will be an
issue.

“[When you’re looking at new
construction,] the cost is wrapped
up in a mortgage and [when] you
balance that with energy savings on
a month to month basis, and you
see savings right away,” he said.

“They’ve got a direction they
want to go in, the technology’s
there, [and] the money’s there,”
Tinianov added.

A Grateful Audience
While many varied opinions,

along with other suggestions and
criticisms were heard, most were
grateful for the opportunity to speak.

“Thanks for the way you guys
have put this system together here,”
said Garries. It’s much better than
someone in an office somewhere
handing [the criteria] down and say-
ing ‘this is the way it’s going to be.’”

“I had questions after my first
reading [of the criteria], and a lot of
my questions were answered [dur-
ing the meeting],” said a represen-
tative of Southwall Industries.

“I think we all have a better under-
standing of the time and work that
has gone into this,” added Lewis,
after hearing DOE’s presentation.

At press time, DOE expected to
release its final criteria at some
point during the fall of 2008. �

Penny Stacey is the assistant editor of
DWM magazine.

Draft Criteria for ENERGY STAR Qualified 
Windows and Sliding Glass Doors

Phase 1 Phase 2

Climate
Zone U-Factor1 SHGC2 Energy

Performance U-Factor1 SHGC2 Energy
Performance

ES5a < 0.30 < 0.55 -
- - See Chart

ES5 - - -

ES4 - - See Chart - - See Chart

ES3 < 0.33 < 0.40 - < 0.30 < 0.40 -

ES2 < 0.35 < 0.30 - < 0.30 < 0.30 -

ES1 < 0.50 < 0.25 - < 0.45 < 0.20 -
Window: An assembled unit consisting of a frame/sash component holding one or more pieces
of glazing functioning to admit light and/or air to an enclosure. May be fixed or operable. For
ENERGY STAR criteria, this category includes sliding glass doors.
Sliding glass door: A door that contains one or more manually operated glass panels that slide
horizontally within a common frame.
Products must be NFRC rated, certified, and labeled for U-factor and SHGC. Products that use
a sealed IGU must have IGU certification once the NFRC IGU certification program is fully
implemented.
1 Btu/hr-ft2-ºF.
2 Fraction of incident solar radiation.
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ENERGY STAR Phase 1 Criteria Pairs of U-Factor and SHGC Qualifying in ES4

ENERGY STAR Phase 2 Criteria Pairs of U-Factor and SHGC Qualifying in ES5

ENERGY STAR Phase 2 Criteria Pairs of U-Factor and SHGC Qualifying in ES4
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�N�d�j���X�V�c���Z�V�h�^�a�n���^�c�i�Z�\�g�V�i�Z���Y�^�[�[�Z�g�Z�c�i���e�g�d�X�Z�h�h�^�c�\��
�j�c�^�i�h���V�c�Y���\�Z�i���V���]�^�\�]�Z�g���a�Z�k�Z�a���d�[���V�j�i�d�b�V�i�^�d�c���V�c�Y��
�e�g�Z�X�^�h�^�d�c���X�d�b�e�V�g�Z�Y���i�d���j�h�^�c�\���h�^�c�\�a�Z���b�V�X�]�^�c�Z�h�#���I�]�Z��
�e�Z�g�[�d�g�b�V�c�X�Z���^�c�X�g�Z�V�h�Z�h���Z�k�Z�c���[�j�g�i�]�Z�g���l�]�Z�c���j�h�^�c�\��
�i�]�Z���e�g�d�Y�j�X�i�^�d�c���b�V�c�V�\�Z�b�Z�c�i���h�d�[�i�l�V�g�Z���V�e�e�a�^�X�V�i�^�d�c��
�e�g�d�k�^�Y�Z�Y���W�n���6� �L�#

�;�d�g���b�d�g�Z���^�c�[�d�g�b�V�i�^�d�c���V�c�Y���i�]�Z���l�]�d�a�Z���e�^�X�i�j�g�Z���d�[��
�<�a�V�h�i�d�c���V�c�Y���d�j�g���e�g�d�Y�j�X�i�h�!���k�^�h�^�i���l�l�l�#�\�a�V�h�i�d�c�#�c�Z�i�#

�C�W�a�[���=�b�W�i�j�e�d���o�e�k�h���e�d�[���i�j�e�f���W�j���=�b�W�i�i�j�[�Y�$
�>�W�b�b���'�,�"���i�j�W�d�Z���9�+�-�#�9�-�)

�m�m�m�$�]�b�W�i�j�e�d�$�d�[�j�%�]�b�W�i�i�j�[�Y�(�&�&�.
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Are residential aluminum
windows a thing of the
past? Or, with the recent
emphasis in the building

market on green products and sus-
tainability, are they the wave of the
future?

“Either [consumers] want wood
or [they] want vinyl, and aluminum
has pretty much gone to commer-
cial applications like curtainwall,”
said vinyl window manufacturer
Viwinco’s president, David Barnes
on a recent radio program (see
related story on page 54). 

However, according to the alu-
minum window manufacturers inter-
viewed for this article, the residential
aluminum window market is alive
and well. And, with the introduction

of the new green building programs,
their use is increasing at a fast rate. 

“Aluminum windows have been
a standard for years and years in
construction, and they’ve contin-
ued to evolve to meet the structural
and energy requirements as time
has gone on,” says Terry Newcomb
of Thermal Windows, an aluminum
window manufacturer based in
Tulsa, Okla. “They’re the only solu-
tion for many constructions where
high structural needs are required.”

Why Aluminum?
Aside from their structural sta-

bility and the sustainability pro-
grams’ recognition of aluminum
window products, manufacturers
and distributors always have a mar-

keting strategy. So, how do they
convince customers to go with alu-
minum? What are the benefits?

Most manufacturers will quickly
give you a lengthy list. Longevity is
usually at the top. 

“You’ve just got a very resilient
product that stands the test of
time,” says Mark McCoy, vice presi-
dent of sales for Fleetwood USA of
Corona, Calif.

William Jordan, president of
Georgia Palm Beach Aluminum
Window Corp. in Bainbridge, Ga.,
concurs.

“[Aluminum windows] will be
stronger in 100 years from now
than they are today, as aluminum
gets harder and harder as it ages,”
Jordan says.

METAL MANIA
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Builders appreciate this as much
as the end-user does, says Mark
Gallant, vice president of marketing
for the Dallas-based Atrium
Companies Inc.

“Our builders appreciate the sta-
bility of the frame material,” he
says. “It can withstand a little more
moving around [and] a little more
rough handling.”

The precision of aluminum also
is a plus.

“With vinyl, you can work in
terms of a one-hundredth of an
inch, and aluminum is stiffer, [so]
you can get within one-thousandth
of an inch, and you can get better
performance,” says Dennis Lane,
president of Thermal Windows.

One of the factors in an alu-

minum window that often is con-
sidered a negative is actually what
makes it last so long, McCoy says.

“Aluminum does conduct ener-
gy—nobody’s disputing that,” he
says. “That’s one of the reasons it’s
so resilient—it doesn’t trap energy.
Wood and vinyl trap that energy,
and they deteriorate over time.”

But the list of aluminum’s benefits
doesn’t end with strength and
longevity. Many manufacturer repre-
sentatives also note that customers
appreciate the appearance and cus-
tomization of aluminum windows.

“You can go to the very dark col-
ors [with aluminum], which is more
difficult for vinyl because of the
heat gain and distortions that [can
occur] when very dark colors are

applied,” Gallant says. 
The coatings that can be applied

to aluminum also provide an envi-
ronmental benefit, Lane says.

“We use a powder coat, which
contains no volatile organic com-
pounds [VOCs] at all,” he says. “Our
pre-treat process is non-chromate—
chromate is a nasty chemical that
we do not have on our premises and
is required with wet paint.”

The powder coating also has aes-
thetic benefits. “The spray powder-
coat is very attractive, and it doesn’t
have the ripples that a wet paint
can,” Newcomb adds.

Aluminum window manufactur-
ers also have made advances over

continued on page 30
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