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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
Signature
Series

• 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

Allure
Series

• 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

Signature
S E R I E S

For more information visit www.truth.com or call 1-800-866-7884.
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to see what you missed—and what may coming be in the future.
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Many see aluminum windows as a thing of the past in residential
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Winkhaus, a supplier of door hardware to manufacturers, charts it
success in the North American market, approximately 10 years after
it expanded here from Germany.

42 S.O.S.

Selecting the right software for your business can be a challenge. To
help steer you in the right direction two fenestration manufacturers
share their experiences and advice.

46 Vinyl Extrusions

Customers are asking for an abundance of color choice in vinyl windows.
But producing these means great attention to the extrusion process.
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SAFETY FOR AN
UNCERTAIN WORLD
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.

The unparalleled Eagle locking system:
Ê

UÊÊAutomatically 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 (AS multipoint latches that extend to 3 ⁄4” (20 mm) and become deadbolts
automatically when the door is closed
s )S LOCKED BY TURNING THE THUMBTURN 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 CONSTRUCTED WITH stainless steel in critical areas for maximum
corrosion resistance
s )NCORPORATES A 53 #YLINDER WITH A standard Schlage “C” Keyway and is available
in complementary trim styles and finishes
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.

The Eagle
Automatic Latch Version
There are no ﬁner products. No ﬁner engineering.
And no one more attentive to detail. Anywhere.

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

AAMA ANALYSIS

Sill Height Code Proposal Poses Hurdles
BY

oday’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.

T

CHUCK

ANDERSON

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.

What’s Safest: 36 or 24?
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Attempts to regulate the minimum 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 windows 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 compromise 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 minimum 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 NonEmergency Escape (Egress) and
Rescue (Ingress) Windows, or ASTM F
2090, Specification for Window Fall
www.dwmmag.com

Prevention Devices With Emergency
Escape (Egress) Release Mechanisms,
and those equipped with load-resistive screens that meet the requirements
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 minimum sill height requirement would
be windows with a self-acting window opening limiting device
(WOLD) capable of prohibiting the
free passage of anything larger than
4 inches through the maximum permitted 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 compliance problems, was disapproved by
the ICC at its February hearings.

Public Comments Could
Reverse Decision
But the issue is still up for consideration 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 reintroduce the formerly attempted 36inch minimum sill height. Raising
the minimum sill height to 36 inches
greatly limits the opportunity to provide 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 products to meet the minimum egress
opening requirements in an eightfoot wall if the sill has to be 36 inches 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 balloting process and not yet published,
there is currently no standard defining WOLDs.
A third PC would remove reference 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.
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1601 Blount Rd.
Pompano Beach, FL 33069
954-975-3233 Fax 954-975-3225

www.Glasslam.com

VISIT US AT GLASSTEC,
HALL 11, STAND 11B83

EYE ON ENERGY

An Energy Modeling Primer
How Do Windows Fit In?
BY
s debate continues to rage
over proposed changes to
ENERGY STAR®, I recall a very
telling meeting with a general manager (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 disconnect in the industry. Why was it so
important to have U-factors available 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 ENERGY STAR
Homes certification. After a few
moments, he observed, “How do
you enter my product into this calculation?” 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 fenestration 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 Ufactor or R-value.
On the surface, this limitation
seems discriminatory. Other building 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
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ARLENE

ZAVOCKI

STEWART

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.
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 conducts, convects and/or radiates.
From there, you can figure out how
much external energy will be needed to maintain a desired temperature. The relationship of the building envelope (the assemblies) to the
external energy (mechanical system) allows any particular modeling
program to deduce projected energy
usage and consumer cost.
There are, however, arguably
hundreds of inputs for these calculations. 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 materials are always consistent, only variable components inputs are needed. The program then adds together
consistent and variable R-values of,
say, wall materials to determine the
overall transmission of the wall system, the U-factor.
So if it’s possible to calculate a
wall, why not a window? Well, sometimes 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 efficient fenestration technologies
have become mainstream. One
fundamental truth still remains—
windows are meant to be transparent, 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 prominence and as we inch toward the
Department of Energy’s goal of zeronet energy homes, the need for reliable thermal transmission performance for the vast array of whole window products is paramount. The
rest of the codes and building science 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.

TREND TRACKER

And the Survey Says ...
Bigger May Be Different, But Not Necessarily Better
BY
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they manufacture
Median Lead Times
most of their own
30
insulating glass units
25
(IGU). The smallest
20
companies in the
survey, which had an
15
average of $5 million
10
in revenue, spent
5
only 55 percent of
their glass budgets
0
All Respondents
Q1
Q2
Q3
Q4
on flat glass, likely
31 Companies
Custom Doors
Custom Windows
Stock Doors
Stock Windows
relying on the purchase of IGUs for the
Sales Forecast (2008 vs. 2007)
remainder of their
0.14
needs. Clearly, with
0.12
scale comes the abil0.1
ity to bring IGU production in-house,
0.08
eliminating the logis0.06
tics of receiving a
0.04
critical component
0.02
from another com0
pany and capturing
All Respondents
Q1
Q2
Q3
Q4
the margin normally
31 Companies Responded
Average
Median
charged by the IGU
manufacturer.
In the case of lead times there are big differences among
Median lead times small and large companies. Regarding sales, opinions were
are another area also mixed.
where clear differences emerged between larger and crafted doors, accounting for the
smaller companies. The largest com- longer lead time.
A final area of particular interest in
panies in our survey had median lead
times of roughly 12 days for both cus- a challenging market such as this is
tom doors and custom windows. As the sales forecast of the various comwould be expected, lead times for panies in our survey. When asked
stock doors and windows were signif- how their 2008 revenues would comicantly lower. Interestingly, the small- pare with their 2007 revenues, the
est companies in the survey reported median response of all companies in
the ability to deliver a custom win- our survey was that they expected to
dow in only two days more than the grow 8 percent in 2008 versus last
largest companies, at 14 days. Their year. This means that half of compamedian delivery time for delivery of nies expect to grow more than 8 percustom doors, on the other hand, was cent and half expect to grow less.
the highest of any category in our sur- Some companies even predicted that
vey at 27 days. Many of these smaller
door manufacturers produce handcontinued on page 12
Projected Sales Growth

nother 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 predictive of companies across the entire
industry, the general trends highlighted in the survey should be of interest
and use to door and window industry
participants.
This installment of the survey supported our prior research indicating a
link between earning various industry 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 warranty expenses as a percentage of revenue, when compared with companies without that certification. It can’t
be proven from the data, but it is logical 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 certifications most commonly earned by
survey participants were NFRC certification and the ENERGY STAR rating.
There are clear differences in business 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

MICHAEL
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CONTINUED

When Mother Nature’s fury
stared us down... we didn’t blink.
Sikaﬂex®-552 premium adhesive takes the impact.
Hurricane impact windows deserve the high performance adhesion of Sikaﬂex®-552
impact back-bedding adhesive. Sikaﬂex®-552’s strong ﬂexible 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 Sikaﬂex®-552 meet the highest impact standards
and have been “hurricane” certiﬁed to all Miami Dade County protocols.
Sikaﬂex®-552 allows for faster testing and delivery of orders with greater
conﬁdence in your window’s performance. The next time Mother Nature gives
you the evil eye, don’t blink. Use Sikaﬂex®-552. For more information call
800-688-7452 or visit our web site www.sikaindustry.com.
Meets AAMA 805.2 veriﬁed components speciﬁcations

d
o
o
r

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

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

12

ARIEL DOOR DI
DISPLAY
ISPL AY

KIARA WINDOW
W DISPLAY
DISPL

I Displays 12 door slabs in a
space just under 3 1/2 feet wide

I Displays 8 full-sized
windows in a space just
over 4 feet wide

I Holds entry doors, interior
doors and storm doors

I Holds aluminum, vinyl
and wood windows

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

I Windows easily roll in
and out of a selfcontained metal unit

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

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

www.dwmmag.com

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

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

their revenues would shrink this year.
(It is important to keep in mind that,
while this survey was published midyear, 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 percent 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 possible 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 continually 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 performance.
❙
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.

We don’t just manufacture hardware.
We engineer better ways to make
doors function and perform.
What makes Winkhaus door hardware different?

Corrosion-resistant materials

including 300 series stainless steel, of course. But so much more...
™ no awkward deadbolt turning is required to exit a
With Winkhaus “One Motion,”
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 are protected 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
Winkhaus
North America,
Inc.
P: 262.472.8800
• F: 262.472.8900
• www.winkhaus.us.com
1171 Universal Boulevard • Whitewater, WI 53190
P: 262.472.8800 • F: 262.472.8900 • www.winkhaus.us.com

Always precise

What’sNews
EVENT NEWS

NFRC Meeting Tackles IG
Certification and Other Issues
he National Fenestration
Rating Council’s (NFRC)
Summer Meeting was held in
July in Chicago. While the development of the Component Modeling
Approach (CMA) for the non-residential 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 acceptance of insulating glass (IG) certification 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 submitted 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 implementation date of July 2010, and will
make IG certification mandatory in
order for any window to be NFRCcertified.
However, since NFRC parameters only address energy performance, some members pointed out
that IG certification shouldn’t necessarily 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 subcommittee meeting, chaired by Mike
Thoman from Architectural Testing
Inc., members discussed an action
item from the spring board meeting in Nashville. Since determining
air leakage performance is already
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Members of the NFRC discussed and debated many different topics, from IG
certification to air leakage, during the group's summer meeting in Chicago.
covered by other industry programs, 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 subcommittee meeting the language being
developed for the NFRC 100 section for rating dynamic attachments for swinging doors was again
debated, much as it was before during the spring meeting in Nashville.
One ballot was negative, saying the
rating should be for a general class
of products and not a specific single-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 construction. 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.
continued on page 15
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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 acquired 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 window markets.”
Malta Windows & Doors produces wood windows and doors
available in primed wood, aluminum-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 improvements. 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 equipment, including sash clamps,
tenoners, molders, a powder coat
line and a dust collection system.
New offices and a 4,000-squarefoot showroom allow Malta to sell
directly to local contractors and
other buyers.

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 investment 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 increasing in price, particularly vinyl
materials, because of their petroleum base. Being smaller, most of
these companies don’t have sufficient 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 competitive 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.”
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Round Top Windows
Closes Two Plants

ProVia Door
Earns Safety Awards

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 problems at the plants began when a

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,
continued on page 18
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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 incident 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
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Progressive Systems Inc. has moved into a new manufacturing 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 company 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.
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Progressive's new plant expands its production space by
20 percent.
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ASSOCIATION NEWS

Industry Meets to Discuss Complex Issue of
Exterior Side-Hinged Door System Testing
embers of the industry’s
leading associations, along
with component suppliers, product manufacturers and prehangers gathered in July in an
attempt to resolve the issues surrounding compliance of exterior
side-hinged entrance doors with
AAMA/WDMA/CSA 101/I.S.2/A44008 performance requirements.
The meeting of the Door Component Interchangeability Task Group
was hosted by the American Architectural Manufacturers Association
(AAMA) and the goal was to provide
a forum for industry dialogue on the
development of component substitution 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 American Fenestration Standard/Specification for windows, doors, and skylights. Based upon this testing,
component substitution would be
permitted per the specific test requirements as applicable within this
document. In addition, participants
of the door forum discussed a pure
component-based testing and qualification method and agreed that
complete component mixing deserved 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-
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man of the task group, were a few of
those in attendance, along with representatives from the Association of
Millwork Distributors.

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
In essence, the meeting was very
positive, according to Lowinski,
who says there were a lot of viewpoints 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 system testing that will be necessary
before components can be substituted. 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 components 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 industry 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 suggestions 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 interchangeability is not yet worked out.
“We are evaluating if the guideline will require some baseline system testing, coupled with component evaluation to allow component interchangeability, or if component-only testing can be used.
It’s still too early in this process to
understand what the best solution
will be,” he says.
❙
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Stakeholders Travel to Nation’s Capitol
to Give Feedback on New ENERGY STAR® Criteria
BY

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 products 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 ENERGY STAR 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.
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Reasoning
Much of the DOE’s presentation
attempted to explain the reasoning
behind the new draft criteria.
“The market share of ENERGY STAR
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 meeting—August 14—and was scheduled 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 ENERGY
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.

Proposed ENERGY STAR Climate Zone Map (Top) Versus
Current ENERGY STAR Climate Zone Map (Bottom)
Proposed

Product Options
One of the main reasons most
hope to push back the phase-in of
the program is that Phase 2, in particular, 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 readily 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 consultant who noted he wasn’t representing 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 aggressive standard, but you have to balance that with products that will
achieve it,” said Stone.

ES5a
ES5
ES4
ES3
ES2
ES1

Current

Northern
North/Central
South/Central
Southern
Alternative
Criteria Allowed

Criteria Questions

Possible Tradeoffs

Several manufacturer representatives also questioned the new criteria—and the emphasis the criteria 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 complicated 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.

Though many argued too much
emphasis still is placed on U-factors, the DOE has incorporated several trade-offs into the new criteria,
in which a combination of a particular U-factor with a particular
SHGC will meet the criteria.
“The idea is we have the overall
goal of decreasing energy consumption 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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continued from page 23
Code Committee, pointed out that
he sees the trade-offs as a benefit to
manufacturers and their customers.
“In pursuing greater energy conservation, maximizing the use of
trade-offs will result in greater costeffectiveness,” he said.

A Simple Request
Trade-offs do assist in offering
customers lots of options, but several 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 current map to that of the IECC, and
he suggested that the new ES5a is
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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 consumers 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 consider heading in an entirely new direction 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 criteria (U-factors] pushes consumers
away from green materials like aluminum and wood.”
On behalf of the AEC, Culp proposed that recycled content be recognized 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.
continued on page 26
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Countdown

Draft Criteria for ENERGY STAR Qualified
Windows and Sliding Glass Doors
Phase 1

continued from page 24

Phase 2

Climate
Energy
Energy
U-Factor1 SHGC2
U-Factor1 SHGC2
Zone
Performance
Performance
ES5a

< 0.30

< 0.55

-

ES5

-

-

-

ES4

-

-

ES3

< 0.33

ES2
ES1

-

-

See Chart

See Chart

-

-

See Chart

< 0.40

-

< 0.30

< 0.40

-

< 0.35

< 0.30

-

< 0.30

< 0.30

-

< 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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One in Favor
One manufacturer representative spoke entirely in favor of the
new criteria. In fact, he actually
scolded others in attendance for
their fears.
“[This meeting] has been very cordial 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 saying ‘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 [during the meeting],” said a representative of Southwall Industries.
“I think we all have a better understanding 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.
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A Look at Aluminum Windows in Today’s Market
by Penny Stacey
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re residential aluminum
windows a thing of the
past? Or, with the recent
emphasis in the building
market on green products and sustainability, are they the wave of the
future?
“Either [consumers] want wood
or [they] want vinyl, and aluminum
has pretty much gone to commercial 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 aluminum window manufacturers interviewed for this article, the residential
aluminum window market is alive
and well. And, with the introduction

A
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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 continued 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 solution for many constructions where
high structural needs are required.”

Why Aluminum?
Aside from their structural stability and the sustainability programs’ recognition of aluminum
window products, manufacturers
and distributors always have a mar-

keting strategy. So, how do they
convince customers to go with aluminum? 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 president 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.

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 stability 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 considered a negative is actually what
makes it last so long, McCoy says.
“Aluminum does conduct energy—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 representatives also note that customers
appreciate the appearance and customization of aluminum windows.
“You can go to the very dark colors [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 environmental benefit, Lane says.
“We use a powder coat, which
contains no volatile organic compounds [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 aesthetic benefits. “The spray powdercoat is very attractive, and it doesn’t
have the ripples that a wet paint
can,” Newcomb adds.
Aluminum window manufacturers also have made advances over
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continued from page 29
the last 50 years that have increased
their value to consumers. The main
advance on this front was the development of the thermally broken aluminum window, which are made by
separating the outside aluminum
portion of the window from the
inside portion with a polyurethane
barrier, which decreases the amount
of heat or cold transferred through
the frames.
“With aluminum thermally
improved windows, the inside
[temperature] stays inside and the
outside [temperature] stays outside,” Newcomb says.
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What About Green?
A
common
misconception
about aluminum windows is that
they’re not “green.” Much of this
confusion comes from the fact
that, by ENERGY STAR® criteria, aluminum windows don’t measure up
to their competitors, as much of
the ENERGY STAR qualifications are
based on U-values (see related story
on page 22). But manufacturers are
quick to remind that good U-values don’t necessarily mean a window is “green.”
“If you look at the U-value prescriptive test on a double-hung

Thermal Windows Lends a Hand to
First LEED Platinum Structure in Oklahoma
hermal Windows, a primarily aluminum window manufacturer based in
Tulsa, Okla., recently supplied windows for the first Leadership in Energy
and Environmental Design (LEED) Platinum structure in the state-the Tulsa
Green Lofts Project. The LEED Platinum recognition is part of the U.S. Green
Building Council’s green building program.
“The architect came to us about a year ago and said he wanted this building
to have the highest number of LEED points available and he realized if he put
vinyl windows or wood windows in it, it couldn’t get as many points,” says Terry
Newcomb, marketing director for Thermal Windows.
“It used about 32 of our aluminum windows and two of our terrace doors,”
he says.
Tulsa Mayor Kathy Taylor presented the LEED platinum certificate for the
home to its architect, Shelby Navarro, on Saturday, June 30.
In addition to the windows from Thermal, the house contains a number of
recycled materials.
“The kitchen counters were made from recycled content and a lot of the wood
in the building was taken from barns and recycled structures,” says Newcomb.

T
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thermally broken aluminum window, it might be .46, on a vinyl window it might be .40, but that test
doesn’t taken into account how
much air leaks around the sash,”
Lane says. “That’s where a thermally broken product will outlast a
vinyl product.”
“ENERGY STAR doesn’t take into
account long-term performance,”
Newcombe adds.
Gallant adds that with the
upcoming changes to the ENERGY
STAR criteria, he expects it to
become even tougher for aluminum window manufacturers to
meet the DOE’s qualifications for
this program.
“There’s a lot of changes going
on there that will place more challenges on aluminum,” he says, but
notes that ENERGY STAR is “a goal,
not a mandate.”
While aluminum windows are
long-lasting, if they are removed or
replaced, they’re also recyclable—
and often are made from recycled
content as well.
“Once mined and produced, aluminum is used perpetually,” says
Newcombe. “It goes right back into
a scrap pile and right back into a
furnace and it’s reproducible.”
Thermal’s windows are made up
of 40 to 45 percent recycled content, and the company recycles all
of its scrap.
When it comes to green, lifecycle analysis also is an important
factor.
“Aluminum can be 100 percent
recycled and it has a potentially
much longer life cycle,” Gallant
adds. “So when you look at the
whole life cycle of aluminum, it has
a good compelling story, because of
the overall sustainability.”
The LEED for Homes Program is
just one of the programs that recognizes aluminum’s sustainability,
along with its ability to be recycled.
For aluminum window manufacturers that have struggled with
continued on page 62

IN A SOFT ECONOMY, TAKE A HARD LOOK AT

HARDWARE
BY

DAN

GRAY

n today’s struggling residential building environment,
door and window manufacturers are taking a hard look at
all aspects of their business to
reduce costs, add value to their
products, maintain current customers and, most importantly, find
ways to increase sales. One area
that plays an important role in all of
this is hardware.
There may be a tendency to buy
the most inexpensive hardware avail-

I

able to save money in the short term,
but those decisions will affect you for
years to come. Performance and
value-added options are now more
important than ever to builders, contractors and consumers, especially in
the replacement segment. Despite
the reduction in the number of new
homes being built, those who are
renovating and remodeling will be
upgrading and placing high expectations on security, energy management and performance.

For Casements,
the Operator is Key
With casement and awning hardware, the operator is literally the
driver behind the entire system. To
enhance your product offering and
add flexibility to your inventory
model, opt for an operator platform
that offers removable covers available in plastic or metal in a variety of
architectural finishes. Rather than
carrying multiple SKUs, you can
reduce inventory costs by stocking

OPENING THE DOOR TO AUTOMATION
hat’s an upcoming trend
that is second only to green?
Did you guess automation?
Well, some in the door and window
industry believe that manufacturers
will be seeing more and more
automated products from hardware
manufacturers in the future.
A few manufacturers have introduced automated products recently,
including
G-U
Hardware
and
Amesbury’s LOCCA division.
“We knew the trend was definitely
moving this way,” says
Amber
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Grayson, sales and marketing director
for Amesbury LOCCA. “As a hardware
manufacturer we wanted to figure out
how we fit into that trend.”
Patrick Junker, chief operating officer
for G-U Hardware, says his company also
anticipated automation would be coming to the door and window industry and
his company wanted to be prepared.
“We’ve had requests from consumers
who have seen things [automated
products] outside the door and window
industry, like what you use for your
car,” he says. “Our vision was
that U.S consumers will
request that from door
hardware.”
And if they do
request it, companies
such
as
Amesbury already
have products to
meet this need. The
company’s ACCESS
and MULTI products,
introduced in 2008 at
Amesbury LOCCA offers a
remote to open a door
with the touch of a button.

the International Builders’ Show (for a
video demonstration of that product
visit www.dwmmag.com/studio), give
homeowners the ability to push a
remote button, and push or pull the
door open.
Grayson does admit, however, that it
may take awhile for customers to be
comfortable with this kind of technology for doors.
“We’re telling an entire country that
it’s okay to unlock your door with a
remote,” she says. “That’s a lot of education to be done, but we’re coming a
long way.
“This is something completely new to
marketplace, like when people introduced remote locks for cars. Now, you
can’t buy a car without it now,” she adds.
So is Grayson pleased with the
inroads made since the product was
introduced?
“When you introduce something so
innovative in an industry so saturated
with the norm it’s a challenge,” she says.
But Grayson says many large manufacturers are looking seriously at the
system but that it takes time to work
these into their product pipelines. The
company is selling the product current-

Photos courtesy of Roto.

Sash locks, such as this, have an
automatic latch feature.

Products with concealed hinges,
such as this, are easy to install.

one topquality operator
that can be used for both wood and
vinyl profiles. This ultimately will
save time and money and give you
and your customers excellent
options for late-stage customization
of the final product.

Locking Systems and Hinges
Once again, quality, security and
energy management are all important issues when it comes to hard-

ware. Look for multi-point locking
systems that feature adjustable
mushroom head-locking points
and are self locating within the
profile. Ease of assembly is an
extremely important feature to
consider. Stainless steel lock bars
and strikers are available to help
achieve high DP ratings to satisfy
hurricane test criteria. Adjustable
hinges should feature a concealed

BY

ly through its locksmith distribution
channel. “If a customer is upgrading
their handle or lock, they plug it in and
go,” she says.
While some may not embrace it right
away, Grayson says many consumers
have been looking for this type of technology but haven’t found it until now.
“It’s fun to go to the smaller shows
and find people who have been looking
for it,” she says.
GU offers a motorized system for its
Lift and Slide patio door system. The
motorized system can incorporate a
remote control to activate the opening
or closing functions of the system from
across a room. Sliding door panels
measuring 10-feet by 10 feet and
weighing up to 660 pounds can be
operated with the touch of a button.
The company also just launched a
product—the BKS e-Bolt—available in a
multi-point construction. The system
has an integrated deadbolt and latch,
requires no key and works as a burglar
alarm as well. With this product, Junker
says a remote can also be used to lock
and unlock the door. He points out that
this product offers a patented feature
that will retract the latch and lock the

TARA

TAFFERA

G-U’s e-Bolt requires
no keys and can also
be open via remote.

deadbolt simultaneously allowing a single means of egress for a panic option.
While door and window manufacturers are facing challenging times,
Junker points out that the upper-end
market is still very active.
“Companies targeting products to
upper-end homes are the ones still
maintaining activity,” he says. “And it
helps when you have something new
[such as automated hardware].”

Future Automation
Both Grayson and Junker agree that
more automation for doors and windows
will be coming in the next few years.
“This will happen as electronics become
more and more part of consumers’ lives,”
says Junker. “Ultimately, with a push of a
button, consumers can say, ‘open specific
window or doors to vent the house
through a computer system.’”
Tara Taffera is the editor/publisher of
DWM magazine.

snap ring design to allow for quick
and easy connection between the
sash and frame, and should be
strong enough to resist sash sag
over years of performance. Choose
standard painted cold-rolled steel
parts for those applications that do
not require corrosive and impact
performance.
continued on page 34

HARDWARE
CONTINUED FROM PAGE 33
Look Closely at Sash Locks
With sash locks, look for an automatic latching and retention feature
so the consumer can determine easily if the window is locked or
unlocked. Internal mechanisms
should have two retention clips and
two springs for maximum durability
and balance of the lock. Optional
snap-on covers in both plastic and
metal are also the trend, offering a
variety of customized designs and
logos. The snap-on covers conceal
mounting screws, eliminate the
need to stock colored screws, and
provide a cleaner look. As always
make sure your hardware supplier’s
products meet or exceed forced
entry resistance requirements and
hurricane impact testing.

Promote Safety and Security
Features to Your Advantage
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There
are
many
features
designed into today’s hardware to
address the increasing importance
of safety and security.
The more you promote
these features to your
customers, the better
chance you will have
for making the sale.
There are a variety of
configurations, styles
and finishes in patio
door hardware available. In a non-locking
configuration, look for
an anti-drill feature on
the exterior pull for
maximum security. This
will prevent burglars
from being able to drill
through from the outside. Also look for a
heavy-duty mishandling device to prevent damage to the
locking hooks when
closing
the
door.

Locking systems can
help make the sale.
www.dwmmag.com

Exterior escutcheons to accommodate locking cylinders are also
available for increased flexibility
and versatility. As for swing and terrace doors, do yours feature multipoint cam and hook locking capability, including top and bottom
shoot bolts? If not, you might want
to consider an upgrade to your
product offering.

Look to European
Products and Luxury Market
According to Kay Coughlin, president and chief executive officer of
Christie’s Great Estates, a luxury
real estate organization, “Recent
news stories about housing prices
have failed to report on the robust
sales achievements in the luxury
real estate sector. The high-end category worldwide continues to outperform expectations.” With this
said, now is a good time to consider broadening your line of
European products and looking at
new market segments. Although
these segments might offer lower
volumes they provide greater margins. Bi-fold and lift and slide doors
continue to be viable options. We
are seeing an increased use of these
types of products for light-commercial and high-end residential
applications.
In this market, you will also see
an increase in use of tilt-and-turn
products and all the variations
available (turn-first, tilt-first, and
tilt-only options) as well in children’s bedrooms to address the
safety issue. Estimated market
share is less than 10 percent, but
growing every day. Several extruders throughout North America are
offering new programs to capitalize
on this growing market segment.

tops, angled windows and various
rectangular options. Choose a supplier that can offer custom hardware solutions to meet these needs
as well as modular systems that are
designed for simple and fast installation/fabrication.
Vinyl extruders are pursuing the
North American market actively
with a more complete line of
European products. As they
increasingly penetrate the market
there will be more opportunity here
as well. You will want to ensure that
your chosen hardware is compatible with their profiles.

Consider the Finish

Install Modular Systems

Oil-rubbed bronze and brushed
nickel finishes have become
increasingly
popular
among
homeowners. Many consumers
now want all (or most) of the hardware throughout their home to
coordinate so they can achieve a
uniform look. To meet this need,
hardware suppliers will continue
to offer a variety of finishes and
extend them across their full
product offering. Once again, call
attention to this capability and
offer it as an added benefit to your
customers.
We all know that stainless steel
is desirable and often required
for some applications, but the
cost can be extremely high. There
are new innovative options gaining popularity. For example a
zinc nanoparticle surface treatment that offers a beautiful silvery finish and provides excellent
corrosion resistance is a recent
development.
Now is the time to take notice of
your options—consider making
upgrades to your line of hardware
that will set your products apart
from the competition.
❙

Hardware systems with concealed hinges are attractive to both
architects and builders, as are specialty-shaped windows with arched

Dan Gray is director of sales and
marketing for Roto Frank of America Inc.
in Chester, Conn.

House of Precision
Winkhaus
Fine-Tunes
Its Entry into
North America

by Alan B. Goldberg

Locking gear assembly operation in one of Winkhaus’s European manufacturing plants.

T

wo words that simply but accurately define
the character and culture of Winkhaus are in a
promise made to customers long ago: always
precise. Precision in its products, service to
customers, goals and strategies and precision in opening new markets have propelled this family-owned and
operated company into a global corporation with 16
facilities in 12 countries. In keeping with a goal to
explore new frontiers, the company set its sights on the
highly competitive North American door market.

Five Generations
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Hardware products have always been part of the
Winkhaus history, all the way back to 1854 when
August Winkhaus first began selling various types in
Halver, Germany. A move to a neighboring city eight
years later gave him access to better transportation
connections and options for expansion. Although
Winkhaus did not realize it at the time, his decision to
distribute padlocks manufactured by another company in Dusseldorf set the stage for a new path. When the
padlock supplier ceased production a few years later,
Winkhaus decided to manufacture his own, and the
small company experienced substantial growth. Under
the direction of August’s son, Rudolph, the company
pursued markets outside of Germany successfully in
places as far away as China, India, Syria, Egypt and the
Far East. The beginning of the nineteenth century
marked an expansion that included special window
hinges for export. Efficiency in manufacturing and
www.dwmmag.com

higher volume were achieved with special machinery,
considered very advanced for the time.
As the business continued to flourish and to support
its expanding facility in Munster, another site in neighboring Telgte was selected for the production of locks
and eventually brackets for doors, windows and gates.
By 1935, there were more than 400 employees at the
two plants and the Telgte location became the new
headquarters and primary production facility. Once
again, the company experienced strong growth as
many new products were introduced that were
designed to be easy to use, easy to install and economical to produce. By the mid-1950s, there were 800
employees who spent the next four decades working
on product innovation. An emphasis was placed on
security, tilt-and-turn window hardware, programmable access control systems and locking systems with
microchips. Efficiencies in manufacturing were
achieved through a higher level of automation. In
2003, Sofie Winkhaus, the fifth generation of the family, became managing director of Winkhaus Holding.
Today, the company employs more than 2,400 people
worldwide with sales of approximately $460 million.

Opportunities in North America
Expansion into North America began in the 1980s as
Winkhaus provided private-label products to the North
American market. Due to customer demand during the
continued on page 38
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House of Precision
continued from page 36

Todd Kraus uses a punch press to customize multi-point locks
for different door heights while Nicholas Moore performs a
quality check.
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1990s Winkhaus opened a distribution center on the
East Coast in 1998. According to Rudy Kessler, president
of Winkhaus North America Inc. the facility was to be
used strictly for distribution, with manufacturing support from Germany. While Kessler viewed this as a vital
first step in gaining a foothold in North America, he recognized that some changes were necessary to serve the
market better. A change in location was one of them.
Kessler selected the Midwest and by 2005, the operation moved to Whitewater, Wis.
Locating in the Midwest made the most sense, he
said, and because it was central to both Coasts, there
was a large concentration of manufacturers in the area
and there was room for expansion.
“We’re using 20,000 square feet today, but based on
our projections for growth, we will expand to 34,000
square feet in the near future,” he says.
Another change that Kessler made had to do with
the way door locks are assembled. He explains that in
the East Coast facility, components arrived fully
assembled for shipment to customers. While this
arrangement appeared to be practical, compared to
direct shipments from Germany prior to 1998, Kessler
observed that this model lacked the flexibility to better
serve customers and manage proper inventory.
www.dwmmag.com

The powder coating operation for custom faceplate finishes.
“We were customizing every multi-point locking
system. The options were so numerous that it was virtually impossible to maintain an inventory to cover
every size of every part and as a result, we were always
waiting for additional parts from Germany,” he says.
With the move to the new facility in Wisconsin, the
company implemented new assembly operations.
“This important change allows us to be flexible and
react quickly to our customers’ needs. It has proven to
be a win-win situation for our customers and us. Since
continued on page 40
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House of Precision
continued from page 38

Left: Kevin Dietzel attaches a multi-point lockbox to the faceplate. Above: The
multi-point lockbox and faceplate assembly operations.
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we implemented it, we’ve seen significant improvement in our turnaround time,” adds Kessler.
Responsiveness is also reflected in customer service.
“Our customers expect us to be very responsive,
whether we’re talking about the status of an order, a
confirmation or a question about a product,” says
Becki Sell, customer service manager.
Jim Roberts, director of sales, points out that supplying manufacturers with locking systems is but one
part of an overall process that begins with the customer’s door, rather than the hardware.
“We must understand the door manufacturer’s
product first and show them how we can enhance it,
based on our expertise, with a customized locking system,” he says.
Visits to a customer’s facility, especially those of a new
customer, are often essential to learn about the door
and where it will be used. The only way to create a winwin situation is when the customers are successful with
their products, he adds.
“We consult with our customers on the design of
their doors and based on our experience we make recommendations that will help prevent problems in the
field,” says Michael Pusch, technical sales manager West, who worked for a door and window manufacturer previously.
Roberts also points out that it is not unusual for a customer to send its door to the Wisconsin facility for proper
fitting of the hardware. “We can look at the door objectively when making our recommendations. Additionally we
support our customers through the testing process and
provide training for their production people,” he says.
Kessler points out, in retrospect, that the company
has learned a lot about the North American market
since the East Coast facility was opened. The company
discovered that the strong recognition of the name
Winkhaus in Europe was almost non-existent in North
America and much had to be done to tell the company’s history and its long-standing reputation for precision, innovation and technology.
www.dwmmag.com

The current downturn in the housing market actually
has worked to the company’s advantage in gaining new
business. “In busy times, manufacturers are not interested in changing their processes,” says Kessler. “Their
concern is output. In market downturns, manufacturers
that are trying to gain market share are open to new
ideas if they can improve their competitive edge.”
He adds that the appeal of Winkhaus has been not
limited to one type of door manufacturer. The customer base is diverse in terms of size and segment of
the market served.
Regardless of the customer, one of the biggest challenges the North American operation faces has to do with
its own manufacturing. As Kessler describes the automation and sophistication of the plants in Germany, he recognizes that the key to serving his customer has much to
do with communication as it does with capabilities.
“The plants in Germany have a lot of expertise in
serving markets worldwide, but we have to provide
very detailed specifications about our customer’s
product. We must work as closely with our team in
Germany as we do with our customer so that everyone
has the same expectations,” says Kessler.
He says success in this market also depends on
another critical factor: knowing what drives the
demand. That means learning about the buying habits
of the consumer, which includes talking to focus
groups. Another way is to observe demonstrations of
locking systems at industry trade shows.
“We see people struggle with the locks and that tells
us what we need to do,” says Kessler. “The American
consumer is different from the European consumer.
[American consumers] want convenience.”
Looking to the future, providing innovative multipoint locking systems is merely the first stage in serving the North American market, and of course, continuing to be “always precise.”
❙
Alan Goldberg is a contributing writer for DWM magazine. He
has 31 years of experience in the door and window industry.
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S e l e c t i n g O p t i m a l S o f t w a re
by Ellen Rogers

hen Microsoft DOS was
first released in August
1981, did anyone truly
anticipate that the computer software industry would ever become
what it is today? Back then computer software programs relied on
users to design them for specific
application purposes; today, program users rely on the software
packages for anything and everything, from running a household to
running a business—even a fenestration business.
While it’s very common for door
and window manufacturers to use
some sort of software package for at
least one aspect of business, it’s not
really practical to simply call up the
local business supply store and
order the newest software release.
Instead, companies put a lot of
time and consideration into selecting not just the right software, but
the best vendor to work with for
their specific needs.
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Software Selection
When Geoff Roise, co-owner of
Lindsay Windows in Mankato,
Minn., was in the market for software he searched for a product that
would be configurative—not just
for the company’s current processes, but also for improvements and
future processes.
“Choosing the right software and
configuring it [to your specific operations] is almost as important as
what type of window you’re manufacturing because it’s so integral to
have that software to provide information to the different departments,
production lines, etc.,” says Roise.
His company currently works with
several different software vendors
for different products.
“For glass cutting we use a glass
optimization software that is specific
to the cutting machine we use. We
also use FeneVision software for
everything from front-end to backend work, except accounting,” says

Roise, who explains the company
also uses a separate accounting software package that integrates with the
FeneVision system. “We’re also looking to start using a customer relations management (CRM) software.”
He adds that the CRM software is not
specific to the fenestration industry.
Kolbe & Kolbe in Wausau, Wis.,
uses two TDCI software products—
BuyDesign, a sales configuration
tool it’s used since 2001, and MacPac, for enterprise resource planning, which the company has used
since around 1994. Hank Hosler,
director of information and technology, says implementing a software
program can sometimes be a challenge because suppliers add new
features and capabilities to their
products continually.
“As a manufacturer [our struggle is
often] whether to add [the upgrades]
or not,” says Hosler. “Technology is
continued on page 44
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c o n t i n u e d f ro m p a g e 4 2
constantly evolving, so you have to
pick and choose.” He explains that
over the years his company has done
several software upgrades, including
eight major platform changes within
BuyDesign.
“A lot can lead to an upgrade …
businesses change fast so normally
there are business divers that create
a need to upgrade,” says Hosler.
“For us, our existing system [prior
to BuyDesign] would not support
all of the features so we needed
something more robust.”
Lean manufacturing/continuous improvements are examples of
why a business may need to
upgrade its software. According to
Hosler, this is true of Kolbe & Kolbe.
“Everyday some kind of change
is being made to our processes so
that means we have to adapt our
systems to that of our ever-changing business,” he says.

Supplier Matters
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As software has becomes an integral business aspect for many fenestration companies, it’s also become
extremely important to work with
the suppliers that can help them best
meet their unique needs. The manufacturer’s relationship with suppliers
is critical, according to Roise.
“You’re not just buying the software; you’re also buying the relationship with your vendor. You may be
buying the software to meet your
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Essential Evaluation
Hosler also says vendor selection
is just as important as the type of
software.
“It [the vendor you choose] is one
of the key decisions because you
can’t switch horses midstream. It’s
challenging to implement software

and once you’re down that path
diverting off it can be disastrous,”
Hosler says. “So the company you
work with needs to be willing to do
whatever it takes to help your business be successful, and there’s no
way that a vendor can really know
what you need until he gets into
[understanding] your business.”
That’s why the evaluation is also
essential when it comes to the selection process, “We go through system
evaluations that help us qualify the
software. It has to be a flexible product as business changes a lot—
sometimes drastically,” says Hosler.
“So you need to be able to change
the software system to change with
your business.” He adds that they
look for products that offer flexibility,
continuous improvement, speed,
ease of implementation and are
user-friendly.
“We’d also like it to withstand ten
years of business development,”
says Hosler.
And as far as qualifying the supplier? “You want a company that’s
dedicated to providing a solution
and not just delivering a product.
The vendor needs to help you implement it and help make it work for
your business—the supplier should
be committed to the solution, not
the system,” adds Hosler.
Ellen Rogers is a contributing editor for
DWM magazine.

Selecting Software
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current operational needs, but you
have to take into account where you
want your business to go in the
future, which will require upgrades,”
says Roise. “Buying software is not a
static purchase.”
Roise says when he was first considering his software purchase he
tried to gather as much information as possible about the different
suppliers and then broke them up
into categories. “We’d then look at
their user base and, for us as a small
company, we wanted to see that
they had a good user base. We also
looked at the features and functionality of the product as we wanted to see that the software could
perform certain functions.”
Roise says his company took
about four months just to select the
vendors.
“We started with seven or eight
and then narrowed that to five or
six and then finally down to two or
three,” he says, adding that the
most important quality he needed
to see was a product that was easy
to use and flexible.

A Quick Look at Some of the Steps
1. Assign a Leader. It is important to assign someone (or a team of people) to take on this task of searching for a supplier. Make sure it is someone who has the time to devote to this important process.
2. Research the Various Suppliers. Assemble your initial list of companies and learn as much as you can about these companies. Come up with a list of criteria to use to evaluate each company.
3. Research the Products. This means looking closely at all the various functions the software can perform and that the
product can stand the test of time.
4. Narrow your List. Once you’ve assembled a list and studied the various companies and products narrow your list to two
or three. Once you’ve done this ask for very specific proposals, and also talk to customers who use products from these
suppliers.
5. Testing. See if it’s possible to test the products you are considering.
In the March issue of DWM magazine, we spoke to a representative from a door and window manufacturer who shared
with us all the details of choosing a software provider. For that article, see March 2008 DWM, page 29.
❙
www.dwmmag.com
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Customers Want

Color

Delivering This Means Paying Close Attention to the Extrusion Process
by Paul Adams
esigning vinyl products such
as a window that resists
color fade and exhibits the
same magnitude of physical
integrity compared to the original
birth or installation of the window
is paramount to all in the vinyl
industry. From the development of
a vinyl formula additive to the final
steps of window fabrication and
installation, each phase of the
process shares the burden of color
fastness. This topic is critical to the
vinyl industry. So what are the key
essentials for the development of a
vinyl extrudate that will resist
changing color?

D

An Exacting Science
First, the processes of extrusion
and compounding can never be

overlooked or considered secondary.
Formulations are designed to
address
the
limitations
and
strengths of the extrusion process,
which relates to extruder type, screw
and tool designs. Optimization of
the extrusion process relates to
obtaining the necessary conditions
that will provide supreme melt
homogeneity indicated via a high
degree of fusion (near 90 percent or
better).
The degree of fusion can be
measured indirectly through many
common techniques involving solvent exposure of the profile, differential scanning calorimetry and
impact measurements. In the literature there are many other analytical techniques described for the
purpose of measuring the relative

degree of fusion but the point is
this: formulations can be advanced
continually but without the process
of extrusion optimization then
superior performance will be compromised. Like all performance
attributes, color hold properties are
influenced strongly by achieving
excellent fusion. In addition, the
compounding step prepares for a
successful
extrusion
process.
Complete material mixing, accompanied by the adsorption of critical
performance additives into the PVC
polymer, is imperative for subsequent product color properties.
Color is achieved by careful
manipulation of additives such as
titanium dioxide and organic/inorganic pigments; in addition,
numerous other processes and
additives play critical roles in color.
There are many essential objectives
that must be met through various
formula technologies.

Pigment Chemistry
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Systems, such as the one shown here, allow the operators to monitor batches as they
are being weighed, mixed, cooled and blended, while the screens show the different
components of the system.
www.dwmmag.com

It is paramount that the PVC producer develops strong relations
with competent and discreet suppliers. A good example of this type
of partnership exists between our
company and Holland Colours
America (HCA). “Deceuninck and
HCA work together to ensure that
they are offering the most weatherfast colored vinyl window profiles
available,” says Rob Leversege,
technical manager for HCA. “By
evaluating colorant formulations in
Deceuninck’s proprietary compounds, we work to ensure that the
total compound formulation is
optimized for color retention.
Accelerated and real-time weathercontinued on page 48

Color
continued from page 46
ing tests are conducted to characterize total compound/color performance. Additives are also evaluated for their impact on color
retention. Testing is conducted in
Arizona, Florida and Indiana in
order to evaluate weatherfastness
in a variety of climates. Individual
pigments are selected based on
their durability and ability to reflect
heat. When possible, special complex inorganic pigments, which
have both excellent weatherfastness and IR (heat) reflectance are

ondary stabilizers) that can greatly
enhance the color stability of the profile. The mercaptide group bound to
the alkyltin is designed to react with
the PVC backbone; however, the
same reactive molecule can also be
involved in side reactions that are not
wanted or foreseen. Sometimes
these reactions can be catalyzed by
trace impurities carried into the system from an additive such as an inorganic pigment. Extreme care and
energy should be placed on identifying formula additive purities in order
for the PVC extruder to prevent any
surprises that can disastrously alter
color. Though color formation often
indicates polymer degradation, it can
also be the symptom of other
chemistries occurring on the extruded surface.

Titanium Dioxide

PVC resin, liquid heat stabilizer,
lubricants, process aids, pigments,
finished compound and regrind are all
used in the extrusion process to create
color.
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used. These formulations are tightly controlled to ensure that every
profile is the same color.
Deceuninck blends color and additives into its compounds via a
state-of-the-art blending system
which delivers consistent color and
performance.”

Heat Stabilizer
Materials such as PVC will often
change color due to heat and outdoor weather instability. Stabilizer
chemistries are designed to function
in the polymer system through many
different
mechanisms—color
depends on a stable system.
Primarily, in North America, the
common heat stabilizer for rigid PVC
is an organotin mercaptide though
there are other additives (such as secwww.dwmmag.com

Many products fall into this category and the role of this ingredient is
critical for achieving superior PVC
outdoor weatherability. As already
emphasized in this article, there are
many factors contributing to
improved color stability. The idea of
dosing greater amounts of titanium
dioxide into the formula until a stable white color has been attained is
not a good choice. Often this
approach is an example of insufficient research and data; furthermore, this practice increases formula costs driving prices up in a market
where profit margins are sharply
decreasing. If the manufacturer is
using at least eight to nine phr titanium dioxide in a rigid outdoor PVC
formula, then it should be possible
to attain sufficient color fastness.
There are other factors, such as
the issue of chalking compared to
non-chalking products, that should
be considered. The choice of titanium dioxide grade depends on
many objectives such as product
color space, product exposure to
harsh environment conditions, and
profile surface appearance. Ample
experimental data designed to
answer these questions are part of

A lab technician examines PVC samples
that are exposed in the Q-Lab QUV/se
Accelerated Weathering Tester. UV bulbs
and condensation cycles simulate
outdoor weather exposure at an
accelerated rate.
an evolving partnership—the
importance of which was highlighted previously. New technologies
keep the PVC manufacturer constantly improving performance and
showing the market products with
superior color hold properties.
Identifying suppliers that are innovative and discreet during product
development are keys to success.
One final subject that is critical
before and during product development is the identification of useful
measurement tools. Discover where
the product will be used and identify
what environmental conditions the
profile will experience during its
service. There are questions that
must be answered for the purpose of
structuring a meaningful set of test
protocol.
Color fade or change is an issue
for PVC and all outdoor building
products. It is essential to optimize
process with formulation while
developing key partnerships in
order for the PVC manufacturer to
deliver products continually with
greater color hold and in a variety
of color choices.
❙
Paul Adams is materials
engineering manager for
Deceuninck North America in
Monroe, Ohio.
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SOFTWARE

Go Lean with
CANTOR 2008.2
Albat + Wirsam’s new CANTOR
2008.2 system not only supports
lean manufacturing, but also provides just-in-time fulfillment and an
online customer interface, according to the Kirkland, Wash.-based

company. The updated software
also is designed so that companies
with multiple production sites now
can coordinate incoming orders at
all levels, identifying product type,
works accountability and billing.
Likewise, the system supports a
variety of grill patterns so that keying in orders is quick and easy.
The system also issues purchase
orders, receives order confirmations and sends invoices easily. It’s
also customizable based on the
needs of various suppliers and the
software is designed with a detailed
design view, which allows the current job to always be in view—but
also to split the screen between various projects.
❙❙➤ www.cantor-software.com
❙❙➤ www.albat-wirsam.com

See Clearly with FeneVision®
The FeneVision Web Center is
designed to make the ordering
process easy for both manufacturers and its customers according to
the company. It provides 24/7
access to real-time pricing and
scaled graphical representations
of products, which shortens the
lead time between quoting and
delivering, and also eliminates the
need to enter an order manually.
“Not only do your clients have
access to on demand pricing, but
also to real time confirmation that
what they are asking for can actually be manufactured and, as
important, how long it will take to
be delivered,” according to literature from the company. In addition, customers can check their

w w w. a s h l a n d h a rd w a re . c o mwww.ashlandhardware.com

Streamline Your
Business with Victor ERP

own purchase histories, and, each
time they log in to the system, can
receive a different message from
your company if they so choose.
❙❙➤ www.fenetech.com

BuyDesign® Eases Process
TDCI’s BuyDesign software is a
comprehensive quoting, ordering
and guided selling software solution developed to ease the entire
sales process for doors and windows. According to the company,
the software makes a company
easy to work with, reduces
administrative and sales engineering costs and reduces order
errors and delivery lead times.
The system incorporates an
advanced product configurator to
guide sales representatives and

customers through a selection of
products, features, options and
dimensions. From there, it generates drawings, CAD models and
rendered images, according to the
company.
BuyDesign can be used via the
Internet or can be installed on your
company’s PCs.
❙❙➤ www.tdci.com

The Victor ERP program from
NetApps>ID is designed for door
and window manufacturers to
streamline business. The system
includes completely integrated
enterprise resource planning (ERP)
modules, a product configurator
and production workflow software
with e-mail alerts. In addition, the
software comes with a customization toolkit and can be implemented
quickly, according to the company.
When
using
the
Victor
Configurator, selections create a
drawing of what the product might
look like, so that the user can easily
visualize what the door or window
continued on page 52

w w w. a s h l a n d h a rd w a re . c o mwww.ashlandhardware.com

Optima™ Casement System

A Premier™ Line of Casement Hardware

OUTSTANDING FEATURES

EXCEPTIONAL PERFORMANCE

• Water tight design offers 400% more water resistance than
competitors through patent pending o-ring seal technology.
• Incorporates a composite assembly that thermally insulates the
hardware and significantly reduces temperature transfer.
• New progressive lock-up mechanism delivers 30% more vertical
motion for maximum sash pull-in and easier consumer operation.
• Same route locations for easy integration into your current
window system.

• Meets AAMA 901-96 cycle test – Commercial Grade.
• Passes commercial hardware load rating AAMA 101.
• Locking points withstand 450 pounds of pulling force to help pass up
to AAMA DP 70 as well as Dade County Impact & Cycle testing.
• A highly protective powder-coat finish.

Available in dual-arm, dyad, straight-arm
and awning style configurations

STUNNING VISUALS
• Consumer-preferred visuals offered in a choice of new trend-setting finishes including oil-rubbed bronze, satin nickel and other popular finishes.
• A fold-away crank handle blends with the operator cover eliminating
interference with window coverings.

Innovation. Performance. Style.

Ask about
the 300 Series
stainless steel model
for high corrosion applications!

790 West Commercial Avenue • Lowell, Indiana 46356-2249
Phone 219-696-5950 • Fax 1-800-626-1758

Introducing...
CONTINUED

is going to look like. In addition, the
system offers a variety of languages,
and has many options to suit individual needs.
❙❙➤ www.netappsid.com

WTS Now Offers Immediate
Stile and Rail Door
Functionality
WTS Paradigm has enhanced its
Configurator software to support
stile and rail door functionality
right from the package. According
to the company, prior to this
enhancement the system required
a great deal of setup to implement
the stile and rail
door functionality. Now, with little
to no set-up or
programming, a
company can utilize this function.
The new stile and
rail door technol-

•
•
•
•
•
•

Universal Foam Corners
Foam Shipping Shoes
Glass Separator Pads
UV Stable Blue Film
Window Shipping Pads
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ogy includes the ability to customize individual stiles, rails and
panels by clicking directly on each.
A large collection of rail shapes and
panel configurations are included
in the standard package, and rail
configuration across multi-wide
and door-sidelite combinations is
supported.
In addition, the company says
the updated Configurator can
function seamlessly with the rest
of the WTS Paradigm suite of
applications.
❙❙➤ www.windowengineering.com

HARDWARE

HOPPE Introduces
Fold and Slide System
HOPPE representatives say that it is
now possible to combine interior living
areas with the outdoors effortlessly
through use of its new Fold and Slide
hardware system. The company says it is
ideal for openings up to 48 feet wide,
and it can utilize panels as large as 3 feet
wide by 10 feet high. It is also suitable for
wood doors with a capacity of up to 165
pounds per panel.
The system incorporates features such
as precision bearings for a low-rolling
resistance, which the company says
allows the heaviest of doors to operate
easily. The concealed bottom channel
improves threshold appearance and
blends with the exterior floor. Extensive
use of stainless steel components offers
high resistance to corrosion, even in
coastal environments. Additionally, a
range of handle designs and finishes is
available.

SETTING BLOCKS

ADHESIVES AND SEALANTS

Save the Green
with Neogreen®

Handi-Seal® Designed to
Keep the Moisture Out

The new Neogreen setting blocks
from Frank Lowe Rubber & Gasket
Co. Inc. are recycled rubber setting
blocks that are designed to preserve the environment and your
bank account, according to the

Handi-Seal door and window
sealant is a patented closed cell,
low-pressure door and
window foam from
Fomo. According to
the company, HandiSeal complies with
AAMA 812-04, and
will not bow or distort
doors or windows.
The sealant uses a
patented Dry Seal
technology designed
to prevent moisture
and mold problems
by repelling water.
Handi-Seal is applied
with a straw applicator or a professional
dispensing unit and
is formulated with a
distinct gray color.
❙❙➤ www.fomo.com

Shirley, N.Y.-based company. The
blocks are available in thicknesses
of 1⁄16 inch and 1⁄8 inch and in all
widths and lengths.
❙❙➤ www.franklowe.com

It’s the New Generation:
LAMATEK’s LSE-SDL Tapes
LAMATEK Inc.’s second-generation muntin bar tape is a low-surface energy simulated divided light
(LSE-SDL) tape system that was
designed specifically for Kynar®500
flouropolymer, Vitrasil® acrylic polyester and powder-coated finishes.
The tapes provide long-term indoor
and outdoor adhesion to a variety of
materials, including low-maintenance glass, according to the company, and cellular PVC, vinyl, primed
and unprimed wood, plastic and
painted aluminum muntin bars.
The new LSE-SDL product, which
also is designed to resist air, water,
detergents, moisture, ultraviolet light
and dust, is available in .032 black.
❙❙➤ www.lamatek.com

New Pres-On Acrylic Adhesive
Has High “Initial Grab”
The new FFVSA acrylic adhesive from Pres-On is designed to

Amesbury Has Three New Products
Amesbury Window Hardware now offers
new Super Boost Balances
from its BSI - Balance
Systems division and a new
composite sweep lock and
cam lock from its Fastek
Products division.
The Super Boost product is
an AAMA-certified class 5 balance that
offers the opportunity to balance sash
weights that are more than 45 pounds.
The balances require only a simple screwdriver to adjust, are pre-tensioned for
ease of installation, and have been tested
to more than 20,000 cycles,
according to information from
the company.
Amesbury’s latest sweep lock
and cam lock are made of a specially formulated composite
material and are available in three standard colors, in addition to custom colors.
❙❙➤ www.amesbury.com

have high “initial grab” to provide
a quick seal. The adhesive is available in standard rolls of 180 yards
in length and is .005 inches thick.
It comes in widths from 3⁄16 to 54
inches.
❙❙➤ www.pres-on.com
❙

s
e
p
t
e
m
b
e
r
2
0
0
8

53

Ones to Watch

COMINGS AND GOING

JELD-WEN Names
Homrighaus New COO
The
JELD-WEN
board of directors has
promoted
window
division
president
Barry Homrighaus to
chief operating officer
(COO).
Barry
After initially being
Homrighaus
hired as a temporary
production employee 35 years ago,
Homrighaus
graduated
from
Grinnell College in Iowa and entered
the company’s management trainee
program. He worked in five of the
company’s window plants from
Pennsylvania to Oregon.
Employees and colleagues of
Homrighaus say he is known as an
insightful mentor because he draws
from both his operational expertise
and creative, artistic nature.
“Barry’s approach to leadership is a
unique blend of science and art,”
says vice president Tom Takach,
who
has
worked
under
Homrighaus’ direction for 16 years.
“He is a logical and systematic decision maker, but a true artist when it

comes to motivating his team and
casting vision.”
Homrighaus resides in Klamath
Falls, Ore., where the company is
headquartered.
JELD-WEN’s former COO is Bob
Turner, who continues in his role
as vice chairman on the company’s
board of directors.

Homeshield Promotes Two
Homeshield Inc., a
division of Quanex
Building Products, has
promoted Bill Gribble
to the position of
director of sales and
marketing, and Jack
Bill Gribble
Conway to the position of vice president
of operations.
In his new role,
Gribble will be responsible for the management/direction of all
Jack Conway sales and marketing
functions within the
Homeshield window components
business. He joined the company in
April of 2004, as a sales engineer and
has served as the national account

DEATHS

Stern & Co.
Founder Passes Away
Al Stern, 81, founder of Stern &
Co., a fenestration manufacturers’
representative group based in
Cleveland, died of pancreatic cancer
on June 23. He is survived by his wife
of 55 years, Mickey, three children
and four grandchildren.
After retiring in 1993 from Stern
& Co., which he founded in 1962,
Stern worked as a volunteer for the
American Civil Liberties Union of
Ohio as the legislative coordinator.
manager for the Homeshield window division for the past two years.
Conway will be responsible for
the management/direction of the
company’s operation and materials
team within his new position.
Conway joined Homeshield in July
of 2003 as the divisional business
development manager and shortly
thereafter was promoted to vice
president of sales and marketing
for window components, where he
has served the past four years.
continued on page 56
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Viwinco President Speaks on “Executive Leaders” Radio Program
Viwinco president David Barnes
spoke on a radio program on August 1
called “Executive Leaders Radio,” which
airs on WWDB (860AM), a financial
news station in the Philadelphia area.
Barnes talked about topics including his history in the business to the
current market.
With regard to the down market,
Barnes said the company currently has
about 160 employees laid off-but
expects it to pick up soon.
“Our busy season is picking up now,
since our primary business is replacement windows,” Barnes told show host
Herb Cohen.
www.dwmmag.com

Barnes began with Viwinco 26 years
ago, when he started in sales right out
of college. For him, he said a key point
of the business has been learning what
contractors are looking for.
“Understanding what my customer
does for a living has helped us understand what they want,” he said.
Based on this, Viwinco makes its
windows to order. “We don’t even
have any stock windows—we get an
order from the distributor and we
build it,” he said.
The company focuses on a high
level of customer service—but still,
Barnes admits, it’s a tough industry.

“Business is not
easy—if it were easy, we
wouldn’t be needed,”
he said.
David Barnes
And, with 26 years
under his belt, it might seem that retirement might be in Barnes’ near future.
That’s not the case, though, he said.
“First of all, I haven’t made enough
money to retire because I keep buying
new equipment,” Barnes chuckled.
Likewise, he truly enjoys what he
does.
“I like the people in our business as
much as I do dealing with the opportunities and the process,” Barnes added.

Ones to Watch
CONTINUED

Atrium Companies Inc. Announces
New Central Region Leadership
Atrium Companies Inc. has appointed a new
leadership team at its Champion Window division
in Houston. The team includes Bill van
Ravenswaay, senior vice president of operations;
Dan Rucker, vice president of builder sales for
Atrium’s Central Region and national builder sales
development; and Justin Pfeifer, Champion’s
Houston Metro sales manager.

Allied Building Products Hires Disalle
Allied Building Products Corp. has hired industry
veteran Gino DiSalle as outside sales representative.
DiSalle will oversee a team of inside sales who will
work to develop and manage relationships with new
and existing custom builders and door and window
installers throughout the Denver area. DiSalle’s 12
years industry experience includes working with
products a number of manufacturers, including Pella
Windows and Doors, Cutting Edge, Great Lakes,
MilGard and Weather Shield.

Edgetech I.G. Appoints New Employees
Edgetech I.G. has promoted Todd
Haney to director of operations. In
addition, the company has hired Keith
Berg as a Florida-based technical service representative.
Haney has nearly ten years of experience
both with Edgetech and its parent
Todd Haney
company, Lauren International, and
will be responsible for the company’s
manufacturing, engineering, supply
chain management and mixing technology. Haney joined Edgetech in 2004
as engineering manager, where he was
responsible for engineering, facilities
and maintenance, supply chain manKeith Berg
agement and material developed. Prior
to that, Haney spent six years with Edgetech’s sister
company, Lauren Manufacturing, most recently as
tooling manager. He also spent three years at
Hutchinson Sealing Systems in Church Hill, Tenn.,
as a business unit manager.
In Berg’s new role, he will cover all of the
Southeast United States, providing equipment
installation and training to Edgetech customers.
Berg has more than eight years of experience in
technical service for window manufacturers and will
report to Mike Burk, technical service manager for
Edgetech, in his new position.
❙
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NowSHOWing

Step 1

DON’T MELT IT!
DON’T CUT IT!

Stretch Jamb

Step 2

Remove Balance
or Shoe

Coil balance & shoe
removal tool
for vinyl windows

$129.00

www.jambstretcher.com
Or Call: 877-632-2448

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

J & S Machine Inc.
W6009 490th Ave.
Ellsworth, WI 54011
Tel: 715-273-3376
E-mail: sales@jsmachine.com

www.dwmmag.com

October 6-8, 2008
GlassBuild America
Co-sponsored by the
Glass Association of North
America, the American
Architectural Manufacturers
Association, the Insulating
Glass Manufacturers
Alliance, the Bath
Enclosure Manufacturers
Association and the
National Glass Association.
Las Vegas Convention Center.
Las Vegas.
Contact: Show organizers
at 866/342-5642, ext. 300.
October 21-25, 2008
glasstec ’08
Sponsored by
Messe Dusseldorf.
Messe Dusseldorf.
Dusseldorf, Germany.
Contact: Messe Dusseldorf
at 312/781-5180 or visit
www.mdna.com/shows/
glasstec.htm.
October 29-30, 2008
AAMA Southeast
Region Fall Meeting
Sponsored by AAMA.
Renaissance Resort
at World Golf Village.
St. Augustine, Fla.
Contact: AAMA at
847/303-5664 or visit
www.aamanet.org.
November 18-21, 2008
Fenestration China
Co-sponsored by CIEC
Exhibition Co. Ltd. and
Nurnberg Global Fairs GmbH.
China International
Exhibition Center.
Beijing.
Contact: Nurnberg
Global Fairs GmbH at
+49 9 11.86 06-86 84 or visit
www.fenestration-china.com.
December 5-7, 2008
5th International Zak Doors
and Windows Expo 2008
Sponsored by Zak Group.
Pragati Maidan, Hall No. 14.
New Delhi.
Contact: Zak Group at
+91 98108 55697 or visit
www.zakgroup.com.

calendar of events

December 9-10, 2008
Glass Expo Midwest™ ’08
Co-sponsored by
DWM magazine.
Renaissance Hotels and Resorts.
Schaumburg, Ill.
Contact: DWM magazine
at 540/720-5584 or visit
www.glassexpos.com.
2009
January 12-17, 2009
BAU 2009
Organized by Munich
International Trade Fairs.
New Munich Trade Fair Centre.
Munich.
Contact: Carolin Schuetze
at 646/437-1017 or visit
www.bau-munich.com.
January 20-22, 2009
International Builders’ Show
Sponsored by the
National Association of
Homebuilders (NAHB).
Las Vegas Convention Center.
Las Vegas.
Contact: NAHB at
202/266-8111 or visit
www.buildersshow.com.
February 22-25, 2009
AAMA 72nd
Annual Conference
Sponsored by AAMA.
Loews Coronado Bay Resort.
Coronado, Calif.
Contact: AAMA at
847/303-5664 or visit
www.aamanet.org.
March 16-18, 2009
PVC Formulation 2009
Organized by Applied Market
Information Ltd. (AMI).
Maritim Hotel.
Cologne, Germany.
Contact: AMI at
+44 (0) 117 924 9442 or
visit www.amiplastics.com.
March 25-26, 2009
Glass Expo Northeast™ 2009
Co-sponsored by
DWM magazine.
Hyatt Regency Long Island at
Wind Watch Golf Club.
Long Island, N.Y.
Contact: DWM magazine
at 540/720-5584.
❙

To submit events for the calendar
e-mail ttaffera@glass.com
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™
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DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

Architectural Glass
Bent/Curved
Precision Glass Bending Corp.
P.O. Box 1970,
3811 Hwy. 10 West
Greenwood, AR 72936
800/543-8796;
fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com
Door & Window
Machinery/Equipment
EDTM Inc.
745 Capital Commons
Toledo, OH 43615
419/861-1030;
fax: 419/861-1031
www.edtm.com
sales@edtm.com
GlasWeld Systems Inc.
20578 Empire Blvd.
Bend, OR 97701
541/388-1156;
fax: 541/388-1157
Stürtz Machinery Inc.
30500 Aurora Rd.
Solon, OH 44139
440/248-4009;
fax: 440/248-4018
www.sturtz.com
info@sturtz.com
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Multiprocessing
Stürtz Machinery Inc.
30500 Aurora Rd.
Solon, OH 44139
440/248-4009;
fax: 440/248-4018
www.sturtz.com
info@sturtz.com
Saws
Stürtz Machinery Inc.
30500 Aurora Rd.
Solon, OH 44139
440/248-4009;
fax: 440/248-4018
www.sturtz.com
info@sturtz.com

Saws, Cut-Off
Stürtz Machinery Inc.
30500 Aurora Rd.
Solon, OH 44139
440/248-4009;
fax: 440/248-4018
www.sturtz.com
info@sturtz.com
Saws, Double-Miter
Stürtz Machinery Inc.
30500 Aurora Rd.
Solon, OH 44139
440/248-4009;
fax: 440/248-4018
www.sturtz.com
info@sturtz.com
Vinyl Welders
Stürtz Machinery Inc.
30500 Aurora Rd.
Solon, OH 44139
440/248-4009;
fax: 440/248-4018
www.sturtz.com
info@sturtz.com
Door Hardware &
Related Products
Setting Blocks
Frank Lowe
Rubber & Gasket
10 Dubon Ct., Suite 1
Farmingdale, NY 11735
800/777-0202;
fax: 631/777-2560
www.franklowe.com
sales@franklowe.com
Doors, Exterior
Hurricane Glass Doors
Dome’l, Inc.
For Hi-Rise Buildings
No Shutters Needed
3 Grunwald St.
Clifton, NJ 07013
800/603-6635;
fax: 973/614-8011
www.domelinc.com

Hardware Components
G-U Hardware Inc.
12650 Patrick Henry Dr.
Newport News, VA 23602
800/927-1097;
fax: 888/454-0161

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

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

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

Vita USA
117 S. Cook St.
Suite #237
Barrington, IL 60010
847/381-2914;
fax: 847/381-2948
www.reth-group.com
vita-usa@reth-group.com

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

Winkhaus North America, Inc.
1171 Universal Blvd.
Whitewater, WI 53190
262/472-8800;
fax: 262/472-8900
www.winkhaus.com
Connectors
Eduard Kronenberg GmbH
Dingshauser Str. 6-10
Solingen, Germany 42655
+49 (0)212/222 88-0
Fax: +49 (0)212/222 88-999
www.kronenberg-eduard.de
info@kronenberg-eduard.de
Insulating Glass &
Related Products
Airspacers
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
360/653-6666;
fax: 360/653-9884
www.alumet.com

Truseal Technologies
6680 Parkland Blvd.
Solon, OH 44139
216/910-5100;
fax: 216/910-1505
www.truseal.com
Insulating Glass
Machinery & Equipment
Bystronic Glass Inc.
13250 E. Smith Road
Suite H
Aurora, CO 80011
720/858-7700
Fax: 720/858-7701
salesusa@bystronicglass.com
GED Integrated
Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401;
fax: 330/963-0584
www.gedusa.com

To place a Suppliers’ Guide listing, call Janeen Mulligan at 540/720-5584 x112 or e-mail jmulligan@glass.com.
60

www.dwmmag.com

DWM Now Available

In Digital
Format
Spacers
Edgetech IG Inc.
800 Cochran Ave.
Cambridge, OH 43725
740/439-2338;
fax: 740/439-0121
www.edgetechig.com
McKeegan Equip. & Supply
8411 Ronda Drive
Canton, MI 48187
734/459-5870;
fax: 734/459-9837
www.mckeeganequip.com
Information &
Organizations
Associations
American Architectural
Manufacturers Assoc. (AAMA)
1827 Walden Office Square,
Suite 550
Schaumburg, IL 60173
847/303-5859
fax: 847/303-5774
www.aamanet.org
Metalworking &
Vinylworking
Machinery
GED Integrated Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401
Fax: 330/963-0584
www.gedusa.com
Misc. Products
Displays for Doors
and Windows
Emes Marketing Inc.
68 Theodore Place
Thornhill, ON L4J 8E4
Canada
905/886-1066;
fax: 905/886-1266
www.emidisplays.com
info@emidisplays.com

Get in the Guide!
Listings start at just $350!
Contact Janeen Mulligan
at 540/720-5584 x112 or
e-mail jmulligan@glass.com.

Welcome to the
latest service
from DWM magazine

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

• An electronic version of DWM
delivered right to you via e-mail
• Perfect for on-the-road
reference
• Ideal for international
subscribers
• Receive your issue prior to
print subscribers
• Bonus material: additional and
extended stories
• Searchable index
• And it’s free

Window Hardware &
Related Products
Strybuc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
800/352-0800;
fax: 610/534-3202
www.strybuc.com
Stiffeners
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
360/653-6666;
fax: 360/653-9884
www.alumet.com
Weatherstripping
UltraFab Inc.
1050 Hook Rd.
Farmington, NY 14424
800/535-1050;
fax: 585/924-7680
www.ultrafab.com
sales@ultrafab.com
Window Components
Extrusions, Vinyl
Deceuninck
North America
351 N. Garver Road
Monroe, OH 45050
800/432-9560;
Fax: 513/539-5402
www.decna.biz
Windows
Vinyl Windows
VEKA Inc.
100 VEKA Dr.
Fombell, PA 16123
800/654-5589;
fax: 724/452-1007
www.vekainc.com

www.dwm-digital.com
❙

DWM Magazine Digital Edition
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continued from page 30
the ENERGY STAR criteria, this is a
welcomed benefit.
“We’re really kind of excited
about [LEED] because in the past
ENERGY STAR has dominated the
standards,” Newcomb says.
McCoy also points out that it’s
important to stress that aluminum
windows are sustainable—not
“green.”
“A wood window is very green,
but it’s not sustainable—unless it is
made from a tree from a forest that
was grown 50 years ago,” he says.
Both Thermal Windows and
Fleetwood have been approached
by numerous architects and
designers wishing to achieve the
highest number of LEED points for
windows in their projects by using
aluminum windows. Twenty-two of
Thermal’s aluminum windows and
two terrace doors were used
recently in the first LEED Platinum
structure in Oklahoma, the Tulsa

Green Lofts project (see sidebar on
page 30).
“The architect came to us about a
year ago and he was wanting this
building to have the highest number of LEED points available, and he
realized if he put vinyl windows or
wood windows in it, he couldn’t get
as many points,” Newcomb says.
Fleetwood recently was involved
in the Living Homes project, and
Project 710, both of which are
located in Santa Monica, Calif.,
along
with
the
Pasadena
EcoHouse—all LEED projects.
While Atrium makes both a thermally broken aluminum window
and a standard aluminum window,
Gallant says the advantage for
Atrium has been that both LEED
and the NAHB programs allow
trade-offs for various products.
“What [architects will] do is
they’ll use the aluminum windows
and will increase energy perform-

ance in the ceiling. They’re able to
enhance other areas of the energy
envelope, which will allow them to
take a step down in the windows in
using aluminum windows,” he
says. “There’s more of a prescriptive path where you can make
trade-offs.”
The American Architectural
Manufacturers Association (AAMA)
also recently began developing a
green certification program, which
aluminum window manufacturers
expect to be accepting of them and
their products.
“We’re really excited about the
green certification program,” Lane
says. “It would take into account a
company’s policies and procedures
and we would appreciate that,
because it would put us on a level
playing field with others.”
❙
Penny Stacey is the assistant editor of
DWM magazine.
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Manufacturer of windows
Manufacturer of windows and/or doors and/or skylights
Manufacturer of doors
Manufacturer of skylights or other fenestration products
Suppliers of fenestration components or equipment (including glass)
Distributors of windows and/or doors and/or skylights
Engineer firms, utilities or other involved in energy management
Others allied to the field, please specify:_______________________

2. Please check ALL the products or
materials your company manufactures:
A  Wood B  Aluminum C  Glass
D  Vinyl E  Other Metals

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

4. Classification by title (choose the best):
A  Owner/president
D  Designer
B  General or senior manager
E  Marketing manager
C  Plant manager or engineer
F  Purchasing manager
5. Number of employees at this location: A  1-4
B  5-9
6. What other publications do you receive?
2  Fenestration

G
H




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

 YES  NO



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

I WOULD LIKE TO RECEIVE MY
SUBSCRIPTION IN THE FORM OF:

 PRINT  DIGITAL

Energy expert or consultant
Other

C  10-19
D  20-49
1  Window and Door

E  50-99

Subscriptions are free to all qualified recipients at U.S. addresses. Addresses outside the U.S. please add $80 per year.
By checking yes and signing this form, I also agree to allow publisher to contact me via fax and/or telephone in the future.

F  100+

PLEASE COMPLETE THIS ENTIRE FORM AND FAX IT TO 630/482-3003
OR SUBSCRIBE ONLINE AT WWW.GLASS.COM/SUBCENTER.PHP
www.dwmmag.com
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Company

16, 17 AAMA

Phone

Fax

Web Address

847/303-5664

847/303-5774

www.aamanet.org

66

Alumet Manufacturing Inc.

800/343-8360

360/653-9884

www.alumet.com

9

Amesbury Group

800/325-3359

605/332-3701

www.amesbury.com

50-51 Ashland Products

219/696-5950

800/626-1758

www.ashlandhardware.com

952/935-1722

952/935-1722

www.cardinalcorp.com

86-512-52590663

86-512-52599077

www.hard-glass.com

19

Cardinal Industries

59

Changshu Hard Glass Co. Ltd.

31

Edgenet

877/334-3638

615/371-3023

www.edgenet.com

1

Edgetech I.G. Inc.

800/233-4383

740/439-0121

www.sustainaview.com

15

Electronic Design to Market Inc.

419/861-1030

419/480-1099

www.edtm.com

56

Elton Manufacturing

800/297-8299

905/878-9211

www.eltonmanufacturing.com

12

Emes Marketing Inc.

905/886-1066

905/886-1266

www.emidisplays.com

11

Erdman Automation Corp.

763/389-9475

763/389-9757

www.erdmanautomation.com

25

FeneTech Inc.

330/995-2830

330/562-8688

www.fenetech.com

7

Glasslam

954/975-3233

954/975-3225

www.glasslam.com

27

Glaston Italy/Bavelloni Brand

39 031 728311

39 031 7286318

www.glaston.net

5

G-U Hardware

800/927-1097

757/877-9720

www.g-u.com

45

HOPPE North America Inc.

888/485-4885

920/563-4408

www.us.hoppe.com

55

Jason Hardware Co. Ltd.

86-754-85163256

86-754-85162821

www.jasonhardware.com

41

John Evans’ Sons Inc.

215/368-7700

215/368-9019

www.springcompany.com

3

Joseph Machine Co. Inc.

800/457-7034

717/432-8184

www.josephmachineco.com

58

J & S Machine Inc.

715/273-3376

715/273-5241

www.jsmachine.com

52

LAMATEK Inc.

800/526-2835

856/599-6010

www.lamatek.com

43

MGM Industries

800/476-5584

615/859-7966

www.mgmindustries.com

65

Mikron Industries Inc.

800/456-8020

253/850-9970

www.mikronvinyl.com

57

Norfield Industries Inc.

800/331-0999

530/879-3140

www.norfield.com

58

Nova Supply LLC

877/632-2448

877/648-2923

www.novagroupsales.com

18

Pat Mooney Inc.

800/323-7503

630/543-5584

www.patmooneysaws.com

35

Ritescreen

800/949-4174

888/432-8036

www.ritescreen.com

37

Royal Mouldings

800/368-3117

276/781-2520

www.royalmouldings.com

12

Sika Corp.

800/688-7452

248/577-0810

www.sikaindustry.com

24

SRD Design Corp.

717/699-0005

717/699-0055

www.srddesign.com

21

Sturtz Machinery Inc.

440/248-4009

440/248-4018

www.sturtz.com

39

TDCI

800/630-6687

614/781-2331

www.tdci.com

C2

Truth Hardware

800/866-7884

507/444-4762

www.truth.com

49

Win-Door North America

800/282-0003

416/444-8268

www.windoorshow.com

13

Winkhaus North America Inc.

262/472-8800

262/472-8900

www.winkhaus.us.com

47

WTS Paradigm

608/664-9292

608/664-9295

www.wtsparadigm.com
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Industry Indices

Ducker Releases Market Study Data
he American Architectural
Manufacturers Association
(AAMA) and the Window and
Door Manufacturers Association
(WDMA) have released their Study
of the U.S. Market for Windows,
Doors and Skylights. The study is
conducted every two years with
the abbreviated U.S. Industry
Statistical Review and Forecast
report published every year. The
research is performed by Ducker
Research Co. This year’s report
also included the Distribution of
Residential and Nonresidential
Windows and Doors in the 2007
U.S. Market and the summary of

T

findings regarding installation
practices and procedures.
Getting to the market study, it’s
no surprise that housing starts
dropped dramatically from 2006—
a 24 percent decline. While remodeling didn’t take as large of a hit,
this segment did decline as well by
6.4 percent. These statistics explain
the 11.4 percent decline in the
prime window market. Vinyl’s market share grew marginally over
wood and aluminum, but still
decreased from 2006.
Looking at specific segments, the
patio door market declined by 12
percent. Fiberglass entry doors

continued to grow, holding 27 percent of this market as opposed to 11
percent for wood.
Ducker also studied trends in
particular regions, and declines
were seen in all segments. Though
the Northeast showed the slowest
decline at 14 percent, all other
regions dropped by 25 to 28 percent. Additionally, while the
impact-resistant market was once
seen as a high growth area, a steep
drop in Florida’s new construction market has caused this market to decline.
❙❙➤ www.aamamet.org or
www.wdma.com
❙

Shipments of Prime Windows; 2002 – 2011F
(Millions of Units)
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New
Construction
Wood
Aluminum
Vinyl
Fiberglass*
Other
Sub Total
Remodeling &
Replacement
Wood
Aluminum
Vinyl
Fiberglass*
Other
Sub Total
Total
Construction
Wood
Aluminum
Vinyl
Fiberglass*
Other
Total

2002

2003

2004

2005

2006

2007

2008F

2009F

2010F

2011F

9.9
5.2
12.2
—
0.7
28.0

9.9
5.1
13.8
0.6
0.2
29.5

9.5
5.9
15.2
0.6
0.2
31.4

9.2
6.5
17.4
0.8
0.2
34.1

7.8
6.0
16.1
0.8
0.2
30.9

6.2
4.4
13.2
0.8
0.2
24.9

4.8
3.3
10.3
0.9
0.2
19.5

5.2
3.1
11.2
1.0
0.1
20.5

5.5
3.0
12.7
1.1
0.2
22.5

6.0
2.8
14.2
1.2
0.2
24.4

2002

2003

2004

2005

2006

2007

2008F

2009F

2010F

2011F

10.0
2.6
18.5
—
0.5
31.6

10.0
2.6
20.0
0.2
0.5
33.3

10.3
2.4
22.2
0.3
0.5
35.7

10.0
2.4
23.2
0.4
0.5
36.4

9.5
2.3
23.1
0.4
0.5
35.8

8.9
1.9
22.5
0.5
0.5
34.3

8.4
1.6
21.7
0.5
0.5
32.7

8.7
1.4
22.5
0.5
0.5
33.6

9.0
1.2
23.7
0.6
0.5
34.9

9.2
1.1
24.6
0.7
0.5
36.1

2002

2003

2004

2005

2006

2007

2008F

2009F

2010F

2011F

19.9
7.9
30.7
—
1.2
59.6

19.9
7.7
33.8
0.8
0.6
62.8

19.7
8.3
37.4
0.9
0.7
67.1

19.2
8.8
40.6
1.1
0.8
70.5

17.3
8.3
39.2
1.2
0.8
66.7

15.1
6.4
35.7
1.3
0.7
59.1

13.2
4.9
32.0
1.4
0.6
52.1

13.9
4.5
33.7
1.5
0.6
54.2

14.5
4.2
36.4
1.7
0.6
57.4

15.2
3.9
38.8
1.9
0.7
60.5

*Included in “Other” prior to 2003.
** Due to rounding, totals may not equal the sums of individual value.
www.dwmmag.com

Source: Ducker Research

Our business is engineered to give your proﬁts a boost.
More than just a provider of quality vinyl, we partner with you to reduce costs, increase sales
and improve ROI. Our experienced design team brings you cost-efficient systems that differentiate
your brand. Our new technologies, like SuperCap SR™ and MikronWood™, can open new opportunities.
Plus, our short order lead times and ship-complete track record keep your inventory turning.
Gain a supply-chain partner with an eye on your bottom line.

Visit mikronvinyl.com

™

