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DON’T WORRY...

#19.62 Series

#19.63 Series

YOU’RE SAFE WITH A POSITIVE
ACTION LOCK (PAL) SYSTEM.
Truth’s Positive Action Lock (PAL) System is one of the simplest and most secure locking system on the
market today. A simple movement of the locking tab disengages the lock allowing the sash to move
freely. When the window is closed the PAL System automatically locks, securing the window without
having to manipulate the lock again.
Standard Features Include:
- Snap-on Cover Option–Allows for more aesthetic cover possibilities, reduces material cost, and allows
it to fit more applications.
- Multiple Mounting Options–Lock can be mounted in both the vertical and horizontal orientations.
- Multiple Keeper Configurations–Including top-mount and face mount keepers.
- Visual Security–Unlike others on the market, the lock’s bolt will stay retracted when open and remain
retracted until triggered in a positively locked position. “Unlocked” indicator remains visible at all
times until the lock is positively locked-up, thus providing that visual security indicator not found in
competitive models.
- Helps window manufacturers pass ASTM F588 Forced Entry Resistance Test.

TwinLatches™ by Truth Hardware
Competitively priced, Truth Hardware’s new TwinLatch™ is
a new high strength composite tilt latch. Easy to install and
does not require any t-shaped routes as the window profile
is being prepped for hardware installation. Available in a
variety of colors, the TwinLatch™ is an easy upgrade for
window manufacturers as it’s a direct replacement for
competitive models.

Locks and Latches in a wide range of finishes.

For more information on Positive Action Lock Systems visit www.truth.com or call 1-800-866-7884.

Truth Hardware is better from every perspective.

700 West Bridge Street • Owatonna, MN 55060
1-800-866-7884 • www.truth.com
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Get Automated
With up to 850 Sash per Shift in
under 1200 square feet !

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

Stürtz Machinery Inc.
1910 Summit Commerce Pkwy. · Twinsburg, OH 44087
Telephone 330-405-0444 · Telefax 330-405-0445
info@sturtz.com · www.sturtz.com

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

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

» Find out more about Stürtz today by calling 330-405-0444
or visit our website at www.sturtz.com.

stürtz

Machinery, Inc.
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First Annual
Green Award Nominations

Midwest,
Plain States
and Texas
Southeast

Find out which companies are making green more than
just a word. From manufacturers to suppliers, cast your
vote in a variety of categories. The list of winners will
appear in the October issue of DWM.

West Coast and
Western Canada

With the economic crunch, sales are more important than
ever. Your customers could increase their sales and yours by
displaying their products in a more aesthetically pleasing
way. Here are some suggestions and options on how you
and your customers can display your products better.

Published by Key Communications Inc.
Debra Levy, president
385 Garrisonville Road, Suite 116
Stafford, Virginia 22554
540/720-5584 ❚ fax: 540/720-5687 ❚ www.glass.com

A manufacturer of vinyl doors and windows, Soft-Lite
has made a number of strategic moves over the years that
have positioned it for continued growth.

ON THE COVER: From left to right: Plant photos from the following

Northeast and
Eastern Canada
Europe

door and window manufacturers: Vytex, Therma-Tru and Dove.
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New HEMISPHERE Retractable Insect Screen
The HEMISPHERE system is now available with a retractable insect screen—engineered to seamlessly integrate with
modern window and door applications, giving homeowners a superior alternative to unsightly external flat screens.
The pleated screens fit inside the application: they are used only when the window or door is open, thereby staying
clean and providing uninterrupted views to the outside.

877 852 8808
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EYE ON ENERGY

ARRA Tax Credits
Breathing New Life into ENERGY STAR®—Not Ringing the Death Knell
BY
hen I earned my Home
Energy Rating System
(HERS) certification, I
was determined that it would be a
real credential. My small ratings
practice continues to be one of the
most valuable parts of my consulting firm. Seeing how all the codes,
standards, rules and regulations get
played out in the field is priceless.
So I had a distinctly different reaction from the rest of the fenestration industry when .30/.30 hit at
the end of February.

W

ARLENE

ZAVOCKI

STEWART

people are concerned about spending, even if it does save them
money later. They are interested
but not excited.

Weatherization Program:
Worth Participation
So, if the tax credit is only a small
squall, what is the real storm? That
would be the Weatherization
Assistance Program (WAP) for lowincome families. Many in the
industry may have never even
heard of it, as historically, it has

If your dealers’ installers are not already participating,
they will need to find out how to become approved,
because the program is highly regionalized.
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I went through the same hullabaloo on the ENERGY STAR Homes side
when the $2,000 builder tax credit
came out a few years ago. My builder
clients and colleagues all wanted to
know what they needed to do to get
the credit, which turned out to cost
twice the credit amount. None of
them pursued the tax credit but at
least half started taking a more serious look at building ENERGY STAR
homes. Not all actually did, but definitely more did than before. The tax
credit provided the jolt.
Since history is doomed to
repeat itself, I tend to think this tax
credit will not ring the death knell
of ENERGY STAR. Rather, it’s the warning bell—the bellwether of the
storm to come. The tax credit doesn’t provide the same jolt to the
building industry. For my home
builder association colleagues,
$1,500 for remodeling is nice, but
more disposable cash has to be
spent to get the credit—dollars
www.dwmmag.com

been very difficult for windows to
participate. This is due to limited
funding and low return on investment (ROI) ratios compared to
other energy-saving provisions. My
experience is that the low-income
participants wanted new windows,
but windows almost never rank
high enough on the proposed
improvement list to be approved by
the auditor.
With the stimulus package, the
WAP rules, qualifications and available dollars have been expanded.
For my state, by the end of 2008, the
program will grow by 5,000 percent.
No, that’s not a typo—there really
are three zeros in that number and
millions of dollars allocated.
This is the jolt the homebuilders
need. Roughly $5,000 government
dollars are available per house for
improvements. Contractors are
paid directly by the community
action agency that engages them,
and that, in turn have to spend the

>I

dollars within 36 months. Many
WAP auditors will be directed to
bundle as many other available
state and utility rebates and grants
into each audit recommendation
as they can. Auditors will most
likely look into the windows tax
credit, but just as with ENERGY STAR
homes, a readily available ENERGY
STAR window may actually turn out
to be more cost-effective with a
bigger return on investment.
Everyone knows ENERGY STAR provides value.
If you haven’t talked to your dealers about this program yet, you
should. If your dealers’ installers
are not already participating, they
will need to find out how to become
approved, because the program is
highly regionalized. WAP generally
requires its contractors to lock in
rates for 12 months at a time,
because fixed pricing is critical to
determining which measures yield
the biggest bang for the buck. Work
with your suppliers and dealers to
create an attractive package to
compete with all the other provisions from which an auditor can
choose. After all, they’re the same
competitors—HVAC, insulation,
etc.—you have for the tax credit.
So, while ENERGY STAR may no
longer be at the top of the heap,
second is sometimes the better
place to be.
❙
Arlene Zavocki Stewart is president of AZS
Consulting Inc., specializing in sustainable
building advocacy, certification, training
and promotion. She can be reached at
azstewart@azsconsultinginc.com. The
views and opinions expressed in this
article do not necessarily reflect those of
this magazine.
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AAMA ANALYSIS

Proper Sealants Help
Ensure Installed Performance
BY
lthough doors and windows
are susceptible to moisture
intrusion or excessive air
infiltration, where leakage or draft
problems occur, they are not necessarily due to faulty window design.
AAMA-certified products that meet
the code-mandated fenestration
standard AAMA/WDMA/CSA 101/
I.S.2/A440-08 or its predecessors
must pass various structural loading, operating force, forced entry,
water penetration and air leakage
resistance requirements in addition to numerous durability tests.
But these standards and tests do
not account for the performance of
the window after installation —the
source of most air leakage or water
penetration problems attributable
to windows. While the former
affects occupant comfort and energy efficiency, the latter can lead to
costly deterioration and promote
the growth of mold and mildew in
wall cavities.
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d
o
o
r
&
W
I
N
D
O
W
M
A
N
U
F
A
C
T
U
R
E
R

6

The solution focuses on the
integrity of the “drainage plane” of
the exterior wall. The drainage plane
consists of a weather-resistant barrier (WRB)—often composed of tar
paper, but also felt, house wrap,
etc.—installed behind the exterior
cladding and coupled with flashing.
It provides a path for moisture that
penetrates the cladding system to
move down and away from the
building. In all cases, the essential
principle of window installation is
that the window units must work
together with the exterior facing
material, sheathing and the WRB to
form a fully integrated and effective
drainage plane. The proper use of
www.dwmmag.com

KEN

BRENDEN

flashing and sealants to seal the
joints between the rough opening
and the window frame plays a key
role in achieving this objective.
The right sealant for a given
application must meet several
requirements. It must provide a
weather-tight seal that retains its
integrity despite thermal or seismic
movement or structural forces due
to wind load or settling. It also must
be capable of absorbing stress
without transferring it to the glass.
Meanwhile, it must retain its properties while resisting the effects of
water and ultraviolet radiation over
time. Consideration must also be
given to the type of surface to
which the sealant must adhere (a
primer coat being necessary for
some to ensure bonding), the configuration of the joint to be sealed
and the compatibility of the sealant
with other materials.
Critical performance characteristics of a sealant are its adhesive
strength, cohesive strength, recovery ability after deformation, tensile strength and durability under
the effects of weathering. The
importance of adhesive and cohesive strength is self-evident.
Unless the sealant adheres securely to the substrate, it will fail when
subjected
to
tensile
stress.
Cohesive strength is equally
important, as a material that lacks
the strength to “hold itself together” cannot provide a suitable seal.
Other attributes include hardness,
thin film integrity, elastic recovery,
permanent set and compression
set, peel adhesion, yield strength,
slump, sag, low-temperature flexibility, ultraviolet resistance and
water absorption.

>I

Standards Can Guide the Way
Fortunately, guidance is available
for the selection and application of
sealants, as well as for the proper
design of the joints and glazing to
which the sealant is to be applied:
• AAMA
800-08,
Voluntary
Specifications and Test Methods
for Sealants, is a compilation of
standards, specifications and test
methods for determining the performance of compounds, sealants
and tapes.
• AAMA 812-04, Voluntary Practice
for
Assessment
of
Single
Component Aerosol Expanding
Polyurethane Foams for Sealing
Rough Openings of Fenestration
Installations provides test methods for determining the expansion properties of the foam and
allows the user to relate them to
their probable effect on fenestration framing.
• AAMA 850-91, Fenestration Sealants
Guide Manual, is a guide for the
selection, use and application of
sealants for factory or field glazing
as well as weather-seal applications.
In recognition of the difference
between sealants used in the assembly of doors and windows and those
used in their installation, the March
2009 issue of the AAMA Verified
Components List was the first to provide component listings in two individual parts: Part One-Components
of Certified Windows and Doors; and
Part Two-Materials and Components
Used for Installation.
❙
Ken Brenden serves as technical standards
manager for AAMA. He may be reached
at kbrenden@aamanet.org. His opinions
are solely his own and do not necessarily
reflect those of this magazine.
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Energy and Environmental News

AAMA Progresses on Green Specification
for Fenestration Products
said task group chair Tracy Rogers of Edgetech IG.
The program is expected to include residential and
nonresidential products, though one member proposed a strictly residential program.
There was much discussion about the various
specifics of the program, many of which had to do with
concerns regarding specific materials, to which Rogers
said, “AAMA’s whole goal is to be material-neutral.”
The group also discussed specific product groups,
including skylights. Some representatives of the skylight industry suggested that skylights be considered
separately. Ultimately, the group decided to create a
separate rating category for each program in the North
American Fenestration Standard (NAFS), while still
having commonalities.
“This doesn’t mean we break up and start over,” said
Rogers.
The meeting also included a discussion of the factory-glazed windows component of the program, much
of which centered on the issue of recycled content.
AAMA’s Aluminum Materials Council presented a proposal outlining levels of recycled content and how
many points a product would get based on those percentages. This created a great amount of feedback and
various members representing the vinyl
industry said the
numbers were too
high.
The proposal for
pre-and
post-consumer recycled content would give 2
points for 10 to 24
percent recyclability,
4 points for 24 to 40
percent, 6 points for
50 to 74 percent and 8
points for 75 percent
and higher.
Terry
Abels
of
Chelsea
Building
Products said these
numbers would hurt
AAMA attendees participate in the discussion of the development of AAMA’s green certification the vinyl industry.
Others pointed out
program for doors, windows and skylights.
he industry may be getting closer to having a
green specification for fenestration products.
Members of the American Architectural
Manufacturers Association’s (AAMA) Green and
Sustainability Specification Development Task Group
discussed the latest version of the association’s
Sustainable Products Certification Program Proposed
Criteria during the group’s summer conference in
Minneapolis held in June.
The proposed program is similar to the U.S. Green
Building Council’s (USGBC) LEED program in that it
offers participants a specified number of points in a
range of distinct fenestration-specific categories,
including condensation resistance, variable transmittance and other factors. It also includes five mandatory criteria that must be met: energy performance, air
infiltration, water resistance, structural performance
and durability. A company’s products can receive different points based on these factors. For example, in
the energy performance category a product would get
different points based on the U-factor of that particular window.
“When it comes to someone else’s program this
could be the fenestration component they specify,”
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that there is no way to reuse vinyl as is the case with
other materials such as aluminum.
“Now you understand the problem aluminum has
with U-factor,” one member was quick to point out.
Brent Slaton from Keymark, a member of the
Aluminum Materials Council, said those proposed
numbers can be changed and pointed out that the goal
was to “put more emphasis on recyclability and make
it material-neutral.”
Ultimately, the attendees decided to put together a
working group, chaired by Abels, which will consist of
at least one member of each of AAMA’s materials councils and will determine what the appropriate levels
should be.
While there were differences of opinion, the members
seemed to agree that the association is moving in the
right direction with development of this specification.
In addition to the task group’s discussion on sustainability, members heard presentations from Dan
Handeen, research fellow at the University of
Minnesota, on life cycle analysis (LCA). Handeen
told members there are different levels to the LCA, as
well as different models available to conduct this
analysis. One of these models is the Athena
EcoCalculator, which the USGBC will be using in its
LEED program (LCA has its own category within
LEED).
During a presentation to AAMA’s LCA task group,
Kerry Haglund from the Center for Sustainable
Building in Minneapolis, reported that she is working with AAMA and other industry groups to write a
proposal in the hopes of getting stimulus money
from the Department of Energy to conduct LCA
research.
But LCA is not an easy task. Handeen pointed out
that LCA would calculate the impact of the materials
going all the way back to the materials’ origin. For
example, when it comes to vinyl windows it would
mean taking into account the energy used by the crane
to dig the tin.
AAMA president Richard Walker noted that the association’s broad goal is to have its green certification
program be recognized by USGBC, adding, “to do that
we need LCA.” The group decided to continue looking
into fenestration-related North American LCA studies
that the association may be able to endorse.
❙
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Saw quickly, accurately and
safely with our PMI Series.
•
•
•
•
TigerStop is a registered
trademark of TigerStop, LLC.

Miter Cuts Left and Right
Speeds up to 3,000 rpm
Burr-Free, Mirror Finishes
Saw Blade Safely Housed
Below Work Table
• Efficient Chip Evacuation
• Smooth, Chrome-Plated
Work Table

Now Available

TigerStop® Automatic
Length Control

800-323-7503

www.patmooneysaws.com • sales@patmooneysaws.com
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What’sNews
LEADING NEWS

DOE Requests $5.5 Million in
Windows Funding
n fiscal year 2010 the administration is requesting 10.5 million for the Department of
Energy’s (DOE) Windows program—a $5.5 million dollar
increase from last year, according
to the DOE’s Marc LaFrance.
LaFrance spoke before members of
the
American
Architectural
Manufacturers Association in early
June during the association’s summer conference in Minneapolis.
“That’s a very significant
increase,” said LaFrance. And it’s
one that creates a lot of opportunities for manufacturers. He also
mentioned that the Office of Energy
Efficiency and Renewable Energy is
requesting $2 billion for research.
“We’re anticipating a large
amount of that money to go toward
windows research,” he said.
LaFrance addressed a variety of
subjects relating to the DOE’s pro-
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grams, including new products
coming down the pipeline.
“In the future we’re looking at an
R10 window, maybe vacuum glazing as well,” he said. “We will see
dynamic windows as a viable
option in the years to come.”

He pointed out, though, that
for the near term the DOE’s goal is
an affordable R5 window in the
marketplace.
“We’re trying to identify and
organize buyer groups in the government and private sector,” he said.
He also said that while the industry speaks in terms of U-factors,
“for the layman, Congress, etc.,
they understand an R-value better.”
LaFrance said that he disagrees
with Richard Karney, DOE’s program manager for the ENERGY STAR®
windows program, concerning
phase 2 of ENERGY STAR.
“I personally think we should
hold off on phase 2,” said LaFrance.
He said doing so would allow the
“triple-pane market to mature.”
“It’s time to move beyond double-pane,” he added. “We need to
support highly insulating windows
beyond the tax credits.”

ASSOCIATION NEWS

COMPANY NEWS

AAMA Releases New, Voluntary Test Method for
Thermal Transmittance and Condensation Resistance
of Doors, Windows and Glazed Wall Sections

Masonite Emerges
from Chapter 11

AAMA 1503-09, a voluntary test method for doors, windows and glazed wall
sections, has been released by the American Architectural Manufacturers
Association (AAMA).The test method, titled Voluntary Test Method for Thermal
Transmittance and Condensation Resistance of Windows, Doors and Glazed
Wall Sections, measures the thermal characteristics of doors, windows and
glazed exterior wall sections under steady-state conditions. Specifically, measurements and calculations made using this procedure can be utilized to determine the thermal transmittance (air-to-air) or U-Factor, the air infiltration rate
and/or the condensation resistance factor.
For AAMA 1503-09, calibration techniques were changed to reflect the significant improvement in window thermal performance over the years and sealing against potential air infiltration has been improved. Other calibration and
test techniques were also refined. In addition, a component was added to allow
for testing of multiple glazing options via AAMA’s 1505 glass library to provide
simple, cost-effective and fully tested U-factor and condensation resistance factor (CRF) values.
❙❙➤ www.aamanet.org
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Marc LaFrance spoke before AAMA
members regarding a variety of DOE
initiatives.

www.dwmmag.com
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Masonite International Corp.
completed its financial restructuring and emerged from protection
under both Chapter 11 of the U.S.
Bankruptcy
Code
and
the
Companies’ Creditors Arrangement
Act (CCAA) in Canada on June 9.
The company filed for reorganization on March 16.
Masonite officials say the company reduced its debt from $2.2 billion in March to $11.3 million of
term debt and less than $2 million
of other debt at foreign subsidiaries
at emergence.
“This restructuring process has
made Masonite a financially healthier and stronger company better
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positioned for the future,” says Fred
Lynch, president and chief executive
officer of Masonite. “We achieved
our goal to successfully complete
our debt restructuring plan and
emerge from Chapter 11 and CCAA
within 120 days of filing in no small
part because of the extraordinarily
constructive work we undertook
with our lenders to develop an outstanding capital structure to support
our long-term business objectives.”

Tru Tech Acquires Therma-Tru
Plant in Fredericksburg, Va.
Toronto-based Tru Tech Door
Systems has acquired the ThermaTru plant and its equipment in
Fredericksburg, Va., and, at press
time, planned to re-open the facility in July. The company acquired
the property through an auctioneer to whom Therma-Tru had sold
the property.

www.windoorshow.com

SAVE THE DATE
Glass Expo Midwest™
March 16-17, 2010
New Educational Track for
Door & Window Manufacturers

Therma-Tru's Fredericksburg plant is
reopening thanks to Canada's Tru Tech
Doors.
“It just became available and
when we visited the facility, it happened to be the right time and the
right place,” Tru Tech president
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What’sNews
CONTINUED

John Careri told DWM magazine.
The new location, Tru Tech’s first
in the United States, will be known
as Tru Tech Doors U.S.A. and will
serve as its U.S. headquarters,
Careri says. The company currently
has three manufacturing locations,
all in Canada. Careri expects the
Fredericksburg plant to serve the
company’s Eastern U.S. customers.
The plant will produce lightcommercial steel doors primarily,
and the company planned to soon
add residential entry doors as well.
Tru Tech had hired 25 former
Therma-Tru employees to return to
the facility, and planned to have a
total of 40 on staff when the company officially opened the location
in July.
“When production begins in
July, we plan to increase that number,” Careri added.

Therma Tru announced last
October that it would be closing
the facility and transferring production of the products to other
Therma-Tru locations.

U.S. House Republican
Leader Visits Deceuninck
John Boehner, House representative for the eighth district of
Ohio and House Republican
Leader, visited Deceuninck North
America’s Monroe, Ohio, facility
in May. He began his visit by
meeting with Mark Parrish, the
company’s president and chief
executive officer. During the
meeting (which was closed to the
press) Parrish said he raised a
number of discussion topics,
including the energy-efficient
window tax credit and the buyAmerican provision of the

KUDOS

PGT Donates Windows to World Vision Storehouse
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PGT Industries recently donated surplus product to the World Vision
Storehouse, in support of children and families in need across America. The PGT
Windows, among other donated building products, were used to rebuild the
home of a West Virginia family, the Boylards, after it was destroyed by fire.
“PGT is proud to partner with World Vision to help families in need,” said
Debbie LaPinska, vice president of sales and marketing at PGT. “We as a company believe in helping improve the communities and lives of community members
where our products are sold.”
“PGT is a wonderfully engaged donor; they take an active role in ensuring
that families like the Boylards receive what they need,” said Mary Garcia, World
Vision’s corporate relations director. “Partnerships like these are what enable us
to rebuild lives.”
PGT has been working with World Vision since last year, donating product from
their aluminum and vinyl residential product lines. The Boylards are one of many
families in West Virginia who have improved their lives through PGT’s donation.
Appalachia is an area of the country where poverty is magnified, due to many factors, including fewer employment opportunities and lower income potential.

Happy Anniversary!
Several companies in the industry have recently celebrated milestones and
anniversaries.
Seaway Manufacturing Corp. celebrated its 50th anniversary on Friday,
May 29, with a ceremony at its plant in Erie, Pa. Edgetech I.G. Inc. in
Cambridge, Ohio, and Crystal Window & Door Systems of Flushing, N.Y.,
both are celebrating 20 years in business during 2009. Gorell Windows &
Doors in Indiana, Pa., is celebrating 15 years in business.
www.dwmmag.com
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John Boehner spoke to Deceuninck
employees during a town hall meeting.
American
Recovery
and
Reinvestment Act; the Freedom of
Choice Act; public school green
building construction standards;
and the implementation of the
Energy Independence Act of 2007.
Parrish told DWM magazine
that Rep. Boehner, whose background prior to politics was in the
plastics industry, was very
attuned to the homebuilding
industry.
“He was … aware of our processes here and the fact that we have
had to close two plants in the past
two years,” said Parrish, adding
that while Deceuninck, like so
many others in the building products industry, has been faced with
difficult times, he is still looking
forward to a North American
expansion strategy when the economy can support that.
“That’s part of the reason I
invited him here, because we are
invested and committed to a
North American presence and
expansion,” said Parrish, who
noted that even though Rep.
Boehner had not supported the
stimulus plan, it indeed has benefited the company.
“We’ve recently started hiring
again and our orders are increasing,” said Parrish.
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Adhesives

Silver Line Closes
Fall River, Mass., Facility
Silver Line Windows was expected to close its Fall River, Mass.,
facility on July 12. In a letter written
on March 12, Silver Line president
Randy Iles said that although the
company has taken steps that have
resulted in significant growth in its
market share, it is not enough in
these difficult times.
“Market share growth cannot
enable any business to be successful when the overall size of the market declines as rapidly as the housing industry,” he said. “Costs must
be lowered to offset the loss in volume. As a result, we have eliminated a number of positions, restricted
discretionary
spending
and
reduced manufacturing capacity by
closing plants, eliminating shifts
and reducing hours.”
He added that although these
steps have helped to make Silver Line
a stronger company that is more able
to withstand this severe downturn in
the housing industry, more manufacturing capacity has to be reduced.
“We do understand the impact
this has on employees and their
families,” said Iles. “Our intent is to
be respectful of those who are leaving, to thank them sincerely for
their hard work on behalf of Silver
Line, and to offer them assistance
to accelerate their successful transition into a new position.”
He added that these steps will
help the company prepare for a
brighter future.
“Silver Line is definitely going to
be one of the survivors in our
industry. We will get through this;
we will be a stronger company, and
we will be ready when the market
comes back,” Iles said.
Silver Line spokesperson Maureen
McDonough told DWM that the
doors and windows produced at Fall
River now will be produced at other
Silver Line plants.
❙
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companies on the web

The new website launched recently by Interlock USA is
designed to showcase the company’s newest product lines.
Located at www.interlockna.com, the website was designed
with a focus on creativity, interactivity, usability and originality …Industrial Sales Corp. (ISC) has a new, interactive website, www.iscamerica.com. The website features a new, modern
look, and outlines the company’s product lines, along with the
companies it represents … JELD-WEN has developed a new
website, www.eco-reno.ca, to assist consumers in Canada with
getting maximum grants when purchasing new doors and windows. ❙
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On Display
Vital Sales Could be Lost if Your Customer Doesn’t Have Adequate Displays
by Samantha Carpenter
im Young knows how vital
product displays and samples are to selling doors and
windows. His company,
Vision
Products
in
New
Kensington, Pa., builds samples
and displays for door and window
showrooms as well as countertop
displays and cases that can be carried into an end-user’s home.
Young has customers who tell
him they want all their products to
be available to take into the home.
“We once had a salesperson send
us window parts in a Wal-Mart bag.
He said he would carry the parts
into the home [like that]. Needless
to say, he was pretty pleased with
the soft-side bag we sold him,”
Young explains.
If you are a door or window manufacturer and some of your customers lack adequate displays or
sample cases, they—and you—
could be missing out on some valuable sales.
Emes Marketing Inc. also manu-

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

14

explains that his company produces displays for showrooms,
rolling displays for showrooms,
plus smaller portable carrying
cases that can convert into standalone displays.

No More Complaints
DAC once had a customer who
purchased some handles to screw
directly to the side of their windows samples, and their customers
sold the windows in the home to
consumers.
“Our customer was getting consistent complaints that sample
windows had problems with the
jambs bowing out, and our customer knew they were going
through extreme quality checks in
the sample department to assure
flawless samples. They did not
understand what was going on or
why the complaints they were
receiving were just on the samples,”
Woods explains.
“When we did hear about the

Photo courtesy of Weather Shield Windows & Doors.

J

factures and sells displays for windows, doors (entry, interior and
storm), garage doors and more.
“The overwhelming theme of all
of our displays is to display maximum product in a minimum
amount of space,” explains Mark
Shields, owner of the company.
“This is especially beneficial in
today’s economic times, as people
are down-sizing their showroom
space and/or their booth sizes at
trade shows and home shows.”
Shields, like Young, has some
interesting stories about door and
window displays.
“Prior to buying our displays,
many of our customers were literally leaning their door and window
samples up against their showroom
walls, trying to be very careful not to
handle them too much so that they
would not fall over,” Shields says.
DAC Products Inc. in East Bend,
N.C., is another manufacturer of
displays. Todd Woods, vice president of sales and marketing,

The Schield Family Brands offer their dealers modular displays that are flexible units that can be set up to fit within the space
available at a dealer's location.
www.dwmmag.com
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Prior to buying our displays, many of our customers were literally leaning
their door and window samples up against their showroom walls, trying to be
very careful not to handle them too much so that they would not fall over.
—Mark Shields, Emes Marketing Inc.

problem, we called the customer
and talked them into trying a few of
our cases. Once they saw that the
problem was solved, they started
using window carrying cases and
the complaints went away and
sales went up,” Woods says.

those doors and windows that may
have larger dollar margins.”
While these display and samplecase manufacturers know how
important the right display product
is for door and window product
sales, do their customers?

What You See is
What You Get

Realistic Representation

Photo courtesy of Zeeland Doors.

Not only is it important for customers to see products without
defect, it’s important for them to
know exactly what they are buying.

MAI Doors shipped customer Zeeland Doors
a display with an existing order, so it did
not cost the dealer any extra money.
“I have often heard dealers comment that they’ve had customers
come back to them, after they were
sold a door or window by seeing a
picture of it in a magazine or catalogue, complaining that the
installed product was not exactly
what they thought it would look like
from the picture they saw,” Shields
says. “Displaying multiple full-size
doors and windows has actually
decreased customer complaints and
returns. Additionally, displaying
‘nicer’ customer doors and windows
over usual ones gives the dealer a
chance to standout from the crowd,
while at the same time, highlight

Jeremy Melis is marketing manager for MAI Inc. in Wylie Texas. He
says while literature and websites
are always great places for customers to do their research, “nothing sells a high-end product like a
wood door better than having a display that customers can touch and
feel in person.”
Jeff Williams, corporate marketing manager for Schield Family
Brands, which includes Weather
Shield Windows and Doors, agrees
that displays give customers a realistic representation of what the
product will look like once it’s
installed in a wall.
He explains that Schield splits
the cost of displays with dealers
and their displays are produced inhouse and outsourced, depending
on the complexity of the displays.
“Modular displays are flexible
units that can be set up to fit within
the space available at a dealer. They
have movable walls and returns,
which can store corner sections and
accessories. Dealers can specify
which windows they want to include
in either modular or built-in displays when they place the order with
a manufacturer, so the display
showcases products specific to their
geographic region or customer
demographic,” Williams says.
Kelly Reynolds, director of marketing services at JELD-WEN,
concurs.
“Well-crafted displays are essential when it comes to selling a product and brand, as they can help rein-

force key attributes, attract
attention and promote
important features and benefits,” Reynolds says. “For a
salesperson, they can help
bring a product to life for
the customer. That’s
because it can be difficult
for customers to imagine
just how much the right window and
door can improve the curb appeal
and architectural style of their home
until they see it for themselves—
great displays help them envision the
possibilities and better understand
how these products will function and
perform in their own homes.”
Matthew O’Shea, director of
marketing at GlassCraft Door Corp.
in Houston, agrees that displays are
instrumental to dealers and distributors. “The displays have a direct
affect on sales. The more time and
energy spent on the showroom
design, layout and point-ofpurchase graphics and information,
the better the return on money and
time invested.”
Whether you provide your customers with displays and sample
cases or divide the cost, it’s important to make sure your customer is
displaying product correctly.
Melis says a good story about the
effectiveness of displays came from
Mike McDaniel, president of
McDaniel Window & Door Co. in
Florence, Ala.
“He had an MAI display in his
showroom that he would keep
accent lighting on at night. One
night, a customer drove past on her
way home from a concert in town,
saw the door through the window,
and called her husband saying she
found their door [for their home],”
says McDaniel.
❙
Samantha Carpenter is a contributing
writer for DWM magazine.
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TOUR

John Ryba tests for gas fill
inside an IG unit.

All the Right Moves
Careful Planning and Investments Help Soft-Lite Maintain Growth and Stability
by Ellen Rogers
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treetsboro, Ohio, is a long way
from Roy Anderson’s home in
his native South Africa. A CPA
by trade, Anderson was working for
Deloitte, Haskins & Sells (now
Deloitte
&
Touche)
in
Johannesburg when he decided to
transfer to the firm’s Toronto office
in 1979. Less than two decades later
Anderson was serving as the president of Better-Bilt Windows when a
broker called him and told him
about a window company called
Soft-Lite that was for sale. Today he
is the owner and president.
“Soft-Lite has been around for
more than 70 years and was origi-

S

www.dwmmag.com

nally made up of three companies
called the Soft-Lite/Mintz/ValuLine Partnership. Soft-Lite made
storm doors and windows; ValuLine made specialty products, such
as bays and bows; and Mintz made
the traditional products, double
hung, single-hung, etc.,” says
Anderson. “It was a pretty complex
thing [to have three company
names] so we re-named the company Soft-Lite, got out of the storm
products business in 1998 and refocused solely on vinyl products.”
Anderson says that though he
had never heard of Soft-Lite before
the purchase what attracted him to

it was the longevity of the employees and the customers.
“We have customers today who
have been with us 20, 30 years,”
says Anderson.
And the same goes for the
employees, some of whom have
been there more than 30 years and
one who has been there more than
40 years.
“Thirty percent of our employees
have more than ten years with the
company and about 10 percent have
more than 20 years,” says Anderson.
In all, Soft-Lite has 158 employees;
during the busy season (usually
June through November) that num-
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ber peaks to approximately 225.
Today, with annual dollar volume
in the $40-$50 million range, SoftLite produces more than 200,000
doors and windows annually for the
retrofit/remodeling industry.

Branching Out
While the Streetsboro facility is
the company’s lone manufacturing
location, warehouse and distribution operations are located in
Baltimore, Md. and Charlotte, N.C.
Last year measurement and installation services were added to the
Baltimore location and plans are in
the works to do the same this year
in Charlotte. The company also
expects it will soon be adding the
same type of facilities in Columbus,
Ohio, and Rochester, N.Y.
“The measurement and installation program contributed an additional million dollars in sales for us
last year—that’s 300-percent growth
in that area,” says John Patrick, chief
financial officer. “In an environment where customers and leads
are precious, we’re trying to give
more total value to that customer
sale by offering this program.”
Going as far west as Colorado,
north to New England and south
through Georgia, Soft-Lite serves 34
states. The company follows two
distribution channels to bring those
products to market. According to
Greg Irving, vice president of sales
and marketing, selling both dealer
direct as well as through one-step
distribution has helped the company expand its business base and
increase its revenue stream.
“Since we have distinctly different products that we market
through each channel we eliminate
conflict when dealers from both
channels meet in the marketplace,”
Irving says. “There are geographic/logistics advantages in certain
areas of the country where distribution dominates and small volume dealer purchases are not cost
effective to ship on a direct basis.”

Dwayne Davis loads frame components onto a four-point welder for fabrication.

Survival Tactics
Despite the struggling residential construction market, Soft-Lite
is still enjoying growth.
With expanded distribution and
service centers, new accounts and
more products, it may sound as
though this is a company immune
to today’s challenging economy.
But it’s not. Anderson admits that
the first months of the year are still
the slowest, that seasonal layoffs
were made after Thanksgiving last
year and that, yes, like everyone in
the residential building industry,
his company has felt the economic
impact.
“Anyone who says they have not
been affected [by the economy] is
lying. If we did not have new business [we would be down]. Flat is
the new up. But, quite frankly, I
believe this is going to be [our]
best year because of where we’ve
positioned ourselves with new
customers,” says Anderson. “We
signed up a tremendous number
of new customers at the end of last
year that have not started buying
yet and with other companies
having difficulty and going out of
business there is a lot of market
share to be gained. I think it’s sad
what’s happening today, but when

those companies go by the wayside [their customers] are going to
have to buy from somebody.”

Built to Perform
At a time when so many other
door and window companies are
either shutting down or cutting
back, Soft-Lite is continuing to
move forward. How so? For one,
Anderson has always sought ways
to re-invest back into the company.
One of those investments came
in 2001 by way of their current location—a 200,000-square-foot plant
designed specifically for window
production.
“We placed the production
lines so that they run from six
receiving doors with materials
coming into six shipping doors
where we load our product on our
trucks going out,” explains John
Ryba, director of manufacturing.
(Editor’s note: Since this interview
was conducted, Mr. Ryba has left
the company.) “We ran all of our
power via overhead bus ducts and
all of the air lines are run with 2inch pipe using a specific grid layout also overhead so that it’s not in
the way of production or our asso-
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All the Right Moves
ciates. Through the use of
AutoCAD and the evaluation of
new automated equipment we
laid out the entire production
facility to be as lean and efficient
as possible with ample space for
growth.”
That same year Soft-Lite decided
it was ready to move into automated production.
“When we were preparing to
move into this building a couple of
us went to the Fensterbau trade
show to look at automated equipment, and we saw lines from
Wegoma, Urban, Sturtz … but
there were two driving factors
involved with our decision,” says
Ryba. “First, the equipment had to
produce the highest quality products ensuring the tightest tolerances on a consistent basis coupled with being able to perform
multiple tasks within one processing center. Second, was the company’s location.” Ryba says that
while two of the companies are
both within a half-hour drive from

Search
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his plant, in the end they decided
to go with Sturtz.
“We thought, in the long run, the
equipment was going to do all that
we needed it to do,” he adds. “We
have six four-point welders, all with
automatic offload tables that move
product through three four-head
CNC cleaners with integrated tilt
latch routers. We have three semiautomatic, self-feeding processing
saws and two fully automated flex
fabrication centers that not only
cut the product but completely
process both frame and sash so
they are ready to be welded,” says
Ryba.
The move to automation also led
to more efficient production. Prior
to the new equipment Soft-Lite ran
two full shifts plus a partial shift.
Now, the company runs one to one
and a half shifts six days a week
during peak production season and
typically four days a week in
January and February.
“On the first shift there are 125 to
150 employees and the second is a
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split, anywhere from 50 to 75,” says
Ryba.
And, Soft-Lite does not have to
look far for production help and
support; the head of its maintenance department worked previously for Sturtz servicing its automated equipment.
“Sturtz gave me the heads-up
that they were going to lose a tech
because he had given a notice since
he did not want to travel,” says
Ryba. “So I gave him a call, interviewed him … It helps to have
[someone] who [knows and understands the equipment].”
Software also plays a significant
role when it comes to the company’s production capabilities.
“We use the Friedman Frontier
system, which controls all aspects
of running our business, everything
from entry to invoicing and also
what’s happening on the shop
floor,” says Patrick. “It starts with an
electronic order entry system
called Power Bids, which allows our
dealers to enter orders remotely
from their individual sites or even
from within the consumer’s home.
All of the documents they [receive
from
us]—acknowledgements,
invoices, etc.—are electronic and
are sent either by e-mail or auto fax.
When an order comes in electronically it moves directly to the production scheduling department.
From that point, the scheduler
takes control and batches it according to how it will be manufactured
and then transmits all of the screen
information to each piece of the
production equipment.”

Operation Methods

Soft-Lite fills its frame components with urethane foam for insulation purposes.
www.dwmmag.com
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In order to ensure the highest
quality and product performance,
Soft-Lite has incorporated a hybrid
version of lean manufacturing,
which uses a combination of
Kaizens, Six Sigma and ISO. “The
journey began more than eight
years ago and is all about driving
waste out of the organization and
getting people to buy in,” explains
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Ken Miller, director of quality, who
provides an example of how they
have used Six Sigma. “We had a
problem right before the holiday
where we were getting an abnormal
defect incidence rate on one of our
lines. Through the Six Sigma
methodology we were able to drill
down to the root cause and eliminate the problem. To close that
loop, we immediately updated our
quality control procedures and said
here’s the specific controls to make
sure this doesn’t come back.” He
continues, “Those methodologies
are now part of our strategy … in
that we know we have to teach people this disciplined way of finding
these issues and solving them.”
ISO is used in areas of engineering changes or a corrective action
format. “Systematic approaches to
make sure when you do a corrective
action you close loops with revised
work construction, proper training
and adjustments in your control
plans so again you’ve resolved the
issue so that it does not come
back,” says Miller.
In that same regard, quality control is also a top priority. This
begins before the door or window is
even produced.
To start, the company’s products
are both AAMA Gold certified and
NFRC certified (the company also
participates in ENERGY STAR®), and
these programs, according to Miller,
do a good job of making sure that
audits are done back at the supplier
level. This ensures that they are
making products that exceed the
highest industry standards.
Sample weigh inspections and
critical dimension inspections are
conducted on incoming materials,
which include extrusions supplied
by Deceuninck North America and
the Royal Plastics Group of Georgia
Gulf and insulating glass units supplied by Intigral.
“If there is a problem with the
material it goes on a material nonconformance log so that it’s quarantined every time it comes in,” Miller
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“Anyone who says they have not been affected [by the
economy] is lying. If we did not have new business
[we would be down]. Flat is the new up.”
—Roy Anderson
says. In-house quality control steps
include process inspections such as
sample checks, as well as a 139point inspection that’s done randomly on finished products.
And when the time comes to
ship, careful effort goes into packaging and protecting the products.
“Everything gets cardboard corners, all the wood grain is protected
with cardboard,” says Ryba. “Our
painted and wood grain products
are foam-wrapped and then completely covered in cardboard.
Everything is stretched wrapped
and never hits the floor once
wrapped. It goes right onto a cart,
which is next placed onto air ride
equipped trucks that we own with
drivers who are our employees,” he
says, adding that the materials are
loaded according to their stops.

Safety First
A safe and productive work environment is another aspect of quality control and continuous improvement. In fact Anderson says the
company’s lost-time accident ratio
is low—1.29 per 100 employees—
and last year there were six fewer
accidents altogether than the year
before.
“We are always driving safety
and we have a safety committee
that meets each month. During the
meeting a representative from
every line is represented and all of
the safety topics are discussed,”
says Ryba, who adds that the company is a drug-free workplace and a
number of safety measures are followed by everyone in the plant.
“Anyone who is glazing must
wear mandatory safety gloves and
glasses; anyone who touches glass,
including the glass handlers on the
dock, has to wear the Kevlar
sleeves,” he says.

Anderson adds that they also
have outside sources come in and
do reviews of the company to make
sure everyone is in compliant with
safety procedures.
“We also reward people who do
not have accidents or work safety
violations,” adds Anderson. “Some
people get up to $1000 a year just in
safety bonuses.”

Secrets to Success
The bottom line behind SoftLite’s business infrastructure is
simply to benefit the customer. And
the only way a company can meet
customer needs is by listening.
“I started this job just out of
graduate school and the first year I
thought I knew everything,” Patrick
shares. “And then I spent nearly one
year on the road traveling and visiting customers and that was my
greatest learning experience in my
whole career. When I came back
from that I had a very different perspective on financial management
and control within the organization
because it became centered around
what the customer wanted.” He
continues, “We used to manufacture what we wanted to make;
today we are very much focused on
manufacturing to meet customers’
needs.”
And listening is exactly what the
team says it’s going to continue
doing, as listening is what will help
steer the company through these
tight times.
As Irving puts it, “We’re here for
the long run and we will make it
through this because we have positioned ourselves that way and we
will stay that way—it’s a mandate
for the people here.”
❙
Ellen Rogers is a contributing editor for
DWM magazine.
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You might be surprised to know that homeowners
will reduce their carbon emissions as much
in a year by installing Envirosealed Windows™
as they will insulating their homes.
It might also surprise homeowners who are
thinking of insulating their homes.
In a time when saving the environment
is on everyone’s mind, you can do your part and
help others do theirs by manufacturing and selling
Envirosealed Windows.
Visit envirosealedwindows.com or call us at
216.910.1500 to learn more.

Envirosealed Windows TM is a trademark of Truseal Technologies, Inc.
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taken this quest beyond their companies and employees to their communities as well to promote the conservation of our resources.
In the next few pages you will find a snapshot of all the
nominees in a variety of categories. Readers may then go
to www.dwmmag.com to vote for a winner in each category. The list of winners will appear in the October issue.
Due to space restrictions, it was necessary to condense a
lot of this information, so we didn’t list how many ENERGY
STAR® products a company offers, or how many products
meet the tax credits. And when it comes to wood products,
the nominees either participate in Forest Stewardship
Council (FSC) or Sustainable Forestry Initiative (SFI) certification, or pledge a commitment to obtain their wood
from well-managed
forests. When choosing the nominees we
took into account not
just the efficient products offered, but the
energy-efficient practices put into place in
the respective plants
and
manufacturing
processes.
As with any awards,
we know there will be
other companies who
believe they should be
included in future listings. If so, e-mail
ttaffera@glass.com so
your company can be
considered in next
year’s nominations.
This display in Pella’s offices showcases the company’s long commitment to environmental And the nominees
are …
stewardship.
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Photo courtesy of Pella® Windows and Doors.

hat does it mean to be truly “green?” Find
out by learning what these truly innovative
manufacturers and suppliers are doing on a
daily basis to be stewards of the environment—to conserve resources and produce less waste.
Yes, everyone is talking about “green” building and
you’ll find from the list of nominees that many manufacturers have had sustainable strategies in place for
more than 50 years—some even longer.
In the following pages you’ll learn about the range of
ways manufacturers are working to be green. For
example, you’ll learn from one manufacturer that its
recycling efforts are self-sustaining even after paying
for landfill costs, etc. And you’ll learn how others have

www.dwmmag.com

>I

DWM

™

I<

© 2009 Door and Window Manufacturer (DWM)
Magazine. All rights reserved. No reproduction of
any type without expressed written permission.

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

Contents

NOMINEES GREEN
MANUFACTURER (LARGE)
Pella Corp., Pella, Iowa
While many companies have just recently started
implementing environmentally responsible strategies Pella Corp. says it has focused on this since the
company was founded in 1925.
• Recycling: Wood, glass and screen cloth leftover
from Pella manufacturing processes are recycled
into materials like pet bedding, reflective coating for
highways and even archery targets. The company
also recycles materials such as sawdust, paper, cardboard and plastics.
• Reducing energy consumption: In 2007, the company implemented 700,000 square feet of lighting
improvements in manufacturing facilities and
reduced energy consumption by 1,900,000 kilowatt
hours per year enough to power 160 average homes
for an entire year.
• Community efforts: In 2009, the company held its
first annual community-wide electronics recycling
(e-cycling) event in Sioux Center, Iowa, honoring
Earth Day.

Andersen Corp., Bayport, Minn.
Andersen Corp. says it has embraced environmental principles for more than a century, and has set a
variety of environmental goals.
• Fibrex® Product: At the 2009 International Builders’
Show the company introduced its 100 Series windows and patio doors made from the company’s
patented Fibrex material, a structural composite
that blends the attributes of polymer and wood
fiber. Much of the wood fiber is reclaimed directly
from its manufacturing plant operations. The overall amount of recycled content is certified by
Scientific Certification Systems (SCS) and ranges
from a minimum of 18 to 24 percent pre-consumer
recycled glass and wood fiber content.
• ENERGY STAR: Andersen says it was one of the first
window companies in the nation to meet ENERGY
STAR performance requirements in all geographical regions. The company has also won several
ENERGY STAR awards, including Manufacturer Ally
of the Year and the National Window Partner of
the Year.
• FSC certification: Andersen worked with SCS to
achieve FSC Chain of Custody certification
(COC). By obtaining this COC certification, the
company is able to manufacture and deliver FSC
wood-based products to help achieve LEED materials and resource credits, or in other sustainable
building programs where applicable.
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JELD-WEN Windows and Patio Doors,
Klamath Falls, Ore.
JELD-WEN employees strive to be industry leaders
regarding environmentally responsible practices. The
company also is committed to continual improvement
of its products, processes and culture.
• SFI Windows: JELD-WEN offers as an option SFIcertified wood windows and patio doors. The company achieved chain of custody plant certification
from SFI Inc., and was honored with a 2008 SFI
President’s Award.
• AuraLast® wood: JELD-WEN makes solid pine doors,
windows and door frames with AuraLast wood, which
is treated with a proprietary, water-based protection
process. Compared to the dip-treat process typically
used in the industry, the company says this process
decreases VOCs released during production by 96 percent. The company adds that it results in less waste in
landfills, thus reducing the need to re-harvest.
• Juniper doors: The company says it is the first major
door manufacturer to utilize Juniper wood. The company says the Juniper line of doors is made from a
“locally available throw-away, nuisance wood.” The
company says development of its Juniper doors has
become an important part of ecological restoration
efforts in the Pacific Northwest’s high deserts.
• No added formaldehyde door skins: JELD-WEN
offers Phase 1 Compliant and NAF doors that are in
accordance with the California Air Resources Board
(CARB) – Air Toxic Control Measure. NAF is the
highest achievement claimed by a CARB-ATCM regulated product.
• Renewable energy: JELD-WEN voluntarily supports
renewable energy sources and has committed to
purchase 2,241 100-kilowatt-hour blocks of renewable energy per month.

Marvin Windows and Doors/
Integrity from Marvin, Warroad, Minn.
As with many other manufacturing nominees,
Marvin has made a commitment to manufacture energy-efficient products and to make the production
process environmentally friendly. And the company
says that it also considers the “extended life” of its
products when manufacturing its windows.
• Integrity: Marvin also offers Integrity Windows and
Doors, which are made of Ultrex, a pultruded fiberglass
that offers environmentally friendly attributes. Ten percent of the components used to make Ultrex are
derived from recycled materials. Additionally, Integrity
uses reliable raw lumber suppliers that subscribe to
SFI standards promoting good forest stewardship.
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GREEN AWARD NOMINATIONS
Continued from page 23
• Recycling and waste reduction: Company officials say
they are “constantly looking for ways [they] can maximize the resources [they] have and reduce what ends
up as waste.”

NOMINEES GREEN
MANUFACTURER (MID-SIZED)
Many manufacturers on our list offer vinyl products,
which displays much about the industry today. Some
critics say vinyl cannot possibly be a sustainable product. But learn why these manufacturers are proving
that, if designed correctly, this is simply not the case.

Kolbe Windows and Doors, Wausau, Wis.
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Photo courtesy of Kolbe and Kolbe Millwork.

Kolbe is so confident in its efficient products that it
says that if all the new homes built each year used its
LoE2 glass, the 30-year accumulated savings would be
more than $100 billion dollars.
• Recycled content: Recycled content is also used in
some products, such as its Ultra Series. The extruded
aluminum billet in this product consists of 50 to 75
percent recycled material. Additionally, its standard
glass used contains 25 to 30 percent recycled content.
• Recycling: Materials such as glass, wood and vinyl
scraps are recycled for use as raw materials by others. The company says its recycling program is selfsustaining even after paying landfill costs for solid
waste disposal.
• Supplier partnerships: The company has aligned
itself with suppliers that adhere to sound environmental practices. Using use those resources efficiently, Kolbe and its suppliers maximize the use of
lumber in its wood products using sophisticated
computer measuring and cutting methods.

Simonton Windows, Parkersburg, W.Va.
Simonton is another company that drives home to
homeowners just how much money and energy they
can save through purchasing efficient windows such as
those they manufacture.
• Recycled content: SimEx, Simonton’s vinyl frame
extruder, uses post-industrial top-quality vinyl generated and recycled during its manufacturing
processes to create its window frames.
• Efficient fabrication process: SimEx and Simonton
recycle and reuse vinyl as a result of its own fabrication processes. This post-industrial vinyl is reground
and recycled for use in its window frames. SimEx
sells any vinyl waste that cannot be used in
Simonton products to other extruders for re-use in
the manufacture of pipe.

Thermal Industries, a division of Atrium,
Pittsburgh, Pa.
Thermal Industries is another company that has
employed energy-saving practices way before it was
the trend—for almost 50 years. The company says it
has a simple philosophy: “Provide our customers with
energy-efficient, maintenance-free products that help
to lower their energy bills.”
• Recycling: The company recycles its vinyl, glass and
aluminum scrap, often selling it to companies outside the industry, such as PVC pipe manufacturers
and post-industrial recyclers. Its lead-free PVC vinyl
is not petroleum-based, so production requires no
burning and generates no harmful gases.
• Equipment: The company has made upgrades to the
equipment used to produce glass in its door and
window products. One example is its new glass oven
from GED, which uses infrared heating elements that
reduce energy consumption by 75 percent, resulting
in added savings for the company and the consumer.
• Park Avenue collection: The company says this collection is a particularly great choice when it comes
to its energy-efficient windows. The fusion-welded,
multi-chambered construction prevents air leakage,
water infiltration and energy loss.

Comfort Line Inc., Toledo, Ohio
One reader who nominated Comfort Line said,
“fiberglass is one of the greenest frame materials used
in our industry. The FIBERFRAME™ Family of custommade pultruded fiberglass patio doors and windows
are custom-made to specifications. All are available
with PPG®’s low-E insulated glazings and argon gas. All
designs have earned the ENERGY STAR qualified label.”
The company says that its fiberglass products are

Kolbe offers energy-efficient products and has shown a
commitment to sustainable practices.
www.dwmmag.com
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Make a bold statement with TGI warm edge IG spacer from Technoform. You’ll be enhancing your windows and doors with the thermal
efficiency to exceed Energy Star requirements, plus the durability, strength and aesthetic appeal every homeowner desires. And you’ll have
the confidence of knowing our goal isn’t just to elevate the performance of your products, but to empower your business to reach new
heights too. Because at Technoform, we believe your success is a direct reflection on us.

www.technoform.us | 330-487-6600

PLEASE VISIT US AT GLASSBUILD AMERICA, BOOTH 523
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GREEN AWARD NOMINATIONS
Continued from page 24
stable over time, even in harsh environments because
they are built with pultruded fiberglass, which Comfort
Line officials say outperforms other materials.

NOMINEES GREEN MANUFACTURER
(SMALL TO MID-SIZED)
Gorell Windows and Doors, Indiana, Pa.
Gorell prides itself on being a truly environmentally
friendly, “green” manufacturer—by producing doors
and windows made of highly sustainable materials and
that reduce energy consumption.
• ENERGY STAR: Gorell says that more than 95 percent
of its products are ENERGY STAR qualified. The company is a winner of the ENERGY STAR Partner of the
Year Award for the sixth straight year.
• Tax credits: More than 500 product combinations
qualify for the credits.
• Manufacturing: Gorell is committed to using environmentally responsible processes at its manufacturing facility.
• Recycling: The company says it makes every effort
to reuse and recycle materials.

Empire Pacific Windows, Tualatin, Ore.

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

26

The reader who nominated Empire Pacific Windows
mentioned that the company converted to environmentally friendly hardware recently, and there are
many other factors that make Empire Pacific worthy
of a nomination.
• Hardware: The company converted recently from
zinc die cast type hardware to environmentally
friendly composite hardware, which offers a low carbon footprint, is lead free, and is manufactured in
the United States.
• Tax Credits: The company offers a special .30/.30
energy package, which it deems the Ultra Efficient
Energy package. This includes the Duralite® spacer
system, argon gas-filled IG and LoE 366 glass.
• ENERGY STAR: The company says it was one of the first
manufacturers to sign an agreement for ENERGY STAR
products and a founding member in the NFRC program. It also points out to its customers that if all residential windows in the United States were replaced
with ENERGY STAR rated windows, the nation would
save $7 billion in energy costs over the next 15 years.

Northeast Building Products, Philadelphia, Pa.
Northeast Building Products (NBP) has practiced
“green” practices, which includes recycling and energy use mitigation, since the company’s inception in
1975. It also offers an energy-efficient window that
the company touts as the most efficient IG unit on
the market.
www.dwmmag.com
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• Product line: The company’s Crusader® line of premium foam and argon-filled vinyl windows is
described by the company as a green IG technology
because it utilizes the Sashlite technology (see page
36). The product also features other technologies
that contribute to the green, energy-saving aspects
of the line including foam-filled, fusion-welded
frames. The windows are argon-filled and come
standard with double-strength, PPG Solarban 60
low-E glass for improved U-values and lowered
solar heat gain coefficients.
• Materials recycling: The company’s philosophy is
that every effort, no matter how small, makes a difference for the environment. For example, it recycles all packaging materials from its vinyl manufacturer by returning it on back hauls. Other programs
include recycling all reusable glass as well as all vinyl
material that is not contaminated.
• Reduced water consumption: The company has outfitted its Crusader® line glass washers with float control valves to reduce plant water consumption. The
rinse and wash tanks employ a recirculation cycle,
while the final rinse is guided by a timer switch.
• Vendor partnerships: NBP worked with its vendors
to create a reusable cart system for tempered glass. It
also obtained reusable totes for its foam fill program,
thus eliminating the need to throw out empty 55-gallon drums, which contribute to landfill pollution.

Soft-Lite Windows, Streetsboro, Ohio
Soft-Lite works to make sure its products are manufactured in the most efficient way possible, thus reducing waste and energy. (For more on Soft-Lite, see the
plant tour on page 16.)
• Equipment: Soft-Lite manufactures its products in
an environmentally responsible way, reporting that it
operates the only automated robotics window manufacturing facility in the United States. The equipment ensures the least amount of waste possible by
maximizing each piece of material. The technology
also ensures accuracy and tight tolerances, which
minimizes mistakes and discarded window units.
• Recycling: Soft-Lite recycles all material waste and
excess in order to be a responsible steward of the
earth. Like all vinyl products, vinyl window and glass
door profiles and the glass itself is recyclable. With
the exception of the spacers in the insulating glass
units and foam insulation, Soft-Lite says its patio
doors and windows are recyclable.
• Printed products: Soft-Lite says that almost all of its
brochures are produced at a printer that operates on
100-percent wind energy.
continued on page 28
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Vytex, Beltsville, Md.
Vytex tells its customers that it’s whole window construction that makes the difference in energy savings.
This includes the way the frame and sash are engineered and manufactured, type of glass used (single-,
double- or triple-paned), use of a low-E coating, and
presence of argon or krypton gas-filled insulating
glass. The company looks at all of this carefully when
creating its window products.
It offers three complete energy-saving glass packages,
including its argon-filled Energy Saver Plus™ which is
double-paned with one pane of low-E glass; Energy Saver
Max™, argon-filled, triple-paned with two panes of lowE glass; and the krypton-filled Energy Saver Ultimate™,
which is triple-paned with two lites of low-E glass.

BF Rich, Newark, Del.
B.F. Rich began its Go Green initiative in 2007 and
since then the company has made great strides toward
its focus on energy efficiency.
• PX-6 windows: B.F. Rich has introduced its line of
Green Shield windows, which have standard features such as the DuraLite™ insulating glass spacer,
Enviro-Foam filled sash and frame members,
SunClean™ self cleaning - Solar Control Soft Coat
low-E glass, antimicrobial-treated weather seals and
a BetterVue™ screen.
• Marketing support: B.F. Rich expands its role
beyond just being an industry supplier of patio
doors and windows. “Providing our distribution
base with marketing materials and marketing support is a key element to our 2009 From Green to
Greener initiative,” says Terry Rex, director of marketing, “We see ourselves as an energy conservation
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Photo courtesy of Masonite.
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Masonite has focused on environmental issues since it was
founded in 1924.
www.dwmmag.com
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and marketing company that happens to manufacture windows and doors.”
• Recycling/optimization of materials: The company
recycles raw materials from its manufacturing process.
Glass waste is minimized through computerized optimization, and glass waste is recycled into glass beads
for highway reflective paint. Vinyl waste is minimized
through computerized optimization, and vinyl waste is
recycled into vinyl fencing or decking material.
Aluminum waste is minimized through computerized
optimization and aluminum waste is recycled.

NOMINEES DOOR MANUFACTURER
Masonite, Tampa, Fla.
Masonite has been focused on environmental issues
since the company was founded in 1924 and William H.
Mason discovered that post-industrial wood chips
could be reconstituted and used to create building
material. Byproduct wood chips are a vital ingredient in
many of Masonite’s doors and the timber used comes
from sustainable, managed forests. Many of its products are FSC-certified. The company also uses other
renewable biomaterials in its products, such as wheat
straw, in all of its interior door products. When possible,
Masonite utilizes recycled materials in its doors.
When it comes to saving energy, this is a big focus
for a company that offers ENERGY STAR products.
Masonite also has created regional manufacturing
plants, minimizing the amount of travel necessary to
provide products to its customers.

ProVia Doors, Sugarcreek, Ohio
ProVia Door is the recipient of the 2009 ENERGY STAR
Sustained Excellence Award for door manufacturing,
and has received this award for four consecutive years.
“The reason the Department of Energy looks favorably
on ProVia Door when considering this honor is because
we took the big step of making sure all doors shown in our
catalog are ENERGY STAR qualified,” says Joe Klink, marketing. “ProVia Door is making a direct impact on our environment by minimizing energy loss on thousands of
homes by installing our ENERGY STAR-qualified doors.”

CraftMaster® Interior Doors (CMI), Chicago
A few companies promoted their SCS designation
earlier this year at the Builders’ Show as a point of differentiation. CMI announced at the show that its
CraftMaster molded door designs, MiraTEC® trim and
Extira® panels have received this certification. SCS verified all three products have no added urea formaldecontinued on page 30
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ALWAYS ON
YOUR SIDE.
AT P.H. TECH, WE’RE ALWAYS ON YOUR SIDE, WORKING TO KEEP
OUR LOGISTICS MANAGEMENT PROCESS AHEAD OF THE GAME.

_Smooth flow, delivered
We offer logistics management designed for your workflow. Minimize inventory investments
with demand-driven supply management. Stay nimble with personalized purchase orders
and online ordering.
In today’s competitive business world, you need more than just the will to win.
You need P.H. Tech to keep you on top of your game.

phtech.ca

1 800 463.4392

E-Mail

<

>

>I

Subscribe

DWM

™

I<

© 2009 Door and Window Manufacturer (DWM)
Magazine. All rights reserved. No reproduction of
any type without expressed written permission.

Contents

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

Search

Archives

E-Mail

<

>

Subscribe

GREEN AWARD NOMINATIONS
Continued from page 28
hyde, while CraftMaster molded door designs were
certified also to contain a minimum of 63 percent by
weight, pre-consumer recycled content.

Therma-Tru, Maumee, Ohio
Therma-Tru is another manufacturer on the list that
places energy as a high priority both in its products and
processes. Its fiberglass entry door systems are ENERGY
STAR-labeled and many qualify for the tax credits, thus
helping homeowners save money on energy costs.
The company recycles a variety of materials—in fact,
more than 12,000 tons of materials at its Indiana and
Oklahoma facilities over the past two years. Nearly all of
the steel scrap from its manufacturing facilities goes to
recycling centers. The company also uses recycled products such as recycled wood chips, diapers and plastic bottles for its composite wood end rails and sill substrates
The wood products used in its systems, such as the door
frame components, come from managed forests.

NOMINEES VINYL
EXTRUSION SUPPLIERS
Mikron, Kent, Wash.
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Like many vinyl manufacturers, Mikron supplies
vinyl and composite window profiles and boasts of the
longevity and durability of vinyl. MikronBlend vinyl
extrusions are AAMA-certified to be lead-free and they
do not contain formaldehydes or other environmentally harmful materials. Interior wood veneers applied
to Mikron Wood profiles are sourced via suppliers that
are FSC chain of custody certified.
Mikron also encourages customers to participate
in its scrap buy-back program, founded in the 1980s,
in which virtually all post fabrication vinyl material
scrap is returned to Mikron and recycled back into
new vinyl extrusions. Overall, Mikron vinyl extrusions
contain approximately 15 percent pre-consumer
reprocessed material.
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Deceuninck North America, Monroe, Ohio
Deceuninck, which boasts of more than 150 fabricators with more than 500 distribution points
throughout the United States, says its customers can
manufacture windows that qualify for the windows
tax credit.
Windows made with the company’s SunShield® technology require one-third less energy to produce than
aluminum and steel windows, according to the company. SunShield is an advanced material developed
through an intensive manufacturing process and formulated to withstand the harsh effects of weather and ultraviolet light. This environmentally safe compound
exceeds all AAMA-required materials strength and retention standards, according to Deceuninck.

VEKA, Fombell, Pa.
VEKA has focused on efficiently producing highquality vinyl profiles while also acting as an accountable steward toward the environment.
It has created the dedicated position of safety and
environmental manager to review its operations constantly for safety concerns and process efficiency.
VEKA recycles some in-house vinyl scrap into noncritical PVC shapes such as its bundle box packaging
for smaller shapes. The remainder is sold to a thirdparty for re-use in other vinyl applications.
The company also has a customer buy-back program
that was initiated to recycle post-manufacturing waste
vinyl, keeping it out of the waste stream. It also ships finished profile in returnable steel racks. These racks safely
transport product and serve as a convenient storage system for vinyl lineals at the customer’s fabrication facility.

Chelsea Building Products, Oakmont, Pa.
Chelsea Building Products says it has a number of
window systems that will qualify for the tax credit (see
May/June issue of DWM magazine, page 22.) Chelsea
marketing director Gary Hartman says that the company is working with its customers as a solutions
provider, and helping those who may not have qualified to reconfigure their products so they do qualify.

Royal Window & Door Profiles Div.
Thermoplast, Laval, Quebec
Thermoplast says it has many practices in place that
foster sustainable solutions and environmentally
friendly technologies. This includes minimizing waste
by recycling scrap and unused PVC profiles and using
recyclable paperboard packaging. The company also
says that its products are ENERGY STAR approved to
reduce energy consumption.

Mikron says its extrusions contain 15 percent pre-consumer
reprocessed materials.
www.dwmmag.com
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t Marg Webb, Executive Director, Insulating Glass
Manufacturers Alliance (IGMA)
t Michael Thoman, Director - Thermal Testing and
Simulations, ATI Test Labs, and Representative of
National Fenestration Rating Council (NFRC)
t Rich Walker, President and CEO, American
Architectural Manufacturers Association (AAMA)

Super Spacer®

www.certifyyourig.com
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PH Tech, Lévis, Québec
P.H Tech, a supplier of PVC door and window profiles,
says it delivers “some of best energy ratings in the industry.” The company says this is due to the exclusive multichamber design that has more air space than a comparable vinyl window. The added air space acts as insulation, according to the company, reducing noise and
keeping a home comfortable year-round.

NOMINEES GLASS RESTORATION
GlasWeld, Bend, Ore.
Glass restoration is a growing area of interest for
door and window manufacturers interested in reducing waste and saving money. GlasWeld offers its Gforce
scratch removal system, and the company’s Mike Boyle
says his company is focusing on building the brand
with door and window manufacturers.
“Window manufacturers didn’t know waste was an
issue, but now that profits are down they are looking at
glass,” he says. Boyle, who says 70 percent of door and
window manufacturers use the system, adds that more
manufacturers are turning to it as a way to help with
are warranty issues.
The portable system restores damaged glass at any
stage from the manufacturing floor to the distribution
facility, and even after installation. By repairing
scratches and other damage on glass doors and windows, users can keep these products in the supply
chain and out of the landfill. By repairing, users also
can eliminate the additional labor and energy costs of
producing a new piece of glass.

Glass Guru, Roseville, Calif.
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With such a focus recently on preventing products from
going to the landfill, companies like the Glass Guru franchise are making sure this doesn’t happen. One of the
services the company provides is a moisture removal service for failed IG units, as well as scratch and stain removal.
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The company says that since its inception in 2004 it has
saved thousands of units from going to the landfills. “More
importantly, preserving these damaged units saves the
energy it takes to reproduce the products as well as saving
our customers about half compared to a comparable
replacement,” says company founder Dan Frey.

SRP Glass Restoration, Savage, Minn.
SRP says it has a proven track record in glass restoration as companies have used its products for more
than 20 years to restore scratched and damaged glass,
including residential windows.
According to the company, the SRP Glass Restoration
System removes scratches quickly, easily and neatly.

NOMINEES SPACER SUPPLIERS
TruSeal Technologies, Beachwood, Ohio
TruSeal has achieved success with its Envirosealed
Windows program and has 110 window manufacturers
participating in the program, which is based on its
Duralite spacer. (In fact, a few manufacturers on this
list are using the Envirosealed program.) The windows
created with the spacer meet the tax credit criteria as
well as meet or exceed the ENERGY STAR 2010 criteria,
according to the company. The company markets staff
as “efficiency experts,” which includes promoting a
green message to window producers and consumers
through involvement in educational outreach, industry conferences and other activities.

Edgetech IG, Cambridge, Ohio
For more than 20 years, Edgetech’s Super Spacer®
products have been a known name to window manufacturers. In addition to its spacer products, Edgetech
provides its customers with tremendous marketing support and this includes its Super Spacer SustainaView®
Window campaign.
Beyond its products and services, Edgetech is committed to its mission of environmental stewardship by
implementing waste-reducing initiatives, educating
employees, customers and the industry about energysaving practices, printing on FSC-certified paper when
feasible and encouraging employees to participate in
environmental organizations outside of work.

GED Integrated Solutions, Twinsburg, Ohio
GED, known for its Intercept® product, says this spacer
meets or exceeds the .30/.30 requirements in the tax credit legislation. The company’s new Intercept ULTRA
Stainless Steel material carries a conductivity rating of
13.63 W/mK as verified by the NFRC. This translates into

GlasWeld says its Gforce system is used by a majority of
manufacturers.
www.dwmmag.com
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Loå3-366® > XL Edge® > Neat®> Preserve®

Complex code?
Simple solution.
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From the cold north to the hot south, Loå3-366® (low-e cubed) glass delivers all-star performance. It’s the one
glass that can help you achieve compliance with the new ENERGY STAR guidelines, everywhere in the country.
With the lowest center of glass U-Factor in a double-pane unit (0.24 with argon fill), it offers the best chance
for your current window designs to meet northern zone insulation requirements. With a glass SHGC of 0.27,
Loå3-366® handles the hot south and the most stringent ENERGY STAR solar heat gain restrictions, regardless
of window size. Controlling heat loss in the winter and solar gain in the summer minimizes interior temperature swings, leaving homeowners more comfortable year around. Make every ENERGY STAR zone a comfort
zone – with Loå3-366®. For more information, visit www.cardinalcorp.com.
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Cardinal CG Company / Superior glass products for residential windows and doors

A CARDINAL GLASS INDUSTRIES COMPANY
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a 20 percent reduction from standard stainless steel
material, and results in unit U-values that are equal to or
better than those found on other competitive spacer
products, according to the company.

Glasslam, Pompano Beach, Fla.

Our Energex® window and
door designs are engineered to
meet the most stringent energy
efﬁciency requirements, complemented by our Kodiak® decking,
siding, railing and fencing
products; all designed to provide
the curb appeal homeowners
desire, the ease of installation
and outstanding performance
your projects demand and the
solutions you need to build a
better business.

Glasslam, traditionally known for its glass products,
expanded its product portfolio last year with the addition of its Air-Tight™ Spacer Products. The company
says that the addition of these warm-edge spacer systems for insulating glass production is a natural addition
to its product line. Now window companies and insulating glass producers may choose between a high-tech
warm-edge foam product and a one-step spacer with a
pre-applied secondary seal, says the company.

For more information, visit us at
www.deceuninck-americas.com

Technoform, Twinsburg, Ohio

Innovating solutions for
the environments of your life.™
Energex and Kodiak are registered trademarks of Deceuninck North America.
© 2009 Deceuninck North America. All rights reserved.

Technoform, which offers products for the residential and commercial markets., describes itself as being
focused on energy conservation. One of its spacers,
TGI® warm-edge IG spacer “allows your fenestration
continued on page 36

The BIG Opportunity in Glass Restoration
SRP® has a great opportunity for people who want
to save glass, cut waste or make extra money by
expanding their services. Not only is the SRP Glass
Restoration System cost-effective, it’s also the most
d
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efﬁcient and versatile professional glass restoration
system on the market today. Discover just how BIG
the potential can be for saving glass or by adding
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glass restoration to your business. Call today for a
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free video and more information.

Shat R Proof Corp.
(800) 328-0042
www.shatrproof.com
SRP is a registered trademark of TCG International Inc.
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THE CORNER

Have you ever found yourself in one? Everyone has.
It’s that nagging problem no one asks you about or
offers to solve—something beyond the glass itself.
It’s the very thing we can help you with.
We became the world’s largest flat glass supplier by
doing something unusual. We listen first. And then
we devise the best glass solution for you.
Because whatever corner you find yourself in,
we can help you get out.
For more information, call 1-800-251-0441
or visit www.na.agc-flatglass.com.
©2009 AGC Flat Glass North America. All rights reserved.
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Visit www.dwmmag.com to cast your votes.

Be sure to also vote for the most
energy-efficient Glass Suppliers
• AGC
• Guardian
• Cardinal IG

• Pilkington
• PPG

Once you cast your vote, read DWM’s October issue for
the list of winners. That issue will also include a few
honorable mentions. So if your company, or one you
nominated, isn’t found here, there is a chance it may appear
in the October issue.

Look for the
Winners in October

systems to deliver superior thermal performance
results.” The company adds that its spacer meets or
exceeds the toughest global standards for condensation resistance, durability, UV resistance, fogging,
volatiles and moisture penetration.

Sashlite, Westport, Conn.
If you’re not familiar with the Sashlite technology
you may wonder why the company is nominated in
the spacer category. But the Sashlite technology
eliminates the need for a separate insulating glass
unit in the production of vinyl windows. (One manufacturing nominee on our list uses the process.)
The result, according to the company, is a streamlined production process that reduces energy, material, space and labor requirements significantly.
Rather than the conventional method of fabricating
a separate IG unit, Sashlite’s patented integrated
spacer technology allows the manufacturer to
adhere the glass directly to the sash frame. Because
Sashlite is an integrated spacer that is extruded as
part of the sash profile, there are no additional raw
material requirements.
❙

Mecal USA is dedicated to selling and servicing equipment for
the aluminum processing industry. Let the experts at Mecal USA
put their 25 year history to work for you by participating in our
“no pressure” approach to making sure you have the right
equipment to meet your needs, SATISFACTION GUARANTEED.
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815.282.9330
w w w. m e c a l u s a . c o m
sales@mecalusa.com

www.dwmmag.com

>I

Machining Centers
Double Head Mitre Saws
Manual Saws
Manual Copy Routers
Auto Copy Routers
End Finishing
5701 Industrial Avenue
Rockford, Illinois 61111
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Introducing...
CONTINUED

EQUIPMENT

GREEN PRODUCTS

Get a Lift

Inspect Glass on the Spot

The newest lift from Erdman, the EAC, is an end effector/manipulator mounted on a jib crane. The company
says the lift increases
productivity
while
decreasing
product
damage
and
operator
injuries. The system
is designed to integrate with the company’s hand assists,
glass lay-ins, tilt/tip
equipment
and
automated glazers.
❙❙➤ www.erdmanautomation.com

GlasWeld has a new patent-pending Gforce glass inspection
station designed to help window manufacturers save glass,
time and money. The self-contained GIS helps reduce loss and
decrease scrap ratios during the production and distribution
process by integrating glass
restoration into standard
operating procedures, say
officials from the Bend,
Ore.-based company.
The inspection station
features an integrated
glass polishing station that
is floor-mounted and
ergonomically designed for
safety while removing
damage from all types and
sizes of glass. A proprietary,
energy-efficient lighting
system, using high-output LED technology, allows operators
to inspect glass for defects while polishing.
The glass inspection station was designed to work with
the company’s Gforce scratch removal system. An adjustable
balancing system for the Gforce polishing machine is integrated into the inspection system, reducing operator fatigue
and speeding up repair times, according to the company.

Pat Mooney’s Saws:
Designed to be Fast and Accurate
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Pat Mooney Inc.’s new up-cut saws
work quickly and accurately to saw aluminum extrusions with a burr-free mirror
finish, according to the company. The
up-cut design of the saw blade, in
which the saw is housed under the
worktable and travels up through the
work piece, promotes safe operation,
as well as easy chip removal and a
long blade life.
PMI Saws are equipped with 5- to
7.5-hp drive systems that enable maximum cutting force and chip removal.
This additional power also extends
the life of the saw blade between
regrinds, company officials say.
The saws also include pneumatic clamping
systems with adjustable clamping pressure to prevent
distortion of thin wall profiles. The top clamp holds the
work piece on each side of the saw blade to deliver a
burr-free cutoff part.
❙❙➤ www.patmooneysaws.com

SOFTWARE

WTS Offers Two New Software Solutions
WTS Paradigm has extended its software offerings to
include Ren-ovation and DealerPoint software.
The Renovations solution from WTS is designed to
help manufacturers organize their contacts through
seamless integration into the company’s CRM systems.
Likewise, the system is set up to schedule installations,
manage quotes and monitor cash flow.
www.dwmmag.com
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❙❙➤ www.glasweld.com/GIS
DealerPoint was created to em-power resellers to
manage their sales processes and resources efficiently.
❙❙➤ www.wtsparadigm.com

MACHINERY

Mecal USA Launches
3- and 4-Axis Machining Center
Mecal USA now has available its 3- and 4-axis MC 305
Series CNC machining centers, which can machine on
three or more sides of a profile between +/- 90 degrees
with motorized tilting of the table. The MC 305 also can
work on ends of the profile to eliminate end milling.
The machine’s spindle speed is 18,000 RPM and its
X, Y, Z and C axes, all are CNC-controlled. The MC 305
series CNC has three different vice positioning possibilities: manual positioning, positioning by spindle
and motorized positioning—all of which are accomplished by the CNC controller.
The system is equipped with a 7.5-hp electric spindle and has a 7- position tool magazine with its own
protective enclosure, and all linear guides and recalculating ball screws are lubricated automatically.
❙❙➤ www.mecal.com
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AWFS Offers Tools and Equipment
Designed for Wood Manufacturers
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Graco® Launches New
Fine Finish Spray Packages
Graco is introducing its new Merkur™ high-performance spray packages for fine finish applications at AWFS.
“The new features on these spray packages offer
greater precision and increase efficiency to achieve consistent, uniform results,” says Graco’s Wendy Hartley,
Finishing Marketing Manager. “For the first time, these
packages are available with DataTrak™, the market’s first
integrated local monitoring system providing material
tracking, system diagnostics and runaway control.”
Both the air motor and lower included in the spray
packages are designed for optimal performance. The air
motor features smooth and rapid changeovers, resulting
in minimal pulsation, no stalling and precision control
even at low input pressures, according to the company.
The system has a stainless steel pump construction, providing for a long life.
Graco’s applicators, pumps, packages and plural-component equipment provide finishing solutions for all types
of wood, metal and plastic applications.
❙❙➤ www.graco.com/merkurinfo
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AWFS Schedule at a Glance
AWFS® Vegas will be held at the Las Vegas
Convention Center July 15-18. Below is a
summary of the exhibit hall hours.
Wednesday, July 15

9 a.m. – 5 p.m.

Thursday, July 16

9 a.m. – 5 p.m.

Friday, July 17

9 a.m. – 5 p.m.

Saturday, July 18

9 a.m. – 4 p.m.

For more info on AWFS, visit www.awfsfair.org.

f you’re a wood window manufacturer and are
looking for new innovations to implement in
your business, AWFS® Vegas will be held July 1518, 2009. The show is sponsored by the Association
of Woodworking Furnishings and Suppliers,
and is designed especially for those who work
with wood. Among exhibitors will be several
companies that supply machinery and equipment to the door and window industry.
Following is a summary of what
they’ll be offering.
The event is held at the Las Vegas
Convention Center.
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Wrap It Up
Nordson’s PW II profile-wrapping application heads
provide application flexibility with a configurable
number of modules, exchangeable nozzle
assemblies and user-

friendly
web guides. Coating
width
and
position
of
the application
head, relative to
the substrate, can be changed
quickly and easily, even during production, according to the company.
As part of a closed profile-wrapping system
that helps keep moisture and contaminants out of the
system, Nordson officials say its PW II heads are ideal for
window profile-wrapping applications and handle a wide
variety of hot melt adhesives, including reactives.
❙❙➤ www.nordson.com

Eye of the Tiger(Saw)
The TigerSaw from Vancouver,
Wash.-based TigerStop® is
designed to offer speed, accuracy and affordability, according
to its manufacturer. It works on
a push-feed system and is
made with precision-ground
tables and heavy-duty construction. Likewise, company
officials say the saw pushes,
optimizes and cuts material in
a perpetual motion so that it is
continually accurate.
❙❙➤ www.tigerstop.com
❙
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Architectural Glass
Bent/Curved
Precision Glass Bending Corp.
P.O. Box 1970,
3811 Hwy. 10 West
Greenwood, AR 72936
800/543-8796;
fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com
Door & Window
Machinery/Equipment
GlasWeld Systems
29578 Empire Blvd.
Bend, OR 97701
541/388-1156;
fax: 541/388-1157
www.glasweld.com
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
www.dwmmag.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
Testing Equipment

Automated Testing
Solutions, Inc.
8301 Sunset Rd.
Minneapolis, MN 55432
877/784-1775;
Fax: 651/846-6808
www.automated-tests.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
Truth Hardware Corp.
700 West Bridge St.
Owatonna, MN 55060
800/866-7884;
fax: 507/451-5655
www.truth.com
truthsal@truth.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
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
Muntin Bars
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
360/653-6666;
fax: 360/653-9884
www.alumet.com

>I

Spacers
Edgetech IG Inc.
800 Cochran Ave.
Cambridge, OH 43725
740/439-2338;
fax: 740/439-0121
www.edgetechig.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
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
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Metalworking &
Vinylworking
Machinery
GED Integrated Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401
Fax: 330/963-0584
www.gedusa.com
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
ERP Software

Albat + Wirsam
10510 NE Northup Way
Suite 100
Kirkland, WA 98033
800/559-9921
www.a-w.de
carl.maerz@glaston.net
Optimization Programs
Optima North America Inc.
3875 Boulevard St.-Jean
Baptiste
Montreal, QC H1B 5V4
Canada
514/645-8998;
Fax: 514/645-8558
sales@optima-america.com
Window Hardware &
Related Products
Strybuc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
800/352-0800;
fax: 610/534-3202
www.strybuc.com

Contents

Search

Stiffeners
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
360/653-6666;
fax: 360/653-9884
www.alumet.com
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CLASSIFIEDS
Used Equipment for Sale

USED MACHINERY
BOUGHT & SOLD

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

www.usglassmachinery.com
Ph: 724/239-6000

Industry Services

Windows
Vinyl Windows
Deceuninck
North America
351 N. Garver Road
Monroe, OH 45050
877/563-4251;
Fax: 513/539-5402
www.deceuninck-americas.com
VEKA Inc.
100 VEKA Dr.
Fombell, PA 16123
800/654-5589;
fax: 724/452-1007
www.vekainc.com

Archives
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Working To Reduce Your
Maintenance Cost
15 years of procurement experience leveraged for you.
We helped one company cut $150,000 out of their MRO
cost, see what we can do for you, at www.partsprocurementservices.com

❙

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

Join the thousands
who are logging on to
Door and Window
Manufacturer’s (DWM)
website each day for
the latest news and
industry-related content.

• News items that are
updated several times
per week
• New featured content
• Surveys
• Forum
• RSS feed
• Timely coverage
of industry events

Bookmark it now!
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NowSHOWing

July 20-21, 2009
NWDA Summer
Meeting and Golf Outing
Sponsored by the NWDA.
Marriott Seaview Resort.
Galloway, N.J.
Contact: NWDA at
609/799-4900 or
visit www.nwda.net.
July 20-23, 2009
NFRC Summer
Membership Meeting
Sponsored by the NFRC.
Sheraton Inner Harbor Hotel.
Baltimore.
Contact: NFRC at 301/589-1776
or visit www.nfrc.org.
August 12-13, 2009
AAMA Southeast
Region Fall Meeting
Sponsored by AAMA.
Marriott Coral Springs Hotel.
Coral Springs, Fla.
Contact: AAMA
at 847/303-5664 or visit
www.aamanet.org.
September 16-18, 2009
Windows and Doors Warsaw
Sponsored by ExpoEvents.
Warsaw Trade Fair and
Congress Center – Mt. Polska.
Warsaw, Poland.
Contact: ExpoEvents GmbH at
+43 1 402 89 54-15 or visit
www.windowanddoor.pl.
September 20-23, 2009
AAMA National Fall Conference
Sponsored by AAMA.
Loews Lake Las Vegas Resort.
Henderson, Nev.
Contact: AAMA
at 847/303-5664 or visit
www.aamanet.org.
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September 30-October 2, 2009
GlassBuild America
Sponsored by the National
Glass Association (NGA).
Georgia World Congress Center.
Atlanta.
Contact: NGA at
866/342-5642, ext. 300, or visit
www.glassbuildamerica.com.
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To submit events
for the calendar,
e-mail
ttaffera@glass.com.
www.dwmmag.com
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calendar of events

October 14-16, 2009
Fenestration China 2009
Sponsored by CIEC
Exhibition Company Ltd.
China International
Exhibition Center.
Beijing.
Contact: CIEC Exhibition
Company Ltd. at
+86-10-8460-0324/0330 or
visit www.windoor-expo.com.
November 2-5, 2009
NFRC Fall Membership Meeting
Sponsored by the NFRC.
San Antonio.
Contact: NFRC at
301/589-1776 or visit
www.nfrc.org.
November 17-19, 2009
Win-Door North America
Sponsored by the
Canadian Window and Door
Manufacturers Association.
Metro Toronto Convention
Center, South Hall.
Toronto.
Contact: Show organizers
at 416/444-5225 or visit
www.windoorshow.com.
November 11-13, 2009
Greenbuild 2009
Sponsored by the U.S. Green
Building Council (USGBC).
Phoenix.
Contact: USGBC at
800/795-1747 or visit
www.greenbuildexpo.com.
2010
February 14-17, 2010
73rd Annual AAMA
Conference
Sponsored by AAMA.
JW Marriott Desert Springs.
Palm Springs, Calif.
Contact: AAMA
at 847/303-5664 or
visit www.aamanet.org.
March 16-17, 2010
Glass Expo Midwest™
Now Including
Fenestration Education!
Co-sponsored by
DWM magazine.
Renaissance Schaumburg
Hotel & Convention Center.
Chicago (Schaumburg), Ill.
Contact: DWM magazine at
540/720-5584 or visit
www.glassexpomidwest.com. ❙
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Company

Phone

AGC Flat Glass North America
800/251-0441
Alumet Manufacturing Inc.
800/343-8360
AWFS Fair®
800/946-2937
Cardinal Industries
952/935-1722
Deceuninck North America
877/563-4251
Edgetech I.G. Inc
800/233-4383
Elton Manufacturing
800/297-8299
Erdman Automation Corp.
763/389-9475
GlasWeld Inc.
800/321-2597
Interlock USA
877/852-8808
Jason Hardware
86-754-85163256
LAMATEK Inc
800/526-2835
Mecal USA, A JRM International Company
815/282-9330
Pat Mooney Inc.
800/323-7503
PH Tech Inc.
800/463-4392
Shat-R-Proof
800/328-0042
Sturtz Machinery Inc.
330/405-0444
Technoform
330/487-6600
Truseal Technologies Inc.
216/910-1500
Truth Hardware
800/866-7884
Weiss USA LLC
704/282-4496
Win-Door North America 2009
800/282-0003
WTS Paradigm
800/387-2951

Fax

Web Address

404/446-4221
www.na.agc-flatglass.com
360/653-9884
www.alumet.com
Not Available
www.awfsfair.org
952/935-5538
www.cardinalcorp.com
513/539-5403 www.deceuninck-americas.com
740/439-0121
www.certifyyourig.com
905/878-9211 www.eltonmanufacturing.com
763/389-9757 www.erdmanautomation.com
541/388-1157
www.glasweld.com
775/852-8867
www.interlockna.com
86-754-85162821
www.jasonhardware.com
856-599-6010
www.lamatek.com
815/282-9150
www.mecalusa.com
630/543-5584
www.patmooneysaws.com
418/835-1145
www.phtech.ca
952/946-0434
www.shatrproof.com
330/405-0445
www.sturtz.com
330/487-6682
www.technoform.us
216/910-1506
www.truseal.com
507/451-5655
www.truth.com
704/289-7091
www.weiss-usa.com
416/444-8268
www.windoorshow.com
608/664-9295
www.wtsparadigm.com

Subscribe to DWM Magazine for FREE
I want to start/continue my FREE SUBSCRIPTION to DWM:  YES  NO
Name: ____________________________________ Signature: _________________________ Date: _______________
Company: _______________________________________ Title: ___________________________________________
Address: _______________________________________City: ___________________ State: ________ Zip: _________
Phone: _________________________ Fax: _____________________ E-mail: _________________________________
1. Please check the ONE category that BEST describes the business
MY BUSINESS IS ENGAGED IN THE MANUFACTURING, FABRICATING
activity of your company:
OR DISTRIBUTION OF DOORS AND WINDOW PRODUCTS.
1000  Manufacturer of windows
 YES  NO
1100  Manufacturer of windows and/or doors and/or skylights
2000  Manufacturer of doors
I WOULD LIKE TO RECEIVE
 Check here to also sub3000  Manufacturer of skylights or other fenestration products
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4000  Suppliers of fenestration components or equipment (including glass)
FORM OF:
 PRINT  DIGITAL
DWM e-mail newsletter.
6000  Engineer firms, utilities or other involved in energy management
9000  Others allied to the field, please specify:_______________________
2. Please check ALL the products or
materials your company manufactures:
3. Please check ALL the types of work your company
A  Wood B  Aluminum C  Glass performs:
D  Vinyl E  Other Metals
C  Commercial R  Residential
B  Both
O  Other
4. Classification by title (choose the best):
5. Number of employees at this location:
A  Owner/president
E  Marketing manager
A  1-4
B  5-9 C  10-19 D  20-49
B  General or senior manager
F  Purchasing manager
E  50-99 F  100+
C  Plant manager or engineer
G  Energy expert or consultant
6. What other publications do you receive?
D  Designer
H  Other
2  Fenestration 1  Window and Door
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.

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

Economist Gives Hope for the Future
or the time being the
worst is behind us,” said
William Greiner, executive vice president, chief investment

“F

officer and manager of UMB’s Trust
Investment Division, in opening his
opening comments to members of
the
American
Architectural

A year from now you
will see significant
improvement.
—William Greiner

New Privately Owned Housing Units Started in 2009
(in thousands of units)
U.S. Total
Northeast
Midwest
January
488
38
58
February
574
62
93
March
525
72
98
April
458
50
77

Southwest
254
306
275
217

West
138
113
80
114

Source: U.S. Commerce Department

VALUE OF IMPORTS TO UNITED STATES
Feb. ’09
Finished Products (in units)
Plastic windows and their frames
Doors and their frames, wood
34,595,890
Aluminum windows and their frames 16,210,536
Iron windows or steel
and their frames, not stainless
2,871,950
Wood windows, French
windows and frames
9,982,230
Materials (in units)
Cast and rolled glass
5,238,602
Float glass
6,213,501
Laminated safety glass
5,967,071
Insulating glass units
10,454,985
Wood and articles of wood
768,778,342
d
o
o
r

Source: U.S. Commerce Department

&

Finished Products (in units)
Plastic windows, frames and
thresholds for doors
Wood windows, French
windows and their frames
Doors and their frames, wood
Materials (in units)
Cast and rolled glass
Float glass
Laminated safety glass
Insulating glass units
Articles of glass
Articles of wood
Continuously shaped wood
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30,539,226
15,880,129

+10.74
+13.3
+2.1

2,825,564

+1.6

9,582,958

+4.2

3,845,232
7,642,794
4,323,447
8,437,589
694,257,165

+36.2
-18.7
+38.0
+23.9
+10.7

VALUE OF EXPORTS TO UNITED STATES
Feb. ’09

Source: U.S. Commerce Department
44

March. ’09 Difference

www.dwmmag.com

March. ’09 Difference

4,482,560

6,067,973

+35.4

4,046,667
9,258,257

4,257,702
9,841,526

+5.2
+6.3

5,853,231
33,307,854
4,112,587
6,446,810
6,268,157
419,179,503
17,557,682

2,226,113
39,852,151
4,226,181
7,100,821
5,200,216
454,841,025
18,292,585

-62.0
+19.7
+2.8
+10.1
-17.0
+8.5
+4.2
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Manufacturers Association. Greiner
spoke in June during the group’s
conference in Minneapolis.
“If you have another meeting at
this time next year, you’ll be in a
much better mood,” he added.
Specific to the housing market,
Greiner said that although housing
prices and interest rates are low,
sales haven’t gained traction yet.
Greiner said this is beginning to
happen, though.
“Inventory is nowhere near
where it was,” he said. “New home
inventory levels are starting to correct as well. A year from now you
will see significant improvement.”
“Next year when unemployment
stabilizes people will start to look at
buying homes,” he added.
Further good news for the future
is that Greiner said data shows we
will see an end to the recession in
the next six months.
But Greiner wasn’t as positive
about our national debt.
“We haven’t been in this position
since Word War II,” he said. “We’re
approaching our problem with
debt by getting into more debt and
I’m very uncomfortable with this.”
Greiner says there is another way
out of this and this is through noninflationary economic growth. To
that end, he said there are a few
things to look out for in the next
three to four years.
“We can’t shrink our workforce.
We’ve got to keep people working,”
he said.
He also said employees need to
work smarter and more efficiently. ❙
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G R E E N S T R AT E G I E S.
G R E E N S O L U T I O N S.
S U S TA I N A B L E P R O F I T.

USE GREEN TO
GROW YOUR BUSINESS.
In the woodworking industry, there’s no
topic more critical and timely than
sustainability. That’s why AWFS®Vegas will
feature new resources to help you capitalize
on this multi-billion dollar market. Attend
seminars in the Green Education Track and
learn how to navigate the growing world of
environmentally-driven initiatives. Stop by
the Green Desk to ask questions about
sustainable practices and products, green
building certiﬁcations and regulations
affecting the industry. And don’t forget to
shop the exhibit ﬂoor for sustainable materials,
adhesives and ﬁnishes, lean manufacturing
equipment and more.

Cash in on the green revolution at AWFS®Vegas.

REGISTER NOW.
www.awfsfair.org | 800.946.AWFS (2937)
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