DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

I<

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

Contents

Search

Archives

E-Mail

<

>

>I

Subscribe

™
Free Subscription Form on Page 50
$

500

DOOR

&

WINDOW MANUFACTURER MAGAZINE

VOLUME 10/ISSUE 5/MAY-JUNE 2009

Stimulus Bill Stimulates
Debate in the Industry

THE FUTURE OF FENESTRATION MANUFACTURING IS IN YOUR HANDS

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

>

>I

Subscribe

DO YOU WANT MORE

STYLE,

STRENGTH,

PERFORMANCE,

EASE OF INSTALLATION

AND REDUCTION IN YOUR INVENTORY?

SAY “YES” TO TRUTH’S ENCORE® SERIES
HANDLES AND COVERS
Truth’s new “nesting” cover for the Encore® Series of operators provides options to an
already stylish design. Encore operators give you all the strength and performance
characteristics you need in an operator with the flexibility of additional handle and
cover options.

The Snap-Fit cover removes easily for painting and staining of the window frame and
provides a smooth, stylish look for your windows. Integrated snap feature allows
fastenerless cover attachment and installation after home is completed, helping to
eliminate construction damage.

The Full-Flip Handle design eliminates collapse during operation and Encore® Operators
require 33% less effort to operate than previous operators. The handle provides smooth
operation with a more contemporary look when nested and allows for easy screen
removal without removing the handle from the operator.

For more information about Encore® and Maxim® Series cover and handle options contact
your Truth representative.

#12614.XX (LH)
#12616.XX (RH)
Left Hand Shown

#13423.XX (LH)
#13424.XX (RH)
Left Hand Shown

#13342.XX (LH)
#13343.XX (RH)
With Metal Cover
Left Hand Shown

Now With More Handle And Cover Options To Choose From.
Available in a wide range of finishes.

700 West Bridge Street • Owatonna, MN 55060 • 1-800-866-7884 • www.truth.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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ALWAYS ON
YOUR SIDE.
AT P.H. TECH, WE’RE ALWAYS ON YOUR SIDE, WORKING TO KEEP
YOUR MARKETING STRATEGIES AHEAD OF THE GAME.

_Fuel your growth
Team up with P.H. Tech and make the most of our dynamic and diverse team-based support.
Solidify your market presence with our full-service marketing program and reap the benefits
of enhanced market intelligence through our structured exchange platforms.
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
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FROM THE PUBLISHER

The Energy Debate: No Turning Back
BY

hen Congress included a
tax credit of $1,500 for
window purchases in the
Stimulus Act it passed, the goal was
to stimulate the economy. But did
they follow through with that goal?
As with many issues, there doesn’t
seem to be a clear cut answer.
Congress says it wanted to stimulate the economy, yet set the
.30/.30 provision to limit the number of windows that qualified. Any
less stringent requirement and the
cost to the Treasury Department
would have been outrageous (for
all the details on .30/.30, see the article on page 22.)
“We’re trying to stimulate the
economy but we’re limiting it,” says
Jeff Lowinski of the Window and
Door Manufacturers Association.
So the Stimulus Act was designed
to spur spending, but it ended up
setting energy policy as well—all at
the eleventh hour with a lack of sufficient knowledge.
The good news is that the manufacturers who didn’t qualify aren’t
giving up. They immediately went to
work to improve their products so
they could meet the requirements.
But there’s some bad news to go
along with that good-news scenario.
I applaud those manufacturers
making changes: They absolutely
have to if they want to survive.
But a part of me can’t
help but worry about
problems that may
occur during a rush to
get something done.
When I’m in a rush
I may misspell a
word, for example.
But a window’s
problems will only be
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What no one wants in the industry is to put out
a product out that has massive failures.
—Jeff Lowinski, WDMA
caught five or ten years from now
when the window fails. And running
spellcheck won’t fix the problem.
“What no one wants in the
industry is to put out a product out
that has massive failures,” says
Lowinski. He says that the new
requirements dictate triple-glazed
products and in his opinion, “These
may not be ready for prime time.”
“We’re talking about taking a
.30/.30 product to Northern
Georgia,” adds Lowinski. “That’s an
area that’s struggling with doubleglaze. Does that really make sense?”
Another option, he points out, is
going with a suspended film type
of system, but this brings up durability issues.
It is a difficult topic and every
time I write or talk about it, I can
see both sides.
For example, I feel for manufacturers such as Jim Redcliff from
Chapman Windows and Doors in
West Chester, Pa., a distributor of
a variety of different window lines.
Following is a comment he posted
on DWM’s website in response to
one of the articles we wrote about
.30/.30.
“We are a small business with
six lines of quality wood windows
and our sales are being adversely
affected by this financial crisis.
The tax incentive in the Recovery
Act would be a blessing, but
Congress chose to ignore the longstanding ENERGY STAR® ratings and
came up with their own. We are

>I

laying off people to stay in business … This is the spring season,
usually a busy time of year. Most of
our wood products are in the .31 to
.33 range and do not qualify for the
credit … A quick reversal of the .30
standard is required. Go back to
ENERGY STAR immediately and set
future dates for companies to
reach the .30 level.”
Well, the IRS actually did amend
the requirements in the legislation.
On April 22 it said that .30/.30 doesn’t go into effect until June 1. That
gives manufacturers such as
Chapman a little more time, but
that doesn’t help him and others
like him who have already lost valuable business.
But on the flip side I also agree
with Jim Larsen from Cardinal, who
asks, in essence, “Why are we trying
to go back?”
As I said, it’s a complicated issue.
We wouldn’t have to even consider
“going back,” if Congress had
looked to ENERGY STAR, which has
spent years researching what window is right for a particular climate,
and other important factors.
Whatever happens this country is
moving toward more efficient products. Companies better be moving
toward them as well or they’ll be
catching up the next time Congress
decides to make a quick decision at
three in the morning.
❙
Tara Taffera is the publisher of DWM
magazine.
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With the Roto TITAN™ sliding patio door lock
you can have it all – great strength, great
performance, and great style.
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It all starts with a superior design and a
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exterior locking escutcheons, and an anti-drill option
for enhanced security.
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800-243-0893 rotohardware.com

Add to that two ergonomic and contemporary handle
styles, a wide variety of architectural finishes, and you’ve
got a combination that can’t be beat.
Contact us today to experience TITAN strength and Roto
flexibility.
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AAMA ANALYSIS

Thermal Performance
Knows No Season
BY
t’s easy to think of thermal performance as how efficiently skylights, doors and windows keep
out the cold (or more precisely,
keep in the heat), but there are
important thermal performance
considerations to remember when
we finally flip our thermostats from
“heat” to “cool.”
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Beat the Heat

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

6

The primary issue remains to be
heat flow. Whether the direction of
heat transfer is inside-out or outside-in, the requirements for reducing heat flow (i.e., minimizing Ufactor) are well-known. Insulating
(double-pane) glazing with inert
gas (e.g., argon) infill, “warm-edge”
spacers reduce the U-factor of the
insulating glass unit (IGU). Further,
the use of framing with inherent or
engineered thermal insulating features helps to minimize the U-factor of the entire assembly. Wood,
vinyl and fiberglass naturally insulate against heat flow, while aluminum frames are engineered with
effective thermal barriers (such as
“poured and de-bridged” barriers,
thermoplastic or polyamide inserts,
gaskets and structural silicone separations) between inner and outer
frame elements.

Control Solar Gain
A secondary issue in determining energy performance, albeit
one that has risen to near-equal
status with thermal conductivity,
is solar heat gain, which is measured by the solar heat gain coefficient (SHGC). The lower the coefficient, the less solar heat is admitted. The latest E NERGY S TAR ®
requirements call for substantially
www.dwmmag.com

KEN

BRENDEN

Even better is spectrally selective low-E glass, which combines
the best qualities of low-E, tinted and reflective glass.
lower SHGC in warm southern
zones, on the order of 0.20-0.30,
while higher SHGCs are permitted
in colder northern regions.
In warmer climates, solar gain
can be reduced by altering the
reflectivity and color properties of
glass using integral tints or reflective surface coatings. However,
both have a tendency to reduce the
visible light allowed through the
windows—a negative for those
concerned with green credentials
that emphasize beneficial daylighting to supplant artificial lighting. A
window optimized for daylighting
and for reducing summer heat gain
should transmit an adequate
amount of light in the visible portion of the electromagnetic spectrum while excluding unnecessary
heat gain from the near-infrared
part of the spectrum.

Keep it Low (E)
A better choice for such situations is low-emissivity (low-E)
glass. Low-E glass has a microscopically thin metallic film (e.g., fluorine-doped tin or silver oxide) that
provides approximately 50 percent
better thermal performance than
uncoated glass by reflecting radiant
heat rather than absorbing and
conducting it through the glass.
Low-E coated glass can reflect as
much as 96 percent of infrared radiation back toward the source, keeping interiors cooler in summer and
warmer in winter.
Spectrally selective low-E glass is
even better. It combines the best

>I

qualities of low-E, tinted and reflective glass. It selectively transmits visible light (close to 100 percent of the
visible light wavelengths) and
reflects the heating infrared wavelengths. Thus the SHGC is low, while
the visible transmittance (VT) is high
to maximize daylighting. Spectrallyselective low-E glass has the added
bonus of blocking most ultraviolet
(UV) energy, which helps prevent
fading of carpets and furniture.
Note that low-E coatings work
best in cooling climates when
applied to the internal, or interpane, surface of the exterior lite of
an insulating glass unit, where it
reflects or rejects the solar heat
back outdoors and thus lowers
solar heat gain to keep the room
cooler. Conversely, in heatingdominated climates, low-E coatings work best applied to the interpane surface of the interior lite.
Gas-filled, low-E insulating glazing and advanced framing materials and configurations have
reduced the energy consumption
of windows substantially. Their
added cost in a typical house can
be repaid in a reasonably short
period of time in the form of
reduced energy use—in summer as
well as in winter.
❙
Ken Brenden serves as technical
standards manager for the American
Architectural Manufacturers Association
in Schaumburg, Ill. 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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EYE ON ENERGY

Can You Afford Not to Sell
ENERGY STAR® Windows?
t’s not news that consumers are
demanding better energy-saving products when they remodel or buy a home. There’s no time to
waste in meeting these demands.
Now is the time to get onboard
with the Department of Energy’s
upcoming revisions to ENERGY STAR
performance requirements. (The
latest update has the revisions
being implemented as early as
January 2010.)
Given today’s economy, now may
not seem like an ideal time to be
adjusting your manufacturing operations. However, if you don’t take
steps now to meet stricter energy
efficiency requirements, you run the
risk of losing the ENERGY STAR designation as well as missing the benefits of the tax credit. And that doesn’t
bode well for window sales.
Savvy consumers want paybacks
on their investments. Suppliers must
back their energy efficiency and
environmental messages with tangible numbers.The ENERGY STAR program is one of the few ways to build
this consumer confidence, especially with its third-party NFRC ratings.
Companies taking action now to
meet upcoming ENERGY STAR requirements will be better positioned to
meet future consumer demands.
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The Road Ahead
Looking to future ENERGY STAR certification, the road ahead holds key
considerations in terms of window
designs and regional differences:
• Gas Filling. Expect to see a dramatic increase in argon gas filling,
which will be almost mandatory
to meet criteria in most ENERGY
STAR zones. With this proliferation, many fabricators may move
www.dwmmag.com

If you don’t take steps now
to meet stricter energy
efficiency requirements, you
run the risk of losing ENERGY
STAR as well as missing the
benefits of the tax credit.
to automated online gas filling
systems. Argon can reduce total
window U-values by up to 0.04.
Krypton may add another 0.02 Uvalue reduction compared to
argon, but at a very high cost.
• Spacers. High-conductivity spacers such as aluminum and steel
will have difficulty meeting
ENERGY STAR thermal performance
needs, possibly making the U.S.
and Canada two of the first countries in the world to phase out
cold-edge spacers. The lowest
conductivity spacers can reduce
total window U-values by up to
0.04 from aluminum spacer bar
and 0.01 to 0.03 from first- and
second-generation warm-edge
spacers made with steel or foams.
• Triples. Triple insulating glass
units in northern climate zones
will become more prevalent to
meet phase two ENERGY STAR Uvalues, which cannot be met with
current gas and low-E glass combinations. The biggest benefit
triples provide is the option to
coat more surfaces with low-E. A
triple with two low-E surfaces can
reduce U-values by another 0.04;
however, there may be additional
costs in frame design and hardware for the added weight.
• SHGC. Higher solar heat gain
coefficients will be required in
the north and lower ones in the
south. This affects glass options.

>I

It will be very expensive and may
not be practical to make a universal window for all zones.
• Certification. IG certification
under ASTM 2190 or CAN2-12.8
will be mandatory in the United
States and Canada, leading to an
increase in certification testing.
Producers that have never
undergone certification will be
preparing for testing.
• Production Systems. Reduced
volume is driving down efficiency for systems that need high
volumes to run optimally. This
trend favors production systems
that can be scaled to the volume
demand on short intervals like
days and even hours. Success for
window fabricators in the next
few years will mean having the
flexibility to meet almost any
demand from product options to
short lead times.

Looking Forward
Meeting ENERGY STAR requirements will be vital to competing during the next few years. Fortunately,
you can build the window of the
future with the materials of today.
Window manufacturers that choose
to meet future requirements today
can differentiate themselves and
create a competitive edge. Can you
afford not to make the changes necessary to produce and sell ENERGY
STAR windows?
❙
Ric Jackson is the director of marketing
and business development for Truseal
Technologies Inc. He can be reached at
rjackson@truseal.com. The views and
opinions expressed in this article do
not necessarily reflect those of this
magazine.
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The Eagle Automatic Latch

SAFETY FOR AN
UNCERTAIN WORLD
She and millions others are safe in their homes because for more than 100 years G-U
has led the industry in innovation, design and technology. While others have tried
to copy our Eagle lock, none has succeeded, making it North America’s preferred
operating multi-point lock system.

The unparalleled Eagle locking system:
Ê

UÊÊAutomatically and independently engages at each latch with a unique,
G-U patented design
s Does not require lifting of lever to engage locking points
s (AS multipoint latches that extend to 3 ⁄ 4” (20 mm) and become deadbolts
automatically when the door is closed
s )S LOCKED BY TURNING THE THUMBTURN 90 degrees inside or with key outside;
special babysitter function locks the complete system simply by rotating the
thumb turn from the inside, simple and intuitive North American operation
s )S CONSTRUCTED WITH stainless steel in critical areas for maximum
corrosion resistance
s )NCORPORATES A 53 #YLINDER WITH A standard Schlage “C” Keyway and is
available in complementary trim styles and finishes
As the fenestration industry’s leading innovator, G-U
prides itself on quality hardware, knowledgeable technical
assistance and the most reliable customer service.

The Eagle
Automatic Latch Version

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

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

Know the Facts
The Key Challenge of the Stimulus Package
BY
y furnace died abruptly
on a recent chilly evening,
which set in motion
events that helped me learn firsthand about the key challenge of the
stimulus package for door and window manufacturers. I was relieved
the following morning when the
local furnace company told me that
I would be the first stop of its technician. The repairman arrived and
said last rites over my furnace,
telling me it would make more
sense to buy a new furnace than try
to repair the existing one. I muttered something about having
hoped the furnace would make it
through another year. He said,
“Actually, this is the best year this
could have happened.” I asked him
what he meant, even though I
already knew, because I was curious to hear how he would put it. He
described for me in detail how the
tax credits in the stimulus package
would pay part of the cost of a highly energy-efficient furnace.
When the field sales representative arrived, he also was an expert on
the provisions of the stimulus package as they related to his product
offering. He was even aware of a
program offered by the local gas
company, through which it gives
buyers of highly energy-efficient furnaces a one-time payment. He also
asked me about the size of my gas
bill and ensured me with enthusiasm that my gas bill would drop dramatically, helping pay back the cost
of the furnace. By the time he left
my dining room table, I had agreed
to buy not only a new furnace, but a
replacement for my ancient air conditioner and water heater as well.
Between the $1,500 tax credit, the
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MICHAEL

COLLINS

money from the gas company and
the utilities savings, I felt like I was
getting away with something.

All Levels Must Be Informed

every level of your organization. If
even your production workers were
trained to know which of your company’s products qualified for a tax
credit, can you not imagine that at
least a few of them would become
passive or active sales reps for your
products as a result of being
involved in an exciting opportunity
like that? Every member of your
organization, from the president to
those in the maintenance department, must know exactly which of
your products qualify for tax credits.
That service technician would have
to be forgiven if he had offered me
weak encouragement by saying,
“There’s a program where you get
some money back. The sales rep will
explain it when he gets here.” He
went far beyond that, though, and
the sale of those appliances actually
began at my conversation with the
service technician. Part of the sales
rep’s job was done before he arrived
at my home. That kind of thorough
knowledge isn’t accidental; the furnace company had to have taken
proactive steps to ensure that their
technician knew how to deliver that
pitch. As taxpayers, you’ll all be
funding the cost of the stimulus
package in the future. You owe it to
yourselves to generate as many sales
as possible while those credits are
still in place.
❙

That brings us to the key challenge within the opportunity that is
the stimulus package—taking full
advantage of the new programs by
disseminating knowledge of the
provisions of the package throughout your whole organization. The
responsibility for knowing how the
stimulus package helps customers
buy your products properly rests at

Michael Collins is vice president of the
building products group at Jordan,
Knauff & Company, an investment
banking firm that specializes in the door
and window industry. He may be reached
at mcollins@jordanknauff.com. Mr.
Collins’ opinions are solely his own and
do not necessarily reflect the views
of this magazine.

Be a Stimulus Expert
What’s the point of all of this?
Knowing which of his products qualify for the stimulus package and offer
other costs savings and benefits
allowed the sales rep not only to upsell me to the more energy-efficient
(and expensive) furnace, but he
nabbed the sale of an air conditioner
and water heater out of the blue.
Guess what else? In retrospect, I
think the opportunity to present
such a “no brainer” sale of a series
of new appliances had something
to do with the fact that I was
bumped in front of routine repair
calls to become the first call of the
day. They didn’t want to take a
chance that I would call a different
provider. Also, the sales rep focused
his pitch on dollars and cents, not
the environmental benefits of my
new energy-efficient appliances.
He didn’t even slip it in there as an
afterthought, so I could feel that I
was greener after spending all that
green. If the tax credit were for purple products instead of energy-efficient ones, his pitch would not
have to change at all.
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PROTECT THE VIEW

Grow People
Essential Advice to Ensure Longevity
BY
here is a Chinese proverb that
says: “If you are planning for
one year, grow rice. If you are
planning for 20 years, grow trees. If
you are planning for centuries,
grow people.”
It may be difficult for us to think
about planning for centuries when
we are concerned about our business surviving through the end of
the month or the end of the year. But
we know that the door and window
industry will turn around. It always
has been cyclical and most likely
always will be. We know that the
industry will recover and we need to
be prepared when it does. Will you
and your company be ready?

T

MIKE

BURK

excuse holds less water than a
failed IG unit. Now, we are not too
busy. Now, we can spare the people.
It is time to take advantage of the
training programs and funding that
are available. It is an ideal time to
grow people.
Many employees were never able
to complete career programs or
college degrees due to excess travel
or growing families. Could your
company provide these associates
with a leave of absence to complete
a degree or vocational program? Is
it possible to continue health care
coverage during this leave of
absence? During this slower business period, is it possible to allow

Now, we are not too busy. Now, we can spare the people. It is
time to take advantage of the training programs and funding
that are available. It is an ideal time to grow people.
Think of Staff
as an Investment
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As companies cut back to reduce
costs, we hear of downsizing, plant
closures and staff reductions.
Associates with 10, 15, 20 or more
years experience are being forced
away from our industry. In some
cases this may be the only way to
cut costs. But are you sure you have
considered all options? Do you
truly understand the investment
that you are allowing to walk out
the door? When the turnaround
arrives, will you have the trained
staff you require?
In the past, one of the most common excuses given for not training
employees was “we’re too busy to
do any training right now” or “we’re
shorthanded and can’t spare the
people.” Given the climate of the
fenestration industry today, that
www.dwmmag.com

associates to take courses that are
only offered during normal business hours? Have you considered
all options to maintain your company’s training budget and tuition
reimbursement program?

Variety of Sources Can Help
Have you taken advantage of
training opportunities provided by
your suppliers? Most fenestration
equipment and component suppliers offer customer training, often at
no charge. This training includes
fully equipped training facilities,
onsite workshops at your facility,
regional presentations, web-based
training programs and equipment
and procedure manuals. Consult
your suppliers and ask about their
training options.
In addition to incentives for
homeowners to purchase energy-

>I

efficient windows, the American
Recovery and Reinvestment Act of
2009 (Stimulus Act) contains many
funding programs for employee
training. The American Society for
Training and Development (ASTD)
estimates that the legislation will
provide more than $5 billion in
training for a variety of programs.
The ASTD web page (www.astd.org)
has information on “what you can
do to help your organization take
advantage of these opportunities.”
The Workforce Investment Act of
1998 was enacted to induce businesses to participate in the local
delivery of Federal Workforce
Development
Services.
Local
Workforce Investment Boards are
chaired by private members of the
local community with a majority of
the board members from business
interests. Information on the service
provided by these boards and other
job training opportunities are available from your local state employment or job services website.
Employers need to investigate
these and the many other available
programs. Wise employers will do
every thing possible to retain their
experienced, highly qualified staff.
They will take this opportunity to
grow people who will be even more
skillful, more quality-conscious
and more efficient. In turn, they
will be ready to meet the expected
increased demand for quality windows that protect the view.
❙
Mike Burk serves as technical service
manager for Edgetech I.G. He may be
reached at mike.burk@edgetechig.com.
Mr. Burk’s opinions are solely his own
and do not necessarily reflect those
of this magazine.
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Energy and Environmental News

WDMA Advises EPA on Potential
Formaldehyde Regulations
Members of the Window and Door
Manufacturers Association (WDMA) are addressing the Environmental Protection Agency (EPA)
investigation into whether regulatory or other
action might be appropriate to protect against
potential risks posed by formaldehyde emitted
from certain pressed wood products.
“WDMA wants to ensure that if there is to be a
national program, it must be based on sound science and knowledge that it is going be meaningful,” says WDMA vice president for advocacy and
technical services, Jeff Lowinski. “It also needs to
preempt individual state regulations. Otherwise,
multiple state regulations will likely continue,
with multiple compliance requirements, labels
and confusion.”
WDMA also has expressed concern that the
EPA should ensure that the California Air
Resource Board (CARB) program concerning
formaldehyde is successful, both technically and
procedurally, before adopting it or another
pressed wood product regulation. Likewise, the
group has fears about the industry companies’
ability to convert all of their national capacity to
compliant products or alternates, and requests
that EPA conduct a thorough review of the suitability and effectiveness of the CARB Airborne
Toxic Control Measure Phase I compliance documentation requirements before adopting them.

NFRC’s Executive Director Speaks During
Earth Day Events in Washington, D.C.
The National Fenestration Rating Council’s
(NFRC) executive director Jim Benney spoke
during the Senate Energy and Environmental
Fair, which took place on April 22 as part of the
week-long Earth Day events in Washington, D.C.
According to an NFRC announcement, Benney
promoted education by speaking about the organization’s rating and labeling system and how it
plays an integral role in helping people make more
energy-efficient choices.
“Buildings currently use about 40 percent of
all the energy generated in the United States,”
Benney said. “By educating people to look for
the NFRC label, we helped them understand
how to increase the energy efficiency of buildings thereby reducing our dependence on fossil
fuels and the carbon emissions related to global warming.”
❙
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What’sNews
COMPANY NEWS

Vice President Biden
Visits Republic Windows

V

ice President Joe Biden visited
Chicago’s Republic Window
and Doors (now Serious

Materials) on April 27 to illustrate
how the passage of the American
Recovery and Reinvestment Act has

had an impact. He was accompanied by U.S. Sen. Dick Durbin
and Sen. Roland Burris and
Chicago Mayor Richard Daley.
The plant isn’t up and running
yet, but Serious was preparing to
re-open and had begun slowly
bringing back more workers.
Approximately a dozen re-hired
plant workers were on-hand for
the event.
Serious Materials president
Kevin Surace said the plant’s reopening “will bring life back to
American manufacturing. Without
the Recovery Act this would not
have been possible.”
“What I have seen here today at

Vice President Joe Biden traveled to Republic Windows as an example of the
Stimulus Act at work.

continued on page 18

Serious Re-Opens Former Kensington Windows
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Serious Materials, the new owner of
the former Kensington Windows,
reopened the Vandergrift, Pa., facility
in a ceremony held in March.
Pennsylvania Gov. Edward Rendell,
along with rehired Kensington employees, were on-hand to celebrate the
reopening of the plant that closed
abruptly in October when parent company Jancor Co. lost its financing and
filed for bankruptcy. Approximately 25
former Kensington employees had been
rehired before the ceremony, including
Robin Scott, who spoke with a great
deal of emotion at the event. The company plans to bring other employees
back as orders increase.
Scott didn’t think the facility would
be reopened under new management.
“When I got the call from my friend
Chuck [Chuck Wetmore, plant manager]
to come back, my response was, ‘when
and where?’”
www.dwmmag.com

>I

He also joked, “I’m not a tree
hugger by any means,” but that
he was pleased to hear that
Serious Materials, a company
focused on energy-efficient windows, was the new owner.
Rendell echoed this sentiment. “I’m not a tree hugger
either, but I know that saving
energy will be crucial in the next
25 years,” he said.
He also used Kensington/
Serious as an example of govern- Former Kensington employees say they are
ment at work (referring to the pleased to be back to work.
stimulus package).
As another example, he pointed to ny’s commitment to saving energy
the money allotted to weatherization through its production of high R-value
of homes in the stimulus bill.
windows. Most windows are R2 or R3,
“We’ll do training so people learn how says Surace.
to weatherize homes,” he said. “That’s a
“Five percent of all the energy in
lot of jobs that will be created.”
America literally goes out the window and
Serious president Kevin Surace told we can change that,” says Surace, who says
those in attendance about the compa- Serious windows have an R value of 11.
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Now is the time to
increase your efficiency!
The new Stürtz Linear Pro Automated Cutting and Fabrication System –
Comfortable Loading, High Speed Cutting, Flexible Fabrication

z.com

www.sturt

“The new Stürtz Linear Pro moved our production to the next level by
increasing output and quality. This is the machine our operators like most!”
(Anthony Puntel, Director of Operations, Polaris Technologies)

The SMI Linear Pro family of Automated Sawing and Fabrication
Centers are designed to meet today’s ever changing PVC window and
door production needs. The machine’s optional Integrated Fabrication
Systems perform multiple window and door fabrication requirements.

»

Through Feed Double Miter Saw for all North American PVC windows and doors

»

Exclusive High Speed “Linear Motion Control” Feeding and Positioning System

»

Available in V-Cut and VHC-Cut for slope sill products

»

Wide range of available fabrication tools, including: routing, drilling, dimpling,
punching and custom tools

»

NEW Flying Bridge Technology

»

Small footprint for optimum space efficiency

»

High output at competitive pricing

»

Simple graphic programming functions with powerful database

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

Visit our new website at www.sturtz.com

stürtz

Machinery, Inc.
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What’sNews
CONTINUED

Other employees re-hired recently include site
manager Kevin Heylin. He worked for Republic for 16
years, and though he left briefly to work for another
window company, he said he is thrilled to be back.
Heylin shares the hope of workers such as Robles
that more workers will return.
“I share their feelings that we won’t be truly satisfied until all [the] workers come back,” he said.
Though this Republic may be slightly different. For
one, Surace says the bulk of windows produced here
(70 percent) will be for commercial applications.
“We’re trying to drive government sales,” added
Heylin. “There is a lot of stimulus money for this and
it’s just another opportunity to sell a more efficient
window.”
Pete Kovacik was hired as commercial sales manager for the Midwest region, and worked previously
for Traco.
“We are looking at some innovative things for
heavy commercial and it will manufacture these
with the most energy-efficient materials,” he said.
Surace says the plant already has the capabilities
to produce commercial glass. It has three glass lines
and even a tempering line in
house. “They [the former owners]
Good News for Another Former
invested heavily,” said Surace.
Jancor Company: Survivor to Re-Open
He adds that commercial winSurvivor Technologies, formerly owned by bankrupt parent company dows are what Serious does best.
Jancor, was scheduled to re-open by the beginning of May at press time, “We’ve done 10,000 commercial
according to Jeff Benney, president of the company. The new company will be projects,” he said. “We have the
called Survivor II Inc., and will relocate from Hillside, N.J., to Elizabeth, N.J., largest research and development
team in the window space,” he
says Benney.
“We will move from the former 200,000-square-foot facility to a more effi- added. “We have things coming out
that are truly stunning.”
cient 100,000-square-foot facility,” he says.
But the road leading to Biden’s
Benney says that a group of local businessmen joined with him to form the
new company. The group is purchasing the assets, including raw materials, visit was not an easy one. Chuck
Wetmore, director of operations for
equipment and computers.
Serious, told DWM that seven
“Prior to the clostrucks from the former owners on
ing, Benney says the
their way to Echo Windows (the
company had 330
company set up by former
employees and has
Republic owner Richard Gilman
hired back 20 thus
that is now out of business),
far and will most
arrived back at the Chicago plant
likely re-open with
in February. According to Wetmore
about 60 employees.
the trucks never made it to the
“Most are pleasEcho facility in Iowa as they were
antly surprised at the
stopped and turned around by
opportunity to come
state police.
back,” says Benney.
“A lot of stuff was flipped over.
“We will have our
complete line-up of Survivor will move from this building to a smaller, more Some newer equipment doesn’t
even work,” he said.
efficient one in Elizabeth, N.J.
products.”

Serious Materials Chicago inspires me and brings to
life the real impact the Recovery Act is already having, just in the short time since our work began,”
said Biden.
“We’re not measured by a jump in the gross
domestic product,” added Biden. “But by the men
and women who will come back to work here.”
He also said he’d like to come back to the plant in
the future.
“I hope I’m invited back when 600 workers are
working three shifts.”
That visit may be a long way off, but the workers
who have been re-hired say they long for that day as
well, including Armando Robles, a maintenance
worker at the factory and president of UE Local 1110,
who spoke with DWM magazine.
“This is great for us,” said Robles. “We hope that
all our workers will come.”
Melvin Maclin, vice president of the union, added
that he looks forward to the new ownership.
“During a time when other companies are going out
of business, Serious is expanding,” he said. “We never
gave up hope that we would come back.”
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Congressman Visits Viwinco Window Plant
U.S. Congressman Jim Gerlach (R-Pa.) visited a
Viwinco plant in Morgantown, Pa., in April. He visited with company president David Barnes, who
also gave Gerlach a tour of the plant.

Precision Upcut
Saws for Aluminum
Extrusions
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
David Barnes (right) shows Rep. Gerlach a window
manufactured at the Viwinco plant.
The company also held a town-hall-style
meeting for employees to meet with the congressman, who also provided a legislative update
and answered questions.
“This business is more involved and complicated than people realize,” said Gerlach as he
toured the facility.

G-U to Consolidate North
American Distribution in Montreal
G-U Hardware Inc. has announced plans to
consolidate its United States distribution operation in Newport News, Va., with the company’s
Canadian division located in Montreal, Quebec.
“Our Newport News facility has worked out
very nicely for us since we opened here in
1987,” says general manager Yvon Soucy. “The
fact is that our Montreal facility has enough
capacity to easily provide service to all of our
customers throughout North America. The
Montreal facility also provides manufacturing
capabilities helping us with shorter lead times
for delivery. It’s basically a logistics decision
that benefits our customers.”
G-U will maintain sales offices in both
Newport News as well as in Medford, Wis.
The consolidation is anticipated to be complete within 90 days.
❙

www.patmooneysaws.com • sales@patmooneysaws.com

• EXTRUDED ALUMINUM
COMMERCIAL SCREENS
(WICKETS - HOPPERS)
• RESIDENTIAL SCREENS
• ROLL FORM SCREEN
FRAME LINEALS
• RECTANGULAR, FLAT &
PYRAMID MUNTINS
• EXTRUDED PATIO DOOR
SCREENS
• ALUM. HURRICANE PANELS
MIAMI-DADE APPROVED

CATALOG AVAILABLE
Qualified Reps Wanted
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Ones to Watch

COMINGS AND GOINGS

VEKA Announces
New Executive VP
VEKA Holdings Inc. has appointed Nino Di Giorgio as executive
vice president for its North
American Group. Di Giorgio has
spent more than 20 years in the
window extrusion industry in a
variety of key roles with Royal
Group Technologies Inc. and most
recently
was
president
of
Dominion Plastics, a wholly owned
subsidiary of Royal.
Di Giorgio will be responsible for
improving the company’s overall
performance.
“Nino has an impressive record
of success and leadership and
brings unique talents and skills in
product development, tooling and
design, process improvement ini-
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tiatives and associate development
to the table for VEKA,” says VEKA
president Walter Stucky.

Technoform Retains
Goyal as Consultant
Technoform
has
retained Raghbir C.
“Raj” Goyal as a special
consultant to the company’s TGI® warm-edge
IG spacer and Bautec
structural insulating Raghbir C.
strut market divisions. Goyal
Previously, Goyal
served as vice president and general manager of Graham Blast
Mitigation Products. There, he
developed, promoted, marketed
and sold homeland security and
energy-saving products to the U.S.
and overseas markets. Before that,

>I

he served as national sales manager at TRACO, and, prior to that,
he was engineering and services
manager at Kawneer.

ASSOCIATIONS

John W. Lewis Jr.
Moves to NFRC
John W. Lewis Jr. has
joined the National
Fenestration Rating
Council (NFRC) in the
newly created position of manager of
business development John W.
and outreach.
Lewis Jr.
Lewis, who has
served the fenestration industry for
more than 25 years, served most
recently as technical director for
the
American
Architectural
Manufacturers Association (AAMA). ❙
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SPECIAL REPORT

.30/.30 Criteria Stimulates Major Debate
Tax Credit Legislation—In-Depth Report
by Tara Taffera

hen Congress passed the
American Recovery and
Reinvestment Act of 2009
with the goal of stimulating the
economy, it also stimulated debate
in the door and window industry.
According to the new legislation, a
tax credit is available for up to 30
percent of the door or window product, up to $1,500. But to receive the
tax credit, the door or window must
achieve a .30 or lower U-factor and
.30 or lower solar heat gain coefficient, which is more stringent than
the current ENERGY STAR® specifications. Many were shocked by these
numbers and the fact that the legislation ignored ENERGY STAR specifications. As a result, fewer manufactur-
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ers were able to offer products meeting the criteria than would have if
Congress had deferred to ENERGY
STAR. This created two groups in the
industry—those who can meet it
and those fighting to change it.
The debate still continues. Find
out who’s winning, who’s losing,
and what everyone can do to
move forward.

Opposing Camps

If you’re a manufacturer that
offers at least some products that
qualify then you’re probably
breathing a sigh of relief. One such
company is the Schield Family
Brands, which includes Weather
Shield Windows & Doors, Peachtree
Doors and Windows, Visions
Windows & Doors, Crestline
Windows and Doors and
Vetter Windows & Doors.
“The .30/.30 criteria is
stringent and difficult for
many manufacturers to meet,
but the payoffs for individual
homeowners and the country collectively will be significant in terms of energy savings,” says Dave Koester,
brand manager for the
Schield Family Brands.
Some
manufacturers
believe that the criteria
could have been even more
stringent.
“If anything, the tax credit
requirements are not tough
enough,” says Wayne Gorell,
president of Gorell Windows
and Doors. “The reason for
the credit, as I understand it,
is to stimulate consumers to
save this country energy by
Crystal Windows and Doors is
improving the energy efficienone manufacturer that offers windows
cy of existing homes. It was
that meet the provisions in the stimulus
not to accomplish anything
bill regarding windows. Shown here is the
else, so the tougher the stancompany’s Series 200 Double-Hung window.
dards that are possible to

www.dwmmag.com

>I

achieve, the better for our country.”
Indeed the tax credit has been a
help to those manufacturers whose
products qualify.
Simonton and Andersen, who
both offer products that meet the criteria, have brought back workers previously laid off. Both say this is due in
part to the stimulus legislation
While many manufacturers are
pleased, others are not, including
some members of either the
American Architectural Manufacturers Association (AAMA) and/
or the Window and Door
Manufacturers (WDMA) Association.
Both associations have asked
Congress to consider modifying
specific language pertaining to
expanded tax credits for energyefficient doors, windows and skylights through 2010.
“AAMA has received an extraordinary amount of feedback related
to the new tax credit guidelines,”
says its president and CEO Richard
Walker. “The responses range from
complete support to outrage. The
majority of responses received
favored an alignment with the fenestration criteria proposed by
ENERGY STAR late last year.”
AAMA is urging Congress to reconcile the conflicting language in
Part III Energy Conservation
Incentives, Section 1121, with
ENERGY STAR criteria for fenestration products.
The WDMA is working to
amend the language as well. In
conjunction with its members, the
association has launched a targeted grass roots effort through its
OneVoice™ Advocacy Program to
amend the ARRA fenestration tax
credit language.
“This standard is likely to create
confusion in the market for both
retailers and consumers, and will
severely limit—and in some cases
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It took us eight weeks to test our products.
If I were to do that now I’d have to wait
three to six months … I do have a great
advantage over the competition.
—Ryon Ray, NT Windows a

eliminate—many energy-efficient
products from qualifying for the
tax credit that are now readily
identifiable,” says WDMA president John Stoiber.
“The ENERGY STAR performance
criteria were established through
years of cooperative effort between
the Department of Energy and window, door and skylight industry professionals and were accepted as the
definitive requirement within the
previous tax credit,” adds Walker. “As
it’s currently written, the stimulus
bill sets a somewhat arbitrary standard that not only eliminates the
majority of proven energy-efficient
window, door and skylight products
available today, but also fails to take
into account distinct differences in
performance required by different
climatic regions in our country.”
Some manufacturers, including
the Schield family brand, don’t
agree with the position of these
associations.
In a March 6 letter to President
Obama, Kevin Schield noted that
the Act provides critical new incentives to encourage homeowners to
purchase energy-efficient doors
and windows.
“The reality is that the Schield
Family Brands—and many of its
competitors—are able to produce
windows and doors to the standards of the Act,” Schield wrote.
“Any company in the industry
could produce to these standards if
they choose to make the effort that
The Schield Family Brands and
others have already undertaken.
We urge you to resist firmly any
efforts to undermine the energy
conservation standards established in the stimulus bill.”

Stimulating the Economy
The goal of the stimulus bill was
to jumpstart the economy, and
according to those manufacturers
who make products that qualify, it
seems to be working as they are
noticing an increase in business.
Chris Pickering, vice president
of marketing for Ply Gem windows,
says that at the end of 2008 and
beginning of 2009 consumers didn’t want to invest and there wasn’t a
lot of activity in regard to window
purchases.
“The stimulus bill really
did what it intended,” he
says. “We saw a significant uptick pretty quickly.”
Ryon Ray, manager for NT Window
Inc. in Forth Worth,
Texas, says that in the first week
of March, his company posted a
75-percent increase in orders.
While there has been discussion
in the industry of whether only
high-end products qualify, this
doesn’t seem to be the case,
according to Ray. “All of our vinyl
products [low- and high-end
products] meet this new criteria
with our standard glass combination of low-E and Argon,” he says.
“We knew we were one of very
few that would meet this new
requirement, so we jumped on
board as quickly as we could in
order to inform everyone [dealers,
etc.],” says Ray.
If this legislation had been introduced one year earlier, Ray says the
situation at NT Window could have
been vastly different.
“About eight months ago in
anticipation of ENERGY STAR changes

Ply Gem
says iT
offers many
products that
apply for the .30/.30
requirements including this premium
replacement product.
and how competitive the market
would get, we made two huge
changes to our product’s features.
“We changed to Super Spacer® and
Cardinal 366 glass.”
So for NT Window, its standard
products meet the criteria in the tax
credits.
Dove Windows in Wilkes-Barre,
Pa., has a similar story. In 2008,
the company switched to TruSeal’s
Duralite so company officials
breathed a sigh of relief when the
tax credit criteria was released.
General manager Bruce Dove says
the company’s products would
not have qualified if it did not
make that change (for more on
Dove, see article on page 42).
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.30/.30 is an Even
Bigger Problem for
Skylight Makers
hile the recently passed
American Recovery and
Reinvestment Act of 2009 has
raised concerns for many in the
door and window industry, they
are not only ones. Others, including
some skylight manufacturers, have
found issues with the .30/.30 provision. According to Roger LeBrun,
product certification engineer for
VELUX America Inc., the bill was
crafted from a windows mindset.
“There are no residentially
designed skylights on the market
with an NFRC rating that will
meet .30/.30,” says LeBrun. “The
arbitrary U-factor limits for windows and doors were incorrectly
applied to skylights.”
Velux (some of whose products are
shown here), along with other skylight
LeBrun explains that vertical winmakers, are particularly affected by
dows are installed flush to the wall,
the .30/.30 requirements.
while skylights by code must project 4
inches from the building in order to not
be a hazard to those who may be working on the roof area.
“In addition, the NFRC rating says the skylight has to be rated on a 20-percent
slope, which induces thermal currents on the insulating glass,” says LeBrun. “If
you take a window, have it rated and it meets .30/.30, that same unit on a 20percent slope rates about 70 percent higher.”
“There are fundamental differences between skylights and windows,” adds
Wasco president and first vice chair of AAMA’s skylight council. “Skylights always
tend to be overlooked.”
Jeff Lowinski, vice president of advocacy and technical services for the WDMA,
echoes this concern for skylight manufacturers.
“Skylights got hit in the head with a sledgehammer,” he says. “To a certain
extent it’s a completely different issue.”
“The only way this can be reversed is through amending the law; I’m sure that
out of that entire document this is not the only issue and I hope there is an
opportunity for a technical correction,” says LeBrun.
To that end, the company has initiated a grass-roots national legislator letter
writing appeal.
Officials at Maine's Wasco are equally concerned and have also contacted
members of Congress including Snowe and Sen. Susan Collins (R-Maine).
“Collins’ office said they are working to change it while Snowe’s office sent a
form letter, which didn’t address any of our issues,” says Magnuson. “We’ve certainly spoken up to AAMA as well,” Magnuson added. “They are definitely aware
that we are in a different situation.”
AAMA did initiate a grassroots letter writing campaign and one of the letters
addressed skylights specifically.
“This standard was arbitrarily set for skylights and is virtually impossible to
achieve, and no dual pane unit skylight sold in the U.S. today meets the stated
requirement,” the letter stated.
But while waiting to see what happens, Magnuson said Wasco is working on
new products. “We’re trying to scramble to come up with a triple-glazed unit that
would qualify,” he says.
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SPECIAL REPORT
continued from page 23

A Different Playing Field
In a competitive market Ray and
Pickering say the tax credits also
have given their companies a distinct competitive edge.
“There has always been this
large market where every window
is the same, but this now separates
some companies from others,”
says Pickering.
He adds that it allows his company to have a deeper conversation
with customers in regards to energy
efficiency.
“It changes the conversation and
presents an opportunity,” he says.
Pickering adds that some dealers
can even use the tax credits as a way
to close a sale.
And for companies that have
products that qualify, all say that
they aren’t just getting increased
business from current customers
but are adding new dealers.
Pickering says some dealers may
be looking to add to their line or
some dealers may have worked with
manufacturers that don’t have products that qualify, so they are looking
for new products they can sell that
meet the .30/.30 requirements.
Those manufacturers that are
losing business are working hard to
make changes so they can offer
products that qualify. However,
once the manufacturers make the
required changes they then have to
get those products tested at a lab.
“It took us eight weeks to test our
products,” says Ray. “If I were to do
that now I’d have to wait three to six
months … I do have a great advantage over the competition.”
“Many manufacturers are scrambling to make changes and have
their windows retested,” says Ray.
This retesting can be an arduous
process and some suppliers, such
as vinyl extruder Chelsea Building
Products, are serving in a consultcontinued on page 26
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t Marg Webb, Executive Director, Insulating Glass
Manufacturers AMMJBODF (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)
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IRS Says .30/.30 Will Not Go
into Effect Until June 1
n April 22, the Internal Revenue Service (IRS) issued a news release about
the tax credit for energy efficiency home improvements stating that the
previous tax credit for doors, windows and skylights will carry over until June
1, 2009. This is known as the “Safe Harbor” provision.
According to the IRS, under the old tax credit, doors, windows and skylights
had to meet or exceed the prescriptive criteria established by the 2001
Supplement of the 2000 International Energy Conservation Code (IECC) or the
2004 Supplement of the 2003 IECC for the climate zone in which the product
is installed. Either ENERGY STAR labels or manufacturer certification statements
were required to document these requirements for windows and skylights;
doors were required to have a manufacturer certification statement. These
performance terms and certification requirements will continue until June 1,
2009. The monetary terms of the current tax credit still apply to all door, window and skylight purchases made in 2009 and 2010.
The IRS clarifies that this is not a change in the tax law: As of June 1, all products must meet the U-factor and solar heat gain coefficient (SHGC) maxima of
0.30. The agency also notes that this is not the revised guidance document, which
constitutes the final word from the IRS on how the tax credit will be implemented. The IRS plans to issue the revised guidance document later this spring, according to the Department of Energy (DOE).
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ant-type role and helping customers as they tackle this process.
“We were helping our customers answer questions such as,
‘How does my current product
perform and what would I need to
do to get it to qualify [if it doesn’t
already]?,’” says Gary Hartman,
marketing manager.
The company also works with test
labs to help make that process easier. Hartman says one of the reasons
the labs are so backed up is because
many manufacturers are experimenting with different components,
etc., to see what products qualify.
“We’re in the vinyl business,” adds

Sen. Snowe’s Office Provides Some Answers Regarding .30/.30
embers of the Northeast Window
and Door Association (NWDA)
participated in a Washington “fly-in”
on April 23 during which members were
able to speak with a representative
from Sen. Olympia Snowe’s (R-Maine)
office regarding the .30/.30 criteria for
door and window tax credits provided
for in the American Recovery and
Reinvestment Act. Snowe’s office was
responsible for the .30/.30 provisions.
“Last fall, during the debate of which
tax credits should be extended this
[window tax credits] were not included,”
said Patrick Woodcock, Snowe’s legislative assistant. “[Sen. Snowe] was irate.”
He said the credits were taken out
because the cost had ballooned to a billion and a half dollars per year.
So when the stimulus legislation came
out in early 2009, Woodcock said Snowe
was pleased that the proposal included
windows, which he points out account
for the largest part of the 25C tax credits. But as costs of the legislation continued to rise, cost became an issue.
“The score [costs] went up to $4.5 billion,” said Woodcock. “The Senate then
looked to this provision for where to cut.”
Another Snowe proposal was that
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the window tax credits would not take
effect until January 1, 2010, was ultimately not included in the bill.
“By doing it now, Senate leadership
thought it would save $700 million,”
said Woodcock.
He added that Snowe would have
even liked to see the tax credit at a
higher number. “It was a modest tax
credit,” he says.
As to why the .30/.30 numbers differ
from ENERGY STAR, Woodcock said the
Department of Energy didn’t have its final
criteria published, which made it difficult
during the writing of this legislation.
He also said the final decisions regarding this were made rather quickly at 3
o’clock in the morning as the legislation
had to be finalized. One NWDA member
in attendance joked that next time he
can call him to get valuable input.
But it’s evident that the numbers were
made more stringent than ENERGY STAR
perhaps so all manufacturers wouldn’t
qualify, which would save costs.
Once Woodcock explained how the
legislation came to be, NWDA members told him that, while many manufacturers couldn’t meet the .30/.30
numbers right away, soon most will be

>I

able to hit those numbers.
“As soon as you came out with these
numbers, the industry went to work,”
said Darryl Huber of BF Rich, who also
serves as the NWDA president.
Tom Channell of Chelsea Building
Products, NWDA second vice president,
added that his company has spent a
quarter of a million dollars helping
companies recertify their products to
meet the .30/.30 standards.
Several attendees asked if the fact that
more companies will soon be offering
products that meet the criteria would
cause the numbers to change again.
Woodcock simply answered, “The
legislation is law.”
The group then asked a variety of
questions all relating to how the criteria will be enforced. Other questions
include what happens to those consumers who purchased windows from
January 1-February 17.
“No one should be able to answer
that question,” said Woodcock. “Only
the IRS can answer that.”
“What concerns me the most is that
there is no reference to a standard in
the legislation,” added Jon Hill of
Keystone Certifications.
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Hartman. “But we can help our customers through pointing them to
other sources such as glass suppliers,
etc., for example, to find a higherperforming glass package if needed.”
Glass manufacturers are indeed
helping both their customers and
consumers get the information they
need regarding the tax credits. For
example, Cardinal IG developed an
energy calculator that allows individuals to input information to see
how much money they would save
by installing efficient windows. Its
customers, including Jeld-Wen, are
encouraging customers to take
advantage of the tax credit and to
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use Cardinal’s energy calculator to
see how much money they will save.
Glass manufacturer Guardian
created a guide for its customers
and included a variety of helpful
information to assist them in
understanding the stimulus legislation. According to the guide, “The
Stimulus Law does not specify
whether the qualification criteria
are for center of glass (COG) or total
window performance, but there is
broad industry endorsement of
total window performance as the
appropriate measure of window Ufactor and SHGC. Total window
performance values are required to
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demonstrate compliance or qualification with IECC, NFRC and ENERGY
STAR and it is expected that total
window values will be required for
the current Law, as well.”
The Energy Policy Act of 2005
contained tax credits for doors and
windows that were similar to those
in the current law. Soon after the
2005 bill was signed into law, the
IRS issued regulations stipulating
that total window performance
values were required to demonstrate qualifications for the tax
credit. With this recent and directcontinued on page 28

NWDA members participated in a Washington “Fly-in” in April, which included
meetings with members of Congress including Olympia Snowe's office.

Woodcock advised the NWDA to
offer their comments regarding
enforcement, etc., to Snowe’s office
and she will make sure the comments
are given to the IRS as that agency
works out the details.
Approximately 12 members participated in the meeting with Woodcock.

Karney’s Opinion on .30/.30
Earlier in the day, Richard Karney,
program manager for the Department of
Energy’s ENERGY STAR program, spoke
before NWDA members regarding ENERGY
STAR but also addressed the tax credits.
“It hit me as quickly as it hit you,”

said Karney. “We received many
inquiries asking, ‘Why can’t you fix it?’”
He then joked, “Even I can’t fix it.’”
He said even DOE found out about it
at late as well.
“We had no idea it was coming until
24 hours before it was passed.” He
added that DOE was never consulted on
the criteria.
Karney also echoed what Woodcock
would tell NWDA members later that day.
“Congressional staffers said that if it
referenced ENERGY STAR the cost to the
U.S. Treasury would have been too
high,” Karney said.

However, he did say there are two
schools of thought on the issue and said
he doesn’t have an opinion either way.
“First, I’d love to see ENERGY STAR
specified as it would give the program
more credence. The second school of
thought is, Why not make the windows
more efficient?”
He also brought up a point that
many NWDA members asked as well.
“The tax credit doesn’t specify a particular rating. Is it center of glass, etc.?”
He says the DOE is asking the IRS for
clarification on this matter. The IRS says it
will issue further information this spring.
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“The vast majority of our prod- Congress chose a one-size fits all
ly related precedent as a guide,
there is strong likelihood that total ucts will apply,” says Rupert. “But approach when ENERGY STAR has
window performance will be we would have had an even determined
different
regions
required to satisfy the require- broader array [of qualifying prod- require different products.
ucts] if they had followed ENERGY
ments of the new law.”
“We manufacture products that
Guardian also points out there STAR or the IECC, [which are] more qualify,” says David Crane, marare many window configurations region-specific.”
keting manager for AGC Flat Glass.
that contain Guardian or
“But our message is that
low-E products that easily
The stimulus bill really did what it intended, all products are not equal.
meet the criteria, and some
We’re
helping
people
We saw a significant uptick pretty quickly. understand the energy
exceed it. It also says that
—Chris Pickering, Ply Gem acosts associated with heatthere are many configurations from Guardian or coming and cooling.”
petitive products that do not meet
To this end, the company has
While many in the industry,
the criteria. “For example, alu- suppliers and manufacturers alike, posted information on its website
minum and thermally-broken alu- say they were surprised at the to help its customers understand
minum windows are not generally .30/.30 numbers, Jim Larsen, all the intricacies of the tax credits
available in configurations that director, technology marketing for and the company’s position on
will qualify, regardless of which Cardinal Glass, says, “The number the issue.
low-E is used.”
According to Tim Andersen,
wasn’t a shock. The shock was that
With all this information and so it’s here now.”
product manager, AGC Building
many points to consider it’s no
He says the tax credits almost Products sales and marketing, to
wonder that glass manufacturers take the industry into what he meet the .30/.30 qualifying winhave been inundated with calls.
describes as a three-tier pro- dows must boast excellent insulaMike Rupert, director of techni- gram: the energy code, E NERGY tion properties and outstanding
cal services for PPG, also points to S TAR , and then those that meet solar blocking performance. “The
the fact that there are many vari- the tax credits.
problem with these criteria,” says
ables involved with the window
“These are tough targets to hit Andersen, “is that in much of the
construction which account for [in the tax credits] but they are not [United States], a solar heat gain
whether or not a particular window undoable,” says Larsen.
coefficient of 0.30 does not maximeets the .30/.30.
He says the confusing part is that mize year-round energy efficiency.”
“Some [of our customers] are a manufacturer may analyze for
“For the majority of the year,
on the fence as to how their prod- one product line but now they have Northern homeowners are not
ucts perform or maybe just miss to analyze for all sizes.
challenged to block solar heat, but
the requirements,” he says. “They
“We still have customers that to capture it. If they install the
ask, ‘Do you have anything else have products that don’t qualify,” right windows, they can actually
that we’re not aware of? What says Larsen. “Those that were mar- lower their annual energy bills by
about spacer materials? Can I gain ginally into ENERGY STAR have little supplementing home heating sysenough improvement by changing or no chance unless they step up to tems with passive solar heat durspacers?’ A lot of these answers new frame designs, etc.”
ing cooler months,” he says. “The
depend on how the window is
He encourages customers to use new stimulus bill forces Northern
constructed to begin with.”
his company’s online calculator homeowners to specify and install
PPG also has information avail- tool to make predictions based off the same solarblocking windows
able to its customers concerning of existing window certification as homeowners in the South—
how products perform. “We tell based on what combinations where solar heat truly is a yearcustomers the benefits of not just could get them into compliance.
round challenge—at least, if they
the glass but certain spacers, gas
“This offers pretty good predic- want to receive tax credits from
filling, etc. The list [of qualifying tions,” he says. “Don’t waste time the federal government.”
products] gets to be fairly short testing a window unless you look
Although it may not be the best
when you look at a .30/.30 type at that.”
product, manufacturers everyrequirement. There are not a lot of
So why didn’t Congress defer to where are working to change their
options for manufacturers to ENERGY STAR? (For more on that, see
choose from.
continued on page 30
box on page 26). Many wonder why
www.dwmmag.com
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hether you are seeking to meet the new “30/30” ARRA criteria,
Energy Star guidelines or the 2009 International Energy Conservation Code (IECC), PPG has a portfolio of proven glass products that
can help you achieve their performance requirements.

W

• Solarban® 70XL solar control, low e-glass. Because of its exceptional 0.29 U-Value
and 0.27 SHGC, this ultra high-performing glass can help almost any existing
window reach the 30/30 standard.

• NEW Solarban 65 solar control, low-e glass. This value alternative is formulated
for window makers who can achieve 30/30 requirements with double-silver
performance (0.29 U-Value and 0.37 SHGC).

• Intercept® Stainless “Warm-Edge” Spacers. No spacer oﬀers better thermal
performance than the Intercept Stainless Spacer System. Proven and reliable,
the Intercept System delivers superior gas retention, strength and ﬂexibility.

• Solarban 60, Sungate® 500 and Sungate 100 glasses. PPG has a time-honored

collection of low-e glasses that can help window makers achieve Energy Star and
IECC compliance in any climate zone.

• NEW Sungate 400 passive, low-e glass. Developed for Canadian Energy Star
statutes, this product features a U-Value of 0.33 and SHGC of 0.68. It is a good
choice for northern climate zones in the U.S. as well.
In addition to these superior glass products, PPG oﬀers the industry’s ﬁrst and
only collection of Cradle to Cradle Certiﬁed SM glasses. If you’re looking for a partner
to help you proﬁt from the latest green building and code trends, call PPG at
1-888-PPG-GLAS or visit www.ppgglass.com.
ARRA
2009

ENERGY
STAR (U.S.)

SUNGATE 100 GLASS

4

2009
IECC

SUNGATE 400 GLASS

4
4
4
4

4
4
4
4
4
4

4
4
4
4
4
4

SUNGATE 500 GLASS
SOLARBAN 60 GLASS
SOLARBAN 65 GLASS
SOLARBAN 70XL GLASS
INTERCEPT STAINLESS
SPACERS

4

CANADIAN
ENERGY STAR

Performance data based on center of glass. Fenestration product performance will vary.

4
4
4

4
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SPECIAL REPORT
continued from page 28

products so they qualify and this includes those in
the Northern zone.
“Every customer in the North is changing his
products now,” says Crane.
Just as AGC believes that the .30/.30 in some cases
may account for more energy burned, Lowinski
agrees this can be true in some cases.
“We could say that .30/.30 burns more energy
than it saves,” he says. “Almost every door would
meet .30/.30.”

Lobbying for Change

Do Your

Products Qualify?
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Do your windows
meet the criteria of
the tax credit
provisions? If so,
e-mail DWM at
ttaffera@glass.com
and we’ll add you
to the list of
manufacturers
whose windows
meet the criteria.

o
e current list g
To check out th g.com/e-green.
a
to www.dwmm
Remember to remind homeowners that they must maintain
their own records that windows meet the qualification
requirements. These records are to include receipts and the
Manufacturer Certification Statement.
www.dwmmag.com
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Thus many in the industry, both manufacturers and
suppliers are lobbying members of Congress to amend
the law with respect to the .30/.30 requirements.
Lowinski points out that Rep. Phil Roe (R-Tenn.)
has introduced a bill in the House of Representatives
with another potential change to the tax code. He
adds that the WDMA is working with Sen. Snowe’s
office (for more on Snowe, see box on page 26) to get
Phase 1 ENERGY STAR requirements referenced for
when it goes into effect January 4.
He does acknowledge, however, that getting
.30/.30 amended in the stimulus bill is a challenge.
“No one on the Hill wants to touch the stimulus
bill,” says Lowinski. “But it could be that as part of
the energy package someplace later on that tax code
could change.”
AGC is also attempting to work with members of
Congress to push through a change. The glass manufacturer is working with members of Congress in
the states in which it produces product, including
Indiana, Kentucky and Kansas.
“We’re optimistic that the criteria will align with
ENERGY STAR,” says Crane.
Others, including PPG’s Rupert, aren’t as optimistic.
“I think Congress has so much more on their plate
to go back and revisit [than one or two lines in this
bill] regarding this legislation,” he says Rupert. He
does add, however, “I hope it happens.”
But Cardinal’s Larsen says simply, “It’s here.”
“There are better areas [in which] to focus energies,” he adds. “Phase 2 of ENERGY STAR will be here
before you know it.”
He also finds a bright side to the .30/.30 confusion.
“If there is a blessing out of all of this it is that it got
the entire industry heightened to energy performance. Future codes will get more stringent …. The
only way to meet future requirements is to take these
big leaps,” says Larsen.
❙
Tara Taffera is the editor/publisher of DWM magazine.
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INTERCEPT TECHNOLOGIES
®

THE BEST SOLUTION TO MEET 30/30 TAX CREDIT REQUIREMENTS
AND ALL ENERGY STAR® STANDARDS

Don’t be mislead by inaccurate
information or ‘spin doctoring’.
When spacer system manufacturers
boast the lowest U-Value, one should
always ask: Exactly what criteria
were used to develop the numbers
presented?

Intercept system IGU’s are produced in the most
productive and cost effective method found in the
industry today.

GED will assist you in making informed
decisions with ‘FACTS’. We utilize the actual NFRC
THERM modeling data on the latest simulation software that today’s independent simulators use when
analyzing your particular window system.
Intercept meets and exceeds the 30/30 U-Value/SHGC
Requirements for the 2009 and 2010 Tax Credit.
The cutting-edge, technologically advanced Intercept
ULTRA Stainless Steel material carries a conductivity
rating of 13.63 W/mK, as veriﬁed by the NFRC. That
translates into a 20% reduction from standard Stainless
Steel material, resulting in unit U-values that are equal to
or better than those found on other competitive spacer
product lines.

•

GED can provide a seamless conversion of any
Intercept platform to produce ULTRA units with no
capital expense

•

Material costs reduced up to 33% vs. all other
spacer products

•

Increased production three to four times over other
spacer systems

•
•

No additional labor or training costs
Intercept process provides greater reliability for high
quality IGU’s vs. all manually-applied spacer methods

You’ll get no ‘SPIN’ from GED. Indeed, I believe so strongly in providing you with ‘FACTS’ that I encourage you
to contact me personally at 330.487.5094. I welcome each and every opportunity to speak to anyone who has
questions on the best solutions to meet the 2009 Stimulus Package and the 2013 Energy Star requirements as
well as any other concerns you may have.

INTERCEPT & INTERCEPT ULTRA
®

®

Superior Product, Performance, Proﬁtability

Bill Weaver
President and CEO - GED
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Finally Final!
DOE Releases Final Revised Criteria for ENERGY STAR®
by Tara Taffera and Penny Stacey
he Department of Energy
released the long-awaited
final, new ENERGY STAR criteria
on April 7—just a few weeks after
the draft had been released on
March 11. Though comments were
reviewed during that time, some
still feel the final decision was
made too quickly.
“Overall, given the short time
between March 11 and April 7 obviously the DOE wasn’t going to take
a lot of time with analysis of the
comments. We knew there wasn’t
going to be a large-scale shift,” says
Jeff Lowinski, vice president of
advocacy and technical services for
the
Window
and
Door
Manufacturers Association. Chuck
Anderson, codes and industry
affairs manager for the American
Architectural
Manufacturers
Association (AAMA), says the final

T

criteria was also what he expected.
But Lowinski was pleased that
the DOE did consider many of the
WDMA’s comments. Following are
some of his reactions to the final
criteria:
• He notes that no changes were
made to solar heat gain coefficient or U-values since the last
draft. “We wanted them shifted a
bit,” he says.
• “A number of issues still have to
be considered and that will be
done for phase 2.”
• DOE will continue to allow tubular daylighting devices to be
rated. “All doors will be qualified
according to the door table
based on our recommendation,”
says Lowinski.
• “The shift to four zones is a positive move,” says Lowinski.
• “We wish they had considered

the proposal we made in
November 2008 which was to
have a North American map
which would have brought the
U.S. and Canadian ENERGY STAR
programs more in line with one
another,” says Lowinski.
Lowinski also notes that implementation issues still have to be
addressed and those haven’t been
announced yet.
As far as phase 2, Lowinski says,
“We are ready to work with DOE on
phase 2 starting today. Our members’
companies want to get those numbers solidified.” Lowinski says the
DOE will start this process later in the
2009 calendar year but adds, “We
have petitioned them to start ASAP.”
While Lowinski says Phase 1 is
the transition phase, “Phase 2 is
where product re-engineering will
come in,” which is why he says

Official Climate Zones
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North-Central
South-Central
Southern
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DOE’s Karney Gives a Few
Insights Into ENERGY STAR, Phase Two

starting this process early is crucial.
While WDMA is already looking
forward to Phase 2, the American
Architectural
Manufacturers
Association (AAMA) supports a
delayed implementation of Phase
1, according to its president,
Richard Walker.
“AAMA members are still concerned about the timing of the new
criteria and continue to ask to delay
the implementation date,” says
Walker. “Due to severe economic
conditions and confusion with the
stimulus tax credit, there is consensus that the implementation
should be delayed until the tax
credit is out of play.”
Anderson furthers this sentiment, speaking to the confusion
created between ENERGY STAR and
the tax credits.
“As an industry, our members understand that DOE’s goal was to set
the criteria to encourage utilization
of the ‘cream of the crop’ of commercially available products. Historically,
incentive rebates, tax credits and lowinterest loan programs have been tied
to these products, making ENERGY
STAR a phenomenal marketing tool to
promote the most energy efficient
windows, doors and skylights,” he
says. “It was very unfortunate that our
nation’s Congress decided to override
the multi-billion dollar federal program, ENERGY STAR, and create separate criteria as an incentive, especially
given the timing of the stimulus package on virtually the eve of the criteria
announcement.”
Window manufacturers such as
Gorell Windows and Doors are
pleased with the final ENERGY STAR
criteria.
continued on page 34

Richard Karney, program manager for the
Department of Energy’s ENERGY STAR program, spoke
before members of the Northeast Window and
Door Association (NWDA) on April 23 as part of its
Educational Seminar and Fly-In held in
Washington, D.C. He offered some insights regarding ENERGY STAR including a few hints at what the
program may look at for the yet-to-be-finalized
Phase 2 section of the program. Karney first
addressed the final criteria for Phase 1, and reiterated what the DOE has been saying throughout The DOE’s Richard Karney
addresses various aspects of
this process.
“ENERGY STAR has to provide meaningful differ- new ENERGY STAR guidelines.
entiation,” he says. “The label doesn’t mean anything anymore.”
According to Karney, approximately 60 percent of new construction windows
qualify for ENERGY STAR while 90 percent qualify on the remodeling side.
“The label no longer demonstrates superior efficiency.”
According to Karney, the new ENERGY STAR criteria will add up to 9.21 trillion
BTUs in annual energy savings.
“I’m quite pleased about the energy that will be saved through the new criteria,” says Karney.
Giving some insights into the final criteria, he says the DOE didn’t want to go
higher than a .32 U factor in anticipation of possible code changes in 2012.
According to Karney, ENERGY STAR’s goal is to exceed code.
Although the new criteria goes into effect on January 4, 2010, and the transition period ends March 31, 2010, Karney says he’d like to see these windows
produced right away.
“I’d like to see manufacturers start making these windows now,” he says.
Phase 2 of ENERGY STAR has not yet been finalized and the DOE won’t look at
that phase until the fall of this year.
He says Phase 2 objectives include addressing issues raised during phase one.
This includes looking at exceptions for products installed in high-altitude areas.
“I felt uncomfortable making that exception [in Phase 1] but it is something
we will look at,” he says.
Manufacturers are also asking that DOE consider life cycle analysis and
embodied energy considerations in Phase 2, as well as credits for recycling.
Karney says all of this will be considered in the second phase, though he admits,
“I don’t know where it will lead us.”
Karney also says that some individuals have made comments requesting a
separate program for new construction and remodeling. “Maybe we will look at
this as well,” he says.
As far as other new initiatives, Karney says the DOE is looking at working with
Ducker Research to collect door and window shipment data.
“That shipment data will help us [collect data] from an overall energy savings
perspective,” he says.
And a commercial program for ENERGY STAR could be on the horizon as well.
“We are looking seriously at a commercial windows program,” says Karney.
“Am I waiting for the National Fenestration Rating Council to get its Component
Modeling Approach in use? Yes.” He adds that DOE is waiting for funding as well.
“I’ve always said that a commercial program is a totally different beast than
residential.”
He also added, “Marc [LaFrance from DOE] and I joke that on the commercial
side we should just mandate low-E. The industry tap-dances around that.”
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continued from page 33

ENERGY STAR—A Look at the Key Provisions
he Department of Energy (DOE)
has released the final revised criteria for ENERGY STAR-qualified
doors, windows and skylights.
Following is a look at key portions of
the program.

T

ENERGY STAR Qualification Criteria for Windows
Climate Zone

U-Factor1

SHGC2

Northern

<0.30

Any

Prescriptive

=0.31

>0.35

=0.32

>0.40

Equivalent Energy
Performance

North-Central

<0.32

<0.40

South-Central

<0.35

<0.30

Southern

<0.60

<0.27

Approved Criteria
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The final document includes the
following aspects:
1. Phased implementation. According
to the DOE, stakeholders generally
supported postponing finalization of
Phase 2 criteria. “Since it is still three
to four years until the likely effective
date for these criteria, DOE is deferring finalization of these criteria to
allow for additional data collection
and analysis,” wrote Rich Karney, program manager. “The Department will
begin research on a Phase 2 proposal
in late [calendar year] 2009.”
2. Revised four-zone climate zone
map. The revised map includes four
climate zones and geography-based
zone names; the map included in the
March 11 release of the criteria
remains.
3. Category shift for sliding glass
doors. Sliding glass doors will now be
included in the door category for the
criteria, rather than the windows category. “Stakeholders suggested it would
be easier for consumers to understand
the separate criteria for doors if they
applied to all doors and left only windows in the windows category,” wrote
Karney. “The Department’s analysis
showed that no significant savings
would be lost by transferring sliding
glass doors to the door category.
4. Revised criteria. DOE has retained
the criteria levels and limited tradeoffs from the Revised Draft Report in
the North. DOE had adjusted the Ufactor for doors in the < ½-lite category; in addition, DOE has set the
SHGC for doors to match the
International Energy Conservation
Code (IECC). The skylight criteria listed
in the original draft will be retained,
based on IECC levels.
5. Tubular Daylighting Devices. While
DOE says some stakeholders had suggested that tubular daylighting
www.dwmmag.com

devices be removed from the program,
it decided to continue to include these
under the criteria for doors, windows
and skylights, “under the condition
that manufacturers provide documentation showing the product U-factors
are rated under NFRC’s computer simulation procedure.”
6. Insulating Glass (IG) certification.
DOE will require IG certification for
ENERGY STAR-qualified doors, windows
and skylights as soon as NFRC makes
this certification mandatory, expected
in July 2010.
7. Shipment data requirement. While
stakeholders supported DOE’s potential solution to the requirement for
reporting product shipment data, the
final draft noted that this will help
DOE measure the impact of the program. DOE is still discussing whether
this method is plausible or not. The
DOE plans to make a final decision on
this before Ducker Research conducts
its next study of the door and window
market.

Proposals that DOE Rejected
DOE rejected the following possibilities for the program:
1. Exemptions for specialized products. Several industry representatives
suggested that DOE allow an exception to the U-factor values for highaltitude products, while others suggested separate criteria for highimpact products; DOE plans to compile
data on these topics and analyze it to
determine if it should be used in the
Phase 2 proposal.
2. Reference products for building
packages. According to the announce-

>I

ment, some industry representatives
had suggested that a “package” of
windows be allowed when equipped
with a single glass package but various
operator types. The DOE has rejected
this suggestion, noting it could cause
consumers to “mistakenly believe all
windows they purchased qualified for
applicable incentives offered in their
region.”
3. Elimination of the map on the product label. Karney notes that removing
the climate zone map from the product
label “would compromise the effectiveness of the label for consumers.”
4. Air infiltration requirement. While
some suggested that there be a
mandatory air infiltration requirement,
DOE has not included this in the new
criteria, based on saying there’s not a
consistent way to evaluate air infiltration performance and for the consumer to verify performance claims,
according to the announcement.
5. CPD number and code readjustment requirements. DOE has eliminated these from the final criteria.
6. Orientation, shading and glazing
requirements. DOE said that setting
this was not feasible because it deals
with the installation of the windows
and ENERGY STAR typically is aimed at
the replacement market “where orientation and shading are predetermined.” “The optimal way to capitalize
on these factors is to educate consumers on their benefits,” says Karney.
The revised ENERGY STAR program
requirements for doors, windows and
skylights will go into effect January 4,
2010. A transitionary period will run
through March 31, 2010.
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“The solar heat gain coefficient
(SHGC) numbers are more applicable with ENERGY STAR than they are
with the .30/.30 tax credit numbers,” says Tyson Schwartz, vice
president of sales and marketing
for Gorell. “With the SHGC numbers ENERGY STAR has released, the
numbers are much more applicable or customized for each particular region.”
“This update to the energy limits
and climate zones delivers consumers a balance of value and performance,” says Ray Garries, JELDWEN external affairs corporate manager. “The new 2010 program will
increase energy efficiency 18 percent
nationally, and 20 percent over current standards in the North Central
and Southern climate zones.”
Although these manufacturers
are pleased, Schwartz does have a
suggestion for DOE to improve the
program even further.
“ENERGY STAR should push for
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better overall window performance
(U-value) in the southern climates,” he says. “Gorell is one of the
few companies that markets and
sells products in the southern climates that also manufactures a
window that is both hurricanerated and boasts high energy efficiency. Our point is, you don’t have
to be just an impact window or just
an energy-efficient window, homeowners can have both benefits in
one window.”
Other manufacturers such as
Thermal Windows aren’t as pleased
with the requirements. “Of course
we are in favor of energy independence for our country, but I doubt if
you could ever get an industrywide consensus regarding standards or zone layout for the revised
ENERGY STAR program,” says Dennis
Lane, president. “Our country has
such a vast difference in climates
that it is unreasonable to draw a
line indicating that on one side, you
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need a 0.60 U-factor and a few
miles away, in some cases to the
north, east or west, the criteria is a
0.35 U-factor. Therefore, we would
have to express disappointment
with the zones established.”
Lane adds that the ENERGY STAR
program continues to favor vinyl
windows while disregarding air
infiltration and long-term performance of the product. However, his
company, which primarily manufactures aluminum, does manufacture vinyl products that will meet
the 2010 residential criteria and
continues to develop commercial
thermally
broken
aluminum
designs to address the change in
residential and “no doubt future
commercial specifications,” says
Lane.
“More evident than ever, as the
fenestration
market
rapidly
changes, it is essential that manufacturers change along with them,”
he adds.
❙

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.

815.282.9330
w w w. m e c a l u s a . c o m
sales@mecalusa.com

Machining Centers
Double Head Mitre Saws
Manual Saws
Manual Copy Routers
Auto Copy Routers
End Finishing
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The 5th Annual DWM New Products Guide

The Latest
Launches
INSULATING
GLASS EQUIPMENT

TAPE MT1500 IG
Increases Throughput
Besten Equipment Inc. says its
new IG production line, TAPE
MT1500, enables IG fabricators to
produce between 1,400 and 1,600
units per shift on a single line. The
new equipment layout in Besten’s
Totally Automated Production
Equipment offering pairs two
applicators in a single line. It also
features parallel processing with
two applicators, which adds efficiency and prepares fabricators for
possible higher-volume triple-pane
IG unit production.
Having a second complete in-line
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espite the lagging economy,
there has been no shortage of
new possible components, glass
options, machinery and more for door
and window manufacturers. DWM has
compiled an overview of the latest
launches, available in the following
pages.

D

horizontal applicator allows operators to run the line at full capacity
using both applicators or to run the
line from either side using a single
applicator. In addition, one side of
the line can continue production
during spacer roll changes. The
equipment is compatible with
Truseal Technologies’ Dura Platform
flexible spacer systems, which
include
both
Duralite®
and
Duraseal™ spacers.
❙❙➤ www.besteninc.com

Nordson Offers
Two Bulk Melters
Nordson Corp. officials say their
new VersaPail™ and VersaDrum™
bulk melters deliver consistent dispensing of adhesives and sealants
for a wide variety of residential fenestration applications, including
insulated glass sealing, back bedding and corner joining. The systems featuring hydraulic passages
designed to eliminate dead spaces
and are optimized for use with reactive materials, such as moisturecure polyurethanes. Both are
equipped with a user-friendly,

graphical, touch-screen control system for visibility and monitoring of
all operations and status conditions.
❙❙➤ www.nordson.com

QComp Offers
Automatic Solution
The new insulating glass (IG)
automatic loading/unloading system fro QComp Technologies Inc.
uses a six-axis ABB robot to unload
IG unites from the production line
and place them into slotted glass
racks. The company also provides a
system that can pick single lites
from slotted racks and load them
onto the IG production line.

MACHINERY

Graco Introduces New Warm-Melt Supply Systems
Graco’s new line of warm-melt supply systems are designed to increase the
temperature of one-component materials, and reliably deliver them from drums
to metering and dispensing systems. The systems are designed for sealants or
adhesives that need to be warmed up to 100 degrees Celsius (212 degrees
Fahrenheit), and company officials say they are ideal for temperature conditioning applications in cooler climates.
“The new warm-melt system fills the gap between Graco’s Therm-O-Flow hot
melt and ambient ram supply systems,” says Dave Behrens, worldwide product
marketing manager, advanced fluid dispensing, Graco. “Rather than modifying
an ambient or hot-melt system, or investing in an expensive customized solution, end-users can be assured that they have a reasonably priced system that is
designed specifically for warm-melt applications.”
Other benefits include an easy-to-use electronic display and a system that
can be configured for a variety of specific materials and applications.
❙❙➤ www.graco.com
www.dwmmag.com
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The system can be calibrated for
various glass and unit thicknesses,
and is capable of handling a large
range of glass sizes as well. The
company says the system integrates easily with line controls.
❙❙➤ www.qcomptech.com
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HARDWARE

Truth Has Two New Locks
Truth Hardware has introduced
two new lock systems, the
Nexus lock system and the
Positive Action Lock (PAL).
The Nexus system is a lockset option designed for
patio doors, in both
two- and multi-point
options. It is available
in flush-mount, facemount or recessed
configurations.
The Nexus two-point
locking system utilizes
two opposing locking
points that offer a single
point of horizontal adjustment for the reach of the lock
hooks. While the two-point
version is available in steel or
stainless steel, the multi-point
model, with three locking points, is
offered in stainless steel as standard. The system is designed to help
manufacturers meet American Architectural Manufacturers Association and the California Association
of Window Manufacturers forcedentry requirements.
Truth’s new PAL lock is a versatile
and easy-to-operate locking system
that is available in a “push-button”
design and a new “slide tab” design.
The lock systems, designed for sliding windows, automatically lock,
securing the window without having
to manipulate the lock again. The
PAL lock also offers a snap-on cover.
❙❙➤ www.truth.com

New Vision Stop
Offers Options, Control
Vision Industries’ new patented
1760 vent stop is designed to give
the fabricator a solid and secure
installation into multiple or varying wall thicknesses. When properly installed, the window opening
control device conforms to the
ASTM F 2090-2008 specification for
Window Fall Prevention Devices
with Emergency Escape (Egress)
Release Mechanisms. The device is
available in a variety of different
colors with a red bolt option.

Stürtz Introduces Automated Door Fabrication Center
The new SMI LinearPro 3D-Fab automated door fabrication center from Sturtz
Machinery Inc. is designed specifically for North American PVC door products. The
system is designed to accept pre-cut door components and automatically fabricates all the required hardware applications, including hinges, handles, lock pockets, striker plates, shoot bolts, etc., in a one-piece-flow system. The machine is flexible and fully programmable to work with multiple product families and a wide
variety of profile sizes. The CNC machining center work area can carry multiple
fabrication tools mounted from above, beside or below the work piece depending
on the application required. In addition, the LinearPro 3D-Fab has the ability to
attach and fabricate the aluminum extrusion reinforcement required in door products to avoid off-line manual fabrication.
❙❙➤ www.sturtz.com
small amount of battery power,
according to information from G-U.
❙❙➤ www.g-u.com

SPACERS

Fenzi Offers
Warmedge Spacer
The company also has a new
handle design for sliding patio
doors, the patent-pending PD1520
and the PD1530, which are lightweight and made from aluminum.
The handles are designed to provide
room to grasp on the inside, while
also offering a slim exterior handle.
❙❙➤ www.visionhardware.com

It’s Electric
The new e-Bolt from BKS, a division of G-U Hardware, is equipped
with an easily programmable pushbutton keypad with up to 20 user
codes so that its operator can operate the lock at a distance. It is available in six finishes and with two different handle styles. As an
added bonus, it also has a
burglar alarm and firerated latch.
The
system
doesn’t require
any wiring and
uses only
a

Fenzi North America now offers
the Fenzi Warmedge spacer. Fenzi
Warmedge is available in white,
grey and black finish. In addition,
the company has available the
Chromatech Ultra—a stainless
spacer, manufactured by Roll Tech
A/S—an AluPro company and part
of the Fenzi Group. Chromatech
Ultra is made of a combination of
polycarbonate and stainless steel,
providing warm-edge temperatures and spacer workability
❙❙➤ www.fenzi-na.com

m
a
y
—
j
u
n
e
2
0
0
9

continued on page 38
37

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

Search

Archives

<

E-Mail

>

Subscribe

The 5th Annual DWM New Products Guide
continued from page 37

Truseal Offers Duralite®
No-Metal Spacer
Truseal
Technologies
has
debuted Duralite®, a third-generation warm-edge spacer system.
The high-performance spacer
offers a U-value rating and features
a unique composite laminating
technology without the use of
metal, resulting in high
thermal and durability
performance.
Company
officials say
use of the
Duralite
spacer system
results in condensation resistance, a
smooth surface appearance and
long-lasting argon gas retention.
“Duralite is a premium spacer
product that appeals to featureoriented insulating glass producers whose brand images have
been shaped by a track record of
quality and performance,” says
Ric Jackson, director of marketing
and
business
development.
“Duralite’s technical performance
in terms of low conductivity,
argon permeability and U-value is
unparalleled. At the same time,
Duralite is simple to incorporate

into existing automatic or manual
application platforms and its flexibility enables it to be adaptable to
any window design.”
❙❙➤ www.truseal.com

NEXGEN Spacer Designed
for Aluminum Windows
TRACO has announced that it has
a new spacer, the NEXGEN
Technology Energy Spacer™, a
butyl-based material with integrated desiccant. According to the company, the spacer reduces U-values in
standard insulating glass units up to
15 percent when compared to conventional units with a metallic spacer. The spacer also provides condensation resistance and gas retention,
according to information from the
company.
The spacer is part of the NEXGEN technology energy package,
which also includes the NEXGEN
Thermal Barrier System™.
“The TRACO NEXGEN™ technology with the Energy Spacer and
Thermal Barrier System offer
breakthrough energy performance for aluminum windows and
doors that is comparable to
wood,” says Bob Randall, president and chief executive officer of
TRACO. “This technology is about

Edgetech Enhances
Super Spacer® Premium Silicone Products
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Edgetech I.G. now offers enhanced versions of its Super Spacer® Premium and
Premium Plus silicone warm-edge spacer
systems. The improved Premium and
Premium Plus Super Spacer products will be
rolled out in phases from April until June
2009, helping customers achieve lower UValues and improve condensation resistance.
“Improved energy efficiency continues
to be a driving force in the industry with the
upcoming ENERGY STAR® changes and the passing
of the economic stimulus bill,” says executive vice
president Larry Johnson. “We are happy to offer these
improvements at a time when customers are doing everything they can to be
a part of the flurry of activity surrounding the economic stimulus package.
Lowering U-values to .30 or less is certainly a large part of that.”
According to Edgetech, the revised spacer products offer 30 percent lower
thermal conductivity numbers over the originals.
❙❙➤ www.edgetech360.com
❙❙➤ www.superspacer.co.uk
www.dwmmag.com
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the future and innovations in
enhanced energy efficiency and
design.”
❙❙➤ www.traco.com

Intercept Spacer Will
Help Meet .30/.30
Officials from GED
Integrated
Solutions
say
manufacturers
looking to meet the
.30/.30 U-value and
solar heat gain coefficient requirements in
the economic stimulus bill should try the company’s
Intercept ULTRA Stainless Steel
Spacer, which is designed to
achieve these numbers. Intercept
ULTRA Stainless Steel carries a conductivity rating of 13.63 W/mK, as
verified
by
the
National
Fenestration
Rating
Council
(NFRC). GED says the Intercept
family of spacers also is cost-effective, reliable and requires little
labor and training.
❙❙➤ www.gedusa.com

COMPONENTS

Lauren Introduces New
Low-Density EPDM Sponge
Lauren Manufacturing has
developed a new low-density
closed-cell EPDM sponge product
for continuously extruded profiles. The compound is capable of
maintaining a 6 to 8 pounds per
cubic foot density, according to
the company. It can be processed
through both LCM salt bath and
microwave/hot air extrusion lines.
Company officials say this new
material provides high performance for applications requiring
ultraviolet and ozone resistance.
“Profiles extruded from this
material not only have a reduction
in overall weight compared to other
similar ASTM D1056 2A2 sponge
compounds, but also have a great
cosmetic surface and cell structure,” says Lauren president Lisa
Huntsman.
❙❙➤ www.lauren.com
continued on page 40
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continued from page 38

Veneer-Wrapped
Components Open Options
Contact Industries officials say
their new veneer-wrapped components offer manufacturers an
opportunity to expand their array
of options. The components come
in cherry, alder, sapele, teak and
other options (200 in total). In
addition, manufacturers can customize their orders, so they
receive a variety of veneers in one
shipment—as long as all the com-

ponents are the same profile.
The components can be engineered to each OEM’s proprietary
designs using a wide range of substrates including finger-jointed
pine, aluminum, extruded vinyl,
LVL, MDF, fiberglass or just about
any combination of these materials, according to the company.
“Our goal is to work with the
OEM’s product design team to
engineer components that will
work seamlessly with the OEM’s

There Are Only
Three Types of Software…

existing assembly system,” says
Peter Himes, sales manager.
❙❙➤ www.contactind.com

EQUIPMENT

Get a Lift

What You Asked For… What You Got…
And What You Needed!

The ultimate software for window & door fabricators.

Isn’t it time you got what you needed?
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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.

Pat Mooney’s Saws: Designed
to be Fast and Accurate
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1-800-WINSYS1

Or visit us on the Web at
www.windflite.com
Windflite Computer Systems, Inc.
4000 Constitution Drive
Bartonville, IL 61607
Serving the Fenestration Industry Exclusively Since 1989

www.dwmmag.com

>I

Pat Mooney Inc.’s new upcut
saws work quickly and
accurately to saw aluminum extrusions with
a burr-free mirror finish, according to the
company. The upcut
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.
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PMI Saws are equipped with 5to 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.
This clamp is controlled by its own
cylinder and is adjustable according to the size of the work piece.
❙❙➤www.patmooneysaws.com
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original product. The adhesive is
designed for edge and face-gluing
as well as general assembly.
Titebond 50 HV has a high viscosity of 12,000 to 15,000 cps—triple the
thickness of the original adhesive.
This viscosity resists running,
ensures neater glue-ups and reduce
time spent in cleaning machinery
and the work area. The new Titebond
50 HHV has an even higher viscosity
of 19,000 to 21,000 cps and is dripfree, eliminating glue dribble during
assembly of wood products, according to the company.
❙❙➤ www.franklinadhesivesandpolymers.com

SETTING BLOCKS
HURRICANE PRODUCTS

Kolbe Adds Windquest Series
Windows to 3-D Models
Kolbe
now
includes
its
Windquest®
Series
hurricaneimpact-rated windows in its collection of two- and three-dimensional
door and window models. The 3-D
files are located on the portion of
Kolbe’s website designed for architects, located at http://www.kolbekolbe.com/architect/index.cfm?logi
ntype=architect. The models also are
available in the Google™ 3D
Warehouse, in the SmartBIM
Library™ and at RevitCity.
❙❙➤ www.kolbe-kolbe.com

SEALANTS AND ADHESIVES

Get the Latest Adhesives
from Franklin
Titebond 50 wood adhesive from
Franklin Adhesives & Polymers, a
division of Franklin International,
now is available in high-viscosity
formulations. The company says its
new versions of the product are
three to five times thicker than the

LAMATEK Announces
New Color-Coded
PVC Eco-Blocks™
LAMATEK Inc. is
introducing an addition to the company’s
green line of EcoBlocks™: post-consumer, color-coded setting blocks.
The setting clocks are made from a
proprietary 85 Durometer PVC blend
and have been tested to be compatible with glazing and insulating glass
sealants, according to the company.
❙❙➤ www.lamatek.com

SOFTWARE

WTS Offers Two New
Software Solutions
WTS Paradigm has extended its
software offerings to include
Renovation 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.
DealerPoint was created to
empower resellers to efficiently manage their sales processes and
resources.
❙❙➤ www.wtsparadigm.com
❙
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Made in North America
for North Americans

Thiover Polysulphide Sealant

DWM

™

I Highest
Quality IG
Sealant.

I No solvents,
no lead, hazard
free.

I Robotic
or manual
application.

I Distributors of
IG components
including Fenzi
Molver Desiccant
& Spacer Profiles.

I Call today to
speak with a
Technical Sales
Representative
to solve your IG
Sealant needs.

11 Dansk Court,
Toronto, ONT.
N9W 5N6

tel: 416 674 3831
fax: 416 674 9323
web: www.fenzi-na.com
info@fenzi-na.com
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PLANT
TOUR

Dove Vinyl Windows
The Secret to its Quiet Success
by Tara Taffera
ove Vinyl Windows in
Wilkes-Barre, Pa., is a testament to a family-business run right. This is a
family business that has both survived through the generations and
one that changes with the times.

D

A Little History
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As is the case with many manufacturers, Dove Vinyl Windows didn’t start as a window manufacturer.
Phillip and Nathan Dove established Dove Industries Inc. in 1945
as Dove Venetian Blind Company in
North Hills, Pa. When the Venetian
blind business began its decline in
the latter part of the 1950s, the company changed from Dove Venetian
Blind Co. to Dove Home Specialties.
The product line included such
items as aluminum storm windows,
doors and jalousie windows.
In 1965, Bruce Dove, the son of
company founder Nathan Dove and
grandson of cofounder Phillip, the
company’s founders, joined the company. Bruce’s brother, Eric, began to
work for the company five years later.
The young Dove brothers began to
learn the trade from the bottom up
by learning such skills as glazing,
screening, and assembling windows.
In 1972, the company name was
www.dwmmag.com

changed to Dove Industries. It also
began to slowly phase out of the
retail segment of the business and
focused its marketing strategy on the
manufacturing end of the aluminum
business. By 1980, the company was
under the joint leadership of Bruce
and Eric with Bruce responsible for
sales and marketing aspects while
Eric handled production planning
and all other company operations.
Under the two brothers, Dove
began to grow at an exponential rate.
In the early 1980s, the brothers
sensed that the market was beginning to shift from aluminum-based
products to vinyl. However, they
also knew that the transition from
an aluminum-based manufacturer
to the manufacture of vinyl products must be well planned with a
minimum interruption of company
operations. They also were aware
that certain technological problems associated with the manufacture of vinyl products had not yet
been fully corrected. Therefore,
rather than give their customers an
inferior product, they chose to wait
until the quality of product developed by the new extruders reached
a quality level consistent with Dove
Industries’ philosophy.
In the first three years of its vinyl

>I

manufacturing, the company’s
sales exceeded the five-year forecast. The manufacture and sale of
vinyl products catapulted the company to an unexpected level. Today,
the company’s aluminum product
line has been eliminated.

A New Location and a New
Generation of Doves
In 1992 the company was producing 40 to 50,000 windows per
year and “growing out of its
seams” according to Bruce Dove
Jr., general manager (fourth generation of Dove’s). At that time the
company was based in the
Philadelphia area but looked to
Wilkes-Barre, Pa., a relatively
small town in Northeastern
Pennsylvania, for its new home.
“This location allowed us to really grow,” says Dove. The location
has 180,000 square feet of space. In
fact, at first the company only used
30,000 square feet of the space and
rented out the remainder.
Dove says the company has
grown five times larger since the
move to Wilkes-Barre.
Currently, it produces 170,000 to
200,000 vinyl windows per year and
is now a multi-million-dollar company. And the location change
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Dove made the change last year to the Besten Dura-platform auto-line spacer
applicator.

Shown is the finishing line for the
company's R-50 rated window.
transformed the company. Prior to
the move, the company served
Philadelphia, Northern Virginia
and New Jersey as a small regional
manufacturer.
“When we came here it centralized us,” says Bruce. “We expanded
and now cover 18 to 20 states including Ohio, Indiana and Michigan. We
became a major player.”
Shortly after the company
moved to its new location, Bruce
Dove Jr. took over as general manager. He was 26.
Bruce says he started in the
company loading trucks, making
$5 per hour and eventually learned
all aspects of plant manufacturing.
“I can run every machine in here,”
he says.
Fifteen years later Bruce is still
thriving in this role. Ron Dove,
uncle of Bruce Dove Jr., serves as
purchase manager and the two
work in tandem with one another.

Product and Processes
Today, Dove Vinyl Windows
serves the new construction and
replacement markets, and sells its
products mainly through distributors. It offers four lines of replacement windows and three new construction lines.

Our company is set up that we can react either
way [replacement or new construction]. That’s
not the case at a lot of companies.
—Steven Smyth, director of sales and marketing.
“That [replacement business]
helped get us through the downturn,” says Steven Smyth, director
of sales and marketing. “Our company is set up that we can react
either way [replacement or new
construction]. That’s not the case at
a lot of companies.”
In addition to its window lines, it
also offers bow and bay windows,
light commercial windows, as well
as patio doors. It also offers a variety of options on its products
including woodgrains, laminates,
painting, etc.
The latest addition to the Dove
product line is the high-end DP50,
a window that completes a full line
of what Dove calls the “good, better
and best” scenario.
But while this window line is
beginning its cycle, another is coming to an end. Dove says the
Maynard window was the first window the company made and was
the one that allowed the company
to grow. The company will cease
production of that product later in
2009 and will start production of a
mid-line hybrid product in its place.
“We used to move 400 to 500 of
these [Maynard windows] per day,”
says Bruce. “There is a lot of punching and cutting involved. There [are]

not many people who can do it like
us. We’ve gotten very good at it.”
So good that Bruce is a little sad
to see its life cycle end.

A Good Investment
Dove is just as good at using its
110-150 employees to make windows as it is in investing in automated machines. In the mid-1990s
Dove started to invest in automation, but he points out that it was
always controlled growth.
Speaking of the current economic
climate and housing market, Bruce
says business was up in 2006, down a
small amount in 2007 and down a
larger amount in 2008. But still the
company is poised for future growth.
“We’re much better set up than
coming out of any other downturn,” he says. “Rick [my uncle] is
shrewd and was smart enough to
save when things were good.”
“Last year, we added 1.6 million
worth of machinery in a bad economic climate,” says Bruce. “Now
we’re set.”
Much of that investment was in
Truseal’s Dura platform. The company spent a long time researching
different options, and even traveled
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Dove Vinyl Windows
to Europe to look at various lines.
“We were very aggressive in getting into it,” says Bruce. “In January
2008 we said, ‘This is probably a
good year to do this.’ We put the
entire system in place in three
months.”
It was well worth it, particularly
in February 2009 when President
Obama signed the American
Recovery and Reinvestment Act
into law.
“The Dura platform offers the lowest U-values and with Duralite the
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continued from page 43

automation is a little better,” he says.
Bruce adds that good decision
making accounts for the fact that
its windows meet the 30/30 criteria.
“Our windows met it immediately,” says Dove. “While other companies were running around figuring
out how to meet the criteria we
could easily say, ‘yes.’”
Even before the tax credit legislation was introduced, the company
did focus on environmentally
friendly products and processes.
Ron says the company recycles

all of its aluminum, vinyl and corrugated cardboard.
Dove also recycles all its contaminated glass.
“We found a company that does
it,” says Ron. “Not many companies
do this.”
They do a few things differently,
but all of these, from their endless
backups to their focus on automation, it allows the plant to run
smoothly and efficiently and
has taken the company toward
success.
❙

Bruce can’t help but smile when
talking about his grandfather, whom
he describes as a “machine and tool
guy,” who held 19 patents.
But most machines in the plant are
more recent ones produced by various
industry suppliers.
When it comes to screen production, one product used is an automatic screen cutting machine from
Joseph. Dove offers screens that differ
from what most competitors offer.
“We only use extruded screen
material even in new construction,”
says Bruce. “We’ve always done that.
We’ve just always believed in offering
a really rigid screen.”
Other machines in the plant include
a Sturtz compact welder, which will
produce 850 to 900 fully welded sash
per shift—cleaned and processed. “It’s
a fabulous machine,” says Bruce.
He praises his machinery suppliers,
but admits he demands a lot from them.
“For this Sturtz line I had a very special request,” he says. Sturtz configured
the machine so it could perform offstack welding as well as equal and
unequal sash welding he required.
And again, being a big believer in
backups, Bruce also has an old
Sampson quad-stack welder which is
capable of processing 600 to 700 sashes per shift.
Bruce also has a Joseph machine in its
plant to produce casement windows,
and says that isn’t found in many plants.
“Not many people have it because

most people don’t automate casements,” he says. “You have to do a lot
of volume to use it. The employees
love it because they used to do it by
hand and they hated it.”
The company has two glass production lines, one manual and one automated. The manual machine is made
by Billco and Dove; a piece of glass is
placed on the line every 26 seconds.
The company also has an automated
glass cutting machine from Billco.
Bruce adds that the plant utilizes
straight line production in this area.
“No one picks the glass up,” he says.
Dove’s main glass supplier is PPG,
Cardinal supplies its tempered glass.
Maintaining all this equipment are
six maintenance technicians who work
out of Dove’s machine shop.
“I couldn’t live without these guys,”
says Bruce. “Without a maintenance
crew, the rest doesn’t matter.”
Keeping the plant as a whole running
smoothly is computer software from
WinSys. Bruce, who studied computer
programming, says he uses it to the
max—in every aspect of the program.
“[WinSys is] an unbelievable vendor,” he says. “I can’t believe everyone
doesn’t use [this].”
He adds that the vendor doesn’t
charge for software implementation;
companies simply lease the software.
At Dove, the company expects a lot
from its vendors, as the company is
focused on providing the best products for its customers.

Up Close in the Dove Plant
he Doves’ belief in automation is
evident when you walk through
the plant. Among the many
machines is a Sturtz automated feeder, which will cut 360 sets of frames
per shift.
“It is complex machinery, but it’s
easy to change the program,” says
Bruce Dove. “I’m a big believer in
flexibility. That allows us to change
on the fly.”
Bruce is also a big believer in backup equipment. The plant has a smaller
version of the feeder—this one by GED.
With the two machines the plant can
cut 800 frames per shift.
It also houses two Sampson frame
welders, which offer redundancy if
one goes down. And at the sawing
center, Dove has three saws, all from
Joseph Machinery.
“We have one saw that does everything,” says Bruce. “If any machine is
down we have a backup. Up time is
critical.”
Bruce says the company has a sash
fabrication center from Sampson that
still works great, even though it’s at
least ten years old.
“We pound away on it and it still
does a great job,” he says.
And that’s nothing compared to
one machine used in the plant.
Grandfather, Nathan, made a machine
in the 1970s with Bob Quinn, the
owner of Sampson. “It still runs,” says
Bruce. It cuts different angles into
grids for the diamond grid production.
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NowSHOWing

May 31-June 3, 2009
AAMA National
Summer Conference
Hyatt Regency Minneapolis.
Minneapolis.
Contact: AAMA
at 847/303-5664 or visit
www.aamanet.org.
June 16-19, 2009
CONSTRUCT2009
Sponsored by Hanley-Wood
Exhibitions.
Glass pavilion sponsored
by DWM magazine.
Indiana Convention Center.
Indianapolis.
Contact: For glass industry
pavilion information, call
DWM magazine
at 540/720-5584.
July 15-18, 2009
AWFS® Vegas
Las Vegas Convention Center.
Las Vegas.
Contact: AWFS
at 323/838-9440, ext. 340,
or visit www.awfsfair.com.
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.
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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.

To submit events for
the calendar, e-mail
ttaffera@glass.com.
www.dwmmag.com
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calendar of events

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.
September 30October 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.
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 9-12, 2009
Win-Door North America
Sponsored by the
Canadian Window and Door
Manufacturers Association.
Metro Toronto Convention
Center, North Hall.
Toronto.
Contact: Show organizers
at 416/444-5225 or visit
www.windoorshow.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
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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

Window Components
Extrusions, Vinyl
Deceuninck
North America
351 N. Garver Road
Monroe, OH 45050
800/432-9560;
Fax: 513/539-5402
www.decna.biz
Windows
Vinyl Windows
VEKA Inc.
100 VEKA Dr.
Fombell, PA 16123
800/654-5589;
fax: 724/452-1007
www.vekainc.com
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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 month 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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Company

Phone

Acer Industrial, LTD
800/637-9527
Alumet Manufacturing Inc.
800/343-8360
AWFS Fair®
800/946-2937
Cardinal Industries
952/935-1722
Edgetch I.G. Inc
800/233-4383
Electronic Design to Market Inc.
419/861-1030
Elton Manufacturing
800/297-8299
Erdman Automation Corp.
763/389-9475
Fenzi North America
416/674-3831
Florida Screen Enterprises
305/687-0424
G-U Hardware
800/927-1097
GED Integrated Solutions
330/487-5094
GlasWeld Inc.
800/321-2597
Jason Hardware
86-754-85163256
John Evans Sons Inc.
215/368-7700
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
PPG Industries Inc.
888/774-4332
Roto Frank of America, Inc.
800/243-0893
Royal Window & Door Profiles, RoyalPlast Div. 800/361-9261
Royal Window & Door Profiles, RoyalPlast Div. 800/361-9261
SICO Industrial Coatings
800/828-1969
Spectra Gases
800/932-0624
Sturtz Machinery Inc.
440/248-4009
Truth Hardware
800/866-7884
Vision Industries
908/822-2003
Windflite Computer System
800/946-7971

Fax

Web Address

800/637-1554
www.acerny.com
360/653-9884
www.alumet.com
Not Available
www.awfsfair.org
952/935-5538
www.cardinalcorp.com
740/439-0121
www.certifyyourig.com
419/480-1099
www.edtm.com
905/878-9211 www.eltonmanufacturing.com
763/389-9757 www.erdmanautomation.com
416/674-9323
www.fenzi-na.com
305/687-3008
www.floridascreen.com
757/877-9720
www.g-u.com/us
330/963-0584
www.interceptspacer.com
541/388-1157
www.glasweld.com
86-754-85162821
www.jasonhardware.com
215/368-9019
www.springcompany.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
412/826-2299
www.ppgideascapes.com
860/526-8390
www.rotohardware.com
800/265-5196
www.royalplast.ca
800/265-5196
www.royalgrouphtech.com
866/750-4442
www.sicoindustrial.com
908/252-0811
www.spectragases.com
440/248-4018
www.sturtz.com
507/451-5655
www.truth.com
908/822-2269
www.visionhardware.com
309/681-0010
www.windflite.com
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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
MY SUBSCRIPTION IN THE
scribe to the free twice weekly
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
OR SUBSCRIBE ONLINE AT WWW.GLASS.COM/SUBCENTER.PHP
www.dwmmag.com
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SAVE THE DATE

n

Glass Expo Midwest™
March 16-17, 2010

Expanded, Enhanced and
Moving to the Spring!
Renaissance Schaumburg
Hotel & Convention Center
Chicago (Schaumburg), IL
Join the fenestration and
architectural glass industries for
this newly expanded event!
www.glassexpomidwest.com
or call 540/720-5584
info@glassexpomidwest.com

Education
Exhibition
Networking
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Industry Indices

Forecasters Predict Bottom is Near
recent semi-annual construction forecast held in
Washington, D.C., by the
National
Association
of
Homebuilders (NAHB) held a
much different theme than the
group’s previous forecast, held in
October of 2008. Many economists who spoke predicted not
only that the bottom of the housing market is near but many even
shared an optimism not seen
recently in such forums.
David Crowe, chief economist
for the NAHB, shared several reasons he believes it’s nearing an
end.
One of these is the work of the
Federal government to revive the
market.
“The Fed has done virtually
everything they can think of, and
probably still have some tricks up
their sleeves,” he said. “They continue to surprise us.”
He also noted that the government has been working especially
hard to slow down foreclosures.
The fact that some material prices

A

d
o
o
r

are down also is a positive, he said.
“When there is an opportunity to
build, there’s at least downward
pressure in the underlying material
prices,” Crowe said.
Maury Harris, an economist with
UBS Securities LLC, shared this
optimism.
“We’ve seen the downturn in
house prices, we’ve seen the
recession, but the good news is,
I’m finally turning into an optimist,” he said. “I think the second
half of the year we’re going to see a
turnaround … We think the worst
is behind us.”
Regarding the credit crunch,
Harris said he thinks that lending
standards will soon ease—at least
in the mortgage arena.
“If price is coming down and
rates are coming down, there are
more people who are going to be
able to qualify [for a home loan],”
Harris said.
James Glassman, an economist
for JP Morgan Chase, also applauded the government’s efforts to
revive the economy.
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Homeowners
Reporting Projects
(000s)
4,614

Average
Expenditure
($)
2,790

Annual Averages, 1994-2007
Total
Expenditures
(Millions of $)
12,875

Homeowners
Reporting Projects
(000s)
4,170

Average
Total
Expenditure 2007
Expenditures
($)
(Millions of 2007 $)
2,147

8,953

Professional Door and Window Improvement Expenditures
2007
Homeowners
Reporting Projects
(000s)
2,733

Average
Expenditure
($)
3,801

Source: Joint Center for Housing Studies.
52

“We all have complaints about
what’s going on [in Washington] …”
he said, “but the truth is, if you
look at the actions we’re taking, [I]
thank God.”
He also holds hope for the near
future.
One area he pointed to is the oil
crisis—and the fact that oil prices
are still somewhat low compared
to their Summer 2007-Summer
2008 peak.
“If we’d known oil prices were
going to explode the way they did,
we pretty much would have told
you that the surge in oil prices
would slow us down by 1 or 2 percent,” Glassman said. “The point of
this picture is to remind you that
this oil phenomenon was once a
headwind, but now it’s a tailwind.”
Glassman also addressed the
credit market.
“The second reason to be optimistic is that if credit shut down
production last fall, the opening of
credit and the normalization of
credit flows is going to release some
pent-up demand,” he said.
❙

Total Homeowner Door and Window Improvement Expenditures
2007

&

www.dwmmag.com

Annual Averages, 1994-2007
Total
Expenditures
(Millions of $)
10,387

Homeowners
Reporting Projects
(000s)
2,416

Average
Total
Expenditure 2007
Expenditures
($)
(Millions of 2007 $)
2,886
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I N T E L L I G E N T LY E N G I N E E R E D.
DESIGNED FOR USE.

USE AWFS®VEGAS TO
BUILD YOUR BUSINESS.
The economic landscape may be changing,
but for your window and door business, one
fact is sure. AWFS®Vegas is your best, most
cost-effective strategy for staying competitive
and strong. Use it to ﬁnd innovative fabrication
equipment and technology, and shop the
supply hall for the latest framing materials,
software, weatherstripping, sealants,
hardware, door face materials and more.
Plus, meet face-to-face with manufacturers,
exchange ideas with industry colleagues and
attend targeted window and door educational
sessions to get the knowledge you need to
boost sales, increase ROI and set yourself up
for future success.

REGISTER NOW!
Visit www.awfsfair.org
or call 800.946.AWFS (2937)

JULY 15–18, 2009 | LAS VEGAS, NV
LAS VEGAS CONVENTION CENTER
www.awfsfair.org
THE ASSOCIATION OF WOODWORKING & FURNISHINGS SUPPLIERS® FAIR
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