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Distinctly...
DIFFERENT

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

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

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

Now With More Handle
And Cover Options To
Choose From.

Available in a wide
range of finishes.

New Encore® Series Operator Handles And Covers Provide The Options You Need
For Your Casement And Awning Windows.
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 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 operator.

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

700 West Bridge Street • Owatonna, MN 55060
1-800-866-7884 • www.truth.com
SEE US AT GLASSBUILD AMERICA
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t Marg Webb, Executive Director, Insulating Glass
Manufacturers Alliance (IGMA)
t Michael Thoman, Director - Thermal Testing and
Simulations, ATI Test Labs, and Representative of
National Fenestration Rating Council (NFRC)
t Rich Walker, President and CEO, American
Architectural Manufacturers Association (AAMA)

Moderator: Rich Walker, President and CEO, AAMA
Panelists: Marg Webb, Executive Director, IGMA
Richard Karney, Program Manager, U.S. Department of Energy’s Energy Star® Program
Brandon Tinianov, Chief Technology Officer, Serious Materials
Ray Garries, Manager, Jeld-Wen
Dr. Helen Sanders, Senior Vice President of Operations, SAGE Electrochromics
Mike Manteghi, Director of R&D, TRACO, and NFRC board member

Super Spacer®

www.certifyyourig.com
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Bystronic glass has
developed a fully
automated vertical
manufacturing line for
the
fabrication
of the
Sashlite
technology.
Photo
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As the industry looks toward phase 2 of ENERGY S
, the talk always
turns to triple-glazed and even vacuum insulating glass units. Can
the industry produce these energy-efficient products at a cost the
consumer can afford?
TAR®

34 It’s Showtime

46 Gas-Enhanced Window Technology

This technology is definitely here to stay, particularly in light of the
new tax credits for doors and windows. Find out the different options
available, and how these can help you increase the energy efficiency
of your window. Also learn about the new standard designed to
regulate gas retention.
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THE CORNER

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

Increase Your Business Through
Weatherization Program
BY
yon Ray, manager for NT
Window, a wholesale window
manufacturer in Fort Worth,
Texas, was one of the first manufacturers I spoke to who was positive
about the passage of the American
Recovery and Reinvestment Act
(ARRA) and the affirmative impact
it had on his business. I interviewed
him for an article on the window
tax credit (see May-June DWM, page
22) in April of this year. He told me
how business was up not only due
to the tax credits but also due to his
involvement in weatherization programs as it applies to windows.
At that time, my focus was on the
tax credit, but I knew we would talk
again later regarding the weatherization program and the money
earmarked for this program in the
ARRA. There’s a lot of funding available but not many people know
where to look for information and
how to get involved.
DWM’s energy columnist Arlene
Stewart wrote about this in her last
column (see July/August DWM, page
4) telling manufacturers simply: “If
you haven’t talked to your dealers
about this program yet, you should.
If your dealers’ installers are not
already participating, they will
need to find out how to become
approved, because the program is
highly regionalized.”
That article was followed by a
blog from Jim Plavecksy (visit
www.dwmmag.com to read his
post) who applauded the program
but not the way information is
spread.
“Some states already have a
waiting list of qualified clients, but
other states don’t currently have
such a backlog, and do not even
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know the best way to get the word
out to potential candidates. Details
need to be worked out and worked
out quickly to help states spread
the news to qualified candidates so
that the money earmarked for qualified candidates gets spent within
the timeframe encompassed by the
legislation and in the proper manner intended,” says Plavecsky.
Since it’s obvious that few know
about the program I decided to go
back to the manufacturer having
success in this market to learn more.
“We have almost doubled our
business in regard to contractors
coming to us for window products.
They [contractors] have seen great
increases in funds for weatherization programs due to ARRA,” says
Ray, whose company was involved
with weatherization programs
before ARRA.
I don’t know if Ray’s case is
unique, but the relationship he has
with his contractors seems to be an
ideal one.
“Last week we met with the contractors who gave us an update on
upcoming projects to make sure we
would be prepared,” says Ray. “The
contractors we work with have
already doubled our business and
we expect it to double again in the
next three months.”
Things are going so well that NT
Windows has operated a second
shift since the first week of March
and is introducing some new
equipment so it can begin operating a second line.
Ray also offered some advice.
“There is a lot of money out there
but you have time restraints that
you must meet,” he says. “The contractors really aren’t given a lot of

>I

time. They are given a book of projects and have a very limited time
frame [in which] to complete them,
then they start again. You have to
be willing to work within that cycle
…. If we didn’t have communication we’d have a lot of rushes.”
I’m not saying it’s an easy task. You
may have to spend some time on the
Internet to find the appropriate contacts, then time on the phone to call
carious contractors to see if they
need a reliable window supplier.

To
start,
check
out
http://apps1.eere.energy.gov/wea
therization/about.cfm for everything you need to know about the
program, including a list of state
contacts (and basic information if
this is the first time you’re hearing
about it).
And visit www.energy.gov and
search for the word “weatherization”
to find the states that have already
received funding and the latest news
regarding your state.
If you’re a manufacturer that
already is taking advantage of the
program, I’d appreciate hearing
from you regarding this or any
other experiences you may have
with the program. I hope participation helps you weather the storm
many manufacturers are facing in
the current market.
❙
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EYE ON ENERGY

Toward .30 or Lower
How to Get There: Consider the Entire System
BY
id you ever think “window Uvalues” would become part of
the general public’s vernacular? Well, it’s happening. A new
Internal Revenue Service tax credit
and revised ENERGY STAR® criteria
have made U-values a top concern
for consumers looking to reduce
energy bills and save the environment. As such, achieving total window U-values of 0.30 or lower has
become paramount for window producers. The question is, at what cost?

D

Weighing Product Options
Producers have two choices to
respond to demand for more thermally efficient windows: 1. design a
window to meet the minimum Uvalue requirements for ENERGY STAR
and the tax credit; or 2. design the
best possible performing window.
There’s a consumer base for each
choice. The trick is to find the best
combination of components that
will meet your objective at the lowest

RIC

JACKSON

possible cost and with the least disruption to manufacturing operations. I call this getting the biggest
bang for your green buck. Various
component choices can impact total
window U-values and your bottom
line. Here are four considerations:
Spacers. Warm-edge spacers
offer the potential to improve total
window U-values in a highly costeffective manner. Table 1 shows Uvalues by spacer type for a variety of
windows with different framing, gas
fill, glass emissivity and solar heat
gain coefficient (SHGC) options. In
this example, producers can realize
up to a 0.05 U-value improvement
by moving from the least efficient to
most efficient spacer.
Further, combining low U-values
with efficient manufacturing is a
win-win for producers when selecting spacer systems. Producers must
consider the applied costs of each
system to determine if any manufacturing efficiencies will contribute to

an economical cost per U-value
improvement. One may realize a 5
percent to 10 percent difference—
positive or negative—in manufacturing costs associated with labor, scrap
and energy when switching between
spacer systems. The added cost of a
higher-performing spacer may,
therefore, be offset by reduced manufacturing costs, making the spacer
choice essentially cost neutral for the
added U-value improvement.
Argon. Another option with a low
cost per U-value reduction is argon
gas filling. Argon may provide a 0.04
U-value improvement for as little as 1
percent of the total raw material cost
of a window. The challenge for manufacturers is to find a filling method
with the cycle times and labor
requirements that suit their production needs. Further, producers need
to ensure that windows are filled reliably, repeatedly and efficiently.
continued on page 8

Table 1. Window U-Values by Spacer Type
d
o
o
r

Window Properties
Frame, Glazing

Corresponding U-Value by Spacer*

Gas Fill

Glass Emissivity

SHGC

Aluminum
(Klin = 1.8)

Steel Channel
(Klin = 0.67)

EPDM Foam
(Klin = 0.16)

Nonmetal
Hollow
(Klin = 0.08)

Air

Clear Float

0.64

0.51

0.49

0.48

0.48

Air

1Xe=0.018

0.22

0.37

0.35

0.34

0.33

Argon 90%

1Xe=0.018

0.22

0.33

0.32

0.30

0.29

Argon 90%

1Xe=0.018

0.20

0.30

0.28

0.26

0.25

Krypton 90%

2Xe=0.018

0.19

0.22

0.20

0.18

0.17
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Hollow PVC, Double
3
⁄4-Inch OAT
Hollow PVC, Double
3
⁄4-Inch OAT
Hollow PVC, Double
3
⁄4-Inch OAT
Hollow PVC, Triple
1-Inch OAT
Foam Filled PVC,
Triple 1-Inch OAT

OAT:
2Xe:

Overall thickness of IGU
Two lites with low-E

1Xe:
Klin:

One lite with low-E
U total x Height of Spacer (U in W/m2-K; Height in m)

Source: Simulations were performed by Enermodal Engineering Ltd. using Windows 5.2 and Therm 5.2 as per NFRC 100.
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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.

SEE US AT GLASSBUILD AMERICA
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EYE ON ENERGY

THE

CONTINUED

®

LINE-UP
Wood’s Powr-Grip Co., Inc. offers a full line
of below-the-hook vacuum lifters designed
VSHFL¿FDOO\IRUJODVVKDQGOLQJ

STATS:





360° Rotation
90° Tilt
Attachment to glass within 4 seconds
Models available with Compressed Air,
DC or AC Power

RESULTS:





Reduce worker fatigue and injuries
Minimize damage to materials
Save time
Increase productivity

Available wherever high-quality glazing products
are sold, including C.R. Laurence North America

CE R T IFIC A

SY

EM

TI

Triples. Triple-paned windows represent an option
for reducing total window U-values by as much as 0.08
for a triple with two lites of low-E glass. However,
triples are expensive to implement due to the added
costs of heavier duty hardware, reinforced framing and
additional glass and spacer materials. Transportation
costs increase due to the added weight. Further, producers may need to redesign their framing with a larger glazing pocket to accommodate a triple insulating
glass unit. Luckily, there are a number of options for
fabricating triples, and some systems lend themselves
to more efficient manufacturing than others.

The trick is to find the best combination
of components to reach your objective at
the lowest possible cost and with the least
disruption to manufacturing operations.
I call this getting the biggest bang
for your green buck.

0
I O9

S

ON

ST

®

CO., INC.

01
:2 0 00

SGS

908 WEST MAIN P.O. BOX 368 LAUREL, MONTANA 59044 U.S.A. WWW.POWRGRIP.COM 800 548 7341

SEE US AT GLASSBUILD AMERICA

Industry leaders are anticipating even lower U-value
requirements in the future, which means now is the
time to start thinking about producing triples should
they become mandatory in the future.
Foam-Filled Framing. A more dramatic change to
consider is shifting to foam-filled framing, which offers
potential U-value savings up to 0.04. Foam-filled frames
carry a significant premium in terms of total window
design cost. However, producing a foam-filled frame
window may be cheaper than building a triple hollowframed window due to the retooling costs associated
with the larger triple frame.

Decide What Options
are Best for Your Company
To obtain the lowest possible window U-value, producers may end up implementing all of the above
options. Doing so offers potential U-value savings up
to 0.21 (spacer = 0.05; argon = 0.04; triples = 0.08; foamfilled framing = 0.04) per window. Costs vary for each
option and by choices within each option.
Manufacturers should analyze each choice to determine which combination is best for their business.
At the end of the day, the most cost-competitive windows with the best U-values offer the biggest bang for
your green buck.
❙
Ric Jackson is the director of marketing and business
development for Truseal Technologies Inc. He can be reached at
rjackson@truseal.com. Mr. Jackson’s opinions are solely his own
and not necessarily those of this magazine.
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PROTECT THE VIEW

“It Served No Useful Purpose”
Use This Phrase to Analyze Your Plant
BY
rowing up I always believed
that our family name, Burk
without the “e,” had a long
family tradition. I guessed it dated
back to times in Ireland when we
were different from the rest of the
Burkes. In my younger days, I always
made sure that it was spelled correctly, always wondering why most
people would always add the “e.”
However, during a recent visit I
learned there was no long family
tradition. My grandfather, Charles
Ezekiel Burk, born in Stanford, Ky.,
decided to drop the “e.” Charles
told anyone who asked that he
dropped the “e” because “it served
no useful purpose.”

G

Look at Operations
with a Critical Eye
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For some reason the phrase “it
served no useful purpose” stuck in
my mind. Now, I look a little differently at some of the things that I do. Since
I spend so much time in insulating
glass facilities, I’ve started applying
this line of thought to the insulating
glass manufacturing process.
We have many valuable, proven
tools to help improve our manufacturing processes. We have Kaizen
events, Six Sigma, ISO Certification,
Total Quality Management (TQM),
Quality Management Systems
(QMS) and Statistical Process
Control (SPC). We understand take
time, 5S, benchmarks, control
charts, fishbone diagrams and the
seven wastes. But what would happen if we simply walked out to the
manufacturing area, stood back and,
while observing the entire process,
asked ourselves if every activity we
witnessed served a useful purpose?
Give this Gemba Kaizen style of
www.dwmmag.com

MIKE

BURK

observation a trial. Gemba is a
Japanese word that means “real
place.” It has been adapted in quality management circles to mean the
workplace, the place where value is
added or, in manufacturing, it usually means the shop floor. Take a
few minutes to observe the people
in your production facility. See what
they are doing. Watch their movement and their work to make sure it
serves a useful purpose.

Safety
Determine that the fabricators
are safe. Ensure that they are wearing the proper personal protective
equipment and are trained to use it
correctly. Ensure that the protective
equipment serves the purpose for
which it was designed. Look for
misuse, such as wearing non-stick
gloves when cut-resistant gloves
are required. Verify that wrist protection is fully covering the lower
arm; and watch for missing or worn
waist protection, safety glasses and
noise protection gear.
Look for any action that might
cause harm, such as lifting large lites
or IG units. Is anyone carrying glass
through confined spaces? Are people
using safety aisles or taking shortcuts through more dangerous areas?

Efficiency
Look to see if the actions and the
movements of the fabricators truly
add value to the process. Do the
operators lift, carry or handle glass
or components for required purposes or is excess work in process
moved from one place to another
throughout the day? Are the tools
they need to complete their work
effectively readily available or do

>I

the fabricators go in search of a
required tool? Are assemblers making repairs or using workarounds
rather than correcting the cause of
the defect? If production is stalled
or slowed, where is the bottleneck?

Environment
It may be time to clean house.
Look for the excess “stuff” that accumulates in the production area.
Manufacturing areas often are cluttered with empty barrels, unused
shelves, storage boxes and message
boards that are no longer used. Items
that block the view, increase the
number of operator steps or reduce
valuable floor space serve no useful
purpose and should be removed.
Ensure that the production area has
sufficient lighting and ventilation.
Are safe fans available to cool the
operators without spreading contamination or affecting temperature-critical equipment?
Masaaki Imai writes in his book
Gemba Kaizen that “whenever
abnormality occurs, or whenever a
manager wishes to know the current
state of operations, he or she should
go to gemba (the workplace) right
away.” Take a walk; go to the workplace. Try combining the philosophy
of a man known as the “father of
continuous improvement” with the
simple philosophy of a bread truck
driver from Kentucky as you work to
manufacture windows that will protect the view safely and efficiently. ❙
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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XL Edge® > Loå3-366® > Neat®> Preserve®

Triple-panes. Single solution.
As builders and homeowners look for greater window energy efficiency, Cardinal IG leads the way. Over
20 years ago we added low-E coatings and argon gas fill to double-pane glass to deliver quad-pane insulating value for all residential windows. Today, a triple-pane unit with an additional coating and gas fill
can insulate as effectively as 8 layers of glass. With Cardinal’s expertise in low-E coatings, you can choose
from high solar gain options like our Loå-179™ to the ultimate in solar control with Loå3-366®. A Cardinal
triple-pane unit incorporating XL Edge® gives you the same warm edge seal technology and durability

®

that goes into our double-pane units. We take the pain out of triple-pane … while giving your customers
advanced performance and comfort. For more information, visit www.cardinalcorp.com.
INSULATING

Cardinal IG Company / Superior glass products for residential windows and doors

A CARDINAL GLASS INDUSTRIES COMPANY

GLASS
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TREND TRACKER

Proceed with Caution
Don’t Be in a Rush to Buy or Rehire
BY
s the recovery begins to come
into sharper focus, it is more
important than ever for door
and window manufacturers to
ensure they are doing everything
possible to remain competitive.

A

Know Everything
about the Competition

d
o
o
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In surveying the competitive
landscape, which should be a constant discipline for all companies, it
is important to note the plant closures of companies with which your
company competes. If a competing
company has closed a location, will
it be able to serve the market in
which you compete with them as
effectively? Keep in touch with
mutual or contested customers to
see if lead times and customer service levels hold. Cases where they do
not will represent prime opportunities to win business. When a competitor goes out of business altogether, 100 percent of its customers are
up for grabs. Every manufacturer
should know its competitors well
enough to make a compelling case
to customers seeking a new supplier
that they are the best replacement
for that business.
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Know Your Own Business
Another aspect of profiting during
the recovery is by becoming more of
a student of your own business.
Important data to calculate include
customer longevity statistics, profitability by geographic region or by
customer and precise product capabilities versus competitors. Also, we
are surprised consistently by the
number of manufacturers that cannot accurately estimate the percentage of their business that is used in
www.dwmmag.com

MICHAEL

COLLINS

Overtime is a far less expensive option than
paying the full salary and benefits of recalled workers
who may be underutilized the following month.
repair and remodeling versus new
construction applications. We realize
that this information is most readily
known at the dealer or retailer level.
However, in most cases, a check box
could be added to order forms or bid
requests to let a manufacturer know
where its products will be used.
Where products are being manufactured as part of a dealer’s stock inventory, companies should categorize
products by whether they have a nail
fin in order to differentiate end markets. If these end markets into which
a company’s products are being sold
aren’t readily known, there is a great
deal of valuable planning that a company cannot undertake. For instance,
if a customer of yours only orders
doors and windows for repair and
remodeling projects, could you win
additional business by showing them
how to present your products to
builders or contractors as well?

Know When to Rehire
As the recovery gains momentum, certain large manufacturers
have begun to call back laid-off
workers. This is certainly positive
and is another confirmation of the
recovery itself. We would caution
smaller and medium-sized companies, though, to exercise caution in
making the decision to rehire workers. This recovery will not be smooth
and it doesn’t take many months
during a given year where a company is overstaffed to destroy the profitability of the entire year. Overtime
is a far less expensive option than

>I

paying the full salary and benefits of
recalled workers who may be underutilized the following month.

Know How to Save
Money on Equipment
Buying inexpensive equipment
available on the secondary market is
another way to profit in the current
environment. As a result of the closing of numerous companies and
plants during the last several years,
the market is awash in excess door
and window manufacturing equipment. Manufacturers of such equipment have always faced stiff competition from foreign products, many of
which are of lower quality but are
compellingly inexpensive. Now,
though, they face additional competition from the ready availability of
their own products on the secondary
market. In many cases, the value of
even slightly used equipment has
dropped to five to ten cents on the
dollar. Buyers at equipment auctions
are often buying ahead of anticipated
future demand and there is little to
motivate them to make strong bids at
a given auction. Instead, they will
simply wait for the next auction.
❙
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.
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Energy and Environmental News

House Passes Climate Change Legislation
he House of Representatives
recently passed the American
Clean Energy & Security Act
by a vote of 219-212. The bill would
require a 30-percent reduction in
energy use relative to a comparable residential structure constructed in compliance with the baseline
code, effective January 1, 2015, if
enacted.
Effective January 1, 2017, and
every three years after, a 5-percent
additional reduction in energy use
will be required, up until 2030.
If passed, the legislation also will
impact the ENERGY STAR® program,
and calls for the establishment and
implementation of a rating system
for products identified as ENERGY
STAR products “to provide consumers with the most helpful information on the relative energy efficiency, including cost effectiveness
from the consumer’s perspective,
and relative length of time for consumers to recover costs attributa-
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DOE Issues Transition
and Tax Credit Labels
The DOE recently issued a
transition label for use in
transitioning to the new
ENERGY STAR® criteria for
qualified doors, windows
and skylights. The first phase
of the criteria goes into
effect on January 4, 2010. In
addition, DOE has issued an
optional, supplemental label
for ENERGY STAR qualified
products that are eligible for
the recently established tax
credit.
www.dwmmag.com

ble to the energy-efficient features
of those products.” This would be
developed within 18 months of the
enactment of the bill, “unless the
Administrator and the Secretary
communicate to Congress that
establishing such a system would
diminish the value of the ENERGY
STAR brand to consumers.”
The bill also would require a
review of the ENERGY STAR product
criteria for the 10 product models
in each category with the greatest
energy consumption at least once
every three years. Based on this
review, the criteria would be updated and published for each category
as necessary.
H.R. 2454 also would require periodic verification of compliance with
the ENERGY STAR criteria by products
identified as ENERGY STAR-qualified
(including doors and windows).
The legislation requests the
allotment of $5 million for fiscal
year 2010 and each fiscal year

>I

thereafter for these changes.
The bill also would establish
incentives for financial institutions
that “develop loan products and
flexible underwriting guidelines to
facilitate a secondary market for
energy-efficient and location-efficient mortgages on housing for
very low-, low- and moderateincome families, and for second
and junior mortgages made for
purposes of energy efficiency or
renewable energy improvements,
or both.”
The bill, which was sponsored by
Rep. Henry Waxman (D. - Calif.)
and Edward Markey (D - Mass.), is
now being reviewed in the Senate.

WDMA Works to Get Voice
of Industry Heard
Michael O’Brien, executive vice
president of the Window and Door
Manufacturers Association, along
with his new Washington, D.C.based legislative team, told DWM in
mid-August that he and his staff are
just finishing the WDMA’s position
on the climate change legislation.
He points out that the WDMA’s
focus will be on the building code
and energy-efficient provisions,
rather than other items in the bill.
“While cap and trade is relevant
we will really focus on those issues
directly affecting the door and window industry,” he says. “There is so
much attention placed on cap and
trade [by various industry groups]
that we need to get the other
industry concerns raised to the
highest level.”
That was the association’s focus
during the August congressional
recess—educating key staffers
regarding these and other issues. ❙
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What’sNews
COMPANY NEWS

Windowizards Investigated
for Making False Product Claims
Windowizards, also wrote
he fallout of an
a letter to Fox News and
investigative
addressed many of the
piece published in
allegations against the
July by Philadelphia’s
company.
Fox News affiliate has
“Windowizards has also
created some concerns
checked its inventory and
for the companies feacustomer records since
tured in that story. The
your interview with Mr.
one most affected has
Goodman. While we did
been Windowizards, a
receive reports of defecwindow
distributor
tive foam injection in a
based in Levittown, Pa.,
handful of windows—
and the manufacturer,
eight to be exact—all cusOKNA Windows based
tomer concerns were
in Bristol, Pa.
resolved in a satisfactory
The
investigative
piece alleged that cer- Philadelphia’s Fox News produced an investigative piece manner. We ask that you
tain windows distrib- alleging that certain windows distributed by Windowizards, consider the source of
uted by Windowizards, which were advertised as foam-filled, were found to have little charges made about windows lacking foam: a forwhich were advertised or no foam inside.
mer disgruntled contracas foam-filled, were
found to have little or no foam ing materials … We are taking tor,” said Egan.
Following
the
newscast,
inside. The news station also made immediate corrective action to
mention of some marketing mate- clarify the qualities and attributes Goodman issued another staterials supplied by OKNA to of all the products we offer to ment further addressing the conWindowizards that were alleged to avoid any potential misrepresen- cerns of its customers.
“At Windowizards’ request,
tation in the future,” Goodman
have been inaccurate.
OKNA, the manufacturer of the
A
letter
authored
by said in the letter.
The foam allegations originated windows in question, is present at
Windowizards president David
Goodman says he was unaware with a former installer, according to our facility inspecting every winthat the marketing materials may the report, who in December 2006 dow to ensure that it has proper
misrepresent the amount of foam cut open a window that was sup- foam content before it is installed,”
installation in some of the windows posed to be foam-filled but, said Goodman. “Windowizards
according to the installer, had no intends to respond to every inquiry
offered to its customers.
by sending a technician to the cus“We deeply regret any potential foam inside.
Patrick Egan, an attorney with tomer’s home to ensure that the
confusion caused by the portrayal
of foam installation in our market- Fox Rothschild LLP, representing windows are properly foamed and
to make modifications where
appropriate.”
Charles Gentry of Carson and
Breaking News
Coil P.C. in Jefferson City, Mo., an
At press time, Fox News published a follow-up investigative piece to its
attorney who specializes in defect
original story. This report alleges that four Windowizards customers reportlitigation, says stories such as this
ed that the company's Thermal-King windows also were examined to be void
are certainly not new to the winof foam in either the sashes or the inner mainframes. In the fourth case the
dow industry.
customer complained to Windowizards about the lack of foam and the com“Nearly every case that involves
pany arranged for the windows to be injected with foam.
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alleged product defects includes
claims of fraud,” says Gentry, who is
not involved in this particular case,
but has a great deal of experience in
this area. “While fraud typically
requires substantial proof to stick, it
also opens manufacturers up to
punitive damages. Insurance companies will not cover such claims
leaving the manufacturer fighting
with its own money. Also, most
states provide consumer protection
laws that are often times applicable
and easier to prove. Such laws typically provide for double and triple
damages and attorneys’ fees.”
As such, Gentry warns that it’s
best to make sure your product
and product literature are in
agreement.
“In most cases, such claims are
relatively easy to defend,” he says.
“However, when the facts line up
where a manufacturer’s sales literature and the end product don’t
match, look out. If a jury believes a
company was lying to increase
profits, they’ll be angry. Angry
juries typically award big verdicts.”
Gentry reminds companies to
review all sales literature, websites, brochures, warranties, spec
sheets, installation instructions,
etc., to make certain they are in
harmony with the product itself.
“As the green movement continues to take front and center stage
and the Internet provides instant
access to consumers, manufacturers must be more diligent than ever
to provide what they promise they
provide,” says Gentry.
“The plaintiffs’ bar is in the
bushes waiting to strike when
manufacturers trip up, intentionally or not,” he adds.
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LEGISLATION

Senate Resolution Would Increase Funds
Available to Disabled Vets for Home Renovations
The U.S. Senate currently is reviewing a resolution that would provide for
an increase in the amount payable by the Secretary of Veterans Affairs to
veterans for improvements and structural alterations to their homes as part
of home health services. This would include doors and windows and would
increase the amount payable to veterans from $4,100 to $6,800.
The resolution was introduced by Rep. Steve Buyer (R-Ind.) in March and the
House recently voted to approve it.

New Hampshire Bill Will Create Window Replacement Program
New Hampshire Gov. John Lynch recently signed a law that will create a
window replacement program in the state for houses with lead poisoning.
Once the funds are available, as regulated by the state, the program will be
made available to owners of homes affected by lead poisoning. According to
Senate Bill 114, which was signed into law on July 16, pilot projects for the
program will begin as soon as funds are available.

Roto Frank and HOPPE
Establish Alliance
Roto Frank of America and
HOPPE North America are marketing each other’s product solutions
available in the United States and
Canada through a distribution
alliance. In order to launch this collaboration, the Roto Frank of
America sales team has initiated the
selling process of HOPPE’s HLS9000
program, and HOPPE has begun to
actively promote Roto’s NT and ALU
Tilt&Turn programs.

Andersen to Restructure
and Cut 250 Jobs
Andersen Corp. announced on
July 14 that it is reducing its management and office staff by
approximately 250 people as a
result of internal restructuring.
The company, which employs
nearly 11,000 people across North
America, says this will occur
through a combination of early
retirements, attrition, open posi-

tions and job eliminations. The
majority of these reductions will
be from its staff in the Bayport,
Minn., area.
“While we had every hope and
intention of riding out this market
correction without making adjustments like this, it has become clear
that these actions are necessary to
protect the company’s financial
strength and flexibility given the
fading prospects for a near-term
housing market recovery,” said Jay
Lund, president of the Andersen
Window and Door Group.
In January 2009, Andersen temporarily laid off nearly 600 production workers due to lower order volume. By the end of May, those
employees had been called back in
response to seasonal demand, a
series of sales and marketing initiatives and increased orders attributed to the federal tax credit for
energy-efficient replacement doors
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What’sNews
CONTINUED

and windows.
However, it wasn’t enough for
the company to maintain all its
employees.
“There is mounting evidence
that housing demand will not

recover until late 2010 or 2011 as a
result of rising unemployment …
and weak consumer confidence,”
said Lund. “This significantly
reduces our opportunity to generate the level of sales needed to

profitably support a company of
this size.”
Andersen’s structure also played
a role.
continued on page 20

Tru Tech Re-Opens Former Therma-Tru Plant
Door manufacturers who may have
thought they would pick up business
when Therma-Tru announced late last
year that it would close its
Fredericksburg, Va., facility, will now
face new competition—from Canada’s
Tru Tech Doors. The manufacturer,
based in Ontario, wanted to expand
into the United States, so it purchased
the Therma-Tru plant and held a grand
opening event on July 8. The new location will produce doors for light- commercial and residential applications.
Tru Tech officials say they can’t figure
out why the plant closed in the first place
and cite the company’s seasoned employees and ideal East Coast location as its
keys to success.
“It didn’t make sense why this facility was closing,” said Tru Tech president

John Careri.
The purchase did, however, come at
almost the eleventh hour.
Sam Collister, general manager for
Tru Tech, came to the facility four days
before it was set to close, looking to
buy the equipment at the plant. But
when he saw the dedicated employees
and impressive facility, he thought perhaps the company should consider buying the entire plant.
Therma-Tru plant manager Ernie
Hinegardner had been wondering the
same thing, so when he heard Collister
was coming to see the plant prior to
its closing, he said, “This could be our
chance.”
Though company officials found
that the Fredericksburg location is a
great one, Collister admits that Tru

Tech officials originally were looking in
the New England area as a possible
location for the first U.S. plant.
“It wasn’t the exact area we were
looking for, but when you are able to
hire an experienced management team
and factory employees, it’s a great
opportunity,” Collister said.
Also working in the company’s favor
was the type of doors produced at
Therma-Tru—steel-edged doors.
“Initially we were looking for
machines to produce a steel-edged
product in Canada,” said Careri. “The
steel-edged door market was a niche
we were looking to fill …. So that [the
fact that these were produced here]
was the icing on the cake.”
The Virginia facility also will distribute Tru Tech’s wood-edged doors.
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The first of the former Therma-Tru employees are glad to be back to work at the plant now owned by Tru Tech.
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Homeowners are replacing old windows to save energy
costs and reduce their environmental impact. But as you know,
all windows are not created equal.
Envirosealed Windows™ do a great job of reducing environmental
impact and reducing bills. And if that’s what homeowners want,
maybe that’s what you should manufacture.
Find out how easy it is to become an Envirosealed Windows
manufacturer at envirosealedwindows.com.

Envirosealed Windows TM is a trademark of Truseal Technologies, Inc.

SEE US AT GLASSBUILD AMERICA
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What’sNews
CONTINUED

Employees affected by the permanent job eliminations will be
provided with severance pay, benefit continuation as well as help
with future job searches.

Hurd Announces MultiMillion Dollar Investment
and Renovation Plan
Hurd has announced that it will
invest heavily in renovation plans
in its Medford and Merrill, Wis.,
facilities. The company says that
the multi-million dollar, multiphase project will upgrade its
manufacturing facilities and
processes. Specific plans for renovation include new lines to support the manufacturing of Hurd’s
new H3TM window. Building
upgrades, technology system
advancements and lean manufacturing and logistic improvements
also are planned.
The investment and renovation

initiative is backed by Hurd’s new
ownership, HWD Acquisition Inc.,
which purchased the company’s
assets in December 2008, and its
parent company, Longroad Asset
Management LLC.
HWD Acquisition president
Dominic Truniger says that this initiative goes well beyond just buying
a few new pieces of equipment.
“This is one of the largest
investments of capital ever made
in Hurd’s history,” says Truniger.

JELD-WEN Closes
Oshkosh Plant
JELD-WEN closed its plant in
Oshkosh, Wis., in early August.
The company had announced the
closure two months prior, on June
5. Company officials cite pressure
from low-cost imports as one of
the reasons for the closure.
“Closing the Oshkosh plant
was a difficult decision, but an

economic necessity,” said JELDWEN general manager Scott
Wilcox. “Our dedicated workforce has contributed many
improvements toward our goal
of keeping our wood door product offering competitive. But the
sustained economic downturn
and long-standing price pressure from lower-cost, imported
doors have made this closure a
reality.”
He adds, “The decision to close
a plant is not done lightly, and is
intended to ensure future viability
in this changing global market.”

Xtrabond® Sealants
Opens New Sales Facility
Premier Industrial, makers of
the Xtrabond ®, XtraFlash ® and
XtraFoam®, has opened a second
facility outside Phoenix and has
hired Michael Rens to serve as
national sales manager. The new

Roto TITAN™
Sliding Patio
Door Lock

Bigger than you know.
Closer than you think.
The global company right next door.
With 12 state-of-the-art production plants that span the globe and sales and distribution
facilities throughout North America, Europe, Russia, and China, it’s likely that Roto is bigger
than you realize. In fact, you might be surprised to learn that we’re the largest supplier of OEM
window hardware in the world.
What’s more, Roto is also right in your own back yard. With a west coast warehouse, the global
company next door is strategically positioned to deliver products exactly where and when you need them.
Let’s face it, vast global resources and a rich 70-year history of innovation is impressive, but our responsiveness and accessibility will really improve your positioning in business – and beyond.

Global Leadership. Local Flexibility. Real Advantages.
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6,200-square-foot facility will
serve as a dedicated sales center
to the company’s original distribution center located in North
Phoenix. The company says it
also has hired 10 sales associates
to service its nationwide network
of customers.

Truseal Technologies
Guarantees Insulating
Glass Certification Testing
Truseal Technologies Inc. is
guaranteeing its customers that
their IG units will pass rigorous
ASTM 2190 and CAN2-12.8 certification testing, or it says it will
reimburse the direct costs of the
test. The Truseal Certification
Testing Guarantee covers IG
units produced with Truseal’s
Dura Platform warm-edge spacers, including Duraseal™ and
Duralite®.
“There is a lot of misinforma-
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tion regarding the difficulty and
uncertainty of passing certification testing. Truseal’s IG certification test guarantee takes the
guesswork out of the process. If a
unit featuring our products fails,
we’ll pay for the testing,” says Ric
Jackson, director of marketing
and
business
development,
Truseal Technologies.

G-U Consolidates
North American
Distribution in Montreal
G-U Hardware Inc. is consolidating its U.S. distribution operation in Newport News, Va., into
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
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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.
“For our customers the only
change they will see is the warehouse location that their orders
will be shipped from,” says Kevin
O’Connor, national sales manager. “Customer service, technical
support and sales will all continue to be serviced from the United
States. Invoices, orders and company contacts will also continue
to be located in the United
States.”
continued on page 22
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Stürtz Announces Plans
to Relocate to New Facility
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companies on the web

Wood finish manufacturer M.L. Campbell has updated its website, www.mlcampbell.com. The newly revised site includes a “What’s New” section, featuring the company’s latest products and programs; a Style Gallery, highlighting some of its various
finishes; and a Green Solutions page, which focuses on the company’s green products … Dow Corning has revamped its online marketplace from which customers can
order its silicone-based products, www.dowcorning.com/goxiameter. The site will
now feature all of the company’s standard silicone products; will offer volume and
price options to customers; will offer products available from local distributors; and
is now available in both Chinese and Korean, in addition to English.
❙
www.dwmmag.com
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Stürtz Machinery has finalized
plans to relocate from Solon,
Ohio, to a new facility in
Twinsburg, Ohio. According to the
company’s announcement, the
new facility has a larger manufacturing plant floor and more overhead crane capacity than the previous location.
“After 12 years of working out of
the same facility it’s going to be a
big change for us,” says Ellis
Dillen, Stürtz vice president, “but
we have been looking for almost
two years and finally found what
will prove to be a more suitable
location for our operation.”
The Solon Stürtz facility was
part of a multi-tenant commercial
and warehouse property; the new
location was built as a standalone
manufacturing facility. It offers
approximately the same square
footage but with a wide-open
21,000-square-foot shop floor.
The two main bays are each serviced by an overhead crane and,
according to the company
announcement, two recessed
loading docks will make shipping
and receiving more efficient during the busy months.

Larson Purchases
Superior Homes
Larson Manufacturing, a storm
doors and windows company
based in Brookings, S.D., has
announced the purchase of
Superior Homes. The Watertown,
S.D.-based
Superior
Homes,
which manufactures modular
homes in a factory setting for
resale, has been in existence for
more than 55 years and its projects have included classrooms,
hotels and assisted living homes.
The current business model,
continued on page 24
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some things
exist at perfect
equilibrium
Introducing Tilt & Turn hardware for Aluminum Windows —
the solution that covers all the angles.
The new line of Tilt & Turn hardware solutions from SIEGENIA-AUBI delivers high performance and smooth operation, and is
specially developed for a wide range of aluminum applications. Available in both standard and concealed options, systems are
designed with versatility in mind, featuring solutions for Tilt & Turn, Tilt Before Turn, and Turn Only applications, while also fitting
special shapes, such as round-top and trapezoid windows.

Four unique systems handle different load capacities:
80 kg/176 lbs

130 kg/286 lbs

200 kg/440 lbs

heavy duty 300 kg/660 lbs (Turn Only)

The non-handed hardware solutions may be customized with high security features and an extensive range of accessories. Some
added benefits include: fewer components per packaging unit; pre-assembled clamping pieces; top and bottom hinges that fit
flush with the sash profile; and easy sash height adjustment.
It all adds up to intelligent engineering—from every vantage point.

877 852 8808

>>

interlockna.com

ASSA ABLOY, the global leader in door opening solutions

SEE US AT GLASSBUILD AMERICA
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What’sNews
CONTINUED

Edgenet Sues Home Depot
Brentwood, Tenn.-based Edgenet Inc. has filed an injunction against the
Home Depot. According to documents filed by Edgenet in the U.S. District
Court for the Eastern District of Wisconsin, the software manufacturer alleges
that Atlanta-based Home Depot has misappropriated the company’s Big
Hammer software. The software, which helps product suppliers and retailers
collect and organize data concerning products and product attributes, was
contracted for use by Home Depot.
Edgenet claims that with the help of former employee James Musial, Home
Depot illicitly embarked on creating its own software system, the
“HomeDepotLink” system, using Edgenet’s technology. According to Edgenet,
the Home Depot further interfered with business by informing Edgenet suppliers in early August that Home Depot would no longer accept product data
processed through Big Hammer systems.
Musial, who was a software manager closely involved in the development of the
Big Hammer software, left Edgenet’s Atlanta office in 2008 to work for Home Depot.
Included in court documents is Musial’s nondisclosure agreement with
Edgenet.
Edgenet asserts that Home Depot has caused tens of millions of dollars in damages as well as irreparable harm to its business and has requested a trial by jury.
Home Depot spokesperson Stephen Holmes made the following statement
regarding the case to DWM magazine, “We disagree with the claims presented and
intend to vigorously defend our position in the proper forum.”

management team and staffing of
about 70 people of Superior
Homes will be maintained under
the new ownership.
“Although we are not planning
any major changes in operations, we do intend to take
advantages of efficiencies of
both companies as it relates to
procurement, marketing [and]
general administrative functions,” says Jeff Rief, chief operating officer of Larson. “Larson’s
financial strength and stability
should expand Superior Homes’
opportunities in the marketplace.”
The acquisition became effective in July and included all
assets, land, building and business operations.
continued on page 26
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More than ever, today’s challenges are tightening budgets, increased demands on productivity, and a frenzy of competition
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i
i

INCREASE PRODUCTIVITY
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What’sNews
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SHOWN FOOTAGE

ENJOY THE NEWS
IN A WHOLE
NEW VIDEO
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WWW.DWMMAG.COM
Visit www.dwmmag.com and sign up for the weekly newsletter and receive
a Special Alert when the newscast is first delivered.
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GBO Inc. Completes
the Sale of Two Divisions
The sale of the principle assets
of GBO Inc.’s PVC window division
and its steel door division to
Ontario-based
manufacturer
Farley WinDoor Ltd. closed in July.
The cash consideration of the
transaction totaled $12.5 million,
payable as follows: (i) $500,000
non-refundable deposit which
was paid on May 29, 2009; (ii) $11
million which was paid at closing;
and (iii) $1 million payable upon
the 12-month anniversary of the
closing, which shall bear interest,
according to a statement issued by
GBO. GBO officials say they
invested the proceeds of the transaction in the company’s working
capital and will use a significant
portion of the proceeds to pay
down its current debt.
GBO officials say they will now
concentrate on the wood door and
window business.

briefly

Frank Lowe Rubber & Gasket
Co. Inc. has re-certified as an ISO
9001:2008 registered company. The
company’s original certification,
which applies to all phases of its
management system, was originally
issued in April 2002 … Edgetech I.G.
passed its recent quality audit by
Smithers Quality Assessments and
with it earned the ISO 9001:2008
with design certification … Joseph
Machinery has teamed up with an
Italian machinery manufacturer to
offer cutting and fabrication solutions ranging from its custom built
high-production machinery to the
more universal European style CNCmachining centers in three, four
and five axes for the extrusion
world. The machines are built to
Joseph’s specifications and are supported at the Joseph headquarters
in Dillsburg, Pa.
❙
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Ones to Watch

COMINGS AND GOINGS

Lundeen Retires from
Chelsea, Hartman Takes Over
Les Lundeen Jr. has retired from his role as marketing/communication manager for Chelsea
Building Products and Gary Hartman has taken over
in the position.
Hartman brings extensive knowledge and a broad
background in fenestration and building products with
more than 25 years experience involved in marketing,
sales and product management to the position.
In other news at Chelsea, former sales
trainee Greg Herbster has been promoted to territory sales representative.
Herbster will be responsible for existing
house accounts, along with selected
accounts within his region, which
includes
accounts
in Greg
Western New York, Western Herbster
Pennsylvania, Eastern Ohio
and West Virginia.
Chelsea also has several new employees. Scott Oslund has been hired as
Midwest territory sales representative.
Scott
He will be responsible for
Oslund
servicing existing house
accounts and developing new business
in the upper and lower Midwest regions.
He is based in Minneapolis.
Brandon Grant has joined the company as an inside sales representative. In Brandon
his new position, Brandon will be Grant
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responsible for several window fabrication accounts
across the United States.

Meyer Succeeds Haught as Pella CEO
Pat Meyer has succeeded Mel Haught as president
and chief executive officer (CEO) of Pella Corp. Meyer
served most recently as corporate vice president, overseeing operations of EFCO, a Pella Company, and the
company’s Wylie, Texas, operations and project management office. He joined the company in 1990.

Roto Frank of America
Appoints New President/CEO
Roto Frank of America Inc. has named Chris
Dimou as its new president and chief executive officer. Dimou joins the company from Roto
Frank AG’s corporate headquarters in
Germany where he served as corporate
strategic sales manager. He previously
held management positions within
international companies in Greece,
Germany, Denmark, Switzerland and the Chris Dimou
United States.
Roto Frank of America also hired
Patrick R. Rutherford recently to serve as
southeastern regional sales manager.
Rutherford, who lives in Thomasville,
N.C., will be responsible for the
Southeastern territory including Virginia,
North Carolina, South Carolina, Georgia, Patrick R.
Florida, Alabama, Mississippi, Tennessee, Rutherford
Arkansas and Louisiana.

Mark Fanelli, Two Others, Join Georgia Gulf’s Royal Group as VPs
Mark W. Fanelli, who retired June 1 from PPG Industries as director of sales in its Performance
Glazing and IG Sealants business, has joined Georgia Gulf Corp. in the newly created position of vice
president and general manager of Royal Window and Door Profiles. Fanelli assumed responsibility for the
door and window profiles division of Royal Group Inc. on June 1. He reports to Mark Orcutt, executive
vice president – building products, who served as vice president of performance glazings for PPG
Industries prior to joining Georgia Gulf.
In addition, Georgia Gulf has announced the hiring of Simon Bates, who fills the newly created position Mark W.
of vice president and general manager of Royal Building Products. Bates is responsible for the siding and Fanelli
accessories division of Royal Group Inc. Likewise, Paul Czachor fills the newly created position of vice president and general manager of Royal Pipe Systems.
Bates joins the company from CG Consultants and held the position previously of regional vice president at Hanson PLC.
Czachor was to assume responsibility of all components of Royal Group Inc.’s North American pipe and fittings business,
including sales, marketing and manufacturing and support operations. He served previously as vice president of operations
for Schneller LLC.
Before joining Georgia Gulf, Orcutt served as the vice president of Performance Glazings for PPG Industries.
In addition to the three new hires, Georgia Gulf has promoted Michel Boulanger, who will now oversee product development across all divisions, including technology and engineering, for the Royal Group.
www.dwmmag.com
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Truth Hardware Names New President and CEO
Truth Hardware in Owatonna, Minn., has appointed
Ronald J. Foy as president and chief executive officer.
Foy has more than 30 years’ experience in the building
products industry.
Prior to his appointment at Truth, Foy spent more
than 14 years with Black & Decker Corp., where he was
in charge of marketing and product development, followed by almost 15 years with Masco Corp. Foy’s key
roles at Masco included vice president of global logistics followed by chief executive positions at Baldwin
and Weiser Lock as well as Bath Unlimited Inc. He also
has held the position of Eastern group president of
Atrium Windows and most recently served as division
chief executive with Brasstech Inc., a Masco company.

Precision Upcut
Saws for Aluminum
Extrusions
Saw quickly, accurately and
safely with our PMI Series.
•
•
•
•
TigerStop is a registered
trademark of TigerStop, LLC.

briefly …

Greg Drake has joined the Door and Hardware Institute as
associate director of certification/technical services. He will
oversee the institute’s consultant certification process, provide technical assistance and support the group’s educational and certification programs.
❙

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

Now Available

TigerStop® Automatic
Length Control

800-323-7503

www.patmooneysaws.com • sales@patmooneysaws.com
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The Road to R5
by Tara Taffera

t’s time to move beyond
double-pane. We need
to support highly insulating windows beyond
the tax credits.”
So said Marc LaFrance from the
Department of Energy (DOE) during the summer meeting of the
American Architectural Manufacturers
Association
(AAMA).
LaFrance’s comments aren’t new.
We’ve heard statements such as this
for a while now as the DOE begins to
tackle phase 2 of the latest revisions
to the ENERGY STAR® criteria for doors,
windows and skylights. (The DOE’s
Richard Karney, program manager
for the ENERGY STAR windows program, has said research on phase 2
begins this fall). As the industry
moves toward phase 2, talk always
turns to triple-glazed units—and
particularly that windows may be
hard-pressed to meet the new requirements without its use.
But if the phase two
numbers
end
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up moving manufacturers toward
triple-glazed units, are the door
and window manufacturers ready
to produce these units in a large
quantity? And are consumers ready
to pay for them? The answer seems
to be a simple no.
In fact, LaFrance said that he disagrees with Karney concerning
phase 2 of the revisions.
“I personally think we should
hold off on phase 2,” he said. He
said doing so would allow the
“triple-pane market to mature.”
LaFrance did point out, however,
that for the near term, the DOE’s
goal is an affordable R5 window in
the marketplace. That’s the other
problem with an R5 window: currently it can’t be produced at an
affordable price.

Getting to R5
So the DOE is working with the
industry to change that. The agency
recently announced that its National
Energy Technology Laboratory, on
behalf of the Office of Energy
Efficiency and Renewable Energy’s
Building
Technologies
Program, has awarded
GED
Integrated
Solutions Inc. a
Production
Engineering
a n d

>I

Commercialization of Residential R5 Highly Insulating Windows
research and development grant.
The grant will assist in the company’s effort to design and develop a
high-volume, low material and labor
cost automated manufacturing system that results in a high-performance R-5 value window system,
and will enhance the industry’s ability to provide homeowners with
affordable, highly-efficient residential windows at minimal cost.
Tim McGlinchy, executive vice
president of engineering, NxWare
and customer service for GED
Integrated Solutions, says the
research is currently in the validation/investigative stage and that is
set to be complete in the third
quarter of this year. Once that initial phase is complete, McGlinchy
says the remainder of the project
will take about 15 months.
“We are working with our customers to develop a feasible, highproduction,
low-cost R-5
w i n d o w
design that
can effectively be implemented into
manufacturing and com-
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and Beyond
mercialization,” says McGlinchy.
“We are validating that our performance and cost approach works
in both vinyl and wood windows.”
But, more importantly, GED has
to fulfill the DOE’s goal concerning
cost of the final product. That goal
is to get the cost of an R5 window to
be only $4 a square foot more than
a current ENERGY STAR window.
So for an average 12-square-foot
ENERGY STAR window that would
cost $200, the goal would be for the
R5 model to sell for $250 (see graphic on page 32).
“For current window designs
today, with performance levels
approaching R4 or higher, triple IGU
construction versus a dual IG unit
configuration is most likely going to
be required,” says McGlinchy.
Representatives of some of the
major glass manufacturers with
whom we spoke agree with him.
“We’ve reached the U-value limit
of low-E coatings,” says Mike
Rupert, director of technical services for PPG Industries. “The next
alternative is to employ triples.”
Andy Russo, market development manager for Guardian
Industries, also says that a glazing
change will be needed.
“Particularly in zones 4 and 5 it
will be difficult for manufacturers to
meet the new requirements without
some sort of glaz-

Particularly in zones 4 and 5 it will be
difficult for manufacturers to meet the
new requirements without some sort of
glazing change whether it’s through triples
or vacuum insulating glass.
—Andy Russo, Guardian Industries
ing change, whether it’s through
triples or vacuum insulating glass
(VIG),” he says. “This is presuming
that the proposed 2013 ENERGY STAR
changes hold true.”
But again, it comes down to cost.
“Right now it’s a choice as it [an
R5 window] comes at a high price
tag and we’re trying to remove that
choice for the consumer,” says
McGlinchy.
He adds that the end goal is for
consumers to save more energy,
knowing that they won’t make a
purchase if it’s not cost-effective.
For a product to be cost effective
for the consumer it has to be for the
manufacturer as well, and currently
it is not.
“We have to focus on high-speed

automation,” says McGlinchy.
“People can make them now and
some are on the market but it
requires a lot of manual labor.
Maybe they make 50 to 100 per day.
We want to turn that into higher
production numbers.”
He adds that some manufacturers claim to have window ratings as
high as R10.
“You can make about anything if
you have an unlimited budget,”
says McGlinchy. “What I’d like to
know is the cost of that window.”
He also stresses that reliability
comes into play and it is important
that the window lasts for 20 to 25
years.
McGlinchy stresses that the
research being performed by GED
will benefit the industry as a whole.
“Our focus is bringing affordability and profitability to our customers,” he says. “If they can’t
afford it, then their customers can’t
afford it and that’s obviously not
good business.”

Destination: Triples
Though the industry speculates
that manufacturers may only be
able to meet the phase-two numbers through the use of triple glazing, it’s still anyone’s guess as to
continued on page 32
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R5 and Beyond
continued from page 31

R5

He says in many of these cases, it
will not be possible to drop in a
triple-glazed solution and achieve
the proposed ENERGY STAR performance. Significant re-design of windows, frames and sashes likely will
be required.
“If you don’t design it right, you
don’t get to the right performance
solution,” says Russo. “The end
result will be larger, bulkier frame
designs and thicker glazings—
pretty much what you see in most
of central and northern Europe
where more stringent energy
codes have taken hold. This is
something to which the market
and the window companies will
have to adjust.”

Destination: Vacuum Glazing

$200

$250

The DOE has commissioned GED to perform research with the goal of reducing the
price of an R5 window. The above example is based on an average 12-square-foot
window.
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how the numbers will play out.
“It’s hard to tell where the numbers will end up,” says Rupert.
“We’ve seen U-values in the low to
mid .20s that will likely require the
use of triple glazing.”
He says this is less expensive
than some other alternatives such
as moving toward krypton.
“The cost of krypton is way too
high,” says Rupert. “Manufacturers
won’t move toward krypton.”
Rupert believes the DOE’s goal of
producing a cost-effective R5 window can be done, but it will mean
added costs for manufacturers that
will have to make changes to their
processes.
“You don’t add different factors,
such as a different size sash, etc.,
without added costs,” says Rupert.
www.dwmmag.com

“But someday a triple unit will be
the norm.”
But there is still a long road
ahead. Russo says the window
industry is in a situation similar to
the car industry.
“The high-end public is used to
driving large, CO2-emitting vehicles and considers these luxurious,”
says Russo. “Windows have followed a similar trend. Beautiful,
low-profile wood and aluminumclad wood windows define luxury
in most high-end homes. These
products are very elegant, but
many of them are the opposite of
what you need in terms of thermal
insulation. So now some of these
lower-performing windows will
have to meet new requirements
that will present a challenge.”

>I

Another option may be available
to meet the higher numbers and that
is vacuum insulating glass (VIG).
(For more on VIG see October 2008
DWM page 38, which can be accessed
online at www.dwmmag.com. Just
click on the archives.)
“In the future we’re looking at an
R10 window, maybe vacuum glazing as well,” said LaFrance when
speaking before AAMA attendees.
“We will see dynamic windows as a
viable option in the years to come.”
“Many window companies are
pursuing research into production
of triple glazing and VIG as a parallel
effort,” says Russo. “The only difference is that for triple glazing there
are solutions on the market today …
VIG isn’t a solution to these issues
today, it is a development effort.”
He adds that the modifications
for triple glazing are fairly straightforward, though they are costly to
the manufacturer. He says VIG is
more complicated.
“With VIGs you eliminate everything between the lites of glass
and creates a vacuum, which gen-
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We have to focus on high-speed automation. People can make
them now [R5 windows] and some are on the market, but it
requires a lot of manual labor. Maybe they make 50 to 100 per day.
We want to turn that into higher production numbers.
—Tim McGlinchy, GED Integrated Solutions
erates the highest possible insulating value,” says Russo. “The
bare essentials are the glass and
the vacuum; because there is a
vacuum you need something to
keep the glass from collapsing on
itself, so a matrix of tiny columns
is used to hold the glass together
at the edges.”
There are also technical issues
that have prevented the product
from coming to market. These
include the ability of the glass to
maintain a vacuum over time and
the structural and thermal performance of the window in total.
Russo explains, “You can create the
IG assembly to perform a certain
way, but when you put it into the
frame or structure in the wall it
might act a different way.”
He says some benefits of VIG, in
addition to its superior insulating
properties, is that these can be produced by using a much thinner
profile.
Whether the upcoming higher Rvalues are met through triple glazing
or VIG, Russo says all products come
up with a bit of a compromise.
Guardian has been researching
VIG for several years, then shelved
it for awhile as “the low cost of
energy did not drive the industry
to be interested in anything more
than double-glazed solutions.”
“We produced a window that
could achieve an R12 center of
glass value. Then the industry said,
‘Why do we need this?’” says
Russo. “Two years ago when the
cost of energy went through the
roof, we began researching this
again and working toward commercialization.”
Russo says that’s when interest
for VIG began to peak.
But as is the case with triples,
manufacturers need to be able to
produce them in volume and cost

Guardian Industries introduced its ClimaGuard 63-31 product recently. The company
says the product, which meets the .30/.30 requirements, was developed specifically
based on customer feedback.
effectively and the industry isn’t
there yet.
“To be successful and achieve the
lowest cost possible, VIG needs to be
produced in a high-volume format.
We’re looking at a very high degree of
equipment automation,” says Russo.
Production-representative VIGs
(the glass portion) are expected to be
available in early 2010 and complete
window solutions will follow as
Guardian’s window manufacturer
partners launch their products.
And while Guardian may be
close, it’s not the only manufacturer looking at VIG.
“We’ve been looking into this for
decades,” says Rupert. “We can

achieve an R10 window no doubt.
But there are cost considerations
with this technology as well as
technical issues that still have to be
worked out involving flexibility, use
on various glass surfaces, issues
surrounding its use with tempered
glass, etc.”
But industry experts agree that
the technology can be a great way
to get toward highly efficient window products.
“When successful, VIG is a very
good insulator,” says Rupert. “VIG
will play a role in the future.”
❙
Tara Taffera is the editor/publisher of
DWM magazine.
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MACHINERY

Speed Up and Reduce
Waste with Erdman Systems
The new Erdman® IG Secondary
Sealer includes an advanced controls system. When coupled with
the Erdman ® Fluid Metering
System, officials
say it provides
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consistent results at speeds up to
20 inches per second. Sealant
application systems are also available to perform hot, cold and twopart applications. These systems
offer both dual- and triple-glazed
unit capability; automatic sizing
and sealant application; reduction
of waste and clean-up; reduction
of rework; adjustable sealant fill
via positive displacement pump;
mechanical drives and electronic
controls; dispensing capability of
hot, cold or two-part sealant; and
custom models and sizes.
The machines are available both
stand-alone and as complete lines.
The company also has a new
hand-assist glazing table, which
features a servo control system utilizing Erdman’s Fluid Metering
technologies. This provides a consistent diameter bead of sealant to
products at speeds up to 30 inches
per second. This machine control
allows any operator to apply a
properly proportion-ed bead of
sealant, according to the
company. Hand Assists are
available to perform hot,
cold or two-part glazing
and can be setup for bead
sizes from .060 inches up to
1 inch in diameter.
❙❙➤ www.erdman
automation.com

Visit DWM Magazine in Booth #2902
The staff of DWM magazine will be on-hand at the
upcoming GlassBuild America show. Be sure to stop by
Booth #2902 to say hello and see the latest from DWM
magazine and, DWM’s sister publication, USGlass
magazine. Also be sure to visit www.dwmmag.com
during the event for the latest news and updates
from the trade show floor.
www.dwmmag.com
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Even in Down Economy, Atlanta Event Promises
to Bring Some New Innovations to Market
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Showtime

f you’re investing in new
machinery or equipment for
the future, preparing for when
the economy and housing market
inevitably turn around, then look
no further than these pages. The
upcoming GlassBuild America
event, September 30-October 2 at
the Georgia World Congress
Center in Atlanta, promises to
bring some new innovations to the
market. Even if you can’t get away
for the show, the next few pages
offer an overview of what’s expected to be on display.
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J&S Extends
Machinery Offerings
J&S Machine is introducing the
CR148 RIMW, a PC-based CNC double-pinch storefront material roll
bender utilizing the CNW333 con-

trol. The CNW333 control is a
Windows XP-embedded CNC consisting of an industrial PC with a
40GB hard drive, USB ports, 17-inch
color monitor, wired mouse and keyboard. The CNW333 can be operated
manually by push button or programmed to run automatically.
The CNCHW version is recommended for bending single radius
parts or multiple bend parts with
large radii. Because of its ability to
change rotation speeds during the
bending process, the IMW allows
for smoother transitions from one
radius to another, resulting in a better overall appearance, according
to the company.
The CNW333 features DXF
importing software allowing users to
download information directly from
a DXF drawing file to create a new
program. The CNW333 also allows
the user to create a network connection with other PCs. Additional features include animated visualization of the bend data; quick view of
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SETTING BLOCKS

New PVC Eco-Blocks™ are Color-Coded

material spring-back archive; clickand-store operation settings; and
import and store tooling data for
fast set-up times.
❙❙➤ www.jsmachine.com

Machine Four
Materials with One System
The new “R” series vertical spindle machining center from AmeriCan Machinery features four-axis
CNC controls and is capable of
machining extruded aluminum,
light alloys, PVC and steel. The
machine is fitted with a 5.5-horsepower, 18,000-rpm spindle, and
features an ISO 30 taper and automatic tool changer.

The newest PVC setting blocks from LAMATEK Inc.
are not only color-coded, but they’re also eco-friendly, according to their manufacturer. The Eco-Blocks
are part of the company’s Greensteps™ product line
and are designed to serve as a drop-in replacement
for current setting blocks. The blocks are made from
a proprietary 85 Durometer PVC blend.
LAMATEK officials say the Eco-Blocks have been
tested and proven to be compatible with glazing
and IG sealants and are available with or without a
time-tested acrylic adhesive.
❙❙➤ www.lamatek.com.

Billco Introduces New
Storage System and IG Line
Billco Manufacturing has introduced its new Remnant Storage
System, which stores then re-distributes unused glass leftover from the
glass cutting process in an effort to
optimize and reduce waste. The company has a new vertical insulating
glass line that features multiple zones
that can be interchanged to accommodate each manufacturer’s unique
processing needs. The line is capable
of performing a range of processes
including washing, edge deleting, gas
filling and secondary sealing.
❙❙➤ www.billco-mfg.com

SPACERS

Edgetech to Promote
SustainaBLOCK™ Setting Blocks
The machine’s tool magazine
can store six tools to drill, mill and
thread, plus one 6-inch slitter
blade. The unit is equipped with a
total of four clamps, which company officials say ensures precise
clamping. The system also utilizes a
pneumatic spray mist cooling system to lubricate both its work piece
and tooling, in an effort to ensure a
long tooling life and to clean low
burr cuts. The machine’s rotation
axis can be infinitely variable to any
position electronically within 180
degrees, by using a rotating table.
❙❙➤ www.ameri-can.ca

The newest setting blocks from
Edgetech I.G. were designed to help
meet the need for total system compatibility and are available in a
wide variety of

material options, including the latest in stable silicone technology.
The SustainaBLOCK line of setting
blocks can be used to position,
cushion and support glass in a window frame or opening, and are
compatible with most sealant types.
In addition to their sustainable
attributes, SustainaBLOCKs are
available in variety of sizes, profiles
and materials, including silicone
rubber, EPDM and plastics. With a
minimum order, Edgetech also can
customize SustainaBLOCKs based
on color, material, packaging and
self-adhesion needs.
The company also recently
upgraded
its
Super
Spacer®
Premium and Premium Plus silicone
warm-edge
spacer
systems.
Company officials say that these new
systems have been tested to show
continued on page 36
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It’s Showtime
that they can improve U-values and
condensation resistance and have
low thermal conductivity numbers.
In addition to displaying the new
setting blocks during the show, the
company also will educate customers about the upcoming ENERGY
STAR® changes, insulating glass cer-
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continued from page 35

tification and best practices for
meeting the stimulus bill’s .30/.30
requirements. All of the education
will be part of the company’s continuing Edgetech University theme,
which was launched at last year’s
GlassBuild event.
❙❙➤ www.edgetech360.com

Truseal Focuses
on Energy Efficiency
Energy efficiency tops the bill for
the Truseal Technologies Inc.
booth. The company will highlight
a number of products and programs focused on providing thermal efficiency and promoting ener-

Bystronic Partners with Sashlite:
Companies Look to Make a Splash at the Show
ashlite made its first introduction
to door and window manufacturers in November 2003 at the
interGlassmetal (iGm) show. You couldn’t
walk the event without hearing comments about Sashlite—many of them
skeptical. Many suspected the technology couldn’t work.
Now, almost six years later, Sashlite
president Bob Hornung is gearing up for
GlassBuild America, and once again, the
company is looking to gain significant
attention. But this time, things are different. The technology isn’t new anymore so people aren’t as dubious as they
were then. Secondly, Sashlite has partnered with machinery supplier Bystronic
glass, which has developed a fully automated vertical manufacturing line for
the fabrication of the Sashlite technology. Sashlite technology is an insulating
glass (IG) system that eliminates the separate IG unit by integrating the spacer
directly into the window sash. The result
is a single, solid unit.
The Bystronic line, capable of making
both dual- and triple-glazed insulating
glass units, will require only four to five
workers to operate and has a throughput of up to 800 integrated sash windows per shift. Other features include
the simultaneous assembly, gas-filling,
and pressing of a unit, and the automated, precision driven application of
all sealants and desiccants. The new line
will allow for any production sequence
of rectangular sash formats and is
capable of producing a wide variety of
sash sizes, shapes and designs.
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DWM editor Tara Taffera interviewed
Hornung, as well as Scott Knisely, vice
president of sales and marketing for
Bystronic, regarding plans for both the
show and the future of the technology.
DWM: I’ll start with you, Scott. How
familiar were you with Sashlite when
it debuted almost six years ago?
Knisely: The first I ever
heard of Sashlite was at its
launch at iGm. People said
there was no possibility it
would ever work. That was
my first real experience
Scott Knisely and to be honest it was
very negative off the bat.
DWM: How did Bystronic and
Sashlite decide to partner on this
project?
Knisely: Two years ago Bob was trying
to get ahead of Michael Glover to see
about working together with Intra.
(Editor’s Note: Intra was another technology that made a big splash at that
iGm show. Intra has been described by
partners Stephen Field and Michael
Glover as a rapid means of joining thermoplastic profiles. Bystronic Glass
Group acquired Intra in 2006.) ….
Initially we had an applicator machine to
do some test applications and that’s how
it started. Over the course of the next 18
months we worked on some equipment
to work with the Sashlite technology. We
supply every IG platform irrespective of
the spacer that goes into it. We’re proud
to say we now supply all of them.
We want to support everyone equally. Obviously there are some intrinsic

>I

benefits when you don’t have to produce a separate IG unit and this provides
numerous benefits to the fabricator. We
feel the technology is poised to grow.
If you look at Super Spacer®, they
didn’t really experience their growth
until they partnered with a big machinery supplier.
Hornung: Since we
started we’ve been evolving. We started with a
manual line and one casement profile then we went
to a horizontal line, then a
Bob Hornung semi-automated line, then
a vertical line. Now for the
first time we have a level of sophistication by partnering with a real global
player. That’s what we lacked before. The
fundamentals of the technology were
always strong, but we didn’t have a clear
path to make a lot of units in a high-volume atmosphere and now we have that.
Knisely: This is an interesting case
study if you look at it from its early
infancy. There are not too many products
where you can see it from the beginning
to where it is today. There is a benefit to
the fabricator, and we did a lot of due
diligence to make sure that was the case.
Because the spacer is integrated into
the sash it goes in line with what we’ve
promoting over the last few years in
terms of eco-efficiency. If you take a
look as to what that encompasses, for
example, a decrease in carbon footprint, etc., then you’ll see that this fits
in line with our corporate strategy,
which is very important to us.
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solutions.
The company
will focus on two
technologies in particular, both of which are

DWM: Is this equipment something
a manufacturer of any size would be
interested in purchasing?
Knisely: We do see it as a high-end,
high-quality manufacturing solution.
Bystronic prides itself on high-quality
equipment. This equipment is expensive
and there is an entry-level requirement.
It wouldn’t be cost-effective for a manufacturer producing fewer than 50,000
units, etc.
DWM: But, to clarify, prior to this
new equipment, manufacturers could
use machines from Sash Systems and
Erdman Automation that can be used
to produce the technology. Is that still
the case?
Hornung: Absolutely. These are still
being used every day and frankly [this]
is a growing part of our market.
DWM: So really, manufacturers of
all sizes can use the technology?
Hornung: Yes. Before we never had
solution for the high end of the marketplace and now we do.
DWM: Can you explain to me how
the technology fits into companies
interested in producing energy-efficient products?
Hornung: Our technology wins on a
variety of fronts—performance characteristic, best warm-edge rating and the
best DP rating. I think we also have best
aesthetics on marketplace and the
greenest technology.
Knisely: As we start looking to 2013
and the next phase of ENERGY STAR®
changes, I think the companies that are
looking ahead will plan their strategy
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designed to help windows
meet and exceed ENERGY
STAR® Phase 1 criteria for
2010
as
well
as
American Recovery and
Reinvestment Act of 2009
.30/.30 tax credit requirements.
The first of these, Duralite®, is the
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company’s third-generation warmedge spacer system. Company officials say the no-metal, high-performance spacer enables window
manufacturers to meet and exceed
energy efficiency requirements.
continued on page 38

Sashlite has partnered with machinery
supplier Bystronic, which has
developed a fully automated vertical
manufacturing line for the fabrication
of the Sashlite technology. The line
will be debuted at the show.

early next year. It will take them six to
eight months to get extrusions complete,
etc. The window designers don’t want to
make the same platform being produced
all over the market. We just want to give
them another option to consider.
DWM: We all know we’re in a economic downturn, so why is now the
right time to make this introduction?
Knisely: As margins whittle away,
manufacturers have significant cash
flow problems and they can’t produce
their products and make money. It’s
simply a right marketplace to offer
something new.
Hornung: We see this as a niche
technology …. There is a lot of aging
equipment out there …. If people want
a clear path to profitability they have to
at least consider Sashlite.
DWM: So now that the technology

has been around for several years
and you’re now partnering with
Bystronic, do you have a goal of how
many fabricators you’d like to adopt
the technology?
Hornung: We have a lot more credibility now that we have partnered
with Bystronic—an extremely sophisticated company. If Bystronic does what
it did to TPS then our technology will
do really well.
For the first time our technology has
a fully automated turn key system from
the washer all the way through to the
gas filling process to applying the glazing beads.
The manufacturers that are making
Sashlite windows are having a lot of
success. But they couldn’t make a lot of
them and now that is possible.
❙❙➤ www.sashlite.com
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It’s Showtime
Likewise, the company’s latest
developments to its Envirosealed
Windows™ program will be
revealed during the event. The
current campaign includes consumer-ready educational tools
for promoting energy-efficient
windows such as literature,
point-of-sale pieces and a dedicated website.
“With initiatives like the new
ENERGY STAR requirements and the
.30/.30 tax credits driving up
demand for better windows, it is
clear that the future of the window industry is all about energy
efficiency,” says Ric Jackson,
director of marketing and business development.
❙❙➤ www.truseal.com
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HARDWARE

Truth Hardware to
Introduce PAL and Encore
Owatonna, Minn.-based Truth
Hardware will display its new
Positive Action Lock (PAL) and
Encore® handle and cover designs.
The PAL, a lock system for sliding
windows, is available in the original
“push button” design as well as the

Save Both Money and Time with EDTM
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Electronic Design to Market (EDTM) will focus on two different tools to
help door and window manufacturers save not only time, but also money.
Among these is the Glass-Chek Pro (#GC3000), which will be available for
the first time during the event. This new digital instrument will measure the
glass and air space thickness of single-, double- and triple-pane windows
from a single side. The laser device offers numerous improvements and features over EDTM’s previous similar tool, including applications involving
tinted and reflective glass plus triple-pane windows.
The Glass-Chek Pro also will incorporate an all-inclusive low-E coating
detector, which will allow the user to identify all of the low-E coating surfaces
in a window and measure them from a single side. The product also may be
able to differentiate hard-coat low-E from
soft-coat low-E products. Other improvements include expanded thickness ranges,
accuracies and the ability to identify suspended film applications in windows.
In addition, EDTM will highlight its
window energy profiler sales kit
(#SK1740). The window energy profiler
tests already-installed windows for energy
performance and will show the window’s
estimated solar heat gain coefficient,
along with ultraviolet, visible light and
near infrared transmission values. The kit
also includes heat lamps and surface temperature guns to offer a sensory side to
the presentation, allowing customers to
feel the energy performance in action.
❙❙➤ www.edtm.com
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new “slide tab” design and offers a
snap-on cover. Officials say the PAL
system requires minimal effort to
trigger the lock.
The new Encore designs’ full-flip
folding handle recesses in the operator cover and eliminates interference
with curtains and blinds. The snap-fit
cover also removes easily for painting
and staining window frames.
❙❙➤ www.truth.com

Interlock USA to Feature
Concealed Tilt-and-Turn
Hardware and More
Interlock USA will feature concealed tilt-and-turn hardware from
SIEGENIA-AUBI, among several new
products at its booth. Company officials say the concealed hinge allows
for more glass area due to frames as
narrow as 10 mm and it’s flexible and
designed to meet a wide range of
specifications. The new hinge can be

fitted in profile applications with
both 9- and 13-mm axes and features three-way adjustment and an
integral adjustable turn restrictor.
In addition, the company’s new
non-corrosive, stainless-steel HEMISPHERE™ folding door mortise
hinges feature a flush mount application, providing a maximum level
of movement. Interlock officials say
the HEMISPHERE mortise hinges
are ideal for 2¼-inch wood flatpanel folding doors with openings in
excess of 45 feet wide and up to 10
continued on page 40
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It’s Showtime
feet in height, and can accommodate doors that weigh up to 165
pounds per panel. The new folding
door hardware is available in a range
of durable finishes, from classic to
contemporary.
❙❙➤ www.interlockna.com

Wood’s Powr-Grip
Introduces New
Low-Profile Vacuum Lifter
Wood’s Powr-Grip’s newest vacuum lifter, the MRTALP611LDCS,
features a sleek, low-profile design
and manual rotation/tilt capability.
This below-the-hook lifter offers
several
unique
benefits
for
installing
doors
and
windows,
according to the
company.

Search

The lifter combines a thin vertical
profile, mechanically assisted tilt
mechanism, reduced lifter weight
and high lifting capacity, while also
featuring
movable/removable
pads and extension arms to
accommodate a variety of load
sizes and shapes. The low-profile
design provides ease of use in tight
work locations.
❙❙➤ www.powrgrip.com

The RiteScreen Co. has a
new, extruded latching window screen. The new extruded
screen for double-hung windows securely latches into
place upon closing, according
to the company, and has a wall
thickness of 0.040 inches. In
addition, it features the company’s staked corners to build
strength and eliminate gaps at
the miters. Shapes with an
integral stop leg, latch and
interior wool pile are available.
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❙❙➤ www.ritescreen.com
www.dwmmag.com

SDL Bars: 65
Colors and Counting
Custom Glass Products has
expanded its Decralite line of simulated divided lite (SDL) lineal bars
to include a color palette of 65 colors. Its dark color coatings are
designed so they are heat-reflective.

SuperCapSR™ Now
Available on MikronWood™
Composite Systems
Mikron Industries now is able to
offer
its
patent-pending
SuperCapSR color technology on
the company’s MikronWood™
composite
window
system.
SuperCapSR is a patent-pending
technology that is low-heat
absorbing. It is a molecularly fused
color layer that creates a durable
color surface. Officials say the
tough co-extruded acrylic color
layer is scratch-resistant and
durable to protect windows during
delivery
and
installation.
SuperCapSR colors include architectural bronze, hunter green,
adobe and brick red.
❙❙➤ www.mikronvinyl.com
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In addition, the company has
added a variety of laminated wood
grain bars to its offering. Laminates
of oak, cherry, pine and mahogany
are readily available for interior
applications. Stainable laminates
are available on any bar width of 5⁄8
inches through 4 inches. All coatings and laminates are available as
8-inch lineal bars or cut and
notched kits for custom applications. A wide variety of profiles is
available with coatings and laminates to include OG and beveled.
❙❙➤ www.cgpglass.com

Renolit Expands FAST
Exterior Laminate Colors
American Renolit Corp. has
expanded its FAST exterior film
range to include several new colors and woodgrain designs. The
newest available colors are clay
and ivory, which join other earth
tones to fit the latest construction
trends. Irish oak, a woodgrain
design, along with Shadow Black
and two new silver colors, are also
recent additions.
The complete range of films
carries a full 10-year exterior warranty in the United States and
Canada.
The company also will feature
continued on page 42
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It’s Showtime
its Cova IN range of interior laminate films for window frames. The
Cova IN films include new, modern prints that feature soft finishes
and realistic woodgrain designs
like natural cherry, hard rock
maple, soft walnut and more,
according to the company.
❙❙➤ www.americanrenolit.com

COMPONENTS

Chelsea Adds New Extrusions,
PVC Reinforcement
Chelsea Building Products has
new, solid-colored extrusions and
painted
exteriors
available,
including an authentic woodgrain
appearance option (with three
different woodgrain finishes
available). In addition, the com-
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continued from page 40

EQUIPMENT

Meter and Mix with Precision
Nordson’s new Cobalt™
GR systems are designed
to
deliver
precise
meter/mix capability to
window fabrication and
insulating glass processes. The systems feature
single and tandem spurgear pumps to simplify
adhesive and sealant
handling and metering
directly from their shipping
containers
to
improve production efficiency and reduce residual waste. In addition,
company officials say the
system’s intuitive PLC
controls with touchscreen interfaces and
easily-adjusted mix ratio
controls simplify its operation, and configurable systems can handle any combinations of high-,
medium- or low-viscosity materials.
❙❙➤ www.nordson.com
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pany has a new composite PVC
reinforcement available. The
company reports the product has
an e-modulus that is four times
that of PVC and that it achieves an
R-35 rating.

❙❙➤ www.chelseabuildingproducts.com
www.dwmmag.com
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Glasslam Launches
Patent-Pending Air-Clip™
Muntin Key Program

SOFTWARE

Glasslam N.G.I. Inc. will exhibit
its full line of architectural glass
products, along with its new patent
pending Air-Clip muntin key program for any and all foam spacer
systems. It will have on-hand its
Air-Tight™ the Generic EPDM (EClass) warm-edge foam spacer; AirTight Premier Silicone (S-Class)
warm-edge foam spacer; Air-Tight
SmartEdge™ the One Step Product
warm-edge foam spacer with preapplied HMB; Air-Clip non-metal
muntin clip; Colour Cote™
sprayed glass system; Decopane™
decorative doorlites and windows;
Bevelpane® decorative glass; and
Glasslam laminated glass products
including Polylam™, Safety Plus® II
and the patent-pending Sudden
Impact™ IG System.
❙❙➤ www.glasslam.com

Aurora, Ohio-based FeneVision
has added three new products to its
line of automation software.
The line scanner, powered by
Softsolution, detects glass defects
and can be installed all along the
production process in either a vertical or horizontal position and can
be operated independently or integrated with a current manufacturing system.
The FeneVision SCAD is a new
CAD software application designed
for non-standard glass shapes and
includes a catalog of standard drill
holes and cutouts.
New virtual digitizer software digitizes the shape of a custom shape
template using a digital photograph.
❙❙➤ www.fenetech.com

FeneVision Introduces
Three New Products

continued on page 44
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Experience the New Bystronic glass sashline at GlassBuild 2009
Those of you fortunate enough to be attending the GlassBuild 2009 show in Atlanta will be able to witness
an important industry event...the unveiling of Bystronic Lenhardt’s sashline, the ﬁrst fully automated turn-key
system to support the Sashlite technology. The state-of-the-art sashline integrates glass washing and inspection
with the sash sealing process. Built on a modular platform, sashline can be seamlessly integrated into
any manufacturing system.
Sashlite is the revolutionary insulating glass system that eliminates the separate IG unit by integrating the
spacer directly into the window sash. The result is a single, solid unit that is stronger, more efﬁcient and
delivers the highest thermal performance on the market. Because the fabrication of Sashlite windows
requires fewer labor, material and energy inputs, it is the most eco-efﬁcient, streamlined and proﬁtable IG
technology in the industry today.
Come visit us in booth 2461 at the GlassBuild show to learn more about Sashlite and to view the
Bystronic Lenhardt sashline in action. For more information about Sashlite, please visit our website at
www.Sashlite.com.
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It’s Showtime

continued from page 42

• EXTRUDED ALUMINUM
COMMERCIAL SCREENS
(WICKETS - HOPPERS)
• RESIDENTIAL SCREENS

Preference Launches PrefWeb
Preference North America recently released
PrefWeb, a web-based product configuration and
order entry software. The system allows dealers to

• ROLL FORM SCREEN
FRAME LINEALS
• RECTANGULAR, FLAT &
PYRAMID MUNTINS
• EXTRUDED PATIO DOOR
SCREENS
• ALUM. HURRICANE PANELS
MIAMI-DADE APPROVED

CATALOG AVAILABLE
Qualified Reps Wanted

Bending Solutions
Not Just Machines
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Providing a turnkey
profitable installation
for bending applications
is what we do. From
storefront and window
extrusions to awning and
sign applications, we
provide the machine,
tooling, and training within
your investment budget
for results meeting your
bending needs. Your
success is our business.
J&S Machine, Inc.
W6009 490th Aveune Ellsworth, WI 54011
Ph: 715-273-3376 • Fax: 715-273-5241
Email: sales@jsmachine.com
Web site: www.jsmachine.com
www.dwmmag.com

configure and place orders for standard and complex products via their dealer website. Dealers
also have the ability to track their orders as well.
All database management is done centrally, making maintenance a snap. Web orders are then fed
directly into the PrefSuite door and window manufacturing software, driving the order through the
plant, including MRP, inventory stock control and
product labeling and shipping, even providing
truck loading and shipping routes.
❙❙➤ www.prefsuite.com

SEALANTS

H.B. Fuller Introduces Two-Part
Urethane Insulating Glass Sealant
H.B. Fuller has a new two-part urethane, PU810, for use as an insulating glass sealant. PU-810
provides high tensile strength and high modulus
and is available in several gel times to match the
customer’s manufacturing requirements. Product
options exist for both handgun and robotic dispensing equipment.
❙❙➤ www.hbfuller.com
❙

Don’t Forget to Visit DWM
Magazine in Booth #2902
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The future just got brighter at
Royal Window and Door
See us in Booth #819 at
the GlassBuild Show.

For nearly 40 years, Royal Window and Door has
been committed to being the leader in PVC proﬁle
extrusions of Window Systems and Door fabrication
in North America. We are committed to being
your business partner by providing innovative
product lines, superior quality and service. Royal
Window and Door is positioned for the long term
and dedicated to partnering with our customers to
grow their business to be the known leader of their
respective markets.

www.royalgrouptech.com
© Royal Group 2009
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Gas Enhanced
Window Technology
Here to Stay
by Jim Plavecsky
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THERMAL CONDUCTIVITY
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rgon is a real bargain when you consider
what it can do for thermal performance. But
before looking at argon, make sure that you
have made smart choices in terms of the
other factors that affect thermal performance from
the top down.

A

The Crucial Components

Gases used to insulate feature larger molecular size. This
slows their movement within a confined space slowing down
the transfer of heat.

This chart shows that argon has a thermal conductivity that
is 26 percent better than air, while krypton insulates at a
rate 61 percent better than air.
www.dwmmag.com

>I

Have you heard of the Pareto Principle? In a nutshell, it means making changes first in the areas that
mean the most. When it comes to window thermal
performance, my experience has shown that choice of
frame material and design matters most followed by
choice of glass, choice of spacer, then choice of gas
type. When you look at your window design in a quest
to maximize thermal performance, the first place to
look is the frame. If you are using a metal frame, some
kind of thermal break will be necessary for you to get
U-values down to decent levels. This is why wood and
vinyl framing have taken over the window industry
over the last 20 years. Back in the mid 1980s, aluminum windows accounted for at least half the market. Now, vinyl and wood dominate.
Next, after frame design, is choice of low-E glass.
The emissivity and the solar heat gain coefficient of
the glass employed will have the next largest impact
on a consumer’s energy bill. The relative importance of these two factors depends upon how much
solar heat gain your location is desirable based
upon annual heating versus cooling costs. The next
factor to look at is spacer type. Get the metal out!
The less metal integrated into the edge seal design,
the better (lower) U-values and the better (higher)
condensation resistance values you will find. Yes,
steel is better than aluminum, since it has lower
conductivity. But metal is metal. A spacer system
with no metal at all is best.
Now after we have arrived to this point in the
design process, assuming that we have chosen the
optimal pane gaps for dual- and triple-pane units,
we are now ready to look at the choice of gas. A vacuum would be best, but this has proved difficult in
past designs. This is where argon and krypton come
into play.
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“It’s in There”
New Standard Designed to Regulate Gas Retention
or the first time in North America, gas-filled insulating of how well the gas was being retained within their units. “No
glass (IG) units will have to be certified as not only con- one can see the gas or smell the gas leaking out, so how would
taining argon (or krypton) but also retaining the noble one ever know?” was a remark frequently heard.
gases that are used to impart improved thermal performance.
The intent is to protect the consumer against fraudulent NFRC Participants: Be Prepared for July 2010
claims and inaccurate thermal data that may result from units
Starting in July 2010, gas-filling on the “honor system” will
which contain less than an adequate amount of thermally be a thing of the past—at least as far as national Fenestration
insulating gas. This serves to assure the consumer that the Rating Council (NFRC) labeling program participants are conthermal insulation values reported
cerned. The NFRC will require that
Starting in July 2010, gas-filling on the IG units used in NFRC labeled
on the label are the “real McCoy.” It
‘honor system’ will be a thing of the products must be listed under an
also provides some assurance that
past—at
least as far as NFRC labeling accepted IG certification program.
workmanship and fabrication
methods, which correlate to longUnder the requirements for IG
program participants are concerned.
term retention of the gas and duracertification, if a manufacturer
bility of the insulating glass unit itself, are in place.
chooses to market a certified IG unit as containing argon (or
Keeping the gas inside the unit long-term is essential not any other insulating gas) then the unit must pass the gas
only to help maintain long lasting thermal benefits but also to content portion of the certification test. A set of units will be
help prevent other problems that can develop as a result of constructed by the manufacturer and these will be evaluated
excessive gas leakage from the unit. This is because gas per- for both initial gas content as well as gas content remaining
meation occurs at different rates for different gases. Argon, in after completing the weather cycling exposure requirements
particular, permeates out of the unit faster than nitrogen, of ASTM E2190. The units tested for initial gas content must
oxygen or carbon dioxide permeates to the inside of the unit. contain a minimum of 90 percent initial fill and after weathThe result can lead to negative pressure within the unit caus- er cycling, units must average a minimum of 80 percent gas
ing unit implosion and as a consequence visible distortion, content remaining.
increased heat transfer and increased stress at the edge of the
If the product cannot pass this requirement but does sucunit, which can consequently shorten IG unit lifespan.
ceed at passing the requirements of E2190 for durability and
There was a time when the prevailing attitude was that fill- volatile fog, then the units can still be certified but not as
ing a unit with gas and ensuring that gas retention is main- containing insulating gas.
tained adequately was a nice goal but not necessarily a realiBecause the required certification testing takes about five
ty given the high production demands associated with the months to complete, assuming no backlog at the lab, the
boom years in the window industry. Indeed, more than a few time to act on getting involved in a certified program is soon.
fabricators were overheard to admit that at the end of the Prior to jumping on board with the program, however, a thorday, if they had units to get out the door, gas filling might ough review of insulating glass fabrication materials, methsometimes be skipped. And most had inadequate knowledge ods and practices is highly recommended.

F

Value of Gas
The chart on page 46 shows the Thermal
Conductivity of the Noble Gases. You will see that
argon has a thermal conductivity that is 26 percent
lower (better) than air, while krypton insulates at a rate
61 percent better than air. (Xenon is even better, but we
won’t dare go there because of exorbitant costs.)
I recently was involved in discussions with a customer pondering the dilemma of “how to hit the.30.”
After reviewing his design, which included a thermally
efficient (vinyl) frame, optimum pane gap, a high-performance low-E (e=.035) glass, and a non-metal (foam)
spacer, adding argon enabled him to bring his NFRCrated window U-value from a .33 down to the required
.30, thereby qualifying his customers to receive the 30
percent tax credit made available by the recent stimulus bill. As an added benefit, the addition of argon also
brought his window’s condensation resistance (CR)
value from a 55 up to a 58, thereby further enhancing

the value perception among potential customers. Up
to this point, this customer had vehemently debated
the long-term value of argon gas filling. However, with
the recent passage of the stimulus bill, argon filling, at
least as far as he is now concerned, has now become a
“must have.” Isn’t it funny how a little market stimulus
can completely change an opinion, literally overnight?

Krypton—A Different Animal
Now krypton is an entirely different story. Yes, the
resistance to thermal heat transfer is twice that of
argon. However, the cost of krypton is now roughly
30 times greater than argon as we have seen it triple
over the last several years. This is due to the skyrockcontinued on page 48
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Gas Enhanced
Window Technology
Continued from page 47

DENSITY OF NOBLE GASES
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eting demand in recent years for this noble gas coupled with recent global shortages. According to Pavel
Perlov at Electronic Fluorocarbons, demand in the
lighting and fenestration industries has skyrocketed
in recent years. This is coupled with the fact that steel
production has gone down, dropping in 2008 for the
first time in ten years. The air separation units that
are used at steel mills to isolate gases used in the production of steel are also used to supply feedstock to
the krypton suppliers, which then take components
of this gas into additional purification processes to
isolate krypton. The increased demand, coupled with
the squeeze on the supply side, is what has led to the
recent round of price increases. “Prices have stabilized however,” notes Perlov.
Despite the rising cost of krypton, however, the
usage has remained steady in high-end window
designs combining triple pane construction with
several surfaces of low-E glass. Since krypton is much
denser and has a higher molecular weight than either
air or argon, it really is at its best in terms of low conductivity when confined in a smaller air gap, as is
used in triple-pane units. Crowding the molecules
more closely together causes an increase in random
collisions between molecules. This scatters molecular motion away from the gradient of heat flow so
that heat transfer from “where it’s hot” to “where it’s
not” is less intense.
This combination of triple-pane technology combining two low-E surfaces with krypton-gas-filled
cavities can result in some very impressive numbers.
When combined with vinyl framing and non-metal
spacer technology, I have seen U-values in the neighborhood of .21 and with CR of 65. The identical window made with argon would have a U-value of .27
and a CR of 62, so the krypton is adding another 22
percent in energy savings over argon and another
three points on condensation resistance.
I am often asked, “What is the added cost to put
krypton in my window?” I have been asked this question so many times that I finally developed a “Gas
Filling Cost Calculator” spreadsheet. Using the calculator, and assuming $1.50 per liter for the krypton,
the cost of krypton-filling the double hung window
just mentioned, for example, is $9.94 per IG , adding
a total of $19.88 to the cost of the window (not
including labor). In comparison, the cost of filling
the same window with krypton at $.03 per liter would
add only $.40 (less labor) to the cost of the window.

>I

Insulating gases are higher in density than air, which helps to
push air out of the unit as the unit is gas-filled.

Will the Customer Pay?
How much are consumers willing to pay to have
this extra level of thermal performance? Well, it is
obviously not for everyone, but there are quite a
few window manufacturers effectively marketing
these high-end window systems and the market for
such products is alive and well. Once again, these
companies are bundling the krypton with multiple
low-E coatings, high-performance spacer systems,
the very best hardware and aesthetically pleasing
frame designs.
The future ENERGY STAR® requirements currently
being outlined for 2013 are pointing to even higherperformance window systems as requirements. This,
along with an increasing concern in Washington for a
“greener” earth, as well as a national desire for reduced
dependence upon foreign oil, will lead to an increased
push for the highest thermal performance standards
we have ever seen. The cost of gas has been rising, and
gas filling itself has seen its share of controversy over
the years. However, my guess is that it will continue to
be a technology that fenestration suppliers call upon
to help them meet these higher performance thermal
insulation standards that loom on the horizon.
❙
Jim Plavecsky is regional sales manager for Edgetech I.G. and
is the author of an industry blog for DWM magazine, located
at at www.dwmmag.com. Mr Plavecsky’s opinions are solely
his own and not necessarily those of this magazine.

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

Advance..
Advance
A

Customizable

Ready to advance your window,
door and glass processing
business to the next level? Step
by step, batch after batch, month
after month, FeneVision is the
powerful, flexible, configurable
and 100+ company proven
ERP system to get you there.
Discover the FeneVision
difference yourself. Contact
the FeneVision Business
Development team for insight
on taking your business to a
higher level at 330.995.2830 or
info@fenetech.com. For details
and client success stories, visit
www.fenevision.com.

One SQL database

Glass optimization
and utilities

Advanced lineal
optimization

24/7 and on-site support

Web based quoting
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www.fenevision.com

Improving the Flow of Business

Booth 2311

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

Introducing...

GLASS

HARDWARE

Put It in Neutral

Mighton’s Angel Rises to New Standard

Guardian Industries now offers
Neutral 70, an easy-to-process, fabricator-friendly low-E glass. The
product is designed for both lightcommercial and residential appli-

Orlando-based Mighton Products has announced that its Angel Ventlock, a
window-opening control device, has met the requirements of ASTM F2090-08.
Company officials say the product is the first device certified under the revised
safety standard to be available in the United States.

cations, and it offers U-value ratings as low as 0.33 and solar heat
gain coefficient ratings as low as
0.40. In addition, Guardian Neutral
70’s color neutrality provides clarity
along with low haze and reflectivity.
“Guardian Neutral 70 represents
a new standard in durable, high-

❙❙➤ www.angel-ventlock.com
performance low-E,” says Michael
Mooney, residential segment director for Guardian Industries. “It
combines performance and aesthetics of a sputter-coated low-E
coating with the durability and
ease of use typically seen only with
a pyrolytic low-E coating.”
Other benefits of the product
include mechanical and chemical
durability; it requires no edge deletion; it can be used in both annealed
and tempered applications; and no
certification is required.
❙❙➤ www.guardian.com

MACHINERY

Bystronic glass Welcomes New Frame Bending Robot
Bystronic glass has introduced the new spacerbender MULTI robot. The new
frame-bending system includes a height-adjustable transport rail that allows for the
bending of stainless steel, steel and aluminum, as well as plastic spacers. According
to the company, a vertically traveling functional rail on the robot can lower the
working level and prevent the Thermix profile from colliding with the transport rail.
❙❙➤ www.bystronic-glass.com
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EQUIPMENT

Graco Launches New Electric
Proportioning System
Minneapolis-based Graco has
introduced the ProMix® 2KS, a twocomponent electronic proportioner. According to the company, the
new product offers integrated color
change capabilities for both automatic and manual applications and
is designed to handle a wide range
of materials. The ProMix® 2KS is
available in multiple configurations, including an EasyKey display
and a Smart Fluid Panel, and
includes new safeguards such as a
self-flushing component to shorten
clean-up and color-change time.
❙❙➤ www.graco.com

COATINGS AND FILMS

Repel the Heat with Polane®
The new Polane solar-reflective
polyurethane
enamel
from
Sherwin-Williams is a heatrepelling finish designed for vinyl
products. The enamel also is
designed to be durable, so that it
can resist warping and bowing
caused by solar heat. It is comprised
of a two-component technology
and comes in a full range of colors,
including some dark shades.
The new HAPS-free, low-VOC
Polane solar reflective polyurethane
meets American Architectural
Manufacturers Association (AAMA)
613 and offers color and gloss retention, according to the company. It
also is designed to be resistant to
marring, abrasion and chemicals.
❙❙➤ www.sherwin-williams.com/oem
continued on page 52
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The Difference
Is In The Details...
8JOEPX&OWFMPQ®4VSSPVOEQSPmMFTCZ3PZBM.PVMEJOHTBEE
JNNFEJBUFTUZMFBOEDVSCBQQFBMUPBOZOFXIPNFPSXJOEPX
SFNPEFMQSPKFDU&OWJTJPOBOEDSFBUFOFXTBMFTCZVTJOH3PZBMTOFX
8JOEPX&OWFMPQ®4VSSPVOEQSPmMFTBOEDBUBMPHPGJEFBT6QHSBEF
UIFUSJNGFBUVSFTBOEBSDIJUFDUVSFPGZPVSOFYUQSPKFDUVTJOH
$FMMVMBS7JOZM17$®.PVMEJOHBOE5SJN#PBSECZ3PZBM.PVMEJOHT
'FBUVSFTJODMVEF
t$FMMVMBS7JOZM17$®
t -JGFUJNF/P3PU®8BSSBOUZ
t $PNQMFNFOUT"OZ"SDIJUFDUVSF
t 8PSLTXJUI7JOZM $FMMVMBS 
8PPEPS"MVNJOVN8JOEPXT

t 3FBEZUP'BCSJDBUFBOE*OTUBMM
t -BSHFTU4FMFDUJPOPG1SPGJMFT
BOE#PBSETJOUIF*OEVTUSZ
t -PX.BJOUFOBODF

$BMMPSFNBJMGPSZPVSGSFFDBUBMPHPG8JOEPX&OWFMPQ®4VSSPVOE
CVJMEVQJEFBTUPEBZ
SEE US AT GLASSBUILD AMERICA

800.368.3117
www.royalmouldings.com
© Royal Group 2009
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Introducing...
CONTINUED

SCREENS

Genius Unveils the
Incognito Retractable Screen
Genius
Retractable
Screen
Systems, based in Northport, Ala.,
has introduced the Incognito
retractable screen. The concealed
wood window screens are available
in a wide side rail for deep-framed
windows subject to windy condi-

tions or a narrower variation for
most wood window applications.
Both versions use thin pieces of
wood to hide the screen cassettes
and side rails and are installed
using the same procedure.
❙❙➤ www.geniusscreens.com

New Window
Screen: It’s in There
A new window screen launched
nationally this year by W.L. Gore
and Associates is so clear that its
makers say some customers have
questioned whether the screen is
present at all.
The product is currently being
used in some of Pella’s high-end
wood windows and Pella’s Kathy
Krafka-Harkema says, “People call
us and say you forgot to put the
screen in. We tell them it is in there.”
According to W.L. Gore’s Maria
Smith, the screen allows 50 percent
more light into the home, and three
times more airflow than a conventional screen.

COMPONENTS

Veneer-Wrapped Components Open Options
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Contact Industries officials say the company’s
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 components 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 existing assembly system,” says
Peter Himes, sales manager.
❙❙➤ www.contactind.com
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“It’s not just an insect screen but
provides a better view,” she says.
Smith says this screen, designed
for high-end windows, is made of a
completely different material than
traditional screens. She describes it
as an innovative ultra-fine material, and says that screens have the
same size hole to keep insects out
the fibers are only half the size. She
adds that the highly elastic polymer
feels different than conventional
screens and has a “memory” to prevent denting and sagging over time.
“There are competitive products,
but they use fiberglass so the benefit is not as dramatic,” adds Smith.
❙❙➤ www.inlightenscreens.com

SEALANTS AND ADHESIVES

Bostik Launches GlazStik H™
9208 Backbedding Sealant
Bostik Inc. has a new backbedding sealant, GlazStik H™ 9208.
GlazStik H is a solventless ambientapplied moisture cure sealant that
is suitable for high-performance
backbedding applications, including impact-resistant windows.
The company says the sealant
continued on page 54
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REGISTER BEFORE
NOVEMBER 9th and SAVE!
November 17, 18 & 19 2009
Metro Toronto Convention Centre - South Building - Hall E
The National Trade Show for the Fenestration Industry

Three great days of industry action you can’t afford to miss.
NEW . . .

IG Alley - The Place for Leading Edge Research & Technology.

NEW . . .

Daily Product Demos & Impact Testing on the Show Floor

MEET . . . The World’s #1 Hockey Dad, Walter Gretzky, sponsored by Trimlite Canada
Wednesday, November 18, 5:00 - 6:30 p.m
SEE . . .

The Newest and The Latest - Products, Ideas and Applications.

HEAR . . . The Latest Economic Forecast at the Industry Breakfast
Thursday, November 19 @ 9:00 a.m
LEARN . . . From the Pro’s at the CWDMA & IGMA Business Seminars.

It’s Your Industry. Your Business. Your Show - Don’t Miss It.

Easy Online Registration www.windoorshow.com or Complete The Form Below
Prices Listed Below Are For Advance Registration Only. Deadline For Advance Registration: November 9 @ 6:00 p.m.

Please Indicate your Industry Sector:
( ) Window/Door Manufacturer/Distributer/Retailer - Free
( ) Glazing & Fenestration Commercial Contractor - Free
( ) Overhead Door Distributor/Retailer - Free
( ) Media/Seminar Presenter - Free
( ) Component/Equipment/Service Provider

( )

Suppliers, distributors & sales reps of components, equipment and services
to window/door manufacturers
CWDMA Member - $50 Cdn
Non-Member - $100 Cdn
Other, please specify __________________________________________

Type of Business: (check all that apply)
Window/Door: ( ) Manufacturer ( ) Distributor ( ) Retailer
( ) Glazing or Fenestration Contractor
( ) Overhead Door Distributor or Retailer
Supplier of:
( ) Components ( ) Equipment ( ) Services
( ) Sales Representative ( ) Government Agency
( ) Industry Association Representative
( ) Architect/Spec Writer
( ) Other (please specify) __________________
( ) CWDMA Member ( ) Board Member ( ) Committee Member

Please Print Clearly

Company ___________________________

Name_________________________

Address ___________________________

City________________________________

Prov/State _____________________

Code/Zip __________________________

Email ______________________________

Phone ________________________

Fax ______________________________

Payment By Mail: Make cheques payable to Win-Door and mail to: CONEXSYS Registration, PO Box 283, Malton, CSC Mississauga, ON L4T 3B6
By Fax: 905-405-9870
Total Payment of $ ______ ( ) VISA ( ) MasterCard ( ) AMEX - Card # __________________________________ Expiry: _____ /______
Name of Card Holder ____________________________________________ Signature ___________________________________
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Introducing...
CONTINUED

is UV-resistant, but also retains a balance of
strength and flexibility. In addition, it adheres to a
variety of substrates, which allows for a primerless application.
GlazStik H also has high viscosity and high green
strength, according to the company.
❙❙➤ www.bostik-us.com

FILM

RavenBrick Announces New
Dynamic Window Glazing Film
RavenBrick, based in Denver, has announced a
new energy-saving thermo-reflective film.
According to the company, the film manages solar
heat gain in windows and works without benefit of
wires or external controls. The glazing film,
adhered to surface two, works in conjunction with
a highly transparent low-E coating on surface
three to allow solar heat when desired and to
reflect heat when necessary.
❙❙➤ www.ravenbrick.com

HARDWARE

It’s the Ultimate™
The Ultimate™ Lock
System from Millennium
Lock Inc. is designed to
withstand up to 4,000
pounds of force, and has a
specially engineered steel
strike plate. In addition, the
lock is equipped with a specially engineered steel strike
plate, a super-hardened
steel security bar, a patented
lockout feature and a highsecurity six-pin anti-bump
keylock.
❙❙➤ www.theultimatelock.com
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HURRICANE PRODUCTS

Add Hurricane Protection
with New Storm Stud
The Muhler Co. Inc. has a new integral mounting system for hurricane protection, Storm Stud™
Attachment Systems. The system is designed so
that it is both aesthetically pleasing and is built
into the window to provide resistance to storms. It
also is easy to install and has been tested to ASTM
E 1996003, ASTM E 1886-02 and ASTM E330-02,
according to the company.
❙❙➤ www.muhler.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.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
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Multiprocessing
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Saws
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Saws, Cut-Off
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
www.dwmmag.com

Saws, Double-Miter
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
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.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
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

Get in the Directory!
Contact
Janeen Mulligan
at 540/720-5584
x112 or e-mail
jmulligan@glass.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
Mouldings
PVC Profiles
Creative Extrusion &
Technologies
2320 Elliot St.
Brockton, MA 02302
508/587-2290
fax: 508/580-0524
www.creativeet.com
sales@creativeet.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

Contents

Search

Window Components
Extrusions, Vinyl
Creative Extrusion &
Technologies
2320 Elliot St.
Brockton, MA 02302
508/587-2290
fax: 508/580-0524
www.creativeet.com
sales@creativeet.com
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CLASSIFIEDS
Used Equipment for Sale

USED MACHINERY
BOUGHT & SOLD
www.usglassmachinery.com
Ph: 724/239-6000

Window Hardware &
Related Products
Strybuc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
800/352-0800;
fax: 610/534-3202
www.strybuc.com

Industry Services

CUSTOM PROFILE
EXTRUSIONS

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

You’re probably paying too much if
you’re buying some place else!
Call us and start saving money!
Free tooling for large volumes.
508/587-2290 sales@creativeET.com
The Industry Standard Since 1950

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

Visit

Windows
Vinyl Windows
Deceuninck
North America
351 N. Garver Road
Monroe, OH 45050
877/563-4251;
Fax: 513/539-5402
www.deceuninck-americas.com
VEKA Inc.
100 VEKA Dr.
Fombell, PA 16123
800/654-5589;
fax: 724/452-1007
www.vekainc.com
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Join the thousands
who are logging on to
Door and Window
Manufacturer’s (DWM)
website each day for
the latest news
and industry-related
content.

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

Bookmark it now!
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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.

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 17-19, 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.

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.

November 11-13, 2009
Greenbuild 2009
Sponsored by the U.S. Green
Building Council (USGBC).
Phoenix.
Contact: USGBC at 800/795-1747
or visit www.greenbuildexpo.com.

February 14-17, 2010
73rd Annual AAMA Conference
Sponsored by AAMA.
JW Marriott Desert Springs.
Palm Springs, Calif.
Contact: AAMA at 847/303-5664
or visit www.aamanet.org.

September 30-October 2, 2009
GlassBuild America
Sponsored by the National
Glass Association (NGA).
Georgia World Congress Center.
Atlanta.
Contact: NGA at 866/342-5642, ext. 300,
or visit www.glassbuildamerica.com.

November 16-19, 2009
NFRC Fall Membership Meeting
Sponsored by the NFRC.
San Antonio.
Contact: NFRC at 301/589-1776
or visit www.nfrc.org.

March 16-17, 2010
Glass Expo Midwest™
Now Including Fenestration Education!
Co-sponsored by DWM magazine.
Renaissance Schaumburg
Hotel & Convention Center.
Chicago (Schaumburg), Ill.
Contact: DWM magazine at
540/720-5584 or visit
www.glassexpomidwest.com.
❙

To submit events for the calendar e-mail ttaffera@glass.com

Subscribe to DWM Magazine for FREE
I want to start/continue my FREE SUBSCRIPTION to DWM:  YES  NO
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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.
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Company

Phone

Fax

Web Address

29

Acer Industrial

800/637-9527

800/637-1554

www.acerny.com

3

AGC Flat Glass North America

800/251-0441

404/446-4221

www.na.agc-flatglass.com

62

Alumet Manufacturing Inc.

800/343-8360

360/653-9884

www.alumet.com

41

AquaSurTech Coating Products Inc.

514/697-9405

514/684-2620

www.aquasurtech-oem.com

11

Cardinal Industries

952/935-1722

952/935-5538

www.cardinalcorp.com

1

Edgetech I.G. Inc.

800/233-4383

740/439-0121

www.certifyyourig.com

9

Electronic Design to Market

419/861-1030

419/480-1099

www.edtm.com

54

Elton Manufacturing

800/297-8299

905/878-9211 www.eltonmanufacturing.com

49

FeneTech Inc.

330/995-2830

330/562-8688

www.fenevision.com

44

Florida Screen Enterprises

305/687-0424

305/687-3008

www.floridascreen.com

15

GED Integrated Solutions

800/421-1667

330/963-0584

www.gedusa.com

27

Glaston Italy/Bavelloni Brand

39 031 728311

39031 7286318

www.glaston.net

25

GlasWeld Inc.

800/321-2597

541/388-1157

www.glasweld.com

23

Interlock USA

877/852-8808

775/852-8867

www.interlockna.com

44

J & S Machine Inc.

715/273-3376

715/273-5241

www.jsmachine.com

55

Jason Hardware

86-754-85163256

86-754-85162821

www.jasonhardware.com

29

Pat Mooney Inc.

800/323-7503

630/543-5584

www.patmooneysaws.com

8

Perfect Technology

972/576-2200

972/576-2209

www.ptc-glass.com

7

PPG Industries Inc.

888/774-4332

412/826-2299

www.ppgglass.com

5

Qingdao Hengda Glass Technology Co. Ltd.

86 532 83161107

86 532 83161107

Not Available

860/526-4996

860/526-8390

www.rotohardware.com

20-21 Roto Frank of America Inc.
51

Royal Mouldings

800/368-3117

276/782-3292

www.royalmouldings.com

45

Royal Window & Door Profiles

770/351-4130

770/351-4160

www.royalgrouptech.com

13

Royal Window & Door Profiles, RoyalPlast Div. 800/361-9261

800/265-5196

www.royalplast.ca

39

Royal Window & Door Profiles, ThermoPlast Div.

800/361-9261

800/265-5196

www.thermoplast.com

43

Sashlite LLC

203/227-9912

203/227-9813

www.sashlite.com

26

Strybuc

800/352-0800

610/534-3201

www.strybuc.com

24

Tekna USA Corp.

877/477-4840

815/477-4870

www.teknausa.com

19

Truseal Technologies Inc.

216/910-1500

216/910-1506

www.truseal.com

C2

Truth Hardware

800/866-7884

507/451-5655

www.truth.com

22

Weiss USA LLC

704/282-4496

704/289-7091

www.weiss-usa.com

53

Win-Door North America 2009

800/282-0003

416/444-8268

www.windoorshow.com

8

Wood’s Powr-Grip Co. Inc.

800/548-7341

406/628-8354

www.powrgrip.com

61

WTS Paradigm

800/387-2957

608/664-9295

www.WTSParadigm.com
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Industry Indices

Global Report on Door and Window
Market Forecasts Declining Demand
hina is expected to surpass
the United States as the
largest market for doors and
windows by 2013, according to the
Freedonia Group’s new study,
“World Windows & Doors.” The
report predicts that product
demand in China will account for
more than half of the worldwide
forecast between 2008 and 2013.
The study also noted that
demand for doors and windows in
China is expected to rise nearly 12
percent annually to $40 billion in
2013. Although the rate of growth
will slow compared to the 20032008 period, the size of the gains
will continue to increase, according
to the Freedonia Group. The growth
will likely be a result of increasing
building construction, especially in
the nonresidential market.
Globally, the demand for doors
and windows is expected to see
growth of about 4.3 percent per
annum to $167 billion by 2013. This
compares to the growth of 7.9 percent the market experienced
between 2003 and 2008. According
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Global Door and Window Demand by Market
Item
Door and window demand
Residential buildings
New construction
Improvement and repair
Nonresidential buildings
New construction
Improvement and repair

(in billions of dollars)
1998
2003
2008
75.8
92.9
135.6
48.7
59.7
81.2
26.6
32.9
45.1
22.1
26.8
36.1
27.1
33.2
54.4
15.3
18.9
33.2
11.8
14.3
21.2

2013
167.0
100.4
59.0
41.4
66.6
40.5
26.1

2018
223.5
132.0
79.8
52.1
91.5
56.7
34.8

Source: The Freedonia Group Inc.

to the study, projected declines in
prices for doors and windows, as
well as a weak outlook for building
construction throughout Western
European, will likely contribute to
the deceleration.
While much of the world is seeing a deceleration in demand,
along with China both India and
Indonesia also are forecasted to
experience above average growth
between 2008 and 2013.
Freedonia also expects plastic
doors and windows to be among the
fastest growing products through
2013, though these products will will

only make up one-fifth of the global
market, according to the study.
Reasons for the increase include the
loc cost and reduce maintenance
requirements of plastic doors and
windows, along with their insulating
properties, according to Freedonia.
Both new construction as well as
improvement and repair markets
also are likely to decline, Freedonia
reports. For new construction as
well as repair/improvements, the
Asia/Pacific region is forecast to be
the fastest growing region. Demand
for new construction in Eastern
Europe is also expected to grow.

June Numbers Offer Some Good News for Housing Market

T

he housing industry received some
positive news in July: Sales of
newly built, single-family homes
rose 11 percent in June to a seasonally
adjusted annual rate of 384,000 unit,
according to U.S. Commerce Department
numbers. The gain marks a third consecutive month of improved sales activity,
according to the National Association of
Home Builders (NAHB).
”[This] report is good news that indicates the nation’s housing market may
be in the process of turning the corner,”
says Joe Robson, NAHB chairman and a
home builder from Tulsa, Okla.
www.dwmmag.com

But he adds that Congress needs to
take action to make sure this positive
news continues.
“The key to moving us out of recession
is to get Americans back to work,” Robson
says. “Congress and the Administration
should know that housing can be a significant generator of good jobs. We need
to make housing a priority in the recovery
process,otherwise we could continue to
bounce along a bottom for some time.”
More good news was that the gain in
home sales was reflected in three out of
four regions (sales activity declined 5.3
percent in the South, which is the coun-

>I

try’s largest housing market) and helped
shrink the inventory of new homes for
sale to its lowest level in years, according
to NAHB chief economist David Crowe.
“Even so, the pace of home sales in
June 2009 was still more than 21 percent
off the pace of sales in the same month
last year, so we still have quite a way to
go,” he says. “The concern now is that
complicating factors—particularly job
losses, appraisal issues that are torpedoing more than a quarter of new-home
sales, and the impending expiration of
the first-time buyer tax credit—threaten
to stifle the positive momentum.”
❙
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