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DO YOU WANT MORE

STYLE,

STRENGTH,

PERFORMANCE,

EASE OF INSTALLATION

AND REDUCTION IN YOUR INVENTORY?

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

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

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

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

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

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

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

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

700 West Bridge Street • Owatonna, MN 55060 • 1-800-866-7884 • www.truth.com
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STAIR REMODELING JUST GOT
A FEW STEPS EASIER.
Solid Hardwood Tread
Featuring tongue & groove construction.

NEW

Young

US Patent Pending

makes it easy to renovate any stairs –
from carpeted to premium hardwood.
Not just easier, but more affordable, since Young Manufacturing’s newest
innovation – Young RetroTreadTM – delivers a solid hardwood upgrade of
the stairs without having to rebuild.
Young RetroTreadTM is made in the USA by the same family of craftsmen
who have been helping to build America since 1858.

Reversible Return Nosing
A Young Manufacturing exclusive!

1-800-545-6595
YOUNGMANUFACTURING.COM
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Making triples? Is the HEAT getting through?
If you use an oven roll press to manufacture triples, you risk:
t Underheating the seal to the inner lite, possibly causing premature failure.
t Over-compression of outboard seals in an effort to achieve adhesion on inner seal, possibly causing
metal or plastic shim contact to glass resulting in potential unit breakage or premature unit failure.
t Increased energy consumption = $$$.

Butyl corrugated shim spacer

(Actual photos)

U-channel spacer

Super Spacer’s acrylic adhesive gives you the assurance of a consistent bond

to the center lite without the need for an expensive oven roll press.
More key benefits of triples made with Super Spacer®:
t Improved energy efficiency = lower energy usage and energy bills.
t Improved durability with dual-seal system.
t Improved condensation resistance (approximately 60 percent) over
double-glazed units with low-e coatings and argon filling.

Edgetech’s customers making Triple-Pane IG with Super Spacer are poised to take advantage of the DOE
R5 Windows Volume Purchase Program.

Call Edgetech IG to learn more about making high-quality triples
with the only warm edge spacer system that has over 20 years
of proven performance!
800.233.4383 or visit www.edgetech360.com.

2009 Winner
DWM Green Award
“Spacer Supplier”

DWM

™

© 2010 Door and Window Manufacturer (DWM)
Magazine. All rights reserved. No reproduction of
any type without expressed written permission.

Contents

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

Zoom Fit
Search

–

+

I<

Archives

E-Mail

<

>

>I

Subscribe

DWM

™

FROM THE PUBLISHER

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

Publisher/Editor

Triple Threat
BY

TARA

n 1992, the Environmental
Protection Agency (EPA), the
Department of Housing and
Urban Development (HUD) and
the Occupational Safety and
Health Administration (OSHA) all
said they wanted to eliminate lead
in residential homes and they
wanted to do it by April 22, 2010.
Enter the EPA’s Lead Renovation,
Repair and Painting (RRP) Rule,
which was issued in 2008. This was
just one of the things I learned
when I took the EPA’s Certified
Renovator class in June 2010.
Upon returning from my training I wrote a blog about the many
things I learned (check it out on
dwmmag.com) but want to focus
on just one of them here.
But first consider this comment
from my instructor: “This rule is
not the best rule. EPA had to make
some changes and they will continue to tweak it.”
The fact that the rules will continue to change is not a huge surprise. Hopefully these tweaks will
make the program better but, good
or bad, more changes are likely. In
fact, my instructor suggested that
you check out the EPA’s website
regularly for changes and updates.
The most surprising thing I
learned from the class is that you
don’t just have to worry about the
EPA’s rules when it comes to lead.
HUD’s are tougher.
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HUD Rules—More Stringent
Our instructor told us that contractors working on a job for which
they are receiving federal funds
have to follow HUD’s Lead Safe
Housing Rule.
“If you’re following these, you’re
www.dwmmag.com

TAFFERA

following the most stringent rules,”
he said. “What’s allowed by EPA is
not tolerated by HUD.”
He offered some examples of the
differences between the two programs. One is the fact that contractors following EPA’s rules have to
issue the pamphlet, “Renovate
Right,” to the homeowner prior to
doing the job—but if it’s the day of
the job that’s fine. For HUD, the
brochure has to be presented 15
days prior to the work.
No one could answer the question as to why the rules are different.
(You can check out HUD’s rules at
http://www.hud.gov/offices/lead/).

OSHA Rules—No Joke
And then there’s OSHA.
“Some of the things EPA will tell
you to do goes against OSHA
rules,” said our instructor.
“OSHA is no joke,” he added.
“They could teach the EPA how to
enforce a program.”
While the scope of the class
focused on EPA rules, and time
constraints prohibited us from getting into the differences between
the two programs, our instructor
urged class participants to read
OSHA’s construction standards
related to lead, 29 CFR1926.62.
I’m not pointing out the inconsistencies to place blame. I’m doing
it so contractors can make sure they
are following the appropriate mandates. Additionally, it may show
that while “tweaks” still are being
made to EPA’s program, the EPA
may be looking to these more stringent agencies for the final rules.
Why not prepare now? Wouldn’t
everyone be better off if we were all
prepared sooner?
❙
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Fine-tuned to perfection
Slide and Turn Systems
Folding-Sliding-Systems
Horizontal-Sliding-Wall Systems

Experience German precision at its ﬁnest with a SUNFLEX glass wall system. State of the art
technology and the most innovative product line in the world.

SUNFLEX-Wall-Systems LP l 28400 Old US 41 Rd. Unit #5 l Bonita Springs FL 34135 l P 1-800-606-0756 l F 1-239-495-2890 l info@sunﬂex-wall.com l www.sunﬂex-wall.com
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PROTECT THE VIEW

Cleaner than Cold Water
BY

here are a number of stories
floating around the Internet
concerning the ability to adequately clean dishes with cold
water. A dinner guest discovering a
plate with a filmy substance and
dried specks asks the host, “Are
these plates clean?” The host
replies that “they are as clean as
cold water can get them.” As the
story concludes we discover that
“Coldwater” is the name of the
host’s dog. This story brings to
mind some responses I hear when I
question IG manufacturers regarding the practice of using hot water
and detergent in their glass washing equipment.

T

Doing it Wrong

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

6

There are insulating glass manufacturers that are aware that the
temperature of wash water in their
glass washers is not hot enough.
They attempt to justify the practice of washing glass with cold
water: “We have never used hot
water and we always pass certification testing.” “We save energy by
not heating the water.” “The water
doesn’t need to be hot.” Others
understand that it is desirable for
the water to be hot, but have many
excuses why it is not. “The heater
is broken or undersized.” “I can’t
wait for the water to heat up, we’re
behind in production.” “Our hot
water tank isn’t large enough to
keep up with the demand.”

Doing it Right
Most glass washing equipment
manufacturers recommend the
wash water be at least 130 degrees
Fahrenheit. They design and build
the washers with immersion
www.dwmmag.com
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BURK

heaters large enough to maintain
the required temperature. Many
glass washers include switches and
alarms that must be reset or
bypassed in order to operate the
washer with water temperatures
that are below specification. They
have designed the washer to use
hot water because they realize hot
water results in cleaner glass.

Poor or insufficient rinsing
action leaves behind
contaminates that may
lead to seal failures.
A consensus regarding the use of
hot water usually can be reached.
However, a consensus regarding
the use of detergent has been
more difficult.
Most manufacturers realize that
approved detergents will result in
cleaner glass due to the detergent’s
ability to soften and remove oily
films and dried contaminates. These
manufacturers must watch for
inconsistencies in the quantity of
detergent used and the frequency in
which it is added to the process.
Adding detergent only at the beginning of the shift results in lower concentrations of detergent as the tanks
are refilled. Excessive amounts of
detergent create foaming and contamination of the rinse water. They
use products or additives that have
not been approved by the supplier
of washer glass and sealants can
damage glass coatings, contaminate
the washer and water filter systems
and lead to loss of adhesion.
Other manufacturers oppose the
use of detergent due to concerns

>I

regarding the rinsing or removal of
the detergent. Poor or insufficient
rinsing action leaves behind contaminates that may lead to seal failures. When detergents are used, it is
critical that the washer rinse section
is operating correctly. There must be
an ample supply of rinse water to
flood the lite of glass and completely
rinse away the detergent.

Look to Suppliers for Guidance
The answers for when to use
detergent are available from the
glass washer manufacturer and the
glass supplier. The glass manufacturer will tell you if the use of detergent is recommended and which
detergents are compatible with
their products. Be specific when
inquiring about specialty coatings.
The equipment supplier will educate you on when to add detergents
and how much is required. This will
be based on the tank sizes, the type
of water filtration system and the
method used to replenish the water
through the shift.
If you don’t believe that detergent
and hot water make cleaning easier,
go home and wash some dirty dishes. Don’t use any hot water or dishwashing soap. Keep in mind that
your glass washer will have the same
difficulty cleaning with cold water
and no detergent. It will be difficult
for the washer to remove cutting
fluid, oily finger prints, dust, dirt and
dried interleaving materials.
❙
Mike Burk serves as manager,
workplace learning and development
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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AAMA ANALYSIS

Dissecting Star Programs:
Energy, Home and Building
BY
ew energy performance rating and incentive programs,
the Home Star residential
retrofit program, and a complimentary program for commercial
buildings, Building Star, currently
are traversing through Congress.
Meanwhile, the ENERGY STAR® program is receiving a major makeover.

N

KEN

BRENDEN

$1,500 for each additional five percent of modeled energy savings, with
incentives not to exceed 50 percent
of total project costs. Recommended
measures can include replacement
doors and windows.
The Home Star proposal also
attempts to impose new quality
assurance standards covering contractor accreditation and workforce

Home Star
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Home Star, officially introduced
in the House of Representatives as
The Home Star Energy Retrofit Act
of 2010 (HR 5019) and unofficially
dubbed “Cash for Caulkers,” calls
for rebates direct to homeowners
who invest in qualifying home
energy efficiency improvements,
including replacement doors and
windows . As of this writing, the bill
had passed the House Energy and
Commerce Committee and was
slated to move to a vote by the full
chamber, followed by a Senate vote.
The program proposes two levels
of participation. The Silver Star
incentive level focuses on specific
energy-saving measures such as
window replacement and provides
cash rebates for 50 percent of project costs up to a $1,500 maximum.
The program as proposed would
cover a project “that replaces at least
eight exterior windows or skylights
or 75 percent of the exterior windows and skylights in a home,
whichever is less, with windows or
skylights that are certified by NFRC.”
The performance-based Gold Star
incentive offers higher rebate
amounts for consumers who develop a customized retrofit plan based
on a thorough energy audit.
Homeowners can receive $3,000 for
modeled savings of 20 percent, plus
www.dwmmag.com

Homeowners can
receive $3,000 for modeled
savings of 20 percent, plus
$1,500 for each additional
five percent of modeled
energy savings.
training and certification. While the
measures do not mention anything
related specifically to door and
window installation, they give latitude for the Department of Energy
(DOE) to recognize various existing
programs. Accordingly, AAMA is
working to gain recognition of the
InstallationMasters™ program,
now with 10,000 program participants under its belt, as the preferred option for qualifying window
installers.

Building Star
As Home Star is to residential,
Building Star is to commercial.
Introduced in the Senate as S 3079
on March 26 and referred to the
Senate Environment and Natural
Resources Committee, it would
provide rebates and tax incentives
to building owners for energy retrofits in commercial and multi-family
residential buildings.
Building Star’s proposed rebates

>I

would cover approximately 30 percent of the cost of installing energyefficient products and/or providing
related services. Qualifying windows would be eligible for $150 or
$300 per unit.

ENERGY STAR
As this legislation unfolds, the
ENERGY STAR program for doors,
windows and skylights is facing a
comprehensive and aggressive
revamp. Under the new regime,
EPA becomes the lead agency on
the ENERGY STAR program while
DOE offers technical support.
ENERGY STAR will also become a
two-tiered program encompassing
both its existing scope aimed at a
25 percent or less market share,
plus a new top-tier—to be known
as “Super Star”—for the approximately five percent of top-performing products.
AAMA supports both Home Star
and Building Star as means to get
more contractors back to work and
spur production of qualified products designed to reduce energy use
and associated costs for homeowners and building owners. We will,
however, remain watchful that their
performance criteria, compliance
timelines, standards and testing
and certification protocols reflect
real-world capability at a cost-benefit balance that will enable them
to reach their admirable goals.
❙
Ken Brenden serves as technical services
manager for the American Architectural
Manufacturers
Association
in
Schaumburg, Ill. He may be reached at
kbrenden@aamanet.org. His opinions
are solely his own and do not necessarily
reflect those of this magazine.
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Take the confusion out
of adhesive selection.

Experience Franklin’s Advantage trio for wood windows – Advantage 415, 425 and 925.
These adhesives provide high-performance characteristics as measured by ASTM and
Hallmark standards. They provide versatility for finger jointing, edge and face gluing as well
as hot and cold press applications. The highly water-resistant Advantage trio is preferred by
some of the most respected wood window brands in the industry.

ADVANTAGE

"H7DAB?D
Adhesives & Polymers

®

Experience the Advantage, www.FranklinAdhesivesandPolymers.com
For more information contact, marketing@franklininternational.com or 1.800.877.4583 ext 1337
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TREND TRACKER

Using Sale-Leasebacks as a Financing Tool
BY
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COLLINS

any door and window Applying a capitalization rate of ten
companies are having dif- to that payment would yield $20
ficulty attracting capital million in proceeds.
Sale-leaseback investors, meanin the current business environment. Often, such companies look while, increasingly view candidate
to real estate sale-leaseback trans- companies from a private equity
actions as an alternate source of perspective, rather than a strictly
financing. In a sale-leaseback, a company sells its
real estate to a group of
One-million square
investors who, in turn, lease
feet of space leased
the property back to the
company. In this way, the at $2 per square foot
company is able to receive
would generate $2
the cash generated by the
million per year in
sale of the real estate and
lease payments.
still maintain uninterrupted
use of the facility on a tento 20-year lease.
Sale-leaseback transactions of real estate perspective. In other
industrial real estate have become words, they carefully assess the
more common over the years strength of the company, the way it
because of a groundswell of goes to market, its place in its indusinvestors willing to invest in indus- try and its ability to pay the lease
trial property. First Industrial Realty payments for a long period of time.
Trust estimates that 60 percent of
all industrial space, roughly 15 bil- Drawbacks of Salelion square feet, is owned by the Leaseback Transactions
corporations that occupy it. This
In the last 18 months, the pricrepresents roughly $700 to $900 bil- ing on sale-leaseback deals has
lion invested in non-core assets.
been soft because a number of
investors have left the market.
Some are tending to ailing real
Mechanics of
estate portfolios, while others
a Sale-Leaseback
The liquidity created in a sale- have retreated because of the
leaseback is a function of a number dearth of debt financing. Like
of factors, including the appraised merger and acquisition transacreal estate value, as well as prevail- tions, sale-leaseback transactions
ing lease rates in the area. A capital- peaked in 2007, the most recent
ization rate determined by the mar- year during which debt financing
ket is applied to the annual lease was relatively plentiful. However,
payment to determine the total pro- new real estate funds are continuceeds. For example, one million ally being formed.
Assuming that a company’s ownsquare feet of space leased at $2 per
square foot would generate $2 mil- ers are satisfied with the pricing the
lion per year in lease payments. market places on their real estate,
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the successful completion of the
sale-leaseback will result in a significant lease expense where there
was none previously. Depending
on the use of the funds generated,
it is likely that the company will
have greater financing related
expenses after the transaction, at least for the short
term. Finally, a sale-leaseback does not free a company from certain real estaterelated expenses. Under a
triple-net lease, the lessee
(seller) still is responsible for
repairs and maintenance.
As the market begins to
recover, many door and window companies will find that
their trailing losses prevent them
from securing traditional debt or
equity financing. A sale-leaseback
gives a company the flexibility of
freeing up capital without ever
speaking to a lender. It is likely that
many land-rich door and window
manufacturers will explore this
financing option in the next two
years. This will be particularly true
for companies located in areas that
did not experience a significant runup in commercial real estate prices
and, therefore, haven’t suffered as
much of a price decline. For such
companies, a sale-leaseback could
be the perfect vehicle to fund their
growth in the coming recovery.
❙
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. His
opinions are solely his own and not
necessarily those of this magazine.
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AMD HEADLINES

Everything’s Blooming—Even the Industry
BY
e exited the hibernation
of winter and watched
the crocus sprout, trees
bud, birds sing and flutter about
building their nests, the grass turn
that familiar shade of green, and I
watched my wife formulate her
spring “things for me to do” list.
There was a feeling of happiness in
the air, and colors became bright
and vibrant: hope was renewed.
Our industry has been through
some difficult times perhaps an
even once-in-a-generation event.
It’s time to get all that behind us
and plan for the future. I’m not talking about tomorrow’s future or next
week’s future, but months from
now future. We need to plan for the
future like we used to do.
I recently had a discussion with
an acquaintance who is a consultant with an engineering background. He is not part of our industry, but he quickly understood the
difficulties we are facing. After a
brief discussion, he asked, “What
steps have you taken to better cope
with the changes that have
occurred within your industry?”
Several replies came to mind
instantly, all flippant. This is a really smart guy who would see
through my rambling instantly, so
for once I said the right thing and
replied, “I don’t know yet.”
Most of my frustrations with not
being able to solve a problem are
due to trying to process too much
information at one time. Breaking
everything down into basic components helps bring clarity. Too much
data masks simple solutions.
Having spent a considerable
amount of time reflecting on what
has worked in the past and what we
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JR.

Going forward, in my opinion, dominance in a particular
marketplace will have more bearing on success.
You are going to need to be the dominate player in
that market or at least a strong number-two.
will need to do differently in the
future, two cultural organizational
changes came to mind.
First, in the past, organizational
size in terms of number of locations, geographical diversification
and buying power was a huge
advantage. In my opinion, dominance in a particular marketplace
in the future will have more bearing
on success. You are going to need to
be the dominate player in that market or at least a strong number-two.
Manufacturers have invested a lot
of money and resources developing
their own sales staff to market
product. To grow market share,
they will need to look past the large
national distributor to the dominant regional distributor. It may be
a slower growth model for them,
but it also comes with the rewards
of diversification and higher profit
margins. A strong local distributor
currently has a more even playing
field than in the past. Our planned
future growth is vertical.
Second, in distribution, three
attributes can be sold: quality product, service and price. Profitable
selling allows us to offer the customer two of the three attributes.
We have a tendency to define the
type of distributor we want to be
and then market ourselves accordingly. We sometimes limit our customer search to the type of distributor in which we define ourselves.
For instance, quality product and
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good service or low price product
and good service. Service never can
be sacrificed. We are looking for
that niche market.
We need to have all three attributes available, then decide which to
offer to each customer on an individual basis. Why? The size of pie
consisting of housing starts has
shrunk considerably. To maximize
sales opportunities, product offering will have to be expanded.
All products are not equal, and
all customers are different. We need
to do a better job of matching customer needs with product and
service offering to those customers.
Most of us have capital restraints so
we have to choose expanded product offerings wisely. We also may
have to sacrifice some inventory
depth to help free up capital for
expansion. One thing we cannot
sacrifice, however, is service. We
also must be mindful that service is
an attribute we have available to
sell, not give away. If all customers
get the same level of service, then
either the services are being sold
too cheap or they aren’t worth what
is being charged.
❙
George E. Kessel Jr. is president of
Morgan-Wightman Supply Co., and also
serves on the Association of Millwork
Distributors Executive Committee as
treasurer. His opinions are solely his own
and do not necessarily reflect those
of this magazine.
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P.H. TECH TRAINING
PAYS OFF ON
THE SALES FLOOR
T H E C U S T O M T R A I N I N G YO U N E E D
FOR HIGHER SALES & BE T TER MARGINS

NEW DP60 MECHANICAL SASH
Be on the top of your game with our
new mechanical sash—a component
to boost P.H. Tech patio doors’
high performance even more!
A sash that meets the new energy
efficiency standards.
Contact your PH representative
for more information.

There’s more to P.H. Tech than a full range of high-performance products
with minimal after-sales service. Ask about our innovative new Sales Training
Simulator, specially developed to help even seasoned pros stay ahead
of the game. Sell more, close faster, and drive those margins up!
P.H. Tech: Always on your side, helping you grow.
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MOULDING THE FUTURE

Achieving Excellence
in Moulding Manufacturing
BY
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A.

SCHROEDER,

CMP,

CAE

n August, the Moulding & turers may have attended in the 1:30 p.m. Spouses may make
Millwork Producers Association past? As attendees explore the possi- advance spa appointments for an
(MMPA) will stage its 47th sum- bilities of finishing equipment, Hal afternoon of pampering if they
mer business meeting with the Shackelford of Sherwin-Williams choose not to golf.
added flair of a Plant Tour Education Co. will be onsite to answer perDay in North Carolina. Today’s busi- formance coating questions as it Down to MMPA Business
ness climate demands moulding applies to the equipment lending
The group then will make its
manufacturers achieve excellence in his expertise to the presentation. way to the historic Grove Park Inn
production each day by optimizin Asheville, N.C., for the
ing their production lines to
MMPA’s 47th summer business
This format is a take on the
increase their bottom lines. The
meeting taking place August
association’s Productivity
MMPA continues to focus on
11-14. Highlighted session topassisting
manufacturers
in Information Exchange (PIE) formula ics
will
include:
Code
obtaining the information and
Compliance
Research
Report
of experts presenting with experts.
tools they require to be competifor
Poly
Manufacturers;
tive in today’s millwork market.
Product Certification Program
The program outlined for North This format is a take on the associa- for Poly Manufacturers; Dust
tion’s Productivity Information Management; Briquetting Systems;
Carolina will build on this premise.
Exchange (PIE) formula of experts Finishing; Leasing Equipment in
presenting with experts. (The next Today’s Economy; A Look at the
Suppliers Open Their Doors
Stiles Machinery, WoodEye North PIE event—a personal education Hardwood Market and Industry;
America and Michael Weinig Inc. day for manufacturers designed by Key Provisions of the New Hire Act
are opening their doors to the each attendee—will take place on and Healthcare Reform Act; and
MMPA for a day of education. the Isle of Palms, S.C., in March the Climate in Commercial
WoodEye North America will have 2011. Watch the MMPA website cal- Banking. Of course, the MMPA’s
its equipment set within the Stiles endar of events page for details at summer program will feature
spousal activities along with other
Machinery facility for the plant www.wmmpa.com.)
For those traveling with spous- optional activities interspersed
tours. Stiles and Weinig also have
dedicated four hours on Monday, es, a separate program has been with the educational sessions.
The MMPA is a trade associaAugust 9, to manufacturers and outlined during the Stiles/Weinig
their questions or inquiries. Plant tours to keep them engaged. tion for manufacturers of wood,
tour attendees will be able to see, Spouses will enjoy a visit to the MDF and PVC/Poly Blend mouldfeel and touch the equipment of Bob Timberlake Gallery followed ings and millwork. Non-members
interest to them, and then have by a lunch and wine tasting tour of may register to attend the plant
tour education day and the
their questions answered as to how Childress Winery.
The second day of the program Summer Business Meeting. For
each piece of equipment may fit
will bring the group to East Coast more information, please contact
within their current operations.
As an added bonus, all three Moulding Co.’ s facility in Wilkesboro, the MMPA office at 530/ 661-9591
❙
suppliers will round out the tours N.C. East Coast Moulding will tour or visit www.wmmpa.com.
by inviting other suppliers to the the group through the facility, ending
moulding industry to have infor- midday with a lunch. From there, a Kellie Schroeder, CMP, CAE, is executive
mational tabletops set up at their golf and spa afternoon has been set vice president of the Moulding and
locations to further answer up at Rock Barn Country Club & Spa Millwork Producers Association. She may
in Conover, N.C. Those desiring to be reached at kelli@wmmpa.com. Her
attendee questions.
Why is this plant tour education play on the Robert Trent Jones opinions are solely her own and do not
day different from others manufac- Championship Course will tee off at necessarily reflect those of this magazine.
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WDMA UPDATE

No Rest for the Weary
Lead Paint Challenges Mount
JEFF
he cliché “no rest for the
weary” seems particularly
applicable for the current
challenges being faced by the door,
window and skylight industry.
The more traditional arena of
national model codes and standards now includes a number of
rapidly evolving green building and
sustainability codes and standards,
fervent pushes for ever more stringent energy and building code
requirements, development of
independent state code requirements, development of new ENERGY
STAR® program requirements, EPA
lead paint rules and future OSHA
dust rules, among others. All are
now a part of the mix on a list that
is growing.
Adding to the complexity is the
almost overnight involvement—in
relative
terms—of
Congress
through current legislation for tax
credits, Home Star and Building
Star economic stimulus and climate change.
Making all of this particularly
challenging and equally frustrating
are the countervailing impacts
some of these issues have on one
another.
That’s especially the case with
EPA’s current intent to add new,
more stringent lead paint dust
cleaning and clearance testing
requirements (applicable to all
door and window replacements in
pre-1978 housing) to the existing,
already onerous certification,
record keeping, and special renovation work practices that must be
followed by a firm or anyone
engaged in the business of renovating pre-1978 housing. EPA’s intent
to expand the scope of the rule to
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Making all of this particularly challenging and
equally frustrating are the countervailing impacts
some of these issues have on one another.
cover public and commercial
buildings is equally disturbing.
Both stand to further discourage
the critical energy-efficient retrofits
of existing homes and buildings
being promoted by ENERGY STAR®,
voluntary programs and federal
legislation, as well as renovations of
any kind in pre-1978 housing and
public and commercial buildings,
especially replacement of doors,
windows and skylights. In turn, this
further impedes our struggling economic recovery.
These actions come on the heels
of EPA’s implementation of its initial lead paint rule on April 22
despite widespread calls by our
association, and many other allied
associations and their members
with interests in the renovation
industry, and members of Congress
to delay the rule because of EPA’s
failure to ensure that adequate
numbers of certified renovators,
firms and trainers are available to
effectively implement the rule.
EPA also has refused to budge on
its decision to remove the “opt-out”
provisions from the rule. The initial
rule was limited to renovations in
pre-1978 where children aged six
and under and pregnant women
reside. That becomes effective on
July 6.
Making matters worse, the proposed final rule for dust-wipe and
clearance testing will require those
performing many types of renovations, including replacement of
doors and windows, to take dust
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wipe samples and have them tested by an EPA-approved laboratory
before the project can be verified
as performed in compliance with
the law. Those results also must be
provided to the homeowner or
occupant.
The WDMA always has supported efforts to protect pregnant
women and children from risk of
potential lead poisoning that can
result from lead paint dust generated if lead based paint is disturbed
during renovations. However, it has
strongly opposed implementation
of the initial rule until there are sufficient numbers of certified firms,
renovators and trainers, and has
equally opposed removal of the
“opt-out.”
WDMA will continue to advocate for commonsense implementation of the rule to minimize its
impact on our fragile economic
recovery and in impeding the
energy retrofit of existing homes
and buildings. Our association is
coupling that with new efforts to
oppose EPA’s intent to add even
more stringent requirements and
expand the scope of the rule to
public and commercial buildings.
Comments on both are due to EPA
by July 6.
❙
Jeff Inks serves as vice president of codes
and regulatory affairs for the Window
and Door Manufacturers Association. His
opinions are solely his own and do not
necessarily reflect those of this
magazine.
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What’sNews
ENERGY NEWS

EPA Begins Phase 2
of ENERGY STAR® Revisions
Rich Walker, president and chief
he
U.S.
Environmental reasonable period of time through
Protection Agency (EPA) the following: Development of equiv- executive officer of the American
Manufacturers
announced the beginning of alent performance criteria for Architectural
the second phase of its criteria revi- impact-resistant products, and con- Association (AAMA) says he is
sions for doors, windows and sky- sidering industry proposals for a day- encouraged by EPA’s addition of
lights on June 14. During this lighting credit for skylights and several non-thermal performance
process, EPA will invite industry Tubular Daylighting Devices (TDDs). parameters to the next E NERGY
input and update research from
STAR revision.
the last criteria revision (June
“Although resistance to wind
Although resistance to wind load
2007 – April 2009). Based on this and windborne debris impact are not load and windborne debris
feedback and analysis, EPA will
directly tied to thermal performance, impact are not directly tied to
select criteria that meet the printhermal performance, both
both properties are critical in
ciples outlined in The Energy
properties are critical in mainmaintaining the structural
Star Label: A Summary of
taining the structural integrity
integrity of fenestration.
Product Labeling Objectives and
of fenestration,” says Walker.
Guiding Principles. Phase one
—Rich Walker, president and “Superior thermal characteriswent into effect on April 1, 2010.
chief executive officer of AAMA tics of windows, doors and skyEPA, in consultation with the
lights can be meaningless if the
The EPA also proposes that energy units cannot stand up to wind
U.S. Department of Energy (DOE),
says it is considering a variety of efficiency can be achieved with sev- loads and flying debris from high
adjustments to the criteria in order eral technology options, at least one wind events. The members of
to meet the requirements of the of which is non-proprietary. This can AAMA look forward to working
guiding principles and to address be accomplished by allowing leeway closely on integrating these imporcomments raised during the last cri- in thermal performance for products tance fenestration attributes that
teria revision. Initial topics for con- being installed at high altitudes.
have been key components of the
Regarding product energy con- AAMA Gold Label Certification
sideration include realizing significant energy savings on a national sumption and performance, the Program for many years.”
basis. According to the EPA announcement says this can be
Jeff Inks, vice president of codes
announcement, this can be accom- measured and verified with testing. and regulatory affairs for the
plished by establishing lower U-fac- Topics for consideration include cre- Window and Door Manufacturers
tors in most or all climate zones, ating/adding a blind purchasing Association (WDMA) says that
adjusting SHGC in some climate program through the National while the DOE and EPA have been
zones and expanding education on Fenestration Rating Council; and talking about phase 2 for some time
resolving the outstanding conflict it is helpful that the industry now
shading and orientation.
Secondly, the EPA says product between the physical and simulation has a formal timeline in place.
performance can be maintained or test results for TDD U-factor ratings.
Inks pointed out that in phase
Lastly, EPA says, under the new 2, the EPA will be considering the
enhanced with increased energy
efficiency. This can be accomplished criteria, labeling would effectively addition of new qualification crithrough establishing installation differentiate products and be visi- teria beyond existing U-factor and
procedures to ensure product per- ble for purchasers. This would be solar heat gain coefficient energy
formance, adding a minimum air accomplished through maintain- provisions, for example, air leakleakage requirement and requiring ing or enhancing product and dis- age and installation procedures.
play unit labeling; and bringing
some form of structural testing.
“We’ll certainly be working
Additionally, purchasers will market share more closely in line closely with EPA to help ensure that
recover their investments in with the 25 percent program target, any revisions to the existing criteria
increased energy efficiency within a according to EPA.
or addition of new criteria are prac-
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tical and within the scope of the
intent of the ENERGY STAR products
program.” he says.
“EPA has indicated they will
work closely with industry. We
trust that they will and we look forward to working with them on
development of phase two criteria,” he adds.
Timeline
EPA has established the following tentative timeline for the criteria revision.
• Initial Analysis and Research,
June 2010 – June 2011;
• Preliminary Criteria Published,
July 2011;
• Stakeholder Meeting, August
2011;
• Comment Period, August –
September 2011;
• Review Comments, Finalize
Criteria, October 2011-February
2012;
• Release Final Criteria, March
2012;
• Two-Week Comment Period,
April 2012;
• Publish
New
Program
Requirements, May 2012; and
• Criteria Take Effect, March 2013.
EPA says that for its initial analysis it will gather data on marginal
cost, product performance and production considerations. Anyone
interested in discussing these or
other issues with an ENERGY STAR
staff support person should contact
Joe Hart of D&R International at
jhart@drintl.com or 301/588-9387.
Written comments may also be sent
to Hart via e-mail or fax (301/5880854). Non-disclosure agreements
are available upon request.
continued on page 20
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No Matter What Your Style…
Simplify Your Adhesive
And Sealant Dispensing
Nordson® dispensing solutions improve the
accuracy and repeatability of your adhesive and
sealant dispensing for window and insulated glass
applications. Whether automated, semi-automated
or manual production, Nordson systems help you:
increase throughput
reduce labor and material usage
N improve product quality
N
N

Nordson equipment eﬃciently handles a broad
range of materials, including butyls, silicones and reactive hot melt adhesives,
for a wide variety of fenestration applications. And, our solutions help you
optimize material use while reducing scrap and rework.
Specialty laminating systems allow you to wrap PVC extrusions with unique
colors without changing the characteristics of your window system.
Contact Nordson today to see how we can help streamline your backbedding,
corner joining, assembly or insulated glass sealing applications.
nordson.com | 800.683.2314

©2010 Nordson Corporation
PAA-10-5620

LitBits

free literature

Bystronic Lenhardt GmbH, which is part of Bystronic Glass Group, has
launched an optimized, spare-parts catalogue tailored specifically for customer machines … The Aluminum Association has released its 2010 Aluminum
Design Manual. This comprehensive, resource includes a glossary, information
on shear yield strengths, shear strength of tubes, screw pull-over, screw slot
pull-out strength and serviceability, evaluating existing structures and more
(www.aluminum.org) … The Southern Pine Council has created an informational sheet to explain the benefits of using pressure-treated lumber in outdoor applications. The sheet is available for download from
www.sfpa.org/Marketing/AllAboutTreatedWood.pdf.
❙
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What’sNews
CONTINUED

LEGAL NEWS

Appeals Court Certifies Class in Pella
Consumer Fraud Suit; Attorney Offers Tips
U.S. Court of Appeals recently affirmed a lower court’s
decision to certify a consumer fraud class action suit against
Pella Window Corp. In the suit, the
plaintiffs allege that the company’s
aluminum-clad wood ProLine casement windows contain a design
defect that permits water to seep
behind the aluminum cladding and
causes the wood to rot at an accelerated rate, according to court documents. Though Pella modified its
warranty program accordingly
when it learned of the defect, plaintiffs claim “that it committed consumer fraud by not publicly declaring the role that the purported
design defect plays in allowing rot.”
Though a lower court had previously ruled to certify the class, Pella
had appealed this decision—but the
decision was affirmed in late April
by the U.S. Court of Appeals for the

A

Seventh Circuit, leaving many to
fear similar, future consumer fraud
suits could be on the horizon.
Attorney David Toney of Adams
and Reese LLP in Houston is not
directly involved in the case, but
does work closely with door and
window manufacturers and suggests suits of this type—those
focused on design-based claims—
could become more common.
“What’s more and more scary are
these design-based product challenges,” he says. “ … They claim
that the design of a window is
defective in each and every window
manufactured. It’s really scary
because once they find an issue
with one product, it becomes a
much broader issue for the client.”
So what can manufacturers do to
protect themselves? Though there’s
no real way to prevent such claims,
Toney suggests it’s important to

LEGISLATION

Senate Passes Amendment to Allow Small Contractors
Time to Comply with New EPA Lead Paint Rule
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The U.S. Senate has passed an amendment to the Fiscal Year 2010 Emergency
Supplemental Appropriations bill designed to provide contractors with additional time to comply with the recently enacted Environmental Protection
Agency (EPA) lead paint rule (see related story in May 2010 DWM, page 26). The
bill, authored by Sen. Susan Collins (R – Maine) and Sen. Olympia Snowe (R –
Maine), would prohibit the EPA from levying fines against contractors who have
signed up for training classes by September 30, 2010.
The rule, called “Lead: Renovation, Repair and Paint Rule,” went into effect
April 22, 2010. It requires that contractors who perform work in homes built
before 1978 be EPA-certified or face fines up to $37,500 per violation per day.
“Unfortunately, as a result of EPA’s lack of planning, there still are not
enough certified trainers in most states to educate contractors about these new
requirements,” reads a statement from Sen. Collins’ office. “Three states,
Louisiana, Wyoming and South Dakota, do not have a single EPA-certified trainer. In Maine, there are just three EPA-certified trainers. Hundreds of Maine contractors have signed up for training, but are being forced to wait.”
Collins says a delay in the levying of fines would allow adequate time for
contractors to comply with the new regulation.
www.dwmmag.com
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make sure your marketing materials, brochures and
warranties
are
worded so that
they don’t offer
unreasonable
expectations to
the consumer.
“Set a reasonable
expectation—and you do
that through your marketing, literature, brochures,
and warranties,” he says.
“And secondly, meet those
expectations.”
With a push for green building
and many of the new, emerging government programs, this becomes
especially important, Toney adds.
“The guys who do consumer
class action work have figured out
that there are some substantial
companies in the door and window
and building products industries,
and, especially now with the green
building, companies need to be
really careful and exercise extreme
care with what they’re marketing to
the customers,” he says. “With the
money the government is throwing
at green building and making
buildings more efficient, these
attorneys know that [manufacturers] may be marketing something
that they haven’t quite developed
yet or products that haven’t quite
met the performance yet.”
But he stresses that honesty is
the best strategy.
“It all comes back to that sales
literature, all those representations
you make—just try to make it as
clear and reasonable as possible
and something you can perform to
and defend if you do get stuck in
one of these [suits],” he says.
❙
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Introducing...

INSULATING GLASS
MACHINERY AND
EQUIPMENT

Edgetech Offers Gasglass
Trade-In Program
Edgetech I.G. in Cambridge,
Ohio, the exclusive Gasglass distributor, is offering a trade-in program
that makes it easy and cost-effective
to upgrade to the enhanced
Gasglass Handheld v2. The program, which will run through
August 31, provides a $6,300 tradein value for older Gasglass models,
including 1002 and V-1, that are in
working condition.
According to the company, the
updated
product
features

improved optical filters and updated operating software that allows
the device to measure with greater
accuracy and repeatability. Its userfriendly design and non-invasive
methods are intended to help prevent operator error and ensure
improved quality in the manufacture of gas-filled IG.
❙❙➤ www.superspacer.com

Bystronic and Sashlite Team
Up to Provide Automated
Integrated Sash Glazing Line
The sashline, developed by
Bystronic glass, eliminates the
need for a separate insulating glass
(IG) unit by incorporating the latest Sashlite™ technology. The
sashline integrates glass washing
and inspection in-line with the
sash-sealing process. As a result it
offers consistent quality while
maximizing unit throughput. The
sashline is a fully automatic vertical manufacturing line for the production of up to 800 integrated
sash units per shift.
“Built on a modular platform
sashline can be adapted into any
manufacturing process according
to the customer’s specific require-

HURRICANE PRODUCTS
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ODL® Launches New Line of
Severe Weather® Doorglass
ODL Inc. of Zeeland, Mich., offers an
updated line of severe weather doorglass,
engineered to withstand weather conditions,
specifically hail and hurricane exposure. The
product features an aluminum frame with
screw plugs that are flush with the door, and
the frame allows the doorglass to fit into a
standard door cutout.
The frame comes in a standard powdercoated white finish or with an optional tan finish that can be painted or stained. The doorglass does not need a dealer-applied structural
sealant. Additionally, since the glass is not permanently bonded to the door with sealant, it
can be fully repaired onsite if necessary.
❙❙➤ www.odl.com
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ments,”
says
Scott
Knisely,
Bystronic Glass Inc. vice president
of sales.
❙❙➤ www.bystronic-glass.com

Erdman Automation
Offers New Horizontal
Super Spacer® Line
Erdman Automation Corp. has
developed a new Super Spacer
solution made in the United
States that can be assimilated into
existing lines easily. Available in
manual, semi-automated and
fully automated versions, the new
Super Spacer line is available
either modularly or as a full production line.
With a fully automated, horizontal Erdman Super Spacer production line, manufacturers can
achieve a 25-second cycle time per
unit with no increase in personnel,
according to Erdman officials.
❙❙➤ www.erdmanautomation.com

Nordson Offers VersaDrum®
Nordson Corp.’s VersaDrum
bulk melters provide adhesive and
sealant dispensing for a wide variety of residential and commercial
fenestration applications, including insulating glass sealing, back
bedding and corner joining.
Featuring hydraulic passages
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GLASS

SUNFLEX Unfolds New Sliding Wall Options

designed to eliminate dead
spaces, VersaDrum bulk melters
can be used with reactive materials,
such
as
moisture-cure
polyurethanes. They feature easy
installation, operation and maintenance facilitated by a userfriendly, graphical, touch-screen
control system for visibility and
monitoring of all operations and
status conditions.
❙❙➤ www.nordson.com

SEALANTS AND ADHESIVES

Franklin Introduces
Versatile Wood Adhesive
Franklin Adhesives & Polymers, a
division of Franklin International,
has introduced Woodbond® 1920, a
versatile adhesive
that can be
used as is for
dry-use applications or can
be converted
easily for wet
use.
Wo o d b o n d
1920 is a onecomponent
polyvinyl
acetate (PVA)
emulsion adhesive that meets
the ASTM D5572-99 dry use
standard for finger jointing of inte-

The new SF 75 folding-sliding glass wall system from SUNFLEX Wall Systems
in Bonita Springs, Fla., features an average U-factor of 0.32 W/m2K and a narrow profile for maximum transparency. The sliding-folding wall offers the
advantages of aluminum, including longevity, stability and narrow profiles. The
company also offers its SF 75c version, which covers the aluminum base with
natural wood materials. Many different wood grains and surface finishes are
available, and existing systems can be upgraded with wooden cladding.
The company says the system reaches insulation values of 0.18 to 0.26
W/m2K depending on glazing, courtesy of its specifically developed profile
systems. The solid profile features a 75-mm design for added security, as
well as concealed fittings and mushroom locks. The patented running gear
and track system features stainless steel bearings and running tracks for
smooth handling. The system gaskets feature patented hinge sealings and
special corner castings that guarantee 100-percent protection from humidity. An installation height of up to 11 feet is possible. SUNFLEX systems feature rounded corners, stainless steel hardware, stylish hinges and a variety
of handles.
According to the company, the sliding wall is suitable for residential and
commercial applications, and is available in three variations: folding-sliding,
slide and turn and horizontal sliding wall systems.
❙❙➤ www.sunflexwall.com
rior wood products, such as trim
molding. However, manufacturers
can simply mix the adhesive with
an aluminum chloride catalyst to
create a water-resistant adhesive
that surpasses the ASTM D-5572
wet use standard for non-structural lumber products, to be exposed
to outdoor elements, according to
the company.
❙❙➤ www.franklinadhesivesandpolymers.com

Bavarian Launches
New System
Bavarian
Polymers
in
Dickinson, Tenn., has introduced
the Polymeric Reinforcement
System (PRES), a lightweight
material with high insulating
properties, that results in low Uvalues. This product can be used
to replace aluminum or steel,
according to the company.
PRES allows high flexibility with
profile design in combination with
strength, rigidity and low weight,
according to the company.

DOOR AND WINDOW
COMPONENTS

New Balance
Tackles Heavy Loads
Looking for a block and tackle
balance for side load applications
that can handle weights up to 50
pounds? The APEX, an extended
block and tackle balance, is available from Caldwell Manufacturing
Co. The balance is designed to handle sash weights of up to 53 pounds
per pair and comes in lengths ranging from 7 to 50 inches.
The balance features extended
travel, which, according to the company, allows for fewer SKU’s by eliminating an every other inch balance
length and provides an increase in
the potential sash opening for
egress requirements. Other features
include a parked mounting hook, an
elongated bottom guide for application flexibility in PVC window
designs and a hemmed channel.
❙❙➤ www.caldwellmfgco.com
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Introducing...
CONTINUED

Make It Fire-Resistant
with One Simple Seal
Schlegel Systems now offers a
foam door seal that includes a
Category G Edge Seal Intumescent,
providing for fire resistance. The
all-inclusive seal combines the
company’s Q-LON® to resist air,
water and sound penetration with
the fire and smoke protection provided by Category G and H rated
gaskets. Company officials say the
simple all-in-one seal eliminates
the extra installation labor
required by a secondary seal application, and that the QFR Fire rated
kerf and surface-applied seals can
be installed in any residential
frame design.
❙❙➤ www.schlegel.com

through the use of profile wrapping, allowing windows to compete
for builder and consumer mindshare at a higher level,” says Peter
Himes, Contact sales manager.
The
company
offers
its
wrapped components in more
than 200 different veneer species,
as well as a wide range of vinyls,
foils and films. 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.
❙❙➤ www.contactind.com

GP Extends FireDefender Line
Add an Option: VeneerWrapped Components
from Contact Industries
Contact Industries’ veneer profile-wrapped components allow
innovative door and window manufacturers to offer a broad array of
options to its customers.
“We are giving manufacturers
the opportunity to aesthetically
upgrade their standard products
with unique species veneers
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HARDWARE

Roto X-DRIVE™ Equals Style Plus Ease
The patented design of the
Roto X-DRIVE casement and
awning system allows for
adjustability and ease of
installation, as well as strong
two-bar hinges, according to the
company. Roto Frank of America
offers optional plastic, powder
coat and architectural operator
covers with the system, along
with the X1, X6 and X7 crank handles, allowing the customer flexibility and customization. The patented and
symmetrical lock bars also are available with the guides pre-installed to reduce
a manufacturer’s need for a large inventory.
❙❙➤ www.rotohardware.com
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Georgia-Pacific Gypsum in Atlanta has expanded its FireDefender Protection Components
family with the temperature rise
mineral core, which is designed for
use in steel-covered, compositetype fire doors. The product carriers a 3-hour maximum rating for
duration to fire and a maximum
temperature rise of 250 degrees at
30 minutes, based on fire testing
conducted and listed by Under-

www.dwmmag.com
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writers Laboratories Inc. in accordance with ANSI/UL 10-B,
ANSI/UL 10-C and NFPA 252.
❙❙➤ www.gp.com

Amesbury Adds
Product That Bans Mildew
Amesbury
Group
Sealing
Solutions Division, Textile location,
now offers an
antimicrobial
pile and fin
product they
call EcoBan.
The product is
resistant
to
mold, mildew
and
fungi
and meets
the
current
AAMA 701-04 Class A requirements
and the performance standard of
ASTM G21-96 for determining
resistance of synthetic polymeric
materials to fungi.
Amesbury offers EcoBan in its
woven and extruded products as
well as specialty products.
❙❙➤ www.amesbury.com

MACHINERY

Vega Meets Needs
of the Pre-Hanger
A pre-hanger may wish to check
out the new pre-hanging line from
Vega Automation Systems Ltd. of
Woodbridge, Ontario. The company
says the line is capable of processing steel, fiberglass and wood exterior doors and wood interior doors
without mechanical changeover.
The line consists of a multi-stack
loader, which can process up to 100
door skids, and CNC router. A second CNC machining unit is used to
prep the door panel for multi-point
locking system.
The line is capable of processing
doors from 28 to 36 inches wide
and 76 to 96 inches high, with
square edge or beveled edge.
❙❙➤ www.vegaautomation.com ❙
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Now is the time to
increase your efficiency!
The new Stürtz Linear Pro Automated Cutting and Fabrication System –
Comfortable Loading, High Speed Cutting, Flexible Fabrication
Winner of the 2009
Crystal Achievement Award
for Most Innovative Machine!

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

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

»

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

»

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

»

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

»

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

»

NEW Flying Bridge Technology

»

Small footprint for optimum space efficiency

»

High output at competitive pricing

»

Simple graphic programming functions with powerful database

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

stürtz

Machinery, Inc.
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Natural Solution for rot-free door systems

Dura Frame is: Alaskan Yellow Cypress, one of the planet’s most durable rot resistant woods, ﬁnger-jointed to the bottom
of premium Pine frame component. DURA-FRAME is end-sealed with DURA-SEAL™, and primer coated with DURAPRIME™, G-M Wood Products’ exclusive high-durability coatings, yielding exceptional value and rot-free performance.
It’s environmentally responsible, renewable, and naturally rot-resistant...no chemicals added!
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Complete Product
Offering
Brick Mould

Guaranteed for life against
rot, decay, & insect damage
s Superior paint & stain
adhesion
s Superior construction for
long-lasting durability

Door Jambs

Mull Casing
Mull Posts

s Superior economy –
It’s a great value

Timbers C
Colllecti
Collection

0REMIUM 3TAIN 'RADE
$OOR #OMPONENTS
s #LEAR 0INE
s $OUGLAS &IR
s (EMLOCK (EM &IR
s 2ED /AK
s -AHOGANY

The widest selection
of frame components
delivered on
one truck with the
shortest lead-times.

s #HERRY
s -APLE
s +NOTTY !LDER
800.530.9211 | www.gmcompanies.com
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Window
Warranties

Where Does the Buck Stop?
by Tara Taffera

V
d
o
o
r
&

iew one particular story on
the DWM website, and you’ll
find a group of frustrated
consumers who don’t know
where to go to get their warranty
claims fulfilled. They were customers of a particular company
that sold its residential window
business and are having problems
with warranty issues and don’t
know where to go for help.

Companies Go Bust and
So Does the Warranty
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While this group of window customers may be the most vocal,
there are no doubt other consumers in the same situation. Many
door and window companies have
been forced to close due to the dramatic slowdown in housing, and
unfortunately these customers are
left with no one to handle their
warranty claims.
Take C & S Distributors in
Connecticut. Homeowner Ray
Lecours told DWM magazine he

28

www.dwmmag.com

purchased windows from this company in 2005. He says in one window the grid has fallen in between
the two glass panes. Other windows
in the house have grids that look
like they are about to fall. Several
other windows have seals that have
failed and moisture between the
glass. Lecours says the windows are
under warranty but the problem is
the company is out of business. At
press time, Lecours was contacting
other local window companies in
the hopes of finding someone to
perform repairs.
The above doesn’t paint the best
picture for how consumers may
view how the industry handles warranty claims. And this seems to be
backed up by a recent study conducted by J.D. Power and
Associates. The company’s 2009
Windows
and
Patio
Doors
Satisfaction Study reported that
overall satisfaction among consumers with windows and patio
doors declined in 2009.

>I

The study measures satisfaction
among consumers who purchased
new windows or patio doors based
on performance in seven factors,
one of which is the window warranty. Satisfaction has decreased in all
seven factors examined in the
study, with the most notable
declines occurring in the warranty,
product quality/durability and
price factors.
Mike Burk, manager, workplace
learning and development for
Edgetech IG, believes consumers
are putting more emphasis on warranties due to the economy.
“People are putting a lot of
money into their windows so they
want to make sure [they] will last.
“People think their new windows
will last as long as they will live in
their homes,” he says.
Dave Koester, brand manager for
Weather Shield Windows and
Doors, agrees.
“People are being so careful
about how they invest in prod-
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As a general rule I don’t
recommend people saying
that [lifetime warranty]
because the generic
understanding of that
is pretty long.
—Chip Gentry, Carson and Coil
ucts—they want to invest in a product that a manufacturer believes
in,” he says. “With the amazing
capability of the Internet, people
can do a great deal of research and
this plays a big role.”

Out of Warranty Doesn’t
Always Mean Out of Luck
While it is obvious that companies that sell portions of their businesses or close altogether create
headaches for the consumer, it
seems companies that remain in
business often go to great lengths
to handle warranty claims to avoid
a bad reputation in the industry.
Some may even handle claims for
products that aren’t even theirs.
“When I used to do workshops,
etc., I always would ask manufacturers if they have replaced a window
that isn’t theirs and I almost always
had one hand go up,” says Burk. “I’m
always amazed by that. It’s like taking a Ford to a Chevy dealer.”
While he may be amazed, he
does understand why some companies do so, especially in this
competitive market.
“They don’t want the lady going
down the street and badmouthing
the company’s windows [even if it’s
not their windows] to her neighbors,” he says.
Abe Gaskins, president of MGM
Industries in Hendersonville,
Tenn., says often he doesn’t ask
about the warranty when a customer calls.
“If the customer calls and says
[he has] a problem with a piece of
glass we just ship it to [him],” he
says. Gaskins adds that the exception to this rule may be a customer

C & S Distributors manufactured these windows. The company is no longer in
business and the homeowner is in search of a company to repair this window along
with others, all of which appear to have suffered from seal failure.
who is behind on bill payments,
etc. In those rare cases, he may ask
why they need the glass to prove
that it’s a real warranty issue.
Manufacturers aren’t the only
ones that make exceptions. Tim
Branstetter works in sales and estimating for Bethel Mills Lumber,
which sells door and window products in Bethel, Vt., and says if a
product is no longer under warranty sometimes judgment calls are
made on a case by case basis.
“We may have a good customer
that bought a houseful of windows
but is still a potential customer, as
[he/she] may purchase a new house,
etc.,” he says. “It is a judgment call.
We stand behind what we sell.”
“It just comes down to doing the
right thing,” says Koester. “When
people buy windows, that’s a huge
investment whether it’s on a new
build or a remodel. Certainly that
customer will talk to people when
the job is done and hopefully [the
customer is] happy.”
It’s this industry mentality that
attracted Chip Gentry, lawyer at
Carson Coil, to begin working close-

ly with door and window companies.
“This is one of the reasons I started focusing on this business,” says
Gentry. “Most of the companies
aren’t running the other way when
it comes to warranty claims [as is
often the case in other industries].”
He says he thinks this is a refreshing
change—to see companies stand
behind their products.
But on the flip side Gentry says
some lawyers can see replacing
windows that may not be under
warranty anymore as a sign of guilt.
“You’re damned if you do, [and]
damned if you don’t,” he says.
But again it all comes down to
consumer perception and who they
remember when it comes down to
their window jobs.
“I routinely see [instances]
where a company replaces an
entire new batch of windows [in
which] there wasn’t a problem with
the product, but rather [a problem
with] the way the windows are integrated with the project,” adds
Gentry.
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Window Warranties
continued from page 29

How Long Is Too Long?

d
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The length of time a company
stands behind its written warranty
varies greatly. Following are a few
examples of warranties from different manufacturers and different
materials that are offered within
the industry:
Silverline Windows, an Andersen
company, posts the following on its
website regarding its residential
and commercial vinyl window and
patio door warranty:
“Subject to the terms and conditions stated herein, the manufacturer warrants to the original purchaser that under the
conditions of normal use and
service, all window and/or
patio door products, including
mechanical parts and insulated glass, will be free from the
following defects in material
and workmanship for the lifetime of the product.”
With respect to the insulating
glass, “the warranties cover only
manufacturing defects related to
the insulated glass unit and does
not include defects or damages
caused by, or as the result of a variety of circumstances,” all of which
are spelled out in the warranty and
include color variation or glass
breakage, among other items.
(According to the J.D. Power and
Associates study, Andersen performed particularly well when it
came to warranties.)
Pella offers a limited warranty for
its wood windows and patio doors.
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Warranty Claims:
How Do Dealers Deal?
If you are a former dealer of a
company that closed, leaving customers nowhere to go for warranty
claims, DWM would love to hear
from you. How have you been
affected when your window supplier
no longer covers claims? Have you
empathized with customers and
given them discounts/offered to
cover warranties, etc. E-mail us at
ttaffera@glass.com
www.dwmmag.com

This includes a 10-year limited
transferable warranty for non-glass
components. The warranty also
spells out a variety of items not covered, many of which related to the
finish, but also includes “glass
breakage, not the fault of Pella, that
results in seal failure.”
Pella’s steel or fiberglass entry
door systems come with a limited
lifetime warranty. This includes a
10-year limited transferable warranty for the wood frame and a
non-decorative glass transferable
20-year limited warranty. For decorative glass in this product the
company offers a 10-year limited
warranty.
Jeld-Wen offers a limited warranty for its aluminum window and
patio door. Within this warranty,
the company offers special coverage for its ImpactGard® glass which
comes with a 10-year warranty.
Some companies in the industry,
including Pella and Jeld-Wen, also
point out in their warranties what
they don’t cover—including argon.
Pella’s warranty for its fiberglass
and steel door entry systems,
states, “For Pella products labeled
as having low-E insulating glass
with argon, Pella injects argon at
the time of manufacture. No warranty is made as to the amount or
percentage of argon present in the
insulating glass. It is known that
argon within insulating glass dissipates over time … Pella makes no
warranty regarding the rate of dissipation of argon or the amount of
argon remaining in the window at
any time after manufacture.”
For Jeld-Wen’s Wood and MetalClad Wood Window and Patio Door
Limited Warranty, the section titled,
“What this Warranty Does NOT
Cover” states that Jeld-Wen is not
liable for: “Product or component
performance decline due to aging,
inert gas dissipation, natural
processes or failure to provide
proper maintenance. Note: Other
than inert gas loss due to seal failure, the migration of an inert gas,
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such as argon, is a natural process
that occurs over time and is not a
defect.”
As the DOE’s R5 program progresses, time will tell if this will
prompt manufacturers to alter
their warranties when it comes to
gas filling (for more on R5, see article on page 34).
“Argon has the highest efficiency
of ’thermal improvement to cost,’
so most will use argon,” says Kevin
Zuege, director of technical services for Truseal Technologies Inc.
“A few will take the stand that it is
hard to keep in, but if you scan
through today’s thermal simulation
listings, the .30/.30 values today
almost all use argon, and with R5, it
will be even more important to
leverage that value.”
So with different materials available from different manufacturers,
is there a standard or industry average when it comes to warranties?
“Overall, I would say that 10
years is a minimal norm that many
producers exceed,” says Zuege.
“This covers the unit itself, and typically the labor to ‘deglaze the old
and reinstall the new’ is charged for
after one to five years.”
However, he adds that warranties have been extremely variable within the market. “Warranties
offered by wholesale producers of
just the insulating glass unit range
from five to 20 years,” he says.
“Window fabricator warranties that
I have seen range from 10 years to
single-owner ‘lifetime’ in the case
of replacement windows, with
many transferable.”
Burk says 20 years is the best
warranty he has seen on glass.
While this currently may be rare, for
manufacturers who will participate
in the R5 program, a warranty of 20
years for glass will be standard (10
years for non-glass parts).
But even before the R5 program,
some companies had been working
on ramping up their warranties and
this includes Weather Shield
Windows and Doors. The company

DWM

™

© 2010 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

recently revamped its warranty,
which includes a 20-year warranty
for glass and materials on its
Weather Shield Windows with Zoe-shield®. Additionally, the company’s Visions windows now have a
limited-lifetime warranty. Koester
points out that his company is one
of the few in the industry that
makes its own glass so that played
into the decision to strengthen its
warranties.
“We felt very comfortable with
our materials and the good folks we
have building the windows and we
thought it was a good time to make
an improvement,” he says.
Weather Shield does have products certified to R5 and recently
applied to become part of phase
two of the DOE’s R5 program.
“We were able to get our products certified to R5, but we just
missed the deadline for Phase
One,” says Koester. “When the
DOE announced that the warranty
for R5 windows would be 20 years,
it just confirmed that we were on
the right track with our warranties. We felt like we made a
good decision.”
Zuege says Truseal supports the
DOE’s warranty when it comes to
R5.
“A warranty of 20 years is in effect
a defined guarantee of that energy
savings should a unit fail prematurely,” says Zuege. “ R5 windows
will carry a premium that many
hope will be manageable, but will
come with a price premium
nonetheless. The premium will be
justified in the real savings, as long
as the incremental cost’s payback is
assured.”
Twenty years may be what the
DOE will stipulate for R5, but even
today some manufacturers tout a
lifetime warranty, which some say
may be misleading to the consumer.
“As a general rule I don’t recommend people saying [lifetime warranty], because the generic understanding of that is pretty long,” says
Gentry, who works with many door
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and window manufacturers to develop and update their warranties.
Though he recommends against
the offering of a lifetime warranty
that doesn’t mean everyone listens.
“It’s probably done more often
than it’s not,” he says.
Gaskins says MGM errs toward
the conservative side when developing warranties.
“We are conservative because
we want to be in business for the
rest of our lives,” he says.
“Sometimes companies give lifetime warranties, then they sell,
and what good is the warranty to
the customer?”
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attempt retain existing Echo dealers,” says Gaskins. “Although we did
retain a few dealers, many decided to cut all ties with anything associated with the Echo debacle.”
He adds that the original owner
can transfer the warranty to a new
owner for a transfer fee that is to be
paid to MGM. He says this has
become more commonplace on
the replacement segment of the
window market. Labor for removal
and installation and freight is not
covered by the warranty. The
freight typically is not covered by
major window manufacturers and
MGM followed suit in that regard.

When the DOE announced that the warranty for
R5 windows would be 20 years, it just confirmed
that we were on the right track with our warranties.
We felt like we made a good

decision.

—Dave Koester, Weather Shield brand manager

Closing Up or
Selling the Shop
Gaskins knows all too well what
can happen when a company sells
to another and the warranty issues
that can result. It’s a complicated
story, so let’s recap briefly what happened in late 2008 when Chicago’s
Republic Windows closed its doors.
Republic closed while some of the
former owners set up a new company, Echo Windows in Red Oak, Iowa.
Echo purchased TRACO’s residential window division (TRACO’s commercial division is still in business).
Then, when Echo closed just a few
months later, MGM stepped in and
purchased the trade name Sienna
from Echo. (Note that Echo also
made a P2 product but MGM did
not purchase this line.)
After the assets for the Sienna
line were purchased, MGM
matched Echo’s existing warranty
on new MGM business, which was
a lifetime warranty on the insulating glass for the original owner, and
extended the existing Echo warranties for four years.
“MGM did this in order to

MGM also has recently upgraded
its new construction warranty to a
20-year period.
At the time of the Sienna purchase, Joe Gaskins, MGM’s vice
president of sales, told DWM magazine, “We understand the importance of upholding existing warranties and we want to reassure
customers that we will honor those
warranties and provide them with
the best customer service we can
provide.”
But when interviewed for this
article in May 2010, MGM’s Abe
Gaskins said simply, “I wish we
hadn’t done it.”
But he quickly clarifies that
statement. “It’s not the warranty
claims that’s the problem. It’s the ill
will of being associated with Echo.
Our name is being disparaged
because people associate us with
Echo.”
He tells the story of a former
TRACO dealer in Texas to illustrate
his point.
“I think he associated us with

j
u
n
e
2
0
1
0

continued on page 32
31

DWM

™

© 2010 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

Zoom Fit
Search

+

–

Archives

I<
E-Mail

<

>

Subscribe

Window Warranties
continued from page 31
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[Republic president and CEO
Richard] Gilman just because we
purchased the assets,” says
Gaskins. “We honored the warranty,
but he was mad because he had to
pay for the shipping [a standard
practice, according to Gaskins]. It
drains on the good will of companies trying to do right thing.”
He adds that consumers and
dealers are desperate because they
can’t get parts for the other window
lines that Echo took over from
TRACO so often they take that out
on MGM just because the company
purchased a portion of those assets.
(MGM isn’t the only company taking heat. More than 20 consumers
have
posted
comments
on
www.dwmmag.com in frustration
that TRACO won’t honor the warranties. A few consumers have
reported that TRACO has replaced
the glass in some instances. TRACO
officials had not responded to
DWM’s requests for comment at
press time.)
Yet, in spite of all that, Gaskins
still doesn’t regret the decision to
purchase the line.
“We had to have a window to
meet .30/.30 and have one that the
market wanted and the Sienna line
fit the bill,” he says.
In reference to the TRACO situation, one consumer posted on
www.dwmmag.com that “there
should be laws against warranty
loss.”
Unfortunately for the consumer
such laws don’t always exist,
according to Gentry, but he does
what he can to offer best practice
advice to manufacturers and dealers, and one of the components of
that is warranties. Gentry helps
manufacturers understand how
important it is to be clear about
warranties for the consumer.
Weather Shield is one of the
many companies that says it
understands its importance and
does work with an in-house lawyer
when it comes to warranties.
“As a manufacturer we have to be
www.dwmmag.com

We are conservative because we want to be in
business for the rest of our lives. Sometimes
companies give lifetime warranties, then they sell,
and what

good is the warranty to the customer?
—Abe Gaskins, MGM Industries

careful that each statement we
make is true and each statement
defines its limitations or requirements,” says Koester. “We have a
corporate attorney that walks us
through it. It’s just a matter of doing
business.”

Who’s Responsible?
In talking to manufacturers and
dealers, it seems that handling warranty claims is indeed a partnership. Manufacturers say they partner with reputable dealers who care
about the customer and vice versa.
“You have to align with dealers
that support the customer,” says
Koester.
“They [customers] come to us for
warranty claims,” says Chris Zorzy
with A&A Services in Salem, Mass.,
a contactor that sells directly to the
homeowner. “We’re the face of the
window. We take our customer
service to the next level.”
He says when a customer calls a
representative from the company,
and he/she goes out to evaluate the
claim, if it’s a simple repair the
company will take care of it. (For
example, fogging would be categorized as simple, he says.)
“It has to be major to get a manufacturer involved,” he says.
One situation he encountered
was when a large bay window was
not made correctly and he had to
talk to the manufacturer to reproduce it and supply A&A with labor
money to reinstall it.
“You have to start with a quality
product,” says Zorzy.
Gaskins agrees and says dealers
take care when choosing their window suppliers for this reason.
“That is definitely a consideration of dealers [choosing a supplier
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with longevity] when choosing
what windows they distribute,” he
says.
Koester agrees, saying dealers
were thrilled when the company
announced it was improving its
warranties.
“When we made the announcement our dealer base was very
excited,” he says. “We not only
strengthened our warranty but we
continue to work with the very best
dealers. Dealers want to do right by
the customer so they are glad
Weather Shield is stepping up with
an improved warranty.”
“The local dealer is trying to
establish [its] reputation and
want[s] to make sure customers are
taken care of,” he adds.
At Bethel Mills Lumber that
meant teaming up with major suppliers. The company has distributed windows from Andersen for
more than 30 years and sells
Marvin windows as well.
“We’re the last defense for the
customer and we take it upon ourselves that we can’t sell a window
we don’t stand behind,” says
Branstetter.
He says the company doesn’t get
too much pushback from consumers when it comes to warranties, but, if there are problems,
he has Andersen’s Dealer Service
Network available to step in and
handle claims.
“Within the first few years if
someone experiences problems, a
part needs to be replaced, etc.,
Andersen will pay for Bethel to go
out and fix it. They support us totally,” he says. “If anything happens
after the fact they have a 20-year
warranty on the glass. They will provide a replacement and fix it and
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charge the consumer for the labor.”
What about those consumers
who were unfortunate enough to
choose a company that went out of
business? Still, dealers like Bethel
Lumber sometimes may still step
in. “There are occasions where people do need help,” says Branstetter.
“They may have a fogged skylight
and the company in question no
longer has parts for the products.
We ask for the size of the glass,
make a call to a local glass distributor …. We’re trying to make customers happy.”

Suppliers Step Up
In the middle of the equation are
the component suppliers and some
of these get involved as well. For
example, Truseal Technologies, a
spacer supplier, offers a voluntary
warranty program to those customers who wish to participate.
“We’re really behind them as far
as parallel support,” says Zuege.
“We’re going beyond the function
of the product. From a vendor
viewpoint we are unique.”
Participants in the program
receive reimbursements back
based on how much spacer they
purchase per foot.
“We want to support them so we
stand behind them financially,”
says Zuege.
As part of the program Truseal
tracks performance of IG units for a
particular company, when they file
claims,
failure
rates,
etc.
Additionally, quality audits are tied
to participation.
“Participation is probably in the
neighborhood of 15 percent and is
best measured on a square footage
basis,” says Zuege.
Spacer supplier Edgetech IG
recently partnered with Inst-IGlass, based in Louisville, Ky.,
which offers a fleet of mobile insulating glass manufacturing trucks
designed to make glass replacement painless for homeowners.
Each Inst-I-Glass truck is a selfcontained, self-sufficient IG man-

Larry “Butch” Parrella (shown above), founder of Inst-I-Glass, partnered with Edgetech
to offer on-site IG replacement units as part of its warranty service program.
ufacturing
facility
providing
replacement
units
using
Edgetech’s Super Spacer® warmedge spacer technology and other
high-performance components.
Most replacements can be completed on site and installed within
24 to 48 hours of the initial service
call.
“Customer satisfaction is the
most important factor,” says Larry
“Butch”
Parrella,
Inst-I-Glass
founder and CEO. “To us, that
means fabricating the best product
available onsite and same day.
Part of Parrella’s vision for the
company was to provide a warranty
service solution to manufacturers
and he says this now accounts for
about one-third of its business.
“Manufacturers that choose to
outsource warranty services to
Inst-I-Glass can more easily identify and control costs, which not only
saves money and increases efficiency, but also improves the consumer’s perception of the level of
ongoing service offered by the
manufacturer,” Parrella said.
So whether it’s Inst I-Glass partnering with Edgetech, suppliers
partnering with manufacturers or
dealers partnering with manufacturers to offer quality products, it’s

a team effort when it comes to handling warranty claims and making
sure they are held to a minimum.
“I would say it is a partnership,”
says Branstetter. “They [manufacturers] want people who have their
product feel good about it. If consumers want to buy again manufacturers want them to come back
to them. It’s like a car company—
everyone works hard to make sure
customers are satisfied one way or
another.”
❙
Tara Taffera is the editor/publisher of
DWM magazine.

Take DWM’s
Warranty Survey
Go to www.dwmmag.com to
take our confidential warranty survey. This groundbreaking survey
was first posed to manufacturers in
2006 so we wanted to go back
almost five years later to see how
warranties have changed, if at all.
Tell us if you think they will change
in the future in light of emerging
programs, such as R5.
This year we have a separate survey for manufacturers and dealers/distributors so please visit our
website to tell us your thoughts.

j
u
n
e
2
0
1
0

33

DWM

™

© 2010 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

Zoom Fit
Search

+

–

Archives

I<
E-Mail

<

>

Subscribe

by Penny Stacey
or the last several months, R5
has become a major buzzword
in the window manufacturing
industry. Everyone is talking about
when they’ll need to achieve it, how
they’ll achieve it and the importance of doing so in the near future.
This became even more apparent when, in May, the U.S.
Department of Energy (DOE) officially launched its much-anticipated “Highly-Insulating R-5 Windows
and Low-E Storm Windows Volume
Purchase Program.”
The program was designed to
pair manufacturers of these windows with potential large-volume
purchasers in an effort to help
manufacturers overcome the initial
costs of producing such products.

F
Potential large-volume purchasers
now can find various window
manufacturers participating in the
DOE’s R5 program online at
www.windowsvolumepurchase.org

A Push for Savings
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Habitat for Humanity is a potential
purchasing organization for the DOE’s
R5 window volume purchase program.
Habitat director of federal agency
relations Matt de Ferranti says the
group aims to utilize as many ENERGY
STAR® products as possible in the homes
it builds.
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DOE representative Roland Risser
played a large part in the launch of
the R5 window volume purchase
program, during a kick-off event on
May 27 in Washington, D.C.
www.dwmmag.com

During the R5 program kickoff, a
number of energy officials discussed the importance of the R5
window. But making sure the windows are put into use is only the
first step, said Roland Risser, program manager for the Building
Technologies Program, a part of the
DOE’s Office of Energy Efficiency
and Renewable Energy.
“In order to achieve success, we
need the technology and wider use
in the market,” said Risser.
However, cost has to go down for
R5 windows to be widely used, he
added.
“[The window] must meet the
needs of the customer and one of
those needs is cost-effectiveness,”
said Risser. “ … At higher volumes,
the costs and prices are lower.”
Sixty-two manufacturers applied
to be a part of the program, and 32
proposals were accepted initially. A
website highlighting the program
also has been created and is available at www.windowsvolumepurchase.org.
American Architectural Manufacturers Association (AAMA) president
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and chief executive officer Rich
Walker pointed out that he heard the
word “optimism” being used often
as the program rolled out.
“We’re finally seeing the light at
the end of the tunnel, and really
this couldn’t come at a better time,”
he said. “I think the incentives are
extremely well-placed.”
He also saluted the DOE’s efforts
for focusing the volume purchase
program on the remodeling market.
“The potential for growth is there
both in residential and commercial,” he said.

Hitting the Target
DOE says many of the products
available through the program meet
its target price of less than $4 per
square foot. The program targets
volume purchasers of windows,
such as government agencies,
builders, energy retrofitters, renovators and weatherization providers.
Habitat for Humanity representative Matt de Ferranti spoke as a
possible volume purchaser of windows, and he advised his organization is now making an attempt to
utilize ENERGY STAR® and energyefficient products when possible.
“We have made a major commitment to building our homes at
ENERGY STAR standards,” said
Ferranti, who serves as director of
federal agency relations for Habitat
for Humanity International. “We’ve
found the additional costs to meet
ENERGY STAR standards are less than
$3,000.”
But for those not already manufacturing R5 windows, there can be
much to do.
The first step is figuring out what
type of R5 windows you want to
make.
Edgetech IG executive vice president Larry Johnson says that manufacturers can achieve an R5 window with a dual-pane insulating
glass (IG) system, “as long as the
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R5 Program Takes Off
framing and everything else is
designed right.”
“But that would require you to
use a hardcoat low-E on Surface 4,
and there aren’t a lot of manufacturers willing to put a hardcoat on
Surface 4 and sell it commercially,”
he says.
That leaves manufacturers with
the most common option—triplepane IG units. That’s what GED
Integrated Solutions executive
vice president Tim McGlinchy
recommends.
“We feel it’s very practical to use
a triple IG unit as a cost-effective
solution to reach R-5 thermal performance for a typical-sized residential window,” he says.
GED has been working closely
with the DOE to make it possible
for manufacturers to offer this
option affordably.
“We’ve been given the initiative
from the DOE to develop an R5
high-volume manufacturing solution for the window manufacturer
that will result in the end customer
paying a price of approximately $4
a square foot over today’s ENERGY
STAR-rated window,” he says. “This
system uses triple IG products that
are designed for optimized thermal
performance and minimizing component costs.”
This can require some machinery changes, depending on what
you currently have in place.
“Equipment changes will vary to
the window manufacturer, depending on what window style is integrating the high-performance triple IG
unit, and the overall thickness of the
triple IG unit,” McGlinchy adds. “In
general, new sash and frame profiles
to retain a wider, higher efficiency,
lower cost IGU, will require modifications and reprogramming to fabrication, welding and profile cleaning
machinery.”
Kevin Zuege, director of technical
services
for
Truseal

Technologies, says most systems can create triples, but
agrees that accommodations
often have to be made.
“If someone says next year
they want to have 30 percent of
output be triples, that’s huge,”
he says. “It could cut throughputs down significantly if not
planned for and addressed. You
really have to look at machines,
equipment
and
capacity
issues.”
You’re, of course,
also using more
glass.
“Both
of these
things
[an increase
in glass and changing
throughputs], in theory, can surprise those
who are unaware.”
And then there’s the fill issue.
Johnson says you can use argon
to fill both, “or you can do an argon
gas and a krypton fill.” He points
out the latter option, though highperforming, is more difficult and
costly than the double-argon
option.
“You would get a higher performance, but it would be offset by
the cost of the krypton,” says
Johnson.
Zuege agrees. “Going forward, if
you don’t argon-fill, you’re just
leaving energy money on the
table,” he says. “Argon will be the
default—everyone will use it.
Krypton will be the exotic add-on.”
Though many surmise changes
could be needed with equipment,
this isn’t always the case. Dave
Koester, brand manager for
Weather Shield, says his company
invested in new equipment several years ago to utilize fiberglass
technology—and, though not part
of the Phase One DOE program, is
ready for the next phase.

Weather Shield is one
company that uses
triple glazing to
produce a R5 window.
The company has
applied to be part of
Phase 2 of DOE’s R5
Volume
Purchase
Program.
“We
invested
money in fiberglass
t e c h n o l o g y,
[though] not specifically to get to R5,” he
says, pointing out that
now, due to those investments, the company can
achieve an R5 rating.
Likewise, Soft-Lite vice president
of sales and marketing Greg Irving
says the company prides itself on offering a variety of glazing using automated equipment, and has been
making R5 windows long before the
program came around.
“We actually didn’t have to make
any changes at all,” he says. “We
already have [R5 ratings] in our
products on a day-to-day basis, and
our dealers have been selling them
for years.”

Program Underway
Many suggest those currently
not on board the R5 train may want
to jump on soon.
“I think the energy codes are
going to continue to get stricter,
and if anybody’s not looking
toward even what the current
E NERGY S TAR criteria is, they’re
going to be left behind,” says
Johnson. “It’s just going to get
stronger and stronger.”
Koester adds, “This is the natural
progression and companies know
they better get on board or be left
behind.”
❙
Penny Stacey is the assistant editor of
DWM magazine.
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IT’S OFFICIAL
ICC Updates Fenestration Codes
in Final Action Hearings
by Tara Taffera

he
International
Code
Council (ICC) held its final
action code hearings May
15-23 in Dallas, where issues
such as installation, flashing and
window egress, took center stage
and were heavily debated. The
approved updates will be released
as part of the 2012 version of the
International Codes, available in
April 2011, while some of those disapproved changes may return in the
next cycle of change proposals.
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Many code proposals related to windows
were debated at the recent ICC hearings.
www.dwmmag.com

Installation and Flashing
The International Code Council
heard several proposals having to
do with door and window installation, as well as flashing. The ICC
upheld its original decision regarding RB119, part of the International
Residential Code (IRC).
According to this section, doors
and windows should be installed in
accordance with the fenestration
manufacturers written installation
instructions. It also states that penetrations and opening in exterior
walls shall be flashed or sealed in
such a manner that will inhibit
entry of water into the wall cavity or
penetration of water to the building
structural framing components.
Self-adhered membranes used as
flashing shall comply with AAMA
711.
Jeff Inks, representing the
Window and Door Manufacturers
Association (WDMA), submitted a
public comment during the final
action hearings that, among other
things, would have addressed the
following: “For applications not
addressed in the fenestration manufacturer’s written instructions, in
accordance with the flashing manufacturer’s written instructions.”
“We haven’t taken any responsibility away from the window manufacturer,” said Inks. “All we have
done is provide additional options
so they are flashed correctly in situations
where
manufacturers
instructions don’t adequately cover
that in particular applications.”
Julie Ruth, representing the American Architectural Manufacturers
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Association (AAMA), also was in favor of bringing forth Inks’ public
comments but ultimately that motion failed.
During the debate over RB 119,
many who were opposed to Inks’
proposal mentioned how RB 145,
also submitted by Inks, was a better
way to address this issue. RB145
came up later that day and that
proposal, also brought forward by
the WDMA, adds a new definition
for pan flashing as: “Corrosionresistant flashing at the base of an
opening that is integrated into the
building exterior wall to direct
water to the exterior and is premanufactured, fabricated, formed
or applied at the job site.
That proposal was approved and
adds the following text to the IRC:
Flashing at exterior window
and door openings shall be
installed in accordance with
one or more of the following:
The fenestration manufacturer’s installation and flashing
instructions, or for applications not addressed in the fenestration
manufacturer’s
instructions, in accordance
with the flashing manufacturer’s instructions. Where flashing instructions or details are
not provided, pan flashing
shall be installed at the sill of
exterior window and door
openings. Pan flashing shall be
sealed or sloped in such a
manner as to direct water to
the surface of the exterior wall
finish or to the water resistive
barrier
for
subsequent
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ICC Rejects Side-Hinged Exterior Door Standard

drainage. Openings using pan
flashing shall also incorporate
flashing or protection at the
head and sides.

Window Sill Heights
The issue of sill heights once
again was debated. RB 122, Part 1,
would have raised sill heights from
24 to 36 inches.
“I understand the concern
about child safety as I have three
kids myself,” said Ruth. “But I’m
concerned that when trying to
help one part of population we
will hurt another [such as the
elderly].”
“Raising sill heights from 24 to 36
inches will have a very significant
impact,” added Inks. “That’s a huge
leap … As a result we will have a
great number of emergency and
escape and rescue windows
installed with guards or window
opening control devices that
haven’t been adequately justified
and could impede egress in an
emergency.”
The proposal ultimately was

The industry debated the topic of exterior door and window assemblies once
again during the ICC hearings and the Association of Millwork Distributors
(AMD) ultimately was unsuccessful in getting its side-hinged exterior door
standard added to the code.
Jeff Burton, director of codes and standards, representing AMD, proposed
that R612.8 of the International Residential Code be revised as follows:
Exterior windows and door assemblies not included within the scope of Section
R612.6 or Section R612.7 shall be tested in accordance with ASTM E 330 or
AMD side-hinged exterior door standard (SHEDS).
Burton said this would add an additional option to the code that includes
as structural component interchangeability methodology that is prevalent
in the SHED industry but is not address in the building codes or its current
referenced standards. The addition of AMD SHEDS, which was developed in
accordance with the current industry ASTM E330 static pressure test, adds
that needed structural component interchangeability option, according to
Burton.
Both Ruth and Inks were opposed to the proposal, citing the fact that AMD
SHEDS is still in draft form.
Additional reasons for disapproval cited by the two included that they feel
provisions of the standard are inadequate, validation test data has not been
made available for review and use of the proposed referenced standard would
significantly weaken the current requirements of the IRC.
Side-hinged door assemblies also came up later in the code hearings during
discussion of S143-09. John Woestman, representing the Door Safety Council,
proposed to add new text to 1717.5.2. The proposed language was as follows:
Structural performance of exterior side hinged door assemblies shall be
determined in accordance with either ASTM E330 or ANSI A250.13.
He also proposed adding a new standard to chapter 35: ANSI A 250.13-08,
Testing of Severe Windstorm Resistant Components for Swinging Door
Assemblies.
That proposal also was disapproved.
disapproved.
While RB 122, Part I, deals mainly with single-family structures that
are covered by the International
Residential Code, RB122, Part 2
would raise sill heights from 24 to
36 inches in the International

The role of sprinklers as it relates to window egress was debated during the code
hearings .

Building Code. That proposal was
approved.

Role of Sprinklers
in Window Egress
When E-150-09/10, Part II, a proposed change to the International
Residential Code, came up during
the hearings, Jeff Shapiro, speaking
on behalf of himself, said, “This is
probably the most passionate testimony you will hear all week on
both sides of the issue.”
Shapiro spoke in support of the
proposed change which states that:
emergency escape and rescue openings shall not be required in oneand two-family dwellings and townhouses that are equipped with an
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IT’S OFFICIAL continued from page 37
disapproval by many others in the
door and window industry including Ruth, as well as fire safety officials including one fire marshal in
Colorado who pointed out that
windows serve a dual purpose–they
allow fire rescue personnel to enter
a building in addition to allowing
people to get out.
“I support incentives for fire
sprinklers,” he said. “They will do
what they are intended to do, but
people still need to get out.
Another in opposition advised
the committee that this is a local
trade-off issue—not a national one.
Ultimately, the motion carried
for disapproval.

Window Labeling for Egress

Unit skylights now need to comply with
section 2405.
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approved automatic sprinkler system. The ICC committee approved
this proposal as submitted last
October during the code hearings.
The reason was as follows: “The
change adds a reasonable exemption based on approved automatic
sprinkler systems in the dwelling.
This creates an incentive to provide
a sprinkler system. Also, this may get
some retrofits for additions.”
Another proponent simply pointed out that if a building has sprinklers then it doesn’t have to meet the
window egress requirements.
However, speaking in favor of
disapproval, Inks brought up
some points for the committee to
consider.
“These sprinklers don’t require
maintenance–that is an important
issue that needs to be considered
… We don’t know that they will
work every time,” he said.
Inks was joined in support for
www.dwmmag.com

A proposal to label windows
installed as an “Emergency Escape
and Rescue Opening” also was
debated heavily. Inks and Ruth
were successful in urging the committee to uphold its original action
for disapproval.
Other opponents, including one
field inspector, pointed out that
inspectors verify with a tape measure so labeling is not needed.
Another said, “We don’t need
this. An inspector will be on-site
with a tape measure, etc. If he doesn’t, he’s not doing his job. Let the
inspector do his job. We don’t need
these labels on these windows.”
One individual speaking in support of the proposal said,
“Everything has labels right now–
why should windows be different?
It will also help consumers know if
the window complies with egress
requirements.”
Thomas Zaremba, representing
himself, rebutted that argument by
pointing out that certain properties
such as solar heat gain coefficients,
etc., can’t be verified in the field,
which is why labels are needed.
However, this can be verified easily
by taking some measurements in

>I

the field, making the labeling
unnecessary, he said.
Rick Davidson of the city of
Maple Grove, Minn., a proponent
of RB 42-09/10, told the committee
that “window manufacturers had
the opportunity to come back with
a solution and came back with
nothing.”
“It wasn’t because they didn’t
want to do anything,” responded
Inks. “It’s because they found there
isn’t a viable option that will not
require field verification of the
opening dimensions.”

Skylight Changes: Some
Approved and Some Denied
S144-09/10-PART I, submitted
by Ruth, was approved as amended
by public comment, and added text
to the definition of unit skylights to
include tubular daylighting devices
(TDDs).
The public comment from Gary
J. Ehrlich, PE, National Association
of Home Builders, though, proposed that TDDs be defined separately as:
“A non-operable fenestration
unit primarily designed to
transmit daylight from a roof
surface to an interior ceiling
via a tubular conduit. The
basic unit consists of an exterior glazed weathering surface, a
light-transmitting tube with a
reflective interior surface, and
an interior-sealing device such
as a translucent ceiling panel.
The unit may be factory assembled, or field-assembled from a
manufactured kit.”
“A tubular daylighting device is
typically field-assembled from a
manufactured kit, unlike a unit skylight which is typically shipped as a
factory-assembled unit,” said
Ehrlich in support of his proposal.
“If the current unit skylight definition is applied to TDDs, some code
users will expect that TDDs be
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Adhesives

All Codes Not Yet Complete
The next round of the
International Code Council’s (ICC)
hearings is scheduled for October
28-November 1, 2010. The hearing
will cover “Group B,” which
includes code changes to the
International Energy Conservation
Code and the International
Residential Code - Energy, among
others.
entirely assembled in the factory.”
In addition, Ruth’s proposal also
added text to say that under 1715.6
skylights and sloped glazing, unit
skylights shall comply with the
requirements of Section 2405. All
other skylights and sloped glazing
shall comply with the requirements
of Chapter 24, which lays out structural requirements for skylights.
Also approved was a revision to
S-3-09, proposed by the Window
and
Door
Manufacturers
Association. In section 1503.6,
crickets and saddles, it states that a
cricket or saddle shall be installed
on the ridge side of any chimney or
penetration greater than 30 inches
wide as measured perpendicular to
the slope. The following exception
was added, “skylights installed and
flashed in accordance with the
manufacturer’s instructions.”
Another proposal, S141-09/10,
submitted by William E. Koffel,
Koffel Associates Inc., representing
the
Glazing
Industry
Code
Committee, was disapproved. The
proposal recommended that products installed in buildings of Group
R not more than three stories above
grade plane that are tested and
labeled
as
conforming
to
AAMA/WDMA/CSA 101/I.S.2/A440
would not be subject to the requirements of Sections 2403.2 and
2403.3 of the code, which ensure
safe performance through proper
support of glass.
❙
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companies on the web

Pella.com has been updated with a new door and window configurator that
was created to help customers design and envision a variety of styles. In addition, the revised site features a new section for project planning, including tips
for remodeling, replacing or building a new home including design and renovation elements to consider when choosing doors or windows … Edgetech has
added a web store to its website to help its customers gain easy access to marketing materials provided through its SustainaView®, Health Smart Windows®
and S2™ campaigns. This is available at http://store.edgetechig.com.
❙
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orty-percent growth in a
given year is a sizeable
achievement for any company in any industry.
Forty-percent growth a year, nine
consecutive years, also is a monumental one. But for Vista Window
Co. in Warren, Ohio, such numbers
are no surprise.
“We’ve been on the Inc. 5000 list
two years running. Our goal is to be
on the list again for 2010 because if
you make it three years in a row you
become part of their Hall of Fame,”
says Dan McCarthy, company chief
executive officer, who, along with
Jim Collins, chief operating officer,
are the primary shareholders.
From the company’s unique production process to its operational
philosophy, McCarthy says it’s his
company’s approach to business
that has helped it continue to grow.
“We deliver on what we promise
and we keep our commitments,” he
says. “You can solve a lot of problems just by answering the phone.”

Getting Started

Devon Cameron inserts glazing tape into the sash frame.
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Slowing
NO
Down
Variety and Differentiation Help One Ohio
Window Company Continue to Grow
by Ellen Rogers
www.dwmmag.com
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Having worked in the building
products supply business most all
his life, McCarthy says by the time he
was 45 he was ready to do something
in which he’d have an ownership
interest. He founded Vista in 2001.
“During that time a bunch of
guys I’d worked with at the previous
company also decided they’d rather
own a piece of the action and they
came forward with me and pushed
this idea into reality,” says
McCarthy.
One of those guys was Ed Kalaher,
who serves as president of Vista.
Kalaher says he has been in the
building supply industry since he
finished
college
and
joined
McCarthy and Collins to start up
Vista.
Producing vinyl windows and
patio doors for the residential
replacement market, Vista today
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One of the things we have as
a credo is ‘take care of the
problem now and argue
about whose fault it was
later.’ What matters is solving
the problem and so those
employees are very active in
day-to-day operations and
that portion of the business.
–Dan McCarthy
has an annual dollar volume that
ranges between $30 and $50 million and produces about 220,000
units a year.
“Depending on the time of year,
[we produce] 3,000 to 10,000 units a
week,” says McCarthy.
With 180 employees, the company operates a 47,000-square-foot
facility located on seven acres in
Warren, Ohio, as well as a 56,000square-foot facility, also on seven
acres, in Swansboro, Ga. In addition to its two plants, the company
also has a joint venture with
Simonton’s McAlester, Okla., plant.
“Simonton’s plant manufactures
our product line under our licensing agreement, under our trademarks,” says McCarthy.
“But it’s the same exact product,”
adds Kalaher.
“And that’s the only joint venture
of its kind in this [industry] that
works like that,” says McCarthy.
From its Ohio plant, Vista’s products are shipped east of the
Mississippi River, north of the
Mason-Dixon line; from Georgia,
the company’s products are shipped
east of the Mississippi River and
south of the Mason-Dixon line, with
the exception of Florida.
“Our
joint
venture
with
Simonton also allows us to ship
pretty much nationwide because
they have a logistics system as a
company that goes to pretty much
every major city in the United
States regularly,” says McCarthy.

Tina Porter works on a Sturtz sash-cleaning machine installing hardware on one end
of the sash, while the machine cleans the other.

Structuring for Growth
The Vista team is organized in a
way that Kalaher says keeps them
thin in the middle management
layer.
“For us, [this is] quicker for decision-making and is more efficient,
and that’s because we have the
benefit of a pretty broad ownership
and management team that is
invested in this business and running it,” says Kalaher, who explains
that management is made up of six
operating shareholders.
“Everybody is onsite, involved in
the business. We are the central core
management team and those below
each of us have their own specialty,”
says Kalaher. “On the floor we have
a production leader and different
zones of production that also have
leaders. Essentially we have a core
ownership group and then we have
a series of leaders.”
The company also is structured
so that communication with
employees is open and constant.
“We communicate with all
employees on a quarterly basis to
keep them in the loop on what’s
going on with the company,” says
Kalaher. “Every part of our plant is
considered a zone and those zones
receive an audit each month and

those audits are an opportunity for
employees to voice suggestions and
concerns.”
McCarthy adds, “Depending on
the area of the business, those in our
front end of customer service, for
example, are empowered to take care
of customer problems immediately.
And one of the things we have as a
credo is ‘take care of the problem
now and argue about whose fault it
was later.’ What matters is solving the
problem and so those employees are
very active in day-to-day operations
and that portion of the business.”

Production Procedures
Part of what McCarthy says sets
Vista apart from other window manufacturers is its production process.
“We call it constant flow production. The material moves, the people don’t and [the material] constantly moves until it’s a completed
order,” says McCarthy. “The important thing about the way we do
constant flow production is that we
have changed the way windows get
manufactured. We have broken the
manufacturing process down to
component manufacturing rather
than product line manufacturing.
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continued from page 41

Kalaher adds, “And
We have lines that
Every part of our plant is considered a
because of the way Wes
make frames and we
zone and those zones receive an audit each
trains our maintenance
have lines that make
month and those audits are an opportunity for
people, when you are
sashes—it doesn’t matemployees to voice suggestions and concerns.
the person who used to
ter what type of window it is. So this
–Ed Kalaher build these machines
and install them for
methodology of procompanies
across
duction allows us to be much more one particular method the compa- window
America, you don’t train your mainefficient than the average manu- ny uses.
“Continual improvement is just tenance people on troubleshootfacturer that uses a batch and
queue production methodology. part of our life; we don’t call it any- ing; you train them on how the
Where [in other companies] a cus- thing particular; we just do it every- machines are built.”
When selecting equipment Scott
tomer’s order is broken down and day,” says McCarthy. “We are consent to three or four or five differ- stantly improving, tweaking, trying to says there are several features he
looks for, such as innovation, qualient areas, in our production para- be more efficient where we can be.”
“We have a fairly extensive audit ty, cost and lead time.
digm the order stays together and
“Fortunately, I began my career
gets made all at one time on the system and, because we don’t split
customer orders, the philosophy of in the equipment business, so I am
same two lines.”
McCarthy says this process has this company is everyone works for familiar with most of the compahelped them create an efficient a complete order on time. We take nies that supply equipment to our
principles from different manufac- industry,” says Scott.
operation.
His background and experience
“We actually manufacture win- turing methodologies and put
on the equipment side is also a plus
dows on two- to three-day cycles them into that,” says Kalaher.
for Vista.
and we deliver them in seven days
“Typically an equipment suppliand all of that is related to that sys- Supply Chain
er
offers training to the maintetem of production,” he says.
In addition to the process, a winWhile lean manufacturing is a dow manufacturer also needs reli- nance personnel and helps train on
part of Vista’s process, there is not able machinery, material suppliers, diagnostics and some repair. If that
such as Veka, AGC Flat Glass North fails then generally the next step is
America and Caliber Glass LLC, to call the equipment manufacturand a top-notch production staff to er, and equipment is such these
take hold of the reins. Wes Scott is days that it ties directly into the
the company’s vice president of computer of a piece of equipment
production and is responsible for to help diagnose the problem,”
all decisions surrounding the explains Scott. “In Vista’s case,
plant’s equipment. For Vista, that being that I am originally from the
decision was to go with Sturtz equipment side of the business, I
generally am able to diagnose and
machinery.
McCarthy and Kalaher both fix any issue on my own, which
admit they have little input when it greatly enhances our company’s
ability to not be down for very long.
comes to machinery selection.
“Wes used to work for Wegoma Our lead time to our customers is
and used to manufacture this type our number-one priority, so we
of equipment and he set up many have a distinct advantage in this
window plants,” says McCarthy. area.”
McCarthy agrees. “Most people
“It’s a big advantage when the people who are deciding what machin- in this business who have any type
ery will be the best for our business of automated equipment, when it
are people who grew up inventing goes down they call the manufacthat business and building those turer to come fix it. We never have
to do that. We fix it ourselves online
machines.”
He continues, “Because of Wes, and we solve the problem in the
Nichole McCauley cleans a completed anything that might happen that amount of time it would take the
window before it gets wrapped for could be a problem is fixed in manufacturer to set the date to
come fix it.”
stride.”
shipping.
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Under Wraps
Vista also is focused on ensuring
customers receive a quality, wellmade product. To back this up special care and attention go into
packaging and shipping.
“We put egg crate corners on the
windows, shrink-wrap the windows
or patio doors completely; if it is a
painted order it has a 3M film on it,
which is a very heavy plastic wrap
that protects the exterior surface,”
says McCarthy.
“When we finish a product off
the assembly station, not only did
that product never hit the ground
before it was assembled, but it still
never hits the ground until it goes
into the truck,” adds Kalaher, who
says they also own their own fleet.
“In our warehouse we have a racking system used to store products
and that rack is moved around for
loading so we’re not handling the
windows or patio doors too much.”
McCarthy agrees.
“When you drag windows around,
especially white vinyl windows, it
creates static electricity which has a
tendency to collect dirt,” he says.

Worth the Effort
Vista’s hard work has paid off, as a
number of its customers point out
the company’s dedication and commitment to quality. Rick Berteotti,
president of Trinity Supply and
Installation in Pittsburgh has been
working with Vista for nine years
because a sales representative introduced them to the windows.
“We gave it a shot and it worked
for us,” says Berteotti, who adds
that they soon grew their Vista
offerings and today work with them
as their exclusive window supplier.
While finding a good supplier
may be challenging for some dealers, Berteotti says there are a number of characteristics about Vista
that stand out.
“They have a quality, consistently good product,” Berteotti
says. “They are always looking at
ways to be on the cutting edge and

Vista focuses on keeping the amount of product handling before shipment to a
minimum.
to come out with something different. Also, their delivery time is like
clockwork.”
Lee Ross, who is the president
and owner of Window Factory
Direct in Cleveland, has been working with Vista for about six years
and says that as far as a supplier,
Vista is “right on the money.”
“There is not a person there who
is not willing to help you,” says Ross.
“They also have a quality product. I
looked around at other windows
and theirs is superior to most out
there as far as I’m concerned.”
Vista’s suppliers have also recognized the company's abilities.
“Vista has enjoyed much success
and growth in the market over the
past few years. This is not due to
artificial stimulus such as government subsidized programs, but
rather their dedication to providing
superior service and support to
their customers,” says Alan
Funovits, sales director for Veka Inc.
“Combine these qualities with a
broad product offering, and you
have success in the making. It has
been exciting to watch Vista’s
growth and we look forward to
helping them grow even more,
today and into the future.”

Forward Thinking
Vista is continuing to enjoy
strong growth and a positive
market, particularly with so much
growing emphasis on energy
efficiency.

In fact, energy-efficiency is a
driving force behind Vista.
“Our industry, and thus our company, are founded on energy efficiency. We promote the premise
that one size does not fit all,” says
Kalaher.
“We offer window configurations
that are as good as it gets in this
industry, and we offer enough variety to satisfy homeowners in every
part of the country,” he adds.
And it’s variety and differentiation that both McCarthy and
Kalaher agree are some of its
strongest assets.
“We have big company capabilities with a small company mindset
and that’s from our regional philosophy,” Kalaher says. “In our estimation, there are not a lot of companies in this industry that have our
capabilities and can be intimate
with the customer because they
have regional facilities. Usually
they are much smaller companies
and, though you can get a personal
touch, they can only service a few
states or regions.”
“It’s not that we’re a small company,” adds McCarthy, “We’re in a
medium kind of niche, but we’re
the smallest company in replacement window business with our
capacity to be able to reach
nationwide with our product
line.”
❙
Ellen Rogers is a contributing editor for
DWM magazine.
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SecretShopper

DWM Shops for a Door
BY

hen Bryan Hovey, web
developer at our offices
in Stafford, Va., asked if
we could purchase a new louvered
door for our server room, I immediately thought such a quest would
make a great “Secret Shopper”
article for our magazine. Bryan

W

TARA

TAFFERA

requested a louvered door for this
space as this room gets very hot so
he wanted the computers to have a
bit more “breathing” room.
Once we approved the purchase,
he started looking online and
found an MDF louvered door from
Masonite he liked. However, we

SECRET SHOPPER
REPORT CARD

Builders FirstSource
LOCATION: Elkwoo
d, VA
FACILITY TYPE: Pl
ant

SUBJECT
Store was Easy to Fi
nd

GRADE
A

Parking Lot was Cl
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Greeted Upon Enter
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Neatness of Displays
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Employee Appearan
ce
Employee Product Kn
owledge
Store Experience Sa
tisfaction
Overall Grade
A Excellent
D Below Average

www.dwmmag.com

A
A
N/A
A
B
A
A
A-

MARKING CODE
B Above Average
F Unsatisfactory

C Average
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decided to start at the big-box
stores and visited Lowe’s and Home
Depot, both of which have locations minutes from our office.
While we didn’t see the
Masonite door, The Home Depot
associate informed us the store
could order a similar door for us to
meet our specifications. However,
it didn’t carry the door in
white and, while Bryan said
he would paint it, this wasn’t
the ideal scenario, so we continued on to Lowe’s.
The situation here was
similar to that of Home
Depot. Lowe’s carried the
unfinished slabs, so the company would have to order it
milled for the doorknob and
hinges.
I then decided that if Bryan
really thought the Masonite
door would be best, we should
look for a location from which
we could make that purchase.
So I followed the link on the
Masonite website about “where
to buy” and the closest location
was approximately 40 miles
away at Builders FirstSource in
Elkwood, Va.
As we walked into the location, Bryan said “I sure hope
they sell to the consumer,” and
we soon found that although
they did in our case, it doesn’t
seem to be their focus.
We were greeted by a woman
sitting at a desk and around her
we saw offices, but no showroom. We did see a few window
products around us, perhaps
waiting to be picked up.
While we were waiting we saw a
few magazines displayed and were
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thrilled to see the latest issue of
DWM lying on the table.
We asked the lady at the desk if
they sell to consumers and advised
that we were looking for a door, and
she kindly said she would find
someone to help us.
A man came out (whom we later
found out was named Ricky) and I
introduced myself and quickly told
him what we needed. He took us
out to the plant area, where he
showed us the louvered door Bryan
had seen on the website. What he
showed us was the door slab so the
two started talking measurements
while I listened. Ricky informed us
that they could put on the hinges,
door knobs, etc., and cut it to our
specs but that we “better be dead
on with our measurements.” Bryan
said he was sure of the measurements. I think I may have made
him a little nervous, questioning if
he was “really sure.” So after I planted doubt in his head, Ricky suggested that we bring in the old door
and he could match the new louvered slab to those specs. After
finding out we were in Stafford he
said, “We have trucks there all the
time and can drop it off to you.”
He explained it may take a few
days as the machines have to be
reconfigured due to the specs of
our door, but that it was no problem to do this. We really appreciated his willingness to help us. We
also thought our boss would be
happy to know that the price ended
up being almost $100 less than it
would have been from a big box.
However, the situation changed
after Bryan talked to his wife, Cathy,
who used to work for the
Fredericksburg, Va., location of
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Key Communications web developer Bryan Hovey shows off our new louvered door.
Hutting Building Products, which
closed a few years ago. She assured
Bryan he would be fine if we just
gave the measurements so he
called back with the measurements
and paid for the door over the
phone while I crossed my fingers
that it would fit (sorry, I’m just a
pessimist by nature).
(Also, see next month’s Secret
Shopper for how this method
failed for DWM vice president of
digital services Holly Biller when
she recently searched for a new
entry door.)
The door arrived on a Monday
and Bryan installed it shortly after.
“It fit great, looks great and I can
already tell a huge difference in the

temperature in there,” Bryan said a
few hours after he completed the
job. “It’s working just like I thought
it would.”
Overall, the people at Builders
FirstSource were great to work with,
but I just have one piece of advice.
As consumers, we searched the
Masonite website for a door and
were led to Builders FirstSource.
Other consumers may not know
they are going to a plant location,
instead of a showroom. We didn’t
care, as we got the door we wanted,
but perhaps others might think of
this as a wasted trip.
This wasn’t the case for us as our
computers are now “breathing easy”
due to our new louvered door.
❙
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Ones to Watch

APPOINTMENTS

Masonite Inc. Appoints
New Chief Financial Officer
Masonite Inc. has appointed
Mark J. Erceg as executive vice
president and chief financial officer, effective June 1.
Erceg has 18 years of experience in
global finance and accounting with
the Procter & Gamble Company,
most recently as vice president and
general manager of global investor
relations. In that capacity, Erceg was
the point of contact for all buy and
sell side analysts, portfolio managers
and financial institutions. He also
served as director of global finance
for the Wal-Mart customer team,
plant comptroller and associate
director of market strategy and planning, amongst others.

Hurd Adds Bender
as Operations VP

Darrell
Bender

Hurd Windows &
Doors has appointed
Darrell Bender to the
position of vice president of operations.
Bender has 15 years
experience in manufacturing leadership,

with extensive experience in leading continuous improvement and
lean manufacturing programs, and
is already putting these principles
into place in his new position,
according to Hurd.
Most recently, Bender served as
vice president of manufacturing of
Oshkosh Door Co. There, he led key
operation initiatives to improve
shipping performance to greater
than 99 percent, reduce manufacturing throughput times by 81 percent
and led Quality Action Teams that
improved the company’s quality and
reduced costs. Bender joined
Oshkosh after spending more than
10
years
with
Marshfield
DoorSystems, formerly known as
Weyerhaeuser Door Division, where
he held several key management
roles including continuous improvement/lean manufacturing manager.

Reeb Names New President
Reeb Millwork has named Dan
Schaffer as president. He succeeds
Don Houghton, who recently relinquished his responsibilities as president but will continue to serve on
the company’s board of directors.
Schaffer, who has been with
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Kolbe & Kolbe Millwork has made a number of promotions. Jeff
De Lonay has been named executive vice president, Cindy Bremer
was appointed vice president of marketing, Ann Micholic is now
vice president of human resources and Hank Hosler was named
vice president of information technology (IT).
De Lonay previously served as vice president of operations for
Kolbe and has more than 25 years experience with the company. He Jeff De Lonay
now will oversee the operations of all facilities and business disciplines along with responsibility as president of Point Five Windows and Doors.
Bremer has more than 23 years marketing and sales experience in the door
and window industry in both residential and commercial construction. Prior to
being named vice president, she held the position of director of marketing.
Micholic has 13 years’ experience in human resources and training. During
her time with Kolbe, she has worked as human resources generalist, training
manager and director of human resources.
Hosler has been in the IT arena for 15 years and has served as director of
information technology for the company since 2004. In his new role, he will
continue to lead Kolbe’s IT strategy across all business units.
www.dwmmag.com

>I

Reeb since 1986, also serves as chief
operations officer for the company.
He has held a number of positions
with the company, including
accountant,
office
manager,
accounting manager, operations
manager and general manager.

ASSOCIATION NEWS

WDMA Announces
New Leadership Team
The
Window
and
Door
Manufacturers Association (WDMA)
recently elected a new leadership
team. The WDMA Board of Directors
elected Stephen Sisson of Karona
Inc. in Grand Rapids, Mich., as the
association’s new chairperson,
replacing outgoing chairperson
Steve Tourek of Marvin Windows
and Doors.
The other members of the 20102011 WDMA Executive Committee
are:
• Elaine Sagers of Pella Corp., who
was named vice chair of the window division;
• Jerry Oleshansky of Therma-Tru
Doors, who was named vice
chair of the door division;
• Ken Moody of VKR Business
Development, treasurer;
• Steve Tourek of Marvin Windows
& Doors will serve as immediate
past chair; and
• Tom Kaiser of Cardinal Glass
Industries, supplier representative.

P.H. Tech Promotes Two
P.H. Tech has promoted Benoit
Vachon to the position of sales director. Benoit has 20 years experience in
the window and door industry,
including more than 13 years with
the company. P.H. Tech also has
appointed Steve Bronson to the
position of territory sales manager
for Ontario, Western Canada and the
United States. Bronson’s experience
includes 20 years in the door and
window industry with 13 years at
P.H. Tech in various sales roles.
❙
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calendar of events

June 29-July 1, 2010
GlassTech Asia
Sponsored by Conference & Exhibition
Management Services Pte Ltd.
Marine Bay Sands.
Singapore.
Contact: Conference & Exhibition
Management Services Pte Ltd.
at +65 6278 8666 or visit
www.glasstechasia.com.sg.
July 19-21, 2010
NFRC Summer 2010
Virtual Committee Week
Sponsored by the National
Fenestration Rating Council.
Contact: NFRC at 301/589-1776 or visit
www.nfrc.org/NFRC-Summer2010.aspx.
July 28-30, 2010
BCM 2010 – Building Construction
and Material Industry Event
Sponsored by PT. Napindo
Media Ashatama and
MEREBO Messe Marketing.
Grand City Expo.
Surabaya, Indonesia.

Contact: Show organizers at
+49-40-3999905-0 or visit
www.indobcm.merebo.com.

August 10-14, 2010
Moulding and Millwork
Producers Association (MMPA)
Summer Business Meeting
Sponsored by MMPA.
Grove Park Inn.
Asheville, N.C.
Contact: MMPA at 800/550-7889
or visit www.wmmpa.com.
August 25-28, 2010
International Woodworking Fair (IWF)
Georgia World Congress Center.
Atlanta, Ga.
Contact: Show organizers at
404/693-8333 or visit
www.iwfatlanta.com.
September 14-16, 2010
GlassBuild America
Sponsored by the National
Glass Association (NGA).
Las Vegas Convention Center.
Las Vegas.

Contact: NGA at 866/342-5642 or
visit www.glassbuildamerica.com.

September 15-17, 2010
Remodeling Show
Sponsored by the National Association
of Homebuilders (NAHB).
Baltimore Convention Center.
Baltimore, Md.
Contact: NAHB at 972/536-6313 or
visit www.remodelingshow.com.
October 9-14, 2010
AMD Show
Sponsored by the
Association of
New
Millwork
Locat
ion!
Distributors.
The Charlotte
Convention Center.
Charlotte, N.C.
Contact: AMD at 800/786-7274
❙
or visit www.amdweb.com.
For a full schedule of industry
events visit www.dwmmag.com
and click on Industry Events.

Looking for
Solutions to Your
Glass Issues?

Call GlasWeld.
We’ve got answers!
GlasWeld provides more
than the best tools, training
and support. We create
solutions unique to your glass
damage issues. Whether you
need our Gforce™ Scratch
Removal System, or expert
damage analysis and repair
recommendations,
we’ve got it all.

Complete Glass Solutions
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Equipment – Training – Consulting – Customized Programs

800.321.2597

|

www.glasweld.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
Multiprocessing
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
www.sturtz.com
info@sturtz.com

d
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Saws
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
www.sturtz.com
info@sturtz.com

48

Automated Testing
Solutions, Inc.
8301 Sunset Rd.
Minneapolis, MN 55432
877/784-1775;
fax: 651/846-6808
www.automated-tests.com
Vinyl Fabrication
Equipment
GED Integrated Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401
Fax: 330/963-0584
www.gedusa.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 Components
Sill Pans
Jamsill, Inc.
PO Box 485
Talent, OR 97540
800/526-7455
fax: 541/488-7472
www.jamsill.com
info@jamsill.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

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

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

www.dwmmag.com

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
Vinyl Clad, Exterior
Young Mfg. Co., Inc.
PO Box 167
Beaver Dam, KY 42320
270/274-3306
fax: 270/274-9522
www.youngmanufacturing.com
sales@youngmanufacturing.com
Doors, Interior
Folding, Interior
Woodfold Mfg. Inc.
Box 346
Forest Grove, OR 97116
503/357-7181
fax: 503/357-7185
www.woodfold.com
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
Spacers
Edgetech IG Inc.
800 Cochran Ave.
Cambridge, OH 43725
740/439-2338;
fax: 740/439-0121
www.edgetechig.com

>I

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@bystronic-glass.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
Mouldings
PVC Profiles
Creative Extrusion &
Technologies
230 Elliot St.
Brockton, MA 02302
508/587-2290
fax: 508/580-0524
www.creativeet.com
sales@creativeet.com
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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
Jobber/Distribution
DMSi Software
17002 Marcy Street
Suite 200
Omaha, NE 68118
402/330-6620 Ext. 142
fax: 402/330-6737
www.dmsi.com
dmsi@dmsi.com
Ponderosa Software
36 Thurber Blvd.
Smithfield, RI 02917
800/422-4782
fax: 401/232-7778
www.caisoft.com/ponderosa
info@caisoft.com
WoodWare Systems
8304 Macon Terrace Road
Cordova, TN 38018
901/763-3999
fax: 901/763-4064
www.woodwaresystems.com
Optimization Programs
Optima North America Inc.
3875 Blvd. St.-Jean Baptiste
Montreal, QC H1B 5V4
Canada
514/645-8998;
fax: 514/645-8558
sales@optima-america.com
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Stairs And Stair Parts
Stairs, Treads & Risers
Young Mfg. Co., Inc.
PO Box 167
Beaver Dam, KY 42320
270/274-3306
fax: 270/274-9522
www.youngmanufacturing.com
sales@youngmanufacturing.com

Extrusions, Vinyl
Creative Extrusion &
Technologies
230 Elliot St.
Brockton, MA 02302
508/587-2290
fax: 508/580-0524
www.creativeet.com
sales@creativeet.com

Windows
Vinyl Windows
VEKA Inc.
100 VEKA Drive
Fombell, PA 16123
800/654-5589;
Fax: 724/452-1007
www.vekainc.com

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

Window And
Door Machinery
Global Sales Group, L.L.C.
PO Box 1835
Chico, CA 95927
877/474-5521
fax: 530/893-2244
www.globalsalesgroupllc.com
Machines, Pre-Hung Door
Builders Automation
Machinery Co.
12775 Starkey Rd.,
PO Box 10068
Largo, FL 33773-0068
727/538-2180
fax: 727/536-2624
www.buildersautomation.com
Machines, Stair Stringer
Router
Builders Automation
Machinery Co.
12775 Starkey Rd.,
PO Box 10068
Largo, FL 33773-0068
727/538-2180
fax: 727/536-2624
www.buildersautomation.com
Window Components
Truth Hardware
700 West Bridge St.
Owatonna, MN 55060
800/866-7884
fax: 507/451-5655
www.truth.com
truthsal@truth.com

Strybuc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
800/352-0800;
fax: 610/534-3202
www.strybuc.com
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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
Stiffeners
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
360/653-6666;
fax: 360/653-9884
www.alumet.com
Weatherstripping
UltraFab Inc.
1050 Hook Rd.
Farmington, NY 14424
800/535-1050;
fax: 585/924-7680
www.ultrafab.com
sales@ultrafab.com

❙

Visit
™

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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Industry Services

Used Equipment for Sale

USED MACHINERY
BOUGHT & SOLD
www.usglassmachinery.com
Ph: 724/348-8450

CUSTOM PROFILE
EXTRUSIONS

Your Resource for
“Classified” Information

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

For more information on how to
advertise, please contact Janeen
Mulligan at 540/720-5584 ext. 112;
e-mail: jmulligan@glass.com;
or fax 540/720-5687.

Want Information on

?

Insulating
Glass

Look no Further
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www.dwmmag.com/ig
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DWM magazine has compiled the
latest stories and headlines
pertaining to insulated glass
and has aggregated them all
into one convenient location.

Visit Today and Learn the Industry’s IG Latest!
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ADVERTISING INDEX • JUNE 2010
Page

Company

Phone

Fax

Web Address

54

Alumet Manufacturing Inc.

800/343-8360

360/653-9884

www.alumet.com

53

Cardinal Industries

952/935-1722

952/935-5538

www.cardinalcorp.com

3

Edgetech I.G. Inc.

800/233-4383

740/439-0121

www.edgetech360.com

7

Electronic Design to Market Inc.

419/861-1030

419/861-1031

www.edtm.com

11

Erdman Automation

763/389-9475

763/389-9757

www.erdmanautomation.com

9

Franklin Adhesives

800/877-4583

614/445-1366 www.franklinadhesivesandpolymers.com

15

GED Integrated Solutions

330/487-5094

330/963-0584

www.gedusa.com

47

GlasWeld Inc.

800/321-2597

541/388-1157

www.glasweld.com

26-27 G-M Wood Products

800/530-9211

231/652-3166

www.gmcompanies.com

51

IWF 2010

404/693-8333

404/693-8350

www.iwfatlanta.com

21

John Evans’ Sons Inc.

215/368-7700

215/368-9019

www.springcompany.com

19

Nordson Corp.

800/683-2314

770/497-3656

www.nordson.com

13

P.H. Tech

800/463-4392

418/833-6847

www.phtech.ca

25

Sturtz Machinery Inc.

330/405-0444

330/405-0445

www.sturtz.com

5

Sunflex Wall Systems

800/606-0756

239/495-2890

www.sunflex-wall.com

C2

Truth Hardware

800/866-7884

507/451-5655

www.truth.com

39

Weiss USA LLC

704/282-4496

704/289-7091

www.weiss-usa.com

17

WTS Paradigm

800/387-2951

608/664-9295

www.wtsparadigm.com

1

Young Manufacturing

800/545-6595

270/274-9522

www.youngmanufacturing.com
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1. Please check the ONE category that BEST describes the business
MY BUSINESS IS ENGAGED IN THE MANUFACTURING, FABRICATING
activity of your company:
OR DISTRIBUTION OF DOORS AND WINDOW PRODUCTS.
1000  Manufacturer of windows
 YES  NO
1100  Manufacturer of windows and/or doors and/or skylights
2000  Manufacturer of doors
I WOULD LIKE TO RECEIVE
 Check here to also sub3000  Manufacturer of skylights or other fenestration products
MY SUBSCRIPTION IN THE
scribe to the free twice weekly
4000  Suppliers of fenestration components or equipment (including glass)
FORM OF:
 PRINT  DIGITAL
DWM e-mail newsletter.
5000  Dealer/Distributor
6500  Building Contractors
7000  Manufacturer of mouldings/millwork
9000  Others allied to the field, please specify:_______________________
3. Please check ALL the types of work your company
performs:
C  Commercial R  Residential
B  Both
O  Other
5. Number of employees at this location:
4. Classification by title (choose the best):
A  1-4
B  5-9 C  10-19 D  20-49
A  Owner/president
E  Marketing manager
E

50-99
F  100+
B  General or senior manager
F  Purchasing manager
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

2. Please check ALL the products or
materials your company manufactures:
A  Wood B  Aluminum C  Glass
D  Vinyl E  Other Metals
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XL Edge® > Loå3-366® > Loå-i81 > Neat®> Preserve®

0.20

Turn your double-pane windows into triple-pane performers.
Introducing Loå-i81™, the new
Cardinal glass that takes center of
glass U-factors to a remarkable 0.20
when coupled with our Loå2® or
Loå3® glass and argon fill in a doublepane unit. You get near triple-pane
performance in a double-pane
window. This allows you to offer
more window options that will meet
current ENERGY STAR guidelines,
everywhere in the country. There’s
no need to invest in redesigning
windows and altering manufacturing
processes. What’s more, there’s no
haze to mar the view. Don’t wait …
we’ve got your number right now.
Visit cardinalcorp.com for more
information.

TM

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

A CARDINAL GLASS INDUSTRIES COMPANY

ENHANCED PERFORMANCE GLASS
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