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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 are going to the expense of making a triple, shouldn’t it be a dual seal?
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”

SEE US AT 2010 AIA CONVENTION
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THE FUTURE OF FENESTRATION MANUFACTURING

Publisher/Editor

Speak Up
BY

f you were thinking of ignoring
the Environmental Protection
Agency’s (EPA) rules regarding
lead paint that went into effect on
April 22, here’s something that may
change your “I’ll take a chance”
attitude.
We all knew that these new regulations would create a feeding frenzy for lawyers who would take it as
an opportunity for litigation. On
April 23 lawyers gathered at
Rutgers School of Law in Newark,
N.J., to attend the following daylong seminar, “Status and Future of
Lead Paint Toxic Tort Litigation.”
“Practitioners who work in toxic
tort litigation and those looking to
expand their practice will hear
panelists discuss the successes and
failures that policymakers, attorneys and municipalities have faced
through litigation and legislation,
as well as new strategies, aimed at
redressing this problem,” stated
the press release publicizing this
seminar.
If that’s not an additional reason
to become a certified renovator, I
don’t know what is.
Contractors such as Doug
Dervin, president of Double D
Contractors Inc., and David Hauser,
owner of Daystar Windows in
Farmingdale, N.Y., members of the
Long Island Chapter of the National
Association of the Remodeling
Industry (NARI), are concerned
enough about the devastating
impact of these regulations on their
business that they organized a rally
in Washington, D.C., on April 15.
Originally it looked as if these
efforts did not pay off as the EPA
removed the opt-out provision and
stood firm on its April 22 imple-
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mentation date. But just one week
later the situation changed again
when the House and Senate both
introduced legislation that, if
passed, could delay the implementation date for at least one year
until more contractors are trained
(see page 26 and watch www.dwmmag.com for the reports).
So whether this legislation is
passed, I hope the industry looks to
these contractors as examples of
the industry taking action and aiming to get their voices heard. Dervin
and Hauser also serve as an example of those who stick to their convictions no matter what the opposition or lack of support. For example, NARI’s national office chose
not to participate in the rally citing
concerns that “any type of protest
or demonstration on Washington
may derail all of the progress made
so far.”
Why discourage these frustrated
contractors from exercising their
rights to have their voices heard?
Change doesn’t happen by sitting
around and doing nothing.
I applaud all the contractors
who attended the event in an
attempt to make their concerns
heard (as well as those who visited
their congressional representatives, etc.). They weren’t trying to
change the premise of the law—
they don’t want children to get lead
poisoning. They just wanted a few
things. They wanted homeowners
to have the right to choose, they
want renovators trained correctly
and they wanted enough renovators trained by the April 22 deadline. Mostly they just wanted their
concerns to be heard and considered—what’s wrong with that?
❙
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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

SEE US AT 2010 AIA CONVENTION
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AAMA ANALYSIS

Certification Confusion
Whose List Is It Anyway?
BY
t appears there is some confusion in various quarters over
how much difference there is
among the various fenestration
certification programs and whether
there is a single comprehensive
database for all manufacturers and
products that are so certified. To
elaborate, a little background
explanation is necessary.
AAMA is both a standards development organization and a “certification body” (i.e., an organization
operating a product certification
system, as defined by ISO/IEC
Guide 65, which defines the operating requirements for such bodies).
These are distinct and separate
functions, which can be the source
of misunderstanding on the part of
some observers.
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In the standards development
capacity, AAMA has been developing
door and window standards by
industry consensus since 1947.
Driven by the steady march of materials technology, increased performance concerns and evolving code
requirements, the scope and stringency of these standards have
increased continually, resulting in a
wider array of products that perform
far better than their predecessors.
The evolution process has been
characterized by a change from prescriptive requirements to performance-based requirements, the inclusion of more performance factors
and more framing materials, and
the advent of the “material-neutral”
philosophy. This has helped specifiers, contractors and building owners to decipher various manufacturers’ claims and pinpoint the greatest
www.dwmmag.com
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LEWIS

value for the investment for specific
building types and locations. The
latest centerpiece in that effort is
AAMA/WDMA/CSA 101/I.S.2/A44008, the North American Fenestration
Standard/Specification for Windows,
Doors and Skylights (aka “NAFS08”). Compliance with NAFS-08, or
one of its predecessors, is required
by the major model codes.
Such compliance, as well as
guidance for architects, specifiers
and building owners, is visibly and
quickly demonstrated by thirdparty product certification.
The AAMA label, which manufacturers elect to affix to certified
products, is now well-recognized
throughout the industry as a definitive sign of compliance with code
requirements. Supplemental certification is, of course, available for
energy efficiency and specialized
environments, such as those
requiring sound control, impact
resistance or enhanced security.

A Complex Unit
Note that today’s certification
goes beyond basic quality assurance
for completed fenestration units by
recognizing that a window is a complex, interacting system of components—polymeric profiles, finishes,
glass, weatherstrip, gaskets, sealants,
hardware and screens—that must
perform individually and in concert.
Accordingly, the suite of component-related standards referenced
within NAFS-08 and its predecessors
are enforced through component
verification, and compliant products
are published on the AAMA Verified
Component List (available online)—
a pre-requisite for overall product
certification.

>I

Program users should note that,
because the underlying NAFS-08
performance standard and its predecessors are available for industrywide use, other certification programs have sprung up over the
years based on those standards.
Each is an accredited stand-alone
program, with slightly different
organization, features and procedures, although all grant viable certification to the appropriate NAFS
standard. Because the underlying
component standards are part of the
NAFS requirements, all must verify
components in some manner analogous to AAMA’s Verified Components
List. Because each certification program stands alone, each maintains
its own Certified Products Directory
and should be accessible and
searchable online.
AAMA’s dual role as a standards
developer and a certification body
does not mean that AAMA maintains a comprehensive directory of
all manufacturers and products that
have been verified as complying
with the standards’ requirements.
That is the responsibility of each
certification program, as AAMA
cannot attest to the accuracy of listings that are not its own.
Manufacturers should ensure that
their buying influences are aware of
the certification regime in which they
are involved and direct “shoppers” to
the appropriate directories.
❙
Dean Lewis serves as chief engineer,
certification programs, for the American
Architectural Manufacturers Association
in Schaumburg, Ill. He may be reached at
dlewis@aamanet.org. His opinions are
solely his own and do not necessarily
reflect those of this magazine.
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THE PATIO DOORS
WE MANUFACTURE
FOR YOUR HOME
ARE THE MOST
ENERGY EFFICIENT
PRODUCTS OF
THEIR KIND ON
THE MARKET
w Royal Group offers you the largest product lines in North America market with nine patio door models
perfectly harmonized to answer speciﬁc needs.
w Personalize your home decor with our paint program: Solid PVC colours, Woodgrain ﬁnishes,
Royal Spectra Coat paint ﬁnishes.
w Each and everyone of our doors meets the ENERGY STAR
new 2010 technical speciﬁcation.
w Our products contribute to LEED certiﬁcation system.
w Homeowners can claim the tax credit up to $1,500. with our
®

®

energy-efﬁcient patio doors.
ROYALPLAST PATIO DOORS FOR COMFORT AND ENERGY SAVINGS

www.royalplast.ca
1 866 777-1210
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AMD HEADLINES

Raising Generation X
My Experiences with the Generation That Will Replace Me
BY
any of today’s millwork
companies are still managed by the Baby Boomer
generation, so it is important for us
Boomers to recognize and be tolerant of the different business style of
the upcoming Gen X-ers, even
while we train them to take our
places. They are sometimes characterized negatively by the older generation simply because they are
misunderstood. It helps if we
remember that it really is
Generation X that will lead our
industry into the future.

M

Overcoming
Generational Clashes
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With every new generation
come clashes with the generation
it is replacing. Predictably, the
“Gen X-ers,” or the members of the
generation known as “Generation
X,” the “Thirteenth Generation”
(i.e., the thirteenth generation
since the founding of our country),
the “Baby Busters,” or the “20Something’s” have upset business
tradition as defined by the Baby
Boomer generation. The struggles
between Baby Boomers and
Generation X are rooted in the
desire (on both sides) for everyone
to be alike—but since that just isn’t
going to happen, our challenge is
to better understand the Gen X-ers
in order to prepare them for the
years ahead.
Complicating our efforts to
understand and manage generational transitions is the fact that
no exact dates define where one
generation begins and the other
ends. So it is with the transition
from Generation 12 to Generation
13. The Gen-X mindset can maniwww.dwmmag.com
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fest in an individual born near the
end of the Baby Boomer era while
some early Gen X-ers think just
like us Baby Boomers. Overall,
there are no black-and-white
answers here—the human mind
makes us all individuals, and
that’s exactly how we act—individually. The fact remains that
Gen X-ers are the employees
replacing Boomers in the workforce today, so they are the future.
They are not going away, nor are
they going to change themselves
to become just a younger Baby
Boomer. It is up to the Baby
Boomers to learn how to manage
them and prepare them to lead
our industry into the future.

•

•

•

Managing Generation X
I have discovered what I consider some of the dominant traits of
Gen X-ers. My observations may be
useful to other Boomer managers:
• Gen X-ers are independent
thinkers. They have a more
free-spirit style than any generation before them. They are
individuals—in a stronger sense
than us Boomers easily understand, but they also have a
strong sense of community and
value personal relationships in
the workplace.
• Gen X-ers yearn to be “understood.” This creates an opportunity for us Baby Boomers,
because the better we know
them and the more insight we
can gain as to what motivates
them, the more we are able to
remove barriers to the growth of
both generations.
• Gen X-ers have a tremendous
capacity to process lots of infor-

•

•

•

>I

mation and concentrate on
multiple tasks. They
are
“smart”—and they contribute
more to our business than we
usually acknowledge.
Training is a great motivator for
Gen X-ers. They embrace technology. They love to learn, so
they thrive on conversation and
interaction with management.
Gen X-ers enjoy having fun, and
they do not shy away from
something new. That makes
them great for “out-of-the-box”
thinking.
Gen X-ers need to experience a
sense of ownership, one of the
qualities that make them so valuable in the workplace. Give X-ers
the ball and they will run with it.
They will work hard for something they believe in, and in a job
that challenges them, because
they are results-oriented.
Gen X-ers are a self-empowered
workforce. Many have been selfdirected from a very young age.
Because of the commitment of
their Baby Boomer parents to
work long hours, these kids were
often left at home to entertain
themselves.
Many Gen X-ers have grown up
as
latch-key
children
in
divorced families. Therefore
having time for their families is
very important to them as adults.
Not all Gen X-ers are award-driven, but they respond well to
clear communication with both
positive and negative feedback.
They look for more than just fair
pay;
they
need
personal
acknowledgment of job performance. They are results-oriented.
They want to make a difference.
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It is up to the Baby Boomers to learn how to manage them
and prepare them to lead our industry into the future.

Worth the Investment
Most experts say Gen X-ers perform best in an 8 to 5 job, but I disagree. When properly managed and
lead, the Gen X-ers work hard—as
hard as or harder than Boomers. For
example, there’s no need to expect
them to see the need to work late,
but if asked to do so they will do so
with 150-percent contribution.
Clearly, their work ethic is different, but along with their younger
age they bring unique strengths
and abilities. It is ironic that while
we Boomers may complain about
Gen X-ers not being driven by the
same work ethic as our own generation, we would list most of the
above traits as being desirable
attributes for a new position in our
company. Think about it: A desire
to grow in their jobs, to learn new
skills, the ability to think creatively
and work independently; and the
real zinger: how about the part of
being “results oriented?” Are these
not the traits of the strong leaders
we desire to have on our team? Gen
X-ers do have a different management style; but in the long run they
are worth the investment in the
time it takes to understand them.
I look at the Gen X-ers this way:
The Baby Boomers created them, so
they can’t be all wrong, can they? But
they are so unique they often give
their Boomer managers a “fit” in the
workplace—which is why it is so
important that we understand what
makes them tick. The greatest management challenge may be in building a team of Generation X-ers. It is
not a natural part of their makeup—
they prefer to be recognized as individuals. That’s why an important
part of managing this special group

includes accepting that all individuals are unique. Their managers need
to accommodate the Gen X-er’s
individual motives, values and goals
rather than just enforcing their own
preferences.
One firsthand experience that
helped me learn to cope with (and
even appreciate) the Gen X managers who work for me also provided an example of how to get them
to participate in team fashion. Last
year, I scheduled an annual meeting with our outside sales managers; a group that included both
Baby Boomers and Gen X-ers.
Without giving specific direction as
to the meeting theme, I challenged
the manager who organized the
meeting to work around the general concept of “Managers Managing
Manager.” The next thing I know,
we (including myself ) are participating in a comprehensive personality profile questionnaire that
identified our traits in temperament, ego style and social style
(which included trust), and concluded with a summary style profile. He summarized and charted
the results of the entire group and
facilitated open discussion of the
things the questionnaire helped us
discover about ourselves. Serious
assessment of our individual
strengths and weaknesses were
softened by a lot of laughs. As a
result, we all learned from each
other, both Baby Boomers and
Generation X-ers, and in the
process we also learned about ourselves. We found we were indeed
different, yet in many ways we were
alike. All generations learn from
each other.
Once you understand where the

newer generations are coming
from, it is easier to target your mentoring style in order to bring out
their strengths and make the most
progress. Then you can begin
enjoying rather than dreading the
generational differences and begin
to appreciate the similarities. I’ve
found you have to reach deep for
the patience and time commitment
to provide more one-on-one guidance for the Gen X-er. Invest in
them personally. Take the time to
speak with an employee’s spouse or
family, and compliment and show
appreciation for the Gen X-er in
front of his family. Listen to what
Gen X employees have to say in
order to show your respect for their
ideas. Thank him or her for doing a
good job in person, and/or in writing. Set the right example as a
leader, but let each employee discover how he or she fits into the
plan. If you think about it, these are
good leadership practices regardless of the generation with which
you’re dealing.
Our Gen X-ers may be the most
challenging employees in the workplace, but they are worth our
investment in time and effort to
teach them about the past while we
explore the future together.
The Association of Millwork
Distributors supports the Gen X-ers
and have an exclusive group entitled
the AMD GenerationNEXT. If you
have Gen X-ers, you would like to see
involved in AMD, contact us.
❙
Audrey Dyer serves as president of ECMD
Inc. and AMD first vice president. Her
opinions are solely her own and do not
necessarily reflect those of this
magazine.
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EYE ON ENERGY

Doing a Double Take
Achieving R-5 Values with Doubles
BY
-5 ratings are becoming the
new gold standard for highperformance windows. New
construction and repair and
remodeling market standards are
converging near R-5 – or U-values
of 0.22 for operable windows and
0.20 for non-operable windows.
Manufacturers are relying on
triple-pane windows to achieve
these values. However, R-5 doublepane windows are possible
through a combination of low-E
coatings and thermally-efficient
components.

R

Components
For both triples and doubles,
manufacturers need to consider an
optimal component combination
to reach the desired performance
level, including:
• Spacers: High-performance R-5

RIC

JACKSON

windows essentially require a
warm-edge spacer system, with
non-metal,
third-generation
spacers offering the lowest thermal conductivity.
• Gas Filling: Argon, krypton and
xenon help reduce U-values.
• Frames: Framing systems with
foam filling or insulated air-cell
cores improve thermal efficiency.
• Glass: Low-E coatings can provide the extra U-value reductions needed to reach R-5.

Triples
Manufacturers have been able
to meet the 0.22 or better U-value
target for triples for many years.
They can produce triples with Uvalues as low as 0.15 (R-7) using
low-conductivity spacers (klin1
values between 0.15 and 0.07); gas
filling; foam-filled frames; and two

lites of a very low-E glass (range of
0.02 emissivity). Each component
adds cost, but choosing the optimal combination can reduce the
total manufactured cost.
For example, a triple with the
most thermally-efficient spacer
and frame options can meet the
0.22 U-value target without using
krypton, as long as a minimum air
space of 3 millimeters exists
between internal muntin bars and
the glass. This requirement may
necessitate an offset triple design
in which one glazing cavity is
wider than the other. Neglecting
the 3-mm grid proximity rule, or
utilizing a less efficient spacer or
frame, may force manufacturers
to use krypton to realize R-5 values, which significantly increases
costs.

Doubles
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Source: Simulations performed by Enermodal Engineering Ltd. using Windows 5.2 and Therm 5.2 as per NFRC 100.
10

www.dwmmag.com

>I

R-5 values are not possible in
traditional doubles. With a single
lite of low-E glass, the most thermally-efficient frames and spacers,
and krypton or xenon gas, manufacturers can only expect values up
to R-4 (0.23 U-value). Even then,
the rare gases add up to $50 to the
manufacturing cost of a typical
double-hung window.
Here is where low-E coatings
enter the equation. Manufacturers
may apply coatings to any of a double’s four glass surfaces, which
include (in order from the exterior
to interior of a home):
• Surface 1: outside surface of
exterior lite;
• Surface 2: inside air space surface of exterior lite;
• Surface 3: inside air space surface of interior lite; or
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• Surface 4: outside surface of
interior lite;
In a double featuring the lowest
emissivity coating available (0.018)
on Surface 2, krypton gas filling and
the best spacer and frame systems,
the best possible center-of-glass
(COG) U-value is 0.23. Using the
same low-E coating on Surfaces 2
and 3 lowers the window’s solar
heat gain coefficient, but has no
additional impact on the COG Uvalue. In either case, the window’s
lowest total U-value is 0.23 (R-4).
Remarkably, manufacturers can
reduce the COG U-value to 0.20
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using argon gas, the same low-E
coating on Surface 2 and a
pyrolytic low-E coating on Surface
4. Add the best spacer and frame
systems, and the result is an R-5
(0.22 U-value) window with an
argon-filled double insulating
glass unit. When applying this
same concept to argon-filled
triples—with low-E coatings on
Surfaces 2 and 4 and a pyrolytic
coating on Surface 6— COG Uvalues drop to 0.10, which yields
total window R-values as high as
R-7 (0.15 U-value). Krypton provides further COG U-value reduc-
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tions, along with added cost.
COG U-values depend on the
gas filling and the dimension of
the air space (or “gap”) as shown in
Figure 1. For example, the optimum gap to realize an R-5 argonfilled double is between 0.42 inches and 0.58 inches.
[1] Klin = U total x height of spacer (U in W/m2-K; Height in m)
❙
Ric Jackson is the director of marketing
and business development for Truseal
Technologies Inc. Mr. Jackson’s opinions
are solely his own and do not necessarily
reflect those of this magazine.
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MOULDING THE FUTURE

Work Begins for New Poly Blends Group
BY

he Moulding & Millwork
Producers Association (MMPA),
comprised of manufacturers of
wood, MDF and PVC/polyurethane
(poly) mouldings and millwork, is
gearing up for its latest program
directly benefiting its PVC/poly
manufacturing
members. The
MMPA Poly Blends Group is in the
midst of moving forward with two
important endeavors: a code compliance project and a product certification program.

T

Getting Involved
in Code Compliance
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The code compliance project
would equate to MMPA members
receiving a MMPA group evaluation
report for building code compliance
purposes. The product certification
program would create a marketable
product certification program for the
MMPA poly members. After one year
of meetings, the Poly Group voted to
move forward on both task items and
now that the decision has been
made, resolution to the initial project
outlines will be made final during the
MMPA’s 47th Summer Business
Meeting. This will take place in
Asheville, N.C., August 10-14, 2010, at
the Grove Park Inn Resort and Spa.
Building materials on a jobsite are
being scrutinized more heavily by
building code inspectors than ever
before. This is especially true with the
advancement of green building
products, increased regulations of
fire prevention methods and newer
technologies in building products
materials, among other items.
Questions come up often from building code inspectors about these new
building products and having a code
compliance report takes those queswww.dwmmag.com
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tions away as it gives the manufacturers’ finished goods carte blanche
access to a jobsite.
The MMPA Poly Blends Group
met in a series of face-to-face meetings and teleconferences during the
past year, analyzing the best direction to take. It considered the multiple types of poly moulding and millwork manufacturers that have
joined the association and would
have a vested interest in the projects.
The Poly Blends Group has decided
to pursue a Code Compliance
Research Report (CCRR) from
Architectural Testing Institute (ATI).
A CCRR is synonymous with an ICCESR for exhibiting building code
compliance. The CCRR will provide
building code compliance for the
current versions of the International
Building Code and the International
Residential Code.

How to Get Involved
The report will be held in the
name of the MMPA, and participation is optional for MMPA member
companies. The costs of the CCRR,
project timeline and outcomes have
been identified for the participants.
Any MMPA member company opting to take part will have their company name and list of products they
desire to be evaluated to code listed
on the report. Any MMPA member
company that wants to pursue this
must give official word of their participation to the association office by
June 1, 2010, by calling 530/661-9591.
In addition to the CCRR, the Poly
Blends Group will create a product
certification program. The key benefit here is the certification achieves
allowing the PVC/poly manufacturing member to have its product

>I

quality verified by a third-party
accredited inspection agency. Once
the MMPA PVC/poly manufacturing
members have their products certified, then this becomes a marketable
trait that consumers will desire.
Creating a marketable certification
will boost consumer confidence as
they will know that an MMPA-certified product is a good one.
The certification program’s initial
steps will begin at our meeting this
August. The Poly Blends Group will
be staging special sessions throughout the meeting solely directed to
launching the CCRR and product
certification program. There will be
several objectives and decisions
that need to be made by the
PVC/poly members of the association. Participation in this program is
optional for MMPA manufacturing
members. With the birthing of both
projects taking place just weeks
away, PVC/poly moulding and millwork manufacturers should not
hesitate and move on their decision
to be a part of the Poly Blends
Group immediately.
It is not hard to expect that any
manufacturer participating during
the onset of these two projects will
be ahead of the curve on so many
levels. It is the desire of the MMPA’s
Poly Blends Group to begin this
project with as many participants as
possible so all PVC/poly manufacturing members will have a voice in
the final outcome of both tasks.
❙
Kellie Schroeder, CMP, CAE, is executive
vice president of the Moulding and
Millwork Producers Association. She may
be reached at kelli@wmmpa.com. Her
opinions are solely her own and do not
necessarily reflect those of this magazine.

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

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

Contents

Zoom Fit
Search

+

–

Archives

I<
E-Mail

<

>

>I

Subscribe

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

+

–

Archives

I<
E-Mail

<

>

Subscribe

WDMA UPDATE

Lead Rule Goes into Effect
Despite Industry Concerns
BY
n April 22, 2010, the U.S.
Environmental Protection
Agency (EPA) announced
the implementation of the Lead
Renovation, Repair and Painting
Rule (RRP) (for related article, see
page 26). This new rule requires
contractors, property managers
and others paid to renovate structures built before 1978 to become
certified by the EPA. The rule is
expected to have a major impact on
door, window and skylight retrofitting in our nation’s older housing
stock by adding significant costs
and discouraging consumer investments in these vital energy-efficient upgrades.
As of the end of April, EPA says it
has certified 204 training providers
who have conducted more than
6,900 courses, and trained an estimated 160,000 people in the construction and remodeling industries to use lead-safe work practices. EPA, however, still struggles
to have trainers in all 50 states. For
non-compliant renovators, EPA
states it initially will focus on compliance assistance, but that its
enforcement options range from
simple warnings to significant fines
(daily fines up to $37,500 per incident), revocation of certification,
and, in the case of criminal offenses, incarceration.
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New EPA Lead
Announcements
To further complicate matters,
EPA announced three additional
actions on April 22, 2010:
1. Elimination of the “opt-out”
provision;
2. A
Notice
of
Proposed
Rulemaking (NPRM) to require
www.dwmmag.com
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dust-wipe testing after most renovations and provide the results
of the testing to the owners and
occupants of the building; and
3. An Advance Notice of Proposed
Rulemaking to announce EPA’s
intention to regulate renovations
on the exteriors of public and
commercial buildings. The EPA
announcement goes on to say if
EPA determines that lead-based
paint hazards are created by
interior renovations, EPA will
propose regulations to address
the hazards.

Opt-Out is Removed
By removing the opt-out provision, renovation firms no longer
will be exempted from the training
and work-safe practice requirements of the RRP rule by obtaining
certification from the owner of a
pre-1978 residence that no child
age 6 or younger or pregnant
woman resides in the home. This
change becomes effective July 6.
While WDMA has always supported
efforts to protect pregnant women
and children from lead poisoning,
EPA’s removal of the opt-out provision is extremely misguided as the
agency has provided no adequate
data, nor has it demonstrated any
benefits or other rationale for
expanding the scope of the rule,
which will add nearly 40 million
homes to the 38 million already
covered by the rule.
This rule will have serious consequences for the entire housing
industry. WDMA had strongly
advocated for a delay in the implementation of the rule until EPA had
trained enough firms and renovators and urged the agency to retain

>I

the opt-out provision. WDMA had
numerous meetings with EPA, the
Office of Management and Budget
(OMB) and members of Congress
on the issue. However, not only
was the rule implemented on April
22, but the opt-out provision was
eliminated as well.

Where Do We Go from Here?
More recently, WDMA supported
an amendment offered by Rep.
Leonard Boswell (D-IA), which
would have delayed application of
the lead rule to Home Star-funded
retrofit projects for one year.
Unfortunately, this too was rejected. It was ruled “out of order” by the
House Rules Committee with
respect to the Home Star bill. Our
efforts have not stopped there however. Rep. Denny Rehberg (R-MT)
and Sen. James Inhofe (R-OK)
recently introduced H.R. 5177 and
S. 3296, which would delay the
implementation of the EPA lead
rule until accreditation classes are
held in the States for a period of at
least 1 year (see article page 29). We
are urging all of our members and
others in the construction and renovation industry to contact your
members of Congress and urge
them to cosponsor both S. 3296
and H.R. 5177.
WDMA will continue to advocate
for common-sense implementation of the rule to minimize its
impact on our fragile industry
recovery.
❙
Michael O’Brien serves as president of
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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THE ONLY COMPLETE R5 WINDOW SYSTEM THAT COMBINES
SUSTAINABILITY 3
HIGH ENERGY PERFORMANCE 3
HIGH CONDENSATION RESISTANCE 3
HIGH STRUCTURAL AND WATER RESISTANCE 3
A3 AIR-RESISTANCE-LEVEL EVEN AT LOW TEMPERATURE [-30˚C] 3
RECYCLABILITY [POST-INDUSTRIAL, POST CONSUMPTION] 3
AESTHETICS 3

1.800.361.9261
www.thermoplast.com
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What’sNews
COMPANY NEWS

White House Officials Visit
Northeast Building Products
hen U.S Secretary of
Housing and Urban
Development
Shaun
Donovan announced that 162,000
new jobs were created nationwide
in
March,
he
traveled
to
Philadelphia’s Northeast Building
Products (NBP) as a testament of
companies who are hiring new
workers. On April 2, Donovan,
along with Pennsylvania Gov. Ed
Rendell,
Philadelphia
Mayor
Michael Nutter and executive
director of the Philadelphia

W

Housing Authority Carl Greene,
toured the window manufacturing
plant and spoke to the company’s
285 employees.
“It was great to have them here,”
says Alan Levin, NBP president and
chief executive officer. “We couldn’t
get them through the tour quick
enough because they kept stopping
to talk to those working around the
plant, which was a thrill for [our
employees].”
While Donovan focused on the
positive employment numbers for

Secretary Chu and Congresswoman
Dahlkemper Visit Seaway Manufacturing
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Secretary of Energy Dr. Stephen Chu
and
Congresswoman
Kathleen
Dahlkemper
visited
Seaway
Manufacturing Corp. in March to meet
with the owners and several employees
and tour the plant. Seaway says the
Secretary and Congresswoman chose to
visit Seaway because of its reputation
for building high-quality, energy-efficient doors and windows that comply
Secretary Chu inspects a newly
with the Energy Tax Credit.
Secretary Chu said the credits help manufactured Seaway window.
businesses like Seaway survive these
difficult economic times. He said the goal of the incentives and rebates is to
“take the pain out of energy efficient home improvements.”
Congresswoman Dahlkemper also spoke about the benefit of the Energy Tax
Credit for windows in the Reinvestment and Recovery Act of 2009.
“Thanks to the Recovery Act, homeowners can save as much as $1,500 in tax
credits for energy improvements—a major savings for families. With quality,
energy-efficient products made right here in Erie, homeowners in our region can
save money and support local businesses at the same time,” said Rep.
Dahlkemper.
Seaway president Jana Goodrich thanked the Secretary and the
Congresswoman for making energy efficiency a priority.
“It is a credit to your efforts and this administration that has so aggressively
pursued making energy-efficient home improvements more desirable and affordable for more Americans. It’s good for the industry, good for the country, and the
tax incentives and rebates help us to provide more jobs and to ensure job security for our employees and their families,” she said.
www.dwmmag.com
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NBP president Alan Levin (far right) talks
with (left to right) Philadelphia mayor
Michael Nutter, U.S. Secretary of Housing
and Urban Development Shaun Donovan,
and Philadelphia Housing Authority
Executive Director Carl Greene.
March, Greene focused on the $128
million dollars of stimulus money
that was distributed to the
Philadelphia Housing Authority in
2009 as part of the stimulus package, some of which was responsible
for NBP’s uptick in business. He
also focused on the window tax
credit which was an even bigger
factor in the company’s growth
since last year, says Levin.
Donovan also spoke of President
Obama’s commitment to “making
green building an engine of economic growth … and to lowering
greenhouse gas emissions and
energy costs,” according to NBP
officials.
“We share President Obama’s
vision for a greener America,” adds
Levin. “By producing high-performance, ultra energy-efficient windows, we are able to play our part
by providing products that help
consumers reduce their energy
consumption and save money
through energy tax credits.”
continued on page 18
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What’sNews
CONTINUED

Glasslam to Open Three New
Locations, Close One, in 2010
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Glasslam N.G.I. Inc., headquartered in Pompano Beach, Fla., has
announced worldwide expansion
plans for the company’s Air-Tight™
insulating glass foam spacer products, including the investment for
three new manufacturing facilities.
Among the new facilities is AirTight UK Ltd. in Kent, United
Kingdom. This factory will service
existing and new accounts in the
European market. Air-Tight™ UK
Ltd. is scheduled to open this summer. According to information
from the company, the first of three
extruding lines are almost complete and staff training currently is
underway.
In the third quarter of 2010 the
company plans to open AirTight™ Asia Ltd. in Kowloon, Hong
Kong. This new facility, in partnership with Glasslam Asia Ltd., will
produce foam spacer products for
use in Asian markets.
Completing the company’s
2010 expansion plans will be the
fourth-quarter addition of a new
Air-Tight™ foam spacer plant in
the Southeastern United States.
Site search is underway in the
Carolinas for the best location
for the new facility. The company’s new Air-Tight™ Smart
Edge™ will be the focus of the

new operation.
This last announcement followed
a March 14 editorial in The
Bahamas Weekly, in which Steve
Howes, chief executive officer of
Glasslam N.G.I./Fenestration and
Glass Services Ltd., announced that
FGS would be closing its facilities in
Freeport, Grand Bahama Island,
and relocating that facility to North
Carolina, citing problems working
with Grand Bahama Power Co.
Howes says that the company
will retain a small satellite window
factory on the island but the closure will mean the loss of more
than 500 jobs.

ProBuild to Open New
Locations in Utah and Virginia
ProBuild Holdings Inc. is opening
two new locations, one in Orem,
Utah, and one in Winchester, Va.
The Orem location, which will
begin with nine employees, is
ProBuild’s fourth in the state of Utah,
joining Heber City, Midvale (Salt
Lake City) and Ogden. The Orem
facility will service lumber and millwork customers and opens with
Forest Stewardship Council (FSC)
Chain of Custody Certification that
enables Orem to sell FSC-certified
material. The Virginia location, formerly a location operated by Glaize
Components, will extend ProBuild’s
capabilities to serve the Washington,

Royal Window and Door Profiles Expands
Distribution Presence in Western Canada
Royal Window and Door Profiles, a division of Royal Group Inc., announced
in March that it has signed a distribution partnership agreement with British
Columbia-based Coniston Products. Royal Window and Door Profiles officials
say it hopes the partnership will help it to meet the growing demand for its door
products in Western Canada, according to the company.
Royal adds that its customers will benefit from Coniston’s extensive experience in warehousing and distribution of products for the door and window
industry. Simon Fitzgerald, key account manager at Royal Window and Door
Profiles, Central Division, will coordinate the sales effort along with Coniston’s
president, Chris Meekley, and international sales director, Tony Scigliano.
The distribution center is located at 7550 MacDonald Rd., Delta, B.C., and will
complement the already existing distribution center in Woodbridge, Ontario.
www.dwmmag.com
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D.C./Baltimore markets. Winchester
will manufacture components
including roof trusses, floor trusses
and wall panels.
The 18-acre site will also feature
a full-service lumberyard.

LEGAL NEWS

Weiland Files Patent
Infringement Suit Against
Panda Windows and Doors
Weiland Sliding Doors and
Windows Inc. recently filed a suit
against Panda Windows and Doors
alleging patent infringement. The
complaint was filed in the U.S.
District Court for the Southern
District of California on March 30.
Weiland alleges that Panda
infringed on U.S. Patent 7,007,343
(the ‘343 patent) and U.S. Patent
6,792,651 (the ‘651 patent), which
are said to cover two inventions by
Weiland founder William R. Weiland
and relate to drainage systems often
found in “lift and slide” doors.
“[Panda] has offered for sale and
sold, and continues to offer for sale
and sell tracks that have identical
drainage systems to the system
which Weiland protected by the
‘343 and ‘651 patents, throughout
the United States, including in this
judicial district,” writes Weiland in
its complaint.
Weiland goes on to assert that
Panda “knew of Weiland’s patent
rights from the time of the first
such product manufactured by
Defendant, in part, because the
products of Defendant appear to
be copies of those from Weiland.”
In addition to patent infringement, Weiland alleges that Panda
“induced and is inducing” the
alleged infringement by “advertising, promoting, providing instructions and brochures on the assembly, installation use and sale of the
patented inventions in such a mancontinued on page 20
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Register TODAY for
this one-of-a-kind
one day conference!
March, 2010

8:00am-5:00pm

Charleston,
South Carolina

$100
Reserve your spot today:

1.530.661.9591
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This is your chance to

ASK THE EXPERTS
In the always changing world of Moulding & Millwork,
there are always new developments in technology.
Wouldn’t it be great to have all of your questions
answered at once in a private sales free atmosphere?

Pie

P

i

- the roductivity nformation
Now you can at
xchange, coordinated by the Moulding & Millwork
Producers Association. This one-day highly focused
conference will link you with experts from all aspects
of the industry, ready to teach and answer any
questions you have about the future of the industry.
For more information or to reserve your spot, call
1-530-661-9591, or visit www.wmmpa.com
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What’sNews
CONTINUED
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TECHNOLOGY NEWS

Buying Windows:
There’s an App for That
Marvin Windows has released an innovative tool
called The “Window Shopping” iPhone app, designed to
help homeowners plan basic designs for doors and windows, inside and outside the house. After taking a
photo of an interior or exterior space that could use an
upgrade, the app user can choose from nearly 50 resizable photos of Marvin windows and doors, arrange
them over the photo, and save or send the photo to
share with friends, family or a local Marvin dealer.
❙❙➤ www.marvin.com/iphone
Shoshan says the Panda product
referenced in the suit has been on
the market since at least 2005.
He adds, “It is our view that
Weiland has brought suit now to try
to interfere with Panda’s business
relationships, and to try to win
business from Panda’s customers.”
Shoshan also says Panda’s attorneys have advised Weiland via letter “that if they do not stop this
interference, and if they do not
drop the lawsuit, Panda will have
no alternative but to file suit
against Weiland for this conduct.”

MERGERS AND ACQUISITIONS

Stock Building Supply
Purchases Assets of National
Home Centers Inc.
Stock Building Supply has
acquired the assets of National
Home Centers Inc., a supplier of
building materials in Arkansas.
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ASSOCIATION NEWS

AMD Certification Program Adds Fire Rating Certification
The Association of Millwork Distributors (AMD) Certification Program’s
newest program is Fire Rating Certification. AMD, in collaboration with the
National Accreditation and Management Institute (NAMI), offers a variety of
door-related, third-party certifications through the AMD Certification Program.
The Fire Rating Certification will be the premiere service sponsored under the
AMD Certification Program. This program is accredited by the American
National Standard Institute (ANSI).
“We have had many inquiries since the AMD Certification Program was
launched last year when AMD would be offering Fire Rating Certification” said
Rosalie Leone, AMD chief executive officer. “This premiere service has been in the
works for some time, so we are pleased that it is now available for the industry.”
www.dwmmag.com

Courtesy of Apple.

ner as to actively induce infringement of the Plaintiff’s patents in the
United States and specifically in this
Southern District of California, and
will continue such infringement
unless enjoined by this court.”
Weiland is seeking a preliminary
and permanent injunction against
Panda, damages related to the
charges “in an amount yet to be
ascertained,” attorneys fees and
court costs, and that Panda “be
required to cancel any purchase
orders for infringing products and
destroy all inventory of the same,”
according to the complaint.
Panda owner Avi Shoshan says the
disagreement regarding the patents
began more than two years ago.
“Panda was contacted by
Weiland more than two years ago
about the same patents that are the
subject of this California lawsuit,”
says Shoshan in an exclusive statement provided to DWM magazine.
“At that time, we advised Weiland
that we were not aware of any
Panda product that was covered by
a Weiland patent. We asked
Weiland to notify us within a specified time frame if it had a different
view—otherwise, we explained,
Panda would assume that Weiland
agreed that no Panda product was
covered by a Weiland patent.
Weiland never responded to that
letter, showing that it agreed with
Panda on this issue.”

“We are pleased to complete this
transaction and look forward to
working with our new colleagues in
central and northwest Arkansas,”
says Joe Appelmann, president and
chief executive officer. “Stock transformed its operating model over the
past year to become a leaner, more
focused organization. This process
has allowed us to seize significant
opportunities like National Home
Centers. We will continue to explore
intelligent growth options both in
our core markets and elsewhere if
opportunities arise.”
Ken Greene has been appointed
market manager for Stock’s
Arkansas operations. Greene has
served in numerous positions
within Stock including posts in
operations and sourcing.

Masonite Completes
Acquisition of LEDCO
Masonite Inc. announced in
March that it has acquired substantially all of the assets of LEDCO Inc.,
located in Shelbyville, Ky. LEDCO is
an interior flush door manufacturer
specializing in molded, veneer, mirror, pine, and bifold doors. LEDCO
(previously known as Lake Erie Door
Co.) was founded in 1964 in Akron,
Ohio, by the Solomon family. The
financial details of the acquisition
have not been disclosed.
continued on page 22
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What’sNews
CONTINUED

LEDCO’s
president,
Steve
Solomon,
will
remain
with
Masonite in a senior advisory role.
Joseph Solomon will remain with
Masonite having the overall
responsibility of the Shelbyville
facility. LEDCO’s vice president of
sales and marketing, Drew Scott,
also will remain with the company
and assume a senior sales role with
Masonite’s wholesale team.

FINANCIAL

Georgia Gulf
Restructures Debt; Positions
Royal Group for Growth

RESEARCH NEWS

Foreign Competition Report for U.S. Building Products
Industry Available from Jordan, Knauff and Company
Jordan, Knauff & Company, a middle-market investment bank with a specialized practice in the building products industry, has announced the publication of its second annual issue of the “Foreign Competition Report for the U.S.
Building Products Industry.”
The report summarizes import statistics and growth rates of the top importing countries in eleven different building products categories and includes
information about the following industry segments: doors and windows, vinyl
profiles, glass, flooring, fencing, siding, roofing, decking, columns, cabinets and
engineered wood products.
The report is published annually and offers information about the level of
risk of foreign competition faced by the various building products segments.
❙❙➤ www.jordanknauff.com/windoor/
the needs of our customers. It’s an
exciting time to move forward,
expanding into new markets and
growing in existing markets.”

Atrium Companies Inc.
Emerges from Chapter 11

Mark Orcutt, Georgia Gulf executive vice
president of building products.
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Royal Group Inc. anticipates disciplined growth across its building
products divisions following the successful debt-for-equity exchange by
parent Georgia Gulf Corp., according
to a company press release. The new
capital structure reduces Georgia
Gulf’s long-term debt by $736 million, also reducing its annual interest
expense by $69.7 million.
“We are immediately positioned
to be a stronger competitor and to
achieve strategic growth,” says
Mark J. Orcutt, Georgia Gulf executive vice president – Building
Products. “We are refocused on
what we do best – innovating and
providing the highest levels of service to our customers. Royal Group
Inc. has been fortunate that even in
the market’s downturn, we have
introduced new products that are
very well-received and that meet
www.dwmmag.com

Atrium Companies Inc. has successfully completed its balance
sheet restructuring and has
emerged from Chapter 11. The
company had filed for bankruptcy
on January 20, 2010 (see related
story in March DWM, page 24).
As a result of the restructuring,
Atrium officials say the company
has reduced its outstanding debt
by almost 60 percent, from $680
million at the time of filing to
approximately $280 million at
emergence. In addition, the company has secured $170 million in
new equity from Golden Gate
Capital and Kenner and Co. and
$280 million in new financing.
As a result of the restructuring,
Golden Gate Capital and Kenner
and Co. have acquired 92.5 percent
of the reorganized company’s new
common stock and former bondholders have received the remaining 7.5 percent of the reorganized
company’s new common stock.
Company subsidiary North Star
Windows also has completed the
restructuring process in Canada,

>I

under the Companies’ Creditors
Arrangement Act (CCAA).
Atrium’s legal advisors were
Kirkland & Ellis in the U.S. and
Goodmans LLP in Canada. Its financial advisor was Moelis & Company.

GLOBAL NEWS

H.B. Fuller to Discontinue
Production of PolysulfideBased IG Sealant Product
Line in Europe
H.B. Fuller Company announced
on April 26 that it will exit the polysulfide-based insulating glass
sealant product line in Europe by
the end of calendar year 2010.
The company, which provides
sealant solutions for the residential IG market in the United States
says the move will allow the company to “focus on more innovative
technologies.”
In 2006 the company expanded
into the European residential insulating glass market by acquiring a
polysulfide-based product line. In
fiscal year 2009, the company says
this product line generated net revenue of approximately $25 million.
The company says it will now
focus on “more innovative technologies for this market” and adds that
polysulfide-based products have
essentially become commodity
products, leading to this decision. ❙
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XL Edge® > Loå3-366® > Neat®> Preserve®

At Cardinal, our IG units with
XL Edge are built to last – 20
years and counting, guaranteed.
In fact, we have the lowest failure rate in the industry. And we
sign each and every unit for
easy reference if a claim is ever
registered. We build our brand
strong to keep your brand even
stronger. Get the full brand
story at cardinalcorp.com.
®

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

A CARDINAL GLASS INDUSTRIES COMPANY

I N S U L A T I N G
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Energy and Environmental News

Door and Window Phase 2 ENERGY STAR®
Criteria Work Under Underway
representative from the
Environmental Protection
Agency (EPA) provided
insight into the latest developments
with the revised ENERGY STAR program during a meeting of the
Window and Door Manufacturers
Association (WDMA) in March in
Washington, D.C. EPA operations
manager Doug Anderson, who now
oversees the door, window and skylights program, re-assured attendees about the move to EPA and

A

offered a look at the future as well.
“I just want to assure everyone in
this room that we’re striving to keep
the same technical support in
place,” he said.
Anderson also pointed out that
the EPA intends to place a new
emphasis validating products once
they’ve become ENERGY STAR-qualified, and is working on a proposal
to do blind-sampling of these products in the future. Final details are
not in place yet, he said.

House Passes Home Star Legislation
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The U.S. House of Representatives passed the Home Star Energy Retrofit Act
in early May. The Home Star program described in the bill will provide temporary
rebates for energy-efficient doors and windows and other energy-saving items.
During the first year after the legislation passes, the Silver Star program
would award rebates to homeowners for the following actions:
• A window replacement that replaces at least eight exterior windows, or 75
percent of the exterior windows in a home, whichever is less, with windows
or skylights that are certified by the National Fenestration Rating Council and
comply with criteria applicable to the windows in the tax credit program
(included in the Internal Revenue Code of 1986, section 25 (c) (except for
those in areas above 5,000 feet elevation, where windows will be required to
have a U-factor of at least 0.35 when replacing windows that are singleglazed or double-glazed with an internal air space of ¼ inch or less); and
• A door or skylight replacement that replaces at least one exterior door or skylight with doors or skylights that comply with the 2010 ENERGY STAR® specifications for doors or skylights.
Rebates also would be provided for storm doors and windows that are
installed on at least five existing doors or five single-glazed windows and comply with any procedures set by the legislation.
The rebate would be $1,000 per measure for windows, and $125 per door or
skylight for the installation of a maximum of two ENERGY STAR doors or skylights
per home. The maximum amount of rebates provided for a home is set at $3,000
or 50 percent of the total cost of the installed measures—whichever is less.
Likewise, the legislation notes that if the net value to the homeowner of the
rebates is less than the amount of the rebates—the actual net value would be
the maximum amount of the rebate.
In addition, under the Gold Star Home Energy Retrofit Program, rebates
would be awarded to reimburse participating accredited contractors and vendors for retrofit work that achieves whole home energy savings.
The bill, which passed the House with a vote of 246-161, was awaiting the
review of the Senate at press time.
www.dwmmag.com
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EPA operations manager Doug Anderson
discussed the future of the ENERGY STAR
program with WDMA attendees during a
meeting in Washington, D.C.
“We’re figuring out a way to balance those costs with all the testing
that’s already done,” he said.
Anderson also offered some
insight into Phase 2. (Phase 1 took
effect April 1.)
“We’re trying to be very open
about things,” he said, and explained
that EPA is conducting research
before holding broad meetings with
industry stakeholders.
The elements under consideration for Phase 2 are the following:
• U-factors and solar heat gain coefficients;
• Air leakage requirements;
• Life cycle analysis;
• ENERGY STAR “Best in Class” products (also known as Super Star);
• Skylight criterion;
• Specialty exemptions; and
• Installation requirements.
When it comes to air leakage
requirements, EPA is looking for “a
basic level of performance,” said
Anderson.
The Super Star program, he
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Adhesives

Professional ADHESIVES
pointed out, could be undergoing a
name change.
“We don’t really like the term
‘Super Star,’” Anderson said. “We
prefer ‘Best in Class.’”
He said they’re currently doing
research on how such a product
could impact the ENERGY STAR
brand, as some at EPA have fears
that the two would compete with
one another. He is also seeking
industry feedback for installation
requirements.
“I’d like to hear people’s thoughts
about how we can get to a better installation,” he said, though he
stressed that the EPA does not plan
to develop a certification program
like those that the WDMA and
American Architectural Manufacturers Association (AAMA) already
have in place.
Anderson also provided a tentative timeline for Phase 2:
• Initial Analysis – Spring 2010Spring 2011;
• Initial Analysis Publication and
Discussion – Summer 2011;
• Stakeholders Meeting – Summer
2011;
• Finalization of Criteria – Fall
2011; and
• Approximate Effective Date of
Phase 2 – Summer 2013.
Though the timeline is not set in
stone, Anderson encouraged manufacturers to contact him to provide feedback and suggestions.
Anderson’s presentation was
held as part of the WDMA’s 2010
Spring Meeting and Legislative
Conference, held in conjunction
with the National Lumber and
Building Materials Association
and the North American Building
Material Distribution Association.
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KUDOS

Door and Window Companies
Receive ENERGY STAR® Awards
Gorell Windows & Doors in
Indiana, Pa., Andersen Windows in
Bayport, Minn., and Jeld-Wen in
Klamath Falls, Ore., have been recognized by the U.S. Environmental
Protection Agency (EPA) and the
U.S. Department of Energy (DOE)
with ENERGY STAR Partner of the Year
Awards.

(704) 282-4496
(704) 289-7091
info@weiss-usa.com
info@weiss-usa.com
www.weiss-usa.com
www.weiss-usa.com
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Additionally, Gorell, ProVia Door,
in Sugarcreek, Ohio and Pella Corp.
in Pella, Iowa, earned the ENERGY
STAR Sustained Excellence Award.
The Sustained Excellence Award is
given to organizations that have won
the ENERGY STAR Partner of the Year
award three or more consecutive
times. Gorell and Pella are winners in
the windows category while ProVia
earned the Sustained Excellence
Award for doors.
❙
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EPA Stands
Firm with
Implementation Date

LEAD PAINT

But Will Congress Come to the Industry’s Rescue?
by Tara Taffera
s anticipated by the industry, the Environmental
Protection Agency (EPA)
announced on April 23
that it will remove the opt-out provision in its 2008 Lead Renovation,
Repair and Painting (RRP) Rule,
which affects homes built prior to
1978. The final rule was filed with
the Federal Register on May 6, and
will go into effect on July 6. (See page
29 for late-breaking news regarding
this story.)
Despite industry opposition,
including
a
rally
held
in
Washington, D.C., on April 15 that
was organized by the Long Island

A

Chapter of the National Association
of the Remodeling Industry,
(NARI), the EPA announced on
April 23 that it would move forward
with the program.
This was despite the fact that
Rep. Tim Bishop (D - N.Y.) attended
the rally and pledged his support to
seek a delay of the April 22 implementation date. (For more information on and video footage from the
rally, visit dwmmag.com. Also, see
page 4 of this issue.)
“I am determined to do whatever I can to delay this lead rule,”
Bishop told the contractors in
attendance.
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Congressman Tim Bishop pledges his support to delay the lead rule while speaking
to contractors on April 15.

Associations Take Action;
React to EPA Decision
That same week, members of the
Northeast Window and Door
Association (NWDA) met with many
members of Congress during the
association’s annual Washington
Fly-In and aimed to inform them of
the EPA rule. They reported that
most members of Congress were
unaware of this issue, including Sen.
Arlen Specter (D - Pa). NWDA members participated in a town-hall style
meeting on April 14 at the U.S.
Capitol and questions involving the
lead paint rule dominated the question-and-answer session. Specter’s
staff vowed to look into the issue but
at the time it appeared to be too late.
Other associations also were
involved in meeting with the EPA and
Office of Management and Budget to
inform these entities of the effect
portions of this rule would have on
the door and window industry. This
included the American Architectural
Manufacturers Association, the
Window and Door Manufacturers
Association (WDMA) and the
National Lumber and Building
Material Dealers Association.
Following the EPA’s announcement, all expressed disappointment with the decision to remove
the opt-out provision.
continued on page 28

Reader Feedback
The various articles that have appeared on the lead paint regulations in recent
months have elicited numerous reader comments on dwmmag.com. Following
are a few excerpts of what readers on all sides of the issue are saying.
www.dwmmag.com

“Contractors need to quit
fighting change. Do it
right or stay home!”
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THE FINER POINTS
T
he main portion of the rule
affecting door and window contractors is EPA’s elimination of the
“opt-out” provision that currently
exempts a renovation firm from the
training and work practice requirements of the rule where the firm
obtains a certification from the owner
of a residence he or she occupies that
no child under age 6 or pregnant
women resides in the home and the
home is not a child-occupied facility.
EPA also is requiring renovation firms to
provide a copy of the records demonstrating compliance with the training
and work practice requirements of the
RRP rule to the owner and, if different,
the occupant of the building being renovated or the operator of the childoccupied facility. In addition, the rule
makes minor changes to the certification, accreditation and state authorization requirements.
According to the document, “Shortly
after the RRP rule was published, several petitions were filed challenging the
rule. These petitions were consolidated
in the Circuit Court of Appeals for the
District of Columbia Circuit. On August
24, 2009, EPA signed an agreement
with the environmental and children’s
health advocacy groups in settlement
of their petitions. In this agreement EPA
committed to propose several changes
to the RRP rule, including the changes
discussed in this document regarding
the opt-out provision and recordkeeping requirements.”
According to the document, target
housing was a large consideration in
the EPA’s decision.
“By removing the opt-out provision,
the rule will go farther toward protecting children under age 6 and pregnant
women, as well as older children and
adult occupants of target housing
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A Look at the Nuts and
Bolts of the Final Requirements

where no child
renovators to apply
under age 6 or pregand consumers to
nant
woman
understand.
resides,” reads the
“Furthermore, it
rule. “Therefore, the
not only assumes litopt-out provision
eracy but also a
will no longer be
working knowledge
available to ownerof what the rule
occupants beginning
would
otherwise
on the effective date
require and an ability
of this final rule.”
to provide informed
Additionally, the
consent,” writes EPA.
EPA report on the
EPA believes that
rule
says
that
populations
that
removal of the optalready have the
out will result in
highest risk factors
fewer homes being The RRP guide outlines steps for lead exposure may
purchased due to contractors need to take when be adversely affected
lead hazards created working on pre-1978 homes.
by the complexity of
by renovation, repair
a rule that contains
and painting activities.
the opt-out provision.
“Under the RRP rule, the opt-out
The EPA says it conducted a dust
provision was limited to owner-occu- study which demonstrated that renopied target housing and did not vation, repair, and painting activities
extend to vacant rental housing produce lead dust above the regulatobecause of the concern that future ry hazard standards. In fact many rentenants could unknowingly move into ovation activities create large quantia rental unit where dust-lead hazards ties of lead dust. The study shows that
created by the renovation are pres- renovation activities result in lead levent,” writes the EPA. “In the same way, els many times greater than the hazard
dust-lead hazards created during ren- standard when the RRP rule containovations in an owner-occupied resi- ment and cleanup procedures are not
dence conducted prior to a sale will be followed, according to EPA.
present for the next occupants. It is
“Under the opt-out, contractors percommon for home wners to hire con- forming renovations would have no
tractors to perform activities that dis- obligation to minimize or clean up any
turb paint before selling a house, thus dust-lead hazards created by the renoincreasing the likelihood of lead haz- vation,” reads the report. “Indeed, conards being present for someone buy- tractors would not be prevented from
ing a home, which may include a fam- using practices that EPA has deterily with a child under age 6 or a preg- mined create hazards that cannot be
nant woman.”
adequately contained or cleaned up
The EPA also states that the opt-out even when following the RRP rule
provision complicates the outreach and requirements.”
education about lead hazards and
makes the rule more complicated for
continued on page 28

m
a
y

“I assure you, I will not be paying extra for windows in my
home to satisfy EPA’s bureaucratic meddling … The opt-out provision is a reasonable attempt to minimize the cost impact of
protection for those families who need it. Get the government
out of the lives of everyday folks!”
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THE FINER POINTS
The EPA says that as part of its
preparations to administer the RRP
program, it has been developing an
education and outreach campaign
aimed at consumers.
“In promulgating the RRP rule, EPA
recognized the importance of education and outreach to consumers, to
teach them about lead-safe work
practices and to encourage them to
hire certified renovation firms. The
EPA has determined that copies of the
records required to be maintained by
renovation firms to document compliance with the work practice requirements, if provided to the owners and
occupants of the renovated buildings,
would serve to reinforce the information provided by the “Renovate Right”
pamphlet on the potential hazards of
renovations and on the RRP rule
requirements.”

EPA’s Response to
Rule Objections
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EPA addresses a number of concerns it heard from industry representatives during the development of
the rule, including that eight hours
was not long for a training course for
renovators.
“EPA agrees that the eight-hour
renovator course, instead of a longer
abatement course, is more closely
related to what principal instructors
must know in order to teach the renovator training,” reads the rule.
Though many had also expressed
concern about the availability of
accurate test kits, EPA says in the
report that “test kits that more accurately determine whether a painted

–
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surface qualifies as lead-based paint
will become available in late 2010.”
“Once the improved test kits are
available, the number of renovation,
repair and painting events using leadsafe work practices due to the rule in
housing previously eligible for the optout provision is expected to drop to 3.0
million events per year,” reads the
report.
EPA estimates costs to renovators
that must become trained and leadsafe-certified to be approximately
$500 million in the first year, and
then $300 million the next year,
“when improved test kits for detecting the presence of lead-based paint
are assumed to become available.”
Though EPA points out that it did
consider a delay in the effective date
of the rule, it decided this ultimately
would lead to more confusion and to
safety concerns as well.
“EPA considered an option that
would delay the removal of the optout provision by six months, and
another option that would delay the
date by 12 months,” writes EPA.
“These options would make the RRP
program more complex to implement
and might lead to confusion by renovators and homeowners. These
options would also lead to increased
exposures during the delay period,
including exposures to children
under the age of 6 and pregnant
women. Therefore, EPA believes that
these options are not consistent with
the stated objectives of the rule.”
Visit www.dwmmag.com for the
66-page document detailing the decision and many additional details of
this rule.
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continued from page 26
“The WDMA still maintains that
EPA has not provided adequate data
nor [has it] shown any benefits or
similar rationale for expanding the
RRP rule, which will add nearly 40
million more homes without the
presence of pregnant woman and
children 6 and under to the 38 million already covered,” says Jeff Inks,
WDMA vice president of code and
regulatory affairs. “The continuing
lack of enough EPA certified trainers,
firms, renovators and accurate test
kits have the potential to create
major problems in the home retrofit
market and hinder the fragile recovery in our industry.”
“This announcement is a disappointing set-back for the fenestration industry,” adds Rich Walker,
AAMA president and chief executive
officer. “Removing the opt-out provision also adds to the cost of window
replacement for a segment of the
homeowner population that can
least afford it—senior citizens on
fixed income[s]. These additional
fees could deter homeowners from
making energy-efficient improvements and thus offset the positive
impact from programs such as
Home Star that could have lifted our
industry out of the economic abyss.”
Doug Dervin, owner of Double D
Contractors in Hicksville, N.Y., is
one of the many contractors that
will be affected by this change. He
also was integral in the planning of
the rally at Capitol Hill. Following
the EPA’s April 23 announcement,
Dervin admitted to feeling dejected.
“I feel defeated and I’m not that
kind of guy,” he says.

“This will only depress an already depressed
market. Most homeowners will just find someone
who is non-compliant and get the work done
cheaper. Great job, EPA.”
www.dwmmag.com
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LEAD PAINT

continued from page 27
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Dervin is concerned about the
effect this rule will have on his
remodeling
business,
which
already is suffering.
“I’ve laid off employees during
this downturn … And now I have
essentially one month left to sell
windows with the opt-out clause,”
he told DWM magazine.
Another contractor who had lobbied to retain the opt-out rule is Jim
Lett, owner of A.B.E. Windows and
Doors in Allentown, Pa.
At the rally in D.C. Lett pointed
out that only nine percent of his
customers would fall into the category of pregnant women or families
with children under the age of six.
“What I do have a problem with is
putting this burden on the other 91
percent of my customers,” says Lett.
Lett and Dervin also disagreed
with the EPA’s estimation that the
cost of a window installation would
only increase by $35. Lett estimates
it at more than $100 per opening.
However, there are some companies in the industry who say they
won’t raise costs. One of these is

Zoom Fit
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Feldco Windows, Siding & Doors,
based in Des Plaines, Ill., which says
all of its locations already are EPAcertified for lead-based Renovation,
Repair and Painting.
”We hope that with our experience and our expertise that we will
be able to provide the additional
materials and work required without
increasing our prices at all,” says
Doug Cook, Feldco president. ”We
think we have the technical capability and skilled employees to be able
to provide this enhanced service
without increasing the price to the
homeowner.”
Cory Shiller, executive vice president of Power Windows, based in
Brookhaven, Pa., says the company
hoped initially to not raise prices
but this has since changed.
“It is a little more costly than we
originally thought and we will have
to raise prices slightly but we are
trying to absorb as much as possible,” he says.
Tara Taffera is the editor/publisher of
DWM/SHELTER magazine.

VEKA's Kevin Seiling represented AAMA at the rally at the Capitol.
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LATE-BREAKING CHANGE
House and Senate
Introduce Legislation to
Delay EPA Lead Rule
Although the Environmental
Protection Agency (EPA) has stood
firm on its decision not to delay the
April 22 implementation date of the
Lead; Renovation, Repair, and
Painting Program, legislation has
now been introduced in the House
and Senate that could delay the rule
for at least one year until more contractors are trained.
H.R. 5177, introduced on April 29
by Rep. Denny Rehberg (R - Mont.),
has 16 co-sponsors, and would “delay
the implementation of certain final
rules of the Environmental Protection
Agency in States until accreditation
classes are held in the States for a
period of at least one year.”
According to the legislation, the
EPA Administrator shall:
(1) monitor each State to determine
when classes described in subsection
(a) are offered in the State; and
(2) provide to each Member of
Congress representing the State a
notification describing—
(A)the location and time of each
such class held in the State; and
(B)the date on which the classes
have been held for the 1-year
period described in subsection
(a).
The House bill had been referred
to the House Committee on Energy
and Commerce at press time.
The Senate version of the bill,
S.3296, was introduced on May 4 by
Sen. James Inhofe (R - Okla.) and has
26 co-sponsors. It was referred to the
Committee on Environment and
Public Works.
Check www.dwmmag.com for the
latest updates.
❙
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“I think the EPA dragged their feet enough
on this issue and basically had to make a
decision to get all contractors on board.”
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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
s
s
s
s

#LEAR 0INE
$OUGLAS &IR
(EMLOCK (EM &IR
2ED /AK
-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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Something
for Everyone

A

re you looking to add a new option to your doors and/or windows, or to expand the types of moulding and
millwork you offer? In the following pages, you’ll find an array of new products, tools, equipment and more
designed to help you do just that. Read on for the latest innovations available to the industry.

SPACERS

Warranties Made Easy
Louisville, Ky.-based Inst-I-Glass has begun offering a warranty service to manufacturers with its fleet of mobile insulating glass (IG) manufacturing trucks designed
to make glass replacement painless for homeowners. Each Inst-I-Glass truck is a selfcontained, self-sufficient IG manufacturing facility providing high-quality replacement units using Super Spacer® warm-edge spacer technology and other high-performance components. Most replacements can be completed onsite and installed within
24 to 48 hours of the initial service call, according to information from Edgetech.
“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,” says Larry “Butch” Parrella, Inst-I-Glass
founder and chief executive officer.
Outsourcing agreements are varied depending on the manufacturer’s needs and
range of services they would like to provide. One agreement might be on an asneeded basis, while others will provide extensive work orders on an ongoing basis,
according to the company.
Inst-I-Glass does not sell, distribute or install doors or windows.
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❙❙➤ www.edgetech360.com
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Duralite®, a third-generation warm-edge spacer system from Truseal Technologies,
is a no-metal, high-performance
spacer designed to enable window
manufacturers to meet and exceed
current and future ENERGY STAR® as well as .30/.30 tax credit requirements.
The patented Duralite design features a composite laminating technology without
the use of metal. The company says the multi-layer spacer also uses components,
sealants and desiccants designed to resist condensation, provide a warm edge of glass
temperature, a smooth surface appearance and long-lasting argon gas retention.
Truseal officials say Duralite is simple to incorporate into existing automatic or
manual application platforms and is adaptable to any window design.

32

www.dwmmag.com

DOOR AND
WINDOW COMPONENTS
The Constant Force

John Evans’ and Sons Inc. now
offers the Side Load Constant Force

Truseal Offers Duralite® No-Metal Spacer

❙❙➤ www.truseal.com

>I

Balance system. The company says
the new patent-pending design
allows for a quiet and tight-fitting
sash and utilizes AAMA-qualified
springs, providing for a simple conversion from block and tackle.
❙❙➤ www.springcompany.com
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The Sixth Annual
New Products Guide
Frontline Now
Offers Aluminum-Clad
Direct-Set Transom
FrontLine Building Products has
launched a new aluminum-clad
direct-set transom, available in all
the colors of the
company’s aluminum
clad
system. Shapes
include rectangular, elliptical,
equal-leg, halfround, eyebrow
and springline.
The company
says these will match up to all decorative glass as well as simulated
divided lites, grilles between the
glass and wood grilles.
Frontline also offers all of the
aforementioned products in allwood unit. All transoms are available with or without glazing,
❙❙➤ www.frontlinebldg.com

Mikron Launches
EnergyCore™ Window System
Mikron
Industries’
new
EnergyCore™ window line features
the company’s patent-pending,
Fusion Insulated System™, which
is designed for thermal performance. Company officials say that
when the system is combined with

WINDOWS

Eco-Window Offers
R5 Performance
Royal Window and Door Profiles now
offers the Eco-Window, an R5 window system. The company says the new energy-efficient window system combines sustainability, energy performance, condensation resistance, structural performance, recyclability
and aesthetics.
❙❙➤ www.thermoplast.com
high-performance triple-glazing
systems such as those using
Duralite® spacers by Truseal, windows will exceed current ENERGY
STAR® requirements by 50 percent.
The EnergyCore Fusion Insulated
System utilizes an air-cell insulating
core designed to create a thermal
barrier, and features a tri-extrusion
manufacturing process. The new
tri-extrusion technology also uses
material that is corner-weldable
and 100 percent recyclable.
❙❙➤ www.mikronvinyl.com

The company offers its door
jambs, brick mould, mull posts, mull
casing and custom components all
in the DURA-FRAME material.
❙❙➤ www.gmcompanies.com

HARDWARE

Truth Offers
Three New Systems
Truth Hardware now offers three
new
hardware
systems—the
Marvel™ power window and skylight operating system; the new PAL
lock; and its push-out hardware.

GM’s DURA-FRAME™
Designed to Resist Rotting
The DURA-FRAME from GM
Wood Products is designed to resist
rotting, decay and insect damage.
In addition, the company says the
system offers quality paint and stain

Marvel™ power skylight

adhesion; long-lasting durability;
and is economical. DURA-FRAME
is made by finger-jointing Alaskan
Yellow Cypress to the bottom of
Russion Red Pine frame components; it is then sealed with DURASEAL™ and primer-coated with the
company’s own DURA-PRIME™.

According to the company, the
Marvel power operator has a sleek
new design and is simple to install
and easy to operate. Rated to lift
skylight sashes weighing up to 90
pounds, the Marvel System operates from a standard 110-volt
household current (with no transformer required).
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The Sixth Annual
New Products Guide
continued from page 33

The company’s new Positive
Action Lock (PAL) is designed to be
versatile and easy to operate. It is
available in the original “push button” design and also a new “slide
tab” design, so that a sliding window can be shut and automatically
locks itself. The PAL also features a
snap-on cover.
Truth’s new line of hardware for
push-out windows includes a full line
of hinges, locks and related push-out
hardware. The hardware is available
in both “classic” and “retro” looks.
❙❙➤ www.truth.com

DualTech Expands
Ashland Hardware Systems has
added a new top-mount lock to its
DualTech™ system, which is
designed for vinyl hung windows.
The company says the new lock
resists picking and

PACKAGING

LAMATEK Expands Protek™ Line
LAMATEK is expanding its line of Protek
packaging products to include sash shipping corners, lift rail channels and extruded foam fill for lineal chambers. The packaging is made from extruded polyethylene.
❙❙➤ www.lamatek.com
is pressure cycle tested for extreme
hurricane performance, according
to Ashland.
The DualTech system is offered
with only two sub-assemblies for
quick out-of-the-box installation
into a sash corner. No banding,
threading, crimping or gearing is
required for connecting the system.
The system features a choice of
three different extension bar
lengths that snap quickly into position, and can be installed in less
than 30 seconds.
❙❙➤ www.ashlandhardware.com

Lawrence Industries
Says “Go Lead Free”

d
o
o
r

includes
Force
Entry
Resistance (FER)
lock protection. The topmount lock is available with an
anti-back drive device for TRUE FER
pick resistance (per ASTM F588) and

Optimize Security
and Flexibility with NOVA™
The new NOVA casement locking system from Interlock USA, an
ASSA ABLOY company, was
designed to optimize security, and be easy to operate
and flexible, too. The
NOVA™ multi-point locking solution features a

GLASS

ODL Launches Four New Decorative Door Glass Designs

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

ODL Inc. in Zeeland, Mich., has introduced four new decorative door glass
designs—the Mediterranean, Avalon, Prairie Bevel and Teton door glass.
The new Mediterranean door glass has a privacy rating of eight (on a scale of
1 to 10) and features wrought iron contours, arctic glass and antique elegance.
The new Avalon door glass has a privacy rating of nine and is reminiscent of a
more classic, traditional design. It features satin nickel caming, clear criss-crossed
bevels and soft gray wave glass, along with a unique geometric design.
The new Prairie Bevel door glass has a privacy rating of eight and utilizes
patina caming, clear bevels and Eaton glass. It is designed to be more artistic
and nature-inspired. The new Teton style has a privacy rating of seven and
features satin nickel caming and clear bevels. The Teton design was inspired
by nature’s beautiful lines and sweeping curvature.

34

rule (see related story on page 26).
Lawrence Composites also are
designed to be “child-safe,”
according to the company, and
contain no lead or phthalates.
❙❙➤ www.lawrenceindustriesinc.com

Lawrence Industries Inc. has
expanded its line of lead-free composite locks, keepers, door handles
as replacements for pot metal
products. According to the company, its Bio-Maxx Composites will
not turn red when tested with
lead check test swabs as
required under the Environmental
Protection Agency’s new lead paint

&

❙❙➤ www.ODL.com
www.dwmmag.com

>I

removable handle and cover to
allow for quick and easy installation while eliminating the potential for shipping damage. The
removable
components
are
offered separately to provide flexibility and minimize inventory
cost. Components are available in
both
metal
and
composite
options.
The lock bars feature mushroom-shaped roller pins to minimize contact friction while their
adjustability provides seal com-
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pression and security, designed to
result in smooth, trouble-free operation and safety. The lock bars also
incorporate self-locating guides,
designed to simplify installation
and utilize the window structure to
maximize support.
❙❙➤ www.interlockna.com

Vision Expands Range
of Window Devices
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minum windows. In addition, the
company offers the zinc die cast
1764 and 1765 devices for the
wood and composite window
manufacturer.
In addition, Vision has available its
1767 device, which is designed with a
unique tension-loaded tongue.
❙❙➤ www.visionhardware.com

PrefSuite Software:
A Full Solution

Vision Hardware
offers a range of ASTM F 2090 window opening control devices. This
includes the 1761 device, a dualaction device which can be used
with vinyl, fiberglass and alu-
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uct prototyping and costing, justin-time streamlining, project management, shipping and more.
In addition, Preference North
America offers multiple solutions
for a company with a variety of
points of sale such as distributors, dealers and in-house mobile
agents.
❙❙➤ www.prefsuite.com
continued on page 36

PrefSuite is a fully
integrated system that
integrates quotations
and orders with the
entire ERP process. The
software solution also
provides
automated
scheduling, purchasing
and shipping based on
order entry, new prod-
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The Sixth Annual
New Products Guide
continued from page 35

WTS Offers Quick Quotes
WTS Paradigm offers a range of
software to meet manufacturers’
needs, including its CenterPoint
quoting and order-entry module
and its renovation software solution.

through seamless integration to
CRM systems, schedule installations and track and manage quote
to cash work flow. Some of the features include workflow management, resource scheduling with
service and installation, and inhome selling tools.
❙❙➤ www.wtsparadigm.com

MACHINERY

Stiles Has a Solution for
Irregular Parts

Profile Stats at Your Fingertips
PLV Systems has developed
what company officials say is a

CenterPoint was designed to
generate quick, accurate, and professional-looking quotes that
include to-scale drawings of each
door or window. The program acts
as a central repository for cataloging options and pricing, and
offers reports that allow you to analyze what is quoted versus what is
ordered. Dealers using the software
also can manage their own sales
forces through margin control, permissions and other features.
In addition, the company offers a
renovation solution designed to
help you organize your contacts
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quick, easy, accurate and affordable way to measure extruded
profile dimensions, angles and
colors, the FS200. The FS200 creates dimensional measurements
by scanning a profile cross section; then the software helps you
to establish a reference plane and
measures any feature on the profile. Users also can add angle
measurements and print a professional report with a picture of the
scanned profile.
❙❙➤ www.plv.com

STAIRS

BW Makes
Rails Simple
BW
Creative
Wood Industries Ltd.
has introduced its
new StairSimple™
Axxys™
Railing
System. The company says that until
this product, stair
installation required
a high degree of skill making the cost of stair installation as much as four times
the cost of materials. With this new product, patented pivoting connectors
eliminate complex stair angle calculations and cuts. The company adds that predrilled and pre-measured rails speed and simplify installation.
❙❙➤ www.stairsimple.com
www.dwmmag.com
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If you’re
been looking for a way
to process irregular door and window components, Stiles Machinery
Inc. says it has the answer. To meet
the needs of customers who are
looking for doors and windows
with individual design elements
such as irregular forms or classical
segmented arches, Stiles offers
Stegherr’s universal KSF-R cross
joint milling machine.
The machine can be employed for
the production of all types of joints,
according to Stiles. These include
straight 90-degree joints, diagonal
joints from 35- to 90 degrees or jointing straight bars into round and segmented arched frames. In addition,
the arc feed attachment type BV with
its new feeding system allows the
manufacturing of profiled, rebated,
or curved strips or wooden work
pieces on a standard spindle moulding machine with a vertical spindle.
❙❙➤ www.stilesmachinery.com.

Add Flexible Profile Wrapping
Nordson’s PW II profile-wrapping
application heads provide application flexibility with a configurable
number of modules, exchangeable
nozzle assemblies and user-friendly
web guides. Company officials say
the
system’s
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coating width and position of the
application head relative to the substrate can be changed quickly and
easily, even during production. The
system can handle a wide variety of
hot melt adhesives, including reactives such as polyurethanes.
❙❙➤ www.nordson.com
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JMC Introduces
Standard Line of Machines
Joseph Machine Co. (JMC) is
launching what it calls its new “standard” line of machines. The compa-

When Your Customers are Looking to Repair or Upgrade their Windows and Doors,
Look to Strybuc for the Most Extensive Line of Replacement Hardware in the Industry!

For a FREE Catalog,
continued on page 38

Call June @ 800-352-0800 Ext. - 129

Set Yourself Apart...

www.strybuc.com

No Plugs

Innovation is an active process at ODL.
We recognized the need for a product that provides market solutions.
A product that enables our customers to set themselves apart.
A product that combines fashion and function.

Ease of Assembly

This is that product.

No Squeeze Out

37

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

The Sixth Annual
New Products Guide
continued from page 37

ny recently began working with an
Italian manufacturer to develop the
universal European-style CNC
machining centers in 3-, 4- and 5axes models, which are designed to
complement JMC’s own custombuilt high-production machinery.
Company officials say the new standard line of machines offers customers a product that is technically
advanced with the price advantages
of a standardized component compared to custom design.
The new machines are built to
JMC’s specifications with features
designed for the American market.
The standard machines are ideal
for working with aluminum, light
alloys and PVC materials.
❙❙➤ www.josephmachineco.com

bridge, which runs along the short
side of the table on guides with a
large profile, is designed to maintain
a high level of rigidity and to create
an accurate cut with any thickness,
according to the company.
❙❙➤ www.glaston.net

Erdman IG System
is Ready for Triples
Erdman Machinery now offers
insulating glass (IG)
unit
secondary

Rev Up with Glaston
Glaston Bavelloni’s Rev Series is a
cutting table line designed to offer
compact and advanced solut i o n s,

d
o
o
r

along with costs. All the Rev
cutting tables and lines are
equipped with a lightweight yet
sturdy bridge, moved by an electrical axis gantry that can achieve
speeds of up to 130 m/minute,
according to the company. The
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sealers and full IG production lines.
The Erdman® fixed head IG secondary sealer is simple and economical,
according to the company, and has
no gantry movement, giving the
operator the ability to apply a professional secondary seal to IG units easily. The system can dispense both
hot, cold and two-part sealants; can
work with both dual- and triple
glazed units; reduces waste and clean
up; utilizes high-end components
and a steel tube frame; and is available in custom models and sizes.
❙❙➤ www.erdman
automation.com

ADHESIVES AND SEALANTS
Weiss Introduces
Silicone-Free Adhesive

Weiss USA LLC has introduced
COSMOHYBRID 490, a new singlecomponent STP adhesive that is free
of silicone and isocyanates. Due to
its wide adhesion spectrum, the
product can be used for many applications, according to the company.
COSMOHYBRID 490 is used in
wood/aluminum door and window
manufacturing for bonding aluminum corner angles into the external frames (anodized or powdercoated), as well as bonding sandwich panels and façade elements.
Additionally, the company says
the product has an excellent adhesive strength on different metals,
wood products, duro- and thermo
plastics, glass, and ceramics after the
surfaces have been prepared properly; even at low working temperatures
from 32 degrees Fahrenheit.
❙❙➤ www.weiss-usa.com

Find Your Advantage
Franklin Adhesives and Polymers,
a division of Franklin International,

DOORS

A New Telescopic Door
Merrill Millwork is introducing a new telescopic sliding patio
door. The new Park-Vue Patio Door features a pultruded fiber
glass sill and incorporates the company’s patented weep system.
The new sliding door features two active panels, allowing for a
very wide opening, along with a two-track screen system. For
even wider openings, the new Park-Vue Telescopic system also is
available with four operating panels and four telescopic screens.
❙❙➤ www.park-vue.com
www.dwmmag.com
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has assembled a special line of three adhesives–the Advantage®
Trio–for wood window manufacturers. The line includes the
Advantage 415, Advantage 425 and Advantage EP-925.
Advantage 415 is a water-resistant, two-part crosslinking
polyvinyl acetate emulsion adhesive that can be used for
finger-jointing, edge-gluing, hot-pressing and radio frequency gluing. Advantage 425 also is said to be water-resistant. Company officials say the two-part crosslinking PVA
emulsion adhesive is ideal for finger-jointing, is extremely
easy to extrude, provides good finger coverage and also features a low minimum use temperature.
Wood window manufacturers can look to Advantage EP925 for applications that require high water, head and solvent
resistance, according to Franklin.
❙❙➤ www.franklinadhesivesandpolymers.com

Get Your Hot Melt
Fenzi North America has added Fenzi Hotver 2000 Hot
Melt Butyl to its product line. The company says the sealant
offers a fast flow rate and low application temperatures.
Along with this addition, the company also has begun
offering its Fenzi Butylver PIB in gray to pair with its traditional black.
❙❙➤ www.fenzi-na.com
❙

Introducing an Innovative
Frame System from ODL.

From ﬁnishing and assembly to overall design and performance,
TriSys provides solutions for today’s market needs.

No Plugs

Ease of Assembly

Patent Pending

Call 800-253-3900 for a demonstration or to learn
about how you can receive a FREE trial upgrade.

No Squeeze Out
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Annual Guide to

Moulding & Millwork
Companies
All shaded companies are
MMPA Members.

— A —
ABI Mouldings Ltd.
866/730-1850
www.abimouldings.com
A.H. Furnico
317/802-9363
www.ahfurnico.com
A & F Wood Products Inc.
800/367-3293
Accra Wood Products
604/944-3044
www.accrawood.com
AFCO Industries Inc.
662/895-8686
www.afco-ind.com
Alcoa Building Products
800/335-6701
www.cellwood.com
Alexander Moulding
Hwy. 281 S.
Hamilton, TX 76531
254/386-3187
F: 254/386-3675

DWM/SHELTER’s Annual Guide to Moulding and Millwork is a
great resource to keep in your office. This guide gives you
an up-to-date directory of moulding and millwork providers.
Alexandria Moulding
95 Lochiel St. East
Alexandria, ON K0C 1A0,
Canada
613/525-2784
F: 613/525-2971
www.alexmo.com
Algoma Hardwoods Inc.
920/487-5221
www.algomahardwoods.com
American Millwork Corp.
574/295-4158
www.americanmillwork.com
American Pine Products
541/447-4177
www.apinepro.com
American Stairways Inc.
901/795-9200
www.americanstairways.com
Andean Pine Inc.
970/663-6411
Anderson Wood Products Co.
502/778-5591
www.andersonwood.com

ANP Dimensional Lumber
715/767-5191
www.anplumber.com
AquaSurTech OEM
514/684-2628
www.aquasurtech-oem.com
Araupel S/A
Rua General Camara 243/6th
Fl. 55/51-3224-73
Porto Alegre, Brazil
55/51-32217344
F: 55/51/32248022
www.araupel.com.br
Arched Casings Inc.
614/873-1196
www.archedcasings.com
Architectural Enhancements
845/343-9663
www.formouldings.com
Architectural Ornament
800/567-3554
www.architecturalornament.com

Aserraderos Arauco S.A.
770/379-9270
www.arauco.cl
Association of
Millwork Distributors
727/372-3665
www.amdweb.com
Astro Plastics
770/786-2703
www.astroplastics.com
AZEK Trimboards
801 Corey St.
Scranton, PA 18507
877/275-2935
F: 570/504-1215
www.azek.com

— B —
BDL Mill
801/887-0675
www.bdlmill.com
BMI/Broco Doors
818/551-9397
www.brocobmi.com

E x p e r i e n c e C o u n ts
Companies Say Cliche Rings True for Moulding and Millwork Products
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hen moulding and millwork manufacturers that are members of the Moulding and Millwork
Producers Association (MMPA) sent DWM/SHELTER their products for our special focus on this product category, many took the time to point out the decades of experience they have in the industry. At
a time when many companies, in all industries, are shutting their doors, these companies have prevailed and
offer a great deal to companies looking for moulding and millwork solutions. Look to the following pages for
company profiles and the latest products.

W

Brazilian Companies
Meet North American Needs
BrasPine and Braslumber say companies looking for
products that come from well-managed forests and are
independently certified according to FSC rules should
look to them. The Brazilian-based companies offer a
wide range of products to the North American construction market including mouldings, interior jambs,
exterior frames and door components.
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The companies say they constantly search for
technological updates and high investments are
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Barnett Millworks
4915 Hamilton Blvd.
Theodore, AL 36582
800/443-3015
F: 251/443-6123
www.barnettmillworks.com
Beechcraft Products Inc.
800/968-5099
www.beechcraftproducts.com
Benchmark Doors
800/755-3667
www.benchmarkdoors.com
Bendix Architectural Products
800/526-0240
Best Moulding Corp.
100 Alameda Rd. N.E.
Albuquerque, NM 87114
505/898-6770
F: 505/898-1301
www.bestmoulding.com
Bevel King Doors
713/460-0045
www.bevelkingdoors.com
Blue River Hardwoods
303/307-8555

Bois Expansion Inc.
9750 boul St. Laurent
Montreal, QC H3L2N3
514/381-3626
F: 514/382-8803
www.boisexpansion.com
Boise Engineered
Wood Products
800/232-0788
www.bc.com/ewp
Bolection Door
336/851-5208
www.bolectiondoor.com
BrasPine Madeiras
Rua Felix da Cunha, 1009/801
90570 001 - Porto Alegre -RS
Brasil
011/5551-3346-3166
www.braspine.com.br
See our ad on page 35.
Brenco
526 Turnberry Dr.
Schererville, IN
312/943-1873
F: 312/943-4073
www.brencollc.com

being made in productive processes that guarantee
high-quality products.
❙❙➤ www.braspine.com.br

Yuba Fits Specific Needs
Yuba River Moulding & Millwork Inc. says it will fit
the different needs of contractors based on specific
requests. The company, which describes itself as a
full-line producer of premium high-quality moulding and millwork items, specializes in highly mixed
loads. Shipments either can be on a full-load basis or
partial- load depending on specific needs.
The company operates its mill on a two-shift
basis by utilizing 12 moulders, three ripsaws, three
finger-joint machines, two cut lines and a full time
prime line with sanding and buffing capabilities. It
has seven million board feet of lumber storage
capacity.
❙❙➤ www.yrmm.com
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Bright Wood Corp.
335 N.W. Hess St.
Madras, OR 97741
541/475-2234
F: 541/475-7086
www.brightwood.com
Brite Manufacturing
905/857-6021
www.britemfg.com
Buffelen Woodworking Co.
253/627-1191
www.buffelendoor.com
Building Appeal LLC
920/892-4168
www.buildingappeal.com
B.W. Creative Wood Industries
604/467-5147
www.bwcreativewood.com

— C —
C & S Door Corp.
540/382-1721
Canusa Wood Products Ltd.
604/687-2254
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Cao County Hengda
Wood Products
512/698-8405
www.hengdawood.com
Caoba Doors
215/747-6577
www.caobadoors.com
Carolina Stair Supply Inc.
800/364-3269
www.carolinastair.com
Carter Millwork Inc.
800/861-0734
www.carterflex.com
Cascade Wood Products Inc.
8399 14th St.
White City, OR 97503
541/826-2911
F: 541/826-1393
www.cascadewood.com
Castle Door & Millwork Inc.
817/595-7430
Caxuana S.A. Reflorestamento
011/5534-3228-5500
www.caxuana.com.br
continued on page 42

IQm™ Trim Says No Paintbrushes Necessary
The Tapco Group, which manufactures IQm Trim, says it offers cellular PVC trim in a variety of
colors making painting
u n n e c e s s a r y.
According to
the company,
this product differs
from
“paintready” PVC trim and painted wood that
requires regular maintenance.
The company adds that it is the only cellular PVC
trim with color-through richness available in a wide
17-choice color spectrum. The company claims that
other cellular products are available only in white or
a small range of neutrals, or must be coated with a
factory finish.
❙❙➤ www.IQmTrimboards.com
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Moulding & Millwork
Companies
Century Architectural Specialties
877/262-1999
www.architecturalspecialties.com
Century Industries Inc.
501/897-5253
Chelsea Building Products
800/424-5732
www.chelseabuildingproducts.com
Chemcrest
Architectural Products
204/669-0224
Cherrybark Flooring
601/894-4441
Classic Wood Industries Inc.
407/671-3303
www.classicwoodindustries.com
Clear Pine Mouldings
541/447-4195
Clifton Moulding Corp.
800/722-5134
www.woodmoulding.com
COCIF
011/39054756144
www.cocif.com
Coffman Stairs
276/783-7251
www.coffmanstairs.com
Colonial Craft
800/289-6653
www.colonialcraft.com
Colonial Manufacturing Ltd.
Comp. 10 385 Wilsey Rd 95
Whiting Rd.
Fredericton, NB E3B 5N6
506/452-0330
www.colonialmanufacturing.com
Columbia Aluminum Products
323/728-7361
www.columbiaaluminum
productsllc.com

Column Crafters
770/965-7660
www.columncrafters.com
Combination Door Co.
920/922-2050
www.combinationdoor.com
Concannon Lumber
503/231-8881
www.concannonlbr.com
Contact Industries
800/547-1038
www.contactind.com
Corza S.A.
011/562-414-8700
www.corza.cl
Cowichan Joinery
250-743-5542
CraftMaster Manufacturing Inc.
312/382-8701
www.cmicompany.com
Creative Door & Woodwork
888/759-7121
www.creativemillwork.com
Creative Mouldings
& Millwork Inc.
817/477-5056
www.creativemouldings.net
Creative Railing Systems
800/667-8247
www.creativerailing.com
Creative Woodworks
770/345-7301
Creatus Wood Products
909/974-0180
www.creatuswood.com
Crown Column
and Millwork LLC
888/862-0880
www.crowncolumn.com

continued from page 41
Custom Decorative Mouldings
800/543-0553
www.custom-moulding.com
CW Ohio Inc.
800/677-5801
www.cwohio.com

— D —
Dallas Planing Mill Inc.
503/623-2391
Dansu International
503/925-9033
www.dansuintl.com
David Lennox
Woodworking Ltd.
800/263-1190
www.lennoxwood.on.ca
Decra-Mold
800/654-4535
www.decramold.com
DecraTek Inc.
877/481-3667
www.affordablearches.com
Defiance Forest Products
253/272-7090
Deford’s Millwork
972/857-6121
Deceuninck North America
201/337-9151
www.decna.biz
Diversified Millwork Inc.
303/341-6696
www.diversifiedmillwork.com
Dixie-Pacific Manufacturing Co.
800/468-5993
www.dixie-pacific.com
Dor-Mate Co. Inc.
817-535-3323
www.dor-mate.com

Dorris Lumber & Moulding Co.
800/827-5823
www.dorrismoulding.com
Dunbarton Rediframe/
Slimfold Products
800/633-7553
www.dunbarton.com
Durable Products
800/237-8549
www.dpsills.com

— E —

EastCoast Moulding Co.
1708 Industrial Dr.
Wilkesboro, NC 28697
888/222-3961
F: 336/667-6717
www.eastcoastmouldings.com
East Texas Millworxs
979/774-9412
El and El Wood Products Corp.
909/591-0339
www.elandelwoodproducts.com
Elipticon Wood Products
920/788-9322
www.elipticon.net
Emafyl USA
720/981-8841
www.emafyl.com
Endura Products Inc.
8817 West Market St.
Colfax, NC 27235
800/334-2006
F: 336/668-4478
www.enduraproducts.com
Escon Corp.
800/368-7850
www.escondoor.com
Executive Door Co.
602/272-8076
www.executivedoor.com

E x p e r i e n c e C o u n ts - C o n t i n u e d
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Woodgrain’s Lifetech Lasts a Lifetime
Woodgrain Millwork recently introduced Lifetech,
an exterior components line with a lifetime warranty. Lifetech includes Accoya®, a product that is modified all the way through the product life cycle with a
class one durability certification. The company adds
that the product is ideal for long-term outdoor
applications.
Woodgrain describes Lifetech as environmentally
friendly, durable and UV-resistant. The company adds
that it machines in the same way as unmodified wood
and offers the Lifetech product as well as fingerjoint,
solid pine and hardwood species, in exterior frames,
brick mould, mull post and other components.
Woodgrain Millwork manufactures doors, window
and millwork products with six locations throughout
the United States and Latin America and has more
www.dwmmag.com

>I

than 55 years experience in the millwork business.
❙❙➤ www.woodgraindistribution.com

Superfici Offers Complete Solutions
Superfici America says it offers complete priming,
sanding
and
finishing
machinery solutions for all
types of wood finishing
needs. The company’s showroom in Concord, N.C.,
showcases many
different finishing
systems available for testing
and demonstrations. Superfici
invites potential customers to
visit at any time.
❙❙➤ www.superficiamerica.com
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Evermark LLC
678/455-5188
www.evermark-lnl.com
E-Zee Set Wood Products
248/398-0090
www.ezeeset.com

— F —
Ferche Millwork Inc.
320/393-5700
www.ferche.com
Fiber Composites
704/463-7118
www.fibercomposites.com
Fini U.V. International Inc.
418/878-5540
www.finium.ca
Fitts Industries Inc.
800/633-4213
www.fitts.com
Fletcher Wood Solutions
410/571-0844
www.tenonusa.com
Flex Moulding Inc.
201/487-8080
www.flexiblemoulding.com
Flexible Moulding
801/852-0143
Flex Trim Industries
800/353-9874
www.flextrim.com
Focal Point Architectural
Products Inc.
800/662-5550
www.focalpointap.com
Forestal Copihue S.A.
011/56-2337-0900
www.copihuechile.com

Contents

Forestal Industrial
011/51-9-423-5595
Forestville Builders & Supply
920/856-6460
Fort Smith Rim & Bow
501/783-4102
Four Seasons
Wood Products Inc.
715/327-4200
www.4seaswood.com
FrameSaver
1124 Bennett Clark Rd.
Nacogdoches, TX 75963
936/569-8211
F: 936/569-1967
www.framesaver.com
Frontier Building Products
908/791-1100
www.frontierproducts.com
FrontLine Building Products
920/406-4600
F: 920-406-4939
Fyre Werks Inc.
303/255-3717
www.bayindustries.com
Fypon Millwork
960 West Barre Rd.
Archbold, OH 43502
800/446-3040
F: 800/446-9373
www.fypon.com

— G —
General Hardwood Company
7201 E. McNichols St.
Detroit MI 48212
313/365-7733
F: 313/365-9696
www.generalhardwood.com

Be Responsible When Bonding Wood
National Casein urges the industry to bond wood
and wood products responsibly. The company says
this can be done through use of the company’s WP4379-2 crosslinking PVA adhesive.
When combined with its XP-1 crosslinking agent,
this environmentally friendly Type I exterior use waterbased adhesive is LEED compliant and specially formulated for cold press, hot press, radio frequency and fingerjointing applications. The company says it is recommended for use with fine exterior doors and windows.
❙❙➤ www.nationalcasein.com

Araupel Offers Solutions to North America
Araupel, a company with 37 years in business, says it
has overcome challenges in the recent downturn in the
global economy, due to partnerships established around
the globe.
Araupel says 60 percent of its products are sold in
North America, 20 percent in Europe and 10 percent in
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GlassCraft Door Corp.
713/690-8282
www.gcdoor.com
G-M Wood Products Inc.
P.O. Box 266
Newaygo, MI 49337-0266
231/652-2210;
F: 231/652-3166
www.gmcompanies.com
See our ad on page 30.
GAROFOLI
011/39-071727171
www.garofoli.com
Golden Pharos USA
321/676-1615
Goods Millwork
573/378-2580
Gossen Corp.
2030 W. Bender Rd.
Milwaukee, WI 53209-3727
414/228-9800
F: 414/228-9077
www.gossencorp.com
Gracewood USA
770/772-3220
www.gracewoodusa.com

— H —
H.A. Stiles Co.
800/447-8537
www.hastiles.com
Hart Mountain Millwork
541/947-4030
Hasko Inc.
423/648-5200
www.haskomachines.com
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Hayfield Window & Door Co.
507/477-3224
www.hayfieldwindows.com
HB&G Building Products Inc.
334/566-5000
www.hbgcolumns.com
Hi-Lo Industries Inc.
620/431-8200
www.hi-lo-ind.net
House of Fara
219/362-8544
www.houseoffara.com
Hovstars Wood Products LLC
201/569-4404
www.hovstars.com

— I —
Ideal Door Components
800/666-7305
www.chicksdoorplugs.com
Illinois Flush Door Inc.
815/436-3113
Imperial Products
765/966-0322
www.impprod.com
Industria de Madeiras
Faqueadas Ipumirim SA
Rua D. Pedro II - 182
Ipumirim
Brazil 89790-000
5549-3438-1400
F: 5549-3438-1678
www.faqueadas.com.br
Intek Plastics Inc.
651/437-7700
www.intekplastics.com
continued on page 44

Brazil. Additionally, the company is investing $10 million on the upgrading of its main plant, log yards,
sawmill and remaining facilities.
The company’s products are sold at moulding distributors and wholesalers throughout the United
States and Canada.
❙❙➤ www.araupel.com.br

Insurance Coverage with a Return
The Lumbermen’s Underwriting Alliance (LUA) has
partnered with the MMPA to offer its members valuedadded insurance. Through the LUA/MMPA insurance
carrier program, members have the opportunity to earn
a return on property premium based on the loss results
of the group.
LUA says it offers custom insurance policies with
more protection and higher limits than its competitors. Additionally, 50 percent of policyholders maintain
their coverage for more than five years.
❙❙➤ www.lumbermensunderwriting.com
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IQm Trimboards
200 Shotweel Dr.
Franklin, OH 45005
800/771-4486
F: 937/746-3947
www.iqmtrimboards.com

— J —
Jamsill Inc.
800/526-7455
www.jamsill.com
See our ad on page 39.
Jeld-Wen Inc.
541/850-2606
www.jeld-wen.com
JJJ Specialty Co. Inc.
612/788-9688
www.jjjspecialty.com
Jerry Huber & Associates
919/781-9674
www.asiabm.com
Jersey Technologies Inc.
407/299-2805
Jobbers Inc.
336/768-3113

— K —
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K & S Components
503/699-2948
Karona Inc.
800/829-9233
www.karonadoor.com
Keim Lumber Co.
800/362-6682
www.keimlumber.com
Kelleher Corp.
415/454-8861
www.kelleher.com
Kenlin Group
800/359-5751
www.kenlin.net
Kings Wholesaler’s Inc.
800/516-9000
Kleer Trimboard
866-KLEER70
www.kleerlumber.com
Koch & Co.
785/336-6022
www.kochandco.com
Kolbe & Kolbe Millwork Co.
715/842-5666
www.kolbe-kolbe.com

— L —
L.J. Smith Inc.
740/269-2221
www.ljsmith.net
Latson’s Custom Millwork Inc.
817/834-5571
www.latsonsmill.com
Laurelwood Millwork
905/841-8481
www.dwmmag.com

Lavrama S.A.
Rua Amazonas, 572 Aqua Verde
Curitaba PR, 80,610-030 Brazil
55-41-341-5757
www.lavrama.com.br
Ledco Inc.
800/626-6367
www.ledcodoors.com
Lee Lumber &
Building Materials
3250 N. Kedzie Ave.
Chicago, IL 60618
773/509-6700
F: 773/509-6704
www.leelumber.com
Leeper’s Stair Products Inc.
562/422-6525
www.leepers.com
Legnotrade Madeiras
011/55-54-452-5042
www.brazilianpine.com
Lemieux Doors Inc.
819/845-2739
www.lemieuxdoors.com
Lianga Pacific Inc.
2120 Port of Tacoma Rd.
Tacoma, WA 98421
253/383-4761
F: 253/572-8427
www.lianga.com
Linea Architectural Moulding
626/201-3580
www.lineamoulding.com
Lineal Veneer & Components
877/836-3374
www.linealveneer.com
Little River Millwork Inc.
870/898-5146
F: 870/898-5148
Louisiana-Pacific Corp.
414 Union St., Ste. 2000
Nashville, TN 37219
615/986-5600
F: 615/986-5666
www.lpcorp.com
Lorient North America
859/252-7441
www.lorientgroup.com
Lovvorn Lumber Co.
479/646-4685
www.lovvornlumber.com
The Loxcreen Co. Inc.
803/822-8200
www.loxcreen.com
Luvipol Doors
Oscar Epla 14 Crevillente,
Allicante, Spain, 03330 Spain
616/335-2648
www.luvipol.com
Lynden Door Inc.
360/354-5676
www.lyndendoor.com

continued from page 43
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M-D Building Products
800/654-0007
www.mdteam.com
M.S. Herman & Co.
203/544-1201
www.hermancompany.com
MAi Wood Doors & Stair Parts
800/394-6680; 972/487-6584
www.maidoors.com
Madawaska Doors Inc.
800/263-2358
www.madawaska-doors.com
Maderas San Juan
Evangelista S.A.
951/516-4143
Magellan Group
360/779-3275
www.worldforest.com
Marsh Industries Inc.
800/426-4244
www.marsh-ind.com
The Marwin Co.
803/776-2396
www.marwincompany.com
Masisa
www.masisa.com
Masonite International
800/895-2723
www.masonite.com
McPhillips
Manufacturing Co. Inc.
251/438-1681
www.mcphillipsmfg.com
MDF Enterprises
775/727-7080
www.MDFenterprises.com
MDF Moulding & Millwork
505/454-8151
Medford Moulding Co.
541/826-2181
www.medfordmoulding.com
Menuiserox Inc.
450/585-8948
www.menuiserox.qc.ca
Menzner Lumber & Supply Co.
715/443-1303
www.menznerhardwoods.com
Merrill Millwork Inc.
715/536-8812
www.park-vue.com
Meyer Moulding
and Millwork Inc.
518 El Roya Ave.
Modesto, CA 95354
800/399-2288
F: 209/522-4160
www.meyermoulding.com
MFM Building Products
800/882-7663
www.mfmbp.com
Mill Direct Sales Inc.
631/642-2800

>I

Millcast Inc.
800/357-6565
www.millcast.com
Millenium Millwork Corp.
732/512-1144
Millstone Industries
877/577-5806
www.millstoneindustries.com
Mirror Reflections
801/451-5987
www.mirror-reflections.com
Monarch Cabinetry
& Mouldings
520/884-8685
Morelock Wood Products
877/577-5806
www.morelockwood.com
Moulding & Millwork Inc., A
Division of Sauder Industries
403/221-8145
www.mouldingandmillwork.com
Moulding and Millwork
Producers Association
530/661-9591; 800/550-7889
www.wmmpa.com
Mt. Taylor Millwork Inc.
505/287-9469
www.mttaylormillwork.com
Mullen Sales Inc.
860/677-5541

— N —
National Casein of California
773/846-7300
www.nationalcasein.com
National Hardwood
Flooring and Moulding
818/988-9663
www.nationalhardwood.com
Nickell Moulding Co.
574/264-3129
www.nickellmoulding.com
North Pacific Lumber Co.
503/231-1166
Northwest Building Supply
405/946-1414
www.northwestok.com
Nose Creek Forest Products
403/221-8145
Nova Forest Products
800/837-6682
www.novaforestproducts.com

— O —
OC Block Works
888/202-4495
www.ocblockworks.com
ODL Inc.
616/772-9111
www.odl.com
continued on page 46
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Do it once... Do it right...
Never go back to wood!

®

NE

W

!

• High deﬁnition wood grain detail
• High performance, virtually maintenance free
• Fade, stain and scratch resistant
• Perfect match to Royal Group railing
for a beautiful overall look
• Resistant to mold, mildew, rot and termites
• Featuring an innovative hidden fastener
system for optimal aesthetics
• Easy and quick to install with
no special tools required
• Eco-friendly 100% recyclable & made
of at least 25% recycled materials

Made in the USA by Royal Group

Graystone

Royal S4S
Trimboard™

Wood

Kanyon

•
•
•
•
•
•
•
•

Smooth 4-sided ﬁnish
True Square™ – Stay Clean™ edges
Poly Select® surface
100% Cellular Vinyl PVC®
Lifetime Never Rot® warranty
Ready to install
Paintable
Reversible

800.368.3117
www.royalbuildingproducts.com
© Royal Group 2010

Moulding • Trimboard • Decking
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Annual Guide to

Moulding & Millwork
Companies
Old Country Wood Turning Ltd.
250/361-4388
www.softcorners.com
Old Saybrook Doors
860/232-3367
www.oldsaybrookdoors.com
Old World Millworks
877/653-9753
www.oldworldmillworks.com
Olde Lexington Products
800/433-6845
www.oldelexington.com
Olympic Manufacturing
336/667-2576
Omega-Tek Building
Products Inc.
603/352-3205
www.omegatekbp.com
Oregon Fir Millwork Inc.
7650 4th St.
White City, OR 97503
800/227-9210
F: 541/826-1633
Ornamental Mouldings
336/431-9120
www.ornamental.com
Owens Door Co.
715/526-2146
www.woodport.com
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PB&H Moulding
800/746-9724
www.pbhmoulding.com
Pacific MDF Products
800/472-2874
www.pactrim.com
Pacific Wood Laminates Inc.
541/469-4177
Pan Pacific Products
580/584-6247
www.panpacificproducts.com
Parrett Manufacturing Inc.
715/654-6444
www.parrettwindows.com
Passages LLC
800/716-7596
www.passagesllc.com
Patterson Wood Products
409/569-1994
Peachtree Doors and Windows
715/693-8458
www.peachtreedoor.com
The Penrod Co.
800/537-3497
www.thepenrodcompany.com
Petit Industries Inc.
800/947-3848
www.petitindustries.com
Pinelli Universal
www.pinelli.com.mx
www.dwmmag.com

PlyTac Materials
253/620-7926
www.plytac.com
Polincay Export Limitada
011/562-460-0599
POLCURA
011/56-562-511-6336
Port-O-Lite Corp.
1 Railroad Ave.
West Swanzey, NH 03469
603/352-3205
F: 603/352-8073
www.port-o-lite.com
Ponderosa Mouldings
541/548-2171
Precision Architectural
Products Inc.
888/966-3777
www.precisionarch.com
Precision Millworks Inc.
770/781-3020
www.norot.com
Prefinished Millwork Corp.
608/831-2344
www.prefinished-mill.com
Premier Mantles Inc.
800/767-0195
www.premiermantles.com
Prime Line Inc.
501/844-4429
www.primelineinc.com
PrimeWood Inc.
800/642-8780
www.woodcraftind.com
Probyn Export
604/526-8546
www.probynexort.com
Produits Forestiers J.V.
950, Chemin Olivier
St. Nicolas, QC G7A 2N1
418/836-5025
www.moulure.com
Produits Matra Inc.
Jean-Francois Drouin
23, 7e Rue Quest
Beauce, QC
Canada G0M 1B0
418/382-5151
F: 418/382-5153
www.produitsmatra.com
Professional Constructors Inc.
843/462-7509
www.pccabinetworks.com
PVC Windoors Inc.
305/940-3608
www.pvcwindoors.com

— R —
R.S.L. Inc.
800/257-8641
www.rslinc.com

continued from page 44
Railing Dynamics
877/420-7245
www.rdirail.com
RAS Industries/Lifetime
Preformed Millwork
800/367-1076
www.rasaindustries.com
Regal Custom Millwork
301 E. Santa Ana St.
Anaheim, CA 92805
714/991-7121
F: 714/630-3190
www.reellumber.com
Resdoor Co. Inc.
817/834-8121
www.resdoor.com
River City Millwork
815/965-9439
www.rivercitymillwork.com
Riverside Millwork Inc.
800/788-0731
www.riversidemillwork.com
Rocky Mountain
Forest Products
800/421-3725
www.rmfp.net
Rogue Valley Door
800/547-6201
www.roguevalleydoor.com
Roland Boulanger & Co. Ltd.
177 St. Louis St.
Warwick, QC J0A 1M0
819/358-4100;
F: 819/358-4178
www.boulanger.qc.ca
Roseburg Forest Products
800/245-1115
www.teamrfp.com
Royal Group
Technologies Limited
905/264-0701
www.royalgrouptech.com
See our ad on page 15.
Royal Mouldings Limited
P.O. Box 610
Marion, VA 24354
800/368-3117
F: 276/781-2520
www.royalmouldings.com
See our ad on page 45.

— S —
SMI Global Corp.
425/822-5695
www.smiglobalco.com
Sanford-Lussier Inc.
323/585-2811
www.sanfordlussier.com
SaSa Molding
& Millwork Products
915/726-9290
Sauder Mouldings
360/384-4774
www.saudermouldings.com

>I

F.E. Schumacher Co. Inc.
330/877-9307
Schlegel Systems
800/586-0354
www.schlegel.com
Seal Moulding
979/774-9412
Sechoirs De Beauce Inc.
www.sechoirsdebeauce.com
Seemac Inc.
317/844-3995
www.seemac.com
Setzer Forest Products
2570 Third St.
Sacramento, CA 95818
916/444-5696
F: 916/442-0875
www.setzerforest.com
Sguario Forestry
and Millwork Inc.
11646 Peachstone Lane
Orlando, FL 32821
407/816-1000
F: 407/386-3301
www.sguariomadeiras.com.br
Shawnee Woodwork Inc.
112 SW Harrison St.
Topeka, KS 66603-3015
785/354-1163
Sierra Pacific Industries
P.O. Box 496028
Redding, CA 96049-6028
530/378-8000
F: 530/378-8242
www.sierrapacificind.com
SierraPine
916/379-2260
www.sierrapine.com
Sierra Lumber Manufacturers
209/943-7777
www.sierralumber.com
Silvaris LowGrade Lumber
800/736-7270
www.lowgradelumber.com
Simpson Door Co.
360/495-3291
www.simpsondoor.com
Sincol
305/704-0000
www.sincol.com
Smith Millwork Inc.
920 Robbins St.
Lexington, NC 27292-9394
336/249-8171
F: 336/243-2688
www.smithmillwork.com
See our ad on page 11.
Snowflake Lumber
& Moulding
928/536-2428
www.snowflakemoulding.com
continued on page 48
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Moulding & Millwork
Companies
Southwest Moulding Co.
3601 Pinnacle Point Dr., Ste. 100
Dallas, TX 75211
214/630-8961
F: 214/905-1233
www.southwestmoulding.com
Southwest Panel Products
281/391-2452
Spectis Moulders Inc.
204/388-6700
www.spectis.com
Staircase & Millwork
800/878-9778
www.mrstair.com
Stair House Inc.
800/810-9204
www.stairhouse.com
Stallion Doors and Millwork
320/650-0420
www.stalliondoors.com
Steves & Sons Inc.
210/924-5111
www.stevesdoors.com
Sunrise Wood Products
509/535-0101
Sunset Moulding Co. Inc.
P.O. Box 326
Yuba City, CA 95992
530/790-2700
F: 530/695-2560
www.sunsetmoulding.com
Supa Doors Inc.
800/477-3667
www.supadoor.com
Suresill Ltd.
512/231-9469
www.suresill.com
Sure-Wood Forest Products
513/351-5705
www.sure-wood.com
Swartland Doors
011/27215737610
www.swartland.co.za
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Talon Doors
425/252-2404
www.talondoors.com
Taylor Building Products
800/248-3600
www.taylordoor.com
Temple
800/231-6060
www.temple-inland.com
Tenon USA
866/372-9663
TEWA
251 Valley Chile Rd.
Vinton, TX 79821
915/886-9973
Texas International
Hardwoods Veneers
281/391-2452
www.dwmmag.com

Thunderbird Forest Products
916/381-4200
www.thunderbirdforest.com
Timbergate
4700 Brookpark Rd.
Waterloo, Iowa 50702
800/788-3635
F: 800/858-4099
www.bertch.com
Timbron International Inc.
1333 North California Blvd.,
Suite 545
Walnut Creek, CA 94596
925/943-1632
F: 925/943-1164
www.timbron.com
TLC Mouldings
1500 Springhead Rd.
Willacoochee, GA 31650
912/534-6363
F: 912/534-5010
www.tlcmouldings.com
See our ad on page 21.
Tom’s Quality
Millwork & Hardwoods
920/533-4860
Trans-Pac Building Products
907/562-3335
www.transpacbp.com
Treasure Coast Millwork Inc.
772/398-0241
Tre-Pol Inc.
110 Borderland Rd.
El Paso, TX 79932
915/584-5415
F: 915/584-5426
Trimcraft Inc.
561/732-1116
Trupan/Paneles Arauco SA
562/677-7200
www.arauco.cl
Trupine Products
239/267-5337
www.trupineproducts.com
TruStile Doors LLC
303/286-3931
www.trustile.com
Tumac Lumber Co.
530/221-0491
Tumminaro Cabinet
& Millwork
941/351-7080
Turncraft
541/826-2911
www.turncraft.com
TWC Architectural Mouldings
8523 NE Loop 410
San Antonio, TX 78219
210/662-2800
F: 210/662-0812

— U —
U.S. Lumber Group Inc.
770/956-7406
www.uslginc.com

continued from page 46
Ultra Flex Moulding
800/344-5293
www.ultraflexmoulding.com
Universal Forest Products Inc.
616/364-6161
www.ufpi.com
Universal Wood Products
800/971-1993
www.universalwoodproducts.com

— V —
Versatex Trimboard
724-857-1111
www.versatex.com
Vi-Lux Mouldings
105 Richmond Blvd.
Napanee, ON K7R 3Z8
613/354-4830
F: 613/354-6589
www.vi-lux.com
See our ad on page 17.
Vytron Corp.
865/458-4624

— W —
Walker Lumber & Hardware
527 W. Thomson Lane
Nashville, TN 37212
615/254-3344
F: 615/242-5443
www.walkerlumber.com
Warnet Mouldings Inc.
800/263-1209
www.mwarnet.com
Washington Hardwoods Co. LLC
800/882-4552
www.washingtonhardwoods.com
Washington Millwork Co.
866/954-5094
Weaber Inc.
717/867-2212
www.weaberlumber.com
Weather Shield
Windows & Doors
715/748-2100
www.weathershield.com
Welsh Forest Products
901/685-7671
www.welshlumber.com
Westby Moulding
& Millwork Co.
608/634-3072
Western Reflections LLC
800/507-8302
www.western-reflections.com
Weston Wood Solutions
905/677-9120
www.westonwoodsolutions.com
Weyerhaeuser Co.
253/924-3223
www.weyerhaeuser.com
White Brothers
510/261-1600
www.whitebrothersmill.com

>I

White River Hardwoods
479/442-6986
www.mouldings.com
Willamette Valley Co.
541/994-4223
www.wilvaco.com
Windsor Mill
707/838-7101
www.windsormill.com
Woodfold-Marco
Manufacturing Inc.
503/357-7181
www.woodfold.com
Woodgrain Millwork Inc.
300 N.W. 16th St.
P.O. Box 566
Fruitland, ID 83619
208/452-3801
F: 208/452-5193
www.woodgrain.com
Woodlands Millwork Ltd.
281/363-4446
Woodline Millwork Inc.
336/885-8288
Woodstorm Automation
970/493-5457
www.woodstorm.com
WVC Technologies
541/484-9621

— Y —
Young Manufacturing
521 S. Main St.
P.O. Box 167
Beaver Dam, KY 42320-2137
270/274-3306
F: 270/274-9522
www.youngmanufacturing.com
See our ad on page 1.
Yuba River Moulding
and Millwork Inc.
P.O. Box 1078
3757 Feather River Blvd.
Yuba City, CA 95992-1078
530/742-2168
F: 530/742-7140
www.yubarivermoulding.com

— Z —
Zago Mfg Co. Inc.
973/643-6700
Zamma Corp.
540/672-5200
Zeni & CIA S.A.
Buneo Aires
54/11-5811-5000
www.zeni.com.ar
Zepsa Architectural Woodwork
704/583-9220
❙
www.zepsa.com
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SALES

REVOLUTION
Window Dealers Must Evolve
with Changing Market Trends
by Al Alfieri and Tom Orr
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teve
Jobs, cofounder and
CEO of Apple, once said: “During a
paradigm shift, everyone goes back
to zero, and the first one to understand the new reality becomes the
giant. The race is on.”
The fenestration industry is no
exception. We all can agree that
change has been the only constant
over the past three to five years, and
most companies have gone back to
basics to develop new strategies to
retain their competiveness. Suppliers,
manufacturers and dealers alike
are getting creative to find differentiation points and new efficiencies.
There have been two significant
shifts affecting the fenestration
industry in recent years that
remain top-of-mind for all of us:
1. The Green Movement; and
2. The Great Recession.
The common thread between
these two game-changers is that
both have changed consumer buying habits. According to a 2009 study
titled “The Green Revolution” conducted by Grail Research, about
two-thirds of respondents changed
their green purchase behavior
because of the recession, but nearly
80 percent of those who changed
stuck with green products. Seventyfour percent of these green purchasers responded that energy effiwww.dwmmag.com

ciency is either top-ofmind or a consideration
when making a purchase.
Additionally,
today’s
consumers also have more information at their fingertips and are
researching online for higher-performing products that will provide the best value.
In fenestration terms, just 5 to 10
years ago, homeowners knew nothing about windows and were “dazzled” easily by anything that had two
panes. Today, consumers are looking
for more value in their window purchases—they know more and they
expect more. They require and
deserve the entire package: service,
energy savings, tax credit assistance
and lifetime warranties.
The race is on for window dealers to meet the needs of the “new”
homeowner. Outlined here are
some best practices for providing
the best value and selling energyefficiency in the home.

TRAINING CAMP
Homeowners are now savvier
and they will ask the hard questions. Will your salesperson be prepared to respond?
Ongoing sales training programs
have become increasingly important. Products and available technologies are changing constantly
and, when homeowners know more

>I

than your salesperson, the situation
quickly can become embarrassing.
Additionally, training and group
discussions will help foster relationships among your sales teams and
encourage them to share stories
and best practices for meeting the
changing needs of homeowners.
Ongoing talking points for sales
discussions could include:
• ENERGY STAR® changes;
• Industry and state/local energy
efficiency standards;
• Tax credit requirements;
• Third-party testing;
• Manufacturer product updates;
• Window components and how
each affect energy efficiency;
• Recent trade magazine articles
and e-communications; and
• First-hand stories about challenges and opportunities when
giving sales presentations.

APPROACHING THE
STARTING BLOCK
Advertising always has been a
key element in any window dealer’s
marketing plan, whether it is yellow
page and newspaper print ads, or
radio and television spots. Even in a
weak economy, keeping your name
out there is equally as important.
Of late, the tax credit for energyefficient home improvements has
been front and center in advertising—and has proven effective in
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most markets. Homeowners are
highly driven by cost-savings,
whether it comes in the form of tax
credits or reduced energy bills.
Most often homeowners are
researching online first for information on the tax credit, so now
more than ever, window dealers
must keep their sites up-to-date
and offer useful information on tax
credit requirements and processes.
It is important to note, however,
that in today’s economy many window dealers are not seeing the same
results using passive marketing in
which they sit and wait for the
phone to ring. Many are becoming
more proactive and reaching out
directly to consumers via telemarketing, asking them “do you have
aluminum windows in your home?”
and “are your windows singlepane?” By asking these questions,
you can assess their situations
quickly and begin talking about the
energy-saving benefits of today’s
high-performance windows, as well
as the available tax credit.
Once the lead is qualified, it is
time to prepare for what remains
the most important part of the
sale—the in-home presentation.
Because homeowners are more
educated, you must be prepared for
any situation and bring supporting
materials to the table, including:
• Brochures about your company,
your mission and what makes
you stand apart from the competition, including your mission
statement and service standards;
• Brochures from the window
manufacturer that outline the
options you can provide;
• Product samples (i.e., cross sections); and
• Samples of components that go
into the window, including the
spacer.
Component
samples
have
become important to the sale. On the
outside, windows can appear to be
the same, but it’s what’s inside that
helps you truly sell energy efficiency.
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Are your dealers prepared to answer tough questions from homeowners regarding
energy-efficient windows?
Don’t be afraid to get technical;
talk about the performance differences between foam versus metal
spacers, as well as low-emissivity
coatings, differences in glass, gas
filling and other materials that
contribute to window energy performance and durability. Teach
them about U-values and solar
heat gain coefficients and provide
credible third-party data to back
your claims.

CROSSING
THE FINISH LINE?

Energy efficiency will continue
to be a big business well into the
future. So, stay close to your suppliers, push them to continue innovative product development and continue to learn as new technologies
emerge. But, most of all keep your
service standards high and remember that word-of-mouth is still the
most effective marketing available.
Offering the full package to today’s
homeowners—exceptional service,
support and products—certainly
will help you keep one step ahead
in the race.
❙

In the fenestration industry,
there is no finish line. You must
always strive to do better, anticipate trends and adjust your selling
practices accordingly.
Homeowners will continue to
demand better efficiencies, and we
all must be prepared to deliver.

Al Alfieri is vice president of American
Vision Windows Inc. in Simi Valley, Calif.,
and Tom Orr is the founder and CEO of
Rancho Cordova, Calif.-based Northwest
Exteriors Inc. Both primarily sell Anlin
Windows containing the Super Spacer®
warm-edge spacer system.
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SecretShopper

Does Customer Service Still Exist?
It Sure Does in Cody, Wyo.
BY

HOLLY

BILLER

bays and the structure is in need of new windows to
replace the current five sliders. Armed with rough
specs I was interested to see how I would fare.
Upon my arrival on Monday afternoon there was no
one at the check-out register and it seemed quiet
throughout the entire building, which caters to all
aspects of building projects. The window display was
straight ahead and, as I made my way toward it, a gentleman came out from the office and asked how he
could help me. He was dressed in a relaxed manner
with a denim Bloedorn Lumber jacket on and by his
easy nature I assumed he was
the owner.
I explained what I was looking for and wondered if I
would be able to capitalize on
the current tax credit program.
He said “sure,” and then asked
if the garage was attached to
the home. When I stated that it
wasn’t, he said we might have to
check to see if we could still
apply for the tax credit. He also
mentioned that while the credit
used to be $3,000, it would now
only be $1,500, but that I would
GRADE
have until the end of 2010 to
have the windows installed to
A
receive the credit.
B
He walked me to the display,
which
was a four-wall kiosk
C
arrangement, and proceeded to
C
show
me
the
differences
between
wood
windows
and
A
vinyl windows, the fact that they
B
were all ENERGY STAR® qualified
and the benefits for each type. I
A
asked if he recommended JeldA
Wen and he said absolutely and,
that for a garage, he would suggest
Athe vinyl simply because they can
come within 1⁄8 inch for custom
sizes without altering the price.
C Average
He took the time to explain benefits of slider windows (which currently are in place) and the fact that

his spring break I went to visit my parents in
Buffalo Bill’s historic town of Cody, Wyo. If you are
wondering, “Do small towns where people care
about quality service and the people they are serving
still exist?” the answer is “yes” and this was very apparent with my visit to Bloedorn Lumber. The company,
located right off one of the few main streets, Big Horn
Avenue, was very simple to locate and the experience
far exceeded my expectations.
My parents’ home has a detached garage with four

T

SECRET SHOPPER
REPORT CARD

Bloedorn Lumber
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Parking Lot was Cl
ean
Greeted Upon Enter
ing
Neatness of Displays
Employee Politeness
Employee Appearan
ce
Employee Product Kn

owledge
Store Experience Sa
tisfaction
Overall Grade
A Excellent
D Below Average
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they require less hardware than others. Consequently,
he explained, the pricing starts out a bit lower, though
the quality is just as good. I asked if there was a
brochure or pricing sheet I could take back.
The gentleman, who still hadn’t provided me his
name, said he could do one better and proceeded to
take me to his office, where he pulled up Jeld-Wen’s
QuickQuote software and did a comparative analysis of
my options. Due to the fact that both builder-grade and
premium-grade windows were available, he was kind
enough to place both in the mix and do one of each
(including the argon and such) for me to qualify for the
tax credit. He then mentioned since we weren’t 100 percent sure the garage would qualify I could go to the JeldWen website listed on the back of the vinyl window
brochure he had presented me (showing where the URL
was on the back cover) to see a full page of information
regarding the credit. (See editor’s note at end of article.)
He then printed off the analysis with three options,
all of which were reasonable, and went on to describe
the lifetime warranty. I asked if the warranty was
through Bloedorn Lumber or Jeld-Wen and he
answered, “you can bring your claim to me, we’ll place
it with Jeld-Wen, and, if we can’t fix it, then we’ll get
you in touch with another person who can. The glass is
covered as well for the life of the windows.”
“I assume these prices are for the windows alone
and not for the labor?” I asked.
The gentleman advised me that was correct and,
though Bloedorn doesn’t do the installation itself, the
company offers a a list of those it recommends to do the
work. With the quote in hand I saw his name and asked
“So, are you Sean?” and he said, “Yes, I am.” We shook
hands and I thanked him for all his time and information as he had taken quite a bit of time and energy to
help educate me on my options. His business card says
he is responsible for outside sales and I can see why.
Editor’s Note: DWM editor Tara Taffera went to JeldWen’s website to see if windows for a detached garage qualify for the tax credits and she couldn’t find an immediate
answer so she followed a link to the ENERGY STAR® website
and found the following: Detached structures may be considered part of the dwelling unit if you use them as part of
your living space, for example, as a workshop, or an extra
bedroom.” Holly reports that her Dad “practically lives out
there,” using it as a workshop, so it would qualify.
❙
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Ones to Watch

APPOINTMENTS

Perry Joins
Holzkraft Industries
Rick Perry has joined Holzkraft
Industries, a custom wood door
and component manufacturer in
Barrington, Ill., as product engineer. Perry brings more than 25
years of experience in product
design and development in the
door and window industry, as well
as eight years’ experience as director of industry standards for the
Window and Door Manufacturers
Association. In his new role, Perry
will focus on new product development to enhance and expand
Holzkraft’s presence in the custom
wood door market.

JELD-WEN Names Turner
Chair of Board of Directors

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

54

The
JELD-WEN
board of directors
has
unanimously
elected
Robert
Turner to the position of chairperson.
Turner started his
career with the comBob Turner
pany in 1971 and was
later named executive vice president and chief operating officer. He
was elected to the board of directors in 1994 and became vice chair

in 2007. As chairperson, Turner
succeeds Richard L. Wendt, who
remains on the board and active
within the company’s leadership.

Edgetech I.G. Announces
Three Appointments
Edgetech I.G. in Cambridge,
Ohio, has promoted Mike Burk to
manager, workplace learning and
performance, and hired Adam
Sanders as quality engineer and
Andy Sollers as technical service
representative.
Burk joined Edgetech in 2007 as
product manager and
most recently served
the company as technical service manager.
He will be responsible
for providing training
Mike Burk
and support to drive
customer support to improve quality, capacity and efficiency. Burk has
nearly 20 years of experience in the
fenestration industry.
Sanders has been
promoted to quality
engineer at Edgetech
from within parent
company
Lauren
International’s family
of businesses, where Adam Sanders
he was most recently

VEKA Announces New President
VEKA Inc., based in Fombell, Pa., has announced that Walter Stucky, president and chief executive officer (CEO) of the North American division, stepped
down as president beginning March 1. Stucky was to remain chief executive
officer (CEO) of VEKA Inc. until June 30, in order to transition VEKA’s newly
appointed president Joe Peilert smoothly.
Most recently, Peilert served as president and CEO for TMI International LLC,
a manufacturer of flexible PVC products. Prior to joining TMI, he worked as the
general manager and executive vice president for Ardex North America in the
building materials industry.Peilert, who speaks both English and German fluently, gained extensive international experience working on four continents in
different sales, marketing and corporate development functions.
Although Stucky will retire in June, VEKA says it will retain him in a consulting role as well as various special interest projects until the end of 2011.
Stucky has served as VEKA Inc’s president and CEO for the past nine years and
as VEKA Inc’s executive vice president for the previous 14 years.
www.dwmmag.com
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an application engineer. As quality
engineer, Sanders will assist with
continuous improvement projects.
Specifically, he will focus on establishing appropriate customer specifications, follow up on customer
issues and lead improvement projects assigned to him.
Sollers is now technical services representative
in
the
Western United States,
Mexico and South
America. Sollers joins
the company with
more than 15 years of
Andy Sollers
technical
service
experience in the fenestration industry. Sollers will be responsible for
assisting with production line layout
recommendations, customer quality
audits and other technical service
duties.

Schlabach Named ProVia
Door’s Vice President of
Business Development
Willis Schlabach
recently was named
vice president of business development for
ProVia Door. In his
new role, Schlabach
will expand the company’s business in the Willis
multi-family, Western Schlabach
United States and
international markets.
Schlabach joined ProVia Door in
1984 as the company’s first sales
representative, and since then has
served in various roles. Most
recently he held the position of vice
president of sales and marketing.

briefly

AquaSurTech OEM has appointed
Andrew Rayner as its chief technical
officer. Rayner previously served as
president of RoyalBond Co …
WinDoor Inc. has hired Al Cascardo
to serve as national sales manager … ❙
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June 9-11, 2010
Pacific Coast Builders Conference
Sponsored by the California Building
Industry Association (CBIA).
Moscone Center.
San Francisco.
Contact: CBIA at 800/956-7469
or visit www.pcbc.com.
July 17-19, 2010
China Qingdao
International Construction &
Decoration Materials Exposition
Sponsored by Qingdao Haichen
International Exhibition Co. Ltd.
Qingdao International Convention
Center.
Qingdao, China.
Contact: Visit www.cbe.qd.com.
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June 6-9, 2010
AAMA National Summer Conference
Sponsored by AAMA.
Oak Brook Hills Marriott Resort.
Chicago.
Contact: AAMA at 847/303-5664
or visit www.aamanet.org.
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calendar of events

June 21-23, 2010
Builders Hardware Manufacturers
Association (BHMA) Summer Meeting
Sponsored by BHMA.
Millennium Knickerbocker Hotel Chicago.
Chicago.
Contact: BHMA at 212/297-2122
or visit www.buildershardware.com.
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.

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

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 25-28, 2010
International Woodworking Fair (IWF)
Georgia World Congress Center.
Atlanta, Ga.
Contact: Show organizers at 404/6938333 or visit www.iwfatlanta.com.
November 16-18, 2010
Win-door North America
Sponsored by the Canadian Window and
Door Manufacturers Association (CWDMA).
Metro Toronto Convention Center,
South Building, Hall E.
Contact: Show organizers
at 800/282-0003 or visit
www.windoorshow.com.
❙

Mecal USA is dedicated to selling and servicing equipment for
the aluminum processing industry. Let the experts at Mecal USA
put their 25 year history to work for you by participating in our
“no pressure” approach to making sure you have the right
equipment to meet your needs, SATISFACTION GUARANTEED.

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

Machining Centers
Double Head Mitre Saws
Manual Saws
Manual Copy Routers
Auto Copy Routers
End Finishing
5701 Industrial Avenue
Rockford, Illinois 61111
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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
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Automated Testing
Solutions, Inc.
8301 Sunset Rd.
Minneapolis, MN 55432
877/784-1775;
fax: 651/846-6808
www.automated-tests.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
Hurricane Glass Doors
Dome’l, Inc.
For Hi-Rise Buildings
No Shutters Needed
3 Grunwald St.
Clifton, NJ 07013
800/603-6635;
fax: 973/614-8011

Vinyl Fabrication
Equipment
GED Integrated Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401
Fax: 330/963-0584
www.gedusa.com

www.domelinc.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

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

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

Doors, Interior
Folding, Interior
Woodfold Mfg. Inc.
Box 346
Forest Grove, OR 97116
503/357-7181
fax: 503/357-7185
www.woodfold.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

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

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

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

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

Testing Equipment

www.dwmmag.com

>I

Spacers
Edgetech IG Inc.
800 Cochran Ave.
Cambridge, OH 43725
740/439-2338;
fax: 740/439-0121
www.edgetechig.com
Truseal Technologies
6680 Parkland Blvd.
Solon, OH 44139
216/910-5100;
fax: 216/910-1505
www.truseal.com
Insulating Glass
Machinery & Equipment
Bystronic Glass Inc.
13250 E. Smith Road
Suite H
Aurora, CO 80011
720/858-7700
fax: 720/858-7701
salesusa@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

Employment/Help Wanted

TECHNICAL SALES ENGINEER
International manufacturer of spacer technologies is seeking a motivated and
mature Technical Sales Engineer willing to relocate to Australia. This position
is the primary liaison with our customers in Australia and New Zealand. The
successful candidate will have:
• Ability to provide equipment installation, maintenance and PMs.
• Excellent presentation and communication skills.
• Ability to work with customers’ personnel at all levels.
• At least five year technical/sales experience in the glass/glazing industry
• College Degree (preferred)
• Ability to work independently and be a Self Starter

CUSTOM PROFILE
EXTRUSIONS
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

The candidate will provide customers with hands-on training and equipment
set-up for their IG production. Primarily, the candidate will ensure that customers are following a robust I.G. manufacturing process. A Additionally will
coordinate with independent distributors to assist in managing sales. Travel
will be required up to 70% of the time within Australia and New Zealand.
Relocation expenses and a competitive compensation package offered.
Interested persons should reply to: DWM, Drawer 4600, PO Box 569,
Garrisonville, VA 22463 or email resume to jmulligan@glass.com. Be sure to
reference Drawer 4600.
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PUBLIC AUCTION – COMPLETE WINDOW MFG. FACILITY
ROW Window Company
SALE DATE: Wed., May 26 10:00 am

612 Moen Avenue • Rockdale (Joliet), IL 60436

INSPECTION: Tues., May 25 8:00 am - 5:00 pm

Large Quantity of Raw Material Inventory
including Wood, Vinyl & Aluminum Extrusion

ON LOCATION OR
WEBCAST BIDDING

SAMPSON & CARLSON WEGOMA Double End Corner Cleaners • CARLSON WEGOMA CNC 4-Point Welder
CARLSON SYSTEMS Window Assembly Machines • ACCULIFT CNC Glass Cutter • WEINING Profile Grinder
SCHNEEBERGER Saw Blade Grinder • PISTORIUS Double Miter Saw • DEWALT Sliding Arm Miter Saw
SCMI & GREENLEE Double End Tenoners • Woodworking Machines • Saws • Miter Saws • Molders
Sanders • Nailers • Screw Drivers • Punch Presses • Drill Presses • Air Compressors
Paint System • Dust Collectors • Forklifts • CHEVROLET 3500 Van • MERCEDES Sprinter 3500 Van
(2) MACK Semi Tractors • (10) Box Trailers • Assembly Equipment • Tool Racks • Ladders • Benches
Office Equipment • MORE
ALSO AT AUCTION: Company Product Lines & Drawings
See Brochure and Lot List or Bid Online at www.premierarg.com
15% Buyer’s Premium

Premier Auction License #044000209

Glenn Gray License #041000721

PREMIER ASSET RECOVERY GROUP, LLC 77 E. Palatine Rd. • Prospect Hts., IL 60070
Phone: 312-280-1234 • Fax: 312-280-1266 • Email: info@premierarg.com
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Used Equipment for Sale

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

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.

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

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

Contents

Zoom Fit
Search

+

–

Archives

I<
E-Mail

<

>

>I

Subscribe

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

+

–

Archives

I<
E-Mail

<

>

>I

Subscribe

ADVERTISING INDEX • MAY 2010
Page
62
35
23
3
53
30-31
13
59
39
61
55
19
37, 39
45
7
15
11
37
5
21
C2
17
49
25
47
1

Company

Phone

Alumet Manufacturing Inc.
800/343-8360
Braspine Madeiras Ltda.
55 51 3346 3166
Cardinal Industries
952/935-1722
Edgetech I.G. Inc.
800/233-4383
Glasstech Asia 2010
65 6278 8666
G-M Wood Products
800/530-9211
Interlock USA Inc.
877/852-8808
IWF 2010
404/693-8333
Jamsill Inc.
800/526-7455
Lawrence Industries Inc.
336/474-6754
Mecal USA, A JRM International Company
815/282-9330
Moulding & Millwork Producers Association 530/661-9591
ODL Inc.
800/253-3900
Royal Mouldings
800/368-3117
Royal Window & Door Profiles, RoyalPlast Div.
866/777-1210
Royal Window & Door Profiles, ThermoPlast Div. 800/361-9261
Smith Millwork Inc.
800/222-8498
Strybuc Industries
800/352-0800
Sunflex Wall Systems
800/606-0756
TLC Mouldings
866/653-4852
Truth Hardware
800/866-7884
Vi-Lux Mouldings Inc.
866/281-6743
Vision Industries
908/822-2003
Weiss USA LLC
704/282-4496
WTS Paradigm
800/387-2957
Young Manufacturing
800/545-6595

Fax

Web Address

360/653-9884
www.alumet.com
55 51 3346 2408
www.braspine.com.br
952/935-5538
www.cardinalcorp.com
740/439-0121
www.edgetech360.com
65 6278 4077
www.glasstechasia.com
231/652-3166
www.gmcompanies.com
775/852-8867
www.interlockna.com
404/693-8350
www.iwfatlanta.com
541/488-7472
www.jamsill.com
336/476-6101 www.lawrenceindustriesinc.com
815/282-9150
www.mecalusa.com
530/661-9586
www.wmmpa.com
616/748-5472
www.odl.com
276/782-3292 www.royalbuildingproducts.com
800/265-5196
www.royalplast.ca
800/265-5196
www.thermoplast.com
336/243-2688
www.smithmillwork.com
610/534-3201
www.strybuc.com
239/495-2890
www.sunflex-wall.com
912/534-5010
www.tlcmouldings.com
507/451-5655
www.truth.com
613/354-6589
www.vi-lux.com
908/822-2269
www.visionhardware.com
704/289-7091
www.weiss-usa.com
608/664-9295
www.wtsparadigm.com
270/274-9522 www.youngmanufacturing.com
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Name: ____________________________________ Signature: _________________________ Date: _______________
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1. Please check the ONE category that BEST describes the business
MY BUSINESS IS ENGAGED IN THE MANUFACTURING, FABRICATING
activity of your company:
OR DISTRIBUTION OF DOORS AND WINDOW PRODUCTS.
1000  Manufacturer of windows
 YES  NO
1100  Manufacturer of windows and/or doors and/or skylights
2000  Manufacturer of doors
I WOULD LIKE TO RECEIVE
 Check here to also sub3000  Manufacturer of skylights or other fenestration products
MY SUBSCRIPTION IN THE
scribe to the free twice weekly
4000  Suppliers of fenestration components or equipment (including glass)
FORM OF:
 PRINT  DIGITAL
DWM e-mail newsletter.
6000  Engineer firms, utilities or other involved in energy management
9000  Others allied to the field, please specify:_______________________
2. Please check ALL the products or
materials your company manufactures:
3. Please check ALL the types of work your company
A  Wood B  Aluminum C  Glass performs:
D  Vinyl E  Other Metals
C  Commercial R  Residential
B  Both
O  Other
4. Classification by title (choose the best):
5. Number of employees at this location:
A  Owner/president
E  Marketing manager
A  1-4
B  5-9 C  10-19 D  20-49
B  General or senior manager
F  Purchasing manager
E  50-99 F  100+
C  Plant manager or engineer
G  Energy expert or consultant
6. What other publications do you receive?
D  Designer
H  Other
2  Fenestration 1  Window and Door
Subscriptions are free to all qualified recipients at U.S. addresses. Addresses outside the U.S. please add $80 per year.
By checking yes and signing this form, I also agree to allow publisher to contact me via fax and/or telephone in the future.

PLEASE COMPLETE THIS ENTIRE FORM AND FAX IT TO 630/482-3003
OR SUBSCRIBE ONLINE AT WWW.GLASS.COM/SUBCENTER.PHP
www.dwmmag.com
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No Phthylates, Low VOC,
Low Carbon Footprint
Hardware for Today’s
Informed Consumer
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Subscribe

TM

BioMaxx

All GREEN
No Lead, No Dust, No Rust!

KID SAFE
TM

NO RED!

Does Not Show Red when
Checked with Lead Check Test Swabs.
Lead Safe Hardware for Today’s
Lead Safe Work Practices!
Verifiedb y:

Lawrence
Industries, Inc.

Lead
R

Check
S

www.lawrenceindustriesinc.com

Lawrence
Industries, Inc

Contact Lawrence for Your Free Lead Check Test Kit!
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