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Knock Knock.

Who’s There?
Your New Design Solution—
The Sentry™ Multi-Point Hinged Patio Door System.
You need the ﬁnest hardware to complete your door offering. Something
customizable but simple. Strong but stylish. And above all, it needs to be designed
for the North American market. Introducing, Truth’s new Sentry™ Multi-Point
Hinged Patio Door System: an innovative solution packed with features that
exceeds your expectations – and those of your customer.
Innovative And Secure Multi-Point Locking System
Completely modular for custom design, this 300 series SST multi-point locking
system easily ﬁts in standard eurogrooves and offers superior strength and security
with full 1" throw of dead bolts and shoot bolts.

Eye-catching Handle Designs
Distinctive styling meets intuitive function. Truth offers multiple handle designs
from traditional to contemporary, each with a North American designed 90 degree
thumbturn located above the handle.
The Sentry™ Multi-Point Hinged Patio Door System – yet another engineered
solution from the company you can trust – Truth Hardware.

Robust And Reliable Adjustable Hinges
Exceeding ANSI grade 3 requirements for panels weighing up to 220 lbs and
350,000 cycles, these hinges are available in matching ﬁnishes and allow for easy
and simple adjustability of the door.

For more information contact your Truth Representative or visit www.truth.com

700 West Bridge Street • Owatonna, MN 55060
1-800-866-7884 • www.truth.com

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

Product Information
© 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

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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Performance
Eye Care Clinic • North Carolina

When performance counts and you need everything possible from a
vinyl window system...and more, you need SHEERFRAME. L.B.
Plastics’ SHEERFRAME windows and doors are engineered to meet
the demands required in coastal buildings or commercial projects. Yet
they offer style and beauty for any home. Whether you fabricate or
specify SHEERFRAME, you will gain a performance partner that:
•
•
•
•
•

Piedmont Bank • North Carolina

Understands your needs.
Will work to enhance your successes.
Will provide competitive products that surpass industry standards.
Is interested in you.
Provides value.

Performance, A Given For Our Industry Partners.
L.B. Plastics, Inc.
P.O. Box 907 Highway 150
Mooresville, NC 28115

Eye Care Clinic • North Carolina

1-800-752-7739
704-664-2989 fax
www.lbplastics.com
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Thanks for a Great Ten Years
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TAFFERA

en years ago in November, Key amount of money on investments in
Communications launched unique products. For example, the
DWM magazine and I’m company currently is investing in
proud of everything we, and more coconut water. It is not ready for
importantly, the industry, has prime time, per se, but the company
accomplished in that time. It was believes this will be a big seller and
great fun to put together this special the representative explained that
anniversary issue and to take a look some innovations take time to grow.
back as well as ahead to the future So, who knows? Maybe in our 20(though doing so in these days is year anniversary issue I’ll be talking
about how far low-maintenance
slightly more difficult).
Familiar Faces: When flipping glass has come after all.
Accomplishments: When it
through all of DWM’s issues from
comes to DWM’s
the past ten
accomplishyears, I couldn’t
It was also interesting
ments over the
help but remito look back on the
past ten years, I
nisce
when
innovations that weren’t.
think my honest
remembering
answer
might
people I used to
work with closely, such as Susan surprise you: It’s hearing from readDouglas, former NFRC administra- ers who say they enjoy our articles,
tor, and Alan Campbell, former our videos, our news articles, etc.
WDMA president, who sadly passed When writing this column, I
received an example from Robert
away several years back.
Innovations: While researching Grady of Paradigm Windows, who
the innovations from the past ten sent a response to my last column
years, it also was interesting to look which talked about the need to verback on the innovations that ify green marketing claims (see
weren’t—or that weren’t as big as DWM October, page 4). Following is
many may have thought. For an excerpt from his letter.
“Your article is spot on. I am forexample, in our January February
2002 edition, DWM wrote a cover ever sending my work product to
story on self-cleaning, or low- our engineer for securitization;
maintenance glass, as well as a few either to shoot me down or validate
updates along the way. While the the claims I will craft in an ad. It’s
product is being used, it hasn’t easy to create prose with these highgrown as much or as quickly as fa-lootin’ claims when the product
many may have originally thought. meets or exceeds the criteria. That
But here’s the thing about innova- part is easy… it’s the fuzzy ground…
tion. My husband recently suggest- like the R-5 program where I woned I watch a documentary on Coca der what I can or cannot claim.”
So thanks, Robert, and all of our
Cola which he thought was really
interesting. One thing that stood out readers. We enjoy keeping our
to me is the part in which a compa- readers informed, and look forny representative talked about how ward to continuing to do so into
the company spends a significant the future.
❙

T

d
o
o
r

TARA

www.dwmmag.com

Tara Taffera
ttaffera@glass.com ❚ x113
Managing Editor
Erin Harris
eharris@glass.com ❚ x130
Assistant Editor
Penny Stacey
pstacey@glass.com ❚ x148
Contributing Editors Ellen Rogers
erogers@glass.com ❚ x118
Megan Headley
mheadley@glass.com ❚ x114
Art Directors
Chris Bunn
cbunn@glass.com ❚ x132
Dawn Campbell
dcampbell@glass.com ❚ x150
Exhibits Manager
Tina Czar
tczar@glass.com ❚ x115
Marketing Director Holly Biller
hbiller@glass.com ❚ x123
Marketing Assistant Ally Curran
acurran@glass.com ❚ x133
Customer Relations Janeen Mulligan
Manager
jmulligan@glass.com ❚ x112
Web Developer
Bryan Hovey
bhovey@glass.com ❚ x125
Video Producer
Marshall Stephens
mstephens@glass.com ❚ x121
Customer Service
Katie Hodge
Assistant
khodge@glass.com ❚ x0
Published by Key Communications Inc.
Debra Levy, president
385 Garrisonville Road, Suite 116
Stafford, Virginia 22554
540/720-5584 ❚ fax: 540/720-5687 ❚ www.glass.com
Midwest,
Plain States
and Texas
Southeast
West Coast and
Western Canada
Northeast and
Eastern Canada
Europe

China and Asia

❚ ADVERTISING OFFICES ❚
Lisa Naugle
lnaugle@glass.com
312/850-0899 ❚ fax: 312/277-2912
Scott Rickles
srickles@glass.com
770/664-4567 ❚ fax: 770/740-1399
Ed Mitchell
emitchell@glass.com
805/262-2932 ❚ fax: 805/262-2933
Deb Levy
dlevy@glass.com
540/720-5584 ❚ x111
fax: 540/720-5687
Patrick Connolly
patco@glass.com
699 Kings Road
Westcliff on Sea
Essex SSO 8PH England
(44) 1-702-477341 ❚ fax: (44) 1-702-477559
Sean Xiao
sxiao@glass.com
Rm.403, Block 17, Wuyimingzhu,
No.6 Jinshan Road,
Fuzhou, Fujian, 350001, China
(86) 591 83863000

❚ EDITORIAL ADVISORY BOARD MEMBERS
•
•
•
•
•
•
•
•
•
•
•

Mike Biffl, national sales manager, Sturtz Machinery
Nick Carter, president, Woodware Systems
Ron Crowl, owner, FeneTech
Robert Farnham, green initiative coordinator, Bethel Mills, Inc.
Ric Jackson, director of marketing for Truseal
Matt Kottke, marketing support manager for Truth Hardware
Alan Levin, owner, Northeast Building Products
Phil Lewin, vice president of marketing, Vinyl Window Designs
Robert Pecorella, president and owner, Northern Building Products
Mark Toth, Eastern U.S. sales manager, H.B. Fuller
Dominic Truniger, president and general manager, Hurd Windows and Doors

Member ,

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

Product Information
© 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

Fine-tuned to perfection
Slide and Turn Systems
Folding-Sliding-Systems
Horizontal-Sliding-Wall Systems

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

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

2011 Forecast: Looking Up
BY
t’s that time of year again, when
we look at the year behind us
and do our best to predict the
conditions that will prevail in the
door and window industry in the
year ahead. Industry participants
that survived the challenging markets of the past several years can
finally look forward to modest
growth in the next two years. Reed
Construction Data is predicting a
10.1 percent increase in residential
construction spending in 2011 and
a 21.2 percent increase in 2012.

I

The Year in Review

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

6

For most companies, 2010 started off full of promise. For the yearto-date period through May 2010,
most door and window manufacturers were up 20- to 30 percent
versus the prior year. By August,
though, most companies were
happy to be flat or up slightly. Part
of the reason for that dropoff was
the expiration of the first time
homebuyer tax credit. We have
heard of one Midwestern builder
for example, who did not show a
single home for 47 days following
the expiration of the tax credit. That
example was likely repeated
throughout the nation. Reasons for
the decline among remodeling
focused companies likely include
the sluggish economy, slower than
expected job growth and the fact
that the $1,500 tax credit probably
pulled a portion of 2010 sales into
2009 results.
There are a number of factors
that continue to constrain the
recovery of the market, including
the slow rate of spending of stimulus funds. In some cases, new programs must be created in order to
www.dwmmag.com

MICHAEL

COLLINS

Despite all of these
challenges, the next two
years will likely be much
better than the last two
have been.
execute the stimulus spending. In
other areas, such as weatherization
agencies, program executives who
had previously struggled with meager budgets suddenly found themselves flush with cash. This
required a build-out of infrastructure in order to access their designated stimulus funding.
Among other restraints is the fact
that banks are requiring borrowers
to make higher equity contributions and have better credit scores.
Ironically, this is exactly the sort of
fiscal conservatism that would
have dampened the severity of the
housing bubble.

Reasons for Optimism
Despite all of these challenges,
the next two years will likely be
much better than the last two have
been. The economy previously
showed signs of a dangerous double-dip recession, where a fullblown recession is followed by a
brief improvement and then another recession. Recent improvements
in other parts of the economy indicate that this is not the case. When
one is focused solely on a challenged part of the economy, it is
sometimes difficult to perceive that
conditions are improving elsewhere. On the commercial construction side, the Architectural
Billings Index nosed into positive
territory in September, registering

>I

its first indication of even tepid
growth since January 2008.
Residential remodeling manufacturers will likely receive an added
bonus in the early 2011 tax season.
Hundreds of thousands of individuals will receive their $8,000 first time
homebuyer tax credits and many
will invest that money, along with
the rest of their tax return, toward
home improvements. It would
behoove manufacturers and dealers
to ready their campaigns addressing that trend now.
Another supporting factor on the
residential side comes from the fact
that homes are selling for less than
their replacement values, a factor
which cannot persist indefinitely.
The ability to buy an existing home
more cheaply than one can build a
new one will help clear up excess
inventories, allowing for a return to
building new homes. The current
consensus for new single family
construction in 2011 is 600,000 to
700,000 units, with 800,000 to
900,000 predicted for 2012. Thus,
companies that have survived the
downturn and the housing crisis
can look forward to moderately
better markets in the next two
years. Since not all companies were
fortunate enough to make it
through the storm, the companies
that did should increase their market share in the next few years.
❙
Michael Collins is vice president of the
building products group at Jordan,
Knauff & Company, an investment
banking firm that specializes in the door
and window industry. He may be reached
at mcollins@jordanknauff.com. His
opinions are solely his own and not
necessarily those of this magazine.
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You’ve used
and benefited from
yet you may
name. Well, we
something to say

You may know us as Truseal, Mikron or Homeshield,
or you may not know us at all. Which certainly calls
for an official introduction. So hello, our name is
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about that. Hello.

Quanex. We make specialized building products,
components and systems that can make your products
even more innovative. Say hello at MeetQuanex.com.
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AAMA ANALYSIS

Tracking the Elusive Economy
BY
here are only a few professionals who get paid in full
whether they are right or
wrong, among them politicians,
weather forecasters and economists. With that caveat in mind,
allow me to venture onto their turf
and take a look at the state of the
economy and our battered industry.

T

The Overall Picture
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As reported in the Federal
Reserve’s September “Beige Book”
economic summary, growth unexpectedly slowed from mid-July
through August, with the second
quarter’s gross domestic product
(GDP) advancing at an annual rate
of 1.6 percent (revised downward
from the earlier estimate of 2.4 percent). This follows a first quarter
increase of 3.7 percent and the 2009
fourth quarter’s 5.0 percent. While
concern persists that this progressive cool-down portends a doubledip recession, most private-sector
forecasts are expecting GDP to rise
2.6 percent overall for 2010—lackluster, but growth nevertheless.

The Construction Industry
While the Bureau of Labor
Statistics (BLS) reported that the
overall private sector added 67,000
workers in August, the National
Association of Home Builders
(NAHB) said in September that residential construction continued to
shed jobs, falling 9,800 in August, following the loss of 15,400 jobs in July.
The overall unemployment rate for
construction rose to 22.5 percent in
August, up from 20.7 percent in July.
This is, of course, due to the lowest level of sales of new and previously occupied homes in more than
www.dwmmag.com
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a decade, despite very low mortgage
rates. And, the worst foreclosure
market since the 1930s has held
down selling prices to less than the
cost of building a new house.
As predicted, home sales declined
following the expiration of the home
buyer tax credit at the end of June.
Yet, the Commerce Department
reported that housing construction
jumped 10.5 percent in August, as
did applications for new permits (up
2 percent), although this was led by

Longer range, IHS
Global Insight projects that
housing starts will nearly
triple by 2012, to about 1.6
million units annually, and
total home sales will
increase 29 percent, to
almost 6.5 million.
apartment and condo construction
(up 32 percent) rather than the
much larger single-family sector (up
4 percent). Longer range, IHS Global
Insight projects that housing starts
will nearly triple by 2012, to about
1.6 million units annually, and total
home sales will increase 29 percent,
to almost 6.5 million.

Home Remodeling
An increasingly bright spot in all
of this is an accelerating home
remodeling market. Both Harvard’s
Joint Center for Housing Studies
( JCHS) and ServiceMagic (an
Internet-based contractor screening and referral service) note that
existing homeowners are opting in
droves to stay put and fix-up versus
trade-up. The trend should acceler-

>I

ate into 2011, possibly spurred by
the pending Home Star program.

The Window Industry
Window replacement in particular has shown impressive growth,
according to ServiceMagic: up 81
percent this year as compared to
the second quarter of 2009, second
only to kitchen makeovers as the
most popular remodeling project.
Sunrooms also made an impressive
turnaround, climbing 21 percent in
the second quarter.
Per the 2009/2010 AAMA/WDMA
U.S. Industry Statistical Review and
Forecast, overall fenestration product
demand appears to have bottomed
out in 2009, after falling almost 45
percent during its five-year decline.
Windows for new construction fell 67
percent, while those intended for
remodeling and replacement held
their own somewhat better, declining
by 24.4 percent.
The study projects a somewhat
tepid recovery in the demand for
residential windows this year: a 10.5
percent increase overall, comprised
of 33 percent for new construction,
but a virtually flat one percent for
replacement products, followed by
gains of 21 percent, 45 percent and
eight percent, respectively, in 2011.
We all need to be vigilant, agile
and creative with business plans,
manufacturing processes, technologies and marketing strategies—
if we are to emerge on top of a newly
vital and growing industry.
❙
Dean Lewis serves as chief engineer,
certification programs, for the American
Architectural Manufacturers Association.
His opinions are solely his own and do not
necessarily reflect those of this magazine.
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XL Edge® > Loå3-366® > Loå-i81TM > Neat®> Preserve®

We’re proud that
Loå-i81™ glass has
earned DWM’s 2010
Green Product Award.
Thank you.

TM

CG COMPANY

SUPERIOR GLASS PRODUCTS FOR RESIDENTIAL WINDOWS AND DOORS

A CARDINAL GLASS INDUSTRIES COMPANY

ENHANCED PERFORMANCE GLASS
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AMD HEADLINES

A Sense of Relief, Pride and a Positive Feeling
BY
y wife Paula and I decided
some time ago to drive to
this year’s Association of
Millwork Distributors (AMD) 46th
Annual Convention in Charlotte,
N.C. Over the 20 years we have
been AMD members we have been
blessed with a great number of
friends within the association. So as
this year’s outgoing AMD president,
I thought it would be “the
Presidential thing” to do to visit a
few of members and tour their
respective distribution centers. We
went as far as to name our trip the
AMD Tour America 2010. Eighteen
days and just short of 5,000 miles
Paula and I completed our little
junket from South Dakota to North
Carolina.
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Warren (right) congratulates Larry Ray
after Ray received AMD’s Ron Taylor
Award.
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I came away from the convention and the entire trip with a sense
of relief, a sense of pride and a positive feeling on the future of our
country, our industry and our association (and relief since my year as
president was over and with that a
feeling of regret also). What a
tremendous honor to be president
of the association of your peers. In
2011, our association moves forward with an outstanding new
leader and first female president of

12
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There is no doubt attitude is everything and the member
attendees had a positive attitude this year.
AMD, Audrey Dyer, president of
ECMD Inc.
The sense of pride comes from
what the association has done and
accomplished for so many of us in
the millwork industry. Whether it is
education, training, codes and
standards, new product offerings
or simply networking this association has provided great opportunities for the millwork industry and
its members. I often wonder and
feel sorry for those companies
within our industry that have not
taken the initiative to be part of an
association that has been (and
continues to be) a true advocate
for its members for more than 46
years. In my opinion, they have no
idea what they are missing because
AMD has shown how anything is
possible for its membership. I have
repeated this thought many times
throughout the years, but I truly
believe this to be true; if you can’t
find value and benefits in AMD,
you are not looking or trying!
The building industry and our
association have endured tremendous challenges over the past several years. In my remarks to the membership at the opening session during the October AMD Convention, I
stated, “AMD will be an association
of quality, not quantity.” I think our
keynote speaker, Jason Jennings,
said it best: “Give yourself a round
of applause, you’re still here.”
Standing at the podium, overlooking my fellow attendees, a

>I

“positive” feeling came over me.
Looking back at me were some of
the brightest, hardest-working,
most dedicated people with whom
I have ever been associated. As I
walked the convention floor I heard
nothing but positive responses.
Were there people doing cartwheels and jumping up and down?
No, but they had a sense that things
in our industry are improving.
There is an old adage; something
about success is 90 percent attitude
and 10 percent doing. There is no
doubt attitude is everything and
the member attendees had a positive attitude this year.
Through these turbulent times,
there have been many changes, but
the constant for the millwork
industry
and
its
members
remained the AMD. Our organization remains strong and viable due
to our fellow millwork distributors,
manufactures and reps who continue to find the value in AMD and
remain supportive, dedicated and
active.
Oh, by the way, having spent that
much time together I am happy to
report Paula and I are still speaking
and made it back safely to South
Dakota.
❙
Dan Warren is president of Warren
Window and Supply Inc. and past
president of the Association of Millwork
Distributors. His opinions are solely his
own and do not necessarily reflect those
of this magazine.
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WDMA UPDATE

Tax Issues Linger as
111th Congress Winds Down
BY
aced with numerous tax
breaks due to expire at the
end of the year, Congress
addressed only a handful before
adjourning for its pre-election
break. At press time, they were set
to reconvene briefly in midNovember and then again in
December to address these and
other unresolved issues.
The energy efficiency tax credit
(25c) for doors, windows and skylights fall into this category, as it is
due to expire at the end of 2010.
While Sen. Olympia Snowe (R Maine) and Jeff Bingaman (D - N.M.)
floated a discussion draft of an
extension in October, it is unclear
how much time will be devoted to
debate on the matter before the end
of the year. This post-election session, called a “lame duck,” often is
filled with lofty aspirations that
quickly dissipate after the election,
as defeated members lose interest in
spending much time in Washington.
As this issue goes to press, WDMA
is actively advocating for as robust a
credit as possible, and is working to
ensure that the credit lives on to continue to spur the restoration of jobs
in the hard-hit manufacturing sector
while we await a housing recovery. It
is not unheard of—in fact, it is
increasingly common in these days
of legislative discord—for tax credits
to be extended retroactively. If the
energy efficiency tax credit is not
voted on before the end of the year, it
is a safe bet that WDMA will focus on
it as a top priority when we welcome
the new 112th Congress in January.
WDMA has achieved victories on
other tax provisions, including several measures included in the “Small
Business Jobs Act” (SBJA, H.R. 5297),
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It is not unheard of for tax credits to be
extended retroactively. If the energy efficiency tax credit
is not voted on before the end of the year, it is a safe
bet that WDMA will focus on it as a top priority
when we welcome the new 112th Congress in January.
which President Obama signed into
law in October. Of note to industry
manufacturers is the two-year extension of increased Section 179
expensing, which increases to allow
businesses to write off up to
$500,000 for 2010 and 2011 and
increases the phase-out threshold to
$2 million. The temporary 50 percent bonus depreciation of certain
capital expenditures also was
extended through 2010. Additionally,
certain small businesses with $50
million or less in average annual
gross receipts are now eligible to
carry back up to five years worth of
their general business credits,
including the Section 45L New
Energy Efficient Home Credit, to offset taxes paid in prior years. The
SBJA also temporarily shortens the
built-in gains holding period of
assets for a C-corporation converting to an S-corporation to five years.
Other aspects of the Bush tax cuts
of 2001 and 2003 will still expire at
the end of the year if Congress does
not act to extend them. Without
action, individual rates, capital
gains, dividend and estate tax rates
will all skyrocket after the end of the
year. While the Administration and
some Democrats in Congress have
expressed a desire to extend only the
so-called “middle class” tax breaks,
economists and business organizations alike have called for an extension of all the tax rates.
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Another looming tax issue for all
businesses is the 1099 reporting
mandate contained in the health
care
overhaul.
Unfortunately,
WDMA-supported efforts to repeal
or reduce the burden on business
were unsuccessful prior to the election, as the provision is seen by
Democrats as essential to pay for the
health care reforms. Without replacing the projected revenue, efforts to
repeal the mandate have proven
unable to garner Democratic support. To add insult to injury, the SBJA
increased the penalties for failure to
file timely reports to the IRS, including Form 1099s, to new maximums
of up to $500,000. Without action,
businesses will be required to issue
1099s to all businesses from which it
purchases goods or services totaling
$600 or more each year.
Even in a best-case scenario in
which Congress takes up and
extends each of these important tax
breaks by the end of the year, it still is
likely that taxes will be on the top of
Congress’s to-do list in 2011. The
Administration already has begun
studying ways to enact permanent
reform, rather than continuing these
temporary extensions.
❙
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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Award Winning Spacer Technologies

2010 Green
Product Award
Edgetech - Super Spacer® Premium

Super Spacer® Premium Edges Out
Competition to Win Green Spacer Award
Super Spacer® Premium was chosen by judges because
of its enhanced performance and third-party testing, which
SURYLGHV XQELDVHG YHUL¿FDWLRQ WKDW 6XSHU 6SDFHU DFKLHYHV
the warmest edge of glass temperature, lowest effective
thermal conductivity and highest condensation resistance
over competitive spacer products. Edgetech also won a
DWM Green Award in 2009, the program’s inaugural year.

RENOVATE ® by BERKOWITZ is a
revolutionary, patent-pending commercial
window retrofitting solution that combines
existing non-operable single-pane units and
IG manufactured by JE Berkowitz to create
an energy efficient triple-pane system. The
single and double-paned units are joined
together from the inside of a building using a
custom version of Super Spacer ® TriSeal ™.

Super Spacer® products - Proven in the field worldwide for more than 20
years to provide superior thermal performance and durability.
Edgetech AIA CES
courses available.

 t XXXTVQFSTQBDFSDPN
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What’sNews
LEGAL NEWS

WDMA Urges U.S. Supreme Court
to Hear Pella Case
he
Window
and
Door
Manufacturers Association
(WDMA) recently filed a brief
with the U.S. Supreme Court urging
it to hear an appeal filed by the
Pella Corp. over a class action case
involving one of its window products (see related story in June 2010
DWM, page 20).
A U.S. Court of Appeals had previously affirmed a lower court’s
decision to certify a consumer
fraud class action suit against the
company. In the suit, the plaintiffs
allege that the company’s aluminum-clad wood ProLine casement windows contain a design
defect that permits water to seep
behind the aluminum cladding and
causes the wood to rot at an accelerated rate, according to court documents. Though Pella modified its
warranty program accordingly
when it learned of the defect, plaintiffs claim “that it committed consumer fraud by not publicly declaring the role that the purported
design defect plays in allowing rot.”
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Pella has appealed that decision,
bringing forth support from the
WDMA.
“The Seventh’s Circuit decision
essentially removes the requirement that multiple claims of damage must be shown to result from
the same common cause before the
claims can be consolidated into a
class action,” writes WDMA. “This
severely undermines legal protections that guard against abusive
uses of class action provisions
under federal law. That means the
risk of frivolous class action lawsuits against any manufacturer in
any industry is now greatly
increased.”
WDMA chair Steve Sisson, vice
president and general manager of
Karona Inc. in Grand Rapids,
Mich., adds, “The Seventh Circuit
decision makes manufacturers in
this industry, and any company
that manufactures a product for
sale in the U.S. for that matter,
more vulnerable to unwarranted
and potentially devastating class

COMPANY NEWS

Masonite Completes Acquisition of Lifetime Doors Inc.
Masonite Inc. acquired substantially all of the assets of Lifetime Doors Inc.,
headquartered in Farmington Hills, Mich., in October. The terms of the transaction were not disclosed.
Lifetime is an interior flush door manufacturer specializing in molded,
veneer, prefinished and bifold doors. The company was founded in 1947 in
Livonia, Mich., by William Gilbert.
“Lifetime is a natural fit for Masonite. Lifetime’s geographic coverage, along
with strong customer relationships, will complement Masonite’s operations
and create exciting new opportunities for our customers, employees and suppliers and enable Masonite to continue delivering on its strategic growth initiatives,” says Larry Repar, Masonite’s executive vice president and chief operating officer.
“We are excited to join the Masonite team,” adds John Hauss, Lifetime’s president. Hauss, a 20-plus year veteran of the molded door industry, will remain
with Masonite in a senior advisory role.
www.dwmmag.com
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action lawsuits. We believe the
Seventh Circuit made very bad law
here and want to do everything we
can to urge the Supreme Court to
review the decision and ultimately
get it reversed … ”
WDMA filed the brief jointly with
other trade groups including the
National Association of Home
Builders, National Association of
Manufacturers and the U.S.
Chamber of Commerce.

OSHA Cites Columbia Forest
Products with 15 Safety
Violations Following Death
The U.S. Department of Labor’s
Occupational Safety and Health
Administration has cited Columbia
Forest Products Inc. for 15 alleged
willful and serious violations of
workplace safety standards following the March 22 death of a worker
at the company’s mill in Presque
Isle, Maine.
The worker died after he
became caught in moving parts of
a machine known as a stacker,
which activated while he was
inside the machine performing
maintenance. OSHA’s inspection
found that the machine had not
been turned off and its power
source had not been locked out to
prevent its unintended startup, as
required under OSHA’s hazardous
energy control, or lockout/tagout,
standard, according to an OSHA
statement.
“This is exactly the type of incident this standard is intended to
prevent. Had proper lockout/tagout
procedures been used, this needless death could have been avoided,” says William Coffin, OSHA’s
area director for Maine. “What’s
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especially disturbing is that this
employer well knows the requirements to power down and lock out
machinery, yet ignored them.”
OSHA issued Columbia Forest
products one willful citation, with
the maximum proposed penalty of
$70,000, for failing to de-energize
and lock out the stacker. OSHA
defines a willful violation as one
committed with plain indifference
to or intentional disregard for
employee safety and health.
The company also was issued 14
serious citations, with $49,500 in
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fines, for defective fork trucks, lack
of access stairs, no eye flushing
facilities for employees working
with corrosives, several machine
guarding and electrical hazards,
and additional lockout/tagout hazards. OSHA issues serious citations
when death or serious physical
harm is likely to result from hazards
about which the employer knew or
should have known.
The company faces a total of
$119,500 in proposed fines.
Columbia Forest Products did not
respond to requests for comment.
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briefly

Arauco, a manufacturer of sustainable forest products, has been
recognized for its efforts in generating renewable energy from forest
biomass, as well as for its remarkable
business strategy. The company has
been named as a finalist in two categories of RISI’s 2010 PPI Awards
(10/10) … INST-I-GLASS LLC, a privately held company based in
Louisville, Ky., has a new franchisee
in Cincinnati.
❙

Looking for
Solutions to Your
Glass Issues?

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

Complete
C
omplete Glass
Glass SSolutions
olutions
Equipment
E
quipment – T
Training
r a i n i n g – Consulting
C o n s u l t i n g – Customized
C u s t o m i z e d Programs
Pro gram s

800.321.2597
8
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www.glasweld.com
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Energy and Environmental News

FTC Proposes Revised “Green Guides”
he Federal Trade Commission
recently announced proposed revisions to its Guides
for the Use of Environmental
Marketing Claims. Jon Leibowitz,
chairman of the FTC, says the
“Green Guides,” which were last
revised in 1998, are designed to
help businesses avoid making
misleading environmental claims
and that also helps consumers.
FTC spokesperson Mitchell Katz
told DWM magazine that the
Green Guides are not just for companies marketing to the final end
user of the product, but also companies marketing to other companies that will be buying and using
the products.
There are several new components on environmental claims
within the proposed revisions.

T

“When the guides were last
revised many environmental
claims we see in the market today
didn’t even exist,” says FTC commissioner Julie Brill. “Our proposed guides address three of the
most popular new types of
claims.”
These three new claims are:
• “Made with renewable materials.” According to the FTC’s
proposal “marketers should
qualify claims with specific
information about the renewable material (what it is; how it
is sourced; why it is renewable),
and should qualify renewable
materials claims if the item is
not made entirely with renewable
materials
(excluding
minor, incidental components);
• “Made with renewable energy.”

Windows Not Part of Initial Top-Tier ENERGY STAR® Program
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Though the Environmental Protection Agency (EPA)
has begun work on its top-tier ENERGY STAR program, windows are not part of the initial program. The program is
being developed “to drive more energy-efficient products into the market more quickly,” according to a statement from the EPA and the Department of Energy.
The initial list for the program includes the following
product categories: clothes washers, dishwashers, refrigerators, televisions, central air conditioners and heating equipment.
“The initial product categories listed in the proposal are ones that are relatively easy to test for energy performance, have a clear performance ranking already in place and have an energy performance ranking that is not climate-dependant,” says EPA representative Doug Anderson.
While he adds that EPA may consider a top-tier program for doors, windows
and skylights in the future, it is not currently in the works.
“EPA’s focus now is on the next specification revision for windows, doors and
skylights,” says Anderson. “We have publicly stated that we plan to release preliminary criteria for a new specification on windows, doors and skylights for
stakeholder comment in August of 2011. Manufacturers who wish to participate
in a high-performance window program right now should consider DOE’s R-5
Volume Windows Program.”
www.dwmmag.com
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The FTC says marketers should
not make unqualified renewable energy claims if the power
used to manufacture any part of
the product was derived from
fossil fuels. They should also
qualify claims by specifying the
source of renewable energy
(e.g.,
wind
or
solar).
Additionally, marketers should
qualify claims if less than all, or
virtually all, of the significant
manufacturing
processes
involved in making the product/package were powered with
renewable energy or conventional energy offset by renewable energy certificates (RECs).
In addition, marketers that generate renewable energy (e.g., by
using solar panels), but sell
RECs for all of the renewable
energy they generate, should
not represent that they use
renewable energy; and
• “Carbon offsets.” According to
the FTC, marketers should have
competent and reliable scientific evidence to support their carbon offset claims, including
using appropriate accounting
methods to ensure they are
properly quantifying emission
reductions and are not selling
those reductions more than
once. Marketers should disclose
if the offset purchase funds
emission reductions will not
occur for two years or longer
and they should not advertise a
carbon offset if the activity that
forms the basis of the offset is
already required by law.
A summary of the proposed
revised guides is available on the
FTC’s website, www.ftc.gov.
❙
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R5 performance.
Now available in a double-glazed unit.
Introducing U4 - 4th Surface Technology.
A revolution in glass technology, U4 is a patent-pending,
pyrolytic-coated glass that can be used on surface #4 of an IGU.
Adding U4 can improve overall energy performance by 15% or
more. All AGC Comfort Ti Low-E coatings, when combined with
U4, allow you to offer R5 center-of-glass (COG) performance
(0.20). The proven hard-coat technology in U4 allows for seamless
integration into your manufacturing process.

Flexibility, productivity, and performance.
Get triple-pane performance without the cost.
What can U4 do for 4 U?
Call 1-888-234-8380 or visit
www.U4glass.com to learn more.

4th SURFACE TECHNOLOGY

©2010 AGC Flat Glass North America, Inc. All rights reserved.
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f your company has ever introduced a new product or if you’ve distributed a new product, you
know that it takes time for a new innovation to
ingrain itself into the market and realize growth.
Look at some of the products introduced over the past
ten years—many of them are just now getting
increased exposure. Read on for a look at the top innovation categories of the past ten years and our predictions on what’s next for these product categories.

by Tara Taffera
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Energy-Efficient Products

Multi-Point Locks

If you read the
feature on page
24 about the top
stories of the
past ten years
(see numbers six,
seven and ten),
you’ll see that
there are a multitude of factors
that contribute
to the rise of this
product category. As an example, R-5 products
would fall into
this product category, and these
windows
are
being driven by
the DOE’s R-5
program.
Sunrise Windows is participating in the
“The demand DOE’s R-5 program.
for
high-performing products will only grow in coming years,” says
Gary Delman, president of Sunrise Windows, who also
participates in the DOE program.
WHAT’S NEXT: As energy-efficient codes and standards become more stringent and the ENERGY STAR® criteria is tightened as well, suppliers will continue to
develop innovative efficient products that will help
their customers get where they need to be in terms of
energy efficiency. “I hope R-5 becomes the rallying cry
for better performing windows,” adds Sunrise’s Mike
Mooney.

Hardware companies have been
unveiling multi-point locks in
increasing numbers in the past few
years. David Johnson, patio door
business unit manager for Truth
Hardware, says that while multipoint lock systems have been
around for a number of years, they
have become increasingly more
popular with the progression of the
energy codes, wind zone requirements and the consumer’s demand
for greater security.
“Within the segment we are seeing an increasing number of vinyl
manufacturers offering hinged
patio doors with multi-point
locks,” says Johnson. “This trend
was clearly evident during the recent
GlassBuild show when I had the opportunity to visit with several vinyl
manufacturers that will be Truth is one of several
offering a hinged patio door companies who have
with multi-point locks for the unveiled new multi-point
first time in the coming year.” locks recently.
WHAT’S NEXT: “The hinged
patio door segment is one of the fastest growing in our
industry and that alone will contribute to the growth of
multi-point lock systems,” says Johnson. “Outside of
the hinged patio doors we are seeing more and more
entry door manufacturers using multi-point locks. In
Europe, multi-point locks are used in almost every
exterior door in the home, we certainly hope to see that
trend continue in our market, but with a North
American flair.”

www.dwmmag.com
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Glass Walls

Expanded Color Options

The category of opening walls systems have enjoyed
significant growth. In September 2007, DWM featured
an article on the growth of this product category and at
that time Nana Wall Systems reported its sales had
gone up more than 50 percent in the past few years,
and other suppliers echoed those same sentiments.
WHAT’S NEXT: If you’ve attended any of the past
several International Builders’ Shows you’ll see that
this product category is alive and well—whether marketed as wall systems, or lift and slide products. When
DWM magazine visited Panda Windows and Doors in
September 2010, marketing manager Cooper Buranen
reported that the company just introduced its largest
lift-and-slide product yet, which is targeted at the
high-end market (for more on Panda look to the
January-February 2011 issue of DWM).

It’s a safe bet for dealers that the window company you do business with
just added new color options. Or,
for manufacturers, maybe your
hardware supplier just added a
new finish. And it’s not just
what you would think of when
it comes to standard colors. If
it’s different wood finishes you’re
looking for suppliers make that
easy as well. American Renolit’s
FAST system offers the capability to add
wood grains on the interior of vinyl.
From purchasing profiles in a variety of colors to
painting them in house, manufacturers have even
more options available. At the 2009 GlassBuild
America show GED Integrated Solutions offered its
ColorTRU decorative foil bonding system, which
allows manufacturers the ability to offer unlimited
graphic, color and design capabilities. The machine
automatically transfers the foil, while heat and pressure bond it to the vinyl profile.
Royal’s John Vucanovich echoes the sentiments that
customers are indeed looking for expanded color
options.
“We are seeing a clear trend towards expanded color
options for vinyl windows and patio doors,” he says.
“Homeowners are using color both outside and inside
the home, so beyond solid colors we are seeing
demand for textures, finishes (for example, metallic)
and various wood grains.”
WHAT’S NEXT: It’s clear that expanded color
options will continue to be a focus of suppliers and
manufacturers, and, in turn, dealers, will continue to
have an expanded color palette from which to draw.

Nana Wall Systems has reported significant growth due to its
glass wall systems.
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It’s almost impossible to talk about the rise of
fiberglass, composites, etc., and not talk about innovations that have occurred in the vinyl category.
When conducting focus groups for one of its new
products, Mikron’s Rich Anton said the company
learned valuable insights from its customers regarding vinyl windows.
“From the focus groups, an almost universal
impression among the trades was the belief there had
been few major innovations in vinyl windows in the
past 20 years,” he says. “Beyond vinyl being the lowest
cost option, often of varying quality and at the cheap
end of the spectrum, right or wrong, the impression
continued on page 22

Photo courtesy of Simonton Windows.

Vinyl Window Improvements
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continued from page 21
was that not much innovation or added value had been
designed into vinyl window systems.”
Mikron sought to change that through the introduction of its EnergyCore™ window system (see
October DWM, page 38)—and the company isn’t
alone. Companies such as VEKA, Royal and Chelsea
(see page 38) all have been working to develop innovative products in the vinyl windows category, all of
which also are designed to meet the requirements of
the Department of Energy’s R-5 program.
WHAT’S NEXT: The Department of Energy and
Environmental Protection Agency is tightening its
ENERGY STAR standards. Suppliers in turn are taking the
time to create products that will help its customers
meet more stringent requirements and help them be
successful in the current economy and competitive
marketplace.

Wood Window and Door Improvements
While it’s no secret that vinyl
has dominated the market in
terms of overall market share,
wood doors and windows continue to be very popular in certain markets. As the vinyl
industry has improved its products in the last ten years, Brad
Loveless, marketing and product development manager for
Simpson
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Gas-Fill Detection/Fill Products
There has been much discussion in the industry in the
past ten years about how to detect, in a non-invasive
way, how much argon (or krypton) is in an IG unit. When
Finland’s Sparklike introduced its GasGlass device in
2001 it received a lot of interest in the industry. It still hasn’t received widespread use, but it will be interesting to
see if that will change now that Edgetech IG announced
that it will distribute the device in the United States.
In 2002, DWM devoted a feature article to the subject of argon detection and looked specifically at the
GasGlass. At the time some industry experts believed
in the product so much that they said it should be
placed on the end of every production line so each unit
can be tested.
“This is the first practical, non-destructive test
method used to determine argon content,” said Jim
Plavecsky, vice president of marketing and sales for
Edgetech IG, at the time. “It’s the methodology we’ve
all been looking for.”
Eight years later and the argon detection device still
is getting attention, along with some other related
products. While the GasGlass is for argon detection
once the unit is filled, the OptiGas gas filling system
was introduced in September 2010 for gas-filling of an
IG unit, and also is generating buzz. The product was
developed by Integrated Automated Systems which
reports that it reduces the labor per unit for gas filling
by up to 90 percent and krypton loss per fill from 50
percent to essentially zero (see page 39).
WHAT’S NEXT: With competitive pressures continuing and pricing pressures remaining, products that
will help companies maintain consistency and save
costs only have room to grow.

Fiberglass Products
Simpson Door just unveiled a variety of new doors including
ones with ten-year warranties.
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Door, says the same is true for the wood industry.
“I think there has been more product innovation in
the last decade than in the 90 previous years we’ve
been in business,” says Loveless.
Innovations have been made regarding water infiltration as well as wood doors that can better withstand the elements and that in turn offer longer
warranties.
WHAT’S NEXT: Technology will continue to develop
and wood will continue to have its place in the door
and window industry. Wood also receives recognition
in the USGBC’s LEED for Homes program, and wood is
often chosen for those participating in LEED projects.
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In 2004, Ducker Research reported that fiberglass
accounted for .9 percent of the total windows market.
In 2013 it is forecast to comprise 2.9 percent of the
market. That’s a 300 percent increase in nine years—a
definite growth area and one in which many companies are expanding.
“With vinyl windows, machinery was readily available in Europe for its manufacturing,” says Tom Prince,
vice president for SureView fiberglass. “So as the major
extruders set up fabricators those customers could buy
the machines, then tool them accordingly to manufacture vinyl windows.”
He says for fiberglass windows, though, it isn’t that
easy. Another reason he cites for its comparable slower
growth is lack of supply from pultruders.
“The key factor is pultrusion capabilities,” says
Prince. “The biggest element is that there aren’t many
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companies who can pultrude thin wall complex profiles.
When it comes to doors, some companies are now
offering innovative fiberglass products. At the recent
AMD trade show (see page 32), many companies featured
fiberglass doors including GlassCraft. The company’s
Matthew O’Shea says, “The look has certainly made it
possible for companies to look at fiberglass.” Indeed,
many fiberglass doors can have the look of a wood door.
WHAT’S NEXT: There is no doubt that fiberglass
door and window products will continue to grow, but a
big question is whether or not more regional companies will start making fiberglass windows.
“If you removed several of these challenges [for windows], you would see it growing as much faster pace
even though the economy is where it is,” adds Prince.

Composites and Other Alternative Materials
Like fiberglass, composites and other alternative
materials are catching the eyes of companies that are
looking to offer something new to their customers. In
2004, Ducker Research reported that “other” materials
constituted .7 percent of the total windows market and
forecasts that it will comprise 1.2 percent of the total
market in 2013.
It is still a small percentage of the overall market, but
growing nonetheless.
WHAT’S NEXT: Companies aren’t just using composites for their window systems, manufacturers are looking
at composites as an option for many of their hardware
needs as well and hardware suppliers are offering such
products and this category is poised for growth as well.

Improvements in Adhesives
Sally Groome, national market manager, window
and door products for Adhesives Research Inc., says
many advancements have been made including the
introduction of glazing tapes that enable manufacturers to achieve higher DP ratings as well as products that
help manufacturers become more energy-efficient.
“As manufacturers expand into new materials there is
a need to create an adhesive that bonds to low surfaceenergy materials,” says Groome.
She also says there have been advancements in
product testing, including the Z-tensile test and
dynamic shear test to help window manufacturers
more realistically evaluate SDL tapes by re-creating the
actual application forces.
Mark Toth, sales manager for HB Fuller, says while
the above products don’t easily lend themselves to
automated applications, for those that have added
automation there have been significant innovations
over the past ten years.
“Glass is made much differently than it was ten or 15
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Integrity Windows produces a variety of fiberglass doors and
windows.
years ago on a grander scale,”
says Toth. “A lot of the
processes for insulating
glass manufacturing
have become automated (Sashlite, for
example).
And
many of the sealant
suppliers participating in this market have developed
products to be
adapted to these
automated
processes such as Glazing tapes have undergone improvements in
GED, Edgetech recent years.
and others.”
Toth says the adhesive upgrades have helped glazing
come a long way as well. Gone are the days when you
had to wait days to let a window cure. “Quick-cure twopart or hot-applied products make it possible to ship a
window within hours,” he says.
n
WHAT’S NEXT: Toth says he sees the trend continuo
v
ing towards even more automation, and not just for the
e
large manufacturers.
m
b
“Small to mid-sized companies can also upgrade
e
their productivity with newer equipment being develr
oped along with improvements in hot-applied IG
d
sealants,” he says. “Standards and codes continue to
e
c
become more demanding, so better quality sealants
e
m
will be even more in demand.”
b
“New developments in raw materials, along with
e
r
adhesives manufacturers’ ever-increasing technical
capabilities, will enable us all to offer our customers
2
0
new technology to build the high performance prod1
ucts today’s homeowners and builders demand,” adds
0
Groome.
❙
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From Boom to Bust and
Everything in Between
by Tara Taffera
he industry has certainly undergone a
great deal of changes during the past
ten years and many of those changes
are no surprise, and some are still at the
forefront of people’s minds. It’s interesting to
note, too, how many huge, significant changes
have occurred just in the past few years. Has
the industry borne the brunt of that change or
is there more to come? Let’s take a look back
and see how the changes of the past will affect
the industry’s future.
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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 our FREE 2010/2011 Catalog,
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10. The Green Scene
Some may grow tired of the
word “green,” but whether it’s
green, sustainable or energy-efficient, this has been a major
theme over the past several years
and this will continue. There are
so many things that point to the
evolution and growth of the
increased push toward energy
efficiency (several are mentioned
on this list and the one on page 20)
but following are a few examples
of our industry’s commitment to
this issue.
From commercial buildings
to homes to neighborhoods and
even to cities, the U.S. Green
Building Council’s Leadership
in Environmental Efficiency and
Design (LEED) program has
pushed everyone from buildings owners to homeowners to
consider environmental principles when designing a project.
Though some items have generated controversy, such as what
gets a certain amount of points,
to an insane amount of paperwork, the program has taken off.
While the overall appeal of
energy-efficient programs is
saving energy, it also can save
companies money and the
smart ones are finding ways to
capitalize on this concept.
FUTURE PROGNOSIS: As
associations and research bodies
look at items such as life-cycle
analysis and as the government
debates climate change legislations, it’s clear that the green
scene is here to stay.
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Making
an
Entrance
Doors Take Center
Stage at AMD Convention
by Tara Taffera

“R

ather than sitting back
and crying we took the
past few years to get
ready and introduce new products.”
These were the words of Keith Early
of ODL, an AMD exhibitor that displayed its products during the association’s 46th annual convention held
in Charlotte, N.C., in October.
They weren’t alone. Several other
companies introduced products
that will help distributors compete
in this highly competitive and
struggling market.

Doors and Decorative Designs
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Masonite was one of the companies that introduced decorative door
designs including those for French
doors. The company showcased its
Lumicor acrylic sheet with a choice
of natural fabrics in between.
It also showed a new louver door
that features wider slats than traditional-type doors, which director of
sales and marketing Dale Mayfield
said offers “a rich look.”
Of particular interest was the
AvantGuard product that offers a
fiberglass door with the look of
wood. Rather than applying a stain
over a textured fiberglass facing, an
image layer is applied to a protective primer layer. This image is an
authentic reproduction of the original wood including Spanish Cedar
or Black Walnut.
Company officials say more
new products are in the works for
www.dwmmag.com

2011 including some new clear
textured glass products.
ODL also had an array of new
products on display, many of
which were introduced after the
company spent a considerable
amount of time tracking industry
trends and homeowner preferences, according to Early.
“Customers are more savvy
about trends so we are staying in
front of that,” he said. In light of its
trend tracking, ODL is adding a fifth
category to its current four decorative patterns—Eclectic.
“That’s come out of us listening
to customers and looking at other
industries who are ahead of the
design curve,” he said. “Customers
aren’t sticking to one style—they are
melding different designs together.”
And while decorative glass often
conjures up images of high-end

>I

homes, Early said the company has
introduced some new patterns in
the lower price points.
“You may not see others doing
that but we know that’s where the
market is,” said Early.
Simpson Door spent the past
several years researching what it
could do to make its wood doors
last longer. The result was its
Nantucket
Collection
which
Simpson’s Brad Loveless said is “the
longest lasting door a company
could possibly make.”
He reported that the company
did several types of testing on
super-hardy woods such as Black
Locust and Newca Cypress.
“We know that these doors are
made of very sturdy construction.
We subjected doors through severe
continued on page 34

In addition to a trade show, AMD offered its members a variety of informative seminars.
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Endura (above) introduced several new products, including a new multi-point
astragal, while Evermark (at left) featured its high-end doors.

Making
an
Entrance
continued from
page 32
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conditions,” he said.
He added that traditionally wood
doors have come with a one-year
warranty but this product offers a
ten-year warranty.
Distributors that want to buy all
their doors from one source may
want to look to TruTech Doors,
which launched its All from One
Strategy at AMD. Featured was the
new Harbour Craft Premium
Fiberglass door collection, available
in multiple grains. The company
also offers steel entry doors as well
as a variety of decorative glass styles,
including wrought iron glass, mini
blinds and other door accessories.
Woodgrain Doors told customers that it has an impressive
www.dwmmag.com

lead time—two weeks or less,
according to the company’s John
Jurcak. Woodgrain focused on its
new fire door offerings at its booth
this year—for both the residential
and commercial market.
“With the tightening of the residential market we are expanding
into commercial,” said Jurcak.
At Evermark, Frank Nolt said the
company is trying to generate
interest in different species such as
American poplar. Evermark also
featured Tango, its high-end door
line, consisting primarily of
Mahogany and custom Walnut.
Some door companies emphasized their relationships with other
companies. Specifically, ThermaTru has merged with Fypon so
Therma-Tru’s Mike Rohler said the
company is now introducing
Fypon’s trim products to its distributors. He pointed out that the
products are lightweight and easy
to install in 30 minutes or less and
won’t rot, flake or chip.
GlassCraft’s Matthew O’Shea said
all the items in his company’s booth
were “brand-new.” This included a
hardwood front entry door, a new
fiberglass door line and a full line of

>I

decorative glass for its door slabs.
“The fiberglass door offers the
look of wood with fiberglass,” he
said. “We offer very realistic woodgrains that are incredibly authentic,” and added that distributors at
the show were very interested in
the new products.
“People [distributors] used to
not look as much at what their customers wanted but now they are
really listening,” he said.

Multi-Point Locks
and Door Components
Multi-point locks have been
increasingly popular in recent years
(see page 20) and several companies
featured multi-point locks at AMD
including Endura who introduced a
multi-point astragal. According to
the company, the product features
patent-pending lock pawls activated
by the deadbolt to engage keepers in
the active door, providing three locking points and preventing deflection.
Another product featured at the
show, a replaceable sill, received
great feedback from attendees,
according to Endura’s Mark Fortun.
continued on page 36

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

Product Information
© 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

VISION INDUSTRIES GROUP, INC.

<

>

>I

Subscribe

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

Product Information
© 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

<

>

Subscribe

Making
an
Entrance
continued from
page 34

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

36

He said that with replaceable sills,
customers can replace unsightly
dented and scratched sills at minimal cost. Features include dunnage
covers that offer complete protection during construction and a sill
deck that is replaceable if future
damage occurs.
Generation 4 Sales teamed up
with the United Kingdom’s Paddock
Fabrication to bring the Lockmaster
multi-point door locking system,
that can be used with both single
and double door applications, to the
United States. It is offered in both 6foot, 8-inch, and 8-foot versions and
can work with custom sizes as well.
The product also offers high-security hooks and a quick change
reversible latch.
Imperial Products introduced its
mpls3, 3-point locking system. The
product features a 1-inch deadbolt
throw, lock tongues, which work in
opposing directions for maximum
security and weatherstrip compression, is made of stainless steel and
is available in a 45-mm backset
among other features. Imperial’s
Dave Bryant said that until the
introduction of this product, multipoint locks traditionally have been
difficult to install not only in the
astragal but also in the door.
“People have seen it and said,
‘Wow, that’s easy,’” said Bryant.
In addition to showing off its new
lock, the company also demonstrated door testing on site to “demystify
the testing process for pre-hangers,”
according to Bryant.

Mouldings
There was much for distributors
to choose from when it came to
mouldings including TruChoice
Ivory by Arauco. The ivory-primed
finish is smooth and ready to paint
and the company said it offers
excellent resistance to cracks. The
company said its premium trim
www.dwmmag.com

Doors took center stage at AMD’s annual convention.
products
inspire
creativity
throughout the home.
EastCoast Mouldings already
offered its customers 650 SKUs of
mouldings according to Neal
Grubbs, but it just added 280 more
SKUs.
The company also is adapting to
meet the needs of distributors and
allow customers to buy smaller

resource management).
“We’re addressing the industry’s
needs,” said Jim McCooey. “Were
giving them the tools to make
good sales.”
Activant
Solutions
featured
Catalyst, its newest product for the
LBM industry. The company said the
fully integrated solution streamlines
core business functions, including

People [distributors] used to not look as much at what
their customers wanted but now they are really listening.
—Matthew O’Shea, GlassCraft
quantities—and often. “EastCoast
has always been strong in customer
service,” said Grubbs.
The company now offers boards
as well. “We’ve taken our moulding
quality to boards,” said Grubbs.
“We’re looking at the boards
through moulding eyes rather than
lumber eyes.”
TLC Mouldings also featured its
Harmony mouldings, which are
manufactured in the United States.
Its high-quality pre-primed fiberboard mouldings are offered in
more than 150 profiles in base, casing, chair rail and crown.

Software Services
Several
software
suppliers
showed off their products to distributors, including Computer
Associates, which featured its
Ponderosa system. The Ponderosa
system includes CRM (customer
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quotes, orders, document management, purchasing and back office
accounting. The Advanced Special
Orders solution provides comprehensive tracking and analysis capabilities; The Catalyst Millwork
Solution uses wizards to manage bill
of materials, production schedules
and status reporting; and the Catalyst
Construction Services Suite makes it
easy to start and optimize installed
sales operations and includes modules for contract billing, installed
sales and job costing.
Other companies displayed its
warehouse management systems
including Majure Data. DMSi
offered some new options to its software and company representatives
reported that while many companies are making purchasing decisions, many of these are waiting for
the market to pick back up before
they make the final purchase.
❙
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BUILDING TOWARD

GROWTH
GBA Exhibitors Unveil New
Products to Manufacturers
by Tara Taffera

A

ttendees at this year’s
GlassBuild America show,
held September 13-15 in Las
Vegas, may have noticed two main
trends—a focus on R5 products,
and suppliers offering manufacturers an opportunity to diversify into
other markets. A variety of other
products, such as new hardware
and other components of interest
to door and window companies,
were also shown.

Suppliers Offer R5 Options
“Manufacturers may not necessarily want to make an R5 window,
but they know they have to,” said
Chelsea’s Gary Hartman. As manufacturers know, the Department of
Energy is placing a huge emphasis
on its R5 volume purchase program
so they need to offer a product to
meet those needs.
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Chelsea was just one of the many
companies offering R5 options. In
fact the company featured four
such products at the show (for more
on Chelsea, visit dwmmag.com and
watch DWM’s Day 2 GBA video.)
PPG showcased a new insulating
glass technology that helps dualpane residential insulating glass
units achieve R5 insulating performance. The dual-coat technology
incorporates one lite of 3-mm
Solarban 70XL glass on the second
surface of the IGU and one 3-mm
lite of Sungate 500 glass on the
fourth surface, separated by a ½
inch of argon-filled space. “The configuration generates a winter nighttime U-value of 0.20, providing
insulating performance that is better than or equal to any competing
dual-pane IGU on the market,”
according to company literature.
VEKA introduced a
new product at the
show that generated
a lot of interest. It’s
deemed the elements
program and is a
frame-sash system
designed to meet or
exceed building codes.
The system can be
used for residential or
commercial applications and can offer
impact resistance and
sound control.
“It is also the
answer to R5 and
beyond,” said VEKA’s
Steve Dillon.
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Dillon said the company
designed the frame and sash to
accommodate triple-glazed glass.
“It’s so versatile,” he said. “Yeah,
it’s bigger but you can do anything
with it. We already have one major
customer using it and the feedback
has been fantastic.”
Royal showed its EcoWindow, a
complete R5 window system that
combines sustainability with high
energy performance, high condensation resistance and other factors.
The company’s John Vucanovich
reports that the system recently
was tested to commercial standards so it can be used in those
applications as well as residential.

Suppliers Focus
on Diversification
Royal wasn’t the only company
accommodating residential products
for commercial applications, giving
manufacturers the opportunity to
expand into that market: Mikron also
promoted a commercial door.
“Companies are looking to
expand into light commercial and
other applications,” said Mikron’s
Rich Anton. “We’re offering a door
system that is commercially rated
and that can accommodate impact
glazing. It looks like aluminum but
is more thermally efficient.”
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Catching the Eye of Attendees

Hardware suppliers, including Ashland
(above), showcased their options at GBA as
did spacer supplier Edgetech (below left),
which also offered a variety of solutions
for door and window manufacturers.
Royal has several new products
on tap as well, including a unique
window that it just launched at the
Win-door show. The company also
has two new patio doors in the
works, and will “be getting aggressive with mouldings, which means
some new unique trim options,”
according to Vucanovich.

New Hardware
and Components
On the hardware side, Truth
seemed to hit a homerun with its
Sentry, multi-hinge patio door
system. Truth’s Matt Kottke said
the company developed the product more than a year after talking
to customers (go to dwmmag.com
for video demonstrations of the
product in DWM’s November
newscast).
The product features Truth’s
“Duo-Glide” lock mechanism,
which the company says is superior
to standard single-drive systems.
The two-way action balances the
lock system providing a smooth,
quiet and easy operation. The com-

Now that we’ve seen what exhibitors introduced, the real question is this:
what sparked the most interest from attendees?
Bruce Dove of Dove Windows in Wilkes Barre, Pa., said he was most interested in a product he saw from Packsize, based in Salt Lake City.
According to the company’s Tosh Lahy, the technology allows companies to
make any size or style of corrugated package or insert, on-demand, in a few
seconds, as part of its packaging workflow.
“The ability to make exactly what you need, at the moment you need it,
eliminates box inventory and material planning—and assures that every box
fits perfectly, greatly decreasing damage,” he said. “There is no capital investment, as we provide the systems, engineering and process flow solutions, and
companies simply buy the consumable of corrugated.”
“We’re definitely going to consider it,” said Dove.
Why haven’t we heard of this company more in the past? Lahy said that
while the company serves industries serves as cabinetry, etc., it is now expanding into the door and window market, and does already have some customers
in the industry.
The OptiGas gas filling system is what caught the attention of Dean
Tascarella, purchasing manager for Serious Materials.
“That alone is going to save us six figures,” he said.
The new technology was on display in the Fenetech booth, which created
the filling control software and interface. The product was developed by
Integrated Automated Systems and the company says it reduces the labor per
unit for gas filling by up to 90 percent and krypton loss per fill from 50 percent to essentially zero.
“OptiGas is the first fully engineered gas filling system for insulating glass
fabrication,” said Brian Dougherty, product manager. “Its precise control and
patent-pending process makes it possible for every fabricator to consistently
achieve high-performance U-value IG at the lowest possible cost.”
Conventional gas filling deliver low yields and require operators to overfill
with krypton to consistently achieve targeted insulation values, Dougherty
explained. OptiGas delivers through a single wand precise control of fill
amounts, rates and ratios, eliminating gas waste and overfilling.
OptiGas is available in two models: the 500, which simultaneously fills six
doubles or three triples; and the 1000, a revolving carousel that can be customized with a number of stations. The 1000 supports lean and high-volume
production in sequence.
pany adds that this technology
reduces stress on other elements of
the lock, thereby offering a longer
life of the product.
“The customers who have been
here have been all smiles,” said
Kottke. “The response is equal to or
better than we expected.”
Manufacturers looking for a
multi-point lock for entry doors
may have found it in Amesbury’s
new TruLock. The company says
many consumers don’t know how
to operate multi-point locks, but
still are looking for increased
security. Officials say this new
product offers increased home
security, yet operates the same as
a standard deadbolt. The lock

works on steel, fiberglass, aluminum and wood doors and is
easy to install.
As for window locking systems,
DECO introduced the UltraTech
5421 auto-tilt window system. The
company describes it as an innovative locking system that combines
the lock with a “clean-on-demand”
capability into a flush locking system. The product can be used with
all window sizes and comes in more
than 60 powder colors.
Brandon Lawrence of Lawrence
Industries reports that the company continues to gain customers,
saying, “We’re averaging one new
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customer per week.”
As for its current customers,
Lawrence said the company is
building up on the products it can
offer to them adding weep holes,
pivot bars, shoes and other components to its line-up.
Schlegel introduced its Q-LON®
fire-rated door seals designed
specifically for fire protection,
which can be used in residential and
commercial applications. The company describes the product as the
first foam door seal that includes a
Category G Edge Seal Intumescent.
The all-in-one seal eliminated the
extra installation labor and unsightly aesthetics of secondary seal applications, according to the company.

Software Savvy
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Many software suppliers were
on-hand at GBA to showcase their
newest software and latest
updates. (For more on software go
to www.dwmmag.com, click on
“The Studio,” and watch the video
titled “GBA, Day 3” for interviews
with WTS Paradigm and 360
Innovations.)
Gineri Technologies was a new
exhibitor at the show. Cooper
Buranen, marketing manager, said
the Vegas-based company is serving
as a distributor for this product
which has had much success in
Europe. The software can prepare
cut lists, quote proposals, shop
drawings, material lists, production
drawings and more. Gineri works to
meet the needs of various customers so it offers a heavy version, a
complete package to build a project,
generate a fill customizable client
quotation, utilize a smart optimization in order to minimize waste and
calculate a final price. Gineri also
offers Quick Quotation which offers
a price quote in seconds, manages
clients and changes door and window types as necessary.
Fenetech released version 7 of its
www.dwmmag.com

Truth garnered a great deal of interest in its new multi-point lock.
Fenevision software, which allows
users to see key parameters at a
quick glance.

How is Machinery Faring?
This year’s show had fewer new
machinery options than years past,
and suppliers admit that companies are still reluctant to buy. But
this also varies by the type of
machine and market served.
Joseph Machine’s Rick Wilson
reports that the fiberglass market is
still strong, as is Canada. Based on
this, the company featured a
machine geared toward the fiberglass and cellular market.
Kurt Muhittin from ATech
Machine also reported on a healthy
Canadian market, but said companies also are very interested in
machines used to make aluminum
windows. Before the show was even
over, his company had sold four of
the five machines, one of which
was to a Florida manufacturer of
aluminum windows.
One supplier showed an upgraded piece of equipment that it says is
perfect for today’s economy-conscious buyer. Perfect Technology
offers its Aculite Wizard computercontrolled glass cutting table. “This
is economical and performs,” said
Richard Lamden, president. “We
made our first machine 20 years ago
and it is still running … We’ve had a
lot of interest in this cutting table.”

>I

The product scores at a speed of
3,300 inches per minute. It also
comes with software and upgrades
for the life of the product at no
additional cost.

Glass and Glazing
Manufacturers looking for glass
and glazing options also had a few
products to choose from at the
show. American Renolit introduced
its Renolit EXOFOL FX, which the
company describes as the “next
generation of high-performance
film for the protection and design
enhancement of a variety of exterior surfaces.” What is unique about
the product is its use of solar shield
technology, which utilizes infrared
reflective pigments that reduce
heat build-up, explains the company’s David Harris. The technology
provides extreme weather-resistant
capabilities, which the company
says will maintain the finish without cracking, fading, chalking, etc.
“This is a huge step in exterior
film technology,” said Harris. “It’s
really gaining the attention of the
technical people here.”
PPG
also
featured
its
SOLARBAN® R100 glass, a transparent-reflective, solar control, low-E
glass with a proprietary hybrid
coating technology, visible light
transmittance of 42 percent and a
continued on page 42
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Two great companies joining forces to bring you one
great product. Generation 4 has teamed up with
Paddock Fabrication LTD to bring to the U.S.A. the

LOCK MASTER

®

SECURITY • AIR TIGHT • CONSERVES ENERGY • IMPENETRABLE

Paddock and Generation 4 Sales & Marketing are proud to introduce
LOCKMASTER Multi-point Door Locking System to the door makers of
America! Designed, developed and tested to deliver the very highest levels
of performance for security, weatherproofing, ease of use and service life.
Whether your doors are manufactured from vinyl, timber, aluminum or modern
composite materials, there is a LOCKMASTER product suited to your needs.

WHY LOCKMASTER...WHY NOT?
• 1, 3 and 4 hook models
• Adjustable and non-adjustable
• Stainless steel strikers 45mm backset center cases
• Single and double door locks 6’8” and 8’ product models
• Easy modification for custom door heights
• Compliant to DP100 hurricane testing (Dade County)
• Compatible with North American trim sets and Euro-cylinder applications
• Complementary range of handles in a choice of finishes
• 10 year mechanical breakdown guarantee on all LOCKMASTER products
• 10 year surface finish guarantee on all PVD finish
LOCKMASTER brass handle sets

Locking options

Features!

The LOCKMASTER multi-point door
locking system boasts reliable high
performance solutions for both single &
double door applications. Designed for
ease of use the LOCKMASTER series is
offered in both 6’8” and 8’ versions and
cope easily with custom door sizes.

Strikers
Adjustable & Non-Adjustable
Strikers are available in a host of
configurations and are manufactured in
grade 304 Austenitic Stainless Steel, or
color coded brass to match handle finishes.

For more information on any of our quality products
please contact: pat@generation4sales.com or
pete@generation4sales.com or call: 866-436-3687
www.generation4sales.com

''Hardware You Need
When You Need It ''
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solar heat gain coefficient of 0.23.
And manufacturers who want to
save on glass costs due to damage in
the plant or in the field will be interested in Glas-Weld’s improved version of its popular scratch removal
system—Gforce2™. The updated
version includes a center water feed
which offers more control when
performing scratch removal. The
company also has introduced two
polishing compounds and a new
cleaning compound “to get out
more difficult damage.” Companies
also may add on modules, such as
one for abrading and graffiti.
“Customers have been very
interested in the product,” said
Glas-Weld’s Lori Patch. “It’s still a
very simple process.”

One-Stop Shop
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Companies such as Edgetech IG
and Quanex Building Products
sought to offer its customers a
variety of solutions. Quanex
placed all of its companies under
one “roof” for the first time this
year,
including
Homeshield,
TruSeal and Mikron. (For more on
Quanex, visit dwmmag.com, click
on “The Studio,” and watch the
video titled “GBA, Day 2.”)
“Working with an integrated
vendor is a tremendous opportunity,” said TruSeal’s Ric Jackson. “We
want to be that clearinghouse for
technical information and help you
get the performance you need at
the price you want.”
Mikron Industries launched its
new SuperCoat™ vinyl window
coating for door and window manufacturers competing in the
replacement market. The new
coating technology features a
patented durable color coating
system, which is vacuum-applied
and cured by ultraviolet light. The
SuperCoat system offers a color
surface that is eight times harder
than paint, according to the comwww.dwmmag.com

Royal (above) introduced
a variety of new products
while RiteSreen showcased
its screen solutions.

pany. The company
also claims that it is
more environmentally friendly than
paint since it is made
from a zero-volatile organic compound technology. “We’ve had a lot
of interest in the product and we
just announced it one month ago,”
said Anton.
The company also offered its
EnergyCore system. (See October
DWM, page 38, for more details on
this system.)
Imperial Products, a division of
HomeShield, introduced its Select
Sliding Patio Screen Door. The
product features .32-gauge aluminum frames with two-inch wide
stiles and top rail which the company says offers a long life for the
frame. It also features a large 3 ½inch bottom rail that reduces damage to the screen cloth.

Tools of the Trade
Edgetech IG’s Mike Burk was
busy at the company’s booth showing a variety of tools for manufacturers (For more on Edgetech, visit
dwmmag.com, click on “The
Studio,” and watch the video titled
“GBA, Day 2.”)
The company announced a new
partnership with United Kingdombased Inagas, a supplier of gas-fill
machinery. Under the agreement,

>I

Edgetech will be the exclusive distributor of Inagas products in North
America and Central America, and
also will distribute the company’s
products in Germany, France,
Switzerland and Austria.
Edgetech also serves as the
exclusive distributor of Sparklike’s
Gasglass argon and krypton gas
detector and Spyglass glass analyzer in the Americas, Europe and
Australia.
All of these were featured in the
company’s booth, as well as
portable
measurement
tools
offered by EDTM, such as low-E
coating detectors and various light
measurement tools.
EDTM also exhibited at the show
and was featuring its Glass-Chek
Pro for the first time. Mark Imbrock
reports that the company has
added six languages to the tool,
which he said is helping with
worldwide sales.
“The number-one call we get is
people not being able to tell the difference between double silvers—
Glass Chek Pro helps with that. It’s
bailing people out,” said Imbrock.
“It’s been the number-one thing people have come to our booth to see.” ❙
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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
Insulating Glass
Vitro America, LLC
965 Ridge Lake Blvd.,
Suite 300
Memphis, TN 38120
800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
Laminated Glass
Vitro America, LLC
965 Ridge Lake Blvd.,
Suite 300
Memphis, TN 38120
800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
Door & Window
Machinery/Equipment
GlasWeld Systems
29578 Empire Blvd.
Bend, OR 97701
541/388-1156;
fax: 541/388-1157
www.glasweld.com
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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
Saws
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
www.dwmmag.com

Saws, 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
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
Vinyl Fabrication
Equipment
GED Integrated Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401
Fax: 330/963-0584
www.gedusa.com
Vinyl Welders
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Door Components
Sill Pans
Jamsill, Inc.
PO Box 485
Talent, OR 97540
800/526-7455
fax: 541/488-7472
www.jamsill.com
info@jamsill.com
Door Hardware &
Related Products
Strybuc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
800/352-0800
fax: 610/534-3202
www.strybuc.com

Truth Hardware
700 West Bridge St.
Owatonna, MN 55060
800/866-7884
fax: 507/451-5655
www.truth.com
truthsal@truth.com
Setting Blocks
Frank Lowe
Rubber & Gasket
10 Dubon Ct., Suite 1
Farmingdale, NY 11735
800/777-0202;
fax: 631/777-2560
www.franklowe.com
sales@franklowe.com
Doors, Exterior
Vinyl Clad, Exterior
Young Mfg. Co., Inc.
PO Box 167
Beaver Dam, KY 42320
270/274-3306
fax: 270/274-9522
www.youngmanufacturing.com
sales@youngmanufacturing.com
Doors, Interior
Folding, Interior
Woodfold Mfg. Inc.
Box 346
Forest Grove, OR 97116
503/357-7181
fax: 503/357-7185
www.woodfold.com
Insulating Glass &
Related Products
Airspacers
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
360/653-6666;
fax: 360/653-9884
www.alumet.com
Spacers
Edgetech IG Inc.
800 Cochran Ave.
Cambridge, OH 43725
740/439-2338;
fax: 740/439-0121
www.edgetechig.com

>I

Truseal Technologies
6680 Parkland Blvd.
Solon, OH 44139
216/910-5100;
fax: 216/910-1505
www.truseal.com
Insulating Glass
Machinery & Equipment
Bystronic Glass Inc.
13250 E. Smith Road
Suite H
Aurora, CO 80011
720/858-7700
fax: 720/858-7701
salesusa@bystronic-glass.com
GED Integrated Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401;
fax: 330/963-0584
www.gedusa.com
Spacers
Edgetech IG Inc.
800 Cochran Ave.
Cambridge, OH 43725
740/439-2338;
fax: 740/439-0121
www.edgetechig.com.
McKeegan Equip. & Supply
8411 Ronda Drive
Canton, MI 48187
734/459-5870;
fax: 734/459-9837
www.mckeeganequip.com
Mouldings
PVC Profiles
Creative Extrusion &
Technologies
230 Elliot St.
Brockton, MA 02302
508/587-2290
fax: 508/580-0524
www.creativeet.com
sales@creativeet.com
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
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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

Contents

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

WoodWare Systems
8304 Macon Terrace Road
Cordova, TN 38018
901/763-3999
fax: 901/763-4064
www.woodwaresystems.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

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

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

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
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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
Strybuc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
800/352-0800;
fax: 610/534-3202
www.strybuc.com
WinkhausNorthAmerica,Inc.
1171 Universal Blvd.
Whitewater, WI 53190
262/472-8800;
fax: 262/472-8900
www.winkhaus.com
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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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Employment/Help Wanted

Industry Services

Industry Events

Sales Representative
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BFRich Company, a regional window
and door manufacturer, listed in
Window and Door magazine’s top
100 list is seeking a Sales
Representative for New Jersey. We are
looking for an aggressive, high energy sales professional with at least
three years of direct outside wholesale window sales experience who
resides in New Jersey. Excellent communication and presentation skills
are required. You will manage and
expand sales through an existing
customer base, but your main
emphasis will be on developing new
accounts. As an innovative industry
leader, we offer top benefits including:
• a competitive base salary and
commission program
• a bonus program
• health care benefits
• extensive training opportunities
• company vehicle
• an environment which promotes
growth
• 401 K plan
• Life insurance
For consideration please email your
resume to sales@bfrich.com

April 7, 2011
Indianapolis Marriott East
Indianapolis, Indiana

Door and Window
Manufacturer (DWM)
Magazine will once again
host Fenestration Day, its
complete line-up of
fenestration seminars, on
Thursday, April 7.

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

Your Resource for “Classified” Information
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 for a price quote.

Don’t miss this opportunity to get your company noticed!
Rates for Column Inch ads:
(A column inch is equal to 30 words)

Per Column Inch: . . .$119 Border Around Ad: . . .$50
Per Bold Line: . . . . . . .$25 Per Photo/Artwork: . .$55
Per Screen/Reverse: . .$25 Per Blind Box: . . . . . . .$60
www.dwmmag.com
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For more information about
Fenestration Day™
call 540/720-5584
or visit
www.dwmmag.com/feneday
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Introducing...

HARDWARE

New Roto Flip Lock Provides Auto Locking, Easy Install

Vision Introduces
1514 Shipping Clip

The Roto Flip Lock, a new
automatic sash lock with intuitive functionality, a sleek,
ergonomic design, and a unique
breakaway feature, is now available from Roto Frank of America
Inc. According to the company,
the new lock is ideal for singlehung, double-hung and sliding
window applications.
The lock’s flip lever design not only makes it easy for consumers to operate,
but easy to determine if the window is locked or unlocked. To unlock the window the flip lever is simply flipped up with a touch of a finger, and the sash is
ready to slide open. Once the sash has been opened, the Flip Lock resets itself,
and then automatically locks when the sash is closed.

Vision Industries Group has
introduced a new shipping clip—
the 1514, which is designed to allow
manufacturers to ship windows
without the worry of locks and
keepers arriving damaged. The clip
does not permit movement of a
window’s sashes during shipment,
and a simple cable tie function with
a candle lever stop ensures a problem-free transport, according to
the company. After arriving on the
job, these clips can be removed
with a easily standard side cutter.
❙❙➤ www.visionhardware.com

DOORS AND WINDOWS

Panda Debuts a New Slider
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Panda Windows and Doors LLC
recently debuted its S. 83 thermally
broken multislide door system. The S. 83
was designed
in response to
many requests
from
design
professionals
wanting a slim
profile
aluminum multislide glass door
system with a
thermally broken profile and
frame, according to the company.
The system utilizes two separate
aluminum extrusions that are
www.dwmmag.com

❙❙➤ www.rotohardware.com
crimped together together using a
polyamide iso-bar. Company officials say the S. 83 system achieves a
0.29 U-value in simulated testing
utilizing a triple-pane insulating
glass unit.
The system can utilize any glass
available that will fit in the unit,
according to Panda, and total panel
size may be up to 12 feet in height
and 6 feet in width. They S. 83 also
features a specially designed panel
interlock made completely of a
polyamide material so that no aluminum from the interior to exterior
is able to connect, according to the
company. The frame for this system
also was specially designed to incorporate polyamide iso-bar technology
to achieve optimal thermal values.
❙❙➤ www.panda-windows.com

New Ply Gem Windows
Introduces New EnergyEfficient Replacement Line
Ply Gem Windows, based in Cary,
N.C., introduces its Contractor Series
2000 replacement windows, available in states east of the Rockies.
The company designed the windows with a multi-purpose platform
for adding options, including energy-efficient glass packages, while
also creating space for configuring

>I

windows to a
highly insulated
R-5
standard and
adding energy-saving features such as
vacuum glass.
The series
is available in
double-hung,
casement,
sliding window, awning,
fixed, special
shape configurations and
patio
door
styles. It features equal, narrow
sight lines, low- profile camaction locks and a hidden sill lock
design for sleek, low-profile aesthetics that match the contoured
exterior appearance of wood
windows.
The series is available in two colors with the choice of two grille
options and comes standard with a
3 1⁄4-inch frame depth. Possible addons for the Ply Gem Windows
Contractor Series 2000 include
interior wood grain laminates,
expanded exterior color offerings
and simulated divided lites.
❙
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Everything
you need, just
when you need it.

www.gmcompanies.com
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