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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

SEE US AT GLASSBUILD AMERICA

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

NEW

Young

US Patent Pending

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

Reversible Return Nosing
A Young Manufacturing exclusive!

1-800-545-6595
YOUNGMANUFACTURING.COM
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Companies including Thermal
industries (top), Sunset
Mouldings (right), as well as
Amesbury and PGT, tell how they
saved significant money through
making energy-efficient improvements in their plants. For the full
story, see page 26.
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Making triples? Is the HEAT getting through?
If you use an oven roll press to manufacture triples, you risk:
t Underheating the seal to the inner lite, possibly causing premature failure.
t Over-compression of outboard seals in an effort to achieve adhesion on inner seal, possibly causing
metal or plastic shim contact to glass resulting in potential unit breakage or premature unit failure.
t Increased energy consumption = $$$.

Butyl corrugated shim spacer

(Actual photos)

U-channel spacer

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

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

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

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

2009 Winner
DWM Green Award
“Spacer Supplier”
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FROM THE PUBLISHER
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THE FUTURE OF FENESTRATION MANUFACTURING

Publisher/Editor

A Surefire Way to Save
ant to save a cool $40,000
(at least)? That’s the title of
our feature article on page
26 in which DWM/SHELTER talks to
companies that have done just this
by making energy-efficient improvements in their manufacturing facilities. Is there a cost involved in saving
this money? Yes, but the four companies we profiled all said they
would realize a full return on their
investments in just one year. For
some, the costs weren’t as high—just
the expense of new energy-efficient
plant lighting. In many cases the
companies received grants to make
many of these improvements.
Our goal was to profile what
some companies are doing so others can gain ideas and perhaps
implement some of these plans
into their own plants, with an eye
toward helping companies save
money. I’m excited to give readers a
concrete look at how to do just that
through specific examples.
Writing these stories reminded
me of a seminar held during DWM
magazine’s Fenestration Day, held
earlier this year in Schaumburg, Ill.
(By the way, you can mark your calendars now for Fenestration Day
2011 in Indianapolis on April 7. See
page 58 for details.) The seminar,
“Specific Steps Toward being
Green,” was one of the most popular
sessions.
Panelists
Eric
Gerstenbacher and Ken Keil from
Northeast Building Products gave
numerous examples of the changes
made in their plants and how much
money each of these upgrades
saved the company.
Hopefully, the information contained within these pages is just as
helpful in helping your company
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travel the path toward energy-efficient plant improvements.
Also, while interviewing Thermal
Industries, a division of Atrium, I
asked if the company shares some of
the things they have implemented
with other Atrium companies, as the
organization is divided into several
companies and several regions. I
learned that they do, in fact share
information among all the companies. The Dallas-based company
actually held a recent meeting during which Thermal Industries had
the opportunity to share their recent
investments with others.
“We’ve had requests for how to set
up the analysis, etc.,” says Todd
Rascoe, vice president of operations.
Even if you don’t work for a large
company, even smaller regional
manufacturers can look to what
their suppliers are doing for guidance. So whether you make mouldings, windows or components,
there may be something you can
do in your respective facilities.
For example, Rascoe offered his
counterparts key advice such as
the importance of working with
local or regional electrical firms.
“One thing that was key for us
was partnering with the utility
provider,” he says. “Manufacturers
should certainly reach out to their
utility companies. It’s not always
easy to work with a bureaucracy
but it’s certainly worthwhile.”
Like anything, nothing comes
easy, but with a little effort, your company can save money for later or to
make future investments now. Please
e-mail me at ttaffera@glass.com to let
me know what you’ve done at your
plant or if our article helped spark
some ideas.
❙
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Fine-tuned to perfection
Slide and Turn Systems
Folding-Sliding-Systems
Horizontal-Sliding-Wall Systems

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

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

What Happened to Cap-and-Trade?
BY
he House of Representatives
passed sweeping climate
change legislation in the summer of 2009 but, despite being a high
priority of the Democratic leadership and the current administration,
the issue has seen little movement in
the Senate. The “American Clean
Energy and Security Act” (ACES, H.R.
2454), sponsored by Congressmen
Henry Waxman (D-Calif.) and
Edward Markey (D-Mass.), was
strongly opposed by manufacturers
and others across the business community for the costs it would impose
on American employers. The cornerstone of the legislation was a carbonpricing system, known as “cap-andtrade,” which sets limits on the
amount of greenhouse gas emissions industry could produce. The
“trade” portion refers to a market
mechanism by which heavier polluters could purchase allowances
above those caps.
The cap-and-trade system has
been criticized heavily, even by some
Democratic members of Congress,
and that criticism has been a primary
roadblock to bringing the issue up for
a vote in the Senate.
In June 2009, the Senate Energy
and Natural Resources Committee
proposed a competing bill, the
“American Clean Energy Leadership
Act” (ACELA), which focused more
on the promotion of clean energy
technology. Both ACES and ACELA
also contain provisions on energy
efficiency that would impact the
building sector, including the establishment of national energy efficiency targets for residential and commercial buildings, and the adoption
of a national building energy code
that achieves those targets.The bills
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MICHAEL

O’BRIEN

differ in the exact role the
Department of Energy would play in
relation to leveraging established
national model building codes and
the amendment processes they follow, but either way states would be
required to adopt Federally mandated energy codes.
The baseline for those codes and
the targets set for them would be

Driving up costs on
domestic manufacturers only
jeopardizes American jobs.
the 2006 International Energy
Conservation Code (IECC) for residential buildings and ASHRAE 90.12004 for commercial buildings.
Initially, states and localities would
be required to adopt energy codes
that are 30 percent more efficient
than the baseline codes within the
next couple of years, and codes that
are 50 percent more efficient by
2016 or 2017. The House bill, ACES,
is more comprehensive requiring
an additional 5 percent increase
every three years up to 2030, and it
would also establish a building
energy labeling program. There are
other variances between the two,
but the bottom line is aggressive
federal targets for building energy
efficiency that will prove challenging for the construction industry.
This spring, a new attempt to create a bipartisan approach by Sen.
John Kerry (D-Mass.), Joseph
Lieberman (I-Conn.) and Lindsey
Graham (R-S.C.) broke down, and
the resulting third bill, the
“American Power Act,” was introduced without Republican support.

>I

While Senate Democrats have
argued over how best to proceed on
climate and energy policy, Sen.
Richard Lugar (R-Ind.) recently
introduced an alternative plan that is
designed to reduce foreign oil
dependence and greenhouse gas
emissions with minimal fiscal
impact on households or manufacturers. The Lugar plan focuses on
vehicle fuel efficiency, energy efficiency and more diverse domestic
energy investments. While he also
calls for aggressive new building
energy codes, developed by existing
model code setting organizations in
coordination with the Department
of Energy that would prove as challenging to develop and meet as those
under ACES and ACELA. His legislation patently avoids cap-and-trade.
It is clear that the Waxman-Markey
cap-and-trade approach to energy
regulation is opposed by the
American public. WDMA supports
efforts to advance clean energy and
energy efficiency, but only in such a
way that does not put our domestic
manufacturers at a competitive disadvantage with foreign manufacturers. It seems that there is greater support in Congress for an energy-only
policy that focuses on clean energy
and energy efficiency, with less punitive treatment of industry. It remains
to be seen whether such a commonsense approach will move through
the Senate, in the limited legislative
time remaining before the November
elections.
❙
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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Crunching numbers, tracking
inventory, and preparing quotes just
became faster and easier.
Gineri Software is speciﬁcally designed for Window & Door
Manufacturers. This fully customizable software solution is
your ticket to ease of operation. Keep things running smoothly
now by tracking inventory, preparing shop drawings and cut
lists, optimizing material usage, and preparing professional
quotes all with a few clicks of the mouse.

Order today and truly
revolutionize your business!

sXXXHJOFSJVTBDPN
sales@gineriusa.com
4FF6TBU5IF(MBTT#VJME"NFSJDB&YQPJO-BT7FHBTs#PPUI
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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
Quanex. We make specialized building products,
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components and systems that can make your products
even more innovative. For an official nice-to-meet-you
handshake, stop by booth 1229 at GlassBuild America®.
Or say hello at MeetQuanex.com.
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AAMA ANALYSIS

Why R is Not Simply the Inverse of U
BY
uick question: which is
better—something rated 0.2
or 5?
When the Department of Energy
introduced its “R-5” window program, some folks in the window
industry might have done a doubletake. After all, window thermal performance rating systems have
always used the term “U-value” or
“U-factor” to define window thermal
performance. The latter, in fact, is
clearly emblazoned on the National
Fenestration Rating Council (NFRC)
thermal performance label. So, why
the sudden reference to “R-value?”
Many consumers have heard of Rvalues—a measure of a product’s
resistance to heat flow—and easily
grasp that materials with higher Rvalues, such as R-19 vs. R-11 wall
insulation, are more energy-efficient. That is, the better the product
is at stopping the flow of heat to the
outside during winter or to the
inside during summer, the easier
(and cheaper) it is for HVAC systems
to maintain the desired indoor temperature for a longer time.
Usually, an R-value is given for a
certain thickness of a specific
homogenous material such as fiberglass insulation. The R-value of a
structure that is made of layers of
different materials (exterior sheathing, insulation, interior dry wall, etc.)
can be estimated simply by adding
the R-values of the individual layers.
While R-value measures resistance to heat transfer, U-value
measures the rate of heat transfer.
The lower its U-value, the better
the product’s ability to resist heat
conduction.
In simple terms, U-value is the
mathematical reciprocal of R-value;
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KEN

BRENDEN

As the R-value goes up, the
U-value goes down, and
vice-versa. However,
it actually is more
complicated than that.
that is, U = 1/R and R = 1/U. For
instance, a material with an R-Value
of 5 has a U-value of 0.2 (1 divided by
5). As the R-value goes up, the Uvalue goes down, and vice-versa.
However, it actually is more complicated than that.
Known officially as thermal transmittance, U-value is more of an
engineering term used to designate
the thermal performance of a system
as opposed to that of a homogeneous material. U-value thus has
been used traditionally to express
the thermal efficiency of windows,
which, unlike wall insulation, are
complex assemblies of components
with a variety of sometimes conflicting missions.
Wall insulation is singularly
intended to limit heat transfer, making it fairly straightforward to assess
insulation strictly on its ability to
achieve that objective. However,
windows may need to permit ventilation while limiting unwanted air
infiltration and admit daylight while
optimizing the effects of solar heat
gain. Since R-value currently is
applied to homogenous materials
with a singular purpose and is
understood in the marketplace
based on such products, it may not
be equitably applicable to multipurpose products with varying construction, such as windows.
U-value accounts for how energy
enters and leaves the material; it

>I

considers both conduction and
radiation. R-value accounts only
for the resistance to heat flow by
conduction.
Per NFRC 100-2010, Procedures
for
Determining
Fenestration
Product U-Factors, the overall Uvalue of a window product is a prorated summation of U-values of the
center of glass, edge of glass and
frame areas. This takes into account
such details as insulating glass edge
spacers, certain hardware and frame
cross-section.
Commercially, R-value is used to
define the energy efficiency of
many building materials because it
is intuitively easier for consumers
to understand that R-19 insulation
is better than R-11, rather than trying to explain how U=0.05 insulation is better than U=0.09.
However, in the case of windows,
using U-values avoids comparing a
window’s multi-faceted overall performance to the purely insulating
value of a wall.
So, while it is unusual to see window energy efficiency expressed in
terms of R-value, it does relate well to
the average consumer’s understanding of insulating capability. However,
it also could lead to confusion since
R-value doesn’t take into account all
of the facets of a fenestration product the way U-value does. (For more
on U- versus R-values, see JulyAugust DWM, page 21.)
❙
Ken Brenden serves as technical standards
manager for the American Architectural
Manufacturers
Association
in
Schaumburg, Ill. He may be reached at
kbrenden@aamanet.org. His opinions are
solely his own and do not necessarily
reflect those of this magazine.
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Make a bold statement with TGI warm edge IG spacer from Technoform. You’ll be enhancing your windows and doors with the thermal
efficiency to exceed Energy Star requirements, plus the durability, strength and aesthetic appeal every homeowner desires. And you’ll have
the confidence of knowing our goal isn’t just to elevate the performance of your products, but to empower your business to reach new
heights too. Because at Technoform, we believe your success is a direct reflection on us.

www.technoform.us | 330-487-6600

See us at aGlassBuild
Booth
1021 THE LIGHT: Understanding Today's Evolving Fenestration
Download
copy of ourAmerica,
white paper
”SEEING
Codes And Strategies to Achieve Compliance” from the home page on our web site www.technoform.us.
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AMD HEADLINES

Living that Millwork Dream
BY
ecently at an association
meeting, I bumped into a
long-time friend and asked
how he was doing. “I’m just living
that millwork dream,” he replied.
While it was funny (I’ve used it
many times since), it reflects the
mood that many in our industry
currently feel.
The business world, as we have
known it for many years, has been
shifting under our feet at a breathtaking pace. When we step back we
realize that it was happening long
before the mortgage crisis hit full
stride.
Shortly after graduating from
college in the 1970s, we had the first
economic downturn that I have
had the pleasure to experience.
Everyone was cutting back and no
one was buying—generally a great
time to be in the sales game. I’ll
never forget our manager coming
into a meeting one morning and
stating, “I’ve been reading in the
paper that there is a recession
going on. Well, I don’t know about
you, but I don’t plan on participating in it!” After that meeting an
interesting thing happened; the
harder we worked and the more we
ignored the gloom and doom, the
luckier we became.
Our company’s role in the industry gives us a somewhat different
perspective than most. We tend to
see upward trends slightly ahead of
the curve. The reason is that when
companies feel that business is on
the verge of getting back into gear,
they often invest in updating their
technology. Often it is more of a
“feeling” the customers are experiencing rather than a hard trend.
Happily, we have seen more activity
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NICK

CARTER

As we begin to emerge from this current situation, it is
becoming more of a zero sum game. The customers are
more demanding and mistakes can be very costly.
in 2010 than in the past several years.
Like many of our customers,
WoodWare has taken the past few
years to laser-focus on meaningful
changes not only for the near term,
but for long-term, sustainable
impact.
As we begin to emerge from this
current situation, it is becoming
more of a zero sum game. The customers are more demanding and
mistakes can be very costly. Being
able to track business key performance indicators real time is becoming critical. In the past, you could
analyze last month’s or last quarter’s reports to make adjustments.
Now you need to be in a position to
act almost immediately to the
changing environment.
The Association of Millwork
Distributors (AMD) recently held its
annual Top Management Meeting
in Scottsdale, Ariz. This was the 20th
consecutive meeting that I have
attended, and everyone there said it
was one of the best and most meaningful sessions that any of us had
participated in. Michael Marks, a
consultant with Indian River
Consulting Group, gave an incredibly insightful and timely message
on this exact topic of accurate forecasting. There were several breakout sessions which had all of us
thinking. (I particularly liked the
ones where each table was asked to
come up with a forecast, i.e. the year
and month when the housing
shortage would end …)

>I

Now more than ever, relationships between individuals and
companies have been put under a
tremendous strain. Yet it is many of
these relationships that will help us
make it through these troubling
times. The AMD has been a key part
of our company over the years for
not only the benefits of education,
but for the relationships that it fosters between the distributors and
manufacturers of millwork products and services.
In these uncertain times, the one
constant has been that of the AMD
who continues to be an advocate
on behalf of the millwork industry
on codes and standards, provides a
forum allowing our company to
network with fellow customers and
AMD members and is an essential
resource for quality education.
As AMD’s associate vice president, I am fortunate to be involved
with a group that truly cares about
our industry. We are all striving to
grow and respond to these challenging times and provide a forum for all
of us to communicate and strengthen our relationships. I don’t know
about you, but I am looking forward
to getting back to “Just Living that
Millwork Dream!”
❙
Nick Carter is president of WoodWare
Systems and associate vice 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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We Chose Sunrise.

Nothing makes us happier than celebrating the success
of our customers. Sell our windows? You’re our partner.
We’re passionate about doing whatever it takes to help
our partners succeed. How do we do it? We provide a wide
array of great looking, high performance windows and
doors, supported by best-in-class customer service, sales,
and marketing support.
Sunrise innovation, creativity, and support will boost
your window proﬁts.
To learn more, contact Gary Delman, President,
at gdelman@sunrisewindows.com

“

At Weather Tight Corporation we
strive to provide a consistent
delightful customer experience, one
with no surprises. We work as a
team to make that happen and we
count on our business partners to be
an integral part of our team. The
best part about working with Sunrise
over the years is that they treat us
as true business partners, always
responsive to our needs and goals.
Aside from oﬀering best in class
products and service, we have found
them to be outstanding people.

”

Tod Colbert & Todd Schulz
Weather Tight, Corp.
Milwaukee, WI

1.800.557.8778

sunrisewindows.com
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GUEST COLUMN

Gas Fill Continues to be a
Pain Point for Manufacturers
BY
s a technical service representative I visit more than 60 window manufacturers annually
and am intimately involved with all
things production, from quality
appraisals and line layout recommendations to problem resolution
and training. Over the past year a
common theme has been top of
mind for manufacturers–preparing
for insulating glass (IG) testing and
certification.
Certification can be costly, so getting it right the first time is imperative–not just because certification is
mandatory to use the ENERGY STAR®
label, but also because of the time
and money investment that goes into
it. A big part of my job has become
ensuring that my customers are prepared adequately. All things must be
considered, including gas fill.

DAVID

HILL

A

Gas-Fill Certification
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They say that what you don’t
know can’t hurt you. Well, this is
not the case with ensuring proper
gas-fill levels. Under the new
National Research Canada and
National
Fenestration
Rating
Council rules, gas-filled units are
required to undergo testing.
Of the required sample set for
IG certification testing, a predetermined number of samples are randomly selected and tested for initial gas-fill. These samples must
achieve an average 90 percent initial fill to pass. Then, a subset of
these units is tested for durability
and must achieve an average of 80
percent or greater final gas retention to pass.
If, at any stage of the testing, the
units fail to meet the standard
requirements, testing may be diswww.dwmmag.com

David Hill (left) visits a customer and tests the gas fill of an IG unit.
continued at that point. For initial
gas-fill failures, manufacturers may
elect to continue with conventional
testing; however, to obtain gas certification, new samples must be
submitted for full testing.

The Guessing Game
Testing initial insulating gas-fill
levels and retention traditionally has
been a challenging task, requiring
manufacturers to destroy the unit to
get the data they need. Because testing was such a challenge, many
manufacturers were forced to take a
shot-in-the-dark approach when
sending IG for certification testing.
Units were sent with fingers crossed
that they would achieve the fill levels needed to certify. Time and
money were a major concern.
Today, the game has changed a
bit with the introduction of devices
which offer a non-invasive method
for testing IG. Gone are the days of
IG unit destruction. These portable
devices measure spark parameters
to determine gas-fill levels for both

>I

argon and krypton gases with freedom of movement and accuracy
that virtually eliminate user error–
offering total quality control.
Manufacturers no longer have to
take a shot in the dark. We can test
units on-site non-invasively, identify if fill levels are not up to par, and
make the necessary adjustments to
correct any issues.
The use of insulating gases, from
the reasonably priced argon to the
more expensive krypton, can be a
vital component in improving the
performance of IG. With the proper
design, including optimal air
spaces and components that
reduce conduction, these gases can
go a long way in helping manufacturers reach the numbers needed to
meet today’s more stringent energy
requirements.
❙
David Hill serves as technical service
representative for Edgetech I.G. He can be
reached at david.hill@edgetechig.com.
His opinions are solely his own and do not
necessarily reflect those of this magazine.
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XL Edge® > Loå3-366® > Loå-i81 > Neat®> Preserve®

0.20

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

TM

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

A CARDINAL GLASS INDUSTRIES COMPANY

ENHANCED PERFORMANCE GLASS
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TREND TRACKER

Results are in for 2009 Benchmark Survey
Yields Interesting Industry Insights
BY
he results of our recently completed Window & Door Industry
Benchmark Survey for year-end
2009 highlighted some interesting
characteristics of an industry in
recovery. (Participation climbed this
year to 31 companies representing
$1.85 billion in revenues.)
As an example, a higher days sales

T

MICHAEL

COLLINS

outstanding (DSO) number means
companies are extending more generous payment terms to their customers. The average survey respondent had roughly 40 days of sales
outstanding as accounts receivable.
By contrast, the average company in
the survey had only 18 days’ worth
of accounts payable outstanding.

Figure 1A: Average Daily Unit Production
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Figure 1B: Average Total Sales by Quartile
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This means that our average respondent is paying its bills more quickly
than it is being paid by customers.
Any manufacturer can relate to the
strain this places on working capital
needs. Companies not receiving a
discount in exchange for paying
early may wish to consider paying
somewhat more slowly to ease their
capital needs.
Foreign competition seemed to be
of greater concern in 2009 than in the
past. Roughly one-third of responding companies indicated that they
had taken steps to be more prepared
for foreign competition, that they had
lost business to an overseas competitor and that they had learned in 2009
that a customer or distributor would
begin sourcing products directly from
overseas. By contrast, only 15 percent
of respondents to our 2008 survey
indicated they had lost business to a
foreign competitor. It is possible that,
as other markets have slowed, foreign
competitors have begun to explore
selling into the very large U.S. door
and window market.
Many companies faced profitability challenges throughout
2009, which were reflected in the
margin of earnings before interest,
taxes, depreciation and amortization (EBITDA) as a percentage of
revenues. Revenue size was not a
good predictor of EBITDA margins
in this survey. The EBITDA margins
among companies of various sizes
ranged from 1.4 percent of revenue
to 7.2 percent. Lean manufacturing
continues to be widely practiced.
Ninety percent of respondents had
already implemented lean techniques and almost one-third
continued on page 18
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TREND TRACKER
CONTINUED

Figure 2: Value Added per Employee Data
ALL Respondents
Total Sales

1st Q'ile

2nd Q'ile

3rd Q'ile

4th Q'ile

1,733,848,445

1,297,087,614

252,282,025

127,219,530

57,259,276

594,674,370

420,367,220

101,480,672

51,676,739

21,149,738

21,550,310

12,463,624

5,740,638

2,543,145

802,904

Cost of Goods Sold
Material
Freight Expense
Depreciation (mfg. only)

45,987,724

37,857,737

5,413,896

1,870,906

845,185

Other

215,757,205

154,035,301

39,108,104

13,625,872

8,987,928

11,027

8,285

1,551
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planned to implement additional
lean techniques in the future.
Larger companies continue to take
advantage of superior automation
and scale to produce greater daily
volumes of doors and windows, as
may be seen in Figure 1A.
Another interesting measure of
profitability is the value added by
each employee. This is calculated
using the following formula: (sales
– [cost of goods sold – direct labor])
/number of full-time employees.
The value added by each employee
at responding companies of various sizes may be found in Figure
2B. This chart shows that the value
added by employees at third- quartile companies was nearly as high
as employees at first-quartile companies. Employees at these larger
companies would presumably have
greater access to lead generation
programs, technology systems and
updated manufacturing equipment. Clearly, smaller companies
are capable of driving significant
added value from their workforce,
even with fewer financial resources.
Our survey also measured key
manufacturing inputs. With respect
to glass purchases, 83.2 percent of
the glass purchased by our responding companies was purchased in the
form of insulating glass units.
Among the certifications sought
by the responding companies, the
ENERGY STAR® rating was the most
common by number of companies,
followed closely by the NFRC rating.
www.dwmmag.com

Figure 2B: Value Added per Employee
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In this year’s survey, achieving more
certifications continued to have a
moderately positive ability to predict that a given company would
have low warranty expenses. It
appears that implementing the
standards required to achieve a certified manufacturing process results
in fewer errors. Average warranty
expenses among the larger companies in our survey were 1.4 percent
of sales, while the smaller companies averaged warranty expenses of
1.0 percent of sales.
Looking to the future, nearly all
of the respondents to our survey
anticipated
hiring
additional
employees in the 12 months following April 2010. Roughly 70 percent
of respondents indicated they
would hire production workers.
Meanwhile, 35 percent and 40 per-

Q2

Q3

>I

Q4

cent indicated they would hire
salaried employees and sales professionals, respectively. Very few
participants responded that they
would shutter additional plants
during the same period, indicating
that the wave of plant closures has
likely subsided. This view of a stabilizing market is further supported
by the average respondent predicting, as of June 2010, that they would
see an 8.1 percent increase in 2010
sales over 2009 levels.
❙
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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Now is the time to
increase your efficiency!
The new Stürtz Linear Pro Automated Cutting and Fabrication System –
Comfortable Loading, High Speed Cutting, Flexible Fabrication
Winner of the 2009
Crystal Achievement Award
for Most Innovative Machine!

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

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

»

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

»

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

»

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

»

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

»

NEW Flying Bridge Technology

»

Small footprint for optimum space efficiency

»

High output at competitive pricing

»

Simple graphic programming functions with powerful database

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

SEE US AT GLASSBUILD AMERICA

stürtz

Machinery, Inc.
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What’sNews
INDUSTRY RESEARCH

Consumers Say Price Reigns Supreme
rice has become an increasingly important consideration for consumers when
selecting or rejecting a window or
patio door brand, with cost-conscious homeowners embarking on
more window replacement projects rather than major remodeling
or new construction, according to
the J.D. Power and Associates 2010

Photo courtesy of Simonton Windows.

P

Windows
and
Patio
Doors
Satisfaction Study SM released in
early July.
The study, now in its fourth
year, measures satisfaction among
consumers who purchased new
windows or patio doors based on
performance in six factors (listed
in order of importance): operational performance and durability;

Simonton Windows came out on top in J.D. Power and Associates recent survey.
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ACQUISITIONS

Stock Building Supply Completes
Acquisition of Bison Building Holdings
Stock Building Supply Holdings LLC, an affiliate of The Gores Group, has
completed its purchase of the assets of Bison Building Holdings Inc. and its
subsidiaries pursuant to Section 363 of Chapter 11 of the U.S. Bankruptcy
Code. The Bison acquisition is part of Stock’s growth strategy within the residential construction market.
“We will continue exploring intelligent growth options both in our core markets and elsewhere if opportunities arise. This acquisition is an excellent strategic transaction for Stock and allows us to continue to transform our operating
model to specifically focus on the residential construction market,” says Joe
Appelmann, chief executive officer of Stock. “The combination of Stock and
Bison further strengthens our residential business in Texas.”
Bison is a supplier of building materials in the Houston area.
Tom Tolleson, chief operating officer for Bison, will lead the combined Houston
operations. Tolleson has been with Bison for 10 years in various leadership functions including operations and sales.
www.dwmmag.com
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appearance and design features;
price; ordering and delivery; warranty; and repair/replacement.
Among consumers who purchased windows and patio doors,
the most-frequently cited reason
for selecting a particular window
brand is price, which was mentioned by 38 percent of consumers.
Price also is cited as the main reason why consumers did not select a
particular brand (mentioned by 54
percent of consumers).
Cost-consciousness among purchasers of windows and patio doors
also extends to the types of projects
they are undertaking. In 2010, 65
percent of consumers indicate having purchased windows to replace
existing ones, rather than for major
remodeling or new construction
purposes. In addition, 58 percent
indicate that they took advantage of
the tax credit offered by the federal
government for making energy-efficient home upgrades.
“Window manufacturers would
be well-advised to focus on articulating the value of their products to
their customers,” says Jim Howland,
senior director in the real estate
industries practice at J.D. Power and
Associates. “Consumers who are
choosing to undertake home
improvement projects in this environment are likely to scrutinize each
aspect of their purchase—not only
price, but also product appearance
and design.”
When it comes to manufacturers, Simonton ranks highest
among consumers in overall satisfaction with windows and patio
doors, achieving a score of 810 on
continued on page 22
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in 2018,

men will still
be wrong.

except when they buy
e n e r gy- e f f i c i e n t w i n d ows .
The demand for energy-eﬃcient windows isn’t going away. And if you aren’t oﬀering the most eﬃcient windows possible,
people will give their money to someone who does. So upgrade to Envirosealed Windows™ with Duralite® and start selling
windows with the most eﬃcient and thermally superior spacers on the market. Your boom line depends on it.
Learn more at envirosealedwindows.com.
Visit Booth 1229 at
GlassBuild America®

windows™ with Duralite®
ENVIROSEALED WINDOWS™ AND DURALITE® ARE TRADEMARKS OF TRUSEAL TECHNOLOGIES, INC.
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TRUSEAL TECHNOLOGIES, INC.
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What’sNews
CONTINUED

a 1,000-point scale. Simonton performs particularly well in the
operational performance and
durability factor, according to the
survey. Following Simonton in the
rankings are Window World (795)
and Marvin (793). Window World
performs particularly well in the
price and warranty factors, while
Marvin performs well in the ordering and delivery and appearance
and design factors.
The 2010 Windows and Patio
Doors Satisfaction Study is based
on responses from more than 3,000
consumers who purchased new
windows or patio doors during the
previous 12 months. The study was
fielded in March and April 2010.

COMPANY NEWS

Accu-Weld Announces
New Corporate Name:
Haddon Windows & Doors
Haddon Windows LLC, operating as Accu-Weld, has changed its
corporate name to
Haddon
Windows & Doors.
The name change is part of a

strategic integration and revamp of
the
29-year-old
Accu-Weld
Company and Speyer Door &
Window, the assets of which were
acquired by the Haddon family in
2009. Haddon officials say the new
name represents the company’s
vision for the future, creating innovative products, new processes to
enhance quality and commitment
to excellent service.

Woodbridge Group Closes
Millwood-BlackEagle Deal
Millwood Lumber has been
sold to a BlackEagle Partners’
portfolio company, US LBM
Holdings,
according
to
Woodbridge Group, a middlemarket mergers and acquisitions
firm that represented Millwood.
Millwood Lumber has provided
lumber, millwork and hardware to
renovation and remodeling contractors, builders and retail customers since 1932. Located in
Westchester County, 30 miles
north of New York City, the company operates a full-service lum-

briefly …
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Champion Window of Oklahoma City recently received the 2010 Better
Business Bureau (BBB) Torch Award for Customer Service and Ethics in the
Marketplace and the Oklahoman Readers’ Choice Award for best window
company. Champion Window is headquartered in Cincinnati … Thermal
Industries recently donated 50 custom-made vinyl replacement windows to
a non-profit organization, Rebuilding Together Pittsburgh, in honor of its
own 50th anniversary … Caldwell Manufacturing Co. North America LLC
recently announced that Industrial Sales Corp. (ISC) has agreed to represent
Caldwell products in California, Nevada, and Arizona … Edgetech I.G. was
presented with the “Excellence in Exporting Certificate” at the Eastern Ohio
Development Alliance (EODA) 20th anniversary meeting on April 30, 2010, in
Walnut Creek, Ohio. The company also celebrated its 20th anniversary in
December at its headquarters in Cambridge, Ohio … Norbord Inc. has received
chain of custody certification under the Sustainable Forest Initiative (SFI®) at
five additional North American oriented strand board (OSB) mills, bringing
the total number to seven … CGI Windows and Doors Inc. has added ThermaTru® entry doors to its product offerings … CertainTeed Restoration
Millwork® PVC Exterior Trim now meets ICC Evaluation Services Inc. (ICC-ES)
code requirements as designated in report number ESR-2922, according to a
release from the company.
www.dwmmag.com
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beryard, a door and window
showroom and retail store.
Founded in 2005, BlackEagle
Partners is a private equity firm,
and has offices in Bloomfield Hills,
Mich. and in New York City.

Atria Building Products
Ceases Operations
Atria Building Products, a door
and window manufacturer based
in Johnstown, Ohio, has ceased
operations, effective July 30, 2010,
according to an announcement
posted on its website by its owners
Dave
Gerhardt
and
Betty
Gerhardt. The two formed the
company in 1980 and say they
“always prided itself in the manufacturing of quality products
accompanied by excellent service
during and after the purchase.”
No further warranties on Atria
manufactured
products
are
available as of the July 30
announcement.

Résiver Patio Doors
Joins Novatech Group
Novatech has acquired Résiver
Patio Doors Inc.
“This acquisition is evidence of
the great respect we have for the
exceptional talent of the Résiver
team and an added asset for
Novatech. The transaction we are
announcing reflects our intention
to be a leader in the door industry.
It will also make it possible for the
Sainte-Julie and Saint-Agapit
plants to provide patio door components
to
Résiver,”
says
Raymond Ouellette, president of
Novatech Group.
“This association paves the way
for new opportunities and inspiring possibilities and challenges for
our employees, while providing a
means to benefit from attractive
synergies with Novatech,” adds
Jean Champagne, president of
Résiver .
❙
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Energy and Environmental News

DOE Says Timing is Right for R5
Volume Purchase Program
he timing couldn’t be
much better [for the
DOE’s R5 volume window purchase program] with what’s
happening in policy and in products—the Home Star program,
which is still under consideration,
the Better Building Initiative and

“T

also the energy tax credit.” So said
Jason Bogovich, manager of
Energetics Inc., during a recent
webinar on the Department of
Energy’s (DOE) R5 volume purchase program.
Bogovich’s company is one of
many working closely with the

DOE Awards More Than $22 Million for Building Envelope
and Window Projects to Improve Energy Efficiency
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U.S. Energy Secretary Steven Chu recently announced awards totaling more
than $76 million in funding from the American Recovery and Reinvestment Act.
Fourteen companies in the building envelope and windows category will receive
awards, which will support advanced energy-efficient building technology projects and the development of training programs for commercial building equipment technicians, building operators, and energy auditors.
According to the DOE announcement, the 58 projects selected will help make
the nation’s buildings more energy efficient and cost-effective. They will also
support programs to train workers to service and operate new and existing
buildings, to develop and deploy best practices resulting in fewer greenhouse
gas emissions, and to establish a green workforce with technical expertise to
reduce energy costs for consumers.
The building envelope and windows segment is receiving $22,807,255 total
federal share. The funding will go toward 14 projects that focus on improving
the energy efficiency of residential and commercial buildings through technology advances in windows and envelope components, necessary to achieve significant energy savings and performance.
Company
Soladigm Inc.
Southwall Technologies Inc.
Applied Materials Inc.
EverSealed Windows Inc.
Dow Chemical Co.
Dow Corning Corp.
Pleotint LLC
SAGE Electrochromics Inc.
3M Company
Syntroleum Corp.
Traco Delaware Inc.
Quanta Technologies Inc.
Industrial Science &
Technology Network Inc.
CPFilms Inc.
www.dwmmag.com

Location
DOE Funding Total Value
Milpitas, Calif.
$3,467,541 $5,779,236
Palo Alto, Calif.
$1,429,326 $1,786,656
Santa Clara, Calif.
$1,999,515 $3,999,330
Evergreen, Colo.
$2,169,327 $2,521,257
Midland, Mich.
$2,955,156 $5,910,312
Midland, Mich.
$1,241,120 $1,551,399
West Olive, Mich.
$402,547
$805,095
Faribault, Minn.
$1,633,301 $2,041,627
St. Paul, Minn.
$1,966,611 $3,575,657
Tulsa, Okla.
$1,009,300 $1,261,600
Cranberry Township, Pa. $1,317,819 $2,635,638
Malvern, Pa.
$853,962 $1,912,537
York, Pa.
Fieldale, Va.

$2,005,139
$356,591

$2,709,647
$564,982

>I

DOE to administer the program,
which was designed to increase the
number of R5 windows in the marketplace while also making them
economical.
“We want to make everyone
aware of this window of savings
that is currently available,” added
Bogovich, who described the
process being used to promote the
program as a “boots on the ground
strategy.”
Targeted audiences of the R5
program include homebuilders,
contractors, weatherization agencies, apartment owners and operators, non-profit agencies and state
and local governments.
“A large part of this is regional
workshops,” he explained.
Christian Kohler, who is with the
windows and daylighting research
group of the Lawrence Berkeley
National Laboratory, explained that
one goal of the program is to
reduce carbon emissions, “starting
with buildings.”
“The window is responsible for
15 to 17 percent of energy use,” he
said. “That represents $13 billion a
year in energy costs.”
Graham Parker of Pacific
Northwest Laboratories said his
company has worked with DOE on
the program development and is
looking at raising the structural
performance grade required by the
program, “as suggested by window
vendors and buyers.”
DOE also is considering changing some of the specifications
required of the windows included,
Parker said—for example, the possibility of adding a regional solar
heat gain coefficient to the
program.
❙
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BY IMPERIAL PRODUCTS

High Security Stainless Steel
Three-Point Locking System

10-Year Limited Warranty • Force Resistant
Corrosion Resistant • Euro Cylinder/U.S. Adaptor

1" Dead Bolt Throw
Pull and Twist strike
to reverse handing
Tongue feature

• Complete stainless steel
• Available in 45mm backset.
• 16 mm euro groove.
• 6'-8" and trimable 8'-0” sizes
• Non-handed anti-slam/anti-mishandling feature.

Straight and architectural handsets available
in brushed nickel and oil rubbed bronze finishes.
Brass available as special order only.

• Accepts handle sets with 3.62" (92mm) hole spacing
(center of spindle to cover of key cylinder)

Handle Set Part #200

• Lock tongues work in opposing directions for
maximum security and weatherstrip compression.
• Screw supports prevent face bar from flexing
during installation, encouraging smooth operation.
• SureFit TMTemplate Systems make installation easy.
• Triple Seal astragal is easily converted for MPLS-3.

MikronWood™ is a patented composite material engineered
by Mikron Industries for use in ImperiClad™ Door Systems.
©2009 Homeshield, a Quanex Building Products company. ImperiClad is a trademark of Homeshield.
MikronWood™ and SuperCap™ are trademarks of Mikron LLC, a Quanex Building Products company.
OSI® is a trademark of Henkel Corporation

Handle Set Part #100

451 Industrial Parkway
Richmond, IN 47374
T: 765.966.0322
F: 765.966.2403
www.home-shield.com
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Want to Save a Coo 0 Gra
l $4
nd?
4 Companies Find Out How
Many companies talk about saving money and being green, but don’t always translate talking into doing. DWM/SHELTER talked to four different companies who will
save at least $40,000 in utility costs through significant improvements made in their
facilities. While all used different strategies, all experienced significant savings. So no
matter what your business, if you have a manufacturing facility where you’re spending thousands of energy costs, learn what others have done to make improvements.

1

Thermal Industries

(a Division of Atrium)

Pittsburgh, Pa.
What they did: Replaced all plant lighting
Estimated annual savings: $50,000 (650,000 kilowatt hours)

T

Tips for Your Plant
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Thermal Windows vice president
of operations Todd Rascoe has some
advice to offer other companies
considering electrical savings upon
his recent experience:
• Know your consumption of
electricity;
• Learn about state grants
available;
• Be patient when it comes to
working with utility companies.
“It is an arduous process, but
well worth it,” he says; and
• Constantly evaluate your factory.
“The factory changes
continuously so always look at
this (factory layout, i.e.,
placement of thermostats) during
your continuous improvement
process,” says Rascoe.
www.dwmmag.com

year. Yet cost wasn’t the main driver when the company started
researching new lighting for its
165,000-square-foot manufacturing facility. (Thermal's parent company, Atrium, did file for bankruptcy in January of this year, restructured its balance sheet and
reached an agreement with its

lenders to reduce its outstanding
debt by more than $350 million; or
more than 50 percent of its existing
debt. However, Rascoe says the
lighting improvements is not a
bankruptcy matter and was part of
the company's long-range planning process since early 2008.)
The 1950s block construction
building had fluorescent task lighting and says the company wanted
to make an improvement from the
lighting that placed a yellow cast
with more updated lighting with
brighter white light.
Photo courtesy of Thermal Industries.

odd Rascoe, vice president
of operations at Thermal
Industries, is thrilled with the
estimated $40,000-50,000 the company will save in energy costs this

by Tara Taffera

Thermal Industries will save nearly $50,000 this year due to the installation of
new lighting.
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Reaping Rebate Rewards
The monthly cost savings from plant improvements is worth the investment
itself, but to make this scenario even more attractive many energy companies
also offer grants to its commercial customers. Take the time to research what
your utility offers, and here is a look at a few programs of which DWM/SHELTER
magazine readers took advantage.
Allegheny Power, Utility Provider to Thermal Industries
Allegheny Power offers Watt Watchers for its commercial customers, a commercial and industrial rebate program for its Pennsylvania customers.
According to the organization’s website, the law (Act 129) requires utilities
to develop cost-effective plans to reduce electricity consumption by 1 percent
by 2011, and by 3 percent by 2013. Additionally, the Act requires a 4.5 percent
reduction in peak demand by 2013.
In response, Allegheny proposed and received approval for energy efficiency programs for residential, commercial and industrial customers.
Act 129 calls for the programs to be funded through customer rates.
Customers who take advantage of one or more of the new programs have the
opportunity to offset that amount and save much more over the years.
“All employees now have a much
easier time looking at their work on
the plant floor,” says Rascoe, who
adds that less concentration is
required when employees can see
more clearly.
He explains that employees frequently work with shades of mate-

rials that are similar so now the
varying shades stand out to the
plant worker.
“They are saying their jobs are
easier and the quality of work has
improved,” he adds.
Thermal Industries completed
the lighting transformation in May

2

2010. The installation took about
six weeks to install 1,000 fixtures,
and was all done on off shifts.
Rascoe says the new lighting
offers a 50 percent reduction in
energy costs. The company also
reduced the total number of lighting
fixtures in the building as the general plant lighting provided effective
light without the need for additional
task lights. This is huge, particularly
given the fact that Pennsylvania will
experience a 30 percent rate
increase in power costs in 2011.
Thermal’s utility provider, Allegheny
Power, encourages its commercial
customers to decrease their energy
usage. And, as an added bonus,
Thermal received a $40,000 state
grant to aid in the undertaking of
this project (see box at left).
continued on page 28

Sunset Moulding

Chico, Calif., Facility
What they did: Installed ground mount
tracking solar electric system.
Estimated annual savings: Will stabilize energy
costs and will produce more than one million kilowatt-hour of energy annually.

n an effort to provide predictable energy costs at its
Chico, Calif., facility, Sunset
Moulding Co. recently completed
the installation of a 565kW singleaxis ground mount tracking solar
electric system. The project was
financed, constructed and operated by Pacific Power Management
while Sunset Moulding Co. has
agreed to purchase the solar electricity through a long-term power

I

purchase agreement (PPA).
With rapidly rising energy costs,
the solar installation will help stabilize the power costs for manufacturing at this site, according to the
company. The system will produce
more than one million kWh of
energy annually while reducing the
company’s carbon footprint by displacing more than 96 million
pounds of carbon dioxide and provide enough power to supply 7,973

homes over a 25-year period.
“Pacific Power made it easy for
us to make the decision to go solar.
We wanted to be as green as possible for our environment while still
being prudent with capital expenditures,” says John A. Morrison,
CEO of Sunset Moulding. “By entering into a PPA with Pacific Power we
were able to accomplish both of
these objectives and have the
added advantage of stabilizing and
reducing our energy cost[s].”
The company is headquartered
in Yuba City, Calif., and operates
three manufacturing sites.
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Amesbury Group

Textile Facility, Statesville, N.C.
What they did: Completed a compressed air reduction project
and changed plant lighting.
Estimated annual savings: $41,000 annual electricity cost savings in the
extrusion department and $32,000 in lighting improvements.

ecently the Amesbury Group’s
Textile Facility, part of its
Sealing Solutions Division,
completed a compressed air reduction project that will yield a $41,000
annual electricity cost savings in its
extrusion department.
The process began when Joe
Henry, engineering manager at
Amesbury Textile in Statesville, N.C.,
was appointed as the green corporate
coordinator for Amesbury Group’s
manufacturing plants located in
Massachusetts, New York, North
Carolina, Minnesota, South Dakota,
California and Juarez, Mexico.
“We wanted to know what we
could do to make our products
greener, make the environment
greener, and save energy at our
facilities,” says Henry. “Energy,
solid waste and recyclability are our
three major initiatives at every
facility nationwide.”
A review of the textile facility in
North Carolina revealed a huge
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Advice on
Compressed Air
Going through the process himself, Henry offers an important tip.
Record a lot of data. This is
imperative to make sure this makes
sense for your facility. A lot of people don’t realize how much air
costs. Look at what you are consuming and spending on air compressors and what the payback
would be.
www.dwmmag.com

>I

energy drain from the use of
compressed air in the blowoff and drying of plastic
extrusion window insert.
The production process
involves running hot plastic
through a die to create the
desired profile, then extruding it into a quench bath for
cooling. The product was Amesbury plans to implement a compressed air
then dried by the plant’s reduction project in all 10 of its facilities.
100hp air compressor with
its nozzles configured to provide 20 percent, and we are [saving] more
360-degree air coverage over the than that. Management is very excited about the energy savings.”
thin, grooved extrusion.
Soon, the solution will replace
“The compressed air worked, but
required nearly three quarters of compressed air at all of Amesbury
our total plant air consumption for Group’s ten facilities, starting with
Bandlock in Ontario, Calif.
just these extruders,” says Henry.
Amesbury didn’t just save money
That led him to search for alternatives to compressed air, and ulti- through the compressed air projmately to Sonic Air Systems Inc. ect. It also replaced all of its 400
based in Brea, Calif. Sonic designs watt high pressure sodium and
and manufactures high-velocity air metal hay lights to 135 watt T8 fluoblower and air knife systems for a rescent lights. That saved the company another $32,000 at its
variety of industries.
“We did an ROI analysis, and Sonic Statesville facility and the company
did their analysis, then we compared also will make this change at all of
the results. We wanted to make sure its facilities as well.
Henry says the lighting especialwe were very close to each other’s
ly is something many manufacturestimates. We were,” says Henry.
“The system will pay for itself in ing facilities can implement.
“Customers often ask us about
a little over one year,” he says.
“That’s a 76 percent savings in our green initiatives and we always
energy costs by switching from talk about our lighting and blower
compressed air to blown air. This is project,” says Henry. “It absolutely
something we can take to every one gets them thinking about their own
facilities. The lighting is almost a
of our facilities that extrudes.”
“Energy and cost savings were no brainer.”
number one,” adds Henry. “I went
into this thing to reduce energy by
continued on page 30
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PGT Industries

N. Venice, Fla.
What they did: Replaced facility roofing and
lighting and installed a cumulative air compressor.
Estimated annual savings: $324,000

hen
PGT
Industries
recently made several
energy-efficient enhancements in its plant in N. Venice, Fla.,
facility, the results were significant.
David McCutcheon, vice president of
the company’s Florida operations,
says PGT has saved 7.5 percent in
annual energy costs by implementing several new projects in its
plants—a total of $324,00, after an
investment of about $2.3 million.
“Probably the most significant
thing we’ve done is install an insulated solar-reflective roofing material on our 400,000-square-foot
door/window plant and our 80,000square-foot glass plant, both in
North Venice, Fla.,” he says. “This
has cut our air conditioning costs
by as much as 50 percent in the hot
Florida summer months. We also
received a six-figure utility credit
for the roofing improvement.”
The roof, which cost approximately $2 million, is covered with a
water-resistant membrane that is

W

PGT says it is saving 7.5 percent
in energy costs. Here’s a look at
how it all breaks down.
designed for better protection in the
company’s hurricane-prone climate.
The company also installed a
high-efficiency, high-capacity air
compressor
that
feeds
the
door/window plant, and added
accumulator tanks that fill when
plant demand is low and are drawn
from when plant demand is high.
“This reduces the load on our
plant air compressors resulting in
better efficiency and lower energy
usage,” says McCutcheon.
McCutcheon says the air compressor cost approximately $103,000,
resulting in an annual savings of
$30,000.
The company has also made other
significant improvements including:
• Replacing its metal halide highbay light fixtures with high-efficiency T5 lighting. The project
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PGT’s new air compressor will result in a $30,000 annual savings.
www.dwmmag.com

Roof – 70%
($210,000)

By the Numbers
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Air Compressor – 10%
($30,000)
Lighting – 15%
($20,000)
Non-contact Infrared
Thermometer – 3%
($10,000)
R5 Windows – 3%
($9,000)

cost $48,000, resulting in savings
of $20,000.
• Installation of a cooling tower
that re-circulates water through
or glass laminating autoclaves.
The cooling tower project cost
$145,000—but saves the company approximately $45,000 annually in energy costs.
• Purchase a non-contact infrared
thermometer. “It’s like a laser
gun that one can point at electrical busways, control panels,
switch gears, motors, etc. and it
tells you if there are hot spots,”
says McCutcheon. “These hot
spots could mean you have
phase issues or other problems
with your electricity which can
lead to overheating and costly
repairs. We use the gun for early
detection, and that saves energy.”
Though the thermometer cost
$10,000—it actually is saving the
company that much annually.
• Installed its own R5 windows in
the clean rooms in its facilities.
Though the installation of the
windows cost approximately
$20,000, PGT says the R5 windows are saving it approximately
$9,000 annually in energy costs.
McCutcheon says PGT is definitely pleased with the end result of
all these improvements.
“We’re saving a significant
amount of money and the investment will pay for itself over the next
few years,” he says.
❙
Tara Taffera is the editor/publisher of
DWM/SHELTER magazine.
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Natural Solution for rot-free door systems

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

Guaranteed for life against
rot, decay, & insect damage

Door Jambs

s Superior paint & stain
adhesion
Mull Casing

s Superior construction for
long-lasting durability

Mull Posts

s Superior economy –
It’s a great value

Timbers

Colllecti
Collection

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

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

s #HERRY
s -APLE
s +NOTTY !LDER
800.530.9211 | www.gmcompanies.com
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The
Game
Changer
Could Sports Marketing Help Elevate
Your Company to the Next Level?
by Tara Taffera
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hen Ameritech Construction and Jeld-Wen Windows and Doors advertise
during Washington Nationals baseball games they can reach up to
25,000 fans. When Four Seasons Sunrooms advertises at New York Islanders hockey games they can reach
up to 16,000 fans. Some door and
window dealers advertise not just at
National Hockey League games or
Major League Baseball games but
minor league sports as well.
Is sports advertising, whether
it’s a booth at a game, or a sponsorship with a national team,
worth the cost? Some say it’s worth
the expense while others have

W

www.dwmmag.com

tried it and then decided to stay
with more traditional advertising
vehicles. If you have considered
this type of marketing, read on for
some valuable insights into this
unique form of marketing and
advertising.

Going to the Majors
The website for Ameritech
Construction lists the company as
a
proud
sponsor
of
the
Washington Nationals baseball
team. Sitting in the stands at these
2010 games you can see ads for
both Ameritech and Jeld-Wen
Windows and Doors.
Ameritech has a served as a
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Some window companies have spent money on Major League Baseball
advertising with mixed results.

Some have tried this
avenue in the past
and have found the
ROI not as good as
other avenues such as
direct mail, Internet
and the like.
—Garrett Maurer,
Amerimax Building
Products

sponsor of the Nationals for the
past few years. Owner Gary Lancz
explains that the company frequently mixes it up when it comes
to how they spend their money
with the team each year. From permanent signage in the stadium, to
program advertising, Lancz says as
long as the company keeps its
name out there at the games it is
worth the expense.
“We’ve spent more than $60,000
in any given year,” he says.
This year that money is going
toward an ad for one inning during
each home game on the outfield
wall.
Lancz says he went with the
Nationals because they “were the
new hot team.”
He also says he chose baseball over say hockey or basketball simply due to the
amount of games, thus
more ways to reach a
potential window buyer.
“They have twice as
many games and a
longer season [than
other sports],” says
Lancz.

Going to the Minors
When
American
Home
Improvements in Knoxville, Tenn.,
decided to advertise with a minor
league hockey team, the Knoxville
Ice Bears, the idea started when a
few employees broached it to the
owner Mark Sims.
“Some of the employees were
hockey fans and the team was having a championship season, so the
employees talked about doing banners at the game,” says Sims.
Once Sims looked into it, he was
told the company could get a lot
more creative. The company’s
advertising during the 2008 championship game included a booth at
the entrance gate, sponsorship of
the championship ring and intermission advertising.
But the most exciting and innovative idea came when the company was told it could take to the ice
during intermission. Sims, along
with a few Ice Bears cheerleaders,
sat behind the goal while a hockey
player took shots at a Gorell window
installed with Armor Max Plus Glass
“They were unable to break the
glass,” says Sims, “and this was a

great way to feature our product.”
So how effective was the event?
“We definitely got some buzz
and we were able to expose the
brand to 3,000 to 4,000 people on
the minor league circuit,” says
Sims.

Taking it to the
Next Level (NHL)
Some window companies also
have advertised at National Hockey
League games.
Four Seasons Sunrooms, based
in Holbrook, N.Y., has found some
success advertising with the New
York Islanders. At the end of the
2009 season, the company looked
at what did and didn’t work and
changed its approach slightly for
the next season. The company says
it will evaluate again what, if anything, it will do for 2010-2011
Islanders.
Four Seasons is somewhat
unique in that while it has dealers
across the country, it also has seven
stand-alone retail locations run
through its retail division.
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The Game Changer continued from page 35
Richard Harris, director of retail
marketing, says that Islander
advertising (as well as that done
with minor league baseball teams
including the Durham Bulls in
Raleigh, N.C., and the Long Island
Ducks), is designed to help those
retail stores.
Harris says that, for the past few
years, Four Seasons has served as
an NHL draft partner so it hosts
various events on draft day at the
arena.
While advertising during the
past two hockey seasons, the company took different approaches. In
2008-2009, Four Seasons opted for
a sponsorship, which included signage at games, scoreboard ads,
player appearances at its local
showroom, giveaways, as well as a
booth at all 12 of the team’s home
games.
“Our name was all over the
place,” says Harris. “But at the end
of that season we made the strategic decision that the approach was-

n’t exactly what we were looking for.
We are now looking to generate
more appointments.”
The company’s strategy was fairly straight-forward: “Let’s go where
the people are,” says Harris.

Going to the People
To that end, in the 2009-2010
season, Four Seasons opted for a
booth at every single game. The
company offered raffles and gave
away items such as signed sticks,
autographs and even two seats in a
box suite for one game. But still,
Harris concedes that while people
may not be willing to make an
appointment at a game, they focus
on getting names and numbers so
they can follow up at a later date.
“People are going to watch a
hockey game,” says Harris. “They’re
not going to find out about windows or sunrooms. They’re looking
to buy a hot dog and soda.”
He does add, though, that Four
Seasons has a slight advantage over

Shown here is the former home of the Washington
Nationals, RFK Stadium. They have a new home and
Ameritech Construction has served as a sponsor of the
team for the past few years.

other companies who have a presence at games in that the company’s products are “extremely photogenic and generate interest.”
Other companies are a bit more
skeptical about the effectiveness of
setting up a booth at major sporting events.
“You don’t make the sale then—
it’s not like a home show,” says
Sims. “You can get them thinking
about it, but it’s hard to get an
appointment. If you try to pin them
down too much, you take the fun
out of it.”

Too Much Fun?
Power Windows and Siding,
which serves Pennsylvania, New
Jersey, Delaware and Maryland,
used to take booths quite regularly
at various sporting events, including Philadelphia Eagles, 76ers and
Flyers games. Corey Schiller, chief
marketing officer, said his company
discovered sometimes they find
people are having too much fun to
think about windows.
“In general, we’ve moved away
from it. Sporting events and concerts generally put people in a different frame of mind, and we’ve
found the results to be underwhelming,” he says.

Balancing Costs with Leads
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It is very difficult to track but when you
are a sponsor of a major sporting
organization it lends credibility and it
does contribute to additional business.
—Gary Lancz, Ameritech Construction

When it comes to any form of
advertising, a company wants to be
able to prove that its money was
well-spent. It may be difficult to do
this with many forms of media, but
many say it is especially difficult
with this type of sports advertising.
And as Harris points out, a national
hockey team with higher attendance doesn’t always translate into
a higher number of leads.
For example, from October to
August, Harris says Four Seasons
set up 50 appointments that could
be tracked back to the company’s
continued on page 38
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The Game Changer continued from page 36
participation at Islanders games.
But the company also has done
similar sponsorships with minor
league baseball teams.
“Over a similar amount of time
we attribute 30 appointments to
our participation in sponsorships
with the Long Island Ducks,” he

Four Seasons Sunrooms does a significant amount of
advertising with the New York Islanders. They recently served
as its NHL draft partner and hosted various events on draft
day at the Nissan Coliseum.

Let’s go where the people are.
—Richard Harris, Four Seasons Sunrooms
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says. “Because it’s a small venue
and a local team, it’s proven more
cost-effective to be with the Ducks
than with the Islanders.”
Sims estimates that he paid
approximately $7,000 for the
Knoxville Ice Bears one-time
advertising.
“We did end up with some window sales,” says Sims. “But $15,000
in sales for a $7,000 investment—
that’s a terrible ratio.”
Overall,
American
Home
Improvements has a $600,000
annual marketing budget.
“We’re trying to do $5 million in
business and we track everything to
the ad ratio,” says Sims. “In general
you want an ad ratio of less than 15
percent.”
Sims’ company has also participated in similar events during
games for Knoxville’s minor league
baseball team, the Tennessee
Smokies.
“We had players throw baseballs
at the window, and we also threw
out the first pitch and that cost
around $1,500 to $2,000,” he says.
He points out that his company
also offers siding, decks, etc., so in
that respect the company has more
than one opportunity to generate a
sale.
But for companies who are
focused on the return on investment (ROI), this type of advertising
may not be the best strategy.
“We don’t have a single retrofit
www.dwmmag.com

dealer that uses sports marketing
as part of their advertising campaigns,” says Garret Maurer, general manager for Amerimax Windows
and Doors.
“Some have tried this avenue in
the past and have found the ROI
not as good as other avenues such
as direct mail, Internet and the like.
One of our large dealers in
Southern California tried a limited
campaign with a Major League
Baseball team and only participated for a limited time,” he adds.
But for Ameritech, Lancz stands
behind the power of sponsoring a
Major League Baseball team.
“It is very difficult to track but
when you are a sponsor of a major
sporting organization it lends credibility and it does contribute to
additional business,” he says.

Fielding your Options
Though Schiller says Power
Windows is moving away from
advertising at sporting venues, he
does say that these events can produce leads.
“If managed properly, with the
events chosen carefully, and a well
trained demonstrator, it can produce leads,” he says. “And, depend-

>I

ing on the expense (which can be
considerable for this type of exposure) it also can be profitable. But it
has to be looked at and managed
very closely. For us, I felt our efforts
had a higher return focused on
other things.”
And in the case of Four Seasons,
it sometimes takes trial and error to
find the right fit in this arena.
“We decided to not do things
where couldn’t talk with the customer face-to-face,” says Harris.
“But we’re realizing that maybe we
should be somewhere in middle.
For example, maybe we shouldn’t
have foregone all scoreboard advertising. We went too far the other
way when we should have found a
more happy medium. We may
absolutely do that for next year.”
But sports marketing and advertising, whatever the method, may
not be for every company.
“It depends on how many products you offer, how much territory
you cover [and other factors],” says
Sims. “You have to filter out the
leads and check your numbers. For
example you may reach 5,000 fans
but only 1,000 are homeowners.”
Hopefully, in the end you end up
with a winning combination.
❙
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P. H . T EC H P R E S E N T S A N E W WAY
TO OFFER ALUMINUM ON PVC CORE!
PVC window & door manufacturers and retailers will love P. H. Tech’s new offer: a stunning
aluminum finish on high-performance PVC core that only requires small changes to the production
line and very little training.
It’s a dream come true for architects, contractors and homeowners who appreciate the energy
efficiency of PVC, but also the aesthetic qualities of aluminum. Available in a choice of classic and
trend-right colors, P. H. Tech’s new PVC/aluminum hybrid products will attract a whole new category
of customers as well as create opportunities for institutional and light commercial projects.

SEE US AT GLASSBUILD AMERICA
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SHOWTIME
A Sneak Peek at What’s Being Featured at This Year’s Las Vegas Show
Schedule at a Glance
Tuesday, September 14
10 a.m. – 5 p.m.
Wednesday, September 15
10 a.m. – 5 p.m.
Thursday, September 16
9 a.m. – 3 p.m.
Visit www.glassbuildamerica.com for
more information about the show.

MACHINERY
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BOOTH #2551:
Erdman Automation to
Present New Products
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This
year
Erdman
Automation of Princeton,
Minn., will present a variety
of new insulating glass
equipment including the
Erdman® fixed head IG secondary sealer, IG spacer
applicator, 6000 series IG
secondary sealer and hand
assist glazer/back bedder.
The fixed head IG secondary sealer features a
stationary sealant application system on the product

40
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any exhibitors will be launching brand-new products and promoting their current wares at the upcoming GlassBuild America Show
in Las Vegas. The event will be held September 14-16 at the Las
Vegas Convention Center.
Whether or not you’re headed to the show this year, you still might be
looking for a new tool, machine or option to offer, so DWM magazine has
compiled an overview of what’s going to be on display. Read on for a sampling of these products.
And, if you’re at the show, please be sure to stop by Booth #1252 and
say hello to the DWM staff. Also, please be sure to follow us on Twitter
(@dwmmag) for the latest information from the show floor.

M

giving operators the ability to
apply a professional, high-quality,
consistent secondary seal to insulating glass units.

>I

The product is available to dispense hot, cold and two-part
sealants and can be configured for
dual- and triple-pane units. Custom
models and sizes are available.
The hand assist glazing table
offers a servo-control system to
provide a consistent diameter bead
of sealant to products at speeds up
to 30 inches a second, according to
the manufacturer. Hand-assists are
available to perform hot, cold
or two-part glazing and can
be set up for bead sizes from
.060 inches up to .50 inches in
diameter, according to the
manufacturer.
❙❙➤ www.erdmanautomation.com
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BOOTH #2252:
Nordson Corp.’s VersaDrum®
Dispenses Adhesives
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HANDLING EQUIPMENT

BOOTH #1765: Motorize Your Inventory System with Bromer
Bromer has created a motorized storage solution and inventory system that
moves existing returnable steel racks via a
motorized shuttle and control panel. The
system can integrate with a manufacturer’s cutting line or optimization system,
and can help save both labor costs and
floor space, according to the company.

VersaDrum bulk melters from
Nordson in Duluth, Ga., deliver consistent dispensing of traditional and

❙❙➤ www.bromerinc.com

reactive adhesives and sealants for a
variety of fenestration applications,
including insulating glass sealing,
according to the company. Featuring
hydraulic passages designed to eliminate dead spaces, the product’s bulk
melters are suitable for use with
reactive materials, such as moisturecure polyurethanes.
❙❙➤ www.nordson.com

SPACERS

BOOTH 1929: Edgetech
I.G.’s New Practices
Edgetech I.G. in Cambridge,
Ohio will provide interactive
demonstrations during the show
for a variety of areas including
quality assurance, specialized
equipment solutions, technical
service, creative marketing support
and high-performance products.
High-performance products to be
featured include its Super Spacer®
warm-edge spacer systems; test
equipment powered by EDTM,
including glass, window and film test

equipment; Gasglass and Spyglass
technology for non-invasive gas-fill
measurements and glass analysis;
IntelliClip® muntin end clips,
including the newly added warmedge clips designed by S.I.L. Plastic;
SustainaBLOCK™ setting blocks; EZ RAD™ grid placement table for
simplified grid patterns in shaped
glass; Form8tor® vinyl profile bending, designed to allow multiple
bends to be produced simultaneously; and Lauren Manufacturing’s
custom-engineered weatherstripping and seals.
❙❙➤ www.edgetech360.com

BOOTH #1229:
Truseal Envirosealed
Windows™ Highlight
Energy-Efficient Windows
Truseal Technologies Inc., a
Quanex Building Products company
based in Solon, Ohio, will highlight its
Envirosealed Windows™ program
and will showcase the program’s latest developments, including new
options for producing high-performance Envirosealed Windows.
The Envirosealed Windows campaign is designed to simplify environmental and energy savings messaging for window manufacturers
and dealers by highlighting the
thermal efficiency benefits of the
company’s spacer systems.
Program
participants
can

Visit DWM in Booth #1252
Come visit the staff of DWM/SHELTER magazine in booth #1252 while you’re in
Vegas. It’s the place to get information on the show’s happenings—and share your
news with your colleagues at home via the DWM Newscasts. If you can’t make it
to the event, visit www.dwmmag.com for updates from the trade show floor.

address the growing demand for
green products through educational tools such as literature, point-ofsale pieces and a dedicated website.
Through the program, Truseal says
it can help manufacturers choose
from a variety of pre-certified component packages that yield windows
exceeding current tax credit requirements, as well as future ENERGY STAR®
standards proposed for 2013.
❙❙➤ www.truseal.com

BOOTH #1021: Technoform
Features Warm-Edge
Spacer, Insulating Strip
Technoform will be featuring its
TGI® warm-edge spacer.
Company officials say
the spacer provides
thermal
performance, condensation
resistance, structural rigidity and aesthetic appeal. The
spacer also is said
to provide high
argon retention,
easy integration
with current insulating glass manufacturing equipment, machine-controlled muntin
locations and corner connectors that
incorporate argon-filling holes.
In addition, the company will
display its Bautec structural insulating strip, which is constructed of
polyamide 6.6 with 25 percent glass
fiber content. Technoform officials
say the insulating strip achieves
low U-values and has a low thermal conductivity rate.
❙❙➤ www.technoform.us
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SHOWTIME
continued from page 41

Organic
Growth
GlasWeld’s G-Force
Helps Manufacturers
Save Time and Money
Booth #1673
When Bend, Ore.-based GlasWeld
first developed its Gforce scratch
removal system in 2005, company executives may not have realized the
growth potential for the product in the
door and window industry and how
some glass manufacturers would be
vital to its success.
Shiloh Spoo, GlasWeld vice president, explains that the company started
selling the equipment to glass companies like Guardian and Cardinal IG, and
trained them on its proper use.
“They started recommending us to
their window manufacturer customers,” says Spoo. “We came to realize
how much of a need there was for not
just a piece of equipment, but a solution [to damaged glass].”

Spoo. “When we go in and do hands-on
training, we look at their manufacturing
and look at the best place to set up the
Gforce. We’re not stopping the whole
production flow to move a piece of glass.”
“It saves us a huge amount of time,”
says Benji Hershberger, field service manager for PGT. The company, with plants in
Florida and North Carolina, began using
scratch removal for the glass in its doors
and windows in 2005. “We have our own
glass plant so we can turn a piece of glass
around quickly. But if you have a laminated unit you have a good amount of
time and labor to remake that unit. So
from a quality control perspective we are
able to buff out a scratch on a piece of
glass in 20 minutes versus the 24 hours it
would take to remake it; we’re going to
choose the former.”

Putting It All on the Line
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Spoo says some manufacturers may
have one to two production lines running while larger companies may have
10 to 12 lines.
“We work with them to develop a
plan to integrate our system into their
production line,” he says.
Why is such a plan—or for that matter, a product of this type—needed?
“The largest cause of glass damage is
handling,” says Spoo.
Whether it’s glass being moved in
the Cardinal facility or being shipped to
the manufacturer and then to a dealer
and ultimately the homeowner, glass
damage may occur.
“We look at the plant scheme [of a
window manufacturer] and help them
figure out how to reduce waste, etc.,” says
www.dwmmag.com

Out in the Field
Scratch removal also is used by the
field service technicians for large companies, including PGT.
Spoo outlines a typical scenario to
illustrate how Gforce may be used to
save companies time and money. A customer with a piece of scratched glass
would call his/her local dealer, who
would then call his/her local rep to
reorder the glass. The dealer then would
de-glaze and re-glaze the window.
“An approach that some more
advanced manufacturers take is, ‘Let’s
equip them with this equipment. That
way if they are on the job they can solve
the problem immediately while saving
valuable time and expense,’” says Spoo.
PGT is one of such manufacturer, and

>I

Michelle Callan, university leader with
PGT, works on training field service reps
on the system. She says that the company has used the system on both its
own production line and in the field for
five years. In fact, today, each of its
field service reps is equipped with
Gforce and is trained at PGT’s facilities.
“PGT has a very proactive program,”
says Spoo. “From a manufacturing perspective that’s a bonus for them as they
will have [fewer] rejects from their
dealers. It’s really about best practices.”
Greg Novak, quality assurance manager at Cardinal Corporation’s laminating plant in Wisconsin, puts it simply.
“We don’t want to be late,” he says.
“More important to us than saving
money is saving time in getting our
product to the customer.”
Novak points out that the company
has a one-day turnaround but sometimes
even one day makes a big difference.
“The advantage is that we don’t have
to run the glass down the line again, then
put it on a truck the next day,” he says.
Although time is of the essence, cost
does come into play.
“We may have a laminated lite that
costs several thousand dollars and you
really want to avoid having to throw it
away because of a simple surface
scratch,” says Novak, who also speaks to
the quality of the scratch removal. “There
is no distortion. It works very well and we
have seen no detrimental effects.”
“You’d be shocked at the amount of
glass some companies throw away,” says
Spoo. “Saving that glass makes us feel
really good at the end of the day.”
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SHOWTIME
continued from page 42
GLASS

BOOTH #1665: Cardinal
Glass Industries Introduces
High-Performance LoE
PROFILES

BOOTH #1835: Royal Group
Inc. Says It’s Advancing Vinyl
Royal Group Inc. officials say the
company’s new building products
are taking cellular technology to new
levels and advancing the value of
vinyl. New

efficiency and durability with a
multi-chamber 4 1⁄2-inch hybrid
frame, according to the company.
The Hybrid Series features a fully
welded PVC interior frame with
integrated ½-inch and ¾-inch drywall return. The exterior frame and
sashes are made of extruded aluminum with mechanical corners.
Triple continuous weather-stripping helps ensure optimal energy
efficiency, according to the company. Its PVC sashes are fully welded
and are adapted for a ¾-, 7⁄8-, 1- or1
1
⁄4-inch insulating glass unit.
❙❙➤ www.royalbuildingproducts.com

Cardinal CG Co. of Minneapolis has
a new high-performance, energy-efficient coated glass called LoE-i81™.
This product was developed using
sputter-coating technology and is
applied on the interior lite of an insulating glass (IG) unit, or on the number-four surface of a double-pane
window. When coupled with LoE3366® glass and argon fill in a doublepane IG unit, company officials say the
center of the glass can achieve a Ufactor of 0.20. With a visible light
transmittance of 81 percent, LoE-i81 is
virtually clear with no haze to mar the
view, according to the company.
❙❙➤ www.cardinalcorp.com

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

44

Royal
S4S Trimboard™
offers a smooth, four-sided finished edge for builders and remodelers, eliminating the open-cell edges
of traditional trim boards, according
to the company.
Royal’s True Square™, Stay
Clean™ edges also combine with
the Poly Select® surface which the
company says offers durability.
Royal S4S Trimboard offers many
options and is available in three standard thicknesses: 5⁄8-, ¾- and 1-inch.
Five standard widths range from 4 to
12 inches. Board length is 18 feet and
custom lengths also are available.
The new Hybrid Series Window
Profiles deliver both environmental

Booth #1221: Access New
Market Sectors with PVCAlu Products from PH Tech
PH Tech has
introduced
its
PVC-Alu window
with PVC core,
available with a
colored
aluminum cladding.
The sash cladding
for casement windows also can be
used to clad the
frames of hung
windows, and the
hung
window
frame extensions
can be used to
make panoramic windows.
❙❙➤ www.phtech.com

SOFTWARE

BOOTH #939: WTS Paradigm
Offers CenterPoint with
Base Camp Functionality
WTS Paradigm of Middleton,
Wis., says its CenterPoint system
generates quick, accurate, professional-looking quotes for your customers and automates all order
entry processes. It also acts as the
central repository for cataloging

TOOLS

BOOTH #1464: EDTM Highlights Its Glass-Chek Pro
EDTM in Toledo, Ohio, will highlight the new GC3000 Glass-Chek PRO
instrument. This new digital instrument measures the glass and air space thickness of single-, double- and now triple-pane windows from a single side. This
new technology offers numerous improvements and features over the company’s previous offering, including applications involving tinted glass, new lowE coatings, triple panes and suspended film, according to the company.
The product is available in six different languages.
❙❙➤ www.edtm.com
www.dwmmag.com

options and pricing for your product knowledge. Its configuration
technology lets customers store all
product pricing and options,
including to-scale drawings of each
door or window.
❙❙➤ www.wtsparadigm.com
continued on page 46
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Layout
Table

Notcher

s

Automa

tic Mun

Equipment
· Muntin Notching
· Spacer/Muntin Saw
· Spacer/Muntin Bender
· Gass Filing Equipment
· Computerized Notcher
· Weather Stripping
Machines
· Extrusion Saw
· Computerized Gauge Bar
· Contour Equipment

EQUIPMENT & SUPPLY COMPANY

BOOTH #2055:
FeneTech Launches FeneVision ERP Version 7

tin Mach

ine

Supplies
· Gas Filing Rivets and
Plugs
· Glazing Tapes
· Setting Blocks
· Breather Tubes
· Foam Jam Liner
8411 Ronda Drive
Canton, MI 48187
Tel. (734) 459-5870
Fax (734) 459-9837
E-mail: sales@mckeeganequip.com
Website: www.mckeeganequip.com

Aurora, Ohio-based FeneTech Inc. will launch version 7 of its FeneVision ERP. Version 7 was designed
in accordance with the Microsoft Windows 7 operating system and expanded with the following additional functionalities: new production scheduling
and auto-batching, business intelligence (BI),
enhanced capacity planning and contractor-todealer online ordering tools, as part of the
FeneVision Web Center.
The newly integrated BI is a Microsoft SSRS version of the FeneVision Information Center, which
allows for integration into Microsoft Office products.
Users can retrieve and analyze internal and external
business data to support better decision-making,
according to the company. The system is fully integrated and based on a single centralized database
from Microsoft (SQL Server 2008). It also uses a
dynamic and unlimited bill of material system,

SEE US AT GLASSBUILD AMERICA

continued on page 48

Looking for
Solutions to Your
Glass Issues?

Call GlasWeld.
We’ve got answers!
GlasWeld provides more
than the best tools, training
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and support. We create
solutions unique to your glass
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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
0 0 . 3 21. 2 5 9 7

www.dwmmag.com

|

www.glasweld.com
w w w.
w g l a s w e l d.
d com
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Do it once... Do it right... Never go back to wood!®

Royal Never Rot® Mouldings and Royal S4S Trimboard™ provide
the beneﬁts of wood with none of the drawbacks. Manufactured to
strict speciﬁcations, our mouldings and trim are easily installed with
standard woodworking tools. Royal features the largest selection of
100% Cellular Vinyl PVC® mouldings and trim in the industry, so you’re
sure to ﬁnd the right choice for your job.
For the best material that will lead to fewer callbacks, the choice is
simple. The choice is Royal.
Features and Beneﬁts:
•

Lifetime Never Rot® Warranty

•

Low Maintenance

•

Moisture and Termite Proof Material

•

Does Not Promote Mold or Mildew

•

Ready to Install

•

Nails and Screws
Better than Wood

•

High Energy Efﬁciency –
70% Better Insulator
than Wood

Royal S4S Trimboard™ is reversible and
features innovative Stay Clean™ edges,
eliminating edge cut dirt.

800.368.3117
www.royalbuildingproducts.com
© Royal Group 2010

Moulding • Trimboard • Decking
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allowing the user to configure any
type of product, no matter the
complexity, providing an open
architecture with endless flexibility.
❙❙➤ www.fenetech.com

Booth #1973: 360
Innovations Goes Custom
360 Innovations will feature its
CustomBuilt360, which the company describes as a one of a kind

Adhesives
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Phone:
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info@weiss-usa.com
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SEE US AT GLASSBUILD AMERICA
48

www.dwmmag.com

HARDWARE

BOOTH #1529:
Truth’s New Systems
Truth Hardware’s new Sentry
multi-point hinged patio door
hardware system combines flexi-

COSMOFEN
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product configurator to produce
accurate quotes and calculate
reliable estimates. The company
adds that the product is a guided
selling solution that integrates all
manufacturer products with business specific rules, promotions,
price lists in real-time, and with
real life graphic configuration
renders to improve customers'
quote to cash cycle. The software
now includes a web configurator
module to generate leads and
increase sales.
❙❙➤ www.360-innovations.com

BONDING C
CORNER
ORNER ANGLES
(INJECTIO
ON M
E THOD)
(INJECTION
METHOD)

PVC-ADHESIVES
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C-ADHESIVES

*!"6"&00
*!"6
"
"&00

>I

bility and security, and features a
90-degree thumb turn located
above the handle, high-performance adjustable hinges and
multiple handle designs. The system also is designed to adapt to
your current door system.
The company also is introducing the Push-Out hardware system, which includes a full line of
hinges, locks and related pushout hardware designed for timber, frame, log and craftsmanstyle homes.
❙❙➤ www.truth.com
continued on page 50
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www.renolit.com

Relax with
RENOLIT EXOFOL FX.
And a 10 year
warranty for
your projects.

If you are building for the future you need a surface
that’s ahead of its time. RENOLIT EXOFOL FX.
Discover a new kind of exterior film. RENOLIT EXOFOL FX gives amazing longevity to exterior building components
– thereby supporting sustainable construction. With its extremely high weather and UV resistance, RENOLIT
EXOFOL FX can handle any climate, and the film maintains its colour intensity throughout its lifespan. On the
other hand dirt and graffiti don’t have a future: they can be removed effortlessly. Performance like this also opens
up new opportunities in terms of confidence. With a 10 year warranty for the U.S. and Canada, you can be sure
that you’re on the safe side for all your future projects.
The RENOLIT EXOFOL brand unites all RENOLIT exterior films.
If you would like more information, simply email us at: exterioramerica@renolit.com

SEE US AT GLASSBUILD AMERICA
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SHOWTIME
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Booth 1229:
Imperial Introduces
New Multi-Point Lock
In an effort to enhance its
PG40+ systems, Imperial Products
has introduced a new multi-point

sion-resistant multi-point locking
system than can be ordered one
unit at a time, according to the
company. The SureFit™ template
system (patent pending) provides
for simple, reliable installations in
fewer than 15 minutes. A MPLS-3
astragal conversion kit provides an
easy way to convert TripleSEAL
astragals into a MPLS-3 compatible astragal in less than five minutes, the company adds.
❙❙➤ www.home-shield.com

Booth #1265: Vision
Makes Locking a “Snap”

locking system, the MPLS-3. The
product is a cost effective corro-

Vision Industries introduces its
latest series of composite cam
locks and keepers which feature a
“snap action” cam and lever made
from high impact composite

materials. Testing results show
performance of the locks exceeded DP-50 using impact resistant
polymer compounds, according to
the company.
❙❙➤ www.visionhardware.com

COATINGS

BOOTH #1273: Renolit
Re-Brands Popular Exterior Foil
Extrusions

Booth #771: Chelsea Offers Variety of New Solutions
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Chelsea Building Products, based in Oakmont, Pa., will
showcase a variety of products, including The
Restoration Pro, one of four R5 solution products.
The company says the product features a multihollow design in the frame and the sash for increased
structural and thermal performance. Homeowners
can choose from 3⁄4 –, 7⁄8- or 1-inch insulating glass.
The wider glass options with the wide glazing legs
easily accommodate simulated divided lites, as well as
grilles and blinds between the glass panes, the company says. The Restoration Pro has also been certified
with a high performance package for impact ratings.
The company will also showcase Therma-Core, a proprietary, scientifically-engineered PVC composite, compounded and extruded as an alternative to metal
reinforcements. Offering the same advantages as
metal reinforcements, but without the constraints of
steel and aluminum, the reinforcement is manufactured
from a highly mineral filled formulation to provide superior thermal properties. The extruded profile virtually fills the cavity, significantly reducing
occurrence of convection within the cavity air space. The reinforcement
delivers a structural rating of R35 on a 40- by 63-inch double-hung window, according to the company.
❙❙➤ www.chelseabuildingproducts.com
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Renolit has replaced its Fast
brand with Exofol FX. The new
brand offers several new designs
and will continue to offer all of the
colors and realistic woodgrain
effects in the former range.
The films are made with a threelayer construction, according to the
company, and the polymethyl
methacrylate (PMMA) base layer
now
includes
Solar
Shield
Technology (SST). SST utilizes
infrared reflective pigments that
reduce heat build.
The two transparent top layers
include a middle layer of PMMA
and top layer of polyvinyl fluoride
film (PVDF). These layers allow IR
rays to pass through while the SST
pigments in the base film reflect
them. The Exofol FX safeguards
against dirt, chemicals and environmental pollutants and also
makes the finish resilient to
abuse, including graffiti, according to the company.
❙❙➤ www.renolit.com
❙
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Introducing...

GLASS

ODL® Prepares for
Severe Weather®
ODL Inc. of Zeeland, Mich., is
now offering an updated line of
Severe Weather door glass, which
company officials say is engineered
to withstand damaging weather
conditions, especially hurricanes.
The updated design is not only aesthetically pleasing, according to the
company, but also is easy to install
and repair. In addition, the door
glass continues to meet all the
impact requirements of the highvelocity hurricane zone, according
to the company.
The product features a highstrength aluminum frame that has
been redesigned in a narrow,
attractive profile with screwplugs
that are flush with the door. The
frame allows the door glass to fit
into a standard door cut-out. The
frame comes in a standard powdercoated white finish or with an
optional tan finish that can be

Glass Guru Offers
Triple-Insulating Units
with Low-E Glass
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Glass Guru
has
begun
offering decorative doorlites, sidelites,
transoms and
windows
with tripleinsulating
low-E glass.
These triple
insulating
decorative
beveled lowE units are
available in
1-, 7⁄8- and ¾-inch thicknesses.
Doorlite frames are available for
all standard IG sizes, according to
the company.
❙❙➤ www.glass-guru.com
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painted or stained.
It does not need a dealer-applied
structural sealant, saving production days spent waiting for the
sealant to cure.
❙❙➤ www.odl.com

RSL Offers Complete Privacy
RSL has introduced a new generation of raise/lower/tilt blinds
between glass
(BBG). Officials
say the BBG
offer improved
features including: total privacy due to the
development of
a 5.4-mm lip
that blocks the
sightline from
the edge of the unit to its slats;
optional low-E glass; smooth magnetic operators for both raise/lower
and tilt functions; lifetime warranty
on glass and frame; and matching
sidelites that also raise, lower and
tilt. Additionally, the company says
the product can help a window
meet .30/.30 requirements without
utilizing a low-E coating.
❙❙➤ www.rslinc.com

DOORS AND WINDOWS

Therma-Tru® Doors
Introduces Three New Doors
Therma-Tru Doors has three
new fiberglass door styles that
company officials say offer architecturally sound details, sophisticated design, energy efficiency and
insulation.
The new Therma-Tru SmoothStar® craftsman-style door features
clean, straightforward lines and is
designed to be both classic and
modern. The Smooth-Star craftsman-style door includes an optional four-block dentil shelf and a
choice of decorative glass options.
The doors are offered in the new
Brookside,
Sedona
Art
and

>I

Saratoga glass designs, plus twolite three-lite, four-lite and clear
low-E glass.
The
company’s
new Fiber-Classic®
Mahogany collection
adds the look and
feel of hardwood,
according to the
company. The FiberClassic Mahogany
Collection doors will
be available in the
new Craftsman style
with new Brookside,
as well as Sedona Art
and Saratoga decorative glass styles.
Therma-Tru also
has a new Retro Patio Door
Collection that was made to offer a
durable hinged patio door that fills
a 5-foot rough opening. These
patio doors are offered in realistic
wood grains or in a smooth finish
to complement any home’s style,
and the fiberglass panels are
designed to resist splitting, cracking, rotting, rust, denting or dinging. The Retro Patio Doors are
available in single-, double- and
triple-hinged sizes, and can be
customized with three screen
sizes—slim, top-hung wide profile
and double door.
❙❙➤ www.thermatru.com

Paint It or Stain It?
MI Offers Both
MI Windows and Doors has
added paintable/stainable options
to its replacement products category. The company has added this as
an option on both its Designer and
CertainTeed Bryn Mawr III lines.
MI offers its products with a pine
finish interior, allowing the homeowner to use interior paint or stain
to customize the finished window
to match their home décor.
continued on page 54
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SIMPLY THE BEST BET YOU CAN MAKE IN A SOFTWARE ERP SOLUTION
JOIN THE HUNDREDS OF FULLY SATISFIED FENEVISION USERS

Discover the incredible power of FeneVision ERP, tailored for glass processing
companies, manufacturers of windows & doors, sunroom and entry door fabricators.
ORDER ENTRY, WEB CENTER, CAPACITY PLANNING, PURCHASING, STOCK, SCHEDULING,
SHOP FLOOR TRACKING, DYNAMIC GLASS CUTTING OPTIMIZATION, CNC CONTROL OF
PRODUCTION LINES AND MUCH MORE
FENETECH INC.
1455 Danner Drive
Aurora, OH 44202, USA
PHONE 330-995-2830
FAX 330-562-8688
www.fenetech.com

FENETECH EUROPE SARL
30 Rue de l’Industrie
8069 Strassen, Luxembourg
PHONE +352 263984
FAX +352 26398455
www.fenetech-europe.com
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Introducing...
CONTINUED

SHELTER PRODUCTS

Ferche Goes Fire-Rated
Ferche Millwork in Rice,
Minn., is manufacturing firerated wood frames with a laminated core. The frames are
certified at 45, 60 and 90 minutes through Intertek Testing
and are available as a flat, ¾inch thick flat jamb with
applied hardwood stop, or, as a
rabbeted frame.
❙❙➤ www.ferche.com

Capital Lumber to Distribute
TYPAR Weather Protection System
Phoenix-based Capital Lumber Co. is now distributing the TYPAR weather protection system, which is comprised of weather-resistant barriers, a variety of flashing options and construction tape. The system is backed by a 10-year limited warranty and was developed and is marketed by Fiberweb Inc. of Old Hickory, Tenn.
Collectively, the system acts as a barrier for wind-driven rain, bulk water and
air that may penetrate exterior cladding. When moisture infiltrates the exterior finish, the TYPAR weather-resistant barrier works in conjunction with the
integrated flashing to guide water back to the exterior. This reduces the risk of
water intrusion that can lead to mold, mildew or other indoor toxins, which can
degrade indoor air quality, according to the company.
❙❙➤ www.capital-lumber.com

Allegheny Plywood Launches New Panels
Pittsburgh-based Allegheny Plywood introduces its line of meta-glaze panels, which are made with tempered hardboard and exterior-grade glue, according to the company. Colors of the stucco finish include dark bronze, white and
silver, and Allegheny offers cut-to-size services.
❙❙➤ www.alleghenyplywood.com
d
o
o
r

Distributors Expand and Add Versatex to Product Lines
National Industrial Lumber Co. has announced the opening of its new distribution and service center facility in Indianapolis. The full-service building
materials distributor offers products from plywoods to specialty sidings, along
with the complete line of PVC trim and sheet products from Versatex.
“NILCO has had a long-standing relationship with Versatex at our other locations,” says Tom Mulligan, NILCO Indiana general manager. “Here in Indiana,
we’ll be introducing dealers and their pro customers to a deeper, broader, more
innovative line of PVC trim than they may have been used to.”
Additionally, iLevel by Weyerhaeuser in Charlotte, N.C., has announced it will
distribute the complete PVC trim and sheet line from Versatex.
“Weyerhaeuser didn’t realize how far we have taken the PVC trim category,”
says Rick Kapres, vice president of sales and marketing for Versatex. “Versatex
made good use of the last few years—adding product innovations and fine-tuning the tolerances—making it easy for a company like Weyerhaeuser to get back
into the category.”
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❙❙➤ www.versatex.com
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Over and over, and over and over.

chelseabuildingproducts.com

If you have questions regarding R-5, Chelsea Building Products
has the answers. For more than 40 years, Chelsea continues to lead

multiple IG thicknesses to increase the U-Value to meet
EnergyStar® requirements without changing product lines.

the industry by consistently introducing innovative window systems
and building materials that meet or exceed tomorrow’s performance
requirements today!

Chelsea’s diversified portfolio of polymer-based extrusions and
compounds offer a broad range of technology-based products
and solutions to many different market sectors. We welcome
the opportunity to leverage our expertise and technical knowledge
to help you develop better performing, more cost-effective,
sustainable products.

Chelsea has four R-5 window platforms that are regarded as the next
generation of thermal performance products: Restoration Pro,
DuraTrust™, TrustGard™, DuraGard XT™ and 6200 Series. These
window platforms are engineered with built-in versatility and
expandability. Each design can accept our patent-pending
Therma-Core to meet the R5 rating and can accommodate

800.4.CHELSEA
A Proud Member of Tressenderlo Group.

SEE US AT GLASSBUILD AMERICA
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Ones to Watch

briefly…
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Industrial Sales Corp. has added Donny K. Dupuis as a sales representative for the territories of Texas, Oklahoma, Western Arkansas
and Western Louisiana … Soft-Lite LLC has hired John Hudnall as the
company’s new regional sales manager for the territory consisting of
Connecticut, New Jersey, eastern New York State, along with New
York City’s five boroughs and Long Island, N.Y. … Gorell Windows &
Doors has two new production supervisors, Ray Sgro and Ron Faught Donny
… Amesbury Group has promoted Glenda Swank to inside sales Dupris
manager, fenestration products, and Leigh Moose to the position of
customer service manager for its Textile location … Soft-Lite LLC has named Mike
Schindler as its new regional sales manager for the territory of Indiana, Kentucky
and Tennessee. Schindler previously was with the Ply Gem Window Group …
Speaking of Ply Gem, the company recently hired Art Steinhafel as senior vice president of sales. In his newly created role, Steinhafel will lead a combined Ply Gem
Windows sales organization, which formerly operated as East and West Coast
groups … St. Cloud Window Inc. (SCW) has contracted Michael Keating as an
independent sales representative. In this role, he is responsible for the
territory containing Illinois and Western Indiana … Bill Cariano has
been appointed as president of Leitz Tooling Systems. Cariano, who
previously was with Stiles Machinery, will oversee the company’s U.S.
and Canadian operations … Crystal
Window & Door Systems has added
two New England sales executives, Bill Cariano
Helen Failla and Paul Cammarota.
Failla will cover the Connecticut and western
Massachusetts markets, while Cammarota will cover
the New Hampshire, Maine, Vermont and northeastHelen Failla Paul
Cammarota ern Massachusetts areas … Wayne Gorell, chairman
and chief executive officer of Gorell Windows &
Doors, has been selected
one of “Pennsylvania’s
Top 100 People” by
Pennsylvania Business
Central. In addition, the
Kevin
Ted
Beryl
Steven
Mumau
Hutchinson Shaffer
Bashista
company has four new
production supervisors,
Kevin Mumau, Ted Hutchinson, Beryl
Shaffer and Steven Bashista, a new
customer service manager, Jeni Adams,
and two new customer service representatives,
Lindsay
Boykin and Bethany
Jeni Adams Lindsay
Bethany
Boykin
Ryan
Ryan. … Weiland Sliding
Doors and Windows has
named Rod Preston as its new director of sales. Preston is responsible for overseeing the ongoing sales and development of Weiland’s
network of independent dealers and sales reps … Bruce Lambert has
joined the Charles G. G. Schmidt & Co. sales team and will now Bruce
Lambert
cover the company’s New England territory …
www.dwmmag.com
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APPOINTMENTS

Truseal President Coppola
Promoted to Senior VP for
Quanex Building Products
Former Truseal president August (Gus) J.
Coppola recently was
promoted to senior
vice president of parent
company
Quanex
Building Products.
Gus J.
In his new role, Coppola
Coppola’s key responsibility will be to serve as the champion
of Quanex’s Project Nexus initiative.
Project Nexus is a sales growth initiative formally launched by Quanex
earlier this year. The initiative calls
for the integration of its Engineered
Products Group (EPG) sales, marketing and product development teams.
Coppola and his EPG team will be
focused on customer needs, and the
team will be bringing more product
solutions to current customers while
reaching out to new customers.
Quanex also announced that
David Marlar was promoted to general manager at Truseal. Marlar will
assume most of Coppola’s former
responsibilities. Pete Donoghue
also was promoted to vice president
of sales – EPG. Donoghue will be
working with Coppola to further
refine the structure of the EPG sales
and marketing organization.

Royal Has New Eastern
Canada Sales Manager
Royal Window and Door Profiles
has promoted Eric Genereux to the
position of sales manager for its
Eastern Canada division. Genereux
previously held the role of product
manager at the company’s patio door plant
within its RoyalPlast
division. Genereux is
now responsible for
overseeing all activities
related to sales of patio
Eric
doors and window sysGenereux
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tems. He also will continue to
assume his current role of product
manager for the patio door division
- Eastern Canada region.

Harvey Names New VP of
Sales and Business
Development
Harvey Industries has named
Mark B. Stevens to the position of
vice president, sales and business
bevelopment. In this position, he
is responsible for enhancing and
driving the performance of the
company’s sales team.
Stevens brings 35 years of experience to Harvey Industries. He
recently served as president of
Stevens & Stevens, a consulting
practice focused on North American
automotive suppliers.

Joseph Machine
Appoints New Director
of Sales and Marketing
Joseph Machine Co. of Dillsburg,
Pa., has announced the
appointment of Rick
Wilson to the position
of director of sales and
marketing. Wilson has
more than 25 years in a
Rick Wilson variety of manufacturing industries. Most of
his experience is in the fenestration
industry where he has focused on
sales and sales management roles.
He will direct all machinery sales
and marketing efforts.

RSL Adds Sales Staff
RSL has hired new sales teams in
the following territories:
• John Moss, Mike Meckley, Pete
Fleming and Mike Montag with
John Moss and Associates
will cover California, Washington,
Oregon,
Alaska,
Wyoming,
Montana and Idaho;
• Craig Hill and Frank Dow with
InterMountain Millwork Sales will
cover Colorado and Utah; and

No Matter What Your Style…
Simplify Your Adhesive
And Sealant Dispensing
Nordson® dispensing solutions improve the
accuracy and repeatability of your adhesive and
sealant dispensing for window and insulated glass
applications. Whether automated, semi-automated
or manual production, Nordson systems help you:
increase throughput
reduce labor and material usage
N improve product quality
N
N

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

©2010 Nordson Corporation
PAA-10-5620

SEE US AT GLASSBUILD AMERICA
• Jim Ganninger and Dan Smith
with
Millwork
Specialists
Midwest will cover Kansas and
Missouri.

Grayson Founds
New Sales Company
Former longtime Amesbury
Group employee Amber Grayson
has founded her own sales and marketing firm, Grayson Group Sales &
Marketing LLC. The company will
work with fenestration and building

material component
suppliers in a variety of
areas including marketing and brand
strategies, business development, cold call
sales and new distrib- Amber
utor development.
Grayson
Grayson Group currently represents MECAL USA, a
JRM
International
Company,
CINOVA LLC and Paramount
Hardware.
❙
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calendar of events

October 9-14, 2010
AMD Show
Sponsored by the Association
of Millwork Distributors.
Charlotte Convention Center.
Charlotte, N.C.
Contact: AMD at 800/786-7274
or visit www.amdweb.com.

November 16-18, 2010
Win-door North America
Sponsored by the Canadian Window and
Door Manufacturers Association (CWDMA).
Metro Toronto Convention Center,
South Building, Hall E.
Contact: Show organizers at 800/282-0003
or visit www.windoorshow.com.

February 24-26, 2011
Fensterbau/Frontale India
Sponsored by NürnbergMesse.
Pragati Maidan Exhibition Centre.
New Delhi, India.
Contact: NürnbergMesse at
+ 49 (0) 9 11 86 06-86 or visit
www.frontale-india.com.

October 10-13, 2010
AAMA National Fall Conference
Sponsored by AAMA.
Hyatt Regency Tamaya.
Santa Ana Pueblo (Albuquerque), N.M.
Contact: AAMA at 847/303-5664
or visit www.aamanet.org.

January 12-15, 2011
International Builders’ Show
Sponsored by the National
Association of Homebuilders (NAHB).
Orange County Convention Center.
Orlando, Fla.
Contact: NAHB at 800/368-5242
or visit www.buildersshow.com.

April 7, 2011
Fenestration Day ‘11
Sponsored by DWM magazine.
Indianapolis Marriott East.
Indianapolis, Ind.
Contact: DWM magazine
at 540/720-5584.

October 11-13, 2010
BHMA Fall Meeting
Sponsored by BHMA.
Desert Springs Resort & Spa.
Palm Desert, Calif.
Contact: BHMA at 212/297-2122
or visit www.buildershardware.com

>I

February 20-23, 2011
AAMA Annual Conference
Sponsored by AAMA.
Loews Coronado Bay Hotel.
Coronado (San Diego), Calif.
Contact: AAMA at 847/303-5664
or visit www.aamanet.org.

March 17-18, 2011
Glass Expo Northeast™ 2011
Sponsored by DWM magazine.
Hyatt Regency Long Island at Wind
Watch Hotel & Golf Club.
Long Island (Hauppauge), N.Y.
Contact: DWM magazine
at 540/720-5584.

❙

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

Help your team get
it right the first time.
ĸ
ĐŝĞŶĐǇ͕ ĂĐĐƵƌĂĐǇ ĂŶĚ ƋƵĂůŝƚǇ ŝƐ
ŬŝŶŐŝŶƚŚĞŵŝůůǁŽƌŬďƵƐŝŶĞƐƐ͘tŝƚŚ
ϯϬ ǇĞĂƌƐ ŽĨ ŝŶĚƵƐƚƌǇ ĨŽĐƵƐ͕ D^ŝ͛Ɛ
ŐŝůŝƚǇ ƐŽŌǁĂƌĞ ŝƐ ŐƵĂƌĂŶƚĞĞĚ ƚŽ
ŚĞůƉ ǇŽƵƌ ƉĞŽƉůĞ ďĞ ŵŽƌĞ Ğĸ
ĐŝĞŶƚ
ĂŶĚƐĞƌǀĞĐƵƐƚŽŵĞƌƐďĞƩĞƌ͘dŽůĞĂƌŶ
ŵŽƌĞ͕ĐĂůůD^ŝĂƚϴϬϬ͘ϯϰϳ͘ϲϳϮϬŽƌ
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GET IT DONE RIGHT.

Run better.
www.dwmmag.com
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Prices Listed Below Are For Advance Registration Only. Deadline For Advance Registration: November 8 @ 6:00 p.m.

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

( )

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

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

Please Print Clearly

Company ___________________________

Name_________________________

Address ___________________________

City________________________________

Prov/State _____________________

Code/Zip __________________________

Email ______________________________

Phone ________________________

Fax ______________________________

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

Automated Testing
Solutions, Inc.
8301 Sunset Rd.
Minneapolis, MN 55432
877/784-1775;
fax: 651/846-6808
www.automated-tests.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

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

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

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

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

>I

Spacers
Edgetech IG Inc.
800 Cochran Ave.
Cambridge, OH 43725
740/439-2338;
fax: 740/439-0121
www.edgetechig.com
Truseal Technologies
6680 Parkland Blvd.
Solon, OH 44139
216/910-5100;
fax: 216/910-1505
www.truseal.com
Insulating Glass
Machinery & Equipment
Bystronic Glass Inc.
13250 E. Smith Road
Suite H
Aurora, CO 80011
720/858-7700
fax: 720/858-7701
salesusa@bystronic-glass.com
GED Integrated Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401;
fax: 330/963-0584
www.gedusa.com
Spacers
Edgetech IG Inc.
800 Cochran Ave.
Cambridge, OH 43725
740/439-2338;
fax: 740/439-0121
www.edgetechig.com.
McKeegan Equip. & Supply
8411 Ronda Drive
Canton, MI 48187
734/459-5870;
fax: 734/459-9837
www.mckeeganequip.com
Mouldings
PVC Profiles
Creative Extrusion &
Technologies
230 Elliot St.
Brockton, MA 02302
508/587-2290
fax: 508/580-0524
www.creativeet.com
sales@creativeet.com
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Software
PMC Software Inc.
Bartles Corner Business Park
8 Bartles Corner Rd., Ste. 11
Flemington, NJ 08822
908/806-7824;
fax: 908/806-3951
www.pmcsoftware.com
ERP Software

Albat + Wirsam
10510 NE Northup Way
Suite 100
Kirkland, WA 98033
800/559-9921
www.a-w.de
carl.maerz@glaston.net
Jobber/Distribution
DMSi Software
17002 Marcy Street
Suite 200
Omaha, NE 68118
402/330-6620 Ext. 142
fax: 402/330-6737
www.dmsi.com
dmsi@dmsi.com
Ponderosa Software
36 Thurber Blvd.
Smithfield, RI 02917
800/422-4782
fax: 401/232-7778
www.caisoft.com/ponderosa
info@caisoft.com
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Stairs And Stair Parts
Stairs, Treads & Risers
Young Mfg. Co., Inc.
PO Box 167
Beaver Dam, KY 42320
270/274-3306
fax: 270/274-9522
www.youngmanufacturing.com
sales@youngmanufacturing.com

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

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

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

Window And
Door Machinery
Global Sales Group, L.L.C.
PO Box 1835
Chico, CA 95927
877/474-5521
fax: 530/893-2244
www.globalsalesgroupllc.com
Machines, Pre-Hung Door
Builders Automation
Machinery Co.
12775 Starkey Rd.,
PO Box 10068
Largo, FL 33773-0068
727/538-2180
fax: 727/536-2624
www.buildersautomation.com

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

Strybuc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
800/352-0800;
fax: 610/534-3202
www.strybuc.com
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Winkhaus North America, Inc.
1171 Universal Blvd.
Whitewater, WI 53190
262/472-8800;
fax: 262/472-8900
www.winkhaus.com
Connectors
Eduard Kronenberg GmbH
Dingshauser Str. 6-10
Solingen, Germany 42655
+49 (0)212/222 88-0
fax: +49 (0)212/222 88-999
www.kronenberg-eduard.de
info@kronenberg-eduard.de
Stiffeners
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
360/653-6666;
fax: 360/653-9884
www.alumet.com
Weatherstripping
UltraFab Inc.
1050 Hook Rd.
Farmington, NY 14424
800/535-1050;
fax: 585/924-7680
www.ultrafab.com
sales@ultrafab.com
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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

Amerimax Windows and Doors is
seeking representation for our products in the OR/WA markets. In business for 24 years, Amerimax focuses
specifically on the replacement market and provides superior product
and service to our dealer network.
Our products are all AAMA certified,
manufactured and delivered on time
from our Colorado and Northern
California from modern facilities
run by Lean Certified professionals.
If you are a dynamic, service oriented Independent Manufacturer’s
Rep that enjoys establishing and
developing new partnerships contact Garret Maurer at 970/624-3201
or submit your credentials to
gmaurer@amerimaxbp.com

Industry Services

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.
Rates Start at $119 per Column Inch.

Subscribe to DWM Magazine for FREE
I want to start/continue my FREE SUBSCRIPTION to DWM: ❏ YES ❏ NO
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Name: ____________________________________ Signature: _________________________ Date: _______________
Company: _______________________________________ Title: ___________________________________________
Address: _______________________________________City: ___________________ State: ________ Zip: _________
Phone: _________________________ Fax: _____________________ E-mail: _________________________________
1. Please check the ONE category that BEST describes the business
4. Classification by title (choose the best):
A ❏ Owner/president
activity of your company:
E ❏ Marketing manager
1000 ❏ Manufacturer of windows
B ❏ General or senior manager
1100 ❏ Manufacturer of windows and/or doors and/or skylights
F ❏ Purchasing manager
2000 ❏ Manufacturer of doors
C ❏ Plant manager or engineer
3000 ❏ Manufacturer of skylights or other fenestration products
G ❏ Energy expert or consultant
4000 ❏ Suppliers of fenestration components or equipment (including glass)
D ❏ Designer
5000 ❏ Dealer/Distributor
H ❏ Other
6500 ❏ Building Contractors
5. Number of employees at this location:
7000 ❏ Manufacturer of mouldings/millwork
9000 ❏ Others allied to the field, please specify:____________________
A ❏ 1-4 B ❏ 5-9 C ❏ 10-19 D ❏ 20-49 E ❏ 50-99 F ❏ 100+
2. Please check ALL the products or
materials your company manufactures:
A ❏ Wood
B ❏ Aluminum C ❏ Glass
D ❏ Vinyl
E ❏ Other Metals
3. Please check ALL the types of work your company performs:
C ❏ Commercial
R ❏ Residential
B ❏ Both
O ❏ Other

6. What other publications do you receive?
2 ❏ Fenestration

1 ❏ Window and Door

MY BUSINESS IS ENGAGED IN THE MANUFACTURING, FABRICATING
OR DISTRIBUTION OF DOORS AND WINDOW PRODUCTS.

❏ YES ❏ NO

I WOULD LIKE TO RECEIVE MY
SUBSCRIPTION IN THE FORM OF:

❏ PRINT ❏ DIGITAL

❏

Check here to also subscribe
to the free twice weekly DWM
e-mail newsletter.

Subscriptions are free to all qualified recipients at U.S. addresses. Addresses outside the U.S. please add $80 per year. Digital edition is free world wide. By subscribing
and signing this form, I also agree to allow publisher to contact me via fax, e-mail and/or telephone in the future.
PLEASE COMPLETE THIS ENTIRE FORM AND FAX IT TO 630/482-3003 OR SUBSCRIBE ONLINE AT WWW.GLASS.COM/SUBCENTER.PHP
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Company

Phone

Fax

Web Address

43

360 Innovations

888/654-3287

Not Available

www.360-innovations.com

66

Alumet Manufacturing Inc.

800/343-8360

360/653-9884

www.alumet.com

49

American Renolit Corp.

616/554-2230

219/324-1541

www.renolit.com/america

54

Bromer Inc.

450/477-6682

450/477-9679

www.bromerinc.com

15

Cardinal Industries

952/935-1722

952/935-5538

www.cardinalcorp.com

55

Chelsea Building Products

800/424-3573

412/828-3349 www.chelseabuildingproducts.com

58

DMSi Software

800/347-6720

402/330-6737

www.dmsi.com

3

Edgetech

800/233-4383

740/439-0221

www.edgetech360.com

23

Electronic Design to Market Inc.

419/861-1030

419/861-1031

www.edtm.com

45

Erdman Automation

763/389-9475

763/389-9757

www.erdmanautomation.com

53

FeneTech Inc.

330/995-2830

330/562-8688

www.fenetech.com

31

GED Inegrated Solutions

330/487-5094

330/963-0584

www.gedusa.com

7

Gineri Technologies

702/643-6730

702/643-5715

www.gineriusa.com

46

GlasWeld Inc.

800/321-2597

541/388-1157

www.glasweld.com

32-33 G-M Wood Products

800/530-9211

231/652-3166

www.gmcompanies.com
www.home-shield.com

25

Imperial Products by Homeshield

765/966-0322

765/966-2403

65

Lawrence Industries Inc.

336/474-6754

336/476-6101 www.lawrenceindustriesinc.com

46

McKeegan Equipment & Supply

734-459-5870

734-459-9837

www.mckeeganequip.com

57

Nordson Corp.

800/683-2314

770/497-3656

www.nordson.com

39

P.H. Tech Corp.

800/463-4392

418/835-1145

www.phtech.ca

8-9

Quanex

713/961-4600

713/439-1016

www.quanex.com

47

Royal Mouldings

800/368-3117

276/782-3292

www.royalmouldings.com

37

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

800/265-5196

www.royalplast.ca

29

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

800/265-5196

www.thermoplast.com

19

Sturtz Machinery

330/405-0444

330/405-0445

www.sturtz.com

5

Sunflex Wall Systems

800/606-0756

239/495-2890

www.sunflex-wall.com

13

Sunrise Windows

800/557-8778

734/847-7758

www.sunrisewindows.com

11

Technoform

330/487-6600

330/487-6682

www.technoform.us

21

Truseal Technologies

216/910-1532

216/910-1506 www.envirosealedwindows.com

C2

Truth Hardware

800/866-7884

507/451-5655

www.truth.com

17

Vision Hardware

908/822-2003

908/822-2269

www.visionhardware.com

48

Weiss USA LLC

704/282-4496

704/289-7091

www.weiss-usa.com

59

Win-door North America 2010

800/282-0003

416/444-8268

www.windoorshow.com

51

WTS Paradigm

800/387-2951

608/664-9295

www.wtsparadigm.com

1

Young Manufacturing

800/545-6595

270/274-9522 www.youngmanufacturing.com
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Industry Indices

AAMA/WDMA Industry Review
and Forecast Available
he American Architectural
Manufacturers Association
(AAMA) and the Window and
Door Manufacturers Association
(WDMA) have released a joint
updated 2009/2010 AAMA/WDMA
U.S. Market Study. The study profiles the U.S. market for both residential and commercial doors and
windows, including separate analyses for windows, patio doors, interior doors, exterior doors and commercial products in both new and
replacement applications. The U.S.
Industry Statistical Review and
Forecast of the window, door, skylight and curtainwall market trends
and product relationships includes
historic data for 2004-2009 in addition to forecast data for 2010
through 2013, based on projections
of construction activity.
Sustained growth is likely to
occur through 2013 at close to dou-

T
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ble digit rates as the market looks to
slowly return toward long-term
averages, according to the study
The downturn in new construction starts also had an impact on
the residential door market as unit
volume decreased in 2009.
Further and more detailed information on residential and commercial window, door and skylight markets is contained in the 2009/2010
Study of the U.S. Market for
Windows, Doors and Skylights
(released in May 2010). The full volume of market studies includes this
report, as well as the following
additional reports that can be
ordered separately.
• AAMA/WDMA
U.S.
Market
Studies includes all of the items
listed below;
• AAMA/WDMA U.S. Industry
Statistical Review and Forecast
summarizes residential, non-

Shipments of Prime Windows 2004 – 2013F (Millions of Units)
New Construction
2004
2005
2006
2007
2008
Wood
9.5
9.2
8.3
6.2
4.3
Aluminum
5.9
6.5
6.1
4.4
3.3
Vinyl
15.2
17.4
16.8
13.2
9.7
Fiberglass*
0.6
0.8
0.8
0.8
0.6
Other
0.2
0.2
0.2
0.2
0.2
Sub Total
31.4
34.1
32.3
24.9
18.1
Remodeling &
2004
2005
2006
2007
2008
replacement
Wood
10.3
10.0
9.0
8.9
7.7
Aluminum
2.4
2.4
2.2
1.9
1.2
Vinyl
22.2
23.2
22.4
22.5
20.1
Fiberglass*
0.3
0.4
0.4
0.5
0.7
Other
0.5
0.5
0.5
0.5
0.6
Sub Total
35.7
36.4
34.5
34.3
30.2
Total Construction
2004
2005
2006
2007
2008
Wood
19.7
19.2
17.3
15.1
11.9
Aluminum
8.3
8.8
8.3
6.4
4.6
Vinyl
37.4
40.6
39.2
35.7
29.8
Fiberglass*
0.9
1.1
1.21
1.28
1.36
Other
0.7
0.8
0.8
0.7
0.8
Sub Total
67.1
70.5
66.7
59.1
48.4

•

•

•

•

residential and remodeling
trends from government and
industry sources;
AAMA/WDMA U.S. Industry
Channel Distribution Report
profiles the residential and nonresidential market for windows
and doors as it flows through the
identified distribution channels;
AAMA/WDMA U.S. Industry
Market Size Report quantifies
residential and non-residential
market volumes, both historic
and projected;
AAMA/WDMA
U.S.
Market
Installation
Practices
and
Procedures Report compiles the
results of a special research effort
to evaluate installation products
and procedures; and
AAMA/WDMA U.S. Industry
Regional Statistical Review and
Forecast details information for
11 individual regions.
❙

2009
2.5
1.9
6.3
0.5
0.1
11.4

2010
2.9
2.1
7.6
0.6
.02
13.4

2011F
4.2
3.0
12.1
1.0
.03
20.6

2012F
5.5
3.7
16.8
1.4
.04
27.8

2013F
5.9
3.9
19.0
1.6
.04
30.9

2009

2010

2011F

2012F

2013F

6.1
1.0
19.1
0.7
0.5
27.5
2009
8.6
2.9
25.5
1.2
0.7
38.9

6.4
1.0
20.8
0.8
0.6
29.7
2010
9.3
3.1
28.4
1.4
0.7
43.0

6.8
1.0
22.8
1.0
0.6
32.2
2011F
11.0
4.0
34.9
2.0
0.9
52.8

7.1
1.0
25.1
1.2
0.7
35.0
2012F
12.6
4.8
41.9
2.5
1.1
62.9

7.2
1.0
26.9
1.3
0.8
37.2
2013F
13.2
4.9
45.9
2.9
1.2
68.1

* Due to rounding, totals may not equal the sums of individual values. Source: AAMA/WDMA 2009/2010 U.S. Industry Statistical Review and Forecast
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No Phthylates, Low VOC,
Low Carbon Footprint
Hardware for Today’s
Informed Consumer

<

E-Mail

>

>I

Subscribe

TM

BioMaxx

All GREEN
No Lead, No Dust, No Rust!

KID SAFE
TM

NO RED!

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

Lawrence
Industries, Inc.

Lead
R

Check
S

W

A

B

S

SEE US AT GLASSBUILD AMERICA

www.lawrenceindustriesinc.com

Lawrence
Industries, Inc

Contact Lawrence for Your Free Lead Check Test Kit!
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