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Knock Knock.

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

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

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

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

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

One brand.

Infinite possibilities.
With our Harbour Craft and Belmont Fiberglass doors, possibilities are endless. This unique technology mimics the grain, texture
and construction of a handcrafted hardwood door. Our line of fiberglass doors is available in either a smooth or textured finish and
a wide range of grains – oak, mahogany cherry and fir, with either decorative or wrought iron glass.
Our vast array of rich, embossed panels and complementary doorlites, sidelites and frames will complete your home. Our moulded
fiberglass skin and polyurethane foam core will provide superior thermal performance and strength. So if you’ve always desired
the beauty of wood but not the maintenance... look no further than a Tru Tech® Fiberglass door.
For more information please contact us at:
Toll Free Tel: 1.888.760.0099
or email us at info@trutechdoors.com

The

new name in doors.

® Tru Tech is a registered trademark of Tru Tech Corporation.
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Kevin Gray, CEO of Lauren
International, and David Petratis,
chairperson and chief executive
officer of Quanex Corp., sign the
papers signifying the Quanex
purchase of Edgetech. The two
companies made the announcement
on January 31. For all the details,
see page 26.
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100% Automation

at risk, go beyond business as usual; use the power
of an advanced computer solution to drive next
level performance.

24/7 Connectivity

WoodWare

The Best Software for Millwork Companies
n Don’t just report on your business, drive action –

Customized Configuration

the right action all of the time, every time.
n Go from a “mostly good” customer experience

to a “consistently great” one.
n Become a “zero errors” business.
n Use real time business intelligence to immediately

Business Optimization

spot and fix issues before they become problems.

For a demo on WoodWare, WoodWare’s Warehouse Management System,
WebConnect, Document Imaging System, Business Intelligence and other
exciting WoodWare developments, please give WoodWare Sales a call
at 901.763.3999.

w w w. wo o dwa r e s y s t e m s . c o m
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Publisher/Editor

Industry Game Changers
have to admit lately I’m a political book junkie—not to be confused with a political news commentary junkie (in fact, I can’t
stand those shows). But anyway, I
recently read the best-selling book,
The Game Change, as if it were a
novel, furiously eager to hear of all
the sordid details behind the 2008
election campaign. If you’re not
familiar with the book, it details a
few game-changing events that
occurred within that campaign (I
encourage you to read the book to
learn more).
When writing the article on page
28, it occurred to me that the introduction of tablet devices, for example the iPad or the Galaxy, will be a
“game changer” for our industry.
Door and window dealers are not
selling windows using traditional
methods—the
window-selling
game is changing. Early adapters of
this technology are finding that use
of these devices is giving them a
definite competitive advantage.
Once finished writing the tablet
article I turned to getting industry
reaction to the Quanex purchase of
Edgetech (see page 26). Quanex,
which owns Truseal, will be bringing
two spacer competitors together.
Is that a game-changer? For now
it seems too soon to tell, as there
are so many unanswered questions.
How will the technologies be integrated together? How will it affect
the competitive landscape?
Speaking of acquisitions, as of
this writing there have been at least
five since the beginning of 2011.
Five in approximately 38 days is a
big deal. According to DWM columnist Michael Collins, this could signify an industry turn-around. For
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In this issue,
you’ll see something new popping out in
DWM—2D bar
codes. These
Scan the Microsoft
two-dimenTag above to view a
sional codes of- video about how the
fer readers and
tags work. Get the
viewers imme- free mobile tag reader
diate access to at http://gettag.mobi
additional information about a product or service.
In order to utilize the MS tags,
visit http://gettag.mobi on your
smartphone to download the
appropriate tag reader (free of
charge). (You can also search for
“Tag Reader” in the app store and
download it at no cost there as
well.) Then, simply open the app,
point it at any MS tag (try the one
on this page to start), and you’ll
immediately be taken to the
enhanced online content.
Another can be seen on page 20
in the news section.
more reasons to be optimistic,
check out my February 1 blog on
www.dwmmag.com.
Finally, I’d like to pose a question
to you. While at the recent
International Builders’ Show (for all
the news from the event, see page
38), a manufacturer made an interesting comment when talking
about the fact that the industry is
starting to pick up.
“When companies get busy their
energy concerns go down,” he said.
“When people get busy again that
spotlight on energy may go down.”
I’d love to hear your thoughts on
the
issue.
E-mail
me
at
ttaffera@glass.com.
❙
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Introducing Low-E 4th Surface Technology with
improved clarity of Pilkington Energy AdvantageTM Low-E Glass
Pilkingtons Low-E 4th Surface Technology delivers an evolution in glass technology. Low-E coatings




        

      

Pilkington Energy AdvantageTM to the #4 surface of a Low-E IGU can achieve R-5 performance. Enhance
thermal performance without investing in the additional time and raw materials to produce triple-pane windows.
Pilkington has dramatically increased the clarity of Pilkington Energy AdvantageTM with developments in
pyrolytic coating technologies. It is one of the clearest of the Low-E technologies, providing superior thermal
          

 !     "$  Energy AdvantageTM

retains its position as a top performer in the Canadian Energy Rating (ER).
Visit us at www.pilkington.com/na or call 800-221-0444 to learn more.
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TREND TRACKER

Industry Builds Momentum
BY
year ago at this time, it was
very difficult to find optimistic or encouraging news
to support a scenario for recovery
in the door and window industry.
Now, however, only a dedicated
pessimist could deny that there are
more positive winds blowing for
the industry. In some cases, understanding the changes in certain
indicators in a positive way is
somewhat counterintuitive.

A

Home Ownership:
Still the American Dream

d
o
o
r

At first glance, a drop in the rate of
home ownership from a peak of 69
percent of households in 2004 to 67
percent now would appear to be a
negative sign for the industry. In
2010, the majority of the new
households that were formed did,
in fact, choose to rent rather than
own a home. However, the fundamental goals and desires of
Americans haven’t changed in a few
short years. Americans aspire to
own, not rent. As employment and
consumer confidence improve, this

COLLINS

reading will return to the long-term
upward trend. This will mean millions of additional home purchases
in the next ten years. With the
recent drop in home prices, affordability of homes as measured by the
median income also remains very
high. This will support the return to
long-term home ownership trends.

Multi-Family Market is Solid
While we are waiting for renters
to become owners again, the
multi-family housing market is
expected to have a solid few years.
There will be few completions this
year, likely as a result of the lack of
financing over the past several
years. The growing number of
renters has kept rent strong, leading to a new wave of investment in
multi-family housing that is taking
place now. Completions are predicted to be better in 2012 and
quite strong in 2013. Builder confidence has been steady the last several months and capital is being
committed readily to the multifamily sector.

While we are waiting for
renters to become owners
again, the multi-family
housing market is
expected to have
a solid few years.
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MICHAEL

Foreclosures Still a Factor
Some skeptical about the future
direction of the industry would
point out that the wave of home
foreclosures continued and has
even picked up in recent months.
There was a slowdown in foreclosures late in 2010 as it came to
light that many lenders had not
followed proper protocols in
undertaking the foreclosures.
Having now demonstrated that
they have taken the necessary
legal steps to foreclose, the numbers are rising again. However, as
those homes are being worked
through the system, most will
come back on the market in need
of remodeling. Others will be
knocked down in order to allow for
the construction of new homes.
Either way, an opportunity is created for building products manufacturers to sell products to the
new homeowners. Another positive aspect of the foreclosure situation is that builders have seen the
problem coming and have slowed
their rate of new home building.
New home completions have
dropped more quickly than home
purchases, resulting in a strong
reduction in the inventory of new
homes. As of January 2011, there
were only 200,000 unsold new
homes in the United States, about
an eight-month supply.
❙
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.

www.dwmmag.com

>I

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

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

Contents

Zoom Fit
Search

–

+

Archives

I<
E-Mail

<

>

>I

Subscribe

Vinyl Window & Door Trim

Double
D
bl S
Snap Vi
Vinyll T
Trim
i
Features & Beneﬁts:
r %SBNBUJDBMMZ JNQSPWFT UIF
appearance of window &
door opening
r 6OJRVF EPVCMFTOBQ EFTJHO
r /P GBTUFOFST BSF WJTJCMF
r %PFT OPU SFRVJSF FYQPTFE DBVMLJOH
r *OTUBMMBUJPO JT RVJDL BOE FBTZ
r 5JNF TBWJOH GPS UIF DPOUSBDUPS
r &MJNJOBUFT BOOVBM NBJOUFOBODF
r 'JUT UP BOZ UZQF PG DMBEEJOH
r *EFBM GPS SFQBJS SFNPEFM PS
new construction

Take a brake from Aluminum...
Use Double Snap Vinyl Trim on your next project.
This innovative product replaces field fabricated aluminum trim coil to
dramatically improve the appearance of window and door openings. Our
Double Snap Vinyl Trim Systems for window and door casings is excellent
for new construction, remodels, or repair. Contractors find these products
easy to install, homeowners find the product attractive and long-lasting.
For more information go to http://doublesnaptrim.com.

 3PZBM (SPVQ $SFTDFOU 8PPECSJEHF 0/ -) 9 r 5PMM 'SFF 
XXXSPZBMCVJMEJOHQSPEVDUTDPN r SXEQ!SPZBMCVJMEJOHQSPEVDUTDPN
Proud Sponsor of Fenestration Day™ 2011
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AAMA ANALYSIS

Gaining Technical Credentials
for Residential Daylighting
BY
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BRENDEN

Last October, the model code was ed for windowless rooms in
aylighting, well-established
as a bona fide green building revised for 2012 to theoretically ANSI/ICC/NAHB-700.
In addition to adding pathways
option and quantifiable achieve energy savings of 30 perenergy saver, is attracting the atten- cent relative to the 2006 version. for light to enter, design strategies
tion of not just commercial fenes- The approved changes include all can enhance the availability of natutration manufacturers, researchers, aspects of residential (IECC Chapter ral light. For instance, allowing light
designers and codes and standards 4) construction, laying a strong to penetrate high into a space
groups, but also that of residential foundation for residential efficiency through the use of clerestories, light
shelves and vertical bafdesigners, builders and
fles projects it deeper
savvy homebuyers.
The National Fenestration Rating Council
into a room, as does
Daylighting is an ener(NFRC) has announced that it may rate
sloping ceilings away
gy-saving measure that
windows for daylighting.
from windows and using
reduces
the
energy
high-reflectance paint.
demand for electric lightIncorporating automatic daylighting and the heat load that electric gains. The energy chapter of the
lighting places on air conditioning International Residential Code (IRC ing controls with these products prosystems. Additionally, studies com- Chapter 11) was essentially elimi- vides ideal energy savings by controlparing buildings with optimized nated and now references the IECC ling the amount of heat gain based on
daylighting systems to those with- as a single nationwide uniform the sun’s orientation to the building.
While these techniques and their
out come to the same conclusions: energy code for both residential and
benefits are widely acknowledged,
people simply function better in a commercial buildings.
the growing requirement for daydaylit environment.
lighting in green standards and
Daylighting
codes points to a need for better
The Codes
Ratings on the Way?
Recognition of all of these posiThe National Fenestration Rating defined daylight performance
tive effects is dawning in official Council (NFRC) has announced that analysis methodology and quantifiquarters within proliferating green it may rate windows for daylighting. able metrics.
Over time, evaluation techrating systems, standards and A task group was formed at the
model codes. While most of these NFRC’s November 2010 meeting niques, performance metrics and
target the commercial sector, and is scheduled to come back with rating systems will evolve, and will
likely feed continued code develrecent developments affecting resi- a recommendation in early 2011.
dential construction are of note.
The design community is opment. The wise residential
New green residential building becoming more knowledgeable in architect and builder, and the alert
and remodeling guidelines in the the techniques available for fenestration product manufacturer, will get ahead of the curve in
NGBS adopted early in 2009 enhancing daylighting.
emphasize natural lighting. Two
Devices besides windows serve quantifying daylighting benefits
points are awarded for the use of the goal of bringing diffuse natural for code officials and promoting
❙
tubular daylighting devices (TDDs) light to interior spaces. Judicious them to homeowners.
or low-E insulating glass skylights use of skylights introduces daylight
in rooms without windows (Section throughout the interior rather than Ken Brenden serves as technical services
704.2.4). Section 701.4.4 requires just around the perimeter. The manager for the American Architectural
windows, exterior doors, skylights newer TDDs are increasingly popu- Manufacturers
Association
in
and TDDs to have NFRC-certified lar for interior areas such as bath- Schaumburg, Ill. He may be reached at
U-factors and solar heat gain coef- rooms, hallways and kitchens that kbrenden@aamanet.org. His opinions are
ficients (SHGCs) in accordance receive limited daylight and as solely his own and do not necessarily
with ENERGY STAR® or equivalent.
noted are specifically recommend- reflect those of this magazine.
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The best value for 90 minute vision panels
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Proudly Made
in USA

Glass Only Price

$26

With 12x12 Vision Kit

$72

Call for pricing on other stock sizes
and glass options
Order vision kits online at www.safti.com/visio
www.safti.com/visionkit

www.safti.com

888.653.3333
88.653.3333
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WDMA UPDATE

Urging Congressional Oversight of
Federal Agencies and Actions
BY
s the new Republican majority assumed control of the
House of Representatives
this January, a key focus was on
oversight of federal agencies and
new or proposed regulations that
have hampered our economic
recovery. After several Republican
committee chairmen issued calls
for feedback on regulations and
agencies in need of oversight,
President Obama issued an executive order announcing an administrative review by the Office of
Management and Budget (OMB),
another welcome step toward
reducing the overregulation of our
nation’s employers and job creators.

A

Lobbying Successes
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The
Window
and
Door
Manufacturers Association (WDMA)
was one of a number of trade associations that provided input to
Oversight Chairman Darrell Issa (RCalif.) as he began identifying
issues and regulations for review
before his committee. WDMA led a
coalition effort to single out the
Environmental Protection Agency’s
(EPA) lead rule for attention.
Separately, WDMA wrote a letter
identifying the Department of
Energy’s interference in the
International Code Council (ICC)
code process and the Occupational
Safety and Health Administration’s
(OSHA) proposed noise reduction
requirements as additional items in
need of review. Shortly after WDMA
contacted Chairman Issa, and in
recognition of the increasing
scrutiny, OSHA announced that it
was withdrawing its proposed
noise reduction requirements for
further review.
www.dwmmag.com
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The National Association of Manufacturers and other groups
also have called on Rep. Darrell Issa and his committee to
review the aggressive EPA agenda, with particular attention
on EPA’s moves to regulate carbon emissions.
Energy-Efficiency Issues
Legislation introduced in the
last Congress called for the
Department of Energy (DOE) to
review revisions to model energy
conservation codes and standards
to evaluate the energy savings over
previous codes. Moreover, the proposed legislation specified percentage-based increases in energy efficiency to be implemented by state
and local governments with DOE
oversight. While the legislation
passed the House, it was never considered by the Senate. Yet, DOE has
taken an active role in promoting
these objectives, unsanctioned by
Congress, in its participation in the
ICC’s model code development
process. During the recent development of the 2012 edition of the
International Energy Conservation
Code (IECC), a model energy conservation code for commercial and
residential buildings adopted by
nearly all states, DOE reported that
its proposed revisions to the code
would improve energy savings by
30.6 percent relative to the 2006
IECC. Despite repeated requests,
DOE did not explain how it calculated its savings estimate and leveraged pending legislation heavily as
the need for approval of its proposed revisions.
WDMA believes that DOE must
make public its technical assumptions and methodologies to ensure
that all stakeholders have equal
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access to the information and are
able to have a full, open and
informed dialogue. WDMA, fellow
stakeholders and consumers will
be affected adversely if energy efficiency requirements are adopted
without confirmation that they are
based upon concrete, scientifically
supported information. Without
the opportunity to review underlying assumptions, the industry
faces great uncertainty in planning
to respond to new energy efficiency requirements.
The National Association of
Manufacturers and other groups
also have called on Issa and his committee to review the aggressive EPA
agenda, with particular attention on
EPA’s moves to regulate carbon emissions. Within days of the swearing in
of the 112th Congress, several bills
were introduced to block, delay or
restrict funding from the EPA for this
purpose. The Oversight Committee
and others, such as the Energy and
Commerce
Subcommittee
on
Energy and the Economy, vowed to
take a close look at all recent EPA
activity to see where regulations are
being advanced in a way that hampers our economic recovery.
❙
Michael O’Brien serves as president of
the Window and Door Manufacturers
Association. He may be reached at
mobrien@wdma.com. His opinions are
solely his own and do not necessarily
reflect those of this magazine.
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R5 performance.
Now available in a double-glazed unit.
Introducing U4 - 4th Surface Technology.
A revolution in glass technology, U4 is a patent-pending,
pyrolytic-coated glass that can be used on surface #4 of an IGU.
Adding U4 can improve overall energy performance by 15% or
more. All AGC Comfort Ti Low-E coatings, when combined with
U4, allow you to offer R5 center-of-glass (COG) performance
(0.20). The proven hard-coat technology in U4 allows for seamless
integration into your manufacturing process.

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

4th SURFACE TECHNOLOGY

©2010 AGC Flat Glass North America, Inc. All rights reserved.
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GUEST COLUMN

The “Tools of the Trade” Get
a Technology Makeover
ven with his mechanical
devices, George Jetson couldn’t even fathom the new digital world in which we live.
Technology is part of our everyday
lives, affecting how we watch TV,
shop, work and even socialize. And,
it’s not just the up-and-coming Gen
Yers (ages 18-30) who live and
breathe digital—Gen Xers (ages 3144) rival their younger adopters,
spending approximately 17 hours
online per week.*
It’s no secret that the building
and construction industry has
been slow to adopt consumer-facing technologies, continuing to
rely on more traditional marketing
tools, such as printed brochures
and sell sheets. But, as we examine
the way consumers shop and communicate with each other in the
digital world, is traditional really
the way to go? Or, are we missing
an important opportunity to differentiate ourselves in the eyes of
the consumer?
Outlined in this article are a few
technologies that window dealers
should consider when pitching
products to the increasingly techsavvy consumer.
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The iPad
Since Apple’s iPad was released
in 2010, countless case studies
have hit the Internet about how
businesses are taking advantage of
this new technology. No, it’s not
just a fun toy for consumers.
Restaurants are databasing their
menus and wine lists on iPads to
enhance the customer experience.
Airports are doing away with bulky
check-in kiosks in favor of the slim
touchpad.
www.dwmmag.com
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Following this
trend, window
dealers should
consider adopting this handy
device for inhome sales calls
(for more on this
topic, see page
28). Not only
would it provide
instant access to
the most up-todate
presentations, marketing
materials and estimating software,
but the iPad—or similar technology—could go a long way toward
enhancing consumer perception of
your company. By throwing out the
flip chart and arriving with state-ofthe-art technology, you will say
something about your brand. You
are saying that you are on the leading edge.
Bottom line: the iPad is functional and the iPad is impressive. Its
potential uses are endless. Next
time you visit a trade show, take
note of the number of salespeople
wielding this handy tool as they
demonstrate products—and perhaps even take orders from the
show floor.

The Window Energy Sensor
For consumers who have to see
it to believe it, various tools have
hit the marketplace that literally
show homeowners how much
energy they are losing through
their old windows. Window Energy
Sensors, for example, are portable
and fit around the sash and frame
of most windows. From there, you

can estimate Uvalues, solar heat
gain
coefficient
(SHGC), ultraviolet light, visible
light and infrared
transmission
values.
By
showing
homeowners
how their existing windows are
performing during
in-home
sales presentations, you are
helping
them
reaffirm their needs. And, you can
help them calculate how much
energy they will save by installing
a particular model of energy-efficient windows.
Photo courtesy of Apple®.

BY
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What’s Next?
Technology is changing daily
and it’s difficult to predict what the
next big thing will be. One thing
that’s for sure is that consumers
have taken charge. They are more
educated about their purchases
and they expect better service from
companies. There will always be a
place for traditional sales tools, but
it’s time to open our minds to
entirely new ways of selling to
today’s consumers. What’s in your
technology toolbox?
❙
Erin Johnson serves as marketing director
for Edgetech I.G. She may be reached
at ejohnson@edgetechig.com. Her
opinions are solely her own and do not
necessarily reflect those of this
magazine.
*The State of Consumers And Technology:
Benchmark 2010, www.forrester.com.
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Having a hard time bonding?
Experience Franklin’s Advantage EP-940 –
A high-performance wood adhesive for hard-to-bond substrates

✓
✓
✓
✓
✓
✓

ADVANTAGE

"H7DAB?D

Adhesives & Polymers

®

Experience the Advantage,visit us at WDMA, March 21-23
www.FranklinAdhesivesandPolymers.com

marketing@franklininternational.com

1.800.877.4583 ext 1337
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The World is Flat—I’m Sure of That
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BARBER

ur company (a member of website and encouraged home- Make Your Website a Priority
the NSDJA/AMD since its owners to contact us directly as
It is important that inquiries
inception), has been in well. After all, if we make the from the Internet are handled
business for more than 60 years product, then we should know promptly. The majority of cusand, until recently, we had never the most about it. We have tomers that find our website simreceived a phone call from Hawaii, become partners with retailers in ply e-mail us. These e-mails are
although there was a convention the sales process. This is in stark filtered to a specific set of individthere once, but that’s a discussion contrast to simply being a sup- uals. While some inquiries may be
for another time. But,
about products we do
thanks to our website, a
not sell, or in areas, such
customer in Hawaii
as Hawaii, we do not
I have seen many companies purposefully
found us. I don’t think I
service, we make a conwithhold options and information from the
am revealing any comcerted effort to respond
pany secret to say we
homeowner in the hopes the customer would to every e-mail. I have
don’t have a presence in
attempted to contact
simply pick something and go with it.
this state. Frankly, I
numerous
companies
couldn’t name anyone
through their websites
that does.
This one
over the years and many
small example shows the power of plier. Quite honestly, we are still times never received responses.
the Internet, and the amazing getting used to it. It is difficult to The chance of me using those
ways it is changing how we con- balance the needs of the home- companies in the future is slim.
nect with customers. Once a com- owner and the retailer, and of Our own company has made every
pany creates a website, it is there primary importance is keeping effort to respond to online
for the entire world to see. Be pre- all parties on the same page. The requests to the best of our ability.
worst thing that can happen is to Telling a customer no, especially
pared for the world to find you.
Even as recently as the 1990s, have miscommunication among in Hawaii, is acceptable, but failit would have been extremely us, the retailer and the home- ing to respond is not. We refuse to
rare for a homeowner to contact owner. Interestingly, we also are be a company that leaves its webus directly. As a manufacturer seeing a large number of cus- site unattended.
and distributor, our presence in tomers directed to us from our
Many companies in our industhe marketplace was exclusively own suppliers. Often, our suppli- try are still in the mindset of simthrough retail channels. Aside ers have sophisticated websites ply telling the customer what they
from a number in the phone that are superior to our own. A think customers need. Others
book, a homeowner would prob- homeowner will find our suppli- think the absence of information
ably never even know how to er, who puts them in contact with is the best approach. I have seen
contact us. With the Internet, a us, who we then put in contact many companies purposefully
simple search reveals our website with a retailer. As you can expect, withhold options and information
and complete access to our the retail chain can be both ben- from the homeowner in the hopes
entire product line. The retail eficial and frustrating to the end- the customer would simply pick
channels are still in place, but user. It is important that the something and go with it.
now, more than ever, we are homeowner understand that Unfortunately, many of these
guiding homeowners toward while we are a partner in the companies are no longer in busiproducts that will best suit their sales process, the retailer is ulti- ness. While I agree that homeownneeds, and then toward a retailer mately responsible for the trans- ers should not be overwhelmed
action. Finding the proper balin their area.
Retailers have promoted our ance can be challenging.
continued on page 16
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in the future,

p l e at h e r s t i l l
wo n ’ t b e coo l .

A N D E N E R GY- E F F I C I E N T W I N D OWS
WI LL STI LL B E A LL TH E R AG E .
Eﬃciency isn’t going out of style anytime soon. So instead of waiting until you have to upgrade your spacer line, do it when you
can beneﬁt the most: now. Ask how upgrading to Envirosealed Windows™ with Duralite®, the most eﬃcient and thermally superior
spacer, can help you make the windows people want. Get the facts at envirosealedwindows.com or call us at 216.910.1500.

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

Proud Sponsor of Fenestration Day™ 2011

© 
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Our
fiberglass
sills belong
in your
doors.

High-performance one-piece sill and
threshold designs that will:
• decrease your labor costs
• reduce leak failures
• resist wear and tear
• prevent frost and condensation
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• maximize thermal performance
• defy corrosion
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Available in any color, ready to be
shipped direct to your assembly line.

866.987.8522 • mdewitt@omniglass.com
www.omniglass.com
www.dwmmag.com
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AMD HEADLINES
CONTINUED

with options, it is folly to suggest that withholding information from them is a good idea.
Guiding a customer to a sale is different than
telling a customer what to buy. There is simply
too much information available online to try to
limit what a homeowner may purchase.

Don’t Forget the Homeowner on Your Site
It was with homeowners in mind that we
designed our website. Oftentimes manufacturers gear websites towards other manufacturers
or retailers. Such pages are highly technical with
too few pictures. Descriptions are fine, but
homeowners need to see the product to appreciate it. Our website is overly simplistic and yet we
receive compliments on it daily because it has
ease of use and clearly shows our product lines.
I would encourage other manufacturers and distributors to design websites for the end-user,
not the intermediate user.
Once a company joins the digital world, people
will find them. A company must be prepared to
deal with the public, perhaps from every corner of
the globe. Even a manufacturer that does not sell
to the general public and operates solely through
retailers will have to deal with the public eventually. It is how companies approach the public that
will determine success. Customers will become
increasingly educated on products and options
before they contact sellers. In addition, more and
more customers will be contacting manufacturers
before they contact retailers, often in search of
better pricing and superior service. Dedicate specific individuals to deal with Internet inquiries of
all types. Respond quickly and professionally. Do
not assume the general public understands anything about your products or the distribution
channels. Guide the customer in the right direction and act as a partner with the members of your
supply chain. With a stagnant economy and new
customers increasingly difficult to acquire, unsolicited customers should be treated with kid
gloves; oftentimes they are not. Whether due to
lack of experience in dealing with the general public, or insufficient staff to monitor website activity,
manufacturers and distributors may be missing
out on potential sales.
❙
Dan Barber is the vice president of finance and
administration for Barnett Millworks Inc. and first vice
president for AMD. His opinions are solely his own and do
not necessarily reflect those of this magazine.

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

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

Contents

Zoom Fit
Search

–

+

Archives

I<
E-Mail

<

>

>I

Subscribe

XL Edge® > Loå-180TM > Loå-i81TM > Neat®> Preserve®

Northern
comfort.
When the weather turns frigid, Cardinal’s new Loå-180™ glass is the perfect cold remedy. It’s one more example
of how we’re engineering the future of glass. With a U-factor of just 0.26, it provides excellent insulating
capability, even better than our previous high solar gain glass. By blocking heat loss to the outside and
reflecting heat back inside, rooms are more comfortable. In addition, its SHGC of 0.69 lets the sun’s heat
stream in, making Loå-180 ideal for passive solar applications. The low U-factor also makes Loå-180
compliant for the U.S. ENERGY STAR Northern zone as well as Canadian zones A, B and C. Help homeowners
enjoy some northern comfort – with Loå-180 glass. For more information, visit cardinalcorp.com.

ENGINEERING THE FUTURE OF COATED GLASS

HIGH

SOLAR

GAIN

GLASS
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What’sNews

MERGERS AND ACQUISITIONS

Cascade Windows Acquires Empire Pacific
ascade Windows, a privately
held vinyl window and patio
door manufacturer, has
acquired Tualatin, Ore.-based
Empire Pacific Windows.
Cascade will now operate the former Empire Pacific plant in Tualatin.
“This is a growth strategy,” says
Cascade Windows president and
chief executive officer Randy
Emerson. “We feel we have seen the
bottom … We don’t think the mar-

C

Cascade plans for future growth due to
its recent acquisition.

ket is going to get worse. We want to
strategically position ourselves for
that growth.”
Empire Pacific serves mainly
Washington, California and Oregon,
while Cascade serves those same
states in addition to Idaho, Utah,
Denver, Arizona, Alaska and Hawaii.
Emerson says discussions with
Empire Pacific began about six
months ago.
“Cascade is looking to expand in
our existing geography as well as
additional areas,” he says. “It is rare
to find a company with similar values, service, etc. That’s what we
found with Empire. So we talked to
them to see if we could come
together stronger and capture
more market share in our existing
geographic area.”
Emerson also hints that Empire
Pacific is just the beginning of the
company’s growth strategy.
“In our growth plan we have

Fen-Tech Sold to Local Group
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Vinyl window manufacturer Fen-Tech, based in Superior, Wis., has a new
owner—Superior-based Bachand Group Property Management. Bachand’s Pat
Heytens serves as the new president of Fen-Tech.
Heytens told DWM magazine that he and his two partners had purchased
Fen-Tech windows for a project they were working on, and through that purchase, became familiar with the company and its personnel, including Fen-Tech
president Mike Mirau and operations manager Gary Flyen.
“The time was right for both sides and led to the sale,” says Heytens.
Heytens says prior to this purchase the Bachand Group was locally focused
and was looking for a way to expand nationally.
“We were looking to grow in a way that would allow us to have the entire
United States as our market,” he says. “I’m a real technical guy. I like that FenTech embraces technology.”
Organizationally, Heytens says Gary Flyen, former co-owner, will remain
with the company in plant operations. Flyen’s former co-owner Mike Mirau will
move from the role of president to consultant. Mike’s son, Matthew Mirau, will
continue with Fen-Tech as national sales manager.
“It is business as usual,” says Heytens. “There will be no changes as far as
servicing our customers.”
www.dwmmag.com
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opportunities for expansion,” he
says. “We’re not ready to talk about
those yet, but rest assured we will
continue to grow.”
“We are very happy to join
Cascade Windows. Their culture is a
great match for Empire Pacific and
we are happy to be a part of this positive growth company,” adds Justin
Kent, president of Empire Pacific
Windows. “The combined entity will
allow us to better serve our customers with greater resources.”
Terms of the deal have not been
disclosed.

Hurd Windows & Doors
Acquires SuperSeal
Hurd Windows and Doors
acquired SuperSeal Manufacturing
Co. Inc., a 50-year-old, privately
held, high-end vinyl window manufacturer based in South Plainfield,
N.J. HWD Acquisition Inc., the
name under which Hurd now markets its products and brand, is
headquartered in Medford, Wis.,
and is known for its custom wood
doors and windows.
According to Hurd president and
chief executive officer Dominic
Truniger, the acquisition supports
Hurd’s strategic growth plan to
expand its diverse product mix to
address the shifting needs of a broad
range of construction markets—with
emphasis on the replacement window market, as well as new residential and light-commercial products.
Ron Vespa, who was a SuperSeal
co-owner, will continue as vice
president of the company.
SuperSeal will be an independent subsidiary business of HWD
continued on page 22
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Technically,
we do it all.
Edgetech 360®: redefining efficiency with
expert training, custom line layouts and
equipment solutions.
Looking to expand or to start taking advantage of the
many benefits Super Spacer® offers? Edgetech’s Technical
Service team will guide you through the design,
development, installation, training and maintenance of
your insulating glass operation with personalized service.
Contact our Technical Service team at 800.233.4383 or
visit www.edgetech360.com/Manufacturers to learn
more about our quality appraisals, line layout design,
training, set up, production efficiency analyses and other
technical services.

®

is our promise that you’ll receive the best in
high-performance products and the advantage of having
a partner that understands your business objectives.
Our support services are designed to help you take your
business to the next level.

John DeVecka, Edgetech I.G. Technical Services Representative since 1999,
performing a quality audit for a customer.

Does your spacer supplier offer you all of this?
Learn more at www.edgetech360.com.
Proud Sponsor of Fenestration Day™ 2011
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What’sNews
CONTINUED

COMPANY NEWS

President Obama Visits Thompson Creek Window Company
President Obama spoke at Thompson
Creek Window Co. in Landover, Md., in
early-January and pointed out that the
window tax credit led to a 55-percent
boost in sales at the company.
“Rick [Wuest, the owner of
Thompson Creek] was telling me that
when that tax credit got into place,
the marketing arm of Thompson Creek
got busy,” said Obama. “…That’s exactly what we wanted to see—companies
explaining to the American people
that ‘you can save money on your
energy bill, this is a smart thing to do,
take advantage of it.’”
Obama also outlined a new
tax break that will allow all businesses with capital needs to take advantage of this temporary expensing
provision.
The President pointed out that
Wuest started in the family business
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Obama greets employees and others
during his visit to Thompson Creek.
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President Obama also visited
Penn State University in
early-February, where he introduced a Better Buildings
Initiative focused on achieving energy-efficiency. DWM
video producer Marshall
Stephens was at the event.
Check out the February
2011 DWM Newscast on
www.dwmmag.com/studio for
details or scan the tag at
right.
www.dwmmag.com
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when he was just 13.
“Three decades later,
Thompson
Creek
has
expanded. It’s already outgrown this new 80,000square-foot facility that it
moved into just three years
ago,” Obama said.
He added that companies
like Thompson Creek are
what have guided his administration for the past two
years.
President Obama tours Thompson Creek Window
“Government
can’t Co. with its president, Rick Wuest.
guarantee Thompson Creek
or any business will be successful,
Obama said he hopes others will
but government can knock down follow suit.
barriers like a lack of affordable
“So I want to urge all businesses
credit or high costs for investment or with capital needs to take advantage of
high costs for hiring—we can do this temporary expensing provision,
something about that. Government because we expect it to lower the avercan remove obstacles in your path,” age cost of investment by more than 75
said Obama.
percent for companies like Thompson
He added, “So, talking to Rick, I Creek,” he said. “It is a powerful new
know Thompson Creek is planning to incentive for businesses. It is a great
take full advantage of this tax break, opportunity for companies to grow and
and that’s going to help Thompson add jobs. Now is the time to act …
Creek renovate, expand and add Companies who are listening out there:
another hundred new employees right If you are planning or thinking about
here. You’ve got companies like this making investments sometime in the
all over the country, and the Treasury future, make those investments now
Department estimates that overall and you’re going to save money. And
this will accelerate $150 billion in tax that will help us grow the economy. It
cuts for two million businesses over will help you grow your business.”
the next two years.”
Wuest says he got to speak personally with the president about energy
efficiency during the visit.
“When we concluded the tour I met
the economic team [that he was introducing that day] and he expressed a
desire to continue to promote energy
Scan the tag to
view the February efficiency, in particular with windows,”
2011 DWM
says Wuest. “He made it clear he was
Newscast. Get the
looking for opportunities to promote
free mobile tag
reader at
efficiency, so that gave me some hope
http://gettag.mobi
that he will create some programs that
will benefit our industry.”
continued on page 22
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Acquisition. Its products will continue to be marketed under the
SuperSeal brand and through its
existing distribution channels,
along with Hurd’s eastern distribution infrastructure.

LEGAL NEWS

Windowizards Inc. and
OKNA Windows Settle
False Claims Lawsuit
Windowizards, a Pennsylvaniabased window dealer, and manufacturer OKNA Windows Corp. of
Bristol, Pa., recently settled a 2009
class action lawsuit brought against
them by several customers who
claimed the companies utilized
“unconscionable business practices,
including knowing omissions and
affirmative misstatements of material fact, in connection with the adver-

tising, marketing and sale of replacement windows in violation of the
New Jersey Consumer Fraud Act … ”
Under the terms of the settlement, the court dismissed the
action “with prejudice and without
costs (except as provided by the
stipulation).”
The stipulation required the
plaintiffs to pay court attorneys’
fees and expenses in the amount of
$155,175.65. In addition, lead
plaintiff Quinna Cooper was
awarded $5,000, according to court
documents.
The original suit came about after
a Philadelphia Fox News affiliate ran
an investigative report about the
companies’ promotional materials
and advertisements relating to how
much foam insulating was used in
their replacement windows.

“As a result of various media outlets investigations, defendants
have admitted that their promotional materials and advertisements depicted an ‘inaccurate portrayal of how much foam insulation
was used in the replacement windows they sold,’” wrote lead plaintiff Quinna Cooper’s counsel in the
original complaint. “Despite defendants’ misrepresentations, purchasers paid defendants a premium for replacement windows that
contained foam insulation.”
The specific windows named
were the ComfortWeld line, manufactured by OKNA and sold by
Windowizards. Plaintiffs included
all New Jersey residents who purchased ComfortWeld Windows from
Windowizards from January 1, 2006,
to July 31, 2009.
❙

Good enough isn’t good
enough. We do it better.
That en on to detail and relentless
drive to improve means you get
something be er from DMSi’s Agility.
The proven
on of experience,
resources and drive means a lif me of
be er bo om line results for you. To
learn more, call DMSi at 800.347.6720
or visit dmsi.com.
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Learn how. CLICK NOW.
dmsi.com/overview/dwm

RUN BETTER.

Run better.
www.dwmmag.com
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Two Materials On One Machine?
As Easy As 1, 2, 3

1

INTRODUCING the
Intercept® ThinPlate ®
Option Kit!

3

2

Now you can run energy-efficient Intercept ULTRA and cost-effective ThinPlate® on ONE machine!
The switch is done in less time than it takes to change a coil! No tools required.
Call your GED Sales Representative today for more information.

330.963.5401

9280 Dutton Drive, Twinsburg, Ohio 44087 • 330.963.5401 • Fax: 330.963.0584 • www.gedusa.com
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Energy and Environmental News

DOE Moves into Phase Two of Windows
Volume Purchase Program
epartment of Energy officials
say they are now moving into
phase two of the Windows
Volume Purchase Program, commonly referred to as the R-5 program. During a recent meeting of the
Northeast Window and Door
Association (NWDA), Terry Mapes,
energy analyst for Pacific Northwest
National Laboratory, pointed out
that there a few significant changes
that will take place in phase two. This
includes the addition of commercial
products to the program, a database
that will allow website users to enter

D
Terry Mapes of Pacific Northwest
National Laboratory gives details into
phase two of the DOE’s program.

DOE and HUD Announce
Energy-Efficient Improvement Programs
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The U.S. Department of Energy (DOE) recently announced the launch of the
Home Energy Score pilot program. The Home Energy Score will offer homeowners reliable information about their homes’ energy efficiency, according to a
DOE announcement.
The report provides consumers with a home energy score between 1 and 10, and
shows them how their home compares to others in their region. “The report also
includes customized, cost-effective recommendations that will help to reduce their
energy costs and improve the comfort of their homes,” said the DOE announcement.
Under this voluntary program, trained and certified contractors will use a
standardized assessment tool developed by DOE and Lawrence Berkeley National
Laboratory to quickly evaluate a home and generate useful, actionable information for homeowners or prospective homebuyers. With only about 40 inputs
required, the Home Energy Scoring Tool lets a contractor evaluate a home’s
energy assets. For each specific improvement, the estimated utility bill savings,
payback period, and greenhouse gas emission reductions are included.
The Home Energy Score initially will be tested with local government, utility, and
non-profit partners in ten pilot communities across the country. After the pilot tests
conclude in late-spring 2011, DOE expects to launch the Home Energy Score nationally later next year, based on the findings from the initial programs.
In addition, the U.S. Housing and Urban Development (HUD) recently
announced a new pilot program that will offer credit-worthy borrowers lowcost loans to make energy-saving improvements to their homes. Backed by the
Federal Housing Administration (FHA), these new FHA PowerSaver loans will
offer homeowners up to $25,000 to make energy-efficient improvements of
their choice, including the installation of doors and windows, HVAC systems,
water heaters, solar panels and geothermal systems.
At press time, pilot tests were scheduled to be held in ten communities across
the country, and the national program was expected to launch late in 2011.
www.dwmmag.com
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criteria to filter results, certification
of storm window products and tier
pricing for large quantities.
Additionally, vendor prices will
now be shown on the website. Their
inclusion has been a subject of
debate in the past, as many manufacturers did not want to see prices
listed. In fact, during the meeting
an attendee asked why price would
be listed.
“Ninety percent of users said it
didn’t amount to more than a
Google™ search,” said Mapes.
“They wanted the price shown.”
One manufacturer who did not
participate in phase one told Mapes
his company had refrained from the
program due to pricing and the fact
that there are different prices in different geographic regions. The
manufacturer asked about a list
price and Mapes said that if a manufacturer wants to publicize a list
price that is acceptable.
Mapes also talked about the
future of the program and how far it
will extend beyond R-5.
“Our long range goal is R-10,”
said Mapes. “We realize [it] will take
a considerable amount of time to
get there.”
“ENERGY STAR® did a great job of
taking the industry from singlepane to double-pane,” he adds.
“What we’re trying to do is take the
industry to the next era.”
If you’re interested in learning
more about the high-performance
windows program, be sure to mark
your calendar for Fenestration
Day™ on April 7, 2011, in
Indianapolis. The event is sponsored by DWM magazine. (See page
32 for more details).
❙❙➤ www.dwmmag.com/feneday ❙
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NEVER BEFORE SEEN!
Gorgeous, energy efficient, maintenance-free.
With a finish that can be applied inside as well as outside, DOUBLENATURE ® products
provide the most realistic wood finish in the rigid PVC industry, and represent a great
innovation that will foster demand and generate sales.
Manufacturers will especially like that no changes to the manufacturing process are
required, less inventory than laminated products is needed, and products can be stained
as orders come along. It’s yet another way P.H. Tech helps you… reach further!
YES, it’s PVC.

DOUBLENATURE ® products are available exclusively to P.H. Tech clients.

phtech.ca/doublenature
1 800 463.4392
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Industry Reacts to Quanex
Purchase of Edgetech
by Tara Taffera

uanex Building Products Corp. announced in
late-January that it had signed a definitive
agreement with Lauren International to acquire
Edgetech I.G. Inc. for $107 million in an all-cash transaction, everyone in the industry immediately started
talking. The announcement seemed to evoke more
questions than answers. Among them, how will competitors Edgetech and Truseal be integrated together?
Several industry members who declined to be identified said that until they know how, or if, the two companies and technologies will be melded together, there
isn’t much to say.
Others did already have opinions to voice, and that
includes Bob Pecorella, president of Northern
Building Products in Teterboro, N.J., a long-time
Edgetech customer.
“It is savvy of Quanex to put Edgetech/Truseal under
one roof,” says Pecorella. “Northern has been a user and
supporter of warm-edge flexible spacer technology for
more than two decades. Having them together under the
same ownership is an unbeatable combination of the
foremost technology for insulating spacer for our industry. They are very smart about doing this. It’s a win-win,
except for those not making a warm-edge flexible spacer.”
Another question is how the merger of two major spac-
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Kevin Gray, CEO of Lauren International (left), and David Petratis,
chairperson and chief executive officer of Quanex Corp., met at
Edgetech's office on the day the purchase was announced.
www.dwmmag.com
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er suppliers will affect
the competition.
GED is a competitor to both companies on the spacer
side,
and
Dan
Reinhart, director
of sales, says his
reaction was mixed
when he heard the
news.
“I was surprised, though
nothing surprises me
anymore in this industry,” he says.
Like many, Reinhardt
agrees that there are many
questions.

It is savvy of Quanex to put
Edgetech/Truseal under one roof.
—Bob Pecorella, president, Northern Building Products
“I think there was surprise and shock in the industry,” he says. “Customers are worried, what if they eliminate my product line? How will it affect my pricing?’
They [executives of both companies] said the right
things—that they are looking for growth. I still think
there are a lot of questions though.”
Gerhard Reichert was involved with Edgetech at its
inception and is credited for helping invent Edgetech’s
SuperSpacer product. He now serves as president of
industry competitor Glasslam.
“It is certainly interesting news because I was inside
Edgetech for many years so I know ideas of selling have
been floated around in the past. But when it would
happen was news to everyone,” says Reichert.
So was he surprised Edgetech was sold to Quanex?
“Yes and no,” says Reichert. “It’s a mixed bag. There
are always changes in this industry. Mergers and acquisitions bring about different dynamics and this merger
of two competitors will as well.”
Pecorella hopes the merger will provide access to
improved technologies—at a better price.
“It’s good for all the people using one or the other
because I hope it will give us good access to both at a
competitive price,” he says.
Tara Taffera is the editor/publisher of DWM magazine.
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Quanex and Edgetech Execs Express Optimism
by Megan Headley

E

xecutives at both companies say they’re optimistic
about what this merger of
technology and expertise will
mean for the industry.
Edgetech president Mike
Hovan told DWM magazine
that Edgetech parent company
Lauren International has been
looking for a buyer for the company that would better be
able to allow the warmedge spacer manufacturer to grow. “Lauren
International … came to
the realization that a parent
with a little bit more capability
would be in a better position to allow
Edgetech to continue to grow to the extent that
we believe it can. It wasn’t an active strategy, it’s just
been something that’s been in the backs of the
minds of different people in Lauren International,”
he said. “The opportunity arose, we started talking, and we
are where we’re at today.”
“Edgetech will allow us and be the facilitator to expand
into the commercial market,” David Petratis, chairperson and
chief executive officer of Quanex, added in the interview.
“Quanex has some great capabilities in our vinyl portfolio that
can help commercial customers, and joining together helps us
to get in front of those specifying engineers. It’s one of the
attractive things that we believe help benefits both teams.”
Edgetech’s international presence, including facilities in
the United Kingdom and Germany, are another potential
advantage. “It was an important part of the evolution of
Quanex that we develop internationally and the merger
brings us strength,” Petratis said. “They’ve got some exciting
international expansion and we want to continue to build
on that momentum.”
Hovan said a number of factors made Quanex an attractive
buyer. Among them was “the fact that they were in the same
industry and understand the business was a big piece of it.”
He added, “Secondly, and probably the largest piece, was
the real alignment of how Quanex goes to market and how
they run their business compared to how we run our business; there was a very direct alignment of our core values as
both a company and as individuals within the companies that
we’ve had the pleasure of meeting. That’s what we were looking for—somebody, frankly, who has, the muscle to help grow
the business to what we think it can be …”

Petratis noted that discussions began in 2010 and said
that Quanex is looking forward to the growth potential
that this acquisition offers.
Petratis said that the acquisition must be approved by the Mike Hovan David Petratis
Federal Trade Commission—
typically in 90 to 120 days—before employee changes can be discussed. On the topic, he simply commented, “We’re going to
build on the people and capabilities that we’ve got. We think one
of the attractive elements of Edgetech were the strengths of the
leadership and the people that have made up the business.”

The opportunity arose, we started talking,
and we are where we’re at today.
—Mike Hovan, Edgetech IG

Edgetech will be part of Quanex’s Engineered Products
Group, which also oversees Truseal. Petratis said Quanex expects
the combined strength of these two companies to “advance the
technical capabilities, especially around energy-efficiency.”
“We believe the envelope can be pushed and when you
bring [together] the butyl-based technologies, single-edge
technologies of Truseal and the foam-based, dual-sealed capabilities of Edgetech, we think those minds will help push that
envelope,” he added.
❙
Megan Headley is a contributing editor for DWM magazine.
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DWM publisher Tara Taffera (middle) with Edgetech vice president
Larry Johnson (left) and Quanex chairperson and CEO David
Petratis (right) at an industry event in 2010. Taffera brought the
two together to present DWM's green product awards.
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Tablet
Technology
Changing the Way Windows are Sold
by Tara Taffera

W

e all love technology.
Who didn’t want to be
the first to get a color TV
in the ’60s or to take the clunky car
phone for a spin in the ’80s? But the
revolution launched by the smartphone and, most recently, the
tablet in recent years—with estimates showing more than eight
million iPads sold in 2010, for
example—has led to a shift in how
business is done. For forwardthinking professionals in the door
and window industry, this has
meant major changes to how these
products are sold.
In all industries, individuals have
used their hand-held phones for
years to conduct business,
but as technology
evolves
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many are moving beyond these
devices. This means embracing
tablet technology, as many door and
window manufacturers and dealers
have done. This technology, which
includes Apple’s iPad, Samsung’s
Galaxy and others, isn’t just changing
the way companies do business but
is revolutionizing the way windows
are sold.

Suppliers Take the Lead
Software suppliers, in turn, are
looking to how they can give their
customers what they need to conduct business through this new
technology.
“The customers I
have talked to have
expressed interest in
an Apple app—but
not
for
an
iPhone,” says
Ron Crowl,
president

of FeneTech. “They have commented that the iPhone is just too small to
provide a meaningful user experience for detailed information. What
they have expressed interest in is an
iPad app. The tablet is sized to provide a very good user experience and
the tablet market is growing at a
rapid pace with both the iPad and
other recently introduced products.”
FeneTech currently is developing
iPad apps for its Web Center (quoting and order placement tool) and
Business Intelligence (order status,
production status, sales history, etc.).
Another industry software supplier, WTS Paradigm, has offered its software on mobile or handheld devices
to help manage manufacturing operations, for the past several years.
“Barcoding, product movement,
inventory tracking and cycle counts
and reporting are all available on
these devices, which communicate
wirelessly with the central system.
Mobile technology goes where you
need it on the shop floor, and
reduces the need for fixed workstations or scan points,” says president Nathan Herbst.
Herbst hints that WTS is also
developing other handheld and
mobile tools for manufacturers, dealers and retailers to use in the field.
“We quite often receive
requests from manufacturers
that are looking at new ways
to reach consumers while
strictly on a web-based
browser level more than
anything to date,” says

Tablet technology is changing the way
dealers sell windows. At America’s Window
all sales representatives are required to use an iPad
when selling to the homeowner.
www.dwmmag.com
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Emmanuel Perdikis, marketing vice
president for 360 Innovations. “We
have come across a few that also
need to communicate and interact
with their production and plant.
They are looking at ways to monitor
activities slowdowns and problems
in real time.”
360 Innovations is responding to
this input as it is developing realtime dashboard views that will be
accessible directly from portable
devices, including tablets.
“Next year we plan to launch our
comprehensive web version of our
Suite360 enterprise software,” he
adds. “Presently we have launched
our web configurator for visual selling and lead generation which can
be tied into any web browser, site,
app or e-cart/store.”
Millwork supplier WoodWare
Systems and point-of-sale software
supplier Pacsoft USA of Portland,
Maine, have developed an interface
between their systems for retail
operations that also pre-hang doors.
Pacsoft USA has developed an
application for the iPad/iPhone
that president Peter Stoops says
can work as an inventory tool for
store owners as well as a management dashboard.
“If you’re standing in your store
and you want to change the onhand inventory you can go to the
application on the iPhone or the
iPad that runs back to your server,”
says Stoops.
The second part is the management dashboard.
“That part of the app is something an owner can use to make
business decisions from anywhere,”
adds Stoops. “A store owner can look
into his information at any level of
the store. This may include gross
margins, inventory, etc. He can be at
a trade show and see there is a great
deal on a door set and he can go and
track sales of that product to help
make his purchase decision.”
Stoops says that while the app
has been available, “there is not
enough time yet to gauge its
acceptance.”
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“It did come from feedback from
customers,” says Stoops. “It offers a
real-time look into the system. You
have a live remote to your server
and that’s what’s been driving it.”

Plant Applications
In all of the above cases software
suppliers are offering these applications based on customer feedback. Each year, FeneTech hosts a
user conference where its customers come together. Crowl says
this helps the company drive its
development plan.
“Last June at our conference several manufacturers had iPads with
them,” he says. “A lot of our discussions were how this can be used for
in-home sales. But we also talked
about its use on the manufacturing
side. Customers will be able to use
their iPads to check status of orders,
look by order, production schedule,
work cell, identify bottlenecks, etc.”
Ron Mascarella, president of
Vista Window Co., was one of those
manufacturers in attendance who
had his iPad with him.
“It was unique with the way you
could bring up the online order entry
system, and the internal Internet
reporting mechanism. It seemed that
the size of the iPad worked very well
for being functional,” he says.
Mascarella also owns an iPhone
and an Android.
“We have the technology to connect to all these sites, but it tends to
not be truly functional due to its
size,” he adds.
Mascarella says executives have
used their phones for the past three
to four years to track incoming volume, output, average windows
manufactured per hour, among
other items.
“You are kind of at the mercy of
the screen size and the keyboard,” he
says. “We are always traveling and it’s
nice to hit a button and get what you
need but this isn’t always possible
with a phone. I hate to say when I am
traveling ‘let me call someone and
get back to you’ when literally what
they need is a few keystrokes away if

WTS Paradigm
will soon offer the ability to browse
open projects, navigate to appointments,
and quickly start a new project using a
handheld device.
you have the right connection and
the right device that allows you to
manipulate that information.”

Changing Window
Selling Methods
While tablet technology will make
it easier to do business in the plant
for the manufacturer, some say it will
have an even bigger impact on the
dealer and the way he sells windows.
At Vista Window Co., Mascarella says
the company recently gave all its
sales representatives an iPad. But
they didn’t just hand it off and let the
representative figure out what he
needed. Vista helped develop the
content, including links to YouTube
where the company has placed
some videos.
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Tablet Technology
continued from page 29

What Apps are You
Using for Business?
DWM would like to hear
from you. What apps are
you using in your manufacturing facility or as a dealer
when selling windows? How
do you use your tablet
devices as sales tools? Email ttaffera@glass.com or
join the discussion on
DWM’s Facebook page.
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“The old three-ring flipcharts are
now a PowerPoint presentation on
an iPad that sits on an easel on the
table and you swipe your finger
over it as you go through the presentation,” says Mascarella.
At
America’s
Window
in
Charlestown, Ind., using the iPad is
now the only way its 15 sales representatives sell windows, says Kyle
Kark, general manager. The company worked with its window manufacturer, Gorell Windows and
Doors, to develop a structured
presentation for its representatives.
“Within 30 days we had everyone
with an iPad,” says Kark. “It was
required.”
Kark says use of this technology
absolutely gives his company a
competitive advantage.
“Inviting someone into your
home is very difficult,” he says.
“When they come in and lay stuff
all over your table and your belongings it is intrusive. It is all in perceived image. If you show a homeowner papers that have been
flipped through a million times, the
finished product will be perceived
as having less value.”
He adds that the iPad offers
unlimited possibilities.
“We can show then 6,000 photos if
they want instead of using a picture
book,” says Kark. “It gives access to
unlimited information. I can pull up
stuff they want to know [to which] I
may not even have answers.”
But can’t a laptop do that as well?
www.dwmmag.com

Many agree that the iPad is a
more effective and less threatening tool. The dealer doesn’t have
to come in, plug in his laptop,
boot up, etc. The information can
be pulled up automatically.
“When these dealers come in
there is such a negative connotation that homeowners are wary,”
says Mascarella. “We feel the
experience in the home should be
as least intrusive as possible. A
dealer can show videos of his
installation crew, prior jobs [and]
testimonials. He can bring up the
order-entry system and an idea of
what a window will look like.”
Kark says tablet technology
offers additional benefits as well.
“It allows us to standardize our
reps’ pricing so they aren’t out
there making up a price and writing it on the back of a sheet of
paper.”

Tablet Technology
While software suppliers are
developing specific apps for the
industry, that may not always be
the
answer,
according
to
Mascarella. He is looking for websites he can surf on his tablets
that are user-friendly and functional—for example, suppliers
that have designed their websites
so video will play on the iPad, etc.
“You need a website that works
with the iPad or other device,” he
says. “So really you are running a
sophisticated web page.”

>I

This seems to coincide with the
focus of some software suppliers.
“Our current development plans
are to develop both web-friendly
sites for tablets and also to develop
‘enhanced’ apps that offer the user
additional functionality and features,” says Crowl.
Mascarella admits he doesn’t want
to limit his dealers to Apple’s iPad.
“Whatever device they are comfortable with we encourage them to
use,” he says.
“I also own a Galaxy tablet which
I prefer,” admits Mascarella.
Still Apple does dominate tablet
technology.
“Apple has a huge advantage,”
says Crowl. “A lot of these have different operating systems that are
very unique so we are going to
focus on the iPad for now. I believe
Apple has done a terrific job of
marketing. For the foreseeable
future Apple will dominate.”

Changing the Game
While some have embraced this
technology, as is the case with anything new, there always will be
resistance.
“Obviously people have resistance to new ideas,” says Kark. “But
when you see the success of it, it
will gain acceptance quickly [and is
what happened in our case].”
Mascarella says the industry will
adapt.
“When the ‘do not call’ list came
out there were some people who
only knew how to do that and they
had to figure out how to get leads,”
he says.
Companies will figure out how to
make this technology work for them.
“We think this will be the selling methodology of the future,”
adds Mascarella. “No catalogs, no
literature.”
“This is only the beginning,” adds
Kark. “We are getting ready to go fully
paperless. We will be e-mailing contracts, etc. That is the next step.”
❙
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Listen
to Your

Colleagues

Attend Fenestration Day™ for Valuable Educational Sessions
enestration Day provided
networking with industry
leaders and a platform
for discussing the challenges facing
our industry in 2010 … specifically
the new lead regulations, the stimulus act and general forecasts of
how the year was going to evolve,”
said Greg Irving, vice president for
door and window manufacturer
Soft-Lite.
Irving has signed up for
Fenestration Day™ 2011, sponsored by DWM magazine, to be
held April 7 in Indianapolis at the
Indianapolis Marriott East. The

“F

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

32

Visit Glass Expo
Midwest™, Too!
Your Fenestration Day registration also will allow you to visit Glass
Expo Midwest at no charge. The
trade show will run from 3 p.m. to 8
p.m. on April 7 (and 10 a.m. to 3
p.m. on April 8). Be sure to take
advantage of all the event has to
offer while in Indianapolis.

www.dwmmag.com

event will be held in conjunction
with the annual Glass Expo
Midwest™ event, sponsored by
DWM’s sister publication, USGlass®
magazine.
Irving isn’t the only manufacturer who found value in attending the
last Fenestration Day.
“The workshop sessions were
worth taking the time to attend,”
said Ellen Mann, director of sales
and marketing for the St. James
Co. “Not only was it a great opportunity to meet others in the industry for valuable networking, there
was valuable information shared
on current issues facing our
industry that could be put to use
immediately.”
Fenestration Day is focused
toward door and window manufacturers and some suppliers attend as
well. The Royal Group is one of the
event sponsors this year.
“I felt the program was very wellorganized last year and the topics
were extremely pertinent for any
company doing fenestration-related business,” said Ken Lazer,

>I

Tyson Schwartz, Gorell Windows and
Doors, was a speaker at last year’s
Fenestration Day, and spoke about how
the lead paint requirements would
affect the industry.
regional sales manager for Royal
Window and Door Profiles, who
attended the 2010 event. “We are
excited for this year’s event and
look forward to participating.”
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Schedule at a Glance
8:30 a.m.-10:00 a.m.

Going Green in the Plant
One of our most popular seminars last
year, this panel discussion will include representatives of door and window companies
who will detail the specific steps they have
taken to save money in their
plant, including energy-saving measures. Panelists this Todd Rascoe
year include: Todd Rascoe,
vice president of operations, Thermal
Industries, a division of Atrium; Andre
Touchette, president of Royal Window and
Door Profiles Eastern Region, Canada; and
Steve Chen, president of Crystal Window
Steve Chen
and Doors.
Sponsored by FeneTech.

The DOE’s Mark LaFrance spoke last year regarding DOE
activities. This year the EPA’s Doug Anderson will give an
ENERGY STAR® update.

1:15 p.m.-2:15 p.m.

ENERGY STAR® Update
10:00 a.m.-11:00 a.m.

Door and Window Industry Update

Doug Anderson, ENERGY STAR windows
project manager for the Environmental
Protection Agency (EPA), will highlight the
EPA’s latest efforts regarding the ENERGY
STAR Windows program.
Sponsored by Edgetech.

Michael Collins, vice president, building
products group at Jordan, Knauff and Co.,
will offer his latest statistics on the door
and window industry, including mergers
and acquisitions. Collins also serves as
DWM columnist and the industry looks to
him as an industry expert.
Sponsored by Royal Window and Door Michael Collins
Profiles.
2:15 p.m.-3:45 p.m.

Doug Anderson

DOE's High-Performance
Windows Volume Purchase
Program Panel
11:00 a.m.-11:15 a.m.—Break
11:15 a.m.-12:15 p.m.

Avoiding Litigation
An attorney from Carson and Coil Law Firm in Jefferson
City, Mo., will outline how manufacturers can protect
themselves from litigation. Learn everything from how to
write warranties to how to market your products accurately, including claims involving green products.

12:15 p.m.-1:15 p.m.—Lunch Break

The DOE's High-Performance Windows
Volume Purchase Program has received a
lot of attention and DWM has assembled
an array of experts on this topic. Graham Graham Parker
Parker of PNNL will be on-hand with program participants including Gary Delman,
president of Sunrise Windows, and Terry
Rex of B.F. Rich Windows and Doors. Even
if you aren’t part of the DOE’s program,
learn details about phase two and why you
may want to look at the benefits of R-5.
Sponsored by Quanex, Building Products Gary Delman
Corp.

Register Today
To register for Fenestration Day
go to www.dwmmag.com/
feneday and click on the register tab. Registration is free to those
in the industry.

Scan the code above for
full show details. Get the
free mobile tag reader at
http://gettag.mobi

* Please check www.dwmmag.com/feneday
for the latest updates. Times are subject to
change.
❙ Terry Rex
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Four for Buying
Tips Used
What to Look for When Buying Pre-Owned Equipment
by Penny Stacey
n today’s market, used machinery can appear an economical
purchase for door and window
manufacturers. But some machinery manufacturers say there are
many factors to be taken into
account beyond the simple price
tag. Read on for tips on buying preowned equipment.
Do your research. When purchasing or looking at used
machinery, there are many questions to ask, according to industry experts—questions such as, how
long the machinery was used, how
long it has been out of service, and
what its capabilities are.
“The key when you’re buying
used is to make sure you have good
advice,” says Steve Waltman, vice
president of sales and marketing
for Stiles Machinery in Grand
Rapids, Mich. “You need to check
on the weight, and if [the machine]
is particularly large you will have
issues in your factory regarding
floors. Riggers sometimes have limits on what they can pick up, and
you have to make sure the riggers
understand proper handling of the
machine.”
Mike Biffl, national sales manager for Sturtz Machinery in
Cleveland, also points out that it’s
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important to see the machinery inperson. “The best thing that [manufacturers] can do is to go spend time
looking at the equipment,” he says.
“In most cases there’s no way they
can see the equipment powered up,
but at least they should go and see
that it’s in decent condition.”
Manufacturers also must keep in
mind that websites and auctions
are not always representative, says
Biffl. “The pictures on these websites can be very deceiving,” he
says. “The buyer might call the auctioneer, but the auctioneer doesn’t
know anything about the machinery. He was brought in to empty out
the [plant].”
When viewing a machine in-person, there also are several factors to
take into consideration. “If the company that used the machine is still
around, talk to the people who were
at the plant where it was used,” says
Biffl. “Get the serial numbers off of
the machine and call the manufacturer and find out if parts are still
available. Just do some homework
and find out if you’re getting something that can viably be put into use
for a few years.”
When research is carried out
correctly, Cliff Langdon, vice president of operations for Sunrise

>I

Sometimes new machines can
even send you an e-mail
when it’s time to oil or grease
the machine. You’ll probably
never find that on a used
machine.
—Steve Waltman, Stiles Machinery
Windows in Temperance, Mich.,
says a used purchase can indeed be
advantageous.
“We did purchase a major piece
of used equipment recently and it
worked because we knew who was
running the equipment and how
well they maintained it,” says
Langdon. “The person who sold us
the equipment also helped with
set-up and training. So, in the end,
it was a less expensive way to get a
good piece of equipment and more
value than if we had just bought a
new piece of equipment.”
Look for quality. When
researching the equipment,
there are certain items to
look for with regard to quality, such as age of the machinery. “I
would look for a piece of equipment that isn’t [more than] ten
years old,” says Chris Cooper, sencontinued on page 36
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Make money.
Save money.
Save time.
Reduce errors.
Be lean. Be agile.
Be in control.
Be nice.
Achieve.
Improve.
Enjoy more.
Whatever your goals for your business, you can get
there with FeneVision. It’s the capability-rich, ﬂexible
and proven ERP business system that produces results
for window, entry door and sunroom manufacturers
and glass fabricators. Its 150+ installations strong and
backed by 24/7 global support.
Discover the power and agility in your business with
FeneVision.Visit www.fenevision.com. Or just call us.

North America 330.995.2830 Europe/Asia +352 263984 fenetech.com
Proud Sponsor of Fenestration Day™ 2011
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Four
Tips continued from page 34
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ior sales engineer for Joseph
Machinery in Dillsburg, Pa.
Likewise, it’s important to know
if the machinery has undergone
changes since it originally was set
up. “A lot of times there are modifications that were done to the
equipment that were not documented,” adds Cooper.
Sometimes even when research
is completed, full quality cannot be
ascertained. “The machine is sold
as is and where is—it’s in the quality that it’s in and whether or not it
operates well enough is yet to be
seen,” says Waltman.
Biffl agrees. “A lot of that stuff has
been sitting around for quite
awhile not really being used,” he
says. “In some cases we’ve seen
parts stripped off and the buyer
[doesn’t] even know.”
Working with a knowledgeable
seller often can help determine
some of these factors, according
to Dave Schmucker, president of
Global Sales Group in Chico,
Calif., which sells both new and
used machinery. “Work with a
company that is knowledgeable
about the equipment, one that
knows the ins and outs of it,” he
suggests. “We know if a machine
has been abused or hasn’t been
maintained correctly. We can give
our opinion on it and on some of
the [used] equipment we do provide warranties.”
Consider efficiency and
advancements. Even if
used machinery has been
well-maintained,
it’s
important to look at its overall
capabilities, as the market is
advancing constantly and older
machines may not offer the same
functions as newer equipment.
“There are some great things that
new machinery can do that old
machinery can’t, and one of those
is conforming to your company’s
lean manufacturing flow,” says
Waltman.
www.dwmmag.com

We did purchase a major piece of used equipment
recently and it worked because we knew who was running
the equipment and how well they maintained it.
—Cliff Langdon, Sunrise Windows
Cooper echoes Waltman’s thought
on this. “The new thing now is flexibility, and a lot of the older equipment was designed for more of the
locked-in-style profiles,” he says.
“The new machines we offer now
have more options and fewer costs
for more changeovers.”
The same goes for green. “Most
companies have adopted a green
principle of some sort and most of
the new machines are much greener than a used machine,” adds
Waltman. “And … you have to look
at new machines as being frankly
smarter than used machines;
they’re more intuitive to operate,
they have [fewer] labor costs, and
they have less downtime than used
machinery.”
General capabilities also are key.
“Most new machines have selfdiagnostics that used machines
don’t have. They can track tool life,
spindle hours and component
hours,” says Waltman. “Sometimes
new machines can even send you
an e-mail when it’s time to oil or
grease the machine. You’ll probably never find that on a used
machine.”
Though machines sometimes
can be re-configured or adapted,
this can require a good deal of
effort. “The biggest thing we see on
our equipment is anything bought
that was manufactured before 15
years ago still had DOS on the
machines, and there’s a significant
cost to do that conversion. We basically have to go in and re-configure
it,” says Cooper.
Biffl says sometimes even “the
electronics might be obsolete” on a
used machine. “We’ve had a
machine come back to us that
wouldn’t even power up,” he says.

>I

Calculate the full price of
the machine. While buying
used machinery at a discounted price may seem
economical at a glance, some say
this is not always the case. “It’s been
too easy to find used equipment
these past few years and everyone
thinks they’re getting a great deal,”
says Biffl. “[Manufacturers] don’t
look at the fact that this machine
was never designed to put together
or run the specific product they
might be running. There are always
costs on top of the machine that
they are buying that are going to
have to be absorbed as well. They
might say ‘Oh, I can get this
machine for $100,000,’ but they’re
not looking at the $15-$20,000
beyond that they’re going to spend.”
Waltman agrees. “If someone is
going to go to the trouble of buying
a used machine, they need to look
at the total cost of ownership. What
does it cost to operate? What does it
cost to maintain?” he says. “Go out
five years and find out what the real
cost of that machine is. If it’s in
favor of the use, then so be it, but
it’s often that the value of the
machine is hidden, almost prostituted, by the cost of the machine.”
The cost of setup also is key. “We
were at an auction a few years
aback that had great equipment
available and the OEM was there,”
says Langdon. “They knew that the
people buying that equipment
were taking money out of their
pockets, so I don’t think they were
especially excited to help the new
owners get the equipment up and
running.”
❙
Penny Stacey is the assistant editor of
DWM magazine.
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COMPLETE
SOLUTION
®

LOCKMASTER

multi-point door locks

High Security
Hooks

Grade 304 Stainless
Steel Faceplate

Developed by Paddock Fabrications, the world
class manufacturer of multi-point locking solutions,

Quick Change
Reversible Latch

Lockmaster is designed to deliver the very highest
levels of performance for security, weatherprooﬁng,
ease of use and service life.
M

1, 3 and 4 hook models

M

Adjustable and non-adjustable
Stainless steel strikers

M

45mm backset centre cases

M

Single and double door locks
6’8”and 8’ product models

M

Easy modiﬁcation for custom
door heights

M

Compliant to DP100 hurricane
testing (Dade County)

M

Compatible with North
American trim sets and
Euro-cylinder applications

M

Complementary range of
handles in a choice of ﬁnishes

M

10 year mechanical
breakdown guarantee on all
LOCKMASTER products

M

10 year surface ﬁnish guarantee
on all PVD ﬁnish LOCKMASTER
brass handle sets

Simple lift lever
operation for
maximum
compression
performance
Anti-slam
Mechanism

Opposing
Centre Hook

Optional Laminated
Shootbolt Extensions

Suitable for vinyl, timber, aluminum and modern composite doors

This photo
shows a short
sample lock
made for
promotional
purposes only.

For further information contact your nearest distributor:

DS Group

Generation 4

Radisson Industries

Burnaby, BC,V5J 4S5
Canada.
Tel: (888) 520-9009
www.thedsgroup.com

Rock Falls IL 61071.
Tel: 866-436-3687
www.generation4sales.com

Saint-Lambert-de-Lauzon (Québec)
Canada G0S 2W0.
Téléphone: 418-889-9032
www.industriesradisson.com

www.paddockfabrications.co.uk
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Builders’
Show:
Still Packs a Product Punch
by Tara Taffera
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he 2011 International Builders’
Show (IBS) gave the industry a
snapshot of the current state of
the residential doors and window
market, through both its exhibitors
and attendees. Some major manufacturers were absent (Pella and
Hurd) while others, such as Atrium
Windows and Doors, exhibited to
show the industry that they are
back. Other manufacturers rolled
out new products. For some, such as
Lincoln, all the products in their
booth were new.
So take a look at the products
unveiled and what the industry has
to say about the future of the door,
window, moulding and millwork
market.

T

www.dwmmag.com

Impact Resistance
The location of this year’s
Builders’ Show, Orlando, Fla.,
brought out many Florida-based
manufacturers that may not exhibit when the show is held in Las
Vegas. Because of this, impactresistant products were on display
in many booths.
Florida-based
manufacturer
PGT Industries showcased its
PremiereVue line, a high-end
impact vinyl door, which launched
February 1.
“Customers are holding their
orders waiting for it,” said PGT’s
Bob Petit during the show, which
was held a few weeks before the
launch. The doors can be manufac-

>I

tured 40-feet wide and 10-feet tall,
he reported.
The PremiereVue line also
includes a high-end vinyl line that
PGT’s David Pitcher says can be
used in coastal areas.
“For a long time we had aluminum doors but now we have a
full vinyl line,” he said.
Atrium Windows and Doors,
based in Dallas, offers both aluminum and vinyl. Mark Gallant,
senior vice president, marketing,
pointed out that aluminum is predominant from Texas to Florida.
One of the products the company
showcased was its Safe Harbor aluminum impact window.
“Even single-glaze is still popular
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Several companies showcased high-end entry doors, including Taylor.

We went through a reorganization
and we want the industry to know
we are back and stronger than ever.
—Mark Gallant, Atrium
in Florida,” said Gallant.
Atlanta-based YKK introduced
StyleGuard, an impact-rated sliding
patio door. The all-vinyl door’s wide
stiles and rails give it the appearance of a French door, said YKK’s
Craig Marple. “Attendees like the
detailing of it which is unusual for a
vinyl, impact-rated product,” he
said. The entire StyleGuard line is
also NAHB Green Approved.
“It’s unusual for a window manufacturer to have [its] entire product
line certified,” he said.

Doors Dominate

Andersen Windows (left and bottom)
had a large presence at IBS.

Doors were on prominent display at IBS, and many companies
offered new options. CMI unveiled
its new CraftMaster® Conmore™
molded, flat-panel interior door.
The door is the second in a series of
molded, flat-panel doors within the
CraftMaster Interior Door family.
Available in 6 feet, 8 inches and 7foot passage and bi-fold sizes,
Conmore features five horizontal
panels, and can be specified with

either finger-joint or MDF stiles
and rails.
The door also offers several environmental benefits. It contains a
minimum of 70 percent pre-consumer recycled wood content and
is certified by a third-party certifier,
Scientific Certification Systems, to
have no added urea formaldehyde.
The Royal Group previewed its
Royal OPUS I and OPUS II™ Patio
Doors, which vice president and
general manager Mark Fanelli said
was developed based on regional
market demand in Canada and
parts of the Eastern United States.
The patio doors offer a new design
that incorporates a durable all-vinyl
frame that can be used with two sash
systems,
according
to
the
company. OPUS I uses the same sash
system as Royal’s Performer™ door
and features the company’s new
Super Quiet roller, designed to provide smooth gliding action. OPUS II
uses a welded sash that can accom-
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Builders’ Show
continued from page 39

modate standard 1-inch thick glass
as well as two true triple-glazing
options of 1-1⁄4 inch and 1-3⁄8 inch for
achieving an R-5 rating, and also can
be used in triple-glazed units.
The line will be launched in April
and aimed toward the new construction and replacement markets.
Another new technology unveiled
was a patio door that offers
increased security, introduced by
Haddon Windows of Bensalem, Pa.
“This is a breakthrough in security for sliding patio doors—a
completely reinvented patio door
locking system, which locks from
the top to the bottom, replacing
simple single or double latches
found on nearly all doors today,”
said company president Sam
Jadallah.
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Someday we will start building
a lot of houses. Until then we have
a lot for the remodeling industry.
—Derek Fielding, Therma-Tru
New to IBS/New to
Residential Doors
Quanex Corp., a company wellknown to the door and window
industry, but not as familiar to
builders, exhibited at IBS for the
first time.
“This gives us a different element
of visibility,” said Quanex’s Ric
Jackson.
Many builders and other industry members did stop by the booth
to learn more about Quanex.
“We received more than 300
inquiries on the first day,” said
Jackson. “The quantity of traffic
here is at a different level [as
opposed to other industry trade
shows].”
Jackson says the company’s
goal is to create customers that
request products made of Quanex
components.
Clopay is no newcomer to IBS
but it did preview an entirely new
product line at the show—residential entry doors to complement its
long-standing garage door line.
“Our dealers have always gotten
calls for entry doors,” said Clopay’s
Mischel Schonberg. “Now they can
do one-stop shopping.”
The residential entry doors,
offered in both fiberglass and steel,
were scheduled to launch in the
second quarter at press time.

Is It Wood? No, Fiberglass

Therma-Tru had a variety of new
products and new glass designs to show
attendees.
www.dwmmag.com

Therma-Tru introduced the New
Classic-Craft Canvas Collection,
which it calls the “first smooth
fiberglass door on the market.”
“This rivals what a custom wood
door looks like,” said Derek
Fielding, senior product manager.

>I

The collection offers a smooth,
paintable surface and is available in
a variety of architectural styles.
Fielding said the company spent
a great deal of time conducting
consumer research.
“The details [previously in fiberglass] weren’t custom enough. They
[customers] were still going to custom wood,” he said. “But people are
finally seeing an alternative to a custom wood look at a cost advantage.”
But fiberglass wasn’t just seen in
doors as some window manufacturers blended wood and fiberglass
together. Atrium, for one, showcased its Essence window, which is
fiberglass with a wood interior.
“There is a huge anticipation for
this product,” said Gallant.
“Fiberglass is where the industry is
going.”

Window Options
in All Materials
One company that knows a great
deal about fiberglass is Integrity
Windows by Marvin, which now
offers a roundtop window to round
out the Integrity line.
The Marvin booth displayed a
“re-engineered” slider window for
use in residential and commercial
applications.
“This is the first time, to our
knowledge, that a major manufacturer has re-engineered the slider,”
said Marvin’s John Reinan.
He pointed out that when you close
the window it locks automatically.
Andersen Windows offered several new products, one of which is its
exterior trim system, which can be
continued on page 42
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Builders’ Show
continued from page 40

installed in “as little as six minutes.”
The system works with the
Andersen A-Series, 400 Series and
200 Series product lines. Trim is
available in 11 colors, and is made
of Fibrex® material, a composite
combining the strength and stability of wood with the low-maintenance features of vinyl.
At the Lincoln Windows booth,
Todd Metz simply said, “Everything
in our booth is new.”
Those new products include its
new StormPoint product for impact
applications, which Metz said were
“very popular with attendees.”
“We wanted to show everything
we offer,” said Metz. “With our
company we have a ton of different
options.”
Those looking for wood windows
found some options from Quebecbased Bonneville Windows and
Doors, a first-time exhibitor.
“This was our first time exhibiting, but definitely worth it,” said
Terry Mackey of Bonneville. We
received incredible contacts. We
found everything and more that we
needed.”

Mouldings,
Millwork and Trim
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IQM Trim featured a new brick
mould profile with a built in
J-channel.
“We are the only manufacturer
that offers that,” said IQM’s Mel
Marzan. “Our big competitive
advantage is that we offer it in different colors instead of just white.”
Along with its color and durability, the company adds that the
product’s AquaFlex™ fin protects
a home’s building envelope, guiding water away from the wall to
minimize the chances for water
intrusion. The J-channel also
means fast, efficient installations
for contractors, according to the
company.
Trex offered Trex Trim with a
www.dwmmag.com

smooth edge, which company officials say is ideal for doors and windows. The company also featured
its release film, which allows a contractor to install the trim and then
take the film off when the job is
complete.
“These are commodity products,” said Trex’s Mel Karlson. “But
the smooth edge and release films
are big hits. The contractors love
them.”
Many companies offered mouldings as well, including Fypon,
which shared a booth with ThermaTru since the two companies
recently merged.
“With our partnership with
Fypon we are really focusing on creating the entryway,” said Fielding.
“It’s not just about the door.”

Back and Better
It is the International Builders’
Show and several companies,
including PlyGem, reported a number of Canadian attendees. Several
companies also reported a great
number of attendees from the
Caribbean and that included CGI
Windows and Doors.
“We’ve had a lot of Caribbean
dealers come by,” said CGI president Brian Evans.
Evans reported that CGI has
done well, even through the downturn, by “expanding products and
expanding territories.”
“I feel for the companies that
haven’t been able to invest,” said
Evans.
Other companies that have also
made investments and came to
“show they are solid” included
Atrium. Gallant reported that the
company opened a fourth vinyl
extrusion facility in Greenville,
Texas, recently.
“The market will come back
eventually,” he said. “Atrium was
out of IBS for two years. We went
through a reorganization and we

>I

Atrium, which took a break from IBS for
a few years, was back in 2011 with a
number of product introductions.
want the industry to know we are
back and stronger than ever. The
show was a good way to say we are
back and we are solid, and we are
investing further in the company.”
The same is true for Therma-Tru,
which hadn’t exhibited in recent
years.
“We’ve never given up on innovation,” said Fielding. “We’re back
at IBS with a lot of products.
Someday we will start building a lot
of houses. Until then we have a lot
for the remodeling industry.”
IBS is scheduled for February 811, 2012, in Orlando.
❙
Tara Taffera serves as editor/publisher of
DWM magazine.
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Introducing...

AMD SPECIAL SECTION
Each year, DWM/SHELTER highlights
products and news from members of
the Association of Millwork Distributors
(AMD). These are featured below.

MiraTEC trim provides builders, remodelers and homeowners with peace of mind
that their purchase decision is backed by
a comprehensive performance guarantee,” says Bob Merrill, president and CEO.
❙❙➤ www.craftmasterdoors.com

Tecton Offers
Fiberglass Door Frame
Tecton Products offers its door
frame, which is made from durable
fiberglass and is offered in several sizes,
according to the company. The frames

DMSi Introduces Visual CAFE
Officials from DMSi say they have
simplified configured unit ordering
with the company’s new Visual CAFE
tool. Visual CAFE is a web-based product configurator aimed at providing

He adds, “We were approached by a
large Do-It-Best retailer in the northwest last year who said that he had to
have WoodWare regardless of any
interface. [The company] introduced us
to Pacsoft, [its] POS provider, and we
quickly determined that it would be in
the best interest of numerous companies in this situation for us to tightly
integrate our systems.”
Peter Stoops, president of Pacsoft
USA, adds, “WoodWare assured us that
they had the tools available through
their relational database to tie in
almost seamlessly with Pacsoft’s
Optemizer™. Within a few months, both
companies completed the development
and successfully installed WoodWare
and the interface. Our joint customer
now uses WoodWare’s Var-I-Frame™
and Configured Order Entry to easily
manage the door shop.”
❙❙➤ www.woodwaresystems.com

are pre-finished with the company’s
patented Durion® acrylic and are available in a selection of colors to match
common window colors.
❙❙➤ www.tectonproducts.com

CMI Extends MiraTEC
Trim Warranty to 50 Years
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CraftMaster Manufacturing Inc. (CMI)
has increased the warranty period for its
MiraTEC® Treated Exterior Composite
trim from 30 years to 50 years, as a result
of independent weatherability testing.
The new 50-year warranty took effect
late last year and continues to cover hail
damage, delamination, decomposition
due to fungal growth, splitting and
cracking, excessive swelling and buckling, as well as damage from termites,
according to the company.
The MiraTEC warranty does not
require registration with CMI, and it is
valid for the original purchaser plus
two other homeowners of the structure
to which the trim was applied.
“A strong warranty is a critical factor
in the selection of exterior trim products, and the new 50-year warranty for
www.dwmmag.com

DMSi’s Agility ERP accounts with a customer-facing self-service quote and
order tool. The system features wizardlike prompting with rich graphical
images that allows users to understand
easily what they are selecting for configuration. Visual CAFE currently is
available to Agility customers in a beta
mode and company officials expect it
to improve customer service and
streamline business processes.
❙❙➤ www.dmsi.com

WoodWare and Pacsoft
Team Up to Provide
Pre-Hanging Door Solution
WoodWare Systems has announced
that it is now working with Pacsoft, a
Portland, Maine-based software developer, to market and sell a solution for
lumber and building materials retail
locations that also pre-hang doors.
“Over the past several years, we have
run into numerous situations where a
retail building materials dealer had
opened a door pre-hanging division to
serve the needs of their customers,”
says Nick Carter, president of
WoodWare Systems.

>I

ProVia Door Introduces
Coastal Impact Products
for Residential Use
ProVia Door has
added a line of
Coastal
Impact
products, a series
of steel and fiberglass entry doors
that
company
officials say meet
Florida Building
Code (FBC).
The product line
is available in
Signet®
or
Heritage™ fiberglass options or
Legacy™ woodgrain textured or
smooth steel varieties. This includes door systems with
one sidelite, two sidelites and French
(double) doors, which have been tested
and approved for coastal use in Florida.
❙❙➤ www.proviadoor.com
continued on page 46
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in 2025,

t h e d e b at e ov e r
b ox e r s v s . b r i e f s w i l l
STILL be UNdecided.

AND PEOPLE WILL STILL DEMAND
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 won’t go down anytime soon. Sure, it costs money to add a new spacer line now.
But waiting can cost a lot more. Upgrading to Envirosealed Windows™ with Duralite®, the most eﬃcient and thermally
superior spacer on the market, could be the diﬀerence between “boom line” and “belly up.”
Get the facts at envirosealedwindows.com or call us at 216.910.1500.

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

Proud Sponsor of Fenestration Day™ 2011

© 

>I

TRUSEAL TECHNOLOGIES, INC.
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TGI®-Spacer…
leading the charge for
energy management
•

•
•

•
•
•

•
•

•

Low thermal conductivity resulting in excellent
insulating properties
Distinctly improved U-Factors
Excellent gas retention due to continuous metal
film barrier
Higher inside glass edge surface temperatures
Condensation and mold reduction
Exceptional adhesion for all primary and
secondary sealant materials due to the metal film
Straight sight lines
Seamless manufacturing integration – bender
friendly
Five standard colors and custom color availability

www.technoform.us | 330-487-6600

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

GLASS

Pilkington Debuts Low-E
Fourth-Surface Technology
Pilkington has introduced its low-E fourth-surface technology with its Pilkington Energy
Advantage™ low-E glass, which company officials
say allow a double-glazed insulating glass unit (IGU)
to achieve 12-percent improved thermal performance over a triple-pane IGU.
According to the company, adding a pyrolytic
low-E coating to the No. 4 surface reflects infrared
heat back into a home, reducing the amount of
radiant heat loss through the glass.
Company officials say that in cold weather conditions, a low-E coating on the No. 2 surface
inhibits room heat from transferring across the air
space toward the outside, and that adding a second low-E coating to the No. 4 surface further
improves insulation.
❙❙➤ www.pilkington.com/na

HARDWARE

John Evans’ Sons Inc. Offers
“Constant Force” Balance Systems
John Evans’ Sons Inc. has introduced
two “constant force” balance systems to
meet a variety of needs. The company
offers the Curve Balance System® for tiltin sashes.
The Curve system features an asymmetric design, low operating forces, and
3- to 9-pound stainless steel springs. In
addition, the assembly is simple and
requires no screws, according to information from John Evans’ Sons Inc.
❙❙➤ www.springcompany.com

Roto Frank to Distribute
Angel Ventlock™ in North America
Mighton Products Ltd. has selected Roto
Frank of America to become the exclusive
distributor of the Angel Ventlock (AVL)
throughout North America.
Mighton designed and developed the
AVL as a child safety product for hung
and sliding windows to limit the opening
in order to help prevent accidental
injury. The product can be installed at
the time of window fabrication, or in the
aftermarket with the retrofit versions. The
AVL is available in multiple finishes.
❙❙➤ www.rotohardware.com
❙
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PROFILES IN

P r of i t

Our AAMA-certified PVC profiles and huge selection of system designs are obvious
opportunities for you to increase profits. Because with each order of SheerFrame
products you get a whole bunch of benefits: All-out, aggressive marketing and sales
support; wide-ranging, in-depth customer service; and truly customized extrusion
programs. We get involved with your specialized window and door
fabrication needs. And because we operate under extraordinarily high quality
standards, we contribute directly to the excellence of your finished products.
We sell you outstanding products; and we give you the benefit of our experience. It’s
that simple. So lock in extra profits today. Call 1-800-752-7739.

Sometimes, Opportunity Knocks On Your Window.

L.B. Plastics, Inc.
P.O. Box 907 Highway 150
Mooresville, NC 28115

1-800-752-7739
704-664-2989 fax
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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
Erdman Automation Corp.
1603 South 14th Street
Princeton, MN 55371
763/389-9475;
fax: 763/389-9757
www.erdmanautomation.com
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GlasWeld Systems
29578 Empire Blvd.
Bend, OR 97701
541/388-1156;
fax: 541/388-1157
www.glasweld.com
Global Sales Group, L.L.C.
PO Box 1835
Chico, CA 95927
877/474-5521
fax: 530/893-2244
www.globalsalesgroupllc.com
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

Machines, Pre-Hung Door
Builders Automation
Machinery Co.
12775 Starkey Rd.,
PO Box 10068
Largo, FL 33773-0068
727/538-2180
fax: 727/536-2624
www.buildersautomation.com
Machines, Stair Stringer
Router
Builders Automation
Machinery Co.
12775 Starkey Rd.,
PO Box 10068
Largo, FL 33773-0068
727/538-2180
fax: 727/536-2624
www.buildersautomation.com
Multiprocessing
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Saws
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Saws, Cut-Off
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
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.
3520 88th Ave. NE
Blaine, MN 55014
877/784-1775;
fax: 651/846-6808
www.automated-tests.com
Vinyl Fabrication
Equipment
GED Integrated Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401
Fax: 330/963-0584
www.gedusa.com
Vinyl Welders
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444;
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Door Components
Sill Pans
Jamsill, Inc.
PO Box 485
Talent, OR 97540
800/526-7455
fax: 541/488-7472
www.jamsill.com
info@jamsill.com
Door Hardware &
Related Products
Amesbury
57 Hunt Road
Amesbury, MA 01913
800/217-5757;
fax: 800/289-6699
www.amesbury.com
Strybuc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
800/352-0800
fax: 610/534-3202
www.strybuc.com

>I

Truth Hardware
700 West Bridge St.
Owatonna, MN 55060
800/866-7884
fax: 507/451-5655
www.truth.com
truthsal@truth.com
Setting Blocks
Frank Lowe
Rubber & Gasket
10 Dubon Ct., Suite 1
Farmingdale, NY 11735
800/777-0202;
fax: 631/777-2560
www.franklowe.com
sales@franklowe.com
Doors
Fire-Rated Doors
SAFTI FIRST Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124
888/653-3333
Fax: 888/653-4444
www.safti.com
info@safti.com
Patio Doors
Windows & Doors, LLC
3415 Bellington Rd.
N. Las Vegas, NV 89030
702/643-5700
Fax: 702/643-5715
Doors, Interior
Folding, Interior
Woodfold Mfg. Inc.
Box 346
Forest Grove, OR 97116
503/357-7181
fax: 503/357-7185
www.woodfold.com
Insulating Glass &
Related Products
Connectors
EDUARD KRONENBERG
GmbH “EK”
Dingshauser Str. 6-10
42655 Solingen, Germany
+49 (0)212 / 222 88-0
fax: +49 (0)212 / 222 88-999
www.kronenberg-eduard.de
info@kronenberg-eduard.de
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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 Rd., Ste. 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
Lumber &
Engineered Lumber
Lumber, Hardwood and/or
Softwood
Parton Lumber Company
251 Parton Road
Rutherfordton, NC 28139
800/624-1501;
fax: 828/287-9423
www.partonlumber.com
info@partonlumber.com

Contents

Mouldings
PVC Profiles
Creative Extrusion &
Technologies
230 Elliot St.
Brockton, MA 02302
508/587-2290
fax: 508/580-0524
www.creativeet.com
sales@creativeet.com
Software
PMC Software Inc.
BartlesCornerBusinessPark
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 St., Ste. 200
Omaha, NE 68118
402/330-6620 Ext. 142
fax: 402/330-6737
www.dmsi.com
dmsi@dmsi.com
Ponderosa Software
36 Thurber Blvd.
Smithfield, RI 02917
800/422-4782
fax: 401/232-7778
www.caisoft.com/ponderosa
info@caisoft.com
WoodWare Systems
8304 Macon Terrace Road
Cordova, TN 38018
901/763-3999
fax: 901/763-4064
www.woodwaresystems.com
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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 Hardware &
Related Products
Amesbury
57 Hunt Road
Amesbury, MA 01913
800/217-5757;
fax: 800/289-6699
www.amesbury.com

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

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 Components
Truth Hardware
700 West Bridge St.
Owatonna, MN 55060
800/866-7884
fax: 507/451-5655
www.truth.com
truthsal@truth.com
Extrusions, Vinyl
Creative Extrusion &
Technologies
230 Elliot St.
Brockton, MA 02302
508/587-2290
fax: 508/580-0524
www.creativeet.com
sales@creativeet.com
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Strybuc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
800/352-0800;
fax: 610/534-3202
www.strybuc.com
Winkhaus, represented by
Functional Fenestration Inc.
12612 Crenshaw Blvd.
Hawthorne, CA 90250
800-677-0228
fax: 323-242-3824
www.fenestration.net
Weatherstripping
UltraFab Inc.
1050 Hook Rd.
Farmington, NY 14424
800/535-1050;
fax: 585/924-7680
www.ultrafab.com
sales@ultrafab.com

❙

To place your listing,
please contact
Janeen Mulligan at
540/720-5584, ext. 112,
or e-mail jmulligan@glass.com.

Rates start at $350 per listing,
and run for an entire year.

Don’t miss this
opportunity to get your company noticed!
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Employment/Help Wanted

Industry Services

Sales Reps. Needed
Door Tech is seeking independent
sales reps for the states of VA, TN, and
KY. We are an established (since
1947) manufacturer and distributor
of storm doors, storm windows, sliding patio units, and wooden screen
doors. Please contact marthamartin@
lexcominc.net or reply to Door Tech,
121 Cedar Lane Drive, Lexington, NC
27292.

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

Special Announcements

New Hire
Seven D Industries
has hired Volker
Valentin as their VP of
Operations. Valentin
brings with him 28
years of Vinyl Window
and Door experience.
Volker Valentin Valentin will be overseeing the Window &
Door Division of Seven D and help
strengthen and develop their residential window business.
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Your Resource
for “Classified”
Information
For more information
on how to advertise,
please contact
Janeen Mulligan at
540/720-5584, ext. 112;
e-mail: jmulligan@glass.com
or fax 540/720-5687 for
a price quote.
www.dwmmag.com

Industry Events

April 7, 2011
Indianapolis Marriott East
Indianapolis, Indiana
Door and Window
Manufacturer (DWM)
Magazine will once again
host Fenestration Day, its
complete line-up of
fenestration seminars, on
Thursday, April 7.
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For more information about Fenestration Day™
call 540/720-5584 or visit www.dwmmag.com/feneday
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Now is the time to
increase your efficiency!
The new Stürtz Linear Pro Automated Cutting and Fabrication System –
Comfortable Loading, High Speed Cutting, Flexible Fabrication
Winner of the 2009
Crystal Achievement Award
for Most Innovative Machine!

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

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

»

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

»

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

»

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

»

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

»

NEW Flying Bridge Technology

»

Small footprint for optimum space efficiency

»

High output at competitive pricing

»

Simple graphic programming functions with powerful database

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

stürtz

Machinery, Inc.
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Ones to Watch

COMINGS AND GOINGS

Quanex Hires Three
New Leaders for
Engineered Products Group
Quanex Building Products Corp.
has expanded its engineered products group with the addition of
three newly created positions. The
company has hired Daniel Stuart
as vice president of national
brands, Kevin Connor as director,
aftermarket products, and Elena
Kamaeva as European business
development manager for Eastern
Europe and Russia.
Stuart has more than 25 years of
sales, marketing and management
experience. His most recent six years
of experience was as the vice president of sales for the diversified
brands division of Sherwin-Williams.
Connor brings more than 20
years of experience in marketing,
product management, merchandising, emerging markets and ebusiness to the company. In his
most recent position in merchandising and product management
for Dealer Tire, Connor concentrated on the company’s web-

based business model.
Both Connor and Stuart will
report to senior vice president
August Coppola.
Kamaeva has more
than eight years of
business
development
experience
most recently as the
international business manager for Elena
Vistage International, Kamaeva
a privately held professional training consultant firm.
Her responsibilities included initiatives related to international
licensing and joint ventures, as
well as market development models and forecasts for projects in
China, India and Dubai.
She will report to director of
marketing and business development, Eric Jackson.
In addition, Quanex has elected
Curtis M. “Curt” Stevens to serve
on its board of directors. Stevens
currently is the executive vice
president, administration and
chief financial officer of Louisiana
Pacific Corp. in Nashville.

Royal Group Announces
Appointments to Management Team
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Royal Group has appointed
three new members to its management team for its building
products division. Adrien Pilon
was named general manager of
distribution, Peter Orebaugh was
named business director of Royal Adrien
Peter
Doug
Orebaugh
Kissick
outdoor products and Doug Pilon
Kissick was named marketing
director for building products and outdoor products.
Pilon assumed responsibility for Royal’s distribution businesses; Boncor and
Residentiel in August 2010. Prior to joining Royal Group, he was vice president
and general manager with Emco Corp.
Orebaugh took on the outdoor products division in October 2010. Before
joining Royal Group, Orebaugh was with First Florida Companies, a private equity firm where he served as vice president.
Kissick’s position took effect in November 2010. Kissick has a lengthy background in building materials and has served in senior marketing roles at Owens
Corning, BPB Gypsum (Saint-Gobain) and USG Corp.
www.dwmmag.com
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Tru Tech Hires Three
Tru Tech Doors recently hired
three new employees. Walter
Wilson has been named director of
U.S. sales, Steven Hall was appointed southern regional sales manager
and Rory Marsico as northern
regional sales manager.
Wilson previously was with
Benchmark in Fredericksburg, Va.
Hall has 15 years’ experience in the
millwork and door industry. Marsico
has five years’ experience in the
millwork industry and got his start
as a sales analyst for Endura
Products. He most recently served as
territory sales manager for Endura.

GED Appoints Ken Gawlik
to Head Sales/Application
Engineering Department
GED
Integrated
Solutions Inc. has promoted Ken Gawlik to
the role of applications/project
engineering manager over
the company’s newly Ken Gawlik
formed sales/application engineering (SAE) department.
According to the company, it established the department to assist and
enhance its sales department’s ongoing efforts to provide customers
with product quality, timely delivery,
value and service.
Gawlik previously served as
project manager in GED’s engineering/research and development department.

briefly …

Crystal Window and Door has
added John Kane to its sales team.
Kane will handle sales in the
Metropolitan Boston, Eastern
Massachusetts and Rhode Island
regions … B.F. Rich Windows and
Doors has hired Patrick Heston as
territory manager for its Carolinas
territory.
❙
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www.emidisplays.com

TRIANGULAR DISPLAYS
• Custom-made to fit window and door sizes of your choice
• Aesthetically engineered in a modern design to accent the
windows’ and doors’ architectural features
• Perfect for showrooms, mall shows, and home and trade shows

KIARA WINDOW DISPLAY

ARIEL DOOR DISPLAY
• Displays 12 door slabs in just
under 3 1/2 feet wide
• Holds entry doors, interior doors,
and storm doors
• Doors easily roll in and out of a
self-contained metal unit
• Costs less than other displays
that only hold 3 or 4 doors

• Displays 8 full-sized
windows in just over
4 feet
• Holds aluminum,
vinyl, and wood
windows
• Windows easily roll
in and out of a selfcontained metal unit
• Now available
for 3 1/4” thick and
4 9/16” thick windows

Tel. 905-886-1066 • Fax 905-886-1266 • www.emidisplays.com

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

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

Contents

Zoom Fit
Search

+

Archives

–

I<

<

E-Mail

>

>I

Subscribe

Timbers

Colllecti
Collection

4HE .ATURAL 3OLUTION
FOR 2OT &REE $OOR 3YSTEMS
s
s
s
s

0REMIUM 3TAIN 'RADE
$OOR #OMPONENTS

$OOR &RAMES
"RICK -OULD
-ULL 0OST
-ULL #ASING

s #LEAR 0INE
s $OUGLAS &IR
s (EMLOCK (EM &IR

s #HERRY
s -APLE
s +NOTTY !LDER

s 2ED /AK
s -AHOGANY

Everything
you need, just
when you need it.

www.gmcompanies.com
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Worry-Free
Composite Frames
s
s
s
s

$OOR &RAMES
"RICK -OULD
-ULL 0OST
-ULL #ASING

