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

Gain solar heat
coefficiently.
With a glass SHGC of 0.69, Loå-180™ is the ideal product for passive solar applications.
And its glass U-factor of just 0.26 provides excellent insulating capability. By blocking
heat loss to the outside, Loå-180 keeps rooms warmer and more comfortable – and
helps achieve the highest ER values. Make efficient use of the sun’s solar heat – with
Loå-180 glass. For more information, visit cardinalcorp.com.
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26 26 Green Awards 2012

Find out how window companies and suppliers are
turning sustainability into success by viewing profiles of
this year’s four winners.

30 The Sky is Not Falling
36

While the sky has already fallen and the bubble has
long since burst, the construction industry is finally putting the crumbling pieces of what was once a thriving
housing industry back together. DWM attended a recent
Outlook Executive Conference, and brings you all the
news and predictions from this event. We also gathered
input from the industry’s experts regarding the growth
we can expect on the various market segments.

36 Beware of Making Green Claims

40

With the Federal Trade Commission cracking down on
everyone from glass to window manufacturers to paint
suppliers, the industry needs to back up every “green
claim,” they make. The FTC just updated their Green
Guides so take a look at what is and is not acceptable.

Products and Networking
40 Aplenty
at AMD
The Association of Millwork Distributors held its annual convention and trade show in October and the door
companies had an abundance of new products to view
from exhibitors.
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Take the vinyl window from ordinary to exceptional.

EXCEPTIONAL
PERFORMANCE
Meet ENERGY STAR® version 6.0
requirements across all zones.
The unique interlock design and
weatherstrip placement provide
optimal air infiltration control.

VERSATILE
CONFIGURATIONS
Build windows using dual- or
triple-glazed insulated units
up to 1-1/8" thick.

APPEALING
DESIGNS
COMPETITIVE
PRICE POINT

Match any home or regional style
with frame accessory grooves that
accommodate numerous trim profiles.

Get the performance and design
appeal your customers desire at a
competitive price point.

When you manufacture the EnergyQuest™ system – the latest solution from Quanex Building Products – you’re not
making the average vinyl window or patio door. Incredibly versatile, EnergyQuest windows and patio doors are
leading the industry in energy efficiency – reaching ENERGY STAR® 2014 U-factors and the proposed Most Efficient
program requirements today. The EnergyQuest system delivers optimal performance at a competitive price.
Commit to Building Strength by manufacturing the EnergyQuest system. Visit energyquestwindows.com/DWM or
contact a Quanex sales representative for more information.

www.energyquestwindows.com/DWM
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Dealing with
the “Monster”
Dear DWM:
I really enjoyed your editorial on
warranties in the recent issue of
DWM (see September DWM, From the
Publisher, page 4). You bring up some
great points. Unfortunately, the window industry has created a monster
because of the way windows and
warranties are sold to a consumer.
Take new construction. In a
large percentage of cases, the
builder selects the windows. In
general, the homeowner has very
little input into the selection
process. They are buying a house
already made up of doors and windows. A good builder may supply
the homeowner with a warranty
package that contains the warranties for all of the covered components, but most homeowners
don’t know what is or isn’t in it (or
what’s covered or not covered)
until there is a problem. At this
poi nt it is too late. Generally, the
consumer gets less than what
they thought. In essence the warranties are an afterthought, if any
thought at all.
In replacement window sales,
warranties are used in just the opposite way. A large percentage of
replacement window sales organizations use warranties to create a misconception with the homeowner. In
replacement applications, the
homeowner generally is focused on
one thing, the doors or windows in
which they are investing. Most window manufacturers’ warranties say
“Lifetime” in big bold letters on the
top. Because most sales organization
feel that no homeowner will read the
small print, they tend to leave the
homeowner with the impression
that everything in the window is cov4
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ask for it.
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ing what you
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have to do
upfront,” he
that
says.
❙

ered for a lifetime,
including installation and service.
Because, in most cases, window
manufacturers can’t control who is
going to be installing their products, the fine print excludes
improperly installed windows.
While certain parts of the window
may be covered, the cost to come
out and service the defective part is
not covered in most cases.
Unfortunately, most homeowners
are guided to make the assumption
that someone will be there, no matter what the problem is, and to
resolve it free of charge. The misled
homeowner takes the salesperson
at his word and does not read or
clarify the small print. When there
is a problem, the homeowner is
bounced from one of the three
companies (sales, manufacturing
subcontractor installer) involved in
the job. The homeowner gets frustrated because he is being told
what the letter of the warranty says
when they were led to believe otherwise—“Lifetime covers everything for a Lifetime” which is totally wrong. The problem is that the
homeowner never realizes he was
misled until he has a problem.
Warranties are used as sales tools in
many industries. I feel the window
industry needs to better job of
making the homeowner aware of
they can expect for their investment in new doors and windows.
Steve Rennekamp, president
Energy Swing Windows,
Murrysville, Pa. ❙
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HOW CAN YOU OUT-STAR ENERGY STAR IN YOUR REGION?

AGC IS HOW.
To achieve the most competitive energy efficiency product, AGC knows you need products designed specifically
for your region—not one-glass-fits-all solutions. With AGC’s global experience, industry leading technology and
integrated fabrication system, we tailor solutions to meet your demands. A perfect example is U4, the industry’s
first 4th Surface Low-E glass, which can improve your overall energy performance by 15% or more.
Let AGC show you how. Call 1-888-234-8380 or visit us at U4glass.com.

©2012 AGC Glass Company North America, Inc. All rights reserved. us.agc.com. ENERGY STAR is a registered trademark of the U.S. Government.

4th SURFACE
TECHNOLOGY
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AAMA ANALYSIS
kbrenden@aamanet.org

Temporary Constraints
Won’t Undermine 50 Years of Strength
BY
ast year, AAMA marked its 75th
anniversary as an organization.
This year, we quietly observe
another
milestone—the
50th
anniversary of AAMA’s certification
program. Since 1962, this original
third-party fenestration performance verification program has provided manufacturers with the means
to independently demonstrate product performance quality and regulatory compliance to both their customers and building officials.
The International Building Code
(IBC), International Residential
Code (IRC), several state codes and
federal agencies (e.g., HUD) mandate that exterior doors, windows
and
skylights
conform
to
AAMA/WDMA/CSA 101/I.S.2/A440
– the North American Fenestration
Standard/Specification for windows,
doors, and skylights (NAFS). Such
compliance, as well as guidance for
architects, specifiers and astute
building owners, is visibly and
quickly demonstrated by third-party
product certification and labeling.

KEN

BRENDEN

L

Air infiltration testing (control panel shown here), is one of the many components
of AAMA's certification program.

Why Certify?
Our certification program’s complete, interlocking system of performance-based standards, certification testing, component verification and biennial follow-up inspection of the manufacturer’s production line, provides window manufacturers an added competitive
edge. The program, ANSI-accredited for the last 40 of its 50 years, is

Windload testing is another key component of certification.
6
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the only program in the fenestration industry that requires that
components used in the finished
door and window assembly pass
their own set of performance tests.
After 50 years, this process has
become pretty much routine for
many manufacturers. However,
evaluating door and window products has become a more confusing
proposition, especially from the
viewpoint of the specifier/buyer,
end-user and building inspector.
This is because fenestration products are undeniably becoming more
complex as performance expectations both diversify and tighten.
Credible third-party verification is
more important than ever, given the
increasing array of operator types,
framing materials, insulating glass
(IG) configurations and performance
requirements. These range from the
basics (structural performance
against wind loading and resistance
to air infiltration and water penetration) to specific considerations such
continued on page 8
www.dwmmag.com
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Spectra-Coat™ Features & Benefits:
ʱ All weather; no peeling, flaking or cracking.
ʱ Specifically formulated for lasting color vibrancy.
ʱ Over 25 popular color choices.
ʱ Waterborne, eco- friendly.
ʱ Meets international standards.
ʱ Custom colors available.

W
Window
indow PProfiles
rofiles PPatio
atio Doors
Doors Trim
Trim SSystems
ystems CColor
olor SSolutions
olutions

866.852.2700

royalbuildingproducts.com

DWM

Product Information

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

© 2012 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

AAMA ANALYSIS

continued

as thermal and condensation resistance, and disaster risk reduction in
the form of impact and blast resistance, hurricane and tornado hazard
mitigation. There are different challenges in different markets and for
different types of constructions,
ranging from commercial and residential to modular and HUD.

Independent Testing
Any manufacturer may have
product prototypes or samples
independently tested for conformance to NAFS and may claim such
conformance based on the test
results. True, professional architects
and specifiers understand laboratory test reports, but contractors or
consumers who must select windows for residential new construction or remodeling projects rarely

understand their meaning or even
know that they exist.
Unless the manufacturer participates as a licensee in an authentic,
accredited third-party certification
program, there is no independent
verification of test results and no
follow-up inspection to verify that
actual production-line units continue to meet the requirements.
And, they may not identify their
products with the definitive AAMA
label, which is required by many
building codes.

products. This is hardly unique to
fenestration. The U.S. Department
of Commerce’s National Technical
Information Service lists 56 organizations and agencies which certify
building products and materials
ranging from air conditioning and
electric appliances to wall panels
and roofing, as well as fenestration.
Especially in a rough economy,
some may tend to lose sight of the
value and significance of product
certification or be tempted to cut
corners to save money. We must be
cautious, however, that this does not
dilute the credentials of 50 years of
AAMA’s fenestration certification. ❙

Don’t Forget the Value
Certification has become a staple for sorting through performance requirements and manufacturer/dealer claims while providing
a level playing field for meaningful
comparisons for a wide range of

Ken Brenden serves as technical services
manager for the American Architectural
Manufacturers
Association
in
Schaumburg, Ill.

HMI is the one-stop-shop for your entryway needs, whether it’s our Entry Doors;
Aluminum Storm Doors; or Security Storm Doors.

To become an HMI Dealer contact Joan Snyder at 800.343.2610
645 E. Erie Avenue Philadelphia, PA 19134

ALUMINUM STORM

 Self-Storing
 Camlock System
 24 Standard powder coats to match entry
colors and over 200 custom powder coat
colors to choose from

 Manufacturing doors since 1988
 Proudly made in the U.S.A.

VISIT US AT: WWW.HMIDOORS.COM/DWM

STEEL & FIBERGLASS ENTRY

SECURITY STORM

 20 gauge Smooth and Textured Steel Entry Doors
 Fiberglass Doors - Available in Oak, Cherry and Mahogany Grains
 Doors available in ¼” increments in width and height

 Entry, Aluminum Storm and Security Storm Doors
available in 5 arch top styles
Full Arch

8
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 24 Standard powder coats to match entry
colors and over 200 custom powder coat
colors to choose from
 Key alike to Entry Doors
 Matching color closers

Camber Top

Curved Top

Pointed Top

Cathedral Top
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TREND TRACKER
mcollins@buildingia.com

Look to the Book
Beige Book Bears Good News
BY
he Federal Reserve publishes
its Beige Book report eight
times per year as a means of
conveying the economic trends in
each of the 12 Federal Reserve districts across the United States. This
report contains a trove of information about the direction of regional
economic activity across a wide
variety of key factors. The majority
of the news contained in the most
recent report was very positive.
Consumer spending, which benefits the door and window industry
in the form of remodeling spending,
was flat to up across all districts.

T

All in the Family
With regard to housing, the
majority of districts had good news
to report. Existing home sales
strengthened since the last Beige
Book in all 12 districts. Home prices
are seen as stable or increasing
across the districts. The Boston,
Atlanta, Minneapolis, Dallas and
San Francisco districts reported that
home inventories are decreasing
sufficiently to create upward pressure on home prices. The same
effect was reported, with more modest upward home price pressure, in
the New York, Richmond, Chicago
and Kansas City districts. Builders
report that traffic of prospective
homebuyers through model homes
and sales offices has improved significantly since last year.
Residential construction numbers, which are coming up from lows
not seen in many decades, are generally increasing across all of the districts. In particular, multi-family
construction, which has saved
numerous door and window companies in the past several years,
10
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remains strong. The districts in Boston, New York,
Atlanta, Chicago, and
Dallas reported particularly robust multi-family
construction. The residential rental market
remains strong across all
districts. A strong residential rental market, one in
which residential rents
are increasing, helps spur
new and existing home sales.

Commercially Speaking
Turning to the commercial market, the construction of office
space is softening in the Northeast
districts, including Boston, New
York and Philadelphia. Increasing
vacancies in a number of cities are
holding down rents and having a
dampening effect on new construction. Most of the other districts reported stable or mixed
office construction. In the New
York district, in particular, it was
noted that there is a substantial
amount of office inventory coming
online there in 2013, which will
serve as a drag on additional construction. In some districts, th e
supply of very attractive commercial properties on the market was
seen to have dropped. This would
indicate that real estate owners are
declining to sell because there is
nowhere else more attractive for
them to invest their capital.
Credit standards have not
changed much since the last report
and a few districts reported an easing of standards for commercial
loans. Demand for loans has been
steady or stronger in the majority of
districts, while competition among

>I

lenders is seen as stiff around the
nation, which benefits borrowers.
While this appetite to make loans
may not apply equally to the building products industry as to other
industries, a growing number of
lenders are willing to make loans
again to building products companies. The reentry of these lenders is
helped by the fact that loan quality
is generally improving and loan
delinquencies are stable to declining around the country.
The employment figures are
among the most watched economic
news
releases
each
month.
Employment was largely unchanged
since the last report. There is a sense
that many employers were holding
their breath, on hiring and other
decisions, until they learned the
outcome of the presidential elections. Manufacturing conditions
were mixed but generally improving
across all the districts since the last
Beige Book report. Overall, the most
recent report helped confirm the
solidification of the ongoing recovery in the market.
❙
Michael Collins is an investment banker
and a partner of Building Industry Advisors.
He specializes in mergers and acquisitions
in the door and window industry.
www.dwmmag.com
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Another innovation from

OUR NEW HIGH-PERFORMANCE
DOOR FRAME SYSTEM
The remarkably innovative Soniplastics door frame system offers flexibility within a ready-to-assemble format.
This all-in-one solution includes all materials required to deliver a top-quality product.
Configured for standard-sized doors, integral provides a finished product that exceeds present-day building
norms. Better still, its design dovetails precisely with the Soniplastics line of window systems, resulting
in an overall superior exterior dressing.

SONIPLASTICS.COM
T 800 363 8513
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WDMA UPDATE
jinks@wdma.com

A New Day Dawning
Code Development Process May Make Major Change
BY
he International Code Council
(ICC) is poised to make what
is probably the most significant change to its code development process in its history, or the
history of its legacy organizations
for that matter. In a move that will
transform the way final decisions
are made on proposed new code
requirements and amendments to
existing ones, the ICC intends to
greatly increase the number of
code officials who actually vote on
the proposals and how, beginning
with the 2015 code development
cycle. At least that’s the current proposal and it could substantially
change just what gets approved for
building codes and what doesn’t.

T

Existing Rules
For those not as familiar with the
ICC code development process,
under its existing rules and procedures, final decisions on whether to
approve or disapprove any given proposal are made at ICC’s final action
hearings (FAH) by building code officials who are members of ICC and
eligible to vote on them. They must
also be in attendance at the FAH and
be present at the time a vote is taken.
Presence at the hearings is considered extremely important because
proponents and opponents of any
given proposal have the opportunity

JEFF

New Proposal
Under the new procedures that
ICC may approve in the near future,
perhaps as early as at its board
meeting in December, the FAH will
be redefined as the public comment
hearing (PCH) and attendance at it
will no longer be required in order
for code officials to vote on the final
disposition of any given proposal.
Instead all ICC member code officials eligible to vote will be allowed
to do so through an online ballot.
To put this in a little better perspective, the number of code officials
who now make the final decision on
whether to approve or disapprove
any given proposal at the FAH ranges
from 125 to 400, on average, according to ICC. Those vote counts are but
a small fraction of the approximately
15,000 ICC code official members
who are actually eligible to vote and
could potentially do so under the
new voting process. The low number
of officials voting under the current
existing process is primarily because
in-person participation at the FAH is

If a new proposal passes more people will be voting yay or
nay in the next ICC code hearings.

12
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to testify in support of their position
in-person in front of the code officials voting on the proposal with
which they are concerned. Hearing
testimony can therefore greatly influence the final vote and as the name of
the hearings imply, the vote is final.

>I

required and budgets or other constraints keep many voting eligible
code officials from attending. That
low representative vote count is
what ICC is trying to change with the
proposed new process and could
change it dramatically. While vote
counts approaching the upper thousands are probably not likely, they
could still easily go from several hundred on average to several thousand.

Positive Change?
So is that a good thing or a bad
idea? Many stakeholders haven’t
decided yet. A big unknown is just
how informed a remote participation ballot vote will be versus an inperson vote at the FAH as currently
required. While ICC does webcast
the entire proceedings live and all
records related to any proposal,
including webcast recordings, will
also be available via ICC’s website for
the post hearing ballot vote, there’s
no way to know whether a code official voting on a specific proposal via
the online ballot actually heard or
considered testimony that was provided on it at the live PCH.
At this point, we sit tight awaiting ICC’s decision. For more on this
story see the January-February
issue of DWM
❙
Jeff Inks is vice president of codes and
regulatory affairs for the Window and
Door Manufacturers Association in
Washington, D.C.
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Color Lineals With No
o Painting,
Paint
No
o Laminating
Laminati
and No
o Cure T
Time?
ime?
No
o Problem!

As your customer requests for prefinished interior and exterior vinyl windows increases, you can
now easily meet their needs with the most production friendly and cost effective profile coloration
system available today – GED’s
GED’s ColorTRU®.
ColorTRU has revolutionized the process of applying solid colors and wood grains to vinyl profiles.
It eliminates all the issues currently found with painting or laminating lineals. With ColorTRU, you’ll
have no more costly inventory
inventory,, production delays, de-lamination, or use of MEKs.
The ColorTRU system permanently bonds colors and wood grains to your window systems,
ANT
providing an INSTANT
INSTTANT
AN CURE and ensured consistent quality
quality..
Take advantage of optimum manufacturing efficiency and reduced costs. Learn how ColorTRU can
Take
expand your product offerings and increase your bottom line.
Call your GED Sales Representative today for more information.

330.963.5401 www
www.gedusa.com
.gedusa.com
Standard W
Wood
ood Grains

Cher
Cherry
ry

W
Walnut
alnut

TTechnology
echnology for TToday
oday
Innovations for TTomorrow
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omorrow

Light Oak
Oak

Standard Colors

Sandtrap
Sandtrap
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Tan
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Green

Brick
Fire Brick
Red
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AMD HEADLINES

Adaptation
Is It Our Time to Change?
BY
uman observations and
human behaviors offer a
fascinating contrast. We
see, read and hear what is going
on around us, but do we really
take the time to examine how it
impacts us personally and professionally? In most cases, the
answer is no. We are simply spread
too thin, moving too fast and satisfied with quick sound bites to
keep us informed. After all,
change is gradual, right? That’s
true by yesterday’s standards. But
tomorrow is another story.
In the good old days, everywhere
you turned water was free. Now we
buy it by the case. Coffee was purchased with loose
change in our
pocket. Now we

H
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pay with credit cards. Eating apples
was an art. Now they come presliced in a re-sealable bag. Our
almost new laptop is almost obsolete. And the whole world is our
playground in the palm of our
hand. Today’s phone has replaced a
day at the mall with a stroll to the
front porch. They used to give
them away. Now we can’t wait to
pay $700. Buyer behavior has
changed forever. Have we adapted
accordingly?

Ever Changing Supply Chains
Our industry, the shelter industry, has historically been driven
by manufacturers, distributors,
dealers and builders. Over time,
each link in the supply chain had
its moment in the sun. Yes, supply chain efficiencies were created that increased value for the
end user. And it was enough—
yesterday.
Today is a new ballgame. Today’s
consumer is smarter, they have
access to more
information, they
know what is available, they know
what they want
and they want it
now. Servicing that
thirst requires new
business models.
Consumers used
to adapt to our
business model .
Now they are driving the bus and we
have to adapt to
their
model—a
“my way” model.
The “my way”
model
always

>I

worked when it was “our way.” But
tomorrow’s “my way” model is
“their way.” And that requires new
processes, new skill sets and more
speed. In short, it requires new
business models.

The Change Platform
The Association of Millwork
Distributors (AMD) understands
this need and is committed to providing platforms for change.
These include advocacy (for realistic pre-hung door codes and
standards), education (high quality on-line modules and event
speakers),
committees
(your
opportunity to impact change)
and the annual convention held
each fall (the number one networking event in the millwork
industry). The AMD provides the
platforms—the rest is up to you.
We all get way too much information electronically and quantity
doesn’t always equate to quality.
Plus we rarely learn “the rest of the
story.”
Today’s
environment
requires better information—
inside information. And that’s
tough to get from a screen. We
need to be engaged with the right
people at the right time on the
right topics. The AMD provides
multiple opportunities to connect
with industry leaders that can
impact your business model.
Our world is changing in dramatic ways. With windows now in
Walmart, furniture in Best Buy and
millwork in Fed Ex trucks, we need
to adapt. Even though it’s sometimes scary to think about, it’s our
turn and our time to change.
❙
John Crowder serves as AMD president.
www.dwmmag.com
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www.Prodim-systems.com
%JHJUJ[Ft$BQUVSFt.FBTVSF

The Proliner makes sense
Making physical templates and converting them
to digital files is a costly part of doing business.
With the Proliner, you can save on time and
materials while increasing accuracy. Your
customers expect the best, and so do you.

Taking Your Business Into the Future
Accurate measurements are very important in the glass industry to avoid wasted time and material. With the Proliner you can
measure and create your .dxf drawing quickly. Load the drawings onto any CNC-machine, Waterjet, or create physical templates
with the Procutter® Plotter and efficiently produce your glass products to accurate specifications.

Rough Openings Complex Geometry Shapes & Spaces
Prodim USA HQ
7454 Commercial Circle
Fort Pierce, FL 34951
T: (+1) 772 - 465 - 4000
888 - 229 - 3328 toll free
info@prodimusa.com

Prodim Headquarters
PO Box 107 - 5700 AC
Helmond (NL)
T: +31 (0)492 579 050
F: +31 (0)492 579 059
info@prodim-systems.com
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GUEST COLUMN
erin.johnson@quanex.com

The Customer Experience
Not Just for Retailers Anymore
BY
nce upon a time, coffee was
a basic commodity sold as
beans that you would grind
and brew at home. No one knew
the difference between Arabica
beans, Columbian or French Roast.
Later, we were introduced to preground, packaged coffee with
maybe a few more options–but still
nothing glamorous.

O

2012 has been dubbed the “Year of
Customer Experience.”
Indeed, coffee has come a long
way in the past two decades.
Nowadays, every town has at least
one coffee shop on the corner, serving up lattes, espressos and mochas
by baristas with free Internet,
newspapers and a comfortable
place to gather with friends. We
know our beans and we love to
order our favorite blends made for
us, just the way we like it.
Starbucks has perfected a simple
yet ingenious formula:
A positive, unique experience
equals happy, loyal customers
who tell all their friends (and are
willing to pay a premium) equals
higher profits.
16
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This formula has caused companies in various industries, including our own, to re-examine the way
they do business. In fact, many
have dubbed 2012 as the ‘Year of
Customer Experience.’

Okay, what does that
have to do with us?
The fenestration industry has
become a game of survival of the
fittest over the past few years. Some
companies have emerged and done
well in tough economic times
because they have invested in the
future by re-tooling, re-designing
and re-thinking everything that
was once commonplace (i.e., they
have turned plain old coffee beans
into spiced mocha latte).
We must remember that the
decisions we make as OEMs and
suppliers ultimately impact the
retailer’s ability to sell our products.
We can create a trickle-down experience effect by offering the products, the services and the tools our
retailers need to be successful and
to differentiate themselves. Here
are some examples of how, as manufacturers and suppliers, we can
impact customer experience at the
consumer level.

1. Build products people want.
What consumers want has
changed dramatically in recent
years. Their homes are a reflection
of their personalities, so they are no
longer content with a small standard offering of colors and styles.
When considering the purchase of
doors and windows, most do not
want to sacrifice performance to
get the look they want with energy
efficiency, quality and long-term

>I

durability being primary factors in
purchase decisions.
One notable trend is an
increased consumer demand for
hybrid door and window products
that provide the beauty of real
wood with the high-performance,
low-maintenance benefits of a
composite. The demand for woodplastic composite materials is
expected to grow 13.2 percent
annually through 2015, according
to the Fredonia Group’s 2012 study.
Are you offering a window system
to meet this demand?

2. Be visible online.
The 2012 online survey ‘The
Complex Shopper’ conducted by
the Integer Group indicated that
door and window shoppers spend
the greatest amount of time doing
online research when compared to
other home improvement categories before even stepping foot
into a showroom. More often than
not, window buyers already know
exactly what they want before they
even talk to a salesperson.
Therefore, your online presence is
vital. Have all of your options clearly
defined. In the simplest way possible, help customers understand your
unique value and where they can go
to purchase your products.

3. Provide sales and
marketing tools.
No one knows the features and
benefits of your products like you
do. Providing your dealer network
with sales and marketing tools
ensures your messages will be conveyed clearly. This can include traditional brochures, sell sheets and
showroom signage.
www.dwmmag.com
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Companies really looking to
help create an experience might
consider providing some more
progressive tools, such as: mobile
and tablet apps, social media programs, online content and product
demonstration videos.

4. Be memorable for
all the right reasons.
Most consumers buy doors and
windows once, maybe twice, in a
lifetime. You have to make the
experience memorable if you
want them to come back the next
time or, more importantly, brag
to their friends, relatives and
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neighbors about
how happy they
are with their
purchase.
Get started by
looking at consumer research,
talking to your
own customers
about ways you iPad apps, such as this one from Quanex, are just one way to
can help them improve the customer experience.
stand out and talking to your suppliers about avail- everyone stands to benefit with
able technologies.
improved loyalty and profits.
❙
After all, creating a positive customer experience ultimately is Erin Johnson is marketing director for
everyone’s
responsibility—and Quanex Building Products.

A Winning Combination.
Getting products in front
of customers is your job.
Helping present them
professionally is ours.
Call us today and see how
our custom case designs
provide peace of mind.
Sale closed. Case closed.

855.774.7974
smithcase.com
www.dwmmag.com
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What’s News
NATIONAL NEWS

Analyzing Sandy: What Impact
Will She Have on the Industry?
hen Hurricane Sandy
first hit, those in the door
and window industry
wanted to make sure their friends
and colleagues were safe. Tyson
Schwartz, vice president of sales
and marketing for Thermal
Industries, based in Pittsburgh,
even said it was difficult to get back
to work while worried about its
dealers in those areas who were
affected. Others such as Chuck
Scalzott, chief operating officer,
Vytex Windows in Laurel, Md.,
spent the days during and follow-

W

ing Sandy worrying about his son
who lived in New Jersey and his
own home in Brigantine, along
with dealing with issues at the
plant such as delayed deliveries
due to the storm and concerns
about worker safety.
Crystal Windows and Doors
based in Flushing, N.Y., Northern
Building Products in Teterboro,
N.J., and Ideal Windows, with three
plants in Bayonne, N.J., also suffered some delays due to the storm
but made it through relatively
unscathed—the biggest loss being

SUPERSTORES

Doers Brings Windows to Walmart
Doers Window Manufacturing, based in Tampa, Fla., has partnered with My Home
Renovator (a division of Home Performance Network, HPN) to provide energy-efficient windows for sale at Walmart.
The retailer recently initiated a pilot program in a few select stores to help support local businesses within
communities along the East
Coast. Walmart’s program allows
a handful of small business
owners in the home improvement industry to create their
own store within the big box
retail stores according to Doers.
Doers Window Manufacturing is
the wholesale division of
NewSouth Window Solutions
and manufactures the Sashlite
window, along with other door
and window systems.
President of HPN, Doug
Ritzel, says he was looking for a
unique window to compliment
My Home Renovator for the
Walmart project.
“So many windows seem the
same and I wanted to offer something that would not only be different, but
would fit into the energy model of HPN and My Home Renovator,” he says. “With
the energy ratings the Doers Sashlite window delivers, and the private label of
Nexis, we can offer something no one else can.”
18
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that of production and delivery
time. But challenges remain. At
press time, gasoline shortages continued to be a challenge.
“As of now, our biggest production problem is the inability of our
team members to get enough gasoline to get to work and back home,”
said Bob Pecorella, president of
Northern
Building
Products
approximately two weeks after
Sandy.
Silverline
Windows
in
Brunswick, N.J., has been supplying the Red Cross with diesel fuel
and space for the command center
at its New Jersey facility, and
Silverline’s
parent
company,
Andersen
Windows,
donated
$75,000 to the Red Cross for the
relief effort.
“When the Red Cross generators
ran out of fuel … Andersen pulled
diesel fuel from its own storage
tanks to keep the Red Cross operational with trucks and vehicles and
power,” said Jay Lemke, Andersen
spokesperson.
“The team did a great job supporting the relief efforts, including
setting up and keeping the Red
Cross connected with their vehicles
and volunteers, while at the same
time working to get its operations
up and running [the facility lost
power for a week].”
Industry professionals are being
resilient and helping in any way
they
can.
Crystal
Windows
announced a discount on vinyl
windows for impacted residential
homeowners. The discount is available through the company’s network of window distributors, dealers and home improvement contractors throughout the tri-state
www.dwmmag.com
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New York, New Jersey and
Connecticut region. To ensure the
discounted pricing message gets
out to all victims of Hurricane
Sandy, the company has altered its
New York Metro area radio and
print advertising to highlight the
new program.
“Our hearts go out to those who
have suffered from this natural disaster,” said Vincent Grieco, New
York metro sales manager for
Crystal. “Our hope is that this discount helps in some small way
those affected to rebuild and repair
their homes and get their lives back
to normal.”
The discount is available to oneand two-family residential homes
for Crystal vinyl window and sliding patio door products. The offer
is scheduled to run through the
end of the year.
Less than one week after
Hurricane
Sandy,
Thermal
Industries, also announced a program to help those affected. The
company’s disaster relief programs
are available to homeowners in
officially designated disaster areas
and states related to the hurricane.
These special programs include
several discounted replacement
window programs and payment
options to help homeowner disaster victims get back on their feet
and restore their homes.
“We especially feel connected to
the storm survivors because many
of our own employees, family
members, friends and customers
are living in the severely affected
areas,” says Schwartz. “Many of our
friends and family are not only
starting to survey the damage but
they are living through it.”
www.dwmmag.com
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Experts disagree regarding whether or not Sandy will cause a building surge.

Will Sandy Create a Surge?
In the days following Sandy, many
contemplated whether or not the
storm would create a good news-bad
news scenario in that it would equate
to an uptick in a badly hurting construction market. Experts differ slightly on whether or not this will occur.
The National Association of the
Remodeling Industry’s (NARI)
third-quarter Remodeling Business
Pulse data says new weather-related developments are assumed to
impact the remodeling industry on
the East Coast next quarter as
homeowners start to rebuild.
“Hurricane Sandy’s destruction
will likely spur more activity on the
East Coast,” said Tom O’Grady,
chairman of NARI’s Strategic
Planning & Research Committee.
Other data sources disagree.
Reed Construction Data hosted a
webinar on November 8, Ken
Simonson,
chief
economist,
Associated General Contractors of
America, said he disagrees with

those who predict an uptick.
“What they miss is the projects
that were interrupted or canceled
because they don’t have funds
available,” he said. “A lot of that
money will come from other pockets of the budget. You will see some
surge of materials but this is a very
small piece of a large economy.”
Bernard Markstein, chief economist for Reed, said even if construction does increase it won’t be
anytime soon saying many homeowners won’t collect their insurance money for quite some time.
“Some structures won’t be
rebuilt,” added Kermit Baker, chief
economist for the American Institute
of Architects (AIA). “Some projects
will be delayed for years. We are
talking about an $850 billion construction market so rebuilding
from Sandy is not a big part of the
national total. It will be regional
but it won’t be dramatic.”

continued on page 20
November/December 2012
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What’s News
CONTINUED

Votes Counted: Now What?
Experts Predict Affect on the Industry
wo days after the presidential
election, Reed Construction
Data hosted a webinar in
which economic and housing
experts discussed the impact
President Obama’s reelection will
have on the residential construction
industry. What’s the overall impact?
Not a drastic one, agreed the experts.
But it could bring issues such as climate change back to the forefront
according to one industry supplier.
“It is incredibly modest,” said
Kermit Baker, AIA’s chief economist. “Things look the same now
as they did on November 5.
There are no dramatic
changes as to what we can
expect.”
“The election doesn’t affect our forecast as much as
you would think;
it affects it as
far as the
impact on
the economy but there is a lot that is baked
in the pie already,” said chief economist Bernard Markstein.
Baker did, however, say that one
thing has changed: “We can’t use the
election excuse any more for delaying decisions,” he said.
He added that during the election
many serious issues such as the cliff
and tax issues were put off and these
now must be made a priority.
“Quite dramatic spending cuts
will be made but they won’t come
until the eleventh hour,” said Baker.
Ken Simonson, chief economist
for
the
Associated
General
Contractors of America agreed that
a decision won’t come early.
“We are getting ever closer to that

T
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cliff,” he said. “We won’t know if we
are going over the cliff until New
Year’s Eve and that is very worrisome.
That will affect investment decisions
by companies, stock market, etc.”
Baker said the mortgage interest
deduction may be at risk, as serious
government money is left off the
table here.
Baker added he was surprised
how small of a role housing played in
the election as it usually is integral to
an economic recovery.
“The distressed housing market
has to be dealt with,” he said.
“Fannie Mae and Freddie Mac also
have not been dealt with. They cannot be eliminated until a replacement is up and operating.”
Baker may have surprised some
when he said that immigration policy,
not usually seen as a housing issue,
“should be dealt with as a housing
issue as immigrants account for a large
share of net household formation.”
Another issue President Obama
will have to contend with is implementation of the president’s health
care plan. “With the election settling
we now know we won’t repeal
ObamaCare though we still don’t
know how we will fund it,” said
Markstein.
He ended with some dismal news
telling attendees they need to stop
thinking there will be major additions of manufacturing jobs.
“The idea that there will be tons of
employees in manufacturing is a
dream we have to let go,” he said.
When attendees were able to ask
questions many wondered if the outlook would still be the same if
Romney was elected.
“We would have seen gridlock with
either candidate,” said Markstein.

>I

“The differences are really more
long term, shaping fiscal policy, etc.,”
added Baker. “In the short run it’s
hard to make an argument that there
would have been significant differences [if Romney was elected].
Chelsea Building Products offered
an informative webinar for the
industry on November 9 and economic expert Dr. Peter Linneman,
principal at Linneman Associates,
also addressed the election and
pointed out that it was we who
determined the president.
“We have essentially the exact
same players to deal with these problems and that’s who we voted for …
until something happens this is a fundamental challenge to deal with and
it basically comes down to whose ox
is going to get gored,” he said.
But most in the industry are hoping that serious issues will be tackled. Mark Silverberg, the president of
Technoform North America, said the
devastating impact of Hurricane
Sandy (see page 18) might bring climate change—a topic for which the
lack of discussion among the political
candidates became an issue in itself
back to the table.
“Hurricane Sandy put climate
change on the table in a stark way
that transcended politics,” he said.
“The next four years will see a more
engaged, holistic dialogue about the
sustainability of our choices in the
buildings we live, work and learn in.
The glass and glazing industry can
make an important contribution to
this dialogue, and bring light to the
benefits of the tremendous innovations our industry has created. We
will have to choose to be engaged in
this dialogue to influence it,”
Silverberg said.
❙
www.dwmmag.com
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ON HAND
Store • Organize • Create

In-Door Storage and Communication System

It’s as simple & smart as starting with
ODL’s innovation and an interior door.

Visit www.odl.com to learn
more about ON HAND.
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Financial News
EARNINGS REPORT

Third Quarter Financial Results
Show Promise
everal door and window
companies posted their
financial results for the third
quarter and the data seems to show
that the numbers are headed in the
right direction.
PGT Inc., based in Venice, Fla.,
posted a “substantial improvement” in net income and 4 percent
growth in sales of the company’s
WinGuard line.
“In the third quarter of 2012, we
posted net income of $2.7 million,
which was a substantial improvement compared to a year ago. This
was achieved, despite lower sales
of 2.2 percent, as a result of
improved product mix, continued
improvement in operational efficiencies, and the hard work and
dedication of our employees to
consistently perform above expec-

S

PGT Snapshot
Financial highlights include:
• Net sales of $44.7 million, a decrease of $1.0 million;
• A gross margin of 34.1 percent, an increase from the third quarter of
2011 gross margin of 28.2 percent; and
• Net income of $2.7 million compared to a net income of $0.2 million in
the third quarter of 2011.
tations,” says PGT’s president and
CEO Rod Hershberger. “Some of
our markets, while still bel ow normal, are showing signs of growth,
and we are well positioned to capitalize and gain share.”
Fortune Brands Home & Security
reported growth in its door and
window segment as net sales for
advanced material doors and widows were up 7 percent in the 2012
third quarter, compared to the
previous year’s quarter,

Customer Loss to Have Big Financial
Effect on Masonite
Masonite International Corp. was notified in early
November by its second largest retail customer that they
will reduce their interior door business with the company,
primarily in the northeastern and southwestern United
States, starting early in 2013. The affected business,
which consists principally of molded doors, is
expected to amount to approximately $70
million of sales on an annualized basis.
“Although we are clearly disappointed with this decision, we
remain committed to our balanced
growth strategy which focuses on
providing customers with a broad
range of high quality doors and a
value-added service proposition,” says
Fred Lynch, president and CEO. “We
continue to actively pursue additional
opportunities to accelerate growth with
new and existing customers and will quickly take the
appropriate actions to balance supply and demand in the
affected regions.”
22
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according to the company. The segment’s operating income displayed
positive growth as well with $9.2
million, up from a loss of $0.3 million. Primarily on door sales growth
in the wholesale channel, operating
income before charges/gains rose
to $6.2 million, an increase from
$1.9 million from 2011.
“We had another very good
quarter,” says Chris Klein,
CEO, Fortune Brands
Home & Security Inc. “We
achieved this success as the
market for our products continued to improve, with douA
ble-digit growth in new
housing
construction
and moderate improvement in spending for home
repairs and remodeling.”
Builders FirstSource posted a
34.3-percent increase in sales. Sales
for the third quarter of 2012 were
$291.8 million when compared to
the third quarter of 2011.
“For the second consecutive quarter, we reported positive Adjusted
EBITDA, finishing with $3.0 million
for the current quarter as compared
to an Adjusted EBITDA loss of $0.7
million in the third quarter of 2011,
and on a year-to-date basis, our
Adjusted EBITDA has improved
from a loss of $11.7 million in 2011 to
positive $3.0 million in 2012,” says
CEO Floyd Sherman.
❙
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Introducing...

ADHESIVES

A Self-Adhesive Tape
MFM Building Products has
introduced its Seal & Coat EiFS
Tape. The tape is a self-adhering
membrane composed of a
polyester fabric laminated to a
rubberized
asphalt adhesive. According
to the company,
the fabric strengthens the material while providing a
surface which bonds with most
exterior coatings to provide a
waterproof, self-sealing layer.
Seal & Coat EiFS Tape is designed
to be used as a waterproof tape
around doors and windows, taping
panel seams and other openings. The
product will adhere to most clean,
dry surfaces including masonry,
concrete, house wrap, foam insulation board, ICF, plywood, OSB, rigid
vinyl, aluminum and other common
construction
materials,
according to the company.

The tape has a thickness of 30mils and can be applied in temperatures from 40 to 110 degrees
Fahrenheit. It is available in roll
widths of 4-, 6- and 9 inches by 100foot lengths.
❙❙➤ www.mfmbp.com

COATINGS

The Look of Wood
Royal Building Products has
introduced a new water-based
stain that is low in volatile organic
compounds (VOC) and achieves
the look of wood grain on fiberglass and steel doors. The
RoyalBond Tri-Stain uses a threestep process (base coat, stain coat
and clear coat) that company officials say allows fabricators to create a factory-applied finish that
replicates wood grain with a short
drying time.
Tri-Stain
is
available
in
mahogany, dark mahogany, cherry,
teal, espresso, walnut, bordeaux,
hickory and dark oak.
❙❙➤ www.royalbuildingproducts.com

DOOR AND WINDOW COMPONENTS

Get a Regional Look
ODL Inc. now offers four new regionally inspired doorglass design families to
complement a range of home styles and personal tastes. These include the company’s Mohave, Compass, Delray and Carrollton designs.
The Mohave design features a Southwestern textile pattern mixed with mission prairie style details. It features glass textures and colors designed to reflect
the Southwest desert landscape. The doorglass is framed with rich oil-rubbed
bronze caming.
Compass reflects a Southeast contemporary style
with a chic compass rose center element offset with
nickel caming.
Delray features beautiful glass textures and sleek
geometric designs enhanced by nickel or patina
caming. Another Southeast-inspired design, Delray
is available in multiple sizes and shapes.
Carrollton features a regionally
inspired fleur-de-lis center element
surrounded by patina caming along
with a unique combination of textured
glass and clear bevels. Carrollton also
comes in multiple shapes and sizes.
❙❙➤ www.odl.com
24
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SCREENS

Expand with
Screens
ScreenItAgain.com,
an online, made-toorder, custom screen
and grille site, is now Holiday images can
offering partnerships be printed directly
through local door on the exterior of a
and window dealers window screen.
looking to expand
their offerings. The Quanex
Building Products company allows
door and window dealers to offer a
number of aftermarket screen and
grille products, along with a variety
of options created originally for
OEMs, such as microsite development, product fulfillment and customer service.
❙❙➤ www.screenitagain.com

VINYL

Strength Without Steel
Rehau has a new fully reinforced
polymer window profile system
developed without the use of any
steel components. According to the
company, its new Geneo profiles are
composed of a proprietary fiber
composite material called Rau-Fipro.
The Geneo profile design also
features a patented integrated reinforcement system, with screw channels and additional lateral stiffening designed to
provide strength at all
critical points of the system. Its slim-lined profiles were created to provide generous glass surface exposure for both
daylighting gains and an
appealing visual effect.
According to Rehau,
the Geneo system can provide an R value up to R-7 and is
available in a diverse range of
environmental- and weatherresistant colors and a variety of
window styles and shapes.
❙❙➤ www.na.rehau.com/windows ❙
www.dwmmag.com
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Q Available in painted and
plated finishes
Q Clean, streamlined design
Q Available in tilt latch
combination system

Q No fasteners required
Q Unique snap-in design
securely fastens locking
components to sash
Q Reduces process time
Q Available in high-strength
composite or die cast zinc
materials

NOTHING
TO SEE HERE
ANOTHER

VISIONARY INNOVATION

Are you looking for the perfect finish to your upgraded window design? Look no
further! A lock and tilt system without any visible fasteners in a multitude of painted
and plated finishes to compliment any window design. The snap in surface mount
lock requires no screws or fasteners and quickly snaps permanently into place
reducing process time and increasing cosmetic appeal. The optional internal tilt
system works entirely from the lock eliminating any visual tilt latches and further
enhancing the clean lines of your product. Ultimately it’s what you don’t see that will
set you apart from your competitors.

™

H A R D W A R E
Consistently Reliable
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Turning
Sustainability
into Success
by Tara Taffera

E

nergy-efficient products can increase sales; waste reduction can offer further benefits down the supply chain; and window dealers do seek energy-efficient prod-

ucts. In short—green means green in every way—including your bottom line.

DWM scoured North America to find the companies and technologies in the door and

window market that are turning sustainable principles into success. Our four winners of
our 2012 Annual Green Awards exemplify those principles.

Replacing Aluminum Windows One by One
NewSouth Window Solutions

W

hen
executives
Dan
Ochstein and Earl Rahn left
their executive positions at
Champion Window in 2009, they
decided to start a new window
company that focused on energyefficient windows, thus saving
consumers money on their energy
bills. They set up shop in 2010 as
NewSouth Window Solutions in
Tampa, Fla., in a state that,
according to Rahn, was ripe for
their value proposition. They now
have three locations in the State.
“There are 15 million people in
Florida—9 million residences and
north of 95 percent of those windows are single pane. A state nicknamed the Sunshine State should
be leading the way,” says Rahn,
who serves as president of the
company. “Florida is 12 years
behind Alabama, and 18 years
behind Georgia in terms of energy
efficiency [and moving to insulating glass systems).”
Choosing a window system to
manufacture was another easy
choice made by Ochstein, who
serves as CEO.
“I had looked at the Sashlite
26
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technology when it first came out
when I was at Champion,” says
Ochstein. “I liked it then but
unfortunately Champion just
committed $5 million in another
technology. When I left Champion
I ran to Sashlite. I think energy
efficiency is the most important
factor heading into the marketplace right now.”
NewSouth’s eVantage window
utilizes the Sashlite spacer system
which is integrated into the profile
of the window sash which the
company says results in a superior
warm-edge rating. The company
also uses Cardinal’s LoE 366 glass
and HB Fuller’s Sash Seal and Sash
Dri and Chelsea’s uPVC extrusion.
The window has a solar heat gain
coefficient of .18.
“We exceed Energy Star and
many of the windows we are competing with don’t even meet
Energy Star,” says Rahn. “We
understand this climate and make
windows for this climate.”
Ochstein adds that NewSouth
was founded with a focus on energy
efficiency.
“It was the central focus of where

>I

we wanted to be,” he says, adding
that the company took great care in
choosing the products that went
into its window.
“With our glass we went with the
best and we had a lot of other choicwww.dwmmag.com
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Dan Ochstein (left) and Earl Rahn, vow to replace Florida's aluminum windows with more efficient ones—one by one if necessary.
es,” says Ochstein. “It may raise the
price a little but it gives our customers the most high-performance,
energy-efficient window.”
But changing the mindset of
homeowners in Tampa is quite
the task.
“It was almost amusingly unfair
to realize there are half-million-dollar homes made with single-pane
www.dwmmag.com

aluminum windows,” says Rahn.
Thus, NewSouth is educating
everyone from the homeowner to
the builder.
“We brought in all the major
homebuilders in the Tampa
region to work with them and
educate them regarding energyefficient windows,” says Ochstein.
“Fourteen out of 15 builders were

still buying aluminum windows.”
And the homeowner hears about
NewSouth in everything from radio
to TV and print ads.
The company is also working
with utility groups in the attempt
to get them “to move to a more
aggressive rebate program.”
continued on page 28
November/December 2012
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2012 Green
Product Award
continued from page 27

Embracing Energy as a Core Principle
Deceuninck North America

I

t wasn’t just one single product
that allowed Deceuninck North
America to earn the DWM Green
Award. Sustainability is one of the
company’s core principles, and the
products and services it offers its
fabricators embraces those beliefs.
For one, Deceuninck announced
last year that it partnered with JPI
Industrial, the largest recycler of
PVC materials nationwide, to
launch a comprehensive recycling

Deceuninck offers a comprehensive
recycling program for its customers.

program for its customers.
As part of the program, JPI
collects end cuts and other
scraps from Deceuninck’s
fabricators and provides the recycled content back to the company
where it is reintroduced into the
manufacturing process.
“We have a zero-waste goal, and
our partnership with JPI will help
us meet this goal by reclaiming
unused product that might have
otherwise ended up in the waste
stream,” says Filip Geeraert, president and CEO of Deceuninck.
The company also has partnered
with Bayer MaterialScience LLC to
introduce Innergy Rigid Thermal
Reinforcements which the company says contain 20 percent biobased resins.
Brian Barbieri, president of HomeGuard, based in Grabill, Ind. is one of
Deceuninck’s fabricators who has
embraced the Innergy product.
“The physics of the product are
exceptional,” he says. It outperforms any other material and to
do that with something green in
nature is phenomenal. This is the

Innergy
contains
20 percent
bio-based resins.
first time I know of that a window
supplier has introduced something organic. It is really a huge
step forward.”
He also says Home-Guard
embraces the green philosophy as
an important part of the company
and its culture.
“We carry through that same philosophy to be as green as possible,”
says Barbieri. “Whereas so many
companies are trying to meet the
mark, whether it’s Energy Star or
NFRC or the tax credit criteria, we
have always tried to exceed the
mark. We have never been the lowest
guy out there and don’t want to be.”
Barbieri also applauds Deceuninck for standing out among
other suppliers.
“I give them credit for trying to
take a unique approach to the marketplace because, let’s face it, in
many case it’s what’s different that
sells. They have the trifecta,” he says.

Ahead of the Curve
EnergyQuest, Quanex Building Products

I

nstead of waiting for the final
Energy
Star
requirements,
Quanex Building Products Corp.,
unveiled the EnergyQuest Window
and Door System to help its customers gear up for those changes.
“EnergyQuest gives those manufacturers looking to redesign
and retool their products additional options to achieve the proposed 2014 U-factors from the
Environmental Protection Agency

28
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(EPA),” says Mark Gallant, senior
product marketing manager.
This will be especially important, he says, for those struggling
to accommodate the change for
the Northern zone target U-factor
of 0.27, or those designing windows to meet the proposed new
Energy Star ‘most efficient’ tier of
0.18 - 0.20.”
Available in double-hung, singlehung, slider, patio door, casement,

>I

awning and picture window
options, EnergyQuest is designed
to accommodate either double- or
triple-glazed insulating glass units
up to 1-1⁄8-inch thick, and will be
offered with or without an extruded
nail fin for the desired installation
method. It will also come standard
with Quanex’s SuperCoat UV-cured
technology, a color coating that the
company says is seven times harder
than competitive paint options.
www.dwmmag.com
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Passing on the Savings
OptiGas/Vista Windows

V

ista Windows recognized an
opportunity
to
decrease
argon waste and ran with it. As a
result, its dealers are benefiting as
well. With OptiGas, an automated
and integrated smart fill system
for insulating glass (IG), window
manufacturers can hit precise
thermal performance targets, scientifically verify actual thermal
conductivity and slash IG costs,
according to company founder
Mike McHugh.
“Our customers have been able
to close more deals and get more
business because it has added more
credibility to the sale,” says Tony
Kesicke, marketing director at Ohiobased Vista Window Co. “They [our
dealers] have always asked how the
homeowner knows they get what
they are paying for. That is the
absolute benefit of this [technology]
because if it is explained properly
and the consumer goes to the website and types in the window ID,
they will see exactly how much gas
is in their particular window.”
That benefit, ThermalCERT, is a
program that statistically verifies the

EnergyQuest will allow window
companies to meet the next
phase
of
Energy
Star
requirements.
Lorne Weigt, product sales specialist, Quanex Building Products,
says the feedback to the product
has been extremely positive.
“At GlassBuild, visitors to our
www.dwmmag.com

thermal conducMfg. Plant ID#: 01
IG Unit ID Range#: 33009-34775
tivity of IG batches, according to
Batch Run Date: 2/3/11
Production Run ID#: 199234
McHugh.
With
ThermalCERT, you
get a testing station ThermalCERT allows window companies to prove "its in there" when
and a marketing it comes to argon or krypton gas.
program
with
labels, certificates of verification nies are using the OptiGas to
and other materials you use to pro- decrease gas costs but no one has
mote the thermal performance of jumped on the marketing aspect
doors and windows.
of it,” says Kesicke.
“Dealers are excited because
For Vista it was a no-brainer. In
they can prove what they say,” three days Kesicke had a brochure
created for his customers regardsays Kesicke.
“It is fairly common that the ing OptiGas and ThermalCert and
homeowner will ask, ‘how do I know a YouTube video followed.
“It’s a wonderful sales tool and it
it is in there?’” says Tony Katros, president, WeatherSeal of SE Michigan shows prospective customers that
Inc., a Vista dealer. “In the past we the company is concerned enough to
would say you have to trust us but give them verification,” says Katros.
they were skeptical. Now we can
He adds that the homeowner
guarantee it and give them certifica- reaction has been very positive
tion that is there. It takes the doubt but it’s too soon to tell if it has led
out of it.”
to a boost in sales.
Yet even with an innovative new
“It is hard to tell what causes a
product, if it isn’t marketed effec- buyer to make that decision,” says
tively, you won’t realize the full Katros. “People are really pleased
though. Without question it has
benefits.
“Some other window compa- helped in closing sales.”

booth’s Innovation Zone were
delighted with EnergyQuest …
Which provides our fabricators
with options in a number of areas,”
he says. “With its flexibility and performance values, EnergyQuest is
perfectly suited for each zone of the
Energy Star program, meeting our
customers’ needs today, tomorrow
and into the future.”
He was also in attendance at
Win-door North America in

November and said interest in the
product was high. He again
stressed that the key to the product
is its flexibility and that it offers fabricators a variety of options.
❙
Tara Taffera is the editor/publisher of
DWM/SHELTER magazine. She can be
reached at ttaffera@glass.com. Follow
her on Twitter @dwmmag, read her blog
at dwmmag.com and like DWM
magazine on Facebook.
November/December 2012
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U.S. Construction Market Outlook
Percent Change, 2008-2013, for Total Construction and Major Sectors
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Housing Starts 1972-2012

TAFFERA

hile the housing industry’s sky has already fallen and the bubble has
long since burst, the construction
industry is finally putting the crumbling pieces of what was once a
thriving housing industry back
together. One of the ways the
industry can stay informed and plan
for the future is to look at what the
experts are predicting regarding
growth. McGraw Hill Construction
gathered many of those housing and
economic experts together recently
at its Annual Outlook Executive
Conference. A summary of the findings from the event follows.

W

Time to Celebrate?

With 44 consecutive months
below 800,000 starts, the door and
window industry has been waiting
patiently for that number to rise.
“It finally just went above 800,000
last week and I don’t know if I should
open the champagne or not,” said
Carl Case, professor of economics
emeritus at Wellesley College and
senior fellow at Harvard University’s
Joint Center for Housing Studies.
He outlined challenges that continue to remain including housing
inventory levels and the continued
inability for many homeowners to
30
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secure a loan. The question of
whether those housing numbers
will continue to rise past that
800,000 mark was one he also
attempted to answer.
“A mini-boom could happen but I
don’t think it will have the legs of what
we have seen in the past,” said Case.
Robert Murray, vice president,
economic affairs for McGraw Hill
Construction, offered his predictions for residential and commercial growth going forward.
“There is a lot more positive news
for single-family housing,” he said.
“What we are seeing is stabilizing
home prices and the amount of
foreclosures is beginning to ease.”
He added that the inventory of
new homes for sale is quite low
which is good news, coupled with
low interest rates. While 2012 was
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still a tough year, 26 percent growth
did occur in the residential market,
according to McGraw Hill.
Multi-family continues to be a
bright spot and still a “relatively
attractive investment target,” said
Murray, who noted that he is seeing
more growth in condominium
projects.

The Seven Year Difference

In 2005 there were more residential green projects than commercial,
said Harvey Bernstein, vice president,
industry
insights
and
alliances
for
McGraw
Hill
Construction. My how things have
changed. While the scales have
tipped and commercial green
building now dominates a larger
slice of the green pie, Bernstein nevertheless said regardless of the marwww.dwmmag.com
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ket, green building is here to stay.
If you don’t believe him look at
the numbers: More than half of all
building construction is green; and
in the commercial market, by 2016,
$240 billion dollars will be devoted
to green projects.
Companies aren’t just sliding by
either. “Almost everyone is doing
more than the bare minimum
requires,” said Bernstein.
“$34-$38 billion will be devoted
to residential green building in 2013
and in 2016 somewhere greater
than a third of residential projects
will be green,” he said.
Bernstein said research has
shown a real shift among builders
during the downturn. The amount
of homebuilders dedicated to green
(meaning 90 percent of the home is
green), comprise 17 percent of all
homebuilders this year and by
2016, “one-third of builders will
build green homes,” he said.
Bernstein also pointed out the
trend in pre-fabrication as a key
shift taking place as companies
seek to reduce construction waste.
And while the U.S. Green
Building Council’s LEED program
may be leading the way toward
growth, it’s not the only reason this
market is increasing.
“Companies are interested in
energy disclosure reporting, transparency of the supply chain, life
cycle assessment, environmental
declarations, etc.,” he added.
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Price Points

Julian A. J. Anderson, president
of Rider Levett Bucknall (RLB), a
company based in Boston, and
with offices around the globe,
said there are some “good” and
“not so good” points regarding
the construction industry in general and construction pricing
specifically.

continued on page 32
www.dwmmag.com
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THE SKY IS
NOT FALLING

continued from page 31

Source: U.S. Census Bureau

*Based on August seasonally adjusted annual housing starts figures!!

Labor!!
Construction Employment!!

Source: U.S. Bureau of Labor Statistics!!

About Construction Costs!
Rates of Inflation!

Source: Rider Levett Bucknall, Engineering News-Record, U.S. Bureau of Labor Statistics!

What About the Remodeling Industry?

While the remodeling industry has been growing as new construction has
faltered, find out what experts predict for this segment (see page 52).
32
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Regarding total construction cost
inputs, these include labor, materials (including waste), equipment
(including operations and maintenance costs), subcontractors, bonds,
insurance and taxes, and overhead
and profit.
Other factors affecting the
price of construction materials
include the fluctuating U.S. dollar
(compared to the Euro), the
“inscrutable” price of oil and the
Baltic dry index which is an
assessment of the price of moving
the major raw materials by sea.
Moving to that good news,
Anderson said this includes an
RLB survey indicating that the
construction industry is on the
road to recovery in major cities,
good industry growth is expected
through 2020, interest rates will
remain low and the housing
industry continues to recover–
with pace even expected to pick
up. There was more good news as,
“sanity returns to bid pricing,”
says Anderson.
The not-so-good news includes a
presidential election year which
“drags on the recovery.” Results of
the elections will have a significant
impact on the future speed of
recovery and the fiscal cliff also
drags on recovery. “Failure to
address it [the cliff ] will be bad for
property and construction in the
long term,” he said.
He also advised attendees to
expect bid prices to spike at an
activity tipping point and labor and
materials prices to continue rising
in 2013. He adds that capacity in
some trades is likely to become a
problem and will lead to future
upward price pressure. “Despite a
temporary setback, commodities
will face ongoing price increases
driven by recovery in global
demand and scarcity.”
continued on page 34
www.dwmmag.com
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Door and Window Industry Forecast
Michael Collins, Partner
Building Industry Partners

The door and window industry is in recovery mode, but the
next two years will not see equal improvement in all areas of
the industry. Acquisition activity in the door and window industry has declined in each of the last five years, having peaked in
2007 at 33 total transactions. This includes transactions where
either the buyer or the seller (or both) were located in the United States. In
2012, the industry saw just eight transactions. It seems highly likely that 2013
will see more acquisition activity than 2012, and not just because the number
can scarcely get any lower. Buyers are becoming interested in acquisitions
again in greater numbers. Over the past year, many companies have shared
with us their interest in acquiring another company. These are companies that
have seen their earnings improve and cash flows increase. They have used this
increased cash flow over the last two years to pay down debt, strengthening
their balance sheets.

Acquisitions will Increase

Private equity (PE) funds have returned to the door and window acquisition
hunt as well. Acquisitions by PE funds peaked in 2007 at roughly 35 percent
of overall acquisitions in this segment. By 2010, PE participation in door and
window acquisitions dropped to just 14 percent of the total. With the imminent recovery in the market, more and more PE funds are evaluating acquisitions in this market segment. Many PE investors favor strong companies that
can only get stronger when their market segment bounces up from a bottom.
This is increasingly the prevailing view of the door and window industry.
While there are a number of factors fueling growth in acquisitions, it is
unlikely that plant expansions will return in significant numbers for the time
being. There were 28 plant expansions in 2008 and that number has dropped
to the point of there being virtually no plant expansions at all. Another activity that has been given lower priority since the housing bust is new product
development. Most of the new product development over the past several
years has been geared toward increasing energy efficiency. However, many
companies have been forced to sacrifice new product development to the
need to shore up declining cash flows. Over the next several years, the general recovery will allow a return to more broad-based new product development
efforts in the industry as things return to a more normal state.

Door and Window Transactions to Date
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Door Forecast

Noubar Yeremian
President
HMI Doors

In 2013, we continue
to see an increased
interest in fiberglass
doors, which we started
to see a little more than a year ago.
This material offers the homeowner
exotic wood textures in a low maintenance door.
With this trend toward fiberglass
we have increased our fiberglass
door series from 34 to 50 styles.
However, fiberglass isn’t the only
growing material. In early 2012
there was strong market demand
for archtop aluminum storm doors,
and we see this trend increasing in
2013. To meet this need we introduced our archtop aluminum
storm door series in August 2012.
Previously, homeowners’ choices
for archtop storm doors was limited
to steel security or solid core aluminum doors, but neither of those
are optimal. Steel security doors
have the propensity to rust and solid
core aluminum can rot from the
inside out. Our archtop aluminum
storm doors are manufactured using
extruded aluminum that is preformed making a custom fit.
Another trend we see is the
desire for more vibrant colors.

What Our Customers Predict for 2013

Our dealers are cautiously hopeful; with the economy being their
biggest concern. They have seen the
unemployment rate incrementally
drop over the past 12 months—a
sign that the economy is improving
and moving in the right direction.
Consumer confidence is a major
driving factor in home improvement expenditures. Homeowners
are making remodeling decisions
based on need far more than want.
They will replace a leaking roof or
inefficient windows; however doors
www.dwmmag.com
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are typically relegated to a discretionary purchase based more on
form than function.
Our dealers are also seeing an
increased concern by homeowners
for enhanced security. They are selling our doors based on their security and energy efficiency features.

Areas of Growth

Looking forward we see the
trends of the past couple of years
continuing: security (with style)
and energy efficiency. As housing
prices stabilize and the economy
begins to rebound more discretionary funds will be spent on
remodeling and the replacement of
doors. Over the past four years we
have seen an increase in replacement verses pre-hung doors.
Although sales for Energy Starqualified products peaked in 2010
with the Tax Stimulus Bill coming to
an end, we see energy efficiency
continuing to be an important
deciding factor in the purchase of
products for the envelope of a home.

Forecast for Spacers
and Energy Efficiency

Mike Hovan
Senior Vice President,
Sales and Marketing
Quanex Building
Products

Energy Star, the
economy and performance-cost balance will drive spacer
and vinyl sales in 2013.
Based on customer interviews
at recent industry trade shows, the
overall feeling in the industry is
optimistic. This energy, plus the
possible renewal of tax credits for
energy efficiency, has sparked predictions that new home construction and the renovation market
will increase in 2013 or at the very
least, stay steady. Further, Energy
Star version six updates are just
around the corner, forcing a
www.dwmmag.com
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demand for higher
performance products either to meet
standard
labeling
requirements or the
criteria for the ‘Most
Efficient’ program.
One thing that’s for
sure is that every
major market in the Edgetech (a Quanex company), talked to attendees at
world continues to be various trade shows this year (glasstec shown here),
focused on improving regarding energy efficiency.
energy
efficiency.
Those companies that intend to
edge vs. lower performing warm
lead the market as the economy
edge); and
recovers are looking now at:
2. Insulating glass construction of
• Improving their window designs
doubles vs. triples vs. quads; clearto meet increasingly stringent
ly, a larger demand for triples, even
energy-efficiency demands and
if the market is stagnant, can still
requirements;
drive spacer sales higher.
• Choosing the right materials to
In the energy-conscious global
boost performance, which will marketplace,
high-performance
likely include vinyl, cellular vinyl, spacer sales are climbing as markets
vinyl composite or other com- are demanding triples. The markets
posite materials, as well as high- in Germany, Austria and Switzerland
performance insulating glass are now claiming that 40-60 percent
components, such as glass, of IG units are now triple-pane.
warm-edge spacers, sealants and
Additionally, whether it is qualityinsulating gasses; and
or capacity-driven, there is also an
• Partnering with component sup- unexpected heightened interest in
pliers that can help them achieve investing in IG production processtheir energy-efficiency goals by es to support higher performance
providing new and innovative spacer products. At recent American
product
offerings,
window trade shows, there were positive
design support to meet Energy reviews from equipment suppliers
Star requirements, equipment that proved companies are actively
solutions to improve quality and looking to invest in improving their
efficiencies, certification testing spacer product offerings. That same
support and sales and marketing feeling was also evident at glasstec
tools to drive sales at the con- 2012 where Lisec and Bystronic
sumer level.
showcased cutting-edge spacer
application equipment for improving quality and efficiency.
Forecast: Spacers
Making investments in better
The drive for more efficient products and the anticipated improve- performing technologies, equipments in both the new construction ment and people as the market
and renovation markets will create recovers is always a winning stratea higher demand for spacer tech- gy. Those who invest early in 2013 in
preparation for Energy Star version
nologies in two potential areas:
1. What products are being demand- 6 will likely maintain their go-toed (i.e., warm edge vs. non-warm market strategy as leaders in the
edge or high-performance warm industry.
❙
November/December 2012
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FTC Says Beware of Making

Green Claims
Define What Green Really Means
by Megan Headley
ometimes it seems the whole
world has gone green, as more
consumers seek products that
will improve their energy efficiency,
and more manufacturers are only
too happy to provide sustainable,
high-performing products. But what
does that really mean?
For some manufacturers, “green”
is all in the marketing and not
noticeable in the end product.
Because those “green washers” are
out there, the Federal Trade
Commission (FTC) is cracking
down on environmental marketing
in an effort to make sure any claims
to be green are “truthful and based
on solid scientific evidence.”
Caught up on this crackdown
were 14 window manufacturers
that have issued marketing materials in accordance with the FTC’s
warning that their claims may toe
the line of what constitutes acceptable claims.
Among those cautioned by the
FTC was Cardinal Glass Industries,
which received a letter in
September from the commission.
In it, the FTC said the commission
had made no determination as to
whether the company was actually
violating the law.
“The FTC has asked that we
review our heating and cooling savings claims,” Bowie Neumayer, vice
president of sales and marketing
for Cardinal IG, told DWM after
receiving the letters. “Our data was

S
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generated from nine test houses in
three regions. We are communicating with the FTC and expect to have
this cleared up.”

claims are truthful, not misleading,
and supported by a reasonable
basis before they make the claims,”
the Guides states. The tests that

Our data was generated from nine
test houses in three regions.
—Bowie Neumayer, Cardinal

As of press time, Neumayer
noted that the issue was close to
being resolved.
To prevent such confusion in the
future, window and glass manufacturers should review the recently
released update to FTC’s Guide to
Environmental Marketing Claims,
better known as “Green Guides.”
The guide is designed to help marketers ensure that the claims they
make about the environmental
attributes of their products are
truthful and non-deceptive.
The revisions to the “Green
Guides” include new sections concerning the use of carbon offsets,
“green” certifications and seals, and
renewable energy and renewable
materials claims. The organization
also modified and clarified sections
of the previous Guides.
The big requirement that the
Guides asks marketers to meet is to
be able to answer “yes” when
asked: Can you back it up?
“Marketers must ensure that all
reasonable interpretations of their

>I

Neumayer cited in Cardinal’s case
are one example of acceptable
back-up.
Other advice from FTC includes:
• Qualifications and disclosures
should be clear, prominent and
understandable
to
prevent
deceptive claims.
• Unless it is clear from the context,
an environmental marketing
claim should specify whether it
refers to the full product or just a
portion.
• Don’t state or imply environmental benefits if the benefits are
negligible. In other words, if your
energy
performance
has
increased by 50 percent—but you
don’t clarify that this means from
2 to 4 percent efficiency—the
FTC will take a second look at
your claim.
• Don’t make comparative claims.
So your product is 30-percent
more efficient than competitive
products? Unless you clearly
state who that competitor is,
the end-user has no way of
www.dwmmag.com
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Beware of “VOC-free”

Be clear

Don

’t im
p

ly

Make claims prominent

Be careful of recycled-content claims
determining the significance of
that claim.
• Green Guides also now reminds
marketers not to use the name,
logo, or seal of approval of a
third-party certifier or organization unless you have certification or approval of that thirdparty. That may seem obvious,
but be careful of how you use
those logos. The Guides offers
several examples of problematic
logo use:
✾ A sales brochure features a seal
with the text “EcoFriendly
Building Association” to show
that the marketer is a member
of that organization. Although
the manufacturer is, in fact, a
member, this association has
not evaluated the environmental attributes of the marketer’s
product. This advertisement
would be deceptive because it
conveys that the EcoFriendly
Building Association evaluated the product through
testing or other objective
standards;
✾ A product label contains an
environmental seal from
“EarthSmart,” an independent, third-party certifier with
expertise in evaluating chemical emissions of products.
www.dwmmag.com

While the marketer meets
EarthSmart’s standards for
reduced chemical emissions
during product usage, the
product has no other specific
environmental benefits. This
advertisement would be
deceptive because it conveys
that the product has farreaching benefits, and that
EarthSmart certified the
product for all of them.
✾ A one-quart bottle of window
cleaner features a seal with
the
text
“Environment
Approved,” granted by an
independent, third-party certifier with appropriate expertise. The certifier granted the
seal after evaluating 35 environmental attributes. This
seal likely conveys that the
product has far-reaching
environmental benefits and
that Environment Approved
certified the product for all of
these benefits and therefore is
likely deceptive. The seal
would likely not be deceptive
if the marketer accompanied
it with language clearly conveying that the seal refers only
to specific and limited benefits. For example: “Virtually all
products impact the environ-

up?
t
i
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b
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n
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ment. For details on which
attributes we evaluated, go to
[a website that discusses this
product].”
• A truthful claim that a product is
free of, or does not contain or
use, a substance may still be
deceptive if the product contains
or uses substances that pose similar environmental risks as the
substance that is not present. Be
careful of tossing around “VOCfree” if your product has replaced
volatile organic compounds with
a similarly harmful substance.
• FTC also now states that a product should not be marketed as
recyclable unless it can be collected, separated or otherwise
recovered from the waste stream
through an established recycling
program for reuse or use in manufacturing or assembling another item. Marketers must clearly
qualify recyclable claims to
avoid deception about the availability of recycling programs and
collection sites to consumers. If
your window can only be recycled in a handful of facilities
around the country, you need to
specify that limitation in any
recyclability claims.

continued on page 38
November/December 2012
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FTC Says Beware of Making

Green Claims
continued from page 37
• Be careful of those recycled-content claims, too. FTC says that it
is deceptive to represent that an
item contains recycled content
unless it is composed of materials that have been recovered or
otherwise diverted from the
waste stream, either during the
manufacturing process (preconsumer), or after consumer
use (post-consumer). Moreover,
if the source of recycled content
includes pre-consumer material,
the advertiser should have substantiation that the pre-consumer material would otherwise
have entered the waste stream.
According to Green Guides, if a
glass manufacturer collects cullet
from the original manufacturing
process and combines this with
virgin material for use in produc-

38
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tion of the same product, a recycled content claim is deceptive
since the cullet is normally reused
by industry within the original
manufacturing process and
would not normally have entered
the waste stream.
• Finally, as more and more building product manufacturers are
going solar, consider carefully
how you promote your facility’s
renewable energy capabilities.
FTC says it is deceptive to make
an unqualified “made with
renewable energy” claim unless
all, or virtually all, of the significant manufacturing processes
involved in making the product
are powered with renewable
energy or non-renewable energy
matched by renewable energy
certificates. Or, let’s say a window

>I

manufacturer places solar panels
on the roof of its plant and advertises that its plant is “100-percent
solar-powered,” but then sells
renewable energy certificates
based on the renewable attributes
of all the power it generates, it
must qualify its claim. Even if the
manufacturer uses some of the
electricity generated by the solar
panels, it has, by selling renewable energy certificates, transferred the right to characterize
that electricity as renewable.
Review your marketing materials, then visit www.ftc.gov/
os/2012/10/greenguides.pdf to
ensure your claims are in line with
what FTC deems acceptable.
❙
Megan Headley is a contributing writer
for DWM magazine.
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FOCUS ON DEALERS

TARA

TAFFERA

hen members of the
Association of Millwork
Distributors (AMD) gathered in Louisville, Ky., in October
for its annual trade show and convention, the event had a family
feel. From the trade show floor to
the opening session, exhibitors
and attendees alike reported that
the networking opportunities the
show provides are invaluable. For
the full coverage from AMD go to
dwmmag.com

W

DoorsTake Center Stage

When the trade show kicked off,
attendees headed to the exhibit hall
to see products from companies
such as ODL which introduced its
On Hand In-Door Storage and
Communication System. The product offers a cabinet and customizable activity panel system offering
storage on one side and decoration
and communication opportunities
on the other. Built into an interior
door, On Hand expands storage
space by capitalizing on previously
unused spaces throughout the
Door & Window Manufacturer

home, according to Roger Finch,
ODL. With the cabinet side, homeowners can keep items they wish to
store and organize right in the door,
readily at hand, such as pantry
items, crafting materials and laundry
and bath supplies. The glass marker
board activity panel is a framed
sheet of clear glass with a removable
white deco board that can be personalized as a display and planning
and communication center.
Masonite introduced three new
textured glasses but also talked about
the company’s recent acquisition of
Lemieux Doors which also had a
booth at the show. Masonite’s Keith
Kometer explained that Lemieux’s
exterior wood doors offer extreme
durability and come with a 20-year
warranty, and there is no need for the
house to have an overhang. One of the
doors on display was a poplar door
with just a clear coat “which brings
out the highlights,” said Kometer.
“This show is great as it’s for our
wholesale distributor partners so
they can get a sneak peek at what
we are offering,” he added.
Therma-Tru will have new glass
offerings for 2013 said the compa-
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ny’s Dan Collins. “We are seeing
good success with our sidelites and
we hope in 2013 more people will
upgrade to a new front door.”
Quanex Building Products displayed its Imperial 5C thresholds
which are designed for the highperformance
needs
of
the
Canadian market and also introduced to the U.S. market.
“This threshold design surpasses
safety requirements for commercial
and residential applications as it
adapts to expanded widths, eliminating the risk of air and water infiltration,” said Andrea North, product marketing manager at Quanex.
She added that the sill allows
customers to build doors up to 13
inches wide.
Endura introduced its new Zarticulating cap sill which selfadjusts for a “perfect seal.”
“We have been solving problems
for the pre-hangers for years and now
we can do that for the homeowner as
well,” said Derick Arends, marketing
manager. “Pre-hangers don’t have
control of the rough opening so this
product will help them as well.”
Tru Tech Doors displayed a variety
of its doors but the real news at its
booth was the launch of the compawww.dwmmag.com
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East Coast Mouldings (top right and page 48) always comes up with unique ways to display its different wood species; TrimLine
(top left) showcased a new casement window.
ny’s new iPad App. Carlo Ianni, director of sales and marketing, said a
sales rep can now walk up to a home
and take a photo then show the
homeowner the different options for
their new front door right on the App.
“I was working with a homeowner and she emailed a photo to her
husband and he said ‘that’s the
door I want.’ Talk about eliminating
the decision making time,” he said.
He added that five of their dealers
have been “using the App religiously
and closing rates have gone up. We
are now ready to go with it,” he said.
G-M introduced its “next generation of high-performance door
frames.” Dura-Tech is a 12-mil rigid
PVC film bonded with permanent
waterproof exterior polyurethane
glue to its lifetime rot resistant DuraFrame substrate system. The frame
is Alaskan yellow cypress, and DuraTech offers the strength and rigidity
of wood with the low maintenance
attributes of PVC components.

First Timers and
Return Appearances

AMD also included some first time
exhibitors such as Aquasurtech, and
the company’s Michael Braeuel
reporteds that his display featured the
stain products his company offers.
“The door industry is also sensitive
to temperatures so we took our technology and built it into our stain
bringing heat reflectance to stains,”
said Braeuel. The company also offers
a stainable paint which allows a company to then stain on any substrate.
www.dwmmag.com

Some past exhibitors returned to
AMD after an absence and that
includinged Truth Hardware which
exhibited its full portfolio of door
products that now complement its
casement products.
“It is very good to be back,” said
Truth’s Matt Kottke. “We are seeing
prospects we would not have
reached through our additional
channels. They are very excited to
know we are now offering a full line
of door hardware.”

Windows, Software
and More

TrimLine showcased a new casement window and the company
reported that pre-hangers in attendance were looking to add a window
line. The company’s products are
ideal for retrofitting existing openings, a company representative said.
Many software suppliers were
also in attendance and that included WoodWare. President Nick
Carter reported that the company
has added to its WebConnect software since last year’s AMD show.
The company also announced that
it
is
partnering
with
DQ
Technologies to optimize truck
routes and the two companies
demonstrated the technology at
AMD. DQ will optimize the best way
to ship the product, and then track
it and this tool can be an add-on to
Woodware’s software, said Carter.
Ponderosa showcased its webbased portal in through which customers can create their own door or

window product.
“The system will walk customers
through the process so they can’t
make a mistake,” said Ponderosa’s
Dennis Sullivan.
On the moulding side, many
suppliers, including TLC Moulding,
noted that they are busy which is
welcome news, said TLC’s Craig
Young.
Sunset
Moulding’s
John
Morrison reported that supply is
easing now “so supply and demand
is more in pace.”
Overall, those at the event
proved optimistic about the future.
“Overall I am seeing optimism as
a whole,” said Ron Safford, president Parrett Manufacturing.
“People are actually asking us
now if we can supply them a particular product,” added Morrison.
“This is great news.”
Bright Wood’s Lonnie Ramey also
reported that wood windows sales
are picking up slightly. Company
president Dallas Stovall added that
“everyone has to change and adapt.”
There is even optimism in one
product category that has struggled
heavily in recent years—machinery.
“We are busier than last year and
people are looking at equipment
again,” said Kval’s Gary Routh.
❙
Tara Taffera is the editor/publisher of
DWM/SHELTER magazine. She can be
reached at ttaffera@glass.com. Follow
her on Twitter @dwmmag, read her blog
at dwmmag.com and like DWM
magazine on Facebook.
November/December 2012
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Distributor News & Products

PAINTS

Colorful Options

FOCUS ON DEALERS

MGM Industries has developed
a new line of premium vinyl paint
that is specifically formulated to
adhere to uPVC doors and windows. According to the company,
Uncle Omer's premium vinyl paint
will be available in gallon buckets
at building supply dealers and
specialty millwork houses for contractors to service homeowners
who want to change the color of
their vinyl doors and windows and
vinyl siding.
The premium vinyl paint has
heat-reflective pigments that
keep solar heat gain to a minimum, according to the company.
MGM offers a pallet of 20 colors
that it says match most of the

major clad wood color offerings.
In addition to this standard pallet,
the company has X-rite color
analysis software that will allow it
to custom color match most color
samples submitted.
❙❙➤ www.mgmindustries.com

ing aluminum with wood interior
cladding, all aluminum or all wood.
❙❙➤ www.weilandslidingdoors.com

Heading to the Garden
Thermal Industries recently
launched its new garden window
300, integrating the Sellebrity trape-

DOOR PRODUCTS

Opening Up to New Options
A new pivot door is now available
from Weiland Sliding Doors and
Windows that can be designed and
built with oversized panels for an
enhanced entry way. Instead of hinging off of a jamb, pivot doors rotate in,
out, or both in and out on a smooth
pivot hardware box. The company’s
new pivot doors are available with the
same sash profile options as its liftslides and Beefy Bifold lines, includ-

WINDOWS
wide as 39 ⅜ inches and as high as 72
inches. Double-pane, insulating glass
with LoE2-270 coating, 3-inch stiles
and rails and 1 ³∕-inch-thick pine wood
construction are standard. Optional
sizes for stiles, rails and thickness are
available, as are glass types, hardware,
screens, sills and divided lites.
For the windows' interior, a range

Kolbe Introduces Ultra Folding Window
As homeowners continue to seek
open spaces with expansive views,
fresh air and natural light, Kolbe offers
its Ultra series folding window,
designed to complement its folding
door product.
The window accommodates up to
eight panels on each side, spanning
more than 50 feet with each panel as
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of sustainably harvested wood species
can be selected. The Ultra Series products' exteriors are clad in low-maintenance extruded aluminum with recycled content and the outer metal surfaces may be finished in environmentally friendly coatings in a broad
palette of colors.
❙❙➤ www.kolbe-kolbe.com

www.dwmmag.com
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zoid-shaped casement window system with beveled exterior glazing.
A multi-point locking system
and folding handle are standard
features and the window is available in white and earth-tone vinyl
colors. Wood grain interior options
and six painted exterior finishes are
available as well.
❙❙➤ www.thermalindustries.com

Hold All the Stops
Madawaska Doors Inc. now
offers Insil-Stop, a new thermal
stop system developed by company
CEO Mike Snider. The stop is said to
be only 160/1000-inch thick.
The system is engineered based
on the application of a high-temperature, silicone-based mat impregnated with Aero Gel. When applied
to the center of a typical wood door
the R-value increased beyond R-12,
according to the company.
In addition, the Insil-Stop system is designed to suppress fire
and, according to Snider, the company will be submitting it for UL
fire testing within the next year.
❙❙➤ www.madawaska-doors.com

KUDOS

Baylor Honors DW Distribution
DW Distribution, based in
DeSoto, Texas, was honored with the
"2012 Well-Managed Business
Award" by Baylor University. DW and
other category winners were recognized during an awards banquet on
November 8 at the university.
The Texas Family Business of the
Year awards program recognizes
outstanding firms whose families
demonstrate a commitment to
each other and to business continuity, and who are responsive to
the needs of their employees, communities
and
industries.
Specifically, the Well-Managed
Business Award is given to the successful family business, which
demonstrates strong management
www.dwmmag.com
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PARTNERSHIPS

Huttig Announces Agreements with Two Major Door Makers
Huttig Building Products Inc. announced that it has entered into a multi-year
agreement where it will exclusively pre-hang and distribute Therma-Tru’s exterior steel and fiberglass door products across the majority of its trading areas in
the states of: Washington, Alaska, Hawaii, Arizona, Nevada, New Mexico, Texas,
Oklahoma, Louisiana, Mississippi, Arkansas, Missouri, Alabama, Georgia, Florida,
Tennessee, North Carolina, South Carolina, Ohio, Illinois, Indiana, West Virginia,
Virginia, Maryland, New Jersey, Pennsylvania, New York, Connecticut,
Massachusetts, New Hampshire, Rhode Island, Delaware
and Maine. The agreement runs through March 2016.
In addition, Huttig and Masonite have entered into
a supply agreement whereby Huttig will exclusively pre-hang and distribute Masonite’s
exterior steel and fiberglass door products in California.
techniques resulting in operational
efficiency and effectiveness.
Accepting the award on DW's
behalf were co-founder Vernon
Potter; vice chairman and CEO,
Byron Potter; and president Nathan
Potter. "We are very proud to be
recognized for our successful business practices," said Nathan Potter.
"We have certainly faced our share
of challenges over three generations, but we have remained
focused on sound business principles and our resolve to help our
employees, customers and vendors
pursue their American Dream.”

ACQUISITIONS
Hoff Acquires Allied Lumber
Hoff Companies, based in
Meridian, Idaho, announced the
purchase of the assets of Allied
Lumber Dealers, a wholesale door
distributor in Denver, which will be
merged
with
Hoff’s Trimco
Millwork Distribution Division.
“We are very excited about having Jim Bakarich, and his team join
our company,” says Hoff president
and CEO, Brian Hoff. “We’ve been
looking to expand our product
offering in doors in the resurgent
Front Range market of Colorado for
quite some time, and Allied

Lumber Dealers gives us the means
to do so.”
Jim Bakarich, president and second-generation member of the
founding family adds, “The combination of our current business,
along with the capital and operating support from Hoff through
Trimco, will allow us to expand the
combined company at a much
faster rate, give all employees more
opportunity for personal growth
and provide a wider variety of products to all of our customers more
efficiently.”
Allied Lumber Dealers will
become part of Hoff’s Trimco
Distribution Division, and report
directly to Paul Peters, Trimco
Millwork Division manager. “We’re
very pleased to have the Allied
Lumber Dealers team on board and
are looking forward to combining
forces with our Aurora, Colo., distribution operation to better serve
our customers in the Front Range
and neighboring markets. We have
experienced a significant upturn in
our business recently and we
expect to grow even faster by
adding Allied’s expertise and
resources to ours.”
Terms of the acquisition were
not disclosed.
❙
November/December 2012
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M&M News and Products
ENVIRONMENTAL NEWS

Georgia Governor Says LEED Rating
System is Unfair to Wood Materials
MOULDING & MILLWORK

eorgia Gov. Nathan Deal has
issued an executive order
directing new or expanded
state buildings to incorporate green
building standards. These standards would give certification credits equally to forest products grown,
manufactured and certified under
the Sustainable Forestry Initiative
(SFI), the American Tree Farm
System (ATFS) and the Forest
Stewardship Council (FSC).
“For the past 50 years, Georgia
has led the nation in commercially

G

available, private-owned timberlands and is a national leader in the
growing and processing of wood
construction materials,” says Deal.
“The U.S. Green Building Council’s
LEED rating system unfairly awards
its wood certification credits only
to products certified under one
standard. Recognizing all forest
certifications equally will promote
sustainable forestry in our state
and will help create thousands of
jobs while maintaining our strong
outdoor heritage.”

MOULDING AND MILLWORK PRODUCTS

CertainTeed Offers Easy Installation

CertainTeed has developed its Restoration Millwork Cortex hidden fastening
system which can be used with the company’s Restoration Millwork PVC trim
in thicknesses of 5/8- to 5/4-inch. Each package includes fasteners, plugs and
setting tools and is available in 50, 250 and 750 lineal foot packages.
Fasteners can be used with Restoration Millwork in both smooth and
TrueTexture finishes and can be painted.Installation requires a standard 18volt cordless impact drill, setting the fastener perpendicular to the trimboard
using the custom setting tool and driving it in. The process is finished by setting the cellular PVC trim plug into the hole, then tapping it until it is flush
with the trimboard. Once applied, Cortex concealed fasteners are almost
invisible, according to the company.
❙❙➤www.certainteed.com

Partnering for High-Quality Products
Lamboo Inc. of Springfield, Ill., and Attica Millwork Inc. of Attica, N.Y.,
recently announced their partnership, through which Lamboo is supplying
Attica with its Lamboo Design series.
According to the release, through this partnership with Attica, Lamboo
seeks to combine high-performance bamboo products with the most
advanced engineered system in the market today.
❙❙➤www.lamboo.us
44
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The SFI, which has long tried to
convince the USGBC to recognize
other
certification
programs,
applauded Gov. Deal’s efforts.
According to the SFI, three-quarters
of North America’s certified forests
and almost 99 percent of Georgia’s
certified forests are certified to SFI
or the American Tree Farm System,
and therefore ineligible for LEED’s
certified wood credit.
“We applaud Gov. Deal’s action
for recognizing certified wood and
forest products [as] critical to the
future of our forests, economic
development and environmental
well-being,” says Kathy Abusow,
SFI president and CEO. “Fifteen
governors have now sent a strong
message to USGBC.
Likewise, Jeff Inks, vice president,
code and regulatory affairs for the
Window and Door Manufacturers
Association (WDMA), also agrees
with the Georgia governor’s executive order.
“WDMA supports the use of
accredited wood certification programs to qualify for wood certification credits,” says Inks. “We do not
believe there is any justification for
limiting wood certification credit
eligibility to FSC certified products
only as LEED currently does.
Georgia’s action is another signal
that that isn’t acceptable.”
December,
2011,
the
In
Governor of Maine signed a similar executive order that called for
the use of green building rating
systems that give equal credit to
all forest certification standards.
Likewise, the U.S. Department of
Agriculture announced a new program last year to promote wood in
green building.
www.dwmmag.com
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The One Stop Source For All
Window & Door Hardware
When Your Customers are Looking to Repair
or Upgrade their Windows and Doors, Look
to Strybuc for the Most Extensive Line of
Replacement Hardware in the Industry!

NOW AVAILABLE!

Balances
Jambliners
Architectural Hardware
Window Replacement Hardware

ACQUISITION NEWS

RV & Mobile Home Hardware

AZEK Parent Company
Acquires TimberTech
CPG International Inc., parent
company of AZEK Building
Products, has signed a definitive
agreement to acquire TimberTech,
a subsidiary of the Crane Group
and a manufacturer of decking,
railing and accessory products.
Tanny Crane, president of the Crane
Group, said she is confident that the
acquisition positions TimberTech well
for future growth and the company
will continue to be a leader.
❙

SafeGard™ Limiting
Control Device

Tested and Certified ASTM F2090-10

Window Glazing & Weatherstripping
Screen Door Hardware
Patio Door Hardware
Swing Door Hardware
Closet Door Hardware
Shower Door Hardware

Window Opening Control Device
ASTM F2090-2008 and 2010 Compliant

For a FREE Catalog, Call June @
800-352-0800 Ext. - 129
www.strybuc.com

Cabinet Drawer Hardware
Mailbox Locks
Toilet Partition Hardware
Commercial & Storefront Hardware

T H E N E W E S T I N N O VA
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Shift your business today.
Call us at 888-44-VISTA or visit vistawindowco.com.
(84782)
www.dwmmag.com
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Ones to Watch

KUDOS

Arlene Stewart Named
FHBA Top Associate
Arlene Stewart, owner of AZS
Consulting in Gainesville, Fla., a
firm which specializes in energy
efficiency and green building con-

Arlene Stewart accepts her award from
NAHB chairman Barry Rutenberg.

sulting, was named the Florida
Home
Builders
Association’s
(FHBA’s) 2012 Associate Member
of the Year.
Stewart is a member of the
Builders Association of North
Central Florida and recently earned
life director status on the FHBA
board of directors for having served
more than seven years. She has
chaired the FHBA Green Building
Council and the bylaws/resolutions
committee. She was named the
2009 FHBA Woman of Distinction
in conjunction with the Southeast
Building Conference.
She also serves on the Building Officials of Florida Code Development

ASSOCIATIONS

AAMA Announces New Technical Staff Appointments
The American Architectural Manufacturers Association (AAMA)
announced new staff appointments as part of its strategic objectives to add value to its membership by expanding the AAMA educational platform and accelerating the development of standards
based on gap analysis.
These appointments include Ken Brenden, technical director;
Dean Lewis, educational and technical information manager; and Ken
Rich Rinka, certification manager. As technical director, Brenden Brenden
will review content of all AAMA technical document drafts and ballots; represent AAMA at selected industry organization events; oversee all code and regulatory activities as well as certification-related
programs. He will also supervise all department staff with areas of
responsibility including guidance and monitoring of new department employee training. Additionally, Brenden will provide input
regarding strategic objectives and daily operation of the association. Dean
As AAMA’s educational and technical information manager, Lewis
Lewis will develop and review all educational course content,
including FenestrationMasters; review and edit content of all AAMA marketing
materials and media inquiries pertaining to technical activities, as well as review
recommended revisions to the InstallationMasters training manual and related
materials. The role also involves assessing marketplace and member needs to
identify needed educational course content, plus maintenance and identification of education accreditations that AAMA should hold.
As AAMA’s certification manager, Rinka will direct all of the association’s certification-related activities, with direct management responsibilities for the AAMA
air, water and structural Gold Label Certification Program, as well as the AAMA
Thermal Certification Program (silver label). Also, Rinka will manage all aspects of
the ANSI accreditation requirements in addition to certification-related audits and
act as advisory staff liaison to assigned member groups within the association.
Rinka, formerly of AAMA member company Momentive Performance
Materials, began his employment at AAMA on October 13.
46
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Committee, and is a nationally recognized energy code advocate.

NEW HIRES

Chiappetta Joins
Ultrafab
Gene
Chiappetta
has joined Ultrafab
Inc., the Farmington,
N.Y., based weatherseal manufacturer, as
a product manager for
the fenestration marGene
Chiappetta ket. Chiappetta will
manage sales, marketing and product development for
all sealing products targeting the
door and window industry.
Chiappetta has more than 14
years of experience in the fenestration industry. Prior to joining
Ultrafab, he served in sales and
account management capacities
at Truth Hardware and Royal
Building Products. Chiappetta
earned his bachelor’s degree in
business management from the
University of Hartford.

Caldwell Hires Human
Resources Director
Caldwell Manufacturing Company, based in Rochester, N.Y., announced that Gidgett Ingalls, a human resources professional with 20
years of experience, joined the company as director of human resources
and strategic planning. Previously
Gidgett was vice president of human
resources and strategic planning for
SIGMA Marketing Group.
Gidgett earned her Bachelor of
Science degree in Industrial Labor
Relations at Cornell University.
She is certified by the Human
Resources Certification Institute as
a Senior Professional in Human
Resources (SPHR) and is a member
of Society for Human Resource
Management (SHRM) and also a
member of the National Human
Resources Association (NHRA).
❙
www.dwmmag.com
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The Original Screen Center • The Original Screen Center • The Original Screen Center • The Original Screen Center •

The ergonomically correct method to make a perfect screen.

“Designed by Engineers ... Refined by Screeners”

BENEFITS
• Reduces Risk of Carpal Tunnel Syndrome
• Eliminates Bowing and Hour Glassing
• Reduces Operator Fatigue
• Produces Consistant Quality
• Reduces Workers Compensation Claims
• Designed for Miinimum Skills

So Simple A Kid
Could Use It!

Screen Making Made Easy
SCREEN CENTER SALES

Phone: 519-472-0028 • Direct 1-866-652-0028 • Fax 519-472-5494

E-mail: info@screencentersales.com
Web: www.screencentersales.com

The Original Screen Center • The Original Screen Center • The Original Screen Center • The Original Screen Center •

The Original Screen Center • The Original Screen Center • The Original Screen Center •

• The Original Screen Center • The Original Screen Center • The Original Screen Center
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CLASSIFIEDS

NowShowing
CALENDAR OF EVENTS

2013
January 14-19, 2013
BAU 2013
Organized by Messe
München GmbH
Munich Trade Fair Centre
Munich, Germany
❙❙➤http://www.baumuenchen.com/

January 22-24, 2013
International
Builders’ Show 2013
Sponsored by NAHB
Las Vegas Convention
Center
Las Vegas
❙❙➤www.buildershow.com

February 24-27, 2013
76th Annual
AAMA Conference
Sponsored by AAMA
Loews Ventana Canyon
Tucson, Ariz.
❙❙➤ www.aamanet.org

June 9-12, 2013
AAMA National
Summer Conference
Sponsored by AAMA
Hyatt Regency O’Hare
Rosemont, Ill.
❙❙➤ www.aamanet.org

March 5 – 9, 2013
MMPA 50th Winter
Business Meeting
Sponsored by MMPA
Talking Stick Resort
Scottsdale, Ariz.

July 24-27, 2013
AWFS Fair
Sponsored by Association
of Woodworking &
Furnishings Suppliers
Las Vegas Convention Center
Las Vegas

❙❙➤www.wmmpa.com

❙❙➤ http://awfsfair.org

March 18-20, 2013
WDMA Spring Meeting
& Legislative Conference
Sponsored by WDMA
Crystal City Marriott
Arlington, Va.

October 27-30, 2013
AAMA National
Fall Conference
Sponsored by AAMA
Marriott Waterfront
Baltimore, Md.

❙❙➤www.wdma.com

❙❙➤ www.aamanet.org
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Industry Services

CUSTOM PROFILE EXTRUSIONS
You’re probably paying too much if you’re buying some
place else! Call us and start saving money!
Free tooling for large volumes.
508/587-2290 sales@creativeET.com
The Industry Standard Since 1950

To place your classified listing, please contact
Janeen Mulligan at 540/602-3255,
or email jmulligan@glass.com.
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October 31, 2013
Fenestration Day™ 2013
Sponsored by DWM Magazine
Renaissance Schaumburg Convention Center Hotel
Schaumburg, Ill.
❙❙➤www.dwmmag.com/feneday

❙

To submit events for the calendar
email ttaffera@glass.com
www.dwmmag.com
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Page Company

Phone

Fax

Web Address

5

AGC Flat Glass North America

888/234-8380

404/446-4221

www.u4glass.com

1

Cardinal Industries

952/935-1722

952/935-5538

www.cardinalcorp.com

47

DOORFRAMER, Inc.

916/240-8695

916/408-8946

www.doorframer.com

9

Electronic Design to Market Inc.

419/861-1030

419/861-1031

www.edtm.com

23

Erdman Automation

763/389-9475

763/389-9757

www.erdmanautomation.com

13

GED Integrated Solutions

330/963-5401

330/963-0584

www.gedusa.com

38

GlasWeld Systems Inc.

800/321-2597

541/388-1157

www.glasweld.com

54

GM Wood Products

800/530-9211

231/652-3166

www.gmcompanies.com

8

Household Metals Inc.

800/343-2610

215/634-2292

www.hmidoors.com

53

Lawrence Industries Inc.

336/474-6754

336/476-6101

www.lawrenceindustriesinc.com

21

ODL

800/253-3900

616/748-5472

www.odl.com

15

Prodim

888/229-3328

772/226-5517

www.prodim-systems.com

3

Quanex Building Products

713/961-4600

713/877-5333

www.energyquestwindows.com

33

REHAU

800/247-9445

703/777-3053

www.rehau.com

7

Royal Building Products

866/852-2700

905/264-3750

www.royalbuildingproducts.com

48

Screen Center Sales

519/472-0028

519/472-5494

www.screencentersales.com

17

SmithCase

855/774-7974

336/774-7949

www.smithcase.com

11

Soniplastics

800/363-8513

450/449-6001

www.soniplastics.com

45

Strybuc Industries

800/352-0800

610/534-3201

www.strybuc.com

39

Sturtz Machinery Inc.

330/405-0444

330/405-0445

www.sturtz.com

C2

Truth Hardware

800/866-7884

507/451-5655

www.truth.com

25

Vision Hardware

800/220-4756

Not Available

www.visionhardware.com

45

Vista Window Company LLC

330/554-5910

330/372-6090

www.vistawindowco.com

For more information on these companies’ products, visit http://products.dwmmag.com.

Visit
™

Join the thousands

• Daily E-newsletter

who are logging on to
Door & Window
Manufacturer’s (DWM)
website each day for
the latest news and
industry-related
content.

• News items that are
published daily
• New featured content
• Surveys
• Videos
• RSS feed
• Timely coverage of
industry events

If you don’t get the newsletter
subscribe for free on the website.
www.dwmmag.com
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Architectural Glass
Bent/Curved
Precision Glass Bending Corp.
P.O. Box 1970,
3811 Hwy. 10 West
Greenwood, AR 72936
800/543-8796
fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com
Door & Window
Machinery/Equipment
Erdman Automation Corp.
1603 South 14th Street
Princeton, MN 55371
763/389-9475
fax: 763/389-9757
www.erdmanautomation.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

50

Saws, Cut-Off
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Saws, Double-Miter
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Vinyl Fabrication
Equipment
GED Integrated Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401
fax: 330/963-0584
www.gedusa.com
Vinyl Welders
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444
fax: 330/405-0445
www.sturtz.com
info@sturtz.com

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

Door Components
Sill Pans
Jamsill, Inc.
PO Box 485
Talent, OR 97540
800/526-7455
fax: 541/488-7472
www.jamsill.com
info@jamsill.com

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

Door Hardware &
Related Products
Amesbury
57 Hunt Road
Amesbury, MA 01913
800/217-5757
fax: 800/289-6699
www.amesbury.com

Door & Window Manufacturer

Strybuc Industries
2006 Elmwood Ave.
Suite 102C
Sharon Hills, PA 19079
800/352-0800
fax: 610/534-3202
www.strybuc.com
Truth Hardware
700 West Bridge St.
Owatonna, MN 55060
800/866-7884
fax: 507/451-5655
www.truth.com
truthsal@truth.com
Setting Blocks
Frank Lowe
Rubber & Gasket
10 Dubon Ct., Suite 1
Farmingdale, NY 11735
800/777-0202
fax: 631/777-2560
www.franklowe.com
sales@franklowe.com
Doors
Tru Tech Doors
20 Vaughan Valley Blvd.
Vaughan, ONT L4H 0B1
Canada
905/856-0096
fax: 905/856-2096
www.trutechdoors.com
info@trutechdoors.com
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
Panda Windows
& Doors, LLC
3415 Bellington Rd.
N. Las Vegas, NV 89030
702/643-5700
fax: 702/643-5715

>I

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
Spacers
Quanex Building Products
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
GED Integrated Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401
fax: 330/963-0584
www.gedusa.com
Spacers
McKeegan Equip. & Supply
8411 Ronda Drive
Canton, MI 48187
734/459-5870
fax: 734/459-9837
www.mckeeganequip.com
Quanex Building Products
800 Cochran Ave.
Cambridge, OH 43725
740/439-2338
fax: 740/439-0121
www.edgetechig.com
www.dwmmag.com
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Software
PMC Software Inc.
Bartles Corner Business Park
8 Bartles Corner Rd., Ste. 11
Flemington, NJ 08822
908/806-7824
fax: 908/806-3951
www.pmcsoftware.com

Window Hardware &
Related Products
Amesbury
57 Hunt Road
Amesbury, MA 01913
800/217-5757
fax: 800/289-6699
www.amesbury.com

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

Window Hardware
Strybuc Industries
2006 Elmwood Ave.,
Suite 102C
Sharon Hills, PA 19079
800/352-0800
fax: 610/534-3202
www.strybuc.com

Ponderosa Software
36 Thurber Blvd.
Smithfield, RI 02917
800/422-4782
fax: 401/232-7778
www.caisoft.com/ponderosa
info@caisoft.com

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

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

Vision Industries
500 Metuchen Road
South Plainfield NJ 07080
800/220-4756
Fax 800/294-0743
www.visionhardware.com
sales@visionhardware.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

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 Supplier’s Guide listing,
please contact Tina Czar at tczar@glass.com
or phone 540/602-3261. Listings start at
$395 and run for an entire year.
DEADLINE FOR THE JANUARY/FEBRUARY
ISSUE IS DECEMBER 13, 2012.
www.dwmmag.com

Sponsored by DWM magazine
For more information visit
www.dwmmag.com/feneday
or call 540/720-5584

Sessions for
dealers &
manufacturers!
❙

Plan now for Fenestration Day™ 2013
November/December 2012
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Industry Indices
FORECASTS

NAHB Optimistic for Continued
Construction Growth
ptimism reigned during the National
Association of Home Builders’ (NAHB) recent
Construction Forecast webinar. David Crowe,
NAHB chief economist, opened the session by pointing
out how nicely it coincided with the Census Bureau’s
release of good news in the area of housing starts, a
“nice solid increase of 15-percent housing starts … and
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Source: NAHB

a similar increase in housing permits.” Crowe called
this “solid evidence” that “recovery is underway.”







Survey Says Remodeling
Industry Plagued by Uncertainty




Source: NAHB
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The National Association of the Remodeling
Industry’s (NARI) third-quarter Remodeling Business
Pulse data of current and future remodeling business
conditions is positive overall but there are mixed sentiments about the future and challenges still to overcome.
National results placed predictions in the next three
months at their weakest point this year, dropping 6.3
percent since the second quarter. More specifically, this
quarter’s data attributes future declines to the following:
high uncertainty at 76 percent, unemployment at 24 percent, and difficulty in acquiring loans, also at 24 percent.
What has stayed consistent is the overall business
conditions data which shows a majority of NARI
members feeling positive about all four indication
areas: inquiries, requests for bids, bid conversions and value of jobs sold.



 Bureau,

 NAHB Economic


Source: U.S.
Census
and Housing Forecast

INTERNATIONAL VIEW

Chinese Construction Expenditures
to Increase Through 2016
Construction expenditures in China will increase 8.8 percent per annum in
real terms through 2016, according to the Freedonia Group, a Cleveland-based
research firm which has released a new study, “Construction Outlook in
China.” Residential building construction is expected to advance at an 8.5percent annual pace in real terms through 2016, primarily spurred by rising
personal income levels, household growth and continuing urbanization.
❙
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Residential
building construction is
expected to advance at
an 8.5-percent annual pace in real
terms through 2016.
www.dwmmag.com
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RoBo-Sync

TM

Integrated Lock/Tilt Hardware

RoBo-Sync Technology allows
Customers to Easily Lock, Unlock,
and Retract Tilt Latches with
One Control Point.

Fits Most Existing Profiles
Use Existing Fabrications
Use Existing Keeper Setups
Gear Driven Quality
1 Size Fits All Tie Bars
Self Locating Lock
Marine Grade Composites
No Lead, No Dust, No Rust!
Patent Pending

Lead Free Bio-Maxx Composites
are Clean and Green!
TM
Made in America
BioMaxx
Just Like Your WIndow!

KID SAFE
TM

Lifetime Warranty
Install Video on Website

Lawrence
Industries, Inc

www.lawrenceindustriesinc.com
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The Natural Solution
for Rot-Free Door Systems
DURA-FRAME™ is: Alaskan Yellow
Cypress, one of the planet’s most
durable rot resistant woods, finger
jointed to the bottom of a premium
pine frame component.

s Door Frames
s Brick Mould
s Mull Posts
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The Next Generation of High
Performance Door Frames.
DURA-TECH is a 12 mil rigid PVC film
bonded with permanent waterproof
exterior polyurethane glue to our
lifetime rot resistant Dura-Frame
substrate system.

s Mull Casing
s Custom
Components

www.gmcompanies.com

Premium Stain-Grade
Door Components
s
s
s
s
s
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Worry-Free
Composite Frames
DURA-PLAST is a poly-fiber door-frame
system that combines all the strength
and convenience of wood with enhanced
properties that make it moisture, rot, and
insect resistant.

