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Two hardware companies
with a singular
focus

Roto North America now includes
Roto Frank of America and Roto Fasco Canada.
Two great companies with a combined heritage in North America for over 80 years,
our commitment to building great relationships and providing quality window and door
hardware to our customers is now stronger than ever.
• Customer-driven organization that provides unparalleled, personal service
• Comprehensive product line of North American and European window & door hardware
• Production facilities in US and Canada
• Reliability and quality you can trust
• Professional and accessible sales and technical support

Excellence in Window & Door Hardware

rotohardware.com

Your Partner in Window & Door Hardware

fasco.ca
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24 24 Top Door Manufacturers

DWM’s first annual list of Top Door Manufacturers takes
a look at how those at the top of the industry are
navigating through challenging times. Find out what
they are most excited, and most worried about, in 2013.

30

30 Setting the Benchmark

DWM surveyed manufacturers, suppliers and
dealers/distributors regarding everything from their
forecast for various business segments next year to what
actions they have taken to stay competitive. View the
survey results on page 30.

34

34 Hardware Spotlight

DWM focuses on doors and door hardware this month,
so we went to some experts in the hardware industry to
gauge their predictions for trends and growth in 2013.
Also find a look at the latest hardware products.

38

38
International Builders’ Show
Preview
Find out why, despite a smaller floor space, the
International Builders’ Show still attracts large crowds.
See what the door and window industry will be showing
for those who attend the show in Vegas this January.

40

40 Reinventing the Window

REHAU North America is one of many suppliers touting
the use of vinyl as a valid alternative to aluminum in
commercial applications. Find out the company’s plans
for expansion into this market, as well as its presence in
the high performance residential market.

Photos from our top door manufacturers: Top: ProVia; Top right:
Masonite; Center: Trustile; Bottom
left: Steves & Sons; and bottom
right: Therma
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complete list,
see page 24.
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ProVia photos
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FROM THE PUBLISHER

Assistant Editor

What’s in a Name?
TARA

TAFFERA

DWM

ometimes a company name is cre™
ative and different, sometimes it gets
right to the point and
others it’s a combination of both. For example, Ace Hardware’s
name tells you what it
sells, and Build-A-Bear
is a creative name for
DOOR & WINDOW MANUFACTURER MAGAZINE
what kids can do at that
THE FUTURE OF FENESTRATION MANUFACTURING
retail location.
Here at DWM, we want to get name of a business is a very tough
straight to the point: we want our decision and I just wanted to let
magazine and title to best reflect our you know I was very pleased to see
readers and the scope of our editori- the “M” in DWM change from
al. Until this issue, the magazine has “Manufacturer” to “Market.”
been named Door and Window
“Even though I am a door and
Manufacturer. But several years ago window dealer, I’ve enjoyed visiting
we added SHELTER magazine, which the
Door
and
Window
serves dealers and distributors, so Manufacturer Magazine website,
our name no longer represented the and I’ve learned a lot, too.
full breadth of our audience. Still, we Unfortunately, many door and winwanted to maintain our recognized dow dealers probably assume the
name but include our entire reader- site is only relevant to manufacturship, so I would like to welcome you ers and never visit. I bet more of my
to the new DWM: Door and Window fellow door and window dealers
Market Magazine. The new DWM will visit DWMmag.com after the
will still continue to cover the name change. They and their busimoulding and millwork market as ness will benefit when they do.
SHELTER has done since its inception. Here’s hoping DWM’s decision to
We have been slowly rolling out build a ‘bigger tent’ attracts the
our new name. If you are a supplier, expanded audience you’re targetyou may have noticed the switch ing and the site becomes more
when you saw our media kit pieces inclusive of the entire industry.
come in the mail or to your inboxes. Good luck!”
Even though I know we made the
If you watched our December
newscast you viewed our clever right decision, and it was a tough
commercial produced by our own one that received literally years of
thought and discussion, it was nice
video producer Chris Bunn.
Mark Milanese, owner of to hear Mark’s affirmation.
I hope you agree as well. If you
Milanese Remodeling and DWM
blogger, saw that commercial and have any comment on our new
was nice enough to send me the name, as always I would love to
following note: “Changing the hear from you.
❙
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AAMA ANALYSIS
rrinka@aamanet.org

IG Certification
The Key to Performance Longevity
BY
he performance of the sealed
insulating glass (IG) system is
critical to the overall longterm thermal performance of a
complete fenestration system.
While technological advances have
improved overall fenestration performance, they have also introduced variables that may impact
the unit’s performance. As examples, loss of insulating gas or the
deterioration of low-E coatings due
to moisture intrusion can degrade
insulating capability.
On July 1, 2010, the National
Fenestration Rating Council (NFRC)
began enforcing a requirement for
third-party IG performance certification. As NFRC ratings are now
required, the Energy Star® windows
program also requires IG certification by reference. AAMA and
Associated Laboratories Inc. jointly
serve as one of four third-party certification bodies authorized to grant
IG certification.

T

Testing Protocols
The typical process is for the IG
manufacturer to assemble 12 identical IG test units, 14- by 20-inches
in size, each with the same spacer
and sealant combination for which
certification is desired. This is done
in the presence of a certification
agency inspector, who permanently identifies each specimen and
seals each with a tamperproof seal.
The sealed samples and supporting data are forwarded to an
approved independent test laboratory of the manufacturer’s choice
for testing.
ASTM International publishes
the recognized test methods and
specifications for IG performance:
6
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• ASTM
E2190,
Standard
Specification for Insulating
Glass Unit Performance and
Evaluation, which provides the
applicable test and assessment
methods as the basis for evaluating the durability of IG units.
The qualification of test specimens is based on frost/dew
point and on the absence of fog
after the specified test durations according the ASTM
E2188.
• ASTM E2188, Standard Test
Method for Insulating Glass Unit
Performance, prescribes the
durability testing sequence that
encompasses periodic frost
point testing per E546/E576 and
spark testing of gas filled units
per E2649.
• ASTM E546, Standard Test
Method for Frost/Dew Point of
Sealed Insulating Glass Units, is
used to determine the frost/dew
point within the air space[s].
(Alternatively, ASTM E576,
Standard Test Method for
Frost/Dew Point of Sealed
Insulating Glass Units in the
Vertical Position, may be used.)
• ASTM E2649, Standard Test
Method for Determining Argon
Concentration
in
Sealed
Insulating Glass Units Using
Spark Emission Spectroscopy,
provides a means for determining the concentration of argon in
sealed insulating glass units
under controlled conditions in
compliance with the apparatus
manufacturer's instructions.
• ASTM E2189, Standard Test
Method for Testing Resistance to
Fogging in Insulating Glass
Units, is used to show that the

>I

components in an IG unit will
not out-gas a volatile vapor that
could condense on the interior
glass surfaces.
Upon receipt of a Notice of
Certification Authorization (NCA),
the licensee may begin applying
the AAMA/ALI IG certification
mark to each unit of that product
family and list the product in the
AAMA/ALI certified products directory. Test reports are valid for 24
months from the date that the NCA
is issued and then must be retested
and validated in the same manner
as for initial certification.

Plant Surveillance
Without prior notice, an ALI
inspector visits the licensee’s manufacturing plant(s) twice annually
to verify the continued use of materials and methods used to produce
the originally approved samples. In
addition, the inspector verifies the
ongoing effectiveness of the manufacturer’s Quality Management
System (QMS).
At a minimum, QMS requirements for IG manufacturers, as set
forth in NFRC 706, Requirements
for Participating Insulating Glass
Certification Programs.
Note that while independent
certification of IGs is not a prerequisite for certification of a completed fenestration unit to NAFS,
NAFS compliance does require a
test report showing compliance of
the IG with ASTM E2190 or
CAN/CGSB 12.8.
❙
Richard Rinka serves as certification
manager for the American Architectural
Manufacturers
Association
in
Schaumburg, Ill.
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.

Window
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866.852.2700

royalbuildingproducts.com

SEE US AT THE INTERNATIONAL BUILDERS’ SHOW
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TREND TRACKER
mcollins@buildingia.com

Perfect Timing
The Right Moment to Invest in Your Company
BY
he majority of door and window companies are small- and
medium-sized
businesses.
Companies with 20 to 100 employees
are the “tweeners” of the business
growth cycle. They are typically able
to discount the possibility of nearterm business failure, although the
past few years have represented a
challenge to everyone. One of the
drawbacks of achieving this larger
scale, though, is that the business has
undoubtedly outstripped the founding entrepreneur’s ability to permeate the organization and influence or
make all of the important decisions.
Companies in this size range typically hit a point where they need additional capital for growth before the
revenues that constitute that growth
have materialized. There is truth in
the old adage that you can only get
capital if your financials are so strong
you don’t need it, which can make it
difficult for companies like this to
attract investments.

T

Big Contributions
Some would say that if a few small
businesses are unable to attract
growth capital, the world will go on
spinning. After all, companies with
20 to 100 employees only account for
3 percent of all businesses in the
United States. According to a recent
study by Evolution Capital Partners,
those 3 percent of businesses generated roughly 30 percent of the new
jobs created between 2006 and 2010.
They added jobs eight times faster
than the average of all U.S. companies and they grew four times faster.
They also expanded three times
more often than the average U.S.
company. As consistent job creators,
these small businesses are an
8
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Small Businesses Make Big Contributions
• Companies with 20 to 100 employees account for 3 percent of all businesses
in the United States. Those 3 percent of businesses generated roughly 30 percent of the new jobs created between 2006 and 2010.
• They added jobs eight times faster than the average of all U.S. companies and
they grew four times faster.
• They also expanded three times more often than the average U.S. company.
absolutely vital engine of economic
growth in this country.
It’s no surprise, then, that a new
category of professional investors
has arisen, specializing in investing
in small- to medium-sized companies that are poised for strong growth
in the future. These growth investors
provide badly needed capital and
advice in order to help propel a company to the next level and maintain
success while growing to 500 or more
employees. Such investors are particularly active right now, in light of the
economic environment. There is a
shadow of doubt over the economy,
but it is increasingly easy to see that
most of it is behind us. Funds that
invest now are likely to achieve outsize returns in the future. A recent
analysis by US Venture Economics
showed that the best private equity
returns from 1986 to 2004 were
earned by funds that started investing in 1992 and 2003, just after recessions had ended. Since funds typically invest for five to seven years, the
funds formed after 2004 have not
exited enough of their investments to
close the books on their returns.

Investing Within
What if your company is not large
or profitable enough right now to
attract private equity investment or a
strategic partner? Then you must
find ways to invest in yourself. If the
company is cash flow positive, that

>I

will provide the first source of capital.
Otherwise, finding ways to reduce
the inventory will free up working
capital that can be used for growth.
Cost cutting is another obvious way
to free up capital for a business, but it
is important to cut fat and not bone
or muscle. Reductions in advertising
or R&D, for example, will drop
straight to the bottom line in the
short run. In the long run, though,
they can lead to lower market share
or an outdated product line. Look to
lean and other strategies for sustainable, long-term cost cuts that are
beneficial to the business.
Once you have identified a
source of capital for your door or
window company, whether it is
internal or external, it is important
to review all areas in which you
could make investments with a
completely open mind. If you have
shunned acquisitions in the past
because of the added complexity,
consider buying a company that is
small enough and close enough
geographically to fold it completely
into your existing operation.
All signals point to the fact that
now is the right time to invest in door
and window companies, regardless
of the form of investment.
❙
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 N EW HIGH -PER FO RM AN C E
DO OR FRAME SYST E M
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
bgann@wdma.com

Legislative Look
WDMA Releases 2013 National Policy Agenda
BY
ollowing an election that
ensures divided government
will continue in Washington
for the next two years, the Window
and
Door
Manufacturers
Association (WDMA) has finalized
its national policy agenda for 2013.

F

Need for Balanced
Tax Reform
President Obama has reiterated
his commitment to extend tax relief
for middle-class Americans while
also reducing the budget deficit—a
view shared by congressional
Republicans. “I’m open to compromise. I’m open to new ideas. I’m
committed to solving our fiscal
challenges,” Obama said. “But I
refuse to accept any approach that
isn’t balanced.”
A leader for House Republicans on
tax reform, Representative Dave
Camp (R-MI), chairman of the House
Committee on Ways and Means, has
stated the he and his committee are
committed to passing comprehensive tax reform in 2013.

Preserving the mortgage interest deduction remains an
important part of any plan to reform
the tax code and WDMA will vigorously oppose efforts to repeal or
drastically scale it back. Changing
the mortgage interest deduction
would raise taxes on millions of
homebuyers and homeowners
10
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thereby further depressing home
values. Of the nearly 37 million
homeowners who benefit from the
mortgage interest deduction, 70 percent goes to middle-class homeowners who make less than $200,000,
and now is not the time to harm the
fragile recovery in housing.

Energy and
Environmental Issues
Replacing our nation’s nearly
one billion single-pane and dualpane clear windows in existing
housing stock, with readily-available higher efficiency windows,
such as third-party verified Energy
Star® products remains a top priority for WDMA. The industry has
expressed concerns to EPA about
the direction of the Energy Star
program and the proposed
updates scheduled for 2014.
WDMA will be working with EPA
and Congress to make sure that
these periodic changes in qualifying criteria for fenestration products are based on sound Energy
Star market penetration data, are
affordable and more likely to result
in increased energy savings.
WDMA is also advocating for
reform of the EPA’s LRRP rule.
Legislation expected to be introduced again this year would
restore the “opt-out provision”
allowing homeowners without
small children or pregnant women
present to decide whether to
require LRRP compliance, suspend LRRP if EPA cannot approve
one or more test kits that meet the
regulation’s requirements for false
positives and provide a de minimis
exemption for first-time paperwork violations.

>I

Sustainable Building Standards
and Lacey Act Reform
Development of sustainable
building standards under accredited consensus processes and scientific performance data remains an
ongoing priority for WDMA. The
association supports green building incentives that recognize all
credible green building programs
(e.g. LEED, ICC-700, Green Globes),
and disagrees with efforts requiring
that new wood products can only
be certified to the Forest
Stewardship Council standard and
discourage the use of products with
strong life-cycles, such as vinyl.
Reform of the Lacey Act is also
needed to clarify the law’s regulatory guidelines and enforcement,
bringing the declaration requirement in line with its intended purpose of prohibiting the trade of
products made with illegal logged
wood while reducing excessive and
unnecessary costs to importers.
Congress needs to provide
greater certainty for door, window
and skylight manufacturers as the
housing industry sector recovers
from a long downturn. A good way
to achieve that is by educating
lawmakers on how policy decided
in Washington will affect your
industry. If you would like to weigh
in on these issues with your members of Congress, you can make
your voice heard in Washington by
attending the WDMA Spring
Meeting and Legislative Conference,
March 18-20.
❙
Ben Gann is director of legislative affairs
and grassroots activities for the Window
and Door Manufacturers Association in
Washington, D.C.
www.dwmmag.com
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AMD HEADLINES

2013 Millwork Market Outlook
Projecting Honest Improvement
BY
his is the time of year when we
look back to the past year and
evaluate where we have been.
Then we gather all the forecasts
and information available and proceed to make predictions for the
next year. How did your 2012 budget turn out? We budgeted very conservatively last year and, unfortunately, we were very close to our
projections. We have forecasted
conservatively again for 2013.
However, I think next year the door
and window segment of the building business will finally see honest
improvement in both volume and
pricing.
Our company produces wood
and composite building products
and distributes them nationwide
through various channels depending on the product line. We have
been told the recession has been
over for some time now; unfortunately no one informed our cus-

T

MARK

HEFLEY

tomers. We still find ourselves
bumping along the bottom of a
five-year downturn. By any account
this has been a history-making
recession. I have listened the last
few years to how next year is going
to be better and, that will turn out
to be true for 2012—if only single
digits. I am not an economist but I
do see 2013 as a much better year
for the millwork industry for a
number of reasons.

Statistically Speaking
According to the National
Association of Home Builders
(NAHB)/Wells Fargo Housing
Market Index (HMI) released
November 19, 2012:
• HMI is 46—the best number
since April 2006 when it was 51.
• HMI single family sales for the
present is 49—the best number
since May, 2006 when it was 50.
• HMI single family sales for the

Though many housing indicators are way up, company balance sheets don’t paint the
same rosy picture.
12
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next 6 months is 53—the best
number since May, 2006 when it
was 55.
• HMI traffic of prospects is 35—
the best number since April 2006
when it was 39.
• The National Association of
Realtors
(NAR)
numbers
released in November show the
month’s supply of existing
homes at five—the lowest since
October, 2005.
• NAR also showed the lowest 30year fixed mortgage rate of 3.34
percent.
Suffice to say, almost all the economic indicators for the housing
industry are better. There are still
enough outside factors, fiscal cliffs
and escalating conflicts to keep us
up nights, but my prediction is very
optimistic. Recent trade shows I
have attended, including the AMD
show in Louisville, as well as discussed with our customer contacts,
all point to a better 2013.
Optimism is great but it doesn’t
pay the rent. Personally, our orders
are better than they were last year
at this time, but they don't follow
the rosy picture painted above.
Until actual business improves all
the way through the supply chain,
any forecast is just someone’s idea
of what should happen. Let’s hope
all the encouraging numbers translate to better business. Once the
market returns we can start working on the next challenges of finding enough raw material and
trained employees to supply it.
❙
Mark Hefley is vice president sales and
marketing, Cascade Wood Products Inc.
in White City, Ore., and AMD associate
vice president.
www.dwmmag.com
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GUEST COLUMN
mike.burk@quanex.com

The Best Advice?
Go Until You Come to the End, Then Stop
BY
egin at the beginning
and go on til you come
to the end: then stop.”
These were the words of advice
from the King of Hearts to the
White Rabbit in Lewis Carroll’s
Alice in Wonderland. This is good
advice except we don’t always know
when we have reached the end. I
was reminded of this quote while
discussing application techniques
with a supplier of door and window
coatings.

“B

Delving into Coatings
Knowing that the product focus
for this issue of DWM was on this
very topic, I decided to discover as
much information as I could about
coatings and the application
process. I searched the web, interviewed industry associates and visited supplier booths at trade shows.
As one would expect, the most
useful information came from a
person actually applying coatings. I
watched as he applied decorative
finishes to doors, window frames
and sashes. The finished products
were offered in a wide range of colors, as well as simulated wood
grain. His application technique
would be better described as craftsmanship. The results were unbelievable – vibrant and durable colors to match any homeowners or
manufacturer’s request. I wondered
how this application knowledge
was transferred to customers.
Could his customers easily and
consistently recreate the same quality that he produced? His reply to my
questions were brief. “They usually
pick it up pretty quick on their own,
but we will go out there if we have
to.” I don’t imagine that this was the
14
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view of the company he represented
but, even if it was his view alone, it
was a cause for concern.

Check, Check, Check
My insulating glass background
flashed past. These processes are
common in many ways. You must
consider proper surface preparation – the substrate has to be clean.
Material mixes and viscosity must
be within specification if they are
expected to adhere over a long period of time. Product expiration
dates must be checked, and out-ofdate material must be discarded.
Curing time may be critical, so we
must ask: how soon can the finished product be packaged and
shipped without damage?
Would the customer eventually
pick up these requirements “on
their own” or is more assistance
required from the supplier?
We might apply the advice given
to the White Rabbit by the King. We
will all agree that quality starts at
the very beginning of the supplier’s
process. The customer purchase
order is checked and the component design is confirmed. The correct raw materials are obtained and
processed with multiple quality
procedures. But the quality process
must not stop here. It must continue beyond the supplier’s shipping
dock or the customers receiving
dock. When the supplier’s component becomes part of a finished
product at the customers shipping
department, it comes to the end,
then we might stop.
Or, do we have to? For better,
higher quality results we should
consider taking some extra steps.
This partnership could include reg-

>I

“Until you come to the end, then stop,”
may not be the best advice. How do you
know when you have reached the end?
In the case of our industry, rely on
suppliers for help.
ular on-site quality audits by the
supplier to assure the customer’s
process meets or exceed requirements. The customer’s safety group
must be aware of any hazards associated with the supplier’s product.
Customer operators, assemblers
and quality inspectors must be
trained and developed so they
understand how the supplier’s
component is inspected, handled
and assembled.
In another section of Alice in
Wonderland, Alice asks “Would you
tell me please, which way I ought to
go from here?” The cat replies, That
depends on where you want to get
to.” Work with your supplier or customer through the entire manufacturing process. Make sure you
agree where you want to get to in
order to reach the end – then stop. ❙
Mike Burk is a product sales specialist at
Quanex Building Products.
www.dwmmag.com
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Innovation
Innovation m
meets
eet s D
Design
esign
With it s ex terior grade window profile wrapping laminate skai® Techprofil,
Hornschuch present s new stunning sur face finishes for the window, door and façade
market.
The skai® ‘cool colors’ laminates reflect up to 80 % of the IR radiation from the
sun, and reduce the heat absorption in window and door profiles by up to 30° F. This
improves the reliability and durability of construction element s. skai® ‘cool colors’
laminates aim for per fect design combined with innovative technology. They are
available in over 60 color and design variations.
All of our skai® ‘cool colors’ laminates meet the strict weathering requirement s of
the ISO 4892-2, also known as the Xenon Arc test.
Konrad Hornschuch AG, whose corporate headquar ters are in Germany, operates
in Nor th America throughout it s US subsidiar y O`Sullivan Films Inc. in Winchester,
Virginia.
P l ea s e v i s i t u s a t :
International Builders’ Show
Januar y 22–24, 2013
L as Vegas, Nevada
Booth C7138
For more information please contact:
Konrad Hornschuch AG
c/o O’Sullivan Films Inc.
E x terior
19 4 4 Valley Ave.
Winchester, VA 226 01
Phone 54 0.667.6666
Fax 54 0.722.2695
E- Mail ex terior@osul.com
www.skai.com
w w w.hornschuch.com
w w w.osul.com

cool
colors
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What’s News
CODES

Stormy Weather Spurs Discussion About
Northeast Impact Requirements
urricane Sandy, described as
a once in a lifetime storm,
has the construction industry thinking about how this weather
event will impact future building.
David Barnes, president of
Viwinco, based in Morgantown, Pa.,
was thinking about it well before
Sandy hit. He was concerned about
how windows in the possibly affected areas would hold up. Also on his
mind, was the fact that Ocean City,
Md., had just adopted a proposal
that weakened the previously
required standard.
After all, he has been concerned
about a recent change made to the
ASCE 7-10 wind zone map just
adopted as part of the 2012
International Building Code (IBC).
In the new map, the criteria for the
wind-borne debris zone for the MidAtlantic coast was dropped down to
DP-35. It is up to the states whether

H

or not they adopt the change, but in
October 2012, Ocean City, Md., did
just that.
“The thought was a hurricane
would never hit that part of the U.S.,”
says Barnes. “As of November 1 you
don’t need hurricane windows in
Ocean City. Our thought is Delaware
and New Jersey were going to take
the same line. [New Jersey makes
this decision in February 2013.]”
Prior to Ocean City’s decision
Barnes had been educating those
involved about the benefits of
impact windows.
“I ran a test on impact versus nonimpact just to show them how the
sash bows in one inch on this test,”
he says. “No one cared. They thought
I had a vested business interest.”
So when New Jersey officials convene in February, will they reconsider this decision, even though Sandy
was a “once in a lifetime” storm?

The areas in green show areas with winds greater than 120 mph or within one mile
of the coast where wind speeds are greater than 110 mph. Source: ASCE
16
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Only time will tell but Barnes
wants those making these decisions to be educated. “I would like
these Mid-Atlantic states to realize
that these windows should be at
least DP-50,” he says.
But what do the experts say? Tim
Reinhold, chief engineer for the
Insurance Institute for Business
and Home Safety (IBHS), explains
that the first hurricane maps were
adopted in 1998 and never changed
through 2005 despite the fact that a
considerable amount of research
had taken place.
“Several million dollars of research
went into developing the simulations
done for hurricanes,” he says. “As a
result of that when they ran the new
models the wind speeds corresponding to probability levels we had
been using for design dropped.
“While a quick look at the ASCE 710 design wind speed maps indicates that the wind speeds have
increased, these are now ‘limit state’
design winds and they have to be
multiplied by 0.79 to compare them
with the design wind speeds shown
in ASCE 7-98 through ASCE 7-10. If
you do that, the 150 mph contour in
ASCE 7-10 corresponds to the 120
mph contour in ASCE 7-05.
Consequently, if we had stayed with
150 mph contour in ASCE 7-10 as the
trigger for windborne debris protection, much of the hurricane prone
coastline would not have required
opening protection. In order to preserve the requirements of opening
protection in areas where a Category
3 storm could make direct impact,
the threshold for opening protection
was reduced from 150 mph to 140
continued on page 18
www.dwmmag.com
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With Cardinal glass in your windows, you’re well on your way to meeting the tougher 2014 ENERGY
STAR requirements. If your double-pane windows are compliant to northern ENERGY STAR today,
simply add Loå-i81™ on the number four surface to meet the more stringent U-factor requirements.
Loå3-366® will meet the SHGC required everywhere else. Solar control minimizes interior temperature
swings, too, making homeowners more comfortable in any climate. All with no tint to mar the view.
Be ready for 2014 – begin using Loå3-366 today. For more, visit www.cardinalcorp.com.
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What’s News
CONTINUED

mph-and opening protection is also
required within one mile of the
coast, where design wind speed is
between 130 mph and 140 mph.”
Despite what may happen in the
various East Coast states when it
comes to code adoptions, many in

the industry promote a “code plus”
scenario.
“The building code is a bare minimum you can get away with,” says
Barnes. “That doesn’t mean we are
building great houses.” Thus Barnes
and Reinhold, along with others,

EVENT NEWS

Attend Fenestration Day™ 2013
DWM magazine has announced the date for its fourth annual Fenestration
Day™ which will be held in suburban Chicago next fall. The event will be held
October 31 at the Renaissance Schaumburg Convention Center Hotel in
Schaumburg, Ill., a close by suburb.
The annual event is one full day for manufacturers, dealers and distributors
to learn more about the door and window industry. The seminars and speakers
are carefully chosen to meet the needs of the fenestration industry and the
issues currently affecting it.
“We are excited to be able to provide the door and window industry this educational opportunity once more,” says Tara Taffera, publisher and editor of DWM
magazine. “Holding this one-of-a-kind event each year allows us to bring together all of the industry’s key players in one location to really educate the industry.”
Fenestration Day is organized and sponsored by DWM magazine and will be
co-located with Glass Expo Midwest™. Glass Expo Midwest will be held October
31–November 1 and Fenestration Day attendees will receive complimentary
passes to walk the Glass Expo Midwest show floor as part of their registration.

Registration and additional information pertaining to the seminar line-up
will be available in the coming weeks. Stay tuned to DWM magazine and the
daily e-newsletter for updates as they become available.
If your company wishes to be a sponsor of this year’s Fenestration Day, contact Tara Taffera at 540/720-5584, ext. 113, or ttaffera@glass.com.
❙❙➤ www.dwmmag.com/feneday
18
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promote a code plus-type scenario.
“In our fortified program and
retrofit programs we recommend
that people go beyond code. That’s
what our fortified program is for
new construction. That is a code
plus program if you really want to
make a disaster-resistant home,”
says Reinhold. “There are discounts
available for those who go to the
code plus due to the benefits.”
Why not mandate it?
“As soon as you mandate it, then
people will come in to fight it,” he
says. “So when we created our program we tried to be as prudent as
we could without making it so
onerous for people to follow.”
Reinhold adds that IBHS is certainly monitoring the effects of
Sandy but points out that in many
cases windows may have held up
well. Barnes also says following the
storm, he received “zero complaints with its impact lines.”
“Unless a tree fell on the house,
it will be pretty hard to find broken
windows,” says Reinhold.
Barnes isn’t the only window
company, however, who is in favor of
DP-50 products along the coast.
Chuck Scalzott, chief operating officer for Vytex Windows in Laurel, Md.,
owns a home in New Jersey and
weighed in with his thoughts following the storm.
“I won't argue that the windows
should be at least DP-50 near the
coast,” he says. “Unfortunately, if
your house is down the street laying on its side with impact windows, they really didn't protect the
house from floating away. Windows
can only do so much.”
He adds that having an impact
window to stop some of the
windborne debris isn't a bad idea
but in some cases it should be
common sense.
“If a manufacturer can't do better than DP-35, they should be out
of business,” says Scalzott. —TT ❙
www.dwmmag.com
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Introducing...

WINDOWS AND DOORS

ADA Compliant Ramp Sill
LaCantina Doors announced the
release of the first folding door
American with Disabilities Act
(ADA) compliant ramp sill.
Compared with the often unattractive, impractical or temporary solutions being utilized by other companies, LaCantina
says the new ADA
ramp is the first to
comply with the
ADA Code #1124B
that requires gaps in
walking surfaces to
be no greater than
½-inch.
The ramp sill is ideal for applications including schools, libraries,
restaurants and retail storefronts
where the interior and exterior
floor levels are the same and a maximum sill height from the finish
floor of a ½-inch is required.
❙❙➤ www.LaCantinaDoors.com

Sunrise Adds Sliding Door
Sunrise Windows has a new addition to its product line: the Essentials
Sliding Door featuring EverCore
Composite Frame. The company,
which already offers a premium sliding door with an array of options,
introduced this new door to provide
its dealers a model to offer homeowners with budget restrictions or

multi-family
project work.
Sunrise says
the EverCore
frame is what
sets this door
apart, offering
the strength of
wood, while
absorbing less moisture.
“We’ve made a good door better
with the addition of the EverCore
frame. Dealers get a feature-rich
door for projects with a tight budget and homeowners get the peace
of mind of a composite frame and
our lifetime warranty,” says
Michael Mooney, vice president of
marketing at Sunrise Windows.
❙❙➤ www.sunrisewindows.com

DOOR FRAMES
SCREENS

Soniplastics,
based
in
Boucherville, Quebec, says its new
INTEGRAL doorframe system was
designed to simplify the lives of
manufacturers. The product
comes in a ready-toassemble format and
comprises all the components needed to
produce a standardsize
doorframe.
Manufacturers can
achieve important
gains in produc-

Sun In, Bugs Out

DOOR AND WINDOW COMPONENTS

Combined Performance
Ultrafab has a new line of hybrid dust plugs,
which company officials say combine the performance of pile, extrusions and foam. The plugs are
designed with a foam pad in one area of the plug
where straight compression sealing is needed and with
pile on another area of the plug where active sealing is needed and the surface being
sealed against is moveable, according to the company.
Hybrid Dust Plugs from Ultrafab can be produced continuously on a reel, kiss
cut for quick removal from a continuous backing material, or cut to length and
ready to install. Multiple adhesive options also are available so that the plugs
can be used on a wide range of substrate materials.
❙❙➤ www.ultrafab.com
20
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tivity by significantly reducing the
amount of work required to turn
out a top-quality final product,
ready to be delivered to the customer, according to the company
“INTEGRAL is the successful outcome of sustained efforts in our
research and development,” says
Soniplastics
president
André
Teasdale. “We’re confident that the
product will meet with great success
because it answers to a specific need
on the market, partly because it provides performance that exceeds the
regulatory standards for door systems that will soon be coming into
effect. Moreover, it happens to be
the perfect complement to our PVC
and aluminum product for all buil ding apertures.”
❙❙➤ www.soniplastics.ca

Integral Productivity
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Eclipse Architectural has developed a multi-function system using
sun filter and insect screen fabrics to
provide solar control in the mornings and prevent insects from entering a home in the evenings. The S1E
blind system is designed to complement any large opening and is available in a clear anodized finish, white
or bronze powder coat, cu stom colors and real wood veneers. In addition, the system’s mechanisms are
concealed within the frame so that
the screen and frame act an integrated unit. Finally, when not in use,
it retracts horizontally and discreetly into its frame.
❙❙➤ www.eclipsearchitectural.com ❙
www.dwmmag.com
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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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Ones to Watch

PROMOTIONS

REORGANIZATIONS

Tru Tech Doors Names
Chief Operating Officer

Simonton Shakes Up Sales Team
Simonton Windows, based in Columbus, Ohio, has announced a
reorganization of its sales and marketing leadership team that the
company says will provide even better service to its North
American customer base.
Sid Spear
Sid Spear has been named senior vice president of sales and marketing and will have oversight over Simonton’s North American sales
and marketing organizations. Steve Gillhouse has been named vice president
sales-East. Tom Danisch has been named vice president sales-Central. Pete Placido
will remain vice president sales-West. These vice presidents will report to Spear.

LaBelle Heads Up
Fenestration at Sika

Door & Window Market

NFRC Selects New
Executive Committee
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The
National
Fenestration
Rating Council (NFRC) has confirmed its list of board members
for the 2013 term and has
approved new members of its
executive committee.
Sneh Kumar of Kawneer (fenes-
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ASSOCIATIONS

Thomas LaBelle has assumed
responsibility for the management
of Sika’s Fenestration, Facades and
Insulating Glass Market (FFI) segment. This is in addition to his existing responsibility as global key
account
manager
for
the
Transportation Business Unit.

A GE
GAR RS

James B. Wilson will
now serve as chief operating officer for Tru Tech
Doors. He previously
served as chief financial
officer. In his new role,
Wilson
will
report
James B.
directly to John Careri,
Wilson
president and CEO.
During the past three years,
Wilson has been successful in implementing best practices throughout
the organization in areas of finance,
operations and information technology. He will be responsible for the
overall day-to-day activities and will
oversee the company’s Canadian
and U.S. operations, as well as the
company’s sales team.
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Handle Sets

tration industry representative)
was one NFRC board member
selected to serve a three-year term.
Also chosen as NFRC board members were Jeff Baker of WestLab
Canada (laboratory category),
Mahabir Bhandari of Oak Ridge
National Laboratory (general interest category) and Gary Curtis of
Northwest
Energy
Efficiency
Alliance (general interest category).
In addition, NFRC also established
a new executive committee. The
committee named Steve Strawn of
JELD-WEN as the chair, Baker as
the vice-chair and Steve Farrar of
Guardian Industries as the committee’s secretary. Kumar will be
the committee’s treasurer, Joe
Hayden of Pella is the previous
chair and Jim Krahn of Marvin will
be the ombudsman.
❙

>

Roller

Strybuc Industries carries all
brands of Multipoint Locking
Systems and hardware from all of
the most popular manufacturers.
Hinges

Cylinders

ǵ ȥȲɅȺɀȿȲȽȪɅɀȴȼȺȿȸțȺɄɅɃȺȳɆɅɀɃȷɀɃȲȽȽɅȹȶ
major Multipoint Locking System
 ȾȲȿɆȷȲȴɅɆɃȶɃɄȺȿȴȽɆȵȺȿȸHoppe,
Ferco/G-U, Truth, Roto, Amesbury
and Ashland.
ǵ ȢȿɀɈȽȶȵȸȶȲȳȽȶȫȶȴȹȿȺȴȲȽȧɃɀȵɆȴɅ
 ȧȶɃɄɀȿȿȶȽɅɀȾȲȼȶɄɆɃȶȲȽȽɊɀɆɃȿȶȶȵɄ
 ȲɃȶɅȲȼȶȿȴȲɃȶɀȷȴɀɃɃȶȴɅȽɊȲȿȵȺȿȲ
 ɅȺȾȶȽɊȷȲɄȹȺɀȿ
ǵ ȚɆɄɅɀȾȺɋȶȵMultipoint Locking System
 ȨɆȶɄɅȺɀȿȿȲȺɃȶɄȳɊȾȲȿɆȷȲȴɅɆɃȶɃɅɀȲɄɄȺɄɅ
 ɊɀɆȺȿȸȶɅɅȺȿȸȲȽȽɅȹȶȺȿȷɀɃȾȲɅȺɀȿȿȶȶȵȶȵɅɀ
 ȶȿɄɆɃȶɁɃɀɁȶɃȺȵȶȿɅȺȷȺȴȲɅȺɀȿɀȷɊɀɆɃɄɊɄɅȶȾ

Roundbolt

Shootbolt

Call Today for Your FREE Catalog

1-800-352-0800 ext. 129
Accessories

FAX: 610-534-3202
www.strybuc.com

Tongue

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

www.dwmmag.com

 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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Top Door
Manufacturers
ollowing a bumpy ride (make
that a roller coaster) that has
lasted over the course of several
years, forecasters predict that the
housing market is finally on an
upward trend. This has companies
reporting cautious optimism in 2013.
However, no one is popping the champagne cork just yet.
This month, DWM publishes its
first-ever list of Top Door
Manufacturers. The ranking is
primarily based on annual
sales. If a company did not
Annual Sales
report this information, DWM
provided an estimate based on published information and conversations
with industry experts. While the
majority of companies on our list did
release their annual sales to us, or at
least a range of where they would fall,
a few were so reserved they wouldn’t
divulge any sales figures or even tell
us their number of employees.
The list is reserved for those companies whose primary business (60 percent
or more) is door manufacturing for the
residential market. Our list has it all:
wood, folding, fiberglass and more.
Just because a company is among
the top in the nation, however, doesn’t
mean it has it easy. For example,
Masonite, at the top of our list,
announced recently that it lost a good
chunk of its business from Lowe’s—its
second largest customer. The big-box
retailer said it will reduce its interior
door business with Masonite to the
tune of $70 million annually. It was
that news that prompted the door
manufacturer to announce recently
that it would close its Kirkwood, N.Y.,
plant, resulting in the loss of approximately 70 jobs.
Then there is Taylor Building
Products, large enough perhaps to
appear here, but at press time, the
company’s assets were sold to Wausau
Supply, proving that some companies
are still struggling.

F
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is synchronized and seamless.
Lean Sigma processes allow
Masonite to operate at extremely
efficient levels, with a focus on
innovation, quality, consistency
and performance.
Annual sales: $1 billion to $2 billion
range
Leadership: Frederick J. Lynch,
president and CEO
Door lines: Interior doors, entry
doors, exterior doors, glass
doors, commercial and architectural doors
Product mix: 75 percent residential
and 25 percent commercial
Number of employees: 7,000
Years in business: 80
❙❙➤ www.masonite.com

Woodgrain Doors
Masonite is constantly unveiling new door
designs including new door glass patterns.

Masonite
Tampa, Fla.

Profile*: Masonite® says it is one of
the world’s largest manufacturers of interior, exterior and patio
doors for residential and commercial applications. For more
than 80 years, Masonite has been
committed to building enduring
products and simplified solutions through innovation.
Masonite embraces the innovative spirit by constantly seeking
new processes, technologies and
materials with an eye on producing residential and commercial
doors that are stylish, functional
and durable, all while increasing
efficiency with the implementation of Lean Sigma. Through the
use of this comprehensive system, every aspect of the company

>I

Nampa, Idaho
Profile*: Wood-grain Doors says it
is one of the world’s largest manufacturers and suppliers of wood
stile and rail doors, and offer a
unique combination of beauty
and durability. Made in an array
of attractive designs, and offered
in ten wood species, MDF, and
factory primed, Woodgrain offers
a wide range of doors to complement any interior.
Woodgrain has manufactured
millwork and building products
for the residential and commercial construction markets since it
was founded in 1954. As a familyowned and-managed business,
Woodgrain is one of the largest
manufacturers of interior pine
doors and prefinished mouldings in the United States.
Woodgrain Doors is committed to innovation through continuous improvements in manuwww.dwmmag.com
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A Look at North America’s
Top Door Companies

facturing, investment in design,
best quality craftsmanship and
the use of the highest quality raw
materials to build doors that are
as durable as they are beautiful.
Annual sales: The company says it
falls in the $400-$700 million
range.
Leadership: Kelly Dame, CEO
Door lines: Interior and exterior
wood stile and rail doors in the
following species: Radiata Pine,
Ponderosa Pine, Knotty Pine,
Oak, Knotty Alder, Poplar, Fir,
Cherry,
Maple,
Mahogany,
Primed and Primed MDF
Product mix: 95 percent residential, 5 percent commercial
Number of employees: 270
Number of locations: 2
Years in business: 27
❙❙➤ www.woodgraindoors.com

Therma-Tru Corp.
Maumee, Ohio
Profile*: Therma-Tru says it is the
nation’s leading manufacturer of
entryway doors. Within the build-

ing products industry, ThermaTru takes pride in its reputation as
the company that offers the entire
entryway system, not just different parts and pieces. The company offers slabs, glass and components that are designed and tested to work together.
Therma-Tru engineers its
doors to work together for ease
of installation, unified aesthetic
appeal and long-term durability.
The company has remained
competitive throughout its five
decades of history because of the
quality of its products, competitive price points, leadership in
innovation and by providing
one-stop-shop aspects for trend
designs in entryway systems.
Annual sales: Estimates place
Therma-Tru’s parent company,
Fortune Brands’, annual sales at
$3 billion. Estimates place
Therma-Tru at $181.5 million.
Leadership: Mark Savan, president
Door lines: Fiberglass and steel
entrance doors, fire-rated doors,
hinged patio doors and
sliding patio doors
Number of employees:
Estimated at 2,000
employees
Number of locations: 2
Years in business: 50
❙❙➤ www.thermatru.com

Steves & Sons
San Antonio, Texas
Profile*: Steves & Sons
was established in 1866
and is currently managed by its fifth and
sixth generations of
family management.
Therma-Tru is known for its entry doors available in a
Over the last five years,
variety of materials and styles.
www.dwmmag.com

In the past few years, Steves & Sons
has expanded and now has a
national reach.
Steves & Sons has undergone a
transformation from a prominent
interior door manufacturer to a
national producer of a full line of
products including commodity
composite and steel doors as well
as premium wood entry systems.
Beyond the aforementioned additions, Steves is in the final stages of
development on 90-minute steel
edge, in-house steel processing
and prefinished premium and
fiberglass product lines. Every
member of the Steves & Sons team
embodies the “We Can Do That”
attitude, which is evident through
their price, quality and service in
both the retail and jobber trades.
Annual sales: $120 million (residential)
Leadership: Sam Bell Steves II, president; Edward Galt Steves, CEO
Door lines: Interior flush, interior
molded, stile and rail, MDF, steel,
fiberglass, premium wood entry
systems, pocket doorframes, custom machining and pre-hanging.
Product mix: 90 percent residential, 10 percent commercial.
continued on page 26
January/February 2013
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Top Door Manufacturers
continued from page 25

Good Vibrations:
What Has Door Manufacturers Optimistic
As DWM compiled this year’s list of the nation’s top door companies, we also
asked them to provide some insight into what they’re optimistic about for the
year ahead. Read on for a sampling of the answers from representatives of those
on our list.
Plastpro: The increase in single-family and multi-family construction will
continue in 2013.
ProVia: We believe we will continue to see modest strengthening of the
remodeling market in 2013.
Therma-Tru: Increased awareness of the energy-efficiency of doors and windows is the greatest legacy of the Energy Tax Credit. Energy Star has excellent
consumer awareness and can be a driving force for our industry in 2013 and
beyond. While increasing energy standards are a good means for pushing product design forward, we need to be careful that Energy Star products remain a
compelling consumer investment. The increased energy efficiency needs to be
worth the incremental cost of the product.
Masonite: We are anticipating the return of growth in the construction
industry in 2013, and we expect new construction to be the premier growth
driver in 2013 with a growth rate in the high teens year over year.
Steves & Sons: Improved business climate.
Tru Tech Doors: The U.S. economy seems to be edging up.
Woodgrain: Housing starts being up and the recovery of the housing industry and economy.

The Down Side:
Door Manufacturers Share Their Worries
Despite a good bit of optimism as we look toward a recovering residential
market, door industry executives admit they still have some concerns for the
months ahead. Read on to find out their top areas of worry.
Masonite: While the construction market is expected to grow, certain factors will continue to present obstacles that may slow recovery. Uncertain economic conditions and mortgage availability, changes to lending regulations,
foreclosures, inflationary pressures, and labor shortages provide challenges to
the market.
Plastpro: The continuation of stringent
mortgage approval requirements could
limit the single-family home starts.
Reasons for Optimism
ProVia: Although we’re not “worried”
Strengthened
about it, we will keep our eyes open for any
remodeling market
events that could create another recession
Housing starts on the rise
or downturn in the remodeling market.
Steves & Sons: Indecisive and irraIncreased awareness of
energy efficiency
tional government legislation.
Tru Tech Doors: Flat Ontario economy.
Reasons for Worry
Woodgrain: Inflationary pressure and
Lending regulations
the job outlook for the housing and
Economic uncertainty
remodeling industry. The lack of skilled
Lack of skilled workforce
workforce is a concern as well.

Number of employees: More than
800
Number of locations: 6
Years in business: 146
❙❙➤ www.StevesDoors.com

ProVia
Sugarcreek, Ohio
Profile*: ProVia says it is a leading
manufacturer of professionalclass entry doors, storm doors,
patio doors, windows, siding and
manufactured stone. The professional-class designation reflects
the company’s high level of quality, service and customization.
ProVia has been an Energy Star®
Partner since 2002, and has won
the prestigious Energy Star
Partner of the Year award for
Door Manufacturing three times,
and the Energy Star Sustained
Excellence award three times.
The company continues to experience robust sales growth,
demonstrating the demand for
professional-class and energyefficient products.
Annual sales: The company says its
sales fall in the $100-125 million
range (67 percent of that is comprised of door products.)
Leadership: Bill Mullet, CEO; and
Brian Miller, president

The Good,
Bad and Ugly
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Matching sidelites are growing in
popularity.
www.dwmmag.com
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Door lines: Exterior only: steel
and fiberglass entry doors; steel
and fiberglass swinging patio
doors, vinyl sliding patio doors;
and aluminum storm doors.
The company also produces
vinyl windows, wood plus vinyl
windows, aluminum storm
windows, insulated siding,
vinyl siding and manufactured
stone.
Product mix: 98 percent residential, 2 percent commercial.
Number of employees: Approximately 500
Number of locations: 5
Years in business: 35
❙❙➤ www.proviaproducts.com

Plastpro
Los Angeles, Calif.
Annual sales: $100 million
Leadership: Shirley Wang, CEO;

www.dwmmag.com
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and Franco An, president
Door lines: Exterior fiberglass
doors, composite door jambs,
doorlites and steel doors
Product mix: 85 percent, residential and 15 percent commercial
Number of employees: 100
Number of locations: 4
Years in business: 18
❙❙➤ www.plastproinc.com

Craftmaster
(now owned by JELD-WEN)
Chicago
Profile*: According to the CMI website, the company’s heritage in the
building products industry dates
back to 1968. CMI manufactures
and markets three diverse (yet
complementary) product lines for
the residential, commercial and
industrial markets: CraftMaster
Interior Doors; MiraTEC Treated
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Exterior Composite Trim; and
Extira Treated Exterior Panels.
The company’s manufacturing network includes a facility in
Towanda, Pa., which produces
door designs, trim and panels, as
well as door manufacturing facilities in Christiansburg, Va.,
Ozark, Ala., Garland, Texas, and
Plainfield, Ill.
In 2012 the company was purchased by JELD-WEN.
Annual sales: Estimated at $67 million, though that includes its
moulding and panel lines.
Door lines: Interior doors include
flush, molded and stile and rail
door designs.
Number of employees: Estimated
at 900.
❙❙➤ www.craftmasterdoors.com
continued on page 28
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Top Door Manufacturers
continued from page 27

Simpson Door Company
McCleary, Wash.
Profile*: With a century of experience, product innovation and
industry-leading design, Simpson
Door Company says its comprehensive line of interior and exterior stile and rail doors includes
hundreds of standard options
from panel to French to decorative entry doors with matching
side lites and transoms.
Simpson also offers a number
of visualization tools so customers
can see the doors they are getting
before they arrive at the jobsite.
Annual sales: The company says it
falls in the $50-75 million range.
Leadership: Stacie Conkle, vice
president and general manager
Door lines: Stile and rail exterior
and interior doors, custom doors
Product mix: 95 percent residential, 5 percent commercial
Number of employees: 175
Number of locations: 1
Years in business: 100
❙❙➤ www.simpsondoor.com

TruStile Doors
Denver, Colo.
Profile*:
TruStile
Doors says it is
one of the nation’s
leading manufacturers of premium stile and rail
MDF and wood
doors for residential and commercial applications.
As a made-toorder door manufacturer, TruStile
offers more than
400 standard door
TruStile prides
styles with 66 proitself on its
file options and
lead times.
can custom-build
virtually any door design. Using
its proprietary TruCad Door
Design Tool, the company says its
full line of paint-grade and stain
grade doors can be individually
28
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tailored to reflect personal design
styles. TruStile adds that it provides the shortest lead times in
the industry with a limited lifetime product warranty.
Annual sales: Estimated at $23
million.
Leadership: Scott Schmid, president/CEO
Door lines: Interior premium solid
MDF and wood doors
Product mix: 75 percent residential, 25 percent commercial
Number of employees: Estimated
at 200
Years in business: 17
❙❙➤ www.trustile.com

>I

Door lines: According to the company’s website, Glasscraft produces
premium fiberglass doors and
wood doors, as well as a Buffalo
forge wrought iron entry door.
Number of employees: Estimated
at 128
❙❙➤ www.glasscraft.com

Tru Tech Doors

Vaughan, Ontario
Profile*: Tru Tech Door
Systems is a Canadian
privately owned company specializing in
the manufacturing of
residential entry door
systems. Since its
inception in 1998, the
Glasscraft Doors
company’s growth has
Houston, Texas
come from the philosProfile*: In 1977 the GlassCraft
ophy that door manuDoor Company started a small
retail store in Houston with the
facturing has to be
guiding principles of quality and
vertically integrated.
value, according to the company’s
Tru Tech says that
website. Building from these core
as a company it has Tru Tech
values GlassCraft Door Company
always been forward- has grown
says it has grown into the numberthinking and a leader immensely
in its approach to res- since its
one hardwood entry door compaidential door systems, launch in
ny in America. The company has a
focused on quality 1998.
180,000-square-foot manufacturand design, creating
ing facility in Houston.
innovative product lines and styles.
The company says it is positioned to expand its manufacturing potential to double in volume.
Annual sales: $15-20 million
(residential)
Leadership: John Careri, president
Door lines: Exterior, steel and fiberglass residential entry doors.
(The company also produces
door lites, which comprises 10
percent of its business, and steeledge doors, which comprises 30
Glasscraft’s fiberglass doors are often
percent of its business).
mistaken for wood.
Product mix: 80 percent residential, 20 percent commercial
“Our dedication to excellence
is built into each product and Number of employees: 150
continues with industry leading Number of locations: 2
customer service and product Years in business: 14
❙❙➤ www.trutechdoors.com
warranties,” says the website.
❙
Annual sales: Estimated annual
sales of $17 million.
*Description provided by company
www.dwmmag.com
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Setting the
Benchmark

DWM’s Second Annual Industry Benchmark Survey
hile the majority of those polled in DWM’s Second Annual Industry Benchmark Survey see a slow and
steady recovery next year, a small percentage predict decline. While one group has software purchases
planned, the other says they have no need to buy those products in 2013. The survey results run the gamut
on everything from domestic manufacturing to actions taken in the last year to remain competitive.
Respondents were asked to choose the category that best describes their business: supplier, window manufacturer and window dealer or distributor. Check out the results on the following pages.

W

All Respondents
With an expected recovery starting in 2013, what do you expect
to be your biggest challenge next year? How are you preparing
for increased demand?
Most Popular Manufacturer Responses
1. Staffing qualified workers/finding skilled labor/handling growth
with minimal staff additions.
2. Gaining new customers/growing brand awareness in our distribution territories/increasing sales/maintaining profitability.
3. Competition from low-end companies/pricing from competitors.
4. Overall economy, taxes, financial cliff, increased regulations.
5. Higher costs: especially health care and transportation.
6. Ensuring that we have suppliers prepared and production staff
trained and ready.

Most Popular Dealer Responses
1. Remaining competitive with pricing/“Builders driving the price to
an unacceptable level and other dealers chasing that bottom.”
2. Increased demand may require more staffing/“I will hire if the
recovery starts to occur.”
3. I don’t expect a recovery at the levels predicted as projections
have remained inaccurate for many years now in the window and
door space.
4. Added more suppliers.
5. The impact of Hurricane Sandy will be a large challenge for 2013.
6. Finding customers that have a job and are able to get a loan.

Most Popular Supplier Responses
1. We have sufficient capacity to meet the expected rise in demand.
2. Handling more requests for product with a relatively small
staff/finding qualified staff.
3. Accurate forecasts to keep inventory at the proper levels.
4. Adding new production lines for new products and associated costs
of new product development.
5. Cash flow.
6. Managing variable costs such as freight and raw material costs. For
example, the volatility of the chemical business for raw materials is
of concern.
30
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Which of the following best describes the strategies you have employed in the past year to stay
competitive? Check all that apply.

4%

I have increased the length of my warranty

9%

Other

12%

I have expanded from residential into light commercial or commercial applications

15%
16%

I have not changed—business as usual
I have negotiated pricing with vendors

19%

I have cut staff

41%

0

10

20

30

I have added new products to my offering

40

Which future trends do you expect to see in the residential and/or
commercial door and window markets?” Check all that apply.

2% Other

Do you make or sell at least one
product that is entirely made in
America?
No

17%
13%

Increased operational forces

19%

Increasingly stringent testing demands

24%

83%

Increased opening sizes

62%
0

10

20

Yes

30

40

50

Increasingly stringent
energy efficiency demands

60

70

Which of the following best describes the effect the recent
presidential election will have on your business?
I did not vote for
President Obama but
I hope he makes
some significant
changes to get
our economy back
on track.

I voted for President
Obama and I expect him
to focus on increasing
jobs and reducing debt.

48%

Do you believe whether a
product is made in America
makes a difference for the
customer when making a
purchase?

No

26%
Yes

74%

18%
12%

I did not vote for
President Obama and
I think our economy
will continue to suffer.

22%

* Percentages are only for those who answered the question
www.dwmmag.com

I voted for President
Obama but I don’t
think we will see
significant changes.

* Percentages are only for those
who answered the question

continued on page 32
January/February 2013
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Setting the Benchmark
continued from page 31

Manufacturers Speak Out
Which of the following best describes your projected outlook for
2013 in new construction?
Not applicable. I don’t
serve this market.
I see slow but steady
improvement.

I see a decline.

6%
13%
59%

I see more than ten
percent improvement.

Of the 83 percent of respondents
who serve the vinyl market, they
were asked: Which of the
following best describes how you
expect the residential, vinyl
window market to perform in
2013?
I see no
changes

I see
moderate
increases

22%

16%

28%
I see small
increases

56%
Which of the following best describes your projected outlook for
2013 in remodeling?
I don’t serve
this market

Growth of 1-5 percent

I see a decline

3%
Growth of
11-20 percent

Does your company have a plan
to address the upcoming code
changes in 2014?

13%

6%

No

50%

3%

28%
Growth of more
than 20 percent

Growth of 6-10 percent

0%

Software:

What Groups Plan to Buy?

Yes we plan to work these
into our future products

97%

Window manufacturers: do you have
software purchases planned for 2013?
I would like to purchase software but
we don’t have the necessary money at
this time to make this investment.
I have no software purchases
planned as we already have the
products we need.

32
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10%
Maybe

52%
No

39%
Yes

Email
ttaffera@glass.com
for details about purchasing
the full results.

www.dwmmag.com
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Construction
!UTOMOTIVE
)NDUSTRY

Glazing Options

R-2000

Three-point
Locking

Free Kit Offer

No Capital
Investment

LEED®

Assemble in Shop
or Onsite
Quality

R-5 Energy
Efficiency

DP55 (C3)
Structural
Strength
LC40

Easy Assembly

IT PAYS TO PICK A WINNER
EXPAND YOUR BUSINESS WITH OUR VERSATILE PATIO DOOR KIT
!TLAST ASLIDINGPATIODOORKITTHATDELIVERSALLTHEBENElTSYOUWANTINONEGREATSYSTEMGREAT
STYLEx2 ENERGYEFlCIENCYx$0# LONG LIFESTRUCTURALSTRENGTHxANDEASYFABRICATION
WITHNOCAPITALINVESTMENT
7HETHERYOUREIN-ONTREALOR-IAMI THE2%(!53YSTEMDOORMEETSVIRTUALLYANYDEMAND!ND
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increase in housing starts and
building permits in 2012 (compared to 2011) the hardware market
should benefit from it in 2013.
Remaining risks: Total housing
inventory, foreclosures and the relatively high unemployment rate in
the U.S continue to pose risks. This
is also true for the Canadian economy due to its strong ties to the
United States.
Conclusion: The weak economic
recovery in the last years has been
limiting growth prospects, but suggests prospects for sales in both the
new construction and remodeling/replacement markets will gain
some momentum in 2013 and
beyond.

Window Hardware

Customer Expectations/
Product Growth

Economic environment: Macroeconomic indicators have started
to improve.
Remodeling:
The
(slight)
improvement of the economy combined with the record low interest
rates will generate moderate gains
in the home improvement market.
New housing: Due to the strong
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veryone has their projections
of what they may foresee for
the door and window market
in 2013, and maybe they even have
some ideas on what will happen in
specific segments. If you are a door
or window manufacturer or dealer
and want to know what’s coming in
hardware, DWM makes it easy. On
the following pages you will find
forecasts from two industry leaders
regarding their predictions.
We also gathered some of the latest products, and asked the industry its input regarding hardware on
our Second Annual Industry
Benchmark Survey (see page 30 for
the full survey results.) Following is
what to look for in 2013.

2013 Outlook:

Door & Window Market

<

Locking in Some 2013 Predictions

Chris Dimou,
President and CEO,
Roto Frank of America
As we all know, the
loss of stimulus tax
credits translated into
a market dip in residential door and
window sales in 2011. We are glad
to see that 2012 shows signs of
improvements.

34
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During our annual customer satisfaction study which we performed this year, we asked our customers about their outlook for
2013. The vast majority is expecting
a “flat” to a “slight positive” market
development.
From the product perspective, I
see European products (tilt turn
windows, tilt/slide, lift/slide and
fold/slide doors) gaining momentum in conjunction with more stringent performance requirements.
Our company has been growing
strongly the last years and gaining
market share, despite the fact that
the market shrunk substantially.
Now, as Roto North America, which
also includes the newly acquired
Roto Fasco Canada (formerly Fasco
www.dwmmag.com
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Die Casting), we plan with continued growth into 2013 and beyond.

Door Hardware
Forecast
Dave Johnson,
Manager, Door
Hardware Products,
Truth Hardware
The future of the door industry is
an exciting one in that there are
many new features and styles of
hardware coming out in the market-

place designed to benefit the manufacturer, door jobber/pre-hangers
and homeowners themselves. When
we attended the Association of
Millwork
Distributors
(AMD)
Convention in Louisville in October
2012, we had numerous discussions
with millwork dealers and pre-hangers who are looking for better quality, multi-point door hardware systems. Many of the systems that have
been on the market had design and
reliability issues that caused a lot of

installation and service issues. The
market for multi-point hardware
systems is increasing and these
manufacturers cannot afford to
jeopardize their own brand image
with hardware systems that are
unreliable nor have all the design
features they require. The increase in
multi-point door hardware is not
confined to simply the French or terrace doors as we are also seeing a
continued on page 36

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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Spotlight
continued from page 35

trend toward this robust and
dependable hardware being considered for entry doors as well—security is one of the main drivers. The
same is true for multi-point door
hardware usage on different “levels”
of doors. Where once these systems
were just considered for upscale
wood or wood-clad doors, there is an
increasing desire to incorporate this
type of hardware into a company’s
standard door offering, no matter
what the material make-up.
One interesting expansion of this
hardware usage has been to operable
sidelites. Homeowners are now seeing the advantages of the multi-point
locking system on these companion
doors and are searching for systems
that will not only provide the security, but also offer an aesthetic look
that is complementary to the system
on the entry or patio door.

While multi-point hardware,
with three to five locking points,
has become the new benchmark
for customers looking to enhance
the security of the door as well as
improve the overall integrity, there
are certain elements that help distinguish one system from another.
Homeowners are looking for styles
they are accustomed to using, such
as the preferred, North American
designed deadbolt configuration
where the locking mechanism is
located above the handle making it
easy to see and access. To help optimize the security of the door, shoot
bolts at both the top and bottom of
the door are becoming specified
increasingly by manufacturers.
For sliding door systems, manufacturers are offering rollers with
precision bearings designed to
provide a smooth, effortless

Handle with Flair
Manufacturers and dealers polled regarding consumer hardware preferences
prove that customers of all types are looking for a variety of hardware options:
and a little style to boot.
While we asked both groups in our second annual industry benchmark survey (for full results, see page 30) how many customers are asking about automated options and more, (see charts below), they also gave us some additional
responses of what is requested on a regular basis.
The manufacturers placed fancy finishes, more hardware options and colors,
metallic finishes and ease of operation on the top of their lists. Dealers agreed
with many of those requests and one survey respondent answered: “finishes:
brass just doesn't work anymore.” Another said, “customers are trending to
more expensive finishes like satin nickel.

Dealers
Increased automated technology
Products that come with a window
opening control device (WOCD)
Multi-point hardware

14 percent
14 percent
85 percent

Manufacturers
Increased automated technology
Products that come with a window
opening control device (WOCD)
Multi-point hardware
36
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15 percent
45 percent
75 percent
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movement of the door panel.
Engineered to carry the load of
much heavier door panels due to
triple-pane glass, these roller systems produce new opportunities
for door manufacturers to extend
their product offering.
While stainless steel hardware is
now considered more of a standard
than an option for the purpose of
optimizing the corrosion resistance
of the hardware, there are also certain decorative finishes which have
risen to the top of people’s lists.
Brushed finishes in chrome and
nickel are more popular than they
once were and those that resemble
an oil-rubbed bronze look remain
extremely sought after.

Overall Door Market Outlook
Ducker Research recently reported that patio door usage will increase
by 14 to 15 percent in 2013, with 22
percent of this surge being found in
new construction and 8 percent in
repair and remodeling. Being able to
enhance your living space by bringing in more light, as well as opening
the interior of the home to a patio or
courtyard, is a wonderful way to
extend the useable footprint of a
home’s floor plan. The popularity of
bi-fold doors has really started to
create a buzz within the architectural community. These “folding glass
walls” are enabling homeowners and
architects to literally push the envelope on what once was considered a
limitation on what a wall area was
intended to do. For many, these bifold door systems were often considered mostly for light commercial
applications, however architects,
designers and homeowners are really driving the interest in this market.
Those companies looking to jumpstart their business out of the doldrums of recent years should strongly consider the potential this market
provides in terms of sales and broadening one’s product offering.
❙
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International
Builders’ Show
Companies to Showcase Their Latest Products

Y

ou can pretty much
guarantee that if you
walk the halls of the
International Builders’ Show (IBS),
you will hear at least one person
comment on how small the event is
compared to recent years. Yes the
square footage has shrunk, and
there are fewer exhibitors showing
their wares than in years past, yet it
is still the place for builders, as well
as members of the door and window market, to gather in search of
the latest products. Following is a
look at those companies who will
be featuring new products or celebrating milestones when the event
is held January 22-24 in Las Vegas.

GLASS

Booth #C2138
Getting Decorative
ODL Inc. is featuring two new
decorative doorglass designs:
Inglenook and Grace.
“ODL has expanded its lines of
decorative doorglass to offer
builders and homeowners even

Grace is offered in the Classic
style of doorglass, and features a
combination of granite, microgranite, micro-cubed and clear
bevels. The flowing center pattern
includes soft, delicate edges that
highlight the structure of the glass
panel, according to the company.
❙❙➤ www.odl.com

DOORS

Booth #N2957
The Bi-Fold Family

more ways to enhance a home’s
curb appeal,” says Roger Finch, distributor channel marketing manager, ODL USA.
Inglenook is an addition to the
Craftsman line of decorative doorglass, and features patina caming.
The geometric design features clear
soft wave and micro-iced granite
glass with clear bevels and ruby red
floral accents.

Panda Windows and Doors,
based in Las Vegas, will feature its
bi-fold door systems which the
company describes as a custom
crafted option of door systems
made of multiple panels, up to 10
in one direction, and used along a
simple track system. Panda adds
that this provides an alternative to
sliding door systems, and is used
widely for large openings.

COMPONENTS

Booth #C7634
Doorframer Protects Your Door
Door manufacturers continue to explore
better, faster, more cost-effective ways to
secure their doors and protect them during
transit and display. Doorframer says it has the answer and will display its solutions at IBS.
This includes the latest addition to its product line of door protection and
packaging products—The Door Fast 2 (DF2) Piece Closure. Features include a
ratcheting stay-tight system, quick snap separation that keeps both parts
together until applied and a single-cavity molding for better cost savings.
The product also fits every door from 23⁄8- to 2¾-inch backsets, split and flat
jamb styles and jamb thicknesses up to 1 inch. Installation is also simple and no
tools are required on the line or for removal at the time of door installation,
according to the company.
❙❙➤ www.doorframer.com
38
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WINDOWS

Booth #N2306
“Zero Window” Equals Zero Wood Sight Lines
The company’s bi-fold door family offers the best thermal value as
the thermal break technology used
reduces thermal conductivity. This
is achieved through use of a
polyamide iso-bar, with glass fibers
integrated to provide maximum
strength, and 500 times less thermal
conductivity than aluminum. The
use of high performance glass also
makes it a great choice for any project—even where severe weather is a
concern, according to the company.
Many specialty options and configurations are available.
❙❙➤ www.panda-windows.com

FILMS

Booth #C7138
Discover New Designs

The importance of window profile
wrapping laminates is increasing,
according to the German-based
company, Hornschuch. With that
in mind, the company says it will
present a wide range of innovations in this market at IBS. In
North America, Hornschuch is represented by O’Sullivan Films Inc.,
member of the Hornschuch Group.
The company will present a
broad array of products under its
brand skai®. While many in the
industry may associate profile
wrapping with windows, the laminates are also increasingly gaining
www.dwmmag.com

Pacific Architectural Millwork,
based in Brea, Calif., is introducing the Zero Window, which
it promotes as the only operable
window on the market with
zero interior sightlines. The
product is available in either all
wood or wood with exterior
aluminum cladding.
“Until now, the only choice
for an operable window was a
sash within a frame, which
reduces the glass and visible light,” says Eric Hans, vice president of operations.
“Wood windows obscure even more of the opening, because their stiles and
rails (vertical and horizontal sash members) are typically wider than those
found on metal windows. I came up with the Zero Window after I read a comment by a German architect who refused to use wood windows in his projects
because he didn’t like the wide sight lines.”
Hans moved the location of the handle that operates the concealed multipoint lock from the face of the bottom rail to its upper surface, which allows
the sash to sit behind the frame, rather than within it.
❙❙➤ www.pacmillwork.com
ground on patio doors and façades,
according to the company.
The trend towards more color on
windows continues to increase,
both for wood designs as well as
solid colors. The current colors can
be combined harmoniously with
various façade colors, according to
the company.
Hornschuch will also showcase
its Metbrush profile films which
are being expanded by two color
tones. The new colors, chocolate
and mocha, offer the commercial
and architectural window market
additional possibilities, the company says.
All of its products are equipped
with the company’s cool colors technology which provides a clear
reduction in the heating of the profiles in intense sunlight. The cool
colors effect is the greatest with dark
coated window profiles. Special pigments reflect up to 80 percent of
infrared solar radiation, thus, they
reduce heating of the profile surfaces by 20 percent and more.
❙❙➤ www.hornschuch.de

COATINGS

Booth #N1269
A New Kind of Stain
Stop at the Aquasurtech OEM
booth and you will be able to view
company representatives spraying
fiberglass door skins with NuStain , in
conjunction with the use of its new
grain-enhancing “grain filler.” NuStain
is ideal for fiberglass doors and composites, according to the company.
The forces of nature impose special
demands on coating systems intended for door and window applications,
according
to
the
company.
Aquasurtech meets these challenges
through a series of AAMA tested, environmentally friendly, waterborne
coatings which incorporate hardness
along with flexibility, heat reflectance,
and excellent color/gloss retention.
In addition, AquaSurTech will provide your company with all the necessary assistance in equipment selection, start-up and training to ensure a
cost effective, high quality color offering for PVC, aluminum and fiberglass
applications.
❙
❙❙➤ www.aquasurtechoem.com
January/February 2013
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Reinventing the
Window
by Tara Taffera

D

uring the Civil War,
troops gathered at Fort
Evans, the highest location in Leesburg, Va., to
look out for enemy soldiers. Today
that hillside is the site of REHAU’s
North American headquarters,
where a bunker from Fort Evans
remains as a reminder of the battles
fought there. Just as each side had its
strengths in fighting the Civil War,
REHAU has its strengths in battling
against its competition. In the current commodity-type window market, companies have to offer more—
much more—to gain market share.
So with an eye toward sustainability and whole system building
solutions, backed by REHAU’s
expertise and driven by its additional divisions, the company has
unleashed a slew of tools in the battle for market share.
Its biggest fight has been one of
changing options. In a commercial market where aluminum has

40
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long-been known as the premiere
product, REHAU, and others in
the marketplace that are challenging that premise, must overcome
misconceptions.

Material Differences
“The mantra has always been
aluminum is better,” says Brian
Guyer, market development manager, windows and doors business
unit. “Building with PVC can save
building owners tens of thousands
in heating and cooling costs.”
Proponents of vinyl in commercial applications say it can meet
thermal and structural needs.
“Vinyl products can perform
better [than aluminum] structurally,” says Guyer. “People don’t think
it can go 40 stories. It can.”
Helmut Grohschaedl, the business unit manager for windows
and doors, agrees that when
architects hear this it is “eye
opening to them.”

>I

“They have this misperception
that it is cheap and not structurally
sound—then we show them the
profile cut,” he says. “More are listening now.”
More education still needs to be
done, however, and the REHAU
Academy aids in that process. The
company has a special training
room at its facility where everyone
from engineers to building owners, general contractors and architects can come and receive insight
into a variety of topics. At least
every other week there is a training
event, and for those who can’t
make it to Leesburg, participation
is possible via webinar.
Christian Fabian, CEO, proudly
reports that as of mid-October, more
than 4,000 people had been trained.
This vinyl stronghold is taking
place in both residential and commercial applications. In fact,
REHAU was one of six window
companies that exhibited at the
www.dwmmag.com
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Christian Fabian, CEO; Brian Guyer, market development manager; and Helmut Grohschaedl,
business unit manager, at REHAU’s North American headquarters (also shown on page 40).

Seventh Annual American Passive
House Conference held in Denver
in October. At this event, suppliers
of high-performance building components were able to meet with
architects, engineers, passive house
consultants and others looking for
energy-efficient products.
Guyer adds that its products are
not only energy efficient but offer a
long product life cycle. “Independent
research shows our product will last
40 years,” he says.
The company even has a realworld testing site dubbed, “REHAU®
Montana ecosmart house,” which is
a home with the company’s various
products installed so it can be used
as a platform for testing and training.
“We’re not typically the lowest
guy in town,” Guyer adds. “But if
you want performance that is better
than the competition, we can offer
that product.”
continued on page 42
www.dwmmag.com

REHAU has an in-house testing facility and also offers its customers services such as field
mockups and energy modeling.

Complex Company Offers Simple Solutions
When talking about REHAU Worldwide, Christian Fabian, CEO, says “it’s a complex company that offers simple solutions.” Following are a few facts on the
global supplier of “unlimited polymer solutions” and its various business units.
Employees in North American headquarters: Approximately 130
Employees worldwide: Approximately 15,000 at more than 170 locations
worldwide.
Global Regions: Eight
Sales: Privately held: does not release.
North American Regional Offices: The company has regional offices in Canada,
the United States, Mexico and Panama to “provide local support and make
sure its partners are well serviced.”
Divisions: Automotive, Industry (includes edgebanding and tambour doors for
furniture , etc.) and Construction (radiant heating and cooling, geothermal,
energy transfer piping, etc).
January/February 2013
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Reinventing the
Window

continued from page 41

How many companies have a real-world testing site? REHAU has the REHAU Montana ecosmart house to test its products in
real world conditions.
That competition is fierce in
residential windows and Guyer
says it’s a “commodity market
now” where many companies are
fighting for their share of the
shrinking pie. Grohschaedl is
optimistic that the housing outlook is changing.
“The signs of an upturn in residential are there,” he says. “There
are definitely opportunities and
our product is the right fit.”
He also points that while its
products do work well for higherend applications REHAU offers
options for all ends of the spectrum
including ones that may not immediately come to mind.
“Windows for manufactured
housing have done quite well [in the
past few years],” says Grohschaedl.
The company also offers a comprehensive door line which is taking off particularly well in Canada.
“Aluminum doors in Canada aren’t
meeting code so they are looking
for other options,” says Guyer.
He adds that, for the North
American market to further improve
particularly in driving the use of more
energy-efficient products, “there has
to be incentives that are tied to
Energy Star. That’s missing from the
industry right now,” he adds.
42
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Sealing in Sustainability
Overall, Grohschaedl says those
door and window companies that
focused on other markets definitely
did well through the downturn and,
for many companies, this meant
expanding into commercial applications, say its managers. REHAU
says its expertise in this area is
especially strong given its broad
range of business units and the
variety of offerings it can bring to
building owners (see box page 41).
“From generating renewable
energy using geothermal probes to
distributing it efficiently through
radiant heating and cooling pipes,
our HVAC solutions deliver sustainable comfort. And with our window
and door designs, you can create
thermally efficient walls of glass
that seal in this sustainability.”
“So we can also talk to an engineer
about their waste management and
water supply,” says Grohschaedl.
“This is one of our biggest advantages. Go to one shop and stay there.”
REHAU also offers other services
including field mockups and energy modeling, and it was this service
offering that was the main message
representatives took to a recent
industry trade show in Las Vegas.
“We went in promoting our serv-

ices rather than our products,” says
Guyer. “As a profile supplier we are
sending a message that we are supporting our fabricators and that we
will bring business to them.”

Focused Growth
Fabian, who has been with
REHAU for more than 20 years in a
variety of roles around the globe,
was named CEO in July, and says he
has a clear focus and clear model
for growth.
“Despite a difficult market situation we are poised for growth,” he
says.
“We aren’t starting from the drawing board,” he adds. “We have products readily available and we have
the experience and people to support that, and we will grow organically. We will then put additional salespeople in to support that growth.”
Those fabricators who also are
pushing for increases should also
focus
on
innovation,
says
Grohschaedl.
“Those who will succeed are
those who are open to new things
and new business approaches,” he
says. “If you don’t have an approach
that focuses on innovation and a
systems approach you will have a
difficult time.”
❙
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NowShowing
CALENDAR OF EVENTS

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

January 28-29, 2013
Northeast Window and Door
Association’s Winter Educational Program
Sponsored by NWDA
DoubleTree Hotel
Mt. Laurel, N.J.
❙❙➤ www.nwda.net

February 5-8, 2013
Insulating Glass Manufacturers
Alliance Annual Conference
Sponsored by IGMA
Crown Plaza Astor
New Orleans
❙❙➤ www.igmaonline.org

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

March 5–9, 2013
Moulding and Millwork
Producers Association
50th Winter Business Meeting
Sponsored by MMPA
Talking Stick Resort
Scottsdale, Ariz.
❙❙➤ www.wmmpa.com

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

April18-19
North American Wood
Window and Door Symposium
Sponsored by the Forest Products
Society
Radisson Hotel Roseville
Roseville, MN
❙❙➤ www.forestprod.org/
wooddoorsymposium

June 9-12, 2013
AAMA National Summer Conference

Sponsored by AAMA
Hyatt Regency O’Hare
Rosemont, Ill.
❙❙➤ www.aamanet.org

July 24-27, 2013
AWFS Fair
Sponsored by Association of
Woodworking & Furnishings Suppliers
Las Vegas Convention Center
Las Vegas
❙❙➤ http://awfsfair.org/

September 10-12, 2013
GlassBuild America
Georgia World Congress Center
Atlanta
❙❙➤ www.glassbuildamerica.com

October 31, 2013
Fenestration Day™ 2013
Sponsored by DWM Magazine
Renaissance Schaumburg Convention
Center Hotel
Chicago (Schaumburg), Ill.
❙❙➤ www.dwmmag.com/feneday

❙

To submit events for the calendar
email ttaffera@glass.com

ambaproducts.com
+1 (404) 350-9738
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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
Multiprocessing
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Saws
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
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Saws, Cut-Off
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Saws, Double-Miter
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Vinyl Fabrication
Equipment
GED Integrated Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401
fax: 330/963-0584
www.gedusa.com
Vinyl Welders
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Door Hardware &
Related Products
Amesbury
57 Hunt Road
Amesbury, MA 01913
800/217-5757
fax: 800/289-6699
www.amesbury.com
Strybuc Industries
2006 Elmwood Ave.
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
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
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

>I

Spacers
Quanex Building Products
800 Cochran Ave.
Cambridge, OH 43725
740/439-2338
fax: 740/439-0121
www.edgetechig.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
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
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
www.dwmmag.com
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Industry Services
Ponderosa Software
36 Thurber Blvd.
Smithfield, RI 02917
800/422-4782
fax: 401/232-7778
www.caisoft.com/ponderosa
info@caisoft.com

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

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

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

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

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

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

Windows
Vinyl Windows
Rehau Corporation
1501 Edwards Ferry Rd., NE
Leesburg, VA 20176
703/777-5255
Fax: 703/777-3053
rehau.mailbox@rehau.com
na.rehau.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 MARCH
ISSUE IS JANUARY 31, 2013.

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.

Incorporating
SHELTER® Magazine

October 31, 2013
Renaissance Schaumburg
Convention Center Hotel
Chicago, Ill.
Sessions for

DOOR & WINDOW MARKET MAGAZINE

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

dealers &
manufacturers!

Order custom reprints

DWM custom reprints are a great way to publicize your
company and its products and services. For more information contact the Digital Media Services department at
dms@glass.com.
www.dwmmag.com

Plan now for Fenestration Day™ 2013
January/February 2013
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Industry Indices
SUSTAINABILITY

Corporate America Gets
“Greener”
cGraw Hill Construction (MHC) found in a
recent study that sustainability is becoming
“business as usual” with more firms increasing environmental investments. In fact, 43 percent of
firms dedicate funds to green efforts.
Across the board, all sustainability activities are
increasing. For example, recycling is now standard
practice, and renewables are increasing, despite the
economy, according to the report.
Some of these increases are undoubtedly due to
consumer demand: 81 percent of respondents report
that the public is expecting environmental awareness
from corporate America—up from 66 percent in 2009.

M

IMI Surges in December
Lumber Demand Increases While Prices Rise

201

The improved U.S. housing market of the past four
months has resulted in both higher lumber production
in the U.S. and an increased importation of lumber,
according to a report from Wood Resource Quarterly.
As a result, lumber prices have gone up by more than
30 percent from their levels at this time last year.
❙

The number of housing markets considered “improving,” surged to 201 in December, based on parameters
established by the National Association of Home
Builders/First American Improving Markets Index (IMI),
according to IMI data.
Newly added metros include diverse locations as
Atlanta.; Bloomington, Ill.; Ann Arbor, Mich.; Seattle,
Wash.; and Green Bay, Wis.
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AMESBURY RELIANCE Casement Systems
&$6(0(17 6<67(06 $5( 12: 3$57 2) 7+( $0(6%85< 352'8&7 /,1(

Rely on us for what you need.
$0(6%85< +$5':$5( 352'8&76 has added the Reliance Casement System to further cover your
fenestration needs. You’ve come to depend on Amesbury for quality, innovation, consistency and
customer service. Now, you can expect to receive the same advantages for your casement window
needs. The Reliance Casement line consist of:
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for quality and manufacturing flexibility.
We’re putting your needs first by providing more options and better choices.
So what else is new? To find out call us at 800-325-3359.

www.amesbury.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 #LEAR 0INE

s #HERRY

s $OUGLAS &IR
s (EMLOCK (Hem Fir)
s 2ED /AK

s -APLE
s +NOTTY !LDER

s -AHOGANY

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.

