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Sentry ™ –
Stylish Des
Design Meets
Intuitive Functionality.
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The New Sentry
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y™ Multi-Point Hinged
Patio Door System.
ystem
t
Designed specifically forr the North
No American market, Truth Hardware’s
Multi-Point
Hinged Patio Door Hardware System
nt Hing
h optimal security. Market research told us what
combines flexibility with
you want and you will find it here in Truth’s new Sentry™ System. From
intuitive functionality like
90 degree thumbturn located above the
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mance adjustable hinges and multiple handle
handle to high performance
designs, all of which easily a
adapt to your current door system – the
Multi-Point System
the superior quality and
ystem produces
p
performance
you expect from the leader in
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engineered solutions – Truth Hardware.
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Independent dead bolt
feature allows you to secure
the door without engaging
the remote lock points

Dual-direction manual
flush bolt option for
inactive panel
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Reversible latch and
self-positioning anti-slam device
provide a non-handed system

Shoot bolts can be added
to hook or tongue versions to
improve DP performance

Scan this QR code with
your smart phone to see
Sentrryy™ in action!

For more information contact your
th Representative or visit www
w.truth.com
.truth.c
.truth.com
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WAYS TO IMPROVE
YOUR PRODUCTS

VISION High Performance Hardware

LOCK AND TILT COMBO FOR WOOD WINDOW

SECONDARY PATIO DOOR LOCK

A combination lock and tilt latch release mechanism,
specifically designed for the high-end wood window
market with an integrated reinforcement system to
enhance performance.

This secondary lock allows a patio door to be locked
in a closed or venting position.

CASEMENT WOCD

LOCK AND TILT COMBO FOR VINYL WINDOW
A combination lock and tilt latch release mechanism
designed for the high-end vinyl window market that
incorporates screw less fastening technology to yield a
clean and sleek lock rail that is a perfect match for DP-50
rated windows.

SHIPPING CLIPS
Unique locking clip that safely secures the window sash
in place without engaging the locking cam eliminating
damage during shipping. The cost effective and simply
applied design secures the sashes and is easily removed
without tools.

SCREWLESS LOCK SYSTEM
This snap in surface mount lock requires no screws
or fasteners and quickly snaps permanently into place
reducing process time and increasing cosmetic appeal.

Vision Hardware is proud to introduce our new WOCD
casement application which meets all current code
requirements. The limited sash travel can be overridden
from the interior of the home without removal of the
screen.

HYBRID COMPOSITE AND ZINC CAM LOCK
The hybrid cam window lock combines the strength and
durability of a zinc handle direct drive to a zinc cam with
a color matched composite housing. The end result is the
strength of metal where you need it and the low thermal
transference and cost effectiveness of composite where
you want it.

7220 SUBMARINE TILT LATCH
The 7220 uses the same production process as the Lock
and Tilt Combo system for vinyl windows but retains the
integrity of the sash corner in a surface accessible tilt
latch which will yield higher design pressure ratings.

BEST IN SHOW

THANK YOU!
For the second year in a row
Glass Build Attendees voted
the Vision Hardware booth as
Best in Show!

Vision Hardware introduced 8 new products at this years Glass
Build America show which drew the attention of the editors of
Door and Window Market Magazine who nominated Vision
Hardware as Best in Show.

(800)

220-4756

•

www.visionhardware.com

SEE US AT WIN-DOOR
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Atlanta will be the place to be November 4-6 when the Association of
Millwork Distributors hosts it annual convention. A full slate of
educational seminars is planned, as well as product exhibits for
those in the door, moulding and millwork industries.
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Neither does he. One day he installs roofing, the next decking; then
he’s replacing windows. So just how can reputable door and
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MAXIMIZE YOUR
TRADE SHOW PRESENCE

Meet the winners of DWM’s 2013 Green Awards including two
window manufacturers, a glass, fiberglass and sealant supplier.

Find out why attending Win-door this year is a win-win situation.
See page 34 for the products on display a well as the educational
seminars planned.

40

Truth
Hardware’s
Sentry bi-fold hardware
system will be one of the
many products in display
at Win-door North
America. For all the
product previews, see
page 34.
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Publisher/Editor

Canada and U.S.:
Role Reversals?
BY

TARA

t was so refreshing to walk the
trade show floor in Atlanta in
September, and hear that the
U.S. housing starts are on the way
up. Optimism reigned and that was
truly great to see (for all the news
from the show visit dwmmag.com
and see page 18).
Yet on day two of the show, my
balloon full of optimism became
slightly deflated. Why? Canada.

I

TAFFERA
panies here were able to do?
Differentiate. We’ve heard it so
many times it may sound cliché, but
it’s not. It’s a factor that has allowed
many U.S. companies to remain
while others have shut their doors.
Whether it’s the use of emerging
materials, such as fiberglass, (see
page 18), or taking advantage of the
passive-house concept, opportunities are available.

Tara Taffera
ttaffera@glass.com ❚ x113
Assistant Editor
Casey Neeley
cneeley@glass.com ❚ x120
Contributing Editors Jenna Reed
jreed@glass.com ❚ x135
Ellen Rogers
erogers@glass.com ❚ x118
Products Editor
Brigid O’Leary
Managing Editor
Dawn Campbell
dcampbell@glass.com ❚ x150
Graphic Artist
Ashley Weaver
aweaver@glass.com ❚ x132
Advertising
Nickie Lively
Coordinator
nlively@glass.com ❚ x131
Events Manager
Tina Czar
tczar@glass.com ❚ x115
Marketing Director Holly Biller
hbiller@glass.com ❚ x123
Marketing Assistant Stephanie Medlin
smedlin@glass.com ❚ x133
Customer Relations Janeen Mulligan
Manager
jmulligan@glass.com ❚ x112
Web Developer
Bryan Hovey
bhovey@glass.com ❚ x125
Video Producer
Chris Bunn
cbunn@glass.com ❚ x121
Administrative
Erin Harris
Assistant
eharris@glass.com ❚ x0
Published by Key Communications Inc.
Debra Levy, president
385 Garrisonville Road, Suite 116
Stafford, Virginia 22554
540/720-5584 ❚ fax: 540/720-5687 ❚ www.glass.com
Midwest,
Plain States
and Texas
Southeast
West Coast and
Western Canada

I look forward to seeing you at Win-Door in November and hear how your company
is faring in Canada.
The first supplier with whom I
spoke mentioned that, while housing in the U.S. is finally headed in
the right direction, Canada is starting to falter. I was disheartened to
hear that but moved on, hoping it
was a temporary blip. Then I heard
it a second, then third, time.
“We didn’t have a slump like
you,” said Pierre Charbonneau,
director of marketing for Evotech
Industrial Coatings, based in
Quebec. “But now for us, this year,
new housing is down.”
While the U.S. was in its downturn,
it appeared the Canadian market was
hanging on. So now is it a role reversal
of sorts? If this is indeed the case, even
in only a few regions, what can this
market do to survive—as many com4
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Energy Star. As in the U.S., Canada
has revised its program and made it
more stringent as well. It now represents the top tier of the market, and
companies wanting to climb another
rung can take part in the Most
Efficient program (see page 22).
Compare Notes. Talk to your U.S.
counterparts and find out what can
help you navigate these bumps in
the road. Network with them at various industry events such as Windoor North America to be held
November 12-14 in Toronto. Look
for products that can help you
stand out from the rest. Learn from
a noted economist what the future
holds for Canadian housing.
I look forward to seeing you
there! Look for us in booth #1302. ❙

Northeast and
Eastern Canada
Europe

China and Asia
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Digital Cut to Fit Solutions
Install Made Easy
1. Measure Perfectly with the Proliner

2. Onboard CAD/Shop Sheets

4. Installed Finished Product
3. Input Data into Procu!er Table

888.229.3328

Prodim-Systems.com
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AAMA ANALYSIS
dlewis@aamanet.org

Are You a Master?
AAMA Lets You Prove it
BY
ast August, AAMA announced
the launch of a new online
platform for the association’s
FenestrationMasters™ program,
making education and professional
certification available to anyone
with an Internet connection. Now,
just a year later, AAMA is pleased to
announce the completion of the
curriculum with the availability of
the FenestrationMasters professional certification exams—the last step
in the development of the program.

L

Street Creds
Specifically, FenestrationMasters
is a nationwide education and professional certification program for
professionals in the door, window,
skylight, curtainwall, storefront and
sloped-glazing industries. It has
been developed to help companies
differentiate their business and
establish their credibility with customers by staffing employees who
have pursued a thorough, objective
education in the fenestration
industry. The online education format allows professionals to complete the coursework at their own
pace and convenience.
Feedback received thus far from
current certification candidates
about the coursework and its
online delivery system has been
very positive.

Master or Associate?
There are two different credentials available through the program, both requiring successful
completion of the applicable
coursework and the certification
exam: FenestrationMaster™ and
FenestrationAssociate™. There are
no prerequisites to qualify for the
6
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DEAN

LEWIS

FenestrationMaster lets you prove your
door and window knowledge.
FenestrationAssociate certification.
To
qualify
for
the
FenestrationMaster certification,
one of the following qualifications
must be met:
• Four-year degree in engineering,
architecture or applied sciences
and four years fenestration product-related experience; and
• Six years fenestration productrelated experience.
Five course groupings are
required for FenestrationAssociate
candidates and six course groupings
are required for FenestrationMaster
candidates. Group 1 courses cover
product types and design considerations; door, window and skylight
performance standards; proper
glass selection and specialty performance considerations (blast,
impact, tornado and acoustics).
Group 2 courses cover profile performance and material considerations, as well as coatings and finishes. Group 3 courses cover hardware,
weatherstripping and weatherseals,
as well as sealants and adhesives
used during factory fabrication.
Group 4 courses cover code requirements, energy efficiency and thermal performance, as well as skylights and daylighting. Group 5
courses cover residential and commercial installation, as well as field
testing/forensic evaluation and fenestration anchorage. Finally, Group
6 courses cover curtainwall design,
aluminum
storefronts
and
entrances, as well as energy and the

>I

architectural fenestration industry.
The certification exam can be
taken at any of some 500 testing centers across the U.S. This fall, AAMA
launched the option to administer
exams outside of established testing
centers using AAMA-authorized
exam proctors. For those who register and attend the AAMA Fall
Conference (October 27-30 in
Baltimore, Md.), no additional fees
will be required to complete the certification exams.
Those who pass the exam
receive materials indicating the
level of certification achieved,
including authorization to utilize
letter designations following their
name:
CFM
for
Certified
FenestrationMaster and CFA for
Certified FenestrationAssociate.
The certification for each credential is valid for four years, with the
re-certification process currently
under development.
AAMA offers a Candidate Guide
that explains how the program
works, the necessary steps to
become certified and what materials
may be utilized during the exam.
The guide also provides sample
exam questions and answers. In an
effort to provide FenestrationMaster
and FenestrationAssociate students
with a printable reference to the
courses, as well as a place to take
notes to aid in preparing for the
exam, AAMA is also offering a new
resource called the study notebook.
Interested parties should visit the
FenestrationMasters pages within
the AAMA website.
❙
Dean Lewis serves as educational and
technical information manager for
AAMA.
www.dwmmag.com
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MAKE THE RIGHT CHOICE
Use the
Window Performance Grade Calculator
and comply with the 2010 National Building Code of Canada

2 ACCESS MODES
Internet and iPad application

SAVE RESULTS

SHARE RESULTS

The «Window Performance Grade Calculator»
application is now available.
Create your user account here:
WindowPerformanceGradeCalculator.com
Identify trends on a national and international level and understand the stakes that rule the industry.

Come and visit us at Win-Door,
booth #1303.
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TREND TRACKER
mcollins@buildingia.com

Comparing Notes
How Does U.S. Stack Up with its Northern Neighbor?
BY
ith the Win-door North
America
show
fast
approaching, it is a good
time to consider the Canadian door
and window market, compared to
the United States. When the U.S. was
in a major downturn these past few
years, Canadian window manufacturers, wood and vinyl alike, were
churning out consistent bottom-line
profits and cash flow, and were excited about the opportunities ahead of
them. They must be forgiven for having a few chuckles at this country’s
expense. They had watched our runaway real estate market with a sense
that it would end badly that only
seems to be endowed upon those not
entirely swept up in a given market.

W

Escaping the Bubble
If Canada continued to do well
while the U.S. market hit the phase
inevitable to all market bubbles,
what prevented a bubble in Canada
as well? There were areas that exhibited, and to an extent continue to
exhibit, bubble-like pricing. The
areas blessed with energy reserves as
well as the anchor cities of
Vancouver, Toronto and Montreal
saw and continue to see strong price
appreciation. One of the factors
most often cited for the avoidance of
the bubble in Canada is the conservatism of the Canadian banking system. Our bubble was caused by,
among other things, the extension of
mortgages like the one chronicled in
Michael Lewis’ brilliant “The Big
Short,” which had a loan value of
more than $700,000 and was extended to a migrant worker earning
$15,000 per year. Meanwhile, lenders
in our northern neighbor remained
stubbornly committed to concepts
8
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MICHAEL

COLLINS

such as only extending mortgages to
people who could afford them and
even requiring a down payment to
get a mortgage. They have reaped
the rewards of that conservatism.

Like U.S., Highs and Lows

rise tower projects underway in
Toronto at present, more than New
York City and Mexico City combined. Given the highly technical
nature of commercial products,
these flourishing projects represent
opportunities for commercial door
and window manufacturers located
in adjacent parts of the U.S.
Other companies that serve the
wide expanses between Canada’s
booming cities report slower sales.
There is a sense that Canadian consumers are pausing for breath and
making careful decisions regarding
building and remodeling homes. In
other words, their market was slow
and steady when ours was whipped
into a froth of excess. Our market is
now in recovery and the Canadian
market is doing well in pockets and
rolling along slowly in others. That
sounds like the makings of an excellent hedge against a pure exposure to
the U.S. market. Manufacturers on
both sides of the border would likely
find that reaching across to serve customers in the adjacent market would
not only result in an interesting pollination of product trends and marketing methods, but it would provide a
lower overall volatility to earnings.
These two highly intertwined markets send clear signals as to the
opportunities for growth in each.
Manufacturers can assess the two
markets in rolling six-month cycles
and decide where to commit their
resources in the coming months in
order to maximize opportunities.
❙

There are mixed reports from
door and window manufacturers in
Canada. Some, in the busier areas
that we mentioned previously,
report that business is strong. For
example, there are nearly 190 high-

Michael Collins is an investment banker
and a partner in Building Industry
Advisors. He specializes in mergers and
acquisitions in the door and window
industry.

Leader in Exports
Today, Canadian manufacturers
are the top fenestration exporters to
the U.S. They exported $527 million
in doors and windows in 2009, a figure that declined roughly 14 percent
by 2012.
By contrast, Chinese
exports of doors and windows to the
U.S. increased by 30 percent over the
same period, from $206 million to
$268 million. If this growth rate continues, China will eventually surpass
Canada as the number one foreign
supplier of doors and windows to
this country, even if Canada returns
to its historical growth rates.
Sales of Canadian building products to the U.S. are aided by the
abundance of natural resources in
Canada, especially wood. Also, the
Canadian currency tends to fluctuate against the U.S. dollar in long,
slow-moving cycles with plenty of
time for adjustment. Shipping distances between Canada and the U.S.
are brief in comparison to any other
major world market. Thus, there is
no doubt that Canada will remain a
key trade partner in the door and
window industry, despite the rise in
prevalence of Chinese imports in
this segment.

>I
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MOULDING THE FUTURE
kelli@wmmpa.com

Well-Worth the Effort
New Standard/Specification for Plastic Moulding and Trim
BY
he Moulding and Millwork
Producers
Association's
(MMPA) Poly Blends Group
put the finishing touches to its
MMPA Standard/Specification for
Plastic Moulding and Trim during a
meeting in Sacramento, Calif., last
month. The new standard is the culmination of a few years of hard work
and compromise by the members of
MMPA. Headed up by chairman Bob
Simon, executive vice president of
Gossen Corp., the Poly Blends Group
secured an accepted final draft
which led to an approving vote at the
Westin Sacramento meeting.

KELLIE

SCHROEDER

T

Bob Simon (middle), Gossen, served as chair of the poly group, along with Steve
Jasperson (left) and Pete DeLaney. The group’s hard work paid off.

Five Years in the Making
“For the past five years the Poly
Moulding members of the MMPA
have been developing a quality
assurance program for interior and
exterior trim applications. This new
quality assurance program certified
by NAMI/MMPA for member
licensees is for trim manufactured
from polyvinylchloride, polystyrene
and polyurethane,” says Simon. “The
performance/compliance guidelines
for the poly member licensees sets a
new quality standard for poly interior
and exterior trim in the North
American building industry under
the certification of NAMI/MMPA.”
Over the past year, the Poly
Blends Group and MMPA worked
closely with Sharon Durand, president of the National Accreditation
and Management Institute (NAMI)
and her team out of Hayes, Va.
Durand and her staff aligned the
Poly Blends Group's vision on
paper, bringing structure and clarity
to the long-term project. NAMI was
the bridge connecting the diverse
manufacturing pathways involved
10
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in the project to a positive standard
and specification outcome.
The new standard/specification
for plastic moulding and trim
addresses exterior and interior
polyvinylchloride (PVC), polyurethane (PUR) and polystyrene (PS)
moulding and trim products. The
multiple product and raw material
approach within the standard and
specification represents the myriad
of products produced by the poly
manufacturing companies not only
within the MMPA membership, but
non-members as well.

Vital Contributors
Simon was flanked continuously
by steadfast committee members:
Mike Chausse of Vi-Lux Building
Products; Tim Dykstra of Royal
Building Products; Steve Jasperson
and Heather Sonnenberg of Therma
Tru/Fypon; Pete Delaney of Port-OLite Corp./Omega-Tek: and Tim
Hannen of Patwin Plastics. Although
there were other PVC, PUR and PS
companies interacting with the Poly

>I

Blends Group during this journey,
this core gathering of manufacturers
helped to shape the new standard
and certification throughout the
development process.
“MMPA’s new polymer moulding
standards and specifications positions “poly” moulding at the same
level of profile integrity as all MMPA
products today and truly supports
the very reason MMPA was founded,” says Dykstra. “The value of polymer moulding as an exterior or high
moisture moulding solution is well
known, but like any product, quality
and performance differences can
produce poor or even negative
results. The new MMPA poly standards and specifications places the
performance bar where the professional installer and homeowner will
feel comfortable they are getting the
right product for the application,
every time.”
❙
Kellie Schroeder serves as executive
director for the Moulding and Millwork
Producers Association.
www.dwmmag.com
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Call us: (407) 699-1862 to arrange a personal demo of SureFire ONLine MFG
Email us: info@surefiresys.com to get login credentials to our demo system
Read our FAQ page on the Web: http://www.surefireonline.net/SureFAQ.html
Watch our YouTube channel: SureFireSys
SureFire Systems, Inc. 1812 Town Plaza Ct Winter Springs, FL 32708
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AMD HEADLINES
jferris@amdweb.com

“Just the Facts, Ma’am”
“All We Want are the Facts”
BY
f you’re one of the silent generation or even perhaps a baby
boomer, you may recall the television series, Dragnet, and its infamous star, Sgt. Joe Friday. Sgt. Friday
is often remembered and parodied
for saying, “Just the facts, ma’am.” In
true fact, what Friday actually said
in one of the first episodes is “All we
want are the facts.”
Here are the facts that every prehanger and component manufacturer needs to know about the
Association of Millwork Distributors’
(AMD) newly published ANSI/AMD
100-2013, Structural Performance
Ratings of Side-Hinged Exterior
Doors
and
Procedures
for
Component Substitution (SHEDS).

I

Two Different Animals
Fact: The door industry and distribution chain are built as differently from the window industry as
are the uses of the end products
themselves.
Fact: Unlike windows, doors are
meant to be used daily, dozens of
times a day.
Fact: The door industry utilizes
components from many different
manufacturers domestically and
globally, versus the window industry where window manufacturers
build the entire window assembly.

Building Code Compliance
Fact: For a number of years the
International Residential Code (IRC)
has presented two options that enable
side-hinged exterior doors (SHEDs) to
prove their ability to provide assurance of structural integrity. Those
options were to (1) show compliance
by certifying and labeling to the
AAMA/WDMA/CSA 101/I.S.2/A440
12
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or to (2) prove performance by testing
to the ASTM E 330.
Fact: This E 330 methodology
tests the structural integrity of
SHEDs by static air pressure. This
means that in the case of a “wind
event” a door unit must show that it
will not have a failure, such as having
one or more components of the door
unit break in a manner that would
allow for a structure to “over-pressurize.” This “over-pressurization” is
generally deemed to be a contributing cause of the catastrophic failure
of a building envelope in high wind
events, such as may be had in the
course of a hurricane.
Fact: In April, 2013, the
ANSI/AMD 100 received code recognition during the International Code
Council (ICC) hearings, as a comparable alternative standard for SHEDs
to use for certification and labeling.
Both the ANSI/AMD 100 and the
AAMA/WDMA/CSA 101/I.S.2/A440
standards use this same E330 test
methodology. That’s a good thing
because we can all discuss the performance characteristics with the
same base line information.
Fact: Over the years, attempts
have been made to make the
AAMA/WDMA/CSA 101/I.S.2/A440
the exclusive reference for structural compliance for fenestration
products in the model building
codes. AMD has, on numerous
occasions, represented the millwork pre-hanging industry at ICC
hearings in opposition to the exclusive use of the AAMA/WDMA/CSA
101/I.S.2/A440
standard
for
SHEDs, presenting a valid case that
has been supported unanimously
by the ICC.
Fact: In order to comply with the

>I

AAMA/WDMA/CSA 101/I.S.2/A440,
it is required that every door configuration be tested. Every time a consumer makes a choice beyond what
has already been tested, another full
set of tests are required. This
includes inswing, outswing, single
doors, double doors, triples, quads,
doors with transoms, etc. Changes
from one component to another
perhaps untested one would require
more tests, and of course, more
labels for compliance. Testing to the
AAMA/WDMA/CSA 101/I.S.2/A440
can range anywhere from $1,700 to
$5,000 per configuration.

Proactive Approach
In 2008, AMD took a proactive
approach and developed its own
structural standard for the industry
with the goal of obtaining ANSI
accreditation recognition by the ICC.
Fact: The AMD 100 is now fully
ANSI-approved as an American
National Standard, which means it
has been vetted within the industry
and shown to reach agreement by a
consensus of industry members.
Fact: The AAMA/WDMA/CSA
101/I.S. 2/A440 is not an ANSI
approved standard.

Standard Comparison
Fact: The ANSI/AMD-100 is
designed to address one set of performance requirements specific to
one section of the IRC. The
AAMA/WDMA/CSA 101/I.S.2/A440,
on the other hand, has 12 other sets
of test requirements that SHEDs
must meet in addition to testing to
the ASTM E330, despite the fact that
the IRC expressly requires testing
continued on page 14
www.dwmmag.com
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continued

Compare the Standards

and labeling for structural integrity
only. Air infiltration is also required
but referenced in another section of
the code. (Reference the AMD comparison table to the right.)
Fact: Building codes exist to
ensure the construction of safe,
sustainable and resilient homes.
Other optional performance criteria, such as water penetration,
forced entry, load deflection, cycle
performance, vertical loading,
impact resistance, latching hardware performance, force-to-latch
deadbolt, force-to-latch lock, and
component material requirements
are more effective when discussed
in terms of the installation methods than they are in terms of any
mandatory test standard criteria.
Fact: One set of performance
requirements is more cost-effective
and efficient than 12.
Fact: The ANSI/AMD 100 sets
forth specific procedures for component substitution or interchangeability. The AAMA/WDMA/CSA
101/I.S.2/A440 does not.

Interchangeability
The door industry has evolved to
make use of a variety of components
from a variety of manufacturers,
some national and some regional.
Door slab manufacturers generally
are charged with handling and paying for the testing. There are some
component companies that do as
well but, in general, it becomes the
responsibility of the door manufacturer. It makes good sense to provide
for as much flexibility, and account
for as much of the market, as possible by working with other component manufacturers to build the
units; and to share results once the
14
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testing is done. This is accomplished
through ANSI/AMD 100.
Fact: The AMD standard begins
with a fully tested door assembly
and permits interchangeability of
components based on that proposed component’s performance
characteristics. These characteristics are known as a result of other
tested units, similar in nature, with
similar components, and a critical
eye to the interaction of the related
components. The AMD 100 never
sums the structural performance
ratings of individual components to
extrapolate the performance of the
complete door assembly. In fact,
the standard has limitations on the
nature of the substitutions allowed
before a unit must be retested to
prove its ability to withstand the
static loads in the test chamber.

ANSI/AMD100
Fact: The ANSI/AMD 100
requires that a door system be tested and rated as a unit per ASTM
E330, and allows for the substitution of components that have
themselves been tested in systems.

>I

The component’s maximum tested
pressure must be equal to or greater
than that of the originally rated system. The governing rating is that of
the originally rated system.

Fact: A design pressure rating is a
full system rating. Components themselves cannot be rated; they can be
tested and evaluated, but not rated.
Fact: A technical review of the
ANSI/AMD 100, as well as validation testing of the standard, was
completed successfully by a thirdparty independent testing laboratory in December 2012.
As I mentioned in the beginning,
“all we want are the facts,” and now
you have “just the facts!”
For more information about the
Association of Millwork Distributors
or to obtain the ANSI/AMD 1002013,
Structural
Performance
Ratings of Side-Hinged Exterior Door
Systems
and
Procedures
for
Component
Substitution,
visit
www.AMDweb.com.
❙
Jessica Ferris is director of codes and
standards for the Association of Millwork
Distributors.
www.dwmmag.com
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WOODWARE

WOODWARE

WOODWARE

Zoom Fit

WOODWARE

BUSINESS
INTELLIGENCE

WOODWARE

WORKFLOW

WoodWare Systems is the ONLY millwork software company that has invested the time to develop the key
components in-house on the same integrated platform.
The WoodWare ERP, DocXT (document/file management system), WarehouseXT (RF based Warehouse
Management System), and WebConnect (the first browser based remote user portal) have all been designed and
developed by WoodWare with the assistance of our customers. Our Business Intelligence and WoodWare WorkFlow
modules are integral parts of our relational database. All aspects of the system are tightly aligned. There is no need for
the data warehousing ETL (Extract, Transfer & Load) by a third party since it is all built in and runs against your live
data. WoodWare is the only company developing the user interface on a browser based technology which provides
unparalleled flexibility.
The benefit to you is a system that is continually being fine tuned allowing us to quickly respond to your needs and help
you to run your business better than ever!
If you are facing a major upgrade with your current system, it might be time to take a look at the new
WoodWare Systems suite of products…the only software that is Baked-In NOT bolted on!
For a demo on WoodWare, WoodWare’s
Warehouse Management System,
Webconnect, DocXT Imaging System,
Embedded Business Intelligence/Analytics
and other exciting WoodWare developments,
please give WoodWare Sales a call
at (901) 763-3999.

COME SEE US
AT THE AMD CONFERENCE
NOV 3-7, 2013 IN ATLANTA
BOOTH #519

WOODWARE SYSTEMS
Millwork Specialists
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GUEST COLUMN
ncarter@woodwaresystems.com

Loose Ends
Ensuring These Don’t Make You Crazy
BY
iming is everything. Take the
man who went in for his
physical and all of the associated tests. He bumps into his
doctor at a party and the doctor
tells him he has some bad news
and some really bad news. “The
bad news is that your tests came
back and show that you have 48
hours to live.” The horrified man
responded, “What can be worse
than that?!” The doctor replied,
“I’ve been trying to reach you for
two days!”
Fortunately, it seems that
much of the news for our industry is on the good side for a
change. The positives are also
tempered with caution. The
good news is that most of the
companies that have survived,
and now looking to get back into a
growth mode, are trimmed down
and extremely lean. The dilemma is
handling increasing workloads with
existing personnel.
We recently completed a workshop with several customers to discuss this issue. Every time we meet
with owners and managers they each
have their own specific (and different)
parts of the business they have to stay
on top of every day. It’s the “loose
ends” that drive them crazy, and each
company’s “loose ends” are different.

NICK

CARTER
time-critical applications in health
care are analyzed and addressed.

T

The Breakthrough Assistant
Reports, while valuable, are in
some cases a “Where’s Waldo?”
exercise.
Users like the dashboards and
drill down capabilities, but as one
of our customers put it, “While I
like the speedometer and radar
detector on my car and use them all
the time, it would be great if I had
16
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Cutting Through Layers

an assistant who was sitting at
every radar trap and notified me
before I crested the hill!”
This is where we see the technology challenge and opportunity ahead.
When you think about it, the
decision process is fairly straightforward. Your system is (or should be)
generating information (in reports,
dashboards, etc.) and then someone
is analyzing (by reading, drilling
through data, etc.) and then reacting. Since staffs are smaller than in
the past, management spends a lot
of time chasing things down.
Almost every system has automated the clerical level, but the real
payback is when we can automate at
the management level and have the
system take care of the “loose ends.”
We have been fortunate in that one
of our primary vendors is a major
player in the medical information
technology arena. We have benefited
from observing how some of the most

>I

A challenge that they face, and
one we see often, are the multiple
external layers and systems that
are introduced at many stages of
the purchase process. A customer
email can trigger an order process
to begin. Orders are placed using
a manufacturer’s third-party
entry system and need to be
reformatted and entered into
your system. You may have an
order process that involves several departments at various stages
for approval/rejection that could
require coordinating system
monitored and human intervention events (see chart). You may
want something as simple as
changes in an order by customer
service to be immediately communicated via email and/or text to the
sales rep and maybe even the customer. The list grows with your
imagination.
In essence, we are seeing the
need for not just a single system,
but multiple systems working
together as an integrated tool. You
can’t do just 80 percent and provide
the best outcome.
The customers that attended our
meeting really expanded the horizons we now see as opportunities to
better serve the key decision makers. As the “loose ends” become less
of a factor, they can provide a much
better experience for their customers and focus on the creative
aspects of their responsibilities.
❙
Nick Carter is president of WoodWare
Systems, based in Cordova, Tenn.
www.dwmmag.com
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Two Materials On One Machine
In Just Seconds!
INTRODUCING
the Intercept® ULTRA /
ThinPlate® Option Kit

10% to 15% material savings versus Tinplate
Upgrade available on existing lines
Opportunity to increase flexibility and decrease inventory
Facilitates preparation for 2014 Energy Star ® requirements
Now you can run energy-efficient Intercept ULTRA and cost-effective ThinPlate ® on ONE machine!
The switch is done in less time than it takes to change a coil! No tools required.
Call your GED Sales Representative today for more information.

330.963.5401

www.gedusa.com

Custom
Engineering
SEE US AT WIN-DOOR
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What’s News
EVENT NEWS

Industry Rises from the Doldrums
ttendees seemed to greet
optimism at every turn on
the trade show floor during
GlassBuild America held September
10-12 in Atlanta. DWM was there to
bring you all the news from the
show. For blogs, visit www.dwmmag.com/index.php/category/tarat
affera/ and for four days of video
news reports about the event visit
www.dwmmag.com/index.php/category/studio/. Finally, for all the
news coverage search for GlassBuild
at dwmmag.com.

A

Commercial Expansions
From window companies’ expansion into commercial markets to
growth by residential suppliers serving
both markets, there is no doubt that
opportunities abound in this space.
At the Truth Hardware booth Jim
Seaser, director, new business development, referred to the fact that Truth
and Amesbury are now “sister-companies” as Truth was purchased by
Tyman, which also owns Amesbury.

“Companies see the value of it
and it definitely makes sense,” he
said. One of the reasons is Truth’s
strong presence in the commercial
hardware market. Seaser talked
about some of those options. The
company featured its multi-point
locks for commercial windows.
“We wanted to leverage our
Maxim product on the residential
side and bring that to the commercial market,” he said. This commercial product offers ease of operation, performance, ease of installation and adjustability.
“Commercial windows are getting bigger so this new product
offers five locking points and can be
used for windows up to 102 inches
tall. Each locking point can accommodate 350 pounds,” said Seaser.
“We have received a lot of interest on this and we just completed
the pilot run,” he added.
Amesbury also had commercial
hardware on display. “The Americans
with Disabilities Act (ADA) handle is

very big for the commercial division,” said Deb Lanctot, speaking
about this new product for the commercial segment.
Quanex introduced what it calls
its “first foray into a true commercial window.” The C3 11000 tilt and
turn window is targeted for 25-story
buildings, said Eric Thompson,
Quanex Building Products. The 1
5/8-inch glazing helps the window
achieve low U-values and high
structural properties, he added.
Big growth will come from the
commercial segment, said Filip
Geeraert, president and CEO of
Deceuninck North America. “Our
customers tell us they have found
some niches,” he added. “Some
have found the niche of light commercial. Some say residential is flat
but light commercial is up.”
To that end, Deceuninck showcased its newly- branded Icon
Series, a line of residential products
that may also be used for commercial applications.
The company also made updates
to its Revolution Tilt-and-Turn™
window system for the commercial
market. The product offers a unique
configuration that incorporates individual HVAC units within the frame.

Glass Shines
Glass suppliers were out in full
force displaying their latest products at the show (for news from AGC
and Guardian, go to www.dwmmag.com/studio and view the GBA
day two video).
Guardian Industries unveiled
ClimaGuard 53/23 low-E glass for the
Southern region. The glass manufac-

Glass suppliers, including Guardian, offered an array of residential options.
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continued on page 20
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Warmer
sightline
temperatures.
••••

Improved
resistance to
condensation.
••••

Improved
overall window
U-Factors.
••••

No polymer
content
eliminates the
risk of
chemical
fogging.
••••

The only
comprehensive
20-year
factory
warranty.
••••

Over
500,000,000 IG
units under
warranty.
••••

Delivery
99.99% on
time and
complete.

This latest evolution in Cardinal insulating glass features a new, improved warmedge spacer. Depending on window design, Endur IG™ improves performance,
increasing sightline temperature by 1-2 degrees. And it can improve overall window
U-Factor up to 0.005 – a big deal when chasing the last 0.01 decimal for compliance
to energy code. Endur IG builds on the proven technologies that help Cardinal IG units
achieve the industry’s lowest failure rate – only 0.20% over twenty years – allowing us
to offer the industry’s only comprehensive 20-year factory warranty. Endur IG, the
future of insulating glass. For more information, visit cardinalcorp.com.

IG

A CARDINAL GLASS INDUSTRIES COMPANY

ENGINEERING THE FUTURE OF INSULATING GLASS
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Endurance
has a new
name.
Introducing
Endur IG.
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What’s News
CONTINUED

turer also introduced ClimaGuard
72/57 which meets Energy Star®
requirements in the Northern U.S.
Zone and, by flipping the IG unit and
orienting the coating to the #2 surface, meets requirements for the
North-Central Zone. (For more information on both of these products,
see page 26).
At the PPG booth, Sungate 600 and
Solarban 60 glasses were featured as
part of a dual-pane insulating glass
unit (IGU) that enables residential
window manufacturers to achieve R5 insulating performance without
triple glazing. Another residential
window product, Intercept Blackline
warm-edge spacers, combines
exceptional insulating performance
and unobstructed views by fitting
neatly below the window’s sightlines.
Company representatives also
told attendees about its new residential glass website.
The upgraded site houses a separate resource center for residential
window manufacturers. A technical
information section links directly to
the PPG technical library, glass
design guidelines, thermal stress
analysis, material safety data sheets
and “Quality Now” manual for the
Intercept® spacer system.

Fiberglass: Nowhere
to Go but Up
While fiberglass has been
around for years, it still represents
a small portion of the market, and
future growth is imminent.
“We are getting good feedback
and more awareness of the product,”
said Laurie Davies of Omniglass.
Joinery has always been an issue
for fiberglass windowsbut the company said the issue has been corrected. It developed a process of injecting a self-leveling urethane in a
mulled-in corner. “You can put the
sash and frame together in less than
two minutes and it is structurally
sound and puts to bed that issue of
failures,” said Davies.
Geoffrey Card, a technical consultant for Diversified Structural
Composites, said there is a need for
a systems company such as this one.
“An aluminum fabricator told
me: ‘I have to get into something
else. I can’t meet the requirements.’”
“There is still a high curiosity
level and people seem to be better
educated now on fiberglass,” added
Mark Back, operations manager.
With fiberglass it seems there is
nowhere to go but up.
“We are growing,” said Bernard

Caldwell Takes the Cake

The company celebrated its 125th anniversary at the show.
20
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Rokicki, chief operating officer,
Inline Fiberglass.

Keeping up With
New Components
Another category seeing growth
is profile wrapping, according to
Bernard Rieser, FUX Austria, whose
machines were displayed with the
Hornschuch Group.
“In Europe lamination is really
popular,” he said, “and it is finally
growing here. There is more consumer awareness than ever before
as consumers want more colors
and choices.”
Screenco
introduced
its
OneScreen system that offers just
one screen for all window systems.
“We haven’t come across a window
that it doesn’t work for,” said Jayme
Tilley. “One manufacturer came by
and was so excited to see something new, and even better was that
it won’t ruin his seals.”
Lauren Manufacturing knows a
thing or two about seals, as well, as
the company offers a variety of
sealing solutions. The company
showcased its door seal, a closed
cell EDPM product with a low friction coating. It also featured its
continuous corner seals.

Windows and Doors
to the Maxx
Skyreach displayed its brand new
R-Maxx series, a foam back rigid PVC
window. The company exhibited its
single-hung version, and Franco
Valente, sales director, described it as
an extremely rigid product which
results in less deflection than similar
products. It also offers superior insulation properties.
Westech Building Products
showcased its new R-5 door which
J.P. Braaten said was generating
interest in the residential market.
“They can go to a triple glaze
with this product,” he said. “We are
seeing a lot of interest.”
❙
www.dwmmag.com
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Energy & Environmental News
MARKET ANALYSIS

How do the Energy Star Programs in
the U.S. and Canada Compare?

New Energy Star critera goes into
effect in Canada on February 1, 2015

omparisons are expected. The U.S. is set to
finalize its new Energy Star criteria in 2013 and
Canada has just published its latest version
which will go into effect February 1, 2015.
Even manufacturer support varies between the two
countries. John Cockburn, director of The Equipment
Division, Office of Energy Efficiency, Natural
Resources Canada, points out that the Energy Star program in general is highly recognized in Canada.
“Canada is a very active Energy Star partner and it
covers every product,” he says. “It is a mark that is
widely recognized and is a very big part of the
Canadian residential scene.”
Both countries introduced Most Efficient programs
for windows in 2013. Twenty-two window manufacturers and one dealer participate in the Canadian program which encompasses 23,000 models of windows
out of nearly a million, says Steve Hopwood, Energy
Star account manager for windows, doors and skylights for the Office of Energy Efficiency, Natural
Resources Canada.

C
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“It takes some time to get traction,” says Cockburn.
“The manufacturers have to get the retailers on board.
We are in it for a while and expect it to grow.”
Hopwood adds that 23 participants is about what
was expected when the program was launched.
“A lot of companies print literature years in advance
so there is a delay sometimes,” he says.
While the most efficient program is a way for companies to stand out from an energy perspective, Canada’s
latest Energy Star version also became more stringent.
“We noticed there was quite a lot of room for
improvement in efficiency,” says Hopwood. “We went
through a two-phase process to get to the 2015 spec.
The first phase was October 1, 2010. The next phase was
2015 so we did an analysis of what was achievable and
followed that with a lot of consultation. This included a
steering committee comprised of manufacturers of all
sizes, as well as suppliers and extruders. We are fairly
confident we were on track with both phases.”
continued on page 24
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Energy & Environmental News
CONTINUED

What role did payback play when revising the criteria?
“Payback is always a criterion we look at for all products in the program,” says Hopwood. “For fenestration
there is no difference though it is a bit complex as there
are four zones. We also have to take different fuel types
into consideration, and whether it’s new construction or

ANY WAY THEY WANT IT.
THAT’S THE WAY YOU NEED IT.

renovation. For 2015, the average payback is just over
eight years which given current realities this is very good.”
“There are so many other benefits to the upgrade,”
adds Cockburn. “Payback is just one item.”
While payback is also a consideration to homeowners
in the U.S. there is another bigger way in which the two
countries differ. Canada adopted its
Energy Rating (ER) in the 1980s and, while
some manufacturers question its effectiveness, Hopwood points out that a Review of
Window Energy Rating Procedure in
Canada, published in January 2013
showed that “it is an effective tool to rank
windows.”
The purpose of the ER is to help consumers compare the relative energy efficiency of windows and glazed sliding
doors. It is a single number rating that
evaluates the energy performance under
winter heating conditions and takes into
account the balance between heat loss
through conduction and air leakage, and
solar heat gain through the door or window. The ER was designed mainly for
ranking products in a heating-dominated climate and for doors and windows
installed in low-rise residential buildings, according to the report.
—Tara Taffera

U.S. Manufacturers Save Energy

SATISFY ALMOST ANY SPEC YOUR
CUSTOMERS CAN DREAM UP.
Performance mandates? No problem. Reduce costs? No problem.
Increase strength? Save space? Improve aesthetics? No problem.
Introducing the re-mastered System 700, engineered for
COMPLETEmEXIBILITYANDPREMIUMPERFORMANCE3INGLE HUNG
$OUBLE HUNG3INGLE SLIDER$OUBLE SLIDER&IXED)NTERNALAND
EXTERNALGLAZING-MMMMGLAZE 

'RPRUHZLWKIHZHUSURŵOHV'LVFRYHUWKH6\VWHP.
ZZZQDUHKDXFRP
Leesburg, VA - Tel: (800) 247-9445
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PPG Industries, Eastman Chemical
Co., Saint-Gobain Corp. and Ingersoll
Rand were among the more than 120
manufacturers recognized in September
by the Department of Energy (DOE) for
making wise investments that reduced
energy costs and greenhouse gas emissions while improving their bottom lines.
Through the DOE’s “Better Buildings,
Better Plants” program, which is a key
cog in President Barack Obama’s efforts
to double energy productivity by 2030
while saving businesses money and energy, more than 1,750 plants across the
nation have saved about $1 billion in
energy costs.
Other companies involved in the program with glass/window industry ties
include Aloca, 3M, Serious Materials,
Sunoptics Prismatic Skylights, Arkema
and the Dow Chemical Co.
❙
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Green Giants
The Winners of DWM’s 2013 Green Awards

hose who rose to the top of the ranks for DWM’s Annual Green Awards represent all facets of the door
and window industry. They serve as a reminder that the industry continues to embody green principles
and practices.
This year’s winners include a window manufacturer that embraces energy efficiency at every turn, a supplier
that helps keep the building and window air tight, a glass supplier that offers new solutions for northern and
southern regions and a window manufacturer who took the extra step to train its dealers on the benefits of
Energy Star windows.

T

INVESTING ENERGY IN TRAINING
Soft-Lite Windows
Manufacturers know they can produce the most
energy-efficient window on the market, but if their
dealers are not well-educated about those benefits, the
product won’t reach the homeowner nor will that
homeowner realize valuable energy savings.
Soft-Lite Windows, based in Streetsboro, Ohio,
worked to change all that. In 2013, the company
worked closely with Energy Star representatives to
develop a brand-new structured Energy Star training
program to educate its dealers and distributors. The
program, launched in July, encompasses an overview of
Energy Star including qualification criteria for door and
window products, the anatomy of energy-efficient windows, information on retail partnerships and how dealers can best promote the program.
Trainees must successfully complete an evaluation

to pass the training, adds Melanie Thomas, marketing
coordinator. And they can’t just skate by—they must
score 100 percent, and then they receive a certificate
to use in their showrooms or in-home presentations
with consumers.
“The company's new training program is designed
to work in conjunction with our existing product training, which does include education on the Energy Star
program,” says Thomas. “Soft-Lite has always utilized a
series of product training modules, all of which include
a detailed anatomy of each specific energy-efficient
window model, as well as the NFRC testing data and
Energy Star qualification labels for that model with
each of the glass options available.”
The training program is administered to every new
dealer and distributor by a Soft-Lite sales manager.
The company’s goal is to have most of its large dealers trained before year-end.

At Soft-Lite, it’s all about the educating its dealers which earned the company a green award this year.
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“Our long-term goal, for 2014, is to make this training program electronic so our dealers can go through
the training and complete the evaluation on-line, and
then the system will generate their certificate for them
to print,” adds Thomas.
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the Northern climate which has grown in adoption of
passive solar gain products.
“If offers the same U-factor performance people
have become accustomed to,” says Clancy. “It brings in
a new level of passive solar gain to take advantage of
free heat the winter sun has to offer.”

EXCITED ABOUT ENERGY EFFICIENCY

Guardian Industries

EMBRACING EFFICIENCY AT EVERY TURN

To hear Tim Clancy talk about it, you can’t help but
get excited. That’s because the residential product
manager at Guardian Industries is excited about his
company’s focus on innovation and on bringing those
new products to consumers. And to know that these
solutions are of the energy-efficient variety that will
allow window manufacturers to sell new energy-efficient solutions adds to the anticipation.

BF Rich Windows and Doors

Guardian introduced two brand new products for residential
window makers one for the Southern region (illustrated at top)
and one for Northern climates (illustrated at bottom).
“For the last year innovation has abounded at
Guardian,” says Clancy. “We are really excited to show
these products and see what the manufacturers do
with it to build new products.”
“We have a line of sight to the new Energy Star criteria, and many window manufacturers are actively
designing products to meet these criteria,” he says.
To help along the way, Guardian has introduced two
brand new products. ClimaGuard 53/23 triple silver
for southern climates “takes solar heat gain to a whole
new level while providing light transmission those in
that southern environment are comfortable with,”
says Russo.
The second, ClimaGuard 72/57, was developed for
www.dwmmag.com

What makes BF Rich an energy-efficient supplier of
doors and windows? According to Mark Milanese, a BF
Rich dealer and owner of Milanese Remodeling, you
can’t list just one factor.
“They are a manufacturer that truly embraces energy efficiency—in principle, with the products they
make and how they make their products,” says
Milanese.
When talking with Terry Rex, vice president of sales
and marketing for BF Rich, you realize Milanese is
deadly accurate in his assessment. From the way it
transports its products utilizing GPS systems, and the
most efficiency delivery methods designed to save
fuel, to manufacturing to working with energy-conscious suppliers, everything the company does is
looked at from a green angle. The company started
this energy quest back in March 2009 when it adopted its environmental manufacturing commitments.
“Our products require less cleaning so there are less
cleaning chemicals used,” says Rex. “They save energy
so the consumers save energy dollars and we lessen
our dependency on foreign oil. Our screens allow 25
percent more light through them so there is less of
demand for artificial lighting.”
Equipment used in the manufacturing process
includes machines like Quik-Dose, available from
Quanex Building Products, which increases the fill rate
in glass gas filling.
This machine rapidly fills insulating glass (IG) units
with liquid argon for better thermal and sound insulating
properties, says Rex. It calculates each unit's volume size
automatically and doses the appropriate amount of liquid
gas to the insulating glass unit in a vertical orientation. The
liquid reaches the bottom of the unit via gravity with less
waste and turbulent effect, usually associated with other
conventional gas-fill methods. The liquid gas displaces the
lighter moist air at an approximate volume change of
1:841 (argon). This expansion and the fact that the gas is
heavier than air, pressurizes the window and forces the air
within the unit to vent to the outside atmosphere. After
the unit has pressure equalization, the opening is sealed.
BF Rich yields a 96-97 percent fill rate, adds Rex.
In fact, when working with its vendors, the company
requires them to comply with its online Vendor Quote
Request (VQR) and Vendor Purchase Orders (VPO).
continued on page 28
October 2013
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Giants
continued from page 27
failure rates significantly.

The company uses the Quick Dose liquid argon machine as
way to reduce waste when filling units.
VQRs and VPOs are exchanged electronically between
BF Rich buyers and vendors.
“These eliminate the need for mailing and faxing,
allow electronic orders to be placed, improve lead
times for custom orders and search capabilities for
items such as order deadlines and performance and
evaluation criteria,” says Rex.
Vendors with green business practices include Truth
Hardware and Quanex Building Products.
The company produces its GreenShield High
Performance Window with these efficient systems and
components.
“The product upgrade is an ‘easy sell’ to those who
are already conscious of the environment,” says
Milanese. He says this is based on many factors, which
he explains to the customer, which includes:
• Enviro-Foam Insulation. This consists of injecting
polyurethane insulation into sash and frame cavities
to reduce heat transfer rates for warmer frames,
reduced heat loss and improved overall U-factor.

• Duralite polycarbonate Insulating Glass Unit (IGU)
spacer: The spacer, supplied by Quanex Building
Products, improves the total R-Value because it contains no metal to transfer temperature at the glass
edge. Duralite also has excellent argon gas retention
properties because it is impermeable to gas and
water vapor, so the energy efficiency created by
injecting heavy gases into the IGU lasts longer. The
product also creates a better seal that reduces glass
28
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“Since glass failure is a big reason for replacement of
glass, reducing the failure rate, saves the energy and
additional waste introduced into the environment
caused by the need to replace failed glass,” says
Milanese.
• Heat Control Ag3: This low-E glass from PPG
Industries includes a triple silver heat control soft
coat that keeps spaces warmer in winter and cooler
in summer while filtering out 94 percent of the sun’s
damaging UV rays. The glass is accompanied by
PPG’s low-maintenance glass product as well.
When it comes down to it, what matters is the success dealers like Milanese have selling the product to
homeowners.
“I really believe the features and benefits of the
GreenShield High Performance Window allow me, as
a window specialist, to improve the overall home
ownership experience, while being good for the environment,” says Milanese. “That is the distinction that
has made the BF Rich GreenShield product so popular with my clients and allowed me to get over 95 percent of all of my window clients to invest in this
green product.”
Rex adds that the company now produces approximately 40 percent of its premium windows with the
GreenShield option.
In fact, it was the introduction of the GreenShield
product that caused the company to look at its overall
operations from an energy efficiency standpoint.
“We came out with GreenShield and we needed to
make sure we did everything we needed to be doing
from a manufacturing standpoint so we looked at all
the areas we could be conservative in some areas,” says
Rex. All those areas formed the basis of the company’s
environmental manufacturing commitments.
Does this focus on efficiency, along with
GreenShield, make a difference when enticing a new
customer? Rex says new customers always ask, “Do
you have an entry-level product?”
“We are seeing that for 27 percent of the market,”
says Rex. “We tell them yes but then we are quick to
remind them that 73 percent of market is looking for
value-added products. We not only have proprietary
designs we make but we are one of very few who have
a package such as GreenShield. Even in a cost-driven
market the consumer very easily relates to what we
have done with this line with these standard features.”
“In most markets where everyone is selling the same
product, if you have a product that is unique it is an
continued on page 30
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continued from page 28
airtightness, long-term UV protection, breathability
and weatherability.
The DefendAir 200 is a 100-percent silicone liquidapplied air and weather barrier with air infiltration
rates that help keep energy costs down. This vaporpermeable, one-component, water-based coating
cures to form a flexible membrane that is impervious
to water but has the ability to “breathe,” allowing
water to escape from inside the substrate.
The company’s Silicone Transition System consists of
easy-to-install, high-performance silicone rubber strips
and corners that form a continuous airtight transition
from window to wall. This system offers durable weatherproofing protection against air and water infiltration.
Finally, its Silicone Weather Barrier Sealant ensures
continuous sealing without additional penetrations,
and the 791 Silicone Weatherproofing Sealant works
with other Dow Corning materials in the system to
provide long-term durability for the building envelope, says the company.

advantage,” he adds. “It also allows our customers to
make a reasonable margin; and of course our goal is to
help our customers be successful.”

NO ENERGY ESCAPING HERE

Dow Corning® Corp.
Energy efficiency takes on many levels in door and
window processing. For example, an energy-efficient
window must be produced, and a dealer must then sell
those energy-efficient benefits. Once the product is
sold, the product must be installed in such a way that
the product doesn’t let energy escape from the window.
The Dow Corning Silicone Air Barrier System, including its DefendAir 200, Silicone Transition System and
silicone sealants, help achieve that last item.
The products in the system are designed to work
together to better protect the entire building envelope and to improve the energy efficiency of buildings. By bringing the key benefits of silicone technology to the air and weather barrier market, the company has created a system that provides the industry
with better protection from the elements, including
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Truth Hardware - The Industry’s Leading Engineered Solutions Provider.
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Genesis is a revolutionary
system for building windows
with traditional millwork
construction. Genesis is a solid
Cellular Window System
(Frame, Sash & Sill) with a high
quality Capstock finish,
designed for the Premium
Remodeling / Replacement &
Custom Home Builder markets. www.genesis.royalbuildingproducts.com
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continued from page 30
KEEPING CANADIAN HOMEOWNERS IN LINE

Inline Fiberglass
Inline Fiberglass, based in Toronto, is one of the 22manufacturers that are part of Energy Star Canada’s
Most Efficient program (for more on Canada’s Energy
Star program, see page 22.)
“We are, in fact, on the Energy Star Canada’s most
efficient list and have the number two and three highest Energy Rating (ER) window in Canada,” says
Bernard Rokicki, chief operating officer. Fiberglass is
definitely an up and coming market, explains Anthony
Bartolini, U.S. sales manager. “It’s a market we will
serve well because our products are high in the performance category.
For those who may still be wary of fiberglass as it is
an emerging material, it’s proven in Europe.
“This is an excellent way for people to use a proven
factor that comes from Europe and use that technology and model into their customer’s home design,
says Bartolini. “The average American moves every
seven years and now in North America, they are rooting themselves and looking for value. When end users

are building homes and spending their own money
for their dream house they understand and realize
that the additional cost up front will yield savings
later. Everyone is cognizant of that and anticipating
that for the future. So with that shift in mentality, they
are looking beyond price points and looking for an
energy-efficient product with an established return
on investment (ROI).”
Inline Fiberglass also utilizes passive solar concepts,
thus it is very involved in the passive house market.
“At the end of the day ROI is important but there are
case studies showing that very energy-efficient homes
can be built at not much of a premium,” he says. “It’s just
a matter of time we [fiberglass] become a main player
from a framing standpoint but that hasn’t happened
yet—there are no incentives. Maybe the next administration can institute an incentive for passive houses.” ❙
Tara Taffera is the editor/publisher of DWM/Shelter magazine.
She can be reached at ttaffera@glass.com. Follow her on
Twitter @dwmmag, read her blog at dwmmag.com and like
DWM magazine on Facebook.

Windows have allowed me to increase my profit and revenue over
“Elements
the past year! œ
Ron Lomonaco, Guida Door & Window

Windows have allowed me to separate myself from competitors
“Elements
pushing price! œ
Bob Dillon, Unique Home Solutions

¡ And Soft-Lite Elements Windows can help grow YOUR business, too! Youž ll enjoy:
Exclusive territories & lead generation programs
Best performance ratings on the market
Array of marketing & sales tools
Easy installation; fewer callbacks
Many styles & options to choose from
10250 Philipp Parkway Streetsboro, OH 44241
800.551.1953 330.528.3400
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Innovation
One Step Further

The highest degree of proficiency, skill,
or excellence is known as perfection.
In the world of casement window
hardware, it is known as the NOVA®.
Now featuring a hinge with the highest
load bearing capacity in its class, the
NOVA series combines expertly
engineered operators with the most
sophisticated handle design and
multi-point locking system on the
market—delivering a casement
solution unrivaled in performance,
technology, flexibility and aesthetics.
It’s the total package, and then some.

NOVA® slim
casement locking handle

13” NOVA® clean

a world in focus
NOVA®
awning operator

NOVA® dual arm
casement operator

SEE US AT WIN-DOOR

Product Information

Zoom Fit

+

–

I<

<

>

>I

Win-door 2013:
Incorporating
SHELTER® Magazine

DOOR & WINDOW MARKET MAGAZINE

© 2013 Door and Window Market (DWM)
Magazine. All rights reserved.
No reproduction of any type without
expressed written permission.

Contents

Search

Archives

E-Mail

Subscribe

A Win-Win Event

t's autumn in the Northern hemisphere and that means it's trade show season. Trade shows bring something
new to see, people to meet, new inventions or upgrades to your favorite tools, and old friends with whom you
can catch up. If you're not already scheduled to go, mark your calendars for November 12-14, 2013 and visit
the Metro Toronto Convention Centre for Win-door. Whether this is your first visit to the Fenestration Canada
show or you're a veteran visitor, take a quick look at who you can expect to see there and decide for yourself the
best connections for yourself and your business.

I

WINDOWS

VEKA Offers Solutions and More – Booth #1503

Quanex Cool – Booth #1541

VEKA will showcase various innovations for this
year’s show with energy and innovation serving as the
driving forces behind these products. Products being
shown include Evolutions® high performance window
with Solutions® solar charging system integration.
Commercial EuroView® products will also be featured
as well as a casement hybrid product that the company says is making waves in Western Canada.
❙❙➤ www.veka.com

Quanex Building Products will debut two new products, the Mikron® C3-11300 AW-Rated Window System
and the MikronWood® Thermal Advantage Window
System at Win-door.
Part of Quanex’s “Innovation Zone,” MikronWood
Thermal Advantage features Quanex’s MikronWood
composite frame material, specifically engineered for
increased thermal performance for colder temperature climates. This system uses solid-core composite
material that can be fusion welded at the frame joints.
The resin combination doesn’t absorb moisture, preventing damage caused by condensation, rot, mold
and insects.
The MikronWood Thermal Advantage Window
System is designed for both the replacement and new
construction market. It features a 4-1/2-inch frame
depth that accommodates up to 1-3/8-inch thick
insulating glass and fits triple-glazed glass units. It is
available with Quanex’s standard SuperCap colors in
white, almond and adobe finishes while the system is
available in black, architectural bronze, adobe,
hunter green, brick red and gray SuperCoat exterior
colors and pine, maple, red oak and cherry real wood
veneer interior finishes. MikronWood Thermal
Advantage Window System is available in tilt single
hung, horizontal slider, picture window, and casement/awning styles.
The Mikron C3-11300 AW-Rated Window System
is engineered to achieve below NFRC .20 U-Factor
with CR over 75 and comes in various designs,
including tilt and turn, casement, awning and fixed
window. Quanex’s patented MikronBlend vinyl compound comes standard for the Mikron C3-11300 to
ensure weathering and durability, even in intense
UV, temperature and salt air environments. Its vinyl
frames also resist condensation, reducing the risk of
water damage to building interiors, according to the
company.
❙❙➤ www.quanex.com
34
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Truth Be Told – Booth #1423
Truth Hardware’s Sentry Bi-Fold Hardware System
incorporates Truth's contemporary styled handle,
patented hinge design and sleek flush bolts for a system that combines what the company calls ease of
installation with the integration of Truth’s Sentry
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Multi-Point Hardware System for a passage door.
Additionally, the company offers window opening
control devices, which have become a very important
subject among window manufacturers and onward
through to builders, contractors, and homeowners concerned with being able to safely and securely operate a
window which has safe guards in place to control opening and prevent accidental falls, while still being able to
be easily opened for egress purposes in case of an emergency. Truth Hardware’s new SafeGard Window Opening
Control Device is a reliable, easy to install and easy to
operate solution, according to the company, and which
meet safety requirements such as ASTM F2090-10.
❙❙➤ www.truth.com
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more than 640 selected Canadian locations included
in the 2010 NBC.
The tool enables users to determine the appropriate
air tightness levels, the water penetration resistance as
well as the positive and negative design pressure.
The results can be registered, classified and emailed
and is available as an IPad application as well.
❙❙➤ www.windowperformancegradecalculator.com

DECORATIVE GLASS

Imagine All the People – Booth #1403

DOORS

A Wood Alternative – Booth #1929
Vi-Lux Building Products
now offers an alternative to
traditional
wood
door
frames that it says is maintenance and rot free. The ViLux door frame system combines the strength and convenience of wood door
frames with the properties of
100-percent cellular PVC,
said to make them moisture
and insect resistant as well as dimensionally stable
with low thermal expansion index.
All of the company’s door frames are fully UV protected and available in smooth white, wood grain
embossed or factory finished with Vi-Guard® coating,
but rest). They are available in 4 9⁄16-, 6 9⁄16- and 7¼inch sizes.
Vi-Lux will now offer a complete machine door jamb
solution including hinges, multi-points, strike, double
strike, dadoes, cut an angle for the sill.
❙❙➤ www.vi-lux.com

SOFTWARE

Make the Grade – Booth #1303
Royal Building Products has introduced its Window
Performance Grade Calculator. This calculator is
designed to assist Royal’s customers, fenestration
product manufacturers and stakeholders, in selecting
products according to the new 2010 Canadian National
Building Code (NBC).
It allows users to establish the required performance grades for a specific building (based on geographic location, terrain conditions, building height
and shape), using the existing climate design data of
www.dwmmag.com

Novatech will present its new 2014 products which
include new designs, new steel and fiberglass doors,
including the company's Imagine door. The latter is
described as “presenting a totally new look to match
the latest trends.” The company will also display its
new raise-and-lower blind that it says operates more
smoothly with a new mechanism.
❙❙➤ www.novatechgroup.com

COMPONENTS

To the Extreme – Booth #1902
Caldwell has introduced new products: the Hybrid
balance Ultra Lift® Extreme, which delivers Class 6
performance in single pair applications, up to 130pound sash weights after 8000 cycles. Additional features of the product include lengths to 78 inches,
continued on page 36
October 2013
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continued from page 35

adjustability and extended
warranty options.
The
company’s
Constant Force Spring
product line has two
recent additions. The QT3
offers Class 3 performance
in a fixed coil balance
solution while the Roller
Tilt® Elite 562 is said to
combine the ease of a
modified drop-in pivot
bar with the consumer
safety feature of a rack-in
system. It accommodates
headed pivot bars for high
structural ratings and the
company
says
the
“capped” cam cavity eliminates accidental sash displacement. The Roller Tilt Elite 562 is a LEAN solution:
a non-handed design that allows for SKU reduction
and a cartridge option with pre-assembled bracket for
labor savings. Both Constant Force Spring products go
directly from the Box to Balance Pocket.
The fourth new solution Caldwell has brought to
market is the Magnum EZI: 4-bar hinge that also is said
to feature a lean solution for easy hinge installation.
❙❙➤ www.caldwellmfgco.com

ket, according to the company.
The suite of NOVA casement hardware for vinyl, wood
and aluminum applications includes dual-Arm, singlearm, dyad and awning operators, which feature a patented two-directional fixing design for superior strength and
stability, and offer more versatility than ever before. The
series also is available in stainless steel to provide maximum corrosion resistance in harsh coastal environments.
The casement operators and hinges work in conjunction with Interlock’s patent-pending NOVA® slim
casement locking handle, featuring a super low-profile
design that eliminates interference with blinds and
window treatments, and in conjunction with the entire
NOVA multi-point casement locking system.
❙❙➤ www.interlockna.com

MACHINERY

Viral Video – Booth #1540

Lock and Load with NOVA® – Booth #1313
Now featuring a hinge with the highest load bearing
capacity in its class, the NOVA® casement window
hardware series from Interlock combines expertly
engineered operators with the most sophisticated handle design and multi-point locking system on the marE rd m a n
Automation is having a busy fall, so in lieu of
bringing machinery to the Win-door show this year,
they are inviting visitors to stop by and watch TV.
Specifically, to watch video of the company's products, including the three most recent additions to the
company's product line: The 400 Series spacer applicator, the fixed head IG secondary sealer and the
hand assist glazing/back bedding table.
The Erdman 400 Series Spacer Applicator is an insulating glass production system that is said to work with
all flexible spacer systems applying the spacer straight
with true 90 degree corners and require minimal opercontinued on page 38
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People to See, Things to Do
Tuesday, November 12
5-8 p.m. . . . . . . . . . . . . . . . . . . . . . . . . . . . . Exhibit Hall Open
Wednesday, November 13
8:30-10:30 a.m. . . . . . . . . . . . . Door Pre-Hanger Compliance
. . . . . . . . . . . . . . . . . . . . . . . Update Building Codes/NAFS-08
10 a.m. - 5 p.m. . . . . . . . . . . . . . . . . . . . . . Exhibit Hall Open
11-11:45 a.m. . . . . . . . . . . . . . . . . . Ontario Green Energy Act
. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Requirements (Bilingual)
12 p.m. . . . . . . . . . . . . . . . . . . . . . . . .Jim Parker Booth Award
1:30-2:30 p.m. . . . . . . . . . . . . . . . . Design Considerations for
. . . . . . . . . . . . . . . . . . . . . Multiple Cavity Glass Units (IGMA)
2:30-3:45 p.m. . . . . . . . . . . . . . . Overview of How Codes are
. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Developed in Canada
Thursday, November 14
8:30-9:30 a.m. . . . . . . . . . Fenestration Canada Fall Meeting
9:45-10:45 a.m. . . . . . . The Power Hour: Economic Forecast
. . . . . . . . . . . . . . . . . . . . . . . with Peter Norman, Altus Group
10 a.m. - 3 p.m. . . . . . . . . . . . . . . . . . . . . . . Exhibit Hall Open
11 a.m. - 12:30 p.m. . . . . . . . . . . . Updates on Energy Codes
. . . . . . . . . . . . . . . . . . . . . . . . . . . . and Energy Star (Bilingual)
1-3 p.m. . . . . . . . . . . . . . . . . . Energy Efficiency Fenestration
. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .Steering Committee
Come by and See DWM in Booth #1302
While at Win-door, be sure and stop by booth #1302 and
visit with DWM magazine. You can pick up free copies of
our publications as well as sign up for free subscriptions to
our print and digital magazines as well as daily e-newsletter. We look forward to seeing you there!
ator training and no data input required for standard
operation, the company says.
The Erdman Fixed Head IG Secondary Sealer has a
stationary sealant application system for consistent
secondary seal to insulating glass units, according to
the company, and can be configured for dual and triple
pane units in one pass and seals special shapes with no
program change.
The Hand Assist Glazing/Back Bedding Table offers a
servo control system utilizing the company's fluid
metering technologies to provide a consistent diameter
bead of sealant at speeds up to 30 inches per second.
❙❙➤ www.erdmanautomation.com

TOOLS

Solar Specs – Booth #2018
EDTM will bring its American-made instruments and
sales kits, in particular the Solar Spectrum Transmission
Meter, a new field measuring instrument that offers what
the company says is unparalleled accuracy. It provides six
performance values that are important to a variety of
industries: Tuv, Tvis, Tsolar, Tir (from 900 to 1000nm), Tir
38
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(for fuller IR range from 780 to
1700nm +), and Damage
Weight Coefficient. The two
infrared ranges allow users to
demonstrate and measure the
performance of a product at
the smaller selected range of
900 to 1000nm, and then also
show the full performance
value of the product by covering the majority of the IR spectrum from 780 to 1700nm+.
The Solar Spectrum Transmission meter also includes a
damaged weight coefficient value that is specified in the
ISO9050 and NFRC300 standards. The value assigns a percentage of 0 to 100 as to the ability of a given window product to resist fading and damage from the energy of the sun,
according to the company. The company is marketing the
product as one that will allow users to measure all glazing
products to the same standard. The device is calibrated to
ISO9050, NFRC300 and EN410 standards and the user can
switch between standards on the instrument as needed.
Additionally, EDTM will showcase improvements to
its GC3000 Glass-Chek PRO instrument. It allows users to
measure window thickness and the presence of low-E in
the windows and comes with the ability of the meter to
identify different types of low-E coatings. The GlassChek Pro will indicate if the low-E coating is a hard coat
(pyrolytic) or soft coat (sputtered) product. If the coating
is a soft coat, the meter will also provide the number of
silver layers used to make up the coating, allowing users
to estimate the type of coating being used. EDTM notes
that window replacement companies will be able to use
this feature to help select the proper low e to use in the
replacement window, guaranteeing that the replacement window will offer similar energy benefits as the one
being replaced.
❙❙➤ www.edtm.com

SCREENS

There Can Only Be One – Booth #1422
ScreenCo Manufacturing
now offers OneScreen, which it
describes as “the easy and elegant solution for all windows.”
Punching isn't required for
installation and with no visible
hardware, the screens rely on
strong aluminum frames to
provide what the company
calls simple assembly and
beautiful design.
❙❙➤ www.screenco.ca
❙
www.dwmmag.com
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25
years ULAT
IONS
2013
award

DURABUILT…Winner of Most Innovative Window
Hybridex and Tri-Bridex Windows with 5 Seal Defense System
Selected by a panel of judges representing all segments of the industry, the
!"#$%&'()*+,-,.,/$'(0%!1'!,)23/+4,#'#+3/+5)%/$'+//2-%$+2/#'%/1'%)*+,-,.,/$#'
in window and door technology, manufacturing and marketing.

C
Congratulations
Durabuilt Team from
VEKA
Your Partner of Choice
V

Commemorates 25 Years in business.

As Durabuilt celebrates their silver anniversary, we remember
how they have grown from a one room shop with less than a dozen
,.6&2",,#7'$2'8,)2.+/3'2/,'29':,#$,!/' %/%1%;#'&%!3,#$'6!+-%$,&"'
owned window and door manufacturers. With an 180,000 sq.ft
facility of talent and technology featuring sophisticated robotics,
and automation, Durabuilt still embraces that old-world attention to
detail, quality and craftsmanship that they have been built on.
Visit DURABUILT at www.durabuiltwindows.com

Visit us at the Win-Door Show in Toronto at booth 1503
6 Ê ÀÌ ÊiÀV>ÊÊUÊÊ*iÃÞÛ>>ÊÊUÊÊ iÛ>`>ÊÊUÊÊ/iÝ>ÃÊÊUÊÊLiÀÌ>ÊÊUÊÊ£nääÈx{xxnÊÊUÊÊÜÜÜ°Ûi>V°V
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Showcase
Showdown
How to Prepare and Stand Out in a Sea of Exhibitors
by Casey Neeley

t’s officially home and trade
show season. While there are
plenty of regional and local
remodeling conferences throughout the year, September, October
and even November host some of
the largest industry-relevant exhibitions in the nation. Maybe you
already have a booth at one or more
of these shows; maybe you don’t.

I

www.dwmmag.com

Maybe you’re planning to attend
and get information on new suppliers and distributors. Whether or not
you have already signed up to
exhibit or attend an upcoming
show, marketing experts agree it’s a
valuable investment. Take a look at
what several pros say you need to
know when marketing yourself at
trade and home shows.

October 2013
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Showcase Showdown
continued from page 41

10 Fast Tips
for Bettering Your Booth

➦ “Be

sure that you are spending your
money wisely to get the greatest bang for
your buck. If you’re having trouble establishing your company’s unique brand, don’t
just throw money at the problem, take the
time to learn why your company is being
overlooked or undervalued.”

—Dennis Nixon, sales manager at Smash Hit
Displays for SmallbizBee. http://smallbizbee.com
/index/2010/04/05/making-impact-trade-showmarketing

➦ “Spread out the information. Don’t put
all your proverbial eggs in one basket; we
believe that every media outlet has its purpose. Increase your presence exponentially
through social media, print, calls, email
blasts, banner ads—the works.
—Holly Biller, vice president of marketing services
for DWM magazine and Fenestration Day

➦ “How much space do you have to work
with? Where is the point of entry and
exit? How many power outlets do you
have and where are they located? This is
the kind of information which you need
to know, in order to maximize your marketing efforts.”
—Craig Barnes, Strength in Business.
www.strengthinbusiness.com/how-do-you-sellyour-business-effectively-at-trade-shows

➦ “Think about all of the great marketing
campaigns of the last decade, most of the
best ones were remembered because they
were funny, or really clever, or visually stunning. These days, irony and satire are very
in. It’s good to have a sense of humor in
your advertising because ultimately, people
will remember things that make them
laugh. ” —Nixon

➦ “Everyone likes the prospect of winning

42

something for free, so a great way to
attract customers to your stand is to run
a contest. If a person fills in their details,
are they automatically entered into a
prize draw? Make the prize related to your
business.”—Barnes
Door & Window Market
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of trade show
attendees make
or influence final
buying decisions

—2012 Exhibit Surveys Inc. data published by Exhibitor

Big Fish in a New Pond
Exhibiting at trade shows doesn’t
make you an expert at exhibiting for a
specific trade show in a new industry.
That’s what Diversified Lineal Systems
(DLS) had to do to prepare the recent
GlassBuild America show in Atlanta. It
was the first time the company had
exhibited for its fenestration products.
“DLS is new to the fenestration
industry, but not new to the fiberglass composite industry, so the
advantage and challenge is to help
fabricators understand the benefits
of composite doors and windows DLS recently exhibited its fenestration
over traditional materials, then products at GlassBuild.
secure a solid partnership with those
fabricators to help them enter or gain ground in the fiberglass composite
marketplace,” says Mark Back, director of operations.
In an effort to boost its marketing strategy in preparation for the show,
Back says the company employed a variety of tactics to raise consumer
awareness of the company offerings.
“Diversified Lineal Systems introduced new sales literature for its independent sales reps, advertises in industry publications such as DWM, is launching a
new website, and exhibited at the show,” he says. “Trade shows allow companies such as DLS to gain a lot of exposure with a diverse group of people and
are part of its overall marketing plans. There’s one other thing that makes a big
difference, and that’s the personal invitation to attend the show being extended to fabricators who would or should be looking at expanding their offerings
to include fiberglass. The personal relationships that span our industry have a
great value and play a big part in forward growth of any company.”

So what does DLS think helps it stand out at fenestration-related trade shows?
“As far as standing out against the competition, DLS has an advantage.
It caters to regional fabricators who are looking for someone to partner
with them and help them learn about the fiberglass composite process,
teaching them how to fabricate and market the upgrade to fiberglass composite and they provide excellent training and technical support throughout the process and beyond. DLS’s way of supporting its fabricators definitely sets them apart from the competition. Everyone appreciates great
service, and DLS is happy to provide excellent service and support, along
with … its fiberglass door and window systems,” Back says.
Though the company won’t be a part of the 2013 Win-door show, the
company hopes its efforts to prepare this year will have it ready to exhibit
there in 2014.
continued on page 44
www.dwmmag.com
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Showcase Showdown
continued from page 42
“Companies who think they are ‘too
➦small’
have more to lose. When you’re a
smaller company it takes more to come up
with the revenue to even exhibit. So part of
your plan needs to include how to ensure
you capitalize on every single opportunity
that booth space will provide. Strategic
marketing, well-thought placements in
trade books, email blasts and social media
will ensure you get the ROI you are after. To
quote Thomas Jefferson: ‘The man who
stops advertising to save money is like the
man who stops the clock to save time.’”

Event Marketing for Local Home Remodeling Shows
Home show leads have fueled our industry and many of our businesses
for years. Several home improvement companies would simply do a handful of home shows during the course of a year, and this would take care of
all the entire year’s worth of leads. But over time, home shows have
evolved. The spaces became crowded with similar companies, the economy soured and the shows were not well attended; weather or a big sports
play-off game also could make or break a show.
All of this sparked a new type of marketing called event marketing.
Marketing managers started looking at doing different events that didn’t
have anything to do with home improvements. I’m not sure if this was out
of desperation or creativity but it has turned into a very successful leadgeneration program.

—Biller

➦ “As with anything in life, you need to
have a goal. Do you want to talk to X
number of people? Do you want to convert X number of leads into prospective
clients? Do you want to get a certain
number of orders before you leave? Do
you want to take away X number of contacts in the industry? By understanding
what your objectives are, you can then
determine which display products are
more suited to your needs.” —Barnes
“One of my most recent favorite trade
➦show
ad campaigns was the arrival of a small
aluminum trash can similar in size to a coffee
mug. The can had a lid and sticker on the front
that said ‘Repeat ad new customers inside!’
When you opened the can it had a crumpled
piece of paper because so often that is where
marketing messages go. It certainly drove
home the message and has stuck with me—
and that is the best definition of a successful
campaign.” —Biller
“Hand out some kind of promotional
➦
item that becomes the talk of the trade
show, the one cool item that everyone there
wants to bring home.” —Nixon
personalized emails, notes, let➦ters,“Send
Tweets, social media posts and calls.

44

Make your booth presence known and
fun/approachable with the appropriate
amount of content knowledge. By that I
mean, keep it light so people will want to
take the time to find you but not so light
they have no idea what you offer or why
they would want to purchase from
you.”—Biller
❙
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Remodeling and home shows, such as the National Association of Home Builders
Remodeling show offer great networking and marketing opportunities for door and
window dealers.
Today, home improvement companies and remodelers are setting up
booths at different town festivals, boat shows, wine-tasting events, even
flea markets. These events have driven down lead costs and at the same
time, elevated the quality of the lead.
The folks attending these shows are in the mood to buy. In addition,
they avoid other home improvement companies competing for these
leads at these unique events. This has resulted in higher average sales and
an emphasis on selling benefits, not price.
Event marketing is somewhat of an art. You need to find good events
that have good ROIs. You also will need to hire demonstrators used specifically for event marketing.
Typically the marketing manager is the driver and organizer of events.
You will need to find good demonstrators to work the events: don’t use
salespeople. Finally, you need to target and experiment with the right
shows until you have perfected your “circuit.” Event marketing will generate high-quality and low-cost leads.
Tyson Schwartz is the vice president of sales and marketing for Soft-Lite
LLC and a blogger for DWM Magazine.

Is It Worth the Cost?
The Center for Exhibition Industry Research offers
a free ROI tool kit potential exhibitors can use to
determine the cost and outreach associated with a
show. Visit http://roitoolkit.exhibitsurveys.net/
Home/Welcome.aspx to use the free tool.
www.dwmmag.com
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What Not to Miss at the AMD Convention and Trade Show 2013

hey call it Hot'lanta and the veritable melting pot that is Atlanta fairly bubbles in the summer with heat and
humidity. It's a city that capitalizes on its diversity on many levels, and the range of visitors, both exhibitors
and show attendees – who they are, where they're from and what they do—will fit right in. It won't be quite
so hot in Atlanta when then 49th annual Association of Millwork Distributors trade show is held November 4-6,
but the exhibit show floor at the Cobb Galleria Center will certainly be sizzling. So before you burn your way
through the crowds, take a look at who will be there and make a plan to get the most out of your visit.

T

SOFTWARE

Be A (Wood)Ware – Booth 519
WoodWare Systems, headquartered in Cordova,
Tenn., will display its entire suite of integrated software
solutions developed for millwork at AMD in Atlanta.
The company will highlight the streamlined, webbased user interface along with WoodWare DocXT
(document/file management software); WoodWare
WarehouseXT (warehouse management software);
WoodWare WebConnect (web based information/order
customer portal); WoodWare WorkFlow (unattended
automation for key performance processes); and
WoodWare BI (embedded business intelligence, real
time not warehoused).
The WoodWare User Interface is moving away from
the older client/server technology allowing the
WoodWare user more access flexibility and requiring
little to no software on their PC.
❙❙➤ www.woodwaresystems.com

is offered with three glass texture options for varying
obscurity levels. Tempered safety glass two-layer thick
are used for the glass panels. The doorlites are individually shrink-wrapped and boxed to eliminate damage
during the shipping and handling process.
FerraLites can be used with any standard 1.75 inch
thick fiberglass or steel door. Each of the three iron designs
is available in three sizes: a 22-inch by 64-inch rectangle, a
22-inch by 48-inch rectangle, and a 22-inch by 48-inch
arch top. Matching sidelite insert options include an 8inch by 64-inch and an 8-inch by 48-inch rectangles. Forty
five different FerraLite insert options are available.
❙❙➤ www.glasscraft.com

Cutler's Next Stand – Booth 334
Simpson® Artist Collection® Doors now offer wood
exterior doors designed by award-winning architect
James L. Cutler, FAIA, founding partner with Cutler
Anderson Architects.

DOORS

Show Us Your Craft – Booth
235
The FerraLites® Series of external wrought Iron doorlites for
fiberglass and steel entry doors is
the newest addition to GlassCraft
Door Company's product line.
The FerraLites doorlite series features handcrafted wrought iron
grilles mounted to the exterior side
of the doorlite frame using a patented mounting system that allows the
iron grille to be opened and closed
for easy access to the door glass, for
cleaning purposes, or locked in
place for security. Each iron grille is
individually hand-ground to eliminate rough welds, and then sandblasted to a smooth surface for the
black powder coated finish.
Three wrought iron design
series are available: Valencia,
Charleston and La Salle. Each grille
46
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Simpson partners with select artists to commission
unique, inspired designs for the Artist Collection.
Cutler has served as a design instructor at several leading U.S. universities. His firm has received six National
Honor Awards from the American Institute of
Architects (AIA) and more than 40 national and regional design awards. The doors designed by Cutler feature
clean, simple lines, with a range of glass options,
according to the company.
Simpson offers more than 900 standard door designs
to choose from, available in virtually any wood species
and with numerous glass options. The company's engineers can also custom build nearly any exterior or interior door design a homeowner or architect desires.
❙❙➤ www.simpsondoor.com
www.dwmmag.com
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A Belmont Win for TruTech – Booth 417
TruTech's Belmont® Craftsman
fiberglass door features a mahogany
grain that is crafted with premium
materials to replicate authentic wood
unique to mahogany. The Berkley
direct glazed glass adds the finishing
touch, says the company.
Engineered to last a lifetime, the
Belmont craftsman door series features
a rich rift cut oak wood grain finish
complemented with distinctive profiles
to accurately simulate a real wood door
appearance. Designed with an energy
saving polyurethane door core, 4 inch stiles constructed
of Laminated Strand Lumber (“LSL”) and enhanced
fiberglass panels, the Belmont door provides maximum
protection and durability, according to the company.
Editor’s note: TruTech will also be at Win-door North
America in November in booth #1741. For more information on Win-door, see page 34.
❙❙➤ www.trutechdoors.com

Pride and Prestige – Booth 621
MasterGrain offers a new line of coordinated door system components made using the company's nickel vapor
deposition (NVD) technology, which replicates fine surface detail using pure nickel to build a shell to capture fine
grains and texturing details of hand crafted wood grained
doors. The wood for the door eventually will be replicated
into a nickel shell and the company describes the result
as the most accurate means to date for recreating the rich
dimensionality of natural wood into a fiberglass door.
The Prestige Collection includes coordinated doors
and sidelites, plug less lite frames, simulated divided

lites, jambs and brick mold. The system of components provides all the low maintenance benefits of
fiberglass as well as MasterGrain wood-grained finish
and solid weather resistant components. The Prestige
Collection is available in cherry, fir and oak grains.
Editor’s note: MasterGrain will also be at Win-door
North America in November in booth #1312. For more
information on Win-door, see page 34.
❙❙➤ www.mastergrain.com
❙
www.dwmmag.com

Stop, Look and Listen:
AMD Conference Schedule
Saturday, November 2
12-5 p.m. . . . . . . . . . . . . . . . . . . . . . . . . . . . . Registration
Sunday, November 3
8 a.m.-5 p.m. . . . . . . . . . . . . . . . . . . . . . . . . . . Registration
8:30–11:30 a.m. . . AMD Executive Committee Meeting
1-4 p.m. . . . . . . . . . . . . AMD Board of Directors Meeting
Monday, November 4
7:30 a.m.-5 p.m. . . . . . . . . . . . . . . . . . . . . . . . Registration
8:30-10 a.m. . . . . . . . . . . . . . . . . . . . . . . . . . Smart Sales . . . . . . . . . . . . . . . . . . . . Going from Surviving to Thriving
10:15-11:45 a.m. . . . . . . . Getting Serious About Profit
1-2:30 p.m. . . . . . . Codes & Standards ANSI/AMD 100 . . . . . . . . . . . . What's It Mean for the Millwork Industry?
1-2:30 p.m. . . . . . . . Global Dynamics & the Potential of
. . . Super-Cycle: Good or Bad News for AMD Members?
1-2:30 p.m. . . . . . . . . . . Personalize Your Brand Online . . . . . . . Social Media Marketing for Your Key Customers
2:45-4 p.m. . . . . . . . . . . . . . . . AMD Business Roundtable
4:15-5 p.m. . . . . . . . . AMD Distributor Business Meeting
. . . . . . . . . . . . . . . . . . . . (AMD Distributor Members Only)
5:30-6:30 p.m . . . President's Reception – New Member
. . . . . . . . . . . . . . . . . Meet and Greet (Invitation Required)
6:30-7:30 p.m. . . . . . . . . Icebreaker Welcome Reception
Tuesday, November 5
10 a.m.-7 p.m. . . . . . . . . . . . . . . . . . . . . . . . . . Registration
1-2:15 p.m. . . . . Opening General Session, Ken Schmidt,
. . . . . . . . brand visionary and communications strategist
. . . . . . . . . . . . . for the Harley Davidson Motor Company.
2:30-7:30 p.m. . . . . . . . . . . . . . . . . . . . . Trade Show Open
Wednesday, November 6
8:30-10:45 a.m. . . . . . . . . . . . . The Shifting Landscape . . . . . . . . Change, Respond, Succeed! Panel Discussions . . . . . . . Distributor Topic: “The Rocky Road to Recovery”
. . . . . . . . . . Builder Topic: “The New Normal in Housing”
9 a.m.-5 p.m. . . . . . . . . . . . . . . . . . . . . . . . . . . Registration
11 a.m.-3:30 p.m. . . . . . . . . . . . . . . . . . . . . . . Trade Show
Come by and See DWM/Shelter in Booth #134
While at AMD, be sure and stop by booth #134 and visit
with DWM/Shelter magazine. You can pick up free copies
of our publications as well as sign up for free subscriptions
to our print and digital magazines as well as daily
e-newsletter. We look forward to seeing you there!
October 2013
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You Don’t
Know Jack
Competing with the Ramblin’ Man
BY

CASEY

e’ve all heard the saying,
Jack of all trades, master
of none. You’ve seen him
out there, underbidding projects.
He’s his own boss and his office is his
truck. One day he’s buying lumber
from Lowe’s to build a deck, the next
he’s installing replacement windows.
He may have even lived in three or
four different states this year alone.
How can the reputable, insured
contractor who has mastered his
trade compete against low-bidding,
unlicensed
handymen?
Just
because he can “do the work,” does
that really mean he deserves your
client’s business? Industry members say a resounding no.

W

Who is He?
“We come across it every day;
you’re consistently bidding against
licensed and unlicensed contractors,”
says Jim Lett, president of ABE Doors
and Windows in Allentown, Pa.
“From a personal level, there’s a
huge difference between the trucks
they drive, the way they dress and
how they carry themselves,” adds Bill
Shaw, National Association of Home
Builders (NAHB) Remodeling chairperson and partner at William Shaw
& Associates.
The low-ball pricing and lack of
accountability are traits remodelers
agree can both attract and hurt
consumers.
“We can’t compete with them in
www.dwmmag.com

NEELEY

We see so many consumer
reports slamming the
remodeling industry because
they’ve been taken to the
cleaners by these bad
experiences. But consumers
still go to these types of
contractors because they
offer the lowest price.
—Kevin Anundson, NARI
price alone because we follow and
comply with all local, state and federal requirements,” says Kevin
Anundson, president-elect of the
National
Association
for
the
Remodeling Industry (NARI) and vice
president at Renovations Group Inc.
“We’re all consumers and we want the
best price … We can always find it too
because there’s someone willing to
cut the price …”So how can licensed,
certified and insured remodelers set
themselves apart from their unaccountable counterparts?
“You always have that guy driving
around in his pickup truck underbidding jobs,” Lett says. “There’s not
much you can do except sell your
credentials and tell consumers they
need to check for insurance. You
don’t want someone getting hurt on
the job then find out they don’t have
workers comp insurance.”

continued on page 50
October 2013
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You Don’t Know Jack
continued from page 49

Proof of Insurance
“Not only are they underbidding
jobs … they may have unsafe practices,” Lett adds.
Having insurance is one benefit
bona fide door and window installers
and remodeler should tout.
“With a licensed remodeler, you
must carry insurance. You’re registered with the state,” says Lett.
“You’re assured that they meet, at
least, the minimum requirements for
insurance. Any lawsuits against the
company would show up as well.”
“You have to get insurance so you
have to have the minimum state
requirement for insurance,” says
John Azeri, director at Nationwide
Windows and Siding in Clifton, N.J.
“In Wisconsin, if a contractor is
unlicensed (we call it ‘dwelling contractor certification’), they’re likely
uninsured,”
says
Anundson.
“Licensed is a general term because
its meaning varies by state.
Insurance is a very important part
because if anything happens you
need to make sure you’re covered. If
they’re licensed they plan to stay in
business for some time.”
Short-term
employment,
a
change of services or a move to a different state are all risks consumers
face when using a Jack-of-All-Trades.

The Pros and Cons
Consumers may perceive some
advantages to hiring an unaccountable remodeler, but members of
the industry warn against being
blind to the cons.
“They can do the job for so
much less than someone who is
licensed, established and has the
training,” says Lett. “The flipside
is they’re more likely to get hurt on
the jobsite and, if they’re not
insured, they can come back and
sue the homeowner. That’s a risk
50
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It’s not like we’re dairy
farmers with a ‘got milk?’
campaign, but you can do a lot
on your own when meeting
with a customer. That’s part of
the sales process.
—Jim Lett
of which most homeowners are
not aware.”
“You probably will get cheaper
pricing, but the cons far outweigh
the pros,” says Azeri. “If you have a
problem in six months, the phone
number may be disconnected, or
they may not have done it correctly. You can’t see underneath what
they do. It’s a matter of craftsmanship. You won’t know when it’s
done; it will be a problem down
the road. For all you know, by then
they may be out of business or too
busy on another project somewhere else.”
A proper background and certification counts just as heavily in the
door and window replacement and
remodeling industries as it does for
health care or legal fields.
“It’s the same reason you hire
degreed doctors, lawyers and
accountants,” Anundson says. “You
are hiring a professional to know
and understand the technical and
legal aspects of the home improvement industry.
“A licensed and certified contractor knows what it takes to do
the job, which means they aren’t
going to run out of money during
the project and they aren’t going
to cut corners,” he adds. “I’ve
never met a homeowner who was
willing to pay less for less quality
and less service.”
“With the Jack-of-All-Trades you
may get a better price. And there’s a
chance that you could get an unli-

>I

censed contractor who knows what
he’s doing and does the job well,”
Anundson says. “It’s like buying a
used car. You could find that gem
that runs like the day it was first
purchased and sold to you for well
under what it’s worth. But there’s
also the chance it could only run
until you get it home.”

A Re-Education
“Educating consumers about the
risks they take when they hire a
substandard contractor is the best
way to level the playing field,” says
Mark Milanese, owner of Milanese
Remodeling in Coatesville, Pa.
“Making them aware of the cost of
their own time and the potential for
additional expenses they may incur
when they try to do a project themselves is another way.”
Without glitzy media campaigns
and industry lobbyists, the responsibility to promote awareness among
homeowners falls to remodelers.
“It’s hard because we don’t have
a lobby or industry budget for
doing public service announcements but it’s something we can do
in the consumer’s home during an
estimate,” Lett says.
“You have to educate the homeowner … It’s a difficult task to educate
them,” says Shaw. “He’s always going
to be cheaper. One of the techniques
I love to employ is to tell the homeowner right in the beginning that I
may be higher priced than some of
the other people they are talking to,
then ask if that going to be an issue.”
“It’s an education process letting
consumers know. Show your certificate of insurance and license number to build credibility in the
process,” says Lett. “It’s not like we’re
dairy farmers with a ‘got milk?’ camcontinued on page 52
www.dwmmag.com
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A Ramblin’ Family
Meet Jack and His Cousins
“Jack-of-All-Trades,” “Fly-by-Nights,” “Storm Chasers,”
“Tailgaters,” “On-the-Siders” and “Do-It-Yourselfers” all compete
against more legitimate contractors and win a substantial
amount of work. They will continue to do so as long as property
owners believe the perceived savings outweigh the potential risk.
Here are some definitions of a variety of “unlicensed” contractor terms as well as a list of the pros as the perceived benefit to the property owner and the cons as the potential risk.
Take a look at the Jack-of-All-Trades and some of his cousins.
Jack-of-All-Trades – Contractor who claims to be proficient at every task required for any project both large and small.
Pros: A great resource for projects requiring the performance of a wider variety of tasks than specialty contractors
can typically offer. Willingness to work outside of the law—
without the proper permits—can expedite the process.
Cons: Often a master of none and the quality of work
shows it. Typically, Jacks are not certified or licensed for each
of the individual tasks. Property owners who allow a contractor to work outside of the law assume the risk of being
caught by codes enforcement and can be in fined.
Fly-by-Night – Here today and gone tomorrow.
Pros: He claims to have just moved back to the area, or to
be new to the area. He often will offer a low price to property owners and tell them it is because he wants to show off his
work in the neighborhood and needs references. This may
allow property owners to believe they will get the contractor’s best work because of their situation.
Cons: The work is often shoddy and intended to look good
and work properly just long enough for the check to clear and
the contractor to move on. There is a high possibility the work
will never be performed or completed satisfactorily. They are
often trying to just get the deposit from the homeowner
without doing any work, or the deposit and the first draw.
Storm Chasers – These fellows follow the weather
channel to find their victims. Storm chasers convince property owners they have received damage to their homes from
hail, wind or snow and that their insurance will cover new
doors, windows and siding. Sometimes they may even cause
damage to the home during their “inspection.”
Pros: Storm chasers convince property owners they have a
legitimate insurance claim and they will receive new doors,
windows, siding and roofing for “free”—covered by their
homeowners’ insurance.
Cons: They con the property owner into allowing them
to perform the repairs before the insurance claim is
settled. The homeowner is also partially responsible
for any insurance fraud.

www.dwmmag.com

Tailgaters – Contractors who wander through neighborhoods writing up contracts on their tailgate desk with prices
too good to be true …
Pros: Property owners save huge amounts of money
because this contractor is “working in the neighborhood.”
Cons: Tailgaters often work outside of the rules and regulations do not follow industry standards or guidelines and work
without proper insurance, permits or licenses. Property owners
expose themselves to liability associated with those risks.
Do-It–Yourselfers - DIY homeowners try to tackle
projects themselves that oftentimes should be left to the
professional.
Pros: Property owners convince themselves they can save
substantial money because they have seen how “easy” it is on
YouTube, the DIY Network or when a professional did the
same project in their neighborhood.
Cons: DIYers don’t consider the cost of their time. The
project may not be as easy as it looks when done by a pro,
on their computer or television screen. A mis-measured
door or window can be very costly and improper installation
can cause lots of damage if it allows water penetration.
Energy savings are also diminished if air infiltration still
remains.
On-the-Siders – Full-time employees of professional
contractors who agree to work for a property owner.
Pros: Homeowners can save money and get the same professional installation they would have received by hiring the
On-the-Sider’s boss.
Cons: Uninsured, outside of the law and, perhaps, stealing
materials or “borrowing” tools to perform the work is not
only dishonest, it exposes the property owner to liability.
—Mark Milanese
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51

Product Information
Incorporating
SHELTER® Magazine
DOOR & WINDOW MARKET MAGAZINE

© 2013 Door and Window Market (DWM)
Magazine. All rights reserved.
No reproduction of any type without
expressed written permission.

Contents

Zoom Fit

Search

+

Archives

–

I<

E-Mail

<

>

Subscribe

You Don’t Know Jack
continued from page 51

Uninsured remodelers can be a pain for
most consumers. They think they’re
actually getting a deal but instead get
headaches.
paign, but you can do a lot on your
own when meeting with customer.
That’s part of the sales process.”
Shaw finds giving prospective
clients a series of interview questions helpful in determining the
quality of the lead.
“The difficulty is educating homeowners about what they should be
looking for when interviewing
remodelers,” he says. “What are
some of the key things they need to
be asking? I have developed questions that I email my client, homeowner or lead and prepare them for
the interview. It has a series of questions I feel they need to be asking any
contractor they interview. It’s interesting to see the homeowners who
will open it and pay attention and the
ones who don’t. If I send that and go
on the initial interview and they have
no idea what to ask me or they have
no idea how to understand the intricacies associated with what a successful remodeling company looks
like, that’s a red flag right there.”
“It’s the same way we buy a car,”
adds Anundson. “We may be willing
52
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to not get the fastest car, not the fanciest car, but we expect a dependable
car … you still want the product to be
reliable for the life you intend it to
serve. You can’t look at a contractor
and know if he’s reliable but there are
indicators, just as there are with a car.
Some of those indicators for remodeling include licensing, certification,
insurance and NARI membership.”
First impressions can also be
an indicator.
“You get to decide your level of
comfort as far as who you’re hiring,” Anundson continues. “Most of
the time homeowners are not
home. If you don’t feel comfortable
for any reason, you need to rethink
your decision.”
Sharing real-life horror stories
can also provide a wake-up call
for customers.
“Give examples. Show them from
experience,” Azeri says. “Show consumers what other people have
gone through. We’ve done thousands of jobs where we’ve replaced
new products, windows, siding,
that was installed just a few years
ago, but installed wrong. Once it’s
installed incorrectly, it’s useless.
Most licensed contractors will show
you letters of recommendations
and pictures of jobs.”

Up for Review
“Get recognized through highquality Google and online reviews,“
says Lett. If you can get customers
to write reviews, be proactive to
show your credibility without tearing down the unlicensed contractor. You can do it in a positive way,
not a negative way.
“As long as you don’t have any
fear, you can invite customers to
check out your company online
through reviews or search customer complaints,” he adds.

>I

“Reviews online also tell a lot
about a company,” notes Azeri.
Online reviews are another trait,
in addition to licensing, certification and insurance, that runaway
remodelers will likely lack.
“As professionals attempting to
secure leads that are not repeats or
referrals we first have to figure out
what media to use to have the best
chance to hit our target and then we
can figure out what message to send
them. Direct mail postcards warning
against ‘Storm Chasers’ (see pg. 51 for
more) after extreme weather conditions can be effective,” Milanese says.
“But, perhaps the best way to talk to
consumers is through social media
and our websites. Relaying warnings
from law enforcement about ‘contractors’ who steal deposits on
Facebook could be an effective way
to get out the message.”

A Competitive Edge
What specifically is in the insured,
certified remodeler’s arsenal?
“You can get permits with a
license,” says Azeri. “Certifications
are important as well … Being certified also ensures that the installation is done properly, so there’s no
question about that.”
“When it comes to remodeling
companies that are not a specialist,
they have some options with the
business model they want to set
up,” Shaw says. “They can limit the
exposure they have to those types
of people. A design/build company
would completely eliminate that
because they would be competing
based on interviews. The selection
would not be made on price.”
Knowing your competition can
also help you better develop a
strategy.
“Find out who you’re competing
with. If a homeowner or client
www.dwmmag.com
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Window Balances
Wood Window Jambliners
Architectural Hardware
Window Replacement Hardware

won’t tell you, that says a lot right
there,” adds Shaw.
From there, door and window
remodelers can show off their
achievements to homeowners.
“Individual contractors can point
to their experience, references, the
professionalism of their staff, their
Better Business Bureau ranking,
membership in local chambers of
commerce, NARI membership and
their additional insurance policies
over and above workers compensation that protects the property
owner from liability,” says Milanese.
“We can’t compete with an unlicensed
uncertified
contractor
because they don’t charge enough to
stay in business as a long-term profession. Everyone who owns a business can choose how much to charge.
We’re all independent business owners,” says Anundson. “Some of the
smaller businesses may charge less,
but that’s not always true either. We
can’t compete with the one- or twoman shows that aren’t going to apply
for and get permits. There are additional costs for that. If you incur those
costs you have to charge for them.”
Shaw adds that at some point,
many dealers and remodelers
have been on the other side of this
situation.
“Remember that all of us started
out in some form as a ‘Chuck in a
truck.’ As we get more experienced
and our organizations grow, we forget
about the struggles we had getting in
the business,” Shaw says. “When we
were Chucks, the way we grabbed
business and grew was by price. As we
grow and we get larger organizations
with more overhead and offices with
staff, there’s no way we can compete
against Chuck, so we have to find a
different way to compete and clients
who are interested in the services and
professionalism we bring.”
❙
www.dwmmag.com

RV & Mobile Home Hardware
Window Glazing & Weatherstripping
Swing/Multipoint Door Hardware
Screen Door Hardware
Patio Door Hardware
Closet Door Hardware
Builders Hardware
Shower Door Hardware
Cabinet Drawer Hardware

Call Today for Your FREE Catalog.
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Toilet Partition Hardware
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Dealer Talk
RESEARCH

Survey Shows Distributors Concerned
about Political Indecision
FOCUS ON DEALERS

ncertainty about government
regulation and its impact on
business growth has become
a top concern of executives in the
wholesale distribution industry,
according to results from the 2013
McGladrey/ National Association of
Wholesaler Distributors
(NAW)
Institute Distribution Monitor.
Distribution executives in general
have a positive outlook for the near
future, with 87 percent reporting that
they are optimistic about growth
prospects of their own businesses in
the coming year, and 75 percent
reporting optimism for the wholesale
distribution industry in general.
Sixty three percent of executives also
said they expect to add jobs in the
next 12 months, with an average
expected increase of 4.4 percent.
Despite these positive outlooks,
survey respondents indicated that
they expect their growth to be limited by a variety of issues. While
these executives remain somewhat
concerned about traditional busi-

U

ness factors like materials pricing
and the direction of the economy,
the top four (out of 17) most commonly cited threats to growth were
related to government policy.
Government regulation (72 percent) and health reform implementation (72 percent) were tied
for the most commonly cited
threats to growth, while with the
increase in payroll taxes for Social
Security and Medicare (71 percent), and the federal deficit (69
percent) close behind.
“Wholesale distribution companies are growing, and the vast
majority expects to continue growing in the coming year,” says
Patrick
Larmon
of
Bunzl
Distribution USA Inc. and 2013
NAW chairperson of the board.
While hiring is expected to
increase, most distribution executives expect a variety of employee
costs to increase substantially in
the next 12 months. In particular,
while wages and other benefits are

The Good, Bad and Ugly
The Good
Optimistic about business growth . . . . . . . . . . . . . . 87 percent
Optimistic about industry in general . . . . . . . . . . . 75 percent
Optimistic about job creation . . . . . . . . . . . . . . . . . . 63 percent

The Bad
Government Regulation
Distribution leaders are pessimistic about . . . . . . . . . . . . . . . .
Health reform implementation . . . . . . . . . . . . . . . . . 72 percent
Increases in payroll tax . . . . . . . . . . . . . . . . . . . . . . . . . 1 percent

The Ugly
Distribution leaders are most worried about . . . . . . . . . . . . . .
Increases in transportation/fuel costs . . . . . . . . . . . 92 percent
Increases in energy/utility costs . . . . . . . . . . . . . . . . . .84 percent
Increases in inventory/materials/components . . . . .83 percent
54
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expected to increase at an average
rate of around four percent; executives expect health care costs to rise
by an average of 11 percent.
Distributors are also anticipating
significant increases in materials
and components costs, and in several areas, concern about these
costs is on the rise. Ninety two percent of executives expect increases
in transportation/fuel costs, compared to 77 percent in 2012; 84 percent of executives expect increases
in energy/utilities costs in 2013 (an
average of 4.5 percent), compared to
70 percent in 2012; and 83 percent
of executives expect increases in
costs of inventory/materials/components in 2013, compared to 73
percent in 2012.
Distribution executives are
increasingly aware of the risks
associated with business information and data, though they continue to report relatively low levels of
risk. Approximately 70 percent of
distribution executives report that
their information/data is at little or
no risk, a drop from 79 percent in
2012. At the same time, distributors are taking steps to manage
IT related risks, with 62 percent of
distributors reporting that they
have an IT risk management
process, and 72 percent indicating
that they regularly monitor systems to find threats and attacks
that might have occurred.
The survey was sponsored by
McGladrey LLP, provider of assurance, tax and consulting services
focused on the middle market, and
the NAW Institute for Distribution
Excellence, the long range research
arm of the National Association of
Wholesaler Distributors (NAW). ❙
www.dwmmag.com
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AN EXPRESSION
OF YOUR

LIFESTYLE
TLC
Mouldings
manufactures quality primed
LDF and MDF Mouldings and
boards, as well as raw ripped
boards. Contact your local
distributor to find out how you
can get Harmony mouldings
for your next project.

Harmony
Mouldings
Harmony mouldings are
produced right here in the USA
giving you shorter lead times
and supporting our domestic
economy.

Manufacturing
Facility:
1554 Springhead Church Road
Willacoochee, GA 31650
866-653-4852
fax:912-534-5010
www.tlcmouldings.com

SEE US AT THE AMD SHOW

Product Information
Incorporating
SHELTER® Magazine
DOOR & WINDOW MARKET MAGAZINE

© 2013 Door and Window Market (DWM)
Magazine. All rights reserved.
No reproduction of any type without
expressed written permission.

Contents

Zoom Fit

Search

+

Archives

–

I<

E-Mail

<

>

Subscribe

Distributor Products

DOORS AND WINDOWS

Free For You and Me

FOCUS ON DEALERS

Cascade Windows, a vinyl window manufacturer based in
Spokane Valley, Wash., has added a
new product enhancement that
will come standard on their windows at no additional cost.
A dual-pull rail feature has been
added as a standard feature on all
slider and single-hung product
lines. Now there are rails on both
sides of the vent of a slider as well
as, both the top and bottom of a
single-hung window. By providing
another pull rail, the company says,
it will be easier for customers to
open and close the window.
❙❙➤ www.cascadewindows.com

A Soft Nest
Soft-Lite Windows, a vinyl
replacement door and window
manufacturer headquartered in
Streetsboro, Ohio, now offers the
Nest® Learning Thermostat, which
it says offers homeowners greater

energy efficiency.
According to the company, Nest
learns a homeowner's schedule
and , programs itself. It and can be
controlled from a phone, programming itself in about a week. It creates a personalized schedule based
on the temperature changes a person makes and continually adapts
to changing lives. Nest can sense
when everyone has left the home
and automatically adjusts the temperature to avoid heating or cooling an empty home, Soft-Lite says.
❙❙➤ www.soft-lite.com

GREENHOUSE WINDOWS

The Celtec Look
R. Lang Company, makers of TruFrame® greenhouse windows, has
selected Vycom’s Celtec® PVC material to serve as the exposed shelf at
the base of its window boxes.
The Celtec material, an expanded
PVC, is described as “an integral part
of each window’s design, with
enhanced fastening and bonding for
added strength,” according to the
company. The consistent surface
quality and colors are a factor that
the company states are important,
as they become the produced surface for the window’s interior bottom shelf.
Each Tru-Frame greenhouse window features a durable vinyl frame in white
or almond color. R. Lang Co. says the frames never need painting and are maintenance free, and with rounded corners, they are said to be stronger and safer
to have around a customer's house because the edges don't protrude. The bottom Celtec PVC shelf resists moisture from watered plants and humidity, making it low-maintenance and adding to the garden window’s life, according to
the company.
❙❙➤ www.truframe.com
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provide exceptional insulating
value and resistance to impact and
other abuse, according to the company. Rack-and-pinion operating
hardware is durable and remote
operators are available.
❙❙➤ www.extechinc.com

Come Out on Top
Extech Inc. has introduced its
TechVent® top-hinged windows,
which the company says provide
massive natural light and ventilation, doing everything that a louver
can do at less cost. Available in continuous or individual units, these
windows can be left open during
normal rainfall. When glazed with
cellular polycarbonate they also

>I

FOLDING SYSTEMS

Welcome into the Fold
Solar Innovations Inc. has introduced a new folding glass wall configuration called the “fold-to-fold” door.
The design was inspired by a customer’s request, made by for someone with limited space for storing
the “stacked panels” that make up a
traditional folding door, but who
found the concept appealing.
The fold-to-fold door system
begins with all panels on a closed
track. After disengaging the handle
set, the panels become mobile. The
operable panel opens 180 degrees, to
lay flat against the adjoining stationary panel. A proprietary jamb release
mechanism was designed to allow
the two panels to open an additional
90 degrees in unison and remain
flush against the adjacent wall.
The fold-to-fold door system
includes the same corrosion-resistant hinges and sills used on standard door units. Industry leading
air, water and structural test results
can be achieved with fold-to-fold
doors, depending on the panel’s
swing direction, according to the
company. The extrusions used on
the door maintain the same sightlines as the company’s folding glass
walls and swing doors.
❙❙➤ www.solarinnovations.com ❙
www.dwmmag.com
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M&M News and Products
EVENT NEWS

MMPA Opens up First-Ever Event
with Great Success
MOULDING & MILLWORK

Setzer Forest Products Jeff Setzer welcomes MMPA attendees to the plant.

Move that bus: Members of the moulding industry toured five plants as part of the
MMPA first annual event.
he Moulding and Millwork
Producers
Association
(MMPA) invited members of
the moulding industry and association members to attend its
first-ever MMPA Industry Wide
Limited Moulding and Millwork
Event. The meeting was held
September
9-11,
2013,
in
Sacramento, Calif. Approximately
95 producers and distributors
were in attendance.
In fact, Kellie Schroeder, MMPA
executive director, says the association had limited the plant
tours to no more than 100 paying
attendees “as you can only get so
many people through a plant in
an hour. To have more attendees
would put a burden on the facilities opening their doors to us by
disrupting production at a greater

T
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cost than what they had agreed to
incur at the onset,” she says.
It was such a success that the
MMPA will likel y continue the
event in future years.
The plant tours were of particular interest and Northern California
was chosen due to its unique con-

>I

Weinig Mobile was staged in the hotel
parking lot for equipment tours
throughout the event.
centration of millwork producers.
Attendees toured Setzer Forest
Products in Sacramento, Yuba River
Moulding
and
Millwork
in
Marysville, Pacific MDF Products in
Rocklin, Sierra Pacific Sawmill in
Lincoln and Sunset Moulding
Company in Live Oak and Chico.
“Several of the producers brought
some of their production personnel.
This allowed them to tour other
facilities and provided the opportunity to share ideas during the commute,” says Al Delbridge, ECMD,
and also a member of the MMPA
committee.
❙

Scott Krueger, The Wood Hub, Claus Staalner, Brookhuis America and Al Delbridge,
East Coast Moulding Co. socialize at the tabletop event.
www.dwmmag.com
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INTERGRID
SCREENFRAME
FASTENERS
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LEADING EDGE
BEST QUALITY
LOW MINIMUMS
JIT INVENTORY
GED APPROVED
INNOVATION AVE.

EXIT HERE FOR

CLIPS
NEW PRODUCT
XING

LOW COST DIFFERENTIATOR

- GED® Approved - Intercept® - Intercept® ULTRA - Energy Star
Blackline Spacers are designed to eliminate the view of the spacer making a beautiful
finished window. The spacer disappears in the sash, which improves aesthetics of windows..
Superior Warm-Edge technology coupled with the best gas retention in the industry
maximizes thermal protection and best overall profit. Available in all Intercept variants.

Leading Edge Patent Pending
For more information or samples please contact us at 440-786-2444
Visit Us at Win-Door show Nov 12-14 Toronto Booth # 1347
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Introducing...

DOORS
Fresh, Clean French Door
CGI Windows, manufacturer of
hurricane impact-resistant doors
and windows, introduced its
Sentinel 160 French Door which
completes the company’s Sentinel
line.

“Our swing door was really the
missing piece to the line, and with
this new offering builders and
homeowners alike have a true
value alternative,” said Steve
Dawson, executive vice president,
sales, CGI Windows.
Key features include self-mating
sidelites, no separate mullions
required; a single-action, threepoint lock; and design pressures up
to +80/-80.
❙❙➤ www.cgiwindows.com

Low Cost with Honeycomb
Coregere Honeycomb has recently launched an opportunity for door
manufacturers to produce corrugat-
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ed honeycomb inline. The offer
includes no cost equipment, installation or commissioning. The
process, called “low cost” by the
company, reportedly results in up to
60-percent savings for cold pressing
door manufacturers where a range
of interior and deep mould fillers are
produced on a just in time (JIT)
inline basis.
Buyers and production managers have control over sizing and
stocking, with low maintenance
costs at less than 1-percent cost of
filler production. Unskilled operators are trained in 24 hours with
the output capacity of up to 15,000
fillers per day, the company says.
Coregere Honeycomb has more
than 25 years experience in the
door filler industry. Corrugated and
Kraft paper fillers can be produced
on the same equipment with minimal change over.
❙❙➤ www.coregerehoneycomb.com

annealed)
a
Sound
Transmission
Class
(STC) rating of 35 and
an
Outdoor-Indoor
Transmission
Class
(OITC) rating of 27
can be achieved, the
company says.
With this newest
addition,
TGISpacers are available in widths ranging from 0.25 inch
(6.35 mm) to 1.002
inch (25.45 mm).
The company
also launched a
new website with more online
resources at www.glassinsulation.us.
The site’s expanded, educational
content is organized into seven easily navigated menu categories …
❙❙➤ www.glassinsulation.us

SCREENS

My Big, Big Screen
SPACERS

One-Inch Wonder
Technoform Glass Insulation
North America Inc. now offers
TGI®-Spacer in a 1-inch width for
residential and commercial insulating glass products, including windows. The company says the new
product optimizes thermal performance and condensation resistance while also enhancing acoustic
performance for quiet interiors.
According to a company press
release, the TGI-Spacer’s straight
sightline and smooth matte finish
expands product design options
with a new dark grey color added to
its standard color palette, which also
includes light grey, bronze, champagne, white and black. Custom colors are also available upon request.
Independent laboratory testing
validates that with this new 1-inchwide TGI-Spacer and two lites of
1/4-inch glass (1/4-inch annealed/
1.002-inch TGI-Spacer/ 1/4-inch

>I

Burnaby, B.C-based business
Wizard Industries Inc. has released
a new product, the VistaView large
opening retractable screen that can
cover up to 23 feet.
The design was created to remedy the view obstruction created by
accordion-style fold-away large
opening screens.
The patented handle brake system stops the screen in place along
its track and VistaView screens are
built with a secured zippered track
that the company says keeps the
screen tight to prevent blowouts.
❙❙➤ www.wizardindustries.com ❙
www.dwmmag.com
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Ones to Watch

PROMOTIONS

PGT Adds Vice President
PGT Industries has promoted Brad
West to vice president and controller.
In this new role, West will oversee
PGT’s accounting and finance
departments, as well as its risk management function. He reports directly
to executive vice president of operations and chief financial officer Jeff
Jackson, and is a member of the company’s executive management team.
West has more than 16 years of
management experience in manufacturing organizations. His history
includes positions such as operational division controller for Mrs.
Smith’s Bakeries, manager of SEC
Reporting and Investor Relations
with Riverwood International and
public accountant for BDO
Seidman, LLP. West earned a B.B.A.
degree from the University of
Michigan and is a certified public
accountant in Georgia.

Pollard Windows Inc. Names
New President
Karen Pollard-Josling has been
named the new president of Pollard
Windows Inc. and Gary L. Pollard as
director of business development.

The changes at the
company follow the
recent passing of former president Michael
Pollard.
Pollard-Josling has
been with the compaKaren
ny for 23 years. She
Pollard
started as marketing
representative
working
with
Michael Pollard and worked her
way up to marketing manager. She
will be responsible for day-to-day
running of the company.
Gary L. Pollard has
been at Pollard for 30
years working as a sales
consultant, service manager and head of the U.S.
office for the past 20
years. He will work with Gary
Pollard-Josling and the Pollard
executive team to identify new potential business and build
relationships with industry groups.
"We are proud of what our family business stands for and are
committed to serving our customers and community in the
way they have grown to expect for
over 65 years,” says a company
statement from Pollard. “We will

Sunrise Names New President as Part of Growth Plan
Sunrise Windows, based in
Temperance, Mich., announced the promotion of Joe Guarino to the role of
president effective June 3, 2013.
Guarino, former senior vice president of
sales and marketing for the last year,
now leads the development and execution of the company’s strategic growth
plan, reporting to Gary Delman, CEO.
In 2014, Delman will remain a sig- Joe Guarino (left) and Gary Delman
nificant shareholder in the company
and will move to the Sunrise Board of Directors, resulting in the promotion of
Guarino to president and CEO.
“With Joe’s promotion to president and CEO, not only will I serve on the
board of directors, but I’ll also continue to be a significant owner of the company,” says Delman. “With Joe leading the business, I will be able to spend more
of my time working with him on strategic growth planning, while also having
the flexibility to pursue other community and family endeavors.”
62

Door & Window Market

>I

carry on with the vision that both
our father and brother Michael
Pollard shared with the help of
our family and extended family of
employees
here
at
Pollard
Windows. Thank you for all your
continued support."

Andersen Corp. Names New
Silver Line President
Andersen Corp. announced it
has named Dave Beeken president
of the Silver Line division, which
Andersen acquired in 2006. Beeken
takes on this new role following the
departure of Silver Line president
Paul Valle.
“Our vinyl business is an important element of our overall strategy
to lead the window and door industry with a wide ranging portfolio of
different and better products and
services,” says Andersen Corp.
chairman, president and CEO Jay
Lund. “Dave brings to this business
a long track record of success during his 35-year career in the window
and door industry.”
Beeken most recently served as
the senior vice president of doors
and accessories for the Andersen
division, one of three divisions of
Andersen Corp. Previously, he was
the senior vice president and general manager of the architectural
products division, where he spearheaded the integration of Eagle
Windows and Doors into the
Andersen business.
Beeken’s career in the door and
window industry began when he
joined Eagle in 1977. He became
the president of Eagle in 1999.

APPOINTMENTS

Cascade Windows Hires
VP of Operations
Cascade Windows, a vinyl door
and window manufacturer based in
Spokane, Wash., announced the
addition of has added Randy
Buchanan as its new vice president
www.dwmmag.com
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of operations.
Buchanan comes to Cascade
Windows with more than 31 years
of experience in the glass industry. He spent 30 years at Milgard
Manufacturing where he most
recently held the role of director
of Northwest operations. Here he
oversaw all operational activities
for Milgard’s fiberglass and vinyl
manufacturing facilities including directing sales efforts in
Canada.
He
was
a warded
Milgard’s “Plant Manager of the
Year” three years in a row and was
handpicked by Gary Milgard to
start up a new manufacturing
facility in Virginia. Prior to
accepting the position at Cascade
Windows, Buchanan spent a year
as the general manager at Tacoma
Glass Manufacturing Inc.
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Guardian Names Zoulek VP of
North American Flat Glass
Guardian Industries
has
named
Rick
Zoulek as vice president
for
North
American flat glass
operations.
Zoulek
will oversee all aspects
Rick
of the North American
Zoulek
flat glass business and
position the company for continued long-term profitable growth.
He has established a strong track
record of innovation and commercial leadership in growing businesses throughout his career,
according to the company.
Zoulek says he welcomes the
opportunity to join the Guardian
leadership team.
“There is a principle at

Carry Case Creations
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Guardian of adding value every
day to our customers and that is a
vision I completely share,” he
says. “It is only through helping
our customers grow their businesses that we can reach our
ambitious goals for profitable
growth. I very much look forward
to the challenge.”
Zoulek has demonstrated both
technological leadership and a
strong commercial track record
during a long career at PPG
Industries, where most recently he
was vice president of industrial
coatings for the Americas, according to the company.
Zoulek holds a B.S. in management information sysstems from
the University of Michigan and
an MBA from Wayne State
University.
❙

Options for Presenting
Your Options

1-855-774-7974

smithcase.com
www.dwmmag.com
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Architectural Glass
Bent/Curved
Precision Glass Bending Corp.
P.O. Box 1970,
3811 Hwy. 10 West
Greenwood, AR 72936
800/543-8796
fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com
Door & Window
Machinery/Equipment
Erdman Automation Corp.
1603 South 14th Street
Princeton, MN 55371
763/389-9475
fax: 763/389-9757
www.erdmanautomation.com
Global Sales Group, L.L.C.
PO Box 1835
Chico, CA 95927
877/474-5521
fax: 530/893-2244
www.globalsalesgroupllc.com
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
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
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SUPPLIERS
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Saws, Cut-Off
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Saws, Double-Miter
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Vinyl Fabrication
Equipment
GED Integrated
Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401
fax: 330/963-0584
www.gedusa.com
Vinyl Welders
Stürtz Machinery, Inc.
1910 Summit Commerce Park
Twinsburg, OH 44087
330/405-0444
fax: 330/405-0445
www.sturtz.com
info@sturtz.com
Door Components
Door Screens
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com

Jamb Adjusters
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
Patio Door Screens
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
Thresholds
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.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
Handles
Roto North America
14 Inspiration Lane

>I

Chester, CT 06412
800/243-0893
fax: 860/526-8390
Multipoint Locks
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
Muntin Tapes
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
Stiffeners
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
Weatherstrip, Doors
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.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
SaftiFirst Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124
www.dwmmag.com
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888/653-3333
fax: 888/653-4444
www.safti.com
info@safti.com
Insulating Glass &
Related Products
Airspacers
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
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
Muntin Bars
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
Sealants
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
Spacers
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
www.dwmmag.com
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Door & Window
Machinery/Equipment
Production Lines
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
Insulating Glass
Machinery & Equipment
GED Integrated Solutions
9280 Dutton Drive
Twinsburg, OH 44087
330/963-5401
fax: 330/963-0584
www.gedusa.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
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WoodWare Systems
8304 Macon Terrace Road
Cordova, TN 38018
901/763-3999
fax: 901/763-4064
www.woodwaresystems.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
Window Hardware &
Related Products
Amesbury
57 Hunt Road
Amesbury, MA 01913
800/217-5757
fax: 800/289-6699
www.amesbury.com
Operators
Roto North America
14 Inspiration Lane
Chester, CT 06412
800/243-0893
fax: 860/526-8390
Window Hardware
Strybuc Industries
2006 Elmwood Ave.,
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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
Vision Industries
500 Metuchen Road
South Plainfield NJ 07080
800/220-4756
Fax 800/294-0743
www.visionhardware.com
sales@visionhardware.com
Window Screens
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.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. Supplier’s Guide listings

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

start at $395 and run for an entire year.
DEADLINE FOR THE JANUARY/FEBRUARY
ISSUE IS DECEMBER 15, 2013.

October 2013
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NowShowing
CALENDAR OF EVENTS

2013

2014

October 27-30, 2013
AAMA National Fall
Conference
Sponsored by AAMA
Marriott Waterfront
Baltimore, Md.
❙❙➤ www.aamanet.org

Where windows and energy
efficiency come together.
Partner with experts known for bringing innovations
with reliable performance that meet the latest trends.
Need sealants that pass the test? Talk to the people
who work on nothing else. hbfuller.com/window

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

Our Focus is Clear.
Perfecting Sealants
and Adhesives.
™
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❙❙➤ www.nwda.net

February 4-6, 2014
International Builders’ Show
Sponsored by the National
Association of Home Builders
Las Vegas
❙❙➤ www.builders
show.com

February 16-19, 2014
AAMA Annual Conference
Sponsored by the American
Architectural Manufacturers
Association (AAMA)
Walt Disney World Swan
Orlando, Fla.
❙❙➤ www.aamanet.org

© 2013 H.B. Fuller Company

Door & Window Manufacturer (DWM) magazine is published 9 times annually, for an annual subscription price of $45.00. Office of publication is located at 385 Garrisonville Road, Suite 116, Stafford, VA 22554; Headquarters of
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January 27-28, 2014
NWDA Winter Meeting
Sponsored by the Northeast
Window and Door
Association (NWDA)
Foxwoods, Ct.

November 3-7, 2013
Association of Millwork
Distributors Annual
Conference
Sponsored by AMD
Cobb Galleria Convention
Center
Atlanta
❙❙➤ www.amdweb.com

November 12-14, 2013
Win-door North America
Metro Toronto Convention
Center
Toronto
❙❙➤ www.windoor
show.com

November 20-22, 2013
Greenbuild
Sponsored by the USGBC
Philadelphia

February 25-28, 2014
IGMA Winter Meeting
Sponsored by the Insulating
Glass Manufacturers Alliance
(IGMA)
San Francisco
❙❙➤ www.igmaonline.org

March 26-29, 2014
Fensterbau/Frontale
International Trade Fair
Window, Door and
FacadeTechnologies Components, Prefabricated
Units
Nuermberg, Germany
❙❙➤ www.frontale.de

April 28-May 1
MMPA Annual Meeting
Sponsored by the Moulding
and Millwork Producers
Association
Mansion on Forsyth
Savannah, Ga.
❙❙➤ www.wmmpa.com

❙

❙❙➤ www.greenbuild
expo.org

To submit events for
the calendar
email ttaffera@glass.com
www.dwmmag.com
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Amesbury Group
Arauco Wood Products Inc.
Cardinal IG
Coregere
Erdman Automation
Evotech Industrial Coatings
GED Integrated Solutions
GM Wood Products
H.B. Fuller
Interlock USA
LaCantina Doors
Leading Edge Distribution
MasterGrain Products
Prodim
Quanex Building Products
REHAU
Roto North America
Royal Building Products
Royal Building Products
Schlegel, An Amesbury Company
Smith Case
Soft-Lite LLC
Strybuc Industries
Sturtz Machinery Inc.
SureFire Systems Inc.
TLC Mouldings
Truth Hardware
Veka Inc.
Vi-Lux
Vision Hardware
Win-Door North America
Woodware Systems

Phone

Fax

585/427-7200
770/350-1620
952/935-1722
+27 0 33 8159569
763/389-9475
800/561-7089
330/963-5401
800/530-9211
888/423-8553
877/852-8808
888/720-9775
440/786-2444
705/527-2939
888/229-3328
713/961-4600
800/247-9445
800/243-0893
866/361-9261
866/852-2791
800/586-0354
855/774-7974
330/528-1126
800/352-0800
330/405-0444
407/699-1862
866/653-4852
800/866-7884
800/654-5589
866/281-6743
800/220-4756
800/282-0003
901/763-3999

Web Address

585/627-5979
www.amesbury.com
Not Available
www.truchoicemouldings.com
952/935-5538
www.cardinalcorp.com
+27 0 86 5154750 www.coregerehoneycomb.com
763/389-9757
www.erdmanautomation.com
450/670-0511
www.evotechind.com
330/963-0584
www.gedusa.com
231/652-3166
www.gmcompanies.com
Not Available
www.hbfuller.com
775/852-8867
www.interlockna.com
760/734-1591
www.lacantinadoors.com
440/735-7013 www.leadingedgedistribution.com
705/526-3818
www.mastergrain.com
772/465-8700
www.prodim-systems.com
713/877-5333
www.quanex.com
703/777-3053
www.na.rehau.com
860/526-8390
www.rotohardware.com
905/850-9184
www.thermoplast.com
905/850-9184 www.royalbuildingproducts.com
585/627-5979
www.amesbury.com
336/774-7949
www.smithcase.com
330/528-3501
www.soft-lite.com
610/534-3201
www.strybuc.com
330/405-0445
www.sturtz.com
407/699-4565
www.surefireonline.net
912/534-5010
www.tlcmouldings.com
507/451-5655
www.truth.com
724/452-1007
www.vekainc.com
613/354-6589
www.vi-lux.com
908/822-2269
www.visionhardware.com
416/444-8268
www.windoorshow.com
901/763-4064
www.woodwaresystems.com

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

Help Wanted

Regional Sales Manager

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
Used Equipment for Sale

GED Glass Cutter
Model 1600, 12 years old, $18,000. Includes drop table and
break-out table. Other glass line equipment available.
Please contact Mike Gilkey at mgilkey@gilkey.com
www.dwmmag.com

We are one of the leading window manufacturers in
the country. We are currently looking for a regional sales
manager that would cover the New England region. If you
want to deal with some of the top performing customers
in the country, are excellent at training sales people, as
well as building a territory, and being part of a successful
sales team, we are interested in talking with you! We are
seeing a creative and self-motivated regional sales manager that ca n successful grow existing customers as well
as build a successful territory. A minimum of 50% travel
is required and residing in the New England region is a
must. To learn more about this career opportunity
including the core competencies, responsibilities, and
skill requirements, please send your confidential
inquiry/resume to DWM magazine, Drawer 6500, PO Box
569 Garrisonville, VA 22463, email jmulligan@glass.com,
or fax 540/720-5687. Be sure to reference Drawer 6500.
October 2013
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Industry Indices

World Demand for Doors
and Windows to Reach
$223 Billion in 2017
Through 2017, global demand for
doors and windows is expected to
rise 7.1 percent annually to $223 billion, significantly exceeding the
growth rate of the 2007-2012 period,
according to World Windows and
Doors, a new study from The
Freedonia Group Inc., a Clevelandbased industry market research firm.
China was the world’s largest
door and window market in 2012,
and will see its share of global
demand rise to 36 percent of the
total in 2017. Rapid demand gains
are also expected in the other developing areas of the world—particularly in the Africa/Mideast region

and South America. However, gains
will be slightly below the world average, as the global financial crisis did
not have as strong an impact as in
the developed areas, and these
regions are starting from a higher

2012 base. Rising personal incomes
will lead to the adoption of more
Western-style building practices,
encouraging the use of modern
doors and windows and boosting
demand gains.

Single-Family Pushes Housing
Starts Up in August

Remodeling Gains to
Continue into 2014

291 Markets Improve
in September

Led by a solid increase in single-family
starts, nationwide housing production
rose 0.9 percent to a seasonally adjusted
annual rate of 891,000 units in August,
according to figures released by the U.S.
Department of Housing and Urban
Development and the U.S. Census Bureau.
Meanwhile, construction of multifamily
buildings slowed following a rebound in
the previous month.
Single-family housing starts rose 7 percent to a 628,000 unit pace. Regionally,
single-family starts activity rose 9.6 per-

General strengthening in the housing market over the past 18 months is
translating into increased spending on
home improvements, according to the
Leading Indicator of Remodeling
Activity (LIRA) released in August by the
Remodeling Futures Program at the
Joint Center for Housing Studies of
Harvard University. Remodeling contractors have been reporting improving
market conditions for the past four
quarters, and are seeing strength in
future market indicators.
“Homeowners are more comfortable
investing in their homes right now,”
says Eric S. Belsky, managing director of
the Joint Center. “Consumer confidence
scores are back to pre-recession levels,
and since recent homebuyers are traditionally the most active in the home
improvement market, the growth in
sales of existing homes is providing
more opportunities for these improvement projects.”

A total of 291 metropolitan areas
across the country now qualify as
improving housing markets, according
to the National Association of Home
Builders/First American Improving
Markets Index (IMI) for September.
This reflects a gain of 44 markets from
August.

cent in the Northeast, 7.1 percent in the
Midwest, 2.3 percent in the South and
17.5 percent in the West.
The annualized rate of multifamily production fell 11.1 percent to a seasonally
adjusted annual rate of 263,000 units.
68

WORLD WINDOW & DOOR DEMAND
(billion dollars—USD)

Door & Window Market

% Annual Growth
Item

>I

2007

2012

2017

‘07-’12 ‘12-’17

Window & Door Demand 132.9
North America
37.0
Western Europe
35.2
Asia/Pacific
46.4
Other Regions
14.3

157.8
28.0
31.9
80.9
17.0

222.6
43.2
39.8
117.2
22.4

3.5
-5.4
-1.9
11.8
3.5

7.1
9.1
4.5
7.7
5.7

© 2013 by The Freedonia Group Inc.

291
In September, 242 housing markets
retained their existing positions on
the IMI while 49 new markets were
added and five were dropped from the
list. Recent additions include such
geographically diverse locations as
Macon, Ga.; St. Cloud, Minn.;
Brownsville, Texas; Spokane, Wash.;
and Milwaukee, Wis.
❙
www.dwmmag.com
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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

Your Partner in Window & Door Hardware

rotohardware.com

fasco.ca

WINDOW
W
INDOW HARDWARE
HARDWARE: CASEMENT
CASEMENT & AWNING,
AWNING, SINGLE
SINGLE HUNG
HUNG & DOUBLE
DOUBLE HUNG,
HUNG, TILT
TILT & TURN
TURN
DOOR
DOOR HARDWARE
HARDWARE: SLIDING
SLIDING PATIO,
PATIO, HINGED
HINGED PATIO,
PATIO, EURO
EURO
SEE US AT WIN-DOOR
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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
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The Next Generation of High
Performance Door Frames.
DURA-TECH is a 12 mil rigid PVC film
bonded with permanent waterproof
exterior polyurethane glue to our
lifetime rot resistant Dura-Frame
substrate system.

s Mull Casing
s Custom
Components

www.gmcompanies.com

Premium Stain-Grade
Door Components
s
s
s
s
s

#LEAR 0INE
$OUGLAS &IR
(EMLOCK (Hem Fir)
2ED /AK
-AHOGANY

Worry-Free
Composite Frames

s #HERRY
s -APLE
s +NOTTY !LDER

SEE US AT WIN-DOOR •

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.
SEE US AT THE AMD SHOW

