
WINDOW
SHOPPING 
IN ATLANTA

COMPREHENSIVE COVERAGE, AUDITED CIRCULATION

DOOR & WINDOW MARKET MAGAZINE

Incorporating
SHELTER®  Magazine

IG MANUFACTURING: 
BUY OR KEEP IT IN HOUSE?

MAKE PLANS FOR
FENESTRATION DAY

MEET THE NEW QUANEX CEO

Q AND A WITH THE LOEWENS

VOLUME 14/ISSUE 7/SEPTEMBER 2013

Search Archives E-Mail Subscribe

I<      <      >      >I

DOOR & WINDOW MARKET MAGAZINE

Incorporating
SHELTER®  Magazine Contents© 2013 Door and Window Market (DWM)

Magazine. All rights reserved. 
No reproduction of any type without 
expressed written permission.

Zoom   Fit     +   –Product Information

www.dwmmag.com
http://products.dwmmag.com
http://www.dwmmag.com/digital/
http://www.cdsreportnow.com/renew/now?DWM


Discover Sentry™ –
Stylish Design Meets 
Intuitive Functionality.
The New Sentry™ Multi-Point Hinged 
Patio Door System.
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Patio Door System.
Designed specifically for the North American market, Truth Hardware’s 

 Multi-Point Hinged Patio Door Hardware System
combines flexibility with optimal security. Market research told us what 
you want and you will find it here in Truth’s new Sentry™
intuitive functionality like the 90 degree thumbturn located above the 
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26 The Big IG Question
When it comes to insulating glass, window companies
either purchase from a supplier or manufacture in
house. Which method works best, and when? Find out
from window companies and the suppliers who make
the equipment.  

32 The Comeback Kids
Charles and Clyde Loewen are back at Loewen Windows,
after VKR made its decision to divest the business. DWM
editor Tara Taffera interviews Clyde, Charles and CEO Al
Babiuk to learn all the details of the buyback and plans
for the future.

41 Make Plans for Fenestration Day
Make plans now to attend Fenestration Day October 31
in Chicago. The event is sponsored by DWM magazine,
and offers a day of targeted education for manufacturers
and dealers. See page 42 for the list of sessions, speakers
and networking events. 

46 Meet the New Quanex CEO
Bill Griffiths, the new president and CEO at Quanex,
talks to DWM editor Tara Taffera about his new role,
future changes, and those rising aluminum prices.

48 See You in Atlanta
Check out all the industry has to offer at GlassBuild
America Atlanta to be held September 10-12.
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Exhibitors will unveil

their latest products at
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Acryl-R® SM5514
  Narrow Joint Seam-Sealer
Next generation of 5504
Low VOC
For corner joints and screw heads
Easy apply with a Plews gun
Fast skinning
Permanently flexible
Paintable, easy to clean
AAMA 800 specification compliance

Acryl-R® SM2700
Warm Melt Back Bedding Compound 
VOC Free / HAPS Free
Moisture-curing reactive acrylic
Proprietary patented technology
Rapid green strength 
Superior adhesion, bond strength
Eliminates Clean-Up
AAMA 800 specification compliance

“Products to stick with.”®

www.acryl-r.com
111 S. Nursery Road, Irving, TX 75060
TEL: 1.800.878.7876   FAX: 972.554.3939

®

Come See Us At Booth #2107Come See Us At Booth #2107
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What I’m Loving Now 
B Y  T A R A  T A F F E R A

The topic of my June “From the
Publisher” column (see page
4 of that issue), was things

that shocked me about the indus-
try. For this issue I thought I would
share a few things that I love about
the industry.

I love that members of the
Loewen family have bought the
company back from VKR. Yes, VKR
was looking to divest its door and
window businesses, and yes,
Charles and Clyde Loewen admit
it wasn’t their immediate thought
to jump back in. But they ulti-
mately made that leap, and I was
fortunate enough to talk to the
Loewen brothers about being
back at the helm (see page 32).

I love when companies have
shared visions. To clarify, it’s great
when companies who are merging
have shared visions—if not, think
of the havoc that could result when
CEOs clash. On page 14 you will see
my interview with Jonathon
Petremolis and Jeff Graby, CEOs for
Amesbury and Truth, respectively.
As you probably know, Amesbury’s
parent company is acquiring Truth.
I interviewed each CEO separately
and couldn’t help smiling to myself
when their answers told of their
shared vision and philosophies.
Seems this merger may be a match
made in heaven.

I love industry debate. Yes,
industry debate keeps it interest-
ing, and there are definitely some
differing opinions when it comes
to the Environmental Protection
Agency’s (EPA) Energy Star pro-
gram. The agency released its final
draft of Version 6.0 of its windows
program (see page 16). The Window
and Door Manufacturers

Association (which counts many
large window companies as its
members), is coming down on  EPA
for ignoring industry feedback.
Others, including those who have
commented on the DWM website,
say things like, “stop belly-aching”
and “It drives me crazy that com-
panies with a heck of a lot more
money than ours claim the tech-
nology isn’t there, too expensive,
etc. We’re doing R-7 and R-8 today.”
No matter where you fall, there will
always be differing opinions and
that’s what makes the fenestration
world go round.

I love meeting our readers in
person to exchange ideas. With
the fall trade show season about to
commence, there will be plenty of
time for information sharing. I
look forward to seeing many of
you in September in Atlanta, in
November at Win-door and on
October 31 at our own
Fenestration Day event in Chicago.
We have a great slate of seminars
for both dealers and manufactur-
ers so make plans now to attend
this free educational event. Go to
dwmmag.com to learn more. �

Publisher/Editor Tara Taffera
ttaffera@glass.com � x113

Assistant Editor Casey Neeley
cneeley@glass.com � x120
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events and can’t wait to see all of you at
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Digital Cut to Fit Solutions 
Install Made Easy 

888.229.3328 Prodim-Systems.com 

1. Measure Perfectly with the Proliner 2.  Onboard CAD/Shop Sheets 
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WPCs Gain Acceptance
Cellulosic Composite Standards Receive Facelift

B Y  D E A N  L E W I S

Fenestration profiles made of
wood fiber-polymer compos-
ites (WPCs) continue to make

inroads in the marketplace. The
trend, driven by cost reductions
stemming from volume-sensitive
production efficiencies and ongo-
ing improvements in their process-
ing, performance and appearance,
follows earlier acceptance for use
in shingles, siding and decking
components.

WPCs are a blend of one or more of
several thermoplastic polymers (e.g.,
polyethylene blends, high-density
polyethylene, polypropylene, poly-
styrene, styrene copolymers or vinyl)
in various proportions along with
wood or other natural fibers, particles
or flakes. Additional compounding
ingredients may include lubricants,
stabilizers, modifiers, blowing agents,
colorants, pigments, process aids
and/or inorganic fillers. The resulting
profiles provide the structural integri-
ty and workability of wood along with
the durability of a polymer.

Why WPC?
WPCs offer several advantages:

1. The polymeric material compo-
nent resists rot and insects, pro-
viding an inherently long prod-
uct life and requiring minimal
routine maintenance;

2. The cellulosic fiber content pro-
vides reinforcement, increasing
the rigidity of the product, even
under elevated temperatures;

3. WPCs can be worked like wood
using ordinary tools and fasten-
ing techniques;

4. WPCs can be pigmented during
processing or painted after
installation;

5. WPCs are “green” products capa-

ble of virtually 100-percent recy-
cled content. 
As with other engineered poly-

meric materials, composites estab-
lish themselves in the marketplace
and deliver their benefits only to the
extent that their performance can
be evaluated objectively and uni-
formly by specifiers. AAMA consen-
sus standards provide the objective
data for such evaluation and form
the foundation of a quality assur-
ance system for buyers, specifiers
and fabricators of WPC products, as
well as a reference point for nation-
al code organizations and local
code officials. They also form the
basis of AAMA certification pro-
grams for fenestration profiles.

Among the more recent additions
to this family of performance stan-
dards—which includes AAMA 303 for
PVC profiles, AAMA 304 for acryloni-
trile-butadiene-styrene, AAMA 305
for fiberglass, AAMA 308 for cellular
PVC, AAMA 310 for reinforced ther-
moplastic and AAMA 313 for molded
aliphatic polyurethane elastomers—
are AAMA 309, Standard Specification
for Classification of Rigid
Thermoplastic/Cellulosic Composite
Materials and AAMA 311, Voluntary
Specification for Rigid Thermoplastic
Cellulosic Composite Fenestration
Exterior Profiles. The latter serves as
the basis for certification of profiles
per the AAMA 109 profile certification
program procedural guide.

Why Update?
But technology continues to

advance. Accordingly, last year a
task group was formed to review
and revise AAMA specifications
for the classification of cellulosic
composite materials and for the

performance of cellulosic fenes-
tration profiles. The fruits of their
work will be released in
September in the form of freshly
updated AAMA 309-13 and AAMA
311-13.

Originally issued in 2004, AAMA
309 defines a cell classification sys-
tem, resulting in a nine-digit desig-
nation number that defines various
ranges of properties: resin type,
percent cellulose content, specific
gravity, impact resistance, flexural
modulus, flexural strength, thermal
expansion, temperature at which
deflection can occur and percent
weight change due to water
absorption. Tests are specified that
can be used to determine these
properties. Lead content must be
separately measured per ASTM
E1753 and must not exceed 0.02
percent by weight.

The new edition of AAMA 309
adds a test method and perform-
ance criteria for solar heat
buildup based on ASTM D4803,
Standard Test Method for
Predicting Heat Buildup in PVC
Building Products.

The progress that AAMA’s Wood
and Cellulosic Composite
Material Council has made in
staying ahead of the technological
curve is due to the enthusiastic
participation both of suppliers
and manufacturers involved in the
cellulosic composite industry.
They serve as positive examples of
AAMA’s ongoing document devel-
opment consensus process.  �

Dean Lewis serves as educational and
technical information manager for the
American Architectural Manufacturers
Association in Schaumburg, Ill. 

A A M A A N A L Y S I S

dlewis@aamanet.org
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Going Public
Examining IPO Activity in the Window Industry

B Y  M I C H A E L  C O L L I N S

The recovery has prompted two
window companies to
approach the public market

with their shares. In July, Associated
Materials filed for a $100 million ini-
tial public offering (IPO), which had
not yet been completed as of press
time. The Ply Gem IPO, in May of this
year, was met with strong buyer
interest. This pushed the final IPO
share price over its expected range
and made Ply Gem (NASDAQ:
PGEM) the most recent publicly trad-
ed window company. PGT Inc. (NAS-
DAQ: PGTI) was previously the only
publicly traded pure play window
maker in the U.S.  Ply Gem’s sales
include revenue from siding and
other products, in addition to doors
and windows.  However, their more
national coverage makes Ply Gem’s
financial performance, in many
ways, a better proxy for the perform-
ance of the national window market. 

Analyzing EBITDA
Public filings show Ply Gem’s rev-

enues to be $1.14 billion, with $120
million in accompanying earnings
before interest, taxes, depreciation
and amortization (EBITDA). This
means Ply Gem’s EBITDA margin
(calculated as EBITDA divided by rev-
enues) is roughly 10.5 percent. In
other words, it exceeds the 10 percent
rule of thumb that indicates a well-
run door and window company.
Companies with EBITDA margins at
this level typically sell differentiated
products that do not compete prima-
rily on price. As a company gets larg-
er, it becomes more difficult to
achieve above average profitability.
Large companies find they must cap-
ture market share from others, often
using price reductions to dislodge

entrenched competitors. In Ply Gem’s
case, whatever they have done to
grow over time, a 10.5 percent EBIT-
DA margin says that they have done it
in a smart way, despite their size.
On the flip side, privately held

companies tend to receive a dis-
counted valuation because of the
lack of liquidity of their shares. While
shares of a publicly held company
can be sold at any time during mar-
ket hours, the sale of privately held
companies requires a time consum-
ing process. The shareholder agree-
ment may even prohibit minority
shareholders from selling their
shares unless the primary owner also
does so. There are a number of fac-
tors that influence the EBITDA mul-
tiple that should be applied to a
given company. While this public
information does not provide a per-
fect proxy, it is information that can
be interesting to factor into valuing a
private door or window company.

Is it Good News?
In general, what does it mean

when companies begin to undertake
IPOs in a given industry? It might
seem to be a positive indicator for the
industry, since investors are gobbling
up shares.  However, the seller of
those shares is the group that knows
more about the company and its
future prospects than anyone. And
they’re selling. As often as not, a rash
of IPOs can mark the top for an indus-
try. However, we think these recent
IPOs are an exception. Both
Associated Materials and Ply Gem are
controlled by private equity (PE)
funds. When a PE fund buys a com-
pany, one thing is virtually certain – at
some point in the future, that fund
will sell that company to someone

else. Thus, these IPOs appear to be
very elegant solutions for groups that
needed liquidity in two hefty hold-
ings. The door and window industry
is large but there are few industry par-
ticipants with a checkbook large
enough to buy companies of this size.
By undertaking IPOs, companies are
able to sell the desired portion of their
shares to a wide array of institutional
and individual investors, avoiding the
risk of pursuing a transaction with a
single large buyer.   
We recommend viewing these

IPOs as a good sign for the industry,
one that brings with it interesting
financial information from public fil-
ings. Companies wishing to bench-
mark their financial performance
against that of larger competitors will
find these IPOs to be the source of
valuable and useful information.
Also, the financial success of these
companies is further indication that
the recovery is in full swing. �

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.

T R E N D T R A C K E R

mcollins@buildingia.com

Door & Window Market www.dwmmag.com

PlyGem made a big splash at IBS earlier
this year. In May, the company went
public and the IPO was met with strong
buyer interest.
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Time to Make the IG 
IG Tips from the Doughnut Shop

B Y  M I K E  B U R K

Ihave commented a number of
times in this column that any-
one who works in the fenestra-

tion industry for more than a few
years loses the ability to look
through windows. Despite their
best efforts, they must look at a
window before they can look
through it. 

For me, and
probably many
others who might
not be willing to
make the admis-
sion, the prob-
lem with viewing
installed win-

dows grows worse.
Now, whenever I look

at any manufacturing process I
look for methods or practices that
might improve the quality, capacity
and safety of an insulating glass
(IG) line. Consider the doughnut
shop—not just any doughnut shop,
but the one with the automated
doughnut line behind the row of
glass windows. It’s the doughnut
shop with the conveyors that trans-
port doughnuts through a heated
section to allow the dough to rise
for just the correct amount of time.
It’s the doughnut shop with the
equipment that automatically flips
the doughnuts in the hot oil to
evenly cook both sides. It’s the shop
with the machine that rinses the

top of every glazed doughnut with
icing. A closer look reveals that
there are some good things going
on in this process that you don’t see
in some glass shops. These are
small things that could benefit any
IG production line.

First and foremost is safety.
Safety labels on the doughnut line
warn employees and visitors of
dangerous areas such as pinch
points and moving parts. Pinch
points and moving parts of your IG
equipment must be labeled and
properly guarded in accordance
with OSHA requirements.
Associates who use equipment on a
regular basis may be aware of the
dangerous areas. However, you must
also take steps to protect and warn
visitors, new hires and temporary
employees of possible dangers. 

The doughnut assembly area is
very clean. Not everyone is as
adamant about contaminates in
their insulating glass. Contaminates
can lead to dirty glass, loss of adhe-
sion and seal failures. It is important
to take the necessary time to wash
down the IG department to reduce
the level of contaminates. Taking the
easier route and blowing the debris
around with air hoses is not enough.
Equipment with internal compo-
nents such as the glass washer
should be broken down and thor-
oughly cleaned.

Work instructions are every-
where at the doughnut shop.
Instructions on how to mix the
dough for different flavor varieties
are located at the beginning of the
line. Large charts with pictures
describe what the various final
products must look like. Work
instructions should also be in place

for your IG process. IG associates
should have charts and pictures
that clearly show the requirements
for finished IG units.

The portions of doughnut com-
ponents are measured and dis-
pensed automatically. IG compo-
nents must be measured, stored
properly and checked for expired
dates. IG equipment should be cal-
ibrated and adjusted to assure cor-
rect operation. Excessive sealant
can merge into the sight line or
cause glass breakage. Too little
sealant can cause seal failure and
fogged units. Insufficient desiccant
can lead to shortened unit life. Low
levels of argon gas fill can cause
needless energy loss.

The automated doughnut line is
flexible. When different types are
required, the equipment is easily
moved and the process is restarted
quickly. A lack of flexibility on your IG
production line can lead to increased
downtime. Changing spacer widths,
glass types or low-E coatings can
impact production capacity drasti-
cally. Take a new look at your produc-
tion planning and production flow to
discover new ways to make the
process more flexible.

Finally there are the doughnut cus-
tomers—perhaps some of the happi-
est people in the world—usually car-
rying the box of doughnuts with two
hands to make sure they are not dam-
aged or dropped on the way out. Your
IG customer is usually the glazing
department. Try to make them one of
the happiest customers by delivering
IG units that have not been dropped
or damaged on the way. �

Mike Burk is product sales specialist at
Quanex Building Products.

P R O T E C T T H E V I E W

mike.burk@quanex.com

Door & Window Market www.dwmmag.com

Everyone will all agree 
that we don’t want any
contaminates in our

doughnuts. Not everyone is as
adamant about contaminates

in their insulating glass.
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Glass Replacement Made Easy
With the Glass-Chek PRO 
Measure Thickness

Detect Low-E

Determine glass, air space and 
overall IG thickness of single, 
double and triple pane windows.

Detect the presence and location 
of Low-E coatings on multiple 
panes with a single test.

Low-E Display Example

Identify Type of Low-E Coatings
Differentiate Hard Coat from Soft Coat Low-E and identify number 
of Soft Coat silver layers.  This feature can enable users to identify 
specific coatings.  For example: Differentiate Cardinal 272* from 
Cardinal 366* or PPG Solarban 60* from Solarban 70*

For more, visit www.edtm.com/GC3000

Model # GC3000

 
Window Profiler Sales System

Shown testing a customer's existing window

# WP4500

New and Improved New: The HEAT-SHEET® 
Temperature Demo Card

Shown with acrylic base (#HS2056) 

SEE THE HEAT!

# HS2050

 
BTU/Solar Transmission Meter
Shown with acrylic base and meter stand

New and Improved
# SP2065

# SP2065

All of the tools seen here 
(plus many others) are 
available in sales kits 
from EDTM. No matter 
your sales approach or 
budget, call EDTM to find 
the right kit for you and your staff.

Customizable
Sales Kits

New & Improved 
BTU/Solar Transmission Meters 

BTU/HR*ft^2, W/m^2 and Solar Transmission %

  energy performance of your window product.

NEW: Solar Spectrum Meter

 A uniquely professional approach to window and film sales
 The best accuracy of any sales & field service instrument available
Calibrated to ISO9050, NFRC300 and EN410 standards

While other meters display performance from a small portion of the 
sun's spectrum, the patented optics in the SS2450 allow it to re-create 
the sun's spectrum inside of the meter!  It displays 6 measurements:

Get more details at edtm.com/wholestory

Model # SS2450

1) UV Transmission
2) Visible Light Transmission
3) Overall Solar Transmission

4) IR Transmission 900-1000nm
5) IR Transmission 780-1700nm+
6) Damage Weight Coefficient

Tell The Whole Story of Your Window or Film's Performance

Improve Your Demonstration And Close More Sales
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Put on your Game Face
You Must Be Ready to Win

B Y  N A T H A N  P O T T E R

Are you ready to win? What a
curious question. Initially,
the answer from most is

“yes!” and maybe even “heck
yes!”—after all who isn’t ready to
win? But break down the question
and it may become a bit more per-
plexing. Notice the three operative
words: you, ready and win. They are
simple words, ones we use all the
time, but are we positioned to really
live them? If you don’t know the
answer, it may be you are not ready to
win, or even able to take full advan-
tage of the improved housing market
over the next two to three years.   

You ready? As the reader of this
article, you can focus on yourself,
but what we are really talking about
is your entire organization. Are you
ready to win? I believe a company’s
success is absolutely dependent on
the dynamic engagement of its
employees. Engaged people lead to
happier, more satisfied, more col-
laborative and more productive
teams of people. Communication,
a clear vision and mission, and
training are critical to being pre-
pared. What could you do to

enhance those elements?  
My strategic leadership team

formed cross-functional mission-dri-
ven teams (MDT) to address specific
training, engagement, teamwork and
communication issues important to
our employees. This one initiative
was the genesis of an engagement
movement like I have never seen.
Despite the economic downturn I
took the MDT’s advice to fund a com-
pany picnic; and we further invested
in taking photos, framing them and
placing them all around our campus.
We began to facilitate monthly and
quarterly updates—leading with our
vision and mission followed by com-

munication about virtually every-
thing—including our finan-

cial results. We have
invested in tools that
connect us with our
people and further
engage them.
Cross training
has been
raised to a
whole other
level. The
results are
support ing
the actions

and the actions have made us ready.
Win? Employees want to be on a

winning team. Are you ready to
win? “Sure” they will say.  Most
companies measure winning by
sales revenue or profit. Regardless
of your organizational goals, have
you clearly and specifically defined
what winning looks like for each
work team and each employee at
your company? If not, there is an
incredible opportunity to do this
and engage the competitiveness of
your entire organization.  

Experience has shown me the
establishment of overarching com-
pany goals, which are specifically
linked to each business area, each
work area and each employee,
ensures greater goal alignment,
cooperation and teamwork among
those areas than traditional unteth-
ered goals per area. For example, if
the sales team’s goal is sales revenue
that goal could be working against
the operations goal of improving effi-
ciency and reducing costs. Sales will
want as many delivery days as possi-
ble to get every little order.
Transportation will want to reroute a
truck and/or reduce the number of
deliveries per week to a customer.
These teams will always be at odds.
Instead, consider creating overarch-
ing company-wide goals that the
entire team can get behind and drive
positive business results. Experience
has shown it’s best when the goals
represent the company, customers
and vendor partners. Almost instant-
ly, the groups and teams will begin
collaborating to find a mutually ben-
eficial solution. Again, I’ve seen this
work firsthand and the results have
been remarkable.     

There is incredible momentum
building in the housing market and
it can put stress on our companies,
people and resources. While that is
certainly better than dealing with
an economy in decline it doesn’t
mean you will take full advantage
of the opportunity. Of course, you
can and will. Best wishes in your
future success.  �

Nathan Potter is president of DW
Distribution Inc. and first vice president
of the Association of Millwork
Distributors.

AM D H E A D L I N E S

npotter@dwdistribution.us

Door & Window Market www.dwmmag.com

Sales will want as many
delivery days as possible to

get every little order.
Transportation will want to
reroute a truck and/or
reduce the number of
deliveries per week to a

customer. These teams will
always be at odds.
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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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ACQUISITIONS

Telling the Truth
Amesbury and Truth Presidents Talk Acquisition

Tyman Plc, the parent compa-
ny of Amesbury, completed
the acquisition of Truth

Hardware of Owatonna, Minn.,
from Melrose Industries Plc on July
15. The two former competitors
and industry leading hardware
companies will now be under the
same corporate ownership. What
does this mean for its customers,
employees and the industry as a

whole? Jonathan
Petromelis, president
and CEO Amesbury and
Jeff Graby, president at
Truth, spoke to DWM
magazine to offer some
of the details behind the
big news. 

The two executives
are members of a steer-
ing group that will lead
the integration of the
two companies, along
with Louis Eperjesi, CEO
of Tyman and Tyman
CFO James Brotherton.

Petromelis says Truth will be
integrated under Amesbury but is
quick to point out that the Truth
name isn’t going away. 

“As a combined business we
need to combine ourselves,” he
says. “But it’s far too early to know
other details as we just finished
our last site visit. What we have
told everyone is this will be a 12-
month process and that still

stands.”
Graby jokes that the few deci-

sions that have been made aren’t
very interesting ones.

“The integration is early on every
front,” adds Graby. “The big ones
wouldn’t interest anyone as they
are about our 401K plan,” and adds
that the companies have to address
everything from healthcare to
finance to logos and presence at
trade shows. 

“I am extraordinarily pleased
with the initial discussions so far
and all the face to face meetings,”
adds Graby. “The direction of our
committee is to solicit feedback

What’s News

14

Manufacturers are often at the
mercy of commodity prices and those
involved in aluminum window manu-
facturing are currently facing chal-
lenges due to rising aluminum prices.

This is a very real issue for Quanex
Building Products, and its new CEO
William Griffiths addresses this in
DWM’s interview with him on page 46.
He told us that its Nichols Aluminum
business “is suffering from depressed
prices and that situation is impacting
financial results.”

CGI Windows and Doors, based in
Miami, manufactures hurricane impact
aluminum products, and Steve Dawson,
vice president of sales and marketing,
says the aluminumwindowmarket in the
Southeast and Caribbean is very strong.

“Many companies had reduced
capacity in the downturn and now that
the market is back up they are reaching
limits,” says Dawson. So it’s not just a
lack of capacity but a need for the

underlying raw material.
“There is limited production capaci-

ty at aluminum extruders,” he adds,
“and we did have to institute a 3.75-
percent price increase. There has been a
pent up need for an increase due to
inflation, market forces, etc.”

Brent Slaton, national sales coordi-
nator for the aluminum extruder
Keymark Corp., confirms that most of
the extrusion mills in the building and
construction markets are enjoying a
healthy backlog of orders. This is driv-
en by several factors. These include:
increasing housing starts, an improving
commercial building and construction
market and low interest rates, among
other factors.

“Inventories at domestic fenestra-
tion manufacturer’s prior to the start
of the building and construction sea-
son have been at an all-time low,” he
adds. “Duties imposed on Chinese
imports of extrusions into the U.S. have

forced domestic manufacturers of fen-
estration products to source their
extrusion requirements domestically.
There also has been consolidation of
extrusion companies and the reduction
of available extrusion capacity, due to
the companies that did not make the
necessity adjustments and implemen-
tation of successful strategies during
the downturn of the economy.”

Dawson reiterates some of those
factors including the fact that residen-
tial is strong right now in terms of
growth and commercial is coming back
as well. He does admit that the Florida
market is a unique one.

“Florida is the last state that has a
big aluminum business,” he says. “With
energy codes getting more stringent,
aluminum will get more marginalized
but right now it is still very strong.
From a hurricane standpoint, alu-
minum is still recognized as a strong
material.”

Door & Window Market www.dwmmag.com

continued on page 16

MATERIALS
Companies Tackle Aluminum Price Challenges

Jonathan
Petromelis

Jeff Graby
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from sales teams, etc., and listen to
the customer and find out where
things can be improved.”
It turns out the two companies

are almost a perfect fit for one
another in terms of products
offered and the company culture.
“We are finding that we are very

aligned in our thinking,” says
Petromelis. “We are both engi-
neered, value-added manufactur-
ing businesses and that’s what
aligns us.”
“The first thing that comes to

mind is we are both very keen on
the safety of employees,” adds
Graby. “I have seen every agenda
item open with safety. Much of
what we are working on is trying
to instill this philosophy as well.
More from the market side, we are
all about making a great experi-
ence for the customer. This is
geared around the value proposi-
tion of on time delivery and a
good quality product. We both
want to enhance the customer
brand experience, so we are very
aligned in our thinking.” 
Corporate philosophies aside,

both companies also have comple-
mentary products that are enticing
to those on both sides. In fact,
Truth’s position as the “industry
leader in the casement window
market” is one of the things that
made them so attractive, says
Petromelis.
“Truth has been entrenched in

the casement window market for
50 years,” he says. “They are the
longtime leaders in the casement
hardware side.”
Graby adds that the acquisition

combines individual strengths into
a much more integrated company. 
“They are great at sliding win-

dows, balances, sealing solutions,
etc.,” he says. “Together we have a
much more comprehensive port-
folio and a better engineered
solution whether it’s a balance,

sealing solution, or casement
hardware. And we both are in the
patio door market so together we
can bring new products to the
marketplace.”
Graby adds that he, along with

many Truth employees, are glad to
be owned by a company that spe-
cializes in the fenestration market
as that has never been the case
until now. 
“We share the same customers,

the same fundamental interests
and quite frankly we are very excit-
ed,” he says. 
There is no doubt that strategic

plans are in the thoughts of top
executives.
“When I look at our strategic

plans it will be to continue to
expand in residential but we also
have a focus to expand commer-
cially and we will do that with
Truth,” says Petromelis. “Truth
actually has a higher penetration in
the commercial market, so com-
bined it will give us a good base for
expansion.”
While putting these big plans in

place they won’t forget about the
most important part of the equation.
“The big thing for us is to always

focus on the customer,” says
Petromelis. “That is always the
focus for us and that will continue.”

ENERGY
Some Say Latest Draft
Not Such an Energy Star
The U.S. Environmental

Protection Agency (EPA) released
its proposed final draft of the
Version 6.0 specification for doors,
windows and skylights on July 31
which includes a proposal to delay
the implementation date.
Meanwhile, the Window and Door
Manufacturers Association
(WDMA), criticizes EPA for ignor-
ing industry concerns while some
manufacturers in the industry say,
“enough with the belly-aching.”

EPA says it has reviewed the
input submitted by commenters
and discussed the implementa-
tion date proposed in Draft 2 with
many stakeholders. Some organi-
zations indicated that they could
meet the proposed criteria in
early 2014, while others requested
that the implementation date be
delayed. EPA is proposing to
revise the effective date of the
Version 6.0 specification to
January 1, 2015, to allow more
time for manufacturers to imple-
ment the proposed Version 6.0
specification.
Other changes include the fact

that EPA has changed the U-factor
maximum for skylights in the
Northern and North-Central zones
from 0.47 135 to 0.48. Stakeholders
informed EPA that a U-Factor max-
imum level of 0.48 would improve
product availability for 136 all
product types in both zones.
But the WDMA says it did not

listen to manufacturers when it
came to other aspects of the pro-
gram. The association says the
program has taken an unjustified
and unprecedented step to target
a deep cut in the share of Energy
Star windows and skylights sold
to average consumers. “Past revi-
sions have focused on incremen-
tal gains in efficiency that still
would promise a reasonable pay-
back period for fenestration prod-
ucts carrying the Energy Star
label,” says the WDMA. “In an ear-
lier Version 6.0 draft, the program
admitted it set the proposed stan-
dards for windows with a goal of
reaching ‘a market share of less
than 50 percent after the Version
6.0 specification takes effect’
from just over 80 percent.
(Version 6.0 Draft 1 Criteria and
Analysis Report, p8.)”
“Because of the program’s past

What’s News
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success, consumers expect to
recoup the cost of Energy Star
labeled products through energy
savings in a reasonable period
and they doubt the efficiency of
products without the label,” says
Michael O’Brien, CEO of the
WDMA. “Version 6.0 takes away
reasonable payback periods for
much of the country and will
strip the Energy Star label from
affordable energy-efficient prod-
ucts that do offer a fair payback
period.”

The U-factor for windows in the
North-central zone has shifted to .30
from .29. “But the area of greatest
concern to consumers and the
industry—the Northern zone crite-
ria—remains unchanged. The
Northern zone covers almost half of
the country,” asserts the WDMA. �

What’s News
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CONTINUED

Energy Efficiency Requirements for Windows 
Climate Zone U-Factor SHGC 

Northern � 0.27 Any 

North-Central �0.30 � 0.40 

South-Central �  0.30 � 0.25 

Southern � 0.40 � 0.25 
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As a window manufacturer or
dealer you may have
thought “high-perfor-

mance” was the holy grail for which
to strive—and you achieved that
pinnacle by producing or selling a
product that met this criteria. But
then came the “super window” as
one company calls it or the “passive
window.” No, this isn’t one compa-
ny’s made-up term designed to
move its products. Passive homes,
which of course include passive
windows, are being sold by
builders, certified by associations

and overall gaining momentum
and interest. 

The Earth Advantage Institute
(see box page 22) describes a pas-
sive house as “a building that is
primarily heated through ‘passive’
energy gains from the occupants,
lightbulbs, windows and appli-
ances versus an ‘active’ heating
system. Originally developed in
Germany as “Passivhaus” the
standard represents the world’s
most advanced high performance
ultra low energy standard,” says
the Institute.

“A typical passive house has a
reduced energy consumption of
80-90 percent over a building built
to code … Worldwide, over 25,000
passive house buildings exist but
the concept is relatively new to the
United States,” according to Earth
Advantage. 

Intus Windows, a window manu-
facturer that produces windows
found in passive homes, explains
the concept further. “The term pas-
sive house window relates to the
thermal insulation characteristics
of the window. A window with pas-
sive house standard features has a
particularly high thermal insula-
tion value. The heat transfer coeffi-
cient Uw has to comply with the
European standard and be less
than or equal to 0.8 W/m2K. Every
window with an Uw-value less
than or equal to 0.8 W/m2K is
therefore a passive house window
and suitable for installation in pas-
sive houses and is eligible for sup-
port through corresponding pro-
grams,” explains Roland Talalas,
co-founder, Intus Windows.

Although based on European
standards, passive windows are
found in the U.S. Intus manufac-
tures and sells its windows world-
wide from its manufacturing facil-
ities in Lithuania. The company,
anticipating the U.S. demand,
opened an office in the U.S. in
2010. Talalas points out that pas-
sive house windows are not
restricted to installation in passive
houses only. 

“Windows complying with the
passive house standard can be used
in refurbishment projects on old

Door & Window Market www.dwmmag.com

Seal of Approval
The Passive House Institute’s (PHIUS) certification is a seal of approval of

sorts for door and window makers (to learn more, see box page 22). Marvin
Windows, for one, promotes the fact that its ultimate casement window
earned PHIUS certification. Marvin’s Clad Ultimate Casement meets PHIUS cer-
tification in two zones: Zone 3 and Marine South, per the International Energy
Conservation Code (IECC) map.

“Windows are a key consideration in passive building design,” says Christine
Marvin, director of marketing.

“With our long history of custom manufacturing and our skilled, experi-
enced workforce, we’re able to craft windows that will meet the highest stan-
dards of energy efficiency while allowing design freedom,” adds Mike Laufman,
senior manager of Marvin Signature Services.

PASSIVE WINDOWS

Is Passive the Next 
"High-Performance” Window?

Energy & Environmental News

continued on page 22
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Opportunity to increase flexibility and decrease inventory
Facilitates preparation for 2014 Energy Star® requirements
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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.

www.gedusa.com

Visit GED at 
GlassBuild America 2013

Exhibit 2841
Sept. 10-12, Atlanta Georgia
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CONTINUED

Energy & Environmental News

buildings aswell as in any newbuild-
ing. Passive house windows enhance
living comfort and help reduce heat-
ing costs substantially,” he says. 
The outstanding thermal insula-

tion properties of a passive house
window are first and foremost due
to its high quality frame technology
in combination with triple glazing.
The U-value of the finished window
is a function of the U-value of the
frame, the glazing and the spacer
installed for the edge seal, says
Talalas. As an added benefit, build-
ing owners will reduce energy and
heating costs. 

Triple Threat
Planners at the Capital City

Charter School in Washington, D.C.
did just that when it decided to
improve indoor quality and cut
future energy costs by replacing old
windows with new triple-pane,
high-performance windows manu-
factured by Intus. 

The school is saving close to
$50,000 annually because of
improved energy performance.
Students are also benefitting from
improved indoor air quality and
more comfortable learning spaces.
Triple windows however weren’t

what building owners originally
had in mind—those involved in the
project had envisioned traditional
double-glazed aluminum windows
due to a perceived lower cost says
John Brayer, school official. 
“The low solar heat gain coeffi-

cient of Intus Windows Eforte
glazing combined with the low U-
values, reduced heating and cool-
ing demands significantly,” says
Joseph Khoury, MCN Build. “The
cost of the system proved to be 30
percent less than the otherwise
installed aluminum double-paned
system; thus saving both the
builder, and even more important,
Capital City Public Charter school,
as much as $300,000.”

Out star 
ENERGY STAR®

in every region.

With new Comfort Select™ 28, 

you now have more options 

than ever for meeting 

ENERGY STAR® requirements. 

From low heat gain to 

passive solar performance, 

the Comfort Select line has a 

product designed to be the 

most effi cient for your region.

Passively Speaking
The concept of passive windows has definitely caught on in the U.S. We offer

a look at a few of the groups that are involved in promoting passive houses,
encouraging dialogue and some who offer window certification programs.

The Passive House Institute US (PHIUS) describes itself as an organization
committed to making high-performance passive building the mainstream mar-
ket standard—and this includes windows.

At its September, 2012 national conference in Denver, PHIUS rolled out the
first phase of its North American passive house window certification program.

The program is intended to grow the North American market for high-per-
formance windows, giving passive house designers, construction professionals,
and their clients a wider range of confident choices of windows, says Graham
Wright, senior scientist and chair of the PHIUS technical committee.

www.passivehouse.us
The Passive House Alliance United States (PHA-US) is a non-profit organ-

ization created to support the passive house building energy standard through
public outreach, education, support of industry professionals and advocacy.

PHA-US is closely aligned with the Passive House Institute US (PHIUS).
http://www.phaus.org/
The Earth Advantage Institute develops and delivers tools and strategies to

solve problems inherent in the built environment. The Institute does this
through education, certification, research and consulting, and supports all par-
ticipants in the building sector, from real estate professionals and contractors
to architects and developers.

www.earthadvantage.com �
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Learn more about 
Comfort Select

Comfort Select™ 28 triple silver low-e glass.

©2013 AGC Glass Company North America, Inc.  All rights reserved

When you need to maximize energy effi ciency in the warmest climates, new 

Comfort Select™ 28 low-e glass is the natural choice. Featuring a low 0.28 SHGC 

and a VLT of 62%, new Comfort Select™ 28 lets the sun shine in while keeping the 

heat out. An impressive 0.24 U-value delivers outstanding thermal performance 

in every region. Triple-silver performance—one more way AGC helps you out star 

ENERGY STAR with the right glass for the right region. 

Learn more at us.agc.com or 

contact us at info@us.agc.com. 

Visit us at GlassBuild America Booth #927

Triple silver performance.
Available with the expertise of AGC.
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EQUIPMENT
Increase Production
with FastGas

Gas filling slowing you down?
FastGas fills average IG units with
argon in less than 15 seconds,
according to Integrated Automation.
It’s the only single gas filling system
that lets one machine and operator
keep pace with Intercept produc-
tion, the company adds. The prod-
uct is available in one- and two sta-
tion versions, and fills IG made with
any spacer system precisely, rapidly
and reliably while offering 100 per-
cent argon retention. 
��� www.optigasig.com

Get Ready to Bolt
American Sales Development

(ASD) is offering its new bolt-on
adjustable lift systems for modify-
ing existing work surfaces into an
ergonomically height-adjustable
unit. 
ASD bolt-on kits make

ergonomically friendly work areas
available to any existing work sur-
faces inexpensively and with mini-
mal effort, the company says. ASD
QS systems consist of four height-
adjusting legs, a pump and either
motor or hand-crank actuation.

T y p i c a l
sit-and-stand
height range is 12
inches but the QS systems
also offer travel distances of 8 and
16 inches for special situations. 
Each system arrives in one box,

completely assembled with
drilling templates, ready to attach
and operate. 
��� www.americansalesdevelop-
ment.net

SEALANTS AND ADHESIVES
Seal it Easily
ACRYL-R® SM5514 is a self-level-

ing, low VOC, one component
acrylic compound designed to seal
mechanically fixed joints, available
from ITW Polymers Sealants. The
product is fast skinning, paintable
and permanently flexible, accord-
ing to the company, and applies
easily with a Plews gun. After sol-
vent release, the sealant exhibits a
tough ductile mass that fulfills the
sealant requirements of doors and
manufactured home details. The
sealant complies with AAMA 800
specification.
��� www.itwsm.com

Time to Renew
WFI Global has introduced U-

Core+, a polyurethane window foam
with renewable agricultural content
that is said to reduce its environmen-
tal impact. The bio-content in U-
Core+ significantly exceeds the crite-
ria for the United States Department
of Agriculture’s Bio-Preferred
Program for insulating foams,
according to the company. A soybean
product substitutes a renewable agri-
cultural material for a non-renew-
able resource—petroleum—in some
of the petroleum-based components
of polyurethane foam.
U-Core+ retains the benefits of

traditional insulating polyurethane
foam—improved thermal perform-
ance, greater energy efficiency and
reduced condensation on win-
dows, WFI says in a press release.
U-Core+ foam is a fire retardant.
��� www.iscamerica.com

Pres-On Solutions
Pres-On®, a supplier of adhesive-

backed industrial products, has
introduced what it says is an afford-
able new line of PVC foam tapes
designed to seal out light, air, dust
and moisture, provide a reliable
cushion against vibrations and noise.
New Pres-On VF tapes are

designed for use in the construc-
tion, HVAC and general assembly
industries. The closed-cell polyvinyl
foam design is available in several
densities including Sof-Seal, low,
medium and high. All VF tapes are
said to be resistant to most industri-
al solvents and chemicals.
The water-based acrylic

exhibits good initial tack, high
shear and excellent resistance to
plasticizers common in PVC foam
and other substrates.
VF tapes can be ordered on 52-

inch width rolls in thicknesses rang-
ing from 1⁄16-inch up to 3⁄4-inch.
Custom sizes are also available. 
��� www.preson.com �

Introducing...
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XL Edge IG® > Loå3-366® > Loå-i89TM > Neat®> Preserve®

Get more for less 
with new Loå-i89.
Introducing Loå-i89™, our new
energy-saving  4th surface 
(roomside) coated glass.
• More visible light transmittance
• Less reflectance
• Less expensive in our new
annealed version

• Same low center of glass U-Factor
of just 0.20 when coupled with our
Loå2® or Loå3® glass and argon fill
in a double-pane unit

• Easy to clean
• No haze to mar the view

If you’re ENERGY STAR compliant
today, by adding Loå-i89 you’ll
be compliant tomorrow as well.
For more information, contact
your Cardinal sales rep. Or visit
cardinalcorp.com.

ENHANCED PERFORMANCE GLASS

TM

ENGINEERING THE FUTURE OF COATED GLASS
A CARDINAL GLASS INDUSTRIES COMPANY
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To Make or to Buy?

The Big IG 
Question

by Tara Taffera
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One widely accepted position in the window
industry is that if you are a small-sized manu-
facturer it’s better to buy your insulating glass

(IG). If you’re a big company you should make it your-
self (though a major window maker based in Bayport,
Minn., is a large exception to that rule). Those in the
middle can either sides of the fence depending on
what works best for their individual situation. 
Major advantages of buying IG? The number of indi-

viduals in your employ doesn’t change drastically with
the seasons or with economic dips or blips, and you
control the process, including lead times. Major
advantages of purchasing from a supplier? Less liabili-
ty, no need to test the IG and overall fewer headaches,
manufacturers tell DWM. So as you evaluate each
method, learn from those who buy, those who man-
fuacture and who have done both. 

IG in the House
When Bruce Dove, formerly with Dove Windows,

teamed up with Groesch Building Supply Inc., a
Virginia Beach, Va., building supply company, to make
windows for Groesch to sell, he thought the best option
was for his company to purchase its insulating glass.
“We absolutely considered buying it,” says Dove. “In

fact, we started from that premise.”
But when Dove sat down with his new partner Jeff

Pesich, owner of Groesch Building Supply, and started
running the numbers, making IG started to look like a
surprisingly viable alternative. 
Dove says when the Groesch window plant starts

production (hopefully in early 2014), it will produce
425,000 window units, or 50,000 IG units per year. 
“We need something to fit that level of production,” he

says. “If we could find that type of machine it would make
sense. If you do the math it’s a 30-40 percent increase in
glass if you buy your IG and the prices of IG are going up.
That’s a lot of money; it justifies the investment easily.”
Right off the bat, Dove says certain technologies

couldn’t even be considered. He was referencing mil-
lion-dollar IG equipment that, while technologically
advanced, were out of their budget and designed for
higher-volume operations. 

Erdman Automation’s 400 Series line of equipment
for IG production, introduced in 2012, did, however, fit
the bill. Dove says prior to the availability of this
machine there were no middle range investments
available. An added benefit is that the technology can
grow with Groesch as their production numbers
increase. Another bonus is the fact that “the machine’s
footprint is small and you can produce a lot with a lit-
tle,” says Dove. 
“If it wasn’t for their technology and the way they

approach this I don’t think we would have this option
to make our own IG,” he adds. 
The story is a much different one at Vinyl Kraft

Inc. in Portsmouth, Ohio. The company knows a
thing or two about both making and purchasing
IG—after all they have done both. When the vinyl
window manufacturer opened in 1991 it made its
own IG then switched in 2011 to purchasing from a
supplier. But after a six-to-eight-month period the
company went back to making it in house, says Tim
Rolfe, general manager. Thankfully the company
kept its IG equipment to make going back again a lit-
tle easier (see box, page 30). 
So why did Vinyl Kraft, a $15 million company that 

continued on page 28

Advantages
� Less headaches and glass

liability
� No maintenance of

equipment
� No worries regarding

control of scrap
� Less energy use due to

glass manufacturing
� More space in plant
� Less labor worries (plan-

ning around vacations, etc.)

Disadvantages
� Distance from supplier
� Flexibility when you need

a repair or rush order
� Loss of

control
� Cost

Consider your Options:
Purchasing from a Supplier
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produces
north of 100,000

windows per year, make
the change? According to Rolfe,

when the company decided to go with a
supplier it was because it wanted to allo-
cate its equipment costs to the company’s
vinyl lines—not IG.

However, some lead time and quality issues prompt-
ed the company to bring it back in house.

“As glass goes, so goes the plant,” says Rolfe. “It is
such an integral part: If you have no glass you have
no production.” 

Another ace in the hole was the fact that Vinyl Kraft
had retrained the employees who had worked on the
IG line: they had repurposed them in other areas of
the plant. 

Taking it Outside
For some, buying IG is the right decision, yet still

some window companies like to have the equipment
in house as well. In essence, they do both, as is the case
at Wallside Windows in Taylor, Mich., a company that
produces anywhere between 125,000-150,000 win-
dows per year. 

Like Vinyl Kraft, Wallside has dabbled in both sides

of the IG equation. After making its
own IG for more than 30 years, Dave Ball,

plant manager, says the company made the
switch in 2009, but it was a melee of factors that came
together to prompt the company to switch.

In 2009, it purchased all new manufacturing
equipment for the vinyl lines including new saws and
corner cleaners.

“We did the switch in January and shut down for a
few weeks to do that and when we came back we just
wanted to do a few windows while people were train-
ing,” says Rolfe. “At that point we decided to lay the
glass room off—we were waiting until our numbers
picked up. In the meantime we realized this was going
good so we continued outsourcing.”

What effect does this have on the bottom line? It
depends. 

“When we are running well for seven to eight
months it is cheaper for us to make our IG,” he says.
“But for the other four to five months it is a wash.”

Still, Wallside controls its own IG destiny. “I do have
an entire glass line and have the ability to flip the
switch,” says Ball. “If we break something in house we
run it—I don’t wait for my supplier to get it to me.”

The company never considered selling its equip-
ment for this and other reasons, including the fact that
it installs its own windows. 

“If I have an installer in the field today and he calls
in and says we made a 57-inch-tall window and we
need a 59 inch we will make that right then and deliv-
er it so the job can be completed. I have to have a glass
line one way or the other because I am running my
repairs and mismeasures.”

Since Ball has witnessed both sides of the IG equa-
tion, would he ever go back to making it all in house?
“That’s a very good question and it depends on the
day,” he answers. 

Gary Delman, president at Sunrise Windows, knows
a little about Ball’s conundrum. Sunrise has purchased
IG from a supplier for all 20 years it has been in busi-
ness. For most of those years, Sunrise has relied on

continued on page 30

The Big IG Question
continued  from page  27

Quick Tip
If you’re considering making the switch from making IG

to purchasing from a supplier, don’t sell your equipment
immediately. Make sure the process is running smoothly
before putting all your eggs in the supplier’s basket.

Case in point: Vinyl Kraft’s new IG supplier offered to buy its
equipment. “We said ‘no’ as we wanted to make sure the new
partnership worked,” says Tim Rolfe, general manager.
Ultimately, it didn’t. “We would havemissed delivery after deliv-
ery,” if we didn’t still have those machines in house,” he says.

Erdman's 400 series made the difference
for Groesch Building Supply when it came

to making their IG decision.
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Cardinal Glass to serve as its IG supplier, which is
located 84 miles from the Sunrise facility in
Temperance, Mich. But each year, Delman says the
company discusses its IG scenario.

“I would bet you there isn’t a year that has gone by
where we haven’t discussed: should we continue buy-
ing or should we manufacture in house?,” he says.
“Every year we have that in depth conversation.”

So why do executives here continue to opt to buy its
IG? For Sunrise it comes down to one word. 

“The big issue for us is focus,” says Delman. “Our
whole goal is to be able to add value to our customers
so they can sell more and differentiate themselves
from their competitors. We could make our own IG.
But if we spend time and resources there that is less
time we have to do other things for customers. It
always comes down to our focus.”

Does it cost more for Sunrise to buy its IG? Delman
says yes, but points out there are different ways to look
at the cost equation. 

“I want to make certain I am putting product in field
that will perform 20 years from now as we intend to
still be in business then,” he says. “Cardinal has made
huge investments in quality that 99 percent of manu-
facturers like me couldn’t make it on their own.”

Location, however, does play a huge role in the man-
ufacturer/supplier relationship in this scenario. With
84 miles between the two plants, Delman says yes it
may be different if the two companies were, say, 292
miles apart. Cardinal trucks make deliveries at Sunrise
a few times a day and if they had to, a Sunrise employ-
ee could travel to Cardinal to pick up a product. 

“Let’s face it,” says Delman. “If I made my own IG,
load a window on my truck, then drop the window, I
could make a new piece in an hour. By relying on an
outside vendor it takes me a few more hours. Nothing
in this world is perfect but I continue to take the long
term view.”

That view, it seems, depends on a variety of factors
for each respective manufacturer. All those items ulti-
mately add up to the right choice for each company. �

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. 

www.dwmmag.com September 2013

Filling a Void
A new type of equipment on the market made it possible

for one company to make its own insulating glass (see page
27), due to a smaller footprint and a lower price point.

“That was the very reason for creation of that series
[400],” says Shawn Hannux, Eastern North American Sales,
Erdman Automation.

“There is automation for the high end and we have that
also,” he says. “But on the flip side if you wanted to build
IG you had to do it by hand if you were in that group who
didn’t produce high volume … We were asked by several
companies and end users who had our sealing and
backbedding equipment if we can do secondary sealing.”

So the company looked at mid-level automation and
came up with a line that was able to produce 400 units
with an investment under $400,000—sometimes signifi-
cantly under, says Hannux.

So who is a candidate for this type of machine?
Hannux says a company would have to produce at least
100 to 150 IG units per day. “It becomes difficult to do
unless you are at that range,” he says. “It is very man-
ual on those smaller demands.”

In terms of space 500 square feet would be proficient and
a company could produce 400 units in that space he adds.

“We can be creative with how we lay the line out based
on the amount of operators and how many units per shift
they are trying to produce,” he adds.

The Big IG Question
continued  from page  28
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When the Loewen family
sold Loewen Windows to
VKR Holding of Denmark

in July 2010, brothers Charles and
Clyde Loewen say they were
pleased with their decision. Both
stayed on for a period of time, with
Clyde in an advisory role, and
Charles on the board. And both
admit they had scaled back. No
more waking up in hot sweats with
the pressure of the door and win-
dow business to run, especially in
the midst of a downturn in housing
and a depressed economy. Some of
their time has been devoted to chil-
dren and grandchildren and overall
a less hectic lifestyle. 

So when they heard VKR decided
to divest its door and window busi-
nesses, which included Loewen
(and Gienow Windows and Doors,
which has now been sold to Ply-
Gem), they found themselves con-
sidering a buyback. And soon con-
sideration turned to action, and
they closed the deal on July 2. 

Charles and Clyde, along with
new investors Al Babiuk, president
and CEO, members of management

and other private investors, make
up the new ownership. Charles will
assume the role of board chair and
Clyde will be rejoining the executive
management group.

But this time around it will be a
little different. Charles won’t be
waking up stressed about the busi-
ness, those daily pressures will con-
tinue to fall squarely on the shoul-
ders of Babiuk.

And although the Loewens are
back, Charles is quick to point out:
“Now it is definitely not a family
business.”

DWM editor Tara Taffera spoke
to Charles, Clyde and Babiuk to
learn more about the changes.

DWM: Tell me a little more about
why VKR made this decision.

Babiuk: When VKR acquired
Loewen they had just acquired
Gienow and their strategy was to
expand into the North American
market with brands such as doors
and windows. They later revisited
that strategy to diversify and that
meant they had to find alternative
ownership for those companies
[Gienow and Loewen].

DWM: Al, when we talked to you
back in 2010 about the sale to VKR
you said the company was looking
for a transition plan, so why get
back in? 

Babiuk: Back in 2010, the
Loewen family group consisted of
more of the original shareholders
who had been in place for a num-
ber of years and they were looking
for transition as a whole and VKR
looked best at the time. Members of
the previous group included more
family members than just Charles
and Clyde, and that sale did allow
other shareholders to exit. The cur-
rent ownership group, including
Charles, Clyde, myself and several
others, put together a bid as part of
a process that VKR was managing.
We were one of several alternatives
and ultimately we were chosen.

DWM: Charles and Clyde, when
you first heard the news that VKR
would be selling Loewen what was
your first reaction?

Charles: I was on the board at
the time and for me it was a modest
disappointment because I had
thought they were a good steward

The Comeback Kids
Loewens Return to Their Namesake

B Y  T A R A  T A F F E R A
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for Loewen and was pleased when
the initial transaction occurred.
Loewen is a century-old business
that was now in the hands of
respectable people with opera-
tional disciplines and healthy val-
ues that were compatible with ours. 

Clyde: My first thought was:
Interesting.

DWM: Did you immediately
think you wanted to buy back the
company?

Charles: Not at all. I had no
ambitions to engage in that process. 

Clyde: It wasn’t my first thought.
We had disengaged from the com-
pany in a very agreeable way when
we made the initial deal and were
getting on with life. But I have lived
in Steinbach for the last 27 years so
my next thought was with maybe a
little more direct interest because I
lived here. It really was hypothetical
for a while ….

DWM: We’ll get back to your new
roles … But first, what had both of
you been doing since you left? 

Clyde: I had continued on with
the company for a few months then
I stayed on in a very part-time con-
sulting role until the beginning of
this year. I was 50 when I left and
considered myself a little young for
retirement so I continued my work
with charitable foundations, and
was really trying to settle in and fin-
ish raising my kids and was taking it
relatively easy.

Charles: I was 56, and retirement

isn’t the right word for my personal-
ity type. Yet I was happily relieved
of the stresses of leadership that Al
has and continues to carry. I had
more time for grandbabies, chari-
ties and the think tanks that our
family has always been involved in.
I also had time to finish my honors
history degree. So I wasn’t sitting on
a fishing boat—or I wasn’t doing it
full time at least. 

DWM: So are you back full time? 
Charles: My position will be

board chair, so my daily engage-
ment will be a little more but not
intensively more. Al is the company
leader and speaks for the company.
He will be the one waking up with
clenched teeth and a cold shower,
as he always has. I hope to be a very
interested investor and a strong
support to Al and to help him with
that accountability factor. I do look
forward to a little more intensive
engagement with staff, dealers, cus-
tomers and competitors for whom
we have a great respect. My public
face will be modest and occasional.

Clyde: I will be back full time in
my role as senior vice-president of
product. I had been leading the
product area since 1990. 

Babiuk: Clyde and Charles are
being modest. They live and breathe
the business and we are thrilled to
have them back and active.

DWM: What was the immediate
reaction of employees when they
heard the Loewen family was com-

ing back as owners?
Clyde: It has been overwhelming

and sometimes it is very emotional
for them. 

Babiuk: Many of our employees
are long associated with company
and have known many generations
of the family so that affinity for the
Loewens is very strong, and three
years goes very quickly. They have
always been ambassadors in the
industry so suppliers have had a
positive response as well. VKR was
a corporate owner so it was a differ-
ent relationship. 

DWM:What can you tell me about
the new investors that joined you?
What will they bring to the table?

Charles: First let me say that
when we left it was a family busi-
ness and now it is more of an
investor/shareholder partnership
which includes Al. It is definitely
not a family business now. The peo-
ple bringing capital are also bring-
ing expertise in the industry. We
won’t give their names but we have
in addition to capital, expertise in
corporate finance, business strate-
gy and more. For us it’s a notable
change from a family business
where the cost of capital is being
born—You won the ovarian lottery
so to speak. But here everyone is
voluntarily bringing in cash. It is a
much changed investor climate for
the company which is inclusive of

“When we left it was a family business and now it is more of
an investor/shareholder partnership which includes Al. 

It is definitely not a family business now.”
—Charles Loewen

continued on page 34
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the family. We are very optimistic
that it isn’t exclusive. 

DWM: Do either of you have
children who are involved in the
business?

Charles: I have three sons, each
of whom is very well employed. My
children all have an entrepreneurial
gene and commitment to the work-
places they are working, along with
a sense of boundless ambition. My
job is to be their cheerleader no
matter where they end up.

Clyde: The short answer is no.
But when you grow up in a family
business there is almost an implicit
pressure, and that was resolved
with the sale. I have no expecta-
tions that any of my children will
enter the business. 

DWM: Clyde, since your realm is
products what have you seen in terms
of trends in the past few years?

Clyde: There are a lot of compa-
nies doing a lot of different things.
The market keeps moving for-
ward—downturn or not. I was

only gone for a few years, and I
was still in touch with the indus-
try, but it has been interesting to
see what has shifted. The move
toward a contemporary architec-
tural design is a strong trend, as
well as energy-efficient demands
which have driven real product
development.

DWM: Back in 2010, you said it
had to be the right company to sell
to. Do you still think VKR was the
right company? You also said your
reason back then was to grow in
North America. Did that happen?

Babiuk: Everyone has been in
participating in the recession dur-
ing the last four to five years. The
industry has been fairly conserva-
tive looking for the market to
recover which it is now doing.
With VKR’s strategy it looked like it
would provide an opportunity for
growth within our segment of the
market. When VKR decided to
make this change it meant we
needed to look at alternatives. We

didn’t know the strategy would
change and neither did they. It is
important to note that they will
continue to own Velux—a major
player in North America in the
roof window market. When cir-
cumstances changed they acted
responsibly and went through a
thorough the process to see what
the best exit was and the best
result for the company.

DWM:What advantages did VKR
give Loewen that you can now build
from?

Babiuk: It was a helpful transi-
tion as the move to VKR helped us
transition to a disciplined corpo-
rate approach. So in those three
years we had an externally weight-
ed board structure. We also have
processes and best practices that
we adopted from them that is now
part of our DNA. We had some great
opportunities to challenge strategy
at the company, and they had a lot
of knowledge across the world. 

Charles: Over the ten years lead-
ing up to the sale I had been striv-
ing to engage in the operations of a
meritocracy as opposed to a fami-
ly/nepotistic culture which family
business are almost always vulner-
able to. In a room full of people
when a question is asked employ-
ees always end up looking to a fam-
ily member for an answer. The
issues around paternalism and
nepotism are mostly eliminated,
and that helps to obviate the down-
sides of family ownership. 

DWM: What will be the major
changes now that VKR is not
involved? 

Babiuk: Once VKR refined their
strategy and decided they weren’t
going to continue expanding in the
North American market outside of
Velux, we were caught in that so we
weren’t able to move forward. We

The Comeback Kids
continued from page 33

continued on page 36
Clyde [inset] is back in his role of product
development, an area he has led since 1970.
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will nowmake some investments in
terms of products and systems. We
were working toward helping them
exit but now with clarity we can
move forward. 

DWM: All indicators point to an
increase in housing. Are you seeing
these positive signs?

Babiuk:We see the housing mar-
ket improving during the past year
and expect it will continue, slowly
and at a different pace in each
region, not all at the same pace. We
are looking forward to focusing on
areas such as new product develop-
ment and continuous improve-
ment in our internal processes to
better serve our customers. 

DWM: What are the biggest chal-
lenges that still remain?

Babiuk: The housing recovery

effect across all the different market
segments of the door and window
market will be tempered by cus-
tomers' concerns about the pace of
jobs growth and sustainability of
the economic recovery, so we
expect it will take time for housing
activity to be fully stabilized.

It is an extremely competitive
market and customers want to see
value and are comparing products
more than ever to make decisions.

DWM: Take me through your
strategy for both U.S. and Canada
as far as growth moving forward. 

Babiuk: Our strategy will contin-
ue to be focusing on the architec-
tural and custom builder segment
of the market, where the expecta-
tion is for quality and customiza-
tion of a wide range of products. �

“Once VKR refined their
strategy and decided they
weren’t going to continue
expanding in the North

American market outside of
Velux, we were caught in
that so we weren’t able to
move forward.”—Al Babiuk

The Comeback Kids
continued from page 34

Software for Glass and Windows

A+W Software USA, Inc. | 888 254 2915 | www.a-w.com

{Intelligent}  The most compre-

hensive, fully integrated software for the 

windows and glass industry, supporting 

all relevant business processes – from the 

global market leader. 

The user gets a number of clearly mea-

surable bene� ts:    A  Easy and intuitive 

user interface    A  just-in-time concept

A  full visibility: all information and status 

at one glance    A  paperless production 

A  multi-site management.

The future can be created only by those 

who think today ahead for the years to 

come.

Visit A+W together with the
Friedman Operating Group
on Booth # 1505
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Your industry insight

Fenestration
FOCUS

Already known for its high-quality windows and doors, 
ProVia has found a way to raise the bar even higher with its 
new Aeris Wx1000 Series windows. Made from furniture-
grade wood, Aeris windows feature local woodworking 
techniques from the heart of Ohio’s Amish Country on the 
interior with durable, high-quality vinyl on the exterior.

“True to our mission ‘to serve by caring for details in ways 
others won’t’, the Aeris Series was carefully crafted down 
to the last detail to provide an unparalleled combination 
of interior design options and low maintenance,” said Joe 
Klink, director of corporate relations, ProVia. “Finding 
this type of product for remodeling applications is rare, 
and we are pleased to offer it through our elite group of 
distribution partners.”

Aeris Wx1000 windows come completely pre-fi nished with 
a choice of fi ve exterior colors and solid oak, cherry and 
maple species on the interiors. Customers can also choose 
from 16 stain colors and 16 paint colors for the interior, 
all with a furniture-grade fi nish and precision milling for 
premium, clean joints.

If the beauty of the Aeris Wx1000 windows doesn’t make 
enough of a statement on its own, they also provide 
industry-leading performance and long-term durability. 
They were designed to meet ENERGY STAR® requirements 
featuring  ComforTech™ DLA-UV Warm Edge Glazing 
System, high-performance low-e coatings, argon gas and 
the Super Spacer® warm edge spacer system from Quanex. 

“Our ComforTech Warm Edge Glazing System encompasses 
all of the best components to provide customers with all 
of the benefi ts they require in new windows from low-
maintenance beauty to long-lasting energy effi ciency,” 

Klink said. “Super Spacer is a key 
component because it not only 
enables us to be more effi cient in 
manufacturing, but it also provides 
the very best in energy effi ciency, 
durability and condensation 
resistance.”

Aeris Wx1000 windows are 
available as double hung, casement, 
awning, slider, picture, bay, bow, and 
various architectural shapes. 

“We’ve received enthusiastic 
feedback from our customers 
and end users since we launched the line in late 2012,” 
Klink said. “It’s just another way we are showcasing our 
commitment to quality.”

ProVia sells through a premium list of dealers who are 
armed with the company’s exclusive ProVia Studio 
software that enables homeowners to design their own 
Inspirations Art Glass style and choose from an array of 
colors and designs that refl ect their personal styles.

Founded in 1977, ProVia, Inc. is headquartered in 
Sugarcreek, and has two additional Ohio manufacturing 
plants in Baltic and Walnut Creek for a combined 326,000 
square feet of space. 

To learn more about Aeris Wx1000 windows or distribution 
opportunities with ProVia, visit 

For more information about Quanex and its window and 
door systems, visit . 

Your industry insight

Perfection Down to the Last Detail: 

ProVia adds high-end Aeris™ Wx1000 Series to window offerings

GlassBuild 2013
Booth #1617

See Quanex at: 
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guide for your business to integrate
a solid social media strategy even
when your time is limited.
Speaker: Patric Fransko, Chief
Marketing Officer, Interwest
Distribution Company

THURSDAY, SEPTEMBER 19
7:45 a.m. – 8:00 a.m.
Welcome and Opening Session
Let us welcome you as we kick-

off the International Window Film
Conference and Tint-Off™ 2013!
Hear from John and Debra and
their goals for the 2013 event and
what each co-sponsor is currently
doing for the betterment of the
industry.

Speakers: John Parker, President,
& Debra Levy, Publisher, WINDOW

FILM magazine

8:00 a.m. – 9:00 a.m.
Tips to Manage Your Business
Effectively
The best business practices

often include proper management
techniques, hard financial deci-
sions, planning and proper execu-
tion of sales and marketing. Learn

the top tips every business owner
or manager should know to grow
your business, plan ahead and pre-
pare for new challenges that every
growing business faces in an ever-
changing world.

Speakers: Jim Freeman, President,
Tint America Window Films, Inc.
and Paul Tauchar, Owner, Solar
Control of Jackson

8:00 a.m. – 9:00 a.m.
How to Effectively Transition and
Build On to Your Business
This is a great session for those

who want to expand their current
business in the film industry.
Learn how to successfully transi-
tion from automotive window film
to architectural glass film and add
complimentary products such as
Paint Protective Film (PPF) to
your product offerings. Increase
your professionalism in the busi-
ness and be seen as the expert in
the industry.

Speaker: Luc Goemaere,
Business Segment Manager,
Architectural – Americas, Saint-
Gobain Solar Gard®

Nano-Fit �

Patterns

Introducing

- Easy-to-use, download 
patterns in minutes

- Affordable $49.99 monthly 
subscription

Nano-FitPatterns.com
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Will Lightning Strike Twice?
continued from page 37

Wednesday, September 18
2:30 p.m. – 4:00 p.m.
ADAPT: Overcoming Adversity
Keynote Speaker: Jim Abbott,
professional baseball player and motivational speaker

Jim Abbott, professional baseball player and motiva-
tional speaker, will deliver the Wednesday keynote
address at IWFC at the Tampa Convention Center in
Tampa, Fla., on September 18, 2013, from 2:30 p.m. to 4:00 p.m. about
how to overcome obstacles and challenges with his speech “ADAPT:
Overcoming Adversity.”
Abbott was born September 19, 1967, in Flint, Mich., without a

right hand. He was an All-American hurler at Michigan, won the
Sullivan Award in 1987, was the pitcher for the Gold Medal Olympic
Team in 1988 and threw a 4-0 no-hitter for the New York Yankees
against Cleveland in September 1993. Abbott played for 10 seasons
on four different teams and ended his big league playing career in
1999.
Abbott lives by the philosophy that you should, “find something you

love, and go after it, with all of your heart.” This positive ideology and
other personal experiences will be highlighted during his keynote
address.See us at the 2013 International

Window Film Conference and Tint-Off™
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9:15 a.m. – 11:00 a.m.
Customer Focused Marketing
What is the marketing secret that

helps you promote your business
more effectively? How do you
determine which marketing activi-
ties you should do? How do you
build a promotion plan or budget
that delivers return on investment?
This workshop helps you answer
these questions and more!
Speaker: Linda Irwin, Founder,

SeeComm Group, Inc.

1:00 p.m. – 2:00 p.m.
Improve Productivity and Reduce
Costs with New Plotter/Software
Technology
Do you want to increase produc-

tivity or grow your business? This
session will provide knowledge and
expertise that cover the use of a
plotter, along with the latest soft-
ware technology, to increase your
overall organization and productiv-
ity, and this can also facilitate
growing your business.
Speaker: Logan Bryant, Manager,

Marketing Technical Services
Americas – Solutia Inc., a subsidiary
of Eastman Chemical Company
Performance Films Divisions

1:00 p.m. – 2:00 p.m.
Best Practices for Installations
and the Best Tools for the Job
This session will unveil the key

methods and techniques for auto-
motive and flat glass installations.
Learn how to produce top-notch
results with the right tools and the
right information.
Speaker: Ron Jones, LEED AP

O+M SE Regional Manager,
HanitaTek Window Films

2:00 p.m. – 3:00 p.m.
Maximize Profits!
Find out how mobile estimating

tools can revolutionize your win-
dow film business! Streamline
your operations; reduce costs,
increase productivity and prof-
its. Today’s web based manage-
ment software can offer: mobile
estimating, inventory manage-
ment, smart scheduling, film
usage optimizing, ePurchasing,
eBilling, job costing, payroll,
business tracking and CRM.
Address both the day-to-day
functions and the broader plan-
ning capabilities necessary to

SEPTEMBER/OCTOBER 2013 WINDOW FILM 39

Nano-
Fusion �

Film
Nano-FusionPPF.com

   

continued on page 40

11:00 a.m. – 12:15 p.m.
Last Man Down: A Survival Story
Keynote Speaker: Richard Picciotto, FDNY Chief
Chief Richard Picciotto, the highest-ranking firefighter to

survive the World Trade Center collapse, will deliver the
keynote address at the Tampa Marriott Waterside Hotel and
Marina on Thursday, September 19, 2013 from 11:00 a.m. to
12:15 p.m. Picciotto is scheduled to speak about his harrow-
ing experience during 9/11 and what it takes to survive.
Firefighter and inspirational speaker Richard Picciotto was an FDNY

Battalion Commander in Manhattan on September 11, 2001. Following
the terrorist attack, Picciotto rushed into the World Trade Center to
rescue those inside, but soon found himself trapped in the smoldering
rubble of the North Tower after its collapse. Buried for more than four
hours, he emerged and was the highest-ranking firefighter to survive
the collapse.
Picciotto is also the author of “Last Man Down,” the story of his

experience and his remarkable survival of being located within the
stairwell between the sixth and seventh floors of the North Tower
when it collapsed.

See us at the 2013 International
Window Film Conference and Tint-Off™
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© Quanex Building Products 2011 - 2013 

Giving You the Digital Advantage
Email Marketing: Keeping it Simple 
Using email as a means for relaying important information to customers has been around since the mid 1990s when people 
realized they had a new, cost-effective way to engage with their current and potential customers. While it is always evolving, 
email marketing will have a place in holistic digital marketing strategy for years to come.

        *38% of email is now opened on a mobile device (Litmus, “Email Analytics Report,” 2012)

Social Media: Engaging in the Conversation
If marketing is about engaging with customers and prospects, then social media was made for marketers. In no other platform will 
you fi nd more users who are engaging more frequently. With consumers doubling their brand-following activities over the past 
three years*, it’s hard to ignore the impact a well-planned social media strategy can have on your business.

*Edison Research, “Social Habit,” 2012

For more digital marketing tips like this, contact the Quanex marketing team at www.Quanex.com/Marketing.
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Let’s face it: Time is an issue and it’s hard to get away
from the office (especially now that we are in recov-
ery mode). So when dealers and manufacturers do

make the time to break away it must be for a worthwhile
opportunity. They may not have time to travel to a three-
day trade show on another coast and navigate through
the exhibitors and long list of sessions, some of which
aren’t even relevant to them. Sometimes a day of target-
ed education honed into their industry is all they need.

Fenestration Day, to be held October 31 outside
Chicago, offers just this opportunity for manufacturers
and dealers. Many have already registered and are
looking forward to the informational seminars includ-
ing Dave Molenda, president, Weather-Tek Design
Center Inc. in Brookfield, Wis.

“Attending an event such as this is a great way to learn
about key issues in our industry as a whole [and your
area of interest in particular] as articulated by practi-
tioners,” he says. “It also offers the opportunity to meet
people and organizations facing the same key issues.

In addition to these targeted seminars (see page 55),
it offers the opportunity to interact with the event’s
supplier sponsors. 

VEKA is providing the lanyards to all
Fenestration Day attendees and will have the
opportunity to network with attendees, along with
the show’s additional sponsors, during the coffee
break/registration and during the lunch.

The way we go to business we are tailoring to individual
markets,” says Steve Dillon, marketing director. “There are
potential customers out there who don’t know who we

really are and we want to tell them about the new VEKA.”
Stiles Machinery is sponsoring the lunch for all

attendees and Steve Waltman, vice president, says as a
leader in the industry his company feels “an obligation
to participate so they may be part of the solution.”

“We are absolutely committed to supporting educa-
tional events and members of the door and window
industry as they continue to benefit from the recovery,”
he adds.

Ron Crowl, president of FeneTech, says his company
is a strong supporter of educational events such as
Fenestration Day.

“We feel that continued education is a key to success
in today’s challenging business environment,” he says.
“Fenestration Day provides a unique single-day oppor-
tunity to attend a variety of seminars that offer insight
into marketing, sales, legal and manufacturing topics.
We are extremely pleased to be sponsoring a session
that every manufacturer should be very interested in.”

John Vukanovich, director of marketing Royal
Building Products/Window & Door Profiles, echoes
that sentiment.

“Royal is excited to support Fenestration Day because
it represents a unique opportunity for education,” he
says. “The ability to understand and communicate
information is a competitive advantage – no matter
what role you play in the industry. To be successful,
everyone needs to have knowledge about the products
they manufacture, sell, install, service or support.”

KICK IT UP A NOTCH
Advance your Industry Knowledge by Attending Fenestration Day

continued on page 42
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When and Where
Date: October 31, 2013 Time: 8:45 a.m.-4 p.m.
Who Should Attend: Dealers and manufacturers of door and
window products
Where: Renaissance Schaumburg Convention Center Hotel,
located in suburban Chicago
Website: www.dwmmag.com/feneday
Sponsored by DWM Magazine

Educational Seminar Schedule: Joint Sessions
7:30 a.m.-8:30 a.m.
Registration and coffee: Chance to meet supplier/sponsors
and other attendees.

8:45 a.m.-9:00 a.m. Event welcome and opening

9:00 a.m.-10:00 a.m.—Opening keynote
Presenter: William Greiner, chief investment
officer at Mariner Wealth Advisors
Greiner will present the latest market out-

look both globally and here in the U.S., com-
plete with the economic data you need to
know to chart your company’s future.
He was also named BusinessWeek’s 2005 Stock Market

Strategist of the Year and has appeared on Bloomberg Television,
CNBC and CNBC Worldwide. He has also been featured in multi-
ple financial publications such as The Wall Street Journal.
Sponsored by ScreenCo

12:00 p.m.-1:00 p.m.
Networking Lunch with Manufacturers and Dealers
Additional chance to visit with sponsors/suppliers.
Sponsored by Stiles Machinery

2:15 p.m.-3:15 p.m.
Certifications, Standards & Codes - the Coming Consequences

The industry is experiencing an unprece-
dented rise in the elements required for prod-
uct certification and related product represen-
tations, driven by EPA, NFRC, AAMA and code.
The potential for unforeseen consequences is
real. Learn what is coming and what you will
need to navigate these challenges.

Presenter: Paul R. Gary, The Gary Law Group

3:30p.m.-4:30 p.m. Closing Joint Session
Made in the USA: How to Tell
Many companies have an American flag on

their website or as part of their trade show
booth. But what does it really mean to be Made
in the USA? And what can you say legally? Julie
Reiser, president and co-founder, Made in USA
Certified will outline the element of the “Made in the USA”
Certified label as well as the Federal Trade Commission guide-
lines regarding “Made in the USA” assertions. Also, Mark Davis,

executive director of the Earthwise Group, will share why the
company decided to become USA Certified.

3:00 p.m.-8:00 p.m. Glass Expo Midwest™ 2013

6:00 p.m.-8:00 p.m.
Glass Expo Midwest™ Welcoming Cocktail Party

Educational Seminar Schedule for Manufacturers
10:00 a.m.-11:00 a.m.
Smart Optimization for Improved Profitability
Learn from Geoff Roise, owner of Lindsay Window in

North Mankato, Minn., who has implemented some new
methods for raw material optimization. Join this discussion
regarding new ways of thinking in regards to optimization.
Session Sponsored by Fenetech

11:00 a.m.-12:00 p.m. Door and Window Industry Update
Michael Collins, partner, Building Industry Advisors, will pro-

vide the latest statistics on the door and window industry,
including mergers and acquisitions. Collins also serves as a DWM
columnist and the industry looks to him as an industry expert.
Sponsored by Westech Building Products

1:00 p.m.-2:00 p.m. Lean Manufacturing
Hear from a panel of experts, including manufacturers and

suppliers, about how to incorporate lean principles into your
plant operations. Questions such as how to integrate automated
operations into your lean manufacturing plans will be addressed.
Panelists include Steve Waltman, vice president, Stiles

Machinery; and a member of a top windowmanufacturing firm.
Session Sponsored by Royal Building Products

Educational Seminar Schedule for Dealers
10:00 a.m.-11:00 a.m.
Dealer Panel: Unique Ideas for Your Business
Join us for our panel of experts—that is those that sell doors
and windows each day. Find out what unique approaches
they employ to find success. Panelists will include Steve
Rennekamp, president of Energy Swing Windows and Doors
in Murrysville, Pa., and Dave Molenda, president, Weather-
Tek Design Center Inc. in Brookfield, Wis. If you are interest-
ed in participating in this panel email ttaffera@glass.com.

11:00 a.m.-12:00 p.m.
How to Make your Website a Lead Generation Machine
Is your website a lead generation machine?

It should be your most powerful marketing
tool, delivering a steady stream of new business
leads filling your sales pipeline. Unfortunately,
most companies do not optimize their websites
for lead generation — offering nothing more

continued on page 44
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To register to attend visit www.dwmmag.com/feneday.
To sign on as a sponsor of Fenestration Day, contact Tara
Taffera at ttaffera@glass.com.
This is event is for dealers, manufacturers and
supplier sponsors.
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than a passive online brochure.
This enlightening presentation will make online marketing

understandable and provide you with actionable tips, best
practices and strategies for transforming your website into a
powerful lead generation machine. Whether you are an online
marketing novice or an expert, you will learn proven ways to:
• Establish a niche online marketing strategy;
• Leverage the best online lead generation techniques that

most companies fail to use;
• Generate a steady stream of new business online; and
• Measure your online marketing success.

Speaker: Bob DeStefano, online marketing strategist, pres-
ident, SVM E-Marketing Solutions

1:00 p.m.-2:00 p.m.
Generating Cash and Accessing Credit

There’s nothing more important to a business
then access to credit. Hear from Michael Collins,
partner at Building Industry Advisors regarding
how to boost your access to credit. Learn how to
boost your borrowing options, and much more.

KICK IT UP A NOTCH
continued from page 42

Carry Case Creations

1-855-774-7974
smithcase.com

Options for Presenting  
  Your Options

Exclusive Tour for Dealers: Crystal Window & Door Systems
Window retailers, dealers and installers, as well as glass

retailers and installers are welcome to tour the Crystal Window
& Door Systems’ Chicago factory on Wednesday October 30 at
1:00 p.m. Tour participants will gain a behind-the-scenes view
of automated CNC control glass cutting, assembly of insulat-
ing glass units and the fabrication of vinyl and aluminum win-
dows. Please note this tour is exclusively for the groups men-
tioned above. Window manufacturers and extruders are not
permitted on the tour. All tour participants need to be regis-
tered (and approved) in advance. DWM and Crystal Windows
reserve the right to turn down a specific request to participate
in the tour. Go to dwmmag.com/feneday to register. �

SEE US AT GLASSBUILD AMERICA
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INNOVATIVE, SEALING SOLUTIONS –   

ULTRAFAB HAS GOT YOU COVERED – GIVING YOU  
MORE TIME TO DO THE THINGS THAT YOU ENJOY.
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The designation of William (Bill) C. Griffiths as the
new president and CEO of Quanex in early July,
may have seemed like a sudden change. Indeed,

it came on the heels of the unexpected resignation of
David Petratis, former CEO, who resigned to accept a
position with Allegion and Griffiths tells DWM maga-
zine that the Quanex board was shocked. But that
doesn’t mean they weren’t prepared. 

DWM sat down with Griffiths just two and a half
weeks into his new role to find out what change to
expect, what his immediate focus will be and chal-
lenges facing the Houston based company. 

DWM: Why do you feel you are the right executive
to be the new CEO?

Griffiths:Well I have more than 30 years experience—
much of it international. I have worked all over the
world and clearly part of our strategy is to expand glob-
ally. I also have had direct involvement in building prod-

ucts through the modular and manufacturing housing
business, which gives me some relevant experience. I
have been on the board for a four-year period which
gives me a detailed knowledge of the strategy and, in
fact, I have been very involved in working with the man-
agement team on that strategy. As a result, I also know
all the senior  and developing middle managers etc.  

DWM: Is this an interim position or long term?
Griffiths: It’s long-term. On June 4 even before this

[Petratis resigned] we had a succession plan in place: we
always have a plan for an emergency situation. Should
that situation arise, we had decided that we would pick
one of three directors, myself included, and decided we
would tap one of them. We plan for an emergency situa-
tion generally, but we never make a specific final determi-
nation until that happens. As it turned out, David resigned
and this was equally as sudden and quite frankly surpris-
ing as any of the situations for which we had planned.

Fitting the “Bill”
Meet the  New Quanex CEO
by Tara Taffera

Expand your market with  

CONTACT YOUR NORTH AMERICAN SALES REPRESENTATIVE TODAY
VEKA North America • Pennsylvania • Nevada • Texas • Alberta • 1-800-654-5589 • www.vekainc.com/commercial

www.achievegreen.net

The true beauty of the Evolutions system is the flexibility and versatility 

it offers the fabricator. The Evolutions sash platform allows for the use of 

IG packages of up to 1-3/8”, enabling the manufacturer to explore a range 

of glazing options that were previously off limits. The 3/4” balance pocket 

accepts premium balance hardware allowing for the increased weight of 

triple glazing or laminated panes, opening up the Sound Control and Impact 

Zone markets. Multi-chambered frames not only utilize dead air space 

insulating properties, they provide the space for reinforcing options.  

 

The Evolutions system can far exceed the minimum requirements for NFRC 

and Energy Star labeling in all climate zones throughout the USA.  Even 

more important, is the ability of these products to be labeled as both CW 

(Commercially) rated as well as Energy Star compliant.
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DWM: I know Quanex had some layoffs across all
segments recently. Why was that necessary? 
Griffiths:The issue for us is that we are in themiddle of

a massive project to put in a company-wide Enterprise
Resource Planning (ERP) system. The expenses on that are
running higher than we had anticipated. That in and of
itself wasn’t the only reason for cost reductions. We also
have our Nichols Aluminum business that is suffering
from depressed prices and that situation is impacting
financial results. David put a cost reduction program in
place and that is past us now. I don’t expect another wave
[of layoffs] absent a material change in the environment. 
DWM: How are you facing those challenges of sup-

ply/pricing issues related to aluminum?
Griffiths:What I amdoingnow ismyown reviewof the

cost structure of the business and my own detailed review
of operations. It is too early to tell if we will have to make
further changes—it has only been two and a half weeks.

My expectation is that by the time we get to GlassBuild
America I will be in a position to talk more openly and
publicly about what we may want to do about any shift in
strategy or internal changes that will be necessary.
DWM:What are the biggest challenges facing you?
Griffiths: It’s three fold. One, it’s taking a close look at

where we are with our ERP implementation and where
that goes in the future—this is a very large undertaking
and is the first issue I need to get my arms around. 

The second is trying to better understand what the
future may hold with Nichols Aluminum as we are at
the mercy of the commodity market. 

Third, there is very clearly starting to be a rebound in
building products. My belief is that we are at the bottom
and ready to take off. The question is how fast is the
recovery and how soon will it really take root. At some
point, it will snap back fast and I want to make sure we
will be ready to take advantage of that. �

Grow your sales with  

CONTACT YOUR NORTH AMERICAN SALES REPRESENTATIVE TODAY
VEKA North America • Pennsylvania • Nevada • Texas • Alberta • 1-800-654-5589 • www.vekainc.com/pinnacle.asp

www.achievegreen.net

Color sells and with the Pinnacle® performance color solutions program from  

VEKA, you can now offer 11 distinctive low maintenance color alternatives that 

simulate a matte powder coated surface or a brushed metal appearance. You can 

broaden the appeal of your window product line by offering the look of genuine 

wood in color, texture and richness without the time and expense of treating and 

inventoring multiple wood species. The natural appearance of Pinnacle woodgrain 

laminates look as good as they perform. Choose from 12 unique interior woodgrain 

options and five select woodgrains for exterior use.

VEKA warrants that the Pinnacle  laminate on vinyl extrusions will not chip, peel, 

blister, rot or corrode when used in the manufacturing of windows and doors 

installed in North America as per the instructions of the VEKA Fabricators Manual. 

Contact your sales representative for details.
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SEALANTS
Fenzi's Full Range – Booth #1135
Fenzi, a manufacturer of chemicals for secondary

glass processing, will display its complete line of high-
performance IG sealants.

Among these is Thiover – a polysulphide, two-part
sealant that the company says meets advanced eco-
compatibility standards – will be an important factor,
also because its use grants LEED® points. Thiover
sealants are solvent-free, do not contain any harmful
ingredients, feature excellent mechanical properties
and extremely low permeability to water and gas. They
are also described as being compatible with all spacers
and with most of the materials used in IG glass and
offer what the company calls extraordinary perform-
ance in IG units in terms of thermal insulation. 
��� www.fenzi-na.com

Quanex Bringin' Inventing Back – Booth #1617
Quanex Building Products will feature its Innovation

Zone. The company will feature its four new edge-seal
products that are a result of the company's collabora-
tion with Bostik: the Edgetherm 3500 single-part butyl
rubber-based sealant, Edgetherm 3400 hot-applied
desiccant, Edgetherm 3100 and 3000 one-component
hot-melt butyl sealants. These products will be stocked
at Quanex facilities, which the company says provides
short lead times. 

The product line was designed to meet key require-
ments in IG production, including low moisture vapor
transmission rates, movement accommodation, low
temperature flexibility and low gas permeability. 
Quanex’s digital and social media team will also be

on hand during the show to talk through the impor-
tance of having a comprehensive digital strategy to
capture the interest of modern shoppers and produce
high-quality leads. 
��� www.quanex.com

PATIO DOORS
Diversified Lineal Launches
Fiberglass Patio Door – Booth # 1135

Diversified Lineal
Systems is launch-
ing its new series
7000 sliding patio
door system at the
show. The addition
of the patio door
line gives fabrica-
tors another option

to promote to their customers, which already includes
casement windows, push-out and hopper windows,
and swing doors and frames.  
“We may be the only fiberglass “systems” supplier

available to regional fabricators, and we are especially
pleased to be able to provide this patio door system so
soon after the launch of our window and swing door sys-
tems just a few months ago,” says Mark Back, operations

The industry returns to Atlanta this year for the experience that is GlassBuild America 2013 to be held at the Georgia
World Congress Center September 10-12. We offer a sampling of some companies you might want to visit.

See Y'all There!
People to See, Things to Do at GlassBuild America 2013
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manager. “DLS is currently seeking regional fabricators
to partner with across the US and Canada, giving fabri-
cators the ability to introduce their own fiberglass com-
posite doors and windows very quickly to the market.
��� www.diversifiedlinealsystems.com

Tilt, Slide and Swing with Royal Doors —
Booth #303

Royal Building Products will fea-
ture its Royal La Marquise Tilt and
Slide patio door, a multi-functional
patio door system that can be used
and fabricated in different combi-
nations: Tilt and Slide door, Tilt
and Turn door and Swing door.
The optimized thermal chambers

of the profiles, the wide selection of
different depth of frames suited for

several construction details, the ability of using IG config-
urations up to 42mm are some of the ingredients of this
multi-functional high-end patio door, according to Royal.
The Royal Tilt and Turn product line exceeds the stan-

dards of the industry and achieves thermal values of R-
7 and ER-46 using low-E/argon standard glass package.
��� www.royalbuildingproducts.com

HARDWARE
Lock and Tilt Wood Windows — Booth #2003
Vision Hardware, based in New Jersey with distribu-

tion facilities throughout the United States and
Canada, has introduced a ground breaking lock and tilt
system specifically for wood double hung windows.
The technology allows wood window systems to
achieve greatly increased test results while eliminating
the need for compression jambs or surface mounted
tilt latches. The end result is a product with increased
cosmetic appeal and better test results.
��� www.visionhardware.com

Take Ame(sbury) – Booth #1103
Amesbury Hardware Products will showcase its new

patented P3000 multi-point lock system. The lock
incorporates an American style look with the thumb-
turn oriented above the handle and deadbolt opera-
tion that is independent of the satellite locking points
and available with a multiple locking options. 
Also featured will be the company's Spiral, Lite-Lift

and Super Lift line of balances. The 3⁄8-inch super heavy
duty spiral can achieve weights up to 52 pounds per pair
or up to 104 pounds when used in tandem – a Class 4 bal-
ance – according to the company. 

Amesbury Company, Schlegel, will show its propri-
etary low wick foam profiles. The company says this new
low wick foam absorbs up to 85 percent less water versus
standard foam seals. At the same time, Q-Lon foam seals’
features include easy compression load deflection and
resistance to compression set. 
��� www.amesbury.com

SafeGard the Truth – Booth #1401
Truth Hardware has embarked on its next genera-

tion combination lock and tilt latch system, named the
harmony system, which it says installs by snapping the
tilt latch and screwing down the lock.

The company also is promoting its new SafeGard
Window Opening Control Device to help control a win-
dow's opening so as to prevent accidental falls, while also
being able to be easily opened for egress purposes in case
of an emergency. Truth Hardware describes SafeGard as
reliable, easy to install and operate, adding that it meets
stringent safety requirements such as ASTM F2090-10.
��� www.truth.com

Gas Filling – Booth #1849
Is your insulating glass

installed at elevations
1,000 feet or more different
than production? Are you
losing the U-value war
because of breather tubes?
Are you struggling with
blinds between the glass?
Do you want better per-
forming refrigeration IG?

Integrated Automation Systems says you can achieve
Energy Star ratings and avoid deflection with the
Helantec ISO Altimeter Professional. The product sets
IG unit pressure to installation pressure at production
with no field adjustment necessary. 
��� www.optigasig.com

continued on page 50
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See Y'all There!
continued from page 49

REACHING FOR THE SKY
Up Close with one Exhibitor — Booth #1419

When Skyreach L&S Extrusions launched in January
2012 under new management, and with significant
investment from a public company, it has been able to
achieve some impressive growth and has much more
planned. (Company executives say Skyreach was rein-
vented from its precursor in 2011, when a Hong Kong
listed company, LIANSU Holding, invested heavily to
establish manufacturing facilities in Canada, the USA
and China.) DWM spoke to Skyreach executives about
this expansion and some of its product lines. 

The company, an extruder in Vaughan, Ontario,
that offers fabricators everything from windows to
patio doors, is in the midst of a growth curve.
Skyreach recently set up warehouses in Chicago and
Los Angeles in addition to an existing warehouse in
Dallas. The company plans to add two more in 2014.

“We set up where we have anchor customers,”
says Dedo Suwanda, vice president. “We have defi-
nitely headed more and more to the South. We are
finding the requirements are different so for that rea-
son we are developing new products. The welded
patio doors we will introduce at GlassBuild, for
example, will fill a need in this region.”

“As a newer company we are in growth mode,”
adds Franco Valente, sales director, who focuses on
profiles/extrusions for North America. He adds that
in terms of the company they are definitely seeing
an uptick.

“Because we are primarily focused in the Northeast
we found that the first two quarters were slow due to
a slow start to the season,” he says. “Weather had a
significant impact due to a high amount of rain and
colder weather. That being said we are now seeing this
logjam being broken and people moving quickly and
a lot of customers are beyond capacity.”

Regarding windows overall, Valente says companies
are definitely focused on improved thermal perform-
ance. “Glass is a real focus in improving thermal per-
formance,” he says. “How much more can you improve
on the frames? So we are working to improve our prod-
ucts through different materials—not only better U-
and R-values on the frames but on various IG sizes, etc.”

Along with that comes some challenges including
marrying the hardware accordingly, determining what
materials will improve thermal efficiency and more.

Building products sales director Bob Green works
with customers that sell finished units and says cus-
tomers are looking for multi panel units going as
high as 8 feet. The company has responded by offer-
ing these products, among others.

But the company’s true growth will come from
being in markets we aren’t in today,” says Green. “We
have to get closer to the market as a manufacturer,
and the only want to get there is more locations.”

“It is our strategy to have facilities across U.S. and
Canada,” adds Suwanda. “Part of the problem is distri-
bution and logistics. In 2013 we added two new loca-
tions and that’s part of the strategy—to have products
that are easily acceptable in different territories. In U.S.
and Canada it’s very fragmented. The market needs dif-
ferent things so we need different products to offer.”

Valente adds that having distribution in various
regions will allow the company to be more efficient
in lead and transit times. It’s not all about providing
product however.

“We think the other value we can provide to our
customers is that, given the right conditions, we can
help them make the switch [product] by way of sup-
porting those fabricators and providing them with
tools to do so given the right conditions. We have
things we can do that can help the transition to help
with a start-up of a line, for example.”

He adds that the company can also help with mar-
keting support.

“What we are looking at that is the value-added
proposition, being closer to our customers through loca-
tions and helping them with start-up and marketing.
Those are the key points to fabricators,” adds Valente.
��� www.skyreachls.com

Come By and See DWM in Booth #708
While walking the aisles of

the Georgia World Congress
Center, be sure and stop by
booth #708 and visit with
DWM magazine. You can pick
up free copies of our publica-
tions 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!
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(800) 220 -4756 • www.v i s ionhardware .com

VISION Lock-Tilt Combo

THREE POSITIONS

ONE INNOVATIVE SOLUTION

BOOTH # 2003

1
2

3

Vision Hardware’s new Lock-Tilt Combo, a lock and tilt latch release 
mechanism, has been speci�cally designed for the high-end window 
market. The sturdy Lock-Tilt Combo will stand up to thousands of cycles and 
is a perfect match for DP-50 rated windows.  When mounted, your windows 
will have a cleaner site line because latch components are hidden in the 
check rail and there are no visible fasteners.   

The Vision Lock-Tilt Combo is available in metallic �nishes and powder 
coated colors. Go to VisionHardware.com to order a free sample today.

Unlocked  
Position

Tilt  
Position

Locked  
Position
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MACHINERY AND EQUIPMENT
Wakefield Wakes Up its Website – Booth #1650
Wakefield Equipment will tell GlassBuild atten-

dees about its updated website, which includes
everything potential customers need to know about
its equipment.

Saws, glass handling and gas filling equipment,
tables and conveyors and much more are offered in
the electronic catalogs and demonstrated through
the video gallery. The site also allows the customer to
shop online.
��� www.wakefieldequipment.com

Erdman Offers Bevy of
IG Machines – Booth #1347
Erdman Automation will bring three of its heavy hit-

ters to the show. The Erdman 400 series spacer appli-
cator is described as a low-cost IG production system
works with all flexible spacer systems applying the
spacer straight with true 90-degree corners. Minimal

operator training and no data input required for stan-
dard operation, the company says.
Also making the trip to Atlanta with the company

this year is its fixed head IG secondary sealer. It has a
stationary sealant application system that gives the
operator the ability to easily apply a professional, high
quality, consistent secondary seal to IG units, accord-
ing to the company. 
It provides total quality and consistency of seal,

which Erdman says rivals any expensive fully auto-
mated machine. The fixed head IG secondary sealer
can be configured for dual- and triple-pane units in
one pass and seals special shapes with no program
change.
��� www.erdmanautomation.com

Come See Saws with Sturtz – #Booth 335
Stürtz's 2000 square foot exhibit will showcase a full

range of cutting, welding and cleaning equipment for
vinyl fenestration products.
The latest addition to Stürtz’ LinearPro Series of

saws will be featured this year. The SMI-LP-DM90-F
automated miter saw with inline fabrication has the
same accuracy and speed operation of the other
LinearPro machines, according to the company. New
features of this latest saw include: automatic blade
angle adjustment to either 45- or 90-degrees based on
the profile ID, simplified fixture changes for efficient
processing of multiple profiles and two fabrication tool
configurations based on customer need for speed or
flexibility in processing.
Stürtz will also display its vertical four-point welders

and a twin head CNC corner cleaner for both frame
and sash. All equipment will be powered and ready for
demonstrations.
��� www.sturtz.com

Total Spectrum – Booth #1835
EDTM will be displaying its ever-growing line of

American-made instruments and sales kits to the win-
dow industry. The company will bring with it this year, the
solar spectrum transmission meter, a new field measur-
ing 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 (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
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EXTREME TEMPERATURE & 
SPECIFICATION REQUIREMENTS

problem solvers. solution providers.

Formulated materials and engineered designs are crucial to a systems water 

Seals Designed for: 
      -Easy Installation
      -Great Fit & Function
      -Excellent Compression Set 
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selected range of 900 to
1000 nm, and then also
show the full perform-
ance value of the prod-
uct by covering the
majority of the IR spec-
trum from 780 to 1700
nm+. The 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 lower the number, the better the perform-
ance of your product.
��� www.edtm.com

WINDOWS
That's Genius!
– Booth #1301

Deceuninck will continue
its tradition of launching
product solutions that fit
within its business pillars of
“innovation, design and sus-
tainability” at the show. This
year, Deceuninck will feature
the Genius ultra-performance
window and a sash solution
based on the exclusive
Innergy® polyurethane tech-
nology. The company will also showcase color and
style options to help fabricators and dealers capture
evolving market trends, and will also announce
enhancements to its recycling program.
��� www.deceuninck-americas.com
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The next generation combination lock and tilt latch system named the Harmony
integrates the check rail lock and tilt latch together in a manner which creates a new level of
installation ease. This integrated system has been designed to allow the homeowner to 
activate the lock and tilt latches from the same device.
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www.renolit.com

The RENOLIT EXOFOL brand unites all RENOLIT exterior �lms. 

If you would like more information, simply email us at: exterioramerica@renolit.com

If you are building for the future you need a surface 
that’s ahead of its time. RENOLIT EXOFOL FX.
Discover a new kind of exterior �lm. RENOLIT EXOFOL FX gives amazing longevity to exterior building components  

– thereby supporting sustainable construction. With its extremely high weather and UV resistance, RENOLIT 

EXOFOL  FX can handle any climate, and the �lm maintains its colour intensity throughout its lifespan. On the 

other hand dirt and grati don’t have a future: they can be removed e�ortlessly. Performance like this also opens 

up new opportunities in terms of con�dence. With a 10 year warranty for the U.S. and Canada, you can be sure 

that you’re on the safe side for all your future projects.

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

VISIT US AT

GLASSBUILD,

BOOTH 1302
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DOORS
VEKA to Showcase Doors, 
Doors, Doors – Booth #1015
VEKA will be featuring everything doors at this year’s

show. In fact, the company says large door sizes, with
unique operator types and unique features, are the fastest
growing specialty market segment. Standard residential
products will be shown including a new stackable, triple
sliding door that features an 8 ¼ inch depth of frame and
all-welded 3 ½-inch sash panels, due out in the later half
of 2014. Also featured will be part of the Euroview® door
collection including a fold and slide 3-panel door and a
EuroSwing. 
��� www.vekainc.com

GLASS
Guardian Unveils Two New Products – 
Booth #2123
Guardian Industries will introduce two new products

for the glass industry at GBA. ClimaGuard 53/23 low-E
glass for the Southern region controls heat, glare and

energy costs with three microscopic layers of silver.
This third layer of silver helps the window block more of
the sun’s heat on hot summer days and reduce glare, all
while maintaining the right level of light transmission
for a southern climate, according to the company.
The glass manufacturer will also launch ClimaGuard

72/57 which helps to meet Energy Star® requirements
in the Northern U.S. Zone. This product meets require-
ments for the North-Central Zone by flipping the IG
unit and orienting the coating to the #2 surface.
��� www.guardian.com

Select Comfort with AGC – Booth #927
AGC Glass Company North America will showcase

its residential glass products including its Comfort
Select line of residential glass, a durable, low-E glass
that blocks solar heat gain during warm months and

Visit us at 
GlassBuild America

Booth #1650
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The company is marketing
the Comfort Select line as
being designed specifically
for the different needs of
each region, and says that
builders now can offer per-
formance advantages that go
beyond Energy Star codes.
��� www.us.agc.com

How Low-E Can You Go? – Booth #1427
PPG Industries will showcase its newly introduced

Solarban® 67 glass, a solar control, low-E glass with
what the company calls a soft, imperceptible neutral
coating that it says gives buildings a crisp, clean and
clear exterior appearance along with solar control per-
formance. It has a proprietary double-silver, mag-
netron-sputtered vacuum deposition (MSVD) coating,
and PPG says it reflects the true timbre and brightness
of ambient light and color accurately and authentical-
ly. In a standard 1-inch insulating glass unit (IGU) with

conventional clear glass. The
glass has visible light trans-
mittance (VLT) of 54 percent
and a SHGC of 0.29, which
yields a light-to-solar gain
(LSG) ratio of 1.85. 
��� www.ppgideascapes.com

COMPONENTS
Film it with Renolit – Booth #1302

American Renolit Corp., a manufacturer of decora-
tive and performance films, offers Exofol MLA as a fin-
ish for building components. It is a film for wood build-
ing products for either interior or exterior applications,
such as door jambs, windows and jamb extensions.
MLA, which is laminated to the product, is available in
shades of white, including custom matches, but is also
paintable. It can be painted when new or later on.

The product is available in a range of thicknesses,

|
|
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Residential Window Hardware

Introducing the First 
Engineered Composite 
Hinge System!eysttem!Hinge S Syst

ed Engineerred C
ing  oduccing the FIntrroduc

w indoesidential WR

e ompositte d C Composit
irst g the F  First 
earwdHarw 

em!

wwwwww.w AAllMeMetettaaalSttaamppinnglSS ..ccoom

continued on page 60

See Y'all There!
continued from page 50

Search Archives E-Mail Subscribe

I<      <      >      >I

DOOR & WINDOW MARKET MAGAZINE

Incorporating
SHELTER®  Magazine Contents© 2013 Door and Window Market (DWM)

Magazine. All rights reserved. 
No reproduction of any type without 
expressed written permission.

Zoom   Fit     +   –Product Information

http://www.us.agc.com
http://www.ppgideascapes.com
http://www.dwmmag.com
www.dwmmag.com
http://products.dwmmag.com
http://www.dwmmag.com/digital/
http://www.cdsreportnow.com/renew/now?DWM
www.allmetalstamping.com


www.technoform.us | 330-487-6600

   TGI®-Spacer 
= Superior window performance

                    

is ready to assist with all steps of the design and manufacturing process to create 
long-term durability in all climates. Our local and global network of industry specialists 
improved U-factors, excellent gas retention, condensation and mold reduction, and 
experience enables us to provide a warm edge spacer solution that delivers distinctly 
most stringent thermal demands. Our 35+ years of worldwide fenestration systems 
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Call Today for Your FREE Catalog. 

800-352-0800 
Ask for June ext. 129 
www.strybuc.com

Window Balances

Wood Window Jambliners

Architectural Hardware

Window Replacement Hardware

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

Mailbox Locks

Toilet Partition Hardware

Commercial & Storefront Hardware

Visit Us at Booth 734 at the 
Glass Build America ShowwGlass Build America Sho

t the t Booth 734 aisit Us aV

which the company says provide
durability from processing and
transportation to installation as
well as for the homeowner. The heft
of MLA also masks joints and other
imperfections in the substrates and
allows manufactures to reduce cost
by using MDF or finger jointed
products instead of solid wood.

The film is available in a variety
of embossed surface finishes and
provide scratch resistance. After the
film is applied, parts can be
machined the same as raw wood for
hardware or other processing,
according to the company.
��� www.renolit.com

Lauren Seals it – Booth #1925

Lauren Manufacturing has engi-
neered a dual durometer door seal
that it says offers a high-perfor-
mance sealing solution for entry
door systems. The door seal is made
of closed cell EPDM sponge with
low friction coating applied to the
surface and is co-extruded with
dense EPDM. A low-friction

October 31, 2013 
Renaissance Schaumburg 
Convention Center Hotel
Chicago, Ill.
Sponsored by DWM magazine
For more information visit 
www.dwmmag.com/feneday
or call 540/720-5584

Plan now for Fenestration Day™ 2013

Sessions for 
dealers & 

manufacturers!
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Light years ahead

Uncover new possibilities. Discover new ways to improve. Create new value.  
This week, next week, the following week—forever.

How? With FeneVision NEO. Powerful, fast, flexible, mobile, interactive and fully integrated, 
FeneVision NEO is the result of more than a decade of excellence and improvement.  

You’ll find it amazingly illuminating.

Our customers say it advances them light years ahead of the competition. See for yourself. 
Visit fenevision.com. Or contact us to arrange an enlightening demonstration.  

North America  330.995.2830 
Europe/Asia +352 263984 

fenetech.com

Booth 825
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polypropylene is applied to the dense EPDM for easy
kerf insertion. EPDM material is known for its natural
UV resistance, superior compression set, and excellent
weather resistance.
��� www.lauren.com

SOFTWARE
Neo Vision – Booth #825

The brand-new FeneVision neo ERP software solu-
tion, developed by Ohio based FeneTech Inc., unveiled
in June 2012, has become a successful software solu-
tion for door and window manufacturers, according to
the company. The software offers a new, fully graphical
user interface and new functions including: a fully
native iPad app for mobile delivery, enhanced product
selection capabilities for FeneVision Web and integrat-
ed designers such as bay/bow or opening designer.
The FeneVision neo ERP software package is described
as “ultra-modern,” offering all necessary functions to
manage a complete fenestration company. 
��� www.fenetech.com �

Our Focus is Clear.
Perfecting Sealants
and Adhesives.™

© 2013 H.B. Fuller Company

Where windows and energy
effi ciency 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

SEE US AT GLASSBUILD AMERICA
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WINDOW SASH LOCKSPILE WEATHER 
STRIPPING

CUSTOM EXTRUSION SLIDING AND HINGE 
DOOR HANDLES

TILT LATCHESQ-LON® 
DOOR SEALS

BLOCK & TACKLE 
BALANCES

FOAM-TITE
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Reducing Callbacks in a Flash

Dave Molenda understands
the importance of flashing.
The president of Weather-

Tek Design Center Inc. in
Brookfield, Wis., has been using it
on all his installs for the past four
to five years and says it “absolutely
reduces callbacks.” Yet, some of
the contractors with whom he
works still don’t understand its
importance—more importantly,
they don’t understand that fixing a
leakage problem will cost well
more than installing flashing
would have.
On the upside, though it seems as

a whole flashing use is on the rise
according to Paul Bratton, technical
support specialist, MFM Building
Products, flashing supplier.
“I think as time goes on people

are getting educated more and
more on when a product should be
flashed,” he says. “Do all people
flash? No, some
of the old con-
tractors are set
in their ways
and don’t like
new stuff. But I

Standards regarding flashing meth-
ods exist, though some aren’t very
specific, says Bratton and they aren’t
geared toward application methods.

“Everyone flashes a window a little
differently from manufacturer to
manufacturer. So you can tell there is
not a true standard out there … I feel
there should be.”

AAMA 711-13, Voluntary
Specification for Self Adhering Flashing
Used for Installation of Exterior
Wall Fenestration Products provides a
method to determine the minimum
width of the flashing products and to
evaluate the influence of environmen-
tal factors on the installation of self-
adhering flashing products applied
under typical field conditions.

“AAMA 711 is the only document ded-
icated to setting holistic material stan-
dards for self-adhering flashing used
around doors and windows,” says Jim
Katsaros, DuPont Glass Laminating
Solutions and vice chair of AAMA’s
flashing task group. “Using flashing that
meets this specification ensures that the

flashing will have sufficient peel adhe-
sion, nail sealability and durability
through the anticipated exposure. The
value of this specification is recognized
by the ICC Residential Code, as it is ref-
erenced in IRC Section R708.3, stating
that self-adhered membranes used
as flashing shall comply with AAMA 711.”

FMA/AAMA 100, Standard Practice
for the Installation of Windows with
Flanges or Mounting Fins in Wood
Frame Construction for Extreme
Wind/Water Conditions describes
installation techniques for doors or
windows with integral or applied
mounting flanges used with membrane
drainage planes. The installation meas-
ures allow incidental liquid water enter-
ing from superficial cracks, either in the
cladding, window joinery or installation
joints around the perimeter of the win-
dow, to drain onto the membrane
drainage plane and to exit to the build-
ing exterior. It offers the option to use
4-inch-wide self-adhering flashing or
9-inch-wide mechanically attached
flashing at the exterior jambs and head.

FMA/AAMA 200, Standard
Practice for the Installation of
Windows with Frontal Flanges for
Surface Barrier Masonry Construction
for Extreme Wind/Water Conditions
focuses on the installation of frontal-
flanged windows into masonry or
concrete buildings with surface barri-
er (e.g., direct-applied stucco) wall
construction.

The update from the 2009 to the
2012 edition also featured updated
and improved illustrations through-
out—a total of 20 new drawings. A sec-
tion was updated to reference the sill
area and describe the application of
liquid-applied flashing to the interior
face around the perimeter of the
masonry, prior to the installation of
the mounting buck or receptor system.
Go to www.aamanet.org for more
information.

ASTM E2112 - 07 Standard Practice
for Installation of Exterior Windows,
Doors and Skylights. Includes require-
ments for flashing. Go to
www.astm.org for more information.

What Do the Standards Say?
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am seeing that even a lot of those
guys are changing.”
What’s causing this shift?

“Callbacks,” he says, “and home-
owner education.”
I will get a call from a homeown-

er who goes over the installation
process with me because he wants
to be sure that the contractors
flashed their windows,” says
Bratton. 
WeatherTek offers a 10-year war-

ranty on the installation. Molenda
says his company is able to do
becuase it installs due to its suppli-
er’s [Tyvek] instructions. 
The key is the installation, not

the window, explains Molenda, ,
though the homeowner often
thinks otherwise.
“The way I look at it is if you take

a window out of the box and take it
in the backyard and spray it with a
hose it’s not going to leak,” he says.
“That means when there is a leak it
is the installation. If you look at 95
out of 100 windows [in the case of
water leakage] it’s the installation
and not the product. Using flashing
will reduce callbacks.” (It will also
save the contractor money to fix
those problems, see box.)
Bratton agrees that insulation

and flashing should be installed
between the frame and the rough
opening to provide a tight, secure
envelope in the home. 
“Proper installation practices

play a vital role in how effective a
door, window or skylight is at
resisting air leakage,” he says. 
What do companies have to con-

sider when purchasing flashing
products? Temperature, including
that at the time of installation, has
a lot to do with it, says Bratton. That
being said, he adds that flashing
should be used in all climates.
Again, the installation is key and

MFM aims to help its customers by
offering instructions on the carton
and on the website, including pho-
tos and step by step instructions,
and even You Tube videos. �

—Tara Taffera

Door & Window Market www.dwmmag.com
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Callback Costs

Plus: 
Expense in finding the leak

which may not manifest for years.
Often involves take siding or

stucco off a house to find the leak.

VERSUS
Approximately $5 per
window to flash.

$175
to put an individual in a

truck to look at a window.

$300
cost per leak to fix.
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DOORS AND WINDOWS
Join the Crestline

The Crestline® Select 250 Series
from Crestline Windows & Doors
offers Menards customers all-vinyl
patio doors and windows. The new
line includes sliding patio doors,
single-hung, single-slider, case-
ment, awning and direct-set pic-
ture windows, all engineered for
thermal performance, longevity,
durability and appearance. 

The multi-chambered frame on
the Select 250 Series products is
engineered to add strength and
insulating performance to the units,
the company says. Fusion-welded

corners provide rigidity and durabil-
ity. Window finishing accessories
such as a mull cover connector, drip
cap, j-channel, vinyl brickmould and
stucco adapter snap into a built-in
exterior accessory channel.
www.crestlinewindows.com 

Clear as Crystal
Crystal Window & Door Systems

has introduced its Series 2600 dou-
ble-hung aluminum window, with
an energy efficient 3-¼-inch frame
depth and what the company calls
a strong weather-resistant test rat-
ing. The window can be used for
either replacement or new con-
struction applications.

The Series 2600 has been rated
as AAMA CW-PG50-H, which the
company says achieves equivalent
design pressure, uniform structural
load, deflection and water resist-
ance performance thresholds as
the former HC rating using a rela-
tively similar standard test size. The
new Crystal double-hung (D/H)
window is positioned between the
existing Series 2000A commercial
and Series 5500 heavier-duty com-
mercial windows on the company’s

aluminum product line.
www.crystalwindows.com.

Let it Slide
CGIWindows, a manufacturer of

hurricane impact-resistant doors
and windows, released an updated
version of its Sentinel 150 sliding
glass door. The updated door is
now available with concealed
installation screws, an updated
two-point lock, improved fixed-
panel clips and a redesigned door
stop. Standard on the door are tan-
dem stainless steel rollers with pre-
cision bearings in a stainless steel
housing; stainless steel fasteners
for durability; 4-3/4-inch deep
frame on a two-track (for retrofit),
and a 6-inch deep frame on a three-
track; a Class I anodized sill track;
and a heavy-duty extruded screen
frame built with SuperView fiber-
glass mesh, which the company
says makes it tougher than many
door panels.
www.cgiwindows.com �

Distributor Products
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WEBSITES
Taking it Live

Panda Windows and Doors has unveiled what it calls a chic new website at
www.panda-windows.com which offers a more user-friendly and aesthetically
cohesive interface than the previous version … Soft-Lite Windows has launched a
new website at www.soft-lite.com that’s designed to make learning about doors
and windows more engaging and informative for site visitors. The new site is
mobile-friendly, so it is compatible with most tablets and smartphones … The
Earthwise Group LLC redesigned its website at www.earthwisewindows.com. The
new site offers expanded product information and photos, a “plan your project”
section and member profiles … CGI Windows & Doors has launched a revamped
website at www.cgiwindows.com which includes a strong social media presence.
The bottom of the home page serves as a sort of news section, featuring updat-
ed information on new CGI products, projects and industry news … Timeline
Vinyl Products Inc. launched its new website at www.timelinewindows.com. The
dramatically redesigned site now incorporates the company’s brand identity,
improved navigation and expanded content … Milgard Windows & Doors says
it has taken the window shopping experience to the next level by launching
several new interactive tools and features on Milgard.com which includes an
“inspiration center.”
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PROMOTIONS
United Window and Door
Makes Promotions

United Window &
Door Manufacturing
Inc., based in
Springfield, N.J.,
announced the promo-
tions of two key mem-
bers of its management
team. The company has
promoted John D’Elena

to the position of vice president of
marketing and national accounts
and Gregg Proscia to the
position of vice presi-
dent of sales.

The company says
the move is in response
to its strong growth
and expansion over the
past few years, and the
promotions will posi-
tion United for continued growth
in the years ahead as part of its
plan to expand markets and prod-
uct offerings.

D’Elena has more than 40 years
of industry experience. Before
joining United in 2008 he held
senior management positions at
companies including Associated
Materials/Alside.

Proscia previously was national
sales manager at United and has
more than 32 years of industry back-

ground. He served as senior vice
president of sales and marketing
with Silver Line for 29 years and
most recently as director of business
development for Milgard/Masco.

APPOINTMENTS
Amesbury Creates Executive
Leadership Team

Amesbury, a supplier of hard-
ware, sealing, extruded and special-
ty products to residential and com-
mercial markets, has created an
executive leadership team.

The following employees have
been promoted and will all be part
of the senior leadership group.

Wayne Steinhauer, currently
vice president of Amesbury
Hardware Products, will be pro-
moted to chief operating officer for
Amesbury. Currently responsible
for six locations, Steinhauer, who
has been with the company since
2004, will now be responsible for all
12 Amesbury locations.

Steve Brennan, currently director
of human resources for Amesbury
Hardware Products, will be promot-
ed to senior vice president of
human resources. Previously direc-
tor of human resources, Amesbury
hardware products, Brennan will
now coordinate talent manage-
ment, benefits and human resource
activities for all of Amesbury.

Brian Cann rounds out
Amesbury’s leadership team as chief
financial officer. He joined Amesbury
as CFO in the summer of 2012.
Additionally, the following

employee changes have been
announced:

Denis Schmider, formerly vice
president of Amesbury Sealing
Products, will oversee Amesbury’s
sealing and extrusion operations as
the new vice president of Amesbury
sealing and extrusion operations.
Schmider joined Amesbury in 2003
and will now be responsible for oper-
ations in six facilities in Rochester
N.Y., Amesbury, Mass., Statesville,
N.C., Covington, Ga., Cannon Falls,
Minn. and Ontario, Calif.

Todd Betterley, formerly vice
president of Amesbury Extruded
Products, will be leading
Amesbury’s worldwide sourcing
efforts as the new vice president of
strategic sourcing, which includes
responsibility for logistics and
quality programs. Betterley has
been with Amesbury since 2003.

Dan Raap, currently director of
engineering for Amesbury
Hardware Products, will be promot-
ed to vice president product engi-
neering. This position will include a
concentration on research and
development, commercialization of
new products and a commitment to
accelerated innovation.

James Larson, currently director
of operations for Amesbury
Hardware Products, will be pro-
moted to vice president of hard-
ware operations. Larson has been
with the company for eight years
and will be responsible for opera-
tions in Sioux Falls, S.D.; Canton,
S.D.; Fremont, Neb.; Statesville,
N.C.; and Juarez, Mexico.

Amesbury is currently searching
for a senior vice president of sales.
This position will fill out the execu-
tive leadership team and will serve
as a senior leadership member. �

Ones to Watch

70

John
D’Elena

Door & Window Market www.dwmmag.com

Gregg
Proscia

RETIREMENTS
Walter D. Wilson Retires from Tru Tech Doors

Walter D. Wilson retired from Tru Tech Doors July 12, 2013,
after more than 20 years in the door industry. During his time with
Tru Tech, he has been successful in assisting the company in grow-
ing market share in the United States.
“Walter has been a proven leader to our sales team and we are

appreciative of his dedication and commitment to the Tru Tech
brand,” said James Wilson, chief operating officer.
“As Walter moves onto the next chapter in life, he has left behind an experi-

enced, reliable and knowledgeable sales team that will continue to execute our
sales objectives, and assist Tru Tech Doors in being an industry leader,” added
John Careri, president and CEO.
Steven W. Hall will be assuming the responsibility of manager of U.S. sales.

He has more than 15 years of millwork and door industry experience.

Walter
Wilson
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2013
September 10-12, 2013
GlassBuild America
Georgia World Congress Center
Atlanta
��� www.glassbuildamerica.com

September 9-11, 2013
MMPA Industrywide Moulding and
Millwork Event
Sponsored by the Moulding and
Millwork Producers Association
Westin Sacramento
Sacramento, Calif.
��� www.wmmpa.com

October 16-18, 2013
Remodeling Show
McCormick Place, Chicago
��� www.remodelingshow.com

October 27-30, 2013
AAMA National Fall Conference
Sponsored by AAMA
Marriott Waterfront
Baltimore, Md.
��� www.aamanet.org
October 31, 2013

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

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.windoorshow.com

November 20-22, 2013
Greenbuild
Sponsored by the USGBC
Philadelphia
��� www.greenbuildexpo.org

2014
January 27-28, 2014
NWDA Winter Meeting
Sponsored by the Northeast 
Window and Door Association
(NWDA)
Foxwoods, Ct.
��� www.nwda.net

February 16-19, 2014
AAMA Annual Conference
Sponsored by the American
Architectural Manufacturers
Association (AAMA)

Walt Disney World Swan 
Orlando, Fla.
��� www.aamanet.org

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

June17-19, 2014
WDMA Annual Technical Conference
Sponsored by the Window and Door
Manufacturers Association
Pittsburgh, Pa.
��� www.wdma.com �

NowShowing
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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

Industry Services Used Equipment for Sale

CLASSIFIEDS
DOOR & WINDOW MARKET MAGAZINE

Incorporating
SHELTER®  Magazine

To place your classified listing, please contact
Janeen Mulligan at 540/602-3255, 

or email jmulligan@glass.com.

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

To submit events for the

calendar email Tara Taffera

at ttaffera@glass.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 

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

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

Search Archives E-Mail Subscribe

I<      <      >      >I

DOOR & WINDOW MARKET MAGAZINE

Incorporating
SHELTER®  Magazine Contents© 2013 Door and Window Market (DWM)

Magazine. All rights reserved. 
No reproduction of any type without 
expressed written permission.

Zoom   Fit     +   –Product Information

http://www.e-bentglass.com
mailto:sales@e-bentglass.com
http://www.erdmanautomation.com
http://www.globalsalesgroupllc.com
http://www.sturtz.com
mailto:info@sturtz.com
http://www.sturtz.com
mailto:info@sturtz.com
http://www.sturtz.com
mailto:info@sturtz.com
http://www.sturtz.com
mailto:info@sturtz.com
http://www.sturtz.com
mailto:info@sturtz.com
http://www.gedusa.com
http://www.sturtz.com
mailto:info@sturtz.com
http://www.quanex.com
http://www.quanex.com
http://www.quanex.com
http://www.quanex.com
http://www.amesbury.com
http://www.strybuc.com
http://www.truth.com
mailto:truthsal@truth.com
http://www.quanex.com
http://www.quanex.com
http://www.quanex.com
http://www.quanex.com
http://www.trutechdoors.com
mailto:info@trutechdoors.com
http://www.dwmmag.com
www.dwmmag.com
http://products.dwmmag.com
http://www.dwmmag.com/digital/
http://www.cdsreportnow.com/renew/now?DWM


75www.dwmmag.com September 2013

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

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

Ponderosa Software

36 Thurber Blvd.

Smithfield, RI 02917

800/422-4782

fax: 401/232-7778

www.caisoft.com/ponderosa

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., 

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

start at $395 and run for an entire year. 

DEADLINE FOR THE NOVEMBER/DECEMBER

ISSUE IS NOVEMBER 20.
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A D V E R T I S I N G  I N D E X  •  S E P T E M B E R  2 01 3
Page Company Phone Fax Web Address

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

22, 23 AGC Glass Company North America 800/234-9380 404/446-4221 www.us.agc.com

58 All Metal Stamping Inc. 715/223-6324 715/223-3352 www.allmetalstamping.com

55 American Renolit Corp. 616/554-2230 219/324-1541 www.renolit.com

36 Albat & Wirsam 905/338-5650 905/338-5671 www.a-w-software.com

18 Caldwell Manufacturing Co. 585/352-3790 585/352-3729 www.caldwellmfgco.com

25 Cardinal IG 952/935-1722 952/935-5538 www.cardinalcorp.com

17 CGI Windows 800/442-9042 Not Available www.cgiwindows.com

62 Diversified Structural Composites 859/282-7300 605/498-1325 www.diversifiedlinealsystems.com

11 Electronic Design to Market Inc. 419/861-1030 419/861-1031 www.edtm.com

67 Erdman Automation 763/389-9475 763/389-9757 www.erdmanautomation.com

19 Evotech Industrial Coatings 450/670-5888 800/561-7089 www.evotechind.com

61 Fenetech Inc. 330/995-2830 330/562-8688 www.fenetech.com

C3 Ferco Architectural Hardware Inc. 450/973-1437 450/973-7661 www.ferco.ca

21 GED Integrated Solutions 330/963-5401 330/963-0584 www.gedusa.com

C4 GM Wood Products 800/530-9211 231/652-3166 www.gmcompanies.com

62 H.B. Fuller 888/423-8553 Not Available www.hbfuller.com

9 Inline Fiberglass Ltd. 866/566-5656 416/679-1150 www.inlinefiberglass.com

71 Integrated Automation Systems LLC 330/954-3070 330/562-8688 www.savekrypton.com.com

3 ITW Polymers Sealants North America 800/878-7876 972/554-3939 www.acryl-r.com

69 John Evans’ Sons Inc. 215/368-7700 215/368-9019 www.springcompany.com

53 Lauren Manufacturing 855/585-5050 330/339-1515 www.lauren.com

15 OEM Shades 724/763-3600 724/763-3601 www.oemshades.com

5 Prodim 888/229-3328 772/465-8700 www.prodim-systems.com

43 PRL Glass Systems Inc. 877/775-2586 877/274-8800 www.prlglass.com

37-40 Quanex Building Products 713/961-4600 713/877-5333 www.mikronwood.com

65 Roto North America 800/243-0893 860/526-8390 www.rotohardware.com 

7 Royal Building Products 866/777-1210 905/850-9184 www.royalbuildingproducts.com

57 Royal Building Products 866/852-2791 905/850-9184 www.royalbuildingproducts.com

1 Amesbury Group 585/427-7200 585/627-5979 www.amesbury.com

31 Amesbury Door Hardware 800/325-3359 585/627-5979 www.amesbury.com

63 Amesbury Window Hardware 585/427-7200 585/627-5979 www.amesbury.com

35 Skyreach L&S Extrusions Corp. 866/903-8800 866/302-8899 www.skyreachls.com

44 Smith Case 855/774-7974 336/774-7949 www.smithcase.com

60 Strybuc Industries 800/352-0800 610/534-3201 www.strybuc.com

29 Sturtz Machinery Inc. 330/405-0444 330/405-0445 www.sturtz.com

13 SureFire Systems Inc. 407/699-1862 407/699-4565 www.surefireonline.net

59 Technoform 330/487-6600 330/487-6680 www.technoform.us

C2, 54 Truth Hardware 800/866-7884 507/451-5655 www.truth.com

45 Ultrafab Inc. 800/535-1050 585/942-7680 www.ultrafab.com

46-47 Veka Inc. 800/654-5589 724/452-1007 www.vekainc.com

51 Vision Hardware 800/220-4756 908/822-2269 www.visionhardware.com

56 Wakefield Equipment 440/899-5658 440/899-5661www.wakefieldequipmentstore.com

73 Win-Door North America 800/282-0003 416/444-8268 www.windoorshow.com
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Safe, convenience and functionalty
 Outstandingly smooth and quiet sash movement

Reliable burglary protection
 Our two new top guides have drastically improved the  

 appearance of the door, with our concealed P1850 system  
 allowing for fl oor to ceiling glazing

 The new thermally broken G-U thermostep or timberstep  
 will optimize the isotherm line and reduce energy loss

 The hardware is suitable for timber, PVC and 
 aluminum windows and doors

Ferco Architectural Hardware Inc.
2000, Rue Berlier
Laval QC H7L 4S4
T 450.973.1437
F 450.973.7661
1.800.355.8810
www.ferco.ca

Lift-Slide Window & Door Hardware

Safe & Convenient
Living Areas

Ferco Architectural Hardware Inc - US Office
PO Box 14250
Newport News, VA  23608
Contact- Anita Chenault
T. : (757) 877-9020 / (800) 927-1097
Fax: (757) 877-9720 / (888) 454-0161
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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.

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.

Worry-Free 
Composite Frames

DURA-PLAST is a poly-fiber door-frame 
system that combines all the strength 

and convenience of wood with enhanced 
properties that make it moisture, rot, and 

insect resistant.

Premium Stain-Grade 
Door Components

(Hem Fir)   

 Door Frames
 Brick Mould
 Mull Posts

 Mull Casing
  Custom         
Components

www.gmcompanies.com
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