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S U S T A I N A B I L I T Y

WHY IS BUILDING WITH
DECEUNINCK BETTER?

How To Begin Building A Better
Window with Deceuninck

I can tell you about our 75 years of global
experience, crafting the finest dies and precision
processes in the industry. Or our world-class
material science research with more than 150
patents to our name.

Optimize with

I can show you our AAMA testing facility and
point out more than six million homes where
Deceuninck is the trusted name behind every
fabricator partner in our network. I can even
give you a tour of our modern facility and
sustainably-focused manufacturing processes with
one of the best service records in the industry.

But the biggest difference is in the way we listen.
At Deceuninck, the voice of our customers guides
everything we do. And it makes us a better, more
innovative and more focused partner.
If that sounds like a change for the better to you,
call me. I want you to help you build a better
window today.

Energy On Steroids isn’t the name,
but the eos™ energy optimized
system performs like it is.
World-class engineering and
advanced material science
create a new window standard
for economy and efficiency.
eos™ is designed to meet the
criteria for ENERGY STAR® 6.0 as
well as its “Most Efficient Window”
designation by outperforming
standard ENERGY STAR
requirements.

Create an
ICON™ Windows & Doors are
engineered with options for
residential or commercial
applications including beauty
& efficiency, coastal impact,
thermal performance, and
multiple accessory options.
From Single Hung to Casement, a
wide range of styles are available.

Color Your World
Filip G. Geeraert
President & CEO
Deceuninck North America
513-594-7702
filip.geeraert@deceuninck.com

Infuse your windows with the
deep, lasting color protection of
Sunshield® vinyl, the beautiful,
heat-reflective options of Solex™
laminates, and a color palette that
sets your imagination free.

www.deceuninck-americas.com
Product Support: 877-563-4251
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Your Customers May Not Know What They’re Missing.

They Won’t Miss A Thing … With Kommerling.

#FDBVTFZPVOFWFSLOPXXIFOUIFOFYUTQFDUBDVMBSTJHIUXJMMCFPVUTJEFZPVSDVTUPNFST
EPPS HJWFUIFNUIFCJHHFTUBOECFTUWJFXTXJUI1SFNJ%PPSMJGUTMJEFEPPSTGSPN,PNNFSMJOH
5IFTFCFBVUJGVMEPVCMFHMB[FEEPPST XJUIUSJQMFHMB[FPQUJPO PõFSQBOPSBNJDWJFXTBOE
TPNVDINPSF0XOFSTXJMMFOKPZXJEFYUBMMTBTITJ[F PVUTUBOEJOHUIFSNBMJOTVMBUJPOGPS
FOFSHZTBWJOHTBOEDPNGPSU BJSUJHIUTFBMTUPCMPDLPVUTPVOE DPMPSTUPDIPPTFGSPN BOE
FBTZHMJEFPQFOJOHBOEDMPTJOHoFWFOGPSDIJMESFO UIFEJTBCMFEPSUIFFMEFSMZ4PEPOUMFU
ZPVSDVTUPNFSTNJTTBUIJOH(JWFUIFN,PNNFSMJOH
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Your customers gain huge, panoramic
vistas with no sacrifice in comfort or
energy savings.
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22 Smooth Operators

Sliding wall systems are complex thus the
architect/engineer, manufacturer and installer must
work closely from start to finish to ensure that these
large glass panels are installed correctly and work
effortlessly.

28 2014 New Product Guide

Sliding wall systems continue to
gain in popularity but there are
numerous items to keep in mind
when installing these systems.
Learn what those factors are on
page 22.
Photo courtesy of Panda Windows and Doors
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Open this app.
Close the deal.

Guardians Window InSight app makes high
performance windows an easy sell  and its free!
Jumpstart the conversation about high
performance windows. Animate the energy
savings in 3D and compare glazing options.
Prepare your staff to sell the science of
comfort and answer key customer questions.
HOW LOW-E WINDOWS WORK

WINDOW PERFORMANCE EXPLAINED

HOW GLASS IS MADE

WindowInSight.Guardian.com

Guardian Industries is a global
leader in glass for residential
and commercial applications.

Window InSight
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Publisher/Editor

After 16 Years, a First …
BY

TARA

TAFFERA

excited I was to finally experience
my first fensterbau trade show this
year, which was held in Nuremberg,
Germany.
If you have attended the show
in the past, you know that it is
unlike any event we have
here in the U.S. In fact, the
photos here give you a
taste of the fun, festive
atmosphere that happens
both during and after
show hours. I was excited
to have video producer
Chris Bunn with me. We
decided this is definitely
When the show ended on the first day the VEKA party our favorite trade show.
How can it not be?
started with singing and socializing.
So yes, I had tons of fun,
but of course my goal in
attending was to bring the
news and products from
Europe to our readers who
couldn’t make the trip. I
was excited to hear from
many of you that we definitely succeeded.
“I especially appreciated
Profine had shows like this one going on throughout the recent webcasts for fensterbau,” said Michael B.
the day and live bands at night.
Hovan, senior vice president of sales and marketing
for
Quanex
Building
Products. “I couldn’t make
fensterbau this year, but
your webcasts made me feel
like I was there.”
“Excellent job on the
video,”
added
Amber
Grayson, regional sales rep.
Roto threw a great party with invited customers from “Now I really wish I was
around the globe. Here you see the North American there!”
So enjoy these photos and
contingent. That’s me taking photos (I never stop
working you know) while next to me video producer don’t be too jealous. Here’s to
Chris Bunn raises a glass. You can see the live band a memorable first and more
to come!
❙
getting ready in the background.
any of you may know that
I have been covering the
door, window and glass
and glazing industries for 16 years,
so by now many things are old hat,
so to speak. But just imagine how
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SEALING PRODUCTS

RELIABILTY
Reliability is an earned quality. An attribute built on proven
performance, deadline after deadline, design after design.
Amesbury Sealing Products has built a reputation of reliability
based on its strength of sealing solutions: AMESBURY
FOAM-TITE®, Q-LON® from SCHLEGEL, Woven pile, and
Extruded pile — manufactured in three US facilities. A reputation
built on 120 years of combined engineering innovation that
enables Amesbury to respond to its customer’s custom weather
strip needs, while offering a wide range of superior products
for challenging weather strip applications. Our engineering
strength enables a rapid turn-around for new product development and the ability to quickly make design changes and
modifications. In-house tool and die fabrication lowers costs
and saves time. And most important, Amesbury provides support
from concept to completion, ensuring intellectual property
integrity and the highest standards of quality every step of the
Amesbury delivers product design, in-house tool and
die fabrication, and world-class manufacturing.

way. Amesbury, one united team in the service of excellence.

AMESBURY FOAM-TITE®
C2 Sealing Products

AMESBURY ECO-BAN
Sealing Products

Q-LON® from SCHLEGEL

AMESBURY FOAM-TITE® Sealing Products: 1.800.217.5757
AMESBURY ECO-BAN Sealing Products: 1.888.275.0051
SCHLEGEL Sealing Products: 1.800.586.0354

Discover Amesbury’s wide range of innovative products at: www.amesbury.com
HARDWARE PRODUCTS

•

SEALING PRODUCTS

•

EXTRUDED PRODUCTS

•

S P E C I A LT Y P RO D U C T S
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AAMA ANALYSIS

dlewis@aamanet.org

Preventative Measures
Uncovering Leaks Before and After Occupancy
BY
he building envelope must
collect and control all water
entering at the joints and
drain it harmlessly back to the
outside, without providing pathways for excessive air leakage.
Fenestration products are prime
candidates to be the weakest link
in this water-resistive barrier.
They often are the focus of investigations of potential or actual failure in this mission.
Products typically are tested for
compliance with the code-mandated
AAMA/WDMA/CSA 101/I.S.2/A440,
Standard/Specification for Windows,
Doors and Skylights, a.k.a. the North
American Fenestration Standard
(NAFS), which includes water leakage tests of increasing stringency
depending on Performance Class.
But water leakage may occur during
a heavy rainstorm because the wind
velocity exceeds that for which the
water penetration resistance of the
door or window was designed and
tested. And water penetration at or
near an installed fenestration product may actually originate from the
surrounding construction, often the
result of poor installation.
Because installed fenestration
can be very difficult and expensive
to fix once it is in place, appropriate pre-occupancy field testing
should be performed as soon as
practical during or immediately
after product installation and
before installation of drywall or
interior finish.
Situations also can arise where a
forensic investigation is needed to
pinpoint the leakage path of an
actual post-occupancy leakage
problem.
AAMA field testing standards pro-

T



   

DEAN

LEWIS

vide the means to assess performance in either of these situations.

Testing Before Occupancy
AAMA 502, Voluntary Specification
for Field Testing of Newly Installed
Fenestration Products, simulates the
effects of wind-driven rain. It is the
proper test method for water penetration and air leakage resistance of
any type of newly-installed fixed or
operable doors, windows or skylights.
AAMA 502 expressly excludes
commercial curtainwall, sloped
glazing and storefront systems,
which are addressed by the separate specification AAMA 503. It is
based on ASTM E783, Standard Test
Method for Field Measurement of
Air Leakage Through Installed
Exterior Windows and Doors; and
ASTM E1105, Standard Test Method
for Field Determination of Water
Penetration of Installed Exterior
Windows, Skylights, Doors, and
Curtain Walls by Uniform or Cyclic
Static Air Pressure Difference.
Per AAMA 502, a sealed test chamber is applied to the interior (or exterior) side of the window or door and
evacuated (or pressurized) to establish a specified pressure differential
across the product and the rough
opening to simulate wind pressure.
Water then is sprayed against the outside surface from a calibrated spray
rack. The entire fenestration product,
including the frame, corners, panning, subframe/receptor system, etc.
and the adjacent substrate including
the perimeter seals can be tested.
AAMA 502 also provides a recommended short form model specification for prescribing the test
pressure for both air infiltration
and water resistance.

>I

Window Forensics
Forensic investigation of an
actual leakage problem in an occupied building can pinpoint the
leakage path by recreating the
known leaks. This is done through
simulation of the weather events
that produced the reported water
penetration, using the procedures
of AAMA 511, Voluntary Guideline
for Forensic Water Penetration
Testing of Fenestration Product.
AAMA 511 should be followed if
field testing is required more than
six months after the building
occupancy permit has been
issued, or if water penetration
testing produces a failure that
cannot be solely attributed to the
glazing system.
Supplemental guidance is provided for fenestration product
investigations conducted according to the seven investigative steps
set forth in ASTM E2128, Standard
Guide for Evaluating Water Leakage
of Building Walls. The process
begins by calculating the differential air pressures that the suspect
specimens experienced during
actual wind-driven rain events as
recorded in local weather records.
Once this is done, actual testing
proceeds in a manner similar to
that of AAMA 502. An optional sill
dam test can be used as necessary
to further investigate the leak path.
Both AAMA 502 and AAMA 511
require that all testing be performed by an AAMA-accredited
testing laboratory.
❙
Dean Lewis serves as educational and
technical information manager for the
American Architectural Manufacturers
Association in Schaumburg, Ill.
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An Axiall Company
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Genesis is a revolutionary
system for building windows
with traditional millwork
construction. Genesis is a solid
Cellular Window System
(Frame, Sash & Sill) with a high
quality Capstock finish,
designed for the Premium
Remodeling / Replacement &
Custom Home Builder markets. www.genesis.royalbuildingproducts.com

The Evolution of the Wood Window

Window & Door Profiles

+

Trim Systems

linkedin.com/company/royal-building-products

Color Solutions

71 Royal Group Crescent, Woodbridge, ON L4H 1X9
866.852.2791
www.royalbuildingproducts.com
rwdp@royalbuildingproducts.com

twitter.com/royalBP

youtube.com/user/royalbuildingproduct
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TREND TRACKER

collins@buildingia.com

Measuring the Recovery
Dissecting the Leading Markets Index
BY
he National Association of
Homebuilders (NAHB) and
First American Bank recently
announced the launch of the Leading
Markets Index (LMI). This index
measures some 350 different metropolitan areas on the extent to which
they have recovered versus their last
sustainable normal level of housing
activity.

T

How it Works
The LMI compares the present
levels of employment, home prices
and single-family housing permits
with the last time period when these
readings were considered to be at
sustainable levels. For employment,
2007 is used as the base year, while
the 2000 to 2003 period is used for
permits and home prices. Cities with
a score of 1.10, for example, are currently 10 percent better off than they
were in their last sustainable normal
period. Scores less than one indicate
that a city has not yet recovered to
that level. If a city’s score is higher
than the national average score, that
city is faring better than the country
as a whole. It should be noted that a

MICHAEL

COLLINS

city having a reading over one does
not necessarily mean the city is in an
unsustainable position, since fundamental growth in that city may have
increased the city’s prior level of sustainable activity.
In April 2014, the national average
reading of the LMI was .88, meaning
that the average city was nearly 90
percent recovered versus the last
normal period. In addition to conglomerating overall scores for each
city, the LMI publishes separate
readings for each component of the
index. Interestingly, the highest
scores anywhere in the U.S. for single-family permits and home prices
are currently 2.52 and 2.30, respectively. This means there are cities
that are more than 200 percent
recovered in these categories from
their last normal level. For employment, a score of just 1.14 is currently
the highest score anywhere in the
country. This means that single-family permits and home prices have
recovered much more quickly
nationally versus what is “normal”
than has the employment picture. As
the economy continues to improve

Source: NAHB

Figure 1 - Top 10 Biggest U.S. Cities by Population



Ovrall Rank
33
46
56
67
114
125
142
167
223
310

City
Houston
San Jose
Los Angeles
San Antonio
New York
Philadelphia
Dallas
San Diego
Phoenix
Chicago

   

State
TX
CA
CA
TX
NY
PA
TX
CA
AZ
IL

Overall
1.07
1.01
1.00
0.99
0.92
0.90
0.88
0.86
0.82
0.72

Permits
0.84
0.70
0.48
0.54
0.47
0.39
0.46
0.27
0.26
0.22

Prices
1.38
1.36
1.58
1.45
1.30
1.36
1.24
1.39
1.32
0.99

and more people go back to work,
we can only expect that this will have
a strongly positive effect on the other
two factors. Fortunately, the structure of this index will allow us to
ascertain periods when this is, in
fact, taking place.

Top of the Recovery List

There are currently 55 cities in the
U.S. with a score above one, meaning
that they are fully recovered with
respect to the three components of
this index.
Most door and window manufacturers serve one or more regions or
the whole nation, rather than just a
metropolitan area or two. However,
the tempo of recovery in the population centers of the country is
interesting because it is indicative
of the recovery in the surrounding
regions. The chart illustrates the
ranking and individual index performance of the ten largest cities in
the U.S. in terms of population.
Only three of the 10 largest cities—
Houston, San Jose and Los
Angeles—have a score above one,
with San Antonio a rounding error
away from making it
four. Eight of the 10
Employment largest areas are close
to or above the 90-per0.99
cent recovery level,
0.98
which is extremely positive and bodes well for
0.94
the next several years. ❙
0.98

0.99
0.96
0.96
0.93
0.88
0.96
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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.
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Always ready
to do battle with
the elements.

Introducing Targa, an Old English word for shield and the
perfect name for our new line of energy-efficient, vinyl
impact resistant windows.
As the premier manufacturer of impact windows and doors, CGI products offer
superior strength, quality and beauty. Our newest addition Targa will be no
different. For more information visit www.targawindows.com.
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PROTECT THE VIEW

mike.burk@quanex.com

“What’s in your Toolbox?”
People May be Judging you by its Contents
BY
e have all heard the saying that “a clean desk is
the sign of a sick mind.”
The actual quote often attributed to
Albert Einstein is, “If a cluttered desk
is the sign of a cluttered mind, what
is the significance of a clean desk?”

W

Opening the Toolbox
I understand that it would not be
fair to judge a person or their performance by the neatness of their
desk. But I must admit that after perhaps too many years in manufacturing, I have pre-judged others by the
condition of their toolbox. I have,
maybe unfairly, judged the ability of
an assembler, shop mechanic or
maintenance technician by their
toolbox.
We recently moved my father-inlaw to an assisted living retirement
home. While going through items in
his home we came across the toolbox
he used as a trim die sinker for the
Steel Improvement and Forge Co.
There is a picture of Andy in his

MIKE

BURK

toolbox dated 1939; the year he started working in the forge shop. In 1943,
Andy was drafted into the Army for a
short period and then called back
home to work on needed war materials. He later reenlisted in the Army
and finished his tour of duty in the
Philippines. He returned after World
War II and worked for the company
for more than 50 years.
In the top section of Andy’s toolbox, held together with a dried out
rubber band are small cards that list
tap drill sizes, decimal equivalents, a
shrink chart, drop forging draft angles
and hardness guides. In between the
cards was a 1955 Cleveland Indians
schedule listing games against the
Kansas City Athletics and the
Washington Senators. The other
drawers of the toolbox contained the
gauges, micrometers, taps, calipers
and tools that you would expect to
find but one item stood out among
the tools. It was a small button with
the words “Nothing but the Best.”

Share your
“Tools”
One of the things
that Andy did best was
share his experience
as he used the tools of
his trade to teach others.
Sharing
job
knowledge was rare at
this time in our manufacturing
history.
Many trade workers
believed that keeping
knowledge and skills
to yourself meant job
security. For Andy,
“nothing but the best”
Your toolbox may say a lot about you—and it may contain a meant that it was
important to share his
variety of knowledge you should be sharing with others.
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knowledge. The new hires were
always told to go see Andy. He refused
numerous offers to join the management team. He chose instead to do
his job the best he could and share his
knowledge with new apprentices.
In today’s age of the Internet, we
are often overwhelmed with information. But where do we find what
we need to prevent repeating past
mistakes, improve our products,
grow our business and gain a competitive advantage? Carla O’Dell and
E. Jackson Grayson write in their
book If Only We Knew What We
Know, that “hidden reservoirs of
intelligence exist in almost every
organization, relatively untapped
and unmined.” The authors quote
Arthur Clark who observed that “cave
dwellers froze to death on beds of
coal. Coal was right under them, but
they couldn’t see it, mine it or use it.”
There is an abundance of
untapped, unmined and unused
knowledge in the fenestration
industry. This knowledge is with the
people who have spent many years
designing, building and installing
doors and windows. Is this information openly and easily shared
between co-workers at your company? Is it considered irrelevant or
is it kept hidden in an unfortunate
attempt to maintain job security?
Keep in mind that many companies have their own Andy who is willing to share his knowledge and experience. Find the Andy in your company and check out what’s in his toolbox. You might be surprised how
much he is willing to share.
❙
Mike Burk is product sales specialist at
Quanex
Building
Products.
mike.burk@quanex.com
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comprehensive
20-year factory
warranty.
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Your success lives at the intersection of Performance and Durability:
Cardinal’s new Endur IG™ with its redesigned stainless steel spacer
increases sightline temperature by 1 to 2 degrees and can improve
window U-Factor up to 0.005—important for energy code compliance.
Performance is at its best when utilizing Cardinal coatings like
Loå3-366® in any climate while adding Loå-i89™ in colder environments.
Durability? Cardinal IG units have a miniscule failure rate of 0.2%
over 20 years; the industry’s lowest. No coincidence that we offer
the industry’s only comprehensive 20-year factory warranty.
Visit our permanent address at cardinalcorp.com.
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IG units engineered to a higher standard

IG

A CARDINAL GLASS INDUSTRIES COMPANY
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What’s News
COMPANY NEWS

Cardinal Glass Industries Acquires
Northeast Laminated Glass Corp.
ardinal LG Co., a subsidiary of
Cardinal Glass Industries,
completed the acquisition of
Northeast Laminated Glass Corp. in
Jessup, Pa., on April 21. The terms of
the agreement are undisclosed.
Cardinal LG will continue serving
customers’ product needs from the
Jessup facility. According to the
announcement, the addition of
Northeast Laminated gives Cardinal
LG a regional presence in a rapidly

C

growing laminated glass market.
“Founders Tom Zaccone and
Larry Tumminia, and the employees
of Northeast Laminated, have done
an excellent job building this business and servicing their customers,”
says Michael Wothe, president,
Cardinal LG Company. “Northeast
Laminated has a dedicated and
experienced workforce, and will be a
great addition to Cardinal Glass.”
Tom Zaccone, president and

VPI Quality Windows to Purchase
Mercer’s Door and Window Assets
Spokane, Wash.-based VPI Quality Windows (VPI) has signed a letter of
intent to acquire substantially all the door and window manufacturing assets
of Mercer Windows through its recently closed Beaverton, Ore., location. The
transaction, which is subject to customary closing conditions, will be completed as soon as possible, but no later than June 30, 2014.
“This acquisition provides a variety of outstanding additions to our highperformance window product line, and also allows us to rapidly add highquality aluminum door and window offerings to our customers,” says Burke
Blevins, president and CEO of VPI. “We are proud to have the opportunity to
keep the Mercer legacy alive, making Mercer windows, with Mercer employees, at the Mercer facility.”
“We’re delighted with this outcome,” says Dan Boverman, chief restructuring officer for Mercer Industries. “Mercer Industries had significant discussions with many door and window companies over the past few weeks and
VPI emerged as the best fit. Not only will VPI be a quality steward of the
Mercer Windows product line, customers, employees and suppliers, it is well
positioned to allow us to quickly resume normal business operations, which
is great news for our customers.”
VPI will acquire the Mercer brand and manufacturing assets, which include
several proprietary window design technologies. VPI intends to retain a
majority of Mercer Windows’ employees, including management, inside sales
staff and production workers at Mercer’s Beaverton facilities, as well as field
sales staff.
Terms of the transaction were not disclosed.
Boverman told DWM magazine after the announcement that the company decided to close because, “It was inappropriate to maintain normal operations while we tried to find a buyer giving the magnitude of the losses we
would have sustained if we had continued in a normal manner.”
The company was founded in 1926 as Mercer Steel and most recently manufactured commercial and residential vinyl and aluminum frame doors and
windows.
12
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CEO of Northeast Laminated Glass
Corp., adds, “We are excited to
become part of the Cardinal family.
This will bring new opportunities
to our employees and take our
company to the next level by
adding tremendous value which
will enable us to better serve our
loyal customer base.”

Beechworth to Manufacture
Fiberglass Windows
Beechworth Windows, based in
Chicago, is a new independently
managed and operated subsidiary
of James Hardie Building Products:
The company recently purchased a
fiberglass plant from Weather Shield
Windows and Doors. The new venture will bring a suite of premium
fiberglass products to market.
“We will focus our product, marketing, and sales efforts on the
replacement window market and
work to deliver on our mission of
delivering a replacement windows
solution with refined aesthetics
and reliable performance,” says
Christian Ortega, product manager.
“Our launch plan entails the targeting of several specific markets in
the Midwest, which will help us get
everything from manufacturing to
marketing properly in place so we
can best track and optimize our
efforts, ultimately giving us the best
and most efficient path for growth.”
In April 2012, James Hardie purchased the fiberglass assets of Teel
Plastics and at that time the company
said, “The acquired assets will be part
of a potential new business development platform in non-fibre cement
building materials in the USA.”
continued on page 14
www.dwmmag.com
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Color with Confidence
Acropon™ is your ﬁnish of choice, to beautify and protect
a wide variety of exterior and interior applications.

One of the most amazing coatings you’ve ever seen - intensified color and high
gloss. You can expect to inspire a modern, more striking, and vivid future on all
your projects. Our scientists and chemists developed a coating that delivers AAMA
2605 performance durability, exceptional color, and high gloss levels not seen in the
industry for architectural aluminum products. Revolutionary. Introducing Acropon
- Valspar’s NEW acrylic resin coating, designed to make a memorable impact on
all your designs. Want to learn more about Acropon? Call 1-866-351-6900 or visit
valsparcoilextrusion.com/acropon.

Select a superior coating with
a company you know and
trust. Let your brand shine.

Valspar Coil and Extrusion Coating Division
866-351-6900
extrusionhelp@valspar.com
www.valsparcoilextrusion.com
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What’s News

Fatalities in the Joplin Hurricane

CONTINUED

BUILDING DESIGN

NIST Joplin Investigation
Calls to Develop Design and
Construction Standards
The National Institute of
Standards and Technology’s (NIST)
has issued its final report on the
technical investigation into the
impacts of the May 22, 2011, tornado that struck Joplin, Mo., and provides insights that will help for
future building design—including
door and window design.
The NIST Joplin tornado study
was the first to study a tornado scientifically in terms of four key
aspects: storm characteristics,
building performance, human
behavior and emergency communication—and then assess the
impact of each on preventing
injury or death. It also is the first to

83.8%
Of these building failure–
related fatalities, 74
(52.5 percent) occurred
in residential buildings.

Damaged Buildings

43%
7,411 residential

$0.552 billion in damages

100%

Of the buildings that were
damaged, 7,411 were residential
and 553 were non–residential. All
553 of the non–residential
buildings and 3,069 (about 43
percent) of the residential
553 non-residential
structures
sustained
either
$1.228 billion in damages
heavy/totaled or demolished
damage classification, resulting in
$1.228 billion in reported insured losses for non–
residential property and $0.552 billion for residential property.
Source: NIST NCSTAR 3, Joplin Tornado Investigation
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Of the 161 fatalities
in Joplin, 135
(83.8 percent)
were related to
building failure.

52.5%

recommend that standards and
model codes be adopted for better
tornado-resistant buildings. In its
recommendations, NIST calls for
nationally accepted standards for
building design and construction,
public shelters and emergency
communications that can significantly reduce deaths and the steep
economic costs of property damage
caused by the fiercest of storms.

Strong Standards
As part of its report, NIST also
recommended that nationally
accepted
performance–based
standards for the tornado–resistant design of buildings and infrastructure be developed and adopted in model codes and local regucontinued on page 17
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True Web-Based software for the Window Manufacturing Industry
Get the software features and benefits the “Big Guys” enjoy for a fraction of the cost.
All you need is an Internet Connection!

Starting at

$99

Per
Month

True Web-Based Window and Door Manufacturing Software
No License Fees. EVER.
With SureFire ONLine MFG, there are no
large, upfront License Fees to pay. EVER. You
pay a low monthly fee based on the number of
users you set up. You control what you spend!

Get accurate Shop Floor paperwork.
The power of our easy to use configurator
makes difficult window combinations simple.
Give the floor the information it needs with
precise drawings and dimensions.

No Contracts. EVER.
If we are not bringing you value, just change
the number of Users to ZERO on your Home
Page, and you won’t pay another dime.

Let your Customers do the Work
Give your customers a quoting tool for your
products, and let THEM enter the order. You
just confirm it when they electronically send it
to you, and put it out to the floor.
A Picture is Worth a Thousand Words
Receive orders from your customer with
detailed drawings and dimensions to see
exactly what they are ordering.

No Hardware or Servers to worry about.
All of you need is the computer in front of you
and an Internet connection. Works nicely on
iPads and Android Tablets too!

Multiple ways to Find Out More
WWW.SUREFIRESYS.COM
Call (407)699-1862 x302 for a Demo of SureFire ONLine MFG
Email us: sales@surefiresys.com to get login credentials to our demo system
Watch our Videos: SureFireSys.com/Videos – look for the MFG videos
SureFire Systems, Inc. 1812 Town Plaza Ct Winter Springs, FL 32708
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Triple silver performance.
Available with the expertise of AGC.

Comfort Select™ 28 triple silver low-e glass.
When you need to maximize energy efficiency 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.

Learn more about
Comfort Select

©2014 AGC Glass Company North America, Inc. All rights reserved.
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What’s News
CONTINUED

lations. These codes would
enhance the resiliency of communities to tornado hazards. “The
standards should encompass tornado hazard characterization,
performance objectives, and evaluation tools. The standards shall
require that critical buildings and
infrastructure such as hospitals
and emergency operations centers
be designed to remain operational
in the event of a tornado.”
The study points out that there
currently are no standards for the
tornado–resistant design of ordinary buildings and infrastructure,
except for safety–related structures in nuclear power plants and
storm shelters or safe rooms. The
report notes that even they have
inconsistencies in the way tornado hazards are characterized, as
reflected in the different tornado
regionalization and associated
tornado design wind speeds for
the contiguous United States.
According to the report, “performance–based standards for
tornado–resistant design of ordinary buildings—including critical
facilities, commercial and residential buildings—will result in
more tornado–resilient communities … by explicitly considering
tornado hazards, which will be
characterized by the most up–to–
date tornado data and risk–consistent science–based methodolog ies, as a structural design
condition.”
NIST’s recommended standards
would:
• Prescribe
“tornado–prone
areas” for design (i.e., regionalization of expected tornado
windspeeds and wind–borne
debris loading) based on a
review of the most up–to–date
tornado data and hazard mapping methodology;
• Specify “design tornadoes” for
buildings (wind speed and


debris impact loading) in accordance with the prescribed tornado–prone areas and based on
buildings’ Risk Categories; and
• Specify “tornado performance
objectives” for buildings, also
based on buildings’ Risk
Categories.

Design Measures
In its report, NIST also recommends the development of “risk–
balanced, performance–based
tornado designs methodologies
such that all building components and systems meet or
exceed the same performance
objectives when subjected to tornado hazards.”
As the NIST report points out,
there is currently no methodology
for building design that specifically considers the design hazards
associated with tornadoes. “The
minimum code requirements for
wind loading in current building
codes do not take into account the
inconsistent performance of different building components …
when subjected to tornado hazards.” The report also cites the
performance
of
building
envelopes: “failure of building
envelopes, despite the robust
structural system that could withstand the tornado without structural collapse, often resulted in
extensive damage to building
interiors.”
NIST will now work with the
appropriate code development
organizations to use the study’s recommendations to improve model
building codes and lay the foundation for nationally accepted standards. NIST also will work with
organizations representing state
and local governments—including
building officials—to encourage
them to consider implementing its
recommendations.
❙
—Ellen Rogers

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 efficient for your region.
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SECRET SHOPPER
cneeley@glass.com

You Sold Me
Opening Windows in Richmond, Va.
BY
y parents are in the
process of ever so slowly
remodeling their home in
preparation for a move to Florida.
While I’m not a huge fan of this move
(having my parents an hour away is
far enough), because of my current
occupation, I was selected to help
them choose a new entryway door.
I decided to go to a shop I have
seen during my many brunch visits
in Carytown, an eclectic neighborhood in Richmond, Va., Richmond
Window Corp.
Anyone who knows the area recognizes that with all of the one-way
streets and abundance of shops and
restaurants, parking can be a nightmare. Thankfully, it has a parking lot
(very precious real estate in that
neighborhood) and is located right
next to a free parking garage.
Additionally, the area is a hotspot that
attracts many young families in a
higher income bracket who buy and
renovate older homes but don’t want
to leave the city to find a Lowe’s. Pretty
good for business, huh?
The focus for my visit was on
showroom presentation. Since this
is such a young, trendy neighborhood, I was expecting to see an

M

CASEY

NEELEY

array of decorative options.
Upon entering, a nice woman
named Kimberly greeted me and
asked what I was here to see. After
telling her entryway doors, she
asked me to wait just a moment
while she grabbed “someone more
knowledgeable about doors.”
There really wasn’t a place for me
to sit, but within a matter of seconds (seriously, not even a full
minute passed) Belle came out and
introduced herself and asked what
I was looking for. After describing
the type of door my parents have
currently, Belle showed me the two
doors she had in the showroom:
one fiberglass with a faux-wood
finish, the other a painted steel
door, walking me through the
installation process. This lady knew
her doors. She explained the many
custom options the company had
available and, though she couldn’t
show me the actual door in the
showroom, offered to email me the
company pamphlet then go over it.
(The company is completely digital
and doesn’t carry paper copies of
the brochure.) Belle let me take a
couple of photos of the showroom
to show my parents while she

Secret Shopper Report Card
Richmond Window Corp.
FACILITY TYPE:
Door and Window Showroom
SUBJECT GRADE:
Location ................................................A+
Aesthetics..............................................BComfort..................................................C+
Advertise/Educate..............................AOptions ..................................................C+
Store Experience Satisfaction ......AOverall Grade ..............................A
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grabbed her iPad. (Great way to get
a potential customer’s email, right?)
Right around this time, a mother
and her son (maybe five or six years
old) came into the showroom.
Within seconds they were greeted
and matched with a salesman, who
immediately noticed the boy was
bored with windows. He walked
around to the back of a stand and
pulled out a coloring book for the
kid. Pretty impressive.
When Belle returned she showed
me the many options available,
explaining the custom decorative
glass options, finishes and styles
available. She even asked me about
my parents. After I told her they
were planning to move, she told me
about her move to the Richmond
area and being away from her own
children, then offered to sell my
parents on staying here instead of
heading to Florida. I have to tell
you—for me, that counted more
than the door options available.
While the showroom wasn’t the
glamorous, artsy display that had
been conjured in my mind, it felt
comfortable and wasn’t overwhelming. Between Kimberly and
Belle, there may have been a combined two full minutes that someone wasn’t with me. And Belle didn’t waste my time. She got right to
the point, made a personal connection and had me out the door. I
appreciate that in a salesperson.
The only caveat I had after was that,
while she was quick to get my
email, sadly, Belle did not follow up.
However, because of her respect for
my time, her knowledge of the
products and offer to sway my parents into staying in Virginia, she
had me sold.
❙
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Codes & Regulations
STATE NEWS

Florida’s Major Code Overhaul May
Have Little Impact This Year
lorida window and glass professionals are watching to see
how a big change to their
building code will affect glass
installation when the updated code
goes into effect at the end of the
year. This new Florida Building
Code (FBC) is based on the model
code of the International Building
Code 2012 edition, and is scheduled to be approved in June 2014,
and takes effect December 2014.
“Florida has always been notorious for having a lot of specific
amendments,” explains Dean
Ruark, code compliance manager
for PGT Industries, an impactresistant window manufacturer in
Venice, Fla. “Usually all of the
amendments that were in the FBC
before automatically made it
through to the next code. This year,
they decided to start with a clean
slate and adopt the International
Codes as a whole. They said, ‘All of
the Florida-specific amendments
sunset and if you want them you
have to propose them and make a
sound argument to get these special items for Florida back in.’ So a
lot of these Florida-specific items
went away. It’s much closer to the Icodes now.”
Rick De La Guardia, president of
DLG Engineering Inc. in Miami,
offers a potential explanation for
this change. “More and more of the
model codes are beginning to adopt
most of these amendments themselves, which makes the necessary
Florida amendments smaller each
cycle,” De La Guardia says. “The
exception is the high velocity hurricane zone (HVHZ) requirements,
which are the strictest codes.”
Even the use of the HVHZ is

F



   

Florida’s building code is facing a major overhaul that could bring closer alignment
with the IBC.
being expanded in some areas.
De La Guardia adds, “When a
new code goes into effect, it usually adopts the latest of all the typical
material standards. With respect to
glass and glazing these would
include the latest glass standard of
ASTM E-1300 and windload standard ASCE 7.”
It’s true that the adoption of ASCE
7-10 redefines wind speeds and
design pressures for buildings and,
as a result, the use of impact-resistant products. However, this won’t
pose much of a change for Florida.
“Fl orida was the first state to
adopt [ASCE 7-10] the last code
cycle, so it’s status quo for us this
code cycle. It is a huge change for
the rest of the country but it isn’t a
big change for Florida,” Ruark says.
Since many changes can and do
occur between a code’s proposed
changes and final approval, nothing is yet set in stone. “The code
typically is published with at least a
six-month window so that all
trades can become familiar with

>I

the changes before they take
effect,” De La Guardia says.
While Florida product manufacturers and window and glazing contractors may not face much new following the upcoming code adoption,
the potential for big changes in the
following cycle is about to increase.
The change in ASCE 7-10 led to a
change in ASTM E1996, Standard
Specification for Performance of
Exterior Windows, Curtain Walls,
Doors, and Impact Protective
Systems Impacted by Windborne
Debris in Hurricanes. David Rinehart,
North America protective glazing
marketing manager for DuPont Glass
Laminating Solutions in Wilmington,
Del., explains this is in the middle of
the voting process now.
“Florida is going to have to take
on the responsibility for providing
the code language for the HVHZ.
It’s going to strengthen wind zone
3 in ASTM E1996, but who knows
how long it’s going to take to get
that into the actual building
code,” Rinehart says.
❙
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Installing Operable
Walls With Ease
by Jenna Reed

Photo: Ross Van Pelt/Panda Windows & Doors

W

hatever name the product goes by,
whether operable, moveable, open wall
systems or even large sliding glass doors, a
lot of skill goes into installing these architectural glass
gems and the end result is usually a spectacular view.
They are growing in popularity in both commercial
and residential sectors.
These applications are so unique and complex, the
architect/engineer, manufacturer and installation
company must work closely together from start to finish ensuring that these large glass panels move effortlessly at the touch of a button.
“The indoor/outdoor living trend is huge right now,
especially in the residential market,” says Scott Gates,
vice president and general manager of Western
Window Systems in Phoenix. “Architects, builders and
developers are doing some amazing things to inspire
homeowners. They’re opening up walls, creating
spaces that expand living areas, making the most of
views and focusing on the outdoor patio as an exten-

>I

sion of the home. We’re always seeing something new.”
“Consumers are wanting to open up their living
space to incorporate more of the outside view,” adds
Carole Reams, senior marketing manager for PGT
Industries located in Venice, Fla.
Tad Shurtleff, director of architectural information
for Panda Windows & Doors in Las Vegas, says his
company also manufactures custom glass wall system solutions for both commercial and residential
industries. These solutions could be presented with
sliding or folding functionality, and use different
materials such as aluminum, wood cladding and
solid wood. Sliding and folding door systems with
superior capacity and heavy duty hardware are perfect for use in commercial spaces where a higher
traffic [of ] people is expected. These systems could
also be used in interior spaces for dividing rooms,
making them highly functional.”

continued on page 24
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“New build projects are
sometimes easier than
renovations in that the
openings are designed
specifically for the new wall
system. Renovation projects
require more strategic
planning because wall
openings may need to be
completely redesigned
and rebuilt.”
—John O’Brien, C.R. Laurence Co.

Photo: C. R. Laurence Co.

Whether gazing on the house or from the house, the
glazing on this residence offers a memorable view.
Panda supplied its fully retractable aluminum wood
clad thermally broken folding door system for the
Belfast residence in Ohio.
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continued from page 23

Training: A Crucial Necessity
Given the complex nature of these
systems, manufacturers offer specialized training and phone support to
help installers in the field. Installers
are often invited to the factories to
train on the installation of a particular
operable wall for a project to ensure
they are comfortable with the installation process.
“It’s a fairly new process,” says
Shurtleff. “We’ve been working with a
bunch of different installers to help
them. Most have installed bi-folding
and liftable systems, but these are
newer. We offer certification and a
factory tour, as well as two-day training. With one specific system you can
have 100 different configurations so
we walk them through the process so
they can problem solve in the field.”
Shurtleff says in order to help the
installation process go as smoothly as
possible, before sending a system out
into the field, it is installed right in the
factory.
“We install every system and factory test it here. This ensures our
installers have everything they need
to be successful. Most of our systems
are huge, from five to 20 panels, and if
you’re off in installing, it’s not good.
This is why we try to do everything
with installation before it goes out. We
find the need to factory test these cus-

Aesthetics

Opening
Size

Adequate Drainage in
Exterior Applications

Many considerations
play a roll in the process,
making coordination
between the
manufacturer, architect
and installer vital,
Project and
including:
Client Needs
Purpose &
Function
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tom systems,” he says.
There are plenty of strong installers
in the field with experience and even
some of the best ones get “stumped”
he adds, so the company also offers
phone support.
Officials at C.R. Laurence Co. Inc.
(CRL) based in Los Angeles are also
big believers in ensuring the lines of
communication are open to help
with installations of these complex
glass structures.
“[Our] products come with comprehensive installation instructions
and access to technical support that
makes the process as simple as possible,” explains John O’Brien, architectural hardware products manager for
CRL. “However, every project and
installation will depend on many factors, including whether the project is
a new build or renovation. Our SPS
Stacking System, for example,
requires a more in-depth installation
process due to its additional features;
while our Monterey System’s less
invasive bi-folding panels are effortlessly guided by a top and bottom
track.”
Further explaining the difference
between new construction and renovation, O’Brien says, “You should
always take weight limitations, structural issues and whether the project is
a new build or a renovation into

Door & Window Market

Ultimate
End Needs
of the
User

>I

account when selecting and installing
a movable wall system. New build
projects are sometimes easier than
renovations in that the openings are
designed specifically for the new wall
system. Renovation projects require
more strategic planning because wall
openings may need to be completely
redesigned and rebuilt.”
At Western Window Systems, the
company sells its products through
dealers and distributors who have
installers on staff or ensure customers
have hired one.
“Generally, the process of putting
in moving glass walls is more involved
than average door systems,” says
Gates. “If you want them to perform
properly, you need a high-quality
installation. It’s that simple.”
He continues, “Our door systems
are massive: huge panels—think over
60 square feet—that are heavy and
difficult to manage. But like any kind
of complex glazing, the proper tools
(suction cups, six-foot levels, etc.) and
quality installation play a key roll in
getting these kinds of doors level,
plump and gliding open at the push
of a finger.”
Debi Dimitriou, Weiland Sliding
Doors and Windows’ customer service manager located in Oceanside,
Calif., says her company gets involved
early in the construction or renovation project, even before ground is
broken.
“We have worked with installers
over the years. Most are general contractors and they are experts in the
installation of doors and windows.
They are familiar with the different
challenges that can come up,” says
Dimitriou. “We also deal with contractors who may not be as familiar,
but they know doors and windows in
general. It’s important to work with
someone who is qualified to install
doors. For those who may not be as
experienced, we offer training at our
facilities which is free of charge.

continued on page 26
www.dwmmag.com
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TGI -Spacer
= Superior window performance
It’s not complicated…the use of TGI-Spacer equals achievement of today and tomorrow’s
most stringent thermal demands. Our 35+ years of worldwide fenestration systems
experience enables us to provide a warm edge spacer solution that delivers distinctly
improved U-factors, excellent gas retention, condensation and mold reduction, and
long-term durability in all climates. Our local and global network of industry specialists
is ready to assist with all steps of the design and manufacturing process to create
the high performance window or insulating glass units required by today’s demanding
energy codes.

www.technoform.us | 330-487-6600
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Smooth Operators

continued from page 24

C.R. Laurence Co. helped to provide a breath
of fresh air for this private residence in
Thornhill, Ontario, Canada, supplying its
Monterey S80 Series thermal bi-folding glass
wall system.

Photo: PGT

What are the key differences in
open wall systems that can be
found between the residential and
commercial market? Size appears
to be the biggest differentiator,
but even some company officials
disagree with this.
“Instead of segmenting the
market by commercial or residential, we segment it by how the customer plans to use the system or
the challenge that is being

Photo: C. R. Laurence Co.

Commercial Versus Residential

At PGT the reason for the popularity of sliding doors is easy: homeowners want to open up their living space to enjoy the view.
solved,” says Shurtleff. “Do they
plan to expand their interior space
into their exterior?
“It’s pretty much the same product. We just might do a different finish, such as anodized that lends
itself more to a commercial look.
Some of the biggest doors I’ve seen
have gone into houses,” he adds.
“We do a lot of residential,” says
Sue Weiland, business services
manager for Weiland Sliding
Doors and Windows. “We do a
good amount of commercial as
well. Some of our residential projects are bigger than our commer26

Door & Window Market

cial projects, but basically they are
the same. They must, however,
meet different performance codes
and building codes depending on
whether it’s a residential or commercial project.”
“Building traffic, performance
and cost are the main factors that
differentiate the two markets,”
O’Brien says. “Commercial environments require movable wall systems that are both heavy duty and
versatile, while residential settings
are best paired with a system that is
weatherized to operate year-round.
“Regardless of size, when plan-

ning to utilize a movable wall system you must keep in mind the
limitations of the building and the
glass wall system itself,” O’Brien
continues.
Given the complexity of these
systems, manufacturers have no
problem going out of their way to
lend a hand and keep communication lines open to ensure the
product will stand the test of time.
❙
Jenna Reed is a contributing editor for
DWM magazine. She can be reached at
jreed@glass.com.
www.dwmmag.com
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THE FIRST MAJOR CHANGE IN THE
IDEOLOGY OF CLEANING VINYL WINDOWS
AND DOORS IN OVER 20 YEARS!
INTRODUCING

ROBOCLEAN (RC-2000)

GED’s new TWIN-HEAD robotic vinyl corner cleaner
allows for:
s NEW PROFILES TO BE ADDED WITH EASE
s COMPLETE CLEANING ALL THE WAY INTO CORNERS
s CONSISTENT REPEATABLE MOVEMENTS
s MULTIPLE ANGLES OF ATTACK AND PRESENTATION OF TOOLS
AT UNIQUE AND PREVIOUSLY UNATTAINABLE ANGLES
ROBOCLEAN IS CERTAIN TO REVOLUTIONIZE WINDOW
FABRICATION FOR DECADES TO COME
Call your GED Sales Representative today for more information.
Safety guard not shown.

www.gedusa.com

330.963.5401
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2014 New Product Guide

Spring is finally here and newness is all around us. In
that vein, DWM takes a look at some of the products
new on the scene for the fenestration industry:

DOORS

openness and functionality when
required. Spandrel rich color variety or designer texture glass can be
added for obscurity or appearance.
The Max Sliders come with the
option to choose from top hung or
bottom rolling. The doors are
AAMA rated and tested for an exterior with a CW-PG45-SD.
❙❙➤ www.prlglass.com

configuration Harmony door available in a variety of multi-panel system combinations and custom
styles and finishes.
The Harmony door has a deep
pocket interlock for air and water
resistance.
❙❙➤ www.skyreachls.com

PremiDoor 70 Fits
19-Foot Openings

Skyreach(es) Perfect
Harmony
Take it to the MAX
PRL
Glass’
Max
Sliding
Aluminum Door Systems were
designed and engineered to create
maximum height sliding entrance
systems that allow for the maximum view. Max sliders are flexible
and will suit various applications,
including large openings.
Sliding units can act as room
partitions; will offer unobstructed

Skyreach L&S Extrusions Corp.
has introduced the Harmony Series
Perfect© Patio Door to its line of
products.
The door is available with a
welded sash and a frame system
that’s fully welded or mechanicallyjoined. The sash stile is reinforced
to add strength and rigidity to the
frame. Available in 5-, 6- and 8-feet
widths and 6-feet, 8-inch and 8-feet
heights, the single- or double-slider

AAMA-approved Premidoor 70
lift/slide doors from KÖMMERLING Windows & Doors feature a
19-foot opening with two 8-foot
sashes, allowing for more glass and

DOORS
Head of the Class
LaCantina Doors now offers a new
class of multi-slide and full range of
swing doors that have custom-engineered rolling hardware and AAMA-certified wheels. The new class of multislide offers weather-resistant and flushsill options, a minimal one-piece handle
and lock with an exterior key, an
advanced seal system and is backed by
the a 10-year warranty.
❙❙➤ www.lacantinadoors.com
28
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WINDOWS
The Royal Altitude
Royal Building Products has introduced the Altitude window series, its newest
generation of windows for commercial and high-rise multi-family applications.
The Altitude Series is available as a casement, awning, hopper (tilt) or fixed window, features extruded aluminum profiles on the interior and exterior or exposed
surfaces. These are connected via the company’s proprietary insulation material,
Royalblend Performance Core, which the company says offers low thermal transmission and high structural performance.
The Royal Altitude Window Series has been tested to AAMA/WDMA/CSA
101.I.S.2/A440-08 standard and achieves the CW Classification. The one-inch
overall glazing reduces energy consumption, increases interior comfort in all seasons and contributes three points to LEED projects.
The system is very flexible in terms of design. Combination windows are
achieved using either structural mullions with continuous frames or modular
construction. All mullions can be reinforced to achieve the required structural
performance for the geography and building exposure. Air and water tightness
are contributed to by the multiple continuous flexible weatherstrips. The glazing
cavities are positively sealed to the interior and vented to the exterior for quick
and positive water drainage.
❙❙➤ www.royalbuildingproducts.com
less vinyl, so occupants have a
greater view of the world outside.
The door offers outstanding thermal insulation for energy savings
and comfort; sound protection; and
a German-engineered hardware system that enables sashes to glide
smoothly, quietly and effortlessly,
according to the company.
KÖMMERLING is part of the
Profine Group based in Germany.

WINDOWS
Diversity Never Hurt Anyone
Diversified Lineal Systems’ 1000
Series windows have a crank out
casement, awning and matching
picture window. The high-performance window series has a contemporary appearance and is a
commercially rated and certified
window system. No metal reinforcement is necessary, due to its
high modular strength profiles, and
standard 1-inch to 1 3⁄8-inch glazing
pocket allows for triple-glazed
units with high thermal performance. Designed to use the new
heavy duty hinge from Truth along
with standard 2- and 4-bar hinges,
it has a standard 3¼-inch outer
frame design.
The 6000 Series doors have a
hinged door system for single
swing, French and atrium-style
doors and a conventional profile
www.dwmmag.com

dimensions for ease of manufacturing and change over. Doors
from this series can be manufactured using glazed sash or
accommodate standard industry
slabs. Triple-weather seals are
standard on glazed door system,
as are 4 9⁄16 and 6 9⁄16 outer frame
dimensions and the 1- to 1 3⁄8-inch
glazing pocket that allows for
triple-glazed units with high thermal performance. These use
either standard or multipoint
locking hardware and use standard 4-inch hinges. They are
designed to use industry-available sills and have a complete
line of matching supplementals.
The 7000 Series sliding patio
door system is available in double-, triple- and four-panel and
has a double monorail framing
system with a non-handed
design. These doors have a standard 1- to 1 3⁄8-inch glazing pocket
that allows for triple glazing on
the inside or outside. No weatherstripping exposed on the frame
but the 7000 series doors are
completely sealed door systems,
the company says. They have a
standard 4 9⁄16 outer frame design,
use industry standard screens
and are designed for standard or
multipoint hardware options.
❙❙➤ www.dls-systems.com

Queen of (Temperature) Swings
Quanex
Building
Products
Mikron R2-10000 Series is designed
for cold temperature climates and
provides thermal efficiencies for
residential new construction and
replacement applications, according to the company.
The system comes standard with
the MikronBlend vinyl compound,
which adds weathering resistance
and durability, in addition to
increased thermal efficiency, the
company says, due to the vinyl
extrusion compound that is said to
protect against cracking and shattering through extreme temperature changes.
The Mikron R2-10000 system
features a 1-inch glazing pocket in
single-hung, tilt single-hung and
horizontal slider configurations,
and a 1 3⁄8-inch glazing pocket on
casement, awning and picture window configurations. The system also
comes with SuperCoat color options.
❙❙➤ www.quanex.com

EOS Mio!
Deceuninck’s eos, which stands
for energy optimized system, is
designed to meet the criteria for
Energy Star® 6.0 as well as the Most
Efficient Window designation by

continued on page 30
May 2014
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continued from page 29

outperforming
standard
Energy
Star
requirements.
The eos window system offers a variety of
color and finish options
including a core standard offering of stocked
laminate colors with
standard lead times.
Among
the
key
design features are a
telescoping welded sill
and triple-weather seals
which enable a design pressure rating of DP 50 that can be configured
for higher performance.
Eos windows have a .27 U-factor in a double pane configuration without foam; a .20 U-factor
in a triple-pane configuration
without argon gas or foam filled
frames (.17 U-factor with argon)
and a DP 50 rating baseline while
being upgrade capable. The eos
system has .03 air infiltration targeted performance, 3¼-inch
frame width available with and
without nail fins and a 1¼-by 9⁄16inch balance pocket. It accom-

modates ¾-, 7⁄8- and 1-inch IG
packages.
Sloped and pocket sill options
are available, along with a range of
window design configurations. Eos
windows have multiple cavities and
specific cavities designed for foam
to provide fabricators with foam
options, as well as rounded edges
help to optimize application of
paint and laminates. They are
stocked in solid and laminate color
options and are designed for
Innergy Reinforcements.
❙❙➤ www.deceuninck-americas.com

GLASS
AGC Wants U(4)!
AGC Glass Company North America, a manufacturer of flat glass and low-E
coated glass products, says it is exceeding the newest Energy Star® 6.0 performance standards, with the combination of its U4 technology and Comfort Select
products.
The offerings address the newest Energy Star performance standards, and
ensure homeowners and window manufacturers will be prepared for the standards that go into effect on January 1, 2015 (or January 1, 2016 for the Northern
Zone). The U4 Technology allows window manufacturers to utilize two low-E
coatings in dual-glazed insulated glass units, providing the same level of performance as triple-glazed IGUs, at significant cost savings, the company says.
AGC’s “Out-Star Energy Star” communications provide easy access to performance data and other information to help window manufacturers meet the
Energy Star 6.0 criteria. The company website has been updated to include additional performance data and configuration comparisons, with an interactive
Energy Star map to help select the right glass for each region. The AGC Glass
Calculator is available for creating specifications and performance data sheets on
custom configurations, including U4—fourth surface technology configurations,
allowing manufacturers to improve overall window performance by as much as
15 to 20 percent, according to the company.
❙❙➤ www.us.agc.com
30
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company says it has been awarded
five Notices of Acceptance by the
Miami Dade County Product
Control Division.
❙❙➤www.cgiwindows.com

HARDWARE
You Can Handle the
(Amesbury) Truth

Right on Targa
CGI Windows
and Doors Inc.
unveiled its Targa
vinyl line which
includes 7100 single hung, 7200
horizontal rolling,
7300
casement,
7400 project out,
and 7500 rectangular fixed and
designer fixed windows. Targa by
CGI received Florida building code
approval in December 2013 and the

>I

Amesbury Truth’s Sentry bi-fold
hardware system has a contemporary styled handle, patented hinge
design and flush bolts.
The company has also embarked
on the next generation combination lock and tilt latch system,
naming it the Harmony System.
This system integrates the check
rail lock and tilt latch together for
easy installation that requires just
snapping the tilt latch and screwing
down the lock.
❙❙➤ www.truth.com

Stay On One Track

New Johnson Hardware Trackless
Door Guides eliminate the need for a
threshold or bottom guide track in
both bypass and multi-pass sliding

continued on page 35
www.dwmmag.com
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Fenestration
FOCUS

Your industry insight

On a ‘Quest’ for Ready-to-Install Commercial Windows
FFabricator
abricator ttakes
akes IG pr
production
oduction int
intoo its oown
wn hands
Yo
ou might not have heard the term ‘unitized window wall
systems’ before. But to Ontario-based Quest, it’s a way of life.
The company, which has an equal presence in both the U.S.
and Canada, has taken ready-to-install to new levels, offering
fully customizable commercial window systems designed
specifically for residential high-rise applications. Product
options include vision glass, metal panels, insulated metal
panels, spandrel glazing and more.
“Our new generation of unitized window wall modules are
pre-manufactured complete and ready to install with the
highest attention to quality,” said Martin Cash, founder and
CEO of Quest. “Our solutions are unlike anything available,
offering convenience, beauty and performance in
a customizable package.”
Quest’s unique approach has resulted in rapid growth for the
company and multiple residential high-rise projects from
Washington, D.C., to Washington state and Nova Scotia to
British Columbia – and many places in between. Among its
unitized window wall systems is the company’s latest
offering, Ecowall™.
“Building codes are driving a need for more energy-efficient
products, and our Ecowall products exceed current
requirements,” Cash said. “Quanex’s Super Spacer® TriSeal™
is a key part of what makes Ecowall a progressive solution for
our customers.”
Just over a year ago, Quest was purchasing its IG from outside
sources. Looking to take control of quality and production
efficiency every step of the way, Quest decided to bring IG
production in-house early in 2013. With a keen eye on delivery
times and improving processes, the company invested in an
automated Super Spacer TriSeal production line.
“Super Spacer TriSeal is a user-friendly option that enabled
us to achieve the performance values our customers require,”
Cash said. “Additionally, through software enhancements and
automation, we are able to control our processes in-house and
tightly monitor product quality from engineering to delivery.”
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Toronto, Ontario
According to Cash, once Quest has an opportunity to work
with an architect or contractorr, one project turns to many
others. “Our customers are so satisfied with what we deliver,,
we’re frequently asked to bid on additional projects as a
result. That’s the best kind of compliment we can get.”
6a^fcWcWa^dVW2^[[PQ^aPcX^]
The Quest-Quanex relationship is more than just customer
and supplier. The companies have frequently worked
together to raise awareness in the architectural community
through lunch-and-learn sessions, most recently in
Washington, D.C.
“Education opens a lot of doors for us, and Quanex brings a
high level of professionalism and knowledge to the table,”
Cash said. “We have a great relationship and I’m excited to
continue moving forward with the team.”
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Quanex & Glass Doctor Turn IG Production into Profits
Glass Doctor has more than 175 independent franchises
operating in the U.S. and Canada, primarily focusing
on automotive, shower, table top and window glass
replacement, including IG. One franchise owner, Dave
Hawthorne in Barrie, Ontario, Canada, has turned some
heads, making many rethink the way they approach IG
replacement for customers.
Eight years ago, Hawthorne made a decision that
would change his business forever. He would go from
outsourcing IG to making his own. That’s when he
met up with a Quanex Building Products IG Systems
representative. Almost immediately, Hawthorne had a
application table, butyl pump and a supply
glass washerr, app
of Quanex’s Super Spacer® in his shop.
“It was all about getting the job
done and doing right by customers,”
Hawthorne said. “I needed to take
control of service levels and quality
when it came to IG replacement,
and Quanex made it easy for me to
get started.”
At the time, Hawthorne had one
other employee. Both received a
one-day training from Quanex on
the proper application of Super Spacerr, and the first unit
they ever produced is still in place and performing well at
a local restaurant.
“Producing your own IG is one thing, but producing your
own IG with Super Spacer is the real game changer,”
Hawthorne said. “Not only is it easy to learn and easy
to apply, but it’s also a proven performer that is a selling
feature to customers. With Super Spacer, what you get is
an energy-efficient, highly durable product that enables
you to confidently offer highly competitive warranty
packages to your customers.”
Today, IG replacement makes up 70 percent of his
business, filling a gap in a previously untapped market.
He has gone from one employee to nine and demand

has grown so rapidly that he’s dedicating a team to IG
production. He is the first person the police call when
a vandal breaks a window and is a household name in
several neighborhoods in his territory. Realtors also know
him, calling him in to help foggy windows pass the strict
inspection standards in Canada.
“When you have neighborhoods built around the same
year, the windows tend to start failing around the same
time,” he said. “We go in and replace one or two IGs and,
before you know it, word of mouth
spreads and we are a regular visitor
to entire developments. There’s a
wide open market out there for both
same-day emergency replacements
and replacing failed units.”
Hawthorne and his team have
also been able to realize additional
revenue streams, including services
for do-it-yourselfers.
“Every Saturday, we open our shop to walk-ins who bring
their failed IGs and we build new ones on the spot, often
in the time it takes to grab a cup of coffee,” he said. “This
is an excellent service to the community and a great
revenue stream for us.”
Business continues to be strong for Hawthorne and his
team, and other Glass Doctor franchises are learning from
his model, bringing this value-added service to new markets.
Window manufacturers and dealers can also benefit from
working with Glass Doctor franchises that produce their
own IG for lower volume, quick turnaround installations.
orr, visit
Doctor,
Glasss Doct
moree about Glas
o learn mor
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T
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MANKO Adds Two Automated Super Spacer® TriSeal™ Lines
LLeading
eading ccommercial
ommercial ffabric
fabricator
abric
ab ator takes
takes a holistic approach
approach ttoo perf
performance
oormance
If there’s a commercial project, MANKO Window
Systems has a solution. But its breadth of offerings is
just one part of the MANKO story. The company takes
a full-system approach to serving its customers through
education, product performance, quality and efficiency
through automation and personalized service.
The past five years have marked a significant era in
MANKO’s 25-year history. Rather than stand idly by
waiting for the economy to improve, company decision
makers, led by President Gary Jones, decided to be
aggressive, adding automated product lines, upgrading
components and expanding its reach.
“The decision to invest in our products and operations
in recent years has really paid off,” said Kevin Bahnerr,,
architectural sales representative for MANKO. “We’re
seeing significant growth and are able to exceed
customer expectations with industry-leading quality,
performance and a selection of solutions that is
unmatched in the markets we serve.”
MANKO is headquartered in Manhattan, Kan., with
additional operations in Denver Col., Omaha Neb. and
Des Moines Iowa,
““Almost
Almost imm
immediately
ediately serving commercial
we
we were
were a
able
ble tto
o rreduce
educe projects in more than
28 states. When it
llabor,
aborr, dr
dramatically
amatically
opened its doors in
im
improve
prove qua
quality
lity an
and
d
1989, it employed five
rreduce
educe le
lead
ad tim
times.
es. ”
people. That number
has now grown to nearly 600 employees who produce
an average of over 20,000 high-performance insulating
glass units per month.
zFPa\4SVT8bPETah1XV3TP[{
It was at the GlassBuild trade show in 2008 when an
automated Super Spacer® TriSeal™ line captured the
interest of MANKO executives. The timing was perfect
as the company was investigating its equipment and
component options to boost performance and improve
production efficiencies.

“The automated Lisec line was exactly what we were
looking for and we quickly had it installed at our
Manhattan location,” Jones said. “Almost immediately we
were able to reduce labor
aborr,, dramatically improve quality
and reduce lead times. Super Spacer TriSeal also gave us
a high level of confidence that we were producing some
of the most efficient and durable products available.”
Since adding its first Super Spacer TriSeal vertical
automated line about five years ago, MANKO purchased
two additional lines for its Aurora, Col., and Omaha,
Neb., locations to help meet a growing demand for highperformance products.
“Everyone is working toward more efficient products to
meet changing energy codes and contribute to LEED®
certification, and we’ve had a leg up on the competition
every step of the way,” Bahner said. “It’s an exciting time
as we continue to push the envelope, looking at every
aspect of the system to produce the best
possible products.”
MANKO’s holistic approach to product engineering
takes into account the performance impacts of glazing,
framing and edge effects. It has upgraded to Private
Label soft coat Low-e glass, reinforced framing and Super
Spacer TriSeal.
According to Bahner, warm edge is a very big deal. “You
have to look at the way the spacer reacts with the frame
to make sure every component is working together to
give you the best results. Super Spacer TriSeal is a very
...
...Continued
Continued on ne
next
xt pa
page
ge

To receive the Fenestration Focus electronically, please visit www.Quanex.com/register.
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valuable part of improving edge condition. It was the obvious right choice to meet our needs and it is the only spacer we
use,” he said. In addition to serving glazing contractors and wholesalers, MANKO places a large emphasis on educating
the architectural community.
“Architects are always looking for something new and exciting, and thermal performance is always very high on their
wish lists,” Bahner said. “Quanex has been an excellent ally in helping us reach and educate architects on the benefits
of non-rigid warm edge spacers. Joe Erb, in particular
larr, has been instrumental in giving Super Spacer TriSeal an identity
with architects.”
Today’s commercial market demands high-performance products and MANKO is leading the way, earning bids in
countless high-profile projects.
FFor
or mor
moree inf
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ormation on MANK
MANKO
OW
Window
indow Systems,
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Quanex Celebrates 35 Years of Warm Edge Excellence
The insulating glass market changed forever in
1979 when what is now Quanex Building Products
introduced the IG industry to the first flexible, nonmetal-based spacer technology. It didn’t take long
for ‘warm edge’ to become common industry lingo
and a staple in energy-efficient window designs.
This game-changing, warm edge technology
improved condensation resistance and provided a
warmer edge of glass.
The concept of reducing thermal conductivity at the
edge seal for improved thermal performance was
revolutionary. So much so that it inspired further innovations, including the introduction of Super Spacer®, the industry’s
first structural, foam-based spacer in 1989 and, more recently, the Dura Spacer platform, which includes Duralite®.
“The last 35 years have brought much advancement in IG systems – and many of the technologies have been tied to
the individuals and companies that now make up Quanex Building Products,” said George Wilson, general manager,
Insulating Glass Systems, Quanex Building Products. “To this day, we take pride in being innovators. We are always
striving to help our customers find the next best thing that will improve performance and allow them to operate more
efficiently. It’s ingrained in our history and will continue to be part of our future.”
Throughout 2014, Quanex will celebrate 35 years of warm edge excellence, including the next generation Dura Platform
spacers, and 25 years of Super Spacer.
FFor
or mor
ws and inf
ormation, visit f
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continued from page 30

pocket doors. The change provides a
more streamlined appearance,
according to the company, and also
makes it easier for people with limited mobility or those who use travel
aids such as a walker or wheelchair to
travel through an entryway.
The guides are available on
Series 200MP, 100MP and 111MP
Sliding Multi-Pass Pocket Door
Hardware, and Series 200BP, 100BP
and 111BP Sliding ByPass Pocket
Door Hardware. All feature fully
adjustable/removable door hangers for a precision installation and
smooth rolling nylon-encapsulated
ball bearing wheels for easy gliding
operation.
❙❙➤ www.johnsonhardware.com

GLASS
Soft-Lite, #Warmglass,
Stainless Steel Spacer
Soft-Lite Windows now offers highperformance glass options with
#warmglass, featuring stainless steel
Intercept spacer as standard on all
products. According to the company,
#warmglass provides higher thermal
efficiency and better performance
than standard warm-edge spacers.
Soft-Lite will continue to utilize
Super Spacer as standard on several
glass systems and as an upgrade on
several other glass choices, giving
dealers and consumers the flexibility
to choose between the two spacer
systems.
❙❙➤ www.soft-lite.com

SEALANTS
Fenzi Adds to Sealant Line
Fenzi North America has added
Fenzi Poliver Polyurethane, to its
list of IG sealants. Fenzi Poliver is a
two-part polyurethane especially
formulated for sealing insulating
glass. Available in 55 gallon drum
and pail kits, the product is available for manual and robotic line
sealing in traditional polyurethane
viscosities.
❙❙➤ www.fenzi-na.com

Graco Gives the ExactaBlend
Graco Inc. has added two proportioning
systems
to
its
ExactaBlend family of Advanced
Glazing Proportioners. Designed
for manufacturers of curtainwall,
insulating glass and specialty
glass, the new ExactaBlend models handle two-part urethane
sealants and adhesives, as well as
polysulfides.
The ExactaBlend AGP provides
on-ratio proportioning, optimal
mixing capabilities and real-time
on-ratio dispensing according to the
company. Operators enter the ratio
settings at the touch of a button.
With ExactaBlend’s optional
data reporting capabilities via
USB downloads, window manufacturers can track key information such as ratio, material usage,
flow rate, alarm events and system errors.
❙❙➤ www.exactablend.com

COATINGS
Arkema Introduces
Kynar Aquatec
Arkema recently introduced its
Kynar Aquatec® CRX latex, a waterborne polymer dispersion for producing highly-weatherable waterborne, air-dry paints and coatings
based on Kynar® PVDF resins with
low levels of volatile organic compounds. Many coating properties,
including weathering resistance,
are obtained from the Kynar resin
and other enhancements, such as
early hardness, solvent resistance
and adhesion, are obtained by
modifications to the acrylic component of Kynar Aquatec CRX latex,
according to Arkema. This technology is designed for high-perfor-

continued on page 36

COATINGS
Acropon Gets Intense with Color
Valspar has introduced Acropon which it deems as its latest innovative highperformance extrusion coating that improves on the most sought after features
in the architectural industry; hardness, luminous gloss and color intensity. The
enhanced acrylic resin system delivers maximum mar resistance for increased
film integrity, ease of fabrication and better installation handling at the job site,
according to the company. Acropon’s unique two coat formulation protects aluminum from the elements, interior and exterior, while preserving the finishes
brilliant color and achieving gloss levels normally not seen in high end finishes
that meet AAMA 2605, the company adds.
❙❙➤ www.valspar.com
www.dwmmag.com
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continued from page 35

mance OEM applications where
outstanding weather resistance is
required—particularly color fade
and chalk resistance—along with a
high level of scratch resistance and
resistance to organic solvents.
❙❙➤ www.kynar500.com

MACHINERY
Go High Speed with Erdman
Erdman’s High Speed line is
designed to be faster and providing
higher output than traditional IG
lines in a shorter footprint.
According to the company, the spac-

er and secondary seal will be applied
faster and more accurately than
before and the advancements will
lead to a 25-33 percent increase in
production over traditional IG lines.
❙❙➤ www.erdmanautomation.com

TOOLS
Strybuc Makes Glazing E.Z.(D.)

MACHINERY
Do You Meet Anny’s High Standards?
EuGénie Canada Inc. recently launched Anny which it describes as the total
package for door jamb machining.
The Anny CN-X is EuGénie’s new 3-Axis CNC door jamb machine. It can
machine both standard and non-standard door jambs as well as aluminum
door thresholds. This door jamb machine’s three axes make it possible to perform any machining type on the surface of the door jamb: hinges, multipoints, strike, double strike, dadoes, cut an angle for the sill, hinge pilot holes
and the hole for the reinforcement screw. The machining process is done in a
closed environment and can handle wood, PVC, fiberglass, composite, PVC covered wood and aluminum covered wood.
This door jamb machine’s program, being based on pre-set shapes, is easy to
use and it can be sent cut lists from a remote computer through an Ethernet
connection. The Anny CN-X’s probes detect the clamps automatically to
remove any conflict between its machining parts and its clamps; if the clamps
are in a wrong area, the machine will notify the operator. This door jamb
machine also has probes that detect the deflection in the wood and PVC to
automatically adjust the machining depths; these same probes will also ensure
the precision of dadoes machining.
The Anny CN-X comes with an additional 1 3⁄4-inch main electric tool to
speed up production, a second main electric tool of 1⁄2-inch diameter and two
secondary pneumatic tools for finishing jobs. This model was designed in order
to be able to operate with a 3-inch machining tool.
The Anny CN-X can handle jambs from 12- to 107-inches long, up to 10inches wide and up to 3-inches thick. The machine itself is 7-feet tall by 12feet long and 6-feet wide.
❙❙➤ www.doorjambmachine.com
36
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Strybuc Industries announced
the availability of two new products
for national distribution in the
glass industry: The E.Z.D. glazing
tool and the jamb stretcher.
The E.Z.D. glazing tool assists in
the “deglazing” of glass from residential vinyl windows. The tool
removes glazing systems such as
foam tape, silicone and butyl tape.
The jamb stretcher enables the
user to spread a vinyl jamb pocket
in order to replace window balances, shoes or other components
without the need to cut the jamb.
❙❙➤ www.strybuc.com

COMPONENTS
Bow Down to the
Bautec (Strip)
As a global supplier of thermal
insulating strips, Technoform now
offers the Bautec Strip. It is constructed of polyamide 6.6 with glass
fiber oriented in three axes, provides thermal, structural and durability features that the company
says are unmatched by other thermal break methods. The strip is
available in depths of up to two
inches or more, providing greater
metal separation than other thermal break systems and improved
U-factors and condensation resistance performance.
When analyzing k-effective values (the measure of a product’s
thermal conductivity as defined by

continued on page 38
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Featuring extruded aluminum profiles interior and exterior, connected
to a thermal insulation system, the Performance Core, this
BY ROYAL

architectural window system embodies a remarkable know-how.
The Royal Altitude commercial window provides the possibility of

NEW GENERATION OF
COMMERCIAL WINDOW
Designed for impressive performance,
elegance and durability

multiple assembly and opening configurations, perfectly suitable for
your institutional and commercial projects.
The thermal insulation system is in accordance with the AAMA 303 standard. The Royal Altitude
Window System meets the AAMA/WDMA/CSA 101/I.S.2/A440-08.

Window & Door Profiles | Window Profiles | Patio Doors | Trim Systems | Color Solutions

www.thermoplast.com
1 800.361-9261
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continued from page 36

NFRC) an 18.6 mm strip provided
a 1.49 BTU-in/hr•sq ft•°F. For a
comparably sized polyurethane
thermal break, it was 2.91 BTU-in/
hr•sq ft•°F.
Products made with the strip can
be manufactured with two-tone

finishes easily because interior and
exterior components can be finished before assembly. Users can
choose to apply the interior and
exterior finishes that best match
their costs and performance needs.
❙❙➤ www.technoform-bautec.us

SOFTWARE AND TECHNOLOGY
Guardian Goes Mobile
How Lowe Can You Go?

Guardian Industries has launched Guardian Window InSight, a mobile app
designed to help dealers educate homeowners on the best options for new or
replacement windows.
The app provides tools that create clear comparisons and answer frequently asked questions, allowing the homeowner to make more informed purchasing decisions.
The mobile application is organized into three main areas; Buyer’s Guide,
Toolbox and Technical Library. The Buyer’s Guide offers clear explanations of
windows and glass performance, through easy-to-understand animations,
relating performance metrics to real-world installations.
The Toolbox allows the user to compare relative performance of the glass
package currently in the home to high performance glass packages. It also provides a video on the glass-making process to help people better understand
how glass is made. The Technical Library has a comprehensive glossary of terms
to educate users about everything from how glass is made to how glass coatings respond to temperature.
Guardian’s Window InSight mobile application is available from iTunes or
for Android, from Google Play.

Frank Lowe Rubber and Gasket
offers a solution to whistling
noise and air coming through the
balance pocket and silt buildup
collecting in the corners of the
lock rail of single- and doublehung windows.
The Sill Pad Air Dam, the company says, works no matter what
balance system is used (constant
force, spiral or block and tackle)
and with all sill systems – sloped
or pocket.
The lock rail will not need
adjusting as the pad is engineered with [revolutionary] space
foam which the company says
compresses easily.
❙❙➤ www.franklowe.com

continued on page 40

❙❙➤ www.windowinsight.guardian.com

FILM
Get (Reno)Lit
American Renolit Corp., manufacturer of decorative and performance films to
the door and window industry, has announced it has expanded its offering of films
that focus on the commercial market.
Renolit Exofol FX acrylic-based exterior film is available in a full range of solids colors
and woodgrains that now includes an expanded commercial series of colors. These include
architectural bronze, mill finish aluminum, anodized colors and several metallic options.
These films are finished with a variety of surface embossings. They include a stipple and
etched appearance that also provides scratch resistance. Renolit Exofol FX is backed by a solid
warranty for all of North America and is not prorated by climate zone or time.
❙❙➤ www.renolit.com
38
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continued from page 38

Poliver Polyurethane Sealant

Happiness is a Warm
(Edge) Space(r)

■ Introducing
Fenzi Poliver, a
Two-Part
Polyurethane IG
Sealant

■ Highest Quality
IG Sealants,
Including Thiover
Polysulfide

■ No Solvents, No
Lead, Hazard Free

■ Robotic or
Manual Application

Cardinal has introduced a new
warm-edge spacer for insulating
glass. Depending on window
design, Endur IG improves performance, increasing sightline
temperature by 1 to 2 degrees

and provides better resistance to
condensation, according to the
company.
Endur IG builds on the technologies that help Cardinal IG
units achieve the industry’s lowest
failure rate—only 0.2 percent over
20 years—and has a comprehen-

SOFTWARE AND TECHNOLOGY
Infor Now Has v8(.1)!
The latest release of Infor PCM v8.1 eliminates manufacturing errors by
sending sales orders into ERP automatically, without having to manually
rekey all of the product feature choices a customer made. Customers may
now more easily access sales orders from the sales portal from any system
connected to the Intelligent Open Network (ION). This version allows companies to more effectively focus international distributor networks on their
products. Language translations available for all PCM modules including
Design Studio, Simulator, and Update Management System. Languages will be
available 30 days after GA and include Dutch, English, French, German,
Italian, Spanish and Brazilian Portuguese.
❙❙➤ www.infor.com

■ Distributors of
IG Components,
Including Fenzi
Molver Desiccant,
Butylver PIB &
Hotver HM Butyl

■ Aluminum &
Warmedge Spacer
Profiles, Including
Stainless Steel
Call today to speak
with a technical sales
representative to solve
your IG Sealant needs.

11 Dansk Court,
Toronto, ONT.
N9W 5N6
tel: 416 674 3831
fax: 416 674 9323
www.fenzi-na.com
info@fenzi-na.com
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Call Today and ask for Nikki
to receive our free catalog

1-800-352-0800 ext. 129
Fax: 610-534-3202
www.strybuc.com
WEATHER STRIPPING
WEATHER SEAL PROFILES

Don’t forget to ask for our Weather
Stripping/Seal Profile Brochure
when calling for your Free Catalog

Listing of Various Profile Options
•
•
•
•
•

Kerf
T-Slot
Surface
Pocket
Q-Lon®

•
•
•
•

Aptus®
Polyflex®
Kerf-Pile
Textiles

Window Opening Control Devices (WOCD)

sive 20-year factory warranty.
Cardinal IG Company is a fully
owned subsidiary of Cardinal Glass
Industries Inc.
❙❙➤ www.cardinalcorp.com
❙

www.dwmmag.com

Keeps children from falling out of windows by limiting
the opening of windows.
Available in Standard and Reverse Retrofit Single Action for
single/double-hung windows, and Reverse Retrofit Dual Action
for sliding windows. ASTM F2090-2008 and 2010 Compliant.

May 2014
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Not Every Cycle Creates
a Stronger Code

B

By Megan Headley

uilding professionals are
often quick to point out that
the building codes are the
weakest degree to which a building
legally can be built. That is one reason programs such as the U.S. Green
Building Council’s LEED standards
are so popular: they give guidance
for achieving a higher level of building efficiency and make it popular
for builders and owners to go
beyond what is required.
That’s also a reason why the
Insurance Institute for Business &
Home Safety’s claim in August 2013
that some states in hurricaneimpacted areas were weakening
their state codes raised concern
among building professionals. In
taking a look at these changes,
however, glass professionals are
asking: is an older code always a
weaker code?
Not necessarily.
“In some cases, an older code
may be more stringent than the
newer code,” says David M.
Rinehart, North America protective
glazing marketing manager for



   

+

DuPont Glass Laminating Solutions
in Wilmington, Del.

Big Changes
One of the bigger changes
impacting
the
International
Building Code (IBC), and many
states’ individual codes, was the
2012 IBC’s incorporation of the latest
version of ASCE 7, Minimum Design
Loads for Buildings and Other
Structures.
“The new version of ASCE 7-10
defines the wind speeds, and therefore the design pressures for buildings, and where you need impactresistant products,” explains Dean
Ruark, code compliance manager
for PGT Industries, an impact-resistant window manufacturer with
headquarters in Venice, Fla., and an
office in N.C.
Among other changes, the most
up-to-date ASCE 7 increases the
regions that are included within wind
zone 4, Rinehart explains. “In previous versions, wind zone 4 covered
Miami Dade and Broward Counties
in Florida, as well as Monroe and
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“They are trying to say
‘these are the line
items that are costing
the insurance industry
the most, and there are
really big improvements
we have to make there,
and here are some
things that we spend a
huge amount of money
to build each home on
and we’re not seeing
any failures there.’”
—Dean Ruark,
PGT Industries

parts of Palm Beach County, Fla., and
some regions of Louisiana. With the
changes to ASCE 7-10, the wind contour line moved a little bit, and in that
remapping of the wind contour line it
included about a third of Conyers
County in Florida (which includes
both Naples and Marco Island), and
in the Mississippi-Delta region it
included more of Louisiana. It also
included the three counties along the
Mississippi Gulf Coast, as well as
Mobile County in Alabama,” Rinehart
says. He speculates that the drastic
remapping may have been part of the
reason why in 2013 Louisiana
approved an Emergency Declaration
by the State Code Council, adopting
the 2012 edition of the IBC design
wind speed maps, but omitting the
trigger for following high-wind
design requirements (this has since
changed—more on that below).
For Florida, it’s “status quo” for this
code cycle since the state already had
adopted the new ASCE 7 standard.
That means Florida already has had a

continued on page 44
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Which States are Toughest on Hurricanes?

2012 IBHS Ratings by State: Highest to Lowest• Scale 0-100* with 2013 Midterm Update Assessments

*IBHS rankings were weighted based on the following variables: 50 percent for variables that relate to adoption and enforcement of building codes; 25 percent for
variables that measure code official certification and training; and 25 percent for variables that relate to on-site implementation, as measured by contractor and
subcontractor licensing.

State

Total

Florida

95

New Jersey

93

Virginia

Massachusetts
South Carolina
Connecticut

North Carolina

95
87

84
81
81

Adoption of code, universality, and weakening provisions
48
48
45

18

46
40
40

44

Maryland

73

43

Georgia
Maine

New York

New Hampshire
Alabama
Texas

Delaware

Mississippi**

66

64
60
49
18

48
31

33
37

39
0

18

18

4

0

17

24

23

78
73

22

49

Rhode Island
Louisiana

Enforcement
Officials

4

21
24

22
19
15
15
15

22
23
0

Contractor
Licensing

Midterm
Update

23

▲

20

■

17

▲

15

▼

15

▼

9

▲

10

▲

0

▲

4

■

25
21
21

19
10

▲

20

▲

0

■

18

0

13

0

■
▲

0
0

▲

■
■
■

**In April 2014 Mississippi Gov. Phil Bryant signed legislation SB 2378 into law creating a statewide building code to improve public safety, make homes stronger and protect property values.

hurricane-prone states have taken
positive action to strengthen their
building code
states have taken no action
states took negative action

Source: Insurance Institute for Business & Home Safety
www.dwmmag.com
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continued from page 43
preview of what could happen when
the new I-codes are adopted.
“Everyone got worried and it changed
markets, and everyone else will have
to deal with that once they adopt this
I-Code,” Ruark says.
Right now, says Gary Orman, president and CEO of Innovative Window
Corp in Boynton Beach, Fla., “It’s hard
to tell what the changes are going to
affect or not affect.”

Worsening Protection?
When IBHS rated the progress
made by the 18 most hurricaneprone coastal states along the Gulf of
Mexico and the Atlantic Coast in
strengthening their residential
building codes in 2013 (an updated
report will be issued in 2015), the
institute declared, among other
things, that North Carolina and
Louisiana had weakened provisions.
Since that time, Louisiana has
adopted the 2012 editions of the Icodes, with Louisiana-specific
amendments,
leaving
North
Carolina on the chopping block.
Although North Carolina has
amended and adopted the 2009 editions of the I-Codes as the 2012
North Carolina State Building Code,
it also enacted legislation that
changed the adoption cycle for ICodes from every three years to
every six years.
Will this particular change have
any real impact on the security of
buildings along the coastline?
“I don’t think the change from a
three year to six year cycle will have
any significant effect,” says Paul
Beers, managing member of
Glazing Consultants International
in West Palm Beach, Fla. North
Carolina’s “weakened” code, as laid
out by IBHS, may be more geared
toward residential construction.
“My experience of late has been
that informed homeowners will
seek out impact-rated glazing for
insurability reasons. Quality wind
44
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insurance has become very difficult
to acquire and without proper
impact protection, it makes things
even worse. Some of [North
Carolina’s] changes may help those
who are solely focused on a low
construction cost get by with inadequate or no impact protection,”
Beers says, adding, “This will all
depend upon if and how the code is
enforced by local jurisdictions in
coastal areas. If the 2009 IBC was
adopted, then impact-rated systems are required in coastal areas.”
Ruark adds, “IBHS is making the
point that we might change some
things that are found to be instrumental and we want to get them in
place … So I would say it has the
potential to weaken the code to not
get a major change through as
quickly.”
Ruark further suggests that the
IBHS’ concern reflects the research
being done on hurricanes’ impact
of insurance and construction
costs. “They are trying to say ‘these
are the line items that are costing
the insurance industry the most,
and there are really big improvements we have to make there, and
here are some things that we spend
a huge amount of money on to
build each home and we’re not seeing any failures there. Maybe we’re
doing it right or maybe we’re overdoing and there’s some research
that says we can spend money in
places that make a little more
sense,’” Ruark says.

What’s Enforced Where?
While the 2013 IBHS report
focused on encouraging states to do
more to protect their residents from
hurricanes, it noted that many states
have stepped up to adopt, and better
enforce, the 2012 IBC. For example,
in 2013 Maryland enacted a law preventing local jurisdictions from
weakening statewide wind design
and windborne debris requirements.

>I

New York City adopted its own code
based on the 2009 edition of the IBC,
set to go into effect in October 2014,
moving the rest of the state toward
updated codes. Following the IBHS
report, Mississippi signed into law
an act to adopt one of the last three
adopted editions of the IBC and
other relevant codes as of August 1,
2014.
So how does this affect glass companies?
To some degree this depends less
on what the code says and more on
how it is enforced.
“We heard a lot of buzz right
after Hurricane Sandy [in October
2012] and a lot of folks asked ‘are
you going to see a much bigger
market?’” Ruark says. The answer
to that question is still “no.” Ruark
explains, “We haven’t seen major
changes yet. We do sell some
impact-resistant product along the
Eastern seaboard, but it sure hasn’t
gained the traction that Florida has.
I think a part of it has to do with
enforcement of the code because it
really is already required up there
in some instances.”
“In general, codes are very well
enforced. However, it depends on
the area,” says Steve Dawson, executive vice president of sales for CGI
Windows and Doors Inc. in Miami.
“We find the best course is to follow
the code to avoid any issues.”
But with all of these changes and
piecemeal code adoption, it can be
difficult to keep track of what code is
required where.
To keep abreast of code changes
as they arise, Dawson advises, “Join
the trade organizations in your area
that monitor these. Participate in
the state code meetings and conference calls when changes are being
discussed.”
❙
Megan Headley is a contributing writer
for DWM magazine. She can be reached
at mheadley@glass.com.
www.dwmmag.com
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Meet•the•

Humble•Overachiever

^'/ͳϬϲϬZͳDyy•Series•Foam/Rigid•PVC•Hybrid•Window•System
hŶĚĞƌƐƚĂŶĚŝŶŐZͲDyy^ƚƌĞŶŐƚŚƐ•

dŚĞ^'/ͲϬϲϬZͲDyy^ĞƌŝĞƐtŝŶĚŽǁ^ǇƐƚĞŵǁĂƐĞŶŐŝŶĞĞƌĞĚǁŝƚŚĂĚǀĂŶĐĞĚWsĨŽĂŵ•
ƚĞĐŚŶŽůŽŐǇƚŽŝŶĐƌĞĂƐĞƚŚĞƌŵĂůƉĞƌĨŽƌŵĂŶĐĞĂŶĚƐƚƌƵĐƚƵƌĂůŝŶƚĞŐƌŝƚǇ͘ĞƐŝŐŶĞĚ•
ƚŽďĞŵĂŶƵĨĂĐƚƵƌĞĚƵƟůŝǌŝŶŐĐŽŶǀĞŶƟŽŶĂůŵŽĚĞƌŶǁŝŶĚŽǁĨĂďƌŝĐĂƟŽŶƉƌŽĐĞƐƐĞƐ•
and•machinery,•no•extra•costs•are•incurred•to•produce•this•superior•window.•

^ŽtŚǇŽĞƐZͲDyy&ĞĞů^ŽDŽĚĞƐƚĂŶĚ/ƐŽůĂƚĞĚ͍•
ůƚŚŽƵŐŚĂŚŝŐŚͲĞŶĚƉƌŽĚƵĐƚŽīĞƌŝŶŐ͕ZͲDyyŝƐĂƩĂŝŶĂďůĞĂƚĂƐƵƌƉƌŝƐŝŶŐůǇĂīŽƌĚĂďůĞ•
ĐŽƐƚ͕ǁŚŝĐŚŝŶĞǀŝƚĂďůǇĂīĞĐƚƐǇŽƵƌďŽƩŽŵůŝŶĞ͘zŽƵĐĂŶ͛ƚďůĂŵĞǇŽƵƌƐĞůĨĨŽƌ•
ĂƉƉƌĞĐŝĂƟŶŐƚŚĞZͲDyyĨŽƌǁŚĂƚŝƚŝƐͶĂƌĞǀŽůƵƟŽŶĂƌǇǁŝŶĚŽǁƐǇƐƚĞŵ•
made•no•less•extraordinary•by•its•humble•pricing.•

ĂŶĂĚŝĂŶ,ĞĂĚƋƵĂƌƚĞƌƐ͗
55•Freshway•Dr.•
Vaughan,•ON•L4K•1S1

h^,ĞĂĚƋƵĂƌƚĞƌƐ͗
1814•N.•Neville•St.
Orange,•CA•92865

Tel:•1-866-903-8800••••Fax:•1-866-302-8899

>I

Chicago•Plant:
4101•West•Ann•Lurie•Place
Chicago,•IL•60632

www.skyreachls.com
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Best
of Both
WORLDS
Fun, Festive, Functional—Fensterbau
BY

T

he phrase, “It’s a different
world,” couldn’t be more true
when comparing the biennial fensterbau/frontale trade fair held
in March in Nuremberg, Germany, to
“similar” U.S. events. The first major
difference is that fensterbau is held
every two years and it is “the” show
for doors and windows in Europe.
Here in the U.S., we have smaller
trade fairs held each year.
“This is the show in Europe. This is
it,” said Joachim Stoß, managing
director for Edgetech Europe.
Deceuninck’s
CEO
Tom
Debusschere described it as “the
Home Depot for fabricators.” They
come from countries far and wide
including Poland, the Czech
Republic, Turkey, Greece, Russia,
Singapore, Macedonia, United States
and more. One exhibitor said representatives from 47 countries would
be visiting its booth.
But the feel of the trade show
floor is nothing like that of a big
box. With huge booth spaces complete with wait staff, full bars and
meals, “a lot of money is being
spent here,” said one exhibitor.
Profine is a company spending a
lot of that currency. The company’s
booth included a huge stage area
with entertainment shows being
held throughout the day, and par

   

TARA

ties at night complete with bands
and dancing.
“We want customers to enjoy the
exhibition experience,” said Profine’s
Robert Thiroff. Describing the entertainment aspect of the booth he
added, “We want companies to connect with us in a visual way … This is
a two-year showcase and it’s time for
us to celebrate.”
While U.S. attendees comprise a
very small portion of fensterbau visitors, several exhibitors say they were
surprised by even that number of U.S.
representatives who traveled abroad.
“There are a lot of people here from
North America that we didn’t know
would be here,” said Chris Dimou,
president, Roto Frank of America.
“We are talking to more Americans
than ever before,” added Josh Snyder,

>I

TAFFERA
account manager at Hornschuch.

Machinery: Sales on the Rise
Some of these U.S. attendees
were looking for new machinery
options, and suppliers serving the
U.S. are pleased that people are
finally buying again.
“Our production is still quite full,”
said Mitchell Heckbert, vice president
of sales and service for Urban.” There
is potential business out there. I am
surprised at the number of U.S. customers here.” (See page 50, for the
machinery on display).
Kevin Schrock of Elumatec, confirmed what other machinery suppliers have reported (see March DWM,
page 18). “2013 was our best year ever
and the first quarter is progressing
well,” he said. “Everyone I talk to is

Rotox says it has a record amount of business on the books.
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The new machining center from
Elumatec makes cleaning easy while
saving valuable plant space.

optimistic. Markets on the West
Coast, including Las Vegas and Los
Angeles, are picking up.”
“We have more work in the books
than ever [globally],” said Joe
Sigmund, vice president, Rotox USA.
Klaus Preyler, regional sales manager at Lisec, pointed out that the
window industry is beginning to
change and that presents the company with some challenges.
“In recent years many former
pure window manufacturers have
also begun to produce insulating
glass elements themselves,” he said.
“This step does not just present the
affected window producers with a
large challenge, but also presents
one to us, too. The requirements
from the window side therefore have
a direct impact on the design and
optimization of Lisec’s systems. This
involves new special insulating glass
components, tailored production
sequences, and also the handling
and sorting issues between insulating glass lines and window production lines.”
He added that the company’s
presence at the trade fair proves that
Lisec has not only taken market
developments into account, but “is
able to provide competent answers
to the new issues and challenges,”
Preyler added.
 

 

Hardware—Standing Room Only
Next to machinery, hardware offerings may have well been the second
star of the show. Companies such as
GU and Roto introduced a large
amount of products and their booths
were packed with attendees vying to
get a look.
Roto unveiled a new stand set up
in different “houses” and encompassing 12,500 square feet of space. This
included a tilt-and-turn house which
showcased products for tilt-and-turn
windows—the most popular style of
PVC windows, said Mark Heckler,
sales engineer.
Satisfying the needs of architects
who want to go “bigger,” Roto introduced the NT power hinge which can
accommodate up to 440 pounds of
sash weight.
He added that door products are
very big this year and the company
featured various hinge options. “We
are all about multi-point locking door
systems,” Heckler added.
The company also featured sliding
door systems including the hardware
for a three-panel bi-fold system. The
product may be used in high-end
homes as well as cafes and restaurants. It also unveiled the Roto Patio
Lift which fills a gap the company had
in this product category.
GU showcased a variety of prod-

ucts including automated technology. With the touch of thumbprint on a
button, a homeowner can open a
door. Charles Maves, national sales
manager, U.S., says these systems
definitely are being used by homeowner’s in the States.

Solution Providers
While Technoform had a variety of
its solutions on display, the team
stressed its capabilities as a group
with its signage of “people and ideas.”
President Mark Silverberg said the
company offers holistic solutions and
is more than a compilation of different divisions. “Booth traffic is strong
as the industry comes back and people are looking for development partners,” said Silverberg.
Nils Schmitz, general sales manager for Weiss Adhesives said he is
encouraged when global companies
such as VEKA and Profine open
offices in the U.S. “If they grow, we
grow with them,” he said. But this
adhesives company sees itself as
much more than that. “We are a
problem solver and solution
provider and we try to give extra
value,” he added.
The event will return to
Nuremberg, March 16-19, 2016.

continued on page 48
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continued from page 47

Continental
D
Divide

iscussion with leaders on the trade show floor
couldn’t help but turn to nuances in the two markets, or celebrating its differences if you will.
One variance is the larger profiles used in Europe as
compared to the U.S. Profine unveiled several new products including a 76 mm system. Thiroff offered a statement exclusively to DWM magazine saying this product
will be introduced to the U.S. as the company is extremely committed to this market. “We are looking for window
fabricators to design it,” he said.
At the Inoutic booth (known as Deceuninck in the U.S.),
the company displayed three generations of profiles. “In
Europe they are moving to 76 mm and the U-factors are
very different than that of the U.S.,” said Filip Geeraert,
president of Deceuninck North America. “Many times the
U-factor is linked to the profile as opposed to the U.S.
where it is center of glass.”
Another difference is increased use of triple-glazed
products. In fact, triple glazing is more and more the standard in Europe.
“Seventy percent of windows in Germany are tripleglazed,” said Tom Debusschere, Deceuninck CEO. “In
Europe there is a fundamental cultural difference
about the longevity of the house. In Europe, homeowners have the notion that they will someday pass
the house to their children. In the U.S. they move as
they change careers, gain a promotion, etc.”

Europe and the U.S:
Oceans Apart?

“So in Europe they are looking to pay more and are
more focused on quality,” he said. “Thermal values are no
longer even a discussion here.”
But while European companies may be the trendsetters, the U.S. sometimes takes the lead. In fact,
Deceuninck’s U.S. division developed the Innergy reinforcement system which it showcased to see if there is any
interest in the product for European markets.
It turns out there was: The company received an
award for architectural innovation and was chosen
among 35 nominated companies at fensterbau. A jury
composed of architects and architectural magazine
representatives selected the company’s Innergy product as the ultimate winner.
“We are PVC believers,” said Michael Stoeger, technical
director of Central and Eastern Europe.
“Architects don’t see the value of PVC as they focus
on aluminum and wood,” he said. “We encourage
architects to consider this wherever it makes sense,” he
said. “With this material we are able to combine the
advantages of both PVC and aluminum.” A benefit of
the Innergy product is that it allows the use of a slim
profile (59 mm on the frame and sash).

Make it a Triple
Here in the U.S. many companies
resist the move to a triple unit while in
Europe it is almost the norm.
“Seventy percent of windows in Germany are triple-glazed,”
said Tom Debusschere, Deceuninck CEO.

Profile Size
In Europe, the size of the
profile is much larger than in
the U.S. Inoutic (Deceuninck)
displayed 76 and 84 mm
designs at Fensterbau. Will
the U.S. ever go larger? If
Profine has anything to do
with it, yes. The company
unveiled a 76 mm system
that it is introducing to the
U.S. market as well as Europe.
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Material Differences
PVC: “PVC is at a different level here,” said Chris Dimou,
president and CEO, Roto Frank of America, pointing out the
higher quality of PVC products.
No Fiberglass: Though
fiberglass is growing each
year in the U.S. it is nearly nonexistent in Europe,
says Bernard Rokicki,
Inline Fiberglass. The company exhibited for the
first time at fensterbau to
“explore opportunities for
fiberglass in Europe.”
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Another huge trend at Fensterbau was the interest in
color.
“People are willing to spend and there is a great
interest in colors,” said Steve Dillon, VEKA marketing
director. “We are really focused now on bringing these
colors to the U.S.”
Demand for a large array of color options is highly present in the European market. To meet this demand,
Deceuninck introduced its Omniral profile coating and is
available in 36 colors. In fact, Debusschere said the company invested $5 million in a factory devoted to this sustainable, water-based coating.
When comparing European window shopping behaviors to those in the U.S. Debusschere pointed out that
Europeans are much more focused on staying in a home
for multi-generations so they look for a quality energy-efficient window. “What kind of car would you buy if you
knew you were going to be in it for 30 years?” he asked.
While Europe is ahead in most areas, what may be surprising is that the country has not adopted fiberglass
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products. In fact, Bernard Rokicki of Inline Fiberglass said
the company exhibited at fensterbau for the first time to
explore fiberglass opportunities here.
One U.S. attendee, Peter Folsom, who is the president of Panorama Windows in the Bronx, N.Y., was also
surprised at the absence of this material.
“Since we have been producing a pultruded fiberglass window since 2000 and are about to come out
with a pultruded tilt/turn window and a pultruded single leaf and French door, I was surprised that the only
two pultruded products that I saw were Canadian
[Inline Fiberglass] although there were three European
pultruders with booths,” he said. “I had always thought
that the Europeans were way ahead of the Americans
in window technology but this time I think that they
have missed the boat! I remember back in about 1986
there was an Austrian company at Fensterbau that
exhibited a pultruded tilt/turn and I thought that it
was the most interesting thing in the show. The next
time I went it was gone.”

The Next Generation

A Beautiful Mind

In Europe, homeowners have
the notion that they will someday pass the house to their
children. In the U.S. they move
as they change careers, gain a
promotion, etc., points out
Deceuninck’s Debusschere.

While individuals and companies
in general are often resistant to
change, one exhibitor said the
Europeans are more open to new
ideas.
“The Eastern Europeans don’t
have this mindset of always doing it a certain way. They are
more open-minded.”

Energy Efficiency
In Europe, it is an undisputed fact
that in terms of energy efficiency,
the country is world’s ahead of the
U.S. in everything from recycling to
the efficient windows produced.
“Yes, Europe is way ahead, but U.S.
companies “will get there,” said
Renolit CEO Michael Kundel.

Testing 1-2-3
In the U.S. a large part of
testing performed is impactrelated, that’s not the case in
Europe. Here it’s more about
air, water and security testing,
according to Marcel van der
Hoeven, technical sales representative with GU Hardware.

While many residential companies in
the U.S. are expanding into the commercial market, Deceuninck president Filip
Geeraert, said in Europe it
is more of a split.
“In the U.S. companies
primarily are residential
or commercial,” he said. “In
Europe it is more of a blend
that they are in both markets.”

Photo: Simonton

A Dual Purpose

A European Mainstay
Several representatives of
exhibiting companies talked about
the fact that tilt-and-turn windows
(prevalent in Europe) are on the rise
in North America.

continued on page 50
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continued from page 49

Start Your Engines

Urban’s new corner cleaner offers full functional cleaning.

Machinery offerings occupied more than two halls at the
fensterbau/frontale show which was held recently in
Nuremberg, Germany. Here DWM offers a glimpse at some
of the new products.
Rotox displayed the European version of its SMH510
new welder which truly changes the way windows are
made, according to Joe Sigmund, vice president, Rotox.
“The original history of PVC is that you can only make

as many windows as you can weld,” he said. “This new
machine can weld twice as fast as previous versions on
the market and it produces a stronger and more accurate
weld.”
How does it achieve the latter? Everything is CNC
driven, he explained. “If you put a piece in that is too big
it will unclamp itself.”
This technology can weld two sashes in 24 seconds.
The price is 30 percent more than other welders on the
market but you can make that up in a few months, said
Sigmund. He added that the machine works particularly
well with U.S profiles as these are smaller in size than
their European counterparts.
Elumatec introduced some machines including a CNC
pusher saw, the SBZ 616. Another new product is the
profiling machining center, SBZ 137. The 4-axis machine
uses an on-board automatic tool magazine and clamps
that can be adjusted with almost no tools required. All
maintenance and cleaning can be performed from the
front and side of the machines making space-saving
installation of the machine directly against a wall possible, according to the company.
Witte introduced three new machines for arch production including the Hot-Air System Vario ES. The machine
comes with a mobile heating device with three segments,
variable adjustment of heating lengths, separate temper-

Product Configuration
Management

Lock down perfectly
Lock
configured product orders
year.r.. 4,
4,000
000 customers. Fast and
Four million quotes a year
accurate sales proposals, orders, and shop floor drawings.
How does Overhead Door do it? With help from Infor Product
Configuration Management, an easy-to-use configuration
system that helps dealers and manufacturers increase sales,
reduce costs, and differentiate their brands.

go
go.infor.com/doors
.infor.com/doors

Copyright ©2014 Infor.
Infor. www.infor.com.
www.infor.com. All rights reserved.
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ature regulation, moveable segments, profile feed from
front and back and a closed circulation air system.
Italian supplier Pertici displayed several machines
including a “very fast machining center that is well
known for its reliability,” according to Mauricio Cei,
chairman. The product can cut 150 windows made of
nine pieces in a shift of eight hours.
Sturtz featured a glass sorting system for North
America, the GPK-52 Fully Automatic Glass Buffer/Order
Picker. The company says this puts an end to carrying and
searching for lites of glass and sandwich panels during the
production process. The glass sorting and order picking
trolley takes care of feeding to the glass buffer as well as
the controlled order picking of the required panes of glass
and sandwich panels at the glazing workstation.
The Urban SV 840 CNC corner cleaning machine offers
full functional cleaning, according to Mitchell Heckbert,
vice president of sales and service. The measuring and
complete clamping of the window elements guarantee the
highest possible processing and repeat accuracy with different profile and element sizes.
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.
❙
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Sturtz makes glass sorting easy.

At the Emmegi booth, the company displayed a variety of
machines including a new one from Italian supplier Pertici
who is entering the U.S. market.

Carry Case Creations

Options for Presenting
Your Options

1-855-774-7974

smithcase.com
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5 Ways to Wow in your Showroom

BY

TARA

TAFFERA

FOCUS ON DEALERS
Newpro takes its showrooms on the road to various mall locations.
eeing is believing, at least that’s how the old
adage goes. If your customers don’t have the
chance to see your door and window products in action, it may be a little difficult for them to
believe the product claims. If you are a door or
window retailer who wants to make money, offers
a variety of options and wants the customer to get
a feel for the door and window shopping experience, you need a showroom.
Showrooms do require an up-front investment,
but as many dealers we spoke to can attest: “You
have to spend money to make money.”
Marci Karales, vice president of marketing/business development at Newpro Windows in Woburn,
Mass., says showrooms generate a stronger lead
and opportunity to close a sale.
“A hesitant homeowner on the phone who is
not converting to an appointment may be more
apt to visit a showroom prior to scheduling an
appointment where they can at their leisure take a
look and engage with a marketing specialist,” she
says. “This provides the venue to see and touch the
product versus looking at a photo or iPad presentation during an in-home sales presentation.
She adds that the showroom venue provides a
neutral environment and sets the stage for the inhome visit—“pre-positioning at its best.”
Casey Kerkhoff, CEO of Westeck Windows, says

S
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his showroom has helped his company increase
the company’s closing rate.
“Overall we feel that our closing rate increased
substantially,” he says. “In fact our closing rate
with clients that visit our showrooms is around 85
percent.”
John Wilding, president and chief operating
officer at Florida’s FAS Windows and Doors, says its
closing percentage doubles on sales where customers come into the showroom.
Justin Bartley, owner of Next Door and Window,
with three locations throughout Illinois, says anecdotal evidence suggests that the company is 50
percent more likely to close a sale once the homeowner visits one of its showrooms.
Kerkhoff points out however that success does
not happen overnight.
“In the beginning years [6-7 years ago] we
would only see about 10 visitors a week, now it’s
approaching 75 per week,” says Kerkhoff.
Most door or window retailers have a showroom, but few have strong ones that help close the
sale.
We talked to several door and window dealers
and asked them to tell us about what it takes to
make an effective showroom. Take a step-by-step
look at what you need to do to create the ultimate
showroom experience for consumers.
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Dealers agree a showroom must be clean and free of clutter.
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Kerkhoff says a showroom must be within a 15-20 minute driving distance of most customers, but is
a requirement that is easier said than done. “Our Vancouver flagship showroom [5,000 square feet] took
almost five months to find, but it was worth the search and the wait,” he says.
Kerkhoff says his company had some missteps before finding the ideal location. Westeck has two identical showrooms, 2,500 square feet in size, around British Columbia.
“We made all the typical errors—small, economical
and in a no-traffic, no-visibility location,” he says. “The
results were in accordance—poor.”
So the company started over and on April 25, 2014,
reopened one of those showrooms, this time 3,000
square feet in a great location across from a Ford and
GM dealer. “Currently, we are searching for a Seattle
showroom,” adds Kerkhoff. “Again, the location is
imperative and until we locate it, nothing will happen.”
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At FAS Windows and Doors,
closing percentages double when a
customer visits a showroom.

E

Aesthetics

The showroom must be attractive—inside and out. At Florida’s
FAS Windows and Doors Wilding
advises to not clutter the floor
with too many samples. “Make the
showroom easy to walk through
and inviting,” he says.
Dealers should make the most
of usable space, Wilding adds. “Try
and use in-wall displays where
possible to make more room in the
actual showroom,” he notes.
Kerkhoff agrees that showrooms must be spotless everywhere—including bathrooms. And
speaking of the bathrooms, don’t
ignore this spot as a place to hang
promotional product posters, he
adds.
Karales says to make sure your
showroom space is engaging,
well-lit and easy to navigate.

Many dealers agree that making the homeowner comfortable is key. In fact, Kerkhoff says his closing rate
in these settings is well in excess of 80 percent. How does his company do it? Have fresh coffee readily available, and a couple of bar stools.
Tony Ramirez at TR Window Services in Littleton, Colo., also listed comfort as his top tip. A fireplace, wood
table and comfortable chairs to sit down and talk to a client are all key as well as having items such as coffee, soda and water available. He even suggests soft music. “The customer is put at ease that way and it gives
us more one on one time with the homeowner,” says Ramirez.
continued on page 54
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Showrooms are great tools, but people won’t
come if they don’t know about it, says McKenzie
E Kaiser in door and window sales at Boyce Lumber
& Design Center in Missoula, Mont. The company
uses
its website and commercials to advertise.
S
“Investing in your showroom is a must,” says Kaiser. “In
the end, if the customer is able to get their hands on the product, they’re more likely to buy.”
Once you get the homeowner in the door, they will have a
lot of questions when they come in so having someone knowl- Boyce uses its website and TV commercials to
edgeable in the showroom is really important, adds Bartley.
draw homeowners into its design center.

Options

5

than any catalog or website can do.
N
If you sell doors, as does Bartley, a
In addition to drawing the customers, it also enhances
showroom is a must. Bartley’s number
the value add potential, a point to which Kerkhoff agrees.
one tip: a wide selection of options. The W
“One of our staff was working with a developer
E
company has 50 doors on display in one
and their architect. Price [as always] was a concern,”
of its locations.
he says. “But we were not comfortS
“The homeowner wants to be
able with the products they had
able to see a variety of glass
chosen for that particular locaoptions and styles, he says. “When
tion—high exposure etc. We therepeople shop for doors they almost
fore declined to provide a price on
always want to go into a showthe requested product. Eventually
room and see the glass up close.
they visited our showroom in
They want to touch and feel how
Vancouver. The result: they agreed
heavy the door is. Some people will
with our assessment in respect to
buy windows without coming into
their original plan. They also
a showroom. When it comes to
rejected our suggestion of medium
entry doors people almost always Next Door and Window says options are key— doors, instead they went one furwant to come into a showroom to one of their showrooms show 50 styles of doors. ther and choose all our large Euro
test drive the door.”
lift and slide doors [five per unit
Kaiser also advises showroom staff to not forget about times 22 units].”
the upsell. Obviously no one can show every option out
He adds that they were also able to view the company’s
there but even having small things at hand such as color contemporary doors, and while they didn’t plan on making
and wood grain samples helps people visualize a lot better this purchase they bought 22 on the spot.

Taking the Show on the Road
At Newpro Windows in Woburn, Mass., Marci Karales,
vice president of marketing/business development, says
the company has done it all, including the traditional
showroom at its store locations. The company’s business
model, however, is to “bring the showroom to the homeowner daily via in home appointments and demonstrations by our product specialists.”
But one venue where the company has found success
is the non-traditional showroom venue via pop-up inline
retail space in major malls.
“We are currently operating a 1,000 square foot
inline store at a Simon mall location which is staffed
during high traffic days and hours,” says Karales. “The
inline store venue at the right place and right time is
optimal for capturing an audience in a non-competi-
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tive environment bringing a consumer
who may not be at the place in the
buying cycle where they would have
called us to schedule an appointment,
further along into the cycle. The visitor didn’t come to the mall looking for
home improvements but they have a
project in mind so the convenience and
relaxed, non-threatening environment this venue
offers is perfect for engagement.”
She explains that the term “pop-up” refers to taking advantage of temporary/remnant inline store
space as it becomes available. For Newpro, the company learns of these opportunities through relationships
it has developed with the Simon Mall Group.
❙
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Distribution News
LEAD PAINT NEWS

EPA Levies Heavy Lead Paint Penalties

FOCUS ON DEALERS

he Environmental Protection
Agency (EPA) handed down
several penalties in 2014 proving that the agency continues to
place a high priority on enforcement of its Lead Renovation, Repair,
and Painting (LRRP) Rule.
In the largest-ever violation of the
LRRP Rule, the Department of
Justice and the EPA announced in
April that Lowe’s Home Centers has
agreed to implement a comprehensive, corporate-wide compliance
program at its more than 1,700
stores nationwide. Lowe’s must
ensure that the contractors it hires
to perform work minimize lead dust
from home renovation activities as
required by the LRRP Rule. The
company also will pay a $500,000
civil penalty.
The settlement stems from violations, discovered by EPA inspectors,

T

of the LRRP Rule’s recordkeeping
and work practice standards at private homes that had been renovated
by Lowe’s contractors.
“The settlement sends a clear
message to all contractors and the
firms they hire: Get lead certified
and comply with the law to protect
children from exposure to dangerous lead dust,” says Cynthia Giles,
assistant administrator for EPA’s
Office
of
Enforcement
and
Compliance Assurance. “Lowe’s is
taking responsibility for the actions
of the firms it hires, and EPA expects
other contractors to do the same.”
This action is the first of its kind
to address lead-safe work practices
on a system-wide basis, according
to Robert G. Dreher, acting assistant
Attorney General for the Justice
Department’s Environment and
Natural Resources Division.

Lead Paint Fines to Date
Company

Date

Fine

Lowes

April 2014

$500,000

Various New England Businesses

April 2014

$53,212

March 2014

$25,690

February 2014

$274,000

Thermo-Twin Industries,Oakmont, Pa.
35 Other Firms
Allen Enterprises Rental Properties. Laconia, N.H.

July 2013

$2,400

Two Rhode Island Landlords

April 2013

$13,900

Northeast Housing LLC and Balfour Beatty Military
Housing Management LLC, New England
The owners and manager of 11 housing units at
ten properties in the Holyoke, Mass., area

May 2012

$89,300

January 2012

$16,000

Window World, St. Louis

April 2011

$19,529

Window World, Omaha, Neb.

April 2011

$3,976

Grand Total...............................................................................................$998,007
Editor’s note: The above chart is a DWM compilation of fines handed down by the EPA since the rule went into
effect April 22, 2010.
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EPA’s investigation was prompted
by tips and complaints submitted by
the public.
In
February
2014,
EPA
announced enforcement actions
that require 35 renovation firms and
training providers to take additional
steps to protect communities by
minimizing harmful lead dust from
home renovation activities, as
required by the LRRP Rule. Those
settlements generated a total of
$274,000 in civil penalties.
In March, the EPA set its sights on
Thermo-Twin Industries Inc., based
in Oakmont, Pa. That company
agreed to implement lead-safe precautions when renovating pre-1978
dwellings. The company will pay a
$25,690 civil penalty to settle alleged
violations.
The company allegedly violated
the rule during its renovation of
three residential properties in
Glenshaw, Latrobe and Yukon, Pa.
According to EPA, company
employees failed to take required
lead-safe precautions, such as
removing objects and covering the
work area with plastic or other
impermeable sheeting.
The company also allegedly
failed to provide the owners and
occupants of the properties with an
EPA-approved lead hazard information pamphlet, known as the
Renovate Right pamphlet, before
starting renovations at the properties. As part of the settlement, the
company did not admit liability for
the cited violations, according to
the EPA.
Also in April, the EPA reached settlements with several New England
area businesses, accounting for an
estimated $53,212 in settlements.
www.dwmmag.com
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COMPANY NEWS

Colorado-based Kodiak Building
Partners has agreed in principle to
purchase substantially all the
assets of Factory Builder Stores, a
large independent specialty distributor of appliances and cabinets based in Houston, Texas.
Kodiak chairman Paul Hylbert told
DWM magazine, “We expect to
expand our window distribution,
our major product at Gulf and
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PEOPLE NEWS
ProBuild Holdings LLC has
appointed Jeff Pinkerman chief
financial officer (CFO).
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“Jeff brings decades of finance
leadership and a deep experience
with distribution to the CFO role,”
says Rob Marchbank, CEO of
ProBuild Holdings. “His experience
in public companies and private
equity, coupled with his expertise
in all aspects of accounting, finance
and operations, will be a tremendous asset to ProBuild in our next
phase of growth.”
Pinkerman brings more than 20
years of finance experience in industries including telecommunications,
construction and distribution.
❙

Ê Ê Ê Ê

Ê
Ê

+

Archives

ProBuild Names
Jeff Pinkerman CFO

Ê
Ê

Search

Basco, through the FBS network.”
With locations in Austin, San
Antonio, College Station, Corpus
Christi, the Dallas-Fort Worth
market as well as Houston,
Factory Builder Stores provide
broad coverage serving builders
throughout the state.

Kodiak Building
Partners and Factory
Builder Stores to Join Forces
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Truth Hardware - The Industry’s Leading Engineered Solutions Provider.
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Distributor Products

FOCUS ON DEALERS

DOORS
Door Meant to be Broken

WINDOWS
Silent(Guard®) is Golden

Solar Innovations Inc., a custom
manufacturer of residential and
commercial sliding glass doors, has
introduced a thermally broken
pivot door system that the company says provides a solution for
applications that require a large
opening with minimal floor space
available for interruption. The
pivot door combines a thermally
isolated frame with insulating glass
units (IGU) and an offset hinges
located at the top and bottom
instead of left and right as found on
traditional terrace doors.
The doors’ IGUs have stainless
steel spacers and thermally broken
aluminum framing. Pivot doors can
be used in both residential and
commercial applications and Solar
Innovations can design custom
pivot doors based on customer
requirements, including size, color
and glazing.
❙❙➤ www.solarinnovations.com

Thermal Windows and Doors has
introduced SilentGuard windows, a
replacement window line manufactured with noise-reducing technology. SilentGuard windows offer noise
control to reduce outside noises from
barking dogs and loud lawn mowers
to
sirens
and
motorcycles.
SilentGuard Windows have a sound
transmittance class (STC) rating of 34,
helping to reduce exterior sound by
43 percent compared to average single pane aluminum windows, the
company says.
SilentGuard Windows are available
with options including woodgrain
interior finishes, exterior paint finishes and decorative hardware.
❙❙➤ www.thermalwindowsanddoors.com

APPS
Therma-Tru Launches App
Therma-Tru Corp. launched the
DoorWays App for iPhone and iPad.

The DoorWays
App
brings
mobile shopping and visualization into
one tool that
expedites the
selection and
buying process
for trade professionals and homeowners alike.
The marketing tool features the
Therma-Tru portfolio of fiberglass
doors in the most popular sizes, as
well as decorative, privacy and specialty glass.
Other app features include the
ability to create and save multiple
door and glass combinations; share
different door looks via e-mail, text
and Facebook; and size and scale
doors in camera view with the app’s
built-in visualizer. The app also
allows users to create a photograph of
a selected door super-imposed over
the inside or outside of the home.
❙❙➤ www.thermatru.com

WINDOWS
All the Colors on the Spectrum
Windsor Windows and Doors expanded the color spectrum for its clad paint program.
Its painted doors and windows are available in 42 inhouse colors with a powder-coat finish that the company
says provides stronger defense against the elements.
The clad paint program now offers 22 standard colors
plus 20 feature colors at no additional cost, with no order
minimum.
The thermoset powder-coat finish of the new clad paint
has enhanced durability, the company says. Electrically
charged powder is oven-baked onto cladding on Windsor’s
aluminum extrusion powder-coat paint line creating a hard
finish that the company says is less prone to chipping,
scratching or fading than liquid coatings. This powder-coat
surface is covered by a 20-year warranty in both standard
and feature colors on the AAMA 2604 finish on aluminum
cladding. An optional extended-life warranty to 30 years is
available on aluminum cladding with the AAMA 2605 finish.
The paint is offered on Pinnacle and Legend HBR windows and patio doors, a hybrid that combines clad/wood
sash with a cellular PVC frame.
❙❙➤ www.windsorwindows.com
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Ones to Watch

PROMOTIONS

Kolbe Names New
President and VP
of Manufacturing
Kolbe and Kolbe
Millwork
Co.
Inc.
named Jeff De Lonay
as company president
Jeff
and appointed him to
De Lonay
the board of directors.
Michael Salsieder retired from this
position at the beginning of April.
De Lonay has served as executive vice president for the last four
years, as president of Kolbe’s subsidiary Point Five Windows and
Doors for the last six years and
as vice president of manufacturing for 13 years. In his new role as
president, he will oversee all of
Kolbe’s facilities, divisions and
operations.
The company also
promoted
Keith
Koenig to vice president of manufacturing
and added him as the
newest member of the
company’s executive
Keith
leadership team. In his
Koenig
new role, he will oversee operations of Kolbe’s manufacturing facilities in Wausau, Wis.
During his 27 years of millwork
industry experience, Koenig spent
the last eight years as director of
manufacturing. Prior to that position, he worked in a number of
management roles including exterior doors manager.

NEW HIRES

Associated Materials
Group Names New
President and CEO
Associated Materials Group Inc.
has appointed Brian C. Strauss as
president and CEO and a member of
its board of directors. Strauss served
the past seven years as president and
CEO of Henry Co., a privately held
building materials company. He
60
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replaces interim CEO Dana Snyder
who will remain on the company’s
board of directors.
“Brian’s background in building
products, his commercial and strategic skills and his ability to develop a
strong team make him the ideal fit for
us as the next chief executive at AMI,”
said Erik Ragatz, chairperson of the
company’s board of directors. “Brian’s
focus will be to lead, further develop
and execute AMI’s mission of becoming the premier provider of exterior
building product solutions to professional contractors. We are confident
that Brian's proven leadership capabilities will mean great things for our
organization and our dealer and distributor partners.”
“I am truly excited about the
opportunity to use my building products experience to make an impact at
AMI and continue its more than 65
years of growth and success,” said
Strauss. “There is a large opportunity
ahead for this company and my
intent is to focus the talent and passion of the organization to drive
operational excellence, superior
service and an even greater focus on
our customers.”

Quanex Hires New
Leadership for Window
and Door Systems
Quanex
Building
Products has hired
Tracy Forrester as
director of quality and
Kim Alexander as vice
president of operations
for Window and Door
Tracy
Systems. Both Forrester
Forrester
and Alexander will be
located at the Richmond, Ky.,
location.
Forrester has more than 20 years
of experience driving sustainable
growth in quality and operations.
He will be focused on overseeing
quality and cost reductions within
the window and door systems divi-

>I

sion. He has a bachelor
of science in business
administration from
Tri-State University and
most recently served as
director of quality for
Utilimaster Corp.
Kim
Alexander has more Alexander
than 30 years of experience in operational manufacturing
roles. He will be focused on implementing key business practices to
improve operational efficiency,
developing performance metrics
and leading strategic initiatives
within the window and door systems division. Alexander holds a
bachelor of science in business from
The Citadel, The Military College of
South Carolina, and most recently
served as vice president of operations for Danchem.

Chelsea Building
Products Hires Stephen
Kriss and Jason King
Oakmont, Pa.-based
Chelsea
Building
Products hired Jason
King as business development manager for
the specialty products
Jason King division and Stephen
Kriss as a sales trainee.
As a part of Chelsea’s
sales department, King
will focus on increasing
sales through customers and prospects
by focusing on specialty
Stephen
building product marKriss
kets as well as other
fabrication distribution markets as
it relates to specialty product
opportunities.
King has nearly 13 years of experience in the specialty building products sector. He has held various
positions in sales and sales management at B.W. Rogers, Azek Building
Products and Georgia Pacific.
Also part of Chelsea’s sales diviwww.dwmmag.com
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sion, Kriss will begin his career in
the customer service department,
spending time learning about
Chelsea Building Products processes, customers and the products
they manufacture.
Kriss is a recent graduate of IUP
where he obtained a bachelor’s
degree in marketing.

PGT Announces
New Appointments
Doug Ferrante and Jamison Eige
have joined Florida-based manufacturer PGT Industries.
Ferrante joins PGT in the newly
created position of national account
sales manager responsible for all
national accounts. Ferrante’s experience includes sales and business
development, most recently with
H.D. Smith and Cardinal Health.
Eige joins PGT as regional sales
manager responsible for the southwest Florida region. Eige’s previous
positions have been in the building
products industry, most recently
with AWP Windows and Doors.
The company has also hired
Danielle Mikesell as director of
marketing. As director of marketing
for PGT, Mikesell will be responsible
for the development of the marketing strategies for the company’s
door and window brands. In her
previous position as marketing
director at Masco Cabinetry,
Mikesell led all marketing activities,
including brand strategy, research
and advertising for multiple brands.

Bostik Adds
Territory Sales Manager
Jonathan Conley has joined
Bostik Inc. as territory sales manager for the mid-Atlantic region.
“One of our many goals in 2014 is
to build the industry’s strongest and
most professional sales team,” says
Michael Jenkins, business director,
Bostik Consumer and Construction
Business Unit. “With more than 14
www.dwmmag.com
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years of key market experience,
Jonathan is a great fit, as he brings
extensive, practical knowledge of
flooring to his new role with us.”

VEKA Hires Wadel as Eastern
Canada Sales Manager
Jason Wadel is a new regional
sales manager for VEKA Inc. Based
in Waterloo, Ontario, Wadel will
manage all sales efforts in eastern
Canada for the company. He will be
tasked with growing the sales revenue and profitability of the region
by managing existing customers,
securing new business with
prospective customers and identifying new business opportunities.
Wadel has spent the last 16 years
with Urban Machine Corp. as a
sales and technical lead as well as a
field service technician early in his
career with Urban.

Masonite Adds New Talent
to Residential Door Business
Tony Hair joins Masonite
International Corp. as vice president and business leader for the
residential door business. He will
be responsible for the financial performance, strategic planning, sales,
marketing, branding and product
management for the North
American residential door business. He will report directly to Larry
Repar, executive vice president and
Masonite’s chief operating officer.
With more than 20 years of
experience in two leading industrial companies, Hair has worked
in a variety of key functions
including: research and development, engineering, supply chain,
marketing and general management. He spent the past eight
years at Newell Rubbermaid, most
recently as senior vice president
and general manager for the
decor business and previously as
president of the global hardware
business unit.
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Attention
Door
Companies:
Stop Wading
Through the Clutter

Do you want information
tailored directly to
your needs?
Check out DWM’s
Everything Doors website at
www.dwmmag.com/
everythingdoors.
The site has unique
content and new stories
are added frequently.
Content includes door
news, products, feature
articles, dealer profiles
and more.

Bookmark
it today!
The site is sponsored by
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Architectural Glass
AGC Glass Company
North America
11175 Cicero Drive
Suite 400
Alpharetta, GA 30022
P: 800/251-0441
or 404/446-4200
www.us.agc.com
info@us.agc.com
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
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SUPPLIERS
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
quanexpr@quanex.com
www.quanex.com

Jamb Adjusters
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Muntin Tapes
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Patio Door Screens
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Stiffeners
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Thresholds
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Weatherstrip, Doors
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Door Hardware &
Related Products
Amesbury
222 Rosewood Drive
Danvers, MA
978/539-6700
www.amesbury.com
Strybuc Industries
2006 Elmwood Ave.
Suite 102C
Sharon Hills, PA 19079
800/352-0800
fax: 610/534-3202
www.strybuc.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
quanexpr@quanex.com
www.quanex.com

>I

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
Insulating Glass &
Related Products
Airspacers
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
quanexpr@quanex.com
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
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Muntin Bars
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com
Sealants
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com
Spacers
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com
Door & Window
Machinery/Equipment
Production Lines
Quanex Building Products
1800 West Loop South
Suite 1500

Contents

Houston, TX 77027
quanexpr@quanex.com
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
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
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WoodWare Systems
8304 Macon Terrace Road
Cordova, TN 38018
901/763-3999
fax: 901/763-4064
www.woodwaresystems.com
Window Hardware &
Related Products
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
Operators
Roto North America
14 Inspiration Lane
Chester, CT 06412

1994 — 2014
Years/Ans
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800/243-0893
fax: 860/526-8390
Window Hardware
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
quanexpr@quanex.com
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/windows ❙

Celebrate
20
Years of
Win-doo
r

Be sure to save the date for November 18-20 when the Win-door North America trade show celebrates its
20th Anniversary. The event will be held in Toronto at the Metro Toronto Convention Center.

The show, sponsored by Fenestration Canada, has special events planned to commemorate this milestone.
Incorporating
SHELTER® Magazine
DOOR & WINDOW MARKET MAGAZINE

DWM Magazine serves as the
official publication of Win-door.

www.dwmmag.com

www.windoorshow.com
May 2014
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NowShowing
CALENDAR OF EVENTS

2014
June 12-14, 2014
Fenestration Canada
Annual General Meeting
Hotel Fort Garry
Winnipeg, Manitoba
❙❙➤ www.fenestrationcanada.ca

June 17-19, 2014
WDMA Annual Technical Conference
Sponsored by the Window and Door
Manufacturers Association
Pittsburgh, Pa.
❙❙➤ www.wdma.com

June 26-28, 2014
AIA National Convention
Sponsored by the American
Institute of Architects
Chicago
❙❙➤ www.aia.org

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

July 8-July 11,2014
2014 Guangzhou Shading
Door-Window Expo
Poly World Trade Center, Pazhou
❙❙➤ www.gzshading.cn

September 8-11, 2014
MMPA Industry Wide Event & Plant Tours
Lancaster Marriott at Penn Square,
Lancaster, Pa.
The event is open to all (including non
MMPA Members) manufacturers, lumber wholesalers, distributors, sawmills,
panel producers, and suppliers.
Event to include plant tours, tabletop
event, information panels and equipment demo.
Plant tours will include: Kountry Kraft
Mfg, Northway Industries, Plain &
Fancy Kitchens Mfg, Signature
Cabinets, Signature Companies,
Universal Forest Products
Versatek Enterprises, Wayneco, Weaber
Lumber and York Caskets.
September 9-11, 2014
GlassBuild America
Las Vegas

September 22-25, 2014
NFRC Fall Membership Meeting
Delta Victoria Hotel
Victoria, British Columbia
Canada
❙❙➤ www.nfrc.org

Sept. 30–October 1, 2014
WDMA Executive
Management Conference
The Charles Hotel
Cambridge, Mass
❙❙➤ www.wdma.com

October 19-23, 2014
Association of Millwork
Distributors 50th Annual
Convention and Tradeshow
Tampa, Fla.
❙❙➤ www.amdweb.com

November 18-20, 2014
Win-door North America
Metro Toronto Convention
Center, South Hall
Toronto
❙❙➤ www.windoorshow.com

❙

❙❙➤ www.glassbuildamerica.com
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Help Wanted

Reps Wanted

64

CUSTOM PROFILE
EXTRUSIONS

Vision Hardware, a large North
American manufacturer of window
and door specialty hardware, seeks
representation in select west coast
and south east territories.
Interested candidates please email
resume and cover letter to
jobs@visionhardware.com

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

To place your classified listing,
please contact Janeen
Mulligan at 540/602-3255,
or email jmulligan@glass.com.
Classifieds start at
$129 per column inch.

Door & Window Market

Order

Custom Reprints
from DWM
Magazine

Incorporating
SHELTER® Magazine
DOOR & WINDOW MARKET MAGAZINE

Whether it’s a reprint of your ad
or a reprint of an article in which
your company was featured,
reprints are a great way to market your company at trade shows
or through mailings to potential
customers.
Remember that no reprint is too
large or too small!

For more information,
contact Holly Biller at
540/720-5584 x123.
www.dwmmag.com
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ADVERTISING INDEX • MAY 2014
Page Company
16, 17

Phone

Fax

Web Address

AGC Glass Company North America

800/251-0441

404/446-4220

www.us.agc.com

5

Amesbury Group

800/325-3359

585/627-5979

www.amesbury.com

11

Cardinal IG

952/935-1722

952/935-5538

www.cardinalcorp.com

9

CGI Windows

800/442-9042

Not Available

www.targawindows.com

877/563-4251

513/539-5403

www.deceuninck-americas.com

CW1, CW2 Deceuninck
39

Erdman Automation

763/389-9475

763/389-9757

www.erdmanautomation.com

C2

EuGenie Canada

855/384-3643

450/477-7912

www.doorjambmachine.com

61

Everything Doors

540/720-5584

540/720-5687

www.dwmmag.com/everythingdoors

40

Fenzi North America

416/674-3831

416/674-9323

www.fenzi-na.com

27

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

3

Guardian Industries

866/482-7374

248/340-2111

www.windowinsight.guardian.com

50

Infor

866/244-5479

Not Available

www.go.infor.com/doors

19

John Evans’ Sons Inc.

215/368-7700

215/368-9019

www.springcompany.com

1

Kommerling Windows and Doors

800/330-2239

Not Available

www.kommerling.com

21

LaCantina Doors

888/720-9775

760/734-1591

www.lacantinadoors.com

59

PRL Glass Systems Inc.

877/775-2586

877/274-8800

www.prlglass.com

Quanex Building Products

713/961-4600

713/877-5333

www.quanex.com

Roto North America

800/243-0893

860/526-8390

www.rotohardware.com

Royal Building Products

866/852-2791

905/850-9184

www.royalbuildingproducts.com

45

Skyreach L&S Extrusions Corp.

866/903-8800

866/302-8899

www.skyreachls.com

51

Smith Case

855/774-7974

336/774-7949

www.smithcase.com

41

Strybuc Industries

800/352-0800

610/534-3201

www.strybuc.com

55

Sturtz Machinery Inc.

330/405-0444

330/405-0445

www.sturtz.com

15

SureFire Systems Inc.

407/699-1862

407/699-4565

www.surefiresys.com

25

Technoform

330/487-6600

330/487-6682

www.technoform.us

41

Tesa Tape Inc.

888/377-5480

800/852-8831

www.tesatape.com

57

Truth Hardware

800/866-7884

507/451-5655

www.truth.com

13

Valspar

866/351-6900

Not Available

www.valsparcoilextrusion.com

63

Win-Door North America

800/282-0003

416/444-8268

www.windoorshow.com

31-34
C3
7, 37

For more information on these companies’ products, visit http://products.dwmmag.com.
www.dwmmag.com
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Industry Indices
HOUSING STATS

Latest Numbers Show Proof
of the Recovery

Source: Reed Construction Data

66

Door & Window Market

>I

Source: Reed Construction Data

www.dwmmag.com
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Two hardware companies
with a singular focus

YOU.

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

rotohardware.com

fasco.ca

WINDOW HARDWARE: CASEMENT & AWNING, SINGLE HUNG & DOUBLE HUNG, TILT & TURN
DOOR HARDWARE: SLIDING PATIO, HINGED PATIO, EURO
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The Natural Solution
for Rot-Free Door Systems
DURA-FRAME™ is: Alaskan Yellow
Cypress, one of the planet’s most
durable rot resistant woods, finger
jointed to the bottom of a premium
pine frame component.

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

s Mull Casing
s Custom
Components

www.gmcompanies.com

Premium Stain-Grade
Door Components
s
s
s
s
s

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

s #HERRY
s -APLE
s +NOTTY !LDER

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.

