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Discover Sentry ™ –
Stylish Design Meets
Intuitive Functionality.
The New Sentry™ Multi-Point Hinged
Patio Door System.
Designed specifically for the North American market, Truth Hardware· s
new SentryŒ Multi-Point Hinged Patio Door Hardware System
combines flexibility with optimal security. Market research told us what
you want and you will find it here in Truth· s new SentryŒ System. From
intuitive functionality like the 90 degree thumbturn located above the
handle to high performance adjustable hinges and multiple handle
designs, all of which easily adapt to your current door system ² the
SentryŒ Multi-Point System produces the superior quality and
performance you expect from the leader in
engineered solutions ² Truth Hardware.

Tongue option fits standard
16 mm or 20 mm eurogrooves
without additional remote
lock processing

Hook Bolt option
creates secure lock-up

Independent dead bolt
feature allows you to secure
the door without engaging
the remote lock points

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

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

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

For more information contact your
Truth Representative or visit www.truth.com

SEE US AT FENSTERBAU
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Three Reasons Why
18 People are Buying Again

Door and window makers are finally making machinery
purchases again. Find out what they are buying and the
top three reasons why now is the time to do so.
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ON THE COVER
Doors were a major
focal point at this years
International Builders'
Show. For all the product trends and introductions, see page 38.
Left column from top
to bottom: Masonite,
Simpson, Therma-Tru and
JELD-WEN.
Right column from top to bottom: Trustile, Simpson, ODL and
Therma-Tru.
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In the U.S. companies often look to Europe for the latest
innovations, as this region often leads the way when it
comes to new technologies. What better place to preview
the latest door and window technologies than at
Fensterbau/frontale to be held in Germany in late March.

Eye on Energy . . . . . . . . . . . . . . . . 10

33 Fiberglass Growth

Secret Shopper . . . . . . . . . . . . . . . 16

DWM editor Tara Taffera toured Toronto’s Inline
Fiberglass recently. Learn how the company was making
fiberglass windows 30 years ago—before even vinyl burst
on the scene.

36 Blurred Lines

What we see out our windows today may in a few years time
look more like what we see on the screens of our electronic
devices today as glass technology continues to evolve.

38 The Big Three

Doors, modern design and innovative windows were the
top trends seen at the International Builders’ Show held
recently in Las Vegas.

departments
What’s News . . . . . . . . . . . . . . . . . 12

Distributor Products . . . . . . . . . . . 44
M&M News & Products . . . . . . . . 46
Introducing . . . . . . . . . . . . . . . . . . 48
Ones to Watch . . . . . . . . . . . . . . . 52
Directory of Suppliers . . . . . . . . . 56
Classifieds . . . . . . . . . . . . . . . . . . . 58
Now Showing . . . . . . . . . . . . . . . . 59
Ad Index . . . . . . . . . . . . . . . . . . . . 59
Industry Indices . . . . . . . . . . . . . . 60

Only Online at www.dwmmag.com/digital/March
Research Proves a Two-Decade Payback for Triple-Pane Windows: It takes two decades or more for triple-pane
windows to pay off financially, based on utility-bill savings, according to a report by energy efficiency experts at the
Department of Energy's Pacific Northwest National Laboratory.
Dear DWM: One reader weighs in regarding DWM’s recent profile of Zen Windows.
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MOREStyles

MORE INNOVATION

VISION PATIO DOOR HARDWARE

NEW PRODUCT

1538
SECONDARY PATIO DOOR LOCK

Ask your Vision Hardware
Representative about our
current incentive offers
for this product.

(800)

220-4756

Available in a variety of shapes and configurations
to accent any sliding door design. Our handles are
available in single and multi point designs with anti
slam feature availability.
Vision Hardware also offers dozens of single and dual
mortise locks, rollers, and other patio door accessories.
Visit www.visionhardware.com for our complete line of
patio door hardware and accessories.
Classic and contemporary styles
Plated and painted finishes
Uncompromised strength & security
Die cast zinc and aluminum
Patented self-adjusting mortise lock available
Handles are available with and without key locks

•
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www.visionhardware.com
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“You Seem so Happy”
BY

TARA

his is a comment an industry
member made to me as we
talked
at
the
recent
International Builders’ Show (IBS).
Yes, I am pretty happy. After years of
writing about plant and company
closures it is nice to be writing
about good news—and lots of it.
One of my jobs as editor of DWM
is to review industry forecasts. I
remember one such prediction several years ago was so bad, I even
wrote a blog about how depressing
it was to listen to the state of the
housing industry. Then there was
the recovery. First it was 2011,
then 2012, then pushed back to
2013. Yes, it finally did
come
in

T

TAFFERA
2013 and the industry couldn’t be
happier.
If you still don’t believe me, this
issue of DWM highlights some of
those positives in the industry. For
one, companies are finally purchasing machinery (see page 18) and
software again (see page 12)—signs
that window companies are ready
to invest.
Read the IBS review and trends
article on page 38, and you’ll see
that innovation is definitely
abounding. And comments such
as, “We will have fun keeping up
with demand,” will be music to
your ears.
You will also be glad to hear people are no longer using the term
“cautious optimism.” “We are no
longer cautiously optimistic. We are now just
optimistic,”
said
Joe
Shaheen, director, sales
and marketing at GED
Integrated Solutions.
So you can see why I am so
happy. If you have signs of your
business picking up send me an
email at ttaffera@glass.com.
❙

Tara Taffera
ttaffera@glass.com ❚ x113
Assistant Editor
Casey Neeley
cneeley@glass.com ❚ x120
Contributing Editors Jenna Reed
jreed@glass.com ❚ x135
Ellen Rogers
erogers@glass.com ❚ x118
Products Editor
Brigid O’Leary
Managing Editor
Dawn Campbell
dcampbell@glass.com ❚ x150
Graphic Artist
Saundra Hutchison
shutchison@glass.com ❚ x132
Advertising
Erin Harris
Coordinator
eharris@glass.com ❚ x110
Events Manager
Tina Czar
tczar@glass.com ❚ x115
Marketing Director Holly Biller
hbiller@glass.com ❚ x123
Marketing Assistant Kelcy Summers
ksummers@glass.com ❚ x117
Customer Relations Janeen Mulligan
Manager
jmulligan@glass.com ❚ x112
Web Developer
Bryan Hovey
bhovey@glass.com ❚ x125
Video Producer
Chris Bunn
cbunn@glass.com ❚ x121
Published by Key Communications Inc.
Debra Levy, president
385 Garrisonville Road, Suite 116
Stafford, Virginia 22554
540/720-5584 ❚ fax: 540/720-5687 ❚ www.glass.com
❚ ADVERTISING OFFICES ❚
Lisa Naugle
lnaugle@glass.com
312/850-0899 ❚ fax: 312/277-2912
Scott Rickles
srickles@glass.com
770/664-4567 ❚ fax: 770/740-1399
Northeast, West Coast Josh Lentz
and Canada
jlentz@glass.com
360/563-4936 ❚ fax: 888/786-8777
Europe
Patrick Connolly
patco@glass.com
699 Kings Road
Westcliff on Sea
Essex SSO 8PH England
(44) 1-702-477341 ❚ fax: (44) 1-702-477559
China and Asia
Sean Xiao
sean.xiao@glass.com
6-411 Xinchao Jiangnanshuidu
No. 162 Liaoyuan Road,
Fuzhou, Fujian, 350007, China
(86) 186-5099-7133
Midwest,
Plain States
and Texas
Southeast

❚ EDITORIAL ADVISORY BOARD MEMBERS
•
•
•
•
•
•
•
•
•
•
•
•

Mike Biffl, national sales manager, Sturtz Machinery
Nick Carter, president, Woodware Systems
Ron Crowl, owner, FeneTech
Robert Farnham, green initiative coordinator, Bethel Mills Inc.
Ric Jackson, director of external affairs, Quanex
Matt Kottke, marketing communications manager for Truth Hardware
Alan Levin, owner, Northeast Building Products
Phil Lewin, vice president of marketing, Vinyl Window Designs
Robert Pecorella, president and owner, Northern Building Products
Mark Toth, Eastern U.S. sales manager, H.B. Fuller
Dominic Truniger, president and general manager, Hurd Windows and Doors
Tom Williams Jr., president, Yuba River Moulding and Millwork Inc.
Permissions: Material in this publication may not be reproduced
in any format without publisher’s permission. Request for both
print and PDF reprints should be directed to the Digital Media
Services department, 540/720-5584; dms@glass.com.

Reason number 521 why I am so happy: The packed halls at IBS, taking me back to
the industry’s heyday.
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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
Your customers gain huge, panoramic
vistas with no sacrifice in comfort or
energy savings.

tEPPST!LPNNFSMJOHVTBDPNt)VOUTWJMMF "MBCBNB

SEE US AT FENSTERBAU
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AAMA ANALYSIS
dlewis@aamanet.org

Let in the Sun
2015 IRC to Include Sunroom Spec
BY
ast fall the International Code
Council (ICC) voted to adopt
AAMA/NPEA/NSA 2100-12,
Specification for Sunrooms, into the
2015 International Residential
Code (IRC). The specification,
cosponsored by AAMA, the
National
Patio
Enclosure
Association (NPEA) and the
National Sunroom Association
(NSA), establishes minimum performance requirements for residential sunrooms (including sunspaces, conservatories, patio enclosures, patio covers, porch enclosures and other related structures)
and the fenestration products used
in their assembly, as built from all
framing materials.

DEAN

LEWIS

L

Lack of Specifications
In its advocacy to the ICC for
adoption of the standard, AAMA
pointed out that prior editions of
the IRC had only addressed sunrooms consisting of typical wood
framing techniques. There were no
provisions for using a stick system
consisting of prefabricated framing
of aluminum, fiberglass, wood or
other materials, with glass or
opaque wall or roof panels and
steel or aluminum connections,
other than by engineering analysis
or other means of demonstrating
equivalency with the IRC.
The lack of definitive specifications and code requirements that
specifically address the full spectrum of sunroom designs had
created confusion in the construction community, as building
officials and industry members
alike struggled to apply unrelated
code definitions and requirements to sunrooms.
6
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Sunroom Categories
The standard establishes five different categories of sunrooms
based upon the intended use of the
space and defines specific design
criteria for each:
• Category I is defined as a nonhabitable, non-conditioned sunroom, thermally isolated from the
primary structure, with walls that
are either open or enclosed with
insect screening or plastic film;
• Category II is defined as a nonhabitable, non-conditioned sunroom, also thermally isolated
from the primary structure but
with enclosed walls with openings glazed with translucent or
transparent plastic or glass;
• Category III is essentially the
same as Category II, except the
fenestration complies with additional requirements for resistance to air infiltration and water
penetration;
• Category IV is defined as a thermally isolated and non-habitable structure with enclosed
walls, but conditioned (heated
and/or cooled) by a separate

>I

temperature control.
• Category V is designed to be heated and/or cooled and is open to
the main structure. It is subject to
additional requirements for air
infiltration resistance, water penetration resistance and thermal
performance.
Each category has specified
structural requirements for wind
loads, dead loads, roof snow loads,
live loads and seismic loads, roof
load safety factor and maximum
deflection of structural members
and panels. These requirements
reference specified sections of the
IRC or ASCE/SEI 7, Minimum
Design Loads for Buildings and
Other Structures, as appropriate.
The document also establishes
specific parameters for a test structure, including minimum depth,
width, slope of roof, etc.

Why the Standard is Needed
The new reference to the specification is expected to make permit
review and inspection of the various
types of sunrooms a much smoother
process because it makes clarifies
those portions of the code that apply
to the five sunroom categories.
Although the AAMA/NPEA/NSA
2100-12 document won’t appear in
the IRC until the publication of the
2015 code is finalized, the industry
plans to begin referencing the sunroom categories in permit applications to familiarize contractors
and building officials with the
requirements.
❙
Dean Lewis serves as educational and
technical information manager for the
American Architectural Manufacturers
Association in Schaumburg, Ill.
www.dwmmag.com
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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
mcollins@buildingia.com

Starting to Spend
Software and Hardware on the Rise
BY

MICHAEL

COLLINS

he improving market has
brought with it increased
interest in investing in computer software and in “hardware” in
the form of manufacturing machinery and equipment. Through
November 2013, industrial production throughout the nation rose 3.2
percent year over year.

T

Efficiency Rules
In the fenestration industry, the
primary driving factors behind
machinery purchases are increasing efficiency and reduction of the
labor content and manufacturing
cost of products. Machines such as
four-point welders are among the
top sellers right now. Chris Cooper
of Joseph Machine Company confirmed that his company is also
seeing strong orders for machinery
that will allow door and window
manufacturers to achieve the new
Energy Star requirements or meet
coastal codes. Customers at Joseph
are working with the company’s
engineering
staff
to
design
machines needed to launch new
products. This type of widespread
new product activity was virtually
unheard of during the downturn. A
strong positive indication that it
will continue is that customers
have begun to reserve engineering
time in advance, indicating a strong
pipeline of additional new product
launches in the months ahead.

Software Plays a Role
While machinery has been the
traditional means of increasing efficiency in the past, the last 20 years
have seen the rise of software’s
important role in increasing this as
well. Forrester Research has deter8
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mined that the U.S. spends more on
IT than any other nation, at just
more than $800 billion annually.
Cloud Times predicts that overall
software sales will rise more than 6
percent in 2014. Globally, IT spending is a $3.8 trillion market, with
enterprise software and IT services
the biggest growth areas. Enterprise
software and cloud computing are
predicted to represent $320 billion
of our nation’s IT spending in the
year ahead. Such systems are
referred to as enterprise resource
planning (ERP) systems. They help a
company take command of an integrated view of their entire o peration,
including cash, raw materials, production and other vital elements. In
their ideal application, they can fully
integrate all of a company’s activity
throughout the life cycle of materials procurement, manufacturing
and collection of revenue.
Nathan Herbst, president of WTS
Paradigm, confirms that door and
window manufacturers are full participants in the enterprise software
trend. He report s that manufacturers are much more optimistic than
they were a few years ago and have
an increasing willingness to invest
in software. His company’s customers have moved beyond survival
mode and are once again in a strong
growth mode. They are taking
advantage of new and upgraded

>I

ERP systems in order to maintain
control as their companies forge
ahead with new products and growing demands on their manufacturing capacity. Software and machinery investments are similar in that
they allow companies to produce
more with less. Every dollar of additional efficiency that these investments allow companies to wring
from the manufacturing process
drops straight to the bottom line.

Integration Occurs
So what will the future bring for
software and “hardware” investments in the door and window
industry? We will see continued integration between the two. For example, Joseph Machine has developed
machinery that represents the confluence of software and hardware.
They offer machines with embedded
optimization software to reduce the
falloff from cutting profiles. These
machines use algorithms to reduce
waste and place usable scrap into a
bin until it can be pulled back onto
the line and used to make a product
that is further back in the queue.
Such marriages between software
and hardware can increase utilization from the 80 percent-plus range
up to the theoretical limit of utilization in the 90 percent range. This
presents exciting possibilities for
increased profits for door and window manufacturers and ensures that
software and machinery providers
will continue to search for such ways
to foster improvement.
❙
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.
www.dwmmag.com
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Warmer
sightline
temperatures.

••••

Improved
resistance to
condensation.

••••

Improved
overall window
U-Factors.

••••

No polymer
content
eliminates the
risk of
chemical
fogging.

••••

Over
500,000,000 IG
units under
warranty.

••••

Delivery
99.99% on
time and
complete.

The only
comprehensive
20-year factory
warranty.

Cardinal’s new Endur IG™ continues our tradition of long-term performance.
Endur IG builds on the proven technologies that help Cardinal IG units achieve the
low failure rate of just 0.2% over 20 years, allowing us to offer the industry’s only
comprehensive 20-year factory warranty. With its redesigned warmer edge
stainless steel spacer, Endur IG increases sightline temperature by 1-2
degrees. And it can improve overall window U-Factor up to 0.005 – a big deal
when chasing the last 0.01 decimal for compliance to energy code. Endur IG, the
future of insulating glass. For more information, visit cardinalcorp.com.

IG units engineered to a higher standard

IG

A CARDINAL GLASS INDUSTRIES COMPANY
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EYE ON ENERGY
eric.jackson@quanex.com

And Now We Know
Moving Forward with ENERGY STAR® Version 6.0
BY

RIC

JACKSON

that alone we should be proud –
regardless of how we feel about the
outcome. That passion is what
makes us different and what
makes us all great advocates for
our employees, our communities
and our country.
But now that an agreement has
been reached and Energy Star
Version 6.0 has been set in motion,
it is time to move forward and prepare for what’s ahead.

Weighing Our Options
n June 14, 2010, the
Environmental Protection
Agency (EPA), in consultation with U.S. Department of
Energy, sent its first official communication regarding an Energy
Star ® criteria revision for windows, doors and skylights. The
tone of that letter was full of optimism. A detailed timeline included two comment periods, a final
publish date of May 2012 and a
criteria effective date of March
2013. But, in reality, that first letter marked the beginning of what
would be a very long road to
finalization.
Looking back over the last four
years, it’s easy to point fingers,
place blame for the delays and sit
staunchly in our corners. Yet,
regardless of where we are sit, we
have to take pride in what we have
accomplished as an industry. The
EPA received an overwhelming
response from stakeholders—so
many that comment periods were
added to make sure every voice
was heard.
It’s been said that no other
industry has ever been so active in
shaping its own future, and for

O

10
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By now we are all familiar with
the new criteria and the time we
have to meet our targets. In looking at the National Fenestration
Ratings
Council’s
Certified
Product Directory, we estimate
that approximately 300 manufacturers have already modeled systems that can meet the Northern
Zone U-factor targets through
design modifications that range
from glass coatings to foam-filled
frames.
Others are left with decisions to
make about how they plan to go to
market now and into the future.
Of course having qualifying
products is just one part of the
equation. A top priority for manufacturers is to hit their performance targets cost effectively with
a reasonable payback period that
will justify increased costs for
many consumers.
Of the U-factors included in
the EPA’s cost analysis, the 0.27
Northern Zone U-factor target
actually showed the lowest cost
range with a payback period of
less than 10 years. They also
determined that most window
types can meet the criteria with-
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out converting to a triple-pane
configuration.
This can be accomplished by
altering designs to include one or
more of the following:
• Changing to a warmer edge
spacer;
• Adding an insulating gas, including argon or krypton;
• Switching to low-emissivity
glass; and
• Insulating frame cavities with PU
or EPS foam.
Each of these design modifications comes with varying incremental U-factor improvements and subsequent costs. For example, a simple spacer change can improve Ufactors by as much as 0.02, switching from air to argon can improve
U-factors by up to 0.04 or going
from a hollow core to a foam-filled
frame can achieve improvements
up to 0.03. The trick is finding the
right combination of performance,
cost and payback period for each
manufacturer’s unique situation.

Using Our Time Wisely
The Version 6.0 specification
will take effect on January 1,
2015. The good news is the
Northern Zone deadline extension to January 2016 should give
everyone plenty of time to
explore all of the options, and
make wise design decisions to
not only meet the new Energy
Star criteria, but to seize sales
and incentives opportunities in
the future. Now is the time to
move forward and prepare ourselves for what’s to come.
❙
Ric Jackson is director of government
relations for Quanex Building Products.
www.dwmmag.com
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Attention
Dealers and
Distributors

Are you TIRED of MANUALLY RE-ENTERING your Manufacturer’s Quoting Tools?
What if you could take the PDF Quote and electronically pass it directly into your business
software with a button click? How much time per day would that save you?
If you are an Installing Dealer, what if your Installation Charges could be added to the Manufacturer’s Quote AUTOMATICALLY to create a total package price for your customer?
Create Quotes and Orders with your company’s branding, NOT just the Manufacturer’s!

You need to see SureFire ISS! Never Re-enter a Quote Again!
The Value Equation is simple:
For less than you spend at Starbucks in a month, you can eliminate ALL the time spent re-entering
Manufacturer’s Quotes into your financial or back-end system, and get additional value as well!

True Web-Based software for the Window Dealer/Distributor
No software to install or maintain. EVER.
SureFire ISS runs on any computer that is connected to
the Internet, from anywhere! It’s always ready to use.
No License Fees. EVER.
With SureFire ISS, there are no large, upfront License
Fees to pay. EVER. You pay a low monthly fee based on
the number of users.
No Contracts. EVER.
We don’t believe in LOCK-IN. 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 nickel.

Multiple ways to Find Out More
Call (407) 699-1862 x302 for a Personal Demo of SureFire ISS
Email us: info@surefiresys.com to get login credentials to
our demo system
Watch our YouTube channel: SureFireSys – look for the ISS
videos
SureFire Systems, Inc.
1812 Town Plaza Ct Winter Springs, FL 32708

Need another Manufacturer’s PDF?
We NEVER charge for adding another Manufacturer to
our ever-growing library of Manufacturers we handle. If it
can be done, we’ll do it at no additional charge!
Get Installation Charges added.
SureFire ISS can AUTOMATICALLY add different labor
charges to each line of the Order based on your Rules!
No more mistakes or math errors!
Installation and Service
Visual Calendar based installation and service scheduling.
View or Print work orders and debrief documents on the fly.
Your Own Inventory
Create your own library of special items with pricing, and
merge SEAMLESSLY on the same document with your
Manufacturer’s products.

www.surefiresys.com
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What’s News
MARKET GROWTH

Software Purchasing
Comes Back into Play
hile the economy suffered the past few years,
no segments of the door
and window industry was hit harder than software and machinery—
not a huge surprise due to the high
investment necessary. Reports
from machinery suppliers that
sales are on the rise (see article,
page 18), are being echoed by software suppliers. Further bolstering
the case for growth is a study from
the Equipment Leasing and
Finance Association (ELFA) which
says that U.S. businesses will spend
in excess of $1.5 trillion in capital
goods or fixed business investment
(including software) this year.
Ron Crowl, president FeneTech,
says “if you were selling software to
just window manufacturers in the
past few years it would have been
very difficult.”
Thankfully, FeneTech serves not
only the door and window market
but also the glass fabrication market
which remained steady. Thankfully,
the door and window software segment is now picking up.
“In recent years the glass fabrication market segment has been very
strong in terms of continued
investment in software that will
make their business more efficient
while the window, door and sunroom market segments have been
very quiet,” he adds. “The activity
we have seen in the window segment has been primarily around
sales and quoting tools. However,
the last 6 months have shown a
renewed interest in efficiency gains
on the manufacturing floor. We are
currently very busy supplying
upgrades to our existing customers
and are actively meeting with new

W

12

Door & Window Market

prospects who have an interest in
our FeneVision software to run
their entire business.”
Nick Carter, president at
WoodWare Systems, agrees that
inquiries are increasing.
“Most were sitting on cash and
capital not wanting to buy, and
being very cautious,” he says. “But
over the last year we are wearing
our implementation team out. We
have a backlog of customers waiting who want to upgrade to new
technology.”
Carter adds that companies were
waiting to see what would happen
with economy. “There was a pent
up demand.”
Jim McCooey, president of
Computer Associates/Ponderosa
ERP Software, also says things are

>I

on the upswing.
“In my conversations with CEOs,
most are saying very positive things
about the state of their businesses,”
he says. “In fact, we’ve had a number of clients who recently purchased additional user licenses, a
clear indication that business is
good and they are hiring.”
And like machinery, those who
put things on hold during the economic crisis of the past two years are
now interested in moving forward.
“Some clients signed deals several years ago, then subsequently
them put on hold. These clients
have recently contacted us about
finishing their installation and getting training,” adds McCooey.

continued on page 14
www.dwmmag.com
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STRIPPING

Q-LON®
DOOR SEALS

WINDOW SASH LOCKS

BLOCK & TACKLE
BALANCES

TILT LATCHES

FOAM-TITE

CUSTOM EXTRUSION

SLIDING AND HINGE
DOOR HANDLES
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What’s News
CONTINUED

Additional good news is the
fact that these purchases sometime mean hiring additional
employees.
“With the business from 2013,
and the anticipated new clients
coming on board this year, we’re
actively seeking to fill several management consulting positions within our LBM software practice,” says
McCooey.
Carter reports that he just finished visiting a California customer who is adding personnel

which he attributes to the help of
technology.
The reverse, however, may also
be true for those window companies that may not be able to hire
additional employees just yet—
software can be a time saver,
according to Richard Schilke, president, SureFire Systems Inc.
“We’re seeing the most growth
in our new product for window
and door manufacturers and their
customers who are now experiencing growth and want to hold off

hiring for that growth as long as
possible,” he says.
He says his company is also taking advantage of a change in the
software industry—a move toward
web-based systems running in the
cloud.
“What we’re seeing is that this
is a change the industry is getting
more comfortable with,” he adds.
“I think the entire value equation
is going to change, with manufacturers looking for less complexity
instead of more.”

EXPANSIONS

CGI Expands into
Vinyl Impact Market
It’s no doubt the vinyl window
market continues to grow. Further evidence of this fact comes from the
recent news that Miami-based CGI
Windows and Doors has added vinyl
impact windows into its line of aluminum impact products with its new
Targa line. Steve Dawson, executive
vice president sales for CGI, says the
company added vinyl to fill out its
product line and quite simply because
“there is a demand for it.”
“Our market is primarily Florida and
the Caribbean,” explains Dawson. “But
there a lot of homeowners from the
Northern states coming down here
and they are used to vinyl so there is
demand for it. We see the market
growing.”
CGI has been planning for this new
line for two years and it seems the
market is ready.
“The window dealers in Florida are
well aware of vinyl,” says Dawson.
“Everyone thought it was the right
move. What is unique about this
product is it very attractive which is
unique in the impact world. People
are surprised that is a good looking
window.”
The product line is available for use
14
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CGI now makes an impact with vinyl as opposed to just aluminum.

in both residential and light commercial applications.
“In Florida you are seeing vinyl being
used in condos, etc.,” says Dawson. “It
hasn’t taken over aluminum yet but the
demand is coming.”
He adds that where the product is
used in Florida will vary based on the
state’s different regions. For example,

>I

Dawson says in the Southeast part of
the state such as Miami-Dade, etc.
there will be slower growth.
He adds that the product was
designed specifically for the Florida
market. “A lot of products are for
retrofit applications but this was
exclusively designed for the needs of
this market.”
❙
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-1000) part of an entire GED family of innovative vinyl
cleaners that are also offered in twin head and four
head configurations -- all of which are certain to
revolutionize window fabrication for decades to come.
Call your GED Sales Representative today for more information.

330.963.5401

Watch the Video!
www.gedusa.com

gedusa.com/ROBOCLEAN.php
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SECRET SHOPPER
dlevy@glass.com

Opening in Style
Building Starts Anew in Stafford, Va.
BY
tafford County, Va., is the quintessential bedroom community. Located approximately 40
miles south of Washington D.C., this
commuter haven is home to 130,000
people. Stafford is the second fastest
growing county in Virginia. Couple
that with the fact that it has the second highest per capita income of any
county in Virginia, and you easily see
why it has been such a mecca for new
homebuilders.
The past 25 years have seen this
once rural community with one
stoplight and 40,000 people morph
at hyper-speed into a full grown
suburban location.
That all changed in 2008, of course,
and since then the only new homebuilding was to finish off communities that had already been started. My
once fun diversion of wandering
through model homes on Sunday
afternoons in search of remodeling
and decorating ideas for my own 20+
year old abode vanished.
So it was with some nostalgia and
delight that I can note that new communities are once again being built in
Stafford. The largest of these is
Embrey Mill in North Stafford. By the

S

DEB LEVY

time it is done, it will sport 1,827
homes from six builders including
carriage and town-homes and single
family homes. So on the Sunday after
Thanksgiving, when I couldn’t bear to
brave the stores Christmas shopping,
I headed over to Embrey Mill to peek
at the models single family homes.
Since there was little traffic that
day, I got the full attention of the
sales managers who viewed me as a
potential buyer even though I
waived them off with a forceful
“just looking.” I am glad they persisted because I learned something
about how the residential building
world has changed.
My husband and I bought my
own track house new from a local
builder with a great reputation 24
years ago. Though the company
has since gone bankrupt, the home
was relatively well-built and I still
enjoy living there. And since I have
been in the glass and window
industry for–dare I say it—more
than 33 years, I listened very carefully to our builder’s description of
their window and glass products
before that purchase.
The silence was deafening. It

Secret Shopper Report Card
Embrey Mill Development: Stafford, Va.
FACILITY TYPE:
Builder/Open House
SUBJECT GRADE:
Location was Easy to Find..............BParking Lot was Clean......................C
Greeted Upon Entering....................A
Neatness of Displays ........................A
Employee Appearance......................B
Employee Product Knowledge......B
Store Experience Satisfaction ......B
Overall Grade ..............................A16

Door & Window Market

>I

took three calls to get the name of
the window manufacturer from the
builder; and I was told they were
“solid windows, great at insulating,” but I never could get any
details about R-and U-values.
(They were single pane, true divided light wood windows, so you get
the picture). Windows, energy and
the resulting cost-savings were not
even in the sales equation.
Well fast forward about 25 years
and things have changed, and for
the better. All the builders I visited
“played up” their windows and
brought them to my attention.
They mentioned their construction, their energy-saving qualities
and most even had the manufacturer label clearly displayed.
The first home clearly featured
Integrity Windows. Each window
had a AAMA label clearly visible and
the salesperson mentioned the certification. The second builder’s rep
told me that he thought the windows
were “Low-E glass with Argon GasFilling” and, though I couldn’t verify
that they really were, I was very
pleased to hear it being mentioned.
In short, the world has changed.
The Internet has helped make consumers much more knowledgeable
about building products and much
more specific about the qualities
and kinds of windows they want in
their homes. Homebuilders have
seized upon this and the better
ones are using their characteristics
in their sales pitch. Energy savings
has become important.
The quarter century advancement
in consumer education and window
product offerings made me feel good.
Not good enough to buy a new house
however, but good nonetheless.
❙
www.dwmmag.com
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Software for Glass and Windows

Barry Hicks
“In 2007, Durabuilt Windows & Doors was fac-

IT Manager Durabuilt Windows & Doors

ing consistently strong year-over-year growth

About Durabuilt Windows & Doors: With nearly 400 employees, a state-of-the-art 180,000 square foot manufacturing facility located in Edmonton, Alberta and sales
ofﬁces in six cities across three provinces, Durabuilt
Windows & Doors is one of the largest window and door
manufacturers in Western Canada.

and we recognized the need to significantly
increase the efficiency of our manufacturing
processes in order to maintain an industry

>I

leading position in a highly competitive
landscape. Central to this was the need
to replace existing manufacturing software solutions with a world-class, scalable, fully integrated system. After
researching numerous available products the company selected the German-based CANTOR Software. In subsequent years, we worked closely with CANTOR to adapt the software to the North American window and door production model. As a result the CANTOR system is now fully integrated with every aspect of Durabuilt’s manufacturing
processes – including order processing, capacity planning, materials management, shop floor technical integration
and shipping. The power and flexibility of the system has led to notable improvements to our production lead-time,
helped eliminate manufacturing errors and reduced overall production costs.
From a customer support perspective, CANTOR consistently provides a high level of service though it’s support
desk and has demonstrated their commitment of continuous improvement through frequent software upgrades and
enhancements.”

Visit A+W
in hall 1, booth 1-329

A+W Software USA, Inc. | Tel. +1 312 470 6645 | usa@a-w.com | www.a-w.com
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Three
A
Reasons
People
are Buying
Again…

3

rticles about the fenestration machinery market
in the past few years usually had a common
theme: Few companies were investing in equipment and those that did often bought used. After all,
why not buy a decent machine that simply wasn’t
being used due to the unfortunate fact that a particular company went out of business?
But that has all changed. “We have seen the end of
the auction-a-week that we had been living under for
the past few years,” says Todd Tolson, managing partner at Pro-Line Automation.
Based on recent conversations with numerous representatives of machinery suppliers, it’s exciting to
report that as the economy is on the upswing so are
machinery purchases everywhere. It’s not just in one
region or with one type of machine.
“There is momentum and it’s not just a few select
companies who have had success,” says Mike Schmidt,
managing director of Forel North America. “I have
been in every region in the U.S. and Canada in the last
six months. I have not come across one company that
has given me a poor report about where they see things
going. Everyone is optimistic and the most interesting
thing is the even split between residential and commercial—both markets are up.”
There are some common reasons why people are
buying again, according to our experts. So if you have
still been holding back from investing that capital, you
may want to give it some further consideration.

Reason One: “It’s Time”

And Why
You May
Want to Too
BY

TARA

TAFFERA

Door and window manufacturers are
finally making machinery purchases
again. Find out what they are buying
and the top three reasons why now
is the time to buy.
18
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Erdman is one such machinery supplier that had items on
display at a fall trade show. All machinery suppliers report sales
are picking up: music to the industry’s ears.
It’s really that simple. The economy had prevented
companies from making machinery purchases, and
instead they incorporated the “one more year” mantra
into their purchase decisions. But for many companies
some machines don’t have one more year left.
“People were avoiding it,” says Tolson. “They were
doing everything they could to keep old equipment
running and now they need to replace it.”
“Many companies have a need for new offerings as
www.dwmmag.com
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it has been awhile since they have revamped,” adds
Morgan Donohue, vice president of sales and marketing for Erdman Automation.
“In the past five years there was a lot of pent-up
demand and many machines were past their prime,”
says Joe Shaheen, director of sales and marketing for
GED. “All that is loosening up now.”
Companies also want to increase capacity and new
machines often play into this decision. “The economy is
up and they are doing better and are increasing capacity,”
says Mike McHugh, president of Integrated Automation
Systems. “They have had a lot of projects in the works and
now are saying ‘it is time to address bottlenecks.’”
Schmidt agrees that capacity is a big reason why
now is the right time for many to buy.
“There definitely are more inquiries and they are
very serious ones. A lot of times people are interested
but they are looking out a year,” he says. “People are
looking at a 90 day or three month time frame.”
So for many it is “time to buy” and for others it is
“time to get back to new product development.”
“People were doing what they could to the products
they were marketing,” says Dale Treftz, sales manager
(West/South Central) at Joseph Machine Co. “Now, in
efforts to be efficient, they are doing more new product
development and looking to get more attention rather
than just improve existing products.”
Donahue adds that there are definitely more new
product conversations happening than ever before.

Reason Two: Energy Star
After months of proposals, and wondering what the
new requirements would be, the Environmental
Protection Agency (EPA) finally released the new
Energy Star for Windows, Doors and Skylights requirements in January 2014.
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The Proof is in the Sales
Some machinery suppliers are slightly more
optimistic than others, but across the
board, all agree that sales and inquiries are
up significantly from recent years.
“Machinery orders
are up for 2013 and
we
forecast
to
increase more than
double digits over
2013.”
—Joe Shaheen, GED

“Inquiries have always been pretty high. There is always
an interest in what’s new. The difference is there are more
people ordering now than before. The conversations are
more serious as far as ‘When can we get it?’”
“2012 started out strong and the election really killed
momentum and we had a bad end to the year. Then in
December 2012, it started to pick up and 2013 was very
strong so we are back at the pre-market meltdown
before the housing market started to implode—maybe
even a little ahead. We are projecting 10-15 percent
growth this year and that will be based on diversification
into IG equipment.”
—Morgan Donohue, Erdman Automation
“Things are a little better than this time last year. We still
a long way to go to prove we have turned the corner—we
are getting close to the corner. If this continues and we
have a good fall you can point to signs of the recovery.”
— Todd Tolson, ProLine
“We had outstanding growth in 2013 and heavy bookings
so far in 2014.”
—Chris Cooper, Joseph Machine Co.

Shaheen describes Energy Star as a “moving target” in
the last 18-24 months. Now that the EPA has come out
with its requirements the industry can move forward.
“Some may have to modify their design or move to triples
or make some changes to their window system, for example, add a foam fill,” he says. “All that may mean new
equipment or just new fixturing for welders and saws.”
Companies serving the Northern region are facing
greater thermal performance requirements in that zone.
“Some companies have to modify their whole win-

“Things have gotten a lot better. We saw at the end of
summer, beginning of fall 2013, quoting activity ramp up
and there was a spike at the end of the year. Right now
we are in a good position, doing a lot of setups and our
backlog is still pretty solid.”
—Mike Biffl, Stürtz Machinery
“It has been a constant activity where you have a purchase occurring every so many days. We have had a number of purchase agreements over the course of the last
six months.”
—Mike Schmidt, Forel North America

continued on page 20
www.dwmmag.com
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Hot Sellers
We know companies are buying again, but
is there one category that is selling more
than others? Our suppliers weigh in.

“As a percentage our IG sales have
increased more than any other aspect
of our business.”
—Morgan Donahue, Erdman Automation

“We have seen more activity in the aluminum light
commercial side rather than vinyl. We are fortunate that
we are committed to serving both ends of the spectrum
[vinyl and aluminum]. Some are dedicated to one material or another. We do a fair mix of both.”
—Todd Tolson, ProLine
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Three Reasons
continued from page 19
dow offering,” says Donahue. “There is also a need for
some to get more energy efficient with their window
packages.”
All that could translate into new machinery, and in
some cases it could mean gas filling equipment.
McHugh says the Energy Star performance requirements have many companies looking at gas filling
machines that can automate the process (see reason
number three). In fact, when the requirements were
announced he began to get more inquiries and he only
expects this to grow in 2014.
“A lot of machines didn’t have that capability,” he
says. “Ours does and that has attracted a lot of attention. This will solve a big problem and make gas filling
more automated. We can guarantee an initial fill rate
which will help companies achieve specific U-values.”
At Stürtz Machinery, Mike Biffl, national sales manager, also says when the new requirements were
announced many companies “pulled the trigger” on
purchases.
“In some cases they are retooling old equipment for
Energy Star,” he says. “Others are putting in new equipment. That will all have some positive impact on
machinery sales.”

Reason Three: Automation

“I would say purchases have been across the board.
We had increases in every aspect. We are in a unique
position that we do both vinyl and glass.”
—Joe Shaheen, GED
“Argon filling is the biggest percentage of the market
so that is where our biggest growth is but we are seeing
growth in all areas.”
—Mike McHugh, Integrated Automation
“We have increased our flexible fabrication offerings
[Fab centers] and those have been doing very well as
have our CNC machines. Those are our two top movers.”
—Dale Treftz, Joseph Machine Co.
“The one product we are not known for as much is the
four-point welders. We have considerable amount of
growth in that category.”
—Chris Cooper, Joseph Machine Co.
“We saw a lot of fab saws in the fourth quarter, and
now the growth is across the board.”
—Mike Biffl, Stürtz Machinery

Stürtz affirms that automation is a key feature of which many
companies continue to inquire about.
When it comes to automation “how much” or “if
at all” has everything to do with each respective
manufacturing company.
“You hear things from different customers and
they have different perspectives with regard to
automation needs,” says Donahue. He adds that
with a tightening labor market, automation comes
into play.

continued on page 22
20
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Three Reasons
continued from page 20

In some cases they are
retooling old equipment
for Energy Star.
Others are putting in
new equipment.
That will all have some
positive impact
on machinery sales.

Biffl adds, “Some are looking to increase production with automation and less staff,” while others
say it’s a mixed bag.
“Some people say, ‘I want it at all costs,’” says
Shaheen. “Then there are those who just want the
basics—they don’t need to link it all together. For
example, maybe they want bar codes on their products that can help streamline automation.”
However, eve n if companies seek automation, it’s
not to send employees to the unemployment line. “I
just talked to a company that wanted to reduce its
labor count on a line and their concern was the hiring aspect into the summer when it gets busy,” says

—Mike Biffl, Stürtz Machinery

continued on page 24

That’s Fab
PGT Expands Glass Fabrication

The new PGT plant is proof that companies are purchasing again. New equipment to be housed here include glass cutters,
laminators and an IG line.

It’s one thing for suppliers to say companies are buying
again, but the proof is in the door and window plant—and
the machines housed there. Door and window maker PGT
Industries took the first steps in greatly expanding its
glass-cutting, tempering and laminating abilities when it
recently broke ground on a new $15 million glass operations plant. It’s no doubt there will be many new machines
in the new 96,000-square foot facility expected to be completed later this year. In fact, the company says the plant
will feature two high-speed glass cutters, as well as a new
tempering oven, with additional plans to add a new laminating machine and insulating glass (IG) line perhaps as
soon as 2015.
Initially, the plant will be used for glass fabrication, but
PGT officials anticipate the additional space could eventu22
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ally house manufacturing and other operations dictated by
future market demand.
“This tells such a great story about our region’s economic recovery,” says Rod Hershberger, the Venice, Fla.based company’s president and CEO. “We were shutting
down plants and suffering through housing recession. Now
we are thrilled to be thriving and growing, creating jobs,
exporting product and bringing more jobs to the state of
Florida.”
PGT officials say they based their expansion and added
equipment purchasing decisions on technology and endmarket needs. IG equipment is most likely the company’s
next purchase thanks to a “significant increase in demand
over the past 12 months,” says executive vice president and
chief financial officer Jeff Jackson.
www.dwmmag.com
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Open this app.
Close the deal.
Guardian’s Window InSight app makes high
performance windows an easy sell – and it’s 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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continued from page 22
Chris Cooper, sales manager,
[East/North Central] at Joseph
Machine. “It’s not to remove them.
It’s to diversify the employees so
they can work in other areas.”
Donahue says companies also
consider automated offerings to
improve product quality, a point
to which Tolson agrees.
“The automation we are seeing,
while it does save labor, is more
quality oriented,” says Tolson. “It
takes the responsibility out of the
operator’s hands. That helps solve
the labor problem that in many
cases it is hard to get skilled people to do skilled jobs.”
❙

Window Opening Control Devices (WOCD)

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.

Pioneered - Perfected - Proven

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.

Fiberglass

Fiberglass Lineals
Lineals
ǀ
ǀ
ǦǦ 




Ǧ
Ǧ 



Ǧ
Ǧ 
 


 


Find
out
why
Fi
nd o
ut w
hy aat:
t:

OMNIGLASS.com
OMNI
O
MNIGL ASS.com

Product Information
Incorporating
SHELTER® Magazine
DOOR & WINDOW MARKET MAGAZINE

© 2014 Door and Window Market (DWM)
Magazine. All rights reserved.
No reproduction of any type without
expressed written permission.

Contents

Zoom Fit

Search

+

Archives

–

I<

E-Mail

<

>

Subscribe

Get it right the first time.
Reduce scrap and rework with accurate, on-ratio dispensing.
Graco HFR™ Metering System. The advanced way to apply sealants & adhesives. Graco’s HFR Metering System consistently
delivers an accurate, on-ratio dispense – which means less material waste, reduced scrap and rework. Its USB drive lets you
download process data to confirm material was applied properly. Modular, configurable, compact. Ideal for
automated operations. www.graco.com/hfr.
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Machinery Mecca
Plan Carefully
to Get the
Most out of
Fensterbau/Frontale 2014

Fensterbau/Frontale Preview
In the U.S. companies often look to Europe for the latest innovations, as this
region often leads the way when it comes to new technologies. What better
place to preview the latest door and window technologies than at
Fensterbau/frontale to be held in Germany in late March.

S. companies often look to Europe for the latest innovations, as this region often leads the
way when it comes to new technologies. So
what better place to preview the latest door and window technologies than at Fensterbau/frontale? The biannual event will take place this year from March 26-29
at the Nuremberg Exhibition Centre in Nuremberg,
Germany and once again is held in conjunction with
the Holz-Handwerk Trade Fair focusing on woodworking. Organizers expect just under one hundred thousand trade visitors with more than 1,200 exhibitors
between the two, which focus on energy efficiency,
sustainability, safety and comfort.
To make the most of your time, a great deal of planning is necessary. DWM helps you map your course by
highlighting just a few of the industry companies that
will feature new products. So if you can’t travel to
Germany here’s a glimpse at the innovations companies are showcasing across the globe.

U.

TOOLS
See if You Measure Up to Prodim —
Hall 3, Booth 254
Prodim, maker of digital measuring device for various industries, including the door and window
industry, will focus on its Proliner, a portable device
that the company says is accurate for measuring
doors and windows. It has on-board CAD functions
26
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allowing the measurement to be immediately ready
for production.
Using Prodim’s measuring
solutions,
dimensions can be taken onsite
and
off-site,
regardless of shape.
Users define the shape
of the opening by
marking several points
with the Proliner pen.
Locks and hinge positions can even be measured by marking a few
additional points.
After the measurement
is done, digital files are
created. All files can be edited or modified using the CAD software tools on the
Proliner. The measurement can be exported as a
printable shop ticket or a digital file (.DXF) that can
be cut precisely with a CNC cutting machine or a
plotter.
With the report function on the Proliner, you can
make a PDF file, containing the measurement,
dimensions, comments and project details which
might be useful for production.
❙❙➤ www.prodim-systems.com
www.dwmmag.com
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PROFILE SYSTEMS
Add Veka to Your Network – Hall 6, Booth 253

Profile manufacturer Veka will highlight its products, innovations and forward-looking solutions with
11,000 square feet of exhibition space and the motto
“Veka – The Network.” Visitors will be able to explore
the merits of Veka’s partnership concept. The company
says its all-encompassing partner network guarantees
fabricators a closed quality loop and industry-leading
delivery while offering window fabricators a wide
range of value-added services.
The PVC-U window systems company offers fullydeveloped component systems for both the 70-mm
and 82-mm range. System portfolios comprise liftand-slide doors, thresholds and front door solutions,
including a special profile exclusively designed for
sash concealing door panels, as well as a comprehensive offering for the renovation market.
This year the company will offer a range of new
products, including Artline 82, a high-end system for
hidden sash window construction. Veka will also showcase its new multifunctional casement system Softline
70 MB. Another focus will be Vekavariant 2.0, the new
generation of its roller shutter housings. The company
has reduced the number of components used,
enabling fabricators to streamline their inventory.
Finally, Veka will offer insight into its development
efforts, showing newly-created surface solutions along
with their applications. A look at the company’s recycling
business and its marketing services round out the tour.
❙❙➤ www.veka.com

How Much Is That GENEO® (in the) Window –
Hall 4A, Booth No. 123
REHAU will present
the Geneo window profile system along with
other innovations under
the theme “Shaping Your
Success.”
The Geneo profile system, a fully reinforced
polymer window profile
system available without
the use of steel components, are composed of
Rau-Fipro, a proprietary
www.dwmmag.com
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fiber composite material similar to what is used in
aeronautic construction and Formula 1 racing vehicles
for its strength and load capacities. The window design
features a patented, integrated reinforcement system
(IVS), with screw channels and additional lateral stiffening. Geneo offers thermal insulation properties with
a rated value of up to R-7 that the company says easily
surpasses the requirements of the Department of
Energy (DOE) high-performance window program.
REHAU says the Geneo is up to 40 percent lighter
than conventional steel-reinforced profiles and that its
composite material is also equally as weldable as traditional vinyl. The company also says GENEO windows
offer acoustic insulation properties without steel reinforcement that align with STC ratings in the upper 40s.
The Geneo profile system is complemented by the
new Geneo Inovent ventilation system.
❙❙➤ www.na.rehau.com

COMPONENTS
Quanex Brings it to the Edge(tech) –
Hall 3A, Booth 425
Representatives of Quanex Building Product’s
Edgetech Europe GmbH division will exhibit at
Fensterbau Frontale, displaying its latest in warm-edge
technology. The Quanex team will discuss the range of
thermally efficient solutions, including Super Spacer®,
Super Spacer® TriSeal, Duraseal® and Duralite®.
Quanex’s Edgetech Europe team members will also
be on hand to assist with marketing efforts, offering
solutions and best-practices.
❙❙➤ www.edgetechig.co.uk

SOFTWARE
Beautiful Music for A+W’s New Cantor —
Hall 1, Booth 1-329

A+W offers some new features in its Cantor software
for doors and windows on display for use in the office
as well as on the shop floor. The company says its software solutions integrate seamlessly with the A+W systems for IG and glass processing factories, and will be
on display at fensterbau/frontale 2014.
A+W uses Cantor software to continually optimize
the processes in the areas of purchasing, stores and
material for its customers. A number of individual
functions together generate a universal approach to
the subject of material, called “active material management” by the company, an aspect of the program that
will be launched extensively at the trade show.

continued on page 28
March 2014
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Machinery Mecca
continued from page 27
Also new in the A+W Cantor is a user interface in the
form of a comprehensive planning screen, in which the
necessary schedule changes are displayed in a chart.
Users can immediately see which orders are scheduled
and which can be postponed.
❙❙➤ www.a-w.com

COATINGS
Renolit Displays Films at Fensterbau –
Hall 6, booth 231

With more than one thousand exhibitors, pack your
walking shoes.

American Renolit Corp., manufacturer of decorative
and performance films to the door and window industry, will display its full range of films at
Fensterbau/Frontale.
Among the films it will bring is Renolit Exofol FX - a
high-performance, acrylic based exterior film available
in a full range of solids colors and woodgrains. The
Renolit Exofol FX display will include the company’s
expanded commercial range, which includes architectural bronze, anodized, metallic and other finishes.
Renolit Exofol IN, with its wood grain designs for the
interior of PVC windows offer a range offers light and
dark oak, cherry, maple and white woodgrain.
The company’s Renolit Exofol MLA provides a solution for (finger jointed) wood substrates such as doors,
windows, jambs, trim and more, according to the company. This film is available in shades of white and is
paintable - it can be painted when new or later – with
a finish that does not need route maintenance, the
company says.
❙❙➤ www.renolit.com

able for solid wood doors, painted doors, real wood
veneer doors and decorative surface/laminated doors.
The company adds that the door surfaces used in the
area where the adhesive is to be used must be totally
flat and surfaces clean, dry and free of both grease and
separating agents, as well as capable of bearing weight.
❙❙➤ www.hoppe.com

HARDWARE
Fit it Quick with Hoppe Connection
The next development of the Hoppe Quick-FitPlus,
part of the Hoppe Quick-Fit connection, allows the flat
roses to be fitted easily. The 2 mm stainless steel roses
come in round or square shapes and are available in
various technical specifications.
The roses offer all advantages of the company’s
Quick-Fit connection and numerous combination
possibilities of handles made of brass, stainless steel
and aluminum, with round or square roses.
Handle rose with short supporting lugs require two
guide holes (7.5 mm) and have self-adhering
escutcheons with oval standard key or profile cylinder
key holes, as well as an optional privacy version. Handle
rose and escutcheon with trough-going supporting lugs
require two trough-going guide holes (7.5 mm).
Spring cassette for flat roses with supporting lugs
and self-adhesive handle roses are also available. Selfadhesive HOPPE Quick-FitPlus escutcheons are suit28

Door & Window Market

>I

MACHINES
Line it up with Stürtz — Hall 3, Stand 315

Ellis Dillen (right) will be in Germany representing Sturtz North
America (shown here with a Sturtz customer Helmut Meeth,
owner of Helmut Meeth GmbH & Co. KG). More current and
potential customers will no doubt stop by to see the new
offerings at this year’s event.
Stürtz will be hard to miss with a 4,000 square foot
display. The theme for this year’s exhibit is “From the
single machine to a production line,” and the company will focus on the latest technology in single
machine solutions for window fabrication.
Stürtz offers a full range of manufacturing solutions
for the fenestration industry and continues to evolve
stand alone machines and automated systems. Many
of these latest developments will be on display for visitors to see firsthand. The company will have a full staff
from both its German and U.S. operations on hand to
answer questions and show how its equipment can
benefit manufacturing operations. The Stürtz team will
also host its booth party on Thursday evening.
❙❙➤ www.sturtz.com
❙
www.dwmmag.com
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Fenestration
FOCUS

Your industry insight

Hi-Tech Continues Its Legacy of Innovation
Hi-Tech Energy Windows is more than just a name—it’s a dedication to giving the
Winnipeg market and surrounding areas the most advanced window systems available.
In an area of the world that can experience temperature
swings from negative 50 degrees to positive 100 degrees
Fahrenheit in an annual cycle, efficiency and durability of
installed windows are not only a nice-to-have, they are a must.
According to Sean Kapusta, general manager for Hi-Tech,
“Many window manufacturers, even in our cold climate, are
still selling hollow-core vinyl windows. When homeowners
look at them side-by-side there’s virtually no difference.
We set out to change that. We knew we could give them a
different kind of window where the difference could be both
seen and felt.”
Staying true to its name, Hi-Tech sought a framing system
that would give its customers the best in aesthetics and
energy efficiency. It was in 2012 that the company was first
introduced to the MikronWood® system from Quanex.
“We were immediately impressed by MikronWood. It was
exactly the material we were looking for,” said Drew Dudeck,
division manager for Hi-Tech. “But we needed a system more
geared toward our harsh climate with a 4-1/2 inch frame
depth and interior glazing that accommodates up to 1-3/8
inch thick insulating glass.”
Kapusta added, “Our climate demands features that weren’t
available in the existing MikronWood windows, so we started
conversations with Quanex about engineering a system that
met our needs—and they were more than up to the challenge.”
Over the next several months, Hi-Tech and
Quanex worked together to engineer a
new system, now known in the industry as
MikronWood® Thermal Advantage™. It
features a solid-core material that is a blend
of thermoplastic alloy resins and is ideal for
cold, high-heat and high-humidity climates.

“It was an amazing process to be a part of the Hi-Tech and
Quanex sales and engineering teams working together to
achieve the same goal—a cutting-edge window system that
would set us apart from the rest,” Kapusta said. “Quanex
was extremely helpful from our early discussions all of
the way through commercialization of our SuperCORE®
window system. And the teamwork continues with ongoing
marketing and technical support.”
After nearly a year in development and the utmost attention
to every detail, Hi-Tech launched SuperCORE with rave
reviews. In the first year alone, the SuperCORE system, made
with MikronWood technology, accounted for nearly 80
percent of the company’s window sales.
“We were on a tight timeline, but with Quanex’s help, we
accomplished exactly what we set out to do,” said Dudeck.
“When you show homeowners cutaways of our solidcore frame next to competitive hollow-core systems, the
difference is immediately apparent. And not only can they
see the difference, they can actually feel the difference in
warmth and comfort after installation.”
Legendary Performance
The SuperCORE system is far from the first time Hi-Tech
revolutionized the window market in Winnipeg. In fact, in the
early 1990s Hi-Tech’s sister company Security Glass was one
of the first companies in Canada to install an IG made with
Quanex’s Super Spacer® warm edge spacer system. Because
of that history, along with the performance and reliability of
Super Spacer, it’s the only spacer system the company ever
used in the production of any Hi-Tech window system.
“Super Spacer was a real game changer because of the
manufacturing and energy efficiency it provided,” Kapusta
said. “Ernie Sanders, Hi-Tech’s founder and current president,
often credits Super Spacer as the single largest technology
that helped him grow his companies. Suddenly he was able
to produce high-quality, sealed units quickly. And most of
those units are still performing well in the field today.”

...Continued on next page
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Hi-Tech Continues Its Legacy
...Continued from page 1

To this day, Hi-Tech remains a loyal Super Spacer user, incorporating it
into its ultra high-performance SuperCORE window systems. And, to
give the system a brighter visual appeal, they switched to a silvercolored version of spacer instead of the black color that is popular in
the region.
“When we developed SuperCORE we weren’t willing to sacrifice
aesthetics,” Kapusta said. “Every detail was crafted to fit seamlessly
into the styles of homes in our region. The silver Super Spacer helped
us achieve that goal.”
When asked what’s next for Hi-Tech, Kapusta answered that it’s to
remain on the leading edge of window and door systems. “With the
SuperCORE system alone, we’re finding new functionality for it every
day. It’s the window system that keeps on giving and we couldn’t
be more pleased with our decision to work with Quanex to make
SuperCORE a reality.”
The company, which primarily sells windows and doors direct to consumer, also has plans to expand its geographical
footprint through a dealer network in Canada and Alaska where the climates demand nothing but the best. For more
information on Hi-Tech Energy Windows, visit fff7XCTRWFX]S^fbRP.

Quanex Continues to Enhance
Window & Door Systems Capabilities
Quanex Building Products is the leading expert in vinyl and composite extrusion, dedicated to bringing next-generation
window and door systems to market. Through the acquisition of Atrium’s vinyl extrusion facility located in Greenville,
Texas, Quanex is expanding its vinyl extrusion capabilities with the addition of six, state-of-the-art extrusion lines.
This expansion will enable Quanex to further improve lead times and increase capacity for its customers, especially those
located in the southwest region. Quanex pledges to continue to invest in its employees, facilities and equipment and
remain the industry leader.
“We’re excited to be expanding our extrusion capabilities and providing the service our customers expect from Quanex
Building Products,” said Chris Stan, product marketing specialist, window and door systems. “We’re constantly working to
reduce lead times, improve efficiencies and provide the highest quality products to our customers.”
Quanex has more than 45 years of experience supporting an extensive array of extrusion profiles. To learn more about
extruding with Quanex, visit fff@dP]TgR^\2dbc^\2^]cPRcPb_g
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www.Quanex.com

The Place to Go When You Need to Know
On January 17, 2014, the EPA made the announcement we’ve all been waiting for. The ENERGY STAR® Version 6.0
specification for qualified windows, doors and skylights was made official.
Now that we know the details, where do we go from here? Quanex Building Products’ experts have been behind the scenes
preparing to help you navigate the changes with a number of tools and educational resources that will be made available
over the next several months.
Visit our dedicated ENERGY STAR Version 6.0 landing page at fff@dP]TgR^\4]TaVhBcPa regularly or go to
fff@dP]TgR^\4B% to receive email updates.
FWPc{b]TfX]4=4A6HBC0AETabX^]%.
~ m DUPRc^aaTSdRcX^]U^a=^acWTa]=^acW2T]caP[P]SB^dcW2T]caP[
~ ""DUPRc^aaTSdRcX^]X]cWTB^dcWTa]I^]T
~ CWXaS[TeT[^UcaPST^UUbPSSTSX]cWT=^acWTa]I^]T
~ 2^]b^[XSPcX^]^U=^acW2T]caP[P]SB^dcW2T]caP[I^]Tb
CWTETabX^]%b_TRX RPcX^]fX[[cPZTTUUTRc^]9P]dPah ! $fXcWcWTTgRT_cX^]^UcWT=^acWTa]I^]TfWXRWfX[[cPZT
effect on January 1, 2016.
With 85 percent of consumers viewing the ENERGY STAR label as a recognizable symbol of energy efficiency, qualifying
products is a necessity. Let us help you find the best, most cost-effective path to meeting the criteria. Contact a Quanex
sales rep to learn more.

Check out ‘The View from Here’
Ric Jackson, Quanex’s director of government relations, is taking us on the road with
him as he works on behalf of the fenestration industry to make sure our voice is heard in
Washington, D.C. – and beyond. Focusing on legislation and issues impacting our industry,
Ric’s “The View from Here” blog will be featured twice per month on DWM’s website.
“As the director of government relations for Quanex, I am looking out for our customers’
best interests, reviewing all applicable legislation and regulations, including those in the
areas of energy, environment, tax, labor and standards,” Ric said. “By staying educated and
engaged, we can collectively strengthen our message to members of Congress and federal
agency personnel.”
Visit fff3F<\PVR^\ to join the conversation.

To receive the Fenestration Focus electronically, please visit www.Quanex.com/register.
SEE US AT FENSTERBAU
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Navigating the Digital World
Tips for improving your Web presence
If you’re like many manufacturers, trying to navigate this increasingly digital world can
be difficult. Just having a website is no longer enough. In today’s competitive online
environment, keeping your company’s site and online presence up-to-date and easy to find
is critical. Here is a list of website tune-ups to consider in 2014:
4e^[eTQTh^]ScWTQa^RWdaT Your customers and potential customers want to know more than just what products
you offer. Tell them your story; feature your employees, share testimonials and above all else, make it simple for them
to get in touch with you.
!2^]bXSTaPQ[^V^ab^RXP[]Tcf^aZ Your website can serve as a digital hub for consistent and
ongoing communication with your audiences. But if your product lineup is fairly consistent,
you need to find other reasons to keep your customers coming back. A blog or social media
presence with daily or weekly updates keeps communication fresh and your brand top of mind.
"6TcUaXT]S[hfXcW6^^V[T Where do you rank in search results and where do you want to rank? The solution
isn’t a simple answer, but your developer should be able to help you get where you want to be with Search Engine
Optimization (SEO) implementation.
#<PX]cPX]P]Sd_SPcTP]^][X]T]Tfba^^\ Similar to blogging and social media, this is another way
to keep your customers coming back. Not sure what to write about? Relevant topics to include
in the newsroom include an introduction of a new product or adjusting to the new ENERGY
STAR® Version 6.0 requirements.
$6^\^QX[T Smartphones, tablets and other Internet-connected devices are what the world is using. Even if you think
your customers aren’t tech-savvy or your website isn’t mobile-ready, your site can still come up in search results on a
mobile device. Make sure your site is mobile-friendly.
%DbTPRP[[c^PRcX^]^]TeTah_PVT At the end of every page (video or PDF download), tell the
visitor what you want them to do. Don’t assume they will know where to go or what to click next.
Guide them to a contact form, phone number or other suggested page to keep them engaged.
&AT\^eT PbW Adobe’s flash software is a great tool, but it is being used less across the Web. There are many
replacements available that are not only more secure, but also more mobile- and tablet-friendly, optimizing your site
for more platforms. Talk to your developer about flash alternatives and consider moving to them.
For more tips and tricks to maximize your online presence, contact us at
fff`dP]TgR^\\PaZTcX]V to request a copy of our 3XVXcP[<PaZTcX]VT1^^Z
Quanex Building Products, dedicated to helping you grow your business!

?dQ[XbWTSQh@dP]Tg1dX[SX]V?a^SdRcbkfff@dP]TgR^\

© Quanex Building Products 2011 - 2014
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It’s All Falling Inline
by Tara Taffera

S

tanley Rokicki discovered fiberglass as an
emerging material approximately 30 years ago
and immediately declared “that’s where the
future is headed.” The Toronto native who
founded Inline Fiberglass could have chosen vinyl, a
material that truly was just starting to take off and
enjoyed a massive growth curve that eventually surpassed other materials including aluminum.
He knew intuitively, however, that fiberglass would
eventually be a material of choice so he founded Inline
in 1976. He started however, manufacturing aluminum
in his garage, and in approximately 1985 started the
transition into fiberglass. Today, the company generates more than $20 million in annual sales.

A True Entrepreneurial Success
His story is a true immigrant success tale. Rokicki
grew up in an orphanage in Poland and, at the age of
23, traveled to Canada with $13 dollars in his pocket,
says his son Bernard. That same year he met his wife
Marianna at English school, and the pair eventually
had five children, all of whom now work in the familyowned business (see box, page 34.)
Rokicki wasn’t a windows guy, per se. He began with
his friend who worked for an aluminum architectural
window company. The first product development was
a patio door that stayed “in line” and that’s where the
company moniker derived.
Today, at the age of 75, he comes in seven days a
www.dwmmag.com

The Inline door was discontinued 20 years ago but it is so
popular that people still call once a week asking for it.
week at 5 a.m. “He is an entrepreneur and a visionary.
He has a billion ideas and more energy than anyone I
know,” says Bernard, the company’s chief operating
officer.
No doubt that strong work ethic is responsible for
the company’s success. Today Inline operates its plant
in 110,000 square feet of manufacturing space. “We are
maxed out here,” says Bernard.
The company is assessing a possible move to a larger building nearby and/or expansion of its existing
building. That change of address wouldn’t be an easy
one as pultrusion is a complex process.
“Pultrusion is a 24-hour operation, 5 days a week,”
he says. “If we have orders we will work weekends. In
fact, all of 2013 we have been running overtime.”
The business mix is residential and commercial
resulting in an even 50/50 split among the two markets.
continued on page 34
March 2014
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Fiberglass
Growth continued from page 33
Business Breakdown
While nearly a quarter of Inline’s gross sales are
attributed to lineals, finished goods comprise the
majority of its business. More than half of the company’s revenue comes from Canada, while the remaining
is driven by the U.S. In Europe, the company supplies
only lineals but that could change as Inline is looking at
different options to increase their presence. In fact, its
business is growing so much in Europe that it is exhibiting at the upcoming for the first time at Fenesterbau
show in Germany this March (see page 26). The biggest
slice of the global pie comes from Eastern Europe.
When it’s not supplying lineals the company also
assists other fabricators by supplying them with the
equipment to manufacture pultrusions and dies.
Many of Inline’s customers manufacture limited product lines and focus their efforts on their specific demographics. This way they are able to keep costs down and
concentrate on what they do best. However if they need
a product they do not manufacture they can purchase it
from Inline in finished form. Inline says they are unique
because of the sheer number of sizes available.
“Not a lot of fiberglass companies make, for example, a 70-foot span on a window for light commercial
applications,” says Bernard. “We know how to do it
properly.”
That technique includes the fact that everything has
to be mechanically fastened which results in a longer
assembly time than say the production involved in
another material type. In fact, everything about the
fiberglass process is more time intensive.
“It takes us 16 hours to pull some dies,” says Bernard.
“A ‘simple’ profile takes four hours to pultrude.”
All the pultruders are made onsite in the company’s tooling department. “Everything is custom and

nothing is pre-made,” stresses Bernard. “We take on
things others won’t.”
All of the fiberglass lineals are made of 10 percent recycled content. Bernard also says that more glass in their
lineals which means more stability and rigidity, etc. The
company also recycles all the resin so there is no waste.
Once the product is pultruded it is prepared for
painting. “We have to coat everything first,” says
Bernard. The company’s paint is so strong that Inline
offers a lifetime warranty on the adhesion. “It embeds
itself on the product and will never come off,” he adds.

Barrier to Entry
“We have the largest fiberglass window dealer in the
world who outsells anyone in his market,” says Bernard.
If this is the case then why aren’t more people taking
on fiberglass? There are several reasons, but one is
their comfort level.
“If you’ve been selling vinyl for 30 years it is difficult
to change and unlearn everything you’ve been trained
to do,” he says.
But the true barrier to entry is the high initial cost.
Inline is working to help break down that barrier.
Each die can start anywhere from 10,000 dollars,
explains Bernard. The company manufactures its
own dies and has developed strategies to lower costs
and to help more businesses enter the market.
So while the cost of entry may be high, it hasn’t
stopped companies from adding this material to their
product mix. From 2008 to present Inline has grown
approximately 20 percent. If one of its markets is down
the other is on the upswing.
As far as competition, Bernard says “competition
makes us better. The more people in fiberglass, the
more our company will prosper.”
❙

All in the Family

From left: Bernard, Liza, Stanley, Marianna, Pauline and Tom
(missing from photo is Greg), keep it all in the Inline family.
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Stanley Rokicki, founder of Inline Fiberglass, seemed
destined to make windows since he started tinkering in his
garage more than 30 years ago.
None of the children had aspirations of joining the family occupation but “all the kids were destined to join” as they
all began their careers elsewhere. As Stanley did not believe
in easy rides for his children, they began at Inline with
menial jobs in the beginning. After learning the ropes and
with some hard work they were all eventually promoted
working in key positions within the company.
Stanley didn’t necessarily want his kids to start right
out of school anyway. He made all the kids “go get a real
job first,” jokes Bernard.
The elder Rokicki has another fiberglass-related business just down the road from Inline which is run by the
oldest Greg, one of his five children. (The other two sons
and two daughters all work at Inline.)
www.dwmmag.com
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Two hardware companies
with a singular focus

Roto North America now includes
Roto Frank of America and Roto Fasco Canada.
Two great companies with a combined heritage in North America for over 80 years, our commitment
to building great relationships and providing quality hardware to our customers is now stronger than
ever. T
Together
ogether, we create superior customer value as the leading supplier of North American and
European window and door hardware.
• Customer-driven organization that provides unparalled, 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
W
INDOW H
HARDWARE
ARDW
WA
ARE: CASEMENT
CASEMENT & AWNING,
AW
A
WNING, SINGLE
SINGLE HUNG
HUNG & D
DOUBLE
OUBLE HUNG,
HUNG, TILT
TILT & TURN
TURN
DOOR
DOOR HARDWARE
HARDW
WA
ARE: SLIDING
SLIDING PATIO,
PATIO, HINGED
HINGED PATIO,
PATIO, EURO
PA
EURO
SEE US AT FENSTERBAU
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Glass Becomes a Channel to an Interactive Experience
BY

emember when glass was
simply a conduit to views of
the outdoors and a pathway
for natural light? By and large that
may still be the case, but manufacturers are developing new ways to
turn the glass of today into the
interactive devices we mostly relegate to the arena of science fiction.
“It is a trend,” says Peter Bocko,
glass technologies chief technology
officer for Corning Inc. in Corning,
N.Y., of this movement toward
active and, in some cases, interactive glass. “At this point, I’d say we’re
focusing on creative collaborations

R

MEGAN

HEADLEY

with people who say ‘how is this
going to fit in what we call ‘environmental display?’”
While glass products have been
in demand for some time by the
electronics industry (think touch
screen), the electronics are moving
into architectural applications.
“We’ve been involved in the electronics industry for quite some time
and there are myriad glass products,” adds Stephen Weidner, vice
president at NSG Pilkington.
Those include touch screens
and other elements that
Weidner points out

are integral to the electronic application. “We’re definitely seeing a
blurring of the lines,” he says. “I certainly see a growing trend toward
using more and more glass in these
new electronic types of applications,
whether they’re touch screens or
interior or exterior or displays.”

What Makes It Active?
Active glass, interactive displays,
environmental displays—whatever
term you prefer to use to describe
a vast number of glass applications that “do something”—have
been popping up in niche locations

The view out our windows today may in a few
years time look more
like what we see on the
screens of our electronic devices today as glass
technology continues
to evolve.
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for some years now. Switchable glazing, which in some cases uses an
electric current to turn glass from
transparent to opaque, has been a
popular face for this trend.
There also are the instances
where the line between glass and
your day-to-day electronics disappears. Although we’re all becoming
used to the sleek glass beneath our
fingers as we type out a message on
our smartphone, electronics today
are appearing in our traditional mirrors and, in some cases, windows.
Earlier this year Pilkington North
America released MirroView, a new
product used to conceal the
appearance of television displays
and video screens. When turned
off, the highly reflective coating
reflects a room back to the viewer
like any other mirror. When
switched on, it’s a high-performing
television display.

How Does This Work?
The first key to understanding
this trend toward active glass is to
stop thinking of glass as glass.
Make sense so far?
As Weidner explains, “We don’t
make glass, we actually make a
wire: a flat transparent wire.”
The company’s transparent
electrically conductive ( TEC)
product range encompasses a
number of products, but the technology is fairly standard, or so
Weidner makes it sound. “We put
very thin films of different metal
oxides on the surface of the glass
and really transform that into a
wire, just like the back of your
computer or something you hook
your iPhone up to. Instead of
being a little round bundle of copper, the wire that we make is flat
and it’s transparent, but it conducts electricity. It either pulls
current out of a device, like in the
use of photovoltaics, or we push
current into a device, such as a
touch screen or displays or lighting or things like that. It’s a whole
paradigm shift of thinking about
glass, this glass-as-wire concept,”
he says.
For Bocko, glass has to be a conwww.dwmmag.com
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duit for more than just electricity.
“People need to interact with displays not only through sight but also
by touch and by sound,” he says.
That happens in a number of
ways. Obviously the interaction by
sight comes into play not only when
a window is a window but when a
window is suddenly an LED display
or a mirror is switched “on” to
become a television.
Ultimately, Bocko expects
products will emerge that can be
retrofitted to ordinary glass to
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transform the way we think about
transparency.
“Glass is a remarkable material
that can be leveraged in an increasingly interactive environment.”
He adds, “If ‘ordinary’ glass
works … then you should use ordinary glass.”
Of course, the manufacturers of
today’s “ordinary glass” know that
glass is anything but ordinary.
Megan Headley is a contributing writer
for DWM magazine.

Great Alternative or Alternate Reality?
BY

TARA

TAFFERA

The capabilities may exist for innovative glass technologies, but this makes
no difference if residential door and window manufacturers are not willing to
take the chance on them.
Carl Slocomb, president of Slocomb Windows and Doors in Scranton, Pa.,
says his company does look for innovation—in fact, he was an early adopter
of dual-glazed R-5 windows.
“We are always interested in things that have applicability to the residential market. Some of these things, which require wiring of all the windows, do
not. Also these really change the installation and I am not sure how all that
stuff would actually work.”
Slocomb is more interested in technologies such as vacuum insulating
glass. “This would have more application to residential than some of these
exotic technologies,” he says.
David Barnes, president, Viwinco, Morgantown, Pa., tends to agree pointing out that the “average Joe” wouldn’t be interested in this technology.
But there are customers who are, so companies like Viwinco do need to
keep up with the technology. In fact, Viwinco is currently involved in an innovative project for celebrity home improvement expert Ty Pennington.
Pennington is building a Next Generation house (www.nextgenhome.com/
homes) in Jacksonville, Fla., which will include Sage glass in 30-50 fixed transoms that he can turn on and off.
Barnes says projects like this take time, something he is not used to with
his usual residential projects.
“The Sage glass is on a 12-16 week lead time,” he says. “I can deliver
windows in two weeks. But they came to me because I produce an impact
window. Then they found out I have Renolit exterior colors, and they
wanted to know ‘can you do this, can you do that?’ Of course we can.
These technologies exist but are we using all of them today? No, not even
close. We have to get the homeowner to think differently. Unfortunately,
financial concerns will prohibit some of this new technology from moving
forward.”
Tyson Schwartz, vice president of sales and marketing for Soft-Lite
Windows, agrees, saying “smart glass will help us develop smart windows.
These are all exciting technology, but they are still being perfected. Many of
these technologies have a very high entry cost into the marketplace, and the
cost just has not become affordable to the end consumer.
“Once we get to a point that these products can be produced quickly, efficiently and affordably, we will be one of the first to incorporate them into our
product line,” he adds.
❙
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The Big
THREE
Doors, Modern Design and
Innovation Rule at Builders’ Show
by Tara Taffera

W

hen the International
Builders’ Show was
held early last month
in Las Vegas the feeling it elicited
hearkened back to the middle of
2000—before the downturn, before
the bust and before the bubble
effectively burst. The halls were
crowded and the mood was positive.

No doubt this new IBS was because
2013 was the year the market finally
turned around. Companies are
reporting growth, and people are
looking for new innovations. But
another part of the increased attendance was due to the move by show
organizers to dub the event, Design
and Construction Week as the

Still Trending …
Other trends seen and heard around the show floor include those that
continue to gain in popularity though we have written about
them for years.
Color, Color Everywhere: Consumers and contractors
alike continue to demand a color variety, and this was
evident again at this year’s event. Walk to any booth and
there is a good chance you would hear about new colors
in a window, as was the case at Ply Gem, or a new
color in a wood door, as was the case at Therma-Tru,
with the addition of Mahogany to its Pulse line.
“On the replacement window side everyone is
asking for new exterior colors,” said Ply Gem’s Chris
Pickering. To meet that need the company added four new
colors to its list of exterior color options.
Light Commercial Expansions: For years, exhibitors at
trade shows and would talk about how a product can be used in
light commercial applications as well. Companies started promoting their products to attendees, and this even helped some window companies survive the
downturn by expanding into these markets. This year’s event was no different as
many companies talked about the ability to use its residential products in light
commercial applications. Some even introduced products for that market.
At Front Line Building Products, the company featured a new light commercial door consisting of an aluminum-clad exterior and a wood interior. In fact,
Larry Kerscher, national sales manager, says clad products have been increasing
heavily in recent years.
38
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Kitchen and Bath Industry Show
joined IBS at the Las Vegas
Convention Center.
“The decision to add KBIS was
brilliant,” said Chris Pickering, vice
president of marketing at Ply Gem
Windows and Doors. In fact, he
said it was the reason his company
chose to display its Great Lakes
Window products. “We thought
with KBIS we would gain some
high-end customers who would be
looking for products like this.”

Trend One:
Doors Steal the Show
Walking the trade show floor,
attendees were treated to beautiful
entryways, a variety of material
options and sliding door offerings
were in particular abundance.
Attendees seemed to be more than
just “window shopping,” or in this
case, “door shopping.”
“We are going to have fun keeping up with demand,” said Lance
Premeau, product and market manager at Kolbe and Kolbe, referring to
the company’s addition of its
VistaLuxe Collection to its multislide line.
Others who will undoubtedly
have the same problem include
LaCantina Doors who introduced a
new class of multi slide and a full
range of swing doors. The company
is now a single source for complete
large-opening door packages.
www.dwmmag.com
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Custom-engineered rolling hardware and AAMA-certified wheels
allowed for a uniform, symmetrical
low profile bottom rail. As a result, the
new multi-slide doors feature the
company’s signature narrow stile and
rail profiles used in the company’s
folding doors and new swing doors.
“This provide our customers
with the ability to work with one
manufacturer to provide a solution
to their complete door package
needs and open space projects,”
said Lee Maughan, president.
continued on page 40

Photo: Christopher Simmonds, Architect

Royal says it had non stop traffic at its display of
stacking doors (left) while Kommerling’s Robert
Thiroff illustrates the power of this sliding door’s
locking mechanism.

Kolbe described its VistaLuxe sliders as the belle of the IBS ball.

LaCantina introduced a new class of multi-slide doors.
www.dwmmag.com
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From left: Therma-Tru’s Pulse line, Jeld-Wen’s new fiberglass options and Simpson’s eclectic offerings all attracted crowds.

The Big THREE
continued from page 39
PGT added a vinyl swing door,
made from cellular PVC to its product line. It already offered aluminum door stiles and wood joinery with stiles and rails.
Kommerling Windows & Doors
introduced its PremiDoor line of
lift/slide doors and Robert Thiroff,
head of sales, said the show exceeded his best expectations. “The
biggest
remodeling
company
stopped by and several companies
told us they want this product.”
The product is available 20 feet
tall by 10 feet high and is even available up to 40 feet wide. Thiroff
points out that a homeowner can
slide 600 pounds with one finger.
Nana Wall Systems introduced
three new products, one being the
Fold Flat. “Our president fields the
calls from architects and the question he always receives is, ‘Can your
products fold all the way back?’ The
answer was always no. We have
now figured it out,” said Matt
Thomas, marketing manager.
The product allows folding
glass door panels to fold and then
pivot all the way back to stack out
of and parallel to the opening.
This large step forward in the
operable glass wall industry
allows for expanded functional
and aesthetic possibilities and full
40
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usage of available square footage.
Royal Building Products unveiled
its new stacking patio door system
featuring a multi-panel design and
made of heavy-duty vinyl extrusions
and magnetic hardware. The product can be used in both residential
and commercial applications.
But it wasn’t all about sliding
doors—fiberglass took center stage
as well. Therma-Tru had a variety of
new product introductions including the addition of Mahogany to its
Fiber-Classic Collectio n. New doors
and
sidelites
include
deep
Mahogany graining and high-definition panel embossments that are
designed to complement rich wood
tones in the home’s interior. The
expansion also introduces the
Mahogany grain to the Therma-Tru
vented sidelite offering. The company also now offers this option in its
Pulse series of contemporary doors,
along with a new Echo design
option for doors and sidelites.
Jeld-Wen introduced new fiberdoor
styles
including
glass
the Design Pro and Smooth
Pro which feature detailed panel
profiles and authentic grain patterns for a realistic look at an
affordable price. The Architectural
Series is made from a mold taken
from a real wood door, and feature

>I

an authentic woodgrain pattern for
a best-in-class appearance, according to the company.

Trend Two:
Modern Designs
Modern and contemporary
were definitely the buzzwords as
this type of door was front and
center at IBS.
Brad Loveless, marketing manager of Simpson Door, said this year
at the company’s booth it was all
about aesthetics. The company
introduced an all new contemporary line of doors focusing on concepts including clean lines.
“Contemporary has swept us
up,” said Loveless.
Plastpro introduced its Modern
Door. “New construction customers are looking for simple,
modern designs,” said Peini
Spinazzola, director of marketing.
Trustile unveiled a collection of
modern door designs. The company offered 21 species of wood, two
MDF options, 12 Chemetal options,
12 Edelman leather designs and 40
glass and resin options.
“The reception has been fantastic,” said Robert Cross, regional vice
president of sales.
continued on page 42
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The Big THREE
continued from page 40

Ultimate introduction: Marvin’s new
double hung window features a
keeperless hardware system.

Trend Three:
Innovative
Window Designs
While doors may have stolen the
show, window companies did get in
on the innovation act as well. In fact
at the Ply Gem booth, it invited
companies to introduce new technologies in front of a panel of
esteemed judges, including Ply Gem
president and CEO Gary Robinette.
Three window-related innovations
were introduced including a trim

system from EZ-Trim, a shading system from Smarter Shade and a thermochromic
technology
from
Ravenbrick. Each company had five
minutes to introduce their product
and then answer questions from the
judges. Only time will tell if any of
these will make it into the Ply Gem
product pipeline.
When introducing his technology
Chris Ketchum, vice president of
sales for Ravenbrick explained that
the filter applies to sur face two of an
IG unit and absorbs the heat into the
filter. “This is a 100 percent replacement business and the beauty of it is
there are no wires,” he said.
Price is often the roadblock when
it comes to new technologies such
as these. Ketchum said the suggested selling price for this product is
$16 a square foot.
Marvin Windows and Doors introduced its Next Generation Ultimate
Double Hung which the company
says features never-before-seen
hardware, operation, performance
and design. “It is the first and only
window that does not rely on a traditional lock-and-keeper, says the
company. In its place is an innovative keeperless hardware system,
which elegantly combines the traditional double-hung look with intuitive operation, modern convenience and added peace of mind.”

Attendees were evidently interested in this new technology as it
was often “standing room only”
around this new product with those
vying to get a look.
Energy-efficient options were
also on display by various companies as window companies work to
meet the new Energy Star criteria
published
recently
by
the
Environmental Protection Agency.
Some may opt to manufacture
triple-pane units to meet the
requirements and some of these
options were on display. Kolbe and
Kolbe for one featured a window in
its VistaLuxe display which utilizes
triple-pane glass that can help
meet or exceed the insulating values required by Energy Star.
❙

IBS reality show: The PlyGem judges (left) examine the framing system introduced by EZ Trim’s Craig Andres (top right). They
also learned about a thermochromic technology from Ravenbrick’s Chris Ketchum.
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ENTRY
DOOR
SYSTEM

1 800 361.9261
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Royal offers you the perfect solution for your entry
door. The Royal Entry Door System features a
compressible PVC door sweep, a thermal break,
exterior and interior cladding and a dust pad system.
Tested according to the new comprehensive
standards and referred to by the 2010 Canadian
National Building Code, this aesthetically pleasing
appearance system ensures comfort, durability and
superior energy efficiency.

www.thermoplast.com
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Distributor Products

DOORS

(P.H.)Tech Design

FOCUS ON DEALERS

P.H. Tech has rolled out its S-800
and S-7800 patio doors with the signature line “designed to work like a
charm.” Both doors have non-conductive spacers, low-E coating and
argon gas in a design that allows for
1-inchthick double or triple glazing.
Options for both include bronzetinted glass or mini-blinds between
the glass (for doors 5-, 6-, 9- and 12feet wide). Decorative grilles are
available in rectangular white ¼inch by 5⁄8-inch, Georgian white 5⁄16inch by 5⁄8-inch, standard configurations (regular, prairie, partial and
G45). Both doors also have multiple
weatherstripping to eliminate air
infiltration, steel reinforcements in
heavily used parts, 1-point mortise

lock and hidden sash stoppers.
The S-800 has a wood clad frame
(5 3⁄8- or 7¼ inch) with a multichamber PVC sash, while the 4 9⁄16-inch
frame on the S-7800 is made of
multichamber PVC, as is the sash.
❙❙➤ www.phtech.ca/en

Steele Away
Weather Shield Windows and
Doors has unveiled new steel and
fiberglass exterior entrance doors.
The product line includes smooth
and stainable/textured steel panels
as well as smooth, textured and
deluxe fiberglass panels. The doors
can be tailored to match a home’s
architectural style with many
choices in panel styles and finishes,
glazing options and colors for the
exterior aluminum-clad frames.

WINDOWS

There’s a New Storm(Breaker Plus®) on the Horizon
Simonton Windows, manufacturers of vinyl windows and patio doors, has
introduced the Simonton StormBreaker Plus® HVHZ-approved sliding patio door.
The new HVHZ-approved StormBreaker Plus sliding patio door is available in
white and tan, or with a bronze exterior. Low-maintenance vinyl-framed products in the StormBreaker Plus product line are designed to help withstand high
winds and wind-driven debris without the use of shutter systems. The products
feature a beveled frame design, reinforced profiles for added strength and a
variety of glass, grid and energy efficiency options.
The impact-resistant patio door from Simonton is tested and certified to
meet AAMA and ASTM standards for impact-resistant products; HVHZ MiamiDade County, Broward County and select areas of Palm Beach County protocols
for the Florida Building Commission; Texas Department of Insurance evaluations
for the Texas Coast.
❙❙➤ www.simonton.com
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Panels are available in multiple
styles ranging from flush to 6 panel
and craftsman in heights of 6 feet 8
inches. Select panels are also available in 7- and 8-foot heights. Panels
generally can be specified with
glazing options of ¾ and full ovals,
½ round top, craftsman and ½-, ¾inch and full lites.
High-definition fiberglass panels
have the architectural look of wood,
with a polyurethane core that
absorbs sound and which the company says insulates up to six times
better than most wood doors. The
three new fiberglass panel styles
include deluxe fiberglass, textured
fiberglass and smooth fiberglass.
Weather Shield’s steel door panels
are 22-gauge steel entrance doors in
multiple panel styles, all with a
polyurethane core. All are available
prefinished in one of 50 paint colors.
The panels include stainable steel
panels with a deep grain embossment that can be painted or prefinished in one of 10 stain choices; and
smooth steel, standard with a steel
wrapped edge gives for security.
Smooth steel panels are also available in fire-rated configurations.
All Weather Shield entrance
doors come with either an in-swing
adjust able sill, out-swing bumper
sill, or an ADA compliant sill.
❙❙➤ www. weathershield.com
www.dwmmag.com
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Texas-based designer and manufacturer of doors and custom
millwork, Crestview Doors Inc.,
has announced the launch of a
new custom door capability that
allows clients to choose an interior or exterior door and add a custom decorative millwork or handmade metal grillwork design to
the center panel.
Modern interior doors feature a
stain-grade hardwood carved
panel on both the interior and
exterior sides. Clients can choose
from 17 species of wood, and the
option to have it painted or
stained.
Modern exterior doors are
made from durable fiberglass and
fitted with an interior or exterior
center panel that can feature

either carved decorative millwork
or hand-made metal grillwork.
The decorative wood panel
designs are laid out and cut by CNC
machine, and the metal grillwork is
handmade
by
local
metal
artisanSusan Wallace. The current

design library holds thirteen
researched decorative millwork
designs inspired by the textile and
pattern designs of the 1950s and
60’s. Crestview also welcomes
clients to submit their own designs
❙❙➤ www.crestviewdoors.com
❙

FOCUS ON DEALERS

Decoratively Modern Millwork
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Truth Hardware - The Industry’s Leading Engineered Solutions Provider.
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M&M News and Products
EVENT NEWS

MMPA Previews Educational Lineup
for Annual Business Meeting
MOULDING & MILLWORK

he Moulding and Millwork
Producers Association (MMPA)
will host its 51st Annual
Business Meeting in Savanah, Ga.,
April 28-May 1 at the Mansion in
Forsyth Park.
Speakers will include Urs
Buehlmann, associate professor at
Virginia Tech’s Department of
Sustainable Biomaterials. Buehlmann
focuses on the impact of foreign
competition on the wood products
industry and the interrelationship of
the U.S. housing market and wood
industry, according to MMPA.
Additionally, Delton Alderman,
Ph.D., research scientist for USDA
Forest Service – Northern Research
Station, Forestry Sciences Laboratory
will speak. MMPA says his research
interests include marketing strate-

T

At MMPA’s last meeting attendees were treated to a tour of many moulding
companies. This year’s event will not disappoint, once again, says the association.
gies for hardwood companies, consumer perceptions of hardwoods
and U.S. and international housing
markets, among others. Finally, the
association has announced speaker

PRODUCT NEWS
Gotta Get PacFit® for the Pac Trim®
PacFit now delivers a miterless MDF moulding system that
it says is designed to simplify
installation by eliminating the
need for precision miter cuts.
PacFit, part of the Pacific MDF
family of companies, are
matched to fit a selection of Pac
Trim profiles. The company
offers radius corners that match
Pac Trim lineal base; crown components that match Pac Trim lineal crown material; rosettes,
plinths, and universal corners
that both complete and complement; primed MDF components
that use the industry-leading
PacPrime material; and roompacks with Keystone crown and
corner systems.
❙❙➤ www.pactrim.com
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Al Schuler, Ph.D., a retired research
economist for USDA Forest Service,
Princeton Research Laboratory.
While at the USDA Forest Service,
Schuler studied the impact of the
economy, globalization, technological change and demographics on
solid wood product markets, according to the group.

COMPANY NEWS
Prime-Line Inc. Expands
Prime-Line
Inc.
based
in
Malvern, Ark., is building a new
manufacturing
facility
there.
Through the expansion, Prime-Line
will create 50 new jobs and invest
more than $6.7 million in the new
facility and manufacturing line.
The company manufactures
medium- and light-density fiberboard moulding and millwork for
distributors nationwide. Its products are sold in retail outlets and
big box stores including Lowe’s.
Prime-Line will have the ability
to produce more than two million
lineal feet of primed moulding
per week in the new Malvern
facility.
❙
www.dwmmag.com
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AN EXPRESSION
OF YOUR

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

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

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

MACHINERY AND EQUIPMENT

DOOR COMPONENTS

Erdman Gets Flexible

Value Added by Vi-Lux

The Erdman® 400 Series line of
equipment is a low-cost insulating
glass production system that the
company says works with all flexible spacer systems, applying spacers straight with true 90-degree corners. Minimal operator training
and no data input is required for
standard operation.
The 400 Series Spacer Applicator,
Tilting Grid Muntin Station, Roll
Press and 6000 Series Secondary
Sealer can

Vi-Lux Building Products has
announced the addition of a
value-added service to its line of
cellular PVC extruded door
frames. The company will offer a
door jamb with complete set of
hinge holes, multi-points, strikes,
double strikes, dados and reinforcement screw holes.
❙❙➤ www.vi-lux.com
produce 400+ units per
shift with two (2) entrylevel operators. The
machines are capable
of allowing operator to
run shapes or units
manually and require
minimal floor space,
according to the company.
❙❙➤ www.erdmanautomation.com

APPS

Getting InSightful
Guardian
Industries
has
launched
Guardian
Window
InSight, a mobile app designed to
help users educate homeowners
on the best options for new or
replacement windows.

GLASS

Solarban 60 Gets Castaway
Castaway III, one of four upscale Zero Energy America model homes built in
central Florida by Marc Rutenberg Homes of Tampa, features Solarban® 60
glass, solar control, low-E residential window glass by PPG Industries.
In a standard 3⁄4-inch insulating glass unit (IGU) with clear glass, Solarban 60
glass has visible light transmittance (VLT) of 72 percent, an SHGC of 0.39 and a
U-value of 0.25 that is nearly 50 percent better than regular clear-glass IGUs,
according to the company.
❙❙➤ www.ppgglass.com
Guardian’s Window InSight app
gives contractors and window dealers tools to provide 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
explanations of windows and glass
continued on page 50
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Introducing...
CONTINUED

performance, through easy-tounderstand 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 provides a comprehensive
glossary of terms to educate users
about everything from how glass is
made to how glass coatings
respond to temperature.
Download Guardian’s Window
InSight mobile application from
iTunes or from Google Play for
Android.
❙❙➤ www.guardian.com

HARDWARE

A Working Unigear
Zero International has introduced the Unigear, a line of high
performance,
tamper-resistant,
integrated door hinges that dissipate kick-back and impact shock
while maintaining smooth, effortless door swing, according to the
company. The Unigear is said to
spread the stress along the full
length of the door and frame, with
heavy-gauge, aluminum alloy with
self-lubricating Delrin support
blocks. The company markets the
product as perfect for new or retrofit applications, with “fire-rated
options for doors up to nine feet.”
A flood barrier shield also is now
available from Zero. Described as
simple to install and remove, the
water-tight barriers help to protect

Carry Case Creations

doors
from
water
ingress. The flood
barrier shield is available in
widths for inside or outside jamb
mounting and in stock heights of
10-, 20-, 24-, 30- and 36 inches or to
specified heights. The U.S.-made,
aluminum shield requires no tools
to install into pre-mounted vertical
channels when needed, according
to Zero, which adds that the unit
complies with FEMA and FIA regulations, for use on doors.
❙❙➤ www.zerointernational.com ❙

Options for Presenting
Your Options

1-855-774-7974

smithcase.com
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the winner is GU FaceGUard finish
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Ones to Watch

MANAGEMENT CHANGES
Guardian Names New
President of Global Flat Glass
Kevin Baird has been named president of the Global Flat
Glass
Group
for
Guardian
Industries
Corp., and will assume
full P&L responsibility of
this business. Baird
replaces Scott Thomsen,
Kevin
who has resigned for
Baird
health reasons. Most
recently, Baird has been president
and CEO of SRG Global Inc., a
Guardian company.
Scott Thomsen joined Guardian
at its Science and Technology Center
in 1999 and was responsible for
directing research and development
initiatives while playing a vital role in
bringing innovative products to
market. Before being named Global
Flat Glass President in 2011, he was
group vice president, North
American Flat Glass Operations, and
chief technology officer.
According to Vaupel, Thomsen
continues to work with Guardian
on critical initiatives on a consultancy basis, adding, “We all stand
behind Scott’s decision and are
excited that he will support
Guardian moving forward.”

Senior Management Changes
at Amesbury and Truth
Tyman Plc, the parent company of
both Amesbury and Truth Hardware,
has announced senior management
changes as part of the integration of
the businesses post the acquisition
of Truth in July 2013.
Jeff Graby, previous president of
Truth Hardware, has assumed the
role of president and
CEO for the combined
Amesbury and Truth
organizations. Graby
joined Truth in 2012
and oversaw the divestment of the business
Jeff
from Melrose Plc to
Graby
Tyman Plc. Prior to that
he held a number of senior management positions within Interface
Solutions, RAM Industries and FES
Systems Inc.
Jonathan Petromelis, currently
CEO of Amesbury, has made the decision to further his career outside of
the Tyman Group. Following a period
of transition he will advise the company on integration initiatives before
leaving the business.
Mike McCann joined the company to oversee sales activity across
both Amesbury and Truth brands,
as senior vice president of sales,

EXPANSIONS
Roto North America Expands
Antonios Bountzouklis, from Roto Frank Spain has joined Roto
Frank of America as the market product manager of European
products, as well as the area sales manager for Central America.
“This newly-created position reflects our strategic efforts to
continue the exponential sales growth of our European products
in North America. It also demonstrates our focus on increasing
Antonios
our sales and market presence for all Roto and Fasco products in
Bountzouklis Central America through our subsidiary in Mexico,” says Chris
Dimou, Roto’s president and CEO for North and Central America.
Additionally, after nearly six years of sales representation from PRYSM
Marketing Inc., Roto North America will expand the independent sales
agency’s territory to include 10 new states: Florida, Tennessee, Kentucky, Ohio,
Michigan, Wisconsin, Minnesota, North Dakota, South Dakota and Nebraska.
PRYSM will represent the RotoFasco product portfolio, which includes hardware
for all types of North American and European-style doors and windows.
52
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effective January 13. McCann
brings to the business extensive
sales and marketing experience
from senior roles with Toshiba,
Xerox and, most recently, Guardian
Industries where he was vice president of global sales.

APPOINTMENTS
Intigral Announces Several
Executive Appointments
Walton Hills, Ohio-based Intigral
has made several executive
appointments,
including the promotion of Jason Thomas to
president. Prior president Jamey Beard will
assist with the transition
Jason
through the end of 2013.
Thomas
Thomas joined Intigral
in 2005 and most recently served as
vice president of operations.
DeAnna Negron has been promoted from vice president of customer service and systems to vice
president. Negron has
been with the company
for more than 21 years
serving in a variety of
Deanna
capacities.
Negron
Gary Frey has been
promoted to vice president of customer experience and sales. Frey
joined the company in
2012 to lead customer
experience, marketing
and business developGary
ment efforts.
Frey
Don Smith has been
appointed plant manager. Smith has more than
30 years of fenestration
management experience. Previously, he held
numerous positions at
Silver Line Building
Don
products during his 14Smith

continued on page 54
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A BETTER FRAME AGAINST
MOTHER NATURE.

When faced with rain, corrosive sea air, extreme temperatures, harsh sunlight and insect infestation, Vi-Lux building
products are up to the challenge. Vi-Lux manufactures premium, sustainable, and competitively-priced products that will
outlast any wood-based product. Made of cellular PVC, our products resist swelling, rotting and splitting. They are simple
to cut, drill, and bend to fit curved applications. And unlike wood, they are 70% more energy efficient. If you’re looking for
quality, service and value, look no further than Vi-Lux building products. Products made to stand the test of time.

QUALITY. SERVICE. VALUE. THE RELIABLE CHOICE.
Visit us online at www.vi-lux.com or call 1-866-281-6743
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Ones to Watch
CONTINUED

year tenure. He also served as plant
manager for Ellison Window & Door
in North Carolina, as well as B&G
Glass in Michigan.
Tom Calcei is the new sales
manager. He has more
than 22 years’ industry experience and
most recently was the
West Coast and Asia
Pacific sales manager
for GED Integrated
Tom
Solutions.
Calcei

NEW HIRES
GED Appoints Western
Region Sales Manager
GED Integrated Solutions has
appointed David Stivers to the role
of western region sales manager.
In this position, Stivers’ will represent GED in the western regions

David
Stivers

of the United States
and Canada. He joins
GED as a 14-year sales
veteran.
For the past five
years, he served as territory sales manager for
the
R.J.
Reynolds
Company.

ASSOCIATION NEWS
NFRC Elects New Board
Members
The National Fenestration
Rating Council (NFRC) recently
held elections for its board of
directors.
The following people have been
elected or re-elected:
• Joe Jonely will assume a fenestration industry (unspecified)
seat. He has been with AMSCO

Windows in Salt Lake City, Utah,
since 1975. He currently serves
as vice president of engineering;
• Paul Bush takes the fenestration
industry (primary glass manufacturer) seat. He is the technical
services manager for the flat
glass business of PPG Industries
in Cheswick, Pa.;
• Christian Kohler has been reelected to the general interest
(not-for-profit institution of
research or higher learning) seat.
On the NFRC board since 2010,
Kohler represents the Lawrence
Berkeley National Laboratory
(LBNL), in California; and
• Bipin Shah takes a general interest (unspecified) seat. A former
NFRC employee, Shah is now
president of WinBuild Inc. in
Fairfax, Va.
❙

Frame & Sash Assembly Systems
Assembles Wood, Aluminum, Vinyl, PVC, Fiberglass or
Composite Frames or Sashes
Corner assembly customized to your specific fasteners and
locations by utilizing Nails, Staples, Screws, Sealant or
Corner Staking
Powered Size Adjustments with Allen Bradley Controls

Vinyl Welders & Cleaners

Sealant Application Tables

Frame & Sash Clamps

Quad Head Welders

Twin Head CNC Cleaners

DMX Fabrication Saws

Frame Notch Saws

One, Two and Four Point Horizontal & Vertical Welders
Single, Double & Quad Stack Fixtures
CNC Weld Seam Cleaning in Single, Double or Quad Head
Flow Thru Machines
Allen Bradley Controls

Fabrication & Miter Saws
Large capacity 45/45/90 cut saw for Vinyl, Composite or
Aluminum processing
Computer controlled material positioning yields the absolute
minimum cut scrap
Customizable fabrication modules to meet your
specific production demands
Allen Bradley Controls

Sealant Application Tables
Automatic application for Hot, Cold or
Two Part sealants
Automatic corner detection and
non-contact edge tracking
Allen Bradley Controls

Come in and see our showroom - 7826 CenTech Rd - Omaha, NE 68138
Visit us online - www.cseautomationllc.com
Contact Us - Phone: (402) 861-6100 – Fax: (402) 861-6199
E-mail - wess@cseautomationllc.com
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Integrate. Innovate. Dominate.

When you connect every person and pr
process
ocess in your business, you can go. Where?
Where?
To the front.
front. To
To the top.
Wher
Where
e you need to go. Wher
Where
e you want to go. Ahead.. To
Because with FeneV
FeneVision
ision NEO ERP softwar
software,
e, you can improve
improve every part of your business,
ith NEO, your business becomes powerful, fast, flexible, mobile, interactive and fully
every day
day.. W
With
integrated. And will continue to advance, because we never stop impr
oving FeneV
ision.
improving
FeneVision.
Discover how integrate, innovate and dominate will work for you.
Visit
V
isit fenevision.com. Or contact us today
today.
y..

North America 330.995.2830

Eur
Europe/Asia
ope/Asia +352 263984

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

Door & Window Market

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
740/439-2338
www.quanex.com

Jamb Adjusters
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com

Stiffeners
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com

Patio Door Screens
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com

Weatherstrip, Doors
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com

Thresholds
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com

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

Door Hardware &
Related Products
Amesbury
57 Hunt Road
Amesbury, MA 01913
800/217-5757
fax: 800/289-6699
www.amesbury.com
Handles
Roto North America
14 Inspiration Lane
Chester, CT 06412
800/243-0893
fax: 860/526-8390
Multipoint Locks
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
Muntin Tapes
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com

>I

Insulating Glass &
Related Products
Airspacers
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
Connectors
Eduard Kronenberg
GmbH “EK”
Dingshauser Str. 6-10
42655 Solingen,
Germany
+49 (0)212/222 88-0
fax: +49 (0)212/222 88-999
www.kronenberg-eduard.de
info@kronenberg-eduard.de
Muntin Bars
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
www.dwmmag.com
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Sealants
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
Spacers
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com
Door & Window
Machinery/Equipment
Production Lines
Quanex Building Products
1800 West Loop South
Suite 1500
Houston, TX 77027
740/439-2338
www.quanex.com

Contents

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
Amesbury
57 Hunt Road
Amesbury, MA 01913
800/217-5757
fax: 800/289-6699
www.amesbury.com
Operators
Roto North America
14 Inspiration Lane
Chester, CT 06412
800/243-0893
fax: 860/526-8390
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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
740/439-2338
www.quanex.com
Windows
Vinyl Windows
Rehau Corporation
1501 Edwards Ferry Rd., NE
Leesburg, VA 20176
703/777-5255
Fax: 703/777-3053
rehau.mailbox@rehau.com
na.rehau.com/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
March 2014
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Help Wanted

Distributors & Reps Wanted
Prominent, quality driven manufacturer of high-end adhesive
tapes looking for established distributors & aggressive sales
reps to help develop its North American sales. This is truly an
outstanding opportunity for motivated individuals & organizations to expand their product line offerings with items that
are proven very competitively priced & used on a daily basis
by manufacturers, fabricators & installation contractors. All
replies will be held in absolute confidence. Send information
and/or resumes to DWM, Drawer 6900, PO Box 569, Garrisonville, VA 22463 or email jmulligan@glass.com. Reference
Drawer 6900.

Production/Fabrication Supervisor

Want to
Know How
You Stack Up?
Michael Collins, partner at Building
Industry Advisors, and DWM columnist
and blogger, is bringing back his Door and
Window Industry Benchmark Survey, after
a respite of several years.
Participating Company Discount
Companies that participate in the survey
will receive a discount on the purchase of
the survey results.
Tentative Timeline
Mid-March: Surveys distributed to
manufacturers.
May 15: Surveys must be returned.
July 1: Surveys available for purchase.
For more information contact
Michael Collins, Building Industry Advisors, at
mcollins@buildingia.com or
Tara Taffera, DWM Magazine, at ttaffera@glass.com
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We are a leading manufacturer and supplier to the fenestration
industry. We are growing and looking for the right people to grow
with us. We are currently looking for a production/fabrication
supervisor. This is a hands on position that could develop into
manufacturing manager position. We are seeking a selfmotivated, responsible person that has the desire and ability
to be a leader. Clear communication and industry knowledge/
experience is required. Component, custom window/door
fabrication, electro-mechanical experience is desirable. We are
located in the far western suburbs of Chicago. If you are interested
in a wonderful opportunity with a company that offers
comprehensive benefits that includes 401(K), medical, paid
holidays and vacations please forward your resume in confidence
to: DWM magazine, Drawer 6700, PO Box 569, Garrisonville, VA
22463, email jmulligan@glass.com, or fax 540/720-5687. Be sure
to reference Drawer 6700.

Industry Services

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

To place your classified listing, please contact
Janeen Mulligan at 540/602-3255,
or email jmulligan@glass.com.
March 2014
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NowShowing
CALENDAR OF EVENTS

2014
March 20-21, 2014
Glass Processing
Automation Days
(GPAD)
New Orleans
❙❙➤ http://fenetech.com/us/events/
gpad
March 24-26, 2014
NFRC Spring Committee Week
Peabody Memphis, Memphis, Tenn.
❙❙➤ www.nfrc.org
March 26-29, 2014
Fensterbau/Frontale
International Trade Fair Window,
Door and FacadeTechnologies Components, Prefabricated Units
Nuremberg, Germany
❙❙➤ www.frontale.de
March 31-April 2, 2014
WDMA Spring Legislative Meeting
Hyatt Regency, Arlington, Va.
❙❙➤ www.wdma.com

April 28-May 1, 2014
MMPA Annual Meeting
Sponsored by the Moulding and Millwork
Producers Association Mansion on Forsyth
Savannah, Ga.
❙❙➤ www.wmmpa.com
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, Ill.
❙❙➤ www.aia.org

September 9-11, 2014
GlassBuild America
Las Vegas
❙❙➤ www.glassbuildamerica.com
September 22-25, 2014
NFRC Fall Membership Meeting
Delta Victoria Hotel
Victoria, British Columbia - Canada
❙❙➤ www.nfrc.org
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
❙
To submit events for the calendar
email ttaffera@glass.com
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Albat & Wirsam
Amesbury Group
Building Industry Advisors
Cardinal IG
CSE Automation LLC
Erdman Automation
Fenetech Inc.
Ferco Architectural Hardware Inc.
GED Integrated Solutions
GM Wood Products
Graco Inc.
Guardian Industries
Inline Fiberglass Ltd
Kommerling Windows and Doors
LaCantina Doors
OmniGlass SCT
Quanex Building Products
Roto North America
Royal Building Products
Smith Case
Strybuc Industries
Sturtz Machinery Inc.
SureFire Systems Inc.
TLC Mouldings
Truth Hardware
Vi-Lux
Vision Hardware
Win-Door North America
Woodware Systems

Phone
312/470-6645
800/325-3359
312/282-5462
952/935-1722
402/861-6100
763/389-9475
330/995-2830
450/973-1437
330/963-5401
800/530-9211
877/844-7226
866/482-7374
866/566-5656
800/330-2239
888/720-9775
204/987-8522
713/961-4600
800/243-0893
866/852-2791
855/774-7974
800/352-0800
330/405-0444
407/699-1862
866/653-4852
800/866-7884
866/281-6743
800/220-4756
800/282-0003
901/763-3999

Fax

Web Address

905/338-5671
www.a-w.com
585/627-5979
www.amesbury.com
312/854-8001
www.buildingia.com
952/935-5538
www.cardinalcorp.com
402/861-6199
www.cseautomationllc.com
763/389-9757
www.erdmanautomation.com
330/562-8688
www.fenetech.com
450/973-7661
www.ferco.ca
330/963-0584
www.gedusa.com
231/652-3166
www.gmcompanies.com
612/623-6273
www.graco.com/hfr
248/340-2111 www.windowinsight.guardian.com
416/679-1150
www.inlinefiberglass.com
Not Available
www.kommerling.com
760/734-1591
www.lacantinadoors.com
204/222-5411
www.omniglass.com
713/877-5333
www.quanex.com
860/526-8390
www.rotohardware.com
905/850-9184 www.royalbuildingproducts.com
336/774-7949
www.smithcase.com
610/534-3201
www.strybuc.com
330/405-0445
www.sturtz.com
407/699-4565
www.surefiresys.com
912/534-5010
www.tlcmouldings.com
507/451-5655
www.truth.com
613/354-6589
www.vi-lux.com
908/822-2269
www.visionhardware.com
416/444-8268
www.windoorshow.com
901/763-4064
www.woodwaresystems.com

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

www.dwmmag.com
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Industry Indices

December Housing Recap

Remodeling Report

Just Short of the Million Mark

Holding Steady

Following an unusual surge in housing starts in
November, nationwide housing production fell 9.8 percent
to a seasonally adjusted annual rate of 999,000 units in
December, according to the U.S. Department of Housing
and Urban Development and the U.S. Census Bureau.
Single-family housing starts fell 7 percent to a seasonally adjusted annual rate of 667,000 units in December.
Except for November, this was the highest monthly total
for single-family starts in 2013. Meanwhile, multifamily
starts fell 17.9 percent to 312,000 units in December.

According to the NAHB, the Remodeling Market Index
(RMI) held steady at 57 in the fourth quarter of 2013. This
is the same level as the third quarter of 2013 and the
highest reading since the first quarter of 2004.

Signs of Growth

New-Home Sales Up in 2013

Sales of newly built, single-family homes fell 7 percent
to a seasonally adjusted annual rate of 414,000 units in
December, according to the U.S. Department of Housing
and Urban Development and the U.S. Census Bureau.
Despite the monthly drop, home sales in 2013 were up 16.4
percent over the previous year.
“Consumers are getting used to more realistic mortgage
rates, which still remain favorable on a historical basis,”
says National Association of Home Builders (NAHB) chief
economist David Crowe. “As household formations and
pent-up demand continue to emerge, we anticipate that
2014 will be a strong year for housing.”
Regionally, new-home sales activity fell 36.4 percent in
the weather-battered Northeast, 7.3 percent in the South
and 8.8 percent in the West. The Midwest posted a gain of
17.6 percent.
The inventory of new homes fell to 171,000 units in
February, which is a five-month supply at the current sales
pace. Although this is an increase over the previous month,
it is due to the slower sales pace in December.
60
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The National Association of the Remodeling
Industry’s (NARI) fourth-quarter Remodeling Business
Pulse (RBP) data of current and future remodeling business conditions continues to show growth. Although
remodelers report the highest overall rating on business
conditions, at 6.51 (from 6.41 last quarter), numbers in
most other categories experienced a slight drop.
Growth indicators in the fourth quarter of 2013 are
as follows (rating is from 1 to 9, where 1 is much worse
than a year ago and 9 is much better; 5 is about the
same as last year):
• Current business conditions was rated 6.51 (up .10
from 6.41 last quarter)
• Number of inquiries fell to 6.2, a significant drop
from 6.55 last quarter.
• Requests for bids fell to 6.22 from 6.45, a significant
decline from last quarter.
• Conversion of bids to jobs continues to be the weakest
measure remaining flat at 6.03.
• Value of jobs sold declined to 6.27 from 6.31 recorded
last quarter.
Conversion of bids to jobs continues to be the weakest measure when compared to the same time last
year. Yet, the projected strength of sales in three
months had a significant increase to 6.41 from the 6.12
recorded in September.
❙
www.dwmmag.com
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WOODWARE

WOODWARE

WOODWARE

Zoom Fit

WOODWARE

BUSINESS
INTELLIGENCE

WOODWARE

WORKFLOW

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

WOODWARE SYSTEMS
Millwork Specialists

Product Information
Incorporating
SHELTER® Magazine
DOOR & WINDOW MARKET MAGAZINE

© 2014 Door and Window Market (DWM)
Magazine. All rights reserved.
No reproduction of any type without
expressed written permission.

Contents

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.
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VOLUME 15/ISSUE 2/MARCH 2014

REPORT SHOWS TWO DECADE
PAYBACK FOR TRIPLE PANE
WINDOWS
READER WEIGHS IN
REGARDING ZEN PROFILE
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Energy & Environmental News

RESEARCH

Research Proves a Two-Decade Payback
for Triple-Pane Windows
t takes two decades or more for
triple-pane windows to pay off
financially, based on utility-bill
savings, according to a report by
energy efficiency experts at the
Department of Energy’s Pacific
Northwest National Laboratory
(PNNL). These findings were presented in December by PNNL
research engineer Sarah Widder at
the Buildings XII Conference in
Clearwater Beach, Fla. The meeting was sponsored by the
American Society of Heating,
Refrigerating and Air-Conditioning
Engineers (ASHRAE).
The report by Widder and senior
staff engineer Graham Parker is
based on a study at PNNL’s Lab
Homes, a pair of identical manufactured homes used to study energy efficiency. Researchers replace
one item at a time in one home,
such as the windows or the water
heater, then compare the performance of the homes.
For this study, the PNNL team
studied the effect of replacing aluminum-frame double-pane windows with newer, triple-pane ones.
The team found that the newer
windows slash energy use in the

I

Research performed in the PNNL Lab Home proves that the payback for a triple-pane
window is a long one. But engineers stress that other factors such as comfort play
a strong role as well in purchase decisions.
home by 12.2 percent. But because
of the cost of the highly insulating
windows, it would take anywhere
from 23 to 55 years for the reduced
energy cost to make up for the
increased expense.
“A savings of 12 percent on
whole-house energy consumption
is substantial, especially when
you’re talking about changing a rel-

Model Behavior
• House size: 1,500 square feet; 196 square feet of windows, including two
large sliding glass patio doors and eight other windows.
• Windows: Triple-pane vinyl-frame Jeld-Wen windows with a U-factor of .20
with an argon/krypton mix, in the two spaces between the panes.
• The other home’s double-pane windows had a U-factor of .68.
• Time of experiment: A 10-week heating season from February to April 2012
and a six-week cooling season in July and August 2012. The thermostat was
kept at 75 degrees during the winter and 70 degrees during the summer.
• No window coverings were used during the experiment.
• The average inside surface window temperature was 75.7 degrees in the
home with highly insulating windows and 68.7 degrees in the home with
double-pane windows.

atively small percentage of a home’s
envelope,” said Parker, a founder of
the Lab Homes project. “But the
windows are expensive.”

More than Financial Benefits
The team noted that there are
many other factors to consider in
addition to money when deciding
whether to install highly insulating windows.
“Comfort is also important,” said
Parker. “The windows cut down
dramatically on cold air radiating
from the windows and they reduce
temperature variations in the
home, where some areas will be
much warmer or cooler than others. They also nearly eliminate the
formation of condensation on the
inside of the window which can
lead to mold growth and unhealthy
indoor air. It’s hard to put a dollar
value on comfort and health.”

©2014 Door & Window Market Magazine, 540/720-5584, www.dwmmag.com, All rights reserved.
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The PNNL team found an added
value during summer months. The
newer windows, which have low-E
coatings that reduce internal solar
heat gain, slashed energy consumption by almost 25 percent
during peak cooling times on hot
summer afternoons. That benefit is
passed along to utilities as less
demand on the overall electricity
grid at times when demand and
price are highest, Widder said.
Each of the lab homes is about
1,500 square feet and equipped with
more than three dozen sensors
which hang from the ceiling or are
attached to windows, walls, and
other areas throughout the home.
The sensors record information
about temperature, humidity and
the amount of sunlight entering
through windows. Instruments outside the homes record temperature,
humidity, wind speed, rainfall, barometric pressure and wind direction.
For this experiment, in one
home the team installed triplepane vinyl-frame Jeld-Wen windows with a U-factor of .20. The
triple-pane windows are filled with
an argon/krypton mix, in the two
spaces between the panes, to further reduce thermal transmission.
The other home’s double-pane
windows had a U-factor of .68. In
addition the triple-pane windows
block approximately 80 percent of
solar heat gain, compared to 30 percent for the double-pane windows.
(The triple-pane windows had a solar
heat gain coefficient of .19 compared
to the double-pane windows’ .70.).
The team found that the windows saved about 5.8 kilowatt hours
per day during the winter and about
6.5 kilowatt hours per day during
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the summer. When the team extrapolated the weather data across a
typical year of heating and cooling,
they found an overall savings of 12.2
percent, with higher savings of 18.4
percent during the cooling season
and a savings of 11.6 percent during
the winter season.
In their report, the researchers
note that prices for the windows vary
widely depending on location, shipping cost, installation and other factors. For their experiment, the PNNL
team paid about $32 per square foot,
or a total of $6,243 for the windows.

A savings of 12 percent
on whole-house energy
consumption is substantial.
—Graham Parker
Added Benefits
In their experiments, the
researchers found that temperatures sometimes varied in the house
with the double-pane windows, as
the cooling system struggled to keep
up during hot sunny days. Areas of
the home, primarily on the south
side, were too hot in the summer.
That was not true in the house with
the triple-pane windows, where less
thermal transmittance and less
solar heat gain reduced the demand
on the cooling system.
Widder and Parker also found an
unanticipated benefit of the windows which they say deserve further
study. It’s possible that the amount
of duct work in a home and even the
size of the heating and cooling unit
could be reduced with the highly
insulating windows. That’s because
duct work typically extends to the
edges of a room, where vents are
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located near windows to help lessen
the “drafty” feel near the window
surface and to help reduce condensation. With more energy-efficient
glass in the windows, it’s possible
that the ducts could be located closer to the center of a room.
“The money that you save with
less duct work and a smaller heating
and cooling system could help pay
the additional cost of triple-pane
windows,” said Parker.
Another benefit of triple-pane
windows is less chance of condensation and mold. The temperature of
the inner-facing window pane of the
triple-pane windows was much closer to the thermostat set point. On the
inside portion of the windows themselves, during the winter with the
thermostat set to 75 degrees in both
homes, the average inside surface
window temperature was 75.7
degrees in the home with highly
insulating windows and 68.7 degrees
in the home with double-pane windows. The window surface temperatures never dipped below 60 degrees
on the highly insulating windows but
sometimes fell as low as 50 degrees
with the double-pane windows. That
temperature difference in the home
with double-pane windows makes
window condensation and potential
mold formation more likely.
“Even an Energy Star window
will, on occasion, experience condensation formation with very cold
outside temperatures and high
occupant loading/activity,” Parker
told DWM magazine.
The study was funded by the
Department of Energy’s Office of
Energy Efficiency and Renewable
Energy and the Bonneville Power
Administration.
❙
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Dear DWM

Reader Not So Zen
After Reading Article
Dear DWM,
For the past 42 years, I have
proudly represented our community as a service provider and professional in the B2B and B2C window
and siding industry. My company,
Wholesale Siding Depot, is located
in St. Louis, Mo. In my professional
opinion, Zen is an ‘interesting’
approach to selling windows, to say
the least (See January-February
DWM, page 26). If you sense sarcasm, you’d be spot on. It seems that
the business concept caters to consumers that are definably lazy, or
don’t want to investigate time in
evaluating a product in a showroom
setting. I foresee a plethora of problems, which I have outlined below.
1. How are windows unloaded at
the jobsite; including but not
limited to bows, bays and multiple windows mulled together?
2. How does a screen get replaced
if damaged?
3. Who delivers heavy entry doors
to a jobsite, and is the homeowner expected to assist?
4. How does a homeowner experience, ie. look, see, feel, touch what they are purchasing?
5. How do you explain different
glass packages?
6. If financing is required, how is
that handled with the client?
7. What if the wrong windows are
installed?
8. What are the business owner’s
credentials for being in a professional window industry?
9. What are the installer credentials? Are they low-paid subcontractors, a.k.a, here-today,
gone-tomorrow professionals?
10. Are they paying to belong to
Angie’s List or similar sites, like

hundreds of
other contractors with
a checkbook? How is integrity
maintained?
11. What is their professional
involvement in our window
industry?
12. What, if any, insurance do they
carry to protect themselves and
their clients?
13. Are their installers insured and
have workman’s compensation?
14. Who takes responsibility for
service after the sale?
15. Who provides furniture-moving services in the client’s
households?
16. Has potential interior/exterior
wall damage coverage been
considered?
17. Has potential outside trim damage coverage been considered?
18. Is every installation guaranteed
the same quality assurance
across geographic market areas?
19. If every installation is standardized across markets, are priceinflation and price-gauging
practices already in-place due
to service-cost fluctuations and
the assumption of the worstcase scenario?
I could go on, but my point has
been made. Without in-depth time
spent evaluating and answering
questions such as those outlined
above, one can assume that the Zen
approach is not client-centric and
rather is an arguably issue-ridden
business concept. This company
might be on the fast-track to
national-sales and multi-market
standardization of services when
compared with large window retailers like Champion, Renewal by

Andersen, etc., however,
it’s obvious that they cannot compete with local, small-business professionals who purchase directly
from a one-step distributor.
It is my opinion that you’re providing your subscribers a disservice
by promoting a company that lacks
the experience, expertise and quality assurance necessary to maintain the reputation of our industry
on a local and national level. In
turn, you’re also discrediting all of
the local small businesses across
the country, which have spent
countless years building trust and
guaranteeing quality for their local
clients. It is “make-a-quick-buck,”
and ”here today, gone tomorrow,”
similar to the Zen initiative that
have not invested properly in our
industry. Only through years of
industry-specific knowledge acquisition, warehouse and showroom
support, and a true commitment to
customer service can our industry
maintain the level of quality that
we’ve worked tirelessly to achieve.
They can exit the market at any
time, and I have no doubt that they
will as soon as their multi-market
location count increases. However,
its businesses such as mine and my
local colleagues that will be left to
clean up after the mess, left to
reestablish trust in consumers
we’ve worked so hard to achieve.
Sincerely,
Julius Krisanic
President
Wholesale Siding Depot ❙
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