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We Bring Doors to Life!

Hinge & Barn Door Hardware in Multiple Designs & Finishes
Major Product Categories:

Hinge, Plate, Track, Bag Kit, Barn Door Hardware, Weatherstrip & Accessories

High Quality Weatherstripping & Corner Pad for Fire Rated Doors

UL Category H & J Certified
AAMA Class A Certified

895 S. Rockefeller Ave. #104, Ontario, California 91761
Tel: (909) 786-0629   Fax: (909) 605-1806

www.VantagePointIndustries.com

http://www.vantagepointindustries.com


Roto North America | Excellence in Window & Door Hardware 
www.rotonorthamerica.com

is your global leader of 
Tilt & Turn Euro Hardware

NT Tilt&Turn     Patio Fold     Patio Lift     Swing Door     Casement     Sliding Patio Door     Sash Locks 
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Visit the all-new windowanddoor.com, launched this month.  
The new site features: 

 ɏ A wealth of content tailored to the residential fenestration audience
 ɏ Improved site navigation and readability 
 ɏ Robust search functionality  
 ɏ User-friendly layout and design 
 ɏ Direct access to other Window + Door platforms and partners   
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 ɏ Digital Development: Insights into advanced digital technologies  
 ɏ White Paper: Benefits of total transformation  
 ɏ Navigating Installation Variables, Parts 1-3 
 ɏ Products from IBS 2020 and WinDoor North America
 ɏ The Talk: Blogs of the month 
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WindowWrap™ PowerBond™ and WindowWrap™ Flex PowerBond™ are the ideal solution for  

cold weather flashing applications. Each features an aggressive PowerBond™ adhesive system 

that fully adheres in temperatures as low as 25°F. These advanced flashing solutions are the  

ultimate defenders against wind, water, insect and sound penetration.

Count on WindowWrap™ Powerbond™ 

	 •	 	Fully	adheres	in	cold	temperatures

	 •	 	Eliminate	leaks	and	drafts

	 •	 	Prevent	mold	and	mildew

	 •	 	Improve	energy	efficiency

	 •	 	WindowWrap	Flex	PowerBond	designed	 

for curved shapes and sill flashing

	 •	 	Available	in	contractor	packs	or	shrink	wrapped	rolls

	 •	 	12-Year	Limited	Warranty

Don’t let the weather delay your project – count on MFM to deliver maximum  

protection	and	increased	savings	–	all	backed	by	more	than	50	years	of	 

waterproofing experience. Call 800-882-7663 to get a quote or visit  

www.mfmbp.com for a free sample.

800-882-7663
www.mfmbp.com

A Family of Solutions 

•	 	WindowWrap™	PSX-20

•	 	WindowWrap™	PowerBond™ 

(cold weather rated)

•	 	WindowWrap™	Flex

•	 	WindowWrap™	Flex	PowerBond™ 

(cold weather rated)

FLEXIBLE WATERPROOFING MEMBRANE

Flashing Solution
The Cold Weather

http://www.mfmbp.com


Give Yourself and Your Sales People 
A Decided Advantage Over All The 
Competition With The Starmark EVO 
Window Family Of Premium Products.

Our Advanced Polymeric Composite material with a fully 
welded butt-joint sash system will last generations. 
A beautiful, wood-like matte fi nish combined with a 
variety of internal laminates, endless exterior colors, 
unique hardware options, and custom confi gurations 
and shapes to fulfi ll any vision. 

But what really matters are the incredible test ratings 
the Starmark EVO attains. U-values as low as .14 in 
Double Hungs and .13 in Casements. Design Pressure 
(DP) ratings reaching DP75 in Double Hungs. Plus, the 
Air Infi ltration rating is as low as .03 for Double Hungs 
and Sliders and .01 for Casements and Awnings.
All of this while obtaining the maximum glass area 
of every window. 

Combining traditional style and advanced technology, 
Starmark EVO offers the perfect blend of both worlds. 
It is what your discerning customer desires.

Starmark Windows
Call 215-788-7000
www.starmarkwindows.com

Become a Certifi ed Dealer Today!
Finally, a maintenance free double hung that 
achieves a true wood look which appeals to all 
customers. Our Advanced Polymeric Composite 
solid core sash and frame allows us to 
manufacture products with superior strength 
and thermal effi ciency that does not require 
any reinforcement or insulation.

Make the Move
to Modern, Composite Technology.

A Unique Creation
Unlike other casement products, Starmark EVO 
Casement and Awning Windows come with an 
innovative multi-point locking system strategically 
placed around the entire window. By having 
consistent locking at the top corners of the 
windows, we are decreasing air infi ltration and 
ensuring structural stability in the weakest area of 
a typical casement window.  

Enjoy the ease of opening Starmark EVO Sliding 
Windows! Our EZ Glide Track System contains an 
anodized aluminum track and precision ball bearing 
wheels to provide a smoother glide and easier 
operation.  The image above showcases how the 
EZ Glide System operates on your sliding window.

Innovative Locking SystemExceptional EZ Glide System
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National Windstorm Impact Reduction Program Gets 
Hearing

U.S. House of Representatives’ Subcommittees on Research and 
Technology and Environment held a hearing on the National Windstorm 
Impact Reduction Program. The purpose of the program is to measurably 
reduce the loss of life and property from windstorms through an 
improved understanding of risks and impact.

The program is implemented through a coordinated effort between 
federal agencies, academia and private sector organizations such as the 
International Code Council. It supports the development, adoption and 
enforcement of building codes and other mitigation strategies. 

The program faces issues of limited funding, according to ICC. By 
reauthorizing the NWIRP with dedicated funding and the resources it 
needs to fulfill its objectives, the program can continue to reduce the 
impact of windstorms on properties and communities across the country, 
according to an ICC release.

“From 1980 to 2017, windstorm-related natural disasters resulted in 
over 5,000 fatalities and $1 trillion in economic losses,” the ICC release 
states. “Since community resilience varies so widely across the nation, 
federal agencies have recognized that the focus needs to shift from 
post-disaster recovery to pre-disaster investments, like the adoption and 
enforcement of up to date building codes, which is what makes NWIRP’s 
mitigation research so important.”  

WDMA Criticizes Decision to Reinstate Steel and Aluminum 
Tariffs on Argentina and Brazil

The Window & Door Manufacturers Association strongly criticized 
President Trump’s announcement that his Administration will reinstate 
Section 232 tariffs on steel and aluminum imports from Argentina and 
Brazil, which had previously been excluded.

“This sudden action could result in price increases for window, 
door and skylight manufacturers, and create further uncertainty in the 
residential and commercial construction markets,” says WDMA President 
and CEO Michael O’Brien.

Formal notices of the tariffs were not immediately announced by the 
Treasury or Commerce Departments or the Office of the U.S. Trade 
Representative, CNN reports. Both Brazil and Argentina were exempted 
from 25 percent steel and 10 percent aluminum tariffs last year when 
Trump was attempting to avoid a trade war with those countries, 
according to a CNN article by Maegan Vazquez and Donna Borak. 

“WDMA calls on the Trump Administration to abide by its 2018 
agreements with both Argentina and Brazil to exclude imports from 
Section 232 tariffs,” O’Brien says.

Don't Miss a Headline 
Follow @windowdoormag on 
Twitter for industry updates 

STAY IN THE KNOW // Subscribe to W+D 
Weekly, our weekly newsletter that keeps 
you informed with everything fenestration 
every Wednesday

I N  T H E  N E W S :

Month in Review

A number of major mergers and 
acquisitions in the window and door 
industry took place last fall. First 
announced earlier in 2019, MI Windows 
and Doors finalized its acquisition of 
Milgard Windows & Doors from Masco 
Corp. The acquisition combines two 
leading brands in the residential window 
industry and positions MI to become the 
most well-known window business in 
America, say company officials. 

The Novatech Group acquired glass 
product manufacturer Laurier, which the 
companies hope will result in a growth 
plan that will unite the strengths of both 
companies in the high-rise, commercial 
and glass markets. Laurier will now be 
known as Laurier Architectural. 

Pella Corp. acquired Ocala, Florida-
based Custom Window Systems, 
which specializes in vinyl and aluminum 
impact-resistant products. Pella says the 
acquisition will enable the company to 
strategically expand and build scale in 
the high-growth Florida area and coastal 
regions in the Southeast.

And, Marvin acquired the assets 
of Enfield, Connecticut-based A.W. 
Hastings and is now the owner of its 
distributor in New England and Eastern 
New York. A.W. Hastings served as 
Marvin’s exclusive representative in New 
England and Eastern New York for more 
than four decades. The company will 
merge its Cortland, N.Y.-based operations 
with the Enfield facility to streamline 
operations in the region.

IN THE KNOWNews



The Erdman® High Speed Dura IG Line Produces Finished Gas Filled IG Units, that are Ready 
to Glaze Immediately, at a Rate Nearly Twice as Fast as a Tradiional IG Line. Total Labor for 
the Dura High Speed Line is 3-4 Operators. Up to 1200+ Finished Units Per Shii.

http://www.erdmanautomation.com
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Window + Door Magazine 
Launches New Website 

Window + Door magazine and its 
parent organization, the National 
Glass Association, launched an all-new 
WindowandDoor.com on January 8, 
as well as a newly redesigned W+D 
Weekly newsletter. Following Window 
+ Door’s print redesign in August 
2019, the fully updated website offers 
a wealth of content in a modern and 
easy-to-navigate format, tailored to its 
residential fenestration audience.  

“The site is designed using modern 
web best practices for content 
consumption. Its layout—more space 
on the page, larger fonts, horizontal 
format, large images—improves site 
navigation and readability,” says 
Bethany Stough, senior manager, digital 
media for the NGA. 

There are several changes to the site 
structure, all designed to offer better 
user experience, including: 

 ɏ A more robust search functional-
ity that allows users to search for 
specific topics; all content pub-
lished on that topic is available in a 
navigation tab, plus additional and 
easily navigable sidebar space with 
related and further reading, as well 
as more ways to engage. 

 ɏ Direct access to the digital version 
of the magazine, a clearer connec-
tion to W+D Weekly newsletter 
and Window + Door social media, 
plus clear ways to engage with and 
contribute to the magazine.  

 ɏ Connection to the NGA family of 
sites, including glass.org, glass-
build.com and glassmagazine.com. 
Readers can now easily navigate 
to and find the latest information 
relevant to them from NGA, from 
GlassBuild America and from Glass 

CLOSER 
LOOKNew in 2020

Magazine.  
 ɏ Products, the most-read section 

of the magazine, has a prominent 
place on the site, and a design that 
reflects the importance of this 
section. Users can filter products 
by name, type or publication date 
to find what they’re looking for. 
In this section, readers can again 
find related information and more 
products easily.  

This is the first major change to the 
website in a little over 10 years. “Our 
industry, our readers, the NGA and the 
magazine have all changed since our 
last major website renovation,” says 
Stough. “The new website both reflects 
those changes and is designed to keep 
pace with further change in the future.” 

FGIA Officially Launches in 2020

Respective members of AAMA and 
IGMA voted last July to combine their 
allied resources into a single organiza-
tion that will offer streamlined access to 
critical information via a single credible 
source: The Fenestration and Glazing 
Industry Alliance (FGIA). Immediately 
following the approval votes last July, 
the existing Boards began working to-
gether to execute the unification imple-
mentation steps and to blend the vision 
and priorities for the new organization. 
These efforts will be ongoing as the new 
organization unfolds in 2020.

“Pooling the knowledge of profes-
sionals from both the fenestration and 
glazing industries means better synergy 
for the whole finished fenestration prod-
uct,” explains Janice Yglesias, AAMA 
executive director. The FGIA will have 
a continued focus on serving residential 
and commercial markets. In addition, 
she says, the combination offers direct 
access to U.S. and Canadian market 

expertise for better perspective when as-
sessing code and regulatory changes and 
product performance requirements.

In addition, expanded technical com-
petencies and a broader document base 
will support more extensive educational 
opportunities, according to Yglesias. She 
says that a stronger combined financial 
position will allow for future invest-
ments in industry research, technical 
resources and educational programs. 

The first-ever FGIA Annual Con-
ference, the new home for AAMA and 
IGMA content, will be held Feb. 10-13 in 
Ft. Lauderdale, and will provide a “road 
map for the future of the organization,” 
according to Yglesias. There, the new 
FGIA logo and branding will be unveiled. 

The branding strategy will roll out 
in varying degrees, including a tempo-
rary website landing page, leading up 
to the full brand launch at the Annual 
Conference in February. The branding 
strategy includes an indefinite time 
period where the brand equity of both 
AAMA and IGMA are maintained con-
current with building the FGIA brand, 
as the organizations acknowledge the 
critical importance of retaining strong 
ties to these existing separate brands, 
particularly relative to services such as 
technical standards and certification 
programs. 

All standards, programs and other 
holdings will be under the umbrella of 
FGIA, with a nod to either AAMA or 
IGMA, depending on its origins. For 
example, technical standards will be des-
ignated as “IGMA TM-4510-18, an FGIA 
technical manual” or “AAMA 502-12, an 
FGIA specification.”

According to Yglesias, this is a “land-
mark” unification. “Harnessing the 
synergies of merged staff support and 
the intellectual knowledge of the associ-
ations will cost-effectively provide more 
resources,” she says. •



STEEL E X TERIOR FL AT PANEL SHAKER DOORS
MODERN SOLUTIONSN E W  // 

Learn more at taylordoor.com

S U P E R I O R  // E N E R G Y 
P E R F O R M A N C E

We’ve perfected our manufacturing process 
to create the latest styles, without sacrificing 

quality or performance. New Smooth Steel 
Flat Shaker Styles are fully insulated with 
an inner core of environmentally friendly 

polyurethane foam that provides superior 
thermal performance and energy efficiency. 

Taylor Entrance Systems™ products  
are manufactured to meet the 

requirements for ENERGY STAR.

B U I LT  I N  A D V A N TA G E S
• Constructed out of 22-gauge steel 
• Polyurethane foam insulation
• Reinforced lock & hinge locations
• Adjustable Hinge Plate System
• 90-minute fire rated
• Grade 40 security rating
• Limited lifetime warranty 

1-PANEL FLAT SHAKER

2-PANEL FLAT SHAKER

3-PANEL FLAT SHAKER

http://www.taylordoor.com
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Happy New Year, Window + Door readers. We’re 
ringing in the new decade with some steadfast 
traditions, including our trademark Industry Pulse 
report starting on page 26, but have plenty of new 
to celebrate as well. 

We are ecstatic to share the January launch of 
the all new W+D Weekly and windowanddoor.
com, a project we’ve been working on throughout 
2019. Window + Door’s former Managing Editor, 
Bethany Stough, was the lead coordinator on the 
project, bringing insights from the fenestration in-
dustry, and fluency in the topics and authors that 
matter most to our audience, to the conversations 
about website design and best practices. “Gaining 
a better understanding of our readers’ content and 
educational needs and being able to respond to 
those needs via a digital platform is the goal of this 
redesign,” she says.

Stough continues, “This is the first major 

change to windowanddoor.com in a little over 10 
years. While it was simply time for a change, it’s 
no small feat to redevelop and redesign a website, 
and we wanted to do it right, for the right reasons. 
The change was necessary because in 10 years, our 
industry, our readers, the NGA and the magazine 
have all changed. The new website both reflects 
those changes and is designed to keep pace with 
further change in the future.”

When using the new site, readers will note 
several changes to the site structure, all designed 
to offer better user experience. The biggest change 
to the structure is an overall organization by topic 
and a more robust search functionality. Readers 
can search for specific topics and the site provides 
all content published on that topic with the All 
Topics navigation tab.

Further, the site is designed using modern web 
best practices for content consumption. Its layout 
includes more space on the page, larger fonts, 
horizontal format, large images, all to improve site 
navigation and readability. Best yet, readers can 
use any device to find what they are looking for 
quickly, and staff can offer much more for readers, 
including early access, photo galleries, educational 
videos, resource toolkits, digital product guides, 
multimedia content and infographics. 

Readers will get the first taste of web-exclusive 
content on this new platform with our online cov-
erage of Design & Construction Week and the In-
ternational Builders’ Show this January. Combined 
with our live social media coverage, we’re aiming 
to make those who can’t make it to the event feel 
like they’re there, and those at the event to see the 
show from a different perspective. 

We’re excited to hear what you think of the 
all-new windowanddoor.com, W+D Weekly and, 
now that we’ve settled into the new look of the 
magazine, any comments or suggestions you have 
for print coverage, too. With more ways to interact 
with the fenestration industry than ever before, 
we hope to help you get ready for all that this new 
decade has to offer. •

Ringing in the New

• Observation Desk // Reflections on the industry at large

By Emily Kay 
Thompson
Editor-In-Chief
Window + Door

Fresh. Fast. Responsive. 
Introducing the new windowandwoor.com
-
Check in on the all-new WindowandDoor.com for highlights from IBS
and follow Window + Door on Twitter and Instagram for live updates from
the event.

http://www.windowanddoor.com
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The Window & Door Dealers Alliance, wddalliance.
org, is pleased to share highlights from the second 
annual Benchmarking Report. This annual study 
measures the sales, trade association interest, value 
propositions, and business confidence of window 
and door dealers, wholesale dealers, lumber and 
building material dealers, and window retailers/
replacement dealers. Conducted by The Farnsworth 
Group, thefarnsworthgroup.com, the report offers 
a peek into the window and door industry including 
industry trends and statistics, new year-over-year 
comparisons, and exclusive analyses that will help 
dealers move their businesses forward. Following 
are five key takeaways from this year’s report.

01—  Industry dynamics support a 
positive near-term outlook. 

This is evident in the increase in competition 
and the need to travel less to gain new business. 
Window and door dealing is a highly competi-
tive space: 27 percent of dealers have 10 or more 
direct competitors and 32 percent have five to 
nine direct competitors. Additionally, 54 percent 
of dealers have a sales coverage radius of 50 miles 
or less. 

02—  The near-term outlook also 
seems positive based on 

dealer and contractor sentiment, though 
growth may not be as high as the prior few 
years. This statement is based on The HomeAdvi-
sor/Farnsworth Group Index, a quarterly senti-
ment tracker among five remodel, repair and re-
placement trade groups. The 2019 index numbers 
indicate strong confidence in getting new business 
in the next six months and future projections 
remain strong as high workload across many trade 
associations continues to boost confidence.  

03—There are modest shifts in 
material share, which reflect 

that bigger project sizes may be occurring, 
given higher-than-normal home equity. Vinyl 
windows continue to have the lion’s share of the 
market in 2018 at 88 percent, and sales of vinyl and 
wood windows remained relatively consistent from 
2017 to 2018. Metal window sales made significant 
gain, increasing from 7 percent to 16 percent. While 
fiberglass doors remain the most common type 
sold, they decreased in popularity by 10 percent 
from 2017 to 2018. Meanwhile, wood doors saw 

2020 Benchmarking Report
Industry dynamics support a positive near-term outlook

• In the Dealer’s Corner // From the Window & Door Dealers Alliance

By Katie Gregg
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an increase in market share of 11 percent and an 
increase in sales of 14 percent from 2017 to 2018. 

04— We see moderate shifts toward 
more business coming from the 

trades than homeowners. Again, this may be a 
reflection of changes in the types of projects being 
done. In 2017, dealers estimated that 52 percent of 
their sales came from homeowners and 33 percent 
came from builders. This differs from the near-
even split of 38 percent homeowner sales versus 39 
percent builder sales seen in 2018. 

05—Dealers can still better define 
what “quality” and “service” 

are. Continuing the trend from the first report, 
there is still an opportunity for dealers to be 
more specific when communicating their sales 
differentiators or value propositions. By better 
defining service in terms of expediency, knowl-

edge, experience, relationships; and quality in 
terms of products, selection and variety, dealers 
have an opportunity to set themselves apart from 
common industry platitudes. 

The full report, including detailed data on the 
industry outlook, materials, and perspectives on 
market share and positioning, is available now 
exclusively to WDDA members. The Farnsworth 
Group will also join WDDA in a live webinar on 
Tuesday, Jan. 14, at 2 p.m. ET to present the 
findings, open to nonmembers and members. For 
more information on the report, the webinar or 
WDDA, visit WDDAlliance.org or connect with 
Katie Gregg at kgregg@glass.org.  •

Katie Gregg is the associate director, WDDA Industry & 
Member Engagement for the Window & Door Dealers 
Alliance, wddalliance.org, the only national business 
organization advancing the interests of independent window 
and door dealers. She can be reached at kgregg@glass.org.

mailto:sales@wakefieldequipment.com
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Maximizing Investments
How to make the most of today’s technology

• In the Trenches // Theory & best practices for the fabricator community

By now, many fenestration manufacturers have 
invested in some form of automated production 
technology with the hopes of creating efficiencies, 
boosting profits and enhancing quality. Robotics 
for cutting, edge deletion, conveying, sorting, 
racking and vinyl welding all promise to maximize 
labor and increase product throughput.

However, incorporating robotics doesn’t auto-
matically elevate a plant’s efficiency or quality. 
To get the most out of new equipment, manufac-
turers must apply the right strategies. Let’s look 
at the common challenges and opportunities for 
maximizing such investments and realizing the 
true benefits of automation.

Challenge #1: Production Bottlenecks
Bottlenecking happens when inputs (raw 
materials) and outputs (finished products) aren’t 
optimized. When it comes to input, consider 
whether the machine is idle because of a lack of raw 
materials (glass, metal and vinyl) feeding it. On the 
opposite side of production consider if there is a 
logjam, with too much product coming off the line 
with nowhere to go that is halting production.

Losing track of products is another common 
issue with higher-volume production, resulting in 
unnecessary remakes or lost time tracking down 
products. In short, every step of the process must 
be looked at with a critical eye to achieve the best 
possible results from beginning to end.

Challenge #2: Shipping and Logistics 
Hurdles
Companies can work hard to optimize plant flows, 
but sometimes the unexpected can occur as final 
products are heading out the door. Driver short-
ages and the cost of shipping can cause logistical 
challenges, no matter how efficient the inside of 
the plant is.

Jobsite-related issues can also cause headaches 
ranging from weather-related construction delays 
to onsite labor shortages. Key to managing the 
backflow when the unexpected occurs is having 
the storage capacity to manage it.

Such contingencies are magnified with great-
er production capacity and bigger projects. For 
starters, communication between manufacturer, 
installer and customer becomes critical.

Challenge #3: Competing Across Markets
Automation presents the potential to tap into new 
revenue streams and markets. Increased capabili-
ties and capacity open new worlds of possibilities 
for manufacturers. We’re seeing more residential 
manufacturers dabbling in light commercial and 
multifamily residential, for example. With that, 
however, comes a whole new workflow and differ-
ent expectations. It’s important to fully under-
stand the market and make sure your business is 
prepared to meet the demands. 

For one, training the sales team is critical—
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• In the Trenches

they have to know how to set the right 
expectations without overcommitting 
resources, especially as a company first 
enters new markets. If done correctly 
and with due diligence, you will realize 
the benefits.

The Opportunity: A Fully Inte-
grated Plant Floor
For every challenge, there is an oppor-
tunity. When it comes to automation, 
the solution to almost every challenge 
comes in the form of looking at the 
plant floor holistically to maximize re-
turns. Investing in new technology and 
new equipment is just one step. 

To achieve desired results, consider:
• Applying equipment at every stage 

of operation to reduce bottlenecks 
and drive efficiencies: lift cranes, glass 
assist devices and other equipment can 
help move units from point A to point B 
more efficiently through the plant.

• Implementing a robust, user-friend-

ly ERP system: software that comple-
ments automation is available from a 
wide range of vendors. These systems 
can help plants formalize processes, 
better track line inputs and outputs, 
and help processes run more smoothly 
overall. 

• Integrating software solutions to 
improve communication and trouble-
shoot lines: software is available to give 

more visibility into every step of the 
process, resulting in enhanced cus-
tomer communication and improved 
uptime. Predictive and troubleshooting 
tools can alert problems before they oc-
cur, helping to avoid unplanned down-
time. Automation plus software means 
communication can happen digitally.

Final Thought: Keep an Open 
Mind
The bottom line is: those that get stuck 
on the way it’s always been done could 
be missing out on opportunities to 
advance. Keep an open mind, and never 
stop imagining what could be done 
differently. This is truly how businesses 
get ahead and realize all the benefits 
new technology has to offer. •

Joe Erb is commercial sales specialist for 
Quanex Building Products, quanex.com. For 
more tips, read Quanex’s blog, In Focus, or 
contact Erb at joe.erb@quanex.com.
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Privacy of consumer data is a legal issue that will 
affect the fenestration industry into 2020 and 
beyond. No less than 27 states are in the process 
of writing or enacting their own privacy statutes. 
The various approaches to consumer protection 
can differ wildly, are very technical, and impose 
substantial fines for failure to comply.

An example is the California Consumer Privacy 
Act (CCPA). Passed in 2018, the CCPA becomes 
effective Jan. 1, 2020, and will start being 
enforced in July. The act applies to any entity 
that “does business in California” and generally 
has gross revenue exceeding $25 million. 
Its scope protects various forms of personal 
information, including simple elements like name 
and address information. 

Companies that fit the requirements of the CCPA 
must be able to address consumer data access 
requests and opt-out demands, as well as have up-
dated privacy policies. Penalties for non-compliance 
include injunctions, statutory damages assessed 
per-resident and per-incident, and fines for each 
violation, whether intentional or simply negligent. 

In addition to California, state efforts in 
Nevada, Pennsylvania, Massachusetts and 
Rhode Island are being pursued because there 
is currently no comprehensive federal system 
governing consumer data privacy. Internationally, 
the approach has been to set broader, uniform 
standards like the European Union’s GDPR or 
PIPEDA, used in Canada. These two approaches 
substantially mirror each other, easing the 
compliance requirements for companies.

Addressing the issue before it arrives
Because avoiding risk begins with being able 
to identify it, it is essential to learn what rules 
might currently apply. Companies must know 
their market regions, whether requirements 
apply to the business model in those regions, and 
what protections are required. Resources for this 

education include third-party consultants, com-
merce/consumer divisions of state governments, 
and fenestration industry association groups.

Next, take stock of what consumer data is being 
generated, gathered and retained. Websites and 
newsletters often request or retain information 
about consumers that might apply to a particular 
data protection scheme. Cookies and traditional 
methods to manage data privacy requests can 
work, but they also present gaps when consumers 
use various devices to interface with companies. 
Knowing how consumer data comes in can help 
identify what protection tools are available in 
hardware and software, and across access points.

Document compliance efforts if consumer 
information must be protected, including specific 
inventories of the data requiring protection, 
efforts to protect that data, and periodic 
evaluations of the protections and data sources. 
This requires a lot of work, but many current 
data protection regulations require a company to 
prove its innocence when faced with a potential 
privacy breach or claim relating to abuses of 
consumer data. Without established policies 
and documented efforts to protect consumer 
information, companies can have little defense to 
alleged privacy claims.

Finally, with states currently developing 
various approaches to protections of consumer 
information, there may still be time to voice 
concerns about the costs and burdens these sys-
tems can impose. Look for opportunities to have 
input into the development of these protection 
systems, because their obligations may be with 
us for many years. •

Matt Johnson is an attorney with The Gary Law Group, 
prgarylaw.com, a law firm based in Portland, Oregon, that 
focuses on legal issues facing manufacturers of windows 
and doors. He can be reached at 503/620-6615 or matt@
prgarylaw.com.

By  
Matt Johnson

• Letter of the Law // Law professionals weigh in on the legal matters in fenestration

A Matter of Privacy 
State statutes seek to protect consumer data; what fenestration 
companies should do about it
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FOR THE 
FORESEEABLE 
FUTURE.



http://www.oknoplast.us


W I N D OWA N D D O O R .C O M24

Futuristic Fenestration 
Alternate Realities: augmented, virtual reality and other advanced 
technology can serve as valuable service tools

• Your Business Matters // Exploring best business practices & marketing strategies 

By  
Laurie Cowin
Senior Editor  
Window + Door

Worldwide spending on augmented and virtual 
reality could reach $160 billion by 2023—more 
than nine times the $16.8 billion figure forecast 
for 2019, according to a study by the International 
Data Corporation, idc.com. The study reports that 
manufacturing is one of the segments with the 
strongest spending. 

Fenestration is one such industry exploring 
these alternate realities and using them to boost 
efficiency, not only on the manufacturing floor, 
but throughout the entire supply chain from man-
ufacturing to end-sales.

AR versus VR applications
Despite often being grouped into the same conver-
sation, augmented reality (AR) and virtual reality 
(VR) are two very different technologies. AR adds 
digital elements to a live view, frequently by means 
of a smart device camera, whereas VR creates a 
completely virtual experience and requires special 
equipment (goggles or glasses).

VR, says Steve Dillon, marketing director at 
Veka Inc., veka.com, is geared toward a showroom 
or trade show environment and for digital walk-
throughs of large projects. “This is a great visualiza-
tion tool for after the sale,” he says. AR, meanwhile, 
can be deployed before or during in-home demon-
strations, training, sales tools and advertisements. 
It also can be easier to monetize, according to 
Dillon, due in part to the fact it does not require 
special equipment or hardware, as well as that it can 
be used on the go and by a single user.

Veka is developing applications through both 
means, neither of which is yet available for com-
mercial release, but both of which the company 
demonstrated at GlassBuild America and hopes 
to share updates about at Fensterbau in Germany 
in March. The company will develop AR for its 
key product lines, which Dillon says will allow the 
technology and its uses to be shared with custom-
ers. “In-home demos, showrooms and advertise-
ments will be some of the biggest uses for AR in 
our industry,” he says.

“We have become a very visual society and 
technology is the reason for that,” Dillon says. “In-
the-moment visualization could make or break a 
sale. It shows a company is progressive, willing to 
invest in technology and solidifies a transition into 
the digital age.”

Sales advantages
AR software will overtake VR software spending 
by 2022, largely driven by AR custom application 
development, systems integration and consulting 
services. Andersen Corp., andersencorporation.
com, is one such company embracing custom 
application development with augmented reality. 
Renewal by Andersen introduced an iPad app in 
May 2018 that leverages Apple’s vertical plane 
recognition technology.

Eric Ottem, senior marketing technology 
manager at Renewal by Andersen, explains that 

GED Integrated Solutions, gedusa.com, showcased its new smart glasses at 
GlassBuild America last fall. This tool allows users to immediately connect with a 
technician who can see what the user is seeing through the glasses and help fix 
problems in real time as if they were onsite.
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sales and design consultants use the apps during 
in-home consultations to configure quotes, 
present design options and even demonstrate 
how the door or window will operate via high-
definition 3D imagery. “Customer expectations 
are advancing to the point where they really want 
to quickly understand their options and what the 
end product will look like,” Ottem says. “People 
understand things visually a lot faster than in 
any other format. If you’re using sales samples 
and parts, you’re asking people to knit together 
a version in their mind’s eye as to what the end 
product would look like. With this technology, we 
can show them very precisely what it looks like.”

The app, Ottem says, also generates enthusiasm 
among the sales group. “It builds their confidence 
and enthusiasm and, in our business, enthusiasm 
is what sells,” he says.

Smart glasses
AR and VR can come to life through wearables, 
too, such as the smart glasses GED Integrated 
Solutions, gedusa.com, recently rolled out for its 
customer service department. GED’s customers 
have a pair of smart glasses and, in the event of 
a machinery problem, can put the glasses on and 
immediately connect with a customer service rep-
resentative at GED, who can see what the custom-
er is seeing through the glasses. The service tech 
can digitally circle or point to specific parts of the 
machine and visually guide the customer through 
troubleshooting. 

“We can see the sequence of events that may be 
happening,” explains Duane Klinzing, field service 
manager at GED. “This provides a video real-
time solution of what’s happening and expedites 
the uptime and getting the machine back into 
production.”

That immediate connection is the beauty of the 
solution, explains Bradly Duguay, GED’s director 
of customer service. It eliminates the step of 
sending a technician to the plant, which often 
takes several days, meaning the customer is losing 
valuable production time. The hope with these 
headsets, he says, is to get the customer up and 
running right away.

Beyond reducing downtime, the glasses can 
record calls and build a video library to be used 
as training tools, especially important in this era 
of skilled worker shortages. “This allows us to 
work directly with our customers who may not 
have the most experienced maintenance group,” 
Duguay explains. “It allows them to take off the 
knowledge from our folks who have 25-plus years 
of experience and walk them through it step by 
step. They’re the hands at the site and we’re the 
eyes and knowledge behind it.”

Duguay, who spent 19 years with Andersen 
Windows running two of its facilities, comes 
at this solution with a unique perspective and 
understanding as to what manufacturers need. 
“Knowing the timelines and short lead times our 
customers have to get products to their customers, 
it’s critical we get them up and running,” he says. •
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WINDOW + DOOR’S annual Industry Pulse report reflects 
on 2019 and lays expectations for 

2020, including insights on product, sales and employment trends. The 
report also frames how the greater economic landscape affects fenestration, 
and sheds light on how technology is increasingly changing the industry. 
Beyond the numbers, sources for The Industry Pulse share perspectives on 
how the industry is innovating, not only to improve fenestration, but the 
building industry as a whole. The general consensus is that business is good 
and opportunity, ripe. Some indicate growth and expanding market pres-
ence is the biggest opportunity. Others focus on innovation, both in terms 
of production and aesthetics. Read on for the whole picture of where the 
market is and where it is headed.
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EMBRACING  
A NEW   
DECADE

Meet the 
Respondents

Manufacturers, suppliers and dealers/
distributors contribute to the Industry 
Pulse each year. See the breakdown of 

this year’s response base and where their 
key business focus is.
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SALES + PRODUCT  
TRENDS

A
ccording to this year’s 
survey, consumer de-
mands are the biggest 
drivers of product 
development as well 
as rising attention to 

energy efficiency. Brian Miller, presi-
dent and CEO, at ProVia, provia.com, 
says that the push to add the next level 
of performance and meet market needs 
are prompts for product advancement. 

“There is a desire for differentiation 
among manufacturers, which often re-
sults in ideas for new product develop-
ment,” he says.

For years, color has been a major voice 
in the conversation on differentiation. 
Marco Patermann, manufacturer’s repre-
sentative of skai Exterior of Continental 
Surface Solutions, skai.com, reports that 
performance in terms of color is now 
more central to the discussion. “The 

continuous demand in high-end finishes 
and the stronger focus on performance 
regarding weatherability, low heat build-
up and aesthetics in haptic and appear-
ance will drive more market players 
from using paint toward using laminates, 
especially when it comes down to the 
main colors,” he says. 

Industry standards are continuously 
reevaluated as performance improves 
and staying current with these 

Despite speculation of a slowdown in new construction, 
Industry Pulse respondents indicated positive projections 
across the industry.

DID 2019 SALES MEET 
YOUR PROJECTIONS?

-

WHAT ARE YOUR SALES 
EXPECTATIONS FOR 2020?

-

In addition to generally positive sales this year, 84 
percent of respondents had consistent or increased 
profit margins compared to previous years.

Sales were as 
projected
48%
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21%
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60%
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6%
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SALES + PRODUCT  
TRENDS

standards as well as the codes keeps 
manufacturers progressing. “The 
industry, and its requirements, are 
changing rapidly,” says Benjamin 
Foreman, marketing coordinator, Solar 
Innovations, solarinnovations.com. 
“Code requirements and state laws are 
beginning to shift towards becoming 
the driving force for innovation. The 
worldwide development of technologies 
allows the manufacturing and 

Stay consistent
13%
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architectural industries to integrate and 
stay ahead of industry trends. However, 
it is always important to keep a pulse on 
what others are doing well and how to 
continuously improve in all facets of the 
process.”

The demand for products focused 
around resiliency is growing in light of 
more stringent codes and rebuilding 
after natural disasters. “Whether you 
are required to have specific perfor-
mance ratings due to geography, or 
you just want to build with the most 
durable products available, the need for 
resilient products is more real now than 
ever,” says Foreman. “The adoption of 
climate change ideology has increased 

the desire for these products and will 
continue to do so as long as coastal and 
other disaster-prone areas are affected 
by these occurrences.”

Jim Seaser, director of product man-
agement excellence, and Aaron Mundt, 
director of product management case-
ment and commercial, AmesburyTruth, 
amesburytruth.com, share several items 
that influence the company’s prod-
uct-development trajectory, including 
impact resistance as well as fall pro-
tection, custom applications/solutions, 
larger windows and doors that bring the 
outside in, and easy-to-apply and install 
hardware.

This last point is an important trend 

of note. As multi-panel sliding and 
folding doors get more expansive, stiles 
and rails get narrower. “Door man-
ufacturers are racing to see who can 
make the most narrow stiles and rails, 
leaving very little room to fit functional 
hardware,” notes Matt Taylor, director 
of product development, HOPPE North 
America Inc., hoppe.com. “In some 
cases, we are challenged to design a 
multipoint door lock that fits into half 
the space we are used to working with.” 

This modern movement toward 
the larger, heavier expanses of glass 
in residential windows and doors also 
requires more robust hardware systems 
traditionally seen in more commercial 

WHICH PRODUCTS 
WERE MOST IN 
DEMAND IN 2019?

-

DID YOU OFFER NEW 
PRODUCTS IN 2019?

-
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NEW PRODUCTS IN 2020?

-
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applications. Of note, Roto North 
America debuted a new system to 
address these challenges at GlassBuild 
America last fall. 

Hardware aesthetics continue to 
evolve as well. There are two distinct 
trends, Taylor tells Window + Door. 
“On one hand, minimalism is favored. 
Narrow stiles and rails mean hardware 
also needs to be more discreet or at 
least proportional to the door design. 
On the opposite end of the spectrum, 
large pull bars are trending. These high-
ly visible hardware items are typically 
used to create a grand front entrance. 
The trend for larger doors is a major 
factor here.” •
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Pivot doors
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or doors
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C O N S E N S U S  I S  T H A T  M A T E R I A L  P R I C E S  W I L L  A L S O  I N C R E A S E  A N D  C O M P A N I E S 
A C R O S S  T H E  I N D U S T R Y  W I L L  L O O K  T O  D I V E R S I F Y  T H E I R  S U P P L Y  C H A I N . 

DO YOU 
ANTICIPATE 
MATERIAL 
PRICES TO 
INCREASE IN 
2020?

-

DO YOU 
ANTICIPATE 
HAVING TO FIND 
DIFFERENT 
SUPPLIERS IN 
2020?

-

Yes

No

Unsure

Yes

No

Unsure

9%

8%

22%

30%

84%

56%

32%

12%

83%

48%

MANUFACTURERS
•

MANUFACTURERS
•

SUPPLIERS
•

SUPPLIERS
•

8%

8%
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87%

27%

56%

6%

7%

17%

DEALERS
•

DEALERS
•
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PRODUCTION, AUTOMATION 
+ TECHNOLOGY

“A
utomation has been 
and will continue 
to be the greatest 
opportunity for 
manufacturers 
in 2020,” says 

Larry Johnson, vice president of sales, 
North American fenestration, Quanex, 
quanex.com. Automation undisputedly 
helps with productivity, quality and 
labor challenges and although many 

companies have yet to fully embrace 
automation, it’s bearing down on the 
industry fast. 

“Labor issues won’t go away and 
automation enables them to operate 
more efficiently,” Johnson continues. 
“Customers are also moving away from 
anything semi-automated or in a hori-
zontal layout. A lot of this equipment is 
becoming obsolete as software becomes 
more sophisticated and manufacturers 

need to do more with less.” 
Jessica Metz, marketing manager for 

Erdman Automation, erdmanautoma-
tion.com, estimates about 80 percent 
of its business relates to Industry 4.0 
and connected machines, with steady 
growth coming. Metz also shares that 
Erdman’s focus is on IG equipment but 
that it continues to “look for ways to in-
novate by improving existing processes 
or creating entirely new machinery.”

DID YOU ADD 
PRODUCTION CAPACITY 
IN 2019?

•

DO YOU PLAN TO ADD 
PRODUCTION CAPACITY IN 
2020?

•
Yes
76%

M
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No
24%

No
23%

No
30%

Yes
77%

Yes
54%

Yes
70%

No
46%

Respondents cited increased throughput and capacity as the top benefit of automated 
machinery, followed by quality and labor.
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PRODUCTION, AUTOMATION 
+ TECHNOLOGY

“[Manufacturers] are investing more 
capital in automation systems today 
compared to the past decade in the 
fenestration industry,” reports Tim 
McGlinchy, executive vice president of 
engineering and research and devel-
opment, GED, gedusa.com. “This is 
evident to GED by the record-breaking 
implementation of automation systems 
integrating robotics deployed over the 
past five years.”

DID YOU INVEST 
IN AUTOMATED 
MACHINERY IN 2019?

•
Yes
60%

No
40%

Yes
44%

No
56%
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28 Dansk Court, Toronto, Ontario M9W 5V8

(416) 745-2224 Fax: (416) 745-2297

vynacolour@hotmail.com

V I N Y L  P A I N T I N G  A T  I T S  B E S T
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Mitch Lewandowski, vice president 
of sales for North America, Soft Tech, 
softtech.com, agrees that the industry 
is at a “tipping point.” He believes The 
Internet of Things, Industry 4.0 and 
eventually Industry 5.0 will be normal 
within the next 10 years. “Everything 
will be interconnected. You’ll have 
wireless communications from what 
machines do on the production floor to 
how that machine is operating and what 
efficiency it has,” he says.

McGlinchy also sees this trend, 
stating, “Digitization will dominate 
the factory floor in 2020.” In the past, 
he explains, advanced material opti-
mization processes were the driving 
forces for profitability and capacity. 
“The focus will shift to collecting data, 
monitoring WIP, and using digitization 
to drive more optimized solutions.”

Matt Batcha, business development, 
FeneTech, fenetech.com, says there’s a 
lot of interest in this, what he calls “the 

digitalization of business.” Automation 
certainly is a part of it, with manufac-
turers demanding more highly automat-
ed machines that reduce physical labor, 
according to Batcha. “Additionally, 
today’s machines can provide feedback 
to software, providing a picture of the 
state of production,” he explains. “This 
enables the user to see a clear view of 
their available capacity and bottlenecks 
via the software.”

To this point, Greg Koch, vice presi-
dent of sales and marketing for Deceun-
inck North America, deceuninckna.com, 
adds that increased automation not only 
helps to reduce errors, but improves 
speed and quality in the production 
environment. “Strides in automation 
and technological standards continue to 
impact our business, both in manufac-
turing and production, as well as overall 
operations,” he says. “It’s a major focus 
for ongoing advancements in innovation, 
design and sustainability.” 

Suppliers, too, are looking to automa-
tion for solutions to enhance product 
lines. “On the vinyl extrusion side, we 
have made significant investments in 
our plants and operations with new 
automated equipment,” says Johnson. 
“The increase in volume this equipment 
can produce is tenfold and we expect 
that will help us expand our offer-
ings.” The company also is investing 
in automated equipment for its screen 
business as it adds locations and helps 
customers with logistics.

As for what’s next? According to Mc-
Glinchy, the next generation of automa-
tion will focus on adaptive robotic tech-
nologies, in which the robots acclimate 
to product variability and manufacturing 
processes. In a more general sense, as 
Greg Header, president of Solar Inno-
vations, solarinnovations.com, puts it, 
“The future looks bright as new innova-
tions in automation are revolutionizing 
the way businesses grow and adapt.” •

Many of the suppliers in our 
industry have European roots. 
But, even for those without 
European headquarters, Europe 
still influences what is happen-
ing in the U.S. market. Europe’s 
progress with automation and 
technology has especially 
affected the U.S. machinery 
industry. Survey respondents 
indicated “advancement of 
technology” and European 
technology giving “access to 
bigger-size units” as some ways 
European trends have influ-
enced business. 

Aesthetic trends are also 
traveling across the Atlantic, 
with survey respondents 
indicating color as one of the 
biggest trends coming into the 
North American market. “We 
are already seeing significant 
growth in colors in the U.S. and 
Canada, and it is continuing to 
grow,” Koch notes, adding that, 
even so, the demand for color is 

still much less than in Europe. 
Patermann agrees color is 

on the rise in the U.S., saying 
the market experienced an 
unexpected tremendous 
growth for exterior laminates. 
“The design/color selection is 
rather conservative with few 
choices, but we see there is 
a growing demand for more 
diversity in design not only in 
solid colors, but also in modern 
woodgrains.”

The demand for high 
performing windows is also 
growing, Koch reports, 
including Passive House 
windows, an area where the 
U.S. follows the lead from 
Europe. “There is also the 
trend for bigger windows that 
still meet the highest energy 
efficiency and performance 
standards.”

Technology influence
Sources tend to agree that 

technology and automation 
is more prolific and advanced 
in Europe than in the U.S., 
but Patermann clarifies that 
the two countries have very 
different concepts based on 
heritage, market development 
and different needs and 
customers in each market. “We 
get inspired by one another, 
but technology is not always 
directly transferable,” he says.

Lewandowski refers to 
Europe as a mature market in 
that there isn’t a lot of popula-
tion growth, and therefore the 
market isn’t expected to grow 
much. This is a challenge for 
European companies on the 
sales side and has driven many 
to sell their products in North 
America. Patermann agrees, 
saying, “European markets in 
this segment are already very 
consolidated and more or less 
stable, which gives a good sol-
id base for planning, but on the 

other hand, there is not strong 
growth expected there.”

Technologically, however, 
Lewandowski says Euro 
fenestration companies are 
“way ahead of us on windows 
and doors.” Necessity drives 
those more advanced products 
because of high energy costs 
in Europe. “We [in the U.S.] 
have cheaper energy. The cost 
of keeping a house heated or 
cooled is lower, so our need for 
high-performance products is 
not as high as in Europe.”

Similarly, Europe’s auto-
mation advances are necessi-
ty-driven. “Just like with energy, 
the cost of labor is high so they 
use labor to solve that prob-
lem,” Lewandowski says. “They 
are not just providing worksta-
tion efficiency, but complete 
operational efficiency through-
out the production floor.”

GLOBAL INFLUENCE

T H E  I N D U S T R Y  P U L S E
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EMPLOYMENT

T H E  I N D U S T R Y  P U L S E

T H E  S K I L L E D  L A B O R  S H O R T A G E  I S N ’ T  S E T  T O  E A S E  A N Y T I M E  S O O N .  W I T H  B U S I N E S S  B O O M I N G  I N 
M O S T  S E C T O R S ,  C O M P A N I E S  A R E  N O T  O N L Y  A C T I V E L Y  H I R I N G ,  B U T  W O R K I N G  T O  E X P A N D  S T A F F . 
M A N Y  R E S P O N D E N T S  I N D I C A T E D  T H A T  P E O P L E — I N C L U D I N G  F I N D I N G  A N D  R E T A I N I N G  E M P L O Y E E S ,  
A S  W E L L  A S  T R A I N I N G  T H E M — W I L L  B E  T H E I R  B I G G E S T  C H A L L E N G E  F O R  T H E  C O M I N G  Y E A R .

T
he labor shortage didn’t 
happen overnight and 
likewise can’t be fixed 
overnight. Each company 
has its own method of 
tackling the problem not 

only to help themselves, but to help 
the industry. “Retaining and training 
talented team members is the most 
important key to sustainable success,” 
says Solar Innovations’ Header.

“This is a long-term effort, and we’re 
building relationships that could be 
fruitful several years from now,” says 

ProVia’s Miller. “Some examples of how 
we accomplish this are participation in 
our local Manufacturing Camp and in-
volvement in vocational schools. There’s 
no overnight fix to this. Instead it has to 
be part of a long-term strategy.”

Erdman Automation also feels the 
labor shortage crunch, but in a different 
way than companies who have field 
workers. “We have a more focused sub-
set of labor than our customers,” Metz 
explains. “We need skilled machinists, 
programmers, welders and assem-
blers.” She notes that, with fewer and 

fewer young adults going into technical 
labor jobs, the company has a rigorous 
apprenticeship program to teach the 
skills to young adults who are willing. 
“We are working with the local schools 
and have had a steady successful gain in 
labor numbers.”

With challenges in recruitment and re-
tention seen throughout the fenestration 
industry and in manufacturing in gener-
al, more and more processes are being 
automated. “If companies can’t hire 
people, then automation has to become 
part of the solution,” Koch says. •

HOW DID YOUR STAFF 
LEVELS CHANGE IN 
2019?

-

DO YOU PLAN TO 
HIRE EMPLOYEES IN 
2020?

-

Added staff
55%

Staff levels 
stayed the 
same 
39%

Eliminated  
staff
6%

Online job boards were the most popular means for finding staff, with referrals 
and word of mouth coming in second and third, respectively. 

No
20%

Unsure
14%

Yes
66%
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MARKET  
FORECAST
E X P E C T  S I N G L E - F A M I LY  H O U S I N G  S T A R T S  T O  S L I D E  I N  2 0 2 0 ,  P E R  D O D G E  F O R E C A S T E R S 
By Katy Devlin, for Window + Door

T
he recovery in con-
struction starts that 
began during 2010 in the 
aftermath of the Great 
Recession is coming to 
an end. 

Activity in the single-family 
construction market is expected to 
decline in 2020, according to the 2020 
Dodge Construction Outlook from 
Dodge Data & Analytics, construction.
com. The dollar value of single-family 
housing starts will fall 3 percent in 
2020 and the number of units will 
decrease 5 percent to 765,000, per the 
forecast.

The projected slowdown in the 
single-family segment reflects a 
softening in the overall market. 

Dodge forecasters predict that total 
U.S. construction starts will slip to 
$776 billion in 2020, a decline of 4 
percent from 2019 estimated activity. 
This follows a 3 percent increase in 
construction activity in 2018 and a 
projected 1 percent dip in 2019. 

“The recovery in construction starts 
that began during 2010 in the aftermath 
of the Great Recession is coming to 
an end,” says Richard Branch, chief 
economist for Dodge Data & Analytics. 
“Easing economic growth, driven by 
mounting trade tensions and lack of 
skilled labor, will lead to a broad-based 
but orderly pullback in construction 
starts in 2020.”

Looking at single-family construc-
tion, Branch says affordability issues 

and the tight supply of entry level 
homes has stunted demand. “The issue 
is supply. There is a lack of single-fam-
ily homes that Millennials can afford 
to buy,” according to Branch, speak-
ing during the 2020 Dodge Outlook 
Conference held in Chicago in October. 
“No one is building these homes. The 
margins to build entry homes are razor 
thin, with higher wages, higher material 
costs, higher land acquisition costs. 
… We think this is what’s holding the 
market back.”  

During the conference, Branch noted 
that the single-family market did not 
recover to the extent of other building 
segments during the post-Great Reces-
sion recovery. “Usually coming out of 
recession, all of that pent-up demand 
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549 2009
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tends to translate into fairly immediate 
growth in single-family construction. It 
didn’t happen this time. We didn’t start 
to see single-family grow until 2013,” 
he says. “In those very early years of 
recovery, home prices were rising faster 
than wages and income. Remember the 
glut of labor following the recession; 
this was suppressing wage earning, 
essentially making home ownership less 
affordable.”

The lack of affordable entry-level 
single-family homes pushed peo-
ple—primarily Millennials—out of 
suburban single-family living and 
into condominiums and apartments, 
Branch says. So, while single-family 
market growth was suppressed during 
recovery—reaching just 833,000 units 

at its peak in 2018, less than half of the 
pre-recession peak of 2005—the mul-
tifamily market experienced several 
years of booming growth. Multifamily 
construction was an early leader in the 
recovery, stringing together eight years 
of growth since 2009.

“What’s been bad for single-family 
has been very good for multifamily. 
All the folks who were pushed out of 
the suburbs moved to multifamily in 
droves,” Branch says. In addition to 
Millennials, this group included Baby 
Boomers purchasing vacation homes, 
downsizing or moving to senior homes. 

However, multifamily vacancy rates 
have moved sideways over the past 
year, suggesting that slower economic 
growth will weigh on the market in 

2020, according to Dodge. Multifamily 
starts are slated to drop 13 percent 
in dollars and 15 percent in units to 
410,000.

What does this mean for companies 
in residential construction as the mar-
ket moves into a softer building econo-
my? For single-family, Branch says the 
decline is expected to be mild because 
the recovery was mild. 

“If there’s no boom, there’s no bust,” 
Branch says. “We didn’t see a huge 
run up in construction following the 
recession, especially on the single-fam-
ily side, which would cause a huge over 
correction. … We’re seeing the market 
slipping 5 percent in 2020. Realistical-
ly, that’s probably the bottom of the 
market.” •
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MERGER + ACQUISITION TRENDS  
IN FENESTRATION
M A R K E T  S T A B I L I T Y ,  G R O W T H  A N D  L I Q U I D I T Y  W I L L  B E  K E Y  D R I V E R S  O F  A  C O N T I N U E D 
S T R O N G  M & A  E N V I R O N M E N T  By Andrew K. Petryk 

HOUSING 
AFFORDABILITY 
HAS REACHED THE 
HIGHEST LEVEL 
IN THREE YEARS, 
WHICH SHOULD 
PROVIDE SUPPORT 
FOR SPENDING 
ON HOME 
IMPROVEMENTS.

F
rothiness in the merger and acqui-
sitions market is continuing, under-
scored by an increasingly competitive 
pricing environment. Sellers are 
reaping the benefits of higher valua-
tions as surplus capital chases scarce 

quality deals. The window and door industry is 
aligned with these trends, where valuations con-
tinue to be strong, propelled by the strategic need 
for acquisitive growth and supportive equity and 
lending markets which are flush with capital. 

Healthy valuations
Historical M&A activity confirms a consistent 
premium for scale. High-quality assets that bring 
meaningful portfolio diversification, margin ex-
pansion and access to new markets see a step-up 
in purchase price. Illustrating this segmentation 

are Custom Window Systems (Pella); Ply Gem 
(Cornerstone Building Brands); Silverline (Ply 
Gem); Western Window Systems and WinDoor 
(PGT Innovations); and Headwaters (Boral Ltd.). 
Each is highly strategic or “transformational” in its 
own right, garnering high single- and double-digit 
EBITDA multiples.  

Economic uncertainty and headline risks 
related to tariffs and global trade cloud visibility 
and have the potential to impede liquidity in the 
capital markets. This could subject companies in 
cyclical industries to greater investor scrutiny and 
valuation discounts. Businesses with demonstrable 
growth and those with distinct advantages 
over competitors typically always carry higher 
premiums. 

Public building products manufacturers are 
exhibiting resilience. The BGL Composite Index 
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MERGER + ACQUISITION TRENDS  
IN FENESTRATION

of window and door manufacturers 
is outperforming the broader equity 
market year-to-date.

What will drive M&A in 2020?
Market stability, growth and liquidity 
will be key drivers of a continued strong 
M&A environment, both for influencing 
investor appetite and sustaining valua-
tion multiples at current levels over the 
near-term. 

Macro indicators suggest stable 
conditions in the housing market (see 
Market Forecast, page 44).

Repair and remodeling expenditures 
are projected to surpass $327 billion 
in 2020, with the quarterly average 
growth rate decelerating to 3.4 percent 
in Q1 2020—down from 6.8 percent 
in Q1 2019. Housing affordability has 
reached the highest level in three years, 
bolstered by low interest rates, which 
should provide support for spending on 
home improvements.

Public industry participants are 
forecasting positive albeit modest 
growth with acquisitions a primary 
lever in value creation. Private 
equity has a significant investment 
in the industry and will continue to 
pursue accretive acquisitions in the 
fragmented landscape to build growth 
platforms. Equity sponsors are actively 
competing at or above strategic buyer 
valuation levels to deploy capital into 
high-quality assets. 

Author’s Note: Sources consulted for this 
article include S&P Capital IQ, S&P Lev-
eraged Commentary & Data, PitchBook, 

Company Filings, NAHB, Joint Center for 
Housing Studies of Harvard University, 
Window + Door, and public data. 

2019 window and door deal 
highlights 
The industry remains highly frag-
mented, with industry players seeking 
consolidation opportunities to fill in 
product gaps and geographic footprint 
and achieve synergies through scale. 

Headlining the year in November 
was MI Windows and Doors’ $725 
million acquisition of the Milgard 
Window and Door subsidiary from 
Masco Corp., which looks to increase 
its exposure to the repair and remodel 
segment of the housing market. The 
combination diversifies end-market 
exposure and establishes a coast-to-
coast presence. Milgard is expected to 
significantly expand MI’s capabilities 
in the vinyl windows and patio doors 
product segments. Geographically, MI’s 
East and South footprint combines 
with Milgard’s leading position in the 
Western U.S. to broaden its national 
reach. The transaction also brings a 
substantial boost to sales. 

In October, acquisitive Pella Corp. 
added to its stable of buys with Custom 
Window Systems, which it purchased 
from private equity sponsor Nautic 
Partners. Nautic Partners acquired 
CWS in 2014 and, during its ownership, 
completed the 2015 acquisition of 
MGM Industries, which manufactures 
vinyl windows and doors for the 
Southeast, Mid-Atlantic and Midwest 

residential construction markets.   
With the acquisition, Pella gains CWS’ 
impact-resistance expertise in a move 
to grow its footprint in Florida and the 
Southeast. 

Marvin acquired A.W. Hastings in 
October, solidifying its position as a 
full-service supplier in the New England 
and Eastern New York markets. A.W. 
Hastings has served as an exclusive Mar-
vin distributor for over 40 years. Marvin 
formed SIW Solutions in January fol-
lowing the acquisition of SIW Windows 
& Doors, a maker of residential and 
commercial impact-resistant windows 
and doors, to expand its coastal window 
and door capabilities.

Jeld-Wen acquired VPI Quality Win-
dows in March for $57.5 million, a sup-
plier to the multi-family market with $60 
million in sales. Jeld-Wen has been an 
active industry consolidator, completing 
14 bolt-on acquisitions since 2015 and 
more than 50 since its founding, accord-
ing to a recent investor presentation. •

Andrew K. Petryk is a managing director and 
leads the Diversified Industrials practice at 
Brown Gibbons Lang & Company, bglco.com, 
an independent investment bank serving the 
middle market. BGL publishes the Building 
Products Insider, a nationally recognized 
research publication which discusses critical 
industry trends and perspectives from leading 
executives. Contact Petryk at 216/920-6613 
or apetryk@bglco.com.
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FIND MORE PRODUCTS ONLINE // See all the latest products and trends online at WindowandDoor.com

Products
FENESTRATION   

FINDS

01 / Roto North America

Each roller on the RotoFasco Secura 
Sliding Patio Door Roller DR07 has a 
400-pound capacity, resulting in the ability 
to support an 800-pound panel, accord-
ing to the company. Available in steel or 
stainless steel, it features a threaded side 
adjustment with 2 1/8-inch wheels with 
precision bearings. The roller is also on the 
AAMA Verified Components List. 
860/526-4996 | rotonorthamerica.com

02 / ODL Inc.

Zeel doorglass frame offerings incorpo-
rate a flat profile design and are available 
in five sizes: 22 by 64, 7 by 64, 22 by 36, 
8 by 36 and 22 by 17. It can be used in 
conjunction with most doorglass and 
the frames feature ODL’s PC/ABS blend, 
which is designed to increase durability. 
It can be stained or painted to match. The 
frame, which uses a clip system, is made 
from FiberMate Plus, which has a higher 
percentage of fiberglass. 
800/253-3900 | odl.com 

03 / Deceuninck North America

The 164 series hurricane impact resistant 
window system is designed for light 
commercial, new construction and 
replacement applications. Available in 
single-hung, single slider and picture 
window configurations, frames include 
the Florida flange, pre-punched fin and 
masonry clip. The system is engineered to 
meet coastal building code requirements 
up to and including the requirements of 
ASTM E 1886/1996, Wind Zone 3 with an 
AAMA rating of up to DP50. 
877/563-4251 | deceuninckna.com 
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Bring the outside in. Whether it be a commercial or 
residential job, Solar Innovations® offers a full line of 
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BIFOLD, SLIDING, 
& SWING DOORS

CURTAIN WALLSWINDOWS SKYLIGHTS STRUCTURES

800 618 0669

http://www.solarinnovations.com
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• Products

02 / Euro-Wall Systems

The Euro Vista Multi Slide has an interlock 
profile of less than 1 inch. The impact-rated 
sliding door is Florida Product Approved 
and approved for use in high velocity 
hurricane zones, according to the company. 
It can be built with panel sizes up to 8 feet 
wide by 12 feet tall. The sill/track system 
can be fully embedded; no sill riser is nec-
essary to meet water requirements.
888/989-3876 | euro-wall.com 

03 / CutPro

CutPro’s 2020 product range of cut-re-
sistant clothing is designed to reduce the 
number and severity of cut injuries and 
laceration, according to the company. 
Clothing lines include items for the upper 
body, lower body, and aprons and sleeves. 
Manufactured from Cut-Tex fabric, the 
garments come in several levels of protec-
tion: abrasion resistance, tear resistance, 
puncture resistance and cut resistance 
(TDM-100 Test). 
+(084) 5519-3953 | cut-pro.com  

01 / Marvin

The Marvin Elevate Collection, which has 
a wood interior and fiberglass exterior, 
now offers the option for customers to 
select different finishes on the frame and 
sash of the window. Four finishes may be 
mixed and matched: bare pine, clear coat, 
designer black and prefinished white. 
Windows arrive finished or painted and 
ready to install. 
888/537-7828 | marvin.com
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http://www.oknoplast.us
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• Products

01 / Alside

Trimworks with Swiftlock technology is 
designed for Alside’s Mezzo Full-frame Re-
placement System. The system comprises 
three components: Mezzo replacement 
window, Ideal frame type and Trimworks 
decorative window accents. The accents 
are fabricated at the same time as the win-
dow for an exact color match and fit, says 
the company. Designs include brickmould 
in 1 ½- and ¾-inch sizes, 3 ½-inch flat cas-
ing available four-sided or with a bullnose 
sill, and flushmount for masonry openings.
800/922-6009 | alside.com 

02 / Inox

Luna (round) and Urban (square) are 
concealed fixing flush trim options for 
privacy barn door locks. Each features 
smooth, stainless steel thumb turns that 
sit flush against the wall with no visible 
screws or fasteners. A one-inch bolt is 
installed inside the door jamb and the bolt 
slides securely into the door’s strike, which 
is mounted on the door and has a spring-
loaded dust cover with a decorative cap. Six 
designer finishes are available, as well as 
CeraMax ceramic-coated door hardware.
916/388-1888 | inoxproducts.com

03 / Weather Shield Windows  
& Doors

The bi-fold doors in the contemporary 
collection and premium series now include 
a 1 ¼-inch low-profile sill option. Com-
prising aluminum and fiberglass, the sill is 
designed to integrate with finished flooring 
for a seamless transition. Contemporary and 
traditional designs are available, as well as 
custom finishes, hardware and configuration 
options up to eight panels. 
800/222-2995 | weathershield.com
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Lawrence
I n d u s t r i e s , I n c .

www.lawrenceindustriesinc.com
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RoBo-Shot

Sash Locks

More Buttons
More Covers 
More Offsets
More  Noses  

Plated Options

Routed In-Top Mount-or Submarine
Tilt Latches

Vent Stops

FER Rated 
Trouble Free

WOCD Stops 
WOCD Jamb Holders

Stays in Place
Won’t Fall Out

                  Weep Covers
                      Hole Plugs

Weeps

Robo-Sync
Lock/Tilt Combo

Trouble Free
Easy to Install

3 Lock Designs
Fits Most Windows

Patent Pending

If You are Stuck Being Dependent on Imports,
We Offer our Condolences

If You Would Like to Enjoy the Benefits of 
American Made Hardware

We Offer our Services

Reduced Inventory
World Class Prices
World Class Quality

Inventory Management
Programs

In House:
Design
Tooling

Why Buy from
Any Other
Country?

16,000 Miles from your source, Long Supply Chain, Long Term
Contracts, Managing Supply Chain Logistics, 

 

From Concept to Delivery
Faster than Anyone on the Planet!

100% Made in USA

Want to Visit one of the Only

Hardware Companies In the USA?

We will Pay your Way to Visit

Our Domestic Factory!

TM

http://www.lawrenceindustries.com


W I N D OWA N D D O O R .C O M54

• Products

01 / RSL

The Glide Single Operator Internal Blinds 
are enclosed between tempered panes 
to preserve the look and integrity of the 
product. Blinds can raise, lower and tilt and 
are available in white and earth-tone colors 
in several sizes. 
800/257-8641 | rslinc.com

02 / REHAU

REHAU System 4500 windows and doors 
use compression-seal technology and multi-
point locking hardware, and have a glazing 
capacity of up to 1 3/8-inch. The system 
has a simulated U-value down to 0.17, an 
acoustical rating up to STC 43/OITC 34, a 
structural NAFS rating up to AW-PG100 and 
an impact rating up to DP65. The system 
is available in tilt-turn, awning, hopper and 
fixed windows, as well as matching doors. 
rehau.com

03 / Momentive Performance 
Materials Inc.
GE Sealants & Adhesives family of prod-
ucts introduced its siliconized acrylic latex 
caulks and sealants line, including two new 
offerings for the window and door market: 
Max Shield All Weather sealant and All 
Weather Pro sealant. Both are suitable for 
exterior and interior paint projects, including 
gaps and joints in windows, doors, siding, 
flashing and trim. They are waterproof and 
mold resistant, according to the company. 
800/295-2392 | momentive.com

04 / Ergodyne
The ProFlex A4 Moisture-Wicking Cut 
Resistant Sleeve offers ANSI A4 level cut 
protection, moisture-wicking capabilities 
and breathability throughout the entire 
sleeve. The sleeves are made from TenaLux 
yarn, an engineered polyester that does not 
include glass or steel fibers. The lime-col-
ored material has a top hook-and-loop strap 
and is available in 18- and 22-inch lengths. 
800/225-8238 | ergodyne.com
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Registration Opens April 1st | Visit GlassBuild.com
For exhibiting opportunities contact  
Jonathan Watson jwatson@glass.org
For brand engagement opportunities contact  
Andrew Haring aharing@glass.org

The entire industry supply chain will be gathering 
for the largest glass and fenestration event in all of 
North America this year to address and explore the 
latest in product technologies, building and energy 
codes, economic forecasts, and business-building 
tools and strategies. 
 
Learn and see what’s now, and what lies ahead at 
GlassBuild America 

WHAT’S NOW,  
WHAT’S NEXT 
IN GLASS &  
FENESTRATION

S E P T 
15-17

2 0 2 0
L a s  Ve g a s ,  N V

FORWARD 
FOCUS:

http://www.glassbuild.com
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Classifieds
Window & Door®’s classified ad section 
is the most cost-effective way to reach our 
27,810 unique and verified print and digital 
subscribers. The classified ad deadline for 
the May issue is April 3. For more informa-
tion or a price quote, send an e-mail to: 
classifieds@windowanddoor.com.

Help Wanted

Used Machinery Bought & Sold
vince@americanglassmachinery.com
www.americanglassmachinery.com
Ph: 724/348-8450

WE OFFER NEW & USED 
EQUIPMENT FOR THE GLASS & 

WINDOW INDUSTRIES, WE ALSO 
CONSIGN USED EQUIPMENT.

Call us today!

FINANCING AVAILABLE

Check our new website!

www.ameracanequipment.com
855/669-9108
303/669-9108

CANADIAN  
EQUIPMENT SALES

We sell a wide variety of new and used 
equpment for the window and glass 

industry. Call us today!
FINANCING AVAILABLE

Check out our new and  
easy-to-use website!

www.canadianequipmentsales.ca
Call 877/910-4521

Used Equipment

Employment Services

Legal Services

Wanted
Wanted To Buy:  
Surplus Building Materials

Clean off your dock and get paid for it. 
We buy discontinued products, incorrect 
orders and dead inventory. Will arrange 
shipping. Call 717/249-2329.

Centor is the world’s leading supplier of 
folding door hardware retractable screens 

and Integrated Door systems. 

Territory Managers are required to 
increase sales through identifying and 
closing new opportunities, developing 

new and existing relationships, and 
building brand awareness.

College degree or equivalent prior 
experience in related field, min 3-5 years 

sales experience, travel required: 50-75%.

Submit resume to https://bit.ly/2Xavh6H

Northeast Territory Manager

Window and Door Manufacturers  
Representative

Win-Dor Inc., a vinyl window and door 
manufacturer that specializes in large 
door openings, is quickly growing and 
expanding. We are in search of an experi-
enced window and door sales representa-
tive who would be calling on window and 
door dealers to join our team to cover the 
Northern California region. Duties would 
include establishing new business and 
supporting our current customer base, 
developing new customers and new mar-
kets, and utilizing existing and cultivating 
new relationships. A successful candidate 
must have the ability to maintain strong 
business relationships. We offer a full 
benefits package after 90 days. Interest-
ed candidates may email rod.preston@
windorsystems.com

Give us a call for the results  
you deserve!

5825 Ellsworth Ave.  
Pittsburgh, PA 15232

1-800-875-6268 
412-954-0000 

FAX 412-954-0030 
www.holampcoresources.com

patti@hlcinternational.com 
gary@hlcinternationa.com

Professional Recruiters since 1982

RSL, a Novatech Company, is searching 
for a manufacturers representative in 
the Colorado and Utah territory. Contact 
Kevin Kavanagh for more information, 
800/257-8641 or kkav@rslinc.com



JA N UA RY/F E BRUA RY 2020 57

Advertiser Page Phone  Web site or Email

Bertrand sp. 5  bertrandwindows.com  

Deceuninck North America 1, 25 877/563-4251 deceuninckna.com  

Erdman Automation 11 763/389-9475 erdmanautomation.com  

GlassBuild America 55 866/342-5642 ext. 142 glassbuildamerica.com  

John Evans’ Sons 28–29  Email: sales@springcompany.com 

Lawrence Industries 21, 53  lawrenceindustries.com  

MFM Building Products 7, 43 800/882-7663 mfmbp.com  

Oknoplast Group 23, 51  oknoplast.us  

Quanex Building Products 19, 60  quanex.com  

Roto North America 3, 41 800/243-0893 rotonorthamerica.com  

Solar Innovations 15, 49 800/618-0669 solarinnovations.com  

Starmark Windows 8-9 215/788-7000 starmarkwindows.com  

Stürtz Machinery Inc. 27, 59 330/405-0444 Email: info@sturtz.com  

Taylor Entrance Systems 13  taylordoor.com  

VantagePoint Industries 2 9069/786-0629 vantagepointindustries.com  

VynaColour Ltd. 33, 35, 37, 39 416/745-2224 Email: vynacolour@hotmail.com 

Wakefield Equipment 17, 20 440/899-5658 wakefieldequipment.com  

Advertiser Index

Window + Door  
Employment Center

Sign up today at jobs.windwanddoor.com

Confidential posting options allow you to control what information can be accessed 
and searched by employers

Post Your Resume

See exactly what employers see when previewing your application before you apply

Apply for Jobs

Set the criteria for your ideal position and receive daily updates when matching jobs 
are posted

Get Job Alerts

http://jobs.windowanddoor.com
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OUTSIDE 
VIEW

• Market Snapshot— 
Remodeling Market Expected to  
Stall in 2020

Annual gains in homeowner spending for im-
provements and repairs are set to give out by the 
second half of next year, according to the most 
recent Leading Indicator of Remodeling Activity 
released by the Remodeling Futures Program at 
the Joint Center for Housing Studies of Harvard 
University, jchs.edu. The LIRA projects that 
annual home improvement and maintenance 
expenditures will post a modest decline of 0.3 
percent through the third quarter of 2020. 

“Continued weakness in existing home sales and new construction will lead to sluggish remodeling activity next year,” says Chris Herbert, 
managing director of the Joint Center for Housing Studies. “Slowdowns in other key indicators of improvement spending—project permitting, 
sales of building materials and home prices—also suggest the remodeling market may be reaching a turning point.” 

“At $325 billion, owner improvement and repair spending in the coming year is expected to essentially remain flat compared to market 
spending of $326 billion over the past four quarters,” says Abbe Will, associate project director in the Remodeling Futures Program at the 
Center. “However, today’s low mortgage interest rates may help counter some of these headwinds, which could buoy home improvement 
expenditure over the coming year.” 

The above is provided by Lincoln International, lincolninternational.com, for information only and 
is not an offer to sell or a solicitation of an offer to buy the securities or instruments mentioned or 
described in this report. The information has been obtained or derived from sources believed to be 
reliable, but Lincoln does not represent that it is accurate or complete. Any opinions or estimates 
constitute our judgment as of submission date and are subject to change without notice. Lincoln 
International specializes in merger and acquisition advisory services, debt advisory services, 
private capital raising and restructuring advice on mid-market transactions, as well as provides 
fairness opinions, valuations and pension advisory services on a wide range of transaction sizes. 
Contact Jeffrey Corum, managing director, jcorum@lincolninternational.com, 312/580-6282 
for more information.

• Windows on Wall Street—Lower Mortgage Interest Rates 
Manifest in Higher Levels of Construction Activity 

Stock prices of publicly traded window and door companies outpaced the 
broader market in November, as the W&D Stock Index increased 2.4 percent 
compared to a 3.3 percent decline for the S&P 500. Building products stocks 
have outperformed the market as they are less exposed to trade tensions and 
tariffs, which has impacted the broader market.  

Also supporting the W&D Stock Index is that lower mortgage interest 
rates have manifested in higher levels of construction activity. The Bureau 
of the Census reported that housing starts increased by 3.8 percent in 
October compared to the upwardly revised September report. This pushed 
the last 12-month growth in overall housing starts to 8.5 percent or 1.314 
million units. This was supported by the forward-looking permit data show-
ing 5.0 percent monthly and 14.1 percent annual growth to a total of 1.461 
million units.  

Importantly, the growth in starts and permits have been driven by a 
significant rebound in single-family construction activity across the country 
and has shown positive trends for the past five months. Overall, growth in 
the construction market has resumed, which will support valuation and M&A 
opportunities in building products in the months to come. 

STAY CONNECTED // Follow  
@windowdoormag on 
Twitter for industry updatesMarket Data
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HOMEOWNER 
IMPROVEMENTS 
& REPAIRS 
FOUR-QUARTER 
MOVING TOTALS 
BILLIONS

FOUR-QUARTER 
MOVING RATE OF 
CHANGE

Historical Estimates LIRA Projections

$313 $316 $321 $326 $327 $327 $324 $325
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http://www.sturtz.com
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 PUT YOUR 

 FUTURE  
 INTO FOCUS 

The ways we do business  
are changing. From integrating 

new technology to evolving your 
shop floor and overcoming labor 

challenges, start reimagining  
your plant of tomorrow, today.
Put the future in your hands at 

www.Quanex.com/plant-transformation

http://www.quanex.com/plant-transformation



