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Join Johnson Window Films Today...
Your Partner in Business
Johnson Window Films is committed to helping our valued dealers
to excel in a challenging business climate.

Superior Customer Service – Our team of friendly and knowledgeable customer
service representatives has passed many IWFA certification tests, and they are dedicated
to helping you with your business needs. Also, our wide range of dyed, metallized, and
protective polymeric films is ideal for servicing your many customer requirements.

Superior Product Performance – Our films feature high quality multi-ply laminated
construction, a CST scratch resistant coating, UV protection, and optical clarity. In addition,
our dyed solar control films feature genuine dye impregnated construction, never cheap
alternatives such as adding dyes in lamination adhesives or surface coatings.
TM

Superior Business Fulfillment – Our logistics team is dedicated to shipping your
order quickly, minimizing your down time. And, our production team works hard to ensure
that we have as many films and tools in stock as is possible.

Superior Promotional Support – Our comprehensive line of sales and marketing
support products help support your business performance. We offer a wide range of
collateral materials including brand flyers, brochures, film specification reference sheets,
sample packs, sell sheets, and a variety of other promotional point-of-purchase items to
promote the success of your business.

Quality + Innovation + Performance…
Johnson Window Films wants to be your partner
in success. Call today and join the Johnson family.
800-448-8468

www.johnsonwindowfilms.com
800-448-8468
310-631-6672
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The 5” Fusion Handle provides the ideal platform for your Blue
Max Blade (B3701), or Cropped Blue Max Blade (B3701C).
With two screws to properly secure your squeegee blade in
SODFH\RXZLOOQHYHUKDYHWR³¿[´\RXU8QJHU3URKDQGOHLQ
order to make it hold your blades again!
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Master Distributors

1-866-448-6657

NEW! 13 Pocket Waist Apron
Shop
ED-5706 %HVW6HOOLQJ$SURQ
The 13 Pocket
Pocke Apron is perfect for all of your tool storage
for everything you need!
needs. With a durable design and a quick release snap
AP
THAT
Your complete source for Tint Tools, Paint bucklee system; THIS IS THE TOOL APRON
INSTALLERS
ALLERS HAVE BEEN ASKING FOR.
Protection supplies and shop favorites:
 Knives & Blades
 Installation Tools
 Paint Protection Film
Scrapers & Blades
 Handled Squeegees
Olfa® are MASTERS when it comes to making
 Meters & Measuring Tools
knives with snap off blades and we are MASTER
 Cleaning Tools & Sprayers Call For Catalog DISTRIBUTORS of OLFA’s product line. Check out our
huge selection of knives and blades. We are sure that
 Professional Chemicals
you’ll agree YOU JUST CAN’T GET ANY BETTER THAN OLFA!
 Griot’s Professional Car Care Products
Window Tinting & Paint Protection
tion Classes
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The SEMA Show stays strong in 2010.
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An Interview with the IWFA Manufacturers’
Committee.
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The performance films division at Solutia has
welcomed a new president, Mike Donnelly, who
sat down with WINDOW FILM magazine to talk
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tinters on joining the
industry.
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Members of the IWFA manufacturers’ committee sat down with
WINDOW FILM magazine to discuss the direction of the industry and
the IWFA’s goals for the advancement of window film as a product.
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Change, Renew, Grow with the NEW
and Improved Panorama Program

And reap the rewards of being a Solar Gard preferred partner
®
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Be a part of the most
comprehensive and value
added partnership program
available to date.
The Panorama Program offers:
U Exclusive
U Industry

Films

leading warranty

U Comprehensive

Energy Toolbox and
proprietary energy analysis software

U Certiﬁed

education and training program

U Wide

range of comprehensive marketing
and technical support tools

U Comprehensive

“back ofﬁce” via the

Dealer’s Corner
U Access

to the exclusive Energy
Specialist’s program

U Dedicated
U Access

architectural sales support

to Exclusive Dealer Council

U Industry

leading, easy to use co-op

program
U Lead

generation program

Call us today to see how a
winning partnership can be the
key to building your business.
1-727-437-1035
www.panoramaﬁlm.com

Bekaert Specialty Films, LLC
4540 Viewridge Avenue
San Diego, CA 92123
Tel: 877-345-9478
E-mail: info@panoramaﬁlm.com

www.panoramaﬁlm.com
Available in North America only
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My Anti-Resolution
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Technological advancement is at an
all-time high and our products are
better than ever. There truly is a
product for any need. I’m raising my
glass to technological developments
in 2011. I am curious what we will be
talking about this time next year.
We also have lot of exciting
things happening here at the
magazine. Our Film’d video
series has sparked a lot of
interest and I’ve found that it’s
a great vehicle to tell you a
story in a new way (you can
find all of the current episodes
at www.windowfilmmag.com/studio).
We are also reporting real time with
our Facebook and Twitter pages. If
you don’t have time to check the
website every day you can get the
latest news straight to your newsfeed or Twitter account. Head over
to www.windowfilmmag.com and
click on the Facebook, Twitter and
Linked In icons to connect with us.
We also want to encourage you to get
interactive. If you do a window film
job that you think is particularly
cool send it over to us and we may
put it up on our Facebook page for
our friends to see.
Also, we hope you make
September one to remember. The
2011 International Window Film TintOff and Conference™ will be taking
place in Memphis, Tenn. September
15-16. The best tinters in the business will be there to show off their
skills. Education will also be a part of
the two day event, which will be colocated with Auto Glass Week™. I
look forward to meeting you there.
As this New Year begins allow yourself to be excited about what your window film future has in store for you.
Check out something new and let us
WF
know how 2011 is treating you.
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Key Communications Inc.
385 Garrisonville Rd, #116
Stafford, VA 22554
540/720-5584; 540/720-5687 (fax)
www.windowfilmmag.com
Publisher
Editor
Contributing
Editors

cross the globe, everyone
cheered as the New Year started. Among friends and via television everyone started proclaiming
their New Year’s resolutions and hoping that 2011 would bring success in
personal and professional ways. I, for
one, am not a big fan of resolutions. I never seem to keep them
and, frankly, they seem like just
another bunch of hopeful wishes. How many people really
make it past the first three or
four days of going to the gym? In
fact, aren’t resolutions more
about what you failed to do in 2010
than what you are going to do in 2011?
So my resolution this year is not to
have a resolution based off of last
year—think of it as an anti-resolution.
Therefore, I choose to look forward
and I am excited for 2011.
The window film industry has a lot
to look forward to as well. Consumers
are becoming more aware of window
film and its benefits and when you look
at the amount of glass that is as yet
unprotected by film, the opportunities
are endless. While so many industries
are struggling to make money, the window film industry has maintained its
success and even managed to grow.
If the SEMA show was any indication, paint protection film is going to
take off. Tinters and shop owners
were intrigued by demonstrations
and stopped to watch and discuss
what they were seeing. In addition to
paint protection, our two-part article
on vehicle wraps sparked a lot of
interest in vehicle wraps as a valueadded option for window film businesses. Don’t be surprised if you hear
more about wraps in 2011.
We can’t talk about the future and
not mention the advancements that
are being made to improve film.
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MANNY HONDROULIS

Professional Proposals Using Word
his column marks the end of
our Microsoft Office series. I
have
described
how
PowerPoint can be used to make
sales presentations, showed how
Excel can make estimating a breeze,
and discussed how Access can help
track your prospects and leads. The
last component of Microsoft’s office
suite is Word—a word processing
program that allows you to write a
professional proposal.
Start with a blank Word document and just type away. I suggest
using a standard business letter
format using Arial or Helvetica font
for all of your proposals. Your company name and tag line, if applicable and appropriate, should be in
the header. You can also include
company contact information
(address, phone, fax, e-mail, and
website) in either the header or
footer. Once you have the basics of
your stationery done, you can
begin customizing your document
for any given project.
Include the date at the top, along
with the name (salutation, first
name, and last name), company, and
company contact information of the
recipient. Provide a subject line, similar to what you would do in an email, to help the recipient know the
purpose of the letter. Address the letter by calling out the recipient using
salutation followed by last name.
The opening paragraph should
be devoted to introducing the purpose of the letter. For example:

T

Dear Mr. Smith:
ABC Tinting proposes to furnish
all labor, material, and equipment
to install Brand X Sun Control
Window Film to the following glass
surfaces of 123 Main Street:
10
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“The beautiful thing about Microsoft Office is
that its various components can be used in
conjunction with one another, meaning that
you can copy cells from an Excel spreadsheet
and paste them into a Word document.”
Now, here’s where we get fancy.
The
beautiful
thing
about
Microsoft Office is that its various
components can be used in conjunction with one another, meaning that you can copy cells from
an Excel spreadsheet and paste
them into a Word document.
In this case, to describe the glass
surfaces to which window film will
be applied, start a quick Excel
spreadsheet and label cells A1, B1
and C1, “Quantity”, “Width” and
“Height”,
respectively.
Then
describe the scope of work by
entering the appropriate numbers
into columns A, B and C. Copy the
cells and paste them into your
Word document.
Then insert the terms and conditions of your proposal. I like to
communicate the duration of the
proposal’s validity, the recommended film type, payment terms,
warranty information, customer
requirements, total project price
and anything else you see fit.
Your closing remarks should
express your appreciation for the
opportunity to submit the proposal and instructions on how the
recipient can move forward with
the project. Finally, sign your
name using a digital signature. To
create a digital signature, sign
your name using a blue felt tip
pen on letter paper in landscape,
not portrait, taking up almost
the entire eleven inches of the

page. Scan the paper and save the
image as a JPEG. Copy the
JPEG and insert it into your Word
document.
After writing your document,
proofread it for mistakes and then
run the spell checker – yes,
Microsoft Word will tell you if you
have misspelled a word.
When using a word processor,
remember to use one space
between sentences. The use of
two spaces is for typewriters. If
you want to increase the likelihood that the reader won’t overlook an important point in your
proposal, place those words in a
bold typeface.
Once the document is complete,
save it, and then convert it to a
PDF so that the recipient can’t edit
the document easily. If you don’t
have the full version of Adobe
Acrobat, you can upload your
Word document to a free online
PDF maker such as PDF Converter
(www.freepdfconvert.com).
A typed document always looks
more professional than one that is
handwritten.
Consider
using
Microsoft Word when writing all of
your proposals, especially for projWF
ects large in scope.
Manny Hondroulis is marketing manager
for Energy Performance Distribution in
Baltimore. Mr. Hondroulis’ opinions are
solely his own and not necessarily those
of this magazine.

www.windowfilmmag.com
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DONNA WELLS

Communication = Success
ello again and welcome to
Ask the Expert! First, I
would like to thank everyone who spent a few minutes with
me at SEMA. It was wonderful seeing so many colleagues in one
place. It is always nice to share a
few “war stories” with those from
the industry and I did meet some
new people who have entered our
industry at SEMA as well—a big
welcome to all of you.
While at SEMA, I was asked an
interesting question a couple of
times. The question is, “What do
you believe is the single greatest
key to success in business?”
In my opinion, communication is
the single greatest key to succeeding in business. Many of us have a
difficult time communicating with
our employees, business colleagues and associates. If you do
not state your position clearly then
people make assumptions. Those
assumptions may not be what you
were trying to communicate. So,
the real question is, “how do you
find the path to communicate
clearly?” Here are some helpful
tips for you to ponder:
1. Listen before you speak.
Communication is based on two
major components, listening and
speaking. When in conversation,
you may be listening, but are you
hearing what the other person is
saying? Most people want to
express their opinion without listening to the entire thought first. If
you listen before you speak, you

H

Got a question for Donna?
Please e-mail it to us at
khodge@glass.com. Individual names
and company names will be withheld
upon request.
12
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“Remember what your parents used to
say, ‘Speak to others the way you would
want them to speak to you.’”
may find that what you thought
you were going to say may be the
wrong reply. Listening is a powerful tool. Utilize it.
2. Think before you speak. When
you are ready to say something,
make sure it is exactly what you
would like to express. For example, one of my clients was recently
on a jobsite and his installation
team arrived late. This delayed the
team’s arrival for the second job.
The two jobsites were less than
five miles apart. When leaving the
first jobsite my client asked his
team if they were going directly to
the next jobsite and they
answered yes. Unfortunately, the
installers showed up 45 minutes
later. When my client asked his
team where they had been, they
replied that they had stopped for
lunch. If they would have said
they needed to stop for lunch
before going to the second site my
client would not have been standing around for 45 minutes wondering if they had gotten into an accident, had car trouble, etc. If you
communicate exactly what you
would like to express you will save
yourself a lot of frustration and
misunderstandings.
3. Think about the tone of your
voice. You can navigate a conversation simply by changing your
voice. If you are happy, sad, angry
or frustrated, it can be detected in
your tone. Most of us have been in
the situation where you are on a
jobsite and your client is, shall we
say, overly picky. The client is

pointing out every little issue in
the film and installation. You are
ready to explode. At that moment
one of your team members taps
you on your shoulder and asks you
a question. You unfortunately
answer with an irritated tone. The
team member believes he did
something wrong and adopts an
attitude. Remember what your parents used to say, “Speak to others
the way you would want them to
speak to you.” Food for thought!
4. Think about your body language. You may not know it, but
your body speaks its own language.
If you can, take notice of where you
place your arms, hands, legs, etc.
while you are speaking to others.
Are you pointing your finger at
someone while trying to make a
point? Are you leaning forward during the conversation? Do you have
eye contact with everyone involved
in the conversation or are your
eyes wandering around the room?
All of these movements tell others
if you are interested or not in the
conversation. Communicating with
your body is just as important as
the words you use.
If you and your team are communicating effectively and efficiently you are well on your way to
WF
success!
Donna Wells has worked in the window
film industry since the 1980s and is
currently sole proprietor of Image
Imagination in Huntington Beach, Calif. Ms.
Wells’ opinions are solely her own and not
necessarily those of this magazine.

www.windowfilmmag.com
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THE LATEST INDUSTRY NEWS

Company News

Solamatrix Acquired by Madico
olamatrix has been acquired
by Madico. An announcement
was issued by the president
and CEO of Solamatrix, David
Fletcher, saying that both companies plan to continue serving their
markets independently.
“We are pleased and proud to
become a part of Madico’s worldwide operations,” said Fletcher.
“The synergistic opportunities
are enormous because we can
leverage corporate strengths
from both companies in technology, manufacturing capability and
marketing expertise to expand
the success and rapid growth of
our window film business. Our
range of product offerings will
increase; our product quality and
customer service will reach new
heights, and as we expand our
operations, our employees and
customers will share in what
promises to be a very exciting
future.”
“This is an exciting time for
Madico, one of the oldest names
in the window film industry.
Consecutive years of growth have
driven us to seek expansion
capacity to meet customer
demands,” said Bob Connelly,
Madico president and CEO. “Our
ability to gain that capacity and
link our future activities with
Solamatrix, one of the youngest
and most dynamic organizations
in the industry, is a strategic win
for both organizations. Through
this acquisition, Madico demonstrates its long-term commitment
to the window films market
and positions us for continued
growth while maintaining the
quality and service our customers expect.”

S

Solamatrix, with headquarters in St. Petersburg, Fla., above, was acquired by Madico
late last year.

Legislative News

IWFA Urges Congressional Leaders to
Keep Window Film Included in Tax Credits
During the final days of the congressional session, the
International Window Film Association (IWFA) sent
a letter to congressional leaders asking them to
continue to include window film products in
energy legislation.
Regardless of the outcome of the legislation, since
the IWFA has been active in advocating window film,
the industry is believed to be in a favorable position
with both Houses.
A letter was delivered to the Senate and the House of
Representatives and had been signed by manufacturer
members of the association including 3M Company,
HanitaTEK, Solutia, Madico and Solar Gard Specialty Films.
“We appreciate the work of industries like window film who understand the
importance of pushing through legislation like Home Star during this critical
time,” responded Senate Energy and National Resources Committee Chairman
Jeff Bingaman, a democrat from New Mexico.
There were no updates to the legislation at the time of press.
16
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Solar Gard® Releases
Results of Environmental
Product Declaration
Solar Gard Window Films, a division of Bekaert Specialty Films, has
completed an environmental product declaration (EPD) in regards to
their window film. The EPD can scientifically
prove
that

Solar
Gard’s architectural films can
have a positive net environmental
impact. Essentially, it has been
proven that these films save
enough energy to outweigh the
cost of producing them.
The EPD is an assessment of the
environmental impact of a product. Solar Gard had the EPD performed under ISO 14040 and 14025
standard for Life Cycle Analysis
(LCA) which is accepted across
the world as a comprehensive validation of a product.
After reviewing Solar Gard’s
results it was clear that the company was serious about understanding the importance of their
product.
“Solar Gard’s is the largest EPD
ever completed,” confirmed Julien
LaFond, principal of Altanova, the
organization that reviewed Solar
Gard’s EPD data. “Their use phase
analyzed the broadest number of
geographies and building types,
JANUARY-FEBRUARY 2011
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People News

Hodge Promoted to Editor of WINDOW FILM Magazine
Key Communications Inc., publishers of WINDOW FILM magazine, has announced the promotion of Katie M. Hodge to the
position of editor of WINDOW FILM magazine.
Hodge, who holds a degree in journalism and electronic
media from the University of Tennessee, has served previously as the assistant editor of WINDOW FILM magazine. She
has also written for WINDOW FILM and other publications as
part of the Key Communications editorial team for more Katie Hodge
than two years.
“I’m excited to continue to keep the window film industry informed on
the latest news and products,” says Hodge. “I’m looking forward to using a
fresh approach in the way we report the news and bring new, innovative stories and ideas to the industry.” She succeeds Ellen Rogers as editor. Rogers
will continue to edit Key Communications’ Architects’ Guide to Glass and
Decorative Glass publications.
“Katie has really made the window film industry her own,” said WINDOW FILM
publisher Debra Levy.“We are delighted to see her in this new expanded role.”
The announcement comes just months before the next International Window
Film Tint-Off and Conference™, to be held in Memphis Sept. 15-16.“I hope everyone who hasn’t yet, gets a chance to meet Katie there,” Levy said.
Hodge can be reached at khodge@glass.com or 540/720-5584, ext.130.
and they studied more products
than any other manufacturer to
date.”
Solar Gard challenges other
companies to back up their “green”
claims and be able to prove the science behind their product.
“We believe all manufacturers
making environmental claims
should commit to transparency
and this study proves scientifically
that Solar Gard window films are a
viable and legitimate energy-saving
and environmentally-responsible
solution for improving the building
envelope. It is shocking that so
many companies claim environmental and energy-saving attributes when they do not have the science to support what they say.
Claiming there are no international
standards by which to measure the

environmental impact of a product
is simply an excuse to continue
greenwashing,” states Christophe
Fremont, president of Solar Gard.

Event News

Room Block Opens For
International Window Film
Tint-Off and Conference™
Discount rooms are now available to International Window Film
Tint-Off and Conference™ attendees for only $99 per night plus tax
at
the
Memphis
Marriott
Downtown. The event, managed by
WINDOW FILM magazine, will be held
September 15-16, 2011 in Memphis.
You may reach the hotel directly
at 800/266-9432 or reserve online.
You must reference that you are
with window film to receive the disWF
counted rate.
WINDOW FILM
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NEW PRODUCTS AND SERVICES

Directed Electronics Enters Film Industry
Directed Electronics, a company known for its consumer-branded vehicle security and remote start systems, has added a window film line, Viper Window
Film, to its product offerings.
Viper Window Film will feature three individual
product lines. According to the
company,

Viper Ultra Film
was developed to reduce the temperature inside vehicles and is available in different sizes
and colors. Viper Security Film was designed to
strengthen vehicle glass while Viper Ceramic Film
offers the benefits of typical window film without
changing the color of the windows drastically.
Select Viper officials said they expected to begin
offering the film in late January.
❙❙➤ www.directed.com

Trading Glossy for Matte
3M has introduced a new line of paint protection film
that has a matte finish. The 3M VentureShield Paint
Protection Matte Finish Film 7710 offers an alternative look
to the traditional glossy paint protection films.
The matte finish film can be used on any make or
model car and can be custom cut to the vehicle. The film
is 8mil including the adhesive and can be installed like any
other VentureShield film. In order to create the matte
look there is no clear coat on the film. It can be used to
coat an entire car or to create style features like racing
stripes on the hood or side of the vehicle. Like other 3M
films it is recommended for professional installation only.
❙❙➤ www.3M.com
18
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On the Surface
Most of the industry’s
window films are used to
protect what lies inside the
windows, however there
are other film products
that protect the windows
themselves. Surface Guard
12330L UV protective film
is used to coat glass and
high gloss frame surfaces
during manufacturing and
installation.
According to the company, this 3mil film provides
a protective layer against
water/condensation, heat,
high
surface
energy,
scratches, soiling and
marring. The film is
designed to protect windows during fabrication,
shipping and installing and, according to the com-

pany, can be easily removed when finished.
❙❙➤ www.surfaceguard.com
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March 17-18, 2011
Hyatt Regency Long Island at
Wind Watch Hotel & Golf Club
Long Island (Hauppauge), New York
Glass Expo Northeast™ is the region’s largest
conference and trade show dedicated to the
architectural glass and film industry. Join
industry suppliers, dealers, and other attendees close to home
at Glass Expo Northeast! Learn more about Glass Expo
Northeast at usglassmag.com/gene or call 540/720-5584.
Sponsored by:

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING
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Wintech also brought a wide
selection of films to SEMA including
its heat rejection films, design art
films, and a variety of other
decorative films. In particular,
Wintech had its LOVIEW design art
film on display.

SEMA Show Stays Strong
by Katie Hodge
t was rare to find a negative
opinion on what the SEMA Show
2010 had to offer this year. With
a steady crowd of window tint
shop owners passing through the
aisles, exhibitors commented that
the show was an improvement
from last year, both in quantity of
attendees and quality.
As usual, the latest technology
was also on display. Window film
companies showcased many window film varieties as well as a large
amount of paint protection film.
Booth after booth featured demonstrations of paint protection film as
attendees gathered to observe
installations in progress.
“I thought the SEMA show was
totally phenomenal. I loved the new
films, technology, the new products,
the cars, and everything about the
show,” says attendee Rob Stortroen
of Star Trims Automotive in
Riverton, Wy. “It was also very educational. I got a chance to talk with
all the different film companies and
also got a firsthand look at each of
the various films and what makes
them different from one another. “
After a week of networking and
learning about the latest products
the SEMA show crowd left with high
hopes for 2011 and looking forward
to the next gathering in Las Vegas.
This year’s SEMA Show will be
held in Las Vegas November 1-4,
WF
2011.

I
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At Nexfil USA, attendees learned about its
Nano IR films and heat-rejection testing.
Nexfil president ShinSoon Lee (left), who
traveled from South Korea and Nexfil USA
president S.W. Choi (right), were on-hand
to meet attendees and exhibitors.

The Solutia booth featured its window
film and paint protection lines as well
as its new car care kits for consumers.

Companies such as
Sun-Gard expanded
on their product
lines. New additions,
including the new
charcoal automotive
window film line and
the DefenZall paint
protection film, were
on display for dealers
to
observe
and
discuss.

www.windowfilmmag.com
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American
Standard
Window Film (ASWF)
showcased its flat and
decorative film lines.
“We have two new
dual-reflectives, plus the
normal silver and solar
bronzes, safety, security
and anti-graffiti films,”
explained
president
Michael Martin (center).

At the Johnson Window
Films stand, window film
was on display and
constantly being used for
a special demonstration.
“We’re displaying the
renegade film, which is a
new all-dyed film that is
1½mil and comes with a
lifetime warranty,” said
director of training Fred
Zwilling (left).

New companies with emerging technology could also be
found. Sputter Technologies Corp., based out of Tempe,
Ariz., (pictured from left to right: Vijay Merchant, Bud
Asher and Urmi Asher) arrived at SEMA to present its
ceramic window films, which the company says can
withstand all different types of climate conditions.

SunTek focused on its new
automotive line called CXP.
“Basically we have taken our
carbon technology and
expanded on it to create a
nano-hybrid carbon product.
It’s a non-interfering, nonmetal, lifetime warranty
product with great solar
performance,” says Jennifer
Shorr, vice president of sales
and marketing.

Demonstrations were also a big part of the
sights at SEMA. Paint protection displays were
taking place all over the floor at booth’s like
XPEL, 3M (pictured above), Avery Dennison and
Sharpline Converting.
JANUARY-FEBRUARY 2011
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CXP

CarbonXP™, the latest breakthrough
technology in automotive window ﬁlms

INNOVATIVE
Manufactured with the latest in non-metal,
nano-hybrid, Carbon technology

PERFORMANCE
Superior heat, infrared, and UV rejection

PROFITS
Enhanced performance creates an up-sell
opportunity for high-end applications

For more information, call today or visit

www.suntekﬁlms.com
888.321.5111 (VA/Factory Direct)
877.278.6835 (AZ/CA)
877.678.6835 (FL)
866.843.3456 (TX)

LA
S

276.632.4991 (International)
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Lights
of the

Roundtable
An Interview with the Members of the
IWFA Manufacturers’ Committee
by Debra Levy

D

uring the past year, the
International Window Film
Association (IWFA) has
greatly expanded its reach and
depth through a series of very subtle and targeted moves. First, the
association attracted the participation of window film manufacturers,
who had previously been served
by the window film committee of
the Association of Industrial
Metallizers,
Coaters
and
Laminators (AIMCAL). “The move
by the manufacturers from AIMCAL
to IWFA has been huge for us,” says
IWFA executive director Darrell
Smith. “It’s allowing us to create
opportunities for and awareness of
window film like never before.”
WINDOW FILM magazine publisher
Debra Levy held a roundtable with
committee members including
Smith, Jim Black of Hanita-Tek,
Charles Calisto of 3M Company,
Scott Davidson of Johnson Window
Films, Kathryn Giblin of Bekaert
Specialty Films, Tom Niziolek of
Madico and Lisa Winkler of Solutia.
Our candid discussion about their
successes thus far, and where they
believe the industry is going, follows.
WF—One of the ‘raps’ against
window film, whether warranted or not, is that the awareness
of its advantages as a building
product is limited. How would
you respond to that?
26
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KG—It’s a valid comment; awareness is limited, but it is also a
tremendous opportunity as its
potential has not been realized yet.
LW—Film is able to compete
with advanced glazing and other
energy-saving products. We know
that. We also know we have to be
able to prove it for the standardssetting groups and others. We, as
an association, knew we needed to
control that message more.
DS—We came to the realization
that the fenestration industry controls the dialogue around energyefficiency and we needed an entry
ticket to that table. That ticket was
NFRC and it took us over 10 years
to receive the NFRC rating.
WF—I would expect that it’s
hard for some IWFA members
to see the value in this. Is that
the case?
LW—It is hard for dealers to realize why this is important until they
think about it. They may say ‘hey,
all these efforts, the National
Fenestration Rating Council [NFRC]
ratings, etc. aren’t doing anything
for me …’
JB— …but they are. The dealers
just haven’t seen the results yet.
We need to get window film

accepted as a viable alternative
before a variety of building
groups—that’s what leads to
greater acceptance and, ultimately, more window film sales. The
dealers haven’t seen all the results
from this year, but they will.
SD—Dealers are starting to realize this. They may say ‘hey, I didn’t
get this job, but I would not even
have had an opportunity to bid
were it not for the work the IWFA is
doing.’ In the past, a building
owner may have set about replacing glass without realizing film
could solve his problem, or the
architect might have missed a costefficient alternative that film provides. That happens less and less
nowadays. Maybe you did or didn’t
get this particular job, but without
the work of the IWFA you wouldn’t
even have been able to bid this job.
DS—We have found you can provide them [architects, builders,
www.windowfilmmag.com
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Kathryn Giblin (far left) briefs members of the IWFA manufacturers’ committee. Circling from Giblin’s right are Scott Davidson,
Jim Black,Tom Niziolek, Charlie Calisto and Lisa Winkler. Executive director Darrell Smith is partially obscured behind Giblin.
building owners] the information
about film, but it has to be reinforced and repeated. We need to
retell the story of energy-efficiency,
of environmental responsibility
and of cost-savings over and over
to resonate with those groups.
Let’s take our work with the
NFRC. If we aren’t involved with
major building codes, if window film
isn’t tested and rated, then legislators and building code officials may
never understand why it’s important. We needed those ratings for
credibility, for legislation and for tax
credits. Not every member will
understand the value right away.
WF—It’s a long-term strategy
then?
CC—Exactly. Our members, and
the industry as well, need to understand that we wouldn’t be where we
are without the efforts of the IWFA.
It’s taken a lot of effort to help educate people so that something like
JANUARY-FEBRUARY 2011

the tax credit gets put in place.
Window film is one of only a very
small list of building materials specifically mentioned in the proposed legislation. That is an amazing feat.
SD—Most dealers have to use
their efforts on a day-to-day basis
to get the next sale tomorrow.
They know that their world is influenced by factors in the larger
world, but don’t have time to influence them. This is something IWFA
does for them.
CC—It’s a domino, or should I
say a snowball, effect—and they
need to get a sense of that. It’s a
huge undertaking.
KG—For example, we are developing overseas opportunities, too.
Globally, there are standards being
developed and created that could
affect North America and vice
versa. It is important that the IWFA
keeps abreast of these to ensure

that we are aware and continue to
act on all opportunities that are
available for window film.
And that is IWFA’s goal: to continuously drive and facilitate the
expansion of the window film market in the United States and worldwide. We are doing so through four
major initiatives: research, advocacy, communications and education.
CC—We plan to increase the
total market size for window film
and reduce barriers to growing the
market. We recognized that in
order to do so we needed a uniform
platform from which to work.
KG—That’s why the move from
AIMCAL to the IWFA manufacturers’
committee was crucial. We moved
because it made sense for all parts
of the industry to join together
under a unified platform. Aligning
under one brand and one umbrella
continued on page 28
WINDOW FILM
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Lights
of the

Roundtable
continued from page 27
makes sense. The manufacturers
already had strong partnerships
among themselves with trade associations and other groups. It makes
sense to forge a closer relationship
with dealers and distributors, as
well, so we all speak with one voice.
JB—The timing also was right.
Our task is a bit different than most
of the other AIMCAL groups. It’s
legitimizing the product. Not everyone can appreciate that right off
the bat.
KG—Our manufacturers’ committee has six members. It’s still
evolving, but the core is there.
Our job is to promote the industry
as a whole.
CC—And now it’s time for us to
unify and promote window film as
a whole at all levels, including dealers and distributors.
WF—Didn’t being part of AIMCAL serve the manufacturers
well, though?
DS—It did for a long time. You
have to remember that in the beginning of our relationship with AIMCAL
most window film suppliers made
other products as well. AIMCAL
members were suppliers of raw polyester films for tons of applications.
We utilized their technical expertise
as well. There were distinct market
or distribution issues then, just as
there are now. Once window film
grew as an industry, it was time for
not just manufacturers but the dealers and distributors to be involved,
which was the beginning of the IWFA.
The dealer and distributor members are critical to the IWFA. That is
our future. We need to communicate that value to everyone in the
industry so we can grow it together.
CC—The U.S. industry has
matured. We need to help dealers see
28
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film in a new way. It’s a solution. It’s
an energy-saving product, it’s a costsaving product. We need to help the
dealers market these advantages. We
need to march forward together and
grow IWFA’s membership.
WF—The sad reality is, and it’s
true for almost all associations,
that the development successes
you have benefit non-members
as well. It’s a value for the entire
industry.
CC—More than 38 state tinting
laws have been impacted by the
work of the IWFA. IWFA has built
legitimacy for window film. The tax
credit for window film would not
exist without the IWFA. Who else
would have taken up that cause?
Most of the utility rebates came
about as the result of work by the
IWFA. Just look at all the efforts we
have put forth in Florida—the consumer alert and more. Membership
dues of $175 a year are a small
price to pay for such successes.
WF—Can you explain exactly
what the IWFA did in Florida?
CC—Well, for a variety of reasons, the shutter industry became
unglued. They came after our
industry screaming and yelling.
They were trying to limit our business and we became aware of it.
The Florida Attorney General’s
(AG) office wasn’t really aware of
the full benefits and properties of
window film. But through our
efforts we were able to educate
them so they could be aware of
what the real problems were. IWFA
member businesses in Florida
were saved because of this.
KG—Now they consider us a
resource. The key is that we are
adding the role of watch dog and we
are building long-lasting relationships with organizations such as the

Florida AG’s office. To do this, we
needed a bunch of resources that
only a manufacturers’ group could
provide. Dealers and distributors
couldn’t have done this on their own.
WF—Let’s shift gears a bit and
talk about Home Star and
Building STAR. How do you think
these two initiatives will affect
the film industry?
DS—This is where the real value
of IWFA comes in. IWFA was
involved from the start. We did the
energy analysis and the research.
We provided data and more data.
When a congressional staffer wanted it in the morning, we worked all
through the night before to get it
there. The result is proposed legislation that specifically mentions
window film—huge.
WF—What can you tell me
about those efforts?
KG—There are four areas. The
government and advocacy areas
focus on legislation. We have an
excellent lobbyist firm that we
brought on one year ago and they
identified the opportunity with
Home Star and ENERGY STAR and
helped us be included in that proposed legislation. More recently,
they have been helping us lobby
www.windowfilmmag.com

Zoom Fit
© 2011 WINDOW FILM Magazine. All rights reserved. No reproduction of any type without expressed written permission.

Contents

Search

+

–

Archives

I<
E-Mail

<

>

>I

Subscribe

Committee members include Jim
Black (far left) and Scott Davidson
(immediate left). Below: Lisa Winkler
makes a point during a committee
meeting in August.

for an extension on the tax credits
in which window film is included
under 25c. They, for example,
found that window film should
qualify for tax credits and we went
to the IRS with the information and
they said ‘you’re right, you qualify.’
That’s why the tax credits are
there. Lisa [Winkler] chairs the
research/technical area.
LW—The
Research
and
Technical subcommittee is the
back end. We deal with the
American Society of Heating,
Refrigerating and Air Conditioning
Engineers, the Glazing Industry
Code Committee, NFRC, the building codes and others. They have
very technical discussions and we
need to be able to speak their
way. We have to provide clear,
technical information.
CC—We have been working to
get window film specifically called
out by name in legislation rather
than having it under the cover of
insulation. We have succeeded. It’s
a great victory. The government is
saying that window film is, in fact,
an energy-savings component. And
IWFA did this quietly. The dealers
and distributors don’t see the 30 to
40 visits to the Hill [Capitol Hill]
that helped make it possible.
Regardless of what happens, winJANUARY-FEBRUARY 2011

dow film is now known on the hill,
known as an energy-efficient cost
effective alternative to new windows. It’s as exciting as heck.
WF—How do you think the legislation will fare when it comes up?
CC—We hired HBW (IWFA’s lobbying firm) and we had lobbyists at
the table. We are giving legislators
and their staffs the information
they need to make something happen. We jumped through every
hoop the legislators asked us to.
That’s how you earn your stripes
with those groups.
LW—Regardless of the outcome,
it’s brought window film to exposure we have never had.
DS—The chief of staff of one of
the senators involved with energy
told our lobbyist that ‘your industry is well-known in Washington.’
That’s a big change. So much of
what we did in the past was explain
what window film is. We don’t have
to do that any more.
WF—What about the other two
committees?

KG—I chair our Communication/
Education committee, which has
brought a public relations firm,
Schwartz Communications, on
board. We are also in the process of
updating our website and are going
to look to consumer awareness as
well. Tom Niziolek chairs the
Alliances/Membership committee.
TN—Our mission and vision is to
bring synergy across the globe, to
bring everyone together and to have
one voice—whether it’s in Florida or
Australia or Latin America.
The more we can create that
interlinked committee activity, the
more successful we will be.
Look at the progress we have
made in a very short time. We had
a history of being defensive and
reactive. Now all we have is proactivity and opportunity.
CC—Here you have six manufacturers who are working hard to
help the industry. Our hope is to
see an increase in membership as
the benefits of all this work goes to
non-members as well. Those other
folks are benefitting, too. Should
they become members and help us
to do more faster? Absolutely. WF
WINDOW FILM
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Solutia’s New Division President,
Mike Donnelly,Talks to
WINDOW FILM Magazine
t the recent SEMA Show in
Las Vegas, WINDOW FILM publisher Deb Levy sat down
with Mike Donnelly, the new president of Solutia’s Performance Films
division, to talk about the industry
and his new position.

A

WINDOW FILM: How was the transition into your new position?
MIKE DONNELLY: It’s been pretty
intense, to be honest. This is a very
exciting and dynamic business and
there is a lot to learn. I didn’t come
from the window film business so I
have been doing this for seven
weeks now and I am still transitioning and still have a ways to go.
WINDOW FILM: Tell me a little about
your goals for Solutia.
MD: The goals in this division are
grow, grow, grow. We see this division as an opportunity. Solutia has
gone through its own transformation from bankruptcy, to out of
bankruptcy, to shedding some bad
assets. Right now it sits on a platform with three very good divisions. With an intent to grow the
company, we recently made two
acquisitions, one for window films
(Novamatrix) and the other for our
Advanced Interlayers division. We
made an acquisition in Germany of
a business called Vistasolar. We
30
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think we can grow the
Performance Films
division in double
digits over the
next five years.
We see opportunities
in
things like
energy as the
world
refocuses more on energy savings. We have
some really good
projects like the
Enerlogic architectural product that
we just introduced
that
will
take
advantage of that
market. As people
become more energy-conscience we
think that category
awareness will go up
and so we think it will
create a lot of growth
opportunities for us
and the industry in
general.
WINDOW FILM: What
direction do you think
the industry will take
over the next few years?
MD: The world is
changing and getting back to an

“I would guess
that most
people think
of window
film as a lowtech cheap pair
of sunglasses
that you put on
your car or home
to keep out the
UV light.Yet, the
amount of
technology that
goes into these
products is
much more
than I could
have imagined.”
—Mike Donnelly
energy focus. That is
going to be big for
us. You will see more
and more energyrelated
products
coming out. Weightreduction
films—
those that have the
capability to reduce
www.windowfilmmag.com
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Mike Donnelly Résumé
Title: President and general manager of Solutia’s Performance Films
division.
Education: Bachelor’s degree in
Chemical Engineering from the
University of Maryland and an MBA
from the University of Chicago.
Last Job: President and general
manager of Solutia’s Technical
Specialties division.
History with Solutia: Joined
Solutia as part of the Flexsys leadership team in connection with
Solutia’s 2007 acquisition of Flexsys.
Experience: Nearly 40 years of
manufacturing, business and leadership. Worked for Akzo Nobel for
eight years and Stauffer Chemical
Company for 15 years.

weight—will be big. So if you look
at our Enerlogic product, for example, you apply it to a single pane of
glass and get double-pane benefits,
which obviously has energy savings as well as weight-saving benefits. We are going toward higher
technology products. Historically
[the industry’s focus] has been
more around tinting products. Now
there is a lot more technology
going into products and the winners are going to be the ones
investing in and developing higher
technology products.
WINDOW FILM: What do you think
the biggest challenges are facing
the industry?
MD: Category awareness. This is
an industry that is under-penetrated in terms of the amount of
film that is on glass. That is the
bad news and the good news is
that it is under-penetrated and
provides us with a lot of opportunity. We are focused on getting
that category awareness out there
and capitalizing on the green
movement.
JANUARY-FEBRUARY 2011

Solutia’s new division president, Mike Donnelly, sat down to talk to WINDOW FILM
magazine at the recent SEMA Show in Las Vegas.

WINDOW FILM: Is there a need for a
specific product in the industry?
MD: I’ll go back to our Enerlogic
product because we think it’s a
game-changing technology. Think
about the number of windows in the
world that are single pane or inefficient. Simply by applying this film
you get a steep change with a little
money. It’s in its infancy, but we’ve
seen very good growth in the first
year. We are introducing a second
version of that product at the end of
this year [2010] or beginning of next
year which we think will continue to
make that product grow.

W INDOW F ILM : What has your
experience taught you about the
product?
MD: It’s a highly technical product.
I would guess that most people
think of window film as a low-tech
cheap pair of sunglasses that you
put on your car or home to keep
out the UV light. Yet, the amount of
technology that goes into these
products is much more than I
could have imagined. It’s high technology and will continue to evolve
to higher levels of sophistication. It
continued on page 32
WINDOW FILM
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continued from page 31

Getting to know Solutia’s dealers and distributors is high on Donnelly’s to-do list.

gives us a competitive advantage
because a lot of film companies are
smaller than Solutia. We have a lot
of resources and are committed to
growing the product line.
WINDOW FILM: I had the privilege of
interviewing both Kent Davies and
Ray Kollar in the not-too-distant
past. This does speak to the fact
that there have been a fair number
of changes in management at
Solutia Performance Films in a
short amount of time. Have you
thought about how to handle walking into a situation that’s undergone that amount of change?
MD: I haven’t thought about it in
the context that you are talking
about it. To give you a little background about my career—I’ve done
a lot of start-ups around the world,
building organizations, getting
them up and running. I’ve been in
32
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“I have been involved
in a lot of start-ups
and that has been by
choice. I like being in
places where there is
activity and change
and challenge.”
—Mike Donnelly
situations where turnarounds were
needed. I built a business in the
rubber chemicals side that is really
a model business for that industry.
The issue here is getting the
growth expectations that we want
out of this business. Those expectations are very high. My goal is to
get us to move faster than we
thought we were going to and get
us there sooner and better [than
the competition].

WINDOW FILM: It does seem that
Solutia has a great amount of faith
in these products line, but as you
were saying, they haven’t felt like
the results have been there as
soon as they wanted. Would that
be accurate?
MD: I wouldn’t quite say it like that.
I think Solutia has looked at where
we need to go from here. The focus
that’s been put on this business in
the last 18 months has been very
good and was a step in the right
direction.
WINDOW FILM: I know some of your
larger competitors have really
made major shifts in how they go
to market. For example, some
have eliminated their automotive
films. Others have gone out with a
strong environmental message. Is
Solutia considering a move like
that?
www.windowfilmmag.com
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MD: We have a very good portfolio
of products and that’s important
for our dealers and distributors
and the marketplace. With the
Novomatrix acquisition we have
really rounded out our portfolio in
terms of super premium productsthat was their niche. We have
acquired some people who are
very good at marketing and branding. It’s creating opportunities for
us to take their model from the
East to the West. It has created a
really strong presence in the East
for us, which everyone knows
today that is the place to be. So we
look to not give up any of our
broad portfolio. We are looking at
both architectural and auto as
growth platforms, particularly
architectural. There is so much
talk about the green buildings and
we see that as a wave that should
continue.
WINDOW FILM: I know that at least
one of your predecessors was criticized for being a great strategist
but maybe not having the rapport
with the dealer network that
would have brought some different results. I would expect that
communication with the dealer
network is very important to you.
What kinds of things are you
going to do to make the dealers
feel good about the management
change?
MD: It always starts with communication and just getting out there,
meeting the dealers and distributors. The first objective is to listen
and understand what their needs
are and then figure out how together we can do better in business.
The other part of it is that, in terms
of fulfilling their needs, you can
have a great strategy, but if you
don’t have the execution then you
don’t get there. This is a business
that has a strong customer and
JANUARY-FEBRUARY 2011

The integration of Solutia’s different brands was on display at the SEMA show.

service focus. We have to be number one there. We feel we are now,
but the world doesn’t stand still.
We need to up our level of customer and technical support—getting the product there on time,
when they want it, filling the orders
accurately the first time. If you are
running a business properly you
can’t just be an expert in strategy
or manufacturing you have to have
the whole package.

have fun and be a team and enjoy
our successes. To be successful
you have to be driven and get
everyone moving in the same
direction. The Giants didn’t win the
World Series by not practicing a lot
and working hard and we should
do the same.

WINDOW FILM: You strike me as
someone who puts a lot of pressure on yourself. Am I getting that
right?

MD: That will be defined by the
market. The customers will define
that for us. If they are happy with
us then that will be a sign of success. I can sit here and give you
growth numbers and—obviously
we will have objectives there—
but at the end of the day it’s about
how the market is receiving you
and your organization and its
WF
products.

MD: I’m driven. I have been
involved in a lot of start-ups and
that has been by choice. I like
being in places where there is
activity and change and challenge.
At the same time, I would like us to

WINDOW FILM: How are you personally going to define success in this
position?

WINDOW FILM
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Wrap it Up!
Professionals Share Advice on Vehicle Wraps
by Katie Hodge

Part Two in a Two-Part Series
n any business or industry there
are certain decisions that can
make or break you. Researching
trends, talking to experts and receiving adequate training make a huge
decision significantly less risky.
The window film industry is no
different. Shops are looking for
ways to grow and expand and
adding vehicle wrapping to a shop’s
available services could bring in
substantial income—as long as the
addition is made carefully.

I

Shopping List
Knowing what equipment to add
to a shop can be overwhelming for
a new wrapper. Researching
options and listening to the advice
and expertise of a wrap veteran
can prove valuable.
“I contribute my knowledge to
looking online, reading trade magazines, following the industry, looking
to see what material is new,” says
Arthur Meeker, managing member
of Xtreme Grafx in Albany, Ore.
The basic equipment needed to
both design and install wraps
include a laminator and a printer.
Without these two vital pieces of
equipment a wrap shop will be
dependent on another company to
print their product for them. In
addition to these, a wrapper would
also need access to a fairly powerful computer and software.
“The images we make are really
big at full scale and the file is big. If
your computer isn’t pretty stout
34
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you will be looking at the hour
glass forever,” advises Dave
Dorsey, the owner of Aurora
Graphics in Wichita, Kan. “You will
also need design software. Even if
you are using art from a company
like ours you will need design software to put it all together.”
New wrappers should educate
themselves on the many software
programs available.
“There are two basic types of
software,” explains Dorsey. “The
first is a bitmap editing software
like Photoshop. The other is a vector-type software like Adobe
Illustrator or Corel Draw.”
Shopping carefully and doing
research can pay off for a new company. Unwelcome surprises, such
as yearly updates, can become
costly. Experts say these are not
always disclosed when purchasing the software.
“For $1,100 you
can get the best
software that

money can buy. Updates for Corel
are $40 a year and updates to
Photoshop are $199 a year,” says
Dorsey. “They are cheaper to buy,
cheaper to upgrade and they are
ten times more powerful. If I catch
a new guy getting in, that is what I
tell him. The design software is the
make-or-break of your efforts. At
the end of the day people are going
to judge your work by what it looks
like and how well you installed it.”

The Price is Right
Learning the skills and obtaining
the materials will get a new wrapper headed in the right direction,
but learning to price wrap jobs
appropriately can be a challenge.
Matt Richart, co-owner of Digital
EFX in Louisville, Ky., and his coowner Dallas Fowler developed custom pricing that will price a
job depending

Vehicle wraps, like this one from
Digital EFX, have become a powerful
advertising tool for local companies.
www.windowfilmmag.com

Zoom Fit
© 2011 WINDOW FILM Magazine. All rights reserved. No reproduction of any type without expressed written permission.

Contents

Search

+

–

I<

Archives

E-Mail

<

>

>I

Subscribe

The Bentley started off silver
before Digital EFX wrapped
it in matte black.

upon the
difficulty of
the install, as well
as the amount of materials used.
“A lot of people will charge flat
rate fees for everything,” says
Richart. “It takes longer to wrap a
volkswagen Beetle, where there
are no flat sides, than it does a
box truck.”
Richart’s company has flat rate
fees for materials, but their install
price varies depending on how
challenging of a wrap install it is.
“On the install side of it we would
charge about [twice the amount]
per square foot to install on a volkswagen Beetle,” says Richart. “Let’s
say it’s a cleaning company and we
wrapped their Beetle…and they
came back with a box truck later we
would charge them the same for
materials, but must less for the cost
of the install. The install price is
almost half because it’s not as difficult to wrap a flat box truck.”
“There are three things you can
get: price, quality and service,”
adds Dorsey. “You can usually get
any two of those three. You can
have great quality and great service, but it’s not going to be cheap.”
Pricing can differ depending on
location and competition and there
are shops who offer flat rate fees for
entire jobs.

Selling the Product
Once the equipment, training
and pricing system is set in place
then it’s the wrapper or owner’s
job to go sell wraps. Using wraps as
an advertising outlet for companies has become 90-percent of
Richart’s work in Louisville.
“Every year more companies see
JANUARY-FEBRUARY 2011

Must Have’s
the value of
vehicle wrap and they are cutting
out a lot of their yellow page ads,
billboards, and television ads for
vehicle wraps. I’m not saying that
vehicle wrapping is as effective as
a billboard or radio or TV advertisement, but the money that they
spend on a vehicle wrap is more
cost effective than any other type
of advertising,” says Richart. “In
Louisville, in our main newspaper
on a Sunday morning an ad for one
day would cost us $4,200. You
could wrap an SUV, a large one, or
a van or a box truck for that price
and drive it for five years.”

Explanation Warranted
Explaining to a potential customer the power of a permanent
means of advertising during tough
economic times can be powerful.
“Vehicle wrapping is the only form
of advertising that you have something tangible in the end. When a
customer or client wraps their vehicle they either eventually remove
the wrap and rewrap it with a new
message or they remove the wrap
and sell their vehicle. So they end up
with something tangible either way,”
explains Richart. “With wraps you
are basically taking a billboard and
wrapping it around your car and
driving it to people.”
The opportunity for vehicle
wrap companies is there and as
long as the job is done well a new
business has the conditions to
develop.
“I think it’s still on a growth
curve because a lot of municipali-

✔
✔
✔
✔
✔
✔
✔

✔
✔
✔

✔
✔

Training, training, training
54-60-inch printer (solvent ink)
Cold laminator (60-inch)
Production tables
Vinyl plotter (24, 36 or 54-inch
wide)
Strong computer
Software
✔ Vector software
✔ Photoshop
✔ Vehicle template software
Digital camera
Vinyl
Isopropyl alcohol, shop rags,
blue tape, knives, rulers, tape
measures, magnets, heat
guns/blow torches/hair dryers,
tool box
Pricing System
Mentor (technical tips, advice,
material/equipment
recommendations)

ties have cracked down and limited
small business from being able to
put signs up and stuff so the best
way to market is a vehicle wrap,”
says Meeker. “You pay for it one
time and it will work for you 24/7.
You can’t go down to your local
shopping center and put your sign
out in front of the building and
walk away but you can park you
car and everyone will see it coming
and going.”
After hours of training, purchasing of new equipment and loads of
practice all that is left is to jump into
wrapping and start completing jobs.
However, remember that there are
people out there to help if wrapping
begins to feel overwhelming. Pick
someone in the industry and use
them as a mentor. Call them with
technical questions or for advice on
WF
materials and equipment.
WINDOW FILM
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INDUSTRY EVENTS

January 10-23, 2011
North American
International Auto Show
Organized by the North American
International Auto Show
Cobo Center
Detroit, Mich.
Contact: NAIAS at www.naias.com

September 15-16, 2011
International Window Film
Tint-Off and Conference™
Sponsored by WINDOW FILM magazine
Memphis Cook Convention Center
Memphis,Tenn.
Contact:
www.windowfilmmag.com/tintoff

April 22-May 1, 2011
New York International Auto Show
Organized by the Greater New York
Automobile Dealers Association
Jacob Javits Center
New York, NY
Contact: www.autoshowny.com

October 19-21, 2011
SGIA Expo 2011
Organized by the Specialty Graphics
Imaging Association
Ernest N. Morial Convention Center
New Orleans, LA
Contact: www.sgia.org

Have an addition for the calendar?
E-mail khodge@glass.com
with suggestions.

IT’S TIME TO TINT-OFF

Join us September 15-16, 2011 in Memphis,Tennessee
to see the best automotive tinters compete
for the title of “World’s Best Tinter.”
Stay tuned to www.windowfilmmag.com
for more details as the event approaches!

W I N D OW F I L M S u b s c r i p t i o n Fo r m - I t ’s F R E E !
I want to start/continue my FREE SUBSCRIPTION to WINDOW FILM: Ì YES Ì NO
Print your name: _____________________ Signature: ______________________ Date:______
Company: _____________________________________ Title: _________________________
Address: _____________________________ City: ____________ State: ______ Zip: _______
Phone: ________________ Fax: _______________ Email: _____________________________
Please answer the following questions:
PRIMARY WINDOW FILM BUSINESS:
(check one only)

A
B
C
D
Z

Ì
Ì
Ì
Ì
Ì

Dealer
Distributor
Manufacturer
Attachment/Component Manufacturer
Other (please specify)
_______________________________
JOB TITLE: (check one only)
A Ì President, Owner or other Corporate executive
B Ì Manager
C Ì Film Applicator/Installer
Z Ì Other (please specify)
_________________________________
TYPE OF WINDOW FILM YOU BUY OR SELL:
(Check ALL that apply)

A
B
C
D
E
Z
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Ì
Ì
Ì
Ì
Ì
Ì

Architectural
Auto
Decorative
Paint Protection
Security
Other (please specify)
_______________________________

WINDOW FILM

Ì Check here to also subscribe
to the free WINDOW FILM bi-weekly
e-mail newsletter.

Send Us This Form!
Fax it to 630/482-3051
OR

Subscribe online at

www.glass.com/subcenter.php
Subscriptions are free to all qualified recipients. Digital edition is free world wide. Addresses
outside the U.S. please add $45 per year for postage fees. By subscribing and signing this form,
I also agree to allow publisher to contact me via fax, e-mail and/or telephone in the future.
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More Profits
With Quality
BUY 3
&
GET 1
FREE
(Expires 3-15-11)

Now here in

USA!

• COMPETITIVE
• VAST CHOICE OF TINTS
• FACTORY BACKED WARRANTY

Free Delivery by UPS
Leading “Dyed Film” Manufacturer since 1982,
brings to you Window Films that:
➤
➤
➤

“No fade to purple” warranty
Great factory color match
Exclusive SuperShrink™ and
AntiStatic™ technology for
faster, easier, cleaner installations

utor/
Distribributor’s
st
Sub Diquiries
in ited
solic

ASK FOR FREE SAMPLE ROLL

WORLD WIDE SUN CONTROL
45945 Trefoil LN, Unit 142 Sterling VA 20166
Telephone : 703-956-9731 • Toll Free: 1-800-786-9990 • Fax : 703-665-1021
Email: info@worldwidesuncontrol.com • www.suncontrolusa.com
www.suncontrolusa.com
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A DIRECTORY OF INDUSTRY SUPPLIERS

DISTRIBUTORS

Residential Film

Architectural Film

Johnson Window Films Inc.
20655 Annalee Ave.
Carson, CA 90746
310/631-6672; 800/448-8468
fax: 310/631-6628
info@johnsonwindowfilms.com
www.johnsonwindowfilms.com

Bekaert Specialty Films LLC
4540 Viewridge Ave.
San Diego, CA 92123
877/273-4364; fax: 858/571-3605
www.bekaertfilms.com
SAGR Products Int'l
1785 Biglerville Road
Gettysburg, PA 17325
800/223-4385; fax: 717/334-6483
sales@sagrproducts.com
Solar Control Films Inc.
1499 N Post Oak Rd; 214
Houston, TX 77055
877/989-3456; fax: 713/681-3040
info@solarcontrolfilmsinc.com
www.SolarControlFilmsInc.com

Sun-Gard Window Films
2630 Fairfield Avenue S.
St. Petersburg, FL 33712
888/887-2022
www.sun-gard.com
Automotive Film
Huper Optik International Pte Ltd
12, Jalan Kilang Barat, #04-03
Singapore 159354
(65) 6276-4555; fax: (65) 6276-9917
www.huperoptik.com
SAGR Products Int'l
1785 Biglerville Road
Gettysburg, PA 17325
800/223-4385; fax: 717/334-6483
sales@sagrproducts.com

Solar Control Films Inc.
877/989-3456
info@solarcontrolfilmsinc.com
www.SolarControlFilmsInc.com
Starco Distributing
1441 N. Cayamaca St.
El Cajon, CA 92020
619/937-0367; 888/359-3456
fax: 619/937-0369
Sun-Gard Window Films
2630 Fairfield Avenue S.
St. Petersburg, FL 33712
888/887-2022
www.sun-gard.com

38
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Midwest Solar Control Films
1220 N Price Rd; #B
St. Louis, MO 63132
866/973-3456
www.midwestsolarcontrol.com

Solamatrix, Inc.
2630 Fairfield Avenue S.
St. Petersburg, FL 33712
888/887-2015
sales@solamatrix.com
www.solamatrix.com
SunTek™/Commonwealth
Laminating & Coating, Inc.
P.O. Box 4668
345 Beaver Creek Drive
Martinsville, VA 24112
276/632-4991; fax: 276/632-0173
www.suntekfilms.com
Automotive Film

Security Film
HanitaTEK Window Films
800/660-5559
info@hanitatek.com
www.hanitatek.com

3M Renewable Energy Division
3M Center, Bldg. 235-2S-27
St. Paul, MN 55144
800/480-1704; fax: 651/636-0611
www.3m.com/windowfilm

Sun-Gard Window Films
2630 Fairfield Avenue S.
St. Petersburg, FL 33712
888/887-2022
www.sun-gard.com

Erickson Intl./American
Standard Window Film
3135 Marco St.
Las Vegas, NV 89115
800/835-9676; fax: 702/643-0509

FILM INSTALLATION SERVICES

Hanita Coatings
Kibbutz Hanita, 22885, Israel
+972-4-985-9919
fax: +972-4-985-9920
solar@hanitacoatings.com
www.hanitacoatings.com

U.S. Film Crew
P.O. Box 17235
Pittsburgh, PA 15235
877/946-3693; fax: 412/798-0900
glenn@usfilmcrew.com
www.usfilmcrew.com

MANUFACTURERS
Architectural Film
3M Renewable Energy Division
3M Center, Bldg. 235-2S-27
St. Paul, MN 55144
800/480-1704; fax: 651/636-0611
www.3m.com/windowfilm

Solamatrix, Inc.
2630 Fairfield Avenue S.
St. Petersburg, FL 33712
888/887-2015
sales@solamatrix.com
www.solamatrix.com
Decorative Film

Bekaert Specialty Films LLC
4540 Viewridge Avenue
San Diego, CA 92123
877/273-4364; fax: 858/571-3605
www.bekaertfilms.com
CPFilms Inc.
P.O. Box 5068,
Martinsville, VA 24115
276/627-3000; 800/255-8627
fax: 276/627-3032
llumar@cpfilms.com
www.llumar.com
Hanita Coatings
Kibbutz Hanita, 22885, Israel
+972-4-985-9919
fax: +972-4-985-9920
solar@hanitacoatings.com
www.hanitacoatings.com

3M Renewable Energy Division
3M Center, Bldg. 235-2S-27
St. Paul, MN 55144
800/480-1704; fax: 651/636-0611
www.3m.com/windowfilm

Artscape Inc.
3487 N.W. Yeon Ave.
Portland, OR 97219
888/503-0354; fax: 503/419-2226
jwmatt@artscape-inc.com
www.energy-film.com
Madico Inc.
64 Industrial Pkwy.
Woburn, MA 01801
781/935-7850; 800/225-1926
fax: 781/935-6841
www.madico.com

www.windowfilmmag.com
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Solamatrix, Inc.
2630 Fairfield Avenue S.
St. Petersburg, FL 33712
888/887-2015
sales@solamatrix.com
www.solamatrix.com

Film Shades
Midwest Marketing
2000 E. War Memorial
Peoria, IL 61614
800/638-4332; fax: 309/688-8894
jim@midwestmarketinginc.com

SECURITY PRODUCTS
Solar Screen Co. Inc.
53-11 105th Street
Corona, NY 11368
718/592-8222; fax: 718/271-0891

Attachment Systems
FilmFastener LLC featuring BondKap™
8206 Copeland Rd.
Odessa, FL 33556
813/926-8721; fax: 813/920-8662
www.FilmFastener.com

Security Film
3M Renewable Energy Division
3M Center, Bldg. 235-2S-27
St. Paul, MN 55144
800/480-1704; fax: 651/636-0611
www.3m.com/windowfilm

TOOLS AND SUPPLIES
GlasWeld Systems Inc.
20578 Empire Boulevard
Bend, OR 97701
541/388-1156; fax: 541/388-1157
www.glasweld.com

Hanita Coatings
Kibbutz Hanita, 22885, Israel
+972-4-985-9919
fax: +972-4-985-9920
safety@hanitacoatings.com
www.hanitacoatings.com

Solar Gard Filmhandler Tools
4540 Viewridge Ave.
San Diego, CA 92123
800/336-3971; 858/614-1445
fax: 858/514-4231
customer.service@filmhandler.com
www.filmhandler.com

WEBSITES TO VISIT
Solamatrix, Inc.
888/887-2015
www.solamatrix.com

Performance Tools Distributing
7640 Commerce Place
Plain City, OH 43064
866/448-6657 or 614/873-4800
Fax: 614/873-4899
daustin@44tools.com
www.44tools.com

Training School
Windowtinting.com
800/580-7953

WF

ADVERTISING INDEX
Page
20-21

Company

Phone

Fax

Web Address

Aegis Films

800/438-8468

678/333-0892

www.aegisfilms.com

Bekaert Specialty Films LLC

727/437-1035

858/571-3605

www.panoramafilm.com

Commonwealth Laminating & Coating, Inc.

888/321-5111

276/632-0173

www.suntekfilms.com

7

Global Window Films

866/664-5622

813/814-2080

www.globalwindowfilms.com

42

Hanita TEK Window Films

800/660-5559

262/754-3776

www.hanitatek.com

C2

Johnson Window Films

800/448-8468

310/631-6672

www.johnsonwindowfilms.com

19

Key Communications, Inc.

540/720-5584

540/720-5687

www.usglassmag.com/gene

41

Key Communications, Inc.

540/720-5584

540/720-5687

www.windowfilmmag.com/tintoff

11

Madico Window Film

800/225-1926

888/553-8468

www.madico.com

8-9

Nexfil USA

310/516-8986

310/538-1137

www.nexfilusa.com

1

Performance Tools

866/448-6657

614/873-4899

www.44tools.com

18

Scorpion Window Film

800/483-9087

765/653-7175

www.scorpionwindowfilm.com

13

Solamatrix, Inc.

888/887-2022

727/327-7132

www.sun-gard.com

3

U.S. Film Crew

877/946-3693

412/798-0900

www.usfilmcrew.com

Wintech America Inc.

888/983-3356

562/215-4472

www.wintechusa.com

World Wide Sun Control

800/786-9990

703/665-1021

www.suncontrolusa.com

4-5
24-25

14-15
37
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INSTALLER PROFILES

Tinter Shines by Going
Above and Beyond
avid Zuck never really
goes home from work. He
may
leave
the
All
American Window Tint building
in Hermitage, Tenn., at the end of
the day, but he is always thinking
about window tinting and promoting the company he works
for. In the four years that Zuck
has been a manager there he has
done much more than just tinting cars.
Zuck has become an amateur
guerilla marketer. Outside of tinting and his work hours you can
find Zuck handing out business
cards, sporting his company shirt
on days off, making notes about
large unprotected houses he sees
and training or mentoring new tinters who have joined the shop.
Owner Lisa King has watched
Zuck help build the business.
“He is professional, dedicated
and always willing to share his
skill and knowledge,” says King.
“He is never shy of a challenge and
has impressed numerous customers with his inventive ways of
conquering a difficult job. He has
no fear of a hard job and works
tirelessly.”
Zuck started tinting in 1988 when
he was trying to figure out how to
afford a tint job for his own car.
“I was not going to pay $250 to
have my back window tinted so I
bought some film and started from
there. Eventually my friends wanted me to do their cars.”
Zuck originally owned and started All American Window Tinting a
decade ago and eventually sold it
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David Zuck has become a tireless guerilla marketer for his tint company. He
always tries to promote the business, even during his free-time.
to his good friend King and rejoined later on as a manager.
Because of his affiliation with the
company, Zuck works extra hard to
promote the company.
“In a way it’s always been my
name out there and my reputation.
Even though I don’t own it anymore I still feel like I am representing the company,” says Zuck. “If I
couldn’t be happy with a job then I
wouldn’t ask my customers to pay
for it. We tell trainees that if you
have a question whether or not
something is acceptable then it’s
not acceptable.”
Zuck has left his mark outside
the bay as well. Zuck has worked
tirelessly to improve business and
mentor new tinters.
“Don’t be afraid to ask ques-

Do you know someone who is a star among window film tinters? Then we
want to hear from you with your nominations for “Film Stars.” E-mail your nominations to Katie Hodge at khodge@glass.com.
40
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tions,” Zuck advises them. “Don’t
pretend you know something if
you don’t. Never take shortcuts.
Quality is what is going to keep
you in business and what is going
to keep your business coming
back.”
In the future, Zuck hopes he can
help the business continue to grow.
“Ten years from now I would
imagine us having two to three
locations. I’d like to see us grow
in size and never let up on quality.
Quality is definitely number one.”
When Zuck does take time off
from tinting and promoting you
can likely find him riding his
Yamaha motorcycle through back
roads and enjoying the scenery.
Do you know someone whose
efforts stand out above the rest?
Then we want to hear from you with
your nominations for “Film Stars.”
E-mail your nominations to Katie
Hodge at khodge@glass.com. WF
www.windowfilmmag.com
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CALLING ALL TINTERS!

Do you have what it takes?

WINDOW FILM magazine is looking
for the best of the best window film
installers to compete in the 2011
International Window FilmTintOff™.The International Window Film
Tint-Off and Conference™ is being
held September 15-16, 2011 in
Memphis,Tenn. at the Memphis Cook
Convention Center. It will be
co-located with Auto Glass Week™.

Think you stand a chance competing
against the best? Register online today
at www.windowfilmmag.com/tintoff.
(Spaces are limited and will fill up fast.)
Registration to attend the Tint-Off and
educational seminars will open soon.
Visit www.windowfilmmag.com/tintoff
for the most up-to-date information.

For more information, visit windowfilmmag.com or call 540/720-5584.

See you in Memphis this September!

Zoom Fit
© 2011 WINDOW FILM Magazine. All rights reserved. No reproduction of any type without expressed written permission.

Contents

Search

+

–

Archives

I<
E-Mail

<

>

Subscribe

Finally—A Tint Tool that
Trims Wasted Time
Your time and materials are valuable—maximize both with InfoZone™, Hanita Coatings’ new
iPhone App. InfoZone calculates how much film you need in each width for your entire job,
trimming time and increasing accuracy from the old paper and calculator method. You can
even email the results to your shop to get a start on the project. Plus the glass breakage
warranty info is right on your iPhone or iPod touch.
Trim your budget and your time spent. Get InfoZone. It’s Free.
Learn more at www.hanitatek.com/app.
And our film is pretty great too.

800.660.5559

www.hanitatek.com
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