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No Way!
Johnson Window Films has a flat glass line?
Yes, and compared to other companies, they offer
the same quality, per formance and warranty...
but at a price that will suprise you!
I’m just a kid, so I don’t know what that means,
but my parents like it so it must be awesome!
Partner up with Johnson Window Films today and
feel the joy of making your customers happy while
improving your earnings.

• Competitive pricing
• Full line of NFRC certified films
• Quality you can rely on

Get in on the excitement and profits.
Become a Johnson Window Films
dealer today.

800 • 448 • TINT
310 • 631• 6672
www.johnsonwindowfilms.com/dealer

Like us on
Facebook.com/jwfusa

AUTOMOTIVE • RESIDENTIAL • COMMERCIAL • PROTECTIVE
Made in the USA

Recommended
as an effective
UV protectant.
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“If you can get in with a
builder and he trusts you,
then he may begin to
refer you.”
See page 32
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You can make more money per job with 3M™ Window Film. Let’s face it,
no one likes to work harder than they have to. So why fool around with anything
but 3M Window Film? You can improve your bottom line with 3M’s higher quality
films. And our comprehensive training, world class support, warranties backed
by a company you trust, and high brand awareness all help lighten your workload
as well.
So become an authorized 3M Window Film dealer today. Find out more at
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I

Four Letter (WORD)s

t’s been a busy season. In my first six
months as the editor of this publication, I have put out three magazines,
more than 100 newsletters, managed
two websites, four social media
accounts, been to one window film
manufacturing plant (with more
to come, I hope!) and attended
four trade shows. Two of those
trade shows stood high above
the rest for our industry: the
International Window Film
Conference and Tint-Off (WFCT)
and the Specialty Equipment Market
Association (SEMA) Show. Though
technically acronyms, these are the
“four letter words” I’m talking about—
the ones, at times, we may dread to say
but are necessary to survival.
As someone responsible for knowledge and reporting of the ins and outs
of the industry, these shows can be
extremely demanding, exhausting
and grueling.
But somehow in the midst of the
craziness, I’ve been able to see how
completely vital they are to the industry as a whole and to me as an editor of
a trade publication. Where else will
you find a gathering of the top window
film manufacturers and installers in the
world all in one (very large) room?
These shows push us all to be better. From the Tint-Offs, which call
every tinter from around the world to
a higher level to the trade shows—
packed with the latest film technolo-

WFCT 2015
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gy as exhibitors try to one-up the
other film manufacturers.
While fall, and therefore trade show
season, is over, I’m already looking forward to this year (by the way, did you
hear? WFCT is going to be in Reno,
Nev., September 30 to October
2. See you there!). Between now
and then, though, my goal is
really to focus on the content of
this magazine and the website
and truly make it yours.
We’ve already begun that
process by adding a new department to
the magazine (Chronicles of a Tint Shop
Startup, see page 16) and have broadened our reach on Facebook by nearly
500 followers. Our web activity is busier
than ever as you’re not only spending
more time on our website (more than
2.5 times as much), but also navigating
through the site more, reflecting the
passion I have come to see at these
events in your online habits. For example, in October alone, our web traffic is
up 160 percent year-over-year, much of
which is due to an incredible WFCT and
anticipation for SEMA.
Thanks to your feedback, I have
more big ideas in the works that will
be unfolding in the months to
come—everything from content to
design—and I want you to feel free
to let me know what you’d also like
to see covered by emailing me at
cflores@glass.com. Have a happy,
WF
healthy 2015!

Reno, Nevada
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by Manny Hondroulis

S

[Material] Design Your Website

o much goes into the design,
function and content of a website with the goal of giving the
end-user the best online experience
possible. In previous columns, I
have suggested the use of a
WordPress theme for a website
redesign. I often wonder how
designers create those dynamic
themes that can be viewed without
fail on a variety of devices and platforms. Perhaps they draw inspiration from the internet giant, Google.
The search giant’s Material
Design is a visual language that
“synthesizes the classic principles
of good design with the innovation
and possibility of technology and
science.” What does that quote
from Google’s website mean? It’s a
website specification that gives
users a universal experience
across platforms (Windows, iOS,
OS X, Android) and devices (desktops, laptops, tablets, smartphones) regardless of how the user
inputs (touch, voice, mouse, and
keyboard). If Google has significant
influence on which websites get
noticed, why shouldn’t it have an
effect on a website’s appearance
and functionality? I asked my company’s marketing associate, Mike
Nicklas, to weigh in.
“If you are pondering a website
redesign, you and your designer
should give the Material Design
specification a read,” he says. “If you
want to appear cutting-edge, there
is no better way than to follow the
trends that major tech companies
are creating and pushing through
their to their massive audience.”
From colors to fonts, structure to
content and right down to the for-
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“If you want to appear
cutting-edge, there is
no better way than to
follow the trends that
major tech companies
are creating …”
—Mike Nicklas

matting of the day’s date, Material
Design specifies many general and
detailed elements of a website. It
helps communicate the online content to users in an intuitive manner.

Google’s Material Design principles
makes user interactivity fluid and
logical—using infographics and
landmarks to identify a flight and
its destination.

>I

For example, when viewing your
flight itinerary from New York’s
JFK to San Francisco’s SFO, why
not show a picture of The Golden
Gate Bridge?
When Google speaks, people listen. And why shouldn’t they? After
all, we owe a lot to the company—
most of us use it every day of our
lives. Year after year, Google
remains a trusted brand in the
eyes of consumers.
How are positive experiences
determined? And to what user
base? Smart companies assume
everyone is a potential user, regardless of capability or knowledge.
They even challenge themselves to
think about how easy their website
is to navigate and understand for
people with disabilities. How well
does the website work without
sound? How well does it work for
those whose sight is limited?
The company provides a blueprint for what is considered a userfriendly website. What’s the impact
of this blueprint? “It’s important to
be aware of the Material Design
spec because it could pave the way
for modern website and application
design moving forward,” Nicklas
concludes.
The next time you redesign your
website, be sure to check that it
contains most, if not all, of
Google’s Material Design specifications. It might just mean the difference between having a modern
and effective website or not.
I hope you all have a happy and
WF
healthy New Year!
Manny Hondroulis is the vice president of
Energy Products Distribution in Baltimore.
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by Mike Feldman

T

A New Kind of Identity Theft

he window film business just
keeps on giving and every
dealer has a story to tell.
Unfortunately, not enough people
are listening and hardly anyone asks.
I guess we’re all too busy trying
to grab new business or figure out
how to keep everyone happy.
I’ve had a few interesting stories
lately … such as the folks at the
nudist colony looking for privacy
film and the time my prospective
client opened the door for his free
estimate while wearing a dress.
These situations never happened
during the years I toiled for a large
corporation although truth be told,
I had my share of stories worth
telling while there as well.
This sense of adventure and the
joy of tinting is reinforced every
day—there’s simply no way of
telling what’s going to happen next.
I knew a dealer who had built a
solid business over the course of
more than a decade. He decided
that stressing the family-owned
part of his marketing message
would be a winning strategy.
He wrote a synopsis of his background, including his early life in
Boston, his love for hockey and the
icing on the cake was including a
photograph of his loving family.
When a potential client was undecided or expressed the need to
research competition, he’d leave
the quote along with his familyfocused letter and that picture of his
wife and “cute as buttons” kids. This
was particularly effective if the person came from the Boston area—
talk of the Sox and Celtics can make
any Bostonian write a check!
This practice continued until
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Adding a family
photo can
sometimes help you
get the sale.

one day when he gave an estimate
to an owner of a large home on the
coast. It would be a big job, with
floor-to-ceiling glass and about two
dozen sliders—there was glass
everywhere—and he was a Red
Sox fan to boot!
Packing up his samples and feeling pretty good about the call, he
asked the client if he was ready to
proceed.
His client said he’d had some
estimates already and had just one
more scheduled later that day, but
that he’d make a decision shortly.
Grabbing his folder, which contained quote and résumé, he handed it to his prospect proudly.
His client opened the folder, gazed
at the information he’d provided,
and stopped dead in is tracks.
“Wait a second!” he shouted.
“This is the exact same résumé
that was with one of the quotes I
got yesterday! Their company’s

>I

owner was born in Boston, went to
the same schools and professed
his exact same love for Bruin’s
hockey and his family!”
Not only that, but his competitor
had left a copy of his “family
photo”—only it wasn’t the competitor’s wife and kids—it was his own!
The competition had stolen his
life … literally.
Not to worry, though, our intrepid dealer earned the deal once he
proved that his family was indeed
his family and that his life was
indeed his life.
Now, dear reader, you may think
I made this story up … but I didn’t.
It’s said that imitation is the sincerest form of flattery, but sometimes enough is enough!
Window film—the gift that keeps
WF
on giving.
Mike Feldman is the president of Advanced
Film Solutions in New Port Richey, Fla.
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by Donna Wells

I

Media, Motivation and Millennials

t’s that time again! A new year
brings new hope of prosperity to
our lives and businesses. I wish for
each of you a wonderful and thriving
2015. May this be your best year yet!
Some of you who saw me at SEMA
asked me why I spent so much time
taking continuing education classes.
Though I am flattered that some of
you think I should know everything
(ha!), I take the classes for inspiration, education and hopefully a new
fresh approach to everyday business
decisions. Like the International
Window Film Conference and TintOffTM (WFCT), SEMA offers numerous
educational sessions. In fact, there
are hundreds of classes to choose
from over the show’s five days. Yes,
five days, because even though the
actual show floor does not open until
Tuesday, classes begin on Monday.
This gives people the opportunity to
attend without distractions.
Which did I take? I took ones on
social media, how to keep your
team motivated throughout the
year and, the most important topic
(in my opinion), how to hire and
retain employees from the millennial generation.

Media Matters

Here’s one thing I learned: Social
media as a business tool is constantly changing. The “rock stars” of
social media—Facebook, LinkedIn
and Twitter—are still the top three
ways to stay in touch with business
associates, friends and family worldwide, but now there’s Pintrest,
Instagram, Tumblr, etc. You need to
decide which forms of social media
will best suit your needs. A common
mistake business owners make is
12
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not adopting social media as part of
their marketing plan. If you heard me
at WFCT then you know social media
is my favorite form of advertising.
What’s my favorite four-letter “F”
word? F-R-E-E! Social media allows
you to advertise your business for
free. Use it to build and maintain a
business following. This should lead
to referrals and overall prestige within your niche of the industry.

Keep ‘Em Going

I also took classes on how to keep
an organization motivated, which is
one of the biggest problems businesses have. Most owners and managers do not know how to keep all of
their team members (including the
office staff) moving toward a goal.
Keeping everyone working toward a
year-end goal will strengthen an
organization as a whole. My advice
on how to do this is simple: Ask
each person within your organization what three things they would
like as a year-end bonus and really
listen to and consider what they say.
Next, set monthly goals for each
individual within your organization.
This will do two things for your
team. One, it will create personal
achievement and two, it will create
team achievement. One of the goals
I recently implemented at my company was a Facebook contest. For
every 20 new friends and family who
came to our Facebook Business
page and liked the page, our staff
members received a $100.00 bonus.

>I

It was fun to see how everyone was
in competition with each other but
also ended up working as a team so
that everyone could receive the
bonus. The number of likes on our
Facebook page increased by several
hundred. The bonus? We are now
able to reach people through our
page we were not before. If just 20 of
those people refer us to new clients,
our referral program will increase,
our sales will increase and our bottom line will increase. How is that
not a win-win for our company?

Thinking Millennially

And lastly, those of us who are not
millennials need to understand how
this generation thinks, works and
understands life. Millennials have a
completely different way of looking
at life—for instance, they consider a
long-term employment contract to
consist of 18 months! They believe
that if they do not advance quickly,
they need to move on and find another job elsewhere. Some of us who are
not of this generation might consider
this job-jumping. Millennials do
not—they look at this as searching
for happiness. In general, they feel
that those of us who are older don’t
think outside the box. It’s something
to consider when hiring a millennial.
I will write a more in-depth column about each of these topics
this year. And yes, you should start
planning to attend WFCT October
30 to September 2 in Reno, Nev.,
and SEMA in 2015. What you learn
in an hour-long class could benefit
WF
your company for years.
Donna Wells is the vice president of sales
at Signature Shutters.
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by Hann Kim

Leaving a Legacy

T

here is no formal vocational
training or education available
for
window
film
installers. It is not taught at any colleges or trade schools—yet there is
a group of professionals setting
industry standards, elevating quality and defining the value of our specialized skills. Our industry is evolving constantly—with the release of
new vehicles, film technologies,
installation procedures and tools
necessary to accomplish each and
every installation. To me, it’s no
wonder there is no formal education—there’s no school fast enough
to keep up with all the changes!
Do you remember what you were
doing before you became a window
film installer? What was going on in
your life at that time? Where was
your life headed before you got
involved in this industry? And who
influenced you the most and helped
you get to where you are today?
I can only share from my personal experience how grateful I am to
those who have been influential
throughout my career. If it were not
for the knowledge they shared with
me, I could not have come to
appreciate the enormity of our window film industry. They showed
me that there is a necessary level
of commitment from which we
must not deviate. It is this commitment that will impact your life,
family and career significantly.
When I have not kept perspective
on the importance of the order of
these items, I have experienced
many pains. Not all of my experiences have been positive and some
of my expectations might have
been unrealistic. Because I’ve got-
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Kim, left, with Gary Clark, president and CEO of Vision Quest Distributing.
ten so busy in life, there are some
relationships I no longer value, but
I don’t discount the positives I
experienced with them.
I would like to take this time to
thank the people who have impacted my career and contributed to
some of my accomplishments. The
late Paul Panarisi was the first person in my life to share with me how
much he cared about the products
in our industry. Carl Kernander
imparted a passion for testing and
performance unparalleled to anyone I know and also introduced me
to the world of training overseas.
Mike Whorton taught me about the
business and how every situation
has to be a “win-win.” Bob

>I

Connelly shared his passion for
manufacturing the best films and
the importance of constant
improvement. Bobby Hahn, well,
he was the master trainer of all
master trainers. Gary Clark is a
man with composure and confidence and knowledge to back it up.
And last but not least, thank you to
WINDOW FILM magazine for the
opportunity to have a voice.
These people have shaped my
life and my career. I can only hope
that I leave a legacy behind for others as these influential men have
WF
left for me.
Hann Kim is the CEO of STM Solar
Transmission Management in Los Angeles.
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Chronicles of a Tint Shop Startup
by Casey Flores

Chapter 2 – An Unexpected Twist
Stafford, Va.
When we last left Haines, he’d
hoped to be operational by January
1. That hasn’t happened yet because
in order to spruce up his building to
standards (let alone be presentable), he’s got to get permits. For

now, he’s at a stand-still.
Besides
permits,
however,
Haines is facing a new challenge—
something many other tint shops
are all too familiar with: competition. But the competitor who’s arisen isn’t just any old somebody—

he’s an old friend Haines. This
“friend” has hired one of Haines’
past employees and opened his
shop right across the street from
Haines’ future location. We’re not
kidding. Here’s what’s happened
since last month’s issue.

November 2014
Applies for Permits

You may remember Haines chose this location
because there were no other shops around. Well,
now there are.
When we visited this new shop—Extreme Window
Tinting—the guy running it explained they opened
there for the same reason as Haines. “Have you
seen how many cars pass by here?” he said.
Because the shop needed no remodeling, (unlike
Haines’, which required construction permits) they
pulled in right in front of Haines and opened in
December. The new shop already is attracting three
to four cars a day, and they share a location with a
used car dealership, which is sure to boost business.
But Haines will not be dismayed.
“I just say let the best man win. I do the best I
can with the fairest price and hopefully customers
will come to me,” he says.

Haines’
Shop

Behind American
Automotive &
Tire Pros

December 2014 •Competitor Emerges

From Employee to Competitor

Until he can get his permits approved, Haines is
confined to working exclusively out of his
Woodbridge location, pictured here.

Expediting

Haines says he’s going to go “beat on some
doors” to get his permits. “By the first of the
year I need to get in there,” he says.
Stay tuned.

Grand Opening?

JANUARY

2015

This photo was taken from the parking lot of Extreme
Window Tinting, which opened directly across the street from
WF
where Haines’ shop will be.
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Edited by Casey Flores

t’s an odd time when representatives from window film manufacturers instantly resort to
talking about film that goes not on
a vehicle’s windows, but on its
painted body.
At the recent SEMA show, they
did just that. Granted, SEMA is the
largest automotive aftermarket
show in the world, but isn’t window film just as much of an aftermarket product as paint protection
film (PPF)? After all, there wasn’t a
single car there that didn’t have its
windows tinted.
“It’s the number one growing
product in the aftermarket industry
by numbers, because it’s new,” says
Bill Stewart, sales development
manager at Madico Window Films.
Besides being a new, shiny
opportunity, certain qualities PPF
has are what makes the product
appealing to tint shops in terms of
sales as well as the end consumer
in terms of savings.

Consumers:
They’re Aware

Some say the shift in focus to
PPF is due to greater consumer
awareness. Though the product
has only been around since the
late 1990s (a relatively short time
compared to window film which
was made available to consumers
in the 1960s), more people know
about and ask for PPF than tint,
industry experts say.
“If you poll the American car driver right now, about 10 percent of
them understand window film for
20
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Paint Protection Film installed on a 2014 Tesla model S.
the car—they’ve used it or they have
a neighbor that uses it. When you
ask them about paint protection,
they understand immediately what
that means,” says Lawrence
Constantin, director of sales and
marketing for Solar Gard, who’s been
selling PPF for 13 years.
Rick Kozlow concurs and has seen
this phenomena in his own shop.
The president of Land O’ Lakes, Fla.based A Window Solutions says it
took a while to catch on, but now the
evidence is clear: people want to protect their paint.
“Over the last five years, consumer awareness has grown and
the product itself has taken off,”
he explains.
Prior to 2009, when Kozlow
would ask customers if they wanted PPF, they wouldn’t know what

Photo: AP Media
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We Must Protect This Paint

he was talking about. “Now they
come in and ask for it,” he says.

Heating Up the Winter

PPF has taken the cold sting out
of winter for Gail Bulgin, president of Private Eyes Window
Tinting in Wyo.
“I live in a community where they
put gravel and salt on the roads all
the time,” she says. “The people
here want to protect their vehicles.
It used to be that we would struggle
to stay in business through the winter. Paint protection changed that.
We’re busy now all year.”
Bulgin says that PPF sales skyrocket as the cold months
approach—when localities prime
continued on page 24
www.windowfilmmag.com
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Order Online 24/7
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continued

the roads for snow and ice, car
dealerships are aggressively trying
to move last year’s models and
people are purchasing new vehicles for the holidays.
And though he lives in the
Sunshine State, Kozlow notices
this trend as well.
“Window film is busier at certain
times of the year but paint protection is busy year-round, especially
in the winter months,” he says.

If You’re Missin’ Out

Sales representatives from some
PPF manufacturers say tint shops
are their main customers, and to
Stewart, that makes perfect sense.
“As an installer, if you’re a window
film guy, paint protection is a great
addition while you already have the
customer’s car. You also use relatively the same tools,” he says.
Though the expansion from tinter
to PPF installer is easier than others,
it still takes time to learn the trade.
“Not every installer will be an
expert in paint protection simply
because they’re an expert in film,”

Constantin says.
It takes about six months’ time
to be able to install PPF with
absolute confidence, according to
Kozlow. Once the learning period
is over, it’s time to sell.
“There’s a few ways to sell it. We
penetrate at the dealer level and
give them an opportunity to protect their brand. Some dealers are
very receptive to it and some are
not. Those who are not, I try to sell
them on door edges, telling them
it’s a minimum investment and
something they can turn a profit
on. I approach a lot of the lease
and fleet salespeople who are
going to have their cars traded in
every couple years and wants to
be able to keep it on their lot to
resell it,” he says.
Constantin says this tactic works
because PPF isn’t a “luxury” item,
like tint, but a “preservation” item.
“Car dealers love to sell insurance packages and preservation
items—that’s how they make their
money. So from a sales perspective, a smart paint protection company will have a relationship with

Source: AddOnAuto

Top 10 Automotive Aftermarket Products

Protection Products is now 2nd in total volume of automotive
accessories—up one place from 2013.
24
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car dealerships as well as a retail
presence. The key is to capture
that car owner when they’re buying the car. That’s when they make
the biggest investment and that’s
the best time to sell them paint
protection,” he says.
Kozlow also offers the product to
every person who comes in his shop
to commission a tint job. About 20
percent of them end up purchasing
the product, he says, and if his
installers are working on a PPF
install at the time of a customer’s
visit, his closing rate goes up.
Hilary Thomas, vice president of
sales and marketing at Suntek
Window Films, says it doesn’t take
much to sell the product, noting
that old-school promotional materials still do the job.
“We have display boards,
brochures and table-tops. That
helps generate a lot of interest for
those who are already in the shop.
They can see the different point-ofsale materials and ask about the
product,” she says.

It’s Not Going Away

PPF shows no sign of slowing
down soon. It’s one of the fastestgrowing aftermarket products out
there and is working its way into
tint shops nationwide.
Thomas sees things only going
up from here.
“Paint protection is growing
from the end-consumer to the
dealer level because the product
is so much better. Now that
there’s a quality product, and you
can’t tell it’s on the car, people
are more likely to purchase it,”
WF
she says.
Casey Flores is the editor of WINDOW FILM
magazine and can be reached at
cflores@glass.com.
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Reach Higher
with Ritrama
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New Products and Services

New Ritrama Ri-Wrap film is
cast PVC vinyl specially designed
for full vehicle wraps. Because of
its extreme flexibility and high
conformability, the product
offers fast and low-risk transfers.
Company officials particularly
recommend it for complex compound surfaces and long-term
outdoor applications. The product also works on substrates
besides cars and exhibits long
life cycles, according to the
company.
❙❙➤ www.tapetechnologies.com
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❘ Edited by Casey Flores

Get Smarter
with this Film

Rocks = Specks with ClearPlex

An externally-applied film that protects windshields from penetrating UV
rays and rock chips? That product is ClearPlex, an optically-clear protection
film for auto windshields. Patent-pending, the film product absorbs the impact
of standard road hazards, company officials say, and can be removed at the end
of its useful life. According to the company, impacts which shatter unprotected glass leave only a minimal pin-point on the film, preserving its optical clarity. The product is scratch-resistant windshield wiper safe.The film features UV
stabilizers which reduce the amount of heat in your vehicle and helps prolong
the life of an interior and can be thermally fitted to a windshield, which makes
installation of the product take less than a half an hour by a certified installer,
according to the company.
❙❙➤ www.clearplex.com
26
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Rayno Window Films is increasing its product line’s IQ with new
Smart Film. The film can turn on
or off (from clear to opaque),
which creates a projectable privacy wall. This makes it ideal for
innovative projects from showrooms, any space that requires
flexibility in privacy to display
screen, advertising display and
other applications. Unlike some
switchable privacy walls that
have the film between two glass
panes, this product can be
installed directly onto existing
glass panels. Company officials
say the product requires low operating energy, comes in large film
widths, exhibits fast response
times, the ability to rear-project
and comes in an array of colors. It
also blocks 99 percent of UV rays
and 90 percent of infrared rays,
according to the company.
❙❙➤ www.raynofilm.com
www.windowfilmmag.com
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Z-Shield Yourself From Z Elements

Invisible Film with
Visible Results

Madico is entering the paint
protection market with its new
Invisi-Film. According to the company, the film guards against damaging debris and objects that
assault a car’s finish every day.
From stones to gravel, sand,
scratches, bug residue, winter salt
and other flying objects, the film
helps to prevent minor impact
damage to vehicles, company officials say. In addition to personal
vehicles, RVs, ATVs, jet skis,
boats, motorcycles, tractors and
commercial vehicles can also utilize the new film.
❙❙➤ www.madico.com

Stealthy Protection

Ziebart International Corp. is now offering its franchisees its new Z-Shield
paint protection film.
After years of development and testing, this optically clear film protection is for
all or any part of a vehicle and helps it to resist chips and marks from stones and
road debris, company officials say. Company officials liken the product to a plastic
film smartphone protector, except say this paint protection film is almost as smart
as your phone given its self-healing attributes. In the winter, the film can help
protect vehicle finishes from road salt, stone chips and other damaging elements,
according to the company. The film comes in gauges of .6 mil and .8 mil and
carries a national warranty backed by the company which protects against
fading/yellowing. It can come computer-cut in the shape design of more than
4,000 vehicles, according to the company.
❙❙➤ www.ziebart.com

XPEL Stealth Protection Film was created in response to the increasing appeal and rising popularity of mattefinished vehicles, according to the company. The film features a satin-texture that blends with OEM matte paint
finishes. The film can also be applied to glossy-painted surfaces to give the vehicle a matte appearance in a reversible
manner, without requiring re-painting. Company officials say the film
can completely complement or
transform the look of a vehicle, while
protecting the vehicle’s finish from
rocks, gravel, salt and other road
debris. The product is available in
rolls of varying width and length and
pre-cut in a variety of patterns for
hoods, headlamps, fenders, rocker
panels, door edges, mirrors and more
and offers a seven-year warranty.
WF
❙❙➤ www.xpel.com
JANUARY/FEBRUARY 2015
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A Layer of
Protection
by Casey Flores

istory is often made in the name of
security. From the construction of
the Great Wall in China to the passage of the Patriot Act, the quest for a
secure nation has often had historical
implications. But a certain, much more
subtle, product is making a name for itself
due to its effectiveness and efficiency:
security film. WINDOW FILM magazine spoke
with two film installation companies—one
foreign, one domestic—that have done
their part in addressing major historic
security concerns. Here are their stories.

H

Photo: Staff Sgt. Joseph Digirolam

Window Film in a War Zone

I

magine getting a contract to apply security film on every
hospital in the nation. Well, that’s just what happened to
Uriel Nathan and his Jerusalem-based company,
Sunshield, in Israel.
Why was such a job necessary? Nathan explains. “Since
Israel is surrounded by unstable regimes and countries that
have issues with us, we face a constant threat. Because of
that, the security film business is quite big over here. We
were called upon by the Ministry of Health and Ministry of
Defense to provide solutions for protecting all Israeli hospitals. This was quite a project.”
Quite a project, indeed. The 28-hospital job began in

28
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February 2011 and continued for more than a year, equating to more than one million square feet of film installed.
“We had five crews working six days a week for most
part of the day and some of the night. Each team did about
300 square meters a day,” Nathan says.
It’s possible that film will be put to the test one day. Nathan
explains,“Hospitals need to work 24/7, 365 … It’s really a matter of securing a place that works all the time so this was a
very smart decision by the ministry because in the last conflict, hospitals were the target again. It’s very unfortunate.”
According to the Israel Defense Forces’ website, since
2005, terrorists have fired more than 11,000 rockets into
www.windowfilmmag.com
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Source: Israel Defense Forces

Since 2005, terrorists have fired more than 11,000 rockets
into Israel.

“Security is a
necessity in Israel
because most of the
threat is missiles,
rockets or mortars
fired upon us from all
of our borders.”

Israel. Also of note, more than five million Israelis currently live under the
threat of rocket attacks, as most rockets
can reach the country’s most populated
—Uriel
cities (including Tel Aviv and Jerusalem,
which house the nation’s largest hospitals).
“Security is a necessity in Israel because most of the threat
is missiles, rockets or mortars fired upon us from all of our
borders,” Nathan says. “This is one of the biggest problems
we’re facing and, as we all know, the moment glass breaks,
those sharp shards can kill or injure seriously, so window film
is probably the best option.”
JANUARY/FEBRUARY 2015
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The hospital installation was just one
of many government jobs completed by
Nathan and his company. When we ask
him how he secures these big conNathan
tracts, he says it’s a mixture of personal marketing and the government reaching out to him due to
security film’s past effectiveness.
“We do a lot of marketing to all the governmental clients
we have [but also] in 2008, there was a very big explosion
up north that took place—some kind of lecture hall was
continued on page 30
WINDOW FILM
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A Layer of Protection
continued from page 29

“Every public building has to have it because you never know
when it’s going to rain down on you.”
—Uriel Nathan

One of the hospitals Nathan and his team secured was Hadassah Medical Center in Jerusalem, pictured
here. This particular job called for a total of 170,000 square feet of film.
destroyed. The windows without the film broke in and the
windows with the film held so people could see how practical it was,” he says.
After seeing those results, the Ministry of Health decided
to go forward with the hospital project.
But his federal contracts aren’t limited to hospitals or even
just the Israeli government. According to Sunshield’s website,
the company has done work for some major international
organizations including CNN, UPS International, the U.S. and
Australian State Departments and many others.
“We have contracts with Home Front Command and
other governmental institutions. We also do a lot of schools.
Every public building has to have it because you never know
when it’s going to rain down on you. The threats are real and,
when manufacturers do a lot of testing, it’s always in the
30
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desert, where they blow up a bomb and see how window film
reacts. We’re in the place where it really happens,” he says.
Nathan realizes the importance of a quality installation
when peoples’ lives are on the line. To that end, he explains,
“When my guys do a job, they know that installing it properly can deter somebody from getting injured or, in the worst
cases, even dying from a shard of glass. When they install
security films, they have to be very precise on every cut.”
And it’s a good thing they are. In his office, Nathan has amassed
a pile of thank-you letters, some of which say the film his company installed helped save lives.
“When we go to these places near the border and see the
outcome of these installations—broken glass, shards of ball
bearings stuck in the glass—then we know that we did a
good job and peoples’ lives were saved,” he says.
www.windowfilmmag.com
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Back to OK in OKC

J

ohn Spradling was standing in his office on the
1200 block of North Robinson Street on April 19,
1995 when a bomb exploded at the Alfred P.
Murrah Federal Building, just six blocks down.
Though well within the 16-block damage radius,
Spradling was fortunate. He’d had film installed on his
windows prior to the attack.
“It was pretty scary,” he says. “I was about as close
as I’d ever want to get to it. I got a very firsthand introduction to the power of that explosive device.”
Though he was about a half mile from the explosion,
Spradling says it was as if someone had fired a shotgun right next to him. What happened next is something he’ll never forget.
“The sound was first, then came the pressure of the
explosion on the glass. It made the window flex in,” he
says, though the glass didn’t fly at him like he expected. “I firmly believe the film stopped it from being
blown into the office. Then, the resulting vacuum
sucked the glass out onto the patio.”
Spradling doesn’t think the film was security-specific, but it sure acted like it according to Steve DeBusk,
global architectural technical lead at Eastman
Chemical Company. “When the glass is broken with
this thick film on it, it’s harder for whatever’s applying
the pressure to the glass to push through it,” he says.
“It has a certain ‘puncture strength.’ The thick films
will actually stretch before it breaks.”
At the time of the Oklahoma City bombing, David
Kratz was living in Brazil. He remembers the day quite
well, though. His parents were missionaries and
though they were thousands of miles from the blast,
the news caused them to fear for their own safety.
“Immediately it was kind of nerve-racking. Any time
an attack like that happens, citizens overseas get nervous,” he explains, noting they had received death
threats during other U.S. crises.
Now, almost 20 years later, Kratz is the owner and
operator of Adams Window Tinting, one of the largest
tint shops in the Oklahoma City region. He has since
been inundated with recollections of that day by his
customers and friends. Kratz recalls Spradling’s survival story in particular, and says that’s when “the
gears started going” for security film.
“The majority of the injuries were from flying glass,”
Kratz explains. “Obviously it wouldn’t have been so beneficial to have film in the immediate radius of the explosion, but the outer perimeter would have benefited from
having security film on there. It would have prevented
the glass from flying in and impacting people.”
So businesses and government entities alike have
responded. Kratz and his employees have done
numerous security and solar film installations in the
area, adding an extra layer of protection to the city for
years to come. These measures might not have been
JANUARY/FEBRUARY 2015
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“I firmly believe
the film stopped it
from being blown
into the office.”
—John Spradling

These are the remains of the Alfred P. Murrah Federal
Building following the Oklahoma City bombing.The
blast had a 16-block radius.
taken had the federal building never been bombed.
“Any time a catastrophic event happens, people
react. If the attacks hadn’t happened, the demand for
protecting structures would not be as great, because
there would be nothing to protect against,” Kratz says,
noting it’s sad that it takes events like this to force
people to re-evaluate security measures. “The new
federal building is actually a block north of the old
one. It was completely revamped. The whole building
was designed for safety. I’m pretty sure it set the standard for the new federal buildings. [Additionally], all
government buildings have security film on them now.
The police department has it, and we do all the police
cars with security film too. There would be a lot less
injury if a similar attack happened nowadays.”
Meanwhile, Spradling operates a business in a different part of the Oklahoma City metro region. Thinking
back to that day, he’s thankful he had the film installed.
“Since I was standing in my office at the time, I think I
could have been severely cut by all the glass flying in the
office. Potentially, I could have been killed,” he says.
Talk of the bombing still brings up painful memories
(so much so that he told us he didn’t want to read this
article when it was published), but when we asked him
if we could interview him initially, he was happy to
WF
speak about a product he believes saved his life.
Casey Flores is the editor of WINDOW FILM magazine. He can be
reached at cflores@glass.com.
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Despite challenges,
window film dealers
form successful and
profitable partnerships
with homebuilders

by Drew Vass

A

ccording to some window
film dealers and manufacturers,
making
homebuilders a significant part of your
company’s business plan isn’t a
viable option (no matter where
you fall in the chain of business).
Some, however, have rebelled
against mainstream sentiments
and turned a supposed lost cause
into a worthwhile business venture. By leaning on a few key tactics, dealers with whom we spoke
32
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say they’ve cracked the code on
homebuilders and agreed to share
how they did it.

A Tough Sell

“We have about 750 squarefeet of glass in my home and I
haven’t put window film on any
of it,” says Tom Wallace, director of operations for New
England
Window
Film
in
Plymouth, Mass. “And I proba-
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bly won’t. They’re low-E, highperformance windows.”
And Wallace isn’t alone in his
reasoning. Burns Mulhearn, president of window film manufacturer
Geoshield says that based on all
of the information he’s seen, the
residential new construction market isn’t worth the squeeze, due to
the negligible improvements that
solar control films post over the
latest insulating glass. This may
help to explain why half of the
www.windowfilmmag.com
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manufacturers WINDOW FILM magazine queried were mute on the
subject of how their dealers may
best market to homebuilders. Of
the eight manufacturers that did
agree to be interviewed, only one
says its dealers have had any
measured success in the homebuilder market.
There is another persisting factor, however, that may lead window film manufacturers to come
up short on suggestions for the
JANUARY/FEBRUARY 2015

Contents

Search

Zoom Fit

Archives

new homes market. That’s the
fact that out of 20 major residential
window
manufacturers
(those with nationwide sales distribution), the only residential
window manufacturer that does
not void its lifetime warranties
for glass breakage and seal failure
in the event that films are applied
to its windows is Provia.
You may be thinking that voided warranties are a moot point,
because every major film manu-
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facturer offers compensative coverage for glass breakage and seal
failure when window manufacturers hit the delete button on their
warranties. If that’s your fallback
plan, you should know that those
guarantees range only from two
to five years for glass breakage
and from two years to 40 months
for seal failure. That’s a far cry
from the industry averages of
continued on page 34
WINDOW FILM
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Bringing It Home
continued from page 33

seven years for glass breakage and
20 years for seal failure among the
warranties they void. In other
words, those warranties leave you
stranded, unless you’re installing
them to 17-year-old windows.
“I understand where the window
manufacturers are coming from,
because, if an automotive dealer
went in and applied automotive
films to a window, or made some
other mix-up, then [glass failures]
can happen,” says Jim Black,
regional manager of North America
for Madico Window Films. “They
can’t get into the finite details
through their warranties or warrant against those mistakes. They
have to make a blanket policy.”

Know Your Stuff

According to our research, some
homebuilders do use window films,
in spite of disparities between warranties. Some dealers make those
homebuilders a mainstay of their
businesses, even if they’re just one
small part of revenues. Dealers we

interviewed say the keys to the
homebuilder kingdom include:
knowing how to approach builders,
understanding their expectations
—perhaps most importantly—by
selling solutions only to key issues
that every builder faces.
“Forget cold-calling for solar control films, because builders aren’t
interested,” says Chris Robinson,
also known as “The Tint Guy,”
which is the name of his business
in Woodstock, Ga. “You have to call
and ask them if they’ve ever experienced any certain [glass-related]
issues that they need to solve; then
you sell to those specific issues.”
Robinson, and four other window film dealers we interviewed
for this article, all say that those
issues primarily include fading
(due to ultraviolet light, with such
things as floors and furnishings)
and failed home inspections, for
cases in which standard annealed
glass is installed where tempered
glass is required by code.
Robinson, who once was a builder
himself until the recession hit and

he switched to window film, began
his quest to win over homebuilders
by first connecting with home
inspectors. They now suggest his
impact-resistant films to builders
who face failed inspections. Building
product dealers who supply windows tell us that it can take days—if
not weeks—to retrieve a replacement window with tempered glass.
They also say that film costs a fraction of the price. And because building products dealers often share the
pains in those experiences (via rush
orders and grumpy builders), as it
turns out, some may be willing to
forward their customers to window
film dealers.
“Any time people can use film in
place of tempered glass, so long as an
inspector will allow it, I always suggest Chris [Robinson],” says Mark
Johnson, an outside salesperson for
Lummus Supply Company, based in
Atlanta. “It’s fantastic for us, because
when we hit this issue, the builder is
in a panic. They have an inspector
continued on page 36

“Homebuilders aren’t going to give you
jobs every day. But, if they’re happy with
you, you’re going to get referrals
out of them. Between that and
their own jobs, you can get
two to three projects
a month.”

Photo:Tom Wallace, New England Window Film

—Tom Wallace

Wallace says he and his team installed somewhere around 1,500 pieces of film (6,000 cuts) in order to tint all
the windows in this house.
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Window Film Warranties for Thermal Fracture and Seal Failure
Manufacturer

Line

Warranty

3M

Fasara (decorative)

5 years thermal fracture, $500 per window

3M

Safety, Security
& Solar

5 years thermal fracture, 40 months seal failure*

Aegis Films Inc.

Acuity (all categories) 5 years thermal fracture, 3 years seal failure**

American Standard Window Film

5 years thermal fracture, 3 years seal failure*

EnerLogic (Eastman)

5 years thermal fracture, 3 years seal failure*

Geoshield

5 years thermal fracture, 2 years seal failure, $500 per window

Global Window Films

5 years thermal fracture, 3 years seal failure*

HanitaTEK Window Films

Solar and Safety
Zone, Natura

5 years thermal fracture, 3 years seal failure*

Huper Optik (Eastman)

5 years thermal fracture, 3 years seal failure*

Johnson Window Films

3 years thermal fracture, 3 years seal failure*

Llumar (Eastman)

5 or 2 years thermal fracture, 2 or 3 years seal failure (varies by product)*

Madico Window Films

5 years thermal fracture, 3 years seal failure*

MaxPro Manufacturing LLC

5 years thermal fracture, 3 years seal failure*

Nexfil USA

3 years thermal fracture and seal failure*

Premium Tech Coating Inc.

5 years thermal fracture, 3 years seal failure, $500 per window

Scorpion Window Film

5 years thermal fracture, 3 years seal failure, $500 per window

Solar Gard (Saint Gobain)

Armorcoat safety
and security

5 years thermal fracture, 3 years seal failure*

Solar Gard (Saint Gobain)

Solar Gard solar
control films

2 years thermal fracture, 2 years seal failure*

Solar Gard (Saint Gobain)

Panorama
(solar and impact)

5 years thermal fracture, 3 years seal failure*

SunTek (Eastman)

All lines*

5 years thermal fracture, 3 years seal failure* (SYLRDS 10 excluded)

V-Kool

5 years glass breakage, 3 years seal failure

Vista (Eastman)

5 years thermal fracture, 3 years seal failure*

Wintech Window Films

2 years thermal fracture and seal failure*
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Bringing It Home
continued from page 35

standing there, telling them they
need tempered glass. So long as the
inspector will allow it, they go from
failing and having to order and install
a replacement window, to passing an
inspection the next day.”
If you’re wondering how often
this scenario plays out, you should
know that Johnson received a frantic call just hours before we interviewed him for this article about
this very same issue.

Be More Flexible

Michael Schaaf, president of
Western Kentucky Window Tinting,
in Almo, Ky., says he also used
inspectors and window dealers to
get his foot in the door with
builders. But Robinson, Schaaf and
three other dealers all say that,
while those strategies might earn
you one project with a builder,
migrating to their speed-dial list
requires a lot more.
You need to be flexible. That
means going in whenever the
builder needs you, and bearing the
consequences with a smile, which
may include paint or drywall mud
on your window films. Second,
they all agree that you’ve got to

Court the Designers

t least one window film dealer and three window film
manufacturers assure us that
it isn’t builders, but interior designers, who possess the keys to the UV
protection market. Schaaf says he
loves targeting designers and offering
them referral fees, because once a
designer becomes involved in a project, homeowners and builders alike
will “follow their every lead.” He says
that “putting a few hundred dollars”
into a designer’s pocket is all it takes
to land a spot in their Rolodex.
“You’d think you just handed them a
check for a million bucks,” he says.
“But all they’re doing is making a suggestion and handing over the referral.
I’d pay a salesperson to do the exact
same thing, so why not?”

A
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answer the call when it comes in
and fulfill within 24 hours—if not
immediately.
“If you make them wait any time
at all, they’re just going to go to the
next guy in the phone book,”
Robinsons says.

Clean Up Well

In cases when dealers aren’t called
out for a problem, but show up to a
builder’s jobsite or office to deliver a
cold sales pitch, dealers we interviewed say to show up dressed for
the occasion. Suggestions range from
a fresh haircut to putting a fresh
shine on your truck before you pull in
the driveway (Wallace says the first
time he met with a builder was the
day he cut several feet of hair off of
his head, which he never grew back.
He now services the Martha’s
Vineyard region where homes fetch
as much as $15 million). Beyond
those common-sense practices, dealers say you must show up with a
portfolio in hand, including everything from case studies, marketing
materials and product performance
specifications, to customer testimonials and professional photographs.
If you want those materials to be tailored specifically to homebuilders,
you’ll have to create them yourself,
as window film manufacturers tell us
they have nothing specific to that
audience available.
When you do land a builder, dealers also suggest pampering. If you
see them pulling up to the jobsite in
a new truck, Schaaf says, “Offer to
tint it for free.” Others suggest
adding film to builders’ offices (also
for free), where they may find themselves trying to cross sell your products, should you be so lucky.
All of these efforts beg the question: If builders represent such a
small part of window film dealers’
revenues, why bother?
Schaaf says homebuilders net his
company three to four houses per
year. Wallace says that his builder
clients are reliable, but their proj-
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ects are sparse. And even with his
referral network, Robinson admits
that builders still don’t represent a
large part of his schedule. Yet every
single dealer with whom we spoke
says builders are worth the effort.
“Homebuilders aren’t going to
give you jobs every day,” Wallace
says. “But, if they’re happy with
you, you’re going to get referrals
out of them. Between that and their
own jobs, you can get two to three
projects a month.”
And some of those referrals, we’re
told, come well after inspections are
done—from homeowners who contact their builders with an issue.
“A homeowner is most likely to
think of film because they discovered it at a design center, or
because they’ve moved in and realize that they need it for a specific
reason, like glare, or fading, or privacy,” Black says. “But those
moments occur beyond the point
at which they’re specifying [items
for new homes].”
And window film dealers tell us
that one of those issues represent
an easy target among builders of
high-end homes and their clients.
“High-end builders are a completely separate audience,” Wallace
says of his Martha’s Vineyard
clients. “They’re servicing people
who they can up-sell to in the name
of saving their high-end furnishings
and oriental rugs. At that point, the
builder is probably going to tell their
client to deal with the tinter themselves. If you can get in with a
builder and he trusts you, then he
may begin to refer you.” Wallace
says those referrals have led him to
homes owned by well-known individuals such as news anchor Diane
Sawyer and actor Steven Seagal.
In the end, whether it’s builders,
designers or homeowners who
open the door to sales among new
homes, evidence suggests that
WF
there’s money to be made.
Drew Vass is a contributing writer for
WINDOW FILM magazine.
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The 2014 SEMA
show was the largest
in recent history.
As such, exhibitors
are betting it’ll be
a good year for the
automotive
after-market.
by Casey Flores

S

EMA has once again come and gone but not
without new technology and good news for,
well, everyone.
“I have been attending SEMA for 15 years and this
was the largest I have ever seen the show,” said
Patric Fransko, chief marketing officer of Interwest
Tools and windowfilmmag.com blogger.
Everywhere anyone looked, there were crowds,
crowds and more crowds, but it was the application
and practicality of new products that truly captured
audiences, especially when it came to paint protection film (PPF), window tinting and vehicle wraps.

Photo: Eastman Chemical Company

2015:The Year of PPF

The true star of the show was PPF. While most vehicles were tinted and some were wrapped, many had
PPF on them, some even over top of vinyl graphics.
“We’ve seen a pick-up from last year,” said Greg
Duchinsky, marketing director, Sharpline
Converting, Inc. “Paint protection is getting bigger than graphics and striping.”
WINDOW FILM magazine identified this trend early
on in the show so we’ve done a full PPF report earlier in the issue. Check it out on page 20.
38
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As a result of his win at WINDOW FILM
magazine’s International Tint-Off in
Baltimore, Llumar brought Randy
Humphries, operations manager of
Tint King Inc. in Billerica, Mass., to
display their product. Demonstrations
such as this one helped halt the
moving crowds and gave exhibitors an
opportunity to educate.
www.windowfilmmag.com
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It’s About Quality, Not Quantity
Cars tinted plus better film equal higher
profit margins. Exhibitors at the show understood this and explained that tint shops are
upselling more than ever before.
“Everybody wants to step up [the quality of
their film offerings] in order to set themselves
apart,” said American Standard Window Film
senior sales representative Kevin Menig. The
trend took him by surprise. “I thought it was
going to be the opposite because of all the foreign competitors now, but it’s hard to keep our
high-end film on the shelf.”
He offered a reason as to why that may be
the case.
“For installers, it’s not about the price of
film. They want to work smarter with less
hours. By taking five more minutes and upping
their sales game, they’re able to sell a better
quality product and install less film but still
make more money,” he said.
Dawn Rodahl, marketing manager for 3M
Window Film, thinks the uptick in demand for
high-end film is being driven by the consumer,
not necessarily the tint shop’s desire to sell.
“The film industry is growing and the
requests of end consumers are becoming more
sophisticated,” she said. “They want more
technical solutions.”
Part of those solutions is a move away from
darker film, according to Johnson Window Film’s
vice president of sales and marketing Steve
Chambers. That’s because there’s a new type of
customer interested in “tinting” their vehicles.
“Clear film with high heat rejection is where
the market’s going,” he said. “It appeals to a
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broader market—it’s the older demographic
that is interested in it.”

Wrap it Like it’s Hot

Peppered in with the window film and PPF
companies were those that offered applied
graphics for vehicles. Their representatives
weren’t shy about their ambitions: they wanted tinters’ business.
“The type of people who have the skills to
‘wrap’ windows also have the skills to wrap a
car,” said Carolyn Polanski, marketing communications manager at Avery Dennison.
Ryan Scislowicz, manager of business development and marketing of Kay Premium
Marking Films (KPMF), agreed, but cautiously.
“They still need training,” he said, mentioning
that if tint shops want to go the route of applied
graphics, they would best serve themselves by
having an installer who does that exclusively.
Representatives from every graphics company, however, said tint shops should offer
the service.
“From what I’ve gathered is if [consumers]
are putting together a total vehicle transformation, they look for tint on the windows and
graphics. There are a lot of window tinters here
but the whole package is what the end consumer is looking for,” Polanski said.
Holly Curtis, director of marketing communications at Arlon, went one step further and said
she saw evidence of tinters taking that step.
“I think they’re going to have to [offer graphics],” said Curtis of film installers. “That’s who’s
coming up to us. They need to customize the
WF
whole vehicle.”

Vinyl installers and manufacturer representatives
alike told WINDOW FILM magazine that matte
black vinyl/wrap, as seen here, is one of the
hottest trends in the entire restyling market.
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A Directory of Industry Suppliers

DISTRIBUTORS

Architectural Film

FILMS

Aegis Films
3135 Medlock Bridge Rd.
Norcross, GA 30071
770/417-1281; fax: 770/417-1381
www.aegisfilms.com

Distributor
Filmstar Distribution
4450 West 12th St.
Houston, TX 77055
713/956-1165; fax: 713/956-1014
www.filmstardistribution.com

Geoshield Window Film
8000 GSRI Ave., Bldg. 3000
Baton Rouge, LA 70820
800/234-6133; fax: 225/578-3975
www.geoshieldusa.com
SAGR Products Int'l
1785 Biglerville Rd.
Gettysburg, PA 17325
800/223-4385; fax: 717/334-6483
sales@sagrproducts.com
Solar Gard®
4540 Viewridge Ave.
San Diego, CA 92123
877/345-9478; fax: 858/514-4231
www.solargard.com

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

Aegis Films
3135 Medlock Bridge Rd.
Norcross, GA 30071
770/417-1281; fax: 770/417-1381
www.aegisfilms.com

40

WINDOW FILM

Apollo Window Film
11035 Harry Hines Blvd. #214
Dallas, TX 75229
800/373-1222; fax: 214/351-2022
www.apollowindowfilm.com
info@apollowindowfilm.com

Huper Optik International Pte Ltd
9 North Buona Vista Drive #05-01
The Metropolis Tower 1
Singapore 138588
(65) 6831 3100; fax: (65) 6734 9231

Security Film

HanitaTek Window Films
4010 La Reunion Pky., Ste. 100
Dallas, TX 75212
800/660-5559; fax: 214/351-5835
www.hanitatek.com
Madico Window Film
888/887-2022
www.madico.com

SAGR Products Int'l
1785 Biglerville Rd.
Gettysburg, PA 17325
800/223-4385; fax: 717/334-6483
sales@sagrproducts.com

Solar Film

Solar Gard®
4540 Viewridge Ave.
San Diego, CA 92123
877/345-9478; fax: 858/514-4231
www.solargard.com

HanitaTek Window Films
4010 La Reunion Pky., Ste. 100
Dallas, TX 75212
800/660-5559; fax: 214/351-5835
www.hanitatek.com

Sun-Gard Window Films
888/887-2022
www.sun-gard.com

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

Commercial Film
Apollo Window Film
11035 Harry Hines Blvd. #214
Dallas, TX 75229
800/373-1222; fax: 214/351-2022
www.apollowindowfilm.com
info@apollowindowfilm.com
Decorative Film

Solar Graphics Inc.
12167 49th St., Unit 100
Clearwater, FL 33762
800/869-8468; fax: 727/321-6004
www.coloredfilms.com

FILM INSTALLATION SERVICES

MANUFACTURERS
Architectural Film

FILMS

Aegis Films
3135 Medlock Bridge Rd.
Norcross, GA 30071
770/417-1281; fax: 770/417-1381
www.aegisfilms.com

Johnson Window Films Inc.
20925 Bonita Street
Carson, CA 90746
310/631-6672; 800/448-8468
fax: 310/631-6628

www.windowfilmmag.com
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To place your listing(s) in the Supplier’s Guide,
please contact Tina Czar at 540/602-3261,
or email tczar@glass.com
Deadline for March/April WINDOW FILM Supplier’s Guide
is March 6, 2015.

info@johnsonwindowfilms.com
www.johnsonwindowfilms.com

Madico Window Film
2630 Fairfield Ave. S.
St. Petersburg, FL 33712
727/327-2544
sales@madico.com
www.madico.com

Eastman Chemical Company
575 Maryville Centre Dr.
St Louis, MO 63141
314/674-1000; 800/255-8627
fax: 314/674-1950
www.eastman.com

Solar Gard®
4540 Viewridge Ave.
San Diego, CA 92123
877/345-9478; fax: 858/514-4231
www.solargard.com
Automotive Film
3M™ Window Film – Sales Support
3M Center, 0235-02-S-27
St. Paul, MN 55144-1000
866/449-8857
www.3m.com/windowfilm

FILMS

Aegis Films
3135 Medlock Bridge Rd.
Norcross, GA 30071
770/417-1281; fax: 770/417-1381
www.aegisfilms.com

Eastman Chemical Company
575 Maryville Centre Dr.
St Louis, MO 63141
314/674-1000; 800/255-8627
fax: 314/674-1950
www.eastman.com
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Johnson Window Films Inc.
20925 Bonita Street
Carson, CA 90746
310/631-6672; 800/448-8468
fax: 310/631-6628
info@johnsonwindowfilms.com
www.johnsonwindowfilms.com

Johnson Window Films Inc.
20925 Bonita Street
Carson, CA 90746
310/631-6672; 800/448-8468
fax: 310/631-6628
info@johnsonwindowfilms.com
www.johnsonwindowfilms.com

Madico Window Film
727/327-2544
sales@madico.com
www.madico.com

Madico Window Film
727/327-2544
sales@madico.com
www.madico.com

Maxpro Manufacturing, LLC
31 Industrial Boulevard, South
Whiteville, NC 28472
910/640-5055: fax: 910/640-5519
www.maxprofilms.com
Sales@maxprofilms.com

Solar Gard®
4540 Viewridge Ave.
San Diego, CA 92123
877/345-9478; fax: 858/514-4231
www.solargard.com

SECURITY PRODUCTS
Attachment Systems
Solar Gard®
4540 Viewridge Ave.
San Diego, CA 92123
877/345-9478; fax: 858/514-4231
www.solargard.com

FilmFastener LLC featuring BondKap™
5300 West Knox Street, Unit D
Tampa, FL 33634
813/926-8721; fax: 813/920-8662
www.FilmFastener.com

Roller Shades

TOOLS AND SUPPLIES

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

Solar Gard®
4540 Viewridge Ave.
San Diego, CA 92123
877/345-9478; fax: 858/514-4231
www.solargard.com

Security Film

Training School

Eastman Chemical Company
575 Maryville Centre Dr.
St Louis, MO 63141
314/674-1000; 800/255-8627
fax: 314/674-1950
www.eastman.com
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Solar Gard®
4540 Viewridge Ave.
San Diego, CA 92123
877/345-9478; fax: 858/514-4231
www.solargard.com
Windowtinting.com
800/580-7953
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❘ by Ty Sullivan

Achieving Uniformity

While many argue that computer
plotted patterns do not fit as well
as hand-cut patterns, this isn’t necessarily true. Though some experienced window film installers can
cut more precisely than a plotter
can, many cannot. Consistency is
very important to us and as we
grow, I cannot personally ensure
that I get my hands on every cut
that leaves the shop. Quality is our
main concern and we have found
that, when we’re busy, we can turn
out consistently high quality tint
jobs at a higher volume by using a
plotter system.

Trustworthy Tinting

Contrary to what you may think,
most customers trust a machine
more than they trust you, so plotters can make a great selling point.
We let every customer know that
we will not be placing a knife on
the car, and that everything is cut
to factory standards by the plotter.
This not only stops the customers
WINDOW FILM

TINT TIPS:
#1 The plotter you are purchasing is
a business asset—you have the ability to depreciate it and write it off on
your taxes, which really helps with
the initial cost of the product over
it’s useful life.
#2 Most software companies will
credit you back the cost of film if a
pattern their machine makes does
not work or fit.
#3 Train your staff on the plotter
with free film samples sent to you by
other manufacturers.

from worrying about their cars,
but also lets them know that you
have invested in the most up-todate technology. They’ll feel more
confident spending money with
you, which helps increase the
chance of an upsell.

Slicing Time

On average, cutting a sedan’s window out on the plotter takes us
seven minutes. Yes, I know that some
of you out there can cut some cars
by hand in five minutes, four minutes
and three minutes, etc. but seven
minutes is what it takes us, no matter the vehicle type. One upside to
this is evident whenever we hire on a
new team member. The first thing
we’ll do is train him on the plotter,
which is great because then our
cheapest labor point is now doing
what our most expensive labor point
used to have to do. When I hand-cut
(we still do hand cutting on specific
cars), I have to budget 25 minutes for
the job. That’s more than 200 percent of the time (money) it takes

>I

Subscribe

Film Plotters—Are They For You?

n the automotive window tinting
industry, there are often two
opposing teams: Those who cut
their window film patterns by hand
and those who use a plotter system. Both methods have their pros
and cons, and installers will argue
over which is better forever, each
making completely valid points.
We use a plotter system. It adds a
level of depth and value to our
business we would not have otherwise. Here’s why.
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Zoom Fit

with a plotter. It may seem small at
first, but it adds up.

Standard Patterns

There is a notion that computercut patterns aren’t quality. This simply isn’t true, as there are large companies out there that will back their
machines with trial offers and warranties. Plotters also provide you
with far more options than you think.
Ours saves us so much time because
we never have to get in the beds of
trucks or remove bars and racks off
back-glasses. Also, no one has to
hold lights for us to see during five
percent limousine jobs (while cutting
the back glass), we have custom patterns that fit precisely and we can
even expand the pattern by .5 inches
so we can file frameless doors.

Training and Control

With a plotter, you’ll also have
greater control over company
growth and how you train your
installers. Because we’ve made the
investment, we can train people better and faster, as it only takes one
day to do. When I learned how to
tint, it took me a long time because I
had to learn the skill of cutting and
installing together. Most of us know
that if the cut is off, the install will be
too. With a plotter, we’re able to provide our installers with a uniform
cut every time. When they’ve mastered plotting and installing, then
WF
we teach them hand-cutting.
Ty Sullivan is the vice president of SPF
Window Tinting in Hattiesburg, Miss.
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Industry Events

AUTOMOTIVE FILM EVENTS
June 3-6, 2015
Wraps Con
Indiana Convention Center
Indianapolis, Ind.
Contact: www.thenbmshow.com

September 30-October 2, 2015
2015 International Window Film
Conference and Tint-Off™
Sponsored by WINDOW FILM magazine
Reno-Sparks Convention Center
Reno, Nev.
Contact:
www.windowfilmmag.com/wfct
November 3-6, 2015
2015 SEMA Show
Sponsored by the Specialty
Equipment Market Association
Las Vegas Convention Center
Las Vegas
Contact: www.semashow.com

Page
3
9

18-19
13

C4

3M

Company

ARCHITECTURAL FILM EVENTS
September 30-October 2, 2015
2015 International Window Film
Conference and Tint-Off™
Sponsored by WINDOW FILM magazine
Reno-Sparks Convention Center
Reno, Nev.
Contact:
www.windowfilmmag.com/wfct
November 18-19, 2015
Greenbuild Expo
Organized by the
U.S. Green Building Council
Washington Convention Center
Washington, D.C.
Contact: www.greenbuildexpo.com

A&W Distributors

Commonwealth Laminating & Coating
Eastman Chemical Co.

Phone

888/321-5111

276/632-0173

800/373-1222

423/229-2000

800/232-8468

6-7

Madico

888/887-2022

C3

Moran Industries

1

15
25
11
5

17

21

Fax

651/733-5502

Interwest Distribution Co. Inc.

C2

March 23-25, 2015
NFRC Spring 2015
Committee Week
Annapolis, Md.
Contact:
www.nfrc.org

866/499-8857

800/660-5559

37

ASSOCIATION MEETINGS

Have an event you’d like listed in the next issue?
Send your events to the editor:
Casey Flores at cflores@glass.com.

HanitaTek Window Films

22-23

November 4-6, 2015
2015 SGIA Expo
Sponsored by the
Specialty Graphics
Imaging Association
Georgia World Congress Center
Atlanta, Ga.
Contact: www.sgia.org

ADVERTISING INDEX

WF

Web Address
www.3M.com

214/351-2022

www.apollowindowfilm.com

314/674-1950

www.eastman.com

262/754-3776

www.suntekfilms.com

www.hanitacoatings.com

Int’l Window Film Conference & Tint-Off™ 540/720-5584

540/720-5687

www.windowfilmmag.com/wfct

Johnson Window Films

310/631-6672

www.johnsonwindowfilms.com

Not Available

www.maxprofilms.com

Maxpro Manufacturing LLC
Nexfil USA

Scorpion Window Film
Solar Gard

Top Colour Film Ltd.
U.S. Film Crew

Wintech Window Films

800/448-8468
877/573-3456
800/581-8468
310/516-8986
800/483-9087
877/273-4364

303/777-3472
888/553-8468

www.interwesttools.com
www.madico.com

708-389-9882

www.moranfamilyofbrands.com

765/653-7175

www.scorpionwindowfilm.com

310/538-1137
858/514-4231

www.nexfilusa.com

www.solargard.com

886-3-3288840

886-3-3288708

www.solarfilm.com.tw

888/983-3356

714/522-1448

www.wintechusa.com

877/946-3693

412/798-0900

www.usfilmcrew.com

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

JANUARY/FEBRUARY 2015
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❘ Edited by Casey Flores

I’m a Tint Factory

Scott Dray, Lead Installer,The Audio Itch,Tampa Bay

“I’ve gone from doing $100 tint
jobs making only $300 a week
to doing $500 tint jobs making
$2,000 a week.”

s the lead installer
Dray originally wanted
at The Audio Itch in
to be a veterinarian but
Tampa Bay, Scott
didn’t
finish
school
Dray stays very busy. “I
because
tinting
has
work six days a week, 9:00
allowed him to live so well.
a.m. to 6:00 p.m., taking
“The money has been
about a 15 minute break. I
a motivational factor for
—Scott Dray
feel like I tint more winme but also the job condows than anybody,” he
ditions as well—it’s not
says. “It’s different from
very hazardous and you
the northern states, we do
have a sense of accomreally high volume here in
plishment. It’s very humFlorida. I’ll do 10+ cars
bling because there are
each day.”
not that many guys who
But it’s worked out for
perfect it. Those who do
him. Since he earns comfeel like they’ve conmission on each installaquered Rome,” Dray
tion, Dray says tinting
says. “To be a film
that many cars has
installer is a rare specialhelped him become one
ty. A lot of guys can’t get
of
the
highest-paid
past the learning stage
installers in the nation.
because of the high level
Though not the bragging
of difficulty. When you’re
type, he says while most
tinting a window, you’re
guys make about $650 a
constantly fighting a
week, he makes about
hundred things that
three times that amount.
could go wrong.”
But it wasn’t always Scott Dray competes in the 2013 International
While he’s been in the
that way. “Basically, I’ve Window Film Tint-Off in Tampa, Fla.
window film industry for
gone from doing $100 tint
17 years, the 32-year-old
jobs making only $300 a week to young guy with some energy, still enjoys it, though his relationdoing $500 tint jobs making $2,000 you’re able to pump these cars ship with his work can be confusa week,” Dray says.
out,” Dray says.
ing at times. “I’ve done it so long,
He has some advice for installers
Tinting windows has opened up it’s almost like I’m sick of it, but I’m
who would like to reach that pay many doors for Dray. In addition to not … Sometimes it can be just
scale. First, he says, they need to allowing him to provide for his wife another window to me, but I do
find a place with the volume and two daughters, the craft has gain a sense of accomplishment
required to reach that level. Then, also allowed him to travel.
when I do a really high-end job. I
“You have to perfect your craft and
“It’s taken me some cool places. really enjoy [doing those] and take
get to the point where it’s second I’ve gone all over the U.S. and done pictures of my work. Sometimes,
nature. You get faster and faster some Air Force bases and other big though, I just feel like a tint factoWF
and, as long as you’re a pretty flat glass jobs,” he says.
ry,” he says.
44
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through the SmartView line.

Alta Mere has

If you want to hear more about Greg’s story and start a story of your own, contact
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