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increased 17 percent. Commercial 

work increased 18 percent, 
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When SunStoppers presi-
dent Mike Burke attended 
a dealer conference earlier 

this year, he likened it to playing for 
his favorite sports team.

“I felt like I was on the best sports 
team of my life. I was on the 
Dallas Cowboys,” were his 
words when he relayed this 
story when I met him in July.

This team analogy was 
echoed by Burke throughout 
that day when I spoke to him 
recently at another industry event.

“My team only works with the 
industry’s best,” he said.

His “team” has 11 retail stores that 
offer auto, commercial and residen-
tial film services,” he said. But he 
doesn’t describe himself as a tinter.

“I’m an artist,” he said. “I can tint 
any car, anywhere.”

He is also extremely passionate 
about the industry—something 
WINDOW FILM editorial assistant 
Emmariah Holcomb and I noticed 
immediately.

In fact, we interviewed a lot of peo-
ple that day but we started to refer to 
Burke as Mr. Passionate. It was clear 
from the outset how much he loves 
this industry.

SunStoppers is one of WINDOW FILM 
magazine’s 2018 top dealers (for the 
full list, see page 20). The company 
is new to the list even though it has 
been in business for 12 years. You 
see, being a top dealer doesn’t just 

mean you are at the top of the reve-
nue ranks. You get there because of 
your passion, and your skill (or your 
artistry), and because of the people 
you work with along the way.

Kyle Calera, president Advanced 
Tint Co., in Richmond, Va., is 
another newcomer to our top 
dealers list. Calera exhibits the 
epitome of passion for the film 
industry. He started “Pimpin 
Rides in ’85 and set out to cre-
ate the ULTIMATE tint shop.”

Calera says his is not only a 
tint shop. “Inside my tint shop is 
Richmond’s best car audio shop, 
import performance shop, best cus-
tom rim shop, vinyl graphics shop, 
rim repair facility and a Mobil 1 car 
care center all in one,” he says. Still, 
window film continues to be its main 
product offering. 

Calera says he took a $100 roll of 
tint and turned it into $1.5 million. 
I’m sure there are men and women 
out there, pimpin rides or pounding 
the pavement trying to get their 
start, and people like Burke, Calera, 
and all the film shops out there 
inspire them. 

So, here’s to all our top dealers. 
And if you haven’t made plans yet to 
attend the International Window Film 
Conference and Tint-Off™ September 
27-29 in San Antonio, it’s not too late. 
Many of this year’s top dealers are 
speaking at the event so who better 
to learn from then them?                  WF
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I t just seems like it’s been hotter 
this year than any other and 
perhaps that’s the reason our 

phones are ringing, and our sales 
have never been better!

Yeah; I’m bragging a bit, but we 
are almost two times ahead of last 
years sales and since I can’t quite 
figure out what I have been doing 
right; nevertheless, I’m going to 
take full credit for these incredible 
results. 

They say that the definition of 
insanity is doing the same thing 
and expecting different results. 
Well I’ve been doing the same thing 
and getting better results. I’ll take 
being insane for the moment.

I think some old baseball play-
er said, “You’re never as good as 
you think you are when things 
are going great and you’re never 
as bad as you think you are when 
they are going terrible!”

So right now, let me think that 
we are the greatest of all time!

This is a strange, exciting and 
frequently frustrating business.

We are dependent on the weath-
er, the economy, the time of year 
and a host of other influences 
including kids going back to school.

And we all have competition! 
Perhaps that’s why I’ve resolved 

to be less combative in 2018 than 
I’ve ever been before. 

I used to live my life looking for 
an argument or debate. There was 
no issue that I didn’t seem to have 
an opinion about nor window film 
slight I didn’t take personally. I used 
to be offended if someone exagger-
ated what their film could do. I’d 
be the first to recite anti-trust rules 
when dealers started talking about 

pricing. I was that “guy!”
Now.  
I lurk around window film social 

networks watching folks argue 
about one thing or another. I read 
their harsh words or boasts; but I 
stay out of the fray.

It’s not my fight and it’s certain-
ly not my job to set the record 
straight or press my finger on the 
scales of any debate.

Oh no, I’ll just let one window 
film guy fight against the other 
window film guy, or let that dealer 
complain about that manufacturer 
and just stay out of it.

Let’s hope I can keep this new 
attitude and don’t try arguing with 
me about it! WF

Mike Feldman is the president of Advanced 
Film Solutions in New Port Richey, Fla.

This is Insanity: The Good Kind

by Mike Feldman

Dr. of Tintology

They say that the definition of insanity 
is doing the same thing and expecting different 

results. Well I’ve been doing the same thing 
and getting better results. I’ll take being 

insane for the moment.
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A s you read this article, you 
may be walking through 
the 2018 Window Film 

Conference & Tint-Off exhibition 
hall, or taking in one of the many 
educational workshops being 
offered this year. Industry events 
are a fantastic forum in which to 
network with colleagues from dif-
ferent locations, learn about the 
market’s newest product offerings, 
and make sure you’re staying on 
top of the latest developments in 
window fi lm. But have you consid-
ered how especially valuable your 
participation in these meetings can 
be…when deployed as a unique 
marketing strategy?

Maximizing your investment in 
professional conferences by lever-
aging them to create a competi-
tive local advantage, is a smart 
and economical way to continue 
to reap the returns. Here are three 
easy ways to get started.

Set yourself apart with a com-
mitment to continuing education. 
By positioning yourself as a leader 
in your fi eld, who is constantly 
striving to stay on the cutting-edge 
of market trends, you have, in 
essence, designed a free differenti-
ator for your company. Turn what 
you learn in seminars into blog 
content or lunch-and-learns with 
your own network. Assure current 

and future clients of your knowl-
edge and professionalism, espe-
cially when such a huge opportuni-
ty still exists to build awareness for 
window fi lm.

Add extra credibility to your 
work by communicating your 
technical achievements. When you 
share that you’re confi dent enough 
in your skills to compete against 
industry peers from around the 
world, your community will take 
note. Enlarge high-quality photos 
from your competition rounds and 
display in the shop, and make sure 
your clients, social readers and 
local media are the fi rst to know 
of any awards you receive. At our 
company we aim to equip our part-
ners with the assets and guidance 
they need to best market their own 
companies and successes–let us 
know how we can help.

Promote your presence at 
events over social media. Not 
only are you delivering unique con-
tent—favored by search engines 
and social platform algorithms 
alike—but featuring your partici-
pation online shows potential cli-
ents that you prioritize the time 
and effort required to further your 
own experience and that of your 
industry. Live-streaming your 
time at a conference also helps to 
engage your Facebook, Instagram 
or Twitter audience in a dynamic 
new way. 

Remember to use any designat-
ed event hashtags so other attend-
ees can easily fi nd your content, 
too. WF

Kendall Combs is the general manager of 
thin films at Solar Gard.

FILMarketing
by Kendall Combs

Three Free Ways to Stand Out
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3 Free Ideas

1 Set yourself apart with a commitment 
to continuing education. 

2 Add extra credibility to your work 
by communicating your technical 
achievements.

3 Promote your presence at events 
through social media. 
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Some of the hardest things in 
business sometimes are not 
about business at all. You could 

have the best profit margins in the 
world, run a financially successful 
business and still have a poor cul-
ture. Having a list of awards on the 
wall is great but it doesn’t mean 
you run a great company. Profit 
is important, of course, but hav-
ing employees that care about the 
company, that support each other 
every day and truly enjoy coming 
to work is the holy grail of business 
success in my world. 

Problem is, it’s hard. Really hard. 
And something that needs atten-
tion every day as you run your 
company. If it was as easy as a 
ping pong table in the office and 
some snacks in the break room 
we would all have great cultures. 
Culture is made up solely of the 
people that exist in that company. 
Culture is also fluid, meaning it 
changes with each addition and 
each subtraction of every employ-
ee. Adding one toxic employee can 
have a rippling effect throughout 
your company. 

There are many things you can 
do to help create a positive culture 
but here are just a few.

Start From the Top
The culture of a company starts 

at the top. If you own your own 
company you are 100 percent 
responsible for the culture that 
exists whether good or bad. That 
means as an owner you have that 
control and the decisions you make 
will shape and define your culture 
for years. The way you treat your 
employees and the tone you set 

will be filtered down and employ-
ees will take cues from how you 
conduct yourself every day. With 
my business model of acquiring 
companies, employees are one of 
the biggest assets. Without getting 
to meet the employees before we 
acquire, understanding the type of 
owner I am working with is crucial 
to making a good deal because 
most of the time a great owner 
means great employees.

Don’t Make Exceptions
Typically when you have a toxic 

employee who is an average work-
er letting them go is not too diffi-
cult. You may have an employee 
who hits it out of the park, whether 

in sales, installation, etc. but he’s 
toxic to the culture of the compa-
ny. Often times toxic employees 
can be overlooked because they 
are bringing the company so much 
in revenue. Although it’s hard and 
the company may take a hit in 
the short term, it is critical that 
the company standards apply to 
all employees regardless of the 
dollars they are producing. Short 
term the company may survive 
but long term it will produce a neg-
ative effect on all the employees 
and ultimately the culture of the 
company.

Stay Positive
When things go wrong in busi-

ness it causes us to react mostly in 
a negative way. Our employees will 
feel that. If employees keep hearing 
negativity without any positivity 
it can cost you a great employee. 
Try to put a positive spin on a 
negative situation. Employees will 
take cues from the leader in these 
situations and everybody will be 
better equipped to handle difficult 
situations down the road.

Striving for a great culture is 
not only the right thing to do but 
it’s also great for business. One of 
my favorite sayings is, “Customers 
will not love a company until the 
employees love it first.”  The cul-
ture of a company will never be 
perfect but being aware of your 
culture, conscious of the tone you 
want to set, and working on it daily 
will help to shape and define your 
culture for the years to come. WF

Matthew Darienzo is the CEO of Solar Art 
in Irvine, Calif.

CultureCorner
by Matt Darienzo

How to Build a Great Culture

Customers will not 
love a company until 

the employees  
love it first.
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NewsPulse
Top Stories from windowfilmmag.com  Edited by Emmariah Holcomb

New Owners Purchase 44 Tools and Performance 
Auto Spa
Performance Tool 
Distributing (PTD), 
known as 44 Tools 

and Performance 
Auto Spa (PAS), has two 

new owners. Bill Valway, owner 
of AP Corp., of Sykesville, Md., 
and Bo Ryan, president and chief operating officer of 44Tools, have joined 
together to purchase PTD of Plain City, Ohio.

 Visit windowfilmmag.com and search the key phrase, “44 Tools” for more 
information.

Guinness World Record 
for Tinting Set
Thousands of car win-
dows are tinted every 
day, but have you ever 
stopped to think about 
how many windows could 
be tinted in an eight hour 
work day? That was the question 
that motivated XPEL and dozens of 
window tinters to set a record in the 
Guinness Book of World Records on 
Sunday, July 29.

 Visit windowfilmmag.com and 
search “Guinness World Record” for 
more information.Businesses Can 

Be Affected 
by Auto Tint 
Laws
Businesses across the country 
can be affected by auto tint laws, 
but the first step is understand-
ing them. The International Window 
Film Association (IWFA) hosted a 
webinar explaining the differences 
between different types of laws and 
how they impact the industry.

 Visit windowfilmmag.com and 
search the key phrase, “Tint Law” 
for more information.

Begin Using This 
Overlooked Google 
Local Marketing Tool

Blogger Patric Fransko 
talks about how busi-
nesses may use their 
Google my business list-
ing, as a valuable tool for 

local marketing. If you do 
not have one of these set up cur-
rently, he recommends doing this  
immediately.

 Visit windowfilmmag.com and 
search the key phrase, “Marketing 
Tool” for more information.

What were WindowFilmMag.com’s top stories since our last issue? 
These were the headlines that grabbed the industry’s attention: 

For the full stories, go to WindowFilmMag.com and enter the keywords 
into the search bar. While there, stay up with all the Window Film News 
by signing up for our free weekly e-newsletter.  WF

Security 
Cameras— 

A Benefit for 
Show Owners

It’s not uncommon for some cus-
tomers to become hesitant at the 
thought of leaving their car at a shop 
overnight. But there’s something 
that more and more shop owners 
have to help them keep an eye on 
things … security cameras..

 Visit windowfilmmag.com and 
search the key phrase, “Security 
Camera” for more information.
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A ccording to a 2016 report 
from the Department of 
Justice, in the United States, 

approximately 1.9 percent (2.6 
million) of all households expe-
rienced a burglary and 7 percent 
(9.3 million) experienced a theft1. 
Approximately 58 percent of bur-
glars use forcible entry to gain 
access through a door or window 
causing an average property loss 
of $2,3612.

There are many safety and secu-
rity window films and attachment 
systems that make breaking and 
entering difficult by utilizing a clear, 
flexible, multi-layer film that helps 
keep the window in the frame even 
when the glass breaks. Recent test-
ing has shown that ne such product 
can deter an unwanted individual 
for as long as two minutes. 

The main purpose of security 
window films is to ensure safety 
by holding the glass together in 
the event of a break-in or severe 
weather. Overall, product selection 
is key, and consumers should pur-
chase security window films that 
are backed by a comprehensive 
warranty, certified installation com-
pany, and trusted manufacturer. In 
order for the films to perform to 
the best of their ability, the cor-
rect installation practices must 
be followed so the window film is 
properly adhered to the window 
surface without bubbles or peel-
ing. Furthermore, the window itself 
must also be crack- and damage-free 
before the installation occurs.

When cared for correctly, the life 
of security films can span up to 20 
years, providing the same strength 
as the day it was installed from 
a performance perspective. The 
timeline of efficacy depends on the 
care and maintenance that the film 
is subjected to on a regular basis. 
To ensure optimal performance 
and increased lifespan, both home 
and business owners should fol-
low proper cleaning practices. 
Once installed, window film own-
ers should refer to the specific 
product warranty for additional 
cleaning and care instructions. So, 
dealers, don’t forget to pass on 
this important information to the 
homeowner or business owner.

As most security window films 
are typically effective for up to 
20 years, they do not need to be 
replaced frequently unless damage 
occurs. However, if the film begins 

to show signs of wear, such as 
peeling from the glass or if bubbles 
appear, it will not perform properly 
and could decrease the film’s pro-
tection properties. If these issues 
occur, the window film should be 
replaced as soon as possible to 
ensure performance. Be sure to 
check with the manufacturers as 
some of these issues are covered 
in the warranty. Moreover, if any 
glass breaks or the film and the 
attachment system separate, the 
security window film should be 
replaced as soon as possible, as it 
is no longer effective.

Hopefully this information helps 
you the next time you are selling 
the benefits of security film for any  
application.  WF

Jake Oberle is the U.S. marketing 
supervisor for 3M Window Film and 
Architectural Finishes.

TintTips
Marketing Advice  by Jake Oberle
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The Shelf Life of Security Films

Security film can last up to 20 years, and it is vital that dealers pass on 
any warranty and all cleaning instructions to the customer.

1.  https://www.bjs.gov/content/pub/pdf/cv16.pdf    2.  https://www.bjs.gov/content/pub/ascii/vdhb.txt
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Avery Dennison – Booth #605

Introducing Vela 
Window Technology

This year Avery Dennison will 
introduce Vela window technology. 
The Dynamic Display System enables 
interior windows to be transformed 
into privacy screens, erasable white-
boards or interactive displays. It 
works by placing a thin, transparent 
fi lm over glass panes, according to 
the company. The Technology can 
be used for home, offi ce, education-
al, hospitality, healthcare or retail 
environments.

The fi lm is designed with a pres-
sure sensitive adhesive on one 
side for a wet application and a 
scratch-resistant coating on the 
other. In the absence of an elec-
trical current, the liquid crys-
tal particles disperse randomly, 
which results in an opaque appear-
ance. Activating the fi lm introduc-
es electricity to it, which caus-
es the liquid crystal particles to 
adjust in a manner that permits 
light to cross the fi lm and results 
in a transparent state.

www.averydennison.com

Madico Inc. – Booth #519

Black Pearl® 
Automotive Film 

Madico Inc. will show off its latest 
addition to its line of automotive 
fi lms, Black Pearl® Nano-Ceramic. 

The new fi lm uses nano-ceramic 
technology to provide up to 87 per-
cent infrared heat rejection, increas-
ing comfort, reducing glare, and 
keeping vehicle interiors cooler. 

It has high conformability for 
easier installations. The fi lm is 
available in different shades and 
holds broken glass together, 
while protecting interior surfac-
es from excessive UV exposure.

www.madico.com 

Lerma Film Crew - Booth #534 

Installations and Project 
Management

Lerma Film Crew 
will tell attendees 
about its services 
including project 
management and 
s t ra tegy -dr iven 
installation. Its 

project management team includes 
veteran managers that help com-
plete more complex installations, 
as well as work to improve the 
company’s overall effi ciency. The 
company says its strategy-driven 
installation process has been effec-
tive since the early ’90s and helps 
to promote Lerma’s quality.

www.lermafi lmcrew.com

PremiumShield—Booth #554

PremiumShield Elite SH 

PremiumShield Elite SH will be 
on display and this is an install-
er-friendly self-healing fi lm featuring 
superb chemical and stain resis-
tance, according to the company. 
It is extremely fl at, glossy and opti-
cally clear with a lifetime warranty.

www.premiumshield.com

at WFCT

Products
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Source One Digital – Booth #401

Two New Custom Window Film Finishes
Source One Digital, the creator and man-

ufacturer of the CreativeFX line of custom 
printed window films, added two new finishes, 
TransparentFX and PrivacyFX. TransparentFX 
turns colors, shades, and fades from soft focus 
to a clearer, see-through like appearance. While 
PrivacyFX are custom designed gradients, 
shades, or fades that provide various textures, 
dusted, or frosted appearances that can be used 
to control light and privacy.  

www.customwindowfilms.com WF
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Rank Company City, State Website Locations 2016 2017

1 Window Film Depot Marietta, Ga. www.windowfi lmdepot.com 26  $8.0  $10.1 

2 National Glazing Solutions 
dba NGS Films and Graphics

Atlanta www.fi lmsandgraphics.com 2  $8.0  $9.7 

3 Campbell Window Film Huntington Beach, Calif. www.campbellwindowfi lm.com 1  $6.0  $6.8 

4 Absolute Perfection Inc. Sykesville, Md. www.apcorp.com 2  $3.1  $5.5 

5 Solar Art* Irvine, Calif. www.solarart.com 5  $5.6  $6.0 

6 Protective Solutions/AutoNuvo Holliston, Mass. www.protectivesolution.com 3  $5.0  $5.3 

7 T&T Tinting Specialists Inc. Honolulu www.tnttinting.com 2  $3.8  $4.7 

8 New York Window Film Co. Farmingdale, N.Y. www.nywindowfi lm.com 1  $4.5  $4.7 

9 ClimatePro Rohnert Park, Calif. www.climatepro.com 3  $3.1  $3.6 

10 SunStoppers Matthews, N.C. www.sunstoppers.com 9  $2.7  $3.0 

11 Eclipse Window Tinting Cincinnati www.321tint.com 1  $2.2  $2.8 

12 Auto Paint Guard Inc.* Tampa, Fla. www.autopaintguard.com 1  $2.4  $2.6 

13 Advanced Window Solutions Cortlandt Manor, N.Y. www.advancedwindowsolutions.com 1  $2.0  $2.2 

13 The Tint Guy Window Tinting* Atlanta www.thetintguy.com 1  $2.1  $2.2 

14 Advanced Film Solutions Lutz, Fla. www.advancedfi lmfl .com 1  $1.6  $1.8 

15 Advanced Tint Co./
RPM Superstore

Richmond, Va. www.advancedtint.com 2  $1.3  $1.5 

* Company did not release 2017 revenue numbers so this is WINDOW FILM magazine’s estimate of 2017 revenue.

the

TO EMULATE

T&T Tinting, number 7 on the list, has 51 percent 
of its business coming from automotive jobs such 
as this one.
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I
f the revenue posted by WINDOW 
FILM magazine’s 2018 list of Top 
Dealers is any indication, the 
window film industry continues 
on its trajectory of growth. In 

fact, we expanded our list this year 
from 10 to 15 companies, as there 
were additional dealers posting 
impressive numbers. 

Marietta, Ga.-based Window Film 
Depot, which has 26 locations, took 
the number one spot this year with 
$10.1 million in revenue in 2017. 
National Glazing Solutions, locat-
ed in Atlanta and with two loca-
tions, was second in revenue with  
$9.7 million.

Eleven of the top 15 dealers 
increased sales by at least 10 per-
cent. Absolute Perfection saw the 

largest increase—77 percent—by a 
large margin.

Four others—Eclipse Window 
Tinting, Window Film Depot, T&T 
Tinting Specialists and National 
Glazing Solutions—increased reve-
nue by more than 20 percent.

Overall sales among the top 
dealers increased 17 percent. By 
application, growth was relative-
ly consistent among all segments. 
Commercial work increased 18 per-
cent, followed by residential (16 per-
cent) and automotive (15 percent).

The list includes two first-timers, 
both heralding from the South—
SunStoppers and Advanced Tint Co. 

Last year, WINDOW FILM featured 
a group of companies that experi-
enced rapid growth. A few of those 

made the move to our top 15 in 
2018, and those are noted in our 
chart. 

All of the dealers were selected 
based on their self-reported 2017 
sales. A few companies did not 
confirm their figures, and WINDOW 
FILM estimates those numbers 
based on overall industry growth. 
Those companies are denoted by 
an asterisk next to their listing.

If you think your company may 
qualify as a top dealer, contact Tara 
Taffera at ttaffera@glass.com to be 
considered for next year’s list.

We have also compiled some top 
projects from three of our top dealers. 
So check those out in the following 
pages.

2018’s Top Window Film Dealers
by Tara Taffera

Years in biz Employees % Commercial % Residential % Automotive 2017 Rank % Change 16-17

27 35 90% 5% 5% tied for 1 26%

9 26 100% 0% 0% tied for 1 21%

31 35 75% 25% 0% 2 13%

17 28 35% 15% 15% 7 77%

34 29 85% 15% 0% 3 7%

19 40 10% 15% 75% 4 6%

36 30 29% 20% 51% 6 24%

28 24 75% 25% 0% 5 4%

39 16 60% 40% 0% 8 16%

12 19 0% 25% 75% first timer 11%

24 13 15% 20% 65% 10 27%

18 7 0% 0% 100% 9 8%

24 8 90% 10% 0% 1 in rapid growth 10%

32 13 35% 20% 46% 10 in rapid growth 5%

11 10 52% 35% 13% 9 in rapid growth 13%

33 14 15% 15% 70% first timer 15%

continued on page 22



15 TO EMULATE 
continued from page 21

Campbell Window Film
Huntington Beach, Calif.

Top: Campbell Window Film offers residential installations 
utilizing its solar control and daytime privacy films.
Window Install: Campbell says Jorge Diaz, is one of the company’s 
best installers, and has been with them for more than ten years.
Truck: The company’s employees stay busy driving its trucks to 
various locations to perform a variety of tint jobs. 
Bottom: Campbell Window Film installed its products 
on the City National Plaza in Los Angeles.

continued on page 26
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INFRARED HEAT 
REJECTION

98
UP TO

%

COME SEE OUR BOOTH AT THE 
INTERNATIONAL WINDOW FILM CONFERENCE

SEPTEMBER 27-29, 2018 SAN ANTONIO, TX

UP TO 98% IR REJECTION

SUPERIOR SCRATCH COAT

EASY TO HEAT SHRINK

TRUE BLACK WINDOW FILMS  
AVAILABLE  VLTS 5% to 70%

The latest multi-layer nano-ceramic 
automotive window tint by XPEL. 
Multiple shades available from 5% 
to 70% visible light transmission 
blocking up to 98% of infrared heat 
with a transferable lifetime warranty. 

A U T O M O T I V E  W I N D O W  T I N T

WWW.XPEL.COM  |  SUPPORT@XPEL.COM

PERFORMANCE REDEFINED.

CALL 1-800-447-9928 
GET YOUR FREE SAMPLE OF PRIME XR PLUS

XPEL VISION offers a variety of solutions 
from highly reflective dark shades to nearly 
transparent solar films, as well as security, 
anti-graffiti, and decorative films. For more 
information visit XPEL.COM/VISION.

W I N D O W  F I L M S

R E S I D E N T I A L 
C O M M E R C I A L

Diamond Sponsor of the 2018 International Window Film Conference and Tint-Off™







15 TO EMULATE 
continued from page 22

Top: Four of these race cars are wrapped in 
XPEL’s paint protection film, and were part of 
the recent Gold Rush Rally.  
Middle: The SunStoppers team in Charlotte, 
N.C., after setting a Guinness Book World 
Record for most car windows tinted in a day. 
Bottom Left:  The Monster energy car, driven 
by Kurt Busch, was wrapped in paint protection 
film by XPEL and then wrapped with 3M satin 
black with graphics tinted with XR plus film. 
Bottom Right: A SunStopper installer works on 
an architectural job for a national retailer. 
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SunStoppers
Matthews, N.C.
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T&T Tinting Specialists Inc.
Honolulu, Hawaii

15 TO EMULATE 
continued from page 26
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Top:  The majority of the T&T Tinting Staff at the company’s main/airport location. Middle Left: The Classic 1965 
Ford Cobra, installing LLumar Self-Healing PPF to the front facing painted surfaces to protect custom paint job.  
Middle Right:  T&T offers various tropical glass graphics, and this install is a popular one that was installed at the 
Hale Koa Hotel, Waikiki Hawaii. Bottom: New 2018 Porsche S in for FormulaOne Stratos Ceramic Film, AIR 90 
on the front windshield and LLumar Self-Healing PPF for entire front clip.                                                         WF
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T
he International Window Film Conference and 
Tint Off (WFCT) has a multitude of ways for 
industry members to improve their craft—
something crucial for companies to thrive and 
improve their business. You can watch the 

multitude of competitions taking place on the show 
fl oor--automotive, architectural, paint protection fi lm 
and customer service. You can talk to exhibitors about 
the latest products they have to offer, and even inquire 
about future developments. You can attend no less 
than 16 seminars over the course of two days. There 
are so many more educational and networking oppor-
tunities so look at the next several pages and map your 
show strategy to get the most out of this event. 

Study Your Sponsor List
Your plan of attack for what companies to see should 

include a look through the list of sponsors on pages 
32 and 33. If you are looking for a sampling of some 
of the new products on display, turn to page 18 to do 
your research. The sponsor list includes returning and 
new companies such as SoakShield, MotoShield Pro, 
Armolan USA, HEXIS® and Fusion Tools. If you aren’t 
familiar with these companies, you will defi nitely want 
to make a stop at their booth. 

Fusion Tools will showcase its full product line, and 
release some new products at the show—some of 
which they use in their own tint shop. 

“Our goal as a company for the past couple of 
years has been to offer more support and edu-
cation to the industry,” says Jordan Campbell, 
vice president. “It’s truly our passion to help 
our clients and peers grow and succeed. We feel 
that education in the industry is vital and that 

the WFCT is important because it helps bridge the gaps 
between installers, distributors and the public.”

Watch, Listen and Learn
With every year there are new and returning individ-

uals in the competitions, and all are equally as excited 
and likely a little bit nervous. And the competitors 
hail from across the globe. One of those returning to 
the PPF competition is Phuong Tran from The Tint 
Studio in Alberta, Canada. 

“Competing, in my opinion, keeps me in check,” he 
says. “It lets me know that there is always room to 
improve. There is always something new to learn and it 
gives you a whole new perspective on your own skills.”

He has high hopes for his chances to make it to the 
fi nish line. “I’m looking forward to doing well in the com-
petition and hopefully make the top three,” he says.  

And competing isn’t the only reason to attend for 
Tran. “Besides learning from the competition, you get 
to meet new installers and like-minded people in the 
same industry,” he says.

Christian Carvalho, from Film Star in Brazil, is mak-
ing a return, but is also a newbie of sorts. This will be 
his fourth time competing in the automotive division 
but his fi rst time in the 
architectural category. 

continued on page 32

Shuttle Service
For a full shuttle schedule avail-

able from host hotels to the Henry 
B. Gonzalez Convention Center visit 
https://windowfi lmmag.com/wfct/pdf/Online_Bus_Schedule_Final.pdf

No Better Place Than at WFCT

The International Window Film 
Conference and Tint-OffTM

Up Your Game



Learn from Two Dynamic 
Keynote Speakers
Richard Rawlings
Host, Fast N’ Loud
Moderated Q&A: Running 
Your Business Loud and Fast
Thursday, September 27 • 11:15 a.m. – 12:15 p.m. 
Meeting Room 214C

Join us as Richard Rawlings, the host of the wildly 
popular Fast N’ Loud on the Discovery Channel and 
owner of Gas Monkey Garage in Dallas, provides an 
amazing session at WFCT 2018.

A true entrepreneur, Rawlings started with nothing 
but a vision based on his passion for cars and has 
since grown his Gas Monkey Garage, which includes 
its full service car restoration business and serves as 
the home base for his fl agship show on Fast N’ Loud 
on Discovery Channel. On his show, Rawlings search-
es the far fl ung corners of Texas and surrounding 
states for forgotten and derelict classic cars to buy 
and restore at his famous Dallas garage. His other 
shows on Discovery include Misfi t Garage, Garage 
Rehab and Demolition Theater. Additionally, his Gas 
Monkey Garage brand includes restaurants, a live 
music venue, Gas Monkey Garage apparel, its own 
brand of tequila and an energy drink. Rawlings also 
has a number of corporate partnerships including 

Dickies, Havoline and Advance Auto Parts.
Rawlings is a veteran of transcontinental road 

rallies, winning the Gumball 3000 and the Bullrun—
twice. He is the current world record holder in the 
Cannonball Run and was even recognized by Jay Leno 
for this achievement. He broke the record that stood 
since 1979, covering 2,811 miles from New York to Los 
Angeles in 31 hours and 59 minutes, with an average 
speed of 87.6 miles per hour.

Prior to his success with his TV shows and car res-
toration business, Rawlings held down several jobs 
which allowed him to pursue his passion for cars. 
He was a fi refi ghter, police offi cer and paramedic, all 
before he was 21 years old. He eventually left those 
jobs to start his own business, building a printing and 
advertising company from the ground up. He later 
sold this business to establish Gas Monkey Garage. 
This is your chance to ask Richard questions during 
this extended Q-and-A conversation. 

Michael Robinson
The Future of 
Automotive Design
Friday, September 28
11:00 a.m. – 12:00 p.m. 
Meeting Room 214C

Mr. Michael Robinson is the CEO 
and design director at ED Design srl 
in Torino, Italy where he is working 
on intelligent glass inside the vehicle. 
In his speech he will review how intel-
ligent glass will infl uence society in the 
next 25 years and how vehicle design 
will change. During his illustrious 
career, Michael has served 
as a design director at 
Bertone, Fiat and Lancia.
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Top Retailers Ambassador  Lounge 
sponsored by Lerma Film Crew

Be sure to stop by the Top Retailers Lounge located in 
booth 450 to have a cup of coffee and meet one of the 
country’s top retailers. Throughout the show, different 
top dealers will serve as ambassadors and spend time 
in the lounge to visit and chat. 
So feel free to stop by this 
center of industry knowledge, 
sponsored by Lerma Film Crew.
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DIAMOND PLUS 

DIAMOND

PLATINUM PLUS             

GOLD/RUBY                                                            SILVER/SAPPHIRE

BRONZE/EMERALD

COPPER/OPAL

COBALT/TOPAZ

Armolan® Window Films
Autel

Bosch Automotive Service Solutions
BSG Auto Glass Co., Ltd.

44Tools
AGRRTM magazine
A.N. Designs, Inc.
Apollo Window Film
Arney’s Solo Installation Tool
asTech
Auto Glass Safety CouncilTM (AGSC)
Benson Autoglass
Burco, Inc.
Clean Plus, Inc./CPI Divisions
C.R. Laurence Co., Inc.

Creative Extruded Products, LLC
Deco Film Depot
Delta Kits Inc.
Diatech, Inc.
DINOL
Duncan Systems, A Lippert
   Components Company
DuraShield Paint Protection Films
Dynamic Glass Products, LLC
Extractor
Eye Magnet Management

GGG
Glass.com® Inc.
Glass Doctor
Glass Magic Professional
Glass Mechanix Solutions
GTS Services
GT Tools
Gyroton Technology Inc.
IBS Software
Independent Glass Association (IGA)
Lil Buddy

The International Window Film 
Conference and Tint-OffTM
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 PLATINUM                                         

 

Christopher Ligori & Associates
Equalizer®

Lerma Film Crew
Solar Control Films, Inc.

Mainstreet Computers Inc.
Mantaline Corporation
Marcy Adhesives
Meritool LLC
Mitchell International (NAGS)
Mopar/FCA US LLC
MotoShield Pro
National Glass Brokers
National Windshield Repair 
   AssociationTM (NWRA)
NewVision Films

NiRoll Lighting
Precision Replacement Parts
PremiumShield
Quest Software Inc.
Scorpion Window Film
SoakShield
Solar Gard®

Sonoco Plastics
Source One Digital
Spray-X
Sunroof Express Inc.

Teel Plastics Inc.
VEGO, Inc.
Verax Chemical Company
Vetrilite
Vision Quest
Wintech Window Films
WRD Glass Tools Inc.
Yih-Tair Industrial Inc./FlexLine®

Thank You to Our Sponsors

*As of August 28. Please visit 
www.wfctevent.com for current 
list of all our sponsors.
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Thursday, September 27

8:15 a.m. – 8:45 a.m. 
WFCT Opening Session and Window Film 
Hall of Fame Induction Ceremony
Meeting Room 212

Come for an overview of all that the International 
Window Film Conference and Tint-Off has to offer, 
along with an update from WINDOW FILM magazine 
about the state of the industry. Then the newest mem-
ber will be announced and inducted into the Window 
Film Hall of Fame, the industry’s highest honor.
Speakers: Debra Levy, Tara Taffera and Casey Flores 
of Key Media & Research and WINDOW FILM magazine.

8:45 a.m. – 9:00 a.m. 
Tint Talk: Travis Smith 
Meeting Room 212

9:00 a.m. – 2:15 p.m. 
The “Wow” Summit: Peer Learning at Its Best
Meeting Room 212 unless noted otherwise

Join us for an amazing day of education—taught by 
the people who know how to run successful window 
fi lm companies best. Owners and managers from the 

top retailers in the country are sharing their ideas, 
experiences and secrets for success with you. Don’t 
miss this amazing chance to learn from people who 
know exactly what it takes to grow a successful fi lm 
company.

9:00 a.m. – 9:30 a.m. 
Future Shock: The Coming Changes 
in the Window Film Industry

This timely session will provide an overview of 
the changes you’ll face in the window fi lm industry 
in the years ahead. You’ll learn not only what those 
changes are but how you can position your company 
for growth in some ways and protect your company 
in others. 
Instructor: Patrick Coyle, co-founder, NGS.

9:30 a.m. – 10:15 a.m. 
Growing a Successful Security Film Business

No segment of the industry is faster growing than 
security fi lm, yet it is a business that dealers avoid. 
This session will remove the myths around security 
fi lm sales and show you steps to take to grow that 
business segment. You’ll learn how to approach cli-
ents, clearances you need and more. Learn how to 
grow your security fi lm business.

“I decided to compete the fi rst time to meet the 
quality level of the participants of the various coun-
tries, to learn new techniques and see the products 
that arise year after year,” he says. “I decided to return 
this year because I learned a lot seeing the older com-
petitors with their techniques and tools. This year I 
hope to see the friends I made in the past years.”

WFCT continues to expand each year and 2018 is no 
exception, as organizers added a new competition this 
year: World’s Best Customer Service Representative 
(CSR). Weatherly Mattie, customer service specialist, 
U.S. Film Crew will be one of those vying for the prize.

“I chose to compete in the CSR competition simply 
because I love my customers,” she says. “I love meet-
ing them, hearing their stories, and I love helping them 

fi nd solutions to what they are looking to accomplish 
with window fi lm. In business, to me, customers are 
everything because without them, we have nothing. 
I look at them as a part of our crew and want to pro-
vide them with an exceptional experience from start 
to fi nish. I am always looking to grow and improve, so 
I fi gured the CSR competition would be a fun and cre-
ative way to test my skills and gain feedback on areas 
I need to work on.”

She is also looking forward to meeting new people 
and building industry relationships. 

“It’s also a great time to build my personal knowl-
edge of the industry through the classes and semi-
nars,” says Waverly. “I will defi nitely be taking advan-
tage of those resources that are made available.”

Educational Seminar Line-Up

The International Window Film 
Conference and Tint-OffTM
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Instructor: Brad Campbell, president of Campbell 
Window Film of Huntington Beach, Calif., one of the 
largest security fi lm dealers in the country and Mike 
Feldman, president of Advanced Film Solutions in Port 
Richey, Fla. 

10:15 a.m. – 10:30 a.m.  
Break

10:30 a.m. – 11:00 a.m.  
Profi t from the Power of PPF

Paint protection fi lms (PPF) burst on the scene a 
few years ago and many fi lm dealers have successfully 
integrated PPF into their offerings. If you are consider-
ing adding PPF to your product line, this session will 
help you understand what it takes to do so success-
fully. And, if you are already in the PPF business, you 
will learn how to grow it more effectively and quickly.
Instructor: Chris DiMinico, president, Protective 
Solutions/AutoNuvo, Holliston, Mass.

–CONCURRENT WITH–
10:30 a.m. – 11:00 a.m.  
Decorative Update
Meeting Room 213 B

Decorative fi lm encompasses so much more than 
you may think and its possibilities are endless. Come 
hear one of the most successful dealers in the country 
explain the trajectory of decorative and how to “blow 
it out” way beyond what your expectations for sales 
and profi t are. Diversifi cation will also be discussed.
Instructor: Bill Valway, CEO of Absolute Perfection 
Window Tinting, headquartered in Sykesville, Md .

11:15 a.m. – 12:15 p.m. 
Richard Rawlings (See keynote on page 31)
Meeting Room 214C

12:15 p.m. – 1:15 p.m. 
Lunch on your own

1:30 p.m. – 1:45 p.m. 
Tint Talk: Sergio Shmilovitch 

1:45 p.m. – 2:30 p.m. 
Getting the Most from Your 
Manufacturer Relationships

The owner of one of the largest window fi lm compa-
nies in the country discusses how you can best work 
with your suppliers to advance both your business 
and theirs. He discusses how to leverage manufac-
turer literature and other marketing aids, how to take 
advantage of advertising allowances, co-op programs 
and much more. You won’t want to miss this session.
Instructor: Steve Pesce, owner, New York Window Film 
Company, Farmingdale, NY.

Friday, September 28

7:30 a.m. – 8:30 a.m.  
The Telephone Doctor: Turning 
Price Shoppers Into Sales
Meeting Room 214C

It may seem like it’s all about price, but it’s not. Your 
potential customers ask you about it because they 
don’t know what else to ask. This workshop will teach 
you how to overcome price objections and change 
the conversation to what’s really important in window 
fi lm and PPF applications. Find out that when price 
shoppers understand what’s important, they choose 
YOU!
Speaker: Nancy Friedman is one of the country’s fore-
most experts on customer service, communications and 
telephone skills and the president of Telephone Doctor 
in St Louis, Mo. 

IWFA Education Day
Seminars are sponsored and the content provided 
by the International Window Film Association.
Meeting Room 212 (all IWFA sessions)

8:30 a.m – 9:45 a.m. 
Utilizing QuickBooks

This session is for everyone, whether you are a long 
time user or new to the software, you will learn to take 
QuickBooks accounting software to the next level. Use 
it as a platform for your entire window fi lm business 
by taking advantage of the point of sale, inventory 
tracking and appointment scheduling tools. A ques-
tion-and-answer session will follow. 
Instructor: QuickBooks trainer Charlie Perrin of 
MFCPATX in San Antonio, Texas.

9:45 a.m. – 10:45 a.m. 
Taking Content to the Customer

Learn not only what materials and communication 
channels are available and being used on a national 
or regional basis by the International Window Film 
Association, you will also be shown how you can 
either use these directly in your local marketplace or 
tie in your local promotion to that being done on a 
larger scale. See what your industry association has 
ready for your use today and become a part of a larger 
marketing campaign. 
Instructors: Erin Vadala, senior vice president of 
Warner Communications, public relations fi rm for the 
IWFA and Constance L. Barrera, owner of Momentum 
Administrative and Marketing Services, Inc. Her compa-
ny currently manages the IWFA dealers and distributors 
media platform.

continued on page 36



36 WINDOW FILM www.windowfilmmag.com

11:00 a.m. – 12:15 p.m. 
IWFA Update

There is a lot happening in the window fi lm indus-
try. New tint laws taking shape, new opportunities 
for window fi lm use in various markets, and trends 
in building codes and practices which can impact 
our industry for the future. From getting window fi lm 
approved for use on large trucks to making sure that 
fi lm is considered for the appropriate use in school 
and government projects, there are many areas where 
the International Window Film Association is working 
on behalf of you and the industry, many times behind 
the scenes.  Learn about the programs already under-
way and others which will just begin this coming 
year.  Come develop a greater understanding of just 
what these activities can mean for your local business 
efforts, both today and tomorrow.  
Speaker: Darrell Smith, executive director of the 
International Window Film Association. Darrell has 
been in the window fi lm industry for more than 36 years. 
And he has authored or co-authored many of the generic 
educational materials used for industry training and for 
consumer information purposes.

1:15 p.m. – 2:30 p.m. 
Window Film Dealer Panel

No one understands your issues better than other 
dealers and the ones here will be discussing their per-
sonal experiences. Connect with fellow dealers and 
discuss the challenges for your business.  Come listen 
and learn from select industry leaders with expertise on 
topics relating to window fi lm.  These panel members 
will lead discussions and take questions from attendees.
Speakers: for automotive: Jeff Cipolla of TintToU, 
Orland Park, Ill.; for architectural: John Parker of 
National Security and Window Filming Chicago; for PPF: 
Brodie Mathews of Deco Window Tinting in Denver, Col.

Saturday, September 29

7:00 a.m. – 7:45 a.m. 
Morning Coffee with …. Dustin 
Anderson of HGTV’s Fixer Upper
Meeting Room 214C

Long before he was Chip and Joanna Gaines go-to-glass 
guy on the HGTV show Fixer Upper, Dustin Anderson 
opened his own glass company in Waco, Texas, and 
he’s been facing the same struggles you do. Dustin 
has a strong passion for young people who enter the 
trades and will share with you his strategies for helping 
advance the glass industry as a noble profession, while 
fi nding qualifi ed workers. He will also share some stories 
from how he got to be on HGTV and what it’s been like 
for him since and how he works with designers.

Speaker: Dustin Anderson, owner of Anderson Glass in 
Waco, Texas, and a spokesperson for Glass.com®. Dustin 
has been in the glass industry since he could walk and he 
and his brother bought Anderson Glass from their father 
in 2001. He is probably best known for providing the glass 
and glazing services on the HGTV show Fixer Upper. 

8:00 a.m. – 8:30 a.m. 
Managing a Successful Window 
Film Business Long Term
Meeting Room 212

Getting up early is more than worth it for the ideas, 
tips and pointers you’ll receive from one of the coun-
try’s most successful fi lm company owners who has 
made educating his fellow fi lm company owners his 
mission. You’ll learn how to manage your business 
well, when and how to grow it—and when not to.
Instructor: Chris Robinson, founder and CEO of The 
Tint Guy Window Tinting, based in Atlanta. 

8:30 a.m. – 9:00 a.m. 
Selling to Architects and Designers
Meeting Room 212

Architects and designers are among the most dif-
fi cult customers to gain, but once you have a good 
working relationship, you become their resource for 
all things fi lm. This class will explain the steps you’ll 
want to take to develop that good working relation-
ship that will expand your business exponentially.
Instructor: Gregg McKay, president of NuVue Window 
Film, based in Escondido, Calif.

9:00 a.m. – 9:30 a.m. 
Grabbing the Higher End
Meeting Room 212

Repeat high-end work—whether residential or auto-
motive—is among the most diffi cult to get, maintain 
and cultivate. It’s also among the most lucrative work 
you can do. Our instructor has made a career out of 
“going high” and cultivating high-end customers and 
jobs. Come fi nd out how he did it and how you can too.
Instructor: Richard Puthoff, owner of Eclipse Window 
Film in Cincinnati, Ohio, and a WINDOW FILM magazine 
top retailer.

9:00 a.m. – 10:00 a.m. 
Being the World’s Best CSR and First-Ever 
Window Film CSR Competition 
Meeting Room 213A

Customer service reps (CSRs) are the heart of any win-
dow fi lm company. They are the fi rst people a customer 
talks to and can make or break a company’s bottom line. 
Don’t miss this fi rst-ever Window Film Customer Service 
Representative Competition Finals.                           WF

The International Window Film 
Conference and Tint-OffTM



*Certain restrictions apply; see an authorized dealer for warranty details.**Limit one sample roll per dealer. Available while supplies last.
©2018 Eastman Performance Films, LLC. Brands referenced herein are trademarks of Eastman Chemical Company or its subsidiaries. The ® symbol denotes registered trademark status in the US;  

marks may also be registered internationally. All other trademarks are the property of their respective owners.

OUR NEW PLATINUM PAINT PROTECTION FILM HANDLES  
ANYTHING YOU CAN THROW ITS WAY!

INVESTING IN PRODUCT INNOVATION

Make sure you’re ready to help protect your customers’ vehicle from whatever surprise the road throws their way.  
And to help promote Platinum PPF to your customers, new point-of-sale materials, self-healing demo units,  

videos and social media content are now available. Haven’t tried Platinum PPF?

CALL TODAY TO GET YOUR FREE 10’ X 24” SAMPLE ROLL!**

800.851.7781

Diamond Plus Sponsor of the 2018 International Window Film Conference and Tint-Off™
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It’s impossible to venture far 
without seeing decorative win-
dow fi lm. Large chain stores 

have incorporated them into their 
designs for years, but now it’s not 
uncommon to see specialty and 
custom decorative fi lms in offi c-
es, the hospitality industry and 
homes.

Experts agree—there has been 
an increase in demand for deco-
rative window fi lm in the past few 
years, especially with the use of a 
wide variety of colors.  What made 
consumers shift into this market 
segment now?

BEING SEEN
Being well-known, seen and eas-

ily recognizable are things that all 
businesses strive for. And now a 
vast amount of industry owners 
take advantage of both customiz-
ing the outside and inside of their 
company. One common way they 
do this is with bold and distinctive 
colors.

“When businesses use decora-
tive window fi lm, branding has a 
lot to do with it. The fi lms help 
establish the overall culture in a 
space,” Zoilo Centeno, owner of 
VEGO Inc. says.  

Companies aren’t the only ones 
taking advantage of what colorful 
decorative fi lm has to offer; it’s 
even becoming more popular on 
the residential side. 

“People are just getting into 
more artsy and decorative designs, 
it could be because they’ve seen 
businesses do it for such a long 

time. The main difference between 
then and now, is that it’s gotten 
easier to produce, distribute and 
install custom colorful designs in 
decorative fi lm,” Richard Purdam, 
Solar Graphics owner, says. 

There are also more unique col-
ors available now that were not 
available years ago.  “My company 
has many different shades of pop-
ular colors like blue and green, it 
helps us create custom colors and 
effects for our clients,” Purdam 
says. “There was one time where 
we did a whole room in magenta, 
yes all pink—when the sun came 
into the room people could barely 
open their eyes because the color 
was that strong.”

The hospitality industry is also 
weighing in on this form of color 
customization.  “A lot of older plac-
es are getting renovated on the 
hospitality side, and they can’t 
have shabby surfaces or an over-

all dull appearance because that 
weakens the overall experience 
their guests have with them,” says 
Centeno.  Having lackluster colors 
won’t have the same positive effect 
on guests as bright and vibrant 
colors do. 

“I think whether it is your home 
or your business using color lets 
people personalize their space,” 
says Mike Pisano, president of Lux 
Graphic Imaging.

BRANDING
If you can draw someone into a 

business and have a colorful image 
or look associated with it, the 
owner has a greater chance of get-
ting customers.  Even the slightest 
color or shading details on glass 
can make even a once average 
space memorable. “Fun, vibrant 
and interesting windows draw cus-
tomers in, so one of the goals is 
to make storefronts look like bill-

Standing Out – How Decorative Window Film Steps In
by Emmariah Holcomb

Even the slightest color or shading details on glass can make a once 
average space memorable.
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boards to gain and 
maintain customer 
interest,” Purdam says.

“More businesses are 
choosing frost designs 
to start off, but when we 
come in we can custom-
ize it by incorporating the 
company’s logo into it. Just 
a simple change with shad-
ing and hues can make a 
room or an offi ce space 

unique,” Centeno says. 
It’s also common to see large 

retail chain stores and smaller 
businesses use several colorful 
decorative fi lm overlays per year. 
Seasonally changing the look of the 
store gives a fresh image for its cus-
tomers and clients.  “Another big 
benefi t to having this type of fi lm is 
the ease for remodels; there’s real-
ly no disadvantage,” Pisano says.

DURABILITY
Being seen and remembered 

aren’t the only main factors asso-
ciated with colorful decorative 
fi lms; the overall strength plays 
a large role as well. When creat-
ing and installing colored window 
fi lm began, it wasn’t uncommon to 
need a replacement fi lm, or have 
it redone after just a few years.  
Now however, a person can get a 
custom project and have it last for 
decades without its colors getting 

It’s common to see businesses use several colorful decorative film 
overlays per year.

All Photos Except Otherwise Noted: 
LUX Graphic Imaging   
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ruined. “You can expect a longer 
life from the colors and overall 
window fi lm because the materi-
als are made so much better, and 
since they’re built to last, more 
people are getting interested in it,” 
Purdam says.

Where the personalization takes 
place dictates what coatings should 
be used. For example, a customer 
that is focusing on their business 
exterior might be interested in a 
darker color and tint that absorbs 
heat to help regulate the tempera-
ture inside as well as being energy 
effi cient. “We have church windows 
that still look as good now as they 
did when we fi rst installed them 27 
years ago,” Purdam says.

Conversely a person who has 
mainly focused on interior work 
could choose something that is 
a softer color and less prone to 
scratches.  

SURVIVING 
The shift in using more custom 

colors has many installers and 
manufacturers actively trying to 
keep up with change in order to 
last in decorative window fi lm. 
“Sometimes you have to change 
your product and adapt with the 
times in order to survive in the 
business,” Purdam says.

The quicker a company can 
adapt, the easier it is for it to get 
and keep clientele. “Once some-
one asks you to start customizing 

colors and designs, the customer 
is yours because it’s much harder 
for competitors to recreate what 
you’ve already made,” Centeno 
adds. 

Surviving is only one part of 
continuing in the industry, you also 
need to be motivated. “One of my 
goals is to do more custom colors 
for buildings in the future,” Purdam 
says. WF

Emmariah Holcomb is the editorial 
assistant for WINDOW FILM magazine. 

continued from page 39

Being seen isn’t the only main factor associated with colorful decorative 
films; the overall strength plays a large role as well.
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FilmStars
Installer Profiles  by Emmariah Holcomb
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There can be an endless 
amount of things a person 
loves or cherishes through-

out their lifetime. Whether it be 
memories, friends or even a child-
hood pet, there are bound to be 
things that are near and dear to 
every person. For Garret Hollis his 
two loves are simple—family and 
travel subbing.

A Sub’s Start
Sub is short for subcontractor 

and travel sub, in this context, 
is someone in the window film 
industry who travels from city 
to city for work. “I have a lot of 
friends in other towns and cities 
because of my job, and when they 
want to get stuff done, they’ll just 
give me a call and see if I can 
help them out on their project,” 

Hollis says. Though he spends 
his time traveling for work now, 
this isn’t how he started. Hollis 
began working as a window tinter 
and has spent nearly 15 years 
tinting before becoming a travel 
sub three years ago. 

“I remember when I was living 
and working in California, things 
were going well,” Hollis says. 
“Then my wife and I had our 
second child. I knew it was time 
to move back home,” he adds. 
Things took off after he and his 
family moved back to Mississippi.  

Work came in and remained 
steady.  

“Right now the companies I 
do work for cover my travel and 
expenses. If there was a time where 
I had to pay out of pocket up front, 
I would get reimbursed by them,” 
Hollis says.

A Family Man’s Balancing Act
It’s not always easy balanc-

ing two things you’re deeply 
passionate about. Time manage-
ment and constant communi-
cation were crucial pieces for 
Hollis and his family because 
no two work projects are the 

Two Loves: 
Family and 
Travel

Garret Hollis

Garret Hollis and a few projects he’s worked on while traveling. From 
left: the Grand Buffet at the Ameristar Casino in Vicksburg, Miss.; the 
Mississippi Civil Rights Museum in Jackson, Miss.; the Westin Hotel in 
Washington, D.C.; and the Ameristar Casino. 

continued on page 44





same. “My time really depends 
on the project, I just finished 
an eight month job in Dallas,” 
Hollis says. He drove back home 
on his off days during this proj-
ect to spend quality time with 
his wife and children, but it did 
take a lot out of him. “I won’t be 
taking another job for a while … 
especially because I’ll be in San 
Francisco for two weeks next 
week to work again.” 

Travel subbing and being 
on the road for days, weeks or 
even months at a time can make 
a person see what takes priority 
in his or her life, but for Hollis 
family time always remains on  
his mind. 

“I really do try to take some 
time off in between different 
projects just to spend time with 
them. When I’m away, my family 
gets hit hard because the kids 
know I’ll be gone for a while 
and my wife becomes a single 
parent until I come back. I know 
it’s hard on her with two young 
kids by herself having to balance 
them, work and me,” he says.

Juggling schedules got bet-
ter after a few long trips away. 
“My wife stayed at home for 
a while because it was easier 
that way, but now she’s working 
again and balancing everything  
is hard.” 

Speaking with his children and 
wife helped them connect as a fam-
ily—the more they kept the lines of 
communication open the less far 
away he felt. 

“No matter what, I put my family 
first. If it came down to it I know I 
can always find work anywhere at 
any time,” Hollis says. “For me it 
isn’t about the paychecks you get, 
sometimes it’s just about being 
able to see those first moments 
your kids have.” 

The Art of Travel Subbing
The concept appears simple. A 

person gets a call for a job in a dif-
ferent city and he or she goes there 
to work. The benefits can be eye 
opening for the tinter. “I’ve been 
able to see a lot of the country I 
wouldn’t have been able to see 
without being in this line of work,” 
Hollis says. 

Of course there are always plac-
es that remain high on the list. “I 
love being in Cali and D.C., there’s 
just something about all of the his-
tory you get from Washington and 
the views are always nice and out 
of this world in California, not to 
mention it’s pretty perfect weather 
all year round,” he adds.

“I’ve done this for about 15 years 
and I love it, before this I never liked 
anything enough to stick with it … 

and I’ve had a lot of other jobs. I 
really like the fact that not everyone 
can do the jobs that I do—I can’t 
imagine stopping,” Hollis says.

Advice for Future Subs
After spending years traveling, 

meeting new people and growing in 
his craft Hollis as a piece of advice 
for those thinking about their start 
as a travel sub. “For someone who 
doesn’t have kids you’ll see the 
country and make good money 
fast,” he says. “If you have kids or a 
growing family it’ll be a little tricky 
to balance everything, but if it’s 
your passion it’s well worth it.” WF

Emmariah Holcomb is the editorial 
assistant for WINDOW FILM magazine. Reach 
her at eholcomb@glass.com, and follow 
her on Twitter @WindowFilmMag.

FilmStars
continued

Hollis and David Wright, of A Shade Cooler working on the Westin hotel 
in D.C.
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DISTRIBUTORS
Architectural Film

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

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

Automotive Film

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

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

Lerma Film Crew
4090 Old William Penn Hwy    
Pittsburgh, PA 15235
833/537-6232
www.lermafilmcrew.com

MANUFACTURERS
Architectural Film

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

Avery Dennison
4010 La Reunion Pkwy.
Ste. 100
Dallas, TX 75212
800/660-5559 
fax: 214/351-5835
www.hanitatek.com

Madico®, Inc. 
2630 Fairfield Ave. South
St. Petersburg, FL 33712
727/327-2544
888/887-2022
windowfilm@madico.com
www.madico.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

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

Avery Dennison
4010 La Reunion Pkwy.
Ste. 100
Dallas, TX 75212
800/660-5559 
fax: 214/351-5835
www.hanitatek.com

Madico®, Inc.
2630 Fairfield Ave. South
St. Petersburg, FL 33712
727/327-2544
888/887-2022
windowfilm@madico.com
www.madico.com

Maxpro Manufacturing, LLC
31 Industrial Boulevard, 
South
Whiteville, NC 28472
910/640-5505 
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

Decorative Film

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

Roller Shades

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

Security Film

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

SuppliersGuide
A Directory of Industry Suppliers

Deadline for the 
November/ 

December ’18  
WINDOW FILM  

Suppliers Guide is  
October 5, 2018.



SEPTEMBER/OCTOBER 2018 WINDOW FILM 47

Madico®, Inc.
2630 Fairfi eld Ave. South
St. Petersburg, FL 33712
727/327-2544; 888/887-2022
windowfi lm@madico.com
www.madico.com

Solar Gard®

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

SECURITY PRODUCTS
Attachment Systems

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

SafetyShield
727/327-2544
www.safetyshield.com

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

Training School 

Solar Gard®

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

Windowtinting.com
800/580-7953 WF

To place your listing(s) 
in the Suppliers Guide, 

please contact 
Erin Harris at 

540/602-3250, or email 
eharris@glass.com.

Connect With WINDOW FILM 
Magazine Today!

www.windowfi lmmag.com

WindowFilmMagWindow Film 
Magazine 

@WindowFilmMag @WindowFilmMag

Follow us on Social Media, your link 
to the latest WINDOW FILM news!

OnThe
Horizon

Industry Events

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

2018

September 27-29
2018 International
Window Film Conference
and Tint-Off™
Henry B. Gonzalez 
Convention Center
Hyatt Regency San Antonio
San Antonio
Sponsored by 
WINDOW FILM and 
PPF magazines

 www.wfctevent.com 

October 18-20
2018 SGIA Expo
Sponsored by the 
Specialty Graphics 
Imaging Association 
Las Vegas Convention Center
Las Vegas

 sgia.org 

October 30-November 2
The SEMA Show
Las Vegas Convention Center
Las Vegas
Sponsored by the Specialty 
Equipment Market 
Association (SEMA)

 semashow.com

October 30-November 1
AAPEX 2018
Sands Expo
Las Vegas

 www.aapexshow.com 

November 8-9
Glass Expo Midwest™ 2018
Co-sponsored by USGlass 
magazine, USGNN.com™
and WINDOW FILM magazines
J.W. Marriott Indianapolis
Indianapolis

usglassmag.com/gems 

2019

January 24-25
Glass Expo Rocky
Mountain™ ’19
Co-sponsored by the 
Colorado Glazing 
Contractors Association, 
USGlass magazine, 
USGNN.com™ and 
WINDOW FILM magazines.
Hyatt Regency Aurora 
Denver Conference Center
Aurora (suburban Denver), 
Colo.

 usglassmag.com/germ

March 27-28
Glass Expo Northeast™ ’19
Co-sponsored by 
Long Island Glass 
Association (LIGA), 
USGlass magazine, 
USGNN.com™ and 
WINDOW FILM magazines.
Long Island Marriott
Uniondale, N.Y.

 www.usglassmag.com/
gene  WF
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I needed a favor. And when you 
need a favor who better to call 
than a friend--particularly an old 

friend who you have known and 
worked with in the past and still 
have the pleasure of interacting with 
in the present. I didn’t have a lot of 
time to spare and as I punched in 
the numbers to make 
the call I was hoping 
he would be in. He 
answered on the third 
ring. “Joe, I’m so 
glad you’re in. How is 
life treating you?”

“Lyle,” he enthusiastically 
replied, “it’s so good to hear your 
voice. I’m doing great and how are 
you?”

We don’t talk all that regular-
ly--maybe three or four times a year. 
We try to meet for dinner or lunch 
about once a year when our travel 
paths cross, but it doesn’t matter. 
Every conversation starts as if our 
last conversation had just ended 
the day before. Joe’s enthusiasm for 
life combined with the humor and 
energy he brings to every conversa-
tion is kind of contagious. Joe Sousa 
is just fun to deal with and he and 
his partner Kerry Reid have built 
an incredibly successful and high-
ly regarded organization over the 
past dozen or so years. We quick-
ly worked out the details of what 
I needed done, and after getting 
caught up on news of our families, 
friends and other personal matters, 
the conversation took a turn.

“Joe,” I began, “something’s 
going on with you. I’ve known you 
a very long time and while you are 
always upbeat, you are over the 
top today. So what’s up?”

“Lyle my friend, you are correct. 
Just before you called I was on the 
phone with an account I have been 
trying to sell for nearly eight years. 
I tried very hard not be a pest, but 
I just wasn’t going to give up. And 
today we finally broke through and 
I can’t tell you how happy I am.”

“Wow, Joe. That’s a lot of chas-
ing. And I would think a little dis-
couraging at times too.”

“It was, Lyle, but I just kept tell-
ing myself that ‘the next call will be 
the one’ and finally, it was.”

We finished our call and sched-
uled a dinner meeting for later 
in the month. Knowing that my 
request would be handled well and 
that my friend had scored a victory, 
I smiled and went back to the tasks 
at hand. But within just a minute 
or two, my phone rang and this 
call, although anticipated, was from 
someone I had never met or talked 
with before. On the second ring I 
answered with my usual greeting. 

“Lyle, my name is Scott Mitchell 
from J.E. Berkowitz and I’m hoping 
you have a few minutes for me.”

The conversation went every 
which way … a bad habit of mine 
… and at one point, I told him my 
Joe Sousa story. We talked about 
the value of perseverance and that 
unless a potential customer starts 
throwing things at you or hangs up 
as soon as they hear your voice, 
there is a great deal to be said for 

simply always believing “the next 
call will be the one.” Toward the 
end of our conversation, Scott asked 
me if I had ever seen a study that 
had been published by the National 
Sales Executives Association regard-
ing this very subject. I told him I 
would love to see it and perhaps 

share it with a few 
of my friends. Scott 
sent it over and it is 
absolutely fascinat-
ing. A lesson for us 
all. So thanks to Joe 
and Scott, I now get 

to share this story and what follows 
with a few of my friends … you.

Sales Statistics
• 48% of salespeople never follow 

up with a prospect.
• 25% of salespeople make a sec-

ond contact and stop.
• 12% of salespeople only make 

three contacts and stop.
• Only 10% of salespeople make 

more than three contacts.
• Only 2% of sales are made on the 

first contact.
• Only 3% of sales are made on the 

second contact.
• Only 5% of sales are made on the 

third contact.
• Only 10% of sales are made on 

the fourth contact.
• 80% of all sales are made on the 

fifth to twelfth contact.            WF

Lyle R. Hill is the managing director of 
Keytech North America and a former 
owner of a window film company in the 
Midwest. He also provides auto glass and 
film-related advice on Glass.com. He has 
more than 35 years of experience in glass-
related industries.

The “Next” Call

Business1.0
by Lyle R. Hill

I just kept telling myself that ‘the next 
call will be the one’ and finally, it was.



What matters most to you…We're On It!
www.solargard.com

At Solar Gard our success is built on people. Both those working to tirelessly serve our customers across the globe, 
and the devoted partners that have trusted our team for decades to grow their business.

Highlighting these unique relationships over the past year has been such a gratifying campaign. These hardworking 
small business owners and their teams uphold an enduring commitment to moving not only their own companies 

insights and perspectives – we learn together how to stay at the forefront of one of today’s most dynamic markets.

We look forward to continuing to showcase these stories of successful manufacturer –
interested in a supplier relationship that extends “far beyond the box” – Solar Gard would be delighted to talk with 
you further. Give our team a ring today at 877 273 4364 or drop us a line at info@solargard.com.

OUR PEOPLE MAKE THE DIFFERENCE.

We’d love to see YOU here!

OC Tint Shop
Irvine, California

Brian Frest, Territory Manager Sal’s House of Tint
San Marcos, Texas

Kelly Matney, Territory Manager

Eclipse Window Tinting
Cincinnati, Ohio

Jon Nickless, Territory Manager

Economy Window Tinting
Haines City, Florida

Johnny Sibilly, Territory Manager

National Glazing Solutions 
Atlanta, Georgia

Bll Esposito, Territory Manager

Topaz Sponsor of the 2018 International Window Film Conference and Tint-Off™



Avery Dennison®  
Automotive Window Films  
Ready for the Road Ahead

Avery Dennison Automotive Window Films feature 

a full portfolio of high performance, non-reflective 

and infrared premium window films, which are 

easy to install, block 99% of harmful UV rays and 

deliver a range of color tones for optimal style and 

interior comfort. 

Our commitment to automotive restyling makes 

every car ready for the road ahead with a full suite 

automotive window films and Supreme Wrapping™ 

© 2018 Avery Dennison Corporation. All Rights Reserved.

graphics.averydennison.com

Performance, Style, Comfort and Protection.
Film for vehicle wraps, accents and special 

effects. In combination, these products 

provide installers with a unique opportunity 

to complete a total custom look of a vehicle 

and expand their business.

Learn more at WFCT booth #605 or visit 

graphics.averydennison.com/windowfilms. 

Diamond Plus Sponsor of the 2018 International Window Film Conference and Tint-Off™


