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COMPANY LOCATIONS

The Company’s Alside division opened a
new vinyl siding manufacturing facility in
Freeport, Texas, during 1999.



The Company consists of its Alside division (90% of net sales), a leading, vertically integrated manufacturer and nationwide
distributor of exterior residential building products and its AmerCable division (10% of net  sales), a specialty electrical cable
manufacturer.

ASSOCIATED MATERIALS
ACHIEVED RECORD SALES AND PROFITS

DURING 1999

Business Segment Products 1999 Highlights Goals for 2000

Alside Vinyl siding Vinyl siding unit sales grew Capitalize on vinyl siding
Vinyl windows at three times the market product innovation to gain
Vinyl fencing growth rate additional market share
Vinyl garage doors
Semi-custom cabinetry Increased vinyl window unit Further improve window operations

sales by 11%
Increase penetration in the

Opened new state-of-the-art new construction market for
vinyl manufacturing plant vinyl siding and windows
near Houston, Texas

AmerCable Mining cable Secured large contract with Achieve sales excellence 
Marine cable major industry player comparable to its operational 
Industrial cable excellence

Implemented an aggressive
capital program to expand Aggressively target growth areas
capacity and flexibility

Expand markets 
Strengthened organization

Create value for existing customers
Developed new products and continue to secure large projects

Alside Sales by Product
($ in 000s)

AmerCable Sales by Product
($ in 000s)



FINANCIAL HIGHLIGHTS
(In Thousands, Except Per Share Data)

1999 1998 1997

Income Statement Data
Net sales

Alside $ 408,428 $ 355,997 $ 344,000
AmerCable 44,158 51,936 53,690

Total net sales 452,586 407,933 397,690
Income from operations 41,644 38,235 33,034
Income before extraordinary item 20,490 13,056 13,089
Net income $ 20,490 $ 8,949 $ 13,089

Share Data
Basic earnings per share before extraordinary item $ 2.52 $ 1.58 $ 1.72
Diluted earnings per share before extraordinary item $ 2.46 $ 1.55 $ 1.69
Weighted average number of diluted shares 8,344 8,403 7,756

Balance Sheet Data
Cash $ 3,432 $ 14,964 $ 1,935
Working capital 85,878 79,225 61,191
Total assets 206,296 189,319 178,504
Capital expenditures 18,915 14,261 8,758
Long-term debt, less current maturities 75,000 75,000 78,600
Stockholders' equity 79,326 64,378 44,734

Other Data
Ratio of debt to EBITDA 1.50x 1.73x 2.05x
Ratio of EBITDA to interest expense 7.40x 6.01x 4.04x
Ratio of debt to equity .95x 1.22x 1.81x
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NET SALES
(In Millions)

INCOME FROM OPERATIONS
(In Millions)

EARNINGS PER SHARE
(In Dollars)

Net sales increased 11% in
1999 as compared to 1998
due to record sales at the
Company’s Alside division.

Income from operations has
increased at a compound
annual rate of 34.6% over

the past five years.

Diluted earnings per share
has increased at a compound

annual rate of 98.0% over
the past five years.



We are pleased with our performance in 1999.

Our goals have been unchanged for the past
several years. We intend to increase our sales by
increasing our market share. More efficient
operations, combined with this sales increase,
should create very significant growth in earnings
per share.

In 1999 we increased vinyl unit sales by over 16%,
which was in excess of three times the industry's
growth rate. We increased window unit sales by
11%. Alside's sales dollars increased by 15% and
Associated Materials' by 11%. Our earnings per
share increased from $1.75 before one-time adjust-
ments in 1998 to $2.46 in 1999, or by 40%.

The major contributor to increased profit was
constantly more effective performance by our
Alside Supply Centers. We have devoted a great
deal of effort to reorganization both of methods
and of people and to improved training programs.
The success of these initiatives has substantially
increased both sales and profits. Increased vinyl
siding unit sales were due, in large part, to our
innovative product introductions such as Charter
Oak and CenterLock.

Our new vinyl siding plant in Freeport, Texas had
a very successful start-up late in 1999 and will
help us increase operating efficiencies in 2000.
Because of the success of this plant we are already
expanding its capacity.

We are not yet satisfied with our window manufac-
turing operations. Improved efficiencies did not
contribute to profit in 1999, nor did improved qual-
ity and service contribute to our sales effort. We
did, however, do a great deal of work which we
feel will bear fruit in the future. Alside's new
President and Chief Operating Officer, Mike
Caporale, came to us from one of our most
esteemed window competitors. Evaluating and
improving our window performance was obviously
his first order of business. He pronounces himself
very pleased with what has been accomplished and
with our future prospects.

AmerCable was hurt by a very depressed year in its
market, particularly as a result of low energy prices.
We took the opportunity to revamp its sales force
and marketing efforts. Sales began to pick up in the
fourth quarter, and we anticipate continued sales
improvement during 2000.

We disposed of all but a small residual interest in
Amercord late in 1999. Thus Amercord's losses
(which cost us 10 cents per share in 1999) will no
longer be a drag on the Company's earnings.

We are confident that with our people and our
products there is ample opportunity for continued
growth by Associated Materials.

William W. Winspear
Chairman of the Board

President and Chief Executive Officer

LETTER TO STOCKHOLDERS
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Sales increased 11.0% to a record $452.6 million, driving
earnings per share to increase 59% to $2.46. The Company's
Alside division increased sales by 14.7% as the combination
of manufacturing innovative vinyl building products and
utilizing company-owned distribution continued to be an
effective business model to deliver improved profitability. The
Company's AmerCable division faced a very challenging
environment in 1999 as low commodity prices depressed end
markets for its electrical cable products. Despite AmerCable's
lower sales and profits in 1999, AmerCable finished the year
on an upswing and with even greater opportunities to excel
in 2000. During the fourth quarter, the Company completed
the recapitalization of Amercord reducing its equity interest
from 50% to less than 10%.

1999's financial results reflect the strategic investments
Associated Materials has made over the past several years.
Investments made not only in plant and equipment, but also
in people and programs, helped Associated Materials generate
a 28.8% return on invested capital for 1999.

Alside's record performance in 1999 was highlighted by
strong growth from its vinyl products, particularly sid-
ing. Alside's sales increased 14.7% to $408.4 million,
producing operating income of $42.4 million.

Alside gained vinyl siding market share – Alside's vinyl
siding sales grew at three times the estimated industry
growth rate as Alside continued to grow its market share. A
continuous stream of innovative vinyl siding products has
fueled Alside's growth over the past several years. By listening
to its customers, Alside has been able to create products that
are not only innovative, but also provide value to homeown-
ers and its contractor-customers as illustrated by its success-
ful Charter Oak and CenterLock vinyl siding products.

• CHARTER OAK – Charter Oak, Alside's highly successful
premium siding product, was the industry's first one-piece
reinforced, premium vinyl siding and is credited by the
industry as renewing the emphasis on quality in vinyl
siding products.

• CENTERLOCK – Alside's innovation led to the creation of
another outstanding vinyl siding product, CenterLock,
which has been Alside's fastest product launch ever. Its

1999 OPERATIONS SUMMARY
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patented center locking design provides strength and
rigidity to the panel, providing superior aesthetics for the
homeowner while improving the contractors' productivity
with its easy installation.

Alside's window business showed double digit growth.

Alside devoted significant efforts in 1999 to restructuring its
window operations. The restructuring includes management
changes, new information systems, revised manufacturing
processes, transportation logistics and streamlining a whole
host of tasks from the time Alside receives a window order
to the time the window is delivered to the customer.

To continue its growth trend, the Company
has devoted significant resources to its manufacturing
plants and its people.

During 1999, the Company made capital expenditures total-
ing $18.9 million, of which $16.0 million were used by
Alside to increase capacity, expand product offerings and
improve operating performance and flexibility. The Company
continues to invest in its future by attracting and training the
best people possible.

Expanded manufacturing capacity – The most significant
capital investment made in 1999 was the completion of the
Freeport, Texas vinyl siding plant started in 1998. The $14.0
million Freeport facility increased capacity by 25% over 1998
levels. The capacity of the Freeport plant can be doubled
with a $3.0 to $4.0 million investment in additional extrusion
equipment enabling Alside to meet its projected vinyl siding
sales growth. A portion of the expansion at Freeport is
already underway.

Developed its people – Alside continued to expand its
training programs with a particular emphasis on its Supply
Center sales and operations personnel. Alside's growth strat-
egy calls for an increase in the number of Supply Centers by
approximately 10% per year. In order to provide the man-
agement talent necessary to staff these new Supply Centers,
Alside has established a formal recruiting and training pro-
gram, which it calls its Management Training Program, to
ensure it has a qualified pool of management personnel to
staff new and existing Supply Centers. Management trainees
receive extensive training on Alside's products, customer
service, operations and the credit and sales functions of the
business. With its Management Training Program, Alside can
consistently staff its Supply Centers with high quality, well-
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The Company spent $9.8 million in
1999 and $4.2 million in 1998 on the
construction of its vinyl siding plant
in Freeport, Texas.



trained personnel, while providing an enhanced career path
for these employees. Alside believes that this program pro-
vides it with a significant competitive advantage over smaller
independent building product distributors.

Despite a challenging market environment, AmerCable
had several significant accomplishments during 1999.

AmerCable experienced lower sales to its mining and marine
customers during 1999 due to decreased demand resulting
from lower commodity prices. Mining and marine customers
limit their discretionary spending for capital improvements
and repairs when prices of their commodity products decline,
resulting in decreased demand for AmerCable's cable products.
Commodity prices, with the exception of coal, have continued
to improve after reaching lows during 1999. With its 1999
accomplishments, AmerCable is poised to take advantage of
improvements in its markets.

Secured large blanket contract – AmerCable capitalized
on its industry reputation as the market leader in operational
excellence, on-time delivery and fast lead times by securing a
two-year blanket contract for $5.0 million annually with a
major mining customer during the third quarter of 1999.

Completed a $2.9 million capital program – AmerCable
implemented an aggressive $2.9 million capital program to
expand its capacity and provide greater manufacturing flexi-
bility, ensuring that it will remain the industry leader in prod-
uct quality and service.

Strengthened sales organization – AmerCable made
significant investments to expand and improve its sales force
to provide the needed infrastructure, expertise and manpower
necessary to enhance technical support to its distributor cus-
tomers as they service end-user accounts. These investments
are especially critical as AmerCable takes steps to further part-
ner with its key distributors in response to a growing demand
by end-users for fully integrated supply arrangements.

Developed new products and modified existing
products – In order to support long-term growth,
AmerCable significantly increased its product and commercial
development activities in 1999. AmerCable targeted cable
markets that require products for specialized applications
that best utilize and value the technical and operational
services it provides.
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ALSIDE

Continuing vinyl siding growth

Alside's focus for 2000 is to continue to grow its vinyl siding
market share by providing innovative products and superior
service. With the additional vinyl siding production capacity
provided by the new Freeport plant, Alside now has the
capability to expand its presence in the new construction
market and capitalize on its strong industry reputation.

Completing the restructuring of the window operations

Alside's window operations have tremendous potential for
sales and profit growth. As it continues the restructuring
process from 1999, Alside will position its window business
to capitalize on growth opportunities. The combination of its
excellent product line and distribution capabilities with
improved operations and service will be even more powerful
in the marketplace.

Penetrating the new construction window market

Sales of vinyl windows used for new construction are the
fastest growing segment in vinyl windows, increasing at a
compound annual growth rate of 22% over the past five

years as contractors recognize the favorable attributes of
vinyl windows. Until recently, Alside has focused primarily on
custom-made vinyl windows, which are the preferred prod-
uct for the remodeling market.  New construction windows
compose only a small percentage of Alside's existing vinyl
window business, yet account for 47% of industry-wide vinyl
window sales. Alside has developed special products and
marketing programs to increase its sales of new construction
windows and intends to capitalize on the opportunity to
bundle its window products with its vinyl siding and other
products to its contractor-customers in the new construction
market.

Expanding and strengthening the Alside Supply Center
network

Alside intends to aggressively expand its company-owned
distribution network of Supply Centers by increasing the
number of new locations by 10% per year while strengthen-
ing existing locations with intensified management training
programs as part of its on-going Management Training
Program.

INITIATIVES AND GOALS FOR 2000
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AmerCable

Targeting growth markets

AmerCable has identified significant growth opportunities
for its industrial cable products, primarily in the automotive
and telecommunications sectors. AmerCable has the premier
power cable for automotive robotics and is poised to capital-
ize on this strength with the hiring of highly experienced
sales personnel specifically for this market. The telecommuni-
cations sector is an immense, rapidly growing market.
Demand for AmerCable's existing products has been strong
in this sector with even greater demand anticipated for prod-
ucts currently in development.

Expanding geographically 

Entering new markets will also be a key focus for AmerCable
as the international market represents a strategic long-term
growth area for all product lines. AmerCable has added a
manager of international sales in order to implement its sales
plan to expand its sales worldwide with a focus on Central
and South America as well as the Asia Pacific Region.

Focusing on sales excellence

AmerCable will focus on achieving sales excellence on a
level comparable to its operational excellence. In order to
distinguish itself from its competitors, AmerCable has invest-
ed heavily in training its sales and marketing force to provide
value-added service and technical knowledge to its customers
and to develop specialized solutions for, and engage in rela-
tionship selling with, its distributor customers and end-users.

Improving commodity prices

Commodity prices, with the exception of coal, continue to
rebound from 1999 lows. The market environment for
marine products and non-coal related mining products
should continue to improve as commodity prices improve.
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DIRECTORS & EXECUTIVE OFFICERS

William W. Winspear
Chairman of the Board
President and Chief Executive Officer of
Associated Materials Incorporated

Donald L. Kaufman
Chairman and Chief Executive Officer of Alside
and Vice President and Director of
Associated Materials  Incorporated

Michael Caporale, Jr.
President and Chief Operating Officer of Alside

Robert F. Hogan, Jr.
President and Chief Executive Officer of AmerCable and
Vice President of Associated Materials Incorporated

Robert L. Winspear
Vice President and Chief Financial Officer of Associated
Materials Incorporated

Richard I. Galland
Director

John T. Gray
Director

James F. Leary
Director

Alan B. Lerner
Director

A.A. Meitz
Director

CORPORATE INFORMATION

Annual Meeting
The annual meeting of stockholders will be held
Thursday, May 25, 2000 at 2:00 p.m. The meeting
will take place at:

Chase Tower
39th Floor, Tyler Room
2200 Ross Avenue
Dallas, TX 75201

Transfer Agent
ChaseMellon Shareholder Services
85 Challenger Road
Overpeck Center
Ridgefield Park, NJ 07660
Telephone (800) 635-9270

Communications regarding stock transfer
requirements, change of address or lost certificates
should be addressed to the Company's stock
transfer agent.

Exchange: NASDAQ
Symbol: SIDE

Corporate Offices
Associated Materials Incorporated
2200 Ross Avenue, Suite 4100-East
Dallas, TX 75201
Telephone (214) 220-4600

Independent Auditors
Ernst & Young LLP
Dallas, TX



Associated Materials Incorporated

2200 Ross Avenue, Suite 4100-East, Dallas, Texas 75201


