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Fire-rated glass has one main job: keeping fire in its place. You want to contain it, to prevent the 

flames and deadly smoke from spreading. So turn to FireLite® from Technical Glass Products. 

Architects and glaziers around the world depend on the FireLite name for:

Clear, wireless ceramic

Fire ratings up to 3 hours

High impact safety ratings

Fire protection on both sides of the glass

Complete code compliance, including the required hose stream test

The most trusted name in the industry, Firelite is the #1 alternative to traditional wired glass. 

You can count on TGP for all of your fire-rated glazing needs.

•
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•

•

TELL FIRE WHERE IT CAN GO.
(AND WHERE IT CAN’T)

FireLite
®

 Family of Products FireLite
®
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NT   FireLite Plus
®

Visit our newly updated web site

fireglass.com
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AND NOW
YOU WILL!

With every Chassis Mounted
Body purchased we’re going to

include a rear view camera and
dashboard monitor...FREE! It’s a great

safety feature that could save you
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and night conditions and installed is valued
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the coming of the new year, December 31st.

*With purchase of any 
Chassis Mounted Body

http://www.unruhfab.com


USGlass Electronic
Only on USGlassmag.com

Features Exclusively Online
• Go with the Flow

These days, who can afford to ignore a solution for streamlining business and produc-
tion processes? These computer integrated systems offer new solutions for improving
your business. 

Departments Exclusively Online
• Codes & Regulations

Updated standards have been released to help in the manufacture and installation of
glass products.

• Financial
Read about some of the latest industry financial news.

• Global Update
Get the latest in glass industry news from around the world.

• Legislation & Legal
Learn how legislation in Washington could impact you, and read about the latest law-
suit to hit the industry.

Go to www.usglassmag.com
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WeBlogs

What Do You Think?
Online Survey

Speak out and tell us what you think with our online reader poll.
Read the articles inside the issue and then cast your votes on-
line. This month’s question:

Surety experts say that the bonding market is loosening, com-
pared to two to three years ago, making now a good time for
glazing contractors to start bonding jobs. Are surety bonds
easier to get now than they were two years ago?

Multiple Choice Answer: 

❏ Yes 

❏ No

❏ Maybe

❏ About the same 

Also be sure and visit our online discussion boards at 
www.usglassmag.com/phpBB2 where you can ask questions and
share experiences about business and life in the glass industry.

While at www.usglassmag.com 
be sure and check out these blogs:

P a u l  B i e b e r  
Online editor,
www.usgnn.com

M e g a n  H e a d l e y  
Editor, 
USGlass magazine

M a x  P e r i l s t e i n  
Vice president of 
marketing, Arch 
Aluminum & Glass

K r i s  V o c k l e r  
Vice president, ICD High
Performance Coatings

http://www.usgnn.com

http://www.usgnn.com

E l l e n  
G i a r d  R o g e r s
Contributing editor,
USGlass magazine

September Survey Results
We asked: How much growth
for glass and glazing products
have you seen in terms of
LEED building projects?

You answered:
0 - 10% growth 25% 
10 - 25% growth 0% 
25 - 50% growth 50% 
50 - 75% growth 0% 
75 - 100% growth 25%
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Issue@Hand

The Top Ten List —
In Bonding, That Is

Megan Headley’s excellent report on bonding begins on page 32. In addition,
USGlass magazine asked a number of contract glaziers what their company
does when, for whatever reason, it can’t bond a job. These experts, who were

all candid on the condition of anonymity, said you first must understand why your
company can’t bond a particular job and how you counter the reason for the denial.
Here’s what they suggested:

1. First, understand the true reason why bonding is not possible. Does the partic-
ular project exceed your company’s total bonding limit or your per-contract bonding limit?
If the latter, you might be able to work with the general contractor to divide the project into
separate contracts, none of which exceed your company’s project limit.

2.  Determine if it’s a timing issue. Each project bond makes the dollar amount
of that project unavailable to you until the job is finished. “Sometimes a company will
not have the capacity when the contract is awarded, but completion of another job a
few months down the road frees up some capacity,” explains one expert. “You should
have a capacity calendar that shows you what’s available and when it becomes avail-
able,” he suggests. “Sometimes, just a delay in getting paperwork signed will give you
enough time to free up some bonding capacity.  

3.  Never lie. Never lie to the bonding company, the bank or the general contractor.
It should go without saying, but experts suggested we remind readers. “If you can’t get
a bond, you lose a job,” says one. “If you are discovered to have lied, all your bonds will
be revoked and your whole business is gone.”

4.  Consider a partner. Joint venturing with another glazing contractor can increase
your capacity. “I’ve joint-ventured a few jobs where we do the work, but our partner
provides the bond. It’s worked out well,” says one of our experts.

5.  Look up and down for help. Consider asking for bonding help from suppliers, cus-
tomers or minority partners. This must be done carefully, but can work. “If I am working
with a particular supplier who knows if I don’t get the job, they don’t get the job, that sup-
plier has a major incentive to help me make it work,” one expert says.

6.  Take bonds when you don’t need them. Experts say that it’s a good idea to bond
a small job you know your company will complete well, especially when you are start-
ing out. “You want to build a record of completing increasingly more costly and com-
plicated jobs,” says our team of experts.

7.  Remember to estimate your bonding costs. Bonding costs not only include the
cost of the actual bond, it includes lost opportunity costs because your capacity is being
used by the job. “You have to think about what jobs you want but won’t be able to do when
you take a bonded job.… and your costs should include the cost of financing and carry-
ing the bond, which usually is not released until everything, including retainage, is paid.”

8.  Have your skin in the game. Those in the surety business want to make sure that
you have put and kept value in the business itself. Equity and capital paid-in by
owner(s) are all  important in assessing your business.

9.  Don’t limit yourself to just one agent. Our experts suggest having one main agent
with which you work, but getting bonds from at least one or two other agents every year. 

10. Don’t get thrown off jobs. “I don’t care where it is, that news goes around town
faster than the speed of light,” comments one expert. “Everyone, including your bond-
ing company, will know you were kicked off and they’ll remember it.”

Do you have other ideas or experiences regarding bonding that would be helpful to
our readers? E-mail me at deb@glass.com. —Debra Levy 
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As energy costs continue to rise, the search for higher thermal performance becomes more important than ever. That’s where 

I-Strut comes into play. With its unmatched thermal and structural properties and dramatic CRF improvements,

I-Strut is the overwhelming structural thermal break choice for architectural aluminum manufacturers globally. In fact, over the

past 30 years, Technoform has supplied in excess of 5 billion feet of I-Strut material throughout the world, saving more than a 

billion barrels of oil. Now it’s time for you to give us a call and save your clients, and the environment, a lot of green.

www.technoform.us | 423-926-0000

I-STRUT™
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theFarnadyFiles

The human race has always been
enchanted with “the view.” We
climb mountains to look down at

the valley and when asked why we do it,
the answer is rarely better than “be-
cause it’s there.” Come on, let’s admit it.
We climb the mountain for the same
reason we build towers and penthouses

and try to get on top of anything that’s
higher than the rest of the things
around. No question about it, we have
been hung up on “the view” since the
Egyptians built the pyramids just to see
if they could see Cairo on a clear day. 

While we all like high places, what we
really like is living on top of one. The ul-
timate reward for a successful career is
the ability to afford a place with a view. It
does not matter too much if it is a view
of the ocean on the Big Sur Coast, Central
Park, the Golden Gate or Newark, N.J.—
just so long as we have a view. 

REFLECTING A NEW VIEW
Unfortunately for most of us, our view

is usually from someplace inside, from
behind glass, through a window. What’s
wrong with that? Well, just take a look.
Maybe the window faces a southern ex-
posure and we have to do something to
keep the place from getting too hot, so
mostly we close the shades. Or maybe
the morning sun is too bright and we
have to install some reflective glass. This
also reduces light, but at night we can’t
see the city lights. 

Under normal circumstances, we put
in insulating glass and are surprised to

see a faint reflective image from each of
the four reflective surfaces. In a dark
room on bright days it almost works, but
the million-dollar view deserves better. 

Someone said the easy answer is to buy
expensive non-glare or low-reflectance
glass. Unfortunately, most non-glare
products are made for the picture-fram-

ing industry. The low-re-
flectance product that is
heavy enough for win-
dows, really is not made
for this application. The
main market for that

product is the storefront where it pro-
vides unobstructed view of displays from
the outside looking in. These are expen-
sive products and provide no protection
from excessive heat gain. We need some-
thing that is made for the inside looking
out and also can offer some energy help. 

THE MILLION DOLLAR QUESTION
And, yes, there is an answer. The so-

phisticated products of today’s glass in-
dustry can solve nearly any problem. You
can thank the Department of Trans-
portation (DOT) and the auto glass side
of the business for this one. It’s probably
been more than half a century since PPG
and LOF put Solex and EZ-Eye on the
market. The purpose was to reduce heat
gain in cars from direct sunlight while
meeting DOT requirements for visible
light transmission. This was the
first generation of wavelength se-
lective heat reducing products to
provide high light transmission to
satisfy the DOT requirements and
still minimize unwanted heat gain.
This stuff has been around proba-
bly since before the Corvair. 

How does that help, you ask?
Simple. Pilkington’s blue-green

under any other name is made in 3⁄8-inch
thickness, allowing it to accommodate
large picture windows. It is a high light-
transmission product with excellent
heat-reducing capabilities. Using single-
glazed all you have sacrificed for the mil-
lion-dollar view is the R-1 you would gain
with one more piece of glass and the air-
space. If you have the million-dollar view,
a high heating bill in the winter is the
least of your problems. I don’t suggest this
for the entire house, only for the million-
dollar view. PPG’s product for similar re-
sults is available with 3⁄8 Azurelite, with
the color in both products being nearly
invisible from the inside looking out. 

I have had the good fortune of being
able to provide this type of product for
some of the most amazing views in the
western United States. One of the proj-
ects has a 180-degree view of California’s
Big Sur Coast and the other looks from
the Oakland Hills across the San Fran-
cisco Bay to the Golden Gate and from
the Richmond Bridge to the San Mateo
Bridge. Both views face directly into the
setting summer sun without cooking the
residents and provide an unobstructed
view of the night, one without, and the
other with, the city lights. 

Of course I am still waiting for the
thank you note from both customers,
but, what the heck? I got paid, and what
else can we ask for?   ■

On a Clear Day
The Struggle to Get the Best Out of the View

b y  D e z  F a r n a d y  

D e z  F a r n a d y serves as
the general manger of Royalite
Manufacturing Inc., a skylight
manufacturer in San Carlos,
Calif. His column appears
monthly. Mr. Farnady’s

opinions are solely his own and not
necessarily those of this magazine.
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theAluminumCitings

Anodized aluminum, as you
should know by now, is always
subject to color variation. There

are many factors that affect the appear-
ance of anodized aluminum such as
alloy, constituents within the same
alloy, the amount of time in the anodiz-
ing tank and even the direction at
which the material is viewed. As a re-
sult, there has been an increased de-
mand for Kynar® painted aluminum.

Liquid Kynar painted aluminum is a
different bird than powder coated alu-
minum. Most liquid Kynar applicators
blend their own paints in house as well
as purchase from suppliers such as
Valspar, PPG or Akzo Nobel. Powders
are not blended by the applicator. The
manufacturer supplies the powder they
have blended to the applicator. The re-
sult is better color consistency. The dis-
advantage can be lead time, minimum

order size and, accord-
ingly, price. All

parties in-
volve d

need to be aware of the possibility of
color variation on liquid Kynar painted
materials so they can work to minimize
the frequency.

All Kynar paints are susceptible to
color variation that falls within spec.
When the shift began to swing from
anodizing to painting, the specifiers
still wanted the brilliant appearance
that anodizing provided. This is one
big reason why so many painted alu-
minum jobs now call for metallic and
mica paints. These are more expen-
sive finishes than anodizing but may
not necessarily provide a more 
consistent finish depending on the 
circumstances.  

POSSIBILITIES FOR VARIATION
Metallic and mica paints have more

variation for several reasons. First, there
is normal variation due to the batch
spraying technique. Because a typical
hand spray gun covers a maximum area
of about 18 inches, any part larger than
18 inches may show variation under
certain light and angles of viewing. Sec-
ond, different paint applicators will
often produce varying colors, even
when using the exact same paint. Spray
guns may be different. Techniques may
be different. The environment may be

different. To minimize variation,
paint as much material as you can

at once at the same facility. The
third reason is that mate-
rial needs to be painted at
the same time and prefer-
ably from the same batch
of liquid paint. 

When mixing paints,
the slightest change in formula

may change the appearance of
the paint. The AAMA 2605 spec-

ification allows for a color variation of
5deltaE from the target. It is important
to note, and to let all parties involved
understand, that anything over
1deltaE is visible by the human eye.
There may be variation, although the
color still falls under the appropriate
specification. Bottom line: use one re-
lease and one batch of paint to mini-
mize variation. 

Lastly, the appearance of the metal-
lic or mica paints will change based on
the angle of viewing. Because these
paints contain actual mica and metallic,
the angle of how these flakes lay in the
paint can make consistency unattain-
able. Light reflects off these flakes dif-
ferently at varying angles, which will
affect the appearance. This variation
can be limited by having the same ap-
plicator paint as much material at the
same time as possible, but it could ap-
pear different and still fall within spec.

Work with your applicator to mini-
mize the potential for variation. Tem-
per your customer’s expectations.
They need to realize that while there
may be no variation issues at all, the
potential is there. If you are educated
as to what causes the variation, you
will be able to explain it better and
thus have a better chance of selling the
characteristic that is inherent to Kynar
painted aluminum.   ■

Color Variation
It’s Not Just a Result of Anodizing Anymore

b y  J o h n  B .  M c C l a t c h e y  J r .

J o h n  B .  M c C l a t c h e y
J r . is an account manager
and third generation owner of
Southern Aluminum Finishing
Co. and SAF Metal Fabrication
in Atlanta. Mr. McClatchey’s

opinions are solely his own and not neces-
sarily those of this magazine.
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INTEREDGE TECHNOLOGIES
Pyrobel is a registered trademark of AGC Flat Glass Europe. TRI-Safe is a trademark of AGC InterEdge Technologies.  
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Introducing The Unique 60-Minute, Butt-Glazed, Transparent Wall

Imagine an entire fire rated wall uninterrupted by vertical framing! The Vision 60 System™ is

just that—a fully glazed 60-minute transparent wall with no intermediate framing. Each panel

of Pyrobel-60® fire rated glazing is separated by a slim silicone caulking, offering truly free

and open vision for your projects. With numerous framing options available, this system is

ideal for transportation facilities such as airports, retail centers, commercial office buildings,

hospitals, schools and any other location where uninterrupted viewing is desired. 

For the most up-to-date information on our entire suite of fire rated solutions, including

maximum glazing sizes, framing details, CSI specs, and project photos, please call us at 

1. 877. 376. 3343 or visit us online at www.firesafe-glass.com.

Take Your Fire-Rated Projects From Ordinary to Spectacular!
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Photograph: The Sensata Technologies
building in Providence, Rhode Island.

Here the Vision 60 System is used not
only to protect lives and property, but 

to provide full vision and light into the
stairwell enclosures on multiple floors.

http://www.firesafe-glass.com


GuestBook

Persons with
disabil it ies
ex p e r ience

difficulty in using
the “elephant ear”
pull handle on com-
mercial doors. The
Americans with Dis-
abilities Act (ADA)
and Title 24 both clearly state
that the pull-handle on a com-
mercial door must be “gras-
pable.” In other words, persons
with limited hand and finger
mobility can not grasp the
smooth surface of the pull-han-
dle pictured below in Figure A. 

The requirement for an acces-
sible pull handle on a commercial
door throughout the United
States is one that requires no tight
grasping, pinching or twisting of
the wrist to operate. The style of
pull handle shown in
Figure A offers no
easy-to-grasp “hook.” 

Recently, there has
been a rash of com-
plaints by the disabled
community and rejec-
tions by building in-
spectors due to the

installation of pull
hardware that is not in
compliance. This type
of handle requires fin-
ger strength to hold
onto the handle and
consequently is not
accepted as accessible.

ENSURING “GRASPABILITY”
The tube type handle shown in

Figure B may be right angle offset
or straight out from the door style. 

Other handle variations uti-
lize an extruded shaped bar
stock handle. 

Each of these styles offers ease
of grasp for the elderly and per-
sons with diminished upper
body, arm or hand strength.

Make sure when you order
your doors that they have the
proper pull handles.   ■

Getting a Good Grasp 
How to Comply with ADA 

b y  D o n n  H a r t e r

SUPERIOR
SOLUTIONS
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Figure A

D o n n  H a r t e r is 
president and technical 
director of the Americas
Glass Association.

Figure B
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PPG Industries, Inc., Glass Technology Center, Guys Run Road, Pittsburgh, PA 15238-1305 www.ppgideascapes.com

Solarban, IdeaScapes, PPG and the PPG logo are trademarks owned by PPG Industries, Inc.

Solarban® 70XL Solar Control Low-E Glass is an MSVD soft coat high-performance glass that delivers the
impossibly impressive LSG rating (light to solar heat gain) of 2.37 – with the look of clear glass. But an even
more impressive feat is that Solarban 70XL glass could help you save around $400,000 in upfront costs –
and up to $97,000 per year in ongoing energy costs. You’ll see these impressive results for yourself
when you order your free copy of our energy savings white paper and a Solarban 70XL glass sample.
Call 1-888-PPGIDEA. Or visit www.ppgideascapes.com.

The impossible may become more common – but it will always be impressive.
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Aluflam Opens North American 
Manufacturing Facility in California

Aluflam North America, a manu-
facturer of aluminum fire-rated
doors and windows, has opened

its first manufacturing facility in the
United States in Huntington Beach,
Calif. The 11,000-square-foot facility is
intended to support the Denmark-
based company’s goal of bringing its
manufacturing to the United States.

According to information from the
company, the new facility is 30 miles
south of Los Angeles, and is positioned
to help Aluflam North America expand
its growing customer base in North
America.

According to project manager Zac
Monroe, the company decided to begin
manufacturing its products in the

United States so it could closely oversee
quality control and reduce pricing by
not having to import products. “Once
we started getting our product tested
and approved, obviously there were a
lot of frustrations with having the prod-
uct produced in Europe,” Monroe says. 

The new manufacturing facility
opened in early June. “Since then we’ve
been getting equipment in, and getting
trained on it,” Monroe says. 

The facility currently is producing
only the company’s storefront products,
while curtainwall products will con-
tinue to be built in Europe. The first
North American manufactured prod-
ucts were shipped in mid-September.
❙❙➤ www.aluflam-usa.com

Craftsman Opens 
New Lammy Line

Craftsman Fabricated Glass of Hous-
ton began production on its new lami-
nated glass line in mid-September. The
company plans to provide both custom
laminated products and longer stan-
dardized automated runs. 

“I’m happy to report that the first
test glass off the new laminated
line—and then through the auto-
clave— went flawlessly and the out-
put was excellent quality,” says
company president Bob Lawrence.
“We ran a bunch of 36 by 60; some
went through in the equipment’s cus-
tom mode, then we let it fly in the au-
tomated mode at a speed that
impressed everyone, even technicians
from Bystronic—the line manufac-
turer. Next we get into more exotic im-
pact glasses; some 102 inches wide,
and 195-inch long pieces as well.”

Lawrence says the company is ex-
cited to begin filling orders. 
❙❙➤ www.craftsmanfab.com   ■

ACI Expands Distribution of FireLite Products
ACI Distribution has added two new distribution centers in Denver and Miami

for fire-rated glazing products from Kirkland, Wash.-based Technical Glass Prod-
ucts (TGP). Both ACI Distribution centers are UL-certified fabricators for TGP’s
FireLite® line of fire-rated glass products.

“The increase in ACI distribution centers for FireLite is providing more com-
plete coverage across the U.S., making it even easier to obtain the number one
wireless fire-rated glazing,” says Devin Bowman, national sales manager for
TGP. “Because ACI will be able to cut and label FireLite products, they can stock
inventory and fulfill orders quickly. We are pleased to be working with such an
exceptional company and look forward to continuing and strengthening our
business relationship with them.”

ACI has distributed TGP products since early 2006.
❙❙➤ www.acidistribution.com

Distribution&Production

TGP’s fire-rated FireLite products (shown above) can now be ordered
from ACI Distribution facilities in Denver and Miami. 
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There was a time when architects could choose glass by color alone. Then along came Low-E, solar 
heat gain considerations, and all the inherent problems and compromises of soft coats. Pilkington 
Eclipse AdvantageTM Glass, is the world’s first pyrolytic reflective Low-E. An innovative Low-E 
glass that combines low emissivity with solar control, high visible light transmittance and glare 
control. For more information or glass samples, contact Pilkington at 800 221 0444, or visit 
www.pilkington.com.

Pilkington Building Products North America

811 Madison Ave., P.O. Box 799  •  Toledo, OH 43697-0799 
Main Office Phone: 419 247 3731; Fax 419 247 4517
E-mail: building.products@us.pilkington.com  •  Website: www.pilkington.com
©2003 Pilkington. Eclipse AdvantageTM Glass, Arctic BlueTM Glass and EverGreenTM Glass are trademarks of Pilkington.

Pilkington Eclipse AdvantageTM Reflective Low-E Glass

http://www.pilkington.com
mailto:building.products@us.pilkington.com
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EFCO Corporation Becomes 
A Pella Company Following Acquisition

The commercial manufacturing
world collided with the residen-
tial domain on August 28 with

the sale of EFCO Corp.—which pro-
duces architectural aluminum window,
curtainwall, storefront and entrance
systems—to the primarily-residential
door and window manufacturer Pella
Corp. in Pella, Iowa. 

The business, now a subsidiary of
Pella, will be known as EFCO, a Pella
Company. Since both companies are
privately-held corporations, terms of
the sale have not been disclosed. 

Following the sale, EFCO will continue
to produce EFCO-brand building prod-
ucts in Monett, Mo. As the business tran-
sitions to new ownership, EFCO-brand
systems designed for commercial con-
struction needs will continue to be sold
through independent representatives
across the United States.

On August 31, a representative within
EFCO revealed that chief executive of-
ficer Chris Fuldner had retired. 

“That is why EFCO was for sale, be-
cause Chris Fuldner had indicated that
he wished to retire and do other things
with this time,” says Kathy Krafka
Harkema, the spokesperson for Pella.
“He felt it was a good time to sell EFCO.”

Mike Farquhar has been named pres-
ident and chief operations officer of
EFCO. He has been with Pella since 1995.

Fuldner said the acquisition by Pella
should allow the business to continue
to meet the future needs of the com-
mercial building industry. 

“When I joined the business 33 years
ago, we employed about 60 people,”
Fuldner said. “Today we’re proud to pro-
vide careers for the 1,600 people who
work for EFCO and we’re very proud the
company is joining Pella, an industry
leader and innovator which shares the

same values, Midwestern roots and
strong work ethic focused on serving
customers.”

With the current slump in the resi-
dential construction market, it may
seem like a smart move for a residen-
tial manufacturer to expand into com-
mercial construction. 

“I know some people have tried it in
the past,” says Bill Carter vice president
of sales of Carter Glass Co. in Kansas
City, Mo.

“I don’t think that’s a trend,” says
Clark Folsom, national marketing man-
ager of United States Aluminum in
Waxahachie, Texas.

Oliver Stepe, senior vice president of
YKK AP America Inc. in Austell, Ga., says
the benefit of the acquisition for Pella
may lie in the variety of window fenes-
tration systems the company will gain.  

“There is an emerging need to increase
the energy efficiency of commercial and
residential fenestration systems while
maintaining other necessary character-
istics such as strength and aesthetics. So,
from this perspective, it makes sense that
a company like Pella that has interest but
possibly lacks the knowledge of the com-
mercial market would acquire a company
like EFCO.”

Folsom does believe the sale could be
a good move for EFCO, and for the com-
mercial glass industry. “I think they
[Pella] have the financial backing to
help EFCO succeed.” 

Carter agrees that there could be ben-
efits to the commercial glass industry in
this new development.  “I think it would
be a good impact because we need to
keep the competition in the marketplace,
and EFCO has definitely played a big role
in major projects across the country for
[several decades].”  

There are many questions yet to be

answered about the sale, including the
influence the primarily-residential
manufacturer will have on its new com-
mercial subsidiary, and how long-time
EFCO customers will be affected. 

“We’re not on the residential side, we
know [only] the name Pella,” says Lee
Still, warehouse manager with Walker
& Laberge in Norfolk, Va. The glazing
contractor largely uses EFCO products
in its work. 

Still says he has heard nothing yet as to
how the sale will impact EFCO’s cus-
tomers.  “[It] came kind of as a shock to
all of us.” 

Carter adds that he can’t help but
wonder if Pella will decide to “utilize
[its subsidiary] more for expanding
their … insulating glass or other con-
tributing products that you use in win-
dow making, or if they’re actually going
to keep everything in place that EFCO
has established over the years.”

While Pella’s goal with this purchase
has not yet emerged, industry profes-
sionals can make predictions about the
challenges the company will face in in-
tegrating its new subsidiary. 

“I think that they need to keep in
mind that there are distinct differences
between these two markets,” Carter
says. “The type of … codes and com-
pliances and things that are prevalent
in the commercial market are really not
there in the residential market.” 

“For Pella, although they have ac-
quired EFCO, their challenge will lie in
the successful integration of the two
companies, strategies and corporate
cultures,” Stepe says. “We are looking
forward to seeing how this new com-
pany will emerge and hopefully provide
a positive influence and healthy compe-
tition within the commercial industry.” 

-Megan Headley ■
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CompanyNews

Frank Lowe Rubber and Gasket 
Breaks Ground on New Facility in N.Y.

Construction crews began foun-
dation work on Frank Lowe
Rubber and Gasket Co. Inc.’s new

corporate headquarters and manufac-
turing facility on August 29. The com-
pany plans to move into the new
60,000-square-foot building in Shirley,
N.Y., by spring of next year. The new fa-
cility is approximately 20 miles east of
the current location in Farmingdale, N.Y.

“This project has been in the works
for over two years,” says Ira M. Warren,
president. “We made the decision to go

Technical Glass Products (TGP)
has begun construction of its
new corporate headquarters and

manufacturing facility in Seattle. The
company is currently headquartered in
Kirkland, Wash. 

The new facility, approximately 15
miles away from the current building,
will contain approximately 33,000
square feet of office space and a
97,000-square-foot manufacturing
facility. 

The 89-acre Snoqualmie Ridge Busi-
ness Park is one of the few places in
Seattle that could accommodate Tech-
nical Glass Products’ need to house its
headquarters and manufacturing plant
in one location, according to informa-
tion from Opus Northwest, which is
constructing the facility. 

“Technical Glass Products has been
located on the Eastside for years, and
Snoqualmie Ridge provides a great op-

portunity for us to bring all of our opera-
tions into one place,” says Mike Mo-
roney, chief operating officer of TGP. “It’s
a convenient location for integrating our
administration, sales and manufactur-
ing, and it provides plenty of room to
grow as our company expands.”

Jeff Razwick, director of business
development, says it was always the
goal of the company to build a new
headquarters. “We’ve always wanted
to bring our spaces together in terms
of our office as well as our manufac-
turing,” he says. “The current time is a
great opportunity to do that.”

The company broke ground on the
building this past spring and expects
the new facility to be complete by the
end of 2008.

In addition, TGP has redesigned two of
its product websites: www.fireglass.com
and www.tgpamerica.com. The new sites
offer interactive features designed to

provide a streamlined process for ac-
cessing information about TGP’s fire-
rated products and architectural
products respectively, education on
specs and industry standards and sim-
ple steps to purchase glass and framing
systems. TGP also is developing online
continuing education courses registered
with the American Institute of Architects. 
❙❙➤ www.tgpamerica.com
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Attending the official
Frank Lowe headquarters
groundbreaking on August
29 were (from left) Jack
Kulka, construction man-
ager; Judy Rosalez, vice
president of operations;
Fred Braun, town of
Brookhaven Industrial De-
velopment Agency (IDA);
Mitch Paly, town of
Brookhaven IDA; Brian X.
Foley, superintendent town
of Brookhaven; and Ira M.
Warren, president.continued on page 20

TGP has redesigned its product 
websites.

Technical Glass Products Builds New 
Headquarters and Manufacturing Facility 
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Finally, glass processing 
technology has only one name.

Glaston.
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forward with a new corporate facility
that can double the size of our current
35,000-square-foot facility.”

The new plant not only gives the
company room to expand its opera-
tions, but will also serve to bring the
corporate offices and the manufactur-

ing facility under one roof. The com-
pany is planning on bringing in addi-
tional employees and already has
ordered additional machinery for the
expanded facility, according to vice
president of sales and marketing Randy
Cohen.

Established in 1955, the company has
been expanding steadily during the
past three decades. It moved from its
1,400-square-foot storefront in Queens
Village, N.Y., to a 2,500-square-foot
Whitestone, N.Y., facility and later to a
5,900-square-foot building also in
Whitestone. The company relocated to
Farmingdale in 1994 and increased its
space from 15,000 square feet to 35,000
square feet in 2004.
❙❙➤ www.franklowe.com

Bystronic-Glass to 
Move U.S. Headquarters 
to Colorado

Bystronic-Glass Inc. has opened a
new location in Aurora, Colo., which
will become its U.S. headquarters. The
company currently is headquartered in
Hauppauge, N.Y. 

“We chose Aurora because of its cen-
tral location, great access to Western
markets and excellent airline connec-
tions through DIA,” says Dan Clark, vice
president of sales and marketing for
Bystronic-Glass. “The area has a lot to
offer our business and our employees.” 

According to the announcement from
the Aurora Economic Development Coun-
cil, the office opened on June 20, 2007, and
will add 28 employees by next year.
❙❙➤ www.bystronic-glass.com   

Venture Tape 
Sold to 3M Company

The St. Paul, Minn.-based 3M Com-
pany has purchased Rockland, Mass.-
based Venture Tape Corp. The
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Bystronic-Glass will move its head-
quarters across the United States.
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acquisition is expected to expand 3M’s
product offerings in the area of glazing
tapes.

“This acquisition broadens our
pressure sensitive adhesive tape plat-
form, brings new channels to 3M, and
allows us to expand into adjacent
markets such as construction,” says
Patrick Deconinck, division vice pres-
ident, 3M Industrial Adhesives and
Tapes Division. “Venture Tape has a
strong customer-centric business
model, which combined with our lean
manufacturing practices, technolo-
gies and global coverage will broaden
and improve our offering to cus-
tomers.” Venture Tape president Lewis
Cohen says the sale will also benefit
Venture.

“We see tremendous opportunities to
continue to build our business by draw-
ing on the strength of 3M’s resources
and technical capabilities,” said Cohen.

Vitro Increases 
Ownership in Vitro 
AFG to 100 Percent 

Monterrey, Mexico-based Vitro S.A.B.
de C.V.’s Viméxico S.A. de C.V. subsidiary
has acquired in its entirety all the capital
stock of the Mexican company Vitro AFG
S.A. de C.V. (Vitro AFG). The transaction
has been approved by the Mexican Fed-
eral Antitrust Authorities. 

The company exercised its right to
purchase AFG Industries Inc.’s 50-per-
cent stake in Vitro AFG for USD $6 mil-
lion. Vitro AFG owns a float glass
manufacturing facility located in Mex-
icali, Baja California, Mexico. 

Vitro AFG was a 50/50 joint venture
between Viméxico and AFG Indus-
tries, a subsidiary of the Japanese
company Asahi Glass Co. Limited. The
joint venture was established to sup-
ply the United States and Mexican
construction markets with a wide
range of flat glass products. It began
operations in November 2003, with a
co-investment of approximately USD
$100 million. 

“This transaction will significantly

strengthen our market position, as we
expect to further benefit from the dy-
namic growth of the architectural
glass market in Mexico,” says Hugo
Lara, president of Vitro’s flat glass
business unit. “The addition of this
significant manufacturing capacity

allows us to serve our customer’s re-
quirements and exceed their expecta-
tions within Mexico and abroad. Close
to 78,000 tons per year of additional
capacity of float glass will be dedi-
cated to the Mexican market and 
exports.”    ■
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ShowCase

sunshades 
YKK AP’s ThermaShade™ 
Sunshade System Cuts Energy Costs 

YKK AP® in Austell, Ga., announced that its new patent-
pending ThermaShade™ sunshade system, the industry’s
only sunshade system with a thermal barrier to reduce en-
ergy costs, is now available for owners and developers of
commercial, retail and institutional buildings.   

The ThermaShade system reduces solar heat gain to help
lower energy consumption, improve the comfort level for
building occupants and adds to the overall aesthetics of the
building. The product line offers a spectrum of pre-engi-
neered design options. Integral hook mechanisms on the
outriggers simplify installation and reduce field labor costs.
❙❙➤ www.ykkap.com

components
Edgetech Unveils nXt™ 
Big Thing in Spacer Technology

Edgetech I.G. in Cambridge, Ohio, has launched Super
Spacer® nXt™, which combines the same desiccant and
acrylic adhesive as its other products with a new proprietary
core. The hybrid technology provides exceptional thermal ef-
ficiencies. Providing a virtually seamless seal, Super Spacer
nXt is aesthetically pleasing in the window system. It is avail-
able in a variety of standard colors with a metallic appear-
ance that mocks the look of a metal spacer—but provides
the thermal benefits of Super Spacer warm edge technology.
❙❙➤ www.edgetech360.com

glass
AGC Launches World’s 
First Antibacterial Glass

AGC Flat Glass Europe, formerly Glaverbel, in Brussels, Bel-
gium, has launched a glass product that it says will kill 99.9
percent of bacteria on it and stops the spread of fungi, help-
ing in the fight against hospital-caught infections.

AGC’s AntiBacterial Glass™ destroys 99.9 percent of all
bacteria on its surface, eliminating micro-organisms as soon
as they come into contact with the glass. The antibacterial
action is based on silver. Extensive research into the proper-
ties of silver demonstrates that it has a powerful antibacter-
ial function. AGC’s patented process involves diffusing silver
ions into the upper layers of the glass: the ions interact with
bacteria and destroy them by disabling their metabolisms
and disrupting their division mechanisms.

AntiBacterial Glass has been tested by university labora-
tories, with results validated based on European and Japan-
ese standards. Accelerated age testing demonstrates that the
functionality of the glass does not diminish over time. The
glass can be used for a variety of surfaces.
❙❙➤ www.agc-flatglass.eu
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literature
CRL Introduces Door and Window 
Replacement Hardware Catalog

Los Angeles-based C.R. Laurence Co. Inc. (CRL) has in-
troduced the fifth in a series of six Master Catalogs, the

CRL83 Door and Window Replace-
ment Hardware Catalog.  

The hard-cover catalog contains
688 full-color pages of door and
window hardware products, many
of which are manufactured by
CRL. CRL83 features CRL’s exten-
sive selection of screen fabrica-
tion supplies; storm window and
door components; sliding glass
door and window hardware; oper-
ators for casement and awning
type windows; door closers and
commercial door hardware; insu-
lating glass supplies; and a di-
verse selection of sealants,
fasteners, tools and cleaners.  

The catalog can be viewed on-
line or downloaded in PDF format at the company’s website. 
❙❙➤ www.crlaurence.com
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laminated glass
VISUAL® Laminated 
Glass Looks Good Green

The new VISUAL® laminated glass system by Arch Deco
Glass®, a division of Arch Aluminum and Glass in Tama-
rac, Fla., is a high-end laminated product that provides
the architectural community exterior and interior design
options—and also will contribute points toward certifi-
cation in projects registered in the U.S. Green Building
Council’s LEED® Green Building Rating System™.

The system can be manufactured to meet the mini-
mum energy efficiency prerequisite of LEED based on
ASHRAE 90.1 or a potentially stricter local energy code.
It also can be designed for operability or as part of a day-
lighting strategy. VISUAL laminated glass can block
noise, reduce the penetration of ultraviolet radiation and
help protect building occupants from wind or explosion
driven impacts.  
❙❙➤ www.archaluminum.net    

At JLM Wholesale, our capabilities are numerous and built around the 
premise of providing you with not only quality products but also expert 
support and advice.  We provide takeoffs and line by line pricing.  JLM also 
furnishes templates, installation information and can even supply wiring 
diagrams when required.

Specializing in top quality hardware from Ingersoll-Rand 
to Assa Abloy, JLM offers more than 12,000 individual 
items from over 80 quality manufacturers from our two 
warehouses.

Visit us online where you can quickly and easily place 
orders, check stock availability, track packages, check 
order history, and download installation guides, templates, 
specification sheets and product literature.

Midwest 1.800.522.2940
Southeast 1.800.768.6050
www.jlmwholesale.com

......................................................................................................

......................................................................................................
Wholesale Pricing, Same Day Shipping
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curtainwall 
Uni-Wall Can Be Found 
on Jobs Large and Small

Architectural Glazing
Technologies (AGT) in Wa-
terboro, Maine, designed its
new unitized curtainwall
system, Uni-Wall®, for flexi-
bility of design and installa-
tion on jobs of all sizes,
including small- to
medium-sized projects.

Since the panels are built to
be installed completely from
inside the building, Uni-Wall
is efficient in city construc-
tion sites, according to infor-

mation from the company. Installation is speeded considerably,
without the need for an external crane, and crews can be much
smaller than those required on traditional “stick-built” jobs.
❙❙➤ www.agtglazing.com 

curtainwall components 
Halfen Holds it Together 

Halfen Anchoring Systems of Converse, Texas, offers
multi-adjustable curtainwall clips for edge-of-slab applica-

tions. The clips provide both up and down and
in and out adjustability. Left and right
dead load clips are available with an off-
set horizontal slot to maximize capacity,
by opposing wind load and dead load
moments. Extruded serrations on the
clips and washers provide exceptional
wind load capacity, according to the com-

pany. Three sizes are available to fit most stick
curtainwall applications.

The company also is offering anchor channels
for a multitude of applications in commercial
projects. The company’s anchor channels have
a cold-formed or hot-rolled channel body
with I-anchors welded to the back of the
channel. They are available in hot dip
galvanized carbon steel or stainless steel.
The channels are foam-filled to prevent
concrete from entering the channel. A selec-
tion of tee-bolts and channel nuts allow design
flexibility and easy installation. With 11 differ-
ent profiles, and available lengths from 1 ¾
inches to 20 feet, anchor channel connections can be sup-
plied to suit most requirements. 
❙❙➤ www.halfenusa.com

decorative glass
Make a Memorable Entrance 

With its beauty and
vast creative potential, Ul-
traGlas®, from UltraGlas
Inc. in Chatsworth, Calif.,
aims to turn any surface
into a work of art. Accord-
ing to information from
the company, the decora-
tive glass products can be
used to create distinctive
storefronts and entrances.

The decorative glass
products are available in a
variety of textures, colors
and patterns. 
❙❙➤ www.ultraglas.com

continued
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material handling
Prevent Container 
Damage with Shock Timer

The Shock Timer Plus 3D from Instrumented Sensor
Technology (IST) in Okemos, Mich., attaches to a ship-
ment and records the exact time the product, tote,
crate or sea container was damaged in transit. The
product is a low-G, 3-axis shock detector with a time
stamp that detects and logs whenever a shock occurs
that exceeds the trip level. 

The device saves the peak G-level and time-stamps
the occurrence. Shock Timer Plus 3D can be reset and
reused via a wireless IRDA interface to the user’s PC.
❙❙➤ www.isthq.com

continued on page 26
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           Ever feel like your business is running you?  

Often, the very systems you bring in to simplify your business only  

make it more complicated. GTS wants to change that.

That is why GTS is partnering with Microsoft Dynamics™ GP.  We’re 

leading in the evolution of a system that makes it 

easier for you to take control of your business. For 25 

years, more customers have relied on our glass business management 

solutions than any other vendor. We know the glass business, and that 
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resources
New Brochure Highlights Energy-
Saving Attributes of Solarban 60 

Pittsburgh-based PPG has
published a new brochure for
consumers highlighting the en-
vironmental and cost-saving
advantages of windows made
with Solarban 60 solar control
low-E glass. 

Because of its clear appear-
ance, Solarban 60 glass al-
lows more than 70 percent of
the sun’s natural light to
enter a building while
blocking more than 60 per-
cent of total solar energy.
This can lead to lower
cooling bills in the summer, more
abundant natural light and less furnace heat loss.
❙❙➤ www.ppg.com    ■

continued
ShowCase
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Architect: Cetra/Ruddy Incorporated
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Mike Haber, Managing Partner, W & W Glass LLC, Nanuet, New York

The Orion – a 58-story condominium–has dominated the 42nd Street landscape west of Times Square since it

opened in 2006. There are two things about this building that Viracon really came through on for us. First: Viracon

met our critical sequencing schedule by delivering up to 1,000 units a week to our processing facility for seven

months straight. Second: The plans called for under-sized glass. The Design Team at Viracon worked with the

architect and W & W Glass to optimize the size of the glass by relocating horizontal mullions in the curtain wall. 

The result was a more cost-effective spec without compromising the design. When it comes to customer service,

technical support, estimating, and delivery, Viracon is top notch. Do you want a turn? Contact us for details. Call

800.533.2080, e-mail glass@viracon.com or visit www.viracon.com/orion
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T he con-
struction
industry

accounted for
1,226 fatal
work injuries
in 2006—the
most occu-
pational in-
juries of

a n y
indus-

try sector. This repre-
sented a 3-percent increase over the 2005
total of construction industry fatalities

according to statistics from the United
States Department of Labor’s Bureau of
Labor Statistics (BLS) national census of
fatal occupational injuries for 2006. Fa-
talities among specialty trade contrac-
tors rose 6 percent (from 677 fatalities in
2005 to 721 in 2006), due primarily to
higher numbers of fatal work injuries
among building finishing contractors
and roofing contractors. 

The increase in construction indus-
try fatalities and injuries has led the
Occupational Safety and Health Ad-
ministration (OSHA) to focus on con-
struction site safety. 

“OSHA has an emphasis this year
on construction sites [safety],” says
Pete Pontikis, senior project manager
and safety director at MTH Industries
in Hillside, Ill. He advises other glaz-
ing contractors to “make sure your
projects have the proper information
at the job.” 

Among the required information is
the OSHA jobsite safety and health
poster, which must be displayed in a
conspicuous place where employees
can see it.

Safety

Construction Industry Leads 
Number of Workplace Fatalities 

continued on page 30
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continued
Safety

MTH offers safety training for spe-
cific events, including training for
scaffolding and fall protection. Ac-
cording to the census information,
fatal work injuries involving falls in-
creased 5 percent in 2006 after a

sharp decrease in 2005. The 809 fatal
falls in 2006 was the third highest
total since 1992, when the fatality cen-
sus began. Fatal falls from roofs in-
creased from 160 fatalities in 2005 to
184 in 2006, a rise of 15 percent. 

To prevent injuries in any area, con-
struction industry workers—includ-
ing glaziers—are required to have
training in OSHA’s safety standards. 

“All of our foremen receive OSHA
30-hour cards, which is the 30-hour
construction outreach program,” says
Pontikis. “That’s all our glaziers and
workers and project managers. All of
our journeymen receive a 10-hour
card.”

Pontikis says MTH also provides
project-specific training based on the
jobsite hazards or conditions. “Most
larger projects are requiring now from
the subcontractors site-specific safety
plan,” he adds. “The first day your
crew starts, you go out and do the
training.” 

The numbers reported in the na-
tional census of fatal occupational in-
juries for 2006 are preliminary and will
be updated in April 2008. 
❙❙➤ www.bls.gov

PPG Worker Dies in 
Machinery Accident 

Neil T. McMichael died on Septem-
ber 13, 2007, from injuries sustained
as a result of a machinery accident at
PPG Industries Inc. McMichael was a
glass-cutting line operator and for 43
years had been an employee at the
company’s facility in Crestline, Ohio.

According to a statement from the
company, PPG is investigating the ac-
cident in conjunction with local offi-
cials and the federal office of the
Occupational Safety and Health Ad-
ministration (OSHA). Grief counsel-
ing and employee assistance
programs have been made available to
Crestline employees.  

“We extend our deepest sympathy
to Neil’s entire family,” says Vicki Holt,
senior vice president, glass and fiber
glass. 

McMichael was a 1964 graduate of
Colonel Crawford and from 1965 to 1967
served in the U.S. Army in Vietnam, ac-
cording to his obituary. He is survived by
several brothers and sisters. ■
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For small- to mid-size glazing
contractors looking to take the
next step and take on the “big
jobs” surety bonding is a ne-

cessity that can’t be ignored. 
While the experts say that for the last

two to three years it’s been difficult for
small glazing contractors to start tak-
ing bonded jobs, the market may be
loosening up, making it a good time for
contractors new to bonding to jump
into the market.

“The surety industry had some ter-
rible losses for a few years there up
until about two, three years ago,” ex-
plains EJ Kelley, executive vice presi-
dent and general counsel for Enclos
Corp in Eagan, Minn. “They had a
number of prominent contractors go
down and … big corporations had
some issues, so there were large losses
in the surety industry. And so they
significantly tightened their under-
writing standards.”

Those losses increased the risk for
the industry—closing off opportuni-
ties for some small companies. 

“It’s just like with the bank and fi-
nance industries—all of a sudden
credit tightened up and it made it
tougher for companies that didn’t
have a long history in the business or
had a somewhat weaker credit com-
pared to others.”

Lynn Schubert, president of the
Surety and Fidelity Association of
America in Washington, D.C., agrees. 

“The industry has been … what
the insurance industry would call a
soft market for quite some time. A lot
of people were getting bonds; just
about everybody was getting bonds,
and construction was good, everyone
was making money. [Then] people
started to lose money, and that always
means the sureties end up paying
once contractors default. And so the
market tightened up and they really
increased their underwriting stan-
dards again, went back to reviewing
all the basics of ‘do you actually have
the capital and the capacity to per-
form the work?’ So a lot of people who

Sure Enough

0 20 40 60 80 100

Important Financial Measures
Percent of bond producers who indicated that the measure was important in the
evaluation of contractors’ capacity

Amount of working capital 996%

Backlog levels 990%

History of consistent earnings 886%

Debt to equity ratio 880%

Working capital ratio 777%

Quick ratio 665%

Underbillings to equity 551%

G&A expense levels 446%

Days revenue in accounts receivable     336%

G&A expense to equity ratio     228%

Days revenue in cash     225%

Days costs in accounts payable     223%

Source: Grant Thornton LLP’s 2007 Surety Credit Survey for 
Construction Contractors: The Bond Producer’s Perspective

by Megan Headley

The 
Surety Bonding Market 

Readies for 
Small Glazing Contractors 

http://www.usglassmag.com
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had had bonds were unable to get
bonds for a while,” Schubert says.

Schubert says that the bonding in-
dustry has been profitable for the last
two years, meaning that require-
ments are beginning to loosen again,
to some degree.

“It’s probably, dollar-for-dollar, the
most profitable group within the
larger insurance or financial service
group,” Kelly says of the current
bonding industry. “I have heard that
from a couple contacts at two differ-
ent bonding companies that they’re
doing better than the rest, even the
rest of the organization right now.” 

“They’ve started to actually make
money again,” agrees Jim Stathopou-
los, chief executive officer of Ajay
Glass & Mirror Co. in Rochester, N.Y.
“With that comes typically a little bit
of loosening in the ability to obtain
bonds but, again, if you have a finan-
cially viable company, and you can
show them you’ve been financially vi-
able for an extended period of time,
they’ll certainly consider you.”

After a tough couple of years,
bonding agents are looking for more
hard data. According to Schubert, re-
quirements have been less strict in
the past. “It’s actually an interesting
phenomenon because it appears that
people are not loosening up to the ex-
tent that they did in the past when
they were writing bonds for unqual-
ified people.”

“They won’t [consider a company]
just based on … your own in-house

continued on page 34

What is Surety? 
The Surety Information Office describes a surety bond as “a

three-party agreement where the surety company assures the
obligee (owner) that the principal (contractor) will perform a con-
tract.” Since the bonding market fluctuates, meaning that there
are some times when it’s easier than others to obtain this agree-
ment, contractors should consider timing their leap into the big
pool with the most favorable market conditions. 

2007 2005

Prepare proper financial presentation 93% 95%

Use CPAs familiar with the industry 89% 92%

Produce interim financial statements 87% 94%

Communicate potential problems early 77% 82%

Improve quality of job status reporting 67% 78%

Improve frequency of job status reporting 61% 63%

Develop a succession plan 59% 56%

Use bonded subcontractors 58% 66%

Develop a business plan 53% 53%

Establish a buy/sell agreement 46% 47%

Limit entry/expansion into new business areas 35% 44%

Reduce overhead expenses 30% 50%

Limit entry/expansion into new geographic areas 30% 41%

Seek joint venture partners on projects 11% –

Seek co-surety 2% –

Steps to Secure Bonds
Percent of bond producers who “frequently” advise contractors to take each step.

Source: Grant Thornton LLP’s 2007 Surety Credit Survey for Construction Contractors: The Bond
Producer’s Perspective

http://www.usglassmag.com
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numbers, they’re going to want an au-
dited statement,” Stathopoulos says.

“It wasn’t very long ago that they
had these huge losses. The surety in-
dustry is still fairly tough in their
credit writing standards,” Kelley says. 

Now, instead, that “loosening mar-
ket” is showing itself in bonding
agents’ willingness to diversify in the
group of contractors to which they
offer bonds. 

“Not everyone is chasing the mid-
size contractors anymore, there are
actually people focused on mega-
jumbo contractors as well as small
and emerging contractors, and that’s
really where I see it loosening up,”
Schubert says. “They’re not saying
that you don’t have to be qualified but
they’re more interested in talking to
a diverse group of contractors.” 

Meeting 
Bonding Requirements 

So with the market looking up,
many of those smaller glazing con-
tractors are looking to branch out.
But what does it take to become
bonded? For starters, surety agents
need to know that a contractor has fi-
nancial reach to take on the project. 

“They’re going to want a certified,
audited financial statement,”
Stathopoulos says.  

“You really have got to have a fi-
nancial statement,” Schubert agrees.
“You may not need audited financial
statements, but you certainly need
something close to an audited finan-
cial statement, because that’s what a
surety is going to review.”

According to Rich Gianforti, Jr.,
vice president of Flower City Glass Co.
in Rochester, N.Y., agents are looking
for working capital and the equity of
a company. The retained earnings are
one item that Gianforti advises com-
panies to keep an eye on. He says
bonding agents are watching to see

continued on page 36

Surety Bonding Market 
continued from page 33

How Much Do Bonds Cost?
According to information from the Surety Information Office (SIO), the cost of

a performance bond generally ranges from 0.5 to 2 percent. The price of a pay-
ment bond is included with the price of a performance bond. There is typically
no charge for a bid bond. SIO says the premium may vary depending on the size
and duration of the project, as well as the contractor’s bonding capacity. 

2007 2005 1996

Strength of balance sheet 96% 98% 90%

Financial statement presentation 93% 97% 91%

Equity 87% 92% 75%

History of successful projects 81% 81% 68%

Debt 79% 81% 71%

Experience in type of project 78% 75% 67%

Consistent profitability 77% 78% 63%

Use of CPAs with industry knowledge 74% 75% 68%

Expertise of company management team 72% – –

Reputation of firm and/or principals 67% 66% 65%

Claims history 60% 67% –

Financial statement disclosure 60% 65% 70%

Accounting policies 56% 63% 59%

Experience in geographic area 55% 59% 43%

Size of over/under billing 54% 55% 36%

Overhead expenses 37% 47% 35%

Contract volume 28% 36% 33%

Succession planning 28% 30% –

Safety record 14% 16% 20%

CFO having CCIFP designation 3% – –

Source: Grant Thornton LLP’s 2007 Surety Credit Survey for Construction Contractors: The Bond
Producer’s Perspective 

Important Criteria in Obtaining Surety Credit
Percent of bond producers citing each factor as important.
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that a company doesn’t strip the re-
tained earnings, taking the profits
and not leaving earnings in the com-
pany upon which to build.

“[If] there’s no reserve or a sign that
the company’s equity is being built
out,” says Gianforti. “Retained earn-
ings turn into shareholder equity.”

“They’re going to want to see that
you’re making money in the projects,
they don’t want to see that you’re los-
ing money,” Stathopoulos says.  

Schubert adds, “If … as a new con-
tractor it doesn’t appear that you’re
willing to put money into your busi-
ness, then they’re going to be con-
cerned that you’re not going to be able
to complete the work.”

Surety agents also need to know
that a glazing contractor has the ca-
pability to complete the project.
Agents are looking for experienced
leadership and project management
on each project. “They’re going to
want to see that you have experience
in the business,” Stathopoulos says.  

“Make sure you have qualified proj-
ect managers,” Schubert advises. “It’s a
concern sometimes that new contrac-
tors don’t have the qualified personnel
to actually run the larger jobs, and
mostly bonded jobs are the larger jobs.”

“They want competent people
being able to run the work,”
Stathopoulos adds. “And stability in
the management, the building man-
agement, the project management it-
self, the ownership of the company.”

Increasing Bond Capacity 
Even when starting off small, glaz-

ing companies that have bonded jobs
for some time advise that there are
ways to increase bond capacity. 

Ann Werner of Flower City Glass
Co. in Rochester, N.Y., explains that
the company is able to occasionally
take jobs that are bonded slightly
higher than the maximum amount
the company is allowed. “We have an
overall cap of $10 million on each

job,” she says. “We’ve had some that
are a little over and we split it into
separate bonds.” 

Schubert explains that, in most in-
stances, a surety bond is written
based on 100-percent of the contract,
and that’s what the bonding agent
looks at to determine whether or not
a contractor can complete a project. 

“Now you can’t take a contract and
divide it into two surety bonds, but
what you can do, and what we sug-
gest everywhere we go discussing
this issue, is that owners and general
contractors divide up the contracts
into smaller contracts,” Schubert
says. “So if you can get $100,000
bond but your contract you want to
bid for is $200,000, you need a
$100,000 contract.”

Schubert explains that a glazing con-
tractor could break a project contract
into two separate contracts—perhaps
one for supplying and one for installing
products. “But the bond would only re-
spond for each contract and you would
have to be complete in that contract be-
fore you moved to the next one.” 

Forming a Relationship 
Gianforti says that Flower City’s

history with its bonding agent has
brought them past the point of con-
cern for getting bonded. 

“We have a long history, [with] no
issues, so for us it really isn’t a prob-
lem,” he says.  

continued on page 38

Surety Bonding Market 
continued from page 34

For More 
Information 

For more information on the basics
of obtaining a bond, visit the Surety
Information Office website at
www.sio.org. There contractors can
learn the basics about bonding, how
to build a surety relationship and how
to obtain a bond. 

http://www.sio.org
http://www.usglassmag.com
http://www.aluflam-usa.com
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A relationship with a surety agent
can make a degree of difference in the
ease of bonding jobs, according to
some experts. 

“It is an important factor. It doesn’t
override some of the other factors,
but it’s just like banking … it can
make a difference,” Kelley says. “It
helps the surety become more com-
fortable with the right management
team in place. It makes a marginal
difference.” 

“Absolutely,” agrees Bonnie Canter,
treasurer of Ridgeview Glass in
Upper Marlboro, Md. “One hundred
percent I do agree.”  

Ridgeview Glass has worked with
the same bonding company for
nearly 25 years. “They get to know
your whole style of business, they
know the personalities involved with
the running business,” Canter says.  

Forming a relationship with the
agent may help, but making sure a
company has the right agent for the
job is critical. 

“One more thing a new glazing
contractor wants to do is make sure
they get an agent who is not just
their typical insurance agent,” Schu-
bert says. “Frequently, their insur-
ance agent who they’ve had for 20
years … doesn’t really know about
surety bonds. Although they have a
license to write surety, because it’s
normally part of the property-casu-
alty license, they don’t really know
the market. They may not know ex-
actly which surety companies to ap-
proach for a new small emerging
contractor. It really helps to have an
agent who has some expertise in the
surety area.”

Just think of us as the Sherlock Holmes 
of the glazing industry
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Advice for Contractors
New to Bonding 

“It’s always tough for a company
starting out,” Schubert says. “A brand
new company takes some time to es-
tablish themselves, obviously, and their
capital—all of the things that need to
be looked at—but the market is pretty

good right now. There are a number of
surety companies who are now focus-
ing on the small and emerging con-
tractor market, so it’s a lot better than it
was maybe two years ago for smaller,
new contractors.” 

For companies just beginning to take
bonded jobs, Gianforti has a word of

advice. “I think having a strong finan-
cial statement [is critical].” 

“The sureties want to see a strong
balance sheet,” agrees Kelley, but, he
adds, “that may or may not be doable
if you are a new company. They want
to see a strong management team in
place. They want to see that you are
not taking a job … that may be big-
ger than your capabilities—bigger or
more demanding or more challeng-
ing. They’re conservative; they want
to see that the company is being
fairly cautious about the sort of proj-
ects they’re taking on.” 

Stathopoulos reminds glazing con-
tractors that the requirements don’t
stop once a bond is obtained. “Be
sure that you’re prepared for the re-
porting requirements, because there
are reporting requirements. [The
bonding agents] are going to want to
see statements annually, at least au-
dited, and probably they’re going to
want to see your reviewed statements
every six months.” 

“Pay your bills,” Canter notes. She
adds, “You just have to do a good job.”

Doing a good job is necessary—
not just to start getting bonded jobs,
but to keep them. 

“Just remember that your assets
are going to be tied up on the line if
you do this. And that’s what scares a
lot of people off, they don’t want to be
tied up—they guarantee their assets
personally as well,” Stathopoulos
says.  

But once those requirements are
met, it’s likely only a matter of time
before the ambitious glazing con-
tractor starts looking to reach the
next step.   ■

M e g a n  H e a d l e y
is the editor of UUSGlass.
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It was September, Fall had begun and
construction on the new Knight Oil
Tools corporate headquarters in Brous-
sard, La., was moving along as planned.
Designs had been approved, shop
drawings had been finalized, and work
on the 96,400-square-foot facility was
underway. But when the glazing con-
tractor hired for the job, suddenly filed
for bankruptcy, an entirely new chal-
lenge emerged.

Jackie Guillote, president of Advan-
tage Glass in New Iberia, La., hadn’t
been the successful bidder on the first
go-round, but when the general con-
tractor, Rudick Construction, needed
another glazier to step up to the plate,
they thought of Advantage Glass. 

Due to his strong relationship with the
contractor, Guillotte’s company won the
job this time—despite the fact that, by
this point, Guillotte’s crowded schedule
meant that his team of glaziers couldn’t
do the job alone. “At the time that I bid

the job I knew I could do it, but from the
time you actually bid a job to the time
you get on it is roughly six months to a
year. So by the time the year comes
around, my plate was full,” he says. 

It didn’t help that Advantage Glass
faced a problem many glazing contrac-
tors are up against—a shortage of
qualified labor. 

Guillote adds, “We were so busy at the
time and basically we’re always under-
staffed—that’s a problem in this area,
getting people to work. I knew that I
needed some help to do the job, so what
I did was I got in touch with Kawneer
representative Jim Griswold, and then, in
return, he put me in touch with Dana De-
George who is another Kawneer dealer.” 

DeGeorge, owner of DeGeorge Glass,
a large glazing contractor based in
Metairie, La., says he had never been
asked to help another glazing contrac-
tor on a job, but was willing to offer
support on this one. With more than

120 miles between the two shops, com-
petition was not considered an issue.

“I don’t really look at work in his
market at all,” DeGeorge says. 

The two companies agreed to tackle
the Knight Oil Tools project together.

While DeGeorge Glass provided the
fabrication for the project, in addition
to the field management, DeGeorge says
he found it advantageous that Advan-
tage Glass could provide local support. 

“We fabricated the job here …
shipped it to the site,” DeGeorge says. “I
supplied a foreman and a few glaziers
and he supplied the balance of the
glaziers.” 

The partnership was only one piece
of the puzzle, however. The project’s
original shop drawings were submitted
with a different manufacturer’s prod-
ucts shown. The tight timeframe meant
that the team had to work back-
wards—order materials first, have
shop drawings done second.

“It was definitely the opposite of
the way we normally do things,” says
Griswold.  

According to Guillotte, when Advan-
tage accepted the job, the original metal
manufacturer was still in the shop-
drawing stages. “We didn’t use Kawneer
shop drawings; we just basically used
architectural [drawings]…” 

Guillotte says the glaziers couldn’t
work from the detail drawings, because
of the decision to use another metal
supplier on the project. “We basically
had to do the job blindfolded, and had it
engineered over the telephone and then
produced drawings after the job was
complete—which is totally backwards.” 

Despite the change in materials—and
the “backwards” procedure—Guillotte

Project Pride
Contract Glaziers Share their 
Solutions on these Project Challenges
by Megan Headley

A good relationship with the general contractor helped Advantage Glass win the
work on the Knight Oil Tools headquarters—despite a shortage of manpower.

Knight Oil Tools Headquarters Facility in Broussard, La.

W hen complete, these glass-en-
cased buildings may inspire
viewers, or they may just blend

easily into their environment. Either way,
when they were just a shell, these build-
ings—like most any other project—posed
challenges for the glazing contractors on
the job. Their solutions may inspire other
glaziers to try their tips when taking on
challenging jobs with ease. 

Share your glazing challenges 
by e-mailing Megan Headley at
mheadley@glass.com. 
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Fans of New Jersey’s hockey team
have been waiting impatiently for the
late October completion of the Pru-
dential Center in Newark, N.J., the
new home of the New Jersey Devils.
Ian Josloff, for one, already has his
tickets. 

Then again, Josloff has had a first-
hand view of the work it has taken to
complete the building designed by
Morris Adjmi Architects in New York,
HOK Sport + Venue + Event in Kansas
City, Mo., and El Taller Collaborativo
PC in Newark, N.J. The owner of
Newark, N.J.-based Josloff Glass Co.
managed the glass installation for the
arena. 

The Prudential Center features a cur-
tainwall composed of oversized insu-
lating glass units (IGUs) and two
glass-encased stair towers that frame
the front of the building. Josloff Glass
worked on installing the units from De-
cember of 2006 straight through until
the end of August 2007. 

Josloff says it didn’t hurt to be based
in the Newark area when it came to
winning this job. “In terms of our in-
volvement on the job, I don’t think it
hurt [being local] that’s for sure. We
were involved fairly early on with the
pre-con, budgeting and design, with the
architect and the construction manager
and kind of just segued right through

to a successful bid.”
Getting involved early allowed

Josloff to take part in the design, and
also to develop the appropriate sys-
tems and attachments and specify
products. Upon completion, the exte-
rior insulating units for the façade of
the arena consist of more than 95,000

square feet of PPG red Solarban 60
clear high-performance low-E glass
and complementary subdued grey
spandrel units.  

J. E. Berkowitz (JEB) in Pedricktown
N.J., fabricated the IGUs to a roller-wave
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Josloff Glass eased the challenge of installing glass on the Prudential Center’s
two glass towers by using mast climbers. The glaziers were able to essentially
“sidewalk set” the glass.

The Prudential Center in Newark, N.J.

says there was no conflict when it came
to bringing the architect’s vision to life. 

“Everybody was aware the other
glass shop had gone belly-up. At that
point, the interest of the owner and the
contractor … is to get the building
closed up and keep it on schedule. At
that point you really can’t [slow
down]—because it’s about a 14-week
process, and they didn’t have 14 weeks
to spare,” Guillotte says.  

Just weeks after receiving the initial
call from Rudick Construction, the
team was able to begin fabrication and
installation on the facility. The job was
completed the following May. 

“It ran really smooth, it really did,”
says Guillotte. “The biggest part was
getting the materials there and getting
the job started. You know, we had to hit
it full force. We had to man the job with
a lot of people in the beginning. And

then at that point when the job leveled
out, we just pulled people out of there.”

Guillotte adds, “By working together,
we were able to complete the job within
the timeframe and budget allotted to us.”

It may have been unusual and un-
precedented, but Guillotte says he
would joint venture again given the op-
portunity. “Most definitely—anytime
with Dana DeGeorge, I would most def-
initely joint venture a job.” 

http://www.usglassmag.com
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The glaziers at Midwest Curtainwalls
Inc. in Cleveland knew they were in for
a tough job when they agreed to install
the glass in the operator’s tower of the
Woodrow Wilson Memorial Bridge.
From modifying the original specs to
modifying the concrete bridge to mod-
ifying their equipment, Midwest
showed that flexibility can be a neces-
sity for a glazing contractor. 

The new bridge which spans the Po-
tomac River between Maryland and
Virginia was constructed to expand the
number of lanes and increase the
height of the bridge, making draw-

bridge openings less frequent than on
the old bridge. While the solution was
much appreciated among commuters
who travel along the high-traffic thor-
oughfare, there there were some inter-
esting challenges to meet before the
first car could cross the river. 

“The curtainwall system that we de-
signed for the Woodrow Wilson Bridge
was a very, very difficult system in
terms of its geometry,” recalls Don Kelly,
president of Midwest. “Just about every-
thing was curving: curving metal, curv-
ing glass.” 

Cricursa Curvados S.A. in Barcelona,

Spain, a glass manufacturer specializ-
ing in curved and specialty glass prod-
ucts, created the multi-panel sections
of bent layered glass in a “dot” frit pat-
tern. The tower features 13 bullet-resis-
tant curved low-E glass panels and one
flat panel, totaling 1,500 square feet of
glass. Each trapezoidal panel measures
6 feet 6 inches wide by 19 feet high. The
outboard sections of the insulating
glass units (IGUs) have four glass lay-
ers; the inboard ones, two, according to
information from Edgetech I.G. in

continued on page 46

The Woodrow Wilson Memorial Bridge over the 
Potomac River between Maryland and Virginia

tolerance not to exceed 0.003 to achieve
the highest optical clarity possible, says
Chris Lalonde, CSI, CDT,
marketing/LEED specialist for JEB. The
units also were fabricated to an im-
proved tolerance of 1⁄2 of ASTM C1048
for bow and warp of heat-treated glass.

“We paid special attention at the be-
ginning to the tolerances with distor-
tion,” Josloff says. “Berkowitz was
really able to tune the manufacturing
process to eliminate the wave distor-
tion … which is important with very
large glass.”

“The accepted industry standard is
usually not to exceed 0.006 inches
peak-to-valley; however, currently
there is no ASTM for roller-wave dis-
tortion,” Lalonde adds. “The goal of
trying to minimize roller-wave on the
project is so that, ultimately, the
owner has the flattest heat-treated
glass possible on their project. The re-
flected images in the glass will be
clearer and the project will look more
appealing aesthetically because there
is less variation in the inherent roller-

wave created in the heat-treating
process when controlled to a tighter
tollerance.”

The two glass-encased stair tow-
ers—measuring 75 feet wide by 120
feet high—that frame the front of the
Prudential Center proved the most
challenging aspect of the installation. 

“You’re dealing obviously with a seg-
mented enclosure around radius steel,
so we worked with Kawneer and de-
veloped a custom splayed vertical
mullion to conform with the degree of
splay required to satisfy the diameter,”
Josloff says. 

Josloff says that Kawneer provided a
timesaver when it came to working on
the towers. The vertical mullions fea-
ture Kawneer’s IsoStrut, an integral
pressure plate and cover that is part of
the extrusion. 

“When you’re done with your install,
you don’t have to come back and in-
stall your pressure plates and your
covers after the fact; while you’re glaz-
ing it’s already part of the mullion,”
Josloff says.

The glaziers from Josloff Glass also
worked smart in that even on the high
elevations of the glass towers they were
able to “sidewalk-set” the glass. 

“We used mast climbers—hydro
mobile work platforms—to erect and
glaze all of the large curtainwalls on
the project. Those were rented
through Dunlop Mast Climbers and
they were really fantastic,” Josloff says.
“It eliminated having to crane-set the
glass; the glass was all set by hand off
of the mast climber because you have
the ability to carry a load, unlike a
regular aerial lift. It essentially be-
comes a sidewalk-set with the glass
because you’re just working right off
essentially what’s grade.”

The Prudential Center will be the
first in a series of buildings aiming to
bring back growth and prosperity to
the downtown core of Newark, accord-
ing to Lalonde. “The result of this col-
laboration is a structure that is clad in
glass-and-brick, paying homage to 
the city’s historic architecture and 
industry.” 

Project Pride
continued from page 43
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Cambridge, Ohio, who supplied the
units’ Super Spacer® TriSeal™. 

“Just about 1,300 square feet,” Kelly
says. “That’s a very small job.” 

Small it may be, but simple it was not.
The units aren’t characterized by any-
thing so simple as a straight line or 90
degree corner, according to Edgetech.

“Everything was hard beyond the dif-
ficulty that we expected, what we bid to
do, which was design and engineer and
manufacture and install a very difficult
system,” Kelly says.  

To begin with, once Midwest had
field-assembled the unusually shaped
IGUs, they had nowhere to put them.
According to Kelly, the concrete on the
bridge was out of position by several
inches in most places, requiring the
general contractor to scale back the
concrete. As the extra concrete was re-
moved slowly in pieces at a time, the
glaziers would fit the units into place. 

“We’d set a unit, and then take it back
down to the road, and set it back up
again, then take it back down again,

A custom-made tool helped Midwest Curtainwall install 13 heavy, trapezoidal
IG units on the Woodrow Wilson Bridge’s operator tower.

continued on page 48
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pick it up again—so it’d be four or five
or six tries to get a unit set,” Kelly says.  

For an unusual job, the glazing con-
tractor brought on an unusual tool. A
specially-built system of 12 vacuum
cups, powered by Midwest’s propri-
etary lifter, raised the curved IGUs into
place.

“That custom piece of lifting equip-
ment … allowed us to set these units
and without it we don’t know if we
ever could have ever set them,” Kelly
says. 

To lift the units from the bridge re-
quired a well orchestrated process.
Once the cups were placed on the glass
and the vacuum activated, the glaziers
would “lift the vacuum cup equipment
and the curtainwall unit up about 6
feet, and then we rotate the equipment
and the unit 90 degrees so it’s now ver-
tical … on its long edge to the ground.
Then we lift it up higher and we rotate
it another 90 degrees in a vertical
plane, so that we can now lift it up to
the concrete structure that’s about 30
or 40 feet in the air and place the unit
in its proper position on the concrete
structure.”

Once the glass was in position, the
glaziers holding the unit would release
the vacuum cups and pull the lifting
device from the glass. 

“That’s how we set the 13 very heavy
curtainwall units that ring around this
structure that looks like a speedboat,”
Kelly says. 

Although he’s used to adapting
equipment for challenging jobs, Kelly
says an added bonus was being able to
“recycle” this custom equipment.
“Luckily, a client of mine in California
needed some equipment just like it so
we were able to sell it after we finished
the work at the bridge.” 

For a company that’s used to tak-
ing on unique and challenging proj-
ects, it may seem like the sky is the
limit. But after enough unforeseeable
delays, any smart contractor will
know that a unique project is great,
but only if the job can be completed
to everyone’s satisfaction.

“You’ve got to know your limita-
tions,” Kelly advises.     ■

Project Pride
continued from page 46
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Juanita Delaroca used to get a lot
of modeling work and having
flawless hands didn’t hurt her
cause. But modeling wasn’t her

only career. She also worked as a bar-
tender at night for extra income cash.
That’s what she was doing on January
1, 2001. As New Year’s revelers were par-
tying around Boston, Delaroca was
serving two customers at Pravda, the
bar where she worked. That’s when
everything came crashing down. 

Delaroca turned around as the mirrors
behind her started to fall forward. She
was standing directly in front of them
and there was nothing she could do.
“They [the customers] saw a look of
shock on her face,” says Jeffrey Roy, the
Boston attorney who represented the
bartender and model. “She was hit from
glass from the mirror and some of the
bottles. It ended up cutting her back and
her hands.”

When you’re a model, scars on your
hands are unacceptable. “[The scars]
hurt her modeling career,” Roy says. 

While Delaroca lost some modeling
jobs, her scars and short-term pain and
discomfort were nothing compared to
what happened to six-year-old

Jonathan Villagomez. A falling mirror
took his life before he even got a chance
to go to school, grow up or live his life. 

These events spawned lawsuits, news
stories, lots of grief and many, many
questions. The most prominent ques-
tion: How could this happen? 

When the 
Wall Came Down

The local media first pointed the fin-
ger at a faulty mirror installation when
a mirror fell on Villagomez. In June
2003, the child and his mother were at
an Express store in the Lincolnwood
Town Center Mall in Lincolnwood, Ill.,
when a 5- by 10-foot, nearly 500-pound
mirror came down on the child, ac-
cording to ABC7News in Chicago. 

At first ABC7News quoted a police in-
spector that said, “The wall where the
mirror hung is structurally sound. Police
photos indicate that the frame may not
have been glued to the wall securely
enough.” The station later reported, “Po-
lice say the mirror was attached to par-
ticleboard and two-by-fours with
construction adhesive or mastic, but
not all of the wood came into contact
with the wall, causing it to fall.”

Four years later, Lyle Hill, president
of MTH Industries in Chicago, says the
problem wasn’t one of a mirror instal-
lation. “Everyone blamed the mirror,
but the mirror was not at fault. In fact,
the mirror stayed firmly attached to the
wall where it had been properly in-
stalled. It was the drywall partition that
the mirror had been anchored to that
fell over.” 

Added weight also brought down the
mirrors that scarred Delaroca. In this
case, the construction company in-
stalled the mirrors properly. It’s what
they added to the mirrors that was the
problem, according to Roy. “They had
put speakers and racks on the mirrors,”
he says. “That’s what pulled it down.”

Shoddy Installation
More often than not, installation

comes into question when mirrors fall.
That’s what happened with three-year-
old Carli. As she was standing in a
Macy’s dressing room waiting area in
Santa Rosa, Calif., a three-way mirror
came down on her. She was lucky.

“It was a slight concussion and it split
her lip and she had a nosebleed,” says
Barbara Bozman-Moss, the family’s

Broken Dreams
Improperly Installed Mirrors Can Shatter Lives
By Les Shaver

http://www.usglassmag.com


Santa Rosa, Calif.-based lawyer. “It was
very minor and we were very lucky.”

Carli’s family sued Macy’s, which de-
nied liability at first and said the girl
pulled the mirror onto herself. “Our
position was that if it was installed
properly, there’s no way a three-year-
old can pull one of those great big mir-
rors off the wall,” Bozman-Moss says.

Eventually Macy’s settled. 
A similar scenario happed to Joe

Rohmeyer. Rohmeyer was visiting
Oklahoma City for a week at a resort
called Habana Inn. After hanging out
at the pool and going to the clubs, he
was going through a late-night buffet
line. Along one wall was a four- by six-
to-eight-foot mirror.

“As he [was] going through [the]
buffet, one mirror became detached
and fell and landed on top of him and
sliced him across the nose,” says Jason
B. Reynolds, the Oklahoma City-based
lawyer who represented Rohmeyer.
“From the weight of it, he had some
neck injuries that we alleged as well.”

Rohmeyer immediately was taken
by ambulance to the hospital. Over-
all, he ended up with about $8,000
in medical bills. So, Rohmeyer sued
the property management com-
pany, the firm that managed the
hotel, and the hotel owner. Even-
tually, he settled with all three for
an undisclosed amount. The
mirrors had been up for about 18
years, so Reynolds and
Rohmeyer could no longer go
after the installer under Okla-
homa law. 

Thankfully, most of the time
mirrors come down, the only real
threat people face is the fright of
hearing them fall or rushing to
hold them up. Al Pfafman, owner
of Joe’s Glass and Mirror in
Williamstown, N.J., has seen this
many times.

Last July, Pfafman received a
called from an older lady who said
her mirrors were falling off the
walls. He came over quickly since
she was nearby. Three of her mirrors

continued on page 52

By installing mirrors correctly, like the one above, mirror fall accidents can be
minimized.

GANA Guidelines
Mirror Installation Guidelines

The best mirror job is one that is not only striking in appearance but one that
is trouble-free during installation. Proper techniques, carefully and profession-
ally employed, can virtually guarantee this kind of result. To help ensure the
best results, read and follow these tips from the Glass Association of North
America (GANA):
• Always use gloves when handling any mirror to prevent damage to the face

or backing from skin-borne salts and chemicals.
• Whenever possible, lay out a mirror installation prior to taking it to the job-

site—that way any errors in cutting or sizing can be caught and fixed imme-
diately and no excessive handling will occur.

• Never install mirrors on new plaster, new masonry or freshly painted walls
without proper sealing. Also, do not install in construction areas when air-
borne solvents and heavy-duty cleaners are in the air.

• In humid climates wait until the air-conditioning is operating before installing
mirrors.

• Never install mirrors outdoors without additional engineered protection for
the backing of the mirror.

• Set mirrors off the wall with an open air space behind to provide ventilation
for the backing whenever possible.

• If mastic must be used, be sure it is approved for mirror use. Mechanical fas-
tening devices always should be used with mastic. This can help prevent in-
jury or damage from the mirror in the event of the mastic failing.

• Be certain that the room or space in which the mirror is to be installed is
properly ventilated during and after installation.

• Never permit edges of the mirror to be exposed to “puddling” conditions such
as on back splashes.

• Be sure there are adequate tolerances between installed mirrors to avoid
later problems as the building settles.

• Mirrors should be one of the last items installed in new construction after
final cleanup.
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had fallen off the wall and were leaning
against her sofa.

“The sofa was close enough and high
enough that the mirrors were leaning
off the back of the sofa,” Pfafman says.
“A fourth mirror fell into a Christmas
tree [which was still up in July].”

These poor installations aren’t just
limited to residential applications,
though. Hill says large retail chains have
hired his company to fix mirrors that
were installed improperly. “In [one de-
partment store], they were literally
falling off the wall about two months
after they were put up,” he says. 

Overall, Hill says the falling mirror
problem is one that’s become a lot more
common in recent years. “There are prob-
ably 20 or 30 situations around Chicago
over a two- to three-year span where mir-
rors fell,” Hill says. “I am aware of a cou-
ple of very serious injuries (but none
fatal) caused by falling mirrors.”

Bad Connection
The Villagomez and Rohmeyer cases,

along with those witnessed by Pfafman
and Hill, lead to one simple question:
Why? Why are these mirrors falling off
the walls so frequently? It’s a question
glass company owners and manufactur-
ers of mirror mastics have considered for
awhile. And, in the end, they always come
back to one group: the mirror installers.
“Typically, the problem is unqualified in-
stallers using the wrong [adhesive] or

the wrong mechanical approach to hang
a mirror,” Hill says.

Take, for instance, the department
store where MTH rehung the mirrors. In
a few of the stores, the installers left their
supplies. Instead of an accepted mirror-
hanging mastic, Hill found liquid nails
sealant. “It’s a cheap adhesive,” Hill says.
“In long-term applications, it won’t hang
onto the back of the mirror. Liquid nails
may work well with wood or plaster, but
it doesn’t work with mirrors.”

But liquid nails aren’t the only bad
mastics Hill has seen installers use to
hang mirrors. He’s seen them try
cheap putty, butyl caulk and painter’s
caulk. “These simply do not work with
mirrors.”  

Some mirrors may be installed with
the correct product, but they’re no
longer functional. “We’ve gotten some
mirrors with mastics that are out of
date and too old,” Hill says. 

But, even if an installer uses the cor-
rect mirror mastic before it goes bad, it
won’t work unless he knows what he’s
doing. “They’re putting mirrors up and
they’re using adhesives and hardware
that’s not meant for the application that
they’re doing,” says Lawrence Palmer-
Ball, president of Palmer Products
Corp., a manufacturer of mirror adhe-
sives based in Louisville, Ky.  

Dan Lesniak also works for a mirror
adhesive manufacturer. As national
sales manager of Gunther Mirror Mas-

tic in South Bend, Ind., he saw a prime
example of the proper product used in-
correctly when he investigated mirrors
falling at a restaurant ten years after
they were installed. Fortunately, the ad-
hesive failure occurred at night, when
no one was around. “There were quite a
few things wrong with this install,” he
says. “It [the mastic] was put on [in]
globs and dots. We require it to be put
on in vertical beads. There also wasn’t
enough mastic used.”

Industry experts say mirror installa-
tions usually fail for one of three rea-
sons. A bad adhesive is only one of
these ways. “There are so many vari-
ables in an installation,” Lesniak says.
“The bond between mirror and wallpa-
per may be not good. The bond be-
tween wallpaper and drywall may not
be good.”

Even if the surfaces lend themselves to
a solid installation, they need to be pre-
pared. Lesniak says, “Different sub-
stances, like high-gloss tile and things
like that, can cause problems. If they’re
not sanded and dust particles aren’t
cleaned off, there may be a concern as
well.”

Sometimes the mirror doesn’t even
contact the surface. “You’ll have an in-
staller go and do an installation where
you have a wall that’s way out of plumb,”
Palmer-Ball says. “You can apply plenty
of adhesive, and when you put that mir-
ror in place, the adhesive is not even
making contact with the surface.”

Good Catch
Since there are so many ways to use

adhesive improperly during the mirror
installation it seems to makes sense to
have a backup—something to catch the
mirror if the adhesive fails. 

“Typically what we see in a mirror
failure is that mechanical fasteners
weren’t used in a lot of instances,” Les-
niak says. 

That’s what Bill Green, operations
manager for Barefoot & Co., in Char-
lotte, N.C., sees whenever he goes on a
trip. “You go into hotels and go into a lot
of places and look at the mirror and it’s
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continued on page 54

Broken Dreams
continued from page 51

Using fasteners in addition to adhesives can go a long way toward preventing
falling mirrors.
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not installed with the clip,” he says.
“There’s not a secondary support. It’s
usually just glued up.”

Pfafman sees this as well. “People are
refusing to put the top channel on,” he
says. “In effect, you have no top mirror
support.”  

Everything Barefoot puts up has
some sort of backup. 

“For everything, we require a sec-
ondary keeper,” Green says. “If mirrors
are put up without a keeper, you’re re-
lying on the paint to adhere the mirror
to the drywall. We’re just not going to
take that chance.”

It’s not just installers who recom-
mend using secondary support in mir-
ror installations. The mastic
manufacturers do as well. Gunther Mir-
ror Mastics suggested that all mirrors
installed with its product have a sec-
ondary support.

“We use mechanical fasteners as a
failsafe,” Lesniak says. “If one system
fails, the other is there to help.” 

Mechanical fasteners can take vari-
ous forms. There’s the channel along
the top. Some companies will use
rosettes. “We developed a rosette that
we use and toggle into the wall,” Green
says. “You drill a hole through the mir-
ror and screw it down.” 

Clips are also an option. “Sometimes
we use clips and we hide the clips with
mirror trim,” Pfafman says. 

Even lights can provide support. In
the case of an adhesive failure, they

often can hold the mirror up. However
Green cautions that care needs to be
used with this approach. 

“We wouldn’t use rosettes with
lights,” Green says. “The mirror would
have to fall through the lights to come
off and the lights would have to come
off.”

A Lack of Care
So if attachments can ensure that

mirrors stay on the wall and, in the
process, keep people out of harm’s way,
why don’t more installers use them?
One reason is complaints from the cus-
tomer—the group they’re designed to
protect. “The customer bullies them
into it [not using attachments]. They’ll
say, ‘I don’t want that.’ So you’ll do it
[follow their instructions] and not care.
People tell us all the time that they don’t
want the channel on the top.”

The main problem consumers have
with attachments is their look. Green
says, “A lot of people don’t like the looks
of mechanical fasteners. There are so
many mechanical fasteners and some
of them are barely visible to the naked
eye.” 

It also takes more time to put in an at-
tachment. That means money. A lot of
customers don’t want to spend that
money. This isn’t just an issue with
homeowners, though. Department
stores also will skimp on cost, which, in

continued on page 56

Using the right adhesive is one critical component of a safe mirror installation
although improper use of the correct product can also lead to failure.

Broken Dreams
continued from page 52
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Why choose an ordinary Terrace Door for a hi-rise when you can select something more?

We build doors that do more than hold out the wind and the rain. We apply more than

50 years of experience to the design and manufacturing of our Series 900 Terrace Door.

That translates into exceptional quality, top-flight engineering, outstanding performance,

and an elegant style that transforms any space into a room with a view. 

Check out our specs and we think you’ll agree that for durability and

appeal, this door can stand the test of time. Now that’s beautiful.
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the long run, can lead to what happened
to Villagomez. Often a glass shop can
offer the cheapest price because it does-
n’t take the time to back up the mirror
adhesive with a mechanical system. In
other situations, it’s just a time issue.

“It’s an easier job,” Pfafman says.
“They just carry the mirror in and put
two-inch bevel strip and hide it [the
space between the top of the mirror
and the ceiling]. If you save an hour’s
labor time, that’s a good deal.”

The problem is that there seem to be
too many people with this careless atti-
tude installing mirrors. “You have un-
qualified people putting up mirrors,”
Hill says. “That’s the bottom line.
They’re using the wrong materials and
wrong methodology.”

Long-Term Fix
So how do you get mirror installers

on the right page, so that they’re using
the correct materials and methodol-
ogy? It starts with education. “Some

people aren’t educated and don’t know
the value of a top mechanical security
device,” Pfafman says. “Some of them
don’t know the difference.”

So the question is how to best edu-
cate mirror installers. Mastic manufac-
turers have tried to take the lead with
both proper installation techniques and
the use of extra support. “In all the lit-
erature and on the back of our tubes,
we say that mechanical fasteners be
[installed] in addition to mirror mas-
tics,” Lesniak says.

Palmer-Ball went out of its way to
alert its installers that it had a new
product out on the market. “We have
gone through periods where we put
extra literature in each case of product
that went out the door,” he says. “When
we introduced new products in 1993, for
over a year we put another flier in each,
stating: ‘This is a new product. If you
haven’t used it, you need to read the di-
rections, do mockups and get yourself
familiar with how the product works

before you take it out on the job.’”
Palmer-Ball is now a strong propo-

nent of accreditation for mirror instal-
lations. “We feel that some certification
programs would really go a long way to
make mirror installation better,” he
says. “It’s hard to get up to speed and
find out what you need to know about
the products you’re using.”

Lesniak agrees that any push for bet-

continued on page 58

Industry veterans say mirror 
installations have become more 
difficult in recent years.

Broken Dreams
continued from page 54
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ter mirror installation needs to start
with training.

“I think more training needs to be
done,” he says. “Certification is defi-
nitely a step in the right direction.”

That would certainly help ensure that
newly minted mirror installers know
what they’re doing. Their lack of knowl-
edge is a huge concern to some people
in the industry. “They will hire new
people and they don’t always take them
through and tell them what needs to be
done in applying these products,”
Palmer-Ball says. 

Those out in the field installing mir-
rors don’t see accreditation as a cure-
all, though. Green thinks better design
of keepers could go a long way in mak-
ing installations safer.

“Designers and architects setting ex-
pectations in front of what needs to be
used would be a great start,” Green says.
“Often times it is [to] the ‘look’ of sec-
ondary keepers that we have objections.
Once we describe the reasons why sec-
ondary keepers are needed we then get
understanding and acceptance.”

Even if an installer knows how to put
up a mirror correctly, factors like cost
and time may convince him to take
shortcuts. 

“Everybody is trying to save a buck,”
Hill says. “It’s really worse than I’ve ever
seen. The goal seems to be just to get
the stuff up.”

Even then, many installers don’t
seem to think the mirrors they put up
will be the one that falls and harms
someone. “I don’t think a lot of people
think anything will happen with their
installation[s],” Green says.   ■

L e s  S h a v e r is a
contributing writer for
USGlass magazine.
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Now every mirror installer who travels in
one of Barefoot & Co.’s 32 trucks is 
required to clip mirrors in addition to using
adhesive.

Broken Dreams
continued from page 56
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Nobody Covers You Better

Contact Firestone Metal Products 
for all of your metal panel  

and column needs 
… we’ve got you covered

800-426-7737 
www.UNACLAD.com

Your project is unique, your building is special. Allow custom fabricated UNA-CLAD wall panels 
from Firestone Metal Products to reflect your vision. UNA-CLAD wall panel systems provide 
superior quality, engineered performance, and unparalleled design flexibility.  

Discover why, for more than a quarter century, Architects, Contractors and Building Owners 
have looked to the full line of UNA-CLAD products for metal product solutions. 
Whether your project requires a standard or custom metal wall panel system,  
Firestone Metal Products has the right product for you. 

We’re ready to help; contact our professionals at 800-426-7737 for design assistance.

 PROJECT: General Mills World Headquarters
ARCHITECT: Hammel Green & Abrahamson

 GEN CONTR: McGough Construction
CONTRACTOR: Armetex, Inc.

 MATERIALS: UNA-FAB™ Series 4000, 16 gauge Stainless 
Steel, # 4 Brushed Finish
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Upgrade with the Moose 
The Elizabeth, Pa.-based RiteScreen Co. has launched the

Moose, which it says is the ultimate upgrade in a rolling patio
door screen. The Moose features an extra-strong 3-inch-wide
extruded aluminum frame, with a wall thickness of 0.05 inches.
The patio door screen rolls smoothly and quietly on steel ball
bearing wheels that can be adjusted to fit any opening, accord-

ing to the company.
The Moose is available in a vari-

ety of colors and with top or side
adjust  rollers. The Moose patio
door screen is suitable for both
commercial and residential appli-
cations and is great for 8-foot-high
doors.
❙❙➤ www.ritescreen.com

Novatech Introduces 
NovaSecure™ Collection

Novatech Inc. in Quebec, Canada, has introduced a steel door
collection specially designed to increase entrance security—
the NovaSecure Collection. The new door collection is con-
structed with 2 1⁄8-inch reinforced stiles designed specifically
to hold the ultra-resistant 3-point lock mechanism on the han-
dle side. The company says the multi-point mechanism is in-
stalled on the N900 Steel Slab Series to ensure a perfect fit
without weakening the structure (as it doesn’t require router-
ing in a regular wood stile) or losing the aesthetics of the door
system. According to Novatech, the door collection provides se-
curity, weatherproofing and durability.
❙❙➤ www.novatech-glass.com

Canada High
Fenestration Industry Gathers in Toronto to Show Latest Products

The Win-door North America 2007 show will descend upon Toronto for the thir-
teenth time November 13-15. Sponsored by the Canadian Window and Door
Manufacturers Association, the 3-day event will be held at the Metro Toronto

Convention Centre’s North Building in Halls A and B.
The exhibit hall will fill approximately 125,000 square feet with the latest fen-

estration products. The following is a sampling of the products that will be dis-
played at Win-door North America 2007.

American Renolit 
Expands Laminate Film Line

American Renolit in
Grand Rapids, Mich.,
now offers its Cova SR
brand of interior lami-
nate films for PVC win-
dows, along with its FAST
brand of exterior lami-
nate film.

The company says its
Cova SR film will give
PVC window manufactur-
ers a chance to break
away from the “me too”
designs that have been
present for so long on
the inside of vinyl win-
dow frames.  Renolit’s
Cova brand offers a vari-
ety of new wood grains that feature realistic design and a
pearl-essence finish, according to the company.

In addition, American Renolit will display its FAST brand
of exterior laminate film for PVC window decoration. With
FAST, the company says customers have a long-term so-
lution for color and wood grain design on the outside of
PVC window frames.

According to American Renolit, FAST also can be utilized
in PVC commercial windows. The laminate film is war-
ranted against fading, cracking or chalking in North Amer-
ica for 10 years. The company notes that the film is not
PVC based, but rather is made up of acrylic (PMMA) and
PVDF, which makes it durable and weather-resistant.
❙❙➤ www.americanrenolit.com 

http://www.americanrenolit.com
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http://www.novatech-glass.com
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Deco’s Introduces UltraTech
5421 Auto-Tilt Window System 

Deco Products Co. LLP in Decorah, Iowa,
says its brand-new UltraTech 5421 is an inno-
vative locking system that combines the lock
with a “clean-on-demand” capability. The
completely flush locking system provides a
stylish, low-profile look, and is easy for the op-
erator and fabricator to utilize, according to
the company. The UltraTech 5421 has  “Lock,
Open and Clean” engraved on the lock. The
company says the concealed latch provides
modern styling and accommodates window
sizes from 19 inches to more than 36 inches. 
❙❙➤ www.decoprod.com   ■

JRM Offers 
Three Machines

JRM International Inc. in Rockford,
Ill., will display its AS 400 Mecal Sin-
gle-Head Mitre Saw, MK-1 Mecal Sin-
gle-Head Welding Machine and PL-1
Mecal Single-Head Cleaning Machine
during the show.

The AS 400
Mecal Single-
Head Mitre Saw
with up-swing blade feed is available
in manual or pneumatic operation. It
is designed for quick angle changes,
and features an integrated guard for
blade protection, according to the
company.

The MK-1 Mecal Single-Head
Welding Machine is designed to weld
PVC window profiles of all angles from 40
to 180 degrees. The company says the ma-
chine is easy to use and has a fully auto-
matic work cycle managed by a PLC unit. The
MK series is available with 1, 2 or 4 heads.

Finally, the PL-1 Mecal Single Head Cleaning Machine is
designed to clean PVC  window profiles with 90 degree cor-
ners. It simultaneously cleans the outer contour and the weld
seam on the upper and lower surface of the profile, accord-
ing to the company, and is available with 1 or 4 heads.
❙❙➤ www.jrminternational.com 

Fenetech Offers Software for All Sizes
Aurora, Ohio-based Fenetech has announced

the release of FeneVision v3.0, which
will be on display at the show.
The company says the mod-
ularity of FeneVision soft-
ware allows customers of all
sizes to enjoy the benefits of
a software package designed
specifically for door and
window production. Avail-
able FenVision® modules
include a remote order/quoting
system, production control, ma-
chine interfaces, accounting inter-
faces, bar code tracking system, web-based order and
production status, capacity planning, resource scheduler, lin-
eal optimization, e-server and shipping management.
❙❙➤ www.fenetech.com

Alumet Introduces Insulseam™
Alumet in Marysville, Wash., will display its new structural

warm-edge stainless spacer for high-rise buildings. The com-
pany says its top-coated Insulseam spacer is not fragile in
the fabrication of sealed units, does not scratch and is not
damaged easily. In contrast, Alumet says it is super-strong
and durable and allows manufactures to fabricate struc-
turally sound insulating sealed units.

The Insulseam spacer is designed specifically for use in
high-rise buildings where safety, maximum life and per-
formance are essential, according to the company.
❙❙➤ www.alumet.com

Look for an update on the 
Canadian market in the November

issue of UUSGlass magazine

http://www.alumet.com
http://www.fenetech.com
http://www.jrminternational.com
http://www.decoprod.com
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Rob Wolken    Owner, Glass Doctor® franchise in Los Angeles, CA     Est. 2003

A former television executive, Rob Wolken opened his 

Glass Doctor franchise with no prior glass industry 

experience. Four short years later, he is one of the company’s 

most successful franchisees in the United States.

Q: Why did you decide to go into the glass industry?
I liked the business. I liked the service aspect of it. Glass is 

always breaking and people will always have a need for  

it. I liked the clean, simple, professional approach that  

Glass Doctor projected.   More importantly, I wanted to have  

a more balanced lifestyle. I had two young kids at the time 

that were 4 and 2, and I was working 24/7 in the entertainment 

business, and I rarely got to see them or have dinner with them. 

So I started looking at different businesses that, if I worked  

for them as hard as I did for other people, I would build my 

own company.

Q: What was it that finally led you to settle on 
      Glass Doctor as the company for you?
After I met with the folks at the Headquarters office in Waco, 

Texas, I was very interested, so I came back and did some 

market research in Los Angeles. Come to find out it’s the 

most competitive market in the country, but it’s also the most 

fragmented. Most of the business is divided up among a bunch 

of independent businesses, and I just felt very strongly that if I 

brought a brand-name service company to a large market that 

I could build a respectable business. 

Q: You mentioned earlier that one of your big goals 
      was to spend more time with your family. Has 
      Glass Doctor allowed you to do that?
Well, I’m still working as hard as I have ever worked, but  

now I have more control over my schedule. My children  

are very involved and know what I do, which is fantastic.  

I make it to every one of their baseball games and I have  

dinner with them every night. 

Q: What advice would you give to anyone wanting 
      to take their existing business to the next level 
      with Glass Doctor?
I’ve talked to tons of people about this, actually. I tell them  

that they are still going to be running their own business, but 

they are going to have a support and navigation system like 

they’ve never had before, in terms of how to stay on track how 

to continue to grow the business.  I think Glass Doctor does an 

excellent job in giving support such as sales and marketing, 

operations, finance, and recruiting.  They’ve done a great job 

to build the brand, and as the company continues to grow in 

the number of franchises and the number of areas we service, 

the communication that evolves from the franchisees around 

the country is invaluable in terms of how we do business 

locally. The other franchisees I’ve met, and the war stories 

and successes we share; those are opportunities that as an 

independent business owner I’d never get. 

“He’s done an outstanding job following 
  the Glass Doctor business systems,” 

says Mark Dawson, President of Glass Doctor. 
“At Glass Doctor, we’re proud to support those wanting to start 

or grow great businesses in the glass industry,” says Dawson. 

“In Rob’s case, we were able to launch his business from the 

ground up, in a tough area like Los Angeles, while giving him 

the freedom and time with family he was seeking. But Rob is 

just one of the many Glass Doctor franchise owners we support. 

Some come to us with multi-million dollar businesses but 

want to diversify to the residential market; some have years 

of industry experience but want the competitive advantage 

our image and brand name gives; others are looking for 

better marketing, a succession plan, or a better quality of life. 

Whatever you need, Glass Doctor can help.”

Is franchising right for you?
Find out today at:

800-280-9858 
or visit us online at: 

www.glassdoctor.com 
and click on “Franchise Opportunities.”

Learn how the established systems and 

on-going support of Glass Doctor can 

help start or grow your business. Exclusive 

territories are available nationwide.

PeopleNews
 Advertisement

www.LeadingTheServiceIndustry.com

http://www.glassdoctor.com
http://www.LeadingTheServiceIndustry.com
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F r o m  t h e  E d i t o r

Charles Cumpston

the metaphorical bridge between architects
and the architectural glass and metal industry
continues to see new “vehicles” cross over it
every day.

Several of these are discussed in this issue.
Certainly one of the most important today is fire-
rated glazing. In a recent survey of the Architects’
Guide to Glass & Metal readers, the single most
important topic architects said they would like
more information about was fire-rated glazing.

This is not surprising, given the complexity of
the subject and the prominence it has been
given in recent years.

Another vehicle we are happy to announce is
our Architects’ Educational Seminar Program,
which is being inaugurated in Grand Rapids
this month and will visit six locations across the
United States next year.

In our survey, architects told us that they
wanted to learn more about the architectural
glass and metal industry and that they would
attend day-long educational events to do so
based on the event’s location. So we have devel-
oped a program that will help them earn AIA
learning unit credits while learning about such
important topics as fire-rated glass and new glass
technology and applications.

This is part of our out-reach program to
architects to ensure that they are aware of all the
vehicles which are crossing the bridge of our
mutual concerns. AG

Cross Over the Bridge

recision Glass Bending specializes in the
custom fabrication of BENT GLASS, 
one piece or thousands, for Architectural, 
Fixture & Furniture applications. Capabilities
include bent glass in kinds Annealed, 
Heat-Strengthened, Safety Tempered, 
Safety Laminated, and Insulating. 

Clear, Tinted, Low-E, Reflective, 
Acid-Etch, Low-Iron, and
Specialty glass for 
CAD/CNC integrated
fabrication into TRUE
RADIUS (Curved Glass) 
or IRREGULAR BENDS 
in sizes up to 96" x 130"; 
3/32" to 3/4" thickness; 
Polished Edges, Holes,
Notches, or Cutouts.
Advanced capabilities for
bending 3-D fluid shapes, processing high-
performance coatings, utilizing digital data, and 
the five-axis CNC machining of bent glass surfaces. 

Built on years of innovation, Precision Glass 
Bending has formed a new generation of shaped 
glass with patented methods, proprietary 
software,and space-age machinery, all backed 
by a team of industry experts. The results 
are found in the IMPECCABLE QUALITY and 
QUICK DELIVERY of every AFFORDABLE PIECE. 

P e-bentglass.com
“One piece or thousands, our custom fabricated bent glass
is bringing form and function to the designs of tomorrow.”

*photo courtesy of Solar Innovations, Inc.

THE WORLD LEADER IN
CUSTOM FABRICATED

BENT GLASS

Precision Glass Bending Corporation
PO Box 1970, 3811 Hwy 10 West
Greenwood, AR 72936-1970
UNITED STATES OF AMERICA
Tel: (800) 543-8796
Fax: (800) 543-8798
sales@e-bentglass.comA GUARDIAN ‘SUN-GUARD’ CERTIFIED FABRICATOR 
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Fanning 
the Flames
New Fire-Rated Products Offer 
Versatility and Respond to Code Changes

by Charles Cumpston

The National Center for International Schools
in San Francisco upgraded its wired-glass
installations to Category-II safety-rated, 
radiant heat-reducing glazing. 

the flames of change continue to swirl around
fire-rated glass. Suppliers continue to broaden
their product lines with products that offer more
alternatives than ever before.

“There is an increased demand for new and
replacement glazing in lieu of traditional wired
glass,” says William O’Keeffe, president and chief
executive officer of SAFTI First Fire Rated
Glazing Solutions in San Francisco. 

He points out that a number of new products
with various capabilities have been introduced by
suppliers. “Clear, non-wired alternatives have
emerged such as laminated and filmed ceramics.”

Jeff Razwick, director of business development
for Technical Glass Products in Kirkland, Wash.,
says that fire-rated glazing products are now being
asked to “multi-task.” “They not only block
flames and smoke, but also, when needed, pro-
tect people and sensitive equipment from radiant
heat, are impact-resistant, enhance security, offer
bullet resistance, meet energy codes, resist hurri-
canes and support aesthetic design goals,” he says. 

Scott Foote, a consultant with AGC InterEdge
Technologies LLC in Sausalito, Calif., agrees that
architects worldwide are utilizing larger expanses
of glass in building design for a variety of reasons.
“It naturally follows that if they can use larger
panels of fire-rated glass when required they will
move in that direction,” he says.

He adds that the number of architects utilizing
new glass options is growing.

“We are seeing an adoption of new glazing
technology by the architectural community in an
effort to employ more light in building design.
This glazing can be used in much larger panel
sizes utilizing frames with limited sight line pro-
files. Furthermore, architects are even gravitating
to butt-glazed systems. We call this kind of glazing
‘transparent walls’ because it tests to wall stan-
dards (ASTM E-119, NFPA 251),” Foote says.

Razwick agrees that architects like to utilize
fire-rated glazing that doesn’t limit their design
freedom. “Fire-rated glass and framing systems
used to look institutional and bulky. Today’s
materials allow for large, clear and wireless
expanses of glazing with slender, modern-looking
framing. Transparency is so critical in many
designs, even when a fire rating is required, fire-
rated glass can be part of the overall building
design,” he says.
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Razwick also makes the point that as property
costs in many areas continue to increase, develop-
ers are frequently reducing the distance between
adjacent buildings in order to maximize revenue
space. “This can increase the need for fire protec-
tive materials on the exterior of the buildings,” he
says. “At the same time, occupants are more com-
fortable when natural daylighting is available.
These needs can be met by the new, high-per-
formance fire-rated glazing systems, including cur-
tainwall systems, storefronts and other exterior
windows and doors.”

Safety and cost control also are drivers for mar-
ket developments, adds O’Keeffe.

In the Know
O’Keeffe also notes that the most important

thing architects need to know about fire-rated
glass products is the classification:whether a prod-
uct is fire-protective or fire-resistive.

“Fire-protective products block smoke and
flame and their applications are limited to 20-45-
minute durations for use in doors, sidelites, tran-
soms and borrowed lites that do not exceed 25
percent of the total wall area,” he says

“Fire-resistive products block smoke, flame and
radiant heat and are used in 60- to 120- minute
applications, door and walls, where the radiant
heat transmitted to the non-fire side is limited to
a rise of only 250 degrees Fahrenheit above ambi-
ent, even when the other side reaches tempera-
tures more than 1,800 degrees,” he says.
“Therefore, fire-resistive products have no size
limitations and, when installed with an equally
rated framing system, can be used floor-to-ceiling,
wall-to-wall.”

Today’s sophisticated fire-rated products have
evolved due to demands by changes in fire codes,
and requests from the architectural community.

“Total reliance on sprinklers for fire protection
in commercial construction is wishful thinking,”
he says. “While sprinklers are an important part
of fire protection, they can and do fail to control a
fire for many reasons … National Fire Protection
Association (NFPA) data shows that sprinklers
failed to operate in 16 percent of fires. We’re not
saying ‘don’t use sprinklers,’ because they can and
do save lives, but a better solution is to use a bal-
anced approach of active and passive systems
together to assure property and life safety.” 

Looking Ahead
According to Foote, the transition to clear fire-

rated glass products has occurred and the addi-
tional cost is not a deterrent. “We will see more
fire-rated glass where fire-rated walls were once
the standard. For example, stairwells in schools
can be dangerous places. Now schools are employ-
ing fire-rated glass to open these areas up for visu-
al inspection and security,” he says.

Razwick agrees that areas such as stairwells and
exit corridors must protect occupants from heat
and flames, keep a fire from spreading and allow
safe evacuation for occupants. “Since fire-rated
glass can serve both purposes, and others, archi-
tects and designers are likely to use it in more
areas of the building,” he says.

O’Keeffe also notes that the issue of radiant
heat has come to the forefront of many in the
architectural community of late. 

“Radiant heat is now being recognized with
growing concern by the building community,”
says O’Keeffe. “These invisible and intense elec-
tromagnetic waves travel with little or no resist-
ance to air and can cause combustible objects on
the non-fire side to ignite, or worse, diminish the
chances of safely exiting an occupied space.
Limiting temperature rise is already a requirement
for 60-minute fire-resistive assemblies.”

All of these industry executives offer two pieces
of advice: take advantage of the information avail-
able on the Internet, particularly on the manufac-
turers’ websites to learn about the different types of
fire-rated glazing products available, and consider
the fire-rated glass supplier a partner in the design
effort. New knowledge is always available and they
can help steer architects and designers through the
fire-rated glazing information maze.    AG

Fire-rated glass 
provides aesthetic
solutions when
needed.

For an expanded version of this 
article, visit www.usglassmag.com.
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t he use of glass balusters to support handrails and
fulfill other code mandated guard requirements in
building structures has been common for more
than 20 years. For indoor applications, glass balus-
ters typically are tempered glass panels that support
a continuous wood or metal handrail at their top
edge and, in turn, are continuously supported
along their bottom edge in a metal channel.
Usually, the glass is fixed firmly in the channel with
a Portland cement-, epoxy-, or gypsum-based grout. 

We recently investigated extensive and costly
failures of glass balusters in two outdoor stadi-
ums. Based on these investigations, it is clear that
the type of glass product, the structural design
approach and the support detailing that have
been used successfully for years in indoor glass
baluster systems may require modifications for

adaptation in outdoor stadiums where mainte-
nance (e.g., high-pressure washing) and moisture
and temperature cycling create a different and
more demanding environment.

In both cases we investigated, the balusters were
nominal 14-mm thick laminated glass panels, each
comprised of two sheets of 6-mm thick heat-strength-
ened glass laminated to a 1.5-mm thick polyvinyl
butyral (PVB) interlayer. The typical panels meas-
ured about 750 mm high by 1,500 mm long and
were grouted continuously at their base into alu-
minum channels. Within 12 months of installation,
multiple glass panels had either cracked, become
delaminated or both in both stadiums.

Site observations and documentation, field
and laboratory testing and analyses were per-
formed to determine the cause of the cracking
and delamination and to understand the structur-
al behavior of the balusters. 

Field Investigation
Cracks appeared to originate at the bottom edge

of the panels. The typical support consisted of a
continuous aluminum channel welded or bolted to
the stadium structure. The bottom edge of the
glass was glazed into the channel with grout. The
top of the grout was covered with a silicone
sealant. Given this detail, it was not practical to
examine conditions at the probable glass fracture
origins within the aluminum channels in the field.

Delaminations also were occurring in the
baluster panels, with one or both glass lites sepa-
rating partially or completely from the interlayer.
The delaminations resulted in clouded or hazed
areas and typically were located at the bottom cor-
ners of glass panels at the grout line.

Field examination also revealed a number of
locations where the silicone sealant at the top of
the grouted panel base was in poor condition.
Instances of missing sealant, sealant exhibiting
adhesion failure at glass or aluminum surfaces and
sealant that was bubbled or blistered were noted.

At some locations, the grout was found to be
soft. At other locations, the grout was relatively
firm. Cracked and delaminated baluster panels
were located almost exclusively where the grout was
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Tracking Down 
Glass Baluster Failure
By William J. Nugent and Mark K. Schmidt

Increasingly glass balusters are being used in outdoor stadiums, and there have
been some cases in which unexplained cracking has occurred, such as this
example where the cracks propagate from the base.
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firm. In many of these cases, the sealant was also
missing or in poor condition. Where the grout was
soft, no visible cracks or delaminations were noted.

Based on field observations, several sections
from each of the two glass baluster systems were
removed for detailed laboratory examination and
testing. These sample sections included glass pan-
els that were cracked with no delaminations, glass
panels that were delaminated with no cracks, glass
panels that were both delaminated and cracked
and glass panels that contained no visible cracks
or delaminations.

A number of additional grout samples also
were removed for laboratory analysis. Samples
were selected from areas where the sealant above
the grout was either in good or poor condition.
Additionally, samples were taken both where the
grout was soft and where it was firm.

Grout Pocket Examination
Each baluster sample examined in the laboratory

consisted of a full glass panel and the corresponding
aluminum base channel (cut slightly wider than the
glass panel) with the grout intact. For each sample,
one leg of the aluminum base channel was cut off to
expose the grout within the channel and the glass
baluster panel at its bottom edge. In all cases, regard-
less of the condition of the grout or sealant above it,
some moisture was present in the grout pocket
when the base channel was cut open. The moisture
was more prevalent, however, in locations where
sealant was missing or in poor condition.

Examination of the grout pocket in samples
that contained the relatively firm grout revealed
the presence of a white deposit between the alu-
minum and the grout. Grout pockets that con-
tained relatively soft grout showed little evidence
of the white deposit.

Chemical analysis revealed that the white deposit
was aluminum hydroxide—a by-product of alu-
minum corrosion. The thickness of the deposits
ranged from 0.75 mm to 1.5 mm. The white
deposits occurred primarily where the grout was in
contact with the aluminum. At locations where the
channel had been filled with grout incompletely and
where there was no grout in contact with the alu-

minum, very little evidence of corrosion was noted.
In the confined space of the base channel,

expansive pressures were created within the chan-
nel by the growth of corrosion by-product. The
origins of the glass panel fractures examined in
the laboratory coincided with locations where
intermittent contact of the grout and corrosion
by-product created non-uniform pressures along
the bottom edge of the glass. In panels that were
not cracked, the corrosion by-product was either
not present, or the grout and corrosion by-prod-
uct provided relative uniform contact/support
along the glass edge. Thus, pressures exerted on
the bottom edge of the glass were more uniform.

Samples of the grout were analyzed using x-ray
diffraction to identify their crystalline compo-
nents. The analysis indicated that at least two dif-
ferent types of grout were used. Portland cement-
based grout had a firm consistency. Gypsum-
based grout was found to be soft.

The alkalinity of each grout type was evaluated
by measuring its pH. The pH of the Portland
cement-based grouts was typically above 12.5 (high-
ly alkaline). The pH of the gypsum-based grout
samples ranged from 9 to 12 (more neutral).

All the glass panel samples with delaminations
at the bottom corners were determined to have
Portland cement-based grout. Upon removal of
the base channel in the laboratory, all panels set
in Portland cement-based grout were found to
contain further delaminations typically extending
10 to 25 mm inward from the edges that were in
contact with the grout. Panels set in the gypsum-
based grout did not exhibit visible delaminations
in the field and, when the bottom edges were
exposed in the laboratory, generally exhibited very
limited delamination along the edges that were in
contact with the grout.

continued on page 70

In this typical support detail for a stadium glass baluster, the glass panel is grouted
into a U-shaped aluminum channel that is bolted to the concrete structure.

For an expanded version
of this article, visit

www.usglassmag.com.
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Structural Behavior
Loadings on guards and handrails are dictated

by building code requirements. The International
Building Code (IBC) specifies two loadings (a 730
N/m uniform and an 890 N concentrated load),
both to be applied independent of each other in
any direction at the top of the baluster. It also
specifies a third loading (a 445 N load) applied
over any 0.09-square-meter area of the baluster.
The allowable bending stress is based on a factor
of safety of 4 (applied to the average modulus of
rupture for glass).

A preliminary analysis for the stadium installa-
tions in question showed that the governing con-
dition was created by the concentrated load act-
ing horizontally (perpendicular to the plane of
the baluster panels) at a top free corner. The
analysis also showed that, depending on assump-
tions, the bending stresses created at the base of
the glass by the governing loads could be greater
than the allowable stress.

In light of this analysis, load tests were per-
formed to gain an understanding of the structural
behavior of the laminated glass balusters and
determine their fitness for purpose.

Baluster panels of the same type, size and thick-
ness as those in the stadiums were set up in the lab-
oratory with the same aluminum base channel,
grout and other details used in the stadiums. A
loading apparatus capable of applying either a uni-
form horizontal line load or a concentrated horizon-
tal load to the top edge of the glass was employed.

The loading apparatus also had the capability
of applying the load as an impulse (on and off
in approximately 3 seconds) or for a sustained
period (20 minutes or more). Prior to testing,

instruments were applied so that bending strains
at the base and horizontal deflections at the top
could be measured. 

A series of proof load tests performed in accor-
dance with IBC criteria showed that single glass
balusters could support more than two times the
code-specified uniform and centrally located con-
centrated loads without failure or permanent
deformation. For concentrated loads applied at
panel corners, similar test results were achieved by
simulating the in-situ handrails, which allowed
adjacent glass panels to contribute in resisting the
applied load. The limited testing also provided
data about the degree of composite behavior in the
panels and the manner in which stresses created by
concentrated loads applied at the top edge are dis-
tributed across the width of the panel base.

Table 1 is a summary of the data on composite
behavior. For the impulse-type loadings (on and
off in approximately 3 seconds), the laminated
panels generally behaved as if they were monolith-
ic. For longer duration loads (20 minutes or
more), the degree of composite behavior averaged
approximately 83 percent.

Based on the distribution of bending stresses
across the width of the panel base under applica-
tion of the concentrated load at the top center
and at the top corner, respectively, the maximum
glass tensile stress measured during testing can be
calculated using an effective base width deter-
mined by a load distribution angle of approxi-
mately 15 degrees. The corresponding section
modulus of the laminated glass panel should be
calculated using the sum of the minimum glass
thicknesses and the interlayer thickness.

We concluded that both the cracking and the
delamination of the laminated glass baluster pan-
els was caused by the combination of moisture
and a highly alkaline Portland cement-based
grout in the glass panel base support channels.
These conditions fostered corrosion of the alu-
minum, creating nonuniform expansive pressures
that led to the glass fractures. The highly alkaline
grout also attacked the PVB interlay resulting in
visible delaminations.  AG

William J. Nugent is president and principal, and
Mark K. Schmidt is unit manager and senior consult-
ant of Wiss, Janney, Eistner Associates Inc., in
Northbrook, Ill., which focuses on solving structural,
architectural, and construction materials problems.
This article is adapted from a presentation made at
Glass Processing Days 2007 in Tampere, Finland.

Glass Baluster Failure
continued from page 69

Table 1. Summary of Composite Behavior Data

This data summarizes composite behavior. For impulse-type loadings (on and
off in approximately 3 seconds), laminated panels behaved as if they were
monolithic. For longer duration loads (20 minutes or more), the degree of com-
posite behavior averaged approximately 83 percent.

Nominal Line
Load (plf)

Load Type
Section Modulus Ratio: Experimental

vs. Full Composite

50 Impulse 100.0%

100 Impulse 96.3%

150 Impulse 90.8%

200 Impulse 94.1%

100 Sustained 83.2%
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NewsMakers

promotions
CRL Names Mitchell Branch Manager

Los Angeles-based C.R. Laurence Co. Inc. (CRL) has pro-
moted Mark Mitchell to the position of
branch manager of CRL’s Seattle area office
in Kent, Wash. Prior to this promotion,
Mitchell had served as assistant branch
manager of the company’s San Francisco-
area office in Union City, Calif. 

Mitchell began his career at CRL at the
company’s Chicago location in 1976. In 1979,
he moved to the company’s corporate head-
quarters in Los Angeles to work in the cus-

tomer service department. Mitchell was part of the
original team that opened the Union City location in 1988,
and he has served as assistant branch manager there since
that time.

Sawyer to be 
Field Rep for Viracon 

Viracon in Owatonna, Minn., has named
Jill Sawyer field sales representative.  In her
new role, Sawyer will represent the company
for the territory of Eastern Pennsylvania,
Maryland, Delaware, Southern New Jersey
and the District of Columbia.

Sawyer joined the company in 1998. She has served in a va-
riety of different roles within the inside sales department, most
recently as an inside sales manager.

In addition, the company named Jon John-
son director of manufacturing at its Statesboro,
Ga., facility. Johnson will be responsible for the
staging, laminating, insulating glass and box
shop areas of the plant. He will focus on work-
flow, quality and productivity. 

Johnson has worked for Viracon since 1987,
serving most recently as the company’s stag-
ing/frames manager at its Owatonna headquarters.

CGI Names Steven Dawson 
Executive Vice President of Sales

CGI Windows and Doors Inc. (CGI) in Miami
has announced that chief financial officer (CFO)
Steven E. Dawson has been given the additional
role of executive vice president of sales. Dawson
had joined CGI early last year as CFO responsi-
ble for the company’s finance-related functions
and partnerships. 

“Steve has been a key member of the execu-
tive team since he came on board last year, fo-
cusing on our expansion efforts,” says Flavio
Quesada, chief executive officer and president. “His business

development expertise will help guide CGI’s
growth initiatives and will better position CGI
in the marketplace.”

Prior to joining CGI, Dawson was president
of Dawson Associates. 

Births
Key Communications 
Celebrate Milestones 

Tara Taffera, and her
husband, Cory, welcomed
their third child, Gianna
Grace, into the world on
Saturday, May 5. She
weighed 9 pounds, 8
ounces, and was 22 inches
long at birth. 

Taffera serves as publisher of USGlass’s
sister publication, DWM magazine, and as
vice president of editorial services for par-
ent company Key Communications Inc. in
Stafford, Va. She is also a former editor of
USGlass.

The Tafferas have two other daughters, Is-
abella, 7, and Sophia, 4.

Taffera wasn’t the only Key Comunica-

Mark
Mitchell

Jill Sawyer

Jon Johnson

Steven E.
Dawson

associations
GANA Names Scholarship Winners

The Glass Association of North America
(GANA) Educational Foundation has awarded
its first scholarships under the building enve-
lope contractors (BEC) division scholarship
fund. The scholarship committee chose to
award five scholarships in the 2007-2008
school year for $1,000 each. 

The five winners are:
• EErin Barnett, a senior majoring in architec-

ture at the University of Florida; 
• KKenwyn Diego Harrilal, a sophomore ma-

joring in building construction at the Uni-
versity of Florida;

• SSarah E. Hooge, a junior majoring in archi-
tecture at North Dakota State University;  

• MMatthew B. Lunde, a junior majoring in archi-
tecture at North Dakota State University; and 

• KKyle Quigley, a senior majoring in construction
management at Missouri State University.
Scholarship applications for the 2008-

2009 school year will be available by Janu-
ary 2008 and the return deadline will be
April 1, 2008.

Matthew B.
Lunde

Sarah E.
Hooge

Kenwyn 
Diego  Harrilal

Erin Barnett

Kyle Quigley
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tions emplyee celebrating a milestone. Brigid O’Leary,
former editor of USGlass sister publication AGRR mag-
azine and the USGNN.com™ newsletter, gave birth to a
6-pound, 13-ounce baby boy on Friday,
September 14.

Warrick Anthony is the first child
for O’Leary and her husband, David,
who will celebrate their second wed-
ding anniversary in October.

Following her maternity leave, O’Leary
will continue to work for Key Communi-
cations as a contributing writer.

Obituary
Frieda Helfer Passes Away

Frieda Helfer of Skokie, Ill., passed away after a long
illness at the age of 85. 

Helfer was active in the family glass business, Novelty
Glass and Mirror, started by her father, Joseph Hershkopf,

9117 Medill Ave., Franklin Park, Il. 60131   1-800-832-5800
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continued on page 74
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in 1917, according to her obituary. During World War II, Frieda
and her sister ran the glass business alone, while their brother
served in the armed forces. Upon Albert’s return, the business
was intact and thriving.

According to her obituary, Helfer was active in many so-
cial, educational and religious organizations. She was PTA
president of College Hill School, former president of Pio-
neer Women and together with her late husband, Herman,
was a founding member of the Congregation of Bnai Emu-
nah in Skokie.

Helfer is survived by her sons, Joel and Harvey, daughter Gail,
grandchildren Cliff, Zachary, Jeffrey and Rachel, brother Albert
and sister, Rochelle Mantell. 
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Newsmakers
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Correction
The length of time Wally Palma was with Guardian was

reported incorrectly in the September issue. Palma was at
the Corsicana, Texas, plant for 27 years, with Guardian a
total of 37. Following his retirement, he is developing a
hunting ranch in Texas. 

http://www.obenusa.com
http://www.jsussmaninc.com
http://www.sunbilt.com
http://www.usglassmag.com


When you need pressure sensitive
tapes to perform like super heroes,

you need the high performance tapes
from Capital Tape.

We’re here to “save your day” with
the precise foam or other tapes to fit

every application. From cellular glazing
tapes for windows and doors... to

mounting tapes for mirrors...
to structural glazing and sealing tapes

for curtain walls or storefronts, 
Capital Tape has the product you need –

when you need it.

Plus, we pride ourselves on the 
quickest turnaround and largest

inventory in the business. In short, if
we can make your job easier, we've

accomplished our mission.

STRONG, RELIABLE
AND ALWAYS 

AT YOUR SERVICE.

Learn more about our high performance tapes by visiting us at capitaltape.com. Or call us for samples at 888.888.TAPE.

CapitalTape

http://capitaltape.com


76 USGlass, Metal & Glazing  |  October  2007 www.usglassmag.com

Newsmakers
continued

new hires
Hammond Joins Truth Team

Truth Hardware in Owatonna, Minn., has ap-
pointed Jim Hammond to the position of ter-
ritory account manager for the Northeast United
States. In his new position, Hammond will work
closely with door and window manufacturers to
assist the development and purchase of hard-
ware systems used on their products. Hammond
also will work collaboratively with commercial
architects in helping them specify hardware systems. 

Hammond has more than 17 years of experience in sales
and marketing. 

A Real Fish Story
George Osha, glazing superintendent of

Glass & Mirror America in Clarendon Hills,
Ill., earned $2,193 as the co-angler winner
of the Bass Fishing League Hoosier Divi-
sion event on the Ohio River on July 28.   ■

briefly ...

Jim 
Hammond 
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[ d a t e b o o k ]

GICC Code Cycle 
Efforts Underway

&Previews

The Glazing Industry Code Committee (GICC) met in Bal-
timore in August to begin focusing on the 2009 code
cycle. Members considered a number of code change

proposals and discussed potential areas of involvement.
“[GICC] plays a critical role in representing the fenes-

tration industry in the continued development of impor-
tant codes including the International Building and
International Energy Conservation Codes,” said Greg Car-
ney, technical director for the Glass Association of North
America and president and chairman of the GICC board
of directors. “Our recent meeting was the beginning of the
planning process for the next code cycle and is a vital part
of GICC’s involvement in the building code process.”

With all code change proposals now submitted, the In-
ternational Code Council is making plans to release a
compendium of all proposals on December 18, 2007. The
GICC will meet shortly thereafter to discuss actual pro-
posals and to develop its plan of action.

GICC plans to hold its next meeting January 16-18,
2008, in New Orleans. 
❙❙➤ www.glazingcodes.org

BEMA Covers Design and Installation
During Membership Meeting

Members of the Bath Enclosure Manufacturers Associa-
tion (BEMA) considered an ASTM draft standard on bath en-
closures during the September membership meeting in
Atlanta. According to Doug Powell of Coral Industries, “strong
differences in opinion have delayed the process.” However,
BEMA is approaching the final steps in developing a template
for an ASTM standard. 

According to the discussion at the meeting, the group's
approach toward creating a consensus standard is quite dif-
ferent from the approach taken by the Americas' Glass As-
sociation, which, Powell said, is aiming to write a standard
into the code. According to BEMA members, creating an
ASTM standard will keep the standard flexible and easy to
change, whereas changing the code to allow for new prod-
ucts and technology is a process that takes some time. The
BEMA standards committee stressed their interest in cre-
ating a standard that allows for marketplace innovation,
with the idea that an ASTM standard would also provide for
both associations’ goals of safe installation.
❙❙➤ www.bathenclosures.org ■
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Up&Coming

[ d a t e b o o k ]

 Diamond Plated Core Drills
Available from 1/8" to 6" OD. Custom sizes available. We
make: solid drill bits, saw blades, lapping discs and
countersinks as well. Buy a 2" core drill for $50.00 or we
can recoat yours for $25.00! Proudly made here in the
USA.
No cheap imports!

 Also available from Lapcraft:
*Standard tooling from our catalog.

*New Diamond Tools to your print.

*Strip & Replate any brand of
core drill.

*Download our catalog & prices.

*Order online at:

           www.Lapcraft.com

Call: 800-432-4748
Monday-Friday, 9-4 EST

195 West Olentangy St.
Powell, OH 43065 USA

NORTH AMERICAN EVENTS

November 2-3, 2007
Independent Glass
Association Fall Conference
Sponsored by the Independent
Glass Association (IGA). 
Mandalay Bay 
Convention Center.
Las Vegas.
Contact: IGA at 540/720-7484.

November 5-8, 2007 
NFRC Fall Membership Meeting 
Sponsored by the 
National Fenestration 
Rating Council (NFRC).
Tempe Mission Palms Hotel
and Conference Center.
Tempe, Ariz.
Contact: NFRC at 
301/589-1776.

November 27-29, 2007
PGC Annual Symposium
Sponsored by the Protective
Glazing Council (PGC). 
Crystal City Marriott at 
Reagan National Airport.
Arlington, Va. 
Contact: PGC at 703/413-5500.

January 9-10, 2008
Midwest Energy 
Solutions Conference
Sponsored by the 
Midwest Energy 
Efficiency Alliance (MEEA).
Drake Hotel. 
Chicago.
Contact: MEEA at 
312/587-8390.

January 28-February 1, 2008 
IGMA 8th Annual Conference 
Sponsored by the 
Insulating Glass
Manufacturers Alliance (IGMA).
Sundial Beach Resort. 
Sanibel Island, Fla.
Contact: IGMA at 
613/233-1510. 

February 13-17, 2008
Glass Week 2008
Sponsored by the 
Glass Association of 
North America (GANA).
Rio Las Vegas.
Las Vegas.
Contact: GANA at 
785/271-0208.

February 17-19, 2008 
BEC Conference 2008
Sponsored by GANA. 
Rio Las Vegas.
Las Vegas.
Contact: GANA at 
785/271-0208.

February 24-25, 2008
AAMA Executive 
Leadership Conference
Sponsored by the American
Architectural Manufacturers
Association (AAMA). 
Renaissance Esmeralda
Resort and Spa. 
Indian Wells, Calif.
Contact: AAMA at 
847/303-5664.

February 24-27, 2008
AAMA 71st Annual Conference
Sponsored by AAMA. 
Renaissance Esmeralda
Resort and Spa.
Indian Wells, Calif.
Contact: AAMA at 
847/303-5664

February 28-29, 2008
Glass Expo Northeast™ 2008
Sponsored by 
USGlass magazine.
Hyatt Regency Long Island at
Wind Watch Golf Club.
Long Island, N.Y.
Contact: UUSGlass magazine 
at 540/720-5584.

April 10-12, 2008
Glass TEXpo™
Sponsored by the 
Texas Glass Association 
and UUSGlass magazine. 
Henry B. Gonzalez 
Convention Center.
San Antonio, Texas.
Contact: UUSGlass magazine 
at 540/720-5584.

May 1-3, 2008
Americas’ Glass Showcase™
Sponsored by the Americas
Glass Association and the IGA. 
Cashman Convention Center.
Las Vegas.
Contact: UUSGlass magazine at
540/720-5584.

May 1-3, 2008
IGA Spring Auto 
Glass Conference™
Sponsored by the IGA.
Cashman Center.
Las Vegas.
Contact: UUSGlass magazine at
540/720-5584.

May 2-3, 2008
International Window Film
Conference™ and Tint-Off,
Expo, Conference
Sponsored by 
WINDOW FILM magazine.
Cashman Center.
Las Vegas.
Contact: WINDOW FILM magazine
at 540/720-5584. ■
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ADHESIVES/SEALANTS
Dow Corning Corporation
2200 West Salzburg Road
Midland, MI  48686
Phone: 989/496-6000
www.dowcorning.com/construction/
construction@dowcorning.com

Glazing Compounds
Omaha Wholesale Hardware
1201 Pacific Street
Omaha, NE 68108
Phone: 800/238-4566
Fax: 402/444-1659

ARCHITECTURAL GLASS
Arch Aluminum & Glass
10200 NW 67th St.
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-9293
www.archaluminum.net
info@archaluminum.net

Berman Glass Editions
1-1244 Cartwright Street
Vancouver, BC  V6H 3R8
Canada
Phone: 604/684-8332 Ext. 240
Fax: 604/684-8373
www.bermanglass.com
info@bermanglass.com

General Glass International
101 Venture Way
Secaucus, NJ 07094
Phone: 201/553-1850
Fax: 201/553-1851
www.generalglass.com
sales@generalglass.com

Oldcastle Glass®

Over 40 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastleglass.com

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

Acid Etched Glass
Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC  H7X 3K7 Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
sales@walkerglass.com

Bent/Curved
California Glass Bending
320 E. Harry Bridges Blvd.
Wilmington, CA  90744
Ph: 800/223-6594
Fax: 310/549-5398
www.calglassbending.com
glassinfo@calglassbending.com

Precision Glass Bending Corp.
P.O. Box 1970
3811 Hwy 10 West
Greenwood, AR 72936
Phone: 479/996-8065 or 
800/543-8796
Fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

Block
Decalite Ltd.
The Portergate Ecclesall Road
Sheffield S11-8NX, UK
Phone: 01142-096096
Fax: 01142-096001

Flat
Carolina Glassmasters
1 Andrew Pearson Drive
Mt. Airy, NC 27030
Phone: 888/786-1800
Fax: 336/786-1810

Fire-Rated Glass
SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

Technical Glass Products
600 6th Street South
Kirkland, WA 98033
Phone: 800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com

VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com

Fire-Rated Glass, 
Impact Resistant
General Glass International
101 Venture Eay
Secaucus, NJ  07094
Phone: 201/553-1830
Fax: 201/553-1851
www.generalglass.com
sales@generalglass.com

SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

Technical Glass Products
600 6th Street South
Kirkland, WA  98033
Phone:  800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com

VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com

Hurricane-Resistant
Coastal Glass Distributors
7421 East Spartan Blvd.
Charleston, SC 29418
Phone: 800/868-4527
Fax: 800/314-4436
www.coastalglassdist.com
thartley@coastalglassdist.com

Glasslam
1601 Blount Rd.
Pompano Beach, FL 33069
Phone: 954/975-3233
Fax: 954/975-3225
www.glasslam.com

SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

Laminated
Glasslam
1601 Blount Rd.
Pompano Beach, FL 33069
Phone: 954/975-3233
Fax: 954/975-3225
www.glasslam.com

Pattern Glass
Coastal Glass Distributors
7421 East Spartan Blvd.
Charleston, SC 29418
Phone: 800/868-4527
Fax: 800/314-4436
www.coastalglassdist.com
thartley@coastalglassdist.com

Radiation Shielding
Amerope Enterprises Inc.
150 Commerce Rd.
Boynton Beach, FL 33426
Phone: 800/327-3320 
Fax: 561/737-3721
www.amerope.com
claire@amerope.com

Fluke Biomedical
6045 Cochran Rd.
Cleveland, OH 44139
Ph: 440/248-9300
www.flukebiomedical.com/rms
rmsinfo@flukebiomedical.com

X-Ray Fluoroscopic 
Amerope Enterprises Inc.
150 Commerce Rd.
Boynton Beach, FL 33426
Phone: 800/327-3320 
Fax: 561/737-3721
www.amerope.com
claire@amerope.com

BENT
GLASS

• SAFETY TEMPERED • INSULATING
• ANNEALED • SAFETY LAMINATED

• HEAT-STRENGTHENED

(800) 543-8796 • fax: (800) 543-8798

www.e-bentglass.com

The World Leader
in Custom Fabricated

A GUARDIAN ‘SUN-GUARD’ 
CERTIFIED FABRICATOR

Radius or Irregular Bends 
Sizes up to 96” x 130”
3/32” to 3/4” Thickness

Architectural, Fixture, &
Furniture Applications

Clear, Tinted, Low-E,
Reflective, Acid-Etch,
Low-Iron or Specialty

Polished Edges, Holes,
Notches, and Cutouts
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X-Ray Protective
Amerope Enterprises Inc.
150 Commerce Rd.
Boynton Beach, FL 33426
Phone: 800/327-3320
Fax: 561/737-3721
www.amerope.com
claire@amerope.com

Technical Glass Products
600 6th Street South
Kirkland, WA  98033
Phone:  800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com

ARCHITECTURAL
GLASS/LAMINATED
Oldcastle Glass®

Over 40 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastleglass.com

Bent
Precision Glass Bending Corp.
P.O. Box 1970
3811 Hwy 10 West
Greenwood, AR 72936
Phone: 479/996-8065 or 
800/543-8796
Fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

Fire & Safety Rated Wire
SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

ARCHITECTURAL
GLASS/TEMPERED
Oldcastle Glass®

Over 40 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastleglass.com

All Team Glass & Mirror Ltd.
Phone: 800/363-4651 or 
416/745-7182
Fax: 416/745-2692
www.allteamglass.com

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

Bent
Precision Glass Bending Corp.
P.O. Box 1970
3811 Hwy 10 West
Greenwood, AR 72936
Phone: 479/996-8065 or 
800/543-8796
Fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

ARCHITECTURAL METAL
Dies/Custom Metal
EFCO Corporation
1000 County Road
Monett, MO 65708
Phone: 800/221-4169
Fax: 417/235-7313 

AUTO GLASS 
ACCESSORIES
Window Film 
CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

AUTO GLASS & 
RELATED PRODUCTS
EDI/Billing
IBS Software
1221 Harrison Street
Kansas City, MO 64106
Phone: 800/959-5500
Fax: 816/471-1939
www.ibssoftware.com

Sunroofs
Night Watchman Co.
30551 Edison Dr.
Roseville, MI 48066
Phone: 586/778-2144
Fax: 586/498-2301
sales@nightwatchman.net

T-Tops 
Night Watchman Co.
30551 Edison Dr.
Roseville, MI 48066
Phone: 586/778-2144
Fax: 586/498-2301
sales@nightwatchman.net

BATHROOM 
SPECIALTIES
Shower Door Hardware 
C.R. Laurence Co. Inc.
2503 E Vernon Ave.
Los Angeles, CA 90058
Phone: 800/421-6144
Fax: 800/262-3299
www.crlaurence.com

US Horizon Mfg., Inc.
28912 Ave. Paine
Valencia, CA  91355
Phone: 877/728-3874
Fax: 661/775-1676
www.ushorizon.com

COMPUTER SOFTWARE
Albat + Wirsam 
North America
1540 Cornwall Rd., Suite 214
Oakville, ON L6J 7W5
Phone: 905/338-5650
Fax: 905/338-5671
www.albat-wirsam.com
moreinfo@albat-wirsam.com

PMC Software Inc.
Bartles Corner Business Park
8 Bartles Corner Rd., Suite 11
Flemington, NJ  08822
Phone: 908/806-7824
Fax: 908/806-3951
www.pmcsoftware.com

Auto Glass-Related
GlassMate
(NAGS® International)
9889 Willow Creek Rd.
San Diego, CA 92131
Phone: 800/551-4012
Fax: 619/653-5447
nags@mitchell.com

IBS Software
1221 Harrison Street,
Kansas City, MO 64106
Phone: 800/959-5500
Fax: 816/471-1939
www.ibssoftware.com

EDI
IBS Software
1221 Harrison Street
Kansas City, MO 64106
Phone: 800/959-5500
Fax: 816/471-1939
www.ibssoftware.com

Point of Sale
IBS Software
1221 Harrison Street
Kansas City, MO 64106
Phone: 800/959-5500
Fax: 816/471-1939
www.ibssoftware.com

Quest Software Inc.
1000 E. Sturgis St., Suite 8
St. Johns, MI 48879
Phone: 800/541-2593
Fax: 517/224-7067
www.questsoftware.com

Window Film
CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

DECORATIVE GLASS
Oldcastle Glass®

Over 40 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastleglass.com

Etched Glass
Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC  H7X 3K7
Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
sales@walkerglass.com

Painted
Decorative Glass Company
14647 Lull Street
Van Nuys, CA 91405-1209
Phone: 800/768-3109
Fax: 818/785-7429

Textured Glass
Coastal Glass Distributors
7421 East Spartan Blvd.
Charleston, SC 29418
Phone: 800/868-4527
Fax: 800/314-4436
www.coastalglassdist.com
thartley@coastalglassdist.com

DOORS
Bullet Resistant
U.S. Bullet Proofing, Inc.
4925 Lawrence Street
Hyattsville, MD 20781
Phone: 800/363-8328
Fax: 301/454-0199
www.usbulletproofing.com
info@usbulletproofing.com

Closers
Access Hardware Supply
14359 Catalina Street
San Leandro, CA 94577
Phone: 800/348-2263
Fax: 510/483-4500

continued on page 82
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Fire Rated
Technical Glass Products
600 6th Street South
Kirkland, WA  98033
Phone:  800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com

Fire-Rated 
Framing Systems
SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com

Folding Glass Walls/Doors
Solar Innovations, Inc.
234 East Rosebud Road
Myerstown, PA 17067
Phone: 800/618-0669
Fax: 717/933-1393
www.solarinnovations.com
skylight@solarinnovations.com

General Door Hardware
Akron Hardware
1100 Killian Road
Akron, OH 44312
Phone: 800/321-9602
Fax: 800/328-6070

Metal Clad Doors
Doralco
11901 S. Austin Ave., Suite 301
Alsip, IL 60803
Phone: 708/388-9324
Fax: 708/388-9392
www.doralco.com

Sliding Doors
Doralco
11901 S. Austin Ave., Suite 301
Alsip, IL 60803
Phone: 708/388-9324
Fax: 708/388-9392
www.doralco.com

DOORS, OTHER

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

DOOR COMPONENTS
Adams Rite Manufacturing Co.
260 Santa Fe Street
Pomona, CA 91767
Phone: 909/632-2300
Fax: 909/632-2370
www.adamsrite.com

JLM Wholesale, Inc.
3095 Mullins Court
Oxford, MI 48371
Phone: 800/522-2940
Fax: 800/782-1160
www.jlmwholesale.com
sales@jlmwholesale.com

DOOR HARDWARE & 
RELATED PRODUCTS
Boyle & Chase, Inc.
72 Sharp Street
Hingham, MA 02043
Phone: 800/325-2530
Fax: 800/205-3500
www.boyleandchase.com
sales@boyleandchase.com

JLM Wholesale
3095 Mullins Court
Oxford, MI 48371
Phone: 800/522-2940
Fax: 800/782-1160
www.jlmwholesale.com
sales@jlmwholesale.com

Hinges
Pemko Mfg. Company
P.O. Box 3780
Ventura, CA 93006
Phone: 800/283-9988
Fax: 800/283-4050
www.pemko.com
pemsales@pemko.com

Track Caps
Johnson Bros. Metal Forming
5518 McDermott Dr.
Berkeley, IL 60163
Phone: 708/449-7050 
Fax: 708/449-0042

Weatherstripping
Pemko Mfg. Company
P.O. Box 3780
Ventura, CA 93006
Phone: 800/283-9988
Fax: 800/283-4050
www.pemko.com
pemsales@pemko.com

GLASS FURNITURE
Table Tops
Carolina Glassmasters
1 Andrew Pearson Drive
Mt. Airy, NC 27030
Phone: 888/786-1800
Fax: 336/786-1810

GLASS HANDLING/
TRANSPORTATION
Rolltech Industries
11 Dansk Court
Toronto, ON M9W 5N6 Canada
Phone: 419/337-0631
Fax: 419/337-1471

KEAR Fabrication Inc.
11 Creditstone Rd., Unit 7
Concord, ON L4K 2P1
Canada
Phone: 905/760-0841
Fax: 905/760-0842

INSULATING GLASS AND
RELATED PRODUCTS
Oldcastle Glass®

Over 40 manufacturing 
locations throughout 
North America
Ph: 866/653-2278
www.oldcastleglass.com

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

Airspacers
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA  98271
Phone: 360/653-6666 or
800/343-8360
Fax: 360/653-9884

Helima Helvetion Intl.
PO Box 1348
Duncan, SC 29334-1348
Phone: 800/346-6628
Fax: 864/439-6065
www.helima.de
kristi_madey@charter.net

Muntin Bars
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA  98271
Phone: 360/653-6666 or
800/343-8360
Fax: 360/653-9884

Spacers
Edgetech I.G. Inc.
800 Cochran Ave.
Cambridge, OH 43725
Phone: 740/439-2338
Fax: 740/439-0127
www.edgetechig.com

Units, Bent-Curved
Precision Glass Bending Corp.
P.O. Box 1970
3811 Hwy 10 West
Greenwood, AR 72936
Phone: 479/996-8065 or 
800/543-8796
Fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

INSULATING GLASS 
MACHINERY/EQUIPMENT
Production Lines
Edgetech I.G. Inc.
800 Cochran Ave.
Cambridge, OH 43725
Phone: 740/439-2338
Fax: 740/439-0127
www.edgetechig.com

MACHINERY/
EQUIPMENT

Lapcraft Inc.
195 West Olentangy St.
Powell, OH 44065-8720
Phone: 800/432-4748
Fax: 614/764-1860
www.Lapcraft.com
CustService@Lapcraft.com

Cutting Machine
Bottero Flat Glass Inc.
330 Weaver Rd., Suite 600
Florence, KY 41042
Phone: 800/900-7559
Fax: 845/362-1856
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To place your listing in the Supplier’s Guide, 
please contact Janeen Mulligan at 

540/720-5584 ext. 112 or e-mail jmulligan@glass.com
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MIRROR AND MIRROR
RELATED PRODUCTS
Palmer Mirro-Mastics
146 St. Matthews Avenue
PO Box 7155
Louisville, KY 40257-0155
Phone: 502/893-3668 or
800/431-6151
Fax: 502/895-9253
www.mirro-mastic.com

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

Acid Etched Mirror
Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC  H7X 3K7
Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
sales@walkerglass.com

SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS
Skylights
O’Keeffe’s Inc.
325 Newhall Street
San Francisco, CA 94124
Phone: 415/822-4222
Fax: 415/822-5222
www.okeeffes.com

STOREFRONT/
ENTRANCES
Oldcastle Glass®

Over 40 manufacturing 
locations throughout 
North America
Ph: 866/653-2278
www.oldcastleglass.com

Pittco Architectural Metals, Inc.
1530 Landmeier Rd.
Elk Grove Village, IL 60007
Phone: 800/992-7488
Fax: 847/593-9946
info@pittcometals.com
www.pittcometals.com

SUNROOMS AND 
RELATED PRODUCTS
Bent Solarium Glass
Precision Glass Bending Corp.
PO Box 1970, 
3811 Hwy. 10 West
Greenwood, AR  72936
Phone: 800/543-8796 or 479/996-8065
Fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

Sunrooms
Solar Innovations, Inc.
234 East Rosebud Road
Myerstown, PA 17067
Phone: 800/618-0669
Fax: 717/933-1393
www.solarinnovations.com
skylight@solarinnovations.com

WINDOW & DOOR 
REPLACEMENT 
HARDWARE
Strybuc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
Phone: 800/352-0800
Fax: 610/534-3202
www.strybuc.com

WINDOW FILM
CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

Architectural Film
Bekaert Specialty Films LLC
4540 Viewridge Avenue
San Diego, CA 92123
Phone: 800/736-1836
Fax: 858/571-3605
www.Bekaertfilms.com

CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

Film Technologies 
International
2630 Fairfield Avenue S.
St. Petersburg, FL 33712
Phone: 727/327-2544
Fax: 727/327-7132
www.filmtechnologies.com

Johnson Window Films
20655 Annalee Ave.
Carson, CA 90746
Phone: 310/631-6672
Fax: 310/631-6628
www.johnsonwindowfilms.com

Auto Film
Bekaert Specialty Films LLC
4540 Viewridge Avenue
San Diego, CA 92123
Phone: 800/736-1836
Fax: 858/571-3605
www.Bekaertfilms.com

Film Technologies 
International
2630 Fairfield Avenue S.
St. Petersburg, FL 33712
Phone: 727/327-2544
Fax: 727/327-7132
www.filmtechnologies.com

Johnson Window Films
20655 Annalee Ave.
Carson, CA 90746
Phone: 310/631-6672
Fax: 310/631-6628
www.johnsonwindowfilms.com

Commercial Tint
CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

Johnson Window Films
20655 Annalee Ave.
Carson, CA  90746
Phone: 310/631-6672
Fax: 310/631-6628
www.johnsonwindowfilms.com

Decorative Film
CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

Decorative 
Glass Film Overlay
Bekaert Specialty Films LLC
4540 Viewridge Avenue
San Diego, CA 92123
Phone: 800/736-1836
Fax: 858/571-3605
www.Bekaertfilms.com

Security Film
Bekaert Specialty Films LLC
4540 Viewridge Avenue
San Diego, CA 92123
Phone: 800/736-1836
Fax: 858/571-3605
www.Bekaertfilms.com

CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

Film Technologies 
International
2630 Fairfield Avenue S.
St. Petersburg, FL 33712
Phone: 727/327-2544
Fax: 727/327-7132
www.filmtechnologies.com

Johnson Window Films
20655 Annalee Ave.
Carson, CA 90746
Phone: 310/631-6672
Fax: 310/631-6628
www.johnsonwindowfilms.com

WINDOW HARDWARE
Stiffeners
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA  98271
Phone: 360/653-6666 or
800/343-8360
Fax: 360/653-9884

WINDOWS
EFCO Corporation 
1000 County Rd.
Monett, MO 65708
Phone: 800/221-4169
Fax: 417/235-7313
www.efcocorp.com
dhewitt@efcocorp.com

Blast Resistant
United States 
Bullet Proofing Inc.
4925 Lawrence Street
Hyattsville, MD 20781
Phone: 301/454-0155 or
800/363-8328
Fax: 301/454-0199
www.usbulletproofing.com
info@usbulletproofing.com

Fire-Rated 
SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

General Tools & Supplies
Pacific Laser Systems
449 Coloma Street
Sausalito, CA 94965
Phone: 800/601-4500
Fax: 415/289-5789   ■
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Supplier’s Guide listings 
start at only $350 per year!
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Project Managers /
Supervisory Field 

Operations
Walters & Wolf Glass, a visionary Curtain
Wall company is offering unique career
opportunities in Las Vegas.  We are seeking
experienced Project Managers and
Supervisory Field Operations personnel.
Qualified candidates who want to be part
of a successful, growing team are encour-
aged to send a resume.  Please send
e-mail: nick@waltersandwolf.com or
contact: 702/597-0770 ext: 1004 or fax:
510/651-7172, Attn: Nick Kocelj.

Employment/Help Wanted

Manufacturer’s Reps
Thermal Windows, Inc. is looking for
established independent manufacturer’s
reps to promote our commercial and
heavy commercial windows and doors.
Call 918/663-7580 ext. 1232, or go to
www.thermalwindows.com to view our
complete product line and see the exclu-
sive territories available.

Manufacturers Reps
Independent manufacturers reps to pro-
mote our Vertical Wall Products line in
Canada,  NY City,  AL,  MT,  and S. ID.
Must have an established architectural
presence and a solid business plan. Call
Rick Sharp at 1-800-242-5699, e-mail
rsharp@unaclad.com. For more info  visit
our website at www.unaclad.com 

Glaziers Wanted
Glaziers wanted, experienced only, must
have tools & insurable CDL, good pay &
benefits, Bakersfield, CA. contact:
Jbro1@sbcglobal.net

Durango, CO
Glazier Wanted

Glazier wanted. Busy glass shop seeks
experienced glazier. Custom showers,
mirrors, and commercial work. Must have
tools & insurable CDL Good pay with
excellent work environment. Contact
Jay Timm at 970/247-2334 or  fax resume
to 970/247-2552.

Project Manager, 
Estimator, Draftsperson,

Glaziers, Sales, 
Management

Commerical and residential glazing con-
tractor is experiencing rapid growth in
central Texas. Our focus is to hire the best
people in the glazing industry and allow
them to help shape future growth. If you
are interested in participating in a great
opportunity, send resume and salary re-
quirements danny@glassgang.com. 

Project Managers
Project Managers wanted for Commer-
cial Glass Contractor with a minimum of
five years experience with aluminum win-
dows, curtain wall, glass and glazing. Able
to handle projects in the 1M-5M range.
Salary commensurate w/experience. Great
benefit package. Relocation expenses con-
sidered. Please e-mail resume to
areaver@eglass.net or mail to Emmits-
burg Glass Company, Box 346, Emmits-
burg, MD 21727. 

Project Manager
Nationally recognized top 30 commercial
glazing company, which is well established
on the east coast, is looking for an experi-
enced Project Manager to work out of our
Capitol Heights Maryland facility. Candi-
date must possess exceptional work ethic,
and must be highly organized. Candidate
must have a minimum of 5 years experi-
ence and the ability to handle multiple
mid to large scale commercial glass proj-
ects. Candidate must also be very proficient
in all MS, internet, and e-mail applica-
tions. We offer top salary (commensurate
with experience), 401-K, medical, dental,
life, holidays, and vacation. Team oriented
individual a MUST. E-mail resume to:
dsimpson@galaxyglass.biz.

Area Salesperson
We are seeking a salesperson for flat glass
and mirror products to customers in the
greater Baltimore, MD area. Previous in-
dustry experience is desired. Benefits in-
clude a competitive salary, medical,
vacation and 401 K. Please send resume
including salary history to: USGlass,
Drawer 2800, PO Box 569, Garrisonville,
VA 22463 or e-mail jmulligan@ glass.com.
Be sure to reference Drawer 2800.

Growing Firm Seeks
Your Experience

Progressive, stable and growing, na-
tionally recognized Curtain wall engi-
neering firm seeks candidates for
Senior Technician, Designer, or Sen-
ior Designer, who can design systems,
provide shop and fabrication draw-
ings, and lead or participate in draft-
ing teams, or work individually. Work
includes monumental curtainwall
systems, standard curtainwall sys-
tems, panel systems and dimensional
stone systems.  Also needed are Proj-
ect or Senior level engineers, prefer-
ably with a PE license, to provide
structural engineering, project man-
agement, or consulting services for
exterior cladding systems and archi-
tectural components, including mon-
umental and standard curtainwall,
panel, stone, and other specialties. Ex-
cellent benefits, great environment
where your expertise and innovation
is highly valued. Send resume to:
USGlass, Drawer 2700, PO Box 569,
Garrisonville, VA 22463 or e-mail
jmulligan@glass.com.  Be sure to ref-
erence Drawer 2700.

Warehouse Manager
Lincoln Distributors, with over 30 years in
Tempe, AZ, is looking for a Warehouse
Manager for our growing architectural
and stained glass wholesale operations.
Experience in warehouse management,
glass cutting and handling, and customer
service required.  Adaptability, motivation,
computer skills, and ability to lift 50+ lbs.
a must.  Contact or send resume to
david@lincolnglass.com
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Do you know 
what’s happening in 

your industry?
Get the answers via 

e-mail everyday, 
with USGNN’s 

daily e-mail newsletter.
Sign up TODAY at 

www.usgnn.com
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Used Equipment for Sale
New & Used Machinery

For glass, window and IG 
Vertical Washers - Makivetro, CRL,
Zafferani, Lisec, Lenhardt & Prestik. 
Horizontal Washers - Billco, Somaca
Miller, Bovone & Bavelloni.  
Used Oven Presses - Billco.  Besten 
Vinyl welders & corner cleaners. 

Phone:  724/239-6000
Fax:  724/239-6011

vince@usglassmachinery.com 
www.usglassmachinery.com

New and Used Equipment
NEW 4 spindles flat edger $19,500 US
GRACO 55-gallon  2-part pump
8 spindles cup wheels edger IN STOCK
60” vertical glass washer 4 brush
Butyl extruder  15 pounds slug
NEW EDGERS. NEW BEVELERS. 
50% OFF REGULAR PRICE
Contact: Steve Brown
Tel: 888/430-4481; Fax: 450/477-6937
E-mail: steve@s-b-m-s.com

For Sale
Est. wholesale/manufacturer of custom
glass/mirrors/tabletop. Computer gener-
ated design w/state-of-the-art program-
mable machines. Delivery service,
multiple vehicles, includes FF&E. Centrally
located, steady growth. 

John Stivers, Broker
JStivers@pbbi.com

Professional Business Brokers, Inc.
888/287-7763
www.pbbi.com 

Colorado Commerical
Glass/Glazing Company

Est. 10+ years.  Explosive growth.
Doubling of sales and profits in 2006;
again in 2007.  EBITDA tracking  $1.5
mmt for 2007.  $2.5 million backlog and
growing.  Reasonable price expectations.
RE available. Call Don at 719/634-7624
for more information.  Visit us at
www.peakbusinessbrokers.com

Full Service Glass Shop
Long Island; Gold Coast, Nassau County,
NY. Established 1952. All phases including
insulated units, showers, mirror, tops,
storm doors, auto, etc.  For more informa-
tion phone 516/922-3102.

Glass & Mirror Fabrication
Est. 1994. Sales $1M plus. Jan-Jul ‘07 CF
$140,000. Staff of 9. NC Piedmont. Mach.,
veh., accts. $487,500 + inv. Will lease or sell
7,560sf bldg on 1.02 ac for $414,000.
Atlantic Business Brokers 919/688-0049.

Industry Services

Businesses for Sale

Products for Sale
Curved China Cabinet Glass
Standard curves fit most cabinets - one
day service. Most sizes $87, $92, $97 and
each piece is delivered. Call 512/237-
3600, Peco Glass Bending, PO Box 777,
Smithville, TX 78957.

Shop Drawings
Automated Drafting, specializing in shop
drawings for the aluminum and glass in-
dustry.  Storefront, curtainwall, auto-matic
doors. Unbeatable rates and the best turn-
around in the industry.  Call 484/ 686-9423
or visit automateddrafting.com for more
info.

Bieber Consulting Group, LLC
Is a group of retired Glass Industry Exec-
utives with the ability to solve your prob-
lems,  grow your business and add to your
revenue stream.  With over 40 years of
expertise managing sales and profits, we
know cost reduction, sales & marketing,
finance, glass fabrication, safety,  purchas-
ing, labor relations and more. To explore
how we can be of benefit to you, call Paul
Bieber at 603/242-3521 or e-mail
paulbaseball@msn.com

Auto Glass & Tinting Co.
McAllen, TX. High traffic location with air-
conditioned shop. Training available.
$25,000 negotiable. Call 956/624-6363. 

Classifieds go online every day! 
To view listings, visit:

http://www.glass.com/
classified.php

Your Resource for 
“Classified” Information

Rates for Column Inch ads:
Per Column Inch: $109
Per Bold Line: $25
Per Screen/Reverse: $25
Per Border Around Ad: $50
Per Photo/Artwork: $55
Per Blind Box: $60
(A column inch is equal to 30 words)

Please contact 
Janeen Mulligan at 

540/720-5584 ext. 112; 
e-mail: jmulligan@glass.com or

fax to 540/720-5687 
to place your classified listing.

The December USGlass cut-off
date is Nov 30, so don’t delay!
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I want to start/continue my FREE SUBSCRIPTION to UUSGlass: � YES  � NO
Print your name: ________________________ Title: ____________________ E-mail: ________________________
Sign your name: ________________________ Date: ____________________________________________________
Company: __________________________________ Phone: __________________ Fax: ______________________
Address: ________________________________City: ____________________ State: ________ Zip:______________
1. Please check the ONE category that BEST describes the business 

activity of your company:
1000 � Fabricator 1100 � Manufacturer
2000 � Contract Glazier/ 3000 � Distributor/Dealer

Glazing Subcontractor 3100 � Architect/Specifier
5000 � Services to the field 4000 � Retailer/Dealer
6000 � Other (please specify): ______________________________

2. Please check ALL the products or services your company buys/sells:
C � Flat/Fabricated Glass F � Architectural Metals
D � Windows/Window Hardware E � Doors/Door Hardware
G � Bent, Etched, Beveled Glass H � Machinery & Equipment
I � Insulating Glass J � Plastic/Glazing Alternatives
K � Storefronts/Curtainwall L � Sealants/Adhesives
M � Glaziers’ Hardware, Tools N � Shower Door/Tub Enclosures
O � Mirrors/Mirror Products P � Coating/Tinting/Film
Q � Other (please describe): _______________________________

4. Number of employees at this location:
A � 1-4 B � 5-9 C � 10-19
D � 20-49 E � 50-99 F � 100+

Subscriptions are free to all qualified recipients at U.S. addresses. Addresses outside the U.S. please add $45 per year for surface mail or
$100 per year airmail. By checking yes and signing this form, I also agree to allow publisher to contact me via fax and/or telephone in the future.

5. What other publications do you receive:
B � Glass Digest A � Glass Magazine C � Neither
6. Please check all the organizations that you are a member of:
A � AAMA B � GANA C � NGA D � AGA

MY BUSINESS IS ENGAGED IN THE 
GLASS, METAL AND/OR GLASS-METAL 

PRODUCTS AND SERVICES FIELD.

� YES  � NO

� Check here to also subscribe to the
free, daily USGlass e-mail newsletter, 

USGlass News Network (USGNN).

3. Please check AALL the types of work
your company performs:
C � Commercial R �   Residential
A � Automotive � Other

Subscribe to USGlass® for FREE: fax this to 630/482-3003
or subscribe online at www.glass.com/subcenter.php

west’s top anglers, and could you also mention that our
very talented Bernardo Ryspecki is currently president
of Chicago’s Pike Buster Fishing Club, and could you
also mention that…

Response: Whoa, slow down lady. Do you really think
I can be bought with homemade cookies? And, even if I
could be bought with homemade cookies, how much do
you think a plate full of cookies entitles you to in the
first place? I can’t believe some of you people. Shame on
you. Shame I say!

From Dale Eckelberry of Hughes Glass, via e-mail: I
was just re-reading one of your articles on the energy sur-
charge matter and I want you to know that this is an issue
that will never go away!

Response: Yes it will, Dale. You have just gotta be pa-
tient. By the way, you haven’t been talking to a guy by the
name of Bob Ferguson lately have you?

Closing Comments: In the interest of brevity, clarity
and common sense, I altered some of the above messages
slightly so I could use them for this column and, by the
way Debbie Olson, I prefer chocolate chip!   ■

theBUSINESS
continued from page 88 

 
 

 

 

 Permanent Glass Etching Stencils 

 Now with Graphics! 
 

 

 

 

 

Add your 
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Member $52   Non $67 

Sold in Groups of 50 stencils. 

Etching Gel now included with each group purchased. 
 

 

 

 PO Box 2550 

   Placerville, CA  95667 

 Ph:  877/275-2421 (ASK-AGA1) 

Order online:  www.americasglassassn.org 

L-1234

LAMINATED

16 CFR 1201 CAT II

A1-1234

LAMINATED GLASS

AS-1  ANSI Z97.1

A to Z

 

NEW

“Bug-it”
TM Logos

 
formerly California Glass Association 

 

http://www.americasglassassn.org
http://www.glass.com/subcenter.php
http://www.usglassmag.com


[ a d v e r t i s i n g i n d e x ]

Page Company Phone Fax Web Address
58 Access Hardware 800/348-2263 800/435-8233 www.accesshardware.com
45 ACI Distribution 800/238-6057 501/884-5338 www.acidistribution.com
11 AGC Inter Edge Technologies 877/376-3343 415/289-0326 www.firesafe-glass.com
36 Aluflam North America 714/899-3990 714/899-3993 www.aluflam-usa.com
86 Americas’ Glass Showcase™ 530/642-0992 530/642-0993 www.americasglassassn.org
73 Andscot Co. 800/832-5800 773/625-1242 www.andscot.com
90 Arch Aluminum 866/629-2724 586/725-4627 www.archaluminum.net
40 Brecoflex Co. LLC 888/463-1400 732/542-6725 www.brecoflex.com
54 Bromer Inc. 450/477-6683 450/477-9679 www.bromer.com
79 California Glass Bending 310/549-5255 310/549-5398 www.calglassbending.com
75 Capital Tape Co. 888/888-8273 216/292-3435 www.capitaltape.com
49 Cardinal LG Co. 952/935-1722 952/935-5538 www.cardinalcorp.com
9 Commonwealth Laminating & Coating Inc. 888/321-5111 276/632-0173 www.suntekfilms.com 

39 CPFilms Inc. 800/255-8627 314/674-1950 www.cpfilms.com 
31 C.R. Laurence Co. Inc. 800/421-6144 800/587-7501 www.crlaurence.com
48 Custom Window 800/255-1820 303/722-1993 www.customwindow.com
38 Dependable Glassworks 800/338-2414 800/866-0986 www.dependableglass.com
28 DORMA Architectural Hardware 800/523-8483 800/274-9724 www.dorma-usa.com
41 DORMA Glas 800/451-0649 301/390-0011 www.dorma-usa.com
C2 EFCO Corp. 800/221-4169 416/581-0700 www.efcocorp.com 
89 F. Barkow Inc. 800/558-5580 414/332-8217 www.barkow.com

46,53,56 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com
62 Glass Doctor 800/280-9858 254/745-5098 www.glassdoctor.com
19 Glaston Corp. 358 10 500500 358 10 5006190 www.glaston.net
48 Glas-Weld Systems 800/321-2597 541/388-1157 www.glasweld.com
76 Glass Technology Inc. 800/441-4527 970/247-9375 www.gtglass.com
23 Glasswerks LA Inc. 888/789-7810 888/789-7820 www.glasswerks.com

47,71 Groves Structural Shims 978/534-5188 978/840-4130 www.groveproductsinc.com
25 GTS Services 800/209-2369 503/624-0433 www.gtsservices.com
76 Hong Kong Kinlong Construction Hardware +86-76987943133 +86-76987942388 www.kinlong.com
23 JLM Wholesale 800/522-2940 248/628-6733 www.jlmwholesale.com 
74 J.Sussman Inc. 718/297-0228 718/297-3090 www.jsussmaninc.com
65 Kawneer 770/449-5555 770/734-1560 www.kawneer.com
79 Lapcraft Inc. 800/432-4748 614/764-1860 www.lapcraft.com
26 Liberty Glass & Metal Industries 800/843-2031 860/923-9662 www.libertywindowsystems.com

37,57 Midwest Wholesale Hardware 800/821-8527 800/621-5681 www.midwestwholesalehardware.com
74 Oben USA 877/401-4750 877/401-4755 www.obenusa.com 
30 Palmer Mirro-Mastic 800/431-6151 502/893-3668 www.mirro-mastic.com
15 Pilkington North America 800/221-0444 419/247-4517 www.pilkington.com
13 PPG Industries Inc. 888/774-4332 412/826-2299 www.ppgideascapes.com  
64 Precision Glass Bending 800/543-8796 800/543-8798 www.e-bentglass.com
78 Pulp Studio 310/815-4999 310/815-4990 www.pulpstudio.com
38 Safety Glazing Certification Council 877/668-3784 315/646-2297 www.sgcc.org

5,17a SAFTI First Fire Rated Glazing Solutions™ 888/653-3333 415/822-5222 www.safti.com
26 Shanghai GEMS Superabrasives Co. Ltd. 86-21-51515218 86-21-51515217 www.china-diamondtools.com
77 Soft Tech America Inc. 954/568-3198 954/563-6116 www.softtechnz.com

20,21 Southern Aluminum Finishing 800/241-7429 404/350-0581 www.saf.com
1 Technical Glass Products 800/426-0279 800/451-9857 www.tgpamerica.com
7 Technoform 423/926-0000 423/929-0002 www.technoform.us

12 Tremco 216/766-5679 216/766-5543 www.tremcosealants.com
59 UNA-CLAD 800/426-7737 763/576-9596 www.unaclad.com
55 United States Aluminum 800/627-6440 316/722-5852 www.usalum.com
3 Unruh Fab Inc. 888/772-8400 316/772-5852 www.unruhfab.com

73 U.S. Horizon 877/728-3874 661/775-1676 www.ushorizon.com
27 Viracon 800/533-2080 507/444-3021 www.viracon.com
35 Win-Door North America 800/282-0003 416/444-8268 www.windoorshow.com 
29 YKK America 800/955-9551 678/838-6099 www.ykkap.com

www.usglassmag.com October 2007  |   USGlass, Metal & Glazing 87

http://www.accesshardware.com
http://www.acidistribution.com
http://www.firesafe-glass.com
http://www.aluflam-usa.com
http://www.americasglassassn.org
http://www.andscot.com
http://www.archaluminum.net
http://www.brecoflex.com
http://www.bromer.com
http://www.calglassbending.com
http://www.capitaltape.com
http://www.cardinalcorp.com
http://www.suntekfilms.com
http://www.cpfilms.com
http://www.crlaurence.com
http://www.customwindow.com
http://www.dependableglass.com
http://www.dorma-usa.com
http://www.dorma-usa.com
http://www.efcocorp.com
http://www.barkow.com
http://www.glasswebsite.com
http://www.glassdoctor.com
http://www.glaston.net
http://www.glasweld.com
http://www.gtglass.com
http://www.glasswerks.com
http://www.groveproductsinc.com
http://www.gtsservices.com
http://www.kinlong.com
http://www.jlmwholesale.com
http://www.jsussmaninc.com
http://www.kawneer.com
http://www.lapcraft.com
http://www.libertywindowsystems.com
http://www.midwestwholesalehardware.com
http://www.obenusa.com
http://www.mirro-mastic.com
http://www.pilkington.com
http://www.ppgideascapes.com
http://www.e-bentglass.com
http://www.pulpstudio.com
http://www.sgcc.org
http://www.safti.com
http://www.china-diamondtools.com
http://www.softtechnz.com
http://www.saf.com
http://www.tgpamerica.com
http://www.technoform.us
http://www.tremcosealants.com
http://www.unaclad.com
http://www.usalum.com
http://www.unruhfab.com
http://www.ushorizon.com
http://www.viracon.com
http://www.windoorshow.com
http://www.ykkap.com
http://www.usglassmag.com


theBusiness

Before the technological ad-
vances of the Modern Era
(which I describe as everything

that has been happening since 1980),
answering the mail was relatively easy,
even if it wasn’t always quick and effi-
cient. Basically, you got letters and you
sent letters. There were no fax ma-
chines, voicemail systems, cell phones,
text messaging or computers. But now,
in the Modern Era, you get some form
of mail not only daily but, in many
cases, instantaneously. It’s really a bit
overwhelming. So I have decided, in an
effort to get caught up a bit while also
hammering out an article for good old
USGlass magazine, to answer some of
my mail publicly … and thank you in
advance for letting me do this.

From Louis Ferrusi of Perform-
ance Glass Associates, via voice mail:
Did you get the copy of the Chicago
Tribune sports section dated March 14,
1968, that I sent you, which had on its
front page an unbelievable picture of
Ted Mazula (also of Performance Glass
Associates)? Can you believe it?

Response: Yes, Louis, I did receive
it, and while I was a bit stunned at
first, I recovered quickly once I re-
membered that Ted is, after all, from
Iowa. I’ll say no more about this at
this time because those of you who
know Ted should ask him to not only
show you the picture but also to ex-
plain it to you himself. I’d be inter-
ested in knowing what he says!

From Chuck Pianko of Glenside
Glass, via e-mail: I am writing to you
regarding an article that you wrote
several years ago in which you gave
advice on how to deal with a trouble-
some situation. I have an individual
that may benefit from what you had to

say. Could you contact me and help me
track down the article in question?

Response: Without thinking Chuck,
I forwarded your request on to the fine
people at USGlass magazine and I have
been told that they found the article
you were looking for and sent a copy of
it to you. However, Chuck, you have
now made me seriously question
whether or not I should continue to
write for USGlass. In fact, I’m a little
frightened by this entire situation. You
see, I don’t feel comfortable giving ad-
vice because my fear is that someone
might actually follow it. A few years ago
I wrote an article called The Impala
and in it, I more or less encouraged
people to be willing to take risks … to
be willing to make mistakes … to be
courageous and unafraid. Well, Chuck,
a guy wrote to me and told me that
after reading my article, he had quit his
job as a tech working for an auto glass
replacement company because he had
decided to pursue his life long dream
of being a stand-up comedian. He was
about 40 at the time and had a wife and
three kids. I think you can imagine
how this story ended so please—all of
you—believe me when I tell you that
you should not take anything that I
write seriously and you should not in-
terpret anything that comes from me
as being advice or a recommendation
of any kind. And if any of you are look-
ing for a semi-funny, forty-four year
old former AG technician, please
call me.

From Bob Ferguson of
Bob’s Glass & Mirror, via e-
mail: There is a rumor circu-
lating about that claims that
you have been contacted by and
are working with a law firm

that is looking
into per-
haps fil-
ing a class
action suit
of some type
(for price fixing
presumably) with
regards to the energy
surcharge situation. Is
there any truth to this?

Response: Bob, you are one of sev-
eral people who have asked me this
question during the past couple of
months, so evidently there is indeed
some type of rumor afloat.  However,
all I can say is … I have nothing to say
at this time.

From Debbie Olson of Glass &
Mirror America,  via a phone call:
Mr. Hill, if I baked you a plate full of
homemade cookies would you please
mention in your column that our
wonderful George Osha took first
place in the Wal-Mart Ohio River Bass
Fishing Tournament and won $2,500
in the process? Also, while you’re at it,
could you mention that our sensa-
tional Don Brown has been a finalist
in several high profile tournaments
over the past few years and has been
consistently ranked as one of the Mid-

Answering the Mail

b y   L y l e  R .  H i l l  

L y l e  H i l l is president of
MTH Industries of Chicago. Mr.
Hill’s opinions are solely his
own and not necessarily those
of this magazine.
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GLASS CARRIERS FOR
CARGO VANS

GLASS CARRIERS FOR
PICK UP TRUCKS

Call John Weise
(800) 558-5580

F. Barkow Inc. •3830 N. Fratney Street •Milwaukee, WI  53212
Tel: (414) 332-7311 •Fax: (414) 332-8217

www.barkow.com

THE MONGOOSE
Versatile aluminum 

glazing body. Designed to
carry glass up to 130”
x 96”. With top, front
and rear extensions.

THE
WORKHORSE™

Enclosed 9 ft. aluminum
and fiberglass body 

with aluminum glass 
carriers.

COMPLETE TURNKEY FINANCING AVAILABLE! • PACKAGE PRICES FOR ALL VEHICLES SHOWN.
LEASE PACKAGES AVAILABLE • DELIVERED ANYWHERE IN THE U.S. FOR A REASONABLE CHARGE

CALL FOR A NO-OBLIGATION QUOTE TODAY!

GOOD THINGS COME IN

SMALL PSMALL PACKAGESACKAGES.

GOOD THINGS COME IN

SMALL PSMALL PACKAGESACKAGES.

BARKOW IS THE ONLY MANUFACTURER TO OFFER A FULL LINE OF SUPERIOR QUALITY,
CUSTOM-MADE GLASS CARRIERS DESIGNED TO FIT YOUR BUSINESS NEEDS!

Patented

SPRINTERS!
The versatile, ever-popular Sprinter, has a

tall enclosed work space, plus 
exterior space for Glass Carriers. Glass

carriers available in the size and material
that best suits your needs.

http://www.barkow.com
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AAMA Updates Installation, 
Releases Fenestration Documents 

The American Architectural Man-
ufactures Association (AAMA) in
Schaumburg, Ill., has updated

AAMA 1801-07, Voluntary Specification
for the Acoustical Rating of Windows,
Doors and Glazed Wall Sections, a tech-
nical specification for establishing the
acoustical rating of doors, windows,
storefront and curtainwall based on
ASTM standards and test methods. 

“In addition to various editorial
changes, the most significant changes
were the addition of minimum test size
requirements of side-hinged doors, slid-
ing doors and double side-hinged doors
per AAMA/WDMA/CSA 101/I.S. 2/A440,”
says John Lewis, AAMA technical direc-
tor. “The measurement of the latching
force was also added to ensure acceptable
performance of the unit before being
tested for acoustical performance.”

The test specimen size for curtain-

wall, storefront and all site-built con-
struction was changed to be in accor-
dance with AAMA 1503 and NFRC 100. 

AAMA also released FMA/AAMA
100-07, a standard addressing window
installation developed jointly with the
Fenestration Manufacturers Association
(FMA). The 13-page document titled
Standard Practice for the Installation of
Windows with Flanges or Mounting Fins
in Wood Frame Construction specifically
addresses new construction of no more
than three stories in height utilizing a
membrane/drainage system in the
Southeastern United States.

The document provides minimum re-
quirements for window installation de-
termined by joint review by AAMA and
FMA of current installation practices,
and applies to windows employing a
mounting flange or fin that is attached
and sealed to the window perimeter

frame and is designed as an installation
fastening appendage. The techniques
demonstrated in this document have
been developed specifically to allow inci-
dental water entering from superficial
cracks, either in the cladding, window
joinery or installation joints around the
perimeter of the window, to drain onto
the membrane drainage plane and to exit
to the building exterior. The test methods
identified in this practice were validated
through actual laboratory testing.

In addition, AAMA has released an
all-encompassing glossary to be used
when referencing definitions in AAMA
documents.

“AAMA standards and specifications
are used by thousands of industry pro-
fessionals, and we wanted to ensure
consistency throughout all of the docu-
ments,” says Lewis. 
❙❙➤ www.aamanet.org
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GlobalUpdate

DFI Signs License in Vietnam 
to Expand into Asian Markets

Diamon-Fusion International Inc.
(DFI) in San Clemente, Calif.,
has expanded its presence in

Vietnam by signing an exclusive license
agreement with Paradigm Network
Ltd., a British Virgin Island-based cor-
poration with a growing network of
businesses based in Vietnam. The op-
erations will be managed in Vietnam by
GmG Co. Ltd., a Vietnamese independ-
ently owned company. 

According to a press release from
DFI, Vietnam has Asia’s second fastest-

growing economy, with 8.7 percent
growth last year, trailing only China.
The country joined the World Trade Or-
ganization in 2006. Through the end of
2005, Vietnam’s growth rate exceeded
that of Thailand, Malaysia, Taiwan,
South Korea and India. 

“Vietnam is growing at a very fast
pace and its current trade openness
creates a good timing for the introduc-
tion of our innovative nanotechnology,
along with all upcoming products we
have in our [research and development]

portfolio; we are very pleased with this
strategic alliance for Vietnam,” says
Guillermo Seta, executive director of
DFI global operations.

DFI also announced the execution of
sales representation agreements with
Aronoff and Associates, a manufactur-
ers’ representative organization in the
Mid-Atlantic region servicing the glass
and glazing industry, and De Gorter
Inc., a supplier of glass processing
equipment. 

Aronoff and Associates will serve as
DFI’s sales representative in Virginia,
Maryland, New Jersey, Delaware, the
District of Columbia and eastern Penn-
sylvania, while De Gorter Inc. will rep-
resent DFI in North Carolina, South
Carolina, Tennessee, Georgia, Florida,
northern California and Puerto Rico. 
❙❙➤ www.diamonfusion.com

Xinyi Photovoltaic 
Glass Production 
Line Begins Operation 

Xinyi Glass, headquartered in Shen-
zhen, China, announced that it success-
fully began operation of a new melting
furnace and ultra-clear photovoltaic
glass manufacturing line on August 28. 

The line is expected to produce 300
tons per day of low-iron, textured glass
with more than 91 percent solar trans-
mittance to meet the increasing market
demand from crystalline solar module
manufacturers.

“The inauguration of this produc-
tion line marks the optimization of
the group’s product structure and an-
other major step forward in the group
advance into the energy saving and
environmentally-friendly glass mar-
ket,” says Lee Yin Yee, chairman of
Xinyi Glass. 
❙❙➤ www.xinyiglass.com   ■

Pilkington Denmark Acquires
Glass Processing Company 

Pilkington Denmark has announced that it has acquired a small glass pro-
cessing company located close to its branch in Glostrup. Carlberg Glass
supplies insulating glass units. The company also has a small fire pro-

tection glass cutting operation.
The firm’s operations and nine employees have transferred to Pilkington’s

Glostrup site.
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Carlberg Glass in Denmark will now supply insulating glass units for Pilkington.
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FinancialFlash

Glaston Corporation’s Sales 
and Profits Rise in First Half 2007 

Glaston Corp. in Tampere, Finland,
has released its interim report for
the first half of 2007. The group’s

net sales were up by 25.6 percent to
$168.2 USD (EUR 123.7) million. Oper-
ating profit grew to $7.4 USD (EUR 5.5)
million, excluding non-recurring items. 

The company’s order book grew 49
percent and on June 30 was $165.4 USD
(EUR 121.6) million, compared to
$111.2 USD (EUR 81.8) million on June
30, 2006. 

“Glaston’s January-June and second
quarter were better than the previous
year,” says Mika Seitovirta, president and
chief executive officer. “Development of
new orders was good and the order
book reached a record high. This devel-
opment was particularly positive in Eu-
rope, the Middle East, Africa and in
China. The number and value of OSP
deals grew significantly and represented
a larger proportion of growth in new or-
ders. The newly formed pre-processing
and heat treatment business areas im-
proved their comparable operating
profit, and development is in the right
direction, if not yet satisfactory. Meas-
ures to improve profitability continue.” 

The company’s report showed some
reorganization, as Glaston’s sale of its en-
ergy business and acquisition of the soft-
ware company Albat+Wirsam were
complete as of July 1, among other
changes. In addition, the company is
combining two of its factories in Brazil
and transferring product development in
Switzerland to Finland to “bring efficien-
cies and savings in future,” according to
Seitovirta.

Net sales of the company’s pre-pro-
cessing operations grew by $4.7 USD
(EUR 3.5) million during the first half
of 2007 compared to the previous year
and totaled $61.2 USD (EUR 45.0) mil-

lion. Profit before non-recurring items
was $1.2 USD (EUR 0.9) million. Non-
recurring items amounting to $1.9 USD
(EUR 1.4) million were recognized for
the restructuring of the company’s
Brazilian operations. The market situ-
ation of the pre-processing business
area was good, according to informa-
tion from the company, as sales ex-
ceeded the previous year’s figures in
both the first and second quarter. 
❙❙➤ www.kyro.fi 

Asahi Glass Net 
Income Up 24.3 
Percent in First Half 2007 

The AGC Group, which includes Asahi
Glass Co. Ltd. and its subsidiaries, an-
nounced its consolidated financial re-
sults for the first half of fiscal year 2007. 

AGC posted net sales of $6.9 billion
USD (806.0 billion yen) for the first half
of 2007, up 2.2 percent from the corre-
sponding period in 2006. The group also
reported an operating income of $780
million USD (90.3 billion yen), up $209
million USD (24.2 billion yen) or 36.6 per-
cent. Ordinary income was $819 million
USD (94.8 billion yen), up 45 percent. The
group’s net income increased 24.3 percent
to $457 million USD (52.9 billion yen).

Net sales from the company’s glass

operations for the first half of 2007 in-
creased 8.1 percent, year-on-year, to
$3.7 billion USD (431.2 billion yen).
Operating income increased $119 mil-
lion USD (13.8 billion yen) to $294 mil-
lion USD (34.1 billion yen). 

According to information from AGC
Group, sales in the flat glass business in-
creased in part due to the continuously
firm market in Europe. Glass shipments
showed a steady growth in fast-growing
markets, such as Russia. Demand also re-
mained robust in Western Europe. How-
ever, the company’s shipment volume
decreased due to the decline of new hous-
ing starts in Japan and North America. 
❙❙➤ www.agc.co.jp/english 

Southwall Announces 
Second Quarter Results 

Southwall Technologies Inc. in Palo
Alto, Calif., announced that for the sec-
ond quarter of 2007, its net income was
$462,000, compared to a loss of $1.4
million for the second quarter of 2006.
The company says the increase was pri-
marily due to lower operating expenses
and other income from a technology
transfer and service agreement. 

The company also saw an 18.4-per-
cent decrease in revenue from second
quarter 2007 compared to the same pe-

Glaston’s First Half 2007 Report
(in million USD)

Net sales Operating profit
Jan.-June ’07 Jan.-June ‘07 Jan.-June ’07 Jan.-June ‘06

Pre-processing 61.2 56.5 1.2 -0.6
Heat treatment 107.8 77.6 11.8 6.1
Parent company and elim. -0.8 -0.2 -5.7 -2.8
Total 168.2 134.1 7.4 2.5
Non-recurring items - - -9.9 -0.9
Total 168.2 134.1 -2.5 1.6
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riod in 2006. The company earned
$9.250 million in the second quarter
2007, compared to $11.337 million in
the second quarter 2006. According to
information from the company, the de-
crease was primarily due to a decrease
in revenues from its electronic display
products, but was partially offset by an
increase in revenue from its window
film and architectural products. 

“We are pleased that both the first
and second quarter were profitable in
part as the result of reduced operating
costs,” says Dr. Gene Goodson, chief ex-
ecutive officer. “I believe that the board
of directors’ appointment of Dennis
Capovilla as president and Michael Var-
gas as vice president of general admin-
istration will strengthen our
management team.” 
❙❙➤ www.southwall.com  

SAFTI FIRST Sales 
for SuperLite Increase

San Francisco-based SAFTI FIRST™
Fire Rated Glazing Solutions, a manu-
facturer of fire-rated glazing and fram-
ing products, has announced that it saw
an increase of 124 percent in SuperLite
I-XL sales for the first six months of
2007 when compared to sales during
the same period of 2006. Current sales
of SuperLite I-XL have already ex-

ceeded total 2006 annual sales.
“These sales figures are indicative of

a more important trend, which is an in-
creased understanding of radiant heat
as a serious fire and life safety issue,”
says William O’Keeffe, president and
chief executive officer. “More and more,
we see [authorities having jurisdiction]
exercising their power under the codes
to approve a product like SuperLite I-
XL due to its ability to provide addi-
tional radiant heat protection, CPSC
Cat. II impact-safety protection and su-

perior optical clarity for less than the
cost of ceramics.”
❙❙➤ www.safti.com 

Glass Sales Down 
at PPG, CFO Says

During Pittsburgh-based PPG In-
dustries’ second-quarter investors’ fi-
nancial commentary webcast on July
19, senior vice president and chief fi-
nancial officer (CFO) William H. Her-
nandez said that glass segment sales
dropped by about 4 percent on lower

Southwall Technologies Unaudited Condensed Consol-
idated Statements of Operations
(in thousands, except per share data)

Three months ended Six months ended 
June 30, June 30 June 30 June 30, 

2007 2006 2007 2006
Net Revenues $9,250 $11,337 $19,756 $21,371
Cost of revenues $6,507 $7,268 $12,603 $13,634
Gross profit $2,743 $4,069 $7,153 $7,737
Operating expenses:
Research & Development $870 $2,071 $2,239 $3,717
Selling, general 
and administrative $2,282 $2,525 $4,810 $5,087
Impairment charge 
(recoveries) for long-
lived assets - $208 $ (8) $208
Restructuring charges - $259 - $711
Total operating expenses $3,152 $5,063 $7,041 $9,723
Income (loss) 
from operations $ (409) $(994) $112 $(1,986)
Interest expense, net $(167) $(189) $(280) $(381)
Other income 
(expenses), net $1,043 $29 $1,048 $179
Income (loss) before 
provision for income taxes $467 $(1,154) $880 $(2,188)
Provision for income taxes $5 $233 $186 $526
Net income (loss) $462 $(1,387) $694 $(2,714)
Deemed dividend on 
redeemable preferred stock $122 $122 $244 $244
Net income (loss) 
attributable to common 
stockholders $340 $(1,509) $450 $(2,958)
Net income (loss) per share:
Basic $0.01 $(0.06) $0.02 $(0.11)
Diluted $0.01 $(0.06) $0.02 $(0.11)
Weighted average shares used in computing net income (loss) per share:
Basic 27,513 26,939 27,327 26,882
Diluted 28,498 26,939 28,033 26,882

SAFTI FIRST’s sales of SuperLite I-XL
fire-rated products, such as these 45-
minute windows, during the first half
of 2007 have already exceeded total
2006 annual sales.

http://www.southwall.com
http://www.safti.com
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volumes during the second quarter,
down slightly versus a year ago.

Hernandez noted that performance
glazings also were down by 3 percent.
“Similar to the first quarter, the decline
was largely due to the absence of an en-
ergy surcharge,” he said. “Last year, the
energy surcharge, which is on a quarter
lag versus natural gas pricing, con-
tributed $5 million more than this year,
as first-quarter 2007 natural gas costs
were down compared with a year ago.” 

Overall, the company is focused on im-
proving results for its glass segment. “Al-
though the first quarter was positive, the
year-over-year results this past quarter
did not meet our expectations,” Hernan-
dez said. “We will remain focused on im-
proving results in the coming quarters.” 

Despite the decreases found in the
glass segment, PPG reported record
sales overall for the second quarter—
or any quarter in the company’s his-
tory—of $3.2 billion. Second-quarter
sales were up 12 percent from 2006.

PPG’s second-quarter net income was
$249 million, or $1.50 per share. The
net income includes an after-tax charge
of $6 million, or 3 cents a share, to re-
flect the net increase in the current
value of the company’s obligation
under its proposed asbestos settlement
agreement reported in May 2002, which
is subject to pending court proceedings. 
❙❙➤ www.ppg.com 

Vitro’s Net Income Drops
in Second Quarter 2007 

During the second quarter of 2007,
Vitro S.A.B. de C.V. in Monterrey, Mex-
ico, saw a $27 million drop in net in-
come, to $10 million, compared to the
same period last year. 

Lower total financing costs of $39
million—compared with $79 million in
second quarter 2006—coupled with a
$6 million increase in EBIT and a nearly
$8 million decline in other expenses
partially accounted for the decrease. 

However, flat glass sales for the quar-

ter increased 4.0 percent over the previ-
ous year to $298 million. Domestic sales
increased 8.7 percent last year, primarily
due to higher sales in the automotive seg-
ment. Construction-related sales re-
mained stable year-over-year with an
11-percent volume decline while prices
increased 12 percent. 

Export sales increased 8.8 percent
over the previous year, mainly due to
higher construction-related volumes
and increased automotive sales. Sales
from foreign subsidiaries continued an
upward trend, increasing 0.4 percent
year-over-year to $165 million from
$164 million. Sales at Vitro Cristalglass,
the company’s Spanish subsidiary, in-
creased 28 percent over the previous
year due to the stronger demand of
more value-added products from the
construction market but also due to the
new furnace now operating in La
Rozada facility during the first quarter
of 2007. 
❙❙➤ www.vitro.com    ■

Vitro’s Net Income Drops 
Vitro Flat Glass

Second Second Year Over 6 6 YoY % 2007 LTM 2006 LTM YoY 
Q ’07 Q ’06 Year Months ’07 Months ’06 Change % Change

(millions nominal dollars) % Change
Consolidated net sales 298 286 4.0 580 581 (0.3) 1,147 1,162 (1.3)
Domestic Sales 70 65 8.7 134 138 (2.8) 285 270 5.3
Export Sales 62 57 8.8 117 120 (2.1) 210 269 (22.1)
Foreign Subsidiaries 165 164 0.4 329 324 1.4 652 622 4.8
EBIT 16 6 150.5 30 11 171.8 53 41 28.1
EBITDA 29 21 41.8 56 41 34.3 111 101 10.0
EBIT Margin 5.4% 2.2% 3.2 pp 5.1% 1.9% 3.2 pp 4.6% 3.6% 1 pp
EBITDA Margin 9.8% 7.2% 2.6 pp 9.6% 7.1% 2.5 pp 9.7% 8.7% 1 pp
Volumes
Flat Glass (thousands 
of m2R)1 33,425 33,564 (0.4) 64,294 68,065 (5.5) 125,816 140,765 (10.6)
Capacity Utilization
Flat glass furnaces2, 3 109% 69% 40.3 pp - - - - - -
Flat glass auto 80% 85% -5 pp - - - - - -
1 m2R = Reduced Square Meters
2 Capacity utilization may sometimes be greater than 100 percent because pulling capacity if calculated based on a certain number of changes in glass
color and thickness, determined by historical averages. 
3 The 69 percent capacity utilization during second quarter 2006 was due to the repair of the VF-1 furnace which was under maintenance until mid-May
2006. 
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Ah, remember the good ol’ days when order
entry, production processes and shipping all re-
quired a separate computer program? Or when
each piece of machinery required a different

operation step? No? Then perhaps you’re already famil-
iar with the many computer integrated solutions avail-
able to streamline business processes and improve the
flow of data. If so, you’ll want to check out these new so-
lutions that aim to improve your business and increase
productivity. 

Gowith the Flow
These Computer Integrated Systems 
Can Help with the Production Flow

Link to this Management Solution 
Glass Group in Denver is offering its GlassLink™ Inter-

net order management solution. GlassLink provides an
automated ordering data flow from the glass dealer di-
rectly into the glass fabricator system. 

According to information from the company, the sys-
tem prevents redundant entry of data and mistakes. The
products are both desktop- and Internet-based.  
❙❙➤ www.glassgroup.com

Check out MATE 
Flemington, N.J.-based PMC Software Inc.’s

MATE line of computer integrated systems
provides a totally integrated software solu-
tion from order entry through shipping of
finished goods. The MATE suite of products
meets the specific needs of the flat glass and

door and window manufacturing industries by
improving productivity and profitability throughout

the facility. 
The company says its software’s expertise encompasses glass,

lineal and tempering bed optimization; product tracking; real-time
production manufacturing; real-time full plant reject tracking; and

man/machine interfaces. The software line interfaces with whatever
manufacturing equipment may be used for glass, vinyl, wood and

metal manufacturing machinery.
❙❙➤ www.pmcsoftware.com
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Become Dynamic with GTS
GTS, a wholly owned subsidiary of PPG Industries, based in Portland, Ore.,

has introduced a new business management solution that enables commercial
glass shops to combine their GTS software with Microsoft Dynamics™ GP. The
new software solution, created specifically for glass industry needs, embeds
the general ledger and accounts receivable components of Microsoft Dynam-
ics GP directly into the GTS GlasPac®LX software. 

Embedding the two systems means users do not have to toggle between sep-
arate applications or import/export data. According to information from the
company, the software is able to connect business processes with the customer’s
accounting system for a single, streamlined solution, and also improves access
to business data. Users can simply search for information rather than needing
to know how to navigate to a specific report. In addition, the company is able
to offer customers customizable solutions that combine the two programs. 
❙❙➤ www.gtsservices.com   ■

Network with ALCIM
ALBAT+WIRSAM North America Inc. in Bellevue, Wash., is of-

fering software products to organize networked production and
optimize continuous flow. 

Its ALCIM Networked Production was designed to streamline
production and provide fail-safe guidance and control for fully au-
tomated glass manufacturing and modular production manage-
ment in insulating glass and safety glass operations. According to
information from the company, the software provides fully net-
worked monitoring and display of production data and processing
station control. 

For dynamic optimization, cutting and sorting, the company’s
DynOpt aims to limit waste in just-in-time production. The soft-
ware provides fully-automatic cutting and optimum sequencing to
reduce raw material input and eliminate leftovers.
❙❙➤ www.albat-wirsam.com

Enter Orders on the Web
Stewart Computer Services Inc. in Broken Arrow, Okla.,

is now offering web-based software for glass distributors
and retailers. The software provides order entry, accounts
receivable and purchase orders. The “CUT” module walks
the user through the entry of flat glass and is so user-
friendly that authorized customers can even enter their
own orders, according to information from the com-
pany. Orders are sent to compatible third-party optimizer
and/or cutting programs. Many reports are built-in, and
an end-user report generator is included. The company
also offers custom modifications for the system.
❙❙➤ www.stewartcomputer.com 

http://www.stewartcomputer.com
http://www.albat-wirsam.com
http://www.gtsservices.com


the use of glass balusters to support handrails
and fulfill other code mandated guard require-
ments in building structures has been common for
more than 20 years. For indoor applications, glass
balusters typically are tempered glass panels that
support a continuous wood or metal handrail at
their top edge and, in turn, are continuously sup-
ported along their bottom edge in a metal channel.
Usually, the glass is fixed firmly in the channel with
a Portland cement-, epoxy-, or gypsum-based grout. 

We recently investigated extensive and costly
failures of glass balusters in two outdoor stadi-
ums. Based on these investigations, it is clear that
the type of glass product, the structural design
approach and the support detailing that have
been used successfully for years in indoor glass
baluster systems may require modifications for
adaptation in outdoor stadiums where mainte-
nance (e.g., high-pressure washing) and moisture
and temperature cycling create a different and
more demanding environment.

In both cases we investigated, the balusters were
nominal 14-mm thick laminated glass panels, each
comprised of two sheets of 6-mm thick heat-
strengthened glass laminated to a 1.5-mm thick
polyvinyl butyral (PVB) interlayer. The typical panels
measured about 750 mm high by 1,500 mm long
and were grouted continuously at their base into
aluminum channels. Within 12 months of installa-
tion, multiple glass panels had either cracked,
become delaminated or both in both stadiums.

Site observations and documentation, field
and laboratory testing and analyses were per-
formed to determine the cause of the cracking
and delamination and to understand the structur-
al behavior of the balusters. 

Field Investigation
Cracks appeared to originate at the bottom edge

of the panels. The typical support consisted of a
continuous aluminum channel welded or bolted to
the stadium structure. The bottom edge of the
glass was glazed into the channel with grout. The
top of the grout was covered with a silicone
sealant. Given this detail, it was not practical to
examine conditions at the probable glass fracture
origins within the aluminum channels in the field.

Tracking Down 
Glass Baluster Failure
By William J. Nugent and Mark K. Schmidt

Increasingly glass balusters are being used in outdoor stadiums, and there have
been some cases in which unexplained cracking has occurred, such as this
example where the cracks propagate from the base.

In this typical support detail for a stadium glass baluster, the glass panel is grouted
into a U-shaped aluminum channel that is bolted to the concrete structure.
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Delaminations also were occurring in the
baluster panels, with one or both glass lites sepa-
rating partially or completely from the interlayer.
The delaminations resulted in clouded or hazed
areas and typically were located at the bottom cor-
ners of glass panels at the grout line.

Field examination also revealed a number of
locations where the silicone sealant at the top of
the grouted panel base was in poor condition.
Instances of missing sealant, sealant exhibiting
adhesion failure at glass or aluminum surfaces and
sealant that was bubbled or blistered were noted.

At some locations, the grout was found to be
soft. At other locations, the grout was relatively
firm. Cracked and delaminated baluster panels
were located almost exclusively where the grout was
firm. In many of these cases, the sealant was also
missing or in poor condition. Where the grout was
soft, no visible cracks or delaminations were noted.

Based on field observations, several sections
from each of the two glass baluster systems were
removed for detailed laboratory examination and
testing. These sample sections included glass pan-
els that were cracked with no delaminations,
glass panels that were delaminated with no
cracks, glass panels that were both delaminated
and cracked and glass panels that contained no
visible cracks or delaminations.

A number of additional grout samples also
were removed for laboratory analysis. Samples
were selected from areas where the sealant above
the grout was either in good or poor condition.
Additionally, samples were taken both where the
grout was soft and where it was firm.

Grout Pocket Examination
Each baluster sample examined in the laborato-

ry consisted of a full glass panel and the corre-
sponding aluminum base channel (cut slightly
wider than the glass panel) with the grout intact.
For each sample, one leg of the aluminum base
channel was cut off to expose the grout within
the channel and the glass baluster panel at its bot-
tom edge. In all cases, regardless of the condition
of the grout or sealant above it, some moisture
was present in the grout pocket when the base
channel was cut open. The moisture was more

What You Need to Know
Designers of glass balusters for outdoor stadiums should be aware that the

products and support details that have been utilized successfully for years in
indoor applications may be problematic in outdoor applications where the main-
tenance and exposure to moisture create new demands.

Specifically, the following should be considered:
→ The use of monolithic tempered glass baluster panels is problematic at the

edges of upper seating levels where an accidental or spontaneous panel frac-
ture could send tempered glass particles showering on spectators in seating
areas below. For this reason, laminated glass balusters are an appropriate
choice for most outdoor stadium applications.

→ Proper base support detailing is essential to avoid systemic fracture or
delamination problems in laminated glass panels.

→ When in contact with laminated glass edges for an extended time period
(several months or more) moisture by itself or in the presence of an aggres-
sive grout material (e.g., Portland cement-based grout) can lead to fracture
or delamination of the laminated glass. In light of these potential structural
and serviceability problems, consideration should be given to base glazing
details that include gaskets/wedges and sealants that are compatible with
the laminated glass and do not promote corrosion of the base channel. 

→ The base channel should be weeped to evacuate incidental water penetration.
→ Stiffness of the installation, as well as potential for tampering, should also

be considered.
→ Testing at ambient temperatures in the range of 21  to 27º C has shown that,

under impulse-type loadings, laminated glass baluster panels, consisting of
two layers of heat-strengthened glass sandwiched around a PVB interlayer,
behave monolithically. As such, the section modulus is equivalent to that of a
monolithic glass sheet of thickness equal to the sum of the thicknesses of
the two glass sheets and the PVB interlayer.

→ Testing at ambient temperatures in the range of 21  to 27º C has shown that,
under sustained loadings, heat-strengthened laminated glass baluster panels
have an effective section modulus that is about 83 percent of that of a
monolithic glass sheet of equal total thickness.

→ Testing at ambient temperatures in the range of 21  to 27º C  has shown that,
under concentrated impulse-type loadings applied along the top edge of heat-
strengthened laminated glass balusters, the load distribution angle should be
approximately 15 degrees. The resulting effective baluster base width in conjunc-

Table 1. Summary of Composite Behavior Data

This data summarizes composite behavior. For impulse-type loadings (on and
off in approximately 3 seconds), laminated panels behaved as if they were
monolithic. For longer duration loads (20 minutes or more), the degree of com-
posite behavior averaged approximately 83 percent.

Nominal Line
Load (plf)

Load Type
Section Modulus Ratio: Experimental

vs. Full Composite

50 Impulse 100.0%

100 Impulse 96.3%

150 Impulse 90.8%

200 Impulse 94.1%

100 Sustained 83.2%

© 2007 USGlass magazine. 540-720-5584 All rights reserved. 



prevalent, however, in locations where sealant
was missing or in poor condition.

Examination of the grout pocket in samples
that contained the relatively firm grout revealed
the presence of a white deposit between the alu-
minum and the grout. Grout pockets that con-
tained relatively soft grout showed little evidence
of the white deposit.

Chemical analysis revealed that the white
deposit was aluminum hydroxide—a by-product of
aluminum corrosion. The thickness of the
deposits ranged from 0.75 mm to 1.5 mm. The
white deposits occurred primarily where the
grout was in contact with the aluminum. At loca-
tions where the channel had been filled with
grout incompletely and where there was no grout
in contact with the aluminum, very little evi-
dence of corrosion was noted.

In the confined space of the base channel,
expansive pressures were created within the chan-
nel by the growth of corrosion by-product. The
origins of the glass panel fractures examined in
the laboratory coincided with locations where
intermittent contact of the grout and corrosion
by-product created non-uniform pressures along
the bottom edge of the glass. In panels that were
not cracked, the corrosion by-product was either
not present, or the grout and corrosion by-prod-
uct provided relative uniform contact/support
along the glass edge. Thus, pressures exerted on
the bottom edge of the glass were more uniform.

Grout Sample Analysis
Samples of the grout were analyzed using x-ray

diffraction to identify their crystalline compo-
nents. The analysis indicated that at least two dif-
ferent types of grout were used. Portland cement-
based grout had a firm consistency. Gypsum-
based grout was found to be soft.

The alkalinity of each grout type was evaluated
by measuring its pH. The pH of the Portland
cement-based grouts was typically above 12.5
(highly alkaline). The pH of the gypsum-based
grout samples ranged from 9 to 12 (more neutral).

All the glass panel samples with delaminations
at the bottom corners were determined to have
Portland cement-based grout. Upon removal of
the base channel in the laboratory, all panels set
in Portland cement-based grout were found to

These two graphs show the distribution of bending stresses across the width of
the panel base under application of the concentrated load at the top center and
at the top corner, respectively. Based on these data, the maximum glass tensile
stress measured during testing can be calculated using an effective base width
determined by a load distribution angle of approximately 15 degrees, as shown
in the illustration. The corresponding section modulus of the laminated glass
panel should be calculated using the sum of the minimum glass thicknesses
and the interlayer thickness.

Glass Baluster Failure

© 2007 USGlass magazine. 540-720-5584 All rights reserved. 
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contain further delaminations typically extending
10 to 25 mm inward from the edges that were in
contact with the grout. Panels set in the gypsum-
based grout did not exhibit visible delaminations
in the field and, when the bottom edges were
exposed in the laboratory, generally exhibited
very limited delamination along the edges that
were in contact with the grout.

Structural Behavior
Loadings on guards and handrails are dictated

by building code requirements. The
International Building Code (IBC) specifies two
loadings (a 730 N/m uniform and an 890 N con-
centrated load), both to be applied independent
of each other in any direction at the top of the
baluster. It also specifies a third loading (a 445 N
load) applied over any 0.09-square-meter area of
the baluster. The allowable bending stress is
based on a factor of safety of 4 (applied to the
average modulus of rupture for glass).

A preliminary analysis for the stadium installa-
tions in question showed that the governing con-
dition was created by the concentrated load act-
ing horizontally (perpendicular to the plane of
the baluster panels) at a top free corner. The
analysis also showed that, depending on assump-
tions, the bending stresses created at the base of
the glass by the governing loads could be greater
than the allowable stress.

In light of this analysis, load tests were per-
formed to gain an understanding of the structural
behavior of the laminated glass balusters and
determine their fitness for purpose.

Baluster panels of the same type, size and thick-
ness as those in the stadiums were set up in the lab-
oratory with the same aluminum base channel,
grout and other details used in the stadiums. A
loading apparatus capable of applying either a uni-
form horizontal line load or a concentrated horizon-
tal load to the top edge of the glass was employed.

The loading apparatus also had the capability
of applying the load as an impulse (on and off
in approximately 3 seconds) or for a sustained
period (20 minutes or more). Prior to testing,
instruments were applied so that bending strains
at the base and horizontal deflections at the top
could be measured. 

A series of proof load tests performed in accor-

dance with IBC criteria showed that single glass
balusters could support more than two times the
code-specified uniform and centrally located con-
centrated loads without failure or permanent
deformation. For concentrated loads applied at
panel corners, similar test results were achieved by
simulating the in-situ handrails, which allowed
adjacent glass panels to contribute in resisting the
applied load. The limited testing also provided
data about the degree of composite behavior in
the panels and the manner in which stresses creat-
ed by concentrated loads applied at the top edge
are distributed across the width of the panel base.

Table 1 is a summary of the data on composite
behavior. For the impulse-type loadings (on and
off in approximately 3 seconds), the laminated
panels generally behaved as if they were monolith-
ic. For longer duration loads (20 minutes or
more), the degree of composite behavior averaged
approximately 83 percent.

Based on the distribution of bending stresses
across the width of the panel base under applica-
tion of the concentrated load at the top center
and at the top corner, respectively, the maximum
glass tensile stress measured during testing can be
calculated using an effective base width deter-
mined by a load distribution angle of approxi-
mately 15 degrees. The corresponding section
modulus of the laminated glass panel should be
calculated using the sum of the minimum glass
thicknesses and the interlayer thickness.

We concluded that both the cracking and the
delamination of the laminated glass baluster pan-
els was caused by the combination of moisture
and a highly alkaline Portland cement-based
grout in the glass panel base support channels.
These conditions fostered corrosion of the alu-
minum, creating nonuniform expansive pressures
that led to the glass fractures. The highly alkaline
grout also attacked the PVB interlay resulting in
visible delaminations.  AG

William J. Nugent is president and principal, and
Mark K. Schmidt is unit manager and senior consult-
ant of Wiss, Janney, Eistner Associates Inc., in
Northbrook, Ill., which focuses on solving structural,
architectural, and construction materials problems.
This article is adapted from a presentation made at
Glass Processing Days 2007 in Tampere, Finland.
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Fanning 
the Flames
New Fire-Rated Products Offer 
Versatility and Respond to Code Changes

by Charles Cumpston

The National Center for International Schools
in San Francisco upgraded its wired-glass
installations to Category-II safety-rated, 
radiant heat-reducing glazing. 

the flames of change continue to swirl around
fire-rated glass. Suppliers continue to broaden
their product lines with products that offer archi-
tects and designers more alternatives than ever
before.

“There is an increased demand for new and
replacement glazing in lieu of traditional wired
glass,” says William O’Keeffe, president and chief
executive officer of SAFTI First Fire Rated
Glazing Solutions in San Francisco. 

He points out that a number of new products
with various capabilities have been introduced by
suppliers. “Clear, non-wired alternatives have
emerged such as laminated and filmed ceramics,”
he says.

Jeff Razwick, director of business development
for Technical Glass Products in Kirkland, Wash.,
says that fire-rated glazing products are now being
asked to “multi-task.” “They not only block
flames and smoke, but also, when needed, pro-
tect people and sensitive equipment from radiant
heat, are impact-resistant, enhance security, offer
bullet resistance, meet energy codes, resist hurri-
canes and support aesthetic design goals,” hesays.
“The key to fulfilling these tasks is more sophisti-
cated product make-ups,” Says Razwick.

Scott Foote, a consultant with AGC
InterEdge Technologies LLC in Sausalito, Calif.,
agrees that architects worldwide are utilizing
larger expanses of glass in building design for a
variety of reasons. “It naturally follows that if
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The Last Word
“Clearly confusion exists among architects, glass

companies and even building officials as to the prop-
er specification and use of the various types of fire
rated glass. This appears to be a direct result of fire
glass manufacturers testing their glazing to ever-high-
er minute ratings since the fire test standards
employed have no upper limits. The new IBC
attempts to clarify this issue but in [my opinion] falls
short of its intent. The IBC also adopts the NFPA-80
as part of the code but rarely do people specifying
make the connection. So the downside is confusion.
Fire-rated glass is being specified for 60 minutes
when it should be 45-minute borrowed lites, and
being specified for 60 minutes when it actually
should be 60 minutes and a ‘transparent wall.’
Ultimately, architects need to ask more questions
before specification. Doing so will get the right prod-
uct in the right place and save their clients money in
the long run.”

—Scott Foote, a consultant with AGC InterEdge
Technologies LLC in Sausalito, Calif.

http://usglassmag.com


they can use larger panels of fire-rated glass
when required they will move in that direction,”
he says.

He adds that the number of architects utiliz-
ing new glass options is growing.

“We are seeing an adoption of new glazing
technology by the architectural community in an
effort to employ more light in building design.
This glazing can be used in much larger panel
sizes utilizing frames with limited sight line pro-
files. Furthermore, architects are even gravitating
to butt-glazed systems. We call this kind of glaz-
ing ‘transparent walls’ because it tests to wall
standards (ASTM E-119, NFPA 251),” Foote says

Razwick agrees that architects like to utilize
fire-rated glazing that doesn’t limit their design
freedom. “Fire-rated glass and framing systems
used to look institutional and bulky. Today’s
materials allow for large, clear and wireless
expanses of glazing with slender, modern-looking
framing. Transparency is so critical in many
designs, even when a fire rating is required, fire-
rated glass can be part of the overall building
design,” he says.

Razwick also makes the point that as property
costs in many areas continue to increase, devel-
opers are frequently reducing the distance
between adjacent buildings in order to maximize
revenue space. “This can increase the need for
fire protective materials on the exterior of the
buildings,” he says. “At the same time, occupants

are more comfortable when natural daylighting
is available. These needs can be met by the new,
high-performance fire-rated glazing systems,
including curtainwall systems, storefronts and
other exterior windows and doors.”

Safety and cost control also are drivers for
market developments, adds O’Keeffe.

In the Know
O’Keeffe also notes that the most important

thing architects need to know about fire-rated
glass products is the classification:whether a
product is fire-protective or fire-resistive.

“Fire-protective products block smoke and
flame and their applications are limited to 20-
45-minute durations for use in doors, sidelites,
transoms and borrowed lites that do not exceed
25 percent of the total wall area,” he says.

“Architects should be aware that if the appropriate
fire-rated glass isn’t used, sprinklers can cause the
glass to fall out of the frame. Non-fire-rated glass
that is heated by a fire and sprayed with water expe-
riences thermal shock and shatters. Special deluge
sprinkler systems may be able to overcome this prob-
lem, but only if water from the sprinklers is able to
bathe the glass completely and evenly before it over-
heats. That’s a challenging task knowing that drapes,
blinds or shutters are frequently used to cover glass.”

—Jeff Razwick, director of business development
for Technical Glass Products in Kirkland, Wash.

“More building code officials are examining the
purpose of the hose stream test for 45-minute glaz-
ing in non-structural applications such as windows
and sidelites. They are realizing that the hose stream
is inconsistent with providing any safety improve-
ments, which most other nations realized many years
ago by eliminating its use in any fire test. The
[General Services Administration] is one of the lead-
ing proponents of such approval practices, and most
recently, cities and counties such Los Angeles, San
Francisco and Honolulu are approving the use of
CPSC Category II, radiant heat-reducing, clear-tem-
pered products that cost less than ceramics in 45-
minute applications.”

—William O’Keeffe, president and chief executive
officer of SAFTI First Fire Rated Glazing Solutions in

San Francisco

Fire-rated glass 
provides aesthetic
solutions when
needed.



“Fire-resistive products block smoke, flame
and radiant heat and are used in 60- to 120-
minute applications, door and walls, where the
radiant heat transmitted to the non-fire side is
limited to a rise of only 250 degrees Fahrenheit
above ambient, even when the other side reaches
temperatures more than 1,800 degrees,” he says.
“Therefore, fire-resistive products have no size
limitations and, when installed with an equally
rated framing system, can be used floor-to-ceiling,
wall-to-wall.”

Today’s sophisticated fire-rated products have
evolved due to demands by changes in fire codes,
and from requests from the architectural commu-
nity, according to Razwick.

“Total reliance on sprinklers for fire protection
in commercial construction is wishful thinking,”
he says. “While sprinklers are an important part
of fire protection, they can and do fail to control

a fire for many reasons–low water pressure, bro-
ken or defective sprinkler heads, debris in the
pipes, painted-over sprinkler heads, etc. National
Fire Protection Association (NFPA) data shows
that sprinklers failed to operate in 16 percent of
fires. We’re not saying ‘don’t use sprinklers,’
because they can and do save lives, but a better
solution is to use a balanced approach of active
and passive systems together to assure property
and life safety. Fire-rated glazing materials provide
passive protection whether or not sprinkler sys-
tems are present or activate.”

Looking Ahead
According to Foote, the transition to clear fire-

rated glass products has occurred and the addition-
al cost is not a deterrent. “We will see more fire-
rated glass where fire-rated walls were once the stan-
dard. For example, stairwells in schools can be dan-
gerous places. Now schools are employing fire-rated
glass to open these areas up for visual inspection
and security. The ability to design more interesting
structures and interiors is now only limited to the
architects’ and designers’ imagination,” he says.

Razwick agrees that areas such as stairwells and
exit corridors must protect occupants from heat
and flames, keep a fire from spreading and allow
safe evacuation for occupants. “Since fire-rated
glass can serve both purposes, and others, archi-
tects and designers are likely to use it in more
areas of the building,” he says.

O’Keeffe also notes that the issue of radiant
heat has come to the forefront of many in the
architectural community of late. 

“Radiant heat is now being recognized with
growing concern by the building community,”
says O’Keeffe. “These invisible and intense elec-
tromagnetic waves travel with little or no resist-
ance to air and can cause combustible objects on
the non-fire side to ignite, or worse, diminish the
chances of safely exiting an occupied space.
Limiting temperature rise is already a requirement
for 60-minute fire-resistive assemblies.”

All of these industry executives offer two pieces
of advice: take advantage of the information avail-
able on the Internet, particularly on the manufac-
turers’ websites to learn about the different types of
fire-rated glazing products available, and consider
the fire-rated glass supplier a partner in the design
effort. New knowledge is always available and they
can help steer architects and designers through the
fire-rated glazing information maze.   AG

Down to the Wire 
When fire codes were first drafted, wired glass

was the only glazing material that could offer fire
protection. Therefore, it was granted an exemption
from typical impact safety requirements in high
traffic areas. In 2003, the International Code
Council (ICC) removed this exemption for schools
and day-care and athletic facilities. In 2006, ICC
removed it for all types of buildings.

Traditional wired glass (non-safety) is now
required to meet Consumer Product Safety Council
(CPSC) impact-safety requirements like any other
glazing in a hazardous location (e.g. doors and
sidelites). This, however, does not constitute a ban
on wired glass. There are safety-rated wired glass
products rated to CPSC Category II (the highest
federal impact-safety standard).
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Fire-rated glass also
can serve as a heat
barrier.

Fanning the Flames
continued

http://usglassmag.com
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