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fireglass.com
800.426.0279

There are obviously some things you can’t trust.

And then there is something you always can –Technical Glass Products. 

Choosing fire-rated glass demands choosing a company in which you 

have the highest level of trust. That’s why it makes sense to work with 

TGP, a leader that’s provided unequaled product quality and service 

excellence for decades. We offer an impressive array of fire-rated glass 

and framing systems. Our products carry fire ratings up to 3 hours, 

maintain complete UL approvals, and are accepted by all state and 

local authorities having jurisdiction. Trust us, TGP is all you need.
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Look closely, and in the shape of
today’s architectural glass you’ll
see 50 of the industry’s most
influential people. For a closer
look, turn to page 56. 
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most influential individuals in the
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through their eyes, through their 
own words. 
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Get Ready for Vegas
Whether or not you make it to Las
Vegas October 6-8 for GlassBuild
America, we’ve got a sneak peek of
some of the newest products that 
will be on display.

118 The PV Pie
The architectural glass industry has
responded to the surging demand for
its products in energy generating
fields such as photovoltaics. But as in
so many areas, other technologies are
already looking to “shatter the glass
barrier” in this market segment.

122 A Texas Glass 
Company Goes Live
M3 Glass Technologies adopted ERP
software in its facility to help manage
its growing glass fabrication business.
Learn what this software product 
did for them. 
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We’ve worked directly with the manufacturer to offer 
“Certified Preowned Trucks By International®” along with our BRAND NEW 
21’ Open Body Steel Rack. It’s a low mileage, model 4300 - non CDL truck with
automatic transmission and a diesel DT 466 engine. You can run these trucks
with confidence since they’ve all been through Internationals acclaimed 83 point
inspection. With one of these Certified Preowned 
Trucks and our NEW Glass Rack we’re able to
save you nearly $29,000 off the cost of
the same system on a new truck. 
And that’s a pretty good counter 
to those pesky price increases 
at the fuel pumps for a long,
long time.
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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:

In our profile of some of the glass industry’s most influential
people (see page 56), we learned that balancing work and a
personal life is one of the biggest personal challenges faced
by members of this industry. However, there are numerous
business challenges faced each day, and even more fears for
what lies ahead for the industry. What is your biggest 
“industry fear?” 

❏ Unnecessary regulation of the commercial glass industry

❏ Finding, training and retaining good employees

❏ Managing rising energy and material costs

❏ A weakening commercial market

September Survey Results
How would you prepare for a glass shortage?
You answered:

USGlassElectronic

WeBlogs
Read weekly updates via www.USGNN.com. 

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

E l l e n  R o g e r s  
Online editor,
www.usgnn.com

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

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

Thursday - From the Fabricator

Monday - Let's Be Clear

Tuesday - USGlass & Paul

Visit our online discussion boards at 
www.usglassmag.com/phpBB2 

to ask questions and share 
experiences about business 

and life in the glass industry.

P e t e  C h o j n a c k i
President, FabTech LLC

D e b r a  L e v y  
Publisher, 
USGlass Magazine

On Occasion - deBLOG

Wednesday -
The Entrepreneur’s Corner

Friday -
Off the Press, On My Mind

Departments Only Online
• Solar Watch: Read about more cutting edge developments in 

solar glass.
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Issue@Hand

Lessons from Alicia

Some of our readers watched the television coverage of Hurricane Ike
last month; others lived through it and will likely be dealing with its ef-
fects for months and years. The city of Galveston has been forever

changed and time there will be divided into “before Ike” and “after Ike” for the
next few generations to come. Unless you’ve lived through a hurricane, you
can’t realize how inadequate television is at conveying the real horror and the
legacy of destruction it leaves.

Those in our industry have an added burden. We watch the coverage with just
a little more sickness to the stomach and ache about the temples than others might
have. We, as an industry, have had to stand up to Ike. He came to town looking for
a fight. The results are in and, sadly,  it wasn’t even close. Broken glass is now every-
where and anywhere. Photos of downtown Houston buildings with nearly total
glass breakage are abound. People are spending entire days just cleaning up bro-
ken glass around buildings. 

I was barely a college graduate, covering the event as a newly minted reporter,
when Hurricane Alicia hit Galveston and downtown Houston in August 1983. Ali-
cia came ashore as a category three hurricane and followed much the same path
as Ike did. Alicia was the first “billion dollar” storm ever to hit Texas, causing
$2.6 billion USD ($5.27 billion 2006 USD) in damage and killing 21 people. Ike
killed 23 people but caused far, far more damage.

Ask anyone in this industry what they remember about Alicia and you’ll think
they are talking about Ike. Their memories are full of broken glass. Downtown
Houston looked like someone had taken an assault rifle and shot out every win-
dow. The country pointed its collective finger at our industry and blamed the glass,
which  came under attack as an undesirable building product.

Commissions were formed, studies were done and research was collected. A
very curious thing happened. Knowledgeable consultants and scientists found out
that Alicia, in all her rage, had not broken much glass. Rather, she had churned up
winds that blew a lot of gravel and debris from nearby roofs and sent them hurl-
ing into glass facades. That gravel and debris broke the glass. The broken glass
also allowed the contents of the building to become airborne leading, to more de-
bris that broke more windows. 

All building codes in Texas became stricter and tighter hurricane codes were put
in place. That’s part of why I was so queasy when I saw all of the glass breakage.
Though the city of Houston had vowed “never again,” Ike had other ideas. 

Our hearts, thoughts and prayers go out to those who are dealing with Ike’s un-
welcome advances. There will be time enough for the experts to review the storm,
its effects and why so much glass broke. But, as was the case with Hurricane Ali-
cia, we should wait for the studies to be completed and not allow glass to take the
rap. There need be no rush to judgement.

It is not without irony that this issue includes our list of the “Most Influential
People in the Glass and Metal Industry.” Editor Megan Headley has spent the last
three months painstakingly researching individuals for possible inclusion on the
list. She did an outstanding job. And I would guess that any number of those in-
cluded will be dealing with and working on the after effects of Hurricane Ike in the
years ahead.

—Deb
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A CLEAR PICTURE
our dedication to quality and service is obvious

Vitro America is a leading distributor and fabricator of architectural glass, architectural 

aluminum and automotive replacement glass products. Featuring our Classic Line of 

architectural products, we possess an unequaled array of solutions, offering virtually 

any glass application imaginable. It’s not just distinctive quality that makes Vitro 

America different; it’s the significance we place on supporting customers every step of 

the way. We’re here to satisfy your needs, and embrace your vision.

ENV IS ION THE  POSS IB IL IT I ES.™

W W W.V ITROAMERICA .COM   |    800.238.6057

CLASSIC LINE   |   SCARGARD2®   |   M-PACT SAFE®
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theFarnadyFiles

I t was exactly seven years in Septem-
ber since I vented my frustrations
here regarding trade shows as the re-

sult of my experience at that year’s na-
tional CSI show in Dallas (see September
2001 USGlass, page 9). It was expensive, it
was time consuming, it was poorly at-
tended, but otherwise it was a roaring
success. Actually, more like a simpering
flop. I blamed the world for the show’s
failure and after decades of attending, I
decided to swear off trade shows forever. 

Well, apparently forever is not quite
as long as I figured it would be. Having
once attended both statewide and na-
tional glass shows in some pretty good
convention towns, I think I am starting
to miss them. 

While most trade shows could do
with some serious priority adjust-
ments, I do miss them for some pretty
good reasons. First, there is the cama-
raderie that comes with exchanging
ideas with your peers. You get to put
faces to the voices with which you made
your last deal, voices from the branch
in L.A. or Seattle or maybe that branch
in the Southwest that has some capa-
bilities your facility does not have. 

There is the time you spend shaking
hands with old vendors and new to com-
pliment or gripe about the service. You
get the chance to whine about the pric-
ing in person or maybe press a little for a
better deal. On the other side of the same
coin, your customers can do the same to
you. The social contact seems to feed a
need that ultimately makes it easier to do
business with people you know, as op-
posed to disembodied voices on the tele-
phone or undecipherable signatures on
the bottom of a purchase order. 

Then there are the competitors. In an
industry as small as ours, it is pretty rare

not to occasionally run into a competi-
tor’s sales rep in a customer’s office. So
you know them anyway and maybe at
one point in your history you both even
worked for the same employer. The op-
portunity for personal contact elimi-
nates the animosity that can be
generated by stiff competition.  Famil-
iarity with your competitor may even
help to keep the competition personal
enough to remain fair and honest.  

DIRECT EXPOSURE
The pleasantries aside, we can deal

with the primary reason for the existence
of these functions. Beyond this publica-
tion, there really are not that many other
opportunities in any business for direct
exposure to highly concentrated quanti-
ties of quality industry and product in-
formation. Most of the vendors and
manufacturers put their best foot for-
ward to present the best of their latest
products. You can not only obtain all the
current documentation on most items
but can usually touch and feel the prod-
uct you have only seen pictures of before.
The seminars and formal presentations
are also a bargain because you don’t have
to take another trip halfway across the
country to your supplier’s facility to be in-
troduced to their products. At most fac-
tory tours you can only hope there is time
for a good tour and that your guide is as
prepared as the seminar presenter.

WHO’S IT FOR ANYWAY?
But then, of course, we need to

do some serious fixing. The major
criticism of the trade show is the
general lack of interest on the part
of the people who need it the
most. The poorly informed cus-
tomer, the new guy in the busi-

ness and the old guy who thinks he
knows all there is to know all need to
show up. Glass companies usually cry
in busy times that they are too busy to
go, and in slow times that they can’t af-
ford the time or the money. We must do
a better job of selling the industry on
the fact that the vendors are spending a
great deal of money to provide a pres-
entation well worth experiencing. 

We should consider the appropriate
location for the shows and forget Las
Vegas. Every Vegas show I ever at-
tended had lousy turnouts because
while everybody went, they didn’t
bother to leave the casino floor long
enough to actually attend the show.
The same thing happens in Anaheim,
where the customers beg off to take
their kids to Disneyland instead of at-
tending the show. I guess that’s the
only way to write off a trip to an
amusement park as a business ex-
pense. A less prominent location costs
the vendors less and thus provides the
customers with a “low price” admis-
sion incentive. Convention towns are
typically trying to make money at the
obvious expense of the convention-
eers. Glass shows should not be held
in convention towns. They should be
at locations that suit our purpose, not
that of the host convention hall or the
local chamber of commerce.    ■

Withdrawal Symptoms 
To Attend or Not to Attend Industry Trade Shows 

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 manager 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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United Glass Corporation (UGC) is a 

group of technologically advanced glass 

and metal fabricators—synergistically 

united to service a complete spectrum 

of architectural, commercial and 

residential markets. We incorporate 

High Performance Glass, 

Insulated Glass, All-Glass Doors 

and Entrances, as well as a vast

range of products and custom

options. UGC continues to 

surpass industry expectations

with a combined proven 

strength as the source

for the most demanding 

assignments.

Precision 

and Distinction—

Beautifully Combined

www.ugcglass.com

Pdc Glass
Cheswick, PA
800-232-9050

Pdc Aluminum
Cheswick, PA
800-232-9050

Pdc Glass 
of Michigan
Plymouth, MI
800-752-3522

TGI
Atlanta, GA
800-229-2882

LPG
Louisville, KY
800-228-4893

MOT
Columbus, OH
800-486-6648 

Corporate Headquarters  | 10200 Forest Green Blvd.  | Louisville, KY  40223

© 2008 United Glass Corporation
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OnlineBylines

Most people think of analytics
as nothing but numbers and
spreadsheets, but that’s not

entirely correct. More than numbers,
analytics is any set of tools or informa-
tion that allows for analysis of a given
situation, process or outcome.  

A mechanic analyzes your engine to de-
termine a problem. A physical trainer an-
alyzes your nutritional needs to build a
perfect diet. You analyze last quarter’s
profits to be sure your business is on track
to hit year-end goals. In each example, dif-
ferent forms of analytical information or
data are needed to build conclusions or
create strategies for next steps.

On the web, analytics are used to
evaluate a competitor, monitor a mar-
ket or industry or, more directly, to an-
alyze your own website, its visitors and
overall success at driving business. 

So why isn’t everyone paying attention
to this data? A study by Web Analytics
Demystified in 2007 found that 82 per-
cent of respondents said that web analyt-
ics was poorly understood in their
organization. Unfortunately, most of us
shy away from things we don’t under-
stand, or we put it on the backburner as-
suming we’ll get around to it someday.
Yet, working without this business intel-
ligence is like driving at night with no
headlights. Yes, you might make it to your
destination, but the odds are against you.

TIME TO TAKE ACTION
At the very least, get an analytics pack-

age installed on your site today.  Even if
you don’t hire an expert for a few months,
with a tool installed you’ll still be able to
capture vital data for later analysis. 

Your web hosting company may tell
you they have analytics installed for
you—but be careful. These host-of-

fered tools are often useless, offering
nothing more than vague, global data,
without the ability to drill further to get
the important information you need.

There are plenty of free analytics
tools available, but be choosy. Just be-
cause it’s free doesn’t mean you should
jump on it—many of these are just not
worth the time it takes to install. I also
recommend installing several tools at
once to get different perspectives and to
verify data integrity.

Analytics tools are available in a vari-
ety of designs. Some are highly data
driven with charts and graphs. Others
are visual, where data is represented in a
graphical format.   

I recommend starting with Google
Analytics. This is by far the most com-
prehensive free tool available. You can
find out more, or sign up for a free ac-
count at www.google.com/analytics.  

Once you have Google Analytics in-
stalled, check out Crazy Egg
(www.crazyegg.com). This tool offers a
visual representation of usability on
your website, showing which pages are
most popular, entry pages, path analy-
sis, form use, best converting page
(sales) and more. Each of these items
can be found in a data-style analytics
package as well, but Crazy Egg trans-
forms the data into a visual representa-
tion for those not fond of charts and
spreadsheets. It is free for a basic
account, plus several low cost plans
are available if you have a larger
website or need additional data.

Click Tale (www.clicktale.com)
is another interesting tool. Also free
to start, Click Tale is an in-page an-
alytic tool. Click Tale tracks the ac-
tions of a visitor within a page, and
then plays these actions back to

you in the form of a video. Think of it like
watching the playback of someone using
your website while you’re looking over
their shoulder.   

Imagine the possibilities when you can
see all of the above together.  

WHAT ARE THE BIG GUYS USING?
If you want to emulate what enter-

prise companies are using, you may be
interested in tools like Webtrends
(www.webtrends.com) or ClickTracks
(www.clicktracks.com).   

I don’t recommend these enterprise
tools for most companies. Yes, there are
benefits to them when you have a large
website or when you employ a web ana-
lytics specialist.  But for most of us, they
offer an extensive array of data—too
much data—which is useless to market-
ing departments and business managers.  

If you are a large company, and you
don’t mind spending more for some
extra benefits, take some time to look at
Unica (http://netinsight.unica.com).
Not only is this tool flexible and ex-
pandable in many ways, it also ties in
with your CRM, like SalesLogix or Sales-
Force. Through cookies and IP tracking,
Unica connects your website visitors to
your CRM database, thereby reporting
who (if they’re in your database) came
to your site, what they looked at, how
long they visited and much more. ■

Website Toolbox
Starting With Web Analytics 

b y  S c o t t  O r t h

S c o t t  O r t h is the director
of Internet marketing services
at GTS in Portland, Ore. He
can be reached at
scotto@gtsservices.com. Mr.
Orth’s opinions are solely his

own and not necessarily those of this
magazine.
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Decorative glass        Decorative glass 

       

Goldray Industries offers you ultimate design 

flexibility in building:

�walls

�floors

�ceilings

�furniture

�other interior and exterior surfaces

Now available:

�magnetic marker boards

Versatility.   Beauty.   Strength.Versatility.   Beauty.   Strength.

Be sure to visit us in Booth 3125 to see what’s new in decorative glass!

http://www.GoldrayIndustries.com


Make your window and curtain wall systems – and your buildings – rise above the ordinary. With Technoform’s TGI® warm
edge IG spacers and Bautec structural insulating struts for aluminum frames, it’s possible. You see for over 30 years, we’ve
been helping architects, designers and fabricators create some of the most striking, high-performing window and curtain wall
systems in the world. Our spacers and struts deliver unsurpassed design capabilities, energy efficiency, durability and structural
strength. And our people bring you unrivaled expertise. Which means when you work with Technoform, you can take your
designs to a whole new level.

©2008 Technoform



Let us show you how
Technoform can make a
difference in your design
and your business.
Schedule a free
consultation by calling
330-487-6600.

Three decades of research. Three decades

of innovation. Three decades of making

commercial and residential fenestration

systems stronger, more durable and more

energy efficient. That’s what Technoform

will bring to your next project. Our TGI®

warm edge IG spacers and Bautec structural

insulating struts for aluminum frames give

you the design capabilities, energy efficiency,

durability and structural strength you demand.

With Technoform, architects and fabricators

can make their architectural vision an

incredible reality.

A commitment to architects.
At Technoform, we’re committed to helping
you do more with your window and curtain
wall systems. With our TGI warm edge IG
spacers and Bautec structural insulating
struts you can achieve unsurpassed energy
efficiency and bold aesthetics. Daring
design and uncompromised structural
integrity. LEED points and leading edge
architecture. Our products offer a host
of benefits, including exceptionally high
sightline temperatures and low U-factors
as well as superior condensation resistance.
And with multiple color options, you can
be sure the look you envisioned – and the
performance you demand – will never be
compromised.

A commitment to fabricators.
A commitment to help you create window
and curtain wall systems that meet changing
architectural demands. A commitment to
help you stay ahead of the competition.
A commitment to help you address market
needs quickly, intelligently and profitably.
More and more, architects are calling for
better and better performance. And the
movement toward polyamide thermal break
struts and warm edge IG spacers is growing
dramatically. We can help you meet this
opportunity with the kind of technical and
marketing support only Technoform can offer.
So that you can move forward with the
products, the capabilities, and the confidence
to thrive in today’s global marketplace.

www.technoform.us | 330-487-6600

Visit us at GlassBuild America, booth 1026

TGI® SPACERS AND BAUTEC STRUTS. A REFLECTION
OF TECHNOFORM’S 30-YEAR COMMITMENT TO
PERFORMANCE AND DESIGN.

http://www.technoform.us


GANAPerspectives

F ifty years ago, the glass and glaz-
ing industry was about to un-
dergo a massive technological

revolution that no one could have ex-
pected. It was 1958, and Sir Alistair
Pilkington was one year away from suc-
cessfully inventing the float glass
process, which is the basis for nearly all
architectural glazing systems and prod-
ucts, and the industry, today. That year
also marked the printing of the first
edition of the industry resource still
known today as the 
Glazing Manual. Pro-
duced by the Flat Glass
Jobbers Association, the
document covered the es-
sentials of the glass
and glazing industry of
the day, much of which
has changed significantly
since the development of
the float glass process.

During the 50 years
since the first publishing
of the Glazing Manual,
several technologies that
are commonplace now
were perfected and im-
plemented into modern
construction. Those technologies in-
clude advanced tempering methods,
laminated glazing applications, coat-
ings design and properties, incredible
advancements in thermal protection
through insulating glazing units, spacer
technologies and more. Decorative
glazing applications have increased in
the past decade, and new energy tech-
nologies such as photovoltaic electric-
ity generation and more have started to
expand our expectations of the glazing
industry itself. Additionally, fire-resis-
tant glazing has expanded into new

areas, providing more protection in
many ways.

The last Glazing Manual from the
Glass Association of North America

(GANA) was published in
2004, and in the four years
since, new technology has
entered the mainstream
in the glass and glazing
industry, new standards
have been developed and
building codes have
evolved. Those changes
prompted revision to the
manual, which is clear in
the final product. Many
have called the GANA
Glazing Manual the “bible”
of the industry, and as
such, great care and time
was taken to make sure the
information within is as

up-to-date as possible.
“GANA members and staff continu-

ally track product technology, codes
and standards with the Glazing Manual
in mind,” explains Greg Carney,
GANA technical director.  “The
moment a new manual is pub-
lished, we begin the update
process for the next edition as we
strive to maintain this important
industry resource.”

The Glazing Manual has been a
valuable resource to the industry
but also the architectural commu-

nity. “In my opinion, the product infor-
mation and glazing guidelines in the
manual have made it the most fre-
quently referenced resource on glass in
architectural resources and construc-
tion specifications” adds Carney. “The
Glazing Manual has been a valuable re-
source for me since I started in the in-
dustry and received my first copy of the
1980 editions.”

As you can tell, we are excited about
the new 50th Anniversary Edition of the
GANA Glazing Manual. In our industry,
it is a definite “must have,” and I know
several firms and companies that keep
multiple copies in their offices so their
project managers, fabricators and de-
signers have access to this information
when they need it (which is frequently
on a daily basis). GANA appreciates the
member expertise and contributions
that help maintain the value of the
GANA Glazing Manual.

To order your copy of the GANA
Glazing Manual, please visit our web-
site at www.glasswebsite.com.    ■

An Accomplishment for the Industry
GANA’s Glazing Manual Turns 50 

b y  B r i a n  P i t m a n

B r i a n  P i t m a n is the
director of marketing and
communications for the Glass
Association of North America.
Mr. Pitman’s opinions are
solely his own and not

necessarily those of this magazine.
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During the 50 years since the first publishing of
the Glazing Manual, several technologies that

are commonplace now were perfected and
implemented into modern construction. 

The Glazing Manual has
undergone numerous
updates in the last 50
years.

http://www.glasswebsite.com
http://www.usglassmag.com


Ready, Set, Go!
Discover the new fast track in hurricane glazing.
Most installers of commercial 
glazing in hurricane zones bring a 
lot more than just experience to  
the job.

They also bring structural adhesives, 
caulking guns, spacers and wedges, 
masking tape, smoothing tools, 
solvents and wipes. They bring 
patience with the weather, and skills 
to avoid messy glops, air gaps or 
fingerprints in the seal area.

For hurricane-related commercial 
glazing, wet-applied sealants were 
once the only trusted method.

But now, thanks to stiff, strong 
DuPont™ SentryGlas® safety 
interlayers, a faster breed of glaziers 
is doing some of that same work in 
dry glazing.

Dry-glazed systems use simple 
gaskets and low-deflection glass 
to create seals that hold their grip 
and install in a fraction of the time. 
Workers get more done, with less 
fuss and fewer unknowns. The 
resulting glass has a clean, crisp 
look that’s easy to maintain. 

For design pressures up to 90 psf, 
dry-glazed systems using  
DuPont™ SentryGlas® are fast, 
reliable and readily available from 
leading frame suppliers.

Fewer materials, less labor, less 
waste. And more confidence the job 
was done right.

Is it time to rethink the way you 
install impact-resistant glazing?

Visit sentryglas.com to learn more.

DuPont™  
SentryGlas®

structural interlayers

Copyright © 2008 DuPont. The DuPont Oval Logo, DuPont™, The miracles of science™ and SentryGlas® are trademarks  
or registered trademarks of E.I. du Pont de Nemours and Company or its affiliates. All rights reserved.

http://sentryglas.com
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GuestBook

There are a number of situations
where door repair, glass replace-
ment and door relocation may

place the glazier in a position of liabil-
ity when an injury accident occurs.

Whenever a door is repaired, such
as by replacing hinges, pivots, rollers
or closers that require the removal
and replacement of the door, the door
must be safety glazed. This means
that if an older door is not safety
glazed, you must bring the door up to
code with safety glazing. Insurance
company settlements and court deci-
sions hold that you have made an in-
stallation when you remove and
replace a door for any reason.

For example, when removing and re-
placing a patio door for replacement of
the wheels, it is incidental whether the
bottom rail is removed or not. Caution
should be exercised when making adjust-
ments to a non-safety glazed door. In a
subsequent injury claim sustained from
such a door, the trail would lead to you as
the technician who last worked on the
door. While the code does not require you
to change the glazing, the courts may take
a different view.

Commercial door adjustments and
repairs should never be undertaken on
a door with non-safety glass, unless you
plan to safety glaze. 

Another question often asked is:  “Do I
have to replace both lites of annealed
glass in a sliding door when only one is
broken?” There have been situations
where the glazier was sued for injuries
sustained when an individual fell into the
adjacent lite that he never touched or
contracted to replace. In the real world it
is now the norm “that somebody else
must be responsible for my own negli-
gence.” In addition, nobody wants to pay

for what appears to him or her as a per-
fectly good piece of unbroken glass. So
what do you do? 

Here is a suggestion I have made to
glaziers for more than 35 years. This is not
guaranteed to save you harm, but will go
a long way in reducing your liability. Re-
place broken lite with safety glass: draw a
diagram of the entire door on the invoice
(not the work order or separate piece of
paper), mark an x on the lite replaced, and
write this statement below the diagram:
Safety glass was replaced in the marked
pane (x) as viewed from the outside. 

The importance of drawing on the
invoice is that this is the document the
customer signs will always be an insep-
arable part of the proof of sale. Making
the statement under the drawing will
preclude some unscrupulous individ-
ual from reversing and thus implicat-
ing you with a location of replacement
with which you had nothing to do.

Adding Film 
An additional protection is now of-

fered to protect persons against injury
from the non-safety glazing. Protective
film applies similar protection to lami-
nated glass, it will break upon impact,
but remains adhered to the film.

The broken lite must be re-
placed with safety glass. The film
does not substitute safety glazing,
but offers reasonable protection
against impact for multi-lite
doors and windows in hazardous
locations.

At this time the building codes

do not recognize the use of film in lieu
of safety glazing since it’s not a perma-
nent safety glazing product. 

“Bugging” Multi-lite 
Doors & Windows

The 2006 International Building
Code has new provisions for perma-
nently identifying multi-lite glazing:

2406.2.1 Multi-lite assemblies.
Multi-lite glazed assemblies hav-
ing individual lites not exceeding 1
square foot (0.09 square meters) in
exposed area shall have at least one
lite in the assembly marked as in-
dicated in Section 2406.2. Other
lites in the assembly shall be
marked “CPSC 16 CFR 1201.”
This means that one lite in the as-
sembly shall be “bugged” with: 

• the manufacturer or installer name;
• the type of safety glass; and 
• CPSC 16 CFR 1201 Cat I or II.

Only the temperer may bug its glass.
The installer shall bug laminated glass
when the manufacturer’s bug has been
cut off. There are only two types of tested
safety glass: tempered and laminated. All
other lites shall be bugged with only
CPSC 16 CFR 1201 Cat I or II.  ■

Stay Safe In Doors 
Preventing Liability Arising from Door Repairs

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

D o n n  H a r t e r is the
director of technical services
for the Americas Glass
Association. Mr. Harter’s
opinions are solely his own
and not necessarily those of

this magazine.
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Commercial door adjustments and repairs
should never be undertaken on a door with 

non-safety glass, unless you plan to safety glaze.
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When the pressure is on and there's no time towastewaiting for delivery,depend on

Mayflower to act immediately! We stock Floor Closers including the BTS 75V and the

BTS 80; Overhead Closers including the RTS 88; Surface Closers including the 7400, 8600

and 8900 series and Exit Devices including the 9100 and 9300. For further information

plus your copy of our extensive catalog, call 1-800-221-2052.(inNYC718-622-8785).

MAYFLOWER SALES CO INC, 614 BERGEN ST, BROOKLYN NY 11238 FAX: 718-789-8346 E-MAIL: PILGRIM @MFSALES.COM

FREE TECHNICAL SUPPORT.
CALL, EMAIL, WRITE OR FAX
US AND WE'LL HELP!

tagT E C H N I C A L A D V I S O R Y G R O U P

M AY F L O W E R

www.mfsales.com

mailto:PILGRIM@MFSALES.COM
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CompanyNews

Ohio Gratings Expands into 
Architectural Metals Market

Ohio Gratings Inc. in Canton, Ohio,
has added a new division to its
company—OGi Architectural

Metal Solutions. This new division has
been created to expand into the architec-
tural metals market providing aluminum,
carbon and stainless steel products for
projects requiring architectural applica-
tions such as sunshades, grilles, fencing,
handrail infill, building facades, louvers
and ADA walking surfaces. 

“The new division was tied into the
Florida joint venture with American
Metalco,” explains Carl Griffin, director
of marketing. 

In May, Ohio Gratings Inc. had 

announced a joint venture with
American Metalco in Longwood,
Fla. (see July 2008 USGlass, 
page 26).

Griffin adds, “While they oper-
ate within the state of Florida, our
new division will focus on hot
spots within the United States,
looking at opportunities in
Chicago and New York City as well
as the Southwest. Louvers, grilles
and sunscreen are more prevalent
in the sunnier, hotter climates in
the Southeast and Southwest.” 
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Ohio Gratings expects that its new division
will allow it to expand its architectural
product offerings into new markets around
the country.

www.bohle-america.com

· Glass cutters 
· Glass breaking tools 
· Accessories 
· Consumables

Bohle America, Inc. · 13850 Ballantyne Corporate Place · Suite 500 · Charlotte, NC 28277 · T  +1 704  887 3457 · F  +1 704 887 5201

· Adhesives    
· Metal hardware 
· UV lamps    
· Fixation devices   
· Cleaning materials   

· PCD cutting wheels
· Carbide cutting wheels
· Carbide axles
· Wheel holders
· Complete solutions

Industrial Glass CuttingManual Glass Cutting UV Bonding

Stop by and see us at

in Las Vegas from October 6. – 8.

You’ll find us at stand 920.

For 85 years it has been our passion to develop and produce the finest tools and accessories for glaziers
and the glass industry worldwide. We are excited not only to serve you with our German quality products,
but now also to support you with our new US branch, Bohle America. Let us know what we can do for you.

Welcome
to Bohle America

http://www.bohle-america.com
http://www.usglassmag.com


P E O P L E  A R E  T A L K I N G

“When you start with a clean slate,you need
partners you can rely on. That’s why we
chose Oldcastle Glass®   Naturalite® skylights.”

—Robert Frasca, FAIA, Design Partner—Zimmer Gunsul Frasca Architects, LLP

Portland International Airport by Zimmer Gunsul Frasca Architects—
Custom-engineered Skylight by Oldcastle Glass® Naturalite®

“As part of Portland International Airport’s expansion, we designed one of the largest

canopy skylights in North America. The 120,000-square-foot glass canopy covers

the entire road arrival system, creating a striking entrance for visitors to Portland,

Oregon,” stated Robert Frasca, architect and design partner with Zimmer Gunsul

Frasca Architects, LLP. “When you are selecting the manufacturer of a product that 

visually defines a project, you choose very carefully. Oldcastle Glass® Naturalite®

worked with our team to develop a customized solution that met both our aesthetic

and performance needs.” Call 1-866-653-2278 or visit us at oldcastleglass.com.

http://oldcastleglass.com


CompanyNews
continued

Since adding this division the company
has hired one individual with experience
in the architectural field, and are making
plans to hire additional help. In the mean-
time, the company is expecting its new
division to benefit from its relationship
with its joint venture partner. 

“We’ll learn from American Metalco as
they have more experience in this market.
Their services include design and struc-
tural engineering support for their prod-
ucts, which also are more diverse than our
product offering at this point. Our manu-
facturing facilities in Canton will come up

to speed and produce some of the prod-
ucts they currently are buying from other
sources. They also have experience in-
stalling their products, something we cur-
rently stay away from,” Griffin says. 

“All and all, it’s a win-win for Ohio
Gratings and our architectural division
and partner.” 

PAVEing the Way for 
Veterans to Own Businesses

Glass Doctor, a part of The Dwyer
Group Inc. in Waco, Texas, has initiated
a program to assist veterans in building
their own businesses. 

The Program for Assisting Veteran
Entrepreneurship (PAVE) offers veter-
ans and their families an opportunity
to put the practical management skills
they developed in the military to use in
civilian life. PAVE is open to all veterans
who have been honorably discharged
by a DD214 or similar documentation.
The program offers veterans a variety
of benefits. 
❙❙➤ www.glassdoctor.com

Edgetech I.G. Unveils 
SustainaView™ Campaign

Responding to a
growing need for
sustainable prod-
ucts, Edgetech I.G.
in Cambridge, Ohio,
has launched the
SustainaView™
Window Technol-
ogy marketing
campaign that is
designed to educate
building owners on the environmental
benefits of Super Spacer®.

The SustainaView campaign in-
cludes product literature, a DVD,
posters and window labels, and is
soon to be followed by a customized
web page. Among the product litera-
ture is a full-color brochure that dis-
cusses how windows made with
SustainaView technology help home-
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Choose the legacy, install with confidence.

Louisville, Kentucky
800 431 6151 ★  502 893 3668

www.mirro-mastic.com

★  ★  

D I S T R I B U T E D B Y C.R. Laurence Co., Inc.   A N D Sommer & Maca Industries, Inc.

M I R R O - M A S T I C A N D Q W I K S E T

The original.

S I N C E

Lawrence B. Palmer-Ball

1 339
PALMER PRODUCTS

F O U N D E R

VISIT US AT GLASSBUILD AMERICA, BOOTH # 2432

http://www.glassdoctor.com
http://www.mirro-mastic.com
http://www.usglassmag.com


1601 Blount Rd. 
Pompano Beach, FL 33069

954-975-3233 Fax 954-975-3225
www.Glasslam.com

In Flexible Warm Edge Spacers

Now You Have
ChoiceAReelReel

tape spacer that provides superior warm-edge 

Why pay a premium?

VISIT US AT GLASSBUILD AMERICA,
BOOTH #226

http://www.Glasslam.com


CompanyNews
continued

owners cut energy costs while stand-
ing the test of time.

All SustainaView literature is pro-
duced using waterless printing on Forest
Stewardship Council-certified paper, as
waterless printing has the ability to pro-
duce high-quality prints in a sustainable
and environmentally friendly way. 
❙❙➤ www.sustainaview.com

web watch 
Kaba-Ilco Site 
Has New Look

Kaba-Ilco Corp. has unveiled a new
user-friendly design for its corporate
website, www.kaba-ilco.com. Its home-
page is the gateway to Ilco Key Systems,
Kaba Access Control and Ilco Lodging
Systems. 

The company says the revamped web-
site is more intuitive than it was before
and has been reorganized for quick and
easy navigation. The site includes
straightforward menu tabs, interactive
tools and downloadable files, as well as a
myriad of service and support informa-
tion. One of the new features on the site
is a “Literature and Support” grid that is
organized by product category to make
finding specific product documents ef-
ficient. The site is updated regularly with
schedules for training seminars, travel-
ing exhibits and trade shows. 
❙❙➤ www.kaba-ilco.com

Fletcher-Terry 
Redesigns Its Website

With its re-
designed, more
user-friendly
w e b s i t e ,
Fletcher-Terry
in Farmington,
Conn., aims to
enhance its
customers’ experience. Users will al-
ways remain on the homepage, where a
single click will link the visitor to com-
plete product information, aided with
an extended side navigation menu.

The site also offers product cross-
over linking to assist customers with
product choices based on which sub-
strate they are cutting. Distributors also
have a home link to their own portal
site where they can download product
images and brochures at the click of a
button.
❙❙➤ www.fletcher-terry.com

Flower City Glass 
Blossoms on the Web

Flower City Glass in Rochester, N.Y.,
has launched an all-new website at
www.FlowerCityGlass.com. The site
features a simple “request a free quote”
option for visitors seeking specific
quotes from the company’s full-service
commercial and residential glass de-
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3

End 
of wet
glazing
wait &
waste

3M™ VHB™ Structural Glazing Tape – dry, neat, and
proven since 1990 in thousands of buildings worldwide as
the productive replacement to conventional wet glazing
in curtainwalls.

Immediate handling strength means an immediate
increase in productivity, eliminating the wait, cure, work,
and waste of structural silicone and spacer tape. 

And for confidence, you have the reliability expected 
of 3M and an application warranty for approved projects.
Please call 651-736-6076 to discuss your project. 
For general information, visit:

www.3M.com/vhb/structuralglazing

VISIT US AT GLASSBUILD AMERICA, BOOTH #2113
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CompanyNews
continued

partments, and also has a complete
“Employment Opportunities” section. 

In addition to the user-friendly nav-
igation, the site houses detailed image
galleries highlighting the company’s
work throughout the Rochester, Syra-
cuse and Buffalo, N.Y., regions. 
❙❙➤ www.flowercityglass.com

kudos
Glass Companies 
Make the Ranks on 
2008 Inc. 5000 List

A number of glass-industry related
companies were ranked on Inc.com’s
2008 listing of the 5,000 fastest-growing
private companies in the United States. 

Some glass industry companies on
this year’s list include the following:
• American Defense Systems Inc. (ADSI)

in Hicksville, N.Y. – number 6966;
• Arrow Glass & Mirror in Austin,

Texas—number 1,151;
• Nana Wall Systems in Mill Valley,

Calif.—number 1,482;
• M3 Glass Technology in Irving,

Texas—number 2,126;
• Coastal Glass Distributors in

Charleston, S.C.—number 4,439; and 
• Edgetech I.G. in Cambridge,

Ohio—number 4,477.
The Inc. 5000 list measures revenue

growth from 2004 to 2007. In order to
qualify companies must be based in the
United States, privately held and inde-
pendent. They must have had at least
$200,000 in revenue in 2004 and $2
million in 2007.

associations
GANA Issues 
New Laminating 
Specification 
and Presentation 

The Glass Association of North
America (GANA) has released a new
specification from its Laminating Divi-
sion. The Standard Specification for Ball
Drop Impact Resistance of Laminated
Architectural Flat Glazing is a compan-
ion piece for the Division’s ball drop test
method, which was released in 2006.
The purpose of the specification is to be
used as an in-plant quality control test
for laminated glass.

GANA also has had a new presenta-
tion accredited by the American Insti-
tute of Architects (AIA) with one
learning unit toward continuing educa-
tion in the architectural field. “Coated
Glass” looks at the history and technol-
ogy behind glass coatings, as well as 
applications and enhancements, specif-
ically in the realm of energy efficiency.
It examines various technologies and
applications, as well as cost savings to
buildings that utilize coated glazing in
the structure.
❙❙➤ www.glasswebsite.com ■
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119 Salisbury Road, Sheffield, MA 01257   
Call: 1-877-413-7957   www.sheffieldplastics.com

With a 15-year performance warranty 
against breakage, delamination and yellowing, 

new MAKROLON® 15 Polycarbonate Sheet is 
your best choice for long-term glazing durability. 

Abrasion-resistant MAKROLON® 15 provides 
outstanding performance against long-term UV attack 
and weathering—all with superior clarity versus 
comparable brands.

Clearly the right choice.

NOW THERE’S A GLASS REPLACEMENT ALTERNATIVE 
THAT STANDS THE TEST OF TIME.

NEW
15-Year
Warranty
PC SHEET
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T he scrap metal business is
booming, and as a result a num-
ber of construction sites have

fallen victim to aluminum theft. On
September 18 the London Metals Ex-
change reported the cost of aluminum
to be more than $2400 USD/ton. With
these high prices, some contract
glaziers have been had to find ways to
ward off thieves from stealing alu-
minum products available on jobsites.

Roger Grant Jr., president of Atas-
cadero Glass in Atascadero, Calif., says
he has seen metal theft as an issue for
his company, as well as others.

“Our only loss has been in the last
month, where some brake metal was
taken from a jobsite,” he says. He adds,
“When I worked in Sacramento as a
glazier, we did have a significant prob-
lem with this. I have a brother-in-law
who runs a very large electrical con-
tracting business in Sacramento, 
and he has experienced everything from
minor theft to the use of bulldozers to
drag off Seatrain/Connex containers.”

John Shum, vice president of 
operations at Sierra Glass & Mirror 
in Las Vegas, has seen aluminum theft
on jobsites.

“Here in Las Vegas most of our job-
sites are casinos and the owners pro-
vide very good security, so we don’t see
much theft on those,” says Shum. “But
when we do jobs on other sites, we can’t
leave any valuables on the site; alu-
minum disappears.”

Some jobsites are more susceptible
than others, according to Catherine
Best with Benson Industries in Port-
land, Ore. “With stick-built there are a
lot of loose parts and pieces on the site,
but with unitized most everything is 

ContractGlazing

Glazing Contractors Discuss Keeping
Jobsites Safe from Metal Theft
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ContractGlazing
continued

already assembled in the shop so there
aren’t as many pieces lying around,” 
she says. 

But contract glaziers still follow
measures in order to protect their job-
sites and their materials.

Andrew Gum, president of Thomas

Glass Co. in Columbus, Ohio, says there
are two steps his company takes to
combat theft.

“We deliver our frames daily and in-
stall them that day and we utilize 
storage trailers and cans onsite that are
lockable,” says Gum. He adds, “We man-

date that all of our aluminum frames
and panels are not to be left loose under
any circumstance.”

“The way we combat theft, is to not
leave frames on the job unglazed,”
agrees Grant. “If we deliver metal, we in-
stall the frames and glaze them as soon
as possible. This also frees up the site for
the general contractor and minimizes
damage to material. It does result in an
increased logistical burden, but we
think the gains are worth the cost.”

Cherokee’s New 
Facility Offers More 
Space and a “Pretty Face”

Cherokee Glass, a glazing contractor
and fabricator serving Western Pennsyl-
vania and Northeast Ohio, is still settling
into its new facility in Ravenna, Ohio, but
already has plans for further changes. 

Bert Lee, president, explains that the
company is working to remodel an
older building, previously used as a
transfer terminal for the trucking in-
dustry, and the new headquarters will
in short order serve as a showcase of
the company’s products and services. 

“The building just does not show
very well, but when we’re done it’s going
to be a four-sided glass and composite
building,” Lee says.

The additions will use only the prod-
ucts offered by Cherokee Glass.

In addition to providing an aesthetic
façade, the new facility more than dou-
bles the amount of space available to
the company.
❙❙➤ www.cherokeeglass.net ■
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This former transfer terminal for the
trucking industry is about to be
revamped as the new showcase home
of Cherokee Glass.
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Introducing Matelux, a translucent glass with a satin finish. It filters light softly, smoothes out contours and produces 
silhouettes in a variety of both interior and exterior applications. Matelux, an acid etched glass, offers numerous different
color choices, a variety of thicknesses from 3mm to 19mm, is available double sided, and can be fabricated to specifically
meet your needs. The product is even available with a range of Stopsol® reflective coatings on one side and the Matelux
satin finish on the other. So, whether you are designing shelving, partitions, doors, showers, lighting, furniture or looking
to enhance the building façade, only Matelux provides uniformity, simplicity and purity in a true art form.

Call us today for more information at (800) 251-0441. Or, visit us online at www.na.agc-flatglass.com/matelux.

Matelux: When Elegance is Everything!

Matelux®—Soft Light At Its Finest

©2008 AGC. All rights reserved.
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GlobalUpdate

Viridian Expands Dandenong 
Glass Manufacturing Plant

Australia-based Viridian is in the
process of a multi-million dollar
upgrade of its glass manufac-

turing plant in Dandenong, Victoria. The

upgrade includes a relining of the fur-
nace and the installation of a CVD coater. 

Steve Choat, general manager of
manufacturing, says two years of plan-

ning has ensured that appropriate re-
serves of the company’s range of exist-
ing glass products will be available
during the 17-week plant upgrade. 

“Viridian customers can be confident
that our products will continue to be
available during the period that the
Dandenong plant will be off-line,” says
Choat. “We have undertaken detailed
logistics planning to meet anticipated
market demand, such as increasing our
product inventory substantially, intro-
ducing additional warehousing space,
and increasing the capacity loading of
our Sydney floatline.” 

When the new plant is commissioned
later this year, it will provide the indus-
try with glass products that will de-
velop the function, performance and
aesthetics of glazing within the overall
design of the building fabric. 

“The new plant will have the capabil-
ity of producing hard coat low-E prod-
ucts, allowing for special performance
coatings to bond to the surface of the
glass,” Choat says. “There is a wide range
of coatings we can apply for different ap-
plications, but all are very tough and
durable and being locally made we can
provide prompt delivery.” 
❙❙➤ www.viridianglass.com

russia
Guardian Begins 
Glass Production 
at New Russian Plant

Float glass production is underway at
Guardian Industries’ newest facility in
Ryazan, Russia. The Ryazan plant will
produce 750 tons per day for commer-
cial and residential construction. 

The plant also includes a coating ma-
chine that enables the manufacture of

continued on page 34

australia

china
Southwall Technologies Signs 
Distributor in China for XIR® Glass Products

Southwall Technologies Inc. in Palo Alto, Calif., a manufacturer of films and glass
products, has selected Kaisheng Building Materials (KBM) in Shenzhen, China, to
supply its XIR films to domestic Chinese glass manufacturers. The relationship,
effective immediately, is the result of ongoing discussions between Southwall and
the Chinese state and municipal authorities toward providing energy-efficient glass
to China’s rapidly growing commercial building market. 

“With KBM now part of Southwall’s world-wide distribution team, we are well
positioned to respond to China’s growing demand for energy-efficient glass prod-
ucts to reduce energy consumption and carbon emissions in buildings,” says Den-
nis Capovilla, Southwall’s chief executive officer. “Southwall’s advanced XIR film
technology is an attractive solution for Chinese architects and developers who
have increasing interest in the benefits of green commercial building.” 
❙❙➤ www.southwall.com

H.B. Fuller Builds Adhesive Facility in China 
H.B. Fuller Co. in St. Paul, Minn., has announced that it will invest further in the

Asia Pacific region by building a new hot melt moisture cure (HMMC) and poly-
isobutylene (PIB) manufacturing facility in China. Construction on the new facility
is expected to commence in early 2009 with production expected to begin in early
2010. The facility will produce specialty adhesives for applications that include in-
sulating glass.
❙❙➤ www.hbfuller.com

ADCO Global to Invest 
in New Sealant/Adhesive Facility in China

ADCO Global announced that its Kömmerling subsidiary has signed agreements
with the Nanjing High Technology Zone to build and operate a plant in Nanjing,
China, to manufacture sealants and adhesives for the construction and trans-
portation markets in China and Asia. Construction of Phase 1 of the new facility is
already underway and operation is expected to commence in early 2009.

The new facility will utilize raw materials produced in Asia and enable in-
creased penetration of rapidly expanding Asian markets while complementing
ADCO Global’s existing production units in U.S.A. and Germany.
❙❙➤ www.adcoglobal.com

http://www.southwall.com
http://www.hbfuller.com
http://www.viridianglass.com
http://www.adcoglobal.com
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GlobalUpdate
continued

a variety of high-performance coated glass products to serve
the region as well as international customers. 

“This was the right time for Guardian to move into this growing
region,” says Lajos Sapi, group vice president of Central and East-
ern Europe. “The decision to build in Ryazan fits with our global
strategy and our marketing considerations.”  
❙❙➤ www.guardian.com 

united kingdom
Paxton Access Expands to New Factory 

Paxton Access, the Brighton, U.K.-based manufacturer of the
Net2 access control system, has opened a new manufacturing unit
in Eastbourne to satisfy the increasing demand for its products. 

“The new factory has significantly increased our output ca-
pacity and freed up space for planned departmental expansions
at our Brighton head office,” says Adam Stroud, sales and mar-
keting director. “We will better our already impressive per-
formance of bringing innovative new products to market. It also
means that our support team now has the space to grow with
our expanding customer base.”
❙❙➤ www.paxton.co.uk    ■
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AGA, GANA Look to Collaborate 
on Fire Safety Issues in the Future

Donn Harter, director of technical services for the
Americas Glass Association (AGA), reports that the
association’s board meeting saw opportunities for

forging alliances with two different groups. 
On July 29, members of AGA’s Fire and Safety Glazing

Council (FSGC) steering committee met at the Orange
County, Calif., Airport Hilton with Robert Neale, deputy su-
perintendent of the U. S. Fire Administration (USFA), a di-
vision of the Department of Homeland Security. The
purpose of this meeting was to promote dialogue between
the glazing industry and the USFA to develop on-going ed-
ucational programs on fire-rated glazing. 

During the meeting, Neale offered the following four
major goals:
• Educate architects and code officials to make knowl-

edgeable, consistent and confident decisions about glass
and ceramic products; 

• Improve relationships between fire and building officials
for applications and interpretations of the use of glass
and ceramic products; 

• Educate architects and code officials about the capabilities

and limitations of fire-rated glazing, intumescent and 
ceramic products; and 

• Keep code officials informed of new products and tech-
niques in the use of glass and ceramic products. 
Suggested means of implementation included coffee

break training sessions, online training, two-day courses
for building officials through the International Code Coun-
cil and the development of a brochure outlining a glossary
of terms, types of glass and standards that apply.

Harter described the FSGC’s development of one tool, the
“Matrix,” a listing of all of the manufactured fire-rated glaz-
ing products and their rated use for protection, radiant heat
resistance and safety glazing. This brochure is expected to
be available online in the near future.

Representatives of the glass association agreed that the
opportunity to work more closely with the USFA in forging
close working relationships between building officials, the
National Fire Protection Association, testing laboratories,
architects and fire officials with the glass and glazing in-
dustry was a priority.

The following day GANA executive vice president Bill
Yanek presented to the board an overview of current GANA
efforts. Additionally, Yanek discussed with the AGA board
areas where GANA and AGA should contemplate collabo-
rating. These areas include: 
• Joint advocacy efforts by GANA and AGA on fire-rated

glazing issues. Such efforts could include a close alliance
between GANA’s Fire Rated Glazing Council and the
FSGC; 

• Development of joint educational seminars; 
• A concerted effort to harmonize advocacy on building

and fire code amendments to the building code between
the Glazing Industry Code Committee and the AGA; 

• Developing a united advocacy effort on energy issues,
which could include producing a workable solution for
meeting the Department of Energy onsite glazing re-
quirements and joint efforts on issues being debated by
the National Fenestration Rating Council; 

• Establishing a realistic means of offering each association’s
publications through their respective bookstores; and 

• Offering GANA the opportunity to present an 
educational seminar at AGA’s Glass Showcase and 
potentially having AGA present its code seminar at a
GANA meeting. 
“Whether the issue involves building codes, industry 

ANSI Partners with ICC
to Deliver I-Codes® 

Electronically in Spanish

The International Code Council® (ICC) has partnered
with the American National Standards Institute
(ANSI) to distribute the recently released Spanish

versions of the 2006 International Codes® in electronic
format. These codes include the International Building,
Fire, Residential, Energy Conservation, Plumbing, Me-
chanical, Fuel Gas and Property Maintenance Codes. The
popularity of the International Codes globally has provided
the impetus for the ICC to pursue development of these
codes in multiple languages. In addition to interest out-
side the U.S., ICC has also experienced an increase in de-
mand for the codes in Spanish from the Spanish-speaking
community within the United States. 
❙❙➤ www.webstore.ansi.org

Codes&Regulations
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SEE US AT
GLASSBUILD,
BOOTH #145

education or energy, AGA and GANA should forge a closer
working relationship,” Yanek told USGlass regarding the
discussion on the associations’ relationship. “Importantly,
AGA boasts a significant California membership. State level
efforts in California impact the rest of the country. With
GANA and AGA collaborating on advocacy efforts, both the
AGA and GANA will impact California and national issues
more effectively.”

The AGA board continued its meeting with a report on
the progress of the Matrix, membership evaluation, codes
and industry standards report, and plans for the May 15-
16, 2009, Americas Glass Showcase at South Point Casino &
Resort in Las Vegas.

The next AGA board meeting is scheduled for November
11, 2008, in San Diego.
❙❙➤ www.americasglassassn.org ■

http://www.americasglassassn.org
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BEMA Announces 2008 
Design Awards Winners

The Bath Enclosure Manufactur-
ers Association (BEMA) has
announced the winners of its

12th Annual Design Awards Competi-
tion. Travis Humphreys, with A&T
Glass & Window Corp. in Palm City,
Fla., and Bruce Downs of CB Showers
Inc. of San Carlos, Calif., received the
honors this year. 

Humphreys won in the glass
under 3⁄8-inch category. 

“This 5⁄16 clear glass shower enclo-
sure was custom cut ‘out of square’
to eliminate the need for U channel,”
Humphreys says of his winning

project. “We chose to use a header to
avoid using multiple clips, thus
achieving the ‘clean look’ the home-
owner desired. The seamless design
was enhanced with CRL satin nickel
hardware and water clear silicone.”

In the glass 3⁄8-inch and over cate-
gory, Downs is a repeat winner.

“The main requirement was the
ability to see the beautiful stonework,
and to have something unique and
different. We chose German antique
glass [a low-iron antique glass] to ac-
complish this. ”
❙❙➤ www.bathenclosures.org   ■
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Bruce Downs of CB Showers Inc. of San
Carlos, Calif., used a low-iron antique glass
to complement and reveal this shower’s
stonework. Downs’ project won in the glass
3�8-inch and over category.

ShowerDoorNews
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FinancialFlash

Bank Troubles Require Extra Vigilance
of Account Balances for FDIC Insurance

We’ve all heard the saying “Don’t bite off more than
you can chew,” but unfortunately, not everyone, in-
cluding banks, always listens. For example, when

a bank makes more loans than it can afford a failure of that in-
stitution is often the result. Considering the recent federal
takeover of Pasadena, Calif.-based IndyMac, which was taken
over by federal regulators on July 11 with total assets of $32.01
billion and total deposits of $19.06 billion as of March 31,
2008, many business owners are now wondering, “What if that
happens to my bank?” 

To best protect themselves in the event of a bank failure,
glass company owners need to first understand what’s pro-
tected through the Federal Deposit Insurance Corp.
(FDIC). For starters, corporations, partnerships and un-

incorporated associations, including for-profit and not-
for-profit organizations, are all insured under the same
ownership category.

“These accounts are insured only up to $100,000 at each
separately chartered insurance institute,” says Jim Deveney,
chief of the deposit insurance section with FDIC. Deveney
explains though, that if a company has multiple accounts—
an operating account, a payroll account, etc.—at one bank,
they are not separately insured. “These accounts are all added
together and insured for up to $100,000,” says Deveney. A
business can, however, have multiple accounts spread out
across different FDIC-insured banks (i.e., one at Wachovia,

40 USGlass, Metal & Glazing  |  October 2008 www.usglassmag.com
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one at Bank of America, etc.) and then
each account is insured individually for
up to $100,000. 

An exception for businesses comes
when the company places funds on be-
half of employee benefit accounts.

“Those are insured up to $100,000 per
the participant’s interest in the plan,” says
Deveney. 

But what if a company has more than
$100,000 in its banking account and that
institute fails? The FDIC only insures that
account up to $100,000; are the uninsured
funds gone for good? Not exactly, according
to Deveney.

“In the unlikely event of a bank failure,
if the account is in your name alone,
you’re entitled to a portion of the amount
over insured based on what we receive

FinancialFlash
continued
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SRP® has a great opportunity for people who want 
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system on the market today. Discover just how BIG

the potential can be for saving glass or by adding 
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Shapes/Arch Holdings Confirms
Chapter 11 Plan of Reorganization

Following its filing for reorganization under Chapter 11, Shapes/Arch Hold-
ings LLC in Pennsauken, N.J., and its businesses Aluminum Shapes LLC, De-
lair LLC, Ultra Hardware LLC and Accu-Weld LLC, a supplier of industrial and
building products, is now owned by H.I.G. Capital, a global private equity firm.
The affiliate of H.I.G. Capital has provided debtor-in possession financing to
and been the plan sponsor for the company since May.

H.I.G. Capital is the owner of Signature Aluminum, a provider of custom alu-
minum extrusions and alloyed aluminum billet. When combined with the com-
pany, Signature Aluminum will become the fourth largest extruder and remelter
in North America.

“Signature and H.I.G. understand the challenges facing our industry and the
tremendous opportunity it will create for well-positioned market leaders like us
when sector fundamentals rebound,” says Frank A. Papa, chairperson and chief
executive officer of Signature Aluminum. “We will rely on the company’s man-
agement team and hourly workforce and our ability to work with them to capital-
ize on our complementary capabilities to develop new markets and grow this
business.”
❙❙➤ www.higcapital.com

VISIT US AT GLASSBUILD AMERICA, BOOTH # 3250
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FinancialFlash
continued

from the sale of the assets,” Deveney says. 
So what can companies do to best protect their assets?

Deveney says it’s as simple as being aware of the $100,000
limit.

“You can also check your accounts with the Electronic
Deposit Insurance Estimator (EDIE),” he adds.

It’s also wise to check your balance in the account on a
regular basis. Funds for checks written but not cleared still
sit in the account. Your checking account balance may show
just a few thousand dollars, but if you have a large check
that hasn’t cleared, your bank will still show that money as
in your account. For a list of FDIC-insured banks, visit
www.fdic.gov.

Energy Costs Keep Vitro’s Second
Quarter Income Below Last Year’s Levels

Vitro S.A.B. de C.V. in Mexico saw its year over year
consolidated sales rise 14.5 percent during the second
quarter of 2008, but EBITDA declined 15.6 percent. The
consolidated EBITDA margin dropped to 11.7 percent
from 15.8 percent in the same period last year—follow-
ing a 45-percent increase in natural gas prices, the com-
pany reports.

The company recorded a consolidated net income of $5 mil-
lion USD during the quarter, compared to a net income of $10
million USD during the same period last year. The drop is at-
tributed to two factors: higher energy and raw materials costs
and higher income taxes. More specifically, the company says
this year’s lower EBIT of $42 million USD compared with $57
million USD in the second quarter 2007, mainly due to higher
energy and raw materials costs and transition of production of
its new cosmetics glass container plant. It also faced higher in-
come taxes of $13 million USD compared with $4 million USD
during the second quarter or 2007. These factors were partially
offset by a $16 million USD decrease in total financing result,
mainly derived from a higher appreciation of the Mexican peso
during the second quarter of this year. 

Yet consolidated net sales for the quarter increased 14.5
percent year over year to $725 million USD from $634 mil-
lion USD last year. 

“Demand rose in most segments of our business,” says
Enrique Osorio, chief financial officer. “On a comparable
basis, sales for the quarter reached an all-time high of
$725 million. Higher energy costs, however, impacted
EBITDA.”

According to Hugo Lara, president of flat glass, “Flat glass
sales rose 9 percent this quarter, also achieving a quarterly
record.” Lara goes on to report that “sales in our U.S. sub-
sidiary remained flat and have begun to show signs of re-
covery despite weak market conditions, as we focus on
larger value-added commercial projects.”
❙❙➤ www.vitro.com   ■
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Mainstreet’s Glas-Avenue™ – the industry’s 

only truly integrated sales, accounting and 

inventory control software – is going to make 

your flat glass business more efficient, more 

nimble and more profitable. 

Call 800-698-6246 or visit mainstreetcomp.com  

now and find out how to pump up your  

flat glass business. 
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PPG Resumes Operations in 
Wichita Falls Following Flood 

A fter flooding forced the tempo-
rary closure of PPG Industries’
glass manufacturing operation

in Wichita Falls, Texas, on August 19
(see September 2008 USGlass, page 18),
some operations have resumed.

Float glass line number one was fully
operating shortly after the storm, and
the tempering line was brought back
online at the beginning of September.
Efforts to restore production on float
glass line number two have taken addi-
tional time, with an expected return to
service by the end of this month.

Charles Hanley, director of production,
PPG Performance Glazings, praised
plant employees, who began restoration
efforts immediately. “Since the flooding,
our people have worked around the
clock to restore operations. The threat
uncontrolled water poses to a glass plant
is significant, and we’re pleased that
workers’ efforts to restore operations
have proceeded without injury.”

Texas Governor Rick Perry approved
disaster assistance for Wichita County
following the flooding. The plant’s base-
ment was flooded, affecting vital equip-

ment and electrical controls that man-
age vessels operating at temperatures
between 1,000 and 3,000 degrees
Fahrenheit. 
❙❙➤ www.ppg.com

Gordon Aluminum
Recovers from Facility Fire

Gordon Aluminum Industries Inc.
experienced a fire at its facility in
Schofield, Wis., on August 23. No one
was injured. 

Distribution&Production

continued on page 48
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United States � United Kingdom � France � Australia � New Zealand

� Simple and easy to use
� Web and stand alone formats
� Manufacturer and Dealer versions
� Accommodates all the complexities of frameless or framed

enclosures and associated hardware
� Unique Dealer Smart Client updates manufacturer product

and pricing changes automatically

1040 Bayview Drive • Suite 600
Fort Lauderdale, Florida 33304
t: (954) 568-3198
f: (954) 563-6116
www.softtechnz.com

“Soft Tech developed a great system for us and we are
very pleased with it.

Our internal sales and customer service team use the
system continuously and we are seeing significant reductions
in estimating time and improved accuracy on complex custom
bath enclosures. We have successfully deployed it to our
Dealers and they too are very happy with it.

Soft Tech have been good to work with, they have honored
all of their commitments to Alumax Bath Enclosures and are
providing great support.

We recommend them.”
– James Whitefield, General Manager
Alumax Bath Enclosures

Powerful Software for Shower
Enclosure Manufacturers
and Their Dealers

VISIT US AT GLASSBUILD AMERICA, BOOTH #3138
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A state investigator concluded that
the fire was caused by a lightning strike
on the facility. 

According to information from the
company, very little of the company’s
major equipment was affected, and all
three extrusion presses were un-

harmed. However, due to the nature of
the smoke and resulting sediment, dis-
aster restoration professionals were
brought onsite to clean the facility and
equipment and ensure that neither ma-
chines nor products were damaged fur-
ther by residual contaminants. 

In order to minimize service inter-
ruption to customers, the company’s
first priority has been to return to pro-
duction as quickly as possible, once safe
access to the facility has been granted.
Company representatives have been
contacting customers and suppliers to
explain the situation.
❙❙➤ www.gordonaluminum.com

Zeledyne Opens 
Rebuilt Float Furnace

Zeledyne celebrated the opening of
a completely rebuilt float furnace in
Tulsa, Okla., in June with a ribbon cut-
ting ceremony featuring Mayor Kathy
Taylor and Zeledyne board chairperson
Robert Price. The new furnace cost
about $30 million, and more than 200
laborers and trades people worked on
the job.

The line is expected to operate 12
years, 24 hours-a-day, 365 days-a-year,
producing a ribbon of glass almost
30,000 miles long. The production ca-
pacity is 600 tons of glass per day. It
can make five different colors plus re-
flective glass, and includes a new cut-
ting system.

“This is a great day for Zeledyne,”
said Price during the ribbon cutting.
“We are one step closer to realizing our
vision of Zeledyne as a worldwide com-
petitor in the glass business.”
❙❙➤ www.zeledyne.com

Glenny Glass Co. Expands
Fabrication Capabilities 

The Glenny Glass Co. in Cincinnati
has expanded its capabilities with a
new tempering furnace. 

According to owner Braxton Smith,
the decision to begin tempering was a
response to increasing demand for heat
strengthened, high performance glass
products. After considering several ma-
chinery options, Smith opted to buy a
high-convection furnace from
Cooltemper, the first such product that
the United Kingdom-based company
had installed in the United States. 
❙❙➤ www.glennygls.com   ■

Distribution&Production
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Conserving energy, while 

reducing greenhouse gases, is 

possible in commercial 

buildings when manufacturers 

of fenestration products use the 

Azon thermal barrier method for 

aluminum windows and 

Warm-Light® warm-edge spacer 

for insulating glass. 

Modern daylighting systems 

produced with both Azon 

structural thermal barrier 

technologies will yield a 

fenestration system capable of 

upholding the highest efficiency 

and sustainability standards.

1-800-788-5942 | www.azonintl.com

2

1

2

1

A Z O N  S A V E S  E N E R G Y

Universal No-Tape™ 304 
structural thermal barrier polymer

Universal No-Tape™ 304 
structural thermal barrier polymer

Contact us to learn about the 
role of Azon thermal barriers 
in energy conservation.

See us at booth 2320
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Safety

Glass Companies Talk About the 
Importance of a Safe Work Environment

Asafe work place is critical for any
manufacturing or production
environment, but especially so

when working with a material such as
glass that can itself cause injury and
even death. Even when glass companies
take all the necessary precautions and
follow strict safety procedures accidents
can and do sometimes happen.

Coastal Glass Distributors in
Charleston, S.C., for example, has a safety
manager who, along with a group of
other managers and front-line person-
nel, form the company’s safety council.

“Our focus is on making sure we have
a good understanding of the safety re-
quirements for each job and training
new employees to work safely,” says Jack
Hoey, president. “We have weekly safety
meetings with all our shop floor de-
partments to keep safe practices at the

front of our employees’ minds. We pre-
pare a written analysis of every safety
incident, no matter how seemingly
small, so we can identify opportunities
to improve safety further.”

Sharon Furnish, office manager for
Glenny Glass Co. in Milford, Ohio, also
says her company follows a number of
safety measures.

“We outfit all employees with safety
gear, including protective sleeves and
torso protection, aprons and chaps,
goggles, gloves and they all wear steel-
toed shoes,” says Furnish. She adds that
they have also installed overhead
cranes to transport the glass.

“This way employees do not have to
physically lift and move every piece of
glass,” Furnish adds.

So why is work-place safety so im-
portant for glass companies? One rea-

son is the fact that glass itself is a po-
tentially dangerous product.

“Safety products are the primary
things we produce; it would be incon-
sistent to concern ourselves with pro-
tecting customers but not employees,”
says Hoey. “Second, from a manufac-
turing point of view, a safety-conscious
environment can’t be separated from a
quality-conscious environment.”

According to Furnish, worker’s com-
pensation costs are also very high, an-
other reason plant safety is so important.

In order to keep everyone involved
and ensure the importance of safety
is carried throughout the company,
some say they’ve had success offering
incentives to employees. Furnish says
as part of her company’s safety pro-
gram sporadic safety walkthroughs
take place from time to time and if
employees are following all of the
safety procedures they are awarded
with a cash bonus.

For other companies, such as Coastal
Glass Distributors, reward programs
have not been very successful.

“I wonder if it’s because it creates a
sense that safety is optional—some-
thing over and above the job require-
ment that you get a bonus for, rather
than an essential component of every
job,” says Hoey. 

Guardian Industries, headquartered
in Auburn Hills, Mich., also follows a
number of measures to ensure the
safest possible work environment. Fol-
lowing all local and federal regulations,
is just the start.

“We expect employees to look out for
their own safety, the safety of their co-
workers and correct unsafe behaviors or
unsafe conditions as they are identified,”

Investigation Pending 
in Cardinal Employee's Death

Christopher Benson, 23, an employee at the Cardinal Coated Glass plant
in Tumwater, Wash., died on August 18 after falling against a glass lite
that severed his left carotid artery. 

News reports said Benson tripped around 2:30 a.m. and hit his neck against
a glass lite. It’s unclear, though, what caused Benson to fall. Paramedics said
he died at the scene.

The Washington State Department of Labor and Industries is currently in-
vestigating the accident.

“The Department of Labor and Industries has an investigation in progress to
make sure safety regulations were in place at Cardinal,” says Elaine Fischer,
a representative of the department. “Typically [with an investigation] involving
a fatality it will take two or three months and it could be longer,” she adds.

USGlass magazine’s calls to Cardinal’s Tumwater facility were not returned. 
Benson is survived by his 3-year old son, Andrew Joseph; brother, Jonnathan

Michael; mother, Jennifer Padgett; and grandmother, Loretta Shrank.
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Safety
continued

says Mike Marsala, Guardian loss con-
trol manager. Regular inspections are
also important to help maintain a safe
environment.

Maintaining a safe work environment is
just as important for contract glaziers, too.
MTH Industries in Chicago, for example,
conducts safety-training sessions on a
weekly basis. Pete Pontikis, the company’s
safety director, says this meeting provides
an opportunity to make sure employees
are aware of the importance of safety.

“We want employees to know they
should not work on something if it does-
n’t appear safe and they should let a su-
pervisor know,”  says Pontikis. He also
says all employees when hired go through
a safety orientation and drug screening.

He adds,“Our supervisors go through
[the Occupational Safety and Health
Administration] 10-hour or 30-hour
outreach training program.”   ■
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GlassBuild America, 

Uniglass Engineering Oy
Garvin Livingston Inc.

            AGlassBuild 

Uniglass Engineering Oy
vingston Inc.Garvin Li

 America, 

TEKNA USA CORP. 
905 Pingree Rd, Unit B, Crystal Lake, IL  60014 
T: 877.477.4840, 815.477.4840  |  F: 815.477.4870 
www.teknausa.com | info@teknausa.com 

At                    we see each MACHINE as a 
SOLUTION—an answer to your challenge. 

 
 Whether it’s time (speed), 
  whether it’s money (cost per item), 
   or whether it’s love (finished product), 
 

we’re here to make the best of YOUR business 

SAWS 

MACHINING 
CENTERS 

CORNER 
CRIMPERS 

COPY 
ROUTERS 

END 
MILLERS 

DOUBLE 
MITER SAWS 
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Historical Buildings should 

          remain just that.

Pilkington SPACIATM  Vacuum Glazing

SPACIATM, developed and manufactured by Nippon Sheet Glass in Japan, 
is the first sealed, vacuum insulating glass unit that provides twice the 
thermal insulation of a conventional IGU. The 0.2mm vacuum gap 
minimizes heat flow due to conductance and convection between the two 
lites of glass, while the Low-E restricts the radiation heat flow. Because of 
its thin overall profile (6mm) SPACIATM has the ability to fit into an 
existing frame allowing a designer to not only improve the overall 
performance of the building, but also maintain the original look and 
aesthetics. For more information please call 419 247 3243 or visit 
www.nsg-spacia.co.jp .
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As the nonresidential sector
has experienced cutbacks in
demand for new space, the

projections for construction activity
for new nonresidential facilities are
for a mild decline in 2008, with a
more significant downturn in 2009,
according to the American Institute
of Architects (AIA) semi-annual
Consensus Construction Forecast.
The forecasts are more negative for
commercial and industrial build-
ings, with an especially large drop-
off in the office and retail sectors.
The continued increase in building
material costs in recent years could
also adversely affect the construc-
tion industry. 

“The more pessimistic forecasts
this round stems from the lack of
growth in the overall economy, the
ripple effect from the faltering hous-

ing market and the anxiety in the
credit markets leading to a restric-
tion in lending for all types of con-
struction projects,” says AIA chief
economist Kermit Baker, PhD, Hon.
AIA. “The one bit of good news is
that this contraction in activity is

likely to be considerably milder than
the construction recessions of the
early 1990’s and earlier this decade.”

The forecast is based on a survey
of the nation’s leading construction
forecasters.
❙❙➤ www.aia.org
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IndustryOutlook
AIA Predicts 

Construction Downturn in ’09
Market Segment Consensus Growth Forecasts

2008 Growth 2009 Growth
Commercial/Industrial 
Retail -8.3% -9.9%
Office buildings -3.7% -12.3%
Hotels 6.6% -9.9%
Industrial facilities 4.6% -5.5%
Institutional
Health care facilities 0.2% 1.1%
Education 2.7% -1.1%
Amusement/recreation 3.6% -8.5%
Public safety 5.9% -1.9%
Religious -11.7% -1.2%
Source: AIA 

July 2008 Producer Price Index Increases 
The United States Department of Labor Bureau of Labor Statistics has released its July 2008 producer price index

(PPI) for flat glass. The July PPI stands at 117.3, jumping 2.3 percent from the June 2008 ppi of 114.7.   ■

112 113 114 115 116 117 118

July 2007 115.2
August 2007 114.9

September 2007 114.8
October 2007 113.2

November 2007 113.3
December 2007 113.6

January 2008 114
February 2008 113.8

March 2008 113.8
April 2008 112.7
May 2008 114.2
June 2008 114.7
July 2008 117.3

Producer Price Index for Flat Glass 

Source: Bureau of Labor Statistics 
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Barry started
out as a process
technologist in
the automatic
cutting and stack-
ing wareroom
when the first

Canadian float line (Pilkington
Canada, Scarborough) was being com-
missioned in 1967. 

First job: My first glass industry job
was as an apprentice in automatic con-
trol systems. My very first job was pick-
ing raspberries with gypsies in Ireland.
I still love them both.

Hobbies: Poking around in astro-
physics, sailing small boats in big seas
and batting tennis balls.

Heroes: Charles Darwin because in
three sentences he made infinite sense of
a chaotic jumble of biological observa-
tions and experiences. Barak Obama be-

cause he tries to speak clearly through
the double-talk of today’s politics.

Business challenge: The reluctance of
the old glass industry to appreciate the
subtleties of the many great new ad-
vances in glass and coatings.

Industry fear: Getting cut!
Personal challenge: Effective commu-

nication at all levels.
People would be surprised to know: I

glued my 4-mm tempered glass shower
door to the vertical wall with silicone,
along one vertical edge only, more than
five years ago. Today it still performs as
hinge and spring, with no other support.
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The Glass Industry’s Top Players Share Their
Challenges, Their Heroes and Some Surprises

THE

The glass industry is filled with individuals who devote their time and energy to this industry and their companies. Some may
do so publicly, through writing or public speaking or by simply being the face you see at every industry meeting. Some do
so behind the scenes, by working to improve technology, setting a standard in the way they work with customers or shak-

ing up companies or organizations by making the tough, daily decisions. The term influence is itself value-neutral, but simply de-
notes that the individuals recognized here are shaping our industry.  

The following individuals, chosen by our editors after much deliberation, took the time to share some insight into their fears
for this industry and the business challenges they face. They also provided some insight into how they balance their personal and
business life (which was the number one personal challenge from our respondents). While we know it is a far from inclusive list,
we hope it will inspire all members of the industry to say thanks to those co-workers, supervisors and colleagues who have had
a profound impact on them—and to step up themselves to help guide their peers, their company and their industry to greater
heights. The list is provided alphabetically by last name. All profiles were provided by nominees. If you don’t see someone you
believe should be here, please e-mail your nomination for the next list to Megan Headley at mheadley@glass.com.

Chris Barry 
• Technical

services director
• Pilkington North

America
• Toledo, Ohio

MOST INFLUENTIAL

mailto:mheadley@glass.com
http://www.usglassmag.com


Ren Bartoe
• General manager, 

Americas, for the 
fused silica division

• Vesuvius
• Beaver Falls, Pa.

Bartoe has been involved in the glass
industry for 32 years, primarily as a sup-
plier of advanced refractories for heat-
treated fabricated glass products and float
glass applications. He also is involved in
metallurgical industries, but says that
“glass is what I always come home to.”  

First job: In 1976 I actually installed
(and broke) the first fused silica glass
tempering rolls produced by Vesuvius
(McDanel Refractory Co. at the time) in
the United States. We learned on the job
working with a well-known automotive
glass fabricator.  

Hobbies: Fly-fishing and cruising
the backcountry in our ’76 MGB.

Heroes: My parents.
Business challenge: World order, in-

tegrity and accountability.  
Industry fear: Profiteering. You cannot

always see what constitutes the quality
and value of a product whether it is an
energy-efficient window, a photovoltaic
panel, or a ceramic roll. The attraction
of cheap price can be narcotic, and often
the customer pays in the long run with
poor product performance, replacement
cost and lack of service. Those produc-
ing and promoting the knockoffs are
undermining a quality industry.

Personal challenge: Balancing family
and travel.

People would be surprised to know:
No surprises here. Those who know me
know that what you see is what you get.
There may be a few surprises, but if I
tell you, I’ll ruin the surprise!  

Jim Benney
• Executive director
• National Fenestration

Rating Council
• Greenbelt, Md.

Benny has worked as
the technical director of
the now-defunct Primary
Glass Manufacturers
Council, and as manager
of technical services with
what is now the Window and Door Man-
ufacturers Association (WDMA), and is
now the voice of the NFRC.

First job: I started in the fenestration in-
dustry in the early 1980s when I accepted
the manager of technical services posi-
tion with the National Woodwork Manu-
facturers Association, now the WDMA.  

Hobbies: I enjoy traveling, golfing,
reading, billiards and watching profes-
sional football.

Heroes: Winston Churchill—a man
who once said, “Success is not final;
failure is not fatal. It is the courage to
continue that counts.” And Martin
Luther King who said, “Love is the only
force capable of transforming an
enemy to a friend.”

Business challenge: As energy con-
tinues to be a critical issue for this
country, NFRC must work to maintain

its relevance by going beyond just pro-
viding uniform energy ratings for fen-
estration products. We must work hard
to be able to calculate the energy per-
formance of all systems installed on
the building envelope and communi-
cate that effectively to HVAC engineers,
architects and designers through BIM

and other related tools.  
Industry fear: NFRC has in-

vested heavily in the develop-
ment of the Component
Modeling Approach. While the
program will be adopted by those
in the industry with vision, the
majority will wait for building
code officials to enforce the en-
ergy code. Will code enforcement
improve over the current climate?

Or will voluntary programs such as
LEED perhaps require the use of a na-
tionally recognized NFRC standard? 

Personal challenge: Maintaining my
close relationship with my family while
being on the road 250 nights each year.  

People would be surprised to know: I
have 6 children and 10 grandchildren.

Janice Charletta
• Association services director
• American Architectural

Manufacturers Association (AAMA)
• Schaumburg, IL

Charletta began her career as the assis-
tant to the marketing and meetings de-
partments at AAMA in early 1999. She
has since served as the organization’s
marketing manager, marketing and
membership director and now as associ-
ation services director. She has been an
active leader in AAMA’s communications
and educational efforts and has con-
tributed to numerous strategic initiatives
within the organization.

First job: In general, I began babysit-
ting at age 11 followed by washing
dishes at a local bakery until the age of
16 when I finally became eligible to
seek “legitimate” employment.  In the
industry, AAMA became my first em-
ployer right out of college and has been
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Trade Associations and Consultants
Maybe they don’t make, cut or install the glass (in some cases, anymore)

but these association staff and consultants (who declined to submit profiles)
certainly play a big role in making the glass and metal industries what they are. 
• Greg Carney, technical director of the Glass Association of North America;
• Mike Collins, president of BIMWorld, Atlanta;
• Eric Dean, president of Iron Workers District Council of Chicago and Vicinity,

Bensenville, Ill.; 
• Donn Harter, president and director of technical services of the Americas

Glass Association;
• Bill Lingnell of Lingnell Consulting Services and technical consultant for the

Insulating Glass Manufacturers Alliance; and 
• Margaret Webb, executive director of the Insulating Glass Manufacturers

Alliance.

http://www.usglassmag.com


58 USGlass, Metal & Glazing  |  October 2008 www.usglassmag.com

a wonderful home ever since.
Hobbies: Cubs games, Bears games,

Chicago-area street fests, boating,
spending time with friends and family.

Heroes: In all aspects of my life, my
parents have been a tremendously posi-
tive influence and guiding force … I have
also been greatly influenced by my pro-
fessional mentor of many years, Dick
Morgan, who recently retired from
Mikron Industries. And, because I have
to mention my beloved Cubs, Mark
DeRosa is certainly my hero … at least
this season. He’s a consistent, hard-work-
ing, smart player who delivers. 

Business challenge: Finding and re-
taining quality employees, including
being able to create a fair and produc-
tive work environment that makes em-
ployees feel valued and challenged.

Industry fear: That the positive work
done at AAMA by its numerous volun-
teer members will not be recognized
widely enough in the industry.

Personal challenge: Balancing work
time with personal time.

People would be surprised to know:
Maybe that I’ve been known to watch a
little professional bull riding from

time-to-time or that I’m becoming a
NASCAR fan, or that I actually earned a
physical education credit in college for
taking a rifle and pistol class.

Ross Christie
• Vice president 

of sales and 
marketing 

• Walker Glass 
Co. Ltd.

• Montreal

Christie has
been in the glass

industry more than 20 years, all with
Walker. He helped to “turn” the culture
of Walker toward an environment of
new product development, diversifying
into art glass at a time when its mirror
business was being overtaken by over-
seas competitors. 

Business challenges: I see these off-
shore import products as being the
biggest hurdle. Their rules for environ-
ment, for employment, for safety and
for health care are not even close to
ours … and nor, apparently are their

costs … We are staying ahead by lead-
ing in new product development.

Hobbies: Travel and sports.
Heroes: All Montreal Canadiens

hockey players.
People would be surprised to know: Lee

(Harrison) and I have enjoyed a great
business partnership all these years.

Tom D. Culp
• Owner
• Birch Point Consulting 
• La Crosse, Wis. 

Culp began working on research and
development of new low-E glass coat-
ing technologies which soon led to his
involvement with energy-related issues.
He began his own consulting business
in 2004, and since has been on the front
lines representing the interests of the
Aluminum Extruders Council (AEC)
and the Glazing Industry Code Com-
mittee (GICC) at the ICC code hearings,
NFRC, ASHRAE, and in interactions
with DOE including ENERGY STAR®.  

First job: After earning my Ph.D. in
chemical engineering, I worked at
Arkema in Philadelphia for six years, fo-
cusing on research and development of
new low-E glass coating technologies.

Hobbies: I grew up in Colorado, so I
love the mountains and camping.  I also
enjoy working in the garden.  

Heroes: Doctors. My wife is a doc-
tor, and I am amazed at the training
and knowledge they must have (I
tease my wife that she finally finished
26th grade), and the dedication and
care they provide under the most dif-
ficult circumstances… 

Business challenge: Besides dealing
with the yearly battles, I have to worry
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Silent Few
Those individuals who chose not to provide information but certainly are in-

fluential to the industry: 
• Tomoaki Abe, director and vice-chairman of Nippon Sheet Group, Tokyo 
• Michael Antonucci, vice president of operations of AGC Flat Glass North

America, Kingsport, Tenn.
• Brad Austin, senior vice president, sales and marketing of Viracon, 

Owatonna, Minn., and president of the Glass Association of North America; 
• Arthur Berkowitz, president of J.E. Berkowitz, Pedricktown, N.J. 
• Charles Bunch, chairperson and CEO of PPG Industries, Pittsburgh
• Stuart Chambers, president and CEO of Nippon Sheet Glass, Tokyo 
• William Davidson, chairman of Guardian Industries Corp., Auburn Hills, Mich.
• Mauro DiFazio, vice president of float glass sales for Zeledyne, Tulsa, Okla., 
• John Dwyer, president of Syracuse Glass Co., Syracuse, N.Y.
• Luis González Sada, president and chief executive officer of Vitro America,

Memphis, Tenn.
• Letitia Haley Barker, president of Haley Greer, Dallas
• Dave Hewitt, director of marketing of EFCO, Monett, Mo.
• Brad Kitterman, president and CEO of AGC Flat Glass North America,

Kingsport, Tenn.
• Lou Niles, president and CEO of Benson Industries, Portland, Ore.
• Henry Taylor, manager of architectural services, Kawneer Co. Inc., Norcross, Ga.
• Robert Trainor, president of Trainor Glass, Alsip, Ill.

Tom Culp plays with his 
twin children, Allison and Porter.
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about the long-term trends and what is
going to affect the industry over 10 to
20 years. The most difficult part is com-
municating the importance of acting
now, and not just paying attention to
current problems or quarterly trends.  

Industry fear: I worry that some com-
panies are not aware of upcoming
changes, whether they are new code re-
quirements, new rating systems or just
new product trends. I do my best to let
our companies know what to expect
and how to be prepared.  

Personal challenge: As with many
others, it is a challenge to find the right
balance between family and work. 

People would be surprised to know:
People may be surprised to find out that
my main job is not code consulting—
it’s being a stay-at-home dad to my 3-
year-old twins, Porter and Allison! 

Mark Dawson
• President 
• Glass Doctor
• Waco, Texas

Dawson has
shown the success
that the franchise
owners can face. He
got his start in the

glass industry in 1988 as an outside
sales account representative for Glass
Doctor in Nashville. In 1992 he be-
came owner of the Glass Doctor of
Middle Tennessee; after selling the lo-
cation in 1995 he turned his attention
to building the Glass Doctor brand in
Columbia, Tenn. After selling that
shop in 2004 he joined the corporate
ranks as president of Glass Doctor for
its corporate franchisor, The Dwyer
Group Inc.  

First job: Account representative.
Hobbies: Golf, running, travel and

college football.
Heroes: Zig Ziglar, Bill Dawson (my

dad), Dina Dwyer-Owens and every
Glass Doctor franchisee who is will-
ing to reach for the stars.

Business challenge: Teaching the

glass services industry how to
“know your numbers.”  You must
price your product or services based
on your break-even point, not your
competitors’.

Industry fear: Losing total control
of “pricing their product for profit.”

Personal challenge: Hitting the ball
straight off the tee box. I can slice it
and hook it with the best of them.

People would be surprised to know: I
like to bake pies, I ran my first marathon
and I owned a Mr. Rooter Franchise at
the same time as Glass Doctor.

Chris Dolan
• Director of

commercial glass
products

• Guardian Glass
Group

• Auburn Hills, Mich.

Dolan joined Guardian
in 1991 after five years in
management consulting with Deloitte &

continued on page 60
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Touche. In the first part of his tenure
with Guardian, he focused on expand-
ing float glass manufacturing business
throughout the world and assisting
with governmental and regulatory af-
fairs. He has since focused on sales and
marketing for the commercial glass
business in North America. 

First job: My first job after receiving
my undergraduate degree was as a sales
representative for Dow Chemical Co.

Hobbies: I enjoy golf and reading, and to
try and stay in shape, running the occa-
sional 5k or 10k race. I spend a lot of time
with my family and make it a priority to at-
tend as many of my kid’s activities as I can.

Heroes: My heroes are my dad for al-
ways leading by example. I also would
choose Abraham Lincoln for his bril-
liance and perseverance in the face of
challenge and adversity.

Business challenge: Establishing new
and innovative ways to market our prod-
ucts while maintaining and building on
the strengths and competencies that
have brought us to where we are today.

Industry fear: The movement toward
sustainability and green building offers
huge opportunities for companies in
the glass industry. These trends are
much larger than our industry and we
need to stay engaged and involved in
the process to ensure we are in a strong
position to grow.

Personal challenge: Staying on top of
new technologies and market and reg-
ulatory trends while still conducting
business day-to-day.

People would be surprised to know: I
have taken up surfing in the past five
years. I am not ready for the Bonzai
pipeline but I have had a few good rides.

Russell Ebeid
•President 
•Guardian Industries 

Corp.’s Glass Group
•Auburn Hills, Mich. 

Ebeid has been in the
glass industry for 38
years, since the con-

struction of Guardian’s first float glass
plant in Carleton, Mich., in 1970. He’s
worked at all ranks, from mainte-
nance to plant engineering, produc-
tion manager, plant manager, group
vice president and, currently, presi-
dent of the Glass Group worldwide.

First job: As a co-op electrical engi-
neering student at General Motors, I
worked in human relations, reliabil-
ity, magnesium and aluminum die
casting, metal stampings, vacuum
metalizing, chrome plating, alu-
minum anodizing, quality control,
electrostatic painting, resistance
welding, maintenance, plastic injec-
tion molding and various production
line supervisory roles.  

Hobbies: My hobbies have continu-
ally evolved as a function of changing
interests. Initially electronic kit proj-
ects, bridge and backgammon tour-
naments, a multitude of sport
activities, snowmobiling, residential
construction projects, university
guest lecturer and currently educa-
tional and medical philanthropy.

Heroes: My parents, who were
knapsack immigrants who came to
the United States without money, lan-
guage or contacts … Their core val-
ues taught us that unselfishness,
consideration of others, conscien-
tious service, honesty and measured
decision-making were the currencies
of life.

Business challenge: As Guardian con-
tinues its global growth, it is necessary
to institutionalize the guiding princi-
ples of the “Guardian Way” in promot-
ing the entrepreneurial nature of its
leaders while allowing the individual
country cultures and business styles to
flourish. We seem to do this more effi-
ciently than the United Nations. 

Industry fear: Overall, too much
short-term thinking by hired profes-
sional managers when their only in-
terest is amassing purchasing power
instead of creating new enhance-
ments to old business models. Also, a
fortress and stodgy mentality in pro-
tecting market share rather than

being creative with profit opportuni-
ties through new products, applica-
tions and services.

Personal challenge: Finding the cor-
rect balance between branding, mar-
keting, innovation, technology,
enhanced sales techniques and effi-
cient manufacturing in the renais-
sance of this industry. 

People would be surprised to know:
This business is not complex as long
as people remain at the center of the
equation, we stay within our core val-
ues and do the right thing despite
transitory emotions while creating
long-term value instead of short-term
results.

Jill Foxworth
• National sales manager
• Dependable Glass Works Inc. (DGW)
• Covington, La.

Foxworth has spent most of her life in
the glass industry, as part of the com-
pany her father founded in 1968. She
has worked in positions such as ac-
counting, estimating, beveling and
edgework—evolving like the company
itself, which has grown from an auto-
motive and residential glass business
into a custom commercial fabricator. 

First job: At first I did clerical and ac-
counting work. As a young high school girl
I learned to work the showroom floor. I
still remember my first opportunity to use
the NAGS book and price out glass, kit and
labor for a windshield. I was thrilled. 

Hobbies: Living in Louisiana offers
me the opportunity to balance my life
with outdoor pursuits and art … I fish
like a Louisiana outdoorsman and do

continued on page 62
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pottery like a Louisiana artist. I have
my own wheel and kiln and design and
sell my pieces. My latest adventure is
training for a trip in November 2009 to
climb the summit of Mt. Kilimanjaro.

Heroes: In business, my hero is my fa-
ther, Norman Foxworth … His vision
and willingness to invest back into his
company has evolved the business over
time to achieve his goals … In my per-
sonal life it is my mother, Joy Foxworth.
She passed away in early 2007. She died
without regrets, and she taught me to
stand up for my beliefs. One of her
greatest lessons was that you never
compromise your standards in life, and
stand true to your word.  

Business challenge: Finding and
training a productive labor force. You
can have all the latest technology, but
you need a work force to run it, and a
force that is willing to step up to the
line when needed. Many of the
younger people do not understand
dedication, listening, and that it takes
time and hard work to get to where you
want to be in life.

Industry fear: DGW is a problem solver
and custom fabricator. Our industry is
becoming very technically savvy and
many of the industry’s work forces no
longer understand the basic engineering
aspects of jobs. In custom creation, engi-
neering is an essential element. We need
to better train our new work force to un-
derstand the engineering of glass and its
applications in construction.

Personal challenge: In the next two
years we are moving our fabrication
plant to a new facility. The design of our
facility needs to meet the demands of
the glass industry of the future. We also
have the issue of meeting the needs of
our clients today and everyday during
the plant transition. My challenge is to
never miss a beat in servicing our
clients today and into the future.  

People would be surprised to know: I
am extremely lighthearted outside the
work environment. My work is stress-
ful and I take it seriously. But life is too
short so I don’t take that with me when
I leave the office. 

Jeff Haberer
•Technical

services 
engineer 

•Cardinal Corp.
•Eden Prairie,

Minn.

Haberer focuses
on the industry’s
technical side.  He

supports customers with technical infor-
mation and plants with technical solu-
tions, and has worked to establish and
maintain domestic and global standards
on glass. He’s lent that expertise to a num-
ber of associations through his involve-
ment with ASTM, the International
Standards Organization, IGMA, GANA
and the WDMA.

First job: I started out as an applica-
tions engineer for Cardinal. My respon-
sibilities were to review shop drawings of
commercial buildings, review specifica-
tions and write recommendations for the
glass construction. 

Hobbies: I am an avid cross-country
skier, and enjoy winter camping. I am an
active board member of my local neigh-
borhood organization. Recently, I have
become excited and involved in NVC, a
study and practice group that focuses on
improving communication skills.

Heroes: I don’t think there is anyone in
our company who does not admire and
respect our president, Roger O’Shaugh-
nessey. I am no exception. I wish I had his
innate sense for business and his disarm-
ing way of personally connecting to peo-
ple.  I am also an admirer of Dr. Marshall
Rosenberg, the founder of compassionate
communication strategies known as NVC.

Business challenge: Staying profitable
as this industry matures.  

Industry fear: Foreign competition. I
think our industry will survive, but there
will be huge changes. 

Personal challenge: Balancing family
life with my work life.

People would be surprised to know: I
was raised as an Iowa farm boy, but now
live in the inner city of Minneapolis.

Lee
Harrison
• President 
• Walker Glass

Co. Ltd.
• Montreal 

H a r r i s o n
has, like his
partner Ross
Christie, helped Walker to diversify into
custom products such as art glass at a
time when its mirror business was being
overtaken by overseas competitors. 

First job: When I left school, the only
thing I knew with certainty about my
future was that it would have nothing
to do with working in my father’s glass
business. Six months later my father of-
fered me a job which I, of course, de-
clined. Then he told me it paid
$10,000/year and I discovered the price
at which I could be bought. That was
1974 and I’ve never looked back. From
manufacturing to finance to sales, there
is nothing I haven’t done and I’ve loved
every minute of it.

Hobbies: I am a big fan of the great
outdoors: skiing, biking, hiking, touch
football, swimming, golfing. If there’s
fresh air involved, I’m in. 

Heroes: My heroes are the creators,
people like designers and architects
who start with a blank canvas and give
birth to things never-before imagined.
These guys make the world go round.

Business challenge: Foreign competi-
tion is the biggest challenge. It is diffi-
cult, at times impossible, to compete on
a lopsided playing field. But it forces us
to constantly innovate and that’s cer-
tainly not a bad thing.

Industry fear: If there is one thing I’ve
learned after 30 years in the business is
that fear takes up way too much time
and energy and there is no shortage of
things to be afraid of. I try to look ahead
instead of looking over my shoulder. 

Personal challenge: The biggest chal-
lenge is figuring out when to retire. I’m

continued on page 64
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sure there is a right time to quit but I’m
still having way too much fun. 

People would be surprised to know:
I’m sure they’re constantly surprised
that Janet, my wife of 28 years, hasn’t
dumped me yet. It certainly surprises
me given all that she puts up with.

Ted Hathaway
• CEO
• Oldcastle Glass
• Santa Monica, Calif.

Hathaway started
his career as a com-
mercial banker with
Bankers Trust and later
worked for a leverage
buyout firm. In 1987,

he joined Oldcastle Inc.® as vice presi-
dent of development, and within three
years led the acquisition of HGP Indus-
tries to create Oldcastle Glass. In 2000 he
was promoted from his position as chief
operating officer and today serves as
CEO of Oldcastle Glass (see June 2008
USGlass, page 36, for an in-depth profile
on Hathaway).

First job: I started out as a commer-
cial lending officer for Bankers Trust
Company.

Hobbies: I’m a leisure golfer. … I read
whenever I can, principally biogra-
phies.  … Because I travel a lot, for me,
a quiet weekend with my children at
home is as enjoyable as any hobby. 

Business challenge: Sometimes it’s
knowing when not to do a deal even
though it looks attractive, or even when it
may have a strategic fit, that’s just as im-
portant as knowing when to do one. We
have had several deals that have gone all
the way down to the eleventh hour, that
were submitted to the board and ap-
proved by the board but, in the eleventh
hour, something came up that gave us
pause and we backed away. In some in-
stances, some of the sellers decided they
didn’t want to sell. For a transaction to
work, both parties have to want it to work.

Industry fear: China will continue to be
an increasingly formidable competitive

threat. We are already seeing that, obvi-
ously, in furniture. All the glass used in
furniture is being manufactured and fab-
ricated in China. … [In addition] virtu-
ally every product that we, as an industry,
manufacture has a significant raw mate-
rial cost. We are now feeling the impact
of $100-a-barrel oil on laminated glass,
because PVB and other interlayers are
manufactured from feedstocks that are
oil-related. Aluminum, too, is a global
commodity and if the price of aluminum
goes up and people choose not to pass
that cost on, I think that’s a threat. 

Garrett Henson
• Director of sales 
• Viracon
• Owatonna, Minn.

Henson accepted a position
at Viracon in 1993, and has
spent time as a field sales rep-
resentative, international busi-

ness development manager, director of
international sales and now director of
sales in the Midwest and Western states. 

First job: My first position was an ar-
chitectural field sales representative
for Viracon responsible for the sales
and marketing in the Mountain time
zone. It was there that I cut my teeth on
customer relationships and architec-
tural education…

Hobbies: It’s no secret that I am a golf
junkie, but I enjoy all types of competitive
sports.  As a high school student one of my
athletic coaches told me that you can play
a lot of sports in life, but golf is the one that

will open many doors for you
and one you can continue to
play for a lifetime. I’m glad I
listened … 

Heroes: I have quite a few
mentors in my life:  My fa-
ther for his work ethic and
determination to never give

continued on page 66
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No Stranger to the List
These industry players (who declined to submit profiles) have been seen on

this list before, but have hardly stopped influencing the industry since:  
• William M. Cobb, president and CEO of Coastal Industries Inc., Jacksonville,

Fla. (May 1998)
• Alberto DeGobbi, president of Permasteelisa Cladding Technologies Ltd.,

Windsor, Conn. (August 2004)
• Don Friese, president and CEO of C.R. Laurence Co. Inc., Los Angeles (July

2002, August 2004)
• Andy Gum, president of Thomas Glass Co. Inc., Columbus, Ohio (July 2002)
• Don Haley, CEO of Haley Greer, Dallas (August 2004)
• Tom Harris, president of Oldcastle Glass Engineered Products, Santa Mon-

ica, Calif. (August 2004)
• Tim McQuade, president of Northwestern Industries Inc., Seattle (August

2004)
• Roger O’Shaughnessy, president and CEO of Cardinal Corp., Eden Prairie,

Minn. (July 2002)
• S.W. Palmer-Ball, president of Palmer Products Corp., Louisville, Ky. (May

1998, July 2000, July 2002)
• Don Pyatt, president of Viracon, Owatonna, Minn. (August 2004)
• Greg Saroka, president of Goldray Industries, Calgary, Alberta (July 2002)
• Ken Werbowy, president of Tubelite Inc., Walker, Mich. (May 1998)
• Jerry C. Wright, president of AAA Glass Company Inc., Fort Worth, Texas (July

2000, July 2002)
• Thad W. Ziegler, president of Thad Ziegler Glass Ltd., San Antonio, Texas

(July 2002)

Please take the time to visit the USGlass Online Archives 
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up. One of my high school football
coaches, Cooper Henderson, for teaching
me the power of believing in yourself and
convincing me to try new things; Jim
Martineau for giving me a chance in this
industry and teaching me so many
things about the business and life; Ron
McCann for instilling in me the power of
knowledge and how that can make you a
great salesperson; and, finally, Brad
Austin for fueling my career with so
many business opportunities, challeng-
ing me to be a better business person,
family man and to participate in com-
munity involvement. The best trait Brad
has instilled in me is the power of rela-
tionships, competition and being good
to your word.

Industry fear: Negative globalization.
It’s great that we can utilize products
from all over the world and take best
practices from these resources. How-
ever, the movement does come with
consequences that can be very detri-
mental. Don’t get me wrong, change is
good, but at what cost?

Personal challenge: Balance. I really
enjoy this industry and the competitive
spirit that can sometimes tilt my time
into too much work and not enough
family or life after work.  The other per-
sonal challenge is to walk away from
my Blackberry phone, I mean, seri-
ously, what kind of addictive software
did they put in those things…?

Lyle Hill
• President and CEO 
• MTH Industries
• Hillside, Ill.

Hill began his career
loading trucks at the glass
company he now runs.
After 38 “glorious years in

the business,” he’s tried his hand at nearly
every part of the industry, including man-
ufacturing and distribution. He shares his
insight in his popular column, The Busi-
ness, which he has contributed to US-
Glass for more than 15 years.

First job: I started as a shop foreman

for Tyler & Hippach Glass (the T&H in
MTH) in 1970. 

Hobbies: Writing (for USGlass and
others) and I referee basketball games
in the winter … about 50 to 60 kids
games a season. 

Heroes: The small- to mid-sized busi-
ness owners who overcome all kinds of
obstacles to keep themselves and those
that work for them gainfully employed.

Business challenge: My number one
business challenge is keeping myself
and those that work for me gainfully
employed.

Industry fear: I have several fears re-
lated to where our industry is going,
however, if I can only choose one, it
would be in the area of ethics … the
continuing decline thereof actually. 

Personal challenge: I am more chal-
lenged every day with finding enough
time to do all the things I want to do … I
have eight grandkids and another one on
the way … I can’t get to all of the baseball
games, concerts, hockey games, school
plays, gymnastic events and swimming
meets. It’s very frustrating sometimes.

People would be surprised to know: I
am an open book … I have no surprises!

Jack Hoey
• President
• Coastal Glass

Distributors
• Charleston, S.C.

Hoey had no
previous glass in-
dustry experience
when he joined
Coastal in 1994—
having spent 14 years doing business de-
velopment in Eastern Europe—as chief
operating officer, . He worked with his life-
long friend, Paul Heinauer, who founded
the company in 1986. When Heinauer de-
cided to focus on auto glass in 1985, Hoey
bought Coastal. The company bought its
first tempering oven in 1997, and has kept
its focus on fabrication.  

First job: I joined a large multina-
tional company after earning my MBA

in 1980, and bounced around the coun-
try with them for 12 years.  

Hobbies: I’ve always loved to read,
and carve out as much time for it as I
can. I mainly read history, biography,
literature and theology.

Heroes: My dad is the finest man I
know, and I’ve modeled myself after
him, from the way I run my business to
the way I raised my children and the way
I treat other people. My mom is the most
giving person I know; she may also be
the happiest, and I’ve learned from her
that those two things are connected. I
admire my wife Penny’s determination
in not only defeating cancer but in push-
ing through years of suffering to become
a community leader and triathlete. …
There are many people in our industry
whom I admire; I hesitate to start listing
them because I don’t think there’s space
to mention them all. 

Business challenge: Developing a
workforce with the skills and motiva-
tion to achieve the quality and service
we want to provide to our customers.

Industry fear: That we will tilt too far
toward reducing costs, when our main
opportunity to make life better for our
customers and coworkers lies in the di-
rection of adding more value.

Personal challenge: I’m impatient.
Sometimes it leads to poor decisions be-
cause I haven’t taken the time to fully un-
derstand what I’m facing. More often, I’m
not as kind to others as I want to be.

People would be surprised to know:
That my faith is more important to me
than my business, but I hope that
wouldn’t be a surprise.

Mike Hovan
• President 
• Edgetech I.G. Inc.
• Cambridge, Ohio 

Hovan started work-
ing for Edgetech’s sister
division, Lauren Manu-
facturing in 1993. He
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was part of a team working to improve
upon the “new” Super Spacer product
line. In 2000 he moved to take on the
president’s role at Edgetech I.G. Inc. 

First job: My first job in the glass in-
dustry was as the mixing department
manager of Lauren Manufacturing, sup-
plying product to our sister division Ed-
getech I.G. Inc. in 1993. 

Hobbies: Nearly all of my spare time is
spent with my family. When there is the
occasional “me time,” I have a wide vari-
ety of interests: playing nearly all sports,
reading, listening to music, traveling with
my family or just relaxing with friends.

Heroes: In a world more and more
challenged to recognize real heroes and,
as corny as it may sound, my heroes are
my team at Edgetech and our extended
team at our parent company Lauren In-
ternational. I continue to be amazed by
ordinary people doing extraordinary
things and I am lucky to see this on a
daily basis around our companies.

Business challenge: Developing the ap-
propriate business strategies for an in-
creasingly unpredictable marketplace.

Industry fear: That the current eco-
nomic slowdown will continue for an
extended period of time. I fear for the
customers, suppliers and partners who
may not have what it will take to
weather the storm for a hyper-extended
period of economic slowdown.

Personal challenge: Same as most
people I know … appropriately balanc-
ing my time between work and family.

People would be surprised to know: Just
coming out of the Olympic craze … I
would guess that most people don’t know
that I played on an all-star baseball team
from Northeast Ohio sponsored by Rawl-
ings Sporting Goods and Figgie Interna-
tional in 1983 that went abroad to
promote baseball as an Olympic sport …
Unfortunately, the International Olympic
Committee (IOC) voted this year to drop
baseball as an Olympic sport for the 2012
games … I’m waiting by the phone for a
call to be a part of the team (albeit the
washed-up, has-been team) to join a cru-
sade to re-convince the IOC that baseball
should be kept as an Olympic sport!

Steve Howes
• President
• Glasslam

N.G.I. Inc.
• Pompano

Beach, Fla.

Howes built
one of the United
Kingdom’s largest
window manufacturers, sold it, then
moved to the USA to start Glasslam,
which has grown into a worldwide com-
pany specializing in laminating resins
and now spacer technology.

First job: My first job apprentice-
ship was to learn how to cut glass, my
second job was cleaning up the blood
off the floor and putting band-aids
on myself!

Hobbies: I love to drag dead bait for
hours at a time in the Bahamas (most
people call it fishing), play guitar and
snow ski in the Rockies.

Heroes: Without doubt, Rod Stewart.
Any man who can have that many
wives and still remain wealthy and in-
tact has my vote.

Business challenge: Dealing with local
government rules and regulations (red
tape) such as building departments
when you try and expand factories as
we are doing now. They need to have a
manager of common sense.

Industry fear: I don’t really fear any-
thing. There is nothing to fear if you are
surrounded by good people. I truly be-
lieve the cream will rise to the top, and
our industry is full of quality people.
My company has nothing but real tal-
ent and excellent people.

Personal challenge: The only per-
sonal challenge I have is my health as
I had a tough time the last five years,
but I am a rubber ball and always
bounce back … 

People would be surprised to know:
That if you tell me “it’s just business” I
take that very personally as there is no
such thing. Business is people and we
have to remember to be honest and
have morals and decency. 

Russell Huffer
• Chairperson and

CEO 
• Apogee

Enterprises
• Minneapolis 

Huffer graduated
from the Air Force
Academy in Col-
orado Springs, Colo., and spent several
years in that service branch before join-
ing Ford Motor Co. as a senior designer.
Two years later he moved to Guardian
Industries, where he held various man-
agement positions in the coatings, float
glass and glass fabrication divisions for
six years. He joined Apogee in 1986 as
vice president and general manager of
Viracon, and in 1996, was promoted to
president of the Glass Technologies seg-
ment to further develop these glass coat-
ings businesses into market leaders. The
title of chief executive officer (CEO) was
added to his moniker in 1998, and in
1999 he was elected Apogee chairman. 

First job: My first job in the glass in-
dustry was to manage a vertical tem-
pering furnace, a standard IG line and
a custom IG line. … I was fortunate
enough to work for Ed Sczesny, a pio-
neer in the glass industry.  Ed was very
influential and gave me various oppor-
tunities to understand many aspects of
the industry, including float operations,
fiberglass and, most importantly,
coated glass operations. I became
Guardian’s first manager of coating op-
erations on G-2 at the Carleton plant.

Hobbies: My hobbies include spend-
ing time at the lake with my wife of 37
years, Peggy, our son and his fiancee,
our daughters, sons-in-law and five
grandchildren. We like to travel, and I
enjoy an occasional game of golf and
do some fishing with family members
at the lake.  

Heroes: My heroes are John Glenn and
Omar Bradley, both military officers with
extraordinary integrity and leadership.
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Business challenge: At Apogee, our
number one challenge is to not disap-
point our customers. Expectations need
to be set and met every time. In our cus-
tom business with ever-changing prod-
ucts, we can make few mistakes.

Industry fear: My greatest industry
fear is that we fail to follow sound eco-
nomic strategies. As a glass and metal
industry, we need to create value
through service and product perform-
ance, not through hype.  

Personal challenge: The most challeng-
ing aspect of my job today is maintaining
a high-performance organization.

People would be surprised to know: I
came from a very modest family where
my father worked the night shift in a
local factory to supplement income from
the small family farm on which we lived.  

Larry Johnson
• Executive vice 

president 
• Edgetech I.G. Inc.
• Cambridge, Ohio

Johnson started his ca-
reer with Ultrafab in 1982,

before moving to become business devel-
opment manager with VEKA. After
VEKA invested in the vinyl extruder
Vinylsource he moved over as president.
He joined Edgetech in 2001 and became
executive vice president by 2002.  

First job: My first job in the fenestra-
tion industry was technical service
manager at Ultrafab. 

Hobbies: Family, golf and cars.
Heroes: My wife, Erin, does an incredible

job of balancing family and being mar-
keting director of Edgetech. It is because
of  her both home and work are a success.
My children, because I learn something
new from them each day. All the associates
at Edgetech, because it’s their efforts that
make this company a great place to work.

Business challenge: To continue grow-
ing Edgetech in an industry that has
never seen this type of downturn before. 

Industry fear: That this market does-
n’t rebound by 2010.

Personal challenge: Giving enough of
my time to my family. 

People would be surprised to know: I
am one of seven children and my
mother retired from Iron City Sash and
Door in upstate New York. I worked
there in high school unloading and as-
sembling Anderson windows, so I
guess you could say I grew up in this in-
dustry. I am also a patent holder for
products in the industry.

Tony Kamber and Joel Smith
• National architectural managers
• Arch Aluminum and Glass Co. Inc.
• Tamarac, Fla.

Kamber and Smith have worked to-
gether at Arch since 1998 and are
known as a team that can handle
major product lines. Kamber began
working for a glazing contractor in
1983, moved to an outside sales posi-
tion for an aluminum manufacturer
in 1991, and since 1994 has held nu-
merous positions for Arch. As early as
high school, Smith began working for
a fabricator that was later purchased
by Arch. 

Kamber
First job: I

started working
for a glass com-
pany literally
sweeping floors,
cutting glass
and repairing
storm sashes
and progressed
from there.

Hobbies: Golf, running and home
improvement.

Heroes: Those folks serving in the
U.S. armed forces—no doubt.

Business challenge: I cannot name
just one. The rapid escalation of mate-
rial costs—and projecting that for a
project that may not be ready for a
year—and the NFRC Component
Modeling program.  

Industry fear: The lack of young tal-
ent entering our industry.

Personal challenge: Patience.
People would be surprised to know: If

I told you it wouldn’t be a surprise …
Smith
First job: Working

in an insulating glass
plant.

Hobbies: Right now,
anything my daugh-
ters want to do …

Heroes: My parents.
Business challenge:

Managing rising costs
in the market.

Industry fear: The NFRC.
Personal challenge: Finding time to

relax …
People would be surprised to know:

That I drove a glass truck full-time
while going to college.  

Ted Krantz
• National manager, construction

market team, key
projects

• PPG Industries
• Lewisville, Texas 

Krantz joined PPG in
1974 and has pro-
gressed through a se-
ries of assignments in
the flat glass segment,
including: commercial contract sales
and management; project manage-
ment; commercial products sales and
national sales manager, fabricated
products (the former fabricated archi-
tectural glass products business). In
2003, he was promoted to the newly-
created position of national manager,
key projects team, where he manages
four national architectural managers as
well as directing construction activities
in the Southwest.  

First job: First job for PPG was as as-
sistant warehouse superintendent; very
first job was as a police officer. 

Hobbies: Boating, fishing and learn-
ing to golf.
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Heroes: My number one hero will
always be my father who passed away
years ago but left me with his direc-
tion; “personal integrity” and the
“drive to succeed” will stay with me
throughout my life.

Business challenge: Increasing energy
costs and developing the right products
for LEED, PV and wind energy.

Industry fear: The availability of fi-
nancing for new construction.

Personal challenge: To realize re-
tirement is only a few years away.

People would be surprised to know:
Unfortunately, I witnessed the violence
and destruction of property in the late
60s, early 70s, during the civil rights
riots, working as a police officer. 

John Lewis
• Technical director 
• American 

Architectural 
Manufacturers 
Association

Lewis has had jobs
ranging from quality

control technician to test lab techni-
cian, prototype builder, production
supervision, design engineering, en-
gineering management and general
management. He started his career in
the industry at Caradco, now owned
Jeld-Wen, and has since worked for
Malta Wood Windows and Doors, its
sister company Philips Products Inc.
and the commercial fenestration
manufacturer TRACO. In 2006, he be-
come a part of the staff of AAMA. 

First job: When I started at Caradco
as a management trainee, I was a
quality control auditor. Being in the
quality control department was cer-
tainly the best way to quickly learn
the product lines!

Hobbies: I really enjoy woodworking,
and I also like to tinker around with
home renovation and construction
(I’ve built a couple of houses prior to
starting my career in the industry).

Heroes: An individual who I regard as

a hero—Cassie Bernall. As a group, I
regard teachers as heroes. I really ad-
mire the dedicated professional educa-
tors that we entrust our children to.
Teachers have a tremendous influence
on kids, and we often do not recognize
just how important their role is …

Business challenge: Like any busi-
ness, we can’t survive without our
“customers” (or in our case, mem-
bers), so my challenge and the chal-
lenge of our association is to provide
excellent customer service and to en-
sure the products and services we
offer have continued value for the
members we represent, as well as the
industry overall.  

Industry fear: Unnecessary regulation.
Personal challenge: While I greatly

enjoy my job and the people of this in-
dustry, it’s important to me that I
come home to my family without wor-
rying about the stresses of the work-
day. Separating my professional life
from my personal life can be a chal-
lenge, but it is important to me to
spend quality time with my beautiful
wife of 31 years, two sons and their
families and young grandson.

People would be surprised to know: I
was challenged by some of my col-
leagues (who shall remain nameless) to
bungee jump; I took them up on it.
With the cords firmly around my an-
kles, I did a swan dive into the night air
and had the ride of my life!  It was great
fun, but I’ll never do it again!

Chris Mammen
• President 
• Mammen Glass

& Mirror dba
M3 Glass
Technologies

• Irving, Texas

Mammen has
done nearly every
job at the family
business since he was 12 years old—
first sweeping and mowing, then cut-
ting glass, running rubber, installing

shower doors and mirrors and run-
ning polishers. After college he worked
at AFGD as the insulating glass de-
partment supervisor in San Antonio,
and before long was plant manager. In
1993, he rejoined his father and uncle
at the family business, serving as pro-
duction manager and then finance
manager for several years before being
named president in 2002. In the past
three years, the company has grown
into a regional fabricator for value-
added products. Mammen has since
served as a director in the North Texas
division of the Texas Glass Association,
and as a director for the National Glass
Association.

First job: My one and only job out-
side the glass business was in a greasy
little restaurant at age 15. That’s when
I realized that I appreciated working
for my dad, and working in the glass
business.

Hobbies: While not hobbies, my
faith and my family are my top prior-
ities, as far as time and energy spent.
My hobbies, time permitting, include
music, hockey, reading and new hob-
bies that include my three boys: golf
and boating.

Heroes: Jesus (more than a hero), my
wife, those who serve and sacrifice for our
country and our company’s antecedents:
my father, uncle and grandparents. Also,
my friends in the Glass Professionals
Forum, especially Bob Brown.

Business challenge: Living up to the
high standards that we have set for our-
selves in the eyes of our customers and
employees, in terms of high quality and
being a Christian business. This is a
good challenge that keeps us humble as
we strive daily to meet it.

Industry fear: That not enough peo-
ple would participate in their trade as-
sociations and training opportunities.
That people would stop seeing the great
value in gathering to exchange ideas
and learn new things.

Personal challenge: It is a constant
challenge to keep life prioritized cor-
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rectly: God, family, business, then
everything else—in that order.  

People would be surprised to know:
That I play bass guitar in a Christian
rock band.

Mike McCarney
• CEO
• Zeledyne
• Tulsa, Okla.

McCarney comes to the
newly formed company (formerly Au-
tomotive Components Holdings
[ACH]) after more than three decades
in the automotive industry. At Ford
Motor Co., he served as a manager at
eight of the company’s largest assem-
bly operations, including plant man-
ager at the Michigan truck plant. In
2000, he assumed leadership for
Ford’s first consumer business unit
with responsibility for bringing major
products from concept to customer.
He later served as president of Ford’s
South East Asian operations. Most re-
cently, McCarney led the turn-around
and restructuring of four businesses
at ACH.  

Hobbies: I love fishing, boating and
woodworking, especially when I can
share them with my wife, children
and grandchildren.

Heroes: Two that come to mind are
Colin Powell and, on the business
side, Steven Vannoy, founder of Path-
ways to Leadership.

Business challenge: I face the same
challenges that we all face in this in-
dustry: managing through the
change stemming from consolida-
tion and increasing global competi-
tion. I have been extremely pleased
with the progress we’ve made during
our first 150 days, but continual im-
provement is the name of the game.
We can’t let up.

People would be surprised to know:
I enjoy the interactions with everyone
in the organization but particularly
with those who work on the produc-
tion floor. That’s where the action is. 

Penn McClatchey
• Vice president of marketing

• Southern 
Aluminum 
Finishing Co.

• Atlanta

McClatchey
has worked for
SAF since the fall
of 1986 after
leaving GE. He

spent five years as a salesperson, calling on
glazing contractors, and another 10 years
as SAF’s marketing manager. In addition
to marketing, he also has served as the
plant manager of the company’s metal fab-
rication plant, producing architectural
metalwork, column covers and panels at
the plant.

First job: During the five years I spent
making outside sales calls, I spent about
50 percent of my time out of the office,
learning what glazing contractors want
from a metal supplier.

Hobbies: Raising my kids, playing gui-
tar, hiking, ham radio and electronics.

Heroes: Socrates, Marcus Aurelius,
George Washington, Milton Friedman
and Warren Buffet.

Business challenge: Finding, training
and retaining good employees.

Industry fears: A good mechanic, a true
gear-head, is going to be increasingly hard
to find. Too many of the technically gifted
folks today know only about computers,
and they couldn’t rebuild a machine on
my plant floor if their life depended on it.

Personal challenge: Two of my chil-
dren have type I diabetes. Their future
is uncertain until a cure is found.

People would be surprised to know: In
high school I won a first place medal at
the Georgia state swimming meet, and
this summer I summitted Mt Rainier.
No one ever thinks a skinny, bald buy
with glasses can do anything athletic.
For the most part, I can’t, because the ap-
titude and ability aren’t strong enough.
But anyone can compensate for weak
ability to a great extent with persistence,
perseverance and self-discipline.

Robyn McGinnis
• President and CEO 
• Sierra Glass
• Las Vegas

McGinnis has only
held that title at the
company her father
founded in 1979 for
three years, but in that
time the company has
been recognized as one of the country’s
biggest glazing contractors. 

First job: I was the first receptionist at
Sierra Glass. When my dad started the
company he couldn’t afford office space
so our home phone became his com-
pany phone. It was my job to answer the
incoming calls when I wasn’t in school.  

Hobbies: I only have one: surfing. I
live in San Diego near the ocean and
commute to Las Vegas during the week.
Surfing is the ultimate hobby for the
mind, body and soul.  

Heroes: My dad for everything he was
and everything he gave, my husband
for being both Mom and Dad during
the week, and my kids for the sacrifices
they make for my work.  

Business challenge: Competing for
market share without sacrificing mar-
gins. It becomes a challenge when oth-
ers focus only on market share and end
up giving the farm away to secure the
contract. They may win the battle, but
in the end it could cost us all the war.

Industry fear:Fear breeds fear. Yes, we are
facing tough times ahead, the economy,
overseas competition, rising gas and raw
material prices, increased risk and liability,
a lack of qualified professionals entering
the business, etc. These are all factors that
should be acknowledged and addressed,
but to fear them is fruitless. Fear creates
panic and panic creates chaos. I have faith
that we will find a way to overcome the
challenges we face as an industry. 

Personal challenge: Balance. I have
a child in first grade and one in his
senior year of high school. With my
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family based in San Diego and my
work in Las Vegas, it doesn’t allow for
much balance in my life. I’m always
stressing about one or the other.  

People would be surprised to know: I’m
the team captain of a competitive surf
team.  I’ve been trying to figure out a way
to turn all the industry golf tournaments
into surf contests … I can’t golf.  

Anne-Merelie Murrell
• President and CEO
• Giroux Glass Inc.
• Los Angeles

Murrell bought the
company from Louis
Giroux at the end of
1991. It was a relatively
small company, with
four office employees

and five glaziers. When the civil unrest
erupted in LA in the spring of 1992, two
Giroux clients were not geared up to
handle emergencies, Giroux stepped in.
Murrell says this became a platform to
demonstrate that the company could
take on larger jobs—and now there are
more than 350 crew members in two
(soon to be three) locations.

Hobbies: Travel, reading and time
with family.

Heroes: Margaret Thatcher, former
English Prime Minister, for her leader-
ship, command of the English language,
decisiveness and character. Pete Carroll,
USC football coach, for his concern for
his team and community, his enthusiasm
and energy, his strategies as a leader and
a coach of a winning team.

Business challenge: As Giroux has ini-
tiated an employee stock ownership
plan, it is exciting to witness the leader-
ship of our partners developing individ-
ual management strengths and growth
of the company for the years ahead.

Industry fear: There is always a con-
cern that we are qualified, knowledge-
able, financially stable, diversified and
that we will always have a strong place
in the construction market, meeting
any adversities. Of primary concern is

the welfare of our total Giroux crew
along with the hope that we have always
performed to the satisfaction of our
clients.  

Personal challenge: Time. Having the
exhilaration of having a balanced life
with personal family, community and the
wonderful Giroux family ...

People would be surprised to know: The
Murrell life is pretty much an open book
with few surprises. 

John Myers
• Vice president of flat glass sales
• Gardner Glass Products (GGP)
• North Wilkesboro, N.C.

Myers started
at Gardner Glass
Products in 1987,
moving from
customer service
to sales territory,
regional sales
manager, vice
president of sales
and, in 2008, senior vice president of
Dreamwalls sales group.

First job: I started at Gardner Glass
Products directly out of East Carolina
University.

Hobbies: Golf, cooking and Boy
Scouts—all of these done jointly with
my two sons.

Business challenge: My biggest chal-
lenge is staying focused on being the
best mirror and specialty glass supplier
in the industry to our customers, while
generating a positive bottom line for our
stockholders and all GGP employees.

Industry fear: My fear is that so many
in our industry put blinders on to all of
the increases that we face: natural gas,
fuel, raw materials and, without going
on, all overhead costs. We have to be
able to pass this along fairly to our cus-
tomer base. No one should make busi-
ness decisions based on emotions.

Personal challenge: Keeping the
Dreamwalls sales and marketing team,
including myself, focused on delivering
value to our customers and not falling

into a commodity mindset ...
People would be surprised to know: I

truly enjoy the decorative glass and
mirror industry, even in these chal-
lenging times. 

Greg Oehlers
• Sales manager
• Vitro America
• Memphis, Tenn.

Oehlers started
in the industry in
1973, and, for all
of those 35 years
has been involved
with the architec-
tural segment of the business. He has
worked both domestically and interna-
tionally and has been part of some
landmark projects. 

First job: My first industry-related
job was working summers in a test lab.
I was given the task of dew pointing IG
units that had been subjected to accel-
erated weathering. 

Hobbies: I enjoy playing golf. How-
ever, it will remain a hobby on the basis
of how well I play. I enjoy reading and
problem solving. Family time is ex-
tremely important to me.  

Heroes: Everyday people of high in-
tegrity and those who give of them-
selves to help others without the need
of acknowledgement are very high on
my list.  

Business challenge: The continuing
education and/or training and devel-
opment of the people in our industry.  

Industry fear: For some reason youth
has not been drawn to our industry. I
fear the long-term impact that this may
have for our industry.

Personal challenge: I struggle keep-
ing up with all of today’s latest and
greatest communication technology
and the accessibility that it affords.  

People would be surprised to know:
That I was once a middle school
teacher of math and earth science.  
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William F.
O’Keeffe Jr.
• President and CEO
• O’Keeffe’s Inc.
• San Francisco

O’Keeffe started out
installing skylights in the

early ’50s with O’Keeffe’s Inc. During his
ownership and presidency, a number of
high-profile projects were completed. In
1971, he helped Gene Toffelmier design
the Santa Clara Civic Center, the first
curtainwall built to withstand seismic
forces to a 9.6 magnitude registered on
the Richter scale. In 1979, he traveled to
Europe and “found that they were years
ahead of the United States in fire-rated
glazing technology” and became the first
to bring this new technology to the U.S.
market. In 1982, the company started
SAFTI FIRST and became the first
American manufacturer to design and
offer clear, fire-resistive glazing systems
to the U.S. market.  

First job: My first job in the glass in-
dustry was with O’Keeffe’s Inc. in 1955. I
was installing skylights on a school in
Chico, Calif., where they were hot mop-
ping the roof with tar and the roof tem-
perature reached over 130 degrees
Fahrenheit. With those temperatures and
the pungent smell of hot tar it was no fun,
no fun at all.

Hobbies: I enjoy flying my P210; boat-
ing on the Bay and Delta in a 55-foot Sun
Seeker; travel to Mexico, Canada and Eu-
rope; and philanthropic activities such
as the Wheel Chair Foundation.

Heroes: Thor Heyerdahl, the first per-
son to cross the Pacific on a raft called
the Kon-tiki in 1947; Charles “Chuck”
Yeager, the first pilot to travel faster
than sound in 1947;  Ronald Reagan,
the 40th president of the United States;
and John McCain, the future president
of the United States.

Business challenge: Forming and
keeping a good management team and
the dedicated staff that supports them.

Industry fear: I believe that the lack
of serious interest by glazing contrac-

tors and other non-primaries in the
code change process and how that
process affects the glazing industry is
a real threat. Today, code changes pri-
marily are driven by the self-interest
of major prime manufacturers acting
under the guise of reflecting the com-
mon good for both safety and the
glazing industry. This lack of interest
can lead to serious problems for the
distributors, glass shops, architects
and other non-primes, as I predict will
be the case with the current labeling
code change. 

Personal challenge: Finding the time
and energy to maintain health, per-
sonal toys (boats and airplanes), travel
and business. Also, being able to get up
on water skis again.  

People would be surprised to know:
My age and number of marriages.

Mark Orcutt
• Vice president, performance glazings
• PPG

Industries
• Pittsburgh

Orcutt has
worked for PPG
since 1981, hold-
ing a wide range
of managerial
jobs in the com-
pany’s flat glass, commercial products,
commercial construction, automotive
replacement glass and branch distribu-
tion glass businesses, as well as a PPG
automotive joint venture.

First job: I started out at PPG as a
sales and marketing trainee.

Hobbies: Running; tennis; skiing and
reading.

Heroes:  My parents. They raised 12
children. I only have three and don’t
know how they did it.

Business challenge: For anyone in
manufacturing today, the most difficult
challenge is offsetting inflation. For pri-
mary glass manufacturers, energy
(natural gas and electricity) and raw
materials, not to mention transporta-

tion costs are having a dramatic impact
on our businesses.

Industry fear: I fear that, if we as an
industry don’t get better at articulating
the value our products deliver, we’ll be
pulled further down the path toward
commoditization.  

Personal challenge: Like so many
people today, I struggle with balancing
work and family life.  

People would be surprised to know: I
played offensive tackle on my college
football team and weighed 275 pounds
at graduation.

Max Perilstein
• Vice president of marketing
• Arch Aluminum

and Glass Co. Inc.
• Tamarac, Fla.

Perilstein got his
start in the glass in-
dustry in 1991 after
his brother con-
vinced him that this
was the best future
for him—and many USGlass readers
read all about it in the May 2008 edition
of the bimonthly column he has con-
tributed since 2000 He’s moved from in-
side sales, to his current title, and has
become a voice for the industry through
his column and popular blog. 

First job: Sports producer at WCMH-TV
in Columbus, followed by WPXI in Pitts-
burgh before making the jump to glass.

Hobbies: Family, watching sports,
blogging.

Heroes: My dad, wife Beth and kids
Natalie and Zachary.

Business challenge: Just one? There’s
way too many to have just one amongst
health care, rising costs, lack of educa-
tion in the industry and toward archi-
tects, and finding good employees.
There are many more I probably missed. 

Industry fear: The NFRC police ac-
tion will actually hit and people will be
completely blown away.
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Personal challenge: My weight—it’s
up, it’s down. It’s all around. Worse than
a rollercoaster at Disney.

People would be surprised to know:
That I am not as sarcastic and miserable
in real life that I show in my writings!

Jay Phillips
• Architectural sales
manager
• Oldcastle Glass
• Santa Monica, Calif.

Phillips joined PPG’s
Performance Glazings
business in 2001 after
eight years at its chemi-

cal and coatings businesses. His first
industry job was as architectural man-
ager in the Southeast United States,
promoting PPG products and fabrica-
tors to key construction market influ-
encers. In 2004 he became PPG’s
account manager for the Northeast. In
2007, Phillips joined Oldcastle Glass’
commercial projects group as the ar-
chitectural sales manager covering the
East Coast. In this role, he and his team
have worked with key partners on nu-
merous large projects.   

First job: At 15, I started working in
the produce department for a local
Pittsburgh grocery store. Prior to that
paid position, I spent summers work-
ing at my grandparents’ cattle farm.

Hobbies: I enjoy outdoor activities like
hiking, camping, hunting and fishing. 

Heroes: A railroader and a steelworker
are my heroes.  My dad, the railroader, and
grandfather, the steelworker, instilled
their blue-collar work ethic in me as a
young boy.  They also had big hearts and
never turned away someone in need …
Numerous people have been very impor-
tant to me and my career development. I
could fill this magazine with those who
have mentored me along the way includ-
ing Doug Zacharias of Oldcastle Glass, my
PPG friends (Ted Krantz, Mark Orcutt,
Mark Fanelli, Allan Foss, Ron Bishop, and
Kathleen McGuire), Brian Craft and Rosie
Hunter of Guardian, and Joe Krusienski

of Arch who answered many dumb ques-
tions from a glass greenhorn years ago
but never made me feel as though I was
asking dumb questions.  

Business challenge: The uncertainty
we are experiencing today within the
industry is the number one business
challenge I believe we are all facing.
Price escalation of raw materials, energy
and transportation costs combined
with the tightening of credit available to
owners and developers have created the
potential for the perfect storm.  

Industry fear: A prolonged commer-
cial construction downturn similar to
the current residential recession. 

Personal challenge: Maintaining an
appropriate work-life balance.  

People would be surprised to know: I
am directionally challenged. I’ve been
told that I couldn’t find my way out of a
wet paper bag without my GPS.

Robert Price
• Director of sales 
• J.E. Berkowitz
• Pedricktown, N.J.

Price has worked
with the company
for the past 25
years. He started in
sales covering the
greater Northeast,
and then rose up the ladder to vice
president, an officer of the company
and now director of sales for the past
five years.

First job: Intense … One year of
training in the area of cutting, temper-
ing and insulating. 

Hobbies: A little golf and less fishing.
Heroes: I think of the qualities that

my daughters have … They forgive
easily, have great resilience and see the
world as a place to enjoy and learn
about. Those are the qualities of a hero. 

Challenge: Managing inflationary cost.
Industry fear: To remain a strong and

growing company, by educating our
employees (ISO), investing in our
equipment (CNC, edging and laminat-

ing) and facility (building in Pedrick-
town). By doing so, we provide quality
product, which gives Berkowitz an
added value niche to compete domes-
tically and internationally.

Personal challenge: To remain posi-
tive and forge forward when obstacles
and rejection occur.

People would be surprised to know:
My colleagues might be surprised to
know that I see our business relation-
ship as a partnership. I care about their
business futures, as much as my own. I
would like to be seen as a “partner,” in-
stead of just another supplier.

Robin Randall
• Vice president of
marketing
• TRACO
• Cranberry
Township, Pa. 

Randall assists on
research and devel-
opment in the de-
sign of energy-related doors and
windows of the future. She is an active
member of AAMA and currently chairs
two committees focused on advancing
fenestration products.

First job: My first job in the glass in-
dustry was customer relations, where
my focus was to cultivate new rela-
tionships and grow volume with the
existing client base.

Hobbies: My hobbies include fly
fishing, tennis, golf, travel, reading
and dancing.

Heroes: Millicent Fawcett, who
founded the National Union of
Women’s Suffrage; Mahatma Gandhi;
and Thomas Jefferson.

Business challenge: Educating the
market on innovative products that
will change the market landscape as
we know it.

Industry fear: That costs will con-
tinue to compromise the pioneering
efforts to develop and deliver quality
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driven, energy efficient products to
the marketplace.

Personal challenge: There is not
enough time to realize all of my goals.

People would be surprised to know: I
am a voice-over artist.

Julie Schimmelpenningh
• Architectural 

applications 
manager

• Solutia
• St. Louis

Schimmelpen-
ningh began work-
ing for Monsanto in
1988 as a Saflex re-

search technician in Springfield, Mass.
Over the years, her function in the cor-
poration has evolved from in-house
physical testing of products, to product
design, product qualification, specifica-
tion writing, standard development and
code regulatory efforts. She’s been an ac-
tive member of industry organizations,
and is a past president of the Glass As-
sociation of North America. 

First job: My first assignment was
shooting headforms at windshields to
determine how high the head injury
criteria (HIC) would be for new prod-
ucts we were developing. Sounds
gross, but we didn’t use real heads!

Hobbies: In my spare time, I enjoy
crafts with my family, scuba diving, fly-
ing, water- and cross country-skiing.

Heroes: My family, without them I
would crumble. Outside the family I
find new heroes all the time, but con-
stants are: Dr. Seuss, Pete Conrad, Walt
Disney and Leonardo da Vinci.

Business challenge: Keeping organized
and finding time to finish everything.

Industry fear: Adoption of regula-
tions and programs that will limit the
amount of glass that can be used in a
building.

Personal challenge: Keeping up with
laundry!

People would be surprised to know: If
I told you that, it wouldn’t be a surprise!

Nick Sciola
• President and owner
• Hartung Glass

Industries
• Seattle

Sciola has
helped to grow
Hartung to one of
the largest family-
owned glass busi-
nesses in the
country in the 20 years of his ownership.

First job: Owner and janitor and sev-
eral other hats.

Hobbies: Fast cars, working out and
all sports, especially athletic horses.

Heroes: My Christian faith and my
wife are my top heroes. In the world of
glass, my hero is Larry O’Connell, chair-
man of United Glass Co.  

Business challenge: Retaining and se-
curing passionate and capable person-
nel at all levels.

Industry fear: The continuing pricing
pressure and flood of products from
China.  

Personal challenge: Balancing time de-
mands among faith, family and business.
The others are keeping up with Leon Sil-
verstein and Randy Steinberg.

People would be surprised to know:
My golf game has not improved.

Christine Shaffer
• Marketing manager 
• Viracon
• Owatonna, Minn.

Shaffer started
in the glass indus-
try 18 years ago as
a member of the
customer service
team at Viracon.
She worked as a
supervisor of its international sales de-
partment prior and later became the
product manager for Viracon’s protec-
tive glazing/security glazing products,
until her current position overseeing

marketing activities. 
First job: My first job out of college

was selling fund raising products. My
very first job ever was detasseling corn
when I was 15.  

Hobbies: I make time for golf. In ad-
dition, I strive to expose my two boys
to as many different life experiences as
possible, whether it’s travel destina-
tions, sports activities and venues or
social experiences. I also volunteer for
local community groups/activities.

Heroes: My late husband and my
mother for their perseverance, work
ethic, dedication and generosity. 

Personal challenge: It is my personal
objective to continually challenge my-
self and successfully keep “all the balls
in the air.” 

People would be surprised to know: I
don’t hesitate to put on a catcher mask
and glove when my 10-year-old wants
to practice his pitching. He can really
throw some heat. 

Leon Silverstein
• President and CEO 
• Arch Aluminum and

Glass Co. Inc. 
• Tamarac, Fla.

Silverstein is a
four th-generat ion
member of the glass
industry. He began
working for his father
at Arch after graduating from high school,
working his way up through the ranks to
his current position as president and CEO.

First job: My first full-time job after
graduating from college was at Arch; I
was Arch’s first over-the-road truck
driver for 2 years.

Hobbies: Basketball, boating and ad-
venture travel.

Heroes: My dad, for starting Arch at
43 years old with two kids in college.

Business challenge: Growing Arch and
keeping the culture that has made us
successful.  

Industry fears: Letting organizations
like the NFRC screw up the industry.
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They would make doing business a lot
more complicated for our customers.

Personal challenge: Learning how to
relax and slow down.

People would be surprised to know: I
am not very tough. I don’t think I have
ever fired an employee.

Ken Smith
• President 
• ASI Ltd.
• Indianapolis

Smith says “the
glass industry has
been my life.” Hav-
ing grown up in the
glass industry, he’s

done nearly every job. Currently he is run-
ning a contract glazing business in a
major growth stage, particularly since its
recent joint venture with PGT Industries
in the sales and marketing of custom
unitized curtainwall.

First job: I started working for my fa-
ther’s (Walt Smith) business, Smith Glass,
in Louisville, Ky., in 1975.  I started out as
an apprentice glazier … The camaraderie
and personal feeling of accomplishment
after a tough job was completed is some-
thing I never have forgotten.

Hobbies: I enjoy watching most any
sports on TV or in person. I guess it is
just the competition. I also jointly own
a NASCAR Craftsman Truck Series race
team that activates our motorsports
marketing program at ASI, Limited …
My wife (Cheryl) has made me a better
person as well by making me take time
away from the business traveling and
exploring our country.

Heroes: The two people I looked up to
most have been my parents, Walter and,
(now deceased) Frances Smith. They
started a business in 1962 and raised a
family of eight. Through my formative
years, I witnessed their hard work and sac-
rifice, yet they never compromised morals
and the needed support and guidance …

Business challenge: Maintaining profit
margins on our growing backlog of com-
plicated projects. Our management team

is constantly developing internal controls
and systems that will stream timely and
vital information. If we want to continue
to grow our business we must expedi-
tiously grow a talented staff …

Industry fear: Talent and training. The
industry is growing at a faster pace than
the current infrastructure can support.
More complicated system are being de-
manded by designers and engineers. As
an industry we need more field appren-
tice training with current design param-
eters and more industry specific project
management … Famous ex-Washing-
ton Redskin coach George Allen once
said, “The future is now.” I believe this
and we, as industry, must continue to
find ways to allow this growth. If capac-
ity is exceeded, the design groups will be
forced to alter the use of our products.  

Personal challenge: Balancing my work
and personal life. I tend to be a workaholic,
which only comes natural doing some-
thing I enjoy as much as I do this indus-
try. As the company has grown, I find ways
to ratchet my hours and workload …

People would be surprised to know:
About ten years ago I traveled the Mid-
west racing professionally in open wheel
formula cars and shifter karts. A few close
calls made me rethink this competitive
side and influenced my decision to enter
the ownership side. It does not offer the
same rush, but not the risk either.

Ron Spellich
• Director of quality
• Oldcastle Glass
• Santa Monica, Calif.

Spellich began his career in the glass
industry with Libbey Owens Ford in
1988. Since then he’s spent time work-

ing for TRACO, Harmon Ltd. (Enclos)
and now Oldcastle Glass.  

First job: My first job in the glass in-
dustry was as a technical specialist. I
was responsible for supporting sales by
developing architectural specifications
(matching products to project require-
ments). LOF provided outstanding
training and experience that provided
a solid foundation for my career in the
glass industry. 

Hobbies: My hobbies, hunting, fishing,
camping and golf, allow me to spend time
with the people I love—family and friends. 

Heroes: My grandparents and my
parents. I believe their character is built
into my DNA—and I’m thankful for it.

Business challenge: Time management. 
Industry fear: One of my concerns is

that poor succession planning will
weaken the industry, making it less pre-
pared to compete, resulting in a loss of
job opportunities. Young people repre-
sent the future and I believe that we
must raise our level of commitment to
attracting and retaining talented people.  

Personal challenge: Being a single
parent with three children. 

People would be surprised to know:
I’m an Eagle Scout.

Mike Turner
• Vice president of

marketing 
• YKK AP America
• Austell, Ga.

Turner has been in
the industry for 16
years in a variety of
roles including design,
project management, engineering, in-
formation technology, trade associa-
tions and marketing.

First job: I started out in a great learning
position—drafting major project work.

Hobbies: Woodworking, fishing and
golf.

Heroes: I would define my grandfa-
ther and father as my heroes. They have
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each taught me valuable skills such as
patience, hard work ethics and me-
chanical skills.

Business challenge: Currently, the speed
of certification programs being imple-
mented in our industry is very fast. State
and local product approval systems, ther-
mal performance certifications and en-
vironmental programs are all having an
impact on how we market and manage
technical information. With the variety of
ways that our industry distributes and in-
stalls products, these programs can get
very complex. These programs require us
to take a new approach in management
and affect many aspects of our business.
Participation in our trade associations
helps me to stay informed. 

Industry fear: One fear is that a ran-
dom act of terrorism could have a detri-
mental effect on our entire industry as
it did in 2001. Fortunately, I believe our
country is resolute. I believe that we can
bounce back quickly with even more
vigor when faced with these challenges.

Personal challenge: I have a relatively
large family that includes four children.
I am a very involved parent and coach
many of their sports teams, participate
with them in scouting and try to attend
every event they are involved with. One
can imagine that the time dedicated to
these activities is quite a lot…

People would be surprised to know: I
find that most people are surprised that
I’m a pianist. My grandmother was a
piano teacher and lived next to me
growing up. 

Kris Vockler
• Vice president 
• ICD High 

Performance 
Coatings

• Vancouver, Wash.

Vockler got involved
with the glass industry
more than 25 years ago

through her father Larry Vockler, as “lis-
tening to business at the dinner table
was a nightly event.” For ten years, Vock-

ler has worked at the company creating
coatings for glass, handling technical is-
sues and working with customers. She
now serves on the board of directors of
the Glass Association of North America
(GANA) and as the chair of GANA’s Dec-
orative Division. She is now serving as a
columnist for USGlass magazine’s sister
publication Decorative Glass magazine. 

First job: My first job was as a chemist
for ICD. My father didn’t really want me
to work for the family business because
he didn’t want to worry about others
thinking I had special favors. I begged
and tried to prove myself; eventually I
was able to show my value and I’ve
been with the company ever since.   

Hobbies: I’m a pretty varied person,
but my hobbies as of late have been: fly
fishing, woodworking, geeky computer
stuff like blogging, and playing with
roasting my own coffee. Also I’m a big
reader and lover of foreign and inde-
pendent films.

Heroes: My father, who has a brilliant
mind and is a true entrepreneur; my
mother for never giving up on me when
I was a dyslexic child and for being the
best positive role model; my grandfathers
who taught me to be compassionate and
have a civic mind; and Madeline Albright,
a true statesman for our country, a
woman, and a great diplomat for the U.S.

Number one business challenge: For
me the biggest challenge in business is
people, leading people to all go in the
same direction and leading people to
become their true potential. Although
it’s a challenge, it’s one of the most im-
portant parts of business and the most
rewarding. Many won‘t do it because it’s
so hard but it leads to the number one
reason why businesses fail in my mind.
A close second would be not having
enough time in a day.

Industry fear: My biggest fear in rela-
tion to the industry stems around mis-
representation and false marketing (a
problem for all industries). Many prod-
ucts use marketing to say they are as
good as ones that really are good to use.
Issues arise and cause headaches for
many people. How is this fear miti-

gated? By having organizations such as
GANA that protect the industry.

Personal challenge: Besides figuring
out how to constantly lead and inspire
people, attempting to keep myself in-
spired and innovating business and
products. There is no such thing as
coasting in either, as a leader one must
keep innovating herself toward inspir-
ing and leading.

People would be surprised to know:
Only because it seems to come from left
field, I am in the middle of looking for
a child through the adoption process.

Stephen Weidner
• Vice president of sales and marketing 
• Pilkington

North
America

• Toledo, Ohio 

Weidner has
had a myriad
number of jobs
over the last 28
years in the
glass industry. He started in an inside
sales capacity before moving to a fabri-
cation facility to contract glazing man-
ager to sputter coated sales to running
a float plant. He currently serves as a
board member of the Glass Association
of North America. 

First job: I started work in the indus-
try with PPG in 1980 at a flat/auto glass
distribution location in Harrisburg, Pa.
My manager, Jim Duke, made sure he
exposed me to literally everything from
unloading trucks to cutting glass. The
practical hands-on experience I
learned has paid enormous dividends
over the years.

Hobbies: I enjoy reading and any-
thing athletic. I still run and work out
on a daily basis. I also enjoy hiking and
climbing.  

Heroes: I’ve been reading a number of
biographies about our nation’s founding
fathers.  Individuals such as Benjamin
Franklin, Alexander Hamilton, George
Washington, John Adams, etc. are very
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intriguing in how they persevered
through adversity and personal risk to
follow a vision through to the end.

Business challenge: Finding, attract-
ing and mentoring the next generation
of industry leaders. It’s nice to look over
the industry and see a number of
names and faces whom I’ve had a hand
in mentoring over the years.  I hope to
see many more before I retire.

Industry fear: Our industry operates
with somewhat of an inferiority com-
plex. We, as an industry, have a difficult
time achieving the rates of returns
needed to justify investment and growth.  

Personal challenge: Balancing work/life
issues. I’ve been a single father raising
three wonderful daughters for the last
several years. My eldest daughter, Laura,
has recently graduated from the Univer-
sity of Michigan and my other two
daughters, Lisa (Owens College) and
Anne (West Virginia University) are still
on my payroll. If you were to ask them,
I’m sure they would complain that I
haven’t spent nearly as much time with
them as they, or I, would have liked. I also
don’t have the feminine touch/finesse
that young ladies need during their de-
velopmental years. Given the demands of
work and the tremendous amount of
travel that is required, this work/life bal-
ance has been very challenging to say the
least.  Fortunately I’ve been blessed with
help from friends, family and co-workers
who have understood my quandary.

People would be surprised to know: I’m
actually an introvert who has learned to
be a good actor over the years.

Rick Wright
• Director of technical services

• Oldcastle Glass
• Santa Monica, Calif.

Wright started his
career in the flat glass
industry as hot end
shift foremen in float
glass production for CE
Glass in Cinnaminsion,
N.J. He advanced to hot

end superintendent before going into
the technical support side of the busi-
ness as glass technologist. When the
Cinnaminson plant was sold, he moved
into solar glass research and develop-
ment in St. Louis for the company.
When Hordis Brothers purchased CE
Glass, he moved into glass fabrication
technical services; the company later
became part of HGP Industries,  which,
in turn, became Oldcastle Glass. 

First job: Ceramic research for Boe-
ing Aerospace in Kent, Wash.

Hobbies: Fishing, basketball, ping-
pong and the great outdoors.

Heroes: Our military personnel on
the front lines.

Business challenge: Providing
world-class technical support to all
major players in the building enve-
lope industry.

Industry fear: Trade associations will
become less productive as the number
of technical people attending meetings
and volunteering to work on technical
projects decreases.

Personal challenge: Finding the time
to assist everyone requesting my help.

People would be surprised to know: I
was the first All-American fencer for
Pennsylvania State University.

William Yanek
• Executive vice president
• The Glass

Association of
North America
(GANA) 

Yanek has just
completed his
first year at
GANA, on March
1. Prior to join-
ing GANA, he worked as an attorney,
consultant and lobbyist in the real es-
tate industry.  

First job: My first job out of college
was as an army field artillery officer.

Hobbies: Reading, running and
coaching youth sports.

Heroes: My parents, Teddy Roo-

sevelt and Harry Truman.
Number one business challenge: The

regulatory environment for GANA
members is becoming increasingly
complex and challenging. Hopefully,
GANA can provide the expertise and
tools so our members can proactively
address this environment and thrive. 

Industry fear: Energy-related regu-
lation and legislation being enacted
during a slow economy.

Personal challenge: Making sure I
prioritize time for my wife, Jacey, and
sons William and Jackson.  

People would be surprised to know:
Growing up I dreamed of becoming
an archaeologist.

Stanley Yee
• Building enclosure consultant 
• The Façade

Group LLC
• Portland, Ore. 

Yee has spent his
entire professional
career in the glass
industry, most of it
learning the trade
in Asia where he worked with a start-up
curtainwall contracting firm. Working
his way up the ranks from design/pro-
ject coordinator to estimator and assis-
tant sales manager, he later went to work
for Josef Gartner in its Hong Kong office.
At The Facade Group he now works with
architects, advising on system selection,
material selection, research, document
peer review, shop drawing review,
mock-up/field testing observation and
field installation observation. He also
helps general contractors to augment
their quality assurance programs and
provides curtainwall contractors with
shop drawing/engineering support and
new system development.

First job: My first job in the glass in-
dustry was with a curtainwall/external
cladding contractor in Hong Kong. I
worked as a design/project coordinator

continued on page 86
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where I received numerous eye-open-
ing lessons and experiences regarding
fast-track construction, government
bureaucracy and working internation-
ally with U.S.-based providers (for cur-
tainwall framing, glass, granite and
shop drawing/engineering). Amazing
how much things have changed since I
started in this business!

Hobbies: I picked-up golf a few years
back. I enjoyed it while I was still prac-
ticing, but then things started to get a
little busy and I have been trying to re-
turn to it ever since.

Heroes: My parents are the ones who
demonstrated to me that a consistently
sound work ethic will prevail and that
hard work counts and will more often
than not open doors to more opportu-
nities than one can imagine—if one is
looking and knows how to embrace
them. Admittedly, they did not sit down
with me with a “playbook.” As kids, we
simply watched it unroll before our eyes
and essentially it was more like my par-
ent’s own brand of “leadership by ex-
ample.” … I have grown to understand
their sacrifices to provide us with the
tools to see the paths available and
work to reach the other side.

Business challenge: Convincing the
collective community that the building
enclosure is akin to a component of liv-
ing organism and that to achieve higher
performance and energy efficiency, it
must work in conjunction with other
building systems.

Industry fears: That we fail as a col-
lective to address the larger societal
problems of energy independence and
improving our built environment—for
the right reasons: sustainability and re-
sponsible growth.

Personal challenge: Finding enough
hours in a day to accomplish what I
would like to accomplish—at both the
professional and personal levels. I enjoy
what I do. It unfortunately has a ten-
dency to consume a little more of me
(and my time) that it should. Maintain-
ing the right balance with my own life
and family is a serious challenge.

People would be surprised to know: I

actually entered the workforce in bad
economic times in Canada. We were in
what seemed like a never-ending reces-
sion and building/civil/construction
engineering jobs were in very short
supply. As a back-up plan, I enrolled to
continue studies for a second degree—
a bachelor’s of arts major in urban
studies. I also interviewed for and was
accepted into the School of Community
of Public Affairs. This was essentially
paving a path towards law school in the
event the ongoing recession should
continue to keep me out of the work-
force. To think, I almost became a
lawyer, or worse, a politician!

Thomas S. Zaremba
• Partner
• Roetzel & 

Andress
• Toledo, Ohio

Zaremba has,
for the last 18
years, provided
consulting serv-
ices to various

segments of the fenestration industry
involving all aspects of the structural,
fire safety and energy conservation
codes and standards governing the use
of architectural glass throughout the
United States. He’s a member of count-
less organizations, including the Inter-
national Code Council, the National
Fire Protection Association, the Na-
tional Fenestration Rating Council, the
ANSI Z97.1 accredited standards com-
mittee, the Glazing Industry Code
Committee and the Alliance for Fire
and Smoke Containment and Control.
He’s also a founding member of the
Advanced Building Coalition.

First job: My first job was on a factory
assembly line where I cut sheets of an-
nealed glass to fit into aluminum storm
doors. Of course, this was five years be-
fore the CPSC banned the use of an-
nealed glass in doors. 

Hobbies: I ride an 1800 VTX (V-Twin
Xtreme) motorcycle all summer long. I

also walk 30 minutes a day. I love jazz
and Toledo is home to Murphy’s, which
is the “world headquarters” of jazz as
far as I’m concerned. I’m also a big Mud
Hens fan and usually get to 10 or 12
games every season.

Heroes: My heroes are John F. Kennedy
and my four kids (Shenendoah, Sierra,
Amanda and TJ), all working to make it
through the worst economic conditions I
have ever experienced.

Business challenge: My greatest busi-
ness challenge is to keep consulting fees
as low as possible in the face of ever-es-
calating levels of building code activi-
ties, especially in the areas of balanced
fire protection and energy conservation.

Industry fear: My greatest fear for the
industry is that “energy conservation”
will become a “mantra” to constrict,
rather than foster, competition in the
marketplace. To increase the stringency
of the energy codes, while maintaining
a free market economy, the use of alter-
native paths is critical. Alternate paths
increase the number of products avail-
able in the marketplace to comply with
prescriptive energy code provisions.
That, in turn, increases competition be-
tween complying products, which, in
turn, reduces their cost. When the cost
of complying products comes down, en-
ergy-efficient building construction be-
comes affordable. Without alternate
paths, prescriptive paths simply reduce
the number of products capable of com-
plying with the energy codes, which, in
turn, creates product monopolies, which
raises prices and renders energy-effi-
cient buildings unaffordable.

Personal challenge: My greatest per-
sonal challenge is to make enough time
available to teach my much younger as-
sociates to love glass and the consensus
process used to develop the building
and energy codes as much as I do.  

People would be surprised to know: My
colleagues may be surprised to know
that I have (and love beyond description)
FOUR wonderful grandchildren:  Austin
Jonathon Insco, age 5; April Anne Insco,
age 3; Madison (“Maddy”) Extine, age 3;
and Layla Extine, 18 months.  ■

The 50 Most Influential
continued from page 85
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No Matter What The Style!

Consistency Always Matters…

© 2007 Nordson Corporation

Consistency of primary and secondary seal
dispensing is simple with Nordson’s new
DuraDrum™ IG bulk melter.

Specifically developed for insulated glass
manufacturing, DuraDrum IG melters use
gear pumps and metering capability for
consistent seal application from front
edge to back edge of each spacer.

Use of the gear pump eliminates the need
for compensators or regulators used with
piston pumps. And, the all-electric, seal-less
pump design simplifies maintenance while
providing easy operation.

Whether you are using automated, 
semi-automated or manual systems,
DuraDrum IG bulk melters simply and 
easily improve the accuracy and 
repeatability of seal
application. So, 
consistency is 
simple.

Contact Nordson® today to see how the
DuraDrum IG bulk melter can help you
improve insulated glass seal consistency.
Please call 800-683-2314 or visit us at
www.nordson.com.

When you expect more.®

VISIT US AT GLASSBUILD AMERICA, BOOTH #1664

http://www.nordson.com


glass
Booth #2526: PPG Expands Tints and Coating Options 

All of Pittsburgh-based
PPG’s tints from the
Oceans of Color collec-
tion are now offered with
Solarban 70XL or Solar-
ban 60 solar control, low-
E coating on the second
surface of the glass. In
addition to providing im-
proved environmental
performance, the avail-
ability of second-surface
coated tints expands aes-
thetic options.  

The company also has introduced Duranar powder coatings for architectural
metals, an extension of the existing line of Duranar liquid coatings for monu-
mental architectural applications such as building panels, curtainwalls and store-
fronts. The Duranar powder coatings are formulated with extensively screened
color pigments to yield performance and durability. The powder coatings are ap-
plied using a proprietary, multi-coat system with a primer and a hard powder-
film topcoat to deliver unequalled protection, adhesion and colorfastness, even
in extreme environments.
❙❙➤ www.ppgideascapes.com
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GlassBuild America is Just Around the Corner

Glass companies are gearing up to

head to Las Vegas for GlassBuild

America 2008. The exhibition,

scheduled to take place October 6-

8 at the Las Vegas Convention

Center, is known for its extensive

show of products, although some

educational opportunities also are

available (see Schedule at a Glance

on page 89). Whether or not you

make it to the show, USGlass will

make sure you get information on

emerging new trends and products,

starting with the product spotlight

on the next 28 pages.

Glass Companies 
Get Ready
for Vegas

http://www.ppgideascapes.com
http://www.usglassmag.com


Booth #3240: From
Functional to Fanciful  

Dlubak Corp. in Blairsville, Pa., will
display quite a range of prod-
ucts in its booth this year.
Among the spotlighted items
will be its commercialized
RF/IR attenuating glass, which
offers full spectrum protection
in areas of electronic eaves-
dropping, wireless secu-
rity, electromagnetic
interference, elec-
tromagnetic pulse,
blast hazard con-
trol, solar energy
rejection and ultra-
violet protection. 

The company
also will showcase heavy laminated glass for ballistic, blast mitigation, security
and tactical glass applications, as well as decorative glass—both curved and
flat—that can be used in designs from skylights to interior office partitions. 
❙❙➤ www.dlubakglass.com
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Schedule at a Glance
Sunday, October 5
8 a.m.–4 p.m. Exhibitor Registration Open

Monday, October 6
7:30 a.m.–4 p.m. Registration Open
8 a.m.–12:15 p.m. Architects of a Better Mind

Presented by the American Architectural Manufacturers 
Association – separate registration required 

10 a.m.–5 p.m. Exhibit Hall Open 
2:30 p.m. Live Impact Demonstration

Sponsored by the Glass Association of North 
America and presented by HTL Architectural Testing Services

5:30 p.m.–7:30 p.m. Welcome Cocktail Reception at the Las Vegas Hilton 

Tuesday, October 7
7:30 a.m.–8:30 a.m. Registration Open
8 a.m.–12:15 p.m. Architects of a Better Mind

Presented by the American Architectural 
Manufacturers Association – separate registration required

9 a.m.–10:30 a.m. Window and Door Seminar: States of the 
Window and Door Industry

10 a.m.–5 p.m. Exhibit Hall Open
10:45 a.m.–1 p.m. Window and Door Seminar: What Do Homeowners 

Want in Environmentally Responsible Windows
11 a.m. and 2:30 p.m. Live Impact Demonstration

Sponsored by the Glass Association of North America 
and presented by HTL Architectural Testing Services

Wednesday, October 8
8 a.m.–3 p.m. Registration Open
9 a.m.–10:30 a.m. Decorative Glass Seminar: Options 

and Trends in the Market
10 a.m.–4 p.m. Exhibit Hall Open
10:45 a.m.–12 p.m. Retail Glass Seminar: Marketing That Works

Visit USGlass in 
Booth #310

There’s a lot of ground to cover in
these three days. For information on
the hottest new trends and prod-
ucts, stop by booth 310 to talk with
USGlass magazine. While you’re
there, be sure to pick a copy of the
expanded version of the new Deco-
rative Glass magazine that ap-
peared in the August 2008 USGlass.

http://www.dlubakglass.com
http://www.usglassmag.com
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Get Ready
continued from page 89

Booth #509: A
Smorgasbord of
Metalcrafts 

Architectural metal fabricator Qual-
ity Metalcrafts LLC in Ramsey, Minn.,
will display a sampling of the products
it supplies, including plate and com-
posite wall panels and column covers,
sunshades, canopies, standard and cus-
tom fabricated parts. The company also
fabricates materials such as aluminum,
stainless steel, copper, zinc and steel.  
❙❙➤ www.qmcrafts.com 

metal
Booth #1320: SAF 
West Adds Column 
Cover Fabrication

Attendees from the Las Vegas area
and other Western states may be inter-
ested to know that Atlanta-based
Southern Aluminum Finishing Co. Inc.
(SAF) has added custom column cover

fabrication to it’s SAF West branch in
Redding, Calif. These customers now
may order custom column covers, in-
cluding square, elliptical and conical
shapes, directly from the SAF West
branch. 
❙❙➤ www.saf.com

Booth #826: YKK AP Sees Green
Anyone interested in green products will want to check out Austell, Ga.-based

YKK AP’s Cradle to CradleSM(C2C) certified ThermaShade™ sunshade system. 
C2C certification evaluates the eco-effectiveness of a product by assessing

the materials used in its production as well as the production process itself. In
its evaluation of building projects for LEED® certification, the U.S. Green Build-
ing Council offers credits specifically for C2C certified products. 

According to YKK, the ThermaShade sunshades optimize the use of natural
daylight, reducing energy costs and improving the comfort level for building
occupants. 
❙❙➤ www.ykkap.com

resources
Booth #1934: Sharing the Sustainability Message 

As part of Edgetech University, Cambridge, Ohio-based Edgetech I.G. Inc. will
welcome into its booth representatives from the Insulating Glass Manufactur-
ers Association and the National Fenestration Rating Council, among others, to
provide information on energy efficiency and sustainability. Expert resources for
ENERGY STAR® updates in the U.S. and Canada also will be on hand. As part of its
green message, the company will feature its Super Spacer SustainaView™ win-
dow technology.

Featured products at Edgetech’s booth will include the Eco Coat® glass protec-
tion system; the UVEKOL® glass laminating system; IntelliClip® muntin end clips;
and the enhanced E-Z RAD™ grid placement table.
❙❙➤ www.edgetechig.com

Booth #310 and 1232: GANA’s GIBs Speak Volumes
The latest publication from the Glass Association of North America (GANA)

is actually a compilation of earlier publications. GANA’s Glass Informational
Bulletins, Volume One includes the first 20 Glass Informational Bulletins (GIB)
released to the industry from the technical experts within GANA, as well as an
updated version of the Designing Considerations for Laminated Glazing Appli-
cations GIB not previously released.
❙❙➤ www.glasswebsite.com continued on page 92
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Tired of getting bullied?

Let our durable pyrolytic coatings help soften the blow.

Shorter lead times
Improved yields
No edge deletion
No fabricator program
Design flexibility
Lower replacement costs

Quicker replacement glass
Solar Control
Lower costs
Glare control
Durability
Energy efficiency

Pilkington Eclipse AdvantageTM Low-E (available in six colors) , Energy AdvantageTM Low-E, Solar-ETM Low-E, ActivTM Self-Cleaning Glass, 
Mirropane T.MTM Transparent Mirror, and OptiViewTM Anti-Reflective Glass. 

www.pilkington.com/na
800 221 0444

VISIT US AT GLASSBUILD AMERICA, BOOTH #2256

http://www.pilkington.com/na


Booth #3238: Major
Tested, Florida-Approved

Major Industries in Wausau, Wis., has
announced that its Guardian 275®
translucent curtainwall has been ap-
proved by the Florida Building Com-
mission for use in the Florida
construction industry (FL10280). 

In order to receive approval, the cur-
tainwall had to withstand a variety of
missile impact, water and air infiltra-
tion and pressure load tests. With its
unique sandwich panel design and use
of high-performance materials, the
curtainwall offers strong protection
against hurricane-force winds and fly-
ing debris. 
❙❙➤ www.majorskylights.com

adhesives and sealants
Booth #2366: Capital
Tape Stays Tacky 

Capital Tape in Cleveland has a full
line of glazing tapes, many of which will
be on display. For instance, the com-
pany will highlight its 5200 Series,
which was developed due to demand
for higher peel adhesion and tack to
surfaces such as PVC profile, aluminum
and wood frames. 

Glazing tapes for hollow metal glazing
and storefront, available in a range of
thicknesses, and spacer tapes, both ure-
thane and PVC, for glazing curtainwall
also will be displayed. 
❙❙➤ www.capitaltape.com
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Get Ready
continued from page 90

depths, and as captured or silicone
structure glazed systems.

In addition, 6250 or 8250 Series Su-
perWall systems contribute to energy-
efficient, green building designs,
achieving U-Factors as low as 0.44
BTU/hour-square-foot-F with frame
condensation resistance factor of 67
to 78. 
❙❙➤ www.wausauwindow.com

curtainwall 
Booth #1034: 
Customize with Kawneer’s
PG Unitwall™

As a part of Norcross, Ga.-based
Kawneer Co. Inc.’s range of unitized
solutions, 2500 PG Unitwall™ is cus-
tomizable to fit the unique conditions
of each project and available in stock
lengths, fabricated, pre-assembled
and glazed.

2500 PG Unitwall™ incorporates a
continuous thermal separator to help
reduce heat gain or loss and save en-
ergy. It also offers a back pan option to
hold insulation in the spandrel area.
The curtainwall is available in four glaz-
ing options: four-sided captured, two-
sided SSG (vertical and horizontal) and
four-sided SSG. 
❙❙➤ www.kawneer.com
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Booth #2518: 
Wausau Supplies 
a Super Fast Wall 

Wausau Window and Wall Systems
in Wausau, Wis., will display its Super-
Wall systems, which now are available
with three-week shipping for standard
systems. With a palette exceeding
30,000 color choices of durable,
painted or anodized finishes, these
curtainwall and window wall systems
are offered in 6.25- or 8.25-inch

http://www.majorskylights.com
http://www.kawneer.com
http://www.wausauwindow.com
http://www.capitaltape.com
http://www.usglassmag.com
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Booth #2014: 
Wojan Windows Are 
Now AAMA Rated

Wojan Window & Door Corp. in
Charlevoix, Mich., has announced that
several versions of its 4500 and 4600
Series aluminum windows are now
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Booth #2113: Varying
Levels of Protection

St. Paul, Minn.-based 3M now
offers three levels of protection
from impacts. The company’s im-

pact protection adhesive is ap-
plied around the frame and
bonds glass, window film and
frame together, improving pro-
tection. Those seeking the high-
est level of protection should
consider the impact protection
profile, a flexible gasket-style at-
tachment that bonds the filmed
window and frame by incorpo-
rating 3M’s VHB tape. Accord-

ing to company officials, this
high-performance tape uti-

lizes a strong, pressure-
sensitive adhesive

and lends a clean,
finished appear-
ance to a window.
❙❙➤ www.3m.com

Booth #2303: 
Venture Tape Corp. 
Sticks with Acrylic 

Venture Tape Corp. in Rockland,
Mass., has introduced a new flashing
tape to replace rubber-based products.
VentureFlash 800 is a three-ply, zero-
perm laminate coated with a special
cold weather acrylic pressure-sensitive
adhesive system. It combines quick-
stick at normal temperatures with
strong performance below freezing. 

VentureFlash 800 is self-adhering
and has a moisture and vapor barrier
to fight mold, mildew and decay. 
❙❙➤ www.venturetape.com

doors and windows
Booth #2626: EFCO Opens a New Thermal Door 

EFCO Corp. in Monett, Mo., designed its new 5XPT thermal high-performance
sliding glass door for use in high-rise condominiums and hotels. The 5XPT in-
corporates the company’s E-Strut® thermal barrier, which enhances energy sav-
ings and condensation resistance. It accommodates glazing up to 1 5⁄16 inches.

The 5XPT also meets standards for appearance and security as it is designed to
use impact-rated glass products.  
❙❙➤ www.efcocorp.com 

Booth #2208: Quaker
Windows Fit in Historical
Applications

Among the latest offerings from
Quaker Window Products Co. Inc. in
Freeburg, Mo., is the 8100 Series alu-
minum hung window. The heavy-duty
product, which carries an HC-40 rating,
can be used in a multitude of applica-
tions. With its specially designed sight-
lines, the company says that the unit is
a good fit for hard-to-do historical
replication projects.

The company’s new 580 Series and
620 Series aluminum patio doors have
ratings of C-40 and HC-45 respectively.
Both are available with or without nail-
ing fins so that they can be incorpo-
rated into almost any type of
commercial application.
❙❙➤ www.quakerwindows.com 

Booth #3036: It’s
Opening Night for Ramco 

Reliable Architectural Metals Co.
(Ramco) in Detroit is really opening up
doors and windows for the entertain-
ment and restaurant industry with its
new Café Style line. The company’s
commercial-grade aluminum doors
and windows can be folded inward or
outward to bring the outdoors in. 

The units are custom manufac-
tured to specific size and color
needs. According to the company,
they are easy to install, virtually
maintenance free, easy to operate
and secure.
❙❙➤ www.ramcometals.com

http://www.3m.com
http://www.venturetape.com
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Architectural Aluminum Systems 
Entrances + Framing
Curtain Walls
Windows     

kawneer.com

Kawneer’s 2500 PG UnitwallTM gives you the flexibility to 
complete your projects faster while saving labor costs. So, no
matter what route you take — be it stock length, fabricated or 
pre-assembled and glazed — we’ll get you there. To learn
more about our unitized solutions visit Kawneer.com.

See us at booth 1034

YOU CHOOSE THE ROUTE. WE’LL GET YOU THERE.

Kawneer’s 2500 PG UnitwallTM.
A unitized solution the way you want it.

© 2008 Kawneer Company, Inc.

http://Kawneer.com
http://kawneer.com


Booth #2832: Relax with
Dorma’s New TENSOR

DORMA Glas in Millersville, Md.,
now offers TENSOR, a double-action
hinge for glass doors. The device re-
turns the door to closed position by the
action of the hinges alone, without the
use of a recessed floor or overhead
closer. 

At 90 degrees, the TENSOR system
holds the door firmly and securely in
position. Once pushed in the closing 

direction, the spring mechanism of the
TENSOR fitting takes over, operating
from an angle of 80 degrees.
❙❙➤ www.dorma-usa.com
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AAMA Architectural rated.
The 4500/4600 models were put

through their paces at an independent
certified lab, which tested them accord-
ing to standard AAMA/WDMA/CSA
101/I.S.2/A440-05. All of the series’ win-
dows feature a 2-inch frame depth, with
mulling and sub-frame options to meet
any design criteria. The integral
mulling/stacking system provides an un-
limited selection of multi-window con-
figurations within a single master frame.
❙❙➤ www.wojan.com

Booth #2174: Green is More than a Color at Truseal
Truseal Technologies Inc. in Solon, Ohio, is going green in several ways at

GlassBuild. For starters, the company will spotlight its Envirosealed Windows™
campaign, which is intended to simplify the environmental messaging for win-
dow manufacturers by highlighting the benefits of thermally efficient spacers.
It is available to any window manufacturer using the energy-efficient Dura Plat-
form spacer system, consisting of Duralite™ and Duraseal™. 

The company also invites attendees to stop by the seminar it is sponsoring,
“World Going Green: What Do Homeowners Want in Environmentally Respon-
sible Windows?” The seminar will feature video clips from a pre-taped home-
owner focus group, followed by an on-site panel discussion. 

Of course, if that isn’t enough of a draw, visitors to the booth can also stop
by to register to win a two-year lease on a 2008 Toyota Prius hybrid vehicle and
other prizes.
❙❙➤ www.truseal.com

hardware
Booth #1531: Select Hides Its Hinges

Portage, Mich.-
based Select Hinges’
new full surface
geared continuous
hinge, SL57, has been
designed for retrofit
applications on high-
traffic doors. The full
surface geared contin-
uous hinge fully con-
ceals wiring to carry
continuous electric
current between the
frame and the door.

A patent-pending
process allows wires to pass through holes and machined channels in the hinge
leaves and through a modified thrust bearing. Wires can then be connected to any
door-mounted electrical devices such as locks, alarms, I.D. readers and more, and
are concealed from view by the bearing, tubing and existing channel covers. 
❙❙➤ www.select-hinges.com  
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You can’t afford to have customers waiting for hurricane-resistant glass. That’s why you

can count on Cardinal SeaStorm®. We have the systems in place to deal with the unusual

situations, intense demand and short lead times common in the industry. Whether you

want laminated glass to meet hurricane codes, provide home security or reduce noise,

Cardinal delivers – on time and complete. Incorporate SeaStorm into IG units, and you

have an energy-efficient product that can’t be beat. So get out ahead of the storm.

For information, visit www.cardinalcorp.com.

CardinalLG Company / Superior glass products for residential windows and doors
A CARDINAL GLASS INDUSTRIES COMPANY

H U R R I C A N E - R E S I S T A N T G L A S S

Loå3-366 >SeaStorm> XL Edge > Neat > Preserve

Long before the
storm rolls in,
Cardinal delivers.

Computerized Control

6 Production Lines

Vision Scope and Hawkeye Inspection

Real-Time Damaged Glass Replacement

Patented Rack System

Sequential Packaging

Stocking Programs

I.Q. Intelligent Quality Assurance Program

http://www.cardinalcorp.com


Booth #1026: Technoform
Offers ’Round the Clock
Performance 

As insulating glass (IG) and window
manufacturers prepare for tighter en-
ergy codes, Technoform in Twinsburg,
Ohio, has established around the clock
manufacturing operations for its TGI
warm edge spacer, with expansions
planned to keep pace with market de-
mand. The TGI warm edge spacer fea-
tures a hybrid design and performance

benefits such as strong argon retention;
easy integration with current IG manu-
facturing equipment; machine-con-
trolled muntin locations; 
corner connectors that in-
corporate argon-fill-
ing holes; and
aesthetic sightlines. 

In addition to
TGI, the company
will exhibit its
Bautec struc-
tural insulating
strut, a sturdy
polyamide 6.6
with 25 per-
cent glass
fiber content
that enables
aluminum
f e n e s t r a -
tion and
c u r t a i n -
wall man-
ufacturers
to provide thermal performance and
structural integrity. 
❙❙➤ www.technoform.us 
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fire-rated glass
Booth #3237: Vetrotech
Expands Keralite Sizes

Vetrotech Saint-Gobain in Auburn,
Wash., now is offering its Keralite® FR-
R and Keralite® FR-F fire-rated glass-
ceramic in larger than ever sizes. The
new 46- by 78-inch lites join the com-
pany’s current offering measuring 30 by
60 inches in size. 

Keralite FR-F is a wireless, fire-rated
glass-ceramic with surface applied
safety film for high impact safety
(CPSC Category II). It is designed for
use in locations where accidental
human impact safety ratings are re-
quired, such as doors, transoms and
borrowed lites. 
❙❙➤ www.vetrotechusa.com 

insulating glass
Booth #2256: 
SPACIA™ is New to You

SPACIA™, a sealed, vacuum insulating
glass unit (IGU) developed and manu-
factured by Nippon Sheet Glass in Japan,
is now available in North America from
Pilkington. According to information
from the company, the IGU provides

twice the thermal insulation of a con-
ventional IGU and four times the insu-
lation of single-lite glass, all in a slender
0.2-inch profile. SPACIA features a cen-
ter-of-glass U-value as low as 0.2
btu/hour/square foot/degrees Fahren-
heit. It uses low-E glass to restrict the ra-
diation heat flow and a 0.008-inch
vacuum gap to minimize heat flow due
to conductance and convection. 
❙❙➤ www.pilkington.com

Booth #226: Glasslam
Combines Thermal and
Hurricane Protection 

For fabricators looking to offer insu-
lating glass that is able to meet hurri-
cane impact codes, the patent pending
Air-Tight Sudden Impact IG System
from Glasslam N.G.I. Inc. in Pompano
Beach, Fla., was designed to do so
quickly and efficiently. 

The system uses a layer of crystal
clear resin that is applied with a pro-
prietary process, bonding one interior
glass surface with the spacer, to rapidly
create a hurricane impact unit with one
lite less than typical. 
❙❙➤ www.glasslam.com 

railings 
Booth #2232: Taper-Loc™ Halves Installation Time 

Los Angeles-based
C.R. Laurence Co. Inc.
(CRL) has introduced
the GRS glass railing
dry glaze Taper-Loc™
system for tempered
glass railing applica-
tions. It includes an in-
stallation/removal tool
and torque wrench and
the Taper-Loc set for ½-
or ¾-inch tempered
glass applications.

According to the com-
pany, glass railing in-
stallers can reduce
installation time by 50 percent or more using the system. 
❙❙➤ www.crlaurence.com 

http://www.vetrotechusa.com
http://www.pilkington.com
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http://www.technoform.us
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Visit John Weise in Booth #2838 for Special Show Pricing
F. Barkow Inc. •3830 N. Fratney Street •Milwaukee, WI  53212 • Tel: (414) 332-7311 •Fax: (414) 332-8217

www.barkow.com

COMPLETE TURNKEY FINANCING AVAILABLE! • SPECIAL SHOW PRICING FOR ALL VEHICLES SHOWN.
LEASE PACKAGES AVAILABLE • DELIVERED ANYWHERE IN THE U.S. FOR A REASONABLE CHARGE

SSEEEE TTHESEHESE TTRUCKSRUCKS AATT GGLLAASSSSBBUILDUILD!!

TOP:
P212-S GLAZING BODY
Stainless steel construc-
tion; 12’ overall length
X 105” usable height.
Mounted on 2008
Sterling 360 with
4.9L/185 hp. four 
cylinder diesel; 
GVWR 14,500#, 
payload 6,350#.
Co-presented by Barkow
and Motor City Trucks
of Detroit.

BOTTOM:
MONGOOSE GLAZING TRUCK
All aluminum; carries
glass up to 130” X 96”
with top, front & rear
extensions; 6” ledge-
boards; 6 extendible
stakes.
Mounted on 2008 Ford
F350 with 5.4L gas
engine, 5-speed auto-
matic, XL trim package,
10,000 GVWR.
Co-presented by Barkow
and Sopp Ford of L.A.

Greetings ffrom DDetroit!

Wish yyou wwere hhere iin LL.A.!

BBOOTHOOTH #2838#2838

http://www.barkow.com


Booth #1246: Glaston
Holds a Full House

The Glaston Corp. will have experts
from each of its segments demonstrat-
ing its latest innovations in the glass
processing field.  

Among those offerings is Bavel-
loni’s VT 1301 T CN nu-
merical control vertical
drilling/milling ma-
chine, which has been
updated with brushless
m otor i z at i ons ,

sliding on
ball guides and
Siemens control equipment. 

The PowerSeam family of glass
grinding equipment is able to handle
different glass thickness and sizes. Once
the glass is supplied, PowerSeam auto-
matically calibrates, measures the sheet
dimensions and adapts to its thickness.
PowerSeam, ideal for applications that
need seaming to be done before tem-

100 USGlass, Metal & Glazing  |  October 2008 www.usglassmag.com

continued on page 102

Get Ready
continued from page 98

transportation 
Booth #2838: Barkow
Redesigns Loadstop
for Aerodynamics

F. Barkow Inc. in Milwaukee has
redesigned its front loadstop for
its 12- to 16-foot P-Model glazing
bodies. The new Aerostop has
been improved for stability and
aerodynamics. It is triangular in
shape, versus the conventional
flat design, and is mounted on the
front edge of the ledgeboard. The
new design is intended to provide
less wind resistance and improve
the overall aerodynamics of the
loadstop. 

Anecdotal evidence from the
company suggests that the
Aerostop may improve fuel effi-
ciency on vehicles that are oper-
ated on major highways.
❙❙➤ www.barkow.com 

machinery and equipment
Booth #637: Glassrobots Offers 
Big Quality in Big Machines 

Due to the growing used of coated glass, Glassrobots Oy in Finland offers a full
convection flat toughening furnace to the market: RoboTemp™.

RoboTemp™ was designed to produce high quality glass, especially soft coated,
low-E glass. The furnace offers a quick heating time—achieving 29 seconds per
millimeter of thickness with low-E glass. 

In addition to speed, the furnace aims for flatness and high optical quality—
and now is able to offer it in large size lites. The company has produced furnaces
as large as 130 by 315 inches.
❙❙➤ www.glassrobots.fi

Booth #432: Uniglass
Heats Things Up

Finland-based Uniglass will be high-
lighting its flat glass tempering lines,
which the company reports are known
for their high productivity and glass
quality. The patented flat glass temper-
ing machines, based on turbo-charged,
air-recirculation convection, aim to en-
sure cost-effective and reliable produc-
tion processes and consistent
tempering of even the most demanding
glass types, such as soft-coated low-E
glass. 
❙❙➤ www.uniglass.com

http://www.uniglass.com
http://www.barkow.com
http://www.glassrobots.fi
http://www.usglassmag.com


VISIT US AT GLASSBUILD AMERICA, BOOTH #2529

http://midwestwholesale.com


pering, was designed for the production
of insulating glass and structural glaz-
ing, solar panels and doors.

Tamglass’ continuous flat tempering
CHF has a new model. CHF Pro was de-
veloped for the high tolerance neces-
sary of solar and architectural glass
tempering. It is capable of heat-treating
glass with improved distortion charac-
teristics while reducing power con-
sumption. High speed and high
production rates are coupled with ease
of system integration. 

Representatives from Albat+Wirsam
will also be there. The company links
glass processing machinery with soft-
ware for companies seeking to achieve
lean manufacturing.
❙❙➤ www.glaston.net  
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Invisible power.
DORMA ITS96.

DORMA designed the ITS96 as
the ultimate concealed solution
for virtually any interior door with
a minimum 1-3⁄4" thickness. Using
the same advanced cam and
roller technology as the world
market leading TS93 and power
adjustable through the full range,
the ITS supports ADA’s 5.0 lb
opening force requirement.

DORMA Architectural Hardware · Dorma Drive
Reamstown, PA 17567 · Tel:  800-523-8483 
Fax: 800-274-9724 · www.dorma-usa.com

DORMA By Choice™

Get Ready
continued from page 100

Booth #1046: Billco Prepares to Clean Up
Billco Mfg. in Zelienople, Pa., will be demonstrating its latest advancements

in glass cleaning technology. The Titan has been re-de-
signed with the end-user in mind. Ad-

vanced maintenance features,
energy-efficient components

and enhanced
drying tech-
nology were
utilized to sim-

plify operations
and minimize

downtime. 
The company also will

display a brand new cleaning
technology that company officials
say will “change the way compa-

nies handle regular washer main-
tenance.” The automated system will help companies to properly maintain the
glass washer with minimal effort, reducing time and costs.
❙❙➤ www.billco-mfg.com 
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High resolution PET printed foil Frameless application Holographic laminated glass Curved glass Perforated steel insert

Exclusive distributor of EVASAFE™ in the USA and Canada

EVASAFE™

™ is patented and marketed by Bridgestone Corporation,

the largest manufacturer of rubber by products in the world

EVASAFE™ is the premium interlayer film for laminating glass and it’s now available in
North America thanks to INTERLAYER SOLUTIONS.

Known worldwide for its superior productivity and cost savings for users, EVASAFE™

lends itself to very effective use in low cost small kilns as well as in autoclaves.

EVASAFE™ is an EVA-based (Ethylene Vinyl Acetate) thermo-set interlayer film with a
3D cross-linking capability, developed, patented and trade mark registered by Bridgestone 
as an interlayer film for laminated glass/polymers as well as for plasma displays and
photo-voltaic modules.

Find out more on how EVASAFE™ can bring you superior performance and cost savings.
Call INTERLAYER SOLUTIONS today, the exclusive distributor of EVASAFE™ in North
America (USA, Canada) at 1-888-634-7372,ext.725. www.interlayersolutions.com

Much higher adhesion compared to
thermoplastic (PVB, generic EVA) due
to a unique 3D cross-linked structure
Outstanding durability (humidity, 
heat, UV) with ultra-resistant edges
against infiltrations
Low-cost processing and easy storage
Superb compatibility with a very large
variety of insert materials
Ideal for high impact safety glass

Interlayer Films

LEADING
THE WAY
TO SUPERIOR 
PERFORMANCE

SAFETY GLASS

DESIGNER GLASS

GLAZING GLASS

STORM-
RESISTANT

HIGH-
IMPACT

See you in Las Vegas
at GlassBuild America
BOOTH 3233

http://www.interlayersolutions.com


Booth #463: Vertec 
Drills and Mills Vertically

The Vertec vertical drilling/milling
machine from CMS North America Inc.
in Caledonia, Mich., was designed to ex-
ecute complex internal and external
drilling, milling and grinding cycles for
shower doors quickly and easily. The ma-
chine features a modular vertical design
that allows the operator to load manually
or from a conveyor. It can be used along-
side edgers, washers and automatic load-
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Booth #2454: DeGorter Helps
Work on All Sides

DeGorter
Inc. in Monroe,

N.C., will have on dis-
play grinding and polishing

machines that work on two sides
of a lite simultaneously. The machin-

ery, manufactured by Schiatti Angelo srl in
Italy, is able to create flat and arris or pencil pro-

files on glass thicknesses between 0.08 to 0.79 inches. 
The company also offers a complete grinding line, com-

posed of two grinding machines and a transfer table, that is able
to process all four edges. 

❙❙➤ www.degorter.com continued on page 106

http://www.degorter.com
http://www.usglassmag.com
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http://www.prodimusa.com
mailto:info@prodimusa.com
mailto:info@prodim.nl
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Booth #2320: 
Azon Locks Up

Kalamazoo, Mich.-based Azon’s
Lancer™ mechanically locks the struc-
tural polymer into the thermal barrier
cavity in aluminum extrusions prior to
pour and debridge processing. Accord-
ing to the company, lancing the cavity
improves the adhesive properties be-

Booth #920: Bohle 
Spins Its Wheels

Bohle America Inc. in Charlotte, N.C.,
will showcase its tools for manual glass
processing, glass bonding technology
and industrial glass cutting.

Among its cutting tools is the Cut-

master Gold cutting wheel, which the
company says offers a longer-than-
average service life due to its special
coating. The cutting wheel can achieve
more than 155 miles of cutting per-
formance at most float glass facilities,
according to the company, which previ-
ously was only possible with higher
priced wheels made of polycrystalline
diamond (PCD). 
❙❙➤ www.bohle-america.com
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ing and unloading equipment. 
The machine can process glass as

large as 98 by 122 inches, and as thick
as 0.125 to 0.75 inches. The loading/un-
loading speed is adjustable up to 65 feet
per minute. 
❙❙➤ www.cmsna.com

Over the years, Von Duprin has been an innovator of 
many new concepts in the door hardware industry. 
The company introduced the first pushpad exit device, 
the Series 33. Design features on their latest offering, 
Series 33A/35A, provide improved security and life 
safety performance. Von Duprin’s security-related 
products include electromagnetic locks, electric strikes, 
card readers and keypad-type access control systems.

Call Access Hardware Supply for all of your access control 
and security products. Our team has the knowledge 
base, industry experience and extensive inventory to 
help you select the right products for your applications. 
We’ve earned our reputation by simply providing what 
our customers want and expect: The highest quality 
products, great customer service and fast shipping. No 
mysteries, just access control made easy. 
 

Access Hardware Supply  
is your one source  
for Von Duprin.

14359 Catalina Street, San Leandro, CA 94577 
Phone: (800) 348-2263 • Fax: (800) 435-8233 

www.accesshardware.com

VISIT US AT GLASSBUILD AMERICA, BOOTH # 3159
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©2008 YKK AP America Inc. is a subsidiary of      YKK Corporation of America.
YKK AP is a registered trademark of YKK Corporation.

Protects
>

YKK AP ProTek™

800.955.9551     www.ykkapprotects .com

Q u a l i t y

YKK AP pioneered hurricane resistant and blast 

mitigation products with the innovative YKK AP 

ProTek™ system. Today, our impact resistant curtain

wall is the leading fully engineered, non-shuttered,

thermally improved glazed system that is tested for

natural and man-made threats. When YKK AP is 

specified, the right kind of breakthrough thinking helps

safeguard against the worst kind of breakthroughs. 
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Entrances    Storefronts    Curtain Walls    Sun Controls    Windows    Balcony Doors
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Booth #2426 and 2451:
EDTM Seeks the Tin Side

EDTM Inc. in Toledo, Ohio, will dis-
play various products at the show, in-
cluding its new Tin Side Detector
(#TS2300). By placing the electronic
meter on both sides of the glass, the in-

strument will de-
termine immedi-
ately which surface
is the tin surface.
Because of its elec-
tronic detection
circuitry, the user
no longer has to
interpret the re-
flection of a bulb-
style lamp on the
surface of the glass
to make a subjective guess as to
which surface is the tin side. 
❙❙➤ www.edtm.com

Booth #1664: 
Nordson Helps 
Users  Melt Down 

Duluth, Ga.-based Nordson Corp.’s
VersaDrum™ bulk melters consistently
dispense adhesives and sealants for a
wide variety of fenestration applica-
tions, including insulating glass sealing,
back bedding and corner joining.  

Featuring hydraulic passages de-
signed to eliminate dead spaces, the
Versa series bulk melters are optimized
for use with reactive materials, such as
moisture-cure polyurethanes. Easy in-
stallation, operation and maintenance
are facilitated by a user-friendly, graph-
ical, touch-screen control system. 
❙❙➤ www.nordson.com

108 USGlass, Metal & Glazing  |  October 2008 www.usglassmag.com

continued on page 110

The Patriot Series™ by Accura Systems is a 
comprehensive line of enhanced framing systems 
engineered to accommodate the most stringent 
security glazing criteria.  The Patriot Series curtain 

blast resistance, ballistics, hurricane impact 
and forced-entry protection.  

 
performance, as well as tested to meet the  
various governmental standards.

Accura Systems, Inc.
972.226.0195
www.accurasystems.com/patriot
Accura Systems is a member of the Protective Glazing Council.

 

When you need to meet  
tough security glazing standards, 
look to the Patriot Series 
by Accura Systems.

Get Ready
continued from page 106

tween the polymer and aluminum,
while enhancing the shear strength in
the composite.

The Lancer is fast, quiet and works
inline with machinery to save floor
space and enable easy setups. 
❙❙➤ www.azonusa.com 

http://www.azonusa.com
http://www.edtm.com
http://www.accurasystems.com/patriot
http://www.nordson.com
http://www.usglassmag.com


WE WERE GREEN BEFORE GREEN WAS COOL.

©2008 Viracon. All rights reserved. Viraconsulting is a trademark of Viracon.

Green building design has become a major influence these days. But that’s nothing new at Viracon—it’s

been our focus for over 30 years. Today you can select from over a hundred sustainable architectural glass

alternatives, as well as tap into design help and technical expertise, to meet strict LEED credit requirements.

All without compromising aesthetics or energy efficiency. How cool is that? Challenge us, you’ll see: Call

Viraconsulting™ at 800.533.2080 or visit www.viracon.com/green.

The Rock and Roll Hall of Fame opened its doors in 1995, incorporating sustainable glass technology.

VISIT US AT GLASSBUILD AMERICA, BOOTH # 2020
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Booth #2464: 
Casso-Solar Helps Bring
Laminating In-House

Casso-Solar in Pomona, N.Y., has in-
troduced a glass laminating kiln for
batch operations to serve companies
looking to bring low-production lami-
nating in-house. The batch laminating
kiln operates by the vacuum process,
which the company says is suitable for
almost all types of products, including
tempered and bent glasses with PVB,
EVA or other interlayer films. 
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Booth #145: Rest Assured with this Scanner 
For. El. from Italy will have on display

a quality assurance in-line scanner that
inspects for scratches, glass impurities
and other defects in each lite and then
records the image files in a database.
The SC scanner includes pattern and
size recognition systems enabling it to
automatically recognize a glass shape
without the need to enter order details
manually. The process takes place in-
stantaneously and the information is
supplied to the machines carrying out
the processes throughout the line.

The company also will showcase its
EM vertical grinding machine, which is
designed to process all four sides of
the glass continuously, both rectilinear
and shaped, without any handling of
the lite itself. 
❙❙➤ www.forel.com

Booth #540: If Bending
Storefront Extrusions,
Check Out J&S

J&S Machine Inc. in Ellsworth, Wis.,
will showcase its CR 140 HD roll bend-
ing machine for
storefront ex-
t r u s i o n
b e n d -
ing. The
CR 140
HD com-
bines the
s t r o n g
structure
of the
company’s
140 series with
a programmable roller location control.
The machine is capable of bending sin-
gle radius storefront and extruded
parts, and can use the data stored in
memory to bend a repeatable consis-
tent radius. 

The compact CR 140 HD double
pinch roller works in the horizontal or
vertical plane to minimize floor space
required. 
❙❙➤ www.jsmachine.com

http://www.forel.com
http://www.jsmachine.com
http://www.usglassmag.com
http://www.aluflam-usa.com


Hybrid Window System 

Booth #1326

© Royal Group 2008

                                         

http://www.royalmouldings.com


Booth #2521: 
Wagner Helps Railing
Installers Get A Grip

The Wagner Compa-
nies in Milwaukee has
developed a dry-
mount glazing system
for the installation of
tempered glass panel
railings. PanelGrip™ is
a patent-pending
locking assembly
of high-strength
aluminum, two
PVC isolators and
a specially de-
signed aluminum
shoe moulding. It
requires no special tools and provides
an easy, clean and cost effective alter-
native for the installation of tempered
glass panels. It is for use with nominal
½-inch tempered glass or other ½-
inch thick panel material and allows
for a 0.45- to 0.515-inch range in glass
thickness.  
❙❙➤ www.panelgrip.com 
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Booth #2964: Vacuum 
Lifters Lift Up, Up and Away

The MR4 from Wood’s Powr-Grip in Laurel,
Mont., is an AC-powered below-the-hook vac-
uum lifter designed for glass fabrication
and production. This manual rotator
supplies an efficient and econom-
ical way to feed vertically oriented
processing machinery.  It can ma-
neuver glass onto edging and
beveling machines with minimal op-
erator effort.

The company also is offering an
air-powered rotator with inte-
grated hoist. The PRHE49AIR was
designed with an integrated
Demag® hoist. It uses compressed
air and AC electrical power in production
facilities to lift loads up to 400 pounds and provide effortless rotation with
stops at 90 or 180 degrees.
❙❙➤ www.powrgrip.com 

The company’s new Spandrel pro-
gram integrates a high-quality roll
coater and the company’s infrared
dryer, reconfigured and re-arranged
higher quality productivity. 
❙❙➤ glass.cassosolar.com

Booth #964: CentraSep
Separates and Filters 

CentraSep Tech-
nologies in Indi-
anapolis will
display its Cen-
traSep liquid-
solid separator
centrifuge. Ac-
cording to the
company, this
durable cen-
trifuge is able
to remove
solids to the
sub-micron
level. The
low maintenance centrifuge is engi-
neered to provide filtration in any ap-
plication requiring particulate-free
process fluid.
❙❙➤ www.centrasep.com continued on page 114
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2008 LMCI FOURTH ANNUAL

FINISHING INDUSTRIES FORUM

AT CAESARS PALACE

THE LMCI FINISHING INDUSTRIES FORUM BEGINS

TAKE A HANDFUL OF LEADING BUSINESS EXPERTS, INCLUDING

MARK BRESLIN, AND HARLEY’S FORMER CEO RICHARD TEERLINK.
ADD A SPRINKLE OF WORKSHOPS AND DISCUSSIONS AIMED AT

BRINGING CLARITY TO SOME OF THE MOST MISUNDERSTOOD ISSUES

FACING OUR INDUSTRY. STIR IN A UNIQUE BLEND OF PERSPECTIVES

FROM MANAGEMENT, AS WELL AS LABOR. TOP IT ALL OFF WITH THE

COMFORT AND EXCITEMENT OF CAESARS PALACE IN LAS VEGAS.

ANY WONDER THIS
PREMIER INDUSTRY EVENT
FILLS UP FAST?

IF YOUR BUSINESS EMPLOYS FINISHING TRADES

WORKERS, YOU’RE INVITED. ATTENDANCE

IS FREE. A LIMITED NUMBER OF STEEPLY

DISCOUNTED ROOMS ARE AVAILABLE, SO REGISTER

AS SOON AS POSSIBLE.

NOVEMBER 10 –13, 2008

FOR ALL THE DETAILS,
AND ONLINE REGISTRATION GO TO

WWW.LMCIONLINE.ORG

OR CALL 1.888.934.6474

HOSTED BY LMCI —
THE PAINTERS AND ALLIED TRADES
LABOR MANAGEMENT
COOPERATION INITIATIVE

Mark Breslin Workshop

LMRDA Update

Project Management

Bridging the Generations

Workers Compensation and ADR

Killer Clauses in Contracts

The Finishing Trades Institute

Interpreting Green Bid Specs

VISIT US AT GLASSBUILD AMERICA, BOOTH #2932

http://WWW.LMCIONLINE.ORG


software
Booth #2008: 
Visit This New Avenue

Mainstreet Com-
puters Inc. in
B e l l e v i l l e ,
Mich., has
launched its
G l a s - Av -
enue 8.0
s o f t w a r e
system con-
taining more
than 130 new fea-
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Strybuc Industries provides you with the most extensive variety of 
window and door replacement parts.

Window and Door Hardware 

1-800-352-0800 www.strybuc.com24 Hour Fax: 610-534-3202

“Call to Receive our NEW Catalog”

I

S

G

O
9001:2000

SY

STE
MCE T FIC TION

R I A

S S

Sold through authorized distributors.
Including C.R. Laurence Co., Inc. and 

Sommer and Maca Industries, Inc.

From engineering and technical sales to production 
and management, we are driven by a commitment  
to provide dependable and cost-effective vacuum 

needs.

Designed to be lightweight and rugged, our full line of 

glass installation and fabrication. Made in the good 
old U.S.A., our lifters comply with ANSI and ASME 
standards and are available with a variety of capacities 
and options to meet your requirements. Our multi-pad 
frame designs distribute load weight evenly to reduce 
breakage. Most models are available with AC, DC or 
compressed air vacuum systems.

we have spent the time to develop a variety of lifters 
specially suited to meet the demands of glass handling 
professionals.  

www.powrgrip.com - 800.548.7341
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continued from page 112

Booth #555: 
Intermac in Action

Intermac America of Charlotte,
N.C., will hold live demonstrations of
its Genius 37 CT CNC cutting table
and Gieffe Bilux beveling-profiling
machine, as well as its Master Twin
four-axis work center. The Master
Twin features dual-spindle operating
heads, each of which can process 

simultane-

ously or independently. Attendees
also can listen in on a demon-
stration of the Optical Tool
Pre-Setter, a patented technology that
replaces more traditional laser tool
measuring devices.

In addition to these booth-based
demos, the company will conduct
tours of Desert Glass Products, a Las
Vegas glass fabricator using the com-
pany’s Master 43 three-axis work cen-
ter. Visitors can see for themselves the
machine’s cutting, drilling, edging,
engraving, grinding, inlaying, milling,
polishing, profiling and sawing 
capabilities.
❙❙➤ www.intermacamerica.com

VISIT US AT GLASSBUILD AMERICA, BOOTH # 2964

VISIT US AT GLASSBUILD AMERICA, BOOTH # 2532

http://www.powrgrip.com
http://www.strybuc.com
http://www.intermacamerica.com
http://www.usglassmag.com
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Get Ready
continued from page 114

Booth #1519: 
GTS Makes Flat Glass
Businesses Flexible

With the latest release of its flagship
product, GlasPac®LX, GTS Services in
Portland, Ore., offers flat glass busi-
nesses a flexible software system that
can accommodate the intricate pricing
variables inherent in flat glass configu-
ration setup.

For starters, the adaptable product
and pricing capability allows users to
set up pricing by any common unit of
measurement and define variables spe-
cific to that item for quick and accurate
quoting and work order set-up. Build-
ing a catalog also is flexible with LX,
whether starting from scratch or incor-
porating vendor catalog information. 
❙❙➤ www.gtsservices.com/
glass-flatglass.aspx    ■

tures—many of which are specific to
flat glass point of sale. New features
allow users to perform mail-merge
printing with Word documents, quick-
link to MapQuest for job locations and
add automatic surcharges for trans-
portation or fuel charges, to name a few.

Flat glass enhancements include a
simplified parts search, the introduc-
tion of a progress billing feature and
the ability to print item labels. More
than 40 new shapes were added, along
with the ability to assign any shape to
glass. 
❙❙➤ www.mainstreetcomp.com

VISIT US AT GLASSBUILD AMERICA, BOOTH # 226

VISIT US AT GLASSBUILD AMERICA, BOOTH # 3058

http://www.mainstreetcomp.com
http://www.gtsservices.com/glass-flatglass.aspx
http://www.usglassmag.com
http://www.dependableglass.com
http://www.glastar.com
mailto:USGM@glastar.com
http://www.gtsservices.com/glass-flatglass.aspx


Produced for the benefit of the 
industry by the Canadian Window 
and Door Manufacturers Association.

Trade Only

The future is now at Win•door 2008
North America’s Most Focused Fenestration and Door Industry Show

November 11–13, 2008, Metro Toronto Convention Centre, North Building

Win•door North America –Serving 
the North American Fenestration 
and Door Industry since 1995.

November 11–13, 2008
Tuesday, November 11 5 pm–8 pm
Wednesday, November 12 10 am–5 pm
Thursday, November 13 10 am–3 pm

For information on Visitor Registration, 
Industry Seminars & CWDMA Meetings: 
www.windoorshow.com 

Show office: Shield Associates Ltd. 
1-800-282-0003 (North America wide)  
Tel: 416-444-5225  Fax: 416-444-8268 
E-mail: windoor@salshow.com 

Partners in Fenestration– 
Growing in business together

VISIT US AT GLASSBUILD AMERICA, BOOTH # 3054

http://www.windoorshow.com
mailto:windoor@salshow.com


T he word “photovoltaic” (PV) has appeared more and
more often within the context of the glass industry
lately. But while demand for glass has increased in
markets for energy generation—glass is used as a

protective envelope for solar cells in PV applications, for
one—other technologies are looking for a piece of the PV
pie. For example, at least two major window film manufac-
turers are linked to PV-related technologies to some degree
by parent companies: CPFilms, through St. Louis-based So-
lutia Inc., and BSF through Bekaert in Belgium. 

However, while the glass industry is triumphing its in-
volvement with frequent announcements about architectural
glass-related companies branching into solar fields, ask a
company representative for any major window film manu-
facturer if PV film is on their to-do list, and you’ll likely get
the silent treatment. When questioned about PV window
film during an interview with USGlass magazine, Christophe
Fremont, president of Bekaert Specialty Films (BSF), replied
with a silent but incriminating smile—nothing more. 

This past June, Solutia unveiled its Saflex Photovoltaic
business, designed to sell polyvinyl butyral (PVB) inter-
layers to companies that produce the world’s largest thin-
film PV modules. And as recently as August 1, Bekaert
announced it had developed a new range of rotatable
sputter target materials for the deposition of transpar-
ent conducting oxide layers used in PV cells. The Bel-
gium-based company said its new materials are
designed for “applications where optical transmission
and electrical conductivity are required simultaneously.”
But neither company is announcing that its photovoltaic
technologies are being incorporated into window film
products. Kathryn Giblin, BSF’s vice president of global
marketing and technical services, suggests there is a pos-
sible role for window film, but not on the energy-pro-
duction side.

“There is not much advancement in photovoltaics
being incorporated into window film at the moment,”
she reports. “Although window film could play a part
in helping a building that employs photovoltaics to be
even more efficient and it could increase the payback
on both items.”

Representatives for CPFilms declined to comment on
the subject.

OLD HAT
Despite the architectural glass industry’s rapidly

growing interest in the topic, the concept of adding
photovoltaic properties to transparent glass is nothing
new. In fact, the concept was developed back in the

1970s. By impregnating

PHOTOVOLTAICS:
GLASS GETS COMPETITION FROM WINDOW FILM
BY DREW VASS
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dyes in plastic, scientist were able to absorb solar energy
and transfer it to the edges of a surface for collection; but
the idea was abandoned when they discovered much of the
energy was lost by the time it reached the edges of the glass.
But that was then.

More than 30 years later, the concept has been revisited by
none other than the Massachusetts Institute of Technology
(MIT)—and the institute is reporting favorable results for
those in the glass and glass coatings industries.

MIT’s “solar concentrator” collects light over a large area
(like a window) and gathers, or concentrates, the energy at
its edges. As a result, the collection cells only need to be
around the edges of a flat glass lite, according to Marc A.
Baldo, leader of the effort and the Esther and Harold E.
Edgerton Career Development associate professor of Elec-
trical Engineering. In addition, the focused light increases
the electrical power obtained from each solar cell by a fac-
tor of more than 40, he says.

The MIT solar concentrator involves a mixture of two or
more dyes that is essentially painted onto a lite of glass or
sheet of plastic. The dyes absorb light across a range of wave-
lengths, which is then re-emitted at a different wavelength
and transported across the lite to solar cells placed at the
edges. The development team believes this technology could
be implemented within three years.

RETHINKING VALUE-ADDED
The glass industry has utilized film products and technolo-

gies for years to add features such as impact resistance,
acoustic treatment and solar control to glass. PV is no differ-
ent. Products such as Solutia’s PVV interlayers are ending up
in glass curtainwalls where they produce and feed energy back
into the circuit. Nihon Telecommunications Systems in Japan
recently introduced an energy-producing glass product to the
public (See September 2008 USGlass, page 30). At peak, the
company reports that its product produces 70 watts of elec-
tricity per square meter, which can be accessed through USB
ports, ending up in electronic devices like the iPod.

On a commercial level, however, building designers and
owners are thinking much larger than USB devices. With the
amount of glass found in the average high-rise building,
companies can reduce power consumption by incorporat-
ing these technologies into a building’s power grid. But, aside
from new construction, the costs associated with replacing
non-PV glass surfaces with PV counterparts could be enor-
mous. It would seem natural that film companies would be
racing to provide a retrofit solution; yet, to date, only one
company has mentioned the words “photovoltaic” and “win-
dow film” in the same sentence.

continued on page 120

Photovoltaic (PV) developers have long
maintained that PV cells need to be
encapsulated in glass, but Konarka

Technologies Inc. recently announced its
PV product has “shattered” the glass

barrier and is capable of enduring the
elements without the protection of glass.

http://www.usglassmag.com
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This past January, Konarka Technologies Inc., developer of
Power Plastic®, a polymer-based organic photovoltaic (OPV)
technology, announced its plans to incorporate this material
into a semi-transparent window film. And the company’s
focus wasn’t only on the big commercial opportunities, but
also on residential. In fact, Konarka announced it would focus
on providing these technologies for various structures and
homes of all income levels, including developing countries.
In a move similar to MIT’s developments, Konarka an-
nounced in March that it successfully conducted the first
demonstration of manufacturing solar cells through an inkjet
printing process. In the past, many PV developing companies
have maintained the necessity of glass for this application,
but Konarka recently “shattered” the glass barrier.

“Contrary to the majority of the research community,
claiming that organic solar cells require packaging with ei-
ther glass or very expensive ‘super barriers,’ we are proud to
have demonstrated outstanding high lifetime for flexible
cells packaged with commercially available, low cost mate-
rials,” Rick Hess, president and chief executive officer says.

The company failed to confirm whether or not its use of
the words “window film” pertains to an interlayer, or a stand-
alone product, but Hess’ statements imply that at least some
of Konarka’s products will not require a glass envelope.

In addition to a “semi-transparent window film,”
the company’s focus includes a number of applica-
tions where lightweight and transparency features
provide an advantage—including one of window
film’s direct competitors. Prior to the release con-
taining window film, Konarka announced it had
teamed up with SKYShades, an Orlando, Fla., and
Brisbane, Australia-based producer of fabric
canopies and coverings to produce an energy-pro-
ducing version of the company’s products.

ALL ABOARD
Konarka isn’t alone on the PV bandwagon. DuPont

Glass Laminating Solutions recently announced it is
transferring a portion of its focus into the PV market.
The company announced a price increase of up to 30
percent on all grades of its Butacite® PVB interlayer,
effective August 1. Among other reasons, Stephen L.
Cox, director of Glass Laminating Solutions and Vinyls
for DuPont Packaging and Industrial Polymers, says

the global increase is necessary “to support continued invest-
ment in growing PVB market applications such as photo-
voltaics.” The company has also begun developing a plant in
China to manufacture films for solar cells. Solutia also recently
pulled back in one segment while investing in PV, when the
company placed its polyester business on the block, despite
making significant investments in Saflex, a PV segment.

Why are so many companies robbing other sectors to feed
PV efforts? 

“We see this as a fast-lane business,” Luc De Temmerman,
president of Saflex told the St. Louis Dispatch. And according
to Vince Van Son, commercial manager of Sustainable Solu-
tions for Alcoa Building and Construction Systems, this
move makes sense, because, he says, the global annual
growth rate of PV is more than 40 percent.

The question is: are any window film manufacturers col-
laborating with companies like Konarka to ensure the window
film industry receives its part of the PV pie—and will that
ever reduce the demand upon glass products in this sector?
Konarka representatives refrained from comment at this time,
but suggested checking back for an update later this or early
next year. And this too was yet another question Fremont an-
swered with the same incriminating (but silent) smile.   ■

PHOTOVOLTAICS:
CONTINUED FROM PAGE 119

D r e w  V a s s is a contributing
editor to USGlass and editor of
its sister publication 
WINDOW FILM

http://www.usglassmag.com


“Consistency,    
      consistency, 
  consistency.”

You already know our mirror adhesive products are top 
of the line. But did you also know our products are 
developed to meet performance requirements demanded 
by a recent nationwide survey of mirror installers? 
That’s because we manufacture our mirror adhesives 
using the latest and best process control. So you 
can depend on the same consistent VOC-compliant 
quality product each and every time you use it. 

And remember, with Glazers Choice, you get:
Plenty of Open Time once the adhesive is applied— 
up to 20 minutes.

Build-out capability built right into the adhesive.

Money-Back Guarantee if you’re not 100% satisfied.

Quite simply, we are the glazers choice. See for yourself!

Visit glazerschoice.com to learn more. 
Or call us at 888.655.3430.

Glazers Choice co-owner Hank Groves is proud to  
tell you that his state-of-the-art mirror adhesive is the 
same from batch to batch year in and year out.

Hank Groves, Founder, 
original C. Gunther Company

GLAZERS CHOICE
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M
3 Glass Technologies in
Irving, Texas, started tem-
pering in July 2005 and it
didn’t take long before it

grew into new capabilities and new
technologies. 

“M3’s first tempering furnace went on-
line and we made the investment to tem-
per our own glass for our own
consumption, for our own installations
(through sister company Mammen Glass
and Mirror) and for our own sales,” recalls
Chris Mammen, president of the com-
pany. “We grew so quickly that we realized
we needed to transition into a fabricator
and not a glass and mirror company that
we’ve been for 50 years. The first step was
to have a new identity. We came up with
M3 Glass Technologies.”

The next step was to increase capac-
ity and throughput through technology
and automation. In early 2006, M3 went
live with an enterprise resource plan-
ning (ERP) software package. 

An ERP system is one single integrated
information software system that serves
the needs of the entire company, from
sales to production to human resources
to finance. Historically, these depart-
ments generally have their own systems
that are unique and designed specifically
for the ways that each department works.
However, ERP can handle transactions,
maintain records, provide real-time in-
formation and facilitate planning and

control. ERP essentially is a standardized
set of best practices for performing a va-
riety of tasks.

What ERP Can Accomplish 
To remain competitive, M3 Glass

Technologies invested in this business
management software. 

“We were looking to put less paper out
on the floor for one thing, and imple-
ment bar-coding,” Mammen explains of
the company’s decision to invest in ERP.
“We got to the point with all of our fab-
rication capabilities that there was a

dozen copies of each work order circu-
lating around that needed to be tracked
manually through the plant. So we were
looking to automate, reduce our paper
usage, increase our information flow
with feedback to the sales side so that
our salespeople could check on order
status and vice versa, so our scheduling
people could look ahead for orders that
haven’t hit the plant floor yet.”   

In order to reduce paper usage, many

ERP systems are written to accommo-
date common forms of digital documen-
tation such as AutoCad files, Microsoft
Word, Microsoft Excel, PDFs, photo-
graphs and electronic scans of original
paperwork. The system stores everything
digitally, reducing the amount of paper a
company consumes. Since ERP is de-
signed to share information, the software
simplifies the need to label and catalog
digital documents. Such storage also al-
lows the software to act as a document
management system.

To help increase information flow,
ERP systems are built to integrate the
data and processes of all of the com-
pany’s various departments into one
single system that uses a unified data-
base so that each department can more
easily share information and commu-
nicate with each other and also store
data for various functions found
throughout the organization.

In addition, this type of software is able
to provide feedback to the sales team by
allowing sales staff to quickly and easily
check customer order status, history,
pricing, credit/A.P. information, tax sta-
tus and energy surcharge rates, and pro-
vide them access to user-defined
customer relationship management in-
formation. Advanced sales reporting is
available, including sales forecasting by
customer or product in dollars, square
feet and weight, from some packages.
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A Texas Glass Company 

Goes Live
In This Case, ERP Software Leads to Automation
Communication and Extra Capacity
by Rich Porayko

ERP essentially is a
standardized set of best
practices for performing

a variety of tasks,
including purchasing,

production and finance.

M3 Glass Technologies adopted ERP software to increase its information flow.

http://www.usglassmag.com
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Some systems include customer rela-
tionship management tools, which allow
users to take and share notes during con-
versations with customers complete with
follow-up calendars and scheduled auto-
e-mail reminders. They can also be setup
for customer-specific instructions such
as cutting tolerances or work/shipping
instructions. Contemporary systems in-
clude marketing tools such as mass e-
mailing and mass faxing.

Mammen sees integration with
equipment as an added benefit, as it is
one of the things that they are gradu-
ally adding. For example, M3 Glass
Technologies is planning on utilizing an
optimizer software that it expects to
eliminate the bridge between the soft-
ware and the equipment. 

Taking Action 
When M3 made the decision to inte-

grate software, action was taken quickly. 
“We left our previous software system

cold turkey,” Mammen says. “Actually we
were using Quickbooks® for our finan-
cial package under the old system so we
just went into bridging [the new system]
into Quickbooks®. That was a nice part
of the implementation. We weren’t
changing our entire business. The finan-

cial side of our business stayed as a solid
foundation with minimal changes so the
only thing that changed was how we
bridged into it. That made it a lot more
doable. We didn’t have to worry about

ERP software systems integrate information from a variety of departments to
serve the needs of the entire company. 

continued on page 135

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 

http://e-bentglass.com
mailto:sales@e-bentglass.com
http://www.usglassmag.com


ShowCase

doors and windows 
TRACO’s Aluminum 
Doors and Windows 
Save More Energy

TRACO in Cranberry Township, Pa.,
has launched its NX architectural series
of AAMA-rated products that the com-
pany says yield energy efficiency values

not previously available in aluminum
door and window products. The NX-
8900 3 ¼-inch ATD-AW50 terrace door
is the first product line of the architec-
tural (AW) rated NX series.

The NX-8900 terrace door features a
multi-point locking system, 1-inch insu-
lating glass (IG), stainless steel hardware
and a U value of 0.42. The series features
the company’s NEXGEN technology™,
which includes the NEXGEN Thermal
Barrier System™ and Energy Spacer™. 
❙❙➤ www.traco.com

Vistamatic Keeps 
Its Corner Clean 

Vistamatic in Coral Springs, Fla., has
expanded its product line with the in-
clusion of a corner alcove unit. This unit
was manufactured to produce a clean
corner unit with all-around viewing of continued on page 126
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ShowCase
continued

the area or room required.  
In addition, the company’s viewing

panels have been increased to 1 inch for
greater viewing capacity. The products
are now available as large as 48 by 48
inches.  
❙❙➤ www.vistamatic.com

laminated glass
Glass Paradigm 
Comes Alive

LiveGlass from Glass Paradigm LLC in
Mountain View, Calif., provides on-de-
mand privacy and sunlight control, even
as it separates out and deflects the in-

frared waves that create solar heat gain.
According to the company, this laminated
product has safety, sound attenuation
and energy efficiency features that create
a comfortable interior environment. 
❙❙➤ www.glassparadigm.com 

components 
Andscot Amplifies 
Its Product Line

In order to better serve its customers
in the Chicago area, Andscot Co. Inc. of
Franklin Park, Ill., has introduced an
array of shower door channels, silicone
and a full line of accessories for mirror
and glass installers.
❙❙➤ www.andscot.com

EVERYTHING YOU WANT IN A HEAVY GLASS DOOR
Using simple clamp-on hardware, this versatile pivot door can be installed easily as a 

wall mount, from floor-to-ceiling, or in a standard header configuration. Our hardware 
accommodates ⅜'' glass and we now offer a ½'' glass option, both available in silver, gold, 
brushed nickel and oil rubbed bronze. Powdercoat colors are also available by special order. 
For more information about the Signature Pivot Door System and our entire product line, 

please visit us online at www.southeasternaluminum.com
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curtainwall
Patriot Secures 
Its Curtainwall 

The Patriot Series™ by Accura Sys-
tems Inc. in Sunnyvale, Texas, is a
comprehensive line of enhanced
framing systems engineered to ac-
commodate stringent security glazing
criteria. The curtainwall and fixed-
window systems are designed for
blast resistance, ballistics, hurricane
impact and forced-entry protection.  

The products are typically provided
factory assembled and glazed to en-
sure quality and performance. The
framing systems are tested by inde-
pendent laboratories and meet vari-
ous governmental standards for blast
protection.
❙❙➤ www.accurasystems.com   ■

http://www.vistamatic.com
http://www.glassparadigm.com
http://www.andscot.com
http://www.southeasternaluminum.com
http://www.accurasystems.com
http://www.usglassmag.com
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promotions 
Todd Bechle Proves Reliant 

After more than 14 years with Reliant Glass & Door Sys-
tems LLC in Sheboygan, Wis., Todd Bechle has been pro-
moted to project manager for the company’s aluminum
and glass product line. Bechle has progressed from posi-
tions in both the hollow metal and hardware and alu-
minum and glass businesses.

YKK AP Promotes Turner and Baker
Austell, Ga.-based YKK AP America’s board

of directors has named Mike Turner vice
president of marketing.

Turner will manage the marketing de-
partment as well as responsibilities previ-
ously under his watch,
including engineering and
technological resources. He

has been with the company since 1992, and
has represented the company within vari-
ous trade associations. 

Ben Baker has been named national

transportation systems manager. His primary responsi-
bility will be to implement logistics strategies. He has been
employed with YKK AP for nine years, including seven
years as logistics coordinator. 

SAF Promotes Two Managers 
As production manager of Atlanta-based

Southern Aluminum Finishing Co. Inc.
(SAF), Howard Mount now has responsi-
bility for all fabricating operations. Mount
has been project manager for the company
for three years. He previously held posi-
tions at United States Aluminum Commer-
cial Products Group and
Kawneer North America.

After two years in inside sales at SAF, Phil
Anderson has been appointed fabrication
project manager. In his new position Ander-
son is responsible for developing quantity
take-offs from contractor-submitted plans
and drawings calling for fabrication and fin-
ishing. Once a contractor’s quote is accepted,

NewsMakers

Mike Turner

Ben Baker
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130”x 240” OVERSIZE GLASS FABRICATION
SOON TO BE AVAILABLE FROM

BARBER GLASS INDUSTRIES INC.
As part of the execution of their most recent plans for expansion, Barber Glass Industries Inc., has secured approximately
170,000 square feet of industrial space located approximately 90 minutes north of Toronto, in Collingwood, Ontario, Canada.
Currently expected to be fully operational by January 1, 2009, this facility will focus on the addition of oversize capabilities in
cutting, laminating, tempering, and insulating.  Following move-in completion, Barber Glass Industries Inc. will be capable of
producing a CNC Fabricated, Tempered and Laminated Insulated Glass Unit with dimensions up to 130” High x 240” Wide.
Furthermore, they will add increased back painting, silk screening and water jet cutting capabilities and products to their of-
fering.  

Originating in 1883, 2008 marks Barber Glass Industries, 125th year in the Glass Industry.  Much of their success and contin-
ued growth over their long history can be attributed to their continued commitment to capital investment in line with becoming
a truly “world class” glass fabrication facility.  Combined with their proven capability to provide increased levels of service, the
upcoming additions to their product offering will provide their customer base with an excellent glass supply resource.  

In the event that you are working on any projects that have delivery timelines following the 4th quarter 2008, Barber Glass In-
dustries Inc. welcomes the opportunity to discuss our potential material supply.  Formal response to requests for pricing will
be made available following October 1, 2008. Based on the completion of the “Expansion” in line with the current project time-
line, some limited production may be available as early as September 1, 2008.  As they become available, further updates
with respect to timing will be provided. If you have any questions or comments, please contact Michael Wellman directly at
519-824-2399 ext. 204 or at mwellman@barberglass.com. 

Howard
Mount

Phil
Anderson

mailto:mwellman@barberglass.com


Anderson manages the project during production and de-
livery and for customer service thereafter. 

Knisely is New VP of Bystronic 
Glass Sales and Marketing

Bystronic Glass Inc. in Hauppauge, N.Y.,
has appointed Scott Knisely to the position
of vice president of sales and marketing for
all activities in the NAFTA region. 

Knisely joined the company in 2006 as
general manager for Bystronic Solution
Centre Inc. He has ten years of experience
in the window manufacturing industry.

Formtek Promotes Rick Wilson 
Formtek Metal Forming in Cleveland has

promoted Rick Wilson to the position of
senior vice president of sales and marketing.
Wilson has more than 25 years experience
in a variety of manufacturing industries. His
new duties include directing all external ma-
chinery sales and marketing efforts for

North America on a regional basis, focusing on several
Formtek brands.

continued on page 130

Scott Knisely

Rick Wilson
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1-800-461-4527
www.barberglass.com

What’s yours?

We turn ideas 
into glass...

1-800-461-4527
www.barberglass.com

Whether your idea in glass involves a unique multi-laminated
glass floor or a hundred thousand square feet of high
performance Hurricane Resistant Window Glass, Barber Glass
will have the right idea on how to get it done on-time and on-
budget...every time!

That’s why people that think about glass across North 
America think about Barber Glass when they want their ideas to
become a reality.  Think about that and then call us with your
ideas.

appointments
China Architectural Engineering 
Appoints Anderson COO

China Architectural Engineering Inc.,
a fabricator and installer of high-end
building envelope systems, has ap-
pointed John Anderson as its new chief
operating officer (COO). Ken Luo, the
company’s chairman and chief execu-
tive officer (CEO), previously also held
the COO position.

Anderson joined CAE in March 2008
to launch and oversee the company’s
wholly-owned U.S. subsidiary, CAE Building Systems
Inc., in New York. In his new role, Anderson will over-
see the company’s global operations while remaining
as president of the U.S. subsidiary.

John
Anderson

http://www.barberglass.com


NewsMakers
continued

Surma Promoted to 
General Manager of DecoTherm

Scott Surma will assume responsibil-
ity for sales, marketing, operations and
strategic direction of DecoTherm, the
decorative glass process offered by IIMAK
in Amherst, N.Y., in his new role as gen-
eral manager.

Surma joined IIMAK in March 2006 as
DecoTherm’s national sales manager. He

is an active member of the Glass Association of North
America, and was recently named to the organization’s
board of directors. 

With DAC Promotions Come New Hires
DAC Products Inc. in Rural Hall, N.C.,

a supplier of door and window displays,
has promoted Wendy Weatherington
to the position of assistant vice presi-
dent of sales. Weatherington has been

with the company for
more than two years as in-
side sales and customer
relations manager. 

In addition, DAC has hired Leslie
Gannon for inside sales. Gannon has ex-
tensive experience in the customer serv-
ice field.

Chris Hodges has joined the com-
pany’s sales department as project man-
ager. He brings more than 19 years of
manufacturing, design and sales experi-

ence from the fixture and
display industry.

Jim Taylor also is a new
project manager in the
sales department. He has
30 plus years of experience
as a plant manager in the apparel indus-
try and, prior to that, with a log home

manufacturer.  

new hires
Acurlite Structural Skylights Hires Two 

Acurlite Structural Skylights in
Berwick, Pa., has expanded its workforce
by two new employees: Jeff Heffner and
Todd Kern. 

Heffner, the company’s new commer-
cial designer, has five years of structural
and miscellaneous steel background, as
well as an extensive skylight background.

3735 GREEN ROAD 
BEACHWOOD, OH  44122
WWW.TREMCOSEALANTS.COM
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Wendy
Weatherington

Leslie
Gannon

Jim Taylor

Chris
Hodges

Scott Surma

Jeff Heffner

VISIT US AT GLASSBUILD AMERICA, BOOTH #2326

http://WWW.TREMCOSEALANTS.COM
http://www.usglassmag.com
http://www.tremcosealants.com


www.usglassmag.com October 2008  |   USGlass, Metal & Glazing 131

9117 Medill Ave., Franklin Park, Il. 60131
1-800-832-5800 www.andscot.com

If You Like Our Hang-It,
You're Gonna Love Our
Mirror Trims and Accessories.

Simply the Best Quality
Products for Professional
Mirror Installations!

� Mirror Trims  � Track Assembly  � Glass & Acrylic Mirror Plates
� Foam Mounting Tapes  � Gunther Mirror Mastic Products

Since 1906, J. Sussman, Inc. has specialized in man-
ufacturing the finest custom metal windows, projected
ventilators and casements. We also offer completely
engineered skylight systems. Our metal bending ser-
vices are second to none. In house glass bending al-
lows us to be a single source supplier with full control
and responsibility of our products.
Sunbilt Solar Products, an affiliated company manu-
factures and supplies sunrooms complete with glass
and all accessories. These sunrooms are high end
and are suitable for commercial as
well as residential installations in all
areas of the country.

J. SUSSMAN, INC.

WINDOWS SKYLIGHTS WALKWAYS SUNROOMS GLASS and METAL BENDING

Since 1906

109-10 180th Street Jamaica, New York 11433

AMERICA'S FINEST CUSTOM MADE WINDOWS
Tel: 718-297-0228 Fax: 718-297-3090

Custom Windows
Skylights
Walkways
Sunrooms

Church Windows
Glass & Metal Bending

FINE ARCHITECTURAL METAL PRODUCTS AND SERVICES

www.jsussmaninc.com
www.sunbilt.com

TM

He will be responsible for engineering
layouts for commercial skylights, mate-
rial requisitions and glass sizing for
manufacturing. 

Kern will oversee commercial skylight
projects after the sales process through
engineering, manufacturing, delivery and
installation. He has more than two
decades of experience in the commercial and residen-
tial construction business. 

Accura Makes Strong 
Addition to Sales and Marketing

Accura Systems Inc. in Dallas has hired
Rene Strong as vice president of sales and
marketing. 

Strong, who was previously general
manager of Texas Wall Systems in Dallas,
has more than 25 years of experience in
the architectural aluminum and glass in-
dustries.  He was sales and estimating

manager of Accura Systems from 1991 to 1994.   ■

Todd Kern

Rene Strong

http://www.andscot.com
http://www.jsussmaninc.com
http://www.sunbilt.com
http://www.usglassmag.com
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Manufacturer of Bullet and Blast Resistant:
� Windows � Doors � Curtainwall Systems

Also Available, Transaction Windows and Accessories
� Speak-thrus � Dealtrays
� Package Passers � Fiberglass Panels

Our systems are designed to be easy to fabricate and install so don’t be shy.

800-962-8088
http://www.actionbullet.com

[ d a t e b o o k ]

The Glass Association of North America (GANA) has
set the 2009 dates for the Glass Fabrication and
Glazing Educational Conference, which consoli-

dated for the first time in 2008 (see June 2008 
USGlass, page 74, for the review of that event). The
2009 event will take place at the Hilton Cincinnati
Netherland Plaza in Cincinnati, Ohio, on April 6-8, 2009.

“Last year’s combined event in Las Vegas added a
new dimension to Glass Fabrication,” says Ashley
Charest, GANA’s account executive. “Hosting a confer-
ence for those new to glass fabrication, along with new
project managers and estimators, created a new syn-
ergy which maximized the learning potential for all at-
tendees last year.”

The 2009 Glass Fabrication and Glazing Educational
Conference will feature joint sessions on architectural
flat glass technology as well as breakout sessions fo-
cused specifically on glass fabrication—encompassing
insulating, laminating and tempering—and construc-
tion project estimating and management for glazing
contractors. 

Registration for the event will be available online on
the GANA website later this year.
❙❙➤ www.glasswebsite.com   ■

GANA Sets Dates For
Combined Conferences

Reviews&Previews

Last year, for the first time, GANA merged its Glass
Fabrication and Glazing Education conferences into
one event, bringing together the individuals who make
and install the glass.

http://www.actionbullet.com
http://www.glasswebsite.com
http://www.usglassmag.com
http://www.libertywindowsystems.com
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NORTH AMERICAN EVENTS

November 3-6, 2008
NFRC Fall 2008
Membership Meeting
Sponsored by the 
National Fenestration 
Rating Council (NFRC).
Crowne Plaza
Jacksonville-Riverfront. 
Jacksonville, Fla. 
Contact: NFRC 
at 301/589-1776.

November 11-13, 2008
PGC 2008 Annual Symposium
Sponsored by the 
Protective Glazing 
Council (PGC) International. 
Hyatt Regency Crystal City.
Arlington, Va.  
Contact: PGC
at 785/271-0208.

November 19-21, 2008
GreenBuild 2008
Sponsored by the U.S. Green
Building Council (USGBC).
Boston Convention 
and Exhibition Center.
Boston.
Contact: USGBC 
at 800/795-1747.

December 9-10, 2008
Glass Expo Midwest™ 2008
Sponsored by USGlass 
magazine and 11 
state associations.
Renaissance Hotels & Resorts.
Schaumburg, Ill.
Contact: USGlass magazine 
at 540/720-5584.

2009

February 2-6, 2009
IGMA Annual Meeting
Sponsored by the Insulating
Glass Manufacturers
Alliance (IGMA). 
TBA.
San Diego.
Contact: IGMA 
at 613/233-1510.

February 12-15, 2009
Glass Week 2009
Sponsored by the 
Glass Association of 
North America (GANA). 
Palms Casino Resort.  
Las Vegas.
Contact: GANA 
at 785/271-0208.

February 15-17, 2009
Building Envelope
Contractors (BEC) Conference
Sponsored by GANA. 
Palms Casino Resort.  
Las Vegas.
Contact: GANA 
at 785/271-0208.

February 22-25, 2009
AAMA 72nd Annual Conference
Sponsored by the American 
Architectural Manufacturers
Association (AAMA).
Loews Coronado Bay Resort.
Coronado, Calif.
Contact: AAMA 
at 847/303-5664.

March 25-26, 2009
Glass Expo Northeast™ 2009
Sponsored by 
USGlass magazine.
Hyatt Regency Long Island 
at Wind Watch Golf Club.
Long Island, N.Y.
Contact: USGlass magazine 
at 540/720-5584.

April 6-8, 2009
Glass Fabrication & Glazing
Educational Conference
Sponsored by GANA.
Hilton Cincinnati 
Netherland Plaza.
Cincinnati, Ohio.
Contact: GANA 
at 785/271-0208.

March 26-28, 2009
AEC 2009 Annual Meeting 
and Leadership Conference
Sponsored by the Aluminum
Extruders Council (AEC).
Sanibel Harbour 
Resort and Spa.
Ft. Myers, Fla.
Contact: AEC 
at 847/526-2010.

April 23-27, 2009
TGA Management Cruise
Sponsored by the Texas 
Glass Association (TGA).
Carnival Cruise Lines. 
Galveston, Texas, 
and Cozumel, Mexico.
Contact: TGA 
at 713/682-3834.

May 14-16, 2009
Americas Glass Showcase®

Sponsored by the Americas
Glass Association (AGA).
South Point Hotel, Casino and Spa.
Las Vegas.
Contact: AGA 
at 530/642-0992.   ■

Up&Coming

To see the full event schedule, visit 
www.usglassmag.com/

events.php.

VISIT US AT GLASSBUILD AMERICA, BOOTH #2607

VISIT US AT GLASSBUILD AMERICA, BOOTH # 2404

http://www.usglassmag.com/events.php
http://www.usglassmag.com
http://www.calglassbending.com
http://www.usglassmag.com/events.php
http://www.switchlite.com
mailto:sales@switchlite.com
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Employment/Help Wanted

To place a 
classified listing, 

please call 
Janeen Mulligan 

at 540/720-5584 Ext. 112 
or e-mail

jmulligan@glass.com.
Listings start at $109 per

column inch. 

Used Tamglass Furnace
"Good Opportunity"

BHF 60" X 120"
from  3.2 mm to 19 mm

Upgraded 
2 heating chambers 
2 cooling chambers

CGS (Coated Glass System)
Small glass option 4" x 8"

For price and details please contact: 
Raimo Nieminen, cell:  412/889-6481

Hal Strait, cell: 336/549-6003

Project Manager
We are seeking a Project Manager to
begin work immediately! Job require-
ments include: minimum 5 years expe-
rience in project management and
glass/glazing products, willing to travel
to various job sites (if necessary), read
and understand shop drawings, good
customer communications. Our com-
pany is a growing business and is a na-
tionally recognized glazing contractor.
We offer competitive salary/benefits.
Please fax resumes to 810/364-4571 (at-
tention Kelly) or e-mail Charles at
cclscrandall@comcast.net.

Project Manager
Cherokee Glass Inc. of Ravenna, Ohio seeks
a project manager.  Must have knowledge in
commercial windows, S.F., C.W., and
doors. Excellent work environment, com-
pensation based on experience. Send   to
jobopening@cherokeeglass.net. 

Sales Representative
Erie Architectural Products Inc. is a
leading manufacturer of innovative engi-
neered fabricated curtain wall systems. We
have an immediate opening for a Sales
Representative to cover markets along
with U.S. eastern corridor. We are seeking
an individual with a minimum of 5 years
relevant experience. E-mail your resume
to:  lmorrison@erieap.com 

Bovone Beveling Machine
7 spindles, 3 polishing felts. Rebuilt 2002.
Runs great. Asking $36,000. Please call
815/464-1375 for more information.

Glass Machinery Sales,
Services & Appraisals, Inc.

New American vertical glass washers, all
stainless steel, made in America. 84”x144”
Tamglass tempering furnace; Lisec spacer
bender; Hot Melt Butyl Machines—
Nordson 55 gal, Aztech ATX II, Aztech 55
gal; Pyles Thermoflow 55. Glass Wash-
ers—84” Miller 6 brush horiz rebuilt; 51”
Makivetro vert rebuilt; 36” Somaca 6 br;
16” Triulzi horiz. Oven Roller Presses—
60” Billco Level 4—10 roll; 60” Billco—6
roll; Also—Besten 84” Swiggle Duraseal
IG line; GED side loader conveyors-
96”x144”; GED CNC XYZ Glass Cutting
System; GED Hot Melt Butyl linear ex-
truders; Straight line edgers; Straight line
bevelers. Much, much more. Call-724/239-
6000; Fax-724/239-6011; E-mail:
USGM08@gmail.com 

Estimator/Project 
Manager

Curtainwalls and Windows, Inc. 
(CWI), a high-end contract 
glazier located in CT, is looking 
for an experienced individual to 
perform estimating and project 
management for curtain walls as 
well as aluminum and steel windows 
on medium to large contracts.  The 
successful candidate will have 10 
years of similar experience, be 
profi cient in estimating, Excel and 
other computer skills, developing 
accurate budgets, and managing 
each phase of the project.  Serve 
as the point person with clients 
and must demonstrate effective 
communication and coordination 
with our customers.

CWI offers a friendly work 
atmosphere within a well established 
fi rm.  We offer a competitive 
benefi ts package including medical, 
dental, 401K savings plan, Employee 
Stock Purchase Plan, and company 
vehicle.  EOE.

Interested applicants please submit 
resume to jreynholds@cwict.com or 
fax to 860-657-9649; or mail to P.O. 
Box 598, Glastonbury, CT 06033.

Used Equipment 
for Sale

Representatives Needed
Winco is seeking additional representa-
tion in many areas of the country. Winco
offers a full line of architectural alu-
minum windows and specializes in high
end Blast Resistant/Historic Replication
Blast Resistant/Hurricane/Ballistic and
Tornado resistant products. If you have
the contacts & interests please send your
résumé to: sales4@wincowindow.com

Used (2006) Zafferani
Shape Bevel Machine

• Semi-automatic 
• Bevelling and grinding of shaped and 

rettilinear glass sheet 
• Automatic working of round shaped 

glasses 
• Quick and easy wheel change 
• Cerium oxide tank and pump for final 

polishing 
Photos available upon request. 
Please contact Steven Schulman at
212/288-5616 Ext. 111.

New and Used Equipment
NEW 5 spindles flat edger $22,500 US
Intermac Master bevel - 2 years old
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

Used Equipment 
for Sale

mailto:lmorrison@erieap.com
mailto:jreynholds@cwict.com
mailto:sales4@wincowindow.com
mailto:jobopening@cherokeeglass.net
mailto:cclscrandall@comcast.net
mailto:jmulligan@glass.com
mailto:steve@s-b-m-s.com
mailto:USGM08@gmail.com
http://www.usglassmag.com
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Curved China Cabinet Glass
Standard curves fit most cabinets - one
day service. Most sizes $90, $95, $98 and
each piece is delivered. Call 512/237-3600,
Peco Glass Bending, PO Box 777,
Smithville, TX 78957.

For Sale
1999 Chevy C3500 HD and 2001 GMC
3500 HD, V-8 gas, 14' all aluminum glass
rack with goal post metal carrier. 197,000
miles. Asking $10,000 each. 313/924-9750
or randee@ramcometals.com 

Products for Sale Industry Services
Bieber Consulting Group, LLC
Is a group of retired Glass Industry
Executives with the ability to solve
your problems, grow your business
and add to your revenue stream. With
over 40 years of expertise managing
sales and profits, we know cost reduc-
tion, sales & marketing, finance, glass
fabrication, safety, purchasing, 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.

Your Ad Could Be Here!

Classifieds go 
online every day! 

To view listings, visit:
www.glass.com/

classified.php

keeping the books straight and keeping
the glass going through the plant.”   

Mammen explains that the software
had the most dramatic effect on through-
put. Extra capacity enabled M3 Glass to
start laminating in April 2008. “Every
piece of laminated has to be run as two
lites through the plant. So now we have
the capacity to do that. Our growth
wouldn’t have been possible without that
change.” Mammen adds, “We are bidding
and doing a lot of laminated work, which
opens up whole new markets. It drives
stuff through the rest of our plant as well.
The same thing we laminate is going to
be polished or tempered or bent or De-
coTherm® printed or fabricated or any
combination of those items.”

Mammen continues, “The software
really has done what we were expecting
it to do. We have found that it has a lot
more capabilities than what we are able
to implement in a short time so we are
slowly adding functionality that is al-
ready available.” 

Managing Change
Mammen looked at several different

software suppliers when he shopped for
an ERP package. He looked at criteria
such as how long the companies had been
in the industry, price and the familiarity
of companies with the glass industry. 

When asked about his overall experi-
ence with the implementation, Mammen

comments, “I’ve been part of several im-
plementations over the years and com-
pared to the other ones, I thought it went
very smoothly. It wasn’t without some
problems, but it went very smoothly,
comparatively speaking … I think the
hardest part of any implementation is
setting our own people’s expectations on
our end. I was doing that for months
ahead of time, telling people that hadn’t
been through an implementation before,
‘You’re not going to come into work on
Monday morning and turn it on and it
works. It’s not like buying a copy of
Quicken® and you can just sit down and
start using it. We’re going to have to set it
up to adapt it to our business, we’re going
to learn how it works and we need to cus-
tomize it.’ But I thought that because of
the preparation of our mindset in ad-
vance … it really went off well.”

Mammen can’t stress “change man-
agement” enough. “Make sure your peo-
ple are prepared well ahead of time. Most
people don’t like change—I do. For the
people that don’t like it, it is scary, it is in-
timidating and it’s a big stress on top
of any other stress they have going on.
You just have to manage that and let
calmer heads prevail. Don’t get wound
up and bent out of shape when some-
one says, ‘Hey, I entered this order and
now’s its gone.’ ‘Well, no, it’s not gone,
it’s in there somewhere, let’s think it
through and find it, something got

changed.’ Someone would say a docu-
ment wouldn’t print and we’d look into it
and find it printed down the hall at the
other printer. Simple things. It’s the little
things that go wrong, the things that are
going to go wrong anyway. Some people
tend to see it through the lens of ‘this is
the new software’ and that makes every-
thing a bigger problem. And you ask the
same people later if they would like to go
back to what we were using before and
they always say no.”    ■

R i c h  P o r a y k o is the sales and
marketing director for Simplicity Computer
Solutions (SCS) in Ajax, Ontario. SCS
supplied M3 Glass Technologies with its
ERP system. Mr. Porayko’s opinions are
solely his own and do not necessarily
reflect the views of this magazine.

Mammen’s new ERP software allowed
it to increase throughput.

Goes Live continued from page 123
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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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

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

ARCHITECTURAL GLASS
Berman Glass Editions
1-1244 Cartwright Street
Vancouver, BC V6H3R8
Canada
Phone: 604/684-8332
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 70 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastleglass.com

Tekon Universal Sciences Inc.
Truly Long Lasting Non-Toxic
Super Hydrophobic Nanotechnology
Glass Coatings & Treatments
15471 Redhill Ave. #A
Tustin, CA 92780
Phone: 888/749-8638
Fax: 714/259-0882
www.tekon.com
info@tekon.com

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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

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

Bear Glass
399 20th Street
Brooklyn, NY 11215
Phone: 718/832-3604
Fax: 718/832-0786
www.bearglass.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

Fire-Rated Glass
AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA  94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

Fire-Rated Glass, 
Impact Resistant
AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA  94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.com

General Glass International
101 Venture Way
Secaucus, NJ  07094
Phone: 201/553-1850
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

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

Custom Glass Bending

•  All sizes & thicknesses
•  Quality long & short-run production
•  Heat-Strengthened    • Annealed
•  Safety Laminated      • Insulated
•  Architectural, fixture and furniture

applications

FLORIDA 
BENT GLASS

Tel. (888) 288-9129

Fax (888) 288-9128

Tel. (954) 917-0039
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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

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

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

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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.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

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
Phone: 800/567-9729 or
800/567-XRAY
Fax: 626/969-6510
www.xrayglass.com
sales@xrayglass.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

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
Phone: 800/567-9729 or
800/567-XRAY
Fax: 626/969-6510
www.xrayglass.com
sales@xrayglass.com

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

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
Phone: 800/567-9729 or 
800/567-XRAY
Fax: 626/969-6510
www.xrayglass.com
sales@xrayglass.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 70 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 70 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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.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

ARCHITECTURAL METAL

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

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

continued on page 138
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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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

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

BULLET RESISTANT
BARRIERS
Total Security Solutions, Inc.
170 National Park Drive
Fowlerville, MI 48836
Phone: 866/930-7807
www.totalsecuritysolutionsinc.com

COMPUTER SOFTWARE
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 70 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastleglass.com

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

World Glass
4014 Gunn Highway, Suite 160
Tampa, FL 33618
Phone: 888/852-2550
Fax: 813/265-4293
www.WorldGlassAG.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

Glass Flooring

Painted
Bear Glass
399 20th Street
Brooklyn, NY 11215
Phone: 718/832-3604
Fax: 718/832-0786
www.bearglass.com

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

Sandblasted
Advanced Glass Design
30 Deer Run
Plantsville, CT 06479
Phone: 860/426-0401
Fax: 860/426-0401
advancedglass@cox.net

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

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
AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA  94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.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

www.AAG-Glass.com

UL Approved
Glass Flooring

WORLDglassTM

T H E  D E C O R A T I V E  G L A S S  S O U R C E
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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

C.R. Laurence Co. Inc.
2503 E Vernon Ave.
Los Angeles, CA 90058
Phone: 800/421-6144
Fax: 800/262-3299
www.crlaurance.com

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
Peterson 
International Ent. Ltd.
504 S. Glenn Ave.
Wheeling, IL 60090
Phone: 847/541-3700
Fax: 847/541-3790
www.petersoninternational.com

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

DOOR COMPONENTS
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 AND 
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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

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

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

INFORMATION AND 
ORGANIZATIONS
Associations
American Architectural
Manufacturers Association
(AAMA)
1827 Walden Office Square, Ste 550 
Schaumburg, IL 60173
Phone: 847/303-5859
Fax: 847/303-5774
www.aamanet.org

INSULATING GLASS AND 
RELATED PRODUCTS
Oldcastle Glass®

Over 70 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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

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
kmadey@helimasc.com

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

Cutting Machine
Bottero Flat Glass Inc.
330 Weaver Rd., Suite 600
Florence, KY 41042
Phone: 800/900-7559
Fax: 845/362-1856

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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
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Acid Etched Mirror
Bear Glass
399 20th Street
Brooklyn, NY 11215
Phone: 718/832-3604
Fax: 718/832-0786
www.bearglass.com

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

Antique Mirror
Bear Glass
399 20th Street
Brooklyn, NY 11215
Phone: 718/832-3604
Fax: 718/832-0786
www.bearglass.com

Decorative

SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS
Oldcastle Glass® Naturalite®

Over 70 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastleglass.com

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® Vistawall®

Over 70 manufacturing 
locations throughout 
North America
Phone: 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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.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

TOOLS AND SUPPLIES
Cleaning Towels
Jacone Distributors
5717 Samstone Ct.
Cincinnati, OH 45242
Phone: 513/745-0244
Fax: 513/745-9581
marji@fuse.net

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
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

Auto Film
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

Security Film
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

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
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   ■

www.Jockimo.com

MirrorUnique™  
antique mirror glass

introducing...
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in Booth 310 to see 
the latest innovative
options from the one 
magazine solely focused on
architectural glass and metal.

Booth 310 will 
also showcase the 
new publication, 
Decorative Glass 
Magazine™.

Meet the staff and tell us your thoughts

Come see what a tightly-focused 
magazine can provide for you.

visitAt

Deb Levy Tara TafferaMeagan Headley Charles Cumpston Ellen Rogers Penny Stacey Drew Vass

Visit booth 310 to learn how you might win one of a variety of gifts.
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Page Company Phone Fax Web Address

[ a d v e r t i s i n g i n d e x ]

25 3M Company 651/736-6076 651/733-9973 www.3m.com
108 Accura Systems Inc. 972/226-0195 972/226-9937 www.accurasystems.com
106 Access Hardware 800/348-2263 800/435-8233 www.accesshardware.com
132 Action Bullet Resistant 800/962-8088 631/422-4498 www.actionbullet.com
31 AGC Flat Glass North America 800/251-0441 423/229-7110 www.na.agc-flatglass.com

110 Aluflam North America 714/899-3990 714/899-3993 www.aluflam-usa.com
49 Alumax 800/643-1514 870/234-3181 www.sapafabricatedproducts.com

131 Andscot Company Inc. 800/832-5800 773/625-1242 www.andscot.com
146 Arch Aluminum & Glass Co. Inc. 866/629-2724 586/725-4627 www.archaluminum.net
48 Azon Systems Inc. 800/788-5942 269/373-9295 www.azonintl.com

128-129 Barber Glass Industries Inc. 800/461-4527 519/824-8718 www.barberglass.com
37 Besana-Lovati 800/356-8237 336/768-7549 www.besanalovati.com
20 Bohle America 704/887-3457 704/887-5201 www.bohle-america.com

112 Bromer Inc. 450/477-6682 450/477-9679 www.bromerinc.com
133 California Glass Bending 800/223-6594 310/549-5398 www.calglassbending.com
125 Capital Tape Co. 888/888-8273 216/292-3435 www.capitaltape.com
97 Cardinal Industries 952/935-1722 952/935-5538 www.cardinalcorp.com
61 CMS North America Inc. 616/698-9970 616/698-9730 www.cmsna.com
41 Cooltemper USA 770/371-5044 770/371-5002 www.cooltemper.com
65 CPFilms Inc. 800/345-6088 314/674-1950 www.cpfilms.com
63 C.R. Laurence Co. Inc. 800/421-6144 866/921-0532 www.crlaurence.com
67 DeGorter Inc. 704/282-2055 704/225-8290 www.schiattiangelosrl.com

116 Dependable Glassworks 800/338-2414 800/866-0986 www.dependableglass.com
124 Dlubak Corp. 800/800-2977 724/459-0866 www.dlubakglass.com
102 DORMA Architectural Hardware 800/523-8483 800/274-9724 www.dorma-usa.com
15 DuPont Glass Laminating Solutions 800/438-7225 302/999-4399 www.sentryglas.com
79 Edgetech IG Inc. 800/233-4383 740/439-0121 www.certifyyourig.com

127 Erdman Automation Corp. 763/389-9475 763/389-9757 www.erdmanautomation.com
99 F. Barkow Inc. 414/332-7311 414/332-8217 www.barkow.com
34 Fenzi North America 416/674-3831 416/674-9323 www.fenzi-na.com
28 Fletcher-Terry Co. 800/843-3826 860/676-8858 www.fletcher-terry.com

16-17 For.El Spa 336/768-5504 336/768-7549 www.forelspa.com
32, 115 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com

23 Glasslam 954/975-3233 954/975-3225 www.glasslam.com
77 Glassopolis 800/262-9600 800/872-9601 www.glassopolis.com
27 Glassrobots Oy 358 3 3132 3000 358 3 3132 3350 www.glassrobots.fi
37 Glasswerks L.A. Inc. 888/789-7810 888/789-7820 www.glasswerks.com

116 Glastar Corp. 800/423-5635 818/998-2078 www.glastar.com
45 Glaston Finland/Tamglass Brand 358 10 500 6103 358 10 500 6109 www.glaston.net
71 Glaston Italy/Bavelloni Brand 39 031 728311 39 031 7286318 www.glaston.net

145 GlasWeld Systems 800/321-2597 541/388-1157 www.glasweld.com
121 Glazers Choice 888/655-3430 216/292-3435 www.glazerschoice.com
11 Goldray Industries Ltd. 800/640-3709 403/236-1373 www.goldrayindustries.com

105 Grove Products Inc. 800/724-7683 978/840-4130 www.groveproductsinc.com
29 GTS Services 800/209-2369 503/624-0433 www.gtsservices.com
5 Hegla Corp. 404/763-9700 404/763-0901 www.heglacorp.com

76 Industrial Control Development Inc. 360/546-2286 360/546-2287 www.icdcoatings.com
38 IMPACT 800/545-4921 202/393-1148 www.impact-net.org
55 Insulating Glass Manufacturers Alliance 613/233-1510 613/482-9436 www.igmaonline.org
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Page Company Phone Fax Web Address
103 Interlayer Solutions Inc. 888/634-7372 514/326-9982 www.interlayersolutions.com
73 Intermac AGM 704/357-3131 704/357-3130 www.intermacamerica.com
69 J.E. Berkowitz 800/257-7827 856/299-4344 www.jeberkowitz.com
51 JLM Wholesale 800/522-2940 248/628-6733 www.jlmwholesale.com
43 Jordon Glass Co. 800/833-2159 305/482-0119 www.jordonglass.com
35 Joseph Machine Co. 800/457-7034 717/432-2712 www.josephmachineco.com

131 J. Sussman Inc. 718/297-0228 718/297-3090 www.jsussmaninc.com
95 Kawneer 770/449-5555 770/734-1560 www.kawneer.com

132 Liberty Glass & Metal Industries 800/843-2031 860/923-9662 www.libertywindowsystems.com
93 Lisec America Inc. 952/641-9900 952/641-9935 www.lisec.com
44 Mainstreet Computers Inc. 800/698-6246 734/697-8228 www.mainstreetcomp.com
19 Mayflower Sales Co. Inc. 800/221-2052 718/789-8346 www.mfsales.com

101 Midwest Wholesale Hardware 800/821-8527 800/621-5681 www.midwestwholesale.com
87 Nordson Corp. 800/683-2314 770/497-3656 www.nordson.com
21 Oldcastle Glass 866/653-2278 770/804-3369 www.oldcastleglass.com

113 Painters & Allied Trades 888/934-6474 301/654-2025 www.lmcionline.org
22 Palmer Products Corp. 800/431-6151 502/895-9253 www.mirro-mastic.com

53, 91 Pilkington North America 800/221-0444 419/247-3821 www.pilkington.com
32a PPG Industries Inc. 888/774-4332 412/826-2299 www.ppgideascapes.com
123 Precision Glass Bending 800/543-8796 800/543-8798 www.e-bentglass.com
104 Prodim USA LLC 888/229-3328 772/408-4885 www.prodimusa.com
133 Pulp Studio 310/815-4999 310/815-4990 www.switchlite.com
111 Royal Mouldings 800/368-5520 276/781-2520 www.royalmouldings.com
39 Salem Distributors 800/234-1982 336/766-1119 www.salemdist.com
42 Shat R Proof Corp. 800/328-0042 952/946-0461 www.shatrproof.com
26 Sheffield Plastics Inc. 877/413-7957 413/229-4052 www.sheffieldplastics.com
47 Soft Tech America Inc. 954/568-3198 954/563-6116 www.softtechnz.com

126 Southeastern Aluminum Products 904/781-8200 904/224-8068 www.southeasternaluminum.com
59 Southern Aluminum Finishing 800/241-7429 404/355-1560 www.saf.com
75 Sommer & Maca 866/583-1377 866/584-9722 www.somaca.com

114 Strybuc Industries 800/352-0800 610/534-3202 www.strybuc.com
34 Taco Metals 800/743-3803 305/770-2390 www.tacometals.com
C2 Taricco Corp. 562/437-5433 562/901-3932 www.taricco.com
1 Technical Glass Products 800/426-0279 800/451-9857 www.fireglass.com

12-13 Technoform 330/487-6600 423/929-0002 www.technoform.us
52 Tekna USA Corp. 877/477-4840 815/477-4870 www.teknausa.com

130 Tremco 800/321-6355 216/766-5543 www.tremcosealants.com
52 Uniglass Engineering Oy 412/835-2659 412/835-4165 www.uniglass.com
9 United Glass Corp. 800/232-9050 Not Available www.ugcglass.com
3 Unruh Fab Inc. 888/772-8400 316/772-5852 www.unruhfab.com

30 US Horizon 877/728-3874 888/440-9567 www.ushorizon.com
24 Vetrotech-Saint Gobain 888/803-9533 253/333-5166 www.vetrotechusa.com

109 Viracon 800/533-2080 507/444-3021 www.viracon.com
7 Vitro America 800/238-6057 501/884-5338 www.vitroamerica.com

117 Win-door North America 800/282-0003 416/444-8268 www.windoorshow.com
114 Wood’s Powr-Grip Co. Inc. 800/548-7341 406/628-8354 www.powrgrip.com
107 YKK America 800/955-9551 678/838-6099 www.ykkap.com
81 Zeledyne 800/331-2007 918/254-5244 www.versaluxglass.com
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theBusiness

“Good morning, Mr. Hill. My
name is Linda and I’m call-
ing on behalf of Who’s Who

in the Galaxy. As the result of our studies
of millions of professionals, you have
been selected as a possible candidate for
inclusion in our upcoming edition of
Who’s Who in the Galaxy.”

This wasn’t the first time I’d received a
call or letter like this. Usually I’d take the
Groucho Marx approach to these things.
Wasn’t it Groucho who said he wanted
nothing to do with any organization that
would want him as a member? Perhaps
my ego got the better of me because I de-
cided to pursue the matter a little further.

“Okay, Linda,” I said. “What is this
going to cost me?”

“Absolutely nothing,” she responded.
“Although you may want to take advan-
tage of some of the items we offer exclu-
sively to our members.”

“Like what?” I asked.
“Well, you can order the official Who’s

Who in the Galaxy plaque with your
name engraved on it for $129.95 or the
official membership certificate for only
$99.95. And we have all kinds of things
in our catalog like mugs, pens, even neat
stuff for your car like the magnetic signs
and bumper stickers,” she replied.

“You’ve got to be kidding. Do people
actually order magnetic signs for their
cars telling the world that they’re in the
Who’s Who in the Galaxy?”

“Yes, mostly lawyers,” she answered.
“The bumper stickers are quite popular,
too; the architects like them. Our three
most popular ones are ‘HONK, IF
YOU’RE A WHO,’  ‘I’M A WHO, ARE
YOU?’ and ‘MY SON’S AN HONOR
MEMBER OF WHO’S WHO.’” 

Now, I’ve always been envious of those
parents who had the bumper stickers on

their cars proclaiming that their
kids were honor students at a par-
ticular school. Don’t get me wrong,
I’ve got three of the finest kids on
earth, but I’d never gotten a whiff of
one of those stickers. I was hooked
and wanted in—badly.

“Okay,” I said. “What do you need
to know?”

“We have quite a bit of data, Mr.
Hill, but we need to know about any
unique accomplishments or honors
you’ve received.”

Now I was in trouble. But hey, I
can be as creative as the next guy—and
how closely are they going to check this
stuff anyway?

“Well, Linda,” I started. “I’ve recently re-
ceived my Ph.D. in glassology and was
also nominated for an international
award for my research into the origins of
glassmaking. You see, I’m the one who
uncovered the truth that the O’Plate
brothers, Patrick and Michael, were the
first to actually discover glass. You may
have read about it in USGlass.”

From there it only got worse. By the
time we were done talking, I’d listed two
more Ph.D.s, several inventions and a
Nobel Prize nomination for my work in
economic forecasting, Finally, she asked
what I did for a living.

“I manage a highly efficient, profes-
sionally run, profitable contract glazing
company.”

“Thank you,” she responded. “We
just need to do some formal fact-
checking and the like, and I’ll get
back to you in a few days.”

I didn’t think I’d ever hear from her
again. After all, I’d really gone over-
board with the fictitious Ph.D.s and
all the other garbage. To my surprise,
she called exactly five days later.

“I have some bad news, Mr. Hill. Our
researchers have rejected you because of
an inconsistency in the information you
provided.”

“Rats,” I thought. “They caught me. It
was that last Ph.D. in corner key metal-
lurgy that probably got me.”

“Okay Linda, why was I rejected?”
Well,” she responded. “Our researchers

kicked back your form. They could find
no record of any dynamic, highly effi-
cient, professionally run contract glazing
company ever having existed anywhere
in the galaxy at any time in recorded his-
tory. Are you sure that’s what you do for 
a living?”

“I was only kidding about that,” I
quickly answered. “I’m actually a sales-
man for used aluminum siding.”

“Ah ... how many bumper stickers
would you like Mr. Hill?”  ■

I’m a Who Are You? Any Who Will Do
b y  L y l e  R .  H i l l  

L y l e  R .  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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SolarWatch

Glaston Establishes Solar Energy 
Business; Expands Offerings

Glaston Corp. in Finland has es-
tablished a separate solar energy
business to focus on this rapidly

growing solar energy market. The new
business is headed by Claus Carlsen, for-
mer managing director of Tamglass
Glass Processing. 

“Players in the solar energy segment
are looking for a reliable partner with the
financial and organizational strength to
handle large projects anywhere in the
world,” says Mika Seitovirta, president
and chief executive officer (CEO). “They
also demand the highest quality of glass
possible, while at the same time keeping
production processes cost-effective.
Glaston is best placed to meet all of those
needs and already has a strong, and
growing, order book in solar applica-
tions. We are therefore creating this of-
fering to better service our solar
customers.”

Among those customers is Solel So-
lary Systems in Bet Shemesh, Israel,
which announced in September that it
had opened a $9 million factory in Fin-
land in partnership with Glaston for the
production of parabolic solar reflectors
for its solar field projects. At the core of
the facility is equipment conceptualized
by Solel, and designed and built by Glas-
ton according to the solar company’s
specific technical requirements. 

The facility is located in Akaa, about
125 miles north of Helsinki. It has the ca-
pacity to produce 240,000 parabolic
solar reflectors a year, enough to power a
50 MW power plant. 

“We are very excited about this part-
nership, uniting the solar know-how and
leadership of Solel with the automation
processing expertise of Glaston,” says Avi
Brenmiller, president and CEO of Solel.
“By producing our next generation of
parabolic solar reflectors, this new fac-

tory will help us advance our SunField
LP solar fields, in Spain and around the
world, and provide our customers with
guaranteed performance.”
❙❙➤ www.glaston.net   

Octillion Enters 
Photovoltaic Window 
Research Agreement

Octillion Corp. in Auburn Hills,
Mich., has entered into a sponsored re-
search agreement with scientists at
Oakland University to further the de-
velopment of its NanoPower Window
technology. The two-year agreement
will focus on transparent photovoltaic
device construction on glass substrates.
It also includes provisions to explore re-
lated innovations. 

In addition to furthering the com-
pany’s goal of developing a transparent
window capable of generating electric-
ity, the agreement also allows Octillion
and Oakland University to jointly ben-

efit from nanotechnology innovations
that may apply in other applications.
❙❙➤ www.octillioncorp.com  

Bekaert Presents 
Market with New 
Rotable Sputter Targets 

Bekaert, headquartered in Belgium,
has now developed a range of rotatable
sputter target materials for the deposi-
tion of transparent conductive oxide
(TCO) layers used in photovoltaic (PV)
cells. These TCO layers are essential
building blocks for all thin film PV ap-
plications where optical transmission
and electrical conductivity are required
simultaneously. 

Bekaert’s rotatable sputter targets are
one piece targets, capable of depositing
various TCO layers. Bekaert now adds
to its TCO portfolio a new target mate-
rial which is AZO, Zinc Oxide doped
with Aluminum oxide. 
❙❙➤ www.bekaert.com   ■

Glass May Help UK’s Energy Challenges

Two groups in the United Kingdom are research-
ing new ways to use glass to meet the country’s
energy challenges thanks to a $17.6 million USD

(10 million GBP) grant from the UK’s Technology Strat-
egy Board and Engineering and Physical Sciences Re-
search Council. 

Polysolar Ltd. in Cambridge, U.K., will lead Linde Electronics, Imperial Col-
lege, Sagentia Ltd. and Pilkington Technology Management Ltd. in research to
develop a low-cost translucent photovoltaic architectural glass for use in win-
dows and curtainwalls. The technology used will be based on conjugated or-
ganic polymers. 

In addition, Arup in London will lead a group made up of Pilkington Group, the
Centre for Renewable Energy Systems Technology - Loughborough University
and Applied Multilayers in a project to produce low-cost integrated photovoltaics
in double-glazed windows based on a type of solar thin film cell. 
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