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The FireLite® family of fire-rated glazing from Technical Glass Products is the definition 
of high quality. Now, take a closer look at the improvements we’ve made to surface 
quality and color. This new ultraHD™ Technology delivers a clearly superior product at a 
competitive price. Simply put, we’ve turned up the heat.

SEE THE DIFFERENCE AT
FIREGLASS.COM/HD

Now in HD™
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18 Guardian’s Evolution
USGlass spoke one-on-one with
Guardian’s Scott Thomsen and Russell
Ebeid about the company’s emphasis on
innovation, its renewed focus on North
America and the biggest threats facing
the glass industry today. 

28 USGlass Guide to 
Equipment & Machinery 
Machinery & Equipment Supplier Chart

30 If I’d Only Known Then…
Fabricators Talk About Best Practices for Buying
Machinery and Equipment

32 Guten Tag to glasstec 2010
From products to seminars, get the first look at what to
expect at this year’s glasstec event. 

38 Construction After the 
Real Estate Boom
In the second part of this two part series, learn what to do
when payments from a project owner are stopped or delayed
and how to position your company for the best possible
result in the event that the project goes into bankruptcy.  

42 Just Enough Light
When architects specify high visible light transmittance on
their glass selection, do they really know the impact of what
they’re asking for? 
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Scott Thomsen and Russell
Ebeid are pushing Guardian
Glass to “evolve” into new
markets with innovative new
products. Read the full
interview on page 18.
Photo by Bill Pugliano.

departments

columns

2 USGlass, Metal & Glazing  |  August 2010 www.usglassmag.com

[ a u g u s t 2 0 1 0 ]

Decorative Glass
44 Visual Effects

18

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –

Contents© 2010 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

http://www.usglassmag.com
http://www.usglassmag.com
http://www.usglassmag.com/digital
https://www.cdsreportnow.com/renew/now?USG


Insulating glass edged with the Super Spacer family of products satisfi es the toughest demands:

No condensation and no failures! Eighteen solid years in an extreme climate. Built in 1992, the Royal Alexandra 
Hospital Atrium in Edmonton, Alberta, Canada, consists of insulating glass units made with 43,500 feet of silicone Super Spacer®

(photo taken in 2008). The 2009 Hospital Expansion project was also specified and built with the Super Spacer family of products.
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July Survey Results
We asked:
What protective measures do you take 
before starting a new project?  

You answered:

USGlassElectronic
Only on USGlassmag.com

WeBlogs
Read weekly updates via www.USGNN.com. 

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

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

Let’s Be Clear

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.

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

deBLOG

C h u c k  
K n i c k e r b o c k e r  
Curtainwall Manager,
Technical Glass Products

Field Notes

A r l e n e  Z .  
S t e w a r t  
President, AZS 
Consulting Inc.

Arlene on Energy

E u g e n e  N e g r i n
President, Galaxy Glass
& Stone®

Polishing the Edges

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:

What is the biggest factor you consider in decid-
ing which new machine to purchase? 

❏ Knowledge of the manufacturer, its 
abilities and its record with customers

❏ Seeing the machinery or similar pieces in operation

❏ Expected costs of yearly maintenance, 
spare parts and utilities 

❏ Incentives for leasing or buying 

40% 40%

20%

Check the creditworthiness
of customers/contractors

Require payment for goods and services
at the time they are rendered

Customize terms
and provisions of
construction
contracts and
purchase orders
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Y o u r  n e w  q u a l i t y  s t a n d a r d  f o r  r a i l i n g  s y s t e m s

Q-railing
1382 Valencia Ave., unit N
CA 92780
Tustin
T: 714-259-1372
F: 714-259-1720
sales@q-railingusa.com

The latest Q-railing fascia mount adapter from the Easy Glass 

System program is the ultimate answer to the demand 

for affordable block assembly in glass railing systems. 

Combining the advantages 

of a minimalist design with 

maximum ease of assembly, 

model 0760 provides an 

incredibly elegant stainless 

steel solution. It is suited 

for tempered or laminated 

glass of 1⁄2” up to 1”. Once 

again Q-railing sparks a 

much talked about evolution 

in railing technology!

The new fascia mount adapter 

More than just 
an excellent design

www.q-railingusa.com

NEW

Q-BUBBLE 
a Q-railing innovation

Model 0760 is quick and easy to 

assemble only one anchor is needed! 

The versatile adjustment options and 

built in Q-bubble make alignment easy.

VISIT US AT GLASSTEC, HALL 10, STAND G60
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No Matter What Your Style…
Simplify Your Adhesive 
And Sealant Dispensing

Nordson® dispensing solutions improve the  
accuracy and repeatability of your adhesive and 
sealant dispensing for window and insulated glass 
applications. Whether automated, semi-automated 
or manual production, Nordson systems help you:

 increase throughput
 reduce labor and material usage
 improve product quality

Nordson equipment efficiently handles a broad 
range of materials, including butyls, silicones and reactive hot melt adhesives, 
for a wide variety of fenestration applications. And, our solutions help you 
optimize material use while reducing scrap and rework.

Specialty laminating systems allow you to wrap PVC extrusions with unique 
colors without changing the characteristics of your window system.

Contact Nordson today to see how we can help streamline your backbedding, 
corner joining, assembly or insulated glass sealing applications.

nordson.com | 800.683.2314

©2010 Nordson Corporation
PAA-10-5620
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Inspired design. Tight construction. Brilliant results. Introducing Kawneer's Clearwall™
Curtain Wall System – an innovative 4-sided Toggle Glazed (TG) curtain wall system with a new
breakthrough glass retaining mechanism. Delivering an admired monolithic look for low-rise
applications, the unique TG system reduces installation labor, simplifies onsite logistics and
enhances safety at a fraction of the cost of standard 4-sided structural silicone systems and
point supported glass curtain wall systems. All this plus outstanding design. Kawneer's
Clearwall™ Curtain Wall – clearly groundbreaking.

Architectural Aluminum Systems
Steel + Stainless Steel Systems
Entrances + Framing
Curtain Walls
Windows

CLEARLY INNOVATIVE.

CLEARLY DIFFERENT.

kawneer.com© 2010 Kawneer Company, Inc.
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GANAPerspectives

During the week of August 23rd,
industry leaders will converge
on the Kansas City Country

Club Plaza in Kansas City, Mo., for a
four-day technical and education ses-
sion that has long been an active work-
ing meeting for all committees,
subcommittees and task groups of the
Glass Association of North America
(GANA). The 2010 event will be no ex-
ception, allowing ample time for each
division to meet, discuss and act on is-
sues of vital importance to the glass
and glazing industry.

LEARNING CREDITS
Considering one of GANA’s primary

objectives is education, the GANA Fall
Conference will introduce a new educa-
tional component that features
GANA/AIA continuing education pro-
grams. On Tuesday, August 24, GANA
will host architects from the local Kansas
City AIA Chapter for a three-hour con-
tinuing education program that high-
lights the association’s newest program,
Introduction to Decorative Glazing, with
an additional session on Fire-Rated Glaz-
ing Today. All GANA Fall Conference at-
tendees will be encouraged to attend, not
only to network with architect attendees,
but to experience firsthand the educa-
tion that GANA offers to the industry
and its membership, ultimately provid-
ing access to the customer and impart-
ing valuable education.   ■

GANA Education Update
Conference Focuses on Technical, Education

b y  A s h l e y  M .  C h a r e s t

A s h l e y  M .  C h a r e s t
is GANA’s account
executive. Ms. Charest’s
opinions are solely her own
and not necessarily those
of this magazine.
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GANA Fall Conference Schedule at a Glance
This is a synopsis of the GANA Fall Conference program for your use at the

meeting or for consideration in attending. For a more detailed program, visit
GANA online at www.glasswebsite.com.

MONDAY, AUGUST 23, 2010
7 a.m.-5 p.m. Registration
8 a.m.-1 p.m. GANA Board of Directors
1:30-3 p.m. Marketing Committee
3:15-5:30 p.m. Flat Glass Manufacturing Division

TUESDAY, AUGUST 24, 2010
7 a.m.-5 p.m. Registration
8-9:30 a.m. Protective Glazing Committee

Securing Houses of Worship with Laminated Glass
Officer Michael Betten, Overland Park Police Department

9:45 a.m.-12:15 p.m. Laminating Division Meetings
12:30 p.m.-3 p.m. Tempering Division Meetings
3:15 p.m.-5:30 p.m. Insulating Division Meetings

WEDNESDAY, AUGUST 25, 2010
7 a.m.-5 p.m. Registration
8 a.m.-12 p.m. General Session

8 a.m.-9:30 a.m. GANA Membership Meeting
9:45 a.m.-10:30 a.m. TBA
10:30 a.m.-11:15 a.m. Impact on Energy Savings from Daylighting

Penn State Study Research Findings
Dr. Helen Sanders, SAGE Electrochromics, Inc.

11:15 a.m.-12 p.m. Considerations for the Condensation Resist-
ance of Fenestration Assemblies
Tracy Rogers, Edgetech IG

12:30 p.m.-2:30 p.m. Energy Committee
2:45 p.m.-4:45 p.m. Fire-Rated Glazing Council

THURSDAY, AUGUST 26, 2010
7 a.m.-4 p.m. Registration
8-10:30 a.m. Decorative Division Meetings
10:45 a.m.-1:15 p.m. Mirror Division Meetings
1:30 p.m.-3:30 p.m. BEC Division Meetings

High Thermal Performance Fenestration for the 
Building Envelope
Chris McMahon, Technoform Glassinsulation
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Solar Control

Pilkington Solar-E™ Glass
Introducing Pilkington Solar-E™ Glass...the world’s first color-neutral pyrolytic solar control Low-E.   

Pilkington is introducing another breakthrough in pyrolytic solar control technology with a new 
Pilkington Solar-E™ family of products.  This is in response to the demand for lower solar heat gain, 
lower reflectivity and glare control.  Pilkington Solar-E™ is now available on Arctic Blue, Blue-Green 
and Grey to accompany Pilkington Solar-E™ on Clear and other Pilkington Low-E pyrolytic products.

For more information please contact us at 800 221 0444 or visit our website at www.pilkington.com/na
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CompanyNews

Guardian and Intermolecular Partner
to Develop Advanced Glass Coatings 

Guardian Industries Corp. of
Auburn Hills, Mich., and Inter-
molecular Inc. in San Jose,

Calif., have signed a multi-year collab-
orative development program (CDP)
and technology licensing agreement 

The partnership will address the de-
velopment and commercialization of a
diverse set of advanced glass coatings,
many related to energy generation or
energy-efficiency in buildings. Target
applications include both sputtered
coatings to be developed with Inter-
molecular’s Tempus™ P-30 combinato-
rial physical vapor deposition platform,
and liquid coatings to be developed

with Intermolecular’s Tempus F-10 and
F-20 wet workflows. Improving the per-
formance and reducing the costs of
glass coatings will be a key focus of the
development partnership. 

“Through our work with Intermol-
ecular, we hope to take materials in-
novation in glassmaking to an entirely
new level,” says Scott Thomsen,
Guardian’s chief technology officer
and group vice president for glass in
North America. “Intermolecular’s HPC
approach to R&D allows us to com-
prehensively and efficiently explore
the periodic table of elements, and to
quickly develop and commercialize

high-performance coatings for a vari-
ety of high-growth applications. Glass
coatings still have enormous potential
for innovation.” 

As Russ Ebeid of Guardian once said,
“We’ve coated glass with copper, silver
and gold. We have still got almost all the
elements on the periodic table to go …
and each of those elements will bring
different characteristics to the glass”
(see March 2006 USGlass, page 4). 

Intermolecular’s HPC hardware and
software resources allow technolo-
gists to conduct hundreds of experi-
ments in parallel, and then quickly
sift the resulting data for promising
combinations. These possibilities can
then be evaluated, refined and tested
for manufacturing readiness, all in a
fraction of the time that would be re-
quired with traditional R&D tech-
niques. Intermolecular’s team of
scientists and engineers works closely
with their counterparts at customer
companies, to ensure that the devel-
opment work is tightly linked to new-
product needs. 
❙❙➤ www.guardian.com 

Venture Tape 
Expands Partnership
Industrial Sales Corp. 

Venture Tape Corp. in Rockland,
Mass., a subsidiary of 3M, announced
it is expanding its agreement with In-
dustrial Sales Corp. (ISC) for sales and
distribution of its adhesive products for
the fenestration and glass building
products market. ISC will now handle
sales of Venture Tape’s products in the
Southeast and Western regions of the
United States, and will continue to han-
dle product sales in the Northeast and
Midwest regions under the original
contract. 

kudos

Crystal Windows Celebrates 
20th Anniversary

Crystal Window & Door
Systems in Flushing,
N.Y., marked the com-

pletion of 20 years in opera-
tion on May 15, 2010. The
company was started two
decades ago by Taiwanese-
American immigrant Thomas
Chen with a small Queens,
N.Y., operation fabricating
aluminum windows for the
local community. Crystal
today has production facili-
ties in New York, Chicago and
Missouri and has expanded
beyond windows to establish
operations in building prod-
ucts including solar panels
and aluminum extrusion and
finishing.

10 USGlass, Metal & Glazing  |  August 2010 www.usglassmag.com

During Crystal’s gala banquet company
president Thomas Chen (second from right) and
executive vice president Steve Chen (far left)
received a New York State Senate proclamation
recognizing the anniversary from State Senator
Frank Padavan, with State Assemblywoman
Grace Meng.
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According to Theo Janssen, national
sales manager of fenestration and
building products for Venture Tape, the
new agreement builds on the relation-
ship between the two companies, which
began in 2007. 
❙❙➤ www.venturetape.com

Santelli Tempered 
Glass Continues to 
Grow with Third Location 

Santelli Tempered Glass in Monessen,
Pa., has opened its third site in Elkhart,
Ind. 

Joseph Santelli, the company’s chief
executive officer, says he selected
Elkhart, Ind., due to its location. “It’s
perfectly located between Toledo and
Chicago, both with large residential
window manufacturers,” says Santelli.
“The area [Elkhart] has gone through
a major downturn with the rise in 
energy costs and the fall of the econ-
omy. That provided an abundance 
of facilities that would work for my
operation.”

Santelli says his company’s growth
goes back to automation and speed. He
explains that the concept he employs
was developed by Lance Porter, owner
of All Weather Architectural.

“Before he came up with the idea of
taking orders today, tempering all night
and delivering tempered glass tomor-
row, deliveries sometimes took two
weeks to get to the window manufac-
turers. His philosophy of not touching
soft-coated or any glass until it was
tempered allowed us to give a finished
product that was of better quality than
the market place had seen, and within
24 hours from placing the order was
much quicker than anyone was deliver-
ing,” Santelli says.

He continues, “We now know that

the production process Lance devel-
oped results in the lowest labor cost
per square foot of glass tempered.
When you can produce tempered glass
at a lower price with a better quality
and deliver the glass overnight, cus-
tomers want your product.” Santelli ex-
plains that it’s the automation that
makes the process unique. “The glass
is cut, laser logo’d, seamed and
batched for the tempering furnace
without being touched by anyone. The
ability to supply tempered with this
process has made it possible to expand
so rapidly. I am using that process in
all three locations.”
❙❙➤ www.santellitemperedglass.com

Keymark’s New Circle Size
Extrusion Press is Live 

Keymark Corp.’s new 14-inch circle
size press is now fully operational.
The company says the press will en-
able architects and engineers to de-
sign larger, more detailed extrusions
with a width and precision not previ-

ously available in the marketplace. 
Keymark says the press will add 32

million pounds of demonstrated ca-
pacity to its 88 million pound com-
pany-wide capacity, while adding 55
new jobs in the Lakeland, Fla., plant.
This brings its total number of
presses to seven, with circle sizes
ranging from 6 to 14 inches, and cov-
ering more than 500,000 square feet
of production space.

“For 46 years Keymark Corp. has
prided itself on its commitment to the
marketplace, and our investment in
the new press again shows our leader-
ship position and willingness to be a
flexible, competitive partner to our
clientele,” says William L. Keller III,
chief executive officer and owner.
“The appeal of our new press capabil-
ities, along with our ability to guar-
antee all aspects of a project, from
alloy quality to finish and delivery,
make us the only aluminum extruder
that is vertically integrated in-house.” 
❙❙➤ www.keymarkcorp.com   ■
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AAMA Announces IG 
Certification Program 

The American Architectural Manufacturers Association (AAMA) has joined
forces with Associated Labs Inc. (ALI) to offer insulating glass (IG) certi-
fication. The two organizations will work together to broaden accessibil-

ity to IG certification programs for the National Fenestration Rating Council’s
(NFRC) requirement for IG certification, which became effective July 1.

The NFRC has begun enforcing the requirement for IG certification by a
listed, third-party certification program for all IG units used in products that are
authorized for NFRC certification and labeled in accordance with the NFRC
700, product certification program (PCP).
❙❙➤ www.aamanet.org
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DOE to Fund Energy Efficiency 
Building Envelope, Window Projects 

U.S. Energy Secretary Steven
Chu has announced awards
totaling more than $76 mil-

lion in funding from the American Re-
covery and Reinvestment Act. Fourteen
companies in the building envelope and
windows category will receive awards
(see chart below) from the Department
of Energy (DOE) that will support ad-
vanced energy-efficient building tech-
nology projects and the development of
training programs for commercial
building equipment technicians, build-
ing operators and energy auditors.

The building envelope and windows
segment is receiving $22,807,255. Some
of those recipients spoke with USGlass,
explaining that the funding will go to-
ward a range of projects, all focused on
increasing the energy efficiency per-
formance of buildings, both commer-
cial and residential.

According to Fred Millett of Pleotint
LLC, the West Olive, Mich.-based
company that received a grant of
$402,547, the award will help fund a
competitive test of its sunlight re-
sponsive thermochromic laminate
material made into an insulating glass
unit. Millett says the project is ex-
pected to take 18 months.

Eversealed Windows Inc. in Ever-
green, Colo., received a $2,169,327
grant that David Stark, company presi-
dent and chief technology officer, ex-
plains will go toward a project focused
on vacuum insulating glass (VIG) units
for use in developing R-10 windows.

The Performance Films division of St.
Louis-based Solutia was awarded a
$356,000 grant. The awarded funds
have been earmarked for the continued
research, development and commer-
cialization of high-performance, en-

ergy-efficient retrofit window film tech-
nology for commercial and residential
buildings. According to Solutia, this
technology involves new film coatings
and techniques designed to improve
energy efficiency in every climate zone,
specifically films with low-E properties.

The $1.2 million going to Dow
Corning will be applied toward the de-
velopment of an insulating façade sys-
tem that would help increase the
energy-efficiency of commercial
buildings. The silicon-based, high-ef-
ficiency building insulation system
would be used in retrofit and new con-
struction applications to achieve ther-
mal resistance values of R-40 or
greater for exterior insulation and fin-
ish systems. The project is expected to
take about three years.

TRACO in Cranberry Township, Pa.,
received a $2.6 million grant for high
volume production engineering of R-
5 commercial grade windows. Ac-
cording to Denise Abraham, Traco’s
manager of marketing communica-
tions, this two-year project involves
engineering the production of com-
mercial grade R-5 windows, in a cost-
effective manner. The project has
identified improvements in the man-
ufacturing and assembly of glazing,
sashes/vents and frames since it rep-
resents a major portion of the overall
cost to manufacture the window.

Massey’s Plate Glass & 
Aluminum Goes Green

Through a grant from the Connecti-
cut Clean Energy Fund (CCEF) On-Site
Renewable Distributed Generation Pro-
gram, solar photovoltaic (PV) systems
are successfully operating at Massey’s
Plate Glass & Aluminum Inc.

The 12.6-kilowatt solar PV installa-

Energy&Environment

Company Location DOE Funding Total Project Value
Soladigm, Inc. Milpitas, Calif. $3,467,541 $5,779,236
Southwall 
Technologies Inc. Palo Alto, Calif. $1,429,326 $1,786,656
Applied Materials Inc. Santa Clara, Calif. $1,999,515 $3,999,330
EverSealed 
Windows Inc. Evergreen, Colo. $2,169,327 $2,521,257
Dow Chemical Co. Midland, Mich. $2,955,156 $5,910,312
Dow Corning Corp. Midland, Mich. $1,241,120 $1,551,399
Pleotint LLC West Olive, Mich. $402,547 $805,095
SAGE 
Electrochromics Inc. Faribault, Minn. $1,633,301 $2,041,627
3M Co. St. Paul, Minn. $1,966,611 $3,575,657
Syntroleum Corp. Tulsa, Okla. $1,009,300 $1,261,600
Traco Delaware Inc. Cranberry

Township, Pa. $1,317,819 $2,635,638
Quanta Technologies Inc. Malvern, Pa. $853,962 $1,912,537
Industrial Science & 
Technology Network Inc. York, Pa. $2,005,139 $2,709,647
CPFilms Inc. Fieldale, Va. $356,591 $564,982

DOE Awards for Energy Efficiency Innovation
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tion on the roof above Massey’s Plate
Glass in Branford, Conn., was designed
by Spire Solar and installed by Pat
Munger Construction. The 70 solar
panel array supplies more than 41 per-
cent of Massey’s electricity needs.
CCEF’s grant of $45,424 helped to de-
fray more than one third of the total
project cost.

“We are pleased with our decision to
go ‘green’ by pursuing this sustainable
energy solution for our business and we
applaud Munger Construction for a job
well done,” says Robert Massey Jr.,
Massey chief executive officer. 

“Businesses, municipalities
and other institutions around
the state continue to turn to
solar technology to help con-
trol their energy costs,
demonstrate the benefits of
clean energy alternatives and
protect the environment,”
adds Lise Dondy, CCEF presi-
dent. “The solar arrays that
generate clean energy for
Massey’s and Munger Con-
struction are a great reminder
of the power of solar.”
❙❙➤ www.masseysglass.com  ■

A new solar array will supply Massey’s Plate
Glass with 41 percent of its energy needs.
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GANA Voices Industry’s Objections 
to ASHRAE 90.1 Committee

Representatives from the Glass
Association of North America
(GANA) attended a June meet-

ing of the American Society of Heating,
Refrigerating and Air Conditioning En-
gineers (ASHRAE) 90.1 Committee to
speak to the committee about the pro-
posed 30-percent window-to-wall ratio
(WWR) limit included in the standard,
as well as other items (see November
2009 USGlass, page 14).

“We presented our concerns regard-
ing the 30-percent WWR limit, lack of
connection between the visible trans-
mittance (VT)/solar heat gain coeffi-

cient (SGHC) requirement and lighting
controls, U-factor and SHGC criteria in-
consistent with the National Buildings
Institute proposal to the International
Energy Conservation Code and the lack
of glazing representation,” says Dr. Tom
Culp, energy code consultant for GANA
and the Aluminum Extruders Council.

“The presentations were well re-
ceived, but it did not change the out-
come,” Culp adds. 

He continues, “Pending any success-
ful appeals, the 2010 version of
ASHRAE 90.1 would include both as-
pects: a prescriptive limit of 30 percent

WWR, but also the prescriptive option
to use 40 percent WWR with daylight-
ing controls. Larger glass areas would
have to use the performance path.” 

GANA says such a result would be a
success for glazing manufacturers.

“Although the added controls are ex-
pensive and may limit use of this op-
tion, this is a significant achievement,”
Culp explains. “This gives us more op-
tions, and also sets a precedent that
more glass is not ‘always bad,’ prevent-
ing any further reductions in glass area
in the future.”
❙❙➤ www.glasswebsite.com    ■

Codes&Regulations
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SolarWatch

standards news

ASTM Subcommittee
Sets Solar Terminology

The ASTM E44.20 Subcommittee
Glass for Solar Applications met
in early July to further discuss

the creation of standards and guides for
the solar glazing industry.

The group began with a review of
work item “Edge Classifications for Glass
Used in Solar Applications,” led by Wayne
Boor of PPG Industries. During the
group’s last meeting it had heard a pro-
posal to use SAE J673, a standard that
describes the different edge types used
in the auto glass industry, to define edges
for solar glass. However, it was quickly
realized that the architectural glass, solar
module and even aluminum industries
had different terms to describe various
edge shapes, finishes and defects. 

The group’s task is to provide names
for these edge characteristics, rather
than to provide information on edge
strength, which should be a work item
for the future, suggested subcommittee
chair Doug Hall of Corning Inc. Hall
noted that the point was to classify the
terms, not set tolerances, in order to be
able to have conversations with others
about tolerances and specifications. 

The group agreed on five edge shapes
to begin to classify. The group will look to
the Glass Association of North America’s
Glazing Manual to gather terms already
in use for these shapes, as well as for the
finishes and defects. 

A discussion of descriptions and
terms for the treatment of glass corners
began. “This is an area that’s new to the
glass industry. Generally speaking, there
really is no corner designation in any
standard I’ve ever seen. However in the
solar industry it is important,” Boor said. 

The group came up with a list of the
terms they’ve seen used to refer to cor-
ners and then whittled it down to
two—dubbed and rounded—upon

agreeing that most names agree to one
of these two treatments. 

Terms for glass classification came up
again later in the meeting as the group
met to discuss a guide to solar glazing
terminology. The guide defines types of
glass by its composition, but when it
came to the portion of the outline setting
out to define iron composition, specifi-
cally, what percentage of iron makes a
glass mid-, low- or ultra-low-iron, the
glass industry spoke out. Representatives
of AGC, Cardinal and Guardian agreed
that what customers request is a certain
visible light transmittance, not iron con-
tent, and that to get to those specifics of
the iron composition would be to share
what sets their solar glazing products
apart from competitors. 

The subcommittee addressed several
other issues. Daryl Myers with the Na-
tional Renewable Energy Laboratory
gave a presentation urging the group to
support the reinstatement of ASTM
E903, Standard Test Method for Solar Ab-
sorptance, Reflectance and Transmittance
of Materials using Integrating Spheres.
This test method, which essentially
“died” in 1996 due to lack of re-balloting,
covers the measurement of spectral ab-
sorptance, reflectance and transmittance
of materials using spectrophotometers
equipped with integrating spheres.
Myers noted that these properties are
important in all solar energy systems. 

It also began the first steps in draft-
ing a “New Guide for Durability and Re-
liability Issues of Glass and Coated
Glass Used in Solar Energy Products.”
The current work item is intended to
serve as an educational document for
manufacturers of solar energy products
and to help E44.20 learn where future
standards might be needed. 
❙❙➤ www.astm.org   ■

www.usglassmag.com
VISIT US AT GLASSTEC, HALL 11, STAND A26
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Discuss Guardian’s Innovation, Its Focus on 
North America and the Industry’s Biggest Threats
by Megan Headley 

Scott Thomsen
Russell Ebeid

Scott Thomsen
Russell Ebeid

When William Davidson, owner and chief executive
officer of Auburn Hills, Mich.-based Guardian In-
dustries, passed away in March 2009, the com-

pany lost a visionary and a leader (see April 2009 USGlass,
page 14). Since 1957, Davidson had led Guardian from its be-
ginnings as a small glass company to its position today as
one of the largest international glass manufacturers. David-
son’s passing led a shift in the company’s management as
Russell Ebeid—for years now the face of Guardian’s Glass
Group—was elected as chairperson of the board in addition
to his role as Glass Group president. 

On February 17 of this year, the company established the
new position of group vice president for North American Flat
Glass operations and appointed Scott Thomsen to the new
spot. Some may have seen it as an unusual move, putting the

self-proclaimed “glass nerd,” who has led the company’s Sci-
ence & Technology Center he helped establish in 2000, in a po-
sition that gives him oversight of all aspects of the North
American flat glass business. But Thomsen says that those who
know him understand it was just a step from having oversight
of these operations to having total accountability for the same. 

Still, the move is meant to send a clear message that
Guardian is more focused than ever on leading the way in
product innovation, embodying its belief that if you’re not
adding value to float glass, then you won’t last in the current
glass market. But Guardian—with facilities on five conti-
nents—also is using the move to focus on its “home base”
of North America at a time when many companies are
stretching overseas. When USGlass sat down with Thomsen
and Ebeid, they explained that message in detail. 
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Scott Thomsen
USG: What were your

first career aspirations?
How did that bring you to
Guardian? 

ST: When I got out of
school, I didn’t really
know what I was aiming
for. I wanted to work in
avionics. That’s why I
went to work for Honey-
well. I liked it, because it’s
exciting, because you’re
working on stuff for F-

18s, F-16s, Boeing 777s, the space shuttle. I learned a lot fast,
and got exposed to many, many different things. 

I was in charge of all the displays on the space shuttle
upgrade when I was at Honeywell. It’s an interesting story
and it’s how I wound up affiliated with the Davidson com-
panies. We had won the space shuttle contract to do the
displays and the computers for the upgrade. The supplier of
the liquid crystal displays was a company called Hosiden of
Japan. Then the Senate got involved and said we could not
use imported display technology on the space shuttle. They
heard there was a company in Michigan called Optical Im-
aging Systems (OIS) that was capable of doing it and [said
that] it should be done there. I was getting ready to go to
Japan and all of a sudden I was told “no, you’ve got to go to
Michigan.” 

My first thought was, “you’ve got to be kidding me,” be-
cause this is a big Japanese company versus a small start-up
in Troy, Mich. But I came up here and that’s when I met Ralph
Gerson, Bob Gorlin, Jeff Knight and then, eventually,
[William] Davidson. For a period of about two years, I was
their biggest customer on behalf of Honeywell. Then finally
one day they said, “Well, would you like to come work for us?”

When Mr. Davidson and the U.S. government put in mil-
lions to build the first large LCD factory in North America,
that’s when I said, “okay, I’ll come.” So in August of ’94, I went
to work at OIS. Then in the fall of ’98 I was approached about
coming to Guardian and starting the innovation initiative.
At that point, Guardian had little in the way of organized
R&D in glass.

USG: So you had second thoughts about the job? 
ST: I don’t talk about this story much, but I originally told

Guardian no. Part of the problem was that in 1977 Mr. David-
son had made several statements in the press that he didn’t
believe in spending a lot of money in R&D  …  in the glass
business because there was no return. So in the fall of ’98
when Guardian made me an offer, I was thinking “What am

Russell Ebeid
USG: How have your

duties been redistributed
since Scott has taken over
this new position?

RE: With the passing
of Bill [Davidson], who
was a one-man private
company, now we have
additional duties. Before,
you’d go to Bill and you’d hum him a few bars and you were
on your way. Now we’ve got to watch for other shareholders,
whereas before all I had to do was please Bill. Our duties are
really expanded, rather than redistributed. 

In a way, things are shifting. Yeah, before I had North
America and now I’m moving it to Scott. Scott is moving the
science and technology down to others. It’s an evolution,
rather than a revolution of assignments, duties and, overall,
we have more areas to cover. 

USG: Has Scott made any decisions differently than you
would have yet? 

RE: Not really. First, everybody is different. Scott’s done
things I wouldn’t have done, I’ve done things he wouldn’t
have done. That doesn’t mean they’re wrong. That’s just, once
again, the evolution. People have different styles, people have
different strengths, people have different weaknesses and, at
least in my view, even if he did something wrong, that’s the
way you learn.

Now, the people under him that were under me are prob-
ably seeing a different style. I know they’re seeing a different
style of management but I think he will have success—he’s
already had success. I’m not concerned. 

USG: When Scott’s promotion was announced earlier this
year, the news release noted that he was helping Guardian
renew its focus on being “the industry leader in North Amer-
ica.” What do you think it takes to be the market leader? 

RE: Let me go back to scratch in a way. We started in the
business in 1970 making glass. At that time, we were the first
new glass company to enter North America. At that point, it
was “just make glass.” You didn’t have to temper, you didn’t
have to laminate, you didn’t coat, you didn’t have to make
mirrors, all you had to do was learn to make glass. No one
helped us. We just kept working long days until we finally
got it right. 

The first era is where we were a fast second and we grew
around the world. Our advantage was we started efficient
plants, so we had cost savings. We were the first ones to
marry a business to the technology. All of the other compa-
nies, they had technical people who didn’t know a customer
or they had salespeople who didn’t know a factory. We were

continued on page 24continued on page 20
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I going to do? Am I a figurehead so you can
say you’ve got an R&D program?” 

Then Guardian said it was targeting 50
percent [value-added production], and a
new R&D building would be built. I could
see the commitment. When I came we were
in North America and Europe at about 5

percent. Now most of our plants in the United States and Eu-
rope are close to 50 percent [value-added production]. 

USG: R&D has been a big focus for you; you hold more than
60 patents. You’re obviously still leading R&D work, but do you
miss the development work itself? 

ST: You go through a phase, I call it being a “beaker boy” or
a “nerd.” At some point people either want to get into techni-
cal management or want to go into general management. If
they don’t get into general management, they stay on the
technical ladder.

One of the many things that Mr. Davidson was good at—
I mean obviously he was brilliant—he would always see
more in people than what the label was. A lot of times at
Guardian I was classified as “the nerd.” And if you are a nerd
that’s what you are; you fit that box. If you are an operations
person, that’s all you can be. Taking over product marketing
in 2005 really helped me. The reasoning was that Mr. David-
son liked total accountability. By having marketing and
R&D—what he called innovation—all under one person,
now this person has to identify the markets, decide what
products are needed, develop the products and then take
them and sell them. Basically, it’s from beginning to end, one
person. It’s not marketing throwing it over to R&D, R&D
throwing it over to sales. 

And another thing—and this was Mr. Davidson’s idea, it
wasn’t mine—was that we do the majority of our scale-up
at the production facility across the street. This got early buy-
ins from the operations people, and it got the scientists
quickly into the production environment. It’s really helped
with the hand-off and speed and reduced cost and shorter
time to market. 

This (along with my work with the architectural sales
force) was a great developing ground. I already had been
working with every plant intimately for 11 years, so I knew all
the plant managers, the salespeople and the globe in terms of
customers, competitors and products. 

That’s why at first some people were like “why would
Guardian put the head of R&D into leading North America?”
But, really, it wasn’t much of a step. 

USG: So what have been some of the new duties then since
taking this step—and what challenges have you tackled first in
this new role?

ST: I think it’s one thing to [provide] support from a prod-
uct and marketing point of view and it’s another thing for
100-percent, full-circle total accountability. The biggest chal-
lenges have been, for example, that we’ve closed three fabri-

cation facilities. Nobody likes to do that, but it should have
been done before. I worked at OIS when we shut that down
and sold it off, so I’d been through it before. It’s a challenge
that’s never fun. 

We tried to do the best we could to find people jobs. Walled
Lake [Mich.] was close to Carleton, so we were able to take
some employees and put them in Carleton, same with Till-
sonburg [Ontario], which was very close to our Rexdale [On-
tario] facility. That was part of the problem—we had two
facilities too close to each other. 

USG: You mentioned you felt these facilities should have
been closed sooner. That begs the question, have you and Russ
Ebeid so far disagreed on any of the decisions that have been
made since your appointment? 

ST: No, I’ve been left alone. That’s something that’s just my
personality and nature. Mr. Davidson never told people what
to do, ever. I run things by [Russ] before I go do them. He
doesn’t say “you can’t do that,” he’ll say “I wouldn’t do it but
that doesn’t mean you won’t.” I remember one time last fall
we were sitting at a restaurant in Europe and Russ told our
sales guy, “yeah, he never listens to me,” and I said, “no, that’s
not true, remember that day about four years ago—I listened
to you.” We joke about it. 

USG: But it seems like you two have struck a good balance. 
ST: I think Mr. Davidson picked people for contrasting

styles. I’m a very aggressive person and that’s where I think
Russ and I have always been a good pair. I usually move very
quickly—sometimes too quickly. Russ is very patient, that
philosophical leader who sometimes you would say moves
too slowly—we’ve been a good balance. 

USG: When your promotion was announced earlier this
year, the news release noted that you were helping Guardian
renew its focus on being “the industry leader in North Amer-
ica.” What do you think it takes to be the market leader? 

ST: If you take a step back, for Guardian in the ’70s the
focus was on North America—with Carleton, Corsicana
[Texas], Kingsburg [Calif.]. Then in ’81, when Guardian
went to Luxembourg, that really became the start of the
overseas expansion. Through the ’80s it was pretty much
all overseas; most of the capital spending has been over-
seas. It’s hard to argue with, because you have economies
where you have GDP of 4, 6, 8 or 10 percent, combined with
countries that have very low consumption per person of
glass.

If you look at it from the customer point of view, Guardian
was never viewed as the leader in North America. In the past,
PPG—“glass since 1883” is in their logo—and Pilkington
had been because they were there in North America the
longest. They had the most assets and that was the focus. We
want to be the preferred supplier to the key companies in
North America. It’s a big change. 

In the past, Guardian had been just a float company—and
I don’t like to use the word “just” because Guardian’s always

continued from page 19
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had strong manufacturing, distribution and logistics. But to
become a complete supplier you have to have services. Now
we’re doing our customer service logistics (CSL) program,
for example. It’s really an advanced form of distribution,
which Guardian had never done before. We’re doing loyalty
programs for fabricators and for glaziers—now we have our
glazier connection program. 

So when we say “the market leader,” it’s to be above that
critical threshold in quality, service, logistics and to be able
to provide tools and services for our customers throughout
the supply chain—not just the direct B2B [business-to-
business] sale. We want to influence the architect and the
glazier and then support the fabricator. That’s really where
we’re going. And I think we’re moving quickly. 

USG: This is a tough time to take the helm. What challenges
are you first addressing? 

ST: To me—and I know it sounds crazy—but there’s not
a direct correlation between the state of the economy and
company performance. What I mean by that is, in certain as-
pects of North American markets, we had relatively small
presence. When you have the right products, logistics and
services, you should be able to sell more. This year the big
focus has been in segments that are core to Guardian that we
should be participating in more actively. That’s been a big
emphasis for us: where can we expand the business?

USG: Regarding expanding the business, Guardian is known
as being very shrewd in its acquisitions. What particular areas
will you concentrate on in the future?

ST: I’d say right now, yes, we’re looking at different oppor-
tunities. Guardian’s always been an opportunistic company.
What can we do to enhance our current asset base that
makes us ultimately more profitable, but also gives us access
to products or services we may not have today? Or allows us
to better balance our production mix across all our facilities?
We’re definitely looking at whether there could be potential
acquisitions, but they have to be ones that make us stronger.
We’re looking at a few and, if in the end it does make us
stronger, then we have to seriously consider it. 

USG: Looking outside of North America for a moment, have
you noticed that there are some things the U.S. glass industry
does particularly well compared to other countries around the
globe? Particularly poorly?

ST: I’d say one strength for North America in the last five
years has definitely been in the product marketing area. I
think the main area there has been developing services,
programs and tools that allow Guardian to penetrate fur-
ther down the channel … With SunGuard, for example, we
developed it here and we basically exported it to South
America, the Middle East, Asia and Europe. North Amer-
ica has become the product marketing hub. We’re devel-
oping an interiors’ program, it’s the same thing. It’s going
to be developed, launched here and then exported around
the globe.

USG: And have you been importing any “best practices”
from outside North America?

ST: Definitely. For example, in Europe they have a very
good system for sales forecasting and pricing tools. We’re
learning from those experiences.

That’s one advantage that I think has helped me in
North America. Because I’ve spent so much time overseas
the last 11 years I’ve been able to select best practices from
around the globe. Our operations in Asia, Africa, Middle
East, South America and Europe have taught us how to do
things differently. 

Something that’s always a challenge in a company the size
of Guardian is how to learn  best practices, because we have,
historically, a decentralized culture. So if you’re in Egypt, you
run Egypt and you worry about Egypt, but you’re not going
to South America or the United States to see what things are
going on. When you’re a flat organization you don’t want to
have a lot of overhead, so you have very few people in the
company that actually touch every plant, and that’s a down-
side. There are many positives to the flat, decentralized struc-
ture, but one of the downsides is that the transfer of best
practices becomes more challenging. 

USG: Speaking of integration, many mid-sized to small con-
tract glaziers are watching larger suppliers market themselves
to architects as total solutions. We are beginning to see these
companies subcontract labor-only jobs. Do you think this is
healthy for the industry?

ST: The question it comes down to is vertical integration.
If you do a case study on vertical integration in the glass in-
dustry it’s a complete mix. You have people that are vertically
integrated and have done that very successfully, you have
people that are vertically integrated and failed miserably. To
me, it comes down to who the leadership of the company is
and whether or not they have the vision and the ability to ex-
ecute that vertical integration. A lot of the companies that
have tried to vertically integrate don’t necessarily have the
right resources—human, capital, intellectual property—to
be able to have enough of a differentiation. A lot of times peo-
ple vertically integrate because they think they’re going to
save on total supply chain costs, but a lot of times that does-
n’t materialize …

USG: Years ago Guardian was the center of discussion when
it sold glass directly to a casino owner who was a friend of Mr.
Davidson. At the time, he said it was a one-time deal. Does
Guardian still avoid such direct sales?

ST: It depends upon the segment. For example, in solar we
sell concentrating solar power mirrors directly through the
channel. Are we going to be in the near-term installing insu-
lating glass units into a commercial building? No. Really
there’s no general statement you can make that we’re not
going to go down and sell a completed assembly … The best
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way I can describe it is the only time we will
do it is if it’s the only way to get our product
to market. 

USG: If not this, then what do you think
are the biggest problems facing your 
customers? 

ST: I’d say the biggest challenge right
now our customers are facing is cash flow. It is. If you look
at any of the statistics from the Zellman report, the Na-
tional Association of Home Builders, any of these industry
studies say it’s not going to improve appreciably in the next
12 to 18 months. So really the biggest challenge for our cus-
tomers right now is cash flow and having sufficient busi-
ness to keep the doors open. 

That’s one of the things we’ve been doing with our CSL
program. Guardian always sold in full truckloads. One of
the things we’ve really rolled out in the last nine to ten
months is that we’re now selling glass by the case, which is
a complete paradigm shift for Guardian. This is a way to
help customers with their cash flow, so if they don’t need
to buy a full truckload now we’ll sell them [smaller]
amounts. We’re also doing multi-drops out of our float
plants, which we historically did not do. What that’s doing

is it’s opening a whole other level of customer that we’ve
never serviced. 

Now, that does create some contention. There are people
out there where, that’s what they do for a living—distribute
cases. Now that the primary glass manufacturer distributes
cases it will create some contention. But my experience, glob-
ally, in distribution is that the glass companies provide more
of the standard products and the distributors do more of
these specialized, custom products. 

USG: Would you say the economy also is the biggest threat
to the glass industry as a whole right now?

ST: I would say probably the biggest threat is reduced de-
mand for an extended period of time. That’s a pretty generic
answer, but how many float lines were fully operational and
running at maximum tonnage in 2003, 2004? Almost 42 float
lines. How many are there today? You’ve had floats demolished,
you’ve had them taken down. Right now I’d guess the industry
is running 25 percent below peak capacity—and you still have
people that are crushing glass on the weekends and not pulling
maximum tonnage. How long can people hold on if they’re not
meeting their minimum thresholds for production capacity,
in terms of costs? I’d say that’s the biggest challenge.

The second challenge, is can all the glass companies in-
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novate at the same rate? Companies are becoming more
and more differentiated by what products you have and
what services you have … Let’s say in residential you’ve
got one company that’s forging ahead and they’re mainly
focusing on that; if you want to be competitive in that
you’ve got to be right there with them … then in com-
mercial, then interiors and then in automotive. I think
that’s what our ultimate goal is: we want to be strong in all
the market segments. 

It brings a lot of advantages to be that diversified, but to
become that diversified requires a lot of spending and capi-
tal and R&D and marketing … 

USG: Another challenge we’ve been hearing about lately are
the changes to regulations and codes impacting glass. What’s
your take on this? 

ST: I think it’s great. We’ve placed a greater emphasis on
regulatory and the glass industry. I feel, we could do more to
help influence the codes to promote glass. I think you will
see more of an increased presence from Guardian in this
than in the past, because when you look at the majority of
value-added in the glass business, it has been mandated. For
all the great marketing that everybody does, the bulk of the
value-added still is legislative-driven. 

USG: It does seem that a lot of products out there are a re-
action to restrictions or limitations put on glass by other
groups. 

ST: As opposed to the other way around, being proactive.
When you’re looking at ASHRAE, for example, if the tech-
nology does not improve appreciably for the U-value of open-
ings, they may downgrade the window-to-wall ratio from 40
to 30 percent. Look—how much glass is needed if that were
to occur? And this is not just the primary glass manufactur-
ers, this is the fabricators, the glaziers—the whole channel is
affected by that change.

USG: So when it comes to driving regulations such as this, or
driving codes, do you see this industry having a role in that?

ST: Oh yeah, but we need more information to be able to
convince them. For example, up to 25 percent of the U.S. elec-
tricity draw is from lighting. So if you go to OLED technology
you could reduce that to where it would be 15 percent—that’s
meaningful … To the government, it has to be meaningful on
a macro level. Part of it would be “if all new buildings built
beyond 2015 in commercial in this many billions of square
feet were able to generate X amount of electricity then this is
what it means to the grid.” If you can’t relate it in terms like
that and it’s not meaningful, no way. 

USG: Considering energy efficiency has been such a focus
for Guardian, how do you react when groups like ASHRAE
slam glass as an inefficient product? How do you hope to com-
bat that perception? 

ST: People always ask me who Guardian’s biggest com-
petitor is and I say it includes the brick, mortar and stone in-
dustries. It’s the non-glass building materials that are the

competitors. The real competition is alternative building ma-
terials. We need to improve our products, providing better
information on the energy of the buildings …

USG: Given your background in product research and de-
velopment, where is there yet to go with coatings? 

ST: Guardian was behind when I came—we had four
coaters and now we have 16. We have the most vacuum coaters
in the world. We do coatings for electronics, solar, interiors, res-
idential, commercial and automotive, so it’s six segments
where we’re doing research on coatings and we still have a
backlog. There is still significantly a lot more that can be done
with coatings. At some point, you will start to see certain seg-
ments where you’re reaching the plateau. But right now … peo-
ple know we’re working on vacuum insulating glass, and we
are now working on technologies that will become more crit-
ical once the industry has reached the coating plateau. 

USG: During your talk at GANA’s Fall Conference last year
you said of solar glazing, “The key is sustaining growth in a
controlled manner.” Would you say this describes Guardian’s
growth in the solar glass market? 

ST: Over the last five or six years we’ve doubled our rev-
enue every year and this year we’re on pace again. Our strat-
egy for solar is it is growing, and it is going to be a major
channel for glass. We’re working on everything from thin film
photovoltaic (PV) products to crystalline silicon PV prod-
ucts, concentrating solar, thermal hot water. We have busi-
ness in every channel right now on a global basis. 

USG: We’ve heard that PV may not be the most efficient solar
technology currently. What technologies should glass compa-
nies looking at the solar market focus on now? 

ST: See, part of the challenge is … because we also have
a BIPV activity, we’ve partnered with a couple German thin
film producers that buy Guardian glass. We’re actively out
bidding projects right now. I would say BIPV is the first ap-
plication that’s both for fabricators and glaziers. I do see
another possibility for glaziers in roof-mounted installa-
tion of PV for commercial buildings. In Europe I’ve seen
several large “cladders” doing both the façade and the roof
systems. It’s a whole new area for them because before they
were never involved in the roof; that was a separate con-
tractor and a whole separate set of requirements and sup-
ply. So it’s a new source of revenue and profit, but it’s still
similar—aluminum and metal framing. I would say that
is the predominant thing that’s going to happen. You’ve ei-
ther got to figure out how to make BIPV work or you’ve got
to go to the roof. 

USG: Overall, where do you see the architectural glass in-
dustry in 2025?

ST: If the innovation continues at the pace it is, and if we
do our job, hopefully you will see that the window-to-wall
ratio can approach 50 percent. To me, the industry has done
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its job when instead of going from 40 to 30
percent we can go from 40 to 50 percent. 

And I think that, in the end, you will have
fewer glass companies. Today, anybody can
get a float line. Companies will license you
the technology. You will have to have a total
package of coatings, laminated, float, acid-

etched—you’re going to have to be a complete supplier in the
next 5 to 10 years. 

USG: Is there anything else you’d like to tell our readers?  
ST: I’d say our number-one driver right now is increas-

ing value-added content. We want more than 50 percent of
the tonnage to be value-added when it leaves Guardian—

not by revenue, but by tonnage. We’ve already got some
plants at 60, 65 percent … It’s easy to pick the number but
now that means we've got to have the right products, we've
got to have the right marketing programs, we've got to have
the right channel programs, we've got to have the right
sales force. That one number has huge implications to the
organization. 

People will also see Guardian become a much more serv-
ice-oriented company, less transactional. That’s one thing I
hear a lot from customers, that Guardian is viewed as a trans-
actional company. We’ve lost loyalty to a certain extent in
North America because of that. We’ve got to be more consis-
tent going forward. 

continued from page 23

the first ones that married the two together.
And that was our advantage, too. 

Now we’re into a different area and that’s
the technology, the innovation. That started
when we saw China coming and I thought,
“oh man, we need better technology.” We
started that technology center 11 years ago

and I think what Scott’s got going there is pretty exciting. He
has taken us to a new era with the innovation and the
patented products. 

We were a “maverick” when we started and now I believe
we have more capacity in North America than the second-
place float guy. We have gone from maverick to the leading
glass producer capacity-wise in the United States. So now
how do we sell out all that capacity? By innovation. 

About five years ago we said there’s another era coming, one
that’s in the marketing and the branding. This takes a long
time to get going. I use Nike as our example. In the beginning
the tennis shoe said N-I-K-E and now, after you’ve seen it, it’s
just the swoosh and you know it’s Nike. I said, “this is going to
be a ten-year project for Guardian, that someday you’re just
going to see the horse and people will know that’s Guardian,
and there will be some image that will come to mind.” I hope
the image is, if it’s on a windshield, “that’s a good windshield,”
and if it’s on a mirror, “that’s a good mirror.” 

USG: So what’s the next step? 
RE: The industry is shifting from the glassmaker to the

glazier and to the consumer. 
That’s what I believe will be the next step. You’re already

starting to see the fabricators fragment again. They accu-
mulated and now they’re fragmenting. 

At some point you’re going to read about ShowerGuard
[Guardian’s shower product] and think, “I could use that.
Where do I get this?” You’re going to go to anybody that has
it rather than being loyal to one fabricator. That’s going to be
a big hurt to fabricators who are used to customers coming

in or soliciting with local pricing. 
This industry is going to continue to shift downward to the

consumer level. It’s going to keep shifting downward. The
same way as when you want Tide detergent—do you care
what store you buy it from? It doesn’t matter. You know the
brand you want. And that’s where I hope the Guardian brand
is. “I don’t care which fabricator it is—I want that Guardian
horse.” That’s where I hope we’re going to end up. Or that’s
the path we’re leading to.

USG: We’re already starting to see larger suppliers market
themselves to architects as total solutions. We are beginning to
see some of these companies subcontract labor-only jobs. Do
you think this is healthy for the industry?

RE: I think it will be healthy for the industry but unhealthy
for certain companies. These are companies that won’t
change or are too slow to change or don’t recognize change.
It’ll be negative for some companies. 

Now, it’ll be good for the industry as consumers are more
aware of the use of glass and the innovation. With showers
that are easier to clean, you’re going to see all-glass bath-
rooms. You’re going to see walls made out of glass instead of
plasterboard and drywall. You’re going to see a lot of glass
products through innovation and marketing and what have
you. The business, the square footage, the tonnage of glass is
going to grow exponentially. But can the existing companies
you know handle it? I’m not sure. 

USG: You mention that such changes could be unhealthy for
some companies. Do you see this helping Guardian in future
acquisitions? 

RE: First, I think the economics of the past year were dis-
astrous for the industry in general. When you don’t build
houses and cars, that’s 80- to 90-percent of the usage of glass.
You know how bad the companies were doing last year. For-
tunately, financially, Bill [Davidson] left us debt-free. The

Ebeid  continued from page 19

continued on page 26

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –

Contents© 2010 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

http://www.usglassmag.com
http://www.usglassmag.com
http://www.usglassmag.com/digital
https://www.cdsreportnow.com/renew/now?USG


COME SEE US AT GLASSTEC, HALL 16 STAND D21

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –

Contents© 2010 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

http://www.usglassmag.com
http://www.usglassmag.com/digital
https://www.cdsreportnow.com/renew/now?USG


26 USGlass, Metal & Glazing  |  August 2010 www.usglassmag.com

continued from page 24

economy hurt us, no doubt about it, but we
weren’t in debt like the others. 

USG: To back up a bit, what areas of the
world do you think possess the most growth
potential for the industry?

RE: Well, I’ll divide the world into three
parts. The first part is Western Europe and

the U.S. Mature markets, 20 kg of glass per person usage per
year. You’d better have innovation for that group if you’re
going to do something there. 

Then you’ve got Central Europe. It was under Communism,
now they’re free. The money’s coming down to the people fi-
nally, they’re buying houses and cars, and they’re so close to
Western Europe that they want those advantages. They don’t
want a Trabant; they want an Audi, or they want a Mercedes.
Now, that second part is maybe 8 to 12 kg of glass per person,
and that can still double in volume. As they get more money,
they’ll want more products. 

Then you have the third part, the BRIC countries: Brazil,
Russia, India and China. India is about 3 kg per person. If
they had the same wealth as you and I in the United States,
that country would have 100 float lines. In a Western econ-
omy it takes 10 million people for a float line. They’ve got a
billion. There is tremendous growth to be had. It all depends
on how quickly the money gets down to the people and the
country gets roads and infrastructure and electricity and
stuff like that. 

So I see opportunity everywhere, but it’s different. In the
U.S. and Western Europe it’s got to be innovation, it’s got to be
technology, it’s got to be patentable stuff. The other part of
the world, once again Central Europe, they’re into laminated
and tempered now—that’s old for us, but it’s new for them.
Then the rest of the world of underdeveloped nations, they’re
just happy to have some glass. 

USG: What do you feel the U.S. glass industry does particu-
larly well compared to other countries around the globe? Or
particularly poorly?

RE: When it comes to energy savings, which is a hot topic,
Europe is clearly first. The United States is a sleepy second, I
think. We’re just now getting to the solar and all that; that’s
been around Germany and Spain for a period of years. I think
most energy savings comes from Europe, but I think styling
will come from the U.S. Even a lot of American architects are
in the Middle East doing work in Dubai. 

Now I’m talking about what’s inherent in our cultures, but
if you talk about the glass industry—what is the glass in-
dustry in the United States? A lot of the traditional manu-
facturers have come and gone or are pulling back from
certain segments. What’s left? 

You saw our place [Guardian’s research center]. It doesn’t
have coaters—it has developmental equipment because our
tech center is right next to the factory. In other companies
they develop something and then they throw it over the wall

and say “go produce it.” We’ve married our groups together.
All developments are done on a production coater in a fac-
tory. Now, we do test samples because we can’t shut the ma-
chine down all the time, but there’s no production equipment
in that tech center deliberately. 

USG: You paint a rather bleak picture for glass manufac-
turers. If you had to put your finger on one thing, what would
you say is the biggest threat to the glass industry as a whole?

RE: Some companies have had what four, five presidents in
the last 15 years? Others have  just quit. These people are em-
ployees and they have to show some results on their promo-
tion. They’re not in it for the long-term. When Bill Davidson
was here he wasn’t thinking tomorrow. He was always look-
ing down the road. We have never made short-term deci-
sions, even though we may have made a few more bucks.
Glass plants go down into the ground 30 feet. They’re not on
trailers that you move, so you better do the right thing for
the long haul. 

That’s the beauty of not having debt, that’s the beauty of
being a private company, and that was the beauty of having
an owner that’s worth millions.   

USG: What about your customers? What do you think is the
biggest problem they’re facing? 

RE: When you say our customers versus customers in gen-
eral … I’ve had people come in here and say “Russ, we want
to give you our business.” I may have been knocking on their
door for 20 years. We have had customers unsolicited come
in and say, “we want to give you business because we’re not
sure whether our supplier is going to be around …”

USG: Another challenge we’ve been hearing about lately are
the changes to regulations and codes impacting glass. What’s
your take on this? 

RE: First, codes are a good thing because it forces per-
formance instead of bull. Take low-E—if there weren’t a code
for window glass and energy savings, no one would buy it.
You go to the Middle East and they’ve got their doors open in
department stores and the air conditioning is just flowing
out, they don’t care. So codes force, in this case, energy sav-
ings. I’m all for codes. 

Generally, though, the glass industry is weak when it
comes to codes because we throw stones at each other … We
fight each other and then the brick people come in and say,
“okay, eliminate glass, that takes care of the energy losses.”

USG: Where do you see the architectural glass industry in
15 years?

RE: The consumer is going to pick which products he
wants. The industry is shifting from producer to fabricator to
glazier and architect to consumer and the consumer will be
the king. If you go buy a tape measure and they have one that
says Acme and one that says Stanley and they’re the same
price, which one are you going to buy? Stanley. They may be
made in the same factory but you go for the name. I hope
we’re going to be the Stanley or the Nike or the horse.    ■
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Besana-Lovati Inc. 336/768-5504 www.besanalovati.com
Billco Manufacturing 724/452-7390 www.billco-mfg.com
Bohle Ltd. 704/247-8400 www.bohle-america.com
Bystronic Inc. 720/858-7700 www.bystronic-glass.com
Sommer & Maca Division of C.R. Laurence Co. Inc. 800/421-6144 www.crlaurence.com
Cefla Finishing America 336/662-9813 www.ceflafinishinggroup.com
CMS North America 616/698-9970 www.cmsna.com
Cooltemper 44(0)1274 615550 www.cooltemper.com
Cugher Glass Srl 39 02 66207762 www.cugherglass.com
DeGorter Inc. 800/334-9399 www.degorter.com x x
Edgetech I.G. Inc. 800/683-0676 www.edgetechig.com
Electronic Design to Market 419/861-1030 www.edtm.com
Erdman Automation 763/389-9475 www.erdmanautomation.com
Fenzi North America 416/674-3831 www.fenzi-na.com
For. El S.P.A. 39 0422 840507 www.forelspa.com
GED Integrated Solutions 330/487-5051 www.gedusa.com
Glasslam N.G.I. Inc. 954/975-3233 www.glasslam.com
Glasstech Inc. 419/661-9500 www.glasstech.com x
Glaston Corp. 800/392-6510 www.glaston.net x x
Glazers Choice Inc. 888/888-3430 www.glazerschoice.com
Graco Inc. 612/623-6535 www.graco.com
Grenzebach 770/253-4980 www.grenzebach.com
Hegla Corp. 404/763-9700 www.heglacorp.com
HHH Architectural Tempering Systems 724/327-6840 www.hhhtempering.com
IGE Solutions Inc. 561/741-7300 www.igesolutions.com
J & S Machine Inc. 715/273-3376 www.jsmachine.com x
Jordon Glass Group 305/482-0116 www.jordanglass.com x
Joseph Machine Co. 717/432-3442 www.josephmachineco.com
Lapcraft Inc. 614/764-8993 www.lapcraft.com
LiteSentry Corp. 507/645-2600 www.litesentry.com
McGill AirPressure LLC 614/829-1200 www.mcgillairpressure.com x
McKeegan Equipment & Supply 734/459-5870 www.mckeeganequip.com
MPM Inc. 514/640-4040 www.mpm.ca
Nordson Corp. 770/497-3425 www.nordson.com
Precision Glass Bending 479/996-8065 www.e-bentglass.com x
Salem Distributing Co. 800/234-1982 www.salemdist.com
Spadix Technologies Inc. 732/356-6906 www.spadixtechnologies.com
Strainoptics Technologies Inc. 215/661-0100 www.strainoptics.com
Tekna USA Corp. 815/477-4840 www.alluminium.eu
Trent Inc. 717/581-1919 www.trentheat.com
Vesuvius 843/774-6026 www.vesuvius.com x
Wakefield Equipment 440/899-5658 www.wakefieldequipment.com 
Wood's Powr-Grip Co. Inc. 800/548-7341 www.powrgrip.com
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Looking to purchase new (or used) machinery anytime soon? Then USGlass has just the resources you need. This year’s
Guide to Equipment and Machinery includes a chart for your easy reference the next time you look to make a major
addition to your fabrication facility. The information here, supplied by a survey of major glass equipment and ma-

chinery suppliers and independent research, provides a cross-referenced list of critical pieces of machinery and where you
might find it. Before making that purchase, read the article on page 30 for advice from fabricators who may have changed a
few things about their past purchasing decisions. 

For more detailed information on the latest machinery you need for a job well done, turn to our preview of glasstec 2010,
beginning on page 32, and this month’s Showcase Spotlight on new machinery on page 48. 
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W ith the industry’s biggest
glass equipment and ma-
chinery show, glasstec, only

months away (see page 32) some fabri-
cators are starting to think about
whether now might be a good time to in-
vest in new equipment. And when it
comes to purchasing and installing new
glass processing machinery and equip-
ment, careful consideration and exami-
nation are key—after all, you want the
equipment to meet your specific needs.
In recent years a number of glass fabri-
cators have taken the plunge into such
new purchases, and say they have
been quite successful in doing so.
They say careful planning and
considerations, cautious steps
and simply working with those
they trust were instrumental. 

Eugene Negrin, president of
Galaxy Glass & Stone in Fair-
field, N.J., purchased a large-for-
mat water jet late last year. For
him, he says, the purchasing process
was perfect and he would do it all again
the exact same way.

“It’s exceeded my expectations,” he
says of the water jet, which he adds is in
operation about eight hours a day. “I’ve
been buying equipment since 1984,
when I purchased a 13-spindle edger,
so I’ve been doing this for some time. I
research the equipment, look at the
market, hone in on the manufacturers
and then have discussions with them.”

Negrin adds that researching the man-
ufacturer is critical, particularly during a
time when so many companies are going
out of business. “Trust, but verify,” he says.

“You need to investigate the manu-
facturer and its abilities because today
you don’t know [whose going to stay in
business],” says Negrin. “Plus, I always
tell the manufacturer I want to see two
or three similar pieces in operation; I
make the investment in time [to see the
equipment in advance].”

Mike Kelley, who handles special
projects for Tulsa-based TriStar Glass
Inc., says his only regret about the
equipment purchase they made last
year, a HOAF modular laminating sys-
tem, was that they should have bought
more pieces.

“We’re still buying equipment and
see that now prices are starting to go
back up,” says Kelley, who adds that they
learned the importance of being pre-
pared to take advantage of these op-
portunities as they are available.

“We should have made the purchases

sooner and done so more aggressively,”
Kelley explains. “But we were being
conservative about it at the time and
now we are playing catch up.”

And what about advice he’d give to
others also considering such purchases? 

“It’s still the people business and it’s
best to deal with those you trust. Follow
your instincts; if you don’t like the peo-
ple you’re buying from you’re probably
not going to be happy with the pur-
chase in the end,” says Kelley.

Wolverine Glass Products in
Grandville, Mich., also added new
equipment last year, a cup wheel flat
edger, but instead of buying a new one,
Mark McGann, president and owner,
decided to go with a factory re-build.

“I’ve had great results with it,” says
McGann of the edger, which was re-
built by Salem Distributing. 

According to McGann, he made the
decision to go with re-built equipment
because, given the economy, he was try-

ing to be conservative.
“Re-built equipment

can be about half the cost
of buying new equip-
ment,” he says.

Making this type of
purchase is also a bit dif-
ferent compared to buy-
ing new.

“When you’re buying
new equipment you can go
to the machinery shows
and see the equipment and
how it’s going to work. With

this, though, you
have to trust that it’s
going to do what
you want it to do.”

All in all, he said
he had no sur-
prises with this
purchase, but the
electrical require-
ments are one area

of which to be aware.
“With new equipment

you can have the electrical require-
ments spec’d to your specific needs, but
when buying a re-build it’s not as cost-
effective to change the power supply,”
McGann adds.

And for others who may be consider-
ing a similar purchase, McGann recom-
mends a factory re-build versus doing
so in-house “unless [the company] has
the personnel to do the work.”

Pete Chojnacki, president of FabTech
LLC in Peninsula, Ohio, purchased a
new CNC machine two years ago for
curtainwall, storefront and door fabri-
cation. In hindsight, Chojnacki says
that despite being happy with the trans-
action he might have done things dif-
ferently if he’d known what lay ahead. 

“We would have potentially pur-
chased probably more capability,” he
says. “Ours is capable, but we might have
purchased multiple, more specific

If I’d Only Known Then … 
Fabricators Talk About Best Practices for 
Buying Machinery and Equipment
by Ellen Rogers and Megan Headley 

We’re still buying equipment 
and see that now prices are

starting to go back up.
—Mike Kelley, TriStar Glass Inc.
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pieces of equipment overall to do every-
thing. While it’s a valuable piece of
equipment in our business, the through-
put can be challenging trying to do mul-
tiple departments putting it through the
same equipment.” He adds, “Right now
we’re challenged, like many people, to
keep the quantities up to justify it.” 

The company opted to lease the latest
purchase on their own, rather than
through the machinery company.
“That’s advice I’d give someone who is
buying equipment,” Chojnacki says.
“Look at purchasing and look at leasing,
but look at leasing through whatever
lease programs might be offered as well
as look at the relationship you have with
your own local bank. Sometimes you
can get a better deal with your bank
than the vendor. Other times, the ven-
dor has special incentives; instead of
putting a discount on the equipment,

they put a discount on the interest. Make
sure people go in with eyes wide open
with multiple scenarios and see which
one fits them the best,” Chojnacki says. 

Having worked in the past with a ma-
chinery manufacturer, Chojnacki has
some extra insight into the questions
fabricators should ask prior to purchase. 

“I think one very important question
is the expected maintenance costs per
year, preventive maintenance, and the
initial investment in spare parts that
they would recommend,” he says. 

“The other thing that they need to pay
attention to is to make sure they under-
stand the utilities. Do they have the right
power in their building, right air and
water? If it’s a machine where that’s an
issue, make sure that that investment is
part of the payback.” With his most re-
cent purchase, he noted, “We had to do
some electrical work because of where

we’re putting it in the building, and we
built that cost into the machine.” 

Finally, Chojnacki adds, “You’ve got to
start with what it’s going to do for your
customers. Is it going to increase your
speed, your quality, your repeatability?
If you’re answering yes to all of those,
then you go back to how to justify it—
but you’ve got to start with the cus-
tomer impact of the system. Whether
it’s software, machinery, you’ve got to
look through the customers’ eyes first.  

“I think sometimes, people see the
shiny detail and fall in love with capa-
bilities but don’t understand they might
be capabilities their customers don’t
care about,” Chojnacki adds.

“I’d recommend justifying it on a
conservative view of on your business
as it exists and how the machine can
help improve your service to your
clients and your economics.”   ■

Before purchasing a new piece of
machinery, fabricators should ask if
the purchase will help to increase
speed, quality and repeatability.
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What to Expect at This Year’s

Worldwide Glass Exhibition  

by Frances Womble

A lthough leisure travel might
slow after Labor Day, signaling
the end of summer, those in the

glass industry are packing their bags
for Germany and gearing up for the
biggest event of the year: glasstec 2010.
This event, held every two years by
Messe Düsseldorf GmbH, is the largest
glass exhibition in the world.  

In 2008, 55,000 visitors made their
way to the Düsseldorf Fair Trade Center
during the last week in October. This
year, from September 28 to October 1,
organizers are expecting the same num-
ber of attendees from 83 countries. Visi-
tors can spend their days from 9:00 in
the morning to 6:00 in the evening ex-
ploring more than 239,000 square feet of
exhibition area filled with an expected
1,300 exhibitors from 47 countries.

Special areas of focus will include de-
velopments in glass production, new
technologies in glass machinery and
system construction, solar glazing
products and their applications, archi-
tectural glass products and glass man-
ufacture/production technology.

Extra Education 
In addition to the trade show floor,

several special sections and confer-
ences are scheduled during the four-
day event. Glass Technology Live is a
special exhibition section that aims to
add insights into the future of glass
through mock-ups of façade systems.
The section is intended to stimulate
production developments and new ar-
chitectural developments relating to
glass and solar energy production.
Next to these façade mock-ups, the
Façades Centre will present products

for new techniques.
“Engineered Transparency” is a two-

day lecture series to be held by the ap-
plied science departments of several
German universities. It is geared toward
providing information on glass con-
struction strength and stability; lami-
nates and composite designs; curved and
bent glass facade engineering building
envelope; solar technology building inte-
gration; and more. In addition, the Ar-
chitectural Congress will inform
architects on the sustainability of glass
and new renewable energy technologies. 

Planning for Your Event
glasstec tickets are less expensive

when purchased in advance online, so
you may want to check out the online
shop at www.glasstec-online.com. Ad-
mission tickets also can act as a ticket
for free rides on public transportation
for the duration of glasstec. 

For visitors who are interested in tak-
ing in the local scenery, there is plenty to
do in Düsseldorf. Old Town, known as
Altstadt, is filled with restaurants and
pubs; Königsallee, Düsseldorf ’s best
known landmark, is considered one of
the world’s most luxurious boulevards;
and the Rhine embankment promenade,
Rheinfurpromenade, is among the most
beautiful of walks along the river. More
information can be found at http://stadt-
fuehrungen.duesseldorf-tourismus.de/.  

More information about glasstec can
be found at www.glasstec-online.com.

F r a n c e s  W o m b l e is an editorial
intern for UUSGlass.
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Co-located with glasstec will be the
first solarpeq, dedicated to solar
products.
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Innovation Ahead

The glasstec Product Preview
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Exhibitors have had two years to
plan their new product launches
for this year’s event. Start below

with our preview of some of the high-
lights anticipated at this year’s event. 

Hall 12/Stand B29: 
Bekaert Brings New
Functionality to Glass
Applications 

San Diego-based Bekaert Advanced
Coatings will showcase its latest

range of rotatable sputtering solu-
tions at the show. Visitors will

have the opportunity to
learn and understand

how the company’s
coating technologies
continue to bring
new functionality to

large area glass applications to improve
overall quality—and how the same
technology is now reducing the cost of
manufacturing photovoltaic (PV) cells.

Attendees can see the compact end
block (CEB), a reliable option suitable
for medium-powered applications. Also
on display will be the adjustable mag-

net bar (AMB), which enables opti-
mization of layer thickness uniformity
and improves target utilization effi-
ciency. Along with the CEB and AMB,
visitors will have the opportunity to see
the standard end block, trimline end
block and the Bekaert axial magnetron
(BAM), which the company says is ide-
ally suited for webcoating lines as it oc-
cupies no space inside the coater. The
range of rotatable sputter targets being
showcased will include AZO, high pu-
rity Si, Mo, Sn, TiOx and ZnSn.
❙❙➤ www.bekaert.com

Hall 12/Stand A59: 
Enhanced Printers
Accommodate More
Colors and Bigger Glass 

The Israeli company DIP-Tech, man-
ufacturer of the GlassJet digital print-
ing line, is making plans to unveil two
new printers, the GlassJet NOVOTM SIX
and the extended GlassJet PRO24TM, as
well as its DIP-Tech Xpert Pack (DXP). 

The GlassJet
NOVO has been
retooled to print

in six
colors
rather than
four, while
the GlassJet
PRO24 has
been expanded
to 14 by 9 feet to accommodate large
glass lites. The DIP-Tech Xpert Pack
(DXP) is a software package that can be
used in creating photorealistic designs
on glass. It takes standard, high-resolu-

Stocked Sizes:

888.653.3333 
www.safti.com/visionkit  

TM

Primed or Bronze Finish 
Other sizes and finishes available upon request.

78.71

74.75

71.78

63.86

Safety Wire 
90 min. vision kits 
that save $$$ 

TM

Patented safety wired glass

Low cost solution

Meets all fire and 
safety  codes

continued on page 34

Visit USGlass Magazine
at glasstec 

Be sure to
come by and
visit the UUSGlass
staff in Hall
13/Stand D56.
If you don’t
make it to this
year’s glasstec,
visit www.usgnn.com for daily news
and video coverage of the event. 
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tion images and performs automatic
color separation and matching accu-
racy for CMYK, RGB and grayscale. 
❙❙➤ www.dip-tech.com

Hall 16/Stand C47-C57: 
See an Energy-
Efficiency Alliance  

The Glass Alliance, an international
network comprised of Fenzi, Alu-Pro
and Rolltech, will provide an overview
of newly developed energy-efficiency
technology.

To start, the Chromatech range, with

Chromatech Ultra in the lead, is a next-
generation spacer bar developed by
Rolltech. It combines a lower stainless
steel part and an upper part in polycar-
bonate with a low moisture penetration
index in a single structure. Chromatech
Plus is particularly suited for large and
complex IG because of its unique de-
sign. The technical properties of the
special stainless steel with which it is
built makes it particularly stable.

Fenzi manufactures a wide range of
sealants for optimizing IG glass energy-
efficiency, and will be spotlighting its
Thiover polysulfide two-part sealant.
These sealants are non-hazardous and
solvent-free, with excellent mechanical
properties and low water and gas per-
meability. Duralux Solar Coatings, a
new line of solar mirror coatings devel-
oped by the Fenzi group, harnesses the
new solar heating technologies. It has
reached such high levels of resistance
to require new reference parameters for
their specific testing. Fenzi also will dis-

The biannual trade fair is expected
to draw more than 50,000 visitors.

glasstec attendees can see
innovative new machinery in action.

More than 1,300 exhibitors from
around the world will bring new
products to glasstec.

Hall 14/Stand C41: 
Sensor Predicts Glass Breakage

Researchers at the Fraunhofer Institute for Silicate Research ISC in Germany,
in collaboration with industry partners, have developed a sensor that detects
micro-fissures in glass as small as 5 millimeters long. The researchers say the
early identification can point out the need for repairs early on, long before the
glass actually breaks. 

“We attached several piezoelectric sensor actuator modules in a window
pane. Four sensors are situated on a 1-square-meter surface, on the edge of
the pane at a distance of 1 meter from each other. One sensor actuator mod-
ule produces an ultrasound wave that is registered by the others,” explains Dr.
Bernhard Brunner, working group manager at ISC. “If the acoustic signal re-
mains constant, then the pane is not defective. If it changes, then this indi-
cates a fissure caused during transport or due to an installation error. This
fissure most often emanates from the edge of the pane and is initially invisi-
ble. It is only as time goes by that it gets larger due to various factors, like fluc-
tuations in temperature.”

The sensors are linked to the building control systems by cable. The data
received there is analyzed automatically. If a fissure occurs, an alarm goes off.
The researchers have succeeded in integrating the sensors, which measure 15
by 15 by 0.5 millimeters, into laminated glass. Because they can be integrated
early in the manufacturing process, the sensors can test the glass for transport
defects even before installation.

Currently, the project partners are looking for façade builders who want to
use the sensors on a test basis. 
❙❙➤ www.fraunhofer.de

continued from page 33
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888.653.3333 
www.safti.com/visionkit  

TM

Stocked Sizes:

Primed or Bronze Finish 
Other sizes and finishes available upon request.

Clear 90 min. 
Revolutionary 
vision kits that 
save $$$ 

NEW!

Clear and low cost

No wires or amber tints

Meets all fire and safety codes

Hall 16/Stand A21: 
For.El Updates Spacer Frame Processing 

For.El’s automatic T-Spacer applicator feeds a continuous strip of warm-edge
spacer from the reel and applies it directly on
one of the two glass lites to obtain a closed
frame. Using the automatic T-Spacer ap-
plicator, the butyl extrusion on the
spacer frame is independent of the
spacer applica-
tion process on
the glass.

According to
the company,
the introduction
of this solution in insulating glass pro-
duction lines, even existing lines, removes the conventional spacer frame pro-
cessing and improves the double-glazed unit characteristics both in
warm-edges and gas-filled units.

The modular system can be installed in any double glazing line, both as a
substitute or completion of the conventional frame processing.
❙❙➤ www.forelspa.com

play the decorative potential of its Tem-
pver ceramic paints, which combine de-
sign versatility and a strong visual
impact through a vast color assortment. 
❙❙➤ www.fenzigroup.com

Hall 12/Stand C28: 
The Osprey® Keeps 
Glass Distortion-Free

The Osprey® by LiteSentry™ Distor-
tion Measurement System provides on-
line visual inspection for optical
distortion and thickness of heat-treated
glass. According to information from
LiteSentry, the system provides 100-
percent measurement of every lite in
both X and Y dimensions and actual
millidiopter measurements of all opti-
cal distortion including roll wave,
pocket, edge kink and hammer distor-

tion. The Osprey utilizes patented op-
tics, high-speed CCD cameras and
powerful algorithms. 

It features high-resolution measure-
ment in both millidiopters (per GANA,
ASTM and EN test methods) and true
peak-to-valley measurements. The sys-
tem provides a flexible configuration of
user output screen to accommodate the
user’s requirements, and its easy-to-
understand user interface provides op-
erators with real-time feedback. 
❙❙➤ www.litesentry.com 

Hall 13/Stand C81: 
Vesuvius Operates Smartly 

Vesuvius says its patented Smartly
Driven® all mechanical end cap attach-
ment system is an environmentally and
ergonomically friendly end cap system,
as it eliminates the need for a resin bond
requiring chemicals such as formalde-
hyde. The end cap is capable of with-
standing arduous temperatures and
torque operating condition. It is capable
of operating at a maximum temperature
of 662° Fahrenheit, compared to 302°
Fahrenheit with resin bonded designs.
❙❙➤ www.vesuvius.com  

continued on page 36
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Hall 14/Stand B40: 
Glaston Has an 
Edge on Solar Glass

Finland-based Glaston notes that
edge grinding is one of the key factors
in the production and durability of
solar panels. That’s why its offering the
Bavelloni V Series of double-edgers
with peripheral wheels; the
product is designed to
process large batches of
thin glass, attentive to
grinding quality, perform-
ance and maintenance oper-
ations. The edger’s grinder heads are
characterized by a special configura-
tion that allows the grinders to be

turned upwards and contained in a spe-
cial stainless steel compartment. This
facilitates tool changing, while permit-
ting perfect containment of the cooling
water for the tools in the processing
area.

The edgers achieve high level per-
formance in combination with a special

series of peripheral wheels, the Bavel-
loni Solar Line. The line features a spe-
cially designed profile that ensures
rapid start-up of the tool.
❙❙➤ www.glaston.net

Hall 13/Stand B61-9: 
Wagner Gets a Grip on
Glass Railing Installation 

Among the new products from the
Wagner Companies in Milwaukee is
PanelGrip®, a dry-mount glazing sys-
tem for the installation of tempered
glass panel railings. PanelGrip® enables
the installer to fabricate a structural
glass railing system with cost reduc-
tions up to 80 percent in labor and 30
percent in freight.

The patent-pending system is com-
prised of a high-strength aluminum
locking assembly, two PVC isolators
and a specially designed aluminum
shoe moulding. It requires no special
tools and provides an easy, clean and
cost-effective alternative for the instal-
lation of tempered glass panels. Panel-
Grip® is for use with nominal ½-inch
tempered glass or other ½-inch-thick
panel material and allows for a 0.450-
to 0.515-inch range in glass thickness.
The system was tested per ASTM E935,
Standard Test Methods for Perform-
ance of Permanent Railing Systems and
Rails for Buildings.
❙❙➤ www.panelgrip.com 

Hall 09/Stand D44 and F60: 
Bohle to Let Visitors Test
Drive New Products

Bohle’s new booth will focus on the
individual steps encountered during
processing—in many cases with live

demonstrations of the ma-

Hall 14/Stand E24: 
Bystronic Glass Shares Some Secrets 

The Bystronic Glass Group is aiming to entice visitors with innovations in a
“Top Secret” area, accessible only to invited or registered guests when ac-
companied by sales staff. 

For glass cutting, the focus will be on efficient sorting with the newly devel-
oped laminated cutting equipment for laminated glass that includes numerous
unique functions. The company also will present a new horizontal glass wash-
ing machine that has been designed for laminated glass, but has the flexibility
to be used in other production areas.

Also on display will be automated solutions for standard warm-edge spac-
ers. Visitors will be able to see applications of the TPS® technology as well as
the Super Spacer® in the stand. Attendees also will be able to try out numer-
ous lifts and suction frames for handling flat glass and plate processing. 

In addition, the company will exhibit solar processing technologies. It says
its TPA effectively protects PV thin film modules from moisture prior to the lam-
inating process. The film trimmer enables an automatic trimming of projections
to be carried out prior to lamination.
❙❙➤ www.bystronic-glass.com

continued from page 35
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Stocked Sizes:

888.653.3333 
www.safti.com/visionkit  

TM

Primed or Bronze Finish 
Other sizes and finishes available upon request.

by SAFTI FIRST

114.35

110.39

107.42

99.50

Safety Ceramic
90 min. vision kits 
that save $$$ 

Clear safety ceramics
No surface 
polishing needed
Meets all fire and 
safety codes

chines and tools on display. Visitors will
have the opportunity to try out tools,
machines and techniques for them-
selves at special workstations.

The glass cutting and glass bonding
divisions each will provide live
demonstrations. The company also
will highlight its expanding fittings
product range, including new door
systems and shower door fittings. An-
other main focus at the fair will be au-
toclave-free lamination. In addition to
the Verifix Airstream series of lami-
nating kilns, the company now also
has available all necessary consum-
ables. Numerous glass samples will
display the versatility of this technol-
ogy, while giving visitors ideas for new
business potential. 
❙❙➤ www.bohle-america.com

Hall 17/Stand B68: 
Edgetech I.G. 
Gears Up for glasstec 

Edgetech I.G. of Cambridge, Ohio, is
planning to feature Super Spacer®, Super
Spacer TriSeal™ and best practices for
optimizing production efficiency and IG
performance at glasstec 2010. 

The stand, modeled after a large
sealed IG unit, will be divided into zones
depending on visitor interest. Among
the features: a productivity pit-stop,
which will show in detail solutions for
manufacturing thermally efficient dou-
ble- and triple-glazed IGUs in the most
cost-effective way, whether using man-
ual, semi- or fully automated solutions.

Additionally, Edgetech will feature
marketing support materials in 11 lan-
guages, including sample cards, con-

sumer DVD and brochures. Edgetech
has been a regular exhibitor at glasstec,
but has added some special program-
ming to this year’s agenda designed to
be both educational and entertaining. 
❙❙➤ www.edgetech360.com 

Hall 15/Stands D25 and D26: 
Hegla Offers a 
Gamut of Equipment

Hegla of Germany has been building
CNC cutting systems for 25 years and is
responsible for the development of the
integrated edge-deletion system for
coated glass. The company plans to offer
additional in-

novations
at this year’s event. Its pri-

mary product lines include automatic
cutting tables from 24 by 24 inches up
to 144 by 240 inches. It offers automatic
shape cut down systems for architec-
tural, as well as solar glass, and auto-
matic breakout systems specifically
designed for coated glass products. For
handling needs, the company provides
glass racks for internal use or transport
applications; automatic loading and
stacking system for coated glass prod-
ucts; robotic systems for process and
handling applications; and conveying,
accumulation, rotation, alignment and
other customer-specific handling 
applications.
❙❙➤ www.heglacorp.com   

Let the Sun Shine on solarpeq
While you’re in Germany for glasstec, don’t forget to stop by the co-located

solarpeq, the first Trade Fair for Solar Production Equipment. Planners expect
250 exhibitors from 30 countries. 

Three themes are planned: solar production technology, technical papers
and solar applications. Silicon manufacturers, ingot/wafer manufacturers, cell
manufacturers, panel manufacturers, turnkey suppliers facility planning and
production suppliers, machine engineers, project developers and planning of-
fices and research institutions are all expected to exhibit.  

More information about solarpeq can be found at www.solarpeq.com.   ■
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T
his article is the second part of a
two-part series that addresses how
to handle a project that has “gone

broke.” Last month we discussed steps
to take prior to providing goods or
services (see July 2010 USGlass, page
34). This part will address what to do
when payments from the owner are
stopped or delayed and how to position
your company for the best possible re-
sult if a project goes into bankruptcy.  

When a project is in trouble, often the
owner will slow the timing of payments
and, as things get worse, eventually not
make them at all. In such an event, a
glazing contractor needs to look to
available remedies within the terms of

its contract with the
owner as well as other

legal remedies that
are available to

maximize the
chances of get-

ting paid.  

When entering into contracts or pur-
chase agreements, contractors should
negotiate specific provisions that per-
mit the termination of the contract in
the event of non-payment by the owner
or when the project is stopped for an
extended period of time. By way of ex-
ample, commonly used forms provided
by the American Institute of Architects
(AIA) provide that a contractor may
terminate the agreement if the project
is stopped for a period in excess of 30
days or if the owner has not made pay-
ments within the time frames stated in
the agreement.  

Although termination of the contract
may mitigate any future losses suffered
by a glazing contractor or vendor, if one
has to resort to such an extreme meas-
ure, the owner and the project are likely
already in financial crisis. One way a
glazing contractor may protect itself is
to file a mechanic’s lien to assist in re-
covering payments due. In addition, the
contractor may have rights under per-

formance and payment bonds posted
with respect to the project and fi-

nally, if all else fails, a contractor
has the right to sue

the owner

Construction after the

38 USGlass, Metal & Glazing  |  August 2010 www.usglassmag.com

Protecting Yourself and Finding 
Success in a Volatile Market

By Kevin S. Blanton and Joseph J. Devine

Second Part of a Two-Part Series
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for damages or invoke other legal reme-
dies, either inside or outside of an
owner’s bankruptcy proceeding.  

Mechanic’s Lien
A mechanic’s lien is an encumbrance

on real property for the benefit of one
who supplied labor or materials to im-
prove real property. Mechanic’s liens are
available in most jurisdictions by
statute. Each state is different so before
filing a mechanic’s lien one must ensure
that the statutory requirements are fol-
lowed strictly as failure to do so may
cause the lien to be ineffective.  

Generally, anyone supplying labor
or materials incorporated into the
construction of a project may file a
mechanic’s lien; however, some states
require that the entity filing the me-
chanic’s lien have a certain degree of
contractual privity with the owner so
that sub-subcontractors may be pro-
hibited from filing. Mechanic’s liens
may be filed on construction projects,
renovation projects, certain improve-
ments to land and, in some instances,
by those providing specially fabri-
cated materials that have little to no
value if not incorporated into a spe-
cific project. Mechanic’s liens are gen-
erally not available for demolition
projects and mechanic’s liens may not
be filed against government-owned
properties.

The typical process involved in filing
a mechanic’s lien consists of a pre-lien
notice, the filing of the lien itself and
the subsequent foreclosure of the lien.
The effect of the lien on the owner is
significant. A mechanic’s lien becomes
a cloud on the title to the real estate
upon which it is filed, similar to that
of mortgage or tax lien. The act of
filing the lien may cause default
under an owner’s financing
documents and ulti-

mately, the foreclosure of the me-
chanic’s lien may result in the owner’s
loss of the project. Because of this,
banks providing construction financ-
ing often require an owner to pay off
the lien or post a bond guaranteeing
payment within a relatively short pe-
riod of time after a lien is filed against
a property. As a result, filing a me-
chanic’s lien will generally get quick at-
tention from the owner and force a
resolution of the contractor’s claims.

Before attempting to file a mechanic’s
lien, it is important to check that prospec-
tive lien waivers have not been filed or
that the right to file mechanic’s liens has
not otherwise been waived by the con-
tractor or by the action of the parties.  

Performance and 
Payment Bonds

Another method of recovery that
may be available to a contractor is a
payment bond claim. A payment bond
is essentially a guaranty by a third party
to the owner or lender that the contrac-
tor will pay its subcontractors and ven-
dors for labor and materials used in the
project. Accordingly, if a contractor
does not pay a glazing contractor, they
may have a claim that may get paid by
the surety under the bond. It is impor-
tant on a bonded project to follow the
correct procedure regarding timing and
notice to the owner and, if required, to
the surety, to assure that the ability to
have the claim paid by the surety is not
compromised.

Legal
Remedies

If none of the
aforementioned op-

tions are available, the
glazing contractor may
sue for non-payment.
Prior to initiating suit,
the applicable contract
provisions and relevant
statutes should be re-

viewed to determine the forum in
which a claim should be filed (in many
contracts it is custom to waive jury tri-
als or to require arbitration or media-
tion), the time limits in which to file
any notice and cure rights that must
be provided prior to filing such an ac-
tion. The available claims to a party
not receiving payment may include
breach of contract, unjust enrichment
and third-party beneficiary claims. In
addition, if the owner of the project
has filed for bankruptcy, one may
make claims inside the framework of
the bankruptcy proceeding.  

Bankruptcy
Regardless of how well a subcontrac-

tor attempts to mitigate risk and protect
itself from slow or non-paying owners,
the one thing that cannot be avoided is
the bankruptcy of an owner or project.
As a contractor or vendor there are two
main types of bankruptcy that you will
face. The first, often called a “liquida-
tion,” is a proceeding under Chapter 7 of
the bankruptcy code. In a Chapter 7
bankruptcy, a trustee is appointed by
the court to accumulate and then liqui-
date the assets of the bankrupt com-
pany, called the “debtor.” The proceeds
of the liquidation are then used to pay
administrative expenses related to the
bankruptcy and claims of those that are
owed money by the debtor (“creditors”).
Claims are paid on a pro-rata basis
based on the priority status of the claim. 

Often in a Chapter 7 proceeding cred-
itors get little or no payment on their
outstanding obligations. The second
type of bankruptcy that one is likely to
face is a Chapter 11 proceeding. In a
Chapter 11 bankruptcy, the debtor re-
mains in business and enters into a
plan to pay its creditors over time and
often at a discount.

If you find yourself in the position of
having an owner file for bankruptcy
during the course of a project, the fol-
lowing are some of the most important

Real Estate Boom

continued on page 40

www.usglassmag.com August 2010  |   USGlass, Metal & Glazing 39

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –

Contents© 2010 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

http://www.usglassmag.com
http://www.usglassmag.com
http://www.usglassmag.com/digital
https://www.cdsreportnow.com/renew/now?USG


40 USGlass, Metal & Glazing  |  August 2010 www.usglassmag.com

considerations that you will have. These
considerations are generally applicable
to all bankruptcy.

Automatic Stay
Once a company files for bank-

ruptcy, all activities to collect money
from the debtor must stop. Any
claims that are pending must now be
raised (even if previously raised in
another court) in bankruptcy court.
This process, called the “automatic
stay,” is designed to give the debtor
some breathing room and give them a
chance to have their situation re-
viewed by the bankruptcy court. If
collection efforts continue against the
debtor after the creditor is put on no-
tice of the bankruptcy filing, the
debtor may recover damages and
sanctions from the creditor in certain
instances.

Executory Contract
The bankruptcy code allows a

debtor in a Chapter 11 case to assume
or reject executory contracts. For
bankruptcy purposes, an executory
contract is a contract under which
both parties have outstanding obliga-
tions at the time the bankruptcy peti-
tion is filed. If you have an ongoing

contract and it is
assumed by the
debtor, the debtor
must cure any ex-
isting defaults, in-

cluding payment
defaults, and the contractual rela-
tionship will continue throughout
the bankruptcy case. On the other
hand, if the debtor decides to reject
your executory contract, you will be
left with an unsecured claim against
the debtor for the amount due and any
damages you may suffer. Because the
claim is unsecured, your chances of re-
covering payment for the full amount
of the claim may decrease.

Section 503(b)(9)
Administrative Claims

Administrative expenses are ex-
penses incurred after the filing of the
bankruptcy incurred in conducting the
Debtor’s business or protecting its
property. Administrative expenses are
entitled to priority over most other
types of claims and, as such, get paid
prior to the typical unsecured claims of
contractors.  

Section 503(b)(9) was added to the
bankruptcy code in 2005 and grants ad-
ministrative claim priority for the value
of any goods received by a debtor in the
ordinary course of a debtor’s business
within 20 days before the commence-
ment of the bankruptcy case. This sec-
tion was enacted so that debtors could
not avoid paying for goods they ac-
quired at a time when they knew they
would be unable to pay because of their
impending bankruptcy and is a useful
tool for those that supplied goods and
services to a debtor immediately prior
to the bankruptcy filing for which they
have not been paid.

Reclamation Claims
Once a bankruptcy case has com-

menced, a vendor may take back or re-
claim goods it sold to a debtor if the
requirements of Section 546(c) of the
Bankruptcy Code are met. To reclaim
the goods, a written demand for recla-
mation must be made. The demand
must be made no later than 45 days
after receipt of goods by the debtor, or
no later than 20 days after the date of
the debtor’s petition for bankruptcy, if
the 45-day period expires before the
commencement of the bankruptcy
case. Where possible, vendors should
consider this option as it may allow
them to place items back into inven-
tory to be sold at later time to a pur-
chaser that is in a better position to
pay. This result is much better than
wading through the bankruptcy
process in the hope of getting at least
a partial payment and exposing one-
self to the risk of getting none.

Critical Vendors
In a Chapter 11 case, creditors often

refuse to continue supplying the debtor
with critical services or materials un-
less all the creditor’s claims that arose
before the debtor filed bankruptcy are
paid immediately, even though such
claims are not entitled to priority under
the bankruptcy code. There is nothing
that requires a vendor to continue to
supply goods to a bankrupt company,
so the threat of cutting off critical serv-
ices or materials is one that quickly gets
the attention of a debtor struggling to
reorganize and keep its business alive.

Some bankruptcy courts have au-
thorized the immediate payment of
such “critical vendors” when it be-
comes clear that a Chapter 11 debtor
cannot continue operating without the

Regardless of how well a
subcontractor attempts to mitigate risk

and protect itself from slow or non-
paying owners, the one thing that

cannot be avoided is the bankruptcy of
an owner or project.

Construction after the Real Estate Boom
continued from page 39
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services or materials that a critical ven-
dor supplies. If you are fortunate
enough to be in this position, your
leverage can be used to force back pay-
ments as well as ongoing payments
during the course of the bankruptcy
proceeding without regard to how your
claims may have otherwise been clas-
sified or scheduled to be paid. When
the bankruptcy court permits such
payments, it is usually within the
debtor’s discretion to determine which
“critical vendors” will get paid.

Unsecured Proofs of Claim
Unless one is able to fit into one of the

categories above, most glazing contrac-
tors will find that their claims are desig-
nated as “unsecured.” An unsecured
claim is one of the last claims to be paid
out in bankruptcy and often unsecured
creditors are forced to accept deep dis-
counts. In order to be paid on an unse-
cured claim in a Chapter 7 proceeding, a
written proof of claim must be filed with
the bankruptcy court asserting your

right to be paid. An unsecured creditor
however, is not required to file a proof of
claim in a Chapter 11 case if the claim
was already disclosed by the debtor in
the schedules it filed with the bank-
ruptcy court and the claim is not listed
as disputed, contingent or unliquidated.  

In a Chapter 7 case, a proof of claim
must be filed no later than 90 days after
the first date set for the meeting of cred-
itors. In a Chapter 11 case, the deadline
for filing a proof of claim is established
by the bankruptcy court. If a creditor
does not timely file a proof of claim, the
creditor may lose its right to be paid.  

Conclusion
In today’s challenging economy, it

is almost inevitable that one of your
customers or project on which you
are working will go broke. With care-
ful planning you can mitigate these
risks. When signs of trouble, such as
slow or non-payment start to hap-
pen, you can attempt to cut your
losses and terminate the relation-

ship and you will enhance your oppor-
tunity to get paid by promptly enforcing
your right under your contracts and pro-
vided by law. If you are unable to recover
or if bankruptcy filing prevents you from
exercising some of the more traditional
remedies, such as enforcing mechanics’
liens, bond claims or filing suit, by pay-
ing careful attention to the considera-
tions outlined above and seeking the
advice of a professional familiar with the
bankruptcy process, you will be able to
place yourself in the best position to re-
ceive the largest possible available dis-
tribution in the bankruptcy case.   ■

K e v i n  S .
B l a n t o n and
J o s e p h  J .
D e v i n e  are
partners with
Schnader

Harrison Segal & Lewis LLP. Their
opinions are solely their own and not
necessarily those of this magazine. 
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Enough Light
The Debate About VLT Heats Up 
by Megan Headley

“I’ ve had a concern for years
that the industry may be
overselling the very high lev-

els of visible light transmittance (VLT),”
Greg Carney of C. G. Carney Associates,
Inc. recently wrote to USGlass. 

Obviously the industry is available to
respond to designers’ demands, but,
Carney points out, it’s the glass indus-
try’s job to educate those architects and
designers as to when and where high
VLT is most appropriate. 

Case in point, he explained, “I visited
a facility on the West Coast that had a
wall of office area windows facing west
and virtually all of the window shades
were pulled down. The amazing part
was that only 8 percent visible light was
coming through the windows.” He con-
tinued, “The week before that, I was in-
volved in discussions on another

project being reglazed. The replacement
glass is specified to be a 1 1⁄16-inch insu-
lating glass unit with 68 percent visible
light transmittance and 0.38 solar heat
gain coefficient. This makes me think
that the occupants of that building will
have even more complaints about glare
and heat gain.”

Mike Krasula, senior manager of
commercial products for Pilkington
North America, is more than familiar
with the problem. 

“I think most architects and people
in general cannot appreciate how much
light is coming into a building and the
other ramifications that have to be ad-
dressed because of that decision. The
Pilkington headquarters building in
Toledo, Ohio, has between 8 to 12 per-
cent daylight transmissions, which are
similar to a pair of sunglasses. My of-

fice faces east. I have my blinds partially
closed because of the glare and to a cer-
tain extent heat from the sun. Situations
like this exist all over the country,” Kra-
sula says. 

But is it overselling if that’s what the
architects demand? 

PPG is among many glass manufac-
turers and fabricators that promote a
high VLT in its glass products. As Rob
Struble, business communications
manager for the company’s Perform-
ance Glazings division, points out, “I
think the glass industry, as a whole,
promotes the best performance virtues
of its products—whether it’s solar heat
gain coefficient, U-value, VLT or light to
solar gain.” Yet he notes that the pro-
motion of high VLT is a response to de-
signers’ demands for certain types of
glass. 

Ju
st
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There are lots of glasses out there that
are really clear, and some architects 

really want that, but I’ve always seen it
as more of a niche product.

—Arlene Z. Stewart, AZS Consulting

There are lots of glasses out there that
are really clear, and some architects 

really want that, but I’ve always seen it
as more of a niche product.

—Arlene Z. Stewart, AZS Consulting
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“PPG has sought (and invested heav-
ily) in understanding and answering
the needs of designers in all regions
and climate zones of North America. It
would be myopic for us to think that ar-
chitects, who are very smart and tal-
ented people, would use whatever we
produced and promoted,” Struble says. 

“New product development for us is
driven by direct work with the archi-
tects to identify what they need and
want, and then products are produced,”
agrees Glenn Miner, director of con-
struction markets for PPG. 

Part of that interest in higher VLT
may be because architects are finding
ways to balance bright daylight with is-
sues such as glare and heat gain, “and
increasingly using sophisticated mod-
els and energy analysis tools to do so,”
Struble adds. 

“Surprisingly I think more and more
we’re seeing architects question the idea
of glare,” comments Arlene Z. Stewart,
also a consultant, with AZS Consulting.
“I think there’s got to be a
balance—but I don’t know that they’re
finding it through glass, they‘re doing it
through other devices.” 

“Window treatments or some type of
exterior solar shade can be purchased
to reduce glare,” Krasula agrees. He con-
tinues, though, that, “This adds cost to
the project and is an issue for the envi-
ronment. It is interesting that the alu-
minum or steel solar shades are
produced by a process that adds more
carbon dioxide into the atmosphere,
which is one of the things we are trying
to eliminate. You also have the addi-
tional issues of run-off and staining.
Solar shades are a natural landing spot
for birds. You then have the issue of
cleaning the windows with all of the
solar devices that are hanging off the
exterior of the building.”

Stewart says designers of large com-

mercial projects do seem to be think-
ing more “along the lines of shading
and angle of incident light and how it’s
going to hit things inside.” Still, she
adds, “There are lots of glasses out there
that are really clear, and some architects
really want that, but I’ve always seen it
as more of a niche product.” 

A niche, perhaps, depending on the
building’s location. 

“In parts of the country, there has
been an unmistakable trend toward
higher performance transparent glass
and the glass industry has sought to
satisfy this. Yet in other parts of the
country, you will see very few transpar-
ent buildings, I believe due to how ar-
chitects design for the client base and
environmental conditions of a particu-
lar region,” Struble says. 

It also can depend on the building
type. 

“I prefer not to specify VLT more than
40 percent for libraries or offices, but for
hospitals, malls, schools and houses I
prefer to select glass with high VLT and
low solar control,” says Mohammad
Bitar, an area sales manager at IN-
TRACO in Jordan. “From my expe-
rience the high VLT is healthy, but in
the same time it causes glare inside
the building,” he adds. 

In those regions where glass al-
lows more light transmission, some
of that incoming daylight can be

helping to reduce the need for electric
lighting. 

“Approximately half of the energy con-
sumed by a commercial building is due
to interior lighting. Anything our indus-
try can do to reduce this level of con-
sumption, while managing the solar
energy, is a good thing,” says Mike Rupert,
director of technical services for PPG. 

“Studies have shown the benefits of
natural lighting in productivity and oc-
cupant wellness—and these oftentimes
do not show up in the number crunching
that some analysts perform,” Miner adds. 

And, Krasula is quick to point out,
there are plenty of other glass proper-
ties that can be selected to balance that
desire for visible light. 

“With all of the coatings and frits
that can be put on the glass to address
balancing the glare, daylight and solar
control issue, [glass manufacturers
have] products that fit the bill.” He adds,
“Glare is definitely an issue that is over-
looked in the overall equation. We al-
ways want to address light and heat, but
fail to address the issue of glare.”   ■

M e g a n  H e a d l e y is the
editor of UUSGlass. 

Glass industry professionals are becoming daylighting experts as they guide
architects toward balancing high glass transparency with appropriate shading.
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project news
Big Boy, Big Job

Sans Soucie Art Glass of Palm
Desert, Calif., recently finished
etched glass windows  and decorative
door glass panels for the new Big Boy
restaurant in Moreno Valley, Calif.

The sandblasted, frosted glass con-

sists of four panels that are 38 inches
wide x 110 inches tall. The two cen-
ter door glass panels feature the “Big
Boy” of the famous Bob’s Big Boy
logo brand, with the adjacent panels
featuring a checkerboard band that
coordinates with Bob’s attire of
checkerboard pattern overalls. 

“Big Boy” is 40 inches tall and is a
multi-stage sandblast that is dimen-
sionally etched on the glass surface.
◆ www.sanssoucie.com

event news
Panelists Discuss Decorative
Glass During NeoCon 

Offering insight about the artistic,
environmental and technical consid-
erations associated with the installa-
tion of glass, a presentation titled
“The Art and Science of Glass” took
place June 15 during NeoCon. Spon-
sored by the Glass Association of
North America, panelists were designer
Suzanne Tick of Suzanne Tick Inc., Al
Leonard, vice president of sales for
Trainor Glass Co. and Charles Rizzo,

president of Skyline Design.
Tick, who designed a collection of

glass for Skyline Design, began by tak-
ing the audience through her artistic
approach to developing decorative

V i s u a l E f f e c t s
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project news
Jon Kuhn to Present Crystal Cross to Pope Benedict XVI

North Carolina glass artist Jon Kuhn and his representative, Al Priest, president of Salem Stained Glass, have been
granted a September 29 audience with Pope Benedict XVI in Rome to present the gift of a radiant Kuhn cross to the Pontiff.
The 32 1⁄2 x 19-inch work of art contains 15,000 facets of clear optical grade crystal and symbolizes the Light of God. The
center of the cross is tinged with crimson to represent the Sacred Heart. Acknowledgment of the gift was made April 28 by

the Vatican’s Apostolic Nuncio, Archbishop Pietro Sambi, during
a preview presentation of the cross by Kuhn and Priest at the
Apostolic Nunciature (embassy) in Washington, D.C.

According to Kuhn, the archbishop’s reaction on seeing the cross for
the first time was “immediate; he got it right away,” said Kuhn who
heard the archbishop remark that he thought the Pope will be very
pleased “and would want to use it in his masses.”

In an e-mail to friends and patrons the next day, Kuhn wrote that
he was “honored and humbled” by the experience.

The cross that will be presented to Pope Benedict is the first of a
variety of Kuhn crystal crosses designed and created by the artist
under an agreement between Kuhn Studio and Salem Stained Glass
for the marketing of Kuhn Sacred Glass. Kuhn Sacred Glass includes
crystal crosses and other religious objects created by Kuhn, as well
as stained glass windows inset with Kuhn’s jewel-like glass that are
created by Priest and his artists.
◆ www.kuhnstudio.com; ◆ www.salemstainedglass.com 

In addition to the seminar, those
attending NeoCon were also able to
walk the show where exhibitors
featured an assortment of decorative
glass products.
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glass. When developing the collection
for Skyline, she said, at one point she
was in Seattle, where there are numer-
ous showcases of decorative glass.
Clarity, she said, seemed to be a pre-
dominant theme in many displays. 

Another inspiration, she said, was
the icon for Apple products.

“It’s all about the look of technol-
ogy in glass and that was also inspir-
ing,” Tick said.

She said she also found inspiration
through many of her travels, which took
her to India, Japan and the Middle East.

“You can tap into inspiration from
anywhere and not be afraid to apply it
to a material [such as glass],” she said.

Leonard spoke next and talked
about some of the considerations ar-
chitects and designers should take
when working with decorative glass.
For starters, he stressed the impor-
tance of staying within budget.

“Does the project, as designed and
developed, fit within budget?” asked
Leonard. “Next, you have to address
its availability [i.e., does it have to be
imported or is it readily available here]
and does it meet the job schedule? All
of this has to be addressed once you
pick out the product.”

Whether the application will require
safety glazing also needs to be considered. 

“Some decorative glass products
cannot be tempered or laminated,”
said Leonard. “This means they can
only be used in places where safety
glass is not required.”

He also pointed out that when such
products are used, the required safety
glazing label can be a hindrance to the
design, particularly when glass is used
in small quantities. 

“When you do use [decorative] safety
glass, get verification in writing from the
manufacturer so you don’t have to have
the labels on the glass,” he advised.

Other considerations when de-
signing with decorative glass can in-
clude the type of system in which it’s
going to be installed. Leonard
pointed out that, depending on the
height of the glass, certain sizes or
thicknesses may be required.

Rizzo spoke last, and talked about
the history of glass and also environ-

mental attributes of glass.
In looking at the history of glass, he

showed project examples—some of
which were thousands of years old—to
show how durable glass is. He also
talked about the technologies that
were developed to manufacture glass
(i.e., the float glass process). 

In looking at the environmental
features, Rizzo noted, “Glass is inher-
ently green.”

He explained that it can be used in
architecture in many applications; al-
lows for easy space planning and
changes; and provides daylight, which
helps make people feel good.
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continued on page 46

association news
GANA Decorative Division Launches New Website

The Glass Association of North
America’s (GANA) Decorative Divi-
sion has launched a new website
featuring decorative glass products
at www.decorativeglazing.com. The
site offers educational information
for architects, designers and oth-
ers in the industry. It includes a
comprehensive glossary of terms
and product types, a gallery illus-
trating the aesthetically pleasing
nature of decorative glass prod-
ucts, and more.

“We have worked on this proj-
ect for the better part of a year, and the results are fantastic,” said Cathie Saroka of Gol-
dray Industries Ltd., chair of the division’s website committee. “The purpose of this site
was to offer information in a dynamic way, so that architects and designers could draw
inspiration from other projects, learn the terminology we in the industry use, and maybe
even learn new ways to use the product by seeing some of the amazing things that have
been done with decorative glass.”

The site features company profiles for each of the division’s members, segmented into
manufacturer, supplier and glazing contractor. “Our goal is to offer the architect and de-
signer a quick way to learn about specific types of decorative glass, see examples, then
learn where they can purchase those products for their projects, as well as who may be
able to bring forth the experience in installing the product,” explained Saroka.

The site also has a technical section and a green section. “Green technologies have be-
come a way of life in the glass industry,” said Saroka. “We offer our LEED® white paper il-
lustrating the ways decorative glazing products may help earn LEED certification points,
and soon architects will be able to view our Introduction to Decorative Glazing AIA-accred-
ited presentation on the site for even more easy-approach education and learning units.”
◆ www.decorativeglazing.com
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Likewise, he added that glass prod-
ucts can also help a project earn LEED
points. Some of the environmental fea-
tures that glass can offer a project in-
clude the fact that it can be
energy-efficient and durable; once it’s
installed it stays in for the length of the
building’s lifespan, “which reduces the
need for landfills,” Rizzo said.

“Few can imagine a world without
glass; it’s ubiquitous,” Rizzo said. “As
architects and designers [you have a]
decision to supply aesthetic beauty as
well as function and financial feasibil-
ity, but also to the environment. Make
sure the materials you use are recycla-
ble and can be re-used.”

He added, “We believe in the rela-
tionship between the glass craftspeople
and the design community. We can help
you with your concerns and we can help
you through the process.” dg

V i s u a l E f f e c t s
c o n t i n u e d
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Clearer Clears Truer Colors Distinctive Patterns

K R Y S T A L  I N T E R I O R S
The glass designed for designers.

Introducing KRYSTAL INTERIORS™, the broadest line of interior glass products available. 

Made with ultratransparent KRYSTAL KLEAR™ glass, it’s the only glass designed 

to bring your customer’s vision to life with clearer clears, truer colors and distinctive patterns.  
 

Available exclusively from AGC—the worldwide leader in glass. 

Visit us at krystalinteriorsglass.com or call 888-234-8380.

TM

©2010 AGC Flat Glass North America, Inc.  All rights reserved.

K R Y S T A L  K L E A R™ K R Y S T A L  K O L O U R S™ K R Y S T A L  P AT T E R N S™
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ShowCase

machinery and equipment
Glass-Chek Pro 3000
Identifies Low-E Coatings 

The new GC3000 Glass-Chek Pro
digital instrument from EDTM in

Toledo, Ohio, measures the glass and
air space thickness of single-, double-
and now triple-pane windows from a
single side. The GC3000 allows users
not only to identify the low-E surface
of a double pane window from one

side, but also to identify the type of
coating used.   

The Glass-Chek Pro indicates whether
the low-E coating is a hard coat (py-
rolytic) or soft coat (sputtered) product.
If it is a soft coat low-E, the meter also
will note the number of silver layers
used to make up the coating. For glass
companies that use multiple types of
low-E coatings, the tool can prevent
mix-ups in the facility or the field. 
❙❙➤ www.edtm.com

Jordon Glass 
Goes Autoclave-less

Jordon Glass in Miami has added a
new line of autoclave-free glass lami-
nating machines to its machinery
line-up. Designed for the middle mar-
ket fabricator, the company’s laminat-
ing machines are suitable to use with

both EVA and
DuPont

SentryGlas® interlayers. This easy and
accessible new options allows anyone
to fabricate skylights, hand rails,
stairs, windows and decorative back-
splashes without the expense of an
autoclave or the mess of resins. 
❙❙➤ www.jordanglass.com 

Erdman Automates 
New Horizontal 
Super Spacer® Line 

Because much insulating glass (IG)
manufacturing in North America is
manufactured using horizontal
equipment, Erdman Automation
Corp. in Princeton, Minn., has devel-
oped a new domestically made Super
Spacer® solution that can be assimi-
lated into existing lines easily. Avail-
able in manual, semi-automated and
fully automated versions, the new
Super Spacer line can be sold modu-
larly or as a full production line for up
to 50-percent less cost than vertical
equipment solutions.

Erdman reports that with a fully
automated horizontal line,
manufacturers can achieve a
25-second cycle time per unit.
The company is in the process
of developing a system to
achieve a 15-second cycle
time per unit. 

❙❙➤ www.erdmanautomation.com 

Wood’s Powr-Grip®

Adds to Lifting Solutions 
Multipurpose rotator/tilters from

Wood’s Powr-Grip® in Laurel, Mont.,
incorporate rotation and tilt for quick
and precise glass positioning. A new
option is available to increase the ver-
satility of the manual rotator/tilter
(MRT) and mechanically assisted man-
ual rotator/tilter (MRTA) series below-
the-hook vacuum lifters: cladding pad
frame extensions.

These plug-in style pad frame exten-
sions enable the MRT(A) line of vac-
uum lifters to handle metal wall and
roof panels. By simply removing the
standard pad arm extensions and re-

inspection systems
Lenox Camera Monitors Glass Making 

Lenox Instrument Co. in Trevose, Pa., has introduced a video camera system
designed to be mounted through the wall of high-temperature furnaces or other
combustion chambers. The new Furnace Camera HD provides process engi-
neers and operators clear, high-resolution images of burner flames, material
alignment and movement inside the furnace and other “high-heat” process
conditions in glass manufacturing.  

The stainless steel camera housing mounts in a 3 ½-
inch opening and employs a steel triple wall lami-
nar flow for water-cooled protection of the
CCD color camera and the latest
optical lens technology,
enabling operation in
hostile environments
up to 4,250 degrees
Fahrenheit. 
❙❙➤ www.lenoxinst.com
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placing them with the cladding pad
frame extensions, users can transform
the MRT(A) lifter to lift and maneuver
insulated metal panels, architectural
panels and other cladding with a vari-
ety of surface contours.
❙❙➤ www.powrgrip.com
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glass 
Viracon Provides New Coating 
Configuration for Laminated Insulating Units

Viracon in Owatonna, Minn., now is able to offer coatings on the number
four surface of the laminated insulating unit, which it reports is a significant
performance enhancement over placing the coating on the second surface
of the unit.

Prior to this recent trend in hurricane wind zones, a typical insulating glass
unit featured a sacrificial exterior lite with a laminated lite to the interior. After
Hurricane Wilma sent shattered glass into Miami’s streets, the Florida Build-
ing Code for the High Velocity Hurricane Zone was amended to require “safety
glazing” for the outboard lite. As a result, many building owners began to move
the laminated glass ply to the exterior. This often meant moving the low-E coat-
ing to the #2 surface, the interior of the laminated ply, a move that affected the
performance of the coating.

With the help of new fabrication equipment, Viracon now is able to offer a va-
riety of its coatings, including its VE-2M low-E coating on the #4 surface. This
offers improved U-values and solar performance to customers seeking an in-
sulating unit with a laminate outboard. In addition, placing the coating on the
#4 surface allows for the use of a colored interlayer to the exterior without sac-
rificing performance. 
❙❙➤ www.viracon.com   ■
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NewsMakers

departures
New Departures 
Announced from Arch 

Following the resignation of Arch Alu-
minum & Glass president and chief ex-
ecutive officer Leon Silverstein in April,
several new departures have been an-
nounced: Rick Silverstein, who served
as vice president, Steve Perilstein, who

served as vice president of sales, and his
brother Max Perilstein, who served as
vice president of marketing, are no
longer with the company, among others. 

“More than 60 people followed me
to Arch from PDC over the years and I
will miss them all,” Steve Perilstein
told USGlass. The Perilstein brothers
are fourth generation members of the

glass industry.
“I am looking forward to this new be-

ginning and new opportunities where I
can continue to build on the relation-
ships I have formed over the years,” Steve
Perilstein adds. “I’ve been in this indus-
try since I was 5 years old, riding in the
truck with my dad. I am 50 now and plan
to continue growing in this industry.”

new hires
Pres-On Appoints Kurt
Weidler General Manager

Pres-On announced
the appointment of Kurt
Weidler as general man-
ager, a new position
within the company, ef-
fective immediately. 

As general manager

continued on page 52

SEE US AT
GLASSBUILD,

BOOTHS 
2164 & 2065
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obituaries
Lamiver Founder James F. Sartain Passes Away

Long-time Pilkington employee and Lamiver founder JJames F. Sartain of
Moncton, New Brunswick, passed away after a two-year battle
with cancer. He was 78. 

Sartain began his career with Pilkington Glass in Saint John in
the early 1950s and went on to establish architectural and au-
tomotive laminating factories in Moncton; Orangeville, Ontario;
Saratoga Springs, N.Y.; and Montreal under the Lamilite and
Lamiver names.

He is survived by his wife of 56 years, Doreen, along with four
children, Michael, Michelle, Tim and Cathy.

James F.
Sartain

VISIT US AT GLASSTEC, HALL 16, STAND F42 AND HALL 16, STAND D57
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0.20

CardinalCG Company / Superior glass products for residential windows and doors
A CARDINAL GLASS INDUSTRIES COMPANY

XLEdge®>Loå3-366®>Loå-i81>Neat®>Preserve®

ENHANCED PERFORMANCE GLASS

We’ve got your number.

TM

Introducing Loå-i81™, the new

Cardinal glass that takes center of

glass U-factors to a remarkable 0.20

when coupled with our Loå2® or

Loå3® glass and argon fill in a double-

pane unit. You get near triple-pane

performance in a double-pane

window. This allows you to offer

more window options that will meet

current ENERGYSTAR guidelines,

everywhere in the country. There’s

no need to invest in redesigning

windows and alteringmanufacturing

processes. What’s more, there’s no

haze tomar the view. Don’t wait …

we’ve got your number right now.

Visit cardinalcorp.com formore

information.
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NewsMakers
continued

Weidler has authority over core func-
tions, including assembling and lead-
ing teams of key managers, extending
the company’s customer care programs
and maintaining overall quality control
of final products.

Weidler joins Pres-On from Midwest
Jobbers.

Viracon Adds 
New Member to 
Architectural Design Team 

Viracon in Owatonna, Minn., has
hired Lance Lawrence, LEED AP, to be
its newest architectural design special-
ist. In his new role, Lawrence will work
closely with architects and specifiers in
all Viracon markets.

Prior to joining Viracon, Lawrence
worked with KKE Architects Inc. in
Minneapolis as a job captain in its gov-
ernment division. 

Coastal Industries Hires
Rainwater as Houston Rep 

Coastal Industries Inc.
in Jacksonville, Fla., has
hired Chad Rainwater as
the company’s new terri-
tory sales rep for its Hous-
ton distribution center. 

Rainwater comes to
Coastal with several years
of shower door sales ex-
perience in the Texas area.
He is responsible for sales in the Texas,
Louisiana and Mississippi markets.

William Bonner 
Joins Crawford Tracey 

Glazing contractor Crawford Tracey
Corp. (CTC) in Deerfield Beach, Fla.,
announced that William (Bill) Bon-
ner has joined the company and will
work closely with customers in a

sales, estimating and business devel-
opment capacity.

Prior to joining CTC, Bonner worked
for Glazing Consultants Inc., where he
served as a senior consultant and sales
and marketing manager. He is a mem-
ber of the American Society for Testing
and Materials, the American Architec-
tural Manufacturers Association, the
Southeast Glass Association and the
North American Air Barrier Association.

Mainstreet 
Computers Hires 
New Marketing Director

Mainstreet Computers in Belleville,
Mich., has appointed Kevin Winning-
ham as its new marketing director.
Prior to his new position, Winningham
had worked for a large, non-profit or-
ganization where he was part of the ex-
ecutive leadership team.   ■
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NORTH AMERICAN EVENTS

September 8-10, 2010
IGMA Fall Technical Meeting
Sponsored by the 
Insulating Glass 
Manufacturers Alliance (IGMA).
Hilton.
Niagara Falls, Ontario.
Contact: IGMA at 613/233-1510.

September 14-16, 2010
GlassBuild America
Co-sponsored by the Glass 
Association of North America
(GANA), IGMA, the American
Architectural Manufacturer’s
Association (AAMA), the Bath
Enclosure Manufacturers 
Association and the 
National Glass Association.
Las Vegas Convention Center.
Las Vegas.
Contact: Show organizers at
866/342-5642, ext. 300.

October 10-13, 2010
AAMA National Fall Conference
Sponsored by AAMA.
Hyatt Regency Tamaya.
Santa Ana Pueblo 
(Albuquerque), N.M.
Contact: AAMA 
at 847/303-5664.

October 20-22, 2010
Metalcon International
Sponsored by the Metal 
Construction Association (MCA). 
Las Vegas Convention Center.
Las Vegas.
Contact: MCA at 847/375-4718.

November 16-18, 2010
Win-door North America
Sponsored by the 
Canadian Window and Door
Manufacturers Association. 
Metro Toronto Convention 
Centre South Building.
Toronto. 
Contact: Show organizers 
at 416/444-5225. 

November 17-19, 2010 
Greenbuild 2010
Sponsored by the U.S. Green
Building Council (USGBC).
McCormick Place West Building.
Chicago.
Contact: USGBC 
at 800/795-1747.

November 30-
December 3, 2010
Finishing Industries Forum
Sponsored by Painters 
& Allied Trades (LMCI).
Caesar’s Palace.
Las Vegas.
Contact: LMCI at 888/934-6474.

December 7-9, 2010
Ecobuild America
Sponsored by the National 
Institute of Building Sciences.
Washington Convention Center.
Washington, D.C.
Contact: Show organizers 
at 800/96-3863.

2011

March 17-18, 2011 
Glass Expo Northeast™ 2011
Sponsored by UUSGlass magazine.
Hyatt Regency Long Island at
Wind Watch Hotel & Golf Club. 
Long Island (Hauppauge), N.Y. 
Contact: UUSGlass 
at 540/720-5584.

March 24-27, 2011
Glass Week
Sponsored by GANA.
Paris, Las Vegas.
Las Vegas.
Contact: GANA at 785/271-0208.

March 28-29, 2011 
BEC Conference
Sponsored by GANA. 
Paris, Las Vegas.
Las Vegas. 
Contact: GANA at 785/271-0208.

April 7-8, 2011
Glass Expo Midwest™ 2011
Sponsored by UUSGlass magazine.
Indianapolis Marriott East.
Indianapolis.
Contact: UUSGlass 
at 540/720-5584.

2012

April 11-13, 2012
Glass TEXpo™ 2012
Sponsored by UUSGlass magazine.
El Tropicano Holiday 
Inn Riverwalk.
San Antonio. 
Contact: UUSGlass 
at 540/720-5584. 

Up&Coming

Simply visit 
www.usglassmag.com 

and click on Product 
Information to find a 

complete list with links 
to suppliers within the 

pages of UUSGlass.

It’s easy to use.

A quick 
reference tool.

Instant
information
at the click
of a button.

http://products.usglassmag.com

USGlass Magazine’s
Product Information
USGlass Magazine’s
Product Information

This new service is available to all 
USGlass subscribers and industry members.

[ d a t e b o o k ]
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INTERNATIONAL EVENTS

September 28-
October 2, 2010
glasstec 2010
Organized by Messe Düsseldorf.
Messe Düsseldorf.
Düsseldorf, Germany.
Contact: Messe Düsseldorf
North America at 
312/781-5180.   ■

To see the full event
schedule, visit 

www.usglassmag.com/
events.php.
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theBusiness
continued from page 64
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To my amazement, the fall didn’t seem to faze him. He
stopped choking and while rubbing his head with his left
hand, pointed with the other toward the partially opened pal-
let of cardboard boxes upon which he had been working. The
look in his eyes frightened me and I couldn’t help but wonder
what it was that had so shocked him. I turned and slowly
made my way toward the boxes.

While there are a number of reasons, or perhaps excuses is
a better word, as to why the Chicago Cubs have failed to win
a World Series title in more than 100 years, the fact of the mat-
ter is that Cubs fans are probably the most loyal and com-
mitted fans in all of sports. Now my parents came from
downstate Illinois. Alto Pass … Cobden … West Frankfort
… these are the little downstate hamlets of my forefathers
and I spent many a summer in those environs as a kid. Grow-
ing up, that part of the country was always referred to as down
home. And down home is St. Louis Cardinals territory. In fact,
on the mantle over the fireplace of my childhood home, a
plastic statue of Stan “The Man” Musial in full uniform stood
proudly next to pictures of ancestors from the old country.
My dad talked regularly of Dizzy Dean and the old Gas House
Gang. Neither I nor my younger brother were allowed to wear
any baseball hat with a major league team emblem on it ex-
cept for the one with those silly little red birds. Our faces and
foreheads spent most of their summers sunburned.  

I slowly made my way to the boxes and peered inside and
there it was … a greeting card that included a picture of St.
Louis all-star outfielder Matt Holliday and a simple little note
with a smiley face that read GO CARDS. Underneath the pic-
ture was a business card from Vicki Crump (Customer Serv-
ice) of Reed Rubber, St. Louis, Missouri. 

The St. Louis Cardinals are the Cubs arch enemies … or
at least the team’s fans are. The Cubs have the third high-
est payroll in all of baseball, once again proving that it’s
not how much you pay a person … it’s what you get for
your money that matters. And, as usual, neither the Cubs
nor their fans are getting their money’s worth. The Cardi-
nals, on the other hand, continue to be perennial con-
tenders and continue to strike fear and trepidation into
the hearts of all of Cubdom.  

Now Vicki Crump is a fine lady working for a fine com-
pany. I’ve been doing business with Reed for three decades
and they are truly a trusted, dependable and high-quality
supplier and Vicki is one of the reasons they enjoy such a
fine reputation. But Vicki, in the name of all things decent
and dear … please don’t ever do anything like that again.
Not to a die-hard Cub fan. Not in the middle of the season.
Certainly not in the name of customer service. You could
have killed the poor man!!!   ■
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ADHESIVES/SEALANTS
Adhesives, General
Bohle America
10924 Granite Street
Suite 200
Charlotte, NC 28273
Phone: 704/887-3457
Fax: 704/887-3456
www.bohleamerica.com

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
Architectural Glass,
General
Oldcastle BuildingEnvelope™
50 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastlebe.com

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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

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

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

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

Curved/Bent
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.
PO Box 1970, 3811 Hwy 10 West
Greenwood, AR 72936-1970
Phone: 800/543-8796 or 479/996-8065
Fax: 800/543-8798 or 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

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

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

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

Glassopolis
We Put Glass Contractors First.
Fast Quotes. Fast Delivery.
Phone: 800/262-9600
Fax: 800/872-9601
www.glassopolis.com
sales@glassopolis.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
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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

Glassopolis
We Put Glass Contractors First.
Fast Quotes. Fast Delivery.
Phone: 800/262-9600
Fax: 800/872-9601
www.glassopolis.com
sales@glassopolis.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

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

Laminated
Oldcastle BuildingEnvelope™
50 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastlebe.com

Precision Glass 
Bending Corp.
PO Box 1970, 3811 Hwy 10 West
Greenwood, AR 72936-1970
Phone: 800/543-8796 or 479/996-8065
Fax: 800/543-8798 or 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

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

Glassopolis
We Put Glass Contractors First.
Fast Quotes. Fast Delivery.
Phone: 800/262-9600
Fax: 800/872-9601
www.glassopolis.com
sales@glassopolis.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

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

Tempered
Oldcastle BuildingEnvelope™
50 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastlebe.com

Precision Glass 
Bending Corp.
PO Box 1970, 3811 Hwy 10 West
Greenwood, AR 72936-1970
Phone: 800/543-8796 or 479/996-8065
Fax: 800/543-8798 or 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.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

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

YOUR NAME
COULD BE HERE! 
Listings start at $350

(additional charge 
for logos, website and 

e-mail address).
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Metals, General

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

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.
28577 Industry Dr.
Valencia, CA 91355
Phone: 877/728-3874
Fax: 888/440-9567
www.ushorizon.com

CURTAINWALL
Curtainwall, General

DECORATIVE GLASS
Decorative Glass, General
Oldcastle BuildingEnvelope™
50 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastlebe.com

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.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
Decorative Glass Company
14647 Lull Street
Van Nuys, CA 91405-1209
Phone: 800/768-3109
Fax: 818/785-7429

DOORS
Bullet Resistant
Total Security Solutions, Inc.
170 National Park Drive
Fowlerville, MI 48836
Phone: 866/930-7807
www.tssbulletproof.com

United States 
Bullet Proofing, Inc.
16201 Branch Court
Upper Marlboro, MD 20774
Phone: 301/218-7920
Fax: 301/218-7925
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

Doors, General

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

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.crlaurence.com

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

www.Jockimo.com

UL Approved 

Glass Flooring 

Advanced Architectural Products

JockimoTM

416 E 174th Street Bronx, NY 10457

Need...

Products

Stocks these

Products
Standard Doors & Frame

TRIFAB Framing

(450 �451 �451T)

1600 Curtain Wall

Replacement Hardware

And More....!

Call
ROMCO SALES CO.

ROMCO SALES 

TEL: 718.583.7100
FAX:718.731.1152

at

or visit us at
www.romcosales.com

For the 
ENTIRE KAWNEER

product line

[ u s g | s u p p l i e r ’ s g u i d e ]

YOUR AD COULD
BE HERE! 

To place your 
listing in the 

Supplier’s Guide, 
please contact 

Janeen Mulligan at
540/720-5584 

Ext. 112 or e-mail
jmulligan@glass.com.
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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, Inc.
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
5520 McDermott Dr.
Berkeley, IL 60163
Phone: 708/449-7050 
Fax: 708/449-0042

GLASS FURNITURE
Table Tops
Spancraft Ltd.
920 Railroad Ave.
Woodmere, NY 11598
Phone: 516/295-0055
Fax: 516/569-3333
www.spancraft.com
Jordan@Spancraft.com

GLASS HANDLING/
TRANSPORTATION
Handling Equipment,
General
Bohle America
10924 Granite Street
Suite 200
Charlotte, NC 28273
Phone: 704/887-3457
Fax: 704/887-3456
www.bohleamerica.com

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

Quattrolifts
1450 W. Horizon Ridge Pkwy.
Henderson, NV 89012
Phone: 800/983-5841
Fax: 702/566-9729
www.quattrolifts.com
info@quattrolifts.com

Packaging

SaberPack 
Interleaving Powders
471 Apollo Drive, #10
Lino Lakes, MN 55014
Phone: 651/784-1414
Fax: 651/780-0432
www.saberpack.com

INSULATING GLASS 
AND COMPONENTS
Oldcastle BuildingEnvelope™
50 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastlebe.com

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.
PO Box 1970, 3811 Hwy 10 West
Greenwood, AR 72936-1970
Phone: 800/543-8796 or 479/996-8065
Fax: 800/543-8798 or 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

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

MACHINERY/EQUIPMENT
IGE Solutions Inc.
2875 Jupiter Park Dr. Ste. 100
Jupiter, Florida 33458
Phone: 561/741-7300
Fax: 561/741-3071
www.igesolutions.com

Curing Ovens
Trent, Inc.
201 Leverington Ave.
Philadelphia, PA 19127
Phone: 800/544-TRENT
Fax: 215/482-9389
www.trentheat.com
info@trentheat.com

Tempering Lines/
Machinery, General
Trent, Inc.
201 Leverington Ave.
Philadelphia, PA 19127
Phone: 800/544-TRENT
Fax: 215/482-9389
www.trentheat.com
info@trentheat.com

MIRROR AND MIRROR
RELATED PRODUCTS
Mirror, General
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
www.va-glass.com
info@va-glass.com

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

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

Antique Mirror
Spancraft Ltd.
920 Railroad Ave.
Woodmere, NY 11598
Phone: 516/295-0055
Fax: 516/569-3333
www.spancraft.com
Jordan@Spancraft.com
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SERVICES
Modeled Submissions

(en-'te-lә-kē)
“Modeled for the future”
www.entelechycorp.com

Shop Drawings
Drafting Services 
by Scott Brown, Inc.
156 Peachtree East, Ste. 225
Peachtree City, GA 30269
Phone: 770/461-8092
Fax: 678/489-9037

SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS
Skylight, General
Oldcastle BuildingEnvelope™
50 manufacturing locations
throughout North America
Phone: 866/653-2278
www.oldcastlebe.com

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

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

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

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

STOREFRONT/
ENTRANCES
Storefront Material, 
General
Oldcastle BuildingEnvelope™
50 manufacturing locations
throughout North America
Phone: 866/653-2278
www.oldcastlebe.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

TESTING LABS
Laboratory 
Equipment
Trent, Inc.
201 Leverington Ave.
Philadelphia, PA 19127
Phone: 800/544-TRENT
Fax: 215/482-9389
www.trentheat.com
info@trentheat.com

TOOLS AND 
SUPPLIES
Bohle America
10924 Granite Street
Suite 200
Charlotte, NC 28273
Phone: 704/887-3457
Fax: 704/887-3456
www.bohle-america.com

Cleaning Towels
Jacone Distributors
5717 Samstone Ct.
Cincinnati, OH 45242
Phone: 513/745-0244
Fax: 513/745-9581
marji@fuse.net

Glass Restoration
GlasWeld Systems
29578 Empire Blvd.
Bend, OR 97701
Phone: 541/388-1156
Fax: 541/388-1157
www.glasweld.com 

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

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.
16201 Branch Court
Upper Marlboro, MD 20774
Phone: 301/218-7920
Fax: 301/218-7925
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   ■

[ u s g | s u p p l i e r ’ s g u i d e ]

To place your listing in
the Supplier’s Guide, 

please contact 
Janeen Mulligan at

540/720-5584 Ext. 112 
or e-mail

jmulligan@glass.com.

Would You Like Your Own Subscription to UUSGlass?
Go online to get your free edition 

of UUSGlass magazine — Print or Digital!

www.glass.com/subcenter.php
* Digital edition is free to industry members worldwide. Print edition is sent free to U.S. addresses only.
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USGUSGlass
NEWS NETWORK

www.USGNN.com

“The 
Most Important 

Business Tool I Have”
(that’s what readers are saying 

about USGNN.com) Your Daily 
Online Glass Industry 

News Source

Sign up today and 
join the thousands 

already reading.

It’s Free!

www.usglassmag.com August 2010  |   USGlass, Metal & Glazing 61

continued on page 62

Employment/
Help Wanted

Businesses for Sale
Glass Shop for Sale

27 yr. established full line glass shop
West central OK. Last 5 yrs. sales $3.3m.
Large trade area, good vehicle fleet.
Owner ready to retire. $800k. Building
for lease. glass4sale@live.com

Owner Retiring After 10 Yrs.
Est-1899 commercial mirror & glass
fabrication/installation. Annual sales
1.3M with room for growth. Located in
Brooklyn, NY. Servicing N.Y.C. $1.55M.
Call 516/680-5617. 

Regional Sales Manager
ALPOLIC is one of the world’s leading
manufacturers of aluminum and metal
composite materials.  As part of the
Mitsubishi Chemical family of world-
renowned companies, ALPOLIC manu-
factures high quality ACM and MCM
panels both in Japan and the US.  We
are currently seeking Regional Sales
Managers for our Northeast (Boston/
Washington DC corridor), Northcentral
(Chicago area) and Northwest (Seattle/
Portland area) regions. Responsibilities
include developing, executing and
managing the territory business plan to
achieve sales growth, profitability and
increased market share. Qualified can-
didates must possess excellent oral,
written and presentation skills and 3-5
years direct experience selling and mar-
keting building products. Approximately
60% overnight travel required. A Bache-
lor’s degree in business, engineering, ar-
chitecture or related technical degree is
preferred. MPCA offers a competitive
wage/ benefit package. For consideration,
email resume and salary requirements to
MCA-VA-HRRC@m-chem.com with
RSM in the subject line.

Full Service Glass Business
48 year established & operating in central
PA. 800,000/yr.. All equipment, vechicles
& inventory included. Turn-key operation.
$275,000. Bldg. for lease 6,500+ sq ft with
show room. tweber@theglassmasters.com

Full Service Glass Business
High growth, high end resort area of
Western Michigan. Retail, shower door,
commercial and auto sales total
$1,000,000 per year. Includes 7,000 SF of
buildings including deluxe high end
showroom, edger, vehicles and all other
assets only. Experienced management
team and staff. Contact jarnold@
charterinternet.com

All Machines in Stock
Price inc. installation /training
72” x 120” Temp. oven BRAND NEW
Force conv. 30 sec/mm, 5-19mm
Soft Low E -OK. ONLY $ 280K
72” OpenTop Auto Sand Blaster,
3 nozzles Brand New, ONLY $ 26K
NEW 64” OpenTop Vertical.Washer
Brand New, ONLY $ 18.000.00
72”,  60”, 48” Horizontal Washers
6 scrub, 6 drying brushes + hot air
Double drill  Semi Auto w/table
6 speed $ 14,500.00
Automatic double drill w/table
Electronic speed control $ 17,500.00
8 Spindle Beveler. 2” bevels $ 38,000.00
9 spindle flat Edger/Miter $ 38,000.00
Shape edger/Beveler $ 14,500.00
Demo Water Jet 5’x10’ $ 80.000.00 
Prices EXW Miami 
www.jordonglass.com
Ph: 1-800-833-2159
E-mail: glass1usa@att.net

Used Equipment 
for Sale

New and Used Equipment
NEW 4 spindles flat edger $17,500 US
NEW 6 spindles flat edger $23,500 US
60”-80” Vertical washers
60”-80”-96” Horizontal washers
Butyl Extruder 15 lbs slugs NEW
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

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.

Products for Sale
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Bieber Consulting 
Group, LLC

is a group of retired glass industry ex-
ecutives 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 reduction,
sales & marketing, finance, glass fab-
rication, safety, purchasing, labor re-
lations 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.

Shop Drawings
Architectural Communication & Design,
serving the U.S. since 1979 with thou-
sands of completed projects behind us.
We have our own custom software,
capable of drawing any commercial
system. One to two week turn around
on most projects. Call for a free
brochure, 800/658-8780.

[ u s g | c l a s s i f i e d s ]

Industry Services Larson Engineering, Inc.
Larson Engineering, Inc. is a leader
in the glazing field and will give your
project the expert attention it de-
serves. With engineering licenses in
all 50 states, we offer a wide range of
engineering services such as: Building
Information Modeling, Thermal
Analysis (NFRC certified simulator),
Blast Resistant Design (GSA & DoD),
Glass Analysis and Hurricane Mitiga-
tion. Visit Larson on the web at
www.larsonengr.com. Contact us
today to discuss your next project:
curtainwall@larsonengr.com.

RCS Enterprises
Shop drawings - entrances & storefronts,
curtainwalls, wall panels. Short lead
times. www.rcsshopdrawings.com.
Phone: 269/202-4010; Fax: 269/468-
6957, info@rcsshopdrawings.com
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To place a classified listing, please call Janeen Mulligan at 540/720-5584 Ext. 112 or 
e-mail jmulligan@glass.com. Don’t miss this opportunity to get your company noticed! 

Classifieds go online every day! 
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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 ]

47 AGC Flat Glass North America 800/234-8380 404/446-4221       www.krystalinteriorsglass.com

50 Besana-Lovati 800/356-8237 336/768-7549 www.besanalovati.com

55 California Glass Bending 800/223-6594 310/549-5398 www.calglassbending.com 

51 Cardinal Industries 952/935-1722 952/935-5538 www.cardinalcorp.com  

25 DeGorter Inc. 704/282-2055 704/225-8290 www.degorter.com

46 Dreamwalls by Gardner Glass Products, Inc. 800/334-7267 336/667-0185 www.dreamwalls.com

3 Edgetech IG Inc. 800/233-4383 740/439-0121 www.superspacer.com

65 Erdman Automation 763/389-9475 763/389-9757 www.erdmanautomation.com

17 FeneTech Inc. 330/995-2830 330/562-8688 www.fenetech.com

15 For.EL Spa 39 0422 840507 39 0422 840900 www.forelspa.com

27,41,62 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com 

49 Glasswerks L.A. Inc. 888/789-7810 888/789-7820 www.glasswerks.com

22 GlasWeld 800/321-2597 541/388-1157 www.glasweld.com

13 JLM Wholesale 800/522-2940 248/628-6733 www.jlmwholesale.com

54 Jordon Glass Corp. 800/833-2159 305/482-0119 www.jordonglass.com

7 Kawneer Co. Inc. 770/449-5555 770/734-1560 www.kawneer.com

46 MyGlassTruck.com 800/254-3643 856/863-6704 www.myglasstruck.com

6 Nordson 800/683-2314 770/497-3656 www.nordson.com

9 Pilkington 800/221-0444 419/247-4517 www.pilkington.com

66 PPG Industries Inc. 888/774-4332 412/826-2299 www.ppgideascapes.com

14 Precision Glass Bending 800/543-8796 800/543-8798 www.e-bentglass.com 

55 Pulp Studio 310/815-4999 310/815-4990 www.switchlite.com 

5 Q-Railing USA 714/259-1372 714/259-1720 www.q-railingusa.com

33,35,37 SAFTI FIRST Fire Rated Glazing Solutions™ 888/653-3333 415/822-5222 www.safti.com

16 Saint-Gobain Glass 480/607-9400 480/607-9406 www.swisspacer.com

53 Soft Tech America 954/568-3198 954/563-6116 www.stgroup.com

C2 Technical Glass Products 800/426-0279 800/451-9857 www.fireglass.com

61 USGNN™ 540/720-5584 540/720-5687 www.usgnn.com

1 Vitro America 800/238-6057 901/767-7111 www.vitroamerica.com

52 Win-Door North America 2010 800/282-0003 416/444-8268 www.windoorshow.com
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theBusiness

I t was a quiet morning. Too quiet, I
thought, as I stood looking out
through the opened overhead dock

doors of the warehouse. Large, puffy
cumulus clouds floated across the
bright morning sky heading northward.
It was a peaceful moment in a place that
typically has very few. Perhaps it was
providential … that I was there at this
particular moment … that the normal
noise and hubbub of this particular
place had briefly abated … that I would
be there for this particular old friend in
his moment of need.

The serenity was first interrupted by
the sound of tumbling boxes, then the
unmistakable sound of a man choking. I
turned to look in the direction of the
commotion and watched in startled dis-
belief as the choking man grabbed at his
chest as he stumbled backwards. I bolted
in his direction knowing he would most
likely hit the hard concrete

floor before I could reach him. A large
roll of soft, spongy ethafoam rod stock
was just to the left of me so I grabbed it
and threw it in his direction hoping it
might cushion the fall. 

Steve Saltzman is a tough guy … both
physically and emotionally. We have been
teammates and, on an occasion or two,
we’ve been opponents. If given my choice,
I’d rather be on his side than against him
no matter the setting. On a basketball
court or baseball diamond, Saltzman al-
ways added to whatever talent he may
have lacked by sheer force of will and
character. In many sports, at many levels,
he was a winner and highly respected by
those who knew him. And at the bargain-
ing table … as the shop union steward …
his reputation for tenacity and persever-
ance were likewise highly regarded and,
in many cases, unequaled. But
t h e r e

he was, this rock solid man among men,
clutching at his chest, now coughing vio-
lently, and falling toward the hard and un-
forgiving concrete floor.

I thought I had correctly anticipated
the direction of his fall, but just as the roll
of soft spongy material arrived at where
I had assumed he was going to land,
Saltzman spun himself around hoping to
soften his landing by falling into a pile of
semi-neatly stacked tarps and drop
clothes that had arrived earlier that
morning. Both of us miscalculated. His
head hit the floor with a dull thud. 

Like many a young man, Saltzman
once dreamed of playing professional
baseball. But as the dream faded, he in-
stead became an avid professional base-
ball fan. As time passed, his fascination,
his passion, his purpose and reason to
live became the Chicago Cubs. He moved
to within walking distance of Wrigley
Field and became a season ticket holder.
As a bleacher seat regular his picture had
appeared a number of times in the
newspaper and even late night TV sports
highlight tapes—often in the middle of
a struggle to capture a home run ball or,
on some occasions, in the middle of a
bleacher bums brawl. Saltzman is …
and unless you live in Chicago you can’t
fully appreciate the meaning of it … a
diehard Cubs fan. Such a thing is not for
the faint of heart or weak of knee.

Customer Disservice
This Time … It Was Almost Fatal

B y  L y l e  R .  H i l l

continued on page 55
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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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PPG Industries, Inc., Glass Business & Discovery Center, 400 Guys Run Road, Pittsburgh, PA 15024 www.ppgideascapes.com

Cut cooling costs, equipment costs,  
and carbon emissions with a name you trust.

Solarban, IdeaScapes, PPG and the PPG logo are trademarks owned by PPG Industries, Inc.  |  Cradle to Cradle CertifiedCM is a certification mark of MBDC.

And a better place to live.

The right glass can create  
                     a better place to work.

When you need to deliver impossibly impressive results, count on your local PPG Certified Fabricator 

and Solarban Low-E glass. A third-party energy analysis shows that our leading Solarban glass can 

eliminate 21,000 tons of CO2 emissions and save more than $400,000 in up-front equipment costs  

– results today’s architects and building owners are looking for. And with over a billion square feet sold, 

you know your local PPG Certified Fabricator will come through every time. To find yours, or for a copy 

of the energy analysis, call 1-888-PPG-IDEA.

VISIT US AT GLASSTEC, HALL 13, STAND B47-5

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –

Contents© 2010 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

http://www.usglassmag.com
http://www.usglassmag.com/digital
https://www.cdsreportnow.com/renew/now?USG

	Cover
	Table of Contents
	USGlass Electronic
	GANA Perspectives
	Company News
	Energy & Environment
	Codes & Regulations
	Solar Watch
	Guardian's Evolution
	USGlass Guide to Equipment & Machinery
	If I'd Only Known Then...
	Guten Tag to glasstec 2010
	Construction after the Real Estate Boom: Part 2
	Just Enough Light
	Decorative Glass: Visual Effects
	Showcase
	Newsmakers
	Datebook
	Supplier's Guide
	Classifieds
	Advertising Index
	The Business

	USGlass Magazine: 
	Fit Page: 
	Zoom In: 
	Zoom Out: 
	First: 
	Back: 
	Forward: 
	Last: 
	Contents: 
	Search: 
	Archive: 
	Mail: 
	Subscribe: 


