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Gateway Center, Irving, TX | O’Brien and Associates

Limitless choice and unmatched quality, that’s what you deserve for every project. Our Classic Line™ 
Architectural Products provide an impressive range of design solutions, all backed by a commitment to 
superior service and expertise. From all-glass doors to handrails to high performance insulated glass 
and more, our products afford you answers for virtually every project application need. Now you can 
embrace your creativity, knowing that your vision is possible.

ENV IS ION THE  POSS IB IL IT I ES.™

W W W.V ITROAMERICA .COM   |    800.238.6057

     WE CREATE PRODUCTS
      THAT CREATE IDEAS.

ENVISION™ GL ASS SYSTEMS |  SCARGARD ®2 SURFACE PROTECTED MIRRORS
  HEATPRO™ HEAT-TREATED GL ASS |  ENERGYGL AZE™ INSUL ATED GL ASS  

M - PACT ® SAFE GL ASS |  OPACISPAN™ SPANDREL GL ASS  
 IMAGINATIONS™ DECORATIVE GL ASS
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features
25 A Preview of Glass TEXpo™

Glass TEXpo™ is coming up this April – check out the full
schedule here before signing up to attend.

34 Where’s the Glass Going?
As the construction pendulum swings back toward growth
for the residential segment, glass professionals share insight
into where they’re seeing demand.  

38 BEMA’s Award
Winners
At its annual meeting the Bath
Enclosure Manufacturers
Association announced its
Design Award winners and came
closer in its efforts to develop an
ASTM standard. 

42 Glass Manufacturers 
Reach for the Stars
Learn what the newest ENERGY STAR® rating means for
glass manufacturing facilities.

46 Glass Week
Preview

The Glass Association of North
America has a bigger-than-ever
conference in store for Glass Week
2010, set for March 25-30 at the Paris
Las Vegas. 

38
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As residential construction
slowly rebounds, glass
shops are following that
demand. For more, turn to
page 34. 
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Bohle America, Inc. · 10924 Granite Street · Suite 200 · Charlotte, NC 28273 · T +1 866 939 0053 (toll free) · www@bohle-america.com 

We offer a broad range of the well-known ACW products such as ACECUT or ACECOOL.

These products are specially geared to the needs of the glass industry and so they comple-

ment our range perfectly. Together with our Silberschnitt products from our Industrial Cutting

Technology division, we now offer top quality system solutions for glass manufacturers and

processors of all sizes – conveniently from a single source.

Developed by ACW in Germany

Only available from Bohle America

Equipped with state-of-the-art technology, Bohle produces Silberschnitt cutting wheels for a

wide variety of applications. Whether for float, drawn, thin or thick glass, special glass like

display or borosilicate glass, Bohle provides individual carbide, PCD, coated and micro-

structured cutting wheels. High Quality - Made in Germany.

Know-how from more than 85 years

Reliable and repeatable cutting results

The Bohle Group, leading manufacturer and supplier of tools, machines and accessories for glass processing and finishing, has been

represented in North America with their own subsidiary since 2008. We offer a long history of manufacturing and innovation since

1923, with our own products made in Germany, now available directly - bringing quality and affordability together.

Bohle has been developing and producing complete solutions for cutting machines for many

years. By this we mean not only cutting wheels and axles, but also wheel holders and com-

plete pillar posts. The range of pillar posts manufactured to customers' specific wishes is

being continuously expanded.

For all machinery brands

Worldwide support

Visit our Online-Shop 

Special offers, monthly

www.bohle-america.com
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Only on USGlassmag.com
Go to www.usglassmag.com

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 online. This month’s question:

Although the National Fenestration Rating Council’s Component
Modeling Approach (CMA) has been wrought with controversy
since its inception, at least one state is requiring use of the now-
finished energy rating program (see page 12 for more). Will your
company be modeling its products for the CMA libraries?

❏ We have already modeled products for CMA.

❏ We are considering modeling products for CMA.

❏ There’s no way we’ll be participating in CMA.

❏ What is CMA?

December Survey Results
Which area of the glass market do you predict will show the
most growth in 2010 when compared to 2009?

You answered:
3% Commercial glazing (high rises) 

17% Commercial glazing 
(low rises/storefronts) 

11% Residential glazing
69% Government and institutional glazing

USGlassElectronic WeBlogs
Read weekly updates via www.USGNN.com. 

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

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

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

Thursday - From the Fabricator

Monday - Let’s Be Clear

Tuesday - USGlass & Paul

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

to ask questions and share 
experiences about business 

and life in the glass industry.

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

On Occasion - deBLOG

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

Wednesday - Field Notes

R i c k  K a l s o n  
Attorney, Babst, Calland,
Clements and Zomnir

Friday - Legal Ease

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

Wednesday -
The Entrepreneur’s Corner
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A r l e n e  Z .  
S t e w a r t  
President, AZS 
Consulting Inc.

Friday - Arlene on Energy

69%
Government and

institutional glazing

11%
Residential

glazing

17%
Commercial glazing 

(low rises/storefronts) 

3%
Commercial glazing

(high rises) 
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What does invisible look like?

It’s Krystal Klear™—the most transparent low-iron glass on the market. Ultra

transparency delivers truer colors, faultless patterns and uncompromised views.

Next time, don’t just use glass that says it’s clear—make it Krystal Klear.

For a sample, call us at 1-800-251-0441 or visit www.KrystalKlearGlass.com.

© 2010 AGC Flat Glass North America. All rights reserved. AGC formerly AFG
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I N S U L A T I N G G L A S S U N I T S

®

XLEdge®>Loå3-366®>Neat®>Preserve®

Hogwash. That’s the only
way to describe using the

spacer and glass frame

interface temperature alone

to judge window perform-

ance. Yet some competitors

are asking you to do just

that. You need to consider

the total unit. Look closely at

window U-factors and the

most important attribute –

longevity. A Cardinal IG unit

with XL Edge® delivers ther-

mal performance few others

can match … and nobody can

matchour long-termdurability.

Cardinal IG units with XL Edge

have the lowest failure rates in

the industry – estimated at a

low 0.20% over twenty years.

With over 450,000,000 IG units

under warranty, we cannot

afford anything higher.

Can you? Get the real story at

cardinalcorp.com.

Cardinal IG Company / Superior glass products for residential windows and doors
A CARDINAL GLASS INDUSTRIES COMPANY
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Buyer’sBlock

50 Reminders for Sales Staffers
100 Simple Rules for Glass Shop Workers, Part I

b y  P a u l  B i e b e r

8 USGlass, Metal & Glazing  |  January 2010 www.usglassmag.com

Here are some basic, common-
sense rules for working in a
glass shop that I have found few

owners go over with their staff. It is in
two parts; this month we have 50 tips
for front-end and sales staffers, while
part two will provide rules for shop and
installation staffers.

1. Do not let anyone enter the shop
without a friendly smile and a “Hello,
may I help you?”

2. If you are not wearing a nametag, an-
nounce your name when offering to help.

3. Always listen to what the customer
says, giving verbal and non-verbal feed-
back, such as a nod of the head.

4. Respond to each question asked as
if it is the most important question a
customer could ask.

5. Always keep your showroom lights
on and your door unlocked during
business hours.

6. Sweep your showroom and neaten
all displays every morning.

7. Clean all glass and mirrors every
day, without fail.

8. If your job calls for meeting cus-
tomers, always wear clean and neat
business attire.

9. Never come to work with stubble
of beard, unless you are growing a full-
fledged beard. 

10. If you are on the phone with a
customer, wave to the walk-in, pointing
to the phone. Finish the phone call to
the satisfaction of the phone customer.

11. If you are on the phone with a ven-
dor or a personal call, get off the phone
immediately to help your customer.

12. Do not tell jokes, flirt or discuss
politics with customers.

13. Never say anything bad about a
competitor. Always say good things
about your company.

14. If you are taking a food break and
a customer walks in, don’t walk out eat-
ing. Finish chewing and swallowing be-
fore talking.

15. It is okay to have background
music, but no hard rock, hip-hop, rap or
anything with controversial lyrics. Do
not play any talk-radio station.

16. Show customers what they want
to see, before what you have on special.

17. Ask, “Do you have any other ques-
tions?” Listen and answer those questions
seriously before trying to close a sale.

18. If the customer comes in with a
direct job (such as “fix my wind-
shield”), take care of the paperwork
and set up for the job at hand, before
asking to sell something else.

19. Never touch your customer, other
than to shake hands upon an introduc-
tion. Do not put your arm on their shoul-
der as if you are their long-lost friend. 

20. Go light on the perfume or after-
shave. Do not let the showroom or of-
fices smell of cigarette smoke. Someone
who is allergic will not stay around long
enough to become a customer.

21. Do not curse under any circum-
stance, for any reason.

22. Do not force-up the value of an
order; rather, suggest alternatives in all
price ranges.

23. Keep eye contact at all times. Do
not stare at a customer or look away
when they are talking to you.

24. Never talk on your cell phone while
a customer is in the shop unless it pertains
to a question or a need of the customer.

25. Know what you have in inventory,
and what has to be ordered out.

26. If the question asked of you is be-
yond your knowledge, say so and then
get someone to help you with the answer.

27. Thoroughly explain how low-E glass

works. Most people won’t understand it
the first or second time. Be patient.

28. If you don’t have the right prod-
uct for this customer, recommend
someone you trust.

29. When you make an appointment
to go to someone’s house, confirm that
there will be an adult at home. Never
schedule a house visit when a child is at
home alone, no matter what the cus-
tomer says.

30. If your employer has a tuition reim-
bursement plan, use it to the maximum.

31. Do not wear political pins or jew-
elry. Do not put political signs in the
showroom or on your trucks.

32. Know when safety glass is re-
quired, and don’t break the rule. Be able
to explain the advantages of tempered,
laminated and annealed products.

33. No glass is unbreakable, just as no
glass is bulletproof. Don’t use the wrong
terminology just because it is easy.

34. Never promise a delivery/install
date just to get the order, when you
know you cannot make it.

35. When you call a customer on the
phone, immediately identify yourself,
your company and the reason for the call.

36. The business telephone is the
lifeblood of a glass shop. A busy signal will
make the customer go to the next listing
in the Yellow Pages or on the web screen.

37. When you tell a customer you will
get them an answer by a certain time,
call back by that time, whether or not
you have the answer.  

38. If a customer’s credit card is de-
clined, discuss this with him quietly
and with no one else around.

39. Always give a written receipt for
any cash transaction.

40. Never leave the cash drawer open,
for any reason.
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41. Use a special yellow highlighter to de-
tect counterfeit bills on fifties or hundreds.

42. Always call a customer the day after
an installation to confirm everything is
perfect for them and, if it is, ask them to
refer your company to their friends. 

43. Take every opportunity you can
to learn more about our industry—
read magazines, attend seminars, read
every page of vendor literature and
every website you possibly can.

44. When dealing with a customer, hav-
ing knowledge is better than being funny.

45. Customers are our work, not an

interruption of our work.
46. No employee is excused from these

rules, especially family members
who must set the best example.

47. If your company has a coffee
pot available for customers, make
sure it is always fresh. Have tea
available as well.

48. Start learning about the solar
energy field; it is our future.

49. The installers and the shop
workers are your partners and equals.

50. The company pays your salary
and benefits. Remember this always.

We will have part two for you in my
next column.   ■

www.usglassmag.com January 2010  |   USGlass, Metal & Glazing 9

P a u l  B i e b e r has 30
years in the glass industry,
including nine years with C.R.
Laurence Co. Inc., and 21
years as the executive vice
president of Floral Glass in

Hauppauge, N.Y., from which he retired in
2005. Mr. Bieber’s opinions are solely his
own and do not necessarily reflect the
views of this magazine.
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GANAPerspectives

Now that 2010 has begun in
earnest (and hopefully is bring-
ing more and more business to

your company and our industry), it is
time to focus on two of the biggest
events in the glass and glazing industry
and how they can help prepare your
company for the economic upswing
that is bound to happen. Glass Week
and the Building Envelope Contractors
(BEC) Conference have been scheduled
for late March in Las Vegas, and each of-
fers a variety of reasons to attend.

Glass Week features meetings of

GANA’s seven divisions and multiple
committees, and generally attracts as-
sociation members, fabricators, manu-
facturers, installers and suppliers. Glass
Week meetings include updates of
many activities of interest to the indus-
try, including technical information
and standards being crafted, energy
code and product development infor-
mation and advocacy updates to in-
clude work on the International
Building Code and ASHRAE standards.
Additionally, marketing and manage-
ment will be discussed in meetings at
Glass Week.

The BEC Conference has grown
tremendously over the past decade and
frequently draws top members of the
contract glazing industry.  Known as
“the networking event of the year” for
glaziers, it features a number of top-
quality speakers and industry net-
working opportunities for glaziers
unmatched by any other event in the
glass and glazing industry. This year’s
program was selected after carefully
surveying GANA’s BEC Division and
ranking potential presentation topics.
Only the top choices by glazing con-
tractors were selected to further in-
crease and focus the benefits of
attendance.

STILL GROWING
In addition to these two top events,

GANA and the Insulating Glass Manu-
facturers Alliance (IGMA) an-
nounced the opening of
registrations for their co-located
meetings on a joint website at
www.glassweek.com. Visitors to
the website not only will be able
to register for Glass Week and the
BEC Conference, but also for the

IGMA Annual Conference—all of
which will be taking place at the Paris
Las Vegas Resort in Las Vegas on March
23-30, 2010. The three conferences gen-
erally pull in an audience of more than
800 attendees between them. The addi-
tion of IGMA Annual Conference to the
mix pulls in another segment of the in-
dustry, and the association’s conference
will focus heavily on issues of impor-
tance to the insulating glass unit man-
ufacturers and suppliers.

GANA and IGMA have a solid history
of working together to create strong
events with crossover networking po-
tential. By combining our registrations
on one website, we are making the
process of getting information and reg-
istering for the event as easy as possible
for all of our attendees. Furthermore,
working together allows us to offer dis-
counts to those attending more than one
of these events.

These three meetings provide real-
world reasons to attend for any com-
pany in the industry. Each can
positively impact your business, the
quality of your work and your bottom
line. Jump online to our website at
www.glassweek.com to learn much
more about these events and why you
need to be among the leaders who will
join us in Vegas. Enjoy the New Year,
and let’s work together to make it much
stronger than 2009.   ■

The Big Event Gets Bigger
Glass Week and BEC Conference Ready to Roll

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

B r i a n  P i t m a n is GANA’s
director of marketing and
communications. Mr Pitman’s
opinions are solely his own
and not necessarily those of
this magazine.
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GANA has added new enticements to
Glass Week, including two co-located
events.
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USGUSGlass
NEWS NETWORK

www.USGNN.com

NewsNow Powered by
visit www.usgnn.com for news every day

Like It or Not, Here Comes CMA: 
Program Now Available Nationwide

At long last the National Fenestra-
tion Rating Council’s (NFRC)
Component Modeling Approach

(CMA) Product Certification Program,
which has been the source of controversy
throughout its conception, is being “fully
implemented” as of this month. Accord-
ing to NFRC executive director Jim Ben-
ney, that means that CMA is now fully
ready for use in California, where it is
among the requirements for the state’s
updated Code of Regulations (Title 24),
and across the country. 

CMA Primer 
CMA was created by NFRC to enable

whole-product energy performance
ratings for nonresidential construction
projects. According to information from
the organization, the concept behind
component modeling is using perform-
ance data from the three primary com-
ponents that make up a fenestration
product to obtain an overall product
performance rating. Those three com-
ponents are:
• Glazing: Glazing optical spectral and

thermal data from the International
Glazing Database (IGDB);

• Frame: Thermal performance data
of frame cross-sections; and

• Spacer: Keff of spacer component
geometry and materials.
The CMA software tool (CMAST) is

NFRC’s tool for establishing perform-
ance libraries of approved components
that can be accessed to configure fenes-
tration products for a project and obtain
a U-factor, solar heat gain coefficient
(SHGC) and visible transmittance (VT)
rating for those products. These ratings
are then reflected in a CMA Label Cer-
tificate for code compliance. 

As Benney explains it,  “It allows peo-
ple who are involved in that industry—

glazing contractors, manufacturers,
curtainwall suppliers, frame suppliers,
everybody in the industry—to deter-
mine the energy performance of their
products online. It’s all done through
simulations, with 24-hour access to a
website; you can also download it
through your own computer and work
on designing systems, on creating bids
for projects where you know what the
opening sizes are.” 

The program has been in a “pilot
phase” for several months as NFRC
works to train approved calculation en-
tities (ACEs), those manufacturer rep-
resentatives who generate a product’s
CMA label certificate; train the inspec-
tion agencies (IA) that will approve
components before they are available
for use in a label certificate; accredit
simulation laboratories to test the com-
ponents; and complete aspects of its
software tool, such as tying financial
tools to the software that allow users to
pay online. 

“January 1 is when we expect [the
program] to be out the door for use in
California, as that’s when Title 24 be-
comes required,” Benney says. 

Resistance
The road to finalizing CMA has been

met with great resistance from the com-
mercial glass industry, which has argued
loud and long that, among other things,
a program created for standard residen-
tial products can’t be appropriately
adapted for a commercial segment that
already works to create the most energy-
efficient projects using products custom-
made for the majority of jobs.

Like many fenestration manufactur-
ers in the commercial market, Peerless
Products Inc. in Ft. Scott, Kan., provides
all custom systems. “We have specific

models and operation types of window,
but each one is made custom,” says
Jason Davis, an engineer with Peerless.
“The commercial world is a lot differ-
ent than residential; they produce thou-
sands of [a given type of] window.” 

When it comes to CMA, the problem
with custom systems is that each sys-
tem must be individually tested for cer-
tification, a time-consuming—and
quite costly—process. 

Others point out that even though the
program is supposed to be fully com-
plete to meet the Title 24 implementa-
tion that went into effect on January 1,
there are still some concerns that
haven’t been addressed. 

“The thing that troubles me that has-
n’t been addressed yet is the NFRC
standard window for testing and veri-
fication, on which the certificate is
going to be based, is probably not a true
indicator of a curtainwall’s thermal per-
formance,” says Chuck Knickerbocker,
curtainwall manager for Technical
Glass Products in Snoqualmie, Wash. As
he explains, “In the real world, a cur-
tainwall can’t be modeled for thermal
performance in an 80- by 80-inch win-
dow. As the percentage of glass goes up
on a curtainwall, as compared to the
NFRC model, that typically improves
the thermal performance. 

“What happens when you can’t get
certified—but your real-world model
performs better than the NFRC-mod-
eled test window?” he asks. 

Another question that has been re-
peatedly asked is who NFRC means to be
the “responsible party” for certification. 

“[Glazing contractors] need to deter-
mine as early as possible who the ‘re-
sponsible party’ is for the specific
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Mike Harvey, Business Development
Haley-Greer, Inc., Dallas, Texas

It’s remarkable—it turned out exactly the 

way the architects rendered it. There are 

over 5,000 glass panels in the 86-foot high 

curtain wall that were placed at a 14-degree 

angle that cants outward.The glass has a light 

gradient silk-screen from 90% density at 

the bottom to 30% at the top.

Because of the complexity of the project, 
there was no doubt we were going to 
work with Viracon. They went that “second 
mile” for us. Everything from the design, 
fabricating and delivery was fl awless. We 
just can’t be good, we have to be perfect. 
Viracon helped us do that.

Do you want a turn? Contact us for 

details. Call 800.533.2080, e-mail 

glass@viracon.com or visit viracon.com.

More possibilities from the leader in glass fabrication

Dallas Cowboys Stadium 
Arlington, Texas

Type of glass: Insulating VE1-52
and Insulating VE1-52 with custom silk-screen 

Architect: HKS, Inc.

© 2009 Viracon. All rights reserved.
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project. This means the party responsi-
ble to obtain the label certificate. It
could be the architect, contractor or
manufacturer depending on the proj-
ect,” says John Kolbeck, part of Wausau
Window and Wall Systems’ research
and product development department.  

“In all likelihood the general con-
tractors aren’t going to be the one’s sup-
plying it. The architects aren’t. That
leaves the glazing subcontractors. If it’s
in the specifications then the glazing
subcontractors better be paying atten-
tion to it because they’re going to be the
ones that in all likelihood are going to
be responsible for getting the certifica-
tions,” Knickerbocker adds. 

On the University of California-
Berkeley’s Li Ka Shing Center for Bio-
medical and Health Sciences, a
five-story, 200,000-square-foot facility
that is part of the CMA pilot phase,
achieving the NFRC certifications was
“completely up to” the manufacturer,
says Mike Powell, project manager for
CS Erectors. The San Ramon, Calif.-
based glazing contractor has been
working with Wausau Window and
Wall Systems on certification for this
project—a first for both parties—for
more than a year.

As Powell explains, the certifica-
tions should be among the submittal
documents provided to the general
contractor, who then submits them
for architect and owner review and
approval. 

“CS Erectors as the installer wouldn’t
be able to provide [the NFRC certifica-
tions] so we went directly to Wausau …”

For this specific project, Wausau had
to certify a custom unitized curtainwall
system and a standard aluminum win-
dow system. “As of now they’ve pro-
vided the windows and they’re working
on the unit wall certification,” Powell
says. He explains, “The reason why it’s
taking longer for the unit wall is they
actually had to do … some lab testing
to get the certification for this job for
the specific system that we’re using.
Everything’s supposed to be completely

tested and up on NFRC’s site so that it’s
certified by mid-January.”

Other manufacturers might not be
so willing to take on that responsibil-
ity. As Knickerbocker says, “[TGP will]
qualify our bid that we’re not going to
be the responsible party for getting this
certification.” 

The reason this responsibility is such
a big issue is that the certificate of oc-
cupancy will rest on the shoulders of
the “responsible party.” 

“The certificate of occupancy where
the owner moves into the building is
going to be contingent upon the NFRC
certification,” Knickerbocker says.
“You’re asking for the glazing subcon-
tractors to all of a sudden take on the
building owner’s risk of being able to
get a certificate of occupancy when they
have never been in that situation be-
fore—that could be a big deal as the
project is winding down.”

That is a big deal—as is the time to
get the certification. Timing, Powell
says, is likely the biggest obstacle glaz-
ing contractors beginning to use CMA
will face. He advises others to be aware
of the time requirements and start
working toward certification as early as
possible. “I would say the sooner the
better in terms of getting the ball
rolling with the [manufacturer]. If we
could get them going once the contract
is awarded or, really, once you see it in
the specifications—you’re not going to
get around it …” he says.

Requirements
The update of California’s Title 24 ap-

proved the use of CMA to determine
energy-related performance ratings for
site-built fenestration in nonresidential
buildings. 

“It’s for all site-built or site-glazed or
field-glazed buildings that require
CMA, or you can use the default values,”
Benney says of the update. “Obviously
you don’t have to use CMA, but if you
want to get full credit for your systems
and how they perform you need to use
CMA.”

Whether or not they agree with the
program, some manufacturers are
slowly beginning to enter products into
the libraries so as to be ahead of their
competitors. 

“We’re looking to get into it,” admits
Knickerbocker. “If we sell work in those
three territories or it’s coming online,
obviously we want to be in front of that
curve, but it’s a work in progress.” 

“At Peerless, we’re starting the
process of doing the necessary valida-
tion testing,” says Davis. “Once that’s
done we’re going to be getting all of our
frame components in [the libraries].” 

Manufacturers also are beginning
to train ACEs through what Kolbeck
says is a relatively simple process.
“Since I was already familiar with the
THERM 5.2 software, my training
consisted of a full day of NFRC train-
ing for the CMA software tool with an
in-class exam, as well as an online ex-

After years of work and discussions, NFRC’s Component Modeling Approach
product certification program is being made available for use nationwide.
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amination that required successful
completion before I earned my ACE
certification.” 

Certification of standard products, at
the very least, could help manufactur-
ers better promote the efficiency of
their products to architects but may
also be important should the program
gain traction nationwide. 

“While currently only mandated in
California and Washington, we foresee
nationwide adoption of NFRC label
requirements in the future,” Kolbeck
says.  

“It’s showing up in specifications we
see from across the country that you
need NFRC certification,” Knicker-
bocker says. “California, Washington
and Nevada seem to be on the front
line.”

Ready or Not
While concerns may still echo across

the glazing industry, industry profes-
sionals soon will learn firsthand the ad-
vantages, and potential shortcomings,
of CMA. 

Having lived through the years of dis-
agreements and compromises, Benney
knows there will continue to be some
resistance to the program. 

“I think there is concern within the
industry because it’s going to change
how they do business,” Benney says.
“It doesn’t mean it’s bad, it just means
change and change is always difficult
in any industry. We believe it will be a
really good force for change in that
everybody will now be able to play on
the same level field and know that
they can compare products and 
be able to compare their systems
against other folks in a fair and accu-
rate manner.” 

And as the program gets underway,
changes likely will occur. 

“We know with software once it gets
used more and more you’re going to
find people who want to make en-
hancements to it. We’re already getting
comments, from our labs and from
some of our users, they’re saying ‘hey

the next version should have this en-
hancement or this use.’ … But obvi-
ously we don’t want to change anything
right away.” 

Those who are beginning to use the
product certification program remind
others that some patience is needed
when learning any new system. 

“As with any implementation of new
codes or software there is a learning
curve involved,” Kolbeck says.  

“Be patient,” Davis stresses. “This is
a new approach to things, so patience

would be something to keep in mind
as everybody works to get through the
first year. I’m sure there’s always going
to be some issue that comes up.” 

Patience may be key, but many will
be waiting anxiously to see if the pre-
dicted holes might appear in the
months ahead. 

As Knickerbocker says, “I hope I’m
wrong, but for this thing coming on-
line it seems like there are a lot of
holes to fill.”    ■
❙❙➤ www.nfrc.org/CMAprogram.aspx 
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CompanyNews

International Aluminum Corp. 
Files for Chapter 11 Bankruptcy

International Aluminum Corp., a
manufacturer of aluminum and
vinyl products, and parent company

to United States Aluminum, filed a pe-
tition for reorganization under Chapter
11 on January 4 in the U.S. Bankruptcy
Court for the District of Delaware. The
company also has announced that it
has entered into a restructuring agree-

ment with holders of approximately 72
percent of its senior debt. Company of-
ficials say the goal of the restructuring
agreement is to significantly reduce the
company’s debt and other guaranteed
obligations, allowing it to maximize its
product offerings, customer experience
and profitability for long-term success. 

The petition states that the company

has between 1,000 and 5,000 creditors
(consolidated with affiliates); between
$1 and $5 million in estimated assets
(consolidated with affiliates); and be-
tween $1 and $5 million in estimated li-
abilities (consolidated with affiliates). 

A number of companies in the glass
and window industry are included in
the consolidated list of creditors hold-
ing the 30 largest unsecured claims.
These include: Guardian Industries
($48,636); Glass Equipment Develop-
ment ($22, 018); Pemko Manufacturing
($20,902); All Weather Tempering
($19,301); Northwestern Industries
($15,228); and EPCO Industrial Con-
tractors ($14, 151).

The company also filed its proposed
Plan of Reorganization and related Dis-
closure Statement, and says it intends
to move swiftly through approval of the
Disclosure Statement and confirmation
of the Plan by the Court to permit an
expedited exit from bankruptcy. 

Among International Aluminum’s
subsidiaries are: IAC Holding Co.;
United States Aluminum Corp.; United
States Aluminum Corp. - Carolina;
United States Aluminum Corp. - Illi-
nois; United States Aluminum Corp. -
Texas; RACO Interior Products Inc.;
General Window Corp.; International
Extrusion Corp. - Texas; International
Extrusion Corp.; International Window
- Arizona Inc.; and International Win-
dow Corp. The company’s Canadian
subsidiaries are not included in the
Chapter 11 filing. 

“International Aluminum Corpora-
tion is a strong and viable company.
We are securing the company’s long-
term future by taking this decisive ac-
tion to restructure our debt and
strengthen our balance sheet,” says
Dick Almy, chief executive officer. “We

Standard Bent Glass Owner Acquires 
Certain Assets of Coastal Glass Distributors 

D. Michael Hartley, owner of Standard Bent Glass, Global Security Glazing and
Lexgard Laminates, has acquired certain business assets of Coastal Glass Dis-
tributors in Charleston, S.C., which closed its doors in August 2009 (see Sep-
tember 2009 UUSGlass, page 14). The purchase has no financial ties to Hartley’s
other companies, though he has granted a partial ownership to his key managers.

The acquisition includes receivables, machinery and equipment, the truck
fleet, customer list and the name Coastal Glass Distributors. The acquisition
did not include the Jacksonville, Fla., location.

Hartley told UUSGlass he pursued the purchase because he saw it as a com-
plement to his company’s other businesses.

“[The businesses] did not conflict and there is a lot of common territory
where I think we can do a better job,” Hartley said. “I expect there will also be
common sales agents.”

He added, “Coastal did a good job of servicing the Southeast and had a
good name in the industry. Unfortunately, the economic times caused its de-
mise. Now, we feel we can turn it around and bring it back to where it was.”

With business resuming at the plant in Charleston, some of Coastal’s former
employees are back to work.

“Those employees we are bringing back are ones who have been with
Coastal at least four years,” says Trent Hartley, sales and marketing manager,
who also spent nine years in that role at Coastal. Jack Hoey, who had served
as president of Coastal, will not be returning.

As far as the company’s production capabilities, the Hartleys say they will
remain the same.

“We’re trying to re-establish the good service Coastal was known for in the
past,” says Trent Hartley. “We are planning to [return the company to] what it
was three or four years ago, but it will take time. We’d like to get back to serv-
icing the exact routes it did then, covering North Carolina, South Carolina, Geor-
gia and Northern Florida.”
❙❙➤ www.coastalglassdist.com
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believe that through this process the
company will emerge stronger, more
competitive and unburdened by debt
allowing for future growth.”

As is standard in such cases, Interna-
tional Aluminum is seeking authority
from the court that will enable it to con-
tinue to operate its business without in-
terruption. The requests include
authority to continue to honor all cus-
tomer programs, such as warranties,
and to continue to pay salaries and pro-
vide benefits to employees.  

According to a news release issued by
the company, International Aluminum
remains in a strong cash position, and
will be able to support its day-to-day
and ongoing operations, including pay-
ing vendors and suppliers for goods
and services provided after the Chapter
11 case filings. The proposed reorgani-
zation plan also provides for the full
payment of all pre-Chapter 11 claims of
the company’s vendors and suppliers.

The restructuring comes as a result
of “the unprecedented downturn in
both residential and commercial con-
struction sectors, causing a severe de-
cline in the purchase and use of
aluminum and vinyl products,” accord-
ing to the release.  

“Like many other manufacturing
companies in the United States, the
protracted recession has had a dra-
matic impact on our ability to manage
debt costs and comply with our debt
guidelines,” says Almy. “But Interna-
tional Aluminum is resolute and com-
mitted to the future, and we believe
that this restructuring will ultimately
benefit our customers, business part-
ners and employees.” 
❙❙➤ www.intalum.com/reorg 

continued on page 18
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Hartung Glass Industries 
Acquires AGC’s Vancouver Facility 

Hartung Glass Industries of Seattle
and AGC Flat Glass North America Ltd.,
a subsidiary of the Tokyo-based Asahi
Glass Co., announced on January 5
that the companies have signed a de-
finitive agreement under which Har-
tung has acquired the Metro Vancouver
location of AGC Flat Glass. The location
will operate as Hartung Glass Canada,
effective immediately. Terms of the
transaction were not disclosed. 

“Hartung Glass is very proud of our
roots in B.C. as an active member of the
local glass and metal community for
over 15 years with Lami Glass and
Agalite Shower & Bath Enclosures,”
says Nick Sciola, Hartung president and
owner. “The addition of Hartung Canada
will complement our existing lines and
enhance our ability to better serve the
region with an extremely experienced
and talented in-place team, and our
own fleet of trucks delivering to new and
existing customers from White Rock to
Whistler and Vancouver Island through
the Okanagan and into Alberta.” 

Burnaby, B.C.-based Hartung Glass Canada will continue to manufacture
coated and non-coated insulating glass units and distribute cases of glass
from primary glass manufacturers including Guardian, PPG, Pilkington, Zele-
dyne and AGC. Hartung Glass Canada also will act as a distribution hub for
the company’s complete line of hardware and architectural glass products in-
cluding laminated, silk screened, tempered and decorative. The Coquitlam,
B.C., location of Agalite Shower and Bath Enclosures also will be consoli-
dated with the new plant. 

According to a news release issued by Hartung, the acquisition advances
its mission of controlled growth and increasing its presence as a supplier of
fabricated glass products on the West Coast, and will position the company
for continued expansion. Hartung continues to explore additional cities and
opportunities for expanding its footprint in the West Coast market.
❙❙➤ www.hartung-glass.com

With the acquisition of AGC Flat
Glass North America’s Vancouver
location, Hartung Glass Industries
has established Hartung Glass
Canada. Pictured here from left are
Bruce Butler, director of operations;
Nick Sciola, president and owner;
and Stan Howardson, general
manager. 
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CompanyNews
continued

Norshield Corp. 
Splits from CompuDyne 

On December 6, 2009, Norshield
Corp. was acquired in a transaction
with management by Norshield Hold-
ings LLC, owned by members of Spell
Capital Partners, a Minneapolis-based
private equity group, and its manage-
ment team. Going forward, the blast-
and bullet-resistant glass product man-
ufacturer will operate under the name
Norshield Security Products LLC. 

The transaction was structured as
a stock sale and involved a complete

separation from CompuDyne, the
Gores Group and all of its affiliate
companies, including Norment Secu-
rity Group, Fiber Sensys, Tiburon and
Signami DCS. 

The company will continue to oper-
ate from its existing plant in Mont-
gomery, Ala. 

In a letter to customers, president
Gary Hart commented, “We are excited
about this announcement for several
reasons but especially for what this
means for our customers, suppliers,
vendors and our employees. As a mem-

ber-controlled operating company, we
will be better equipped to run and
manage our business going forward.”

Glassline 
Acquires Aisa S.p.A.

Glassline Corp. in Perrysburg, Ohio,
has announced its acquisition of the
glass processing technology of Aisa
S.p.A. of Ticengo, Italy. Aisa produces
silkscreen printing machines, as well
as paint drying systems, both UV and
infrared. The Aisa technology also in-
cludes screen printing accessories,
such as squeegee sharpeners, as well
as Aisa’s glass handling designs such
as loading/unloading, pre-registra-
tion systems, accumulators, visual in-
spection, dimensional inspection,
paper interleaving, pairing and pal-
letizing systems.

This acquisition enhances
Glassline’s product line of glass fabri-
cation tools and equipment. According
to a Glassline news release, the com-
pany has extensive existing manufac-
turing capabilities for the production
of the new silkscreen systems and
spare parts.
❙❙➤ www.glassline.com 

DORMA Entrance Systems
Opens Sales and Service
Division in Chicago 

DORMA Entrance Systems has opened
an office dedicated to servicing all brands
of manual and automatic swing doors,
balanced doors, sliding and folding auto-
matic doors, ICU doors and revolving
doors in the metropolitan Chicago mar-
ket. The Lake Bluff, Ill., location also will
sell DORMA-branded products.

The opening of the new branch helps
expand the company’s sales, installation,
service and maintenance network, which
has centered on its Carolina Door Con-
trols operation along the East Coast.

Angus MacMillan, a 10-year veteran
with the Crane Revolving Doors brand,
will head the branch. All field technicians
at the branch are AAADM-certified. 
❙❙➤ www.dorma-usa.com
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TrussWorks International Inc. Relocates 
Anaheim, Calif.-based TrussWorks International Inc. (TWI), a specialty steel

firm that fabricates steel for projects such as structural glass facades and sky-
light applications, recently relocated its operations. 

“Our new facility is nearly 20 percent larger [than the old location], encom-
passing approximately 45,000 square feet in total size, providing larger office

and confer-
ence space to
accommodate
our expanded
quality control,
p r o d u c t i o n
and design

staff,” says Anastasiya Heydari, director of finance and sales, who adds that
the new facility also contains a separate machine shop area and new employee
training rooms.

The company also has added several new lines of equipment, including cut-
ting machines, plasma machines; five overhead cranes that cover the entire
shop area; straight line tables; welding machines; vertical milling machines;
and a separate paint and finishing booth.

Heydari also says that move provides the company with better freeway and
street/delivery access compared to the old location.
❙❙➤ www.twifab.com

TrussWorks has gained
45,000 more square
feet for its offices and
production space at its
new location.
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Bavarian Polymers
Increases Capacity

Bavarian Polymers USA Inc., an ex-
trusion and fenestration provider, an-
nounced that it has expanded its
operation in Dickson, Tenn. The com-
pany added 4.5 million pounds/year of
twin screw extrusion capacity during
the fourth quarter of 2009.

“This is an exciting time for us and
our customers in the window and door
industry as we continue to demonstrate
our active commitment to delivering
the advanced products and necessary
supply levels to meet the needs of this
very demanding market,” says Robert
Weishaeupl, chief executive officer. 
❙❙➤ www.bavarianpolymers.com

GANA Joins Zero 
Energy Commercial
Buildings Consortium

The Glass Association of North Amer-
ica (GANA) announced that it is now a
member of the Zero Energy Commer-
cial Buildings Consortium, a group of
organizations interested in advancing
energy-efficient commercial building
technologies, practices and policies. The
Consortium is working with the United
States Department of Energy (DOE) to
achieve a market transition to zero net en-
ergy commercial buildings by 2030. The
effort is in response to the creation of the
Zero Net Energy Commercial Buildings
Initiative (CBI) by Congress in 2007.
GANA currently is the only commercial
glass association in the Consortium.

The Consortium’s initial task is to
compile and review data on current and
emerging technologies, systems and
practices needed for zero-energy com-
mercial buildings, and to work with the
DOE to identify the strategies to ad-
dress cost reductions and non-cost bar-
riers to widespread market adoption of
these technologies. According to GANA,
several technologies and systems de-
veloped by the glass and glazing indus-
try will fit prominently into the mix.

Additionally, Consortium members
will work with DOE in the short term to

plan, coordinate and assist in imple-
menting a comprehensive strategy to
transform energy performance in the
commercial sector through:
• Innovation – Helping to identify and

characterize promising new technolo-
gies, innovative market mechanisms
and effective public policies – and rec-
ommending priorities for technology
research and development, demon-
strations and pilot programs. 

• Demonstration – Proving that tech-
nologies, market mechanisms and
policies work and are well-docu-

mented prior to promoting their
widespread deployment. 

• Deployment – Helping to design, ini-
tiate and evaluate deployment pro-
grams for proven energy-saving
technologies that are underutilized. 
“There are some who feel that less

glass is a solution, but we will be at the
table to provide answers and informa-
tion illustrating that glass is a viable
and preferable tool in sustainable de-
sign,” says Bill Yanek, GANA executive
vice president. 
❙❙➤ www.glasswebsite.com    ■

Over the years, Von Duprin has been an innovator of 
many new concepts in the door hardware industry. 
The company introduced the first pushpad exit device, 
the Series 33. Design features on their latest offering, 
Series 33A/35A, provide improved security and life 
safety performance. Von Duprin’s security-related 
products include electromagnetic locks, electric strikes, 
card readers and keypad-type access control systems.

Call Access Hardware Supply for all of your access control 
and security products. Our team has the knowledge 
base, industry experience and extensive inventory to 
help you select the right products for your applications. 
We’ve earned our reputation by simply providing what 
our customers want and expect: The highest quality 
products, great customer service and fast shipping. No 
mysteries, just access control made easy. 
 

Access Hardware Supply  
is your one source  
for Von Duprin.

14359 Catalina Street, San Leandro, CA 94577 
Phone: (800) 348-2263 • Fax: (800) 435-8233 

www.accesshardware.com
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Two Extrusion Manufacturers 
Increase Capacity, Sizes Available

On December 17, two extrusion
manufacturers—Bonnell Alu-
minum of Newnan, Ga., and

Keymark Corp. of Fonda, N.Y.—each
announced plans for expanded capacity. 

Bonnell announced the start-up of its
long-planned extrusion press, which
was engineered specifically to produce
architectural-quality profiles for promi-
nent exposed applications up to 16
inches wide.

This 5,500-ton aluminum extrusion
press was installed at the company’s
manufacturing facility in Carthage,
Tenn., in a new building covering

70,000 square feet. 
Built by the Italian manufacturer

PRESEZZI, and using the latest tech-
nologies in handling systems from
OMAV, this press is intended to allow
for new design opportunities for archi-
tects who are seeking larger extruded
profiles and more design freedom, as it
will be capable of up to 16-inch-wide
shapes. 

Meanwhile, Keymark announced its
plans to install a large aluminum ex-
trusion press as part of a multi-million
dollar expansion project at its plant in
Lakeland, Fla.

Distribution&Production
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Bonnell Aluminum is one extrusion
manufacturer that will be producing
increasingly larger extrusions to meet
architects’ demands for larger-than-
ever glass spans.
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The new UBE, 3,000-ton hydraulic
press, capable of producing extrusions
up to 14 inches in circle size, will be in-
stalled adjacent to Keymark’s existing
140,000-square-foot facility. The new
facility will incorporate an additional
104,000 square feet of floor space and
will leave room for future expansion. 

“It will probably increase our capacity
over 30 million pounds,” Brent Slaton,
Keymark’s national sales coordinator,
told USGlass. 

Keymark of Florida currently houses
two 7-inch aluminum extrusion presses
and a 40-foot horizontal paint line. 

The expansion will create 63 new
jobs in the Lakeland area over the next
two years. The planned startup of the
new press will be second quarter of
2010. “Hopefully we will catch the mar-
ket on the upswing,” Slaton said. 

According to Slaton, that “upswing”
may be sooner rather than later. In fact,
both extrusion producers noted that
these openings have been timed to help
these companies grow despite a recov-
ering construction market. 

When USGlass spoke with Bonnell
director of sales and marketing Ira En-
dres in October, he noted, “Our view is

going forward that the nonresidential
segments still have some softness
ahead well into 2010 and hopefully the
support of stimulus funding and the re-
turn of private investment will help us
on the recovery side of the cycle.”

Slaton added, “It’s slow to come, there’s
no doubt. We’ve been through some
tough times the last two years. But we are
starting to see significant amount of
quotes, and we’ve secured a couple of nice
projects recently. It does look like things
are improving in our industry.” 
❙❙➤ www.bonlalum.com   
❙❙➤ www.keymarkcorp.com    ■
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SolarWatch
industry news

SEIA Says Solar Energy Could Meet 
15 Percent of U.S. Electricity by 2020

Leaders representing the U.S. solar
energy industry reported the po-
tential of solar energy to meet 15

percent of U.S. energy needs by 2020 at
a press briefing during the United Na-
tions Climate Conference (COP15). 

The “Expanding Solar Energy in the
United States” briefing was hosted by
the Solar Energy Industries Association
(SEIA) and featured U.S. solar industry
leaders outlining the drafted Solar Bill
of Rights legislation.

In a report released jointly with solar
industry groups representing more than
90 countries around the world, SEIA
presented an accelerated solar deploy-
ment scenario for the United States to

meet 15 percent of electricity needs by
2020. Twelve percent would come from
solar electric power generated by pho-
tovoltaic solar panels and concentrating
solar power plants. Another 3 percent of
electricity would be offset by solar ther-
mal (solar water heating) systems. 

The report also noted the key poli-
cies needed for the industry to scale up
and compete effectively. These policies
were conveyed in the Solar Bill of
Rights. The platform lays out eight
basic rights that give the solar indus-
try equal access to the electricity mar-
ketplace and levels the playing field
with the fossil fuel industries:
• The right to put solar on our homes

and businesses;
• The right to connect our solar energy

systems to the grid;
• The right to net meter and receive at

least full retail rates; 
• The right to a fair competitive 

environment; 
• The right to equal access to public

lands; 
• The right to build and interconnect

new transmission lines; 
• The right to buy solar electricity from

utilities; and 
• Consumers have the right to the

highest ethical treatment from the
solar industry.
The industry estimates that by 2020

more than 880,000 new solar jobs
would be created in the U.S., while re-
ducing total energy emissions by 10
percent.
❙❙➤ www.solarbillofrights.com

Guardian Unveils 
New Solar Options

Glass manufacturer Guardian In-
dustries in Auburn Hills, Mich., has
added to its solar glass product line
with EcoGuard Mo, a Molybdenum-
coated clear glass developed to opti-
mize the conductivity of photovoltaic
(PV) systems. EcoGuard Mo is a high-
performing conductive coating de-
signed for PV systems that use copper
indium sulfide (CIS) and copper in-
dium gallium diselenide (CIGS) solar
cells. It is available in several thick-
nesses and levels of conductivity. 

Guardian also continues to add to its
EcoGuard Solar Boost line with mirrors
for concentrating solar power applica-
tions. Solar Boost-laminated parabolic
(LP) mirrors have a minimum solar re-
flectivity of 94.5 percent at AM 1.5 (ISO
9050). Laminated construction results

products
Arlington Equipment Helps Position PV Panels 

Arlington Equipment in
Queenbury, N.Y., has intro-
duced its WPI 1200 under
hook PV positioner. The posi-
tioner offers powered eleva-
tion, tilt and rotation to make
crane-based PV installation
procedures fast, easy and
safe. All commands are made
via wireless remote RF pen-
dant control. The WPI 1200
handles PV panels and com-
ponents up to 1,200 pounds.

The final installation ma-
neuvers are controlled at the
point of installation by the
crew, not by a crane operator hundreds of feet away. The auto level feature re-
mains level when the solar module is released and maintains positive control
during all installation phases. The vacuum frame provides flexibility to move
cups laterally, add or remove cups and add stabilizer cups to assure balanced
loads, regardless of the PV panel size or configuration. 
❙❙➤ www.gotoartech.com

Arlington Equipment says its new positioner
can handle PV panels up to 1,200 pounds. 
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in optimum damping, wind resistance
and reduction of field component dam-
age. Solar Boost monolithic parabolic
(MP) mirrors feature a solar reflectance
of greater than 93 percent. Precise man-
ufacturing yields a smooth, accurate
mirror with an intercept factor of
greater than 99.5 percent. 
❙❙➤ www.guardian.com

Billco Keeps 
PV Glass Clean

Billco Manufacturing in Zelienople,
Pa., says it specializes in quality glass
washing equipment for the photovoltaic
(PV) industry and it has several systems
to support that. Its Hydro Series offers
critical cleaning for the needs of thin
film module producers, while the EH-
CSM offers a more basic cleaning solu-
tion for crystalline module producers.

Two models are offered in the Hydro
Series to meet the unique needs of
crystalline silicon and thin film mod-
ule producers. The Hydro CS incorpo-
rates rugged components and flexible
processing into every phase of the
process, providing a machine that can
withstand 24/7 operation. Crystalline
silicone module producers and similar

manufacturers benefit
from maintenance-

saving features, al-
lowing for
minimal down-
time and maxi-

mum operational
efficiency. The Hydro
TF is configured to crit-
ically clean glass for
thin film processes.

Multiple cleaning zones and
an engineered rinse system provide op-

timally clean glass. 
The EH-CSM offers a basic, reli-

able glass cleaning system to PV mod-
ule manufacturers in need of an
economic, automated solution for in-
line or standalone configurations. The
system is designed to be a seamless ad-
dition to any facility and is durably
built to withstand the demands of non-
stop production. Simplified
controls and maintenance features per-
mit ease of use.
❙❙➤ www.billco-mfg.com   ■

Heavy Glass Door Systems and Sidelite Rails
Commercial Patch Hardware 
Panic Handle Systems Sliding Glass Doors 
Stacking Partition Systems Structural Glass Fittings 
Ladder Pulls Headers and Channels
A Full Line of Complementary
Accessory Items

ARCHITECTURAL HARDWARE 08 42 00
ENTRANCES &
STOREFRONTS

MANUFACTURED BY C.R. LAURENCE COMPANY

®

Phone (800) 421-6144 ext. 7700  |  Fax (800) 587-7501

C.R. LAURENCE COMPANY
crlaurence.com I   Wor ldwide Suppl ier

��������	�


GLASS ENTRANCES 
              AND STOREFRONTS

See beautiful 
examples of glass

entrances with
CRL hardware in
our new AH11
'ALL-GLASS'
ENTRANCE
SYSTEMS 
CATALOG. 
CRL catalogs 

can be ordered,
viewed or 

downloaded at
crlaurence.com.

NEW! NEW! NEW! 
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HardwareFocus

product news
Detex Purchases 
Rights to Model 2000

Detex Corp. has purchased the intellec-
tual property and all exclusive rights re-
lated to Lockman Peck LLC’s Model 2000
automatic door operator product line. The
Model 2000 is a “one size fits all” ADA-
compliant product for interior and exte-
rior low- and full-energy applications. 

Detex has offered this product line
for nearly two years under the AO19
private label and it has been manufac-
tured by Lockman Peck. 
❙❙➤ www.detex.com 

Stanley Offers 
Concealed Option 

Indianapolis-based Stanley Security
Solutions has introduced the new
18AWG (-18) concealed electric (CE) op-
tion on its flagship 5-knuckle concealed
bearing (CB) hinges, a solution for de-
manding loads such as exit devices with
electric latch retraction requiring greater
than average power draw. 

The practical design, with all eight
wires emerging from a single cluster,
has the highest amperage rating in the
industry. The two 18 AWG conductors
are stranded, silver-plated copper, and
use extruded TFE Teflon insulation
that is suitable for harsh environments.
The six other wires are 28 AWG to be
used with options on locksets/exit

hardware, such as signaling and trig-
gering. All of the wires conduct elec-
tricity regardless of door position.
❙❙➤ www.stanleysecuritysolutions.com

Arrow Targets 
Touch-screen Lock 
to iPhone Generation

Arrow Lock, an
Assa Abloy com-
pany in New Haven,
Conn., offers a
touch-screen door
lock that combines
the function of a
cylindrical lockset
with a design
geared toward the
iPhone genera-

tion. The Revolu-
tion features a
touch-screen above the door handle
that’s similar to those found on the lat-
est mobile phones. Instead of turning a
key to gain entry, people touch the screen
to enter a pass code, unlocking the door.

The lock is quick to install and as
easy to use as dialing a phone number.
It can be used indoors or outdoors and
can fit into existing key systems. It fea-
tures a security override and a battery
back-up. The Revolution can be pro-

grammed via a voice prompt that
guides users through the process to set
up codes and authorize users. And yes,
the lock can still be operated the old-
fashioned way—with a key. 
❙❙➤ www.ArrowRevolution.com 

Adjust to GT70 
Jackson Corp. in Los Angeles reports

that its new GT70 is the only field siz-
able tubular stainless steel exit device
for tempered glass doors. The height of
the device can adjust down as much as
12 inches in the shop or onsite. Standard
3- or 4-foot widths are available for all
glass doors. The exit device meets ANSI
Grade 1 exit device standards. 
❙❙➤ www.jacksonexit.com 

Kaba Eases Access 
with New Software

Kaba Access Control in Winston-
Salem, N.C., has introduced E-Plex En-
terprise Software to manage its E-Plex
PIN-based E3200 and E5200 series and

PROX-based E3700 and E5700 series
electronic locks and controllers.

The E-Plex Enterprise Software, with
its SQL database, can be installed in
client/server environments for network-
ing, or as a standalone application. It in-
cludes full-featured database import
capabilities to download complete user
information for quick startups. With its
“access groups” feature, Enterprise sim-
plifies programming and management of
thousands of users in thousands of locks
or controllers. Other features include
audit reporting, time schedules and va-
cation and holiday blocks.
❙❙➤ www.kabaaccess.com    ■

JLM Goes Wireless
JLM Wholesale in Oxford,

Mich., is now offering the
patent-pending ADA EZ, an
automatic door opener that
provides easy access with-
out the need for electrical
power. The opener was de-
signed for institutional, high
traffic manual opening ap-
plications that occasionally
require automatic operation. Regenerative drive system charges an onboard
battery pack. Included are two wireless push button transmitters. According to
the company, no electrician is required during the fast and simple installation. 
❙❙➤ www.jlmwholesale.com 
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Co-sponsored by the Texas Glass Association, USGlass, AGRR, WINDOW FILM, and Door & 
Window Manufacturer magazines.

Celebrating Its 
10th Anniversary!
Glass TEXpo™ 2010
April 15-16, 2010
El Tropicano Holiday Inn 
Riverwalk
San Antonio, Texas

Texas, The Gulf, The Southwestern States and Mexico … 

Glass TEXpo™ Returns!

 

DOOR & WINDOW MANUFACTURER MAGAZINE

™

THE FUTURE OF FENESTRATION MANUFACTURING

DWM

You’re Invited to Attend

For more information call P: 540/720-5584 F: 540/720-5687 www.usglassmag.com/texpo

Show Times:
Thursday, April 15
3:00 p.m. - 8:00 p.m.

Friday, April 16
11:00 a.m. - 4:00 p.m.
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Glass TEXpo is Returning to San Antonio
Now in its tenth year, Glass TEXpo™ is back in San Antonio on April 15-16,
home of the Riverwalk. Glass TEXpo will provide you with two days of top-
notch educational seminars, training and networking opportunities along with
an extensive trade show floor close to home at affordable prices. Glass
TEXpo is co-sponsored by the Texas Glass Association, USGlass, AGRR,
WINDOW FILM, and Door & Window Manufacturer magazines.

Hold Everything – Pre-Register Today!
Pre-registration saves you money with reduced registration fees and allevi-
ates long lines on show days. Pre-registration also helps us plan proper room
sizes and seating, adequate food and beverage and other items for your en-
joyment and comfort. We encourage you to pre-register online at www.us-
glassmag.com/texpo or by using the form on the inside back cover. You must
pre-register by the end of business on Friday, March 19, 2010. 

Texas Glass Association Member Benefits
Another great benefit of being a TGA member is a free full registration to
Glass TEXpo when you register in advance. All TGA members, their employ-

ees and spouses who pre-register by Friday, March 19, 2010, will receive a
free full registration to Glass TEXpo. The full registration includes admission
to all seminars, workshops, demonstrations and the trade show on both days
and the cocktail party on Thursday evening. Don’t miss the pre-registration
deadline – register today!

Wednesday, April 14, 2010

1:00 p.m. - 5:00 p.m. Registration Open

Show schedule subject to change. Please visit our website at www.usglassmag.com/texpo for updates.

Glass TEXpo™ 2010
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Texas Hold ’Em Tournament: TGA will sponsor
its first Texas Hold ’Em tournament at 8:30 p.m. Thurs-
day, April 15 at the El Tropicano Holiday Inn River-
walk. Texas Hold ’Em poker is the most popular
poker game going today. You can learn this
game very quickly and you’ll have lots
of fun.  Door prizes, snacks, and prizes
for 1st, 2nd, and 3rd place winners!
Space is limited so register now. Pre-
registration is required for this event, so
make sure to select the tournament when completing the registration
form on the inside back cover of this brochure or online. This is a sepa-
rate event. Pre-registration and a ticket are required.
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Dinner Cruise: Join the Texas
Glass Association (TGA) at 8:30

p.m. on Thursday, April 15 for
a Riverwalk Dinner Cruise.
You will enjoy a great Texas
Style dinner while traversing

the famous Riverwalk in San An-
tonio. Pre-registration is required

for this event, so make sure to se-
lect the cruise when completing the
registration form on the inside back
cover of this brochure or online. This
is a separate event. Pre-registration
and a ticket are required.
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For more information, call 540/720-5584 or visit us online at www.usglassmag.com/texpo.

Thursday, April 15, 2010 Friday, April 16, 2010

7:30 a.m. - 8:00 p.m. Registration Open 8:30 a.m. - 4:00 p.m. Registration Open

10:00 a.m. - 2:00 p.m. Seminars & Workshops 9:00 a.m. - 10:30 a.m. TGA Awards Breakfast (separate
event, ticket required)

2:00 p.m. - 3:00 p.m. Opening Keynote by Dr. Bill 
Crawford sponsored by JLM Wholesale 

10:30 a.m. - 11:30 p.m. Seminars & Workshops

3:00 p.m. - 8:00 p.m. Glass TEXpo™ 11:00 a.m. - 4:00 p.m. Glass TEXpo™
6:00 p.m. - 8:00 p.m. Welcoming Cocktail Party on the Show Floor

8:30 p.m.
TGA River Dinner Cruise (separate event, ticket required)

TGA Texas Hold ’Em Tournament (separate event, ticket required)

Take Off Your Hat and Relax at the Newly 
Renovated El Tropicano Holiday Inn Riverwalk 

Located on the banks of
the Riverwalk, the El
Tropicano Holiday Inn
Riverwalk recently has
completed a multi-million
dollar renovation featur-
ing two dramatic wind-
ing staircases leading to
the second-floor court-
yard and pool area, 306
comfortable guestrooms,
Mango’s Restaurant, Ex-
press Bar and Tiki Bar –
complete with a veranda
that overlooks the Riverwalk.

The El Tropicano Holiday Inn Riverwalk is offering a discounted room rate
of $110 per single/double, plus tax. This discounted room rate will be avail-
able, on a first-come, first-served basis, until March 23, 2010. You can
make your reservations by phone at 866/293-1842 and be sure to mention
you are with Glass TEXpo or online at http://www.eltropicanohotel.com/
using Group Code: KCI for the discounted rate.

Put on Your Walking Boots
Glass TEXpo is taking place right before the beginning of one of the top five
tourist attractions in the Lone Star State – the Annual Fiesta San Antonio:
Fiesta 2010 – April 15-25 (http://www.fiesta-sa.org), so stay over and
have some fun in San Antonio after the show.

Some other top tourist attractions are the Alamo, the Riverwalk, SeaWorld
and the San Antonio Zoo.  San Antonio offers something for everyone. The
San Antonio Convention and Visitors Bureau is a great place to start when
you are planning your next visit to this historic city. Visit its website,
www.sanantoniocvb.com.

You should attend if you are 
involved in any of the following; 

the Glass TEXpo is where you need to be:
■ Flat glass;

■ Specialty glass; 

■ Curtainwall systems;

■ Storefronts and services; 

■ Films;

■ Tinting products and services; 

■ Adhesives and sealants; 

■ Equipment and machinery; 

■ Metals or bending services; 

■ Computers or software; 

■ Doors;

■ Windows and related hardware;

■ Skylights and overhead glazing;

■ Shower doors;

■ Tub enclosures; and

■ Much more.

Think You Should Be Exhibiting?
Contact exhibits manager, Tina Czar, at 540/720-5584, ext. 115, or by e-
mail at tczar@glass.com.
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Breakfast: Plan to attend
the Texas Glass Association
(TGA) breakfast on Friday,
April 16 from 9:00 a.m. –
10:30 a.m. for its annual
awards breakfast. Pre-regis-
tration is required for this
event, so make sure to select the breakfast when completing the
registration form on the last page of this brochure or online. This is a
separate event. Pre-registration and a ticket are required.
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Educational Program
Thursday, April 15

10:00 a.m. – 11:00 a.m. 11:10 a.m. – 12:10 p.m. 12:20 p.m. – 1:20 p.m.

Architectural Track

Hurricane-Resistant 

Glazing Systems
This session will review how the International
Building Code (IBC) interprets hurricane-prone
regions and what must be considered in fenes-
tration product selection, with a focus on Gulf
Coast requirements. Participants will learn how
hurricane-approved products are designed,
tested and installed. The difference between
large and small missile impact requirements and
where those zones occur on a building will be
explained. The speaker also will discuss how
the ASCE-7 wind load structural requirements
affect the selection of a building’s components
and cladding.
Speaker: Greg Taylor, regional manager for
YKK AP. He is based in Dallas.

BIPV: Challenges and 
Opportunities for the 
Contract Glazier
Come and learn the benefits and challenges of
building integrated photovoltaics (BIPV) as it
relates to the contract glazing industry. Russ
Huffer, CEO of Apogee Enterprises, whose
company has spent millions researching this
new technology and how it fits into a curtain-
wall system. Huffer will offer a no-nonsense
look at BIPV and what he has learned after 20
years of research— and important issues of
which the industry needs to be aware.
Speaker: Russ Huffer, Apogee Enterprises. 

Complying with Energy
Codes and LEED
Several organizations, as well as city, state
and federal agencies, are getting more in-
volved in establishing and administering
guidelines for energy use in buildings. This
seminar will review how these codes affect
the type of glass and glazing systems that
are specified and installed. Participants will
learn about ASHRAE energy guidelines and
NFRC Certificates of Compliance to deter-
mine overall U-values for a system based on
glass type. The speaker also will address
how glazing systems can contribute to
LEED credits.
Speaker: Tom Minnon, CSI, CDT, LEED AP,
YKK AP regional manager. He is based in
Derry, NH.

Business 
Management Track

Texas Construction 

Association - Working

with the Texas Legislature
This presentation will discuss the value of the
Texas Glass Association’s membership with
the Texas Construction Association; how
TCA advocates on behalf of the glazing sub-
contracting industry; what new Texas laws
affect your business; insight on the
November general election; and expected con-
struction industry issues for the 2011 legisla-
tive session.
Presented by: The Texas Construction 
Association. 

Economic Trends – 

Riding the Ebb and Flow
Economic Trends in the 
Industry—and in the Region
Join one of the country’s
foremost experts on industry
economic forecasting to
learn what will happen in the
glass and door and window
industries, as well as a look
at the region’s economy.
Come hear what some companies are already
doing and how you, too, can manage the eco-
nomic tides effectively. 
Speaker: Michael Collins is an investment
banker with a focus on the glass and window
industries, an area in which he conducts ex-
tensive research. He publishes Industry
Benchmark Survies, conducts semiannual in-
dustry updates webinars and writes a
monthly article for Door & Window Manufac-
turer magazine.

Workers’ 

Compensation
Come and learn what you can do to keep
cost down and losses under control. This is
one seminar you don’t want to miss.
Speaker: Gina O’Hara, master agent for
Texas Construction Association WC Pur-
chasing Group.

Michael
Collins
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Thursday, April 15 Friday, April 16
2:00 p.m. – 3:00 p.m. 8:30 p.m 9:00 a.m. – 10:30 a.m. 10:30 a.m. – 11:30 a.m.

Keynote Address by Dr. 
Bill Crawford Sponsored 
by JLM Wholesale 
Moving from Surviving to
Thriving: How to Bring More
Clarity, Confidence, and Cre-
ativity to Your Business and
Your Life!
Dr. Crawford will present the
keynote address on Thursday,
April 15. His speech is titled
“Moving from Surviving to Thriving: How to Bring
More Clarity, Confidence, and Creativity to Your
Business and Your Life!” Everyone has heard the
statistics—75 percent of business owners and
mangers today describe their lives as “very stress-
ful.” Frustration and burnout are common and al-
most everyone predicts it’s going to get worse
before it gets better. And even though everyone is
experiencing more stress than ever, they are also
tired of traditional “stress management” and people
giving them simplistic answers to life’s complex
problems. In the April 15 session, Dr. Crawford will
address this problem by first giving us new informa-
tion about why this level of stress and frustration is
so prevalent, and then, using humor, common lan-
guage and common sense, he will offer a step-by-
step system for accessing the clarity, confidence
and creativity necessary for success in today’s
world.
In addition to holding a doctorate in psychology from
the University of Houston, Dr. Crawford is a li-
censed psychologist, author of four books and an or-
ganizational consultant. Over the last 25 years he
has created more than 3,200 presentations for such
organizations as Sprint, Shell, JPMorgan/Chase,
PBS and many other organizations and professional
associations nationwide. He has a unique perspec-
tive on life,which he shares with such humor and en-
ergy that he is constantly referred to as the “Steve
Martin” of corporate America. In addition, his two
PBS specials have been seen by more than 15 mil-
lion people and he has been quoted as an expert in
such diverse publications as The New York Times
and Entrepreneur magazine, just to name a few. 

Dinner Cruise: Join the Texas
Glass Association (TGA) at 8:30 p.m.
on Thursday, April 15 for a River-
walk Dinner Cruise. You will enjoy a
great Texas style dinner while tra-
versing the famous Riverwalk in San
Antonio. Pre-registration is required
for this event, so make sure to select
the cruise when completing the regis-
tration form on the last page of this
brochure or online.

Texas Hold ’Em Tournament:
TGA will sponsor its
first Texas Hold
’Em tourna-
ment at 8:30
p.m. Thursday,
April 15 at the El
Tropicano Holiday Inn Riverwalk. You
can learn this game very quickly and
you’ll have lots of fun.  Door prizes,
snacks, and prizes for 1st, 2nd, and
3rd place winners!  Space is limited so
register now. Pre-registration is re-
quired for this event, so make sure to
select the tournament when complet-
ing the registration form on the inside
back cover of this brochure or online.

Breakfast: Plan to attend the
Texas Glass Association (TGA)
breakfast on Friday, April 16 from
9:00 a.m. – 10:30 a.m. for its an-
nual awards breakfast. Pre-regis-
tration is required for this event,
so make sure to select the break-
fast when completing the regis-
tration form on the inside back
cover of this brochure or online.

Proper Application of

Shower Doors, 

Mirrors and More
During this session, you’ll see the safe and
proper way to install all glass shower
doors, mirrors and more. Hear some of the
top tricks of the trade to make this portion
of your installations run smoothly. Learn
some of the pitfalls to avoid and how to
tackle the job correctly the first time
around to ensure no calls (aside from com-
pliments) come back to your shop.
Speaker: Matt Docis, sales representative
for C.R. Laurence Co., Inc. He is based out
of Houston.

Getting Others to Get It!

How to Ensure That 

What You Say Is 

Heard and Acted Upon
Ever tried to communicate important infor-
mation to someone, only to have him or her
become resistant, defensive and/or argu-
mentative?  As a manager or business
owner, this can be a big problem, because
either you spend way too much time trying
to convince them of the value of your per-
spective, or you just get into a debate
around “who’s right?”  In “Getting Others
to Get It,” Dr. Crawford goes way beyond
“good communication skills” by showing
participants what is really happening when
others are being resistant and why just
continuing to give them data doesn’t
work!  Finally, he will show you how to
motivate others to not only hear what you
are saying as valuable information but also
take more responsibility for acting on your
suggestions.
Speaker: Dr. Bill Crawford of Crawford
Performance Solutions in Houston.

Thursday, April 15
3:00 p.m. - 8:00 p.m.

Friday, April 16
11:00 a.m. - 4:00 p.m.

Bill 
Crawford

Show Times:
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3M Co.
A.N. Designs Inc.
Access Hardware Supply
ADCO Products Inc.
Addison Glass Machinery
Advanced Glass Block
Advanced Tracking Technologies Inc.
AFGD
Agalite Bath Enclosures
AGM Machinery Suppliers
AGRSS
AGRR magazine
Alecom Metal Works Inc.
All-Lite Louvers
All Seasons Windows and Doors
Alumax Bath Enclosures
Arch Aluminum & Glass Co.
Atlas Architectural Metals Inc.
Auto Glass Distributors
Bartige Mann
Besana-Lovati Inc.
Bekaert Specialty Films
BTB Auto Glass Tools
C.H.M.I.
C.R. Laurence Co. Inc.
Cadillac Plastics
Capital Tape
Cardinal Shower Enclosures/Hoskin & 

Muri Inc.
Coastal Industries
Coach Glass
Columbia Commercial Building Products
Contract Glass Service Inc.
Copper Sales Inc.
Coral Industries Inc.
Craftsman Fabricated Glass Inc.
Custom Window Co.
Dalton Architectural Systems
D & S Insulated Glass
D-Calc America
Deco Therm/IIMAK
DeGorter Inc.
Dependable Glass Works Inc.

District Council #88
Dlubak Corp.
Dow Automotive/Essex
Dr. Gold & Co.
Duncan Systems Inc.
DWM magazine
EFCO Corp.
Elumatec
Enpro Distributing Inc.
Equalizer
F. Barkow Inc.
Farmers Insurance/Wallace Insurance
Film Technologies Inc.
Fleetwood Windows & Doors
Friedman Corp.
Gardner Glass Products
GE Silicones
Giles Rayburn Co.
glass.com®
Glass Doctor
Glass Magic Inc.
Glass Sentinel of Texas
Glassline Corp.
GlasWeld Systems Inc.
Glazelock Shims
Glaziers Supply
Global Door Control
Gold Glass Group Corp.
Graham Architectural Products
GTS Services
Guardian Industries
Guaranty Insurance Services Inc.
H&E Hi-Lift
Hass Trading
Hiawatha Inc.
Horton Automatics
IBP Glass Block Grid Systems
IBS Software
IMS/Vitriplex
Insulgard Corp.
Interpane Glass
Ironworkers Local Union 474
JLM Wholesale

Jackson Corp.
Kawneer Co.
KeepSafe Maximum Glass
Knowles Door Check Co. Inc.
Lisec Software
LLD Glass Co
M3 Glass Technologies 
Mainstreet Computers Inc.
Meek Manufacturing Co.
McIntosh Co.
Mid-Am Metal Forming Inc.
Molloy LLC
Mubea Systems/Haco-Atlantic
NAGS
NCO Receivable Management Solutions
New World Aluminum of Texas
North Texas Window
Novus Inc.
Omaha Wholesale Hardware
Palmer Mirro-Mastic
Pecora Corp.
Pemko Mfg. Co.
Performance Achievement Group
Pilkington
PPG Industries Inc.
PRC Desoto International Inc.
Premier Glass Products
Pulp Studio Inc.
Quality Powder Coating
Quest Software Inc.
RGT Consulting
Ramco (Reliable Architectural Metals Co.)
S & L Door Control Services Inc.
San Jacinto Glass Co.
Shat-R-Proof
Shelter magazine
SIKA Corp.
Soft Tech
Sommer & Maca 

Industries
Southern Aluminum

Finishing Co.

Southern Stretch Forming & Fabricating
Southwest Architectural Sales LLC
Spec-Temp Inc.
Standards Design Group Inc.
Structural Glass North
Strybuc Industries
Sunglo Skylight Products
Sunset Glass Tinting
Taco Metals Inc.
TecniGlas
Techniform Metal Curving 
Texas Glass Association
Texas Tempered
Tex-Trude Inc.
Thad Ziegler Glass Ltd.
Thermal Express Systems
Tormax Technologies Inc.
Torrance Aluminum
United States Aluminum
Universal Automatics
Unruh Fab Inc.
USGlass magazine
Valspar Architectural Coating Group
Valspar Corp., The
Veka Inc.
Versalux Float Glass
Viscor Inc.
Vistawall Group
Vitro America
Winco Window Inc.
WINDOW FILM magazine
Wood’s Powr Grip Co.
YKK AP America

Previous Glass TEXpo Exhibitors
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Registration Form
For additional registrations please make copies of this form.

Contact Name: ________________________________________________________________________________________________

Title: _______________________________________________________________________________________________________

Company: ___________________________________________________________________________________________________

Address:_____________________________________________________________________________________________________

City: _________________________________________________ State: ___________________ Zip: _________________________

Country: _______________________________________________E-mail: _________________________________________________

Phone:__________________________________________________Fax: _________________________________________________

Registration Fees Total: $ _______________

Method of Payment

❏ Check Enclosed    ❏ MasterCard
❏ Visa    ❏ AMEX
(Made payable to Key Communications, Inc.)

Credit Card #: ________________________

Exp. Date: ___________CVV# ____________

(3-digit number on back of credit card)

Name on Account:______________________

Signature: ___________________________

E-mail*: __________Phone*: ____________
*These items are required to process a credit card payment.
Payment and registrations will not be processed if the required
information is incomplete. We reserve the right to charge the
registration fee to suppliers who register improperly.

Please check the category that best describes
the product offering of your company:

Please check the category that best describes
the business activity of your company:

❏ Flat Glass  ❏ Auto Glass  ❏ Plastics 
❏ Door & Window  ❏ Hardware  
❏ Other (please specify): _______________

❏ Retailer  ❏ Distributor  ❏ Contract Glazier
❏ Fabricator  ❏ Manufacturer

Cancellations & Refunds:
All requests for cancellation and/or refunds must be received in
writing by March 19, 2010, and are subject to a $40 administra-
tion fee. No refunds will be given after this date.

Questions or Comments:
Please contact USGlass, P.O. Box 569, Garrisonville, VA
22463 or call us at 540/720-5584, fax 540/720-5687. Make
checks payable to Key Communications Inc. All registration
fees must be payable in U.S. dollars. 

Non-Exhibiting Supplier Notice:
If you are not exhibiting as part of the Glass TEXpo™ 2010,
please be aware that no shirts with company logos or insignias
will be permitted at the conference nor may materials be dis-
tributed. We ask you respect the exhibitors who support this
event and, as such, you may not solicit them or their cus-
tomers on the show floor as an attendee. Non-exhibiting suppli-
ers engaging in any of the above will be escorted from the
event.
If you have questions please call the show registrar at
540/720-5584 or e-mail jsperry@glass.com. 

R E G I S T R A T I O N  F E E S — C H O O S E  O N E

In order to provide flexibility for attendees, there are several different types of registrations 
being offered. Please choose the registration type that best suits your needs. 

All fees must be payable in U.S. dollars.
To make your room reservations, call the El Tropicano Holiday Inn Riverwalk at 866/293-1842, and mention that you are with 
Glass TEXpo – show code #KCI, to receive the discounted room rate of $110 per single/double, plus tax by March 23, 2010. TG

A 
(no

n-s
up

pli
er

) 
M

em
be

r P
re

-R
eg

ist
er

 

TG
A 

(no
n-s

up
pli

er
)

M
em

be
r O

n-S
ite

No
n-M

em
be

r (
no

n-
su

pp
lie

r) 
Pr

e-R
eg

ist
er

No
n-

M
em

be
r (

no
n-

su
pp

lie
r) 

On
-S

ite

Full Registration (Pre-register by 3/19/10)
Includes admission to all seminars, workshops, demonstrations and trade show on both days. Note: There
is a fee for the TGA social events (Awards Breakfast, Riverwalk Dinner Cruise and Texas Hold ’Em). See

below for more information.

❏ Free ❏ $79 ❏ $59 ❏ $79

Daily (Pre-register by 3/19/10)
Includes admission to all seminars, workshops and demonstrations on either day as well

as trade show on either Thursday or Friday.

Thursday ❏ Free ❏ $59 ❏ $49 ❏ $59

Friday ❏ Free ❏ $59 ❏ $49 ❏ $59

Trade Show Only - Glass Retailers and TGA Members (Pre-register by 3/19/10)
Includes admission to Glass TEXpo™ trade show only. *Not valid for industry suppliers or TGA member suppliers ❏ Free ❏ $15 ❏ Free ❏ $15

Trade Show Only - Non-Exhibiting Suppliers and TGA Supplier members (Pre-register by 3/19/10)
Includes admission to Glass TEXpo™ only. ❏ $79 ❏ $89 ❏ $79 ❏ $89

TGA social event (not part of Glass TEXpo), choose all that apply. 
Please note: there will be no on-site registration for these events, so pre-register by 3/19/10.

❏ TGA Awards Breakfast on Friday, April 16 from 9-10:30 a.m. ............................$29 per person
number of people ________ x $29.......................................................Total Cost $__________

❏ Riverwalk Dinner Cruise starting at 8:30 p.m. on Thursday, April 15 ..................$50 per person
number of people ________ x $50.......................................................Total Cost $__________

❏ Texas Hold ’Em Tournament starting at 8:30 p.m. on Thursday, April 15..........$100 per person
number of people ________ x $100.....................................................Total Cost $__________

You also may register online at 
http://www.usglassmag.com/texpo or by faxing this form with credit card
payment to 540/720-5687. Complete a separate form for each person attending. The
name and company printed on the form is what will appear on the name badge. 
Please print or type.

If you pre-register by Friday, March 19,
2010, you could avoid long lines and save
up to $79, depending upon your type of
registration.
Fax Form to: 540/720-5687
Mail form and payment to: 
Glass TEXpo, P.O. Box 569, 
Garrisonville, VA 22463.
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Co-sponsored by the Texas Glass Association, USGlass, AGRR, WINDOW FILM, and Door & 
Window Manufacturer magazines.

 

DOOR & WINDOW MANUFACTURER MAGAZINE

™

THE FUTURE OF FENESTRATION MANUFACTURING

DWM

Glass TEXpo™ 2010
April 15-16, 2010

If you’re are looking for quality education, personal attention from 
your suppliers and extensive networking opportunities close to 

home then come to Glass TEXpo™!

El Tropicano Holiday Inn Riverwalk
San Antonio, Texas
www.usglassmag.com/texpo
540/720-5584  
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During a Construction Outlook
Conference last year, Robert
Murray, vice president of eco-
nomic affairs for McGraw Hill

Construction, forecasted that total con-
struction would rise 11 percent in 2010,
partly buoyed by a 32-percent increase in
single-family housing construction starts
(see December 2009 USGlass, page 28).
Meanwhile, this month the American In-
stitute of Architects released its semi-an-
nual Consensus Construction Forecast,
which reported that nonresidential con-
struction spending is expected to de-
crease by 13.4 percent in 2010.

“When economies emerge from this
prolonged recession, recovery for non-
residential construction activity typi-
cally takes longer,” says AIA chief
economist Kermit Baker in the report.
“Hardest hit will be the commercial
and industrial sectors, with projected
declines in the 20-percent range for
2010 in most building categories.” 

So where once the commercial glaz-
ing industry worried over the small and
residential contractors taking on jobs
beyond their capabilities (see February
2009 USGlass, page 30) in 2010 this
movement may be reversed. 

Optimism Rebounds 
With the start of 2010, Aaron Day,

president of American Glass Inc. in
Springfield, Mo., has seen an optimism
return to construction professionals in
his region. “I know a lot of our local
builders are fairly optimistic about the
new year,” he says. “I think demand, at

least in our area, is increasing and the
supply is decreasing. It seems as though
the builders I’ve talked to all have a few
things to look forward to in the new year.”

That increase, and optimism, refers
specifically to the area’s residential
projects.

“I think we’ve definitely seen the bot-
tom of the residential [downturn] and
it’s very slowly increasing,” Day says.
Local commercial construction, he
says, is “definitely” on the decline. 

Day adds, “We’ve been a little bit im-
mune to some of the national ups and
downs over the years … but this has
been a little different.”

The Glass Doctor franchises provide
commercial as well as residential glass
replacement across the country, offering
them an overview of across-the-board
demand. Its president, Mark Dawson,
says the company, overall, “projects
market growth to be between 4 to 5 per-
cent a year over the next three years. De-
mand should continue to outpace the
gross domestic product. Even though
remodeling activity has been declining,
we should see the first signs of recovery
beginning the first half of 2010.” 

Paul J. Rowan, vice-president and
Midwest regional manager for Trainor
Glass Co. in Alsip, Ill., says that demand
is not there yet, for either residential or
commercial glass, but it’s coming.
“They are both down right now, but we
have seen some movement.” 

Rowan sees variances by region, in
two ways: “both volume and price. We
have a couple areas where we are get-

ting a lot of traffic and others where it
is a little slower,” he reports. “In addi-
tion, what you sell for in one region
may be high or low in another area. You
need to make sure your pricing struc-
ture works for the area you are in,”
Rowan advises. 

Solar Innovations of Pine Grove, Pa., a
manufacturer of products ranging from
greenhouses to curtainwall, is seeing re-
gional variances in demand as well.

“Pockets of customers in the retire-
ment areas of the country and those
areas that provide more economical liv-
ing and energy costs also appear to have
higher demand,” says Greg Header, pres-
ident of Solar Innovations. “There are
also pockets of customers who aspire to
live ‘greener’ lifestyles, in terms of natu-
ral daylighting and passive solar, who
provide greater demand to our industry” 

As construction—and, by extension,

Glass Shops Respond to 
Residential Construction Demand
by Megan Headley

Where’s 
theGlass Going
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glass demand—begins to slowly see-
saw away from commercial glazing to
residential glass products, those shops
that offer full-service glass needs are
uniquely situated to observe changing
demand. For example, Day has watched
commercial work drop off as some res-
idential demand returned. 

“Probably as early as last summer
the amount of work to bid really
dropped off,” he says. “I have seen a
number of commercial remodels, re-
placement windows, that sort of thing.” 

Header says that contractors are
moving forward with projects that were
previously planned but put on hold for
financial reasons. Those commercial
projects are changing, though, as de-
mand for “smart” glass products grows. 

“Commercial glass has moved away
from the ‘chocolate and vanilla’ flavors
of yesteryear and has moved into more

specialty types of glass. Triple-pane,
high-performance, low-E and other
blended types of glass are now of
greater demand,” he says. “Those jobs
which require only middle-of-the-road
glass seem to be working with narrow
margins, making them less desirable to
some glaziers and manufacturers.” 

Products in Demand
Although Glass Doctor has seen re-

modeling drop, others say that renova-
tion projects are still more common
than new construction. 

“We are seeing some changes,”
Rowan says. “There is a lot more going
into renovation instead of new con-
struction. It is taking a little time to get
rolling because we have to educate our
customers on what you can do with
glass these days.”

In areas where residential glass

sales are picking up, shower doors
sales are among those showing some
signs of growth. 

“There seems to be a lot of shower
doors going out, a lot of bathroom re-
modeling going on,” Rowan says. He of-
fers a word of advice to promote those
sales: “They key is to get the customer
in our store so we can really show them
what the uses are for glass now; they
are amazed but very interested.” 

Header has seen increased interest in
skylights for daylighting, as well as
high-performance door and window
systems. Greenhouse product sales, too,
are reportedly on the rise. He speculates
that this is due to green trends, such as
interest in growing locally and control-
ling the food source. “We attribute part
of the growth in the glass structures

continued on page 36

“I think we’ve definitely seen the
bottom of the residential [downturn]

and it’s very slowly increasing.”
—Aaron Day, American Glass Inc.
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Devin
Bowman, 
national sales
manager, Technical
Glass Products 

I’m sure there are
a number of things

we’d have all done differently if we’d
had the foresight to know the depth
of this economic downturn. One thing
TGP has focused on is using the cur-
rent lull in construction as an oppor-
tunity for improvement. Any recession
is the perfect chance to slow down
and really think about how to improve
one’s organization and business.
We’re using any extra time to better
manage our inventory levels, focus on
research and development initiatives
and update and improve our software
programs. 

It’s also allowed us to get back to
the basics and spend more time with
architects and those in the design
community. One-on-one relationships
have never been more valuable.  2009
was a transitional year, and one that
we hope will push us forward when the
construction market rebounds.

Kelly Townsend, 
national sales director, Columbia
Commercial Building Products 

We started seeing possible issues in
mid-2008 when the price of aluminum
started dropping and started adjusting
purchasing habits and inventory levels
accordingly well before the start of
2009 and have continued to adjust as
needed as 2009 has rolled on.

Obviously no one in the country
knew exactly how bad the economy
would slow but the only things we
might have changed is how quickly we
made adjustments as 2009 has con-
tinued, in terms of days or weeks not
months … 

We continue to work hard and have
found ways to market our existing
products to customers that have also
been forced to downsize such as of-
fering fabricated storefront, custom
break metal and factory truck deliver-
ies. We have worked very hard on the
architectural side of the business to
further develop future opportunities
as well as working with our vendors to
explore ways to continue to control or
lower cost and maintain our lead-
times so we could be and remain com-
petitive in the current market.

Pete
Chojnacki, 
president, 
Fabtech LLC 

We would push
harder to build back-
log during the sum-

mer when we were very busy. I think
we got caught up with our busy sched-
ule and getting product out the door
for customers. We ended up 2009 up
about 25 percent over 2008. So, we
were cranking over much of the
year. However, after Thanksgiving, the
visible backlog was declining. If we
had concentrated more on getting our
message to new prospects, we could
have helped bridge the slow times

better. Going forward, we established
better metrics to forecast quotes and
jobs earlier and react accordingly.

I would have advised others to be
sure to scrutinize every expense to be
sure it is truly contributing to the growth
and profit of the business. I have seen
numerous examples of companies con-
tinuing with optional spending well
after the market was obviously slow-
ing. We all need to make the tough de-
cisions earlier to eliminate all
unnecessary expenses. 

Ron Crowl, 
president, 
FeneTech Inc. 

Going into 2009
FeneTech made the
decision not to par-
ticipate in the indus-

try downturn. Easy to say—much
more difficult to do. We have been
very successful in this endeavor as
our business has grown considerably
during these difficult times. Our strat-
egy was to aggressively pursue op-
portunities in vertical market
segments and geographical areas
that we previously did limited work in.
We also wanted to introduce new
products to both our existing clients
as well as new prospects … 

My advice to other companies is to
consider the proactive things that you
can do to grow the revenue line—
specifically marketing activities that
raise awareness of your products and
then providing the support and tools
needed to make doing business with
your company easier for your clients.

Looking back, I think I would have
directed even more resources (finan-
cial and personnel) in the pursuit of
new business in the vertical market
segments and geographical areas we
previously did limited work in before.

If I’d Known Then
What I Know Now …

It’s been said time and again that no one fully expected the depths of the
construction downturn faced in 2009, making it difficult to put faith in
forecasts for the year ahead. Instead, UUSGlass asked several industry

professionals to take a look back at the lessons they learned in 2009 and
share what they would have done, or advised, differently if they’d had a more
accurate prediction to follow. 
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segment to that increasing awareness
of health benefits related to exposure to
sunlight,” says Header.

For new residential construction,
custom homes are occurring regularly. 

“Usually the higher-end custom
homes—they’ve held up real well for
us throughout the whole year,” Day
says. “At least in our area, for years
there were a lot of high-end ‘spec’
homes built … that’s gone and not
back and probably won’t be for some
time to come.” He adds, “But the real
inexpensive homes, there’s still a fair
amount of that going on.” 

Header says many of the changes the
company has seen have been in the
type of customer approaching them. 

“It appears that customers have be-
come accustomed to the times we are
living in and are spending on proj-
ects—oftentimes those which have
been previously planned—but have
become substantially more value con-
scious. Customers are not just signing a
contract blindly; they want to be sure
they need and want all the options of-
fered to them. Customers are looking at
a blend of design, purpose, form and
function so they can be sure they get
what they need in terms of product
value. We have seen a more discrimi-
nating buyer—and fewer overall,”
Header says. 

Rowan adds, “[Homeowners] want to
know all of their options before they
purchase, so the sale may take a little
work to get within a budget that is sim-
ilar to the commercial side.” 

Going Forward
Most experts agree that 2010 will be

another year of keeping a close eye on
finances. 

As Day says, “I think in any business
it’s a challenging time, and you really
have to keep a close eye on the costs

involved. The margins have really
dwindled, that’s for sure. I think any
business has to run much more effi-
ciently, making the most of their time
and getting the most production out
of each employee.” 

Header adds that companies now
need to be more “customer-focused”
than ever, and more willing to solve
customer’s problems as relation-
ships are paramount in generating
work in this economic climate. 

“Companies must partner with
customers to create what they need

for projects since the aesthetic and ar-
chitectural desires have become more
specific,” he says. And that works in
both directions; he advises working
more closely with suppliers and other
partners to drive down costs.   ■
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M e g a n  H e a d l e y is the
editor of UUSGlass.
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BEMA Holds Its Annual Meeting 

T he first order of business during
the Bath Enclosure Manufacturers
Association’s (BEMA) annual

meeting in Atlanta early in October was
to continue ASTM standard development.
Once completed, it will be a guideline for
safe shower enclosure installations. The
document has been submitted to ASTM
and balloted twice. The group currently is
addressing negatives.

“Hopefully in three to six months
time we will see approval through
ASTM,” said BEMA president Mark
Rowlett of Coastal Industries.

In addition to the standard develop-
ment, Rowlett also stressed the impor-
tance of volunteering time to help the
association. 

Don Bielawski of Easco Shower Doors won the under 3⁄8-inch glass BEMA
Design Award for creating a shower enclosure that “removed as much
metal as possible” from the design.

Don Bielawski (right), vice president of
Easco Shower Doors, accepted the
BEMA Design Award for the under 3⁄8-
inch glass category. He is pictured here
with BEMA president Mark Rowlett. 
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continued on page 40

Members Discuss 
Standard Development, 
Recognize Design Winners
by Ellen Rogers
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BEMA president Mark Rowlett (left) presents Rose and Jim Arnold of
GlasSource with the BEMA Design Award in the over 3⁄8-inch glass category. 

Jim Arnold of GlasSource
won the BEMA Design Award in the over 
3⁄8-inch category for constructing not just 

a shower door, but a glass wall that
separated the bathroom from the bedroom.

More Information? 
For more information on the Bath

Enclosure Manufacturers Association,
visit www.bathenclosures.org.
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“We need people. The organization is
only as good as the people in it and who
are involved,” he said. “Become involved
to help direct BEMA because there is
lots that we can do for it in the future.”
Rowlett’s call must have been heard, be-
cause the group welcomed two new
members during the meeting: Waterfall
Bath Enclosures of Carrollton, Texas,
and Eastern Glass in Monroe, N.C.

Members also discussed setting fu-
ture goals and plans, as standard devel-
opment had been a primary focus for
the last few years. Rowlett mentioned
working toward developing a train-
ing/certification program for installers.

The 2009 Design 
Award Winners

Also as part of the meeting, BEMA rec-
ognized the winners of its 2009 Design
Awards. There were four entries in the
under 3⁄8-inch glass category and 11 en-

tries in the 3⁄8-inch glass and over category.
Don Bielawski, vice president of Easco

Shower Doors in Trenton, N.J., accepted
the award for the under 3⁄8-inch category.
Their goal had been to “remove as much
metal as possible” from the enclosure.

“The installation was of our Expres-
sions series, which features a fully
frameless door with through-the-glass
hinges and a low profile aluminum
channel and header to provide a frame-
less look at a semi-frameless price,” said
Bielawski. “The typical aluminum post
was replaced with a glass-to-glass wet-
glazed corner to further accentuate
the frameless look. ”

Jim Arnold of GlasSource in Grand
Haven, Mich., accepted the award in
the over 3⁄8-inch category. He ex-
plained that the homeowners wanted
the views of the outside to extend
throughout the house, which is lo-
cated on Lake Michigan.

“We constructed not just a shower
door, but a glass wall that separated the
bathroom from the bedroom,” he said.

To accommodate the owner’s desire,
large size panels of ½-inch clear, tem-
pered glass were utilized as floor-to-
ceiling dividers. Clips were used to
maintain clean lines and expose glass
edges, while joining the outer wall with
the inner stall. Due to the large scale of
the project, oversized C.R. Laurence
Atlas commercial hinges and ladder
pulls were used to prevent the hardware
from being lost in the design.    ■

E l l e n  R o g e r s is a
contributing editor for
USGlass.

BEMA Holds Its Annual Meeting 
continued from page 39
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closed with several surprises
from the ENERGY STAR® program. In Sep-

tember the U.S. Environmental Protection
Agency (EPA) and the Department of Energy
(DOE) announced that they would begin
working together and, as part of this partner-

ship, the ENERGY STAR program will now fall
under the work of the EPA. As part of the an-

nouncement, the groups said that EPA will be es-
tablishing a Super Star tier of its program as well.

While the transition garnered a number of
questions from members of the glass industry,

there was another announcement issued in October
regarding glass: a new ENERGY STAR rating is being
offered for flat and container glass manufacturers.
According to an EPA news release, the new facility
energy performance indicators (EPIs), upon which
the rating is based, are the first of their kind for
these industries. 

The agency stated that the U.S. glass industry
spends more than $2 billion annually on energy.
The rating is not exclusive to glass; an EPI also
was created for the food-processing sector, which
is said to spend nearly $7 billion per year. Im-
proving the energy efficiencies of these two in-
dustries by 10 percent, EPA says, would save
nearly $900 million in energy costs and more
than 150 trillion Btu, while reducing green-
house gas emissions equal to those from the
electricity use of more than 1 million homes
for a year. 

The new ENERGY STAR EPI for glass, developed in
partnership with members of the industry, is intended
to help companies objectively assess energy perform-
ance, set competitive goals for improvement and, over
time, shift the energy performance of the entire industry.

The EPI Explained
ENERGY STAR has been working for some time with

the glass industry via a “Glass Manufacturing Focus,”
as EPA calls its partnership between ENERGY STAR and
glass manufacturing companies to improve energy ef-
ficiency. But the EPI is a step in a new direction. 

“It can be used to look at your relative energy per-
formance and, if you’re in the upper 25 percent of
factories in your category, such as a float glass plant,
you can qualify for ENERGY STAR status,” explains Jeff
Yigdall, director of engineering and international
business of PPG - Glass Business & Discovery Cen-
ter in Cheswick, Pa. “It’s an industrial ENERGY STAR

rating. A number of companies have done that in
other industries.”

The EPI has been a focus of the manufacturing
group for some time. “The rating has been part of the
discussions since we joined the ENERGY STAR program
in 2006,” says Brad Runda, energy manager for Saint-
Gobain North America. “… It took a couple of years
to get everything in place, and actually develop the
EPI.”

Yigdall has been involved with the EPA’s focus group
for about two years now. 

“Much of the discussion there has been on energy-
saving ideas,” he says. “Actually, we’ve combined a
number of focus groups together so we’ve gotten a

continued on page 44
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Manufacturers Discuss the New 
ENERGY STAR Rating for their Facilities 
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cross-industry discussion on energy
savings and ideas.” 

According to information from the
EPA website, to be eligible for ENERGY

STAR recognition, more than 50 percent
of the production of the benchmarked
plant must be comprised of the appro-
priate products (in this case, glass). If
fabrication is performed at the plant, all
glass subject to fabrication activities
must have been produced in that plant.  

To use the EPI, the plant must submit
annual energy purchases or transfers
for the current year for each energy
source and fuel type, and the total
amount of glass sand in short tons used
for production in the plant. Plants must
account for the energy used to produce
compressed air, steam and chilled water. 

“The intent of the EPA was to come
up with a model that has some level of
statistical validation,” Yigdall explains. 

EPIs are based on available, and ver-
ifiable, statistics for usage of raw mate-
rials, such as sand. “In float glass
[production], the sand is generally
about 72 percent of the total glass so
the sand is a good alias for the glass
that you’re producing,” Yigdall explains.
He adds, “If we did bring in external
cullet, for instance, that also would be
added as a raw material.”

That data is combined with the usage
information for Btus of natural gas
used and kilowatt hours of electricity,
which together define the plant’s en-
ergy footprint and relative energy per-
formance. If found eligible for a rating,
the data is then verified, both internally
and externally. 

A professional engineer is required to
sign off on the verified and validated
data. “That does have significance; there’s
a PE putting his or her license on the line

in signing off on the data,” Yigdall says.
“Then there’s a follow-up annually to see
that you’re maintaining that.”

The rating is awarded for a specific
year, so a facility that has earned the
ENERGY STAR becomes eligible to reap-
ply one year after the date of the last en-
ergy data submitted.

Taking Action 
The ENERGY STAR rating seems to be

just one more motivational tool for
glass manufacturers working toward
“greener” plants. 

“We have a number of things in
place,” Runda hints without going into
additional details about how Saint Gob-
ain is improving its energy efficiency. 

Yigdall is slightly more forthcoming
about how PPG is working to improve its
plants. For starters, with its new energy
management program in place, PPG has
set an energy intensity goal for glass man-
ufacturing, as well as a corporate-wide
goal, to reduce energy intensity by 2.5
percent per year over the next 10 years. 

There are a variety of ways the com-
pany is considering doing just that. As
Yigdall elaborates, “If we’re improving
our process yields, we’re getting out more
sellable glass for the same gross input; by
virtue of doing that we’re improving our
energy intensity. That’s one route; the
other route is to improve the efficiency of
the process itself. As we rebuild furnaces,
we improve furnace design, and since the
furnace uses the bulk of the energy in the
process, improving furnace design—
going to oxy-fuel, for instance, is an en-
ergy-efficiency boost—is the other form
of energy savings.” 

Waste heat recovery is yet another
area for energy savings.

“As efficient as our processes are,

there’s still a lot of energy that ultimately
goes up the stack, and we’re looking at
various ways of recovering that energy
because that’s just a direct deficiency.
Even to the point of taking energy that’s
in the hot end of the process and trans-
ferring it to the warehouse end of the
process that would otherwise need to be
heated in the wintertime.” 

Yigdall points to other factors for
manufacturer (and, for that matter, fab-
ricators) to consider, including consid-
ering automatic motion detectors for
lights in certain plant areas and more
efficient lighting systems in other areas;
updating compressed air systems; tak-
ing care of leaks on air on steam sys-
tems; de-energizing sections of the
glass handling equipment not being
used at the time; and other “behavioral”
considerations. 

“So some things are fairly simple;
others are much more complicated,”
Yigdall says.

The Glass Half Full 
With the benefits for glass manufac-

turers to make their facilities more effi-
cient, is there value in this recognition? 

“It’s something we think is valuable, it’s
something that we’ve contributed a lot of
time and effort in working to help them
out,” Runda says. As he explains, “I think
the real value is being able to gauge our
energy consumption against the indus-
try in general. We benchmark our own
plants, we have an idea of which plants
are good and which plants are ‘less good’
within the company—but this gives us a
feeling of how we’re doing compared
with the rest of the industry.” 

The data does lag, Yigdall cautions,
because “there’s no real-time system for
knowing what everyone’s using.” As he
points out, most manufacturers are re-
luctant to share with their peers what
processes are leading to increased pro-
ductivity, so data from census reports
is used in some instances. 

Still, the ENERGY STAR brand is highly
recognized by consumers and this cer-
tification could be one more way to let
designers know that glass can be a

The U.S. glass industry spends more than $2 billion annually on energy. 

The glass industry and the food-processing sector together spend nearly $7 billion per year. 

Improving the energy efficiencies of these two industries by 10 percent could save nearly $900
million in energy costs and more than 150 trillion Btu while reducing greenhouse gas

emissions equal to those from the electricity use of more than 1 million homes for a year. 
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highly energy-efficient component in a
building.  

Rob Struble, manager of branding
and communications for PPG’s Per-
formance Glazings, sees the program’s
value on two levels. “One is the pro-
duction level—it’s an opportunity to
benchmark yourself against your com-
petitive set to be sure that you’re always
on the leading edge, if you use this
index tool to rate your own plants.
Whether you seek certification or just
want to see how you’re performing, it
will give you some indicator as to how
well you’re doing. 

“On the marketing side, I think any of
us in the commercial market segment
understand the value that LEED has
brought and the growing sensitivity to-
ward environmental stewardship and
seeking products and companies who
not only manufacture products that are
low-E and that provide some level of en-
ergy performance but that also are com-
mitted to processes that are less
environmentally disruptive,” Struble says.

And, as word slowly gets out, Yigdall
says customers are responding. 

“We’ve recently had an inquiry from
one of our customers [in another indus-
try] asking about what we have in place
in terms of an energy management sys-
tem,” Yigdall says. He suspects glass-re-
lated customers will soon be asking
these same questions. “The need is there
and we’re able to honestly respond and
demonstrate that we’re on board.”   
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Whether you’re a glass product
fabricator, manufacturer, in-
staller or supplier, you’ll

want to circle March 25-30, 2010, on
your calendar. This year’s Glass Week is
set to take place at the Paris Las Vegas.
Glass Week is sponsored by the Glass
Association of North America (GANA)
and precedes the Building Envelope
Contractors (BEC) Conference, also lo-
cated at the Paris. 

The registration deadline for this
event is February 15, 2010, so start
making your plans now. And there’s a
lot to take into consideration, given that
this year three events—Glass Week, the
BEC Conference and the Insulating
Glass Manufacturers Alliance’s (IGMA)
10th annual meeting—will be co-lo-
cated. Fortunately, attendees can pick
and choose from a variety of registra-
tion packages to select the sessions and
networking opportunities that best
match their needs.

Technically Speaking 
Last year, GANA’s various technical

committees accomplished a multitude
of tasks, setting the bar high for the up-
coming event. Last year also marked
the initial meetings of the association’s
Energy and Marketing Committees,
which have a lot more to discuss at the
March meeting. And once again the as-
sociation is working to schedule a top-
notch presentation about energy issues. 

In addition to these work group and
committee meetings, the association
once again has a number of social ac-
tivities on the calendar. Networking op-
portunities include a formal dinner
sponsored by PPG Industries, an
awards banquet, a golf tournament and

the Glass Week and BEC joint reception
sponsored by Kawneer Co. Inc. 

More to Learn 
Insulating glass suppliers and man-

ufacturers are a special focus this year,
as IGMA is holding its 10th annual
meeting concurrently with Glass Week.
IGMA members will hold their typical
working group meetings and present
technical presentations beginning
March 24. 

Registrants for IGMA’s meeting also
will have the opportunity to sit in on a
presentation of electrochromic case
studies, an “ask the expert” session
and a component supplier panel dis-
cussion covering a wide spectrum of
topics: solar applications, spandrels,

compatibility and triple silver low-E
coatings.

IGMA attendees will have a chance to
catch-up with one another during a
welcome reception on March 24 and the
March 25 golf tournament open to all
IGMA-registered attendees. There also
will be plenty of opportunities to min-
gle with GANA members at a joint wine
and cheese reception following a day of
golf, and a three-plus-hour joint meet-
ing of the IGMA Technical Services
Committee and GANA Insulating Divi-
sion on March 26.

Glass professionals also will want to
take note of the BEC Conference, March
28-30 (look for more on that in the Feb-
ruary 2010 USGlass or online at
www.glassweek.com). 

GANA Adds  

a Touch of Glass 
to the Real City of Lights

A Preview of GANA’s Glass Week 2010

Several special technical presentations are on the schedule for Glass Week
2010, in addition to the committee meetings.
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Visiting Vegas, 
the City of Lights

The Paris Las Vegas has plenty to
offer during your week-long stay. Why
not teleconference (or sneak in a break
between meetings) beside the hotel’s
rooftop pool? Paris also offers two
tempting golf experiences: Cascata Golf
Club brings together challenging holes
and beautiful fairways, while the hotel
calls the Rio Secco Golf Club stunning
to see and memorable to play. Attendees
also can find plenty of space for evening
networking, given the hotel’s seven
unique bars and lounges. 

Of course, if you’re traveling all the
way to the Paris, you can’t miss the view
from 460 feet above the Strip atop the
Eiffel Tower Ride. A signature of the Las
Vegas skyline, the replica tower is a
half-scale exact reproduction of the Eu-
ropean landmark. A guide will point
out can’t-miss Vegas landmarks on the
elevator ride to the top, where a breath-
taking, panoramic view awaits. (Then
again, repeat Vegas visitors can proba-
bly share with their tour guides some
little-known facts about the facades
below!) Or save your sightseeing for the
Eiffel Tower Restaurant, located on the
hotel’s 11th floor, where you can enjoy
Continental cuisine, an extensive wine
list and another can’t-miss view.    ■

Glass Week Schedule-at-a-Glance*
Items below are GANA-sponsored events unless noted otherwise
Wednesday, March 24, 2010

7:30-10 a.m. IGMA Annual Meeting Registration 
8 a.m.-5:45 p.m. IGMA Working Group Meetings

8-10 a.m. Glazing Guidelines
10:15 a.m.-12:15 p.m. Gas Permeability 

1:30-3:30 p.m. Thermal Stress
3:45-5:45 p.m. Design Considerations for Multiple Air Space IGU’s 

6:30-8 p.m. IGMA Welcome Reception 
Thursday, March 25, 2010

7 a.m.-1 p.m. IGMA 10th Annual Golf Tournament (open to all IGMA-
registered delegates) 

7 a.m.-7 p.m. GANA Registration Desk
7 a.m.-6 p.m. Task Group Room

8 a.m.-10:30 a.m. GANA Flat Glass Manufacturing Division Meeting (with
continental breakfast)

10:30 a.m.-1 p.m. GANA Decorative Division Meetings (lunch sponsored by
Goldray Industries)

1 p.m.-3:30 p.m. GANA Mirror Division Meetings
2-5:15 p.m. IGMA Technical Presentations

2-3 p.m. Electrochromics – Case Studies

3:15-4:15 p.m. Component Supplier Panel Discussion: Solar Applications,
Spandrels, Compatibility, Triple Silver Low E Coatings

4:15-5:15 p.m. Ask the Expert 
3:30 p.m.-6 p.m. GANA Fire-Rated Glazing Council Meeting

6:30 p.m.-7:30 p.m. Joint GANA/IGMA Wine and Cheese Welcome Reception
Friday, March 26, 2010

7 a.m.-7 p.m. GANA Registration Desk
7 a.m.-6 p.m. Task Group Room

7:30-9 a.m. IGMA Breakfast & AGM

8 a.m.-9 a.m. GANA Protective Glazing Committee (with continental
breakfast)

9 a.m.-12:30 p.m IGMA Technical Services Committee/GANA Insulating 
Division Meeting

12:30 p.m.-3 p.m. GANA Laminating Division Meetings (with lunch)
1:30-3:30 p.m. IGMA Certification & Education Committee Meeting 

3 p.m.-5:30 p.m. GANA Tempering Division Meetings
6 p.m.-7 p.m. Cocktails

7 p.m. Formal Dinner (sponsored by PPG Industries Inc.)
Saturday, March 27, 2010

7 a.m.-9 p.m. GANA Registration Desk
7 a.m.-5 p.m. Task Group Room

8 a.m.-9:30 a.m. GANA Marketing Committee (with continental breakfast)
9:30 a.m.-12:30 p.m. GANA Membership Breakfast Meeting/General Session
9:30 a.m.-10:30 a.m. Membership Meeting
10:30 a.m.-11:30 a.m. Industry Panel Discussion
11:30 a.m.-12:30 p.m. U.S. Senate Presentation on Energy

2 p.m.-3:30 p.m. GANA Energy Committee

7 p.m.-9 p.m. Glass Week/BEC Conference Joint Reception (sponsored
by Kawneer Co.  Inc.)

Monday, March 29, 2010
1 p.m.-6 p.m. GANA Golf Tournament

Tuesday, March 30, 2010
8 a.m.-11 a.m. GANA: Advocacy
11 a.m.-4 p.m. GANA Board of Directors meeting 

*Schedule is tentative and subject to change.

On March 24, GANA members will
pick up where they left off after Glass
Week 2009.
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hardware
CRL Cites 
Header-Free Criteria

Los Angeles-based
C.R. Laurence Co. Inc.
(CRL) has engi-
neered a new system
for installing safe
“header-free” shower
enclosures, using en-
gineered criteria and
four different wall-
mounted brackets
that are large and
strong enough to
keep a panel stable. 

The header-free
criteria requires the

use of ½-inch tempered
glass on fixed panel from which

the door hinges; the fixed panel from
which the door hinges can’t exceed 22
inches in width or 84 inches in height;
the door can be either 3⁄8- or ½-inch
tempered glass; door width must not
exceed 30 inches; the enclosure must
use CRL’s brackets fastened to the ver-
tical wall on the fixed panel from which
the door hinges; the same number of
brackets must be used on the wall as
there are glass-to-glass hinges; only a
fixed panel fastened to a vertical wall
can be used to hinge from; and the
fixed panel from which the door hinges
must have valid bottom support.
❙❙➤ www.crlaurence.com

Style + 
Substance from Häfele

Häfele America Co.’s new Voga series
of door hardware finishes offers fash-
ion and reliability, according to the
company, and integrates refined Old
World craftsmanship with the latest
technological solutions for perform-
ance and functionality.

The Voga HIGHCOAT® process is an
exclusive brass protection system of
clear lacquer.  Voga’s PROTECT® PVD
finish provides twice the strength of
chrome with elevated resistance to cor-
rosion and surface abrasion. Company
officials say the PROTEC finish also is
environmentally friendly. 
❙❙➤ www.hafele.com/us

glass 
PPG Expands Residential
Low-E Glass Portfolio

PPG Industries showcased its ex-
panded low-E glass portfolio, including

two new glass products, Solarban 65
and Sungate 400. Solarban 65 is a dou-
ble-silver, solar control, low-E glass that
the company says helps window manu-
facturers achieve the .30/.30 require-
ment for energy-efficient windows as
defined in the American Recovery and
Reinvestment Act of 2009.

Sungate 400 glass is a passive low-E
glass developed for window makers
seeking to meet Canadian ENERGY

STAR® statutes. It is ideal for use in
northern U.S. climates as well, accord-
ing to PPG.
❙❙➤ www.ppgglass.com

tools
Glazelock Keeps 
Windows Straight 

The wood composite shims, called
Wedge-Lock shims, from Glazelock
Shims Inc. in Kankakee, Ill., were de-
signed to maintain alignment. The
company reports that its shims resist
splitting, snap off clean and are made
out of recycled wood, polypropylene
and other natural products. The
shims measure 1 ½ inches wide by 8
inches long and 5⁄16 inches thick. 

The company offers interlocking,
non-interlocking and stackable shims. 
❙❙➤ www.glazelockshims.com

glass walls
Sliding Door Company 
Unfolds Its Products 

The United Kingdom-based Folding
Sliding Door Co. has been manufactur-
ing folding sliding door systems for
nine years and is looking to bring its
products to North America. The com-
pany offers a thermally broken alu-
minum 45-mm system; thermally
broken aluminum 70-mm system; and
thermally broken aluminum systems

As Seen at the International 
Builders’ Show in Las Vegas
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ShowCase

continued on page 50

Despite another rough year in
the residential building mar-
ket, many manufacturers of

door, window and related products
launched new options and features
at the International Builders’ Show.
The annual event was held January
19-22 at the Las Vegas Convention
Center. Read on for a look at some
of the products that were on display. 
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Making triples? Is the HEAT getting through?
If you are going to the expense of making a triple, shouldn’t it be a dual seal?

If you use an oven roll press to manufacture triples, you risk:

Underheating the seal to the inner lite, possibly causing premature failure.
Over-compression of outboard seals in an effort to achieve adhesion on inner seal, possibly causing 
metal or plastic shim contact to glass resulting in potential unit breakage or premature unit failure.
Increased energy consumption = $$$.

Super Spacer’s acrylic adhesive gives you the assurance of a consistent bond 
to the center lite without the need for an expensive oven roll press.

More key benefits of triples made with Super Spacer®:
Improved energy efficiency = lower energy usage and energy bills.
Improved durability with dual-seal system.
Improved condensation resistance (approximately 60 percent) over  
double-glazed units with low-e coatings and argon filling. 

Edgetech’s customers making Triple-Pane IG with Super Spacer are poised to take advantage of the DOE 

R5 Windows Volume Purchase Program.

Call Edgetech IG to learn more about making high-quality triples  
with the only warm edge spacer system that has over 20 years  

of proven performance!

800.233.4383 or visit www.edgetech360.com.

Butyl corrugated shim spacer U-channel spacer
(Actual photos)

2009 Winner
DWM Green Award
“Spacer Supplier”
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ShowCase
continued

with timber cladding. The company’s
timber systems are available in oak,
pine and Meranti. 

The sliding doors can be manufac-
tured up to 45 feet wide and up to 13
feet high. Flush tracks are standard.
The doors feature finger-safe gaskets;

security-tested inward and outward
opening; security hinges, none of
which are face fixed to the door; con-
cealed tracks and rollers; and single-
action locking using hardened steel
shootbolts. 

The products are fully tested to Eu-

ropean standards in both the weather
and security fields and are manufac-
tured in accordance with the interna-
tional standard ISO9001:2008.
❙❙➤ www.foldingslidingdoors.com

NanaWall Pairs 
Folding Glass Wall 
with Triple Glazing

With the NanaWall® SL70 its manu-
facturer in Mill Valley, Calif., has paired
a folding glass wall with triple glazing.
The triple-glazed SL70 system provides
flexible solutions to architectural open-
ings from three to 36 feet wide using
one to 12 panels.

The triple glazed system has an
NFRC-certified U-value of 0.30 and a
solar heat gain coefficient of 0.24. It
meets ENERGY STAR requirements for all
areas of the United States and areas A
and B of Canada. It also provides high

Antibacterial Door 
Handles Break Down Bacteria

Sweden-based hardware manufacturer ASSA ABLOY has col-
laborated with Polygiene to develop a door handle that fea-

tures an antibacterial
surface coating with a
wear-resistant metallic

surface. Called Addion, the
surface is said to break down bacteria faster than other sur-

face coatings such as nickel, chrome, brass and stainless steel.
The company reports that at least one school in Sweden has installed the

product to reduce the spread of bacteria among its students. 
❙❙➤ www.assa-abloy.com 
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weather resistance and structural per-
formance; for inswing and outswing
models with a raised sill, independent
testing indicates that there was no water
leakage at 12 psf or 68 miles per hour. It
is available in more than 200 finishes as
a floor-mounted system with more than
50 stacking configurations.
❙❙➤ www.nanawall.com

windows
PGT Launches PremierVue 

PGT Inc. in North
Venice, Fla., has
launched PremierVue,
a vinyl impact product
line for the single- and
multi-family residen-
tial markets. The com-
pany says it has
produced highly air-,
water- and struc-
turally-rated vinyl im-
pact product lines, the
result of it recent ac-

quisition of the operating assets of Hur-
ricane Window and Door Factory
❙❙➤ www.pgtindustries.com 

FRAMELESS SHOWER DOOR 
HARDWARE AND SUPPLIES CATALOG

View or download it online

Toll Free Phone: (877) 728-3874     |     Toll Free Fax: (888) 440-9567

USH10

180 Degree Wall-to-Wall Installation
Uses Our 180 Degree Standard Kit

90 Degree Wall-to-Glass Installation
Uses Our 180 Degree Standard Kit Plus a 90 Degree Wall-to-Glass Accessory Kit

CITADEL FRAMELESS SLIDING
SHOWER DOOR SYSTEM

•   Offered in 180 Degree and 90 Degree Kits
•   Perfect for Smaller Bathrooms, Where a Frameless
    Sliding System is Desired
•   Designed for 5/16" to 3/8" (8 to 10 mm) Glass
•   Sold in 60" and 84" (1.52 and 2.13 m) Length Kits
•   1-1/2" (38 mm) Diameter Aluminum Tubing
    Has Low Profile Appearance
•   Sliding Door Portion Not to Exceed 88 Pounds (40 kg)
•   Holes Required in Fixed Panel and Door
•   Custom Units and Finishes Available Upon Request

ushorizon.com

��
��

��
��

	

�

in other product news … 
Glaston Helps 
Fabricators Upgrade

Finland-based Glaston offers a variety
of machinery upgrades intended to help
fabricators improve reduce energy con-
sumption. Each upgrade has been de-
signed for minimal production downtime
or disturbances, helping an enhanced
glass processing line to be up and run-
ning as quickly and smoothly as possible. 

For example, the company’s VFD
Blower allows users to cut back on en-

ergy use when high-
pressure tempering is
not necessary. Its soft-
ware controls pressures
by motor speed rather
than using a damper.
Blowers remain idle if
no glass is present. A VFD drive for each
blower can be a suitable replacement
for a Star-Delta Starter. 

The company’s variable speed blower
helps fabricators save energy on thick
glass (6- to 19-mm) tempering with a

tempering pressure-energy
ratio to ensure the highest
energy-efficient for quench-
ing. Peak power is reduced,
eliminating need for starters. 

The company’s vane con-
trol and energy saving (VES)

offering decreases energy costs up to
25 percent for 3- to 4-mm glass by low-
ering the quenching pressure during the
cooling cycle and reducing the air intake
opening advance. 
❙❙➤ www.glaston.net   ■
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NewsMakers

obituaries
Corbin Glass Founding
Member Passes Away

Carl Crider, one of the founding
members of Corbin Glass Co. Inc. in
Corbin, Ky., passed away December 12,
2009 at the age of 86. Crider worked for
more than 50 years in the business until
his retirement in November 2002. 

He was the recipient of two Purple
Heart medals during several major mil-
itary campaigns, and served his coun-
try during WWII. 

He is survived by his wife of 60 years,
Virginia; two children, Kathie and Tim;
three grandchildren; and two great
grandchildren. 

new hires
Calibre® Door
Closers Names 
New Director of Sales

Larry Greene has
been named the new di-
rector of sales for Cali-
bre® Door Closers in
Orange, Calif. Greene
will assume manage-
ment of sales through-
out the U.S. market, and
oversee international
sales in Canada, Mexico and the
Caribbean, as well as the company’s
domestic OEM business.

Greene has owned multiple busi-

nesses over the past 25 years and spent
17 years with a Fortune 100 automotive
aftermarket manufacturer in sales and
sales management. 

Consolidated Glass 
Welcomes New Reps 

Consolidated Glass Corp. in New Cas-
tle, Pa., has added two new sales repre-
sentatives this month.

James T. Fay, Jr. of Phoenix Enter-
prise. He has been an independent
sales representative, servicing upstate
New York, since 1970. Fay will represent
Consolidated in New York.

James Greene of Greene Sales will
now represent Consolidated in Ohio,

Kentucky and Indiana. He has been an
independent sales rep since 1989.

Timothy Moore Becomes
Senior Process Engineer 

Sister companies Standard Bent
Glass Corp., Global Security Glazing
Inc. and Lexguard Laminates have an-
nounced the addition of Timothy
Moore as senior process engineer. In
his new position, Moore will oversee all
glass fabrication techniques and will
add management expertise in opera-
tions and technical sales support. With
more than 25 years of industry experi-
ence, Moore most recently worked at
Arch Aluminum & Glass Co. in Georgia
as glass technical services manager. 

WSE Introduces 
New Staff Specialist

Wheaton & Sprague
Engineering Inc. (WSE)
has hired Kevin Cole
P.E., as senior staff spe-
cialist. Cole brings 26
years of experience in
the design, engineering,
fabrication, assembly
and installation of cus-
tom and standard cur-
tainwall and window systems. He
previously served as director of design
for Enclos Corp.   ■

52 USGlass, Metal & Glazing  |  January 2010 www.usglassmag.com

promotions 
CRL Promotes Three 

Los Angeles-based C.R. Lau-
rence Co. Inc. (CRL) has pro-
moted AAmanda Afeiche to the
position of corporate controller.
She previously served as the sen-
ior cost accountant responsible
for cost updates and analysis for
CRL’s manufacturing division. 

Gary Noha has been appointed to the position of national sales manager –
door control products. Noha comes to the company with more than 31 years
of experience in the door hardware industry. 

Nathalie Brun has been promoted to the position of French business man-
ager. She will spearhead efforts to translate CRL’s website and computer files
to French, as well as other documents and materials. 

Nathalie
Brun

Gary 
Noha

Amanda
Afeiche

Larry Greene

associations
GANA Promotes Two 

Urmilla Sowell, P.E. has been named the Glass
Association of North America’s (GANA) technical
director. Sowell joined GANA as assistant tech-
nical director in 2007, working with former tech-
nical director GGreg Carney, who has since
formed an independent consulting firm (see De-
cember 2009 UUSGlass, page 20, for related
story). The GANA board of directors supported
the promotion of Sowell, which took effect November 1.

In addition, SSara Neiswanger has been named technical services coordina-
tor, a new position within GANA. Neiswanger joined Association Services Corp.,
GANA’s management company, in 2006 as an executive assistant and became
an account executive in 2007. She also serves as the account executive for
the Protective Glazing Council International, the Glazing Industry Code Com-
mittee and the Glazing Industry Secretariat Committee.

Sara
Neiswanger 

Urmilla
Sowell, P.E.

Kevin 
Cole P.E.
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G lass Expo Midwest 2010, scheduled to take place
March 16-17 at the Renaissance Schaumburg
Hotel & Convention Center in Schaumburg, Ill., will

feature an expanded seminar and education program
for the architectural glass industries.

The architectural track will cover subjects ranging
from energy codes and LEED to building information
modeling, as well as many others. Scheduled presenta-
tions currently include:
• BIPV: Challenges and Opportunities for the Contract

Glazier 
• Energy Codes and LEED: Learn How to Benefit from

Both 
• Proper Application of Shower Doors, Mirrors and More 
• Building Information Modeling 
• Neat and Unique Projects 
• Economic Trends - Riding the Ebb and Flow 

New to the 2010 schedule, Marilyn Moats Kennedy of
Career Strategies and author of Office Politics: Seizing
Power/Wielding Clout, will help participants “Learn How
to Manage All Ages - From Youth to Golden Agers.” This
session will educate attendees regarding the five age
groups in the workplace, their traditional values and their
differing views on the role of managers, employer/em-
ployee loyalty and much more. Attendees will learn ways of
communicating that deliver the same message in ways to
which each group will understand and respond. This spe-
cial event will take place on March 16, from 1:30-3 p.m. 
❙❙➤ www.glassexpomidwest.com   ■

Glass Expo Midwest™
2010 Expands Seminars

Reviews&Previews

Glass Expo Midwest™ 2010 will offer two days of
timely seminars this March in Schaumburg, Ill.
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100 Industrial Drive • Sedgwick, KS 67135
Also located in Aragon,GA • fax 316.772.5852 • UnruhFab.com

AMERICAN  
MADE...

UNHEARD OF  
PRICE!

Almost $900 off our standard
108” x 84” aluminum Pickup Rack

price of $2900!  Or, if you’d prefer
one of our standard aluminum Van
Racks (9’ or 10’ x 84”)...just $1410
each! Built to the highest standards by
welders who are all certified by the
American Welding Society. And remember,
ALL our products are 100% made & assembled
right here in the 
good ol’ 

U.S.A. 
- American Made, 

American Proud.

* Plus shipping
Limited time 
only.

[ d a t e b o o k ]

NORTH AMERICAN EVENTS

February 14-17, 2010
AAMA’s 73rd Annual Conference 
Sponsored by the American 
Architectural Manufacturers
Association (AAMA).
JW Marriott Desert Springs. 
Palm Springs, Calif.
Contact: AAMA 
at 847/303-5664.

February 21-25, 2010
North American Iron
Workers/IMPACT Labor-
Management Conference
Sponsored by the North 
American Iron Workers/IMPACT.
Buena Vista Palace Hotel.
Lake Buena Vista, Fla.
Contact: conference organizers
at 800/545-4921. 

February 24-26, 2010 
Blast-Resistant Window Design
Sponsored by Protection 
Engineering Consultants.
Drury Inn & Suites. 
San Antonio, Texas.
Contact: Protection Engineering
at 512-380-1988 x305.

March 1-5, 2010 
Blast-Resistant and
Anti-Terrorism Design
Sponsored by Protection 
Engineering Consultants.
Drury Inn & Suites. 
San Antonio, Texas.
Contact: Protection Engineer-
ing at 512-380-1988 x305.

March 16-17, 2010 
Glass Expo Midwest™ ’10
Sponsored by 
USGlass Magazine.
Renaissance Schaumburg
Hotel and Convention Center.
Chicago.
Contact: UUSGlass magazine 
at 540/720-5584.

March 20-21, 2010 
Glass and Glazing
in the 21st Century
Organized by Technology &
Conservation, the MIT Depart-
ment of Architecture’s Building
Technology Program and the
Boston Society of Architects
Historic Resources Committee.
MIT.
Cambridge, Mass. 
Contact: Susan Schur at
617/623-4488. 

March 24-28, 2010
Glass Week
Sponsored by the Glass 
Association of North America
(GANA) and the Insulating Glass
Manufacturers Alliance (IGMA). 
Paris Las Vegas.
Las Vegas.
Contact: GANA 
at 785/271-0208.

March 28-30, 2010
BEC Conference
Sponsored by GANA. 
Paris Las Vegas.
Las Vegas.
Contact: GANA 
at 785/271-0208.

April 15-16, 2010
Glass TEXpo™ 2010
Sponsored by 
USGlass Magazine. 
El Tropicano 
Holiday Inn Riverwalk.
San Antonio, Texas.
Contact: UUSGlass 
at 540/720-5584.

May 11-14, 2010
Construct 2010 
Sponsored by Hanley 
Wood Exhibitions. 
Pennsylvania Convention Center.
Philadelphia.
Contact: Show organizers 
at 866/920-0208. 

June 6-9, 2010
AAMA National
Summer Conference
Sponsored by AAMA.
Oak Brook Hills Marriott Resort.
Chicago.
Contact: AAMA 
at 847/303-5664.

INTERNATIONAL EVENTS

March 24-27, 2010
Fensterbau/frontale 2010
Organized by 
NürnbergMesse GmbH.
Exhibition Centre Nuremberg.
Nürnberg, Germany.
Contact: Show organizers 
at 49 (0) 9 11. 86 06-0.

May 6-8, 2010
Glass South America
Sponsored by Nielsen 
Business Media.
Transamerica Expo Center.
Sao Paolo, Brazil.
Contact: Show organizers 
at 55 11 4613-2003.   ■

To see the full event schedule, 
visit www.usglassmag.com/events.php.

Up&Coming
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ADHESIVES/SEALANTS
Adhesives, General
Bohle America
13850 Ballantyne Corporate Place
Suite 500
Charlotte, NC 28277
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
Berman Glass Editions
1-1244 Cartwright Street
Vancouver, BC V6H3R8
Canada
Phone: 604/684-8332
Fax: 604/684-8373
www.bermanglass.com
info@bermanglass.com

Oldcastle Glass®

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

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

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

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
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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

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

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

Oldcastle Glass®

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

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

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 Glass®

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

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

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

continued on page 58
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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 Glass®

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

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

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

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

DOORS
Bullet Resistant
Taricco Corporation
1500 W. 16th Street
Long Beach, CA 90813
Phone: 562/437-5433
Fax: 562/901-3932
www.taricco.com
spence@taricco.com

Total Security Solutions, Inc.
170 National Park Drive
Fowlerville, MI 48836
Phone: 866/930-7807
www.totalsecuritysolutionsinc.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.crlaurance.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

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
13850 Ballantyne Corporate Place
Suite 500
Charlotte, NC 28277
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

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
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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 Glass®

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

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

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

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

Drill Bite

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

Laminating Machine
Taricco Corporation
1500 W. 16th Street
Long Beach, CA 90813
Phone: 562/437-5433
Fax: 562/901-3932
www.taricco.com
spence@taricco.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
sales@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

Decorative

SERVICES
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

LTS Drafting 
& Engineering, LLC
6855 South Savana St., Suite 580
Centennial, CO 80112
Phone: 303/858-9858
Fax: 303/858-8373
www.ltsdrafting.com

www.Jockimo.com

MirrorUnique™  
antique mirror glass

introducing...

Advanced Architectural Products

JockimoTM
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Employment/
Help Wanted

Industry Events

SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS
Skylight, General
Oldcastle Glass® Naturalite®

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

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

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 Glass® Vistawall®

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

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

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

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
13850 Ballantyne Corporate Place
Suite 500
Charlotte, NC 28277
Phone: 704/887-3457
Fax: 704/887-3456
www.bohleamerica.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   ■To place your listing in the Supplier’s Guide,contact Janeen

Mulligan at 540/720-5584 Ext. 112 or e-mail jmulligan@glass.com.

April 15-16, 2010
El Tropicano 

Holiday Inn Riverwalk
San Antonio, Texas

Sponsored by the Texas Glass 
Association and USGlass, DWM, 

and AGRR magazines.

For more information visit 
www.usglassmag.com/texpo

Glass TEXpo™ 2010Sales Associate
Experienced in the Automotive Glass Re-
placement Market. (ARG) Aggressive, dy-
namic and outgoing person, feeling
comfortable with both the Installation
and Purchasing level. Sales experience
and installation knowledge beneficial.
Overnight travel 60% of time. Clean driv-
ing record and computer literate re-
quested; MS Office, Outlook, Excel &
Great Plains. Please send resume to Saint-
Gobain Autover USA, Inc. James.A.Stan-
ley@Saint-Gobain.com (no phone calls)
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Used Equipment for Sale

Bystronic Cutting Bridge
106” x 144”
E-mail: bridge@hartung-glass.com

Business for Sale
Long Island, New York based glazing con-
tractor with $1 million in sales per year &
has been established for 10 years. We serve
the commercial glass industry and we
have two major general contractors that
we mostly work for. This company has
union ties to two different labor organiza-
tions & these contracts run until April &
July of 2012. $500,000 or best offer. Please
respond to johnjohnny64@ gmail.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.
Listings start at $119 per column inch.

Businesses for Sale

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

Industry Services
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 fabrication,
safety, purchasing, labor relations and
more. To explore how we can be of ben-
efit to you, call Paul Bieber at 603/242-
3521 or e-mail paulbaseball@msn.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

Shop Drawings
Automated Drafting, Inc. Specializing in
Shop Drawings for the Aluminum and
Glass Industry. Storefront, Curtainwall,
All-Glass and Automatic Doors. Unbeat-
able rates and the best turn-around in
the industry. Call 484/624-3028 or visit
automateddrafting.com for more info.

Northern CA Glass Co. 
On main highway in area of 60,000 people.
Business est. in 1952. Low rent on bldg.
Autoglass, commercial & residential. In-
cludes goodwill, equip., & inv. Call Brad at
Feather River Properties 530/990-7718.
$110,000. CA DRE License #01104122

Colorado Full-Service
Glass Business

Comm’l & residential accts. Estab. 55+
yrs. Real estate available. Owner retiring.
Lynn Lage, FBB, Ltd., 800/395-7653,
lynn@fbb.com, www.fbb.com

Owner Retiring After 9 Yrs.
110 year old well-established commer-
cial mirror & glass fabrication/installa-
tion. Annual sales $1.5M with room for
growth. Located in Brooklyn, NY. Serv-
icing NYC. 6500 sq. ft. building, mach.,
veh., $4.5M. Call 516/680-5617.

EQUIPMENT FOR SALE
• NEW 72” x 120” Tempering  Furnace, 3⁄16” to ¾”, Forced Convection, Good for Low-E

and Reflective Glass $280,000 includes installation and training, 480KW., 480V, 3 ph,
60 Cy

• NEW 72” Automatic Sand Blaster, Open Top, 3 Nozzles, $32,000 
• NEW 64” Vertical Washer, $18,750
• NEW 48” & 60” Horizontal Washers, variable speed, 6 brushes, 6 drying sponges +

hot air dryer $14,600 & $16,700
• DEMO Semi-automatic Horizontal Drill, 6 speed double head, with pneumatic cas-

tor table, 53” throat  $14,550
• NEW Fully Automatic  double Head Horizontal Drill, Electronic speed control, laser

pointer, Air castor table, 47” throat, $17,500
• NEW 8-spindle Beveller, for up to 2” bevels, complete with wheels and 1 yr. war-

ranty, installation & training included $38,500.
• DEMO Water Jet, 55,000 PSI with 5’ x 10’ working table, runs windows XP, Auto Cad.

$96,000
ALL Prices are EXW Miami

Ph: 888/833-2159, 305/482-0116
E-Mail: glass1usa@att.net

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
Tamglass 96” x 168” tempering oven
Willian Super Spacer full line
NEW EDGERS. NEW BEVELERS. 
50% OFF REGULAR PRICE
Contact: Steve Brown
Tel: 888/430-4481; Fax: 450/477-6937
E-mail: steve@s-b-m-s.com

USED MACHINERY
BOUGHT & SOLD

www.usglassmachinery.com
Ph: 724/239-6000

Cutting Table For Sale
1-2001 Bottero 340 BCS cutting table.
FOB Fremont, CA.  Size is 108 x 144.
$25,000. Call Jon  408/640-0044 or send
email to jon@westernstatesglass.com
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I want to start/continue my FREE SUBSCRIPTION to UUSGlass: � YES  � NO
Name: _______________________________  Signature: _______________________________ Date: ________________
Company: ___________________________________________  Title:_______________________________________________

Address: _______________________________________ City: __________________ State: ________ Zip: ____________
Phone: ________________________ Fax: __________________ Email: ________________________________________
1. Please check the ONE category that BEST describes the business 

activity of your company:
1000 � Fabricator 1100 � Manufacturer
2000 � Contract Glazier/ 3000 � Distributor/Wholesaler

Glazing Subcontractor 3100 � Architect/Specifier
5000 � Services to the field 4000 � Retailer/Dealer
6000 � Other (please specify): ______________________________

2. Please check ALL the products or services your company buys/sells:
C � Flat/Fabricated Glass F � Architectural Metals
D � Windows/Window Hardware E � Doors/Door Hardware
G � Bent, Etched, Beveled Glass H � Machinery & Equipment
I � Insulating Glass J � Plastic/Glazing Alternatives
K � Storefronts/Curtainwall L � Sealants/Adhesives
M � Glaziers’ Hardware, Tools N � Shower Door/Tub Enclosures
O � Mirrors/Mirror Products P � Coating/Tinting/Film
Q � Other (please describe): _______________________________

4. Number of employees at this location:
A � 1-4 B � 5-9 C � 10-19
D � 20-49 E � 50-99 F � 100+

6. Please check all the organizations that you are a member of:  A � AAMA  B � GANA  C � NGA  D � AGA  E � IGMA

MY BUSINESS IS ENGAGED IN THE 
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3. Please check AALL the types of work
your company performs:
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Page Company Phone Fax Web Address

19 Access Hardware Supply 800/348-2263 800/435-8233 www.accesshardware.com
5 AGC Flat Glass North America 800/251-0441 404/446-4221 www.krystalklearglass.com

37 Azon Systems, Inc. 800/788-5942 269/373-9295 www.azonintl.com
3 Bohle America Inc. 866/939-0053 704/887-3456 www.bohle-america.com  
6 BRECOflex Co., LLC 888/463-1400 732/542-6725 www.brecoflex.com

23 C.R. Laurence Co. Inc. 800/421-6144 800/587-7501 www.crlaurence.com 
54 California Glass Bending 800/223-6594 310/549-5398 www.calglassbending.com 
7 Cardinal Industries 952/935-1722 952/935-5538 www.cardinalcorp.com  

50 Dlubak Corporation 800/336-0562 724/459-0866 www.dlubakglass.com
49 Edgetech IG Inc. 800/233-4383 740/439-0121 www.edgetech360.com
40 F. Barkow Inc. 800/558-5580 414/332-8217 www.barkow.com

33, 62 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com 
9 Glasswerks L.A. Inc. 888/789-7810 323/789-7820 www.glasswerks.com 

41 Glaston Group 358 10 500 6561 358 10 500 6109 www.glaston.net
C2 Glaziers Center 866/698-4430 607/698-4434 www.glazierscenter.com
21 JLM Wholesale 800/522-2940 248/628-6733 www.jlmwholesale.com
45 MyGlassTruck.com 800/254-3643 856/863-6704 www.myglasstruck.com 
66 PPG Industries Inc. 888/774-4332 412/826-2299 www.ppgideascapes.com
20 Precision Glass Bending 800/543-8796 800/543-8798 www.e-bentglass.com 
54 Pulp Studio 310/815-4999 310/815-4990 www.switchlite.com 
65 Safti First Fire Rated Glazing Solutions™ 888/653-3333 415/822-5222 www.safti.com
15 Sommer & Maca 866/583-1377 866/584-9722 www.somaca.com 
53 Soft Tech America 954/568-3198 954/563-6116 www.softtechnz.com 
55 Unruh Fab Inc. 888/772-8400 316/772-5852 www.unruhfab.com
51 US Horizon 877/728-3874 888/440-9567 www.ushorizon.com 
11 Vetrotech Saint-Gobain 888/803-9533 253/333-5166 www.vetrotechusa.com
13 Viracon 800/533-2080 507/444-3021 www.viracon.com
1 Vitro America 800/238-6057 501/884-5338 www.vitroamerica.com

43 YKK/AP 800/955-9551 678/838-6099 www.ykkap.com

[ a d v e r t i s i n g i n d e x ]
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theBusiness

Usually he calls with a funny
story about someone out of our
past. Sometimes he just makes

contact to send on a sales lead or to ask
for someone’s phone number, but this
time, from the tone of his voice, I know
it was something far more serious. Now
I’m not about to pretend that I remem-
ber every word or detail of the conver-
sation we were about to have, but I
remember parts of it pretty well … and
will never forget the call itself.

“Hey brother, it’s Jack and I’m calling to
let you know that we’re on our own now.”

Jack Kellman’s voice is almost always
filled with energy and enthusiasm, and
he laughs easily when speaking. This
time however, his voice was subdued
and he was speaking slowly. He was
making the call that I knew would come
one day … but even knowing it’s com-
ing can never totally prepare you for it.

“I’m sorry for both of us Jack. When
did it happen?”

“Late yesterday, Lyle, on his birthday.
He went gently, surrounded by people
that loved him. I don’t think anyone
could ask for a more peaceful ending.”

I started working for Joe Kellman on
the first Monday in September of 1970
and I had no idea of what I was getting
into … of how much I would get to see,
of how much I would get to do, of  how
much I would get to learn. Although I
was originally hired to work in the pur-
chasing department of his Globe Glass
Company, I was transferred on my very
first day of employment to the Tyler &
Hippach (T&H) Glass Division where,
for all practical purposes, I have now
spent the past 40 years. 

For more than three decades the Glass
Universe seemed to revolve around Joe
Kellman and Globe Glass. This was par-
ticularly the case in Chicago and the
greater Midwest. Anyone who was some-

one in the glass business either
was a customer, supplier or
employee of Globe. And if you
weren’t working for Globe, you
probably had at one time or
another. Dozens of businesses
in the industry were either
started or run by ex-Globe
people. Some still are. Names
such as Schenian, Stanton,
Lazar, Ricely, Nemeth, Berleth,
Edwards, McGregor, Turner,
Jolliff and many, many others
too numerous to mention all
got their careers started or
greatly enhanced due to the time they
were fortunate enough to spend working
for Globe Glass or one of its subsidiaries.
At one time, Joe Kellman’s glass empire
was ranked as the largest privately
owned glass chain in America. Those
who made such statements probably
didn’t know the half of it.

Joe Kellman was a fighter. He had to be.
He dropped out of high school to help run
the family’s small glass business after his
father passed away, and the mental and
physical toughness that this brought him
never faded. He never hesitated to take a
stand or take somebody on if he thought
it was the right thing to do. Such a man
makes enemies and he certainly had his.
Offices were twice bombed and he re-
ceived more than a couple of death threats
during his fighting days. But he never
backed down … it just wasn’t in him.

Joe Kellman was good to me and, more
importantly, good for me. He pushed me
constantly ... and sometimes I
thought he pushed too hard and I
would tell him so. We didn’t always
agree, and on at least three occa-
sions that I can remember, I walked
into his office and quit! He wouldn’t
allow it … told me to go back to
work and that we would discuss it

later. Once, after we had been
together for many years, he
called me into his office and
with a fair amount of drama in
his voice told me that if I did-
n’t complete a certain assign-
ment … that he claimed he
had been too patient in wait-
ing for me to resolve … before
the end of the day, I was fired.
I turned and walked out of his
office telling him that we
would talk about it later. A set
of car keys came flying past
my head and hit the frame of

the door I was starting to walk through. I
thought I heard him laugh … I didn’t look
back … I was just glad he missed. I could
tell stories of my time with Joe Kellman
for hours. I have folders filled with pic-
tures, memos and letters that we shared.
As I said in a recent letter to his wife Lou
Anne, I miss him and those times and
think about him and them often. 

Much will be said and written about
Joe Kellman in the coming weeks and
he will deserve every accolade he re-
ceives. I was fortunate enough to share
a wonderfully unique professional and
personal relationship with this man
that I will forever treasure. On the book-
case in my office, off to the left behind
all of the pictures of my grandchildren,
is a wonderful autographed picture of
Joe Kellman that I have treasured since
I received it some 30 years ago. It will
leave my office when I do.

Goodbye Coach!   ■

Goodbye Coach 
b y  L y l e  R .  H i l l

L y l e  R .  H i l l is president
of MTH Industries of Chicago.
Mr. Hill’s opinions are solely
his own and not necessarily
those of this magazine.
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Glass entrepreneur
Joe Kellman passed
away January 7 on
his 90th birthday.
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in Safety
For over 25 years, SAFTI FIRST has been the recognized leader in safe and 
affordable fire rated glazing solutions that protect students from wired glass 
injuries and dangerous radiant heat.  Whether you are designing for a new 
school or renovating an existing space, you can count on SAFTI FIRST to 
deliver quality products made here in the USA, all with fast lead times and 
competitive pricing.  

Please visit us at www.safti.com to view our comprehensive line of fire rated 
glazing and framing systems.  

Register online for 
“Designing with 
Fire Rated Glass” 
and receive 1 AIA 
LU/HSW credit

www.safti.com   888.653.3333

CSU Fullerton Rec Center in Fullerton,  CA North Layton Junior High in Layton, UT

Reece High School in New York, NY
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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.
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A New ENERGY
STAR Rating
Explained

Only Online
www.usglassmag.com
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Glass
Manufacturers
Reach
for the Stars

Manufacturers Discuss
the New ENERGY STAR

Rating for their Facilities 
by Megan Headley
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closed with several surprises from
the Energy Star program. In September
the U.S. Environmental Protection
Agency (EPA) and the Department of
Energy (DOE) announced that they
would begin working together and, as
part of this partnership, the ENERGY

STAR program will now fall under the
work of the EPA. As part of the an-
nouncement, the groups said that EPA
will be establishing a Super Star tier of
its program as well.

While the transition garnered a num-
ber of questions from members of the
glass industry, there was another an-
nouncement issued in October regard-
ing glass: a new ENERGY STAR rating is
being offered for flat and container
glass manufacturers. According to an
EPA news release, the new facility en-
ergy performance indicators (EPIs),
upon which the rating is based, are the
first of their kind for these industries. 

The agency stated that the U.S. glass
industry spends more than $2 billion
annually on energy. The rating is not
exclusive to glass; an EPI also was cre-
ated for the food-processing sector,
which is said to spend nearly $7 billion
per year. Improving the energy effi-

ciencies of
these two industries by 10 per-
cent, EPA says, would save nearly $900
million in energy costs and more than
150 trillion Btu, while reducing green-
house gas emissions equal to those
from the electricity use of more than 1
million homes for a year. 

The new ENERGY STAR EPI for glass, de-
veloped in partnership with members of
the industry, is intended to help compa-
nies objectively assess energy perform-
ance, set competitive goals for
improvement and, over time, shift the en-
ergy performance of the entire industry.

The EPI Explained
ENERGY STAR has been working for

some time with the glass industry via a
“Glass Manufacturing Focus,” as EPA
calls its partnership between ENERGY

STAR and glass manufacturing compa-
nies to improve energy efficiency. But
the EPI is a step in a new direction. 

“It can be used to look at your relative
energy performance and, if you’re in the
upper 25 percent of factories in your
category, such as a float glass plant, you
can qualify for ENERGY STAR status,” ex-
plains Jeff Yigdall, director of engineer-
ing and international business of PPG -
Glass Business & Discovery Center in

Cheswick, Pa.
“It’s an industrial ENERGY

STAR rating. A number of companies
have done that in other industries.”

The EPI has been a focus of the man-
ufacturing group for some time. “The
rating has been part of the discussions
since we joined the ENERGY STAR pro-
gram in 2006,” says Brad Runda, energy
manager for Saint-Gobain North Amer-
ica. “… It took a couple of years to get
everything in place, and actually de-
velop the EPI.”

Yigdall has been involved with the
EPA’s focus group for about two years
now. 

“Much of the discussion there has
been on energy-saving ideas,” he says.
“Actually, we’ve combined a number of
focus groups together so we’ve gotten a
cross-industry discussion on energy
savings and ideas.” 

According to information from the
EPA website, to be eligible for ENERGY

STAR recognition, more than 50 percent
of the production of the benchmarked
plant must be comprised of the appro-
priate products (in this case, glass). If
fabrication is performed at the plant, all

2009
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glass subject to fabrication activities
must have been produced in that plant.  

To use the EPI, the plant must submit
annual energy purchases or transfers
for the current year for each energy
source and fuel type, and the total
amount of glass sand in short tons used
for production in the plant. Plants must
account for the energy used to produce
compressed air, steam and chilled water. 

“The intent of the EPA was to come
up with a model that has some level of
statistical validation,” Yigdall explains. 

EPIs are based on available, and ver-
ifiable, statistics for usage of raw mate-
rials, such as sand. “In float glass
[production], the sand is generally
about 72 percent of the total glass so
the sand is a good alias for the glass
that you’re producing,” Yigdall explains.
He adds, “If we did bring in external
cullet, for instance, that also would be
added as a raw material.”

That data is combined with the usage
information for Btus of natural gas
used and kilowatt hours of electricity,
which together define the plant’s en-
ergy footprint and relative energy per-
formance. If found eligible for a rating,
the data is then verified, both internally
and externally. 

A professional engineer is required to
sign off on the verified and validated
data. “That does have significance; there’s
a PE putting his or her license on the line
in signing off on the data,” Yigdall says.
“Then there’s a follow-up annually to see
that you’re maintaining that.”

The rating is awarded for a specific
year, so a facility that has earned the
ENERGY STAR becomes eligible to reap-
ply one year after the date of the last en-
ergy data submitted.

Taking Action 
The ENERGY STAR rating seems to be

just one more motivational tool for
glass manufacturers working toward
“greener” plants. 

“We have a number of things in
place,” Runda hints without going into
additional details about how Saint Gob-
ain is improving its energy efficiency. 

Yigdall is slightly more forthcoming
about how PPG is working to improve its
plants. For starters, with its new energy
management program in place, PPG has
set an energy intensity goal for glass man-
ufacturing, as well as a corporate-wide
goal, to reduce energy intensity by 2.5
percent per year over the next 10 years. 

There are a variety of ways the com-
pany is considering doing just that. As
Yigdall elaborates, “If we’re improving
our process yields, we’re getting out more
sellable glass for the same gross input; by
virtue of doing that we’re improving our
energy intensity. That’s one route; the
other route is to improve the efficiency of
the process itself. As we rebuild furnaces,
we improve furnace design, and since the
furnace uses the bulk of the energy in the
process, improving furnace design—
going to oxy-fuel, for instance, is an en-
ergy-efficiency boost—is the other form
of energy savings.” 

Waste heat recovery is yet another
area for energy savings.

“As efficient as our processes are,
there’s still a lot of energy that ultimately
goes up the stack, and we’re looking at
various ways of recovering that energy
because that’s just a direct deficiency.
Even to the point of taking energy that’s
in the hot end of the process and trans-
ferring it to the warehouse end of the
process that would otherwise need to be
heated in the wintertime.” 

Yigdall points to other factors for
manufacturer (and, for that matter, fab-
ricators) to consider, including consid-
ering automatic motion detectors for
lights in certain plant areas and more
efficient lighting systems in other areas;
updating compressed air systems; tak-
ing care of leaks on air on steam sys-
tems; de-energizing sections of the
glass handling equipment not being
used at the time; and other “behavioral”

The U.S. glass industry spends more

than $2 billion annually on energy. 

The glass industry and the food-processing sec-

tor together spend nearly $7 billion per year. 

Improving the energy efficiencies of these two in-

dustries by 10 percent could save nearly

$900 million in energy costs and

more than 150 trillion Btu while reducing

greenhouse gas emissions equal to those from

the electricity use of more than 1 mil-

lion homes for a year. 
Source: EPA

Reach
for the Stars continued

A New Tierfor ENERGY STAR
With its takeover of the ENERGY STAR program, the Environmental Protection

Agency (EPA) announced that products in the top 25 percent of this rating pro-
gram will qualify as ENERGY STAR while those in the top 5 percent will qualify as
“Super Star.” Though the EPA and Department of Energy (DOE) currently have
named the new program Super Star, they note, “the name and look of this
higher tier will be developed through market research.”

EPA will handle the marketing, outreach, monitoring and verification and set-
ting the performance levels for the programs; however, the announcement
notes that “performance levels will be set using established and consistent
principles for the ENERGY STAR brand.”

The DOE will continue to support this program as well, “by increasing its ef-
forts in monitoring and verifying test procedure compliance and the develop-
ment of federal test procedures and metrics.”

The EPA will maintain the database of ENERGY STAR and Super Star products and
test results, and will develop the list of new products to be added to the program.
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considerations. 
“So some things are fairly simple;

others are much more complicated,”
Yigdall says.

The Glass Half Full 
With the benefits for glass manufac-

turers to make their facilities more effi-
cient, is there value in this recognition? 

“It’s something we think is valuable, it’s
something that we’ve contributed a lot of
time and effort in working to help them
out,” Runda says. As he explains, “I think
the real value is being able to gauge our
energy consumption against the indus-
try in general. We benchmark our own
plants, we have an idea of which plants
are good and which plants are ‘less good’
within the company—but this gives us a
feeling of how we’re doing compared with
the rest of the industry.” 

The data does lag, Yigdall cautions,
because “there’s no real-time system for
knowing what everyone’s using.” As he
points out, most manufacturers are re-
luctant to share with their peers what

processes are leading to increased pro-
ductivity, so data from census reports
is used in some instances. 

Still, the ENERGY STAR brand is
highly recognized by consumers and
this certification could be one more
way to let designers know that glass
can be a highly energy-efficient com-
ponent in a building.  

Rob Struble, manager of branding
and communications for PPG’s Per-
formance Glazings, sees the program’s
value on two levels. “One is the produc-
tion level—it’s an opportunity to
benchmark yourself against your com-
petitive set to be sure that you’re always
on the leading edge, if you use this
index tool to rate your own plants.
Whether you seek certification or just
want to see how you’re performing, it
will give you some indicator as to how
well you’re doing. 

“On the marketing side, I think any of
us in the commercial market segment
understand the value that LEED has
brought and the growing sensitivity to-

ward environmental stewardship and
seeking products and companies who not
only manufacture products that are low-
E and that provide some level of energy
performance but that also are committed
to processes that are less environmentally
disruptive,” Struble says.

And, as word slowly gets out, Yigdall
says customers are responding. 

“We’ve recently had an inquiry from
one of our customers [in another indus-
try] asking about what we have in place
in terms of an energy management sys-
tem,” Yigdall says. He suspects glass-re-
lated customers will soon be asking these
same questions. “The need is there and
we’re able to honestly respond and
demonstrate that we’re on board.”    ■

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

Both the industry and the associa-
tions involved are waiting to resolve
questions over the new partnership be-
tween U.S. Environmental Protection
Agency (EPA) and the Department of
Energy (DOE).

EPA says once it takes over the EN-
ERGY STAR program, a governing council
will be formed to oversee this partner-
ship. The Council will include the EPA
assistant administrator for air and ra-
diation and the DOE’s assistant secre-
tary for energy efficiency and
renewable energy. They will work to-
gether to ensure that work programs
between DOE and EPA are comple-
mentary and not duplicative, and will
“leverage federal dollars to achieve
maximum energy efficiency.” They also
will hold meetings twice annually with
program stakeholders, according to
the announcement.

Ann Bailey, director of ENERGY STAR

product labeling for the EPA, spoke
with UUSGlass magazine about the
changes and advised that no staff will
move from DOE to EPA, and that she
was unsure of what title Rich Karney
(who has been known as program

manager for ENERGY STAR under DOE)
will hold in the future—or his involve-
ment with the program. 

“There won’t be any shifts of staff
between the EPA and the DOE,” Bailey
said. She added, “The EPA and DOE
will be working very closely. I don’t
know exactly how they intend to staff
the program.”

Karney was not available for com-
ment at press time.

As for the door, window and skylight
criteria and the impending criteria
changes, Bailey said EPA currently has
no plans to change this.

“We have no immediate plans to
change the criteria,” Bailey said. “As
part of the transition we’ll be looking
at all of the specifications and making
sure they remain consistent with our
ENERGY STAR principles.”

She also addressed the reason for
the move.

“We’ve been looking for ways to clar-
ify the roles and responsibilities be-
tween the two agencies and, with the
new political management, it was a
high priority for the success of the pro-
gram,” added Bailey.

The industry is still waiting to see
how the move might affect the pro-
gram, as Brandon Tinianov, Ph.D.,
chief technology officer for Serious Ma-
terials in Sunnyvale, Calif., commented
to UUSGlass.

“As an industry professional I have
really mixed feelings about the an-
nouncement,” said Tinianov. “I’m ex-
cited about the class for an ENERGY STAR

and an Energy Super Star and in talk-
ing to some of my industry peers that
seems to be the consensus.”

Still, he said, the idea of working
with new representatives on a program
like this one could have its drawbacks.

“We’re very familiar with the players
at the DOE,” Tinianov said. “They’ve
worked with the window manufactur-
ers and the housing manufacturers
and everybody for decades … and
there’s a lot of expertise there and
that’s one of the areas of concern that
I think everybody has expressed or
felt—and that is that there’s no build-
ing experts at the EPA. I’m not even
specifically referring to the window ex-
perts—there [are] just no building ex-
perts and building scientists.”

What to Expect from EPA’s ENERGY STAR
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