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

SEE THE DIFFERENCE AT
FIREGLASS.COM/HD

Now in HD™
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0.20

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

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

ENHANCED PERFORMANCE GLASS

We’ve got your number.

TM

Introducing Loå-i81™, the new

Cardinal glass that takes center of

glass U-factors to a remarkable 0.20

when coupled with our Loå2® or

Loå3® glass and argon fill in a double-

pane unit. You get near triple-pane

performance in a double-pane

window. This allows you to offer

more window options that will meet

current ENERGYSTAR guidelines,

everywhere in the country. There’s

no need to invest in redesigning

windows and alteringmanufacturing

processes. What’s more, there’s no

haze tomar the view. Don’t wait …

we’ve got your number right now.

Visit cardinalcorp.com formore

information.
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features
24 Celebrating the Sun

One glass fabrication company is taking
advantage of the solar energy craze—by
introducing panels to its rooftop, not its
production line. Get tips for greening your
company with our profile. 

28 Allowable Strength of Glass
This guide offers some first steps to design
safely with glass for today’s ever-increasing
threats.

34 Construction After 
the Real Estate Boom
In the first part of this two part series, learn
what actions you should take before
agreeing to accept a job in order to equalize
the playing field between you and the end
user of your product. 

38 ICC Updates Glass Codes
The International Code Council approved
several changes to glass-related items for
publication in its 2012 I-Codes. Learn how
these changes will affect you. 
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Glass is being asked to withstand
an ever-increasing number of
natural and man-made hazards.
Turn to page 28 for tips on
safely using glass.  
Shattered glass photo courtesy of

Fenestration Testing Lab.
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SUNFLEX-Wall-Systems LP  l  28400 Old US 41 Rd. Unit #5  l  Bonita Springs  FL 34135  l  P 1-800-606-0756  l  F 1-239-495-2890  l  info@sunflex-wall.com  l  www.sunflex-wall.com

Experience German precision at its finest with a SUNFLEX glass wall system. State of the art 

technology and the most innovative product line in the world.

  Slide and Turn Systems

  Folding-Sliding-Systems

  Horizontal-Sliding-Wall Systems

Fine-tuned to perfection
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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:

Failed construction projects continue to make headlines. Kevin
Blanton and Joseph Devine with Schnader Harrison Segal & Lewis
LLP offer several tips for glazing contractors to protect themselves
when a project goes broke (see page 34 for more tips). What pro-
tective measures do you take before starting a new project?

❏ Check the creditworthiness of customers/contractors 
❏ Require payment guaranty or letter of credit 
❏ Require payment for goods and services at 

the time they are rendered 

❏ Customize terms and provisions of 
construction contracts and purchase orders 

June Survey Results
We asked: 
Which organization do you feel will have the biggest effect on the
glass industry in the year ahead?

You answered:

USGlassElectronic

Features Exclusively Online
• AIA Review - EXPANDED

Learn more about the glass, metal and more products from the
show and watch our slideshow of trade show booths. 

Only on USGlassmag.com

SYSTEMS DESIGNED 
WITH YOU IN MIND.

· Structural Integrity™ Entrances – 
Constructed with innovative dovetail 
corner block design to ensure structural 
integrity for the life of the door.

· Storefront Systems – Designed to 
provide simple fabrication, easy assembly 
and problem free installations.

· Curtain Wall – Designed for low to 
mid-rise projects, utilizing screw-spline 
construction for easy installations, zone-
glazed water management system and 
superior thermal performance.

· Impact Resistant Systems – Offering 
maximum protection in high velocity 
hurricane zones and large missile 
protection. 

©2010 Vitro America, LLC

V ITROAMERICA .COM  INFO@VITROAMERICA .COM

ENV IS ION THE  POSS IB IL IT I ES.®

‘USGBC’ and related logo is a trademark owned 
by the U.S. Green Building Council and is used 
by permission.
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Standard -
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MEMBER,

You might think it’s a bit of overkill, but in my spare time I love to … read
… magazines. So it was with robust gusto that I actually used two hours
this weekend to catch up on reading from the major stack of consumer

magazines (as opposed to this one which is a business-to-business [B2B] maga-
zine) sitting next to my chair in the den. I also have a major stack on the porch out-
side, another next to my bed and even one in my car trunk. 

My mailman once told me that I get more magazines than any other person to
whom he has delivered mail in his 30 odd years of service, which is why I was
looking at Thanksgiving turkey recipes in Country Living on the day the outdoor
temp hit 105 degrees Fahrenheit. I didn’t miss much; none were too memorable.

What was memorable was the small item I saw in the late-fall issue of This Old
House magazine. It mentioned the upcoming Lead Paint Renovation, Repair and
Painting (RRP) program and dutifully reported that the EPA estimated that the
RRP would add approximately “$100 per job” to the cost of doing work. Sure I’d
read that wrong, I went back and, by golly, that’s exactly what it said—$100 per
job, not even per window, though the article did allow that many contractors
were saying it would cost a lot more. In fact, today, the number most commonly
mentioned is $150 a window, quite a difference from the $100 a job the EPA
originally estimated.

Now, if by now you are silently screaming, “No, not another lead paint article, I
can’t take it any more and it doesn’t apply to me anyway,” then I ask you to consider
the following:
1. The law may apply to your company. It applies to any job in residences built

before 1978, handled by a professional renovator, in which paint is disturbed. So
if you are doing hack-outs on pre-1978 buildings and you are not disturbing
more than six square feet on an interior job and not more than 20 square feet
on an exterior job, then the regulations do not apply. But otherwise they do, and
the fines are steep.

2. EPA wants to expand the program. Just this first week of July, the EPA pro-
vided notice that it plans to create a similar program for renovators of com-
mercial buildings. 

3. We ain’t seen nothing yet. Our sources tell us that the ultimate goal of the reg-
ulations will be to require independent inspectors to come in and verify that
the work was done correctly and that no lead dust is in the area. I can’t imagine
the cost of setting up mini-hazardous locations on commercial retrofit sites. 
Is it any wonder that at least one fenestration association has filed a lawsuit

against EPA for rescinding its “opt-out” exception for homes in which children
under six or pregnant women are not present?

Exposure to lead paint is an insidious problem and great public health concern.
One expert to whom I recently spoke related the increased incidence of Attention
Deficit Disorder (ADD)  and use of drugs such as Ritalin as a move to counter the
effects of lead paint exposure. It’s serious.

But however well-intentioned, the new program has a number of holes that need
to be plugged in order to be effective. But don’t ignore them, they are not going
away. 

P.S. We have tons of info available on the regulations; if you 
need it, just drop me a line at deb@glass.com. 
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We Swing. We Slide.

We Secure.

We Exit.

Adams Rite is the Aluminum Hardware Authority.
It’s true. Adams Rite has been the unparalleled industry leader in aluminum door  

hardware for over 100 years. We continually assess building codes and security needs; 
then develop the products which answer those demands. We have met every demand  

in the marketplace with awareness, insight, and ingenuity. If you’re looking for solutions 
and stability, look to the aluminum hardware authority.      www.adamsrite.com
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GANAPerspectives

In June, the Glass Association of
North America’s (GANA) Flat Glass
Manufacturing Division’s Climate

Change Committee submitted com-
ments to the California Air Resources
Board (CARB) in response to that or-
ganization’s May 17th public meeting to
discuss allowance allocation and
the next steps for a California cap-
and-trade program. The comments
call for several modifications to the
approach CARB is taking to cap-
and-trade. Specifically, we asked
that CARB adopt:

1. Retention of free/subsidized
allocations for flat glass produc-
ers below benchmark levels.
2. Specific regulatory treatment
and a working group meeting for
the flat glass industry.
3. Benchmarks based upon

a) the entire U.S. and not just Cali-
fornia manufacturers;
b) differentiation between regener-
ative furnaces and oxy-fuel furnaces;
c) differentiation for different glass
colors/types; and
d) consideration of the long life-
cycle of a flat glass furnace.

4. Multi-year averaging for alloca-
tions instead of currently proposed
single year basis.
5. Retention of the assistance fac-
tor at 100 percent for the flat glass
industry.
GANA recognizes that CARB’s pro-

posal to lessen the impact on manufac-
turing by offering allocations to
vulnerable industries is a way of reduc-
ing the immediate impact of the cap-
and-trade program in California. GANA
suggested, however, that any state or re-
gional cap-and-trade program be de-
ferred in favor of a more unified national

approach.  This, we feel, helps preserve
the viability of manufacturing in Califor-
nia. Furthermore, a patchwork of state
and/or regional programs would create
uncertainty for businesses that operate
nationwide and would expose the manu-
facturing sector in the regulated

states/regions to great business risk. That
uncertainty creates several possible ad-
verse results that no state wants to face in
the middle of a difficult economy.

In California, the increased costs as-
sociated with a state cap-and-trade
program would be in addition to the al-
ready high cost of doing business in
California as a result of the existing
stringent environmental regulatory re-
quirements. This situation has a high
probability of causing carbon leakage
to other areas of the country or indeed
to other countries, such as Mexico, not
covered by such programs.  

In our letter to CARB, we sug-
gested that CARB include all appli-
cable regenerative type float glass
furnaces nationwide in the estab-
lishment of the emission intensity
benchmark, as opposed to restrict-
ing such scope again to only Cali-
fornia or even the Western Climate

Initiative (WCI) region. The primary
reasons for this are: a) due to operational
differences, container glass furnaces and
flat glass furnaces must be considered
separately and b) there are only three flat
glass plants located in California. Re-
stricting the basis of the benchmark to

California produces too small a
sample for establishing a represen-
tative intensity factor.

GANA also suggested to CARB
that some consideration for fur-
nace type be included in the emis-
sion intensity benchmark.
Specifically, separate benchmarks
should be developed for oxy-fuel
type furnaces and regenerative
type furnaces. A full oxy-fuel fired
glass furnace represents a funda-
mentally different furnace design
and would not be considered in the

same category as any operational or
add-on controls that may be employed
for control of emissions. Including full
oxy-fuel fired furnaces in establishing
a benchmark based on direct green-
house gas emissions only would artifi-
cially skew the benchmark against
regenerative furnaces and force the in-
dustry toward a specific furnace type.

As GANA continues to voice the needs
of the industry to CARB and other energy
stakeholders, we need more industry
voices to be part of the effort. Learn how
you can become involved by visiting our
website at www.glasswebsite.com.   ■

A Call for Changes
GANA Offers CARB Direction in Cap-and-Trade

b y  B i l l  Y a n e k

B i l l  Y a n e k is executive
vice president of GANA. Mr.
Yanek’s opinions are solely
his own and not necessarily
those of this magazine.
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… A patchwork of state
and/or regional programs

would create uncertainty for
businesses that operate 

nationwide and would expose
the manufacturing sector in
the regulated states/regions

to great business risk.
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© 2009 Viracon. All rights reserved. 

I found this to be one of those projects that comes 

along that couldn’t be more rewarding. A custom 

hurricane-resistant façade design combined with a 

short delivery schedule presented a challenge to

Accurate Glass Works, Inc. Collaborating with Rob and 

Tim on the glazing design and providing reliable tech 

support was critical to keep the project on time and 

on budget. And when the deadline moved up a couple 

weeks, we were able to step up to the plate and still 

deliver on time. I’m proud of how we came through for 

Accurate Glass Works, Inc. Everything about this job is 

fi rst class—it’s a project that will always be special.

My take   The Lapis Spa at the Fontainebleau, Miami Beach. Account Representative.

More possibilities from the leader in glass fabrication

Get Jeff’s take for your project in the Florida area. 
Call 800.533.0482 ext.16609 or e-mail Jeff at jrigot@viracon.com. 
For a project anywhere else, contact Viracon at 800.533.2080, 
e-mail glass@viracon.com or visit www.viracon.com.

Subject: 1,060 IGU’s, 77 sizes, 38 shapes, ZERO defects!

Date: Friday, Octrober 30, 2009 12:34 PM

From: Rob Parker, Tim O’Connor, Accurate Glass Works, Inc

To: Jeff Rigot <jrigot@viracon.com>

Hello Jeff;

We knew that passing Miami-Dade County hurricane testing on a short schedule and completing 

the job on time would only be possible if we worked with Viracon. Every test passed on the fi rst 

attempt and every piece of glass was perfect. We can’t thank you enough.

Architect: HKS, Inc., Dallas, Texas

Glazing Contractor: Accurate Glass 

Works, Inc.

Glass Type: 1-5/16” VRE9-46

Insulating Laminated Vanceva™ Storm

© 20© 20© © 2009 VV09 iraciracon. on All All righrighights rts reseresereserved. 
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hurricane-resistant façade design combined with a 

short delivery schedule presented a challenge to

Accurate Glass Works, Inc. Collaborating with Rob and
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on budget. And when the deadline moved up a couple 

weeks, we were able to step up to the plate and still 

deliver on time. I’m proud o how we came through for 

Accurate Glass Works, Inc. Everything about  job is

fi rst class—it’s a p  that will always be special.

My take ThThe Lapis Spa at the Fontainebleau, Miami Beach. Account ReReprpresesene taatitiiveveve..

More possibilities from the leader in glass fabrication

Get Jeff’s take for your project in the Florida area.
Call 800.533.0482 ext.16609 or e-mail Jeff at jrigot@viracconon.c.com.
For a project anywhere else, contact Viracon at 800.533.3.2020880,
e-mail glass@viracon.com or visit www.viracon.com.

Subject: 1,060 IGU’s, 77 sizes, 38 shapes, ZERO defects!

Date: Friday, Octrober 30, 2009 12:34 PM

From: Rob Parker, Tim O’Connor, Accurate Glass Works, Inc

To: Jeff Rigot <jrigot@viracon.com>

Hello Jeff;

We knew that passing Miami-Dade County hurricane testing on a short schedule and completing 

the the job jo on time would only by be poe possible if we worked d withh VirV aconaco . Every tests  passed sed on ton the fi rst 
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Buyer’sBlock

ome plate. 
Keep the home fires burning. 
When Johnny comes marching

home. 
Home is the place you turn to when

in trouble. 
It is no different in the glass industry.

Buying close to home will benefit you
in many ways.  In our business, I had
a firm rule about buying locally,
then regionally, then statewide
and then within the United
States. Sure, certain types
of glass only came
from Europe or
Japan, but that was
small change compared to
the big picture.

Buying local helps your
local economy—so sim-
ple, yet always missed.
This projects your name
within your trading area.
The clerks at the hardware counter will
remember your name when they go to
the web or yellow pages looking for a
windshield repair or an insulating glass
unit. Economic reports state that dol-
lars spent locally have a 58-percent
greater impact on the local economy
than dollars spent out of your area. 

There are other factors. Five percent
of what you purchase will come in
wrong, broken or with missing parts.
You will get the replacements quicker
from an in-town supplier than from
one across the country. 

If you buy glass from a thousand miles
away because it is 9-percent cheaper, you
must factor the replacement costs in
your budget. We are all trying to keep
costs down, but the hidden costs of dis-
tance buying will creep up on you when
you least expect.  If you are working on a

LEED project, for example, the
extra point you get for buying

within 500 miles will be worth
more than a product which

is two points cheaper but
coming from three

states away.
You buy on the

Internet to avoid
your state sales

tax and also for the ex-
treme convenience.  Go
to your local suppliers
with Internet pricing
and, more often than
not, they will match

printed pricing rather than lose a cus-
tomer. It is worth the time to create
these mini-negotiations. You cannot
lose. You will get the lower price, from
the Internet if necessary, but you will
more than likely get the local support
and service too.

HIDDEN BENEFITS
Hidden benefits from buying local

include a lower impact on the
environment due to reduced
shipping and packaging needs,
the creation of an opportunity
for barter-type transactions
where your vendor may be able
to use your local services and
the goodwill you spread in your
community.  

Be sure to let your local vendors
know the types of work in which

you specialize. We got one or two retail
calls per day at our fabrication plant,
and kept an active list of referrals by zip
code and product type. I always re-
ceived phone calls from glass shops
thanking us for referring a customer.

When you have a question at a job-
site, it will be resolved more promptly
with a local vendor. There is nothing
like a face-to-face during problem
resolution.

The only time I would break the local
rule was when an out-of-town vendor
would do the leg work on a job, provid-
ing samples and information. They de-
served the order for their hard work.
Think of the bad taste you get when you
make a mock-up for a job, and then you
lose the job to a low-cost house. You
won’t take work from that contractor
again. Your vendors will feel the same
about you. If you have a heavy sampling
job, try to start that process locally
where you can.

Remember, there is no place like
home.   ■

No Place Like Home
The Benefits of Buying Locally

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

P a u l  B i e b e r has 30
years in the glass industry,
including 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.

H
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Economic reports state that dollars 
spent locally have a 58-percent greater 

impact on the local economy than 
dollars spent out of your area.
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Y o u r  n e w  q u a l i t y  s t a n d a r d  f o r  r a i l i n g  s y s t e m s

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

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

System program is the ultimate answer to the demand 

for affordable block assembly in glass railing systems. 

Combining the advantages 

of a minimalist design with 

maximum ease of assembly, 

model 0760 provides an 

incredibly elegant stainless 

steel solution. It is suited 

for tempered or laminated 

glass of 1⁄2” up to 1”. Once 

again Q-railing sparks a 

much talked about evolution 

in railing technology!

The new fascia mount adapter 

More than just 
an excellent design

www.q-railingusa.com

NEW

Q-BUBBLE 
a Q-railing innovation

Model 0760 is quick and easy to 

assemble only one anchor is needed! 

The versatile adjustment options and 

built in Q-bubble make alignment easy.
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The Bow
Origami 
by Artist 
Robert Lang
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Oldcastle Glass® is now Oldcastle BuildingEnvelope™.

More than a name change, this is a sea   change in how the building 

envelope is realized. Like an envelope created from a single piece 

of paper, we approach the building envelope the same way. Not as 

pieces and parts—instead—we design, engineer, test and manufacture 

curtain wall, windows, storefronts, skylights and glass as one seamlessly

integrated unit. Why do we do it? Everyone in the design and 

construction chain is asking for it—from visionary architects to 

owners, engineers, consultants and construction managers. To see the

future of the building envelope, call 866-OLDCASTLE (653-2278) 

or visit us online at oldcastlebe.com. 

this envelope 
changes everythin g

Finally there is one
integrated system 
where all the elements
necessary to enclose the
building are engineered
to work together 
seamlessly.

The Bow by 
Foster + Partners.
Building envelope 
by Oldcastle 
BuildingEnvelope™
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Alcoa, Parent of Kawneer, 
Announces Acquisition of TRACO

A lcoa, parent company of
Kawneer, has agreed to pur-
chase TRACO in Cranberry

Township, Pa., a privately held manu-
facturer of doors and windows for the
commercial building and construc-
tion market. As part of the acquisi-
tion, TRACO will become part of
Alcoa’s global Building and Construc-
tion Systems business. 

The transaction is expected to be
completed by the end of the third quar-
ter 2010, subject to customary regula-
tory reviews. 

“TRACO’s strong brand and product
lines are well known throughout the
commercial building market and we
look forward to helping the brand con-
tinue to flourish,” said Glen Morrison,
president of Alcoa Building and Con-
struction Systems, who will oversee
the business. “The TRACO portfolio of
products and commitment to quality
and customer service dovetails with
Alcoa’s focus on customers. Through
this combination, we see many oppor-
tunities to grow our collective busi-
ness through better service, more

comprehensive product offerings and
greater efficiency.” 

Kevin Lowery, director of corporate
communicates for Alcoa, told USGlass
that “The TRACO name/brand are
strong in the commercial building and
construction industry and is one we’ve
known for some time and has a compli-
mentary product portfolio [to Alcoa’s].
So when the opportunity came to us …
we definitely said ‘let’s talk about this’
and we were fortunately able to come to
an agreement to buy the business.”

According to Lowery, the companies
do not foresee any major changes for
customers as a result of the acquisition. 

“Our plan is to find the best way to
integrate the two businesses. When you
buy a business like this the goal is not to
go and change everything [about it] …
We’re tapping into the strengths of both
companies to help each other grow.
This really is a growth story for every-
body and our goal is to help our cus-
tomers grow,” said Lowery, who adds
that operations will continue in Cran-
berry Township.

“Our intent is to grow that business as
well as our existing Alcoa construction
business,” said Lowery. “We see lots of
opportunity [for growth].” In addition,
he adds that TRACO management/em-
ployees will become a part of Alcoa. 

“There’s a reason we’re buying this
company; it’s a good business and
that involves having good employees,”
Lowery said.

Morrison added, “We are excited
about the growth potential presented
by this transaction and looking forward
to deploying strategies to realize these
opportunities once it is completed.” 
❙❙➤ www.alcoa.com  

CRL Purchases Supply 
Division of Vitrododi

Los Angeles-based C.R. Laurence Co. Inc (CRL) has acquired the supply
division of the Italian Vitrododi International Co. For three generations
Vitrododi has been operating in the glass field supplying machines and

tools. The Italian company, based in Milan, serves several markets, pre-
dominantly across Europe, the Middle East and North Africa. The business
was established in 1927 for the traditional production of mirror paint. By the
‘80s it had begun to develop and manufacture its own machinery and,
among other things, became the exclusive European distributor for Toyo
Glass Cutters from Japan.

The company developed into two distinct business units, Vitrododi Produc-
tion and Vitrododi Supply. It is the supply business that has been acquired by
CRL, along with the distribution rights to the entire Toyo product line. This will
allow Vitrododi to focus on research and development and the manufacturing
of its glass washers, which will become the core business of the company’s
production division.

“This move … underscores our commitment to developing the European,
Middle East, and North African markets,” says Lloyd Talbert, president of CRL. 

According to information from the company, CRL will retain the Vitrododi
name. CRL Vitrododi will continue to supply wholesalers and distributors
throughout the region, in addition to any existing end users. The business will
be transferred to the company’s new sales and distribution facility near Man-
chester, UK.
❙❙➤ www.crlaurence.com  

Mergers&Acquisitions
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Meet the top dog in fire-rated glass. PYRAN Platinum glass-ceramic offers stunning optical
quality and clarity with virtually no distortion. And a level of fire safety you can really sink
your teeth into. PYRAN Platinum fire-rated glass-ceramic meets UL requirements and, when
laminated or with surface-applied safety films, it also meets ANSI and CPSC standards for
impact resistance. SCHOTT is dedicated to our environment, so PYRAN Platinum glass-
ceramic is environmentally friendly. In fact, it’s the first glass-ceramic produced without
heavy metals arsenic, antimony and barium. It comes in large sizes and is easy to get your
paws on through our distributors. To bone up on PYRAN fire-rated glass-ceramics, call us
at 502-657-4417 or visit us at www.us.schott.com/pyran.

Our new PYRAN® Platinum glass-ceramic is the only fire-rated glass that’s as
clear and distortion-free as window glass.

Distortion bites.

SCHOTT North America, Inc.
5530 Shepherdsville Road

Louisville, KY 40228
Phone: 502-657-4417

Fax: 502-966-4976
pyran@us.schott.com

www.us.schott.com/pyran
©2010 SCHOTT North America, Inc.

® PYRAN Platinum is a registered trademark of SCHOTT AG, Mainz, Germany

The world’s first and

only environmentally-friendly

fire-rated glass-ceramic.
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Mergers&Acquisitions
continued

Hartung Glass Acquires
Holcam Sales Inc. 

Hartung Glass Industries in Seattle has
acquired Holcam Sales Inc., a bath and
shower enclosure manufacturer also in
Seattle. Terms of the transaction were not

disclosed. Hartung says the location will
continue operating as Holcam Sales Inc. 

“This acquisition marks the integra-
tion of two premier bath enclosure
companies, Holcam and Agalite, with
highly experienced management

teams, strong reputations for quality,
skilled work forces and elaborate dis-
tribution networks, which will tremen-
dously enhance the product lines and
service levels we provide to our cus-
tomers,” says Nick Sciola, Hartung Glass
Industries president and owner.

Rick Wenala, who has worked with
Holcam for 28 years and remains the
company’s general manager, adds,
“Over the past 50 years we have been
two companies operating in the same
market with differing areas of expert-
ise. Having the opportunity to work to-
gether will quickly benefit the entire
customer base with expanded capabil-
ities and increased functionality. We are
excited and proud to be a part of it.”

According to the announcement, the
Holcam acquisition is Hartung’s second
major acquisition in less than six months.
❙❙➤ www.hartung-glass.com   ■
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Left to right Nick Sciola, president and Owner of Hartung Glass Industries, and
Rick Wenala, general manager of Holcam Sales Inc.
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Make your window and curtain wall systems – and your buildings – rise above the ordinary. With Technoform’s TGI® warm
edge IG spacers and Bautec structural insulating struts for aluminum frames, it’s possible. You see for over 30 years, we’ve
been helping architects, designers and fabricators create some of the most striking, high-performing window and curtain wall
systems in the world. Our spacers and struts deliver unsurpassed design capabilities, energy efficiency, durability and structural
strength. And our people bring you unrivaled expertise. Which means when you work with Technoform, you can take your
designs to a whole new level.

www.technoform.us | 330-487-6600See us at GlassBuild America, Booth 1021

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –

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

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


18 USGlass, Metal & Glazing  |  July 2010 www.usglassmag.com

ContractGlazing

Dow Sealant Batch Causes Problems
for Viracon, Glazing Contractors

In early June, certain glazing con-
tractors received in the mail a notice
that they may have installed prod-

ucts using a defective batch of sealant. 
According to a letter sent out by Owa-

tonna, Minn.-based Viracon on June 8,
Dow Corning “received reports from the
field of insulating glass units with air in
the secondary seal” in units using batches
of 982 silicone insulating glass sealant de-
livered to customers after March 10, 2010.

Dow Corning provided USGlass with
a statement ten days after the initial letter.
The statement said the company had
“conducted a comprehensive investiga-
tion and found this intermittent and iso-
lated issue was likely caused by a failed
seal in a drum off pump, but only when
certain environmental and/or processing
conditions were also present. The failed
seal was immediately repaired upon dis-
covery. Dow Corning has implemented

engineering and process controls to pre-
vent similar incidents in the future.”

The company further stated, “The
drum off process is dedicated to Dow
Corning® 982 Silicone Insulating Glass
Sealant base. No other products are af-
fected due to this issue. Based on the in-
vestigation to date, the potentially
affected sealant is only present in a
small percentage of batches within the
batch range 5944452 to 6010209. The

The American Architectural Man-
ufacturers Association (AAMA)
has developed a Commercial

InstallationMasters program for in-
stallers of doors and windows rated
for commercial, industrial, large
multi-family and institutional build-
ings. The program, administered by
Architectural Testing Inc. (ATI), is
based on the industry consensus
document AAMA IPCB-08, Standard
Practice for the Installation of Win-
dows and Doors in Commercial
Buildings. This standard covers the
installation of aluminum windows
and doors in punched openings, in-
cluding specialty shaped, horizontal
ribbon and vertical stack openings
for both new construction and re-
placement projects. 

Course material includes: accepted
installation techniques; proper mate-
rial selection; the proper installation
and sealing of panning, receptor sys-
tems and subsills; jobsite safety; qual-

ity control; and product care, adjust-
ment, cleaning and more. 

As a licensed training provider, ATI
offers the two-day training classes,
administers exams and issues photo
ID certification credentials to com-
mercial door and window installers
who seek validation of their expertise.
Certified installers also may choose to
include their name on a web-based
listing of certified installers for refer-
ence by customers, and are allowed
to use the InstallationMasters™ logo
in their advertising. 

The program offers several partici-
pation options:
• Accredited Instructor: Persons with

five years industry experience may
apply to become an accredited in-
structor and attend an intensive
four-day instructor’s course.
Prospective trainers take an exam-
ination and are evaluated for their
ability to teach the course materials
to the installers; 

• Certified Installer: Installers with at
least five years of installation ex-
perience may attend the two-day
class with one of the accredited in-
structors. If they pass the written
examination, they are approved as
a certified installer; 

• Installation Company Certification:
Installation companies that employ
at least one certified installer and
have a documented quality control
system that meets program re-
quirements may apply to become a
certified installation company. ATI
then performs periodic audits to
verify that the quality system is
being followed; 

• Non-Certification Participant: Those
lacking the required installation ex-
perience, but who wish to learn (e.g.,
sales or administrative personnel)
may attend an installer training
class and receive a certificate of
completion. 

❙❙➤ www.installationmastersusa.com

AAMA Launches Certification Program 
for Commercial Window Installers
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time period for this batch range is lim-
ited to material manufactured between
March 10, 2010 and May 3, 2010.”

A follow-up letter signed by Viracon
president Greg Silvestri on June 18 stated,
“We have been heavily engaged in identi-
fying specific projects and customers
with suspect IG units so we can work to
ensure product safety and uphold our
customer service commitment. We have
inspected thousands of units within our
inventory and in customer supply as rec-
ommended by Dow Corning and, along
with Dow Corning’s investigation and re-
view, believe the scope of this issue has
been substantially narrowed.”

In addition, Viracon said its investi-
gation and testing “determined that IG
units for installation into four-sided
mechanically captured glazing systems
need not be inspected for micro bub-
bles and may be installed.”

Glazing contractors around the coun-
try found themselves asking questions
about how they might be affected by
potential problems with IGUs using the
affected batches.

According to one contract glazier,
who spoke on condition of anonymity,
“I have no idea based on the informa-
tion provided if this is a major concern
for Viracon and Dow … Nowhere in the
documentation that was sent to us do I
find a statement that tells anyone what
may or may not result from the use of
what is, for all practical purposes, being
referred to as defective sealant. Will the
units fail prematurely? Will they come
apart? Or do they just look bad?”                                                                                                                     

Neither Dow nor Viracon has re-
leased information as to the total num-
ber of installed projects have been
affected, or whether the sealant has
been used in structurally glazed appli-
cations, which could pose a safety risk. 
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ACCESS HARDWARE SUPPLY 
Phone: (800) 348-2263 
Fax: (800) 435-8233 
www.accesshardware.com

Access Hardware Supply 
is your one source for  
Adams Rite 

We key into our customers  
needs to unlock the mysteries.

UltraLine electric strikes by Adams Rite feature 
an adjustable stainless steel split-jaw design with 
over 2400 lbs. of holding force. They can release 
electrically with up to 30 lbs. of door “preload,”  
and a single solenoid operates on 12, 16, and 24  
volt AC/DC. 

For Adams Rite or other products from leading 
hardware manufacturers, call Access Hardware 
Supply. Our team has the knowledge base, industry 
experience and extensive inventory to help you 
select the right products for your applications. 

The Top 20 General Contractors in 
Domestic General Building Revenue (in $ million)
McGraw Hill Construction has released its list of the top general contractors,
based on 2009 domestic revenue.      
2009 Rank Firm 2009 Total 2008 Total (Rank)

1 Turner Corp. 6,898.8 8,932.4 (1)
2 Tutor Perini Corp. 4,033.9 5,082.0 (3)
3 Clark Group 3,774.3 3,724.9 (6)
4 Skanska USA 3,398.8 4,042.8 (4)
5 Balfour Beatty US 3,345.8 2,244.9 (12)   ■

Source: McGraw Hill Construction
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SolarWatch
company news

Dyesol and Pilkington North America
Form Joint BIPV Venture

The collaboration between Dyesol
Inc. and Pilkington North Amer-
ica has resulted in the formation

of a new company, DyeTec Solar (DTS).
The new company will be located in
Toledo, Ohio, near Pilkington’s corpo-
rate research and development center.
The two companies began collaborat-
ing earlier this year (see April 2010
USGlass, page 48, for related story).

The new company will develop and de-
liver a standard technology platform
(STP) solution for mass manufacture of
building integrated photovoltaics (BIPV)
and automotive integrated photovoltaics
(AIPV), as well as interior PV generating
glass-based products, powered displays
and security devices. The STP is a con-

figurable manufacturing equipment set
and related processes that are designed to
leverage optimized transparent conduc-
tive oxide (TCO) glass and dye solar cell
(DSC) materials from Pilkington and
Dyesol, respectively, and enable down-
stream suppliers in the global glass mar-
ket to mass manufacture high-perform-
ing DSC-TCO glass-based products.

“It is rare opportunity to participate in
a partnership where our corporate in-
terests are so well aligned and focused,”
says Marc Thomas, Dyesol’s chief exec-
utive officer. “DTS will leverage Pilking-
ton and Dyesol’s long established R&D
and manufacturing resources, which
represent thousands of man years of ex-
pertise in glass, TCO and DSC.”

According to information from DTS,
BIPV represents the single largest mar-
ket for DSC and TCO products, followed
closely by AIPV. Where most PV tech-
nologies work well while facing the sun,
DSC-based products allow all sides of a
building to be electrically productive and
capable of producing power all day, every
day, even in less than ideal conditions.

“The unique technologies from the
shareholders will allow DTS to develop
new products that truly enable the
BIPV market to become a reality, while
providing pull through sales for TCO
glass and DSC for the owners,” says
William McCreary, the founding chair-
man of DTS. “The leadership of DTS
will come from key members of each
shareholder, who represent several hun-
dred years of experience in the specific
technologies, as well as commercializ-
ing entrepreneurial start-ups.”
❙❙➤ www.pilkington.com
❙❙➤ www.dyesol.com 

Saint-Gobain to 
Build a Second PV 
Plant in Germany

As part of its solar power growth
strategy, Saint-Gobain in France has
announced that its subsidiary, Avancis,
will be building a new plant to produce
photovoltaic (PV) modules to cover the
roofs of residential, industrial and com-
mercial buildings as well as solar plants.
This industrial site will be located in
Torgau, Germany.

This new plant will be Avancis’ sec-
ond German facility manufacturing
thin-film CIGS PV panels. The new
plant is expected have a production
output of 100 MWp/year. The company
plans to have the site on-stream by the
first quarter of 2012.
❙❙➤ www.saint-gobain.com   ■

research news

PPG Reports Advances in 
Solar Mirror Development  

P ittsburgh-based PPG Industries has reported advances in solar mirror
development for concentrated solar power (CSP) applications, including
improvements in solar mirror reflectance performance of up to 1-per-

cent after heat treatment; production of flat solar mirrors as large as approxi-
mately 89 by 126 inches on standard production equipment; and formulation
of a lead-free encapsulant that prevents solar mirrors from degrading and los-
ing reflectivity in accelerated testing.

These advancements were detailed in a progress report to the U.S. Depart-
ment of Energy (DOE) on a three-phase contract to enhance and commercial-
ize large-area mirror technology. 

PPG said it has developed mirror technology that enables fabricators to pur-
chase large-area “pre-silvered” mirrors, cut them to desired size and subject
them to heat treatments such as tempering, bending and heat-strengthening.
According to information from the company, this is not possible with conven-
tional “wet-silver” mirror technology. 

Funding from the DOE contract began in 2008 and is expected to continue
through 2011. 
❙❙➤ www.ppgsolarphire.com 
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FinancialFlash

Architectural Segment Revenues 
Decline for Apogee in First Quarter 

For the first quarter of fiscal 2011
Apogee Enterprises in Min-
neapolis reported that its archi-

tectural segment revenues declined 24
percent, with an operating loss of $8.6
million. The segment—which includes
Viracon, Harmon Inc., Wausau Window
& Wall Systems, Linetec and Tubelite—
also reported backlog of $214.9 million
at the period’s end, compared to $310.0
million in the prior-year period and
$227.5 million at the end of fiscal 2010. 

“As we expected, fiscal 2011 started
out to be extremely challenging due to
the tough commercial construction
market conditions,” says Russell Huffer,
Apogee chair and chief executive offi-
cer. “Our strategy to manage our busi-
ness over a cycle has allowed us to
establish a strong balance sheet, with
cash on hand. This positions us well
during these difficult markets.

“Architectural segment revenues
were down comparable to our mar-

kets served, which have been im-
pacted by tight commercial real estate
credit and depressed employment lev-
els,” he adds. “First-quarter architec-
tural segment losses were the result of
low pricing and low volume, although
our manufacturing operations and in-
stallation project execution per-
formed well.

“Although fiscal 2011 will be difficult
for our architectural businesses, we are
well positioned financially; have lead-
ing products, services and brands; and
remain focused on operational and
strategic initiatives to strengthen our
business for the rebound in our mar-
kets,” Huffer says. 

When compared to the prior year re-
sults, first quarter results for Apogee’s
architectural products and services
segment saw revenues of $126.4 mil-
lion, down 24 percent, as well as an
operating loss of $8.6 million, com-
pared to income of $10.8 million the
year before. Although bidding activity,
which continues to be driven by insti-
tutional work, is starting to grow, bid-
to-award timing remains slow,
according to the company. The com-
pany expects approximately $160 mil-
lion, or 74 percent, of its backlog to be
delivered in fiscal 2011, and the re-
mainder in fiscal 2012. 

Also in its results, Apogee reports
that company-wide revenues of $143.0
million were down 21 percent and an
operating loss of $6.1 million, com-
pared to earnings of $11.7 million. Loss
from continuing operations was 13
cents per share, versus earnings of 27
cents per share. Cash and short-term
investments totaled $69.6 million, com-
pared to $102.6 million at the end of the
fiscal 2010. 
❙❙➤ www.apog.com    ■

Apogee Enterprises Consolidated 
Condensed Statement of Income (Unaudited)
In thousands of dollars, except for per share amounts 

13 Weeks 13 Weeks
Ended 5/29/10 Ended 5/30/09 % Change

Net sales $143,028 $180,851 -21% 
Cost of goods sold 124,192 139,408 -11% 
Gross profit 18,836 41,443 -55% 
Selling, general and 
administrative expenses 24,977 29,753 -16% 
Operating (loss) income (6,141) 11,690 N/M 
Interest income 318 230 38% 
Interest expense 140 172 -19% 
Other income, net 39 29 34% 
(Loss) earnings before 
income taxes (5,924) 11,777 N/M 
Income taxes (2,445) 4,257 N/M 
Net (loss) earnings ($3,479) $7,520 N/M 
Net (loss) earnings 
per share – basic ($0.13) $0.27 N/M 
Average common 
shares outstanding 27,638,163 27,388,713 1% 
Net (loss) earnings 
per share – diluted ($0.13) $0.27 N/M 
Average common and 
common equivalent 
shares outstanding 27,638,163 27,649,526 0% 
Cash dividends per 
common share $0.0815 $0.0815 0% 
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U.S. Aluminum,
AGC form Alliance

Distribution&Production

United States Aluminum and AGC Glass Co. - Building
Products Fabrication Division have announced a new
strategic alliance that they say will strengthen each

company’s position in the commercial glazing industry. In the
alliance, United States Aluminum will provide AGC with
storefront, entrance systems and specialty systems (e.g. blast,
hurricane impact), while United States Aluminum will rep-
resent various AGC glass products in certain markets.

“The alliance is an opportunity for both companies to ex-
pand their sales reach,” says Jim Cenname, United States
Aluminum’s executive vice president. “Both companies have
strong sales coverage and distribution networks in North
America that will benefit from our combined resources.”

Steve Micheli, AGC Fabrication Division vice president,
adds, “This program will strengthen our product portfolio
and help us to drive our goal of becoming the preferred fab-
ricator and solutions provider to our customers. It is a great
opportunity to leverage the expertise and presence of the
two organizations across the value chain.”
❙❙➤ www.usalum.com
❙❙➤ www.afgglass.com

Dorma, Sentech Form 
Distribution Partnership

Dorma Glas in Millersville, Md., has partnered with Sen-
tech Architectural Systems, an Austin, Texas-based firm that
specializes in pre-engineered systems for custom structural
glass applications. Sentech will serve as a U.S. distribution
arm for structural glass hardware manufactured by the
Dorma Glas division. The Sentech team will be using
Dorma’s structural glass systems to design, develop and test
custom solutions and new structural glass technologies. 

“About two-and-a-half years ago we decided we wanted to
distribute our structural glass hardware products in the
United States, which [Dorma] had already been doing in Eu-
rope,” says Scott Welch, manager, product marketing and sales
operations for the Dorma Glas division. “We knew that we
couldn’t distribute this type of product in the same way as
our other products because of its engineering requirements.”

The partnership is being promoted as Dorma Structural
Glass Systems by Sentech.

“We act as the hardware manufacturer and design arm
for the United States while they provide the distribution and
engineering expertise in the United States,” Welch says.
❙❙➤ www.dorma-usa.com    ■
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UV-Bonding

Bohle America, Inc. · 10924 Granite Street · Suite 200
Charlotte, NC 28273 · T +1 877 678 2021 (toll free)

sales@bohle-america.com 

www.bohle-america.com
Visit us at GlassBuild 2010 in 

Las Vegas, September 14-16

Everything for the Perfect Bond
The world´s largest glass bonding program from Bohle covers

the entire spectrum from pre-treatment to fixation to the 

bonding process itself and curing.

Don’t take a risk. Choose UV-bonding technology 
you can trust!

Top quality fixation aids made in
Germany

Comprehensive range of adhesives
for all requirements

Specially developed hand lamps 
and fluorescent tube lamps

Wide range of UV-bonding 
hardware for numerous applications

Discover our FREE

Training Program

with Master Glazier

“Big Frank”!
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E. Berkowitz LP (JEB) hosted
a ceremony June 23 at its fa-
cility in Pedricktown, N.J., cel-
ebrating the full start-up of its
new 7,200-panel rooftop solar

array. The panels cover the expanse of
the company’s 180,000-square-foot
plant roof and are expected to produce
more than 2 million kW hours of elec-
tricity per year and save approximately
25 percent of the manufacturing plant’s
electric power expense annually.

In an exclusive interview with USGlass,
JEB president Arthur Berkowitz ex-
plained that the concept began in 2009.
The company took into consideration the
federal government’s American Recovery
Act program (ARRA), which provides a
30-percent grant within 90 days of com-
missioning the solar installation, as well
as the State of New Jersey solar renewal
energy certificates (S-RECs) program
when deciding to undertake the more
than $7 million project. 

Celebrating
the Sun 

J.E. Berkowitz Inaugurates
New Rooftop Solar System

T ips  for  So lar  Ins ta l lat ion

by Megan Headley

J.
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Arthur Berkowitz, president of J.E. Berkowitz LP, has a few pieces of ad-
vice to offer other companies considering solar power based upon his re-
cent experience: 

�Know your consumption of electric.

� Learn about your state’s S-RECs.

�Evaluate your bank. “You have to understand that the banks in
United States are not particularly knowledgeable in solar financing—it’s
a new market to them,” Berkowitz said. 

�Consider your location. “We did a study based on a 30-year his-
tory of weather patterns,” Berkowitz said. “It says we can expect about
185 days of sun per year.” 

�Consider your facility and roof. “Remember you’re putting a
huge amount of weight on the roof,” Berkowitz said. While JEB’s build-
ing, erected just three years ago, was prepared for the load, he noted,
“A lot of people get into this with older buildings and they spend as
much money reinforcing the roof as the actual installation.”
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“Given the fact that we’re a huge user
of power, the state of New Jersey has
very attractive SRECs and the ARRA
had this grant, we began to do a
study—we hired a consultant, began to
interview a series of contractors and
looked at two approaches to be in the
solar business,” Berkowitz said.

Those approaches include using a
power purchase agreement (PPA), or es-
sentially leasing the system. “It’s attrac-
tive if you don’t have the financing to do
it, but ultimately the payback is not there,”
Berkowitz said. Instead JEB purchased
their system, an option, he added, that
“has a much more aggressive payback.”

Concept to Completion 
After an extensive interview process,

the company went with Ray Angelini
Inc. (RAI), a contractor based in New
Jersey that has tackled some of the
state’s larger solar installations. “We felt
comfortable that he had the resources

and the wherewithal,” Berkowitz said.
“Ultimately we buy the panel and we
would buy the inverters, and they’re
pretty much a given—it’s all about the
installation. You don’t want to go with
someone who’s learning the process.”
Part of the importance JEB placed on
having an experienced installer came
down to the fact that RAI is responsible
for maintenance of the panels through-
out the life of the building. 

RAI elected to use solar panels manu-
factured by Sharp Corp., which has man-
ufacturing facilities in Memphis, Tenn.

“We felt that since the funding is
coming from the federal government
and the state of New Jersey, if this panel
is efficient and if the cost was compet-
itive, then [a U.S.-made panel] is the
route we wanted to go,” Berkowitz said. 

Once permitting and engineering
studies had been completed, site work
began on January 22, 2010. JEB oper-
ated as usual during the installation.

“There were a couple weekends where
we had to shut off all our power while
they were doing hook-ups, but there
was zero impact on our operations,”
Berkowitz said. Despite delays that in-
cluded record-breaking snowstorms
and hurdles thrown out by the electric
company, the company completed the
installation on April 16. 

That last hurdle, Berkowitz ex-
plained, was an additional study re-
quested by the electric company as the
installation neared completion. “This is
such a large install that the power com-
pany was concerned about the impact
of this amount of power being sent
back to the grid,” Berkowitz said. “They
were used to people with small homes
or stores that had 20 to 30 panels on
them. This is a 1.7 mW system.” 

Although the study delayed the full en-
ergizing of the system by several weeks, it

continued on page 26

At left: During the company’s solar
celebration, Arthur Berkowitz also thanked
the internal solar team made up of his father
Ed Berkowitz, CFO Dave Byruch and project
manager George Smith.

Below: JE Berkowitz’s 7,200-panel rooftop
solar array was fully energized on May 20.
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ultimately showed that the inverters and
system would have no detrimental effect
on the local utilities. On May 20 all eight
inverters were fully energized. 

Ongoing Initiatives 
The installation of solar panels is part

of an ongoing environmental program
for the company. Now that the solar array
is on, the company is considering its next
steps in green manufacturing. “We’ve
looked at co-generation, but did not go
forward at this point,” Berkowitz says. “We
could do so somewhere in the future.” 

George Smith, who acted as project
manager on the solar installation and
leads other green initiatives, explained,
“We put in skylights in the plant to get
natural daylight during our main shift.
We also put in a daylight harvesting
system, which operates the lighting—
T5 fixtures that are in themselves en-
ergy-saving—out in the plant. Daylight
harvesting takes the light from the sky-
lights and the side windows into con-
sideration into how many tubes within
the light fixtures really need to be on.” 

The company also has added a re-
verse osmosis system for efficient water
treatment in the facility, as well as ac-
tions such as recycling in the office and
using green cleaning materials. 

Is more solar in the future for JEB?
Berkowitz says the company may look
to further power its facility by the
sun—but won’t be commercializing its
own systems anytime soon. 

“We’ve looked at building integrated
photovoltaics, and it’s got some years to
go,” he says. “There’s just no payback on
it, it’s wildly expensive and it’s limited
to the amount of surface area where you
can use it. We don’t see it as a business
opportunity. This was really an asset for
our facility to lower energy costs.”   ■

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

Celebrating
the Sun 
continued from page 25
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B
efore we design with glass, we
must first understand the ma-
terial with which we are trying
to design. Glass is a very strong,

yet very unpredictable material. The
smallest imperfection on the surface or
edge of the glass can greatly affect its
performance. There can be great varia-
tions in glass strength based on test re-
sults of supposedly identical specimens
due to this fact. Materials such as con-
crete or steel generally are more reliable
and predictable with respect to test re-
sults designed to determine their

strength. They also have clear guide-
lines as to their allowable stress. With
glass, the allowable strength varies de-
pending on its application. The allow-
able strength of glass is based on a
probability of breakage in its intended
use and safety concerns associated with
its failure. According to American Soci-
ety of Testing and Materials’ (ASTM)
reference standard E1300, Standard
Practice for Determining Load Resist-
ance of Glass in Buildings, the generally
acceptable failure rate for architectural
glass in non-hazardous locations or ap-

How to Design Safely with Glass for Today’s Threats
by Rick De La Guardia

Tests for impact resistance outlined in ANSI Z97.1 are based on an energetic
teenager weighing 100 pounds running into a glass panel at full speed.
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plications is eight broken glass lites in
one thousand combined with a factor
of safety of between two and three. 

However, that probability of failure
and factor of safety can change based
on the risk involved in a particular ap-
plication and its intended use. A large
aquarium window or glass railing, for
example, should be designed to have a
lower probability of failure and higher
factor of safety associated with its de-
sign than, say, a large picture window
on the first floor of an office building.   

Reading the References
Safely designing with glass depends

not only on understanding the material
itself but the reference standards, build-
ing codes, intended use, selection
process, product specifications, design
review and installation and inspection
processes and procedures. The gener-
ally accepted reference standard speci-
fied in most building codes for the
design of glass is ASTM E1300. This
standard provides the maximum uni-
formly distributed load that a glass
specimen can safely withstand based
on a laundry list of parameters, includ-
ing glass type, thickness, its aspect ratio
(long dimension divided by short di-
mension), load duration, intended use,
boundary or support conditions and
probability of failure. Compare this de-
sign method to steel or concrete design,
with respective code-referenced stan-
dards American Institute of Steel Con-
struction (AISC) and American
Concrete Institute (ACI). These stan-
dards provide an allowable stress to

compare to the stress imposed on the
member or material based solely on ra-
tional analysis. 

As you can see, designing safely with
glass is much more complicated than
designing with the other building ma-
terials in the market today. Now throw
in the fact that ASTM E1300 has its lim-
its and that it is up to the designer to
understand those limitations. Design-
ers must piece together and interpret
other resources and references, of
which, in my opinion, very few quality
ones exist—with the exception of the

Glass Association of North America’s
(GANA) Glazing Manual and Lami-
nated Glazing Reference Manual, among
others. Now you begin to understand
why glass is so misunderstood and
complicated to work with outside of
normal parameters.  

ASTM E1300 is intended for use in
uniform loading conditions involving
wind, snow and dead load applications
of glass only. Section 1.2 of E1300
reads:

There is a misconception that impact-resistant glass is
not supposed to break under loading or impact. Impact

glass is designed to withstand large uniform loads
without breakage but it also is designed to take an

impact and break—but not allow the wind-borne debris
or missile to penetrate the envelope. 

Flood Mitigation 
Designing glass and glazing systems for flood mitigation is barely in its in-

fancy, if not still in the conceptual stage. Protection is limited to only a few
feet of water. Most designs for flood mitigation incorporate rather bulky and
unattractive barriers or submarine type-metal doors. The Federal Emergency
Management Agency (FEMA), through its publications FEMA 55, Coastal Con-
struction Manual: Principles and Practices of Planning, Siting, Designing, Con-
structing, and Maintaining Residential Buildings in Coastal Areas, and FEMA
Technical Bulletin 3-93, Non-Residential Floodproofing-Requirements and
Certification, offers the designer a wealth of information regarding the design
loads required to properly design for flood mitigation. The loadings include: 
• hydrostatic pressure—the force applied to the structure from standing flood

waters using the base flood elevation as the design height, which depends
on where the structure is located. This information can be obtained from
local flood insurance rate maps (FIRM); 

• hydrodynamic pressure—the force applied on the structure by the moving
flood waters using the velocity of the flood waters as obtained from FIRM; 

• wave action—loading due to the crashing of the flood waters on the struc-
tures near the coast; and 

• impact—loading based on a downed tree log 1-foot in diameter weighing
500 to 1,000 pounds, carried by the flood waters and hitting the structure
at the flood velocity. 
Once again, the resources for the design of glazing for this application are

extremely limited and it is up to the designer to use his or her engineering
judgment. 

continued on page 30
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This practice applies to vertical
and sloped glazing in buildings for
which the specified design loads
consist of wind load, snow load
and self-weight with a total com-
bined magnitude less than or
equal to 10 kPa (210 psf). This
practice shall not apply to other
applications including, but not
limited to, balustrades, glass floor
panels, aquariums, structural glass
members and glass shelves.
If you look closely at the partial list

of applications that are not covered by
the standard, you’ll see that designers
basically are on their own when it
comes to dealing with glass in the most
hazardous conditions—which are pre-
cisely the areas that require the most
guidance. Some publications, notably
GANA’s Glazing Manual, do provide an
allowable stress for these conditions.

Still, this usually is not a precise value,
but rather a stress range depending on
the particular application and conse-
quence of failure.   

The Right Application
The intended use of glass and appli-

cation type will affect the glass selec-
tion process greatly. The glass products
that protect our buildings and homes
are a very important link in the overall
protection of the building envelope. The
building envelope is the first line of de-
fense in a hazardous event, and glass
often is the first material that is put to
the test during a storm. The glass must
be strong enough to preserve the in-
tegrity of the building envelope and
transfer the forces exerted on it by the
design loads to the products that sup-
port it—all the way to the main build-
ing structure. Any failure in that link

can have a catastrophic affect on the
building’s inhabitants and contents. We
have seen many examples of this fail-
ure in the past few years, especially
when it deals with windloads and
wind-borne debris.

Today’s threats are ever-increasing in
scope and magnitude and come in the
form of natural and manmade hazards.
Hurricanes are a frequent threat to
glass and the building envelope, and
therefore you will see more literature
and focus on this type of threat than
other hazards. However, with the in-
creasing threat of terrorism, a different
form of threat—ballistics and blast—
is gaining considerable attention. We
also have been reminded, by the catas-
trophe of Hurricane Katrina and, more
recently, by the events in Nashville, that
flood loads cannot be ignored.  

Safety glass also is not limited to pro-
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Miami-Dade County, Fla., is known for rigorous hurricane-resistant
tests. The large missile impact test requires glass products to remain
operable after being struck by a 2 x 4 launched out of a laser-guided
canon at a speed of 50 feet per second.

continued from page 29
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tecting building inhabitants or its con-
tents. There are municipalities on the west
coast of Florida that require “turtle
friendly” glass that is not allowed to reflect
too much light so that turtle hatchings
don’t migrate toward the street instead of
toward the moonlight and ocean. 

Hurricane Safety
Safety glazing, as it pertains to hur-

ricane mitigation, has come a long way.
We have advanced greatly in the design
of safety glass to protect us and our
property from damage due to wind and
wind-borne debris. 

Impact-resistant glass is actually a
combination of the three basic glass
types and a laminate film or resin (in-
terlayer) that bonds them together. The
three basic glass types are annealed,
heat strengthened (twice as strong as
annealed) and tempered (four times as
strong as annealed). Impact-resistant
glass is created when any combination
of the three basic glass types are
bonded together with an interlayer that
keeps the glass in place should it break.
There is a misconception that impact-
resistant glass is not supposed to break
under loading or impact. While it is

true that impact-resistant glass is de-
signed to withstand large uniform
loads without breakage, it also is de-
signed to take an impact and break—
but not allow the wind-borne debris or
missile to penetrate the envelope. 

In Miami-Dade County, Fla., home of
arguably the strictest glass and glazing
codes in the country, there exist three

test protocols by which test procedures
are based (TAS 201, 202 and 203). These
test protocols are designed to subject the
building products, including the glass,
to uniform load, impact, cyclic, water
and air infiltration tests. A product can-
not be sold in the state of Florida with-
out first passing these rigorous tests and
obtaining a notice of acceptance. One of
the impact test criteria (large missile)
actually is a 9-foot-long, 9 pound 2-by-
4 wood specimen launched out of a
laser-guided canon at a speed of 50 feet
per second to impact the glass or prod-
uct three times. The glass or product
must still be operable and protect the
building envelope after impact and sub-
sequent windload cycling. 

Blast Resistance 
The design of glass for blast mitigation

has gained considerable attention lately
from storefront and window wall manu-
facturers. The standard for design of
glazing systems for this type of threat is
the ASTM standard F1642, Standard Test
Method for Glazing and Glazing Systems
Subject to Airblast Loadings. The primary
design criteria for blast mitigation is per-

Designing safely with glass depends on an understanding of the material itself,
as well as a thorough understanding of reference standards, building codes,
intended use and many other considerations.

continued on page 32
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Resources
Looking for more information? Check out the following references: 

• ASTME1300, Standard Practice for Determining Load Resistance of Glass
in Buildings – standard with general information for glass loads;

• ASTM F1642, Standard Test Method for Glazing and Glazing Systems Sub-
ject to Airblast Loadings – standard for designing for blast mitigation; 

• ANSI Z97.1, Glazing Materials Used in Buildings, Safety Performance Spec-
ifications and Methods of Test – test method and safety performance
specification for designing with glass in hazardous locations;

• 16 CFR 1201, Safety Standard for Architectural Glazing Materials – test
method and federal standard for designing with glass in hazardous locations; 

• FEMA 55, Coastal Construction Manual: Principles and Practices of Plan-
ning, Siting, Designing, Constructing, and Maintaining Residential Build-
ings in Coastal Areas and FEMA Technical Bulletin 3-93, Non-Residential
Floodproofing-Requirements and Certification – technical information for
designing for flood mitigation; 

• Glass Association of North America’s Glazing Manual – resource with gen-
eral and specific glazing guidelines; and

• Glass Association of North America’s Laminated Glazing Reference Man-
ual – resource on laminated glass with technical data and installation
guidelines. 
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formance of a proper threat assessment
and determination of the blast protection
zone for a particular threat level or type of
threat. It is obvious that for certain blast
magnitudes there is very little that can be
done to protect the structure itself, much
less the glass.  

Reflection Issues 
Human and building content safety

are not the only consideration one must
adhere to when endeavoring to safely
design with glass. As development
along the along the west coast of
Florida has increased, it was observed
that sea turtle hatchlings, who instinc-
tively follow a light source into the sea,
were distracted from the reflection of
the moon and stars on the surface of
the sea. Instead, the hatchlings were
confused by the street lights and trans-
mission of the business lights through
storefront windows and condominiums
along the shore and would mistakenly
make their way to the street, facing al-
most certain death. Once this situation
was discovered, a law was implemented
that led to the Florida Model Lighting
Ordinance for Marine Turtle Protection
whose purpose and intent is: 

… to implement Section 161.163,
Florida Statutes, which requires
the department to designate
coastal areas utilized, or likely to be
utilized, by sea turtles for nesting,
and to establish guidelines for local
government regulations that con-
trol beachfront lighting to protect
hatching sea turtles. This rule is in-
tended to guide local governments
in developing ordinances which
will protect hatchling marine tur-
tles from the adverse effects of ar-
tificial lighting, provide overall
improvement in nesting habitat
degraded by light pollution, and
increase successful nesting activ-
ity and production of hatchlings.

The ordinance requires that:
Tinted glass shall be installed on
all windows and glass doors of sin-
gle or multi-story structures

within line-of-sight of the beach.
The ordinance further defines tinted
glass as:

… any glass treated to achieve an
industry-approved, inside-to-
outside light transmittance value
of 45% or less. Such transmittance
is limited to the visible spectrum
(400 to 700 nanometers) and is
measured as the percentage of
light that is transmitted through
the glass.

Hazardous Locations 
Non-building envelope glazing prod-

ucts also must be considered when de-
signing glass with safety in mind. Aside
from protection from natural or man-
made hazards, one must consider the
use of glass located in hazardous loca-
tions (glass in guards, overhead appli-
cations, doors, windows with a
significant drop on the other side, etc.).
The impact loads associated with such
products are usually of a human kind.
The safety glass standard that covers
this type of design is published by the
American National Safety Institute
(ANSI) reference standard Z97.1, Glaz-
ing Materials Used in Buildings, Safety
Performance Specifications and Meth-
ods of Test (see June 2010 USGlass, page
42 for more information). ANSI Z97.1
actually is based on an energetic
teenager weighing 100 pounds running
into a glass panel at full speed. The
equivalent force of that impact is deter-
mined to be 400 foot-pounds, which
must be resisted by the glass. There is
another safety glass standard published
by the Consumer Product Safety Com-
mission (CPSC), reference standard 16
CFR 1201, Safety Standard for Architec-
tural Glazing Materials. You can
learn more about the two docu-
ments from the GANA glass infor-
mational bulletins GANA 03-0609
titled “Differences Between Safety
Glazing Standards,” available at
www.glasswebsite.com. It is inter-
esting to note that the design of
this type of glass is not covered

under the glass standard ASTM E1300.  
For information on glass in

balustrades, aquarium glass and struc-
tural glass, refer to the technical re-
sources of professional associations
and manuals such as the GANA Glaz-
ing Manual.     ■

R i c k  D e  L a  G u a r d i a
is president of DLG
Engineering Inc. Mr. De La
Guardia’s opinions are solely
his own and not necessarily
those of this magazine. 

Designing for Safety 
So what are the first steps to

safely design with glass for today’s
ever-increasing threats, both natu-
ral and man-made? Ask yourself
the following questions, the an-
swers to which will lead you in the
right direction:
• KKnow Your Product: What type of

glass are you working with? What
are the strengths associated with
the type you have chosen (an-
nealed, heat strengthened, tem-
pered, laminated, insulating,
laminated-insulating)?   

• KKnow Your Application: Are you
designing for a hazardous loca-
tion? What are the conse-
quences associated with
failure? What are the accepted
probabilities of breakage and
factors of safety for that particu-
lar application? What hazard are
you designing for?

• KKnow The Code, Standards And
Resources:  What edition of the
standard does the code spec-
ify? Does the standard apply to
the type of application you are
proposing? 

• KKnow Your Location: Are you in
an area that requires design for
wind borne debris? Are there
any local ordinances that affect
the design or selection of glass?

continued from page 31
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A
lthough the nation’s economy is
showing signs of recovery, failed
construction projects continue to
plague our communities and make

headlines. What do you do when a project
goes broke? 

Do Your Homework 
Before Taking the Job

The best way to prepare for the potential
failure of a project is to carefully plan for it.
Although one hopes that every job goes well
and ends in success, planning for a potential
failure is like having insurance—it’s the best
investment that you hope you’ll never need.  

Before accepting a new job or a purchase
contract—especially if the job involves sig-

nificant upfront costs—thoroughly check
the business reputa-

tion and creditwor-
thiness of the

potential cus-
tomer or con-

tractor. An
ef fe c t ive

w a y

to do this is to engage in a process similar to
one that a bank or lending institution would
go through when considering an application
for credit; after all, in most situations, you are
being asked to extend credit in the form of ad-
vancing goods and services prior to getting
paid. Thus, it makes sense to adopt procedure
similar to that of any other lending entity.

A preliminary search of Dun & Brad-
street (www.dnb.com/us/) can provide you
with what is effectively a credit report for
most businesses. The report may include a
company’s credit and payment history, no-
tice of any outstanding liens, as well as fi-
nancial projections and credit limit
recommendations based on the company’s
profile as compared to other companies of
similar size, industry and credit usage. If
your end-user happens to be an individual,
a similar report can be obtained through
any of the popular credit reporting services
(Equifax, TransUnion or Experian).

Properly Allocating Risk
Once you have determined the relative

financial strength of your customer or
contractor, you can then determine the

best way to allocate the risk related to
the possibility of non-payment dur-

ing the course of the
project in
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order to minimize your risk. The pay-
ment terms and conditions that you em-
ploy can be based on the financial
strength of your customer and may be
altered during the course of your rela-
tionship once the customer develops a
satisfactory payment history.  

Perhaps the most effective way to en-
sure timely payment, at least for new
customers that are not well-established
or for existing customers facing finan-
cial difficulties, is to require payment
for goods and services at the time they
are rendered or delivered. In appropri-
ate circumstances, goods and services
may be paid for in advance.  

Another method of protecting one-
self against unnecessary credit risk is to
require that goods or services be guar-
anteed by a parent company or some-
one involved in the project with
sufficient assets to pay for services ren-
dered in the event that the customer or
contractor defaults on payment. A pay-
ment guaranty is a particularly useful
device when dealing with start-up
companies or special purpose entities
that have been set up to run a particu-
lar project and hold little or no assets.
The guaranty can be unconditional, ab-
solute and irrevocable, or subject to cer-
tain conditions. The attractive feature
of the guaranty is that, under most cir-
cumstances, the guarantor may not
avail itself of any defenses available to
the party (i.e. the customer or con-
tractor) for whom it has guaran-
teed the obligation. Accordingly,
if after the delivery of goods or
services the customer

claims you have breached your shared
agreement, the guarantor must, in most
circumstances, nonetheless pay the ob-
ligation and the customer must reserve
the fight against you for another day.
This feature also serves as a deterrent
against particularly litigious customers. 

Similar to a guaranty, a letter of credit
is a contractual agreement substituting
the credit of an issuing bank for that of a
customer for purposes of facilitating a
trade. With a letter of credit, you—as the
contractor or supplier—would have a
right to seek payment directly from the
issuing bank in the event that the con-
tractor or guarantor defaulted in its pay-
ment obligation to you. The bank’s
payment is not subject to offset or de-
fense and a letter of credit is payable
upon presentment to the issuing bank,
generally with an accompanying state-
ment that the underlying obligor has de-
faulted in its payment obligations to you.  

The terms of letters of credit are ne-
gotiable and can be structured for a
short-term guaranty of a single project
or a long-term relationship with a cus-
tomer. The issuing bank essentially
agrees, in the event of a default in pay-
ment to you, to loan the defaulting

party the
a m o u n t
needed to

cure the de-
fault. As such, the

customer supplying
you with a letter of

credit will likely incur
certain costs with the
issuing bank, which
should be considered
and taken into account
to ensure that you do not
bear the burden of those
costs.

Level the Playing Field by
Negotiating Your Contract

Once you have agreed on the me-
chanics of how to minimize your credit
risk, you should look carefully at the
terms of the purchase order or contract
that you are being asked to sign in con-
nection with the project. As a general
rule, form construction contracts and
purchase orders (such as those com-
monly used in the trade and provided
by the American Institute of Architects)
usually are biased toward the interest of
the owner. A supplier or vendor should
pay careful attention to the terms and
provisions of the contract and negoti-
ate a more level playing field that will
govern the relationship of the parties.
This is particularly true in a down
economy or when dealing with special-
ized or unique goods and services be-
cause, in such circumstances, the
strength of a supplier to negotiate bet-
ter terms increases.  

Perhaps the most significant part of
the contract or purchase order is the
provision or provisions regarding pay-
ment. First, review them carefully to en-
sure that any previously negotiated
arrangements, such as payment before
delivery, guaranty or letter of credit are
adequately covered in the document.  

Second, review clauses relative to
when payment will be made to you. In
particular, avoid “pay if paid” clauses
that are popular in many form con-
struction contracts. A “pay if paid”
clause essentially provides that a con-
tractor will have no obligation to pay
any amount to a subcontractor (or ven-
dor or supplier) for which a correspon-
ding payment from the owner is not
received. Further, under a “pay if paid”
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Real Estate Boom
Once you have determined the relative financial strength of your 
customer or contractor, you can then determine the best way to 
allocate the risk related to the possibility of non-payment during 

the course of the project in order to minimize your risk. 
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clause, if a contractor is not paid by the
owner, the owner does not have an obli-
gation to pay the subcontractor, vendor
or supplier. This results in an in-
equitable shift of the contract risk to the
subcontractor and supplier. An example
of a “pay if paid” clause is as follows: 

The contractor shall pay the sub-
contractor for all properly com-
pleted portions of the work for
which the contractor receives pay-
ment from the owner within
seven (7) working days of receipt
thereof. The contractor shall have
no obligation, however, to pay any
amounts to the subcontractor for
which a corresponding payment
from the owner is not received, it
being the intent of the parties that
the risk of loss for the owner’s
non-payment shall be with the
subcontractor and the payment
by the owner is an absolute con-
dition precedent to the contrac-
tor’s obligation is to pay the
subcontractor.

The more preferable contract provi-
sion, often termed a “pay when paid”
clause, will require that the contractor
pay each subcontractor’s (or vendor’s or
supplier’s) progress payment or invoice
no later than a specified time from the
date that the contractor receives pay-
ment from the owner. Although the lan-
guage in each provision is similar,
courts have interpreted “pay when paid”
clauses to relate only to the timing of
payment and not to require payment
from the owner as a condition precedent
to receipt of payment. An example of a
“pay when paid” clause is as follows:

The contractor shall pay the sub-
contractor each progress payment
no later than seven (7) working
days after the contractor receives
payment from owner.

The language in the second example
is clearly preferable, and a vendor or
supplier should seek to have such lan-
guage included in any contract. 

Another contract clause that is re-

ceiving heightened focus in light of
today’s challenging economy is a clause
requiring the owner to provide ade-
quate assurance of payment. These
clauses are designed so that the owner,
throughout the course of the project, is
required to provide evidence that it is
able to continue to meet its financial
obligations to pay the amounts due
under the contract as they become due.
An example of such clause is as follows:

Prior to commencement of the
work, the contractor may request in
writing that the owner provide rea-
sonable evidence that the owner
has made financial arrangements
to fulfill the owner’s obligations
under the contract. Thereafter, the
contractor may only request such
evidence if (1) the owner fails to
make payment to the contractor as
the contract documents require;
(2) a change of work materially
changes the contract sum; or (3)
the contractor identifies in writing
reasonable concern regarding the

Construction after the Real Estate Boom
continued from page 35
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owner’s ability to make payment
when due. The owner shall furnish
such evidence as a condition prece-
dent to commencement or contin-
uation of the work or the portion of
the work affected by the material
change. After the owner furnishes
such evidence, the owner shall not
materially alter such financial
arrangements without prior notice
to the contractor.  

Another simple, yet effective tool is
to require interest payments at a pre-
scribed rate if payment is late. In addi-
tion to the interest payments,
provisions can be added that include
recovery of the cost of collection in-
cluding, where applicable, the cost and
expenses incurred in hiring attorneys
to pursue such payments.  

A final contract term that has be-
come more negotiated in recent times
is the provision relating to damages for

delays in the performance of work.
Often, due to financial concerns, the in-
ability to secure end-users for con-
struction projects or other
considerations, an owner will suspend
work under a contract or delay delivery
of certain goods and services. It is im-
portant, when reviewing contract pro-
visions, to ensure that the contract
adequately provides for additional
compensation to you in the event that
your cost of labor or materials increases
during the course of this delay. This is
especially important where goods
are subject to specific price volatil-
ity such as those made with petro-
leum and petroleum by-products
or metals that may fluctuate in
price on a daily basis.  

Although planning for failure of
a product may seem counterintu-
itive initially or not worth the
extra time and effort, by carefully
investigating customers prior to

entering into a contract or purchase
agreement, and with careful attention
to the terms and provisions thereof, you
can effectively limit your credit risk and
exposure and equitably shift the risk of
non-payment to others when appropri-
ate. However, even if one takes such
measures, unavoidable situations may
arise. The steps outlined in this article
will not keep the unavoidable from oc-
curring; however, they will ensure that
you are in the best position to deal with
them in the event they do.   ■

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

Harrison Segal & Lewis LLP. Their
opinions are solely their own and not
necessarily those of this magazine. 
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The International Code Council
(ICC) held its final action code
hearings May 15-23 in Dallas,

leading to several changes in how glass
is labeled, where it can be installed and
other issues. The approved updates will
be released as part of the 2012 version
of the International Codes, available in
April 2011, while some of those disap-
proved changes may return in the next
cycle of change proposals. 

FIRE-RATED GLAZING LABELS
Among the code changes that ICC

approved during the hearings was a
proposal that mandates, among other
things, how fire-rated glazing products
are to be marked (FS107). 

The proposal is the result of research
by ICC’s Code Technology Committee
(CTC) on the contentious topic of fire-
rated glazing marking (see August 2008
USGlass, page 32, to learn more on the
work leading up to this decision). 

New to the section is table 715.3, which
sets the procedure for marking fire-rated
glazing assemblies (see table below). 

In their reasoning in favor of the pro-
posed change, proponents Paul K. Heilst-
edt, PE, FAIA, representing the CTC, and
William F. O’Keeffe, representing SAFTI
FIRST, explained that the study group
consisting of fire-rated glazing manufac-
turers, code officials, architects and engi-
neers agreed that the existing markings
were causing confusion. “It was recog-
nized by the study group that the exist-
ing marking system, as those marks were
designated in product listings, was lead-
ing to fire protection products in appli-
cations not allowed by the IBC,” the code
change proposal stated. 

While the designations “W,” “OH,” “D,”
“DT,” “DH” and “XXX” used to mark
fire-rated glazing remain as they were
originally adopted in the 2004 code
cycle, the marking of fire-rated glazing
in fire door assemblies (D) are simpli-
fied, according to the proponents, by
deleting the NH designation (not hose
stream tested) and the NT designation
(not temperature rise tested). It is clar-
ified that those designations corre-
spond to test standards, not end uses. 

In addition, all text provision used to
define and relate test standards to mark-
ing designations were deleted in favor of
including all of the required marking
provisions in table form. This change is
intended to provide code officials with
easy access to the information needed
when inspecting installations, including
required marking designations. In con-
nection with this change, several
columns were added to tables 715.4 and
715.5. These additions specify the desig-
nations that officials will need to look for
when inspecting fire-rated glazing. 

The size limitation provisions starting
at 715.4.6.1 are re-written to eliminate
the use of “exception;” no substantive
changes to these provisions are intended.
The proponents also determined that
table 715.4 inadvertently omitted refer-
ence to 1 1⁄2 hour doors in shaft, exit en-
closures and exit passageway walls and
adds such a reference to the table. 

The change proposal also stated that
the marking provisions were written to
clarify “that fire protection rated glaz-
ing tested to NFPA 257 and used in
transoms and side lites in certain fire
barriers and corridor walls will also
have to be tested to NFPA 252 since
they are a part of a door assembly. Ac-
cordingly, these glazings are marked D-
H-OH-XXX.” 

Thom Zaremba of Roetzel and An-
dress, representing glass manufac-

Fire Test Standard Marking Definition of Marking

ASTM E119 or UL 263 W Meets wall assembly criteria.

NFPA 257 or UL 9 OH Meets fire window assembly criteria
including the hose stream test.

NFPA 252 or UL 10B or
UL 10C

DHT Meets fire door assembly criteria.
Meets fire door assembly “Hose
Stream” test.
Meets to 450º F temperature rise
criteria for 30 minutes

XXX The time in minutes of the fire
resistance or fire protection rating of
the glazing assembly

TABLE 715.3: MARKING FIRE-RATED GLAZING ASSEMBLIES
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turers, was a member of the CTC
study group. “We found that there was
a simple solution … I believe FS107
represents a significant advance;
where issues previously existing
among fire-rated glazing industry,
they have all come forward to support
this,” Zaremba told the panel during
the code hearings. He also noted that
this proposal had been unanimously
recommended for approval by the
committee.

MODIFYING THE INTERSECTIONS
Also approved to the IBC’s Fire

Safety section was a proposal that adds
a new exception to section 714.4 on
curtainwall/floor intersections (FS88);
it was approved as modified. The code
states currently: 

Where fire resistance-rated floor or
floor/ceiling assemblies are re-
quired, voids created at the inter-

section of the exterior curtain wall
assemblies and such floor assem-
blies shall be sealed with an ap-
proved system to prevent the
interior spread of fire. Such systems
shall be securely installed and
tested in accordance with ASTME
2307 to prevent the passage of
flame for the time period at least
equal to the fire resistance rating of
the floor assembly and prevent the
passage of heat and hot gases suffi-
cient to ignite cotton waste …
A proposal from James P. Stahl Jr.,

representing Specified Technologies
Inc., added an exception that introduces
an additional standard, ASTM E119: 

Voids created at the intersection of
the exterior curtain wall assemblies
and such floor assemblies where
the vision glass extends to the fin-
ished floor level shall be permitted
to be sealed with an approved ma-

terial to prevent the interior spread
of fire. Such material shall be se-
curely installed and capable of pre-
venting the passage of flame and
hot gases sufficient to ignite cotton
waste where subjected to ASTM
E119 time-temperature fire condi-
tions under a minimum positive
pressure differential of 0.01 inch
(0.254 mm) of water column (2.5
Pa) for the time period at least
equal to the fire-resistance rating of
the floor assembly.
Stahl says that the change reinstates

an allowance that was removed in the
2009 edition of the IBC.

Opponents of the proposal expressed
concern during the hearing that al-
lowances should be made to a standard
developed specifically for fire resist-
ance protection. 

continued on page 40
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ICC approved a code change that proponents say will simplify the inspection
of fire-rated glazing installations.
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Maureen Traxler, representing the
City of Seattle Department of Planning
and Development, requested disap-
proval of the change. In her comments
on the proposal, Traxler wrote, “The
reason given for introducing the excep-
tion is ‘there is a problem for certain
types of assemblies in terms of being
able to meet the new performance cri-
teria.’ In other words, the assembly
shouldn’t be required to be tested be-
cause it can’t pass the test.” 

Howard Hopper representing Under-
writers Laboratories Inc., said that the
change indicates manufacturers can
pass a test instead of complying with
the standard, but that no information
was given about how to conduct that
test appropriately. 

Traxler further noted, “Testing ac-
cording to ASTM E 2307 is required be-
cause there is a danger of fire lapping
from floor to floor on the interior side
of curtainwalls. That danger is no less
when glass extends to the floor. This
code change proposal should be disap-
proved because no technical justifica-
tion was provided to show why this
construction should not be required to
comply with the ASTM standard.”

Despite concerns, that allowance will
be reinstated. 

The assembly heard other proposals
regarding the intersection of exterior
curtainwall and floor assemblies. FS90,
which ultimately was disapproved, sug-
gested requiring the materials used to
seal the “void” between the floor and
exterior wall carry a fire rating. 

Jesse Beitel, representing proponents
representing Centria, Trespa North
America and Alcan Composites, ex-
plained during the hearing, “We have
rated walls meeting rated floors, that’s
fine … the biggest problem we have
seen is a non-rated wall meeting a rated
floor. How do you address that?” As he
pointed out, one side of the product
sealing that intersection will have no
fire protection. “That’s what we were
trying to clean up.” 

Doug Evans, a fire protection engi-
neer with Clark County, Nev., asked, “Do
I really need to maintain this to the level
of the slab or of the wall? If a non-rated
wall fails and that stuff falls out, why is
that unexpected? Do I need to make the
wall 2-hour rated too?” 

The proposed change won’t be seen
in the upcoming International Codes.

CODE CONSISTENCY
ICC also approved as submitted a

proposal that removes an exception to
715.4.4.1 on glazing in doors and al-
lows for the use of fire resistance-rated
glazing larger than 100 square inches in
doors (FS100). The section, with the
change, will now state: 

Fire-protection-rated glazing in ex-
cess of 100 sq inches (0.065 m2) is
not permitted. Fire resistance rated
glazing in excess of 100 sq inches
(0.065 m2) shall be permitted in fire
door assemblies when tested as
components of the door assemblies,
and not as glass lights, and shall
have a maximum transmitted tem-
perature rise of 450° F (250° C) in
accordance with 715.4.4.
O’Keeffe reasoned that the change

“will make the size limits fire protection
glazing in 60- and 90-minute doors in
exit enclosures and passageways con-
sistent with size limits for 60- and 90-
minute doors elsewhere in the code.”

The exception that was deleted had
stated: 

The maximum transmitted tem-
perature end rise is not required in
buildings equipped throughout
with an automatic sprinkler sys-
tem installed in accordance with
Section 903.3.1.1 or 903.3.1.2.
“The presence of sprinklers in the

building does not eliminate the life
safety and fire spread hazard posed by
unrestricted transmission of radiant
heat flux through large sizes of fire pro-
tection rated glazing panels in 60- and
90-minute doors, especially when those
doors are protecting exit enclosures and
exit passageways deemed essential for
occupant life safety,” O’Keeffe said. The
ICC apparently agreed. 

O’Keeffe also proposed a modified
change to the method of labeling fire-
rated glazing that ICC approved as sub-
mitted (FS101). The code addition states: 

1703.5.4 Method of labeling. In-
formation required to be perma-
nently identified on the product
shall be acid etched, sand blasted,
ceramic fired, laser etched, em-
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Several code change proposals addressed how best to protect the
intersection between walls and floors.
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bossed or of a type that, once ap-
plied, cannot be removed without
being destroyed.
O’Keeffe explained that the lan-

guage for providing a method of per-
manently identifying information
required by the code on the label was
taken from Section 2403.1, which ap-
plies to the permanent identification
of information on glazing required by
Chapter 24. 

The assembly approved as modified
by a comment a proposal that clarified
language in section 715.5 by changing
references to glazing and fire windows
to “fire window assemblies” (FS102).
O’Keeffe explained that this proposal
clarifies “that fire protection-rated win-
dow assemblies are subject to area lim-
its. Since there are some window
assemblies that are fire resistance rated
to ASTM E119, this code change aids
the user in clarifying that fire protec-
tion rated window assemblies are sub-
ject to these limits.” 

A FAMILIAR PROPOSAL
A proposal from SAFTI FIRST that

would have permitted testing of a 20-
minute door assembly, including
sidelites and transoms, to NFPA 252
without a hose stream test when the as-
sembly is in a half-hour rated corridor
or fire partition (FS97) was disap-
proved during the hearings. 

According to O’Keeffe, the change
proposal’s proponent, “Since a half-
hour wall tested to ASTM E119 is not
required to be hose stream tested, there
is no fire safety reason to require the
door assembly component in that wall
to meet a hose stream test.”

“In an assembly that is not required
to pass hose stream test there should be

no need for the transom and side lites
to pass hose stream test,” concurred Jeff
Inks with the Window and Door Man-
ufacturers Alliance. 

O’Keeffe and other proponents of the
change pointed to the lack of data
showing instances of failure of 20-
minute products. 

“There isn’t going to be any data be-
cause this simply isn’t the way it’s been
done,” Zaremba noted. He added that
the issue had been overwhelmingly
voted down during the 2009 cycle. 

Inks countered, “There is no data to
show that there’s a need to require the
hose stream test for these 20-minute
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NEXT HEARINGS
The next round of the International Code Council’s (ICC) hearings is scheduled

for October 28-November 1, 2010. The hearing will cover “Group B,” which in-
cludes code changes to the International Energy Conservation Code and the
International Residential Code - Energy, among others. 

In addition, industry officials will have an opportunity to offer new comments
on the new International Green Construction Code (IGCC). Public Version 1.0
of the IGCC was released on March 15, but the next public comment hearing will
be held August 14-22 at The Westin O’Hare in Rosemont, Ill.
❙❙➤ www.iccsafe.org
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assemblies … Just because it’s in the
code doesn’t mean it’s justified to be
there,” he added. 

NO CHANGES FOR
FIRE-RATING CORRIDORS

ICC disapproved a proposed change
to the IBC Means of Egress section that
would have mandated both automatic
sprinklers and one-hour fire-rated exit
corridors be used in educational occu-
pancies with fire areas greater than
12,000 square feet (E113). 

Educational occupancies with fire
areas less than 12,000 square feet (typ-
ically small, schools often in rural
areas) are not required to include auto-
matic sprinkler systems, though 1-hour
fire-rated exit corridors are required. In
fire areas exceeding 12,000 square feet,
however, the code does require the in-
stallation of automatic sprinklers, but
the 1-hour fire-rated exit corridor re-
quirement is eliminated. 

In disapproving the action, the com-
mittee reasoned that removing the

trade-off for sprinklers versus fire-
rated corridors would result in many
more schools being designed without
sprinklers. According to the committee: 

Sprinklered schools are safer during
a fire event than schools with rated
corridors. The antidotal data vs. the
NFPA data does not justify the sig-
nificant increase in the cost of con-
struction. In addition there will be
issues with maintaining the fire re-
sistance rating of the walls especially
to automatic closers on the doors
being in-place and functional. The
fire doors with automatic closers
will be a problem for access to class-
rooms. This would also require
rated corridors in day care facilities,
which would be excessive …
The committee further noted that the

change proponents continually referred
to the possibility of a fire event during
a lockdown situation, which led the
committee to rule: 

Rating of a corridor is a means of
egress issue, not a security issue

… If there is a concern for a fire
event during a lock-down that
needs to be addressed with the
emergency responders in the fire
and safety evacuation plans, not
through a corridor rating.
In addition, there are other safety
concerns in schools. Schools com-
monly have doors with vision pan-
els and side lites for observation of
the classrooms and student/teacher
interaction. Requiring rated doors
at these locations would either sig-
nificantly raise the costs for the
opening protective and/or result in
solid doors without this necessary
observation feature.
The code hearing committee likewise

disapproved a proposal to require Cate-
gory III and IV buildings in hurricane
prone and seismic areas to include 1-hour
fire resistance rated corridors (E114). 

The code hearing committee reasoned: 
Buildings in earthquake and hurri-
cane areas are already designed to a
higher standard, therefore this rated
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corridor requirement is not needed.
Structural robustness is not related
to fire-resistance-rated corridors.  

ICC OK’S GLASS
DOORS IN ATRIUM WALLS

The IBC’s General Code section saw
some changes as well; ICC approved as
amended a proposed change that clar-
ifies that doors are allowed in the glass
wall forming the separation between an
atrium and adjoining spaces (G51). 

Clay Aler, PE, of Koffel Associates, pro-
posed adding to the exceptions a provi-
sion that mandates how atrium spaces
be separated from adjacent spaces. The
code requires a one-hour fire barrier
constructed in accordance with Section
707 or a horizontal assembly con-
structed in accordance with Section 712,
or both, be used in these areas. In areas
where a glass wall is used, Aler speci-
fied: “Self-closing glass doors shall be
permitted in the glass wall.”

In his comment, Aler wrote, “Where
glass walls are used as an atrium enclo-
sure, it is typical to include glass doors in
the glass walls to maintain material con-
tinuity … The proposed revised text will
make it clear that glass doors are permit-
ted in glass walls, so long as the glass
doors are sprinkler protected in a man-
ner consistent with that provided for the
glass wall.”

The exceptions to the section
would now state: 

1. A fire barrier is not re-
quired where a glass wall form-
ing a smoke partition is
provided. The glass wall shall
comply with all of the following:

1.1 Automatic sprinklers

are provided along both sides of
the separation wall and doors, or
on the room side only if there is
not a walkway on the atrium side.
The sprinklers shall be located
between 4 inches and 12 inches
(102 mm and 305 mm) away
from the glass and at intervals
along the glass not exceeding 6
feet (1829 mm). The sprinkler
system shall be designed so that
the entire surface of the glass is
wet upon activation of the sprin-
kler system without obstruction;

1.2 The glass wall shall be in-
stalled in a gasketed frame in a
manner that the framing system
deflects without breaking (load-
ing) the glass before the sprin-
kler system operates; and where
glass doors are provided in the
glass wall, they shall be either
self closing or automatic closing.
2. A fire barrier is not required

where a glass block wall assembly,
complying with Section 2110 and
having a 3⁄4-hour fire protection
rating, is provided.

3. A fire barrier is not required
between the atrium and the ad-
joining spaces of any three floors
of the atrium provided such spaces
are accounted for in the design of
the smoke control system. ■
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ICC approved a change that clarifies that doors are allowed in the glass wall
forming the separation between an atrium and adjoining spaces.
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Companies supplying glass, metal, doors, win-
dows and a host of other products for the fenes-
tration industry pulled out all the stops and
brought their most energy-efficient and hurricane-
sound products to the American Institute of
Architects’ recent convention, which took place
June 10-12 in Miami. Some exhibitors speculated
that attendance was lighter than in years past, but
more than 17,000 took part in the three-day event
looking to find the latest developments. 

A Range of  
Protective Products

In Miami, of course, well known for its strin-
gent hurricane codes, safety glazing products were
prevalent. 

Savannah Trims Inc. in Palm Beach County,
Fla., featured a flood-resistant glazing system,
which has passed the Flood Abatement Approval
Standard Class 2510 testing requirements. The
company says this is the only known glass window
which also serves as a flood abatement system for
new and existing construction applications. In
addition, the company’s products also passed the
Miami-Dade Large Missile Impact Test Protocol. 

The company says its glass and aluminum barrier
has seen positive response from both architects and
homeowners as it is permanently installed.

Matt Snyder, Acurlite Structural Skylight’s sales
and marketing assistant manager, was promoting
the company’s timely completion of impact test-
ing in South Florida. The company was assigned
its Notice of Acceptance NOA 10-0271.07 by the
Miami-Dade Building Code Compliance Office
for its Secure Series large and small missile impact

tested skylight system.
“It’s great for this audience,” Snyder said. 
CGI Windows in Miami showed what blast-

resistant products can do with a sample in its
booth of a fragmented window intact in its frame. 

“We’re a company that makes hurricane win-
dows, impact [resistant] windows and now we’ve
branched out to get into the blast area,”
explained Steve Dawson, chief financial officer. 

“People are surprised you can get blast resist-
ance in an attractive product; they’re used to see-
ing it in more of a commercially oriented prod-
uct,” Dawson said.  

Crawford Tracey Corp., a glazing contractor in
Deerfield, Fla., spotlighted its new ProTech 45SG
and ProTech 7SG curtainwall systems and high-
lighted the fact that these new systems meet
impact and blast test standards. The curtainwall,
with laminated insulating glass, meets the Miami-
Dade impact standards for large missile with a
water-resistant rating of 100 psf and now has been
tested to meet the GSA bomb blast standards.

“Although it is a niche market, we have had a
number of clients inquire about systems that
meet both impact and blast standards,” said Ray

Miami Visitors
Take a New View 
of Sun and Surf
AIA Show Spotlights Glass for Solar Control,
Flood Mitigation and Everything in Between
by Ellen Rogers and Megan Headley
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Crawford, chief executive officer. 
As Bill Bonner, the newest architectural repre-

sentative with Crawford Tracey, pointed out, it
used to be enough simply to have the building
standing following the hurricane, but as product
performance improves building owners now
expect the glass to keep the water out as well. 

The pair pointed out that more products are able
to offer both safety and other performance benefits. 

Doors and Windows on Display
Dennis Kelly, senior vice president of Graham

Architectural Products in York, Pa., said the com-
pany had been receiving great reports following
the six-month soft launch of its new GThurm
window. The new product features thermal trans-
mission measures as low as U 0.18 (R 5.5).

The architecturally rated windows are made
using the company’s glass-reinforced polyurethane
technology. It combines 80-percent continuous
stranded glass content with 20-percent of a
unique polyurethane resin to produce window lin-
eals using a pultrusion process. 

Valerie Jenkins, director of marketing for
Serious Materials in Sunnyvale, Calif., was excited

over the interest the company was getting on its
brand-new fiberglass commercial window. In what
Jenkins called the company’s fastest growing prod-
uct line, the new heavy commercial

Door and window companies, including Pella, brought  developments for a range
of application types. 
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SeriousWindows Series are rated to deliver ther-
mal performance of up to R-value 7.

Sage Electrochromics Inc. promoted its new
triple-pane, high R-value glass unit as well. Lou
Podbelski, vice president of marketing for the

Faribault, Minn.-based company, said he’d been
getting lots of questions about the new window,
as well as Sage’s standby dynamic glazing prod-
ucts. He said a number of utility company repre-
sentatives had been walking the show floor and
one from California had noted he’d been track-
ing the electrochromic window with interest. 

While architects continued to show interest in
all things green, MGM Industries in
Hendersonville, Tenn., was focusing on the full
range of colors. 

Abe Gaskins, president, said the company “is
looking to sell painted vinyl windows to architects
for commercial and residential windows.”
According to Gaskins, the first-time AIA
exhibitor can custom-match any color for jobs
where more than 200 windows are ordered. 

There were a number of aesthetic and high-per-
forming automatic doors on display in the
Portalp booth. Its automatic doors have been
designed with a focus on applications such as hos-
pitals, laboratories, clean rooms and other areas
where air flow must be tightly controlled. 

The new SuperNeutral 62 glass was one of the newest developments from
Guardian. 

New View of Sun and Surf continued from page 45
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“All doors are fully wireless,” said Daniel
Zuloaga, president, as he aimed a remote at a
floor sample. He explained the doors also can be
set on timer. “They can handle a lot of weight,”
he added, “normally 550 pounds.”

Another European import was the Sunflex
booth; the company has been importing products
from Germany to its facility in Bonita Springs,
Fla., for two years now. 

Marco Bickenbach, customer relations manager
with Sunflex, was letting attendees get a feel for
the company’s impact-resistant bifold system. 

“It’s a bottom loader, not top-hung,” Bickenbach
explained as he demonstrated the smooth move-
ment of the 9-foot-tall sliding door system, “so you
don’t need to engineer the top header.”

Also on display was the wood-clad version of
its sliding wall, the SF 55c, and the slide-and-turn
door or window system. 

Across the exhibit hall, Greece’s Alumil (with
U.S. headquarters in Long Island, N.Y.) was
showcasing its S450 lift and slide system. The
thermally broken system has two chambers and

a sash width of 45-mm. 
Kyp Bazenikas, president, was also quick to show

off the company’s new adjustable spider system. “It
provides a lot of adjustability at the jobsite,”
Bazenikas said, demonstrating that the hardware can
take corners and provide radius installation.   AG

Glass companies, including Pilkington, took part in this year's AIA show and
offered their latest products. 

www.usglassmag.com July 2010  |   USGlass, Metal & Glazing 47

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –

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

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


ShowCase

spacer
Duralite® Spacer 
Offers Strong 
Thermal Performance

Duralite®, a third generation warm-
edge spacer system from Truseal Tech-
nologies in Solon, Ohio, offers the
industry’s lowest U-value rating com-
pared with other spacers. 

The patented Duralite design fea-
tures a composite laminating technol-
ogy without the use of metal. The
multilayer spacer uses proven compo-
nents to produce condensation resist-
ance, a warm edge of glass temperature,
a smooth surface appearance and long-

lasting argon gas retention.
Duralite was designed for high-vol-

ume production of dual- and triple-
pane insulating glass units in a
one-step process where units are sealed
using heat and compression. Although
designed as a single seal system, Du-
ralite can also be used with a second-
ary sealant to create a dual seal unit.
❙❙➤ www.truseal.com

glass 
PPG Introduces 
SUNGATE 400 Low-E Glass

Pittsburgh-based PPG Industries’ per-
formance glazings business has intro-
duced Sungate 400 glass, a passive low-E
glass with a magnetron sputtered vacuum
deposition  (MSVD) soft coat designed to
help commercial buildings in heating-
dominated climates retain heat from the

sun and reduce win-
ter heating costs.

Sungate 400
glass has a winter
U-value that is 9-
percent better than
that of Sungate 500
glass. When coated
on a conventional
clear glass substrate, visible light trans-
mittance (VLT) for Sungate 400 glass is
76 percent. On an ultra-clear Starphire
glass substrate, VLT is 80 percent.

PPG representatives say Sungate 400
glass was originally developed to address
new residential building codes, and then
refined for commercial applications. 

Sungate 400 was engineered to be
paired with Solarban 60 or Solarban
70XL solar control, low-E glasses to op-
timize performance in triple-pane in-
sulating glass units.
❙❙➤ www.ppgideascapes.com 

shower enclosure products
Basco Unveils Two 
New Shower Enclosures

Mason, Ohio-based Basco Shower
Enclosures has introduced two new
shower enclosures: Rolaire and Evo. 

The Rolaire door features large in-
dustrial rollers at the top. With the glass
integrated into the functionality, Ro-
laire was designed to evoke a sense of
urban sophistication. It features a
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machinery and equipment
Glaston Offers Options for Low-E Cutting

With the increasing demand for low-E products, Glaston Bavelloni has
enlarged its range of low-E cutting solutions, including the REV and Syncro
low-E cutting lines. Upon request, the REV models are available equipped
with an automatic device for shaped and straight edge deletion, which is
carried out by a cup wheel system. The redressing cycle of the wheel is
carried out directly on the glass edge automatically and requires no inter-
vention by the operator. The device is equipped with a suction/filtering unit
of the powder produced during the grinding or dressing operations.

The Syncro cutting technology range can be supplied with an automatic
device (peripheral wheel) for edge deletion. The NC controls both the grind-
ing path and pressure, as well as the rotation speed of the wheel as adjusted
according to its diameter, which is automatically read.
❙❙➤ www.glaston.net
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raised, roller-style track header; 8-inch
ladder handle; towel bar and knob. 

Evo features concealed rollers in its
header, presenting an open all-glass look.
Evo doors allow for maximum shower
access even in confined spaces, as the
door slides open and closed as opposed
to swinging out into the bathroom. In
addition to concealed rollers, Evo’s also
features an ergonomic handle. 

Both enclosures feature 3⁄8-inch glass
in the following glass options: Arctic
Frost, Clear, Cobblestone, Rain, Silk,
Symmetry and Venetian.
❙❙➤ www.bascoshowerdoor.com

Coral Provides Two 
Ways to Stay Clean

Coral Industries in Tuscaloosa,
Ala., is offering a new line of easy-to-

continued on page 50

material handling
Film Prevents Damage During Transportation

Pres-On in Addison, Ill., is offering
its new PBCMF-1.5. The optically
clear masking film adheres to fragile
plastics, glass and polished metals
that require temporary surface pro-
tection through assembly or ship-
ping to help prevent damage along
the supply chain. The film’s light-
tack, static-cling properties allow it
to be removed, leaving behind no
adhesive residue. 

PBCMF-1.5 consists of a removable
acrylic PSA coated on a 1.5-mil polyester film. According to the manufacturer, the
adhesive does not build over time, and is removable from most surfaces up to six
months after being applied, or up to one year depending on the environment. It has
a very low initial grab which allows for repositioning over the surface, plus exhibits
suitable resistance to plasticizers used in PVC and elastomers. 

PBCMF-1.5 is also suitable as a support film for thin film substrates, or as a
carrier film to die cut against.
❙❙➤ www.preson.com

CONTINOUS LAMINATING LINE
FOR FLAT GLASS – EVA & PVB

POWERLAM is a new line for continuous la-
mination. It dramatically reduces lamination
time using S-LEC EN EVA. This patented in-
novation provides lamination with PVB as
well with good results, giving the opportu-
nity to use two different interlayers and 
enhance productivity.

The traditional autoclavefree laminating sy-
stem with EVA requires the use of vacuum
bags, time for logistics, including handling,
pre-vacuum, cycle, cooling, post vacuum
and unloading. In such conditions, the cycle
time for a 10 mm. sandwich is about two
hours. POWERLAM lowers timing of about
70%, especially on some glass thicknesses.

- consumption
+ optimization of the costs

+ flexibility 
+ perfomance

matchless

consumption-
productivity+

Powerlam
FASTER THAN EVER

RCN ENGINEERING s.r.l.
Sede legale / Uffici / Logistica:
Via Togliatti, 29/31 - 20094 Corsico (MI) Italy
Tel +39 02 45101383 - Fax +39 02 45100881
info@rcnengineering.it - www.rcnengineering.it

Cooltemper USA
110 Habersgam Drive, Suite 114
Fayetteville, GA 30214
770-371-5044 (P) • 770-371-5002 (F)
www.cooltemper.com
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ShowCase
continued

clean glass called CleanVision. Clean-
Vision offers two options for easily

maintained glass:  Clarvista Glass by
PPG and EnduroShield glass treat-

ment. Both Clarvista and En-
duroShield coat the porous glass sur-
face, sealing it and providing a
protective barrier against corrosion,
staining, etching and mineral de-
posits. With regular maintenance,
both options help keep glass like new
for a longer period of time. 
❙❙➤ www.coralind.com  

production tools
Consider Your Swarf Busted

Swarf Buster is a patented green tech-
nology from SlagEase LLC that helps
overcome problems caused by glass swarf,
a byproduct of the manufacturing process.
According to information from the com-
pany, the product helps clear obstruc-
tions in water lines, thereby providing
savings in energy, extended equipment
life and improved water quality. 
❙❙➤ www.SwarfBuster.com   ■

W W W . D O U B L E - B E N E F I T . C O M

SEPT. 28 – OCT. 1, 2010
For show information:
Messe Düsseldorf 
North America 
150 North Michigan Avenue
Suite 2920
Chicago, IL 60601
Tel. (312) 781-5180
Fax (312) 781-5188
E-mail: info@mdna.com
http://www.mdna.com

For hotel and travel 
arrangements:
TTI Travel, Inc.
Tel. (866) 674-3476
Fax (212) 674-3477 

Official Airline
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inspection systems
Edgetech Test Equipment 
Powered by EDTM Now Available

Edgetech I.G. in Cambridge, Ohio, is
adding to its 360 family of products

with the new Edgetech Test Equip-
ment powered by EDTM. The
product line was designed and
developed for the fenestration in-
dustry, and includes glass, win-
dow and film measurement tools.

Edgetech Test Equipment
powered by EDTM is a full line of

portable measurement tools for qual-
ity control in the factory and testing in
the field. Products include glass thick-

ness gauges, low-E coating detectors, surface resistivity meters, tempered
glass detectors and various light measurement tools.
❙❙➤ www.edgetech360.com
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NewsMakers

new hires
Vitro America Announces
New Hires and Promotions 

Three industry glazing industry pro-
fessionals—Bill White, Kirk Johnson
and Mike Guarino—have moved into
new positions with Memphis-based
Vitro America.

White has been named
national fabrication di-
rector, a newly created
position. White has been
with the company since
1978 in a variety of
management positions.
Most recently, he was the

Los Angeles-area manager, the role
Johnson is now filling. 

Johnson will be respon-
sible for locations in City
of Industry, Calif., San
Diego, Las Vegas, Phoenix
and Kapolei, Hawaii. He
previously worked for the
company as western re-

gion director of sales and marketing from
1997 to 2005. He worked more recently
for Arch Aluminum and Glass.

Guarino has joined the sales team in
Texas. Guarino has more
than 25 years of experi-
ence in the glass and
glazing industry. Previ-
ously, he worked for
Thad Ziegler Glass and
for YKK Architectural
Products.

Gary Dean Joins CRL 
Los Angeles-based

C.R. Laurence Co. Inc.
(CRL) announced that
Gary Dean has joined
the company as director
of sales and marketing.
In this role, Dean will
be responsible for busi-
ness development strategies and pro-
grams for the United States, Canada,
Europe, Australia, and new markets.

Dean has more than 24 years of expe-
rience in the glass industry. Prior to join-
ing CRL, he served as chief executive
officer of Bohle America. With Bohle for
more than 12 years, Dean also served as
managing director of Bohle UK. 

New Faces Join 
Apogee Sister Companies

Mike Efeney has joined Tubelite Inc.,
a part of Apogee Enterprises, to repre-
sent its architectural aluminum prod-
ucts in northern Texas and Oklahoma.
He worked previously with U.S. Alu-
minum and Vistawall. 

Steve Seeling, CDT, is
the new client develop-
ment manager for Tube-
lite. He also serves as an
as an architectural sales
representative for sister
company Wausau Win-
dow and Wall Systems,
serving Nebraska and
the surrounding area. Seeling draws
from three decades of experience, most
recently at Traco. 

Wausau has named Bob Thiede as
the company’s sales representative for
Wyoming, Montana and portions of
Idaho, South Dakota and North Dakota.
Thiede also serves as a senior estima-
tor, supporting customers in these
states, in the West Coast and in Hawaii. 

Wausau named Cyndy Workman-
Snow as its architectural sales repre-
sentative in New Mexico, Utah and
Colorado. Prior to her new role, Work-
man-Snow served as a senior sales
representative for sister company
Harmon Inc. 

In addition, Wausau has
promoted Keith Lind-
berg to regional sales
manager. His territory in-
cludes California, Oregon,
Washington, Idaho, Mon-
tana, Wyoming, Nevada,
Arizona, Hawaii, northern
New Jersey and New York
City. Lindberg has been with the company
for 25 years. 
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Gary Dean

obituaries
William J. Cully Passes Away

William J. Cully, 85, president of United Plate Glass Co. for more than 25
years, passed away in early June at his residence in Penn Township, Pa.

After serving in the Army Air Corps in December 1942, Cully entered the Uni-
versity of Pittsburgh and graduated with a bachelor of science. He was very
active in the community and took part in many organizations including the But-
ler County School Board and the Board of the Community Development Cor-
poration of Butler County. He was a member of the University of Pittsburgh
Alumni Board and was active in other aspects of the school.

Surviving are two sons, Michael W. Cully and his wife, Joyce, and Bartley J.
Cully; a brother, Ronald Cully; and four grandchildren. He was preceded in
death by his wife, Nancy Crozier Cully; and by one brother, Jack Cully.

Railing Dynamics Mourns the Loss 
of President; Names New Executives

Railing Dynamics Inc. (RDI) has announced the passing of company co-founder
and president, AAndrew Terrels, who died unexpectedly of a heart attack while
traveling overseas early this year. He was 53. Terrels co-founded RDI in 1989
with his brother, CChristopher, who now serves as president of the company.

Jon Gronow, director of finance, has been appointed executive vice pres-
ident of RDI.

“The RDI family has suffered a great loss. Andy was a well admired, tal-
ented leader who was a mentor and inspiration to everyone who had the
pleasure of knowing him, and we are deeply saddened by his passing,” says
Carol Lyn Groce, marketing communications manager.
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Asahi Glass Company Ltd. (AGC) has
named MMarehisa Ishiko as the new pres-
ident and chief executive officer of AGC
Glass Co. North America (AGNA). He suc-
ceeds BBrad Kitterman, who has served
in that role since 2006. The company
also has made the following appoint-
ments: KKenzo Moriyama as executive
vice president of strategic planning;
Kazu Sako as senior vice president and
chief financial officer, succeeding RRyne
Van Gorp; and MMike Vigna, vice presi-
dent, human resources, who succeeds
Lisa Escobar.

“AGNA’s financial performance has
been disappointing over an extended
period of time—even taking into account
the economic downturn,” says AAkio
Endo, senior executive vice president

and president of AGC Glass Co., which
oversees all AGC glass businesses
worldwide. “AGC is a
world leader in glass pro-
duction, and we are de-
termined to be a leader
in North America.”

Ishiko joins AGNA
from AGC Japan, where
he served as president
of AGC Glass Co. for the
Japan/Asia Pacific re-
gion. He has 28 years of
experience with various
AGC companies.

Moriyama and Sako
also are 28-year veter-
ans of AGC. Moriyama
most recently served as

general manager of planning and strat-
egy for AGC Glass Co. Japan/Asia Pa-
cific. Sako most recently served in a
dual role in AGC’s finance and control
office. Ishiko, Moriyama
and Sako have re-lo-
cated to the United
States to fill their new
positions.

Vigna has been with
AGC for 10 years, most
recently with AGC Amer-
ica as North American
regional vice president
of human resources. He
now also will be respon-
sible for all human re-
sources for AGNA and
its subsidiaries.   ■

Three coatings. ONE machine.
Ceramic. Silicone. AND Transparent.

Reverse ceramic or silicone coating 
and direct etch coating. 
Only with the Union Tri-Coater.
For spandrel glass or transparent glass production, 
Union Tool’s new glass Tri-Coater delivers 
controllable, high quality coat thickness every time. 
Long a leader in roller coater technology, the 
Tri-Coater features a unique design that allows 
reverse coating of either ceramic frit or silicone 
based coatings. And with the same machines 
you can direct coat transparent or etch coatings. 

Union roller coaters provide superior results compared 
to spray, curtain coater or silk screen application 
methods. You’ll get smoother, better quality coats with 
less striations and ease of changeover from color to color
– or product to product. 

E-mail: sales@uniontoolcorp.com

The Union Tool Corporation

574-267-3211
www.uniontoolcorp.com

The new glass Tri-Coater. Only from The Union Tool
Corporation. Visit our website to find out more.

Financing
Options
Available

appointments
AGC Appoints New President, Senior VPs for 
AGNA; Reports “Disappointing” Financial Performance 
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USGlass Magazine’s
Product Information
USGlass Magazine’s
Product Information

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

800-962-8088
http://www.actionbullet.com

Manufacturer of Bullet and Blast Resistant:

� �� �Windows Doors        Curtainwall Systems      Operable Windows

Also Available, Transaction Windows and Accessories:

� �� �Speak-thrus       Dealtrays       Package Passers       Fiberglass Panels

Our Products Meet the Following Bullet and Blast Criteria:

�
�
�

�
Low Level DoD Blast        GSA Level C and D Blast

High Level DoS Blast        UL 752 Ballistics

Action Bullet Resistant is a self certified Veteran owned Small Business

Our Systems are designed to be easy to fabricate and install so don’t be shy.

[ d a t e b o o k ]

USGlass Magazine has announced dates and lo-
cations for its regional architectural glass educa-
tional events for 2011. 

The next Glass Expo Northeast™ 2011 will be held March
17-18, 2011, at the Hyatt Regency Long Island at Wind
Watch Golf Club in Long Island (Hauppauge), N.Y. The event
is co-sponsored by the Long Island Glass Association.

Glass Expo Midwest 2011™ will be held April 7-8,
2011, at the Indianapolis Marriott East in Indianapolis.
The event is co-sponsored by the Illinois Glazing Associ-
ation, the Indiana, Michigan, Ohio, Minnesota and Wis-
consin Glass Associations, Detroit Glass Dealers
Association and the Association of Glazing Contractors.
For the second year, Fenestration Day will be held in con-
junction with Glass Expo Midwest. 

In addition, dates have been set for Glass TEXpo™ 2012;
the biannual event will be held April 11-13, 2012, at the El
Tropicano Holiday Inn Riverwalk in San Antonio. Glass
TEXpo™ is co-sponsored by the Texas Glass Association.

The regional expos focus on bringing education and
exposition close to home. For exhibiting info, contact Tina
Czar at tczar@glass.com. To sign up to receive attendee
information, contact Ally Curran at acurran@glass.com. 
❙❙➤ www.glassexpos.com 

Registration Opens for Greenbuild 
The U.S. Green Building Council (USGBC) has an-

nounced that registration is now open for the 2010
Greenbuild International Conference & Expo. The event
is set to take place November 16-19, 2010, at the Mc-
Cormick Place in Chicago.

Greenbuild features three days of educational pro-
gramming, workshops, an exhibition floor and network-
ing events. Last year’s conference drew more than
27,000 attendees and featured more than 1,800 exhibit
booths. This year organizers say they’re expecting an es-
timated 40,000 attendees.  

“As with each year, Greenbuild programming will be a
robust grouping of the latest advances within the in-
dustry, equipping attendees with the tools and educa-
tion needed to further advance the mission, open doors
in their careers and meet the foremost experts within
the field,” says Kimberly Lewis of USGBC.
❙❙➤ www.greenbuildexpo.org    ■

Dates Set for Three
USGlass Expos

Reviews&Previews
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NORTH AMERICAN EVENTS

August 23-26, 2010
GANA Fall Conference
Sponsored by the 
Glass Association of 
North America (GANA). 
Embassy Suites 
Country Club Plaza.
Kansas City, Mo.
Contact: GANA at 785/271-0208.

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

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

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

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

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

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

Up&Coming
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sider writing a letter to a politician or two suggesting that
they too should consider the merits of being transparent and
honest. Because no promises will be made, none will be bro-
ken. After all, isn’t this what every hardworking American
really wants and deserves?

Now I know that this all sounds too good to be true but,
hey, I care, and I’m here for you. So here’s the deal. You too can
join me in this important undertaking by becoming a char-
ter member of Lyle Hill’s Bottled Water Party ... where
transparency is always on display … by simply sending me
$50. Cash is preferred, but a personal check made out to me
is okay. In return, I will almost immediately send you a hand-
written thank you note and a bottle of water autographed by
me—as leader of the movement. And as a strong believer in
term limits, I herein pledge to spend whatever funding
comes in on a project of my choosing and then resign as
leader of the movement once we have 100 charter members
or within 6 months … whichever comes first. You want and
deserve transparency and you will have it. 

So don’t waste another minute. Join today. I’ll be glad you did.
And remember, you can trust me … I’m from Illinois!     ■

theBusiness
continued from page 64
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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
Oldcastle BuildingEnvelope™
50 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastlebe.com

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

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

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

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

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

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

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

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

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

Fire-Rated Glass
AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA  94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.com

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

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

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

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

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

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

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

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

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

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

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

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

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
Phone: 800/567-9729 or
800/567-XRAY
Fax: 626/969-6510
www.xrayglass.com
sales@xrayglass.com

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

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

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

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

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

FireLite
***

Karas & Karas 

Glass Co, Inc. is 

New England’s 

only UL 

approved 

fabricator of 

Nippon/TGP 

ceramic FireLite 

products 

***

cut, labeled, and 

delivered quickly 

and 

competitively!

Tel: (617) 268-8800

Fax: (617) 269-0536
jkaras@karasglass.com

karasglass.com

Serving New 
England’s finest glass 

shops since 1924

YOUR AD COULD
BE HERE! 

Listings start at $350
(additional charge 

for logos, website and 
e-mail address). continued on page 58
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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

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

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

CURTAINWALL
Curtainwall, General

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

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

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

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

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

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

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

Doors, General

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

Fire-Rated 
Framing Systems
AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA  94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.com

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

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

C.R. Laurence Co. Inc.
2503 E Vernon Ave.
Los Angeles, CA 90058
Phone: 800/421-6144
Fax: 800/262-3299
www.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

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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To place your listing(s) 
contact Janeen Mulligan

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

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

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

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

Track Caps
Johnson Bros. Metal Forming
5520 McDermott Dr.
Berkeley, IL 60163
Phone: 708/449-7050 
Fax: 708/449-0042

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

GLASS HANDLING/
TRANSPORTATION
Handling Equipment,
General
Bohle America
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

Packaging

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

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

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

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

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

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

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

Units, Bent-Curved

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

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

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

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

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

MIRROR AND MIRROR
RELATED PRODUCTS
Mirror, General
Palmer Mirro-Mastics
146 St. Matthews Avenue
PO Box 7155
Louisville, KY 40257-0155
Phone: 502/893-3668 or
800/431-6151
Fax: 502/895-9253
www.mirro-mastic.com

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

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

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

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

SERVICES
Modeled Submissions

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

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

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

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

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

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

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

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

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

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

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

TOOLS AND 
SUPPLIES
Bohle America
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   ■

www.Jockimo.com

MirrorUnique™  
antique mirror glass

introducing...

Advanced Architectural Products

JockimoTM

To place your listing(s) contact 
Janeen Mulligan at 540/720-5584 Ext. 112 

or e-mail jmulligan@glass.com 

Listings start at $350  
(additional charge for logos, website and e-mail address).
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NORTHWEST REGIONAL SALES MANAGER

International Manufacturer of Window Spacer Technologies is seeking a tal-
ented, detail-oriented team member in the US Sales department for the position
of Northwest Regional Sales Manager. 

Qualified candidates must be quality conscious, dedicated, reliable, drug & to-
bacco free and desire to be part of a progressive team oriented organization.

Responsibilities include effectively planning, managing and overseeing sales
growth, profitability and increased market share of all the company’s products
in an assigned territory while representing the company’s best interests in all
assigned industry associations. A successful candidate must posses Superior
presentation and communication skills, both written and verbal. Travel will be
required. Additionally, must live on West Coast or be willing to relocate. Quali-
fied candidates will have a Bachelor’s Degree and 5+ years relevant experience
in the Fenestration Industry Preferred. Competitive wage/benefits package.

Interested persons should reply to: USGlass, Drawer 4800, PO Box 569,
Garrisonville, VA 22463 or email resume to jmulligan@glass.com. Be sure to  ref-
erence Drawer 4800.

Employment/Help Wanted

Graham Architectural Products is America’s premier
renovation window company. We manufacture and
supply windows of classic beauty and substance for
buildings of stature. In order to maintain our leader-
ship position in the industry we employ individuals
who work efficiently and continuously focus on quality.
The Senior Project Design Engineer is responsible for

the development and design of new products and modification and improve-
ment of existing products. Responsibilities include: Full design/development
and project management of custom window and window applications. Designs
both retrofit and new construction. Work with sales and estimating in the
development of quotes and proposals. Work with suppliers of goods and services
as it related to the design projects including the evaluation of product and services.
Work cross functionally to establish value engineering and quality improve-
ments. Requirements include: B.S. degree in a related engineering program or
equivalent work experience. 10-15 years window and/or curtainwall product or
application design in the commercial or architectural market. Ability to under-
stand and maintain costs and project budgets. Building Information Modeling
(BIM) experience a plus. We offer an attractive compensation and benefits pack-
age. If you are interested in becoming an integral part of our team, please send
your resume along with a cover letter stating your salary requirements to:
jobs@grahamwindows.com. Graham Architectural Products is an equal
opportunity employer (EOE M/F/D/V), is committed to diversity and invites all
interested candidates to apply for positions of interest with our company.
No phone calls please.

Senior Project Design Engineer

Distributor/Agent Needed
Glaston America, Inc., a leading manu-
facturer of glass fabricating machinery, is
looking for a distributor/agent on the
West Coast to promote and sell the well
known Bavelloni, Tamglass and Uniglass
machinery. Previous industry sales expe-
rience is required. Please send your
resume to Dan.Thompson@glaston.net 

General Manager
Hentges Glass Co., Rochester, MN. Com-
petitive Salary & benefits. Send resume
to: Doug Nelson, Brin Northwestern
Glass, 2300 N. 2nd St., Mpls., MN 55411
or email dnelson@bringlass.com

Information Systems 
Manager Position

Growing Manufacturing Co. seeking an
IT Professional to manage their Systems
Development Department. Experience in
ERP, Systems Design, Programming &
Report Writing. BS Degree required with
5 yrs. experience. Competitive wages &
benefits package. Send resume to: Sterling
Dula Architectural Products, ATTN:
Sheryl Shannon, 2250 Powell Ave., Erie, PA
16506; email sshannon@sterlingdula.com

Businesses for Sale
Glass Shop for Sale

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

Owner Retiring After 10 Yrs.
Est-1899 commercial mirror & glass
fabrication/installation. Annual sales
1.3M with room for growth. Located in
Brooklyn, NY. Servicing N.Y.C. $1.55M.
Call 516/680-5617. 
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Classifieds go online every day! 
To view listings, visit:

www.glass.com/classified.php

USED MACHINERY
BOUGHT & SOLD

www.usglassmachinery.com
Ph: 724/348-8450

Used Equipment 
for Sale

New and Used Equipment
NEW 4 spindles flat edger $17,500 US
NEW 6 spindles flat edger $23,500 US
60”-80” Vertical washers
60”-80”-96” Horizontal washers
Butyl Extruder 15 lbs slugs NEW
NEW EDGERS. NEW BEVELERS. 
50% OFF REGULAR PRICE
Contact: Steve Brown
Tel: 888/430-4481; Fax: 450/477-6937
E-mail: steve@s-b-m-s.com

Curved China Cabinet Glass
Standard curves fit most cabinets - one
day service. Most sizes $90, $95, $98 and
each piece is delivered. Call 512/237-
3600, Peco Glass Bending, PO Box 777,
Smithville, TX 78957.

Products for Sale

Industry Services

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

Bieber Consulting 
Group, LLC

is a group of retired glass industry ex-
ecutives with the ability to solve your
problems, grow your business and
add to your revenue stream. With over
40 years of expertise managing sales
and profits, we know cost reduction,
sales & marketing, finance, glass fab-
rication, safety, purchasing, labor re-
lations and more. To explore how we
can be of benefit to you, call Paul
Bieber at 603/242-3521 or e-mail
paulbaseball@msn.com.

Larson Engineering, Inc.
Larson Engineering, Inc. is a leader in
the glazing field and will give your pro-
ject the expert attention it deserves.
With engineering licenses in all 50
states, we offer a wide range of engi-
neering services such as: Building
Information Modeling, Thermal
Analysis (NFRC certified simulator),
Blast Resistant Design (GSA & DoD),
Glass Analysis and Hurricane Miti-
gation. Visit Larson on the web at
www.larsonengr.com. Contact Kevin
Wisniewski today to  discuss your next
project. at 312.345.0540 or kwisniewski@
larsonengr.com.

I want to start/continue my FREE SUBSCRIPTION to UUSGlass: � YES  � NO

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): _______________________________

MY BUSINESS IS ENGAGED IN THE GLASS, METAL AND/OR
GLASS-METAL PRODUCTS AND SERVICES FIELD. � YES  � NO

� Check here to also subscribe to the free, daily USGlass e-mail
newsletter, USGlass News Network (USGNN).

I WOULD LIKE TO RECEIVE
MY SUBSCRIPTION IN THE

FORM OF:
� PRINT  � DIGITAL

3. Please check AALL the types of work your
company performs:
C � Commercial R �   Residential
A � Automotive O � Other

5. What other publications do you receive:
B � Glass Digest A � Glass Magazine C � Neither

Subscriptions are free to all qualified recipients at U.S. addresses. Addresses outside the U.S. please add $80 per year. Digital edition is free world wide. 
By subscribing and signing this form, I also agree to allow publisher to contact me via fax, e-mail and/or telephone in the future.

Subscribe to USGlass® for FREE: fax this to 630/482-3003 or subscribe online at www.glass.com/subcenter.php

Name: _______________________________  Signature: _______________________________ Date: ________________
Company: ___________________________________________  Title:_______________________________________________
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Page Company Phone Fax Web Address

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

19 Access Hardware 800/348-2263 800/435-8233 www.accesshardware.com

54 Action Bullet Resistant 800/962-8088 631/422-4498 www.actionbullet.com

7 Adams Rite Manufacturing Co. 800/872-3267 800/232-7329 www.adamsrite.com

23 Bohle America Inc. 877/678-2021 704/887-3456 www.bohle-america.com 

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

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

49 Cooltemper USA 770/371-5044 770/371-5002 www.cooltemper.com

41 F. Barkow Inc. 800/558-5580 414/332-8217 www.barkow.com

27, 42, 46 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com 

50 glasstec 2010/solarpeq 2010 312/781-5180 312/781-5188 www.double-benefit.com

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

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

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

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

12-13 Oldcastle BuildingEnvelope™ 866/653-2278 770/497-3656 www.oldcastlebe.com

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

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

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

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

65 SAFTI FIRST Fire Rated Glazing Solutions™ 888/653-3333 415/822-5222 www.safti.com

15 Schott North America Inc. 502/657-4417 502/966-4976 www.us.schott.com

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

26 Southern Aluminum Finishing Inc. 800/241-7429 404/335-1560 www.saf.com

3 Sunflex Wall Systems 800/606-0756 239/495-2890 www.sunflex-wall.com

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

17 Technoform 330/487-6600 330/487-6682 www.technoform.us

53 Union Tool Corp. 574/267-3211 547/267-5703 www.uniontoolcorp.com

43 Unruh Fab Inc. 888/772-8400 316/772-5852 www.unruhfab.com

21 Vetrotech Saint-Gobain 888/803-9533 253/333-5166 www.vetrotechusa.com

9 Viracon 800/533-2080 507/444-3021 www.viracon.com

4, 5 Vitro America 800/238-6057      901/767-7111              www.vitroamerica.com
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theBusiness

The great comedian Groucho Marx
allegedly once said, “I would not
allow myself to belong to any or-

ganization that would allow someone
like me to be a member.” It’s a cute line,
but I have wondered on more than one
occasion what he meant by it. Was he
making fun of himself or taking a shot
at those groups that are so happy to have
members … particularly if they can get
a buck or two from them … that they
don’t care about their qualifications or
views, only that they help them swell
their ranks to give the impression of im-
portance, or perhaps relevance?   

I have never been much of a joiner.
Especially when it comes to groups
with any type of a political agenda. This
doesn’t mean that I haven’t supported
people running for a political office or
lent a helping hand to a group that ap-
peared to have an honest agenda. It just
means that I have not, until recently
anyway, necessarily felt compelled to
get too involved with groups or indi-
viduals who have an overly well-defined
political plan or purpose. 

In my bankrupt and scandal-marred
state, Illinois, our last duly elected gov-
ernor is now on trial for (among other
things) trying to sell the senate seat that
was vacated when one of our senators
was elected President. It is the proce-
dure in Illinois that the governor sells
… I mean fills … Senate vacancies by
appointment if one arises. This partic-
ular (now impeached) governor has al-
legedly been caught on tape trying to
sell the appointment for some big
bucks. I have read some of the tape
transcripts and they are unbelievable.
A jury of my peers … and at this point
Groucho’s words are haunting me …
will ultimately decide what fate seems
appropriate for the accused.

He, of course, is not the first governor
from Illinois to find himself in trouble
with the law. We currently have one ex-

governor in prison and, during my life-
time, not less than three former Illinois
governors have gone to prison. It’s prob-
ably a safe bet that the one on trial at
the present time will soon be added to
the list. But these types of problems
don’t just exist in Illinois … although
there is no doubt that Illinois has taken
political corruption to new heights, or
perhaps I should say new lows. They
exist everywhere and seem to be getting
worse by the day at virtually all levels of
government.

I am, however, extremely happy to
see and report that the American citi-
zenry, being the opportunistic yet
sappy bunch that they are, have now
said “enough” and are finally starting to
do something about the political mess
that has existed far too long in this
wonderful land of ours. If you doubt
this, just take a look at the two new
movements that are sweeping the coun-
try. I refer firstly to the Tea Party move-
ment started only a couple of years ago.
The Economist magazine recently called
it “America’s most vibrant political
force” and supposedly they now have
more than 70,000 active members and
are growing daily. Next, somewhat in re-
sponse to the Tea Party, came the Cof-
fee Party. I read in the paper last
weekend that they now claim to get
600,000 hits a day on their website.
Since January of this year they have
signed up more than 40,000 people.
These parties are thriving because of
everyone’s dissatisfaction with the gov-
ernment and its inability to get any-
thing done. But, unfortunately, I have
now read what appears to be the
agendas and platforms of both of
these groups and I for one …
being the patriotic yet centrist cit-
izen that I am … do not feel that
they have gotten it right. They ap-
pear to be at polar opposites of
each other and what we really

need in this country at this time is
something that all Americans can relate
to and understand. Therefore, because I
feel it is my civic duty to point out both
political and social failings when and
as I see them, I am compelled to start
another party. 

My new party … actually I’d rather
refer to it as a movement … will hence-
forth be known as the Bottled Water
Party. Because of the depth of my con-
cern as to where we as a nation appear
to be going, I will assume the position
of executive director and, more impor-
tantly, chief financial officer. Now I
know that there may be a person or two
who might question my sincerity in all
of this, but let me assure you right now
that this movement will have a very
clearly defined purpose for as long as
funding is provided. Specifically, we will
make important-sounding proclama-
tions and will be verbally proactive on
issues that are meaningful and at the
very core of what we are hoping to ac-
complish. In an effort  not to disappoint
and in keeping with our goal of total
transparency … Bottled Water, always
pure, always fresh, always clear … we
will make no promises that we do not
fully intend to keep. Thusly, we’ll make
no promises at all. Naturally, we will al-
ways be strongly against crime, terror,
homelessness, oil spills and natural dis-
asters of any kind that might hurt our
hardworking fellow Americans. We will
eat apple pie, go to ball games in the
summer and, at least once a year, con-

Politically Incorrect???
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.

continued on page 55

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –

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

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


Buy with confidence 
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Fire rated glass and framing 
that can meet  

every application 
every time

Delivering innovative solutions for over years

by SAFTI FIRST

www.safti.com      888.653.3333
Register online for “Designing 
with Fire Rated Glass” and 
receive 1 AIA LU/HSW credit
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PPG Industries, Inc., 151 Colfax Street, Springdale, PA 15144  1-888-PPG-IDEA  www.ppgideascapes.com

Duranar and PPG are registered trademarks and IdeaScapes is a trademark owned by PPG Industries, Inc.

When you want a project to make a statement or simply 
stand the test of time, turn to the unequaled performance 
of Duranar® Coatings. And you can rely on the members 

of the Certified Applicator Program to gain access to the best people, practices and 
products – including exclusive access to environmentally-friendly Duranar Powder Coatings.  
To learn more, call 1-888-PPG-IDEA. Or visit www.ppgduranar.com.

LIQUID OR POWDER, IT ALWAYS MAKES A LASTING IMPRESSION.

SPECIFY AND TRUST PPG CERTIFIED APPLICATORS
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Companies supplying glass, metal, doors, win-
dows and a host of other products for the fenes-
tration industry pulled out all the stops and
brought their most energy-efficient and hurricane-
sound products to the American Institute of
Architects’ recent convention, which took place
June 10-12 in Miami. Some exhibitors speculated
that attendance was lighter than in years past, but
more than 17,000 took part in the three-day event
looking to find the latest developments. 

New “Green” Glass
Though the number of glass exhibitors was

smaller than in years past, those who did attend
were focused on providing the latest innovations,
and for many this included a green approach to
their products.

“We’re the greenest glass fabricator in the
country,” said Bob Price, national sales manager,
with J.E. Berkowitz. He explained that some of
the company’s green efforts include recycling and
re-using PVB cutoffs and also their recent installa-
tion of 7,200 solar panels (see page 24 for more).

“That’s the largest solar installation in New
Jersey,” said Price, who added that they have also
completed their first “almost paperless job.”

The company also showcased a variety of prod-
ucts, such as laminated glass including its decora-
tive laminated glass products made with DuPont’s
SentryGlas Expressions™.

In its booth PPG featured its newest launch,

Solarban R100. According to Darijo Babic,
national architectural manufacturer with the com-
pany’s construct market team, Solarban R100
glass offers solar performance with color-neutral,
low exterior reflectance of 32 percent. Interior
reflectance for Solarban R100 glass is 14 percent. 

“The R100 glass has visible light transmittance
of 42 percent and a high exterior reflectance,”
Babic said.

Guardian spotlighted its new SuperNeutral
(SN) 62 glass. “It’s a coated product that we
brought over from Europe, designed for the
commercial market,” explained Chris Dolan,
director of commercial glass products. “It has
high light transmission, low solar heat gain and
a light, very nice, blue reflective color. We find
that are architects are really interested in prod-
ucts that are less green—in terms of color—and a

Miami Visitors
Take a New View 
of Sun and Surf
AIA Show Spotlights Glass for Solar Control,
Flood Mitigation and Everything in Between
by Ellen Rogers and Megan Headley
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little more to the blue side, so we launched the
SN 62 to be part of that.” 

Dolan added, “It’s something that we think is
going to be really popular in the marketplace.” 

Jeff Rigot, sales representative for Viracon, said
that the company was introducing products at the
show for both the interior and exterior of the
building.

“On the exterior side of the envelope we’re
showing our insulating #4 surface laminated
product, which enables us to put the low-E coat-
ing on the #4 surface of an outboard laminated
lite. It’s pretty unique to the market here in the
protective glazing arena in Miami,” Rigot said,
adding that local architects seemed particularly
interested in the new option. 

“We’re also showing on the interior side 1/4-
inch glass with decorative frits, and a translucent

Door and window companies, including Pella, brought  developments for a range
of application types. 
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version in colors,” Rigot added. 
Although Major Industries in Wausau, Wis., is

well known for its skylights, at AIA it was all
about LightBasic™. The value-engineered translu-
cent wall systems feature a simplified framing sys-
tem and fewer system options when compared to
the company’s standard Guardian 275® translu-
cent panel systems. 

The exhibitors noted that the company has
been doing a number of “mixed” projects lately,
combining its translucent panels with standard
glazing or operable glazing to meet varied
demands.

What’s “Hot” in Miami
On the fire-rated scene, several companies were

on-hand with new developments. Aluflam, for
instance, featured its new two-hour fire-rated alu-
minum system.

“Because it’s aluminum and not steel, more
variety and finishes are available,” explained
Peter Lindgren, president. “Until now it was only
available with a one-hour rating. The two hour-
rating opens up new markets for us, such as stair
enclosures.”

SAFTI FIRST showcased its new SuperLite X-
90 fire protective glass. “It’s very clear and it’s a
good product for 90-minute temperature rise
doors,” commented Diana San Diego, marketing
manager. She added, “We can supply the glass as
a glass-only product and we can also supply it
with the vision kits.” 

Vetrotech Saint-Gobain also featured a new
fire-rated product, GLASSX®crystal, which it is
now distributing. According to Ryan Dennett,
president of the product manufacturer Greenlite
Glass Systems Inc., the glass “creates a living envi-
ronment” as it features a heat storage module that
receives and stores the solar energy, which it later
releases as solar heat.

Also new to the fire-rated glass market, Schott
announced its Pyran® Platinum has been Cradle-
to-Cradle silver certified. The Pyran Platinum pro-
duction process does not require the use of heavy
metals, arsenic, antimony and barium. The prod-
uct can also contribute points toward LEED
building certification.

Other products Schott featured included its
brand new RestrictView laminated privacy glass
that is designed to prevent viewing through two
lites of glass while permitting viewing through
one piece.

Glass and Metal Get Together
Clearwall™ curtainwall was the latest develop-

ment from Kawneer—so new, in fact, that it was
not even available during the show (it became
available June 28). Karen Zipfel, director of mar-
keting, explained that the new system was
designed to meet the demand for the monolithic
look, but is more cost-effective than four-sided
structural silicone.

Jot Chahal, project manager, added, “The
uniqueness is in the way it is glazed. You get the
same look with an efficient glazing method. The
toggle directly captures two pieces of glass at the
same time. You bring in the glass, set it, insert the
toggle and the rotation captures both sides of the
glass [providing] a flush, uninterrupted look.”

Going green has been a primary focus for
Tubelite. According to the company’s Mike
Nicklas, their products have the highest recycled
aluminum content in the industry. Earlier this
year the company began manufacturing all of its
architectural, extruded aluminum products with
EcoLuminum™, a high recycled-content alu-
minum billet composition.

“We’re the aluminum tree huggers,” he added.
Minneapolis-based Stylmark promoted its

green processes as well. “What we have at the
show is a whole new line of recycled alu-
minum,” said Kevin Hogan, vice president of
sales and marketing. “Aluminum is a very recy-
clable product.”

He explained that the new line features up to 7
percent recycled content and that the recycled
product is available in any finish color. He offered
attendees examples of pure billet aluminum and
recycled aluminum, noting, “You can see there’s
very minimal difference between them.”

The recycled products are suitable for use with
the company’s Wallmaker product for interior
storefronts and other interior commercial applica-
tions, Hogan said. 

Bob Griffiths, product development manager
for Firestone Metal Products/Una-clad, provided
booth demonstrations on the company’s Una-clip
clip system for attaching aluminum plate panels
to walls.

“The clips are attached to the panels without
mechanical fasteners,” Griffiths said. “You slide
them onto the top of the panel—there’s a long slot
to accommodate thermal movement and a short
slot to pin the panel. The clip slides into the bot-
tom of the panel, it slides and locks in place.” 

New View of Sun and Surf continued
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Two versions are available—one for aluminum
plate and a newer one for the architectural com-
posite material (ACM) panels. Launched at the
show, the ACM version “eliminates the time and
necessity of attaching mechanical fasteners out in
the field,” Griffiths says. “It also locates the clips
in the correct engineered locations so the archi-
tect or building owner can be sure they’re getting
what they asked for on the building.” 

The AkzoNobel booth was all about color, as
the exhibitor drew in architects with its large
selection of coating colors. 

“We’re colorful people,” joked sales manager
Ben Mitchell, “but the big buzz is green.”

Actually, the buzz in the booth was the acquisi-
tion of Dow Chemical Co.’s powder coatings
activities on June 1. The deal was first announced
in November last year.

“It seems like it’s going to be a good fit,”
Mitchell said of the news. 

Mitchell added, “Whether it’s residential or
commercial we can supply virtually all the coating
needs.”

A Range of  
Protective Products

In Miami, of course, well known for its strin-
gent hurricane codes, safety glazing products were
prevalent. 

Savannah Trims Inc. in Palm Beach County,
Fla., featured a flood-resistant glazing system,
which has passed the Flood Abatement Approval
Standard Class 2510 testing requirements. The
company says this is the only known glass window
which also serves as a flood abatement system for
new and existing construction applications. In
addition, the company’s products also passed the
Miami-Dade Large Missile Impact Test Protocol. 

The company says its glass and aluminum bar-
rier has seen positive response from both archi-
tects and homeowners as it is permanently
installed.

Matt Snyder, Acurlite Structural Skylight’s sales
and marketing assistant manager, was promoting
the company’s timely completion of impact test-
ing in South Florida. The company was assigned
its Notice of Acceptance NOA 10-0271.07 by the
Miami-Dade Building Code Compliance Office
for its Secure Series large and small missile impact
tested skylight system.

“It’s great for this audience,” Snyder commented. 
CGI Windows in Miami showed what blast-

resistant products can do with a sample in its
booth of a fragmented window intact in its frame. 

“We’re a company that makes hurricane win-
dows, impact [resistant] windows and now we’ve
branched out to get into the blast area,” explained
Steve Dawson, chief financial officer for CGI. 

He noted that the company has been getting
interest in its blast-resistant doors and windows
from representatives of the Department of
Defense, Air Force and other government 
organizations. 

“People are surprised you can get blast resist-
ance in an attractive product; they’re used to see-
ing it in more of a commercially oriented prod-
uct,” Dawson said.  

NanaWall Systems introduced its new SL73
Miami Dada/AAMA hurricane folding system
designed for mid-rise buildings, eight to ten sto-
ries. The new system allows designers and archi-
tects to create exterior openings up to 38 feet
wide, providing a way to bring the outdoors in.
Company representative Todd Kilstron explained
that the new SL73 is also thermally broken for
energy efficiency and is available with low-E
impact glazing. 

Crawford Tracey Corp., a glazing contractor
in Deerfield, Fla., spotlighted its new ProTech
45SG and ProTech 7SG curtainwall systems and

Sliding glass walls and large expanses of glass were popular at the trade show
in Miami.
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highlighted the fact that these new systems meet
both impact and blast test standards. The cur-
tainwall, with laminated insulating glass, meets
the Miami-Dade impact standards for large mis-
sile with a water resistant rating of 100 psf and
now has been tested to meet the GSA bomb
blast standards.

“Although it is a niche market, we have had a
number of clients inquire about systems that
meet both impact and blast standards,” said Ray
Crawford, chief executive officer. 

As Bill Bonner, the newest architectural repre-
sentative with Crawford Tracey, pointed out, it
used to be enough simply to have the building
standing following the hurricane, but as product
performance improves building owners now
expect the glass to keep the water out as well. 

The pair pointed out that more products are
able to offer both safety and other performance
benefits. 

Doors and Windows on Display
Dennis Kelly, senior vice president of

Graham Architectural Products in York, Pa.,
said the company had been receiving great
reports following the six-month soft launch of
its new GThurm window. The new product fea-
tures thermal transmission measures as low as U
0.18 (R 5.5).

The architecturally rated windows are made

using the company’s glass-reinforced polyurethane
technology. It combines 80-percent continuous
stranded glass content with 20-percent of a
unique polyurethane resin to produce window lin-
eals using a pultrusion process. 

“You can screw into it, unlike fiberglass,” Kelly
explained, adding, “The weight is almost the
same as aluminum.” Still, he stressed, the materi-
al is completely new. 

Valerie Jenkins, director of marketing for
Serious Materials in Sunnyvale, Calif., was excited
over the interest the company was getting on its
brand-new fiberglass commercial window. In what
Jenkins called the company’s fastest growing prod-
uct line, the new heavy commercial
SeriousWindows Series are rated to deliver ther-
mal performance of up to R-value 7.

Sage Electrochromics Inc. promoted its new
triple-pane, high R-value glass unit as well. Lou
Podbelski, vice president of marketing for the
Faribault, Minn.-based company, said he’d been
getting lots of questions about the new window,
as well as Sage’s standby dynamic glazing prod-
ucts. He said a number of utility company repre-
sentatives had been walking the show floor and
one from California had noted he’d been track-
ing the electrochromic window with interest. 

While architects continued to show interest in
all things green, MGM Industries in
Hendersonville, Tenn., was focusing on the full
range of colors. 

Abe Gaskins, president, said the company “is
looking to sell painted vinyl windows to architects
for commercial and residential windows.”
According to Gaskins, the first-time AIA
exhibitor can custom-match any color for jobs
where more than 200 windows are ordered. 

There were a number of aesthetic and high-per-
forming automatic doors on display in the
Portalp booth. 

Portalp USA Inc. has been established in
France for 40 years, but has been growing out of
its Naples, Fla., office for only four so the com-
pany was working hard to familiarize architects
with its products. Its automatic doors have been
designed with a focus on applications such as
hospitals, laboratories, clean rooms and other
areas where air flow must be tightly controlled. 

“All doors are fully wireless,” said Daniel
Zuloaga, president, as he aimed a remote at one
of the show floor samples. He explained the
doors also can be set on timer. “They can handle

New View of Sun and Surf continued
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a lot of weight,” he added, “normally 550
pounds.”

According to Zuloaga, Portalp also is “in the
energy business,” as its doors feature thermally
broken casings with insulating glass. On top of
that, its fire-rated impact-resistant door should be
ready for installation in the next couple of
months. 

Another European import was the Sunflex
booth; the company has been importing products
from Germany to its facility in Bonita Springs,
Fla., for two years now. 

Marco Bickenbach, customer relations manager
with Sunflex in, was letting attendees get a feel
for the company’s impact-resistant bifold system. 

“It’s a bottom loader, not top-hung,”
Bickenbach explained as he demonstrated the
smooth movement of the 9-foot-tall sliding door
system, “so you don’t need to engineer the top
header.”

Also on display was the wood-clad version of
its sliding wall, the SF 55c, and the slide-and-turn
door or window system. 

Across the exhibit hall, Greece’s Alumil (with
U.S. headquarters in Long Island, N.Y.) was show-
casing its S450 lift and slide system. The thermal-
ly broken system has two chambers and a sash
width of 45-mm. 

Kyp Bazenikas, president, was also quick to
show off the company’s new adjustable spider
system. “It provides a lot of adjustability at the
jobsite,” Bazenikas said, demonstrating that the
hardware can take corners and provide radius
installation. 

Also in the booth was a new take on a sliding
window—the window pushes outward but, when
closed, is flush with the building. Bazenikas said
the window also can be motorized, further pro-
moting the increasing interest in operable facades
for natural ventilation. 

From Components 
to Completion 

Amba Products in Atlanta showcased some aes-
thetic hardware options for sliding glass doors
manufactured by Germany-based ABP-Beyerle.
Company representatives were highlighting the
newest product in the booth, the “Silent Glam”
base bottom roller. Glamorous indeed, the stain-
less steel round rollers look like smooth wheels—
and allow designers to pick and choose inlay
materials in a variety of colors or wood options to

add an extra hit of style. The exhibitor noted that
the prototype rollers are for 10-mm or ½-inch
glass and have been specially fabricated for heavy-
duty doors up to 330 pounds. 

Dorma, in addition to its displays of hardware
products, was celebrating a new partnership. The
company has partnered with Sentech
Architectural Systems, a structural glass firm in
Austin, Texas. 

The company now can provide products “from
concept to completion,” said Kim McDonnell,
manager of group communications. “If [archi-
tects] can envision it, we can provide it.”

Several companies known for their installation
work had products on display at the show.
Among them, New York-based Seele had a num-
ber of eye-catching examples of projects, and sam-
ples of the products used to make them. The
company has fabricated and installed glass systems
for, among other products, the all-glass Apple
stores around the country. In Miami the company
was sharing with architects its ability to provide
extremely large lites of glass with little structural
support.

Among other unique capabilities, Attila Arian,
general manager, pointed out that the company
“can laminate stainless steel to the glass itself.”

Glass companies, including Pilkington, took part in this year's AIA show and
offered their latest products. 
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Glancing at the booth sample from an angle
tricked viewers’ eyes into thinking that the glass
floated without support. “We’ve gotten a lot of
interest,” Arian said. 

Decorative Glass 
Options Abound

Companies continued to offer variety and
choices when it comes to providing decorative
glass selections. 

“Custom patterns are at the forefront for us,”
said Marc Deschamps with Walker Glass. “We
have the ability to do any [pattern] on glass and
can meet any custom requirement.

One new product for Walker is its double-
sided acid-etched glass, which is available in both
opaque and satin finishes.

And while decorative companies agree that
business is certainly slower than they’d like, they
are still managing to stay busy.

“We’re keeping ourselves in front of the archi-
tects and have increased the number of lunch and
learn presentations we do,” said Deschamps. “It’s
important to not stop [doing those things] in a
downturn.”

Also on the decorative scene, Art Glass Ceilings
Direct was a first-time AIA Show exhibitor. The
company offers leaded glass dome interior skylight
systems, which are hand-cut from sheets of art glass
and assembled using true lead cames.

Partner and chief executive officer Matthew
Stearns says their systems are available for a vari-
ety of applications including residential, commer-
cial and hospitality environments. 

Greg Abrams with Cardinal Shower Enclosures
said the show was definitely slower than what
they would have liked, but still there was a good
bit of interest in the “fun stuff” that they fea-
tured, such as a cast glass door featuring palm
trees and a tropical scene. The company intro-
duced its Ultra Optic glass last year, which is part
clear and part cast last year, and that also remains
popular. 

“Architects are still looking for something con-
temporary,” said Abrams. “They are looking for
the next big thing in glass.”

Scott Williams of Imaging Sciences said his
company had introduced a new line of pig-
ments, “the same as those used in currency to
prevent counterfeiting,” he explained. “They
have color-shifting properties.” The colors avail-
able include a reflective gold pigment as well as
a chrome pigment.

“It’s similar to mirror, but this can be tem-
pered,” said Williams. 

Endless possibilities seemed to be the theme
for NGI Designer glass. The company provides a
variety of decorative glass products, including
printed glass that Victor Trnavskis, president,
said were extremely popular. He said that while
traffic was light, they were still pleased with the
show.

“The quality of the candidates were meeting
this year is very high,” said Trnavskis. “They are
asking the questions of people serious about the
things they want.”

Rami Design of Irvine, Calif., showcased a few
small examples of its striking glass stairs and rail-
ings. 

“Our systems are very simple and minimalist,”
said Ron Taybi, president of Rami. He added that
the system’s unique hardware offer installers “a
lot of adjustability.”

Taybi’s artistry (when prompted, he was happy
to share examples of the sculpture he creates “on
the side”) was kept under control as the modular
railing systems are designed to combine aesthetics
with simplicity and practicality.    AG

Megan Headley and Ellen Rogers are
the editor and contributing editor respectively of
USGlass magazine.

New View of Sun and Surf continued

Dorma had more than hardware in its booth as it announced a distribution part-
nership with Sentech Architectural Systems.
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