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Project: New York Fire Department, Engine Co. 239 Firehouse

Location: Brooklyn, NY

Architect: Beyhan Karahan

Products: Pilkington Pyrostop® fire-rated glass 

and Fireframes® Heat Barrier Series frames

fireglass.com  |  800.426.0279

For protection against flames, smoke and heat transfer choose Pilkington Pyrostop® fire-rated and 

impact safety-rated glazing material. With a fire rating of up to 2 hours, it’s the clear alternative to 

solid walls. After all, who knows more about protecting people and valuables?

© 2010 Technical Glass Products. Pilkington Pyrostop is a registered trademark of Pilkington plc. Technical Glass Products, One Source. Many Solutions 

and Fireglass are registered trademarks of Technical Glass Products.
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Learn what glazing contractors are planning for in
the year ahead—read the full results of the biennial
USGlass Contract Glazing Survey.

24 Safe and Sound
Commercial glaziers for companies of all sizes face
daily risks—although those risks might not always
be the first thing on their mind. Read on for safety
tips, techniques and cautionary tales. 

30 Sound Bites
Over the past 27 years Sound Glass Sales has
continued to grow thanks to staying focused on
taking care of the customer first.

36 Toronto Welcomes the 
Door and Window Industry
As winter comes to Toronto, door and window
manufacturers will be extra-focused on energy
efficiency, one of many topics of discussion at the
16th annual Win-Door show. 

38 Falling Into New Opportunities
Members of the Glass Association of North America
learned about changes coming to the industry and
new ways to promote glass usage during this year’s
Fall Conference. 

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –

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

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


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

No condensation and no failures! Eighteen solid years in an extreme climate. Built in 1992, the Royal Alexandra Hospital 
Atrium in Edmonton, Alberta, Canada, consists of insulating glass units made with 43,500 feet of silicone Super Spacer® (photo taken in 
2008). The 2009 Hospital Expansion project was also specified and built with the Super Spacer family of products.

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


Great American 
Tower 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.

Great American Tower 
at Queen City Square
by architect HOK.
Building envelope 
by Oldcastle
BuildingEnvelope™
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Choose the Strong Silent Type
With the QEL Exit Device, you won’t be the center
of attention every time you step out of the room.

The QEL Exit Device from Von Duprin is whisper-quiet 
both electrically and mechanically, and features all 
the high-performance that has made these products 
world famous.

This is the silent solution for environments where the 
slightest noise makes a big difference. A wide range  
of finish and trim options allow the QEL to blend  
with any existing architecture.

So remember, you don’t have to go out with 
a bang . . .

Contact Access Hardware Supply at (800) 348-2263,  
or visit www.accesshardware.com

USGUSGlass
NEWS NETWORK

www.USGNN.com

“The 
Most Important 

Business Tool I Have”
(that’s what readers are saying about USGNN.com)

Your Daily Online Glass Industry News Source

Sign up today and join the 
thousands already reading.

www.usgnn.com

It’s Free!
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GANAPerspectives

As you may have read or heard,
the Glass Association of North
America (GANA) moved its

headquarters at the beginning of July
this year. Our physical location moved
about six miles from southwest Topeka,
Kan., to downtown Topeka. The oppor-
tunities created by the move,though,are
a bigger jump than a six-mile relocation.

Of course, GANA members helped
out with the new office by providing a
touch of glass. Decorative glazing from
Goldray Industries and fire-rated glaz-
ing from Technical Glass Products gives
the entrance to the new office suites a
glass-focused, modern approach to of-
fice design.Several workers in the office
building housing GANA’s new head-
quarters have commented positively on
the glass products, many asking to con-
tact GANA members for potential inte-
rior glazing for their own office suites.

In addition to the entrance, glass is
featured prominently in the office in the
form of a sign provided by Arch Deco
Glass. The sign, which features the logo
of GANA’s management company, Cen-
tric Management and Consulting, is
made of decorative laminated glass,
with the logo being printed on the in-
terlayer. Each of these contributions by
GANA members make the new head-
quarters a welcome office environment.

One of the new features of the head-
quarters is a fully-operational video stu-
dio, complete with multiple cameras,
professional sound, a chroma-key
(“green screen”) environment, studio
lighting and new video editing bay. The
studio is being used in the creation of
several new items from GANA and other
Centric clients. For GANA, new educa-
tional videos and presentations are being
filmed for the launch of a new online ed-

ucation and training portal in 2011, as
well as a new video program for the or-
ganization. Portions of the studio are
portable and will be used in the creation
of sponsored video podcasts at various
tradeshows and events. Finally, a series
of live video presentations from the stu-
dio will occur in 2011 as part of the bur-
geoning GANA: Advocacy efforts.

The new GANA headquarters also
features enhanced conference space.
Educational seminars for up to 75 peo-
ple are now possible, as well as smaller
board of director-type events. Centric
already has held multiple events for
other clients and is looking to use the
facilities to offer AIA presentations
from GANA to local chapters.

As these new services from GANA
and its management company continue
to grow, new opportunities are available
to you and your company. If you
are interested in the creation of an
online presence, social and more
traditional media, online versions
of your presentations or more,
your trade association and its
management company can help
make this happen. Feel free to

contact me at brian@glasswebsite.com
to discuss the possibilities. Member-
ship in GANA does have its benefits.

The new GANA Headquarters is lo-
cated at 800 SW Jackson St., Suite 1500,
Topeka, KS 66612. Please feel free to
drop by if you are in the neighborhood.
We will be happy to show you some
amazing products from our members,
as well as what we are doing for our
members each and every day. ■

A New Address
GANA’s New Headquarters Brings New Opportunity

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

B r i a n P i t m a n is the
director of marketing and
communications for GANA. Mr.
Pitman’s opinions are solely
his own and not necessarily
those of this magazine.
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Glass, donated by
GANA members, gives
the entrance to the
association’s new office
suites a glass-focused,
modern approach to
office design.
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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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GuestBook

A Family Perspective
Ironworker For A Day

b y M a r k L e s t e r

How the hell did I get myself into
this predicament? That was the
thought that flashed through my

panic-stricken brain.Better yet,how the
hell was I going to get myself out of it?
Here I was, nine stories up in the strato-
sphere, standing, very much alone, on a
steel girder half the width of a sidewalk.
I was smack dab in the middle of a 25-
foot span between vertical columns,
which, by the way, represented the clos-
est thing to safety that was readily avail-
able. My knees had turned to rubber;
you could call it the Gumby effect. My
stomach was filled with butterflies and
my forehead was covered with droplets
of sweat. I was real close to a crisis situ-
ation. However, I was coherent enough
to realize that there would be no way for
a rubber man to successfully journey
across the beam.I had no choice.So, like
they say in the movies, I had to cowboy
up. Call it what you like, but I did suc-
cessfully make it to the vertical column
directly in front of me, where I dug my
fingernails in for dear life. I also took a
minute to tell God how much I really en-
joyed it in the heavens and was not in
any particular hurry to make an express
trip back to ground level.

Now that I was safely connected (come
to think of it, is that why some ironwork-
ers are referred to as connectors?) to the
vertical column with a Herculean grip, I
paused to reflect on the chain of events
leading up to this crisis. It was Septem-
ber 7,1973,my 20th birthday.I was stand-
ing nine stories above downtown
Indianapolis, on what was to become a
22-story addition to the Indianapolis Bell
Telephone Building (now known as
Ameritech).This was turning out to be a
birthday that I would not soon forget.

This whole chain of events began

with an offer extended to me by my
uncle, Kenny Asdell, a longtime mem-
ber of Ironworkers Local 22 in Indi-
anapolis, to introduce me to the field of
ironwork.Heck, it looked good on paper.
Good pay. See the world. Be a man. So, I
very naively accepted the offer.

I received a phone call from my uncle
on the eve of September 6, and he told
me to be at the jobsite the next morning
at 7 a.m. No small feat, considering at
the time I lived in vicinity of Grand
Rapids, Mich., and the time of the call
was 9 p.m. Obviously, I spent a large
portion of the night driving.

I arrived at the work site promptly and
made connections with my uncle.We first
visited the job superintendent’s shack
where I got signed up and was issued a
hard hat.Hardhat,wow,I was now one of
the guys.Well,okay,maybe I wasn’t really
an ironworker yet, but I was starting to
look like one and,up to this point,feel like
one. Boy, was I in for a surprise.

I was told I would be on the decking
crew, which was a good crew for
novices to cut their teeth on. Hindsight
being what
it is, and
knowing
what I
k n o w
now, I re-
ally be-
lieve the

footing crew would be the best place
for a novice to cut their teeth. But, oh
well, water over the bridge.

We all began our ascent up the ladder
to the respective floors where we would
be working. A ladder that made a per-
fect right angle to the ground, I might
add. One that couldn’t be climbed with-
out holding on.Which brings me to Les-
son #1: Do not hold on to rungs of
ladder when climbing.I assume readers
will know the justification, but if not,
visit a jobsite and observe the workers
departing the building for lunch and at
end of day. The answer will become
painfully obvious.

Stepping off the ladder was a
breeze. I stepped onto an area that was
already covered with decking. It was
like a “big porch.”

“This is a piece of cake,” I
thought. Boy, was I in for a big
surprise! That’s when I en-
countered the “beam.” At first
glance I thought,this won’t be
that big of deal. It wasn’t ei-
ther until I got about
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halfway.And then there is the“rest of the
story”as Paul Harvey always said.

And now, there I was, securely an-
chored to the vertical column. I was
clutching on “bulldog tight.” I wasn’t
going anywhere.The next beam in front
of me was only half the width of the one
I had recently departed. No force could
make me walk on that beam! What I
would have given for a pair of ruby slip-
pers. I wouldn’t have cared if I ended up
in Kansas after clicking my heels. Any-
where but where I was!

My uncle saved the day. He informed
me that it was quite acceptable to strad-
dle the beam and walk on the “bottom.”
Commonly referred to as“crawling.”Well
hey, you gotta crawl before you walk,
right?Well,I tried it and it was a whole lot
more palatable.I didn’t quite forget where
I was,but close.Of course, then I absent-
mindedly stumbled into Lesson #2: Pay
attention to where you walk! I stepped on
a section of decking, without paying
much attention, I might add. Unbe-
knownst to me,the decking was not sup-
ported on one end. I could have set the
high dive record with no water! But God
or Paul was watching over me that day. I
don’t mean Apostle Paul either, I mean
ironworker Paul.A man with the biggest
set of biceps I have ever seen with my
own two eyes. And the disposition of a
bobcat.As I recall, his exact words to me
were,“Hey you stupid (expletive), look at
what the hell you are about to do!

“The end of that decking is unsup-
ported, which is okay, except you are
about to die! So get your stupid, (exple-
tive) self back over here!”You don’t have
to hit me in the head with a shovel! I got
off that decking like a cat leaving a can-
non. Of course, I didn’t go anywhere
near Paul either as I was afraid he

might just throw me off the building in
contempt for being so ignorant.

One other item about Paul that
stands out in my mind is he would light
an acetylene torch in his pocket. I often
wondered if he ever burnt his pants off.

Later in the morning, a young man
by the name of Henry inquired as to
how long I had been an ironworker. I
asked him for the time. I remembered
he replied it was 9:30 a.m. I then told
him: “Oh, about two and a half hours.”
He looked like he was going to fall over.
He said I looked like a veteran.He asked
me how I could adapt so easily to the
height. I was asking myself the same
question inside. I thought, I should win
an Academy Award for this acting job!
In reality, I felt like I was running
through a fireworks factory with my
hair on fire! Not a very pleasant feeling.

And then came Lesson #3: Don’t
drop your tools! About midday, we fin-
ished on the ninth floor and were mov-
ing to the tenth. Paul (with the biceps)
and my uncle shinnied up the vertical
column to the tenth floor. My reaction
was,“if this is the moment where I have
to prove whether I am a man or a
mouse, you may call me Mickey right
now.” There has to be a better way! And
there was, the notorious right angle lad-
der. And since I would be climbing the
ladder, I was asked to bring the tools.
Okay,no problem,or so I thought.When
I got to the ladder,I received a revelation.
I was carrying two “beaters” (sledge-
hammers to the novices) and two hook
tools for pulling the decking.It required
two hands to carry these tools. The lad-
der required at least one hand and, in
my opinion,two would have been much
better. One option that I briefly consid-
ered was using my teeth. I have always

prided myself on my ingenuity and this
time it came in very handy. The ladder
was positioned next to an elevator shaft,
which had a safety net draped across it.
So, I very carefully deposited one ham-
mer on the net. Ingenuous, eh?

When I arrived on the tenth floor and
met up with the rest of the crew,my worst
fears were realized. They could all count!
They noticed the missing hammer.When
they asked me as to its whereabouts,I ca-
sually mentioned that I had dropped it.
And that’s when Paul proceeded to ex-
plain to me in his most professional man-
ner as to why you never drop hammers
when you are working in the air above
others! I could see his logic. Worse yet, I
was delegated the task of retrieving the
hammer. Just before I turned into a
pumpkin,one of the fellow crewmembers
offered to go get it. I don’t remember his
name but I am eternally grateful to him.

We got all the tools in order and the
rest of the day was rather anti-climatic
until later when I was sitting on a beam
in the middle of the stratosphere and
another ironworker needed to get by
me.My first thought was,“One of us has
to move and, as much as I would like to
be accommodating, I am staying put!”
This ironworker had been around. He
casually stepped over me and then
stopped to chat. I did not fool this guy.
He knew immediately that I was a
rookie; partially I am sure from the rust
stains on the seat of my pants. He of-
fered me Lesson #4, which is the best
lesson of all and applicable to all of us:
Don’t look down and don’t walk around
with your nose in the air!

I completed my first and what was to
be my last day as an ironworker without

continued on page 12

My stomach was filled with butterflies and
my forehead was covered with droplets of
sweat. I was real close to a crisis situation.
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misfortune.After giving it much thought,
I concluded,“ironwork is for ironwork-
ers of whom I am not one.”I am content
to remain a groundhog.Hey,don’t laugh;
at least I have my own holiday.

This story I dedicate to those men and
women who scale the heights to construct
North America’s buildings, towers, and
bridges.Without who, there would be no
infrastructure.I also dedicate it to my rel-
atives, who are or were ironworkers out of
Local 22 in Indianapolis. My uncles
Kenny and Dr. Ben Asdell and cousin
Randy Asdell. Uncle Ben is today a den-
tist practicing in Loogootee, Ind. That
should dispel the stereotype of construc-
tion workers“wearing a size 18 shirt and
size 3 hard hat.”

I read an article about the bombing
of the Alfred P. Murrah Federal Build-
ing in Oklahoma City, specifically about
the rescue and clean-up efforts. Iron-

workers from the local in that city who
built the building offered their services
to the fire department to shore up the
structure and make it safe for rescue ef-
forts. After all, who better to shore up
the structure than the folks who origi-
nally constructed it? At first the fire de-
partment declined their offer due to
safety concerns for the ironworkers, but
after starting the rescue efforts and re-
alizing how precarious the whole
structure was and how badly it would
need to be shored up to ensure
safety of rescuer workers and
victims, they consented and the
ironworker volunteers did shore
up the building and did assist in
the rescue. After the World
Trade Center attack, the iron-
workers were once again on the
scene assisting in clean-up and
rescue efforts.

I think our society looks for heroes
in Washington, D.C., and Hollywood
when we should be looking in our
own neighborhoods. Heroes are not
just the police and firefighters and
other rescue workers but also the
teachers, Sunday school teachers,
Scout leaders or just the elderly neigh-
bors who share their life experiences
and values with our children. Heroes
come in all shapes and sizes, one for
every occasion. ■

GuestBook
continued

M a r k L e s t e r is the regional fleet
manager for the MDOT Southwest Region. Mr.
Lester’s opinions are solely his own and not
necessarily those of this magazine. This
article is reprinted with permission from the
International Association of Bridge, Structural,
Ornamental and Reinforcing Ironworkers.
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Unbeknownst to me, the decking was
not supported on one end. I could have
set the high dive record with no water!

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


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

kawneer.com
kawneergreen.com

Introducing VersoleilTM SunShades — the next
generation of Kawneer’s sunshade platform —
offering a broad range of versatile products to suit
almost any project under the sun. Pre-engineered
for multiple curtain wall systems, the common
component design offers versatility in both form
and function. And, Versoleil™ SunShades provide
you with the design flexibility to incorporate 
sunshades easily into any building envelope 
to help create your vision. All this, plus highly 
configurable blade options for maximum shading
and energy saving potential. Kawneer’s Versoleil™
SunShades — versatility eclipsing all others. 

VERSOLEILTM.
SHADES OF VERSATILITY.

© 2010 Kawneer Company, Inc.

See us at Greenbuild International Conference and
Expo Booth #1015.
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USGUSGlass
NEWS NETWORK

www.USGNN.com

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

Silverstein Announces Asset Purchase 
of SMI Aluminum Systems in Florida 

SMI Aluminum Systems LLC, led
by Leon Silverstein, former chief
executive officer (CEO) of Arch

Aluminum & Glass, has announced the
purchase of SMI Systems in Medley, Fla.
The transaction was completed on Sep-
tember 17, 2010, through an asset pur-
chase agreement between the two
parties. The prior SMI management
team and all of their employees will re-
main as employees of the new company,
led by Jim Pande, who has been owner
of SMI for the past eight years.

Joining Silverstein as partners in the
acquisition are his brother, Richard Sil-

verstein, and Manny Valladares; both
held key positions at Arch, as chief op-
erating officer and director of product
development, respectively.

SMI Systems is a manufacturer of high-
performance storefront entrances and
window walls created to meet high design
pressures for blast and hurricane protec-
tion. “The existing product line at SMI is
a perfect start to creating a broad product
line to meet the needs of the glazing con-
tractor,” says Richard Silverstein.

Leon Silverstein told USGlass maga-
zine in an exclusive interview that the
company will focus on selling products

in Southeast Florida “and the coastal
areas where hurricane systems are in de-
mand.” The company currently has
about 55 employees and occupies 63,000
square feet of manufacturing space.

“The new company will now benefit
from the years of knowledge and ex-
pertise that the new group brings to the
table in the form of purchasing, product
enhancements, manufacturing and sell-
ing strategy,” adds Pande. 

The new SMI already is active in de-
veloping new products and services to
fill the gaps in its product line. 
❙❙➤ www.impactglass.com    ■
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800-847-5625
WWW.SECLOCK.COM

The Schlage AD-Series is the only lock that supports multiple credential types and lets you upgrade any time without taking the 
lock off the door. Our electronic access control experts can tell you where and how to use the AD-Series, and how best to integrate 
it with the system you already have in place.

No matter what your challenge, Security Lock Distributors delivers unparalleled service you can depend on. From integrating 
electronic and mechanical hardware solutions, to the industry’s most extensive in-stock inventory and best online technical library. 
Security Lock Distributors has a solution for... Every budget. Every schedule. Every time.   

Now you can get the most adaptable lock in the business from the industry’s most versatile distributor.

Boston, MA Pompano Beach, FL Chicago, IL Las Vegas, NV

Schlage AD-Series is fl exible, adaptable, scalable 
and available at Security Lock Distributors.
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CompanyNews

Columbia Commercial, Armortex,
to Offer Blast-Resistant Products

Columbia Commercial Building
Products in Rockwall, Texas,
and Armortex of San Antonio

have entered into a sales and fabrica-
tion agreement through which they are
working together on the co-develop-
ment of a line of low-pressure, blast-re-
sistant products. The two companies
are working jointly on the manufac-
turing, engineering and testing, and
the products will be marketed/branded
as Armortex. The agreement was final-
ized on July 1.

Kelly Townsend,national sales director
for Columbia Commercial Building Prod-
ucts, says the relationship represents a true
manufacturing-marketing agreement.

“We are finding new markets for our
existing product lines,” says Townsend.
He explains that his company was get-
ting requests for low-pressure blast-re-
sistant windows, as was Armortrex.
“About three years ago Rick Snelling
[vice president of] Armortex and I
started talking about how we could
work together,” says Townsend.

Through the agreement, Columbia’s
network of sales representatives also
will be promoting the products to its
current customer base.

“A lot of the projects coming out right
now are calling for low-pressure blast-re-
sistant products, often used in military,
government and federal applications,”
Townsend says.“With [traditional con-
struction] down, customers have been
looking for other types of work, so we’ve
seen a lot of opportunities for blast-re-
sistant doors and windows. This agree-
ment is a way we can provide another
option to help keep everyone busy.”

He adds,“Our customers now have a
source for blast-resistant products along
with other Armortex products that they
offer exclusively, including a line of bul-
let-resistant products. Armortex cus-
tomers have also gained a new source for
non-blast or impact products as well as
the standard products we offer.”

“I think the biggest benefit to both
the contract glaziers and the end users
is the synergy between our two compa-

nies,” Snelling adds.“Columbia has ex-
perience with [non-blast] door and
window systems while we have experi-
ence with the blast systems. Together,
this is a great partnership that will ben-
efit customers and end-users.”

Both Townsend and Snelling say
they believe the partnership repre-
sents a tremendous opportunity for
both companies.

“We both feel that right now there is
a ton of potential for where we can take
this and we will continue to look at [fu-
ture opportunities], one step at a time,”
Townsend says.“So far, this has been a
great success for us both.”
❙❙➤ www.ccbpwin.com
❙❙➤ www.armortex.com

Soladigm Plans
New Manufacturing
Facility in Olive Branch

Soladigm, headquartered in Milpitas,
Calif., is opening a new manufacturing
facility in Olive Branch, Miss.

The company has purchased an ex-
isting building in Olive Branch and ex-
pects to begin producing dynamic
insulating glass units starting in 2012.
The expansion is expected to create
more than 300 new jobs.

To help facilitate this $130 million
project, the State of Mississippi pro-
vided a $40 million loan through the
Mississippi Industry Incentive Financ-
ing Revolving Fund, in addition to $4
million in Momentum Mississippi in-
centives for project improvements at
the company’s new facility.

Soladigm is backed by venture capi-
tal firms Khosla Ventures and Sigma
Partners. The company, founded in
2007, currently is operating a pilot pro-
duction line at its Milpitas facility.
❙❙➤ www.soladigm.com ■

Vitro America Completes Asset
Purchase of Desert Glass Products

V itro America LLC in Memphis, Tenn., has acquired substantially all pro-
duction and inventory assets of glass fabricator Desert Glass Product
LLC in Las Vegas. Vitro America will assist Desert Glass in fulfilling cer-

tain customer commitments and plans to offer employment to qualified em-
ployees of Desert Glass.

“This acquisition allows the consolidation of two premier glass fabricators
servicing the Nevada, Arizona and Utah markets,” says Arturo Carrillo, presi-
dent and chief executive officer of Vitro America. “Desert Glass has developed
a strong market share and reputation in the heavy glass market and we intend
to strengthen our participation in that segment.”
❙❙➤ www.vitroamerica.com
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Let Tubelite’s Dependability 
give you the confi dence 
and peace-of-mind to do 
your job without worrying 
if we’re doing ours!

DFG = DAMAGE FREE GUARANTEE
 A delivery schedule that is unmatched; Same weekday – Same time frame
 Greater capability to manage your workforce & inventory effi ciently 
 Driver dedication
  How much does DEPENDABILITY cost? – YOU CAN’T AFFORD NOT TO HAVE IT!
Field Labor, Shop Labor, Replacement and scrapped material, Back-charges, Administrative Labor

FAST LEAD-TIMES - Material when you need it!
 We keep our promises

SUPERIOR PERSONAL SERVICE - Your success is our success!
 We LISTEN and TAKE ACTION! - We strive to continually improve your experience and satisfaction.

TU
BELITE - DEPENDABL

E

D
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TEE

Visit us at                                      2010 in Chicago, Booth 516L - or visit www.tubeliteinc.com
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SolarWatch
companynews

Applied Materials Shifts Its
Solar Tech Focus from Thin Film to c-Si

A lthough thin film has in recent
years been lauded as the solar
cell technology of the future,

Applied Materials Inc. in Santa Clara,
Calif., announced in July that it will be
restructuring its Energy and Environ-
mental Solutions (EES) segment to shift
its focus from thin film to crystalline sil-
icon (c-Si) solar technology. The re-
structuring plan is expected to decrease
annual operating expenses by at least
$100 million on an annualized basis.

As part of the restructuring, the com-
pany will discontinue sales to new cus-
tomers of its SunFab fully-integrated lines
for manufacturing thin film solar panels
and will offer individual tools for sale to
thin film solar manufacturers, including
chemical vapor deposition and physical
vapor deposition equipment.R&D efforts
to improve thin film panel efficiency and
high-productivity deposition will con-
tinue, according to information from the
company.The company also will support
existing SunFab customers with services,
upgrades and capacity increases. Ap-
plied’s solar R&D center in Xi’an, China,
will concentrate on advancing its c-Si
solar and other technologies.

“Led by Mark Pinto, EES will focus
on our industry-leading crystalline sil-
icon solar business and on pursuing
other opportunities in advanced energy
technologies like LED lighting,” says
Mike Splinter,chairperson and chief ex-
ecutive officer.

The company also plans to divest its
low-E architectural glass coating prod-
ucts, while continuing development ac-
tivities in emerging technologies such
as “smart” electrochromic glass.

The cost of implementing the EES re-
structuring plan is expected to be in the
range of approximately $375 million to
$425 million and is expected to impact

Premier Issue of Solar Glazing
Now Available

The premier issue of Solar Glazing magazine is now
available online at www.solarglazingmag.com.
The first edition of this new publication from

Key Communications Inc., publisher of USGlass
magazine, features information and insight into
glass’ role in the solar energy industry. Among the
features in this issue are one-on-one interviews
with industry experts and a review of recent re-
search on building integrated photovoltaics. The
new publication also includes previews of two up-
coming industry events, as well as lots of product
information. 

Visit the Solar Glazing subscription center for a free subscription at
http://www.glass.com/subcenter.php to sign up for a free subscription. 
❙❙➤ www.solarglazingmag.com 
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Applied Materials will discontinue sales to new customers of its SunFab thin
film lines to focus on crystalline silicon solar technology.

Debut
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between 400 to 500 positions globally.
A number of affected employees may
transfer to other groups or functions
within the company.
❙❙➤ www.appliedmaterials.com

PPG Forms Solar
Performance Group

PPG Industries in Pittsburgh has an-
nounced the formation of the PPG Solar
Performance Group, which will focus on
the continuous development and com-
mercialization of glass and coatings tech-
nologies for the solar power industry.

Scott Follett, global director, Patrick

Kelly, solar segment manager – North
America/European Union, and leading
PPG and development professionals will
lead a team dedicated to solar product
and technology development, sales,
manufacturing and technical support.

“The formation of the PPG Solar Per-
formance Group demonstrates PPG’s
commitment to creating innovative
products that serve markets with
tremendous growth potential,” Follett
says.“We have worked closely with cus-
tomers to ensure that these products
increase power-generation efficiency,
and the PPG Solar Performance Group

will help to grow the products’ position
in the solar marketplace.”

The PPG Solar Performance Group will
leverage the expertise of the entire cor-
poration to develop durable,“green”lead-
free protective coatings, adhesives and
sealants.Follett says the company’s profi-
ciency in glass handling and fabrication
also will enable the group to provide cus-
tomers with complete solar solutions.

The PPG Solar Performance Group
is headquartered at the PPG Glass
Business and Discovery Center in Har-
mar, Pa.
❙❙➤ www.ppg.com ■
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To know how better to serve our
readers in these challenging
times, we at USGlass con-

ducted an in-depth survey among
our readers in the contract glazing
business. Respondents were asked via
e-mail to respond anonymously to
questions about their time in the in-
dustry, their businesses, the chal-
lenges they face and their plans for
the year ahead. The responses to the
2010 USGlass Contract Glazing Sur-
vey paint a different picture than our
last edition of this biennial survey
(see November 2008 USGlass, page
30), as one might well imagine.

This year, we spoke with profes-
sionals across the country from a
range of business sizes and experi-
ence, spread out across the country.
Thirty percent of our survey respon-
dents are with companies that make
less than $1 million in annual sales,

with another 36 percent making $1-
$5 million; 41 percent of respondents
work for companies with 10 or fewer
employees. More than half of these
survey-takers (57%) have been in the
industry between 20 and 50 years,
providing a wealth of knowledge and
insight into today’s challenges.

The State of the
Glass Business in 2010

In 2010, 16 percent of the glazing
contractors surveyed saw increases in
their annual sales, compared to 2009,
while 11 percent saw slight increases
in their profit margins for that same
period. Roughly 30 percent were
lucky to see sales and profits remain
stable for the year. More than half of
our respondents saw decreases across
the board.

Some of those profits will translate
into purchases for the next year, we

learned. Many glazing contractors
have invested or are making plans to
invest in material handling equip-
ment, trucks and software in 2010,
and again in 2011.

Such investments seem to be the re-
sult of improved expectations for next
year. An optimistic 32 percent of sur-
vey respondents expect their project
backlog will increase in 2011, while 47
percent see it remaining stable next
year, for good or bad. This is compared
to the 17 percent who report that
they’ve seen an increase in their back-
log this year, compared to 2009. For
2010, 61 percent of respondents re-
maining point to drastic drops aver-
aging around 40 percent.

Challenges Facing
the Glass Industry

It’s not surprising that few glazing
contractors see a silver lining when

looking at the industry
this year.While only 3 per-
cent see an “excellent,
healthy business” right
now, and an additional 11
percent of our respondents
reported that business is
good, most were not so op-
timistic. More than half—
60 percent, in fact—are
facing significant chal-
lenges to their businesses.
Most of those respondents
singled out the economy
(58%) as their company’s
single greatest threat, with
competitors’ low pricing a
close second (23%).

One subcontractor shared
a tip for surviving the
storm: “Although our profit
margins are quite low, our
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From Good to “Pretty Bad”

51%
Pretty bad

26%
Average

11%
Good

9%
Couldn’t be

worse

3%
An excellent,

healthy business 16%
An excellent,

healthy business

11%
Pretty bad

1%
Couldn’t be

worse

37%
Average 35%

Good

20082010

Which best describes the contract glazing business right now?

By Megan Headley
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Do you expect to use
building information
modeling on a project in
the next two years?

What do you feel to be the greatest
threat to your company’s future?

What do you feel to be the greatest
problem in the contract glazing business?

58%
No

42%
Yes

58%
The economy

1%
Finding

qualified
labor

3%
Suppliers’
lead times

3%
Material and
energy costs

5%
Other

7%
Collecting
payment

23%
Competitors’

pricing

39%
The economy

28%
Competitors’

pricing

11%
Collecting
payment

11%
Finding

qualified
labor

8%
Other

3%
Suppliers’
lead times

0%
Material and
energy costs

How many projects have
you used building
information modeling on
since 2008?

13%
6 to 10

40%
3 to 5

40%
1 to 2

7%
More than 15

0%
11 to 15

company has strived to provide tremen-
dous service to our existing customers.
Retaining great relationships with our
best general contractor’s have undoubt-
edly carried us through this economic
storm,” the survey respondent noted.  

Not surprisingly, finding qualified
labor is low on the list of problems at
this time (1%), as are material and en-
ergy costs (3%). 

Several respondents pointed to state
and federal regulations and the lack of
code enforcement and knowledge as
continuing problems making their jobs
increasingly more challenging. 

Interestingly, foreign competition
doesn’t concern most glaziers at this
time—a full 42 percent of our survey-
takers report that this item has the least
adverse impact on their business today. 

continued on page 22

The Results of the Biennial
UUSSGGlass Contract Glazing Survey

*Asked only to those using BIM *Asked only to those not using BIM
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The survey asked respondents to rank their glass and metal suppliers from
“poor” to “excellent” in a variety of categories. Listed below are the suppliers
rated excellent, as selected by survey respondents:

Top metal product suppliers: 
Ability to meet schedules  . . . . . . . . . . . . . . . . . Southern Aluminum Finishing
Adequacy of lead times  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Tubelite
Delivery  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Wrisco Industries 
Ethics  . . . . . . . . . . . . . . . . . . . . . . . . . . . Doralco Architectural Metal Solutions
Information provided 
during the building process  . . . . . . . . . . . . . . . Southern Aluminum Finishing
Resolution of pricing problems  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Kawneer
Quality of materials  . . . . . . . . . . . . . . . . . . . . . . Southern Aluminum Finishing
Sales force  . . . . . . . . . . . . . . . . . . . . . . . . Firestone Metal Products/Una-Clad 

Top glass product suppliers:
Ability to meet schedules  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Viracon
Adequacy of lead times . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Guardian Glass
Delivery  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Viracon
Ethics  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Guardian Glass
Information provided during the building process  . . . . . . . . . . . . . . . . Viracon
Resolution of pricing problems  . . . . . . . . . . . . . . . . . . . . . . . . . AGC Flat Glass
Quality of materials  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Viracon
Sales force  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Guardian Glass

Glaziers’ Top Suppliers 

Learning New Technology 
A small percentage of the glaziers we

surveyed (20%) have used building in-
formation modeling (BIM) on a project
thus far. Of those that have used it, they
still seem to be dabbling, with the ma-
jority of those respondents (80%) hav-
ing used BIM on fewer than five
projects—although several (38%) have
invested in BIM software. 

Of the 80 percent that has yet to work
with BIM, fewer than half of our survey re-
spondents (42%) see this new technology
coming their way in the next two years.

Working with Architects
Only 3 percent of our glazing survey

respondents would say they work with
architects that are “highly” educated
about glass and metal (36 percent of
our respondents find the average archi-
tect to be poorly educated on the sub-
ject). And yet, a full 10 percent of
respondents say they provide no train-
ing to architects during a given visit
and 23 percent of our respondents say
they’re offering less education than in
the past—perhaps leaving that task to
the manufacturers. 

Despite the best efforts of suppliers
and glaziers alike, 17 percent of our
respondents still find that architects
are specifying inappropriate materi-
als for installation more than half of
the time. 

“The biggest problem is that archi-
tects have no idea what they are doing
and it is almost impossible to hold
them accountable for their incomplete
designs and shoddy specs,” com-
mented one anonymous survey re-
spondent. “They need to share in the
financial success of all the contractors
to get paid—that would fix them.”   ■

Expected changes in profit margins

2009 
to 2010

2008
to 2009

2007
to 2008

Increase
16%

Increase
37%

Increase
46%

Decrease
54%
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24%

Decrease
30%

Stay the same
30%

Stay the same
39%

Stay the same
24%

Expected changes in annual sales 
From Good to “Pretty Bad” 
continued from page 21

To read the full 
article, visit the only 

online section of 
www.usglassmag.com
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Even as construction jobsites
are seeing fewer fatal work in-
juries (see “BLS Report Shows
Decrease in Number of Private

Construction Fatalities,”on page 26),glaz-
ing contractors received a stark reminder
that safety should be a primary focus on
every jobsite.OnAugust 30,a 49-year-old
glazier with Swanson Glass, suffered a
fatal head injury on a jobsite in Iowa (see
“Iowa Glazier Dies on Jobsite,”on page 25).

Jobsite safety training can take a va-
riety of forms, with the most critical as-
pect being regular reminders and
updated training for all employees.

Employee Training
For the glaziers with Massey’s Plate

Glass & Aluminum, headquartered in
Branford, Conn., every job begins with
a safety talk.“Before we start we go over
the job-specific hazard analysis,” says
Phil Delise, vice president of Massey’s.
“Once we put that together we assem-
ble the troops. When we get on the job
we go through, not only the safety pro-
tocol, but also the material safety data
sheets (MSDS),and then we get into the
more job-specific potential hazards.”

For the projects on which Massey’s
employees work—as with any commer-

cial glazing contractor working on high-
rises—falls are the most common risk.
“Based on the [building] layout you
might have high hazard areas where you
can’t get a boom lift in where you have to
potentially work with coming up with a
custom tie-off system,” Delise says.

Although many commercial projects
are unique, training on the most com-
mon safety hazards—fall hazards
being chief among them—should be a
regular occurrence.

“We have several training programs
that are ongoing,”says Ted Derby of LCG
Facades, a glazing contractor in Salt
Lake City,Utah.Among them,LCG takes
advantage of a safety training program
sponsored by the local chapter of the As-
sociated General Contractors. “They
have a pretty good program, especially
for our jobsite superintendents,” Derby
says.“They do safety training on an off-
site basis … and they’ll guide the rest of
us through what they learn.”

Accurate Glass Works, a glazing con-
tractor in Boca Rotan,Fla.,also relies on
employees to disseminate safety train-
ing. “We also rely on our veteran em-
ployees to conduct specialized
[training] on glass handling,such as the
importance of wearing gloves every

time you touch glass, even if the edges
are polished,” says Bill Parker, general
manager for Accurate Glass.Parker adds
that the company offers weekly“toolbox
talks” on safety, as well as training on
CPR, first-aid and OSHA courses.

Danny Davis,principal of the subcon-
tractor Arrow Glass & Mirror in Austin,
Texas, says his company’s safety man-
ager is responsible for attending OSHA
classes and trainings and then schedul-
ing training with field employees.

“We make sure [employees] are
trained on all of the equipment we use,
such as harnesses, lifts, etc. The safety
manager is also responsible for docu-
menting the training and making sure
that training is part of our standard op-
erating procedures (SOPs),” Davis says.

Dave Nohr, president of Glassworks
in Muskego, Wis., says his glass instal-
lation company works closely with ven-
dors that offer certifications and/or
training on various equipment types
such as forklifts and scaffolding.

“We utilize those vendor relationships,”
Nohr says. He adds that they provide a
higher base rate of pay for those employ-
ees who are certified.“The certifications
also have to be maintained continually.”

LCG works proactively with OSHA to
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ensure there are no hazards in its fab-
rication areas.“We invite OSHA [repre-
sentatives] to come to our shop and our
fabrication facility—and they will do
that at no charge—and make a recom-
mendation list of things that need to be
corrected. Once we’ve made the correc-
tions we invite them back to inspect so
that we can have those safety inspec-
tions logged in with OSHA and become
part of a support approach rather than
a negative experience,”Derby says. “We
try and do that every six months.”

Accurate Glass provides employees
with a safety manual that covers gen-
eral construction worksite safety as well
as areas specific to glass.“Our number-
one rule is that every job is a hard-hat
job,” Parker says.

Incentives for Safety
While regular training should keep

jobsite safety awareness fresh on
glaziers’ minds, some companies and
industry organizations go further in
promoting safety awareness.

For example, in 2005 the Interna-
tional Union of Painters and Allied
Trades (IUPAT), its signatory employ-
ers and the Painters and Allied Trades
Labor Management Cooperative Initia-

tive (LMCI) launched a program with
the goal of instilling a new culture of
safety in the workplace.

“It’s called STAR: Safety, Training,
Awards, Recognition. Basically it’s an
incentive based program funded by the
LMCI and our employers to reward
workers for attending advanced safety
training classes and maintaining a safe
jobsite record in the workplace,” says
Kevin LaRue, administrator, Painters &
Allied Trades – LMCI.“Those who meet
both of those criteria are invited to at-
tend an awards ceremony at the end of
the program year where they’re eligible
to win a number of very nice prizes.”

LaRue adds,“It’s a win-win situation
for everybody: our workers are safer on
the jobsite and have the opportunity to
get rewarded for it with some great
prizes, and our employers enjoy a better
bottom line since they’re seeing a re-
duction in costs such as workers’ com-
pensation claims.”

When Massey’s Plate Glass’ employees
go a month without injuries,the company
offers incentives to keep them focused.

“On the larger projects especially
where we have anywhere from 15 to 35

When we get on the job we go through, not only the safety
protocol, but also the material safety data sheets (MSDS),

and then we get into the more job-specific potential hazards.
—Phil Delise, Massey’s Plate Glass

Iowa Glazier
Dies on Jobsite

Tom Fosdick of Swanson Glass, a com-
mercial glazing contractor based in Des
Moines, passed away on September 1 as
a result of a head injury sustained on a
jobsite on August 30. He was 49.

According to an article in the Press-Cit-
izen, Fosdick died as a result of a fall
while working on renovations to the Uni-
versity of Iowa Boyd Law Building.

The Press-Citizen article also reported
that the general contractor on the proj-
ect, Miron Construction, has a record of
19 workplace safety violations with the
Occupational Safety & Health Adminis-
tration (OSHA). A search of OSHA records
found no such violations for Swanson
Glass or KAS Investment, its Rochester,
Minn.-based parent company.

KAS notes on its website, “Employee
safety has been a leading point of em-
phasis for KAS Investment Co. since
opening its doors 30 years ago. It is the
policy of KAS to strive for the highest
safety standards on our projects and in
our shop facilities.”

As of press time, a representative from
KAS had not responded to USGlass’ re-
quest for comment on the details sur-
rounding the accident.continued on page 26
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guys working, we
have Massey para-
phernalia that we

like to hand out …” Delise points out,
“We try to isolate that to a person that’s
demonstrated [safe behavior] based on
feedback from the foreman.”

Not all contractors are quick to latch
on to these types of programs.

“We’ve talked about doing that but at
this point we haven’t offered anything
at this point,” Derby says. “We have a
real high expectation that we’ll work
safe, I guess.”

Some federal government officials
have gone a step further by publicly air-
ing concerns that incentive programs
can promote a less safe environment, by
rewarding workers for not reporting
workplace injuries or illnesses. A No-
vember 2009 report on injury and illness
recordkeeping from the Government Ac-
countability Office (GAO) stated, “…
These programs can discourage workers
from reporting injuries and illnesses …
in addition to missing the chance to win
prizes for themselves, workers who re-
port injuries and illnesses may risk ru-
ining their coworkers’ chances of
winning such prizes.”

Focusing on employees who have
demonstrated particularly safe behav-
ior—rather than the lack of reported in-
juries alone—can be one way to make
these incentive programs work well.

The GAO report also stated, “… Be-

cause employers’workers’compensation
premiums increase with higher injury
and illness rates, employers may be re-
luctant to record injuries and illnesses.
They also said businesses sometimes hire
independent contractors to avoid the re-
quirement to record workers’injuries and
illnesses because they are not required to
record them for self-employed individu-
als. Stakeholders also told us employers
may not record injuries and illnesses be-
cause having high injury and illness rates
can affect their ability to compete for con-
tracts for new work. The injury and ill-
ness rate for worksites in certain
industries, such as construction, affects
some employers’competitiveness in bid-
ding on the same work.”

That specifically occurs as a com-
pany’s experience modification rating
(Mod) moves further above 1.0—the
rating,calculated by organizations such
as the National Council on Compensa-
tion Insurance, compares a company’s
workers’ compensation claims to em-
ployers of a similar size in that industry.

Return to Work
When a loss-time injury does occur

on a jobsite, many glazing contractors
institute a return-to-work program that
allows the employee to take on some
duties and allow the employer to re-
main productive—and lower workers
compensation costs.

“These are individually based upon
what the physician tells us, such as a
light work load,” says Nohr.“So the em-

ployee will be on a light work duty until
the doctor tells us otherwise.”

Davis agrees. “Employees would go
on a light-duty program until they are
able to be back in full,” he says.

“We work with our insurance com-
pany on this and they work directly
with the doctors on when the employ-
ees can resume work,” Parker says.

“It’s on a per-case basis,” Delise says
of Massey’s program.“If we’re told that
this person is available for light duty, we
have to evaluate what that light duty re-
strictions are.”

Workers’compensations claims can be
a significant burden,especially for smaller
companies, but should be reported im-
mediately to the insurance company.

“It’s important to have a program in
place and a safety director and to make
sure everyone follows the rules,” Nohr
says. “If you have a worker’s comp
claim, don’t treat it lightly; immediately
report it to the insurance company and
follow their guidelines, because if you
don’t then your liability just expands.
Also be sure and follow through on the
physician’s orders.”

Delise adds, “Our insurance carrier
has a program where they would inves-
tigate any claims that are potentially
questionable.”

Some installers may work with spe-
cialized groups, through their insur-
ance provider or independently, that
will “manage” a jobsite injury and any

continued on page 28
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BLS Report Shows Decrease in Number of Private Construction Fatalities
Are workplaces and jobsites becoming safer? Possibly. According to the United States Department of Labor, Bureau of

Labor Statistics (BLS), preliminary results of its 2009 Census of Fatal Occupational Injuries (CFOI) saw 4,340 fatal work in-
juries, down from 5,214 fatal work injuries in 2008. The BLS says the 2009 total represents the smallest annual preliminary
total since the CFOI program was first conducted in 1992.

The construction industry, specifically, also saw declines last year in terms of fatalities. The report notes that while con-
struction workers incurred the most fatal injuries of any industry in the private sector in 2009, the number of fatalities in con-
struction declined 16 percent after a decline of 19 percent in 2008. However the BLS reports that economic conditions may
explain much of this decline, as the total hours worked declined 17 percent in construction in 2009, after a decline of 10
percent the year before.

Industry
Fatalities (number)

Selected Event or exposure
(percent of total fatalities for industry group)

Falls Struck by object
2009* 2008 2007 2006 2009* 2008 2007 2006 2009* 2008 2007 2006

Construction 816 969 1,178 1,226 34 34 38 35 10 11 9 10
Construction of buildings 150 197 244 218 49 34 44 45 9 11 10 9

Specialty trade contractors 477 556 680 721 39 40 43 40 9 10 7 9

continued from page 25
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ensuing workers compensation claim.
While these groups can be a resource
for safety training and help reduce
compensation costs, some see this as
another path toward pressuring work-
ers to under-report illness or injury.

“Like all consultants in every indus-
try, some are better than others,” com-
ments Lyle Hill, president of MTH
Industries in Chicago. “Most good in-
surance companies have their own
field investigators and they typically
do an outstanding job … mostly be-
cause it’s usually going to be their
money that gets spent.

“The bigger the underwriting insur-
ance company, the better the investiga-
tors are going to be and typically the
more aggressive, as well. They won’t
waste much time on small claims but
will work very hard (and creatively, I
might add) to mitigate losses on a po-
tentially large claim,” he adds.

Regular Updates
Delise offered a suggestion for re-

ducing minor jobsite injuries based on
research the company has done.“We’re
finding out approximately 35 to 40
percent of the injuries we’re account-
ing have to do with some sort of
stretching … where people were not
in the position to properly move and
lift,” he explains.

“One thing we’ve been trying to
move toward with contractors [is a] …
program where, when you start the job
in the morning, everybody goes out
and they do a stretching
program, and that’s how
they start the day. Now
they’re alert, now they’re
awake, they’re stretched
and they’re ready to start
the job.”

The downside, Delise
says, is that the costs for

reduced work time take off the com-
pany’s competitive edge when it comes
time to bid. Still, he continues to rec-
ommend the program to GC’s and fel-
low subs alike.

Davis advises ensuring that employ-
ees are really using the information.
“Have a safety manual for employees to
read and sign off on that they truly
comprehend what it says; daily safety
updates are important as well.You want
employees to understand that they are
important and you don’t want them get-
ting hurt,” he says. ■

M e g a n H e a d l e y is
the editor and E l l e n
R o g e r s is a contributing
editor for USGlass.
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a lot has changed in the 27 years since
Ronald Reagan was president.Back then
the cost of a new home was around
$90,000 and the median household in-
come was around $21,000. A gallon of
gas was $1.24 and a dozen eggs just 86
cents.The Washington Redskins won the
Super Bowl, the Baltimore Orioles the
World Series and the NewYork Islanders
took home the Stanley Cup.

Pop culture aside, 1983 was also the
year that Warren Willoughby decided
the time might be right to start his own
glass company.

“I had worked for another glass com-
pany for nine years and that company
was not succeeding, so I offered to buy
it or said I would start my own. And
that’s what I did—I started my own
company,” says Willoughby of Sound
Glass Sales, in Tacoma, Wash. “That
company is no longer in business
today; it lasted one more year. Back
then I had a partner who had also
worked at the same company and we
both had young children at the time
and knew we had to make a move, one
way or the other.”

That was January 13, 1983, in a small
shop about a mile from where the com-
pany today operates. Then Sound Glass
focused on residential projects and pro-
duced insulating glass, which it sold to
other glass companies.

“In the late 1980s we got involved in
the commercial market and now our
business is about 50-50,” says
Willoughby, who today owns 95 percent
of the company; Gvido Bars, vice pres-
ident, has a 5-percent ownership.

In addition to its 22,000-square-foot
offices and showroom in Tacoma, the
company also has a 10,000-square-foot

Members of the Sound Glass team,
from left to right, Tom Wright, Warren
Willoughby and Gvido Bars.

Committing to Customer
Service Keeps One Company
Tuned in to Moving Forward

By Ellen Rogers

SOUND
BITES
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fabrication facility located about a mile
away, which is where commercial prod-
ucts are fabricated.Sound Glass also has
facilities in Kent and Bremerton,Wash.

Aside from fabricating and installing
commercial glazing systems, Sound
Glass also installs residential windows,
mirrors, shower doors and other prod-
ucts for both commercial and residen-
tial projects. In 2009 the company
reported nearly $8 million in sales and
currently has 67 employees, a number
Willoughby says is down somewhat due
to the slow economy.

From residential to commercial,Sound
Glass has seen steady growth since its
start 27 years ago.And those at the com-
pany credit their dedication to servicing
customers as the key to success.

A Good Mix
Depending upon the year, about half

of the work that Sound Glass does is
residential and half commercial.
Willoughby says that having a hand in
both markets has been beneficial.

“It helps us because when one part of
the economy is down,the other typically
is not so there’s balance and we can shift
focus,”says Willoughby.“We have about
43 glaziers,some commercial and some
residential, as well as some production
shop workers. We always strive to keep
the best guys working no matter what
by moving people around.”

Willoughby credits the team of peo-
ple he’s brought together as the main
reason for the company’s success in
moving into the commercial realm. He
says he hired people who had experi-
ence in the commercial sector, many of
whom still work there.

“It’s enabled us to keep growing and
succeeding,” Willoughby says. “I am
proud that we’ve been able to retain
loyal, dedicated employees who have

grown the company to what
exists today. Some employees
have been here since the begin-
ning and many have been employ-
ees for 10-15 years.”

But transitioning into the commer-
cial market also represented both a
learning opportunity and experience.

“With residential we work directly
with the consumer and in commercial
we’re working with architects and gen-
eral contractors and not really the final
owner of the project,” says Bars.“Typi-
cally the residential side needs a lot
more customer service than the com-
mercial side does because you’re deal-
ing directly with the end-user.”

Sign of the Times
Working in both commercial and

residential construction, Sound Glass
has established a number of strong re-
lationships with industry suppliers over
the years. These include United States
Aluminum, Hartung, Milgard Windows
and National Glass Industries.

Two years ago in honor of Sound
Glass’ 25th anniversary Owen Lubin,
vice president of National Glass Indus-
tries, donated $500 to the Washington
Glass Association Scholarship Fund.
Having worked with Sound Glass for
more than 20 years,Lubin says he’s seen
how the company has grown from just
a small shop to what it is today.

“They’ve evolved tremendously. I’ve
been calling on them since they were
just a small front office with a little shop
in the back. It’s amazing the growth
that’s happened,”says Lubin.“Warren is
a super guy, he’s mellow and a great
businessman. He has those qualities
that attract good people—he has a
team of good people who are honest
and trustworthy.”

The Sound Glass team has seen a lot

change in
the industry over the

past 20-plus years. Thanks to digital
technology and the Internet, these evo-
lutions include increased product
awareness by not just architects and
builders, but also consumers.

“A lot of customers who come in al-
ready have an idea of what they want;
they know about the technology and
products out there,” says Tom Wright,
who manages the Tacoma location.

He continues, “Back [in the early
days] we’d do a lot of home shows where
we’d feature our wares … now [in the
two years] we’ve been in this location we
already have some displays in our show-
room that are out of date. It’s simply the
technology of all the products changes
at such a rapid rate it’s tough to keep our
staff up to snuff on it.”

Part of this, Wright explains, has to
do with the fact that suppliers are
launching new products quicker than
they used to.

“Twenty-five years ago glass was
glass,” adds Willoughby.

Changing times have also brought
along new challenges.

“I think government regulations have
played a big part in taking up time,”
says Bars. “Every jurisdiction wants to
have a piece of the pie. They want you
to have a license in every little town,
even if you just go there once. Everyone
has their fees and paperwork and it’s a
lot now that 25 years ago we did not
have. Sometimes it seems there’s more
paper than there is job.”

continued on page 32

“We [in the Pacific
Northwest] were also

slower to enter the recession.
When people were dying back
East we were still busy. So we
kind of lag the economy by a

quarter or two.”
—Warren Willoughby
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Willoughby also notes that as a result
of the economic impact on the construc-
tion market the design processes they use
and types of commercial projects they
are installing have also changed. To stay
busy the company chose to switch gears
and focus on different markets, military
work in particular.

“We used to do primarily design-
build work on the commercial side.Now,
as the economy has changed we’re doing
more public works projects,particularly
military bases,” he says.

“It’s been an eight-month process
and we’re just starting to see some of
that work,” says Bars.

Wright adds, “Wherever there is
stimulus money there has been some
hope. And that’s true, too, on the resi-
dential side.”

“Plus, the rebates have been a
tremendous help there,” says Bars.

And while there have been economic
indicators and forecasts predicting the
market will soon begin a turnaround,
those at Sound Glass, like so many oth-
ers, say they have yet to see this.

“I think here in this corner of Amer-
ica we’re a little more behind the curve
on economic times so I don’t think we’ve
really noticed much improvement yet,”
says Wright.“Perhaps a slight uptick.”

“We’ve read and heard a lot, but we’ve
yet to see it,” agrees Bars.

Willoughby adds, “We were also
slower to enter the recession. When
people were dying back East we were
still busy.So we kind of lag the economy
by a quarter or two.”

Busy indeed; over the past few years
Sound Glass has taken on a number of
high-profile projects, including the
glass installation of Tacoma’s Hotel Mu-
rano (see A Hotel for Glass, page 34) and
the Washington Public Utilities District
Associations, the first LEED platinum
project in the state of Washington.

Another challenge with which the
company is faced currently is main-
taining revenue.

“We’ve cut back about as much as we
could,anticipating revenue will be down
by about 25 percent,” says Willoughby.
“We’ve tried to become lean and be
ready to react. We’ve got all our equip-
ment and a core group of people.”

Still, the company has worked hard
to stay competitive.

“We have dropped our margins, com-
mercially and residentially,” says
Wright. “There are just so many bids
going on right now. So it’s more than
just the value, we also have to be price
conscious in what we bid.”

Bars agrees.“Plus, the competition is
very intense.There used to be three bids
on a job and now there are three dozen
bids on a job.”He also points out that the
biggest drop in work has been in private
commercial projects.

“Ninety percent of our work used to
be private work and last November it just
dried up and there was nothing in the

pipeline,” says Bars.“So even
if we got that started back up
today, it would be a year and
half to two years before we’d
see any of that work.”

Top Priority
Still, everything comes

down to the importance of cus-
tomer service.
“It’s been our mantra from the day

I walked in the door that our number
one thing is to take care of the customer.
You do not ignore the customer.Not every
project is going to go perfectly, but what
Sound Glass does, whether commercial
or residential, is respond,” says Wright.
“Even if things are way past warranty—
we have projects we did five years ago that
have passed our labor warranty—we still
take care of them. I think because of the
customer-service-first attitude that’s re-
ally what makes the company what it is.”

Communication is also critical
“You have to keep in touch with

everyone,”says Wright.“And in this got-
to-have-it-now, got-to-know-now, got-
to-have-the-answer-now world we live
in if you’re not communicating with
your customer, your vendor, your archi-
tect, you might as well close the doors.”

Bars agrees.“Even if you call them back
and tell them that you don’t have the an-
swer, but you’re working on it,just to give
that communication is necessary.”

“And it’s the same with our suppliers,”
says Willoughby. “We appreciate the
ones who tell us what’s going on, so it
goes both ways.”

Making a Mark
Over the years Sound Glass Sales has

enjoyed consistent growth and has made
the ranks of several publications’ top
lists. These include the Inc. 5000 list of
Fastest Growing Companies in 2007 and
2008; Qualified Remodeler’s list of Spe-
cialty 200 Remodelers in 2005-2008; as
well as USGlass magazine’s list of the
country’s top contract glaziers (see the
March 2010 USGlass, page 24).

continued on page 34

“I think here in this
corner of America we’re a

little more behind the curve on
economic times so I don’t think

we’ve really noticed much
improvement yet. Perhaps a

slight uptick.”
—Tom Wright

At its Tacoma headquarters, Sound
Glass operates within a 22,000-
square-foot facility.

SOUND
BITES continued

from page 31
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Achieve-
ments aside,
Willoughby says
his is a company
that will never stop
striving to be its best.

“It seems that each year Sound
Glass adapts and diversifies to business
challenges and we are never sitting back
with our feet up saying‘we made it,’”says
Willoughby. “Though the humps may
not be start up,the road to the future will
always present some hills and valleys.”

As far as the future, Sound Glass is
staying busy and looking forward to
seeing the market return to better days.

“I would like to see us not lose our
roots. I never want to get to the point
where we are so large that we are not
taking care of [the small customers] or
that we lose our roots in customer
service,” says Wright.

L o o k i n g
ahead, Willoughby is also optimistic.
“We hit our all time record in sales prof-
itability a few years ago, so I would like
to see us get back to that. But that being
said, it was a record so we can hopefully
go on and keep growing at a sus-
tained pace.”

After a successful run of 27
years,Willoughby says he has given
some thought to what his next
steps may be. His two children also
work for the company and he says
he “would have no reservations

with their
dedicated in-

volvement.
“I plan to work for

five years or so and then
phase down my involvement and

weigh my options,” he says.
In the meantime,Sound Glass contin-

ues to be committed to taking care of its
customers, no matter how big or small.
Given the success and recognition the
company has achieved, that’s sure to be
the path it will continue to follow. ■
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E l l e n R o g e r s is a
contributing editor for
UUSGlass magazine.

A Hotel for Glass 
Tacoma, Wash.’s Hotel Murano opened in the spring of 2008, and not only features

the works of more than 45 glass artists from all over the world, but also a design style
that takes full advantage of the beauty and aesthetics that glass can provide. 

Even before entering the hotel’s doors, glass demands visitors’ attention. Out-
side, Orizon (Greek for Horizon), a 104-foot glass and steel sculpture created by
Greek artist Costas Varotsos, greets guests and visitors as they arrive. The sculp-
ture was created to convey a relationship to the horizon and water to the build-
ing’s interior where art glass is deeply integrated into form and design. Inside,
three colored glass Viking ships created by Danish artist Vibeke Skov hang in the

grand corridor of the hotel. The Hotel Murano houses not only an expansive col-
lection of art glass, but its public spaces and 300+ guest rooms are dedicated to

world-renowned glass artists. In fact, each of its 21 floors is dedicated to one glass
artist. And each floor features glass walls intricately sandblasted with photographs,

text and graphics. 
Moon Shadow Etchers of Sandy, Ore., was charged with the task of sandblasting the glass.
The process Moon Shadow Etchers used to create the etched glass walls involved

screenprinting photographic images onto glass and then sandblasting them.
Sound Glass Sales, also located in Tacoma, did the glass installation

work for the Hotel Murano, including the art glass walls, glass
elevators, canopies and art displays. 

SOUND
BITES

continued from
page 32

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


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


For the 16th time, the Canadian Window and Door Man-
ufacturers Association (CWDMA) will host the annual
Win-Door in Toronto, this year under the theme “One

Show. The Entire Industry. Serious Business.”
The 2010 event is set for November 16-18 at the Metro

Toronto Convention Centre, South Building, Hall E. The more
than 3,500 visitors expected to attend will find 100,000
square feet for more than 150 exhibitors.

Patrick Shield, show manager for Win-door, says organiz-
ers are expecting a reasonably healthy crowd, particularly as
the Canadian and high-end renovation market continues
“buzzing along.” Shield notes that a healthy number of U.S.
attendees, especially from the New England area, are ex-
pected alongside Canadian attendees.

Company Viewpoints
Just what will those expected attendees see at this year’s show?
Attendees who haven’t seen impact testing previously will

have an opportunity for just that as this year’s event will fea-
ture demonstrations of blast testing on-site. Attendees also
will be able to watch air and water testing via video and then
follow up with on-hand experts at the convention center.

For starters, the Insulating Glass Manufacturers Alliance

(IGMA) will be answering attendees’questions about insulating
glass in booth #1931.According to executive director Margaret
Webb,the association will be offering technical presentations on
a wide variety of topics as part of its“Ask the Experts”exhibit.

Ron Crowl, president of Aurora, Ohio-based Fenetech Inc.,
says his company will exhibit in booth #1913 in order to
reach “progressive, forward-thinking glass, door, sunroom
and window fabricators looking to improve the efficiency of
their operations.” He notes that trade shows are an impor-
tant component to Fenetech’s growth strategy. “A well
rounded marketing and promotion campaign consists of
being where the customers are,” Crowl says.

At Win-door, the company will showcase its FeneVision
ERP Version 7. The updated software was designed in accor-
dance with the Microsoft Windows 7 operating system and
expanded with new functionalities: new production sched-
uling and auto-batching, business intelligence, enhanced ca-
pacity planning and contractor to dealer online ordering
tools, as part of the company’s web center.

A number of machinery companies have signed on with
“fair-sized booths,”according to Shield.Among them is Erd-
man Automation Corp. in Princeton, Minn. Jessica Erdman
says the company will be looking to reach door and window

Show Hours
Tuesday, November 16 ............................................. 5-8 p.m.
Welcome Reception on the Show Floor .................. 5-8 p.m.
Wednesday, November 17 ............................. 10 a.m.-5 p.m.
Thursday, November 18 ................................. 10 a.m.-3 p.m.

Toronto Welcomes
the Door and
Window Industry
A Preview to Win-Door 2010
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manufacturers, insulating glass producers and commercial
glaziers who pre-glaze panels prior to field installation at the
show.She adds that booth #2027 will highlight the company’s
“newest developments in insulating glass production and
sealing, in addition to our glazing and handling equipment
specifically designed for the growing unitized or pre-glazed
commercial window market.”

Erdman says the company has “long served the Canadian
window, door and glass market and recognizes its economic
strength and viability. Yet there are many customers who
may be unaware of Erdman or some of our new equipment
innovations and offerings.” Exhibiting at Win-door allows
the company to interact with this customer base and con-
tinue to build relationships.

Representatives of Edgetech I.G. in Cambridge, Ohio, are
planning to showcase new products and new partnerships,
while holding interactive, live demonstrations at booth #2031.

“We’ll cover everything Edgetech 360 has to offer, includ-
ing quality assurance, specialized equipment solutions, tech-
nical service, creative marketing support and a wide range
of high-performance products that contribute to the energy
efficiency, durability and quality needed to meet today’s stan-
dards,” says Erin Johnson, marketing director.“But, we’ll also

have a few surprises in store
for our customers that they
won’t want to miss.”

Educational Events
Show attendees also will be

able to attend the CWDMA
annual fall meeting with
technical updates on codes
and ENERGY STAR updates, the
CWDMA economic forecast
and business seminars, in ad-
dition to those demonstra-
tions on the show floor.

The show’s keynote, Bob
Langdon, returns this year
with two presentations:

Maximizing Profitability in a Recovering Economy and
Strategic Planning for Your Business. Langdon, a CPA and
author, will deliver information aimed at helping attendees
to design and implement strategies that will allow them
to differentiate themselves in today’s competitive market.
Both presentations are free with admission badge and will
take place November 17 in the Education Pavilion, located
on the show floor.

Three other industry speakers will appear at the show to
bring attendees important news and updates on technical
programs, standards and guidelines affecting the industry.
Jeff Baker, CWDMA technical consultant, kicks things off No-
vember 17 at 9 a.m.—prior to show opening—to deliver up-
dates on new code requirements, NAFS testing requirements
for doors and upcoming changes in the building code and
NAFS that window manufacturers will need to meet to
achieve compliance with the new building code.

The morning of November 18 brings Steve Hopwood, Nat-
ural Resources Canada Energy Star account manager. Hop-
wood will cover what’s new in the upcoming October 2010
specification, present tips on how to label for ENERGY STAR®,
discuss some of the do’s and don’ts on submitting model in-
formation and take a look into the future to outline possible
changes for the future.

Later that same day, Miles Murphy, CSA standards product
manager,will cover the development of the first Canadian pro-
gram to certify installers of doors, windows and skylights na-
tionally. Known as the FIT Personnel Certification Program,the
initiative has been developed to support the need for quality
installations that meet industry standards and best practices.
Having designed the scope,requirements and certification mar-
ket, the program is currently focusing on defining the job prac-
tice domain as a foundation for competency measurement and
certification. The certification program is expected to be
launched early in 2011.

Rounding out the roster is a “Power Hour” breakfast pres-
entation from a Canadian economist who will provide a fore-
cast of what industry members and the Canadian economy
can expect over the next 12 months. More information about
the event is available online at www.windoorshow.com. ■
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Even as members of the Glass As-
sociation of North America
(GANA) made progress on edu-

cational bulletins they provide to the
industry at large during the associa-
tion’s annual Fall Conference in August
in Kansas City, Mo., these attendees
learned themselves about potential
changes to the industry and new ways
to promote glass usage.

CPSC Proposes
Requirements
for Testing Programs

Last August, GANA members lis-
tened to warnings that the Consumer
Product Safety Commission (CPSC)
would soon require that safety glass
fabricators include new information on
their certificates of compliance (see
March 2010 USGlass, page 34). As of
February 11, 2010, when the last change
went into effect, a “reasonable testing
program” was not defined.

This year’s Fall Conference atten-
dees learned that in May 2010, CPSC

proposed adopting mandatory
requirements for testing programs to
provide just that. “Taken literally, this
will radically change this industry,”
John Kent of the Safety Glazing Certi-
fication Council (SGCC), told the
membership. “We hope literal isn’t
what they meant and there will be
some clarification.”

Of the several proposed testing re-
quirements, SGCC and GANA have fo-
cused comments on one point. GANA
requested that, for in-plant failures,
which CPSC would require be tested, an
alternative be used to the full-blown 16
CFR 1201 impact test. GANA also has
asked in its comments to CPSC for clar-

ification on what constitutes a change
where a new test would be required.

“For example, taken literally, this says
every time you adjust your furnace
you’ve got to do an impact bag test,”
Kent said.“We’re going to have to figure
out what a minimum acceptable level
of production testing is.”

Kent said that the CPSC is expected
to issue the proposed rule some time
next year, and then the industry will
have six months to comply.

“Right now it’s just a proposal, noth-
ing’s finalized,” Kent assured listeners,
adding,“but if it goes the way it’s writ-
ten now, it’s a big deal.”

Safety check: CPSC updated its
labeling requirements in February to require

more information from fabricators of architectural
glazing materials installed in hazardous locations –

see page 34 of the March 2010 USGlass
for more information.

GANA’s Fall Conference in Review
by Megan Headley

Falling IntoNew
Opportunities
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Tempering
Division Offers OSHA
Input on Suction Cups

During a meeting of the Tempering
Division, attendees learned that the Oc-
cupational Safety and Health Adminis-
tration (OSHA) was accepting
comments on whether or not to adopt
ANSI I14, which addresses rope de-
scent systems for window cleaners,

among other items.
GANA technical director Ur-

milla Sowell shared a video demon-
strating one example of this form of de-
scent, where the window washer used a
suction cup to latch onto the glass. In
some instances the suction cups are
used for“anti-sway”to keep the window
cleaners stationary while they work.

Several division members expressed
concern that, with adoption by OSHA,
it will become much more difficult to
stop this potentially dangerous practice.
Division members discussed the po-

tential for damage to
the glass.

The biggest concern, of course, was the
possibility that this practice could lead
to glass breakage, a danger to the win-
dow washer and passersby below.

Members agreed that it should not be
approved by OSHA as a safe practice. A
motion was ultimately passed to go on
the record with OSHA to simply say that
GANA does not endorse the use of suc-
tion cups as a personal safety device.

The group also discussed its contin-
uing work with the International Win-
dow Cleaning Association (IWCA). As
representatives of the association have
become more receptive to GANA mem-
bers’ insistence that scrapers should not
be among the tools used to clean glass,
IWCA is asking for suggestions of what
to use in their place. GANA is asking
members for their own suggestions.

continued on page 40
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Add your input: In its efforts to
dissuade window cleaners from using metal

scrapers on glass, GANA is seeking input from glass
companies about the cleaning products they

recommend using to clean construction
debris from glass.

In a presentation on the impact of glass on energy efficiency, Helen Sanders of
SAGE Electrohcromics advised GANA members on the importance of managing
daylighting through such tools as light shelves and lighting controls.
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Kansas Cop Argues for
More Protective Glazing

Members who turned their security
alarms on before leaving home for
Kansas City found themselves shaking
their heads by the end of the Protective
Glazing Committee meeting. Officer
Michael Betten of the Overland Park Po-
lice Department gave a presentation on
“Securing Houses of Worship with Lam-
inated Glass.”

Betten explained that he focused on
houses of worship specifically because
many people think of churches as “soft
targets.”Churches aim to provide a feel-
ing of openness and trust; glazing ma-
terials can enhance that feeling of

openness but can also

allow quick, easy access to intruders.
“Security is a lot of commonsense,but

there are a lot of misconceptions out
there as well,” Betten said. According to
Betten, security systems can promote a
false sense of security. As Betten ex-
plained, a security alarm going off is an
indication that the offender is inside.“By
the time we get there, your stuff is al-
ready on eBay,”he said.

As he explained,the offenders already
assume an alarm is on. Moreover, they
already know they can get through a
window. What they are looking for is
whether that window will provide a great
deal of visibility from the outside while
they are inside committing the crime.As

a result, Betten actually pro-
motes the use

o f

“more glazing” in churches. He encour-
ages a great deal of visibility so people
can easily see in—and potential offend-
ers have no place to hide.

Moreover,he noted,laminated glass is
important “if we have to initiate a lock-
down, we want a barrier.”Another bene-
fit, he pointed out,is that laminated glass
“works whether there’s electricity or not,”
as opposed to alarm systems.

The concern for use of laminated
glass in residences, the audience agreed,
is that most homeowners question
whether firefighters are able to get in
through laminated glass.

Betten pointed out that compensat-
ing for lack of protective glazing with
extra deadbolts and other measures
can, in fact, be more dangerous for
homeowners. “But,” he said, “[know-
ing] that comes with education.

“I’ve probably sold more laminated
glass than anyone in the country,”Bet-
ten joked as he closed his otherwise
sobering presentation to a round of

applause. It was an educational meet-
ing for the GANA members, who, dur-
ing the session, began considering
educational opportunity for customers.

Falling Into New Opportunities continued from page 39

Selling tip: According to one Kansas
cop, a burglar alarm going off in a building means

a crime has already occurred; a building with laminated
glass can be a much more effective deterrent for

crime since it prevents a quick entry in the
first place.
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The Protective Glazing Committee’s
guest speaker provided a new
perspective on how to promote
laminated glass.
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Attendees Discuss Energy,
Environment Issues

Energy issues continued to be a
topic of conversation for each of
GANA’s divisions.

Under new business, GANA execu-
tive vice president Bill Yanek proposed
that the Energy Committee consider
creating an Energy Manual. The guide
would act as a 101 introduction to the
topic of energy, with sections ranging
from solar to daylighting and topics in
between. The committee agreed to
first survey the existing literature on
these topics to see what type of re-
sources could be used.

The group also heard a proposal from
Guardian’s Steve Farrar on behalf of the
Flat Glass Manufacturing Division that
the committee consider life cycle as-
sessments. “One of the ideas that has
taken hold among the green and a lot of
the related institutions is the idea of life
cycle assessment—figuring out how
much energy your product uses from
‘birth’ to ‘death.’” Farrar said. Groups
look at data such as energy information
from the production process, to ship-
ping, to, in some cases, even energy
used by employees to get to work.
George Petzen of LinEl pointed out the
consideration should be for ‘cradle-to-
cradle’ analysis, to account for recycling
and reuse of glass.

“It seems to me we should think
about how we would answer this be-
fore we’re forced to come up with an
answer,” Farrar said. He added,
“I think it’s a real blind spot in our
industry.” The committee put together
a task group this question and to con-
sider existing work along these lines.

In addition to these projects, the En-
ergy Committee, now chaired by Helen
Sanders of SAGE Electrochromics,
brainstormed about other issues for fu-
ture consideration. Tom Culp of Birch
Point Consulting and GANA’s Glazing In-
dustry Code Committee suggested that

continued on page 42
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the group take a position on whether or
not there should be an ENERGY STAR pro-
gram for commercial windows.

Culp also suggested getting more in-
volved in green codes. Sanders pointed
out that these “above-code-codes” are
to some degree setting the direction the
codes themselves likely will take down
the road. Sanders also suggested the
group look at additional efforts to edu-
cate the building community on the en-
ergy benefits of glass.

Later, during the Decorative Divi-
sion’s Technical Committee meeting, a
task group was initiated to look at the
recyclability of architectural glass
products at large. Committee mem-
bers pointed out that their division
covers a gamut of glass products that
can be recycled, but also discussed the
opportunity to merge their work with

the Energy Committee’s work, poten-
tially in its own new life cycle analysis
task group.

The Mirror Division, too, addressed
energy and environmental topics. The
division is among the first in the asso-
ciation to have published a LEED white
paper.“We’re ahead of the game,” com-
mented Marc Deschamps of Walker
Glass on the publication.

The division also sought to get
“ahead of the game” in addressing the
use of mirrors in concentrating solar
power, rather than waiting for the
topic to come up before the Energy
Committee. Staff is working to com-
pile a list of manufacturers of solar
mirrors and component suppliers in
an effort to begin reaching out to this
newly recognized segment of the glass
industry.

On an environmental note, De-
schamps told the group that he has
been receiving questions regarding
the VOC content in mirrors. He sug-
gested that the group look into creat-
ing an industry position paper on,
essentially, “What do we tell the mar-
ket?” As the Technical Committee dis-
cussed creating a task group on this
topic, other frequently asked environ-
mental questions came up. Ultimately,
it was decided that the newest task
group would “look into the questions
that are being asked from a LEED per-
spective about mirrors.” ■

Falling Into New Opportunities continued from page 41

To read the full
article, visit the only

online section of
www.usglassmag.com
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Flawless.

That describes every Cardinal
glass product in a word.
Anything less is out of the
question. From clear float

glass to high-performance IG
units, you can count on

product performance and
appearance to be perfect. Our
Intelligent Quality Assurance
Program, I.Q. for short, makes
sure of that. We employ our
own patented inspection

systems, systems that rely on
carefully calibrated scientific
instrumentation. So results
are objective, not subject to
human interpretation. This
objectivity also assures

product uniformity plant-to-
plant aswell as time-after-time.
Float, tempered, coated and
laminated glass as well as IG
units – all have passed our I.Q.

tests with flying colors.
Visit cardinalcorp.com for

more information.

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

I N T E L L I G E N T Q U A L I T Y
A S S U R A N C E P R O G R A M
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The Outside In

While acid-etched glass has been
used for a number of years in interior
applications, it’s now starting to surge in
usage in exterior projects, too. Accord-
ing to fabricator Walker Glass, the versa-
tile, semi-transparent substrate can be
used to help reduce glare, diffuse light
and provide privacy while maximizing
daylighting. It can also be combined
with low-E substrates in an insulating
glass unit to create an energy-efficient
glazing alternative. The etched surface
can be used on any of the four surfaces
of an insulating glass unit, each provid-
ing a different and unique visual effect.
◆ www.walkerglass.com

Going for the Werks
Colorwerks custom-colored glass is

the latest addition to Glasswerks Inc.’s
decorative glass offerings. Colorwerks
glass is designed to provide limitless
paint color customization, which the
company says is made possible
through a specialized computer pro-
gram that supervises paint mixing and
adjusts color levels.

Colorwerks glass is produced on
the company’s mirror conveyor line by
back curtain coating PPG Starphire®

ultra clear glass, heating the paint
layer for strength, followed by a sec-
ondary back coating, and then bond-
ing both paint layers through a final
heat-curing process.
◆ www.glasswerks.com

Digital Glass Printing
Duo Develops

Joel Berman Glass Studios in Van-
couver and DSG Custom Glass based in
Langley, British Columbia, are working
together to offer digital glass printing to
the architecture and design community.
Branded Berman Graphics: Print, the
process involves the printing of high-res-
olution photographic images and
graphic designs directly onto the surface
of glass panels using ceramic frit ink,
then fusing the ink to the glass surface
for permanency.

“Glass as a teller of stories has been
used for millennia,” says Joel Berman,
founder and president of Joel Berman
Glass Studios. “Stained glass windows
have been used in cathedrals as story-
boards and have withstood the test of
time for centuries. Berman Graphics:
Print is a modern version of the ancient
technique of permanently coloring the
surface of glass to tell stories. With de-
sign that is relevant to the community,
to the surrounding architecture, and to
the users of the space, stories told in
glass can sustain indefinitely.”
◆ www.jbermanglass.com

V i s u a l E f f e c t s
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continued on page 46

Distinctive Details in Glass
The recently expanded Vi-

raspan Design Distinction
Series from Owatonna,
Minn.-based Viracon in-
cludes four standard
patterns that can be
used in interior applica-

tions. In addition to the new pat-
terns, five new tinted translucent

frits broaden the current offering that in-
cludes simulated acid-etched and sand-
blasted options. The new colors, fog gray,

sage green, blue frost, spice and yellow moon, are
tinted ceramic enamels that are silk-screened onto

the glass and fused onto the surface during heat treatment.
Viraspan Distinction Series patterns can be applied to clear

or tinted glass substrates and can be combined with any of
the company’s high-performance coatings. The patterns are

available in any of the standard opaque or new translucent color options.
The Distinction Series and translucent color options can also be used in

laminated glass, monolithic and insulating configurations.
◆ www.viracon.com

A special section of
USGlass magazine
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Meltdown Glass Art &
Design Announces New Studio

Meltdown Glass Art & Design LLC
has relocated to a new glass studio in
Tempe, Ariz., near the I-10 freeway.
The new facility is in an 18,400-square
foot building with 22-foot ceilings on
1.3 acres of land. The company says
two years of architectural planning and
a three-month renovation were in-
volved in creating the new space.

As part of its move, the company also
installed new equipment for the produc-
tion of large-scale architectural kiln cast
glass. Two new kilns were built specifi-
cally for the company and the studio is
outfitted with an overhead crane system
for moving glass, along with an Italian
glass washer and an automatic laser dou-
ble-headed drilling machine.
◆ www.meltdownglass.com

galleries and museums
New to Napa’s Art Scene

The Gordon Huether Gallery
opened August 21 in Napa, Calif. The
new gallery is dedicated to contempo-
rary art and is located in 1,600 square
feet of exhibition space, featuring con-
crete floors, steel beams, soaring ceil-
ings, and expansive glass windows.

“It is a joy and a privilege to be part

of the revitalization of Downtown Napa
and to create work that brings story-
telling and beauty into people’s lives,”
said Huether, a Napa-based glass artist.

The gallery is open Tuesday through
Saturday from 11 a.m. – 8 p.m. and
Sunday from 11 a.m. – 5 p.m.
◆ www.gordonhuether.com

Chihuly Collection Designed by
Alberto Alfonso Opens in Florida

The Chihuly Collection located at
the Morean Arts Center in St. Peters-
burg, Fla., designed by architect Alberto
Alfonso, AIA, is the first installation of
artist Dale Chihuly’s art in a building
specifically designed for that purpose.

“Early in the design process we dis-
covered a shared affinity for the work
of Italian architect and glass artist
Carlo Scarpa. This became a common
thread for the materiality and presen-
tation strategies, which drove the rich-
ness of palette that includes western
red cedar, Venetian plaster and raw
steel,” says Alfonso.

Alfonso transformed an existing
10,000-square-foot concrete shell into
12 individual environments that re-
spond directly to the theory and basis of

Chihuly’s art. These “dreams,” first real-
ized in delicate watercolors by Alfonso,
are transitioned by a series of deep por-
tals. As the announcement states, “Chi-
huly’s glass and works on paper exist on
a pathway of apertures, anticipatory
views, kaleidoscopic reflections of fluid
light and undulating curves.”

“The opening of the Chihuly Collec-
tion is truly one of the proudest mo-
ments of my career,” says Chihuly.
“The Chihuly Collection would not be
the spectacular space that it is today
without the hard work, vision and dedi-
cation of my dear friend and architect
Alberto Alfonso who transformed the
space into a spectacular architectural
environment to showcase my work.”
◆ www.moreanartscenter.org dg

V i s u a l E f f e c t s
co n t i n u e d
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GrayGlass Goes Digital
GrayGlass in

Queens Village,
N.Y., has installed
a new system for
digital glass print-
ing. The system
uses a propri-
etary, pigmented
ink solution that
the company says
is long-lasting,
UV-stable and re-
sistant to water
issues such as delamination. It is also capable of producing large formats
on glass, 63 x 125 inches with edge-to-edge full bleed printing.

The company says its new printer is suitable for rapid prototyping and
requires no screens and no minimum runs. It also has a fast turnaround
time and does not require coating or pre-treatment.
◆ www.grayglass.net

The images in Huether’s Charcoal
Bound Series were first drawn in
charcoal and then rendered in glass.
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Clearer Clears Truer Colors Distinctive Patterns

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

Introducing KRYSTAL INTERIORS™, the broadest line of interior glass products available. 
Made with ultratransparent KRYSTAL KLEAR™ glass, it’s the only glass designed 

to bring your customer’s vision to life with clearer clears, truer colors and distinctive patterns.   
Available exclusively from AGC—the worldwide leader in glass. 

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

TM

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

windows
U.S. Aluminum
Adds New Defender

U.S. Aluminum’s
Defender Series of
blast mitigation
products is expand-
ing with the addition
of the BW8000 sin-
gle-hung window.
The high-perfor-
mance window sys-
tem was engineered
to work with the
company’s Defender
Series blast mitiga-
tion storefront and
curtainwall systems,
with corresponding
sight lines and glaz-
ing specifications.

The 8000 single-
hung is an AAMA
CW60-rated and
N F RC - c e r t i f i e d

window, designed for heavy commer-
cial and institutional projects. The 4 ½-
inch-deep frame is designed to match
typical building conditions.An efficient
pour and debridge thermally insulating
frame accepts glazing infills from 1 to
1 5⁄16 inches, with convenient extruded
pulls at the interlock and bottom rail.
The window features a self locking latch
and Class 5 balances for ease of opera-
tion. The screw spline frame and sash
are engineered to provide years of su-
perior performance. The factory as-
sembled and glazed window is
designed for quick, efficient installation
using either an anchor flange or block
type installation.
❙❙➤ www.usalum.com

machineryandequipment
Nordson® PS Metering
Stations Maintain
Constant Adhesive Pressure

Nordson Corp., headquartered in
Westlake, Ohio, offers PS metering sta-

tions as booster pumps
to compensate for
high pressure/volume
losses, or to add ad-
hesive streams to
existing melter sys-
tems. The metering
station maintains
constant,consistent
system pressure
even with high vis-
cosity materials, such as
butyls, as well as when feeding several
adhesive streams simultaneously.

According to the company, the flexi-
ble stations can accommodate a wide
range of adhesives, processing temper-
atures up to 489 degrees Fahrenheit or
pressure up to 250 bar. A compact lay-
out allows placement of adhesive sup-
ply as close as possible to the
application point.
❙❙➤ www.nordson.com

Increase Versatility,
Productivity with
Powr-Grip Channel Lifters

The P1 and P2 Series vacuum
lifters from Wood’s Powr-Grip® in
Laurel,Mont.,deliver cord-free oper-
ation on the jobsite or in the plant.
These modular vacuum lifters are
configured with one or more pad
channels and interchangeable lift
frames for manually rotating and
tilting materials, meeting a vari-
ety of glass handling needs.Chan-
nel lifters and their components
may be ordered as complete units
or as individual components to
expand existing systems.

Interchangeable lift frames pro-
vide manual 180-degree rotation
and 90-degree tilt. Pad channels
can be switched from one lift
frame to another in minutes, the
manufacturer says. This inter-
changeable system allows capac-
ity up to 1,400 pounds.On-board
DC power permits use with cranes,
forklifts or floor hoists.When com-
bined with the CB1 Counter-Balancer,
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spacers
PPG Spacers Among First Submitted
for NFRC CMAST Software Database

Pittsburgh-based PPG In-
dustries has announced that
its stainless steel and tin-
plated spacers are among
the first spacer products
added to the National Fenes-
tration Rating Council’s
(NFRC’s) Component Model-
ing Approach Software Tool
(CMAST) database.

The submission enables in-
dustry professionals to config-
ure fenestration products with Intercept spacers to determine their U-factor, solar
heat-gain coefficient and visible light transmittance. These are measures for code
compliance and energy certification for buildings and their glazing systems.

According to the NFRC, Intercept stainless steel or tin-plated spacers each
can be modeled in CMAST in 21 finished airspace widths ranging from 0.250
to 0.875 inches. Under the Component Modeling Approach, fenestration prod-
ucts such as doors, windows and skylights are examined in terms of their glaz-
ing, frame and spacer components. CMAST software calculates the
performance values of these components in combination to help energy con-
sultants maximize the energy efficiency of fenestration products.
❙❙➤ www.ppgideascapes.com 
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double-channel vacuum lifters can be
used to install windows under overhangs
or in other low-clearance settings.
❙❙➤ www.powrgrip.com

glass
Pilkington
Models Its Glass

Pilkington Building Products North
America in Toledo, Ohio, now offers its
full product line, including 77 pyrolytic
and uncoated glass products, compati-
ble with building information model-
ing (BIM) software.

BIM is a real-time, 3-dimensional, dy-
namic building modeling software pro-

gram used to improve productivity in
building design and construction.It offers
architects and designers the ability to in-
crease productivity by easing the process
of collecting product information, pro-
viding quick links to the Pilkington web-
site and performance data with each
object. Each Pilkington BIM object pro-
vides product color,descriptions,benefits
and performance data such as light trans-
mittance, solar heat gain and U-value.
❙❙➤ www.pilkington.com/na

fire-ratedglassproducts
ultraHD™ Technology
Improves FireLite® Products

ultraHD™ Technology is a new man-
ufacturing process that Technical Glass
Products (TGP) in Snoqualmie, Wash.,
says improves the color, clarity and sur-
face quality of its line of FireLite® ce-
ramic glass products.

According to the company, the
process improves the overall clarity of
each glazed lite for enhanced viewing
and creates a smoother surface by re-
ducing slight imperfections that can re-
sult during glass production.
❙❙➤ www.fireglass.com/hd ■

materialhandlingandtransportation
New A-Frame Rack Helps Transport “Small” Glass

MyGlassTruck.com in Glassboro, N.J., has introduced
a new compact A-frame glass carrier for pick-up trucks.
The carrier provides an alternative to taller, wider,
side-mounted carriers that may be “too much rack”
for transporting smaller pieces of glass. The A-frame
carrier rides inside the truck’s bed.

According to the manufacturer, two men can
uninstall the carrier in less than five minutes. A
model that extends over an open tailgate is
available, along with one that allows the tail-
gate to close. The A-frame can be built with
or without padded bottom ledges in a
range of lengths from 6 to 10 feet.

A-frame carriers without bottom
ledges can transport slightly taller
pieces of glass and utilize the e-track
cargo control system to secure payloads. Models with ledges can be equipped
with e-track and/or aluminum glass holding poles featuring black triangle
cleats that can be vertically adjusted to any position along their length.
❙❙➤ www.myglasstruck.com
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NewsMakers

obituaries
EFCO Co-Founder Terry
Fuldner Dies at Age 82

EFCO Corp. co-
founder William Terry
Fuldner passed away
September 8, in Spring-
field, Mo., at the age of
82, after a brief illness.

“Terry Fuldner was a
real innovator known for
his longtime leadership
in the industry as he

guided EFCO through its tremendous
growth from a startup to an influential
industry leader,” says Mike Farquhar,
EFCO president and chief operating of-
ficer. “Our thoughts and prayers are
with the Fuldner family as the EFCO
team reflects on Terry’s tremendous
impact on the commercial fenestration
industry over his lifetime.”

George Eberle and Fuldner founded
the company as EFCO Product Co. in
1951; it was incorporated as EFCO
Corp. in 1953. Fuldner guided EFCO as
president and chief executive officer
(CEO) for many years, until he became
the longtime chairperson of the board
once he stepped back from day-to-day
management of the privately-held com-
pany. Fuldner’s son Chris carried on the
family’s legacy leading EFCO as CEO
until he retired in 2007 and the com-
pany was acquired by Pella Corp.

“Dad was an industry pioneer who
made a major difference in the indus-
try, building EFCO’s business in the
process. He was a character who loved
life and will truly be missed by his
friends and business associates,” Chris
Fuldner says.

Terry Fuldner spearheaded EFCO’s
longtime leadership in the American

Architectural Manufacturers Associa-
tion, which his son Chris went on to
chair from 2003-2005. Fuldner was in-
ducted into the USGlass magazine
Glass & Metal Hall of Fame in 1997.

Industry Mourns the
Passing of Bill Knutsen

William C. “Bill”
Knutsen, who retired
from Viracon in 2003,
passed away on Septem-
ber 2. He was 71.

Knutsen spent 23
years with Viracon, retir-
ing in 2003 as facilities
manager. While with the
company, other responsibilities encom-
passed materials management, pro-
duction and engineering management,
product development and included
three and-a-half years as general man-

Terry
Fuldner

Bill Knutsen
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ager of the company’s Tru-Vue facility
in Chicago. Silk screening and roller
coating were introduced at Viracon
under his direction. 

He served three terms as the presi-
dent of the Glass Association of North
America (GANA) and had been very in-
volved with the Flat Glass Manufactur-
ers Association before it became part of
GANA. Knutsen also received a Hu-
manitarian Award from Apogee Enter-
prises, Viracon’s parent company.

Knutsen is survived by his wife An-
nette; sons Todd (wife Laura), Jay and
daughter Shelley (husband Mike)
Devine; grandchildren Katie, Clint,
Rachel, Kurt, Allie, Clare, Ted, Jordan,
Steve, Taylor and great grandchild,
Cora. 

births 
GANA Account Exec 
Welcomes New Arrival

Ashley Charest, ac-
count executive for the
Glass Association of
North America (GANA),
and husband Aaron, wel-
comed the birth of their
second daughter, Alexan-
dria Murano, on Sep-
tember 7.

With brown hair and
brown eyes, Alexandria weighed 7
pounds, 11 ounces and measured 20
inches long. 

The Charests’ have one other daugh-
ter, Ainsley, who is 5.

resignations
Victoria M. Holt 
Resigns from PPG

Victoria M. Holt, who
served as senior vice
president, glass and fiber
glass for PPG Industries,
has resigned from the
company, effective im-
mediately, and has been
appointed president and
chief executive for St.
Louis-based Spartech

Corp., a producer of plastic sheet, com-
pounds and packaging products. Holt’s
direct reports at PPG will now report to
J. Rich Alexander, PPG executive vice
president, performance coatings, on an
interim basis.

Holt joined PPG in 2003 as vice pres-
ident, fiber glass. Prior to joining PPG,
she served as president and general
manager of Solutia Inc.’s performance
films division.

According to a September 30, 2007,
article in the Pittsburgh Post Gazette,
Holt was the highest ranking female ex-
ecutive at PPG Industries.

new hires
U.S. Aluminum Appoints
Tom Harris Executive VP

Tom Harris has been
appointed as the new ex-
ecutive vice president of
U.S. Aluminum in Waxa-
hachie, Texas.

Harris was previously
with Oldcastle Glass En-
gineered Products (now
Oldcastle BuildingEnve-

lope™), and was president of The
Vistawall Group prior to its acquisition
by Oldcastle. He has more than 34
years of experience in the glass and
metal industry. 

Vitro America 
Makes New Hires 

Memphis-based Vitro America has an-
nounced a number of new appointments. 

Max Perilstein has joined the com-
pany to lead its marketing efforts as
chief marketing officer for all Vitro
America divisions. Prior to this ap-
pointment, Perilstein had worked for
Arch Aluminum & Glass Co. Inc. since
2002. He was hired there as director of
marketing and later promoted to vice
president of marketing. Before that he
was with PDC Glass of Michigan, part
of the United Glass Corp. group of
companies. 

888.653.3333 
www.safti.com/visionkit  

TM

Stocked Sizes:

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

Clear 90 min. 
Revolutionary 
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NewsMakers
continued

In addition, Vitro
America has hired Bob
Larson, previously with
Texas Tempered Glass, to
serve as assistant branch
manager for its Houston
facility. Larson had also
worked for Craftsman

Fabricated Glass prior to joining Texas
Tempered.

Van Meerbeeck Joins IGE
as President and COO

IGE Solutions Inc. in
Jupiter, Fla., and its own-
ers, Carolyn and
Michael Spellman, an-
nounced the addition of
Jack Van Meerbeeck as
the company’s new pres-
ident and chief operating
officer. Van Meerbeeck

brings more than 16 years of experi-
ence in the glass fabricating industry to
the IGE Solutions family. He has previ-
ously served as president of Z.Bavelloni
USA Inc. and more recently as vice
president of sales and service North
America for Glaston Group.

Michael Spellman will remain as
IGE’s chair and chief executive officer.
“Knowing Jack for more than 15 years,
we are thrilled to have him lead our
team to the next level,” he says.

Diana Bernal
Joins Key Glass

Diana Bernal has joined Key Glass
and will lead its marketing and busi-
ness development efforts.

Prior to joining the commercial glaz-
ing contractor in Bradenton,Fla.,Bernal
was a communication specialist for
Captivation Media Group. She earned a

degree in interpersonal communication
from University of Central Florida.

Steven Perilstein
Joins GGI

General Glass Inter-
national (GGI) in Se-
caucus, N.J., announced
that Steve Perilstein
has joined the company
as its new national sales
manager. According to
the announcement, Per-
ilstein will play an im-
portant role in the
development of the company’s full-
service fabrication division and will
aid in strengthening relationships be-
tween GGI, glazing contractors and
other fabricators.

Formerly vice president of sales with
Arch Aluminum & Glass and presi-

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

Jack Van
Meerbeeck

Steven
Perilstein

Bob Larson

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


dent/chief executive officer of PDC
Glass, Perilstein brings many years of
national leadership experience.

Niklas Returns to JEB
Mike Nicklas has re-

turned to J.E. Berkowitz
L.P. (JEB) in Pedrick-
town, N.J. He re-joined
the company on August
30, and is serving as the
company’s new business
development manager.

Last fall, Nicklas had
left JEB to serve as na-

tional sales manager for Tubelite Inc.
Prior to that he had been JEB’s archi-
tectural sales and marketing manager.

Michael Augustine Named
Tubelite’s Indiana Rep

Tubelite Inc. in Walker,
Mich., has added
Michael Augustine as
its manufacturer’s repre-
sentative providing
storefront, curtainwall,
entrance and daylight
control systems to com-
mercial building teams
throughout Indiana.

Augustine draws from 14 years of
experience partnering with architects,
contractors, building owners and con-
sultants in the central states.

Glass Guru Hires
Two New Employees

The Glass Guru an-
nounced it has made two
additions to its executive
management team. Glen
E. Greenfelder, Jr. was
named di-
rector of
franchise
sales and
D e r e k

Pearson was appointed
to the newly created po-
sition of director of fran-
chise development.

Greenfelder is a 14-year veteran in
business consulting with a focus on
sales and marketing. Pearson has ten
years of experience in all aspects of
business development in large corpo-
rations operating internationally, as
well as growth companies.

Morse Industries
Announces New
Hires, Promotion

Morse Industries in
Kent, Wash., recently an-
nounced two new employ-
ees as well as one
promotion.Tracy Tughan
has joined the company as
purchasing manager. She
will be responsible for
purchasing functions in-
cluding logistics, vendor

relations and product de-
velopment.

Jonathan Henning
has joined the company’s
inside sales team as in-
side sales specialist.
Henning was previously
with T-Scan LLC.

In addition, Jeremy
Nolan was recently pro-
moted to inside sales manager. Nolan
started with Morse Industries four
years ago as an inside sales specialist.

Joseph Machine
Appoints Sales and
Marketing Director

Joseph Machine Co. in Dilsburg, Pa.,
has appointed Rick Wilson to the po-
sition of director of sales
and marketing. Wilson
has more than 25 years
in a variety of manufac-
turing industries, mostly
in the fenestration in-
dustry where he focused
on sales and sales man-
agement roles. His new
duties include directing all machinery
sales and marketing efforts for the
company. ■

Stocked Sizes:

888.653.3333
www.safti.com/visionkit

TM

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

by SAFTI FIRST

114.35

110.39

107.42

99.50

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

Clear safety ceramics
No surface
polishing needed
Meets all fire and
safety codes
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Glass Expo Midwest™
returns to Indianapolis
along side Fenestration
Day™. Instead of
traveling to the coasts for
education, Glass Expo
Midwest is bringing the
information and networking
opportunities straight to your
area.

DOOR & WINDOW MANUFACTURER MAGAZINE

™

THE FUTURE OF FENESTRATION MANUFACTURING

DWM

Co-sponsored by the Indiana Glass Association, the Illinois Glazing
Association, the Michigan, Ohio, Minnesota, and Wisconsin Glass

Associations, Detroit Glass Dealers Association and the Association of
Glazing Contractors, USGlass, Door & Window Manufacturer, Architects’

Guide to Glass, and Solar Glazing magazines.

Learn more about Glass Expo Midwest™ at
www.usglassmag.com/gems or call 540/720-5584

Learn more about Glass Expo Northeast™ at
www.usglassmag.com/gene or call 540/720-5584

Glass Expo Northeast™ is
the region’s largest
conference and trade
show dedicated to the
architectural glass and

metal industry. Join
industry suppliers, dealers,

and other attendees close to
home at Glass Expo Northeast!

March 17-18, 2011
Hyatt Regency Long Island at 

Wind Watch Hotel & Golf Club
Long Island (Hauppauge),

New York

DOOR & WINDOW MANUFACTURER MAGAZINE

™

THE FUTURE OF FENESTRATION MANUFACTURING

DWM
Sponsored by:

April 7-8, 2011
Indianapolis Marriott East
Indianapolis, Indiana

[ d a t e b o o k ]

Glaziers Prepare
for Finishing

Industries Forum

Reviews&Previews
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theBusiness
continued from page 64

I’m not going to pretend to have any of the answers to all of
this. I’m not even sure I know all of the questions, but I think
I know some of them and I am personally bothered by this
Toledo dilemma almost as much as I was by the Freedom
Tower matter.

Once, in the early 1900s, Toledo was considered a leader
in world glass production and had more than 100 glass-
makers of every possible ilk producing anything and every-
thing related to glass. Today, the entire United States
allegedly has 33 active glass float lines in production. Ac-
cording to The Wall Street Journal Report, two of these float
lines are in Toledo, but are run by the Japanese Nippon
Sheet’s Pilkington unit. Reportedly, by the way, the Chinese
city of Shahe alone has 44 float lines of its own.

Interestingly, Edward Drummond Libbey … as in
Libbey-Owens-Ford … was the man who originally en-
dowed the Toledo Museum of Art. I have no doubt that the
money provided was from the profits derived from those
glass production facilities in Ohio that were under his con-
trol. Mr. Libbey passed away some time ago but I can’t help
but wonder what he might have had to say about all of this
if were still alive. My guess … Holy Toledo! ■

Glaziers take note; the sixth Finishing Industries
Forum (FIF) 2010 is set to take place Tuesday,
November, 30-Friday, December 3 at Caesars

Palace in Las Vegas. The event is organized by the
Painters and Allied Trades Labor Management Coop-
eration Initiative (LMCI), in cooperation with the Inter-
national Union of Painters and Allied Trades (IUPAT)
and the Finishing Contractors Association (FCA).

The event is set to include plenary sessions and in-
dustry workshops conducted by experts and designed
to address current industry issues. In addition, National
FCA-IUPAT joint industry committee meetings, covering
glazing among other topics, will be held December 1,
from 1-2:15 pm.
❙❙➤ www.lmcionline.org   ■
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NORTH AMERICAN EVENTS

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

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

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

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

2011
February 20-23, 2011
AAMA Annual Conference
Sponsored by the American
Architectural Manufacturers
Association (AAMA).
Loews Coronado Bay Hotel.
Coronado (San Diego), Calif.
Contact: AAMA at
847/303-5664.

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

March 24-27, 2011
Glass Week 2011
Sponsored by the 
Glass Association of 
North America (GANA).
Paris, Las Vegas.
Las Vegas.
Contact: GANA at 
785/271-0208.

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

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

May 2-4, 2011
Glass Fabrication & Glazing
Educational Conference
Sponsored by GANA.
Embassy Suites Kansas 
City International Airport.
Kansas City, Mo.
Contact: GANA at 
785/271-0208.

May 12-14, 2011     
AIA Convention
Sponsored by the American 
Institute of Architects (AIA). 
New Orleans Ernest N. 
Morial Convention Center.
New Orleans.
Contact: AIA at 800/242-3837.

2012
April 11-13, 20.12
Glass TEXpo™ 2012
Sponsored by 
USGlass magazine.
El Tropicano Holiday 
Inn Riverwalk.
San Antonio. 
Contact: USGlass at 
540/720-5584. 

INTERNATIONAL EVENTS

2011
January 20-22, 2011
Batilux Monaco
Organized by Monaco 
Contact Int.
Grimaldi Forum.
Monaco.
Contact: Show organizers 
at 00377 97.77.00.35.    ■

To see the full event
schedule, visit 

www.usglassmag.com/
events.php.

Up&Coming
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ADHESIVES/SEALANTS
Adhesives, General
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

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

TToo  ppllaaccee  yyoouurr
lliissttiinngg((ss))  ccoonnttaacctt  

JJaanneeeenn  MMuulllliiggaann  aatt
554400//772200--55558844,,  EExxtt..

111122  oorr  ee--mmaaiill  
jjmmuulllliiggaann@@ggllaassss..ccoomm  
Listings start at $350  
(additional charge for

logos, website and 
e-mail address).
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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

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

Laminated,
Glass-Polycarbonate
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

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

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

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

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

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

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

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

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

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

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

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

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

Metals, General

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

continued on page 58
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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

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
Able Glass, Inc.
2713 NW 19th St.
Pompano Beach, FL 33069
Phone: 877/303-0455
Fax: 954/978-2790
www.etchedbyable.com
info@etchedbyable.com

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

Glass Flooring

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

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

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

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

Doors, General

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

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

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

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

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

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

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

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

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

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

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

GLASS HANDLING/
TRANSPORTATION
Handling Equipment,
General
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

www.Jockimo.com

UL Approved 

Glass Flooring

Advanced Architectural Products

JockimoTM
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Packaging

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

INSULATING GLASS
AND COMPONENTS
Oldcastle 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

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

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

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

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

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

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

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

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

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

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

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

General Tools & Supplies
Pacific Laser Systems
449 Coloma Street
Sausalito, CA 94965
Phone: 800/601-4500
Fax: 415/289-5789 ■
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Independent Sales Rep.
J.E. Berkowitz, LP is seeking independ-
ent representatives for several open ter-
ritories to promote & sell large glass
projects & engineered glass applications:
Glass Walls, Canopies, Glass Doors,
Handrails, & Specialty Laminating.Send
Resume with line card for consideration
to Mike Nicklas to J.E. Berkowitz, One
Gateway Blvd., Pedricktown, NJ 08067,
P: 800/257-7827 x214 F: 856/299-4956
or email mnicklas@jeberkowitz.com

Marketing Manager
Successful custom window & door man-
ufacturer is seeking a Marketing Man-
ager to help us introduce new products
to window and door manufacturers na-
tionwide. Ideal candidate has 3-5 years
in Marketing Management of products
for the window & door manufacturing
market. Please send resume & salary
history to Tony Pauly, VP/GM, Ventana
USA, 6001 Enterprise Dr., Export PA
15632 or tpauly@ventanapa.com.

Employment/Help Wanted

Edgetech I.G.Inc.,a division of Lauren International located in Cambridge,OH,an In-
ternational Manufacturer of Widow Spacer Technologies,is seeking a talented,detail-
oriented team member in the Sales department for the position of

Northwest Regional Sales Manager.

Qualified candidates must be Quality Conscious, Dedicated, Reliable, Ethical,
Trustworthy, Drug & Tobacco Free and desire to be part of a progressive team ori-
ented organization.

Responsibilities include effectively planning,managing and overseeing sales growth,
managing independent sales representatives for the NW Territory,profitability and
increased market share of all the company’s products in the NW Territory (WA,OR,
ID & MT) while representing the company’s best interests in all assigned industry
associations. A successful candidate must posses Superior presentation and com-
munication skills, both written and verbal. Travel will be required 50-70% of the
time. Additionally, must live in North West or be willing to relocate.

Qualified candidates will have a Bachelor’s and 5+ years relevant
experience; in the Fenestration Industry Preferred.

Edgetech I.G.Inc. offers a lucrative benefits package including: Medical/Rx,
Dental,Vision, 401K, Long Term Disability and Life Insurance

Interested, tobacco-free candidates please forward resume and cover letter to:
(No Phone Calls)

Edgetech I.G. Inc.
Attn: HR Department

800 Cochran Ave.
Cambridge, OH 43725

E-mail: hcrews@edgetechig.com

Edgetech I.G.Inc. is an Equal Opportunity Employer

Sales Clerk, Payroll, and
Accounting Rep. Needed

As part of our expansion programmer's,
Photovoltaic Solar Cells is looking for
part time work at home. Sales Clerk,
Payroll, and Accounting Rep. are
needed.You have a lot to gain plus ben-
efits and it takes only little of your time.
Candidate should be computer literate,
2-3 hours access to the internet daily.
Must be 18 yrs and above and must be
efficient and dedicated. If you are inter-
ested in any of these positions and need
more information, please send your re-
sume to pdvcresume@hotmail.com or
pdvcresumeinc@yahoo.com

To place your listing, please
contact Janeen Mulligan at
540/720-5584, ext. 112, or

e-mail jmulligan@glass.com.
www.usglassmag.com/digital

• Perfect for on-the-road reference
• Ideal for international subscribers —it’s free!
• Receive your issue prior to print subscribers
• Searchable index
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An electronic version of USGlass
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Bieber Consulting
Group, LLC

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

Shop Drawings
Architectural Communication & De-
sign, serving the U.S. since 1979 with
thousands of completed projects be-
hind us. We have our own custom soft-
ware, capable of drawing any
commercial system. One to two week
turn around on most projects. Call for
a free brochure, 800/658-8780.

Industry Services

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

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

RCS Enterprises
Shop drawings - entrances & store-
fronts, curtainwalls, wall panels. Short
lead times. www.rcsshopdrawings.com.
Phone: 269/202-4010; Fax: 269/468-
6957, info@rcsshopdrawings.com

Employment/Help Wanted
REGIONAL SALES REPRESENTATIVE

Lisec America, Inc. a world leading manufacturers representative of high end
automated manufacturing equipment for the glass and solar industry is seeking
a Regional Sales Representative.

Responsibilities and requirements include:
• Plant visits with existing customers and new prospects to gather information,

determine potential, and develop manufacturing improvement solutions.
• Working with owners, executives, managers, engineers, and plant personnel

to develop equipment solutions for customer requirements
• Ongoing service to existing customers
• Identifying and marketing to new prospects
• Extensive overnight travel (60%) covering a multi state territory
• Highly motivated to succeed
• Excellent communication, organization and computer skills
• 5+ years successful experience in manufacturing capital equipment sales
• 4 year engineering undergraduate degree
• Ability to read, understand, and work with equipment layout drawings
• Manufacturing experience within the glass industry a plus

Candidates should send cover letter, resume and salary requirements to
resume@lisecamerica.com

62 USGlass, Metal & Glazing | October 2010 www.usglassmag.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

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

Used Equipment
Used Equipment for Sale

Enclosed Glass truck-05 GMC 3500
144"x 98"-22,000 miles- $28K OBO
Wood's Vacuum Lift- MRT411 LDC
Boom Lift-2000 JLG 450A
$13K OBO Call Juan 773/491-9795

USED MACHINERY
BOUGHT & SOLD

www.usglassmachinery.com
Ph: 724/348-8450
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Page Company Phone Fax Web Address
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6 Access Hardware 800/348-2263 800/435-8233 www.accesshardware.com

47 AGC Flat Glass North America 888/234-8380 404/446-4221 www.krystalinteriorsglass.com

65 Arch Aluminum & Glass Co. Inc. 866/629-2724 954/724-9293 www.archaluminum.net

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

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

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

7 EFCO Corp. 800/221-4169 416/581-0700 www.efcocorp.com

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

14,28,35 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com 

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

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

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

13, 29 Kawneer Co. Inc. 770/449-5555 770/734-1560 www.kawneer.com

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

4-5 Oldcastle BuildingEnvelope™ 866/653-2278 770/497-3656 www.oldcastlebe.com

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

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

42 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 

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

49,51,53 SAFTI FIRST Fire Rated Glazing Solutions™ 888/653-3333 415/822-5222 www.safti.com

15 Security Lock Distributors 800/847-5625 800/878-6400 www.seclock.com

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

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

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

17 Tubelite 800/688-2227 877/299-2414 www.tubelite.com

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

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

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

When I was a kid growing up
on Chicago’s far west side,
there were three holy things.

I refer here to secular holy things and
not those Holy things associated with
religious practice. While I make no at-
tempt to hide my religious beliefs when
asked about them, I am very much
aware that this publication has a broad
and diverse readership so I am obli-
gated to exercise a certain amount of
restraint when dealing with certain
subject matter. And religion is one of
those subjects. So right here and now,
let me say one more time that when I
herein refer to holy things, I am dealing
with secular items where the word holy
should be viewed adjectively. So please,
no nasty e-mails or phone calls.

Okay …where was I? Oh yes, when I
was a kid, there were three holy things.
There was holy mackerel, holy cow and
holy Toledo. Each of these three holies
had its own special place in the day-to-
day conversations of the kids I hung
around with. For instance, at a baseball
game, a really great catch or outstand-
ing hit would draw a hearty and often
stretched out “holy cow” while a non
athletic event that was extraordinary or
just simply unexpected would typically
command a “holy mackerel” or two. To
the group of kids that I spent the bulk
of my time with, a holy cow was actu-
ally a compliment of sorts while a holy
mackerel was simply a comment about
an unusual event of some type. 

Now … a holy Toledo was something
else all together. You see, holy Toledos were
reserved for big events, for things that
were both rare and dramatic. For instance,
when lightening struck the big elm tree in
back of the Bruney’s house and caused a
large portion of that tree to crash through
the bedroom of their house just missing
the sleeping Jungle Jim Bruney by a cou-

ple of feet, holy Tole-
dos could be heard for several days.

There were some who thought the occur-
rence only merited a holy mackerel but
because the life of the erstwhile Jungle Jim
had apparently been spared by what could
only be defined as a fortunate twist of fate
or perhaps even divine intervention, most
of the kids in the neighborhood came
down on the side of holy Toledo (although
I do, now that I think about, remember
Jungle Jim’s dad, Edison Bruney, using a
completely different set of expressions
when talking about the event. And trust
me; there was nothing holy, from a secu-
lar or religious standpoint, about any of
what he had to say). 

Like all young kids, I didn’t always un-
derstand the words or expressions I heard
and eagerly took for my own. In fact, until
I was in about the second grade, I regu-
larly inserted the word “torpedo” for
“Toledo” and until I was about 8 or 9, I had
no clue that Toledo was actually a city in a
far away place known as Ohio. As with
most kid things, I ultimately outgrew all
of this and the three holy things of my
youth faded away to become only a dis-
tant memory of a time long ago. 

On August 29th of this year, an article
appeared in the Wall Street Journal that
described a building being built by the
Toledo Museum of Art. It is to be a
$30,000,000 Glass Pavilion, a symbol of
America’s “Glass City” and is to re-
flect the legacy of its local glass-
makers. It sounds good and, for
sure, those early American glass pi-
oneers of Northwestern Ohio de-
served some recognition for their
accomplishments. But there’s a
catch. The design of the facility is

such that the glass
that will be used for its

construction will come
from China. Yes, China.

Unlike the planned
New York Freedom Tower,

which at last report was going to use Chi-
nese glass because of  budgeting  pressure
… no surprise that the Chinese product is
cheaper … the glass to be used for the
“Glass City” museum project can allegedly
only be made in China. I’m having a hard
time believing this but, even if it’s true, is
the design of whatever is being planned
that unique and outstanding that it can’t
be tweaked a bit to allow for a domestic
manufactured product? There’s still a
great deal of beautiful product made do-
mestically and, personally, as someone
who has spent his entire adult life in the
architectural glass business, the trade-off
is an easy one to swallow.

I know there are those who will read this
article and wonder aloud if I have been liv-
ing in a cave and have never heard of this
phenomenon known as the global econ-
omy, but I wonder how many people really
understand the long range implications of
what we currently call the global economy.
You see, our competitors in this global
economy thing operate in countries that
don’t have minimum wages, workers com-
pensation, unionization, as many lawyers
as doctors, OSHA, EPA or high taxation.
You want to be part of the global economy
… you play by their rules … not yours. 

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.

The Three Holy Things
b y  L y l e  H i l l

continued on page 54
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PPG Industries, Inc., Glass Business & Discovery Center, 400 Guys Run Road, Pittsburgh, PA 15024 www.ppgideascapes.com

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

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

And a better place to live.

The right glass can create  
 a better place to work.

When you need to deliver impossibly impressive results, count on your local PPG Certified Fabricator
and Solarban Low-E glass. A third-party energy analysis shows that our leading Solarban glass can
eliminate 21,000 tons of CO2 emissions and save more than $400,000 in up-front equipment costs  
– results today’s architects and building owners are looking for. And with over a billion square feet sold, 
you know your local PPG Certified Fabricator will come through every time. To find yours, or for a copy 
of the energy analysis, call 1-888-PPG-IDEA.
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Even as members of the Glass As-
sociation of North America
(GANA) made progress on edu-

cational bulletins they provide to the
industry at large during the associa-
tion’s annual Fall Conference in August
in Kansas City, Mo., these attendees
learned themselves about potential
changes to the industry and new ways
to promote glass usage. 

CPSC Proposes
Requirements 
for Testing Programs

Last August, GANA members lis-
tened to warnings that the Consumer
Product Safety Commission (CPSC)
would soon require that safety glass
fabricators include new information on
their certificates of compliance (see
March 2010 USGlass, page 34). As of
February 11, 2010, when the last change
went into effect, a “reasonable testing
program” was not defined.

This year’s Fall Conference atten-
dees learned that in May 2010, CPSC

proposed adopt-
ing mandatory requirements for test-
ing programs to provide just that.
“Taken literally, this will radically
change this industry,” John Kent of the
Safety Glazing Certification Council
(SGCC), told the membership. “We
hope literal isn’t what they meant and
there will be some clarification.”

Of the several proposed testing re-
quirements, SGCC and GANA have fo-
cused comments on one point. GANA
requested that, for in-plant failures,
which CPSC would require be tested, an
alternative be used to the full-blown 16
CFR 1201 impact test. GANA also has

asked in its comments to CSPC for clar-
ification on what constitutes a change
where a new test would be required. 

“For example, taken literally, this says
every time you adjust your furnace
you’ve got to do an impact bag test,”
Kent said. “We’re going to have to figure
out what a minimum acceptable level
of production testing is.”

Kent said that the CPSC is expected
to issue the proposed rule some time
next year, and then the industry will
have six months to comply. 

“Right now it’s just a proposal, noth-
ing’s finalized,” Kent assured listeners,

Safety check: CPSC updated its
labeling requirements in February to require

more information from fabricators of architectural
glazing materials installed in hazardous locations –

see page 34 of the March 2010 USGlass
for more information.

GANA’s Fall Conference in Review 
by Megan Headley

Falling IntoNew 
Opportunities 
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adding, “but if it goes the way it’s writ-
ten now, it’s a big deal.”

Tempering 
Division Offers OSHA 
Input on Suction Cups 

During a meeting of the Tempering
Division, attendees learned that the Oc-
cupational Safety and Health Admin-
istration (OSHA) was accepting

comments on whether or not to
adopt ANSI I14, which addresses

rope descent systems for window clean-
ers, among other items.

GANA technical director Urmilla
Sowell shared a video demonstrating
one example of this form of descent,
where the window washer used a suc-
tion cup to latch onto the glass. In some
instances the suction cups are used for
“anti-sway” to keep the window clean-
ers stationary while they work. 

Several division members expressed
concern that, with adoption by OSHA,

it will become much
more diffi-

cult to stop this potentially dangerous
practice. Division members discussed
the potential for damage to the glass,
ranging from the possibility of a
“ghosting” ring left by the cup that
could show up when it rains to the
possibility of scratching by picking up
grit from continued use of the cups to
the different unknown effects of ad-
hering to clear glass versus first sur-
face coatings. The biggest concern, of
course, was the possibility that this
practice could lead to glass breakage, a
danger to the window washer and
passersby below. 

Members agreed that it should not be
approved by OSHA as a safe practice. A
motion was ultimately passed to go on
the record with OSHA to simply say that
GANA does not endorse the use of suc-
tion cups as a personal safety device. 

The group also discussed its contin-

Add your input: In its efforts to
dissuade window cleaners from using metal

scrapers on glass, GANA is seeking input from glass
companies about the cleaning products they

recommend using to clean construction
debris from glass. 

In a presentation on the impact of glass on energy efficiency, Helen Sanders of
SAGE Electrohcromics advised GANA members on the importance of managing
daylighting through such tools as light shelves and lighting controls.
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uing work with the International Win-
dow Cleaning Association (IWCA). As
representatives of the association have
become more receptive to GANA
members’ insistence that scrapers
should not be among the tools used to
clean glass, IWCA is asking for sug-
gestions of what to use in their place.
GANA is asking members for their
own suggestions to offer a list for win-
dow cleaners. 

Kansas Cop Argues for
More Protective Glazing 

Members who turned their security
alarms on before leaving home for

Kansas City found them-
s e l v e s

shaking their heads by the end of the Pro-
tective Glazing Committee meeting. Of-
ficer Michael Betten of the Overland Park
Police Department gave a presentation
on “Securing Houses of Worship with
Laminated Glass.” 

Betten explained that he focused on
houses of worship specifically because
many people think of churches as “soft
targets.” He mentioned that in 2009
there were more than 1,200 crimes
against Christian churches, more than
700 of which were burglaries. Churches
aim to provide a feeling of openness
and trust; glazing materials can en-
hance that feeling of openness but can

also allow quick, easy access to
intruders. 

“Security is a lot of commonsense,
but there are a lot of misconceptions
out there as well,” Betten said. Accord-
ing to Betten, security systems can pro-
mote a false sense of security; he
pointed specifically to just one adver-
tisement that said once the alarm is on
the building owner doesn’t have to
worry. Hardly, as Betten explained, a se-
curity alarm going off is an indication
that the offender is inside. “By the time
we get there, your stuff is already on
eBay,” he said. 

On the topic of alarms, Betten
shared another story where the bur-
glars went through a tempered store-
front of a golf shop—in 58 seconds.
While the alarm was going off the
burglars were able to take off with
$58,000 worth of stuff. “Anytime we’ve
implemented laminated glass in a

commercial application … and we
get one or two glass breaks, what do
the burglars end up doing?” Betten

asked. “Just leaving.”
As he explained, the offenders al-

ready assume an alarm is on. More-
over, they already know they can get

Falling Into New Opportunities

Selling tip: According to one Kansas
cop, a burglar alarm going off in a building means

a crime has already occurred; a building with laminated
glass can be a much more effective deterrent for

crime since it prevents a quick entry in the
first place. 

The Protective Glazing Committee’s
guest speaker provided a new
perspective on how to promote
laminated glass.
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Tom Culp of Birch Point Consulting
and GANA’s Glazing Industry Code
Committee (GICC) gave attendees

an update on a variety of energy codes
that could potentially affect the glass in-
dustry. Culp began by reviewing the sta-
tus of the Building Star legislation, SB
3079, which is intended to create jobs
by promoting the installation of energy-
efficient renovations in commercial and
multi-family residential buildings, and is
currently on hold in Congress.

“The good news is everyone accepted
our changes (see April 2010 UUSGlass,
page 18, for more on those changes) …
so we’re good to go if the bill goes any-
where,” says Culp. Precisely that is the
bad news: no movement is expected on
the bill this year.

Still, the GICC is looking at the latest
activity as positive. As Culp pointed out,
the flaws GANA had addressed earlier
provided the association with an oppor-
tunity to educate the decision-makers on
this legislation. “The problem is they
never knew to come to us in the first
place,” Culp said. 

Culp next addressed glass’ “new com-
petitor: windows versus walls. It’s
changed the dynamic a little bit,” he com-
mented. Regarding ASHRAE 90.1, he
noted that GANA had recently filed an ap-
peal on the approval of the latest version.
On a positive note, he said, “We [will] have
the first recognition of dynamic glazing in
the codes” upon approval of the updated
version. He said the group hopes to ex-
pand this in the future to not just recog-
nize active glazing but promote it.  

Culp offered some insight into 
what this all might mean for the glass
industry.

“My view is you’ll see more of these
low-rise office buildings going from strip
windows to punched openings. That’s
probably the easiest way,” he said. He
also predicted that low-E will be required
most everywhere, people will start to see
a continued increase in thermally broken
frames and a large increase in the use
of argon and warm-edge spacers. He
also suggested that triple glazing will be
seen in the north and there’s a potential
for more use of structural glazing. “I

don’t know if that’s going to happen or
not, but you might see a trend toward
structural glazing just because of the U-
factor requirements,” he said.

Next on the list, Culp said the 2012
International Energy and Conservation
Code (IECC) will be completed in Octo-
ber. At that point, Culp predicted, “[We]
will start to see battles in the states
about adoption whether they accept
this new code in the states or not.”

Culp also looked at the emerging
green standards. He pointed out that
ASHRAE 189.1, Standard for the Design
of High Performance Buildings, offers a
40-percent window-to-wall-ratio. “They
want to promote daylighting; we try to
use that to our advantage in our argu-
ments with 90.1,” he said. Culp charac-
terizes the relatively new standard as
“harsh but fair. It’s tough on everyone.”

He also touched on the drafted Inter-
national Green Construction Code
(IGCC). Culp said the glass industry saw
“significant improvements” to the draft in
the public hearings. An option was added
to use ASHRAE 189.1 as a full compli-
ance option. According to Culp, the “un-
realistic” prescriptive requirements,
which included a 30-percent window-to-
wall-ratio and only one U-factor category
which could have required triple or even

quadruple glazing for heavy commercial
products, was replaced with a reference
to the 2012 IECC “plus 10 percent.”

Culp also noted that in the hearings
“solar got a huge boost.” The code has
expanded requirements for both rooftop
panels and building integrated photo-
voltaics. For starters, it expanded re-
quirement to the entire United States
and not just the South. It also removed
exceptions based on limited roof area or
shading, since there are options to pur-
chase renewable energy credits. In addi-
tion, the requirement for purchasing
those credits was doubled, promoting
both on-site and off-site PV. “It will prob-
ably double, if not triple, demand for
solar products, if IGCC goes anywhere,”
Culp said.

On top of all of these code changes,
Culp pointed to “overriding trends” he
sees taking place in the year ahead.
“One is stringency and energy efficiency
will significantly increase,” he said.
“That’s nothing new. But the other thing
that people will forget about is that code
enforcement will significantly increase.

“Everything’s advancing at once,”
Culp commented, adding that “it’s good
to be informed on future trends” be-
cause a number of rapid changes can
be expected in the year ahead.

GANA Members Learn How Updated Energy
Codes, Standards Could Affect Them

GANA consultant Tom Culp offered an overview of the numerous standards,
codes and laws poised to impact the glass industry. 
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through a window. What they are
looking for is whether that
window will provide a great
deal of visibility from the out-
side while they are inside com-
mitting the crime. As a result, Betten
actually promotes the use of “more
glazing” in churches. He encourages a
great deal of visibility so people can
easily see in—and potential offend-
ers have no place to hide. 

Moreover, he noted, laminated glass
is important “if we have to initiate a
lockdown, we want a barrier.” Another
benefit, he pointed out, is that lami-
nated glass “works whether there’s
electricity or not,” as opposed to alarm
systems. 

Betten likewise pointed to unob-
trusive aesthetics as reasons to con-
sider laminated glass. “I don’t want to
sacrifice aesthetics for security. Peo-
ple think you have to and it’s not
true,” he said.

The GANA members in the audi-
ence had plenty of questions on the
topic. Division chair Valerie Block of
DuPont noted that she had heard that
most residential break-ins occur
through the front door, which Betten
confirmed. When asked if it’s the
same in houses of worship, he said
that windows are a more common
point of entry. Coincidentally, Betten
said, a local mandate about ten years
ago that required more secure front
doors in new residential construction
has led to an increase in break-ins
through windows, another point in
his case for laminated glass in the
ground floors and basement egress
windows.

The concern for use of laminated
glass in residences, the audience agreed,
is that most homeowners question
whether firefighters are able to get in
through laminated glass.

Betten pointed out that compen-
sating for lack of protective glazing
with extra deadbolts and other
measures can, in fact, be more dan-

gerous for homeowners. “But,” he
said, “[knowing] that comes with
education. 

Betten says several new homes in
Overland Park have been sold as “se-
curity homes,” complete with lami-
nated glass. “We didn’t even realize
that once we locked that house up
there was significance sound-deaden-
ing capabilities,” he noted, a comment
that elicited chuckles from a few lam-
inated glass and interlayer suppliers
in the room, well familiar with those
properties of laminated glass. 

“I’ve probably sold more laminated
glass than anyone in the country,”
Betten joked as he closed his other-
wise sobering presentation to a
round of applause. It was an educa-
tional meeting for the GANA mem-
bers, who, during the session, began
considering educational opportunity
for customers. 

Attendees Discuss Energy,
Environment Issues

Energy issues continued to be a
topic of conversation for each of
GANA’s divisions.

Under new business, GANA execu-
tive vice president Bill Yanek proposed
that the Energy Committee consider
creating an Energy Manual. “There is
the potential to put together an energy
manual dealing with commercial ar-
chitectural glazing,” Yanek said. The
guide would act as a 101 introduction
to the topic of energy, with sections
ranging from solar to daylighting and
topics in between. The committee
agreed to first survey the existing lit-
erature on these topics to see if a need
for this project exists and what type of

resources could
be used. 

The group
also heard a

proposal from
Guardian’s Steve Far-

rar on behalf of the Flat
Glass Manufacturing Division that the
committee consider life cycle assess-
ments. “One of the ideas that has taken
hold among the green and a lot of the re-
lated institutions is the idea of life cycle
assessment—figuring out how much
energy your product uses from ‘birth’ to
‘death.’” Farrar said. Groups look at data
such as energy information from the
production process, to shipping, to, in
some cases, even energy used by em-
ployees to get to work. George Petzen of
LinEl pointed out the consideration
should be for ‘cradle-to-cradle’ analysis,
rather than birth to death, to account for
recycling and reuse of glass. 

“It seems to me we should think about
how we would answer this before we’re
forced to come up with an answer,” Far-
rar said. He added, “I think it’s a real
blind spot in our industry.”

The committee put together a task
group to consider this question and to
consider existing work along these
lines, including one study currently
being conducted by the University of
Minnesota on this topic. 

In addition to these projects, the En-
ergy Committee, now chaired by Helen
Sanders of SAGE Electrochromics,
brainstormed about other issues for fu-
ture consideration. Tom Culp of Birch
Point Consulting and GANA’s Glazing In-
dustry Code Committee suggested that
the group take a position on whether or
not there should be an Energy Star pro-
gram for commercial windows. 

Culp also suggested getting more in-
volved in green codes. Sanders pointed
out that these “above-code-codes” are
to some degree setting the direction the
codes themselves likely will take down
the road. Sanders also suggested the
group look at additional efforts to edu-

Falling Into New Opportunities
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cate the building community on the en-
ergy benefits of glass. 

Later, during the Decorative Divi-
sion’s Technical Committee meeting, a
task group was initiated to look at the
recyclability of architectural glass
products at large. Committee mem-
bers pointed out that their division
covers a gamut of glass products that
can be recycled, but also discussed the
opportunity to merge their work with
the Energy Committee’s work, poten-
tially in its own new life cycle analysis
task group.

The Mirror Division, too, addressed
energy and environmental topics. The
division is among the first in the asso-
ciation to have published a LEED white
paper. “We’re ahead of the game,” com-
mented Marc Deschamps of Walker

Glass on the publication. 
The division also sought to get “ahead

of the game” in addressing the use of
mirrors in concentrating solar power,
rather than waiting for the topic to come
up before the Energy Committee. Staff
is working to compile a list of manufac-
turers of solar mirrors and component
suppliers in an effort to begin reaching
out to this newly recognized segment of
the glass industry. The group discussed
the possibility of inviting speakers
from this industry segment to future
meetings, as well as developing mirror
information bulletins on using mir-
rors in the solar industry. 

On an environmental note, De-
schamps told the group that he has
been receiving questions regarding
the VOC content in mirrors. He sug-

gested that the group look into creat-
ing an industry position paper on, es-
sentially, “What do we tell the
market?” As the Technical Committee
discussed creating a task group on
this topic, other frequently asked en-
vironmental questions came up. Ulti-
mately, it was decided that the newest
task group would “look into the ques-
tions that are being asked from a
LEED perspective about mirrors.”   ■
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To know how better to serve our
readers in these challenging
times, we at USGlass con-

ducted an in-depth survey among
our readers in the contract glazing
business. Respondents were asked via
e-mail to respond anonymously to
questions about their time in the in-
dustry, their businesses, the chal-
lenges they face and their plans for
the year ahead. The responses to the
2010 USGlass Contract Glazing Sur-
vey paint a different picture than our
last edition of this biannual survey
(see November 2008 USGlass, page
30), as one might well imagine. 

This year, we spoke with profes-
sionals across the country from a
range of business sizes and experi-
ence, spread out across the country.
Thirty percent of our survey respon-
dents are with companies that make
less than $1 million in annual sales,

with another 36 percent making $1-
$5 million; 41 percent of respondents
work for companies with 10 or fewer
employees. More than half of these
survey-takers (57%) have been in the
industry between 20 and 50 years,
providing a wealth of knowledge and
insight into today’s challenges. 

The State of the 
Glass Business in 2010

In 2010, 16 percent of the glazing
contractors surveyed saw increases in
their annual sales, compared to 2009,
while 11 percent saw slight increases
in their profit margins for that same
period. Roughly 30 percent were
lucky to see sales and profits remain
stable for the year. More than half of
our respondents saw decreases across
the board. 

Some of those profits will translate
into purchases for the next year, we

learned. Many glazing contractors
have invested or are making plans to
invest in material handling equip-
ment, trucks and software in 2010,
and again in 2011. 

Such investments seem to be the re-
sult of improved expectations for next
year. An optimistic 32 percent of sur-
vey respondents expect their project
backlog will increase in 2011, while 47
percent see it remaining stable next
year, for good or bad. This is compared
to the 17 percent who report that
they’ve seen an increase in their back-
log this year, compared to 2009. For
2010, 61 percent of respondents re-
maining point to drastic drops aver-
aging around 40 percent. 

Challenges Facing 
the Glass Industry 

It’s not surprising that few glazing
contractors see a silver lining when

looking at the industry
this year. While only 3 per-
cent see an “excellent,
healthy business” right
now, and an additional 11
percent of our respondents
reported that business is
good, most were not so op-
timistic. More than half—
60 percent, in fact—are
facing significant chal-
lenges to their businesses.
Most of those respondents
singled out the economy
(58%) as their company’s
single greatest threat, with
competitors’ low pricing a
close second (23%).

One subcontractor shared
a tip for surviving the
storm: “Although our profit
margins are quite low, our

From Good to “Pretty Bad”
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Do you expect to use
building information
modeling on a project in
the next two years?

What do you feel to be the greatest
threat to your company’s future?

What do you feel to be the greatest
problem in the contract glazing business?

58%
No

42%
Yes

58%
The economy

1%
Finding

qualified
labor

3%
Suppliers’
lead times

3%
Material and
energy costs

5%
Other

7%
Collecting
payment

23%
Competitors’

pricing

39%
The economy

28%
Competitors’

pricing

11%
Collecting
payment

11%
Finding

qualified
labor

8%
Other

3%
Suppliers’
lead times

0%
Material and
energy costs

How many projects have
you used building
information modeling on
since 2008?

13%
6 to 10

40%
3 to 5

40%
1 to 2

7%
More than 15

0%
11 to 15

company has strived to provide tremen-
dous service to our existing customers.
Retaining great relationships with our
best general contractor’s have undoubt-
edly carried us through this economic
storm,” the survey respondent noted.  

Not surprisingly, finding qualified
labor is low on the list of problems at
this time (1%), as are material and en-
ergy costs (3%). 

Several respondents pointed to state
and federal regulations and the lack of
code enforcement and knowledge as
continuing problems making their jobs
increasingly more challenging. 

Interestingly, foreign competition
doesn’t concern most glaziers at this
time—a full 42 percent of our survey-
takers report that this item has the least
adverse impact on their business today. 

The Results of the Biennial
USGlass Contract Glazing Survey

*Asked only to those using BIM *Asked only to those not using BIM
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The survey asked respondents to rank their glass and metal suppliers from
“poor” to “excellent” in a variety of categories. Listed below are the suppliers
rated excellent, as selected by survey respondents:

Top metal product suppliers: 
Ability to meet schedules  . . . . . . . . . . . . . . . . . Southern Aluminum Finishing
Adequacy of lead times  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Tubelite
Delivery  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Wrisco Industries 
Ethics  . . . . . . . . . . . . . . . . . . . . . . . . . . . Doralco Architectural Metal Solutions
Information provided 
during the building process  . . . . . . . . . . . . . . . Southern Aluminum Finishing
Resolution of pricing problems  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Kawneer
Quality of materials  . . . . . . . . . . . . . . . . . . . . . . Southern Aluminum Finishing
Sales force  . . . . . . . . . . . . . . . . . . . . . . . . Firestone Metal Products/Una-Clad 

Top glass product suppliers:
Ability to meet schedules  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Viracon
Adequacy of lead times . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Guardian Glass
Delivery  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Viracon
Ethics  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Guardian Glass
Information provided during the building process  . . . . . . . . . . . . . . . . Viracon
Resolution of pricing problems  . . . . . . . . . . . . . . . . . . . . . . . . . AGC Flat Glass
Quality of materials  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Viracon
Sales force  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Guardian Glass

Glaziers’ Top Suppliers 

Learning New Technology 
A small percentage of the glaziers we

surveyed (20%) have used building in-
formation modeling (BIM) on a project
thus far. Of those that have used it, they
still seem to be dabbling, with the ma-
jority of those respondents (80%) hav-
ing used BIM on fewer than five
projects—although several (38%) have
invested in BIM software. 

Of the 80 percent that has yet to work
with BIM, fewer than half of our survey re-
spondents (42%) see this new technology
coming their way in the next two years.

Working with Architects
Only 3 percent of our glazing survey

respondents would say they work with
architects that are “highly” educated
about glass and metal (36 percent of our
respondents find the average architect to
be poorly educated on the subject). And
yet, a full 10 percent of respondents say
they provide no training to architects
during a given visit and 23 percent of our
respondents say they’re offering less ed-
ucation than in the past—perhaps leav-
ing that task to the manufacturers. 

Despite the best efforts of suppliers
and glaziers alike, 17 percent of our re-
spondents still find that architects are
specifying inappropriate materials for
installation more than half of the time. 

“The biggest problem is that archi-
tects have no idea what they are doing
and it is almost impossible to hold
them accountable for their incomplete
designs and shoddy specs,” com-
mented one anonymous survey re-
spondent. “They need to share in the
financial success of all the contractors
to get paid—that would fix them.”

Share your concerns
Is there an issue that you feel UUSGlass

needs to address? Your comments, and
suggestions for future articles, are wel-
come at any time. Please send your sug-
gestions to mheadley@glass.com.

Expected changes in profit margins

From Good to “Pretty Bad” 
continued from page 21
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Pointers for Suppliers

• Improve lead times.
• Monitor quality because we’ve seen

some slippage in that area.
• Raise prices now before we get busy

again.
• Better packaging of materials to elim-

inate damage during shipment.
• Partnering more with their loyal dealers.
• Faster lead times on custom fabri-

cated products.
• Respect for the smaller companies.
• A more prompt response time when

product is sent wrong.
• Improve the ability to customize, fabri-

cate and design. Off-the-shelf material
is not usable in many of the current ar-
chitectural designs. They are not keep-
ing up with thermal and blast

requirements. Heavier glass, lami-
nated products impact their systems.

• Greater ability to comply with se-
quencing requests as to extruding alu-
minum and fabricating the extrusions.

• Have more stock on the floor. Waiting
to run metal until the order is placed
is bad business; seasonal work loads
haven’t changed in the last 25 years.

• Be willing to work with selected
partners.

• Be more knowledgeable of the correct
ways their products should integrate
into the surrounding conditions of the
walls to fully benefit the design of the
thermal break in the framing system. 

• Teach sales staff to instruct their cus-
tomers on issues such as the neces-

sity of a head compensation channel
in a strip window—could be for speed
of installation but more likely needed
for the buildings live load defection.

• Have more structural engineering
data and product information for sub-
mittal packages online.

• The metal reps for certain companies
use misinformation or slanted infor-
mation on project specifications to
create a closed spec on what seems
to be an open spec to the untrained
architect/owner.

• Have NOA’s and Florida product ap-
provals on all products if they apply.

• Improve quality in the finish on products.
• Be more on top of delivery changes

and notify customers of this.   ■

• Reduced backorders.
• Have them raise prices now before

we get busy again.
• More honesty.
• Eliminate the energy surcharge.
• Better lead times.
• Open to more fabricators.
• More honesty in product availability and

assistance in finding needed products.
• Improve the quality of glass; the quality

of the IGUs has fallen in recent years. 
• Architects want larger glass and the in-

dustry has not responded sufficiently. 
• We see more and more quality is-

sues, as if the labor force making the
glass is not being supervised. 

• All glass should have labels on it stat-
ing the make-up and manufacturer.

• No more problems with Dow Sealant
in their IGUs.

• I wish I had a local supplier that could
deliver every day. 

• Better promotion of new off-the-line
products.

• Call on and sell only to people that
are going to pay you and install your
product properly.

• Be more on top of delivery changes
and notify customers of this
promptly.

How do you expect your
backlog to change from
2010 to 2011?

The survey asked respondents what they might change about their suppliers to improve their performance. Listed below
are some of these glazing contractors’ responses: 

If you could change one thing about the industry’s glass suppliers, what would it be?

If you could change one thing about the industry’s metal suppliers, what would it be?

Increase

17%

Decrease

61%

Stay the
same

22% Increase

32%

Decrease

21%

Stay the
same

47%

How has your project
backlog changed from
2009 to 2010?

How much glass training
do you provide architects
during each visit?

10%
None

28%
20-30 percent

per visit

24%
More than 40

percent per visit 24%
Less than 20

percent per visit14%
30-40 percent

per visit
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Even as construction jobsites
are seeing fewer fatal work in-
juries (see “BLS Report Shows
Decrease in Number of Private

Construction Fatalities,” on page 26),
glazing contractors received a stark re-
minder that safety should be a primary
focus on every jobsite. On August 30, a
49-year-old glazier with Swanson Glass,
suffered a fatal head injury on a jobsite
in Iowa (see “Iowa Glazier Dies on Job-
site,” on page 27). 

Jobsite safety training can take a va-
riety of forms, with the most critical as-
pect being regular reminders and
updated training for all employees. 

Employee Training 
For the glaziers with Massey’s Plate

Glass & Aluminum, headquartered in
Branford, Conn., every job begins
with a safety talk. “Before we start we
go over the job-specific hazard analy-
sis,” says Phil Delise, vice president of
Massey’s. “Once we put that together
we assemble the troops. When we get

on the job we go through, not only the
safety protocol, but also the material
safety data sheets (MSDS), and then
we get into the more job-specific po-
tential hazards.” 

For the projects on which Massey’s
employees work—as with any com-
mercial glazing contractor working on
high-rises—falls are the most com-
mon risk. 

“A lot of time it depends on the
building layout and accessibility, but
most of our risk is in fall protection,”
Delise says, “whether it is working on
the side of the building, or using
portable lifts … Based on the [build-
ing] layout you might have high haz-
ard areas where you can’t get a boom
lift in where you have to potentially
work with coming up with a custom
tie-off system, which we’ve done in
cases where we have to work in an
area that’s very restrictive.”

He continues, “We identify that as a
hazard area and we come up with a
safety plan for how we’re going to be

able to safely tie-off the for the men
and women when they get to go work
in those areas.” 

Although many commercial projects
are unique, training on the most com-
mon safety hazards—fall hazards
being chief among them—should be a
regular occurrence. 

“We have several training programs
that are ongoing,” says Ted Derby of LCG
Facades, a glazing contractor in Salt
Lake City, Utah. Among them, LCG takes
advantage of a safety training program
sponsored by the local chapter of the As-
sociated General Contractors. “They
have a pretty good program, especially
for our jobsite superintendents,” Derby
says. “They do safety training on an off-
site basis … and they’ll guide the rest of
us through what they learn.”

Accurate Glass Works, a glazing
contractor in Boca Rotan, Fla., also
relies on employees to disseminate
safety training. “We also rely on our
veteran employees to conduct spe-
cialized [training] on glass handling,

Safe 
and 

Sound
Glazing Contractors
Share Jobsite Safety
Tips and Concerns
by Megan Headley and Ellen Rogers
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such as the importance of wearing
gloves every time you touch glass,
even if the edges are polished,” says
Bill Parker, general manager for Ac-
curate Glass. 

Parker adds that the company offers
weekly “toolbox talks” on safety, as
well as training on CPR, first-aid and
OSHA courses. 

Danny Davis, principal of the sub-
contractor Arrow Glass & Mirror in
Austin, Texas, says his company’s
safety manager is responsible for at-
tending OSHA classes and trainings
and then scheduling training with
field employees.

“We make sure [employees] are
trained on all of the equipment we
use, such as harnesses, lifts, etc. The
safety manager is also responsible for
documenting the training and mak-
ing sure that training is part of our
standard operating procedures
(SOPs),” Davis says, adding that em-
ployees must also stay current with
their certifications. 

Dave Nohr, president of Glass-
works in Muskego, Wis., says his
glass installation company works
closely with vendors that offer certi-
fications and/or training on various
equipment types such as forklifts
and scaffolding.

“We utilize those vendor relation-
ships,” Nohr says, noting his company
is not a union shop. “The two biggest
onsite safety risks on which we focus
are falls—luckily we’ve never had
one—and getting cut.” He adds that
they provide a higher base rate of pay
for those employees who are certified.
“The certifications also have to be
maintained continually.”

“We get a whole series of training
from our equipment vendors,” Derby
says. “Companies from which we buy
our safety lanyards and safety har-
nesses come in and will give safety
training on exactly how to use the
harness, how it’s to be clipped off, how
high you need to be when it’s clipped
off and those kinds of guidelines.” 

This glazing contractor also works
proactively with OSHA to ensure there
are no hazards in its fabrication areas. 

“We invite OSHA [representatives] to
come to our shop and our fabrication
facility—and they will do that at no
charge—and make a recommendation
list of things that need to be corrected.
Once we’ve made the corrections we in-
vite them back to inspect so that we can
have those safety inspections logged in
with OSHA and become part of a sup-
port approach rather than a negative
experience,” Derby says.  “We try and do
that every six months.” 

An in-house HR representative also
provides LCG’s glaziers with addi-
tional safety training for specific use
of toxic materials. “We draw from a lot
of different sources,” Derby says. 

Accurate Glass provides employees
with a safety manual that covers gen-
eral construction worksite safety as
well as areas specific to glass. “Our
number-one rule is that every job is a
hard-hat job,” Parker says.  

When we get on the job we go through, not only the safety
protocol, but also the material safety data sheets (MSDS),

and then we get into the more job-specific potential hazards.
—Phil Delise, Massey’s Plate Glass
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Incentives
for Safety

While regular
training should

keep jobsite safety awareness fresh on
glaziers’ minds, some companies and
industry organizations go further in
promoting safety awareness. 

For example, in 2005 the Interna-
tional Union of Painters and Allied
Trades (IUPAT), its signatory employ-
ers and the Painters and Allied Trades
Labor Management Cooperative Ini-
tiative (LMCI) launched a program
with the goal of instilling a new cul-
ture of safety in the workplace.  

“It’s called STAR: Safety, Training,
Awards, Recognition. Basically it’s an
incentive based program funded by
the LMCI and our employers to reward
workers for attending advanced safety
training classes and maintaining a
safe jobsite record in the workplace,”
says Kevin LaRue, administrator,
Painters & Allied Trades – LMCI.
“Those who meet both of those crite-
ria are invited to attend an awards cer-
emony at the end of the program year
where they’re eligible to win a number

of very nice prizes. Some programs are
so large and well attended that pick-
up trucks are given away.” When the
program began in 2005 nine out of 30
U.S. IUPAT district councils partici-
pated; by 2009 22 participated.

“This is definitely something that is
being embraced by our employers be-
cause of the economic advantages of
having work sites with excellent safety
records,” adds LaRue. “It’s a win-win
situation for everybody: our workers
are safer on the jobsite and have the
opportunity to get rewarded for it
with some great prizes, and our em-
ployers enjoy a better bottom line
since they’re seeing a reduction in
costs such as workers’ compensation
claims, among other things.”

When Massey’s Plate Glass’ employ-
ees go a month without injuries, the
company offers incentives to keep
them focused. 

“On the larger projects especially
where we have anywhere from 15 to
35 guys working, we have Massey
paraphernalia that we like to hand
out—sweatshirts, hats, golf stuff,
pullovers. We try to do that as an in-

centive to keep the job safe.” Delise
points out, “We try to isolate that to a
person that’s demonstrated [safe be-
havior] based on feedback from the
foreman.” 

For the full team, the company will
offer pizza parties. “If we’ve gone
through the whole month and we
haven’t had any injuries, we haven’t
had any near misses, we’ll have a pizza
party onsite. 

“It’s worked for us,” Delise says.
Not all contractors are quick to

latch on to these types of programs. 
“We’ve talked about doing that but

at this point we haven’t offered any-
thing at this point,” Derby says. “We
have a real high expectation that we’ll
work safe, I guess.”

Some federal government officials
have gone a step further by publicly air-
ing concerns that incentive programs
can promote a less safe environment, by
rewarding workers for not reporting
workplace injuries or illnesses. A No-
vember 2009 report on injury and ill-
ness recordkeeping from the
Government Accountability Office
(GAO) stated, “… Employers’ safety in-

BLS Report Shows Decrease in Number of Private Construction Fatalities 
Are workplaces and jobsites becoming safer? Possibly. According to the United States Department of Labor, Bureau of

Labor Statistics (BLS), preliminary results of its 2009 Census of Fatal Occupational Injuries (CFOI) saw 4,340 fatal work
injuries, down from 5,214 fatal work injuries in 2008. The BLS says the 2009 total represents the smallest annual pre-
liminary total since the CFOI program was first conducted in 1992. 

The construction industry, specifically, also saw declines last year in terms of fatalities. The report notes that while con-
struction workers incurred the most fatal injuries of any industry in the private sector in 2009, the number of fatalities in
construction declined 16 percent after a decline of 19 percent in 2008. However the BLS reports that economic condi-
tions may explain much of this decline, as the total hours worked declined 17 percent in construction in 2009, after a de-
cline of 10 percent the year before. 

Industry
Fatalities (number)

Selected Event or exposure 
(percent of total fatalities for industry group)

Falls Struck by object

2009* 2008 2007 2006 2009* 2008 2007 2006 2009* 2008 2007 2006

Construction 816 969 1,178 1,226 34 34 38 35 10 11 9 10

Construction of buildings 150 197 244 218 49 34 44 45 9 11 10 9

Specialty trade contractors 477 556 680 721 39 40 43 40 9 10 7 9
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*2009 data is preliminary. Source: Bureau of Labor Statistics
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centive programs can serve as disin-
centives for workers reporting injuries
and illnesses. These programs reward
workers when their worksites have few
recordable injuries or illnesses … these
programs can discourage workers from
reporting injuries and illnesses … in
addition to missing the chance to win
prizes for themselves, workers who re-
port injuries and illnesses may risk ru-
ining their coworkers’ chances of
winning such prizes.”

Focusing on employees who have
demonstrated particularly safe be-
havior—rather than the lack of re-
ported injuries alone—can be one
way to make these incentive programs
work well. 

The GAO report also stated, “Vari-
ous disincentives may also discourage
employers from recording workers’ in-
juries and illnesses … because em-
ployers’ workers’ compensation
premiums increase with higher injury
and illness rates, employers may be
reluctant to record injuries and ill-
nesses. They also said businesses
sometimes hire independent contrac-
tors to avoid the requirement to
record workers’ injuries and illnesses
because they are not required to
record them for self-employed indi-
viduals. Stakeholders also told us em-
ployers may not record injuries and
illnesses because having high injury
and illness rates can affect their abil-
ity to compete for contracts for new
work. The injury and illness rate for
worksites in certain industries, such
as construction, affects some employ-
ers’ competitiveness in bidding on the
same work.”

That specifically occurs as a com-
pany’s experience modification rating
(Mod) moves further above 1.0—the
rating, calculated by organizations
such as the National Council on Com-
pensation Insurance, compares a
company’s workers’ compensation
claims to employers of a similar size
in that industry. 

As safety ratios continue to go up,
OSHA’s put the spotlight on accurate

reporting. As a result of the GAO re-
port, OSHA initiated a Recordkeeping
National Emphasis Program to ensure
that injuries  are accurately reported. 

“OSHA will not tolerate underre-
porting—especially intentional un-
derreporting of injuries and illnesses.
We will aggressively enforce OSHA's
recordkeeping requirements and in-
crease our efforts to ensure that em-
ployers and workers understand how
important accurate data is to work-
place safety and health,” commented
Jordan Barab, acting assistant secre-
tary for Occupational Safety and
Health, commented during a meeting
with the Ironworkers Management
Progressive Action Cooperative Trust
in December 2009. 

Return to Work
When a loss-time injury does occur

on a jobsite, many glazing contractors
institute a return-to-work program
that allows the employee to take on
some duties and allow the employer
to remain productive—and lower
workers compensation costs.

“These are individually based upon
what the physician tells us, such as a
light work load,” says Nohr. “So the
employee will be on a light work duty
until the doctor tells us otherwise.”

Davis agrees.
“Employees would go on a light-

duty program until they are able to be
back in full,” he says.

Accurate Glass also has a return-to-
work program. “We work with our in-
surance company on this and they work
directly with the doctors on when the
employees can resume work,” Parker
says. He says they also have the ability
to offer light-duty work load until the
employee is able to resume his/her reg-
ular work schedule.

“It’s on a per-case basis,” Delise says
of Massey’s program. “We have to eval-
uate what the injury is and if we’re told
that this person is available for light
duty, we have to evaluate what that light
duty restrictions are. Some people say
they’re ready for work but they can’t

Iowa Glazier 
Dies on Jobsite

Tom Fosdick of Swanson Glass, a
commercial glazing contractor based
in Des Moines, passed away on Sep-
tember 1 as a result of a head injury
sustained on a jobsite on August 30.
He was 49. 

According to an article in the Press-
Citizen, Fosdick died as a result of a fall
while working on renovations to the
University of Iowa Boyd Law Building. 

A statement issued on September 1
by the university said: 

[Fosdick] was injured while work-
ing as a private contractor on a
project at the UI Boyd Law Build-
ing. An All-American diver as a
prep athlete at Cedar Rapids
Kennedy High School, he joined
the Hawkeye swimming and div-
ing team in 1979. We extend our
heartfelt condolences to his
family and hope that they will
find some measure of comfort in
the support of their friends and
community.
Fosdick’s family offered thanks to

family, friends and community mem-
bers for their support in a statement is-
sued that same day.

The Press-Citizen article also re-
ported that the general contractor on
the project, Miron Construction, has a
record of 19 workplace safety viola-
tions with the Occupational Safety &
Health Administration (OSHA). A search
of OSHA records found no such viola-
tions for Swanson Glass or KAS Invest-
ment, its Rochester, Minn.-based
parent company.

KAS notes on its website, “Em-
ployee safety has been a leading
point of emphasis for KAS Invest-
ment Co. since opening its doors 30
years ago. It is the policy of KAS to
strive for the highest safety stan-
dards on our projects and in our
shop facilities.”

As of press time, a representative
from KAS had not responded to
USGlass’ request for comment on the
details surrounding the accident.
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walk, they have to
stay off their feet
eight hours a day. So
we have to make

sure that the light duty program that we
establish for that particular person
doesn’t put them in harm’s way just to
get them back on the job.”

Workers’ compensations claims can
be a significant burden, especially for
smaller companies, but should be re-
ported immediately to the insurance
company. 

“It’s important to have a program in
place and a safety director and to
make sure everyone follows the rules,”
Nohr says. “If you have a worker’s
comp claim, don’t treat it lightly; im-
mediately report it to the insurance
company and follow their guidelines,
because if you don’t then your liability
just expands. Also be sure and follow
through on the physician’s orders.”

Delise adds, “Our insurance carrier
has a program where they would in-
vestigate any claims that are poten-
tially questionable.” 

Some installers may work with spe-
cialized groups, through their insur-
ance provider or independently, that
will “manage” a jobsite injury and any
ensuing workers compensation claim.
While these groups can be a resource
for safety training and help reduce
compensation costs, some see this as
another path toward pressuring work-
ers to under-report illness or injury. 

“Like all consultants in every in-
dustry, some are better than others,”
comments Lyle Hill, president of MTH
Industries in Chicago. “Most good in-
surance companies have their own
field investigators and they typically
do an outstanding job … mostly be-
cause it’s usually going to be their
money that gets spent. 

“The bigger the underwriting insur-
ance company, the better the investiga-
tors are going to be and typically the

more aggressive, as well. They won’t
waste much time on small claims but
will work very hard (and creatively, I
might add) to mitigate losses on a po-
tentially large claim,” he adds. 

Regular Updates 
Delise offered a suggestion for re-

ducing minor jobsite injuries based
on research the company has done.
“We’ve tracked this over the last five
years and we’re finding out approxi-
mately 35 to 40 percent of the injuries
we’re accounting have to do with
some sort of stretching, back injury,
hernia, that type of thing where peo-
ple were not in the position to prop-
erly move and lift,” he explains. “A lot
of times we’ll have guys who’ll show
up five minutes before work, they
rolled out of bed, maybe they were
out the night before or whatever the
case may be and then they go start
working—and then we get injuries
because they’re not ready to start the
day or they’re not alert.” Tracking
complaints showed that these types
of injuries seemed most common in
the morning. 

“One thing we’ve been trying to move
toward with contractors and we’ve been
trying to recommend that when jobs
are bid they put in a … program where,
when you start the job in the morning,
everybody goes out and for whatever it
is, ten minutes, they do a stretching
program, and that’s how they start the
day. Now they’re alert, now they’re
awake, they’re stretched and they’re
ready to start the job.” 

The downside, Delise says, is that
the costs for reduced
work time take off the
company’s competitive
edge when it comes time
to bid. Still, he continues
to recommend the pro-
gram to GC’s and fellow
subs alike. 

“We had a project like that where
we did it and it worked out. I was a lit-
tle skeptical because, you know, see-
ing a bunch of guys out there doing
this, trying to get them all coordi-
nated and on-time … but I’m telling
you, after the laughing wore off, and
they got into it, it really helped a lot,”
Delise says.

Another effective approach to re-
ducing workers’ compensation? Reg-
ular safety updates. 

“I think safety is becoming more
and more important, especially now
because so many of the jobs are pub-
lic jobs,” Davis says. He notes that
Arrow Glass has daily safety meetings
on every job.

Davis also advises ensuring that
employees are really using the infor-
mation. “Have a safety manual for
employees to read and sign off on that
they truly comprehend what it says;
daily safety updates are important as
well. You want employees to under-
stand that they are important and you
don’t want them getting hurt,” he says. 

“And, document everything,” Davis
adds. “If your SOPs change be sure
and do the updated training and have
the employees sign off on it.”

Parkers adds that in order to run a
successful company and to do it right,
glass shops and installers have to put
safety first and be willing to invest in
the necessary equipment and em-
ployee training. “Rely on the veterans
of your organization to [train and
work with newer employees] and help
them understand what they are work-
ing with,” he says.    ■

M e g a n  H e a d l e y is
the editor and E l l e n
R o g e r s is a contributing
editor for UUSGlass.
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If you have a worker’s comp claim, don’t treat
it lightly; immediately report it to the insur-
ance company and follow their guidelines.

—Dave Nohr, Glassworks
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