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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?

© Pilkington

© 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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44 NeoCon in Review

features
How to Make A Hurricane-
Resistant Building 
Glazing suppliers are finding the answer
to this may be changing upon the
potential adoption of the recently updated
International Building Code and new
product trends.

Standing Up to Tornadoes
Devastating tornadoes have dominated
the news in recent months, although
tornado-resistant glazing is only just
beginning to reach the forefront of the
glass industry.

“No Time for the Timid”
Read the full transcript of the 
speech Guardian Glass’ Russell 
Ebeid presented at Glass 
Performance Days 2011. 

No Excuses
Glazing safety managers sometimes 
have to get creative to make sure 
safety lapses never happen on their
jobsites. 
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The front windows of the Ace

Hardware store in Ringgold, 

Ga., remained intact while 

the rear of the building was

heavily damaged from the

tornado that ravaged 

the area on April 27,

2011. Turn to page 30 

to learn more.

Photo: FEMA/Judith Grafe
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Driving Your Business Forward 
 at GlassBuild and Beyond

Extrusions

Components

Extreme Service. Extreme E7ciency. Extreme Innovation.

One Company. Multiple Solutions.

High-Performance Products

Unprecedented Industry Knowledge

Personalized Technical Support

Award Winning Marketing Support

www.Quanex.com

Race to our booth, #415, at GlassBuild 2011

IG Systems
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Go to www.usglassmag.com
Online Survey

Speak out and tell us what you think with our online reader poll. Read
the articles inside the issue and then cast your votes online. This
month’s question:

Aside from regular and repeated training, what do you find to
be the most effective way to ensure your employees will work
safely? 

� Screening new hires with a safety questionnaire

� Working with the OSHA Voluntary Protection Program

� Having an insurance provider review safety plans

� Offering incentives, e.g. parties or prizes

USGlass Only Online

Departments Online
• Legislation & Legal: Read the experts’ 

advice on handling suppliers’  bankruptcy.
• Global Update: Learn about glass 

companies’ global announcements.

Only on USGlassmag.com

WeBlogs Read weekly updates via www.USGNN.com. 

P a u l  B i e b e r  

Online editor,

www.usgnn.com

USGlass & Paul: Tuesdays

Also be sure and visit our online discussion boards at
www.usglassmag.com/phpBB2 where you can ask questions 

and share experiences about business and life in the glass industry.

D e b r a  L e v y  

Publisher, 

USGlass Magazine

DEBlog: Mondays

C h u c k  

K n i c k e r b o c k e r  

Curtainwall Manager,

Technical Glass Products

Field Notes:Wednesdays

K r i s  V o c k l e r  

Vice President, 

ICD High Performance

Coatings

The Bill Session: Fridays

J o h n  R o v i

Business Development, 

Curtainwall Design 

& Consulting Inc.

MindYourBusiness:Thursdays

L y l e  H i l l

Managing Director,

Keytech North America

Blah,Blah...Blog:Wednesdays

Scan the tag to see 

expanded stories.

Get the free mobile app

at http://gettag.mobi
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Issue@Hand

Odds Are

T
he recent purchase of VitroAmerica’s assets by Sun Capital got me to think-
ing about Mickey Binswanger the other day. He was winding down his ca-
reer about the time I got into the glass industry. Even at a young age, it was

easy to recognize what a powerful force he, his family and his company were in
the glass industry. So I figure he would be wondering right about now: What’s
going to happen to Binswanger?

For now, let me just focus on Binswanger, the retailer, and save the distribution
company, ACI, for another time. Primarily a nationwide chain of auto and flat glass
retail locations, Binswanger has particular strength in the Deep South and Texas. It
does not fit so easily into the newly-created household, though, complete with sister-
wives Arch, UGC and Vitro America, and there has been a fair amount of speculation
about what will happen to it. So, based on absolutely nothing other than my own rea-
soning and with no information beyond that (meaning I have not talked to anyone
about this), I’ve included some possible scenarios below. See what you think:
Scenario 1: Sun keeps Binswanger and integrates it into the new combined

company. While this may happen in the short term, it does not make sense for the
new mega-company in the long run. Binswanger just doesn’t fit its model nor its
core activities. Odds of this happening: 3-1.
Scenario 2: Sun pulls Binswanger out as a separate company, but main-

tains ownership. A bit more probable, especially if Sun needs some time to po-
sition Binswanger for sale, but still not likely. Odds: 2-1.
Scenario 3: A team lead by Binswanger ex-pats buys it. There’s a mighty

talented team that includes Tom Sistrunk, vice president and general manager,
who might want to put a group of former employees together to find some capi-
tal and go for it. Interesting theory, but my gut says if it’s not in the works already,
it won’t happen. Odds: even.
Scenario 4: Vitro buys it back from Sun. Well, they did it once and they could

do it again. But Vitro Vidrio S.A.B. has quite a full plate with its own bankruptcy
and entanglements, so the timing probably is not right. Odds: 1-2.
Scenario 5: Sun sells Binswanger to another U.S. retailer. This is the most likely

scenario. The auto glass retail locations would be extremely appealing to certain auto
glass chains, while the strong architectural branches would attract a limited, though
serious, group of suitors. Odds: even.

Who then might possibly purchase Binswanger? Since I am in an odds-making
mood, here’s my take on that, too:

An auto glass chain such as Safelite or Glass America: A likely scenario as many of
Binswanger’s location would be of interest to either company. Even odds on this one.

A franchise organization such as Glass Doctor: This scenario has been mentioned
a number of times, but I find it unlikely. Glass Doctor is a franchisor with its own
strong branding. It still can sell franchises in the same location as Binswanger
branches without having the cost of purchase and rebranding. Odds: 20-1.

A manufacturer with vertically integrated capacity in auto and flat glass: There’s one
company in the United States that currently meets this description and could fit the
bill—and it currently is in expansion mode on the automotive side and knows Sun
well from its bankruptcy purchase of Arch (as this particular company was one of
Arch’s creditors). If I were a betting woman, I’d bet on that.

Stay tuned to www.USGNN.com™ for the latest as this story unfolds, and be
sure to send your own theories to me at deb@glass.com.   �

—Deb
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Cherished photos and mementos, priceless heirlooms – sometimes those are more important than
buildings and furnishings. SeaStorm® hurricane-resistant glass protects all of a homeowner’s assets
from storm damage. Engineered for windows used in high wind-speed areas, SeaStorm fulfills code
requirements. Extensive testing has shown that upon impact, broken glass fragments adhere to the
interlayer, keeping thewindow intact and reducing the risk of injury or damage.AnotherSeaStormasset
– it shields against forced entry and reduces noise. Formore information, visit cardinalcorp.com.

HURR ICANE-RES ISTANT GLASSENGINEERING THE FUTURE OF LAMINATED GLASS

Engineered to
save your
assets.

XLEdge®>Loå3-366®> SeaStorm®> Loå-i81TM>Neat®>Preserve®

        
Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

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


GANAPerspectives

A
ir-conditioning and heating,
automobiles and refrigerators,
light bulbs and coated glass

… the single attribute that these
items most have in common are their
new-found focus on energy efficiency.
In 2008, the term “energy” took a
much more prominent position
within the Glass Association of North
America (GANA) as the association’s
Energy Committee was formed to
provide an outlet for members to dis-
cuss important industry topics sur-
rounding the subject. The
Committee’s scope is: To advocate the
expanded use of glass and glazing in
the energy conservation and energy
generation applications.
However, with the advancements in

glazing technologies and expanded
focus on energy, energy efficiency and
energy consumption, GANA found the
need to place a larger emphasis on
this subset of the glazing industry
and, in March 2011, the GANA Energy
Division was created (see May 2011
USGlass, page 38).

DIVISION’S FOUNDATION
The foundation for the Division’s

work already has been laid by action
on three important energy pillars:
window-to-wall ratio, life-cycle analy-
sis and BuildingStar. That work, com-
bined with the development of a
comprehensive energy glossary, LEED
white papers focusing on mirrored
products and decorative glazing, as
well as the beginning of a solar prod-
ucts and applications matrix, gives in-
sight to the great work that will
continue to come from GANA’s new
Energy Division.
The Division’s initial focus will have

two pillars: advocacy and technical.
Both of these aspects lend themselves
to a host of energy-focused projects,
whether that is advocating to legisla-
tors about the need for energy tax
credits, supporting research projects
on life-cycle analysis of glazing prod-
ucts or providing basic education
about why glass is an enormously
beneficial energy-saving product to
incorporate into a new or recon-
structed building.

ENERGY DIVISION STRUCTURE
Much like all of GANA’s other seven

divisions, the Energy Division will be
structured with an established mem-
bership base, a Division Chair, Com-
mittee Chairs and Subcommittees and
Task Groups already established under-
neath the former Energy Committee.
However, the new Division structure
opens up membership opportunities
for companies that typically were not
seen as perfect fits within the other Di-
visions. If your company currently is a
member of GANA and you wish to add
the Energy Division to your member-
ship, just contact the GANA office for
that addition. However, if your company
is interested in joining GANA as a new
member, you can apply online at
www.glasswebsite.com/join and select
the Energy Division as one of your par-
ticipating groups in the association.

ONGOING EFFORTS
From the former Energy Com-

mittee, the Division has estab-
lished working groups
functioning on behalf of GANA
members. Those groups are:
• ASHRAE Subcommittee: Fo-
cuses on the window-to-wall

ratio issue and how to best handle
efforts moving forward.

• Energy Manual Task Group: Collating
currently available materials within
the industry to better define infor-
mation to incorporate into an Energy
Manual.

• LEED Subcommittee: Houses the im-
plementation and review of all GANA
materials that work in conjunction
with the U.S. Green Building Coun-
cil’s Leadership in Energy and Envi-
ronmental Design® program. 

• Life-Cycle Analysis Task Group: Re-
viewing how a life-cycle analysis
could be put together for the benefit
of the industry; also working with
the National Institute of Standards
and Technology on its life-cycle
analysis project.

• Publications Subcommittee: Clear-
inghouse for ideas on documents
GANA will produce within the en-
ergy arena.

• Solar Products and Applications Sub-
committee: Provides technical sup-
port and influence to the solar and
glazing industry for the use of glass
and glazing products. Currently this
subcommittee is working on the cre-
ation of a solar products and appli-
cations matrix, which will be a
web-based interactive module to
“find” solar product and applications
combinations.   �

Energizing the Industry 
Energy Finds New Meaning at GANA

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

A s h l e y  C h a r e s t is the

account executive for GANA.
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Kawneer’s innovative AA®250 and AA®425 Thermal Entrance 
Doors are a new line of defense against today’s challenging 
thermal requirements. In conjunction with Kawneer’s high 
performing frame, the doors are able to deliver improved 
thermal efficiency compared to a standard door. And, with 
our proven performance and welded corner construction, the 
AA®250 and AA®425 Thermal Entrance Doors are the ideal 
solution for any commercial or institutional application where 
strength and performance are required.

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

kawneer.com
kawneergreen.com

Setting the standard in thermal innovation.
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1000 Connecticut Ave. 
Architect: Pei Cobb Freed & Partners
Michael D. Flynn, Partner in charge of
building envelope
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True collaboration delivered. Lots of manufacturers promise

an integrated solution. Yet when it gets to the first meeting, they all

but introduce themselves to members of their own team. For more

than a decade, we have created fully-integrated building envelope

systems. That is why leading architects like Michael Flynn—

Partner, Pei Cobb Freed & Partners, and renowned expert 

on building envelope technologies—rely on us. “Oldcastle 

partnered with us to engineer and manufacture the building 

envelope for 1000 Connecticut Ave.,” said Michael Flynn. 

Call 866-OLDCASTLE (653-2278) to discuss your next 

building envelope project, or visit us online at oldcastlebe.com. 

this envelope 
minimized conflicts

Say goodbye to coordinating and 
managing five different suppliers 
for the building envelope. We 
engineer, manufacture, manage 
and supply the glass, window, 
curtain wall, skylight and storefront
systems—all from one source. That
means, one set of documents, one point
of contact—all on one master schedule.

Origami by Robert Lang. 
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CompanyNews

C.R. Laurence Expands with the 
Acquisition of U.S. Aluminum

I
t’s been a busy couple of months for U.S. Aluminum. In
May, the Waxahachie, Texas-based curtainwall supplier’s
parent company, International Architectural Products filed

for Chapter 7 bankruptcy (see June 2011 USGlass, page 14).
During a hearing in June, the U.S. Bankruptcy Court for

the Central District of California approved the sale of Inter-
national Architectural Products’ assets to Downey, Calif.-
based Universal Molding Co. The price of the purchase was
$8 million and included the majority of the company’s as-
sets, some of which were promptly purchased by Los Ange-
les-based C.R. Laurence Co. Inc. (CRL). 
“We are very pleased to announce the acquisition of the

assets and business of U.S. Aluminum, one of the most re-
spected names in the storefront and curtainwall business,”
commented Lloyd Talbert, president of CRL, following the
announcement of the acquisition on July 7. “We are proud of
this new association and are especially pleased that Tom Har-
ris, executive vice president of the predecessor company, will
join us as president of the new company.” 
Harris had served as executive vice president of U.S. Alu-

minum since September 2010. Harris was previously with
Oldcastle Glass Engineered Products (now Oldcastle Buildin-
gEnvelope™), and was president of The Vistawall Group prior
to its acquisition by Oldcastle. 
According to Talbert, “Tom will spend the next few weeks

assembling a team to rebuild this iconic brand, and will be
integral in the further development of a comprehensive ar-
chitectural hardware program.”
Following U.S. Aluminum’s Chapter 7 bankruptcy, former

customers expressed their outrage over the voided war-
ranties and cancelled orders. Restoring the “luster” of the
company’s brand, according to Talbert, is among the reor-
ganized company’s chief goals. 
“Our plan is to contact customers and vendors of U.S. Alu-

minum, as well as many of their former employees, to re-es-
tablish relationships,” Talbert said. “We wish to assure those
U.S. Aluminum clients who have jobs in progress that we will
immediately assess the status of their orders and expedite
their completion and delivery. We’re confident that we can
restore the U.S. Aluminum brand to its former luster. We also
appreciate the support and encouragement we have received
from many C.R. Laurence customers during this process.”
Details of the acquisition are still being finalized, but the

return of U.S. Aluminum to the marketplace—and CRL’s fur-
ther expansion of product offerings—already is eliciting a
response from the marketplace. 
Mike Nicklas, product development manager for J.E.

Berkowitz L.P., says it’s an interesting acquisition for CRL.
“[CRL] probably saw the timing was right, it was a good buy
and it adds another dimension to their product line.” Niklas

The sale of Vitro America’s assets to American Glass

Enterprises LLC, an affiliate of private equity firm

Sun Capital, closed in June. The auction of Vitro

America’s assets took place on June 1.

“We will begin the integration process now that the deal

has been completed,” said Ben Thomas, director of strate-

gic marketing for Arch Aluminum and Glass, also part of

Sun Capital, on the day of the closing.

As of press time, final details of that integration

process have not been finalized, including the name

under which the new entity will operate. An objection is-

sued by former parent company Vitro SAB noted that the

purchased assets do not include the right to “the name,

word, or mark ‘Vitro’ or ‘Vitro America’ … or any variation

thereof …” As of press time, www.vitroamerica.com wel-

comed visitors to ACI Glass Products LLC.

When asked whether the ACI name would brand the

company going forward, Alice Dickerson, director of sales

and marketing, explained, “The use of the name ACI Glass

Products LLC is temporary. It is an established legal entity

to be used in the short term, as we transition to a new

company name replacing ACI Glass Products, Arch Alu-

minum and Glass, TGI and United Glass Corp. Our new

branding will be introduced in the near future.”

Sale of Vitro America Assets 
to Sun Capital Completed 
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says over the past few years CRL has continued to grow and
expand with architectural products, such as sunshades, metal
panels and door systems, so the acquisition of U.S. Alu-
minum seems to fit as another product addition.
“Plus, they already have an existing customer base that

uses those products,” he says.
“CRL is a well established, well run company, and the ac-

quisition of U.S. Aluminum by CRL should fit in well to the
vertical integration path that CRL seems to be pursuing,” says
John Linder, president and chief executive officer of Calibre
Door Closers Inc. in Orange, Calif. Linder’s father, John A. Lin-
der, was the founder of U.S. Aluminum. “The announcement
by CRL that they intend to re-establish relationships with
former U.S. Aluminum employees sits well with me, and I
sincerely trust some good will come out of it.”
Nicklas adds, “It’s been interesting to watch over the past

few years the company that CRL is becoming. They’ve had
product extensions and geographic expansion and it’s still a
privately-held company.”
As notable as CRL’s latest acquisition is, this latest consol-

idaiton of product offerings is becoming the new “normal”
in the rapidly changing glass and metal industry landscape. 
“The dynamics of the storefront industry have changed

more in the past 18 months than probably in the past 10
years. In fact, the dynamics of most what we have long taken
for granted in our daily lives has changed, and is presently
undergoing change of some sort on an almost daily basis,”
Linder says. 

Glaston Corp. Moves HQ to Helsinki
Glaston Corp. has announced that its head office has

moved. As of June 1, Glaston will be officially headquar-
tered in Helsinki, Finland. All telephone and fax numbers
remain unchanged. 
According to information from the company, the an-

nounced move from Tampere, Finland, “was actually only
on paper.” The company employs approximately 15 people
in administrative positions who were stationed primarily
in Helsinki. 
Glaston Finland Oy (formerly Tamglass and Uniglass

Engineering), as well as the Glaston Services business area,
continue operating in Tampere with the current office and
manufacturing facilities. In Tampere, the company has
three facilities and employs approximately 160 persons.
��� www.glaston.net �
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Permanent Shading, Dynamic Glazing
Addressed During IgCC Hearings

E
fforts to remove permanent
shading as a mandatory mini-
mum requirement, as well as

proposals that would encourage the use
of dynamic glazing, were heard as part
of the 2011 International Green Con-
struction Code (IgCC) hearings, which
took place in May in Dallas. 
GEW 128, proposed by Jeff Inks, repre-

senting the Window and Door Manufac-
turers Association, and Garrett Stone of
Brickfield Burchette Ritts & Stone, repre-
senting Cardinal Glass Industries, urged
removal of the mandatory minimum re-
quirement of permanent shading devices.

Though the proposal was met with oppo-
sition, it ultimately was approved. 
In the proposal, Inks said, “Perma-

nent shading is not a prescriptive at-
tribute that can be applied under a
one-size-fits-all approach as proposed.
There are too many factors that must be
considered … Forcing it as a prescrip-
tive requirement could easily result in
the misapplication of it …” 
Tom Culp, representing the Glazing

Industry Code Committee, spoke in op-
position. “Shading has been known for
millennia as a good building practice,
so why would we not want to support

that?” he said.
GEW 129, proposed by Dr. Helen

Sanders, SAGE Electrochromics Inc.,
would have allowed for the use of dy-
namic glazing as an exception to per-
manent shading devices, had they not
been removed per GEW 128.
Still, many spoke out in support of

dynamic glazing.
“This is an opportunity for the com-

mittee to create and drive a market for
a product that’s got to be one of the
greenest on the market,” said Thom
Zaremba, who represented Pilkington
North America.   �

Codes&Regulations
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Suppliers Expect Polysulphide Sealant
Restrictions through the Summer 

S
uppliers of polysulphide poly-
mers of IG sealants are experi-
encing supply problems as a

result of shortages coming from the Toray
Thiokol production facility in Chiba,
Japan, following a March 11 earthquake
(see April 2011 USGlass, page 17). 
Italy-based Fenzi issued a news re-

lease on June 7 cautioning customers to
expect future cost increases on polysul-
phide sealants as a result of shortages
coming from its supplier. Fenzi reports
that Toray has told customers that pro-
duction of the polymer is not likely to
resume until July.
According to the Fenzi release: “To

make matters worse, there are problems
in getting the infrastructures and elec-
tricity throughout Japan up and run-
ning again and this is deeply affecting
the production chain … Over the com-
ing weeks therefore, problems are likely
to emerge with the sourcing of IG
sealants and for this very reason the
costs of the products will increase.”
Fenzi is hardly alone in feeling the

shortage. 
“ADCO does not produce polysulphide

in the United States but Kömmerling, our
sister company in Germany, does and

they indeed are affected by availability,”
says Michael Speicher, national accounts
manager for ADCO Products Inc. Ac-
cording to a news release issued by Köm-
merling, “With other suppliers operating
close to capacity, polysulphide sealant
supplies could be restricted during the
busy mid-summer period and there are
indications of significant price rises in
the pipeline from the other polymer sup-
pliers. Kömmerling estimates that it will
be able to maintain normal supplies to
existing customers during this period,
but will not be able to take on additional
volumes for the foreseeable future.”
Fenzi says the Toray Thiokol produc-

tion facility in Chiba produces and
caters to approximately 35 percent of
the worldwide demand for polysul-
phide polymer. The supplier also notes
that the shortages of this particular
material are leading to strengthened
demand for alternative sealant materi-
als, including polyurethane, butyl, sili-
cone and hot-melt. 
ADCO further notes, “The primary

PIB-based sealants used in IG produc-
tion are also in a tight supply position
following disruption of Japanese pro-
duction. Raw material for PIB is short

and escalating in price. Kömmerling
predicts that it has sufficient supplies
at present to meet normal high sum-
mer demand from existing customers,
but prices are likely to increase. Insu-
lating glass producers should be cau-
tious about fixing long-term prices in
this unstable situation.”
“This definitely affects customers in

North America that buy from Kömmer-
ling,” Speicher says. He adds, “We have
informed each customer personally.”
Glasswerks LA Inc. in Los Angeles is

among the many IG fabricators feeling
the pinch. Ed Rosengrant, vice presi-
dent of sales and marketing, notes, “The
increase in the sealant happens to co-
incide with the primary glass suppliers’
10-percent increase. This has given us
the opportunity to go with one price in-
crease to our customer base. That being
said, the run-up in polysulphide costs
has put it on more of an even par with
silicone sealants, which has caused us
to look at that as an option.”

Tubelite Expands
Distribution 
Tubelite Inc. in Walker, Mich., has

several new distributors for its archi-
tectural aluminum products:
• Wholesale Glass Distributors will
distribute its products to clients in
Tennessee and parts of Arkansas,
Missouri and Mississippi;

• Butler, Pa.-based United Plate Glass
Co. will deliver to clients in western
Pennsylvania, southwestern New
York, eastern Ohio, northern West
Virginia, northeastern Maryland, the
northern D.C. suburbs and specific
destinations for large projects;

• Glaz-Tech Industries Inc. in Tucson,

National Glass Teams Up 
with TGP in Western Canada 

National Glass, a wholesale distributor and fabricator based in Langley,

British Columbia, is partnering with Technical Glass Products (TGP) to

distribute the FireLite® family of fire-rated ceramic glass products

throughout Western Canada. According to the announcement, the new alliance

will help National Glass provide architects, glaziers and other building and de-

sign professionals with a broad range of fire-rated glazing solutions.

��� www.natglass.com 

Distribution&Production
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Distribution&Production
continued

Ariz., will distribute Tubelite’s prod-
ucts in Idaho and Utah; and 

• Complete Line Glass Wholesalers
Inc. will distribute the products to
clients in Texas. 

��� www.tubeliteinc.com

GlasWeld Adds
Australian Distributor 
GlasWeld in Bend,Ore., has appointed

GlasWeld Australia Pty. Ltd. as its exclu-
sive distributor for Australia. The distrib-
utor is a wholly owned subsidiary of
Cleveland Tungsten Pty. Ltd. and is located
in Revesby, Australia. Sales and market-
ing for the distributorship will be man-
aged by Garry Sylvester, who previously
managed a national call center sales force
for Belron and worked for NGS Glass as a
national accounts representative. 
��� www.glassweld.com �
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SolarWatch

P
PG Industries is installing a
4,800 watt solar array on the
roof of the PPG Flat Glass Busi-

ness and Discovery Center in Harmar,
Pa. Scott Follett, global director of PPG’s

Solar Performance Group, says the site
will demonstrate the value of solar
products such as the Solarphire® line,
and will help company researchers and
product developers to gather real-world
data on the performance of existing

and prototype products.
Follett adds that the

array will be available for
use as a testing and
demonstration site for cus-
tomers as well. “It is one
thing for us to tell current
and potential customers

about the virtues of Solarphire
glass products by PPG,” he says.
“To actually show them the value
of the glass, used in their own
modules, is far more impressive.”
The array will include two 10-

module assemblies, complete with
online monitoring software to measure
the real-time power output of each

module type. Customers may use the
demonstration site in one-month inter-
vals, and those with products installed
on the array will have access to per-
formance data. Solar power generated
by the array will be tied back into build-
ing operations.
For the initial installation, PPG will

equip one assembly with Solarphire PV
photovoltaic glass and the other with
Solarphire AR anti-reflective glass and
compare their performance.
��� www.ppg.com

First Solar to Build Solar
Module Factory in AZ
First Solar Inc. is building a new U.S.

manufacturing center in Mesa, Ariz.
The solar module manufacturer is in-
vesting about $300 million in the fac-
tory, which is expected to create
approximately 600 jobs and include
four manufacturing lines with a capac-
ity to produce more than 250
megawatts (MW) of thin film photo-
voltaic (PV) modules per year. The new
factory, in combination with a recently
expanded facility in Perrysburg, Ohio,
will increase its U.S. production capac-
ity to more than 500MW per year.
Construction began in the second

quarter of 2011, while module ship-
ments are scheduled to begin in the
third quarter of 2012. The facility is
located on a 135-acre site that is de-
signed to accommodate future ex-
pansion. The facility will include a
3MW rooftop solar installation, as
well as a ground-mounted PV testing
facility. The factory will utilize First
Solar’s continuous manufacturing
process, which transforms a sheet of
glass into a complete solar module in
less than 2 1⁄2 hours.
��� www.firstsolar.com

codenews

Renewable Energy Systems
Discussed During IgCC Hearings

Among the proposals heard during the International Green Construction

Code (IgCC) hearings in May in Dallas was one that called for revising

section 611.2 on photovoltaic systems. Proposal GEW249-11, submitted

by Robert Dewey, who represented the U.S. Department of Energy, called for re-

vising the section so the systems would be designed, constructed and sized to

provide not less than 5 percent (an increase from 2 percent) of the total esti-

mated annual electric energy consumption of the building, or collective build-

ings on the building site in accordance with Section 611.1.1 or 611.1.2.

Tom Culp, representing the Glazing Industry Code Committee, spoke in opposition.

“Our members make solar photovoltaic systems so you’d think I’d speak in favor,

but the 5-percent increase is only on one category and not across the board, and

that may likely discourage the use of solar photovoltaic systems,” Culp said.

The proposal was disapproved by the committee.
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PPG to Install Solar Array 
at PA Glass Research Facility

PPG’s new

solar array will allow customers

to view performance data on the

manufacturer’s in-use Solarphire.
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DyeTec Wins Ohio State
Development Grant 
Australia-based DyeTec Solar Inc.,

a joint venture between Dyesol Inc.
and Pilkington North America, has
received a $1 million Ohio Third
Frontier Commission grant to de-
velop technology for mass manufac-
ture of glass-based building
integrated photovoltaic (BIPV),
building applied photovoltaic (BAPV)
and automotive integrated photo-
voltaic (AIPV) products.
DyeTec’s technology is designed to

utilize optimized transparent conduc-
tive oxide (TCO) glass and dye solar
cell (DSC) materials manufactured by
the joint venture partners, and enables
downstream suppliers in the glass
market to mass produce high-per-
forming DSC-TCO glass-based prod-
ucts for use in BIPV, BAPV and AIPV
applications. Initial DyeTec efforts are
expected to result in the development
of prototype DSC-based BIPV glass
panels and related equipment sets, lay-
ing the foundation for high volume
manufacturing capability. 
��� www.dyesol.com

globalnews
Solutia Produces EVA
Encapsulants in China 
Solutia Inc. in St. Louis is opening a

new Vistasolar® ethylene vinyl ac-
etate (EVA) manufacturing center in
Suzhou, China. The new facility has
completed testing and is now ready to
supply commercial-grade Vistasolar
EVA encapsulant for use in solar
modules.
According to the company, Chinese

solar module manufacturers currently
produce more than half of all modules
installed globally, and this new manu-

facturing center is expected to
strengthen Solutia’s position to supply
solar encapsulants to the Chinese pho-
tovoltaic market.
“The industry requires reductions in

cost per watt for solar energy,” says
Christopher Reed, Solutia photovoltaic
business director. “By investing directly
into China, our ability to reduce the
total cost of production and enhance
our service levels to Chinese module
manufacturers is greatly improved.”
This is Solutia’s first new EVA pro-

duction facility to be developed after
the acquisition of Etimex Solar GmbH
of Germany. The facility is based at the
company’s Suzhou, China, manufactur-
ing center, which also produces Saflex®
polyvinyl butyral (PVB) films.
��� www.solutia.com

NSG Expands Solar Energy
Glass Capacity in Vietnam 
The NSG Group has announced

plans to build two float lines in Viet-
nam to increase its production of
specialty products to the solar energy
and touch screen sectors. The first of
the two new float lines will be fitted
with online coating equipment for
the production of coated glass for use
in thin-film type photovoltaic appli-
cations. The total investment will be
in the order of $320 million USD (JPY
26 billion), with both lines due to
start production in 2013. The Group
estimates that approximately 400
jobs will be created locally as a result
of the investment. 
The new float lines will be con-

structed at the My Xuan site in south-
ern Vietnam, in which the company
already operates a float line dedicated
to solar energy products. 
��� www.nsg.com �
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T
he Atlantic basin is ex-
pected to see an above-nor-
mal hurricane season this
year, according to the sea-

sonal outlook issued by the National
Oceanic and Atmospheric Administra-
tion’s (NOAA) Climate Prediction Center.
Across the entire Atlantic Basin for

the six-month season, which runs June
1 through November 30, NOAA is pre-
dicting 12 to 18 named storms, of
which 6 to 10 could become hurricanes
(winds of 74 mph or higher), including
3 to 6 major hurricanes with winds of
111 mph or higher. Each of these ranges
has a 70-percent likelihood, and indi-
cates that activity will exceed the sea-
sonal average of 11 named storms, six
hurricanes and two major hurricanes. 

Bill Enderle, senior estimator and di-
rector of preconstruction for Key Glass
in Bradenton, Fla., isn’t expecting busi-
ness to come knocking as a result of the
dour forecast. “Business is really dic-
tated by other things … because the
forecast is generally wrong,” he says. 
Point taken. 
“Last year the forecast was off—but

you never know,” adds Fred Gebauer,
business development manager with
Insulgard Security Products in
Brunswick, Ohio.
Right or wrong, the dubious forecast

hardly seems to matter when it comes
to demand for hurricane-resistant glaz-
ing products during this time of year. 
“I have noticed a complacency in

Florida, which is typical when some time

has passed since a major storm has ac-
tually made landfall,” says Rick De La
Guardia, president of DLG Engineering
in South Miami, Fla. “The above-normal
predictions have been such for several
years now without any landfall in Florida
so I believe this has actually contributed
to the complacency. I do not think that
the predictions will cause any additional
demand more than the typical spike at
the beginning of hurricane season.”
“As soon as one comes by or hits us,

you may see a slight increase,” says
Patrick Smith with Saf-Glas in West
Palm Beach, Fla. “Sorry to say, the econ-
omy has affected too many people. I
don’t see many people in a hurry to
change out hurricane windows.” 
However, small changes to the codes

How to Make A

Hurricane-Resistant
BuildiNG

Hurricane-Resistant Glazing Suppliers Take

Note of Potential Code, Product Changes
by Megan Headley
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might lead to demand for these prod-
ucts in new areas (see “Hurricane Codes
and Standards,” page 24). 

Safe Glass Rooms
Some manufacturers are seeing

legislation on the local level that is
leading to additional use of hurri-
cane-resistant products.
“Alabama just last year had legislation

pass that every new construction school
has to have a safe room. Obviously they
don’t want to have some separate safe
room where you only use it if there’s a
storm. What they want to do is try to in-
corporate that safe room into a part of the
building that’s being used every day,” says
Gerry Sagerman, sales development for
Insulgard Security Products. “In order to

have a classroom that you can use every-
day you’ve got to have natural light in
there. So they’re faced with how to have
windows in those classrooms but then
when a [storm] hits can use it as a shel-
ter. That’s where we come along.”
Sagerman notes that for buildings to

be used as safe rooms or for use by
emergency responders, FEMA offers
grants for construction, so long as all
FEMA-tested products are used and re-
quirements are met. 
As one example, Sagerman recalls his

company’s recently completed work on
the Gulfport, Miss., police station. “It’s a
three-story building and the whole
building is literally not even a half mile
off the coast,” he says. “When Hurricane
Katrina came through, the storm surge
came in I think 10 feet high in that area.
So what they tried to do was create the
police headquarters so that it was an
emergency responders’ facility—so
that building meets the FEMA testing

www.usglassmag.com July 2011  |   USGlass, Metal & Glazing 23

Hurricanes Karl, Igor and Julia (from

left to right on September 16, 2010)

were part of the onslaught of Atlantic

storms last hurricane season.
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continued on page 26

Many designers are specifying windows that meet hurricane requirements,

while also offering aesthetics and energy performance.

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

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


24 USGlass, Metal & Glazing  |  July 2011 www.usglassmag.com

G
lazing contractors and manu-

facturers are waiting to see

how product requirements will

change based upon the publication of

the 2012 International Building Code

(IBC); the updated code was released

in June.

“The rumor is that the Florida Build-

ing Code is going to follow the IBC and

that the design pressures and the way

they figure them are going to change all

across the state,” says Bill Enderle, sen-

ior estimator and director of precon-

struction for Key Glass in Bradenton,

Fla. “It will probably make it more strin-

gent, which means that the manufac-

turers are going to have to look again

and it’s going to keep engineers busy.”

Among the changes being incorpo-

rated into the updated code is a

change to the American Society of Civil

Engineers (ASCE) standard 7-10, Min-

imum Design Loads of Buildings and

Other Structures.

Michael Stremmel, P.E., senior proj-

ect engineer for Architectural Testing

Inc. in York, Pa., says, “The method

that is used within ASCE 7-10 to de-

termine design pressure was changed

when compared to ASCE 7-05.”

Stremmel says in the grand scheme

this is a small change, but even small

change may mean adopting some-

thing new. “The end result of this

change is minor when comparing the

design pressure when calculated with

ASCE 7-10 when compared with ASCE

7-05, but there will most certainly be

confusion about proper interpretation

of the changes,” he says.

Julie Ruth, code consultant for the

American Architectural Manufacturers

Association, elaborates, “The 2012

IBC will reference the 2010 edition of

ASCE 7. These documents will require

impact-resistant glass further inland

from the East and Gulf Coast than it

was previously. The changes will be

even more pronounced for buildings of

greater significance to life safety, such

as hospitals and police and fire sta-

tions.” Ruth notes, “AAMA has formed

a task group to specifically study the

potential ramifications to our industry
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of this and other provisions of the

2010 edition of ASCE 7.”

Rick De La Guardia, president of DLG

Engineering in South Miami, Fla., adds,

“ASCE does not directly speak to the

strength of glass but rather the wind

pressures that it would need to sus-

tain. I have read that ASCE 7-10 is mak-

ing some radical changes to the

make-up of the standard but how this

affects the future design wind loads is

yet to be determined.”

Alan Carr, S.E., Code and Standards,

International Code Council (ICC) in

Bellevue, Wash., explains.

“The good news is the technical re-

quirements in the code under protec-

tive openings, specifically glazed

openings, really haven’t undergone any

changes in this cycle. But where

there’s sort of a hidden change in there

is that the new wind speed maps have

been revised based on a new proce-

dure that was promoted in the latest

edition of the ASCE 7 load standard.

What’s happening is the new IBC will

now have, instead of a single wind

speed map, three maps. So the map

wind speeds that you get varies based

on what’s now called the ‘risk cate-

gory,’ what used to be the occupancy

category of the building,” he says.

“How that impacts opening protec-

tion is that the definition of wind-borne

debris region has been updated to re-

flect the new mapping wind speed. …

By having the different maps based on

risk category, a wind contour that de-

fines the wind-borne debris location

might be in a different location from

where it was previously, particularly if

you’re in the highest risk category—‘es-

sential facilities,’” Carr continues.

Carr aims to put manufacturers and

installers at ease by adding, “There

could be some confusion surrounding

this in the sense that the [ASTM stan-

dard for missile tests] was written for

the old wind measure and hasn’t been

updated to the new wind speed meas-

ure, but the IBC contains a section

under the opening protection section

that says ‘when you’re using the ASTM

E standard for missile impact you have

to reword it so you use these wind

speeds.’ And ASCE 7 has a user note

that says ‘the wind zones that are spec-

ified in ASTM E1996 for use in deter-

mining the appropriate missile size for

the impact test have to be adjusted for

use with the wind speeds of ASCE 7-10

and the corresponding wind-borne de-

bris regions.’ Then it refers you to the

commentary to see what the adjust-

ments need to be.”

As De La Guardia points out, most af-

fected parties will have some time to re-

view the changes as the updated

requirements would not be mandatory

until the 2012 IBC is adopted by specific

states or localities. States are not re-

quired to adopt the latest version of the

IBC; in fact, 21 states at present have

adopted the 2009 IBC statewide, accord-

ing to information from the ICC. Missouri

and Nebraska still use the 2000 edition.

Ruth adds, “Although our industry

typically would not expect to see these

changes taking place for another year

or so, the state of Florida appears to be

moving ahead with them more quickly

than that.”

With tornadoes much in the news of

late (see “Standing Up to Tornadoes”

page 30), Fred Gebauer, business de-

velopment manager with Insulgard Se-

curity Products in Brunswick, Ohio,

notes that for many areas, FEMA 361-

2008, Design and Construction Guid-

ance for Community Safe Rooms, is the

standard to pay attention to. As he ex-

plains, “The original FEMA 2000 basi-

cally was [focused on] tornadoes and

now they’ve brought in the hurricane

and the tornado requirements all under

the same FEMA specification.” He

adds, “What they learned from Katrina,

as an example, is that while it was a

hurricane it had tornadoes embedded

in the hurricane.”

With the changing wind

maps adopted in the 2012

IBC, some regions may

now for the first time fall

under hurricane glazing

requirements.
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requirements. It has been built to with-
stand that hurricane when it comes
through and will stay a working facility.” 

He adds, “Any type of window or
door in that building obviously all has
to be tested and meet the structural
pressure that a hurricane creates, as

well as the impact testing and then the
cycling after that.”

Glass in a safe room is not such an
unusual request today. 

“The architects are continually
pushing the limits,” Sagerman says.
“Originally you didn’t have any win-

dows in these units, these almost safe
room ‘bunkers,’ and now they’ve
started to design with windows. They
look for not just punched windows,
but storefront. We’ve designed a store-
front that would meet the require-
ments. The next thing they came to us
with is ‘okay, that’s great, but do you
have an insulating glass that means
the requirements?’ So we went and
tested and we came up with a glazing
that was insulating as well that was
tested and met the requirements. It’s a
process of continuing to push and to
get as creative as you can and still
meet the requirements of FEMA.”

More and more today, “layered per-
formance requirements” is the new def-
inition of “pushing the limits.”

More-Than-
Hurricane Windows 

John Blewis, general manager of
Florida Glass & Aluminum Inc. in Fort
Myers, Fla., would say that it’s usually
not until after disaster has struck that
business and homeowners take interest
in hurricane-resistant products. “A lot
of people don’t want to do it during hur-
ricane season,” Blewis says. 

But there are lots of new hurricane-
resistant products on the market—and
lots of reason to install them. 

Michael Stremmel, P.E., senior
project engineer for Architectural
Testing Inc. in York, Pa., points out
that the option to “install products
above and beyond what is required in
the building code” is “quite common
for high value properties, like resort
hotels in Orlando.”

Smith says, “Many are using [impact-
resistant windows] for security rea-
sons.” He explains, “Some people
building to resell only want the least ex-
pensive option. Those buying to keep,
upgrade a bit for safety and insurance
reasons.” 

Enderle finds Floridians are showing
more concern these days with energy

continued on page 28

Easy Exits.  
Perfect Closure.

Floor closers provide the best mechanical means of controlling  
a door. The weight of the door is supported entirely by the bottom  
arm, which is directly connected to the �oor closer spindle. 
Rixson �oor closers are fully concealed to maintain the aesthetic 
design of the opening. Exit devices by Adams Rite and Sargent 
all feature strong, durable construction that high levels of traf�c 
demand. They also have the looks and options that architects  
and designers prefer.

Call us at 800.348.2263 or visit www.accesshardware.com for 
more information, and be sure to check out Bill’s Blog to see  
what is new and exciting at Access.

Your “One Stop Source” for ASSA ABLOY,  
Access Hardware Supply is one of the largest 
stocking distributors of Adams Rite, Sargent  
and Rixson exit devices and �oor closers.

ACCESS HARDWARE SUPPLY 14359 Catalina St., San Leandro, CA 94577
Phone: (800) (800)   www.accesshardware.com

How to Make A

Hurricane-Resistant
Building

continued from page 23

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

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


  
  
  

   
   

   

   
  

   
    

 

©2011 YKK AP America Inc. is a subsidiary of        YKK Corporation of America. YKK AP is a registered trademark of YKK Corporation.800-955-9551 - ykkap.com

YKK AP® is the leader in sustainable impact protection and blast mitigation solutions for private and public 
buildings. Our innovative ProTek® products were the first integrated systems to pass South Florida’s strict 
non-shuttered building codes. The ProTek family has recently expanded and now includes new systems and 
features fully tested to the most current impact-resistant and blast mitigation standards. These additions 
reinforce YKK AP’s leadership position in this market by providing world-class, high performing commercial 
building solutions that are economically sensible.  From offices to courthouses to military installations, 
nothing protects like YKK AP quality.

Will future generations remember who 
took the guesswork out of protection?

Entrances

Storefronts    

Curtain Walls    

Sun Controls    

Windows    

Balcony Doors

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

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


28 USGlass, Metal & Glazing  |  July 2011 www.usglassmag.com

performance than hurricane resistance.
“We’re doing more insulating low-E to
meet energy codes,” he says. “Most of our
buildings now have come out with en-
ergy performance calculations—that’s
what they have to meet—and it’s even in
excess of what’s required by the [Florida

Building] Code. We’re doing a lot of pre-
mium tint glass and low-E glass.” 

He adds, “We are now seeing more
private work, and even private work is
looking for better energy perform-
ance because they’re trying to gain
LEED certification.” 

“We hardly see a project today that
doesn’t have an energy requirement,”
Gebauer agrees. “[Designers] are
looking at the U-value and what we
can do to keep the heat out or the cold
out, depending on the season … Not
just these applications but when we’re
doing bomb-resistant or bullet-resis-
tant the energy performance has be-
come very important.” 

Smith notes that this growing inter-
est is just the reason the company’s
newest hurricane-resistant glass
product—Energy Glass—also gener-
ates electricity. 

In areas prone to hurricanes, a num-
ber of products are promoted to sup-
port the glass in its mission to resist
debris’ impact and high winds. 

“I am beginning to see new prod-
ucts utilizing screens as protection
with enough separation from the
windows/glass to prevent damage
from wind and debris,” De La Guardia
says.“In the past, these products were
being marketed here in Florida but
were not approved for use in the high
velocity hurricane zone, nor had ob-
tained product approval from Miami-
Dade County. That is now changing.”

Window film companies long have
promoted their product as an after-
market way of improving a building’s
safety performance, although glass
companies remain skeptical of the
performance. 

“Films don’t give you a component
tested unit,” Smith says. “It’s only a false
safety.” 

“Safety films as impact protection
are very popular as an aftermarket
product but the industry has yet to
find a way to get these approved by the
government agencies since they have
to be tested in each specific product
that would be utilizing them,” De La
Guardia says. “Furthermore, the film
would have to be integrated with the
frames to perform satisfactorily under
cyclic forces during a storm, which is
not cost-effective to the consumer or
manufacturer.”

BULLETS. BLASTS.  
HIGH WIND AND  
IMPACT RESISTANCE.
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Keeping Buildings Dry
Blewis notes that he is seeing a trend,

away from dry-glazed products that
have been used in these types of instal-
lations in recent years. 

“A lot of people are getting away from
the dry-glazed set down here because
they’ve had a lot of problems with it, so
they continue to use the wet glaze,”
Blewis says. “They [manufacturers]
make it sound great but when you ac-
tually install it it’s not so great,” he adds.

While Key Glass never adopted dry-
glaze, the company has noticed that
structural sealing in general seems to
have improved in recent years. 

“Waterproofing has taken major
leaps and bounds in the last five years,”
Enderle says.

He explains that the company’s prod-
ucts are tested to higher-than-required
design pressures to keep buildings safe
and dry. 

“By nature of that, they’re pretty well
sealed up, because they won’t let water
through, and the surrounding condi-
tions are better prepared with water in-
trusion preventive measures being
taken, so what we’re caulking to is bet-
ter than what it used to be,” he adds.

“You want to be able to handle this
high structure requirement regarding
the winds and the impacts, but it still
has to perform like a normal window: it
can’t leak,” Gebauer comments. 

Water intrusion during a storm event
has become a growing concern for
home and building owners who may be
taking it for granted that their high-per-
forming hurricane-resistant windows
will stay in the frame during high winds. 

“Some building owners are con-
cerned with keeping water out of the
building after a debris impact event,”
Stremmel says. He adds, however, “At
the current time, the building codes, as
well as the majority of the standards,
are primarily focused on the structural
integrity of the building and the fenes-
tration products after a debris impact
event rather than keeping water out of
the building.”

“In my experience, homeowners are
sometimes more concerned with water
infiltration than with the structural ca-
pacity of the product,” De La Guardia
adds. “I have visited condominiums
where, in my professional opinion, the
products need to be replaced due
to structural deficiencies and noth-
ing is done about it but much time
and money is spent on waterproof-
ing those structurally deficient
products. Entry doors that typi-
cally do not provide water infiltra-
tion protection through their

thresholds are now being designed to
resist water intrusion. Canopies and
overhangs are being used more preva-
lently to protect from direct rain and
get around the products water infiltra-
tion deficiencies.”   �

M e g a n  H e a d l e y is

the editor of USGlass.
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T
he impetus to transform
building code requirements
and glazing systems in areas
of the country affected by

hurricanes came in 1992 with Hurri-
cane Andrew. Since then, wind-borne
debris protection has become a re-
quirement along the Atlantic and Gulf
Coasts and Hawaii and hurricane-re-
sistant glazing has become a staple in
these areas. Designers and specifiers
now have the ability to choose from
an ever-expanding marketplace of
tested and certified impact window,
door, storefront, curtainwall and sky-
light systems.  
While tornadoes are found in hurri-

cane-prone areas, these potentially
devastating weather events can occur
in many other parts of the country as
well, bringing severe weather with
very little notice. This year, from April
14 to 16, tornadoes rampaged across
communities from Oklahoma to North
Carolina. In total, 155 confirmed tor-
nadoes were reported in 15 states over
this three-day period. From April 25 to
28, more people were killed when

thunderstorms, high winds and torna-
does with peak winds up to 190 mph
hit four southern states. Tuscaloosa,
Ala., Mayor Walt Maddox estimated
the clean up from the tornado to be
$75-$100 million. The tornado that
struck Joplin, Mo., on May 22 was the
country’s deadliest single tornado in
nearly 60 years, leaving more than 100
people dead.
In general, violent tornadoes are ca-

pable of causing extreme destruction,
including uprooting trees and well-
made structures.

Classifying Storms
The classification of a hurricane is

based on the Saffir-Simpson Hurri-
cane Scale. This scale is broken into
five categories, which categorizes hur-
ricanes by the intensities of their sus-
tained winds. The scale (using
3-second gusts) ranges from Category
1 at 116 mph to Category 5 with winds
exceeding 189 mph. Typically, Cate-
gory 1 hurricanes do not cause signif-
icant structural damage. A Category 5
hurricane, on the other hand, such as

Hurricane Andrew, can cause exten-
sive damage to buildings. 
In 1971, Dr. Tetsuya Theodore Fu-

jita of the University of Chicago intro-
duced the Fujita Scale (F-Scale) to
classify tornadoes. The scale was di-
vided into six categories from F0
(Gale) to F5 (Incredible). Since 1975,
the F-Scale has been replaced by the
Enhanced Fujita scale (EF-Scale), a
set of wind estimates based on dam-
age. The 3-second gust wind speeds
are estimated, based on degrees of
damage, from the beginning of visible
damage to total destruction. For ex-
ample, there may be only minor dam-

Fujita Scale Operational EF Scale

F Number
Fastest 

1⁄4-mile (mph)
3 Second 

Gust (mph)
EF Number

3 Second 
Gust (mph)

0 40-72 45-78 0 65-85

1 73-112 79-117 1 86-110

2 113-157 118-161 2 111-135

3 158-207 162-209 3 136-165

4 208-260 210-261 4 166-200

5 261-318 262-317 5 Over 200

Enhanced F Scale for Tornado Damage

A Look at This Growing Protective Glazing Segment
by Pat Condon and Valerie Block

Standing Up to

Tornadoes

Source: National Weather Service
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age with an EF0 tornado, but as was
seen in Alabama and Missouri with
the EF3 and EF4 tornadoes respec-
tively, damage to homes and buildings
can be catastrophic.

Standards and
Codes for Safe Rooms 

The Federal Emergency Manage-
ment Agency (FEMA) has addressed
the design and construction of safe
rooms since 1997. The purpose of a safe
room is to provide a space that offers a
high level of protection during an ex-
treme weather event such as a tornado.
While these rooms may not typically
include windows, they can. FEMA 320
Taking Shelter From the Storm: Building
a Safe Room Inside Your House is appli-
cable to the construction of residential
safe rooms. FEMA 361 Design & Con-
struction for Community Safe Rooms is
applicable to commercial safe rooms
and includes design criteria for com-
munity safe rooms. These standards
offer information on what is permissi-
ble with regard to glazed openings in
these spaces. 

Safe rooms in homes are located in

basements, on concrete slab founda-
tions or in an interior location on the
first floor. According to FEMA guide-
lines, the safe room must be anchored
to resist overturning and lift; the walls,
ceiling and door of the shelter must be
able to withstand wind pressure and
penetration from wind-borne debris;

the connections between all parts of
the safe room must be strong enough
to resist the wind; sections of either in-
terior or exterior walls that are part of
the safe room must be separated from
the structure of the residence so that

continued on page 32

Windows were shattered and the roof stripped

from the Chapman, Kan., elementary school

after an F-3 tornado ripped through town in

2008. The tornado also leveled the school

administration building, high school and

middle school (pictured left).
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AAMA Releases Voluntary Tornado Specification
The American Architectural Manufacturers Association (AAMA) has released

a voluntary specification for testing and rating building components that will

be exposed to tornadoes and similar extreme wind and rain conditions.

AAMA 512-11, Voluntary specifications for Tornado Hazard Mitigating Fen-

estration Products, uses existing test methods and other procedures to qual-

ify windows and other glazed fenestration products for tornado hazard

mitigation. The newly released document provides a system for rating the abil-

ity of windows to withstand impact, pressure cycling and water penetration,

which are generally associated with tornado conditions.

The specification outlines that different levels of protection apply to differ-

ent buildings such as, but not limited to, hospital emergency rooms, commu-

nity shelters and police/fire headquarters. These levels of protection are

specified based on requirements of the authority having jurisdiction, and each

level corresponds to different testing requirements. The level of testing re-

quired for each of these types of facilities also depends on the FEMA per-

formance zone where the building is located, as the weather conditions and

likelihood of a tornado varies depending on the part of the country.

The Testing and Performance Requirements section of the specification out-

lines the necessary test conditions for adhering to AAMA 512. According to the

specification, test specimens should be tested for anchorage, missile impact,

water testing and cycling (for windows used in hurricane-prone zones only).

AAMA 512-11 is available for purchase through the AAMA Online Publi-

cation Store.

��� www.aamanet.org 

A Look at This Growing Protective Glazing Segment

Standing Up to

T o r n a d o e s
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damage to the residence will not cause
damage to the safe room. 

In order to ensure the highest qual-
ity design and installation of residen-
tial storm rooms, the National Storm
Shelter Association (NSSA) requires its
members to test and comply with
FEMA 320 for above-ground storm
shelters or to have their shelters tested
for debris impact at an NSSA-approved
facility and have designs and engineer-
ing calculations verified by a third-
party engineering company.

A community safe room is defined
as a shelter that is designed and con-
structed to protect a large number of
people from a natural hazard event.
The number of persons taking refuge
in the safe room will typically be more
than 16 and could be up to several
hundred or more. Community safe
rooms can be separate buildings or in-
ternal spaces, where the room or area
is designed and constructed or retro-
fitted to be structurally independent
of the larger building.  

Both standalone and internal com-
munity safe rooms may be con-
structed near or within school
buildings, hospitals and other critical
facilities, nursing homes, commercial
buildings and other buildings or fa-
cilities occupied by large numbers of
people.

Since 2008, ICC/NSSA 500 Standard
for the Design and Construction of
Storm Shelters has been available for
adoption and use by any jurisdiction.
The standard applies to the design,
construction, installation and inspec-
tion of storm shelters in hurricane- or
tornado-prone areas. In 2009, the In-
ternational Building Code included
the ICC/NSSA 500 in the model build-
ing code.

Essential facilities are required to re-
main operational during an extreme
storm event, including tornadoes. The
design choice is to either follow the
ICC/NSSA 500 requirements for the en-
tire facility or to evacuate inhabitants
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In 2007, tornadoes blew in the

windows of this entrance to the

Enterprise, Ala., High School.

Standing Up to

T o r n a d o e s
continued from page 31
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Glass Coating Excellence – The Leybold Optics Apollon

Solar TCO contact layer

Customized processes

Decorative color tints

Low E, Solar Control

Shortest industry cycle times

Leybold Optics USA, 539 James Jackson Ave, Cary, NC tel: 919-657-7100 fax: 919-657-7101 e-mail: phil.hatchett@leyboldoptics.com

www.leyboldoptics.com

to an area that qualifies as a Commu-
nity Safe Room.

Impact Testing
for Tornadoes 
Protection against storms, including

tornadoes, requires three components:
1) adequate wind load design, 2) un-
breakable anchors and 3) debris re-
sistance. Impact-resistant glazing
systems intended for use in coastal
areas are tested according to the large
and small missile requirements cited
in the building code. The most com-
mon large missile testing (below 30
feet) is done with missile D (a 9-
pound wood 2-by-4 traveling at 34
mph), according to ASTM E1996, Stan-
dard Specification for the Performance
of Exterior Windows, Curtain Walls,

Doors, and Impact Protective Systems
Impacted by Windborne Debris in Hur-
ricanes. Enhanced protection for
emergency facilities may utilize mis-
sile E, a 9-pound wood 2-by-4 travel-
ing at 55 mph.  

Missile criteria for tornado storm
shelters are based on the design wind
speeds. For instance a shelter de-
signed around 130 mph (3-sec gust)

continued on page 34

Protection against storms, 

including tornadoes, 

requires three components: 

1) adequate wind load design, 

2) unbreakable anchors and 

3) debris resistance.
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Standing Up to

T o r n a d o e s
continued from page 33

would need to resist impact from a
15-pound wood 2-by-4 traveling at 80
mph. A shelter designed around a de-
sign wind speed of 250 mph would
have to resist the impact of a 2-by-4
traveling at 100 mph.  

FEMA’s Thoughts on
Product Performance
Commentary in Chapter 7 of FEMA

361, the second edition of which was
published in August 2008, addresses
testing of doors and windows: 
• Both steel and wood doors were
tested for missile impact resistance.
Steel doors with 14-gauge or heav-
ier skins were able to prevent per-
foration of the missile. No wood
door successfully passed either the
pressure or missile impact tests
using the design criteria for 250-
mph winds.

• Polycarbonate sheets in thick-
nesses of 3⁄8-inch or greater were
able to prevent missile perforation.
However due to the high elasticity
of the material, it was difficult to
attach the material to a supporting
window frame. Large deflections
were observed during testing, and
the glazing often popped out of the
frame.

• Glass-clad polycarbonate and all-
glass laminates constructed with
PVB also were tested. According to
FEMA, in both cases, glass shards
were produced and propelled at great
distances and at speeds considered
dangerous to safe room occupants.
Since the FEMA 361 tests oc-

curred, however, there have been
technical advances in laminated
glass with stiff ionoplast interlayers
that improve the ability of fenestra-
tion products to survive wind
storms, including wind loads and de-
bris impacts. A small number of tor-
nado-rated windows now are
available (see “AAMA Releases Volun-
tary Tornado Specification,” page 31,
for more on tornado-rated windows).

What’s Next?
As with windborne debris require-

ments related to hurricanes, the impe-
tus for change in states and local
municipalities most likely will be tied to
building code adoption of the ICC/NSSA
500 Building Code. At this time, only Al-
abama has adopted the ICC/NSSA 5050,
as a vehicle to provide school storm shel-
ters. Once building code requirements
related to tornado protection are in
place, the expansion of this market seg-
ment, with the production of strong new
products, is likely to occur.   �

P a t r i c k  C o n d o n , PhD,
LEED AP BD+C, is the owner of
West Tampa Glass in Tampa, Fla.,
and can be contacted via email at
pcondon@westtampaglass.com.
V a l e r i e  B l o c k , LEED® AP, is
a senior marketing specialist at
DuPont in Wilmington, Del., and
can be contacted via email at
valerie.l.block@usa.dupont.com.

The front windows of the Ace Hardware store in

Ringgold, Ga., remained intact while the rear of

the building was heavily damaged from the

tornado that ravaged the area on April 27, 2011.
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Getting the job done
just got a whole lot easier.

Products for the glass, mirror and stone professional. Glazers Choice supplies heavy
duty glass handling, stone handling, glass storage and stone storage systems. 
Our superior mirror mounting tapes and 
Glass and More cleaner are field proven. 
Customer service with prompt answers, 
order processing, and timely shipping is 
our highest priority.

Glazers Choice® Mirror Mounting Tape and 
Groves Glass and Stone Storage Systems 
are just two of the many products available 
through Glazers Choice. 

Orders can be phoned to 888.655.3430 
or faxed to 877.893.3337. Product 
descriptions, literature and pricing are 

on line at glazerschoice.com. Get the 

job done easier with Glazers Choice.

888.655.3430 • glazerschoice.com

Call now to 
place your order!

888.655.3430

Call now to 
place your order!

888.655.3430
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Editor’s Note: the following is the tran-
script of Mr. Ebeid’s keynote address given
at the 12th Glass PerformanceDays (GPD)
on June 17. Ebeid’s “farewell address” to
the industry (see box on page 38) includes
a number of interesting insights. 

G
ood afternoon ladies and gen-
tlemen. Welcome to the future,
a future that will be completely

different from the past, rapid change in
work practices, the way we communi-
cate and the tools we use. The global
relevance of advancement takes place
even in remote parts of the planet.
Change comes fast and furious in a
world of information, choices, chal-
lenges and demands.
We are not immune from change in

the glass industry and that is what we
will discuss today. We’ll look at changes
in the major players, the structure of
our industry and the impact of global-
ization. We will look at industry leader-
ship and the evolution that is going on
throughout the world. There will be an
opportunity to ask the question that al-
ways arises with major change—what
business are we really in? Who is
king—the industry or the consumer?
Finally, we will talk about the new tools
used to communicate and conduct
business in the future. This will be fil-
tered through why today is different
than previous eras of upheaval.
If we do it correctly, our time will

allow us to challenge each other to be at
the forefront of change. Here in Tam-
pere, we can ignite inspiration and in-
novation and touch projects and people
in Beijing, Berlin, Boston or Brasília.

Driving Change
What does change mean to this in-

dustry? These occasions make us
smarter and more integral to the mar-
kets we serve if we are visionary instead
of reactionary. We should drive change
that impacts our business rather than
just let it happen to us. We must provide
leadership and clarity in meeting the
needs of a changing world. The people

No Time 
For The

TIMID

Russell Ebeid, president of Guardian Glass Group, drew a standing ovation with

his third and final speech at Glass Performance Days.

by Russell J. Ebeid

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

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


www.usglassmag.com July 2011  |   USGlass, Metal & Glazing 37

gathered here are responsible for
change in their companies. So I chal-
lenged you to adopt the title to my
speech; this is no time for the timid.
This is a time for the bold.
Since I have been involved in this in-

dustry for 41 years this is not a passing
fancy of mine. It is not even my first visit
to Finland. I have learned previously
that the saunas are warm and the lakes
are cold.  Nor is this my first GPD. I had
the pleasure to address this prestigious
forum in 1999 and again in 2007. Since
this is my last opportunity to
speak as president of the
Guardian Glass Group (Editor’s
Note: Ebeid is set to retire this
September; see May 2011
USGlass, page 50) to this as-
sembly of experts, I would like
to build on the themes of my
previous speeches. Let us examine how
these predictions have held up under
the ravages of time and rapid change.
The types of adjustments predicted

back in 1999 and revisited in 2007 seem
to be self-evident today. The perceived
wisdom of hindsight is that everyone
saw what was coming.  The smart
money in 1999 was the “dot.coms;” In-
ternet companies that didn’t manufac-
ture anything but had high stock values.  
In those days, industry producers

were dominant and customers took the
products they could get. The industry
was dominated by a handful of large
companies centered in traditional mar-
kets. A calendar, rather than a stop-
watch, measured the pace of change.
Technology was stodgy and coatings a
novelty. Entire regions of the world im-
ported their glass. At the 1999 GPD, I
took the liberty of making forecasts on
the realities of the day and suggested
we were in for big changes and trends
in entirely new directions.   
While it seems quaint today, almost

like another century, instead it was just
over a decade ago. At the GPD in 2007,
I asked the attendees to grade my fore-
casts, confident that a glassmaker
would fare better than economists. By

then we had seen the industry’s shift
from producer to user with enhanced
products that every company needed to
stay in the game. We saw that a com-
pany’s size did not predict profitability
or market value. It was clear then that
the group of global glass players would
consist of Japanese, French, American
and, soon, Chinese companies. The
clockspeed of our industry accelerated
and technology and innovation was
found throughout the world. Coatings
kept opening new frontiers of applica-

tions and we had reason to be opti-
mistic about serving new markets.
Indeed we were starting to think of our-
selves as an energy conglomerate rather
than a traditional glass company.  

Changing Winds
By the glasstec of 2008, the economic

forecasts had turned cloudy and ill
winds blew into most parts of the
world, stalling growth and chilling proj-
ects around the globe with economic
stormy weather. While some regions
stayed sunny, most endured turbulence
and are just now seeing signs of growth.
The rapid change of the past two years
has carried gloom as well as promise
depending on your point of view. As al-
ways, more lessons are learned in hard
times rather than good times.   
In challenging times and rapid

change, companies must be smart, nim-
ble and wise, focusing on their cus-
tomer’s needs. It is not the time to be
hesitant or timid—it is an opportunity
to prune for future growth.  It is time to
have the best people. It is time to be the
best at what you do and make sure your
customers know it. Paradoxically, dur-
ing such challenges it is judicious to
identify new opportunities that build

upon your core strengths and use new
technologies and tools. Whatever your
chosen road map for moving ahead,
there remains the core reality of the
glass industry today. Do you continue to
follow a commodity strategy of vanilla
products and compete on price—or do
you pursue the model of adding value
for your products and services at an en-
hanced price? These latter attributes
allow you to survive and flourish.

Global Players
The global nature of the

glass industry continues
to reveal itself. The repre-
sentatives here are from
all over the world and the
GPD now has conferences
in India and China. Re-
cently we participated in

GPD technical sessions in Shanghai be-
cause the growing uses of coatings are
being embraced and enhanced in the
Asian region. Infrastructure invest-
ments proliferate in these new
economies and the emerging middle
class clamor for the beauty and elegance
of glass that range from interior home
furnishings to consumer electronics.
Capital market maturity allows
smoother adjustments to the demands
of international economic activities as
the glass industry in China continues to
evolve at a rapid pace with consolidation
paving the way for national champions
and the emergence of a global player.  
In India, the industry continues to

emerge. The subcontinent has both
global, as well as local players. Similar
to China, the infrastructure invest-
ments continue to increase in major
cities throughout the country. India re-
cently has expressed a desire to com-
mence a solar industry, suggesting new
opportunities for industry players.  
A trend discussed in 2007 was the

emergence of processors in developing
countries.  Traditionally, distributors
served many of these markets. While

continued on page 38

More Information?
Look for the full review of Glass Performance

Days 2011 in the August 2011 issue of USGlass.
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panacea. Facebook won’t fix a 

faulty strategic plan and Twitter can’t

tweak a furnace in need of repair.
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they provided a service,they added little
to its value. Increasingly, processors have
emerged, flourished and helped create a
domestic glass industry—a force that
increased value and demanded better
processees, systems and products. We
witness this phenomenon in Asia, Latin
America and the Middle East.

In the same speech we forecasted
that in Europe these trends would be to
the East and to the South. There are
many increasingly sophisticated fabri-
cators in Russia, Poland, Hungary, the
Czech Republic and elsewhere in the re-
gion. They bring a broader base of new
products and are closer to the end con-
sumer. In North America, these
changes were driven by acquisition and
consolidation strategies that were ex-
posed by the Great Recession of 2009.
Companies that had taken on debt in
pursuit of bigger purchasing power
were ill-equipped to survive the finan-
cial storm. Many prominent names are
now memories and buried beneath the
banner of history.

Leadership Transition
It is not just the names of companies

that are changing; the leadership of
this business is undergoing transition
depending on the culture of the firm,
the depth of their personnel and the
nature of succession planning. In 2007,
I was joined on the dais by the presi-
dents of three other firms. None of
these gentlemen were with their com-
panies a year later.  While there are a
variety of leadership styles and man-
agement theories, there is no substitute
for ambitious, self-motivated people
who aren’t afraid to take risks and
learn from their mistakes. Remember,
iPads are not a panacea. Facebook
won’t fix a faulty strategic plan and
Twitter can’t tweak a furnace in need of
repair. Only people can assess a situa-
tion, evaluate the data and act in a
timely and decisive manner.  

The primary role of leadership is to
promote change and to anticipate the
opportunities, resources, technologies
and timeliness required. During the

“If we do it correctly,” Ebeid told his audience of more than 800 glass

professionals in Tampere, Finland, “our time will allow us to challenge each other

to be at the forefront of change.”

Russ Ebeid 
Presents 
Farwell Address

Guardian Glass president Russ

Ebeid commanded the Glass Perform-

ance Days (GPD) stage on June 17 as

he closed the keynote addresses that

took place over the course of the

day. After a presentation that had the

entire hall silent, Ebeid added “a per-

sonal message.” There was a pause as

he explained to the audience, “About

two years ago I lost my boss, my men-

tor, and a friend of 39 years, Bill David-

son.” He proceeded to explain that

with the change in leadership to a very

capable 5-member board with more

than 147 years of experience, “Now it

is the time for me to step aside to the

next level of management.”

Ebeid added, “I always thought

good business could only follow if you

have a good personal relationship

with your customers,” and thanked

his rapt audience for just that. The au-

dience replied with a standing ovation

that one might say lasted for four days

as quotes from Ebeid’s talk remained

on many lips during the event’s dura-

tion. For many, Ebeid’s presentation

and official announcement of his re-

tirement this coming September was

a highlight of the event.

No Time 
For The

TIMID
continued from page 37
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Great Recession, the best companies fo-
cused on finding new products and
services to differentiate their offerings.
Others focused on debt and survival.    

Adding Value
Glass is becoming more elegant and

sophisticated rather than merely a
“see-through” product.  Consider your
smartphone or iPad in the latest elec-
tronic devices. Visit the new land-
marks of the world like the Burj
Khalifa or the Guggenheim Museum
in Bilbao. Ride in an automobile that
has a panoramic sunroof with intelli-
gent photovoltaics that look stylish.

Over the next few days in your tech-
nical sessions, innovation should be a
key topic. The consumer is willing to
pay an attractive price for items they
consider prestigious. In the past, this
industry has done itself a distinct dis-
service as it has kept the focus on
commodity pricing and purchasing
agents. It is time for us to reinvent our-
selves. This may seem disingenuous
since glassmaking has been around
for a thousand years but during tran-
sitional times even history needs to
meet challenges.

You have heard the veritable story
about the transition from the horse and
carriage to the automobile. Companies
didn’t make it because they remained
in the horse and buggy industry. Others
flourished because they realized they
were in the transportation industry.
The crossroad is similar for us today as
we contemplate the mantra of who we
are and how we work.

We know that industry alone can-
not ensure that energy-efficient prod-
ucts become the product of choice. It
takes knowledgeable consumers who
make responsible decisions and gov-
ernments who make it a matter of na-
tional public priority. We have seen
this before in the case of safety glass,
insulating glass or low-E glass. Gov-
ernment drives product acceptance.
The price of fossil fuels demand gov-

ernment implement higher require-
ments for energy policies. The world
has changed and the stakes are high.
Industry is responding by using nan-
otechnology and other advancements
to provide superior performance. We
encourage government to adopt them
and industry to deliver them.  

But government directives are not
enough. They must be enforced with
code regulation and inspection. In the
U.S., low-emissivity glass began as a
high cost feature with less than a 5-per-
cent acceptance rate. Today, because of
concern about energy independence, all
windows are mandated by a tougher
code. That grew the business for all.

We could talk about solar and other
technologies that are being explored,
developed and applied. There are solar
technical conferences just about every
other week. I am sure the technical
details will be discussed in work-
shops here so we will leave that topic
for you to unpack over the next cou-
ple of days. This is an area that gives
strength to the assertion that we are
in the green energy business and
need to think larger than un-
processed glass.

Consumer is King
The devices that tether you to your of-

fice while you are in Finland make the
point even more strongly. The tools have
changed; the communication is constant
and interactive, and increasingly similar
to high tech. We now operate in an era
where companies use new tools to ad-
dress the reputation of their brands, prod-
ucts and services. We can access the
wisdom of consumers and their interest
in our value proposition. Customers and
prospects have an instantaneous platform
for their ideas, experiences and knowl-
edge about us. The nature of decision-
making has evolved rapidly and with
impressive strength, connecting profes-
sionals to each other, and changing the
dynamics of customer, management,
marketing and communications relation-
ships. Today’s global environment is a vast
network of seamlessly connected devices
with nearly one billion people connected
to the Internet and four billion mobile
phones. More than four hundred million
people are sharing billions of pieces of
content and experiences each week via
online exchanges.  

This means the consumer increasingly
is king and will demand preferred brands
in the most basic of products. It hap-
pened long ago with gasoline and more
recently with coffee. Now that we have
moved along the continuum from com-
modity thinking to value-added glass, the
next era will be one of brands marked by
performance and customer service. The
companies that comprehend that aspect
will be the winners of the future.  

I trust that you will ponder the com-
ments of today and take advantage of
opportunities to make a difference.   �

R u s s e l l  J .  E b e i d is

president of Guardian

Glass Group.

In the past, this industry has done itself a

distinct disservice as it has kept the focus on

commodity pricing and purchasing agents. It

is time for us to reinvent ourselves.
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A
ll reputable contract glazing
companies have a safety pro-
gram in place—that’s a given.

And no one goes to work in the morning
thinking: “I just don’t feel like messing
with the safety harness today—I’ll leave
safety up to chance.” But all it takes is
one forgetful moment to lead to a work-
place accident or, worse, tragedy. 
Several safety-minded glazing pro-

fessionals responded to USGlass Maga-
zines’ request for tips to help drill home
the point that safety should always be
the first consideration, on every job: 
• Michael Berkun, president of Suntech
of Connecticut Inc. in North Bran-
ford, Conn.;

• Alan Burke, safety manager for Har-
mon Inc. in Minneapolis ;

• Scott Haber, a managing partner with
W&W Glass in Nanuet, N.Y.; and

• Jayne Veile, vice president of project
management for Hilboldt Curtain-
wall in Saint Louis.
Read their tips here. 

No

Berkun says that the money his

company is able to save on worker’s

compensation insurance, as a result of

its good safety record, is directly rein-

vested in regular training. “Last sum-

mer we had the safety trainer come in

and we recertified everyone on the

boom lift, scissor lift and suspended

scaffold training—we got them all re-

certified. That’s an ongoing thing.”

All W & W Glass Co. employees are re-

quired to participate in weekly toolbox

safety talks about new issues. “Each

worker is required to participate and

sign the toolbox safety talk worksheet,”

Haber says. “Our foreman on each site

has weekly meetings with the site safety

managers strictly regarding safety. On

most jobsites, we are required to com-

plete a pre-task plan of new activities.

The pre-task plan includes a written de-

scription of the activities and then a

meeting is held with the site safety man-

ager, our project manager and our fore-

man to review and discuss the activity.”

Burke says that a safety coordinator

is assigned to each of Harmon’s loca-

tions to ensure that the training is being

used. “The safety coordinators are re-

quired to do a safety inspection each

week and the project managers are re-

quired to do a safety inspection once a

month. Trust but verify,” Burke adds.

Train, follow-up the training and repeat—frequently

“If you had to ask ‘what’s the single most critical part of our safety pro-

gram,’ it’s starting in the hiring process,” Berkun says. “We prescreen all of

our employees.”

He explains that all new hires fill out a safety questionnaire. “It asks a se-

ries of questions about all the different training and certifications that they

have, etc. Just by stating their training and certifications, we can tell what kind

of person they are. If they go for advanced training it means they care about

their career.”

Just as safety is a metric for hiring, it’s one of only two the company uses

for firing. “Really the only two ways to get fired from our company are safety

violations and chronic tardiness, and that’s been a company policy for 30

years,” Berkun says. He adds, “We just employ construction workers who

have a good inner ethic.”

Think “safety first” when you hire

How Glazing Safety Managers 
Make Sure Their Training is Followed
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Berkun calls it the biggest safety issue many glazing contractors will face:

“selective safety instructions from the general contractor.”

As he explains, “All the general contractors now have major safety programs.

They have safety directors, they’ll have a safety guy onsite, they have safety

programs, and they’re very demanding. There’s a lot of paperwork, a lot of

meetings. However, when they get into a schedule crunch, they have no prob-

lem directing you to put your men actively in harm’s way.”

For example, Berkun continues, “They’ll demand we put our guys out on boom

lifts when they’re covered in ice and snow. They’ll demand we go out in wind

and inclement weather when it’s really not fit to be out there but they don’t feel

they can lose a day of construction. I’ve seen [general contractors] send their

guys out on scaffolds when the planks are covered in ice … It’s very disturbing

that they don’t practice what they preach. They’ll have a safety guy go out and

tell you that you have to do it a certain way, but they don’t practice it.”

Berkun says that he documents unsafe working conditions with photos

when do they come up so that he’ll have some response to the general’s

trail of paperwork, should a problem arise from taking glaziers out of an un-

safe condition.

“They’ll often push the safety paperwork harder than the actual jobsite

safety. I don’t mind doing the safety paperwork because it puts you in a frame

of mind to pay attention to safety, however, they’ll often push the paperwork

and then neglect the actual job conditions,” Berkun says.

Follow the rules even when 
the GC doesn’t seem to want to

Haber says that while his com-

pany does receive OSHA’s stan-

dard publications, they do not

have direct involvement from

OSHA. “The work rules in New

York City have become more fo-

cused on worker’s safety and per-

mitting for special lifting

operations,” he says, but adds,

“Our corporate safety manual is

constantly being updated to keep

up with the new OSHA regulations.

All of our workers are required to

have OSHA ten-hour training to

work on any site in New York City.

This is a NYC requirement.”

Berkun points out that extra

training has to be provided as the

rules change.

“For instance, week after next

we’ll bring in a safety trainer and

we’re bringing in 20 guys and

they’re all going to get crane [train-

ing]—there’s a new crane regula-

tion that came out this year and

they’re all going to get crane sig-

naling and rigging certification.”

Follow the rules 

continued on page 42
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Even if a glazier believes himself to

be Superman, keeping one’s job

seems like a pretty big incentive to

follow safety protocol. But who does-

n’t have an off day (besides, we

hope, surgeons and air traffic con-

trollers) every now and again?

As an extra incentive for employees,

some companies reward employees

for their safety efforts. “Harmon has a

safety incentive that rewards individu-

als who, on a monthly basis, do not

have a safety violation, recordable in-

jury and complete their monthly safety

training,” Burke says. “The award is re-

deemable at a major retail store where

they can use it to purchase a variety of

goods, from clothing to tools.”

“We do a lot of what the general

contractors do,” Veile adds. “The

generals have monthly lunches, give

away prizes and things like that. We

do that with our guys too and we

make sure they have everything

[they need], so they don’t have an

excuse for it. Because, really, there

isn’t one.” �

Add incentive 

Some glass companies receive assistance from OSHA. “At our Min-

neapolis location our safety coordinator has worked with the local Min-

nesota OSHA office to purchase safety equipment that reduces hazards

in the workplace and the cost is split 50/50,” Burke explains. “Harmon

and OSHA have provided fall protection and a variety of ergonomic-type

devices. Also, whenever our GC is engaged with the OSHA Voluntary Pro-

tection Programs we will aggressively work with the GC and OSHA to com-

ply with and aid in the all aspects of the program.”

Veile points to another overlooked resource.

“We talk to our insurance provider a lot. He gives us ideas,” Veile

says. “He always does a review of our safety plan, especially when we

bid jobs. Every general and owner now has their own safety plans, so

we have him review those and he tells us what might be a problem.

He’ll say, ‘you’re going to have to watch your guys for this, your guys

are not going to want to do this but they’ve got to, let them know up-

front.’ That seems to work really well, working with our insurance com-

pany to look for the things that are changing, that are job-specific, that

are over and beyond the typical [requirements]. … Even when we’re

bidding jobs, of course the safety plan is in the bid document, but he’ll

look at it and review and tell us these are the things you’re going to

have problems with.”

Take advantage of available resources

continued from page 41No
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GRENZEBACH Algoscan GmbH
Machtlfinger Straße 21
81379 Munich, Germany
Phone: +49 89 748558-0
Fax: +49 89 748558-599
info.gal@grenzebach.com

GRENZEBACH Maschinenbau GmbH
Albanusstraße 1–3, Hamlar
86663 Asbach-Bäumenheim, Germany
Phone: +49 906 982-2000
Fax: +49 906 982-2108
info@grenzebach.com

www.grenzebach.com

Our technology –Our technology –
your successyour success
Let Grenzebach improve your Float Glass Quality

We offer
l reliable real time high end glass inspection systems
l advanced defect detection
l complete system integration including various

cutting lines communication
l database for communication with MES
l fast world wide online support, service and training
l easy and intuitive HMI
l low total costs of operation

Make the right move – 
Choose our competence in quality control systems

We look forward to your visit at 

our booth at GlassBuild America 

in hall B, stand No. 1405

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

mailto:info.gal@grenzebach.com
mailto:info@grenzebach.com
http://www.grenzebach.com
http://www.usglassmag.com
http://products.usglassmag.com
http://www.usglassmag.com/digital
https://www.cdsreportnow.com/renew/now?USG


W
hen it comes to interiors,
NeoCon is one show where
the design community can

find anything and everything. Compa-
nies involved with decorative glass have
also found a place within the halls of
NeoCon to showcase their products for
the interior design community. This
year’s event, which took place June 13-
15 at Chicago’s Merchandise Mart, was
no exception.

Color and More
Gardner Glass featured new options

with its Dreamwalls colored glass.Vice
president of marketing Mandy Marxen
explained that with new water jet tech-
nologies, the company can now offer
custom tiles in addition to its custom
color possibilities.

“We can take a CAD drawing and
create the tile in any desired shape,”
she said. “We’re offering a new world
of opportunities.”

Imagery on glass is another popular
trend and Arch Aluminum and Glass
showcased its Visual line, which in-
cludes printed interlayers. Jon Johnson
explained the company offers both ink
jet as well as thermally transferred
printed options. 

Cristacurva took glass from translu-
cent to opaque with its new privacy
switchable glass, which David Reed said
received a lot of interest.

“Visitors are intrigued that the glass
can go from translucent to opaque in-
stantly with the flip of a switch,” said
Reed, who added that designers who
stopped by were also interested in vi-

sually appealing
items, such as the
company’s new digi-
tally printed glass
products. Reed said
they chose to feature
samples specific to
Chicago, including an
image of the skyline and
one of the Blues Brothers. 

Guardian Industries officially
launched its InGlass product line for
interiors, including its partnership
with Joel Berman Glass (see sidebar on
page 45). 

“This is the first time we’ve pack-
aged everything together,” said Diane
Turnwall, market segment director of
interiors for Guardian. “We’ve had a
lot of interest in the website, which al-
lows you to see different product com-
binations.” As an example, the
company also showed a switchable
glass product constructed with one of
the Berman textured glass products.

Tiles in Style
Offering several new decorative glass

tile options, Crossville featured its new
Ebb & Flow line.

“It’s primarily glass that’s accented
with natural stone,” explained Laurie
Lyza, director of marketing. Lyza
said the line includes nine color and
stone families and is an “affordable
way to get the look of exotic materi-
als.” The tiles can be used in many
interior applications.

Taking glass from the wall to the
floor, Walker Glass featured its new
glass flooring.

“We’re showing translucency and the
opacity with this glass floor,” said Marc
Deschamps. “It has the anti-slip prop-
erties as well as the combination of
opacity and translucency, which also

Carving a Niche
Decorative Glass Products Find 
Their Place During NeoCon 2011
by Ellen Rogers
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3Form featured different products that can bring color, textures as well as

different patterns into design.

A special section of
USGlass magazine

Decorative Glass™
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provide privacy. So this is a glass that’s
about design as well as performance.”
Deschamps said the glass has been
tested to both ASTM 1028 as well as
ANSI B101.

The flooring is available with a dot
pattern, but Deschamps said Walker will
be launching others in the future, all
available under the Walker Traction line.

Current Openings
On the more traditional glazing side,

both Nanawall and Panda Windows and
Doors also took part in the event.

“Twenty-five to 30 percent of what we
do is interiors,” explained Todd Kilstrom,
sales manager with Nanawall. “Com-
mercially and residentially, designers
often have a niche with the owner and
can help influence the buyer to go with
certain products.”

Noting the trend to bring the out-
doors in, he added, “Chicago is also a
big area for that.”

For Panda, Chicago-area designers can
visit the Merchandise Mart year round
and see the company’s products, as they
are featured in the showroom of their
dealer Bentwood of Chicago. Cooper Bu-

continued on page 46
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Guardian Debuts InGlass Market Segment
For years decorative glass companies have taken to NeoCon as a venue to show-

case their newest products for the interior market. The show is not one, however,

where you’d typically find a primary glass manufacturer exhibiting. But this year

Guardian Industries chose to debut its new InGlass business segment during the

show. The new segment was created to provide the design community with a com-

plete package of tools and products for their interior projects-using glass. From

backpainted and patterned glass, to its new line of Berman Glass editions,

Guardian is taking a strong step toward reaching the interior design community.

The company says InGlass brings together Guardian’s entire interior product

line to allow designers and others the opportunity to experience the variety of

glass in one place. The portfolio allows interior designers to choose from a va-

riety of interior glass options that can not only make a design statement, but

also offer performance characteristics, such as comfort, safety, energy con-

servation, reduced maintenance and more.

Diane Turnwall, market segment director of interiors for Guardian, said the

launch saw a lot of interest from those attending NeoCon. 

“This is the first time we’ve packaged everything together,” explained Turn-

wall. “And the response so far has been really positive.”

Also part of the InGlass segment, Guardian announced its new partnership

with Joel Berman Glass Studios, through which it will be producing the Berman

Glass editions line of glass textures. The partnership was created as a way to

bring the glass textures to interior de-

signers, products and glass systems

manufacturers, as well as glass shops

as a quick ship/“ready-to-wear” pro-

gram. Guardian will produce these

Berman Glass editions at its Richburg,

S.C., float glass plant.

Joel Berman is excited about the

partnership and said since his com-

pany is small, working with a large com-

pany, such as Guardian, will help make

their glass accessible on a wide basis.

Some of the benefits Berman noted

are that the glass is readily available,

well priced, well made and high-quality.

“Plus, Guardian’s distribution

model is something we could never

do on our own,” said Berman. “This is

a wonderful collaboration.” 

Guardian representatives spoke to NeoCon

attendees about the debut of its new

InGlass market segment, which brings the

company’s entire portfolio of glass

products together for the interior market.

Guardian had a presence at

this year’s NeoCon to launch

a new interior design line.

Walker Glass’ new

flooring will soon be available in

additional patterns, all with anti-slip

properties.

Click here to

see the NeoCon

slide-show.
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Carving 
a Niche
continued from page 45

As decorative glass continues to

grow as a popular product for design,

so, too, does the need to keep the ar-

chitectural community educated about

these materials. With this in mind, the

Glass Association of North America

(GANA) hosted an introduction to dec-

orative glass forum, which took place

as part of NeoCon in Chicago.

“Our intent with this NeoCon semi-

nar was to educate the interior de-

signers on the vast array of glass

options they have inside for buildings,”

said Ashley Charest, GANA account ex-

ecutive. “We certainly know that all

40,000 NeoCon attendees could not

be at the seminar, so GANA is also in

the process of converting this educa-

tional seminar into an online version.”

The seminar, which is accredited by

the American Institute of Architects and

was presented by Steve O’Holloran of

ICD High Performance Coatings, pro-

vided information on various design and

application possibilities using decorative

glass; how different types of decorative

glass are made; and tips on specifying

different types of decorative glass.

The presentation focused on four

categories of decorative glass:

• Coatings and colors;

• Etched/frosted;

• Heat formed; and

• Laminated glass.

Beginning with coatings and colors,

O’Holloran looked at several glass types,

such as silkscreened, digitally printed

glass and painted/backpainted glass.

While the many different processes can

afford a wide range of color choices,

O’Holloran said it’s still the basics that

are most popular.

Educational Opportunities

E l l e n  R o g e r s is the

editor of Decorative Glass

magazine, a USGlass

magazine sister

publication. 

ranen,a sales representativewith Panda,
said the showroom opened in February.
“People can still come back after

the show and see our display,” said
Buranen. “And there is a huge design
community in Chicago.” The show-
room features Panda’s aluminum lift
and slide system. Buranen said it can
be constructed with most any type of
glass, from custom art glass to tinted
glass as well as security glass.
Plans are already in the works for

NeoCon 2012, which will again take
place at Chicago’s Merchandise Mart. �
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ShowCase

impactglazing
Winco Windows
Resist Tornado Damage
With tornado incidents on the rise, a

new generation of heavy commercial
aluminum windows and doors offers a
higher degree of protection from wind
damage. For example, the 164 tornado-
rated windows in the Pinellas County

Emergency Response and Control Cen-
ter, engineered and manufactured by
Winco Window Co. in St. Louis, achieve
a level of protection from extreme ve-
locity storms approaching 195 mph.
The windows are modified Series 3350
fixed units, with an average size of 4 by
3 feet. The insulating glass system con-
sists of green-tinted low-E laminated
heat-strengthened glass with a poly-
carbonate interior panel. 
All of the company’s tornado im-

pact windows are made with rein-
forced aluminum frames and feature
laminated interlayer and polycar-
bonate sheets. In addition to protec-
tion, they also provide protection
from noise, wind and water infiltra-
tion, as well as energy-saving ther-
mal ratings of 0.35 U-value or better.
Operating models also are available.
��� www.wincowindow.com

metalproducts
Extruded Aluminum
Adds More Than Class to
Classical Building Portals
With its new Designer Series, the

Perimeter Systems division of Southern
Aluminum Finishing Co. Inc. has intro-
duced a modular extruded aluminum
pediment, entablature and column sys-
tem, as an addition to its Designer Se-
ries Cornice line. 
The systems are delivered to the site

ready-to-install. The lightweight pedi-
ments and entablatures feature a sys-
tem of concealed gussets and wall
plates that allow an installer to simply
align, hang and bolt the unit into exist-
ing building structure. No special
knowledge, trades or heavy framing are
required.
The manufacturer says its pre-built

components are targeted to help archi-
tects, design-builders, glazing and met-
alworking contractors expand their job
opportunities for commercial and
high-end residential work in both ren-
ovation and new construction projects.
��� www.saf.com/persys

doorsandwindows
Optimum FLEXes Door
and Window Options
The FLEX™ door and window sys-

tem from Optimum Window in El-
lenville, N.Y., includes three different
series: the Flex C55 non-thermally bro-
ken system, the Flex OS2 narrow style
thermally broken system and the Flex
EBE medium style thermally broken
system. Each of these series can be pro-
duced in cold rolled steel, stainless steel,
Cor-Ten steel and architectural bronze.
According to information from the
company, through the properties of
their respective materials, structural
strength and a variety of finishes, de-
signers can use these four materials to
resolve almost any type of project. 
The frames are made from cold-

rolled steel and allow for glazing up to 1
½-inch. 
��� www.optimumwindow.com

Tubelite Introduces ForceFront
Blast Curtainwall and Entry Door

ForceFront™ Blast curtainwall and entry door systems are now available for high-

security projects seeking blast hazard mitigation in low- and mid-rise applications.

ForceFront Blast products are de-

signed for compliance with ASTM In-

ternational standard F1642-04, the

GSA/ISC security design criteria and

DoD UFC 4-010-01 requirements.

The products are tested to meet blast

performance of 6 psi peak pressure

at 42 psi-msec impulse.

ForceFront Blast entry doors fea-

ture durable tie-rod construction, 6-

inch-wide stiles and heavy-duty

hardware. A 5 1⁄2-inch back member

reinforces the curtainwall system’s

structural performance. The systems

include nominal 1-inch insulating

glazing with a SentryGlas® Plus in-

terlayer. Dry glazing and sealing can

be completed at the jobsite and a va-

riety of anchor options are available.

ForceFront curtainwall and entry

door products are manufactured using

EcoLuminum™, a high recycled-con-

tent aluminum billet composition with

eco-friendly, durable finishes.

�� www.tubeliteinc.com

48 USGlass, Metal & Glazing  |  July 2011 www.usglassmag.com

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

http://www.wincowindow.com
http://www.saf.com/persys
http://www.optimumwindow.com
http://www.tubeliteinc.com
http://www.usglassmag.com
http://www.usglassmag.com
http://products.usglassmag.com
http://www.usglassmag.com/digital
https://www.cdsreportnow.com/renew/now?USG


resources

SAFTI FIRST
Launches mySAFTI App 
SAFTI FIRST in San Francisco has

released the mySAFTI app, an interac-
tive design tool that takes the guess-
work out of choosing the correct
fire-rated glass product. Architects,
specifiers and glazing professionals can
use their iPhone, iPod Touch or iPad to
make their selection based on fire rat-
ing or application. In addition, the

mySAFTI app allows users to view
product data, size charts, save favorites
and request information via e-mail.For
additional design inspiration, users can
browse the project gallery to view pho-
tos of projects across the country in-
cluding the company’s products. 
The mySAFTI app can be down-

loaded for free from the App Store or
through iTunes.
���www.safti.com

handlingandtransportation
JLG Launches
150-Foot Boom Lift
JLG Industries Inc. in McConnells-

burg, Pa., an Oshkosh Corp. company,
has added a new model to the JLG line
of Ultra Series boom lifts. The 1500SJ
is a 150-foot telescopic boom lift that
delivers work envelope flexibility and

tremendous reach at elevated heights. 
The 1500SJ is the first boom lift that

elevates operators 150 feet requiring

only a weight permit. It includes a tele-
scopic jib that extends up to 25 feet for
additional vertical and horizontal reach.

In addition, the 1500SJ delivers ter-
rainability and access to more work. 
Standard steel hoods provide im-

proved durability, reduced cost of
ownership and greater long-term
value. In addition, operators receive
key information with new graphic
LCD displays in the platform to fur-
ther increase ease of operation. As
with all Ultra Booms, the 1500SJ
delivers dual 1,000/500 pound ca-
pacity, three steering modes and
advanced systems to assist in safely
positioning the platform. 
���www.jlg.com �

glasswalls
Panda Windows & Doors Launches
Frameless Sliding/Stacking Glass Wall System

Panda Windows & Doors in Las Vegas has introduced the new S.91 frame-

less sliding/stacking glass wall system. The glass partition system features in-

dividual glass panels that operate along a single aluminum track system to

provide a seamless appearance for several large opening applications.

Glazing options are available in both 3⁄8- and ½-inch thicknesses. The ap-

pearance options include privacy glass, laminated and tinted in virtually any

color or shade available. Aluminum top and bottom frame supports are avail-

able in a variety of finishes; custom color matching is a standard option and tex-

tured or wood grain finish options also are available. Configuration options

include radius curves, angles in 90 or 45 degree, and combinations of both.

��� www.pandawindows.com 
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NewsMakers

newhires
SAFTI FIRST in San Francisco has

added three new sales reps: Tom Metz
of Metz Enterprises Inc.,Mark Ged-
ney of Advanced Building Concepts
Inc. and Chris Rogstad of Window
Tech Inc. Metz will focus on Southern
California; Gedney’s territory includes
Washington, D.C., Maryland and
Northern Virginia; and Rogstad will
focus on Washington, Oregon, Alaska
and Idaho.

Pythagoras Solar, a San Mateo, Calif.-
based provider of photovoltaic glass
units, has expanded its advisory board
with the addition of Richard Voreis.
Voreis is chief executive officer of Con-
sulting Collaborative. 

Strainoptics Inc. has
appointed Scott Eric
Slavin as director of
product development.
Slavin has experience in
research and develop-
ment, having worked in
senior scientist and tech-
nology management po-
sitions at Corning, Rohm and Haas and
the David Sarnoff Research Center.

Chip Hambro has
joined the board of direc-
tors of Soladigm, the 
Milpitas, Calif.-based
developer of dynamic
glass. Hambro is the 
former chief operating
officer of First Solar,
the manufacturer of
thin-film photovoltaic modules. 

Quality Metalcrafts LLC/ Ameri-
clad® in Rogers, Minn., has expanded
its sales team to include Grant Sarff,
Dean Wallace and Brian Pederson.
Sarff has more than 17 years of expe-

rience, Wallace more than 30 and Ped-
erson more than 10 with the sales and
promotion of architectural metal
products to glazing contractors. 

Phillip A. DeSautell
has joined Heitmann &
Associates in St. Louis as
its Eastern regional
manager. DeSautell has
more than 30 years of
experience in the cur-
tainwall and building en-

closure industry, joining the firm after
an assignment with CDC in Dubai.

Patricia Hutchason
has rejoined Heitmann
& Associates as an 
accountant. Hutchason
had served as the firm
accountant for more
than 20 years before re-
tiring five years ago.

FabTech LLC in Penin-
sula, Ohio, has appointed
Gary Meglich to the po-
sition of vice president of
operations. Meglich has
previously worked for
National Enclosures and
Harmon Inc.

Steven Perilstein is
bringing 34 years of ex-
perience to his new role
of executive vice presi-
dent and equity partner
at Wheeling, W.V.-based
W.A. Wilson. Perilstein
previously worked for
General Glass Interna-
tional, Arch Aluminum and Perilstein
Distributing Corp.

Bradenton, Fla.-based Key Glass has
appointed Sandy Graham as its small
projects coordinator. Graham will coordi-
nate small projects, from estimation to in-
stallation and commercial service work. 

Scott Eric
Slavin

Chip
Hambro

Dean
Wallace

Brian
Pederson

Grant 
Sarff

Phillip A.
DeSautell

Patricia
Hutchason

Gary
Meglich
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Steven
Perilstein

YKK Makes Executive Change
Alex Gregory, president and chief execu-

tive officer of YKK Architectural Products

parent company YKK Corp. of America, has

been elected chairman of the company’s

board of directors. Gregory succeeds YKK

Corp. president and CEO Tadahiro “Tad”

Yoshida, who will continue to serve as a di-

rector on YCA’s board.

YKK AP America has appointed Gary Flem-

ming as business manager for commercial window products. Flemming

previously served as a regional manager at Graham Architectural Products.

Alex
Gregory

Gary
Flemming

Sittard Joins Argotec as Marketing VP
Carl Sittard has filled Greenfield, Mass.-based Argotec Inc.’s

new position of vice president of marketing. Sittard most re-

cently worked at Judd Wire as vice president of sales and mar-

keting, and prior to that at FLEXcon’s Graphics Films Unit. In his

new position, Sittard will oversee the business development,

technical product management, inside sales and customer serv-

ice departments.

Carl Sittard
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Finland-based Glaston Corp. has
placed Dr. Uwe Schmid in the position
of senior vice president of Software So-
lutions. Günter Befort, who previously
held that post, will continue as senior
industrial advisor and a member of the
management group.

Bruce Robinson and
Paul Booth are the
newest additions to 
the sales team of 
Vitrum Industries in
Langley, British Colum-
bia. Robinson will be
leading the sales and
customer service team
in providing service to
customers throughout
Western Canada. Booth
will cover the greater
Vancouver area and the
Okanagan. 

promotions
YKK AP America has
promoted Richard
Braunstein to director
of product develop-
ment. Braunstein joined
YKK AP in 2003 as
product development
supervisor. 

Twinsburg, Ohio-
based GED Integrated
Solutions Inc. has pro-
moted Ken Gawlik to
applications/project en-
gineering manager over
the newly formed
sales/application engi-

neering department. For the past five
years, Gawlik has served as project
manager in the engineering/research
and development department.

Richard Apfel is the
new president of Skyline
Windows in New York.
Formerly executive vice
president, his career at
Skyline spans 30 years
and a range of roles. He is
the first non-family
member named president
in the company’s 90-year history. �

Bruce
Robinson

Richard
Braunstein

Richard
Apfel

Ken Gawlik

Paul Booth
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::  Repair anything 
from light rubs to 
extreme damage.

::  Center water 
feed for pinpoint 
accuracy.

::  Ergonomic design 
reduces fatigue.

::  More system 
content and 
functionality  
than ever!

800.321.2597
www.glasweld.com/gforce2

With over 30,000 man hours
on one job alone… our 
scratch removal systems
are proven to solve your toughest 
glass damage issues.

Guardian Promotes Bracamonte to VP
Flat Glass Science and Technology 

Martin Bracamonte has been named vice president of Sci-

ence and Technology for Guardian Flat Glass and will oversee

research and development activity. Since 2010, Bracamonte

has been responsible for Guardian’s energy product develop-

ment activities, specifically the solar segment. He previously

worked with Pilkington (NSG).
Martin
Bracamonte

Submit your personnel

announcement via email to

mheadley@glass.com
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[ d a t e b o o k ]

The U.S. Green Building Council (USGBC) has an-

nounced that registration is now open for its

Greenbuild International Conference & Expo,

scheduled for October 4-7 at the Metro Toronto Con-

vention Centre in Toronto.

Show organizers are expecting an estimated 25,000

attendees from the green building community to visit

925 exhibitors at the tenth Greenbuild, the first to be

held outside of the U.S.

Greenbuild convenes the representatives from all sec-

tors of the green building movement for three days of

extensive educational programming and workshops, an

exhibition floor featuring 925 exhibitors and green build-

ing tours of Toronto’s headline-grabbing building proj-

ects. In celebration of its tenth year, Greenbuild will

focus thematically on what’s next for green building.

Last year’s conference in Chicago drew more than

28,000 attendees and featured more than 1,800

exhibitors.

��� www.greenbuildexpo.org   �

Geenbuild 2011 
Registration Opens 

Reviews&Previews

Mechanically 
attached glazing stop 
with decorative cover

1/2” polycarbonate 
panel

Insulated, laminated 
Low-E glass system

�ermally broken 
aluminum frame

W I N D O W S

Blast of Weather or
Blast of Terror
Protective Windows 
by Winco
We make high-performance 
windows that protect 
human lives from unpre-
dictable blasts of nature or 
man-made terror. 
   �ese forti�ed Winco  
products also provide out-
standing protection from 
noise, wind and water in�l-
tration, as well as energy-
saving thermal ratings as 
low as 0.30 U-Value.

Winco hurricane and Winco 
tornado windows withstand 
wind gusts of up to 200 
MPH.

Winco blast-protection windows 
and terrace doors feature up  
to  4-1/2 inch frames and 
energy-e!cient glass systems with 
laminated interlayer, behind a 
sacri"cial exterior panel.

Winco Tornado
Window

800-525-8089 • info@wincowindow.com • www.wincowindow.com

Greenbuild 2010 in Chicago (pictured here) attracted
more than 28,000 attendees; plans are being made
for the 2011 event in Toronto, October 4-7.
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NORTH AMERICAN EVENTS

2011

August 30-

September 1, 2011
IGMA Summer Technical
Conference
Sponsored by the 
Insulating Glass Manufacturers
Alliance (IGMA).
Delta Point Resort & Spa.
Victoria, British Columbia.
Contact: IGMA 
at 613/233-1510. 

September 7-9, 2011
Façade Design & Delivery
Organized by International
Quality & Productivity 
Center (IQPC).
TBA.
Los Angeles.
Contact: IQPC 
at 800/882-8684.

September 12-14, 2011
GlassBuild America
Organized by the National
Glass Association, the 
Glass Association of
North America (GANA), 
the American Architectural
Manufacturers Association
(AAMA), IGMA and 
the Bath Enclosure
Manufacturers Alliance. 
Georgia World 
Congress Center.
Atlanta.
Contact: Show organizers 
at 866/342-5642.

September 14-16, 2011
Construct Show
Sponsored by the 
Construction 
Specifications Institute.
McCormick Place.
Chicago.
Contact: Show organizers 
at 972/536-6429.

September 15-17, 2011
International Window Film
Conference and Tint-Off™
Sponsored by WINDOW FILM

magazine.
Memphis Marriott 
Downtown and 
Memphis Cook 
Convention Center.
Memphis, Tenn.
Contact: WINDOW FILM

magazine 
at 540/720-5584.

September 15-17, 2011

Auto Glass Week™
Co-sponsored by AGRR ™
magazine, the Auto Glass 
Replacement Safety Standards
Council Inc., the Independent
Glass Association, the NGA and
the National Windshield Repair
Association. 
Memphis Marriott Downtown
and Memphis Cook 
Convention Center.
Memphis, Tenn.
Contact: AGRR magazine 
at 540/720-5584.

September 25-28, 2011
AAMA Fall Conference
Sponsored by AAMA.
JW Marriott Desert Springs.
Palm Springs, Calif.
Contact: AAMA 
at 847/303-5664.

October 5-7, 2011
GreenBuild 2011
Sponsored by the U.S. Green
Building Council (USGBC).
Metro Toronto Convention Centre. 
Toronto.
Contact: USGBC 
at 800/795-1747.

October 17-20, 2011

GANA Fall Conference
Sponsored by GANA. 
Crowne Plaza Kansas 
City Downtown.
Kansas City, Mo.
Contact: GANA 
at 785/271-0208.

2012

April 12-13, 2012
Glass TEXpo™ 2012
Sponsored by 
USGlass™ magazine.
El Tropicano 
Riverwalk Hotel.
San Antonio. 
Contact: USGlass magazine
at 540/720-5584.

INTERNATIONAL EVENTS

2011

October 26-29, 2011
Vitrum
Sponsored by the Italian 
Machinery Manufacturers 
Association (GIMAV).
Fiera Milano.
Milan, Italy.
Contact: GIMAV 
at 39 02 33 00 70 32.   �

To see the full event schedule, visit

www.usglassmag.com/events.

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

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 H1J 1L5 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

Film Covered 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

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

GlAssOPOlis
USGlass Readers Choice
Product of the Year
PYRAN Platinum
Phone: 800/262-9600 
Fax: 800/872-9601 
www.glassopolis.com 
sales@glassopolis.com
We Put Glass Contractors First. 
Fast Quotes. Fast Delivery.

sAFti First™ Fire 
rated Glazing solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
Phone: 800/426-0279
Fax: 800/451-9857
www.tgpamerica.com
sales@fireglass.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

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

GlAssOPOlis
USGlass Readers Choice
Product of the Year
PYRAN Platinum F & L
Your choice: Filmed or Lami
Phone: 800/262-9600 
Fax: 800/872-9601 
www.glassopolis.com 
sales@glassopolis.com
We Put Glass Contractors First. 
Fast Quotes. Fast Delivery.

sAFti First™ Fire 
rated Glazing solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
Phone: 800/426-0279
Fax: 800/451-9857
www.tgpamerica.com
sales@fireglass.com
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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

Technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
Phone: 800/426-0279
Fax: 800/451-9857
www.tgpamerica.com
sales@fireglass.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,

Fire-Rated Wire

Technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
Phone: 800/426-0279
Fax: 800/451-9857
www.tgpamerica.com
sales@fireglass.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

GLASSOPOLIS
Save BIG on sizes under 42"
Phone: 800/262-9600 
Fax: 800/872-9601 
www.glassopolis.com 
sales@glassopolis.com
We Put Glass Contractors First. 
Fast Quotes. Fast Delivery.

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
Phone: 800/444-XRAY or
800/444-9729 
Fax: 800/444-0240
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

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

Wired

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

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: 800/444-XRAY or
800/444-9729 
Fax: 800/444-0240
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: 800/444-XRAY or
800/444-9729 
Fax: 800/444-0240
www.xrayglass.com
sales@xrayglass.com

ARCHITECTuRAL METAL

Dies/Custom Metal

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

Metals, General

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

BATHROOM SPECIALTIES

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

Shower Door Hardware

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

continued on page 56
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US Horizon Mfg., Inc.
28577 Industry Dr.
Valencia, CA 91355
Phone: 877/728-3874
Fax: 888/440-9567
www.ushorizon.com

COMMERCIAL
WINDOWS
Fire-Rated Windows
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

CURTAINWALL

Curtainwall, 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

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 H1J 1L5 Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
sales@walkerglass.com

Painted

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

Glass Flooring

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

Fire-Rated Doors

SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124
Phone: 888/653-3333
Fax: 888/653-4444
www.safti.com
info@safti.com

Fire-Rated

Framing Systems

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

Technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
Phone: 800/426-0279
Fax: 800/451-9857
www.tgpamerica.com
sales@fireglass.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

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

www.Jockimo.com

MirrorUnique™  
antique mirror glass

introducing...

Advanced Architectural Products

JockimoTM

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

56 USGlass, Metal & Glazing  |  July 2011 www.usglassmag.com

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

http://www.ushorizon.com
http://www.safti.com
mailto:info@safti.com
http://www.oldcastlebe.com
http://www.vitroamerica.com
mailto:sales@vitroamerica.com
http://www.oldcastlebe.com
http://www.vitroamerica.com
mailto:sales@vitroamerica.com
http://www.etchedbyable.com
mailto:info@etchedbyable.com
http://www.walkerglass.com
mailto:sales@walkerglass.com
http://www.tssbulletproof.com
http://www.usbulletproofing.com
mailto:info@usbulletproofing.com
http://www.safti.com
mailto:info@safti.com
http://www.safti.com
mailto:info@safti.com
http://www.tgpamerica.com
mailto:sales@fireglass.com
http://www.crlaurance.com
http://www.jlmwholesale.com
mailto:sales@jlmwholesale.com
http://www.jlmwholesale.com
mailto:sales@jlmwholesale.com
http://www.vitroamerica.com
mailto:sales@vitroamerica.com
http://www.spancraft.com
mailto:Jordan@Spancraft.com
http://www.Jockimo.com
http://www.usglassmag.com
http://www.usglassmag.com
http://products.usglassmag.com
http://www.usglassmag.com/digital
https://www.cdsreportnow.com/renew/now?USG


Packaging

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

INFORMATION 

& ORGANIZATIONS

Associations

Insulating Glass 
Manufacturers Alliance
1500 Bank Street, Suite 300
Ottawa, ON K1H 1B8 008 
Phone: 613/233-1510
Fax: 613/482-9436
www. igmaonline.org

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

IGE Solutions Inc.

2875 Jupiter Park Dr., Ste. 100
Jupiter, FL 33458
Phone: 561/741-7300
Fax: 561/741-3071
www.igesolutions.com

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

Erdman Automation Corp.

1603 South 14th Street
Princeton, MN 55371
Phone: 763/389-9475
Fax: 763/389-9757
www.erdmanautomation.com

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

Laminated Lines/

Machinery

Casso-Solar 
Technologies LLC
230 US Route 202
Pomona, NY 10970
Phone: 845/354-2010
Fax: 845/547-0328
www.cassosolartechnologies.com
sales@cassosolartechnologies.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

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 H1J 1L5 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-lə-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
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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

SOLAR GLAZING 

MACHINERY

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

StOREFRONt/

ENtRANCES

Storefront Material,

General

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

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

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

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

technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
Phone: 800/426-0279
Fax: 800/451-9857
www.tgpamerica.com
sales@fireglass.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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Used Equipment 
USED MACHINERY
BOUGHT & SOLD

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

Businesses for Sale
Glass Shop for Sale

28 yr. established full line glass shop
West central OK. Last 5 yrs. sales $4.4m.
Large trade area, good vehicle fleet.
Owner ready to retire. $800k. Building
for lease. glass4sale@live.com

Employment/
Help Wanted

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

All Machines in Stock
72”,   48” Horizontal Washers
6 scrub, 6 drying brushes + hot air
8 Spindle Beveler. 2” bevels $38,000.00
Used 9 spindle flat Edger/Miter
$21,000.00
Shape edger/Beveler $14,500.00
Prices EXW Miami 
www.jordonglass.com
Ph: 1-800-833-2159
E-mail: glass1usa@att.net

Estimating Department
Manager

Galaxy Glass, Fairfield NJ seeks innova-
tive manager. Requires flexible manage-
ment style, experience in development &
refine’t of systems, proficiency w/ lead’g
estm’ing software, & attn to detail. Candi-
dates offer’g suitable skills & relative fa-
miliarity w/ the arch’l glass biz are
especially encouraged to apply. Ex’lt
salary & benefits pkg. Galaxy is an EOE.
Reply in conf. via email only: opportuni-
ties@Lauterback.com. Phone calls &
replies w/out cover ltr specifically outlin-
ing skills & suitability for position will not
receive a reply.

Manufacturer’s Reps
SAGE Electrochromics, the world’s lead-
ing manufacturer of electrochromic glass,
is looking for aggressive representatives to
build the market in the exciting green in-
dustry for dynamic windows. Applicants
must be self-starter organizations looking
to differentiate themselves from the pack.
Exclusive territories are available. Email
your resume to sales.resumes@sage-
ec.com. Company info. is available at
www.sage-ec.com
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Glass Shop for Sale
Established, well respected business in 
the Napa Valley, Ca. Vehicles, equip.,
inventory.  Union shop with 3 full-time 
glaziers. $1 - 3M sales/yr. Contact:
Beameyer@aol.com or 707/258-8220.

Bieber Consulting 
Group, LLC

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

Industry Services

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

email jmulligan@glass.com. 
Listings start at $119 per column inch.
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apparently become lodged in his little
throat. On a more positive note, the re-
port also revealed that Sir Isaac had an
exceptionally low cholesterol level, al-
though this did little to console my father. 
The invitation informed me that I

needed to call the 800 number provided
to “firm up my itinerary and travel
plans.” I dialed the number and a very
pleasant-sounding woman named
Carol answered the phone. I told her
why I was calling and she seemed quite
pleased that I had made contact. She
asked me to listen to a prerecorded
message from Newt wherein he told me
how much he was looking forward to
meeting me and how important my
input was going to be as to how to get
the country and its unemployed citi-
zenry back to work. After I had listened
to the recording, Carol came back on
the line and reiterated some of what
had been mentioned in the invitation.
She particularly stressed yet again that
I and the other 49 award recipients
would not be herded like cattle into the
ballroom for dinner. I now started to
think that this must somehow be much
more important than I had realized.
Maybe the Democrats have cattle herds
at their dinners or maybe there are just
large herds of cattle roaming around
Washington creating all kinds of havoc.
Very strange I thought.
Not wanting anyone to suspect that

the sudden demise of Sir Isaac the Newt
was in anyway linked to me, my good
friend Johnny “The Mooch” Rago and I
hitchhiked to Indiana and buried him in
a cornfield. Shortly thereafter, I ap-
proached my father and asked him if he
would consider advancing me enough
allowance money to acquire another
newt. My dad, a wise and thoughtful
man, made me an offer. He would allow
me to borrow the money from him to
purchase another newt, or he would give
me enough money to buy a new baseball
bat to replace the one I had recently bro-
ken. Even at a young age, I knew that
free and clear was a whole lot better than
borrowing and owing. 

Carol, the pleasant lady who was
going to help me firm up my itinerary
and travel plans for my dinner with
Newt Gingrich and 49 other award win-
ners at the National Republican Club in
Washington, D.C., one block from the
Capital where we would spend impor-
tant time together to help Newt and his
team figure out how to get the country
back to work and where, most impor-
tantly, we would not be herded around
like a bunch of cattle, then asked me if
I wanted to make my contribution to
the cause by way of check or credit card.
I now came to realize that a string, so to
speak, was attached to my award. I
asked how much of a contribution was
expected and was informed that a min-
imum of $5,000 would be required.
Sir Isaac Newton (the mathemati-

cian and not the semi-aquatic sala-
mander) was born in 1643 and by the
time he had reached the age of 26 he
was recognized as one of the great
mathematical minds of his day having
begun revolutionary advances in
mathematics, optics, physics and as-
tronomy. Newt Gingrich was born in
1943 and by the time he was 26 he had
courted and married his high school
math teacher. He would later have di-
vorce papers served on her while she
was in the hospital undergoing
chemotherapy treatments. Both Sir
Isaac and Newt were named after their
fathers and, for a time, both were col-
lege professors.
“Carol,” I asked, “would I be correct

in assuming that maybe there is
going to be more than one of these
award dinners taking place in the
next several weeks and that in
each instance, the recipients will
be named as Entrepreneurs of the
Year from their respective states
and asked to make a contribution
in the $5,000 range?”
“That’s a strong possibility Mr. Hill

but I don’t make those decisions.”
“I see, Carol. But how about this

… how about giving me the
names and phone numbers of the

other 49 people who were going to be
at my dinner?”
“Why Mr. Hill?”
“So I can call them and tell them that

we don’t need to come to Washington to
meet with Newt to tell him how to put
people back to work. You see, the money
we’re going to give to Newt and his team
could put a whole bunch of people back
to work right away.”
“Doing what Mr. Hill?”
“I don’t know for sure Carol … but

perhaps they could start by helping
with that cattle problem you guys
seem to have there in Washington.
Maybe it’s simply time to start thin-
ning the herd!”
From 1669 to 1687, Isaac Newton in-

volved himself with mathematical re-
search that some scholars claim was
never equaled for it prolificacy and im-
portance. It was during this time that
Newton advanced his theories of grav-
ity. However, in 1687, at the age of 44,
Newton accepted a political assign-
ment in London as a highly paid gov-
ernment official and, as many
historians point out, after accepting
this appointment he seemed to lose in-
terest in mathematical research and
produced very little meaningful work
thereafter. Newton Gingrich sought out
political fame and fortune at an early
age and Newsweek, the magazine, once
defined what it called Gingrich’s New-
tonian Law: conflict equals exposure
equals power. There are no known
records that would indicate that either
man ever was part of a herd, worked as
a cowboy or even owned a cow … or
for that matter, a water newt! �

theBusiness
continued from page 64

L y l e  R .  H i l l is the

managing director of Keytech

North America, a company

providing research and

technical services for the

glass and metal industry. Hill

has more than 40 years experience in the

glass and metal industry and can be

reached at lhill@glass.com. 
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For more information on these companies’ products, visit http://products.usglassmag.com

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

29 Accura Systems Inc. 972/226-0195 972/226-9937 www.accurasystems.com

5 Arch Aluminum & Glass 866/629-2724 954/724-9293 www.archaluminum.com

13 Bohle America Inc. 877/678-2021 704/247-8240 www.bohle-america.com

21 Bromer 450/477-6682 450/477-9679 www.bromerinc.com

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

7 Cardinal IG 952/935-1722 952/935-5538 www.cardinalcorp.com

3 Edgetech IG Inc. 800/233-4383 740/439-0121 www.edgetech360.com

17 Enduroshield 805/617-4609 805/965/2281 www.enduroshield.com

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

46, 58, 62 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com

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

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

35 Glazers Choice 888/655-3430 216/292-3435 www.glazerschoice.com

43 Grenzebach Corporation +49 906 982-2000 +49 906 982-2108 wwww.grenzebach.com

28 Insulgard Security Products 800/624-6315 330/220-0657 www.insulgard.com

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

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

15 Lauren Manufacturing 800/683-0676 330/308-7652 www.lauren.com

33 Leybold Optics USA 919/657-7100 919/657-7101 www.leyboldoptics.com

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

10-11 Oldcastle BuildingEnvelopeTM 866/653-2278 770/497-3656 www.oldcastlebe.com

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

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

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

52 Ray-Bar Engineering 800/444-9727 800/444-0240 www.xrayglass.com

61 Soft Tech America 954/568-3198 954/563-6116 www.softtechnz.com

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

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

4 Walker Glass Co. Ltd. 888/320-3030 514/351-3010 www.walkerglass.com

47 Western Window Systems 602/304-2905 602-323-6144 www.westernws.com

52 Winco 800/525-8089 314/725-1419 www.wincowindow.com

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

Note: Newt Gingrich has been in
the news a lot lately and since, as
you’ll see, I know Newt personally,
I thought we’d bring back this ar-
ticle from September 2009. –Lyle 

T
here it sat … on the middle
of my desk … and let me tell
you, I was feeling pretty good

about it! Sure I’d received plenty of invi-
tations in the past. For weddings, grad-
uations, birthdays and retirement
parties too. But this one was special.
Very special. For you see, it was from
Newt Gingrich, general chairman,
Washington, D.C., and it was an invita-
tion to a private dinner because I was
being named Illinois Entrepreneur of
the Year. I would be dining with Newt
and 49 other award winners represent-
ing their respective states.

When I was in the fourth grade, I had a
pet water newt. Newts are semi-aquatic
salamanders. Thinking that the guys in the
neighborhood would really be impressed, I
had wanted a western diamond-back rat-
tlesnake, but my dad thought the newt was
the better way to go. I had named my newt
“Sir Isaac” after the famous mathemati-
cian Sir Isaac Newton.
The dinner with Newt Gingrich and

the other 49 invitees would take place
at the National Republican Club of Cap-
ital Hill which is located at 300 1st Street
in Washington, D.C., just one block
from the U.S. Capitol. The menu for the
dinner included lobster bisque, filet
mignon and, for dessert, chocolate truf-
fle cake with coffee.

Sir Isaac the Newt had a relatively re-
stricted diet. He could eat bugs, but bugs
had a hard time getting into the little ter-
rarium that Sir Isaac called home so I had
to buy him special food at the pet store.

The money for his food had to come
out of my allowance. One day, quite
by accident, I discovered that Sir
Isaac had a real liking for Cheerios
which were purchased out of my
mom’s grocery allowance. From
that point forward, Sir Isaac the
Newt dined exclusively on those
little rolled oats.
I don’t consider myself a Republican.

Nor do I consider myself a Democrat.
Over the years, I have voted for any num-
ber of candidates from each party and,
on an occasion or two, I have even voted
for third-party candidates. I guess that
makes me an Independent, but I cer-
tainly wasn’t about to let this keep me
from going to Washington for dinner at
the National Republican Club, getting my
award and, as the invitation announced,
getting to meet and talk with Newt Gin-
grich. The invitation also said that Newt
was interested in hearing my ideas about
how to get the economy moving again. 

One afternoon, while I was feeding
Sir Isaac the Newt, he began shaking
violently then collapsed on the floor of
his little terrarium home. And in spite
of my best efforts and those of the para-
medics called to the scene, he could not
be revived. I felt as terrible as a ten-

year-old could feel. My father, who had
grown quite fond of the little guy dur-
ing the few months that he had been
with us, ordered a complete autopsy.
The invitation also informed me

that I would have a photo session with
Newt and that not only would my
time with Newt get me in on the
ground floor of helping Newt and his
council turn the country around, I
would “not be herded into a massive
ballroom like cattle.” I had a problem
conjuring up an image of a bunch of
cows being crammed into a ballroom
in Washington, D.C., for a dinner with
Newt Gingrich, but I thought that this
must be important or it wouldn’t have
been mentioned in the invitation.

As I had feared, the autopsy of Sir
Isaac the Newt indicated that he had
choked to death on a Cheerio that had
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PPG Industries, Inc., Glass Business & Discovery Center, 400 Guys Run Road, Pittsburgh, PA 15024 www.ppgideascapes.com

New Solarban® R100 solar control, low-e glass. 
A better glass for a better environment.

Clean lines. Clean look. Clean conscience. It’s a lot to expect from an ordinary piece of glass. Then 
again, Solarban® R100 solar control, low-e glass is about as far from ordinary as you get – thanks to 
a Solar Heat Gain Coefficient of .23 and a neutral-reflective appearance that lets your building put its 
best face forward. And you’ll really be surprised by the extraordinary energy savings you can expect 
with Solarban R100 glass. To get your copy of the white paper, go to ppgideascapes.com/SBr100. 

Solarban, IdeaScapes, PPG and the PPG logo are trademarks owned by PPG Industries Ohio, Inc.  |  Cradle to Cradle CertifiedCM is a certification mark of MBDC.
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Experts Weigh In: What Happens to
Customers in the Event of Chapter 7? 

I
n recent months the glass and glaz-
ing industry has been nearly over-
whelmed with news about the

comings and goings of companies. Ac-
quisitions have been frequent, as have
bankruptcy filings. The news that
United States Aluminum, along with its
parent and sister companies, had filed
Chapter 7 bankruptcy may have been a
surprise for some in the industry (see
June 2011 USGlass, page 14). And as
much of the construction industry con-
tinues to struggle, it’s not unlikely that
another could happen in the future. In
such an instance, though, what can cus-
tomers do to protect themselves?
Mark Lindsay and David Ross are

both shareholders in the creditor rights
and insolvency group with Pittsburgh-
based Babst Calland, Attorneys at Law.
Ross says it’s first important to under-
stand the differences in a Chapter 7
compared to a Chapter 11 bankruptcy.
“A Chapter 7 is a liquidation of the

debtor’s assets; the company is shut
down and it does not continue to do
business,” Ross says. “A trustee is ap-
pointed by the court who attempts to
liquidate the assets and sell them for
the benefits of the creditors. In a Chap-
ter 11 a company attempts to reorgan-
ize, continues to operate and emerges
as a restructured business.”
So in the case of a Chapter 7, such as

that of U.S. Aluminum, customers are
unlikely to recoup any deposits or re-
ceive any ordered materials.
“Unless there was some type of spe-

cial agreement regarding treatment of
the deposit, that money is likely unre-
coverable,” Lindsay says. “It’s not some-
thing a customer can simply get back.”
Lindsay says there are a couple pos-

sible scenarios.
“First, if a customer orders 10,000

units, for example, and provides a de-
posit to the manufacturer, the question
becomes, where does that money go?”
Lindsay says, noting that it may have
been used to purchase raw materials or
may simply have been used to cover ex-
penses (bills, payroll, etc).

“The purchaser, however, could seek
protection of the deposit by requesting
it be placed into an escrow account and
once he receives his order the money
will be delivered,” Lindsay says. “[In a
Chapter 7] if a deposit has been placed
for materials, without such protection
the trustee would not likely deliver
those materials unless there is a bene-
fit to be derived from doing so. He’s not
responsible [for those] purchase orders.
But if specified material had not yet
been delivered and it’s still in the ware-
house the trustee may still want to have
it delivered and the balance of the pur-
chase price paid.”
Ross adds, “A customer can’t force the

trustee to make and deliver the materi-
als, though.”
Both Lindsay and Ross agree that

when a deposit is required, ideally it
should be placed into a separate escrow
account where it’s protected. Otherwise

the company can use it and it’s gone.
And in the case of materials, Lindsay

and Ross say the trustee will likely deal
only with whatever is there. 
“If there are some materials on the

ground, the trustee may deliver them if
he/she can obtain a benefit from doing
so, but in a Chapter 7 there is probably
nothing left,” says Lindsay.
So, with so much uncertainty these

days, is there anything a customer can
do to best protect his/her business?
“The first lesson for the people plac-

ing the order is to know your suppliers,”
says Ross. “There are always rumors
and gossip circulating and that infor-
mation is valuable. Google the suppli-
ers, read articles, [find out] how they
have sent orders in the past. And the
second lesson, if asked for a deposit,
then find out and understand what the
terms are.”
And what about warranties for mate-

rials already ordered, received and 
installed?
“Generally speaking, warranty claims

constitute general unsecured claims in a
bankruptcy case and receive no special
treatment,” Lindsay explains. “They are,
unfortunately, subject to the same fate as
other general unsecured claims, which is
dependent upon whether or not there are
estate assets sufficient to pay such claims
in a liquidation scenario.”
He adds that in a Chapter 11, though,

where a debtor reorganizes and contin-
ues operating, warranty claims are often
provided for in the Plan of Reorganiza-
tion as obligations to be honored by the
reorganized debtor. Lindsay says that al-
though a plan is not required to provide
this it often makes the most sense for a
debtor in order to garner support for its
plan and maintain a satisfied customer
base going forward. �
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GlobalUpdate

Guardian Holds Groundbreaking 
Ceremony For New Russian Float Plant

G
uardian Industries Corp. held
a groundbreaking ceremony
in Krasny Sulin (Rostov re-

gion), Russia, on May 13 with local
and state government officials to kick
off construction of its newest float
glass manufacturing plant. Guardian
says the $220 million plant will be its
largest, producing 900 tons of glass
per day, and will include a technolog-
ically advanced glass coater.
The Rostov region plant will pro-

duce the company’s SunGuard® and
ClimaGuard® glass products for the
commercial and residential glass in-
dustries, respectively. The plant is ex-
pected to begin operations in the
third quarter of 2012, and initially
create 300 new jobs. The location will
supply glass to Russia and neighbor-
ing countries. 
��� www.guardian.com

AGC to Build
Glass Plant in Brazil 
AsahiGlassCo.announced inApril it is

set to move into Brazil’s construction and
automotive glass markets, investing ap-
proximately $470 million USD (40 billion
yen) in an industrial glass complex in São
Paulo, Brazil. The plant, operating under
the name of AGC Vidros do Brasil Ltda.,
will produce float glass, mirrors, coated
glass and automotive laminated and tem-
pered glass. The facility will roll out in
phases starting in 2013. By 2016, the com-
pany expects to manufacture and market
220,000 tons of construction glass per
year and employ about 500 people.
AGC forecasts robust demand in the

Brazilian economy, which saw GDP
grow 7.5 percent in 2010 and is ex-
pected to achieve stable, sustained
growth in the years to come. 
��� www.agc.com

Edgetech I.G., a division of

Quanex Building Products

Corp., celebrated the official

opening of its Heinsberg, Ger-

many, manufacturing plant on

May 19.

At the grand opening, Edgetech

officials provided tours of the fa-

cility and unveiled plans for fur-

ther expansion. According to Andy

Jones, the company’s European

managing director, Edgetech will

add two more extrusion lines by

2012 to accommodate the ex-

pected sales growth.

��� www.edgetechig.com

David Petratis, chairman and CEO, Quanex; Stephan Pusch, district administrator;

Andy Jones, managing director, Edgetech Europe; Wolfgang Dieder, Mayor of

Heinsberg; Mike Hovan, senior vice president of sales and marketing, Quanex

Engineered Products Group; Petra Wassner, CEO, NRW.INVEST; and Dr. Joachim

Steiner, managing director of the Economic Development Corp., Heinsberg. �

Russ Ebeid, president of Guardian’s

Glass Group (center), assisted local

officials in laying the cornerstone for

the company’s new Russian float

glass plant.

Edgetech Opens New Plant in Germany 
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