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•••
o n  t h e  c o v e r
Viracon provided its VRE1-46 insulating
laminated glass for Two Constitution Square in
Washington, D.C. Harmon Inc.
served as the glazing contractor,
working with architect Hellmuth,
Obata + Kassabaum and general
contractor Clark Construction.
The building features Viracon’s
new ClearPoint, a point-
supported insulating glass
system, which is being featured at
the AIA Expo in Washington, D.C. Turn to page
32 for details.
Photo: Anne Gummerson Photography.
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“Tricks” of the Trade
USGlass takes a look at shortcuts sometimes seen in the glass
industry.

Flat Line
Despite increased prices of raw materials and hikes in fuel
surcharges, the price of float glass has not increased proportionately. 

AIA Overview
Find out what glass and glazing products are on display at this
year’s American Institute of Architects’ Expo in Washington, D.C.

Consolidation Completion
Get the latest on the Trulite Glass & Aluminum Solutions’
recently completed integration in this exclusive interview with
CEO Jeff Leone.

The New Generation
Gain insight into working with the up-and-coming generation
of young architects.

Texas Time
See what you missed at the recent Glass TEXpo™ in San
Antonio, Texas.
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A division of TACO Metals, Inc.

Today is a time of dramatic 

architectural innovation with new 

materials, evolved processes and 

evocative shapes inspired by different 

cultures. ARTACO’s architectural 

glass railing systems and components 

are engineered to today’s standards 

enhancing the world around us.

LET ARTACO INSPIRE YOU
With a wide variety of 

complementary railing 

components, ARTACO 

can assist you with 

designing a system that 

is truly unique and functional. To better 

serve you, we stock a large inventory 

of railing systems and components 

ready for quick delivery. Let our team of 

sales and technical experts inspire your 

creativity every step of the way. 

VISIT US AT THE AIA 2012
NATIONAL CONVENTION AND DESIGN EXPOSITION
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Issue@Hand

Five Things You Should
Know About USGlass

1.WE’RE ANAPP FOR THAT.
That’s right,USGlass magazine

offers its own application for
iPad and iPhone, available in
both the Apple and Android
stores. We are happy to provide

this free app to our readers. Just search
by the keyword “USGlass.” And check
out a lot of the interactive features we’ve
added, just for you. In fact, our April
issue is a completely interactive one
with lots of extras and enhancements. 

2.WE GIVE YOU THE PAST
WITH THE PRESENT.
Whether you need to find an article

that ran in our pages last month or last
year, visit www.glass.com and click on
the “search archives” text in the bar
below the logo. You will immediately be
transported to our
archives page. Just
enter your pertinent
keywords and our
search engine will
pull all the stories
from Key Commu-
nications’ publications that have run in
the past 14 years.

3.WE’RE YOUR DAILY NEWSPAPER.
USGlassmagazinepow-

ers the USGlass News Net-
work (USGNN.com™)
daily e-newspaper, deliv-
ered right to your email
inbox every day at no

charge. Many people tell us that
it is the single most important business
tool they use on a daily basis. And it’s free.
You can sign up at www.glass.com/sub-
center. Then just click on the
USGNN.com logo under daily e-newslet-
ters. One reader wrote to thank me last
year because he was on his way to make
a big delivery of new machinery to a cus-

tomer. “I stopped for coffee,” he said,
“and there was USGNN in my inbox.
The lead story was about the bank-
ruptcy filing by the company I was on
my way to deliver machines to. Need-
less to say, I did not make the delivery.
Your newsletter, USGNN, saved me a lot
of headaches.” That’s just one of the
many kind comments I hear about
USGNN.com every day.

4. THE MORE THE MERRIER.
Your colleagues in

the glass industry are
welcome to subscribe
to USGlass magazine
for free. Subscribers
in the U.S. have the
option of receiving a
print subscription
or digital at no charge. Interna-
tional subscribers can receive a digital
subscription at no charge, though inter-
national print subscriptions do require
a postal fee. Make sure everyone in your
company who should be is signed up by
visiting www.glass.com/subcenter. This
is also the place where you can make
changes to your subscription.

5.WE’LL DO RESEARCH FOR YOU.
USGlass magazine has a robust but

quiet research division that provides cus-
tom research to a wide variety of clients
and customers. Whether it’s valuation of
your glass company, a consumer focus
group or market data, we provide all this
and more. All work is totally confidential.
Please call me if you have a need for such
research and we may be able to help.

All these services are there for you.
Please feel free to use them! 

Regards,

deb@glass.com; twitter:@keycomm
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GANAPerspectives

In the construction industry as a
whole, much of the focus of the in-
dustry is on providing top-notch

products that meet or beat existing
standards of design, including energy
efficiency, performance and the aes-
thetics of the day. The main beneficiary
of this focus is the architect, who must
balance knowledge of thousands of
products, the desires of the building
owner, the needs of the general con-
tractor, and his own internal desires to
create a perfect structure that performs
amazingly while setting a new standard
for aesthetic and functional design. 
The Glass Association of North Amer-

ica (GANA) has been a registered
provider of American Institute of Archi-
tect (AIA) accredited presentations for
more than seven years. GANA currently
has six presentations for the architect
that can be provided in the firm as a live,
in-person presentation or online.

GANA OFFERINGS
Glass in Today’s Architecture was

developed by members of the GANA
Flat Glass Manufacturing Division
(FGMD) and is a study of the manu-
facturing process for float glass, vari-
ous types and applications for the
product, along with a list of benefits for
architectural use. Over the period of an
hour, the presentation educates the ar-
chitect about the flat glass manufac-
turing, glass substrates (types) and
common sizes available, the primary
glass fabrication processes (such as
tempering, laminating, etc.), glass per-
formance terminology, the many ap-
plications and uses of architectural flat
glass, benefits of use and an outline of
the many industry resources available
to the architect. 

Coated Glass also was developed by
the GANA FGMD and is a study of the
manufacturing process for coatings on
glass, the performance values and a
case study on cost savings. It educates
the architect on why glass is coated in
the first place, glass surface terminol-
ogy, and coatings for optical and solar
performance; helps the architect un-
derstand solar and thermal perform-
ance and common terminology, the
cost savings achieved using coated
glass, surface modifying coatings and
the different coating processes; and re-
views other uses of coated glass. 
Fire-Rated Glazing Today was de-

veloped by GANA’s Fire-Rated Glazing
Council and is a study of the manufac-
turing process for fire-rated glazing. It
offers the architect an overview of fire-
rated glazing products and technologies,
fire protection requirements, common
terminology used, the primary product
types, key considerations for specifying
a product, and future developments in
the industry. Many architects request
this one due to the increased usage of
fire-rated glazing products for perform-
ance in new projects.
Laminated Glass 101was developed

by the GANA Laminating Divi-
sion. This presentation is a study
of the manufacturing process for
laminated glass. It offers the ar-
chitect answers as to what lami-
nated glass is, how it is made, and
the numerous performance op-
portunities it provides. It also dis-

cusses detailed advanced features of
laminated glass.
Protective Glazing 101 was devel-

oped by the GANA Protective Glazing
Council and focuses on understanding
threats to glazing in buildings (ballis-
tic, forced entry, burglar-resistant and
natural disasters, including hurricanes
and earthquake, bomb-blast, fire);
defining test methods and standards;
selecting glazing for product specifica-
tions; and defining glazing products
and their performance and character-
istics (all glass laminates, glass-clad
polycarbonate, laminated polycarbon-
ate and acrylics).
Introduction to Decorative Glazing,

probably our most popular presentation,
was created by the GANA Decorative Di-
vision. This two-hour health, safety and
welfare (HSW) credit course discusses
definitions of different types of decora-
tive glass, various design and application
possibilities using decorative glass, how
the different types of decorative glass are
made and tips on specifying different
types of decorative glass. 
Visit GANA’s website at www.glass-

website.com to learn more about the
presentations.   �

Course Work
GANA Has Much to Offer Architects

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

B r i a n  K .  P i t m a n is the
director of marketing and
communications for the Glass
Association of North America
(GANA).

GANA has been a registered provider of 
American Institute of Architect (AIA) accredited

presentations for more than seven years.
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 EFCO. Exactly. See us at AIA 2012 (booth #2327).
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Three PNC Plaza. 
Architect: Doug Gensler,
Principal, Gensler 
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Close on time with Oldcastle BuildingEnvelope™.

According to a study by the U.S. Department of Commerce, the 

construction industry has suffered significant productivity declines 

since the 1960s, while all other non-farm industries have seen large boosts

in productivity. Why? Fear of change? At Oldcastle BuildingEnvelope™

positive change is part of our DNA. More than a decade ago, we 

began to design, engineer, manufacture and manage all aspects of the

building envelope. “Oldcastle BuildingEnvelope™ delivered the desired

aesthetic we were looking for and met our important performance 

requirements, all while supporting the critical construction schedule 

parameters,” said Doug Gensler, Principal, Gensler. Call us to discuss 

your next building envelope project—we’ll be there in no time. 

1-866-OLDCASTLE (653-2278), oldcastlebe.com. 

See us at the AIA Convention, booth #825.

Due to the complex nature of
the curtain wall treatments,
Oldcastle BuildingEnvelope™

first designed and engineered
the systems, then tested their
performance using 3-D 
simulation programs, allowing
the design team to ensure 
that key performance metrics
were achieved.

Origami by Robert Lang 

this envelope 
saved time
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USGlass
NEWS NETWORK

www.USGNN.com

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

NSG’s President Craig Naylor Resigns,
Citing “Fundamental Disagreements”

NSG Group president and CEO
Craig Naylor resigned from the
company on April 18,  just two

years after being named to the post in
April 2010 (see related story in May 2010
USGlass, page 58). Company officials
have attributed Naylor’s decision to leave
to “fundamental disagreements.”
“Craig Naylor’s decision to tender

his resignation reflected fundamental
disagreements with the board on com-
pany strategy,” says Katsuji Fujimoto,
NSG Group chair. “This is regrettable,
but we thank Craig for his efforts over

the past two years and wish him well
in the future. Our priority now is to
concentrate on the future development
of the company.” 
Naylor will remain with the com-

pany as a board member and as an ex-
ecutive officer.
Keiji Yoshikawa, who had been

named chief project management offi-
cer for the company during a February
2012 re-organization, has been named
as Naylor’s replacement.
In his capacity as president and

CEO, Yoshikawa assumes overall re-

sponsibility for overseeing the prof-
itable operations and development of
the NSG Group. 
With the departure of Naylor, the

company has announced several other
personnel moves. Clemens Miller has
been appointed representative execu-
tive officer, executive vice president and
chief operating officer. As COO, Miller
will take direct responsibility for the
day-to-day management of all of the
Group’s operations. 
Mark Lyons will continue in the role

of chief financial officer but also has
been appointed representative execu-
tive officer. 
Naylor joined the company with a re-

sume that included a 36-year stint with
Wilmington, Del.-based DuPont, serv-
ing most recently as group vice presi-
dent for the company up until 2006. He
joined NSG just seven months after an-
other notable NSG executive, Stuart
Chambers, stepped down from his post
as president and CEO in August
2009—just 14 months after his ap-
pointment to the position in June 2008
(see related story in September 2009
USGlass, page 14). Fujimoto had served
as president and CEO for eight
months—between the time that
Chambers left the company and Nay-
lor joined in April 2010.
Chambers had succeeded Fuji-

moto—who was named CEO in Au-
gust 2007 (but had previously served
as president). At that time, Fujimoto
served in the position for less than a
year, from August 2007 until June 2008
when Chambers took over—making
Yoshikawa the worldwide company’s
fourth leader in just five short years
(see related story in December 2007
USGlass, page 104). Fujimoto remains
chair of the company.   �

GANA to Host Fall 
Conference in Chicago

The Glass Association of North Amer-
ica (GANA) in Topeka, Kan., has an-
nounced that it will host its annual

fall conference September 19-22 at the
Hilton Chicago in downtown Chicago. The
event had been held in Kansas City the
previous three years.
“The best technical minds in the glass

and glazing industry come together in
September at GANA’s fall conference in
Chicago,” says Jay Phillips, president of GANA. “These working meetings define
our industry standards and provide recommendations for the appropriate use
of glass to the design and construction communities.”
Several top issues of concern for the glass and glazing industry will be on

the agenda for the conference. “Many critical issues will be discussed, in-
cluding the appropriate glass for balconies, realistic daylighting recommen-
dations, lifecycle analysis of glass products and defending the use of glass
and glazing in commercial buildings,” Phillips says. “By attending fall con-
ference, you help shape our industry and ensure your interests are heard.”
“In addition to the working meetings, fall conference will include discussions

on building enclosure commissioning and what it means for the industry,
ASHRAE 90.1 and ICC code activity updates and an ASTM Standards update,”
adds Urmilla Sowell, technical director of GANA.
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© 2012 Guardian Industries Corp. 
SunGuard® and Build With Light® are trademarks of Guardian Industries Corp. Please order glass samples for accurate color evaluation.

How Guardian SunGuard 
helped build a better school. 

With light.
Well-daylighted classrooms enhance student performance. That’s 

why TowerPinkster selected Guardian SunGuard SuperNeutral 54 

on clear for Linden Grove Middle School in Kalamazoo, Michigan. 

With 54% visible light transmission, SuperNeutral 54 allows plenty 

of natural light into a building. But with a low 0.28 solar heat gain 

coeffi cient, heat gain is minimal. The result: TowerPinkster achieved 

natural daylighting in every classroom while keeping energy costs 

down. For complete performance data—and other ways Guardian 

SunGuard can help you Build With Light—visit SunGuardGlass.com. 

Or call 1-866-GuardSG (482-7374).

LINDEN GROVE MIDDLE SCHOOL
KALAMAZOO, MI

ARCHITECT: TowerPinkster
GUARDIAN SELECT FABRICATOR: 
Trulite Glass & Aluminum Solutions

GLAZIER: Architectural Glass and Metal
GLASS: SunGuard SuperNeutral 54
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IndustryOutlook

New construction starts in Febru-
ary dropped 7 percent from the
previous month at a seasonally

adjusted annual rate of $376.0 billion,
according to McGraw-Hill Construction.
Additionally, nonresidential building, at
$127.6 billion (annual rate), dropped 7
percent in February.
The report only reinforces what the

industry has been feeling for a while

and what the Architecture Billings
Index has already foretold, according to
Oliver Stepe, senior vice president at
YKK AP in Austell, Ga. “Specifically,
overall we should be prepared for an-
other modest year of construction
spending or possibly even another
downturn,” he says. 
“Certainly there is some noticeable

drop in the demand based on the Mc-

Graw Hill report,” says Jeff Leone, CEO
of Trulite Glass & Aluminum Solutions,
headquartered in Deerfield Beach, Fla.
“There are a couple of important
trends here: clearly, the amount of pub-
lic money being spent is dropping and
is non-existent in some parts of the
country. However, there’s a positive
trend in that the projects that are be-
ginning are financed by private money.
I think that’s encouraging and it’s a
solid indicator of the future.”
All is not gloom and doom, though.

“Looking deeper, you will find that
some positive signs remain,” Stepe
says. “The traditionally larger seg-
ments of the market, such as store and
office construction, are seeing some
gains, and if these sectors hold pace it
will offset declines in the public build-
ing segment by far and support
stronger recovery for the glass indus-
try over the next 12 months.”
With trends toward the increasing

use of higher-performance products
to support energy conservation, the
glass and facade industry holds a
unique position in the construction
market space. “By increasing the so-
phistication level of facade systems, we
have the powerful ability to deliver a
direct and immediate positive impact
to the bottom line …,” says Stepe. 
The other market opportunity is in re-

furbishing, Leone says. “There [are] lots
of buildings and commercial real estate
that needs to be refurbished,” he says.
“There will be a lot of those. At Sun Cap-
ital, we own restaurants and many retail
stores. Those chains are starting to do
things, and that’s an important indicator.
We’re seeing some store refurbishment;
some of the retail guys are starting to put
new stores in and starting to spend
money. That’s encouraging.”   �

Get Ready for Another Year 
of Modest Construction Spending

Residential Report Card

Construction Report Card

PRIVATELY OWNED HOUSING UNITS STARTED
Seasonally Adjusted Annual Rate, Thousands of Units

MONTH ’10 TOTAL ’11 TOTAL ’12 TOTAL
January 612 636 699
February 605 518 682
March 634 593 717
April 679 549 —
May 588 553 —
June 539 615 —
July 550 615 —
August 614 585 —
September 601 646 —
October 534 628 —
November 555 702 —
December 576 689 —

Average relative standard error three percent • (p=preliminary)
Source: U.S. Census Bureau

MONTHLY CONSTRUCTION STARTS
Seasonally Adjusted Annual Rate, In Millions

JANUARY ’12 FEBRUARY ’12 % CHANGE
Nonresidential building $137,710 $127,617 -7
Residential building $136,298 $140,575 +3
TOTAL CONSTRUCTION $402,460 $375,952 -7

YEAR-TO-DATE CONSTRUCTION STARTS
Unadjusted Totals, In Millions

2 MOS ’11 2 MOS ’12 % CHANGE
Nonresidential building $21,751 $18,075 -17
Residential building $15,599 $18,680 +20
Nonbuilding construction $24,076 $16,104 -33
TOTAL CONSTRUCTION $61,426 $52,859 -14

Source: U.S. Department of Commerce
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GlobalUpdate

Residents of Toronto Condos File 
Class Action Suits over Falling Glass

Two class actions lawsuits were
filed in March in the Ontario Su-
perior Court of Justice on behalf

of the owners and renters of condo-
miniums located in Toronto’s Murano
Towers and Festival Tower over last
summer’s spate of broken glass bal-
cony railings. 
The law firms of Sutts, Strosberg

LLP and Falconer Charney LLP report
that they were “contacted by con-
cerned residents” about the falling
glass at the condominiums. Fifteen
glass balcony panels shattered at the
condos named in the suits between
April and September 2011, ultimately
causing the building owners to replace
all of the tempered balcony glass with
a laminated glass railing. The plaintiffs
in both actions allege that the defen-
dants are responsible for the lost use
of their balconies.
Both suits seek, among other things,

“a declaration that the builders were
negligent in the design, installation and

manufacturing of the glass paneling and
are liable in damages” and “a declaration
that the falling glass constituted a nui-
sance.” The Murano suit cites the
“builders” as Lanterra Developments
Ltd., developer and general contractor;
the balcony railing manufacturer and in-
staller, Toro Aluminum Railings Inc.;
and H&R Developments Inc., the devel-
oper and contractor. Other defendants
include Bay Grenville Properties Ltd., the
developer, and Architects Alliance, the
project architect.
The Festival Tower suit cites the

“builder” as the Daniels Corp., the de-
veloper and general contractor, as well
as Toro Railings and Toro Glasswall
Inc., the manufacturers and installers
of the balcony railings. Other defen-
dants include developers King and
John Festival Corp. and Toronto Inter-
national Film Festival Developments
Inc.; and architects KPMB Design
Inc., Kuwabara Payne McKenna
Blumberg Architects and Kirkor

Atchitects and Planners.
Each action seeks general damages in

the amount of $15 million, special dam-
ages and administrative costs of $4 mil-
lion and punitive damages of $1 million,
as well as interest and costs of the action.
“Our goal is to compensate the class

members for the loss of use of their
outdoor living space and to motivate
the builders to correct the problem as
soon as possible,” says Ted Charney, a
partner of Falconer Charney LLP..
“Outdoor living space in downtown

Toronto sells for a premium and is an
integral part of condo life. The develop-
ers promoted the sale of these units by
emphasizing the sizeable balconies and
terraces, but the class members have
been unable to use their outdoor living
space for over a year with no end in
sight,” adds Sharon Strosberg, a partner
of Sutts, Strosberg LLP.
Toro had not responded to requests

for comment as of press time.

Glass Companies
Join U.S.-India Venture
The U.S. Department of Energy re-

cently announced the selections for
three consortia that will make up the
U.S.-India Joint Clean Energy Research
and Development Center: Solar Energy,
2nd Generation Biofuels and Energy Ef-
ficiency of Buildings.
Joining the consortia from within the

industry are: Saint-Gobain Corp. and
Sage Electrochromics as part of the U.S.
team, and Asahi India Glass and Saint
Gobain Corp. as part of the Indian team
in the Energy Efficiency of Buildings
consortium. This consortium will focus
on the integration of information tech-
nology with building controls and
physical systems for commercial and
high-rise residential buildings.   �

Vitro Shares Corporate 
Social Responsibility Strategy

Hugo A. Lara García, CEO of Vitro, recently offered a presentation about
the company’s sustainability practices as well as the challenges on this
issue in a global environment at the Business Leaders Forum hosted by

the Mexican Center for Philanthropy and the Alliance for Social Responsibility
in Mexico, according to information provided by the company.
“The main challenge we have faced to continue working on this topic is the

scarcity of financial resources,” said Lara. “Thus, we look for every initiative
we support to be financially self-sufficient in the short term.”
In 2011 Vitro trained 100 percent of its employees to comply with its code

of Business Conduct and Professional Ethics, according to the company. The
company also collected 192,506 tons of glass for recycling, where 80,172 tons
represented flat glass and 112,334 tons glass containers.
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Silent Electri�cation for all Adams Rite exit devices.

Adams Rite has built a better mouse trap when it comes 
to electrifying new or existing door openings. �e SE 
(Silent Electri�cation) Motorized Latch Retraction 
Option for Adams Rite exit devices is quiet, powerful 
and comes with these main features:

www.adamsrite.com

Electrified 
exit devices
quiet as a

Motor-driven latch retraction
Low current draw
Preload capable
Combines latch retraction and electric dogging
Available with 3000 and 8000 series exit devices and !e RITE Door
Automatic door operator interface circuitry
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San Francisco to Require Annual 
Energy Benchmark Summaries 

The city of San Francisco recently
adopted a new Existing Com-
mercial Buildings Energy Per-

formance Ordinance that will require
commercial buildings to submit an-
nual energy benchmark summaries.
The ordinance, adopted in 2011, is
being phased in over a three-year pe-
riod for existing nonresidential build-
ings 10,000 square feet and larger.
Each whole nonresidential building

larger than 10,000 square feet must be
benchmarked using the Energy Star
Portfolio Manager (ESPM). An annual
energy benchmark summary includes:
contact information and gross square
footage; energy use intensity (how
much energy the building used per
square foot for the year); 1-100 per-
formance rating provided by the

ESPM, where applicable; greenhouse
gas emissions from energy usage and;
assessor’s parcel number (APN or
block/lot).
“This is going to help owners of ex-

isting facilities in San Francisco be-
come more educated about their own
costs for energy and opportunities to
reduce expenditures associated with it,”
says Stewart P. Jeske, president of JEI
Structural Glazing Systems Engineer-
ing of Kansas City. “This will drive
retrofit and renovation efforts to reduce
those costs and by that help the glass
and glazing industry in the San Fran-
cisco region. As owners become edu-
cated about options to reduce those
energy costs, there will be a natural in-
vestment toward upgrading to energy-
efficient glazing systems.” 

“We’re hoping that the new ordi-
nance motivates building owners to
take advantage of the advances in fire-
rated glass that we and other manu-
facturers have made,” says Jeff
Griffiths, director of business devel-
opment at Safti First in San Francisco.
“California, especially San Francisco
in particular, has always been a leader
when it comes to environmental stew-
ardship and the preservation of natu-
ral resources. Unfortunately, many
design and building professionals be-
lieve that the Leadership in Energy
and Environmental Design (LEED)
certification label doesn’t necessarily
assure long-term energy efficiency for
newly constructed buildings, and may
be too costly for renovation projects.
Periodic audits of a building’s energy
performance based on actual daily
use seem to be a far more practical
means of guiding and monitoring en-
ergy efficiency.”

NFRC Considers
Procedure to Measure
Translucent Panel VT 
The National Fenestration Rating

Council’s (NFRC) Translucent Panel
Visible Transmittance Task Group has
developed a procedure to measure vis-
ible transmission of overhead or verti-
cal fenestration products.
“The problem is that these translu-

cent panels are sometimes homoge-
nous and sometimes not,” says Ross
McCluney, research physicist at Sun-
Pine Consulting in Chattanooga,
Tenn., and a member of the group.
“We resurrected an old ASTM stan-
dard that allows you to put a light
meter in a shallow box, 3 feet square,
and you lay the light meter in the box.
It collects light from the panels from

IGMA Group to Look at 
Vacuum Insulating Glazing

The Insulating Glass Manufacturers Alliance’s (IGMA) Emerging Tech-
nology and Innovation Committee of IGMA recently formed a task group
to look at vacuum insulating glazing (VIG). The group met for the first

time at the association’s annual general meeting, January 31-February 4, in
Tempe, Ariz.
As a first step, the group will develop a VIG white paper that describes

the technology and defines some of the acronyms and words associated
with the technology, according to Dave Cooper, advanced insulating glass
(IG) program leader at Guardian Industries of Auburn Hills, Mich., and pres-
ident of IGMA.
The group expects the paper to be done in the next year. Following that

the task group will start looking at creating a test standard for VIG.
“There is a VIG standard from China that doesn’t include testing,” Cooper

says. “So, it’s more like a specification, not a standard. [Next] windload tables
will have to be developed for VIG. Nothing exists. Information also will have to
be acquired based on impact studies on how VIG would perform in hurricanes
and other natural disasters. We don’t have any studies around that.”

Energy&Environment
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all directions. It calls for translating
samples between measurements. You
average those and divide the average
by the incident light level. It’s the ratio
of those two levels that gives the cor-
rect reading.”
The procedure now will go through

the NFRC’s board of directors to be ap-
proved, according to McCluney.

AAMA Pursues LCA
in Conjunction with 
GANA, WDMA and IGMA
Life Cycle Analysis (LCA) has been a

popular topic at recent industry meet-
ings, including the recent American Ar-
chitectural Manufacturers Association
(AAMA) annual conference in Naples,
Fla., in February.
AAMA is one of four associations

that have come together to study this
issue as it relates to the glass industry.
It is working with members of the
Glass Association of North America,
the Window and Door Manufacturers
Association, and the Insulating Glass
Manufacturers Alliance. Rita Schenck,
executive director at the Institute for
Environmental Research and Educa-
tion, is assisting the group with its ef-
forts as she has worked with other
organizations on LCA, according to a
presentation by Rich Walker, president
and CEO AAMA.
Walker told attendees that the

group is looking at everything from
transportation, energy use and pack-
aging, to waste management and re-
source extraction.
The latter topic evoked some ques-

tions from attendees as where to get
this data. “Some of this is already stan-
dardized and there are databases to
draw on,” said Ray Garries of Jeld-Wen
in Klamath Falls, Ore., who is a mem-

ber of the LCA group.
The group is using COMFEN, a tool

from Lawrence Berkeley National
Laboratory, as its energy model and
is basing the research on a building
that is 10 feet wide, 9 feet high and 20
feet deep.
“We put this out there, but this could

change,” said Walker.
Regarding durability, the group de-

cided on a 30-year shelf life but cur-
rently is looking into this more,
including a review of existing data.

“Curtainwall is another area we have
to wrestle with more,” said Walker, who
added that for now the document does
not include doors.
The associations hope to have a

working document complete this
summer. 
Future tasks of the group include

performing an LCA study, developing a
consumer-facing label for big-box
stores, and planning a meeting with re-
tailers with an example or a consumer
label to gain feedback.   �
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ContractGlazing

Former ASI Employee Seeks 
Class Action Suit Against Company

A former employee of ASI Ltd. in
Whitestown, Ind., has initiated
a class action complaint

against the company alleging that he
and others were released from the
company due to a plant closing but
without proper notice required under
the Worker Adjustment and Retraining
Notification (WARN) Act. Andrew
Shepherd filed the suit “on behalf of

himself and a class of those similarly
situated” in the U.S. District Court for
the Southern District Court of Indiana
in late March.
The plaintiff alleges that he was an

ASI employee until he was terminated
as part of or as a result of a plant closing.
“As such, the defendant is liable under
the WARN Act for the failure to provide
the plaintiff and the other similarly sit-

uated former employees at least 60 days’
advance written notice of termination,
as required by the WARN Act,” alleges
the complaint.
“On or about December 22, 2011,

defendant ordered the termination of
the plaintiff ’s employment together
with the termination of approximately
200 other employees who worked at or
reported to the facility as part of a
plant closing, as defined by the WARN
Act, for which they were entitled to re-
ceive 60 days advance written notice
under the WARN Act,” continues Shep-
herd’s complaint.
He further alleges that ASI “failed to

pay [him] and the other similarly situ-
ated employees their respective wages,
salary, commissions, bonuses, accrued
holiday pay and accrued vacation for
sixty (60) days following their respec-
tive terminations and failed to make
401(k) contributions and provide them
with health insurance coverage and
other employee benefits.”
Shepherd is seeking unpaid wages,

salary, commissions, bonuses, ac-
crued holiday pay, accrued vacation
pay pension and 401(k) contributions
and other ERISA benefits that he al-
leges would have been covered and
paid under the “then-applicable em-
ployee benefit plans had that coverage
continued for that period, for sixty
(60) working days following the
member employee’s termination.” He
also is asking for attorneys’ fees and a
trial by jury.
Neither ASI’s counsel, nor officials at

ASI, had responded to requests for
comment at press time. 
ASI suspended operations on De-

cember 22, 2011, and allegedly resumed
operations with new financial backing
in mid-January.   �

International Painters Group Sues
City Glass & Mirror, CBO Glass

The International Painters and Allied Trades Industry Pension Fund has
filed complaints against both City Glass & Mirror in St. Petersburg, Fla.,
and CBO Glass of Alden, N.Y. Both suits were filed in late March.

The Fund alleges that City Glass had labor contracts with local labor unions
or district councils affiliated with the Fund, and had agreed “to make full and
timely payment on a monthly basis to the Funds, as required by the Labor Con-
tracts, Trust Agreement and plan documents,” according to the complaint. 
The company further alleges that City Glass “has failed to pay amounts due

under the Labor Contracts, Trust Agreements and Plan from July 2010 through
December 2011 in at least the sum of $51,815.76.”
City Glass officials declined to comment. At press time, the company ap-

peared to still be actively in business.
The suit against CBO Glass includes two of the company’s officials, Gilbert

DiMaio, president and CEO, and Paul F. Hogan, principal, and alleges that the
company has “failed to pay amounts due under the Labor Contracts, Trust
Agreements and Plan.”
“In order to resolve a delinquency, on or about November 14, 2011, Lawrence

Gildersleve, vice president and CFO of CBO Glass, signed a promissory note on
behalf of the companies pursuant to which the funds and companies agreed
that the companies owed the fund $319,650.42 in contributions, interest and
liquidated damages for the period of May 2011 through August 2011,” alleges
the complaint. “ … Companies defaulted on the note by failing to submit the
settlement installments and by failing to submit remittance reports and contri-
butions for the period of December 2011 through February 2012.”
CBO Glass was ranked No. 7 on the recent USGlass list of top contract

glaziers (see related story in March 2012 USGlass, page 24). CBO officials had
not responded to requests for comment at press time.
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SolarWatch

PPG Upgrades Coater to Enable 
Manufacture of Solar Products

Acoater at PPG Industries’Salem,
Ore., glass plant is being up-
graded to enable the manufac-

ture of Solarphire AR anti-reflective and
2XAR two-sided, anti-reflective glasses.

PPG’s vice president of flat glass,
Richard A. Beuke, says investment in
the Salem factory, along with new pro-
duction of ultra-high light-transmis-
sive glass at its Fresno, Calif., factory, is
part of the company’s commitment to
serving the West Coast’s growing solar
power industry.

“With the new capabilities at Salem
and Fresno, we can now produce So-

larphire PV (photovoltaic) glass at
Fresno, then ship it to Salem for the ad-
dition of an anti-reflective coating,”
Beuke says. “That enables us not just to
accelerate internal production, but to
respond more quickly and with a
broader range of products to solar in-
dustry customers throughout the west-
ern U.S. It also enables solar customers
to further reduce the carbon footprint
of solar cell manufacturing.”

The Salem plant will be expanded
and workers added to accommodate in-
creased production volume. “We are
very pleased to be adding to our work-

force the kinds of green jobs this coun-
try needs to help improve the economy
and further reduce our dependence on
foreign oil,” Beuke adds.

Scott Follett, global director/Solar
Performance Group, says that shifting
part of the company’s solar glass pro-
duction from the East Coast to the West
Coast will make it easier for customers
to manage their production and inven-
tory requirements. “Our goal is to fulfill
most standard and in-stock orders for
Solarphire PV and Solarphire AR
glasses by the next day in California,
Arizona and Nevada,” he says.   �
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ICC Publishes 2012 International
Green Construction Code

The International Code Council
published the 2012 International
Green Construction Code (IgCC)

in April. The new model code addresses
the construction and remodeling of res-
idential as well as commercial structures.
The code cites 46 ASTM International

standards covering various aspects of
building construction and incorporates
the 2011 version of Standard 189.1 as an
optional path to compliance.
The IgCC was developed by ASTM

International, the American Institute of
Architects, ASHRAE, the U.S. Green
Building Council and the Illuminating
Engineering Society. 

Several industry officials have pre-
dicted that the release of the IgCC could
increase energy performance require-
ments for the glass and glazing industry.
“The glass and glazing industry will

need to comply with increasingly more
stringent energy performance require-
ments around U-value and solar heat
gain coefficient,” says Valerie Block,
senior marketing specialist at DuPont
Glass Laminating Solutions in Wilm-
ington, Del. “We are seeing insulating
glass units specified more frequently in
South Florida—one of many examples
where the glass configuration is chang-
ing to exceed the minimum energy re-

quirements of glazing.”
However, the impact of the code on the

industry will depend on how broadly it’s
adopted, according to Jeff Inks, vice pres-
ident of code and regulatory affairs at the
Window and Door Manufacturers Asso-
ciation in Washington, D.C.
Right now the IgCC is not widely

adopted, according to Inks. “That could
or will change depending on how
broadly it’s eventually adopted and how
it is applied,” he says. “For example, as
an option for meeting other high-per-
formance objectives that a state or local
jurisdiction may have in place, or as a
mandatory requirement for some or all
buildings in jurisdiction.”
In the immediate term, the 2012

IgCC probably has a more substantial
impact as a codified benchmark for
green construction requirements, es-
pecially for energy, according to Inks.
“For fenestration, that’s 10 percent
more stringent than the 2012 IECC
under the prescriptive path,” he says.
“The performance path is much less
predictable and more varied from proj-
ect to project. The type of fenestration
that will be required or specified will
be based on predictive modeling for
whole building energy use. So it will
vary from building to building.”
The IgCC can be used in conjunction

with the other I-codes for new and ex-
isting buildings, according to Block.
“While the new ‘green’ code does not re-
place the other I-codes, it incorporates
the basic focus areas of the Leadership
in Energy and Environmental Design
(LEED) rating system into code lan-
guage that can be enforced by building
officials,” she says. “As state and local ju-
risdictions adopt the code, we are likely
to see more and more emphasis on sus-
tainable building design.”   �

ASTM International of West Conshohocken, Pa., and the National Institute
of Building Sciences (NIBS) of Washington, D.C., recently signed a mem-
orandum of agreement (MOA) to work together to publish a building en-

closure commissioning process that will follow ASHRAE Guideline 0: The
Commissioning Process.

“Building Enclosure Commissioning is the next progression in giving the owner
(purchaser) a higher level of confidence that they will receive a product that they
expected to receive,” says Stanley Yee, building enclosure consultant with The
Façade Group in Portland, Ore.

The memo aims to incorporate all building commissioning activities into a
whole building commissioning process, according to information from the
American Society for Testing and Materials (ASTM) and NIBS. The groups are
aiming to develop a process that “ensure[s] that exterior enclosures meet or
exceed the expectations of owners’ project requirements.”

The Glass Association of North America of Topeka, Kan., will partake in the
commissioning process. “GANA has formed a task group to look into the build-
ing enclosure commissioning process and to work in conjunction with the in-
dustry standard making bodies,” says Urmilla Jokhu-Sowell, technical director.
“With this new MOA between ASTM and NIBS, GANA will seek the opportunity
to work with the development of these standards.”

Codes&Regulations

ASTM and NIBS Work Together 
on Building Commissioning
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Shortcuts—they happen in
every industry and trade. The
disreputable try to save a buck

and skip a step, or substitute a product,
betting that no one finds out. 

“I think in today’s economy proba-
bly 50 to 70 percent of what I see has
been short-cutted—or maybe a bet-
ter word is short-changed,” says one
contract glazier who preferred not to
be identified in print due to the sen-
sitive nature of the issue. “It just
comes with the competitive nature of
the world today. Everybody’s looking
for an edge and the definition of an
edge is a competitive edge. How do
they get a few more dollars out of the
job to make them get more out of the
job or put themselves in a position to
be the low bidder?”

Sometimes, whether or not short-
cuts are taken depends on how the job
was obtained, according a team of ex-
perts with whom USGlass consulted
for this article. “The negotiated job

typically doesn’t see as many shortcuts
or deletions as the hard-bid job will,”
says one. “That’s not to say that the
glazing contractor who has negotiated
a job won’t end up taking shortcuts—
but it’s probably not as common.”

The Shortcuts
Though industry experts say short-

cuts can occur in a myriad of ways, fol-
lowing are a few of the most common
ones and most egregious ones:

A non-specified or unequal
product is substituted for a spec-
ed one. This can occur with glass,
components and more. Sometimes
this might lead to a code violation,
but often not. For example, a job
might be specified with a given alu-
minum manufacturer’s doors yet
nonspecified doors substituted. De-

cals have even been known to be
used on a nonspecified door to give
the impression that the specified
door was used, according to experts. 

Undersized glass. This shortcut is
quite common, according to our ex-
perts. In some cases, a thinner glass
product might be used than what is
called for, or perhaps lighter and eas-
ier to handle. “It’s common because
it’s hard to catch,” said one of our
team members.

Misapplication of materials. An ex-
ample of this might be using storefront
materials in an application where a big-
ger section of curtainwall should have
been used, because it’s cheaper and eas-
ier to fabricate. Even though a system
failure can result, this happens with
more frequency than you might expect,
according to experts.

You’re playing with fire. You only 
have to get caught once or twice.

“Tricks” of the Trade
Think Unethical Glaziers 

Can’t Outsmart Architects? 
Think Again

by Penny Stacey

C o m m e n t  
O n  T h i s  S t o r y

www.usglassmag.com/de/0512p24

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

http://www.usglassmag.com/de/0512p24
http://www.usglassmag.com
http://www.usglassmag.com
http://products.usglassmag.com
https://www.cdsreportnow.com/renew/now?USG
http://www.usglassmag.com/digital


www.usglassmag.com May 2012  |   USGlass, Metal & Glazing 25

Material substitution. This can in-
clude caulking, sealants, specified
backer rods, undersized fasteners, or
even not using enough or proper fas-
teners, according to experts. These can
be very expensive on a large-sized jobs.
For example, a glazier may place a fas-
tener every 24 inches instead of 12, sav-
ing a great deal in expense, but at what
cost to the final product?

Unreinforced mullions. One expert
recalled a situation in which he in-
spected a building that was only about
10 years old and having a repeated
problem with broken glass. “There was
a piece of steel that was supposed to be
running through the vertical mullions,”
recalls the expert. “I was able to pry it
open and there was no steel in there. I
started doing some calculations with
the engineer and found that the glass
that had been installed less than 10
years prior was not to code and nor
were the frames.”

This particular shortcut led to a
major repercussion. Since the alu-
minum mullions hadn’t been rein-
forced, they blew in and broke all this
glass. “For sure the steel mullions
would not have deflected and caused
this unbelievable amount of breakage,”
he said.

Who’s the Culprit?
If shortcuts are happening this com-

monly, who is taking them? 
Experts suggest it likely occurs

among a small group of unethical glaz-
ing contractors, though sometimes
those who are struggling are more
prone to take shortcuts than others.
Similarly, on smaller jobs, there are

fewer parties double-checking one an-
other than on a large-sized job.

“It’s a lot tougher on a large, sophisti-
cated project to get away with any-
thing,” says one expert. “It’s the small,
quick-turn, no-consultant, no-repre-
sentatives-involved jobs where these
things often occur.”

The Bottom Line
Despite possible repercussions, why

do these things occur? One is a feeling
among some glaziers that today’s codes
are excessive and such shortcuts only
right a wrong. Experts suggest that
some glazing contractors might think,
“We’ve never done it that way before
and we’ve never had a problem,” lead-
ing them to take shortcuts.

Some have attributed the desire to
take shortcuts to pressures from gen-
eral contractors and architects.

Why does anyone
cheat? Usually it’s 
for financial gain.

continued on page 26
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One Puerto Rico-based contract
glazier says if he is asked by a general
contractor to take a shortcut, he makes
a request of his own. “We tell the gen-
eral contractor that we will do whatever
he wants (sometimes), if he gets the
changes approved by a licensed
professional in the Commonwealth
of Puerto Rico,” he says. “We always
state that we are not architects nor
engineers, and that this must be
done by an independent party.”

But ultimately, one expert sug-
gests plain-and-simple shortcuts
usually are undertaken by the glaz-
ing contractors themselves.
“There’s a pressure to be more

competitive, but I don’t think the archi-
tects and general contractors are say-
ing, ‘take shortcuts and do something
inappropriate,’” he says.

One expert offered a warning to
those who succumb to the shortcut
temptation: “Your sins are going to
find you out,” he says. “You’re playing
with fire. You only have to get caught
once or twice.”   �

Penny Stacey is the editor of
USGlass magazine. She can be
reached at pstacey@glass.com.
Read her blog at
http://penny.usglassmag.com,
follow her on Twitter @USGlass,

and like USGlass Magazine on Facebook to
receive the latest updates.

“Tricks” of the Trade
continued from page 25

Though shortcuts are rare, some
experts say they happen more than
you might expect.
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While the price of raw materi-
als used to manufacture
glass has gone up over the

years, the Bureau of Labor Statistics
(BLS) data shows that the price of float
glass has not gone up proportionately.
Recently, cerium oxide, one of the 17
rare earth minerals used to polish glass,
also has been in short supply (see
March USGlass, page 34), but the end
users of glass have not been affected by
the dearth. 
The Producer Price Index—a U.S.-

based BLS survey—for specialty glass
in 2002 was 129 and in 2011 was
138.1, an increase of approximately 7
percent in 10 years. The export price
index of glass and glass product man-
ufacturing went up 0.6 percent from
2005 to 2011, while the import price
index of went up 16.1 percent from
2005 to 2011.
According to industry experts, glass

prices have remained the same much
longer than before 2002.
“From 1967, the price of twin-ground

plate glass, equivalent of float glass
today, is the same price as glass is

today,” says one float glass manufactur-
ing representative who wished to re-
main anonymous. “The price of glass
has not changed in 47 years.”
What is the reason behind this seem-

ingly unnatural price trends? It is basic
economics, professionals say.
“Our specialty glass commodity

index shows an 8.7 percent increase
from January 2002 to December 2011,”
says Maria McLemore, industry analyst
for specialty glass at Producer Price
Index, BLS. “Most of this 8.7 percent
comes between 2002 and 2008. The
index slid in 2009, and has since recov-
ered, albeit slowly. The preliminary De-
cember 2011 number is roughly
equivalent to the November 2008 peak.”
The economic issue at play here is

the housing boom and its subsequent
bubble, according to McLemore. “Spe-
cialty glass products include glazed, in-
sulated, and tempered flat glass used
primarily in construction,” she explains.
“Pre-crisis, strong demand for both res-
idential and nonresidential building
construction allowed for higher price
levels, and the index rose quickly. This

is really reflected in the 2005-2008
numbers. However, when this demand
weakened, glass prices were forced
down off their peak, and, without a
large recovery in demand, have re-
mained depressed since.”
Lyle Hill, managing director of

Keytech North America, agrees.
“I believe it is a simple case of supply

and demand,” Hill says. “Supply has con-
tinued to go up globally and demand
has stagnated and/or gone down. And
once you crank those float lines up, you
really don’t want to shut them down.”
Michael Collins, managing director,

building products, with Jordan Knauff
and Co. of Chicago, says while supply
and demand is one answer, there could
be a few other reasons as well.
There are three primary compo-

nents of the cost of goods sold: the
material used in the product, the labor
to assemble the product and the over-
head to maintain the facility in which
the product is made, Collins says. “If,
as has been the case in the glass in-

continued on page 30

Flat Line
Despite Increases in Raw Material Prices and Fuel 
Surcharges, Glass Prices Remain Relatively Unchanged
by Sahely Mukerji

C o m m e n t  
O n  T h i s  S t o r y

www.usglassmag.com/de/0512p28

Year Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Annual
2002 128.7 128.5 128.6 128.6 128.6 129.4 129.4 129.4 129.2 129.1 129.0 129.2 129.0
2003 129.1 128.9 129.0 129.1 128.7 128.7 128.4 128.4 128.1 128.1 128.3 128.5 128.6
2004 128.6 128.7 128.9 128.9 128.4 128.0 127.8 128.4 128.5 128.1 128.7 129.0 128.5
2005 129.7 130.3 131.0 131.0 130.9 131.0 131.5 131.6 131.7 132.1 132.7 132.7 131.3
2006 133.1 133.1 133.2 133.2 133.8 134.2 134.5 134.6 134.5 134.7 135.2 135.2 134.1
2007 135.6 136.2 136.1 136.0 136.3 135.8 136.2 135.7 136.1 134.9 134.8 134.9 135.7
2008 135.6 135.2 135.2 134.4 134.7 135.1 137.6 136.6 137.2 137.7 140.0 139.7 136.6
2009 139.2 138.0 138.3 138.3 138.6 137.2 136.8 137.6 137.6 137.2 137.0 134.7 137.5
2010 135.0 134.9 135.2 134.2 134.3 134.3 134.2 134.2 135.7 136.3 136.8 136.1 135.1
2011 136.9 136.9 136.8 137.0 137.0 137.2 138.2 138.6 139.6 140.3 140.0 139.9 138.1
2012 140.7 140.9 141.6

Producer Price Index for Specialty Glass

Source: Bureau of Labor Statistics
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dustry, the cost of these underlying
components has gone up without an
increase of the same magnitude in the
final product price, there are numer-
ous possible explanations,” he says.
“The first is the possibility that in-
creased competition in the segment
has required companies to maintain
pricing, despite cost increases, mean-
ing that their profitability is lower.”
Bob Brown, principal of Robert L
Brown and Associates in Martinsville,
Va., is of a similar opinion and says
that the first and most important rea-
son for the depressed raw glass pricing
is “the level of competition within the
domestic marketplace. Numerous fac-
tories for raw glass production have
‘hatched’ in the world and also in
North America,” he says.
When considering competition from
around the world, influence from Chi-
nese manufacturers is a major factor if
looking at a more long-term picture be-
yond a decade, McLemore says. “The
Chinese flat glass industry has been
growing very quickly; so quickly, in fact,
that they’ve had major capacity issues
over the last few years,” she says.“Amer-
ican suppliers that formerly had large
Chinese client bases have seen a large
part of their business disappear as the
Chinese industry has grown.”
Further contributing to the over-sup-
ply issue were the fabricators. They
added to the excess competition and
capacity, and consequently, helped keep
prices low. Many of the fabricators’ cus-
tomers also started fabricating glass
and led to an excess of capacity in the
lagging market, Brown says. “The num-
ber of temperers and laminators now
producing and marketing products in
the North American market is stagger-
ing to me,” Brown says. “And now we see
mergers, acquisitions and idle equip-
ment in many areas of our country. I ex-
pect that is true in Europe, also, [and]
likely to become true elsewhere in the
world. There are even producers
of proven production equipment that
are now gasping for new business and
new products in this industry.”

History of Glass
Manufacturing in the U.S.
The U.S. flat glass market was not al-
ways over-populated with suppliers,
Brown says. It used to be a small group,
a fraternity, of identifiable companies.
“Most of the marketing was through
the ‘selected’ glass dealers across the
U.S., who were known as ‘jobbers’ or
‘distributors,’ the direct factory buyers,”
he says. “The Flat Glass Manufacturers
Association (previously known as the
Flat Glass Jobbers Association) was
composed of a group of these large and
well-financed glass distributors. Most
small or independent glass dealers in
the domestic market bought their
main product—flat glass—through
the jobbers as they were generally not
able to buy direct from the prime do-
mestic producers, then Libby Owens
Ford or PPG [Industries].”
Then, along came Ford Motor,
Guardian Industries and American
Saint-Gobain in the U.S. market with
extra capacity to sell and the larger pro-
ducers and distributors had to change
their concept of marketing glass, ac-
cording to Brown.
“In 1960, Guardian Industries was
not a glass producer, but rather a small
automotive glass fabricator,” Brown
says. “AGC’s predecessor in North
America was American Saint-Gobain,
which had just started a new ‘plate glass’
line in Greenland, Tenn., while most
of the majors had bitten the bullet and
were converting to a more efficient way
to produce flat glass with the Pilking-
ton float process.”
The flat glass plants were then ca-
pable of producing larger volumes of
raw glass in less time than with plate
glass and with equal or better quality,
Brown says.
The float glass manufacturing
representative agrees on the effi-
ciency factor and says that it has
been a factor in keeping the prices
down. “The process of float glass
has been very efficient and the cost
of entry into the business wasn’t
terribly high,” he says. “The old

processes of sheet glass were very in-
efficient. So the price of glass was sta-
ble, because it was substituting [for]
inefficient glass [manufacturing].”

Reasons Other
Than Economics
Competition aside, a hankering for
higher efficiency and automation also
has added to the lowering of glass
prices, Collins says. For example, “if I
am running a more energy-efficient
process, however, I will be using fewer
cubic feet of natural gas and may actu-
ally experience a lower energy cost,” he
says. “With regard to labor, companies
have implemented more electronically
controlled, automated processes, which
allow them to produce the same
amount of glass with fewer employees.
Old, inefficient plants have been closed
down in favor of more efficient plants
capable of producing the same output
at a lower cost.”
More efficient production methods,
such as reducing the amount of waste
when switching from the production of
one type of glass to another, would be
another reason to keep prices low,
Collins opines. “These aren’t mutually
exclusive and the cause could be a com-
bination of all three,” he says.
At the end of the day, “while the do-
mestic glass industry has not been a
beacon of doing things right in trying
economic times, it has seen such ex-
plosive growth in capacity and diver-
sity of producers that the pricing level
for raw and fabricated products has
eroded as compared to other con-
struction industry products,” Brown
says. “I believe there is always a ‘reset-
tlement of the industry norms’ based
on supply and demand for those
products.”   �

S a h e l y  M u k e r j i is the
news editor of USGlass
magazine. She can be
reached at
smukerji@glass.com.

Flat Line
continued from page 28
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IT’S DESIGNED

FOR PEOPLE.

       Only SageGlass allows you

to electronically tint your windows

to dynamically control sunlight,

glare and temperature.

       It’s cooler. It’s more energy

e:  cient. And it opens up a new 

world of possibilities for people-

centric spaces. 
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Visit sageglass.com or call 877.724.3325
to learn more about this brilliant glass.

To see more photos of beautiful 
buildings using SageGlass, 
scan the code

VISIT US AT THE AIA 2012 
NATIONAL CONVENTION AND DESIGN EXPOSITION
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This month, companies from across the nation gather inWashington,D.C., to
show off their latest wares to the nation’s leading architects during the annual
American Institute of Architects’ (AIA) Expo, May 17-19. Among these are

several glass and glazing suppliers displaying their latest glass options, new tech-
nologies and more.
Read on for an overview of what is on display at the event. 

T h e  
L a t e s t  
L a u n c h e s

ARTACO Launches Complete Line 
of Railing Components and Systems  
ARTACO Railing Systems, formerly Taco Railings, a division of Taco Met-

als Inc., is debuting its complete line of glass railing systems. 
“ARTACO glass railing systems represent a unique opportunity meeting

industry demands for more comprehensive manufacturing and installa-
tion solutions that translate into real profits,” says Jon Kushner, president of
Taco Metals Inc.  
The company offers systems that contain products such as balusters,

brackets and fittings, as well as in-fills of glass, rod, cable or other materi-
als. All products meet international standards and can be shipped and de-
livered almost immediately, according to the company.
��� www.artacorailing.com

Tubelite Expands Blast Line
Tubelite has expanded its ForceFront Blast cur-

tainwall and entry door systems for high-perfor-
mance, high-security projects seeking blast-hazard
mitigation in low- and mid-rise applications. The
systems include nominal 1-inch insulating glazing
with a SentryGlas Plus Interlayer. The products are
manufactured using EcoLuminum, a high recycled-
content aluminum billet composition with eco-
friendly, durable finishes.
��� www.tubeliteinc.com

An Overview of 
the AIA Expo in 

Washington, D.C.
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Teks Select is Now 
ICC-ES Evaluated
ITW Buildex introduces Teks Select, a se-

lectively hardened fastener with new ICC ap-
proval. Teks Select self-drilling structural fasteners offer Grade 5 performance,
are quick to drill and tap, and offer few stalls, according to the company.
��� www.itwbuildex.com
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www.usglassmag.com/de/0512p32

Watch for
Video Coverage
Scan the tag below with your

mobile phone to visit
www.USGNN.com™ and
view our daily video cover-
age right from the show floor.

Get the free mobile tag
reader at http://gettag.mobi.
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PPG to Debut 
Glass Possibilities
PPG Industries has unveiled two new

high-performance architectural glasses.
One of the new glass products the com-

pany is introducing is a passive-solar, low-
E glass with improved U-values that is
engineered for commercial buildings in
heating-dominated climates. The other is a
high-performing low-E glass with a steel-
gray aesthetic designed to offer solar control and visible light transmittance.
In addition, PPG is displaying Solarban 72 Starphire glass, a solar control,

low-E glass with a light-to-solar-gain (LSG) ratio at 2.38; Solarban R 100
glass, a neutral-reflective, solar control, low-E glass with a 1.79 LSG ratio; and
Solarban 70XL glass, a triple-silver-coated, solar control, low-E glass. 
��� www.ppgideascapes.com 
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Guardian Displays Latest
Guardian Industries is displaying its re-

cently launched SunGuard Photovoltaic
Glass Units (PVGU) for commercial
buildings, on which it is working with
Pythagoras Solar. The units combine en-
ergy-efficient windows with high-effi-
ciency solar panels and include a low-E
coating in an effort to optimize daylight-
ing, increase energy efficiency, and gen-

erate electricity to meet the needs of a building.
In addition, the company features its SunGuard SNR 43 and SunGuard IS 20.

SunGuard SNR 43 is a new glass coating for commercial applications that of-
fers a high light-to-solar gain ratio and low solar heat gain coefficient (SHGC).
IS 20 is the company’s first commercial interior surface coating for glass, pro-
viding cost efficiency and performance. 
��� www.guardian.com

Double Duty
Kawneer and Traco are showcasing several

products and solutions with their combined ex-
hibit space, including their newest ultra thermal,
sun control and window offerings.  Kawneer will
also offer a 60-minute continuing education op-
portunity on the show floor. 
Among the products on display is the Versoleil

SunShade platform with the Versoleil Outrigger option
for curtainwall and storefronts. Pre-engineered for multiple
Kawneer systems, the design offers versatility in both form and function,
according to the company.
The Traco NX-4000 Series thermal window also is being shown. The win-

dow offers an energy-efficient projecting window solution with the dis-
tinctive and historic look of a hung window.
��� www.kawneer.com
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Aluflam offers true extrud-
ed aluminum doors, win-
dows and walls which are 
fire-rated for up to 60 min-
utes. These systems blend 
perfectly with non-rated 
storefront and curtain wall 
systems with clear glass 
and extruded aluminum 
profiles. Specifying Aluflam 
allows you to provide fire 
safety while reaching for 
your design goals.

Visit www.aluflam-usa.com

15551 Industry Lane 
Huntington Beach, CA 92649
Ph: 714.899.3990 
Fax: 714.899.3993
E-mail: info@aluflam-usa.com

Fire-rated aluminum window  
and door systems

Grace under fire.

VISIT US AT THE AIA 2012 NATIONAL
CONVENTION AND DESIGN EXPOSITION

It’s a Bird, It’s a Plane … 
It’s SuperLite II-XL

Safti First has partnered with PPG Industries to
offer SuperLite II-XL with Starphire Ultra-Clear
Glass. The product is designed to provide maxi-
mum fire and impact safety with hose stream
from 45 to 120 minutes while meeting ASTM E-
119 requirements. The addition of Starphire Ultra-
Clear Glass by PPG to SuperLite II-XL allows
architects to create safe, fire-rated spaces with clar-
ity and transparency, according to the company.
��� www.safti.com

Control the Sun with SageGlass
SAGE Electrochromics is displaying its SageGlass,

an electronically tintable glass for windows, sky-
lights and curtainwalls. The glass tints automati-
cally or on demand to respond to changing sunlight
and heat conditions, according to the company. 

SageGlass can enable users to control sunlight
and heat without shades or blinds, maintaining both the view and connec-
tion to the outdoors while also reducing energy consumption. The glass can
be used in commercial, institutional and high-end residential applications.
��� www.sageglass.com
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Renovate It
J.E. Berkowitz features its Renovate by Berkowitz LLC Platinum Series

window retrofit technology. The system uses an interior glazing method of
hermetically sealing a factory-made insulating glass unit to the existing
monolithic glass window with a warm-edge triseal spacer. Company offi-
cials say the system maintains the look of an existing exterior building
façade while also providing energy savings.
The Platinum Series features PPG’s Cradle-to-Cradle-certified Solarban

and Sungate low-E products as options. The system comes with a 10-year
material warranty and a two-year labor warranty.
��� www.jeberkowitz.com
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The 
Latest 
Launches
c o n t i n u e d  f r o m  p a g e  3 3

Luxar Anti-Reflective 
Glass on Display

Glas Troesch, with McGrory Glass, Inc.,
is showing its anti-reflective glass and other
high-tech coated flat-glass product lines. 

Company officials say the product is
nearly imperceptible with a visible light
reflectance of below 0.5 percent, thus
eliminating glare and haze. 
��� www.mcgrory.comBo
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To the Point
Viracon has introduced ClearPoint, a

point-supported insulating glass system
that increases the transparency of glass
façades. The system was engineered to
provide building designers with greater
flexibility and to allow architects to max-
imize sight lines and enhance aesthetics,
delivering a clean, contemporary look
both inside and out.
Additionally, Viracon officials say

ClearPoint reduces the amount of fram-
ing material making contact with the
glass, providing an elegant result for
building interiors and exteriors. The sys-

tem also can be used with a low-E coating and/or silk-screen options. 
The system comes with a 10-year limited warranty and a heat soak cer-

tification, according to the company.
���www.viracon.com

Visit USGlass Magazine at AIA
Be sure to stop by Booth #821 to say

hello to the staff of USGlass magazine and
its sister publication, the Architects’ Guide
to Glass and Metal. 
��� www.usglassmag.com   �
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Linetec Releases 
Guide Specification
Linetec has published a new guide

specification for factory-applied metal
finishes. “Section 05 0513 Shop Applied
Coatings for Metal Three-Part Guide
Specification” is available for download
from the company’s online Architect Resources section.
Prepared according to the principles of the Construction Specification Insti-

tute and Construction Specifications Canada (CSI/CSC), the guide specifica-
tion reflects MasterFormat titles and numbers as of April 2011, according to
the company. The six-page document also coordinates with Division 01 Mas-
terSpec to address various sections pertaining to both polyvinylidene fluoride
(PVDF) liquid paint coatings and anodize finishes for aluminum railings, met-
alwork, frames, louvers, sunscreens, roof and wall panels, doors and entrances,
windows and skylights, storefronts, curtainwall and more.
��� www.linetec.com
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T rulite Glass & Aluminum Solu-
tions was created through a
merger of Arch Aluminum &

Glass, ACI Glass Products (formerly Vitro
Architectural Products) and United Glass
Corp. under the ownership of Sun Capital
last July. Now, nine months later, the inte-
gration of the three under one consoli-
dated company is complete (see related
story in August 2011 USGlass, page 16).
Trulite CEO Jeff Leone recently took the
time to talk with USGlass (USG) about
the integration, both the company’s and
industry’s challenges, and what he sees
ahead for the economy.
USG: How has the integration gone?
Jeff Leone (JL): The integration is

over now. We’re back to doing business.
All of our locations are in a calm per-
spective and they’re out trying to delight
customers, making phone calls, making
great glass products. We’re really beyond
the integration. I would say the last six
months we’ve been very busy. The Trulite
team worked very hard. I am very proud
of how we got through the integration as
quickly and efficiently as we did and
we’re back to normal business. Our last
integration project is in Canada, where
we believe we’re creating the largest,
most professional glass fabrication cen-
ter in North America. I couldn’t put any
more adjectives on that. It’s going to re-

ally have the best equipment, the best
people, and [will be] one of the largest
centers in North America. We expect
from this site in Toronto to supply not
only all of Canada but maybe some of
the project work we do in the Northeast
of the U.S. So in line with all the other in-
tegration work we did, Canada’s going to
be marvelous and it’s our last project that
we’re just completing.
USG: There’s been a lot of disheart-

ening news in the industry of late,
such as the bankruptcy of Trainor
Glass (see related story in March 2012
USGlass, page 24). I understand you’re
one of the company’s creditors. How
does that affect you as a company?

JL: You know, I think the industry’s
still going through flux. We’re going to
deal with this together. We want our
contractors to get paid. That’s very, very
important because if their cash flow’s no
good, it’s going to affect fabricators. So
it’s in our interest that we all take qual-
ity work and we get quality jobs and we
get paid on time. We support our con-
tractors very much so that the building
owners and general contractors can’t be
holding up their money on a job well
done. We need to make sure that cash
flows so that we can take on the next job
and the next. So is the industry going to
see more of this? Yes, it will. Are we pre-

pared to deal with it with a very rigor-
ous process? Yes, but we’re also sensitive
that our contractor customers are in the
same soup and we want to help them as
much as we possibly can.
USG: Grey Mountain recently ac-

quired both Binswanger Glass and
Columbia Commercial Building
Products and the firm was one of
Arch’s suitors. Do you think you will
be competing against a similarly sit-
uated company in the future?

JL: I think it’s natural when an indus-
try that we invest in, when you see an in-
dustry in distress, people will try to look
and say, ‘is now the right time to buy?’
It’s like looking at a home in a neigh-
borhood you always wanted to be in.
Maybe the prices are right today. So are
more people going to try to invest in our
industry space? Probably. And Grey
Mountain is certainly a viable company,
a very profitable private equity com-
pany, and I’m sure there are going to be
other investments, but I want you to
know also that Trulite is not done in-
vesting. With our partners at Sun Capi-
tal we’re very active right now looking at
additional investments. We have a num-
ber on the board right now both in glass
fabrication and aluminum fabrication.
We expect Trulite to have more news in
the short term and to grow even more.

b y  P e n n y  S t a c e y

Consolidation Completion
Trulite CEO Looks Toward Future

We all want to be liked and we want the 
customers and the industry to like us, 
but we do have to make hard 
decisions in these times. 

—Jeff Leone, 
Trulite Glass & Aluminum Solutions
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We’re an active investor and we’re not
done with the platform. We’ve just built
it and we have ambitions to go further.

USG: The old Arch’s mantra
was “always your supplier, never
your competitor.” Is that still true
today for Trulite?

JL: Absolutely. That was a very smart
comment by Arch and we fully support
that as Trulite. We know the industry
space we’re in. We do not compete with
our customers. Binswanger, when we
bought Vitro, was strategically always
destined to be sold. It was a question of
when, and we were lucky enough to find
a partner to buy Binswanger. I think Bin-
swanger has got a great future with a ded-
icated owner that’s going to work on that
business. It’s going to be a great business.
But we aren’t going to own it because we
don’t want to be a competitor.

USG: There is a fair amount of neg-
ativity toward Trulite on the web and
a ton toward Sun. Any theories as to
why that might be?

JL:You have to remember that we have
had to change a number of people in key
positions and locations that people were
used to had to be closed in order to right-
size the business. We have to look back
and I have to worry about more than
2,000 employees that Trulite has and
their families. If I don’t build a solid fi-
nancial platform for them, I’m not doing
my job. I don’t like seeing the blogs any
more than any of us do. We all want to be
liked and we want the customers and the
industry to like us, but we do have to
make hard decisions in these times. And,
keep in mind, the reason we were buy-
ing these companies was because they
were bankrupt, they were dark, and all of
these people would have lost their jobs

had we not taken aggressive action.
Painful as it is, I think good business-
people make decisions and move for-
ward and I think we’ve done that.

USG: What do you think the aver-
age contract glazier will look like in
the future?

JL: I think the contract glaziers, like the
fabricators, are going to focus on service
and differentiating themselves by relia-
bility. For the contractor, a lot of that has
to do with project management. They
have to choose a fabricators that provide
great quality that they don’t have to worry
about, and then they have to manage
their projects very well. At the end, they’re
going to have to have a more robust
process to collect their money, because
we all know that’s a challenge today. I
think the glaziers that get through this
time are going to end up being truly ter-
rific companies because they’ve weath-
ered the storm. They will have fixed their
processes underneath, and they’re going
to be ready to handle the growth that the
industry’s going to see in a few years.

USG: Is there anything else you’d
like to tell our readers?

JL:First, I’d like to tell them that we ap-
preciate the opportunity and please give
Trulite a try—try the new Trulite out.
Come see our locations, meet our people.
It’s a new vibrant organization with
people that truly want to delight the
customer. That’s number-one. Num-
ber-two, this is a tough industry but
we’re all going to get through this
cycle. We’re probably looking at the
back end of this now and, as we
were a few years ago, we all need to
stay consistent, stay reliable to our
customers and our suppliers, and
we’re going to be just fine.

USG: A lot of what we’ve been
hearing is that 2012 is looking opti-
mistic—are you seeing signs of an
uptick as well?

JL:Yes, [but] it’s an uptick off a small
base. So, whenever you measure off of
how much the industry came down, are
we seeing it grow? Yes, but it’s still on a
relatively small scale. We just have to
keep that in perspective. But, you know
what, the industry will get back, if not
to the ’07-’08 levels, it is going to grow
again, so you don’t want to build your
whole culture of thought around stay-
ing at this low level. You have to build
processes that can handle the lift that
will occur, because you still have to stay
reliable to your customer when the
business picks back up, and it will pick
back up. 2012 may not be the magic
year; I’m thinking that in general, if you
look at residential and commercial to-
gether [in terms] of usage of glass, it
will be ’13 and ’14. But if you look at the
automotive industry, nobody would
have thought that they’d be selling as
many vehicles this year as they did a
couple of years ago. The construction
industry’s going to be the same way. Just
give us a couple more years.

USG: Thank you for your time.
JL: Thank you.   �

If you look at the automotive industry, nobody would
have thought that they’d be selling as many vehicles this
year as they did a couple of years ago. The construction

industry’s going to be the same way.  
—Jeff Leone, 

Trulite Glass & Aluminum Solutions

P e n n y  S t a c e y
is the editor of USGlass
magazine. She can be reached
at pstacey@glass.com. 
Read her blog at
http://penny.usglassmag.com,

follow her on Twitter @USGlass, and like
USGlass Magazine on Facebook to receive
the latest updates.
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The

rchitects graduating today
have plenty on their minds,
not the least of which is the
difficulty in finding work in
an environment where de-

sign queries remain occasional at best.
Glazing professionals may soon find on
their mind the differences in communi-
cating with today’s young architects ver-
sus more seasoned design pros. 

Generational experts insist there are
distinct differences in work ethic and
expectations between today’s “Millen-
nial” generation and the Boomers who
employ them, and understanding these
differences can smooth a relationship
already prone to bumps, such as the one
between architects and glazing con-
tractors. Aaron McDaniel, the author of
the Young Professional’s Edge blog, ad-
vises Boomers and Generation Xers to
“appreciate and channel a Millennial’s
energy, focus their creativity and use
their desire to gain experience to reach
your goals.” 

“I think in working with [young ar-
chitects], and trying to show them a lit-
tle bit of knowledge of how things can
be done, they tend to want to listen. I’ve

had very good responses from the ar-
chitects I work with,” says Craig Carson,
vice president of A1 Glass Inc. in Engle-
wood, Colo.

Carson knows a thing or two about
this area, as A1 recently hired a young
architect to serve as a project manager.
His son also is a fresh graduate from an
architecture program as well. If he had
to point to a chief difference between
the fresh versus the experienced archi-
tect, it’s the inevitable point: technology. 

In a recent post on the blog Tim’s
Strategy, McDaniel pointed out, “Mil-
lennials are accustomed to communi-
cating through multiple mediums …
Millennials are digital natives (as
MIT’s, Mark Prensky puts it), growing
up in a world of the Internet and mo-
bile phones. For those who are more
digital immigrants, it is important to
communicate in the way that Millenni-
als do. Even in a professional environ-
ment a text message or an email may be
just as effective as an in-person conver-
sation for a millennial (plus you will
have a record of what exactly was said).”

In architecture, that technological
ease becomes even more evident when

it comes to design drawings. 
“They draw everything in 3-D,” Car-

son marvels. “To them it’s just easier.
That’s their world now. They’ll draw
everything in 3D and bring it back if you
need an elevation or a floor plan. It’s re-
ally so much quicker for them to do that
than to try to draw a floor plan and then
an elevation and make sure they marry
these; they just go that way because
they’re comfortable with it,” he says. 

(Too) Tech Savvy
Paul Becks, executive vice president

of National Enclosure Co. in Pontiac,
Mich., would agree. “Newly graduated
architects have a very good grasp of 3D
technology and are generally more apt
to integrate virtual imaging into the de-
cision-making process, versus actual
model building and hands-on samples.
There is generally a higher level of com-
fort put into making decisions based on
virtual imaging,” he says. He notes that
as his company delves into the benefits
of new building information modeling
(BIM) software in the façade develop-
ment process, these young profession-
als are helping lead the way to “the

C o m m e n t  
O n  T h i s  S t o r y

www.usglassmag.com/de/0512p38

by Megan Headley

A

New
Generation
New
Generation
Working with Today’s 
Gen-Y Architects
Working with Today’s 
Gen-Y Architects

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

http://www.usglassmag.com
http://www.usglassmag.com/de/0512p38
http://www.usglassmag.com
http://products.usglassmag.com
https://www.cdsreportnow.com/renew/now?USG
http://www.usglassmag.com/digital


www.usglassmag.com May 2012  |   USGlass, Metal & Glazing 39

  

eventual goal of utilizing a common
shared building model.” Becks adds, “A
collaborative process should be pro-
moted by these young leaders.”

While the adeptness at utilizing in
vogue technology certainly can be a
benefit, it also can prove challenging for
the Boomers and Gen Xers looking to
keep up with one more trend. Of greater
concern, as Jayne Veile, vice president
of project management for Hilboldt
Curtainwall in St. Louis, points out, is
that this familiarity with technology
has the possibility of becoming a crutch
to these alumni. 

“[Young architects] have an enor-
mous amount of trust in today’s tech-
nology, more so than the ‘seasoned’
architect,” she says. “Today’s software
developers design their products to
have all the answers. The challenge is
when you encounter a creative architect
who comes up with new questions.”

Veile adds that the reliance on mod-
eling software poses its own challenges. 

“We are finding more projects being
designed with the new modeling soft-
ware, and yet the more sophisticated
the software the less information is on
the actual drawings. To clarify the con-
tract documents, numerous RFIs are
generated,” she explains. 

The thought has crossed Carson’s
mind as well. 

“I was talking at the Building Enve-
lope Contractors meeting (see April
2012 USGlass, page 36) to an architect
who works for a general contractor
about some of the guys they’re hiring.
They’re doing a lot of 3D modeling and
BIM and so forth in order to try to
make it more efficient to build. And you
know, a lot of these architects now come
from the school of ‘cut and paste’ in-
stead of trying to think about how
something goes together. In the old
days, before they would put anything
down on paper they would have to
think about it because they couldn’t
erase a lot of things. And I think that
actually makes them think through the
process a little better,” Carson says. 

Complex Detailing
For all the differences in communi-

cation between generations, there is the
more basic difficulty in communication
between architects and glazing con-
tractors to deal with as well. Frustrat-
ing as it may be that all architects don’t
come straight out of school knowing
where to use a storefront or a curtain-
wall, they do graduate with a basic
knowledge of a multitude of trades,
from glazing to electrical to HVAC.
Glazing contractors have the opportu-
nity to become a powerful resource in
further educating these young profes-
sionals anxious for experience. 

“They come out basically with a
‘book education’ and they need some
real-world experience,” Carson says. In
particular, he points out, “I think one of
the biggest concerns I have is that ar-
chitecture students tend to have more
art and less engineering, and so their
expectations of what can actually be
built are somewhat askew. For example,
thinking they can use storefront where
curtainwall goes. That’s an educational
process that maybe we as an industry
could do more in trying to insert our-
selves into the schools and offering our
skills while they’re in college.” 

McDaniel points out in his blog post
that it helps Millennials to know why
things work, not simply that they do.
“The whole ‘because I said so’ argument
does not sit well with Millennials,” he
writes. “They need to understand why
they are being asked to do a certain task
or why a goal was set the way it was.
Moreover, explaining how they will
benefit and gain experience from ful-
filling a certain task will allow you to
connect better with a Millennial and
foster better results from him or her.” 

In other words, helping to educate
these young architects can reap long-
term benefits down the road. And one

of the biggest areas in which these glaz-
ing contractors see education lacking is
when it comes to understanding the in-
tersections of systems. 

For example, as Veile says, architects
need to understand “how the installa-
tion of the glass needs to be coordinated
with the curtainwall system to meet air
and water infiltration requirements,
along with other performance require-
ments.” She adds, “Since a large portion
of our work is custom curtainwall, there
seems to be a teaching experience not
only for the architect, but building own-
ers and construction managers.” 

Carson agrees. “The people who eval-
uate the thermal efficiency of the build-
ing are looking at a wall elevation and
they’re looking at it in 2D—the wall has
this value, the wall system has this
value, and so forth—but they never
look at the intersections. There’s a huge
amount of energy that can be saved or
lost due to that detail,” he says. “We’ve
seen too many areas where the thermal
efficiency design of the wall doesn’t
match up to where the window wall is
and you get a cold spot in there. What
you have to do is show the architect,
through thermal modeling, how effi-
cient that wall is or isn’t depending on
where you place and marry the line of
the thermal pockets between the wall
and the glazing systems.” 

Becks believes that the most helpful
approach is to have these young archi-
tects come out of school knowing they
need to incorporate subcontractors as
resources to fill in their knowledge gaps. 

“It would be helpful if graduating ar-
chitects had a better understanding of
the complexities of modern facades
and the need to embrace processes
such as design-assist as a tool to allow
the development and integration of

continued on page 40
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more efficient and well thought-out
façade solutions,” he says.  

The Process and Product
When it comes specifically to glass,

the product is changing rapidly, mak-
ing education more important, but also
more difficult. 
“Right now the energy codes and

standards are really affecting the types
of glass we use,” Carson points out. “We’re
seeing different glass types now that
even two, three years ago we didn’t see.”
Becks finds that a glass education

often revolves around the manufactur-
ing process and the limitations that may
be imposed by the process. For example,
“the fact that any heat processed glass
will have compromised visual clarity. Ad-
ditionally, there is sometimes an unusu-
ally high standard of expectations for
glass edge fabrication standards, in par-
ticular for laminated glass,” he says.
“There are certain limitations due to ma-
chinery and product that will not allow
the standards to be met. If these young
designers have a better handle on the
manufacturing process, they will be bet-
ter suited to design within the limitation
parameters, and have less need to revise
designs to adjust to these limitations.”
Veile suggests that knowing what re-

sources are available can be the biggest
benefit to these still-learning architects.
“[They should] educate themselves on
the Glass Association of North Amer-
ica’s and glass manufacturers’ recom-
mendations. I would also stress to them
to talk to a curtainwall/glazing con-
tractor during design,” she says.
Providing resources for these learning

professionals now can later lead to a pow-
erful resource for glazing contractors.    �
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G lass TEXpo is known as the“Best Little Glass Expo in
Texas,” and this year it was just that, when attendees
and exhibitors gathered in San Antonio, Texas, April

12-13 for two days of education, networking and more. The
event was held at the El Tropicano Riverwalk Hotel.

E d u c a t i o n  T i m e
The event opened with a welcome from Deron Patterson,

vice president of the Texas Glass Association and senior ac-
count manager for PPG Flat Glass, Jerry Wright, president of
the Texas Glass Association and AAA Glass & Mirror Co., and
Debra Levy, publisher of USGlass magazine.

They were followed by David Crowe, chief economist for
the National Association of Home Builders in Washington,
D.C. Crowe offered an optimistic look at the current and fore-
casted economic and housing market.

“2012 will still be the stage setter—the year of getting our
act together,” he said. “2013 will be more robust.”

Mehran
Arbab, director

of glass science and technology
for PPG Industries, gave a keynote
address titled “Glass Buildings -
Partnerships in Innovation,” later in
the day.

He addressed a number of topics, in-
cluding daylighting.
“Daylighting is more than windows

within a room,” Arbab told attendees. “We
need to also have the ability to disperse light
within a room.”

He also discussed customer choice. “Having a portfolio
customers can choose from is important for the different re-
gions,” said Arbab.

Glass TEXpo™ Meets
Rave Reviews

Attendees participated in a number of informative educational sessions on everything from the economic outlook to
social media.
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RodneyWellbornof OldcastleBuildingEnvelope
in Santa Monica, Calif., provided a presentation
about impact-resistant glazing systems and what
must be considered when selecting these when
working with the International Building Code.
Jeremy Kaeding of Sage Electrochromics

in Faribault, Minn., offered a look at the solar
market and what’s in the future for this area.
Bernard Lax of Pulp Studio in Los Ange-

les addressed decorative glass and its many
uses, along with a look at past pitfalls and
how to avoid them.
Arlene Stewart with AZS Consulting and

Tracy Rogers with Quanex Building Products of-
fered their views on the green industry.

When it comes to green claims, Stewart told her audience
that “whoever is marketing the material has to have sub-
stantiation before the ad runs.” 
“When it comes to communicating, any qualifications or

disclosures have to be clear. It’s what you don’t say that can get
you into trouble,” added Stewart.
Doug Burns of Don Young Co. in San Antonio provided a

seminar about expanding into the window replacement mar-
ket as an add-on to glass sales.
In a session titled “Facebook + Twitter + Groupon! Oh

My!” Levy discussed the value of social media marketing
and how to combine a company’s social media content with
sharing through social networks to create marketing results.
Felix Lopez of the Texas State Energy Conservation Of-

fice addressed energy codes in the state and how they per-
tain to commercial windows, residential windows and
issues of enforcement.

USGlass columnist Lyle Hill, managing director of Keytech
North America, led a seminar about proper break-even
analysis. He stressed how crucial it is for a company to know
its break-even point—and how to calculate what this is
through detailed analysis.

A w a r d  a n d  H o n o r s
During the event, the Texas Glass Association, which co-

sponsored Glass TEXpo™ with USGlass magazine, presented
its Lou Green Award posthumously to Claudio Gonzalez,
founder and longtime president of Harlingen Glass in Har-
lingen, Texas. His daughter, Sandra Tovar, accepted the award
on his behalf.
In addition, one lucky attendee, Roberto Ramirez of Qual-

ity Reflection Glass Work in Laredo, Texas, was the winner
of a steel A-frame glass cart, courtesy of Unruh Fab. 

A t t e n d e e  T a k e a w a y s
Several attendees offered their thoughts toUSGlass as the

event came to a close.
“I was impressed with the quality of the exhibits and the

seminars. I learned a lot,” said Monica Duncan of Dallas-
based Alpha Glass & Mirror Co. Inc.

“The electrochromatics are probably the products I knew
least about, and the session we had [about that] was very in-
formative,” said Rick Churchill with B&B Glass Inc. in Dallas.
“Also some of the forecasts with where the market is going
with those products were very helpful.”
The Glass TEXpo is a biennial event and will be held again

in 2014. Next year, USGlass will co-sponsor Glass Expo
Northeast March 7-8, 2013, at the Hyatt Regency Long Island
at Wind Watch on Long Island, New York. In addition, Glass
Expo Midwest is scheduled for the fall of 2013, though the
dates have not yet been officially announced.   �

Glass TEXpo™ offered attendees a chance to see the latest
industry launches and meet with suppliers one-on-one.

Scan the Microsoft Tag at right to view a
video of Sandra Tovar’s acceptance of the
Lou Green Award on her father, Claudio
Gonzalez’s, behalf. Get the free mobile tag

reader at http://gettag.mobi.

Sandra Tovar (left), the daughter of the late Claudio
Gonzalez of Harlingen Glass in Harlingen, Texas, accepted
the Lou Green Award on her father’s behalf from Deron
Patterson (right), vice president of the Texas Glass
Association and senior accountmanager for PPG Flat Glass.
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D
esigning a structurally
sound, aesthetically pleas-
ing façade is the archi-
tect’s mission. Contract
glaziers take on the task

of installing the specified glazing sys-
tem in a manner that ensures sound
performance, while still maintaining
eye-catching appeal. This is not always
easy. Tie in the fact that architectural
drawings are becoming increasingly
complex and challenging—calling on
the glazing systems to perform like
never before—and it’s not hard to see
why some may shy away from struc-
tural silicone glazing (SSG), particu-
larly four-sided SSG (see related article
on page 44 in April 2012 USGlass). 

Fear not. Many sealant suppliers and
manufacturers offer both contract
glaziers and architects and abundance
of resources, help and information that
can guide them along the way.

Then and Now
When it comes to structural glazing,

much has changed over the past few
decades. Kevin Gerencser, vice presi-
dent of in-plant glazing solutions for
Tremco Inc., commercial sealants and
waterproofing division, says since his
company’s first structural glazing proj-
ect in 1977, he has seen the industry
mature and become more sophisticated
as both knowledge and confidence have
increased with using silicone sealants

to adhere glass to buildings.  
“This has resulted in a proliferation

of structural glazed systems through-
out the world,” says Gerencser. 

In addition, the increased use of spe-
cialty coatings on the contact surface
requiring primer, as well as more and
more impact and bomb blast require-
ments, has also come to the forefront. 

According to Doug Walker, vice pres-
ident of sales and marketing of the fa-
cades, fenestration, insulating glass
business unit for Sika Corp. North
America, structural glazing has become
one of the most popular methods of
constructing unitized curtainwall. 

“Once concerned, conservative sup-
pliers of conventional storefront and
curtainwall systems who were hesitant
about offering anything glued in place
now all offer standard two- and four-
sided systems that are available to the
general glazing community as opposed
to those ‘bold and dangerous’ pioneer-
ing days,” says Walker. 

Jon Kimberlain, application specialist,
high performance building solutions,
with Dow Corning, says one of the biggest
changes he’s seen has been the move from
site-glazing to unitized-shop glazing.

“Essentially, the glazing shop has be-
come a factory where many curtainwall
manufacturers now embrace programs
such as Six Sigma and lean manufac-
turing to make the structural glazing
process more productive and cost effi-

cient,” says Kimberlain. “Two-part
sealants that were introduced in the
early 1980s appear to play a strong role
in the transition as it has sped up the
process of glazing by having a structural
sealant that cures significantly in 24
hours versus one-part sealants that may
take more than three or four weeks.”

Andy Shives, Americas marketing
manager for Dow Corning, adds that
when properly engineered, fabricated and
bench-glazed SSG designs can help save
energy costs to heat and cool buildings.

“The market has seen the proven
performance is SSG, which has trans-
lated into more two- and four-sided
SSG projects,” says Shives.

Product Evolution
Just as design trends change so, too,

do products. Manufacturers are follow-
ing changing architectural façades and
developing, updating and improving
their products. 

“Other than the change in the early
1980s from an acetoxy-based silicone
to neutral-cure products, and the intro-
duction of a quick-cure, high-modulus
one-part, neutral-cure silicone for on-
site four-sided structural work, bomb-
blast and impact-glazing systems,
minor changes have been made to ex-
isting products,” says Gerencser. “These
[changes] improved handling charac-
teristics making them easier to use
without compromising their proven
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performance characteristics.”
He adds one major change, though,

was the introduction of a gasket weath-
erseal on unitized systems.  

“This virtually eliminated the need
to ‘swing stage’ the building once the
curtainwall was installed,” he says.

Walker says his company has also
modified and updated products. He
says they have developed new products
to meet the changing trends of new
metal finishes such as high PVDF-con-
tent paints and fast-curing one-part
and two-part cartridge systems for re-
placement and field installation work. 

Shives adds that his company has
also continued to update and improve
products. 

“We have SSG products for impact
resistance and protective glazing,” he
says, explaining that there are products
available today that provide more de-
sign freedom with increased movement
capability compared to some of the ear-
lier developments.

Questions Answered
While SSG systems have become

commonly designed and installed over
the past few decades, both contract
glaziers and architects alike still have
concerns. For example, Gerencser, says
these often relate to performance mat-
ters, such as the history of the product’s
usage in the field; compliance to ASTM
specifications; adhesion and compati-
bility testing; inspection and follow up
procedures; quality control on site and
in the plant; and warranties.

“Once the performance issues are ad-
dressed architects will focus on the aes-
thetics of the products, such as color,
while contractors concern themselves
with the delivery system (pump pro-

grams) and ease of applications, snap
time and in-plant follow ups by the
manufacturer to ensure consistent
quality,” says Gerencser.

Kimberlain adds that these questions
can run the full spectrum, depending
on how comfortable each party is with
structural glazing. 

“We still have architects who are doubt-
ful in the durability of structural glazing
even with the practice approaching 50
years,” he says. “Most discussions today re-
volve around sustainability and how
structural glazing plays a role over other
choices of glazing by providing a perime-
ter seal between the glass and frame to
help reduce or eliminate air infiltration ...”

According to Walker, most questions
relate to the support they will receive in
terms of testing, recommendations and
warranties.

“As structural glazing continues to
grow and designs evolve to incorporate
the use of more glass in unique ways,
the need for this support has become
even more critical,” says Walker. “A con-
cern has been compatibility between
products and the coordination of trades
installing them.”

Lean on Me
As a way to support contract glaziers

and architects, many sealant suppliers
offer a variety of resources and support
services. These include AIA-accredited
courses for architects, web-based learn-
ing systems, tech-service support,
drawing review and assistance, adhe-
sion and compatibility testing both be-
fore the job and during fabrication, as
well as application and testing proto-
cols for both the site and the plant.

continued on page 46

The Sapphire Tower in Istanbul, Turkey, was
structurally glazed with Dow Corning’s DC3362
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“For architects,engineers and consult-
ants we offer ongoing continuing educa-
tion programs as well as individualized
design and specification support,” says
Walker. “For glaziers we offer product
training, laboratory and field testing and
on site assistance as needed.”

According to Kimberlain, his com-
pany offers several different educa-
tional avenues.

“One is the publication of our
Americas Technical Manual, which
outlines the recommended practices
for successfully glazing with silicone
sealants and a key component in
achieving warrantable projects de-
sired by the glazier, architect and
building owner,” he says. “We have
been using webinars to deliver train-
ing to our channel partners to ensure
proper use and support of our prod-
uct. And we are always happy to pro-
vide individualized education

seminars to anyone interested in un-
derstanding the how’s and why’s of
structural glazing.”

And manufacturers all agree that
testing is essential. 

“It is critical with structural glazing
systems as you are adhering glass to the
building with a silicone bead,” explains
Gerencser. “Compatibility testing is un-
dertaken at the onset of the job to en-
sure the long-term performance of the
system is not compromised by products
in contact with each other, negatively
affecting each other over time.”

Gerencser also notes that a separate set
of tests are required for plural-component
silicones to ensure consistency in mix and
product and system performance.  

“We conduct plant start-ups includ-
ing initiating log books and testing pro-
tocols and procedures, which include
butterfly tests to ensure uniform mix-
ing, snap times to confirm cure consis-

tency and, most importantly, adhesion
tests to verify continued performance
of the system. The results are logged
daily or as required,” he says.

Walker agrees this is important, as
the substrates to which structural ad-
hesives must adhere or with which they
come in contact can change from proj-
ect to project and between suppliers. 

“Each project should always be tested
with the production materials to be
used on the project, not representative
or color-approval samples, such as in
the case of paints for metals,” says
Walker. “It is also a useful mechanism
to ensure the structural sealant supplier
and installer are talking, reviewing the
project together and are in concert with
how the job must proceed.” He notes
that for many suppliers there is no
charge for this service.
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Fear Factor? 
continued from page 45

continued on page 48
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It’s not a complicated equation…the combination of Technoform’s Bautec structural 
insulating strips and TGI-Spacer equals achievement of today and tomorrow’s 
most stringent thermal demands. Our 35+ years of worldwide fenestration systems 
experience enables us to provide spacers and insulating strips that deliver unsurpassed 
design capabilities, energy management, durability and structural strength in all 
climates. And our global network of industry specialists is ready to assist with all steps 
of the design and manufacturing process to create the high performance window and 
curtain wall systems required by today’s architects and fabricators.

+ Bautec structural insulating strips
+ TGI®-Spacer 
= Superior performing window 
    and curtain wall systems

www.technoform.us | 330-487-6600

SEE US AT GLASSBUILD AMERICA
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Stocked nationally by local glasshouses!
Find a distributor in your area... (800) 446-8828

or visit www.citadelap.com.
GlazeGuard®

Opaque Glazing Infi ll Panels

glazeguard® 1000 wr
for 1" systems

glazeguard® 250 wr
for 1/4" systems

  6 Different Compositions
    Including water resistant (shown),
    standard (hardboard core), impact
    resistant, and fire resistant

  Wide Variety Of Finishes
    Including anodized colors to match
    storefronts and window frames,
    Kynar 500® solid tones and metallics

“Product testing is very important
to confirm all the materials coming in
contact with the silicone are compati-
ble with each other and will perform
as expected,” agrees Shives. “There is
variability in many substrates so it is
important to test for every single proj-
ect. This is also required in order to re-
ceive a warranty.”
Walker adds, “It’s important for any-

one involved with structural glazing to
remember the structural sealant is the
most important, strongest link, which
quickly becomes the weakest if not
done correctly.” 
And, as Kimberlain points out, “It’s a

means of validation that the material
will perform as intended, it was de-
signed on paper. Structural sealant
manufacturers offer a 20-year warranty,
but the reality is that buildings are ex-
pected to perform much longer so we
are really looking at forever-types of de-

signs. Without the testing, the design
only performs on paper until it is built.”

Forward Thinking
Looking ahead,adhesives experts ex-

pect to see continual evolution in terms
of both design and construction. 
“We will see a continuing, increased use

of unitized or in-plant wall systems. This
is due to better quality control but, more
importantly, it [helps] reduce construc-
tion cycle time, reportedly up to three
months,” says Gerencser. Other changes he
expects to see include the development of

sealants that build cure and tensile
quicker without compromising adhesion,
which can also further reduce cycle times.
Walker adds that, from a design stand-

point, he expects to see not only the in-
creased use of high-performance glass,
but also the use of other materials—such
as concrete, stone and metal combined
with glass incorporated in the facade 
“We also foresee more companies in-

corporating more of the envelope into
their scope of work, more single-source

continued on page 50

Fear Factor? 
continued from page 46 Once concerned, conservative suppliers of

conventional storefront and curtainwall
systems who were hesitant about offering

anything glued in place now all offer standard
two- and four-sided systems that are available
to the general glazing community as opposed

to those ‘bold and dangerous’ pioneering days. 
—Doug Walker 
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  LUXAR® An�-Reflec�ve 

Invisible with industry  lead-
ing 0.5% reflec�on. 
Durable quartz coa�ng  pro-
tects LUXAR® AR. 
Available annealed and lami-
nated from stock, or custom 
tempered. 
Cleanable with glass cleaner.  
 

Best when used in: 
· Museums 
· Storefronts 
· Showcases 
· Picture frames 
· Informa�on Displays 
· Projec�on Systems 

LUXAR® AR—Separa!on without Reflec!on 

Quickest AR Lead Time in the Industry!

  McGrory Alterna�ves 

Invisible     Durable    Available    Cleanable 

800-220-3749 / www.mcgrory.com 

Stocking An�-Reflec�ve, 
Fire Rated, and X-Ray.  
Decora!ve op�ons to give 
you choice on your projects. 
Safe, secure, shipping 
throughout North America. 
Single source decora�ve, 
tempered and fabricated. 

· Laminated and back-
coated custom colored 

· Heavy textured  
· Acid-etch up to ¾” 
· Pa"erned 
· Polished wire 
· Low-iron/op�cal 
 

800-220-3749 / www.mcgrory.com 

McGrory, the Preferred Alterna"ve! sales@mcgrory.com 

ColorsColors  
Pa ernsPa erns  
TexturesTextures  

OpaqueOpaque  
TranslucentTranslucent  
LaminatesLaminates  

When Quality and Lead Time Ma er 

responsibility and [adhesives suppliers]
providing more than just products but
product lines consolidated into systems
and methods to achieve the goals that
meet or lead the trends.”

Many of the expected future changes
also relate to energy-efficiency and
glazing, such as the increasing use of
high-performance films in insulating
glass units (IGU), triple-glazed units
and electrochromic IGUs. 

For example, Gerencser expects to
see more dual-wall systems, which can
help improve energy efficiency, while
increasing the amount of natural light
that enters a structure.

“Buildings will be commissioned to
deliver an energy-efficient environment
where the envelope and internal systems
of the structure are balanced to achieve
a sustainable environment,” he says.

Walker adds that the industry will
likely need “to coordinate with other

trades to make the proper connections,
transitions as well as adopt new tech-
nologies and trades skills, such as those
required for solar or electrochromic
glazing applications.”

Also in the future, expect to see proj-
ects that push the design strengths of
the silicone bite in an effort to reduce
the amount of metal in mullions. 

“Energy and sustainability will be
the driver as metal provides high heat
transfer and can impact energy loads,”
says Kimberlain. “Decreasing the
metal also will impact the overall
bottom line of the total building
cost, as it is a large portion of the
building façade.”

But the challenge, he points out,
will be how to properly develop the
methods of engineering analysis and
testing validation to prove higher
loads are appropriate for designs.

“As I said, we are really looking at

the forever business,” he says. “Changing
design stress on a proven technology that
has worked for more than 40 years should
not be changed with the stroke of a pen.”

Looking at the growth structural glaz-
ing has seen these past 30 or 40 years,
Gerencser adds, “Structural silicone glaz-
ing has had a long history of outstanding
performance based on rigid (but simple)
procedures and guidelines to follow,
which should be maintained to ensure
continued success.”   �

E l l e n  R o g e r s is the
editor of the Architects’ Guide
to Glass & Metal magazine, a
USGlass magazine sister
publication. She can be
reached at erogers@glass.com

or follow her on Twitter @AGGmagazine
and like AGG magazine on Facebook to
receive updates.

Fear Factor? 
continued from page 48

VISIT US AT THE AIA 2012 NATIONAL CONVENTION AND DESIGN EXPOSITION
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TOP TO BOTTOM PROTECTION FOR YOUR BUILDING.

Introducing a Smarter Building Envelope Solution. 
SikaSmart™ expert solutions for the building envelope provide superior protection against the 

harsh elements to keep the outside out and the inside in. From your foundation to the top of 

your roof, trust superior and proven Sika® products to deliver unmatched performance. The 

result is an effective, long-lasting building envelope solution that protects against the weather 

and helps control energy costs all year long. So choose our SikaSmart solution and we’ll be 

with you every step of the way.

Call 800.933.SIKA or visit sikausa.com to harness the power of our SikaSmart solutions.

©2012 SIKA Corporation. All rights reserved.
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Take a Look at Some 
Top Picks in Decorative

Glass Trends
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C o m m e n t  
O n  T h i s  S t o r y

www.usglassmag.com/de/0512p52

F rom floors to walls, ceilings and
beyond, glass can pretty much be
used just about everywhere

these days. More than just clear glass,
these decorative products can bring
color, style, patterns and pictures to
both interior and exterior applications. 
And just what are the biggest trends

in decorative glass? We talked to some
industry experts to get their take on
some of the biggest, brightest and
shiniest decorative uses. Check it out
over the next three pages.

Back-painted glass is popping up
just about everywhere, with one of the
most common applications being
kitchen backsplashes.

Kris Vockler, vice president of ICD
High Performance Coatings in Van-
couver, Wash., says she’s seen
kitchen/bath applications increasingly
incorporate color. “More lighting and
glass color are creating more effects
that pop out,” she says.

Mirror and antique mirror have
also seen a comeback and are being
used more and more. 
“Over the years, we’ve seen many cre-

ative uses for mirror in interior appli-
cations—both commercial and
residential,” says Drew Mayberry, pres-
ident of Lenoir Mirror in Lenoir, N.C.
“These uses are driven by aesthetic as
well as practical needs.”

According to Mayberry, one factor
driving the growth in mirror usage in-
volves the increasing demand for multi-
family housing.
“Consumers are opting to rent or

lease rather than purchase their own
homes. Apartments are typically
smaller in terms of total square footage.
Mirrors create the illusion of space and
enhance light transmission, he says.
“Mirrors are an excellent tool for aes-
thetic and practical improvement when
space is limited.”
The aesthetics of antique mirror also

have made a comeback.
“Antique mirrors continue to be pop-

ular and we see the demand for these

A special section of
USGlass magazine

Decorative Glass™

Take a Look at Some 
Top Picks in Decorative

Glass Trends
by Ellen Rogers
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products increasing,” says Tim Casey,
founder and owner of Jockimo Inc. “Re-
tail, restaurants, casinos, office spaces
and residential applications are the
types of projects in which we are see-
ing our mirrors being specified. The de-
mand is not only a domestic one. In the
past year we have even shipped inter-
nationally to Athens, Greece and Lon-
don,” he adds.

Glass floors and stairs are another
popular trend. While these do make for
eye-catching aesthetics, there are other
reasons, too, for their increasing use.
One such reason, according to Casey, is
daylight harvesting, the practice of cap-
turing light from an exterior wall, by
making adjacent walls and floors trans-
parent so that light can travel freely
across room interiors. 
“Daylight harvesting reduces electri-

cal consumption and provides access to
nature by the occupants of a building,”
he says. “Numerous studies have proven
that human performance is increased
when exposed to daylight. The intent of
the Indoor Environmental Quality
Credit 8.1 in the USGBC LEED V3 ref-
erence guide is to provide occupants
with a connection between the indoors
and the outdoors. Using glass-flooring
panels for daylight harvesting is a
means to create transparency for this
important environmental strategy.”
While acid-etched glass is being

used more and more in areas such as
room dividers and door panels, it is also
making its way into exteriors. 
“The major trend we observe in the

architectural market is the need to use
glass panels in the building envelope to
reduce glare (vision areas), enhance de-
sign (vision and non-vision areas) as
well as maximize color rendering (non-
vision areas),” says Marc Deschamps,
business development manager for
Montreal-based Walker Glass Co. Ltd.
“This trend is supported by a sharp in-
crease we observe in demands from ar-
chitects to use acid-etched glass (full
surface etch or patterned etch) on sur-

face one, which is exposed to the out-
side of exterior glass assemblies.”
Technological advancements have

made it possible to take most any
image, design, pattern or print and
apply it to glass. Graphic imaging
makes it possible for the design com-
munity to add a fresh, creative flare to
projects. Such an aesthetic can be
achieved through several different
processes, such as direct-to-glass print-
ing as well as printed interlayers. How-
ever, Bernard Lax, president of Los
Angeles-based Pulp Studio, provides a
word to the wise.
“The process of selecting a manufac-

turer to do graphic imaging in glass is
many times lost in the ignorance of
both the designer and the manufac-
turer. There are many different graphic
processes being promoted by the in-
dustry and not all of them are truly
meant for architectural applications,”
says Lax. “The lack of experience of the
designer, and even some manufactur-

ers, can lead to the selection of a tech-
nology that yields a result that may ul-
timately not perform or give the best
results possible.”
Lax adds, “Manufacturers sell the

technology they own and there is not
one technology that applies to every ap-
plication out there. A designer should
first spend time researching the differ-
ent technologies, ask questions and
compile some performance data before
spending any time with any manufac-
turer developing samples and wasting
time with technologies that don’t ulti-
mately apply to the designer’s intent.”
Whether in commercial applica-

continued on page 54

Applying images to glass has fast become a popular decorative glass trend.
Pulp Studios fabricated this glass for an area high school.

Left: Incorporating glass into water features, from companies such as
Blueworld of Water, is quickly becoming a top, decorative glass trend.
Right: H&M Glass in Hershey, Pa., worked with Dreamwalls to create a lime-
green backsplash, giving this kitchen a pop of color.
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tions or residential settings, some de-
signers are increasingly specifying
glass countertops. Companies such
as ThinkGlass in Montreal are com-
bining everything from colors and
textures and many other details to

create countertops that are unique. 
“Glass is a noble, pure material that

has been out there for a long time,” says
Bertrand Charest, president of Think-
Glass. “Designers love glass; the fresh
and clean aspect of it. It is one of the

toughest materials out there and the
natural luminescence of it is simply
unique. No other material can claim to
have this relationship with light.”

In residential applications the
kitchen is one of the most popular set-
tings for decorative glass, with coun-
tertops and glass pantry door
inserts two of the trendiest additions.

“Custom glass pantry doors are popu-
lar because people are always looking for
something extra; something custom that
ties in with their decor, but suits their
personal taste—not something everyone
else has,” says LeeAnn Gannett, director
of sales and marketing for Sans Soucie
Art Glass in Palm Desert, Calif. “For the
kitchen, adding a custom frosted glass
pantry door meets that need perfectly.”

Combining glass with water features
and wall art is yet another emerging
trend. According to Rob Morton, direc-
tor of sales and marketing for Bluworld
of Water, glass has become popular for
use in water features because of the free-
dom it affords the specifier.

“There are so many options of colors
and textures at many different price
ranges that there is always a glass option
available,” he says. “Often our clients
start off not wanting to use glass be-
cause they think it is not unique enough
for their project but once we show them
the options out there and the affordable
nature (compared to other materials),
they quickly see the benefits.”

Morton adds that glass is also a
durable, non-porous material that will
not fail or leak.

“This is always a key design consid-
eration in working with any water fea-
ture,” he says.   �
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Glass Wall + Glass Canopy

Glass Staircase + Handrail

Door Hardware + Interior

POINT SUPPORTED

Style Watch

E l l e n  R o g e r s is a
contributing editor for
USGlass magazine and
editor of Decorative Glass
magazine. Email her at
erogers@glass.com or

follow her on Twitter @DG_Magazine. 
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ShowCase

glass
Pilkington Offers
Low-Reflective Solution

Pi l k ing ton
North America
offers solutions
for low-reflec-
tive glazing re-
q u i r e m e n t s
with its Special
Appl icat ions
glass products.
The Special Ap-
plications range

includes low-reflective products for al-
most any application.

Among the options, Pilkington OptAR
is a low-reflective, glare control glass that
can be used in technical applications. It
reduces glare and provides low reflectiv-
ity to minimize eye strain, and increases
visual acuity and allows for displays to

be read more easily by reducing visible
reflections to less than one percent. It ap-
pears slightly blue-red in color, which
aids in glare control, and also shows that
it is not a plain piece of glass, allowing it
to be successfully used in monolithic ap-
plications. With its electrically conduc-
tive properties, OptAR can be used in
applications including touch panel dis-
plays, aircraft transparencies, flat panel
LCD monitors, televisions and other
electronic applications.

OptiView is a color-neutral lami-
nated glass with low-reflective coatings
on the first and fourth surfaces of the
glass. The coating reduces the interior
and exterior visible light reflectance to
less than two percent. Views from the
interior and exterior of a building are
clear and virtually reflection-free,
making it suitable for a wide range of
applications in which clarity of view is

of paramount importance. 
Both options use pyrolytic coatings,

making them durable and easily han-
dled, transported and processed. 
��� www.pilkington.com

resources
U.S. Aluminum Introduces
New Design Manuals

U.S. Aluminum, a
subsidiary of C.R. Lau-
rence Co. Inc., has pub-
lished a two-volume
series of architectural
design manuals. The
manuals include alu-
minum storefronts, entrances, window
walls, windows, hurricane-resistant and
blast mitigation systems, as well as sev-
eral other company architectural sys-
tems. Every chapter contains a selection
of complementary architectural hard-
ware plus all of the accessories required
to ensure a professional installation, ac-
cording to the company.
��� www.crlaurence.com

machineryandequipment
Bystronic Glass Provides
High-Speed IGU Solutions

Speed’sealer is the new high-speed
sealing robot from Bystronic Glass, de-
signed for insulating glass unit pro-
duction. The Speed’sealer seals
windows and façade elements at a
maximum flow rate, and with a high
application speed. Due to its dynamic
mixer it is possible, even with different
production conditions, to actively and
consistently mix the two-sealant mate-
rial components. With consistent qual-
ity, the machine seals double and triple
insulating glass units at high-speed.
This is achieved immediately after pro-
duction begins regardless of the seal-
ing material selected or variations in
material quality or temperature. The
constant mixing ratio of the two adhe-
sive components is monitored elec-
tronically. The high-precision dosing
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continued on page 58

windowfilm
3M Films
Add Light and Color 
A broad range of new products de-

rived from advances in 3M’s core
technologies offer helpful properties
to glass makers. Among them, the
Ultra-Clear Solar Film, sandwiched
between outer and inner lites, re-
duces solar radiation by up to 34 per-
cent with minimal reduction of visible
light—especially beneficial for retailers who require clear view of merchandise in
storefronts or façade designs that maximize natural light. The film reduces heat
streaming through the glass by selectively blocking infrared light. This clear, low-
reflective film is compatible with tinted, coated and other types of glass; works
with PVB, EVA and SentryGlas®Plus interlayers; and, since it contains no metal,
will neither corrode nor interfere with radio frequencies of electronic devices.
A new daylight redirecting film was designed to bring natural light deeper into

the interior of the building by acting as a light shelf to redirect the light while
blocking ultraviolet rays, according to the company. This cost-effective film redi-
rects light toward the ceiling, reducing the need for artificial light during the day.
In addition, the versatile film gives glass manufacturers and architects different
aesthetic designs when applied to different glasses.
Company officials say 3M’s dichroic films for laminated glass offer a brilliant and

unusual decorative look to architectural glass. The color of the film changes fromdif-
ferent viewing angles. Depending on the type of film used, architects and designers
can liven a structure with vibrant hues of gold, blue, aqua, bronze or copper. These
nonmetallic, colorful films can be applied to low-iron, tempered and other glass types.
��� www.3m.com/glass
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ShowCase
continued
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sealants
Fenzi Study Says Fabricators Can
Improve IG Performance with Thiover

A study conducted by Fenzi North America highlights
the importance of a secondary seal in reducing gas leak-
age in insulating glass units (IGU). The company reports
that its laboratories demonstrated the superior per-
formance of its Thiover as a secondary seal versus nor-
mal silicones.

The company studied the improper application of poly-
isobutylene (PIB) and the effect it has on an IGU using
various sealants. Each unit analyzed was given a 1-cm
gap in the PIB on one side of the unit to see the affect of the common deficiency.
The units were then subjected to high humidity testing where the temperatures
were controlled at 60 degrees Celsius and relative humidity at 98 percent.

The company reports that the study shows that polysulfide lost less than 8 per-
cent of gas over 1,680 hours of high humidity and high temperature, whereas sil-
icone lost up to 20 percent from original gas filling in that same time span.
Several factors contributed to these results, such as the physical gas retention
properties of silicone and polysulfide, and differences in mechanical properties
of the two sealants.
��� www.fenzigroup.com

technology ensures an accurate, vol-
ume-controlled application of sealing
material and immediately adjusts vol-
umes where the joint depths vary, ac-
cording to the company.
��� www.bystronic-glass.com

metal
Rainscreen Panel
Extrusions Now Available
Southern Aluminum Finishing Co.

Inc. (SAF) has introduced a full line of
panel extrusions to hang, join and se-
cure rainscreen panels for curtainwall
applications. SAF panel extrusions
work with the company’s panel wall
systems, or may be ordered stock length
and finished to meet customer specifi-
cations. The panel extrusions are part
of the more than 200 other extrusions
SAF stocks for ready availability. 
��� www.saf.com �
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NewsMakers

AMinuteWith …
Bob Leyland, Kawneer Co.

Director of Sales
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appointments
Charles (Chuck) Croskey has be-

come the chairman of the board of di-
rectors of Guardian Industries Corp. An

international executive
with 40-plus years expe-
rience in the glass indus-
try, Croskey has been a
board member since
2010 and has been with
the company since 1970.
Most recently, he was the
group vice president re-
sponsible for all of

Guardian’s manufacturing, marketing
and distribution operations throughout
Asia, Africa and the Middle East.
Croskey began his career at

Guardian’s first float glass plant in Car-
leton, Mich., and went on to hold sev-
eral posts at the company’s Kingsburg,
Calif., float glass plant, ultimately re-

sponsible for the company’s West Coast
operations, including float and fabrica-
tion facilities. In 1988 he was named
the company’s employee of the year. Be-
fore joining Guardian, Croskey worked
for General Motors Corp.
Croskey replaces outgoing chairman

Peter Walters, who completed two
terms as board chair. Walters remains a
member of the board.

Officials at ASTM International in West
Conshohocken, Pa., have elected Thomas
A. Schwartz, senior principal, president
and head of the building technology group
at Simpson Gumpertz & Heger Inc. (SGH),
as vice chairman of the board of directors
for 2011-2012. A member of ASTM Inter-
national since 1982, Schwartz currently
works on Committees E06 on Perform-
ance of Buildings as well as C14 on Glass
and Glass Products, among others. 

Bohle America Inc.
has appointed Pat Bai-
ley to represent the com-
pany in the states of
Colorado, New Mexico,
Wyoming and Montana.
Based in Denver, Bailey

has been in the glass in-
dustry for more than 27
years representing man-
ufacturers of flat glass and mirror, in-
cluding Vitro and Binswanger, as well as
manufacturers of door hardware and
glass handling equipment.

newhires
WojanWindow&Doorhas addedTim

Hruska as its new production engineer.
Relocating from the Sacramento area, he
joins the company after more than 21
years in the window and glass industries. 
Hruska earned his degree in indus-

Charles
Croskey

Pat
Bailey

Bob Leyland, director of sales at
Kawneer Co. in Norcross, Ga., re-
cently announced that he will re-

tire on August 3, after 37 years with the
company. Colin Brosmer, currently di-
rector of front end services, will take
over Leyland’s position, effective July 27.

Q: What would you say has been your
greatest contribution to the glass in-
dustry?

A: I would say my involvement in peo-
ple development. The reason I spent 37
years with the same company is the peo-
ple within the industry and the company.
I’ve had a number of positions through-
out my career, I’ve had a chance to hire
people, and help them grow in their
roles, and that is very important to me.

Q: What are you most proud of?
A: Couple of things: Being able to par-

ticipate and lead an industry-leading
company. I started with Kawneer right

after graduating from Michigan State.
The people I have had the chance to
work with, the customers, and the op-
portunity to take on more responsibili-
ties, is one area. It’s also been really
important to me to be a leader in our
own organization. I have worked with
and for very strong leaders and I have
learned from them a tremendous lot.

Q: If we asked somebody in the glass
industry what your legacy is, what
would they say?

A: I would like to think that they
would say that I have been a dedicated,
ethical, high-integrity person who has
led a successful company, managed
product performance and people de-
velopment. A guy who had tried to live
and operate with a sense of integrity. I
would like to think both my colleagues
and customers will think of me as a
positive influence.

Q: What do you plan to do?
A: I do not have any immediate plans.

I will take some time to relax a bit and
contemplate what might be of interest
to pursue. My wife is a teacher and she
has one more year to teach, so I have
one year to figure that out. I have been
working since I was 12, as a paper boy.
So it might be healthy for me to just stop
and think for a bit. I still have a high level
of energy, so I will do something. I live in
a golf course community, so I might get
a chance to get better in golf. I am ex-
cited about what the
next chapter of my
life will bring, but I
will go one step at
a time.

View full interview at 
usglassmag.com/digital.
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trial engineering from
the University of Idaho
and, throughout his ca-
reer, has held various po-
sitions relating to
production planning and
business management on
both the commercial and
residential sides.   

Tim Doughty has joined Tubelite
Inc. of Walker, Mich., as client develop-
ment manager to serve Georgia. 
Doughty joins Tubelite following

nearly 30 years of service with Oldcas-
tle BuildingEnvelope (OBE) and
Vistawall Architectural Products. He
began as an architectural field repre-
sentative and was promoted to district
sales manager and then to region sales
manager. He most recently served as
southeastern region sales manager.   �

Tim
Hruska
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CALIFORNIA GLASS BENDING

[ d a t e b o o k ]

The 23rd China International Glass Industry Tech-
nology Exhibition of 2012, held in April at the
Shanghai New International Expo Center in

Shanghai, China, saw major growth over recent years,
according to attendees.
“The 23rd China Glass exposition [was] larger than

ever, with additional halls added to the footprint of the
show to accommodate the growth in exhibiting compa-
nies,” says Eric Mi, China market development and ap-
plications manager at Solutia. “What strikes me is how
the exposition has really grown into an international
event with visitors not only from China and the broader
Asia Pacific region, but from Italy, the U.S., France, Ger-
many and Brazil as well.”
The booths also were bigger and more sophisticated

than past China Glass shows, according to Earnest
Thompson, director of corporate marketing and brand
management for Guardian Industries of Auburn Hills,
Mich., “in size, dazzle and presentation, like glasstec,”
he says.
Products exhibited at China Glass this year in-

cluded glass products and applications, production
machines and lines for float and container glass,
equipment for processing glass, solar glass and pro-
cessing equipment, and refractories, raw materials
and subsidiary materials.
Seminars at the show included a variety of topics,

such as coating and color inspection, development of
tempering technology, domestic situation and develop-
ment of structural glazing and response to national en-
ergy saving and low carbon policy in the glass industry.
Even the automotive side of the industry saw interest

during the international event.
“The show [went] well for Glasstech with customers

continuing to show interest in our automotive prod-
ucts,” says Jay K. Molter, senior vice president of mar-
keting and sales at Glasstech Inc. in Perrysburg, Ohio.
“There has been particular interest in our Auto Glass
Inspector system as well as our EPB-L Press Form wind-
shield system and the normal amount of high interest
in our Deep Bend 4 system for backlites. The conflict
with the Chinese holiday has perhaps decreased traffic
somewhat, but we still had quite a few of our Chinese
customers visit us.” �

China Glass 
Experiences Growth

Reviews&Previews

VISIT US AT THE AIA 2012 NATIONAL 
CONVENTION AND DESIGN EXPOSITION

62 USGlass, Metal & Glazing  |  May 2012 www.usglassmag.com

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2012 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
https://www.cdsreportnow.com/renew/now?USG
http://www.usglassmag.com/digital


A Bohle Qualil ti ytt Brar nd

Glazed Surface Protection
Bohle America, Inc. · 10924 Granite Street · Suite 200 Charlotte, NC 28273 · T +1 877 678 2021 (toll free) · sales@bohle-america.com

®
BriteGuard   Professional Surface Protection 
For shower enclosures, glass doors, balustrades and windows and more - our "smart surface" 
protection system combats soil adhesion, corrosion and scum build-up on glass surfaces. 
Easy to apply and cost effective.
Visit www.BriteGuard.com for more information.

The outlook is ...

®

Bohle America

···

NORTH AMERICAN EVENTS

June 10-13, 2012
AAMA National Summer Conference
Sponsored by AAMA. 
Marriott Oak Brook Hills.
Chicago.
Contact: AAMA at 847/303-5664.

July 18-20, 2012
Glasstech Asia
Sponsored by Conference & Exhibition
Management Services Pte Ltd.
and the Singapore Glass Association.
Bangkok International 
Trade and Exhibition Center.
Bangkok, Thailand.
Contact: Visit www.glasstechasia.com.sg.

September 11-14, 2012
Construct 2012
Sponsored by the 
Construction Specifications Institute.
Phoenix Convention Center.
Phoenix.
Contact: Show organizers at 972/536-6429.

September 19-22, 2012
Glass Association of North
America (GANA) Fall Conference
Sponsored by GANA.
Hilton Chicago.
Chicago.
Contact: GANA at 785/271-0208.

September 20–22, 2012
Auto Glass Week™
(Exhibition/Extravaganza 
September 21-22, 2012)
Co-sponsored by AGRR™ magazine, 
the Auto Glass Safety Council 
(formerly the AGRSS Council Inc.), 
the Independent Glass Association, 
the National Glass Association and 
the National Windshield Repair 
Association. Includes Auto Glass 
Repair and Replacement Olympics.
Kentucky International Convention 
Center & Louisville Marriott Downtown.
Louisville, Ky.
Contact: AGRR magazine 
at 540/720-5584.

March 7-8, 2013
Glass Expo Northeast™ 2013
Co-sponsored by the Long Island 
Glass Association and USGlass, 
DWM and Architects’ Guide to 
Glass and Metal magazines.
Hyatt Regency Long Island at 
Wind Watch Hotel & Golf Club.
Long Island, N.Y. 
Contact: USGlass at 540/720-5584.

INTERNATIONAL EVENTS

September 28-30, 2012
Sri Lanka Glass International Expo 2012
Organized by Futurex Trade Fair and
Events Pvt. Ltd.
Bmich.
Colombo, Sri Lanka.
Contact: Event organizers 
at +91 11 26224721-23.   �

To see the full schedule or add 
your own events, visit 

www.usglassmag.com/events.php.
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questions,not you!”she screamed.
“You’re not really from Minnesota, and

this is not a real doctoral research project,
is it, Susan?”

“NO. I am originally from New Jersey
and I am being paid by a political action
group to do these surveys and if I could
get my hands around your neck, I would
ring it until you turned purple, Mr. Hill, so
for the love of all that is sacred to the po-
litical process in this country, please an-
swer the question!!!”

I knew it. There was no way Susan was
from Minnesota, or even Michigan for that
matter. But I felt kinda sorry for her. After
all, she was just trying to make a buck and
maybe I had been too hard on her.

“And, Susan, could you tell me please
how long the Republican governor, who is
now in an election year, has actually been
in office?”

CLICK!!!!!
Well, we apparently got disconnected

and she couldn’t find my number to call
back. Too bad, I only had a couple of more
questions. Oh well!

Within a week or so I had pretty much
forgotten all about Susan and the un-
usual call that I had gotten, but then one
day I found myself listening to a radio
talk show wherein a recent productivity
study had been performed on Chicago
city employees and, in a joking way, the
announcer said that maybe the question
should be asked … “how many City of
Chicago municipal workers does it take
to change a light bulb?” So I started to
think that maybe there was more to this
whole light bulb-changing thing than I
had originally thought. So, after a few
minutes of pondering, I decided to do
my own doctoral research project …
and if you think about it, who would be
better at doctoring up a research project
than me? So for a period of exactly 48
hours, I asked each and every person
who called me this very simple but
highly effective question … “how many
people of your type and profession would
it take to change a burned-out light bulb?”
Some of those responses are as follows:
Banker:Sorry, if you really need a light

bulb, we are not interested. However, if you
don’t need a bulb, then we’re your guy! 
Teamster truck driver:We only de-

liver ’em, we don’t change ’em.
Hardware supplier:Sorry, we’re out of

stock and we’re not sure when new bulbs
will be coming in, but would you like us
to send you our new catalog?
Architectural glass supplier: Eight to

twelve weeks after sample approval. And
don’t go complaining when you get the bill
and we hit you for boxing, freight and an
energy surcharge.
Lawyer: Listen, I don’t personally do

light bulbs, but I’ll gladly advise you on
how, when and why to change the bulb as
soon as you tell me where I am to send
my bill.
Doctor: Before we change it, I would

like to run a few tests on it and then per-
haps prescribe something that might help
or refer the bulb to one of my associates. 
Architectural aluminum supplier:

Four. The first guy we send out will forget
to bring the bulb. The second guy will
bring a bulb but it will be the wrong color.
The third guy will have the right color but
the wrong size. However, I’m pretty sure
that by the fourth time we come out, we’ll
get it right … maybe!
Landmark preservationist: Don’t

change it … let’s rebuild it!
Secretary (of 35 years) Bobbie

Rovner:What burned-out bulb? If you’re
talking about the one in the conference
room, I changed it three days ago. The
burned-out one in the mail room I got
yesterday.
Consultant: Well, to determine that

we’ll need to come out and do a
thorough study on your entire facil-
ity to evaluate not only the situation
at hand but the best possible
method for dealing with it both now
and in the future. I think with
enough analysis, we can present you
with a detailed evaluation and a
bulb-changing methodology within
about 30 to 45 days at a cost not to
exceed $12,000.
Union bulb changer: It depends.

If it’s a 50-watt or less bulb, it will take

three men. More than 50 but less than 100
watts would be four men. From 100 to 175
would be five men. Now, if the bulb is big-
ger than 175 watts, you gotta divide the
number of curls in the tungsten filament
by the age of Thomas Edison when he in-
vented the light bulb and then multiply
that by a factor of 6.75 divided by the
square root of the union pension fund’s
current unfunded liability. Oh, and if you
need to use a ladder, add two more guys!
Architect: Forget about changing the

bulb. Let’s put in a skylight instead. 
Typical sales rep: My friend, I am so

glad you asked me that question because
I want you to know that I represent not
only the best light bulbs available today
but also have agreements with a number
of light bulb changers who will change
your bulbs in no time at all and offer a
complete warranty for their products and
services. In fact, old buddy, we have bulbs
on sale right this very minute and I am
sure I have the bulb for you. So listen,
compadre, I’ll be right over to show you
my complete line of bulbs and matching
accessories. I know you’re gonna like what
I’ve got to offer! 
Shrewd sales rep: Take 10 percent off

whatever my competitor said.
Johnny “The Mooch” Rago: Change

your own “}=?&#@* light bulb, you idiot.
Susan from Minnesota: Whatever

Johnny “The Mooch” said!!!
So there you have it … the results of my

study. And by the way, from this point on,
I would appreciate being referred to as
Doctor Hill … especially by those of you
from Minnesota, now don’t ya know?   �

theBusiness
continued from page 72
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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. You can read
his blog on Wednesdays at
lyleblog.usglassmag.com.
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Recognizing the Industry’s

Most Influential People
Recognizing the Industry’s

Most Influential People
USGlass magazine is now accepting nominations recognizing the glass and

metal industry’s Most Influential People. This feature will recognize those in the

industry who are helping to shape its course. 

To nominate the individual(s) you find most influential, please complete the

form below and fax to 540/720-5687 or email specialprojects@glass.com by

June 15, 2012. The full list will be featured in the August 2012 issue of USGlass.

If you have questions or would like more information please contact Megan

Headley at 540/720-5584, ext. 114, or email specialprojects@glass.com.

USGlass Magazine’s Most Influential People

Nominee’s Name: _____________________________________________________

Nominee’s Company: _______________________________________________________________

Title: __________________________________________________________________________

Number of Years in this Position: _______________________________________________________

Number of Years Working in the Glass Industry: ____________________________________________

Nominee’s Email Address: ____________________________________________________________

Nominee’s Phone Number: ___________________________________________________________

City/State: _______________________________________________________________________

What impact has this person had on the glass industry? _______________________________________

______________________________________________________________________________

______________________________________________________________________________

Nomination Form Submitted By: _______________________________________________________

Your Name: ______________________________________________________________________

Company: _______________________________________________________________________

Title: __________________________________________________________________________

Relationship to Nominee: ____________________________________________________________

City/State/Country: ________________________________________________________________

Phone Number: ___________________________________________________________________

Email Address: ___________________________________________________________________

Fax completed form to 540/720-5687 or email specialprojects@glass.com by June 15, 2012.
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ADHESIVES/SEALANTS
Adhesives, General
Dow Corning Corporation
2200 West Salzburg Road
Midland, MI 48686
P: 989/496-6000
www.dowcorning.com/construction
construction@dowcorning.com

Glazing Compounds
Omaha Wholesale Hardware
1201 Pacific Street
Omaha, NE 68108
P: 800/238-4566 F: 402/444-1659

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

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

Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC H1J 1L5 Canada
P: 888/320-3030 F: 514/351-3010
www.walkerglass.com

Anti-Reflective Glass
General Glass International
101 Venture Way
Secaucus, NJ 07094
P: 201/553-1850 F: 201/553-1851
www.generalglass.com
sales@generalglass.com

McGrory Glass, Inc.
1400 Grandview Avenue
Paulsboro, NJ 08066
P: 800/220-3749 F: 856/579-3232
www.mcgrory.com
Luxar@mcgrory.com

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

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

Precision Glass Bending Corp.
PO Box 1970, 3811 Hwy 10 West
Greenwood, AR 72936-1970
P: 800/543-8796 or 479/996-8065

F: 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
P: 201/553-1850 F: 201/553-1851
www.generalglass.com
sales@generalglass.com

Digital Printing
General Glass International
101 Venture Way
Secaucus, NJ 07094
P: 201/553-1850 F: 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
P: 888/653-3333 F: 415/824-5900
www.safti.com
info@safti.com

Fire-Rated Glass
General Glass International
101 Venture Way
Secaucus, NJ 07094
P: 201/553-1850 F: 201/553-1851
www.generalglass.com
sales@generalglass.com

McGrory Glass, Inc.
1400 Grandview Avenue
Paulsboro, NJ 08066
P: 800/220-3749 F: 856/579-3232
www.mcgrory.com
fire@mcgrory.com

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

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

Fire-Rated Glass,
Impact Resistant
General Glass International
101 Venture Way
Secaucus, NJ 07094
P: 201/553-1850 F: 201/553-1851
www.generalglass.com
sales@generalglass.com

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

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

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

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

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

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

-  
 

- -  
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Laminated,
Fire-Rated Wire
Technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
P: 800/426-0279 F: 800/451-9857
www.tgpamerica.com
sales@fireglass.com

Laminated,
Glass-Polycarbonate
California Glass Bending
320 E. Harry Bridges Blvd.
Wilmington, CA 90744
P: 800/223-6594 F: 310/549-5398
www.calglassbending.com
glassinfo@calglassbending.com

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

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

McGrory Glass, Inc.
1400 Grandview Avenue
Paulsboro, NJ 08066
P: 800/220-3749 F: 856/579-3232
www.mcgrory.com
xray@mcgrory.com

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
P: 800/444-XRAY or 800/444-9729 
F: 800/444-0240
www.xrayglass.com
sales@xrayglass.com

Screenprinted Glass
General Glass International
101 Venture Way
Secaucus, NJ 07094

P: 201/553-1850 F: 201/553-1851
www.generalglass.com
sales@generalglass.com

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

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

Wired Glass

McGrory Glass, Inc.
1400 Grandview Avenue
Paulsboro, NJ 08066
P: 800/220-3749 F: 856/579-3232
www.mcgrory.com
sales@mcgrory.com

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

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

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
P: 800/444-XRAY or 800/444-9729 
F: 800/444-0240
www.xrayglass.com
sales@xrayglass.com

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

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
P: 800/444-XRAY or 800/444-9729 
F: 800/444-0240
www.xrayglass.com
sales@xrayglass.com

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

Metals, General

USA Architectural 
Aluminum Products
Kawneer Product Line
33 River Street, Suite 5
Thomaston, CT 06787
P: 855/USA-ALUM F: 860/283-4484
www.usaaap.com
dave@usaaap.com

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

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

COMMERCIAL
WINDOWS
Commercial Windows,
General

USA Architectural 
Aluminum Products
Kawneer Product Line
33 River Street, Suite 5
Thomaston, CT 06787
P: 855/USA-ALUM F: 860/283-4484
www.usaaap.com
dave@usaaap.com

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

CURTAINWALL
Curtainwall, General
Oldcastle BuildingEnvelope™
50 manufacturing locations
throughout North America
P: 866/653-2278
www.oldcastlebe.com

Trulite Glass & 
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321
P: 800/432-8132 F: 954/724-2083
www.trulite.com
info@trulite.com

USA Architectural 
Aluminum Products
Kawneer Product Line
33 River Street, Suite 5
Thomaston, CT 06787
P: 855/USA-ALUM F: 860/283-4484
www.usaaap.com
dave@usaaap.com

TM

Get your company noticed! 
Place your listing today. Prices start at 
just $350 per year. Don’t miss out! 

continued on page 68
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DECORATIVE GLASS
Decorative Glass, General
Oldcastle BuildingEnvelope™
50 manufacturing  locations
throughout North America
P: 866/653-2278
www.oldcastlebe.com

Etched Glass
Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC H1J 1L5 Canada
P: 888/320-3030 F: 514/351-3010
www.walkerglass.com
sales@walkerglass.com

Glue Chip
International Glass Specialists
2005 Venture Park
Kingsport, TN 37660
P: 423/578-7700; F: 423/578-6500

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

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

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

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

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

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

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

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

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

Door Frames, Metal

USA Architectural 
Aluminum Products
Kawneer Product Line
33 River Street, Suite 5
Thomaston, CT 06787
P: 855/USA-ALUM F: 860/283-4484
www.usaaap.com
dave@usaaap.com

DOOR HARDWARE AND 
RELATED PRODUCTS
JLM Wholesale, Inc.
3095 Mullins Court
Oxford, MI 48371
P: 800/522-2940 F: 800/782-1160
www.jlmwholesale.com
sales@jlmwholesale.com

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

GLASS HANDLING/
TRANSPORTATION
Handling Equipment,
General
Rolltech Industries
11 Dansk Court
Toronto, ON M9W 5N6 Canada
P: 419/337-0631 F: 419/337-1471

Packaging

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

INFORMATION 
& ORGANIZATIONS
Associations
Insulating Glass 
Manufacturers Alliance
300 -1500 Bank Street
Ottawa, ON K1H 1B8
365 - 27 N. Wacker Drive
Chicago, IL 60606-2800
P: 613/233-1510 F: 613/482-9436
www.igmaonline.org
enquiries@igmaonline.org

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

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

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

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

Spacers
Quanex Building Products
800 Cochran Ave.
Cambridge, OH 43725
P: 740/439-2338 F: 740/439-0127
www.edgetechig.com

Units, Bent-Curved

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

INSULATING 
GLASS MACHINERY 
AND EQUIPMENT
IGE Glass Technologies Inc.
2875 Jupiter Park Dr., Ste. 100
Jupiter, FL 33458
P: 561/741-7300 F: 561/741-3071
www.igesolutions.com

Production Lines
Quanex Building Products
800 Cochran Ave.
Cambridge, OH 43725
P: 740/439-2338 F: 740/439-0127
www.edgetechig.com

MACHINERY/EQUIPMENT
Erdman Automation Corp.
1603 South 14th Street
Princeton, MN 55371
P: 763/389-9475 F: 763/389-9757
www.erdmanautomation.com

IGE Glass Technologies Inc.
2875 Jupiter Park Dr., Ste. 100
Jupiter, FL 33458
P: 561/741-7300 F: 561/741-3071
www.igesolutions.com
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Laminated Lines/
Machinery
Casso-Solar 
Technologies LLC
506 Airport Executive Park
Nanuet, NY 10954
P: 845/354-2010 F: 845/547-0328
www.cassosolartechnologies.com
sales@cassosolartechnologies.com

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

Acid Etched Mirror
Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC H1J 1L5 Canada
P: 888/320-3030 F: 514/351-3010
www.walkerglass.com

Antique Mirror
General Glass International
101 Venture Way
Secaucus, NJ 07094
P: 201/553-1850 F: 201/553-1851
www.generalglass.com
sales@generalglass.com

Timeless Reflections
111 W. Erie St.
Spring Valley, IL 61362
P: 815/663-8148 F: 866/928-3330
www.antiqued-mirrors.com

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

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

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

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

SOLAR GLAZING 
MACHINERY
IGE Glass Technologies Inc.
2875 Jupiter Park Dr., Ste. 100
Jupiter, FL 33458
P: 561/741-7300 F: 561/741-3071
www.igesolutions.com

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

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

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

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

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

WINDOW HARDWARE
Strybuc Industries
2006 Elmwood Ave., Suite 102C
Sharon Hills, PA 19079
P: 800/352-0800 F: 610/534-3202
www.strybuc.com

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

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

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

General Tools & Supplies
Pacific Laser Systems
449 Coloma Street
Sausalito, CA 94965
P: 800/601-4500 F: 415/289-5789   �
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Products for Sale

Curved China Cabinet Glass
Stock curves fit most cabinets. Most sizes
$90, $95, $98 delivered. Zone charges
may apply. Call 512/237-3600, Peco Glass
Bending, PO Box 777, Smithville, TX 78957.

Industry Services

All Machines in Stock
• Non-Autoclave Laminating Machine
for EVA, SGP (Dupont) & PVB

• Tempering Furnace - Flat & Bending
ALL SIZES

• New 8 Spindle Beveler. 
• New 9 Spindle flat Edger/Miter. Ideal
for shower doors. Our best seller. Over
200 installed and operating in US.

• New Shape Edger/Beveler. 
Prices EXW Miami. Includes free instal-
lation/training/spare parts. In-house
technical support. Machines in stock.
www.jordonglass.com  
Ph: 800/833-2159.  
E-mail: sales@jordonglass.com
Celebrating our 30th anniversary!

Bieber Consulting 
Group, LLC

Is a group of retired Glass Industry Exec-
utives with the ability to solve your prob-
lems,  grow your business and add to your
revenue stream. With over 40 years of ex-
pertise managing sales and profits, we
know cost reduction, sales & marketing,
finance, glass fabrication, safety, purchas-
ing, labor relations and more. To explore
how we can be of benefit to you, call Paul
Bieber at 603/242-3521 or email paulbase-
ball@msn.com

Let Keytech Be 
Your Key to Solving

A Problem
Keytech North America is a full-
service research and technical
provider to the glass and metal
industry. If you are in need of market
research or analysis, technical
services including remediation
expertise, or business consultation
and advice, Keytech North America
can help. The Keytech team of
experts brings with it more than 150
years of experience in all phases of
the glass and metal industry.

Solutions to Glass and Metal
Installation Problems
•   Dispute Resolution
•   Expert Witness Services
•   Testing Services
•   Product Sourcing & Evaluation
•   Billing Dispute Resolution
•   Architectural Interface
•   Project Forensic Services
•   Labor Dispute Resolution 
Assistance

Business Services
•   Strategic Planning
•   Problem Solving (Field & Shop)
•   Acquisition Assessment 
& Recommendation

•   Succession Planning
•   Mediation /Arbitration Counseling
•   Dispute Resolution
•   Market Research and Analysis
•   Merger and Acquisition 
Transaction Assistance

•   Valuation Services
•   Financial Analysis
•   And more

Contact Keytech North America 
in confidence

Keytech North America
630/468-2848

info@keytechna.com
www.keytechna.com
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For a price quote, email your ad
to: jmulligan@glass.com or call

Janeen Mulligan at 
540/720-5584, ext. 112 
for more information. 

Listings start at $119 per column inch. 
Deadline for the July issue is 

June 15, 2012.  

Used Equipment 
USED MACHINERY
BOUGHT & SOLD

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

Used Equipment Available
• 72" Mappi Tempering furnace. Very
good condition, temper 3.2mm to 19mm. 

• 100" North Glass furnace with bender,
ability to temper flat and bent glass
from 3.2mm to 19mm. 

• 72" North Glass furnace, never in-
stalled, 5mm to 19mm. 

• Used Top Drill with saw  
Other glass washers and misc equipment
available. Please contact Jeff Wareham at
jeff@blackdogmachinery.com for more
information.
 

 

CUSTOM WINDOW 

MANUFACTURER 

               In Columbiana County, Ohio, Case #2011-CV-00282, we will offer 

for sale at Public Auction the following assets of:     
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FEATURING: Complete liquidation of glass 
equipment, custom wood- working equipment, 
forming equipment, and all related support 
equipment.  
 
INSPECTION: 9 AM day of sale.  
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SEE WEBSITE FOR MORE INFORMATION & TERMS. 
 

          George Roman III, CAGA        

              Ronald Roman, CAI 

           Christopher Roman, CNE 
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Monthly Newscast
• One-on-One Interviews
• Top Stories
• Industry Overviews

www.USGNN.com
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For more information on these companies’ products, visit http://products.usglassmag.com

15 Adams Rite Manufacturing Co. 800/872-3267 800/232-7329 www.adamsrite.com
27 AGC Flat Glass North America 800/234-9380 404/446-4221 www.us.agc.com
34 Aluflam North America 714/899-3990 714/899-3993 www.aluflam-usa.com
19 Ashton Industrial +44 (0)1279 624 810 +44 (0)1279 626 615 www.ashton-industrial.com
17 Azon Systems Inc. 800/788-5942 269/373-9285 www.azonintl.com
5 Banom Inc. 800/227-7694 800/456-8393 www.banom.com
63 Bohle America Inc. 877/678-2021 704/247-8240 www.bohle-america.com
62 California Glass Bending 800/223-6594 310/549-5398 www.calglassbending.com
55 Capital Tape 888/888-8273 216/292-3435 www.capitaltape.com
41 Cardinal LG 952/935-1722 952/935-5538 www.cardinalcorp.com
48 Citadel Architectural Products 800/446-8828 317/894-6333 www.citadelap.com
20 Corning 800/220-3749 484/229-9164 www.mcgrory.com
7 EFCO Corp. 800/221-4169 416/581-0700 www.efcocorp.com
54 EPCO USA Inc. 626/961-6827 626/961-3525 www.epcocorp.com
21 Erdman Automation 763/389-9475 763/389-9757 www.erdmanautomation.com
35 Fenzi North America 416/674-3831 416/674-9323 www.fenzi-na.com

58,59,61 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com
73 Glasswerks L.A. Inc. 888/789-7810 888/789-7820 www.glasswerks.com
50 Glas Troesch 800/220-3749 484/229-9162 www.mcgrory.com
25 GlasWeld Systems Inc. 800/321-2597 541/388-1157 www.glasweld.com
11 Guardian Industries 866/482-7374 248/340-2111 www.sunguardglass.com
49 ITW Buildex 800/284-5339 630/595-3549 www.itwbuildex.com
23 J.E. Berkowitz LP 800/257-7827 856/299-4344 www.jeberkowitz.com
46 JLM Wholesale 800/522-2940 248/628-6733 www.jlmwholesale.com
29 Kawneer Co. Inc. 770/449-5555 770/734-1560 www.kawneer.com
70 Keytech North America 630/468-2848 630/990-3489 www.keytechna.com
50 McGrory Glass 800/220-3749 856/579-3232 www.mcgrory.com
61 MyGlassTruck.com 800/254-3643 856/863-6704 www.myglasstruck.com
8-9 Oldcastle BuildingEnvelope™ 866/653-2278 770/497-3656 www.oldcastlebe.com
C4 PPG Industries Inc. 888/774-4332 412/826-2299 www.ppgideascapes.com
26 Precision Glass Bending 800/543-8796 800/543-8798 www.e-bentglass.com
62 Pulp Studio Inc. 310/815-4999 310/815-4990 www.switchlite.com
13 SAFTIFIRST Fire Rated Glazing Solutions 888/653-3333 415/822-5222 www.safti.com
31 Sage Electrochromics 877/724-3325 507/333-0145 www.sageglass.com
51 Sika Corp. 800/933-7452 248/577-0810 www.sikausa.com
57 Soft Tech America 954/568-3198 954/563-6116 www.softtechnz.com
40 Strybuc Industries 800/352-0800 610/534-3201 www.strybuc.com
3 Taco Metals 800/743-3803 305/770-2386 www.tacorailing.com
47 Technoform 330/487-6600 330/487-6682 www.technoform.us
1 Trulite Glass & Aluminum 800/432-8132 954/724-9293 www.trulite.com
69 USGlass Mobile App 540/720-5584 540/720-5687 www.usglassmag.com
C2 Western Window Systems 602/304-2905 602/323-6144 www.westernws.com
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theBusiness

She had a pleasant voice and I re-
ally wasn’t all that busy, so instead
of cutting her short, I listened to

her entire introduction and explanation
as to why she had called.

“Mr. Hill,” she began, “my name is
Susan and I am calling on behalf of the
Minnesota Institute of Political Science. If
you could spare just a few minutes of your
valuable time, I would like to talk with you
to get your opinions for a research project
I am currently developing for a very im-
portant doctoral thesis program.”

Well, I was instantly impressed. I mean
here I was all the way down in Chicago,
Ill., and a doctoral thesis research person
was calling me to ask for my help. And
not just any doctoral research person ei-
ther, but one from Minnesota. People
from Minnesota are always so sophisti-
cated, so calm, so serious. How could I
say no?

“I would be honored, Susan,” I replied.
“Thank you, Mr. Hill. Now here’s the

way this will work … you have to answer
the questions I am about to ask with the
first coherent thought that comes to mind.
Further, you cannot ask me any questions
or request any type of an explanation
about any of the questions I ask. Do you
understand?”

“Yes, I do,” I answered, hoping that I
would be up to the challenge of handling
difficult doctoral research project ques-
tions. My hands were already starting to
sweat and my face felt flushed. My pulse
was picking up speed and my left foot
began to twitch.

“Okay,” she continued. “The first ques-
tion is as follows. How many governors
does it take to change a light bulb?”

“What did you say? Could you please
repeat that?” I asked, thinking she had
said something about governors and

light bulbs. 
“Well, Mr. Hill, as I stated very clearly

before, I am not supposed to repeat any
question twice but you are from Chicago
so I will make this one exception … but
only this one time. So here it is again and
please listen closely. How many governors
does it take to change a light bulb?”

To my complete surprise, I had heard
the question correctly the first time. But
could this be a serious doctoral thesis type
of a question? From those always serious
but ever polite people in Minnesota? 

“Susan, is this a real question or some
kind of a joke?” I asked.

“Mr. Hill … please … you are not sup-
posed to be asking me any questions,” she
replied with a fair amount of agitation in
her voice. “I ask the questions and you
answer them. Besides, I am from Min-
nesota and we never joke around or ex-
hibit anything even remotely resembling
a sense of humor.”

Now I have known a lot of people from
Minnesota and, while a couple of them
seemed to possess what might be de-
scribed as a sense of humor, they are for
the most part a very serious bunch so I
came to the quick conclusion that I had
better get serious, too. So I summoned up
my most professional voice and replied,
“Is the governor in question a Republican
or a Democrat?”

“Mr. Hill,” she snapped, “I have now told
you three times that you are not allowed to
ask me any questions! And besides, what
difference does it make if they are Repub-
lican or Democrat?”

“It makes a great deal of difference,
Susan. If the governor is a Democrat he
might change the light bulb but not until
he has blamed the Republicans for letting
it burn out in the first place. He will then
seek a federal grant to pay for the new

bulb and, if he doesn’t get the grant, he’ll
push for a tax increase to pay for the bulb
while claiming that the money is going to
be used for education. If it’s a Republican
governor, he will immediately put in a call
to a couple of powerful fund raising lob-
byists to consult with him on the problem
of the burned-out bulb with hopes of
steering the work toward one of his large
corporate donors. So you see, it does make
a difference.”

“Okay … okay, Mr. Hill. It’s a Republi-
can governor, now please, before you drive
me right out of my mind, answer the
question!”

Kinda edgy I thought. Maybe she’s not
really from Minnesota. Maybe she
moved there from Michigan just to do
the doctoral research thing. People from
Michigan are a little edgier than those
from Minnesota. Or maybe she knows
that two of Illinois’ last three governors
currently are changing light bulbs in
federal prisons.

“Is it an election year?” I asked.
“WHO CARES?” she shouted into the

phone.
“I care,” I replied in my calm Illinois

voice.
“YES … YES, it’s an election year … al-

though it can’t possibly make any differ-
ence and I am supposed to be asking the
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WHEN HOMEOWNERS CHOOSE GLASS SHOWER ENCLOSURES, THEY’RE LOOKING FOR BEAUTY, DURABILITY AND CLARITY.
They’re looking for NEW CLARVISTA™ GLASS from PPG. Clarvista glass is a high-performance product with a transparent coating that seals the glass surface 
providing a protective barrier against the corrosive effects of heat and humidity typical in a bathroom. So it looks newer, longer. But here’s the really beautiful part, 
Clarvista Glass was designed to look and handle like ordinary glass. Something a fabricator can really appreciate. Clarvista is even available on clear or Starphire®

glass. Learn more at ppgclarvista.com. Or call 1-888-PPG-GLAS.

WANT TO HELP SPREAD THE WORD ABOUT CLARVISTA GLASS?
ORDER OUR CONSUMER BROCHURE, COMPETITIVE TESTING ANALYSIS OR A SAMPLE KIT AT PPGCLARVISTA.COM

© PPG Industries Ohio, Inc. All rights reserved. PPG CLARVISTA and STARPHIRE are trademarks owned by PPG Industries Ohio, Inc. Clarvista glass is sold subject to PPG’s written limited warranty.

WHEN HOMEOWNERS CHOOSE GLASS SHOWER ENCLOSURES, THEY’RE LOOKING FOR BEAUTY, DURABILITY AND CLARITY.
 Clarvista glass is a high-performance product with a transparent  Clarvista glass is a high-performance product with a transparent coating that seals the glass surface coating that seals the glass surface 

providing a protective barrier against the corrosive effects of heat and humidity typical in a bathroom. So it looks newer, longer. But here’s the really beautiful part, providing a protective barrier against the corrosive effects of heat and humidity typical in a bathroom. So it looks newer, longer. But here’s the really beautiful part, 
Clarvista Glass was designed to look and handle like ordinary glass. Something a fabricator can really appreciate. Clarvista is even available on clear or StarphireClarvista Glass was designed to look and handle like ordinary glass. Something a fabricator can really appreciate. Clarvista is even available on clear or Starphire

TRUE BEAUTY
STANDS THE TEST
OF TIME.

VISIT US AT THE AIA 2012 NATIONAL CONVENTION AND DESIGN EXPOSITION
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NewsMakers

Bob Leyland, director of sales at
Kawneer Co. in Norcross, Ga., re-
cently announced that he will re-

tire on August 3, after 37 years with the
company. Colin Brosmer, currently di-
rector of front end services, will take
over Leyland’s position, effective July 27.
Leyland began his career with

Kawneer in 1975 after graduating with
a degree in marketing from Michigan
State University. He started with the or-
ganization as a sales trainee in the
Niles, Mich., headquarters and was
quickly assigned to the Cincinnati terri-
tory. He returned to Niles in 1980 as a
national account manager and then as
the product manager for storefront, en-
trances and framing.
Leyland moved to Southern California

in 1984, where he served as the district
sales manager until 1994. He then
moved to Norcross to work as the senior
product manager for storefront, en-
trances and framing. He was named di-
rector of marketing in 1996, and
assumed executive leadership of the
sales and marketing organizations in
1999. He has continued to lead theNorth
American sales organization since 2004.
Leyland recently spoke with USGlass

about his retirement and his many
years at Kawneer.

Q: What would you say has been
your greatest contribution to the glass
industry?
A: I would say my involvement in peo-

ple development. The reason I spent 37
years with the same company is the
people within the industry and the com-
pany. I’ve had a number of positions
throughout my career, I’ve had a
chance to hire people, and help them
grow in their roles, and that is very im-
portant to me.
In another area, I’ve been through a

number of acquisitions and integrations.
Kawneer was acquired by Alcoa in 1998.
There were a lot changes that had to be
managed in those kinds of circum-
stances. More recently, we went through
the commercial integration of Traco into
Kawneer and Alcoa. Now we have got
two industry-leading brands put together
to serve our customers. I lead the com-
mercial integration side of that.
Lastly, as you know we are in an in-

dustry that is cyclical in nature. When
you are challenged with the market
downturn—and I have been through four
in my career—there’s always pressure
to generate an acceptable level of prof-
itability, and we’ve been able to do that.
Our company aligns itself very closely
with the customer. We are able to sus-
tain through the downturns and help
our customers through those as well.
We share with them some of the things
that we implement to mitigate risks,
and most Kawneer customers make it
through the downturn. I am connected
with those customers on a daily basis.

Q: What are you most proud of in
your long career?
A: Couple of things: Being able to par-

ticipate and lead an industry-leading
company. I started with Kawneer right
after graduating fromMichigan State. The
people I have had the chance to work
with, the customers, and the opportunity
to take on more responsibilities, is one
area. It’s also been really important tome
to be a leader in our own organization. I
haveworkedwith and for very strong lead-
ers and I have learned from them a
tremendous lot. We are part of a group
that, from a product standpoint, has con-
tinually tried to raise the bar as it relates
to quality and performance.

Q: What was the lowest point of your
career?

A: I would have to say when you have
to face difficult decision to make sure
that you remain profitable in a downturn,
sometimes you have to size yourself to
remain profitable. Those are always dif-
ficult decisions, and I am, in particular,
challenged by that. My role in the com-
pany is asmuch as to be a job creator as
anything else. So, when it goes the other
way it makes for difficult decisions.

Q: If we asked somebody in the glass
industry what your legacy is, what
would they say?
A: I would like to think that they would

say that I have been a dedicated, ethi-
cal, high-integrity person who has led a
successful company, managed product
performance and people development.
A guy who had tried to live and operate
with a sense of integrity. I would like to
think both my colleagues and cus-
tomers will think of me as a positive in-
fluence, who supported and sustained
a very strong brand, and that people will
respect and feel good about that.

Q: What do you plan to do after re-
tirement?
A: I do not have any immediate plans. I

will take some time to relax a bit and con-
template whatmight be of interest to pur-
sue.Mywife is a teacher and she has one
more year to teach, so I have one year to
figure that out. I have been working since
I was 12, as a paper boy. So it might be
healthy for me to just stop and think for a
bit. I still have a high level of energy, so I
will do something. I live in
a golf course commu-
nity, so I might get a
chance to get better
in golf. I am excited
about what the next
chapter of my life will
bring, but I will go one
step at a time. �

AMinuteWith …
Bob Leyland, Kawneer Co.

Director of Sales
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