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The FTC is Watching
The Federal Trade Commission (FTC) is cracking down
on environmental marketing in an effort to make sure
any claims to be green are “truthful and based on solid
scientific evidence.” Find out what to look out for when
making green claims with a look at the new guidelines
found in the recently updated “Green Guides.”
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Issue@Hand

Fifty Shades of Green

No,I didn’t read the book,but I have sure heard about it.And it seemed appro-
priate to use the title here because, as you will see in this issue, “being green”
means different things to different people. The green movement, which began

as a trickle in the late 1940s, is today a raging river of commitment and activity.
The move toward environmentally-responsible construction came to promi-

nence in the last decade with the adoption of Leadership in Energy and Environ-
mental Design (LEED) and other environmentally-friendly practices.

Supporting green is akin to supporting motherhood and apple pie. Everyone pro-
fesses to do so; how could you not? But if you talk candidly with many in the con-
struction industry, you’ll learn the same dirty little secret I did: there’s a lot of
disdain for green practices as they currently exist. This disdain is not coming from
the glass industry alone; it is consistent across most building trades.

Most people cite four major concerns with green building practices. They are:
Inconsistencies between the goals of the program and their practices. Let me

give you just one example for one program. In general, LEED provides credit for
locally-sourced materials. The closer to home the materials are made, the less ship-
ping, gas and resources are used to get them into place. Yet we all know that most
types of energy-efficient glasses are not made locally; they are manufactured in one,
two, maybe three, places in the country. “The specs call for performance that can be
met by only two types of glass,” one glazing contractor from Oklahoma City told me.
“One is made on the East Coast and one on the West. So which qualification do I sac-
rifice? Some materials such as concrete, brick, etc. are easy to find locally. The right type
of glass is not.” Rules in programs that result in dilemmas like this must be fixed.

Squabbles, snipes, competition and territorialism among green programs.
It’s also no secret that the major green programs and the codes they promulgate
compete against each other. For an excellent report on the current state of green
codes, please see Megan Headley’s in-depth article on page 36. It details some of
the struggles that contractors face in trying to unravel what each means.

Lack of accountability for green claims. Everyone says they are green, but
there is really no way to know. The word “green” is following the same trajectory
as the word “diet” did in the 1960s. First, everyone claimed their foods are diet,
then no one could really define “diet” or “low calorie,” then the government got in-
volved. The recent “Green Guide” by the Federal Trade Commission details such
updated guidelines. And, in this day and age, when a glass manufacturer can be
slapped on the hand merely for saying its product can provide “up to” a certain
level of energy savings, you better believe the government is watching. In fact,
we have an excellent report on the new FTC guidelines on our website Be sure to
get your copy at http://bitly.com/Vfdp6T. 

Increased liability for green compliance. A whole new level of legal liability
comes with green compliance. Glazing contractors, who already carry the burden
for so many things will now also carry the legal burden for such compliance. This,
in many ways, is the most wearisome of burdens for contractors and also leads to
the greatest amount of concern about green programs.

Critics say that until and unless these four issues are addressed, the true green-
ing of the construction industry will never take place. —Deb

P.S. This issue should reach you right around the Thanksgiving holiday in the
United States. I am very thankful for you, our readers, who teach me new things each
day and whom I appreciate beyond words. And I am thankful for advertisers and
customers, who are great partners and supporters in our effort to bring you the lat-
est news and information every day. Happy Thanksgiving!
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                     The shortest distance between 
                                         “what if” and “wow.”

When you choose AGC for your architectural needs, you have a streamlined solution 
for bringing the design vision to life. Our vertical integration enables us to control 
the glass manufacturing process and optimize delivery through a proven network 
of fabricators. So you can count on a single reliable source that enables you to get 
the job done right every time. Visit us at us.agc.com to learn more. 

Experience The New Designability of Glass.
©2012 AGC Glass Company North America, Inc. All rights reserved. 
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GANAPerspectives

Energy management is
one of the biggest
global mega-trends

that society will face for the
next 20 years. The chal-
lenges of energy conserva-
tion, sustainable design and
their associated policies
and regulations are already
impacting the glass and glazing in-
dustry. The significance and com-
plexity of these energy-related issues
demand a more elevated and coordi-
nated focus within the fenestration
industry. For this very reason, the
Glass Association of North America
(GANA) created its energy division 18
months ago.

REGULATORY EFFORTS
The purpose of the energy division

is to provide advocacy on critical
regulatory and standards issues, and
education on the role that glass can
play in achieving high-performance
buildings from both an energy and
human comfort perspective. Our ad-
vocacy efforts have been focused on
three key areas: building energy
standards (e.g. ASHRAE 90.1), life
cycle assessment (LCA)—eco-label-
ing—and government and regula-
tory affairs.
Led by Rob Joyce of Guardian In-

dustries Corp., GANA’s government
and regulatory affairs subcommittee
is focused on raising the level of in-
dustry coordination and education
about important national legislative
and trade issues. Updates on these
topics are being provided to mem-
bers quarterly in GANA’s Glass Re-
flections newsletter. Currently we are
tracking the S.1000 Energy Savings

and Industrial Competitiveness Act.
After the presidential election, when
things start moving in Congress
again, we are planning to organize
coordinated fly-ins for our members
to advocate, and garner support for
important industry positions with
legislators.
Eco-labeling and LCA are hot top-

ics. More architects are designing
green buildings and are asking for the
embodied energy or full LCAs of con-
struction products. Doing an LCA
currently earns a credit in the Inter-
national Green Construction Code,
and may be required in the next ver-
sion. The USGBC implemented a pilot
credit for LCA in LEED in 2010 and
federal agencies are moving toward
using LCAs for government building
projects. Trends suggest that LCAs
will be mandatory for sustainably de-
signed buildings soon. Today the abil-
ity to provide an LCA for your product
is a differentiator, but soon it
may be a ticket required to play.
An energy division task group
has been collaborating with the
Insulating Glass Manufacturers
Alliance (IGMA), Window and
Door Manufacturers Association
(WDMA) and American Archi-
tectural Manufacturers Associa-
tion (AAMA) to provide
coordinated input into develop-

ment of the rules for doing
LCAs for glazing products.  

LEEDING THE WAY
On the subject of green

buildings, we’re forming a
task group led by Marc De-
schamps of Walker Glass to
review and comment on the

new LEED version 4 draft which is
currently out for public comment.
LEED has a number of credits, such
as Energy and Daylight and Views, to
which the use of glass and glazing
can contribute when used appropri-
ately. If you are interested, please
contact Ashley Charest at
ashley@glasswebsite.com.
One of our most active areas is in build-

ing standards, monitoring and partici-
pating in the development of ASHRAE
90.1. While we previously succeeded in
defending the reduction in window-to-
wall ratio (WWR) in the 2010 revision,
WWR remains under pressure. GANA’s
consultant, Tom Culp, and our technical
director, Urmilla Sowell, with other team
members, are doing an excellent job ad-
vocating for industry positions and col-
laborating with the ASHRAE envelope
subcommittee to develop sound propos-
als for the 2013 revision.   �

Zeroing In
Energy Division Working to Meet Several Needs

b y H e l e n S a n d e r s a n d M a r k S i l v e r b e r g

H e l e n  S a n d e r s is the
chair of the GANA energy
division and vice president,
technical business
development at SAGE
Electrochromics Inc. 

M a r k  S i l v e r b e r g is the vice-chair of
the GANA energy division and the president
of Technoform North America Inc.

Eco-labeling and LCA are hot topics.
More architects are designing

green buildings and are asking for
the embodied energy or full LCAs 

of construction products.
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XL Edge® > Loå-180TM > Loå-i81TM > Neat®> Preserve®

Chill
out.

H I G H  S O L A R  G A I N  G L A S S

Keep the cold out and the heat in with Cardinal Loå-180™ glass in your windows. By blocking heat
loss to the outside and letting the sun’s heat stream in, Loå-180 keeps rooms warmer and more
comfortable. With a glass U-factor of just 0.26 and an SHGC of 0.69, Loå-180 is the ideal product
for passive solar applications. Go ahead, chill out. Extend a warm welcome to homeowners and
achieve the highest ER values with Loå-180 glass. For more information, visit cardinalcorp.com.

ENGINEERING THE FUTURE OF COATED GLASS
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BIM IQ
®

Like smartphones have revolutionized how people communicate, BIM IQ® will revolutionize the way 

buildings are designed. How does it differ from BIM? Change the glass option or mullion design—only 

BIM IQ® will show you that change from any view of your project, interior or exterior, in its precise 

location, on any day of the year! That’s right, and you not only see what it looks like, BIM IQ® calculates the 

energy data based on your selections—no waiting. To learn more, call 1-866-OLDCASTLE (653-2278), 

see us at Greenbuild Conference, booth #3457N or visit BIMIQ.com to take a tour. 
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USGlass
NEWS NETWORK

www.USGNN.com

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

Grey Mountain Partners Acquires the
Assets of North American Specialty Glass

G rey Mountain Partners, in con-
nection with its affiliate com-
pany Consolidated Glass

Holdings Inc. (CGH), announced the
acquisition of North American Spe-
cialty Glass (NASG) assets out of Chap-
ter 7 bankruptcy. Trumbauersville,
Pa.-based NASG produces safety and
security glass for transportation, archi-
tectural, military, as well as specialty
end-use applications. NASG also fo-
cuses on the development of glass and
polycarbonate laminate technology.
“We think the long-term effects of

this acquisition will make us stronger
than before,” says Carole Kagiyama
CGH director of marketing in an exclu-

sive interview with USGlass. “It’s a pos-
itive add. We think they are going to fit
into our portfolio and complement
what we currently offer.”
Kagiyama continues on to say, “We’re

running material now. We're not 100-
percent yet, but I think we'll be up and
running 100-percent very soon. We have
almost all of our employees back. We
think with our solid financial backing
we'll be even stronger going forward.”
“We are thrilled to partner with Grey

Mountain and CGH,” says Ted Jenny,
president of NASG. “This acquisition
and injection of additional capital
saved nearly 100 jobs and will allow us
to rapidly return to production. We

greatly appreciate the continued sup-
port of all of our customers through
this process. The NASG team is moti-
vated and ready to provide our cus-
tomers with an even higher level of
service and quality products.”
“We welcome NASG’s talented man-

agement team, and we look forward to
immediately reopening the business and
working with customers to satisfy their
needs,” says Tom Ryan, CEO of CGH.
“With a commitment to customer service
and quality products, NASG has a repu-
tation for providing consistently superior
laminated glazing systems and compo-
nents. At CGH, our goal is to bring long-
term sustainability to NASG by running a
first-class operation and leveraging our
other glass fabrication businesses to ex-
pand the scope of our offering.”

Flat Glass Prices
Fall 0.4 Percent
Flat glass prices fell 0.4 percent from

July to August, according to the monthly
Producer Price Index Report issued by
the U.S. Labor Department.
Previously, flat glass prices began to

steadily increase after the 0.1 flat line of
May to June. Prices continued to grow
from June to July at a 0.5 percent rate,
according to the report.
While flat glass prices decreased, the

cost of components and materials for
construction increased at a rate of 0.2
percent from July to August. In com-
parison, the previous month's cost of
construction was -0.1 percent from
June to July.
The import price for glass and glass-

ware rose 0.7 percent in August, ac-
cording to the U.S. Import and Export
Price Indexes. The August rate is the

Court Approves Sale of Benada’s
Equipment to Tubelite

TheU.S. Bankruptcy Court for theMiddleDistrict of Florida has approvedamo-
tion by Benada Aluminum Products LLC to sell certain portions of its extru-
sion equipment and relatedassets to Tubelite Inc. for a purchaseprice of $2.9

million. Themotion wasmade as part of Benada's Chapter 11 bankruptcy case.
Tubelite emerged as the successful bidder after Benada issued a notification of

intent to sell the equipment in August, and 12 potential purchasers expressed in-
terest. After several rounds of bidding, Tubelite prevailed “as the successful bid-
der to acquire the property,” coming in just aboveRLBest’s final bid of $2.8million.
Creditor Wells Fargo will receive 80 percent of the sale proceeds, while the re-

maining 20 percent will be used by Benada “to continue to fund its operations.”
The sale includes the company's RL Best 2750/3000-Ton Hydraulic Press; an

RL Best handling system; a Granco Clark log heating furnace; a Granco Clark hot
log cutoff saw; a log saw to press billet transveyor; a die oven; a Belco Reversing
End Flow age oven with triple-lane powered conveyors; any and all manuals re-
lated to operation, use and maintenance of the extrusion line assets; and any
and all unexpired manufacturer’s warranties with respect to the extrusion line
assets. According to documentation filed in the case, the machinery was part of
Florida Extruders International's 3000 Ton Press Equipment, which Benada ac-
quired in June 2011.
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DEADLATCH  
for control.

DEADLOCK  
for security.

It’s one-of-a-kind. It’s remarkably innovative. It’s the dead-on 
choice for so many applications. �e Dual Force 2190 provides 
the functionality of a full mortise lock in a narrow stile package 
– while meeting the most stringent building egress require-
ments. Add in energy savings by positive latching, optional 
electri�cation, a selection of designer levers and you have 
the complete, no-compromise package.

�e Dual Force 2190 is the world’s only 
no compromise solution for aluminum stile doors.

www.adamsrite.com
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NewsNow
continued

firstmonthly increase sinceMarch.The
prior four months held a decline of 4.4
percent. The August export prices also
increased at 0.9 percent. This rate pre-
ceded a 0.4 percent rise for the month
of July, the report says. 

GANA Meetings Focus
on Standards and Energy 
Members of the Glass Association
of North America (GANA) were busy
working on manuals, standards up-
dates, glass informational bulletins
and more during their Fall Confer-
ence, which took place September 18-
22 at the Hilton Chicago. The
Tempering Division meetings, in fact,
had some special guests: members of
the International Window Cleaning
Association (IWCA). There is a joint
task group of GANA and IWCA mem-

bers working together to update the
GIB on proper procedures for clean-
ing architectural glass products. Dur-
ing the Construction Subcommittee
meeting Urmilla Sowell, GANA tech-
nical director, provided an update and
said the next step will be to send the
document to the joint group for re-
view and if all parties approve, it will
be balloted at both GANA and IWCA
and jointly published.
The tempering division also dis-
cussed the safety, design, installation
and maintenance of glass railings and
guards. Valerie Block with DuPont up-
dated the group on the activities of the
Canadian Standards Association,
which has formed a technical com-
mittee called Building Guards, as a re-
sult of the falling glass incidences in
Toronto. According to Block, the pur-

pose of the committee is to develop a
comprehensive standard that will be-
come the basis for glass railing sys-
tems. Block added that there is “active
involvement from all provinces” and
there is great interest in the design,
maintenance and installation. So it’s
not just about the glass.” 
Members of the Energy Division tech-
nical committee covered a number of
areas such as the activities of the solar
products and applications subcommit-
tee. While the group is working on de-
veloping a GIB, there are other areas of
potential activity in which members are
involved. These include educational
“101” webinars as well as involvement
with ASTM and other groups and how
GANA can work with them in areas such
as standards development. (For more on
the division, see page 6.)    �
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Architectural Aluminum Systems 
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Windows       
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thermally broken and ultra thermally broken, the new Trifab® 3-in-1 platform 
offers more flexibility, more drama, more options for you to design bigger, 
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CompanyNews

Koch Industries Purchases 
44 Percent Interest in Guardian

Guardian Industries has reached
an agreement allowing KGCI
LLC (a subsidiary of Koch In-

dustries Inc.) to purchase a minority
interest in the company. According to
Guardian, the transaction was still
pending (at press time); the finalization
hinges on a variety of factors including
regulatory approval in other countries. 
In an exclusive interview with

USGlass, Earnest Thompson, direc-
tor, marketing and brand manage-
ment at Guardian Industries,
expanded on the news. When asked
what made Koch stand out among
other potential investors he stressed
the fact that the two companies’ cul-
tures and management practices are
well matched.
“I think it was the fact that our busi-

ness approach and philosophies are re-
ally well aligned,” he says. “Our cultures
are very similar; we are both strong
manufacturing companies.”
Thompson also noted Guardian’s long-

standing tradition toward investment.
“As you know we have always taken a

long term investment view from the
days of Bill Davidson,” says Thompson. 
“We were interested in making this in-

vestment for two reasons,” says Paul
Baltzer, director of communications for
Koch. “First, Guardian has a good com-
petitive position in its principal products
with growth opportunities and a culture
similar to ours, with an 80-year history
of innovation and growth. Second, many
of our core capabilities are applicable to
their businesses and should be able to
enhance their performance.”

Koch Industries is a privately-held
multinational corporation based in Wi-
chita, Kan. 

Bonnell Corp.
Acquires Aacoa Inc. 
BonnellAluminum(alsoknownas the

William L. Bonnell Co. Inc.), a subsidiary
of Tredegar Corp., has acquired full own-
ership of Aacoa Inc., a Midwestern man-
ufacturer of aluminum extrusions in
North America. According to the Bonnell
release, the transaction was valued at
$50.8 million and includes facilities in
both Elkhart, Ind., and Niles, Mich.
“We have been actively searching for

an acquisition that meets our stated
goals for expanding into markets out-
side of building and construction,”
says Duncan Crowdis, president of
Bonnell Aluminum. “In Aacoa, we
found a top-quality manufacturer that
will help us move toward our strategic
objectives for both growth and diver-
sification. By leveraging our combined
capabilities in extruding, anodizing
and fabrication, we will be able to offer
high-quality products and services to
a large base of customers and have the
opportunity to profitably grow in at-
tractive industry segments.”

Companies Receive
ISO 9001 Certification
American Renolit Corp. announced

it has achieved ISO 9001:2008 certifica-
tion. In August 2012 the company re-
ceived formal registration approval for
its production facility in La Porte, Ind.,
and the sales subsidiary in Swedesboro,
N.J., and is now officially recognized as
an ISO 9001 certified company.
Fonda, N.Y.-based Keymark Corp., an

aluminum extrusion manufacturing
and finishing firm, has earned ISO

Ohio Governor 
Tours Quanex Facility

Quanex Building Products
welcomed Ohio Gov.
John R. Kasich to tour its

newly renovated facility in Cam-
bridge, Ohio, in September. Re-
cent renovations to the
417,000-square-foot facility in-
cluded a transformation of the
plant floor to optimize efficien-
cies and double the company’s
production output. The entry
was given a new look with an
LED-lit globe signifying Quanex’s
global presence, composite flooring and a branded stone walkway leading into
the entrance, according to the company. Quanex also added a new customer
experience center featuring a video wall, product samples and a meeting space
overlooking the research and development area.

Ohio Governor Kasich (second from right)
toured the Cambridge, Ohio-Quanex facility.
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9001:2008 QualityManagement System
certification after 18 months of “good
management practices, policies and
procedures,” according to information
from the company. 

Alpen Purchases Fiberglass
Window Business Back 

Alpen High Performance Products,
based in Boulder, Colo., has purchased
the assets of its Colorado-based fiber-
glass window and architectural glass op-
erations back from Serious Energy Inc.
of Sunnyvale, Calif. Brad Begin, one of the
prior owners of Alpen before its sale to
Serious, is back at the helm as CEO.

“We [my business partner and I] had
a long-time continued interest at po-
tentially buying it back,” says Begin.
“When Serious bought Alpen they
made investments that were well exe-
cuted and successful and we as prior
owners always loved the products. We
see a continued momentum.”

Begin says there will now be local own-
ers involved in the day-to-day operations.

Alpen’s window and glass operation
was founded in 1981 and operated con-
tinuously under the Alpen brand until its
acquisition by Serious Materials (now Se-
rious Energy Inc.) in 2008. The fiberglass
window products previously sold under
the SeriousWindows brand will now be
sold under the Alpen brand. Serious En-
ergy, which owned the company for four
years, is working in tandem with Alpen
HHP to ensure a transition back to the
Alpen brand. The company’s operations
and customer service staff will remain
intact, according to Alpen.

“Clearly it will be the same people
producing the same product and out of
the same facility,” says Begin. “We are
working hard for a smooth transition of
the brand and we don’t anticipate sig-

nificant issues, as we have operated
under the Alpen name for more than 30
years. We have a strong reputation as an
innovator in the commercial environ-
ment and have achieved success glob-
ally and nationally.”

In a statement issued by Serious En-
ergy Inc. regarding the sale, the company
hinted that the two organizations may
work together on future opportunities. 

“Serious Energy and Alpen, which have
a longstanding relationship and a shared
interest in high-performance suspended

films, are exploring opportunities for fu-
ture product, distribution and technology
collaboration,” states the release.

Alpen will continue to manufacture
architectural glass and fiberglass win-
dows at its Longmont facilities and will
concentrate on its high-performance,
custom fiberglass residential and com-
mercial window products. Serious En-
ergy will retain its residential vinyl
window and door operations produced
at its Vandergrift, Pa., plant, according
to the release.    �
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IndustryOutlook

A leading monthly construction
indicator shows declines in
both the commercial and resi-

dential sectors. McGraw-Hill Construc-
tion (MHC) reports nonresidential
growth fell 5 percent in September fol-
lowing its previous 7 percent gain in Au-
gust. The majority of the institutional
sector showed decreases, namely in
the educational sector which dipped 16
percent despite several multi-million
dollar projects in Massachusetts, Min-

nesota and Texas as well as a $110
million science and research center at
Temple University in Philadelphia.
Amusement-related work and

churches also experienced steep de-
clines of 27 and 18 percent, respec-
tively. Healthcare facilities (+5) and
public buildings (+2), such as court-
houses and detention centers, did see
slight percent increases.
Commercial growth in September

was much stronger than in August,
however. Warehouse construction in-
creased significantly at 60 percent
and hotel construction grew by 37 per-
cent. Retail and office construction
are up 11 and 9 percent, respectively.
Nonresidential starts declined to

$139 billion in September from $146
billion in August. Year-to-date figures
show an overall 12-percent decline in
nonresidential from $124.7 billion in
2011 to $109.2 billion in 2012.
Geographically, total construction

starts in the South Atlantic region
showed the largest boom with a 33-
percent increase resulting from the
construction of two nuclear power
plants in Georgia and South Carolina.
This number decreases to only a 6-
percent increase if the power plant
projects are excluded. The Midwest
also experienced a 6-percent growth
and the South Central region saw a 2-
percent increase. The Northeast de-
creased 5 percent and the West
declined by 9 percent.
“Going into 2013, it’s not expected

that electric utilities will be able tomain-
tain the record pace witnessed in 2011
and 2012, and tight government budg-
ets will restrain the institutional building
and public works sectors,” says Robert
A. Murray, vice president of economic
affairs for MHC. “It will be up to housing
and commercial building to provide up-
ward momentum, and the impending
‘fiscal cliff’ makes continued growth for
these sectors less certain.” �

Non-Residential Starts 
Decline in September

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 679 549 723
May 588 553 780
June 539 615 760
July 550 615 812
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)

SEPTEMBER 2012 AUGUST 2012 % CHANGE
Nonresidential building $139,014 $146,032 -5
Residential building $170,310 $172,221 -1
TOTAL CONSTRUCTION $507,199 $436,674 +16

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

9 MOS. ’12 9 MOS. ’11 % CHANGE
Nonresidential building $109,150 $124,655 -12
Residential building $119,328 $94,393 +26
Nonbuilding construction $72,447 $80,473 +11 percent
TOTAL CONSTRUCTION $349,599 $333,813 +5

Source: U.S. Department of Commerce
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ContractGlazing

Harmon Terminates 24 Hour On-Call
Service Business; Dismantles Program

B loomington,Minn.-based con-
tract glazier Harmon Inc., part
of Apogee Enterprises, an-

nounced it has sold off the individual
locations of its 24-hour on-call service
businesses and will no longer focus on
this area. According to the company an-
nouncement, the 24-hour-on-call serv-
ice business for commercial buildings
did not complement the company’s
strengths and did not contribute to the
future strategic growth goals. 

Since the beginning of 2011, Har-
mon has been evaluating the success
of the on-call services. 

“It was just too distracting,” says
Thyra Nelson, marketing manager for
Harmon. “We are focused on projects
and there was a lot of time and re-

sources that went into the 24-hour
piece that wasn’t necessarily benefit-
ing any of our key customers. It was
something we had always done, so we
just kept doing it.”

Nelson explains that the service
business was not sold to one individ-
ual company, but instead the program
was dismantled. 

“We sold the business office-by-office
because no one is a 24-hour nationwide
commercial glass service company,” says
Nelson. “So in some offices there was a
key player in the market that was inter-
ested but [in other] offices there wasn’t.
So we sold them office-by-office. We sold
where we could to companies that were
interested and some offices we just dis-
continued depending on the volume.”

Harmon will continue operations in
12 locations throughout the United
States focusing on the new construction
and renovation markets. According to
the announcement, the transition from
the on-call service market will not im-
pact the company’s current project
commitments and the reallocation of
resources will increase its capacity for
the core project business.

BIM More Popular
with Contractors 
than Architects

More contractors than architects
are using BIM: 74 percent compared
to 70 percent, according to the sur-
prising results of a recent McGraw
Hill Construction study. On average,

Dodge Momentum Index 
Falls in September

The Dodge Momentum Index was 94.7 for the month of September,
a 0.8-percent drop from 95.4 in August, according to McGraw-Hill
Construction.

Although the longer term trend shows growth, the index is experiencing a
short-term pause due to the presidential election, year-end expiration of the
Bush tax cuts and automatic spending cuts, according to the report. The com-
mercial segment was affected more, dropping 5.4 percent in September rather
than the institutional building sector which rose by 4.0 percent.

The Dodge Momentum Index
(Year 2000=11)

Sept. 2012 Aug. 2012 % Change
Nonresidential Building ............94.7....................95.4 ....................-0.8%
Commercial Building ................83.6....................88.3 ....................-5.4%
Institutional Building ..............108.4 ................104.3 ......................4.0%

Source McGraw-Hill Construction Dodge
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40 percent of those using BIM have
made a commitment to complete 60
percent of their work through the mod-
eling system. This percentage rose 44
percent since 2009. The report also
noted 49 percent of BIM users have five
or more years of experience working
with the program.

ABI Gains Positive
Ground, First 
Time in Five Months

The Architecture Billings Index (ABI)
shows positive growth for the first time
since March, according to the latest report
from the American Institute of Archi-
tects. The ABI inched nearly three points
up. August held an ABI score of 50.2, in
comparison to July’s score of 48.7.

The ABI reflects the approximate
nine to twelve month lag time between
architecture billings and construction
spending. 

Construction Jobs
Increase for September;
Unemployment Rates Rise

A total of 5,000 construction jobs
were added nationwide in September
resulting in 5.523 million employed
in this market for the month, an im-
provement from the 5.518 million
employed in August, according to
data released by the Associated Gen-
eral Contractors of America. Despite
September’s employment gain, the
month recorded an unemployment

rate of 11.9 percent and was 5,000
lower than in September 2011. Con-
struction employers have hired 2.2
million fewer people than they did six
years ago. 

Both the residential and non-resi-
dential construction sectors saw an
increase in new hires during Septem-
ber. Residential building contractors
added 1,100 jobs in September and

have gained 3,200 for
the year, while non-
residential building
contractors also
added 1,100 jobs in
September, but lost
12,400 during the
past 12 months.   �
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Construction employers have hired 2.2 million fewer people than they did six years ago.
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ASTM Approves Standard for 
Handling Flat Glass 

The American Society for Testing
and Materials (ASTM) has ap-
proved a new standard, “ASTM

E2875/E2875M, Guide for Personal
Protective Equipment for the Handling
of Flat Glass.” 

The goal is to aid in the selection of
personal protective equipment that
will best protect a specific employee
from hazards that cannot be miti-
gated through other means than (for
example, through engineering, ad-
ministrative or work practice con-
trols), according to an announcement
from ASTM.

ASTM officials say the new standard
highlights the critical areas of risk to
the body from glass handling; the need
for risk assessments - particularly to
the neck and other major artery areas;
and explains cut test standards.

“ASTM E2875/E2875M will be help-
ful to end users, particularly glass com-
panies or locations that may not have
as much exposure/awareness regarding
available personal protective equip-
ment in the industry,” says Michael
Marsala, safety and loss control man-
ager, Guardian Industries Corp. “It can
also be helpful to anyone who handles

glass in that these risks can exist with
glass installers and replacers as well.”

Codes&Regulations

20 USGlass, Metal & Glazing  |  November 2012 www.usglassmag.com

FMA/AAMA/WDMA 300-12, “Stan-
dard Practice for the Installation of Ex-
terior Doors in Wood Frame
Construction for Extreme Wind/Water
Exposure,” is now available. The docu-
ment, developed jointly by the three as-
sociations, includes procedures for the
installation of exterior doors into light-
commercial buildings of not more than
three stories above grade in height. �

briefly ...
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OUR GLASS

ISN’T DESIGNED

FOR OFFICES.

IT’S DESIGNED

FOR PEOPLE.

      SageGlass is glazing that can be 

tinted electronically, allowing building 

occupants to control the sunlight and 

heat that enter the space. Buildings 

are more comfortable and energy 

e�  cient—so architects can design 

with more glass and glaziers can win 

larger installations with higher profi ts. 

      It’s not just smart glass, it’s 

brilliant.

SAGE Headquarters, Faribault, MN      ARCHITECT: I&S Group
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New Modeling Guide Could Encourage
Glazing to Optimize Energy Efficiency

As the design, specification and
use of advanced glazing prod-
ucts continues to advance, so,

too, will the need for performance
modeling. In this respect, the American
Institute of Architects (AIA) has re-
leased an Architect’s Guide to Integrat-
ing Energy Modeling in the Design
Process. This new guide was created to
provide a step-by-step map to predict-
ing (and thus reducing) the energy
usage of buildings.
The guide was written and assem-

bled by a committee of architects, sus-
tainability experts, and government
building science officials, as well as AIA
staff. It surveys members of the build-
ing design and construction industry to

present baseline best practices for em-
pirically evaluating the energy per-
formance of buildings. Beyond defining
and making a case for energy model-
ing, the primer walks users through
different types of energy modeling and
the individual tools and software avail-
able for it. As a relatively new technical
specialty, the guide also discusses how to
bring energy modeling to other building
team members, such as engineers, as
well as the clients. 
Glazing and windows are also refer-

enced in areas throughout the guide. For
example, in a section on energy model-
ing for code compliance, the guide notes
that the “new editions of both the Inter-
national Energy Conservation Code and

International Green Construction Code
will require a greater understanding of
the effects of a building’s energy con-
sumption, in which code-compliant en-
ergy criteria have significant
architectural implications, such as new
daylighting requirements.” As an exam-
ple, the guide says “the integration of
windows into the building envelope is
key to determining whether a building
can be designed to meet prescriptive en-
ergy conservation requirements or will
need to use performance requirements.
Prescriptive requirements allow up to a
certain ratio of glass to opaque wall area,
above which the building will need an
energy model to demonstrate code com-
pliance.”

EPA Delays Commercial Lead Paint Rule Until 2015

Energy&Environment

The Environmental Protection
Agency (EPA) has postponed the
implementation of a lead paint

rule for public and commercial build-
ings until July 1, 2015. A proposal for
exterior renovations for public and
commercial buildings was originally
slated to be issued by September 14,
2012, and finalized by February 2014.
In April 2010 the EPA had re-

quested input on the potential for reg-
ulating the renovation, repair and
painting of public and commercial
buildings under section 402(c)(3) of
the Toxic Substances Control Act
(TSCA). The agency aimed to deter-
mine whether lead-based paint haz-
ards are created by interior
renovation, repair and painting proj-
ects in public and commercial build-
ings. For those renovations in the

interiors of public and commercial
buildings that create lead-based paint
hazards, EPA would propose regula-
tions to address these hazards.
The EPA’s Office of the Inspector

General (OIG) recently completed a re-
port on the Lead Renovation Repair
and Painting Program rule, and ques-
tioned the additional costs that are re-
quired by the rule, instated in the
residential market in October 2010.
“EPA’s decision to include non-

mandatory work practices in official
training programs may result in addi-
tional unaccounted-for costs that
would be incurred by businesses that
attempt to comply with EPA training
guidance,” wrote the OIG in a July 25
report. “Sound data on the rule’s ben-
efits were also not available at the time
of the rulemaking, and this limitation

was known to EPA and its scientific ad-
visory committee. However, EPA went
forward with the rule because its ben-
efit-cost analysis indicated that the
rule generated substantial benefits,
and because EPA was legally obligated
to issue the rule.
A proposal for exterior renovations

for public and commercial buildings
was originally slated to be issued by
September 14, 2012, and finalized by
February 2014, according to an an-
nouncement issued by the National
Association of Home Builders (NAHB).
In its latest efforts, NAHB petitioned
the agency to revise the residential
rule and economic analysis in the ab-
sence of an “improved” pre-renovation
test kit and has continued to express
concern about the enforcement of the
residential LRRP rule.
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Tom Culp, industry consultant with
Birch Point Consulting LLC in
LaCrosse, Wis., says that while the
guide only discusses fenestration in
general terms, any efforts—especially
from AIA—to further the use of en-
ergy performance modeling will be
beneficial to the industry. 
“Performance modeling encourages
integrated design which, in turn, pro-
motes flexibility and the best uses of
glazing to optimize energy efficiency
and daylighting,” he says. “Performance
modeling is also critical for advanced
products such as dynamic glazing, BIPV,
vacuum glazing and shading systems to
receive full credit for their performance.”
Cities such as Washington, D.C, San
Francisco and Philadelphia have passed
legislation requiring nonresidential
building owners to measure and report
their buildings’ annual energy use. 

NFRC Board Approves
CMA Trail Audit Ballot 
The National Fenestration Rating
Council’s (NFRC) board of directors
approved the Rating Committee’s
NFRC 705 Documentation Trail Audit
ballot during its fall meeting in Port-
land, Ore. 
According to the NFRC, the ballot
modifies the NFRC 705: Component
Modeling Approach-Product Certifica-
tion Program document by revising
the language to cover situations where
the information needed for the docu-
mentation audit is not available at the
time the label certificate is issued.
NFRC notes that the information
needed for the documentation audit is
not usually available until the project
has been constructed, which can
sometimes be many months after the
label certificate is created. The new lan-

guage requires that the audit docu-
mentation needs to be submitted
within 30 days after the documenta-
tion becomes available and that if the
documentation is not available within
one year, that a different label certifi-
cate is selected for the audit.

Long Term Assessment
of Green Construction
Sustainability leaders are seeking a
more defined, long-term assessment of
green building construction to evalu-
ate its environmental, financial and so-
cial benefits, according to the latest
McGraw-Hill Construction report. In
Determining the Value of Green Build-
ing Investments: A Perspective From
Industry Leaders on Triple Bottom
Line Decision Making, interviews with
sustainability leaders in the education,
healthcare, retail, manufacturing and
federal government sectors revealed
more research on green building con-
struction’s effects is required in order
to increase the rate of production.
Tracking environmental, financial and
social benefits, also known as the triple
bottom line, will further entice organ-
izations to increase their investment in
green building construction. 
“To date, owners have acted on
compelling benefits from their green
investments, mainly savings in energy,
water, waste and lowered operating
costs,” says Harvey Bernstein, vice
president of industry insights and al-
liances at McGraw-Hill Construction.
“However, these are only a fraction of
the advantages offered by green build-
ings—missing is a quantification of
the full triple bottom line benefits
from these investments, especially
around the social benefits to human
performance and well-being.”   �
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GlobalUpdate

AGC Purchase of Stake in Interpane is
Approved by European Commission

The European Commission (EC)
has approved AGC Glass Europe’s
acquisition of a controlling stake

in Germany-based Interpane. The EC
had previously announced that it was
investigating the pending deal due to a
“proposed concentration” (see related

story in July USGlass, page 16).
According to the Commission, the ac-

quisition is in accordance with its
merger regulation and AGC, which is
controlled by Japan-based Asahi Glass
Co., is now able to acquire a controlling
stake of Interpane. 

“The Commission concluded that the
proposed transaction would not raise
competition concerns because the
merged entity would continue to face
sufficient competition,” writes the EC in
its announcement.
The EC continues, “After reviewing the

‘competitive effects’ of AGC’s recent ac-
quisition in numerous glass markets …
the Commission determined that the pro-
posed merger will not drastically change
the glass market structure. Additionally,
the merged sector of the companies
“would face competitive pressure from a
number of credible competitors.” �

Lisec Opens South American Branch
Austria-based Lisec opened a contact branch in São Paulo, Brazil, earlier this

year to help it better serve its South American clients.
According to the company, Lisec has had a presence in South America with

its own facility in the city of Campinas in the Brazilian state of São Paulo.
“We see great potential in the South American market and have decided to

set up a contact partner locally,” says Karl Gruber, head of the Lisec Group.

SEE US AT GREENBUILD
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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

VISIT US AT GREENBUILD
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Quanex Building Products Corp.’s
sales declined 5.7 percent for the
third-quarter of fiscal year (FY)

2012, from $252.4 million for the same
period a year ago to $237.9 million. 
The company’s Engineered Products

Group (EPG), which is focused on door
and window components and systems,
was up, though, with third-quarter net
sales of $134.1 million, compared to
$124.1 million a year ago. The company
attributes the 8 percent improvement in
sales to higher vinyl extrusion sales.
The EPG’s third-quarter 2012 oper-

ating income was $13.1 million, com-

pared to $14.1 million a year ago. Ac-
cording to the company, these figures
include an insulating glass (IG) war-

ranty benefit from a change in estimate
of $800,000. In addition, expenses re-
lated to the consolidation of its Bar-
bourville, Ky., and Cambridge, Ohio, IG
facilities were $2.5 million in the quar-
ter. According to the release, the Bar-
bour facility is now closed and is being
prepared for sale.

Glaston Releases Report
on First Half-Year of 2012 
Glaston Corp. says its orders from

January to June totaled $75.5 million
U.S. dollars ($66 million Euros) with
$36.7 million in the second quarter.
Consolidated net sales for January-

June totaled $75.9 million, while second-
quarter net sales were $41.6 million.
Glaston’s operating result for Janu-

ary-June was a loss of $400,000 U.S.
dollars. The second-quarter operating
result showed a loss of $1.3 million.
“Owing to global economic uncer-

tainty, market conditions remained
challenging,” says president and CEO
Arto Metsänen. “Despite the difficult
operating environment, Glaston man-
aged to maintain its market position.”
Company officials report that they

expect the company’s 2012 net sales to
be at least at the 2011 level and that the
operating result excluding non-recur-
ring items will be positive.    �

FinancialFlash

Quanex Reports Drop in Consolidated 
Net Sales, While EPG Sales are Up

PPG Posts Decline 
in Glass Segment Sales 

Glass segment sales from 2012 fell $11 million from the year prior to $262 mil-
lion, according to PPG Industries’ third-quarter report. Lower pricing and a
negative foreign currency translation counterbalanced rising flat glass vol-

umes. Segment earnings rose $1 million from the prior-year quarter, to $24 million.
The report goes on to note segment sales of architectural coatings in Europe, the

Middle East and Africa (EMEA) fell $9 million, or 2 percent from last year from $573
million to $564 million. Despite the January acquisition of Dyrup which increased
sales 8 percent, currency translation negatively impacted sales by an estimated 11
percent. In addition the report states the higher global protective coatings volume
offsets the weakening architectural demand and marine new build progress.

Segment earnings increased to $203 million by 7 percent. The nine months
ended September 30, 2012 ended with business restructuring charges of $46 mil-
lion for the industrial coatings segment and $63 million for the architectural coat-
ings of EMEA. The daily sales of U.S. architectural coatings slightly increased with
low- to mid-single-digit percentages. The strongest of these results comes from com-
pany-owned stores. Industrial coatings segment sales for the quarter also saw
growth and were up 5 percent at a total of $1.1 billion, an increase from the year
prior of $51 million.

As a whole, PPG’s net income improved from 2011′s $311 million, $1.96 per di-
luted share, to 2012′s quarter net income of $339 million, $2.18 per diluted share.
This total includes nonrecurring charges. Net sales remain unaffected from its 2011
third quarter to the 2012 quarter at $3.8 billion.
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2012 Financial Report Card—at a Glance

Quanex Overall sales decline 5.7 percent in third quarter.
Snapshot EPG sales up 8 percent.

PPG Glass segment sales fall $11 million from year prior.
Snapshot Segment earnings rose $1 million from prior-year quarter.

Glaston Operating results for January-June was a loss of $400,000.
Snapshot Glaston president says the company maintains market position.
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Super Sized: Trulite Opens 
Super Center in Atlanta

T rulite Glass and Aluminum So-
lutions LLC of Deerfield Beach,
Fla., has finalized construction

of a new “super center” in Atlanta. 
With more than 250,000 combined
square feet of
production space
for both glass
and aluminum,
officials say the
center is one of
the larger facili-
ties in the region.
Aluminum fab-
rication equip-
ment as well as a second furnace and
laminating line are in production at
the facility. 

“The addition of our second fur-
nace, laminating line and updated
architectural aluminum product
portfolio is designed to minimize
manufacturing lead times, as we

continue to
drive to be
the best in the
country,” says
Doug Sampsel,
regional gen-
eral manager. 
Jason Watts
will manage
the architec-

tural aluminum portion of the busi-
ness. He has experience with
Kawneer of Norcross, Ga., US Alu-

minum (now part of C.R. Laurence)
and Vitro America (now part of Grey
Mountain Partners).

Matodi USA to Represent
Keraglass, Famatec Lines
Matodi USAwill now represent Kera-
glass S.R.L., the Italian-based manu-
facturer of heat- treatment and coating
equipment, in both the U.S. and
Canada. The company reports that it
has added Famatec products to its
North American offerings as well.
Based in Greensboro, N.C., Matodi
USA distributes a variety of flat glass
fabrication equipment and tools.

JLM Wholesale Opens
Another Warehouse
JLM Wholesale has a new ware-
house in Plano, Texas. The goal of the
new location is to provide shorter
shipping lead times for the South-
Central and Southwest U.S. market,
according to the company. 
“I am excited to provide quicker
shipping to our existing customer
base as well as earn new business in
the area,” says Annette Baldwin, CEO
and owner. “JLM has always tried to
keep customer satisfaction as our
highest priority and this is just an-
other way of accommodating our cus-
tomers in that region.”

Distribution&Production

Charles G. G. Schmidt & Co. Inc.
in Montvale, N.J., has been named
the exclusive distributor in New
Jersey for C. R. Onsrud Routers
��� www.cggschmidt.com … By-
stronic Inc. has a new distributor in
western Canada, Akhurst Machin-
ery Co. ��� www.akhurst.com �

briefly ...

Stylmark Inc. of Minneapolis recently added RGA Architectural Sales of Red-
mond, Wash., to its sales organization. RGA will promote and market Styl-
mark products in Alaska, Oregon, Washington and Western Idaho.

“Gary and Greg Towndrow of RGA were a logical addition to our sales
team,” says Stylmark president Kevin Hogan. “They have long-standing rela-
tionships with major architectural firms, general contractors and contract
glass shops in the Pacific Northwest and always provide excellent customer
service to their customers.”
“Greg and I are very excited to be affiliated with Stylmark,” says Gary

Towndrow. “Their reputation and products are well known to the glass and
glazing community and will be a strong addition to the list of manufactures
RGA represents.”
Gary Towndrow started his glass career in 1969 as a glazier. In 1980, he

received a degree in architecture from the University of Washington and then
returned to the glass business and worked as an estimator, project man-
ager and systems designer.
Greg Towndrow has been with RGA for 13 years. Prior to joining RGA, he

designed and fabricated commercial aluminum awnings and has an asso-
ciate’s degree from Bellevue College.

Stylmark Appoints RGA as New
Manufacturer’s Representative

The addition of our second
furnace, laminating line
and updated architectural
aluminum product portfolio
is designed to minimize

manufacturing lead times.
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Pilkington MirroView™

Giving a new look to your television display and video screens, Pilkington MirroView™ 

looks like a normal mirror when the screen is ‘off’. When the screen is ‘on’, the image shows through 

the mirror for an unobstructed view of the television display beneath.  Ideal for commerical and 

residential applications, Pilkington MirroView™ gives displays a modern, transitional look.

l    Perfect for living rooms, bathrooms, restaurants, hotels, and salons
l    Durable pyrolytic coating
l    Easily handled, transported and temperable
l    Virtually unlimited shelf-life

For more information, please call 800.221.0444, email us at  

buildingproducts.pna@nsg.com, or visit www.pilkington.com/na

Television display turned 'off'

Television display turned 'on'
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Canadian Government Terminates 
Chinese Curtainwall Investigation 

TheCanadaBorderServicesAgency's
(CBSA) has decided to terminate its
investigation of the alleged inju-

rious dumping and subsidizing of cer-
tain unitized wall modules from China.
The original complaint, filed in May, al-
leges “that the dumping and subsidiz-
ing of these goods are harming
Canadian production by causing the
following: lost sales, price erosion, price
suppression, reduced profitability, loss
of market share, reduced employment
and underutilization of capacity.” 
The complaint was filed by Allan

Window Technologies of Concord, On-
tario; Ferguson Neudorf Glass Inc. of

Beamsville, Ontario; Flynn Canada Ltd.
of Mississauga, Ontario; Inland Glass &
Aluminum Ltd. of Kamloops, British
Columbia; Oldcastle BuildingEnvelope
of Concord, Ontario; Sota Glazing Inc.
of Brampton, Ontario; Starline Archi-
tectural Windows Ltd. of Langley,
British Columbia; and Toro Aluminum
of Concord, Ontario. 
The government’s decision to termi-

nate the investigation has left some in
the industry questioning why it chose to
do so. Rich Porayko, a Vancouver-based
marketing specialist who works with
companies in the glazing industry, ques-
tioned the fact that the investigation was

actually terminated two weeks before
the original deadline of October 15. 
“Now the investigation is terminated

two weeks before the CBSA deadline
without having the public hearings to
do a proper, transparent investigation,”
says Porayko. “It just doesn’t make sense.
It sends a message to offshore manufac-
turers that we are open for business and
it's okay to sewer the price.” 
In mid-October, the CBSA released

details on how it reached its conclusion,
perhaps answering some of those ques-
tions. The CITT Tribunal found the ev-
idence presented by Canada-based
curtainwall manufacturers to be limited
to only one example of a lost sale and
price depression in relation to two of at
least 25 domestic producers over a span
of three years, according to the report.
The timing of the losses to two domes-
tic producers cannot explain the de-
creasing performance of the Canadian
manufacturers, according to the release. 
The CITT continues on to say it “can-

not conclusively determine if the proj-
ect-specific losses to two domestic
producers might reasonably constitute
injury to a major proportion of the total
domestic production of like goods.”
CITT also states the complaints’ evi-

dence does not support injury allegations
of dumping and subsidizing because the
alleged material accumulates to less than
2 percent of the total value of the market
for unitized wall modules.
The CBSA originally began the inves-

tigation after several Canada-based cur-
tainwall manufacturers filed a complaint
against 97 China-based unitized wall
module producers, 80 exporters and 17
importers, alleging that they had
“caus[ed] injury and threaten[ed] to
cause injury to the Canadian industry
producing these goods.”    �

Court Rejects 
AAI Subcontract

The U.S. Bankruptcy Court for the Eastern District of Pennsylvania has
granted general contractor Skanska USA's recent motion to order
American Architectural Inc. (AAI) to resume or reject its subcontract

related to work being done at the World Trade Center (WTC). The subcontract
was rejected, as defined by the motion and took effect September 14, 2012.

Skanska USA had subcontracted AAI for the interior glass work and inte-
rior glass railing for the World Trade Center's PATH Hall. Skanska had al-
leged in its motion that "the quality of AAI's submittals have been deficient
and durations in which it has taken them to complete the submittals have
been excessive" on the project. As a result of the granted motion, AAI has re-
turned all of the "materials and drawing (in CAD and PDF format)" for the
PATH Hall Project to Skanska USA.

According to a court order, both parties came to the agreement that Skan-
ska owes AAI $5,328,968 for their subcontracted work through September
14, 2012. This final payment includes but is not limited to monthly requisi-
tions, change orders and extras performed up until the date of rejection.

With the exception of amounts due and owing to AAI under the subcon-
tract, both parties also have been ordered to exchange mutual releases of
all claims. This includes the final payment.

At press time, a separate motion, filed by AAI in an effort to sell its assets,
including several subcontracts, remained under the review of the court.

Legislation&Legal
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Your Dependable supplier of commercial 
aluminum bu�l�ing products since 1945

www.TubeliteInc .com

1950’s
Kuehn & Sons Inc., Car Dealership
Milwaukee, WI
Using Tubelite® Storefront and Entrances
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When we talk glazing trends
“daylighting” is one word that
often comes to mind. While

people may talk a lot about it, for some
there is still uncertainty about what, ex-
actly, daylighting is. It’s more than just a
few windows and a skylight. As explained
by the Daylighting Collaborative, daylight-
ing “is the practice of using natural light to
illuminate building spaces. Rather than re-
lying solely on electric lighting during the

day, daylighting brings indirect natural
light into the building. Daylighting reduces
the need for electric lighting and connects
people to the outdoors. And it provides
pleasing illumination at a fraction of the
cost of the most efficient electric lights.”

Glass can play a significant part in day-
lighting designs and a number of compa-
nies have developed products ideal for
such projects. There are a significant num-
ber of daylighting innovations available.

Sun Seekers
Advanced Glazings Ltd.offers the Sol-

era line of translucents, which can be
specified with a range of visual light
transmittance and diffusion. According
to the company, the Solera line of prod-
ucts, designed to fit into standard cur-
tainwall, storefront, window and skylight
systems, provide the ability to engineer
the appropriate thermal performance for
the building envelope. The product lines
are engineered to be highly configurable,
allowing for the control of: light diffusion
and transmittance; solar gain; thermal
insulation; sound transmittance; aes-
thetics; and safety.

Solera can be fabricated with a vari-
ety of glazing compositions, including
heat-strengthened, tempered and lam-
inated; with various combinations of
veil choices to control diffusion, visual
light transmittance and solar gain; and
with the transparent InsolCore, which
disrupts the convection cycle of heat
transfer. In addition, Lumira aerogel is
also available.
��� www.advancedglazings.com

Illuminating Options
Light shelves and sunshades are two

options available for daylighting designs.
Tubelite Inc. offers aLuminate light
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Options Abound For Daylighting Designs 
LIGHTEN UPLIGHTEN UP

Daylighting Alternatives

Products such as windows, sunshades and light shelves may be ones
that first come to mind when thinking about daylighting design, but
they are not the only ones that can fit the bill. In fact, acid-etched

mirror can also be used to achieve daylighting effects.
According to Marc Deschamps with

Walker Glass in Montreal, daylight har-
vesting is transitioning, going from a
practice encouraged by energy pro-
grams to one required by energy
codes and standards.
“The value proposition for daylight

harvesting is fairly simple: as daylight
levels increase in a space, electric light
levels can automatically decrease to
maintain a target task-light level and
save energy,” says Deschamps, explain-
ing that acid-etchedmirrors can be used
to capture daylight and control glare.
They can also be used to keep daylight
in selected areas of a space and diffuse
daylight for better visual comfort.
And which applications are ideal?

There are many. These include doors,
shelves, furniture components, decora-
tive accents, wall cladding, sliding walls,
free-standing structures and more.
��� www.walkerglass.com
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shelves aswell asMax/Block sun shades.
aLuminate’s reflector extrusions fea-

ture a wave-type pattern designed to
diffuse sunlight and project it deep into
the room. The light shelves are designed
for use with the company’s curtainwall
and storefront systems and are also com-
patible with many other manufacturers’
aluminum framing systems, during new
construction or as a retrofit application.
The light shelves are available in 18-,

24-, 30- and 36-inch in-rigger projec-
tion depths with horizontal spans up to
60 inches. 
Also from Tubelite, the Max/Block

sun shades are available in airfoil, Z-
blade and tubular architectural profiles.
Each outrigger type can be extended

from the building in various projection
lengths to provide the desired perform-
ance. Blades are attached to the outrig-
gers using simple screw spline
connections. The detachable mounting
bracket fastens at the pressure plate
area and allows for the removal of the
sun shades’ individual sections for re-
glazing applications.
��� www.tubeliteinc.com

Maximize Natural Light
and Energy Efficiency
Clear Story aluminum sun shades

and light shelves from Wausau Window
and Wall Systems are manufactured
using high recycled content, and cou-
pled with the benefits of daylight and

outside views, these fea-
tures may aid buildings
seeking certification under
such programs as the U.S.
Green Building Council’s
LEED Green Building Rat-
ing System. 
The Clear Story products

are integrated with the cur-
tainwall and window sys-
tems’ engineering and
manufacturing. According
to the company, this allows
it to ensure proper structural support
of the shade and shelf loads, continuity
of line, as well as integral alignment
and anchorage. 
��� www.wausauwindow.com

Did You Know:
Toplighting vs. Sidelighting

What’s the difference between toplighting and sideliting? According to the
Daylighting Collaborative, toplighting brings daylight into the building
from above through clerestories, skylights, tubular skylights, sawtooth

designs, etc. So, any daylight above 10 feet--even through a vertical opening--is
considered toplighting.
The Collaborative explains that sidelighting, on the other hand, brings day-

light into the building from the side through windows, curtainwalls, etc. �
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USGlass magazine set out to
find an architectural project
that makes use of glass not

just for its aesthetic purposes, but also
for its inherently green features. In this
issue we bring you our winner in the
3rd Annual USGlass Magazine Green
Design Awards.
This year’s winner showcases glass

used to provide a range of attributes,
from light transmission and aesthetics
to daylighting, views and more. The
project is evidence that green attributes
continue to be as popular as ever. 

San Francisco Public
Utilities Commission
Office Building 
Location: San Francisco
Architects: KMD Architects, Stevens

Architects
Glazing Contractor: Progress Glass,

San Francisco, Calif.
Glazing Products Used Include:

SuperLite II-XL 120 in SAFTI fire GPX
framing, both supplied by SAFTI First.

Green Statement: The San Francisco
Public Utilities Commission’s (SFPUC)
new headquarters building, designed as
a joint venture by KMD Architects and
Stevens Architects, provides a “poster-
child of sustainability innovation for
urban office buildings,” according to the
architects. They add that, in comparison
to similarly-sized office buildings, this
project features 50 percent less of a car-
bon footprint, uses 32 percent less en-
ergy and consumes 60 percent less water. 
They describe the 277,511 gross-

square-foot, $190 million building as
one of the greenest urban office build-
ings of its kind.  
“Our intent from the beginning was

to create the most energy-efficient of-
fice building developed in an urban set-

ting in the United States to date,” says
Ryan Stevens, KMD’s director of design
(Stevens is not affiliated with Stevens
Architects). “Many of these features are
uncommon in buildings today, but will
be commonplace in years to come.”  
The project features glazing elements

such as solar panels on sunny exteriors,
as well as sun-shading and other tech-
niques that help make the building use
32 percent less energy than similarly-
sized office buildings. 
According to the architects, “the inte-

grated, hybrid solar array and wind tur-
bine installation can generate up to
227,000 kilowatt hours per year or 7
percent of the building’s energy needs.”
In addition, daylight harvesting that

bounces sunlight at appropriate amounts
into workspaces helps save electricity and
minimizes artificial lighting to help en-
hance worker productivity.  
Fire-rated glazing materials used

within the interior also added to the
building’s green features. According to
Diana San Diego, SAFTI First market-
ing director who nominated the proj-
ect, the company supplied two-hour
transparent walls using SuperLite II-
XL 120 in the GPX framing for all 14
floors of the stairwell.
“Because it is transparent, natural day-

light is able to penetrate further into the
building as well as provide a connection
to the outdoors,” she says. “The materials
are also within 500 miles of the site.”
She adds, “In the end, our products

helped the building achieve LEED plat-
inum status and helped lay claim as the
‘greenest building in North America.’
Architects add that the project also

will exceed California’s Title 24 require-
ments for energy efficiency in new of-
fice buildings by 55 percent, according
to SFPUC estimates.   �

The 3rd Annual
USGlass Magazine
Green Design Winner
Glass Takes the Stage in Energy-Minded Project
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The San Francisco Public
Utilities Commission
headquarters features glass
that provides aesthetic
features and benefits.
Glazing also provides views,
transparency and other
energy-minded advantages.
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The Path 
to Green

Will the New 
Green Codes 
Make High Energy 
Performance Mandatory? 
by Megan Headley
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S
ince 2000, the U.S. Green
Building Council’s (USGBC)
Leadership in Energy and En-
vironmental Design (LEED)

rating system has worked to create a
new language in construction and de-
sign, one in which “green” refers not to
glass’ color but to its performance.
Also in 2000, the International Code
Council (ICC) established its Interna-
tional Energy Conservation Code
(IECC), a code that set a minimum for
energy-efficiency performance in a
commercial building. 
LEED was always meant to

go beyond the minimum; it
was meant to encourage de-
signers to push the envelope
by providing a point-based
system of options that would,
presumably, improve the per-
formance of the country’s
building stock. The latest addi-
tion to the field of green re-
quirements, the ICC’s International
Green Construction Code (IgCC) like-
wise is meant to go beyond what is nec-
essary in terms of sustainability and
energy performance, steps beyond its
sibling, the IECC. However, the question
being asked is which green system is
the one to follow? Will the adoption of
the IgCC mimic LEED’s skyrocketing
growth and, if so, what might be the im-
pact on the glass and glazing industry?

What’s in a Code
Aftermonths of development,the ICC

published the IgCC earlier this year. The
new model code addresses the con-
struction and remodeling of commer-
cial structures as well as residential
buildings. It cites 46 ASTM International
standards covering various aspects of
building construction and incorporates
the 2011 version of American Society of
Heating and Air-Conditioning Engi-
neers (ASHRAE) standard 189.1 as an
optional path to compliance. 
As Tom Culp, owner of Birch Point

Consulting in LaCrosse, Wis., explains
it, the IgCC follows in the steps of the

IECC. While the IECC references and in-
corporates ASHRAE 90.1, the Energy
Standard for Buildings Except Low-Rise
Residential Buildings, the IgCC incor-
porates the related ASHRAE standard
189.1, Standard for the Design of High-
Performance Green Buildings Except
Low-Rise Residential Buildings. “They’re
competing energy codes, but they also
work together,” Culps explains of the
ICC-ASHRAE relationship.
Culp says the IgCC is “similar to

ASHRAE 189.1 in many ways, but it is a

completely different organization and
development process so there are a lot
of things that are different. [IgCC] tends
to be more performance-based. For ex-
ample you’re only able to use the pre-
scriptive path for buildings that are
25,000 square feet and smaller. For any-
thing bigger you have to go the per-
formance path, which they want to do
because it promotes integrated design
and looking at the building as a system.
It adds complexity but, from our view-
point, it adds flexibility.” 
In addition, he adds, “[IgCC] has even

stronger daylighting requirements than
189.1, in the sense that it requires a cer-
tain percentage of your floor space to be in
a daylighted zone. Not only do you have to
meet certain criteria in lighting controls
and glazing, but you have to make sure
you’re covering enough of your building
and getting the daylight not just around
the perimeter but deep into the space, and
that’s certainly good for glazing.” 
The new green code pushes jurisdic-

tions that choose to adopt it beyond the
minimum code level, but leaves volun-
tary programs such as the USGBC’s

LEED rating system plenty room to
push the definition of “green” into new
and more demanding territory.
While IgCC tests the waters, waiting

to see if localities around the country
will adopt its green requirements as
code, thereby making “green” manda-
tory, ASHRAE is moving ahead with
work on its next edition of 189.1. 
“They are working on stuff that we’re

keeping an eye on,” Culp says of the
ASHRAE 189.1 committee (see Keeping
an Eye on the Next Standard Require-

ment on page 39). 
The next version of IgCC will

be issued 2015. Before develop-
ment can begin, code develop-
ers will need to see what
happens in the upcoming edi-
tion of the IECC; IgCC will al-
ways have to push beyond the
minimums established in IECC. 
What the IgCC truly brings to

the table is the potential for a lo-
cality to make green performance
mandatory of all of its new construction.
This mandatory aspect is the primary
difference between the I-code and the
most widely used green program, LEED.

LEED Turned Code
According to USGBC, more than

45,000 projects are currently partici-
pating in the commercial and institu-
tional LEED rating systems, comprising
8.4 billion square feet of construction
space in all 50 states and 120 countries. 
“USGBC’s LEED program still has a

major influence on sustainable design.
Even if the project never makes it to the
actual certification stage, many projects
are shaped by this program during the
design stage,” says Mike Turner, vice
president of marketing for YKK AP
America Inc. in Austell, Ga., who also
served as a co-chair for the American
Architectural Manufacturers Associa-
tion working group on IgCC.
Tony Parker, LEED AP BD+C, project

manager for Walters & Wolf Curtain

continued on page 38

Even if the project never makes it
to the actual certification stage,
many projects are shaped by this
program during the design stage. 

—Mike Turner, vice president of 
marketing for YKK AP America Inc.
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Wall in Mukilteo,Wash., agrees, based
on what he sees in the field.

“LEED is still the primary measuring
stick for designers because it allows for
a real, understandable and quantifiable
means of determining a building’s
amount of ‘green’ design and perform-
ance,” Parker says.“LEED seems to be
dominant throughout the majority of
projects we see and participate in these
days. Almost every project we are in-
volved with is trying to achieve some
level of LEED certification. Further-
more, the construction industry as a
whole seems to be saturated with
LEED-accredited individuals.That fact
alone may be the single biggest indica-
tor of LEED’s current impact on the
construction industry in this market.”

Culp agrees. “LEED is clearly the
most dominant green program out
there, used by government and private
buildings alike. It’s very popular, some-
times controversial, but it is the domi-
nant system out there. But then you also
have ASHRAE 189.1 and then you have
the IgCC, and the USGBC is actually
partners on both of those. 

“It’s a little strange that they’re helping
to develop the competition, but the
main difference between the green
codes and LEED is that ASHRAE
189.1 and IgCC are both written as
codes and standards; they’re not

point systems like LEED. While they still
offer a lot of options and flexibility,
they’re written in the mandatory lan-
guage [of codes] rather than letting the
designer choose what points they want
to have,” Culp says. That language is ex-
actly what prompted the creation of the
codes. “There was pushback from some
of the cities and counties and states that
said ‘we want all of our public buildings
to be LEED-certified’ and then people
would say ‘but that’s not a code or a stan-
dard.’ Their hope is that by being writ-
ten in a code format [green building
codes] will be used more, especially in
public, state and government buildings,”
Culp says.

Parker points out that, at times, the
requirements the glazing industry sets
out to meet for LEED makes it all the
more obvious that LEED is not a code
in and of itself. 

“There are times when the local en-
ergy code may be in direct conflict with
LEED,” he says. “For example, LEED
tends to value increased daylight-
ing in workspaces via the glass to
promote better working environ-

ments, but the overall U-value of the
curtainwall may be compromised to
achieve this. With all that said, it is im-
portant to note that the glass and glaz-
ing’s portion of contribution in terms
of points to the overall LEED rating is
rather small when compared to the
many other aspects of the building
design and construction process.”

Parker adds, “Remember, LEED was
always intended to be a completely
voluntary system. By incorporating
LEED style concepts into the energy
and/or building codes,ASHRAE 189.1
basically turns this voluntary system
into a mandatory one. That’s a pretty
significant jump, if you ask me.” How-
ever, the jump is only an issue in lo-

calities that adopt the mandatory use of
that system. Without adoption of the
codes, there’s no external push to pro-
mote energy performance. 

IgCC’s Limited Range
While LEED clearly has a head start,

IgCC hasn’t exactly hit the ground run-
ning in terms of adoption. As of Septem-
ber 2012, the IgCC had been adopted by
Maryland, North Carolina, Florida, Ore-
gon, Rhode Island, and local gov-
ernments in Arizona, New
Hampshire and Washington.
That’s not the full story, however.
Florida has adopted the code
in relation to state agencies’
construction. North Carolina
is now enforcing portions
of the code related to
rainwater harvesting.

“As it pertains to
glass and curtainwall, I
have not seen any
evidence sug-
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gesting that the IgCC orASHRAE 189.1
are currently affecting glass selection or
curtainwall specified performances on
the projects we are involved with,”
Parker says. 
“While there has been a lot of atten-

tion given to the IgCC, we have not seen
much evidence of it affecting the selec-
tion of fenestration on projects to date,”
Turner agrees. “From our perspective, it
appears the primary driver for using
advanced systems has not been code-
related, but rather to simply improve
the building’s thermal envelope, reduce
heat loss and minimize formation of
condensation. Many times, this activity
is connected with performance re-
quirements to match the function of
the building, such as medical or insti-
tutional facilities.”

ALBAT+WIRSAM North America, Inc           T+WIRSAM AAT+WIRSAM NALB  nca, Imericth AorT+WIRSAM N    

continued on page 40

Keeping an Eye on the 
Next Standard Requirement 

As ASHRAE 189.1 begins work on its upcoming edition, Tom Culp, owner
of Birch Point Consulting in LaCrosse, Wis., and representative of the Glass
Association of North America’s Glazing Industry Code Committee, is among
the industry representatives carefully watching and helping to direct the fu-
ture requirements of energy codes.

Culp points to several areas that glass industry representatives are watch-
ing. “For instance, the visible transmittance (VT) issue we were fighting over
at ASHRAE 90.1 (see November 2010 USGlass, page 10), where they want
to continue to push daylighting. Pacific Northwest National Lab had devel-
oped a minimum VT proposal for 90.1, and that got rejected and voted down
three times. They are not giving up. They’re taking that over to 189.1, say-
ing ‘if we can’t get it in 90.1 we’ll try it over in the green code.’ We’ll have
to debate it there as well and make the same arguments, that VT is not the
same as daylighting. Daylighting is very important but you have to look at the
orientation of the building, the orientation and layout of the glazing, glare
control, the function of the space, along with VT, all of those things. It’s not
just VT alone.”

Culp continues, “The other big thing we’re watching is they’re continuing
to push full life-cycle analysis, in addition to things like recycled content. I
think that’s a good thing. It’s a whole picture of how the building and the ma-
terials and parts that go into it work, but it does also add some complexity.”
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The Path to Green
continued from page 39

For states that do seem to be focus-
ing on the IgCC in relation to full-scale
commercial construction—including
Maryland and Oregon—glazing con-
tractors may not have had the opportu-
nity to see this code in specifications
yet due to the lack of projects going up
in those states. Of the several glazing
contractors in those states contacted for
this article, the consensus was that it’s
difficult to tell the impact of the
IgCC requirements on new con-
struction when there’s little new
construction to report. 
Among the most notable

adoptees of ASHRAE 189.1 has
been the U.S. Army, but even that manda-
tory adoption has been questioned. 
“For a while it was a mandate that

all army facilities, not just in the
United States but worldwide, be built
to ASHRAE 189.1 or at least parts of

it; they would pick and choose certain
chapters to follow,” Culp says. “But in
one of the defense authorization acts,
where they fund the defense, there
was a requirement that the Depart-
ment of Defense (DOD) do an analysis
of all the green standards—LEED,
ASHRAE 189.1, Green Globes, etc.—
to see if they’re cost-effective before
they actually implement that. There

might be a backlash on that, and it
could be good or bad. They might
come back and say ‘yup, this is great,
we want you to use this on every—
not just Army—but every DOD build-
ing worldwide,’ or they might come

back and say ‘well, it doesn’t prove out,
we’re going to pull the plug and not
use it at all.’

Is Green Design
Really Green? 
One of the chief concerns with

LEED, and still one with many of the
newer green requirements, is the issue
that the DOD is addressing currently:

does green design equate to
green performance? While a
designer may check all of the
popular points off on a list,
there is no requirement to
check after a year of operation

whether those green design choices
actually improve the performance of
the building. That may change. 
Already glass and window manufac-

turers are working to ensure that codes
and standards adopt new requirements

they would pick and choose 
certain chapters to follow.
—Tom Culp, Birch Point Consulting 
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that, through simulation and testing, show
evidence of truly improving a building. 

“An important concept that our in-
dustry must work to uphold is the basis
of improving codes based on data that
justifies that the recommended change
will, in fact, reduce the building’s en-
ergy demands,” Turner says.

ASHRAE is itself seeking to ensure
that the buildings that reportedly meet
its standards are living up to those ex-
pectations. The organization is explor-
ing the idea of building commissioning
to address the building’s built, versus
projected, performance. 

“Commissioning is viewed as an im-
portant part of a high-performance
building. That’s traditionally been mak-
ing sure that the HVAC systems are
working, not just installed and high-ef-
ficiency but that they’re actually all
working together, and that the lighting
controls are working. That’s what they
meant by commissioning in the old
days. Now they want to address com-
missioning the envelope,” Culp says.

The chief factor the standard devel-
opers hope to address is the air leakage
of the whole building. 

“At first they had some very aggres-
sive proposals, including one that would
have required air leakage testing at
every window, which would obviously
have been a huge cost and liability on
the glazing contractors, but they quickly
realized that was unrealistic,” says Culp.

Now standard developers are consid-
ering requiring an air leakage test of the
whole building, the equivalent of a
blower door test done on homes, or offer-
ing an option to hire a third-party agent
to inspect the air barrier. “That’s really
the key thing. They want to go in and
make sure the air barrier is working and
it’s installed properly,” Culp says. “It af-
fects our people, especially the glazing
contractors, in that they need to pay
careful attention to not just installing
the window and the glazing, but how it
interfaces with the wall.” This will go

continued on page 42
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beyond consideration of sealants and
other water management techniques to
include more of a focus on incorporat-
ing glazing into the air barrier layer. 

However, Culp adds, “[Commission-
ing] still does not get at the point of a
year later or two years later, is it working
the way it was designed? People are
aware of that issue and so one thing they
are requiring is metering. When these
buildings are built (and there are certain
exceptions for small buildings), they
have to include metering on the building
and of different parts of the building so
that you can easily see how much energy
is being used and where is it being used.
The idea is there’s still no requirement
for somebody to go back and check that,
but at least it will be easier for the build-
ing owner to monitor, and if they want
to go back and check how they’re per-
forming in real life, it’s easier to do so.” 

SEE US AT GREENBUILD

The Path to Green
continued from page 41
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In the much longer-term, ASHRAE
is working to develop a building label-
ing program that would base green
performance on real data, not just de-
sign projections. 

“Their goal is that when you’re selling
a space you have an idea of its energy
consumption. That will affect real estate
values,” Culp says. He adds, “It’s a new
thing, still in its infancy, but they’re push-
ing that way. I know ASHRAE has been
pushing that with some other big groups,
trying to get federal backing for it.” 

Waiting for Impact
While code and standard developers

are looking forward and making plans
for the next generation of green, the rest
of the world is still warily watching for
some kind of impact from the latest in-
troductions. 

“At this time, it is still too early to an-

ticipate what changes may be made to
the IgCC code,” Turner says. “In recent
code cycles, we’ve seen the continuous
tightening of the energy codes for im-
proved energy efficiency,” he adds.

That tightening is the point of the
green codes: continually pushing the
envelope to stay ahead of the efficiency
requirements set out in the energy
codes, and to stay ahead of normal code
minimums. But is the design and con-
struction world prepared to build to
tighter standards? And, more to the
point, are developers ready to shell out
the big bucks for a presumably
higher performing investment? 

“The big question, and I don’t re-
ally have a good answer, is will it be
used and how widely is it going to be
used? LEED clearly influences the
market. Will these green codes do so?
I don’t know. It’s still early,” Culp says. 

The next question might be:
what’s after IgCC? Although the
IgCC fills a gap left open by
LEED—the need for structured,
mandatory language—other pro-
grams may seek to fill additional needs. 

“I’m not really sure what the ‘next big
thing’ in green building will be,” Parker
says, “but I am rather certain that it will
take a significant amount of time to be
absorbed and understood, as was the
case with LEED before it became so
popular.”

In other words, only time will tell.   �

M e g a n  H e a d l e y is the
special projects editor for
USGlass. She can be reached
at mheadley@glass.com. 
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Launched in 2002 and held this year in San Francisco,
the Greenbuild International Conference & Expo con-
tinues to gather experts, industry leaders and frontline

professionals to what’s been dubbed the world’s largest, sus-
tainable building conference. When it comes to glass and
glazing products, many are designed to meet the high-per-
formance, energy-efficiency needs and demands of today’s
commercial architecture.
Greenbuild attendees take a green view through the latest

glazing products, leading technology and devices from a
multitude of exhibitors. Take a look here for what some of
those green-minded companies are displaying. 

Technoform Bautec -
Booth 3164: Hot Topic
Technoform Bautec features its Bautec polyamide insula-

tion strips that are manufactured from 100-percent, prime
grade virgin material. These strips consist of continuously
extruded high-performance nylon 6/6 polyamide with multi-
directional 25 percent glass fiber reinforcement.

According to the company, the product’s composition al-
lows aluminum fenestration and curtainwall manufacturers
to provide thermal performance and structural integrity for
design flexibility and increased life of fenestration products.
��� www.technoform-bautec.us

Azon – Booth 315S: Frame Worthy
Azon,a thermal-barrier technologymanufacturer for alu-

minum framing and insulating glass, is presenting its
Warm-Light spacer, one of the company’s energy-efficient

Green Scene 
The City by the Bay Hosts the 
2012 Greenbuild International 
Conference and Expo

PPG Industries –
Booth 1827S: A Distinct Finish

PPG Industries exhibits its Duranar coatings. The line has
been reformulated and now contains a lead-free composi-
tion, solar reflectance index, expanded color range, opti-
mized primer and other upgrades.

Duranar coatings are available in liquid and powder for-
mulations, each offering unique performance characteristics.
Liquid Duranar coatings offer appearance features including
mica and metallic effects, and a smooth application. Powder
Duranar coatings can be used for applications requiring hard
abrasion- and scratch-resistant finishes. Made without sol-
vents, Duranar powder coatings emit virtually no volatile or-
ganic compounds, according to the company.

In addition, PPG will feature its Ultra Cool coatings line,
which now includes Duranar Ultra-Cool coatings and Durastar
SMP Ultra-Cool coatings. Ultra-Cool coatings are a silicone-
modified polyester alternative to Duranar Ultra-Cool coatings,
which are based on a 70-percent fluoropolymer resin.
��� www.ppgideascapes.com 

by Kaitlan Mitchell
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products that contribute to the condensation resistance of
aluminum windows.

Manufactures can utilize the Warm-Light spacer for their
insulating glass air spacer needs. Azon specializes in fenestra-
tion-assembly technology through the structural polyurethane
pour and debridge-type thermal barriers in framing.
��� www.azonintl.com

Guardian Industries -
Booth 1301S: A Natural Choice

Guardian Industries presents a multitude of commercial,
residential and interior glass products including its Sun-
Guard EC, which utilizes electrochromic technology to tran-
sition from clear to tinted on demand. SunGuard EC also
enables control of heat and glare in buildings while provid-

Kawneer and Traco – Booth 1713S:
Illuminating Ideas
Kawneer Co. Inc., and its Traco division will showcase a va-

riety of sustainability products including the Trifab 601 series
framing system and InLighten light shelf. The light shelf is de-
signed to enhance natural light by reflecting sunlight deeper
into the interior of a building by “bouncing” it up to the ceiling.
This energy-saving product reduces perimeter lighting re-
quirements and has the ability to attach the minimal sightline
light shelf to multiple Kawneer curtainwall systems and store-
front framing systems for new and retrofit projects, according
to the company.
The Trifab 601 series framing system combines a 6-inch

depth with thermal performance to deliver flexible options
for a range of building applications. This new series provides
three thermal levels: the non-thermal Trifab 601, the single
thermal break Trifab 601T and the dual thermal break 601UT
to bridge the gap between traditional framing systems and
low-rise curtainwalls. According to Kawneer, the Trifab 601
series also allows building owners to take advantage of tax
credit incentive programs and energy-efficient certifications,
such as Leadership in Energy and Environmental Design
(LEED).
In addition, Traco is introducing its NX-4000 series ther-

mal window, a projecting window with the look of a hung win-
dow. This product features Traco’s NexGen thermal barrier
system, NexGen Energy Spacer, one-inch insulating glass and
was tested to a design pressure of 80 psf and water per-
formance level of 15 psf.
��� www.kawneer.com and www.traco.comcontinued on page 46
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ing natural daylight.This product offers variable visible light
transmittance and the solar heat gain coefficient to signifi-
cantly reduce heating, ventilation and air conditioning en-
ergy usage in commercial buildings, especially during times
of peak load, according to the company.
The company also is showcasing its ClimaGuard line for

residential windows in various climates. This series includes,
ClimaGuard 62/27, which offers low solar heat gain and
abundant light. Likewise, ClimaGuard IS increases insulation
value of low-E windows and ClimaGuard 80/70 was designed
to take advantage of passive solar heat in cold, northern cli-
mates, conserving energy by insulating against heat loss. 
The newest addition to the Guardian ClimaGuard family

is HiLightR 802, which combines the efficiency of Clima-
Guard 80/70 low-E glass with the insulating qualities of
ClimaGuard IS-20. 
��� www.guardian.com

Quanex - Booth #3153N:
Gaining Solid Ground
Quanex is showing four of its products for energy efficiency

and sustainability in residential or commercial structures. These
include Super Spacer TriSeal, a flexible, warm edge spacer system
that allows for the natural expansion and contraction of insu-
lating glass. The company also is displaying MikronWood, a
framing option made with a unique composite material that of-
fers energy efficiency and low-maintenance features. Super-
CapSR is a color technology that, according to the company,
reflects 76 percent of infrared light, reducing solar heat gain and
preventing heat-related distortion. The acrylic color layer is
scratch-resistant and has no volatile organic compounds (VOC). 

��� www.quanex.com

Zola Windows – Booth #222S:
Opening a Door of Possibilities 
Zola is displaying its energy-efficient lift-slide doors. The

product is available in all of the company’s glass and frame
versions, and comes standard with a thermally broken, low-
threshold aluminum sill. The sliding doors also include the
option of exterior remote controlled shading or bug screens. 

In addition to profiling the door, Zola will present its tilt
and turn windows that swing and tilt inwards with the Ger-
man Roto Hardware handle. The product is made as single
units; either left- or right-hand hung or double French units. 
��� www.zolawindows.com �

Visit USGlass at Greenbuild
While walking the Greenbuild show

floor be sure and stop by booth 1839S
and say hello to members of the USGlass
magazine team. You can pick up free
copies of our magazines and sign up for
free subscriptions to our print and dig-
ital editions as well as our free e-
newsletter. We look forward to seeing
you in San Francisco!

Green Scene
continued from page 45

Rehau – Booth #1026:
A Clear View

Rehau is presenting Geneo, a fully rein-
forced polymer window profile system avail-
able without the use of steel components.
The product is composed of Rau-Fipro, a
proprietary fiber composite material simi-
lar to that employed in aeronautic con-
struction and Formula 1 racing vehicles
for its strength and load capacities.

Geneo also features a patented, inte-
grated reinforcement system, with
screw channels and additional lateral
stiffening that ensure a high degree

of strength at all critical points of
the system. The Geneo window
system is available in a range of
environmental- and weather-re-
sistant colors and a variety of

window styles and shapes.
��� www.na.rehau.com/windows
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A
glass supplier’s biggest com-
petitor isn’t necessarily an-
other glass company; often
it’s another building mate-

rial, such as stone, brick or metal. But,
when it came to re-cladding the origi-
nal Carrara marble façade of Toronto’s
First Canadian Place (FCP), it was glass
that won the job. 
Originally constructed in 1975 and

designed by Edward Durell Stone and
Bregman+Hamann Architects, FCP is
the tallest office tower in Canada. It was
built with white exterior cladding cre-
ated with more than 45,000 marble
stone veneer panels. Over the years,
however, the marble began to deterio-
rate and the owners, Brookfield Office
Properties, decided an updated façade
was in order. In 2007 the decision was
made to replace the stone veneer. That
call went to Moed de Armas & Shannon,
a New York-based architectural firm ex-

perienced in re-cladding projects.
“This is an iconic structure in the city,”

says Dan Shannon, a principal with Moed
de Armas & Shannon. “We were chosen
to be the design architects and with Breg-
man+Hamann as architect of record, we
worked to not only fix what was failing
but also re-define the building.”
Shannon says there were three goals

for the program. The first was to deal
with problem at hand—the stone was
failing. The second was to redefine the
building as a prominent part of the
Toronto skyline. And the third was to give
the building a target lifespan of 50 years.
“We embarked on a process to find a

way to replace 45,000 panels of marble
with 5,000 panels of the whitest, largest
glass that we could—white was impor-
tant because the building was originally
white and we did not want to change
that,” says Shannon, explaining that they
wanted to use glass for several reasons. 

“One was the size; we could not get a
stone panel at 8- by 10-feet. Also, we
wanted the reflections and various
changes that the building can take on
during the day, from reflecting the sun
to reflecting the city to the shades and
shadows, etc. in the evening,” says Shan-
non. “We wanted that activity. We also
wanted the flexibility in terms of [not
only color] but also pattern.”
FCP was originally designed by

famed architect Edward Durell Stone
who was very involved in applying geo-
metric patterns to his buildings.  
“We wanted the glass to add texture

and give richness that underlies the use
of the stone. We did not want to lose the
richness of the marble with just a plain
white piece of glass. We wanted depth,
and of course we wanted performance,”
says Shannon. “We wanted to achieve
our goal of a 50-year lifespan and we
knew we could do that with glass.”
But there was a problem: such a glass

did not exist.  
“So we embarked on a nearly year-

long technical study and research using
everyone and every resource we could,
from colleagues in Canada to world-
wide glass manufacturers, to [consul-
tants],” says Shannon, adding that Dr.
Scott Norville from Texas Tech Univer-
sity played a critical role.
“He was very important on this proj-

ect in terms of dealing with capacity
on glass because we had winds in ex-
cess of 100 mph at the top of the build-
ing,” says Shannon.
“Dr. Norville was the one who wrote

the paper and did the experiments to
show that laminated glass assemblies
could perform and how you could as-
sess these strengths under these loads,”
says Shannon. “He was essential be-
cause his study on laminated assem-

By replacing stone with uniquely created glass, architects were able to reduce
the number of panels from 45,000 made of marble to 5,000 made of glass.
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A Toronto Architectural Icon Undergoes a Glassy Facelift 
AboutFaceAboutFace

by Ellen Rogers
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blies is the only one that shows how you
can assess the load resistance of inter-
layer glass.”
According to Shannon, going from

the outside in, the glazing consisted of
Starphire glass and with a ceramic frit
on the #2 surface. Next to that was a
clear interlayer, into which Shannon
says a lot of research went into finding,
as it was critical to find one that would
not discolor the white; it was ultimately
supplied by Trosifol. Next was another
clear layer of Starphire glass and then a
white, opaque interlayer from Solutia
and then another piece of glass. 
“That assembly gave the strength,

depth, whiteness and pattern like no
other,” says Shannon. “I have a stack
probably 3-feet high of rejected ones—
different interlayers, trying to do this
with frit only, different mineral free glass,
etc., and this was the recipe that worked.”

Lite by Lite
Construction on the project began in

the fall of 2011 and was completed in the
fall of 2012. Toronto-based Sota Glazing
Inc. provided engineering, fabrication
and installation of the tower’s four-sided,
structurally glazed curtainwall. 
“The job was put out for bid about

three years ago and was obviously not
a standard type of curtainwall systems,”
says Juan Speck, president of Sota. “It
was a very custom project because we
were re-cladding the existing spandrel
areas. We provided the engineering,
fabrication and installation of the cus-
tom curtainwall system. We designed a
custom self-locking anchor that was
initially bolted to steel structure and
frame clipped onto anchors. We also
pre-glazed all glass.”
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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/1112p48

The iconic Toronto tower, FCP, recently underwent a recladding of the spandrel
area led by the architectural team of Moed de Armas & Shannon.

Architects’
Guide
TO GLASS & METAL
A Special Section of USGlass Magazine

continued on page 50
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Because of the size of the glass Sota
also created custom shipping racks.

“Because the panels were so big we
had to have stable shipping steel racks
(that fit three frames per rack),” says
Speck. “The frames hooked to a trolley
systems and that’s what moved them
around the building.” 

The key to the installation was that it
had to happen in a single winter
cycle—while the building was fully oc-
cupied. A unique system helped make
this possible. A three-story rig sur-
rounded the building off of two masts. 

“The owner realized from the begin-
ning the re-cladding wasn’t the most
difficult part,” says Speck. “The biggest
task was to design and deliver an access
platform that was safe and efficient and
allowed us to work day and night under
most weather conditions.”

The final design that was done by At-
lantic Hoist and offered the team a
three-level system that lowered down
the building. 

“There were two material hoists on
the east and west side, which allowed
manpower [to] deliver the tools,” says
Speck. “From the working platform, the
lower part was used by the demolition
crew to remove the marble and the
middle and upper parts were used to
prepare the building and install the new
panels. As you lower down the new
panels appeared.”

“Every three days they were able to
move the rig down one more floor,
working in an enormously productive
and effective schedule,” says Shannon.
“Brookfield and Ellis Don [the general
contractor] were able to visualize,
conceptualize and implement this rig
and without it this would have gone
on and on and on. It was enclosed so
installers could work through certain
implement weather; it was an amaz-
ing assembly. This is a project you
couldn’t just build normally.”

In addition to recladding the façade in
glass, the building corners were replaced

to feature double-laminated glass con-
structed with a bronze interlayer and full
ceramic frit on the #4 surface.

“We were able to respect the impor-
tance of that building and its original
design … we were able to enhance that
with the use of glass, and the pattern
and darker corners,” says Shannon,
adding that there is also a million square
foot podium of retail space in which the
stone panels were replaced with the
same glass. Ferguson Neudorf based in
Beamsville, Ontario, was responsible for
the supply and installation of the cus-
tom designed, unitized curtainwall sys-
tem used in the podium portion.

Shannon says he and his firm worked
closely with Sota on the project.

“We [architects] work to define the
appearance and profiles and required
specifications and we have a pretty good
idea of what attachments should do, but
after that it was really Sota who decided
how they wanted that attachment sys-
tem to work,” he says. “There were a lot
of sit-downs with Sota’s team to make
sure their execution was consistent with
both design and performance goals.”

Sound Structures
While a uniquely constructed glazing

assembly such as what was used on FCP
costs more than more traditional glazing
make-ups, Shannon says in this particu-
lar case the glazing was quite favorable
from a cost perspective—and it had
much to do with the rigging system. 

“The building has a 10-foot module
that is defined by the window washing rig
that coincides with the column spacing;
every 10-feet there is a strong vertical
module. And then the vision lites were
two 5-foot panels of that bronze insulat-
ing glass. From day one we wanted the
panels to be 10-feet wide because you can
do that with glass, whereas with the stone
we had eight panels.” In other words,
Shannon explains they were able to
transform the scale-reading of the project
by reducing the number of panels.

“We worked with installers and man-
ufacturers and they confirmed our feel-
ing that lifting the one panel with the

A unique rigging system allowed the Sota glazing team to deliver a floor every
three days, which helped keep the project on schedule.

AboutFace
continued from page 49
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monorail would be far more economi-
cal than bringing in two,” he says.

Shannon says while all recladding
projects stand on their own in terms of
challenge, this one was particularly
unique, due to not only the overall scale,
but also the fact that they chose to work
with fewer lites of glass compared to the
number of marble panels originally used.

“And it had to be pure white; a lot of
white glass buildings either have a gray
or green tint. This project is the first
time this assembly has been done, that
was the greatest challenge.”

For Speck, one of the biggest chal-
lenges was being able to work collabo-
ratively with three other trades—in a
relatively small space. 

“Even though we had a well-designed
working platform, it was still crowded
with 50-70 workers trying to do their
jobs,” says Speck. “So that part was new
because there was no escape. We all had
to stay and we had to get along and work
together. Took a little time to get used to,
but once we were all honed in we were
able to deliver a floor every three days.”

He adds, “Team work and access to
building was the key. We had to find a
way to make everyone happy and main-
tain the project schedule.”

Aside from access to the building and
working together, what about the fact that
this recladding was being done while the
building was still occupied? Speck says it
simply wasn’t a major concern. 

“It’s important to know the building
was only reclad in the spandrel area so
the tenants inside were never bothered,
as everything was done from the out-
side,” he says. “If we had changed the
ribbon glass that would have been dif-
ferent. But the owner left the windows
and replaced only the spandrel. So the
only interaction with the tenants was
that they could see us as we moved
down the building.”

He continues, “We did have to be
sensitive to the amount of noise and
there was not much except the demo
and much of that was done at night
when there were fewer people in the
building.”

In the end, Speck says the installation
and recladding of the tower took a lit-
tle more than one year.

As on any project, recladding FCP
brought along a number of learning
experiences and opportunities for the
teams involved; all seemed to take
away new knowledge and experience. 

“I think the one thing we didn’t
know was we couldn’t have achieved
the project without the rig itself,”
says Shannon. “Without the engi-
neering and the elegance of the rig
this would not have been possible. It

would not have been possible without
integration of implementation; the con-
struction technique was fundamental
to execution of the design.”   �
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E l l e n  R o g e r s is editor of
USGlass magazine. She can
be reached at
erogers@glass.com. Follow
her on Twitter @USGlass and
like USGlass magazine on
Facebook to receive updates.
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Metamorphosis

Ahospital can be a frightening place—especially for children. To ease the fears that children often associate with a hos-
pital stay, many facilities are designed and built specifically for them. Children’s hospitals are often constructed with
colorful, playful images and décor. Take a walk through the halls of the Pittsburgh Children’s Hospital and you will

see a colorful, glass wall detailed with images of butterflies in flight. 

The project was designed by Pittsburgh-based Astorino Architects, and, according to architects, the concept for the
whole hospital was one of transformation; the butterfly motif was used to portray that concept, as they actually morph
from one end of the wall to the other. This helped create a perception for patients of being out of control to becoming
in control.

Printed Interlayers Help Transform Glass into Art
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As with any decorative project, creating the butterfly wall presented its own unique challenges. “Taking
the vision of a talented designer and turning that vision into a piece of glass art that works both
aesthetically and structurally was a challenge,” says Cathie Saroka, marketing director, Goldray. �

The glass lites are approximately 42- by 86
inches and were installed by DM Products of
Bethel Park, Pa. “We did all of the exterior
framing and glazing as well as all of the
interior glazing,” says Mike Stroupe, vice
president of operations at DM Products. “We
were there for about 13 months.”
Goldray Industries in Calgary, Alberta,
Canada, fabricated the decorative glass
with its Technographic Interlayer, a high
resolution printed polyester interlayer
laminated between the glass. Fabrication
took about three weeks before it was ready
for installation.
Stroupe adds, “I’d probably have to say the
most challenging aspect of the entire
project was coordinating all of the colors to
the locations.”
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ShowCase

interlayers
Architectural Visions
Vision from SEFAR Architecture is a

metal-coated precision fabric interlayer
that can be laminated within glass or
other transparent materials to create
unique designs in exterior glass fa-
cades, windows and interior and deco-
rative glass partition wall systems.
According to the company, the inter-
layer utilizes metal-coated fabrics with
various apertures to create depth and a
reflective quality without overwhelm-
ing glare. On a building’s exterior fa-
cade, the fabrics deliver light refraction
and add dimension without impeding
views from the building interior.

The fabrics are printable with UV-
stabilized inks to produce Pantone col-
ors, patterns and other design effects.
They can also improve the thermal in-
sulating qualities for reducing solar
heat gain while allowing for light
transmission, according to the com-
pany. They are available in six fabric
density configurations and each can
be coated with six different metal
coatings: aluminum, aluminum/cop-
per, chrome, copper, titanium and
gold. They feature plain or twill weaves
in a variety of aperture percentages
(25-70 percent) and light transmission
percentages (18-60 percent). 
��� www.sefar.us

doorproducts
Overhead Protection

The “original” Doorbrim Store in-
troduced the first in a series of pro-
tective devices developed to extend
the life and maintain the original cos-
metic appeal of exterior doors, jambs
and hardware for office buildings,
shopping centers, apartments, indus-
trial buildings, hospitals, schools and
other commercial and residential fa-
cilities where subjected to the ele-
ments. According to the company, the
door brim provides a simple shield for
the top and upper sides of the door di-
verting rain and snow safely away
from the areas vulnerable to the in-
trusion of water and the possible de-
velopment of mold under certain
conditions. They can also be used for
protecting window openings, allowing
windows to be left open for ventila-
tion during light rains. 
The door brim can be installed over

new or existing doors and is adapt-
able to many building surfaces in-
cluding aluminum, vinyl, steel, wood,
stucco or concrete. It is available in
thicknesses of .187 inches and .250
inches, and sized to fit over a standard
36-inch wide commercial exterior
door or window giving approximately
a 6-inch overlap or extension on each
side. Custom sizes and finishes are
also available.
��� www.doorbrim.com

continued on page 56
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decorativeglass
Decorative Accents
Coyote Glass Design creates decorative glass for use in the plumbing and

hospitality industries. Coyote produces a wide variety of products from sinks
and countertops to backsplashes, doors, mirrors, tabletops, art and signage.
Coyote officials say the company’s products are made in the United States

using American-made glass, and are created in the tradition of American glass
works by casting glass into any
shape or texture by bending,
carving and slumping glass
into molds. Each piece is
handcrafted using techniques
that include kiln-forming,
sand-carving, painting, lami-
nating and metal inlay. Coyote
officials also say the products
can be custom-designed and
produced to any specification
or level of complexity.
��� www.coyoteglass.com
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ShowCase
continued

doorsandwindows
Before the Flood

Savannah Trims Inc. now offers alu-
minum glass doors designed for flood
protections. According to the company,
the medium-style aluminum and glass
storefront doors are developed and
tested to a 60-inch deep water level. 
��� www.floodbarriers.net

StorefrontSystems
Front-Set Performance

TheYES45TUstorefront system from
YKK AP America can now handle front-
set glass applications in addition to its
existing center-set capabilities. Accord-
ing to the company,  this expansion not
only allows for greater applications of the
product where front-set is required, but
also improves the thermal performance
of the system. 

YES 45 TU has hinged mullions cou-
pled with 90-degree or 135-degree inside
and outside corners. The system is ther-
mally broken by means of a poured and
debridged pocket that employs a patented
process, ThermaBond Plus, which pro-
vides a composite shape of materials for
reduced heat flow through the framing.

The system has been tested to meet
the requirements of the 2012 Interna-
tional Energy Conservation Code with
standard low-E insulating glass. 
��� www.ykkap.com �
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CommercialHardware
Security, Silence and Savings

The new silent electrification (SE) motorized latch retraction option for Adams
Rite exit devices is the latest innovation from the Rite door line of integrated door
assemblies. According to the company, a growing number of healthcare facilities, of-
fice buildings, schools, hotels and apartment complexes that use these near-silent
devices are benefitting from the operating power that allows for light-gauge wiring
and low amperage power supply. Likewise, the new electrification platform negates
the need for heavy, bulky and expensive power supplies, according to the company.

Key features include motor-driven latch retraction; near-silent operation; ultra-
low current draw; preload release capabilities; combination electric latch re-
traction and electric dogging; and availability on the Rite Door with 3000, 8000
series exit devices.
��� www.adamsrite.com 

Amesbury has it Handled
Amesbury Hardware Products offers a handle that is de-

signed to help make your project ADA-compliant. The ADA-
compliant, U-shaped handle also meets fire safety
requirements. The handle curves back to the door keeping
the fire hose and other rescue equipment from tangling in
the door handle, according to company literature. Addition-
ally, the extended lock turn is workable without the need to
grip, and the product works with standard lock sets.

The company also offers its Euro Style aluminum door hard-
ware for commercial applications. The hardware works with both
P2000 and P3000 locking systems, and the gear box system
uses the company’s single point P2000 lock box and cover plate.
��� www.amesbury.com

Ultrafab Expands Multi-Fin Offering
Ultrafab had added a new Five Fin option to its patented Tri-Fin line, which it

says is designed for extreme applications that require superior sound abate-
ment performance as well as air and water infiltration reduction. This patented
Five Fin product offering features the center fin and the two outside fins as well
as two additional fins spaced out within the pile fibers.

All multi-fin pile seals come in standard colors and a wide range of densities,
heights and backing options. The product can be inserted during the profile ex-
trusion process or in cut-to-length profile lineals during fabrication utilizing an
Ultrafab provided pile insertion machine.
��� www.ultrafab.com
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NewsMakers

boardappointments
Denver-based Raven-

Brick announced that
Leon Silverstein has
joined its board of direc-
tors. Silverstein is one of
six members of the re-
organized board.
Silverstein, who has

been in the fenestration
industry for more than

32 years, is the former CEO of Arch
Aluminum and Glass, a family com-
pany that employed 2,500 people and
had sales in excess of $350M at its
height. He is currently the chairman of
Aldora Holdings, which manufactures
custom storefronts, entrance doors and
specializes in hurricane-resistant im-
pact doors and windows. He is also
CEO of HHH Architectural Tempering
Systems, a manufacturer of glass tem-
pering furnaces.
“I have been an early supporter of

energy-efficient products for the fenes-
tration industry and being a member
of the RavenBrick board lets me be a
part of some of these exciting changes
in the future,” says Silverstein. 

appointments
Quanex Building Prod-

ucts Corp. named Marty
Ketelaar its new vice pres-
ident of investor relations.
Ketelaar’s key responsibil-
ity will be to continue
quality analyst relations
cultivated under the lead-
ership of Jeff Galow, who is

retiring this year. 
Prior to this job, Ketelaar was vice

president of investor relations and as-
sistant treasurer for The ServiceMaster
Company, a residential and commercial
service network.

PPG Industries named
Bryan Iams vice presi-
dent, corporate commu-
nications and marketing.
He will report to J. Rich
Alexander, executive vice
president. 
In this role, Iams will

be responsible for direct-
ing PPG’s global external

and internal communications including
strategic messaging, media relations,

crisis and issues management, brand
management, public affairs and com-
munications process management, and
he will provide direct communications
support to PPG chair and CEO Charles
E. Bunch.
Iams joins PPG from FedEx, where he

served since May as principal advisor,
communications, for FedEx Ground
headquartered in Pittsburgh. Previously,
he directed external communications ac-
tivities for Bayer Corp. and Bayer Materi-
alScience in North America as head of
strategic and external communications. 

Grey Mountain Partners (GMP),
which acquired Binswanger earlier this
year, announced that Norm Plotkin
has been named CEO of Binswanger
Enterprises. Plotkin most recently
served as CEO of GMP affiliate com-
pany Bolttech Mannings Inc. In addi-
tion, he has past experience as
president and CEO of GMP’s affiliate
company, Distribution International. 
“Norm has an outstanding track

record as a CEO at multiple companies
that faced similar opportunities to those
at Binswanger,” says Will Pucillo, associ-
ate for GMP. “His proven leadership style
will benefit the current management
team at Binswanger, its [more than] 800
employees, its national supplier network,
and customers throughout the U.S.”

promotions
Glaston America Inc. named Scott

Steffy as its new vice president of sales
and service for the North American re-
gion. Previously Steffy served as regional
service and sales manager in North
America. As vice president, he will report
to Arto Metsänen, president and CEO.
“As we all know the market in North

America has been very challenging
during the past years,” says Metsänen.
“However, some signs of market recov-
ery have been perceptible during this
year and we hope that this trend will
continue. Scott has a strong market
knowledge and I wish him all the best
in this new position.”

Leon
Silverstein

Bryan
Iams

Marty
Ketelaar

newhires
Larry Richert has been named continuous improvement manager for Tubelite Inc.
Richert he will serve both of the company’s facilities in Reed City and Walker,

Mich. His responsibilities include the development, standardization, training and
implementation of the company’s continuous improvement tools used across all
business levels.
Richert previously owned and operated Operations Management Group in Kala-

mazoo, Mich., for more than 15 years. Prior to that, he worked for Marvin Win-
dows & Doors as the company’s continuous improvement manager.
In addition, the company has four new client development managers, George

Rand, serving the Pennsylvania and New Jersey areas; Fred Haas for the territory
of Maryland, Washington, D.C., Delaware and northern Virginia; Charlie Hall for
Virginia; and Don Walker for Oklahoma and Texas.
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AsahiGlass Co.Ltd.(AGC) announced
several changes in senior executive po-
sitions. Takashi Fujino, previously sen-
ior executive officer of overall business
management (finance) and general
manager of the office of the president, is
now the company’s senior executive offi-
cer of business management (finance),
general manager of the office of the pres-
ident and group leader of the company’s
corporate planning group.

Shinji Miyaji, executive officer, and
group leader of the corporate planning
group and office of the president, be-
came the company’s executive officer
and deputy general manager of the of-
fice of the president.

newhires
Michael Collins, a

columnist and blogger
for USGlass’ sister publi-
cation, DWM magazine,
now serves as managing
director and partner of
Building Industry Advi-
sors LLC, which is a re-
cently formed affiliate of
Building Industry Part-

ners. Collins, previously with Jordan
Knauff and Co., says he is pleased that
his new company has a singular focus
on the building products industry.
Building Industry Partners is a pri-

vate equity firm with a sole focus on
providing capital to building product
companies including: growth capital, re-
capitalizations, management buyouts,
buy and build acquisition strategies, con-
trol and non-control investments and
transaction amounts of $10-100 million.
“I will continue to provide the same

industry research and the same serv-
ices of assisting with mergers and ac-
quisitions, but now with the affiliation
of Building Industry Partners we are
able to expand and write direct equity
checks to acquire and invest in compa-
nies,” says Collins. “It allows me to
maintain my focus on the industry and
provide the full spectrum of capital in
house.”

Accurate Perforating
has selected Chris Abrey
to become its new direc-
tor of operational excel-
lence. Abrey’s primary
role will be to create a
foundation to grow and
strengthen lean and con-
tinuous improvement ac-
tivities through training,

education, and initiating at all levels.
He has more than 30 years of experi-

ence in a variety of industries including
automotive, aerospace, food manufactur-
ing and printing, in a variety of different
roles from maintenance, manufacturing
engineering, program management, con-
sulting and as a lean specialist.

John Rovi is Sapa Ex-
trusions North America’s
new business develop-
ment manager of com-
mercial building and
construction. 
In this role, Rovi, who

authors a bi-weekly blog
for USGlass magazine’s
daily e-news service,

USGNN.com™, will be responsible for
expanding the company’s commercial
building and construction offerings in
the North American market. 
Rovi has nearly 30 years’ experience

in the industry and most recently served
as director of business development for
Curtain Wall Design & Consulting. �

Chris
Abrey

John
Rovi

obituaries
Jim Collin Passes Away
Frederic “Jim” Collin, 72, a retired member of the AFG sales team, passed away

in early October. For 36 years Collin travelled throughout the U.S. and Canada sell-
ing flat glass products and was well-known and liked by many people in the glass
and glazing industry.
“Jim’s interest in his customers, transcended the business relationship,” says

Mike Kelley from Tristar Glass. “With Jim, it was always personal. Our problems
were his problems.”
Born on May 28, 1940 in Mexico, N.Y., Collin is survived by his wife, Doreen

Collin, his two daughters and son-in-laws, and by four grandchildren.

Albert Balik, General Glass International, Secaucus, N.J.
Albert Balik, longtime executive for Secaucus, N.J.-based General Glass Inter-

national (GGI), passed away in August.
Balik, along with his brother, Arthur, took over the family business, which was

then called Max Balik’s Son, in the late 1940s, when their father, Herman Balik,
a second-generation owner of the company, passed away. In 1960, the brothers
decided to rename the business General Glass Industries Corp. GGI Glass Dis-
tributors Corp. was formed in 1990. The two companies consolidated under the
name General Glass International in 2002.
Albert Balik’s son, Richard Balik, today runs the company with his cousin, David

Balik. Albert Balik also is survived by his wife, Muriel.

John Hilboldt, National Glass and Glazing, St. Louis
John P. Hilboldt, the founder of National Glass and Glazing in St. Louis, passed

away on August 25.
Hilboldt got his start in the industry as a glazier apprentice in 1947. He eventu-

ally ended up running Stanley Hanks Glass Co., which was purchased by Cupples
Product and became Gateway Glass. In 1982, he left Gateway to start National
Glass and Glazing with his sons, Denny and Larry.
Hilboldt is survived by his wife of 59 years, Catherine; ten children; 22 grand-

children; three great-grandchildren; and 50+ nieces and nephews.
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Registration is now open for the Insulating Glass Manu-
facturers Alliance (IGMA) 2013 Annual Conference,
scheduled for February 5-8, 2013 at the Astor Crowne

Plaza New Orleans.
“We are very excited about this annual conference,” says

MargaretWebb, IGMA executive director. “Ourmembers have
been looking forward to the best technical presentations and

programming in a setting that always brings a smile. We will
have a week filled with solid IG technology work, but mix in a
bunch of networking fun, an IGMA … staple.”
The event program includes a number of speakers and

presentations. On the first day Dr. Werner Wagner of Sika will
discuss “European Gas Loss Testing and Related Benefits.”
On day two, attendees can take part in a virtual walk-through
of the Lawrence Berkeley National Laboratory (LBNL) new
testing facilities led by Stephen Selkowitz, LBNL's depart-
ment head of building technologies, environmental energy
technologies division. A third industry presentation will be
led by Michael Collins, managing director and partner of
Chicago-based Building Industry Advisors LLC, who will ad-
dress the question, “How is the industry faring?”
In addition to the educational sessions, the conference

will offer a number of networking and social activities. This
year participants can take part in the president’s mas-
querade ball.
“IGMA will embrace the history and atmosphere of New

Orleans in many unique ways,” says IGMA president Dave
Cooper of Guardian Industries Corp. “One of the big draws
for our annual conference is the city itself, naturally. IGMA
has always had a signature style at our events to bring out
the best networking opportunities for our members, along
with a fun event. New Orleans will be no different. You're
just going to have to be there to understand.”
A discounted registration fee is available before January

6. Event registration is available online at the IGMA web-
site at www.igmaonline.org.

Plan to Attend Glass Expo Northeast
Glass ExpoNortheast™ 2013will bring the industry together

two days at the region’s largest architectural glass and metal
conference and trade show. This year’s event will take place
March 7-8 at the Hyatt Regency Long Island at Wind Watch
Hotel & Golf Club in Hauppauge, N.Y.
Glass Expo Northeast is co-sponsored by the Long Island

Glass Association and USGlass magazine.
The Long Island Glass Association (LIGA) has once again

agreed to co-sponsor the welcoming cocktail party with
USGlass magazine. Festivities will begin at 6:00 p.m.,
Thursday evening on the event’s trade show floor and will
continue until 8:30 p.m.
Three types of registrations are available for attendees.

Full registration includes admission to Glass Expo North-
east, all seminars, workshops and demonstrations on both

[ d a t e b o o k ]

IGMA Opens Conference Registration 

Reviews&Previews

The Glass Association of North America (GANA) has
scheduled its 2013 Annual Conference for January
21-25 at the Coronado Island Marriott Resort and

Spa in San Diego.
“Ourmembers are very excited about the annual confer-

ence,” says GANA director of marketing and communica-
tions Brian Pitman. “San Diego was chosen by themajority
of our members as the location for the event next year,
whichwill continue the successful format we used this year
inmixing association business, technical work and dynamic
presentations from the industry on new products and is-
sues of concern for the entire architectural community.”
GANA also has announced dates for its Building Enve-

lope Contractors (BEC) Conference through 2015. It will
be held at the Planet Hollywood Resort & Casino in Las
Vegas on March 17-19. In 2014, the event will return to
the Planet Hollywood Resort March 16-18. The BEC Con-
ference moves back to the Paris Las Vegas Resort &
Casino in 2015, taking place March 8-10, 2015.
“Our planning committees have already begun choos-

ing speakers for the GANA Annual Conference and BEC
Conference,” says Pitman. “Registration will go online for
both later this year on the GANA website.”
��� www.glasswebsite.com
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days. Daily registration includes admission to Glass Expo
Northeast, all seminars, workshops and demonstrations
on either Thursday or Friday and the Trade Show Only
registration includes admission to Glass Expo Northeast
trade show floor only. To learn more, reserve your hotel
room or register for the best discounts visit www.us-
glassmag.com/gene. Questions may be directed to event
management at 540/720-5584.

China Glass to Take Place in May
The Chinese Ceramic Society, China Glass and the

Beijing Zhonggui Exhibition Co. Ltd. have announced
event details for the 24th China International Glass In-
dustrial Technical Exhibition (China Glass 2013).
China Glass 2013 will take place in Beijing from May
24-27 and is projected to have 800 companies in at-
tendance from 30 countries, according to an event re-
lease. The U.S., Italy and Germany are slated to have
state pavilions at the exhibition.
China Glass 2012 was held in Shanghai last May.

Russia, Turkey, the U.S., France and Germany were
previous participants as well as the estimated 600 or-
ganizations from developing countries, including India,
Korea and Turkey.

Delayed Fenestration China
Fenestration China 2012 tradeshow, which was

scheduled November 8-10, has been postponed as a re-
sult of travel restrictions the Chinese government has
placed for the 18th National Peoples Congress. Although
Fenestration China will still take place in Beijing at the
China International Exhibition Center, the event's calen-
dar date has been rescheduled for November 23-25,
which takes place during the Thanksgiving Holiday for
the United States. Currently Fenestration China has 426
registered exhibitors.

Glasstech Asia 2012 Held in Thailand
Glasstech Asia 2012 was held July 18-20 at the

Bangkok International Trade and Exhibition Centre
(BITEC) in Bangkok, Thailand. Opening day included
panel discussions related to challenges felt within
Southeast Asia’s glass industry, according to event or-
ganizers from Conference and Exhibition Management
Services (CEMS), the Singapore Glass Association
(SGA) and Asianglass. �
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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

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 

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

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

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

-  
 

- -  

53 Silvio O. Conte Drive

(413)772-2564
info@argotec.com
www.argotec.com

  Enhanced Edge
Protection For

TPU & PVB
Laminated Glass

Composites

Argotec
Urethane Film & Sheet

®

SEE US IN SWEETS

P
LU

S

Edge
Seal

Argo   ®

FIGHTS
DAMAGE
DUE TO:
� Moisture
� Cleaners
� Solvents
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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 

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

COMMERCIAL
WINDOWS
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

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

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

TM

continued on page 64
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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

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 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

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

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

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
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
D & W Incorporated
941 Oak Street
Elkhart, IN 46516
P: 800/255-0829 F: 574/264-9859

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

Spancraft Ltd.
920 Railroad Avenue
Woodmere, NY 11598
P: 516/295-0055 F: 516/569-3333
www.spancraft.com
Jordan@spancraft.com

Mirror, General
D & W Incorporated
941 Oak Street
Elkhart, IN 46516
P: 800/255-0829 F: 574/264-9859

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 

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 

Glass Restoration
GlasWeld Systems
29578 Empire Blvd.
Bend, OR 97701
P: 541/388-1156 F: 541/388-1157
www.glasweld.com 
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WINDOW HARDWARE
Strybuc Industries
2006 Elmwood Ave., Suite 102C
Sharon Hills, PA 19079
P: 800/352-0800 F: 610/534-3202
www.strybuc.com

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 �
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To place your 
listing, please

contact Tina Czar
at 540/602-3261 

or email
tczar@glass.com.
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PLAN NOW TO ATTEND 
GLASS EXPO NORTHEAST™ 
March 7-8, 2013
Hyatt Regency Long Island Wind Watch Hotel & Golf Club
in Long Island (Hauppauge), New York

Registration is Now Open!
Get the best discounts on your registration and hotel rooms.
www.usglassmag.com/gene

Follow us @GENE13
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A Site Designed Exclusively for 
Contract Glaziers From USGlass Magazine 

Visit www.usglassmag.com/contractglazing to view: 
• In-depth Articles; 
• Business News;
• Informational Videos;
• Glazing Columns;

• Installation Information;
• Company News;
• Industry Events; and
• So Much More!
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Products for SaleIndustry Services
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

Used Equipment 
USED MACHINERY
BOUGHT & SOLD

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

66 USGlass, Metal & Glazing  |  November 2012 www.usglassmag.com

Employment/
Help Wanted

For a price quote, email your ad
to: jmulligan@glass.com 
or call Janeen Mulligan 

at 540/602-3255 
for more information. 

[ u s g | c l a s s i f i e d s ]

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.

All Machines in Stock
•  48”, 63”, and 72” Horizontal Washers
•  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!

Sales Reps Needed
Jersey Tempered Glass, Inc .is in its 36th
year of offering quality glass products. We
are manufacturers of small tempered and
annealed glass products for monolithic or
insulated applications. Our customer base
consists of glass shops, millwork and dis-
play companies. We are now accepting ap-
plications for established independent
sales representatives. Please forward via e-
mail any questions you may have to
sales@jerseytemperedglass.com. 

NORTH AMERICAN EVENTS

November 14-16, 2012
GreenBuild 2012
Sponsored by the U.S. Green 
Building Council (USGBC)
Moscone Center
San Francisco
Contact: USGBC at 800/795-1747

January 21-25, 2013
GANA Annual Conference
Sponsored by the Glass Association 
of North America (GANA)
Coronado Island Marriott 
Resort and Spa 
San Diego, Calif.
Contact: GANA at 785/271-0208

February 5-8, 2013
IGMA Annual Conference
Sponsored by the Insulating Glass
Manufacturers Alliance (IGMA)
Astor Crowne Plaza
New Orleans, La.
Contact: IGMA at 613/233-1510

February 24-27, 2013
76th Annual AAMA Conference
Sponsored by AAMA.
Loews Ventana Canyon
Tucson, Ariz.
Contact: AAMA at 847/303-5664

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

March 17-19, 2013
Building Envelope
Contractors (BEC) Conference
Sponsored by the Glass Association 
of North America (GANA)
Planet Hollywood Resort and Casino
Las Vegas, Nev.
Contact: GANA at 785/271-0208

September 18-20, 2013
Auto Glass Week™
Co-sponsored by USGlass magazine, AGRR™
magazine, the Auto Glass Safety Council™
(formerly the AGRSS Council), the Independent
Glass Association, the National Glass 
Association and the National Windshield
Repair Association. Includes Auto Glass 
Repair and Replacement Olympics
Tampa Marriott Waterside Hotel and 
Marina and the Tampa Convention Center
Tampa, Fla. 
Contact: AGRRmagazine at 540/720-5584
or visit www.autoglassweek.com

September 18-20, 2013
International Window Film
Conference and Tint-Off™
Co-sponsored by USGlass magazine, 
WINDOW FILM magazine and the 
International Window Film Association
Tampa Marriott Waterside Hotel 
and Marina and the Tampa 
Convention Center
Tampa, Fla.
Contact: WINDOW FILM magazine at
540/720-5584 or visit 
www.windowfilmmag.com/IWFC

October 31-November 1, 2013
Glass Expo Midwest™
Sponsored by USGlass magazine
Renaissance Schaumburg 
Convention Center Hotel
Schaumburg, Ill.
Contact: USGlass at 540/720-5584

INTERNATIONAL EVENTS

March 20-22, 2013
GlassLat 2013
Organized by Trade Show 
Factory S.A. de C.V.
Centro Banamex
Mexico City, Mexico
Contact: USGlass magazine 
at 540/602-3282 �

Up&Coming

Classifieds go 
online every day! 
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Page Company Phone Fax Web Address

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

51 Access Hardware Supply 855/847-5691 800/435-8233 www.accesshardware.com

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

5 AGC Flat Glass North America 800/234-9380 404/446-4221 www.us.agc.com

39 Albat & Wirsam 905/338-5650 905/338-5671 www.a-w-software.com

15 Azon Systems Inc. 800/788-5942 269/373-9285 www.azonintl.com

3 Banom Inc. 800/227-7694 800/456-8393 www.banom.com

47 Capital Tape 888/888-8273 216/292-3435 www.capitaltape.com

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

40 Corning 800/220-3749 484/229-9164 www.mcgrory.com

24, 42, 57 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com

27 Glasslat Expo 540/602-3282 540/720-5687 www.glasslat.com

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

12 Glas Troesch 800/220-3749 484/229-9162 www.mcgrory.com

19 Groves Inc. 800/991-2120 815/338-8640 www.groves.com

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

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

23 Matodi USA 336-668-2300 336/668-2020 www.matodiusa.com

12 McGrory Glass 800/220-3749 856/579-3232 www.mcgrory.com

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

8-9 Oldcastle BuildingEnvelope™ 866/653-2278 310/264-4703 www.oldcastlebe.com

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

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

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

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

21 Sage Electrochromics 877/724-3325 507/333-0145 www.sageglass.com

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

41 Strybuc Industries 800/352-0800 610/534-3201 www.strybuc.com

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

1 Trulite Glass & Aluminum 800/432-8132 954/724-9293 www.trulite.com

31 Tubelite 800/866-2227 877/229-2414 www.tubeliteinc.com

C2 Western Window Systems 602/304-2905 602/323-6144 www.westernws.com

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

Once upon an afternoon dreary,
while I pondered, weak and
weary,

Over many a curious drawing bleary
of buildings never built afore –
While I nodded, nearly napping, sud-

denly there came a tapping,
As of someone gently rapping, rap-

ping at my office door.
“Tis some stranger,” I muttered, “tap-

ping at my office door –
Only this … and nothing more.”

I was tending such a heavy load, so
much more than ere be told, 
A schedule that would trip and break

most mortal men –
But the tapping kept sounding and

soon turned to pounding,
Yes, someone now pounding, pound-

ing on my office door.
“Must be the boss,” I sputtered,

“pounding at my office door –
Only him … and nothing more.”

Now his voice I did hear, and thus my
heart filled with fear,
For I knew I was late with a bid he de-

manded I prepare –
But I had bid this contractor many a

time afore, and myself had gone pound-
ing,
Pounding the pavement, then pound-

ing on his door.
“Your price is too high,” he’d proclaim

as I stood at his door –
“Only price mattered … and nothing

more.” 

As the economy faltered and jobs be-
came few, my attitude sank and soon
turned blue,
But an income was needed, twas a

family to feed –

So more quotes were sent and all my
energy spent.
Dropping prices yet lower, I again ap-

proached his door.
“Your price was a winner,” he said, as

I fell against his door –
“But the job’s been cancelled …

and nothing more.”

A man’s only allotted so much
hope – there is a limit with which he
can cope,
So I pondered my fate and dreamed

of escape –
Yet in my heart I knew, there was

nothing else I could do.
Still the pounding grew louder from

the boss at the door.
“You must let me in,” he shouted, “You

must open this door –
“I just want to talk … and nothing

more.”

I longed for a change - oh to be free,
but where would I go, who’d hire me?
It had all gone so wrong, somewhat

twisted and cruel –
The old days were now shattered,

when quality and integrity mattered,  
But traits such as these had been

thrown out the door.
“This must end,” I said to myself as I

looked toward my door –
“As the Raven once said … I’ll

quote him no more.”

The boss soon tired found a key,
walked through the portal and
looked right at me.
He was really quite calm, and

apologized for intruding –
Then told of two large orders

that had arrived from the guy I’d
been quoting.

He then turned and left, gently clos-
ing the door –
“I need to get going,” I stammered as

I turned my eyes from the door –
“I still have my job and … nothing

less, nothing more.” 

To the reader … I am herein apolo-
gizing to you and to any of Edgar Allan
Poe’s descendents. I should probably
apologize to Baltimore Ravens fans as
well. One night after reading the Poe
classic (The Raven), something came
over me that I cannot explain and this
is what spilled out. As for future
poems of this ilk, I can only promise
… NEVERMORE!   �

Once Upon an Afternoon Dreary
B y L y l e R . H i l l

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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Call Us for all your Back Painted, 
Spandrel & Custom color needs
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but we can certainly do colors
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PPG Industries, Inc., Glass Business & Discovery Center, 400 Guys Run Road, Pittsburgh, PA 15024 www.ppgideascapes.com

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

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

Solarban, IdeaScapes, PPG and the PPG logo are trademarks owned by PPG Industries Ohio, Inc.  |  Cradle to Cradle CertifiedCM is a certification mark of MBDC.
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Sometimes it seems the whole
world has gone green, as more
consumers seek products that

will improve their energy efficiency,
and more manufacturers are only too
happy to provide sustainable, high-per-
forming products. But what does that
really mean? 
For some manufacturers, “green” is

all in the marketing and not noticeable
in the end product. Because those
“green washers” are out there, the Fed-
eral Trade Commission (FTC) is crack-
ing down on environmental marketing
in an effort to make sure any claims to
be green are “truthful and based on
solid scientific evidence.”
Caught up on this crackdown were 14

building product manufacturers that
have issued marketing materials in ac-
cordance with the FTC’s warning that
their claims may toe the line of what
constitutes acceptable claims. 
Among those cautioned by the FTC

was Cardinal Glass Industries, which
received a letter in September from the
commission. In it, the FTC said the
commission had made no determina-
tion as to whether the company was ac-
tually violating the law.
“The FTC has asked that we review

our heating and cooling savings
claims,” Bowie Neumayer, vice president
of sales and marketing for Cardinal IG,
told USGlass after receiving the letters.
“Our data was generated from nine test
houses in three regions. We are com-
municating with the FTC and expect to
have this cleared up.”
As of press time, Neumayer noted that

the issue was close to being resolved. 
To prevent such confusion in the fu-

ture, glass manufacturers should re-
view the recently released update to
FTC’s Guide to Environmental Market-

ing Claims, better known as “Green
Guides.” The guide is designed to help
marketers ensure that the claims they
make about the environmental attrib-
utes of their products are truthful and
non-deceptive.
The revisions to the “Green Guides”

include new sections concerning the
use of carbon offsets, “green” certifica-
tions and seals, and renewable energy
and renewable materials claims. The
organization also modified and clari-
fied sections of the previous Guides.
The big requirement that the Guides

asks marketers to meet is to be able to an-
swer “yes” when asked: Can you back it up?
“Marketers must ensure that all rea-

sonable interpretations of their claims are
truthful, not misleading, and supported
by a reasonable basis before they make
the claims,” the Guides states. The tests
that Neumayer cited in Cardinal’s case are
one example of acceptable back-up.
Other advice from FTC includes: 

�Qualifications and disclosures should
be clear, prominent and understand-
able to prevent deceptive claims.

�Unless it is clear from the context, an
environmental marketing claim
should specify whether it refers to the
full product or just a portion. 

�Don’t state or imply environmental
benefits if the benefits are negligible.
In other words, if your energy per-
formance has increased by 50
percent—but you don’t
clarify that this means
from 2 to 4 percent
eff iciency—the
FTC will take a sec-
ond look at your
claim. 

�Don’t make com-
parative claims. So
your product is 30-

percent more efficient than competi-
tive products? Unless you clearly state
who that competitor is, the end-user
has no way of determining the sig-
nificance of that claim. 

�Green Guides also now remindsmar-
keters not to use the name, logo, or
seal of approval of a third-party cer-
tifier or organization unless you have
certification or approval of that third-
party. That may seem obvious, but be
careful of how you use those logos.
The Guides offers several examples
of problematic logo use:
• A sales brochure features a seal with
the text “EcoFriendly Building As-
sociation” to show that the marketer
is a member of that organization.
Although the manufacturer is, in
fact, a member, this association has
not evaluated the environmental at-
tributes of the marketer’s product.
This advertisement would be de-
ceptive because it conveys that the
EcoFriendly Building Association
evaluated the product through test-
ing or other objective standards;

• A product label contains an envi-
ronmental seal from “Earth-
Smart,” an independent,
third-party certifier with ex-
pertise in evaluating chemi-
cal emissions of products.

FTC Says Beware of Saying
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While the marketer meets EarthS-
mart’s standards for reduced
chemical emissions during prod-
uct usage, the product has no other
specific environmental benefits.
This advertisement would be de-
ceptive because it conveys that the
product has far-reaching benefits,
and that EarthSmart certified the
product for all of them. 

• A one-quart bottle of window
cleaner features a seal with the text
“Environment Approved,” granted
by an independent, third-party cer-
tifier with appropriate expertise.
The certifier granted the seal after
evaluating 35 environmental attrib-
utes. This seal likely conveys that
the product has far-reaching envi-
ronmental benefits and that Envi-
ronment Approved certified the
product for all of these benefits and
therefore is likely deceptive. The seal
would likely not be deceptive if the
marketer accompanied it with lan-
guage clearly conveying that the seal
refers only to specific and limited
benefits. For example: “Virtually all
products impact the environment.
For details on which attributes we
evaluated, go to [a website that dis-
cusses this product].” 

�A truthful claim that a product is free
of, or does not contain or use, a sub-
stance may still be deceptive if the
product contains or uses substances
that pose similar environmental risks
as the substance that is not present.
Be careful of tossing around “VOC-
free” if your product has replaced
volatile organic compounds with a
similarly harmful substance. 

�FTC also now states that a product
should not be marketed as recyclable
unless it can be collected, separated or
otherwise recovered from the waste
stream through an established recycling
program for reuse or use in manufac-
turing or assembling another item.
Marketers must clearly qualify recycla-
ble claims to avoid deception about the
availability of recycling programs and
collection sites to consumers. If your
window can only be recycled in a hand-
ful of facilities around the country, you
need to specify that limitation in any re-
cyclability claims. 

�Be careful of those recycled-content
claims, too. FTC says that it is decep-
tive to represent that an item contains
recycled content unless it is com-
posed of materials that have been re-
covered or otherwise diverted from
the waste stream, either during

the manufacturing process
(pre-consumer), or after
consumer use (post-
consumer). More-

over, if the
s ou rc e

o f

recycled content includes pre-con-
sumer material, the advertiser should
have substantiation that the pre-con-
sumer material would otherwise
have entered the waste stream. Ac-
cording to Green Guides, if a glass
manufacturer collects cullet from the
original manufacturing process and
combines this with virgin material
for use in production of the same
product, a recycled content claim is
deceptive since the cullet is normally
reused by industry within the origi-
nal manufacturing process and
would not normally have entered the
waste stream.

�Finally, as more andmore glass prod-
uct manufacturers are going solar,
consider carefully how you promote
your facility’s renewable energy capa-
bilities. FTC says it is deceptive to
make an unqualified “made with re-
newable energy” claim unless all, or
virtually all, of the significant manu-
facturing processes involved in mak-
ing the product are powered with
renewable energy or non-renewable
energy matched by renewable energy
certificates. Or, let’s say a window
manufacturer places solar panels on
the roof of its plant and advertises that
its plant is “100-percent solar-pow-
ered,” but then sells renewable energy
certificates based on the renewable at-
tributes of all the power it generates, it
must qualify its claim. Even if the
manufacturer uses some of the elec-
tricity generated by the solar panels, it
has, by selling renewable energy cer-
tificates, transferred the right to char-
acterize that electricity as renewable. 
Review your marketing materials, then

visit www.ftc.gov/os/2012/10/green-
guides.pdf to ensure your claims are in
line with what FTC deems acceptable.   �

Define What Green Really Means
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