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We may be a national company, but we recognize that the window business is regional. That’s why we’ve
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place to deal with the unusual situations, intense demand and short lead times common in the industry.
Whether you want the latest in energy-efficient glass or laminated glass to meet hurricane codes, Cardinal
delivers – on time and complete. For more information, visit cardinalcorp.com.
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Issue@Hand

Guten Tag, glasstec

Way back nearly 30 years ago,while I was working for another glass-re-
lated organization, we were visited by the organizers of a glass trade
show in Germany. The organizers gave a robust presentation about the

trade fair and their plan to develop it into the largest in the world for the glass in-
dustry. And that is exactly what they did. And now, three decades later, through
name changes from GLAS to Glastec to Glasstec to glasstec, the event is indeed
the center of the glass universe every two years.
This will be my 16th visit to glasstec and, as I write this, I am looking tremen-

dously forward to it. It’s a great place to see the whole world of glass, find out what’s
new and renew old friendships. I especially enjoy getting to meet up with indus-
try journalists from around the world. (There really aren’t that many of us, so get-
ting to talk to others who know and understand the same industry is a kick.)
glasstec 2010 marked an achievement for USGlass. We were told it was the first

time a news organization ever covered the show with daily video reports every
day—and we did this along with written reports, photos, a slide show, blogs and
more. I hope we make it look easy enough that you would not know the Herculean
effort it takes, both at show site and back home, to get that coverage to you. We
plan to do all that and more this month, so please tune in to www.usgnn.com™ for
our daily reports.
Glasstec 2010 left me with some great personal memories, too … hundreds of

little memories created by a week of glass in Germany.
My favorite came the last night during a final dinner at small local restaurant not

too far from the Messe and involved our beloved Charles Cumpston, who is retiring
at the end of this year (see page 40 for more details). Anyway, all during our delicious
dinner in an older, typically cozy European restaurant, we kept hearing some bang-
ing and cheering. “There’s a kegelbahn dowstairs,” our wonderful translator Brigette
Schmidt said. “They are bowling in the basement.”
I laughed. “No, really, they are doing it,” she said

emphatically. There was absolutely no way I could
imagine anyone bowling in such a small space. But
curiosity won and down two flights we went. There
in a very, very long and extremely narrow room was
the world’s smallest bowling alley complete with one
lane and a picnic table, two competition teams and
plenty of pitchers of Pils and Alt. The lane was all of
about 18 inches wide at one end but opened to about
30 inches in front of nine extremely well-worn pins.
The gutters were about a foot wide on each side.
Once the bowlers heard we were from the United

States, they invited us to bowl a few rounds and be-
came quite the cheering section for us. This is how I
ended up bowling at 10 o’clock at night in the world’s
smallest bowling alley in Düsseldorf, Germany. It was a nice end to a good week.
If you are coming to glasstec this year, please stop by and see us. We are in Hall

13, Stand D53.
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Contributing editor Charles
Cumpston aims for a strike
during glasstec 2010.
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Glaston Care service agreements
4 levels of service
Glaston Lifetime Support Services enable you to reach the next level with your machinery at any
stage in its lifetime. Join us in the support of sustainable and profitable business growth.  Each level 
aims to ensure the highest production uptime and lowest overall costs: Glaston CareEasy™ for a 
regular and systematic maintenance, Glaston Care™ for full preventative maintenance program, 
Glaston CarePlus™ for flexible, extended process consultation and  Glaston CareWarranty5™ covers 5 
years of new tempering machinery.
If you are interested in the possibilities of services, our doors are open at glaston.net

Glaston Care™ -
A reliable cover for your business

“With a Glaston technician coming to our facilities twice a year, we’re able to
improve on our quality and our production. The Glaston Care agreement pays for
itself every year.”
Michael Saroka, VP of Operations, Goldray Industries Ltd., Calgary, Canada.

Visit us at
glasstec 2012
Hall 14, Stand D29
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Three PNC Plaza. 
Architect: Doug Gensler,
Principal, Gensler 
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Close on time with Oldcastle BuildingEnvelope ™.

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

construction industry has suffered significant productivity declines 

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

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

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

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

building envelope. “Oldcastle BuildingEnvelope™ delivered the desired

aesthetic we were looking for and met our important performance 

requirements, all while supporting the critical construction schedule 

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

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

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

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

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

Origami by Robert Lang 

this envelope 
saved time
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GANAPerspectives

In 1997 in LasVegas, the Glass Asso-
ciation of North America (GANA)
launched a new event for the glazing

contractor. In the years since, that event
has changed nearly as much as Vegas it-
self, but kept hold of its key purpose: to
educate the glazier on running his or
her business in an optimal way. Next
year, the 17th Annual GANA Building
Envelope Contractors (BEC) Confer-
ence will raise the bar once again with
increased networking opportunities,
high-quality industry leaders as speak-
ers, along with bringing back keynote
speakers that address both manage-
ment and leadership needs, along with
bringing in a famous personality to ad-
dress the group and offer motivation,
levity and inspire attendees.

SPEAKERS AND TOPICS
Knowing that the majority of GANA’s

BEC Conference attendees are key man-
agement and leadership in their compa-
nies, we are bringing in noted leadership
development expert Rich Drinon as our
first keynote speaker to discuss “Stepping
Up to Leadership.” The need for leaders
has never been greater. The challenges for
leaders have never been more complex.
Today’s leader must deal with an ever-ex-
panding array of objectives, including:
communicating in a diverse workplace,
completing tasks in a 24/7/365 world and
taking aim at an unpredictable future. In
addition, a leader must learn the wise use
of power and authority while displaying
commitment, character and a maturing
consciousness. This session will examine
the awareness, attitude and actions re-
quired by today’s leader as he works to
build his team and organization. This
session will help you recognize the stan-
dards to which leaders are held and the

never-ending importance of communi-
cation in the role of leader.
The conference is also re-instating its

“famous” personality as a speaker by
welcoming ESPN college football ana-
lyst Lee Corso. Known for his positive
personality and the donning of college
mascot costumes, he is a sports broad-
caster and football analyst for ESPN. He
has been featured on ESPN’s College
GameDay program since its inception
and he appeared annually as a com-
mentator in EA Sports’ NCAA Football
through NCAA Football ’11. Corso also
played college football himself at
Florida State University.  He will speak
to conference attendees on “Striving for
Excellence, Not Success.” 

QUALITY SESSIONS
The majority of the educational ses-

sions still maintain the core purpose of
providing quality sessions that will
most directly impact the glass and glaz-
ing work that each company performs.
Educational sessions include:
• State of the Glass and Glazing  Industry;
• Construction Testing: Yester-
day, Today and Tomorrow;

• Pros and Cons of Today’s
Technology;

• Codes and Standards Update;
• Legal Contract Issues: How to
Realistically Protect Yourself
and Your Company;

• Building Envelope Consult-

ing–You See What?!?; and
• Panel of Architect, General Contractor,
Building Owner and Contract Glazier.

NETWORKING
One of the highlights of the BEC

Conference is the enhanced network-
ing opportunities, whether you are
meeting new people at the receptions,
attending dinner with a supplier/cus-
tomer, or becoming acquainted with
a company during the live trade show.
Another opportunity to showcase
your company is by sponsorship.
What better way to highlight your
company, its products and services,
and interest in the contract glazing
industry than to support the indus-
try conference that houses all the
major players under one roof?
So, get your team together and start

planning your trip to Las Vegas,
March 17-19, 2013, at the Planet Hol-
lywood Casino and Resort. Registra-
tion will be available online at
www.becconference.com this month.   �

A s h l e y  M .  C h a r e s t
is the account executive of
the Glass Association of
North America (GANA).

The majority of the educational sessions still
maintain the core purpose of providing quality
sessions that will most directly impact the glass
and glazing work that each company performs.
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Prepare Early
BEC Conference Promises Education, Networking

b y A s h l e y M . C h a r e s t
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ShopSavvy

There is a story about a highly
mechanized business in the future.
It has just two employees, a man

and a dog. The man’s job is to feed the
dog; the dog’s job is to bite the
man if he touches any of the
machinery. In 2012, we are not
quite there.  In what used to be
the realm of the “big boys,” a
growing number of glass
shops now have automated
cutting, edging and fabrication equip-
ment. In many conversations, I’ve
learned the main reason for glass shops
to buy equipment is to control the flow of
merchandise for which they have de-
mand. The more control a glass shop has,
the more responsive and reliable it can be
to its customers. 
But, there is a price to this control.

When you are looking to buy an edger or
any machinery, thinking you will save
money—don’t believe it unless you are
a very high-volume user. The gain you’ll
have is in service and reliability, and that
is so much more important than price.

RULES TO REMEMBER
There are very important rules to re-

member when buying edgers or other
machinery.
First of all, it will cost more than the

sticker price. Your costs will include
bringing in more electrical service, water
or upgrading your air compressors. If
you don’t have a fork lift, plan on renting
one for a couple of days for unloading
and positioning the machine. Your floors
have to be solid and relatively flat. Most
machinery will have levelers that com-
pensate up to about a half-inch.
The second rule is you’ll need spare

parts. If the seller tells you it keeps a good
inventory in the states, that part is still 24

to 36 hours away and can be very expen-
sive with overnight freight. The rule of
thumb I used was roughly 10 to 15 percent
of the purchase price was added for parts.  

Really study the size of the machine you
need. A 5- or 7-spindle edger works for
most glass shops. You’ll want a larger spin-
dle count if you are looking for high-vol-
ume work or absolutely perfect glass. The
belt for most edgers will be about 24
inches off the ground. Add a 96-inch lite
and a couple of feet over that for your roof
trusses. Do you have enough height under
your roof? What is the largest lite you want
to do? If you are planning on large lites,
make sure the edger’s glass supports are
extendable. Large lites are heavy. Will you
need a suction cup lifter? Will your roof
support this additional weight?
For an edger, get the best grinding and

polishing wheels you can, with the highest
diamond content. The better the wheel,
the easier the glass flows through the ma-
chine and the better it comes out. You’ll
have more glass finished with one pass,
saving you time and money instead of the
glass needing a second run through the
machine. Cheap wheels are just that
… you get what you pay for.

MACHINE MAINTENANCE
Keep your wheels clean and

dressed. (Naked wheels are just
not pretty!) They’ll last longer. If
you have a piece of glass with a
large flare on it, grind that down
with your belt sander before put-

ting it in the edger. This will extend
your wheel life and prevent chipping of
the wheel when the flare hits the wheel. 
The cost of the consumables on an

edger is out of your control. Cerium
oxide, which is used in the polish-
ing section of the edger, is price-
controlled by the Chinese
government and has gone up con-
siderably in the last couple of years
(see related story in February

USGlass, page 34). What is in your control
is how efficiently you use your machine. 
Consider a centrifuge for cleaning the

water the machine uses. This reduces
unnecessary wear on the wheels, and
helps keep the machine clean. This may
be required by your local government
before you can drain water to the sewer
system. Edgers throw off considerable
water. You should have floor drains or a
drainage pit in the area.  
There are a lot of good edgers out

there in every price range.  Make sure
your vendor has:
• Spare parts available in the U.S.;
• Phone-in technical support at least 12
hours per day;

• Traveling engineers who know your
model;

• Reasonable costs for the phone or
in-person support; and

• Proven success with the model you
want. �

The Big Buy
When to Invest in New Machinery

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

P a u l  B i e b e r has 30
years in the glass industry,
including 21 years as the
executive vice president of
Floral Glass in Hauppauge,
N.Y., from which he retired in

2005. You can read his blog on Tuesdays
at http://usgpaul.usglassmag.com.
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I’ve learned the main reason for
glass shops to buy equipment is
to control the flow of merchandise
for which they have demand.
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Grenzebach – 
Ready for any glass challenge

HIGH�TECH  PRODUCTION  PLANTS

Grenzebach brings you to success with:
–  40 years of glass handling experience
– Highest product quality 
– Reliability and Performance
– High-tech equipment
– Sustainability is our focus

Grenzebach – Your Perfect Partner for Cold End Equipment

Grenzebach Maschinenbau GmbH
Germany | Phone: +49 906 982-2000 | info@grenzebach.com
Grenzebach Corporation
USA | Phone: +1 770 253-4980 | info.gn@grenzebach.com
Grenzebach Machinery (Shanghai) Ltd.
China | Phone: +86 21 6126-8000 | info.gs@grenzebach.com

www.grenzebach.com
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Grey Mountain Partners Acquires 
Insulpane of CT and Orchard Glass

P rivate equity firm Grey Moun-
tain Partners, in connection
with its affiliate company, Con-

solidated Glass Holdings Inc. (CGH),
has acquired Insulpane of Connecticut
and Orchard Glass Distributors in
Hamden, Conn. 

Terms of the transaction have not
been disclosed.

The capabilities of Insulpane made it
an attractive purchase, according to
Tom Ryan, CEO of CGH.

“This is a company that’s able to han-
dle a high number of SKUs, it has two

different tempering furnaces and a lot
of management know-how,” says Ryan.

In addition, geography also played a
role.

“We are looking for companies that
give us presence in terms of a geographic
footprint adjacent to where we think
market demand is going to be or is going
to continue to grow, etc.,” he says. “When
we do that we try to acquire businesses
that have a strong leadership team, have
knowledge of specific types of glass,
tempered, IG, etc., and the desire is for
the owners of these companies to con-
tinue with us … We will continue to op-
erate with [Insulpane president] Fred
Federico and his sons in the business.
They have a strong leadership team and
we want that team to continue.”

The goal of the acquisition, Ryan
says, is “to promote growth and [for the
company to] continue to make success-
ful products,” while also offering Insul-
pane some new capabilities.

“A number of companies have had to
weather some of the same economic
downturns in the building products
arena as all of us had had to do in the
last few years,” he says. “What Grey
Mountain has is the ability to produce a
fresh injection of capital into some of
these businesses, to be able to facilitate
growth, to be able to make additional
capital purchases … The opportunity
is very clearly creating that incremen-
tal value not only in terms of adding
that injection of capital but also pro-
viding the support for future acquisi-
tions to help narrow that footprint.”

He adds, “We’re very excited about
Insulpane but we view this as one of a
number of acquisition investments we
think will be added to the CGH family
and we’re excited about prospects for
future growth.”   �

Santelli Tempered Glass 
Reportedly Closes Doors

Santelli Tempered Glass, based in Monessen, Pa., has reportedly closed its
doors, according to local reports from Ocala, Fla., where the company
opened its second location in January 2010. 

The company had followed with a third location in Elkhart, Ind., in July 2010,
but had sold that operation in December 2011 to Cleer Vision Windows Inc. (see
related story in January 2012 USGlass, page 13).

According to local reports published in 2010, the company had chosen to open
the Ocala location based on a $249,294 incentive package provided by the city to
expand the business there. According to the latest report, published in early Sep-
tember, the Ocala City Council now has voted to sue the company for failing to
meet the obligations of the incentive plan, and plans to seek $26,616 plus inter-
est for the money the city had previously paid the company.

Joseph Santelli, president of the company, has gained notoriety for growing
his business amid the economic downturn, and in 2011 was named the Penn-
sylvania Small Business Person of the Year.

In an interview with USGlass magazine in March 2011, Santelli said he
hoped to open a fourth location by March 2012 and to have identified a loca-
tion for a fourth. He also offered a comment on the state of the industry and
what he expected in the future.

“It’s obvious that all the bad news with bankruptcies and consolidations is not
finished yet,” he said in March 2011. “They say timing is everything, and for sev-
eral companies over the last couple of years the saying proved to be so true. Great
companies, run by very good businesspeople, expanded several years ago be-
cause their sales and the economy told them to do so and they ended up on the
wrong side of this recession. Barber Glass, Coastal Glass and Traco, to name a few,
were well-run companies that expanded at inopportune times. We all must learn
from this and hope their experiences will keep us from suffering the same fate.”

The company’s phone at its headquarters in Monessen had been disconnected
at press time. The company’s website had been removed, and company officials
could not be reached for comment.
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CompanyNews

Benada Aluminum Motions 
to Sell Certain Assets to Tubelite 

Benada Aluminum Products LLC,
which filed for Chapter 11 bank-
ruptcy in August, has motioned

for approval of an asset sale of certain of
its extrusion equipment and related as-
sets to Tubelite Inc. for a purchase price of
$2.9 million. The motion was made in
early September in the U.S. District Court
for the Middle District of Florida, where
the case currently is under review (see re-
lated story in September USGlass, page 12). 
Tubelite had emerged as the successful

bidder after Benada issued a notification
of intent to sell the equipment in August,
and 12 potential purchasers expressed
interest. Among the others who bid on
the company were RL Best, Pries Enter-
prises, RKM Engineering and Spectra
Aluminum, with initial bids ranging be-
tween $1 million and $2.5 million. After
several rounds of bidding, Tubelite pre-
vailed “as the successful bidder to ac-

quire the property”—coming in just
above RL Best’s final bid of $2.8 million.
According to Benada’s motion, com-

pany officials “have determined that the
sale of the property would be beneficial
to the estate … [and] that the purchase
price is fair and reasonable.” If the asset
sale is approved, creditor Wells Fargo will
receive 80 percent of the sale proceeds,
while the remaining 20 percent will be
used by Benada “to continue to fund its
operations.”
The court had not yet ruled on the

motion at press time.
Benada Aluminum Products was

formed as a Florida limited liability cor-
poration on June 15, 2011, to purchase the
assets of two aluminum products manu-
facturing companies: Florida Extruders
International (FEI) and Benada Alu-
minum of Florida Inc. (BAF). According to
court documents, the recent bankruptcy

filing stemmed from the company's ac-
quisition of FEI and the financial strain
that transaction placed on the company.

AGC to Build New
Fabrication Facility 
Alpharetta, Ga.-based AGC Glass Co.

North America plans to build a new
fabrication facility for both commercial
and residential glass in Atlanta. Opera-
tions at the plant are scheduled to begin
in mid-2013.
“We strongly believe in the North

American market—including introduc-
ing higher value-added products and con-
tinuing to provide a high level of customer
service,” says AGC Glass Company North
America president and CEO Mark Ishiko. 

Pres-On Inc. Expands 
to Larger Headquarters 
Pres-On Inc. has relocated its head-

quarters from Addison, Ill., to Boling-
brook, Ill.
The new headquarters will house the

company’s administrative, manufactur-
ing, warehousing and customer service
in a renovated 115,000-square-foot facil-
ity that is approximately twice the size of
the company’s previous space in Addison. 

Northern Buildings
Products Expand
Northern Building Products based in

Teterboro, N.J., has announced it is ex-
panding and renovating its current fa-
cility. As part of the expansion, 12,000
square feet of office space will be added
to house engineering and staff support
functions. 
After the addition of the new offices,

the company says it will occupy a total
of 177,000 square feet, including its
Northern Architectural Systems loca-
tion in Johnstown, N.Y.   �

Industry Organizations 
Named to Inc. 5000

Inc. magazine has released its annual Inc. 5000 list of the fastest growing
companies and this year one industry franchise company and one skylight
manufacturer joined the ranks.

Solar Innovations in Pine Grove, Pa., was ranked No. 3422. According to
the listing, the company achieved 56 percent growth in the last three years
and added 29 jobs. Founded in 1998, the company achieved a revenue of
$17.1 million in 2011, compared with $11 million in 2008. In addition to its
ranking on the full list, Solar Innovations ranked No. 124 on the manufactur-
ing-specific list.

The Dwyer Group, parent company of the Glass Doctor, ranked No. 4993 on
this year’s list. The company achieved 5 percent growth over the last three
years and added 19 employees. It achieved $77.5 million in revenue for 2011,
compared with $74 million for 2008, according to the listing. The Dwyer Group
also ranked No. 150 in the construction industry. The Dwyer Group was
ranked No. 1413 in 2007.
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With Pilkington OptiwhiteTM and Pilkington OptiViewTM, the possibilities are endless.

No matter how ambitious your latest projects may be, whatever you have in mind, you should have our Special 
Applications Glass in mind too. Pilkington OptiwhiteTM is an extra clear, low iron float glass is virtually colorless and has 
excellent light transmission, making it the ideal choice for applications where glass edges are visible or where 
transparency and purity of color are desired. Pilkington OptiViewTM has low reflective and UV blocking properties which 
make it perfect for any display, showroom, storefront applications, condominiums or 
apartments where views are of paramount importance. 

www.pilkington.com/na buildingproducts.pna@nsg.com 800.221.0444

Pilkington OptiwhiteTM low iron glassPilkington OptiViewTM low reflective glass

IndustryOutlook

Nonresidential construction de-
clined by 7 percent in July, ac-
cording to the latest monthly

report from McGraw-Hill Construction.
This compares with a total construction
decline of 10 percent for the month.
According to the report, weaker ac-

tivity was reported for the majority of
the institutional categories, including
educational facilities, which dropped 12
percent, despite showing some im-
provement in the previous two months.
Likewise, healthcare construction

dropped 10 percent in July, along with
amusement-related construction

(down 13 percent) and churches (down
10 percent). 
On a positive note, the public build-

ings category, comprised of court-
houses and detention facilities, saw a
construction increase of 1 percent for
the month, while hotel construction
climbed 13 percent. Store construction
grew by 6 percent and office construc-
tion grew by 4 percent. Warehouse con-
struction remained stable when
compared with June.
“The construction industry is still

struggling to gain upward traction, as
construction starts to exhibit an up-

and-down pattern,” says Robert Murray,
vice president of economic affairs for
McGraw-Hill Construction. “The pub-
lic works and institutional building
sectors are still being adversely affected
by the tough fiscal climate facing the
federal, state and local levels of govern-
ment. Commercial building, which
seemed to be in the very early stages or
recovery, is seeing its faint upturn be-
come more tenuous with the sluggish
employment picture.”
Overall, the entire construction in-

dustry was down 10 percent for the
month, according to the report.   �

Nonresidential Construction 
Falls 7 Percent in July
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AND PROVIDING A SOLUTION THAT RISES ABOVE THE REST.
Vetrotech Saint-Gobain’s fi re-rated CONTRAFLAM® Structure 120 has risen to new 
heights! Our patented butt-joint system provides a visually stunning, uniquely detailed 
and elegant solution, offering 60 and 120-minute fi re resistance with protection against 
radiant heat while delivering a continuous, virtually endless, expanse of mullion-free 
glass. For more information visit www.vetrotechusa.com

TRANSPARENT FIRE PROTECTION REACHING NEW HEIGHTS.

SEE US AT GLASSTEC
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The Federal Trade Commission
(FTC) has warned Cardinal
Glass Industries, along with 14

window manufacturers, that they
may be making unsupported energy
savings claims.
A statement issued by the FTC says

the warning letters “are part of an FTC
effort to ensure that environmental
marketing is truthful and based on
solid scientific evidence.”
The letters were sent to Cardinal and

window manufacturers Acadia Win-
dows & Doors Inc., Nationwide Window
& Siding Corp., Newpro, Pace Window
& Door Corp., Pal Windows, Ringer
Windows, Sierra Pacific Windows,
SureGuard Windows, SwissShade &
Security Inc., Thompson Creek Window
Company, Value Windows & Doors,
Vytex Windows, Weather Shield (and
its glassmaking component), and West
Window Corp., according to a state-

ment from the FTC.
Each letter states that the FTC re-

viewed the company’s website and
found claims that consumers will save
more than 30 percent on their energy
or heating and cooling bills by in-
stalling replacement windows.
“The FTC has asked that we review

our heating and cooling savings
claims,” Bowie Neumayer, vice presi-
dent of sales and marketing for Cardi-
nal IG, told USGlass magazine in a
recent interview. “Our data was gener-
ated from nine test houses in three re-
gions. We are communicating with the
FTC and expect to have this cleared up.”
Greg Ringer, president of Ringer

Windows, based in Pflugerville, Texas,
disagrees with the FTC’s decision, but
took down the language the FTC cited,
nonetheless.
“We completely disagreed with what

they said as we think we properly qual-

ified the claims on our website but
that wasn’t good enough [for the
FTC],” he says. “We decided it wasn’t
worth fighting the federal government
so we voluntarily took everything down
they didn’t like.”
He adds that the FTC’s reasoning is

that many consumers may not look at
the disclaimers.
Harry Fahl, sales and marketing rep-

resentative for Acadia Windows and
Doors, in Baltimore, also said he re-
moved the statements from the web-
site after receiving the FTC letter.
The letters also state that the FTC

has made no determination whether
the companies are violating the law,
but urge the recipients to review their
marketing materials and keep in mind
that they must back energy-saving
claims with scientific evidence; be spe-
cific about the type of savings con-
sumers can expect; and other items.   �

DOE Explores Attachments as an
Added Way to Offer Energy-Efficiency

Department of Energy (DOE) of-
ficials say they want all building
owners and consumers to have

access to more energy-efficient win-
dows, yet Marc LaFrance, outgoing
building envelope and windows re-
search and development manager for
the DOE, says he “knows that is unreal-
istic.” However, that doesn’t mean there
aren’t other options that can work
alongside window systems, such as at-
tachments, which can help building
owners and consumers reduce their en-
ergy usage. 

“We are aiming to provide other op-
tions,” says LaFrance. Exploring these
alternatives was the topic of the recent
Technical Analysis Workshop for Win-
dow Attachments held in Washington,
D.C., in August.
LaFrance explains that the National

Fenestration Rating Council (NFRC)
provides ratings for window film, and
that future ratings could include those
for low-E storm windows, solar shades,
exterior blinds, interior blinds, awnings
and highly insulating cellular shades. 
“The main ones we are looking at are

exterior shading and that is a high pri-
ority for hot climates,” he says. “DOE’s
mission is to help promote those prod-
ucts to consumers. We want them to
have other options.”
Toward that end, LaFrance says the

DOE, working with other interested
parties, has been busy analyzing these
products in the lab to move this along.
The main purpose of the workshop was
to give representatives of the national
labs, consultants and contractors an op-
portunity to lay out the technical game
plan as far as priorities.  

Energy&Environment
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ContractGlazing

Decline in Architecture Billings
Index Slows During July

The Architecture Billings Index
(ABI) pointed to a slower de-
cline in July in design activity at

U.S. architecture firms, according to
the latest report from the American
Institute of Architects (AIA).
The ABI reflects the approximate nine-

to twelve-month lag time between archi-

tecture billings and construction spend-
ing. The July ABI score was 48.7, up from
45.9 in June. Though the number is up
from June, the AIA reports that any score
below 50 indicates a decline in billings.
The new projects inquiry index,

however, was 56.3, up from mark of
54.4 the previous month.

“Even though architecture firm
billings nationally were down again in
July, the downturn moderated sub-
stantially,” says AIA chief economist
Kermit Baker. “As long as overall eco-
nomic conditions continue to show
improvement, modest declines should
shift over to growth in design activity
over the coming months.”

AAI Motions for
Authorization of Asset Sale
American Architectural Inc. (AAI)

has requested permission from the U.S.
Bankruptcy Court for the Eastern Dis-
trict of Pennsylvania to sell its assets,
including several outstanding subcon-
tracts, via an auction process. The mo-
tion was filed as part of the company’s
ongoing Chapter 11 bankruptcy case,
filed in June (see related story in July
USGlass, page 10).
According to the motion, the com-

pany had a backlog of approximately
13 subcontracts, with revenues in ex-
cess of $29 million, at the time of the
bankruptcy filing. Some of the proj-
ects have been completed, leaving
some “that have work to be performed
and will be available for sale at the
auction.” Among these is a $7.1 million
project at Carnegie 57 in New York; a
$3.9 million project at One World
Trade Center; a $15.4 million on the
Cablenet at One World Trade Center; a
$3.8 million project at World Trade
Center Tower 4; and a $685,000 proj-
ect on the World Trade Center Path
Hall Elevator.
Company officials said the only items

not up for sale are its cash, pre-petition
litigation claims, and claims under
Chapter 5 of the bankruptcy code. 
At press time, the court had not yet

ruled on AAI’s motion.  �
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construction news
Architecture Firms Cut Personnel by Almost a 
Third, Decline in Gross Revenue by 40 Percent
Architecture firms have had to cut a third of employees since 2008 as a re-

sult of receiving a 40-percent decline in revenue, according to a 2012 Ameri-
can Institute of Architects (AIA) Firm survey. 
Although the nation rebounded from the recession in 2009, the firms’ gross

revenue has held a 40-percent decline for the past three years. In 2008, archi-
tecture firms pulled in $44 billion but declined to $26 billion by 2011, accord-
ing to the report. Construction spending levels also took a hit in 2011 and fell
below $800 billion in comparison to 2008 when spending levels were $1 trillion. 
Between 2007 and 2011, more than 28 percent of positions at architecture

firms had been cut, thus taking away the 18 percent increase in architecture
positions in the 2003-2007 period, according to the survey.

Dodge Momentum Index Falls in August

The Dodge Momentum Index fell 1.4 percent in August compared to July, ac-
cording to the latest report from McGraw-Hill Construction, a division of The McGraw-
Hill Companies. The Momentum Index is a monthly measure of the first (or initial)
report for nonresidential building projects in planning, which have been shown to
lead construction spending for nonresidential buildings by a full year. The August
Momentum Index came in at 96.8 (2000=100), down from July’s revised 98.1. 
Still, McGraw-Hill reports that the index remains 21.4 percent ahead of its

level a year earlier. 
When looking at specific segments of the market, the commercial compo-

nent of the index dropped 3.5 percent in August, while the institutional build-
ing segment rose 1 percent over the previous month. 

The Dodge Momentum Index (Year 2000=100)
July 2012 August 2012 Percent Change

Nonresidential Building 98.1 96.8 -1.4
Commercial Building 93.5 90.2 -3.5
Institutional Building 103.8 104.9 +1.0
Source: McGraw-Hill Construction Dodge
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Erdman® Commercial Glass Lines provide safe and easy handling and precise manufacturing. 
We can help you achieve increased production and a higher level of consistent quality 
product.  Product rejection is significantly reduced. Contact us today for an Erdman®  
Commercial Equipment Catalog!
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Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

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

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


FinancialFlash

Apogee Architectural Revenues Rise;
Operating Income, Backlog Grows

Apogee Enterprises Inc. re-
cently announced fiscal 2013
second-quarter results and

this included good news regarding
its architectural glass segment. Over-
all, revenues of $175.9 million were
up 6 percent. Net earnings per share
were $0.18, compared to a loss of
$0.06. 

Architectural segment revenues
increased 5 percent, with operating
income of $3.0 million compared to
a loss of $5.1 million. Backlog grew
$72.0 million, or 32 percent, to $299
million. 

“We delivered a better than ex-
pected second quarter, and in flat
markets grew revenues 6 percent and
improved earnings by 24 cents per
share,” says Joseph F. Puishys, Apogee
chief executive officer. “I’m pleased
that the architectural segment re-
turned to profitability in the quarter. 

“Our architectural segment back-
log reached its highest level in 12
quarters and grew by more than 30
percent year on year, as our bidding
activity strengthens,” he adds. “And,
we generated positive cash flow, al-
lowing us to increase our cash and

short-term investments position by
$23 million after ongoing capital in-
vestments for productivity and
growth.”

The company also raised its esti-
mated 2013 fiscal earnings from the
previously set 48 and 58 cents per
share to 56 and 64 cents per share
based on increased quarterly profit
growth, according to the company.
As a result, the company’s shares
have risen 12 percent in extended
trading. Operating income was $7.6
million, compared to a loss of $2.7
million.   �
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Solar Architectural Automotive

With over 40 years of innovative ideas turned into glass industry reality, our flat and bent glass  

tempering systems provide solutions for the solar, architectural and automotive industries.

Visit us at Glasstec 2012, Hall 13, Stand 13C55, Dusseldorf, Germany, October 23-26

Flat & Bent Glass Tempering System Solutions

www.glasstech.com

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

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

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


Glasslam USA Suit Against 
Edgetech Settled and Dismissed

Asuit GlasslamUSA filed against
Edgetech IG in March 2011 has
been settled between the par-

ties and subsequently dismissed, ac-
cording to documents filed in the U.S.
District Court for the Southern Dis-
trict of Florida. The suit was dismissed
with prejudice and each party will
bear its own attorneys’ fees and costs
(see related story in May 2011 USGlass,
page 20).

Glasslam (also known as Nebula
Glass International Inc.) had alleged
that Edgetech had engaged in defama-
tion, deceptive and unfair trade prac-

tices, and breach of contract, among
other allegations. Many of the allega-
tions related to Glasslam’s entry into
the warm-edge foam spacer market in
2007 with its EPD Air-Tight spacer,
and Edgetech’s own warm-edge foam
Super Spacer product.

The company had further alleged
that Edgetech pressured suppliers
that manufacture raw materials used
in foam spacers not to sell to Glass-
lam; that the company had “con-
spired with trade associations and
certification councils to keep Glass-
lam’s EPDM warm edge foam spacer

from the market;” and that the com-
pany had “blackmail[ed] customers
to prevent Glasslam competition
with the foam spacer.” Glasslam
charged Edgetech with two counts of
violation of the Sherman Act, one
count of violation of the Clayton Act,
two counts in violation of Florida
statutes, a count of defamation, a
count of violation of Florida’s decep-
tive and unfair trade practices, and
breech of contract. 

While the order did not specify the
reason for the dismissal, the parties
had filed a joint motion just 12 days

Legislation&Legal
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before the dismissal for extension of
time to file a status report, saying that
they believed the matter would be “re-
solved by a settlement.”

Glasslam CEO Steve Howes declined
to comment, citing confidentiality
agreements signed in the case. Offi-
cials from Edgetech had not yet re-
sponded to requests for comment at
press time.

Trainor Glass
Suit Dismissed

The Trustees of the Indiana State
Council of Roofers Health and Wel-

fare Fund, which had filed suit
against Trainor Glass in February, has
voluntarily dismissed the case, ac-
cording to court documents. The
Trustees had alleged that the com-
pany had failed to make payments
into the fund and contributions on
behalf of its employees, beginning in
November 2011.

The suit was filed on February 22,
just a few weeks before Trainor Glass
filed for Chapter 11 bankruptcy in the
U.S. Bankruptcy Court for the North-
ern District of Illinois. The company
had not responded to the suit at the

time of its dismissal.
The notice of voluntary dismissal

specified “that the plaintiff is dis-
missing [its] complaint in this action
without prejudice.” 

“The plaintiff further shows the
court that pursuant to the rule nei-
ther an answer, nor a motion for
summary judgment, has been filed,”
wrote counsel for the Trustees.

Charles Berger of Berger and Berger
in Evansville, Ind., represented the
Trustees in the suit. At press time, he
had not responded to requests for
comment on the dismissal. �
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Looking for details on some of the
industry’s newest machinery
launches? Read on for an

overview of some of these. Also, be sure
to turn to page 42 for our preview of the
upcoming glasstec show in Düsseldorf,
Germany, and a look at some of the ma-
chinery that will be on display there.

INSULATING GLASS MACHINERY
Secondary Sealing
Erdman Automation offers a line of

insulating glass (IG) secondary seal-
ers, designed to offer a range of ben-
efits. Among these are reduced waste,
clean-up and defective IG units. In ad-

dition, the secondary sealers can be
added easily to an existing IG line; au-
tomatically recognize cavity size and
depth; offer consistent sealant appli-
cation and quality; are capable of
both dual- and triple-glazed units;
and are available to dispense warm,

cold and two-part sealants
Among its many offerings, the com-

pany’s automated secondary sealer
with integrated gas fill speeds cycle
times by allowing operators to gas fill
and apply secondary seal to IG units
simultaneously. 
��� www.erdmanautomation.com

Dispense Consistently
The Nordson VersaDrum piston

pump bulk melters consistently dis-

Machinery
AND More

COATING
Glass “Tri-Coater” Available from Union Tool
The Union Tool Corp. now offers the glass “Tri-Coater” for spandrel glass or

transparent glass production, offering controllable, high-quality coating thick-
ness, according to the company. The Tri-Coater’s unique design allows for re-
verse coating of ceramic frit
or silicone-based coatings
and for direct coat of transpar-
ent or etch coatings, all on one
machine.
The Union Tool roller coating ap-

plies smoothly with few striations,
according to the company. The
company’s roller coaters also are de-
signed to provide easy changeovers from
color to color or product to product.    
��� www.uniontoolcorp.com

THE USGLASS ANNUAL GUIDE
TO EQUIPMENT AND MACHINERY
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pense sealants, mastics or adhesives
for insulated glass (IG) production.
Piston pumps provide constant pres-
sure with variable flow, ideal for in-
termittent dispensing applications,
according to the company. In addition,
the “open” design of this high-pres-
sure melter supports high-viscosity
materials and the large-volume out-
puts required in secondary sealing of
IG units. The melters also offer quick,
easy installation on linear extruders
as well as most other edge sealers, ac-
cording to the company. 
Additionally, VersaDrum melters

support manual systems for fourth-
corner patch or handgun use.
��� www.nordson.com/hotmelt

GLASSHANDLINGEQUIPMENT
Matodi USA to Represent
Keraglass, Famatec Lines
Matodi USA will now represent

Keraglass S.R.L., the Italian-based
manufacturer of heat treatment and
coating equipment, in both U.S. and
Canada, according to a company press
release. In addition, the company also
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.
��� www.matodiusa.com

FABRICATION
Bust the Swarf …
with SwarfBuster
SwarfBuster has developed a

patented coolant technology designed
to remove glass particles from fabrica-
tion systems. The technology is de-

signed to reduce water spot etching and
other defects; provide energy savings
and water conservation; and help
equipment to run cleanly. In addition,
the technology is designed to be envi-
ronmentally friendly and safe for ma-
chine operators.
��� www.swarfbuster.com

INSPECTIONSYSTEMS
Inspect It
A new optical inspection system

that can inspect glass micro-parts in
very high volumes is being made by
Rayotek Scientific Inc. The system is
modularized to make it easily scalable,
allowing for cosmetic and dimen-
sional inspection of billions of parts
per year, according to the company.
Company officials say the system was

designed specially for use with vacuum
insulating glass windows, with typical
spacer sizes ranging from .5 to 1 mm.
��� www.rayotek.com

GLASSCUTTINGMACHINERY
The Cutting Edge
CMS Glass Machinery offers several

machines to assist with glass cutting.
Among these is the company’s lami-

nated glass cutting machine, as well as
glass cutting machines with a laser

continued on page 28

CNCMACHINERY
Get into the Groove
Lovati Fratelli srl’s Groove 315 machine is an engraving CNC

machine equipped with four axes. It is designed to grind and polish straightline and
shaped grooves.
The machine is equipped with an automatic tools store, CAD-CAM software, tele-assistance and a touch screen.

It can handle glass sizes up to 3,300 by 1,500 mm.
��� www.lovatifratelli.com
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scanner system with electronic posi-
tioning, a precious cutting bridge made
of aluminum, hydraulic tilting feature,
straight and shape glass cutting feature,
low-E edge deletion system for straight
and shaped glass, and a vinyl glass cut-
ting feature. 
CMS processing machines include a

vertical drilling machine, horizontal
drilling machine, double edging ma-
chines, beveling machines, glass shape
edging machine, flat and variable miter
machine, glass sand belt grinding ma-
chine, and edging machine.
Additionally, CMS has insulating glass

washing lines and auxiliary machines.
��� www.cmsmachine.com

A Sharp Deal
Pat Mooney Inc. in-

troduces the PMI-455
Series to its collection
of CE NC Automatic
High Production
Cutoff Saws. This se-
ries is used for alu-
minum and other
non-ferrous metals
and obtains a blade feed that
is driven by a hydraulic system. Using
the saw’s easy, navigating touch screen,
the PMI-455’s blade moves horizon-
tally through the material and is
mounted on linear guide ways for more
precision cutting. This model also in-

cludes a saw
worktable that moves 2 mm
forward as well as backward after the
cut is complete and the saw blade is re-
tracted. Distortion is adverted through
the PMI-455 feature of pneumatic
clamping system with adjustable
clamping pressure. The clamp of the
PMI-455 also allows multiple pieces of
material to be cut at one time, accord-
ing to the company. 
��� www.patmooneysaws.com

GLASSFURNACES
Conveying Heat

Grieve Corp. has developed the No.
811, a 1600-degree-Fahrenheit gas-
heated belt conveyor furnace.  The No.
811 is utilized for forming glass in alloy
molds at the owner’s facility. Workloads
travel on a 6-inch-wide, B-30-28-14,
Type 314 stainless steel mesh conveyor
belt with 1⁄4-HP motor drive and con-
tinue through a 36-inch-long open belt
loading zone. Materials then travel
along a 12-foot-long insulated heat
zone with three direct-fired furnaces
and a 24-inch-open unloading zone.
The product has a fixed speed of 12 feet
per minute and also includes a remote
free-standing control panel.
��� www.grievecorp.com

continued on page 30

DECORATIVEGLASSMACHINERY
Laser Tag

Cerion GmbH, in conjunction with Laser Center Hanover, has developed a new
laser process for the individual design of glass surfaces. It is called the c-vertica
inclined bed laser system.

According to the company, the c-vertica is a futuristic system that not only en-
ables the cost-effective finishing of glass surfaces with custom structures and
motives but also the introduction of two- and three-dimensional decors inside
the glass. The system utilizes a high processing speed to create new designs for
interior rooms and facades for glass sizes up to 3,210 by 6,000 mm.
��� www.cerion.biz

New Silkscreen Printing Options Available

Glassline Corp. has released a new silkscreen printing machine. The machine
features a patent-pending servo lift design of the silkscreen frame travel system,
designed to provide precision and built-in automatic off-contact and peel settings.

Glassline officials say the machine also features “simplified mechanics” for
machine robustness and low maintenance costs, along with enhancements to
its shuttle design.
��� www.glassline.com

MachineryANDMore
continued from page 27
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COME SEE US AT GLASSTEC, HALL 16, STAND D35

DeGorter, Inc. 5623 Cannon Drive Monroe, NC. 28110
www.degorter.com - 1-800-334-9399
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What’s Out There
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Arlington Equipment 
(see our ad on page 69)

Arlington Equipment www.goartech.com

Ashton Industrial Ashton North America www.ashton-industrial.com

Belfort Glass Salem Distributing
(see our ad on page 19)

www.salemdist.com X

Belfort Glass Salem Distributing
(see our ad on page 19)

www.salemdist.com X X X

Bovone Salem Distributing
(see our ad on page 19)

www.salemdist.com X X X

Bystronic Glass Inc. Bystronic Glass Inc. www.bystronic-glass.com X
C.L.O.M.E.A. J&S Machine Inc. www.jsmachine.com X
Cambi Salem Distributing

(see our ad on page 19)
www.salemdist.com X

Casso-Solar Technologies
LLC 

Casso-Solar Technologies
LLC 

www.cassosolartechnologies.com X X

Champion S.B.M.S. Inc. www.s-b-m-s.com X X

CMS North America Inc. CMS Industries www.cmsna.com X
Eastech Digital Cooltemper USA www.cooltemper.com X
EDTM Inc. EDTM Inc. www.edtm.com

Emar S.B.M.S. Inc. www.s-b-m-s.com X X

Emar S.B.M.S. Inc. www.s-b-m-s.com X X

Erdman Automation Corp.
(see our ad on page 21)

Erdman Automation Corp. www.erdmanautomation.com X

Famatec HAECO www.glassinstallationequipment.com
For.el. S.P.A. Besana Lovati USA Inc. www.forelspa.com X X X X X X

GED Integrated Solutions GED Integrated Solutions www.gedusa.com X
Glassline Corp. Glassline Corp. www.glassline.com X
Glasstech Inc.
(see our ad on page 23)

Glasstech Inc. www.glasstech.com X
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The following chart provides an overview of what the industry’smanufacturers and distributors are offering in today’smarket.
From aluminum fabrication equipment to washing machines, you’ll find it all here. The information included in the chart was pro-
vided by both manufacturers and distributors and is based on machinery and equipment that has been released in the last two years.

To be included in next year’s machinery guide, please email erogers@glass.com.
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X Self-propelled Glass Cadet

X Shapeseam Pro, which provides fully automated seaming of random shapes, Seammax-X Pro, which provides fully au-
tomated high-speed seaming of random-sized rectangles, Batchmaster Pro, which provides automated batching for
tempering furnaces after seaming, and the IG Pro automatic vertical insulating glass production line.
BDT Metal Bond Cup Wheels, BDT Resin Bond Cup Wheels, BDT Peripheral Wheels

X Bovone 200 Series, Bovone 400 Series, Bovone ELB 10, Bovone ELB 10/45, Bovone ELB 14, Bovone ELB 14/45,
Bovone ELB 17/45, Bovone LGL, BDT Metal Bond Cup Wheels, BDT Resin Bond Cup Wheels, BDT Peripheral Wheels

X 200 Series, 400 Series, ELB 10, ELB 10/45, ELB 14, ELB 14/45, ELB 17/45, LGL, BDT Diamond Wheels, ELB 7FT,
LGL Laminating Glass Line, 2LAS 30, Companion

X X SpeedCut linear drive cutting table SpeedSealer sealing robot EcoConvect heating and press system
CR 138 IMW, CR 148 IMW
Cambi Tipo C/110 S3 Horizontal, Cambi Tipo C/130 Vertical

X X CST-101 Drying, Curing Modular Decorative Glass Processing Oven, CST-104 Modular Flat Glass Processing System,
Glass-Lam 6000 Batch Laminating System, Glass-Lam 6000C Conveyorized Batch Laminating System, CST-102
Bending/Slumping Processing System
Bevellers include models TG351B, TG371B-B, TG471B edgers include models TG121E, TG122E, TG252E, TG262E,
TG272E, TG353E, TG383E, TG5022(D), TG6322(D)
CMS Brembana Glass Compact Drill + Mill Deltashape Deltaprofile 
Digital printers for ceramic and organic ink

X TS1320 hand-held commercial tin side detector, TS1420 line-powered tin side detector, RX1550 "RefleX" programma-
ble coating detector, WP4500 window energy profiler, SP1065 digital solar power meter, SP2065 solar transmission and
power meter, DS1670 Guardian DiamondGuard/ShowerGuard coating detector, and GC3000 Glass-Chek PRO

X X Extruder models M 104/2.5, M 104/7 desiccant filling machine models M 118, M 130 IG lines include M1601,
M2001, M1601PA, M2001PA, M2501PA washing line models: MH1000, MH1600, MH2000, MH2600, M1500E,
M1600E, M1600, M2000, M2500

X X Extruder models M 104/2.5, M 104/7 desiccant filling machine models M 118, M 130 IG lines include M1601,
M2001, M1601PA, M2001PA, M2501PA washing line models: MH1000, MH1600, MH2000, MH2600, M1500E,
M1600E, M1600, M2000, M2500

X X Erdman Vertical Insulating Glass Line, Vertical IG Secondary Sealer, Vertical Flexible IG Applicator, Integrated IG Gas
Filling on Erdman IG Secondary Sealer

X Friendly, Friendly Plus, Gingo
X X X X X X X X EM vertical edger GM vertical arrissing and grinding machine PBN632 profile bender VC02 vertical cutting line for

laminated glass Bicomponent polysulphide extruder DFN632 semi-automatic desiccant loader high efficiency auto-
matic vertical insulating glass line APGS panel coupling press with gas filling SQD01 quality control scanner SA1400
structural glass sealing machine LL2645 laminating line APGS - automation for the coupling and pressing of gas-filled
double-glazed units for stepped structural glass TBB - automation for applying the “T-Spacer” flexible spacer with re-
quired butyl extrusion and TSS – automatic machine for applying “Super Spacer®” flexible spacer sealant VW vertical
washing machine AC corner vertical conveyor
Automated Tri-Lite Assembly System (ATLAS)

X Silkscreen printing and drying machinery, in-line corner cutter/grinder (for appliance glass and similar)
X CRB-S 1900 solar parabolic trough reflector glass shaping and tempering system EPB-L advanced automotive wind-

shield bending system CRB-S 1900 solar parabolic trough reflector glass bending and tempering system

continued on page 32
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What’s Out There
continued from page 31
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Glaston Finland Oy 
(see our ad on page 5)

Glaston America Inc. www.glaston.net X

Grenzebach 
(see our ad on page 11)

Grenzebach www.grenzebach.com X X X X

HOAF Salem Distributing
(see our ad on page 19)

www.salemdist.com

Joseph Machine Co. Joseph Machine Co. www.josephmachineco.com X
KMT Waterjet Systems KMT Waterjet Systems www.kmtwaterjet.com X
Lapcraft Inc. Lapcraft Inc. www.lapcraft.com X
Leybold Optics Leybold Optics www.leyboldoptics.com X
Lisec Maschinenbau GmbH
(see our ad on page 13)

Lisec America www.lisecamerica.com X X X X X X

Neptun Matodi USA
(see our ad on page 35)

www.matodiusa.com X

Olbricht Casso Solar Technologies www.cassosolartechnologies.com

Off. Mecc. SCHIATTI 
ANGELO Srl

DeGorter Inc.
(see our ad on page 29)

www.schiattiangelosrl.com X

Off. Mecc. SCHIATTI 
ANGELO Srl

DeGorter Inc.
(see our ad on page 29)

www.schiattiangelosrl.com X

PEZZA Salem Distributing
(see our ad on page 19)

www.salemdist.com

Pujol DeGorter Inc.
(see our ad on page 29)

www.degorter.com

RCN Engineering Cooltemper USA www.cooltemper.com

Rujkan Erdman Automation Corp.
(see our ad on page 21)

www.erdmanautomation.com X X

Spang Power Electronics Spang Power Electronics www.spangpower.com
TCME Cooltemper USA www.cooltemper.com
Tekna USA Corp. Tekna USA Corp. www.teknausa.com X
The Glass Racking Co. The Glass Racking Co. www.theglassrackingcompany.com

TK Tekno Kilns S.B.M.S. Inc. www.s-b-m-s.com

Topdrill Salem Distributing
(see our ad on page 19)

www.salemdist.com X

Vitrododi Salem Distributing
(see our ad on page 19)

www.salemdist.com X

Wood's Powr Grip Salem Distributing
(see our ad on page 19)

www.salemdist.com

Xinglass Jordon Glass www.jordonglass.com
Zafferani Salem Distributing

(see our ad on page 19)
www.salemdist.com X
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X X X X Tempering models include: Tamglass FC500, Tamglass RC200, Tamglass CCS900, Tamglass CHF2000 Bending mod-
els include: Tamglass EcoFlex Solar glazing machinery includes: Beneq-Glaston TFC2000 Software includes: iControL
automation Other includes: Glaston iLooK online quality measurement system

X X X X X X X X Cutting lines, coating equipment, conveyors, cutting equipment/machinery, handling equipment, laminating
lines/machinery, laminating machine-batch-non-autoclave, loading systems, operating software, solar machinery,
tempering lines/machinery, and testing and inspection equipment.

X Hoaf heat box, Hoaf climate box, Hoaf smart blanket system

Saws, pusher-based saws, welders, corner cleaners, CNC machines, assembly machines, fabrication stations
Streamline NEOLine 40i/55,000psi waterjet cutting pump
LCD Plus diamond core drills, Dia-Laser diamond saw blades, Micromite diamond windshield drills
Apollon

X X X X X X X X X BSV-45ANK, BSV-45NK, BSV-30, ESL-RS, FiT.Cut, ESL-RS, GFB-VB, VB-N33, LBH-25V, LBH-60M, A1RL,
A2RL, A4AL,Complete I.G. production lines including glass cutting and sorting solutions, FPS-US,
FPS-U2B, FPS-U2, FPS-U2S, FPS-US, FPS-U2S+, FPS-US+, Complete lamianted glass machines in-
cluding autoclaves, FlyOver, ATH, ATF, ATH-D, ATH-K, GPS.order, GPS.prod, GPS.lineserver, GPS.mon,
GPS.perfectscan, HLP, VL-1N, VFL-1D, Flatbed-Tempering Furnace HAL, VHW-6, VHW-V8
Vertical edging machines

X Flat glass loading system, flat glass unloading system, flat glass belt and roller conveyors, 90-degree transfers, lifting
and vacuum transfer devices
TFV2000

MS1532

X Automatic and manual sandblasting units

X Pujol - machinery and interlayer (Evalam)

X Laminating lines without autoclaves

Bending machines, dessicant filling equipment

X 1051 Single Phase SCR Controller, 1052 Three Phase 2-Leg SCR Controller, 1053 Three Phase 3-Leg SCR Controller
X X Tempering ovens, heat soak ovens, heat treat ovens laminating lines with autoclave

X TK804/3 automated cutting and machining line TKcadX 3D CAD model interpretation software
X Tooth-based IGU trolleys and storage systems stoche glass Packlifting frame, Lightweight aluminum glass racks for

van-pickups and trucks Profoams for window transport protection window transport system.
X X X X Laminating machinery includes LAMIJET 210, LAMIJET 260, LAMIJET 330 LAMIJET 01, LAMIJET 02, LAMIJET 04 solar ma-

chinery includes TK 300 IR, TK 600 IR, LE 200, LE 300, LE 400 tempering lines include Easy Temper, Master Temper
Topdrill 1300 Easy Vertical, Topdrill Advanced Vertical, Topdrill NC Vertical, Topdrill RX Vertical, Topdrill MRX Vertical

X Straight line edgers vertical and horizontal glass washers

X Vacuum lifts and hand cups MRTALP611LDC & MRTALPCH611LDC low-profile series manual rotator/tilters 1100 

X QXLM2028 dual bed non-autolcave laminating furnace QXLX2030 multi-tray non-autoclave laminating furnace
Zafferani 4, 5, 6 FPE Cup Wheel, Zafferani 2M, 4M, 6M Peripheral Wheel

continued on page 34
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Hank Groves, owner of Groves
Inc. of Woodstock, Ill., has been
in the glass industry for 50-plus

years. His years working for, and then
owning his own, glass and mirror com-
pany prepared him well to know what
glass companies need in the way of
equipment handling.

“My whole background has been
glass and mirror, and since then, I
[have] furnish[ed] racks not only for the
glass industry but for the stone, marble
and granite industry,” Groves says.

While not all equipment handling or
machinery manufacturer employees
have owned their own glass company
like Groves has, many equipment and
machinery manufacturer officials
agree with Groves’ idea: new equip-
ment and machinery ideas arise from
customers’ needs.

The Initial Spark
Steve Ashton, chief executive officer

and co-owner of Ashton Industrial in
Essex, England, a manufacturer of

heavy-duty glass processing machinery,
concurs with Groves.

“The initial spark for many ideas
comes directly from the front line,
namely the people who use our equip-
ment for manufacturing their own
glass products, our customers,” Ashton
explains. “Sometimes it might come di-
rectly from the machine operators. An
example would be the guy placing
spacer frames on to glass lites on an in-
sulating glass line.”

When Ashton asked this machine op-
erator how he would change the ma-
chine given the opportunity, the
machine operator pointed out the line
was laid out to cope with large maxi-
mum glass sizes, and it was difficult to
reach the top edges. 

“[The operator] had to stand on a
step ladder, and keep climbing down to
move the ladder along the length of the
glass,” Ashton explains, saying the solu-
tion came to him weeks later, as he was
climbing into a tram in Vienna, Austria. 

“As the doors opened, a step swung

out from underneath. We subsequently
designed a long step that the operator
could swing out at the push of a but-
ton, wide enough to walk along to ac-
commodate any length of glass unit,”
Ashton says.

Tim McGlinchy, executive vice pres-
ident of engineering, research and de-
velopment for GED Integrated
Solutions, says his Twinsburg, Ohio-
based company also acquires ma-
chinery, software and product ideas
when visiting customers’ plants.

“I often go to customers and not only
see what they are currently doing, but
also try to investigate and see what
their challenges are in existing
processes. A lot of customers don’t al-
ways know what to ask for in a new
product or process to solve a problem. I
just start asking questions, which leads
to ideas and solutions,” McGlinchy says.

Most equipment and machinery
manufacturers say they are approached
weekly or monthly with new ideas, and
while new ideas always sound like a
good idea, there are challenges, too.

Communication is Key
McGlinchy says the biggest chal-

lenge is making sure the line of com-
munication is open between
manufacturer and customer. “I think
the biggest challenge is getting a very
clear and concise definition to be un-
derstood between the customer and
us. You want to make sure you meet or
exceed their expectations, and I think
a good understanding of what you are
proposing to sell them,” he says.

The process that a product goes
through from its concept to release varies
greatly from company to company.

Andrew Weidenhamer, sales engi-
neer for Nanuet, N.Y.-based Casso
Solar Technologies, manufacturer of
industrial infrared and combination
infrared or convection systems for the

On the Front Line
Equipment and Machinery Manufacturers 
Vary in Their Approach to New Concepts
by Samantha Carpenter

Ashton Industrial of Essex, England, designed its first Compact lines after
speaking with customers who needed to automate but had limited space
available. By designing combination stations (i.e. one machine that does
several tasks rather than separate stations for each task) the company was
able to shrink the footprint.
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glass industry, says the overall process
from concept to customer proposal
could take up to about a month’s time,
but “since most equipment is custom-
tailored, it requires constant testing for
the particular application.”
Thomas Bechill, sales manager for

Atlanta-based Hegla Corp., which
produces glass handling equipment,
says, “Some [products] can be as
short as a few weeks while others take
years depending on the complexity
and research and development re-
quired. It really depends on the scope
and complexity of the upgrade and
other items also required or impacted
by upgrade.”
McGlinchy says when customers

work with GED, his company utilizes
a new product request process. He ex-
plains that this new formalized prod-
uct request procedure helps GED
understand the scope of the product,
feasibility and risk involved for both
parties.
“We also establish an estimate for the

scope of engineering hours that is re-
quired in order to adequately research,
develop, build, test and install the prod-
uct. In addition, we determine what the
strategic value is that will potentially
lead to repeat sales,” he explains.
Customers admit to challenges, but

seem appreciative of manufacturers’
abilities to meet their needs.
Mike McHugh is president of Solon,

Ohio-based Caliber Glass Inc., a glass

company that  manufactures mall
storefront entrances, shower doors
and mirror walls and has worked
closely with Ashton Industrial. He
agrees that a big challenge is making
sure the machine concept is clear be-
tween the customer and machinery
manufacturer.
“Properly defining the exact need

and requirements [is a challenge],”
McHugh says.
McHugh says he would work with

Ashton again because “Steve Ashton
has common sense and practical ideas
as to the best way to accomplish an ob-
jective, and when Steve commits to
making something work, he keeps his
employees focused on the task until
the customer is satisfied.”
Glasswerks chief operating officer

Dennis Jasmer concurs with McHugh,
but was more specific about a ma-
chinery challenge his company faced. 
“The biggest original challenge [we

faced] was to seam custom-sized tem-
pered products, including soft-coat
low-Es,” Jasmer says. 
“The original line into the United

States was found and negotiated by
Lance Porter of All Weather in the Va-
caville, Calif., location.  It worked well,
but needed some additional engineer-
ing to meet all of the customers’ re-
quirements, which today has been
accomplished. Steve [Ashton] has

continued on page 36

Ashton Industrial of Essex, England, is finalizing a new production line, the
Shapeseam Pro, a robotic seaming line that can automatically cope with any
shape or size of glass in any random sequence, andwithout any pre-programming.
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been very helpful with his ability to
meet the need of our organization,”
Jasmer adds.
Not all new equipment or machinery

concepts have a happy ending for the
manufacturer, though. 
Groves tells of a time when he made

a prototype for a solar company. He de-
signed racks for the top of buildings to
haul solar panels, and his company
went back and forth with this solar
company on the design of the product
for eight months.
“We made the final product, turned

around and put it on a truck and
shipped it. The next day … they went
under,” he recalls. “We got a hold of
the trucking company and had the
shipment turned around and the rack
brought back. That was a sad scene
because we had thousands of dollars
invested in the development of these
racks. Sometimes they don’t turn out

so good.”
While others may have not have

faced the disappointment Groves did,
manufacturers warn that there can be
delays in the process, but that’s why
many of them have a beta stage of de-
velopment. Delays or problems tend
to happen especially in the beta
stages.

Choosing
Strategic Partners
When GED moves forward with the

new machinery or product concept in
research and development, then it
will choose and work with a strategic
partner. 
“We actually go through what we

call a beta test process,” McGlinchy
explains. “After we’ve determined
and developed a concept machine in
R&D, [the Alpha machine concept],
this process removes and reduces

risks [and] concerns and proves that
the new technology or concept will
work and can be successfully used as
a solution to the problem or oppor-
tunity that needs to be addressed in
the field.”
He says his company will then build a

production model similar but more re-
fined to take to the market for beta test
and prove this process and machine in
the manufacturing environment. 
“This process can take anywhere

from a month to six months in dura-
tion,” McGlinchy says, adding that
once the beta test has been success-
fully completed, the new product can
be released for commercialization to
the rest of the market. 
Colleen McKeegan of Canton, Mich.-

based McKeegan Equipment and Sup-
ply, which produces insulating glass
fabrication equipment, says her com-
pany also reaches out to customers in

On the Front Line
continued from page 35
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order to develop, design and test its
products, although the amount of time
it takes to complete the process will
“vary depending on the details.”

It’s clear that in the glass industry,
equipment and machinery manufac-
turers are looking to help their cus-
tomers improve their manufacturing
processes. 

Ashton says, “We always like to find a
cooperative customer willing to take
the first machine in return for a special
deal … and work with us on long-term
monitoring and improvements in a real
production environment.”  �

S am a n t h a
C a r p e n t e r is a
contributing writer for
USGlass magazine.

ALBAT+WIRSAM North America, Inc 

Hall 14 - D 29

T+WIRSAM NAAT+WIRSAM NALB nc a, Imericth AorT+WIRSAM N
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Fol low us on Facebook, Twitter  & YouTube
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w w w . i r o n w o r k e r s . o r g
8 0 0 . 5 4 5 . 4 9 2 1
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Over 3,000 
Contractors 
& Over 100,000 Ironworkers

Our Customers Receive these 
Benefi ts at NO Additional Cost: 

 Recognized as Construction Industry’s 
Highest Training Requirements

 Ironworker Qualifi ed Signalman Training 
meets ASME (B30)

 Ironworker Qualifi ed Rigging Training 
meets ANSI (A10.42)

 80 Classroom Hours of Rigging & 
Crane Training

 1,200 Hours Minimum of On-the-Job 
Training

 Trained & Verifi ed by Professional 
Ironworker Instructors

 State-of-the-Art Training Materials

 Online Tracking System

 Network of over 150 Training Centers 
in the USA & Canada

 Certifi ed by the U.S. Department of Labor
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Looking to the Past … 
and Future

Yanek joined GANA as executive
vice president in the summer of
2007, when long-time association

executive Stan Smith retired (see related
story in September 2007 USGlass, page
22). Yanek previously had served as a
state issues advocate for the Washing-
ton, D.C.-based Real Estate Services
Providers Council (RESPRO). He is a
1992 graduate of the U.S. Military Acad-
emy at West Point and also earned his
law degree from the University of
Kansas. In addition, Yanek serves as a
Lieutenant Colonel in the Kansas Army
National Guard, and recently spent nine
months deployed to Djibouti, Africa.
USG: What has surprised you about
the glass industry?
BY: When I came on board in 2007 and
we started talking about ramping up
the advocacy, I think it was a little sur-
prising that so much was already going
on and that there were ... places where
we could plug in, whether it’s ASHRAE
or other areas on the energy side that we
could impact. 
The second was I was quite amazed

that through our major events at how
much work gets done at GANA. They
certainly are working meetings, espe-
cially our fall conference and our an-
nual conference in the spring. As each
of our divisions meets, real work gets
done, consensus information gets doc-
umented, and our Glass Informational
Bulletins get finished. 
USG: GANA is quite a significant re-

source for the industry with all of the
documents and informational bul-
letins it produces. What would you
say to those who have not yet been in-
volved in that process? 
BY: Well, if you look at the divisions that
GANA has, everything from decorative to
tempered to insulating to energy, we have
a division or group that caters to any seg-
ment of the commercial architectural
glazing industry. Even though our work
may take you away from the office or
there might be some travel involved, we
have a group that caters to your interests.
If you look at our span of events, I think
we have events that cater, whether you’re
a building envelope contractor or an ar-
chitect or you’re in the technical realm at
the fall conference, and even in the advo-
cacy areas with our glazing industry code
committee or our energy division, which
is heavily involved with ASHRAE, there’s
a place where we can plug you into
GANA. All associations struggle with a
group of a few doing a lot of work and the
potential of those people getting burned
out, so as a staff we are always looking for
additional volunteers to help us, but we’re
confident that if you’re interested in the
commercial and architectural glazing in-
dustry or even in the glass and energy
realm we have a place for you.
USG: What are some of the highlights
of the last five years, and your goals
for GANA for the next five years?
BY: Over the last five years I think we
weathered the economic downturn and

are hopefully coming out of it, but GANA
certainly has weathered that storm.
We’ve been able to keep a strong mem-
bership; in fact we’ve grown our mem-
bership probably by about 10 percent
over the last five years, which is amaz-
ing considering what we went through
in 2008 and 2009 and moving forward.
We’ve had consistent membership from
the industry leaders. We continually
keep those members involved and
they’re in our leadership ranks at GANA.
We’ve been able to change the makeup
of our technical team and I think we’ve
increased our technical services to
members. 
We also were able to take advocacy to

a new level at GANA … and take it from
a defensive stance to an offensive stance.
We’ve become involved in the National
Association of Manufacturers, and
Washington, D.C., fly-ins; we’ve done a
couple of those over the years but ought
to do more. We’ve become more in-

Bill Yanek

T W O  I N D U S T R Y  L E A D E R S  R E F L E C T

This year, two well-known industry representatives are celebrating milestones—but of a very different sort. Bill Yanek,
executive vice president for the Glass Association of North America (GANA), is celebrating his fifth anniversary with
the association since taking over in 2007. Meanwhile, longtime glass industry journalist Charles Cumpston has an-

nounced that he will retire at the end of the year, after 32 years of covering the industry’s biggest issues and trade shows.
Read on for a look at what Yanek hopes to see in the future—and the changes Cumpston has seen over the past 32 years.

L O O K I N G A H E A D
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volvedwith the regulators and alsowith
our elected officials.
Last, looking back on the last five
years, we’ve been able to evolve our
events to serve our members. Fall con-
ference is pretty much the same as it’s
always been and it’s remained strong
as the preeminent technical conference
that GANA offers. We took what used
to be Glass Week and evolved it into
what we now call Annual Conference
and it’s a separate early-year event that
really brings industry leaders together.
BEC has continued to thrive really, even
during the economic downturn. If
you’re a building owner, if you’re an ar-
chitect, if you’re a building contrac-
tor—all those different facets, we bring
them together in Las Vegas and it has
been a real success.
On the advocacy front, we’re going to

continue to be involved in the ASHRAE
and the Glazing Industry Code Commit-
tee. GANA ought to look at having a gov-
ernment affairs committee or an
advocacy committee of some sort. What
we don’t have in attendance at our meet-
ings right now are the public affairs or
government affairs specialists from our
individual companies. We need to have
a place where they come in. We know our
member companies have them, and we
deal with them at times when we do the
fly-ins in Washington, D.C., but we need
to have them at GANA events.
On the energy side, kind of parallel to
that as well is, our new energy division,

we need to have the energy experts from
our member companies as well. We’re
starting to go down that route and we
have some, such as Helen Sanders from
Sage who runs our energy division, and
some of our member companies in the
solar industry, but we don’t have enough
of those energy industry individuals at-
tending our meetings. We need to evolve
our energy division into a relevant venue
for energy professionals.
USG: Who are some of your greatest
influences?
BY: Nobody does a better job of train-
ing junior leaders than the military. In
my opinion, nobody gives brand-new
college graduates as much responsibil-
ity as the army does. Those mentors I
had, those early commanders, they put
a lot on your shoulders and you learn
through failing in a lot of ways, and the
army does that on purpose, even at
West Point … Also when I joined
[GANA], I was able to work with my
predecessor, Stan Smith, for six months.
It went too quickly, but I was able to
work side by side with him, which was
a fantastic way to come on board so
there was no shock to the system when
it all happened.
USG: What are some of your business
pet peeves?
BY: I tend to gravitate toward organiza-
tions and people that have a positive out-
look and a lot of energy, and if there are
people who are dour about what they do
and don’t like what they do, I think they

ought to find another place to work. I also
think business leaders ought to be as-
sertive, not just stay back and react to
things ... Also people who display an aver-
sion to failing at all costs. They really don’t
get things done at the end of the day. If
you’re not making any mistakes, you’re
probably not trying hard enough …
USG: What would you be doing if you
weren’t working in the glass industry?
BY: I probably would be back on active
duty with the military. I left the active
duty military in 1998 and it’s a much
different military now; there’s a lot
more going on now. If I had the size and
the talent I wouldn’t mind being a pro-
fessional athlete.
USG: Any particular sport?
BY: I guess football, but make sure you
note, only if I had the size and talent
[chuckles] … I grew up in Western
Pennsylvania where football is king.
USG: What are your favorite hobbies?
BY: I have an 11-year-old son, an 8-
year-old son, and a 3-year-old daugh-
ter, so it’s pretty much everything that
revolves around them. I coach them in
multiple sports. Personally it would be
running and reading when I can. I
serve on the board for the association
that runs my son’s soccer program; I
coached a little bit but ran out of
coaching talent when he was around 7,
so I try to lend my knowledge to the
association side.

continued on page 40

Left: In addition to his duties at GANA, Yanek serves as a Lt. Colonel in the
Kansas Army National Guard. He recently met Defense Secretary Leon
Panetta while deployed; Above: Yanek participated in a gorilla trek while
deployed to Africa late last year.
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Charles Cumpston has spent the
last 32 years covering the glass
industry. He began his career at

the now-defunct Glass Digest, then
spent another six years at another
glass-related publication before, as he
says, “saving the best for last” and join-

ing the USGlass editorial staff in 2005.
Cumpston specializes in international
issues and has attended glasstec 15
times, beginning in 1982. This year will
mark his last time at the show in Düs-
seldorf, Germany (see related story on
page 42), as he recently announced he
would be retiring at the end of the year.
Read on for a look at what Cumpston
has seen over the last 32 years.
USG: What are the biggest changes
you’ve seen over the last 32 years?
CC: The development of technology, in all
aspects of our industry, and how global
our industry has become. The glass it-
self is more sophisticated than it was 30
years ago. Production is much more so-
phisticated with more advanced fabrica-
tion equipment. When I started in 1980,
the U.S. market was pretty much [just
the] U.S. There were very few foreign

companies or products in the market.
That changed first with companies com-
ing in from Europe and then China.
USG: What do you think are some of the
industry’s biggest accomplishments?
CC: Making glass and architectural
metal products that can be used for
construction to make it the leading
building material. Few, if any, designers
would think of making a structure today
that didn’t incorporate a large amount
of glass and metal. It is the building ma-
terial of choice—and increasingly so on
the interior as well as the exterior of
structures.
USG: What do you think the industry
most needs at this point?
CC: A better global economy so that
more glass
and metal
is used in

Charles Cumpston

L O O K I N G  B A C K

Looking to the Past … 
continued from page 39

Cumpston has traveled to glass industry events all over the world, including China Glass in March 2007 (above left) and
glasstec in Düsseldorf throughout the years (above right).
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construction. And what the industry has
always needed: better profit margins.
USG: What is the strangest thing you’ve
ever seen in your industry travels?
CC: Not really much comes to mind. But
I do remember once touring a Pilkington
facility in the United Kingdom and there
were two enormous round machines
which had been used to polish glass. At
the time, of course, we had sophisti-
cated polishingmachines, and it was dif-
ficult for me to think that only a couple of
decades before these huge wheels had
been used to polish the glass.
USG: What will you most miss about the
industry?
CC: The people. I’ve met so many won-
derful people.

USG: Who are some of your greatest in-
fluences from your time in the industry?
CC: Bud Glassberg, of course, who was
my mentor, and [publisher] Debra Levy,
for seeing what she has done with
USGlass and the magazine empire
which she has built from scratch. I am
not entrepreneurial at all, so all the en-
trepreneurs in the industry (and there
have been many) have had a profound
influence on me. I admire them. Also,
Russ Ebeid, Pentti Salin and the Glass
Association of North America (GANA)
executive directors and all the people
who took time, along the way, to ex-
plain and educate me about the in-
dustry. I could go on and on. I’d also
like to mention Renata Gaffo, head of

GIMAV, for introducing me to the Ital-
ian industry and the importance of
globalization and the people at
glasstec for all the kindness they have
shown me over the years.
USG: What do you think you would have
done had you not spent last 30 years in
the glass industry?
CC: I hate to think about it because of
what I would have missed if I had not
been part of the industry.
USG: What are your plans for 
retirement?
CC: Stay active, enjoy life with friends,
and go wherever the flow takes me, and
continue to marvel at the innovations
which I’m sure will take place in the ar-
chitectural glass and metal industry. �

“[The industry needs] a better global economy so that
more glass and metal is used in construction.” 

—CHARLES CUMPSTON
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I f you’re in Düsseldorf this month,
you’ll want to be prepared for a show
that offers a little of everything

glass—from the latest machinery to the
latest in solar offerings to the newest and
most unique façade design options. 

glasstec, the International Trade Fair for
Glass Production, Processing and Prod-
ucts, will be held October 23-26 at Messe
Düsseldorf. Spread across nine halls, the
event also features solar energy/transpar-
ent thermal insulation, as well as display
glass and laser technologies.

Nearly 1,300 exhibitors from around
the world presented their innovations at
glasstec 2010, and this year is expected to
be just as large. More than 45,000 trade
visitors attended the event, as well as the
closely related solarpeq, a new trade fair
for solar production technology. 

Read on for an overview of prod-
ucts on display, and be sure to stop by
these booths for a closer look at the
newest innovations available through-
out the world.
��� www.glasstec.de

MACHINERY
HALL 11/STAND C28
HALL 17/A24:
A RANGE OF SOLUTIONS

Lisec will present solutions for glass
cutting and sorting, insulating glass
production, laminated glass produc-
tion, and flat glass processing. 

Among the machines to be featured
is the company’s line of insulating glass
production machinery, which offers op-
timized cycle times and ability to man-
ufacture double, triple, or quadruple
glazed units and stepped glass units.
Additionally, Lisec is displaying its
frame bending system, the BSV-
45ANK, which is suitable for all com-
mon types of spacer frames, as well as
automatic sealing systems for sealed in-
sulating glass units.

The company’s sorting systems, de-
signed to ensure that manufacturing
lines are fed with the appropriate glass
sheets in a fast and reliable manner and
in optimum time, also will be on display.
��� www.lisec.com
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glasstec
2012 EVENT IN DÜSSELDORF TO 

FEATURE RANGE OF PRODUCTS, SESSIONS

SOFTWARE
HALL 14/STAND D29:
DOWN TO BUSINESS

Albat + Wirsam has a new software
solution, A+W Business 5, designed
for medium-sized flat glass proces-
sors and insulating glass (IG) produc-
ers. The system is designed to be
transparent, ergonomically friendly

and user-friendly. The system comes
as a multi-dialogue application, and
each can be opened and edited at the
same time. Menus and dialogues also

can be positioned at random,
and dialogue sizes can be ad-
justed by a mouse-click.
In addition, the company’s

new A+W Production Cockpit
is designed to compile infor-
mation and make it available
to the production manager in
real-time. The system is
suited for a variety of applica-
tions, such as insulating glass
lines, edgework, screen print-
ing, tempered and laminated
glass production, productivity
ratios and machine status.

The production manager configures
the individual control stations based
on ongoing and critical processes,
sorts the information and decides
about the necessary steps.
��� www.a-w-software.com
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HALL 12/STAND C69:
THE STRENGTH OF ATLAS
GED Integrated Solutions will feature

demonstrations of its Automated Tri-
Lite Assembly System (ATLAS)

throughout the event. The glass fabri-
cation system automatically produces
triple-pane insulating glass (IG) units
in 20-second cycles.
ATLAS is a stand-alone solution and

is adaptive to a range of combinations,
including standard and branded warm-
edge spacer systems, small and large
units, dual- and triple-glazed, and in
any order or combination of the above,
according to GED.
The system’s machine-controlled

consistency is designed to produce uni-
form, high-quality sealed units without
operator handling.
��� www.geduk.com

HALL 13/STAND C47-6:
APPLIANCE APPLICATIONS
Glassline Corp. is displaying its fully

automated appliance glass processing
lines for the fabrication of appliance
glass. The lines can include: automatic
Loaders with rack turntables; inline
corner mitering with automatic setup;
fully automatic edging systems includ-
ing options such as grooving and servo
corner dubbing; in-line double hole
drilling with fully automatic setup; in-
line corner radius machine with  four

corner programmable radiuses; and
silkscreen printing and drying.
A nominal appliance glass can be

produced with ground edges, grooves,
two holes and corner treatment in ap-
proximately seven seconds per part, ac-
cording to the company. The line
features fully automatic setup of each
machine. 
��� www.glassline.com

HALL 13/STAND B59-9:
NEW CONVEYOR, NO AUTOCLAVE
Casso Solar Technologies Inc. of

Nanuet, N.Y., is featuring its convey-
orized laminating system for medium-

Be sure and stop by Hall
13/Stand D53 to visit the
staff of USGlass, pick up the

latest copies of our publications,
and share your story ideas with
us. If you can’t make the trip, be
sure and stay tuned to
www.USGNN.com™ for news and
video reports from the show.
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In addition to a massive trade show
filled with numerous halls of machin-
ery and more, the upcoming glasstec

will feature several special sessions
and ancillary programs to meet the
glass industry’s needs. Among these
will be “Glass Technology Live,” which
will feature Stefan Behling of the In-
stitute of Building Construction at
Stuttgart University. Behling plans to
present “pioneering developments re-
volving around glass and its versatile
applications as a high-tech material.”
Among these, the display will in-

clude a portion on Building-Integrated
Photovoltaics (BIPV) and will feature
thin-film modules for overhead appli-
cations and façades, among others.
Another focus of “Glass Technology

Live” will be the topic “Façade and De-
sign.” In this part of the exhibition, Behling
and his team will present hot and cold-
bent glass sheets of large dimensions.

“Glass Technology Live is not only a
mirror image of current developments
on the market, [but] it traditionally also
allows visitors to look far ahead into the

future of glass,” say show organizers.
Glass Technology Live will be ac-

companied by a technical symposium
with more than 60 lectures and pre-
sentations designed around the fu-
ture of the glass sector both in
technical and aesthetic terms. The
technical symposium agenda will fea-
ture a different focal theme on each
day of the trade fair, including:
• energy efficiency in the glass melt-
ing process;

• energy and resource-efficient technolo-
gies in glass machinery construction;

• integrative building skins; and
• innovativemanufacturing technologies
for solar products and applications.
glasstec also will feature a Facades

Center, which will focus on themes re-
lating to energy-efficient and/or func-
tional building skins. This portion of
the show is designed for façade plan-
ners, construction engineers and ar-

chitects as well as the
craftsmen installing
them, according to show
organizers.
As part of glasstec’s an-

cillary program, an Inter-
national Architectural
Congress will be held for
the fourth time. The Con-
gress is organized by the
North Rhine-Westphalian
Chamber of Architects, the
Technical University of
Delft and the Ostwest-
falen-Lippe University. It
is scheduled for October
24 and has been de-
signed to “provide a high-
caliber setting for
architects, structural en-
gineers, construction en-
gineers and façade
planners.” Speakers will

include Enrique Sobejano, co-owner
of the Spanish architects’ office Nieto
Sobejano; Kai-Uwe Bergmann, mem-
ber of the architects’ team at the BIG

Bjarke Ingels Group; Copenhagen; and
Thomas Auer of the Stuttgart Kli-
maEngineering-Büro Transsolar.
The technical-scientific conference,

“Engineered Transparency,” also will be
held on October 25 and 26 as part of
glasstec. It will address the research
and development community as well as
experts for civil engineering, construc-
tion engineers, planners/architects and
building authority representatives.
Items of focus will include structural en-
gineering with glass (stress/strain and
stability, laminates and composites,
uni-axially and bi-axially bent glass), the
building physics behavior of façades
(building skin and texture, energy and
sustainability, projects and case stud-
ies), and the use of solar systems in ar-
chitecture (building integration and
design and construction supervision re-
quirements for solar module design).
Keynote speakers will include Michael
Bell of Columbia University in New York;
Till Schneider of Schneider+Schu-
macher Architekten; and Wolfgang
Schiel of Schlaich Bergermann and
Partner.
Additionally, solarpeq, the Interna-

tional Trade Fair for Solar Production
Equipment, again will be held concur-
rently with glasstec. solarpeq 2012 cov-
ers the segments of manufacturing
technology for crystalline and thin-film
photovoltaics, in an effort to comple-
ment the solar products and applica-
tions exhibited at glasstec.
In keeping with the solar theme,

glasstec also will include a conference
titled “Solar meets Glass - 3rd Indus-
try Summit for Markets, Costs and
Technology.” The event is being or-
ganized by Solarpraxis AG and Messe
Düsseldorf and is scheduled for Octo-
ber 22 and 23. It will address the cur-
rent topics affecting both sectors
while addressing their different needs,
including topics such as future-proof
markets, cost-cutting and technology
development.

T H E  R O A D  T O  

glasstec
continued from page 43
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sized formats without the need for an
autoclave. The new laminating system
will allow customers to provide same-
day turnaround and will require mini-
mal handling on the part of operators.
The system can process glass sizes

up to 96 by 180 inches, along with a
variety of options such as PVB, ure-
thane, and DuPont SentryGlas. It also
can be used with both coated and non-
coated glass, decorative glass, struc-
tural glass products, photovoltaic,
ballistic and appliance glass.  
���www.cassosolartechnologies.com

HALL 14/STAND D29:
THROUGH THICK … OR THIN

Whether you want to process ex-
tremely thick or thin glass applica-
tions, Glaston’s new GlastonAir air
flotation technology can temper
glass down to 2 mm or heat-
strengthen glass up to 19 mm, ac-
cording to the company. The
technology can be used with any new
or existing continuous tempering
furnace production line.
��� www.glaston.net

HALL 11/STAND A03:
FROM BENDING TO TEMPERING
Yuntong Glass is displaying its

range of machinery offerings, includ-
ing its flat glass tempering system,
cylindrical bending and tempering
system, J-shape tempering system,
glass washing and drying machines,
laminated glass production line and
autoclave. Company officials say the
machinery allows for high productiv-
ity, thermal stability, low energy con-

sumption and high accuracy, result-
ing in excellent flatness and high op-
tical quality. 
��� www.yuntongglass.co.uk

HALL 15/STANDS A04 & A15:
AUTOMATIC FROM ASHTON

Ashton Industrial is displaying its
new high-performance SEAMMAX-
X PRO, designed with a small foot-
print to free up factory space.
According to the company, the ma-
chine was designed to provide accu-
rate seaming of rectangular glass
plates in random size sequence using
diamond belt technology. The system
features automatic glass dimension
sensing.
Among the machine’s features is a

loading conveyor that is constructed

of heavy-duty aluminum beams sup-
porting driven high-grip transport
belts supported in belt runner
guides, powered from a central stain-
less steel drive shaft. An AC-geared
motor with inverter speed control is
mounted directly on the drive shaft,
eliminating chains, sprockets and
any other wearing parts, according to
the company.
Glass plates are transported

through the seaming station by two
vacuum belts, one on each side di-
rectly in front of the seaming heads,
according to the company. In addi-
tion, a series of driven belts mounted
on pivoting arms are arranged across
the width of the seaming station.
These are designed to help transport
the glass and provide support for
wide plates.
��� www.ashton-industrial.com

HALL 13/C55:
GO EXTERNAL
Glasstech’s new external press

bending system (EPB-L) for anneal-

continued on page 46
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ing windshield glass is designed to
satisfy the OEM demand for tight
surface tolerances with optical qual-
ity, while also meeting the glass
processor’s need for productivity,
economical tooling and energy con-
servation. The EPB-L is part of a
family of systems, including the
EPB-T-SS, which forms and tempers
a single-stream of sidelites, and the
EPB-T-DS, which forms and tempers
a single backlite or a dual stream of
sidelites.  
��� www.glasstech.com

SPACERS
HALL 17/STAND C77:
SAME PRODUCTS, NEW NAME

Quanex Building Products will dis-
play the Super Spacer, Super Spacer
TriSeal, Duraseal and Duralite spacer
lines for the first time under the
Quanex name during glasstec.

“As a regular exhibitor at glasstec,
we wanted to do something special to
celebrate the record-breaking sales
we’ve enjoyed over the last year in Eu-
rope … ,” says Andy Jones, managing
director of Quanex’s European opera-

tions. “We expect an excellent
turnout as we showcase Quanex’s
warm-edge spacer products that are
proven in the global marketplace to
provide optimal thermal and produc-
tion efficiencies.”
��� www.quanex.com

INTERLAYERS
HALL 11/STAND E77:
STAY EVASAFE

Interlayer Solutions, the official
North American distributor
of Bridgestone’s EVASAFE glass lami-
nation interlayer, is displaying the
ethylene vinyl acetate thermo set in-
terlayer film with 3D cross-linking ca-
pability during glasstec. According to
the company, the interlayer contains
no plasticizers, can be stored at room
temperature, is resistant to humidity,
and can perform at both high and low
temperatures.
��� www.interlayersolutions.com

TRANSPORTATION 
AND HANDLING
HALL 15/BOOTH C42:
GRENZEBACH DRIVES DIRECT 

T H E  R O A D  T O  

glasstec
continued from page 43

TOOLS
HALL 10/STANDS A62 & C60:
NEW DETECTORS MAKE FOR EASIER JOB

EDTM Inc. of Toledo, Ohio, will introduce its line-powered tin side coating
detector, the TS1420. The most important feature of the new TS1420 is
that it is line-powered by a 6-volt power supply.
To maximize the life of the product, there is a convenient “glass-present”

sensor built into the product. When the glass is placed over the instrument,
it will automatically illuminate the UV light inside the instrument to identify
which surface is the tin side. The tin side surface will cause the UV light to
glow a milky white color. If you
are on the non-tin (atmosphere)
surface, the lamp will glow nor-
mally. The glass-present sensor
allows for hand-free operation
when testing for the tin surface.
According to company officials,
users slide the glass over the top
of the sensor and look for the
glow after the TS1420 automati-
cally powers on.
The company also will intro-

duce its new Reflex programma-
ble coating detector, the
RX1550. This digital instrument
comes pre-loaded with calibra-
tions to identify numerous spe-
cialty coatings available to the
glass and window industry. One
of the meter’s features is its abil-
ity to be programmed for new
coatings in the field. The meter
allows users to store calibrations
of new coatings that they can
test in the field for themselves.
��� www.edtm.com  continued on page 48
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The new direct-drive stackers from
Grenzebach Maschinenbau GmbH
can handle any rack geometry, ac-
cording to the company. The stackers
are designed to provide a fast cycle
time, high weight plates and safe
handling of plates up to 16 m in
length. In addition, operators can
store, retrieve and set up various
rack types quickly and easily using
the new system.

The new stackers can be operated in
various loading and unloading modes
(tin and air side) without the need for
additional mechanics, and the machine
is entirely software-controlled. 

The new direct-drive stackers are
available in three model series:
small, medium and jumbo size. 
��� www.grenzebach.com

HALL 11/STAND A35:
RUBBER GRIP FOR NO SLIP

Dr. Gold & Co. will show its

range of Carrymate non-slip safety
grips, which enable transport of
many different kinds of materials,
from very thin to triple-glazed win-
dows, up to a width of 6.2 inches, al-
lowing users to lift up to 440 lbs. in
weight. The company also will show
its Carrymate X-Spanders replace-
ment rubbers, which are applied by
putting them over each clamp like
a rubber band.
��� www.carrymate.com

SEALANTS
HALL 16/STAND C12: 
A WARM-EDGE COMPLEMENT

T H E  R O A D  T O  

glasstec
continued from page 46

GLASS INSPECTION SYSTEMS
HALL 13/B59-8:
INSPECTOR SYNERGX

Synergx Technologies provides glass inspection systems for the architectural,
solar automotive and appliance industries. According to the company, the sys-
tems can perform fully automated, non-contact surface and body inspections, and
can detect defects such as scratches and inclusions and edge defects such as
shiners and grinding chips as well as take optical distortion measurements.

The systems can accommodate a wide variety of shapes, sizes and colors.
��� www.synergx.ca
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Fenzi will display Multisafe, an in-
novative, flexible spacer, during the
event. Company officials say the
spacer provides low thermal conduc-
tivity, stability and speed of applica-
tion, along with a pleasant and
functional design. Multisafe was de-
signed to complement the company’s
line of warm edge products.
Fenzi also will display its Duralux

mirror and solar coatings; Thiover, a
polysulphide, two-part sealant;
Butylver, a P.I.B. sealant for primary
sealing of insulating units; Poliver,
solvent-free polyurethanes engi-
neered specifically for insulating pro-
duction; Hotver 2000, a
one-component hot-melt sealant for
insulating glass production; and
more.
��� www.fenzigroup.com �
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  LUXAR® An�-Re!ec�ve 

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

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

LUXAR® AR�Separa!on without Re"ec!on 

Quickest AR Lead Time in the Industry! 

  McGrory Alterna�ves 

Invisible     Durable    Available    Cleanable 

800-220-3749 / www.mcgrory.com 

When Quality and Lead Time Ma#er 
Stocking An�-Re!ec�ve, 
Fire Rated, and X-Ray.  
Decora!ve op�ons to give 
you choice on your projects. 
Safe, secure, shipping 
throughout North America. 
Single source decora�ve, 
tempered and fabricated. 

· Laminated and back-
coated custom colored 

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

800-220-3749 / www.mcgrory.com 

McGrory, the Preferred Alterna"ve! sales@mcgrory.com 
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While contract glaziers around the world are ex-
perts in curtainwall and the intricate glass and
glazing systems seen on the world’s most ad-

vanced buildings, few have fully immersed themselves in the
area of solar glazing projects. These projects have grown in
popularity in recent years, though, and a few contract glaziers
have dove into this area with full force.

True Integration
For Linel, a division of Mestek Inc. based in Mooresville,

Ind., the progression into solar glazing started approximately
15 years ago, according to estimator George Petzen. Petzen
points out, though, that the company is most interested in
true building-integrated photovoltaics (BIPV).
“People throw photovoltaic modules on racks on top of a

roof all of the time, but that is not building-integrated,” he
says. “To me, the definition of BIPV is if a PV module replaces
a piece of glass on a building façade.”
Petzen’s company has become involved in BIPV projects

just the way it would any—through bids, design build and
more. “[Glaziers] just [need to] see that the glazing infill is
the same as usual, but additional attention [does] need to be
given to addressing wiring harnesses and electrical connec-

tions,” says Petzen. “It’s not just glass, but it’s glass with some
extra panache.”
On his first solar glazing project, Petzen worked with an

architect who was very familiar with PV, but not with cus-
tom skylights—one of Petzen’s specialties. “Off to the races
we went and we tried to figure out how to design a system
that the owner wanted,” he recalls. “My first unit consisted of
unitized, pre-glazed 25- by 5-foot modules. That one was ac-
tually easier than anything I’ve done since.”
There are two types of solar glazing jobs out there, he has

found—those where the architect is familiar with the prod-
uct and addresses challenges upfront, and those where the
architect simply is interested in trying something new.
“In a perfect world, you will deal with an architect or spec-

ifier who has done his homework so that the contract docu-
ments speak to the challenges and address all of the issues,”
says Petzen. “In other instances, you have architects who are
kind of like the guy in the transmission commercial who has
just always wanted to do this. Those can be difficult because
no one wants to take ownership of problem areas and com-
munication can suffer.”
Another challenge can be sizing of PV modules. “In the PV

world they make widgets—i.e., one, two or three sizes and

Taking the Solar Plunge
Contract Glaziers Cross Over into BIPV
by Penny Stacey
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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/1012p50

that’s it,” says Petzen. “Architects don’t hear that very well.
They want to treat PV modules like anything else; they think
they can be provided in custom sizes … That can be a real
uphill battle.”
Likewise, many PV module suppliers don’t want to get in-

volved in a small project, so size is a necessity, according to

Is the Market Ready for
Solar Glazing?
While a few contract glaziers have delved into solar glaz-

ing jobs with full force, others say it’s too early in the mar-
ket for this type of work to become widespread.
“We have not done anything significant with building in-

tegrated photovoltaics (BIPV) to date,” says Mic Patterson,
director of strategic development for Eagan, Minn.-based
Enclos. “We would love to. We have prepared ourselves for
this work through internal research and development and
testing of products provided by various industry suppliers.
We have pursued a number of projects that had a signifi-
cant BIPV program, but without exception they have been
value-engineered out.”
He adds, “As far as I can see, the marketplace is just not

ready for the widespread adoption of BIPV technology. When
it is, Enclos will be ready to deliver it.”
Others, such as John Juba, owner and CEO of Juba Alu-

minum Products Co. Inc. in Concord, N.C., thinks the time just
isn’t right yet.
“We are finding that some of the reasons glazing installa-

tions may not be so prevalent right now is because our eco-
nomic climate is still slowing growth in the BIPV growth area,”
he says. “Everyone knows the advantages, but it is still an ex-
pense that most owners aren’t so inclined to invest in, even
with financial incentives. Solar glazing installations do have ini-
tial costs and itmay take longer than expected for the payback.”
While the company has been willing to delve into this area,

Juba says most owners and general contractors with whom
the company works just aren’t ready to take the plunge. “Juba
does provide budget pricing for solar glazing installation but, in
most cases, an owner and/or general contractor is looking for
least expensive route to take in the building envelope,” he
adds. “Unfortunately, this value engineering gets cut.”
Another industry expert, who declined to be identified,

agreed. “In spite of all of the hype, I don’t personally know of
any current jobs using solar on them,” he said.

People throw photovoltaic modules on racks on top of a roof all of
the time, but that is not building-integrated. To me, the definition of
BIPV is if a PV module replaces a piece of glass on a building façade.

—George Petzen, Linel

continued on page 52
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Petzen.“It’s difficult enough to get a module manufacturer to
express interest in a custom insulating glass module when you
have a lot of material, but when you say it’s 1,000 square feet,
they lose interest,” he says.

Branching Out
While few contract glaziers have delved into this new and

exciting area (see related box on page 51), Petzen suggests the
jobs are out there and it’s simply a matter of education. “I’d
say anybody who’s interested in getting into BIPV should col-
lect brochures, go to shows, have reps come in, and learn as
much as you can,” he says.
Location also can play a role. “In a rural area, it’s probably

going to be more of a challenge to find information,” he says.
“In an urban atmosphere, you’re probably going to have ac-
cess to a greater knowledge base. But, it’s never easy—if it was
easy everyone would already be doing it.”   �

‘The Most Fun’
Nick Bagatelos, president of Bisem USA

in Sacramento, Calif., has been in the con-
tract glazing business since he graduated
from college in 1986. Four years ago, he
and his brother purchased a warehouse
with the goal of making it as energy-efficient
as possible, with plans to use it for a manu-
facturing facility for the company’s systems.
“We went to Germany and bought all the

electronic, CNC, cutting and milling equipment, and the
best, state-of-the-art German software to build curtain-
wall,” recalls Bagatelos.
His visit to Germany also opened his eyes to something

else, though. “ … I saw all the crazy energy efficiency stuff
they were doing, so I took all those ideas and applied
them to our facility,” he says.
Among these enhancements was a highly efficient elec-

tric heat pump, R30 insulation and more. The item that
took the building over the top, though, was this: “Then I
added photovoltaics (PV) to the roof, which got us to net
zero,” he says. “[Creating] this net-zero facility—that year
wasmymost fun year I’ve had in my 20 years in business.”
Bagatelos developed a passion for solar glazing, and

his firm began not only completing solar glazing installa-
tions, but also developed its own solar glazing system. In
addition, the company recently began working with
Guardian Industries as well, in an effort for both to grow
each others’ offerings in this area.
When it comes to solar glazing projects, Bagatelos sug-

gests that contract glaziers unfamiliar with the process
come to his company—or another like it—for assistance
getting started. “I think a company like mine that designs
its own systems would probably want to [develop BIPV]
systems themselves,” he says. “But there aren’t many
firms that can do this.”
BISEM provides both materials and training to glaziers

looking to handle BIPV projects.
“There’s a lot of talking about [BIPV], but no one’s really

doing it,” says Bagatelos. “ … There are probably 15 of us
sprinkled around who do our own thing, but everyone
else—I would say their best bet is to come to me because
I’ve spent four years designing these systems.”

Taking the Solar Plunge
continued from page 51

P e n n y  S t a c e y is the editor of USGlass
magazine. She can be reached at
pstacey@glass.com. Read her blog at
http://penny.usglassmag.com, follow her on
Twitter @USGlass, and like USGlass magazine
on Facebook to receive the latest updates.
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Unfortunately, it’s

become a common

headline: “Glass shop

employee embezzles

thousands (or more).”

No one thinks it can

happen to them, but

what happens when it

does? How can this be

prevented, and how

can shops thrive amid

such circumstances?

Read on to see how

some shops have done

just that.
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When Bad Things
Happen

to Good Shops
HOW TO THRIVE AMID ADVERSITY AND TAKE PREVENTATIVE MEASURES

by Penny Stacey
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In June 2011,Ken von Roenn,presi-dent and director of design for
Louisville, Ky.-based Architectural

Glass Art Inc. (AGA), discovered that
the company’s chief financial officer,
Latrisha Riedling, had been stealing
money from the company. Indeed Rei-
dling had stolen around $750,000. She
had been with the company since 2005
as a bookkeeper and had been pro-
moted to chief financial officer in 2008.
Von Roenn noticed the company was
losing money, but wasn’t sure why at
first. “It was just illogical, and I thought
‘something is not right here,’” he recalls.
“I thought, ‘what are the possibilities?’ I
thought, ‘if someone was going to steal
from us, what would be the easiest
way?’ And I thought the easiest way
would be to falsify the payroll since
that was something I didn’t look at. I

called our payroll service and had
them fax me the payroll. I started
looking over it and saw her husband’s
name on the payroll.”
He soon found out that the theft 
didn’t end there. “Once we opened that
door, we started uncovering all sorts of
things,” says von Roenn. “She stole in
every way conceivable.”
For example, von Roenn would de-
posit any cash that came into the com-
pany into her own account, and she
would duplicate the company’s deposit
slips so what the owners saw was not
what was provided to the bank. “We got
the deposit slips from the bank and saw
the disparity,” he says.
Even amid finding this, though, von
Roenn says he was concerned for his
employee. “When we discovered it we
didn’t [initially] know the severity of it,”

he says. “There were two opinions—my
daughter’s was to prosecute her and
mine was to find out the severity and
work out a payment plan. I didn’t want
her to go to jail.”

continued on page 56

A $750,000 LOSS
“There were two opin-

ions—my daughter’s was
to prosecute her and 

mine was to find out the
severity and work out a
payment plan. I didn’t
want her to go to jail.” 

—Ken von Roenn, 
Architectural Glass Art Inc.

Sohow can you avoid theft? Indus-
try expert and business consultant
Paul Bieber says no theft is 100

percent preventable, but there are steps
you can take, particularly when hiring
someonewhowill be dealing withmoney
at your company.
• Complete a thorough interview and
background check. “The applicant has
to be able to account for the last 12
years of employment,” says Bieber. “If
therewereany gaps inhis employment,
you want to understand those gaps.”

• Check references. “The owner
should speak personally with the
candidate’s references,” he sug-
gests. “Don’t delegate this because
it’s an importan tposition to hire.”

• Bring in your accountant. “The ac-
countant can verify the actual skills of
the CFO, which goes a long way to

prove that he is what he says he is,”
says Bieber.

• Talk to your insurer. “You want to verify
all people who handle significant
amounts ofmoney,” saysBieber. “They
should be bonded, and talk to your
local insurance agent to understand
the costs, the deductible and the cov-
erage. For example, you may be
bonded against theft from checking
but not petty cash.”
And how to recover? “If the person

just gambled and lost all the money,
you’re out of luck,” says Bieber. “But
you can sue them in civil court and if
you win you’ll get an attachment on
houses or cars. If they have no assets,
you’re out of luck. If the person went
out and bought a vacation home, you
can take it. But if they’ve just spent it
on casinos and booze, you lose.”

EXPERT OUTLOOK
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Bad Things
continued from page 55

Von Roenn gave Riedling an ultima-
tum: tell the truth or go to jail. “I told
her, ‘you have to tell me the truth and
you have to tell me now,’ and what she
told us was not true, so I told her we
were going to look into the books,” he
says. “Within about three hours it went
from $300 to $275,000.” The final total
was more than $750,000.

THE COMPANY TODAY
More than a year later, the company

is thriving—despite the major strain
placed on its financial standing.
“Financially we’ve just had to really

tighten our belts and focus on the
way that we do things,” says von
Roenn. “I think there’s a silver lining
to every cloud, and when this hap-
pened it really forced us to accelerate
some plans we’d been working on for
a number of years.”
It also has created a sense of team-

work at the company. “Everyone in the
company really pulled together and
it’s brought everyone closer together,”
he says. “We’ve all felt that the theft
occurred to each of us, not just some
anonymous company. Each of us in-
dividually has suffered.”
Looking back, would von Roenn

have done anything differently in his
hiring of Riedling? Not really, he says.
“In going back and looking at every-
thing, we did everything right,” he
says. “We checked her resume, we
called her references and we even
checked her criminal record and
nothing showed up as any concern.”
Shortly after his company discov-

ered her theft, though, they say they
learned this was not Riedling’s first
time to be accused of such theft.
“She’d stolen almost the same amount
from another company that she’d not
put on her resume,” he recalls. “We
found and out and talked to them and
discovered that they learned of it on a
Friday and talked to her on a Friday
afternoon, and on Monday afternoon
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they came in and their whole com-
puter system was crashed and they
couldn’t prosecute her for anything.”

In looking back at the hiring
process, AGA management had called
all of Riedling’s references. “The only
thing we overlooked was that she had
told us that during a period of about
five years she was working as the
bookkeeper for her husband’s com-
pany and staying at home with her
daughter,” says von Roenn, “when, in
fact, during that period she was work-
ing for this other company. We did
check, though, and found that her
husband had a construction company
and she was a co-owner and it was in-
corporated.”

Looking at Reidling’s time with
the company, its bookkeeping habits
were deemed to be in line as well.
“The police actually said that we had
one of the best systems of any com-
pany they’d ever seen that had been
embezzled,” says von Roenn. “It’s just
that she knew where the creases
were and could figure out how to
disguise things.” 

WHAT’S CHANGED
Despite a good system, von Roenn

says the incident with Riedling defi-
nitely encouraged the company to
change some procedures. “We now in-
volve our accounts more than we did
before, but the one thing I was really
concerned about was the whole issue
of trust,” he says. “For us, trust is re-
ally a pretty big deal of who we are,
and we’re a small company. Everybody
has a responsibility and they’re given
a lot of latitude to do things the way
they should be done. I didn’t want to
change the way we are and the way we
do things. I wanted people to feel I
still trusted them. That part is still the
same, we just added a few more
checks and balances in the system—
nothing really major, though.”

Von Roenn also has spent a good

deal of time encouraging his staff not
to let the incident hurt their morale.
“The thing I realized immediately
was the first inclination was to feel a
lot of anger, and that anger and all of
that negativity is really, really bad for
the organization,” he says. “In the be-
ginning I got everyone together and
told them ‘you are going to have to
stop all the negativity and put all the
anger away and you’re going to have to
find a way to forgive and let it go. All of the
negativity and anger was actually hurting

the company. It wasn’t going to make us
any better; it wasn’t going to change one
aspect of what we were doing.”

Today, the incident is behind both
AGA and its leaders. “It’s over, it’s done,”
says von Roenn. “It hurt the business a
lot. It put us behind, no doubt. We are
making the best of it, and we’ll come
through this and we will be a better
company. It’ll just take us a little longer
to get there.”
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6 WHEELED  
FABRICATION CART

HEAVY DUTY TRANSPORT RACK*

*note: shown with optional caster kit
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depositing the checks that arrived.
“[She also was] padding the payroll,”
says Clark. “She had two brothers who
worked here, and she padded one of the
brothers’ payroll records—for a total of
$30,000 over the years.”

When Clark first heard accusations
from another employee that Denny had
been stealing, he didn’t believe it. “I told
him, ‘you can’t just accuse someone of
something like that; you’ve got to have
proof,’” he recalls.

Shortly after, the employee stayed af-
terhours and allegedly caught Denny
stealing $750 from the company’s safe.

WHAT’S CHANGED
Today, Lafayette Glass Co. has made

one main change to prevent possible
theft—or at least reduce the risk for it—
in the future. “I have a son, Chris, who’s in
the business, and all checks have to be
signed by either him or myself,” says
Clark. “No one else has any check-sign-
ing authority.”

He promoted an office assistant to
bookkeeper, but she doesn’t have check-
signing authority the way Denny did.
“It’s sad that you can’t trust people to do
the right thing, but that’s the way it is.”

He warns others that trust often is
overrated unfortunately. “Don’t be so
trustworthy of all your employees,” says
Clark. “I trusted [Denny] too much and
I put too much control in her hands. I
never would have expected this from
her. It just goes to show you that not all
people are honest.”

The company doesn’t expect to get any
retribution for what has occurred, unless
a civil suit is filed against Denny.    �

Bad Things
continued from page 57

WhenDennis Clark,president
of Lafayette, Ind.-based
Lafayette Glass Co., discov-

ered that a now former employee had
allegedly stolen in excess of $100,000
from the company, the business was left
with just a mere $4,000 in the bank and
approximately $70,000 in overdue ac-
counts payable.

Clark’s company was saved because he
had saved up enough personally to be able
to invest back in the business. “We’ve been
in the business for 66 years and we’re well-
respected with our creditors, and they
even offered to give us assistance, ex-
tended times and so forth, but I didn’t
need to do that,” he recalls. “Had I not been
in a financial position where I could put
more money into the company we prob-
ably would not have been able to do this.”

What Clark discovered was that the
employee, Christina Denny, had al-
legedly been stealing from the company
in a variety of ways. Denny had been
with the company for 19 years. “Natu-

rally, we trusted her,” Clark says. “We
brought her through the ranks, so to
speak, and she was almost like a daugh-
ter to me … We know it’s been happen-
ing since 2001. I think it started out that
she was taking a little bit and then a lit-
tle more, and then she started taking
everything she could get her hands on.”

The company discovered the alleged
theft in 2009 and contacted the local po-
lice, who eventually turned the case over
to the state. “They subpoenaed all of her
bank accounts and credit cards and
they’re the ones who really found out all
the things she was doing,” recalls Clark.
“We would probably not have realized that
it was anything near that kind
of money.”

As in many cases of embez-
zlement, Denny’s alleged theft
took on several forms, ac-
cording to Clark. For example,
she was taking all of the cash
that came into the company
on a daily basis and only was

LEFT WITH
$4,000 IN THE BANK

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

receive the latest updates.
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Taking the Next Step Toward Point-
Supported Glass Requires Sound Understanding
by Ellen Rogers 

Rights of Passage 
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Hamilton Terrace at the Kimmel Center in Philadelphia features a 4,200-square-foot point supported, insulating glass
structural wall system.
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Take a close look at most any
major street decked out with
storefront after storefront. How

many do you see that feature some type
of structural glazing? Glass canopies?
Balustrades and railings? Small-scale
point-supported facades are popping
up almost everywhere. And according
to industry experts many contract
glaziers are comfortable taking on these
projects—the smaller-scaled projects,
that is. 
Though many contract glaziers have

become increasingly comfortable with
this type of work, there is still a segment
reserved for the elite—not many
glaziers will be comfortable taking on
such a scope. There are questions to ask
and answers to find; architects, builders
and owners to convince; engineering
and system selection must be precise.
Some contract glaziers are well-versed,
knowledgeable and prepared; others are
hesitant, for the risks can be significant. 

All That Glass
For decades architects have been on a

quest for transparency. Point-supported
(i.e. point-fixed) glass systems help
meet this need. Such systems can be
classified into the broader category of
structural glazing, and the façades are
typically characterized by exposed
structural support systems that use
tensile elements as a means to demate-
rialize the structure. 
“The development of this building

type has been driven by the pursuit of
transparency in the building envelope,”
says Mic Patterson, director of strategic
development for Enclos. “Structural
glass façade technology has bloomed
and matured over the past four decades
yielding a great variety of novel appli-
cations. While still emergent, the tech-
nology is no longer largely
experimental as it was in the early
years.”
Patterson says while experimental in-

novations are still emerging and will
continue to do so, it is no longer all
about transparency. 
“Just as often now it is about the ex-

pression of structural innovations. One of
the biggest changes in this market niche is
the emergence of a robust and mature in-
frastructure to facilitate the delivery of
structural glass façade applications,” he
says. “Material suppliers, fabricators and
specialty consultants and contractors ex-
perienced and familiar with the technol-
ogy now populate the industry.”

Ed Zaucha, CEO of APG International
in Absecon, N.J., says many of the changes
in the point-supported market in the past
decade involves hardware elements. For
example, he says fittings have gone from
fixed fittings to articulating fittings.
“We are also seeing the sizes of glass

lites becoming larger and larger,” he says.
“This is generally a constraint in the
United States because of the limitations of
our glass fabricators but more and more
architects are requesting larger sizes.”
Jeff Haber is a partner with W&W

Glass Systems in Nanuet, N.Y., which has
two segments: a contract glazing firm
and also that of the North American dis-
tributor for the Pilkington Planar Sys-
tem. His company works with some of
the country’s largest glazing firms and
he says he’s seen two distinct markets.
“There is one for architecturally chal-

lenging projects, those with complex
geometries, loading and glass types and
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continued on page 62

The exterior of the Mall of Arabia in Jeddah, Saudi Arabia, consists of 6,500
square meters of custom tie rod wall with solar control glazing.

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

www.usglassmag.com/de/1012p60
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then there is the smaller, everyday
point-supported glass--simple geome-
tries, simple loading, etc.,” says Haber.
“On the higher end there is still only
about a handful of vendors and this is
still a hugely popular market.”
He adds, though, that at his company

they have seen increasing interest.
“But I think the

market is a dual-
edge sword: we all
complain about
eight companies
bidding on the
same job, but at the
same time that in-
terest may also help
open doors, be-
cause then owners
will see it and the
architects will design what they thought
they could never have done.”

Comfort Zone
Many involved in the field of point-

supported glazing agree that they are
seeing  more and more getting involved. 
Zaucha, however, points out that his

company only works with union labor
“because of the need for safety, training
and core competence. They are very
comfortable with these applications.
However, most contract glaziers are
not.”
Haber agrees that while some

glaziers are getting more comfortable,
others have learned the hard way.
“They bought on price and did not

appreciate the intricacies that go into
this [type of] building,” he says, adding
that from what he has seen, overall
there is a high level of sophistication
and craftsmanship. 
“Quality has come up in the states

over the last ten years. [Our company]
has aligned itself outside of the New
York City area with high-quality
glaziers in various cities throughout the
United States.” He explains that, for ex-
ample, they send qualified foremen to
the jobsite to explain how to build the
system correctly, safely, etc.  

Changes All Around
Part of the reason for the growing in-

terest in point-supported glazing still
falls back on architects’ increasing de-
sire for transparency. To reach that level
of aesthetic, though, products have also
had to evolve. As such, the industry has
seen advancements in laminates/multi-

ply laminates, embedded fittings, sili-
cone adhesives, etc.
“And when all are used appropriately

together it can result in more trans-
parency, but, the more transparent the
wall the more expensive it becomes,” says
Haber, explaining that these advanced
components come at a premium. 
Patterson agrees.
“Currently there are several systems

in which the fixing is laminated be-
tween two pieces of glass, leaving an
uninterrupted outer glass surface. The
Europeans are actually bonding the
point fixings to the glass rather than
mechanically attaching them, a strategy
that eliminates the need for any glass
drilling,” he says. “And some designers
are making use of new high-perfor-
mance interlayer materials to fix the
glass in place, which eliminates the
need for bolts entirely.”

Searching for Answers
Despite the growing popularity, there

are still concerns, questions and chal-
lenges. The systems are expensive and,
according to some experts, some com-
panies offer products not fully tested and
warranted. Haber says there are still con-
tract glaziers that take the easy way out,
“which hurts the industry in the end. It

can’t always be about the lowest prices,”
he says. “You have to want a quality, safe
project. Saving ourselves from ourselves
is the biggest challenge.”
He adds, “Yes, everyone has clamped

down on prices these past five years, but
glaziers have to take a stand for reason-
able prices and a reasonable product.”

Another con-
cern, Haber
points out, has
been “the advent
of the independ-
ent consultant
willing to design
and engineer
structural glass.
Some [consul-
tants] just do a
set of drawings,

give them to the glazier and let them go
buy glass, etc. It’s increased the jobs, but
watered down the quality.”

Open Mindedness
So, if point-supported glazing is ex-

pected to continue to increase in pop-
ularity, and more companies decide to
get involved, how can they ensure they
are well-versed in the technology?
“As with any new aspect of our

work, it’s all about education, training
and work experience,” says Zaucha.
“Point-supported glass walls and
other structural glass applications
aren’t something you simply buy off-
the-shelf and read about it in a cata-
log. It requires proper engineering,
design and execution. It isn’t cheap so
those who choose to spend the time,
effort and money to get into the mar-
ket are somewhat protected because
the barriers-to-entry into the field are
much higher than other markets in
our industry.”
He adds, though, “Unfortunately,

very few U.S. manufacturers and fabri-
cators are investing time and money
into research and developments, so
leading designs are emanating from
Europe and slowly migrating [here].”
Also, companies should seek out

continued from page 53
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I think the market is a dual-edge sword: we all
complain about eight companies bidding on the
same job, but at the same time that interest may
also help open doors, because then owners will
see it and the architects will design what they

thought they could never have done.
−Jeff Haber, W&W Glass Systems

Rights of Passage 
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others experienced in the field for guid-
ance and support.

“They need to work with a qualified
company that offers a complete pack-
age of engineering, material and super-
vision and will help them prepare,” says
Haber. “It’s in the vendor’s best interest
if the glazier makes money because
then they will come back.”

Fast Forward
What’s next for point-supported

glass? Many will tell you the future is
ripe with opportunity—but more
changes are expected. 

In the end, though, everything about
these structures, their popularity,
growth and future demands, falls back
on one critical component: safety.

“Our fear is that there is a cata-

strophic failure of the
product in use where there
are injuries or lives lost and
that casts a cloud over the
product range,” says Haber.
“It’s avoidable and we, as
an industry, can step up
and do the right thing for
all of us.”

Simply put, Zaucha says
everything about these projects
is a challenge, and that must be
factored in on every job.

“There is no use in trying to
oversimplify this—it is compli-
cated work and there are no
shortcuts,” says Zaucha. “If you’re
not willing to do the research
and training then find another
field; someone can get hurt.” �

Ellen Rogers is an editor of
USGlass magazine and the
Architects’ Guide to Glass &
Metal magazine. She can be
reached at erogers@glass.com.
Follow her on Twitter

@AGGmagazine and like AGG magazine on
Facebook to receive the latest updates.
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Completed in 2010, the L.A. Live Tower and Residences (above and
inset) features amore than 20,000-square-foot point-fixed structural
glass facade installed by Enclos/L.A. Live Tower & Residences. Ph
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ShowCase

decorativeglass
Galaxy Expands Options

Galaxy Glass & Stone has released an
array of new decorative glass colors, in-
cluding a number of contemporary col-
ors, cool neutrals in grey and white,
muted colors such as coral spice and
golden sunrise, and deep rich colors in-
cluding hot fuchsia.

Officials say their new offerings aim
to incorporate the latest trends in color
and design with the versatility of deco-
rative glass lamination and custom
glass printing. 

Glass is available with both smooth
and textured finishes and various
grades of translucence. A variety of in-
terlayer options also are available, from
a striking or subtle interlayer incorpo-
rating fabric, metal, film to an illustra-
tion of almost any kind.
��� www.galaxycustom.com

Glass on Glass
Pulp Studio of Los Angeles offers a

new series, Fragmento, which company
officials say encompasses thousands of
pieces of glass, of all shapes and sizes.
These pieces are then fused together
onto another piece of glass and lami-
nated. According to a company release,
the glass can be textured on one or two
sides, with the option of a mirrored
back for wall applications.
��� www.pulpstudio.com

commercialwindows
Handling More Pressure

After additional testing, Kawneer
Co. Inc. has enhanced its AA 3350
IsoPort Window, according to the
company. The first model of this
product was initially suited for appli-
cations requiring a design pressure of
50 psf. The window can now meet the

design demands of
70 psf amounts of
pressure. The im-
proved window is
also now compati-
ble with more pan-
ning shapes and
includes applied
muntin grids, ac-
cording to the com-
pany. This model is
available in single-
hung, double-hung,
horizontal sliding
and fixed configu-
rations and has a
polyamide thermal
break structure that
company officials
say meets current
energy codes.
���www.kawneer.com

When replacing failed insulating
glass units (IGUs), a concern to
glaziers and their customers is how
many more units may soon fail.
Many times it makes sense to re-
place soon-to-fail IGUs when re-
placing already-failed fogged IGUs.
On-site testing can be done inside
or outdoors at any place on the
glass to find the near-failure IGUs.
Jim Spetz Consulting in The Vil-
lages, Fla., has developed handheld IGU testers that weigh
less than a pound and single suction cup testers that weigh
three pounds. According to information provided by the com-
pany, these testers are one-third the weight and a quarter of
the cost of D-100 ASTM E-576 testers. The new testers come
with instructions on their use and how to perform the tests,
which are in the process of becoming an ASTM procedure. 

Jim Spetz explains that sealed IGUs have desiccated air
space and the relative humidity in the air space is less than

0.01 percent. If the seal is breached
the desiccant becomes fully loaded
with moisture vapor and the rela-
tive humidity in the air space is
100 percent. One-hundred percent
humidity, always-damp glass
causes permanent fog and cloud-
ing on the glass surface of the IGU.
The test is designed to get the 1-
inch diameter area of the glass
very cold. If the air space is dry, no

moisture condenses inside the unit at the very cold spot. If
there is a seal problem, a combination of ice crystals and
water condenses inside the unit at the cold spot.

Commercial IGUs made with ¼-inch thick glass require a
5-minute test time. When using three suction cup-attached
testers and a handheld tester on the fourth unit, users can
average eight to ten sets of four units in an hour, according
to Spetz. Test times should be doubled if the glass is lami-
nated, Spetz adds.

Test IG Units
F O R  F A I L U R E

Jim Spetz Consulting can be contacted at jimspetzpe@aol.com

— ADVERTISEMENT —

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

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

http://www.galaxycustom.com
http://www.pulpstudio.com
http://www.kawneer.com
mailto:jimspetzpe@aol.com
http://www.usglassmag.com
http://www.usglassmag.com
http://www.usglassmag.com
http://products.usglassmag.com
http://products.usglassmag.com
http://www.usglassmag.com/digital
http://www.usglassmag.com/digital
https://www.cdsreportnow.com/renew/now?USG
https://www.cdsreportnow.com/renew/now?USG


www.usglassmag.com October 2012  |   USGlass, Metal & Glazing 65

glass
Adapting to the Elements

PPG Industries has revealed the
SUNGATE 600 glass, which has the
ability to heighten a commercial build-
ing’s insulating potential against a mul-
titude of climates. The SUNGATE 600
glass has a versatile low-E glass surface
and is 25 percent smoother than the
coatings on traditional pyrolytic coated
glasses, according to the company.
When presented with colder tempera-
tures, the SUNGATE 600 glass has a
configuration that yields 20 percent net
gain in U-value without the need for
triple glazing. When seeking more
warmth in an average climate, the SUN-
GATE 600 glass coat reduces heat loss
and provides a U-value of 0.33 while
maintaining heat and visible light
transmittance of 71 percent. 
��� www.ppg.com

doorsandwindows
A Slim Figure

PandaWindow & Door now offers a
wider selection of multi-slide door sys-
tems with both the Slim Profile Lift and

Slide Systems additions. Both products
feature a 40 percent slimmer sight-line
than other Lift and Slide products pre-
viously available from Panda, according

to the company. The S.85 is non-ther-
mally broken aluminum and the S.87 is
thermally broken for better weather
performance.
��� www.panda-windows.com

windowfilm
Set the Sunscape

Madico Inc. has introduced its new
Sunscape window film for both com-
mercial and residential use. The new film
line includes a full range of solar control
products including the new Purelite 60, a
light window film that provides balanced
solar performance with an attractive
natural appearance on glass. 

Sunscape includes a dealer pro-
gram with comprehensive marketing
support, including a consumer web-
site with lead-generating custom
dealer pages. 
��� www.madico.com �
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NewsMakers

promotions
Guardian Industries has hired Bill

Widmann to serve as its vice president
of sales and marketing for its North

America Flat Glass oper-
ations. Widmann over-
sees Guardian’s team of
sales and marketing pro-
fessionals for its North
American products and
services including its
commercial, residential
and interiors product
lines. 

Before joining Guardian, Widmann

served as vice president of sales for
Rehrig Pacific, an international plastic
packaging manufacturer.

Widmann reports to Mark Lacasse,
group vice president,
North American flat
glass, who was named to
this position when Scott
Thomsenwas promoted
to the role of president of
Guardian Glass last year. 

Lacasse oversees all
aspects of flat glass op-
erations in North

America, which includes the com-

pany’s seven float glass plants and
four fabrication facilities, as well as
marketing, sales, financial, business
development and services. Lacasse
was vice president of Latin America
before taking on North American op-
erations last year.

Sasu Koivumäki has been ap-
pointed Glaston’s new chief financial of-
ficer, effective October 1. He succeeds
Tapio Engström, who is leaving the
company as of October 19. Engström
also served as a member of the com-
pany’s executive management group.

Bill
Widmann

Mark
Lacasse

obituaries
Shirley Palmer-Ball,
Louisville, Ky. 

Long-time owner of
Palmer Products Corp.
and industry legend
Shirley Palmer-Ball
passed away on Friday,
August 17, 2012, sur-
rounded by family. He
was 82. Palmer-Ball, a
man known for his gen-
uine nature and

friendly demeanor, brought Palmer
Products to new heights in his 50
years in the glass industry. The
Louisville, Ky., company, originally
founded by Shirley Palmer-Ball’s fa-
ther, Lawrence B. Palmer-Ball Sr., is
known for manufacturing friction ma-
terials and a line of mirror adhesives.
Palmer-Ball, an army veteran who

served in Germany from 1951-1953,
was named to the Glass Industry Hall
of Fame in 1995 and was named one
of the glass industry’s “People to
Watch” by USGlass magazine in 2002.
“Within the glass industry, I would

like to be remembered as someone
who would not compromise my stan-
dards and always worked to make a
good product better,” said Palmer-
Ball in a 2002 interview with USGlass
magazine. “I want to be remembered

for the excellence of my company’s
products and as someone who worked
to educate installers on the best and
safest way to install a mirror. That also
translates into my life in general. I re-
ally believe that if something is worth
doing it is worth doing well.”
Palmer-Ball listed his father and

Mark Twain as his personal heroes
and shared that the two things in
business that made him the most
angry were dishonesty and shoddy
workmanship.
Palmer-Ball is survived by his wife of

57 years, Helen Howell; his six chil-
dren, Elizabeth Rosene, Missy Bush,
Ginny Brown, Lawrence B. Palmer-Ball
II, Connie Roitman and Chris Palmer-
Ball; eleven grandchildren, Dorothy
and Peter Rosene, Helen and Marnie
Bush, Ginna and Laura Brown, Harri-
son, Rebecca and Sam Palmer-Ball,
and Aaron and Molly Roitman; and his
beloved dogs, Ellie and Allie.
In lieu of flowers the family re-

quests expressions of sympathy in
the form of donations to the Rotary
Promise Scholarship Project c/o the
Rotary Club of Louisville, 401 W.
Main St., Suite 810, 1 Riverfront
Plaza, Louisville, KY 40202 or the
charity of your choice. (Also see ap-
preciation in September 2012
USGlass, page 4.)

James J. Price,
Pemberton, N.J.
James Joseph Price Sr., 89, of

Pemberton, N.J., passed away in
late August, at Princeton Medical
Center. Price was one of the
founders of Hordis Brothers, which
was one of the largest glass com-
panies in the country until its sale
in the 1980s.
He is survived by his wife of 67

years, Elizabeth, his son, Robert
(Bob) Price, national sales director
for J.E. Berkowitz L.P., along with two
other sons, four daughters, 15
grandchildren and four great-grand-
children.
A veteran of the U.S. Merchant

Marines, Price served all over the
world during World War II. Aside
from serving his country, Price was
also successful in the glass industry
and took great pride in providing for
his family and friends, according to
Bob Price.
“My father was well-liked and re-

spected by his peers surrounding the
glass industry,” says Bob Price. “He
was known as a legend to the ones
who met and knew him.”
In lieu of flowers, the family re-

quests that be made to the National
Multiple Sclerosis Society, P.O. Box
4527, New York, NY 10163.

Shirley
Palmer-Ball
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Three coatings. ONE machine.
Ceramic. Silicone. AND Transparent.

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

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

E-mail: sales@uniontoolcorp.com

The Union Tool Corporation

574-267-3211
www.uniontoolcorp.com

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

Financing
Options
Available

Koivumäki previously was in
charge of Glaston’s operations in
North America. Before moving to the
United States, he worked as Glaston’s
Group Treasurer from 2006 to 2009
and as managing director of a
Finnish subsidiary of Glaston from
2004 to 2006. 
With this promotion, Koivumäki will

become a member of Glaston’s execu-
tive management group and will report
to president and CEO Arto Metsänen.

YKK AP America has promoted
both Troy A. Hein and Warren D.
Saunders Jr. to the role of senior ac-
count managers. According to the
company, the two have met the quali-
fications of the position under its
America’s Sales Force Career Develop-
ment Program.

Bradley Voreis has been named
vice president of oper-
ations for Glass Doctor.
He succeeds Doug
Dotson, who recently
resigned to run his
own Glass Doctor fran-
chise (see related story
in August USGlass,
page 24).
Voreis has served for

the past year as franchise consultant
at Glass Doctor for more than 30
franchisees across the U.S. Prior to
working with the corporate office, he
served as chief financial officer and
operations manager at the Glass
Doctor of North Texas franchise,
owned by Larry Patterson. Voreis has
a degree in economics from Denison
University.

newhires
Consolidated Glass Holdings Inc.

(CGH) has hired Chris Grilliot as vice
president of sales for the
security glass division of
Global Security Glazing
(GSG). GSG is one of sev-
eral portfolio companies
that operates under the
CGH portfolio, including
Columbia Commercial
Building Products, Cus-
tom Components and

Hawkins Architectural Products.
Grilliot has more than 15 years of

sales and marketing experience with
an emphasis on industrial manufac-
turing from companies such as
Guardian Industries and Kane Deten-
tion, as well as experience in the aero-
space trade. �

Bradley
Voreis

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

and Spa in San Diego.
“Our members are very excited about the annual con-

ference,” says GANA director of marketing and commu-
nications Brian Pitman. “San Diego was chosen by the
majority of our members as the location for the event
next year, which will continue the successful format we
used this year in mixing association business, technical
work and dynamic presentations from the industry on
new products and issues of concern for the entire ar-
chitectural community.”
GANA also has announced dates for its Building En-

velope Contractors (BEC) Conference through 2015.
Next year, the BEC Conference be held at the Planet Hol-
lywood Resort & Casino in Las Vegas on March 17-19. In
2014, the event will return to the Planet Hollywood Re-
sort March 16-18. The BEC Conference 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   �

GANA Sets Annual
Conference for January
21-25 in San Diego

Reviews&Previews
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Up&Coming
NORTH AMERICAN EVENTS

October 14-17, 2012
AAMA National Fall Conference
Sponsored by AAMA
Hyatt Regency Tamaya
Santa Ana Pueblo 
(Albuquerque), N.M.
Contact: AAMA at 
847/303-5664

October 15-18, 2012
Aluminum Week
Sponsored by the Aluminum
Association (AA), Aluminum
Extruders Council and Aluminum
Anodizers Council
Renaissance Chicago Downtown
Chicago, Ill.
Contact: AA at 703/358-2966

November 8, 2012
GANA Northeast Roundtable
Sponsored by the 
Glass Association of 
North America (GANA)
Renaissance Newark 
Airport Hotel
Newark, N.J.
Contact: GANA at 
785/271-0208

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 aamanet.org

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

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

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

October 23-26, 2012
glasstec 
Organized by Messe Düsseldorf
Düsseldorf Fairgrounds
Düsseldorf, Germany
Contact: Messe Düsseldorf
North America at 
312/781-5180

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

October 23-26, 2013
Vitrum
Sponsored by the Italian 
Machinery Manufacturers 
Association (GIMAV)
Fiera Milano
Milan, Italy
Contact: GIMAV at 
39 02 33 00 70 32   �

Send your events to
editor Penny Stacey at
pstacey@glass.com
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New Self Propelled 
Glass Cadet by 

Arlington Equipment

Big machine performance 
in a compact package
• Handles and installs glass and

unitized work pieces to 800 lbs
• Powered manipulation eliminates

manual installation labor
• Self-propelled 
• Easy to operate, automatically

maintains work piece perpendicular
to ground while lifting

• Light weight, requires no counter
balancing

• Proportional, robotic precision
controls

• Up to 6 modes of powered
manipulation

• Easily transported in van or
pick up truck

Built and supported 
with pride in the USA

Contact: 800-826-9022 
or 518-798-5867

Email: info@GoToArTech.com

Online at: www.GoToArTech.com
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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 

Metals, General

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

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

COMMERCIAL
WINDOWS
Commercial Windows,
General

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

Fire-Rated Windows
SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street

San Francisco, CA 94124-1432
P: 888/653-3333 F: 415/824-5900
www.safti.com
info@safti.com

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

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

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

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

TM

continued on page 72
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DOORS
Bullet Resistant
Total Security Solutions, Inc.
170 National Park Drive
Fowlerville, MI 48836
P: 866/930-7807
www.tssbulletproof.com

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

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

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

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

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

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

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

Door Frames, Metal

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

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

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 
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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 

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 �

A Site Designed 
Exclusively for 

Contract Glaziers
from USGlass 

Magazine 

Visit
usglassmag.com/
contractglazing
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Something Missing?
Place your listing today. Prices start at 
just $350 per year. Don’t miss out! 
To place your listing, please

contact Tina Czar at 540/602-3261 
or email tczar@glass.com.

across the aisle glanced at him as he
was mouthing off to an attendant he
snarled and told her “to mind her own
business.” As he finished his third
drink, which he claimed was as wa-
tered down as the first, he unbuckled
his seatbelt and headed to the wash-
room… in his bare feet!
And I had to wonder … what kind of

a person walks around an airplane in his
bare feet?  
The flight landed in Cleveland where

we picked up a few more passengers and
to my pleasant surprise, we were re-
leased to take off for Chicago. Mr. Ob-
noxiouswas even more disagreeable on
the second phase of the trip. Fortunately,
however, he made several barefoot trips
to the washroom during the second leg
which gave me some complaint-free and
odor free moments. Unfortunately,
though, he always came back.

And I had to wonder … how do his
coworkers stand him? How does he stand
himself?  
Finally, mercifully, the plane landed

and we were allowed to get off. But Mr.
Obnoxious seemed to have lost one of
his shoes during the flight and started
complaining to the flight attendants.
They assumed that it had slid forward
during landing and assured him he
would find it once everyone was
out of the way. As I left the plane,
I saw him crawling around the
floor looking for the missing
footwear while muttering some-
thing about not having an extra
pair in his luggage. 
And I had to wonder … does

this airport have a shoe store? Open
at this hour of the night?
I found my car, headed for

home and pulled into my garage

about 40 minutes after leaving the air-
port. I got out of the car, opened my
briefcase, removed one low-cut tan
loafer from inside it, opened the
garbage can and deposited the smelly
shoe therein.
And I had to wonder … would it be

better to let my briefcase air out
overnight in the garage, or should I put it
on the back porch?    �

theBusiness
continued from page 76

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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Products for SaleIndustry Services
All Machines in Stock

• Non-Autoclave Laminating Machine
for EVA, SGP (Dupont) & PVB

• Tempering Furnace - Flat & Bending
ALL SIZES

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

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

Bieber Consulting 
Group, LLC

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

YOUR AD COULD
BE HERE!
For a price quote, 
email your ad to:

jmulligan@glass.com 
or call Janeen Mulligan at 

540/602-3255 
for more information. 

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

October 22, 2012.  

Used Equipment 
USED MACHINERY
BOUGHT & SOLD

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

Monthly Newscast
• One-on-One Interviews
• Top Stories
• Industry Overviews
www.USGNN.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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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.
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37 Albat & Wirsam 905/338-5650 905/338-5671 www.a-w-software.com

69 Arlington Equipment 800/826-9022 518/743-8445 www.gotoartech.com

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

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

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

29 Degorter Inc. 800/34-9399 704/225-8290 www.degorter.com

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

24, 36, 59 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com

23 Glasstech Inc. 419/661-9500 418/661-9616 www.glasstech.com

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

5 Glaston Corp. +358 10 500 500 +358 10 500 6190 www.glaston.net

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

25 GlasWeld Systems Inc. 800/321-2597 541/388-1157 www.glasweld.com

11 Grenzebach +49 906 982 2000 +49 906 982 2108 www.grenzebach.com

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

37 I.M.P.A.C.T. 800/545-4921 202/393-1148 www.impact-net.org

9 IGE Glass Technologies Inc. 800/919-7181 561/741-3071 www.igesolutions.com

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

13 LISEC America 952/641-9900 952/641-9935 www.lisecamerica.com

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

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

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

6-7 Oldcastle BuildingEnvelope™ 866/653-2278 310/264-4703 www.oldcastlebe.com

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

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

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

19 Salem Distributors 800/234-1982 336/766-1119 www.salemdist.com

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

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

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

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

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

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

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

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

Winter storms across the
West and Midwest had
caused hundreds of flight

cancellations and the situation at BWI
International Airport on this particu-
lar Friday evening was somber, bor-
dering on depressing. Most travelers
had already given up and headed to
the local hotels but I wasn’t ready to
abandon hope just yet. 
The weary agent working the United

counter had told me there was still a
chance, however slim it might be, that I
could get back to Chicago by way of
Cleveland on what would be the last
flight out. But I had also been warned
that while I might make Cleveland, I
may not get any farther.

And I had to wonder … was I better
off trying to get halfway home or calling
it quits and trying to get a meal and
some rest? 
I heard his voice long before I actu-

ally saw him. His language was coarse
as he screamed into his cell phone.
“Someone is going to pay for this,” he
yelled. “United Airlines has no idea who
they’re dealing with.”

And I had to wonder …
was this guy simply hav-
ing a really bad day,
or had he been ge-
netically pro-
grammed at
birth to be
obnox-
ious?

The annoying man, who was now
standing directly behind me in line, con-
tinued on with his cell phone conversa-
tion, and it didn’t take long to learn that
he was a personal injury attorney who
was on his way to Chicago for a very im-
portant meeting the next morning. He
was also quite clear in stating that “if
United knows what’s good for them,
they’ll get me to Chicago tonight, or else.”

And I had to wonder … or else what?
Would he file a suit against them because
the weather prevented the airline from
taking him to where he wanted to be?
Would he name Mother Nature as a co-
defendant? 
With the exception of the loud and

obnoxious lawyer, it was unusually
quiet in the terminal, but, because there
was only one agent, the line moved
slowly. After a prolonged period of in-
activity, the obnoxious one tapped me
on the shoulder and as I turned to see
what he wanted, he barked at me. “No
cutting in line, pal. You gotta wait your
turn just like the rest of us.” 

And I had to wonder … does he really
think I cut in line ahead of

him, or had he been so en-
grossed in his cell phone

conversation that he
didn’t notice any-

one around him?
Before I
could an-

swer, the 

gentleman in front of me, with whom I
had made small talk when I first got in
line, informed Mr. Obnoxious that I had
not cut in line but had indeed been there
for some time before he had arrived. Mr.
“O” grunted and mumbled something
about the two of us being in a line-cut-
ting scheme together. The line moved
along and ultimately, the soft-spoken
ticket agent announced that we were
going to board and head to Cleveland.

And I had to wonder … will the night
be spent in a rented bed in Ohio, or at
home in my own?
Because the plane was a small com-

muter type, the boarding process didn’t
take long at all. We pushed back as soon
as everyone was in their assigned seats
but to my complete chagrin, I now found
myself seated next to the obnoxious one.
I had the window seat. He had the aisle.
And immediately, there were two things
that struck me about him. First, he was
sorely underdressed for a trip to Chicago
in the winter. He had on a short-sleeved
shirt with lightweight linen trousers. His
shoes were low-cut tan loafers and he was
wearing no socks. Secondly, he had an of-
fensive odor about him. 

And I had to wonder … has this guy
never experienced a Chicago winter be-
fore? And did they not have hot water
and soap wherever he was before com-
ing to the airport?
Just a few minutes after being seated,

my mouthy back-of-the-plane flying
partner removed his shoes and the
odor intensified immediately. As the
flight began, so did his complaints. The
pretzels were stale, the drinks were bad,
and the service was too slow. Nothing
seemed to please him. When a lady

And I Had to Wonder …
b y L y l e R . H i l l

continued on page 73
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Glazing the Trail to Sustainable Design... 
Announcing the latest addition to the GLASSWERKS line of Innovative Products 

BIRDS SEE IT, YOU DON'T…

Now Made in North America
Exclusively at 

                 For information please contact Ed Rosengrant at Glasswerks L.A. Inc. 
                            1. 
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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.

SEE US AT GLASSTEC
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Act 
Now!

2. Please check ALL the products and services your company 
buys/sells:
C ❏ Flat/Fabricated Glass F ❏ Architectural Metals
D ❏ Windows/Window Hardware E ❏ Doors/Door Hardware
G ❏ Bent, Etched, Beveled Glass H ❏ Machinery 
O ❏ Mirrors/Mirror Products & Equipment
J ❏ Plastic/Glazing Alternatives I ❏ Insulating Glass
K ❏ Storefronts/Curtainwall L ❏ Sealants/Adhesives
M ❏ Glaziers’ Hardware, Tools P ❏ Coating/Tinting/Film
N ❏ Shower Door/Tub Enclosures
Q ❏ Other (please describe): _______________________

4. Classification by title (choose the best):
A ❏ Manager B ❏ Sales C ❏ Purchasing
D ❏ Installer E ❏ Other_______________________

6. What other publications do you receive:
B ❏ Glass Digest A ❏ Glass Magazine C ❏ Neither

7. Please check all the organizations that you are a member of:
A ❏ AAMA   B ❏ GANA   C ❏ NGA   D ❏ AGA   E ❏ IGMA

1. Please check the ONE category that BEST describes the business activity of
your company:
1000 ❏ Fabricator 1100 ❏ Manufacturer
2000 ❏ Contract Glazier/ 3000 ❏ Distributor/Wholesaler

Glazing Subcontractor 3100 ❏ Architect/Specifier
5000 ❏ Services to the field 4000 ❏ Retailer/Dealer
6000 ❏ Other (please specify): ______________________________________

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

5. Number of employees at this location:
A ❏ 1-4 B ❏ 5-9 C ❏ 10-19
D ❏ 20-49 E ❏ 50-99 F ❏ 100+

Subscribe to USGlass® magazine for FREE by faxing this form to 630/482-3051, 
mailing to P.O. Box 9, Batavia, IL 60510-0009, or visiting us online at www.glass.com/subcenter.

I want to start/continue my FREE SUBSCRIPTION to USGlass magazine: ❑ YES ❑ NO
I would like to receive my subscription in the form of: ❑ PRINT ❑ DIGITAL
My business is engaged in the glass, metal and/or glass-metal products and services field. ❑ YES ❑ NO
❑ Check here to also subscribe to the free, daily USGlass e-newsletter, USGlass News Network (USGNN).
Subscriptions are free to all qualified recipients. Digital edition is free worldwide. Addresses OUTSIDE the U.S., requesting the print edition, will be billed $45 for postage
fees. By subscribing and signing this form, I also agree to allow publisher to contact me via fax, email and/or telephone in the future.

Signature: ___________________________________________
Date: _______________________________________________
Phone: _____________________________________________
Fax: ________________________________________________
Email: ______________________________________________MAKE ANY CHANGES ON THE LABEL AS NECESSARY

Act 
Now!
Don’t miss a 
single issue 
of USGlass
magazine
(and It’s 
Absolutely Free)

PROMO: US1210

Dear Reader:

We’d like to keep sending you USGlass magazine free of

charge, but we need your help. Once a year, postal and

audit regulations require that we update your information.

Please complete the form below and pop it in the mail.

That’s all it takes and you’ll keep receiving USGlass for a

whole year—and we won’t have to ask you again. Please

help us keep costs down by sending this form back TODAY!

Thank you in advance,

Debra Levy
Publisher
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