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28 Intangible Tools 
From webcams to Cloud-based surveys, glazing
contractors are finding that digital technology is
reducing the muss and fuss of construction timetables.

Uploads, Upgrades 
and Installations 
Whether purchasing software or modifying an existing
product, glass companies have many options—but the
selection is not always easy.

The “Battle for the Wall”
In his BEC Conference keynote Scott Thomsen,
president of Guardian Industries’ global flat glass group,
addressed the performance attributes of glass that can
help keep it a viable building component. 

Go, Go Gadget … 
Check out these recent developments designed to help
you be more efficient and productive at work.

Weathering the Storm
Glass Expo Northeast™ offered attendees two days
packed with educational seminars, networking
opportunities and supplier exhibits.

46
Three Stories You’ll Find Only Online:
• Glass companies talk about the apps they use the most. 

http://bit.ly/YXx5wH
• A day with a contract glazier. http://bit.ly/13XF5Co
• From Melting Pot to Salad Bowl. http://bit.ly/Y2BxHa
Visit www.usglassmag.com/digital and click the April issue to 
view these exclusive articles.
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Project:  Burlington Central Library

Location:  Ontario, Canada

Architect:  Teeple Architects
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without the loss of privacy, can be back-
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On Site with a 
Contract Glazier

We sent our newest team member,
Jenna Reed, on site with Custom Glass

Services. Keeping in sync with this
month’s theme, she texted 

in highlights of the day.
http://bit.ly/13XF5Co

And while you’re there …
Be sure and check out this month’s digital edition and App edition, complete with interactive 

features and details including videos, slideshows, enhanced photos and more.

Only Online
www.usglassmag.com

From Melting Pot to Salad Bowl
Demographics in the U.S. are quickly changing.
Kelly McDonald talked to Glass Expo Northeast
attendees about how this could impact business.
See for yourself here what she had to say.
http://bit.ly/Y2BxHa

How Glaziers Use the 
App For That

Get mobile and get moving! Learn what
apps and mobile devices members of
the glass industry find they are using

most frequently.
http://bit.ly/YXx5wH
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correctsafety.com

904-238-1070

 
800-227-7694 banom.com

Back stay helps protect  
the spine and holds the  
collar up.

Patch pocket protects  
the cut-resistant apron  
and can be used to  
store items.

Velcro closure can  
be opened with  
either hand.

Thumb straps prevent  
the sleeves from riding  
up the arm, but must be  
worn so they don’t catch  
on moving machinery.

® ® ® ®

BODY PROTECTION  
FOR THE GLASS INDUSTRY®
BODY PROTECTION  
FOR THE GLASS INDUSTRY®

Meets ASTM E2875/E2875M-12 
Requirements

Malvern, PA USA  |  Mississauga, Canada
Brussels, Belgium
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DearUSG

The Next Big Thing
Dear USG,
In response to “Reinventing the Com-

mercial Window” in the January issue,
Tab Glass & Window in Clearwater, Fla., is
a commercial contract glazing company
with relatively high project experience
using various types of vinyl products. A
former owner was a CertainTeed fabrica-
tor using early grades of vinyl stock to
make windows, and the work included a
Hilton Inn in St Petersburg, Fla., and a
townhome in Vero Beach, Fla.

We have always used mainly aluminum
suppliers, such as EFCO and YKK, for the
principal portion of our work on all types
of institutional buildings. However, in
today’s energy-conscious world the un-
derlying strong drivers are products fea-
turing thermal breaks. And what is the
material providing the break? Polyamide
and polyurethane, which match up with
the unplasticsed polyvinyl chloride uPVC
composition of Rehau’s products. When a
well-designed uPVC profile is steel loaded,
the resulting structural load “… can go
40 stories.”
Plus, European design was advanced

for many years compared to what the
American market required. For exam-
ple, tilt-turn windows offer superior
function for ventilation compared to
double-hungs. As a company that pro-

moted uPVC windows in Florida with
no success, the only barrier to accept-
ance was the resultant higher costs and
design parameters, which are offset
now by colors and textures (for wood
grain effects) available as laminations. 
Back to our experience. This included

one very custom, expensive house in
Redington Beach, Fla., which is suppos-
edly “the most sustainable house in
America,” and a multi-story, commer-
cial retail structure meeting an “island
design” concept built on the Gulf Coast

in Treasure Island, Fla., using Tiltco, a
Windoworld Group company. This also
included two residential houses using a
Simonton vinyl system designed for im-
pact protection. The total project’s valu-
ation was approximately $1.1 million.
In my office is a Rehau mockup for

vinyl curtainwall used extensively in
Europe. Anecdotally, two condo towers
were done in Galveston or Corpus
Christi, Texas, using a combination of
products. I can’t wait to work on a sim-
ilar project.
Thanks for the opportunity to write

about a material that I believe IS “the
next big thing.”

Carl D. Miller
President

Tab Glass & Window Corp
Clearwater, Fla.

Who Gets It?
Dear USG,
I read with interest the article, “Dis-

appearing Demountables,” in the Jan-
uary 2013 issue. Several months ago, a
close friend of mine who owns a com-
mercial office furniture business
called and wanted my opinion on a
new product line he was looking to
add. We went to a sales rep’s office and
he showed me a removable glass par-
tition system. I asked him if the glass
needed to be tempered since it ran to
the floor and he wasn’t sure. I asked
about available finishes and what was
the paint type and he didn’t know.
What he did know was that there were
a lot of these being sold through office
furnishing suppliers that had interior
design departments.
Looking into this further, I found that

if an interior designer is involved, the
furniture people get it. They buy a com-
plete package including glass from their
component supplier that is already fab-
ricated. When an architect, construc-
tion manager or general contractor is
involved, the glazing contractors get it.
We then buy stock lengths or some-
times fabricated frames unassembled
and use our local regular sources for
glass. I also found out that the furniture
guys are making a lot more profit mar-
gin than we are.
It was a good article and I love the

magazine.
Bill Wilson
President

Specified Systems Inc.
McMurray, Pa.   �
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How Guardian SunGuard helps 
improve patient care and recovery. 

With light.
Well-daylighted hospitals with outdoor views enhance patient care 

and recovery. That’s why HKS specifi ed Guardian SunGuard glass for 

the C.S. Mott Children’s Hospital, in Ann Arbor, 

Michigan. The combination of Neutral 40 and 

SuperNeutral 68 in an insulated glass unit 

delivers plenty of visible light and a low, 0.25

solar heat gain coeffi cient, all with lower

refl ectivity than previously possible, so patients

can easily see outside. HKS’s selection of SunGuard products 

also improved the building’s energy effi ciency and created a 

comfortable setting for children and families. The building is LEED 

Certifi ed Silver. For complete performance data, project photos 

and other ways to Build With Light, visit SunGuardGlass.com. 

Or call 1-866-482-7374.

UNIVERSITY OF MICHIGAN 
C.S. MOTT CHILDREN’S HOSPITAL
ANN ARBOR, MI

ARCHITECT: HKS

GUARDIAN 
SELECT FABRICATOR: 
Trulite Glass & Aluminum Solutions

GUARDIAN GLAZIER 
CONNECTION MEMBER: 
CGI

SUNGUARD GLASS: 
Neutral 40 on clear and
SuperNeutral 68 on clear

© 2013 Guardian Industries Corp. 
SunGuard® and Build With Light®

are registered trademarks of
Guardian Industries Corp. 

Please order glass samples for 
accurate color evaluation.

Neutral 40 on #2 
and SN 68 on #3
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Like smartphones have revolutionized how people communicate, BIM IQ® will revolutionize Building 

Information Modeling (BIM). How does it differ from BIM? Change the glass option or mullion design—only 

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

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

on your selections—no waiting. Visit BIMIQ.com and submit your project to see if it is a candidate for BIM IQ.®
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GANAPerspectives

G lobally, leaders of many indus-
tries are discovering the “magic
sauce” of professional develop-

ment. In the glass and glazing industry,
this approach to increasing the knowledge
and skills of a company’s professionals
can be rewarding in so many ways. Effi-
ciencies can increase, more projects can
be bid and completed successfully, com-
munication among employees and man-
agement can be productive and the
bottom line will show the effects of all
these enhancements. The question you
have to ask yourself is “how do we start?”
The answer, of course, is education.

VIEW IT ONLINE

In the United States, corporate spend-
ing on professional development is pre-
dicted to grow 2-3 percent over 2012
numbers, while job growth for training
professionals is predicted to grow by
nearly as much. Many in our industry,
though, are still wading through the quag-
mire of slow credit, cancelled or reduced
projects, remodeling versus new con-
struction and more. That environment,
plus the fear that things may pick up again
quickly, are leading most to look for an ed-

ucational tool that provides maximum
potential with a minimal cost. That
should lead you to take a look at GANA’s
Glasseducation.com website. Our library
of fabrication, manufacturing and glazing
presentations continues to grow, all at a
reasonable cost to members and others in
the industry.
Did you miss the BEC Conference last

month? The program featured every-
thing from economic outlooks and prob-
lem-solving to product performance.
Wish your guys had gotten to see some
of the great content provided by thought
leaders in the glazing industry? No prob-
lem, we have you covered. The entire
conference, as well as several of the prior
ones, were filmed and are being released
on the site for purchase and viewing.
Some of the best presentations were
about ways to avoid curtainwall failures.
Would that help your project manager?
What about your installers?
There are some who feel the glass and

glazing industry hasn’t matured into the
electronic age enough to support online
training, education and profes-
sional development, but the num-
bers prove the doubters wrong.
Additionally, the site works well on
mobile platforms, such as iPhone,
iPads and Android devices. An ever-
growing library of knowledge is
quite literally at your fingertips.

Why wouldn’t you take advantage of an
opportunity that is 24/7/365 and can
not only make your employees better
and smarter, but offer you a much better
looking bottom line?

DIGITAL AGE
Not convinced yet? Visit the website

today. Free presentations are mixed in
with the premium ones. See what op-
portunities await your workforce (or
even you.) And keep coming back,
because GANA has a library of more
than 200 presentations currently
being uploaded to the site. And we
will keep filming more, because (as
you know) this industry can turn on
a dime, and you need to be prepared
for that.
We hope you will visit the site today

and check out some presentations. You
won’t spend 2-3 percent more of your
bottom line for this professional devel-
opment, but one idea gleaned from a
great presentation could pay back much
more than that on your bottom line.   �

Electronic Learning
Don't Miss Out on Some Great Education

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

B r i a n  K .  P i t m a n is the
director of marketing and
communications for the Glass
Association of North America
in Topeka, KS.
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Websites, such as GANA's
www.glasseducation.com, can help
keep the industry informed about
changes and developments that can
improve businesses.

A growing library of knowledge is quite 
literally at your fingertips. Why wouldn’t you
take advantage of an opportunity that is
24/7/365 and can not only make your 

employees better and smarter, but offer you 
a much better looking bottom line?
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Introducing                            Low-e Glass

©2013 AGC Glass Company North America, Inc.  All rights reserved

Advanced glass coating technology from AGC gives new Energy Select the perfect 

balance of light and solar control to deliver maximum energy performance in 

every region of the country. The result is a product offering that not only provides 

the performance required by code, but also delivers the aesthetics you demand. 

That’s the beauty of new Energy Select.

Find out more at us.agc.com 

or email us at info@us.agc.com.

Architect: 
Giovanna Mar

TiSF Ingegneria

Padova, Italy

For Every Region. For Every Code. 

Learn more about 
Energy Select
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GuestBook

The Western Region of the U.S.
has a number of experienced
and capable glazing contractors

working diligently to remain compet-
itive in challenging times. They have
tightened their belts and bids to keep
their companies in the
black and their teams en-
gaged. However, the suc-
cess of these companies
has been impacted nega-
tively by aggressive, un-
fair and dramatically
below market pricing of
aluminum extrusions
from the People’s Repub-
lic of China. The
“dumped” (see definition
in box) and subsidized
aluminum has depressed the pricing
of curtainwall extrusions severely
and left U.S. aluminum manufactur-
ers and glazing contractors without
projects and without recourse.
As this trend grew, prices became im-

possible with which to compete—often
50 percent below market value. 
The Northern California Glass

Management Association (NCGMA)
gathered its resources and requested
that the U.S. Department of Com-
merce confirm that duties on imports
of Chinese aluminum extrusions also
apply to curtainwall systems. Spear-
headed by the law firm of Squire

Sanders, and backed by Northern Cal-
ifornia curtainwall producers, the
Commerce Department ruled that the
duties do in fact cover curtainwall
systems and imposed an immediate
tariff on these illegal imports. 

ACTIVE ENGAGEMENT
The ruling came on November 30,

2012. As a result, a call was put out to all
U.S. ports to apply a 171 percent tariff
on aluminum curtainwall systems com-
ing into the country from China. This
was a powerful win for local businesses,
but the good fight is not yet complete.
Active engagement from each and every
glazing contractor and aluminum man-
ufacturer in the country is required to
support the enforcement of the ruling.
This affects the business and the

livelihood of the glazing industry’s
workforce. The U.S. Ports have a tip
line (San Francisco customs house:
415/782-9285) for imports attempt-
ing to evade the tariffs. If you are
familiar with a project that fits the
following criteria, please take a
moment and follow this link
www.aluminumtariff.org (orga-
nized by the Finishing Contractors
Association) and help support
this effort.

1. If you’ve lost a job to a Chinese man-
ufacturer, go to the website above and
log the project, so that it can be tracked.
2. If you see an installation of a Chi-

nese curtainwall on a building, it is
not too late. Reach out to the site

above because duties can
still be applied. 
3. Donate money to the

enforcement effort. This
fight is not over. There have
already been several chal-
lenges to the court order, in-
cluding false documentation
on imported material to get
around these tariffs. Get in-
volved in any way that you
and your organization can.  
Chinese manufacturers

are telling general contractors and
owners that they can “get around the
tariff ” by shipping through other
ports. They cannot. This is fraud and
Customs will get involved if they at-
tempt to circumvent the law. 
If this ruling is not enforced, we will

all lose out on millions of dollars of
future sales and projects in our indi-
vidual markets. Today is the day to
stop this practice while we still have
the U.S. Government behind us.
The ball is rolling. Now it is your

turn to step-up and help defend the
market against unfair competition.
(Editor’s note: read a related article on
page 16.)   �

Active Involvement
Glaziers’ Support Will Help Enable Tariff Enforcement

B y J o h n J . K u s p e r , J r .

J o h n  J .  K u s p e r ,  J r . is
the executive director of the
Northern California Glass
Management Association in
Emeryville, Calif.
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Dumping:
Defined in economics as predatory

pricing, in the context of international
trade. It occurs when manufacturers
export a product to another country
at a price either below the price
charged in its homemarket, or below
the cost of production.

This was a powerful win for local
businesses, but the good fight is not
yet complete. Active engagement from
each and every glazing contractor and

aluminum manufacturer in the
country is required to support the

enforcement of the ruling.
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ShopSavvy

Huh? “You can’t” and “you
should” all in one headline?
What’s going on here? This

month’s USGlass is all about new tech-
nologies to help each of us run our
businesses better, gain customers, cut
costs and get more sleep at night. Read
carefully, learn from industry sources
and pick one or two ideas that will ben-
efit your glass business.

FUTURE THINKING
In the futurewewill all usemore tech-
nology in our businesses, from comput-
erized quoting and job submittals, to
CAD and sending and receiving elec-
tronic payments of monies due. Yes, this
is the future, and if you are not part of it,
you can survive as a nice, little corner
store. That’s exactly what some folks
want. So don’t feel like you have to be a
technology wizard to survive in business
climates of the future. But there are some
parts of our past with which we must
continue; some things are so basic to
business success that without, all the
technology in the world will not help you.
The most important asset of any
business is the employees who walk out
the door at 5:00 each evening. Treasure
them. Give them a smart phone and a
tablet computer. More importantly, give
them a pat on the back for a job well
done. And when the job is rare (okay,
not well done), then give constructive
criticism, privately and calmly, that will
help the employee and your company
the next time the situation appears.
Provide all the current benefits: the
401(k), the company car and a laptop.
The greatest single benefit, though, a
company can offer is a path to grow at
your company. People want money and
perks, but every survey about employee

attitudes says that the opportunity to
grow, to learn, to earn more money by
taking on new challenges is more im-
portant than the cost-of-living raise
and the Christmas bonus. 

DON’T BE AFRAID
I know many business owners who
are afraid to educate their employees
for fear they will start their own busi-
ness, or go out into the job market with
their new skills. And yes, this can hap-
pen. Although I feel you will gain ten
times over by sending your crew to
seminars and introducing new tech-
nologies to them. They will be grateful
to you and more often than not will feel
an even stronger attraction to you for
giving them opportunities. 
Be sure to educate yourself as well.
You need to know enough about the In-
ternet to hire a web company to create
your website and handle your email.
Ask your vendors to help you set up
your website with their photogra-
phy and graphics, as well. Know
your accounting system so you can
get the most out of it.  
Know the names of your em-
ployees’ family members and occa-
sionally ask how they are doing.
Give a small Amazon gift card for a
high school graduation or any spe-

cial event. Know what is going on in
your employees’ lives … if they have a
sick parent and need some schedule ad-
justments, work with them. 
When employees take a vacation,
don’t let them come back to a huge pile
of work. It’s a great opportunity to cross-
train another member of your team by
handling the vacationer’s workload.
There is nothing wrong with an em-
ployee on vacation checking their email
and answering a few questions, but limit
it to no more than 15 minutes per day. 
You do want to have some separation
between yourself and the team; after all,
there may be a time when you do have
to act like the boss. Avoid the happy
hours on Friday; you’ll just get stuck
with the check anyway. 
Learning new technologies is impor-
tant to your future, no doubt about it.
Just don’t replace the old basics.   �

Back to Basics
You Can’t Live In the Past … But You Should

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 experience 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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People want money and perks, but every 
survey about employee attitudes says that the
opportunity to grow, to learn, to earn more
money by taking on new challenges is more 
important than the cost-of-living raise and 

the Christmas bonus.
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More visible light transmittance, less reflectance and soon available in a less expensive annealed
version – that’s Loå-i89™. Yet it still delivers a center of glass U-Factor of just 0.20 when coupled
with our Loå2® or Loå3® glass and argon fill in a double-pane unit. If you’re ENERGY STAR compliant
today, by adding Loå-i89 you’ll be compliant tomorrow as well. What’s more, Loå-i89 is easy to clean
and there’s no haze to mar the view. New Loå-i89, our enhanced enhanced performance glass.
For more information, contact your Cardinal sales rep. Or visit cardinalcorp.com.

XL Edge IGTM > Loå3-366® > Loå-i89TM > Neat®> Preserve®

ENGINEERING THE FUTURE OF COATED GLASS ENHANCED PERFORMANCE GLASS

TM

A CARDINAL GLASS INDUSTRIES COMPANY

Get more for less with new Loå-i89.
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USGUSGlasslass
NEWS NETWORK

www.USGNN.com

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

DOC Says Thai Extrusions Used in Chinese
Curtainwall Not Considered “Dumping”

The Anti-Dumping and Counter-
vailing Duty Operations of the
International Trade Administra-

tion (ITA) have agreed with Tesla Wall
Systems LLC and MBM Supply Com-
pany LLC on a recent filing involving

curtainwall extrusions. The companies
had requested the Department of Com-
merce (DOC) issue a scope ruling con-
firming that aluminum extrusions
from Thailand used in manufacturing
and assembling curtainwalls in China,

as well as the curtainwalls into which
the Thai extrusions are incorporated,
are outside of the scope of the Depart-
ment’s antidumping (AD) and counter-
vailing duty (CVD) orders on
aluminum extrusions from the People’s
Republic of China (PRC). 
In their initial request, Tesla and MBM

asked the Department to “find that the
information presented in this request
and the language of the orders is a suffi-
cient basis on which to exclude these alu-
minum extrusions from Thailand, as
well as the curtainwalls in which they are
subsequently incorporated, from the
scope of the orders.” The companies
noted “that while the current manufac-
turing operations that are the subject of
this request involve aluminum extru-
sions produced in Thailand, the ruling
on this request should apply equally to
the treatment of aluminum extrusions
produced in any country other than
China (and to curtainwalls produced in
China from such third country extru-
sions), and further requests that the De-
partment find accordingly.”
“This is a clear case: where the impor-

tation into the United States involves ma-
terials that do not contain the subject
product on which the duties are imposed,
no duties apply,” states the request. It also
states the “Department’s November 30,
2012 scope ruling, where it found that
certain curtainwall units containing alu-
minum extrusions from China are within
the scope of the orders, did not change
the country-specific nature of the scope
of the orders. The scope does not include
curtainwalls made from non-Chinese ex-
trusions. Notably, the Department’s scope
language states that ‘subject aluminum
extrusions may be described at the time
of importation as parts for final finished
products that are assembled after impor-

Sage Denies Allegations 
in View Counterclaim

Faribault, Minn.-based Sage Electrochromics has responded to the counter-
claim filed by Milpitas, Calif.-based View Inc. against it in the U.S. District
Court for the Northern District of California. In the response, Sage denies al-

legations made against it that its patents, no. 5,724,177 (the ‘177 patent), titled
“Electrochromic Devices and Methods,” and no. 7,372,610 (the ‘610 patent), ti-
tled “Electrochromic Devices and Methods,” are invalid “for failure to comply with
one or more of the requirements of the patent laws of the United States.”

Sage had originally filed suit against View (formerly known as Soladigm), al-
leging that it infringed on both of the named patents. View denied the allega-
tions and also filed a counterclaim, which was amended in early March. 

In the amended response and counterclaim, View brings forth allegations re-
lated to its U.S. patent no. 8,243,357 (the “’357 patent”), titled “Fabrication of
Low-Defectivity Electrochromic Devices.” The company claims this patent was
awarded to it last August and that Sage “has infringed and continues to in-
fringe, literally and/or under the doctrine of equivalents, one or more claims
of the ’357 patent, directly and/or indirectly … ”

Sage denies these allegations in its response.
In addition, View alleges that Sage has infringed on its U.S. Patent No. 5,831,851

(the “’851 patent”), “Apparatus and Method for Controlling High Throughput Sput-
tering.” Company officials say they notified Sage of the alleged infringement on Feb-
ruary 15 and “requested that Sage provide a suitable explanation sufficient to
demonstrate any claim … that it does not infringe the ’851 patent.”

In response, Sage writes “that View notified [it] of the ’851 Patent by a let-
ter dated February 15, 2013 … [and] admits that it responded to View’s letter
on February 28, 2013.” The company denies the remaining allegations of in-
fringement of the ‘851 patent.

Additionally, Sage claims that the ’357 and ’851 patents “are invalid at least
because they fail to meet the conditions for patentability set forth in 35 U.S.C.
§§ 101, 102 and/or 103.”

Sage is requesting that the court dismiss View’s amended answer and coun-
terclaim with prejudice; enter judgment against View and in Sage’s favor; and
award Sage its fees and costs.

16 USGlass, Metal & Glazing  |  April 2013 www.usglassmag.com

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2013 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

http://www.usgnn.com%E2%84%A2
http://www.usglassmag.com
http://www.usglassmag.com
http://products.usglassmag.com
http://www.usglassmag.com/digital
https://www.cdsreportnow.com/renew/now?USG


tation, including curtainwalls’ and ‘such
parts that otherwise meet the definition
of aluminum extrusions are included in
the scope.’ … Here, the Thai aluminum
extrusions in this request cannot ‘other-
wise meet the definition of aluminum ex-
trusions’ under the orders; the orders by
definition cover ... aluminum extrusions
from China only.”

In its ruling, the ITA writes, “the scope
of an order is limited to merchandise
that originates in the country covered by
the order. As such, aluminum extrusions
produced in Thailand cannot be con-
sidered within the scope of the Orders

on aluminum extrusions from the PRC.
Moreover, the scope of the Orders does
not include the non-aluminum extru-
sion components of subassemblies or
subject kits, thus the non-aluminum ex-
trusion components that are assembled
into curtainwall units and other cur-
tainwall parts and components in the
PRC are not subject merchandise.”

In light of this recent case, questions
have been raised as to whether it will im-
pact the November 30 ruling. According
to David Spooner with the law firm of
Squire Sanders, attorney for the compa-
nies filing the original scope inquiry, this

ruling is not likely to have an impact.
“The November 30 ruling basically

said that imports of curtainwall units
from China are subject to the China
trade remedy tariffs. The recent Tesla
ruling basically said if curtainwall units
contain aluminum from Thailand, the
units aren’t Chinese, and therefore
aren’t subject to the China trade rem-
edy tariffs,” he explains. “In fact, we filed
comments in the Tesla proceeding that
admitted that Tesla’s product wasn’t
covered by the tariffs if the content of
Tesla’s curtainwall units came from
Thailand.”   �
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CompanyNews

Social Media Moves Glass Retail 
Marketing Out of the Yellow Pages

Every glass business needs pro-
motion to build a customer base,
and today’s digital age has

thrown out lots of alternatives to tradi-
tional advertising. For some, social
media might be one of the most prom-
ising—if often overwhelming—new
means for promoting a business. 
To prevent that overload of options,

start simple and determine what you
hope to achieve for your business.

“The goal often dictates which chan-
nel to use,” says Kris Vockler, CEO of
ICD High Performance Coatings in
Vancouver, Wash. Knowing what you
want to accomplish will help your busi-
ness determine whether to focus en-
ergy on, for example, building a large
following through the immediacy of
blasting 140-character tweets on Twit-
ter versus networking with profession-
als on LinkedIn or potential customers
on Facebook, or sharing a portfolio
with the world on Pinterest. 
For Dan Pompeo, owner of manufac-

turer’s representative firm Architectural
Glazing Solutions in Temecula, Calif., “Vis-
ibility is our number one goal.” Known as

@DanPompeoAGS on Twitter, through
that medium Pompeo is as easily able to
send out a tweet about a new product line
as converse with a customer across the
country. Product promotion, complete
with eye-catching photos, is more the
norm on the company’s Facebook page.
Pompeo continues, “In this day and age

of rush, rush and multi-tasking and last
second notifications and shorter lead-
times, coupled with a younger group of

project managers and es-
timators who frequently
scan their social media
apps at an almost addic-
tive rate, we find this is a
great way to make sure
our customers remember
us and the products we
have in our portfolio.
When you are an inde-
pendent rep who covers
multiple product lines, it is
vital that your customers
remember what you can
cover scope-wise.” 
Vockler encourages

her colleagues in the
glass industry to explore much of what
the various social media channels have
to offer as they shape their goals. “Every
business is different and should exper-
iment with the various tools,” she says.
“What has worked for us is using Twit-
ter at events,” explains Vockler, whose
Twitter handle is @krisvockler. 
Vockler continues,“Twitter is for events

and blog spreading. Pinterest is for proj-
ect photo spreading. I've been on
Google+ for some time with my personal
photography and am now starting to see
the potential it has to becoming a plat-
form for a business page.” 
Pinterest is essentially an online bul-

letin board. A browser can “pin” any

photo they find from anywhere online
to one of their individual “boards,” sav-
ing an eye-catching idea for inspiration
later. Market research told Jessica Brick-
ing, controller for Carmel Glass and
Mirror in Indianapolis, that Pinterest
might be the strongest tool for expand-
ing the company’s brand locally. “We
heard that in the Midwest females 35 to
55 use it the most, so we got on there as
another avenue to keep our name out
there and give ideas, as people are de-
signing and thinking about starting to
remodel,” Bricking explains. 
The company also maintains a Face-

book page, but has found that network-
ing on that page has been a boost
within the company, rather than its
community of customers. 
“We use Facebook primarily to create a

personal connection to our company,”
Bricking says. By way of example, she ex-
plains, “We recently hired a new em-
ployee and he said he had followed us on
our Facebook page and wanted to be part
of a company that valued its employees
and seemed to have a good fit for them.”
For Pompeo, LinkedIn provides that

sense of industry community that Carmel
Glass has found on Facebook. “Network-
ing through LinkedIn is proving to be a
very vital part of my daily routine,” he says.
Of course, the biggest differentiator be-
tween that old fashioned yellow pages ad
and today’s digital media is the emphasis
on being social. Having a Facebook or
Google+ page isn’t enough; you must con-
tinually look to provide new content that
keeps your brand in front of the consumer. 
“The bottom line is to stay connected

to others who are also in the social
media loop,” Vockler says. “Don't just
throw info out there: connect with peo-
ple to get the best results.”

—Megan Headley �

18 USGlass, Metal & Glazing  |  April 2013 www.usglassmag.com

More and more glass companies are embracing social
media sites, such asPinterest, to grow their businesses.
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Pleotint Partners With Prelco, 
Thompson Insulating Glass

As part of a recently signed dis-
tribution agreement, Reviere-
du-Loup, Quebec-based

Prelco Inc. will incorporate Jenison,
Mich.-based Pleotint’s Suntuitive in-
terlayer technology into its Prel-Shade
thermochromic window line. The
agreement grants Prelco exclusive
rights to market Prel-Shade windows
with Suntuitive interlayer technology
in eastern Canada, including in Que-
bec, Ontario, and the Maritime
provinces.

“Our agreement with Prelco pro-
vides an opportunity to expand our
distribution network while offering
an ideal glazing solution for office
buildings, schools, restaurants and

residential applications throughout
eastern Canada,” says Paul Ogburn,
vice president of Pleotint.

“The Canadian construction mar-
ket has seen rising demand for heat
and glare control products,” adds Bill
Marchitello, Canadian sales director
for Prelco.

In addition, Pleotint is working
with Thompson I.G. LLC, an insulat-
ing glass  fabricator in Fenton, Mich.

“By creating an association with
Thompson I.G., we now have direct
access to lamination capabilities so
that we can not only improve our
product, but also learn how to better
serve our glass laminator partners
and end customers,” says Ogburn.

“Now, we can produce samples of
laminated glass featuring the Suntu-
itive interlayer for our glass-laminat-
ing partners and their customers
around the world.”

AGC Restarts Tennessee
Float Line, Adds 100 Jobs

The North American glass industry
is now one float line stronger, as AGC
Glass Co. North America reopened its
G1 float line at its Greenland, Tenn.,
plant. The line will serve the architec-
tural and automotive markets, pro-
ducing both clear and tinted float
glass. 

AGC also installed new equipment
for environmental controls in an ef-
fort to improve the air emissions from
this manufacturing line to meet stan-
dards and enhance air quality in the
region. 

“The restarted production line
marks another important step in our
efforts to strengthen the company’s
operations in North America,” says
Mark Ishiko, president and CEO of
AGC. “AGC is committed and fully in-
tends to succeed here.”

The G1 line is operating 24 hours
a day, seven days a week. An addi-
tional 100 jobs have been created as
a result of restarting this line. The
Greenland float line is the company’s
fourth.

Dash Door & Closer Service Inc.
has expanded its offerings and is
now distributing product lines from
Klein USA and Horton Automatics
in South Florida. �

briefly ...
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SAF-West Adds Anodizing Line

Southern Aluminum Fin-
ishing (SAF) added a
new anodizing line at its

Redding, Calif., plant.
According to the company,

the new anodizing capabili-
ties will help improve SAF’s
capacity to serve its extru-
sion, fabrication and finishing
customers in the Western
U.S.
“We’re looking forward to

the new levels of customer
service our SAF-West anodiz-
ing line enables,” says James
McClatchey, SAF co-CEO.
The company previously

had announced the planned
addition to the Redding facility.

SAF is now operating a new anodizing line in
Redding, Calif.
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Billings Index On the Rise

Dodge Momentum Index
2000=100

Jan. Feb. %
2013 2013 Change

Dodge Momentum Index 96.8 102.9 6.3
Commercial Building 90.6 101.3 11.9
0.3
Source: McGraw Hill Construction

Dodge Momentum Rises in February 
The Dodge Momentum Index increased 6.3 percent

in February, according to McGraw-Hill Construction.
February’s gain brought the index to 102.9
(2000=100), 23.4 percent higher than a year earlier.
The increase was the third consecutive monthly gain
and the first time the index has surpassed the 100
mark since 2010. In fact, the index is now at its high-
est level since April of 2010, suggesting that the re-
covery for nonresidential building may be finally
gaining some traction, according to McGraw-Hill.   �

The Architectural Billings Index (ABI), which reflects the ap-
proximate nine to 12month lag timebetween architecture
billings and construction spending, continues to rise, ac-

cording to thethe American Institute of Architects (AIA). The Feb-
ruary ABI score was 54.9, up slightly from a mark of 54.2 in
January; any score above 50 indicates an increase in billings.
This compares to the February 2012 score of 51.0.

Northeast
56.7

South
52.7

Midwest
54.7

West 
54.7

ABI Regional Averages
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Metal Coating Options Seek New 
Ways to Add “Greenness” to Glazing

I t seems every day brings a new an-
nouncement about how glass goes
green, but when it comes to the

paints and coatings used on the sur-
rounding architectural metals, are
products becoming equally as environ-
mentally friendly? 
According to John B. McClatchey Jr.,

sales manager for Southern Aluminum
Finishing Co. Inc. in Atlanta, the answer
is a definite “yes.” 
However, the answer comes in several

parts, as efforts have been made to im-
prove powder-coating, anodizing
processes and wet paint, providing plenty
of options in the metal color department. 
First, as McClatchey explains, “His-

torically the term ‘powder coat’ has a
negative connotation in the glass in-

dustry. There was a rash of powder
coating projects in the ’80s when the
powder coats didn't appear the same as
the liquid Kynar paints. As a result,
companies and individuals began to
think of powder coats as having a dif-
ferent gloss level or an ‘orange peel’ ef-
fect relative to liquid Kynars. That is
simply no longer the case. It has been a
challenge to promote this environmen-
tally cleaner process because of the
misunderstanding many people have
when they hear the term powder coats.
You cannot tell the difference between
the powder coats we apply and a liquid
Kynar paint.”
McClatchey continues, “Some of the

architectural paint manufacturers are
now selling powder coatings that meet

the same specification (AAMA 2605,
Voluntary Specification, Performance
Requirements and Test Procedures for
Superior Performing Organic Coatings
on Aluminum Extrusions and Panels) as
the liquid Kynar paints. The coatings
are indistinguishable from the liquid
paints and exhibit the exact same ap-
pearance and durability. Powder coated
AAMA 2605-compliant coatings release
none of the harmful volatile organic
compounds (VOCs) into the atmos-
phere that are a by-product of liquid
Kynar paints. The traditional liquid
paints consist of pigment, resin and sol-
vent. The new AAMA 2605 powder
coatings have the pigment encapsu-
lated in a powdered resin. There is no
harmful solvent released.”
As this powder coat update gets out,

“The aluminum extrusion window
market is converting more paint lines
to powder coatings,” says Scott Moffatt,
director of marketing for coils and ex-
trusions at PPG Industries in Pitts-
burgh. “Powder coatings are
zero-volatile organic compound (VOC),
and the product is recycled.” 
Brent Slaton, national sales coordina-

tor for Keymark Corp. in Fonda, N.Y.,
concurs that powder coating presents
less than 1-percent VOC, and anodizing
is virtually VOC-free, making these
processes far “more environmentally
friendly than wet coatings.” And today,
Slaton finds, the trend has been more
anodizing. “I would say in recent years
we have seen an increase in jobs/pro-
jects requiring anodic coatings” he says.
“We have been almost at capacity as far
as anodizing goes.”
“Recent developments in anodizing

have resulted in a more environmen-
tally friendly process,” McClatchey
agrees. “A process referred to as ‘acid

Energy&Environment
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Following the demand for increasingly environmentally friendly building
materials, paints and coatings used for architectural metals are also going green.
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etch’ makes for a more uniform ap-
pearance on extruded aluminum. The
process reduces or eliminates the die
lines, which are streaks in the metal
that are traditionally the result of the
anodizing process. Because this process
requires less etching time in the tank, it
significantly reduces the amount of
metal lost in the anodizing process. As
there is less aluminum etched off of the
metal, there is less sludge in the tanks
and thus less waste disposal. A quick
dip in the traditional caustic etch tank
is still required so, if the customer
wants, that process is still available.”
However, paint should not be ruled

out as an option, as more coaters are
adapting equipment to remove VOCs
from the wet paint process. “If the
[paint] applicator has the proper equip-
ment, and is doing the right, eco-
friendly thing, then they should be
utilizing the Roxidizer,” Slaton says.
Keymark runs these VOC abatement

systems on all paint lines in its two ex-
trusion facilities. “A Roxidizer (or after-
burner) burns off the majority of the
VOCs. It burns off the VOCs that are in the
solvents during the application process.
Your Roxidizer, or your afterburner per
se, burns off about 96 to 97 percent of all
the VOCs that would normally be emit-
ted into the atmosphere. And there are
many extruders/applicators that do not
have Roxidizers,” Slaton adds.
As a result of improvements in this

paint technology, an audience continues
to grow for the use of paints. “We are
starting to see an increase in paint, more
toward the more neutral colors,” Slaton
says. But overall that number is still small,
as few clients are set on finding a paint
that meets both their aesthetic needs and
their green building requirements.
“LEED documentation is becoming

more prevalent in the architectural in-
dustry due to energy and environmen-
tal concerns.Of those questions asked
for LEED documentation is ‘how many
pounds of VOCs per gallon are in the
coatings applied to the extrusions
specified on the job?’” he says.  How-
ever, he adds that at this stage it’s typ-
ically a requirement only on the
highest-tier of certification. “Typically
they want more information on the re-
cycled content of the aluminum and
they’re also looking toward the prox-

imity to the jobsite,” Slaton says.
Finally, metal pretreatment efforts

also are seeing some improvement in
the type of materials used. “There is an
effort in [the aluminum extrusion win-
dow] market to eliminate chrome from
pretreatment systems and primers,”
Moffatt explains. “This will take time,
since chrome is essential for corrosion
protection but some accounts are con-
verting away from chrome for less se-
vere locations.”

—Megan Headley �
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GlobalUpdate

Experts Weigh in on Glass Breakage 
in Russia as Prices Rise

The meteor strike that hit the
Chelyabinsk region of Russia in
late February was an occur-

rence that left the area with large

amounts of glass breakage—as well
as many questions about avoiding
such consequences in the future.
Some industry experts are now

weighing in on whether the type of
glass could have made a difference,
while Russian officials are looking at
the price of glass in the region.
“Impact glazing materials such as

hurricane approved (laminated glass)
would have helped greatly,” says Lyle
Hill, president of Keytech North
America. “The problem is, though, in
most cases, the glass is only as good
as the framing holding it in place.
This is why hurricane-approved sys-
tems are inclusive of the framing and
glazing procedures that are tested
and approved.” 
Even with proper building codes,

such as those in the United States,
such a large impact still would have
left major damages, Hill notes.
“ … A meteor hit like that one

probably would have caused similar
damage (although hopefully not
quite as bad) in the states in areas
not covered by hurricane standards,”
he adds.
Valerie Block, senior marketing

specialist for Wilmington, Del.-based
DuPont Glass Laminating Solutions,
also shared her views.
“I don’t have any experience with

meteor impacts, but I will say that a
lot of the injuries were caused by fly-
ing glass,” she says. “So, of course,
laminated glass would have been
helpful by retaining broken glass
after breakage.”
There also has been some discussion

about how helpful window film would
have been in these circumstances. 
“Basically what the film would do

is hold the glass together,” says
George Emerson, sales representative
for Pro-Tection Seattle Inc.
While the film could not have pre-

vented the external building de-
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EC Investigates Dumping of 
Chinese Solar Glass Imports

The European Commission (EC) has begun an anti-dumping investigation
into imports of Chinese solar glass. The investigation stems from a com-
plaint filed by EU ProSun Glass, a Belgium-based group of European solar

glass manufacturers, which claims solar glass from China is being dumped in
the European Union (EU) at prices below market value and causing material in-
jury to the EU solar glass industry.

In a statement issued shortly before the EC announcement, EU ProSun Glass
alleged “nearly 90 percent of imported solar glass comes from China, with Eu-
ropean jobs and factories being heavily affected by destructive dumping.”
As part of its decision to investigate, the EC has reviewed the complaint and

agency officials there say they have found that the investigation shows:
(1) Possible price dumping by the exporting producers on the EU market;
(2) Injury suffered by the industry; and
(3) A possible causal link between the dumped imports and the injury suf-

fered by the industry.
According to information from the EC, the investigation could take up to 15

months, although provisional anti-dumping duties could be imposed within
nine months if deemed necessary. Within nine months of the start of the in-
vestigation, EC officials say they will issue their provisional findings. The final
decision on the case will be made before May 28, 2014.

The European Commission has begun an anti-dumping investigation into
imports of Chinese solar glass.
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struction and glass breakage, it could
have helped prevent some of the in-
ternal damage, as well as injuries, he
adds.
“What would have happened is the

blast would have just caused the
glass to peel back like a banana, but
the glass wouldn’t go flying around,”
says Emerson.
“From what I understand, a lot of

the injury came from glass breakage,”
says Glenn Yocca, president of U.S.
Film Crew. “Any time you have glass
breakage, window film helps contain
the glass fragments. Security film
would have been a major benefit.”
Meanwhile, The Moscow Times has

reported that Russia’s Federal Anti-
Monopoly Service has been monitor-
ing prices for glass and
pre-assembled window units in the
Chelyabinsk region, along with the
price of labor for repairing the dam-
age from the blast.
According to the report, the mete-

orite shower affected the windows in
buildings covering 200,000 square
meters, “sending local demand for
window glass and pre-manufactured
window panes skyrocketing.”

Riou Glass Completes
Acquisition of Stake in
Eurofloat
Riou Glass has acquired a 50-per-

cent stake in Eurofloat from Saint-
Gobain Glass France. Eurofloat is
based in Salaise-sur-Sanne, France.
With this acquisition, Eurofloat,

which specializes in the production
of flat glass, will now be owned
equally by both groups and “agree to
purchase the glass [Eurofloat] makes
equally,” according to information
from Riou.   �
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The whole world is going digital
these days, with little remaining
concrete it seems. Where the con-

struction of buildings collides with
today’s new digital tools, glazing con-
tractors are finding that work (and
change orders) is becoming more effi-
cient and precise.

Keeping an
Eye on Progress
Among the digital tools where glaz-
ing contractors can get the biggest bang
for their buck is the traditional web-
cam. No longer is this simple tool just
for publicizing the day-by-day progress
of big-name projects. “Site webcams are
becoming quite commonplace,” says
Brian O’Connell, senior project man-
ager for Enclos in Los Angeles. 
According to O’Connell, “Well over half

of our current projects utilize webcams,
and this trend is waxing. They are useful
tools for our entire team, not only for the
project managers, but for the engineer-
ing team, the shop, senior management
and others. It’s a nice tool for them to see
the progress of the building, since many
of these team players don't get to visit the
site often, if at all.”
Jim Mitchell, president of Gamma
Windows and Walls Canada, says
Gamma often uses these tools as well, al-
though he points out that they are gen-
erally provided by the general contractor
and/or the construction manager.
“They’re very useful for tracking pur-
poses, providing the webcam shows all
elevations and the full height of the
tower. That’s not always the case, de-
pending on whether or not there are ad-
jacent buildings that allow cameras to be

installed,” he says.
Mic Patterson, Enc-
los’ director of strate-
gic development, finds
this to be the case as
well. “It is common for
the owner or build
team to install the we-
bcam for the use of all
the subcontractors,” he
says. “It has been rare
that we have had to in-
stall a webcam for our
own purposes, but we
have done that in a few
past instances.” In the
case where the general
contractor omits this
handy documentation
tool, the benefits seem
too big to be overlooked

by these glazing contractors. 
And what are those benefits? For
starters, O’Connell says, “We use the we-
bcam to monitor the progress onsite.
Prior to us mobilizing, we use the web-
cam to evaluate the concrete and work
platforms’ progress, which needs to be
at a certain floor before we can mobi-
lize to begin our installation. It’s help-
ful to see where they are week by week
for planning purposes. It is also helpful
after we begin installation to remotely
monitor our installation progress.”
He adds, “Some webcams give you

the ability to select a date from the past
to investigate the historical sequence of
progress. This has been helpful in up-
dating schedules and, in some cases, re-
solving disputes with the general
contractor as to our progress or docu-
menting occurrences that have im-
peded our progress.” 
The precise documentation afforded
by the webcam’s date selection feature
is a benefit that Ed Zaucha, CEO of APG
International in Glassboro, N.J., is not
likely to overlook anytime soon. Zaucha
shares a haunting example of just how
this feature can pay off. 
“As an example, on the Borgata tower
that we finished a couple years ago, they
had that fire that took place during the
construction (see September 2009
USGlass, page 28),” he recalls. “It burned
off an entire elevation of the building;
that was gone. We then were working on
behalf of the owner and the insurance
company to get all the new materials
made for reconstruction.” 
As part of the reconstruction job, Za-
ucha put in a call to the glass supplier,
Owatonna, Minn.-based Viracon, and

Intangible
Tools How the Cloud and Other Digital 

Technologies are Improving 
Construction Communications
by Megan Headley
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Some companies are embracing new technologies, such
as incorporating Cloud-based surveys into their projects.
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asked then-senior vice president Brad
Austin for a favor. As Zaucha recalls, “I
said, ‘Are you near a computer?’ I gave
him a link to the webcam and said
‘click over here, there’s a dropdown
menu, go back to this day and click
down to this time.’ He clicked on it. I
said, ‘There it is, you see that beautiful
wall that’s there?’ He said yes. I said,
‘Now click 15 minutes later.’ And it was
all gone, it was burnt off. I said, ‘Brad, I
need glass.’ He said, ‘That’s the most
compelling argument anybody’s ever
presented to me about a need for glass.’
“That’s the type of thing for which

it’s very helpful,” Zaucha says of the we-
bcam, a bit of an understatement for
this particular dramatic case for this
simple-to-use, minute-by-minute dig-
ital project documentation. “We could
literally monitor activities: what’s
being installed on jobs any hour, day,
minute-by-minute if you wanted to
[since] you can keep it live. We do
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continued on page 30

Digital technologies are equipping
contract glaziers to work more
efficiently, particularly on largeprojects.
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Even on jobsites, developments such as RFID technologies help ensure
efficient installation planning.
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monitor and can measure what’s been
done in terms of installation.”
As if the benefits can be overlooked,

O’Connell stresses: “They are helpful on
every project.”

Tracking Those
“Spare” Parts
In the field,someconstruction sites are

looking to say no to theft in a new, digital
way: by adding GPS tags to their tools. 
Mitchell agrees that GPS tracking

“could prove useful on large, spread out
projects and for safekeeping of tools at
the jobsite.”
“Our site operations guys are currently

investigating GPS systems for tracking
tools and equipment,” Patterson says. 
GPS signals are best used to track an

item to a distance of miles; radio fre-
quency identification (RFID), however,
can be used to precisely pinpoint mate-
rial on a localized scale, making it use-
ful in tracking down the specific puzzle
piece needed to clad a building. 
“Regarding RFID, I’ve done a lot of

investigation on this because we actu-
ally fabricate all of the parts and pieces
of the unitized wall in our shop,” Zaucha
says. As he explains it, “There are active
and passive RFID tags.” Passive tags re-
quire a scanner of some sort to read the
information locked in their coding,
whereas active tags are themselves put-
ting out a signal that can be tracked.
“It’s similar to how a lot of the big box
distributors have requirements that all
of their goods now have to come with
passive RFID tags. They go through
these wholesale chains where [their in-

formation is] immediately fed right in
and it’s fully integrated. They know ex-
actly what’s in every box, every bundle,
how it’s been moved throughout the
complex and then been broken down to
be distributed to the various stores and
the like,” Zaucha says.
APG had looked at employing RFID

tags, “Since on a typical curtainwall on
a major building, frequently the system
will arrive in our shop in a knock-down
state,” Zaucha says. “We have every part
and piece there, then assemble and
glaze it and unitize it for the project. It
wouldn’t be unusual to have a project
where you are receiving literally
100,000 to 200,000 parts and pieces.”
The puzzle only gets more complicated
when every piece is slightly different to
accommodate, say, a curved design. 
Zaucha explains, “We had looked at

whether or not we could adapt it to our
industry and the cost of passive RFID
tags at the time was maybe $0.20 or
$0.30 each. This sounds like a big num-
ber when you’re looking at 200,000
parts and pieces on a project, but over-
all it could save you [a lot of] time to
pinpoint exactly where in your ware-
house that part that you’re looking for
is, because they’re continually being
moved around as glaziers are assem-
bling things. We thought that might be
a cost savings overall, but the technol-
ogy just really wasn’t developed enough
for us to get to that point.” 
While APG might take a second look

at RFID as prices go down, Enclos is
putting this technology to work in its
curtainwall manufacturing facility cur-
rently going up in Richmond, Va. “As
part of this effort, we are integrating
RFID and GPS technology into our fab-
rication, assembly, delivery and instal-
lation processes. We are quite excited
about this technology,” Patterson says. 
Patterson explains that the benefits

of digital tracking are bigger than ever
on stick-built jobs where staging can’t

be done in-house. “We do a lot of very
big projects in the midst of high-den-
sity urban environments that require
the delivery and installation of many
thousands of large, prefabricated cur-
tainwall units of many different types.
There is typically little to no onsite stor-
age available, and staging areas are
equally challenging. We often have to
deliver to the site on a just-in-time
basis, lifting units right from the deliv-
ery trucks and setting them on the
building. To feed site operations we may
use an intermediate staging area be-
tween our manufacturing facility and
the jobsite, as close to the site as practi-
cal. Logistics can become quite com-
plex. The ability to identify and track
units from their inception through this
entire process will be greatly facilitated
by the RFID and GPS technologies.”

To the Cloud
Many glazing contractors who are

used to looking up at the sky as a build-
ing rises are now turning to the Cloud to
keep things moving on time. Cloud com-
puting essentially refers to the process of
allowing individuals to move informa-
tion seamlessly between different de-
vices (such as the desktop and the
smartphone, or the project manager’s
laptop and the boss’ desktop) through a
server, be it the Google or Apple Cloud or
a company’s individual network. The
benefit to the first two is that network-
ing can be shared with other companies. 
Mitchell says, “In addition to iPhones,

Blackberry’s and digital cameras” (see
apps article in the only online section of
the digital issue) the company has been
using “‘total station’ survey equipment,
as well as laptops/desktops to view and
keep all electronic files and/or draw-
ings.” These tools are becoming more
commonplace on jobsites as helpful
electronic additions.
Not familiar with “total station?” Not

to worry, as this is a tool with which

continued from page 29

Intangible 
Tools

Gone Digital?
What new tool are you taking

to the web to make your
jobsite tasks easier? 

Send your 
suggestions to

erogers@glass.com. 
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many glazing contactors are now be-
coming more familiar, but one that has
proven indispensable to subcontractors
in the know. 
“I was over at the BAU exhibition in

Germany with a lot of people from the
unions and other contractors, and one
of the things that they’re focusing on
right now is getting people trained in
this process,” Zaucha says of the total
station tools. “That’s an interesting
product and the capability is there.”
Total station is simply a surveying

tool, but it is one that is becoming more
commonplace in glass installations.
“We have someone that comes in fre-

quently on projects for us and does
what’s called a 3D Cloud survey,” Za-
ucha explains. “Basically what they do
is they come out and set up [total sta-
tion] camera equipment at various an-
gles and they can survey an entire
façade and pinpoint within 1-milime-
ter of accuracy where every little item
is that you want surveyed as part of it.”
Just how does that help? Zaucha of-

fers a few eye-opening examples. 
“For instance, on the work we’re

doing at the [World Trade Center]
Tower One lobby on one project, they
had already put in shear walls in the in-
terior of the building there, in which
they had placed all of these Halfen an-

chors everywhere. They had no rhyme
or reason where they were placed, but
the [contractor] knew they would need
something so they literally just put an
array of these things everywhere. Then,
in addition to that, some of the forms
actually broke, so it extended out in dif-
ferent places. So we had the Cloud sur-
vey done so we could pinpoint within
1-milimeter where every one of those
Halfen anchors points were, and how
far in and out the concrete was to which
we needed to attach.”
He adds, “Our crew is up installing

some work in the Tower One lobby
there right now and the workers up
there just can’t believe how accurate all
the information is. [They know] ex-
actly where everything is that they’re
tying into.”
Not convinced? Zaucha offers another

example. “We were brought onboard to
do the work with the owner and the ar-
chitect on the redesign of the Tower One
podium. The contractor who was termi-
nated had already begun installing
clips and anchors on the building.
When we were brought onboard I
sat in a design meeting where they
were talking about how one of the
first things they’d have to do was
burn off all the clips and anchors
and everything because they had

no idea where they were and didn’t know
if they’d be useful to anyone. I explained
to them that they could do a survey and
pinpoint exactly where all those clips
and anchors were and someone could
utilize them to the extent they could and
save some money since they were al-
ready installed.” 
Zaucha adds, “That’s done a fair

amount; I guess we’ve done it on al-
most every one of our projects over the
last year.”
What can be particularly helpful is

that once the data is pinpointed, it is
converted right into a CAD drawing
that can then be uploaded to rapidly
show the entire team where the part in
question is located. And that drawing
can then, of course, be uploaded via the
Cloud to any individual involved on
that project. 
While construction is anything but

instantaneous, digital tools such as this
one are making the process every day
more efficient.   �

Me g a n  H e a d l e y is
special projects editor for
USGlass magazine. She can
be reached at
mheadley@glass.com.

With curtainwall units crated and ready for shipping to the jobsite or staging area, GPS technologies help facilitate
material tracking and handling, as well as installation planning.
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Incorporating the right software into
the daily operations of any glass
business is not an easy feat. While

software packages are available today
that are designed specifically for the
needs and operations of the glass in-
dustry, finding the package that will
best meet one company’s unique needs
isn’t quite as simple as a trip to the local
office supply store and picking up the
latest version of Windows software.
Glass companies are turning to software
to interact and interface with every step
of their operation. And since every com-
pany is different, buying an off-the-shelf
product isn’t always the best option.
Some companies choose to work with
their suppliers to adapt an existing
product to fit their own needs; other
companies have developed proprietary
programs. Whichever direction a com-
pany chooses, nothing will be cookie
cutter. There will be challenges along the
way, and finding the answer to the ques-
tion of “what’s best for me?” is one that’s
not always easily answered.

Many Options
Craftsman Fabricated Glass in Hous-

ton uses a number of different software
products. President Bob Lawrence says
they work with A+W for fabrication, as
well as different products for order entry
and accounting, which had to integrate
with the fabrication program. 
Likewise, Steven Powell, general

manager for Tepco in Flushing, N.Y.,
also uses software designed specifically
for the glass industry. 

“We use it for all functions—order
entry, quoting, inventory management,
production status and routing of deliv-
eries,” he says. “The only thing we do
not use it for is payroll.”
Powell adds of their selection, “We

looked for ease of use and simple pro-
cessing and reporting.”
According to Carey Dyck, IT director

for Seattle-based Hartung, there are a
number of items to look at when think-
ing about a software purchase.
“You have to have a clear goal of what

you want to accomplish,” he says. “Most
software solutions will market a great
number of features, many of which may
not be applicable to your goal.” Dyck
says other questions they set out to an-
swer are, ‘Is this software used the way
I want to use it, and do the bells and
whistles really add value to our busi-
ness goals?’
“If we are talking about Enterprise

Resource Planning (ERP) solutions, it’s
essential to have access to the database
that plays well with others,” he says.
ERP, he explains, refers to the main en-
terprise software package/system that
handles everything from quoting, order
entry and purchasing, all the way
through to production, inventory con-
trol, and shipping. “That software may
need to interface with accounting or
payroll software, and will likely need to
interface with other Cloud-based tools
that may or may not have even been
written yet.” (See article on page 28 to
learn more about how companies are
starting to use the Cloud.)

Channels of
Communication 
When it comes to a software addition,

glass companies agree that a close,
working relationship with their suppli-
ers is essential.
“The bigger the role the software plays

(e.g. ERP solution) the closer you need
to work with the vendor,” says Dyck. “The
vendor knows how their product works,
but you know your business and how
you want to use and configure their soft-
ware to create the best value.”
“Software installations are a huge

process. Just in our own installation
and upgrades five years ago we had
about six months of time with our sup-
plier,” says Lawrence. “The bottom line
is it’s very intensive and you’ve got to
dedicate [time] to getting it up and
running. The longer you spread it out
the more painful it can be. Sometimes if
you concentrate on getting it done it can
be hard to concentrate on anything else.
And there is nothing worse than soft-
ware not working right.”
For example, there could be instances

where incorrect glass types might be
sourced, cut, etc. This makes it all the
more important to work closely with
providers.
“You want a commitment from your

supplier that you will get their time,”
says Lawrence, “because sometimes
there can be issues.”
He continues, “You want to make sure

everything is working properly; you
might not know [something is wrong]
until after you have a mess up,” he says.

Uploads, Upgrades
and Installations
From Buying to Developing to Modifying, 
Companies Have Options When it Comes to Software
by Ellen Rogers 
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“Usually there is a lot of testing on site
to make sure nothing was missed. I
don’t think there is such a thing as an
easy installation. It’s painful and it’s
best that if whoever is buying it has
someone in-house totally focused on
what’s going on and that person
should also have a backup.”
“[You have to work together] very

closely so [suppliers] understand your
business process and the information
you need to effectively run the opera-
tion,” says Powell. “Sometimes you
have to educate the developer on
processes [in areas] about which they
did not know. So you have to be able to
communicate theses needs accurately.”

In-House Options
While some companies are content

with the software products readily
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continued on page 34

Software companies work carefully to develop programs that are specific to the glass industry's needs.
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available, others choose to develop
their own packages. Four of Hartung’s
manufacturing plants, for instance,
run off an in-house developed ERP so-
lution. Dyck says developing these
products in-house can afford a com-
pany a number of advantages over
purchased software. 
“If you have the right people, you can

have a solution catered to the needs of
your business,” he says. “Purchased soft-
ware is designed to satisfy the needs of
many customers, while software devel-
oped in-house only has to solve your
needs. This often tends to make in-house
solutions easier to use and maintain and
often more efficient.Customization is not
an issue but resource requirements can
be a challenge.”

And there can be further challenges
when it comes to developing in-house
solutions.
“The biggest challenge is personnel

bandwidth. The person(s) responsible
for the software specifications need to
understand our business, including pro-
duction, as well as understand software
development and true innovation,” says
Dyck. “If you are developing major soft-
ware projects, you also have the chal-
lenge and cost of cross-training key
people and developing effective internal
documentation. Smaller projects are
often neglected and not maintained
after the person who wrote it moves on.”
Developing software in house is not

for everyone, however.
“In today’s environment we did not

consider developing in house since
there are some many companies that
have already done all of the work,” says
Powell. “There’s no need to recreate the
wheel so to speak.”
He adds, “Plus, the costs of initial de-

velopment and the ongoing resources
to keep customizing are very high.”
Lawrence agrees. “I don’t think it

makes sense to develop software your-
self. You have to integrate with every
piece of equipment you have, cutting ta-
bles, drilling machines, etc., and that’s
tough to do.” 

Purchasing Power
Companies also see a number of ben-

efits to purchasing a complete package. 
“Typically, purchased software solu-

tions are kept current and up-to-date,
where in-house solutions are often
dated and may lack the flexibility to in-
corporate new technologies as they are
developed,” says Dyck. “Generally, if a
solution already exists for your need, it
will be available faster, have fewer is-
sues, and include more features than if
you developed it yourself. The software
vendor can and should more readily
help train your personnel.”
There can also be  unique challenges

when developing your own.
“Ultimately, you are responsible for

configuring the software, how to setup
the database, and decide which features
to use. For larger projects, unfortu-
nately, this is often required before you
have a full understanding of the soft-
ware and how these configurations will
impact the overall system,” says Dyck. 
He continues, “Additionally, there is

some exposure of continuity and
maintaining a proprietary system with
your own staff compared to the larger
staffs available from some larger soft-
ware vendors.”
Speaking of software selections,

Lawrence says it’s ideal to work with a
SQL type of product that will allow
users to make modifications them-
selves, without having to pay [suppli-
ers] to do so. He says SQL based
software enables information to be
gathered from proprietary software and
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put into meaningful reports that the
fabricator needs to manage production,
sales, etc. “This allows the software cus-
tomer to create reports from all the data
that is available, rather than paying the
software provider to create special re-
ports that would typically be subject to
additional fees for future modifica-
tions,” he says.
“You also have to be careful, even if it

does have SQL, that the  programming
language is one that you understand,” he
says, explaining that sometimes the  pro-
gramming languages can be in German,
Italian or other languages your IT peo-
ple may not understand.

Best of Both Worlds
Theotheroptioncompanieshavewhen

it comes to software is that of a hybrid so-
lution: purchasing an existing product
and modifying it to meet their own spe-
cific needs. Many fabricators and software
providers say this is a common practice. 
According to Ron Crowl, president

and CEO of FeneTech, 95 percent of
what glass companies do is common:
cut, temper, insulate, fabricate, etc. 
“The remaining 5 percent is what dif-

ferentiates them in the market. How
they move material through the plant,
how they offer products for sale through

an online quoting tool, how they serv-
ice the customer,” he says. “This 5 per-
cent is what endears a customer to them
and has them return to do more busi-
ness. That 5 percent is what leads com-
panies to try to find the competitive
advantage that requires customization
of any standard product.”
Lawrence says his company has

taken existing programs and modi-
fied them for their specific needs.
This, he says, is where the SQL pack-
ages come into play. These allow users
to make better use of all of the pro-
duction and manufacturing informa-
tion stored in the software’s memory
“and create reports that are more
meaningful to your needs,” says
Lawrence. “Customers will want a
package that allows their own IT peo-
ple to generate those reports rather
than paying someone to [do so].” 
Crowl says his company is often involved

in custom software development. 
“In some cases this software is

proprietary and for a single cus-
tomer use only. Other times we
work with our customers to de-
velop new features and function-
ality into our base products,” he
says, explaining they use a de-
tailed project execution method-

ology when developing custom soft-
ware and/or making enhancements
to products to meet specific customer
needs.
“The first step is to clearly identify

the requirements through a detailed
white-boarding process. After this is
completed the functional require-
ments are documented and agreed to
between the parties. Technical specifi-
cations are then written and the de-
velopment begins. The time frame
varies widely, from one week to one
year, based on the scope.”

Making the Connection
Whether companies choose to buy

the ready-made products, modify or
take a leap and develop their own, the
bottom line and reasoning are the same.
Incorporating software allows a com-
pany to improve its efficiencies and bet-
ter meet the needs of its customers.   �

E l l e n  R o g e r s is the
editor of USGlass magazine.
She can be reached at
erogers@glass.com. Follow
her on Twitter @USGlass and
like USGlass magazine on
Facebook to receive updates.

Software companies sometimes work with customers to develop new features and functions for their base products.
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D uring the Glass Associa-
tion of North America’s
Building Envelope Con-

tractors Conference, Scott Thomsen,
president, global flat glass group,
Guardian Industries, gave a keynote
presentation on the role our indus-
try must play in keeping glass a sig-
nificant component in building
façades. In a speech titled “The Bat-
tle for the Wall,” he explained that
glass is competing with brick, con-
crete and other solid-surface ma-
terials often deemed more
energy efficient. As he ex-
plained, though, by embrac-
ing new technologies that
can help increase the per-
formance of glass, the in-
dustry can help ensure its

continued use in façades. His pres-
entation, adapted for print, follows
on the next six pages. To watch a
video from the presentation, view
the article in the digital edition at
www.usglassmag.com/dig i-
tal/2013/Apr2013.pdf.

I t’s no secret thatmany parts of
the world are facing severe
pressure in the window-to-wall

ratio (WWR). In North America,

there has been continual pressure
to reduce it from 40 to 30 percent
and we are seeing very similar
trends all around the globe. 
Brick and stone and other

façade materials are the compe-
tition. We all dream of a façade
with a window-to-wall ratio of
almost 100 percent. When you
look back in history, a typical
window-to-wall ratio was less
than 5 percent. And all over the

Code Bodies and Government Agencies have
Placed the Future of Glass Façades at Risk
by Scott Thomsen
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world, people are trying to re-
duce the amount of glass in
façades, claiming that a solid
surface wall has a much better
U-factor and insulation per-
formance than an all-glass
façade. Though architects love
and want to build with light,
given the current trend in the
market, will an all glass look
become something of the past?

Everyone is well aware of the
massive change in the building
industry since the recession in
the United States and Canada.
Just to give you some statistics,
commercial building floor
space installs dropped from 1.6
billion square feet to 650 mil-
lion square feet in less than five
years. The dollar value of con-
struction in the commercial
space plummeted
from $600

million per year to $230 mil-
lion in just five years. We are all
fighting for a smaller market
space. You have fewer opportu-
nities to grow your business
now and many companies are
scratching and clawing to find
that bare minimum that keeps
their business going forward. 

Energy costs are trending
higher and higher, both in the
short term and long term. We
have seen fuel costs rise from
$1.50 to $3.75 per gallon in
ten years. We’ve seen U.S. na-
tional electricity rates rise
from 7 cents per kilowatt
hour to 10 cents. All over the
globe we have seen how natu-
ral gas reached as high as $12

to $15 per btu—where in the
U.S. we enjoy $3.75. What will
happen when the U.S. be-
comes a large exporter of liq-
uefied natural gas to
countries all around the
world? The price of natural
gas will go up. If the price of
natural gas goes up, govern-
ment and legislative bodies
will become more and more
focused on energy codes and
the energy codes will tighten
further. 

How this industry reacts to
those tightening codes will de-
termine the size of the business

continued on page 38
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that we all have going forward.How we
decide to handle the increase in glass
performance will also determine how
much money we can make for our busi-
nesses. The energy codes are tightening.
This is a global trend; it is happening
and you need to be prepared. If you are
not prepared you could be left behind. 

Areas of Emphasis
Our competitors are solid surface

walls—the other non-glass building
materials that can be used on the
façade. Depending upon the parts of
the world to which you travel, you will
see areas where window-to-wall ra-
tios are increasing and areas where
the use of glass is decreasing. In the
parts of the world where the entire
supply chain or value chain is work-
ing in concert to promote and sell the
value of energy efficiencies, window-
to-wall ratios are increasing or stay-
ing the same. We see reduction in
window-to-wall ratios in places where
the channel is fragmented. 
Over the last ten years, there’s been

a 25-percent reduction in U-factors as
prescribed in ASHRAE standards and
a 33-percent reduction in the Interna-
tional Energy Conservation Code. Re-
member, a couple of years ago the
industry was able to stop the ASHRAE
code from reducing the window-to-
wall ratio from 40 to 30 percent. If it
had dropped from 40 to 30 percent,

there would have been a 25-percent
reduction in the amount of glass in
the building envelope. Now, proposed
new codes are further tightening. So
our big challenge right now is how
can we keep the window-to-wall ratio
at 40 percent? 
I have visited a lot of customers

over the last ten years throughout Eu-
rope at both the contract glazier and
the fabricator levels. I’ve found that
companies that did not prepare, that
did not invest in capital, in training
and in value-added selling, are either
no longer in business or are one-half
the company that they used to be. A
look at the energy codes and stan-
dards around the globe (see box
above), shows that the mandatory
codes are strongest in Europe and
Russia. There are codes in the U.S.,
but some are mandatory and some
are voluntary. Our commercial chan-
nel has one of the lowest usage [lev-
els] of coated glass in façades around
the globe. It’s disappointing that the
United States isn’t 100 percent coated
in the commercial segment like many
other parts of the world.
Remember, there is a direct correla-

tion between energy efficiency and
glass consumption. Today’s glass con-
sumption in the U.S. is 12 to 15 kg per
person per year. In most of Europe, it is
20 to 25 kg per person. So these codes
are the key to our industry.

How Do We Save Energy?
Consider a Department of Energy

official or a legislator sitting in Wash-
ington, D.C., asking, “Okay, how do we,
on a macro scale in the U.S. govern-
ment, save energy?” Well, the first
thing they would do is look at the U-
factor performance of a solid wall ver-
sus a glazed wall. We need to figure
out how we can attack both the
ASHRAE and HVAC community
codes and the alternative façade ma-
terials, because they’re using this in-
formation to go to the government
and say “less glass is better.” They ig-
nore a lot of the other factors such as
daylighting, productivity, comfort,
performance. Who wants to work in a
brick box? Not many people.
How do we sell and promote the other

benefits beyond just energy efficiency?
If the window-to-wall ratio is reduced
there will be less glass per façade. 
For example, the U.S. commercial

market makes up about 17 percent of
all the glass we sold. There is about 5
million tons of glass sold a year in
North America. If we lose 25 percent,
that is a loss of 250,000 metric tons of
glass—that is a massive change in the
amount of glass in façades. There will
be fewer windows immediately. In
other parts of the world we have seen
fewer windows within two to three
years after the adoption of legislation
to reduce the window-to-wall ratio. 
Windows also will be smaller. If you

had 40 percent window-to-wall ratio, the
first thing you would have to do is block
out the amount of the glass that you use.
So strip windows would become
punched openings. This is a supply chain
shift. If you draw a predominant source
of revenue from curtainwall, now you’re
battling against commercial window
companies that do shop-glazed units.
Your competitive space is getting bigger
as more players enter the channel. Cur-
tainwall usage would shift toward strip
windows. We see this now in parts of Eu-
rope. The amount of traditional curtain-
wall is being reduced, especially in places
such as Latin America and Asia Pacific

The “Battle
for the Wall”

continued from page 37

Energy Codes/Standards – Commercial
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countries.What does this mean to your
business? Less profit per building.

Architectural Insight
I was fortunate enough to participate

in a gathering where architects, devel-
opers and members of the glass indus-
try talked about their vision and views
of the glass industry and trends. There
was a resonating, consistent message:
the glass industry is being picked on be-
cause we are not doing enough to drive
energy efficiency at a cost-effective level. 

One of the participants, architect Ken
Shuttlesworth, has said, “the glass box is
dead. The glass             façade industry has
failed to implement step functions in
energy efficiency, weight reduction and
flexibility of form.” He is making a lot of
public statements that say unless we de-
liver better energy efficiency, [window-
less architecture] is the building type of
the future. The problem is more and
more data is being published that shows
strip windows actually provide better
overall energy efficiency for the façade. 

So, we have a problem in that we have
to serve two masters: energy code legis-
lation and architect vision and creativity.
We have to be able to meet both needs. 

How do we win this battle for the wall? 
First, we have to understand the

competition. The competition is solid
surface wall material. Your cement
manufacturer wants to sell more ce-
ment. We want to sell more glass. That’s
the bottom line.

We have to define our competitive
advantage. What is the real competitive
advantage an all glass building (40 per-
cent window-to-wall) has over a brick
building with a couple of slot windows?
We can’t currently quantify it and we can’t
do (a numerical) calculation on the pay-
back. How do you define daylight? How
do you define human comfort? How do
you define work productivity? These are
all factors that go into how people design
a building, how people build a building,
how they interact with the glass on a daily
basis. We have the energy efficiency, but
we also have all these other aspects of a
building that [make] people want to live

and work in the glass environment. The
bottom line is, we have to increase the en-
ergy efficiency of the glazing.

In Europe the entire value chain has
worked together to actually maintain
or increase the window-to-wall ratio.
Today, you will actually see more glass
in a façade then you did ten to 15 years
ago in many parts of Europe. They
have been very proactive on the code
front, but they have also been ex-
tremely proactive in every step of the
value chain and have added the tech-
nologies that they need to go to the
next level.

We have to create value in each step
of the channel. If the glass company
does a lot of research and development
on, for example, an electrochromic glass
and the fabricator doesn’t have the ca-
pability to handle the electrical wiring,
or the contract glazier doesn’t have the
contract skills to be able to install it into
a façade, the whole channel breaks
down. How do we increase value if each
step in the channel does not understand
what they need to do in their business
to be able to be successful and increase
energy efficiency? 

We also have to eliminate co-adop-
tion risk. We have to promote energy ef-
ficiency in unity through the channel. We
must try hard to sell energy efficiency
rather than merely taking an order. 

We have a very complicated chain: the
glass and coatings manufacturer has to

sell to the fabricator; the fabricator has to
sell to the contract glazier; the contract
glazier has to sell to the general contrac-
tor; and the general contractor has to sell
to the building owner or developer. Then
we have two tangential aspects: we have
the architect who wants to put the vision
in the building and we have the façade
engineering or curtainwall consultant
who is representing the interests of one
party. As we try to innovate through tech-
nology, everybody in the channel needs
to step up and figure out what to do with
this new technology. 

All Together
In the chart above you can see what

could happen to the five steps through
the channel (from the book the Wide
Lense by Ron Adner). There could be a
product or technology that might have
three pluses for the glass producer, two
pluses for the fabricator, a minus for the
glazier, two pluses for the general con-
tractor and four pluses for the owner/de-
veloper. All it takes is one negative in the
channel for everything to fall apart. If
there’s a technology that’s great for every-
body in the channel except the contract
glaziers, then his margins get reduced. So
the contract glazier says, “I don’t want to
do this. Why would I want to make less
money just to make the general contrac-
tor and the owner/developer more

continued on page 40

In his book, The Wide Lense, Ron Adner explains there must be value in all parts
of the chain to ensure success for all.

Value Adoption Chain Risk
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money?” You wouldn’t. That’s why we
need to change the value equation.  
How do we improve energy efficiency

and compete with solid walls? One an-
swer is high-performance coatings. They
are used in about 65 percent of commer-
cial and about 95 percent of residential
projects in the U.S. 
Argon gas filling is another step. It is an

easy way to improve the energy efficiency
of an insulating glass (IG) unit. Warm-
edge spacer technologies are also improv-
ing. Surface-four coatings are becoming
available where minimal change is needed
in the value chain to integrate these coat-
ings. Using silkscreen patterns to reduce
solar heat gain and triple-glazed IG units
are other possible steps. 
In many parts of the world today, 80

percent of the IG units are triple glazed.
This was a key step in Europe’s ability to
maintain its window-to-wall ratio and a
key step in our future. 
We also have to support emerging

technologies, whether it’s electrochromic,
switchable, bent skin façades, double skin
façades or BIPV. These may seem un-
reachable or too futuristic, but they are
not. It wasn’t that long ago when the
world was dominated by pyrolytic coat-
ings yet today pyrolytic coatings are

dying on a global basis as sputtered coat-
ings continue to evolve.
When you look at the last 15 years, con-

tract glaziers have not had to change too
much in terms of the supply chain. The
innovation has been coming from coat-
ings. You were able to get a low solar heat
gain coefficient and gain more and more
transmission which was good for day-
lighting, glare and overall energy per-
formance (see chart on the next page). But,
what happens to energy efficiency when
coatings start to tap out? That’s when al-
ternative technologies are going to be re-
quired, and that means it’s time to change. 
The large-size IG units, such as win-

dow-to-floor and floor-to-ceiling-glass,
are also growing in popularity. A lot of
units are coming in from Europe because
they can coat jumbo sizes there. They
build jumbos and are able to install them.
Many U.S. fabricators are not able to han-
dle the larger sizes, which makes it more
and more challenging to meet the de-
mands of the channel.
Stringent energy codes will drive the

need for triple glazing. They will not
apply to every zone in the energy bands
in the U.S. and Canada, but if you don’t
go to triple glazing we will be challenged
to reduce the window- to-wall ratio. Eu-
rope has been very successful in migrat-
ing to triple glazing and has maintained
the window- to-wall ratio. We now see 25
to 30 percent window-to-wall ratios in
the façade in other areas of the world
where the change was not made.

Adoption Risks
Let’s take a closer look at triple glazing

as an example. Glass companies have to
produce triple glazing specific coatings.
Sealant producers need to develop more
materials and structural integrity be-
cause now there are three lites of glass.
Fabricators have to be able to make
triple-glazed units at a decent cost, which
means they have to invest in fabrication
equipment, handling and transportation.
Metal fabricators must change the design
because now the width of the unit is
much bigger. Contract glaziers will have
to deal with heavier units. Glazing meth-

ods and materials have to be different. If
everyone in the channel doesn’t do some-
thing to co-invent, there will be huge
adoption change risks. 
Let’s look at a second example, elec-

trochromics. What is the adoption risk
for electrochromic coatings? When you
look at the glass producer, your risk in-
cludes the cost of testing, energy model-
ing and tools. Sealant producers have to
have a sealant that allows an electrical
wiring to come out of the IG unit. The
fabricator must work with the electrical
wiring/cabling and testing—and nor-
mally they don’t test the IG units before
they ship, so that’s a whole other level of
complexity. The metal fabricator has to
figure out how to channel wiring through
conduit to get it out through to the power
distribution box. But the biggest changes
are to the contract glazier. They must be-
come electricians. Contract glaziers will
have to deal with electrical wiring, test-
ing certifications and their bonding levels
will change quite a bit. No longer are they
installing an $8 to $10 per square foot IG
unit; they are installing something that
could be $20, $30 or $40 per square foot.
But, depending upon how you run your
business, you will be able to sell that value
and put more money into your pocket. 

The Good News
Many countries, especially Germany,

Switzerland, Austria, and the U.K., are
able to hold or gain window-to-wall
ratio. They have very strong code im-
plementation and enforcement there. In
parts of Europe you can’t sell a building
unless you have a piece of paperwork
that says the building meets the codes.
If you don’t meet the codes then you ei-
ther have to drop the sales price of the
building or you need to install glazing
that meets the building’s requirements. 
Trends also are strong for zero energy

buildings with a true payback. This al-
ready is a reality in Europe and many
buildings are getting certified at zero
energy. There has been strong value
chain support by every level. 
Another big trend in Europe is dou-

ble-skin façades. This may seem costly,

The “Battle
for the Wall”

continued from page 39

In some parts of the world, such as
Latin America, the cement industry is
winning the battle for the wall, as it has
a higher usage percentage than glass.
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but when you study it, you’ll find a very
quick payback. 
Ventilating units are another trend.

The same concept provides air ventila-
tion certain times of the year when it’s
hot and then retracts for cool weather. 
Now to the bad news. There are also

parts of the world where glass is losing
the battle. If you look at the skyline of
Sao Paulo, Brazil, you won’t see much
glass. The strong people in the value
chain are the cement companies. There’s
only about a 10 to 15 percent window-
to-wall ratio in major cities such as Rio,
Sao Paulo and Buenos Aires. A big chal-
lenge for the glass industry is how we
change the minds of the architects, the
government bodies, etc., to increase the
amount of glass and educate them
about the benefits of glass. 
My advice would be upgrading your

capabilities to support argon gas filling
and warm-edge spacers. ASHRAE’s lat-
est push is from 40 to 30 percent. The
industry as a whole has to pull together
to fight back at this ASHRAE code
change. We need more of this and we
need more people to be an active voice
and a participant.
The drive for zero energy buildings

is going to require advanced glazing
methods. It will be a significant part
of the market and the business in
parts of North America in three to five
years. You will need a sales force ca-
pable of promoting value-added
products and services. I think this is
one challenge everybody in the chan-
nel needs to be able to explain. I call
it the 30-second elevator speech—
why they should buy advanced glaz-
ing and why they should buy more
energy-efficient products.

What CanYou Do?
• Embrace the trend toward high-
performance coatings and glass
technologies. It is an opportunity to
increase profit margins. When the re-
cession hit North America we saw al-
most a 50 to 60 percent drop in the
amount of glass. In 2007 there were
42 float lines running in North Amer-

ica. Today there are 30. When that
much glass comes out of the channels
the industry also feels the pain.

• Learn about the advanced tech-
nologies that are coming. This isn’t
a light switch. You don’t all of a sud-
den wake up one day and say “hey
I’m going to install BIPV units.” It
might take two to three years to learn
the product, the technology, codes,
payback, the value and how you sell
it. Get educated. Don’t wait for every-
one else to do it first; we need some
early adopters.

• Embrace the more stringent
codes. If you want to maintain prof-
its, if you want to maintain the
amount of glass that goes into a
building you need to embrace the
codes. Don’t fight it.

• Engage with industry partners.Take
the time to figure out how you can get
involved in the business. Partner with
suppliers throughout the channel that
are working on zero energy building.
Promote the benefits of energy savings
coatings to the next level in the value
chain. We need to improve energy
efficiency or we will lose surface
area. If we increase or maintain the
window-to-wall ratio we all win.

• Think about the adoption in
the channel and what you
need to do. What do you need
your fabricator to do? What do

you need from the general contrac-
tors? We need to push up and down
both ways in order to maximize the
value. This business runs on square
meters and square feet. We need to
get our minds on how we maximize
both the value and the profits that we
extract per square foot or square
meter from a façade. If we all have
full value chain adoption we all win.

• Get out of the order-taker mental-
ity. Take the time to understand the
technology, the business and the
value, and how you can convince the
general contractor, the architect, the
façade engineering consultant to re-
ally value the services you provide
and products that you channel and
give to the customer.
The way we are going to make more

money is by working together, figur-
ing out how to adopt technology
through the chain, having everybody
do their own part and working hard as
an industry to lobby against changes
in window-to-wall ratio that are being
proposed by various bodies.   �

S c o t t  T h o m s e n is the
president, global flat glass
group, Guardian Industries in
Auburn Hills, Mich.

Past Technology Evolution: Value Chain Compatible
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Sky™ wifi Smartpen

Quick! An architect just
called for an impromptu meeting and you need to

ensure the accuracy of every word, drawing and detail. Grab
that Sky pen and go. This new tool allows you to record
everything you hear, say, write and draw. You can also wire-
lessly sync notes and audio to your personal Evernote® ac-
count where you can replay, organize, search and share your
interactive notes any time and anywhere.
��� www.livescribe.com
($169.95 to $249.95)

Visioneer RoadWarrior Scanner
We’ve probably all said we’re going to become more or-

ganized; now this new gadget can help take you one step
closer to that goal. This mobile scanner weighs just 10.6
ounces and produces 24-bit color scans to help organize all
receipts, business cards, documents and photos up to 600
dpi in all major file formats including searchable PDF.
��� www.support.visioneer.com
($119.99)

xPrint Server
You’re at a job-

site and just re-
ceived updated
d o c u m e n t s ,
plans or draw-
ings on your
iPad. Need to
print them right
away? Now you

can with the new xPrint server. This handy device enables
wireless printing for iOS devices such as iPads® and
iPhones® using their native print menu. It eliminates the
need to print through apps, install software or email your-
self documents for printing.
��� www.lantronix.com
($99.95 to $199.95) 

Uvex AcoustiMaxx Stereo Bluetooth Eyewear
Protective eyewear is a must in most every shop environ-

ment and jobsite. Now workers can get both premium eye
protection as well as hands-free communication. This new
line of eyewear lets workers focus on the task at hand, keep-
ing them safe and productive on the job. Designed for use

in industrial work environments, Uvex AcoustiMaxx
Stereo Bluetooth eyewear delivers both impact protection as
well as crystal clear, acoustically-isolated, in-ear voice com-
munication through its dual microphone technology.
��� www.uvex.com
($125)

Go, Go Gadget …
New Techie

Products You
Don’t Want 

to Miss

The Jetsons may have been wrong about the flying cars, but there are still plenty of new and exciting things avail-
able today that will make the workplace and jobsite more fluid and, well, futuristic. Here’s a look at a few new

gadgets—some so new they’re only available on preorder—that are designed to help you work more efficiently,
more effectively and more like your future self.

�
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Adesso
NuScan1000U USB Hand Held

Contact CCD Barcode Scanner
This tool can help glass shops and retailers

when it comes to scanning and keeping track
of sales. This scanner, which plugs between the

keyboard and PC, or a USB, sends data to your active ap-
plication just as if you typed it from your keyboard. It’s
ideal for retail, point of sale, or any repetitive application
where time and accuracy are important factors in mak-
ing your business succeed. Cha-ching!
��� www.adesso.com
($79.99)

Printbrush 4X6

This is one camera-printer combo you’ve got to see to be-
lieve. Snap a pic of your latest project with the Printbrush
4X6, then sweep it across any surface to print the image. The
pocket-size camera/printer features PrintDreams RMPT Full
technology, and can print in color directly onto virtually any
surface. Ready to give it a try? It will be awhile just yet as the
Printbrush 4X6 has not yet been commercially launched.
��� www.printdreams.com

Yes, Virginia, There’s an App for That
Modern Technology is Literally Putting 
Resources in the Palm of Your Hand

If you’re of a certain age, your mental image of an architect
or builder might be influenced by a particular episode of The
Brady Bunch, or at least the image of Robert Reed (Mr. Brady)
with rolls of blueprints under his arm. Times have changed.
Not only are blueprints created in a way beyond what Mike
Brady could have imagined, but now can be transported in
one little device in your pocket.
In a world where smart phones dominate, you’re only as

savvy as the apps you use. So join us as we take a look at
some of the different apps available to the building indus-
try and decide for yourself what works best for you.

MANAGEMENT
SapphireViewer by MiTek –This app, available from MiTek,

a supplier of  engineered products and services for the build-
ing components industry, allows users to share with their cus-
tomers 3-D models and collaborate with them. Users can
download the viewer and selectively invite customers to
download viewer, too. The Sapphire program is designed to
let users share files with customers, helping them design, es-
timate, and build accurately from a single, 3-D model.
Cost: Free, for Sapphire customers. 
SmartBidNet – This construction bid management software

can be used for managing invitations to bid, subcontracts and
project documents, online, anytime. It requires SmartBidNet
bid management software, but allows users to keep track of
subcontractor and vendor interactions from their phones. The
app includes both bid (e.g. status, amount, due date) and proj-
ect information (e.g. square footage, location, building owner). 
Cost: The app is $0.99, but it can only be used by Smart-

BidNet customers.
Platforms: iPhone (OS 3.0 or later), iPad and iPod Touch.

An Android version is currently being Beta tested.
iQuick Contract Maker – This app has pre-written informa-

tion that allows the user to quickly create a legal contract, and
is customizable for contract agreements. All phases of the con-
tract have also been included. Just pick and choose what sec-
tion you want to include, such as construction or home repair,
among others.
Cost: $2.99
Platforms: iPhone (OS 3.1 or later), iPad and iPod touch.

DESIGN
cadTouch R4– This app allows users to create new drawings

from scratch and then save them as DWG or send drawings for
PDF printing. You can view, edit and query information from your
existing files. No Internet connection is required and users can
create new drawings from their device with desktop-class tools.
The app uses iTunes file-sharing (drag and drop files from your
computer) and can send/open email with attachments.
Cost: $19.99
Platforms: iPhone and iPad; cadTouch R5 for Android is

coming soon.
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The Leap Motion Controller
Imagine this: a controller that senses your individual hand

and finger movements so you can interact directly with your
computer. The Leap Motion controller is set to do just that
when it becomes commercially available next month. 
How does it work? Simply connect the device and in-

stantly get 8 cubic feet of 3D interaction space. The Leap
Motion controller will support operating system interac-
tions with Windows 7 and 8, and Mac OS X 10.7 and 10.8.
The company is also working with a number of developers
on applications, including plug-ins for 3D design software
producer Autodesk. Pre-orders will begin shipping May 13,
and the product will launch exclusively in the U.S. at Best
Buy stores on May 19.
��� www.LeapMotion.com
($79.99 pre-order)

Finger CAD – This CAD application is for technical drawing
with fingers assisted by a computer. With FingerCAD (and
FingerCAD WS – the wide screen version), you can draw
houses, floor plans, mechanical components, geometrical
figures--anything that can be designed with a common PC
CAD. The app is ideal for engineers in construction, archi-
tects, designers and students, among others.
Cost: $5.99
Platforms: iPhone, iPod Touch, iPad or iPad mini
REVITKeys – REVITKeys is a list of 154 keyboard combi-

nations for AutoDesk Revit Architecture 2011. Arranged in
14 categories, this tool makes it easy to find the keyboard
shortcut you are looking for or learn new ones. It’s handy for
Revit users “on the go.”
Cost: $0.99
Platforms: iPhone, iPod touch, and iPad. Requires iOS 3.0

or later
iRhino 3D – Perfect for showing your designs and ideas in

3-D. Pan, zoom and rotate with a tap or drag of your finger.
Load Rhino models from websites, Google Docs, DropBox,
email attachments or from iTunes. Users can also save views
as images for markup and emailing.
Cost: $3.99
Platforms: iPad, iPhone, iPod touch
Drawvis Free – This application was created for viewing

technical drawings in AutoCAD DXF textual format. Users can
also attach notes of various types to their drawings.
Cost: Free
Platforms: iPhones and iPad

continued from page 43
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Powertrekk
We’ve all been there: you need to charge your cell phone and

there is no electricity outlet to be found. Now, a soon-to-be-
available device from MYFC could be just what you need. The
company developed the Powertrekk, a portable fuel cell charger
to power smartphones, cameras, GPS devices, MP3 players and
portable gaming units (for use during personal time, of course).
The PowerTrekk is a 2-in-1 solution that is both a portable bat-
tery pack and fuel cell. The portable battery pack can be oper-
ated on its own as a ready source of power or storage buffer for
the fuel cell. The fuel cell enables instant charging from a de-
flated battery state without ever needing a wall charge
��� http://www.powertrekk.com
($229)

txtRing ;)

Constant smudging is a one of the pitfalls of the ever-so-
popular touch screen phones, readers and other mobile prod-
ucts. Now a newly developed silicone ring stylus is available
for use with small electronic touch screens. Called the tx-
tRing;), this handy little gadget fits on your thumb or index
finger so you can keep your touch screens smudge free.
��� www.txtrng.com
($19.99-$24.99)

Didn’t see your favorite app on the list? Let us know
which apps we missed, which work best for you and which
pulled the wool over your—or our—eyes. Visit USGlass on
Facebook at www.facebook/USGlassMagazine or email
erogers@glass.com and tell us what you think.

iBlueprint – iBlueprint allows users to create and export a
custom floor plan of any structure.
Cost: $0.99
Platforms: iPhone, iPad, iPod touch
PadCAD - This drafting app was created for small projects

such as home additions and small remodeling projects. Pad-
CAD was designed to be easy to use, and with speed and mo-
bility in mind. It is not a full blown CAD application.
Cost: $14.99
Platforms: iPad, Android, Kindle

BUILDING
Handyman Calculator by Kalyani Mobileapps — This com-

plete construction calculator with simple inputs allows users
to customize and create a list of favorite calculators and save
calculated results in a notepad.
Cost: Free
Platforms: Android

LEED AND ENVIRONMENTAL APPS
EcoFlash BD+C Lite – Helps users study for the LEED AP

2009 Building Design and Construction exam.
Cost: Free
Platforms: iPhone, iPod Touch
Special Features: Extended version EcoFlash BD+C Flash-

cards cost $19.99
LEED Building Design and Construction (BD&C) Flash-

cards – While several companies offer LEED BD&C flash-
cards, Green Building Education Services is one that
provides an application which includes 200 flash cards
and a 100 question practice exam. Questions were de-
signed using multiple resources that are covered in the
BD&C exam. gWhiz is another, and it challenges users’ re-
call of key information and definitions and improvement of
problem-solving speed over 469 cards. Netframes also of-
fers a set of flashcards meant to help building and design
professionals study for the LEED AP exam. 
Cost: $19.99 (both)
Platforms: iPhone (both)
Green Pro by RMS Group – The Green Pro utility applica-

tion assists architects, engineers, owners and contractors in
understanding and working with the USGBC LEED guidelines
for New Construction and Major Renovations.
Cost: $3.99
Platforms: iPhone, iPad, iPod touch

SAFETY
Noble Canary — The OSHA Audit App is a mobile auditing

application. Users can document general industry work-
place compliance, record safety violations with notes and
photographs, and fully evaluate health and safety pro-
grams. When the audit is complete, a full report is auto-
matically generated.
Cost: $99.99
Platforms: iPhone, iPad and Android �
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A little snow in the Northeast couldn’t stop the success of
the Glass Expo Northeast™ 2013 (GENE) show, held in

Hauppauge (Long Island), N.Y., March 7-8, 2013.
The many attendees who braved the weather were rewarded

with a number of business-improvement educational seminars
as well as lead-generating networking opportunities. From cof-
fee breaks provided by JLM Wholesale to a keynote address on
changing demographics, to the trade show, attendees were met
with a variety of opportunities to learn and network.

Snow, Seminars and Sealants
Darijo Babic, national architectural manager for PPG In-

dustries, kicked of the seminars with his presentation, “Ar-
chitectural Industry’s New Products: Sealants and
High-Performance Insulating Glass.” Babic discussed three
varieties of coated, energy-efficient glass: passive coatings,
solar control low-E and non-low-E coatings as well as the en-
ergy-efficiency of each.
“In commercial buildings, up to 75 percent of electricity

use can be affected by glass,” said Babic. “In the U.S there are
more than 70 billion square feet of built space; what would be
the impact if we replaced the existing glass with the latest
technology in glass? It would save about $40 billion in gas
and electricity per year and carbon dioxide emissions would
reduce by 123 million tons per year.”

Bob Carle, regional manager for Pecora, next discussed a
variety of sealants. New technology in silicones, such as non-
staining and special rheology, are eliminating fluid migra-
tion, increasing adhesion, controlling flow and reducing
manual manipulation. “Sealants that inherently contribute
to both thermal and acoustical performance of a fenestra-
tion system,” are what he said will be the next technology
members of the glass industry can expect to see.
“Fenestration and Today’s Energy Codes and Green Stan-

dards,” by David Warden, brand manager of the EnerGfacade
product line for YKK, and “Understanding and Selling Pho-
tovoltaics in the Glass Industry” by Nick Bagatelos, president
of BISEM-USA Inc. also offered attendees a glimpse of the
eco-friendly industry future.
Operable fenestration, such as fixed windows and sliding

doors, sees U-factors pushed down to about 0.45, but “some
companies are pushing that envelope and getting farther
down there,” Warden says.
“What they’re doing is looking at adding a true thermal

break for curtainwall and storefronts,” he said, adding, “you’re
going to see better U-factor performance” in double digits.
Many thermal doors enter the market with a U-factor of

0.50, but some are as low as 0.40.
According to Bagatelos, photovoltaics, particularly verti-

cal walls, will become the future of net-zero glazing.

Give-Aways
Among the many prizes given away at GENE ’13 was a

glass rack giveaway which was a major draw for many
attendees.
The glass rack from MyGlassTruck.com, which is an 8 feet

long by 42 inches high interior van rack, has a 5-inch ledge,
three adjustable poles and vertical and horizontal rubber.
“The glass rack can go in any type of van,” says sales di-

rector Michael Frett. 
“I thought the show was great. I saw a lot of people and

was extremely busy with the booth” he added. “You can
tell the economy is getting better … I definitely made a
couple of sales. I believe I sold four racks off the show.” 
MyGlassTruck.com donates a portion of the proceeds

for each glass rack sold to the Central and South Jersey
affiliates of the Susan G. Komen breast cancer founda-
tion. To date, the company has donated more than
$10,000 to the Central and South Jersey affiliates.
Scott Tabankin of New York Carved Glass was the

lucky attendee who walked away with the donated
glass rack.

b y  C a s e y  N e e l e y

MyGlassTruck.com

gave away an interior

van rack at this year’s

Glass Expo Northeast.  
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“Sixty percent has been achieved through solar heat gain
coefficient, but it is the last 40 percent, or net zero, that we
are still reaching for,” he said.
Bagatelos also noted that some buildings may see a 100-per-

cent, or more, return on investment within two to three years.
Continuing the trend of innovative, energy-efficient tech-

nology, Andrew Hulse, vice president of business develop-
ment for Sage Electrochromics Inc., presented “Electronically
Tintable Glass as an Architectural Enabler.”
People love glass, according to Hulse, but windows can

have a major impact on energy consumption. “In a typical
office building, 65 percent of total energy use is for lighting,
heating and cooling,” he said.
“We put all of these great windows in buildings, then we

cover them back up” with products such as blinds to help
lower costs, Hulse added.
For cost comparison, Hulse said installation of elec-

trochromic technology can cost nearly the same as an ex-
tensive blind installation. Additionally, tints can be controlled
by zones so the window tints vary by sections based on glare,
light and heat as well as outdoor angle of the sun, still allow-
ing for passable light in lower-sun zones.
Lyle Hill, managing director of Keytech North America,

changed the topic of discussion to improving the business
model in his presentation, “The Big Three: Most Important
Things You Can Do to be Successful.”
What is the number one most important thing to be suc-

cessful? “You’ve got to have a plan,” said Hill. A real plan, he
said, includes competitive analysis, a review of strengths and
weaknesses, budgets beyond sales, a marketing plan, an
equipment/operational plan, a financing plan and a human
resources plan.
“I don’t care how big or small you are, you need to have a

plan. You need to have in the back of your mind, a back-up
plan,” said Hill. “If you can’t do these things, if you can’t plan,
call somebody.”
Number two: “You’ve got to manage,” he said. “In a lot of

cases, our companies are being managed by bad managers
… One of my biggest complaints is managers who just
don’t ‘blow the whistle.’ They know the right call, but they
ignore it.”
To manage, Hill noted that you must establish and enforce

policy, say what you mean and mean what you say, set up ac-
countability measures, leave your ego at home, make tough

and unpopular calls, lead by example, exhibit signs of good
character, be fair and consistent and have the ability to laugh
at yourself.
The third key, Hill said, “You’ve got to ‘fix’ it.” He continued,

“Things just don’t last. We need to constantly ask ourselves,
‘is that working?’” To fix problems within your company, Hill
said you must admit you made a mistake, get input from oth-
ers, avoid jumping at quick-fix solutions, consider the big
picture, monitor the fix and adapt if needed, think long-term,
remember your plans and goals, and don’t look back.
Debra Levy, publisher of USGlass magazine, also presented

a marketing-based seminar, “Facebook + Twitter + Groupon!
Oh My!” discussing the value of employing social media mar-
keting as part of a company business model. According to
Levy, 73 percent of consumers use the Internet, compared to
only 19 percent who use yellow pages. 
Optimizing a mobile website to reach the maximum audi-

ence as well as measuring website analytics (who is using
your website and where are they coming from) are impor-
tant factors for improving your social media presence. Ana-
lyzing the amount of time visitors spend on your webpage is
also a useful tool.
One of Levy’s main points was the value of email ad-

dresses. She said, “The single most valuable thing you can
get from a customer next to a sale is their email address,”
which provides additional opportunities to reach out to con-
sumers and network.

On the Market
In addition to the seminars, GENE ’13 also included a

trade show.
“We’ve been talking to a lot of architects about warm-edge

spacers for glass; as a result you get improved overall U-fac-
tor,” said Michael Gainey, business manager, Azon USA Inc.
“We have some new coatings out that are designed to lower

U-value,” said Leigh Anne Mays, architectural design man-
ager, Northeast, for Guardian Industries. “They are specific
fourth-surface coatings … when the heat hits our coating it
reflects back in. We’re also showing suspended-particle pri-
vacy glass. We also have our electrochromic glass which is
part of our dynamic glazing package.”
Sage Electrochromics displayed its electrochromic tech-

continued on page 48

GENE 2013 exhibitors were busy
throughout the course of the show.
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nology at the show, as well.
“It’s glass that can act like a valve to be able to control the

amount of light and heat that you allow in the space. It’s thin-
film technology so it’s impervious to UV,” said Hulse. “It allows us
to go electronically from a clear state of about a 62 percent VLT,
a .47 solar heat gain coefficient all the way down to a 2 percent
VLT and 0.09 solar heat gain coefficient. It really drives signifi-
cant energy savings in the building, manages glare, but still does
it in such a way that we take into account the outdoor conditions
and maintain maximum daylight in the space as well.”
American-based manufacturing was another selling point

many exhibitors discussed.
“In addition to manufacturing doors and windows, we also

manufacture the metal for the doors and windows. Crystal man-
ufactures both vinyl windows and aluminum windows. We ex-
trude aluminum as well as vinyl,” said Vincent Grieco, regional
sales and technical manager for Flushing, N.Y.-based Crystal
Windows and Doors. “We also manufacture aluminum products;
in-swing casement window. The glass that we use happens to be
larger than industry standards. The overall depth is 1¼ inches.
Because of that it provides us with thermal efficiency and the op-
tion to also do sound control with different glazing options.”
“We’re service-driven; we do stock a lot of products,” said

Leigh Ann Page, outside sales for JLM Wholesale. “Most of
our products are USA-made.”
Anthony R. Goodings, director of sales for The Wagner

Companies described their products as “imported from Mil-
waukee—tagline from the Chrysler Company, but it works
[for our products] beautifully.”
New and updated products stole the show.
Mainstreet Computers announced its re-launching of the

Glas-Avenue 9.0 program. New features will include a mo-
bile Android app, time clock module, commission system,
local sales tax, invoice attachments, insurance job invoice
customization and multiple vendor inquiry. 
Fenzi North America also discussed its two-component

polysulphide sealant for insulating glass, Thiover, to help the
company better serve the residential market.
J.E. Berkowitz focused on its remodeling customers.
“A product we have for the renovation market is called

Renovate. We’ve developed this system which we use on
existing office buildings to upgrade the thermal perform-
ance of existing single-glaze curtainwall window systems
in a building,” said Michael Nicklas, business development
manager. “We apply a factory-manufactured insulating
unit creating a hermetically sealed triple-glazed unit in-
creasing the energy performance on the building about 25
percent with a payback period between five and seven
years typically.”
Another major consumer trend on display was versatility.
“We can build any entrance system to your specifications,”

said Kathleen Long, architectural door coordinator for Old-
castle BuildingEnvelope®. 

“We fabricate our fire-rated framing systems, both in con-
ventional steel products, insulated steel as well as stainless
steel,” said Ron Leiseca, eastern regional sales manager,
Vetrotech Saint-Gobain. “We do a lot of customized work
with regards to the architect’s designs … we also do special-
ized work for psychiatric facilities.
“We have been lucky because of the code changes,” he con-

tinued. “We have had more enforcement on life-safety aspects,
such as fire-rated glazing. We have had more requests for our
products. As architects understand the flexibility of the prod-
ucts they are using them in different types of applications, ex-
panding the use and using them for different sources.”
Attendees agreed this year’s show was one to be beat, with

both the seminars and exhibitors delivering the educational
and networking opportunities they hoped to find.
“I thought the show was great; it was a well-organized

show,” said George Shaikh of Hamilton Lock, Glass and Door
“I met a lot of people and saw a lot of new things I hadn’t

seen before,” agreed Alex Tamoutselis, Mr. Glass.
L’Quette Taylor of AFI Glass and Architectural Metal said,

“I learned a lot [including] some things I didn’t even know
they did with glass.” 

Sunny Days Ahead
In addition to the positive feedback from this year’s event,

exhibitors at the show agreed the overall outlook for the in-
dustry is continuing to look up.
“I think the market is definitely on an upturn; the market

is booming,” said Mays.
“What I’m seeing … is commercial construction is rap-

idly growing again, whereas for so long it was in such a bad
state of lull,” said Page. “It was a little scary for a while, but
now we’re starting to see that the industry is picking up.”
The increase is translating into additional projects for

some companies.
“We see a lot of great things happening for 2013; a lot of

upcoming projects … a lot of condos and hotels,” said Teresa
Tenis, sale representative for Oldcastle BuildingEnvelope®.
“We anticipate approximately a 6-percent increase of all

business related to glass and aluminum industries, and we’re
already starting to see that business coming in,” said Greico.
“YKK, for the last year or so has been picking up,” said

Mark Richard, northeast/mid-Atlantic sales manager for
YKK AP America Inc. “We’re certainly not back to 2007-2008
levels, but we’ve seen a definite upswing.”   �

Weathering the Storm

C a s e y  N e e l e y is a contributing editor
for USGlass. 
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ShowCase

websites
New Guardian Site
Offers Tools and Resources 
Guardian Industries has updated its

website, www.sunguardglass.com, offer-
ing improved organization and usability,

as well as enhanced tools and resources.
Some of the features include improved
project search functionality, a new prod-
uct appearance selector, new green Build-
ing and LEED information, as well as new
performance comparison calculators.
In addition, the company has recon-

figured its web-based search tool with a
map-based feature. Similar to its
smartphone glass app, this tool allows
users to find and explore projects based
on a specific location. For example,
users can zoom in on a specific location
and then bring up a photo and some
highlighted project information associ-
ated with the pin on the map. Users
simply click on the project of interest to
bring up detailed information. The
database can also be searched in a more
traditional manor. Here, users can se-

lect from ten different attributes, such
as the type of building, product used, as
well as fabricators or glaziers who
worked on the project. 
��� www.sunguardglass.com

mobileapps
Here’s an App for That
The new Sika product finder app is

available in the iTunes Store. The app is
designed to help users find the appro-
priate product for their needs, along
with the appropriate materials safety
data sheets when necessary. 
��� www.sikausa.com

safety glazing
Viracon Debuts RF Solutions
ViraconhascreatedCyberShield,aglass

coating specifically engineered to reduce
the transmission of radio frequency (RF)
electromagnetic radiation, also known as
RF shielding. The technology’s made pos-
sible by the use of Pilkington Datastop
coating on the glass. Datastop is conduc-
tively connected to the window frame

around the
perimeter of
the window to en-
sure maximum effectiveness.
CyberShield offers electrical attenua-

tion with an average of 45 decibels
across a frequency range from 35 mega-
hertz to 18 gigahertz, while optimizing
visible light transmission with a neutral
glass color. Additionally, glass perform-
ance can be enhanced with low-E coat-
ings and/or silk-screen solutions.
CyberShield glass can be used as a

glazing solution for exterior or interior
walls where RF shielding is needed.
Available in laminated, insulating lam-
inated and double laminated insulating
glass, CyberShield requires heat-treat-
ing and special glazing requirements of

50 USGlass, Metal & Glazing  |  April 2013 www.usglassmag.com

3Dmodeling
BIM IQ® Brings a New Revolution to Building Designs

Imagine being able to make a change to your architectural glass project and
then see that change from any view--interior or exterior--in its exact location,
any day of the year. The BIM IQ® technology available exclusively from Oldcas-
tle BuildingEnvelope® (OBE) allows users to do just that. The technology is a
computer-aided three-dimensional (3D), interactive design and energy appli-
cation for the architectural and construction industry. Created for OBE using
the same technology that designed the 777, the first airplane modeled com-
pletely in 3D, this type of technology is the industry’s first.

“If you’re not working in a 3D CAD environment or 3D BIM environment, you’ve
got to get there, because the world is moving in that direction very rapidly and the
days of walking into a conference room with rolls of 2D CAD drawings are drawing
to a close,” says Ted Hathaway, CEO.

BIM IQ is different than traditional building
information modeling (BIM). For example, it al-
lows users to change the glass selection or mul-
lion design and then show that change from
any view of the project, interior or exterior, in its
exact location, on any day of the year. It also cal-
culates the performance data from that change
through its energy analytics tool.

When the glass selection is changed BIM IQ
calculates the exact amount of available day-
light associated with that glass selection; ther-

mal calculations are made based on the design change, according to the
company.

According to company information, users can change the color of the glass, for
example, and see not only how it will look, but also how it will perform. Oldcastle
BuildingEnvelope says BIM IQ is a game changer in how buildings will be designed.
��� www.bimiq.com continued on page 52
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Instead of bottling enthusiasm, PPG
is “bottling knowledge” through its
newly launched Glass Education Center
(www.educationcenter.ppg.com). The
online resource is designed specifically
for architects to serve as a source for in-
formation about designing, specifying
and building with commercial glass.

Rob Struble, manager, brand and
communications, PPG Industries, ex-
plains the intent and evolution of the
site which was in development for
roughly a year.

“In this downturn it seemed that
many of the long-term ‘glass experts’
in architectural firms were retiring,”
says Struble. “So we get a fair amount
of basic questions along with ques-
tions at a higher level than we ever
had before,” he says. 

And, Struble adds, “We have techni-
cal service files that can fill a room. So
we digitized it and indexed it.” Struble

explains the goals of the site:
● It helps architects design

better with glass;
● It provides a comprehen-

sive source of educational
information on glass; and

● It takes advantage of
PPG’s deep knowledge
base of glass handling fab-
rication and installation.

The result was a comprehen-
sive site divided into three sec-
tions – Glass Topics, Glass
Frequently Asked Questions
(FAQ) and a Glossary. The online

tool also features a mix of videos, illus-
trations and educational features that
address issues such as preventing ther-
mal glass breakage, specifying large in-
sulating glass units, how low-E glass
works, how heat-treated glass differs
from heat-strengthened glass, and why
it all matters for commercial building
projects.

Glenn T. Miner, director of construc-
tion, flat glass, says the PPG Glass Ed-
ucation Center was created to address
a growing demand, especially among
young architects and students, for
more accessible, interac-
tive and engaging techni-
cal information about
designing and building
with glass.

“As commercial glass
products become more
sophisticated, glass man-
ufacturers have an obliga-

tion to deliver technical information to
architects and other building profes-
sionals in a way that helps them meet
the increasingly difficult demands
made of them,” says Miner.

He stressed that the site is not de-
signed as a marketing tool.

“When visitors log on to the PPG
Glass Education Center, they will find
very little to no information about our
products specifically,” Miner adds. “Our
primary goal is to offer an objective,
user-focused resource that enhances
the safety, attractiveness and energy-ef-
ficiency of buildings constructed with
glass, whether they are skyscrapers
erected with monumental curtainwalls
or small elementary schools with simple
windows that open and close.”

And it really was designed with ar-
chitects in mind. 

“We went to 40 people in PPG who
work with architects and asked, “What
questions do you get the most?” says
Struble. The result of that information
cull was 60-70 different questions.

“At the end of the day everyone ben-
efits if we use glass better,” he adds.

—Tara Taffera

websites
Bottling Knowledge: PPG Education Center Educates Architects on Glass 
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ShowCase
continued

a conductive gasket or conductive sili-
cone to maximize performance.
��� www.viracon.com

fire-ratedcurtainwall
Take Me Higher
Aluflam announced that UL has

approved the use of increased heights
for its Contraflam Structure glass units

utilized in its various storefront and
curtainwall systems. The company says
the approval allows for the creation of
designs with a fire-rated, butt glazed vi-
sion wall at full floor-to-ceiling heights
in most interior conditions (over 11 feet
6 inches for 1 hour and 10 feet 6 inches
for 2 hours). According to the company,
this removes intermediate vertical
framing elements, creating discrete
joint intersections to form a flush and
uninterrupted surface that can be fin-
ished with aluminum perimeter fram-
ing and can also be customized with
most architectural finishes.
��� www.aluflam-usa.com

machinery
Neptun Rocks On
Neptun Advanced Processing Systems

recently rolled out its line of Rock straight-
line edgers. Rock edgers are made of cast
iron and highly thick steel processed to
maintain precision and reduce mechani-

cal wear and maintenance costs.
The edgers have a conveyor with rec-

tified steel guides sliding on an oil cush-
ion for precision until fully worn and are
easily replicable. According to the com-
pany, the compact structure and the type
of material ensure sturdiness. Barcode
option data import can be done when in
ETS mode and an independent inlet
drive option is an ergonomic pedal con-
trol for stopping and starting the inlet to
load large or heavy glass sheets without
slowing production.
In addition, the edge to shape feature

allows the straight-line edgers to perform
edge processing with control of the final
geometry both in terms of angles and
final desired dimensions. The process
scans the incoming angles with a laser
system and adjusts the removal angle by
means of specific CNC-controlled axis
while the same laser system measures
every glass side in real time and the re-
moval angle is consequently adjusted in
order to get the desired final dimensions. 
The Rock 8 is a straight-line edger with

eight wheels, for flat edges, polished ar-
rises or wide chamfer up to 10 mm with
industrial polish. The Rock 11 is a
straight-line edger with 11 wheels, for flat
edge, polished arrises or wide chamfer up
to 10 mm with industrial polish; and the
Rock 10-45 is a straight-line edger with
10 wheels, for flat edge, polished arrises
and wide chamfer up to 40 mm with
variable angle of 0°÷45°. Neptun is rep-
resented in the U.S. by Matodi USA.
��� www.neptunglass.com

Beneath the Surface
ISRA Vision, a manufacturer of in-

spection systems and monitoring tech-
nology, has introduced a number of
new scanning equipment lines. 
FloatScan 5D combines five optical

channels in one system. The patented
online Moiré technology measures op-
tical refraction in the glass, which ISRA
says makes its distortion measurement
insensitive to environmental influences.
With the patented inspection process
based on multi-dimension, multi-mode
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software
Time for an Upgrade
Soft Tech Group has released an upgrade to its flagship product, the V6 com-

prehensive estimating andmanufacturing software solution for fabricators. With
this introduction, the new v3.6 brings together the recent upgrades to v3.5 as
well as additional modules, functions and ease of use features.
The Grid Patterns feature supports a range of interior, exterior and internal

grids as well true divided lights. Other features include automated dimensions
for calculation of DLOs, and incremental saving on quotes and a placement
agent for milling operations, according to the company. Likewise, any CAD draw-
ing can now be imported into V6.
However, the company expects the most popular change to be the new rib-

bon bar controls and the ability to customize tool sets, which it says align V6
screens to modern practice making them simple and productive.
��� www.stgroup.com/solutions/v6

Mainstreet Launches New Glas-Avenue Version
Glas-Avenue 9.0 is the latest release from Mainstreet Computers, offering

new features designed to help improve efficiencies. These include a time clock
module that verifies employees’ daily time-in and time-out, as well as a com-
mission system that rewards employees for productivity through incentives.
In addition, the program determines the appropriate sales tax for specific lo-

cations; can add photos and documents relative to each invoice through the
POS attachment feature; handles upselling and insurance billing through one
invoice with insurance job invoice customization; and can check for the best
price and parts availability through the multiple vendor inquiry feature.
��� www.mainstreetcomp.com/index.php/glass-software/second-home
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and multi-view technology, the system
supplies the exact position of defects on
the top and bottom surfaces as well as
within the glass ribbon. This is sup-
ported by patented LED technology.
In addition, the Powerscan product

line for glass sheets—Powerscan-
Sheet, Powerscan-Dimension, Power-
scan-Lamination and Edgestar—now
includes a system for the inspection of
coated glass. Powerscan-Coating de-
tects small color deviations and coating
defects in all coating types, according
to the company. The coating is checked
for inhomogeneity and color flow over
the entire glass lite and the color map is
viewed and checked from various an-
gles. The edges and shape are also
checked and any glass defects are iden-
tified with LED illumination technology. 
��� www.isravision.com � Bohle America, Inc. · T +1 877 678 2021 (toll free) · sales@bohle-america.com · www.bohle-america.com

Tired of watching money go down the drain?
The Bohle Sedimentor system is the Glass Fabricator's choice for removing glass 
sludge from grinding machines, without dumping water down the drain.

  

 Signifi cant reduction of 
 fresh and waste water cost
 Anti-corrosive and 

 environmentally friendly
 Extends the life of 

 diamond wheels
 Improved grinding 

 quality and feed rates
 Economical and affordable

Sedimentor 2.4

For more information visit www.bohle-america.com 
or call 877 678 2021 (toll free).
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NewsMakers

appointments
The supervisory board of Schott AG

appointed Frank Heinricht as its new
chairperson of the board of manage-
ment. Heinricht currently is chairper-
son of the board of management for
Germany-based Heraeus Holding
GmbH, a precious metal and technology
company. He holds a degree in physics
and a doctorate in engineering from the
Technical University of Berlin and
began his professional career at TEMIC
Semiconductors. After holding positions
as general manager and chair of the in-
tegrated circuits division, he was ap-
pointed CEO of TEMIC Semiconductor
Group in 1998. In 2003, Heinricht joined
Heraeus as a member of the board of
management and was appointed chair-
person of the board and labor director
in 2008. He takes office June 1.
Grey Mountain Partners named Paul

Cody president and CEO of Consoli-
dated Glass Holdings Inc. Cody succeeds
Tom Ryan, who was named president
and CEO of the company last April.
Cody most recently served as senior

vice president and general manager of the
Power Distribution division, a business of
the Electrical Sector of Eaton Corp. Prior
to this assignment, Cody led the Eaton
Electrical Service & Systems division as
vice president and general manager.
Cody started his career as a field serv-

ice engineer at Westinghouse Electric
Corp. in the engineering service area
and was promoted to various manage-
ment positions of increasing responsi-
bility throughout his career there.
HHH Tempering Resources in Van-

couver, Wash., named Mike Synon as
its new vice president of sales and mar-
keting. Synon brings more than 14
years of industry experience, including
involvement within the manufacturing,
fabrication and installation sides of the
glass industry. 
Previously, Synon spent more than 16

years in sales and management posi-
tions in the equipment and capital
goods industries.

Stéphane Nicoli is the
new general manager of
Saint-Gobain’s specialty
films division, the group
responsible for the com-
pany’s window films and
Solar Gard brand. Nicoli
succeeds Christophe Fre-
mont, who is stepping
down after 10 years to

pursue other responsibilities within
Saint-Gobain.
Nicoli has experience in operations and

general management across multiple sec-
tors of Saint-Gobain, including work with
Glassolutions, focused on the next gener-
ation of glass and glazing innovation.

newhires
ArlingtonHeights, Ill.-based Intertek

has hired Michael Beaton to serve as
its new director of product evaluation.
In this role, Beaton will lead the com-
pany’s new product evaluation services
department to provide clients with mar-
ket-accepted code compliance reports.
Prior to joining Intertek, Beaton

served as senior vice president at ICC
Evaluation Service, working with man-

ufacturers and industries to address
code compliance issues.
The Fenzi Group has hired Fabio

Gioffreda as the new technical director
for the ceramics division of its Tempver
paints line.
Gioffreda has 20 years of experience

in the ceramics arena, according to a
company release.

nowrepresenting
Montreal,Canada-basedUnicelArchi-

tectural hired several new U.S. sales reps.
Custom Aluminum Systems Inc., led

by Mark Cox, will represent the com-
pany in Georgia and Alabama. Michele
Eggenberger of EA Sales will now sell
the company’s products in Minnesota,
North/South Dakota and Nebraska.
In New England, including Main, New

Hampshire, Vermont, Massachusetts,
Rhode Island and Connecticut, Unicel has
added William T. Smith to serve as its
sales rep. Tysen Gannon of Gannon As-
sociates also will now represent the com-
pany in Washington, Oregon and Alaska.
Mike Brisbinof Serious Energy, based

in Sunnyvale, Calif., has assumed the role
of eastern region sales manager for its Se-
riousWindows vinyl replacement division.
Brisbin is based in upstate New

York and serves accounts from Vir-
ginia to Maine, as well as some key ac-
counts. He has a background in
windows, general building materials
and home improvement.
Wausau Window and Wall Systems

in Wausau, Wis., hired Gregg Tas-
sone, a partner with Engineered Win-
dow Systems LLC, as its architectural
sales representative for the areas of
New York City and Northern New Jer-
sey. He has 35 years of experience in
the glazing industry.
Prior to joining Engineered Window

Systems, Tassone worked with Traco
Inc. as regional sales manager in New
York and New Jersey. 
Los Angeles-based Glasswerks L.A. Inc.

has named Daniel Rodriguezas its sales
representative for the Las Vegas market. 
Rodriguez comes to Glasswerks with
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Michael H. McGarry has been appointed executive vice pres-
ident of PPG Industries, where he will lead the company’s flat
glass businesses and its architectural coatings businesses in
the Americas, Asia Pacific, Europe, Middle East and Africa. Mc-
Garry previously oversaw the company’s automotive refinish and
aerospace businesses, and these will now report directly to com-
pany chair and CEO Charles E. Bunch. McGarry will continue to
report to Bunch and will serve as a member of the executive and
operating committees in this role from the company’s head-
quarters in Pittsburgh.

McGarry succeeds J. Rich Alexander, who retired March 1.

Michael H.
McGarry

Stéphane
Nicoli
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an extensive background in architec-
tural glass estimating and sales, in-
cluding seven years’ experience as a
project estimator.
Owatonna, Minn.-based Viracon’s

Ryan Hoffman will be taking over as
sales representative for the Utah mar-
ket. According to the company, this
move will allow Cameron Scripture,
who recently was named Western re-
gional architectural sales manager, to
better focus on his new assignment.
Hoffman most recently served as a

field sales representative for the
Northern California and Northern Ne-
vada markets. Prior to this, he worked
in the company’s technical services,
architectural promotions and inter-
national sales departments. In his
new role, Hoffman will maintain his
current markets and expand his re-
sponsibility to cover all of Utah. �

Co-sponsored by the Illinois Glazing Association, the Indiana, Ohio, Minnesota and Wisconsin Glass Associations, 
Detroit Glass Dealers Association, the Association of Glazing Contractors and USGlass, DWM and WINDOW FILM magazines.

Centrally Located, Sessions for Success, One Spooktacular Date
October 31-November 1, 2013

Renaissance Schaumburg Convention Center Hotel
Chicago (Schaumburg), IL

Booth spaces are still available
contact tczar@glass.com to secure your location!
540/720-5584 • www.usglassmag.com/gems
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Messe Düsseldorf and the European Association for
Specialist Printing Manufacturers of Screen, Digital
and Flexo Technology (ESNA) are working together

to offer a new show, Printed Electronics Products and Solu-
tions (PEPSO) that will take place during six of the trade fairs
organized by Messe Düsseldorf, including glasstec 2014.
“Printed electronics is becoming attractive in many user

sectors for which Messe Düsseldorf stages the respective
flagship fairs,” says Hans Werner Reinhard, deputy man-
aging director of Messe Düsseldorf. “By establishing
PEPSO, we are giving this topic a platform of its own and
are integrating it in the trade fairs for the retail, glass pro-

cessing, packaging, printing and medical sector. We are in
the ideal position to offer manufacturers of printed elec-
tronics a marketing showcase for specific target groups.”
��� www.pepso-global.com

GPD to Make its Way to the U.S. in 2014
The Glass Performance Days (GPD) educational confer-

ence, which originated in Tampere, Finland, has become
an international venue, taking place in China, India and
South America. Now, plans are currently in the works to
bring GPD to the United States in 2014.
Dates are tentatively set for July 7-14 at the Pennsylva-

nia Convention Center in Philadelphia.
Look to USGlass magazine for more details and infor-

mation as they are made available. �

Messe Düsseldorf to Offer Printed 
Electronics Show at glasstec 2014

Reviews&Previews
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Want to share news about an event? 
Send information about shows, meetings, 

conferences and more to erogers@glass.com
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NORTH AMERICAN EVENTS

June 10-12, 2013
NeoCon 2013
Organized by Merchandise
Mart Properties Inc.
Merchandise Mart
Chicago
www.neocon.com

June 20-22, 2013
AIA National Convention
Sponsored by the American 
Institute of Architects (AIA)
Denver Convention Center
Denver, Colo.
Contact:
http://convention.aia.org/event
/convention-home.aspx

August 6-9, 2013
IGMA Summer 
Technical Conference 2013
Sponsored by IGMA
Halifax Marriott Harbourfront
Hotel and Resort
Halifax, Nova Scotia, Canada
Contact: www.igmaonline.org

September 10-12, 2013
GlassBuild America 2013
Sponsored by AAMA, BEMA,
GANA, IGMA and NGA
Georgia World Congress 
Center
Atlanta
www.glassbuild.org

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

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

October 14-17, 2013
74th Conference 
on Glass Problems
Organized by the Glass 
Manufacturing Industry 
Council and Alfred University
Greater Columbus Convention
Center
Columbus, Ohio
Contact: http://glassproblem-
sconference.org

October 31-
November 1, 2013
Glass Expo Midwest™ 2013
Sponsored by USGlass 
magazine
Renaissance Schaumburg
Convention Center Hotel
Chicago (Schaumburg), Ill.
Contact:
www.usglassmag.com/gems

INTERNATIONAL EVENTS

May 24-27, 2013 
China Glass Expo 2013
Sponsored by the Chinese 
Ceramic Society
China International Exhibition
Center
Beijing, China
Contact: http://www.ceram-
soc.com/english/english.htm

June 11-15, 2013
Glass Performance 
Days (GPD)-Finland
Organized by Glaston Finland
Tampere Hall
Tampere, Finland
Contact: www.gpd.fi

October 1-3, 2013
Metalcon International 2013
Sponsored by Metal 
Construction Association
Georgia World Congress Center
Atlanta
Contact: www.metalcon.com 

October 23-26, 2013
Vitrum
Sponsored by the Italian 
Machinery Manufacturers 
Association (GIMAV)
Fiera Milano
Milan, Italy
Contact: www.vitrum-milano.it �

Up&Coming
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To see the full event
schedule or add your
own events, visit 

www.usglassmag.com
/events.php.

Download the 
USGlass Magazine App
for iPad and Android

Read the issue easily in 
your office, on a plane 
or in your home!

> Links to videos

> Photo slideshows

> Enhanced and 
interactive photos

> Watch product
demonstrations

> And more!

Download the April
issue which has
additional interactive
content not found in
the print edition
including:
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ARCHITECTURAL GLASS
Architectural Glass,
General
Oldcastle BuildingEnvelope®

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

PRELCO Inc.
94 Cartier Boulevard
Rivière-du-Loup QB
Canada, G5R 2M9
P: 888/277-3526 F: 418/862-2274
www.prelco.ca 

PRL Glass
13644 Nelson Avenue
Industry, CA 91746
P: 800/433-7044 F: 626/968-9256

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

Curved/Bent

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

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

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

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

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

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

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

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

Laminated
Oldcastle BuildingEnvelope®

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

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

Laminated/
Fire Rated Wire
Technical Glass Products, TGP
8107 Bracken Place SE
Snoqualmie, WA 98065
P: 800/426-0279 F: 800/451-9857
www.fireglass.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
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Get Your 
Company Noticed! 

Place your listing
today. Prices start at 
just $395 per year.

Don’t miss out! 
Deadline for the June 

issue is  May 16th.
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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
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

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

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

Metals, General
PRL Glass
13644 Nelson Avenue
Industry, CA 91746
P: 800/433-7044 F: 626/968-9256 

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

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

CURTAINWALL
Curtainwall, General
Oldcastle BuildingEnvelope®

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

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

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

DECORATIVE GLASS
Decorative Glass, General
Oldcastle BuildingEnvelope®

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

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

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

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

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

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

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

Technical Glass Products, TGP
8107 Bracken Place SE
Snoqualmie, WA 98065
P: 800/426-0279 F: 800/451-9857
www.fireglass.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 Screens
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Jamb
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

TM

continued on page 60
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Patio Door Screens
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Thresholds
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.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

Multipoint Locks
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Muntin Tapes
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Stiffeners
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Weatherseals - 
Pile, Fin, Bulb
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

GLASS FURNITURE
Fireplace Glass
Technical Glass Products, TGP
8107 Bracken Place SE
Snoqualmie, WA 98065
P: 800/426-0279 F: 800/451-9857
www.fireglass.com

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

Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Muntin Bars
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Sealants, General
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Spacers, General
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.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
Production Lines
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

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

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

Place your listing today.
Prices start at just $395 per

year. Don’t miss out! 
To place your listing,

please contact Tina Czar
at 540/602-3261 

or email tczar@glass.com.

Products for Sale

Industry Services
Bieber Consulting 

Group, LLC
Is a group of retired Glass Industry Ex-
ecutives with the ability to solve your
problems,  grow your business and add to
your revenue stream. With over 40 years
of expertise managing sales and profits,
we know cost reduction, sales & market-
ing, finance, glass fabrication, safety, pur-
chasing, labor relations and more. To
explore how we can be of benefit to you,
call Paul Bieber at 603/242-3521 or email
paulbaseball@msn.com

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

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

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

•  Tempering Furnace - Flat & Bending
ALL SIZES

•  New CNC Glass Cutting table with 
Laser Scanning Feature 

•  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. 
•  48”, 63”, and 72” Horizontal Washers
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
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Art Glass Business for Sale
Outstanding professional reputation, all
staff to remain depending on new owner. 
Nice list of work in progress with south-
ern Florida location for 30 years, owner
wishes to retire. Interested individuals
please contact Bill at 561/245-1252.

Used Equipment 
USED MACHINERY
BOUGHT & SOLD

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

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 

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

Window Screens
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.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

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

Businesses for Sale

Business for Sale
Miller-Holzwarth Inc., of Salem,
OH, a manufacturer of US mili-
tary periscopes, vision blocks, and
ballistic windows is for sale by court
order. Sales of $11.5M in 2010 and
$7.4M in 2011.
330/722-4488
barbaccitrustee@gmail.com

Between Glass Blinds
Manufacturer of high quality 1" be-
tween glass blinds. Easy magnetic slide
control or motorized operation. No cut-
ting or drilling for easy and time efficient
installs. Fitting any frame, various glass
options available. New or retro fit your
units – 5 year Warranty.

www.betweenglassblinds.com
sales@betweenglassblinds.com

T: 866/466-9525; F: 866/861-9135 Let Keytech Be Your Key 
to Solving A Problem

Keytech North America is a full-service re-
search and technical provider to the glass
and metal industry. If you are in need of
market research or analysis, technical serv-
ices including remediation expertise, or
business consultation, Keytech can help. Our
team of experts brings with it more than 150
years of experience in all phases of the glass
and metal industry. 630/468-2848;
info@keytechna.com; www.keytechna.com

www.usglassmag.com
Monthly Newscast

• One-on-One Interviews
• Top Stories
• Industry Overviews

Classifieds go 
online every day! 
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[ a d v e r t i s i n g i n d e x ]

have been crying “foul” about it as
well. So it should have come as no
surprise when three California-based
based glazing contractors joined
forces, put aside their competitive
differences and went to work on what
they thought was a harmful, govern-
ment subsidized business practice
that allowed Chinese suppliers to
compete unfairly with domestic sup-
pliers. They pooled their resources,
including their own hard earned
money, found themselves a very
bright young attorney who wasn’t
afraid of a good fight, and to the sur-
prise of many, including yours truly,
were successful in getting the Com-
merce Department to find certain
Chinese manufacturers guilty of

dumping their curtainwall products
onto the American market and fur-
ther, imposed very stiff fines on them
for it.
Some have disagreed with the gov-
ernment’s findings and actions but it
certainly appears as though many
more are fully supportive and even
hopeful that more action will be taken
against other companies and countries
believed to be using subsidies to dump
their underpriced products here. I had
the chance to interview the attorney
representing the American companies,
David Spooner of Squire Sanders, and
he quickly pointed out that the battle is
far from over. In many ways it is just
beginning not only because the legal
battle will continue on for awhile but
also, funding is needed to get people to
the ports of entry to educate the in-
spectors involved while verifying that

arriving goods are properly (legally) la-
beled. As with most things, money is
needed and will continue to be needed.
The  guys who have carried the battle
on behalf of an entire industry are Ar-
chitectural Glass & Aluminum, Walters
& Wolf and Bagatelos Architectural
Glass. If you believe in their cause, and
I do, you owe them your thanks and
maybe something else as well. A fund
has been established to support this ef-
fort so here’s your chance. Get out your
check book and send some bucks to
the Glass Management Association. You
can contact John Kusper Jr. (NCGMA
director @ 510/426-1184 or jkus-
per@ncgma.net) for more specific in-
structions. Or if you want to be
completely anonymous, give me a call
and we’ll figure something out. Time
to quit your whining.  Time to put up,
or shut up!   �

theBusiness
continued from page 64

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

11 AGC Glass Company North America 800/234-9380 404/446-4221 www.us.agc.com
5 Banom Inc. 800/227-7694 800/456-8393 www.banom.com
53 Bohle America 877/678-2021 704/247-8420 www.bohle-america.com
15 Cardinal IG 952/935-1722 952/935-5538 www.cardinalcorp.com
C2 Diamon-Fusion International Inc. 800/334-2848 949/388-3299 www.dfi2sides.com
13 Erdman Automation 763/389-9475 763/389-9757 www.erdmanautomation.com
23 Fenetech Inc. 330/995-2830 330/954-7008 www.fenetech.com

53, 56, 62 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com
55 Glass Expo Midwest ’13™ 540/720-5584 540/720-5687 www.usglassmag.com/gems
C3 Glasswerks L.A. Inc. 888/789-7810 888/789-7820 www.glasswerks.com
7 Guardian Industries 866/482-7374 248/340-2111 www.sunguardglass.com
17 JLM Wholesale 800/522-2940 248/628-6733 www.jlmwholesale.com
21 Mainstreet Computers Inc. 734/699-0025 800/698-6246 www.mainstreetcomp.com
49 Matodi USA 336/668-2300 336/668-2020 www.matodiusa.com
27 MyGlassTruck.com 800/254-3643 856/863-6704 www.myglasstruck.com
8-9 Oldcastle BuildingEnvelope® 866/653-2278 310/264-4703 www.oldcastlebe.com
C4 PPG Industries Inc. 888/774-4332 412/826-2299 www.ppgclarvista.com
22 Precision Glass Bending 800/543-8796 800/543-8798 www.e-bentglass.com
55 PRL Glass Systems Inc. 877/775-2586 877/274-8800 www.prlglass.com
57 Pulp Studio Inc. 310/815-4999 310/815-4990 www.switchlite.com
19 Salem Distributors 800/234-1982 336/766-1119 www.salemdist.com
25 Soft Tech America 954/568-3198 954/563-6116 www.stgroup.com
27 Strybuc Industries 800/352-0800 610/534-3202 www.strybuc.com
3 Techinal Glass Products 800/426-0279 800/451-9857 www.tgpamerica.com
1 Trulite Glass & Aluminum Solutions 866/629-2724 954/724-9293 www.trulite.com
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theBusiness

I t was an interesting but totally sur-
prising question that was thrown
my way publicly after I had com-

pleted a presentation at a recent glass
industry event. And because sometimes
I don’t think before I speak, I answered,
even though the question posed had
absolutely nothing whatsoever to do
with the topic that had just been cov-
ered. It quickly turned into a discussion
which morphed into a debate and then
somewhat miraculously, circled all the
way back to the glass and metals in-
dustry which was what my presentation
dealt with in the first place. 
The question was this … if demand

in the United States for gasoline is at its
lowest level since 2006 (which report-
edly it is) and crude oil production
within the American borders is at its
highest level ever (which reports say it
is), and if we are now producing
enough oil to need no imports (which
is also reportedly true at the moment)
then why are gasoline pump prices
higher than they have ever been? I
know, it has nothing to do with the glass
business … or does it?
Gas vs. glass! The limb I am going to

climb out on here is a dangerous one,
but I am entitled to my opinions and not
afraid to share them. The short, simple
answer to the gas question is this … the
economy, especially as it relates to oil
and gasoline, operates globally. We are
indeed pumping more oil out of the
ground than ever before and gasoline
consumption is way down. If you are an
oil producer and/or gas refinery opera-
tor, you are going to sell your products at
the highest possible price. And, as long
as a company can sell its efficiently re-
fined gasoline to Mexico, Brazil, or
China at a price higher than it can sell it

in Indiana, Arizona,  or Utah, that is
what they’ll do. And this is a good thing.
Exports of any product bring real
money back into this country. Besides,
high gasoline prices force more conser-
vation which in turn keeps consump-
tion, not to mention pollution, down
which is good on a number of levels. Yes,
this subject is much more complicated
than I have just attempted to make it,
but the point is that the world of com-
merce and industry operates globally.
Many economists quickly claim that

we Americans have only been able to
sustain our higher than most standard
of living because we have allowed this
global economy phenomena to provide
us with low cost products imported
from around the world at prices below
what we can make those products do-
mestically. In other words, those shoes
you’re wearing would cost a whole lot
more if it wasn’t for those hard-working,
poorly paid people in third world coun-
tries toiling away for 10-12 hours a day.
Others would argue that the gains of this
course of action are short term because
of job losses and the wealth outflow that
comes from such activity. Again, there
are lots of arguments on both sides of
this issue and depending on what you
do for a living, your view may be a
bit slanted. 
So … what does all of this have

to do with the glass and metal in-
dustry? Quite a bit actually. You
see, the foreign manufacturers
have arrived in force and it has
made a lot of people quite uncom-
fortable. I have heard it stated
publicly in large gatherings of in-
dustry players that it is just a mat-
ter of time before all of the glazing
contractors in the U.S. are nothing

more than subcontract laborers for the
Chinese manufacturers. As an example
of how right these comments might be,
I once had a brief conversation with
one of North America’s largest general
contractors in New York, and during it
he confided that, on a recent bid for a
New York area high-rise, three of the
four bids received were from Chinese
suppliers and that the non-Chinese
bidder was so much higher that their
bid wasn’t even considered. Yes, the
Germans, Japanese, Koreans and
Columbians are hitting North America
hard as well, but the Chinese seem to
be setting the pace … or perhaps set-
ting the price … is the better way of
stating the situation and typically that
price is quite low.
Some industry pundits (and you

know who you are) have been chirping
away at this so called Chinese situation
for a couple of years now while others

Put Up – Or Shut Up

b y L y l e R . H i l l
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L y l e  R .  H i l l is the
managing director of Keytech
North America, a company
providing research and
technical services for the
glass and metal industry. 

Hill has more than 40 years experience 
in the glass and metal industry and can
be reached at lhill@glass.com. You 
can read his blog on Wednesdays 
at lyleblog.usglassmag.com.
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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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WHEN HOMEOWNERS CHOOSE GLASS SHOWER ENCLOSURES, THEY’RE LOOKING FOR BEAUTY, DURABILITY AND CLARITY.
They’re looking for NEW CLARVISTA™ GLASS from PPG. Clarvista glass is a high-performance product with a transparent coating that seals the glass surface 
providing a protective barrier against the corrosive effects of heat and humidity typical in a bathroom. So it looks newer, longer. But here’s the really beautiful part, 
Clarvista Glass was designed to look and handle like ordinary glass. Something a fabricator can really appreciate. Clarvista is even available on clear or Starphire®

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

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

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

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

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

TRUE BEAUTY
STANDS THE TEST
OF TIME.
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NewsAnalysis

More Glass Companies Are 
Trying “the App for That”

Whether in the field, on the
road or in the home office,
many glass industry profes-

sionals are finding that the most im-
portant tool in their arsenal is their
smartphone or tablet. 

Jim Mitchell, president of the glazing
contractor Gamma Windows and Wall
Canada, explains his glazing company
is using “iPhones at present, leading to-
ward iPads in the not too distant future
for our field supervisors, as well as elec-

tronically stored
drawings/details per-
taining to each job.”
Lawrence Constan-

tin, director of sales
for the Americas for
window film manu-
facturer Solar Gard,
says of his mobile de-
vices, “I travel any-
where from 200,000
to 300,000 miles a
year right now …
and these things
allow me to function.”
He adds, I definitely
use the mobile de-
vices more than the
PC. It’s a perpetual
connection.”
Glazing contractor

APG International in
Glassboro, N.J., like-
wise has taken to
tablets and smart-
phones for its site em-

ployees. CEO Ed Zaucha says, “People
are moving more into iPads now for
communicating back and forth on work
that needs to be done, trying to draw
things up in the field and communicat-
ing that into the office so special parts

and pieces can be
fabricated. It’s be-
coming more and
more prevalent.”
Kris Vockler, CEO

of ICD High Perform-
ance Coatings in Van-
couver, Wash., agrees.
“We are very much
into tablets and
smartphones,” she
says. “We are starting
to use smartphones

and tablets in production, from keeping
track of orders to tracking and ordering
raw materials. We see this becoming
even more [prevalent] as we roll out
more integration. All of it has shown to
increase efficiency and cater to our vi-
sion of lean manufacturing. We also use
tablets in the field for collecting data, es-
pecially if a technical service employee
is on an investigation. They use their
tablets to securely fill out forms in our
CRM that automatically create tasks for
staff at the office leading to greater effi-
ciency when helping customers.”
So if tablets and smartphones are

today’s “it” jobsite tool, what applica-
tions (better known as “apps”) are
making these gadgets indispensable? 
Many glass manufacturers and fab-

ricators have rolled out apps that pro-
vide at-your-fingertips product
details with features such as installed
product maps. While these tools can
prove incredibly valuable to cus-
tomers, these apps are likely the end
of the road for companies seeking
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People are moving more into iPads now for
communicating back and forth on work that
needs to be done, trying to draw things up in

the field and communicating that into the office
so special parts and pieces can be fabricated.

It’s becoming more and more prevalent.
—Edward Zaucha
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More and more, companies in the glass industry are
relying on tablets and smart phones as their go-to
resources.
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construction-specific mobile tools.
“My personal feeling is that a mo-

bile app for product specification
might not be viable,” says Joe Green of
GlasPro in Santa Fe Springs, Calif.
“But, perhaps an app that gives exam-
ples of completed projects would be
helpful for glaziers to show design
ideas to their customers.”
The thing is, existing tools seem to

do jobs such as this one just fine
(think a Pinterest board of your
greatest glass hits as a tool for show-
casing design ideas), making gen-
eral business tools the most
in-demand apps for many glass in-
dustry professionals. 
For example, ICD’s most used apps

include “QR readers, business card
scanners, VPN clients, even Microsoft
CRM lite versions that are usable on
the tablets,” Vockler says.
While Constantin is quick to praise

on Solar Gard’s Solutions App, his
phone is filled to the max with tools
that help him take his office on the
road. For example, he says, “I’m often in
an airport so I’ll fire up Gotomeeting
and literally attend a webinar live.” Doc-
stogo is another favorite for him, as it
allows people to open any Microsoft Of-
fice document, making translation be-
tween the desktop and mobile device
that much simpler, especially when
adding in easy transfer tools such as
dropbox. “I also use Skype because if
you have a good 3G connection you can
use Skype to call people around the
world and it’s practically free. Skype to
Skype is free,” Constantin says.
Dan Pompeo, owner of manufac-

turer’s representative firm Architec-
tural Glazing Solutions in Temecula,
Calif., says “We have found the use of
iPhones and the Cloud to be invalu-

able; in a keystroke, our office or out-
side agents in the field can check or
make changes on their iPads on many
of our daily ‘live’ quote spreadsheets
in the Cloud, access their email trails
or job files, review a specification—
the list is limitless.”
“We use the Square to take our

credit card payments, and so our in-
stallers can do that in the field,” adds
Jessica Bricking, controller for Carmel
Glass & Mirror in Indianapolis. The
Square is a free plug-in card reader
and app (the fee comes through
monthly payments) that allows
glaziers that replace broken glass to
accept payment on the spot, tying up
a job’s loose ends instantly.
For many customers, that instanta-

neous transaction is crucial. “This
eliminates a lot of the ‘we will get right
back to you on that,’” points out Pom-
peo. “We live in a ‘need it now society,’
and with this technology we can limit
delays of processing information or
having one more thing to remember
once you get back to office.”
And APG isn’t rushing out to pur-

chase the latest and greatest app. “The
interesting thing about that is, there
are a lot of people who design custom
software to accomplish things and
you’re continually spending a lot of
money to keep it upgraded,” Zaucha
says. “What we’ve tried to do is just to

stay with standard software. The Mi-
crosoft Office products are fantastic.
Just about everything you want to do
you can do in that. We use the Mi-
crosoft Project Schedules and all the
typical software in that regard. It
makes it easy; in terms of the equip-
ment and the software … it’s up-
graded by [Microsoft]. That makes it
seamless to try and stay up to date
with the latest software.”
Pompeo also has a response to the

common complaint that once you
turn the smartphone on, there’s virtu-
ally no turning it off, wiring you per-
manently to the office. On the
contrary, he says, “I have found it’s less
and less required to work until 10
p.m., returning emails and getting
info back to folks we promised to do
so that day. In return: a better quality
of life and a lot less stress. It’s a great
time to be in business with these tools
available to us and I feel it makes all
of our jobs a lot easier and more
streamlined. Technology has made
[our company] much more valuable
to our customer base; it’s really hard
to imagine how we survived without
it. We live in a day and age where we
can do more in less time. To not em-
brace technology is simply a message
to yourself and your business you will
be left behind.”   �

—Megan Headley

We are starting to use smartphones
and tablets in production, from

keeping track of orders to tracking
and ordering raw materials.

—Kris Vockler, ICD
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E ver wonder what a contract
glazier does on a daily basis or
how your competitor spends his

day? Well, now you can find out as a
never-minted contributing editor for
USGlass magazine recently visited Cus-
tom Glass Services Inc. in Frederick, Md.
From touring the business’s shop to wad-
ing through the mud on a jobsite at Bowie
State University just outside Washington,
D.C., it was a day not soon forgotten.
Given that this issue is all about how the
glass industry is embracing digital tech-
nologies, she sent in text message updates
about how her day was progressing. Those
messages are adapted here.
8 a.m. Turning off the highway and

arriving at Custom Glass Services in
Frederick, Md., the

outside of the building gives a big
hint as to what the professionals in-
side specialize. The team designed
the plans for the building them-
selves. It was finished in 2000 and
glass just happens to be a key eye-
catching feature of the exterior. Lin-
ing the lobby are photographs of the
various jobs the family-owned busi-
ness has tackled. 
8:10 a.m. Sitting down with Jennifer

Carr, chief financial officer, she talks
about the business, which has been in op-
eration since 1994. Jennifer came on
board just after college in the late 1990s.
Her father, Ed O’Neill, serves as president.
8:20 a.m. Carr takes me on a quick

tour

of the building. The person in charge of
collections sports an impressive mus-
tache and is a former prison guard. This
comes in handy, Carr says with a smile.
Given the relatively small size of the
team, the tour is a pretty quick one.
Rather than implementing a market-

ing plan, Jennifer explains the company
hires in most of its business through
established relationships. It is a smaller
company, with fewer than 70 employees
in the Maryland Custom Glass Services’
office. She calls it a family business with
relatives sprinkled throughout doing
various jobs. Though the company re-
lied heavily on government work dur-
ing the industry downturn, Carr says
business is picking up. Custom Glass

Services is now

A Day with a Glazier
Spend the Day With Our New Contributing Editor
as She Visits Her First Contract Glazing Business
by Jenna Reed
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An outside view of Custom Glass Services in Frederick, Md.

O’Neill jokes that CGS’ collections executive Gary
Birkenstaff is a former prison guard.
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doingmore apartment and public con-
tracts, such as the student union center
at Bowie State University, which I’ll visit
a bit later. The company has several
projects in various stages of work, with
a few upcoming jobs. 
8:30 a.m. Carr’s father, Ed O’Neill

joins us to talk more about the family
business. Custom Glass Services is just
one arm of the business. The company
also has a rental equipment arm, as well
as a spinoff company called Protec
Glass (http://www.protecglass.com),
which is on the other side of town. The
latter business specializes in blast and
ballistic resistant glazing. None of the
divisions are very large. Not long after
9-11, Protec was called upon to do some
security work for the government, such
as reinforcing glass against potential
bombs. O’Neill

says the team is currently tackling some
projects that cannot be named specifi-
cally. The company simply refers to
them as

MPO. But apparently it has been doing
ongoing work for this government unit
for more than a decade, with different
phases taking place at different times.

Testing for this glass

Custom Glass Services
www.ecustomglass.com
Frederick, MD 

• Established in 1994, Custom Glass Services Inc.’s four principals have more
than 100 years of combined experience in the glazing industry.

• It has just more than 60 employees.
• Primarily serves the greater Baltimore-Washington Metro Area.
• Projects include: the Discovery Building, Ballston Towers, CGS Building, Com-
monwealth Centre, Dumont Condominiums, Potomac Club and more.

• Vendor relationships include Kawneer, YKK AP, EFCO Corp., Accura Systems
and more.

Protec Glass
www.protecglass.com
Frederick, MD 

• Protec Glass started as a division of Custom Glass Services in 2004, but
split off as a separate company in 2005.

• It has just more than 30 employees.
• Serves the greater Baltimore-Washington Metro Area.
• Projects include FEMA Building, Fidelity Investments Building, King Hall at
U.S. Naval Academy, Eisenhower Executive Office Building, National Archives,
Central Intelligence Agency Headquarters and more.

• Vendor relationships include Accura Systems, Amortex, Arpal Defender,
EFCO Corp., Kawneer, McMullen Inc. and more.

Bob O’Neill, CGS’ president, and Jennifer Carr, CFO, talk about

business.

Bob O’Neill points out a job photograph hanging in
CGS’ lobby. 
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A Day with a Glazier
Continued

t a ke s
place in San Antonio, Texas. 

8:45 a.m. O’Neill’s eyes light up
when he talks about founding the
company in 1994 with two brothers
and two friends. He noted Custom
Glass Services was established in a
down economy when the market was
big in interior glazing. The company
had sales of about a million dollars in
its first year and brought in even
more each year thereafter. When Pro-
tec was established in 2005, two ad-
ditional partners were brought into
the fold. They had been with the com-
pany already for several years. Today,
the combined annual sales of Custom
Glass Services and Protec are greater
than $15 million, Carr notes.
9:15 a.m. O’Neill decides to lead

another tour of the office building.
It’s clear how much he loves the busi-
ness by the way he shows and ex-
plains about some of the photos in
the lobby. 
9:30 a.m. Along the way O’Neill

shows off various plans the team is
working on. 

9:45 a.m. Next,
O’Neill introduces me to the shop
area, pointing out several tools of the
trade, such as Johnny Five and the big
fan they installed in the ceiling to

help keep

the shop temperate for the workers.
Though they are not doing much

heavy work this day, I do get to meet
one of the glass professionals who is
doing some simple measurements.
O’Neill also offers up a window the

company has set up to test for water
resistance. They blast the window
with water to ensure the durability
and effectiveness of the seals and
how their designs will work in the
field. 
10 a.m. Next, we hunt down Bob

Baker, who oversees the company’s job-
site work. Baker serves as the com-
pany’s field superintendent and has 25
years of experience in the glazing busi-
ness. His colorful personality is quickly
revealed by his choice of oldies’ music.
As we travel from Frederick, Md., to
the Bowie State University jobsite, he
listens to Johnny Cash. 
Baker has been in the glass busi-

ness since he was 19. He lives in Penn-
sylvania and commutes down to
Frederick each morning between 3
and 4 a.m. Though his pickup truck is
a 2011 model, it already has well over
100,000 miles on it, showing how

much he travels. Baker

Bob O’Neill offers up a window that is ready to be tested for water resistance. 

A CGS glass professional, Bernie Little, hard at work in the shop.
© 2013 USGlass magazine. 540/720-5584 All rights reserved. 
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says he tries to get to each jobsite at
least once or twice a week. 
10:30 a.m. Traveling through Wash-

ington, D.C. traffic, we take a lot of
back roads since Bowie State Univer-
sity is on the outskirts of town, bor-
dered by a nature reserve. 
11:15 a.m. Carr, Baker and I ar-

rive on the jobsite. The recent rain
and wet weather becomes quickly
apparent in the form of a mud moat
that surrounds the building. Much
of the glass work is done, with just a
few items remaining. Baker believes
it can be finished in about four
weeks. Unfortunately, the contract
states that no photos of the project
are permitted. 
11:30 a.m. As a part of the job,

Custom Glass Services is installing
sunshades. Some have already been
installed on one side of the building;
on the other, you can see where they
will be added. Due to the sensitive
nature of the project, the team does
not discuss their work in-depth. 
11:45 a.m. As a part of their busi-

ness, the glass professionals

must coordinate with the general
contractor and others as to when cer-
tain aspects of the job will be done
and they can have access to do their
work. In his position, Baker oversees
a lot of this communication. He
jumps on the phone and tells the per-
son on the other side he is “hot, hot,
hot,” about something. I didn’t catch
what.

12 p.m. We wrap up our visit and
get back into the large pick-up to head
back to Frederick, Md. On the way
down, we took the roundabout way so
Baker and Carr can point out some
prior jobs their company had com-
pleted. On the way back, we go up 295,
and again, the conversation is pep-
pered with comments, “See that build-
ing, we did the glass on that.”
Fortunately, traffic isn’t too bad, al-
though there is some fascinating
weaving by other drivers going on. 
1 p.m. Arriving back at the office in

Maryland, Carr proposes all three of
us go to lunch, but Baker begs off, say-
ing he is very busy. Carr and I reflect
on our morning over some Chipotle.
She is usually in the office by 7 a.m.
each day and has two small children, 6
and 4.  
2 p.m. It’s time to get back on the

road and fight the traffic home. For-
tunately traffic goes smoothly.   �

J e n n a  R e e d is a
contributing editor for
USGlass magazine. She can
be reached at
jreed@glass.com and
followed on LinkedIn. 

© 2013 USGlass magazine. 540/720-5584 All rights reserved. 
Jennifer Carr reviews a job blueprint at CGS’ office. 

Bob Baker, superintendent, on the Bowie University jobsite. 

Search Archives E-Mail Subscribe

I<      <      >      >IZoom   Fit     +   –Product Information

Contents© 2013 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

mailto:jreed@glass.com
http://www.usglassmag.com
http://products.usglassmag.com
http://www.usglassmag.com/digital
https://www.cdsreportnow.com/renew/now?USG


© 2013 USGlass magazine. 540/720-5584 All rights reserved. 

Kelly McDonald, author of the new business bestseller
“Crafting the Consumer Experience for People Not Like
You,” listed as number two on the business bestseller list,

offered insight into business and marketing development with
her keynote presentation “Understanding the Consumer of the
Future.” McDonald noted five major trends the 2010 U.S Census
revealed about the changing consumer demographics of which
businesses need to know.
“You can’t serve your community if you don’t know who your

community is or what it looks like,” said McDonald. “We’re not a
melting pot and we’re never going to be a melting pot again. We’re
now a salad bowl.
“The U.S. Census is a gift. There’s a lot of information there to

help you understand your business and your community, as well
as give you a snapshot of where we’re going,” she added.
Diversity, she said, is one of the most important trends busi-

nesses need to recognize.
The probability that two people chosen at random would be

of a different race and ethnicity on a 0-100 scale has increased.
In 1980 that probability was 34 percent; in 2009 it was 52 percent.
“Today it is statistically more likely that two people selected at
random are going to be of two different races and that’s huge,”
said McDonald.
“Across every single major market in the U.S. the majority of

the child population is non-white,” she continued, further noting
that by 2041, Caucasians will be the minority race.
More of these minorities, in addition to youths, are making

the shift from rural to urban regions.
“Three out of four people in the U.S. live in urban counties,”

said McDonald. “In 2000, 17.3 percent lived in rural counties. By
2010, that dropped to 16.4 percent.”
The rural Midwest lost the most, as agricultural jobs became

more mechanized. Overall, though, the rural white population
is declining everywhere; the rural black and Hispanic popula-
tions are increasing.
“Historically, when most of us thought about diversity, we’ve

thought about that in relation to urban areas. Even our rural
areas are more diverse than we ever realized,” she said.
This migration to urban areas is affecting rural areas as youths

flock to cities and leave their rural hometowns with an aging
population. McDonald referred to the trend as “bright flight,” or
the relocation of the educated youths to metro areas.
“In these small communities, they’re losing their talent for the

future … At some point it gets hard to sustain a town,” she said.
Another major trend is the movement of minorities and non-

traditional families to suburban areas.
“The suburbs across the country still happen to be majority

white, however, what has happened for the first time is a major-
ity of racial and ethnic groups in large metro areas live outside
the city,” McDonald said.
Non-traditional families also reflect the fifth most important

cultural movement, which is a shift to marrying later in life for
many members of Generation Y.
“Married 25-34 year olds has dropped from 55 percent to 45

percent in 2010,” McDonald said. “That is the lowest level of that
age group that is married since 1862.”
Factors for this trend include a youth population which prefers

to focus on personal goals such as college and career, as well as
dealing with a much higher age of maturation and a sense of not
being “economically ready.”
Just what does this mean for businesses? For starters, compa-

nies can expect to see more minorities and women as customers,
which shifts the basic sales models. According to McDonald,
women feel more in control when they can see and weigh all po-
tential buying options, which is why a woman will try on every
shirt she thinks she may want before buying. Men, on the other
hand, become overwhelmed by a mass of choices and prefer to
have a narrow selection; three tends to be the magic number.
When selling to women, companies should lay out all options.

It may appear time-consuming but will ultimately please the fe-
male consumer who is far more likely to express her satisfac-
tion, or much more audibly her dissatisfaction, with customer
service. Men, however, would be better served viewing the top
three most popular packages or three personalized options, fit-
ting the good, better, best model.
As minorities enter the market, having an employee who is

bilingual, in addition to possessing the excellent customer serv-
ice and trade experience necessary, is invaluable. People want to
interact with people like themselves; offer a sales rep who seems
like them and word of mouth will bring a diverse body of con-
sumers over time.
Other changes business owners need to note are a shift toward

Generation Y members desiring a more progressive workplace
including flexible schedules and telecommuting options, as well
as consumers seeking eco-conscious, minority-friendly busi-
nesses. This generation is driven by the fear of missing out, or the
FOMO phenomenon, which is so strong Amtrak credits the
youth need for frequent connectivity to saving the nearly extinct
rail line; youths preferred to take the train because they didn’t
have to turn off their phones and were also offered Wi-Fi.
McDonald closed by noting that consumers are changing and,

therefore, business and selling strategies need to change. Com-
panies must keep up with the ever-changing cultural movements
in the no-longer-homogenized American society.   �

From 
Melting Pot
to Salad Bowl
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Kelly McDonald informed attendees on how
to stay on top of current consumer trends. 
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