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GANAPerspectives

The Glass Association of North
America (GANA) enters a year
with a giant “13” at the end of it not

with trepidation (no triskaidekaphobics
here in our office!) but with an aggressive
plan to make this year one of the best for
GANA and its members. We have several
things on tap for 2013 that will continue
much of the work GANA has been spend-
ing considerable effort on for more than
a decade, all for the benefit of the com-
mercial glass and glazing industry. 

GANA ANNUAL CONFERENCE
As you may remember, GANA repo-

sitioned the former “Glass Week” as the
GANA Annual Conference last year, a
change that generated positive com-
ments and feedback from our mem-
bers. The event focused on GANA
priorities and a plethora of committee
and division tasks. That enhanced
focus resulted in the release of new
Glass Informational Bulletins (GIB)
and presentations from GANA last year.
This year’s event will continue that new
precision as we finalize work on several
items. It also features some compelling
lunch speakers (another new concept
introduced at last year’s GANA Annual
Conference), including Tom Munker, a
financial dynamo with incredible
knowledge of the markets and reports
on oil and gas futures that may possi-
bly surprise you.

GANA’S BEC CONFERENCE
The glazing staple in GANA’s

events, the BEC Conference, is once
again pushing Vegas into the fore-
front of network opportunities. This
year’s event is headlined by Guardian
Industries Corp.’s Scott Thomsen,
who has brought a frenetic energy

within the company that no one in
the industry has missed. With their
booths at glasstec and Greenbuild
drawing huge attendance and inter-
est, Scott is the perfect keynote for
the event. Look for some of his en-
ergy to rub off on conference atten-
dees. And we have many beneficial
surprises to share with attendees,
such as Lee Corso. As most know,
Corso is one of the more interesting
personalities in college football, and
his appearance at the BEC Conference
will be legendary. We are also bring-
ing in noted leadership trainer Rich
Drinon to talk about the traits of ex-
cellent leaders in this industry.

PCR FOR FLAT AND FLOAT GLASS
One of the more exciting projects

that will come to fruition in 2013 is
the Product Category Rule (PCR) for
flat and float glass, which GANA is
working on with many partners.
Product Category Rules define the el-
ements of a life cycle assessment
(LCA) for a particular product group
and what to include in an Environ-
mental Product Declaration (EPD), a
third-party-verified report summa-
rizing the data generated from an
LCA. This PCR will provide a science-
based and internationally recognized
method for reporting the environ-
mental impact of glass products and
materials throughout their entire life
cycle. The U.S. Green Building
Council’s Leadership in Energy
and Environmental Design
(LEED) has a pilot credit that
recognizes materials that have
third-party verified EPDs. The
impact of the PCR can be
tremendous for our industry.

MANUAL UPDATES
The GANA Tempering Division En-

gineering Standards Manual includes
current technology and standards for
heat-strengthened and fully tempered
glass products. This manual is de-
signed to assist manufacturers/fabri-
cators and users of heat-treated glass,
engineers, architects, architectural
specifiers and consumers. In 2013, we
will release a fully-revamped edition
of this manual with updated and new
information, as well as updated
graphics. The last full revision of this
manual was more than a decade ago,
and we know many who are excited to
get their hands on the new stuff.

AND EVEN MORE …
We have the GANA Fall Conference

coming, more GIBs to release, dozens
of new fabrication and technical
videos to release in our online Glasse-
ducation.com property, presentations
on decorative glazing at NeoCon and
so much more. We will keep you up-to-
date on all the exciting happenings here
in this column, but also visit
www.glasswebsite.com to get even
more current information on events,
products, advocacy efforts and more.
You may even realize that joining (or re-
joining) GANA makes complete sense
if you are participating in the commer-
cial glass and glazing industry.   �

The Year Ahead 
A Look at What to Expect from GANA in 2013

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, Kan.
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theDailyBind

Customer service is a dicey
business. Whoever said the
customer is always right got it

wrong. Responsible customer service
includes explaining to customers
when they are wrong and why. That
requires a great deal of finesse. The
responsible customer service repre-
sentative (CSR) should be able to ex-
plain to a customer why it is in
everyone’s best interest not to fulfill a
certain request; one that might not be
wise or one that cannot be completed.
Keep in mind, though, that a customer
should never feel embarrassed by his
or her request, no matter how unrea-
sonable it might seem.

PUZZLING MATTERS
Consider this customer service tale
of years past. About 30 years ago I was
on an industry tour of China. Those in
our group were quite puzzled by a large
number of windows where the glass
did not fill the sash. Sometimes there
was as much as two inches between the
sash frame and edge of the glass. We
questioned our hosts at length, but
they had difficulty understanding what
we were asking.
Then one day our group, without
our hosts, found our way into a retail
glass shop and had an in-depth con-
versation with the store workers. With
a lot of gestures and help from the
translator, we were able to learn that in
those days, glass shops in China could
not afford to throw away glass. Back
then China did not have any float lines.
The country did not have a safety glass
industry, a mirror glass industry, an
insulating glass industry or an auto-
motive glass industry—yet they had
five times the population of the United
States. So when it came to glazing
projects, the entire stock sheet was
used, even if some of the lites did not
fill the sash. 

WHAT IF?
Of course that seemed bizarre
to us, but imagine the conversa-
tion that customer must have
had with the CSR. I can imagine
that discussion might have gone
something like this:

CSR: 字母Glass Company. How may
I help you?

Customer: I have 30, 36- x 24-inch
windows to put glass in.

CSR:Wonderful. We can fill 22, but
eight will have a 2-inch gap on the
short side. 

Customer: I don’t want a gap.
CSR: What if you stuffed newspaper

in the gap? 
Customer: That would be ugly.
CSR: If we fill all of the gaps it would
require another stock sheet and double
the cost of your order.

Customer: We have plenty of news-
paper. We will take the gap.
This may be somewhat of a humor-
ous portrayal, but at the end of the con-
versation, the customer understood
that the glass company wasn’t being un-
reasonable. The company had offered
what, at the time, was a reasonable so-
lution that would be best for all.
Today, of course, the Chinese glass
industry has certainly changed. Just 25
years after my visit, the country had
160 float lines and was thriving in all
areas of glass production. I am sure
they have very different customer
service issues now.   �

Lost in Translation
The Ins and Outs of Good Customer Service

b y M i k e K e l l e y

M i k e  K e l l e y manages
special projects for TriStar
Glass in Catoosa, Okla. His
column appears bi-monthly.
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USGlass
NEWS NETWORK

www.USGNN.com

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

Could Bullet-Resistant Glazing 
Keep Schools Safer? Experts Weigh In

Would a different type of
glass have made a differ-
ence December 14 in New-

town, Conn.? That’s a question many
have asked since the Sandy Hook ele-
mentary school tragedy, as the perpe-
trator entered the school by shooting
through a glass window near the en-
trance. Glazing industry experts pon-
dered the question of glass usage and
what was most likely used in the
school, as well as whether another
glass type could have resulted in dif-
ferent circumstances. 
Industry expert Bob Brown of Robert

L. Brown and Associates suggests the
glass most likely was annealed, tem-
pered or an insulating unit. He suspects
most likely it was insulating, based on
the cold Connecticut winters.
“Likely in a school it had some tem-

pered on the indoor ply for safety,” he
says. “If you could walk up to it, it would

be easy enough to knock out with a bul-
let, not even a high-intensity bullet but
just a bullet, or even if you struck it with
the butt of a gun. Tempered glass is de-
signed to break so that it doesn’t make
severe lacerations and when struck
with enough force it will break.”
He adds, “It wouldn’t have been too

difficult for [the suspect] to get through
that. I doubt it was laminated or bullet-
resistant. Very few schools have bullet-
resistant glass.”
Julia Schimmelpenningh, global ap-

plications manager/architectural for
Eastman Chemical Company, agreed.
“I am not aware of what type of glass

was in the windows of the school,” she
says. “However, as he was able to get entry,
I assume it was quick and effective. I
would expect that it was some form of
monolithic glass that could be shattered
by hand or with easily accessible tools
such as the butt of a gun, rock or similar

impacting object.”
A representative of

nearby Newtown Glass
said he didn’t know who
installed the glass, but
concurred with Brown
and Schimmelpen-
ningh’s assessments.
“No one puts bullet-re-
sistant glass in any
schools,” he said.
Lyle Hill, president of

Keytech North America,
pointed out that typi-
cally schools use “stan-
dard safety glazing
materials in their en-
trance doors—typi-
cally tempered or
laminated glass.”
“I have worked on

schools in inner city lo-

cations where crime levels are high and
bullet-resisting glass has been used in
entrance areas and first-floor classrooms,
but these situations are few and far be-
tween,” he said. “I think it is always easy to
look at tragic events in retrospect and
talk about what could have or should
have been done to prevent it but I think in
reality, at least this time, the type of glass
used would not have mattered much or
proven to be adequate in stopping this
particular person,” says Hill.
Thom Zaremba, a code consultant for

the Glazing Industry Code Council
points out the problem is that any
safety features considered must still
make sense from a cost standpoint “and
any safety feature, no matter how elab-
orate or expensive, can be defeated by a
determined villain.” Zaremba explains,
“If school access doors are the first line
of defense and are locked from the in-
side, but contain fully tempered glass,
the door lock can likely be defeated by
simply breaking the tempered glass in
the door or sidelite”
According to Zaremba laminated

glazing, such as hurricane-resistant
glazing for example, may not be as sim-
ple to defeat since even after it is struck
by a bullet or other object the glass will
break but, if properly constructed, will
remain intact and in its frame.
“While it will not stop a bullet, it

could make entry into the building a lot
harder. Of course, bullet-resistant glass
also exists, but is more expensive,” says
Zaremba.
Urmilla Sowell, president of the Pro-

tective Glazing Council International and
technical director for the Glass Associa-
tion of North America, explains there are
safety glazing and protective glazing sys-
tems available in the marketplace that
have been tested to forced-entry and

12 USGlass, Metal & Glazing  |  January 2013 www.usglassmag.com

As a result of the school shooting lastmonth in Newtown,
Conn., many are now questioning whether stronger glass
could help keep schools safer.
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bullet-resistant standards,using estab-
lished test protocols.

“These test methods utilize a com-
bination of tools (weapons) and im-
pact duration (the length of time it
takes to penetrate the glazing mate-
rial),” says Sowell, explaining that these
materials are designed to protect a
building’s occupants, but there can still
be exceptions to their effectiveness.

“Tested forced entry-resistant
glazing, ballistic-resistant glazing
and other protective glazing materi-
als and systems, appropriately
speced and properly installed, can
enhance the protection of a building,
its occupants and its contents,” she
says. “They are designed to discour-
age a person from entering the build-
ing for fear of being seen or caught
by slowing them down and making
it more difficult to penetrate the glaz-
ing materials. Unfortunately, some-
one who is motivated to enter a
building to cause damage or harm
may find a way, given enough time,
because they are not concerned
about getting caught or seen.”

As far as the Sandy Hook shooting,
what if bullet-resistant or another im-
pact-resistant glazing had been used?
Could things have been different?  

“I don’t believe one can or should
say at this point that ‘such and such’ a
glass could have prevented this horri-
ble, heart-wrenching event, but I have
to believe that safety or security glazing
that has impact and glass shard reten-
tion characteristics could have either
slowed down the entry or alerted some-
one about an issue that could have got-
ten help on the way a bit earlier,” says
Schimmelpenningh.

However, change could be a positive for
the future of school safety, she suggests.

“It is and has been my belief that all
publicly-funded schools should be
mandated to have high-performance
glazing to enhance safety, security,
sound and solar control to give our chil-
dren the best possible chance of learn-
ing, succeeding and growing up to
become productive members of our so-
ciety,” says Schimmelpenningh. "Let’s
face it – our fate is in their hands.”

Schimmelpenningh says she also has

faced the same question from her own
children—one of whom is in elemen-
tary school and the other in high
school: “Could the glass you make have
stopped this man?”

“I had to answer, ‘It may have slowed
him down, and caused him to seek an-
other way in giving police a chance to
react,’” she says. “Then they asked me
what kind of glass was in their schools
and I just about cried.” �
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ContractGlazing

Chinese Curtainwall Subject to Tariff;
Canadian Producers Appeal CITT Rule

The issueof importedChinese curtainwall hasbeenoneof
discussion lately in both the U.S. and Canadian govern-
ments. In December the U.S. Department of Commerce

(DOC) issued a ruling that imports of unitized Chinese cur-
tainwall are now subject to a tariff.  Likewise, Canada-based
curtainwall manufacturers filed an appeal with the Federal
Court of Appeal in late November 2012 seeking a reverse ruling
to the Canadian International Trade Tribunal’s (CITT) decision
to close its investigation of the alleged injurious dumping and
subsidizing of certain unitized wall modules from China.
In the U.S., the DOC’s decision came as a result of its ruling

regarding the Antidumping Duty (AD) and Countervailing Duty
(CCVD) Orders on Curtain Wall Units and Other Parts of a Cur-
tain Wall System from the People’s Republic of China (PRC). The
Northern California Glass Management Association (NCGMA)
had filed a scope inquiry August 24, 2012, requesting that the
DOC confirm that curtainwall units and other parts of curtain-
wall systems are within the scope of the Orders and the Curtain
Wall Coalition (CWC) filed an amended scope inquiry. The
DOC’s decision determines that the curtainwall systems are
within the scope of the orders. The CWC asserts that the lan-
guage of the scope clearly states that curtainwall units and other
parts of curtainwalls are covered by the scope of the Orders.
In the memorandum, the DOC said it examined the lan-

guage of the Orders and the description of the products con-
tained in this scope request, as well as the description of

subject merchandise in the investigation. It found that the
scope and descriptions of the merchandise in the investiga-
tion are dispositive as to whether the products at issue are
subject merchandise. “Accordingly, for this determination, the
Department finds it unnecessary to consider additional fac-
tors specified in 19 CFR 351.225(k) (2),” reads the decision.
The scope of the Orders specifically lists curtainwall as

being subject to the Orders. Subject aluminum extrusions
may be described at the time of importation as parts for final
finished products that are assembled after importation, in-
cluding, but not limited to, window frames, door frames,
solar panels, curtainwalls or furniture. 
The DOC’s decision has seen a range of responses from those

in the curtainwall industry. As John D’Amario, sales manager of
Yuanda USA Corporation, states, “Either way, it’s amazing that
three glazing contractors from Northern California can pose as
manufacturers and successfully mislead the government for the
purpose of minimizing competition in their marketplace.”
In the government-issued press release, the DOC disagrees with

the claims of Yuanda, Jangho, and Overgaard & Bucher, compa-
nies in opposition, stating that “the CWC’s lack of standing is ev-
idenced by the fact that none of its members were identified in the
underlying petition nor were identified as members of the U.S.
industry by the ITC. The mere fact that a domestic manufacturer
was not identified in the underlying petition or the ITC may not
serve as a basis for concluding that an entity lacks standing.”

The top 20 firms in the glazing and curtainwall indus-
try experienced a total revenue decline in 2011, a
$50.2 million reduction in market size from 2010, ac-

cording to the latest report on the top 600 specialty con-
tractors conducted by Engineering News-Record (ENR). The
leading industry firms of 2010 ended the year with total
sales of $857.1 million while total sales of the top 20 firms
dropped to $806.9 million in 2011.

Six of the 20 contractors on the chart displayed higher
sales, while nine had a reduction in sales.

Leading the charts in 2010 and again in 2011, Enclos
Corp. saw a 3 percent reduction in sales from the previ-
ous year from $164.4 million to $160.1 million. Second
in line, Harmon Inc. finished the year with $150 million

in sales. Walters & Wolf fell one spot on the chart from
last year to third with $101.3 million in 2011 from
$158.9 million in sales in 2010, a 36-percentage change
from the previous year. W & W Glass LLC also dropped a
position on the chart from 2010. Listed as fourth in
2011, W & W Glass LLC sales fell 14 percent from $110
million to $95 million.

Giroux Glass Inc. had the most significant reduction in
sales on the glazing and curtainwall chart experiencing a 41-
percent drop from $33 million in 2010 to $19.3 million in
2011. In contrast, Best Contracting Services Inc. experienced
the most significant increase from the previous year. The
company concluded 2010 with $8.7 million and in 2011 fin-
ished the year with $13.8 million, a 58-percent increase.
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Others think the decision is a positive step forward.
“This is a great day for our industry here in the United

States,” says Edward Zaucha, CEO of APG International Inc.,
who is also involved with the Finishing Contractors Associ-
ation. “We have had these companies dumping their prod-
ucts (glass included) here in the United States for years.”

Zaucha told USGlass magazine, “The tariff is quite significant
(407.3 percent of the aluminum component and fabrication
costs of the units) and, quite obviously, will have a dramatic im-
pact on these importers. It is my opinion (and that of other con-
tractors in our industry) that the ruling should be retroactive to
the original ruling date because the original ruling quite clearly
stated it applied to ‘curtainwalls’ (as the Commerce Department
recently ruled),” he says. “Accordingly, our Architectural Glass
Sector Committee and various other interested parties are now
working with the Department of Commerce and Customs and
Border Protection on enforcement and on the question of
retroactive enforcement of the penalties and duties that were to
be enforced as of the tariff ’s enactment in May 2011.”

And in Canada, curtainwall manufacturers appealed with the
Federal Court of Appeal in seeking a reverse ruling to the CITT
decision to close its investigation of the alleged dumping and
subsidizing of certain unitized wall modules from China. The
manufacturers allege that CITT made several fundamental er-
rors of law and are now asking that the Federal Court of Appeal
reverse the decision. If the appeal is successful, the Canada Bor-
der Services Agency (CBSA) would be required to resume its in-
vestigation into the dumping and subsidization of imported
unitized wall modules from China and the CITT would be re-
quired to resume its investigation as to whether imports have
caused injury to the Canadian domestic industry. CBSA had
launched its investigation last summer after a complaint was
filed by several Canada-based curtainwall manufacturers alleg-
ing that 80 China-based exporters and 17 China-based im-
porters of unitized wall module products had “caused injury and
[were] threatening to cause injury to the Canadian industry pro-
ducing these goods.”

The CITT closed its investigation last October stating it “can-
not conclusively determine if the project-specific losses to two
domestic producers might reasonably constitute injury to a
major proportion of the total domestic production of like
goods.” CITT also stated the complaints’ evidence does not
support injury allegations of dumping and subsidizing be-
cause the alleged material accumulates to less than 2 percent
of the total value of the market for unitized wall modules.    �
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Flat glass prices remained stable from September to October, according to the Producer Price Index Report pro-
duced by the U.S. Labor Department, with a minor decrease of 0.1 percent. This is the first drop in several months as
prices rose 0.4 percent from July to August, and 1.0 percent from August to September.
While flat glass prices dropped, the cost of construction materials rose 0.1 percent from September to October—fol-

lowing a 0.2-percent increase from July to August and a
0.3-percent increase for August to September.
The import price for glass and glassware rose 0.2 per-

cent from September to October, according to the October
Import and Export Price Indexes. The export price for the
same increased 0.4 percent from September to October.
Glass and glassware includes float glass, safety

glass, lab glass and a range of other glass products,
according to information from the International Price
Program office in Washington, D.C.

Dodge Index Holds Steady in November

Construction Spending Hits 37-Month High 

IndustryOutlook

The month of October marked a 37-month construction spending high, accumulating a seasonally adjusted annual
rate of $872 billion, according to the Associated General Contractors of America (AGC). October's adjusted annual rate
was up 1.4 percent from September and 9.6 percent from October 2011.

PPI Shows Flat Glass Prices Remain Stable

IMPORT/EXPORT PRICE CHANGES
FOR GLASS AND GLASSWARE

September to October 2012

Imports +0.2 percent
Export +0.4 percent

Source: U.S. Department of Labor (DOL) Bureau of Labor

The Dodge Momentum Index held steady in November, ac-
cording to the latest report from McGraw-Hill Construction. The
index registered a 92.5 (2000=100) in November, a 0.5-per-
cent increase compared with October’s revised 92.0. Accord-
ing to the report, the November Index increase can be
attributed to the institutional building sector, which grew by
1.7 percent in November. However, overall commercial con-
struction declined 0.6 percent from October, according to Mc-
Graw-Hill.

CONSTRUCTION SPENDING BREAKDOWN

New single-family up 3.6 percent for the month and
construction: 29 percent over 12 months.
New multi-family up 6.2 percent for the month and
construction: 53 percent over 12 months.
Manufacturing down 2.5 percent for the month,
construction: up 3.6 percent over 12 months.
Commercial up 1.2 percent for the month and
construction: 9.5 percent over 12 months.
Educational up 0.9 percent for the month,
construction: down 2.8 percent over 12months.

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

THE DODGE MOMENTUM INDEX

(Year 2000=100)
Nov ‘12    Oct ‘12    % Change

Dodge Momentum       92.5      92.0          0.5%
Index
Commercial Building    82.3      82.9         -0.6%
Institutional Building    105       103.3        1.7%
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Construction Report Card

MONTHLY CONSTRUCTION STARTS
Seasonally Adjusted Annual Rate, In Millions

OCTOBER ’12 SEPTEMBER ’12 % CHANGE
Nonresidential building $131,595 $137,740 -4
Residential building $169,920 $172,724 -2
Nonbuilding construction $133,378 $196,989 -32
TOTAL CONSTRUCTION $434,893 $507,453 -14

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

10 MOS ’11 10 MOS ’12 % CHANGE
Nonresidential building $142,283 $122,861 -14
Residential building $105,327 $134,422 +28
Nonbuilding construction $128,775 $133,094 +3
TOTAL CONSTRUCTION $376,385 $390,377 +4

Source: U.S. Department of Commerce
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Three Months Strong 
Results for billings at architecture firms in October displayed the quick-

est pace of positive growth since December 2010, according to the Amer-
ican Institute of Architects’ Architecture Billings Index (ABI). The ABI score
was 52.8 compared to 51.6 in September, while the new projects inquiry
index was 59.4, compared to 57.3 the month before. �
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More Possibilities from the Leader in Glass Fabrication™
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at virtually any scale. Control ink opacity to create glowing backlit imagery – to the interior by day, exterior by night. 

Inorganic UV-resistant ceramic inks heat-fused to the glass surface ensure an enduring masterpiece. And with  

industry-leading performance coatings from Viracon, you can achieve the ultimate in energy savings and comfort. 

It’s your canvas – make a lasting impression. Learn more, visit www.viracon.com.

Make a Digital Distinction
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FinancialFlash

Revenues Up 11 Percent for Apogee’s
Architectural Products Business
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Business Segments Information (Unaudited)
Thirteen Thirteen Thirty-nine Thirty-nine 

Weeks Ended Weeks Ended % Weeks Ended Weeks Ended % 
12/1/12 11/26/12 Change 12/1/12 11/26/12 Change

Sales
Architectural $168,770 $152,087 11% $460,015 $436,516 5% 
Large-Scale Optical 21,648 22,769 -5% 60,477 57,235 6%
Eliminations (2) (3) 33% (2) (3) 33%
Total $190,416 $174,853 9% $520,490 $493,748 5%

Operating income (loss)
Architectural $5,837 $580 N/M $6,978 ($11,597) N/M 
Large-Scale Optical 6,557 7,411 -12% 17,021 15,559 9%
Corporate and other (983) (835) -18% (2,717) (2,911) 7% 
Total $11,411 $7,156 59% $21,282 $1,051 N/M
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Apogee Enterprises reported revenues of $168.8 mil-
lion for the third quarter of fiscal year 2013 for its ar-
chitectural products and services business, up 11

percent from the same quarter of last year. The architectural
products and services business includes Viracon, Harmon
Inc., Wausau Window and Wall Systems, Linetec and Tubelite.
According to the financial report, the architectural prod-

ucts and services business had operating income of $5.8 mil-
lion, compared to $0.6 million last year.
“Results improved from the prior-year period, with higher

architectural glass pricing, improving installation margins,
better mix and good operational performance throughout
the segment,” according to the company statement.
The business had a backlog of $300.4 million for the quar-

ter, compared to $299.0 million in the second quarter and
$225.1 million in the prior-year period. Approximately $111
million (37 percent) of the backlog is expected to be deliv-
ered in fiscal 2013, and approximately $189 million (63 per-
cent) in fiscal 2014, according to the report.
“All of our architectural businesses grew, with the largest

increase from our installation business, which has been gain-
ing shares and has expanded into new domestic geogra-
phies,” says chief financial officer Jim Porter.
Overall, Apogee’s revenues increased 9 percent and its op-

erating income grew by 59 percent.
“We delivered a better-than-expected third quarter as our

architectural segment successfully executed a more favor-
able mix of complex work,” says CEO Joseph F. Puishys. “I am
pleased that in down markets, Apogee grew revenues 9 per-
cent and operating income 59 percent in the quarter.”
Porter attributes much of the company’s overall results to

the architectural segment.
“The improvement was driven by the architectural segment,

where we had a number of positive things going on—higher
architectural glass pricing, improving installation project mar-
gins, a more value-added and complex mix of work, higher ca-
pacity utilization and solid operational performance,” he says.
“Regarding top-line growth, our outlook for the full year is

that revenues will grow 5 to 6 percent as we continue to out-
perform our end markets,” says Puishys. “For the full year, we ex-
pect positive free cash flow, net of spending approximately $30
million of capital for investments to improve productivity, in-
crease capacity and introduce new products, as well as for
maintenance requirements. In addition, we continue to look for
long-term investments to support growth and capabilities.”   �
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Glass Product Category Rules Being
Developed to Aid in Life Cycle Analysis

With the assistance of Glass
Association of North Amer-
ica’s (GANA) flat glass man-

ufacturing division, NSF International
announced the development of a Prod-
uct Category Rule (PCR) for flat and
float glass. This PCR is intended to pro-
vide an international scientific method
of assessing the environmental impact
of the product throughout the entire life
cycle of the material. It will encompass
float, sheet, plate and rolled glass.
The life cycle assessment (LCA) for a
particular product group and what to
include in an Environmental Product
Declaration (EPD) will be defined by
the new PCR. EPDs are verified by the
third-party inspection of NSF Interna-
tional’s sustainability division. The di-
vision confirms that data meets all ISO
14025 labeling requirements as well as
follows applicable PCR guidelines. 
“This rule will fundamentally change

the industry,” says Ashley Charest, account
executive for GANA. “GANA’s flat glass di-
vision saw it as a need. When all is said and
done, paid for and completed, anyone will
be able to access this industry document.”
“GANA is funding the PCR and Mike
Turnbull of Guardian is chairing the effort,”
says Charest. “You don’t have to pay to help
fund this research, anyone can participate.
They are truly going to utilize this as a way
to get industry information from across a
variety of groups to make sure we have the
most accurate PCR possible.”
A panel of glass manufacturers, sup-
pliers, regulatory agencies, life cycle
practitioners, trade associations and
end users will be used by the NSF Na-
tional Center for Sustainability Stan-
dards (NCSS) to create the PCR. 
“Enabling comparisons of glass prod-
ucts on the basis of their environmental
impact, using standardized and scientifi-
cally sound data, will provide a competi-

tive incentive for glass manufacturers to
focus on the environmental impacts of
their products and operations,” says Turn-
bull, who, in addition to being the NSF
PCR chair is also the GANA float glass
manufacturing division representative.
“Developing a PCR for float and flat glass
is an important step for the industry [to
move] toward a more sustainable future.”
“There is growing interest in trans-
parency of product information both
domestically and abroad. The inclusion
of criteria supporting Environmental
Product Declarations in the LEED V4
Green Building Rating System Stan-
dards in development will further in-
crease demand if adopted,” says Tom
Bruursema, NSF sustainability general
manager. “GANA is taking an important
step in the green building industry to
develop the PCR that will enable the re-
porting and comparison of the envi-
ronmental attributes of their products.”

Energy&Environment

In a recent 2012 survey of corporate leaders, Mc-
Graw Hill Construction (MHC) found that sus-
tainability is becoming “business as usual” with

more firms increasing investments in that realm.
Firms are expecting significant benefits from sus-
tainability, which is seeing an increased role in cor-
porate financial plans and new product and business
development. In fact, 43 percent of firms dedicate
funds to this area.

These were some of the findings presented by Ari
Kobb, LEED APO&M, director, sustainability and green
building solutions, Siemens Building Technologies, and
Harvey Bernstein, vice president, industry insights and
alliances, MHC, during MHC’s Annual Outlook Execu-
tive Conference.

Other findings include the fact that the depth of
green commitment is increasing; there is a rise in
firms that are largely dedicated to green building;
and a drop in firms “moderately involved or less.” �Source: McGraw Hill Construction
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GlobalUpdate

Guardian Begins Production at Russian
Float Plant; Purchases Land in Malaysia

Guardian Industries plans a
number of international expan-
sions and growth this year. The

company not only launched a new float
glass plant in Russia late last year, it also
announced a land-purchase agreement
in Malaysia. 
The initial ribbon pull marking the

beginning of production at the com-
pany’s Krasny Sulin (Rostov region),
Russia float glass manufacturing plant
took place in December. The Rostov re-
gion plant will produce the company’s
ClimaGuard residential and SunGuard
commercial glass products. 
The $220-million plant is Guardian’s

largest to date, producing 900 tons of
glass per day, and will include a tech-
nologically advanced glass coater, ac-
cording to the company.
“Guardian is bullish on Russia given

the excellent growth at our first plant in
Ryazan and the customers we have in
the country,” says Scott Thomsen,
Guardian Global Glass Group president.
“The timing is right for the region and
for Guardian.” 
In 2008, Guardian began production

at its first Russian plant in Ryazan,
serving the greater Moscow region. The
new plant is located almost 600 miles
from Moscow in the southern part of
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Guardian will produce ClimaGuard
residential and SunGuard commercial
glass products at its new plant in the
Rostov region of Russia.
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Russia along the Azov Sea.
Also in late 2012, Guardian signed a

land purchase agreement in Malaysia.
Guardian Industries Malaysia Sdn Bhd
will purchase a 24-hectare (59.3-acre)
patch of land in Mukim, Jasin, from the
Malacca State Development Corp.
(PKNM). The property, a palm oil plan-
tation, is located near the Lipat Kajang
industrial area.
“We’re grateful for the cooperation

of the Malacca State Development
Corporation,” says Thomsen. “This
purchase is part of Guardian’s inter-
national growth plan. We look forward
to ongoing collaboration with PKNM.”
Greg Poulson, Guardian regional

vice president, Asia Pacific, adds that
Southeast Asia is a region of great op-
portunity. “For example, Malacca is
working to become a green technology
city-state, and we believe Guardian can
be an integral partner in this effort. It’s
an exciting time for international busi-
ness,” he says.

NSG to Place UK
Float Line on “Hot Hold”
The NSG Group placed its float line

in Cowley Hill, United Kingdom (UK)
on “hot hold” January 3. The line is ex-
pected to remain on hold for three
months. 
“This action will allow the company

to reduce stock levels and therefore
working capital,” according to a com-
pany statement. “It will not impact [the
UK market] significantly … as the
company can continue to supply from
stocks and from float line UK5 at
Greengate.” 
The announcement follows news in

late 2012 that the company is closing
float lines in Halmstad, Sweden, and
Venice, Italy. �

Customers Rave About PanelGrip®

“This product has taken many 
of the problems out of my glass 
railing systems.”

®PanelGrip

THE WAGNER COMPANIES
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Sage Files Patent Infringement Suit
Against View Inc. (Formerly Soladigm)

Sage Electrochromics of Faribault, Minn., filed a suit
against Milpitas, Calif.-based View Inc. (formerly
known as Soladigm Inc.) alleging patent infringe-

ment. The suit is based on Sage’s patents titled “Elec-
trochromic Devices and Methods” (the ‘177 patent), and
Electrochromic Devices and Methods” (the ‘610 patent).

The complaint alleges that on November 12, 2012 View an-
nounced that “its large-scale electrochromic dynamic glass
product was ready for global deployment.”

“View’s dynamic glass product directly competes with
Sage’s dynamic glass product in the market that Sage cre-
ated,” writes the company. “On information and belief, View

plans to unfairly compete in the marketplace by using Sage’s
patented technology to market and sell products that in-
fringe Sage’s intellectual property.”

Sage further alleges that View has “had knowledge of the ‘177
patent [and the ‘610 patent] prior to the filing of this complaint
for patent infringement and injunctive relief, at least as a result
of the numerous rounds of financing obtained by View and the
attendant due diligence accompanying such financings.”

Sage is seeking an injunction against the company to cease
the alleged infringement and damages with pre- and post-
judgment interest.

View responded it “does not believe it has infringed any

V itro has initiated a process in a Mexican court aimed
at recovering close to $1.6 billion USD in damages
resulting from lawsuits which it claims placed the

company and 17 subsidiaries into involuntary bankruptcy,
later dismissed on appeal. The Mexican glassmaker com-
pleted a bankruptcy restructuring plan in Mexico in Febru-
ary 2012 and enforcement of the same restructuring plan
was denied in the U.S. last November.
According to the Mexican restructuring plan, newly issued

bonds and payments currently are held in a trust for note-
holders who do not accept the Mexican plan.
“It should be noted that under the approved restructuring

plan, the new bonds issued and payments made by Vitro to
bondholders who opposed the restructuring were placed in
a trust which stipulates that Vitro may collect from this trust
the amounts that these creditors are liable for due to these
actions,” says Vitro in a statement. “The funds that are ex-
posed to these damages are Moneda, Brookville Horizons
Fund, Davidson Kempner Distressed Opportunities Fund
and Knighthead Master Fund.”
“Under the applicable legal framework in Nuevo Leon, the

amount claimed could reach $1.59 billion [USD], which cor-
responds to 20 percent of the total amount claimed at the
time by the so-called vulture funds from each of the compa-
nies in those proceedings,” continues Vitro in the statement.
"If they do have such agreements, we will pursue such re-

coveries from all relevant parties, including Aurelius and El-

liott," says Claudio del Valle, chief restructuring officer of Vitro.
The Court of Appeals of the United States Fifth Circuit in

New Orleans had ruled in favor of granting a motion to lift the
temporary restraining orders put in place that initially pre-
vented collection actions against Vitro and its subsidiaries.
“In view of this decision the company could be facing a

unique situation, since it has two conflicting orders and
therefore two markedly different obligations in both coun-
tries,” says Vitro. “The debt that could form the basis for the
dissident funds' collection actions in the United States has
been restructured and replaced with new debt in Mexico.
Consequently the company is evaluating the financial im-
plications of this particular situation.”
Donald C. Cutler, spokesperson for the noteholders, de-

clined to comment.
In February 2009, the Mexico-based manufacturer de-

faulted on more than $1 billion in bonds. Vitro completed a
Mexican court approved debt restructuring plan last Febru-
ary. A Texas court ruled against enforcement of the reor-
ganization in the U.S. in June which led to the appeal
decided in November. Mexican officials showed their sup-
port of the appeal by filing Amicus Curiae with the Fifth Cir-
cuit. Additionally, Mexico's Second Circuit Court in Monterrey
ruled in favor of Vitro November 27, 2012, upholding the le-
gitimacy of the company's restructuring under Mexican law.
Vitro filed a petition for reconsideration of the U.S. appeal
case December 13.

Legislation&Legal
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Vitro Seeks to Recover $1.6 Billion in Damages
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valid claim of any patent and therefore has no liability to
Sage. View Dynamic Glass is manufactured using proprietary
technology and processes, creating a unique product that is
being well received by customers.” 

briefly … 

Andrew Shepherd, a former ASI Ltd. employeewho filed suit
in early 2012 against the company alleging that he and about
200 of his co-workers were terminated from the Whitestown,
Ind.-based company upon its closing without proper notifica-
tion is seeking to add two additional defendants, S&SRacing
LLC and Winton Development, alleging that they should be
held jointly and severally liable for alleged violation of the
Worker Adjustment andRetrainingNotification (WARN) Act. �
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Trulite Acquires Western States 
Glass Corporation of California

T rulite Glass & Aluminum Solu-
tions LLC has finalized the ac-
quisition of Western States Glass,

which has production facilities in Fre-
mont, Fresno and Sacramento, Calif.,
offering a wide range of products from
shower doors to insulated units. 
As a result of this acquisition, the

announcement notes that Trulite and
Western States will now serve all of

California; the Western States portfo-
lio of products will broaden, offering
laminated and PPG certified products
produced in Trulite’s Los Angeles su-
percenter. 
“We are excited to be part of the

Trulite organization. We believe that
a larger organization will allow us to
provide a wider array of products and
services to our loyal customer base.

Our friendly merger means good
things for all of us. It gives our com-
pany an extremely strong position in
the marketplace and adds the
strengths of Trulite to our own,” says
Mickey Smith, president of Western
States.
“We are delighted to partner with

Mickey Smith, Jon Witkin, [former
owner of Western States], and Don
Post [former vice president of West-
ern States]. We look forward to their
contribution in making Trulite an
even better company. We fully expect
little change for the current customers
and employees at Western States as a
result of the acquisition,” says Paul
Schmitz, CEO of Trulite. “We believe
that the acquisition of Western States
makes a lot of strategic sense as it
gives us ability to expand into an at-
tractive geographic region and part-
ner with a strong management team
who has demonstrated its ability to
effectively service its customers. We
remain interested in additional acqui-
sitions that make good strategic sense
and for which there is a strong cul-
tural fit.”

Dorma Acquires
Rutherford Controls 
The Dorma Group has acquired

Rutherford Controls International
(RCI), a supplier of security, locksmith
and architectural hardware.
“RCI is excited to play a key role in

accelerating Dorma’s growth through-
out the Americas,” says RCI president
Eric Gowland. “Joining forces with
Dorma will further enhance both our
companies’ abilities to dominate our in-
dustry as innovative leaders in access
control solutions.”
An announcement issued by RCI

Mergers&Acquisitions
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PPG Expands its 
Coatings Offerings 

L ast year was one of growth for PPG Industries. In 2012 the com-
pany increased its presence in the coatings market with a number
of acquisitions.

In December PPG completed the acquisition of certain assets of Spraylat
Corp., a privately-owned industrial coatings company based in Pelham, N.Y. Fi-
nancial terms were not disclosed. According to the announcement, the acqui-
sition furthers the capabilities of PPG’s industrial coatings business for both
liquid and powder coatings. Spraylat coatings products are used in a number
of industrial markets including architectural powder coatings. The company
had annual sales of approximately $125 million in 2011.
“Acquiring Spraylat furthers PPG’s strategy to remain a leading industrial

coatings supplier,” says Richard Zoulek, PPG vice president, industrial coatings,
Americas. “This transaction strengthens PPG’s position in key end-use markets
while expanding PPG’s overall liquid and powder coatings capabilities.”
Likewise, in a deal valued at $1.05 billion PPG reached a definitive agree-

ment to acquire the North American architectural coatings business of Ak-
zoNobel N.V., of Amsterdam. The transaction was approved by the board of
directors of both companies and is expected to close early in the second quar-
ter of this year, subject to regulatory approvals.
According to the announcement, the acquired business had 2011 revenues

of about $1.5 billion and the acquisition includes the addition of about 600 Ak-
zoNobel-owned paint stores creating a combined network of about 1,000 com-
pany-owned stores serving the North American market. 
The acquisition includes all AkzoNobel North American architectural coat-

ings manufacturing and distribution facilities, paint stores, product lines and
employees related to the production, sale and distribution of architectural coat-
ings in the United States, Canada and the Caribbean.
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notes that Dorma intends to keep the
RCI brand and also to maintain RCI
business as usual including all cus-
tomers, employees, sales representa-
tives, suppliers and locations.
“The America’s region provides

great opportunity for gaining market
share based on our ability to offer in-
tegrated premium access solutions
and the RCI acquisition represents a
big step forward in this regard,” adds
Wil VandeWiel, Dorma area president
Americas. 

Lakesmere Acquires
McMullen Architectural 
Lakesmere, a UK-based building

envelope specialist contractor, has ac-
quired the assets of McMullen Archi-
tectural Systems Ltd., a façade
contractor also in the UK The recent
acquisition will save 133 jobs in
Northern Ireland, where McMullen
has been trading for more than 40
years and contracting staff through-
out the United Kingdom. The com-
pany and its assets will be transferred
to a new subsidiary of Lakesmere,
McMullen Facades Limited, and will
become part of the Lakesmere group
of companies. 
“I have known and respected Ted

McMullen and his team for many
years,” says Mark Davey, managing di-
rector of Lakesmere. “They have a
strong heritage in the specialist fa-
cades marketplace and we intend to
ensure that the name and reputation
of the company lives on as part of the
Lakesmere Group. There are natural
synergies between our businesses
which will enable Lakesmere to offer
clients an enhanced range of services
in both the UK and internationally
where Lakesmere has built a signifi-

cant reputation in recent times.”
McMullen Facades Limited will

continue to operate from its Northern
Ireland headquarters.

Beneq Acquires
EL Business 
Beneq, a supplier of production and

research equipment for thin film coat-
ings, has acquired the Finnish-based
electroluminescence business from
US Planar Systems Inc., a digital dis-
play technology company. Lumineq,
the name of the new business unit,

will provide thin film electrolumines-
cence technology and the industrial
production of other atomic layer dep-
osition enabled products. These prod-
ucts will be offered in addition to
Beneq’s existing product portfolio. 
“The acquisition of this business

from Planar is a natural next step in
Beneq’s strategy of taking ALD into
industrial production, and allows us
to expand our own corporate portfo-
lio in world-leading ALD technology
and related products,” says Sampo
Ahonen, CEO of Beneq.   �

www.usglassmag.com January 2013  |   USGlass, Metal & Glazing 29

Call us today at
888-876-2297

Unruh works with you to meet 
YOUR specific needs. 

Our people make the difference. 
We listen. We then design 
the right solution for you. 

Our welders go through 
rigorous training and testing 

to become certified by the 
American Welding Society.

That’s why when it comes to 
Strength, Durability and Quality 

Unruh is the right choice.

Let us help you 
design the best 

glass racking solution 
to meet your needs.

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


ICC Passes Two Glass 
Walkway Provisions

The International Code Council
(ICC) passed two provisions related
to glass walkway standards, both of

which were supported by the Glass Asso-
ciation of North America’s (GANA) Glass
Industry Code Committee (GICC). 
In 2006, the GICC had asked the Inter-
national Building Code’s Technical Com-
mittee to withdraw a provision from the
code that offered loading calculations for
glass walkways based on ASTM E1300.
The GICC had advised the committee that
ASTM E1300 is a wind-load standard and
is not applicable to the design of glass
floors, leading to its withdrawal.

As a follow-up to the 2006 action, the
GICC recently asked the committee to re-
instate the glass walkway provisions of
Chapter 24, but to utilize ASTM E2751-11
- Standard Practice for Design and Per-
formance of Supported Glass Walkways as
the standard that addresses the design
and performance of supported laminated
glass walkways. That standard contains a
calculation method for determining glass
assembly stresses and deflection, test
methods to verify post-glass breakage
performance and reference standards to
assess slip resistance, according to GANA. 
GICC requested a companion change to

Chapter 7 of the IBC, adding “floor/ceiling”
assemblies to the fire safety provisions
dealing with fire resistance-rated “walls.”
The provisions passed during ICC’s
Final Action Hearings and will become
part of the 2015 IBC.
“We feel the provisions adopted by the
ICC will offer better guidance to the ar-
chitectural community and result in safer
glass walkway assemblies,” says Valerie
Block, chair of the GICC. “Our committee,
along with our Fire and Structural Codes
consultant Thom Zaremba, have done a
great job to convince the ICC of the ap-
propriateness of these provisions.” �

Codes&Regulations
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Transportation Gets Closer to 
Normal in Regions Hit by Sandy

The devastation caused by Hurri-
cane Sandy last fall left many
Northeastern glass businesses

struggling to return to business as usual.
For many that includes wondering if
they’ll ever see relief from the search for
commercial vehicles to replace those lost
by the devastating storm. 

“Being involved in Hurricane Sandy,
and close to the damage, we did see a lot
of glass companies go down, many of
whom lost their vehicles and glass racks,”
says Michael Frett, sales representative
for MyGlassTruck.com. Frett says the
Glassboro, N.J.-based transportation
company was fortunate in having the eye
of the storm pass over their facilities, and
has turned instead to helping customers
who call in seeking new vehicles. 

“I have talked to and helped a hand-
ful of different customers since then
about either replacing their current
truck or helping them replace their
damaged rack that might have gotten
hit by something when the storm came
through. But then, there are some cus-
tomers who are still battling the insur-
ance companies or just getting their
checks for the damage now.”

As late as January, Frett said, poten-
tial customers were
waiting on insurance
checks to cover new
vehicles to fill out
their fleet. 

According to John Barrows, vice presi-
dent of communications for Avis Budget
Group Inc., “[Car] availability remained
tight through the annual spike that oc-
curs over the Thanksgiving holiday, but
availability has returned to normal now.”
For commercial truck rental, however, the
squeeze felt by companies following Hur-
ricane Sandy was supplemented by the
annual holiday demand. “This is a very
busy season each year as many delivery
companies supplement their private
fleets with Budget Trucks for the holiday
rush, so availability can be more limited
than at other times of the year,” Barrows
told USGlass in December 2012. 

Matt Darrah, executive vice president
of North American operations for En-
terprise Holdings, parent of Enterprise
Rent-A-Car, National Car Rental and
Alamo Rent A Car, says that significant
waiting lists remain in some communi-
ties where residents have requested re-
placements for their damaged vehicles.
“Despite our best efforts to be prepared,
the magnitude of the storm has simply
outstripped our resources and man-
power in some locations,” he adds. 

A news release issued on November
16 by Governor Cuomo of New York

noted that the state had been working
closely with rental car companies to
help relieve the demand for fleet trucks
and consumer vehicles needed for busi-
ness trying to return somewhat to nor-
mal. At the Governor’s direction, the
Department of State facilitated the re-
location of more than 17,000 cars and
trucks to the New York metro area, re-
placing the inventory lost by the rental
car locations as a result of the storm. 

And although the memory of gas ra-
tioning that occurred in New York and
New Jersey following Hurricane Sandy
may last, the high prices at the pump
seem to be easing, bringing glazing
contractors one step closer to returning
to a normal job routine. 

A news release issued on December
14, 2012, by AAA Mid-Atlantic indi-
cated that the cost of gas across New
Jersey has continued to drop, although
prices still remain higher than at the
same time in 2011. As of December 3,
2012, AAA had reported that “The av-
erage price of gas in areas hit hard by
Hurricane Sandy, including New Jersey,
New York City and Long Island, have
returned to pre-storm levels now that
gas stations are receiving regular fuel

shipments. Average gas prices have
dropped 18 cents a gallon in New
Jersey, 21 cents a gallon in New
York City and 26 cents a gallon in
Long Island from peak prices fol-
lowing the storm.”

“It definitely was an interesting
experience as the issue with not
enough gas was causing incredi-
ble long lines. At this point, [gas
shortages] don’t have any effect
anymore,” commented Raditia
Lasry, purchasing agent for glaz-
ing contractor seele Inc. in New
York City.    � —MH

Distribution&Production

Despite our best efforts to be
prepared, the magnitude of the
storm has simply outstripped
our resources and manpower

in some locations.
—Matt Darrah, Enterprise Holdings
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WHEN,WHERE,
WHY? For Architects, Taking the Time to Understand 

Fire-Rated Glazing Can Ensure Success
by Ellen Rogers
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Safti First supplied its SuperLite II-XL 60 in GPX framing for the CCTC Health
Services Building in Sumter, S.C., which features a one-hour fire-resistive wall.
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F ire-rated glass has come a long way since the days
when the only fire-rated possibility was wired glass in
hallways and stairwells. From clear glass, to increas-

ingly larger sizes to combining glazing features and benefits,
fire-rated glazing not only provides a safe environment, but
can also enhance the building’s aesthetics. Still, many archi-
tects are unaware of this product evolution.
Further, building codes and testing requirements are also

changing rapidly. As a result,  architects may be faced ponder-
ing which product to use, when and where. The answers aren’t
always clear. However, as design and construction opportuni-
ties for fire-rated glass continue to grow, understanding the
products as well as when and where to use them can help save
re-design—or even re-installation—headaches in the end.

Where to Use it
Fire-rated glass products have evolved tremendously over

the past two decades. Architects, designers and specifiers have
a wide range of product choices for applications beyond just
hallways and stairwells. While product manufacturers say in-
terior applications still remain the primary area for use, new
developments allow for increasingly open, transparent designs. 
Peter Lindgren, president of Aluflam USA in Huntington Beach,

Calif., says much of the work in which his company is involved in-
cludes institutional projects, schools, hospitals and universities.
“We also do work on commercial buildings, corporate head-

quarters, hotels and banks. We do very little private residential,
though we do get the occasional order where someone wants
fire-rated glazing between the home and garage,” says Lind-
gren, explaining such projects are typically within the very
high-end market and the percentage of such jobs is small. 
Diana San Diego, marketing director with San Francisco-

based Safti First, adds that while fire-rated products are typ-
ically installed near exits, exit passageways, stairwells and
corridors to provide safe egress for people, they’re also see-
ing an increasing interest in exterior settings.
“Fire-rated glazing products can be used in exteriors for

property line applications, in urban locations or areas prone to
wildfire and also places that are adjacent to parking lots,” says
San Diego. “We’re getting more and more requests for fire-rated
products for use in exteriors.” She explains this is due to the
close proximity of property lines, for instance, “especially in
areas where they are building pretty much at the property lines.” 
Christian Mueller, general manager of Vetrotech Saint-

Gobain (VSG) in Auburn, Wash., adds that the key difference
in fire-rated glazing products compared to other fire-rated
materials is that these are transparent; all fire-rated materi-
als ultimately serve the same purpose. 
“The intention is to prevent fire from passing along and

affecting other parts of the building and that is the main pur-
pose of any passive fire-rated application,” says Mueller. 

The question of “where can I use it?” may seem like one
that’s answered easily, but that’s not always the case. San
Diego says architects and specifiers often ask what type of
products they can use for the applications.
“They may have a need for a one-hour stairwell, so they

ask us, ‘what can I use?’” She says one area that causes much
of the confusion and misunderstanding is the differences in
fire-protective compared to fire-resistive. 
“You can have 60-minute fire-resistive and 60-minute fire-

protective, but they are not the same,” she says. “Architects
need to look at overall performance and what is required for
the specific application.” 
Fire protective glass is designed to compartmentalize smoke

and flames and is subject to application, area and size limitations
under the IBC. Fire protective glass is typically used in doors and
openings up to 45 minutes and cannot exceed 25 percent of the
total wall area because it does not block radiant heat transmis-
sion. On the other hand, Fire resistive compartmentalizes smoke
and flames, and blocks the transmission of radiant heat through
the glazing. (See sidebar below for more details.)
Kevin Frisone, VSG sales and marketing manager, North

America, agrees.
“Probably the most discussed [topic] is the two different

types, protective and resistive.” 
In addition to the protective versus resistive matter, another

concern Lindgren points out is understanding the hardware,
as he has seen architects specify non-rated products.
“We have to explain that you can’t qualify/maintain the UL

listing unless the product is tested as an assembly. It all has to
fit within the approved set of requirements,” says Lindgren.

What’s the Difference?
Experts agree, architects commonly ask questions about

the differences in fire-protective glass versus fire-resistive.
Here’s a close look at the differences and where each prod-
uct type can be used.
Fire protective glass is designed to compartmentalize

smoke and flames and is subject to application, area and
size limitations under the IBC. Fire protective glass is typi-
cally used in doors and openings up to 45 minutes and can-
not exceed 25 percent of the total wall area because it does
not block radiant heat transmission.
Fire resistive glass is not limited in application or size. This

type of fire-rated glass compartmentalizes smoke and
flames, and blocks the transmission of dangerous levels of
radiant heat through the glazing. As a result, it can be used
in wall and door applications 60 minutes and above without
the size limitations that apply to fire protective glass.

Source: Safti First

continued on page 36
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Rated vs. Non-Rated
At first glance a fire-ratedproductmay lookmuch like anon-

rated product, but in reality, the two products are very different. 
“The fact that these products can pass fire testing is a

unique ability,” says San Diego, explaining that the longer the
rating the more stringent the testing will be. 
“With fire-rated walls they are tested to stop smoke, flames

and radiant heat,” says San Diego. “Sometimes the fire is so
hot the radiant heat is the bigger risk.”
As with any specialty or value-added product, fire-rated

glass also comes at a premium. Lindgren says, though, it can
be difficult to give an exact estimate as to how much more,
but says it could range from about $100 a square-foot more
than a non-rated product.
“I sense that since [Aluflam] came to the U.S. about ten

years ago there is now a different level of acceptance and un-
derstanding from architects as far as the cost of these prod-
ucts. When we first started here it seemed we got a lot of
reaction as far as it being expensive,” says Lindgren. “Today
it seems they’ve gotten more used to this type of product and
are building it in [to the design] early one.”
He continues, “Certainly there can be budget constraints,

but … it’s unfortunate to go through the design and specifi-
cation process and have it turned down. It’s important to
build it in from the beginning.”
Framing requirements for fire-rated versus non-rated sys-

tems are also different.
“The framing has to stay in the opening so there are

tremendous loads on that assembly,” says Lindgren. He says
he has seen instances where an architect will design the proj-
ect with a fire-rated system, but provides details on anchor-
ing as one would with a non-rated product. “Everything
needs to be in compliance,” he says.  

Know the Codes
“All the provisions for fire-rated products are in Chapter 7

of the IBC and there are three tables that talk about fire-rated
door assemblies and windows,” says San Diego. “The refer-
ences changed with the 2012 code (see box at left).” The 2012
code, for example, distinguishes between fire-resistive and
fire-protective.

Framing Functions
Steel is one commonly used material for fire-rated glazing,

with aluminum-clad and aluminum systems also available.
Lindgren says the all-aluminum option, such as products man-
ufactured by Aluflam, have only been in the U.S. for about ten
years. He says his company’s product consists of two extrusions
separated by a thermal break and filled with a proprietary ma-
terial, which provides the fire-rated performance features. 
While there are a number of options, and framing can be

produced to match the aesthetics and colors of the non-rated

Table This
What do the codes say about fire-rated glass and what’s

most important for architects? ThomZaremba, code consultant
for the Glazing Industry Code Council, provided the following
information on the three tables noted in Chapter 7 of the IBC.

Table 716.3. This tells everyone exactly what the [glass]mark-
ing system is; the specific fire test standard to which eachmark
relates; and, lastly, in the definitions it provides, it ties the ac-
ceptance criteria of each test standard (or the code in the case
of the “temperature rise” criteria) to themarks that are used in
the new system. Markings include “W,” which means that the
glazing has been tested to the fire wall test standard (ASTM E-
119/NFPA251/UL 263) and thus classified as fire resistive; "D"
means the product has been tested to the fire door test stan-
dard, NFPA 252; "H"means that it passes the hose stream pro-
cedure; "T" means that the glazing meets the temperature rise
limits required for doors used in exit enclosures and passage-
ways; and "OH" means that the glazing has been tested to the
fire window test standard, NFPA 257, and meets both the fire
endurance and hose stream requirements of the test standard.
Table 716.5. This table addresses fire doors and fire shut-

ters, vision panels in fire doors and the transoms and
sidelites that are often found in combination with fire doors.
This table provides a listing of every different type of opening
fire-protective assembly specified by the code and relates
each one to its required wall rating, its corresponding mini-
mum fire door and fire shutter assembly rating as well as the
building code ratings and requirements relating to the vision
panels, sidelites and transoms found in them. It then goes on
to provide comprehensive listings of all the markings that
must be found on the different types of fire rated glazings
that may be used in those assemblies.
Table 716.6. This table addresses fire window assemblies.

Like Table 716.5, it provides a listing of the fire-rated wall as-
semblies where fire-rated windows may be found, the corre-
sponding wall assembly ratings, the associated minimum fire
window assembly ratings, and the markings that must be
found on the fire rated glazings used in those assemblies.

WHEN,WHERE,WHY?
continued from page 35

Fire-rated glazing, such as the Safti First products used in
the San Francisco Public Utilities Commission Building in
San Francisco, can be used to help bring in natural light
and transparency as well as provide performance benefits.
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materials,San Diego,points out the most important detail in
framing is that its rating must match that of the glass. 

“If the glass is fire-resistive then the framing must be as
well. You have to look at the whole assembly,” she says 

Mueller agrees.
“The glass and a frame must be tested as unit/system and

not individual components,” he says.

Get in Early
Experts agree that one of the best measures architects can

take when designing with fire-rated materials is to ask ques-
tions early and collaborate with their suppliers.

“When working on these projects it’s always best to consult
with the manufacturer early,” says San Diego. “Consulting
early can save a lot of headaches. The last thing you want to
do is pick the wrong product and have to have it changed.
Use the manufacturers as a resource.”

Mueller adds, though, that while the opportunities for ar-
chitects to use fire-rated glazing materials is growing, edu-
cation is still needed, as there is a lot of misunderstanding
about passive fire-rated materials.

“Some think a sprinkler [which is active] is the cure-all
for a potential hazard in a building,” he says. “Both active and
passive are important components to building safety. A
sprinkler is fire-suppressing not extinguishing.” Mueller says
there are those who assume with a sprinkler installed there
is then no need for any other protection. “There are lots of
passive components that could be neglected.”

That’s why education and communication is critical and
manufacturers agree, early involvement and discussions can
help create a safe, sound building.

New Fire-Rated Glazing ID
Codes Approved by ICC
by Kaitlan Mitchell
A code change proposal by the Glazing Industry Code Com-

mittees (GICC) (FS84-12) to mandate fire-rated glazing as-
semblies to be marked in accordance with 716.3, 716.5, and
716.6 identifications was passed in late 2012 by the Interna-
tional Code Council (ICC). It takes effect with the 2015 edition
of the International Building Code. The code change affects
both non-residential and residential construction covered by
the International Building Code, applications that are four or
more stories above grade. The GICC code proposal was
prompted from the Code Technology Committee’s investiga-
tion of the area of study titled “Labeling of Fire-Rated Glazing.”
The code changes were added to clarify Section 716.3,

which now includes Section 716.3.1 and 716.3.2 and pro-
vides concise requirements for the marking of fire-rated glaz-
ing assemblies.
In addition, Section 716.3.1 was moved from Section

716.5.8.3.1. The text was amended to clarify that the provi-
sions of the section also be applicable to fire-rated glazing
used in fire door assemblies. To ensure language was con-
sistent with Tables 716.3 and Table 716.5, the text was mod-
ified to reflect the fact that fire-rated glazing assemblies that
do not meet the temperature or hose stream requirements of
this section are not required to be labeled as “NT” and “NH.”
Section 716.3.2 was added to clarify Tables 716.3 and 716.6

are to be used for fire-protection-rated glazing, and to provide
details required of the label and standards for performance.
For clarification purposes, the language now reflects the same
text as presented in Section 715.5.9.1 of the 2009 IBC.
“FS84-12 does several things,” says Carl Baldassarra, P.E.,

FSFPE, in the Individual Consideration Agenda. “First, it moves
the text of section 716.5.8.3.1 to section 716.3.1. Second, in
making that move, it deletes “NH” and “NT” as designations
used in themarking of fire-rated glazing. Third, it modifies sec-
tion 716.3.1 and 716.3.2 to clarify that tables 716.3, 716.5 and
716.6 are the primary sources for determining themarkings to
be used and the relationship of those markings to the various
fire-rated glazing applications that are provided for in the code.”
Committee officials state the code change proposal will

not increase the cost of construction. �
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Advances in fire-rated glazing now allow products to be
used in a range of applications, including exterior settings. 
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What will spending two days on Long Island get you
in 2013? How about knowledge, education and
know-how to help you in your everyday glass-in-

dustry profession. Plan your trip for March 7-8 and take ad-
vantage of top-notch glass-industry education, networking,
product launches and more, when Glass Expo Northeast™
(GENE™) ’13 returns to Hauppauge, N.Y. Sponsored by the
Long Island Glass Association, USGlass, the Architects’ Guide
to Glass & Metal and WINDOW FILM magazines, GENE will
take place at the Hyatt Regency Long Island at Wind Watch
Hotel & Golf Club.

Listen and Learn
GENE is the region’s largest conference and trade show

dedicated to the architectural glass and metal industry. Qual-
ified customers and prospects can view the latest products
and services in the industry. Following the show’s past suc-
cesses, GENE ’13 will once again take place in the centrally
located town of Hauppauge. The two-day event will include
a trade show filled with the industry’s newest products and
developments, as well as a seminar program covering topics

pertinent to glass and glazing professionals. This year’s edu-
cational track includes general business sessions, updates on
techniques and products from industry experts and much
more. Speakers include many industry veterans such as Roy
Cannon, director of technical services for Pecora and a rep-
resentative from PPG Industries; David Warden, brand man-
ager, EnerGfacade product line for YKK AP; Dr. Helen
Sanders, vice president, technical business development for
SAGE Electrochromics Inc., as well as other internationally
known expert speakers including Kelly McDonald, president
for McDonald Marketing.

Products … and More Products
Trade shows always draw a big crowd, and the one taking

place as part of GENE ’13 is no exception. Exhibitors will fea-
ture many of their latest developments. From windows to
glass, hardware, tools, supplies and much more, attendees
will find plenty of products. 

Home Away From Home
The Hyatt Regency Long Island at WindWatch Hotel and

Golf Club is the host hotel for GENE ’13 and is located on one
of Long Island’s highest points. Panoramic shots of the golf
course as well as the entire north shore of Long Island are
just a few of the benefits attendees will enjoy. In addition,
shuttle service is available from the hotel to and from the
train station and Islip airport, though reservations are highly
recommended. 
The hotel is offering a discount room rate of $109 USD per

night, per single/double occupancy, plus tax. This discount
rate is available until February 14, 2013 on a first-come, first-
served basis. To book your room, call 888/421-1442 and
mention you are with the Glass Expo Northeast.

Register Early and Save
Pre-registration is currently available until end of business

on Friday, February 15, 2013. By registering in advance at-
tendees can save on registration fees and avoid long lines
on show days. In addition, members of the Long Island Glass
Association and subscribers of USGlass magazine who are
not industry suppliers and pre-register by February 15, 2013,
will receive a free attendee registration (a $79 value). This
offer does extend to all employees of your company.

To learn more about Glass Expo Northeast or to register,
visit www.usglassmag.com/gene.

Long on Education
Two Days on Long Island Gets You All You Need to Better Your Business

by Ellen Rogers

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


www.usglassmag.com January 2013  |   USGlass, Metal & Glazing 39

Seminar Spotlight
The Glass Expo Northeast seminar program has some-

thing for everyone. Here’s a look at what to expect from this
year’s event.
Thursday, March 7
9 – 10 a.m.
Architectural Industry’s New Products; Sealants and High

Performance Insulating Glass
For everyone in the industry, this is one informational ses-

sion not to miss. This seminar will touch base on the new
types of sealants and updates pertaining to high perform-
ance/insulating glass for the architectural industry. Learn the
latest and how it can apply to your business today.

Speaker: Roy Cannon, director of technical services for
Pecora and a representative from PPG Industries.
10 – 11 a.m.
Electronically Tintable Glass as an Architectural Enabler
Electronically tintable glass allows the building façade to

become dynamic, changing the transmission of the sun’s
heat and light in response to the exterior environment and
the needs of the building’s occupants. By modulating the vis-
ible light transmission and solar heat gain coefficient from
highs of 62%T and 0.48 to lows of less than 3%T and 0.09 re-
spectively, dynamic glass provides both energy savings and
enhanced thermal and visual comfort to the building occu-
pants without obstruction of view.
The availability of such a product technology provides ar-

chitects with a tool that can expand design possibilities and
enable the creation of exceptionally energy efficient and com-
fortable daylit spaces that would otherwise not be possible.
Come learn from our expert speaker as she describes and ex-
pands on electronically tintable glass and its variety of uses.

Speaker: Dr. Helen Sanders, vice president, technical busi-
ness development for SAGE Electrochromics Inc.
11:15 a.m. – 12:15 p.m.
The Three Most Important Things!
After 43 years in the glass andmetal industry, Lyle Hill thinks

hemay have finally figured out the threemost important things
you can do to achieve success for yourself both professionally
and personally. Find out for yourself what Hill thinks these
three things are and whether or not his opinions and advice
can be of benefit to you in your ongoing career development.

Speaker: Lyle Hill, managing director for Keytech North
America.
1:15 – 3 p.m.
Keynote Address: Understanding the Customer of the Future
Market trends are changing. The person who has the final

buying power no longer lives at a home with a white picket

fence, 2.5 children and a dog. How do you define your cus-
tomer? This is a great question--and one that will determine
the future success of your business. Learn how to build busi-
ness with people not like you. Kelly McDonald is a recog-
nized expert on multicultural marketing and business trends
and has been well received when featured in other recent
glass events.

Speaker: Kelly McDonald, president for McDonald Marketing.
4 – 5 p.m.
Demonstration of a Proper Mirror Application
You’ll see the safe and proper way to install mirror. Hear

some of the top tricks of the trade to make this portion of your
installations run smoothly. Learn some of the pitfalls to avoid
and how to tackle the job correctly the first time around to en-
sure no calls, aside from compliments, come back to your shop.

Demonstration located on the trade show floor.
Friday, March 8
9 – 10 a.m.
Fenestration and Today’s Energy Codes and Green Standards
If your company wants to comply with current codes/green

standards, you don’t want to miss this seminar. During this
hour, topics to be discussed will include: current code
changes, green standards, steps to pre-qualify thermal per-
formance for upcoming projects, how to determine when to
use performance results on NFRC sizes and projects and the
use of performance with aluminum commercial fenestration.

Speaker: David Warden, brand manager, EnerGfacade
product line for YKK.
9 – 10 a.m. 
Facebook + Twitter + Groupon! Oh My!
This presentation will discuss the value of Social Media

Marketing (SMM). Learn how to combine your company’s so-
cial media content with sharing through social networks to
create targeted marketing results. Become more than just
an “updater;” create stronger bonds with customers, in-
crease your website traffic, enhance customer services lev-
els, and much more, all by placing emphasis on SMM.

Speaker: Deb Levy of Key Communications Inc.
10 – 11 a.m.
Understanding and Selling Photovoltaics in the Glass Industry
From airports, to hotels and hospitals, daylighting, energy-ef-

ficiency and being a net zero building are current demands.
Learn what your glazing options are, the variety of applications
available, the significant energy reduction you can provide to
clients and how to help them realize the value. Expand your
current knowledge on BIPV in the building envelope so you can
generate new sales and be part of this emerging technology.

Speaker: Nick Bagatelos, president for BISEM Inc. �

March 7-8, 2013
Register at www.usglassmag.com/gene
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If predictions hold true, 2013 could be a year of growth
and opportunity for the construction industry. And that’s
certainly good news for the U.S. commercial glass indus-

try. In our second annual glass industry usage forecast, pos-
itive indicators in most all construction segments are on the
horizon for 2013. 
Taking a close look at the different commercial segments,

the use of glass in store construction is expected to be up 18
percent in 2013, which will include an approximate 28.3 mil-
lion square feet of glass usage. This is compared to 24 million
square feet in 2012.
Also seeing positive predictions, glazing in hotel con-

struction is expected to increase 12 percent in 2013, bringing
approximately 5.6 million square feet of glass usage. This
compares to 2012 data, which saw 5 million square feet of
glass usage. 
Also on the up, glass in warehouse construction is ex-

pected to increase. According to data, this market will in-
crease 11.5 percent compared to 2012 and include an
estimated 2.9 million square feet of glass usage. These num-
bers compare to those of 2012, which included approximately

2.6 million square feet of glass. 
Also expected to increase is glazing in institutional con-

struction, which includes amusement and recreation proj-
ects. Glass usage for this sector is expected to be up 5.1
percent with 4.1 million square feet of glass usage. In 2012
glass usage in this segment was down .03 percent with 3.9
million square feet of glass usage. 
Data forecasts glass for use in the construction of man-

ufacturing buildings to see a slight increase compared to
2012—.06 percent—and about 1.7 million square feet of
glass usage. Data also showed the market stayed the same
in 2012 compared to 2011 with 1.6 million square feet of
glass. 
Not all segments, however, are projected to increase.

Glass for educational building construction is projected to
decline in 2013. USGlass projections show the segment will
be down 0.6 percent compared to 2012 with 9.5 million
square feet of glass usage compared to 10.1 million square
feet last year. The drop in 2013, though, is not nearly as se-
vere as last year’s, which saw usage down 18.5 percent com-
pared to 2011. �

UP
UP

2nd Annual USGlass Glass Usage 
Forecast Sees Continued Increases

AND
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Disappearing
Demountables
Are Glazing Contractors Missing Out on
In-Demand Interior Glass Partitions?
By Megan Headley
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“In the old days, wall systems were very much seen asan interior construction product,” says Nigel Long,
CEO of Faram U.S. Inc. in New York. Glazing con-

tractors who count interior glass partitions among their rev-
enue streams might still see these wall systems very much as
an interior construction product. But Long is one of several
demountable wall system providers who has seen evidence
of a potentially challenging change within this segment. 
As Long explains it, “The major furniture manufacturers

… have taken on board this idea of a wall system and said,
‘you know, we used to make these [partition] panels, let’s take
what we know about making panel systems that are 52 or 84
inches high and take them all the way to the ceiling.’ They
promoted these office wall systems as furniture rather than
as an interior construction product.”
That’s right: one trade’s glazed walls are another’s floor-to-

ceiling furniture. 
“There are two views about this,” Long continues. “There is

logic in doing that, in that a client or end-user can go to a
furniture dealer and buy a package of all this stuff. But these
systems that have been developed with furniture tend to have
challenges in responding to the interior architecture of the
building. Furniture is designed to go into the space and sit
there; whether your desk is six inches to the left or six inches
to the right probably doesn’t matter too much. But when
you’re dealing with these wall systems, and they have to con-
nect to the building structure to give you good acoustic per-
formance, then not all the furniture manufacturers have all
the skills that lead them to doing that very well.” 
Integrating the wall system product with interior con-

struction is getting trickier in many ways, as evidence indi-
cates that some furniture manufacturers are selling systems
that, much like those installed by contract glaziers, install on-
site using anchors rather than the easily movable compres-
sion systems of yesteryear. 
“In most, but not all cases, they bring in aluminum extru-

sion, just like a glazier, they install the metal to the floor and the
ceiling just like a glazier and then they glaze the glass, just like
a glazier. But, they call this a temporary furniture installation
and get around using union installers as well as compliance to
the structural standards that glazing requires,” points out
Bernard Lax, CEO of Pulp Studio Inc. in Los Angeles.
“In the original systems, years ago, these systems were de-

signed as compression systems where the supporting ele-
ments of the walls pushed against the ceiling and the floor,
but did not penetrate with an anchor,” Lax adds. “Today they
are violating this general concept and use anchors, just like
any other extrusion or rail and, as far as I am concerned, are
using terminology to break a tax law and steal work away
from glazing contractors.”

Tax Loops
The tax aspect comes from the fact that “furniture” systems

can depreciate faster than a capital improvement element.
“It can be considered what we call personal property and so

when a client purchases a product they can actually take it with
them,” explains Rob Wittl, senior product manager for KI’s mov-
able wall products, of these temporary partitions. “From a cash
flow standpoint, that’s why many times we are considered like
furniture. At the same time, when we’re taken holistically … that
wall provides that transition to the furniture, so it’s very impor-
tant in that selection process that everything marries well to-
gether. That’s why we work directly with the furniture
manufacturers because our system will integrate with the furni-
ture. At the same time our electrical systems and technology all
will need to be integrated and, conversely, we need to work to-
gether with the permanent drywall solutions as well.” 

Which is Which?
So is it a demountable piece of furniture or an integrated

structure? And where is the line that decides which system
should be installed by professional glaziers and which by fur-
niture installers? Turns out it’s a fuzzy line at best. 
Anthony Burke with the Internal Revenue Service’s (IRS)

media relations department says that determining the de-
preciation of specific systems “depends on the facts and cir-
cumstances of each situation.”
However, Burke does offer a list of factors that the IRS

considers in determining whether or not something is clas-
sified as an inherently permanent structure. Those factors
were set forth in a ruling from the tax court in Whiteco In-
dustries v. Commissioner:
1. Is the property capable of being moved, and has it in

fact been moved? 
2. Is the property designed or constructed to remain per-

manently in place? 
3. Are there circumstances that tend to show the expected

or intended length of affixation; that is, are there circum-
stances that show the property may or will have to be moved?  
4. How substantial a job is removal of the property, and

how time-consuming is it? 
5. How much damage will the property sustain upon its

removal? 
6. What is the manner of affixation of the property to

the land?
This is one instance where the IRS doesn’t offer hard and

clear guidelines for recognizing violations, leaving a lot of
leeway for those who install these systems.  

continued on page 44
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Glazing Around the Union
Even if these demountable partitions are installed with

the intent of being temporary, more of these systems are
meeting today’s demands for transparency with privacy by
going from floor to ceiling. And Lax points out that glazing
contractors could be missing out on revenue in cases where
what are essentially stick-built walls are being installed by
other trades. 

“Essentially they’re doing the same thing that the glazier’s
doing, but they use millworkers and furniture installers to do
the work,” Lax says of some interior partition manufacturers.

“What’s happened is these demountable systems used to
be the system where they were pressure fit so what you
would do is make these walls in a factory and then have a
foot on them and then another foot at the top and you’d take
a wrench and maybe tighten between the floor and the ceil-
ing. Then they would just put trim pieces on so you would-
n’t see how these things were developed. Somewhere along
the line, maybe six, seven years ago, they started making
these systems and all they really do is they cut the metal in
a factory and they bring it out in pieces and then assemble
it in the wall and they shoe it into the floor and they mount
it in the ceiling, just like you would if you were a glazing con-
tractor. It’s just that the glazing contractors aren’t selling a
system, they’ll use this metal one day and they’ll use this
metal another day.

“What it’s doing, is it’s taking away the work from the
union glaziers.” Lax adds, “It deprives these companies that
are doing this type of metalwork as part of their trade.
They’re losing that business over something that is consid-
ered a tax benefit, which in reality it shouldn’t be.”

KI’s panel products, for example, are installed by those the
company certifies. 

“We have certified installers across the country,” Wittl says.
Those installers are putting in pre-assembled glass solutions
that sit directly on top of the carpeting, as opposed to some
systems on the market that are installed direct to concrete.
But those installers are not glaziers, per se. 

“We like to say ‘KI’s product doesn’t assemble onsite, it in-
stalls onsite,’” Wittl adds. “There is a track that connects to
the ceiling but it doesn’t need to be reinforced; all of the
weight of the suspended ceiling is supporting is the track.
The weight of the glass is actually on the floor. That track
goes in, the pre-assembled glass panel incorporates into the
ceiling track, and then it has its own unitized floor track that
sits right on top of the carpeting. Then you bring in the next
glass panel.” At least one of the company’s systems, Light-
line, has a pre-fabricated seal on the edge of the glass to help
link two lites together for a simple solution that goes to-
gether in a snap.

Of course, Wittl also points to the use of the company’s in-
stallers as a cost saving that clients seek out. “Our material
cost is going to be very similar [to glazed walls] but the real
cost benefit that we have seen is that the labor is going to be
far less,” he says. 

While Faram doesn’t install its own systems, its glazed
materials aren’t being marketed directly to glazing contrac-
tors either. “Faram, for example, generally is selling to the
major general contractors around the country and dealing
with it still as interior construction, rather than treating it as
a panel system that’s going to the ceiling,” Long says. What
the general contractor does with the system is out of the
glazing trade’s hands. 

But Long says selling through the construction trades, ver-
sus furniture installers, keeps costs down due to competition. 

“It’s generally cheaper for the customer to buy this through

Is it furniture or interior glazing? That’s a question some
are asking when it comes to interior partitions and by
whom they should be installed.

continued from page 43
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a construction route where there’s a lot of construction com-
petition and contractors keep the overall cost of the con-
struction down, rather than a furniture route where furniture
dealers as middlemen between the manufacturers and the
end-user tend to have more costs and less expertise in the
interior construction, which is what these full-height walls
need to be,” Long says. 
But is there any evidence to suggest that a team of in-

stallers certified to a company’s best practices would do a job
inferior to those done by a professional glazier? 
While Atlantic Contract Glazing Corp. based in Ocala, Fla., rou-

tinely installs anchored glazed partitions for office interiors, proj-
ect estimator Brent Fish is astonished at the idea that furniture
companies might be handling glass partitions that install floor
to ceiling.  “I haven’t really heard of anything like that,” Fish says,
adding, “You don’t want a roofer to put in glass, or a framer. It
just makes sense for the glazier to be handling the glass.”
Still, Fish does acknowledge that installation guidelines on

these types of systems generally come from the product
manufacturer. “With these systems, it’s all up to the manu-
facturer.” However, he adds, “Honestly, it’s nothing someone
outside of our division can really do.” Or is it? 

A Growing Problem?
These questions become all the more important in con-

sidering that glass office partitions only continue to grow in
popularity. 
“What people are looking for is acoustic privacy but vi-

sual openness,” Long says. “What I have seen nowadays is
that people want managers and conference rooms to have
private work spaces, but ones where they can see out into
the workspace, see what’s going on with the rest of their
team, and where people can also see into the office. Equally

important [is a space] where light comes into the total
space.” Thus, glass is all the rage. Long adds, “People have
realized that using a glass office front system where you
use ½-inch glass in it will provide the same level of
acoustic performance as one used to get by putting up one
of the old demountable systems or even traditional dry-
wall. You can get the same level of acoustic performance if
you join the glass together appropriately as you could from
drywall and yet you can get this visual transparency but
acoustic privacy.” 
For KI, the overall demountable partitions division has

grown between 10 and 20 percent over the last couple of
years, according to Wittl. “The reason for that is there’s been
a real influx of requirements for sustainability and reusabil-
ity, and obviously when you have a product that can be mov-
able and reusable that really supports that aspect.” He
reiterates that the advent of glass has been a result of de-
mand for the connection to the outdoors. “The natural day-
lighting within a space is very important to clients, and is
the reason why they’ve actually moved offices from the
perimeters of the building to the core in many situations.” 
As the segment continues to grow, it could pay—liter-

ally—for glazing contractors to watch how these walls are
going in very closely.   �

What Do You Think?
Do you feel Division 8 should have sole responsibility

for interior glasswork, or does the manufacturer know
best? Send your comments to mheadley@glass.com.

M e 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.
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USG: You spent 32 years withHon-
eywell before coming to Apogee Enter-
prises. That is a very long time at one
company and a little uncharacteristic
of today’s CEOs. Do you feel that such
longevity at one place is more of a help
or hindrance at Apogee?

JP: It’s actually both. I am different
from all three previous CEOs [Russ
Baumgardner, Don Goldfus and Russ
Huffer] because I’m not an industry in-
sider. On the positive side, that means I
have the luxury of being without industry
bias. I come to the game with fresh eyes. 
I worked for a very long time at an

organization that was totally growth-
oriented. And now I’ve come to this or-
ganization that was growing, but was
not nearly as focused on growth as
Honeywell. I can say we now have a tor-
tuous agenda for growth here. We are
spending most of our waking hours on
where we are going to be in three to five
years. We have become rigorous about
new product introductions (NPIs). We
now have an NPI pipeline and a merger
and acquisition pipeline. We [recently
introduced] digital printing on glass …
and it’s quite a technology. So we are
rapidly moving new products forward.

USG: Sowhat’s the negative side of
coming here after such a long time
there?

JP: The bad part is learning the
technology. I’m not an outsider to
commercial or construction markets.
I had 32 years at Honeywell, coming
from AlliedSignal. And I did a lot of
different things there. I spent my first
20 years in automotive. My last as-
signment there was as president of
Bendix Brakes. There is just some-
thing about being in the automotive
industry that stays with you. You start
bleeding automotive blood. 
Eventually I ran two of Honeywell’s

businesses in the Automation and
Control Solutions (ACS) business seg-
ment. These businesses were both
$3B global HVAC businesses, includ-
ing the commercial construction/in-
stallation business. The goal was to
get spec-ed. The advantage Honeywell
had is that there was a robust service
market and one-third of its annual
revenues were recurring service con-
tracts. There’s really nothing analo-
gous for glass; there is no such thing

continued on page 48

Do You
Know Joe?
One-on-One with Apogee’s CEO Joe Puishys
By Debra Levy

In 2011 Apogee Enterprises Inc. embarked upon a national search for
its next CEO when Russ Huffer announced his planned retirement after
a 25-year career with the company. Joseph F. (Joe) Puishys was se-

lected to take over the reigns. In addition to serving as president and CEO,
Puishys is also a member of Apogee’s board of directors. He has 32 years
of experience with Fortune 100 manufacturer Honeywell and brings a set
of “fresh eyes” to the job. He took some time to sit down with USGlass pub-
lisher Debra Levy for an in-depth interview and spoke about his career,
business views and the direction in which Apogee is headed.
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I’m for the most stringent
energy code there is.

We will do well with it and it also
drives up the barrier to entry in the

business, which is better for the
premier companies in the business.
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as a service contract for glass. When
it does break, I consider that more of
a will-call type business than a true
service business. Another third of its
business was retrofit work.

USG:Do you think retrofit work is
viable for a company like Harmon?

JP: Absolutely. There’s a tremen-
dous opportunity, especially when
guaranteed energy savings is in the
value proposition. It’s a multi-billion
dollar market opportunity; more
than half the glass out there is mono-
lithic uncoated. With changes in
glass, lighting and HVAC, we can gen-
erate energy savings.
It’s a little more difficult to do with

glass than HVAC, but it can be done es-
pecially in the MUSH (municipalities,
universities, schools and hospitals)
markets. It’s a great opportunity in
which our businesses participate. 

USG: You know there are an awful
lot of contract glaziers who are not
enamored with the new green per-
formance mandates. They feel it’s just
another way that architects and gen-
eral contractors are shifting liability
for energy performance to them. How
do you feel about the green energy
programs?

JP: Look, I hate subsidies and love
regulations. Subsidies drive bad be-
havior and achieve lumpy results. An-
nounce a stimulus package and
everything comes to a grinding halt
because everyone is looking for a free
lunch. And once it ends, once the food
fight is over, you are weaker than you
were before. I like regulations instead
that make more sense. It typically
changes behavior in the right direc-
tion and achieves worthwhile results.
I’m for the most stringent energy code
there is. We will do well with it and it
also drives up the barrier to entry in
the business, which is better for the
premier companies in the business.
The blast- and hurricane-resistant

markets are much more heavily regu-
lated and that has been good for us. It
helps weed out the poorer performing

players from the industry’s top quality
companies. That’s good for us.

USG: You mentioned that Honey-
well had a strong service program. Yet
it’s no secret that Harmon has spent
months quietly dismantling its serv-
ice business. Given your history that
strikes me as strange.

JP:We did have something called a
service arm in our Harmon business,
but it wasn’t really a service arm. It was
more of a will call business. Our busi-
ness was responding to requests for re-
pair. You are either all the way in that
model or you are out; you can’t dabble
in it. It’s very expensive to have people
sitting on the bench waiting for glass to
break. Service work can be profitable
for quality, local operators, but it’s hard
to pull off on a national basis. We have
pretty much exited what I would call
our will call business.
Harmon has spent a good bit of time

defining its target projects. They focus
on medium-sized projects in the $3-5
million range, five to 40 stories. Now, we
do make an exception for some of our
valued customers who have a need for
service repairs. We don’t say no to them.

USG: Each segment of the glass in-
dustry sees the part of Apogee with
which it deals. Yet the company is re-
ally six different business units. Can
you explain how they fit together?

JP: Well,we have a large scale optical
business that is a wonderful independ-
ent business ...

USG:And that is the one that does-
n’t seem to go with the others ...

JP: It’s an $80million dollar business
and a real growth market for us using
similar coating process technology as
our architectural business. The finan-
cial analysts always ask me about its fit
and I can state unequivocally that we
are keeping it.

USG: Let’s turn to the other busi-
ness units for a minute. Along with
Harmon, there’s Viracon, Wausau,
Linetec and Tubelite. There’s always

been a concern among competitors
that Harmon gets preferential pric-
ing from the other four for projects
it’s bidding. How would you respond
to that?

JP: We could offer a total package,
but we don’t choose to go to market that
way. We anodize, we unitize, we install,
but each unit is separate. We believe our
glazing contractor customers when
they tell us they don’t want a bundled
package. And that’s fine with me. I don’t
mind getting multiple bites at the apple.
Maybe Viracon partnered with one
contractor; Wausau another. It just gives
us more chances at the project.
But we don’t have a “Harmon price.”

Period. We couldn’t keep our customers
if we did that. Viracon’s sales to Wausau
and Harmon, for example, make up less
than 8 percent of Viracon’s sales. We
don’t collaborate commercially in that
way. We do collaborate in sharing reli-
able, repeatable business processes. 

USG: I don’t think it’s any secret
that many in the industry saw Har-
mon as given up for dead a few years
ago and now, it seems revitalized.
What role did industry closings and
bankruptcies play in that?

JP: Well, we’ve been surprised that,
given the economy, there haven’t been
more fall-outs. Really, there’s been al-
most none except on the installation side
of the business. And the reason we’ve
survived it ourselves is that we did not
chase prices into the gutter. We walked
away from projects that required it. We
have flexibility and, though our business
definitely took a hit, a significant portion
of those costs are variable so we con-
tracted. Others did not and now they
don’t exist. We’ve also seen a number of
general contractors make a “flight to
safety” and they’ve flocked to us. When
your glazing contractor goes out of busi-
ness mid-job it’s very disconcerting.
That’s one of the advantages to being

a public company. We must report our
financials every quarter; everyone, in-
cluding our customers, knows how we

continued on page 50
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are doing. It’s an advantage that we take
to market. One of the reasons I was
willing to leave Honeywell after so long
was that I looked at Apogee and said
“look, this is a terribly down market.
Yes, this company has virtually zero
debt and a lot of borrowing capacity.”
That’s an advantage for all of our busi-
ness segments.

USG: Speaking of contractors
going out of business, Apogee was
widely seen as swooping in and grab-
bing a ton of Trainor work and
Trainor people. How did that come
about so quickly? 

JP: We had Texas in Har-
mon’s growth plan as a region
to grow for awhile. When
Trainor exited the market,
Brad [Austin Harmon’s presi-
dent] was on a plane that af-
ternoon to interview their
people. He did a fantastic job
of hiring their top talent and
picking up some of their jobs.
We also picked up a fair num-
ber of jobs through the bond-
ing companies. So we were
able to shorten up the time-
line on one of our goals—Texas—and
beat it by about a year.

USG: Apogee also made a number
of forays into international work
with very mixed results. It also pulled
back from international work. Any
plans to grow outside the United
States again?

JP: Harmon is not international. Its
focus is on the U.S. and they had made
the move away from international be-
fore I arrived. I agree with that model. I
like our focus. We defined the types of
projects we want—the ones that fit in
our wheelhouse—and those are the
ones we go after. 

Our Tru-Vue business is ripe to be-
come international, though. We can ex-
port it as the product is made in
standard sizes and cut on site. We can
export it easily and ship it on pallets. We
opened a warehouse in Amsterdam and
now are on the map in Europe.

USG: Let’s talk a little bit about
Viracon. As you know, I’ve spent more
than 30 (yikes!) years in the glass in-
dustry. For much of that Viracon was
known as just about the best, most ef-
ficient fabricator in existence. And
then, for awhile, it wasn’t. Things
changed, as did quality, and lead
times stretched to new records. Where
do you feel Viracon is today in terms
of quality and timeliness?

JP: Where we saw things that
needed changes, we made them. We
shut down one plant [Statesboro, Ga.]
for six months so we could make a $7
million investment in upgrades there.

The results show. We were underfunded
there in terms of automation and pro-
ductivity. We aren’t anymore.

You know, we went to Statesboro
and told everyone what was going on.
We told them not to read anything
into this other than what we were
telling them. We said we’d be back and
we were. More than 80 percent of our
employees came back six months
later. Some had even gotten other jobs,
which they quit to come back to us.
And we have great leadership at Vira-
con, too. Russ [Huffer] was gra-
cious when he knew he was
leaving and left the Viracon pres-
idency open for me to fill. Within
two months I knew Kelly
[Schuller, president of Viracon]
was the right person for the job. I
couldn’t be happier with what
he’s done. The whole leadership
team at Viracon is extremely
solid and stable. 

USG: I just have a few more ques-
tions. I notice that you have men-
tioned a few times today that you
retired from Honeywell. Yet, in real-
ity, you really resigned. It’s almost like
you can’t bring yourself to say it. 

JP: [Laughs]

USG: Am I right that leaving must
have been one of the hardest business
decisions of your life?

JP: It was a significant personal deci-
sion but, ultimately, I wanted to run the
show. I had run three profitable, billion-
dollar units, but I’d always wanted to
drive my own agenda. And the prospect

of running a public com-
pany appealed to me. So
when the executive search
firm contacted me, it was
very attractive.

USG: Beyond share-
holder return, how are
you going to judge your
own success in this po-
sition?

JP: By the employees.
Are the employees who
report directly to me, as

well as those below them, successful?
My only priority is to make sure they
are more successful.

One of my characteristics, that is a
strength sometimes and a weakness at
other times, is that I take things per-
sonally. So employees are very impor-
tant to me and I take their growth
personally. I take it personally when
they leave, too. But my goal is always to
see them grow.

USG: Thank you for your time. �

D e b r a  L e v y is the
publisher of USGlass
magazine. She can be
reached at deb@glass.com.
Read her blog at
http://deblog.usglassmag.com,

follow her on Twitter @keycomm and “like”
USGlass magazine on Facebook to
receive updates.

That’s one of the advantages 
to being a public company. We 
must report our financials every 
quarter; everyone, including our 

customers, knows how we are doing. 
It’s an advantage that 

we take to market.

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

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

www.technoform.us | 330-487-6600
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Reinventing the
Commercial Window 
by Tara Taffera

During the CivilWar,troops gath-
ered at Fort Evans, the highest
location in Leesburg, Va., to look

out for enemy soldiers. Today that hill-
side is the site of Rehau’s North Ameri-
can headquarters, where a bunker from
Fort Evans remains as a reminder of the
battles fought there. Just as each side
had its strengths in fighting the Civil
War, Rehau says its strength is in bat-
tling against its competition. In the cur-
rent commodity-type window market,
companies have to offer more—much
more—to gain market share.
So with an eye toward sustainability

and whole system building solutions,
backed by the company’s expertise and
driven by its additional divisions,
Rehau has unleashed a slew of tools in
the battle for market share. 

Its biggest fight has been one of
changing options. In a commercial
market where aluminum has long-been
known as the premiere product, Rehau,
and others in the marketplace that are
challenging that premise, must over-
come misconceptions.

Material Differences
“The mantra has always been alu-

minum is better,” says Brian Guyer, mar-
ket development manager, windows and
doors business unit. “Building with PVC
can save building owners tens of thou-
sands in heating and cooling costs.” 
Proponents of vinyl in commercial

applications say it can meet thermal
and structural needs.
“Vinyl products can perform better

[than aluminum] structurally,” says

Guyer. “People don’t think it can go 40
stories. It can.”
Helmut Grohschaedl, the business

unit manager for doors and windows,
agrees that when architects hear this it
is “eye opening to them.”
“They have this misperception that it

is cheap and not structurally sound—
then we show them the profile cut,” he
says. More are listening now.” 
Among the listeners is the hospitality

industry. The company’s uPVC door and
window systems have been specified by a
top hotel chain, and the company stresses
that it is positioning its products as an al-
ternative to thermally-broken aluminum.
“If we are higher on cost [as com-

pared to an aluminum supplier] we can
show a payback,” says Guyer.
More education still needs to be done,

however, and the company’s “Academy”
aids in that process. It has a special
training room at its facility where every-
one from engineers to building owners,
general contractors and architects can
come and receive insight into a variety
of topics. At least every other week there
is a training event, and for those who
can’t make it to Leesburg, participation
is possible via webinar. 
Christian Fabian, CEO, proudly re-

ports that as of mid-October, more than
4,000 people had been trained.

continued on page 54

Complex Company Offers Simple Solutions
When talking about RehauWorldwide, Christian Fabian, CEO, says “it’s a com-

plex company that offers simple solutions.” Following are a few facts on the
global supplier of “unlimited polymer solutions” and its various business units.
Employees in North American headquarters: Approximately 130
Employees worldwide: Approximately 15,000atmore than170 locationsworldwide.
Global Regions: Eight
Sales: Not released
North American Regional Offices: The company has regional offices in Canada,
the United States, Mexico and Panama to “provide local support and make
sure its partners are well serviced.”

Divisions: Automotive, Industry (includes edgebanding and tambour doors for
furniture , etc.) and Construction (radiant heating and cooling, geothermal,
energy transfer piping, etc.).
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REHAU has an in-house testing facility and also offers
its customers services such as field mockups and
energy modeling. 

Christian Fabian, CEO; Brian Guyer, market development
manager; and Helmut Grohschaedl, business unit manager, at
far left: the company’s North American headquarters.

Vinyl products aren’t exactly taking
the commercial glazing market by
storm, but manufacturers of this

product category continue to produce
products they say have the structural ca-
pabilities of aluminum with the strong
thermal performance of engineered
products. According to the 2011/2012
AAMA/WDMA Study of the U.S. Market
for Windows, Doors and Skylight, data
indicates that as of 2011 the use of
vinyl (among other materials) in store-
fronts had grown to 1 percent (from zero
in data dating to 2009), while vinyl’s use
(among other materials) in nonresiden-
tial shop-fabricated windows sits at 25
percent (up from 23 percent in 2009).
The push is there to use this alternative
material, but glazing contractors who
have been seeing vinyl go into commer-
cial projects indicate that these win-
dows might be becoming more of a
standard for multifamily units but not
your standard office building. 

“We are seeing an increase of vinyl
windows in the mid-rise apartment proj-
ects in the Denver area,” says Craig Car-
son, vice president of A-1 Glass Inc. in
Englewood, Colo. “We don’t install or sell
vinyl windows, but I have heard from a
couple of general contractors that the

windows are being sold for as little as
$11 PSF installed—a number that
makes me believe that these are just the
garden variety track housing windows.”

Dwight Denisiuk, who handles techni-
cal sales for Battle Creek Glass Works Inc.
in Battle Creek, Mich., has been installing
vinyl windows into commercial projects
for more than 13 years now, although he
says his colleagues have been offering
that option even longer. “A lot of our cus-
tomers are apartment complexes,” he
says, “and that’s just a good fit.”

However, Denisiuk also says he’s
found over the years that the vinyl win-
dow manufacturers, in many cases,
offer better service in terms of lead
times. “The other thing is that [the vinyl
window] industry has gotten to where
the quality is so much better,” he adds.

Bill Sullivan, president and CEO of
Heartland Glass Co. Inc. in Waite Park,
Minn., says his company has also seen
an increasing market for vinyl and/or
composite windows for light commercial
and multifamily apartment projects. He
says, in fact, his company is a dealer for
both Vector Vinyl Windows and Andersen
Windows, which traditionally have been
marketed toward the residential market. 

“Prior to the housing market crash

we saw isolated projects specifying
vinyl or composite products; since the
housing market crash, manufactures
have increased their marketing efforts
in getting their products specified on
light commercial projects in an effort
to replace the revenues that have
been lost in the residential market,”
says Sullivan. “I believe in the right ap-
plication there is a market for vinyl and
that’s why we have added it to our
product offerings.”

He adds, though, that there are
trade-offs. 

“The life span for a vinyl product is
not as long as an architectural alu-
minum window, for example,” says Sul-
livan, adding, “We are typically
furnishing these types of windows as a
compliment to our storefront offerings.”

If multifamily units follow their pro-
jected course for growth in 2013 and
beyond, then more commercial glazing
contractors are likely to discover the
pros and cons of vinyl windows. —MH
If you’re a commercial glazing con-

tractor who has worked with vinyl fen-
estration materials then we’d like to
hear your thoughts: is vinyl the next big
thing? Email erogers@glass.com with
the subject line “Vinyl” to weigh in.

Could Vinyl be the Next Big Thing?  
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Reinventing the Window 
continued from page 53
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Howmany companies have a real-world
testing site? Rehau has its Montana
ecosmart house to test its products in
real world conditions.

Getting “It”
While some in the industry may not
be informed as to the potential benefits
of vinyl in commercial applications,
“there are pockets where we have
clearly taken hold,” says Grohschaedl.
“In the Pacific Northwest, for example,
they know the benefits of vinyl and they
are taking advantage of its benefits.”
This stronghold is taking place in
both residential and commercial appli-
cations. In fact, the company was one of
six window companies that exhibited at
the Seventh Annual American Passive
House Conference held in Denver in Oc-
tober. At this event, suppliers of high-
performance building components were
able to meet with architects, engineers,
passive house consultants and others
looking for energy-efficient products.
Guyer adds that its products are not
only energy efficient but offer a long
product life cycle. “Independent re-
search shows our product will last 40
years,” he says.
The company even has a real-world
testing site dubbed, “Rehau Montana
ecosmart house,” which is a home with
the company’s various products in-
stalled so it can be used as a platform
for testing and training. 
“We’re not typically the lowest guy in
town,” Guyer adds. “But if you want per-
formance that is better than the com-
petition, we can offer that product.”

Sealing in Sustainability
Overall,Grohschaedl says those door
and window companies that focused on
other markets definitely did well
through the downturn and, for many,
this meant expanding into commercial
applications. Rehau’s expertise in this
area is especially strong given its broad
range of business units and the variety

of offerings it can bring to building
owners (see box page 52).
“From generating renewable energy
using geothermal probes to distributing
it efficiently through radiant heating
and cooling pipes, our HVAC solutions
deliver sustainable comfort. And with
our window and door designs, you can
create thermally-efficient walls of glass
that seal in this sustainability.”
“So we can also talk to an engineer
about their waste management and
water supply,” says Grohschaedl. “This
is one of our biggest advantages. Go to
one shop and stay there.”
Rehau also offers other services in-
cluding field mockups and energy
modeling, and it was this service offer-
ing that was the main message repre-
sentatives took to a recent industry
trade show in Las Vegas. 
“We went in promoting our services
rather than our products,” says Guyer.
“As a profile supplier we are sending a
message that we are supporting our
fabricators and that we will bring busi-
ness to them.”

Commercial Expansion/
Focused Growth
The hospitality industry is one that
Rehau is targeting for expansion.
“For this industry, we built a louver
right into the window that vents out,”
says Grohschaedl. “Typically these are
made of aluminum but we used
PVC and the hospitality industry
has accepted it.” The company
worked with Renolit on the film for
the louver.
Its products can also work in a va-
riety of other applications and have
been tested to meet industry stan-
dards. It even has a test lab on site
and members of Architectural Test-

ing Inc. come in to validate the testing.
“To be able to offer our products for
government work and blast resistance
is a strong offering,” says Grohschaedl.
Fabian adds that he wouldn’t call the
commercial market buoyant, not yet any-
way, but there are so many opportunities.
“There will always be some invest-
ment in the commercial market and
there is a lot of potential,” he says.
Fabian has been with the company
for more than 20 years in a variety of
international roles, and was named
CEO in July. He says he has a clear focus
and clear model for growth.
“We are well-placed to support this
focused strategy,” he says. “Despite a
difficult market situation we are poised
for growth.”
“We aren’t starting from the drawing
board,” he adds. “We have products
readily available and we have the expe-
rience and people to support that, and
we will grow organically. We will then
put additional salespeople in to support
that growth.”
Those fabricators who also are push-
ing for increases should also focus on
innovation, says Grohschaedl. 
“Those who will succeed are those
who are open to new things and new
business approaches,” he says. “If you
don’t have an approach that focuses on
innovation and a systems approach you
will have a difficult time.”   �

Ta r a  Ta f f e r a is the
editor/publisher of DWM
magazine, sister publication of
USGlass. She can be reached
at ttaffera@glass.com. Follow
her on Twitter @dwmmag,

read her blog at dwmmag.com and “like”
DWMmagazine on Facebook. 
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resources
Six Pages of Sunclean

A new brochure detailing Sunclean®
glass is now available from PPG Indus-
tries. Sunclean is a low-maintenance
glass that can be used in commercial
building applications such as tradi-
tional windows and curtainwalls,
sloped glazings or those that are diffi-
cult to reach in canopies, skylights, cov-
ered walkways and shading devices.
The six-page booklet illustrates how

the company’s proprietary titanium
dioxide (TiO2) coating on SunClean
glass causes it to become photocatalytic
and hydrophilic after activation by sun-
light. Photocatalysis enables the coating
to slowly decompose organic material,
while hydrophilicity causes rainwater to
sheet when it strikes the surface of the

glass, rinsing away loosened organic
material. The glass also dries quickly to
minimize spotting and streaking.
��� www.ppgideascapes.com

New GIBs Out of the Shell
The Glass Association of North

America (GANA) recently released two
new Glass Informational Bulletins
(GIB), as well as an updated version of
a previous GIB.
The first new GIB, Coastal Glazing

and the Turtle Codes, discusses the
coastal issue of turtle hatchlings mis-
takenly heading to the bright lights on
shore instead of out to the ocean. The
GIB walks through the Florida building
codes on the issue and discusses the
positive benefit tinted, low-E and re-
flective coated glass may have in solv-
ing the issue by meeting the turtle code
requirement of visible light transmit-
tance (VLT) of 45 percent or less in new
construction.
The second new GIB, Physical and

Mechanical Properties of Typical
Soda Lime Float Glass, gives detailed
technical information on the strength
and other properties of this specific
type of glass.
In addition to the two new GIBs,

GANA released an updated version of
The Importance of Fabrication Prior to
Heat-Treatment, a GIB it originally pub-
lished in 2007.
��� www.glasswebsite.com

glassrailings
Lighting the Way
Wagner Architectural Systems ex-

panded its line of illuminated Lumen-
rail lighted handrail products with the
Klik System’s Ledpod. Without required
threading, the Klik System’s Ledpod
uses individual LED lighting fixtures
that are designed to snap into a 1-1⁄2
inch to 2-3⁄8 inch round handrail or
guard top rail section.
According to the company, the Led-

pod diminishes glare with either its
asymmetric or symmetrical distribu-
tion without the need to tilt the handrail.
It is also ideal for curved railings. 
��� www.wagnerarchitectural.com

transportation
Going the Distance

A new 16-foot Hero enclosed glass
truck body is now available from My-
GlassTruck.com. It features a smart, light-
weight design that integrates T6 aluminum
glass racks into a frame supporting .060
thick aluminum walls and a translucent
ceiling, according to the company. 
Standard features include: glass racks

with full-length, vertical and horizon-
tal padding on both sides of the body;
removable wheel skirts for access to
rear wheels; a fully-usable 5-inch ledge
with multiple pole settings; T6-adjust-
a-poles; all LED lighting; rear double-
doors and a step bumper and stirrup
steps to access the roomy interior with
a slip-resistant floor. Additional options
include: a self-storing walk ramp; inte-
rior racks; sign panels; a lockable stor-
age space between inner and outer
racks; E-track and T6-Super-Poles. 
��� www.myglasstruck.com

 

 

 

  

Giving you cleaner glass where window washers can’t.

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

 

 

 

  

glassproducts
Strong, Yet Lightweight

For those who want to reduce the weight
but strengthen the durability of sheet glass,
Light Glass Technology (LGT), now available
from Pulp Studio, may be the answer. By
laminating annealed or tempered glass to
an aluminum-faced honeycomb core affixed with a z-clip,
the glass can be attached mechanically to a framing system.

Mechanical connections to the wall or a ceiling can help improve overall
strength and safety in many installations while reducing the per-square-foot
weight of the glass. Without the clip, the laminated sheet can also be directly
glued. In addition, the honeycomb adds rigidity to glass panels as thin as ¼-inch.
The new technique can also be used on any thickness of opaque sheet glass.
��� www.pulpstudio.com
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impactproducts
Taking a Bullet

Kawneer Co. Inc. has taken a cross-
section of its ultra thermal
product portfolio through
the rigors of blast-miti-
gation testing. It has
tested its AA®425
thermal entrances,
AA®4325 OptiQ™
Ultra thermal fixed
over project out win-
dow and IR501 UT
(ultra thermal) fram-
ing and says they
meet Department of

Defense (DoD) and Interagency Security
Committee (ISC)/General Services Ad-
ministration (GSA) requirements as well
as ASTM F1642 to protect building occu-
pants from all forms of external force. 
��� www.kawneer.com �
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Strybuc Industries carries all 
brands of Multipoint Locking 
Systems and hardware from all of 
the most popular manufacturers.

 major Multipoint Locking System 
Hoppe, 

 Ferco/G-U, Truth, Roto, Amesbury 
 and Ashland.

Multipoint Locking System 

Call Today for Your FREE Catalog
1-800-352-0800 ext. 129
FAX: 610-534-3202
www.strybuc.com

Hinges

Handle Sets Roller

Roundbolt

Cylinders Shootbolt

Accessories Tongue
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appointments
Eric Thiele has been

appointed treasurer and
a company officer of
PPG Industries. He had
previously served as as-
sistant treasurer and
credit director. As of De-
cember 1, Thiele is based
at PPG’s headquarters in

Pittsburgh and reports to David B.
Navikas, senior vice president, finance
and chief financial officer. 
Thiele’s job transfer is a result of the re-

tirement of Aziz Giga’s, PPG vice president
and treasurer in early March. Giga will
support the company as corporate vice
president during the transition of roles.

newhires
Lou Cerny, who attained national

prominence as the project manager for two
Chicago landmarks, Anish Kapoor’s Cloud
Gate (aka “The Bean”) and the retractable
all-glass ledges (The Ledge) at Willis Tower,
has now joined the team at Arlington Glass

& Mirror. Cerny will serve in a senior man-
agement position and director of technical
services for the Chicago- based firm.
Cerny previously was with K&K Iron-

works in McCook, Ill., and prior to that
spent many years at a large Chicago con-
tract glazing firm where he served as
vice president of engineering.
Cerny says he joined Arlington Glass

for one simple reason: “the people.”
“I look forward to growing the busi-

ness,” adds Cerny.
Julie O. Smith joined

Gardner Glass Products
as the new director of
customer service and in-
side sales.
Smith has a degree in

business administration
with a minor in econom-
ics from Lenoir Rhyne
University. She previously

worked at Lowe's Companies for 13
years, serving most recently as director
of replenishment for the Mooresville,
N.C.-based company.

Eric Thiele

Julie O.
Smith

promotions
Asahi Glass Co. Ltd. promoted Yoshiaki Tamura, current senior executive officer,

to executive vice president. In addition, he will take on the role of representative di-
rector to assist the company’s CEO and will serve as general manager of the com-
pany’s technology division. He succeeds Katsuhisa Kato, who is leaving the
company, effective March 2013.
Tamura joined Asahi in 1979 and has held a variety of positions during hismore

than 30 years with the company. He most recently served as senior executive offi-
cer and president of electronics.

Brad Plumb has been promoted as director of sales and busi-
ness development for GlasWeld. Previously he was a project man-
ager for the company.
Plumb studied civil engineering at California State University

LongBeach. His previous experience includeswork in architecture
and commercial building, as well as serving as director of national
contracts for a residential construction firm.
Sika Corp.'s Industry Business unit announced that Thomas

LaBelle has assumed responsibility for the management of its
Fenestration, Facades and Insulating Glass Market (FFI) segment. This is in
addition to his existing responsibility as global key account manager for the
transportation business unit.
LaBelle has more than 23 years of experience in the adhesives and sealants

business, and began his career with Sika in January 2008, as global key ac-
count manager for transportation. He has a bachelor’s degree from Lawrence
Technological University and amaster’s degree fromMichigan State University. �

Brad Plumb
11 Dansk Court

Toronto, Ontario • M9W 5N6
Tel: 416-674-3831
Fax: 416-674-9323

Toll Free: 1-866-899-6799

www.fenzi-na.com
info@fenzi-na.com

Architects 
Technical On-line
Training Course

Selecting Insulating Glass Sealants for Durability
and Energy Efficiency provides an overview of the

characteristics insulating glass (IG) sealants
must provide to ensure long-term thermal 

performance, structural durability and longevity
of insulating glass units (IGUs).

This is an AIA course and is absolutely free and
offered on an online platform making 

it easier for professionals to get their learning
units at their own pace. 

For more information visit: 
www.fenzi-na.com/architects-education.html
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Safety

Healthy Work Habits Can Help 
Avoid Injuries and Fatalities 

In 2011 the Bureau of Labor Statistics
(BLS) recorded 3,609 fatal work in-
juries in the United States. Fatalities

in the glass industry occur from employ-
ees being struck by an object or piece of
equipment. Mike Burk of Quanex Build-
ing Products, who chairs the Insulating
Glass Manufacturers Alliance's (IGMA)
Glass Safety Awareness Council, detailed
ways to reduce injuries and fatalities dur-
ing a late November safety presentation
by IGMA and the Glass Association of
North America (GANA).
Burk noted that according to the BLS,

fatal work injuries were higher for

workers 20 to 24 years old, with deaths
rising 18 percent in 2011 to 288 from
245 in 2010. 
Burk advised supervisors to play an ac-

tive role in developing healthy working
habits early on in the young workers’ ca-
reers by correcting the mistakes through
observation. Another factor that can de-
crease workplace safety is a lack of com-
munication, said Burk. It can be
intimidating for young workers to walk
into a new company, and they may be em-
barrassed to ask questions. Burk recom-
mends supervisors encourage employees
to speak up and create a line of commu-

nication. He also suggested assigning ex-
perienced employees as mentors for
younger workers, rather than just relying
on supervisors to answer questions.
He also explained that foreign-born

workers have an increased risk of fatality
in the shop environment. 
Burk cites cultural barriers as well as

low levels of education, social capital
and limited English as factors that can
affect foreign-born employees’ under-
standing of jobs and their safety risks.
Burk encourages supervisors to assign
bilingual employees with experience as
mentors to these workers.   �
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BIM
We Have

Color

www.jsussmaninc.com

TM

www.sunbilt.com

Sunbilt Sunrooms

(ventilators are indistinguishable from fixed)

Metal and Glass Bending

(for Stained and Protective Glass)

Dual Thermal Windows
Hurricane/Impact Windows
Historical Replication Windows

Church Windows
Custom Shaped Windows

Skylights, Walkways, etc.

Narrow Profile Equal Siteline Windows

Family Owned and Operated Since 1906

FINE ARCHITECTURAL METAL PRODUCTS AND SERVICES

Fax: 718-297-3090Tel: 718-297-0228
109-10 180th Street Jamaica, New York 11433

Manufacturers of America's
Finest Custom Windows

WINDOWS SKYLIGHTS WALKWAYS SUNROOMS GLASS and METAL BENDING

J. SUSSMAN, INC.
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NORTH AMERICAN EVENTS

February 5-8, 2013
IGMA Annual Conference
Sponsored by the Insulating
Glass Manufacturers Alliance
(IGMA)
Astor Crowne Plaza
New Orleans, La.
Contact: www.igmaonline.org

February 24-27, 2013
76th Annual AAMA Conference
Sponsored by the American 
Architectural Manufacturers
Association (AAMA)
Loews Ventana Canyon
Tucson, Ariz.
Contact: www.aamanet.org 

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

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

April 8-10, 2013
NFRC Spring 2013
Committee Week Meeting
Sponsored by the National
Fenestration Rating Council
(NFRC)
Location TBA
St. Petersburg, Fla.
Contact: www.nfrc.org 

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 2013
IGMA Summer Technical
Conference 2013
Sponsored by IGMA
Location TBA
Halifax, Nova Scotia, Canada
Contact: www.igmaonline.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

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://
glassproblemsconference.org

October 31-
November 1, 2013
Glass Expo Midwest™
Sponsored by USGlass 
magazine
Renaissance Schaumburg
Convention Center Hotel
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.ceramsoc.
com/english/english.htm   �

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

visit www.usglassmag.com/
events.php.

Up&Coming

        

The GFB sets the standard for 
Powered Glass Manipulation

and Installation

The GFB handles and installs glass, curtain walls, glass units,
doors, skylights, canopies and facades weighing up to 2,000 lbs.

GFB powers all flush glazing operations and easily passes work
pieces through restricted opening from interiors to exteriors to

enable back setting operations.

Buy or lease your glass manipulators from Arlington Equipment,
the leading mobil ergonomic equipment manufacturer in the US.

    

       
      

  
       

     

      
        

      
      

    
       

      
      

    
     

    
      
     

     
Arlington Equipment
Built with pride in the US

Toll free: 800-826-9022
Tel: 518-798-5867 Fax: 518-743-8445

info@gotoArTech.com • GotoArTech.com

Model 
GFB2000RD 
shown
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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

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

Curved/Bent

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

-  
 

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

Tempered
Oldcastle BuildingEnvelope®

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

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

Wired Glass

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

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

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

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

X-Ray Protective
Amerope Enterprises Inc.
150 Commerce Rd.

Boynton Beach, FL 33426
P: 800/327-3320 F: 561/737-3721
www.amerope.com
claire@amerope.com

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

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

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

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

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

CURTAINWALL
Curtainwall, General
Oldcastle BuildingEnvelope®

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

Trulite Glass & 
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321

P: 800/432-8132 F: 954/724-2083
www.trulite.com
info@trulite.com

DECORATIVE GLASS
Decorative Glass, General
Oldcastle BuildingEnvelope®

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

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

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

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

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

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

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

Fire-Rated 
Framing Systems
SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street

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

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

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

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

GLASS FURNITURE
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

TM

continued on page 64
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Airspacers
Helima Helvetion Intl.
PO Box 1348
Duncan, SC 29334-1348
P: 800/346-6628 F: 864/439-6065
www.helima.de
kmadey@helimasc.com

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

Units, Bent-Curved

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

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

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

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

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

Laminated Lines/
Machinery
Casso-Solar Technologies LLC
506 Airport Executive Park
Nanuet, NY 10954
P: 845/354-2010 F: 845/547-0328
www.cassosolartechnologies.com
sales@cassosolartechnologies.com

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

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

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

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

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

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

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

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

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

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

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

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

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

WINDOWS
Blast Resistant
United States 
Bullet Proofing, Inc.
16201 Branch Court
Upper Marlboro, MD 20774
P: 301/218-7920 F: 301/218-7925
www.usbulletproofing.com
info@usbulletproofing.com �
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To place your listing,
please contact Tina Czar

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

theBusiness
continued from page 68

to let the truth get in the
way. And when lying gets
the desired results, it’s a
safe bet to believe that more
will follow. It’s human na-
ture to repeat behavior that
has gotten positive results
in the past. 
I was encouraged to write

this article about lying by a
couple of long-time readers
with whom I had gotten into
a debate about this subject.
As I am always tempted to
do, because I am a collector
of famous sayings and such, I
started to pepper this article
with the quotations and plat-
itudes of various famous
writers who have spent time
recording their thoughts on
the matter. But in the course
of discussing this with an ed-
itor friend of mine, I was sent
the following short but very
effective commentary which
is now one of my favorites on
the subject. So this is the only
quotation I am going to use
herein. The person who sent
me this had lost their very
nice job as a result of telling
the truth and not being be-
lieved. In this case, the lie
that had been told was more
expedient, less cumbersome,
and financially more benefi-
cial than the truth. 
The following is credited to

Steven Berglas, a manage-
ment consultant. The words
in italicswere changed by me
to better suit this article. As
for what to do about this
problem, to tell you the truth
… I don’t know!
“The person who lies and

cheats should remember
this: the liar’s punishment
is not that he is not be-
lieved, but that he cannot
believe anyone else. That is
the true consequence of
poor behavior.”   �
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Don’t miss out! To place your listing, please contact 
Janeen Mulligan at jmulligan@glass.com or call 540/602-3255 

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

Employment/Help Wanted

[ 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 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

Design Engineer Wanted (Beachwood, OH)

Tremco Commercial Sealants & Waterproofing is North America's foremost sup-
plier of sealant, weatherproofing, and passive fire control solutions for com-
mercial and residential construction and industrial applications. We are currently
seeking a Design Engineer for our corporate office in Beachwood, OH. The De-
sign Engineer will support field sales force and marketing by providing techni-
cal design assistance on the use of all glazing and extruded rubber products.
This would include Rubber, Tapes (Butyl and Foam), and Sealants. 

Duties/Responsibilities, Core knowledge: 

Skills, Qualifications, Experience, Special Physical Requirements: 

To apply, visit our Career Center at www.tremcoinc.com.  EOE 

• Technical/Engineering support for field sales force on day to day basis. 
• Work with Fabricators/Glaziers in the field. 
• Work with Architects on designs and specifications. 
•  Design and update glazing systems. 
• Prepare gasket die drawings. 
• Attend and evaluate gasket testing and mock-up tests. 
• Conduct and participate in field testing and/or field problems. 
• Prepare written recommendations and certifications to customers. 
• Work with manufacturing and die shop to develop and maintain good

working products. 
• Assist International in their glazing efforts. 
• Assist Non-Architectural efforts in it’s growth program.

• Associates degree or equivalent from a two-year college or university. 
• 2 -4 years related experience and/or training. 
• A high degree of understanding of rubber gasket design. 
• Mechanical/Architectural drafting a must.   
• CAD Systems - AutoCAD Fundamental Skills required, 
• Must have excellent communications skills 
• Must be creative, individualistic, and mechanically inclined. Must be

perceptive to recognize problem and solutions 
• Ability to work independently 
• Minor laboratory testing (edge pressure gauge, sealant evaluation) 
• 85% of this job may be in the office environment. Remaining time 

may be at a construction job site

Independent Sales Reps
Well known sales company, with over 90
years in the glass industry, is looking to
expand their sales force with independ-
ent reps looking to sell flat glass process-
ing equipment and supplies for all sectors
of the Glass Industry. Please send your re-
sume to jmulligan@glass.com, USGlass,
Ref. Drawer 5900, or send fax to
540/720-5687.

Wanted to Buy
PPG Original Solex Needed
Glass fabricator seeks case quantities of
PPG original Solex (not equivalents) to
match existing glass. Please contact
jmulligan@glass.com, Ref. Drawer 5800
or send fax to 540/720-5687.
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Used Equipment 
USED MACHINERY
BOUGHT & SOLD

www.glassmachinerysales.com
Ph: 724/348-8450
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Page Company Phone Fax Web Address

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

17 Aluflam North America 714/899-3990 714/899-3993 www.aluflam-usa.com

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

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

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

13 BRECOflex Co. LLC. 888/463-1400 732/542-6725 www.brecoflex.com

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

49 China Glass 2013 +86-10-57811261 +86-10-57811262 www.chinaglass-expo.com

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

55 F. Barkow Inc. 800/558-5580 414/332-8217 www.barkow.com

58 Fenzi North America 416/674-3831 416/674-9323 www.fenzi-na.com

24, 57, 66 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com

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

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

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

60 J. Sussman 718/297-0228 718/297-3090 www.jsussmaninc.com

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

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

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

C4 PPG Industries Inc. 888/774-4332 412/826-2299 www.ppgideascapes.com

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

27 Prelco 888/277-3526 418/862-8181 www.prelco.ca

C2 PRL Glass Systems Inc. 800/433-7044 626/968-9256 www.prlglass.com

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

23 SAFTIFIRST Fire Rated Glazing Solutions 888/653-3333 415/822-5222 www.safti.com

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

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

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

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

1 Trulite Glass & Aluminum 866/629-2724 954/724-9293 www.trulite.com

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

29 Unruh Fab Inc. 888/867-2297 316/772-5852 www.unruhracks.com

15, 21 Vetrotech Saint-Gobain 888/803-9533 253/333-5166 www.vetrotechusa.com

18-19 Viracon 800/533-2080 507/444-3555 www.viracon.com

25 Wagner Companies 888/243-6914 414/214-0450 www.panelgrip.com
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theBusiness

It starts quite early. In fact, by the
time a child takes his or her first step
onto the local schoolyard play-

ground, they have already had their lit-
tle minds filled with so much
misinformation … falsehoods if you
will … that it is easy to see why at a
very young age, truth and fiction are
difficult to separate. 
Of course it all changes very quickly

on the playground. The kids with older
brothers and sisters already know the
score and they are more than happy to
share it. They got the truth early on …
about Santa, the Tooth Fairy the Easter
Bunny and all of those other charac-
ters that they had been told stories
about by those adults who they loved
and trusted. And as for those adults
who filled their little heads with these
made-up stories, they knew the day of
reckoning was coming. Many even
dreaded the day when their little an-
gels would walk in the door and tell
them that some of their friends had
told them the truth. And some of those
little angels would even look deep into
their parent’s eyes and ask them why
… why they had lied to them … about
Santa, the Tooth Fairy and the Easter
Bunny.
Sooner or later, that dreaded day al-

ways comes. It’s the day when we start
to think, consciously or otherwise, that
maybe everything we are told, even
when it is told to us by someone we
love and trust, is simply not true. Some
will deal with this situation better
than others. Some will move on and, at
an early age, be able to separate fact
from fiction more easily than others
and not be thrown too far off center by
the realization that life has some fluff
to it … that exaggeration is to some
conversations and stories as spices are

to certain foods and dishes. Still oth-
ers may not deal with it so easily and
may even live the rest of their lives
doubting both the things they are told
and the people who tell them. 
As a child grows, they also soon find

out that “story telling” has its benefits. A
little lie to the teacher can sometimes
get you out of a tough situation. A false
story to a friend can bring esteem or
admiration, even if only for a little
while. And a well-developed, if not to-
tally falsified, excuse can even keep an
upset parent from bringing down swift
and deserved punishment for an im-
proper act.
As the little human mind develops, it

gains the ability to sort out the benefits
and/or consequences of various ac-
tions. And it also takes in all that is
going on around it, including what is
taking place in the adult world close by.
Alibis, excuses and exaggerations are
part of daily life. And the fine line be-
tween truth and lie gets blurred. For
some, it is eliminated altogether.
As the years go by, some people hone

their ability to lie just as an athlete con-
ditions his body or a scientist his mind.
They get incredibly good at it and some
even develop the uncanny ability to ac-
tually believe their own lies … partic-
ularly if they repeat them enough. In
the process of doing research for
this article I reviewed a number
of studies and the statistics per-
taining to this subject are incred-
ible. One study of job applicants
revealed that more than 70 per-
cent falsified their resumes in
some fashion and that almost 15
percent listed college degrees
they did not have on their appli-
cations. A study by South Univer-
sity claims that the worst

profession for
lying is teachers. Sixty-
five percent of teachers
polled admitted to lying; 18 percent
confessed to lying routinely as a part of
every day life. Closer to home, a very
good friend of mine who teaches grad-
uate school marketing and economics
told me of an eight-year study he did
of his students who were given real life
situations wherein they were given
choices of behavior where lying would
benefit them and there was no possi-
ble way of being caught. In those cases
where the student had to identify him-
self, only about 11 percent said they
would lie. When the test was adminis-
tered anonymously, almost 70 percent
said they would lie if they had no
chance of getting caught. In other
words, almost three quarters of them
would lie for gain, but only a little more
than 10 percent were honest enough to
admit it. 
There are lots of reasons why peo-

ple lie. Financial gain, ego enhance-
ment, status, power, or the chance to
hurt someone we don’t like. Some-
times revenge is a motive. We want so
badly to lash out at someone we think
has wronged us that we’re not about

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.

continued on page 64

To Tell You The Truth …
b y L y l e R . H i l l

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


Glazing the Trail to Sustainable Design... 
Announcing the latest addition to the GLASSWERKS line of Innovative Products 

BIRDS SEE IT, YOU DON'T…

Now Made in North America
Exclusively at 

                 For information please contact Ed Rosengrant at Glasswerks L.A. Inc. 
                            1. 
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PPG Industries, Inc., Glass Business & Discovery Center, 400 Guys Run Road, Pittsburgh, PA 15024 www.ppgideascapes.com

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

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

Solarban, IdeaScapes, PPG and the PPG logo are trademarks owned by PPG Industries Ohio, Inc.  |  Cradle to Cradle CertifiedCM is a certification mark of MBDC.
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