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These are numbers you can’t ignore: Over 3,000 Contractors, over 100,000 Ironworkers and billions of dollars 
in contracts for the world’s most recognizable projects. There are literally thousands of reasons to put your 
trust in Ironworkers. To learn how Ironworkers and Ironworker Contractors can help you, stop by booth 2725 
at GlassBuild America.

www.ironworkers.org | www.impact-net.org

Ironworkers.
SAVE THE DATE
2014 North American Iron Workers/ 
IMPACT Labor Management Conference
February 9 – 12
Rio Hotel, Las Vegas
Reserve your space online at bit.ly/labor-management2014
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Survival of the Fittest 
In this special series we take a look at how three unique
independents are continuing to flourish. 
By Design: Standard Bent Glass continues to evolve, 
grow and diversify.     . . . . . . . . . . . . . . . . . . . . . . . page 47
Bridging the Gap: Dillmeier Glass finds a niche market
among independent glass fabricators.   . . . . . . . page 50
Surviving the Storm: J.E. Berkowitz L.P. remains
strong, thanks to leadership and a flexible business
approach. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . page 53

More than an 
Ounce of Courage 
Over the past decade seele has quickly made a name for
itself in the U.S. We talked with company president Attila
Arian to find out the direction he’s taking the company next.

Building Up Atlanta 
Looking for new machines? Glass hardware and tools?
You will find plenty at GlassBuild America 2013.

Down, But Not Completely Out 
The southeastern glass industry was hit hard by the
recession, but is slowly getting back on its feet. 

Two Masterminds 
Forrest Masters, associate professor of civil and coastal
engineering at the University of Florida, and Henry
Upjohn, CEO of Special-Lite, create a simulator that 
can replicate storm forces. 

Web of Opportunity 
Take a look at two industry web critiques and see where
your site might fall.

14 News Now
18 Company News
22 Dear USG
24 Distribution & Production
28 Contract Glazing
30 Energy & Environment
32 Financial Flash
34 Codes & Regulations
38 Global Update
40 Legislation & Legal
42 Mergers & Acquisitions 

106 Showcase
110 Newsmakers
112 Reviews and Previews
113 Up & Coming
114 Suppliers Guide
117 Advertising Index
119 Classifieds

Inside seele’s fabrication plant
in Germany. Turn to page 56 to
learn more about company
president Attila Arian. Photo
courtesy of seele.
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The credit goes to Pilkington Pyrostop®. 

This fire-rated glazing deflects fire, 

smoke, and heat transfer for up to 2 

hours. Listed for use in doors, sidelites, 

transoms, borrowed lites and wall 

applications, it’s the clear alternative 

to solid walls. Build your next school 

project with Pilkington 

Pyrostop to take care of 

the student body.

fireglass.com    |    800.426.0279

Project:  Peninsula College, Maier Hall

Location:  Port Angeles, WA

Architect:  Schacht Aslani Architects

Product:   Fireframes® Designer Series 

with Pilkington Pyrostop® glass
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online

And while you’re there …
Be sure to visit www.usglassmag.com for 

daily, breaking news items, catch up with 

our bloggers, scroll through new products, 

featured projects and much more. 

Visit us online today at
www.usglassmag.com!

Down and Dirty in the ATL: 
Commercial projects of varying types can
be found all across the metro Atlanta area
as the commercial construction industry
slowly rebounds from the recession. Check
out this special section for a look at some of
the city’s recent glazing gems.

sections only available online at 
www.usglassmag.com/digital/

2013/Sep2013.pdf 

http://www.fenzi-na.com/architects-education.html
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Join the
Conversation!
Visit www.usglassmag.com and
interact with our bloggers each
week. Comment on trends,
business matters or what’s new
with you and your company. We
look forward to seeing you there!

Mondays
On the Road with 
USGlass Magazine
Debra Levy

Tuesdays
USGlass & Paul
Paul Bieber

Wednesdays
Blah, Blah, Blog
Lyle Hill

Field Notes
Chuck Knickerbocker

Thursdays
Mind Your Business
John Rovi

Fridays
Lite Notes
Ellen Rogers

The New Guy
John Hollis

extras

Meet the New Quanex CEO: 
Bill Griffiths, the new president and CEO at
Quanex, talks to USGlass contributing editor
Tara Taffera about his new role, future
changes, and those rising aluminum prices.

Fridays

Wednesdays

SEE US AT GLASSBUILD AMERICA
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©2013 AGC Glass Company North America, Inc.  All rights reserved

With Energy Select™ 25 low-e coated glass products, you now have more creative freedom 

on projects that call for enhanced solar control. Four tinted substrate colors are available, 

with solar heat gain coeffi cients as low as 0.25 in a double-glazed unit. 

Designing for maximum building performance has never looked better. 

Find out more at us.agc.com or email us at info@us.agc.com. 

Lower solar heat gain, higher design appeal

Learn more about 
Energy Select

Architect:
Harvard • Jolly
St. Petersburg College

Applied Ethics Institute

St. Petersburg, FL

SEE US AT GLASSBUILD AMERICA
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Issue@Hand

Five Good and One Sad
The Dlubak bankruptcy was not too much of a surprise (our company was a

creditor and had been trying to collect $5500 for quite a while), though it
made me sad for other reasons as well. First was for the people, of course,

many of whom I’ve known for years. Second were for the legacy issues. I know
how hard those employees, particularly Frank Dlubak, his daughter Alyssa and
his brother-in-law, the late Dick Joyce, had worked to grow and sustain the busi-
ness that bore more than their name. And they were, until the last few years, very
successful. In fact, Frank Dlubak entered the Glass and Metal Hall of Fame a num-
ber of years ago for being an inventor and creative force within the glass industry.

What wasn’t included in the recent discussions is the fact that Dlubak itself had
been a creditor in a number of bankruptcies and there is no telling how much that
contributed to the need to file its own. In fact, Dlubak was a creditor in Trainor’s
bankruptcy and in Arch’s, which no doubt added to their fiscal woes.

As of press time, though, the stalking horse bidder Grey Mountain Partners was it-
self being chased. GGI and Oran Safety Glass announced intentions to bid on the
equipment. Please check our daily e-news service, usgnn.com™ for more details.

That leads me to my original topic for this column—five fun facts to know
about us that just might help you in your business. Here goes:
1. USGlass magazine offers tons of information at your fingertips. In fact, we even

offer all articles produced by all Key Communications’ publications in the past eight
years online with a searchable index. Just go to http://www.glass.com/archives and
put in your keywords. Every single article we have run on the topic will appear al-
most instantly. There is no charge for this service.

2. USGlass magazine offers a daily “newspaper” online. It is called the USGlass News
Network (http://www.usgnn.com) and arrives in your email inbox every business
day. I can no longer count how many readers have told me that it is the single most
important business tool they have. It delights me to bring such a valuable service
to our readers. You can sign up at http://bit.ly/1d5oG35. It is free.

3. USGlass does a lot of custom research. In fact, we have a full research division
to handle it. From market studies, to focus groups, to full and detailed research
projects, we have been involved in a ton over the years. You will never know more
about them because our research division keeps the information entirely con-
fidential. I have been told that users like working with us because we already un-
derstand the industry we are studying. 

4. USGlass magazine is an award winner. In fact, our video unit, which produces our
monthly newscast on usgnn.com™, recently received the prestigious American Soci-
ety of Business Press Editors (ASBPE) first place gold medal award for our video
newscast FILM’D produced for our sister publication WINDOW FILM magazine. It is
the latest in a long series of awards and accolades for our publications, including
USGlass magazine. Congratulations to producer Chris Bunn and editor Casey Neeley.
You can see the USGlass newscast series at http://www.usglassmag.com/studio.

5. The USGlass family of authors reaches new heights. Assistant editor John Hollis re-
cently completed his second book. Called “Dancing with the Devil” and written with
wrestler Lex Luger, it details Luger’s rise, subsequent fall and rebirth as a Christian.
But Hollis isn’t our only book author. A book by the one and only Lyle Hill is in pro-
duction and should be available before year’s end. And another USGlass columnist,
Paul Beiber, recently released “The Five Minute Consultant’s Guide to Solving Every-
day Business Problems.” Chock full of practical advice about solving the crisis du
jours that occur in business, it’s a great and helpful read. Paul, along with all our
editors, sales team and me, will all be in Atlanta covering the show, catching up with
readers and meeting new ones. Please stop by booth 708 and say hello. �
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Acryl-R® SM5514

Acryl-R® SM2700

Permathane® SM7108

“Products to stick with.”®

www.acryl-r.com
111 S. Nursery Road, Irving, TX 75060
TEL: 1.800.878.7876   FAX: 972.554.3939

ACRYL-R®

PERMATHANE®

Come See Us At Booth #2107Come See Us At Booth #2107
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Only one company can provide 

fully integrated building envelopes. 

If a building envelope is supposed to end up as 

one unified system—why cobble it together 

with disparate parts? Our curtain wall, windows, 

storefronts, skylights and glass are designed, 

engineered, tested and manufactured by the same 

company. Why? It makes buildings better. It 

saves you time. It reduces your risk. It just makes 

sense. So why doesn’t every manufacturer do it? 

They can’t. There’s only one Building Envelope 

Company.™ Call 1-866-Oldcastle (653-2278) 

or visit us online at oldcastlebe.com.

Engineered—
to work together

with disparate parts? Our curtain wall, windows, 

engineered, tested and manufactured by the same 

saves you time. It reduces your risk. It just makes 

They can’t. There’s only one Building Envelope 

curtain wall

storefronts

windows

skylights

glass
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GANAPerspectives

S ince the first television came
into our homes, we have seen
our lives played out through a

tiny box in our living room (or every
room in the house). The shows we
watch have either rang true for the po-
litical climate, world views or just how
our lives were shaped at any given time.
Believe it or not, the Glass Association
of North American (GANA) and its
membership can be viewed through a
number of television shows as well.

FRIENDS
Known as the only TV series in his-

tory to give equal time and billing to its
six lead stars, Friends took us through
ten seasons and the lives of six people
living in Manhattan. By the end of the
series, fans came to think of the actors
as friends and were truly invested in
their lives. GANA

membership
allows for net-

working with
each other’s peers,

customers and clients.

Becoming invested in the association,
your membership allows you the op-
portunity to interact on a regular basis
with industry greats, with many of our
members thinking of themselves as
friends, as opposed to business contacts. 

THE TODAY SHOW
Created as the first of its kind, The

Today Show educated us about what
was happening in our backyard, and
around the world. With constantly
changing formats and anchors, the idea
of the show has remained the same,
and has created spin-off shows on al-
most all major networks. Education is
a key part of our mission at GANA.
Whether you attend the GANA annual
and fall conferences for technical and
business presentations, the GANA
Building Envelope Contractors (BEC)
Conference for glazier knowledge, or
the GANA roundtables to discuss items
important to your market area, we are
committed to providing the most high-
quality presentations, but also like to
mix fun and networking into it.

WESTWING
Creating a fictional

U.S. Government, the
series is centered on the
West Wing of the White
House, and the policy
creation that stems
from all forms of gov-
ernment. GANA has its
own areas where pol-
icy makingcomes into
play through the Glaz-
ing Industry Code
Committee, the Energy
Division’s Governmen-
tal and Regulatory Af-

fairs Subcommittee, the Flat Glass Manu-
facturing Division’s Environmental Com-
mittee and the ASHRAE Task Group. Each
of these groups work on codes and stan-
dards that directly relate to the glass and
glazing industry, representing our mem-
bers and the industry through the con-
stant stream of submittals, comments and
actions.

MAD MEN
Still shownonTV,this fast-paced show

takes place in the 1960’s era of three mar-
tini lunches, advertising pitches and
making a name for your product. GANA
helps its members marketboth individ-
ual companies, along with the industry
as a whole. Look online at www.glass-
website.com, where each member is pro-
vided with a complimentary member
profile, with those profiles being re-
searched thousands of times each year by
contractors wanting information and
proposals. GANA also represents the in-
dustry by staging booths at trade shows
such as AIA, GreenBuild and NeoCon,
along with attending other industry as-
sociation conferences and events. 
Think about your favorite TV show.

Does it parallel your life or can you see
our industry in the plot line? Like the old
TV game shows say, you’ve got to play to
win, so join GANA and take advantage
of the benefits too numerous to list. We
promise that at the beginning of your
membership you’ll feel like a Survivor
and in the end it is All in the Family.   �

A s h l e y  M .  C h a r e s t
is the account executive
for the Glass Association
of North America based in
Topeka, Kan.

Time to Tune In
Membership Value As Seen Through TV

b y A s h l e y C h a r e s t
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It takes a special kind of glass

to make the Glasshouse.

� � ' � " ' & � % � # & � � � � � � � & � " & $ � � � � & � � � & ' � # &  � � � � & � � & � � " & � � % " " � &  � % ' � " & � � � & � � # �

for the Glasshouse, the centerpiece of the Chihuly Garden and Glass

' � # & 	 # % � ' � & � � & � � � � � � � � " & % � ' � � � $ & ' � & 	 # & " # # � & � � � � & ' � # & � � ' " � � # � & � � � & � � ' � & % &

requirements as well. For complete performance data and other ways to 

© 2013 Guardian Industries Corp. SunGuard® and
Build With Light® are registered trademarks of
Guardian Industries Corp.

Please order glass samples for
accurate color evaluation.

Artwork ©2012 Chihuly Studio. All rights reserved.
Photo by Ben Benschneider.

 

GLASSHOUSE, CHIHULY GARDEN AND GLASS, 
SEATTLE, WA

� � � � ( � �  � & � � # � & � �  � % � � " & � �  � � ' #  ' "

Hartung Glass Industries 

and Eastside Glass 
(Guardian Glazier 

on clear

SEE US AT GLASSBUILD AMERICASEE US AT GLASSBUILD AMERICA
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theDailyBind

Even in the earliest times hu-
mans knew to capture the sun
for heat. Today, we know that

solar energy is the most efficient of
all of our energy sources. It heats our
oceans and land masses; it heats our
entire planet. Many people think
only of photovoltaics (PV) when they
hear the term “solar energy.” PV is an
exciting and promising technology
that has resulted in
billions of dollars in
investments, as well
as some famous fail-
ures. By garnering
high amounts of
media attention PV has caused a lot
of confusion and has pushed the
most basic forms of solar energy into
the shadows. Pun intended.

OTHER OPTIONS
Some of us in the glass industry

are involved with PV, but almost all
of us are involved with solar energy.
There are few glazing applications
that do not allow solar lighting or
solar heat. Many of our customers
rely on our suggestions to make the
best use of solar energy. People do
not like to work or live in caves and it
is our role to show them the impor-
tance of glass in energy efficiencies. 

The technology to which I am re-
ferring is called passive solar or cli-
mate design. With this type of design
technique, there isn’t a specific prod-
uct to install or sell; that’s why there
is no lobby, no advertising and no
funding subsidies. However, resi-
dences that were built in the 1970s
with this design tactic in mind are
still enjoying its benefits and will as
long as the sun shines. 

COMMON SENSE
The most beautiful aspect of passive

solar design is that it is mostly common
sense. Some questions commonly
asked about passive solar include: 
• How can you get heat in the winter

and not in the summer? 
• How can you eliminate heat from

electric lighting, without gaining heat
from the windows? 

• Can you overheat some areas to store
heat for cold nights? 

• How can you use the daily movement
of the sun to control lighting and
heating of the structure? 

• How can you use seasonal movement
of the sun to control lighting and
heating of the structure?

SOLUTIONS AND ANSWERS
The most common structure for

passive solar is a highly energy-effi-
cient residential structure. Many are
built into a hill for the north eleva-
tion and are two stories of glass on
the southern elevation. There would
be a small amount of glazing on the
east and west to provide
daylight. One of the goals of this
type of construction is minimizing
electric lighting. The rooftop
eave would extend far enough
over the glazing so there is no
direct sun in the summer, but
maximum direct sun in the
winter. In addition, deciduous
trees would protect the glazing
areas from direct sun until they

lose their leaves in autumn. It is also
possible to achieve the same shading
from screens, movable awnings and
the new electrically activated films.
The local climate would dictate the
performance levels of the glazing
and windows. However, natural cool-
ing through operating windows
should be a major consideration in
any climate.

The interior is im-
portant as well. Some
might use water-filled
columns to store heat
for the night. Some-
times an effective

siphon can be set up so that the heavier,
cooler air will flow to the sleeping areas
and the lighter warm air will rise to the
highest level for easy ventilation with
an automatic mechanical vent window
such as the kind they used in green
houses. 

Passive solar is not a one-product
solution that can be ordered online.
Every structure, every latitude and
orientation to the sun requires dif-
ferent techniques that can only be
provided by experienced and well-
trained professionals. 

Though it may not be the most fre-
quently used design method, passive
solar will never go away and will never
become obsolete. I expect that those
who embrace it and employ it will al-
ways be in demand.   �

Searching for the Sun
The Ins and Outs of Passive Solar Design

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.

The most beautiful aspect of passive solar
design is that it is mostly common sense.
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USGlass
NEWS NETWORK

www.USGNN.com

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

Possible Bidding War Set for Dlubak
Corp. Non-Real Estate Assets

G rey Mountain Partners may
have been the initial “stalking
horse” bidder for the non-real

estate assets of Blairsville, Pa.-based
Dlubak Corp., which filed Chapter 11
bankruptcy in August, but will now
have to come up with more money if it
hopes to make that dream a reality.

Grey Mountain Partners had come
forth with an initial $2 million offer, but

saw that bid eclipsed in August when
General Glass International (GGI) began
what might be a bidding war with a ten-
der of its own offer of $2.1 million. The
caveat is that GGI says its offer is contin-
gent on an October 3 deal auction that is
well past the September 21 date set ear-
lier by the U.S. Bankruptcy Court of the
Western District of Pennsylvania.

Making things more complicated is

the fact that other bidders could also
soon be jumping into the fray.

Any deal will require final approval
by the court.

“Maybe we’ll get something back for
the creditors involved,” says Lawrence
Bolla, the attorney for Curbell Plastics,
the Chicago-based firm owed nearly $1

I t’s been more than two years since
glass began to fall without, at the
time, a seemingly explanation or

reason. Was it a nickel sulfide inclu-
sion? Was it damaged by flying de-
bris? Was there faulty installation?
There were many questions and few
answers. Now, it’s up to a federal
court to decide who is responsible for

the shattered glass that shuttered a W
Hotel in Austin, Texas, in 2011.

The lawsuit, filed by insurers after
glass balconies at the W Hotel resi-
dences shattered and fell from the high-
rise building, has beenmoved from Travis
County Court to the U.S. District Court for
the Western District of Texas, according
to recently filed court papers. Old Re-
public is seeking damages of more than
$1million from Xinyi Glass and Steel Stu-
dio for what it calls the “defectively man-
ufactured glass” used in the project,
according to court records.

David Schubert, the lead attorney
for the Illinois-based plaintiff, Old Re-
public General Insurance Corp., did
not return calls seeking comment.
Xinyi Glass provided the glass prod-
ucts for the construction of the bal-
cony railings at the W Hotel project,
while the South African-based Steel
Studio supplied the stainless steel
railing system used in the project.

The work was “complete or substan-
tially complete” when the project suf-
fered “three catastrophic failures of
some of the glass balcony” between
June 10 and June 28, 2011. The glass

railings shattered “without obvious ex-
planation” raining down onto other
parts of the project, into the pool area,
onto adjacent buildings and into the
street as well as other nearby areas, ac-
cording to court papers filed by Old Re-
public General Insurance Corp.

The hotel shut down for “certain pe-
riods of time” following the incident to
fix the problem, leaving owner CJUF II
Stratus Block 21 LLC to file a claim
against general contractor Austin Build-
ing Co. “in excess of $9 million,” accord-
ing to court records. Austin Building then
made an insurance claim to Old Republic
General Insurance Corp. for its policy limit
of $2 million to partially satisfy Stratus’
claims, according to court documents .

In filing the suit, Old Republic
charges that the defendants were
negligent in providing glass to them
that included nickel sulfide inclusions,
thereby rendering them “susceptible
to sudden failure under certain condi-
tions” and/or “inadequate” stainless
steel railing systems used for the top
and bottom of the glass balconies.

Both Xinyi Glass and Steel Studio have
denied the allegation in court documents.
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Falling Glass Case Heads to Federal Court 
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The case involving falling glass
panels at the W Hotel in Austin is
headed to federal court.
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Revolutionary. Also our technologies.

INSULATING GLASS MANUFACTURING  

LAMINATED GLASS MANUFACTURING  

HANDLING EQUIPMENT  

AUTOMOTIVE GLASS PREPROCESSING

Bystronic glass symbolizes innovation with machinery, 

systems and services for the processing of architectural 

and automotive glass focused on tomorrow’s market. 

From basic requirements through to entire, customized 

installations Bystronic glass provides pioneering solutions – 

naturally, all in the highest quality. 

www.bystronic-glass.com 

Glassbuild

America/Atlanta

Booth No. 2235
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NewsNow
continued

million by Dlubak Corp.
All parties involved in the case were to

reconvene in Pittsburgh on August 22 in
the hopes of reaching an agreement. For
updates, visit www.usgnn.com.
The hearings that took place on Au-

gust 20 centered on the many objec-
tions raised to the bidding procedure
for Dlubak Corp.’s assets. Both GGI and
Oran Safety Glass (OSG) had objected
to the case’s “accelerated” timeline, ac-
cording to court papers filed by both
companies.
Under terms of Grey Mountain’s pro-

posed initial deal, Dlubak Corp. would
sell all of its non-real estate assets to it for
$2 million. The arrangement would in-
clude machinery, vehicles, computer
hardware and furnishings. Also set to be
included as part of an initially scheduled
September 5 auction would be all equip-
ment and inventory, books and records,

all intellectual property rights, all prod-
ucts in development and all cash, cash
equivalents and accounts receivable.
However, attorneys for both OSG and

GGI filed objections strongly disagree-
ing with the terms of the proposed.
Judge Jeffrey A. Deller heard their con-
cerns about the expedited sale and or-
dered a delay of the auction until
around the third week of September,
according to court papers. 
OSG, which is a Delaware-based sub-

sidiary of OSG Israel, says it is a “likely”
bidder of Dlubak Corp.’s assets, accord-
ing to court documents filed on behalf
of the company by attorney Stanley
Levine. OSG balked at having the pro-
posed auction of Dlubak Corp. assets
on September 5 or September 6 be-
cause of the Jewish holiday of Rosh
Hashanah and at what it called an “ac-
celerated” process.

The terms of the deal, Levine wrote,
“deprive OSG of the opportunity to ef-
fectively conduct due diligence” and
unfairly favor Grey Mountain Partners.
In court documents, GGI attorney

Zakarij O. Thomas likewise called the
proposed deal “lopsided in favor of
Grey Mountain and detrimental to the
maximization of value of estate assets.”
Dlubak Corp. listed more than 200

creditors upon filing for bankruptcy, in-
cluding PPG Industries, Quanex,
Trulite, Intertek, Allmetal, Bayer, Bot-
tero Inc., Bystronic, C.R. Laurence Co.
and Glaston America Inc., among oth-
ers. Curbell Plastics is by far the largest
creditor, with Dlubak Corp. owing it
more than $905,000 according to court
records. The company’s estimated as-
sets and estimated debts are both listed
between $1 million and $10 million, ac-
cording to court records. �
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A wide range of high level equipment for glass processing
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CompanyNews

Traditional Residential Window 
Companies Offer Commercial Options 

Cary Bell says it was only natural
that Kolbe Windows and Doors
based in Wausau, Wis., would

make the progression into more com-
mercial work.
“We had always been viewed as a

light-construction company – more of
a traditional company,” says Bell, their
national sales manager. “But the prod-
ucts we do tend to lend themselves nat-
urally to [commercial work] as well. It’s
been a gradual progression.”

Kolbe is just one of several compa-
nies, historically known for their resi-
dential work, that also offer a variety of
commercial-grade products. 
Pella Windows and Doors based in

Pella, Iowa, is another company that’s tra-
ditionally thought of as a residential man-
ufacturer when, in fact, it has been serving
the commercial market for decades. Ac-

cording to Kathy Krafka Harkema, senior
public relations manager, “In the 1960s
when Pella introduced aluminum-clad
wood double-hung windows they became
a popular option for commercial applica-
tions where property owners sought a
lower-maintenance option, compared
with wood windows that required regu-
lar exterior painting,” she says
For many companies the process of

developing a new line for a new market
begins with identifying the particular
market opportunity they are seeking. 
“Whether serving the residential

market, the historic renovation market
or the commercial market, this is how
we have always operated, listening to
the market and satisfying those needs,”
Bell says. “Through our research, we
learned there is an immediate opportu-
nity for us to provide additional prod-
uct support for hospitality, multi-family
and mixed-used projects.”
According to Krafka Harkema, there

are also a number of differences in de-
veloping a commercial product com-
pared to a residential one. For example,
performance requirements can vary
with the size, scale and type of project.
“Because commercial projects often

involve larger structures, energy effi-
ciency, performance, cost and ease of
maintenance can play larger roles in the
choice of products specified for com-
mercial construction,” she says. “To
meet commercial codes, products may
feature higher design pressure ratings, or
other factors in terms of air, water and
structural performance. Or products with
impact-resistant glass may be specified in
certain coastal applications.”
In addition, she says commercial

projects often involve different size or
wall condition needs, as in the case of
monumental sized double-hung win-

dows to meet historic replacement
needs in renovation projects.  
“We consider a wide range of needs and

factors as we develop products,” she says.
“For example, as we’re developing a prod-
uct for commercial or residential markets,
we conduct research, assess market needs,
consider innovations to implement, and
take factors such as performance, code
compliance, aesthetics and ease of main-
tenance into consideration.”
Bell adds, “For many years, Kolbe has

provided its products to both residential
and non-residential buildings. Our non-
residential focus has grown from a con-
centration on historic replication and
restoration, such as for schools and uni-
versities, to a more expansive product of-
fering, such as for mixed-use properties,
hotels and high rise residences.” He con-
tinues, “in addition to specific project re-
quirements, the main differences are the
volume of products and the number of
people involved in the building project.”
Testing is another critical component.

According to Bell, there’s no standard for-
mula, as each new product requires vary-
ing levels of vetting. When developing its
new 4500 series, he says it was tested for
air, water, structural, thermal, impact,
blast resistance and acoustics.
Krafka Harkema adds, “AAMA 910 is

essentially a use and abuse test that ap-
plies to commercial rather than residen-
tial testing. It’s designed to help simulate
the type of use a commercial setting sees,
as well as thermal cycling, and air, water,
structural testing.” 
“Commercial projects often involve

huge expanses of glass, especially in cur-
tainwall and storefront applications,”
says Krafka Harkema. “Therefore,
types of glass coatings, their energy

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

continued on page 20

Pella® suppliedwindows for theLakeside
Nature Center in Kansas City, Mo.
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CompanyNews
continued

efficiency and the product’s overall air,
water and structural performance are
considerations.”
She continues, “Durability is also

important since commercial buildings
often are expected to have longer life
spans than residential structures,” she
adds. “Factors such as types of wall

conditions, climate conditions, aes-
thetics and design can all play roles in
which products get specified for com-
mercial projects. Structural and water
resistance are also key considerations
in choosing fenestration options for
use in commercial properties. The
sustainability of products can also

play a part in which products are se-
lected for commercial use, depending
on the project.”
Whether for a small office building

or large-scale windows, window man-
ufacturers today are equipped and
ready to meet these ever-changing de-
sign needs.
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Where does an 800-pound
Gorilla sit? While the short
answer may be “anywhere it

wants,” Corning, N.Y.-based Corning
Inc. is looking into new options for its

Gorilla Glass. The com-
pany is taking its thin
yet highly impact- and
scratch-resistant Go-
rilla Glass, typically
used for tablets and
smartphones, to larger
formats.
At glasstec 2012, a

Corning representative
showcased a display of
its product measuring
1.4 by 1.9meters, with a
0.7-millimeter thick-
ness, and suggested
the product would soon
be used in overhead
canopies and even
façades in situations
where combining light
weight with gorilla
strength is desired.
According to theman-

ufacturer, Gorilla Glass has a “unique
composition” that allows for a deep layer
of high compressive stress created
through the company’s ion-exchange
chemical strengthening process. “This
compression acts as a sort of ‘armor,’
making the glass exceptionally tough
anddurable,” thewebsite states. The re-

sult is the incredibly thin protective sur-
face onmany smartphones, tablets and
other devices, a surface with strong vi-
sual clarity and high resistance to daily
bumps and scratches.
“We are currently only evaluating

the potential benefits of our glass in
the marketplace. After we gather cus-
tomer feedback, we will determine if
we will enter the market and what our
product offering will be,” says Pamela
Porter, spokesperson for Corning’s ar-
chitectural glass applications.
Porter says the company cannot dis-

close the specifics of its efforts to gather
feedback from “key stakeholders” but
that it is still in the process of exploring
the benefits the productmay bring to the
architectural market. “At this point, it is
just exploratory,” Porter says.
While those “key stakeholders” de-

clined to comment for this article,
other architectural glass companies
are excited about the possibilities of
testing this product in future projects.
“I think it would be much wel-

comed,” says Stewart Jeske, president
of JEI Structural Engineering in Kansas
City, Mo. “From a design perspective,
we are always looking for alternatives
for stronger and thinner translucent
systems. It could play an important
part in applications such as protective
glazing systems for schools, hurricane-
resistant glazing, blast-resistant glaz-
ing, zoo and aquarium exhibit viewing

windows and much more.”
“The use of Gorilla Glass in archi-

tectural glazing is an exciting
prospect—one that is at the beginning
of a long journey as I see it,” agrees
Charles Bostick, senior project man-
ager and sales engineer international
for seele sedak, headquartered in the
United States in New York. According
to Bostick, “The sizes necessary for ar-
chitectural glazing are just starting to
be produced so applications needing
only small size glass units are most
likely at the moment. Lamination tech-
nology for ultra-thin glass is still in its
infancy and the characteristics in re-
gards to stiffness, breakage scenario,
post breakage hold, as well as fasten-
ers are all new. Ultra-thin glass has
some quite different basic properties
in comparison to normal 5- or 6-millil-
meter and thicker glass that need to
be understood before applied in great
quantities in buildings. However, the
savings in weight and material can be
a big plus for some applications where
lightweight enclosures are advanta-
geous or even required. Prerequisite is
the production of large size, high-qual-
ity sheets of ultra-thin glass.”
The journey is only just beginning,

as Corning explores how the product,
and the industry, will hold up under
the light weight of this Gorilla in new
architectural applications. �

—Megan Headley 

Thin is in as Corning Explores 
Architectural Applications for Gorilla Glass

Corning is
exploring
architectural
opportunities
for its high-
strength
Gorilla Glass.
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DearUSG

Safety Matters
Dear USG,
It was with great sadness that we

read the headlines recently about yet
another instance of falling from height
due to serious health and safety
breaches within a hospital environ-
ment. The case I refer to is that of
Southend University Hospital, which
was prosecuted on July 1 for an inci-
dent in which a vulnerable pensioner
fell to his death from a third story win-
dow after being admitted for a bladder
operation.
It was reported that, following sur-

gery, the elderly patient was clearly
disoriented, to the point he was
moved to an individual room – with a

security guard stationed outside – for,
and I quote, “his own safety.” Tragi-
cally, the window in this room was
only fitted with a single restrictor, en-
abling the patient to climb through
the window and fall nine metres to
the ground. 
The Health and Safety Executive

(HSE) cited the hospital’s arrange-
ments for managing the risk of falls
from windows as inadequate, having
fitted only a single angle bracket re-
strictor, which was bent to one side
on the window in question, allowing
it to be fully opened. More worrying
still is that this is by no means the
first incident of its kind within the

healthcare sector. 
In light of this, the case of Southend

Hospital is even more tragic and even
more frustrating in that this patient’s
death and others like his were com-
pletely avoidable. According to figures
from the HSE, in the years 2008-2011
there were 50 incidents involving falls
from windows in the healthcare sec-
tor, 12 of which were fatal. Yet the sim-
ple, inexpensive measure of installing
an adequate restrictor hinge would be
enough to prevent injury or loss of life
from a fall.
The British Standard BS 8213 states

that safety restrictors must be fitted
to accessible openings where there is a
risk of falling. These should limit
movement so that a window cannot
be opened initially beyond 100-mm
and should be releasable only by ma-
nipulation not normally possible by a
child under five years. Conversely, if
restrictors are fitted on windows suit-
able as a means of escape in the face
of fire, then they must not only
achieve said requirements, but do so
without the occupant having to spend
excessive time searching for the re-
lease mechanism. Additionally, Health
Technical Memorandum HTM 55
contains detailed guidance on the fit-
ting of window restrictors, with which
all healthcare organizations should
make themselves familiar.
Hardware suppliers for healthcare

projects are more than aware of the
requirements involved and can advise
on each project individually, so if
there is any uncertainty, we are the
people to contact to ensure efficient
measures are put in place to prevent
tragedies such as this from happening
in the future.

Grant Stratford
Technical director
Securistyle
United Kingdom   �

Healthcare Insights
Dear USG,
I was impressed by the

two companies, Heartland
Glass and Syracuse Glass,
cited in the article, “In Good
Health?” (see page 50 of the
June 2013 issue) and their
owners’ comments about
the Healthcare Act.  While
neither may agree or en-
dorse the provisions or the
complexity of the act they
both still seemed to be at-
tempting to act in the best
interest of their employees
and ultimately (hopefully)
their business. It shows
that you may still debate or
not support a government
policy without making
personal excuses, looking
for easy opt-outs or short

changing your employees in order to avoid working within a new benefits
environment that will be applied to all within the industry.

Michael Schmidt
GlassFabSolutions
Minneapolis
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WINDOWS  •  CURTAIN WALL  •  ENTRANCES  •  STOREFRONT

© 2013 EFCO Corporation

EFCO’s XTherm® line of high performance thermal products set a new standard for commercial window effi  ciency. 

And all the advantages of this innovative technology are available for curtain wall as well. Off ering best-in-class 

U-factors, the XTherm line opens up a whole new world of design possibilities. View the thermal performance 

 video at efcoexactly.com/xtherm. Only from EFCO. Exactly.

XXEXEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEXACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.XACTLY.ACTLY.XACTLY.ACTLY.ACTLY.XACTLY.ACTLY.ACTLY.XACTLY.ACTLY.ACTLY.XACTLY.ACTLY.XACTLY.ACTLY.ACTLY.XACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.ACTLY.XACTLY.ACTLY.ACTLY.ACTLY.ACTLY.
The best thermal performance. Now with even greater possibilities. 

© 2013 EFCO Corporation

To learn more, call 1-800-221-4169 or visit efcocorp.com. 
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Brio® USA Ends Distribution 
Agreements and Goes Direct

Brio USA Inc., with a manufac-
turing facility in Rochester,
N.Y., now services fabricators

on a direct basis. The company, which
sells architectural sliding and folding
door hardware and retractable
screens for residential and commer-

cial applications, previously sold its
products through distributors.

“It is important to understand the
needs of your customers,” says Kevin
O’Connor, president of Brio USA. “Hav-
ing a direct unfiltered link to our ac-
count base will allow Brio USA Inc. to

fully understand the issues that con-
cern our customers and be in a better
position to respond accordingly.”

Glasshouse Finds a Window
of Opportunity in Austin

Glasshouse Products, a full-service
glass company headquartered in Dal-
las, recently opened a new location in
Austin, which will service the city’s sur-
rounding metro area.

“Glasshouse is very excited to expand
into the Austin market,” says company
president Tim King. “We have been
doing projects in the area for years from
the Dallas area, but now have a physical
presence in the Capitol City. Designers
and architects have requested us to do
projects here and we look forward to
bringing our unique products to a new
market. Our team has also expanded to
include several very experienced Austin
glass professionals.”

The company is expanding its serv-
ices to include high-end and custom

Distribution&Production
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Brio is now servicing customers direct and is no longer working through
distributorships. continued on page 26

Wausau,Wis.-based Linetec has added and expanded four
of its service and distribution routes, including its first reg-
ular route to Toronto.

In addition to Toronto, key stops in the company’s expanded
routes include:
• Colorado route – destination point of Denver with stops in
Omaha, Neb., and in Des Moines, Iowa;

• Texas route – destination point of San Antonio with stops in
Dallas and in Oklahoma City;

• Southeast route – destination point of Atlanta with stops in
Knoxville and Nashville, Tenn., and Indianapolis; and

• Midwest route – expanded destination point of Kansas City,
Mo., and a stop in St. Louis.

Omaha

Des 
Moines

Dallas

Oklahoma City

Knoxville

Nashville

Inianapolis

Kansas City

St. Louis

Linetec Expands Service Routes 
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Distribution&Production
continued

residential jobs,with potential projects
ranging from showers to mirrors to art
glass, and more. 

Quality Metalcrafts
Opens New Facility 

Rogers, Minn.-based Quality Metal-
crafts LLC opened a new 20,000-square
foot manufacturing facility in Houston
recently. The new facility will have the
capacity to manufacture most all of the
Americlad product line to support the
southern and western regions.

David Ferch will manage the operation,
bringing with him more than 17 years of
architectural metal products and contrac-
tor experience, according to the company.

CCBP Adds Spacer Line
Columbia Commercial Building

Products (CCBP) is offering high-per-

formance glazing to its architectural
customers in the greater Texas area. 

Part of that commitment included an
investment in fully automated produc-

tion equipment and the adoption of
Quanex’s Super Spacer® TriSeal™ warm-
edge spacer system for architectural
and captured-glazed insulating glass.

26 USGlass, Metal & Glazing  |  September 2013 www.usglassmag.com

briefly … 

Premier Holding Corp. formed a strategic alliance with Western Glass Restora-
tion and Tinting, an Orange County, California-based glass restoration company.
As part of the agreement, Western Glass will market and sell the company’s
entire line of energy efficiency products and services … Greenfield, Mass.-based
Argotec Inc. has added two new manufacturers’ representatives. CJG Material
Solutions, headquartered in Dallas, will represent the company in Texas,
Louisiana, Arkansas, Oklahoma, Kansas, Missouri, Colorado and New Mexico.
DEG Components, based in Rocklin, Calif., will serve California, Nevada, Ari-
zona, Utah, Idaho, Oregon and Washington … Vetrotech Saint-Gobain has hired
Advanced Architectural Products (AAP) to serve as its independent sales rep-
resentative for the states of Oklahoma and Arkansas … YKK AP America has
hired Façade Architectural Solutions, an independent manufacturer’s repre-
sentative, to represent its products in Michigan, Northeast Indiana and North-
west Ohio, including the Greater Fort Wayne and Toledomarkets respectively. �
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AND THE PERFECT SOLUTION APPLIED.
Vetrotech  fi re-resistant glass o� ers that ultimate protection for people and property. It also has the aesthetic and 
multifunctional qualities you expect from architectural glass. For more information visit www.vetrotechUSA.com

TRANSPARENT FIRE PROTECTION IN LIFE.

New York University, NY.

See us at GlassBuild America, Booth 31
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ContractGlazing

Are Contract Glaziers Ready 
for the Cloud?

When the Rolling Stones
proclaimed, “Hey you, get
off of my cloud,” in 1965

little did they know that nearly 50
years later everyone would pretty
much be headed straight in that direc-
tion: to the cloud. From music to movies,
one of the perks of cloud programs is that
you can access your files anytime, any-
where. Now these programs are making
their way into the construction industry,
providing contract glaziers the ability to
access their working files and documents
without being bound to the computer on
which they are stored. Still a new concept
for many companies, others are begin-
ning to embrace the technology and the
benefits it can provide.

Minneapolis-based Harmon Inc. is
just one contract glazier that has
begun exploring cloud programming.
According to marketing manager
Thyra Nelson, the company is early on
in its use of several cloud-based pro-
grams. It is using the cloud to transfer
drawings and other files among cus-
tomers and project site locations. She
says Harmon is trialing several differ-
ent systems, both internal and external,
but hasn’t made a final decision. 

“We are using the tools across all

company functional
area operations, sales and engineer-
ing,” says Nelson. The benefits in-
clude the ability to share files
without being connected to a
common network.

Of course, the process has
not been without challenges.
And for a company just getting
started with the cloud, such as
Harmon, it can be tough to find the pro-
gram that will work best.

“There are many solutions avail-
able,” says Nelson. “Choosing the
[right] solution is difficult.” She adds,
though, “Once the selection process is
complete, implementation is fairly
quick and the systems are user
friendly and easy to use, which makes
training less burdensome.”

Enclos, also in the Minneapolis area, is
another firm that has worked with cloud
programs. In fact, Mic Patterson, director
of strategic development, says his com-
pany has engaged with cloud computing
on various levels for some time. 

“It’s getting hard not to; without even
trying you will find yourself engaging
the cloud in the near future,” he says.
“Our current applications are modest
but evolving rapidly, and they range

from simple software subscriptions and
file sharing, to project design and oper-
ations management.”

As for the benefits, Patterson says
these include “easy access to the most
current data and an increased assur-
ance that all parties are working with
the same documents. 

“The challenges relate to information
and process management, and there is
some concern with data security, and po-
tentially, data integrity,” he adds.

As promising as the cloud may be in
terms of helping companies streamline
their operations, not all contract
glaziers are on board.

“We tend to keep our project man-
agement software, as well as our back
office systems, off of the cloud,” says
Howard Haber, managing partner
with W&W Glass LLC in Nanuet, N.Y.
“We manage both in house. We
strictly use the cloud in the back-
ground for real-time data backup and
disaster recovery.”

He adds, “Having experienced cloud
project management on the general
contractor side, I was neither impressed
nor did I feel it would make us more ef-
ficient or secure.” �

—Ellen Rogers
Is the cloud for you? Email

erogers@glass.com to tell us what you think
of these programs and whether they are
working for you and your business.

For many companies and many industries, web-based computing is rap-
idly becoming ubiquitous. Looking at contract glazing specifically, Mic
Patterson director of strategic development with Enclos, says there are

some programs that lend themselves well to the industry.
“Buzzsaw for document control has been around for quite a while. Primav-

era project management software has embraced web-based functionality” he
says. “But there are a plethora of inexpensive competitive programs now avail-
able that sometimes offer greater functionality than the traditional programs
that are trying to adopt a web-based operating format.”
For example, he says Google apps, (such as Google Docs), can be very use-

ful, and are free.
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Popular Cloud Apps 

Are you Ready?
20%
80%

of USGNN™ readers
are using the cloud

have not yet
made the move
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TRUMPF TruLaser 2030 3.2 kw
Features:
TruLaser intricate metal design
60" X 120" Bed Capacity
Auto load and unload feature increases productivity
Offline programming for sheet maximization

Cutting Thickness:
Mild Steel 0.75”in (20 mm)
Stainless Steel 0.375”in (10 mm)
Aluminum 0.312”in (8 mm)

Hafendorfer Machine, Inc.
Specializing in Machined & Fabricated Components

Laser CuttingLaser Cutting

Turret Punch
With the help of our extensive tooling library and state-of-the-art equipment including our TRUMPF
Trumatic 5000 R can handle just about any sheet metal fabricating project. Capabilities include: 

Sheet Metal FabricatingSheet Metal Fabricating

TRUMPF TruLaser 3030 5 kw
Features:
TruLaser intricate metal design
60” X 120” Bed Capacity
Dual Pallet Changer
Offline programming for sheet maximization

Cutting Thickness:
Mild Steel 1.00”in (25 mm)
Stainless Steel 0.75”in (20 mm)
Aluminum 0.50”in (12 mm)

Hafendorfer Machine, Inc
550 O'Byrne Avenue
Louisville, KY 40223
1-888 244-3669
info@hafendorfer.com

Made with pride in the USA

• Specialized sheet metal fabrication on thin gage mild carbon, stainless, 
and aluminum up to 7ga thick.

• Offline programming for sheet maximization and quick turnaround
• Minimize secondary operations
• Capability to perform light forming, extrusions and threading
• Rapid prototyping
• Flexibility to run short and long run orders
• Quick change over
• Extensive tooling library
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Could VIG Technology be the 
Ticket to Advanced Energy Savings?

Peter Petit isn’t so brash as to take
credit for having created vac-
uum-insulating (VIG) window

glass, but the founder and CEO of Pe-
waukee, Wis.-based V-Glass LLC thinks
he’s made it better than before.
His design won the advanced manu-

facturing category in the 2013 Wiscon-
sin Governor’s Business Plan Contest in
June and he feels his invention could
eventually revolutionize the entire win-
dow industry by drastically reducing
the amount of costly heat lost from
homes through traditional windows.
“If we’re able to accomplish our goal

and hit our mark,” Petit says, “we could
possibly save up to five percent of total
U.S. energy use.”
Petit likens his glass to a standard

Thermos bottle. Two lites are sealed at
the edges, with glass spacers as thin as
a human hair keeping the two lites
from touching. A low-E coating low-

ers radiation heat loss and the vac-
uum eliminates conduction and con-
vection heat loss.
The necessary edge seal and spacers

still need to be tested further and per-
fected if the product is going to make
the jump to the average home. The
spacers between the two lites of glass
must also be small enough that they are
not visible from more than a few feet
away. Petit is still developing and test-
ing the kind of flexible metal foil seal
needed along the edge of the glass, but
he also needs to prove the vacuum in-
side the glass can last for more than
30 years.
He remains confident about success-

fully tweaking things and having it
available in roughly two years to homes
in every type of climate.
“It’s going to take some time still,”

Petit says, “but with new buildings, this
could be a very good option.”

That could prove welcome news to
those who are eager to trim exorbitant
energy costs, some 30 to 50 percent of
which can be directly attributed to
heat gain or loss through the win-
dows, Petit says.
Rather than manufacturing its own

windows, V-Glass plans to sell prima-
rily to large window companies that
routinely do the work of incorporating
the glazing into a window frame.
“I know that if we can plug these holes,

we can make a big impact,” Petit says. �

Energy&Environment

30 USGlass, Metal & Glazing  |  September 2013 www.usglassmag.com

EPA Upgrades 
Energy Star Portfolio Manager 

The U.S. Environmental Protection Agency (EPA) has released an upgrade
to its online energy management and tracking tool, Energy Star Portfo-
lio Manager. The upgraded tool can help businesses achieve President

Barack Obama’s call to make commercial buildings at least 20 percent more
energy efficient by 2020.
Compared to other versions, the new Energy Star Portfolio Manager delivers

a user-friendly interface and comes with enhanced data sharing capabilities,
better reporting, and for the first time, the ability to manage buildings across
their lifecycle from design through occupancy, according to an EPA release.
Tens of thousands of organizations—including school districts, retail chains,

hospital systems, and local governments—currently use the tool to measure
the energy performance, water use, utility costs, and greenhouse gas emis-
sions of more than 40 percent of the nation’s commercial building space, ac-
cording to the EPA.

Above: Peter Petit, founder and CEO of
V-Glass, has developed a vacuum
insulating glass that he believes can
drastically help reduce energy costs.
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Benteler Mechanical Engineering · Fort Wayne · Indiana USA · www.benteler-glass.com · glass-processing@benteler.com

Our product portfolio:
 Grinding Machines

 Drilling Machines

 Washing Machines

 Seaming Lines

 Multi CNC Processing Centers

 Laminating Lines

 Handling Systems

Our services:
  Individual solutions and  

standard modules

  Project and factory planning

   Individual linkages (hardware  

and software) also with other  

manufacturers

  Maintenance and commissioning

GLASS PROCESSING IS OUR PASSION
ARCHITECTURE DIVISION 

Visit us at
GlassBuild in Atlanta
September 10 - 12, 2013
Booth 1949
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FinancialFlash

PPG’s CEO Calls Second-Quarter 
Glass Sales “Disappointing”

Not even a record-setting second
quarter overall was enough to
mask PPG chairman and CEO

Charles E. Bunch’s frustration with his
company’s lower-than-expected glass sales.
In releasing its second-quarter fi-

nancial figures, the company revealed
that glass sales totaled $269 million,
down $4 million from a year ago due to
declines in both fiberglass and flat
glass. PPG’s glass setbacks were partly

offset by higher
flat glass pricing,
the company says
in its release. Seg-
ment earnings
were $8 million, a
decrease of $15
million from the
prior-year quar-
ter. Earnings
were impacted by the lower sales, re- duced equity and international licensing

earnings and the negative impact of in-
flation, including higher transportation
and natural gas unit costs, according to
the company release.
“It was a disappointing quarter for

both business units in glass for slightly
different reasons,” says Bunch.
He attributes the lower-than-expected

flat glass numbers to a “poor quarter from
manufacturing supply chain perform-
ance,” as well as lower demand on the
commercial construction side that is the
biggest market for flat glass.
“I would expect in the third quarter,

we are going to improve our operating
performance,” Bunch says. “I expect the
flat glass business to still be challenged,
but not to the same level that they were
in the second quarter.”
Overall, PPG reported a second-

quarter net income from continuing
operations of $341 million, or $2.35 per
diluted share. Adjusted net income for
the quarter was $356 million, or a
record $2.45 per diluted share, ex-
cluding non-recurring acquisition-re-
lated charges of 10 cents per diluted
share. In the second quarter of 2012,
the company reported net income and
earnings per diluted share from con-
tinuing operations were $297 million
and $1.92 respectively. There were no
nonrecurring charges in the prior-
year quarter. �
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Glass Segment Information (unaudited)
3 Months Ended       6 Months Ended 

June 30 June 30
2013 2012 2013          2012

(millions) (millions) 

Net Sales 269 273 525           529

Glass Segment income 8 23 13             31

North America Glass Sales 
Improve in NSG Quarterly Report

A rchitectural glass sales for Nippon Sheet Glass (NSG) continued to im-
prove in North America, thanks largely to increases in private residential
construction, according to the company’s quarterly financial statement.

North America, which represents 10 percent of NSG’s architectural sales,
saw revenues and profits improve from the previous year. Volumes improved
due to strengthening domestic demand, while prices remained stable, ac-
cording to the release.
Overall, NSG revenues were up nearly 15 percent from this same time a year

ago, although sales in Europe remain low due to the depressed construction in-
dustry there, according to the statement. Market conditions in Southeast Asia im-
proved with increased domestic glass sales, while revenues in Japan – representing
30 percent of architectural sales – were slightly ahead of the previous year.
Architectural glass sales represent 38 percent of NSG Group sales in the

first quarter, including the manufacturing and sale of flat glass and various in-
terior and exterior glazing products within the commercial and residential mar-
kets according to the release. It also includes glass for the solar energy sector.
The architectural business recorded revenues more than $583,318 million
(USD) and an operating profit nearly $3.25 million (USD).

NSG Architectural Glass Financial Summary
(in approximate millions)

Revenue and Operating Profit (before exceptional items)

Q1 FY14 Q1FY13 Q1 FY14     Q1FY13
Architectural Glass          $583 $530 $3.3           ($33)
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XL Edge IG® > Loå3-366® > Loå-i89TM > Neat®> Preserve®

New Loå-i89: 
it’s even more
enhanced.
Introducing Loå-i89™, our new
energy-saving  4th surface 
(roomside) coated glass.
• More visible light transmittance
• Less reflectance
• Less expensive in our new
annealed version

• Same low center of glass U-Factor
of just 0.20 when coupled with our
Loå2® or Loå3® glass and argon fill
in a double-pane unit

• Easy to clean
• No haze to mar the view

If you’re ENERGY STAR compliant
today, by adding Loå-i89 you’ll
be compliant tomorrow as well.
For more information, contact
your Cardinal sales rep. Or visit
cardinalcorp.com.

ENHANCED PERFORMANCE GLASS

TM

ENGINEERING THE FUTURE OF COATED GLASS
A CARDINAL GLASS INDUSTRIES COMPANY
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Then and Now: A Look at the 
Evolution in Wired Glass Usage  

The International Building Code
(IBC) was revised in 2006 to pro-
hibit traditional wired glass in

hazardous locations. Previously the
2003 version of the IBC had removed its
use from educational and athletic facil-
ities; prior to that wired glass was ex-
empt from meeting Consumer Product
Safety Commission (CPSC) safety glaz-
ing requirements where used in a fire
assembly in hazardous locations.

Most jurisdictions today are enforcing
these current code editions—with the ex-
ception of at least one notable city.
Chicago still allows the use of traditional
wired glass, even in hazardous locations. 

Hazardous locations aside, what you
may or may not be aware is that tradi-
tional wired glass is also still legal when
used in applications that do not require
safety glass. 

“You can still use wired glass in inte-
rior and exterior applications so long as
they are not hazardous locations,” says
Thom Zaremba, an industry consultant. 

Jeff Griffiths, director of business de-
velopment with Safti First in San Fran-
cisco, says that when considering use of
wired glass in a non-hazardous location,
design professionals need to be aware
of the low-impact resistance and dan-
gerous breakage pattern of wired glass.

It’s also important to note that the
code only applies to new construction
or replacement work. There is no re-
quirement to change out wired glass
from existing installations. 

“If wired glass is used in a hazardous lo-
cation and it breaks it has to be replaced to
the current code,” says Zaremba. “But, if it
is not being replaced then it is a legitimate
application as it is grandfathered in.”

Speaking of pre-code applications
where wired glass may still be in use,
Griffiths adds, “Building owners should
survey wired glass applications in the

Codes&Regulations
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Inspired Designs
Innovative Solutions
One Trusted Resource

Premium Quality Custom Architectural 
Glass Decoration. A worldwide 
reputation for creativity, impeccable 
quality, reliability and on-time 
performance.  

 
 

Trust your next project to Galaxy

973.575.3440 
www.galaxycustom.com

Photo: ©Anice Hoachlander

Really White Luminous Glass 
Crisp light transmission, uniform color consistency

Galaxy Glass & Stone® preferred choice of prominent Architects
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Grenzebach – 
Ready for any glass challenge

HIGH�TECH  PRODUCTION  PLANTS

Grenzebach will lead you to success through our:
–  40 years of glass handling experience
– Highest product quality 
– Reliability and Performance
– High-tech equipment
– Sustainability – the key focus of our activity

Grenzebach – Your Perfect Partner for Cold End Equipment

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

www.grenzebach.com

Grenzebach Corp.,  Newnan is celebrating  its 25th Anniversary
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Codes&Regulations
continued

building and implement a replacement
program, identifying the highest risk
installations first. School and college
athletic facilities should be targeted, as
well as college dormitories, school cor-
ridors and other high traffic areas.”
Zaremba points out, anyone supply-

ing wired glass in the market today is
most  likely affixing a special fire-rated
window film. By applying the film, the
glass can then be used in hazardous lo-
cations where wired glass would other-
wise be prohibited. 
It’s important to understand, though,

that simply applying a safety film on
existing wired glass is not the solution.  
“This in itself is a violation of build-

ing codes that prohibit the modification
of any fire-rated product by field per-
sonnel without the authorization and
supervision of both the testing agency
and the manufacturer,” says Griffiths. 

What about existing applications that
still incorporate traditional wired glass
installed prior to code revisions? Be-
cause code changes are not retroactively
applied, Griffiths says special legislation
by state, local or federal government
would be needed to mandate replace-
ment of existing wired glass.
When it comes to making sure the

appropriate glass type is used in the ap-
propriate applications, Griffiths says the
installer is primarily responsible for
code compliance.  
“Secondary responsibility falls on the

individual’s supervisor, the building of-
ficial, the architect, the building owner,
etc.,” he says.
He adds that architects should make

sure their building material specifica-
tions have been updated to limit specifi-
cations of wired glass to areas where the
code does not require safety glazing. �
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Wired glass is still used extensively
as demonstrated by this door to a
Pizza Hut in Bowling Green, Va.,
photographed last month.

SEE US AT GLASSBUILD AMERICA
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o p t iQ™ 
a smart new window series

The industry’s smartest window keeps getting smarter. The 

new AA®5450 single and double hung windows – the latest in 

the OptiQ™ Ultra Thermal Window series – continue to set 

the standard for brilliance in window design. The result of an 

ongoing partnership with the U.S. Department of Energy, the 

AA5450 series window integrates innovative features to deliver 

the highest levels of thermal performance. With the AA5450 

series window, thermal intelligence just got brighter.

kawneer.com  

© 2013 Kawneer Company, Inc.

THERMAL INTELLIGENCE
JUST GOT BRIGHTER

Introducing the Newest OptiQ™ Ultra Thermal Windows from Traco
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GlobalUpdate

European Glass Industry Helps Spur
Growth for Italian Machinery Suppliers 

The European Union was once
again the top purchaser of Italian
glass processing machines, ac-

cessories and special products in 2012,
according to an industry report pub-
lished by Gimav – the Italian Associa-
tion of suppliers of machines and
accessories for glass processing.
The study was considerably more fa-

vorable when compared to the 2010-2011
two-year period that saw a drop in de-
mand from the European continent that
led to the Asian market being the source
of the most demand in 2011.
Overall, Italian demand has re-

mained on a downward spiral since
2010, according to the release.
In general, the geographic areas of

greatest impact are all of Europe (EU
and non-EU), which alone absorbed
just under 50 percent of Italy’s ex-
ports and regained its title as the
number-one destination, thanks
above all to recoveries in non-EU
countries and a lull in the recession
in the Mediterranean countries with
Asia tops at 23.1 percent. North
America (9.11 percent) and South

America (10.33 percent) also showed
robust growth last year.

Sangalli Partners
with Glasswall Group
The Sangalli Group, an Italian float

glass company, has signed a strategic
transaction with Glasswall Group (a
consolidation of several businesses in
float glass production, distribution,
processing and logistics in Russia and
CIS), that secures equity investments
into the company and ongoing financial
support. Under the signed agreements,

the parties will join their resources to
strengthen the financial position of
Sangalli Group, expand its presence in
the European market and invest into
the development and production of the
value added glass products.
The Sangalli Group says it intends to

use the proceeds from the transaction
over the next two years to complete a
comprehensive financial and business
restructuring that began this year with
the aim of creating a solid financial and
competitive operating basis that would
allow the company to withstand any
potential market downturns.

Glaston Receives Large
Order From China
Glaston has closed a deal worth ap-

proximately $3 million USD with the
Chinese company Xianning CSG Glass
Co. Ltd. for two flat tempering furnaces:
Glaston CHF™ and Glaston CCS900™.
The orders are a follow-up to sales of
several furnaces installed in various
CSG factories over the last five years.
The new machines will be manufac-
tured in Glaston’s Tianjin plant and de-
livered during the last quarter of this
year. Orders will be booked on Glaston’s
Q2/2013 order book. �

Duscholux Ibérica S.A 
Partners with DFI Products

D iamon-Fusion International Inc. (DFI Nanotechnology) has made an agree-
ment with Duscholux Ibérica S.A., a Barcelona, Spain-based manufacturer
of shower enclosures that will be using its coating technology.

“We have been looking for not only the best quality and overall performance to
protect our shower door glass, but also for a supplier that can offer the most in-
dustrial flexibility aswegrowour volumes.DFI has proven to us,with actual field test-
ing done at our plant, [it has] the unique capability of being able to offer a very
cost-effective and easy-to-apply coating system along with a significant improve-
ment in quality,” says Francisco Albertos, general director of Duscholux Ibérica S.A.
www.dfinanotechnology.com 
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Foreign trade performance in 2012 

Estimates for the quarterly trade performance in 2012 are based on ISTAT data for 8 of the 12 
Federmacchine member associations. 
Data representativeness (approximately 78% of total exports) is such as to ensure the reliability 
of results that can be extended to include the entire machine building and equipment industry. 
 

2012 quarterly import-export data 
(changes vs. the same period in the previous year) 

 
 

6%
4%

2%
7%7%

-9%

-20%

-8%

First Quarter Second Quarter Third Quarter Forth Quarter

Processing of Federmacchine data 

 
 

Trade by geographical area in 2012 
 

  

EXPORTS 
                        

Value      % Diff.        Share 

IMPORTS  
                       

Value      % Diff.       Share 
27 European Union countries   7,753          1.5             36.6 %    2,855         - 6.5             68.9 % 
Europe (other countries)   2,813          6.3             13.3 %       371         - 7.3               8.9 % 
Africa   1,128          2.4               5.3 %         12         - 2.4               0.3 % 
Middle East      837        - 5.6               3.9 %         11         - 7.0               0.3 % 
Asia (other countries)   4,237        - 4.8             20.0 %       717       - 10.5            17.3 % 
North America   2,555        19.6             12.1 %       143           1.0              3.5 % 
South America   1,656        - 1.1               7.8 %         19           1.6              0.5 % 
Oceania      222          8.2               1.0 %         19       - 10.5              0.5 % 
   
TOTAL  21,201         2.2           100.0 %     4,146       -  7.1           100.0 % 

 
Processing of Istat data by Federmacchine statistics group  

 
 
 
 
 
 
 
 

Italian Machinery Trade by Geographic Area

Source: Gimav
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DEADLATCH  
for control.

DEADLOCK  
for security.

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

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

www.adamsrite.com
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St. Louis Federal Reserve Bank Files
Suit Due to ‘Defective’ Windows

The Federal Reserve Bank of St.
Louis is alleging breach of con-
tract in a federal lawsuit filed

against McCarthy Building Cos. and
subcontractors Winco Window Co.,
Hilboldt Curtainwall Inc. and Architec-
tural Glass Products LLC.
In papers filed in U.S. District Court for

the Eastern District of Missouri in July, the
Federal Reserve Bank of St. Louis claims
that the companies are responsible for in-
stalling at least 498 defective windows
spread throughout the first six floors of the
bank’s headquarters in downtown St.
Louis in 2008. The Fed is seeking more
than $1.5 million to replace the windows,

move employees and readjust security
measures, according to the filing.
The windows in question were Winco

model Nos. 3350 and 1550 that were sup-
posed to be fixed, aluminum-framed lam-
inated and insulating glass designed to
prevent buckling, the opening of joints, the
overstressing of components and the fail-
ure of joint sealants among other things.
The glass was also expected to be resistant
to blasts and other detrimental effects.
The windows were installed in four

phases from January 2008 to September
2008. However, a Hilboldt inspection of the
windows in June 2011 revealed that the
windows had allegedly begun delaminat-

ing along the edges and “appeared to be
defective,” according to court documents.
An expert window consultant hired by

thebankallegedthewindowsdidnotmeet
industrystandardsandweredefective,the
complaintstates.Thatexpertalsosaid total
replacementwas theonly reasonable rem-
edy, according to the lawsuit filing.
The federal bank charges that Mc-

Carthy breached its contract in “numer-
ous” respects, “including, but not limited
to, permitting its subcontractors to install
windows that failed to meet specifica-
tions; selecting substandard and/or inex-
perienced subcontractors to perform the
obligations under the Contract; failing to
adequately take supervision and/or con-
struction management of the Project as
Defendant contracted to do; selecting
poor and substandard materials for use
in the construction of the Project; and fail-
ing to acknowledge and/or correct clearly
identified defects and deviations in the
specifications for the windows.”
Scott Wittkop, central division presi-

dent of McCarthy Building, issued a state-
ment reiterating the importance of quality
and customer satisfaction to his company.
“While we do not believe we are in

breachof ourcontract,”hesays in thestate-
ment,“we are continuing toworkwith the
FederalReserveBank,installationsubcon-
tractorandsupplier toresolve thiswarranty
issue.Consistent with ongoing and proac-
tivediscussions,wehavedelivereda formal
proposal for resolution to the Federal Re-
serve Bank and are looking forward to
reaching an agreement among all parties.”
Denny Hilboldt, the owner and

founder of Hilboldt Curtainwall, echoed
those comments, saying that all parties
involved are still trying to work the
matter out in a timely fashion.
Winco Window Co. representatives

could not be reached for comment.   �

Glove Company Owners Deny 
Allegations Related to Glass Injury

The individual owners of Michigan-based glove manufacturer Glove Coaters
Inc. deny that their gloves had anything to do with a glass accident involv-
ing a Houston glass employee last year, and are asking a federal judge to

deny him any compensation from what they call an “unavoidable” accident.
Anthony Lopez was working for Craftsman Fabricated Glass in Houston last

July when he alleges he cut his hand on a large piece of glass while wearing
gloves made by Glove Coaters Inc.

Citing alleged extensive damage from a severed tendon and nerve damage
to his dominant hand, Lopez is seeking damages “substantially more than
$75,000,” according to court documents.

Glove Coaters denied any liability from the onset of the case in January, but, in an-
swering the complaint against them, owners Gene Tassie, Donald Tassie, Emily
Tassie Chard and William Tassie recently filed individual documents with the U.S. Dis-
trict Court for the Southern District of Texas denying that the accident was “the di-
rect and proximate result of the condition of the gloves,” according to court records.

The court had previously rejected the company’s motion to dismiss the case
based on allegations that Lopez’s employer was responsible for selecting “ap-
propriate hand protection.”

All four owners stated that they lack “sufficient knowledge” to form a belief about
the truth of the allegation that the glove Lopez was wearing at the time of the ac-
cident was theirs. Both sides are seeking a jury trial to resolve the matter.

Legislation&Legal
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MiTek Industries Acquires 
Benson Industries LLC 

M iTek Industries, a subsidiary of
Warren Buffet’s Berkshire
Hathaway company and a sup-

plier of engineered structural connector
systems, equipment, software and services
for the building components industry, ac-
quired Portland, Ore.-based curtainwall
contractor Benson Industries LLC. 

“The acquisition of Benson extends
MiTek’s product offering into the global

highrise commercial building construc-
tion market. Benson is a terrific addition
to the MiTek family,” says Tom Manenti,
chairman and CEO of MiTek. “Lou Niles
will continue to serve as CEO of Benson,
along with Joe Aholt as chief operating of-
ficer. The entire Benson management
team will remain, and continue to lead the
company. Benson will operate as a sepa-
rate subsidiary of MiTek,” Manenti adds.

“We are delighted to be part of the
MiTek and Berkshire Hathaway team,”
says Niles. “Their business philosophy
and corporate culture are a perfect fit
for Benson. With the strength and back-
ing of MiTek and Berkshire, we plan to
grow the company through a series of
strategic initiatives. This is truly an ex-
citing combination, and together we
will do remarkable things.”

Heartland Glass, Brin
Northwestern Join Forces  

It’s no secret that acquisitions, merg-
ers and consolidations have occurred
frequently in the glass and glazing in-
dustry. Bill Sullivan, president of Heart-
land Glass in Waite Park, Minn., says he,
too, had been approached previously,
but the time was not right—until now.
Heartland Glass has merged with Min-
neapolis-based Brin Northwestern.

Doug Nelson, CEO of Brin North-
western, was also a previous owner of
Heartland Glass until Sullivan bought
him out in 2007.

“I’ve considered him a mentor and
someone I can bounce ideas off,” says
Sullivan. “In January I told him I had
been approached about being acquired
and asked his advice; he didn’t think it
was such a good idea and then said,
“why not let me buy you out?’” His [Nel-
son’s] reasoning was he’s 69 and look-
ing ahead to retiring, though I tease
him that I will probably retire before he
does. He thought we worked well as a
team before; and he was comfortable in
that we have similar core values in what
we look for in employees and how we
treat employees and [our belief] that
they are the backbone of the company.
He thought I would make a good suc-

Coastal Glass Distributors, SMI
and Aldora Aluminum Merge

Coastal Glass Distributors was at the heart of a three-way merger. The
Charleston, S.C.-based glass fabricator joined Aldora Aluminum, while
SMI Aluminum Systems (SMI) and Architectural Glass Products (AGP)

will now officially operate as Aldora Aluminum and Glass Products Inc., ac-
cording to a company release. Aldora and Coastal will operate independently
while sharing common ownership. Current senior management of both com-
panies will continue in their current roles as well as participating as owners.
“This transaction will combine the products and services of two of the best

glass and aluminum distribution locations on the East Coast,” says Leon Sil-
verstein CEO of Aldora. “The resulting organization will provide a complete
glass and aluminum product line to customers from South Florida to Ten-
nessee. We look forward to the synergies and growth that these two companies
can generate.”
Under the new arrangement, Coastal’s facility will provide Aldora’s aluminum

storefront and doors to its customers, while Aldora, a glass and aluminum fab-
ricator, can begin to offer Coastal’s glass line to its customers.
“We’re very happy,” says Trent Hartley, the sales and marketing director at

Coastal Glass Distributors. “What Leon has been doing and what we’ve been
doing is very complimentary to each other.”
Miramar, Fla., will continue to serve as the location of Aldora’s headquarters,

with Rick Silverstein supervising the operations in Miramar, Pompano Beach
and Altamonte Springs, Fla. The team of Trent Hartley, Joel Fletcher and Jim
Green will continue overseeing Coastal Glass.
The two locations will work closely to integrate products and distribution to

the expanded geography, according to the release.
“We had been looking at metals for a long time,” Hartley says. “This was ab-

solutely perfect.”

Mergers&Acquisitions
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Mergers&Acquisitions
continued

cessor when he does retire.”
Though discussions had been in the
works since the beginning of the year,
Sullivan’s final decision was a few
months in the making.
“I kept [the offer] in my mind but did-
n’t pursue it right away. I also continued to
have preliminary conversations with the
other entity.” Sullivan says by spring the
discussions heated up and together he
and Nelson pounded out the details. “We
put the finishing touches on in June,” says
Sullivan. The merger was a share trans-
action; no money changed hands, ac-

cording to Sullivan.
As part of the merger, Sullivan is excited
about forming an Employee Stock Own-
ership Plan (ESOP). “This is a great way
to reward employees and they will have a
stake in the company now and that will
… be better to help carry on and pave the
way to a great future,” says Sullivan. “It also
allows me the opportunity to have that
built in exit plan for when I do want to re-
tire; it can be a challenge to find the right
ownership to take care of your employ-
ees.” Sullivan says they are constructing
the ESOP now and hope to have it in place
by the end of year.
In addition, joining forces will also
provide added opportunities and bene-
fits for customers.
“It will hopefully allow us to become
more competitive and expand [to serve]
a wide variety of customers,” says Sulli-
van. “Heartland, for example, is an An-
dersen Windows dealer, as well as a
dealer for some other window compa-
nies. Now our new sister company can
expand into that as well; the merger will
extend our reach even further than cur-
rently and allow us to become more ag-
gressive as a regional player.”

As part of the merger, Sullivan is
spending a bit more time commuting
to Minneapolis. Two days a week he is
working in Brin’s contracts office; the
other three days he is in Waite Park.
Brin also has a contracts location in the
Duluth area as well as a service and dis-
tribution facility in Minneapolis. Sulli-
van says in about a year he will also take
over the Duluth operations.
And as for the future? 
“Once the dust settles we will look at
opportunities for complimentary com-
panies that will work well in our indus-
try. Not necessarily contract glaziers, but
other types of companies such as hard-
ware distributors, etc. to diversify more.”
He continues, “I don’t think the economy
will ever get back to what it was so we
have to be smarter in the way we do busi-
ness. Smart acquisitions can make us
more profitable and we’re also looking to
create a more collaborative environment
within our own organization and to be-
come more efficient with our resources.”

Dorma Acquires
Door Controls Inc. 
Dorma USA Inc. has expanded its
U.S. presence with the acquisition of
Door Controls Inc., an independent au-
tomatic-door distributor. Acquired on
July 3, Kansas City-based Door Controls
enables Dorma to provide its customers
with enhanced products solutions and
services in the Midwest and strongly re-
inforces Dorma’s current strong instal-
lation and service presence in the
Eastern region of the country, accord-
ing to the announcement.
The service sector is continuing to
grow throughout the country as build-
ings age and need to be retrofitted for
new technologies that will enable in-
creased access control and energy effi-
ciency. The partnership with Door
Controls, coupled with the recent ac-
quisition of security solutions provider
Rutherford Controls International, will
allow Dorma to provide a broader spec-
trum of product and services to the
customer, according to the release.   �
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Wausau Acquires Custom Window 

Wausau Window and Wall Systems has acquired Custom Window
Co. Inc., expanding the company’s product offering and U.S. geo-
graphic reach. Terms of the purchase were not disclosed.

“Wausau’s purchase of Custom Window supports Apogee’s strategy to grow
our architectural framing systems segment through geographic expansion, new
products and domestic acquisition. It presents an opportunity to better serve
customers and prospects in the Western U.S. and the historical renovation
market throughout the country,” says Apogee CEO Joseph F. Puishys.

Wausau president Jim Waldron agrees, saying “We look forward to
adding Custom Window’s industry knowledge, unique product line and re-
gional presence to Wausau’s breadth of quality products.”

Waldron says that he expects a smooth integration.
“We both manufacture high-quality products that blend aesthetics and per-

formance for lasting value,” he says. “We invest in industry-leading best prac-
tices, improvements and innovations. We believe in maintaining
close, collaborative relationships with architects, building owners and con-
tractors. We honor our commitments to employees, suppliers and customers.”

Doug Nelson (left) and Bill Sullivan
(right) are now working together upon
the merger of their two companies.
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Pilkington Solar-E™ Plus Graphite Blue

The new Pilkington Solar-E™ Plus Graphite Blue glass provides a truly dynamic appearance 

for any new commercial project or renovation, while offering excellent solar and thermal control. 

Pilkington Graphite Blue™ is available as a tint that provides an original design and aesthetics.

l    Reduced solar heat gain
l    # # # #
l    Durable pyrolytic coating
l    Virtually unlimited shelf-life

For more information, please call 800.221.0444, e-mail us at  

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

Low reflectivity and glare control
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A Look at the Changing Face of the Independent Glass Fabricator
by Ellen Rogers

Before Grey Mountain Partners
and before Sun Capital; before
Hordis Brothers was a part of

Oldcastle BuildingEnvelope® (OBE);
when Arch Aluminum & Glass was still a
family-owned and operated entity, there
was United Glass Corp. (UGC). Formed in
1999, UGC was a group of companies that
began with ten founding members: Glass-
Werks Group, Los Angeles; Hartung Glass
Industries and Lami Glass Products of
Seattle; Louisville Plate Glass of Louisville,
Ky.; Mid-Ohio Tempering of Columbus,
Ohio; PDC Corp. of Detroit; Perilstein Dis-
tributing Corp. (PDC) of Pittsburgh; Tem-
pered Glass Inc. of Atlanta; Thad Ziegler
Glass Inc. of San Antonio; and TFC Inc. of
Louisville, Ky. Jim Bradford, formerly pres-
ident of AFG Industries in Kingsport,
Tenn., joined as president and CEO. At its
start, UGC operated 37 facilities in the
United States and one in Canada.
“It will be interesting to see how this

company changes the industry,” wrote
USGlass publisher Debra Levy in her
August 1999 column.
Interesting indeed. Thad Ziegler soon

bought his company back in 2000; Randy
Steinburg followed in 2002 buying back
Glasswerks; Nick Sciola, president of Har-
tung was next, in 2004. In 2009 Bill Stone,
president of Louisville Plate Glass, bought
back his company as well. And in 2010
UGC made the decision to close the Mid
Ohio Tempering operations. Bradford ex-
ited the operations in 2001.
Throughout the 2000s the industry

saw further consolidations. Both OBE
and Arch were aggressive in pursuing
and acquiring regionally owned and op-
erated glass and curtainwall fabricators,
and eventually, glazing contractors.

Then there was the brutal economic
downtown. The once thriving Arch Alu-
minum & Glass filed bankruptcy in 2009
and, in 2010, was purchased by Sun Cap-
ital (a company that had also purchased
the former Carolina Mirror in 2000).
These purchases were only the beginning
for Sun Capital, which bought both Vitro
America and what was left of UGC in
2011. It was during this time that the in-
dustry got to know Grey Mountain Part-
ners, which over the course of a few
months, acquired seven companies in the
glass industry, now operating them as
Consolidated Glass Holdings. 
And there have been others. Craftsman

Glass in Houston was acquired by
Cristacurva in 2010, and Joe Santelli, who,
in 2005, started Santelli Tempered Glass in
Monessen, Pa., ceased operations in 2012. 
Most recently, Dlubak Corp. in

Blairsville, Pa., filed Chapter 11 bank-
ruptcy last month.
Bill Stone, president of Louisville Plate

Glass, and one of the original founders
of UGC, is more than familiar with how
quickly companies are changing.
“Today fabricators are much more

aware of the importance of both costs, ju-
dicious issuance of credit, and are using
far more discretion with the purchase of
equipment. While business is improving
over recent years the pie is much smaller
than pre 2008,” he says. “The independent
at this time is beginning to garner more
sophistication regarding return on in-
vestment when considering an expansion.
If you are in the business and not danger-
ously leveraged you should be okay but for
those considering a new investment there
are better opportunities elsewhere.”
The industry—particularly the role

and composition of the independent
glass fabricator—has changed. But
what spawned all of this?
“We certainly saw independents con-

solidating and pooling resources as well
as [seeing] acquisitions by the larger fab-
ricators. The increased purchasing power
of these consolidated organizations cou-
pled with global economics has impacted
the supply chain, and consolidation or re-
duction in the supplier base has also been
evident,” says  Ren Bartoe, director of
glass and industrial technologies with
Vesuvius in Pittsburgh.

Peak Performance
Bob Brown spent 40 years in the glass

industry, retiring from Virginia Glass
Products in Martinsville, Va., in 2002. 
“Since the mid-to-late 1990s the

rapid increase of fabricators has gotten
close to its zenith—a saturation point
for capacity in the U.S. and North
America,” he says. “The availability of
less expensive heat-treating and lami-
nating equipment led some companies
to acquire and operate said equipment.”
Brown continues, “This expansion of

fabricating equipment—lots with folks
new to the fabricating business—created
a lot of regional and local fabricators. Many
of these had always been consumers of
fabricated glass products in their previous
environment.  Some were successful but
some have fallen flat with their new prod-
uct lines and business concepts.”
But  independent fabricators are unique.

Many of these companies are committed
to standing strong and doing so without
the backing of larger corporate entities.
These companies find much of their
strength in the benefits of being small.

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


StandardBentGlassCorp.(SBG) inBut-
ler, Pa., is no stranger to acquisitions; the
company’s co-owners, the father and son
team of Mike and Kent Hartley, have ac-
quired and sold a number of companies.
But through it all the two are committed
to keeping SBG in operation as a specialty-
focused, independent glass fabricator.
“We make very special products (bent

tempered glass, heated glass, Department
of Defense [DoD] certified glass, high-end
decorative glass) on a national and inter-
national platform and it takes a certain
understanding of the requirements and
the process in order to do it correctly,” says
Kent Hartley. “It’s not a product or a mar-
ket where you can just decide to make
vanilla products at 20 locations across the
country. The knowledge is unique to both
make and sell the products; the equip-
ment is unique and I think the overall SBG
philosophy is different. 
The Hartleys purchased SBG in 1993.

The company had been in business since
1936, primarily focused on bending
monolithic glass, eventually expanding
into safety laminated bent glass. Jeff
Nichols, vice president of sales and mar-
keting, explains that the company was
founded by Archie Schottland who
added value to his glass by bending it in
sand/clay kilns—some of which the
company still uses. When Schottland
died his wife inherited the company and
eventually the Hartleys took ownership.
It was under their direction that that
SBG’s mainstay of bending glass began
to change. Today the company has ap-
proximately 100 employees and operates
in a 160,000-square-foot facility where
it focuses on producing an assortment
of decorative glass products. 
“The Hartleys quadrupled the business

during that time and we saw sales growth
and more market share,” says Nichols.
Then in 2000 they made their first ac-

quisition, acquiring Globe Amerada’s ar-
chitectural glass division. The company,

which was renamed Global Security
Glazing, produced security and hurricane
glazing products as well as other lami-
nates for architectural and transportation
markets. In 2012 that company, though,
was sold to Grey Mountain partners. 

A New Face
Without question, acquisitions, con-

solidations and roll-ups have changed
the face of the glass and metal industry.
“It’s been interesting,” comments

Nichols of these changes. “And in some
cases it didn’t work out. We’re [focused
on] niche, value-added work and so
we’re less sensitive to pricing than some
of the commodity fabricators as we
have fewer direct competitors.”
“The consolidation has created more

of a corporate type of industry versus
the old network where we all knew each
other and did work and struck agree-
ments on handshakes and knew the
owners of all our suppliers and com-
petitors,” says Hartley. “It felt like a much
smaller industry than it does today.”
Tim Moore, senior process engineer

for SBG, is all too familiar with consoli-
dations and roll ups. He previously was
the technical services manager for Arch
Aluminum and Glass and prior to that
spent 15 years at PDC Glass and Metal
Services/UGC before joining SBG in 2009. 
“We’ve seen general commercial fab-

ricators try to come into niche markets,
but they’ve not been terribly successful,”
says Moore.
He adds, “We’ve seen a lot of people

move around; but the common thread
[looking at the] independents those guys
are all there,” he says, explaining that with
the independent fabricator the leadership
has remained stable, while with some of
the larger companies it often changes.  
But be it acquisitions, mergers or

consolidations, both Hartley and
Nichols think this is a path on which
the industry will likely stay. 

“I believe the days of the smaller inde-
pendent fabricator are nearing an end,”
says Hartley. “I assumed that after 2008
independents would come out of the
rubble and shine--and I still believe this
would have been the case--but the mar-
ket was down for too long. Many of the
remaining independents could not sus-
tain the continued downturn in the econ-
omy over the four- to five-year period
and had to close their doors. ”
Hartley adds, “Independents always

have much better flexibility with the
customer and typically can react to

Standard Bent Glass Continues to Thrive by
Serving a Unique Marketplace Niche

by Ellen Rogers

continued on page 48
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Standard Bent Glass combines curved
glass with laminated, decorative
fabrication techniques to create
products for niche markets.
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changes in the market quicker.”
Nichols agrees that the flexibility

within a smaller organization can be
one of its greatest strengths.
“Smaller companies can manage to

make quick decisions, whether about
changing the schedule, work lead times,
personal service,” he says. “Being more
flexible, you can make quick decisions
and service immediately.”
That flexibility to make decisions

quickly is beneficial not only for cus-
tomers, but also internally. One exam-
ple came when it was time to upgrade
the company’s chillers that are used for
the autoclaves. Moore had the idea to
tap into a well to generate power geot-
hermally for the plant. “That’s a decision
you can do as smaller company—a
quick decision,” says Moore. “From the
standpoint of cost saving, efficiencies,
we had to do an upgrade to the chillers
and we had received astronomical
quotes, from $250,000 up to $500,000 to
replace the equipment.” Moore had the
idea, though, to explore geothermal. He
got in touch with some experts, who put
together a test board to see if it would
pay off and once that was done, for
about a $50,000 investment, “if you
want to see chillers you can’t; they’re in
the ground,” says Moore. The new sys-
tem is connected to autoclaves as well
as the waterjet line.
“The potential is there for use with

other areas for HVAC control,” says
Moore. “It was a solid investment.”

Meeting a Need
Nichols says one of the biggest things

that has helped the company grow is that
it has several markets into which it can tap. 
“We’re not just architectural [glass];

we’ve had several markets to tap into,” he
says, noting the company’s work in areas
such as security glass, the display case
market and transportation, among others.
One big move for SBG came in 2008

when it became a licensed fabricator of
DuPont’s SentryGlas Expressions, a deco-
rative, printed polyvinyl butryl. The com-
pany is continuing to explore a variety of
decorative possibilities, and Nichols says
expanding into the growing segment has
opened market share and new opportuni-
ties to work with designers. However, he’s
quick to add that serving a niche market
takes more effort and focus compared to
those that are more of a commodity. Ac-
cording to Nichols, some larger companies
have ventured into the decorative, niche
market in the past, but have not survived.
“They see it as market, but a small mar-

ket, and they often find they can’t main-
tain it,” says Nichols. “So the competition
is limited. This is labor intensive work that
goes into [making these products] so
hopefully we can capture better margins
than commodity companies.” 
With that said, it can also be difficult

to hire and retain good employees.
“It can be a challenge, especially with

custom products because it requires a
lot of trained labor,” says Nichols. 
The company’s diverse product of-

fering was also instrumental in seeing it
through the recent recession.
“We were fortunate to have consider-

able DoD work in the 2008-2011 time-
frame to assist us with the downturn of
the architectural economy,” says Hart-
ley. “Now with the downturn of the DoD
we are hoping the architectural market
continues to improve.” 

Forward Thinking
In order to survive and thrive, inde-

pendents must bring something to the
table that no one else—particularly the
larger players—can. And for SBG it all
falls back on service.
“We know our products, we’re service-

oriented and are able to lead customers
in the right direction,” says Nichols.
“Most glass contractors that call us for
curved glass are rarely using it; a repeat
customer might be one every three years.
So we want to make the process easy.”
Looking ahead, the team at SBG

plans to continue growing and diversi-
fying to strengthen its capabilities.
“The future will be impacted by the

energy codes, which I assume will con-
tinue to push coating technology and I
am sure consolidation will have a con-
tinued impact—think about how much
it has changed since 2003,” says Hartley.
“We have been here since 1936, 77 years,
I trust SBG will be around for another
77 years as long as we remain flexible,
look at new products, new markets and
focus on our customers.”
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Left: The father and son team of Mike (right) and Kent Hartley bought Standard Bent Glass in 1993 and have grown the
business by diversifying operations. Right: Jeff Martincic, graphic designer for SentryGlas Expressions, has a background
and education in graphic design, but experience in printing equipment and technology, as well, that has helped the company
develop this product segment.
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“Without my dad,Dillmeier Glass Co.
wouldn’t be the company we are today,”
says David Dillmeier, president and
fourth-generation family member to run
the Van Buren, Ark.-based company,
which is focused on niche glass fabrica-
tion, serving retail store fixtures, office
space, and architectural applications in
both the United States and abroad. The
company’s products include everything
from clear glass to acid-etched,
silkscreend, mirror and its recent addition
of backpainted glass. Dillmeier says his fa-
ther, Robert Dillmeier who retired two
years ago, has instilled in him the idea that
keeping money for the tough times and
being ready to capitalize when an oppor-
tunity arises is key to a successful business.
That is what the company did in 2009

when sales were down 50 percent. David
Dillmeier says his company prepared for
the downturn in the economy and the
glass market. He had attended some fi-
nancial seminars where economists
were predicting what was to come. 
“We froze salaries and bonuses. We re-

ally watched what we were spending. It was
18 difficult months, but then we started to
see business pick up again,” he says.

Be Sure to Diversify
Even when not facing a down econ-

omy or slow market, independent fab-
ricators can struggle and may be
forced to close. Dillmeier says it is im-
portant for them to manage their ac-
counts receivable and to make sure
they are not too financially exposed if
one or two of their customers find
themselves in a financial bind. 
While Dillmeier feels that many in-

dependents face the misfortune of not
having the capital to invest in new
products, he feels a strength that many

do have is their ability to adapt to a
changing glass environment.

Acquisition and Expansion
Diversifying its products and capa-

bilities, is something that the Dillmeier
family has done well with its company.
It has owned an independent glass fab-
rication business in New York since
1933 with William Dillmeier, Sr., and
William Dillmeier, Jr., running the com-
pany before Robert and David. Robert
Dillmeier decided to take the company
in a new direction in 1980 and bought
the glass manufacturing plant from
AFG Industries located in Fort Smith,
Ark., despite being 1200 miles away; the
company did not want to lose its main
supplier of glass since the 1960s.
David Dillmeier says his company

does just about everything when it
comes to glass fabrication—cutting,
drilling, edging, grooving, precision
hole drilling, and more. 
It works with other suppliers for bent

glass and beveled glass. 
“We partner with others on regional

and national levels and have some very
special relationships,” he says.
Dillmeier Glass has added many of

these capabilities since the acquisition of
the Arkansas manufacturing plant in
1980. The company expanded its manu-
facturing facility in 1990 to 70,000 square
feet in Fort Smith, but the facility re-
mained bound by property lines. In 2006,
Robert Dillmeier decided to move the
manufacturing facility six miles to Van
Buren, Ark., where the company owns 20
acres. This move and expansion cost the
company approximately $1 million. 
But expansion did not end there. The

company finished a 12,500-square-foot
expansion at the end of July. It has al-

lowed the company to manage its raw
glass inventory more efficiently and to
make room for a new roll-coating paint
line. David Dillmeier says the cost of this
expansion is, “$500,000 and rising.”

Focusing on
Customer Needs
SupervisorPamAlstonwhohasworked

for the company for 25 years, recollects the

Fourth Generation Independent Glass Fabricator
Capitalizes on New Opportunities
by Samantha Carpenter

continued on page 52

James Smith, who has worked for
Dillmeier Glass for 2 ½ years, does
some preventative maintenance on one
of the company’s Bensa machines.
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changes the company has gone through
since she first began work there. “We only
ran small glass. It was slower [paced],” she
says, adding that now, the company does
a lot of special projects.
Alston refers to a trend in the glass

industry that Dillmeier has seen for his
company over the past decade. He says
his company has to be more of a part-
ner to develop the right solution for the
customer, which often equates to
“more responsibilities, [faster] turn-
around times, and custom work.”
Dillmeier recalls an instance when a

customer really needed help on a project. 
“A customer needed tempered glass

within 12 hours and delivered on a
Sunday, we made it happen,” he says.
This instance directly correlates

within David Dillmeier’s philosophy of
doing whatever it takes to make the
customer happy, and he relies on his
employees to help make this happen,
even if it means working late, extended
hours, or on the weekend.

The Right Fit
Howdoes the company find such re-

liable employees?
“We hire temps first, so we can really

get a look at [a prospective full-time]
employee, and they can get a look at us.
We are a family business. There are a lot
of situations when things happen out of
our control. Our employees really appre-
ciate [when we empathize with them],
and we have been able to accommodate

some employees through some tough
times.”
Cody Tran, plant manager who has

worked for the glass plant for 33 years, af-
firms that Dillmeier Glass management
really does care about the employees. 
“They [the Dillmeiers] are the most

generous, nicest people,” Tran says. He
recollects a time when an employee’s
family could not afford to pay for a
child’s funeral, and the Dillmeiers
paid for it.
Currently, the manufacturing plant

works three shifts and has approxi-
mately 60 full-time employees, and 40
temporary employees. 
Tran says by hiring everyone first on a

temporary basis the company is able to
see the employee’s work ethic. Can the
person do the job? Does the person have
a good attendance record? Those are
questions posed when the decision is
made to hire a temporary worker on as
full-time. 
Stone Crafter machine operator Dil-

lon Rogers has been a temporary em-
ployee with the company for a couple
months. He worked in a fiberglass plant
before this position, and says he hopes
that this leads to full-time employment.
“There is more knowledge to be learned
and more room for advancement to gain
here,” he says.
Dillmeier entrusts much to his em-

ployees at the Arkansas plant. He runs the
company’s corporate office out of Garden
City, N.Y., and visits the plant monthly.

Garrett Ames, the company’s head of
sales, is located in Providence, R.I. 

Technology Makes
Distance a Non-Issue
While the company has remained

fiscally conservative through the down
economy, there have been many con-
solidations, roll-ups, acquisitions and
closures of independent fabricators.
Dillmeier says he believes this trend
will continue. 
“There is cash on the sidelines that

people are looking to invest and people
are looking for non-stock invest-
ments—real brick and mortar invest-
ments as private equity groups look to
invest cash,” he says.
While there have been many consol-

idations, there have also been new in-
dependent fabricators in the market.
Dillmeier says this new competition
continues to make companies be the
best businesses they can be and oper-
ate as efficiently as possible. He believes
the competition will only get tougher.
When asked if his company has ever

been approached by another company
to consolidate or to be acquired,
Dillmeier says, “I have been ap-
proached, but I feel an obligation to my
family and a fifth generation to con-
tinue the business and pass it on to my
kids, [Sean, Luke, and Chris]. I don’t
know if it will be the exact path, but
that’s what I would like—to have a fifth
generation running the business.”

Left photo: A Billco machine operator takes the dried glass off the conveyor. Right photo: Dillmeier Glass often hires many
of its employees on a temporary basis before bringing them on full time.
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Arthur Berkowitz sees the glass in-
dustry’s first consolidation period many
years ago as a deliberate one, based
more on long-term corporate strategy
than dire financial necessity.
But it was the most recent second con-

solidation period – this one predicated
by corporate financial distress - that re-
ally changed the face of the industry
with the elimination of so many inde-
pendent glass fabricators. But the presi-
dent of J.E. Berkowitz L.P. (JEB) takes
great pride in the fact that his family-
owned company is not only standing fol-
lowing the tough times, but thriving.
Based in Pedricktown, N.J., JEB

emerged from the recession in a rela-
tively strong position after planning ac-
cordingly during the 2009-2011 stretch.
“I like to think that we came out of

the last recession in a lot stronger posi-
tion [than some of other independent
fabricators],” Berkowitz says. … “We
didn’t take any shortcuts.”
His company’s continued success is a

stark contrast to that of many other in-
dependent fabricators, many of whom
either closed or were left financially vul-
nerable during the lean times and forced
to yield to bigger name companies.
The glass industry’s first such consoli-

dation period came years earlier, but was
strategy-driven rather than financially-
driven, the JEB president notes. Compa-
nies such as Oldcastle Building Envelope®
(OBE) had distinctive plans in mind
when they first sought to add smaller en-
tities under their corporate umbrella.
Things were decidedly different during

the most recent economic crisis as corpo-
rate financial distress fueled by a precipi-
tous drop in demand forced the hands of
many companies into capitulation.
There were no such problems at JEB,

thanks in large part to Arthur
Berkowitz’s foresight. He says that busi-
ness is now “surprisingly good,” although
he is quick to also point out that other
independents continue to fare well, too.
Chief among his fateful decisions was

his resolve to trust his own experience
and gut feeling and dispel serious doubts
from the bank when he opted to invest
seven-figures in capital to continue buy-
ing sophisticated, new equipment even
when the economy was down.
“There was no obvious ROI,”  Berkowitz

says. “There was no return on investment,
but I didn’t want to be short-sighted. We
needed to be state-of-the-art.”
The financial gamble of sorts proved

spot-on, as JEB’s array of technological ad-
vances at the company’s centrally-located
facility within easy servicing distance to
all the major cities in the northeast corri-
dor made the company uniquely qualified
for some high-profile and lucrative jobs.
Certified with the International Quality

and Service Standards set out by ISO
9001, JEB recently received a contract to

supply more than 400,000 square feet of
insulating glass units (IGUs) for the con-
struction of The Tower at PNC Plaza, a
new 33-story highrise in Pittsburgh. The
units for the new world headquarters of
the PNC Financial Services Group will
boast PPG’s Starphire® ultra-clear glass
and Sungate ® 400 passive low-E glass.
The building’s double-skin façade

will feature laminated glass and dual
IGUs fabricated by JEB to help the
structure achieve “net-zero” energy sta-
tus for more than 40 percent of the year. 
Berkowitz attributes part of his

company’s success to its ability to
adapt to an ever-changing market. JEB
was synonymous with mirrors when
Jacob E. Berkowitz first founded the
company in 1920, and was still nearly
exclusively focused on building prod-
ucts when his son, Edwin J. Berkowitz,
began overseeing daily operations.
The company remained a “100-per-

cent wholesale distributor” when

Family Owned Independent Glass Fabricator 
J.E. Berkowitz L.P. in Relatively Strong 
Position Thanks to Proper Planning
by John Hollis

continued on page 54

J.E. Berkowitz has provided the glass for many projects, including the Omni
Dallas Hotel and Convention Center.
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Arthur Berkowitz later followed in the
steps of his father and grandfather and
assumed control of the company in the
mid-1980s. The third-generation
Berkowitz quickly recognized changing
market conditions and immediately
took steps to make sure the family busi-

ness remained viable in the future.
That meant moving the company in

2006 to its current 23-acre site in the
shadows of the Delaware Memorial
Bridge, where it operates in a 200,000-
square foot facility, employing more
than 250 people and operating with
what the company describes as “the
newest and most precise glass fabrica-
tion equipment.”
Architectural glass fabrication capa-

bilities include insulating glass, heat-
treated glass, silkscreen and spandrel
glass, laminated glass, all-glass doors
and entrances and point-supported
glass systems and canopies for both the
domestic and overseas markets.
The company’s three vertical, auto-

mated Lisec insulating glass lines are
equipped with robotic sealing, treated
water for washing, on-line argon gas fill-
ing capability, on-line edge deletion for
coated products and continuous bent
spacer frame manufacturing for both
aluminum and stainless steel frames.
In many ways, JEB’s consistent suc-

cessful adaptation to the ever-changing
market conditions around it mirrors
the change in personal athletic endeav-
ors the company’s president has also
undergone as life changes for him.
“I can’t play basketball anymore,”

says the company’s youthful-looking,
60-year-old president and former Divi-
sion III college basketball player. “I did-
n’t want to get hurt, so knew I had to
find more low-impact sports like road
biking, swimming, tennis or triathlons.
“It’s like business – you have to evolve

and change.”
But the company’s bottom line has

always taken a back seat to the welfare
of its employees, says Arthur Berkowitz.
They have been and remain a family

business, he says.
It still remains to be seen who the next

Berkowitz might be to follow suit and
guide the family firm into its next cen-
tury. Arthur Berkowitz has three adult
children – two daughters and a son – but
none are entertaining such aspirations.
At least not yet anyway.   �

Arthur Berkowitz, president of J.E.
Berkowitz L.P.

SEE US AT GLASSBUILD AMERICA
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A ttila Arian is a rarity in the glass industry. The pres-
ident of seele Inc. in New York, he worked on the gen-
eral contracting side of the construction industry

until just four years ago.
“I am one of the few who have switched sides,” he says. But

the glazing industry, he says, was appealing. “As a general
contractor you look at curtainwall contractors as the trade
that typically gets what they want.”

Though Arian is originally from Germany, he had worked
in the U.S. with AT Construction and Development before
making the move to seele, which is also a German company. 

“It was a good switch because I had an understanding of
both German and U.S. systems,” he says. 

As he tells us over the next few pages, the U.S. glazing in-
dustry is very different than Germany’s. seele, however, is a
company that thrives on such challenges. In recent years the
company has been carving its own little niche here for spe-
cialty glass and construction work—and is showing no signs
of stopping. Arian spent time talking with USGlass magazine
editor Ellen Rogers about some of the company’s develop-
ments, challenges and the direction in which it is headed. 
USG:What are some of the biggest differences you see

when comparing the U.S. glazing industry to Germany’s?
Europe? 
AA: In Europe the construction contracts are based on a

comprehensive set of rules, regulations and standards. For ex-
ample, in Germany the so-called VOB book of law regulates
the entire contracting process from bidding to the final ac-
ceptance of the work. In the U.S. everything revolves around
the contract and the parties have to be very diligent negotiat-
ing the terms as there is very little outside of the contract on
which they rely. In Germany contracts are smaller because of
the whole legal system regulating it. Likewise, contract inter-
pretation is more complex in the U.S. There is also a different
methodology of project management. In the U.S. people like
to coordinate on the fly verbally and in Europe everything is
mostly written, which is good for record keeping, but it also

creates a more combative nature; when you’re not face-to-face
you tend to be more courageous. So there is an apparent soft-
ness in the U.S. when it comes to projects. Project management
is an integral part of glazing because, as the contract glazier,
you are always on the critical path of the project: you are en-
closing the building and everyone is looking up to you … to
hold the schedule, etc. Building envelope contractors are the
trade through which architects see most of their expressions
and visions realized. So it can become a challenge to balance
requirements of the architects and the general contractor. It all
boils down to solid project management as the key.
USG:What’s it like operating here in the U.S., but still

having corporate headquarters in Germany?
AA: It’s a big challenge, not only because of the geographic

distance, but because you have to bridge cultural differences as
well. The way [business is] done in the U.S. is different than in
Germany so our role is to be the voice of the project internally
while making our methodology palatable to contractors and
our partners. It’s like you are an ambassador to both sides so
it’s important to have a deep understanding of the needs and
wants of each side as well. For example, during project phases
in the U.S. there is a lot of brainstorming that takes place. The
German engineer thrives at finding solutions to difficult prob-
lems and he demands a quiet time to work on his assignment
and does not like to participate in brainstorming sessions dur-
ing that time. Then he comes back with the final solution. In
the U.S. people get nervous when one party is quiet and they
assume he’s not working on the project. We are being contracted
in the U.S. because of our German engineering; they want to
see German fabrication and material arrive from Europe. 
USG: seele has grownquite a bit as a contract glazier in

North America. What do you think has contributed to
this growth? 
AA: The growth has to do with becoming established here

and becoming courageous enough to take on larger proj-
ects. We see more and more projects built in the U.S. that fit
the portfolio of our company. At the same time a lot of in-

More than 
an Ounce 
of Courage
Attila Arian Sets High Goals for seele’s U.S. Growth, and Beyond

by Ellen Rogers
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ternationally operating architects with whom we have es-
tablished relationships are working in the U.S. now. The lat-
est innovations in glass fabrication, which is our core
competence, has created new opportunities for the archi-
tectural community. The larger glass sizes are becoming
more attainable to architects so we’re seeing a broader use
of that technology in the U.S. 
USG: Does the company do as much work in Europe

as a contract glazier as it does in the U.S. or is it more fo-
cused on fabrication? 
AA:Right now we feel the need to focus more on glass fab-

rication. More than 90 percent of our work is design, engi-
neering, installation and project management of entire
projects, in both the U.S. and globally. 
USG:During theAIA show youwere focused on show-

ing the company’s fabrication abilities. Why did you de-
cide to grow that presence here? 
AA:We do feel the glass we are supplying adds value to both

the architectural community and contract glaziers. We realize
there are smaller projects where we don’t have enough pres-
ence and even if we’re just supplying the glass we could help
others bring the design intent to fruition and create more im-
pact. We are only one glazier in the country; and feel there are
others that would love to buy glass of these [large] sizes and put
them into their projects. We have found that sometimes even
our competitors will sub[contract to] us for certain glass types.
USG: That takes us tomy next point.As you grow your

presence in the U.S. as a fabricator, it may create situa-
tions where you’re supplying glass to contract glaziers
who would otherwise be competitors. How will you work

through situations such as this? 
AA: Let’s say we bid a job, and part is a complicated store-

front in combination with unitized curtainwall. There are lots
of good glaziers that could take the whole job if they have the
resources. We could add value with the glass, but we do not
do unitized systems. So by working together we could add
value, just providing glass or working jointly on the engi-
neering for the storefront. We have learned that it is better to
have a small piece of the pie rather than pie in the face. It can
create some sticky situations, but we address these up front
with integrity and through open communication. If a com-
petitor has a job and does come to us for glass, we set the rules
of conduct together with the contractor and accordingly.  
USG:As you grow here,one thing to think about is the

lead time. How can seele make sure customers are still
receiving their glass on schedule? 
AA:We are operating primarily in the area of custom fabri-

cation, and are not tied into huge, long lead times. We can react
relatively fast and try to make up for extended delivery time
through sea freight. Often, the glass already is supplied from
Europe so we feel there will be no disadvantage with glass com-
ing [to the U.S.] from Europe. Also, we are very experienced in
importing, shipping and handling glass from Europe and are
able to be more efficient. Besides the know-how to ship, import,
etc., we can, if need be, provide advice on installation or even do
the installation … what we have is more like a custom shop.
USG:What are some other challenges of fabricating in

Europe and then supplying for a job in, say, Chicago? 

continued on page 58

seele is focusing its fabrication
capabilities on supplying niche
markets with specialty glass products.
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continued from page 57

AA:You rarely can supply just a piece of glass.There is al-
ways some engineering that goes along with it; that is a part
underestimated. Someone needs to double check if the glass
needs a certain make-up, if the coatings are properly done,
etc. There is a lot that goes with the type of glass we supply
that encroaches the engineering area and that is another area
where we can help and support. One thing I feel is that the
type of engineering available for specialty glazing in Europe
is not yet as available in the U.S.
USG: Do you think U.S. glass fabricators will be nerv-

ous about the potential of a new competitor in seele?
AA: I don’t think so because our market niche is currently

not covered. Sometimes we get inquiries from certain con-
tractors and fabricators when they realize that they can’t do
something, so we can partner with them. It does not make a
difference if we supply to another glazier or fabricator. We
have no intention to compete with the enormous glazing fab-
ricators; we want to cover the specialty market that we un-
derstand. There are many projects where the general
contractor has an existing relationship with a contract glazier.
They like to work with who they know. In such a case, they
could work with their contract glazier for all of the glass, but
also then work with us for their specialty glass needs.
USG:What are some of your growth/future plans as

far as the possibility of bringing fabrication here as well? 
AA: The fabrication of this type of glass is very engineer-

ing-intensive. The challenge, though, is finding a supply of
engineers who have the level of expertise to work in our mar-
ket niche. There are more in Europe and that is why we’ve
been holding off. Fabricating in the U.S. has its advantages;
the fabrication though goes hand-in-hand with engineering.
The challenge is to establish the same level of engineering

that we have in Europe.
USG:Which projects has seele glass been used on in

the U.S.?
AA:We supplied the tallest hurricane tested glass for the

Miami Art Museum. Also, if you look at the Institute of Peace,
the glass dove on the roof, was our glass, and an example of
the type of work we do.
USG: During the AIA show we asked you about plans

for that massive lite of glass you displayed (see the July
2013 USGlass, page 46) and whether it—or glass of its
size—was going to be used in any projects here. You did
not say yes or no; is there anything you can share now
about where that glass is? 
AA: There are some high-tech companies taking on pres-

tigious buildings with unique architecture and calling for
maximum transparency. That panel specifically, though, is
in a warehouse. I would like to be able to put it on display be-
cause I think it’s something people should see. 
USG: Speaking of that huge piece of glass,howmuch of

a demand do you think there will be for glass of that size?
AA: I am not anticipating a huge demand. Displaying that

piece was like when car manufacturers do a study car where
they put something out that’s really pushing the envelope to
serve as inspiration. How far can we go today? It’s good to know
how far technology is feasible. And, not everyone can afford
that size of glass. We do see areas where an unobstructed view
is important, such as in a high-end residence. I don’t see full
curtainwall facades equipped with glass of that size. 
USG: One of the challenges the U.S. market has been

facing is a movement by some groups to decrease a

continued on page 60

The company’s fabrication
capabilities range from drilling

holes to massive laminated
glass production.
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continued from page 58

building’swindow-to-wall ratiowhichwill in turn,reduce
the amount of glass used. How can you take glass of this
size and make it high-performance/energy-efficient?
AA: I think energy efficiency,especially in theU.S., is a very

valid and legitimate concern. We feel a good balance between
energy efficiency and transparency needs to be found. But I
don’t see jumbo sizes having major use in big towers, but there
are certain areas such as storefronts, glass cubes, vestibules,
etc. where the design calls for a particular statement.  
USG: Obviously, increasing transparency has been a

huge trend; what are some other trends you are seeing?  
AA: Speaking of energy efficiency, which is a big topic in

the U.S., [there is the use of] onsite photovoltaics. A lot of en-
ergy is wasted through non- performing building envelopes
and there is a gap that needs to be filled with innovation and
education. Another is that the glazing industry as a whole
has become more international. There is more participation
and more products globally. The contractors who are suc-
cessful are the ones looking for the best possible materials
around the world. It’s becoming more and more noticeable in
the U.S. that the traditional glazier will have to face not only
international competition, but also increased challenges
from an international supply chain. And we do see glass be-
coming a more integral building component, a structural
component, and that brings back the whole engineering
[component] which could be a challenge for some glaziers.
USG:What do you think of the announcement recently

that Benson was acquired by MiTek? 
AA: This type of deal is normal for the industry.We are

coming out of a recession, companies are coming back and
it’s natural to expand and merge, so I am not surprised. We
have always looked at Benson’s work with a lot of respect.

USG: Speaking of consolidation, the industry has seen
quite a bit of it, even among contract glaziers. Do you think
there will still be regional contract glaziers in ten years? How
do they compete with the large, well-financed companies?
AA: Yes, I think they are filling an essential role in themar-

ket—they are filling a gap a [larger company] can’t fill di-
rectly. I feel the regional contract glazier is essential to doing
regional projects and at the level needed, as well as in pro-
viding a service for after-installation needs. The big guys are
not interested in going back to do, for instance, replacement
work. As far as competing, the well-financed companies typ-
ically have certain volumes of business they do; smaller proj-
ects require dedication and service that might fall on the
sidelines if all the contractors are big. The high-end residen-
tial market, for instance, is lucrative and growing and the big
guys aren’t really looking at that. 
USG: seele is also known to work with local contract

glaziers as subcontractors. What do you look for?
AA: We look for quality.For installations, it is good to work

with a local glazing contractor who also has the local ex-
pertise of the market. We like to work with them as they are
the ones who can help us around the project. 
USG: If you were a local contract glazier how would

you compete?
AA: I would look for a niche and what I could do better

than others—that’s an answer everyone needs to have. Some
have an efficient way of installation; others have fabrication
capabilities and can respond fast; focusing on that area is the
key. Another thing is learning to say no. Don’t tackle any job
at any price. There are still glaziers struggling because they

continued on page 62

Arian says he expects the company to
continue moving forward as a fabricator
and supplier of custom, specialty glass
products, including jumbo sizes.
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continued from page 60

took unviable jobs during the recession. It is critical to know
what weapons you have and when to use them. Have the
courage to make a statement. Also don’t leverage too highly.
The recession showed us that those who stretched too thin
with capital and work capabilities are the ones with the
biggest problems.
USG: Another topic that has been very much in the

news is the anti-dumping duties on curtainwall. What
are your thoughts on this? 
AA: I look at it as a political issue.As painful as it may be,

it hurts the economy in the long run to limit competition.
Look at steel, which has always been within a protected class
of building materials. Any regulation of the market is limit-
ing. Competition is healthy to the market; as a businessman
I learned that you can only become better at what you are
doing when you face competition and always strive to be bet-
ter at what you are doing than everybody else.

Contract glaziers have been scratching their heads over the
connection between glazing work and the financial market.
For example, when I look at high-end retailers, they used to
change the face of their stores every ten years and they spent
a lot of money to do so. Now that has been reduced to five
years, but in doing it more often they are watering it down,
making it simpler and cheaper. So I think if there was a way
to provide something like leasing [as with a car], contract
glaziers could approach the retailers with the option to make
a payment upfront and then have them pay the rest over the
lifecycle of the storefront. It’s a way to outsmart competition
while creating value to the client. Instead of a huge upfront
investment, the owner will make payments when the added
revenue from the new look has already kicked in. In return
the contractor will not be nickled and dimed.

USG:What do you think are some of the pros and cons
of doing custom work opposed to working with differ-
ent suppliers? 
AA: The challenge with customwork is you cannot 100-per-

cent plan for the future. You always have a bottleneck with capac-
ity. Custom business is non-scalable and that requires a different
method of managing the business and looking at projects. You
need to take only what you can chew and you do have to some-
times stop bidding for jobs, which is very painful. Every little piece
[of glass] has to go through a serious engineering effort.

Also, with specialty work, the workforce has to be special-
ized. With custom work, you cannot add more people when
you have more work and reduce when you don’t. Our experi-
ence is you can never have enough qualified people. As I said
before, there is a limited supply of engineers out there.
USG:What do you think are some of the things that

seele does that makes it a unique operation? 
AA:What really makes us unique is that we are, across the

board, courageous people. We grew by taking work that others
felt was too risky and could not be accomplished. We have a
lot of people working for us here because of the challenges the
projects present. It’s all about pushing the envelope. We find
something in every project where we can bring a certain value.
USG: If we had this same conversation a year from

now, what would be different? 
AA: We will have an established and solid glass supply

business. It is our goal to put an effort into becoming the
prime source in the glazing industry for jumbo size and spe-
cialty glass. We will continue with the high profile jobs we’re
doing in the U.S. Personally, I would like to have an impact in
Canada where we’ve not been present in the past and feel the
demand is there for our type of work.   �

Some of seele’s U.S. projects
include a glass canopy at

Lincoln Center.
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COSTRUZIONI MECCANICHE BESANA S.p.A.
Plant:   Strada Comunale Mombello - 21033 Cittiglio (Va) - Italy  

Tel. +39 0332 626203 - Fax +39 0332 626243
Office: Via Appiani, 9 - 20121 Milano  

Tel. +39 02 6554888 - Fax: +39 02 6595679 
www.cmbesana.com  - e-mail: info@cmbesana.com

USA Branch:    BESANA - LOVATI Inc.: 2570 Viceroy Drive 
Winston - Salem, N.C. 27103 USA
Tel. + 1 336 7685504  - Fax. + 1 336 7687549
e-mail: BesLov@aol.com - www.besanalovati.com

West Coast:    Tel. + 1 562 6963607  - Fax. + 1 562 6961678

Glass is very fragile, yet the machinery for handling
glass must be extremely rugged...carefully and 
deliberately engineered with working muscle to spare.
Glass working machinery is subject to a constant spray
of water and grit, yet it must deliver reliable power and
precision and be designed for dependable around-the-
clock operation.
You can afford to break a piece of glass but you can’t
afford machinery breakdown.
Besana Machinery delivers on all these counts...and
does it with muscle to spare

R8 TA

R9 TS

R11TS

SEE US AT
GLASSBUILD

AMERICA,
BOOTH #1045
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Whatever your needs
may be—coatings,
machinery, hardware,

supplies, glass, curtainwall and
everything in between—GlassBuild
America will offer something for
everyone. The show is taking place
September 10-12 at the Georgia
World Congress Center in Atlanta,
where hundreds of exhibitors will
feature their newest developments.
Also, be sure to visit USGlass maga-
zine in booth #708,

Take a look at the next few pages
and you’ll get a glimpse at just
some of what exhibitors will offer.

A Look at
Some of the
Newest Glass
Industry
Products
You’ll Find 
in Atlanta
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Doorsandwindows
Quanex Bringin’ Inventing
Back – Booth #1617

Quanex Building Products will fea-
ture its Innovation Zone and debut its
C3-11300 AW-Rated door and window
system. This first product in the
Quanex Architectural Series, it is de-
signed to meet AW performance-grade
requirements governed by North Amer-
ican Fenestration Standard for use in
mid- and high-rise buildings.
In addition, Quanex will feature the

four new edge-seal products that are a
result of the company’s collaboration
with Bostik: the Edgetherm 3500 sin-
gle-part butyl rubber-based sealant,
Edgetherm 3400 hot-applied desiccant,
Edgetherm 3100 and 3000 one-compo-
nent hot-melt butyl sealants.  
www.quanex.com

Outside In – Booth #1125

C.R. Laurence Co. Inc. will feature
the new Monterey series bi-folding
sliding glass wall. It is available in
standard and thermally-broken and
converts from a glass wall into a flex-
ible open space. The series can be
used in both commercial and resi-
dential applications, and allows users
to enjoy the beauty of the outdoors
while providing resistance to undesir-
able weather conditions. According to
the company, numerous options are
available to create large living and
functional spaces that transition out-
doors to indoors easily.
www.crlaurence.com

components
Lauren Seals it –
Booth #1925
LaurenMan-

ufacturing has
engineered a
dual durometer
door seal that it
says offers a
high-perfor-
mance sealing
solution for entry
door systems. The door
seal is made of closed cell EPDM
sponge with low friction coating ap-
plied to the surface and is co-extruded
with dense EPDM. A low-friction
polypropylene is applied to the dense
EPDM for easy kerf insertion. 
www.lauren.com

dynamicglass
It’s Electric – Booth #2300
SageGlass® from Sage Elec-

trochromics is a dynamic glass
product that can be electronically
tinted or cleared to optimize day-
light and improve the human expe-
rience in buildings. According to the
company, it allows users to control
sunlight and heat without shades or
blinds, maintaining a connection to
the outdoors and reducing energy
consumption. 
The company adds it is currently cel-

ebrating its 10-year anniversary of
commercial installations.
www.sageglass.com

A New View – Booth #2427

View Glass will feature its dynamic
glass that, according to the company, is
available in sizes up to 5- by-10 feet.
The company offers electronically con-
trollable glass that transitions between
clear and variable tint states in re-
sponse to the external environment or
user preferences. The glass provides
control over heat and glare, improved
occupant comfort, increased daylighting
and enables continuously unobstructed
views throughout the year while achiev-
ing savings in energy consumption, ac-
cording to the company. 
www.viewglass.com

transportation
All Welded That Hauls
Welded – Booth #2321
F. Barkow Inc. will present its Model

P212-S, a 12-foot, all-welded stainless
steel glazing body, designed to carry up
to 8,000 pounds of glass, metal and
tools on a 2013 Ford F450 chassis cab

continued on page 66
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with super single rear tires.The company
will also have a 9-foot all-welded alu-
minum glazing truck featuring its Model
P209H-A on a 2013 GMC 2500HD.
In addition, the company says it is

celebrating 134 years in the glass haul-
ing business, offering a full line of racks
custom made with the glazier in mind.
www.barkow.com

Absolutely FAB! –
Booth #623

Unruh Fab has seen
an increase in demand

for its aluminum
tarp bodies, the
company says,
because of alu-
minum's light
weight, which

increases glass carrying ca-
pacity while resisting corrosion and im-
proving fuel economy. Tarp bodies
ensure glass stays clean, according to
the company, and Unruh Fab offers cus-
tom configurations, with everything
from metal carriers to tool boxes.
The company offers a full line of

bodies and trailers, pickup and van
racks that can be customized to spe-
cific requirements.
www.unrubfab.com

machineryandequipment
The Trinity – Booth #1347
ErdmanAutomation will bring three

of its heavy hitters to
the show.
The Erdman
400 Series
spacer appli-

cator is a low-cost in-
sulating glass production
system that works with

all flexible spacer systems, applying the
spacer straight with true 90-degree cor-
ners. It offers minimal operator train-
ing and no data input is required for
standard operation, the company says.
It is designed to eliminate operator

fatigue and repetitive motion injuries
while increasing productivity due to

consistently quick cycle times. It also
offers the option to provide accurate
grid placement via slicing the spacer
prior to application.
Also making the trip to Atlanta this

year is the company’s fixed head IG sec-
ondary sealer. It has a stationary sealant
application system that gives the oper-
ator the ability to apply a professional,
high-quality, consistent secondary seal
to IGUs, according to the company. 
The third machine at the show is its

hand assist glazing/back bedding table,
which offers a servo control system uti-
lizing the company’s fluid metering
technologies to provide a consistent di-
ameter bead of sealant at speeds up to
30 inches per second. This machine
control allows almost any operator to
reliably and consistently apply a prop-
erly proportioned bead of sealant. The
company says the table reduces waste
up to 85 percent and clean up as much
as 95 percent while also reducing rejec-
tions due to improper bedding/glazing.
www.erdmanautomation.com

You Don’t Want to Break
This Zipper – Booth #2449

Pro-Line Automation has expanded
its line of high-tech polyamide strut
insertion machines with the intro-
duction of the MZ-730 “Zipper” ther-
mal break insertion machine.
Designed for long production runs,
the machine features the same
patented automatic compensating
knurling and crimping system as the
CNC zipper to ensure maximum shear
strength. Unlike other systems that re-
quire multiple machines for knurling,
insertion and crimping, the zipper
combines all three processes into one
machine – saving floor space, labor

costs and
time. Preset
tooling aligns the
strut for insertion
while virtually elimi-
nating scrap from the set up process,
according to the company.
www.prolineautomation.com

Double Up on Ameri-Can
Goods – Booth #2747
Ameri-Can Machinery Ltd. is intro-

ducing machining centers and cutting
tools at the show. The C4 is a four-axis
machining center 13 feet in length with
dual zone capabilities. Ameri-Can will
also present the new DUCCM 500, dou-
ble up cut compound miter saw. The
saw has a 20-inch blade, pneumatic tilt-
ing and manual rotation with digital
angle readout and pneumatic brake. 
The DUCCM 500 has raising blades for

compound miter cuts, a fixed unit on the
left side and motorized movable unit on
the right side. It has a pivoting range up to
140 degrees outward and up to 20 degrees
inward with digital display and a pneu-
matic tilting range inward 45-90 degrees.
It is equipped with double action vertical
clamps, full protection of the saw blades,
movable side support and pneumatic
spray mist lubrication. 
www.ameri-can.ca

The Right ExactaBlend –
Booth #2047
Graco Inc.will fea-

ture its ExactaBlend
AGP advanced glaz-
ing proportioner.
The product is de-
signed to solve the
inherent challenges of
on-ratio mixing for
silicones that are
often used in man-
ufacturing curtain-
wall and insulating
glass. The system’s
real-time ratio as-

continued on page 68
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FOR GUARANTEED PERFORMANCE, 
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... at each and every step of the 
glass supply chain!

BOOTH 2705www.clearshieldonline.com
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surance also is said to reduce material
waste by shutting down automatically
if off-ratio conditions occur.  
It is also easy to operate, according to

a company press release, because the
unit’s electronic controls remove the
guesswork from ratio setting and
maintenance while the controls pro-
vide simple set up of ratios and also
allow operators to make ratio changes
on the fly. 
www.graco.com

Chek It Out Like a Pro –
Booth #1835

EDTM will highlight
the latest improvements
to its GC3000 Glass-Chek
Pro instrument. It allows
users to measure window
thickness and the pres-
ence of low-E in the win-
dows and provides the
ability of the meter to
identify different types of
low-E coatings. The
Glass-Chek Pro will indi-

cate if the low-E coating is a hard coat
(pyrolytic) or soft coat (sputtered). If
the coating is a soft coat low-E, the
meter will also provide the number of
silver layers used to make up the coat-
ing, allowing users to estimate the type
of coating being used.
www.edtm.com

Two-Years from Triple H –
Booth #2212
HHH Tempering Resources will in-

troduce several new products and ini-

tiatives at the show, including its two-
year warranty on all new furnaces. The
company has also launched a buyback
program, designed in case a customer
is not happy with the furnace support
and performance. 
HHH will also feature its latest tech-

nology designs, along with details on its
refurbished equipment program.
www.hhhtempering.com

Who Doesn’t Want to Drive
a Benteler? – Booth #1949
Benteler double edgers by Benteler

Mechanical Engineering are known for

accuracy, ease of operation, and excel-
lent performance, the company says,
and will be on display at the show. The
design of the grinding and polishing
spindles are its specialty, according to
the company. The spindles are closed to
the working environment and feature a
rotor that provides extremely light axial
movement, enabling fine and precise
adjustments to be made. The company
says this design results in accurate, au-
tomated set-up to the grinding param-
eters enabling process optimization
and reduced wear to the tools. 
www.benteler-glass.com

Taking Shape –
Booth #2641
Neptun’s Rock 10-45, available

through Matodi USA, will be a new
product the companies will feature.
This 10-spindle mitering machine fea-
tures the ability to either miter or edge,
and can be fitted with Neptun’s Edge to
Shape system, allowing CNC precision
from a straight line edger, according to
the companies. Available options in-

clude extended length conveyers, as
well as extended height racks, and an
option of independent motorization of
the inlet conveyer for ease of loading
large or heavy glass.
www.matodiusa.com

Don't Bypass Bystronic –
Booth# 2235

Bystronic glass will introduce visitors
to what it calls an innovative system so-
lutions for the modern processing of
glass. Customers will get an overview
about the latest machinery for the
manufacturing of insulating glass and
laminated glass, handling equipment
and for the pre-processing of automo-
tive glass.
Visitors will also be able to try the

Easy-Lift handling equipment for flat
glass and plate processing. Bystronic says
the Easy-Lift is one of its best sellers and
has been assisting those in the glass pro-
cessing industry with rigid guidance and
low dead weight since 1998.
www.bystronic-glass.com
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The sun is dynamic...your windows should 

be too. View dynamic glass tints 

electronically in response to the outside 

world, preserving your view and keeping 

you cool. Now your windows are 

intelligent, alive, and under your control. 

No heat, no glare, and no blinds. You 

always have your view and save energy 

too. Now that's cool. 

Glass this intelligent will forever change 

how you view the world.

www.viewglass.com

Come see us at 

Glassbuild in Atlanta

September 10–12

Booth number 2427

A SERIOUSLY
COOL VIEW

Dynamic Glass
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Scratchremoval
Use the (G) Force –
Booth #2521

GlasWeld continues to offer distor-
tion-free scratch removal with its
Gforce Systems. The company has re-
cently enhanced its patented, single-
step scratch removal process to include
abrading modules that it says are capa-
ble of removing the deepest of
scratches. The modules have been de-
veloped to handle medium to extreme
glass damage, the company says, and
further suggests applying its anti-graf-
fiti film directly over the abraded dam-
age—no polishing required—to speed
up the process.
www.glasweld.com

glass
How Low-E Can You Go? –
Booth #1427
PPG Industries will showcase its

newly-introduced Solarban® 67 glass,

as well as its new eView computer-
based IGU design system, among other
features and products.
Solarban 67 is a solar control, low-E

glass with what the company calls a
soft, imperceptible neutral coating that
gives buildings a crisp, clean and clear
exterior appearance along with solar
control performance. It also has a pro-
prietary double-silver, magnetron-
sputtered vacuum deposition coating.
In a standard 1-inch insulating glass
unit (IGU) with conventional clear
glass, Solarban 67 glass has visible light
transmittance  of 54 percent and a solar
heat gain coefficient of  0.29, which
yields a light-to-solar gain  ratio of 1.85. 
The PPG Glass eView enables users

to construct on-screen, virtual double-
and triple-glazed IGUs to their desired
performance and aesthetic specifica-
tions, and then view them in a variety
of room and outdoor settings. The IGUs
can be manipulated in three dimen-
sions so visitors can see their color,
thickness, light transmittance and inte-
rior and exterior reflectivity as well as
compare performance data.
www.ppgideascapes.com

Save Some Energy to
Select Something Good –
Booth #927

AGCGlass Co.NorthAmerica will ex-
hibit its architectural, residential, deco-
rative and fire-rated glass products. AGC
recently launched its Energy Select line

of low-E glass, which the company says
was developed to help architects meet the
regulatory challenges of each project,
while maintaining their design vision. 
AGC Solarshield is a tinted float glass

that offers solar protection and design
appeal. Pyrolytic coated Stopsol glass
offers both aesthetics and energy saving
characteristics, according to the com-
pany, and Pyrosafe allows for the added
security of fire-rated glass. Krystal Inte-
riors includes decorative glass solutions
designed to enhance any space. 
www.us.agc.com

Check Out the New
SunGuard – Booth #2123

Visitors to Booth 2123 will see
Guardian glass for commercial, resi-
dential and interior applications in-
cluding the latest in products and
tools.
The company will offer a look at its

upcoming SunGuard SNX 51/23, a
new triple silver product that will be
added to the SunGuard product port-
folio. SunGuard SNX 51/23 offers a
combination of medium light trans-
mission, low solar heat gain and low
reflectivity for commercial applica-
tions. This product was developed to
meet stringent energy codes by deliv-
ering a SHGC of less than 0.25 with-
out sacrificing appearance, according
to the company, which adds that SNX
51/23 has a more neutral, blue re-
flected color when compared to simi-
lar glazings.

continued on page 72
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Guardian will also showcase its sup-
port tools, including its web-based BIM
generator, performance calculator, re-
designed sunguardglass.com and en-
hanced mobile app. 
Guardian InGlass, an interior glass

portfolio for designers, showcases

proprietary products including
Guardian ShowerGuard, Guardian
DiamondGuard high endurance
glass and the company’s exclusive
Berman Glass editions patterned
glass products. 
www.guardian.com

fire-ratedglass
Vetrotech Will Run a Double
Screen – Booth #31
Vetrotech Saint-Gobain and IE Blinds

have partnered to create two new prod-
ucts: the Contraflam® Screen and Ker-
alite® Ultra Screen. These glazing
systems combine fire-resistance from
Vetrotech with the functionality and ef-
ficiency of integral blinds. The fire-
rated integral blind units provide an
alternative to the maintenance and re-
placement of other types of window
treatments, and add the protection of a
fire-resistant interlayer.
Integral blinds offer an eco-friendly

alternative to traditional privacy cur-
tains and observation viewing. The
company says this product is a cost ef-

fective solution that accommodates
both existing and new commercial
glazing and retrofit applications and
that the UL fire-rated system meets the
fire protection standards required by
most institutions and building codes
throughout the world.
The Keralite Ultra Screen is thin and

light, and can be combined with inte-
gral blinds for fire ratings up to three
hours, according to the company. It ac-
commodates the industry standard for
retrofits and new construction. 
According to the company, the Con-

traflam screen combines fire require-
ments and integral blind function,
allowing for design freedom and versa-

continued on page 74

Azon Saves Energy

1  LU/HSW 1-800-788-5942 | www.azonintl.com

Contact us to learn about the 
role of Azon thermal barriers in 
energy conservation.

Daylighting systems produced with Azon structural 

thermal barrier technologies—the MLP™ or  Dual 

Cavity—for aluminum windows and Warm-Light® 

warm-edge spacer for insulating glass, will yield a 

fenestration system capable of upholding the 

highest efficiency and sustainability standards.
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tility.Contraflam Ultimax fire-resistant
safety glass combines Contraflam fire-
resistance with security glass, offering
protection against forced entry and the
clear vision of the glass solution. A
polycarbonate-glass-laminate can also
be added, creating built-in forced-entry
protection.
www.vetrotech.com

glassprotection
The Shield – Booth #2705

ClearShield Technologies and its par-
ent company, Ritec International Lim-
ited, will offer previews of the
ClearShield Eco-System™. The system
for renovation, protection and mainte-
nance of all types of glass, adds value at
every step of the glass supply chain, ac-
cording to the company.

At the heart of the ClearShield Eco-
System is the Ritec ClearShield® with

recent product improvements that the
company says make it stronger and
more durable, though the core technol-
ogy, including the unique polymeric
resin of ClearShield®, has not changed
for more than 30 years.

Ritec ClearShield is now a compo-
nent of a glazing system with a three-
way guarantee covering performance,
added value and profit; “super-green”
performance; and multi-functional
protection for all types of glass—inte-

rior and exterior, new and old, accord-
ing to the company.
www.clearshieldonline.com

sealants
Get it on Tape –
Booth #2107

ITW Polymers Sealants North Amer-
ica, which offers expanded advanced
sealants solutions, has key markets in-

Software for Glass and Windows

A+W Software USA, Inc. | 888 254 2915 | www.a-w.com

{Intelligent}  Intelligent think-

ing means networked thinking. A+W’s 

cooperation with leading machinery 

manu facturers and glass processors has 

created new and sometimes surpris-

ing solutions. Intelligent processes are 

created, providing elegant solutions for 

the problems on hand – like dynamic 

optimization, developed through creative 

dialog with our partners. This way, soft-

ware is turned into the intelligent back-

bone and the brain of your company. The 

future can be created only by those who 

think today ahead for the years to come.

Visit A+W together with the
Friedman Operating Group
on Booth # 1505
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cluding construction roofing,surfacing,
metal building, and fenestration. The
company will display its Acryl-R®,
Elastek®, ER Systems®, Miracle®, Pa-
cific Polymers®, Permathane®, STA’-
PUT®, and Tacky Tape®.
www.itwsm.com

Fenzi's Full Range –
Booth #1135

Fenzi, a manufacturer of chemicals
for secondary glass processing, will dis-
play its complete line of high-perfor-
mance IG sealants.

Among these is Thiover, a polysul- phide, two-part sealant that the com-
pany says meets advanced ecocompat-
ibility standards. Thiover sealants are
solvent-free, do not contain any harm-
ful ingredients, feature excellent me-
chanical properties and low
permeability to water and gas. They are
also described as being compatible
with all spacers and with most of the
materials used in IG glass. 

Also highlighted will be the Hotver
2000, a hot-melt one-part sealant with
physical-chemical properties that Fenzi
says ensure easy processing, optimal re-
sistance to low and high temperatures
and adhesion; and Butylver, a PIB
sealant for the primary seal of IG, also
available as Butylver TPS (thermoplas-
tic spacer for Bystronic® applicators)
and Butylver SS (sealant for flexible
spacers).

Fenzi will also display its flagship
products, such as the Duralux line of
mirror coatings, and Decover, a range of
cold paints for large decorative glass
sheets, engineered for interior design and
furnishing of homes, offices and shops. 
www.fenzi-na.com

handlingequipment
Don’t Change the Channel
(Lifter) – Booth #1003

The design of the P1 channel lifter
vacuum lifter from Wood’s
Powr-Grip® has been re-
engineered to incorporate

features that the com-
pany says increase

operator safety, and
add versatility
and longevity to
the product. A

new lift bar for the
P1 channel lifter now fea-
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tures a replaceable spool, designed to
provide extended service life. The lift
bar is predrilled and ready for use
with the company’s counter-balancer,
which is used for glass installations
in airport towers, as well as for in-
stalling glass under eaves and other

obstructions.
The P1 channel lifter is available with

an upgraded dual vacuum system that
requires less power and provides longer
battery life than similar systems, ac-
cording to the company. 
www.powrgrip.com

Carry the One –
Booth #2221
Glazers Choice fromWoodstock Ill.,

will be featuring CarryMate® non-slip
panel grips. Designed to provide a safe
and secure way to transport large lites
of glass, the CarryMate system auto-
matically clamps on with protected
grips that will not scratch even highly
polished surfaces.   
www.glazerschoice.com

software
Three Scoops with A+W –
Booth #1505 
A+W, a member of Friedman Oper-

ating Group, offers software products
for the office as well as on the shop
floor, now with an ergonomic design
and intuitive operation that the com-
pany says increases the efficiency and
profitability of their client’s business. 

The company’s new-generation soft-
ware includes A+W Business and A+W
Production, as well as A+W Business
Pro, an ERP-system for small- and
medium-sized companies with inte-
grated tools for production planning
and management.
A sneak preview of the second

generation of the A+W Production
Cockpit will be available during the
show. A+W’s Production Cockpit is

continued on page 80
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Get the green light for ratio assurance. 
Take the guesswork out of ratio assurance with the ExactaBlend™ Advanced Glazing Proportioner. 

One quick glance at the system’s green light tells you that two-part sealants and adhesives are 

being dispensed on-ratio. With a better mix from ExactaBlend AGP, you have 

more confidence in the quality of your curtainwall and insulating glass products.  

Learn more at ExactaBlend.com or stop by GlassBuild Booth 2047.

GO TO GRACO.COM/AGPPROMO FOR OUR $8000 TRADE-IN OFFER!©
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designed for the production man-
ager’s office as well as for use on
large monitors in various depart-
ments on the shop floor. The control
station for complete production
monitoring can also be used on mo-
bile devices such as tablets and

smart phones.
The company has also launched

A+W Discovery, its business intelli-
gence system for multi-client conver-
sion, integration and analysis of
complex, heterogeneous data. 
www.a-w.com

Neo Vision – Booth #825
The FeneVision neo ERP, developed

by Ohio-based FeneTech Inc., has be-
come a successful software solution
for glass processing companies, ac-
cording to the company. The software
offers a new, fully graphical user in-
terface and new functions including
a fully native iPad app for mobile de-
livery, an integrated CAD solution
for glass processing companies, en-
hanced product selection capabilities
and more. It also now features a fully
integrated 3D-shower door designer
for framed and frameless shower
doors. 
www.fenetech.com

eventshowcase
A Little Taste of Italy –
Booth #935

Gimav, the Italian Association of
Glass Processing Machinery and Acces-
sory Suppliers, will organize a group
stand for its flat glass members during
the show. The Gimav area will host 14
companies that will be taking part in
the event in a display area of approxi-
mately 700 square meters. 

Gimav will also host the bi-annual
Vitrum trade fair, taking place October
23-26 in Milan, Italy.
www.gimav.it

Gotta Get to Glasstec –
Booth #2105

glasstec 2014, International Trade Fair
for Glass Production – Processing – Prod-
ucts, will be held from October 21 - 24,
2014 at the fairgrounds in Düsseldorf, Ger-
many. Held every two years, glasstec is an
international business platform for more
than 1,000 exhibitors and more than
40,000 visitors from around the world. 

Exhibit categories include glass manu-
facturing and production technology,
glass processing and finishing, tools and
replacement parts as well as process con-
trol technology, glass applications in the
construction industry, solar energy, elec-

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.
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tronicdisplayglassand laser technologies.
In addition to exhibits, the event also en-
compasses special presentations, sym-
posia and congresses. 
www.glasstec-online.com and
www.mdna.com

A GEM of a Show #708
While at the show in Atlanta be sure

and pick up some information on Glass
Expo Midwest ’13, taking place October
31-November 1 at the Renaissance
Schaumburg Hotel and Convention
Center in Schaumburg (Chicago), Ill.
Co-sponsored by the Illinois Glazing
Association, the Indiana, Ohio, Min-
nesota and Wisconsin Glass Associations,

Detroit Glass Dealers Association, the As-
sociation of Glazing Contractors and
USGlass magazine, USGNN™ and Win-
dow Film magazine, the two-day event

combines the latest in industry education
along with the latest new products, which
will be featured on the trade show floor.
www.usglassmag.com/gems

Free Software! Call 1-800-746-0641 (Some Conditions Apply)

LogiKal®  Come see us at GlassBuild in Booth 2309
Storefront, Curtain Wall, Estimating and Fabrication
Project Management

Material Ordering

Engineering Analysis 

Shaped Glass Drawings

CNC Machine Center 

CAD / BIM 

Stand Alone or Server 

www.buildingenvelopesoftware.com

Come by and See
USGlass in Booth #708

While walking
the aisles of the
Georgia World
Congress Cen-
ter, be sure and
stop by booth
#708 and visit
with USGlass
magazine. You
can pick up

free copies of our
publications as well as sign up for
free subscriptions to our print and
digital magazines as well as daily e-
newsletter. We look forward to see-
ing you there!

Book It!
While you may know Key

Communications as the pub-
lisher ofUSGlass, amongother
industrymagazines, what you
may not know is that the
company is also a book pub-
lisher. This year at GlassBuild America
the company will feature one of its
newest books, “The 5Minute Consult-
ant” written byUSGlass columnist and
blogger Paul Bieber. Bieber will be
signing books from 1–3 p.m. on Tues-
day; 12–2p.m. onWednesday; and10
a.m. – 12 p.m. on Thursday. And be
sure and look for “TheBroken Tomato”
by USGlass columnist and blogger Lyle
Hill, due out in mid-October. �
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by Paul Bieber

Paul Bieber was born and raised in

Cleveland, Ohio. Paul graduated from

Babson College, Wellesley, MA, with a

Bachelor of Science in Business

Administration, and became an East

Coast resident. His business
experiences include nine years as

salesman and sales manager for a

wholesale tool and supply company

and twenty years as executive vice-

president and general manager of a

250-person, privately-held
manufacturer on Long Island, NY. The

company tripled in size during Paul’s

tenure and was eventually sold to an

international conglomerate.
Paul started consulting with small-

and medium-sized businesses a
number of years ago. He lives with

his wife Elaine, their dog, Mollie, and

too many cats to count, in rural New

Hampshire. Paul can be reached at

pbieber@fiveminuteconsultant.com.
ISBN 978-0-9896311-0-5U.S. $24.95
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Evelyn Kim has had the kind of problems that business
owners everywhere hope to endure someday.

Unlike most glass companies in the southeast, the owner of
Green Glass of Georgia says her Atlanta-area business in Cham-
blee is thriving these days even in an economy still slow to re-
cover from the crash. Many of her local competitors, however,
weren’t as fortunate and were forced to go out of business.
Kim attributes her good fortune to divine providence.
“We’ve been blessed, I guess,” she says. “We’ve got so many

invitations [for work offers] that we can’t respond to them all. It’s
a good problem to have. Somebody’s been watching over me.”
Kim’s enviable situation appears more the exception than

the norm, according to an informal USGlass magazine sur-
vey of various glass companies throughout the southeast.
Those in south Florida appear to have been the hardest hit by
the recession thanks to the region’s heavy dependence on
commercial construction.

Smaller, less-risky projects such as storefronts, curtain-
walls and heavy glass showers appear to be most in demand
now as new home construction remains low in a sluggish re-
covery. Unable to secure home loans as easily as they once
did, people are now looking to upgrade their existing resi-
dences as opposed to buying. That demand has been instru-
mental in helping the glass industry get back up on its feet.
But there’s still a long ways to go yet, according to recently

released employment figures.
Florida was among the 36 states to have added construc-

tion jobs over the past 12 months, according to the Associ-
ated General Contractors of America (AGCA). But despite the
gains, those same numbers showed that construction em-
ployment in both Florida and Arizona remains 49 percent
below their June 2006 record highs.
But there’s reason for optimism. Atlanta-area builders

started 3,713 homes during the second quarter, according to

Down, But Not
Completely Out
The Southeastern Glass Industry is Looking to Rebound, but the Recovery has Been Slow

By John Hollis
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a report from Metrostudy, a national housing information
and consulting firm, representing a 77 percent jump over the
same period last year.

And Atlanta’s not alone, although recovery in the con-
struction industry has come slower than to the rest of the
economy. The strongest recoveries have been in states such as
Louisiana that are rich in oil and gas activity, says Ken Si-
monson, the AGCA’s chief economist, while the Sunbelt states
continue to struggle as a whole.

“It’s coming back,” says Michael Backer, the owner of
Miami-based Action Glass Inc., “but it’s never going to be
what it was. The banks got a serious reality check. I’d imag-
ine most people down here would be happy if the new con-
struction got back to just one-third of what it used to be. But
I don’t really think it’s going to do that.”

Rough Times in South Florida
Backer’s skepticism is understandable, given the dire

economic climate that befell South Florida following the
crash of the real estate market a few years ago. At the
height of the region’s boom in the early 2000s, it wasn’t
uncommon to see new malls, condos, apartments and
other commercial developments popping up by the day,
Backer says.

The real estate bust that began in 2007 was devastating to
the South Florida glass industry as virtually all new con-
struction suddenly came to a screeching halt, leaving sup-
pliers and fabricators alike stuck with an abundance of both
idle equipment and employees. It was hard to go anywhere in
Miami without seeing an empty condo or housing develop-
ments serving as testament to the good days many believed
would never end.

“It was really rolling,” he says, “but then the bottom fell out.
Miami really got hit hard in the glass industry.”

Since then, small businesses have been the ones most im-
pacted by the rising costs of materials, energy and health
care, glass company managers agree. Fearing customer back-

lash, they’ve often been reluctant to pass expenses on, in-
stead often choosing to compensate by restraining salaries
and asking their employees to be more efficient. The uncer-
tain national political climate only further fueled the doubt
about the economy’s recovery.

Action Glass was one of the few south Florida glass com-
panies that wisely stayed true to relatively small jobs of doors,
windows and shower doors even during the good times,
meaning that it was easier for the company to withstand the
tough times to follow. Unlike many of its local contempo-
raries, the company wasn’t forced to sell any equipment or
lay off any workers during the recession.

But Backer, who has been in business since October 1978,
is heartened by the “significant increase” he’s seen as of late
in new construction in the Miami area.

“It’s back,” he says, “but things are never going to be like
they were.”

Good Fortune in the ATL
Kim first bought Green Glass of Georgia in 2005, oblivi-

ous like most people to the economic mayhem just around
the corner. The business had thrived under the previous
owner, leaving Kim and her family to be little worried that
they didn’t even know all that much about the glass business
as a whole upon taking over.

Things were tough initially, but Kim and her family proved
themselves quick learners and soon had things rolling.

The metro Atlanta area wasn’t spared from the recession, al-
though its effects were later in being felt there, Kim says. It was-
n’t long before she started seeing a number of competitors
shutter their doors as demand for glass dipped dramatically.

Recognizing the changing market landscape, Green Glass of
Georgia made the decision to pass on the kind of large shopping
mall projects it had done in the past. Lengthy jobs such as those
involving malls were deemed too risky at the time because of

continued on page 86

Peak Peak Total July 2013 Total Job Loss % Change from Peak

VA March ’06 252,400 178,400 -74,000 -29 percent

NC June ’07 256,800 168,800 -88,200 -34 percent

SC Oct. ’06 127,700 81,600 -46,100 -36 percent

GA March ’07 224,000 146,400 -77,600 -35 percent

FL June ’06 691,900 355,700 -336,200 -49 percent

*Source: Associated General Contractors of America, www.agc.org,
from Bureau of Labor Statistics, U.S. Department of Labor, 8/19/2013

Construction Employment by Southern State*
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the vast amount of company time and resources the work tied
up. And then making sure they got paid for their work in a rea-
sonable time period was another risk, given the dire economic
times so many businesses were enduring at the time.
Instead, Kim made the decision to focus mostly on inte-

rior work with heavy glass jobs, citing the added stability still
in that part of the business. The call proved fortuitous as
Green Glass continues to thrive today.
But Kim isn’t so sure what tomorrow holds.
“I have no idea what the future is,” she says.

Making it Work in South Carolina
The good ole’days were just that, says Barbara Streeter, the

co-owner of Conway Glass in Conway, S.C. Demand in the
glass industry in South Carolina was rising at about 12 per-
cent per year, fueled in large part by the tremendous growth

in condominiums, hotels and vacation homes in and around
the scenic Myrtle Beach area.
But everything changed when the economy crashed, and

Conway Glass was among the many to feel the pinch as com-
pany sales plummeted. The small, privately-owned company
was forced to begin laying off workers in 2008, trimming
down from 13 employees to its current four.
To reposition their company and remain viable in the new

market, both Streeter and her husband co-owner Ed Streeter,
also made the decision to stay small and remain content with
more stained glass windows and shower door jobs.
Upscale shower doors in particular have been in high de-

mand in the area, Barbara Streeter says.
“We noticed it about two years ago,” she says. “People

weren’t building new homes. They were staying in their same
homes, but they wanted to spice things up and make it feel
like a vacation home.”
Barbara Streeter says there’s no mistaking the uptick in busi-

ness as of late, so much so that she expects the company to
begin hiring again sometime in the near future.
“I think it’s going to come back,” she says of the economy,

“but I don’t think it’s going to come back quickly. There are
definitely opportunities out there for people who are dedi-
cated and love the glass industry.”   �

Down, But Not
Completely Out

continued from page 85

John Hollis is the assistant editor
of USGlass magazine.

A shopping mall project done in Duluth, Ga., by Green Glass
of Georgia in 2011.
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Jan Feb. Mar Apr. May June July Aug. Sept. Oct. Nov. Dec.

2006 9.0 8.6 8.5 6.9 6.6 5.6 6.1 5.9 5.6 4.5 6.0 6.9

2007 8.9 10.5 9.0 8.6 6.9 5.9 5.9 5.3 5.8 6.1 6.2 9.4

2008 11.0 11.4 12.0 11.1 8.6 8.2 8.0 8.2 9.9 10.8 12.7 15.3

2009 18.2 21.4 21.1 18.7 19.2 17.4 18.2 16.5 17.1 18.7 19.4 22.7

2010 24.7 27.1 24.9 21.8 20.1 20.1 17.3 17.0 17.2 17.3 18.8 20.7

2011 22.5 21.8 20.0 17.8 16.3 15.6 13.6 13.5 13.3 13.7 13.1 16.0

2012 17.7 17.1 17.2 14.5 14.2 12.8 12.3 11.3 11.9 11.4 12.2 13.5

2013 16.1 15.7 14.7 13.2 10.8 9.8 9.1

*Figures from the U.S. Bureau of Labor Statistics

National Construction Unemployment Figures from 2006-2013*
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Two
Masterminds
Academia and Industry Team up to Change

the Way Impact Products are Designed
by Tara Taffera

What if it was possible to calculate the exact wind-
speeds that occurred during Hurricane Katrina,
take that info back to a lab, and apply those storm

conditions to your products to see how they perform? This
isn’t an ASTM test that would replay hurricane speeds for a
specified time. This is a “real storm,” that can replicate a hur-
ricane (or tornado) in its entirety in both duration and
strength—a test that could introduce real-world conditions
including installation errors and manufacturer defects. What
if someone else paid for the bulk of the research—to the tune
of $4 million in fact? 
This is exactly the scenario playing out at the University

of Florida with the help of one Michigan entrance product
manufacturer. Forrest Masters, associate professor of civil
and coastal engineering, gets dozens of requests per year to
perform research—most of which he turns away. So what
made Henry Upjohn, CEO at Special-Lite Inc., based in De-
catur, Mich., stand out when he approached Masters ap-
proximately four years ago? To hear Masters tell it, it was
Upjohn’s brilliant engineering mind (For more on Upjohn,
see page 92). 
Brilliant mind aside, the fact that Upjohn was willing

to foot three quarters of the projected $4 million dollar
bill, was also enticing. And he’s not keeping the research
for himself. Building product companies, including doors
and windows, even his competitors, are welcome to test
their products at the university after Upjohn completes
certain phases of his work. 

Insuring Safety: But at What Cost?
The insurance industry will be keenly interested in

the work Masters and his team are performing.
“We could build something right now that could

perform better but it is up to the insurance compa-
nies and people wouldn’t be able to pay for it,” says
Upjohn. “If we can figure out how to make products at
a low-enough cost that will substantially improve the
resistance to wind damage and will lower your insur-
ance costs enough, then by all means we would like
to do that.”

Masters says, “We go for full, natural fury,” when simulating.
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Only the Open-Minded
Need Apply
“Working with industry is the hallmark of my

program,” says Masters. He says he looks for
progressive-minded partners who see creativ-
ity as a business imperative.
“I strongly value working with industry as it

drives the progress,” he adds. “The ones that
aremore progressive are the ones that will take
advantage of this … If a company is going down
the innovation route we can help. We don’t rely
on over-simplistic tests—we use full fury, then
you can make corrections and move on.”

Upjohn agrees and hopes others in the in-
dustry take advantage of this valuable tool.
“It would be unfortunate to leave it sitting

here,” says Upjohn. “Doors and windows are
the working parts of the building. They usually
take more time to develop long endurance
products at a reasonable cost than other
building products. I hope other companies get
a chance to take advantage of this research.”

Masters has devoted his career to hurricane
research and has worked closely with the
fenestration industry along the way.

www.usglassmag.com September 2013  |   USGlass, Metal & Glazing 89

Simulating a Storm
Companies will,however,have to pay for use of this one-of-a-kind piece

of equipment, but, to some companies, the end result is priceless. 
The hurricane simulator is 24 feet wide by 18 feet tall, and can simu-

late 450 psf loads on vertical systems and 230-mph winds over horizon-
tal/sloped systems. It is powered by a 14-foot fan (for a video tour go to
usglassmag.com and click on the studio). 

“We don’t rely on over simplistic tests,” says Masters. “We go for full,
natural fury.”

When the test is performed, as I learned first-hand, when you close
your eyes, you will hear a whooshing sound—it will feel like a real hur-
ricane taking place outside your doors. The test makers can even meas-
ure strains, displacements, air leakage and the forces required to hold the
test subject in place. 

“We build a computer model of what we are testing then we tweak it to
ensure that the computer gives us the same results as the experiment,” says
Masters. “Once we have a high degree of confidence in the model, we can in-
troduce design improvements or installation errors to see how performance
is affected. This approach obviates the need to run lots of full-scale experi-
mental tests, which are expensive and time-consuming to set up.”

Masters, also a licensed structural engineer, teams up with students at
the university both inside the lab for computer modeling and outside the
lab to chase storms. Florida, with the highest number of hurricanes tak-
ing place each year, makes it the ideal stomping ground for this innova-
tion. Masters is the ideal person to spearhead it.

“I love what I do and enjoy working on different problems that most
people don’t want to touch,” he says. “I am not scared of trying new things.
Ingenuity always wins.”

That, and a whole lot of science. 
“When Henry first visited me he told me the science comes first,” says

Masters. “He insisted that we work at the leading edge—taking risks and
transforming the industry. Our concept is much bigger than the scope of
one company. It’s about American competiveness. It’s about producing
the best technology we can that is still economical.”

But the road to get here was not cheap. 
“The research was expensive. Most people aren’t prepared for that level

of effort and cost,” says Masters. “It got a lot bigger along the way. His [Up-
john’s] expectations for the final outcome grew.”

Were either of these two masterminds ever wary of their path? Did they
ever think about scaling back? 

“I felt good about this from the beginning,” says Masters. “Our team is
knowledgeable and passionate and we think things through. What made
everything come together was Special-Lite. I knew this would work. They
are looking to be leaders in the field.” 

continued on page 90
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Replicating a Tornado’s Fury
While Masters’ domain is hurricane research,

the simulator he and Upjohn developed can test
under tornado conditions as well, which is the
next phase of research.

“A lot of new findings will be coming regarding
tornadoes,” says Masters.

He collaborates with other research institu-
tions and has data from Iowa State University
which will be used to test products under tor-
nado conditions.

“I was amazed that you may be able to use
this thing to evaluate tornadoes,” says Upjohn.
“When it comes down to it we are looking at ex-
terior building products [and how they perform

in wind events]. Being able to keep people alive
and safe, and not have a building fall apart be-
cause the shrapnel from one building destroys
five others is amazing.”

While the tornado that ripped through
Oklahoma in May caused devastation,
companies can build products to withstand
some tornadic loads.

AP Photo/Brennan Linsley

An Unlikely Pair
How did a researcher from Florida and a manufacturer from Michi-

gan meet and ultimately work together for weeks and months at a time
over the past four years? 

“I had heard from a friend in the insurance industry that exterior
building products were taking a lot of damage in category-two storms,”
says Upjohn. 

This is just the type of thing that turns Upjohn’s inquisitive and me-
chanical mind into overdrive. 

“This insurance friend felt one of the issues was a result of the current way
hurricane doors and exterior building products are evaluated,” says Upjohn.
“If you are going to change the test procedures what do you change them to?
I had met Forrest through this friend and he had said what we really needed
was a way to evaluate products based on a hurricane experience. The idea
was to build a simulator in which we could put large pieces of building prod-
ucts—even the side of a house—inside and simulate a storm.”

The goal is to then have the industry build standards based on this
research.

“In an actual hurricane the wind is coming and going and the pres-
sure is changing,” explains Upjohn. “You can put a door in a mild sit-
uation but if you test it, and have it shake for a few hours as it would
during a hurricane, then it will fail. The idea was to build something
that could evaluate products in these real-world conditions.”

Special-Lite has produced impact products sold in hurricane zones
for 10 years, and much of this is in school applications. The company
was looking to expand, as it was running out of growth potential in
schools. In 2012, it bought Universal Pultrusion, a manufacturer of
fiberglass doors and frames that opened up a new world of opportu-
nities for Special-Lite. This is one place where some of this data will be
used to further develop products.

Generating the Data
Before the next one gets built, there is plenty of work to be done on

this version—plenty of research. 
“This will take a lot of playing back storms [in numerous simula-

tions] to get the research we want,” says Upjohn. “It will be interesting
to see what we will get out of it.”

He is more than anxious to get started, particularly in testing some
of the company’s new composite products. 

“One of the nice things about composites is you can get engineering
properties you can’t get otherwise and you can get them for less money.
We have been working on different composite sections to understand how
they degrade and perform under different types of loading and we already
understood how you transfer those loads in our flush door,” says Upjohn. 
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continued on page 92

Masters and Upjohn say they will have to do
many simulations to get the best results.
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Upjohn says the goal of these tests is to simulate
real-world conditions.

The Man Behind the Machine
Henry Upjohn grew up in Kala-

mazoo, Mich., a working man's
town with a strong, rugged manu-
facturing base. His love for de-
signing and building machinery fit
right in.

"I probably would have ended up being a ma-
chinist or toolmaker in someone's plant," says
Upjohn. "I never would have gotten a college de-
gree if it weren't for my dad. I started college four
times but always ended up getting a job I liked
more. I worked at GM, and for a company that
makes equipment that tests aviation control
equipment ... I concluded my college career by
earning a degree in manufacturing engineering."
That love for machining never waned.
"A friend of my mom's suggested I look at buy-

ing a company that was emerging from the job
shop stage," he says. "I found this door company
[Special-Lite] in Decatur, Mich.”
Today the company employs approximately

140 at its two locations and Upjohn says current
annual sales are in the $30 million range.
Upjohn did run the company for a couple of

years but that is not where his heart lies.
"It's a tremendous amount of paperwork and

meetings," he says. "You can go in every day and
work very hard and not accomplish anything that
you set out to do. That doesn't really suit me."
At Special-Lite everything the company makes

is custom-whether it's for commercial or resi-
dential applications, though the bulk of the
business is in the commercial market. Of that,
70 percent of its products go into educational
applications.
"Manufacturing these custom products

quickly can be challenging," says Upjohn. "Most
of what we did was design and build machinery
that made production quicker and more accu-
rate and less time consuming.”
That is where his heart truly lies.

Hesays the companywill start takingmanyof Special-Lite’s newdesigns
and run them through the simulator to see the failure mechanisms. Then we
will build or enhance our FEA model to further refine our approach.

“Every once in a while something comes around and you think it will
fail in a certain way and it turns out differently,” says Upjohn. “If you are
going to make cost-competitive products you have to evaluate different
ways of doing things so you come up with the most efficient use of the
products. For us it will be a really good development tool.”

Upjohn set an official cut-off date where development of the simula-
tor stops and research begins—that was July 1. Again, Masters and Up-
john are in alignment with respect to this issue as well. Masters cautions
companies that R & D efforts don’t have to go on indefinitely. “You want
to get to the end point and that’s the next generation product,” he says. 

“We are heavy planners—90 percent planning. Then we execute. Peo-
ple are usually blindsided by how much research comes out in a quick
timeframe.”

Once this abundance of research is produced there are a few things
that both are in agreement will and will not happen. 

“We think our findings will ultimately affect test labs,” says Masters.
“But that’s not our role, though we would be open to working with them.”

Both agree that this research could influence upcoming building codes. 
“There is nothing in the current regulations about maximum door

deflections,” for example, says Upjohn. “That will have to be in the codes
at some point.” �

Watch This!

Watch Masters explain
all the details between he
and Upjohn’s mechanical
designs. View USGlass’s
on site video tour at
usglassmag.com. Click on
the studio then the May
newscast.

T a r a  T a 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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The Missing Link
For many companies, a great opportunity for strengthening their website lies on

the number of inbound links. An inbound link is the number of other sites that are
linking directly back to another. Ace Glass had 139 inbound links; Metro Glass 23.
DeStefano said both these numbers were low. So, just what is the goal number of
inbound links?

“As many as you can earn,” says DeStefano, stressing the word earn. “Link build-
ing has changed dramatically over the past year because of major updates to
Google’s algorithm. In the old days, link building was about ‘placing’ links to your
website on third-party, quality websites relevant to your content. Now, link build-
ing is all about creating great content on your website that will earn links to your
websites from third-party websites that are fans of your content. Successful web-
sites have thousands of inbound links that they earned.”
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WEB OF OPPORTUNITY
Two Companies Learn What To Do and Not Do
When They Put Their Websites Up for Critique

By Ellen Rogers

Good websites are like good
business—they don’t just hap-
pen. If you want your business

to be successful it takes a lot of work
and effort. The same can be said of a
company’s online presence: if you want
a successful one you’re going to have to
work at it.

And believe it or not, the beauty of
your company’s website isn’t necessar-
ily the most critical component. In fact,
a number of tactics necessary for a suc-
cessful site are never even seen to the
average viewer who clicks on your page.
Where your company ranks in search
engine results, targeted key words, and
optimization are just the start when it
comes to developing a go-to website for
customers and future customers. 

Earlier this year USGlass magazine,
through its daily e-newsletter,
usgnn.com™, issued a challenge to
readers: to put their websites in front
of online marketing expert Bob DeSte-
fano with SVM E-Marketing Solutions
based in Somerset, N.J. Two compa-
nies stepped up, boldly putting their
websites at the hands, mercy and cri-
tique of DeStefano. Ace Glass in Little
Rock, Ark., and Metropolitan Glass in
Denver took part voluntarily in the
website review.

“We were in the process of revising
our site so it seemed prudent to get an
expert opinion as to the effectiveness of
the current site,” says Courtney Little,
president of Ace Glass. “We knew [the
site] needed updating but we couldn’t
put our finger on what we wanted to
change. Our site is more for branding
and information, but we weren’t pre-
senting ourselves as well as we’d like.”

Marty Richardson, sales manager
with Metropolitan Glass, says he took on
the challenge as he wanted a completely
objective opinion of the company’s site.  

“[I wanted to know] what were its
strengths and weaknesses,” he says,
noting that before the start of the cri-
tique he thought the website was fine. 

“It does what it was designed to do--
inform our customers of who we are
and what we do.” The site is also im-
portant from a marketing standpoint.

“We wanted it to show our customers
our capabilities.  Since we keep [the site]
fairly up-to-date, our customers can see
what type of projects we have completed
recently. I think it’s particularly helpful
for out-of-state general contractors who
are moving into our market to find us
and see what we are about.”

continued on page 96
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But as DeStefano explains, a com-
pany’s website can be a money-maker
or simply a glorified brochure.  
“An effective website can help you

achieve a number of business goals, such
as generating leads, building a market-
ing database, enhancing customer serv-
ice and selling online,” he says. To do so,
he suggests employing what he calls an
Online Marketing Machine™.
“An Online Marketing Machine lever-

ages the following four components as an
integrated system to continually generate
new business, strengthen relationships
with customers and maximize the results
from your marketing investments:
1.Attract: Search Engine Marketing
—attract targeted prospects that are
actively searching for your company’s
products and capabilities;

2.Convert: Customer-Focused Web-
site—serve the needs of your vari-
ous target audiences and convert
visitors into leads and sales;

3.Nurture: Email and Social Media
Marketing—nurture relationships
with customers and generate repeat
website visits; and

4.Measure: Marketing ROI Measure-
ment—measure the results and re-
turn on investment from your online
marketing initiatives.”
DeStefano explains, if a business wants

to attract customers and potential cus-
tomers to its website one of the best ways
to do so is through effective search engine
marketing, which attracts targeted visi-
tors by increasing online visibility. In fact,
DeStefano points out 80 percent of web
customers begin their online queries by
using search engines (i.e., Google, Bing,
etc.). However, it’s important to note that
there are two types of search results: or-
ganic results and paid results. Organic or
“natural” results draw about 75 percent of
a site’s clicks. Ranking is determined by
relevancy and link popularity. Basically,
DeStefano explains, you earn your way in.
Paid results, also known as “pay-per-click”

results, draw about 25 percent of a site’s
clicks. Ranking is determined by the bid
amount, relevancy and budget.”
“You buy your way in,” says DeStefano.
Next, companies want to make sure

they have a customer-focused website.
The site should speak directly to each
member of the company’s target audi-
ence; provide content and features that
address customers’ needs; educate and
build trust; persuade visitors to take ac-
tion; and make it easy for customers to
do business with them.
The third component is nurturing

the relationship though email and so-
cial media marketing. If you think
Facebook and Twitter are just for fun,
it’s time to think again. Social media
sites such as these can help keep com-
panies directed to and connected with
their target audience. This compo-
nent, DeStefano explains, allows a
company to nurture its relationships
with customers and prospects; gener-
ate leads and repeat business; en-
hance customer retention; and
expand its authority online.
The final component is measuring

marketing results with web and mar-
keting analytics. Measuring market-
ing return on investment, DeStefano
says, is the foundation for proving and
improving a company’s online mar-
keting success. It ties companies to
measurable business goals and helps
drive actionable strategies to enhance
future success.
So, what happened with our volun-

teer critiques? What were the reviews?
And how might your company’s site
stack up? We examine the results of the
critiques over the next few pages. Com-
panies were ranked numerically on a
scale of 1 to 5, with 5 being the best
scores. Take a look at the specific charts
throughout the section for a detailed
look at the results.

WEB OF OPPORTUNITY
continued from page 95

Take Your Marketing 
to a New Level

Want to learn more
about amping up your
marketing tactics? Bob
DeStefano, online mar-
keting strategist, speaker
and president of SVM E-
Marketing Solutions will

be a featured presenter during Glass
Expo Midwest ’13, taking place October
31-November 1 at the Renaissance
Schaumburg Convention Center Hotel
in Chicago (Schaumburg), Ill. His pres-
entation offers candid advice: “stop
marketing like it’s 1999.”
For generations, industrial companies

relied heavily on face-to-face selling as the
primary driver for new business growth.
While the role of the salesperson is still
critical, old tactics are no longer enough
to compete in this rapidly evolving mar-
ketplace. The changing face andneeds of
customers, combined with the rise of on-
line and mobile technologies in the work-
place, has rendered those old tactics
inadequate. It’s time to step up and take
action. His presentation will provide at-
tendees with a roadmap to prepare their
marketing and sales teams for success in
the online future. Attendees will learn to:
• Create a results-focused marketing
strategy;

• Turn their website into a lead genera-
tion machine;

• Prepare their sales force for the on-
line future; and

• Transform their marketing into a
measurable investment.
To learnmore about attending or to reg-

ister for Glass ExpoMidwest visit the show
website at www.usglassmag.com/gems.

GLASS
M I D W E S T  
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Ace Glass Company
www.aceglass.net
Attract Targeted Prospects with
Search Engine Marketing

Just as we all“Xerox™ this paper”and
wipe our noses with Kleenex™, what do
we do when we need to find something
online? We “google” it. So where a com-
pany’s website ranks on Google.com for
keyword searches is an important crite-
rion. Ace Glass scored a 2 in terms of the
keyword phrases it provided to SVM,
and DeStefano’s critique found the com-
pany’s website was not listed on the first
three pages of Google for keyword
phrases. Search engine marketing,
though, is one of a company’s greatest
opportunities to improve online mar-
keting results, according to DeStefano.

Targeted keywords—those searched
most frequently by customers—are also

important. DeStefano also evaluated the
keyword phrases targeted and searched
most often by Ace Glass customers and
found that those the company provided
to SVM were a bit too general and the list
was limited.

“You need to perform keyword re-
search to identify the specific, niche
phrases used most often by customers

and prospects,” says DeStefano. Ace
Glass scored a 2 in this area.

In reviewing for website optimiza-
tion, Ace Glass earned a 3, as DeStefano
found it to be search engine friendly,
meaning all of the pages are fully ac-
cessible to Google.

WEB OF OPPORTUNITY
continued from page 96

continued on page 100

Attraction Score for Ace Glass:
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In terms of inbound
link popularity (see box on
page 95), Ace Glass’s web-
site had 139 inbound
links. This number, ac-
cording to DeStefano, is
low. The company scored a
2. For pay-per-click adver-
tising the company’s score
was 1, as Ace Glass was not

running any type of pay-per-click ad-
vertising campaign.

Total Attraction Score: 2 

Convert Visitors into Leads:
Customer-Focused Website
Ahomepage shouldclearly communi-

cate what the company does and the cus-
tomers it serves. In determining the home
page effectiveness of Ace Glass, DeStefano
found that its home page leverages im-
agery and text to present its services. He
added that the site needs to focus on
prospects’ needs and help guide them
through the website to find the informa-
tion they need. The company scored a 3
in this area. In terms of intuitive naviga-
tion, Ace Glass also scored a 3, as, accord-
ing to DeStefano, the website offers a
consistent main navigation menu
throughout the site. Ace Glass also scored
a 3 for customer-focused content. The
majority of the content on the website is
focused on Ace Glass’s products and in-
formation about the company.  But,
DeStefano noted, “The website’s value to
customers can be greatly improved by
supplementing the content with addi-
tional useful content that serves the needs
or your niche target audiences.”
In terms of educational content the

company scored a 1. The critique found
that Ace Glass was not offering much in
the way of educational content. Creat-
ing and offering educational content
and features based on the interests of
various niche audiences can help bol-
ster the site, according to DeStefano. 
When it comes to compelling calls to ac-

tion the company scored a 2, as DeStefano
noted that the site offers calls to action in
the form of a phone number at the top of
every page as well as its contact section.

Total Conversion Score: 2.4

Nurture Relationships: with Email
and Social Media
Much of the scoring was weighted in

the use email marketing (i.e., email
newsletters), customer-focused con-
tent and social sharing (having content

WEB OF OPPORTUNITY
continued from page 98

Conversion Score for Ace Glass:

Nurturing Score for Ace Glass:

Measurement Score for Ace Glass:
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that is sharable on social networks).
The company scored 1 in customer-fo-
cused content, adhering to regular
email schedules and social sharing; it
earned 2 for its use of email marketing.
The company scored a 3 for its use of
social marketing as it is currently ac-
tive on Facebook.

Total Nurturing Score: 1.6

Measure Marketing Results with
Web and Marketing Analytics
Onebig focus areawithin this segment

is web analytics (score: 2), which provide
a company with access to reports that
track the effectiveness of the website. Ace
Glass did not have access to any web ana-
lytic reports and had not decided which
package to use. In terms of conversion
tracking, which tracks the effectiveness of
online lead generation/sales, Ace Glass
scored a 2. The company was not track-
ing lead generation on its website through
an informal process. For search engine
metrics (tracking search engine market-
ing results) the company scored a 1, as
this was a measure it was not tracking. For
email and social metrics the company
scored a 3. While not conducting any
email marketing campaigns, which would
have results to track, it does track the re-
sults on its Facebook page. And it also
earned a 3 for frequency of analysis as it
does track online marketing results with
its marketing director.

Total Measurement Score: 2.2

Overall online marketing strength
score: 2.1
Where Are They Now?
“We learned quite a bit,” says Little.

“We integrated some of the recommen-
dations with our site revision and plan
on using the rest of the recommenda-
tions over time to keep our site fresh.”
He adds, “We plan to continue updat-

ing our site and gathering interesting
and relevant content to increase its
reach and usefulness.”
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Metropolitan Glass Inc.
www.metroglass.com
Attract Targeted Prospects with
Search Engine Marketing
When it came to key word searches,

Metropolitan Glass scored a 2 as far as
its rank on Google. DeStefano’s critique
found the site was not listed on the first
three pages of Google for keyword
phrases provided to SVM. As with Ace
Glass, he stressed that search engine
marketing is one of a company’s great-
est opportunities to improve online
marketing results.
As for targeted key words, the com-

pany scored a 2 here as well. DeStefano
said the keyword phrases provided to
SVM were a bit too general and the list
was limited. He suggested the com-
pany conduct key word research to
identify the specific, niche phrases

used most often by its cus-
tomers and prospects.
When it came to website

optimization, the company
scored a 3. DeStefano said
the site was search-engine
friendly in that all pages are
fully accessible to Google.
However, he said the site
did not appear to be proac-
tively optimized for a top
ranking in organic results.
The company’s site had

only 23 inbound links, giving
it an in-bound link popularity score of 2.
DeStefano suggested the company con-
duct a focused link building campaign.
And as for pay-per-click advertising, here
the company scored a 1, as it was not cur-
rently running a pay-per-click advertis-
ing campaign.

Total Attraction Score: 2 

Convert Visitors into Leads:
Customer-Focused Website
When it came to home page effective-

ness,MetropolitanGlassscoreda2.DeSte-
fano commented that the home page

WEB OF OPPORTUNITY
continued from page 101
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Things aren’t

seem...
what they

leverages imagery and text to present the
company’s services. He noted the site
shouldalso focusontheneedsof prospects
andhelp guide them through thewebsite.
As for intuitive navigation,DeStefano

found the site offered a consistent main
navigation menu throughout the site.
Here, the company’s score was 2.
In terms of providing customer-fo-

cused content, Metropolitan Glass
scored a 3. According to DeStefano, the
majority of the content on the com-
pany’s site is focused on its products
and information about the company. 
For educational content Metropolitan

Glass scored a 1, as the site was not cur-
rently offering such material. In terms
of compelling calls to action, the com-
pany’s site scored a 2. The only such
content was the “contact us” form.

Total Conversion Score: 2

Nurture Relationships: 
with Email and Social Media
This was an area DeStefano said re-

quired some attention and work. At the
time Metropolitan was not engaged in
email marketing or social marketing
programs.

Total Nurturing Score: 1

Measure Marketing Results with
Web and Marketing Analytics
For web analytics, Metropolitan Glass

scoreda5as itwasusingGoogleAnalytics.
The company also earned a 3 for conver-
siontrackingas itwas trackingwebsite lead

continued on page 104
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Aluflam USA
Phone  714-899-3990 | Fax  714-899-3993

Email info@alufl am-usa.com
www.alufl am-usa.com

Fire-Rated Aluminum 

Window And Door 

Systems

For beauty, the best in 

safety and design fl exibility 

look to Alufl am. Built to 

blend effortlessly with 

non-rated storefront and 

curtain wall systems, our 

virtually limitless portfolio 

includes true extruded 

aluminum vision doors, 

windows and glazed walls 

fi re-rated for up to 120 

minutes. You’ll see why 

we’ve become the favorite 

of architects and installers 

alike. Alufl am gives you 

a barrier to fi re, not 

inspiration.

A Barrier to Fire. 
Not Inspiration.

generation. For search engine metrics,
though,it scoreda1,justas itdidwithemail
andsocialmetrics,as itwasnot trackingei-
ther of these.For frequency of analysis the
company scored a 2 as it does track online
marketing results,though infrequently.

Total Measurement Score: 2.4

Overall online marketing strength
score: 1.9

Where Are They Now?
Since taking part in the critique,

Richardson says he is starting to move
forward with a few changes.

“I am visiting our analytical tool
more often to see how much traffic
our website gets, and how long visi-
tors are staying on the various pages,
and what pages they go to most
often,” he says, adding he is also

WEB OF OPPORTUNITY
continued from page 101
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Make sure you are
reaching who you think.

Advertise with a magazine that is

BPA audited
and get the facts.

This magazine is an 
audited member of

Bohle America, Inc. · T +1 877 678 2021 (toll free) · sales@bohle-america.com · www.bohle-america.com

When it has to be perfect
The Verifix Bonding Table is the perfect surface for complicated 45° mitered bonds and 
routine 90° glass joints using both low and medium viscosity adhesives. Developed for 
precise serial and individual UV glass bonds, the Verifix Table components also help  
eliminate delamination, surface tensions and bubble issues in glass to glass applications.

  

Atlanta, September 10-12.
 

Live demonstration at Booth #2025!

looking at what information site vis-
itors are browsing so he can priori-
tize which pages get updated first
and most often.
“We definitely want to update the

site using the more recent software
making our site more customer-
friendly, and offering more options for
information about our company and
industry,” he says.   �

Ellen Rogers is the editor
of USGlass magazine. She
can be reached at
erogers@glass.com.
Follow her on Twitter
@USGlass and like

USGlass magazine on Facebook 
to receive updates.
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ShowCase

doorsandwindows
Clear as Crystal

Crystal Window &
Door Systems has in-
troduced its Series
2600 double-hung
aluminum win-
dow, with an en-
ergy efficient

3-¼-inch frame
depth with what the

company calls a strong
weather-resistant test rating. The win-
dow can be used for either replacement
or new construction applications.

The Series 2600 has been rated as
AAMA CW-PG50-H, which the com-
pany says achieves equivalent design
pressure, uniform structural load, de-
flection and water resistance perform-
ance thresholds as the former HC
(heavy commercial) rating using a rel-
atively similar standard test size. The
new double-hung window is positioned
between the existing Series 2000A com-
mercial and Series 5500 heavier-duty

commercial windows on the company’s
aluminum product line.

The Crystal Series 2600 is available
as a double-hung model with easy
cleaning tilt-in sashes. The top and bot-
tom sashes feature equal sightlines. 
��� www.crystalwindows.com.

Know Your OptiQ
Kawneer’s Traco division has ex-

panded its OptiQ ultra thermal window
offering, introducing the AA®5450 series
window. OptiQ ultra thermal windows
are available in single and double hung
configurations, including a matching
fixed option. The AA5450 series windows
are the product of a continuing partner-
ship with the U.S. Department of Energy.
They leverage design features and cus-
tomization options found in the project-
ing and casement of OptiQ ultra thermal
windows. The company says the thermal
intelligence allows the AA5450 series
window to maintain thermal continuity,
reduce thermal transmission and help
maintain interior comfort. 

The AA5450 series win-
dows meet or exceed
the minimum re-
quirements for archi-
tectural window
performance class—
including life cycle
testing—and pro-
vide the ability to
add or remove ther-
mal options based
on performance
and cost require-
ments, according to
the manufacturer.

A polyamide
thermal break allows

OptiQ windows to achieve
high thermal performance,

which according to the company, is fur-
ther enhanced by accommodating 1-
inch double or 1-1⁄2-inch triple
insulating glass. The windows are made
from aluminum, to prevent rotting,
warping and buckling due to moisture
and weather exposure. 
��� www.kawneer.com

architecturalmetals
Here’s the Grille

The decorative grille (DG) series is
the latest development from OGi Ar-
chitectural Metal Solutions. These
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coatings
How Do You Like the New Coat?
Linde Gases, a division of The Linde Group, announced the launch of S-

Coat®, a cost-effective, anti-reflection (AR) coating technology which the com-
pany says significantly increases light transmission values and resultant energy
yields of solar modules.
Together with Lisec, the division developed the new AR solar glass coating

technology to deliver light transmission gains of around 3 percent on average
and up to 3.5 percent in peak conditions. This is compared to identical glass
substrates without such a coating, according to the company.
The patentedS-Coat® coating process applies a specially developed, water-based

chemicalmixture onto the glass surface using an inert gas spraying technology and
results in a glass surface finish of controlled porosity,maximizing light transmission.
S-Coat® can be installed into existing glass processing lines.

��� www.linde.com ��� www.lisec.com

This Side of the Room
Viracon has introduced RoomSide Low-E, its latest interior surface coating.
RoomSide Low-E is designed to improve the u-value of a dual pane insulat-

ing unit to near triple pane performance at a lower cost, according to the com-
pany. RoomSide Low-E reflects indoor heat back into the room, which Viracon
explains improves thermal efficiency, making it easy to meet energy codes.
Standard cleaning solutions have been tested on the coating and are ap-

proved for use in routine cleaning.
��� www.viracon.com continued on page 108
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International trade show for 
machinery, equipment and 

systems for fl at and hollow glass, 
glass and fi nished products 

for the industry

Segreteria Generale
Via Petitti, 16 - 20149 Milano Italy
Tel. +39-02.33006099
Fax +39-02.33005630
www.vitrum-milano.it
e-mail: vitrum@vitrum-milano.it

23-26 OCTOBER 2013

18TH SHOW 

Every two years the date with Vitrum returns and is revitalized. A remarkable opportunity to sharpen 
the focus and vision of glass industry professionals, but also, to move beyond the present, to project 
this perspective toward a future that intensi� es every day  with promising potential. Companies, 
products and cutting edge strategies will once again be the unrivalled stars, but not the only ones.  
In counterpoint to the productive and sales themes will be an event that will waft along on the 
aroma of  good taste launched by Vitrum Gourmet Festival. It promises to be a truly special event, 
successfully promoting, once again, not only the culture of glass but also the exquisite taste of Italy.  

SEE US AT GLASSBUILD AMERICA
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ShowCase
continued

products are manufactured from a
6000 series aluminum alloy and can
be fabricated with a variety of spacing
options depending on the application
requirements. 
According to the company, the series

can be used to enhance a building’s
features or hide unsightly areas. The
products are available with various fin-
ishes including powder coat, anodized
or Kynar. 
��� www.ohiogratings.com

machinery
Design Strengths
Azon nowoffers itsMLP™ (mechani-

cal lock profile) line, the newest concept
from the AZO/Tec® design team for
commercial aluminum door, window,
storefront and curtainwall applications.
The MLP system offers energy-saving
enhancements and strength for all ap-
plications including high-rise buildings. 
According to the company, the MLP

achieves three material and energy cri-
terion for owners of LEED New Con-
struction and Major Renovation
projects: low U-values, high shear
strength and minimal metal content.

The new line features a concealed and
encapsulated mechanical lock, has higher
shear compared to thermal barrier sys-
tems for other aluminum architectural
products, is designed with a high temper-
ature-resistant polyurethane polymer for-
mulation, and a wide cavity for thermal
performance and with a lower U-factor
compared to other fenestration products.
��� www.azonintl.com. �
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®PanelGrip

THE WAGNER COMPANIES

Customers Rave 
About PanelGrip®

GLASS
M I D W E S T  

E X P O
2 0 1 3 ™

 

Centrally Located, 
Sessions for Success, One Spooktacular Date

October 31-November 1, 2013
Renaissance Schaumburg Convention Center Hotel

Chicago (Schaumburg), IL

Booth spaces are still available
contact tczar@glass.com to secure your location!
Register to attend at www.usglassmag.com/gems
540/720-5584

Pre-registration ends October 4 
so be sure to sign up now! 
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NewsMakers

promotions
GGI in Secaucus, N.J., has named Randy Coones as its

vice president of sales and John Bush as the company’s vice
president of operations.
Coones joined GGI in 2000, most recently serving as vice

president of west coast sales. In his new role, he will be based
at the New Jersey headquarters and oversee the company’s
sales effort to the architecture and design community, glaz-
ing contractors, glass fabricators and the framing industry
throughout North America, according to a company release.
Bush joined GGI as plant manager in 2011 before being pro-

moted to director of operations in 2012. He will now focus
on integrating the company’s new equipment, as well as qual-
ity control and safety initiatives, according to the release.

newhires
Technoform Bautec North America Inc. in

Twinsburg, Ohio, has hired Bill Blazek to
its market team. He will provide manufac-
turers of aluminum windows, doors and
façades with polyamide insulation profiles
designed to deliver energy efficiency, struc-
tural performance and long-term durability,
according to a company release.
For the past two decades, Blazek owned Ar-

chitectural Construction Products in Cleveland,
where he worked as an independent manufacturer’s represen-
tative. Prior to starting his own business, Blazek served as a
regional sales manager and consultant at Security link Corp.in
Wickliffe, Ohio. He holds both a bachelor’s and an associate’s
degree from the University of Toledo.

Key Glass LLC in Bradenton, Fla., has hired
Spencer Lynn as the manager of the small
projects division. Spencer’s role will focus on
capturing the smaller retrofit type projects as
well as service.
Spencer brings more than 20 years of expe-

rience in the industry, according to the com-
pany release.

appointments
The Dwyer Group, which is the parent company of Glass

Doctor, has named Mary Kennedy Thompson as its new di-
rector of veteran affairs. In the newly-created role, Thompson,
who serves as the president of Mr. Rooter, is responsible for at-
tracting more veterans to franchise and job opportunities
across the service brands within The Dwyer Group.
The Dwyer Group is the founding company of VetFran,

which offers a program that promotes the benefits of
franchising to the Armed Forces. Thompson is a military
veteran.   �

Bill
Blazek
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Spencer
Lynn

ASPECT Pass-Through 
Windows are Ideal for 
Commercial Applications

Pass-Through Windows

REBCO’s newest product, ASPECT 
pass-through windows offer a full 
range of features designed with cus-
tomer service in mind. These easy to
use sliding windows are great for 
businesses which require face to face 
interactions with customers. Stylish yet 
durable, ASPECT windows are the best 
choice for trouble free performance in 
demanding, high traffi c environments.

All ASPECT pass-through windows are 
fully assembled in the United States
and are ready for quick and easy 
installation.

Call today for more information.
800-777-0787

1171-1225 Madison Ave., 
P.O. Box 2248
Paterson, New Jersey 07509-2248

Rebco’s in Front!!!

www.REBCOinc.com

Outside NY/NJ: 800-777-0787 
NJ: 973-684-0200 / NY: 212-736-6435
FAX: 973-684-0118
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[ d a t e b o o k ]

G lass Expo Midwest™ is re-
turning to Chicago, October
31 – November 1, 2013,

and is bringing in exhibitors that
will display the latest products and
developments for the entire archi-
tectural glass and glazing industry.
The event will take place at theRen-
aissance Schaumburg Convention
Center Hotel in Schaumburg, Ill., a
Chicago suburb.
Exhibitors will represent all

facets of the architectural glass and glazing industry, in-
cluding glass, metal, windows, storefronts, fire-rated glass,
software, tools, hardware and machinery. Some companies
already signed on as exhibitors include Guardian Industries,
Mainstreet Computers, SAFTIFirst, C.R. Laurence, YKK AP,
JLMWholesale, Bohle America, Vetrotech Saint GobainNorth
America, J&SMachine, Portlap USA, Tubelite, Trulite Glass &
Aluminum and many others.
Glass Expo Midwest is co-sponsored by the Illinois Glaz-

ing Association, the Indiana, Ohio, Minnesota and Wis-
consin Glass Associations, Detroit Glass Dealers
Association, the Association of Glazing Contractors and
USGlass magazine, USGNN™ and WINDOW FILM magazine.
Learn more at www.usglassmag.com/gems.

Plan Now to Attend
Fenestration Day™ 2013
FenestrationDay™, now in its fourth year, is returning to the

Midwest. Door & Window Market (DWM) magazine, sponsor
of the event, will host Fenestration Day in suburban Chicago
on October 31. Join door, win-
dow and other fenestration in-
dustry leaders as they come
together for a full day’s worth of
education, networking and
muchmore.
Attendees can connect with

peers at the Renaissance
Schaumburg Convention Cen-
ter Hotel in Schaumburg, Ill.,
and hear presentations from experts on the latest issues
affecting the fenestration industry. �

Glass Expo Midwest ’13
Premiers Next Month

Reviews&Previews
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Glass Expo Midwest
exhibitors will offer
products for the
entire architectural
glass industry

Fenestration Day sessions
will focus on a number of
current topics for the door
and window industry.
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NORTH AMERICAN EVENTS

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

October 15, 2013
GANA Northwest Roundtable
Sponsored by GANA
Tacoma Museum of Glass
Tacoma, Wash.
www.glasswebsite.com

October 27 – 30, 2013
AAMA National Fall Conference
Sponsored by AAMA
Marriot Waterfront
Baltimore, Md.
www.aama.org

October 31, 2013
Fenestration Day™ 2013
Sponsored by DWMmagazine
Renaissance Schaumburg
Convention Center Hotel
Chicago (Schaumburg), Ill.
Contact:
www.dwmmag.com/feneday

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

November 8, 2013
GANA Eastern 
Canada Roundtable
Hilton Garden Inn Airport Hotel
Toronto
www.glasswebsite.com

November 20-22, 2013
Greenbuild 2013
Sponsored by the U.S. Green
Building Council
Pennsylvania Convention 
Center
Philadelphia
Contact: www.greenbuild-
expo.org

INTERNATIONAL EVENTS

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

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

October 29 – 31, 2013
Glass Expo 2013
National United Council of
Glass Industry Enterprises
International Exhibition Center
Moscow, Russia
http://www.steklosouz.ru/main

July 7-14, 2014
GPD USA 2014
Organized by Glaston Finland
Pennsylvania Convention 
Center
Philadelphia, Pa.
Contact: www.gpd.fi �

Up&Coming
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                The Putsch® SVP 1080 

Vertical Glass Saw is the perfect solution 

September 10-12. Booth 1355

visit www.putschusa.com 

or call 828-684-0671

The Putsch® 

SVP 1080 

Vertical Glass Saw

Putsch® & Company, Inc.

To see the 
full event 
schedule or 
add your 

own events, 
visit www.us-
glassmag.com
/events.php.
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ARCHITECTURAL GLASS
Architectural Glass,
General
AGC Glass Company 
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441
www.us.agc.com
info@us.agc.com

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

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

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

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

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

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

Curved/Bent

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

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

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

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

Fire-Rated Glass
AGC Glass Company 
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441
www.us.agc.com
info@us.agc.com

Vetrotech Saint-Gobain
2108 B Street NW, Suite110
Auburn, WA 98001
P: 888/803-9533 
www.vetrotechusa.com

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

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

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

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

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

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

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

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

Laminated

53 Silvio O. Conte Drive

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

  ENHANCED EDGE
PROTECTION FOR

TPU & PVB
LAMINATED GLASS

COMPOSITES

Argotec
Urethane Film & Sheet

®

ArgoEdgeSealPLUS®

P
LU

S
Edge
Seal

Argo   ®

FIGHTS
DAMAGE
DUE TO:
� Moisture
� Cleaners
� Solvents
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Get Your 
Company Noticed! 
Place your listing today. 
Deadline for the November

issue is October 11th
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Oldcastle BuildingEnvelope®
50 manufacturing locations
throughout North America
P: 866/653-2278
www.oldcastlebe.com

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

DECORATIVE GLASS
Decorative Glass, General
AGC Glass Company 
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441
www.us.agc.com
info@us.agc.com

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

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

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

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

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

Doors, General
PORTALP Automatic Doors
and Opperators
2318 J&C Boulevard
Naples, FL 34109
P: 800/474-3667
F: 855/949-7678
www.portalpusa.com
sales@portalp.com

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

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

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

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

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

Door Screens
Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

Jamb
Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

Patio Door Screens
Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

Thresholds
Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

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

Multipoint Locks
Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

Muntin Tapes
Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

Stiffeners
Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

Weatherseals - 
Pile, Fin, Bulb
Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

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

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

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

Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

Muntin Bars
Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

Sealants, General
Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

Spacers, General
Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

Units, Bent-Curved

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

INSULATING 
GLASS MACHINERY 
AND EQUIPMENT
Production Lines
Quanex Building Products
1800 West Loop South
Houston, TX 77027
Phone: 800/233-4383
QuanexPR@quanex.com

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

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

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

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

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

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

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

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

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

TESTING LABS 
Energy Testing
Building Enclosure
Consulting, LLC
3D THERMAL SIMULATIONS
713 SW 8 Ave.

Hallandale Beach, FL 33009
P: 305/600- 0516; F: 954/457-3592
www.Building-Enclosure.com
info@b-e-c.info

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

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

Window Screens
Quanex Building Products
1800 West Loop South
Houston, TX 77027

Phone: 800/233-4383
QuanexPR@quanex.com

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

Fire Rated
Technical Glass Products, TGP
8107 Bracken Place SE
Snoqualmie, WA 98065
P: 800/426-0279 F: 800/451-9857
www.fireglass.com �
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[ a d v e r t i s i n g i n d e x ]

76 Access Hardware Supply 855/847-5691 800/435-8233 www.accesshardware.com
39 Adams Rite Manufacturing Co. 800/872-3267 800/232-7329 www.adamsrite.com
5 AGC Flat Glass North America 800/234-9380 404/446-4221 www.us.agc.com
74 Albat & Wirsam 888/254-2915 905/338-5671 www.a-w.com
104 Aluflam North America 714/899-3990 714/899-3993 www.aluflam-usa.com
72 Azon Systems Inc. 800/788-5942 269/373-9285 www.azonintl.com
63 Besana-Lovati Inc. 336/768-5504 336/768-7549 www.besanalovati.com
13 Banom Inc. 800/227-7694 800/456-8393 www.banom.com
31 Benteler 260/434-3525 260/434-3501 www.benteler-glass.com
81 Billco Manufacturing 724/452-7390 724/452-0217 www.billco-mfg.com
105 Bohle America 877/678-2021 714/247-8420 www.bohle-america.com
82 Building Envelope Software Technologies 800/746-0641 416/498-7500 www.buildingenvelopesoftware.com
15 Bystronic Glass GmbH +49 (0)7234 6010 Not Available www.bystronic-glass.com
99 Capital Tape 888/888-8273 216/292-3435 www.capitaltape.com
33 Cardinal IG 952/935-1722 952/935-5538 www.cardinalcorp.com
67 ClearShield Technologies 847/671-4584 847/671-4741 www.clearshieldonline.com
49 C.R. Laurence Co. Inc. 800/421-6144 800/587-7501 www.crlaurence.com
75 Degorter Inc. 800/34-9399 704/225-8290 www.degorter.com
23 EFCO Corp. 800/221-4169 416/581-0700 www.efcocorp.com
93 Erdman Automation 763/389-9475 763/389-9757 www.erdmanautomation.com
51 F. Barkow Inc. 800/558-5580 414/332-8217 www.barkow.com
59 Fenetech Inc. 330/995-2830 330/562-8688 www.fenetech.com
4 Fenzi North America 416/674-3831 416/674-9323 www.fenzi-na.com
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For more information on these companies’ products, visit http://products.usglassmag.com
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34 Galaxy Custom 973/575-3440 973/575-5235 www.galaxycustom.com
98,102,111 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com

C3 Glasswerks L.A. Inc. 888/789-7810 888/789-7820 www.glasswerks.com
112 GlasWeld Systems Inc. 800/321-2597 541/388-1157 www.glasweld.com
77 Glazers Choice 888/655-3430 Not Available www.glazerschoice.com
79 Graco Inc. 877/844-7226 612/623-6273 www.exactablend.com
35 Grenzebach 770/253-4980 +49 906 982 2108 www.grenzebach.com
11 Guardian Industries 866/482-7374 248/340-2111 www.sunguardglass.com
29 Hafendorfer Machine Inc. 888/224-3669 Not Available www.hafendorfer.com
21 IGE Glass Technologies Inc. 800/919-7181 561/741-3071 www.igesolutions.com
C2 I.M.P.A.C.T. 800/545-4921 202/393-1148 www.impact-net.org
7 ITW Polymers Sealants North America 800/878-7876 972/554-3939 www.acryl-r.com
36 JLM Wholesale 800/522-2940 248/628-6733 www.jlmwholesale.com
37 Kawneer Co. Inc. 770/449-5555 770/734-1560 www.kawneer.com
17 Keraglass Srl 336/668-2300 336/668-2020 www.keraglass.com
55 Lauren Manufacturing 855/585-5050 330/308-7652 www.lauren.com
19 Mappi North America 336/878-7460 +39 06 968 73211 www.mappi.it
97 Matodi USA 336/668-2300 336/668-2020 www.matodiusa.com
91 MyGlassTruck.com 800/254-3643 856/863-6704 www.myglasstruck.com
41 Ohio Gratings Inc. 800/321-9800 330/477-7872 www.ohiogratings.com
8-9 Oldcastle BuildingEnvelope® 866/653-2278 310/264-4703 www.oldcastlebe.com
45 Pilkington 800/221-0444 419/247-4517 www.pilkington.com/na
16 PORTALP USA Inc. 800/474-3667 Not Available www.portalpusa.com
C4 PPG Industries Inc. 888/774-4332 412/826-2299 www.ppgideascapes.com
26 Precision Glass Bending 800/543-8796 800/543-8798 www.e-bentglass.com
87 PRL Glass Systems Inc. 800/433-7044 626/968-9256 www.prlglass.com
112 Pulp Studio Inc. 310/815-4999 310/815-4990 www.switchlite.com
113 Putsch & Co. 828/684-0671 828/684-4894 www.putschusa.com
110 Rebco Inc. 800/777-0787 973/684-0118 www.rebcoinc.com
43 SAFTIFIRST Fire Rated Glazing Solutions 888/653-3333 415/822-5222 www.safti.com
71 Salem Distributors 800/234-1982 336/766-1119 www.salemdist.com
83 SAPA/Alumax 877/710-7272 Not Available www.alumaxshowerdoor.com
25 Sapa Extrusions North America 877/710-7272 Not Available www.sapagroup.com/na
54 Soft Tech America 954/568-3198 954/563-6116 www.softtechnz.com
110 Spay-X 877/977-7299 877/977-7299 www.sprayx.com
101 Strybuc Industries 800/352-0800 610/534-3201 www.strybuc.com
3 Techinal Glass Products 800/426-0279 800/451-9857 www.fireglass.com
61 Technoform 330/487-6600 330/487-6682 www.technoform.us
1 Trulite Glass & Aluminum 866/629-2724 954/724-9293 www.trulite.com
80 Unruh Fab Inc. 800/867-2297 316/772-5852 www.unruhracks.com
27 Vetrotech Saint-Gobain 888/803-9533 253/333-5166 www.vetrotechusa.com
69 View Inc. 408/263-9202 408/263-9500 www.viewglass.com
107 Vitrum Show 2013 +39 02 33006099 +39 02 33005630 www.vitrum-milano.it
108 Wagner Companies 888/243-6914 414/214-0450 www.panelgrip.com
78 Walker Glass Co. Ltd. 888/320-3030 514/351-3010 www.walkerglass.com
109 Win-Door North America 800/282-0003 416/444-8268 www.windoorshow.com
101 Wood’s Powr-Grip 800/548-7341 406/628-8354 www.powrgrip.com
73 Yuntong Glass 732/763-3709 732/946-0631 www.yungtongglass.com
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YOUR AD COULD BE HERE!
For a price quote, email your ad to:

jmulligan@glass.com or call 
Janeen Mulligan at 540/602-3255

for more information.

Listings start at $129 per column inch. 
Deadline for the December issue is November 8.  
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Industry Services

Bieber Consulting 
Group, LLC

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

USED MACHINERY
BOUGHT & SOLD
Inventory Reduction Sale

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

We Buy & Sell Used Glass
and Window Machinery
www.ameracanequipment.com
dave@ameracanequipment.com

855/669-9108 or
Outside U.S. 303/669-9108

Used Equipment 

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

Employment/
Help Wanted

Products for Sale

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

All Machines in Stock
•  Non-Autoclave Laminating Machine

for EVA, SGP (Dupont) & PVB
•  Tempering Furnace - Flat & Bending

ALL SIZES
•  New CNC Glass Cutting table with 

Laser Scanning Feature 
•  New 8-Spindle Beveler. 
•  New 9-Spindle flat Edger/Miter. Ideal

for shower doors. Our best seller. Over
200 installed and operating in US.

•  New Shape Edger/Beveler. 
•  48”, 63”, and 72” Horizontal Washers
Prices EXW Miami. Includes free instal-
lation/training/spare parts. In-house
technical support. Machines in stock.
www.jordonglass.com  
Ph: 800/833-2159.  
E-mail: sales@jordonglass.com
Visit us at GlassBuild America, Booth 2441

Sr. Glazing Consultant Needed
SF Bay Area A/E Firm needs Sr. Glazing
Consultant. 20+ yrs experience in glaz-
ing/cladding industry, with expert
knowledge of systems, applications and
standards to select/ design/critique
specs, supervise pre-con tests/forensic
investigations and professionally
write/speak on behalf of company. CE de-
gree and PE license a plus. Submit re-
sume to adamr@buildingtalent.com. 

A Site Designed
Exclusively for

Contract
Glaziers

from USGlass
Magazine 

Visit
usglassmag.com/contractglazing

Journeyman Glazier &
Auto Door Tech Needed

Contract glazing company in Twin Falls,
Idaho, is looking to fill positions for a
Journeyman Glazier and an Auto Door
Tech. We offer competitive wage and
benefits package. For more information
please call 208/733-7800.

GED Glass Cutter
Model 1600,  12 years old, $18,000. Includes
drop table and break-out table. Other glass
line equipment available. Please contact
Mike Gilkey at mgilkey@gilkey.com

ply no longer needed! ENEMA cuts
field labor costs  in half, equipment
costs almost in half and when cou-
pled with my other plan for out-
sourcing all package deliveries (for a
little percentage of course) to either
UPS or FedEx, who already do the job
much better than the U.S. Postal
Service, we are talking some big-time
improvement. If neither of them
wants it, we outsource it to the lowest
Chinese bidder. And as for those fine

USPS union members, not one will be
laid off. No, not a one. Through attri-
tion, simply not replacing those who
either retire or quit, we will drive
costs down dramatically and to the
outside observer, any change in
worker pace would be imperceptible
to the untrained eye. I am convinced
that if we can fully understand POOP
and embrace ENEMA, we can wipe
out the problem in just a few years. 

Okay, so you probably want to

know what you can do to help, right?
So here it is. Sit down right now and
scan over a letter to your congress-
man and senator telling them that
you have looked at the POOP and
now you want the ENEMA to be
used. Next, send me money (cash
only please) to help me keep the
drive alive for a fix to this national
crisis. Please send those donations
either by FedEx or UPS. And thank
you very much! �

theBusiness
continued from page 120
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theBusiness

Every so often (and fortunately
for all concerned not that often
at all) I feel compelled to get

serious, put aside all silliness and go
toe-to-toe with an important issue of
the day. Those who have followed this
column for any period of time may
remember past efforts of mine along
these lines. Arguably, I have had a
positive influence when I have ven-
tured forth to correct one of society’s
ills or come to the aid of a misguided
governmental agency or civic institu-
tion. Space and time prevent me from
listing all of the good that I have ac-
complished over the years but suffice
it to say, I have had an impact. So I
have now decided to turn my atten-
tion to a problem of immense pro-
portions and also a problem that is
getting worse by the minute. I refer
here to our nation’s postal operation,
the U.S. Postal Service (USPS). 
First, some background. The USPS

lost $1.9 billion in the last quarter. If
you have a calculator and want to
take the time to use it, you would
quickly find that this works out to be
a loss of $867,579.91 a minute!!! And
who do you think is covering this loss
my friends? Yes indeed, you and me.
Okay, here’s a little more for ya …
first class mailings continue to de-
cline sharply as more people switch
to the Internet for communication
and things such as bill payment, but
in spite of this, there are currently
more than 35,000 post offices of one
size or another. By the way, 10 percent
of these generate less than $27,000 a
year in revenue. Just think of what
those are costing us! I think you get
the picture. This is a mess, and a
costly one at that.
So I set out to come up with a plan

to fix it. I also appropriately named
this plan … and you will see that I
have assigned an acronym for this
plan because governmental people al-
ways insist on these little things when
they institute a program. Helps them
remember them I guess. Anyhow, I
have named this initial process my
Post Office Organizational Plan or
POOP for short. To develop this plan,
I performed a comprehensive 60 day
study of all mail that came to my
house. I assume, of course, that my
household is relatively typical of the
average American household. 
During the POOP stage, I deter-

mined that other than advertising
and magazines, virtually all mail re-
ceived was an invoice … electric bill,
phone bill and stuff like that. Only
three pieces of mail that came in first
class were actually of a personal na-
ture. One wedding invitation and two
thank you cards for gifts sent to re-
cent graduates. And believe it or not,
my house took in 217 pieces of mail
during the POOP study period. 
Now a price increase would have a

very small impact on the financial
situation being faced. It’s kinda like
the tax thing over all. You can raise
the taxes a whole bunch but the gain
is marginal unless significant
cuts in spending also take place.
So I spent hours looking at the
facts and figures and I even
tracked down a copy of the Con-
gressional Research Service’s re-
port which had been submitted
to Congress for their review of
the USPS. Then I locked myself
in my basement furnace room
pledging not to leave until I
came up with a solution and be-
hold and low, I did it! And I am

herein sharing it with you. Don’t
thank me yet. An opportunity for that
will be made available shortly.
Yes, after several sleepless nights

and an incredible amount of effort, I
came up with a solution and I named
it the Emergency National Effort for
Meaningful Action …or ENEMA.
Now to be honest, the driving force
behind the ENEMA program is my
idea to cut mail delivery to three days
a week. No way do we need regular
mail delivery every day. Some would
get mail delivery Monday, Wednesday
and Friday and the rest would get it
on Tuesday, Thursday and Saturday.
Now let’s be honest here, you’re prob-
ably not paying your bills the day you
receive them, the advertisements can
wait a day and a good amount of the
rest of the stuff you get is thrown out
without it even being looked at, so I
am convinced that once you get used
to the “every other day” thing, you
will be fine. And as for the ENEMA’s
impact on business, much more gets
scanned electronically than mailed
and checks can now also be scanned
for deposit purposes or simply wire
transferred. Daily mail service is sim-

Going Postal
b y L y l e R . H i l l

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

has more than 40 years experience in the
glass and metal industry and can be
reached at lhill@glass.com. You can read
his blog on Wednesdays at
lyleblog.usglassmag.com.

continued on page 119

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


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.

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


PPG Industries, Inc., Glass Business & Discovery Center, 400 Guys Run Road, Pittsburgh, PA 15024 www.ppgideascapes.com

Solarban, IdeaScapes, PPG and the PPG logo are trademarks of PPG Industries Ohio, Inc.

It’ll change the way you look at neutral glass.
Introducing Solarban® 67 glass. A crisp, vibrant neutral glass that stands out from 
the crowd. For a sample, call 1-888-PPG-IDEA or visit ppgideascapes.com/sb67.

67

SEE US AT GLASSBUILD AMERICA
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The designation ofWilliam (Bill) C.Griffiths as the new
president and CEO of Quanex in early July, may have
seemed like a sudden change. Indeed, it came on the

heels of the sudden resignation of David Petratis, former
CEO, who resigned to accept a position with Allegion (see box
to the right), and Griffiths tells USGlass magazine that the
Quanex board was shocked. But that doesn’t mean they
weren’t prepared. In fact, the board, which includes Griffiths,
already had a succession plan in place in the event of an
emergency, and it promptly put the plan in action. 
Griffiths, 61, has served on the board since 2009, and most

recently served as the managing director and member of the
board of directors of Sealine International Ltd., a privately
held manufacturer of motor yachts based in the United King-
dom, until June 2013. Prior to joining Sealine, he served as
chairperson of the board, president and CEO of Champion
Enterprises Inc., a producer of modular and manufactured
housing, and president – Fluid Systems Division of SPX
Corp., a global multi-industry company.
USGlass sat down with Griffiths just two and a half weeks

into his new role to find out what changes to expect, what his
immediate focus will be and challenges facing the Houston
based company. 
USG:Why do you feel you are the right executive to be

the new CEO?
Griffiths:Well I havemore than 30 years experience--much

of it international. I have worked all over the world and clearly
part of their [Quanex] strategy is to expand internationally
and expand globally. I also have had direct involvement in
building products in the modular housing business--that
gives me some relevant experience. I have been on the board
for a four-year period and that gives me a head start on any
potential candidate. I have knowledge of the strategy here and,
in fact, I have been very involved in planning that strategy. I
know all the senior and middle managers and know all about
the business, etc. As president I am now immersing myself in
the company—for the first 100 days that’s the plan. 
USG: Is this an interim position or a long term change?
Griffiths: It’s long-term. On June 4 even before this [Pe-

tratis resigned] we had a succession plan in place: we always
have a plan for an emergency situation. We had decided that
we would pick one of three directors, myself included, and
decided we would tap one of them. We plan for anything, a
plane going down, etc., but we never make a final determi-

nation until that happens. As it turned out, David resigned
and this was equally as sudden and quite frankly surprising
as any of the situations for which we had planned.
So we had to plan for his successor. In addition to being

qualified I was prepared to move to Houston [from Detroit]
and take on the job permanently. The other two candidates
were very well entrenched in their homes and they would
have looked at it as a temporary position. 
USG: Did the board have a lot of notice that this

change was coming? 
Griffiths: Wehad no notice and it was a complete shock to

the management team. It all happened very rapidly. He re-
signed right before the July 4 holiday and the board worked
through that weekend and by that Sunday evening I was in
Houston. David and I agreed that since I didn’t need a long
handover we just needed a day to get up to speed. 
To be clear this was a case of a terrific opportunity for him

personally and very difficult for him to say no. It fell in his lap. 
USG: In a company announcement you said youwould

continue to execute David’s strategy and that you had
worked closely with him on it. Can you expand on that
and your plans going forward?
Griffiths: The board was very much involved with the ac-

quisition and growth strategy in general. David did an excel-
lent job of putting the Engineered Products Group together
and that is complete. The next part was to utilize the cross
selling capabilities to grow organically. Sometimes we have
key customers that buy one component in large quantity but
don’t buy any of the others. I would like to accelerate that strat-

Fitting the “Bill”
Meet the  New Quanex CEO

Griffths has spent time visting the Quanex facilities including Rice Lake.

by Tara Taffera
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Fitting the “Bill”
Meet the  New Quanex CEO

egy to take advantage of these cross selling opportunities.
USG:David toldmeQuanexwas looking for future ac-

quisition opportunities. Will you be continuing upon
that acquisition focus?
Griffiths: Definitely. There are opportunities out there

(similar to Edgetech) where there are businesses that are the
same as ours but with different footprints, so adjacent ac-
quisitions could make sense. That won’t change. 
Our acquisition of Edgetch has been very successful and

our early read on our recent acquisition of Aluminite is that
will be as equally successful. 
USG: Is there any part of the core strategy that will

change? 
Griffiths: I don’t think so.The reason I say that is because

the board was very active in strategy development, along
with the management team. We adjust every year however
as circumstances may change. 
USG: Tell me about the financial health of the com-

pany. I know Quanex had some layoffs across all seg-
ments recently. Why was that necessary? 
Griffiths: The issue for us is that we are in the middle of a

massive project to put in a company-wide Enterprise Resource
Planning (ERP) system. The expenses on that are running
higher than we had anticipated. That in and of itself wasn’t the
reason for cost reductions. We also have our Nichols Aluminum
business that is suffering from depressed prices and that situ-
ation is impacting financial results. David put a cost reduction
program in place and that is past us now. I don’t expect another
wave [of layoffs] absent a material change in the environment.
USG: How are you facing those challenges of sup-

ply/pricing issues related to aluminum which is a core
part of your business?
Griffiths: It is fair to say that Dave had this issue firmly in his

sights and took some actions. What I am doing now is my own re-
view of the cost structure of the business and my own detailed re-
view of operations. It is too early to tell if we will have to make
further changes—it has only been two and a half weeks. My ex-
pectation is that by the time we get to GlassBuild America I will
be in a position to talk more openly and publicly about what we
may want to do about any shift in strategy or internal changes
that will be necessary. It is too soon now but a review is underway. 
USG:What are the biggest challenges facing you in this

job right now?
Griffiths: It’s three fold. One, it’s taking a close look at

where we are with our ERP implementation and where that
goes in the future—this is a very large undertaking and is
the first issue I need to get my arms around. 
The second is trying to better understand what the future may

hold with Nichols Aluminum. We have made great strides oper-
ationally and we are close to the point that the business is as good
as it has ever been fromapure operations and efficiency stand-
point, but we are at the mercy of the commodity market. 
Third, there is very clearly starting to be a rebound in build-

ing products. My belief is that we are at the bottom and ready
to take off. The question is how fast is the recovery and how
soon will it really take root--we have seen a few false starts
this year. At some point, it will snap back and snap back fast
and I want to make sure we will be ready to take advantage of
that. The homebuilders are caught in that trap right now. I do
believe the demand is greater than the supply they are creat-
ing. They are having difficulty getting up to speed due to labor,
etc. I am sure they would prefer to keep demand in front of
supply. I want to make sure we are ready when it comes. 
USG:What are the biggest opportunities available to

Quanex? 
Griffiths: I think it is to do a better job with our organic

growth program by cross selling to existing customers. We have
spent a lot of time getting ready for that and are ready to execute. 
USG: Is there anything else you would like to tell me

about your new role? 
Griffiths: No; at two and a half weeks in I think that is

good for now [laughs]. Maybe we can explore some things
in depth in September. 
USG: I look forward to it. �

Petratis: His Next Chapter

David Petratis, former Quanex CEO, will
now serve as chairman, president and
CEO of Allegion, the $2 billion security
company to be created upon separation
from Ingersoll Rand. Petratis began work
August 5 and will chair the new board
when Allegion becomes a standalone,
publicly-traded company, which is expected to occur before year-
end, according to an Ingersoll Rand announcement. Allegion is
an Irish plc, with its North American corporate center in Carmel,
Ind., employing about 7,600 people in 35 countries including
20 production and distribution facilities around the world.

Tara Taffera is the editor/publisher of
DWM/Shelter 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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Project No. 1: 77 12th Street
Location: Atlanta
Architect: rule Joy trammell + rubio LLC
General Contractor: brasfield & Gorrie LLC
Glass Subcontractor/Installer: Glass Systems Inc.
Glass Fabricator: Viracon

Situated along the city’s “midtown mile,” 77 12th street is
a 23-story tower comprised of 330 luxury apartments with
multiple floor plans. Street front retail provides 20,000
square feet of shopping and dining space.

77 12th features 96,000 square feet of YWW 50t window
wall supplied by YKK Ap America. the challenge was to provide
the appearance of a curtainwall system without the cost typi-
cally associated with this type of system. the engineers at YKK
Ap America utilized an innovative floor slab cover and a deep
mullion version of the YWW 50t high-performance window wall
system to meet the aesthetic and budget-
ary requirements of the project.

Other YKK Ap America products fea-
tured on the complex include the YCW 750
OG curtainwall system, thermaShade®

sunshades, YtD 350t terrace doors, 350
YSD 600t sliding glass doors, model 35D
entrances (at interior locations) and the
megatherm® Xt entrances energy saving
swing doors at exterior locations.

Down and Dirty 
in theATL

Acity known for its distinctive skyline,Atlanta has be-
come “The Hollywood of the South” in recent years
as movie makers flock to the city to film their proj-

ects. The city’s spacious, yet fascinating architectural design

has proven every bit as alluring as its Southern charm and
tasty Southern food. Let’s take a look at just a few of the many
projects that has Hollywood A-listers and architects alike
rushing to the ATL.

SOME NOTABLE ATLANTA PROJECTS

Commercial Construction Projects Popping Up All Over the Metro Atlanta Area

By: John Hollis
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Down and Dirty 
in theATL

Project No. 2: Georgia Gwinnett College (GGC) Library and
Learning Center
Location: Lawrenceville, Ga.
Architect: Leo A. Daly, Atlanta
General Contractor: the potts Company, Conyers, Ga.
Glazing Contractor: Glass Systems Inc., Lithonia, Ga.
Curtainwall, Storefront Framing, Doors, Sunshades: Kawneer Co.
Aluminum Composite Panels: Alcoa Architectural products
(reynobond)
Panel Fabricator/Installer: Kistler-mcDougall Corp., Woodstock, Ga.

Located on the cam-
pus of the Georgia Gwin-
nett College in
Lawrenceville, the
90,000-square foot Geor-
gia Gwinnett College Li-
brary boasts 37 rooms
that can be used for
group or project work and
has a capacity for 300,00
volumes. the GGC Li-
brary is the first in the
state to have achieved
LEED Gold certification.

the project features
ppG’s Solarban 70 XL.

Project No. 3:
North Atlanta Care
Location: Alpharetta, Ga.
Architect/Designer: Lyman,
Davidson, Dooley LLC
Installer/Glazing Contractor:
Southeastern Glass &
Glazing LLC
Glass Fabricator: GGI in
Secaucus, N.J.

these offices for a group of
doctors underwent a com-
plete remodel in 2012. many
of the doctors love to scuba
dive and wanted to create a
feeling in the waiting room as
if you were scuba diving. the
image used for this project
was found on a website by
one of the doctors. they sent
the image reference to GGI,
which created it as an Alice®

digital image that was then
printed on ½-inch tempered,
Starphire® glass.
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Project No. 4: the Equitable building
Location: Atlanta
Architect: (An owner direct project)
General Vendor: Viracon
Contract Glazier: Harmon Inc.

Harmon recently completed the façade renovation
for one of Atlanta’s most recognizable structures in
the Equitable building. the existing 32-story tower
was built in 1968 with monolithic bronze glass with
a film for energy performance. Harmon removed the
existing glazing and metal panels and replaced them
with 1-inch insulating glass and shadow box panels.
Harmon was able to engineer and manufacture a
custom aluminum framing system to retrofit onto the
existing framing.

the building remained occupied during the reno-
vation, with Harmon working to mitigate interruption
to the building’s tenants. the original scope of work
was estimated to take 25,000 man hours, but Har-
mon completed the work in just over 15,000. the
project included 7,316 glass panels and 202,000
feet of aluminum. According to the Harmon website,
the glazing helped improve views and allows natural
light into the space. the improved glass performance
is also expected to enhance energy savings.
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