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NewsMakers

new hires
ICD Expands Management 

ICD High Performance Coatings in
Vancouver, Wash., has made two addi-
tions to its team. Steve O’Hollaren has
been hired to handle sales management
and customer relationships in North
America, while Celso Broqueza is the

company’s new Middle East commer-
cial and technical manager.

HTL Hires New 
Engineer to Lead Efforts
in Thermal Services 

HTL LLC, an architectural testing lab
in Riviera Beach, Fla., has hired Lucas

Turner, P.E. to manage its simulated
thermal services. Turner brings more
than 12 years experience in engineer-
ing, product design and development,
code compliance and project manage-
ment to the HTL team of engineers.
Turner comes to the company following
10 years at PGT Industries Inc. 

AMinuteWith...
Tom Harris

Oldcastle® Glass Engineered Products

A fter 34 years in the glass and
glazing industry, Tom Harris an-
nounced his departure from Old-

castle® Glass Engineered Products
(previously known as Vistawall) in Ter-
rell, Texas, on October 2. Over the
course of his 34 years, the majority of
his career has been with the same ar-
chitectural metals company, though
throughout that time it has had differ-
ent owners including Butler Manufac-
turing, BlueScope Steel and, most
recently, Oldcastle.

While his departure may be surpris-
ing to some, Harris says he made the
decision simply because he was ready
for a change.

“Plus I think I’m young enough to do
other things and I have a lot of experi-
ence that could also be helpful to oth-
ers,” he told UUSGlass in an exclusive
interview. Harris took the time to share
some thoughts on how the industry
has changed and where he sees it
going, as well as plans for the future. 

Q: In 34 years, what are some
changes you’ve seen happen within
this industry?

A: A lot has happened and much has
been within the past few years and a
lot involves the speed at which we
work. It doesn’t necessarily mean the
project gets built any faster, but the
time to execute our work has been re-
duced. Also, the complexity of the prod-

ucts has changed. Today there’s glass
for hurricane, blast and seismic appli-
cations as well as glass to meet energy
codes. It used to just be a decision of
¼-inch or 1-inch glass. This complexity,
though, is great because the better our
products are the better we as an in-
dustry get.

Q: What are some of the other dif-
ferences you see today compared to
when you started?

A: We’re moving to a point where the
architectural community has to depend
on the installers and the manufacturers
for their expertise. Because of the com-
plex products we have now, architects
are not always fully aware of the materi-
als. This is an opportunity for us to bring
value to the entire building team.

Q: What are some of your concerns
about the industry?

A: In the short term, I think this econ-
omy could be detrimental. Every busi-
ness in any industry has to adjust their
cost line to meet their top line. I’m also
afraid that we may see a lot of our talent
disappear because [it’s the people] that
can really bring value to a business.

Q: What are some things you’d like
to see happen in 2010 and beyond?

A: I’d like to see this industry step up
in areas such as sustainability and en-
ergy and to really have a leadership
role. We’ve got to get the message out
that architectural window systems pro-

vide a great benefit to a project in
terms of sustainability, daylighting, en-
ergy savings—we want to push that in
a strong way. At some point I expect
photovoltaics will also become a big
asset to our industry. 

Q: Is there anything you’d like the in-
dustry to know about your departure?

A: I’ve enjoyed my 34 years and have
had a wonderful career. I’ve particularly
enjoyed the sales and marketing side
and the activities of building relation-
ships. And that’s one thing I missed as I
began to advance in my career because
it takes you away from it a bit. Looking
forward, I’m open to opportunities out-
side of the industry, but I’m also not op-
posed to those inside the industry.

Q: What are your future plans, both
personally and professionally?

A: Personally, I owe some things to
my parents and my wife to take some
trips. So we will take time to do those
things, but have not made specific
plans as of yet. For my next career
step, when I came to
this decision I had no
idea of what the
next step would be
… I do know I would
like to be in a sales-
oriented position,
but I’m also not ruling
out a management
role either.   ■


