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What Do

You Think?

February’s Survey Results
The benefits of unitized curtainwall
systems are considered to be many.
But what challenge do you feel glazing contractors most need to consider
before installing these systems?
You answered:
Transportation
6.67%
Site logistics
73.33%
Cost
20%
Protecting pre-installed glass
0%

WeBlogs
While at www.usglassmag.com
be sure and check out our blog pages
Paul Bieber
Online editor,
www.usgnn.com

Online Survey

Speak out and tell us what you think with our online reader poll.
Read the articles inside the issue and then cast your votes
online. This month’s question:
The Energy Independence and Security Act of 2007 would
require all commercial buildings, new and existing, be zero-net
energy by 2050. How do you think the glass industry can best
contribute to the effort to attain zero-net energy?

❏ Increased daylighting
❏ Electrochromic windows
❏ New glass coatings
❏ Photovoltaic panels
Also be sure and visit our online discussion boards at
www.usglassmag.com/phpBB2 where you can ask questions and
share experiences about business and life in the glass industry.
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A Crying Sham(e)

Debra A. Levy
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Penny Stacey

“G

overnments are instituted among men, deriving their just powers from
the consent of the governed, — That whenever any form of government becomes destructive of these ends, it is the right of the people to
alter or to abolish it …”
***
It is time for members of the glass industry to re-evaluate their participation
in the National Fenestration Rating Council (NFRC) with careful thought. The
NFRC board of directors continues to ignore the votes of the Council regarding
the Component Modeling Approach (CMA) as well as a variety of other topics.
The NFRC likes to create the illusion that the commercial glass industry is a
participant in the process, but its participation is just that—an illusion.
Instead, the NFRC board of directors has ignored the voices of the commercial glass industry on the Council and continues to do as it wishes without regard for the opinions of stakeholders.
What makes the effort especially distressing is the perception that certain
members of NFRC continue to advance. They say that NFRC is a participatory
Council open to the opinions of all. If participatory means you can talk, but
won’t be heard, then it is. If participatory means you can vote, but that vote will
be overridden by the board, then it is. If participatory means anything beyond
this, then NFRC is a sham and it’s time to call it so.
The participatory illusion is being created in an attempt to make other
groups—most notably architects—believe that the CMA was developed with
input from the commercial glass industry and, the story would go, since the
glass industry was involved with its development, shouldn’t architects embrace
it as well? The individuals and groups from the glass industry involved in NFRC
form a very well respected list. But they are attempting to hold back an NFRC
locomotive called the Railroad Express and that is an impossible task.
Reality is not perception. These pages have continued to monitor NFRC and
have seen instances in which input has been ignored and votes overridden. If
the NFRC board does not begin to follow the wishes of its committees, then
those committees are meaningless and those who serve on them merely shills
in a public relations war. If our industry’s voices cannot be heard within the
Council, then our industry should recognize the Council as flawed and move on
to a better form of governance. It should not allow itself to be used as pawn in a
game of public relations.
The words above ring as true today with regard to the NFRC as they did the
day Thomas Jefferson wrote them in the Declaration of Independence. When
government, or regulators, ignore the will of the governed, or regulated, it is
time for independence from the oppressor. NFRC members in the commercial
glass industry will want to evaluate whether or not being part of the Council really serves a purpose. As Jefferson wrote:
“… when a long train of abuses and usurpations, pursuing invariably the same
object evinces a design to reduce them under absolute Despotism, it is their right,
it is their duty, to throw off such Government, and to provide new guards for their
future security.”
-Deb
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of success with ScarGard Surface Protected
Mirrors. Now, Second Generation ScarGard
offers improved results!

ScarGard2 is a chemical
treatment used to
transform naturally porous
glass surfaces into harder,
smoother surfaces. The
molecular structure of
the glass is effected so
slightly that it cuts as
easily as glass that is
UNPROTECTED.

Vitro America has taken a major step to help customers avoid the
problems created when mirror surface scratches occur during handling.
With Second Generation ScarGard2, scratching problems that occur during
manufacturing, installation or fabrication processes have been drastically
reduced. ScarGard2 adds quality and protection without adding cost to
OUR CUSTOMERS! ScarGard2 Surface Protection is available on all of
our mirror products! Avoid the potential cost of NOT using ScarGard2
Surface Protected mirrors! Use ScarGard2 and think about the money
you will save by reducing the number of mirrors that have to be fabricated
a second time.

ScarGard2 ...prevents most surface scratches.
®

ScarGard2 ...is EPA Approved
®

ScarGard2 ...stays cleaner because dust and foreign items
®

will not stick to the surface as readily.

ScarGard2 ...is not a coating or a film so it will not discolor
®

or alter the reflective quality of the mirror.

ScarGard2 ...mirrors can be installed using all recommended
®

mirror adhesives.

For information on ScarGard 2 Products, phone us at 800-238-6057,
email: sales@vitroamerica.com or visit our website: www.vitroamerica.com

Buyer’sBlock

The More You Know
Opportunities to Enhance Your Education Abound
by Paul Bieber
his column regularly offers in- CONTINUING EDUCATION
savings or construction. See what trends
If you work for a company that has a and products are growing in industries
formation about obtaining
products for your company; tuition reimbursement plan—use it. If similar to ours.
some bought by size, some by weight. you are the owner, set one up. A basic
Browse the web following links menBy far, though, the most important plan would be: an employee is eligible tioned in news stories. We live in the inproduct you can use to manage and for the plan after one year of continuous formation age … take advantage of it.
improve your business
OUTSIDE THE BOX
has no dimensions. It is
If you know it all, your business
Schedule a half-day twice a
KNOWLEDGE.
will never be more than a
year for company education
This is what drives
every successful comone-person shop. If you share your and ask your vendors to come
in and teach. Have a speaker
pany. First, you have to
knowledge, there are no limits.
from one of the floaters …
gain knowledge and
they will really relish the opthen, even more importantly, you have to pass this knowl- employment, the course is business re- portunity to speak. Ask your lami supedge to your coworkers and lated and the employee has to teach to plier to bring someone from Solutia or
employees. If you know it all, your other employees what they have learned. DuPont. See if your attorney will come
business will never be more than a The owner should pre-approve the in to discuss topics like discrimination
one-person shop. If you share your course so there is no misunderstanding. or harassment in the work place. Bring
Also, scale the reimbursement—100 in the phone company to talk about cusknowledge, there are no limits.
How much knowledge do you percent for an A, 75 percent for a B, 50 tomer service. Ask your insurance carneed? As much as you can get! Glass percent for a C and nothing for any rier to make a presentation on company
shop owners should invest five per- lower grade. Some companies may also benefits and retirement plan options,
cent of their time in education, half pay for books and supplies. We are not ask your utility to speak on energy conof that gaining new knowledge and talking Ivy League schools here … a servation. Have your metal supplier
half teaching, about two and a half local community college or state uni- teach about the different systems available. I’m sure many fabricators would
to three hours a week. You may not versity is just perfect.
Read magazines like this one and read be glad to come in and teach informahave the time some weeks, but, in
another week, you take a course at vendor’s brochures to gain knowledge in tion about commercial or shower doors.
the community college for a full depth. When you go to trade shows, get Ask a key employee to create fifteen
evening. Look to gain specific up early and go to the seminars. Ask your minutes on jobsite safety and decorum.
The more you teach, the more you
knowledge on a topic that will help vendors to sponsor a trip for you to their
your business; if you are going back headquarters and research centers. Get learn and the better your company will
to school for non-business related involved in your local glass association be. ■
courses, don’t count that time to- … they all offer knowledge sharing. Join the Glass Association of
wards the five percent.
P a u l B i e b e r has 30 years in
When you learn, make a commit- North America (GANA) or one of
the glass industry, including nine
ment to teach your new skill to peo- the other associations. Go to the
years with C.R. Laurence Co. Inc.,
ple down the line in your firm. Then public library—ask a librarian to
and 21 years as the executive vice
they teach down the next level. If you create a book list on architecture
president of Floral Glass in
are in the middle, plan to teach up and building. In addition to glass
Hauppauge, N.Y., from which he
and down. Knowledge is wonderful in industry journals there are a hunretired in 2005. Mr. Bieber’s
that if you have it, you can give it to dred magazines that reference opinions are solely his own and do not
business, architecture, energy necessarily reflect the views of this magazine.
me and then we both have it.
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Mayflower stocks more Rixson in more styles, finishes and functions
than you can imagine – and all are ready for immediate delivery.
Every floor closer, overhead holder and stop, Smoke Chek,® overhead closer,
pivot, wall magnet and the most parts and accessories. See the complete
Rixson line in our catalog. It's free. Call 800-221-2052 (in NYC 718-622-8785)
MAYFLOWER SALES CO INC, 614 BERGEN ST, BROOKLYN NY 11238 FAX: 718-789-8346 E-MAIL: PILGRIM @MFSALES.COM

FREE TECHNICAL SUPPORT.
CALL, EMAIL, WRITE OR FAX
US AND WE'LL HELP!

www.mfsales.com

REDHOT
RIXSON!

FromtheFabricator

A Need for New Leaders
But Let’s Not Forget Those Who Are Gone
by Max Perilstein
he one thing we have in our in- ple” even until the end. There is no strong, I wanted to make sure to
dustry that I have always question when guys like Randy and honor Stan’s efforts as he so deserves.
preached upon is the quality of Don pass on we are so much weaker as
As for Jack Deyo, there are probably
our people. There are so many good an industry and as a world, really.
more than a few people reading this
folks in all walks of this world in which
who know me that are scratching their
we work. Whether it’s previously noted CLASS ACTS
heads that I am even mentioning him.
Meanwhile, we also saw the retire- There’s this perception that because I
class acts like Lowell Rager of ACH, or
good guys that won fierce battles with ments of many high-profile folks, but worked with Jack in a past life, and
sickness like Brian Craft, or even folks the biggest two were of Stan Smith of that relationship ended worse than a
like Greg Carney and Ron Spellove triangle on “One Life to
These were gentlemen who
lich who I have never written
Live,” that I harbor ill will toabout inside the pages of
Jack. Quite honestly, it
made their marks on our industry wards
USGlass, we’re lucky to have
could not be further from the
them everywhere. But in the
and, quite frankly, changed the truth. My respect for Jack as a
last few months we have lost a
businessman and a person
face of it with their efforts.
few, a couple to retirement and
has been and will always be
a couple to the great beyond
top-notch. The guy did it the
the Glass Association of North Amer- right way, and his exit from the indusand that talent drain is a concern.
When folks like Randy Johnson and ica and Jack Deyo of Mid Ohio Tem- try makes us all weaker. He was one of
Don Vild pass away it leaves a huge pering. Under Stan’s leadership, the the few that understood that the goal
hole. These were gentlemen who made Glass Association of North America is to make money, not market share …
their marks on our industry and, quite had incredible growth and success. among many other important busifrankly, changed the face of it with And yes, the key to GANA is the peo- ness lessons.
their efforts. In Don’s case, I did not ple (like Greg mentioned above, as
work with him in the so-called prime well as the staff in Topeka, Kan., and STEPPING UP
Bottom line is, we are weaker today
of his career, but, during the short time the volunteer leaders from our industhat I did work with him, he left an in- try who give their time to GANA like on a people front than we were a year
delible impression on me and my re- no one could ever imagine). Stan rec- ago and it’s incumbent on all of us to
spect for him and his efforts will ognized that and really enabled those step up and fill the voids. It’s up to us
folks to do what they had to do in to find and promote the new leaders
always remain.
Randy Johnson was truly a one-of-a- order to educate and protect the in- and to build up our industry the way
kind guy. He was probably the premier dustry. Some will always point to an- it should be built up. Guys like the four
sales guy when it came to the region he other glass-related trade organization mentioned worked too hard and too
called home. He knew everyone and because they have a trade show and long to let us squander it away. ■
made sure that every year he would window stickers, but it was
celebrate those friendships and, of under Stan’s watch that GANA
course, build on the business side as took off, grabbed the lead on the
M a x P e r i l s t e i n serves
well. His history in town afforded him technical side and became the
as the vice president of
the knowledge of how every process undeniable resource for our inmarketing for Arch Aluminum
worked and he always used that to both dustry. While I am supremely
and Glass. Mr. Perilstein’s
opinions are solely his own
his advantage and the customers’. confident that Stan’s successor,
and do not necessarily reflect
Where, in some cases, he could’ve held Bill Yanek will be able to build on
the
views
of
this magazine. His column
things over people’s heads he did not Stan’s start and the volunteer efappears
bi-monthly.
and he always looked out for “his peo- fort will still continue to be
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GANAPerspectives

Caring for Today’s Glass
A GANA Guide to New Technology
ver the past 40 years, the flat cannot guarantee or warrant that surface
glass industry has answered the particles or any of the other conditions
calls from building architects for mentioned above will be completely
safer, more aesthetically pleasing and eliminated from random occurrence on
more energy-efficient glass products to finished tempered or heat-strengthened
replace the single lite, clear, annealed glass products, even when using properly
(non-heat treated) glass that has been maintained equipment and observing
used for centuries.
good housekeeping and fabrication
The industry’s response has been high- processes.
performance glass products incorporatLike many specially engineered proding innovations such as heat-treating, ucts, high-performance glass products
coatings, laminating and multi-lite insu- require special care and handling. The
lating units. These high-performance producers of these products, as well as
glass products dominate the vision and the Glass Association of North America
non-vision (spandrel) glazing in today’s (GANA), have generated documents to
building construction.
assist building construction companies,
Many of these unique glass products post-construction cleaning companies
are heat-treated during the fabrication and building owners and managers to
process. Heat-treating glass involves properly care for these products. These
moving cut-to-size glass pieces horizon- documents can be obtained free of
tally on ceramic rollers through an oven charge from the original manufacturer of
that heats the glass close to its softening the glass product or from the GANA orpoint and then quenching the glass with ganization website at www.glasswebhigh volumes of air to create the desired site.com. The GANA documents Proper
surface compression for increased Procedures for Cleaning Architectural
strength, impact resistance and other at- Glass Products and Heat-Treated Glass
tributes of enhanced performance.
Surfaces are Different emphasize the need
It is a scientific fact that heat-treating to avoid the use of scrapers in the glass
glass does not change the surface hard- cleaning process because their use carness (i.e., scratch resistance) of the ries the high risk of scratching the glass
glass. Annealed glass and heat-treated surface when the scraper drags surface
glass have the same glass hardness.
particles left on the glass, whether by the
Heat-treating does, however, change the heat-treating process or as construction
glass surfaces in other ways. Heat-treated grit/dirt, across its surface. ■
glass may have slight surface markings, roller waves or overall bow resulting from the soft glass riding on
the ceramic rollers. The glass also
A work product of the G l a s s
may have microscopic particles adAssociation of North America
hering to one or both
( G A N A ) . These are solely the opinions
surfaces. These particles can come
of GANA and do not necessarily reflect the
views of this magazine.
from any one of a variety of sources
in the heat-treating process.
The glass heat-treating industry

O
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PUSHING FORWARD, LEADING THE WAY.
Quality + Longevity. Count on both from Glasstech.
With machines that last for decades and industryleading technologies that produce the highest levels
of uniformity and reliability, you can trust Glasstech
for the long run.

INCREASE THE PACE WITH THE LEADER IN GLASS BENDING AND TEMPERING

That’s right...and at $2899*
this could be the deal of the year!
No cheap knock-off here, it’s Unruh’s
standard 9 foot aluminum Pickup Rack
featuring 5 inch usable ledge boards.
The only thing “New and Improved“ is the
price. But hurry, we have a limited supply and
an offer this special must end April 1st. No foolin’.
* Plus shipping, limit 2 per customer.

100 Industrial Drive • Sedgwick, KS 67135 • Also located in Aragon,G A • toll free 888.772.8400 • fax 316.772.5852

...But our rack will.

Quality, Strength, Durability...it’s all
packed into our aluminum Van Rack.
And at $1799*, if you’ve shopped
around, then you already know this is a
price that’s unheard of. Your choice of
Unruh’s standard 9 foot or 10 foot aluminum
drivers side Van Rack featuring a 5 inch usable
ledge board. We only have a limited supply...
no fooling this sale must end April 1st.

* Plus shipping, limit 2 per customer.

100 Industrial Drive • Sedgwick, KS 67135 • Also located in Aragon,G A • toll free 888.772.8400 • fax 316.772.5852
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visit www.usgnn.com for news every day

Several ICC Code Changes
to Impact the Glass Industry
he International Code Council
(ICC) approved several glass-related code change proposals during its hearings in February.
Several proposals affecting the International Fire Code were approved.
According to code documents, FS120
will make the IFC text consistent with
NFPA 80 (2006) provisions 6.3.3.3 and
6.3.3.4, which specify the limitations on
doorframes with transom and sidelites.
This code revision brings the NFPA 80
clarification of the limitations on sidelite
and transom doorframes into the ICC,
where code enforcers and other code
users can identify the limits, rather than
having to refer to NFPA 80.
FS135 was also approved. The change
to 715.5.7.2 addresses 20-minute windows tested to NFPA 257, specified in
table 715.5 for ½-hour fire partitions. According to the proposal, “since a ½-hour
fire resistance-rated fire partition assembly is tested to ASTM E119 without the
hose stream test, and fire doors tested for
20-minutes as required in Table 715.4 are
not subject to the hose stream test, for
consistency in the code, the fire window
component of a ½-hour fire partition
should be likewise exempt from the hose
stream test under NFPA 257.”
FS136 also relates to interior fire window assemblies. To clarify the rating requirements of interior windows, the code
change states “where ¾-hour fire protection window assemblies are permitted,
fire-protection-rated glazing requiring
45-minute opening protection in accordance with Table 715.5 shall be limited to
fire partitions designed in accordance
with Section 708 and fire barriers utilized
in the applications set forth in Sections
706.3.6 and 706.3.8 where the fire resistance rating does not exceed one hour.”
The Structural Code Committee

T
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unanimously approved a proposal that
adds footnotes to International Building Code (IBC) tables. Footnote “h” of
Table 1604.3 and footnote “c” of Table
R301.7 both gained the following text
language: “For continuous aluminum
structural members supporting edge of
glass, the total load deflection shall not
exceed L/175 for each glass lite or L/60
for the entire length of the member,
whichever is more stringent.”
Mike Fischer, code consultant for the
Window and Door Manufacturers Association, spoke in favor of the addition.
“We didn’t tell the code officials [in the
original footnote] what the deflection
limit should be,” he said.
The ICC’s Building and Energy Conservation Code Committee accepted a
modified proposal, 10-1, that fenestration
with a projection factor greater than or
equal to 0.50 should not be required to
meet the solar heat gain coefficient
(SHGC) requirements in the International Residential Code (IRC) and the International Energy Conservation Code.
“We believe that if a shading device
is part of an architectural structure that
credit should be given,” said proponent
Vicki Lovell of InterCode Inc., representing the Association of Industrial
Metallized Coaters and Laminators.
The Building and Energy Conservation Code Committee also approved
changes to section 402.6 on maximum
fenestration U factor and SHGC. The
change deletes the following language:
“402.6 Maximum fenestration Ufactor and SHGC. (Mandatory).
The area weighted average maximum fenestration U-factor permitted using trade offs from
Section 402.1.4 or Section 404
shall be 0.48 in zones 4 and 5 and
0.40 in zones 6 through 8 for verti-

cal fenestration, and 0.75 in zones
4 through 8 for skylights. The area
weighted average maximum fenestration SHGC permitted using
tradeoffs from Section 404 in
Zones 1 through 3 shall be 0.50.”
Proponents joined in suggesting that
lifting tradeoff caps would allow for
greater design flexibility, including increased use of energy-neutral tradeoffs
that neither increase nor decrease a
home’s energy consumption.
The ICC approved a proposal that addressed sections of 1008.1.1 of the IBC on
means of egress, and IRC R311.2 on
building and energy. E37, as proposed by
Julie Ruth, representing the American Architectural Manufacturers Association,
strikes language from R311.2 requiring
dwelling egress doors to be “not less than
3 feet (914 mm) in width,” replacing this
language with a requirement that these
doors “shall provide a minimum clear
width of 32 inches (813 mm) when measured between the face of the door and the
stop, with the door open 90 degrees.”
Ruth maintained that the previous language failed to address the actual opening size and should be modified to clarify.
Several opponents of the change suggested that a minimum height opening of
78 inches could present problems for
taller individuals. Others said that an actual opening size of 78 inches may require
a slab size greater than was currently allowed by the 80-inch requirement. A
modification was suggested to maintain
language requiring a minimum height
opening of 80 inches and E37 was approved with the suggested modification.
For a complete list of glass industryrelated code changes and disapproved
code change proposals send an e-mail to
codes@glass.com and receive the free
USGlass code change compendium. ■
www.usglassmag.com

Don’t other glass companies know that Minnesota isn’t Florida?
You don’t wear the same clothes in Minnesota and Florida–why use the same glass? AGC is committed
to promoting energy-efﬁcient solutions and offering residential Low-E products that are regionally optimized, such as passive solar
products for heating-dominant climates (Comfort E2™ and Comfort Ti-PS™) and solar control products for cooling-dominant climates
(Comfort Ti-AC 23™, Comfort Ti-AC 36™ and Comfort Ti-AC 40™). Learn more at na.agc-ﬂatglass.com.

© 2008 AGC. All rights reserved.

ShowCase
glass

Solarban 80 Goes Optiblue

U.S. Department of Energy’s 1.25 LSG
threshold for spectrally selective glass.

Pittsburgh-based PPG Industries has
combined the solar control performance of Solarban 80 low-E glass with its
new blue-green Optiblue glass to create
an architectural glass with a metallic
gray-green exterior tint and a neutral
gray interior appearance.

Safety, Aesthetics
and Solar Performance
Covered By Vitro

❙❙➤ www.ppgideascapes.com

Vitro in Monterrey, Mexico, offers a
variety of decorative and high-performance glass products.
For privacy in interior applications,
Pavia® acid-etched glass features a
Tintex

smooth surface and a high level of opacity. The company’s Tintex® green tinted
float glass offers both aesthetics and
solar performance. It blocks 24.5 percent of visible incident light and around
55 percent of the solar energy received.
Duovent® units are widely used in
buildings that require environmental,
thermal and acoustic control. The units
are composed by two glass sheets joined
by an aluminum separator forming a
hermetic air space. Templex® was developed in response to safety and security requirements. If broken it merely
turns into small fragments.

❙❙➤ www.vitro.com

decorative glass

Look Out for
HologramGlass™
In addition to its unique aesthetics,
Solarban 80 Optiblue glass offers strong
energy performance. In a standard 1inch insulating glass unit, the glass produces a solar heat gain coefficient of 0.23
and visible light transmittance of 34 percent, resulting in a light-to-solar gain
(LSG) ratio of 1.48, which exceeds the

Jockimo Inc. in Newport Beach,
Calif., has introduced its patented holographic HologramGlass™. These laminated glass products exhibit reflective

doors and windows

Hardware Variety Available from Vistawall Doors
The StormMax™ MSD375 impact-resistant entrance doors from Vistawall
Architectural Products, a
part of Oldcastle Glass in
Santa Monica, Calif., have
been engineered to meet
the demanding requirements of the South Florida
and International Building
codes, and to offer a wide range of hardware options.
The Series MSD-375 is an impact-resistant medium stile door with MIG
welded-corner construction and a 3-point lock mechanism. The entrance door
features a 1 ¾-inch rail and stile, a 4 ¾-inch vertical stile, a 4-inch top rail and
a 9-inch bottom rail.
The StormMax impact-resistant entrances have been tested to meet full compliance with the requirements of Miami/Dade County Protocol BCCO, Florida
Building Codes TAS-201, 202 and 203, as well as ASTM E 1886.
❙❙➤ www.vistawall.com
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characteristics and effects due to holography technology inside the glass. The
patented laminated interlayer provides
looks never seen before in glass. When
lit properly, the holographic images not
only pop with color but also will move
as one moves past the glass. Various
color options are available.

❙❙➤ www.jockimo.com

continued on page 20
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Powerful Software for Shower
Enclosure Manufacturers
and Their Dealers


Simple and easy to use



Web and stand alone formats



Manufacturer and Dealer versions



Accommodates all the complexities of frameless or framed
enclosures and associated hardware



Unique Dealer Smart Client updates manufacturer product
and pricing changes automatically

“Soft Tech developed a great system for us and we are
very pleased with it.
Our internal sales and customer service team use the
system continuously and we are seeing significant reductions
in estimating time and improved accuracy on complex custom
bath enclosures. We have successfully deployed it to our
Dealers and they too are very happy with it.
Soft Tech have been good to work with, they have honored
all of their commitments to Alumax Bath Enclosures and are
providing great support.
We recommend them.”
– James Whitefield, General Manager
Alumax Bath Enclosures

1040 Bayview Drive • Suite 600
Fort Lauderdale, Florida 33304
t: (954) 568-3198
f: (954) 563-6116
www.softtechnz.com

United States



United Kingdom



France



Australia



New Zealand

ShowCase
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WorldGlass Full-Sheet
Painted Glass Comes
in Limitless Colors
The large, painted InVision™ architectural glass from WorldGlass in Tampa,
Fla., is available in nearly limitless color
choices. InVision supports the complete

range of Pantone® colors and an infinite
number of unique color mixes. It uses
PPG Starphire® low-iron glass for maximum clarity and color attainment.
The high-performance glass is available in dimensions up to 96 by 130
inches. Its durability is achieved

Access Hardware Supply is your
one source for Adams Rite
New UltraLine electric strikes by Adams Rite feature
an adjustable stainless steel split-jaw design that
has over 2,000 lbs. of holding force. They can release
electrically with up to 30 lbs. of door “preload”, and new
technology allows them to operate at different voltages
with one solenoid.
Call Access Hardware Supply for all of your access control
and security products. Our team has the knowledge base,
industry experience and extensive inventory to help you
select the right products for your applications. We’ve
earned our reputation by simply providing what our
customers want and expect: The highest quality products,
comprehensive customer service and fast shipping. No
mysteries, just access control made easy.

14359 Catalina Street, San Leandro, CA 94577
Phone: (800) 348-2263 • Fax: (800) 435-8233

www.accesshardware.com

through a dual-coat system protecting
the color from chipping or fading. InVision is resistant to heat, moisture, UV
rays and weathering, according to information from the company.

❙❙➤ www.worldglassag.com

alternative glazing

Aerolite Armor Delivers
Bullet Resistance
Llamas Plastics
Inc. in Sylmar, Calif.,
has
introduced
AeroLite Armor NIJ
Level III rated antiballistic glazing with
heightened bullet
resistance for military and security
applications. AeroLite Armor is manufactured with MAKROLON® AR1 polycarbonate sheets from Sheffield Plastics
Inc., which couple surface hardness with
the impact strength of polycarbonate.
AeroLite Armor weighs 25-30 percent less than comparable products and
is less than 2 inches thick, according to
information from the company. It offers
bullet resistance while delivering 75-77
percent light transmission.
AeroLite Armor with MAKROLON
polycarbonate sheet has been certified
by independent test labs to meet and
exceed the requirements of the NIJ
Level III requirements. It is available in
both flat and curved designs.

❙❙➤ www.llamasplastics.com

continued on page 22
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MAKE A CHOICE TO CONSERVE.

AND TO PROMOTE CREATIVITY.

KAWNEER CURTAIN WALLS

Choosing Kawneer means you never
have to sacrifice sustainability for
creativity. Kawneer’s comprehensive line
of curtain wall products and systems
provide proven performance and endless
design possibilities – including unitized
curtain wall solutions. Our corporate
commitment to sustainability ensures that
building with Kawneer products means
building for tomorrow.
Every day you make a choice.
Make a choice that counts.

Architectural Aluminum Systems
Entrances + Framing
Curtain Walls
Windows
© 2008 Kawneer Company, Inc.

kawneer.com

ShowCase
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Aluminum Sheet
and Extrusion Guide
Poster Now Available
Southern Aluminum Finishing Co.
(SAF) in Atlanta has created a SAF
Aluminum Extrusions & Sheet Guide

poster to help glaziers and other metal
working professionals easily locate
popular extrusions and sheet items.
The poster features frequently ordered aluminum profiles, each with a
table for quickly locating particular
dimensions, weight and order num-

bers. Several
new extrusion
sizes
have
been added
this year to
the channel,
square and
rectangular
tube and angles tables, along with a new Z-clip extrusion.

❙❙➤ www.saf.com

CRL Site Expedites
Ordering of Hydroslide Kits
Los Angeles-based C.R. Laurence
Co. Inc. (CRL) recently debuted the
Hydroslide frameless sliding shower
door kit, designed for full standing

Bundle Rack
Regularly $450*
As Low As $337.50*

Fabrication Tables
Regularly $545 ea.
As Low As $408.75 ea.

*per 5’ increment

2 tables shown together

Econo A-Frame
Regularly $189
As Low As $141.75
Transport Rack
Regularly $990
As Low As $742.50

Shop Cart
Regularly $525
As Low As $393.75

Shown with optional casters

3 sizes available

SAVE 15 - 25% For a Limited Time Only!
Rack Up The Savings March 1st through the end of the
Coverings Show, May 10, 2008
Save 15 – 25% on top quality Groves Stone storage and transport
systems for a limited time only! Orders of $500 to $2,499.99
received by May 10th will be given a 15% discount, orders of
$2,500 or more will be given a 25% discount on the entire order!

Designed by tradesmen for the trade

w w w. g ro v e s . c o m
800-991-2120 • sales@groves.com
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showers or to be installed above bathtubs. In an effort to simplify ordering
and installation of these kits, the
company is providing, in detail, all
the information regarding the Hydroslide kits on the company’s website. Glass and metal cutting
formulas, complete assembly instructions, and detailed drawings are
all available at crlaurence.com.
❙❙➤ www.crlaurence.com ■
www.usglassmag.com

GLASTON PROUDLY PRESENTS:

Breaking the records
by Tamglass Sonic™
Tamglass SonicTM. World record in continuous processing performance
for Super Low-E tempering. Ultra-speed convection blower technology.
Flexible processing at ultimate speed of 33 sec/mm. Low operating cost.
High reliability. Easy maintenance. Minimum production stops.
For more information, please visit: www.tamglass.com/sonic

ONE-STOP-PARTNER™
Glaston is your glass processing technology One-Stop-Partner
providing Bavelloni and Tamglass products and services

&

Distribution Production
Rochester Insulated Glass
Completes Factory Expansion
ochester Insulated Glass (RIG)
began shipping product from
its expanded facility in

Rochester, N.Y., in February.
Tyler Wolk of RIG says the company
has added several hundred thousand
square feet of factory
space over the last year
and has brought in a
great deal of new, automated equipment.
“We bought a new
furnace that is 96 by
284
inches,
two
stages—the biggest in
Rochester Insulated Glass has added several hundred North America,” Wolk
thousand square feet of space to its factory in says. In addition to the
Rochester, N.Y.
full convection oven,

R

24

USGlass, Metal & Glazing | March 2008

Wolk says the company has added several new insulating glass lines as well as
automatic sorting and seaming.
“[It’s] a pretty unique factory for a
company our size,” Wolk adds.
According to Wolk, the expansion is
the first step for the company’s goal of
pursuing larger projects. “We’re planning going after some larger work
around the country,” he says.
The company also announced that
it has joined PPG’s certified fabricator program.

❙❙➤ www.rochesterinsulated
glass.com ■

www.usglassmag.com

WHEN IT COMES TO AUTOMATIC HIGH SPEED SEAMING FURNACE BATCHING LASER
MARKING EDGE DELETION AND CORNER DUBBING...WITH VIRTUALLY NO LABOR...

WE COME SECOND!

SeamMaX-X™ High performance automatic seaming of random lite sizes can be fed directly from the breakout table
operator. Less handling, less damage to glass especially coated surfaces, reduced risk of personal injury. Less fatigue
= better job for the operator, and zero additional labor costs for loading. Extremely compact footprint. Traditional 90° or
new straight-line transfers. Direct from breakout means no storage in carts prior to seaming, another big space saver.
BatchMasta™ optional fully automatic batching. Lites are automatically measured during seaming and built into
multiple row batches prior to washing and seaming. Less than 1 year payback on labor alone for triple-shift operators.

NEW STRAIGHT LINE TRANSFER

COMPACT 90-DEGREE TRANSFER – NO BIGGER THAN A DOUBLE EDGER

FULLY AUTOMATIC BATCHING OF RANDOM LITE SIZES FOR TEMPERING

TRIPLE HEAD MODEL FOR FLAT EDGE & DOUBLE SEAM

OUR CUSTOMERS COME 1ST
Ashton Industrial - England

tel: 01144 1279 624810

www.ashton-industrial.com

CompanyNews
Asahi and Nippon Accept European
Commission Fines for Price-Fixing
oth Asahi Glass Co. Ltd. and
Nippon Sheet Glass Co. Ltd.
have made announcements
that they will pay the fines levied by
the European Commission in its decision concerning anticompetitive behavior in the flat glass sector in Europe
(see December 2007 USGlass, page 36).
Asahi and Nippon, along with Guardian
Industries and Saint-Gobain, were fined
for alleged price fixing in November.
Asahi, parent company of AGC Flat
Glass Europe SA (formerly Glaverbel),
stated in a news release that after
careful consideration of all relevant

B

circumstances, including the fact that
the European Commission in the decision has taken into account some of
the companies’ key arguments and reflected this in the calculation of the
amount of the fine, the companies decided not to lodge an appeal against
such decision before the Court of First
Instance of the European Communities. Asahi was fined EUR 65 million
(USD $96 million).
Nippon Sheet Glass Co. Ltd. confirmed that its subsidiary Pilkington
Group Ltd. will not file an appeal
against the civil fine of 140 million

free literature

PPG White Paper Compares
Coating Applications for Aluminum

P

ittsburgh-based PPG Industries’ industrial coatings business has published a white paper comparing the environmental, economical and
performance advantages associated with the application of liquid and
powder coatings on architectural aluminum.
The eight-page technical document reviews historical factors that have
made liquid coatings the prevailing choice of North American architects and
powder coatings the preferred option in Europe. It also examines environmental advantages associated with powder coatings and the design and
custom-color benefits of liquid coatings. The paper notes that differences
between the two types of coatings may be narrowing, offering architects and
building owners a wider range of design and technology choices.
Henry L. Lowman, PPG director of sales for extrusion coatings, says the
white paper was published to provide an objective comparison of liquid and
powder coatings in light of recent technological advances.
“PPG manufactures both liquid and powder coatings,” Lowman says. “Our
goal with this white paper is to give architects, building owners, specifiers
and curtainwall consultants an unbiased view of the expanding design and
technology choices for architectural aluminum coatings. We also want to reduce the levels of risk and uncertainty these professionals feel when specifying one technology over the other.”
❙❙➤ www.ppgideascapes.com
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(USD $206.8 million), as stated in a
November 2007 press release.
Both companies have reflected the
fines in their financial statements.

Quanex Separates Building
Products and Vehicular
Products Businesses
Houston-based Quanex Corp., which
owns Truseal Technologies, Mikron Industries and Homeshield, has announced that it will spin off its building
products business to its shareholders as
a stand-alone company called Quanex
Building Products. Quanex’s Building
Products business consists of Engineered Products, which includes door
and window products and components,
and Aluminum Sheet Products, which
primarily supplies the building and
construction market with mill-finished
and painted aluminum sheets.

❙❙➤ www.quanex.com

J.E. Berkowitz Becomes
First PPG-Certified
Laminator in the Northeast
J.E. Berkowitz L.P. (JEB) in Pedricktown, N. J., has been accredited by PPG
Industries of Pittsburgh as a member
of the PPG Certified Laminator Program (PPG/CLP).
According to PPG, the goal of the
PPG/CLP is to promote fabricators
within the program that efficiently
produce high-quality laminated solar
control low-E glass products. Members are audited on a yearly basis to
ensure every aspect of the fabrication
process, from PVB interlayer storage
to shipping of the finished product,
meets required production standards.

❙❙➤ www.jeberkowitz.com

continued on page 28
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ARCHITECTURAL

RAILINGS AND
WINDSCREEN
SYSTEMS

MANUFACTURED BY C.R. LAURENCE COMPANY

RAILINGS AND
WINDSCREEN SYSTEMS
For view-oriented installations, Glass
Railings and Windscreens serve as an
effective wind barrier and divider, or as
a pool surround, further enhancing the
outdoor environment. Also provides a
sound wall, great for noise reduction.
CRL can design, engineer, and
fabricate a custom system that will
satisfy not only your need for safety
and security, but also your artistic
tastes as well.
®

Ask for Your FREE CD-ROM Catalog Today!
ISO 9001:2000 Certified

C.R. LAURENCE COMPANY
crlaurence.com I Worldwide Supplier
Architectural Products Manufacturing Division

Tel: (800) 421-6144 ext. 7730 • Fax: (800) 587-7501
JAB219-1/08

HR09 Railing Systems Catalog features our
structural glass, aluminum and post railings, hand and
guard rails, windscreens, patio posts, and more. See
beautiful pictures of installations to give you ideas
and inspiration for your jobs. It can be viewed
online at crlaurence.com.

CompanyNews
continued

Vitro America Name Now
Covers Two Subsidiaries
Memphis, Tenn.-based Vitro America has announced that as of January 1,
subsidiaries ACI Distribution and Binswanger Mirror will be known as Vitro
America. Binswanger Glass and Super
Sky will continue to operate under their
existing names.
“Our name change enables us to better
align with our parent company and to
share resources more efficiently as we look
to strengthen our market position and
grow in North America,” Luis Gonzalez,
president and chief executive officer, stated
in a letter about the announcement. “Although we are changing our name, our
priority and focus is still to strengthen our
partnerships with suppliers. Furthermore,
as we reinforce our position in the market
as Vitro America, you will see greater focus
on providing our customers and suppliers
with the tools and resources they need to
make working with us even easier.”

❙❙➤ www.acidistribution.com

AGC Announces Layoffs at
Kingsport, Tenn., Branch
AGC Flat Glass North America Inc. is
reducing its workforce in Kingsport, Tenn.
The company cited “difficult market
conditions” for the reduction in an article from The Kingsport Times-News.
The company has 4,300 employees
nationwide.
As of press time, AGC could not be
reached for comment.

❙❙➤ www.afg.com
TGP Offers Pilkington Profilit™ Channel Glass
Systems
Pilkington Profilit™ channel glass from TGP soars up to 23
feet, can be installed vertically or horizontally, and formed into
straight or curved walls. It is available in a variety of textures
and colors with varying degrees of translucency,allowing
light through while maintaining privacy. Pilkington Profilit
can be used in interior or exterior applications,with Nanogel®
insulating aerogel to provide energy efficiency.

www.tgpamerica.com • 800/426-0279
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briefly ...
Entrepreneur magazine listed
Glass Doctor number 318 in its
2008 “Franchise 500” list. ❙❙➤
www.glassdoctor.com … St. Louisbased Solutia Inc. has been named
a Top 50 company shaping the future
of St. Louis by the St. Louis Regional
Chamber and Growth Association
(RCGA). The Top 50 award was presented at a ceremony in December
2007. ❙❙➤ www.solutia.com… ■
www.usglassmag.com
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THE BATTLE
FOR ENERGY
INDEPENDENCE
IS BEING
WAGED
BETWEEN
TWO PANES
OF GLASS.
New Bronze Color

Ask
about our
color matching
capabilities.

Energy costs are continuing to rise with no end in sight. So you have two choices: surrender or fight back. For the millions who are choosing

I-SPACER

™

to fight, I-Spacer is leading the charge. Independently tested to be the warmest edge IG spacer on the market,

I-Spacer enables windows and doors to attain their highest thermal performance. I-Spacer delivers dramatic CRF improvements, exceptional
argon retention, commercial grade structural rigidity and precise, machine controlled muntin locations. Leading IG manufacturers around
the world who demand uncompromising thermal performance and long-term unit durability have made Technoform the fastest growing
global supplier of warm-edge spacers. And now it’s time for you to call and join the fight for energy independence.

www.technoform.us | 330-487-6600

ContractGlazing
Heinaman Contract Glazing Breaks
Ground on New Las Vegas Facility
einaman Contract Glazing, headquartered in Lake Forest, Calif.,
has broken ground on a new facility in Las Vegas. The company’s current
Las Vegas office will be moving to a
20,000-square-foot fabrication facility
and 5,000 square-foot office.
The new facility will be equipped
with a Mubea CNC machining center
and computer-controlled, dual-head
saw, both of which are intended to improve productivity and accuracy on the
fabrication of unitized wall systems and

H

other types of aluminum framing systems. According to information from
the company, the new facility is intended to benefit customers in Southern California and Nevada with
increased efficiency and timely performance for delivery and installation
of unitized curtainwall and window
systems.
Company representatives report that
construction is expected to be complete
by June.

❙❙➤ www.heinaman.net

ASI Ltd. Moves to
New Headquarters

G

lazing contractor
ASI Ltd. has
moved to a new
corporate headquarters in Anson, Ind., just
north of Indianapolis.
“We have designed a
new 180,000-squarefoot
state-of-the-art
manufacturing facility
with cutting-edge machinery and techniques
to ensure our product
is cost effective and ASI Ltd. has grown to occupy a new 180,000can meet all design square-foot manufacturing facility, with additional
challenges in the fu- space available for future growth.
ture,” says Ken Smith,
president of ASI.
The company has grown from its original lease of 3,600 square feet to the
180,000 square feet it now occupies. Another 100,000 square feet of speculative space is available for future growth.
The company moved its fabrication center at the end of February, followed
by the office move around the middle of March.
❙❙➤ www.asilimited.com
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Heinaman Contract Glazing owners
(from left) Tom and Gay Howhannesian,
Angela and John Heinaman and Martha
and Mark Heinaman, at the
groundbreaking for the new facility in
Las Vegas.

Embassy Suites Reopens
with Two New Skylights
The Embassy Suites in Hunt Valley,
Md., reopened on January 16, three
months after a glass roof covering an
atrium in the lobby collapsed (see November 2007 USGlass, page 30). Structural engineers brought in to examine
the skylights determined the cause of
the failure to be a design and installation flaw.
“Embassy Suites Hunt Valley has reopened to rave reviews,” says Dawn Ray,
director of brand communications for
Embassy Suites Hotels.
Since the October accident, the hotel
has undergone a multi-million dollar
renovation, which included the installation of two new skylights in the
atrium. The skylights were manufactured by Wasco Skylights of Sanford,
Maine, and installed by MEI Inc. of
Kemah, Texas. ■
www.usglassmag.com
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SOME DIG
MILES INTO
THE EARTH IN
SEARCH OF
ENERGY.
WE FOCUS
ON A FEW
KEY INCHES.

As energy costs continue to rise, the search for higher thermal performance becomes more important than ever. That’s where

I-STRUT

™

I-Strut comes into play. With its unmatched thermal and structural properties and dramatic CRF improvements,

I-Strut is the overwhelming structural thermal break choice for architectural aluminum manufacturers globally. In fact, over the
past 30 years, Technoform has supplied in excess of 5 billion feet of I-Strut material throughout the world, saving more than a
billion barrels of oil. Now it’s time for you to give us a call and save your clients, and the environment, a lot of green.

www.technoform.us | 423-926-0000

GlobalUpdate
India Develops Safety Glazing Guidelines
ndia’s Confederation of Construction Products and Services (CCPS)
has released a Good Practice Guide
on the selection and installation of
glass in buildings. Its goal is to “provide a universally accepted method
for selection and installation of glass
in buildings that is safe and sound in
relation to human safety.”
The guide focuses on safety glass,
including tempered glass, laminated
glass and safety organic-coated glass.
Members of CCPS’s glass and glazing group, headed by Amit Malhotra
of McCoy Silicones, are Glass and
Glazing Technologies Pvt. Ltd, AGV
Alfab Ltd, Alupro Building Systems
Pvt. Ltd., Dow Corning India, Saint
Gobain Ltd., Gujarat Guardian Ltd.,
ZAK Trade Fairs, GSC Toughened
Glass Ltd., Pilkington Glass, EI
DuPont India Pvt. Ltd. and AIS Glass
Solutions Ltd.
In addition, CCPS is working on
standardizing door and window in-

I

stallation throughout the country. The
organization surveyed 1,500 professionals to identify the most commonly used door and window sizes in
India. Based on these results, certain
sizes were “short-listed as standard
sizes to be used in commercial and
non-commercial construction.” The
standards will be voluntary.

❙❙➤ www.ccpsindia.com

Guardian RAK Glass
Plant Begins Production
Float glass production is underway
on a fast track schedule in Ras Al
Khaimah (RAK), United Arab Emirates, according to Guardian Industries and its joint venture partners,
National Co. for Glass Industries and
Al Zamil Group. Construction of the
new plant took just over one year from
when ground was broken to the first
“ribbon pull.”
Known as Guardian RAK, the plant
will produce 700 tons of float glass

Chinese Manufacturer
Wins Windows Trademark

N

ingbo Windows Glass Co., a Chinese glass manufacturer, has won the
right to a trademark for “Windows” in a dispute with Microsoft Corp.,
according to an article from Orient Today.
Ningbo registered for the Chinese and English trademark for “Windows”
shortly after his company was founded in 2001. Soon after, an attorney for
Microsoft demanded the Chinese company remove its use of the term,
which Microsoft has trademarked worldwide. According to the article,
Ningbo maintained that “Windows” is linked to the computer giant when
mentioned in the context of computers, but the term is used in a number of
other fields. In addition, the two trademarks are designed quite differently.
Finally, Ningbo noted that its use of the trademark would not impinge upon
Microsoft’s business as the two companies serve different fields.
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per day, including high-performance
glass for construction and automotive
applications. It employs approximately 300 people and is expected to
generate as many as 1,000 additional
jobs in related supplier and logistics
industries.
The RAK plant is the second one
constructed in the region by these
partners, following the 1996 opening
of the GulfGuard project in Al Jubail,
Saudi Arabia, the region’s first float
glass plant.

❙❙➤ www.guardian.com

China Glass Production
Criteria Tightened
The Chinese government’s “Criteria
for Access to Float Glass Industry,”
which took effect in October, states
that no new projects, with the exception of new production lines for highquality float glass products, will be
approved in the Eastern coastal and
Central regions of the country.
According to an article from China
Daily, the National Development and
Reform Commission had previously
said that local governments should
take measures to eliminate outdated
float glass production and instead
focus on renovating facilities. In an
effort to improve the industry, the
“Criteria for Access” document sets
strict standards, ranging from the layout of enterprises, techniques and facilities, product variety and quality to
energy consumption and environmental protection for float glass
production.
To save energy and reduce pollution, China is expected to eliminate a
total of 30 million boxes from production by 2010, according to the
publication. ■
www.usglassmag.com
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Legislation Legal
Bill to Prohibit Additional
Insureds Passes Kansas Senate
he Kansas Senate has passed
Senate Bill 379, which prohibits
additional insured clauses in a
subcontractor’s contract.
The bill amends K.S.A. 2006 Supp.

T

16-121 to read:
“A provision in a construction
contract which requires a party to
provide liability coverage to another party, as an additional in-

Westshore Glass Files for Bankruptcy
Westshore Glass Corp. in Tampa, Fla., filed for Chapter 11 bankruptcy on January 30 in the U.S. Bankruptcy Court of the Middle District of Florida, according
to court documents. Court documents list the company’s assets at $10.2 million, with total liabilities of $14.9 million.
Westshore began operation in 1954 producing jalousie glass louvers.
Neither the company nor its attorney could be reached for comment by USGlass.
This is not the first time the company has faced troubles. In January 2006, the
company closed temporarily due to what it described as a “catastrophic” fire.

sured, for such other party’s own
negligence or intentional acts or
omissions is against public policy
and is void and unenforceable.”
“It’s very important for subcontractors to only be responsible for the
things they are responsible for,” says Bill
Miller, government relations chairperson for the American Subcontractors
Association’s Kansas chapter. “The additional insureds provision makes the
subcontractor responsible for the negligence of [others]. We think our insurance rates are high enough we should
only pay for the things we do.” ■
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Partnership

of doing business. We’re IMPACT —
Ironworker Management Progressive
Action Cooperative Trust.

Training

IMPACT boosts union ironworkers
and their signatory contractors to
reach new heights in customer
satisfaction. Our programs increase

Safety

productivity and lower job costs
while growing union market share.
Working together — ironworkers,

Productivity

contractors and owners — we can
REINFORCE OUR FUTURE.

Ironworker Management Progressive Action Cooperative Trust 800.545.4921 www.impact-net.org

A New Way of Doing Business
Department of Ornamental Architectural and Miscellaneous Metals (DOAMM) t 630-238-1003
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or the fourth year, USGlass magazine presents its Big Book of Lists, a ranking of
the top industry companies. Below you’ll see an list of some of the top glazing
contractors ordered by annual sales. The information was provided to USGlass by the
companies listed and includes websites where you can find more information about
the company. These contractors also each submitted a short description of the work
they do, available in our special Only Online section of www.usglassmag.com.
On pages 39-41 you’ll find rankings of glass companies, from largest to smallest,
in a variety of categories. Information was obtained through companies’ submissions and our editors’ independent field research.
This year we’ve included a list of the top woman-owned glazing contractors. Read
more about these noteworthy women in our sidebar starting on page 41.
To ensure your inclusion in next year’s Lists, e-mail mheadley@glass.com.
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Top Glazing Contractors
Based on 2007 sales revenue of commercial glazing business segment

Company
City, State
Harmon Inc.
Eden Prairie, Minn.
Enclos Corp.
Eagan, Minn.

Web Address

President/CEO

www.harmoninc.com
www.enclos.com

—
Gregg Sage

No. of
No. of
Locations Employees

Years in
Business

18

1,100

12

18

650

32

Permasteelisa
Cladding Technologies Ltd.
Windsor, Conn.

www.permasteelisa.com Alberto De Gobbi

6

—

35

Walters & Wolf
Fremont, Calif.

www.waltersandwolf.com Randy Wolf

5

835

30

Trainor Glass
Alsip, Ill.

www.trainorglass.com

Thomas Trainor/
Robert Trainor

14

534

55

W&W Glass LLC
Nanuet, N.Y.

www.wwglass.com

Michael, Jeffrey, Howard
and Scott Haber
(co-managing members)

2

195

30

www.cboglass.com

Paul Hogan

2

300

35

www.haleygreer.com

Don Haley (CEO); Letitia
Haley Barker (president)

3

260

29

www.heinaman.net

John Heinaman

2

130

20

Victor Cornellier

1

160

30

www.karasglass.com

Joseph Karas

1

118

84

www.asilimited.com

Ken W. Smith

1

265

19

www.girouxglass.com

Anne-Merelie Murrell

2

220

62

1

124

121

John Juba (president);
Joni Juba (CEO)

2

149

14+

Lawrence A. Cartner

2

72

27

CBO Glass
Alden, N.Y.
Haley-Greer Inc.
Dallas, Texas
Heinaman Contract Glazing
Lake Forest, Calif.
TSI/Exterior Wall Systems Inc.
Landover, Md.
Karas and Karas
Boston, Mass.
ASI Ltd.
Indianapolis, Ind.
Giroux Glass Inc.
Los Angeles
MTH Industries
Hillside, Ill.
Juba Aluminum Products Co. Inc.
Concord, N.C.
Cartner Glass Systems Inc.
Charlotte, N.C.

—

www.mthindustries.com Lyle R. Hill
www.jubaproducts.com
—

Glass Systems Inc.
Lithonia, Ga.

www.glasssystems.biz

Luther Hudson

1

140

23

Architectural Wall Systems Co.
West Des Moines, Iowa

www.archwall.com

Mike Cunningham (CEO);
Tom Schlotfeldt (president)

1

125

16

Sunset Glazing
La Mesa, Calif.

www.sunsetglazing.com Don E. Witte

1

50-60

27

36

USGlass, Metal & Glazing | March 2008

www.usglassmag.com

Top Glazing Contractors Continued
Company
City, State
Tower Glass Inc.
Santee, Calif.
MasonryArts Inc.
Bessemer, Ala.
Ridgeview Glass Inc.
Marlboro, Md.
Arcadia Products Inc.
Northbrook, Il.
Ajay Glass
Manchester, N.Y.
Sierra Glass & Mirror Inc.
Las Vegas, Nev.
Interlcad
Plymouth, Minn.
Champion Metal & Glass Inc.
Dear Park, N.Y.
Galaxy Glass & Aluminum Inc.
Manchester, N.H.
R & R Window Contractors Inc.
Easthampton, Mass.
Metropolitan Glass Inc.
Denver, Colo.
Accuracy Glass & Mirror Co.
Las Vegas, Nev.
Hilboldt Curtwainwall Inc.
St. Louis, Mo.
American Glass and Metals Corp.
Plymouth, Mich.
Carter Glass Co. Inc.
Kansas City, Mo.
Lynbrook Glass &
Architectural Metals Corp.
Hauppauge, N.Y.
Glass & Mirror America
Clarendon Hills, Ill.
Vienna Glass Co.
Manassas, Va.
Modern Mirror and Glass Co. Inc.
Roseville, Mich.
Sound Glass Sales Inc.
Tacoma, Wash.
Hale Glass Inc.
Placentia, Calif.
United Glass and Panel Systems Inc.
Canton, Ohio
Del Ray Glass Co.
Alexandria, Va.
EAP Glass Inc.
Golden, Colo.
The Glass Shop
Visalia, Calif.
Linford Contract Glazing LLC
Salt Lake City

No. of
No. of
Locations Employees

Years in
Business

Web Address

President/CEO

www.towerglass.com

Evelyn Swaim (president)

1

125

19

www.masonryarts.com

Roy Swindal

2

—

40+

www.ridgeviewglass.com Andy E. Canter Jr.

1

132

25

www.arcadiaproducts.com Robert L. Martin

1

80

27

www.ajayglass.net

Demetrios G. Stathopoulos
(CEO), Steve Stathopoulos
(president)

1

120

49

www.sierraglass.com

Robyn McGinnis

1

65

29

www.eganco.com

Bill John

1

65

10

www.championmetal
glass.com

Ali Ghahremani

1

45

15

www.galaxyglass.biz

Daniel Simpson (co-owner,
president), Mark Brown
(co-owner, vice president)

2

85

16

www.rrwindow.com

Roger A. Fuller

1

80

30

www.metroglass.com

Michael Smith

1

106

44

1

97

20

1

22

3

James D. Vogelsberg

1

65

28

Terrence F. Carter (CEO),
John Carter (president)

2

60-70

47

www.lynbrookglass.com Joseph Torsiello

1

80

77

www.americanglassand P. Hill, D. Lamantia, L. Ferrusi
mirror.com
(directors)

3

86

42

www.viennaglass.com

Richard Glaze

2

60

53

modernglass.net

Paula Zeoli

1

80

63

www.soundglass.com

Warren W. Willoughby

3

88

25

www.haleglass.com

Brian Hale Sr. (president),
Gloria Hale (CFO)

1

55

29

www.ugps.com

Tom Nesbitt

1

50

12

www.delrayglass.com

Mitchel Papanicolas

1

60

55

eapglass.net

Edward A. Perme

1

65

25+

1

63

30

1

57

8 months

—
hilboldt.com
—
www.carterglass.net

Kelly Marshall (president),
Michael Lamek (vice president)
Dennis Hilboldt (president);
Jane Hilboldt (CEO)

www.theglassshop.com Jeff Theis
—

Earl J. Linford

continued on page 39
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•
•
•
•
•
•

Oldcastle Glass
Arch Aluminum & Glass Co. Inc.
AGC Flat Glass North America
PPG Industries Inc.
Viracon
United Glass Corp.

Top Laminated
Glass Producers
•
•
•
•
•
•
•
•
•
•
•

Guardian Industries Corp.
Oldcastle Glass
Arch Aluminum & Glass Co. Inc.
Viracon
AGC Flat Glass North America
Vitro America
Hartung Glass Industries
J.E. Berkowitz L.P.
Dlubak Corp.
Northwestern Industries
Cristacurva

Top Low-E
Glass Producers
•
•
•
•
•
•

Cardinal Glass Industries
AGC Flat Glass North America
PPG Industries Inc.
Pilkington North America Inc.
Viracon
Guardian Industries Corp.

Top Fire-Rated
Glass Manufacturers
• SAFTI First
Fire-Rated Glazing Solutions
• VETROTECH Saint-Gobain
www.usglassmag.com

Yuntong
Yuntong

•
•
•
•
•
•
•
•

Kawneer, An Alcoa Co.
YKK/AP America
Vistawall (a part of Oldcastle Glass)
United States Aluminum
Tubelite Inc. (a part of Apogee
Enterprises Inc.)
Arch Aluminum & Glass Co. Inc.
EFCO, A Pella Co.
TRACO
Accura Systems Inc.
Laminators Inc.
VETROTECH Saint-Gobain
FabTech LLC
Quality Metalcrafts LLC

tempering
temp
pering furnaces,
bend/temper

Top Tempered
Glass Producers

•
•
•
•
•

Curtainwall and Storefront/
Entrance Producers
• Kawneer, An Alcoa Co.
• Vistawall (a part of Oldcastle Glass)
• YKK/AP America
• United States Aluminum
• EFCO, A Pella Co.
• Tubelite Inc. (a part of Apogee
Enterprises Inc.)
• Arch Aluminum & Glass Co. Inc.
• TRACO
• Wausau Window & Wall Systems
• Accura Systems Inc.
• Architectural Glazing Technologies
• PORTAL Inc./
National Store Fronts Co.
• Laminators Inc.
• FabTech LLC

Olbricht
O
lbricht

PPG Industries Inc.
Guardian Industries Corp.
Pilkington North America Inc.
AGC Flat Glass North America
Cardinal Glass Industries
Vitro America
Saint-Gobain

photovoltaic
module
photovoltaic m
odule
manufacturing
m
anufacturing &
glass
glass preprocessing
preprocessing

•
•
•
•
•
•
•

Architectural
Metal Producers

large
large format glass
screen
sc
creen printing
machines
ma
achines

Top Float Glass Producers

spandrel,
decorating - sp
pandrel,
& bending

of Lists

continued from page 37

Casso-Solar
C
alaminatin
ssong,
-Solar
glass laminating,

Book

Fleischle
Fleischle

The 4th Annual

BIG

Top Fire-Rated
Distributors
• Technical Glass Products
• General Glass International
• Oldcastle Glass
• Hartung Glass Industries
• Prelco Inc.
• Coastal Glass Distributors
continued on page 41
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continued from page 39

Top Woman-Owned Glazing Contractors
•
•
•
•
•
•
•

Haley-Greer . . . . . . . . . . . . . . . . . . . . . . Letitia Haley Barker (President)
Giroux Glass . . . . . . . . . . . . . . . . . . . . . . Anne-Merelie Murrell (President/CEO)
Juba Aluminum Products Co. Inc. . . . . Joni Juba (CEO)
Tower Glass Inc. . . . . . . . . . . . . . . . . . . . Evelyn Swaim (President)
Sierra Glass & Mirror . . . . . . . . . . . . . . . Robyn McGinnis (President/CEO)
Hilboldt Curtainwall Inc. . . . . . . . . . . . . Jane Hilboldt (CEO)
Modern Mirror and Glass Co. Inc. . . . . Paula Zeoli (President/CEO)

Top Door and Window
Hardware Distributors
•
•
•
•
•

Mayflower Sales Co. Inc.
JLM Wholesale
Strybuc Industries
International Door Closers
Calibre Door Closers

Top Mirror Producers
•
•
•
•
•
•

Arch Aluminum & Glass Co. Inc.
Guardian Industries Corp.
Vitro America
Virginia Glass Products
Gardner Glass Products
Walker Glass Co. Ltd.

Oldest Companies in the Industry
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•

Saint-Gobain - 343
DuPont – 205
Pilkington North America Inc. – 182
Fletcher-Terry – 139
Showerite – 137
Kohler – 135
F. Barkow Inc. – 129
Barber Glass Industries Inc. – 125
PPG Industries Inc. – 125
MTH Industries - 122
Goldfinch Bros. Inc. – 116
Thad Ziegler Glass – 115
General Glass International – 108
Peterson Glass Co. – 105
Kawneer Co. Inc. – 102

•
•
•
•
•
•
•
•
•
•
•
•
•
•

Toledo Mirror & Glass – 99
Syracuse Glass – 99
Lenoir Mirror Co. – 95
J.E. Berkowitz L.P. – 88
DeGorter Inc. – 86
Karas & Karas – 84
Flower City Glass - 81
Knickerbocker Plate Glass – 81
Tremco – 80
Colonial Glass Solutions – 79
Bacon & Van Buskirk – 71
Walker Glass Co. Ltd. - 66
Modern Mirror & Glass – 63
Giroux Glass – 62

Top Shower
Door Producers

Top MinorityOwned Companies

•
•
•
•
•
•
•

• Glass Designers Inc.
• U.S. Architectural
Glass & Metal/GMS

Kohler Co.
Alumax Bath Enclosures
Basco Shower Enclosures
Southeastern Aluminum Products
Hartung Glass Industries
Coral Industries
Coastal Industries

continued on page 42
www.usglassmag.com
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Book

• Continuous Lines
• With and Without Autoclave
• Convection for Coated Glass
• PVB Dispensing Systems
• Batch Systems
• PVB, Urethane, & EVA

The 4th Annual

BIG

230 U.S. Route 202, PO Box 163, Pomona, NY 10970
800-988-4455 / 845-354-2500 / Fax: 845-362-1856
http://www.cassosolar.com • sales@cassosolar.com

March 2008 | USGlass, Metal & Glazing

41

The 4th Annual

BIG

Book Breaking
of Lists the Glass Ceiling

continued from page 41

by Ellen Rogers

etitia Barker has come a long
way since 1979. That’s when she
joined Dallas-based Haley-Greer
as its first employee. “My father [Don
Haley] started the company with James
Greer and I helped set up the business,”
says Barker (see the July 2003 USGlass
magazine, page 56, to read our exclusive

interview with Don Haley). “I remember buying our first copier, which
looked a whole lot different than the
ones we have today.” Barker didn’t stay
there long, though, leaving after about
two years when her husband’s job took
them to Florida. She returned to Dallas
in 1995 to serve as chief financial offi-

L

Pilkington Planar
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The World’s Leading Structural Glass System
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cer of Haley-Greer,
and became president in 2003.
It’s rare that a
woman’s in charge of
one of the country’s
largest
contractglazing companies Letitia Barker
(see chart on page
41). After all, the vast majority of professionals working in the construction
industry are men. But Barker is not
alone; several women presidents
and/or chief executive officers (CEO)
are leading contract-glazing companies across the country toward
growth, innovation and success.

Breaking Ground
Contract glazing might not be glamorous work and it’s certainly not the career every little girl dreams of having
one day. But a growing number of
women are finding successful careers in
the glass industry. Barker says she has
seen an increasing number of women
working in the glass industry and says
in many cases it’s because the women
have grown up in the business.
“They were born into a construction
family. They’ve been around the business,
they know it and they enjoy it,” says
Barker.“And today there are so many educational programs in colleges and
schools that there are more possibilities
to get education in construction as well.”
Like Barker, Robyn
McGinnis, president
and CEO of Sierra
Glass & Mirror in
Las Vegas, also runs
the company her father started in 1979.
McGinnis took over Robyn
in 2005 and before McGinnis
that worked in hotel
management and advertising. She
says the glass business has been both
interesting and challenging.
“My first year was very intimidating,
and being a woman in an industry that
I always perceived to be a man’s dowww.usglassmag.com

These women say they enjoy the
glass business with the opportunities
and challenges it brings.
“It’s certainly rewarding,” says Juba.
“There is a great satisfaction in saying,
‘we built that.’” And as far as her challenges? “This industry isn’t particularly
known for its work-life balances,” she
says. “It is a fast-changing industry
and has the reputation of being very
demanding.”
Barker says she like that fact that
there’s a lot of “action” to this industry. “I like that it’s so results-oriented
and you can see the work from start
to finish,” she says. “Because of the
fact that it is a man’s industry tradiwww.usglassmag.com

continued on page 44

Yuntong Glass Tempering Furnaces

Best Foot Forward

tionally, it challenges me more to
make it an adventure since I’m working in a field in which someone might
not think that I could be successful.
So it’s never been a detriment to me.
My father once said, ‘If you’ll just
learn the business you’ll be amazed
how successful you’ll be. Women have
an automatic entrance in the front
door because the men are going to be
polite, but after you show them you
know what you’re talking about you’ll
really be successful.’”
McGinnis says as a woman in the
contract-glazing field she does find
she has to work a bit harder than others might to prove she is capable of
doing the work.
“I believe there’s a level of respect
for anyone, male or female, in top positions, but the challenge has been
getting customers, clients, contractors, architects, etc. to have faith in
my ability to deliver a major construction project in the same way a
man would, on schedule and within
budget,” says McGinnis. “I think that
automatically they take a second look
because they are so used to seeing a
male owner and when a woman walks
in, they’re surprised. Once you’ve
worked with them and they’ve come
to know you’re as capable to deliver as
anyone, the fact that you’re a woman
is not such a big deal.”
Those second looks must be paying
off, because these female-lead contract glaziers are winning major projects. In Dallas, Barker is excited about
the work her company is doing on the
new Dallas Cowboys stadium, which
is expected to be ready for the 2009
football season. She says they are currently installing the curtainwall skin.
“We’re fortunate to work on many
great projects, one of them being the
new Dallas Cowboys stadium,” says
Barker. “The stadium will have one of
the largest inverted-slope glazed curtainwalls in the world, and the end-

• 3-19 mm
• Convection for coated glass
• Continuous Furnaces
• Over 300 installed worldwide
• Meet NEC2005 & UL508

main made it even more so. Other
than a summer or two answering
phones, neither my sister nor I ever
worked at Sierra, but my brother did,”
says McGinnis. “So, it was important
for me to surround myself with people I trusted—talented, skilled and
definitely open-minded individuals. I
rely so much on my team to bounce
ideas off of and to help grow the company. I think it’s important to surround yourself with those who know
more than you do and can offer a different perspective.”
Though Juba Aluminum Products Co.
Inc. in Concord, N.C.,
has been in operation only since 1993,
like both HaleyGreer and Sierra, it,
Joni Juba
too, is a family business—and it also has
a women CEO. Joni Juba, CEO of the
company, says her family has been in
the glass business for more than 30
years. Her husband, John, who serves
as the company’s president, got
started in the industry in 1970 working for PPG.
“Since that time, both John and I,
and our family, have been actively involved in the industry,” says Joni Juba.

230 U.S. Route 202, PO Box 163, Pomona, NY 10970
800-988-4455 / 845-354-2500 / Fax: 845-362-1856
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continued from page 43

Breaking the Glass Ceiling
continued
zone doors are going to be the largest operable glass doors ever produced.”
In Las Vegas, Sierra Glass is working
on the Lou Ruvo Brain Institute—
famed architect Frank Gehry’s first Las
Vegas project.
“The architecture is such that it twists
and turns within itself in a way that
some believe to resemble a human
brain,” says McGinnis. She says while the
intricacy has created some challenges,
her team is extremely excited about
adding the completed project to the
company’s portfolio. ■

Ask about:  Next Day Out Extrusions Service.  Next Day Out Fabrication Services.

SAF ATLANTA: 800-241-7429
SAF WEST: 866-660-6627

For these women’s
full stories of success,
visit www.usglassmag.com.

Concealed power.
The DORMA BTS80.
The BTS80 Series floor concealed
door closers offer adaptability for
almost any application. The BTS80
can control exceptionally heavy
single and double-acting doors and
can be incorporated into almost any
design. Trouble-free performance
under even adverse climate and
traffic conditions make the BTS80
the perfect choice for total control
without compromising creativity.
DORMA By Choice™
DORMA Architectural Hardware · Dorma Drive
Reamstown, PA 17567 · Tel: 800-523-8483
Fax: 800-274-9724 · www.dorma-usa.com
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WORK,WORK, WORK.

Patented

THE BARKOW 9’ WORKHORSE WORKS
TM

BARKOW ENCLOSED 9 FT. ALUMINUM &
FIBERGLASS BODY WITH ALUMINUM
GLASS CARRIERS
Aluminum Glass Carriers, 108" Long x 96" High
7" Ledgeboards with Rubber Cover – Full Length
Six Stakes with Barkleats® and Hardware
Equipped with STAKE-LOC® Self-Locking Stakes
Rubber Baseplate Pads Every 12"
Full Height Locking Walk-In Door(s)
Heavy Duty Aluminum Step Bumper
Ladder Holders on Roof
Translucent Roof for Interior Light
Removable Wheelhouse Pans

ADDITIONAL OPTIONS
Cantilevered Metal Carrier
Stake/Ladder for Roof Access
Toolbox over Cab

CALL

FOR

YOU!

INTERIOR
Storage Bin, 42" Long, 3 Shelves
Self-Storing 6' Worktable
Extra Wide Interior Workspace

3000+ POUND PAYLOAD
2005 GMC 2500HD Chassis/Cab
9200 GVWR
Heavy Duty Suspension
V8, Vortec, 6 Liter Engine
Automatic Transmission
West Coast Mirrors
Air Conditioned
AM/FM Stereo
Tilt/Cruise Control

ALSO AVAILABLE IN A 12 FT. BODY

FOR A NO-OBLIGATION QUOTE TODAY!
C OMPLETE PACKAGE P RICE AVAILABLE .

FINANCE AND LEASE PACKAGES AVAILABLE • DELIVERED ANYWHERE IN THE U.S. FOR AN ADDITIONAL CHARGE

Call John Weise

(800)558-5580
F. Barkow Inc. • 3830 N. Fratney Street • Milwaukee, WI 53212
Tel: (414) 332-7311 • Fax: (414) 332-8217
www.barkow.com

To Zero
By ’Fifty
Will the Glass Industry Help Make
All Commercial Buildings
Zero-Net-Energy by 2050?
by Megan Headley
he Energy Independence and Security Act of
2007 was signed into law in December 2007,
linking the next generation of commercial buildings
to zero-net-energy. Among the new law’s provisions
is an initiative to develop technology and policies that
will allow 100-percent of all commercial building, new
and retrofit, to be zero-net-energy by 2050.
A building that uses no energy? Not quite. According to
the act: “The term zero-net-energy commercial building
means a commercial building that is designed, constructed
and operated to a) require a greatly reduced quantity of energy to operate; b) meet the balance of energy needs from
sources of energy that do not produce greenhouse gases; c)
therefore result in no net emissions of greenhouse gases; and
d) be economically viable.
The United States Department of Energy’s (DOE) deputy assistant secretary for energy efficiency, David Rodgers, says that
zero-net-energy buildings use 70 percent less energy than conventional buildings and are able to produce enough electricity
on-site or through storage to power the building through the
rest of the day. According to Rodgers, integrating systems and
looking at a building as a whole unit is critical in reaching this
zero-net-energy goal. For example, the windows in the buildings impact the money spent on heating and cooling. “Windows, annually, are responsible for 3.8 quads of energy in the
United States in the form of heating and air conditioning loads
at a cost of more than $30 million,” Rodgers says.
The design and construction industries are beginning to
develop paths to zero-net-energy, with some completed
commercial projects already meeting this goal (see Zero-Net-
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Energy in Action on page 47). The glass industry certainly is
involved in these endeavors.
“The weakest link in the envelope is obviously the glass,”
says Lou Podbelski, vice president of SAGE Electrochromics
Inc. in Faribault, Minn.
And yet, glass provides many opportunities for both reducing energy usage in commercial buildings and, perhaps
ultimately, for creating energy.

Reducing Energy Usage
Glass has become increasingly more energy-efficient, and reducing energy usage is seen as the first step in going zero-net.
“Before you can talk about things like photovoltaics (PV), or
other energy sources can come to save the day, we have to make
our buildings as energy-efficient as possible,” says Podbelski.
Many of the products available now are designed to reduce energy usage by reducing the amount of solar heat allowed in through the glass.
“Low solar heat gain coefficient (SHGC) is something that is
widely available on the market right now,” says Serge Martin,
vice president of marketing of AGC Flat Glass in Alpharetta, Ga.
Martin notes that it’s important for commercial buildings
to focus on reducing heat at all times—even more so than
residential buildings that may utilize solar heat during colder
months—because of the heat radiated by a higher density of
people, computer servers, electric lights, etc.
“I think the next step in insulating value is probably going
to come from triple-glazed [units],” says Mike Rupert, director of technical services for Pittsburgh-based PPG.
John Lewis, technical director of the American Architectural
www.usglassmag.com

Zero-Net-Energy in Action

S
Manufacturers Association, expects that “highly-efficient lowE glazing with gas filling” will become more commonly used to
create zero-net-energy buildings. “Framing materials will be
driven to provide less conductance to heat flow,” Lewis adds.
Energy-efficient glass is critical because, although glass
can be seen as “the weakest link” in a building, an increased
use of glass provides its own benefits.
“Some people say ‘just reduce the amount of glass’ but that
doesn’t seem to be the right thing to do either because of the
benefits of daylighting,” says Podbelski.
In addition to research showing the health and productivity
benefits of using natural daylight, there are practical benefits.
For instance, large expanses of glass mean fewer artificial lights.
“That’s a double bang for the buck. If you can [increase daylighting] not only do you reduce the cooling cost but you reduce the use of artificial lights,” says Rupert. “Lights generate
a tremendous amount of heat that has to be mitigated through
HVAC systems, plus the cost of operating those systems.”
Lewis expects that more products will take advantage of
daylighting in the future. “Active technologies that take advantage of natural daylighting will become more widespread. A good example of this would be lighting controls
used in conjunction with increased use of skylights,” he says.
Electrochromic windows—or electronically tintable windows, which change from transparent to opaque as necessary—are frequently mentioned in discussions of
zero-net-energy buildings. These products, when coordinated
with electric lighting, can help reduce peak energy demand
continued on page 48
www.usglassmag.com

till think zero-net-energy buildings are unlikely,
if not impossible? Then take a look at the Z2
Design Facility. The new headquarters for Integrated Design Associates Inc., a San Jose, Calif.based company that provides electrical engineering
and lighting design services, utilizes daylighting and
electrochromic
windows in its
zero-net-energy
design.
Moreover, the
energy-efficient
building was a
retrofit of an
older building.
“This building
was a concrete Daylighting is a key part of the Z2
block that didn’t Design Facility’s goal of maintaining
have almost any zero-energy.
windows at all
and part of getting the zero-energy is getting some daylight,” says Kim Swanson of EHDD Architecture in San
Francisco, the firm that led the design process.
Swanson elaborates, “On the south façade of the
building we cut into the concrete for an opening of almost a whole wall of sliding glass doors.”
Skylights also have a role to play in increasing daylighting. “We cut a dozen or so skylights into the existing
roof also to apply daylight so we could rely on daylight as
much as possible,” Swanson says. “There’s also electrochromic glass on the east side. In essence, the electrochromic glass is fused electrically and it ‘closes or
opens’ depending on whether there’s direct light on it.”
Swanson notes that high-performance glass was
specified throughout the building and installed by TGM
Commercial Glazing of San Jose.
March 2008 | USGlass, Metal & Glazing
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anywhere from 19 to 26 percent, according to Podbelski.
“Given the dynamic nature of the product, based on the
season or the time of the day, we can change our glass from
a very clear state to a dark state,” says Podbelski. “That affects the SHGC.”
The dynamic products can reach a 0.09 SHGC.
While high costs and additional installation steps keep
the products from being prevalent currently, the technology is evolving.
“Currently it’s more viable certainly for new construction because our first generation requires wires,” Podbelski
says of the switchable products. However, he suggests that
future generations may be powered using PV.
Martin suggests that someday glass products in commercial buildings could even be used to assist in ventilacontinued on page 50

A Bill on Capitol Hill

G

reen is here to stay and zero-net-energy will
soon become a reality. The recently passed
Energy Independence and Security Act of
2007 was one of several bills passing through Congress with provisions for zero-net-energy, each providing a final deadline of 2050 for completing this goal.
Section 422 requires that the appointed commercial
director of the Office of High Performance Green Buildings establish the zero-net-energy commercial building
initiative to reduce the quantity of energy consumed by
commercial buildings and achieve the development of
zero-net-energy commercial buildings. The commercial
director, working with the High-Performance Green Building Partnership Consortium (created by the bill), will conduct research and benchmarking on design and
materials; offer technical assistance activities; provide
training for “building professionals and trades;” and support state and local code-setting organizations in developing minimum performance standards that “recognize
the ready availability of many technologies utilized in
high-performance energy-efficient buildings.” The act
also would develop separate incentive strategies for
builders and purchasers, and landlords and tenants.

Timeline
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• 2030 – Any new commercial buildings are zero-netenergy commercial buildings
• 2040 – Fifty percent of commercial building stock is
zero-net-energy
• 2050 - All commercial buildings are zero-net-energy
www.usglassmag.com
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tion. He anticipates that active facades—“double-skinned
facades where you have some sort of gap between two glass
facades and you can circulate air during summer”—will
be seen in the future.
“In the very short term the products are there but maybe
the design that we apply is not fully [realized],” Martin says.
“Maybe in 20 years from now the technology will be more
widely available and that could be an option.”

Creating Energy
There’s another “technology of the future” being put into
use today. In addition to its role in reducing energy usage,
it may not be long before the glass industry is involved in
the creation of energy as well.
“The next step beyond consumption is really … can you
get buildings to be producers of energy as well? That’s a little bit more of a challenge,” Rupert says.
While it may still take time before the technology is truly
prevalent, particularly in North America, the use of PV cells
is beginning to increase. Some experts say it won’t be long
before the cells can also be transparent, making them more
useful in the design of windows.
Martin notes that AGC has long been a supplier of extraclear glass for solar modules, and is seeing tremendous
growth in this area.“We see it growing consistently and year
after year the cost of solar electricity is going down,” he says.
According to Rob Struble, marketing communications
manager of PPG, “As PV technologies advance, the day may
come when solar energy can be harvested through regular
spandrel and even vision glass without aesthetic interference.”
“There are technologies out there that need to be further
refined,” Rupert says.“The low iron glasses that are out there
for PV, anti-reflecting coatings to make sure every bit of the
sun’s energy that strikes that surface is transmitted through
it,” are some examples that he names. “Those are all things
that exist today but things that can be further refined.”

Speed Bumps on the
Road to Zero Energy
Many companies have jumped on the green bandwagon
across the board after having discovered that going green
can produce economic benefits in addition to environmental benefits. While much technology has been developed to assist in the movement to go zero, costs are
preventing its widespread adoption.
For example, Podbelski notes that his company has plans
for future expansions of its facilities, which will increase the
likelihood of “high-volume manufacturing to get the price
down low enough where it makes sense” to specify more eleccontinued on page 52
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trochromic units.“The barrier right now is the cost,” he says.
The same stands for PV, Rupert says.
“PV will take off if we can get the cost down,” he says.“Cost
reductions are going to come from all sources, be it the manufacturing, the components, the installation, how they harness and control that power, if the whole industry
concentrates like they are.”
Martin agrees.
“Maybe in 20 years from now the technology will be
more widely available and that could be an option,” he says.
“Cost still could be a concern.”
However, reducing the costs isn’t the only problem.
Martin points out another cost-related issue that doesn’t
involve the technology. “It’s the financial structure of the
construction industry,” he says. “The one person who is
investing in the building is not the person who will be
paying the bill so … there are not a lot of incentives.”
Challenges such as these high costs will soon have to
be resolved as the federal government has added pressure to race for zero. The timeline set in section 422 of
the Energy Independence and Security Act of 2007 aims
to have all new commercial construction be zero-netenergy by 2030 (see A Bill on Capitol Hill, page 48). But is
that feasible?
“Well if I can look in my crystal ball … I would say it is
feasible, but I think it’s going to need a little bit of incentives for people to do the right thing,” says Podbelski.
“We’re seeing that obviously with all the emphasis on
going green—certainly the U.S. Green Building Council,
the Leadership in Energy and Environmental Design system, all the talk about what we’re doing to our environment, greenhouse gasses—all this is fuel to push this
trend into more of a reality.
“I think that’s doable,” agrees Rupert. “I think certainly if
the government can put some incentive into doing that for
folks or industries that will help.”
What type of incentives might lead this push toward going
“greener” is still debatable.
Podbelski notes that higher energy costs will provide their
own incentive. “I think we’re going to see more pressure in
terms of prices going up for energy to make energy-efficiency
and alternative sources of energy more viable,” he says.
Podbelski expects that government intervention will
be a natural consequence of the demand for new energy
sources. “We’ve seen this, particularly in the glass industry,” he says, using hurricane glazing as his example. “All of a sudden we’ve had some bad hurricanes …
lo and behold now [hurricane-resistant glass] is legislated and the cost of the glazing is much more expen-
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sive than what it was just a few years ago—but it’s all for
a common benefit.”
Others expect that now that green design and building has
proven to be a lucrative endeavor the market will drive itself
in the direction of zero-energy.
“Nothing will drive it more than individual companies
or players outside of government,” says Rupert. He adds,
“The government can help—we certainly don’t want it to
impede.”
Martin agrees that some boundaries from the government
could be useful but it would be best to “let the industry play,” as
he comments.“The market can take care of itself.” ■

M e g a n H e a d l e y is the editor of
USGlass magazine.
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Making
the Map
IGMA Working Groups Start New Projects During 8thth Annual Conference
by Megan Headley
he Insulating Glass Manufacturers Alliance
(IGMA) held its 8th annual conference January 2831 at the Sundial Beach Resort in Sanibel, Fla.
Whether considering a drastic turn for a document, introducing an old document to a fresh set of eyes or growing ever
closer to completion of a long-term project, these matters
had IGMA members looking toward future projects.
For the Visual Quality Working Group, it was a new twist to
an old document. The June meeting had seen a motion to revise the visual quality guidelines draft document to reflect
the differences between residential and commercial insulating glass (IG) units (see September 2007 USGlass, page 108).
A “what if ” document had been produced since the last
meeting to show what a separate commercial document
might look like.
Bob Spindler of Cardinal IG pointed out that window manufacturers present at the meeting manufacture IG units for
both residential and high- to mid-rise buildings. The idea,
presumably, was that when manufacturers produced a blend
of both, the document should reflect the same.
“Having two documents gives a wrong impression of what
the glass manufacturer can and cannot produce,” Spindler
said. “From an architect’s standpoint, why would you have
two documents? Does that mean you can do something better for one application than another?”
The next step was to look at where the differences lie in
the document between residential and commercial visual
quality. For example, installation was seen as a much more
important qualification to the commercial product’s visual
quality than residential products, since once the commercial
units are installed some obstructions at the edge will no
longer be visible.
One document, with sections that reflect differences between visual quality for residential and commercial IG units,
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appeared to be the consensus. The group agreed to send a
revised draft around for a second review.

Certification and Education
Direction was on the agenda for the Certification and Education Committee as well. That is, the group looked at further developing a seminar on IG quality procedures.
“This thing has been stalled for basically two years,” Webb
said. At a previous meeting the preparation of this seminar
had been assigned to an outside group, who has since withdrawn. Webb added, “I personally think we need to do this.
The most common question we get is on quality procedures.”
“This has been talked about in China and other places and
all around the world now,” added IGMA technical consultant
Bill Lingnell.
According to Webb, one of the things that makes the development of this potential seminar so tricky is that it isn’t
just teach a skill, it’s teaching a way of thinking. “One of the

IGMA members began to address new research and
courses, while coming closer to completion on industry
guidelines.
www.usglassmag.com

things you actually have to transfer is a different way of
thinking; a different commitment,” Webb said.
“The biggest problem is not how to run a desiccant test
but why to run a desiccant test,” said John Kent of the Insulating Glass Certification Council (IGCC).
Webb added, “In the long haul what it means is you’ll have
better performing IG units.”
Webb and Tracy Rogers of Edgetech IG agreed to work on
putting together an outline to distribute; Rogers is aiming to
get an introduction to the seminar out by the next meeting.
With regard to harmonization of IGMAC and IGMA certification procedures, Kent said, “We’re not quite there yet but
we’re a lot closer than we were three or four years ago.”
Kent also provided information about current participation levels and IG certification activities. Kent noted that in
August the first non-North American lab, in Beijing, was approved to participate. Kent said this lab would be able to test
product sent to them from other countries.
In other certification news, Webb briefly noted that Keystone Certifications has terminated its relationship with
IGMA. “The only administrator for IGMA now is IGCC,”
Webb said.

Glazing Guidelines Working Group
The Glazing Guidelines Working Group continued its discussion about capillary tubes, but this time had a guideline in front of it. Per the June meeting, Lingnell and group
chair Ken Shelbourn of Truseal Technologies combined
their research on closing capillary tubes to include in a
guideline. Shelbourn explained the verdict on sealing tubes
after their research: “If you’re going to seal a tube in the
field, you crimp or snip it with wire cutters … but then put
a little dab of sealant on the end of that which will give you
a 100-percent seal.”
Shelbourn brought to the table guidelines for use of capillary and breather tubes from the former Sealed Insulating
Glass Manufacturers Alliance (SIGMA). Shelbourn had made
additional comments throughout the document, which the
group addressed.
With the question of closing the tubes answered, the group
asked if a note should be added to its document cautioning
individuals not to use capillary tubes in gas-filled units.
Spindler noted that it does happen that people use tubes in
gas-filled units.“The intent is that the claim cannot be made
that the unit has a specific performance.”
“Any gas content will change if capillary or breather tubes
are used,” Lingnell added.
“We’re not a group that gives permission,” said Chris Barry
of Pilkington.“It physically can be done.” That the instruction
should say not to use capillary tubes with gas-filled units was
the prevailing recommendation.
Once the capillary tubes are inserted, Greg Carney of the
Glass Association of North America (GANA) said that it’s not
unlikely that glaziers will try to take them out.
“I have seen situations where they are in the way and they
www.usglassmag.com

The next IGMA meeting will be held in June in Whistler,
British Columbia.

cut capillary tubes, altering them dramatically,” Carney said.
Section 6.0 on glazing thus gained a recommendation that
capillary tubes not be shortened or removed during glazing.

Gas Permeability Working Group
The gas permeability working group continued its discussion on its research project, which is closer to completion.
“We have now the executive summary, it’s been circulated,
but you haven’t seen the completed document,” said chair
Bruce Virnelson of PRC DeSoto International. “That now will
be the final document for that test protocol.”
This will create a test for the industry if they want to qualify and create new materials, Virnelson explained.
The group then turned to its request for proposal seeking
a lab to develop a test protocol for argon permeability
through IG units. To date, the group had received proposals
from two different test labs, while a third lab had expressed
interest and requested an extension.
Speakers from TNO and CAN-BEST were at the meeting
to offer presentations on how they would conduct the tests,
as well as the approximate costs of each step. Following the
big numbers, a member of the audience asked whether there
was someplace else from which some of this test data could
be pulled rather than seeking funding for testing.
“This will be the first time it’s broken down into a small
component,” Virnelson responded. “We’re pioneers.”
The group will aim to get additional proposals in for consideration before the next meeting, and to have time to “really digest these proposals” made in Florida.
The next IGMA meeting will be held June 16-19, 2008, at the
Westin Resort and Spa in Whistler, British Columbia. ■

For an expanded version of this
article, visit www.usglassmag.com.

M e g a n H e a d l e y is the editor of
USGlass.
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Remember

the TEXpo
Glass TEXpo™ ’08 Returns Next Month
by Megan Headley
hile national trade shows
have the advantage of
size—more product types
to sort through, bigger crowds to
fight—regional shows provide the opportunity to network with and learn
from individuals who know the specific
challenges local glass shop face. That’s
the goal of Glass TEXpo™ ‘08.
This April the regional Expo will return to San Antonio, home of the Alamo
and the famous Riverwalk. The event,
co-sponsored by the Texas Glass Association (TGA) and USGlass magazine,
will be held April 10-12 at the Henry B.
Gonzalez Convention Center. Come for
the opportunity for one-on-one time
with potential clients or national suppliers who you know distribute locally.
In the past, TEXpo exhibitors have offered information on a variety of product types, including architectural and
specialty glass; metals and metal finishing; glazing supplies and services; films
and tints; computers and software;

W

More than 30 companies will be
exhibiting at the regional event.

shower doors, doors, windows and related hardware; equipment and machinery; skylights and overhead glazing;
adhesives and sealants; and more. This
year such companies as Pilkington,
United States Aluminum and The
Vistawall Group are signed up to exhibit.

In the Classroom
In addition to the exhibitions, attendees can take part in seminars addressing both architectural glass and
general business.
A session on that big new buzzword,
“green,” will explain how following this
trend can be easy and profitable with a
few margins put in place. The session
“Green and What It Means to Me” will
offer insight into how the trend can affect your business and lessons on how
to implement and make a softer footprint on our planet.
And speaking of trends,“What to Expect: The Forecast” will help listeners to
gauge the ebb and flow of the industry
and surrounding markets, helping managers to prepare and plan for future.
More concrete business sessions
also are available. A curtainwall consultant will be available to walk individuals through the basics, as well as
intricacies, of working with curtainwall products. A shower door installation expert will be teaching the ins
and outs, and some additional techniques, to make your installation a
smooth one. Instruction on mirror
measurement and proper placement is
also on the schedule.
Texans will also find useful the seminar on Texas’ new franchise tax. Effective January 1, 2008, significant
legislative revisions were made to the
Texas franchise tax. These updates imcontinued on page 60
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GLASTON PROUDLY PRESENTS:

Breaking the records with
NRG, the latest Bavelloni technology
in CNC machinery. Built for speed.
Bavelloni NRG 250-3 is your shower door and custom glass fabrication center built for speed and reliability with the
most advanced technology, allowing you major competitive advantages including efﬁcient production:
• Reduced production time and increased productivity with NRG 250-3 the fastest CNC machine (213 ft/min – 33 ft/s²).
NRG 250-3 produces a complete shower door only in a few minutes including: notching, drilling, milling, and high
polish cerium oxide ﬁnish, where needed.
• The best high quality on proﬁle edging of ﬁnal products. Choosing from a store of 10 tools and dozens of proﬁles,
the NRG 250-3 grinds glass away quickly to maximize your proﬁt. Just release your creativity.
• Intuitive and user friendly machine. With its easy to master controls, even new operators quickly learn to operate
the NRG 250-3 whereas experienced operators will love its simplicity.

For more information, visit us online at www.glaston.net
Glaston North America, Inc. - Greensboro NC - USA - Phone: (336) 299 8300 - Fax: (336) 299 8388 - usa@glaston.net

Glaston is your glass processing technology One-Stop-Partner
providing Bavelloni and Tamglass products and services
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the TEXpo
continued from page 58

pact the tax base and rate. This seminar will provide information on exactly
what these revisions mean to glass
businesses.

Kick Up Your Boots
Visitors have the option of staying in
the host hotel, the Menger. Built in 1859
and having undergone more than 130
years of improvements, the Menger
Hotel features historic charm coupled

Glass TEXpo™ gives attendees a chance for education, along with many
networking opportunities.

tions, the association cautions, so bring
your best team. The shotgun start is at
1 p.m. Prizes will be awarded for first,
second and third gross and net, longest
drive and closest to the pin.

Sizzling in San Antonio

A number of demonstrations will be
held on the show floor.

with modern conveniences. Located in
downtown, adjacent from the Alamo
and the Rivercenter Mall, this five-story
hotel offers guests a historical stay with
amenities to meet the needs of today’s
traveler—the Colonial Room Restaurant, the Menger Bar, a heated swimming pool, full-service spa, a fitness
room, high-speed Internet in all guest
rooms and a wireless connection in the
lobby.

Four Player Florida
Scramble Golf Tournament
Aside from the Expo and seminars,
there is plenty to draw attendees out of
their rooms and into the city. The TGA
is hosting a golf outing on April 10. The
game will be played as a four-person
scramble; there are no team restric-
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For those attendees traveling from
further afield to take part in the activities, San Antonio offers five of the top
tourist attractions in the Lone Star
State—the historic Alamo, the Riverwalk, Fiesta Texas, SeaWorld and the
San Antonio Zoo. San Antonio’s newest
attraction include the Guinness World

Records Museum, Ripley’s Haunted Adventure and Davy Crockett’s Tall Tales
Ride, located directly across from the
Alamo. The San Antonio Convention
and Visitors Bureau is a great place to
start when planning a visit to this historic city. For more things to do, visit
www.sanantoniocvb.com.

More Information
To register, visit www.usglassmag.com/
texpo (pre-registration closes March 21).
If you have questions, call the show registrar at 540/720-5584 ext. 0 or e-mail
blathrop@glass.com. ■

Schedule at a Glance
(for more details visit www.usglassmag.com/texpo)
Thursday April 10, 2008
1-5 p.m. ...................................................................................Registration Open
1-6 p.m. ..............................................................................TGA Golf Tournament
Friday April 11, 2008
7:30 a.m.- 6 p.m. .....................................................................Registration Open
8 a.m.- 3 p.m. .................................................................Seminars & Workshops
3-8 p.m. ...................................................................................Glass TEXpo™ ’08
6-8 p.m. ................................................................Welcoming Cocktail and Party
on the Show Floor
Saturday April 12, 2008
8:30 a.m.- 2 p.m. ....................................................................Registration Open
9-10 a.m. ............................................................................TGA Award Breakfast
10 a.m.- 3 p.m. ...............................................................Seminars & Workshops
10 a.m.- 3 p.m. .......................................................................Glass TEXpo™ ’08
Please note schedule is tentative and subject to change.
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Pilkington Eclipse AdvantageTM Reflective Low-E Glass
There was a time when architects could choose glass by color alone. Then along came Low-E, solar
heat gain considerations, and all the inherent problems and compromises of soft coats. Pilkington
Eclipse AdvantageTM Glass, is the world’s first pyrolytic reflective Low-E. An innovative Low-E
glass that combines low emissivity with solar control, high visible light transmittance and glare
control. For more information or glass samples, contact Pilkington at 800 221 0444, or visit
www.pilkington.com.
Pilkington Building Products North America
811 Madison Ave., P.O. Box 799 • Toledo, OH 43697-0799
Main Office Phone: 419 247 3731; Fax 419 247 4517
E-mail: building.products@us.pilkington.com • Website: www.pilkington.com
©2003 Pilkington. Eclipse AdvantageTM Glass, Arctic BlueTM Glass and EverGreenTM Glass are trademarks of Pilkington.
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Charles Cumpston

lobal warming and the use of the Earth’s
resources are two of the most important topics of
discussion today. It’s easy to understand why.
Weather affects us all. Last year it was wet in the
West and dry in the East. And then there are the
tornados and the hurricanes. Eliza Doolittle may
have said that hurricanes hardly happen, but from
Texas to Florida to New York, there has been a lot
of attention—and action—in the last couple of years
focused on hurricanes and the damage they do.
Hurricanes and other disastrous forms of
weather are important to architects and designers
because the structures they design must be able to
withstand them. Hurricanes and high winds are
important to the architectural glass and metal
industry because we have to supply products that
will meet the needs of the buildings you design.

t

Of course, codes and building officials are
the driving forces behind hurricane-resistant
structures. Their mandates are designed to guarantee that the design and products used in a
structure offer the necessary level of protection
against hurricane damage.
Will this year be a big one for hurricanes? If
it is, then the role of hurricane-resistant design
and products will continue to be at the forefront for both consumers and code officials as
well as architects and designers and the architectural glass and metal industry. AG

Projects

he Miami skyline is about to get some serious
sparkle, thanks to a gleaming new condominium
tower. Jade Ocean, owned by Fortune Development
and designed by Carlos Ott of Uruguay, is set to
become the first impact-resistant condo curtainwall
in Florida, if not the entire country. With a striking
glass skin topped with a stunning blue radius curtainwall crown, Jade Ocean will become a Miami
landmark by land and sea.
Although Jade Ocean is loaded with innovative
design elements, glass is the real star of the project. In fact, after seeing Ott’s concept, the first
step Fortune Development took was to select a
glass fabricator and curtainwall engineer—even
before choosing a general contractor. Viracon, a
glass fabricator, and Permasteelisa-CS Miami, the
curtainwall manufacturer, got the nod.
Ott’s design called for a 51-floor tower
enveloped in a pure glass skin. Instead of a standard squared crown, Ott envisioned a radius
curtainwall that arches back into the building.
While most condominium towers consist of
window-wall systems, Ott wanted a pure,
sparkling glass veneer. The only way to create
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this aesthetic was with a curtainwall.
Permasteelisa’s Miami team immediately set out
to design the custom curtainwall system, which
had to meet hurricane code requirements and support durable impact-resistant glass. While they
focused on the frame, Viracon tackled the glass.
Gray glass with a low-E coating, Viracon’s
VH13-50 product, was chosen for bands, which
primarily enclose living units. The gray bands
are alternated with a royal blue reflective glass,
Viracon’s VT-40 product, to add shimmer and
shine.
A Saflex PVB interlayer from Solutia Inc. has
been incorporated into the glass throughout the
curtainwall to meet large and small missile
requirements. The protective interlayer also been
incorporated into the sliding door systems being
created and installed by Continental Glass
Systems in Miami. AG

For an expanded version
of this article, visit
www.glassguides.com.
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©2008 YKK AP America Inc. is a subsidiary of
YKK Corporation of America.
YKK AP is a registered trademark of YKK Corporation.

Four Seasons Hotel, Miami
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Protects

YKK AP ProTek™
800.955.9551

www.ykkapprotects.com
YKK AP pioneered hurricane resistant and blast
mitigation products with the innovative YKK AP
ProTek™ system. Today, our impact resistant curtain
wall is the leading fully engineered, non-shuttered,
thermally improved glazed system that is tested for
natural and man-made threats. When YKK AP is
specified, the right kind of breakthrough thinking helps
safeguard against the worst kind of breakthroughs.
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Designing Beyond the Code

w

by Paul E. Beers

hen Hurricane Wilma slammed into the
Mexican Yucatan peninsula in October 2005,
the popular tourist destination was devastated by
wind speeds of more than 125 miles per hour.
One of the hardest-hit hotels was the popular
Marriott Casa Magna Hotel in Cancun where
almost every door and window failed or was
damaged.
During the turmoil of recovery, the hotel owners faced an unexpected roadblock—obtaining
quality insurance coverage. The hotel’s coverage
had been dropped promptly by its Mexican property insurers. An American insurer agreed to provide coverage if the hotel was retrofitted to a new
standard, which exceeded even the toughest
impact-resistant American codes–Miami Dade.
My company began the process of developing an
entirely new set of design criteria for the hotel’s
glazing which could not be repaired properly.
Today, the Marriott Casa Magna is designed to
withstand wind speeds of 150 miles, exceeding
the requirements of Miami Dade. All products
had to be shipped in from the United States to
ensure they met the design criteria, as Mexican
products are unrated. We designed a completely
new custom curtainwall system as well as a new
skylight application. We also oversaw the installa-
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tion of new windows and sliding glass doors
throughout the project. Furthermore, we reduced
the potential for water leakage by using glazing
products with higher water ratings. The extra
effort paid off, as the hotel withstood the outer
winds of Hurricane Dean, a Category 5 hurricane
that struck Mexico’s Yucatan peninsula in 2007.
The story of the Marriott Casa Magna underscores a growing trend in the glazing
industry–designing beyond the code. Building
codes represent a minimum standard for protection. Unfortunately, this is often interpreted as
the standard that will protect all buildings from
all types of events. Codes provide for a basic level
of protection, but there are instances where it is
appropriate to exceed the code. Marriott Casa
Magna illustrates how designing for improved performance during hurricanes can prevent future
instances of major damage significantly.
When is it advisable to exceed the code minimums? There are the obvious candidates, which
include buildings that will be used for shelters,
hospitals, fire and police stations and other critical types of services. However, some architects,
engineers, building owners, and even homeowners, are beginning to understand the importance
of designing beyond the code in “non-essential”

www.usglassmag.com

situations. Examples include corporate data centers, corporate headquarters, critical business locations, waterfront buildings and high-end luxury
homes or condos that contain expensive furnishings and art.

The Wake-Up

Prior to Hurricane Andrew in 1992, there was
very limited discussion about the problems of
windborne debris. The United States was emerging from a 20-year “lull” during which major hurricanes had not presented serious problems.
Andrew changed all that and the resulting code
changes to require hurricane-resistant materials
has addressed the basic deficiencies with the
codes. Since then, there have been steady
improvements in the quality and enforcement of
the impact-resistant standards. Adoption of windborne debris standards also has grown geographically, as many coastal states have adopted some
form of the codes.
Interestingly, the next major anticipated
change involves exceeding the code. The proposed new ICC–500 Storm Shelter Standard is
expected to go into effect during the middle of
this year. These types of buildings are designed to
allow functionality both during the storm and in
the days immediately following. The ICC-500 proposal is based on a 10,000-year mean recurrence
interval. Glazing will need to withstand 200- to
225-mph, 3-second wind gusts in South Florida.
The large-missile impact test applies, but with
tougher requirements. A 9-pound, 2 x 4 missile
must be fired at .04 x design wind speed for vertical surfaces. For horizontal surfaces, the requirement is .01.
Most industry professionals are familiar with
the large-missile impact test; firing a 9-pound 2 x
4 at 50 feet per second. However, there is another
standard listed in ASTM E1996 that requires a
higher standard of performance: Level E.
Level E was developed for critical facilities and
requires that the fenestration or shutter resist the
9-pound 2 x 4 fired at 80 feet per second. While
the cycling requirements are the same, the higher
impact speed requires a different product choice
when designing to Level E. Meeting it often
requires the use of a double-laminated insulating
glazing system.

www.usglassmag.com

The Marriott Casa Magna in Cancun features high-performance fenestration
products that can withstand wind speeds of 150 miles per hour.

One Example

Hurricane Andrew drew widespread attention
for the need to protect hospitals, especially
patient and operating rooms, during and after a
storm. Miami Children’s Hospital has been a
leader in addressing the need for physical protection during a hurricane. Because of the critical
nature of a children’s hospital, we were asked to
conduct a detailed site-specific risk analysis for
this structure. This involved site-specific computer
modeling of 20,000 years of theoretical hurricanes and then selecting a design wind speed
based on a probability of return period. While
the code used a 100-year event for critical facilities, the hospital selected a 300-year return period, which resulted in a 178-mile-per-hour design
wind speed. We also selected the ASTM Level E
missile for enhanced windborne debris design.
New windows and exterior walls were designed
for the entire facility and, today, the hospital
enjoys enhanced protection in a hurricane-prone
environment. Several hurricanes have passed over
the property since completion of the work with
no damage to the windows or walls.
continued on page 66

ASTM E1996 Test Criteria

Level .................................................Projectile.............................Impact Speed
Level A .......................................2 gm ball bearing ...............................130 fps
Level B ......................................2 lb 2 X 4 Lumber .................................50 fps
Level C .....................................4.5 lb 2 x 4 Lumber ................................40 fps
Level D .....................................9 lb 2 x 4 Lumber .................................50 fps
Level E.......................................9 lb 2 x 4 Lumber ................................80 fps
March 2008 | USGlass, Metal & Glazing
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continued from page 65

Water Leakage

The Florida hurricanes of 2004 (Charley,
Francis, Ivan and Jeanne) showed that there are
still some areas where door and window
improvements are needed–especially with regard
to water leakage. While the potential for leaking
doors and windows generally is understood, hurricane conditions often far exceed water-testing
requirements. Many doors and windows that
were developed for the hurricane environment
have relatively low water-resistance ratings and
were overwhelmed by hurricane-generated, winddriven rains.
When designing glazing systems in hurricane
prone areas, we often will recommend upgrad-

The objective in the new design of the Marriott in Cancun was to protect the
facility from future hurricane damage.

Product Selection Guidelines

It often is appropriate to select products that exceed code requirements,
rather than just meet them. When considering product selection, keep the
following factors in mind:
• The code and industry standards are minimum standards and designing
simply to meet them is designing to the minimum;
• Low cost should not always be the deciding factor;
• Make sure all the performance criteria meets or exceeds your
specifications;
• Quality installation of doors and windows is critical; and
• Quality control programs, third-party monitoring and field tests help to
verify that glazing system will perform well in future hurricane and highwind situations.
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ing to the highest commercially-available water
rating available. As a general rule, the industry
standard for water infiltration ratings is 15 to
20 percent of the design pressure on the glazing
system. Often this translates to wind speeds that
are not even equivalent to a Category One
storm (75 miles per hour). However, when
designing systems for waterfront properties or
other structures with high exposure to wind and
water, the percentage should be higher, generally 25 to 50 percent.
Consider the Omni Hotel at Champions
Gate near Orlando. GCI was retained to advise
the owner and to provide site observation of the
glazing, exterior wall system and roofing, along
with field water infiltration tests. We advised
them to require a water rating well above the
industry standard of 15 to 20 percent and then
provided field testing services to ensure the
installed glazing systems complied. Several
issues were discovered and corrected during
construction. Shortly after construction was
completed, the building successfully withstood
the effects of three hurricanes in 2004 with no
significant water leakage, while others in Florida
that did not have higher water rating suffered
major leakage.
In considering whether to exceed code, we not
only look at windborne debris considerations but
also the potential for water leakage problems.
While water leakage does not garner the attention
that impact resistance does, the effects of water
damage can lead to devastating and long lasting
problems with mold and moisture.
While wind and water are problems that are
beyond our control, there are tools that the construction industry can use to help mitigate these
challenges from Mother Nature. External factors,
such as the skyrocketing cost of insurance and our
increasing inability to evacuate before a storm effectively, only serve to increase the risk to people and
property. With that in mind, designing beyond the
code minimums at least should be considered for
important and critical buildings in storm-prone
areas. Safer and thoughtful building practices today
can help prevent tomorrow’s disasters. AG
Paul E. Beers established Glazing Consultants
International in West Palm Beach, Fla., in 1988. He
has more than 25 years of experience in the window
and glazing industry and with building envelopes.
www.usglassmag.com

RESOLUTION
Good Relationship Determine
How Well Any Job Gets Done.
This is why the Painters and Allied Trades LMCI is committed to enhancing
the relationship between the contractor and union, to help reinforce the
common agenda you both share.
We’ve devised strategies and seminars to make the collective bargaining
experience a positive exchange of goals. By stressing the value of minimizing differences and emphasizing how both sides can achieve their
goals, contractors can better serve their workforce and their customers.
The tools you need to succeed can be found
at www.LMCIonline.org or by phone toll-free
at (888) 934-6474 or (202) 637-0798.
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school dearly. So when I received a call
from Mrs. Darby, the senior of the
school’s two seventh grade teachers, to
be the guest speaker for their annual
career day, I accepted the invitation
without any hesitation. After all, I had
always believed that I was a teacher at
heart and that, had it not been for a
twist of fate or two, it could have been
me making a call to line up a career day
speaker for my students.
Mrs. Darby presented me to her class
of 27 bright, adorable, eager little minds
and, for 20 minutes or so, I explained
the roll that glass played in the lives of
all of us … both young and old. How
glass kept us safe, helped keep us warm
on the coldest of days while giving us a
chance to see what was going on in the
world around us and allowed our lives
to be lived more enjoyably and comfortably. I used pictures, charts and
samples for my presentation. They listened in silence … almost motionless
… seemingly awestruck. I didn’t see
how it could have gone any better!
At the teacher’s prompting, the children applauded after I made my concluding remark. Then she explained
that the children would now be allowed
to ask questions and that I should not
feel hurried with my answers.
She further explained that they were
a modern, progressive class and that
the children would not have to raise
their hands and then be recognized before asking a question. They were only
required to not all speak at once and to
be respectful of each other. A true professional this teacher Darby, I thought.
No doubt, I would have been the same.
Confident that my presentation had
been both informative and interesting,
I was more than ready to respond to
what I was sure would be intelligent
and insightful questions. Mrs. Darby
then made her way to a chair next to the
windows and nodded to the class that
it was OK to begin.
“Sir,” began the first child to speak
up, “your job sounds kinda boring. Do
you actually like it?”
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Mrs. Darby presented me to her class
of 27 bright, adorable, eager little
minds and, for 20 minutes or so, I explained
the roll that glass played in the
lives of all of us … both young and old.
“Yes I do ... most of the time anyway, and some days it’s even fun,” I
responded.
“Do you make a lot of money at your
job?” asked a round faced little boy up
front.
“No,” I replied, “I don’t make a lot of
money but I’m able to pay my bills and
live decently.”
“Are you in a union?” asked a freckle
faced redheaded boy from the back of
the room.
“No,” I replied, “I’m not.”
“Because my dad says,” the redhead
went on, “you gotta be stupid to have a
job and not belong to the union cause
if you’re in the union you always make
more money but you don’t have to work
very hard.”
From a little girl with a bright green
sweater, “Do you have a puppy?”
“No I don’t have a puppy.”
“Cause Mr. Johnson, who came and
spoke to us last year, has a lot of puppies. He owns a pet store and he even
brought two puppies with him last year
when he spoke to us. He let us play with
them, too.”
“That’s nice,” I replied and then, trying to move the questioning in a different direction, added, “and I’m sure that
Mr. Johnson’s pet store has a nice big
glass window in front so we can all see
the nice little puppies. Does anyone
want to know what kind of glass is
probably in Mr. Johnson’s window?”
“Did you bring a treat for us, Mr.
Hill?” asked a girl with a missing front
tooth.
“No, I didn’t bring a treat. I didn’t
know that I was supposed to,” I replied,
starting to feel a bit uncomfortable.
“Do you have a cat?” asked a boy sitting very close to me.

“No, I’m sorry; I don’t have a cat
either.”
“Don’t you like pets?” the same kid
continued.
“He’s not in a union either,” the redhead chimed in before I could attempt
to answer.
“And he didn’t bring a treat,” missing
tooth girl added as a couple of kids
booed softly.
Thinking the entire situation was starting to unravel, I looked toward Mrs.
Darby for support, but she was starring
out the window at a squirrel sitting on the
branch of a tree chewing on a nut. Her
eyes weren’t moving and she was sitting
as rigid as a rock. I think she had slipped
into a trance of some kind leaving me to
fend for myself. I could feel a trickle of
sweat working its way down my back. I
turned back to the hostile crowd … I
mean kids, and suggested that if there
weren’t any more questions that maybe I
would leave now.
“Mr. Johnson brought a treat and
puppies,” said a previously quiet kid
from the middle of the room. “He was a
very nice man.”
I took another quick glance toward
teacher Darby but neither she nor the
squirrel had moved. In fact, they now
seemed to be starring at each other.
“Hey,” a kid who looked like he might
be carrying a gun yelled out, “do you
make a lot of money in that glass business of yours?”
“He can’t be making a lot of money,”
snorted the redhead before I could utter
a word, “cause he’s not in a union.”
Ignoring the redhead and looking directly at the future felon who I had no
doubt was both armed and dangerous,
continued on page 70
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I replied, “I don’t make a lot of money
but I make enough to get by, and I think
as you children get a little older, you’ll
come to realize that finding a job you
like is much more important than making a lot of money.”
As children started falling out of their
chairs with laughter, the future felon
picked up a text book and threw it at the
redhead, hitting him squarely on the
shoulder.
The noise of the book hitting the
floor after it hit the redhead apparently
jolted teacher Darby out of her trance,
because she now made her way toward
me with a peaceful smile on her face.
She thanked me once again for stopping
by and then led the class in a less than
enthusiastic round of applause.
“Mr. Hill,” teacher Darby now intoned. “I always ask our career day
speakers one question before they leave

and in your case it is a particularly pertinent question because, just like these
boys and girls here today, you once sat
in this very classroom and dreamed
about your future.”
“OK, Mrs. Darby. What would that
question be?”
“Well Mr. Hill, when you were in the
seventh grade, what did you want to
grow up to be?”
I looked up at the ceiling for a second or two as if to be pondering the seriousness of the question. Then,
making eye contact with as many of
the 27 children in the room as possible,
I answered.
“That’s an easy one, Mrs. Darby. I
would have liked to have grown up and
owned a pet store.”
“Really, Mr. Hill?”
“Yes indeed. With lots of puppies and
kittens and, naturally, it would have

been a union pet store. And, by the way,
Mrs. Darby, I was in such a hurry to get
here today that I forgot to bring the
treats that I had planned to pass out so
I’d like to give you $20 to buy some
treats for the class.”
She took the twenty dollar bill that I had
tried to gracefully remove from my wallet, smiled a wicked little smile and said,
“You know Mr. Hill, twenty dollars won’t
go very far these days. Especially with 27
children. Could you make it fifty?”
I pulled my wallet back out and
added thirty dollars to the twenty I had
already contributed, nodded my head,
turned and walked out the classroom
door, under the big black round clock.
As I did so, I glanced over my shoulder
and noticed the redhead and the felon
giving a thumbs up sign to teacher
Darby. I was right. Nothing had
changed. ■
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At JLM Wholesale, our capabilities are numerous and built around the
premise of providing you with not only quality products but also expert
support and advice. We provide takeoﬀs and line by line pricing. JLM also
furnishes templates, installation information and can even supply wiring
diagrams when required.

Specializing in top quality hardware from Ingersoll-Rand
to Assa Abloy, JLM oﬀers more than 12,000 individual
items from over 80 quality manufacturers from our two
warehouses.
Visit us online where you can quickly and easily place
orders, check stock availability, track packages, check
order history, and download installation guides, templates,
speciﬁcation sheets and product literature.

......................................................................................................
Wholesale Pricing, Same Day Shipping

Midwest 1.800.522.2940
Southeast 1.800.768.6050
www.jlmwholesale.com

......................................................................................................
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NewsMakers
changes

Harmon President
Leaves; Role Filled
by VPs and Apogee CEO
Chuck Mowrey, who was named president of Harmon Inc. in 2003 (see September 2003 USGlass, page 78), left the
company on January 4. Harmon’s parent
company,Apogee Enterprises Inc., has decided not to fill that position. Instead, that
void has been filled by several individuals.
Among those individuals are Tom
Niepokoj, who will continue as vice
president of sales, while Dennis Pilkinton serves as vice president of operations. Both Niepokoj and Pilkinton
report directly to Russ Huffer, chief executive officer of Apogee Enterprises.

obituaries

CRL Vice President Jim
Audette Passes Away
Jim Audette, vice
president and assistant
to the president of Los
Angeles-based
C.R.
Laurence
Co. Inc.
(CRL), passed away on
December 9.
Jim Audette
Born December 13,

1940, Audette worked with CRL for 44
years. He was heavily involved with
the development of many of CRL’s
products, according to the company. He helped create CRL catalogs
and assisted in the design and construction of many of CRL’s facilities,
including the headquarters campus
and the branch warehouses.
In his spare time, Audette was a dedicated fisherman.
“He was a true professional and a
great friend,” says Don Friese, chief
executive officer, and close friend of
Audette’s. “He contributed so much to
this company. He was one of the most
talented people ever to be a part of
CRL. He will be deeply missed by all
of us.”
Audette is survived by his wife, Ramona, and three children.

Arizona Shower Door
Branch Manager, Dies
Arizona Shower Door in Phoenix has
reported the passing of Frank Starr.
The Denver branch manager passed
away on February 10.
Starr is survived by his wife, Cindy,
and two daughters.

new hires

Vistawall Names New Product Development Manager

George
Gonzalez

Bill Lang

72

The Vistawall Group in Terrell, Texas, has named George
Gonzalez protective glazing products manager for its product
development team. Gonzalez recently served as general manager of ImpactWindows.com Inc. in Miami. He also was cofounder of Smith Mountain Impact Systems Inc., also in Miami,
where he served as senior vice president and
chief operating officer.
Ed McMahan has joined the company as a sales
representative for the Houston area. McMahan has
25 years of sales and sales management experience in the commercial glazing and glass industry.
He previously was with Arch Aluminum & Glass in
Magnolia, Texas, and before that was branch man- Ed McMahan
ager of Arch Aluminum & Glass in Florida.
In addition, the company announced that Bill Lang, product
development manager, has achieved the title of LEED-accredited professional. Lang, who has 23 years of experience in the
architectural metals industry and 18 years of experience in
product development, is a registered professional engineer.
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kudos

Society of Glass
and Ceramic Decorators
Honors Paul Duffer
The Society of Glass
and Ceramic Decorators
(SGCD) has announced
that Paul Duffer, former
senior research associate
of PPG Industries, will
be honored with the
2008 Frank Child Award. Paul Duffer
The award is given annually to an individual who has made
significant contributions to the field of
glass and/or ceramic decorating. Duffer
was chosen based on “his numerous
technological advances and patents”
and general “outstanding technical
achievement,” according to Myra Warne,
administrative director of SGCD.
“This came as a real surprise to me,”
says Duffer. “A real honor, indeed, coming from this particular group of people.”
The formal presentation of the award
will take place at SGCD’s annual convention, Deco 2008, which will be held
April 16-19, 2008, at the Omni Champions Gate Resort in Orlando, Fla.
Duffer retired from PPG on January
31. He had been employed by the company for nearly 31 years.
“For me, this represents a long anticipated event that has been allowed to
come to fruition as a result of number
of factors,” Duffer says.

Edgetech President
Named Person of the Year
The City of Cambridge,
Ohio, recently has named
Edgetech I.G. President
Michael B. Hovan its
Person of the Year for his
many contributions to
the community.
Michael B.
“I am representing all
Hovan
of Edgetech because so
many on our team are
actively involved in making Camcontinued on page 74
www.usglassmag.com

Loå3-366 > XL Edge > Neat > Preserve

Picture perfect.

Don’t let dirty windows spoil the view. Windows stay cleaner longer and clean easier when you
use Neat™ naturally clean glass. Why? Because Neat harnesses the power of the sun’s UV rays
to loosen dirt so water can rinse it away, leaving windows virtually spotless. No activation
required. What’s more, when Neat is applied to Loå3-366™ (low-e cubed) glass, you add the
perfect balance of low solar heat gain and high visibility. Help homeowners maintain their pictureperfect view – use Neat in your windows. For more information, visit cardinalcorp.com.
N AT U R A L LY C L E A N G L A S S

Cardinal CG Company Superior glass products for residential windows and doors

A CARDINAL GLASS INDUSTRIES COMPANY

NewsMakers
continued
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bridge a better place to live and work,”
Hovan said in accepting the honor.
“Our company philosophy encourages
employees to be passionate about their
causes by giving them time off when
needed to volunteer in the community.
It is rare that companies are able to do
this, but we feel that it is very important to give back.”
While Hovan is personally active in
many community organizations, the
Edgetech team collectively contributes
time and resources to the United Way
of Guernsey and Noble Counties, Relay
for Life, the Cambridge YMCA, the
Cambridge Main Street Project, the
American Red Cross, the Guernsey
Leadership program and the Police
Benevolence Program, among others.
“This is a great honor, and I accept
the award on behalf of the entire Edgetech team,” Hovan said.“We are grateful to the City of Cambridge and look
forward to continuing our support of
the community.”

promotions

Asahi Glass Creates,
Changes Positions
Asahi Glass has created the positions
of chairman and chief executive officer
(CEO) and president and chief operating officer (COO), subject to the approval of the ordinary general meeting
of shareholders to be held in late March
and the meeting of the board of directors to be held on the same day.
Masahiro Kadomatsu, the current
representative director, president and
CEO, will become the representative director, chairman of the board, chairman and CEO. Kazuhiko Ishimura,
currently the senior executive officer
and general manager of the electronics
and energy general division, will become representative director, president
and COO.
Shinya Ishizu, currently director
and chairman of the board, will retire
from the board of directors.
continued on page 76
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Don’t miss
this premier
educational event
for glass retailers.

May 2-3, 2008
Cashman Center.
Las Vegas, NV.
www.americasglassassn.org
sponsored by

Your Industry.
Your Business.
Your Show.

NewsMakers
continued

The Wagner Companies
Promotes Three, Hires One
The Wagner Cos. in Milwaukee has
announced that Patrick Hutchinson
has been promoted into the new position of director of engineering services. He will assume responsibility for

estimating and product/process engineering. Hutchinson joined the company in June 2001 as a quality systems
engineer. Prior to coming to Wagner,
he was with Milsco Inc. where he was
a manufacturing engineer.
Justin Wesser has been promoted

to the position of manager of quality services,
where he will be responsible for quality assurance efforts. Wesser
joined Wagner in March
2004 as a manufacturing engineer.
Jeff Wissbroecker
has been promoted to
e st i m ator / c u stom e r
service representative.
He will be responsible
for preparing customer
quotes, as well as providing training to current estimators and
customer service representatives. He has been
with the company for
ten years.
In addition, Debra A.
Emmer has been hired
as a quality supervisor.
In
this
position,
Emmer will be responsible for the implementation, maintenance
and continuous improvement of the quality processes necessary
for Wagner to sustain
an ISO-compliant business system. She brings
30 years of experience
in the metal forming
industry.

Patrick
Hutchinson

Justin
Wesser

Jeff
Wissbroecker

Debra A.
Emmer

Clarification

The new CrystalLine Framed By-Pass offers quality and beauty with the added substance of
a framed unit. The CrystalLine Framed By-Pass is available in the most popular widths and
heights for shower and tub installations, with or without panels, and is stocked in silver, gold,
brushed nickel and oil rubbed bronze or can be powder-coated to match any bathroom décor.
For more information about the CrystalLine By-Pass and our entire product line, please visit us
online at www.southeasternaluminum.com.
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We all know what happens when you
assume. Which is just what our editorial staff did when running a news item
on one Mr. Kelly Townsend in our January 2008 issue. Notice that Kelly is not
a Ms. as our editors assumed. We regret
the error and send our apologies to Mr.,
not Ms., Townsend. ■

For more announcements
about people in
the industry,
visit www.usglassmag.com.
www.usglassmag.com

THE NARROW STILE SOLUTION
IN STOCK AT BOYLE & CHASE
E-PLEX
3000

I

Aesthetically pleasing design

I

Retrofits to various Adams Rite® hardware

I

Latch holdback for true storefront applications

I

Electronic access control

I

300 users/9000 event audit trail

I

Programmable at the door or via optional software

I

Simple installation

I

Non-handed, field reversible

I

Passage and lockout

I

Satin chrome and dark bronze finishes

I

3 year warranty

…and it has E-Plex simplicity and reliability

BOYLE & CHASE, INCORPORATED
72 Sharp Street, Hingham, MA 02043 . Phone: 800-325-2530 , Fax: 800-205-3500
Web Site: www.boyleandchase.com ? E-mail: sales@boyleandchase.com

[datebook]

Up&Coming
NORTH AMERICAN EVENTS

April 10-12, 2008
Glass TEXpo™
Sponsored by the Texas
Glass Association and
USGlass magazine.
Henry B. Gonzalez
Convention Center.
San Antonio, Texas.
Contact: USGlass magazine at
540/720-5584.

April 21-23, 2008
Glass Fabrication & Glazing
Educational Conference
Sponsored by the
Glass Association of
North America (GANA).
Monte Carlo
Resort and Casino.
Las Vegas.
Contact: GANA at
785/271-0208.

May 1-3, 2008
Americas’ Glass Showcase™
Sponsored by the Americas
Glass Association and the
Independent Glass Association
(IGA).
Cashman Center.
Las Vegas.
Contact: USGlass
magazine at 540/720-5584.

May 1-3, 2008
IGA Annual Conference &
Spring Auto Glass Show
Sponsored by the IGA.
Cashman Center.
Las Vegas.
Contact: USGlass
magazine at 540/720-5584.

May 2-3, 2008
International Window Film
Expo, Conference and Tint-Off™
Sponsored by
WINDOW FILM magazine.
Cashman Center.
Las Vegas.
Contact: WINDOW FILM
magazine at 540/720-5584.

June 16-19, 2008
IGMA Summer Conference
Sponsored by the
Insulating Glass
Manufacturers Alliance (IGMA).
Westin Resort and Spa.
Whistler, British Columbia.
Contact: IGMA at
613/233-1510.

September 8-10, 2008
GANA Fall Conference
Sponsored by GANA.
Wyndham DFW Airport North.
Dallas, Texas.
Contact: GANA at
785/271-0208.

September 21-24, 2008
AAMA National Fall Conference
Sponsored by AAMA.
Hyatt Regency Hill
Country Resort and Spa.
San Antonio, Texas.
Contact: AAMA at
847/303-5664.

October 6-8, 2008
GlassBuild America
Sponsored by the National
Glass Association (NGA).
Las Vegas Convention Center.
Las Vegas.
Contact: NGA at
866/342-5642 ext. 300.

December 9-10, 2008
Glass Expo Midwest™ 2008
Sponsored by
USGlass magazine.
Renaissance Hotels & Resorts.
Schaumburg, Ill.
Contact: USGlass
magazine at 540/720-5584.

March 25-26, 2009
Glass Expo Northeast™ 2009
Sponsored by
USGlass magazine.
Hyatt Regency Long Island
at Wind Watch Golf Club.
Long Island, N.Y.
Contact: USGlass
magazine at 540/720-5584.

June 1-4, 2008

INTERNATIONAL EVENTS

AAMA National
Summer Conference
Sponsored by the American
Architectural Manufacturers
Association (AAMA).
The Hotel Hershey.
Hershey, Pa.
Contact: AAMA at
847/303-5664.

May 8-10, 2008
Glass South America
Organized by Nielsen
Business Media and VNU
Business Media Brasil.
Transamerica Expo Center.
Sao Paulo, Brazil.
Contact: USGlass magazine
at 540/720-5584 ■

To see the full event schedule, visit
www.usglassmag.com/events.php.
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This Deal is Stacked
in Your Favor!
Save an additional 10%
on orders placed through
April 30, 2008

All Shim
manufac s are
from recytured
c
materialsled
98% by c .
ontent.

ALUMINUM & GLASS
CURTAIN WALL / WINDOW WALL

Now, by special order:
Fire-Resistant Stack Shims!
VERTICLE ALUM. MULLION

1

INTERNAL ANCHOR CLIP

GROVE SHIM STACKS

BAKER’S DOZEN
Purchase 12 Boxes of the Stack Shims
of your choice through April 30, 2008 and
receive the 13th box FREE!

P.O. Box 240, 17 Marguerite Avenue, Leominster, MA 01453
Tel: 978-534-5188 • Fax: 978-840-4130
www.groveproductsinc.com

[usg | classifieds]

Employment/Help Wanted
Estimator/Project
Manager/Draftsperson

Independent Sales
Representatives

Engineered Glazing Systems Inc. located
in Merrillville, IN, a custom fabricator of
Aluminum Curtain Wall and Storefront
Systems is looking for a highly motivated, ambitious CAD/Drafting person
who would like to get involved in Sales,
Estimating and Project Management.
Great opportunity for an ambitious team
player, in a successful, growing company.
Only motivated people with a great attitude and relevant skills/experience
apply. Fax resume to 219/791-1421 or email: info@engineeredglazing.com. Inquiries kept confidential. Additional
opportunities in Estimating/PM and
Fabrication also available.

A producer of premium commercial windows as well as storefront, curtain wall,
and doors is looking for Independent
Sales Representatives for various states in
the central and western US. Must have
good knowledge of the glass industry
sales/service. Interested parties should
send current line sheet as well as references to:
Columbia Commercial Building
Products, LLC
1200 E. Washington
Rockwall, TX 75087
Fax: 972/722-7597
E-mail: hr@ccbpwin.com

Industry Services

Sales Agents Needed
BOTTERO North America, Inc.

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

Businesses for Sale
Glass Business for Sale
San Luis Obispo, (Central Coast of CA).
Rated in the top 10 favorite places to live in
the U.S. Retiring after 35 years. Sale includes inventory, 2 trucks & equipment.
Listing $85,000. Call 805/440-0873.

Shower Door
Manufacturing Set-Up
All equipment & $50K+ inventory. Producing daily. Move set-up anywhere. Retiring. Great opportunity. Call Joe @
772/343-0033.
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Looking for experienced direct sales or
sales agents for selected territories for glass
and/or stone machinery sales. Please submit resume & salary history to:
Hiring Manager
Bottero N.A., Inc.
330 Weaver Road; Suite 600
Florence, KY 41042
E-mail: jchackney@gmail.com

Project Manager
Nationally recognized top 30 commercial
glazing company, which is well established
on the east coast, is looking for an experienced Project Manager to work out of our
Capitol Heights Maryland facility. Candidate must possess exceptional work ethic,
and must be highly organized. Candidate
must have a minimum of 5 years experience and the ability to handle multiple
mid to large scale commercial glass projects. Candidate must also be very proficient
in all MS, internet, and e-mail applications. We offer top salary (commensurate
with experience), 401-K, medical, dental,
life, holidays, and vacation. Team oriented
individual a MUST. E-mail resume to:
dsimpson@galaxyglass.biz.

Senior Project Manager

Related LP (www.related.com): Senior Project Manager needed in Beijing, China for development and
production of curtain wall and window wall systems for Related's USA
projects (projects are by top International architects e.g. the new Frank
Gehry project in LA). Must have: a degree in Architectural, Structural, or
Civil Engineering; at least 10 years experience managing aluminum windows/window wall, curtain wall, glass
and glazing projects; ability to manage multiple large scale projects in the
US$3M-40M range; a team oriented
personality, and excellent communication and project management skills.
Candidate must also possess exceptional work ethic, and must be highly
organized. Work is very hands on as
US/Int. standards must be met in a
Chinese production environment.
Knowledge of Mandarin is not required but is a plus. Salary commensurate with experience, benefits &
potential relocation expenses paid.
Submit detailed CV with work history
and salary requirements to Related
Supply at hr@relatedsupply.com.
Only emailed resumes will be considered. USA and International applicants welcome.

To place a classified listing,
please call Janeen Mulligan
at 540/720-5584 Ext. 112 or
e-mail jmulligan@glass.com
www.usglassmag.com
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Used Equipment for Sale
New & Used Machinery

Operable Window System

Vertical Washers - Makivetro, CRL, Zafferani, Lenhardt, Somaca.
Horizontal Washers - Billco, Somaca
Miller, Bovone & Bavelloni.
Used Oven Presses - Billco, Besten
Vinyl Welders, Corner Cleaners, Saws,
Bevelers, Edgers, Drills, & Tempering
Furnaces
Ph: 724/239-6000; Fx: 724/239-6011
USGM08@gmail.com
www.usglassmachinery.com

Casements / awnings / vents. Heavy commercial – extruded aluminum .125 wall
thickness w/ thermal brake. Clear anodized, dark bronze anodized, and mill
finish stock lengths (most 21’-0). Some
hardware, fasteners, and weather seals included. Also includes extrusions for heavy
duty screen frame.
Copy of initial test report available for review (air / water infiltration).
Double Miter Saw ( OMGA)
Hydraulic Corner Crimper (RAPID)
Double V-Notch Saw (WEGOMA) with
table extensions
Contact: David Hess 570/385-9600 or
doorworx@hotmail.com

Products for Sale
Curved China Cabinet Glass
Standard curves fit most cabinets - one
day service. Most sizes $87, $92, $97
and each piece is delivered. Call
512/237-3600, Peco Glass Bending, PO
Box 777, Smithville, TX 78957.

Listings start at $109
per column inch.
Don’t miss out!

New and Used Equipment
NEW 4 spindles flat edger $19,500 US
60” horizontal glass washer 6 brush
60” vertical glass washer 4 brush
Butyl extruder 15 pounds slug
NEW EDGERS. NEW BEVELERS.
50% OFF REGULAR PRICE
Contact: Steve Brown
Tel: 888/430-4481; Fax: 450/477-6937
E-mail: steve@s-b-m-s.com

Duraseal Line 4 Sale
2006 Besten 84 x 84 air float table w/grid
top and float/vacuum options. Billco 60"
Heat Press, used but good 2 castor swivel
tables, two reel stand Additional tilt
table/grid top air float
$13K for Package
Call Steve at 704/638-2299 Ext. 205 or
e-mail sreeder@cgpglass.com for info.

Subscribe to USGlass® for FREE: fax this to 630/482-3003
or subscribe online at www.glass.com/subcenter.php
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ADHESIVES/SEALANTS

Dow Corning Corporation
2200 West Salzburg Road
Midland, MI 48686
Phone: 989/496-6000
www.dowcorning.com/construction/
construction@dowcorning.com

Acid Etched Glass

Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC H7X 3K7 Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
sales@walkerglass.com
Bent/Curved

Vitro America
(formerly ACI Distribution)
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
Glazing Compounds

Omaha Wholesale Hardware
1201 Pacific Street
Omaha, NE 68108
Phone: 800/238-4566
Fax: 402/444-1659
ARCHITECTURAL GLASS

General Glass International
101 Venture Way
Secaucus, NJ 07094
Phone: 201/553-1850
Fax: 201/553-1851
www.generalglass.com
sales@generalglass.com
Oldcastle Glass®
Over 40 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

Vitro America
(formerly ACI Distribution)
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
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Block

Decalite Ltd.
The Portergate Ecclesall Road
Sheffield S11-8NX, UK
Phone: 01142-096096
Fax: 01142-096001
Flat

California Glass Bending
320 E. Harry Bridges Blvd.
Wilmington, CA 90744
Ph: 800/223-6594
Fax: 310/549-5398
www.calglassbending.com
glassinfo@calglassbending.com

Carolina Glassmasters
1 Andrew Pearson Drive
Mt. Airy, NC 27030
Phone: 888/786-1800
Fax: 336/786-1810

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

AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA 94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.com

The World Leader
in Custom Fabricated

BENT
GLASS
• SAFETY TEMPERED • INSULATING
• ANNEALED • SAFETY LAMINATED
• HEAT-STRENGTHENED
Radius or Irregular Bends
Sizes up to 96” x 130”
3/32” to 3/4” Thickness
Architectural, Fixture, &
Furniture Applications

Clear, Tinted, Low-E,
Reflective, Acid-Etch,
Low-Iron or Specialty
Polished Edges, Holes,
Notches, and Cutouts

Fire-Rated Glass

SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com
Technical Glass Products
600 6th Street South
Kirkland, WA 98033
Phone: 800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com
VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com

Vitro America
(formerly ACI Distribution)
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
Fire-Rated Glass,
Impact Resistant

(800) 543-8796 • fax: (800) 543-8798

www.e-bentglass.com
A GUARDIAN ‘SUN-GUARD’
CERTIFIED FABRICATOR
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General Glass International
101 Venture Eay
Secaucus, NJ 07094
Phone: 201/553-1830
Fax: 201/553-1851
www.generalglass.com
sales@generalglass.com

AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA 94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.com

SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com
Technical Glass Products
600 6th Street South
Kirkland, WA 98033
Phone: 800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com
VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com
Hurricane-Resistant

Coastal Glass Distributors
7421 East Spartan Blvd.
Charleston, SC 29418
Phone: 800/868-4527
Fax: 800/314-4436
www.coastalglassdist.com
thartley@coastalglassdist.com
Glasslam
1601 Blount Rd.
Pompano Beach, FL 33069
Phone: 954/975-3233
Fax: 954/975-3225
www.glasslam.com
SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com
Insulating

Arch Aluminum & Glass
10200 NW 67th St.
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-9293
www.archaluminum.net
info@archaluminum.net
www.usglassmag.com
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Laminated

X-Ray Protective

Arch Aluminum & Glass
10200 NW 67th St.
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-9293
www.archaluminum.net
info@archaluminum.net

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

Glasslam
1601 Blount Rd.
Pompano Beach, FL 33069
Phone: 954/975-3233
Fax: 954/975-3225
www.glasslam.com

Technical Glass Products
600 6th Street South
Kirkland, WA 98033
Phone: 800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com
ARCHITECTURAL
GLASS/LAMINATED

Vitro America
(formerly ACI Distribution)
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
Pattern Glass

Coastal Glass Distributors
7421 East Spartan Blvd.
Charleston, SC 29418
Phone: 800/868-4527
Fax: 800/314-4436
www.coastalglassdist.com
thartley@coastalglassdist.com

Oldcastle Glass®
Over 40 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com
Bent

Precision Glass Bending Corp.
P.O. Box 1970
3811 Hwy 10 West
Greenwood, AR 72936
Phone: 479/996-8065 or
800/543-8796
Fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com
Fire & Safety Rated Wire

Radiation Shielding

Amerope Enterprises Inc.
150 Commerce Rd.
Boynton Beach, FL 33426
Phone: 800/327-3320
Fax: 561/737-3721
www.amerope.com
claire@amerope.com
Fluke Biomedical
6045 Cochran Rd.
Cleveland, OH 44139
Ph: 440/248-9300
www.flukebiomedical.com/rms
rmsinfo@flukebiomedical.com
X-Ray Fluoroscopic

Amerope Enterprises Inc.
150 Commerce Rd.
Boynton Beach, FL 33426
Phone: 800/327-3320
Fax: 561/737-3721
www.amerope.com
claire@amerope.com
www.usglassmag.com

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

Oldcastle Glass®
Over 40 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com
All Team Glass & Mirror Ltd.
Phone: 800/363-4651 or
416/745-7182
Fax: 416/745-2692
www.allteamglass.com

AUTO GLASS &
RELATED PRODUCTS
EDI/Billing

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

IBS Software
1221 Harrison Street
Kansas City, MO 64106
Phone: 800/959-5500
Fax: 816/471-1939
www.ibssoftware.com
Sunroofs

Vitro America
(formerly ACI Distribution)
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
Bent

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

Vitro America
(formerly ACI Distribution)
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
Dies/Custom Metal

EFCO Corporation
1000 County Road
Monett, MO 65708
Phone: 800/221-4169
Fax: 417/235-7313
AUTO GLASS
ACCESSORIES
Window Film

CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

Night Watchman Co.
30551 Edison Dr.
Roseville, MI 48066
Phone: 586/778-2144
Fax: 586/498-2301
sales@nightwatchman.net
T-Tops

Night Watchman Co.
30551 Edison Dr.
Roseville, MI 48066
Phone: 586/778-2144
Fax: 586/498-2301
sales@nightwatchman.net
BATHROOM SPECIALTIES

Vitro America
(formerly ACI Distribution)
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
Shower Door Hardware

C.R. Laurence Co. Inc.
2503 E Vernon Ave.
Los Angeles, CA 90058
Phone: 800/421-6144
Fax: 800/262-3299
www.crlaurence.com
US Horizon Mfg., Inc.
28912 Ave. Paine
Valencia, CA 91355
Phone: 877/728-3874
Fax: 661/775-1676
www.ushorizon.com
COMPUTER SOFTWARE

Albat + Wirsam
North America
1540 Cornwall Rd., Suite 214
Oakville, ON L6J 7W5
Phone: 905/338-5650
Fax: 905/338-5671
www.albat-wirsam.com
moreinfo@albat-wirsam.com
continued on page 84
March 2008 | USGlass, Metal & Glazing

83

[usg | supplier’s guide]

PMC Software Inc.
Bartles Corner Business Park
8 Bartles Corner Rd., Suite 11
Flemington, NJ 08822
Phone: 908/806-7824
Fax: 908/806-3951
www.pmcsoftware.com
Auto Glass-Related

GlassMate
(NAGS® International)
9889 Willow Creek Rd.
San Diego, CA 92131
Phone: 800/551-4012
Fax: 619/653-5447
nags@mitchell.com
IBS Software
1221 Harrison Street,
Kansas City, MO 64106
Phone: 800/959-5500
Fax: 816/471-1939
www.ibssoftware.com

Painted

Decorative Glass Company
14647 Lull Street
Van Nuys, CA 91405-1209
Phone: 800/768-3109
Fax: 818/785-7429

Vitro America
(formerly ACI Distribution)
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

Sandblasted

Advanced Glass Design
30 Deer Run
Plantsville, CT 06479
Phone: 860/426-0401
Fax: 860/426-0401
advancedglass@cox.net

Etched Glass

Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC H7X 3K7
Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
sales@walkerglass.com

Coastal Glass Distributors
7421 East Spartan Blvd.
Charleston, SC 29418
Phone: 800/868-4527
Fax: 800/314-4436
www.coastalglassdist.com
thartley@coastalglassdist.com

Glass Flooring

UL Approved
Glass Flooring

Point of Sale

IBS Software
1221 Harrison Street
Kansas City, MO 64106
Phone: 800/959-5500
Fax: 816/471-1939
www.ibssoftware.com

Folding Glass
Walls/Doors

Solar Innovations, Inc.
234 East Rosebud Road
Myerstown, PA 17067
Phone: 800/618-0669
Fax: 717/933-1393
www.solarinnovations.com
skylight@solarinnovations.com
General Door Hardware

Akron Hardware
1100 Killian Road
Akron, OH 44312
Phone: 800/321-9602
Fax: 800/328-6070
C.R. Laurence Co. Inc.
2503 E Vernon Ave.
Los Angeles, CA 90058
Phone: 800/421-6144
Fax: 800/262-3299
www.crlaurance.com
Metal Clad Doors

Fire Rated

Technical Glass Products
600 6th Street South
Kirkland, WA 98033
Phone: 800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com

CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com
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U.S. Bullet Proofing, Inc.
4925 Lawrence Street
Hyattsville, MD 20781
Phone: 800/363-8328
Fax: 301/454-0199
www.usbulletproofing.com
info@usbulletproofing.com
Access Hardware Supply
14359 Catalina Street
San Leandro, CA 94577
Phone: 800/348-2263
Fax: 510/483-4500

Window Film

Oldcastle Glass®
Over 40 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com

DOORS
Bullet Resistant

Closers

Quest Software Inc.
1000 E. Sturgis St., Suite 8
St. Johns, MI 48879
Phone: 800/541-2593
Fax: 517/224-7067
www.questsoftware.com

DECORATIVE GLASS

VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com

Textured Glass

EDI

IBS Software
1221 Harrison Street
Kansas City, MO 64106
Phone: 800/959-5500
Fax: 816/471-1939
www.ibssoftware.com

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

Fire-Rated
Framing Systems

www.AAG-Glass.com
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AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA 94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.com

Doralco
11901 S. Austin Ave., Suite 301
Alsip, IL 60803
Phone: 708/388-9324
Fax: 708/388-9392
www.doralco.com
Sliding Doors

Doralco
11901 S. Austin Ave., Suite 301
Alsip, IL 60803
Phone: 708/388-9324
Fax: 708/388-9392
www.doralco.com

Supplier’s Guide listings start
at only $350 per year!
www.usglassmag.com
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DOORS, OTHER

Track Caps

Peterson International Ent.
Ltd.
504 S. Glenn Ave.
Wheeling, IL 60090
Phone: 847/541-3700
Fax: 847/541-3790
www.petersoninternational.com

Johnson Bros. Metal Forming
5518 McDermott Dr.
Berkeley, IL 60163
Phone: 708/449-7050
Fax: 708/449-0042

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020
DOOR COMPONENTS

Adams Rite Manufacturing Co.
260 Santa Fe Street
Pomona, CA 91767
Phone: 909/632-2300
Fax: 909/632-2370
www.adamsrite.com
JLM Wholesale, Inc.
3095 Mullins Court
Oxford, MI 48371
Phone: 800/522-2940
Fax: 800/782-1160
www.jlmwholesale.com
sales@jlmwholesale.com
DOOR HARDWARE AND
RELATED PRODUCTS

Boyle & Chase, Inc.
72 Sharp Street
Hingham, MA 02043
Phone: 800/325-2530
Fax: 800/205-3500
www.boyleandchase.com
sales@boyleandchase.com
JLM Wholesale
3095 Mullins Court
Oxford, MI 48371
Phone: 800/522-2940
Fax: 800/782-1160
www.jlmwholesale.com
sales@jlmwholesale.com

Vitro America
(formerly ACI Distribution)
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

www.usglassmag.com

GLASS FURNITURE
Table Tops

Carolina Glassmasters
1 Andrew Pearson Drive
Mt. Airy, NC 27030
Phone: 888/786-1800
Fax: 336/786-1810
GLASS HANDLING/
TRANSPORTATION

Rolltech Industries
11 Dansk Court
Toronto, ON M9W 5N6 Canada
Phone: 419/337-0631
Fax: 419/337-1471
KEAR Fabrication Inc.
11 Creditstone Rd., Unit 7
Concord, ON L4K 2P1
Canada
Phone: 905/760-0841
Fax: 905/760-0842
INFORMATION AND
ORGANIZATIONS
Associations

American Architectural
Manufacturers Association
(AAMA)
1827 Walden Office Square, Ste 550
Schaumburg, IL 60173
Phone: 847/303-5859
Fax: 847/303-5774
www.aamanet.org
INSULATING GLASS AND
RELATED PRODUCTS

Oldcastle Glass®
Over 40 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

INSULATING GLASS
MACHINERY/EQUIPMENT

Vitro America
(formerly ACI Distribution)
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

Production Lines
Edgetech I.G. Inc.
800 Cochran Ave.
Cambridge, OH 43725
Phone: 740/439-2338
Fax: 740/439-0127
www.edgetechig.com
MACHINERY/EQUIPMENT

Airspacers

Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
Phone: 360/653-6666 or
800/343-8360
Fax: 360/653-9884
Helima Helvetion Intl.
PO Box 1348
Duncan, SC 29334-1348
Phone: 800/346-6628
Fax: 864/439-6065
www.helima.de
kristi_madey@charter.net
Muntin Bars

Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
Phone: 360/653-6666 or
800/343-8360
Fax: 360/653-9884

Lapcraft Inc.
195 West Olentangy St.
Powell, OH 44065-8720
Phone: 800/432-4748
Fax: 614/764-1860
www.Lapcraft.com
CustService@Lapcraft.com
Cutting Machine

Bottero Flat Glass Inc.
330 Weaver Rd., Suite 600
Florence, KY 41042
Phone: 800/900-7559
Fax: 845/362-1856
MIRROR AND MIRROR
RELATED PRODUCTS

Palmer Mirro-Mastics
146 St. Matthews Avenue
PO Box 7155
Louisville, KY 40257-0155
Phone: 502/893-3668 or
800/431-6151
Fax: 502/895-9253
www.mirro-mastic.com

Spacers

Edgetech I.G. Inc.
800 Cochran Ave.
Cambridge, OH 43725
Phone: 740/439-2338
Fax: 740/439-0127
www.edgetechig.com
Units, Bent-Curved

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

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

continued on page 86
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SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS
Skylights

Vitro America
(formerly ACI Distribution)
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

O’Keeffe’s Inc.
325 Newhall Street
San Francisco, CA 94124
Phone: 415/822-4222
Fax: 415/822-5222
www.okeeffes.com
STOREFRONT/
ENTRANCES

Acid Etched Mirror

Oldcastle Glass®
Over 40 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com

Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC H7X 3K7
Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
sales@walkerglass.com

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

Decorative

Vitro America
(formerly ACI Distribution)
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
SUNROOMS AND
RELATED PRODUCTS
Bent Solarium Glass
introducing...

MirrorUnique

™

antique mirror glass

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

www.Jockimo.com
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Solar Innovations, Inc.
234 East Rosebud Road
Myerstown, PA 17067
Phone: 800/618-0669
Fax: 717/933-1393
www.solarinnovations.com
skylight@solarinnovations.com
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TOOLS AND SUPPLIES
Cleaning Towels

Decorative Film

Jacone Distributors
5717 Samstone Ct.
Cincinnati, OH 45242
Phone: 513/745-0244
Fax: 513/745-9581
marji@fuse.net

CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

WINDOW & DOOR
REPLACEMENT
HARDWARE

Security Film

Strybuc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
Phone: 800/352-0800
Fax: 610/534-3202
www.strybuc.com
WINDOW FILM

CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com
Architectural Film

CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com
Johnson Window Films
20655 Annalee Ave.
Carson, CA 90746
Phone: 310/631-6672
Fax: 310/631-6628
www.johnsonwindowfilms.com
Auto Film

Johnson Window Films
20655 Annalee Ave.
Carson, CA 90746
Phone: 310/631-6672
Fax: 310/631-6628
www.johnsonwindowfilms.com
Commercial Tint

CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com
Johnson Window Films
20655 Annalee Ave.
Carson, CA 90746
Phone: 310/631-6672
Fax: 310/631-6628
www.johnsonwindowfilms.com

CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com
Johnson Window Films
20655 Annalee Ave.
Carson, CA 90746
Phone: 310/631-6672
Fax: 310/631-6628
www.johnsonwindowfilms.com
WINDOW HARDWARE
Stiffeners

Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
Phone: 360/653-6666 or
800/343-8360
Fax: 360/653-9884
WINDOWS
Blast Resistant

United States
Bullet Proofing Inc.
4925 Lawrence Street
Hyattsville, MD 20781
Phone: 301/454-0155 or
800/363-8328
Fax: 301/454-0199
www.usbulletproofing.com
info@usbulletproofing.com
Fire-Rated

SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com
General Tools & Supplies

Pacific Laser Systems
449 Coloma Street
Sausalito, CA 94965
Phone: 800/601-4500
Fax: 415/289-5789 ■
www.usglassmag.com
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Company

Phone

Fax

Web Address

Access Hardware
800/348-2263 800/435-8233
www.accesshardware.com
AGC Flat Glass North America
800/251-0441 423/229-7110
www.na.agc-flatglass.com
Americas Glass Showcase™
530/642-0992 530/642-0993
www.americasglassassn.com
Arch Aluminum & Glass Co. Inc.
866/629-2724 586/725-4627
www.archaluminum.net
Ashton Industrial Ltd.
44 1279 624810 44 1279 621566
www.ashton-industrial.com
Boyle & Chase Inc.
800/325-2530 800/205-3500
www.boyleandchase.com
BRECOflex Co. LLC
888/463-1400 732/542-6725
www.brecoflex.com
Bromer Inc.
450/477-6682 450/477-9679
www.bromerinc.com
California Glass Bending
800/223-6594 310/549-5398
www.calglassbending.com
Cardinal LG Co.
952/935-1722 952/935-5538
www.cardinalcorp.com
Casso-Solar Glass Machinery Group Inc. 800/988-4455 845/362-1856
www.cassosolar.com
CPFilms Inc.
800/345-6088
314/674-1950
www.cpfilms.com
C.R. Laurence Co. Inc.
800/421-6144 800/587-7501
www.crlaurence.com
Dependable Glassworks
800/338-2414 800/866-0986
www.dependableglass.com
DORMA Architectural Hardware
800/523-8483
800/274-9724
www.dorma-usa.com
Edgetech IG Inc.
800/233-4383
740/439-0121
www.edgetech360.com
F. Barkow Inc.
414/332-7311
414/332-8217
www.barkow.com
Fenzi North America
416/674-3831
416/674-9323
www.fenzi-na.com
Glass Association of North America
785/271-0208
785/271-0166
www.glasswebsite.com
Glassrobots Oy
734/769-2534 734/769-2803
www.glassrobots.fi
Glasstech Inc.
419/661-9500
419/661-9616
wwwglasstech.com
Glaston-Bavelloni
39 031 728311 39 031 7286318
www.glaston.net
Glaston-Finland Oy
358 10 500 6103 358 10 500 6109
www.glaston.net
Glasswerks L.A. Inc.
888/789-7810 888/789-7820
www.glasswerks.com
GlasWeld Systems
800/321-2597 541/388-1157
www.glasweld.com
Groves Inc.
800/991-2120 815/385-8640
www.groves.com
Groves Structural Shims
978/534-5188 978/840-4130
www.groveproductsinc.com
Hegla Corp.
404/763-9700 404/763-0901
www.heglacorp.com
HP3 Software
724/933-9330 724/933-9377
www.hp3software.com
IMPACT
800/545-4921 202/393-1148
www.impact-net.org
Insulating Glass Manufacturers Alliance 613/233-1510 613/482-9436
www.igmaonline.org
Intermac AGM
704/357-3131 704/357-3130
www.intermacagm.com
JLM Wholesale
800/522-2940 248/628-6733
www.jlmwholesale.com
Kawneer
770/449-5555 770/734-1560
www.kawneer.com
Mayflower Sales Co. Inc.
800/221-2052 718/789-8346
www.mfsales.com
Messe Düsseldorf North America
312/781-5180 312/781-5188
www.mdna.com
Painters & Allied Trades
888/934-6474 301/654-2025
www.lmcionline.org
Pilkington North America
800/221-0444
419/247-3821
www.pilkington.com
Precision Glass Bending
800/543-8796 800/543-8798
www.e-bentglass.com
Pulp Studio
310/815-4999 310/815-4990
www.switchlite.com
Ritescreen Co.
800/949-4174 888/432-8036
www.ritescreen.com
SAFTI First Fire Rated Glazing Solutions™ 888/653-3333 415/822-5222
www.safti.com
Salem Distributors
800/234-1982 336/766-1119
www.salemdist.com
Soft Tech America Inc.
954/568-3198 954/563-6116
www.softtechnz.com
Southeastern Aluminum Products
904/781-8200 904/224-8068 www.southeasternaluminum.com
Southern Aluminum Finishing
800/241-7429 404/355-1560
www.saf.com
Strybuc Industries
800/352-0800 610/534-3201
www.strybuc.com
Taricco Corp.
562/437-5433 562/901-3932
www.taricco.com
Technical Glass Products
800/426-0279 800/451-9857
www.tgpamerica.com
Technoform
330/487-6600 423/929-0002
www.technoform.us
TRACO
800/837-7001
724/776-7014
www.traco.com
Tremco
800/321-7906 216/766-5543
www.tremcosealants.com
Unruh Fab Inc.
888/772-8400 316/772-5852
www.unruhfab.com
Vitro America
800/238-6057 501/884-5338
www.vitroamerica.com
W & W Glass
800/452-7925 845/425-6156
www.wwglass.com
YKK America
800/955-9551 678/838-6099
www.ykkap.com
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Career Day?
by Lyle R. Hill
paused for just a few seconds after
walking through the main entrance
vestibule doors as memories engulfed me. Good memories. Memories
of a time long ago when life, my life at
least, was much simpler.
The shiny tile floor, the smell of chalk
dust, the clanging locker doors and the
constant chatter of children making their
way to their classes. And then, just as I
became totally lost in the moment, the
big bell on the hallway wall rang loudly
and sent teachers and students alike to
their respective classrooms. Everything
was just as I had remembered it and
what a delightful scene it was!
Who could have possibly guessed that
one day I would be invited back to speak
at Irving Elementary … the school where
I had spent six happy years of my childhood? The school from which I almost
graduated. Well, let me correct that. I did
in fact graduate, but a bad case of the
mumps kept me from actually attending
the graduation ceremony that for a day or
two was of great concern to my mother.
Leaving nothing to chance, she actually
went to the school on the night of the ceremony to get my diploma. But because
the school had been informed that I was
not going to be there, they had not
brought it with them to the ceremony. My
poor mother did not sleep until the official document arrived in the mail a few
days later.
My mother and father hadn’t received
a great deal of formal education. My
mother didn’t graduate from high school
and my father never attended one. But
that didn’t keep them from placing a high
degree of importance on the formal educational process. In fact, my mother had
very much wanted me to be a teacher
and, as I was growing up, I wanted the

I
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same. When I enrolled for college, I
had listed my major as Elementary
Education. My plan was to one day return to good old Irving Elementary to
teach seventh grade social studies and
math while coaching the school baseball team to perennial district #89
championships.
To my pleasant surprise, the old
school really did look just the way I
remembered it. The gym with its
smoothly polished wooden floor, the
not-so-smooth yet brightly painted
interior cinder block walls, the
flimsy bulletin board cases outside each classroom, even the
old ceiling-mounted pendent light fixtures. The
classrooms still had oldfashioned chalk boards and panels of cork still ringed the rooms near
the ceiling with the usual assortment of
small lightweight cardboard sheets of
cursive style letters tacked to them.
Pull-down map coils topped some of
the blackboards and a big black round
clock still stood guard over the top of
the only door in or out of each classroom. In all these years, I thought, absolutely nothing has changed.
The one and only exception to all of
this was the lack of desks in the various
classrooms. In my day, we sat in neat,
orderly rows of desks. As I remember it,
there were usually about six rows across
and each row was about five desks
deep. Typically, there was about
three feet or so of spacing between each row. But the desks
were gone and now each classroom had tables kind of randomly
spread throughout the room and
each table had four students assigned to it. This arrangement

meant that some of the kids didn’t
face the front of the classroom. Instead, they more or less faced each
other, across these somewhat small
tables. So when a teacher was
speaking to the class, some of the
kids would have to turn in their
chairs to face the teacher and then
would have to spin back around to
write something down on whatever
paper they might be working on.
This seemed very awkward to me. I
would later be told that this has
now been the style in most
school districts for several
years, although I must confess, this makes little sense
to me. However, as someone who missed their
own eighth grade graduation ceremony,
who am I to question such things?
Irving Elementary has, to say the
least, a storied history. At least a half
dozen former or current NBA stars
played in its little postage stamp of a
gym. Black Panther leader Fred Hampton went to school here and lived just
across the street, less than 100 feet,
from the main entrance. Through the
years, the school has done its best to educate future politicians, business leaders, tradesmen, educators and even a
few gangsters. And I had loved this old
continued on page 68

L y l e H i l l is president of
MTH Industries of Chicago.
Mr. Hill’s opinions are solely
his own and not necessarily
those of this magazine.
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Making
the Map
IGMA Working Groups Start New Projects During 8thth Annual Conference
by Megan Headley
he Insulating Glass Manufacturers Alliance (IGMA)
held its 8th annual conference January 28-31 at the Sundial Beach Resort in Sanibel, Fla. Whether considering
a drastic turn for a document, introducing an old document
to a fresh set of eyes or growing ever closer to completion of
a long-term project, these matters had IGMA members looking toward future projects.
For the Visual Quality Working Group, it was a new twist to
an old document. The June meeting had seen a motion to revise the visual quality guidelines draft document to reflect
the differences between residential and commercial insulating glass (IG) units (see September 2007 USGlass, page 108).
A “what if ” document had been produced since the last
meeting to show what a separate commercial document
might look like.
Bob Spindler of Cardinal IG pointed out that window manufacturers present at the meeting manufacture IG units both
residential and high- to mid-rise buildings. Group chairperson Tracy Rogers of Edgetech IG, in fact, took a straw poll of
those in the room who manufactured 100 percent residential
products, 100 percent nonresidential and those who produced
a blend of both; hands were scarce on the first two options.
The idea, presumably, was that when manufacturers produced
a blend of both, the document should reflect the same.
“Having two documents gives a wrong impression of what
the glass manufacturer can and cannot produce,” Spindler
said. “From an architect’s standpoint, why would you have
two documents? Does that mean you can do something better for one application than another?”
Rogers suggested that the next step would be to look at
where the differences lie in the document between residential and commercial visual quality. Some were addressed
during the discussion. For example, installation was seen as
a much more important qualification to the commercial

T

product’s visual quality than residential products, since once
the commercial units are installed some obstructions at the
edge will no longer be visible.
“Back to the original question … what’s the direction that
we wish to take based on what we looked at here?” Rogers
said at the end of the run-through.
One document, with sections that reflect differences between visual quality for residential and commercial IG units,
appeared to be the consensus. The group agreed to send a
revised draft around for a second review.

IGMA members began to address new research and
courses, while coming closer to completion on industry
guidelines.

© 2008 USGlass magazine. 540-720-5584 All rights reserved.

Certification and Education
Direction was on the agenda for the Certification and Education Committee as well. Specifically, the committee looked
at educational opportunities that have been offered since its
last meeting in June and potential courses for the future.
It first analyzed its last educational seminar, a presentation on preventing IG failure made at GlassBuild America in
September.
“I would not say the last ‘Preventing IG Failures’ educational seminar was a resounding success,” said Margaret
Webb, IGMA executive director.“I’ve never seen comments so
all over the map …”
Since, as committee chair Rogers pointed out, “We got excellent reviews every other place we presented,” group members advised against presenting at the meeting later this year.
That led to the discussion of other options. Should the
courses be offered only online? Should a course be developed
for architects? A survey of manufacturers or members interested in continuing education was suggested.
Topic presentations were the next question; that is, the
group looked at further developing a seminar on IG quality
procedures.
“This thing has been stalled for basically two years,” Webb
said. At a previous meeting the preparation of this seminar
had been assigned to an outside group, who has since withdrawn. Webb added, “I personally think we need to do this.
The most common question we get is on quality procedures.”
“This has been talked about in China and other places and
all around the world now,” added IGMA technical consultant
Bill Lingnell.
According to Webb, one of the things that makes the development of this potential seminar so tricky is that it isn’t
just teach a skill, it’s teaching a way of thinking. “One of the
things you actually have to transfer is a different way of
thinking; a different commitment,” Webb said. “Give a larger
picture as to what would happen if you fill your spacer bar
with super saturated desiccant”—as opposed to simply saying “don’t do it.”
“The biggest problem is not how to run a desiccant test
but why to run a desiccant test,” said John Kent of the Insulating Glass Certification Council (IGCC).
Webb added, “In the long haul what it means is you’ll have
better performing IG units.”
Rogers and Webb agreed to work on putting together an
outline to distribute to everyone interested in a working
group for this seminar; Rogers is aiming to get an introduction to the seminar out by its next meeting.
“First one should be the why—why is it important to do
this?” Kent said.
“That’s objective number-one,” Webb agreed.
With education covered, the committee meeting turned
toward certification.
With regard to harmonization of IGMAC and IGMA certification procedures, Kent said, “We’re not quite there yet but
we’re a lot closer than we were three or four years ago.”

The next IGMA meeting will be held in June in Whistler,
British Columbia.

Kent also provided information about current participation levels and IG certification activities. In an interesting
note on participation, Kent noted that in August the first nonNorth American lab, in Beijing, was approved to participate.
Kent said this lab would be able to test product sent to them
from other countries.
In other certification news, Webb briefly noted that Keystone Certifications has terminated its relationship with
IGMA. “The only administrator for IGMA now is IGCC,”
Webb said.

Glazing Guidelines Working Group
The Glazing Guidelines Working Group continued its discussion about capillary tubes, but this time had a guideline in front of it. Per the June meeting, Lingnell and group
chair Ken Shelbourn of Truseal Technologies combined
their research on closing capillary tubes to include in a
guideline (see September 2007 USGlass, page 108). Shelbourn explained the verdict on sealing tubes after their research: “If you’re going to seal a tube in the field, you crimp
or snip it with wire cutters … but then put a little dab of
sealant on the end of that which will give you a 100-percent seal.”
Shelbourn had been charged with drafting the guidelines
on capillary tubes, but instead he brought to the table guidelines for use of capillary and breather tubes from the former
Sealed Insulating Glass Manufacturers Alliance (SIGMA).
Shelbourn had made additional comments throughout the
document, which the group addressed.
With the question of closing the tubes answered, the group
asked if a note should be added to its document cautioning
individuals not to use capillary tubes in gas-filled units.
Spindler noted that it does happen that people use tubes in
gas-filled units.
“The intent is that the claim cannot be made that the unit
has a specific performance,” Spindler said.

© 2008 USGlass magazine. 540-720-5584 All rights reserved.
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Keyed in to Global Trends

here are massive global trends that I think are
sometimes easy to ignore when you’re out in the
field,” said Michael Collins of Jordan, Knauff and
Co. at the open of his keynote address at the Insulating Glass
Manufacturers Alliance (IGMA) 8th annual conference. To
bring his audience up-to-date, Collins, a columnist for
USGlass magazine’s sister publication, DWM magazine, took
IGMA members through some of those global and industry
trends impacting the door and window industry and commercial construction market.
With regard to windows, Collins noted that vinyl window
suppliers are being pinched by rising fuel costs and energy
surcharges from glass suppliers that they
often aren’t able to pass onto customers
because of the competitiveness of
the marketplace. Despite these
difficulties and the slow residential construction market,
he has noticed that many
window manufacturers
are searching for acquisitions within the traditional door and window
industry, “and that’s
extremely positive.”
Several such companies have examined an
acquisition as a way to
gain excess plant capacity, a positive step,
Collins said, that indicates that these manufacturers are preparing to need
that space once the market
picks up.
While Collins said that consensus
shows that a bottom to the residential
construction decline is coming in mid- to late2008, the commercial construction market is expected to remain favorable in 2008. As Collins commented, “You’ll still
be happier on the commercial side in ’08 than on the residential side.”
Jordan, Knuaff & Co. anticipates continued strong interest
in acquiring commercial door and window companies. While
Collins said that increased consolidation in the commercial
area is likely, he expects that Pella’s acquisition of EFCO in
2007 (see October 2007 USGlass, page 17) will not be the
last instance of a residential door and window manufacturer
purchasing a commercial company.
Collins also touched briefly on building information management (BIM) systems, which he explained will be the “replacement to 3D CAD.” This software is able to store a
variety of information regarding every part and component
of a building, much like 3D CAD. However, where CAD libraries were private, companies are being formed to create

BIM libraries for a number of manufacturers, allowing architects to reference this information.
According to Collins, this is a trend that all commercial
building product manufacturers will be following—especially
because overseas companies will be jumping on it. As he explained, the BIM library provides overseas manufacturers an
instant audience of architects. “I’m encouraging companies
to get ahead of this,” he said.
And speaking of overseas competition, Collins also touched
on the topic of competition with China. During his research on
this topic, he said, “it became clear that different companies
were at risk and different companies were not at risk.”
Product areas with a high threat assessment
included architectural flat glass, curtainwall, extrusions, door and window production machinery and hardware,
due to their long, uniform production runs; high labor and
materials content; and high
ratio of value to weight and
volume.
One member of the audience asked if the lower
quality of Chinese products was swaying customers from buying
overseas.
“Companies that are
outsourcing there will tell
you that the quality’s
there,” Collins replied. “It
didn’t use to be, but now it’s
there.”
In order to compete effectively,
Collins advised his audience on
several points:
• Spend as much time as possible interacting with the end customer and their customers. “I’m always stunned about how little
[manufacturers] know about the people who use their
product,” Collins said. “You’ve got to be a miner of data
about your company.” That data can provide early indicators of market needs, he explained.
• Cater to those customers with “tough” requests. Customers with frequent changes and short lead times will
find it difficult to switch to an overseas supplier.
• Support innovation. Collins noted that patents from small
companies are twice as likely as large companies to be
among the top one percent of high-impact patents. While
large companies tend to focus on making existing products
better, or more affordable, it’s innovation that will help
keep companies ahead of Chinese competition.
• Embrace lean manufacturing. Shortening lead times and
becoming more cost-competitive will help give North American manufacturers an edge.

© 2008 USGlass magazine. 540-720-5584 All rights reserved.

“Any gas content will change if capillary or breather tubes
are used,” Lingnell added.
“We’re not a group that gives permission or not,” said Chris
Barry of Pilkington. “It physically can be done.” That the instruction should say not to use capillary tubes with gas-filled
units was the prevailing recommendation.
Once the capillary tubes are inserted, Greg Carney of the
Glass Association of North America (GANA) said that it’s not
unlikely that glaziers will try to take them out.
“I have seen situations where they are in the way and they
cut capillary tubes, altering them dramatically,” Carney said.
Section 6.0 on glazing thus gained a recommendation that
capillary tubes not be shortened or removed during glazing.
Rogers next brought up the joint IGMA-GANA working
group and its goal of developing guidelines for use of capillary tubes. Rogers said customers are asking for guidance.
“It was asked that the two associations create a standardized recommendation,” he said, adding, “To date we haven’t
come to terms as to how.”
Webb and Carney agreed to further discuss the joint work
and develop the “how.”

Gas Permeability Working Group
The gas permeability working group continued its discussion on its research project, which is growing ever closer to
completion.
“We have now the executive summary, it’s been circulated,
but you haven’t seen the completed document,” said chair
Bruce Virnelson of PRC DeSoto International. “That now will
be the final document for that test protocol.”
This will create a test for the industry if they want to qualify and create new materials, Virnelson explained.
“Again the purpose of this was to have all the testing done,
same place, same time, so it’s apples to apples, and I think
we’ve done this pretty well,” Virnelson said.
The group then turned to its request for proposal seeking
a lab to develop a test protocol for argon permeability
through IG units. To date, the group had received proposals
from two different test labs, while a third lab had expressed
interest and requested an extension.
Speakers from TNO and CAN-BEST were at the meeting
to offer presentations on how they would conduct the tests,
as well as the approximate costs of each step.
Following the big numbers, a member of the audience
asked whether there was someplace else from which some
of this test data could be pulled rather than seeking funding
for testing.
“This will be the first time it’s broken down into a small
component,” Virnelson responded. “We’re pioneers.”
He explained that if the test provides good data, “then other
people who want to qualify for gas fill would run this method.”
The group will aim to get additional proposals in for consideration before the next meeting, and to have time to “really digest these proposals” made in Florida. The group’s goal
is make a decision in time for its next meeting.

Thermal Stress Working Group
The Thermal Stress Working Group still had no responses
to its survey about thermal stress breakage case studies,
Webb reported.
“I think some people got a little conservative,” Carney said.
“If you start having problems, you don’t necessarily want to
report them to others.” However, the group noted that case
studies could be reported anonymously.
The group is still looking for data to proceed on its thermal
stress guidelines.
A “Recommendations to Reduce Instances of Thermal
Stress” technical bulletin is also being sent back to the group
for comments.

Tying Up Technical Ends
The Technical Services Committee first heard a report on
its 25-Year Field Correlation Study. Webb reported that the
last ballot on the document received a 60-percent response,
with most of the comments being editorial in nature. According to Webb, the only items missing from the study were
photos for the report and a final chart.
“I think we’re actually ready to vote on this,” she said.
Upon a vote, the committee moved the document through
to the technical policy committee.
During updates from the working groups, a motion
brought a new document to the Technical Services Committee’s realm of responsibility.
“We now have a draft document on guidelines for thermal
stress,” commented Haberer, chair of the Thermal Stress
Working Group.
A vote moved the document to the committee, where it will
now be balloted by that committee, bringing it a step closer
to completion.
The group also revisited a proposal submitted in June on
the use of the GasGlass device in the field.
“Basically, it was to validate the use of the handheld GasGlass unit in the field … as a viable way of checking gas levels in installed IG units,” Webb said.
A review task group examined the proposal in October;
however, since it came with a hefty price tag, it ultimately
was decided that the group would have to focus on one research project at a time, and the gas permeability project
mentioned the previous day would have funds thoroughly
tied up.
The next IGMA meeting will be held June 16-19, 2008, at the
Westin Resort and Spa in Whistler, British Columbia. ■

M e g a n H e a d l e y is the editor of
USGlass.
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The 4th Annual

BIG
Book
of Lists

or the fourth year, USGlass magazine presents its Big Book of Lists, a ranking of
the top industry companies. Below you’ll see an list of some of the top glazing
contractors ordered by annual sales. The information was provided to USGlass by the
companies listed and includes websites where you can find more information about
the company. These contractors also each submitted a short description of the work
they do.
On the following pages you’ll find rankings of glass companies, from largest to
smallest, in a variety of categories. Information was obtained through companies’
submissions and our editors’ independent field research.
This year we’ve included a list of the top woman-owned glazing contractors. Read
more about these noteworthy women in our sidebar, Breaking the Glass Ceiling.
To ensure your inclusion in next year’s Lists, e-mail mheadley@glass.com.
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Top Glazing Contractors
Based on 2007 sales revenue of commercial glazing business segment

Company
City, State

Web Address

President/CEO

No. of
No. of
Locations Employees

Years in
Business

Harmon Inc.
www.harmoninc.com
—
18
1,100
12
Eden Prairie, Minn.
Harmon Inc. services the entire life cycle of a building’s glazed exterior and provides a full range of glass services, from new construction, to
repair and replacement, to renovation.
Enclos Corp.
www.enclos.com
Gregg Sage
18
650
32
Eagan, Minn.
Enclos Corp., one of the largest specialty contractors in the United States, designs, engineers, fabricates and installs exterior facades and
curtainwall cladding systems.
Permasteelisa
Cladding Technologies Ltd.
Windsor, Conn.

www.permasteelisa.com Alberto De Gobbi

6

—

35

Through research and development of new design and construction systems and technologies and the use of innovative materials
Permasteelisa aims to guarantee and constantly improve the quality of its architectural claddings.
Walters & Wolf
www.waltersandwolf.com Randy Wolf
5
835
30
Fremont, Calif.
For 30 years, Walters & Wolf has designed, fabricated and installed custom curtainwall and exterior cladding systems. Regional production
facilities allow for single-source responsibility, commitment to quality and on-time delivery.
Trainor Glass
Alsip, Ill.

www.trainorglass.com

Thomas Trainor/
Robert Trainor

14

534

55

Trainor Glass is committed to quality fabrication and installation of glass products and aluminum framing systems for commercial and
industrial applications, with a focus on building exteriors and tenant interiors.
Michael, Jeffrey, Howard
and Scott Haber
2
195
30
(co-managing members)
W&W is one of the largest commercial architectural glass and metal subcontractors in the New York metropolitan area, specializing in
curtainwalls, storefronts, entrances, ornamental, metal, skylights and structural glass systems.
CBO Glass
www.cboglass.com
Paul Hogan
2
300
35
Alden, N.Y.
CBO’s management and staff are dedicated to completing high quality projects on time and within budget. Its goal is 100 percent customer
satisfaction through teamwork and strong performance.
Haley-Greer Inc.
Don Haley (CEO); Letitia
www.haleygreer.com
3
260
29
Dallas, Texas
Haley Barker (president)
Haley-Greer Inc. is a professional installer of high-performance window wall and curtainwall systems on major commercial projects. Its
experience includes multifaceted projects requiring innovative design and installation.
Heinaman Contract Glazing
www.heinaman.net
John Heinaman
2
130
20
Lake Forest, Calif.
Heinaman Contract Glazing furnishes and installs glass and aluminum wall systems for mid- to high-rise commercial projects in Southern
California and Nevada.
W&W Glass LLC
Nanuet, N.Y.

www.wwglass.com
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Top Glazing Contractors
Based on 2007 sales revenue of commercial glazing business segment

Company
City, State

Web Address

President/CEO

No. of
No. of
Locations Employees

Years in
Business

TSI/Exterior Wall Systems Inc.
—
Victor Cornellier
1
160
30
Landover, Md.
TSI/Exterior Wall Systems is a glass and glazing subcontractor specializing in high-end custom curtainwall, windows, entrances, panel walls
and canopy systems in projects in Washington, D.C., and Baltimore.
Karas and Karas
www.karasglass.com
Joseph Karas
1
118
84
Boston, Mass.
Karas & Karas, a leader in the contract glass industry, aims to see projects through from planning and contract drawings to fabrication, all the
way to professional installation.
ASI Ltd.
www.asilimited.com
Ken W. Smith
1
265
19
Indianapolis, Ind.
ASI Ltd. performs all engineering and manufacturing processes to provide a turnkey project. Its ability to develop job-specific unitized systems
set it apart.
Giroux Glass Inc.
www.girouxglass.com
Anne-Merelie Murrell
2
220
62
Los Angeles
Giroux Glass specializes in glass, glazing and architectural metals serving the Western United States in commercial, design-build projects and
high-end residential work.
MTH Industries
www.mthindustries.com Lyle R. Hill
1
124
121
Hillside, Ill.
MTH Industries is one of the country’s largest and oldest full-service architectural glass providers.
Juba Aluminum Products Co. Inc.
John Juba (president);
www.jubaproducts.com
2
149
14+
Concord, N.C.
Joni Juba (CEO)
Juba Aluminum Products specializes in building exteriors for low- to high-rise curtainwall projects. The company has created a niche for itself
working with pre-construction teams in the design-development phase.
Cartner Glass Systems Inc.
—
Lawrence A. Cartner
2
72
27
Charlotte, N.C.
From mid- to high-rise buildings, Cartner Glass Systems strives to provide owners with curtainwall and glass products that are not only
installed professionally but also environmentally friendly.
Glass Systems Inc.
www.glasssystems.biz
Luther Hudson
1
140
23
Lithonia, Ga.
Glass Systems Inc. has specialized in building envelopes, windows, window walls, curtainwall and entrances for more than two decades.
Architectural Wall Systems Co.
Mike Cunningham (CEO);
www.archwall.com
1
125
16
West Des Moines, Iowa
Tom Schlotfeldt (president)
Architectural Wall Systems Co. provides engineering, detailing, manufacturing, estimating and installation of exterior wall materials with
professional project management and union craftspeople. Its expertise includes rainscreen technology and unitized wall construction.
Sunset Glazing
www.sunsetglazing.com Don E. Witte
1
50-60
27
La Mesa, Calif.
Sunset Glazing has established a reputation of excelling in quality, reliability and service. The company has the capability to provide singlesource responsibility for the complete design and development of a project.
Tower Glass Inc.
www.towerglass.com
Evelyn Swaim (president)
1
125
19
Santee, Calif.
Tower Glass Inc., the largest glazing contractor in San Diego County, specializes in new construction. Its projects are noted for custom
applications, hard bid as well as negotiated projects
MasonryArts Inc.
www.masonryarts.com Roy Swindal
2
—
40+
Bessemer, Ala.
MasonryArts has been a leader in the curtain/window wall industry for more than ten years. The single-source cladding contractor erects
high-rise glass curtainwall, stone claddings systems, commercial and industrial masonry and precast.
Ridgeview Glass Inc.
www.ridgeviewglass.com Andy E. Canter Jr.
1
132
25
Marlboro, Md.
Ridgeview Glass Inc. is a family-owned business that specializes in curtainwall design and installation, with contracts ranging from $1-5
million.
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Top Glazing Contractors Continued
Company
City, State
Arcadia Products Inc.
Northbrook, Il.

Web Address

President/CEO

www.arcadiaproducts.com Robert L. Martin

No. of
No. of
Locations Employees
1

80

Years in
Business
27

Arcadia Products is a unique resource for building glass and cladding technologies. It serves developers, architects and general contractors
who demand performance, versatility and reliability in design, engineering, procurement, fabrication and installation.
Demetrios G. Stathopoulos
(CEO), Steve Stathopoulos
1
120
49
(president)
Ajay Glass provides exterior cladding solutions with the attitude “whatever it takes to get it done.” The company uses extensive resources to
engineer, fabricate and erect complex projects that meet design, cost and schedule goals.
Sierra Glass & Mirror Inc.
www.sierraglass.com
Robyn McGinnis
1
65
29
Las Vegas, Nev.
Sierra Glass & Mirror is committed to quality fabrication and installation of glass products and aluminum framing systems for commercial and
industrial applications. The company specializes in custom interiors and building exteriors.
Interlcad
www.eganco.com
Bill John
1
65
10
Plymouth, Minn.
Interclad is a regional cladding company specializing in engineering and fabrication of aluminum curtainwall, storefronts, glass and glazing,
composite metal panels and specialty metals for major commercial construction projects.
Champion Metal & Glass Inc.
www.championmetal
Ali Ghahremani
1
45
15
Dear Park, N.Y.
glass.com
Champion Metal & Glass is celebrating 15 years in the architectural and ornamental industry in the New York City metropolitan area. It
continues to build on its reputation for quality and service excellence with every project.
Daniel Simpson (co-owner,
Galaxy Glass & Aluminum Inc.
president), Mark Brown
www.galaxyglass.biz
2
85
16
Manchester, N.H.
(co-owner, vice president)
Galaxy Glass, a commercial glass and glazing contractor servicing the New England and Mid Atlantic area, is committed to teamwork and
quality.
R & R Window Contractors Inc.
www.rrwindow.com
Roger A. Fuller
1
80
30
Easthampton, Mass.
R & R Window Contractors Inc. sells, installs and services a broad range of commercial window, storefront and curtainwall systems, from
traditional styles to customer designs.
Metropolitan Glass Inc.
www.metroglass.com
Michael Smith
1
106
44
Denver, Colo.
Metropolitan Glass serves the construction industry with innovation and installation of aluminum and glass-related products. The company
provides a full array of products and services including preconstruction services.
Accuracy Glass & Mirror Co.
Kelly Marshall (president),
—
1
97
20
Las Vegas, Nev.
Michael Lamek (vice president)
Accuracy provides complete design and installation for a number of glass and related products, including custom handrails and claddings,
entrance doors, storefronts and curtainwalls, skylights, shower doors, metal wall panels and window film.
Hilboldt Curtwainwall Inc.
Dennis Hilboldt (president);
hilboldt.com
1
22
3
St. Louis, Mo.
Jane Hilboldt (CEO)
Hilboldt Curtainwall Inc. specializes in high-quality exterior wall systems. The company works to build, panelize and install custom enclosure
systems with an emphasis on prefabrication to the fullest extent possible.
Ajay Glass
Manchester, N.Y.

www.ajayglass.net
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Top Glazing Contractors Continued
Company
City, State

Web Address

American Glass and Metals Corp.
Plymouth, Mich.

—

President/CEO
James D. Vogelsberg

No. of
No. of
Locations Employees
1

Years in
Business

65

28

American Glass and Metals is a glazing contractor with more than two decades of experience in the Michigan area.
Carter Glass Co. Inc.
Terrence F. Carter (CEO),
www.carterglass.net
2
60-70
47
Kansas City, Mo.
John Carter (president)
Carter Glass is a family-owned business with the goal of service excellence. The company offers its services on all jobs, from the smallest
project to highly customized glazing systems.
Lynbrook Glass &
Architectural Metals Corp.
www.lynbrookglass.com Joseph Torsiello
1
80
77
Hauppauge, N.Y.
Lynbrook Glass & Architectural Metals Corp., a family-owned and -operated business, designs, manufactures, fabricates and installs standard
and custom aluminum windows, storefronts, glass curtainwalls, greenhouses and skylights.
Glass & Mirror America
www.americanglassand P. Hill, D. Lamantia, L. Ferrusi
3
86
42
Clarendon Hills, Ill.
mirror.com
(directors)
Glass & Mirror America is a full-service, multi-state glass and metal provider. The company specializes in high-end retrofit projects.
Vienna Glass Co.
www.viennaglass.com
Richard Glaze
2
60
53
Manassas, Va.
Vienna Glass is a full-service glass company in the Washington, D.C.-area. The company, which has one facility for retail and one for
commercial projects, prides itself on its diversification.
Modern Mirror and Glass Co. Inc.
modernglass.net
Paula Zeoli
1
80
63
Roseville, Mich.
Modern Mirror and Glass is a full-service glazing contractor, providing work on commercial, industrial, educational, large residential and glass
railing projects. The company maintains a focus on customer service and teamwork.
Sound Glass Sales Inc.
www.soundglass.com
Warren W. Willoughby
3
88
25
Tacoma, Wash.
Sound Glass Sales Inc. is Puget Sound homeowners’ and contractors’ source for glass, doors, shower and bath enclosures and glass railing
systems.
Hale Glass Inc.
Brian Hale Sr. (president),
www.haleglass.com
1
55
29
Placentia, Calif.
Gloria Hale (CFO)
Hale Glass aims to educate its people to make the right decisions, and empowers employees to do whatever necessary to ensure its mission
statement “American pride and quality” is more than just words.
United Glass and Panel Systems Inc.
www.ugps.com
Tom Nesbitt
1
50
12
Canton, Ohio
United Glass and Panel Systems has grown from five employees to more than 50, including 30 tradesmen with more than 300 years of
collective experience. Its designs, fabricates and installs systems for building exteriors.
Del Ray Glass Co.
www.delrayglass.com
Mitchel Papanicolas
1
60
55
Alexandria, Va.
Del Ray Glass Co. specializes in commercial storefront and interior glass systems, as well as residential custom all-glass shower enclosures
and mirrors. The company’s management all holds Purdue University engineering degrees.
EAP Glass Inc.
eapglass.net
Edward A. Perme
1
65
25+
Golden, Colo.
EAP Glass Inc. specializes in medium- to large-sized construction and remodel projects in both the commercial and service fields.
The Glass Shop
www.theglassshop.com Jeff Theis
1
63
30
Visalia, Calif.
The Glass Shop is a family-owned and -operated full-line shop, handling commercial, residential, auto and replacement windows. The
company is second generation-owned, with the third generation working in the business.
Linford Contract Glazing LLC
—
Earl J. Linford
1
57
8 months
Salt Lake City
Linford Contract Glazing LLC began business on May 1, 2007, when Earl Linford and Gary Dabb purchased the commercial division of Linford
Brothers Glass. The company now targets projects ranging from $1 to $5 million in size.
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Top Float Glass Producers
•
•
•
•
•
•
•

PPG Industries Inc.
Guardian Industries Corp.
Pilkington North America Inc.
AGC Flat Glass North America
Cardinal Glass Industries
Vitro America
Saint-Gobain

Architectural
Metal Producers

Top Tempered
Glass Producers

•
•
•
•
•

•
•
•
•
•
•

•
•
•
•
•
•
•
•

Top Fire-Rated
Glass Manufacturers
• SAFTI First
Fire-Rated Glazing Solutions
• VETROTECH Saint-Gobain

Kawneer, An Alcoa Co.
YKK/AP America
Vistawall (a part of Oldcastle Glass)
United States Aluminum
Tubelite Inc. (a part of Apogee
Enterprises Inc.)
Arch Aluminum & Glass Co. Inc.
EFCO, A Pella Co.
TRACO
Accura Systems Inc.
Laminators Inc.
VETROTECH Saint-Gobain
FabTech LLC
Quality Metalcrafts LLC

Top Mirror Producers
•
•
•
•
•
•

Arch Aluminum & Glass Co. Inc.
Guardian Industries Corp.
Vitro America
Virginia Glass Products
Gardner Glass Products
Walker Glass Co. Ltd.

Top Door and Window
Hardware Distributors
•
•
•
•
•

Mayflower Sales Co. Inc.
JLM Wholesale
Strybuc Industries
International Door Closers
Calibre Door Closers

Top Laminated
Glass Producers
•
•
•
•
•
•
•
•
•
•
•

Guardian Industries Corp.
Oldcastle Glass
Arch Aluminum & Glass Co. Inc.
Viracon
AGC Flat Glass North America
Vitro America
Hartung Glass Industries
J.E. Berkowitz L.P.
Dlubak Corp.
Northwestern Industries
Cristacurva

Top Low-E
Glass Producers

Top Fire-Rated
Distributors

•
•
•
•
•
•

• Technical Glass Products
• General Glass International
• Oldcastle Glass
• Hartung Glass Industries
• Prelco Inc.
• Coastal Glass Distributors

Cardinal Glass Industries
AGC Flat Glass North America
PPG Industries Inc.
Pilkington North America Inc.
Viracon
Guardian Industries Corp.

Oldcastle Glass
Arch Aluminum & Glass Co. Inc.
AGC Flat Glass North America
PPG Industries Inc.
Viracon
United Glass Corp.

Curtainwall and Storefront/
Entrance Producers
• Kawneer, An Alcoa Co.
• Vistawall (a part of Oldcastle Glass)
• YKK/AP America
• United States Aluminum
• EFCO, A Pella Co.
• Tubelite Inc. (a part of Apogee
Enterprises Inc.)
• Arch Aluminum & Glass Co. Inc.
• TRACO
• Wausau Window & Wall Systems
• Accura Systems Inc.
• Architectural Glazing Technologies
• PORTAL Inc./
National Store Fronts Co.
• Laminators Inc.
• FabTech LLC

Top Shower
Door Producers
•
•
•
•
•
•
•

Kohler Co.
Alumax Bath Enclosures
Basco Shower Enclosures
Southeastern Aluminum Products
Hartung Glass Industries
Coral Industries
Coastal Industries

Top MinorityOwned Companies
• Glass Designers Inc.
• U.S. Architectural
Glass & Metal/GMS
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Breaking
the Glass Ceiling
by Ellen Rogers

etitia Barker
has come a long
way since 1979.
That’s when she
joined Dallas-based
Haley-Greer as its
first employee. “My
Letitia Barker father [Don Haley]
started the company
with James Greer and I helped set up
the business,” says Barker (see the July
2003 USGlass magazine, page 56, to
read our exclusive interview with Don
Haley). “I remember buying our first
copier, which looked a whole lot different than the ones we have today.” Barker
didn’t stay there long, though, leaving
after about two years when her husband’s job took them to Florida. She returned to Dallas in 1995 to serve as
chief financial officer of Haley-Greer,
and became president in 2003.
It’s rare that a woman’s in charge of
one of the country’s largest contractglazing companies (see chart on the
following page). After all, the vast
majority of professionals working in
the construction industry are men.
But Barker is not alone; several
women presidents and/or chief executive officers (CEO) are leading contract-glazing companies across the
country toward growth, innovation
and success.

L

Breaking Ground
Contract glazing might not be
glamorous work and it’s certainly not
the career every little girl dreams of
having one day. But a growing number of women are finding successful
careers in the glass industry. Barker
says she has seen an increasing number of women working in the glass industry and says in many cases it’s
because the women have grown up in
the business.
“They were born into a construction
family. They’ve been around the business, they know it and they enjoy it,” says
Barker.“And today there are so many ed-

ucational programs in colleges and
schools that there are more possibilities
to get education in construction as well.”
Like Barker, Robyn
McGinnis, president
and CEO of Sierra
Glass & Mirror in
Las Vegas, also runs
the company her father started in 1979.
McGinnis took over Robyn
in 2005 and before McGinnis
that worked in hotel
management and advertising. She says
the glass business has been both interesting and challenging.
“My first year was very intimidating, and being a woman in an industry that I always perceived to be a
man’s domain made it even more so.
Other than a summer or two answering phones, neither my sister nor I
ever worked at Sierra, but my brother
did,” says McGinnis. “So, it was important for me to surround myself
with people I trusted—talented,
skilled and definitely open-minded
individuals. I rely so much on my
team to bounce ideas off of and to
help grow the company. I think it’s important to surround yourself with
those who know more than you do
and can offer a different perspective.”
Though Juba Aluminum Products Co.
Inc. in Concord, N.C.,
has been in operation
only since 1993, like
both Haley-Greer and
Sierra, it, too, is a famJoni Juba
ily business—and it
also has a women
CEO. Joni Juba, CEO of the company,
says her family has been in the glass
business for more than 30 years. Her
husband, John, who serves as the company’s president, got started in the industry in 1970 working for PPG.
“Since that time, both John and I, and
our family, have been actively involved
in the industry,” says Joni Juba.

Best Foot Forward
These women say they enjoy the
glass business with the opportunities
and challenges it brings.
“It’s certainly rewarding,” says Juba.
“There is a great satisfaction in saying, ‘we built that.’” And as far as her
challenges? “This industry isn’t particularly known for its work-life balances,” she says. “It is a fast-changing
industry and has the reputation of
being very demanding.”
Barker says she like that fact that
there’s a lot of “action” to this industry.
“I like that it’s so results-oriented and
you can see the work from start to finish,” she says.“Because of the fact that it
is a man’s industry traditionally, it challenges me more to make it an adventure
since I’m working in a field in which
someone might not think that I could
be successful. So it’s never been a detriment to me. My father once said, ‘If
you’ll just learn the business you’ll be
amazed how successful you’ll be.
Women have an automatic entrance in
the front door because the men are
going to be polite, but after you show
them you know what you’re talking
about you’ll really be successful.’”
McGinnis says as a woman in the contract-glazing field she does find she has
to work a bit harder than others might to
prove she is capable of doing the work.
“I believe there’s a level of respect for
anyone, male or female, in top positions, but the challenge has been getting customers, clients, contractors,
architects, etc. to have faith in my ability to deliver a major construction project in the same way a man would, on
schedule and within budget,” says
McGinnis. “I think that automatically
they take a second look because they
are so used to seeing a male owner and
when a woman walks in, they’re surprised. Once you’ve worked with them
and they’ve come to know you’re as capable to deliver as anyone, the fact that
you’re a woman is not such a big deal.”
Those second looks must be paying
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Breaking the Glass Ceiling
continued
off, because these female-lead contract
glaziers are winning major projects. In
Dallas, Barker is excited about the work
her company is doing on the new Dallas Cowboys stadium, which is expected to be ready for the 2009 football
season. She says they are currently installing the curtainwall skin.
“The stadium will have one of the
largest inverted-slope glazed curtainwalls in the world, and the end-zone
doors are going to be the largest operable glass doors ever produced,”
says Barker.
In Las Vegas, Sierra Glass is working
on the Lou Ruvo Brain Institute—
famed architect Frank Gehry’s first Las
Vegas project.
“The architecture is such that it
twists and turns within itself in a way
that some believe to resemble a human
brain,” says McGinnis. She says while
the intricacy has created some challenges, her team is extremely excited
about adding the completed project to
the company’s portfolio.

Career Highlights
Completing a monumental project is
only one important career aspect.
Achieving a certain goal, for example,
can also be a milestone.
For Barker, her career highlight came
when she was put to the test. “About ten
years ago we had to get a contractor’s license to do work in the state of Mississippi, and there were two tests, including
a glazing test and business administration test, that someone from our company had to take and pass,” says Barker.
“The tests needed to be taken by people
who we knew would be with the company for a while, so I decided to attempt
and take it.” Barker says she studied diligently for the test, which she took along
with a gentleman from Haley-Greer.“Afterwards he said to me, ‘That was really
unfair that you had to take that test; it was
so difficult.’ Well, I passed that test with
flying colors. That was when I knew that
this business was not just for a man and
that I, too, could be successful.”
For McGinnis, taking over the com-

Top Woman-Owned Glazing Contractors
• Haley-Greer . . . . . . . . . . . . . . . . . . . . . . Letitia Haley Barker (President)
• Giroux Glass . . . . . . . . . . . . . . . . . . . . . . Anne-Merelie Murrell (President/CEO)
• Juba Aluminum Products Co. Inc. . . . . . Joni Juba (CEO)
• Tower Glass Inc. . . . . . . . . . . . . . . . . . . . Evelyn Swaim (President)
• Sierra Glass & Mirror . . . . . . . . . . . . . . . Robyn McGinnis (President/CEO)
• Hilboldt Curtainwall Inc. . . . . . . . . . . . . Jane Hilboldt (CEO)
• Modern Mirror and Glass Co. Inc. . . . . Paula Zeoli (President/CEO)

pany her father started has been most
significant.
“It’s more than just a business. My father started this company 30 years ago,
and devoted his life to ensuring its success. I truly had no idea the challenges
he faced, but I knew I was going to devote all I had to ensure the ongoing success of the company he spent his life
building,” she says.“I always idolized my
dad, but I have such a newfound respect
for the man he was. He made success
look easy. Stepping into his shoes as the
president of Sierra Glass so long after
his passing was a great reminder of
what I had lost and how much I missed
him. When I’m faced with a daunting
challenge I always wonder what he
would do. I’m convinced his success was
based on very basic principles: integrity,
honesty, a great team and a deep devotion to his customers, suppliers and employees. I follow those same principles.”
Juba says she most enjoys the people
and relationships that come with the job.
“It continues to be gratifying to have
the opportunity to be involved in the
early planning and pre-design stages of
a project,” she adds.

Growth Potential
Looking to the future, seeing more
women in the contract glazing business
is not all that unlikely.
“The glass and glazing business is no
longer considered a traditional role for
men,” says Juba.“We now employ and effectively operate with a vast number of
women who hold what used to be considered non-traditional roles, such as
project estimator or project manager.”
McGinnis says she expects to see an
increase, too. “By their very nature,
women are fixers, they are born man-

agers (women have been managing
homes since the beginning of time) and
this work is all about management skills,
creativity, follow-through and communication,” McGinnis says. “Women can
bring something different to a table full
of men. I’m not saying women are better
than men, just different, and often times
we see situations completely differently,
so we react to them differently. Different
perspectives are important in any business, and I hope that more women do get
involved, because I believe more women
in it will only benefit our industry.”
And just what advice would Barker,
McGinnis and Juba give to those ladies
out there thinking of joining the industry? Thicken up your skin.
“It’s a creative field, but it’s not for the
weak,” says Barker. “You’ve got to be
willing to diver right in.”
McGinnis agrees. “It’s a tough, confrontational business and if you’re looking for something without stress, this isn’t
it. It’s challenging, but rewarding, work.”
Though it may be tough work,
McGinnis still thinks it’s exciting. “This
is a fantastic business. Glass is so beautiful and it’s often the most outstanding,
exquisite product on a building,” she
says.“[The completed project] is a work
of art and as a glazing contractor our
contribution is one of the most important and most difficult. Whether you’re
in the field or in the office, when you see
[all of your hard work] in its finished
state it all becomes worth it and you’re
anxious to get to work on the next one.”
Juba agrees, the contract glazing industry is a great one in which to work.
So much that it’s “easier getting on than
getting out.” But on a serious note she
adds, “There’s never been a better time
to get into this industry.” ■
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Save the
Date

Join the
Midwest in
this once-a-year
event dedicated
to the need of the
Midwest region in
your industry!

Returning
to Chicago
(Schaumburg), Illinois
December 8-10, 2008

Renaissance Schaumburg
Hotel and Convention Center
Call 540/720-5584 for more information
Co-sponsored by the Illinois Glazing Association, the Michigan, Minnesota, Ohio, Indiana and Wisconsin Glass Associations, the
Association of Glazing Contractors, Detroit Glass Dealers Association and U SGlass, A GRR, W INDOW F ILM , D WM and S HELTER magazines.
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FinancialFlash

Asahi 2007 Financial Results Show
Rise in Company, Glass Segment Income
sahi Glass Co. Ltd. in Japan has
released its consolidated financial results for 2007. The Group
posted net sales of $15.9 billion USD
(1,681.2 billion yen) for the fiscal year
ended December 31, 2007, up 3.7 percent
from the previous year’s $15.3 billion
USD. Its operating income of $1.9 billion
USD was up 44.5 percent, while ordinary
income of $1.8 billion USD rose 39.7
percent. Asahi’s operating income margin increased 3.3 percentage point, to
11.7 percent, exceeding the company’s
10-percent target.
Net income increased $232.4 million
USD to $657.5 million USD. The company noted that its net income was impacted by extraordinary losses that
included, among other things, provisions
for the European Union price fixing related expenses both in the flat glass and
automotive glass sectors in Europe (see
December 2007 USGlass, page 36).
The company reported that flat glass
sales increased compared with the preceding year. Shipments rose in fastgrowing markets such as Russia, and
demand remained high in Western Europe, although a decline in housing
starts affected shipments in Japan and
North America. Net sales at the com-

A

pany’s glass operations for 2007 were
$8.2 billion USD, an increase of 6.2 percent from the preceding year. The segment’s operating income was up 37
percent to $601.7 million USD.
With regard to its 2008 outlook, income before income taxes is projected
to increase over fiscal 2007. However,
the company says it is preparing for the
global economy to slow as a result of
uncertain factors including prices of
raw materials and fuels such as oil, as
well as the effect of the subprime loan
problems. In Japan, the trend of economic expansion may weaken, influenced by a strong yen and slow
consumer spending in addition to economic trends overseas. The Chinese
economy is forecast to remain strong,
driven by an increase in capital expenditure, exports and investment ahead
of the 2008 Beijing Olympic Games. In
the United States, consumer spending
and employment are predicted to slow,
despite ongoing monetary easing. The
company does expect higher demand
for flat glass for construction in fastgrowing markets such as Russia, and
higher demand for high value-added
products, including raw glass for automotive use and for industrial use. How-

Glass Segment Performance
(million USD)

Net Sales
Operating Income

FY2007
8,181.5
601.8

FY2006
7,702.5
439.3

Consolidated Financial Results for 2007
(million USD)

Net sales
Operating income
Ordinary income
Net income

FY2007
15,881.6
1,865.0
1,775.1
232.4

FY 2006
15,306.6
1,290.8
1,271.1
425.2

ever, there are concerns over the high
prices of energy and the future direction of flat glass products.
Related to its concern over rising energy prices, the Group aims to increase
production capacity for glass for solar
cells and supply high value-added
products worldwide by establishing development, production and sales systems covering Europe, North America,
Japan and the rest of Asia.

❙❙➤ www.agc.co.jp

Glaston Sees
Improvement at Year End
Finland-based Glaston Corp.’s consolidated net sales grew by 23 percent
to $408.1 million USD (EUR 269.8 million) during 2007. In the final quarter
of the year, net sales reached $134.3
million USD. Operating profit, excluding non-recurring items, was $25.1 million USD—or 6.2 percent of net
sales—compared to $16.5 million USD
last year. In the final quarter of the year,
the operating profit was $10.7 million
USD, versus $8.3 million USD during
the same period in 2006.
Fourth quarter net sales for the company’s pre-processing segment, which
includes glass pre-processing machines
sold under the Bavelloni brand, were
$43.1 million USD, accounting for
$300,000 USD of that quarter’s operating profit. For 2007, sales reached
$142.4 million USD. According to information from the company, the segment’s operating profit improved
during the financial year, although the
level “was still unsatisfactory.”
The heat treatment segment’s net sales
were $79.9 million USD, with an operating profit of $11.7 million USD. The heat
treatment segment includes tempering,
bending and laminating machines sold

© 2008 USGlass magazine. 540-720-5584 All rights reserved.

Glaston Group Segment-Specific Data
(million USD)

Net Sales
2007
2006
Pre-processing
142.4
134.8
Heat Treatment
245.5
198.6
Software Solutions
22.2
Parent company and eliminations
-1.9
-2.3
Total
408.3
331.3
*excluding non-recurring items

under the Tamglass and Uniglass
brands, maintenance and service operations, as well as the glass processing operations of Tamglass Glass Processing.
According to information from the
company, the segment’s results were burdened by the Tamglass Glass Processing
results, which “fell short of set targets.”
However, demand for safety glass machines grew in the Middle East, Eastern
Europe, China and South America.
The software solution segment’s net
sales were $11.9 million USD, and its
operating profit was $1.5 million USD.
The company says that the slow North
American market did not affect software sales because a number of large
glass manufacturers are investing in
new software solutions.
According to Glaston’s financial report, environmental questions such as
the energy efficiency of buildings and
the high added value of glass products
associated with it represent a significant development trend that supports
growth. The solar energy market is expected to open new opportunities for
the company. In addition, tightening official regulations are expected to lead to
increased sales of safety glass.
Glaston representatives feels that the
outlook for 2008 is positive, with the exception of North America. Glaston expects that it will increase its net sales

Operating Profit*
2007
2006
2.1
0.5
29.7
20.4
3.9
-10.6
-4.5
25.1
16.5

and operating profit compared to 2007.
Quarterly net sales and profit are expected to develop as in 2007, with the
first quarter being the weakest and the
fourth quarter being the strongest.

❙❙➤ www.glaston.net

Saint-Gobain Net Income
is Hit by Flat Glass Fines

the Group’s strongest performance,
both in terms of sales (up 10.4 percent
on a reported basis) and operating income (up 49.4 percent), reflecting
strong demand across both the construction and automotive markets.
Non-operating costs came in at $1,490
million USD, versus $555 million USD in
2006, and included the $1,050 million
USD provision in respect of the two proceedings conducted by the European
Commission into the flat glass sector.
For 2008 and beyond, the Group intends to press ahead with the strategic
focuses unveiled in July 2007, including
stepping up expansion efforts through
growth investments in emerging countries; pursuing acquisition-led growth;
and intensifying research and development initiatives and innovation, particularly in terms of energy and the
environment.
With regard to its 2008 performance,
the Group expects to contend with a
more difficult and uncertain macroeconomic climate than in 2007, with a
possible recession for the United States
economy and growth in housing starts
across Europe losing momentum due to
stricter lending criteria. As a result, for
2008 it is targeting modest growth in
operating income at constant exchange
rates and recurring net income and a
solid financial structure and continuing high levels of free cash flow. ■

The Saint-Gobain Group has reported
a 4.4 increase in sales for 2007, to $65,782
million USD (EUR 43,421 million), while
its operating income rose 10.6 percent to
$6,220 million USD. Net income was 9.2
percent lower year-on-year at $2,251 million USD, hit by the provision for the flat
glass fines for price fixing (see December
2007 USGlass, page 36).
The Group reported that all five of its
sectors contributed to this performance, particularly in activities linked to
the construction markets in Europe
(including flat glass), which enjoyed
strong demand bolstered by new regulations promoting energy efficiency in buildings. According to Flat Glass Business
the company, this momentum off- Segment Information
set a downturn in U.S. construction (in million USD)
activities. While sales in North
2006
America, which make up 13 percent Sales
7,698
of Group sales, declined 7.1 percent, Operating Income
726
the rest of the world delivered sus- Business Income
689
tained sales growth.
Cash Flow
801
The flat glass sector turned in Capital Expenditure
679

© 2008 USGlass magazine. 540-720-5584 All rights reserved.

2007
8,498
1,085
-74
1,026
792
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Codes Regulations

Two Most Recent Ballots Lead to
No Changes for ANSI Z97.1 Language
he two latest ballots on the
scope, purpose and limitations
of the American National Standards Institute (ANSI) standard Z97.1,
Safety Glazing Materials Used in Buildings - Safety Performance Specifications and Methods of Test, led to no
changes to the standard.
The ANSI Accredited Standards
Committee (ASC) met in Dallas in October to review the balloted changes.

T

The committee heard a ballot to retain the word “safety” in the scope of the
glazing standard. The ballot was made
in the interest of broadening the scope
of the glazing standard without worry
of repeating the Consumer Products
Safety Commission’s (CPSC) standard
16 CFR 1201, Safety Standard for Architectural Glazing Materials. Some comments about the revisions noted that
the scope of the standard should not be

AAMA Releases
Side-Hinged Door Document

T

he American Architectural Manufacturers Association (AAMA) has released AAMA 925-07, a specification for testing side-hinged door leaves.
According to Ken Brenden, AAMA technical standards manager, the revamped six-page document, first published in 2003 and titled Specification for
Determining the Vertical Loading Resistance of Side-Hinged Door Leaves, includes several updates.
The purpose of this specification is to establish a standard method of evaluating a side-hinged door leaf for its ability to resist a vertical load along the
lock stile in a typical doorframe application. Through the life of a side-hinged
door system, there may be several causes of an extraordinary vertical load to
be applied to the door leaf. Some typical examples include a child hanging
from the handle of the door or a load such as a wreath or hangars being supported by the door leaf. This specification determines the effects of such loads
when applied to a side-hinged door system, per Brenden.
“In addition to various editorial changes, the most significant edits were the
requirement of a maximum force-to-latch load in the test report and the 15pound pass-fail criteria was replaced with a new procedure for conducting
force-to-latch tests. The force-to-latch testing protocol was modified to coincide with that identified by the newest edition of the North American Fenestration Standard/Specification for Windows, Doors, and Unit Skylights
(AAMA/WDMA/CSA 101/I.S.2/A440-08),” according to Brenden.
Revisions were also made to section 3.5, which describes an apparatus
called “force gage,” and section 1.2 was added to explain that the primary
units of measure in the document are metric and values given in parentheses
are for reference only.
❙❙➤ www.aamanet.org

used to limit the type of testing performed, making it essentially the same
as what is allowed by 16 CFR 1201.
Some committee members were interested in including wired glass in the
standard, and felt that by removing the
focus on “safety” in the scope they could
include directives on using that product.
However, other committee members
suggested that a broader standard could
be developed in addition to Z97.1, but
that the current glazing standard
needed to retain its focus on safety glazing. Ultimately the committee voted to
retain the word “safety” in the scope.
A ballot to approve additional new
language in the standard failed as it
lacked the necessary two-thirds support.

GANA’s Laminating
Division Reviews
ASTM C 1172
The Glass Association of North America (GANA) Laminating Division has
formed a task group to review ASTM International C 1172-03 Standard Specification for Laminated Architectural Glass.
The task group will contribute to the
mandatory ASTM review process in
which all standards are required to be
reapproved or updated every five years.
“The task group will review how well
this standard has weathered the past
five years in such a quickly evolving industry,” says Urmilla Sowell, assistant
technical director for GANA. “Some of
the finest industry experts are on the
task group, and I feel we will be able to
make some excellent suggestions for updates to the standard.”
Task group suggestions will be forwarded to ASTM Committee C 14 on
Glass and Glass Products and Subcommittee C 14.08 on Flat Glass for potential
revisions to the C 1172 standard. ■
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Energy Environment

Pilkington Pays Air Pollution Fine
from Glass Melting Furnace
ilkington North America will
pay a $60,000 civil penalty for violating the air pollution permit
at its Rossford, Ohio, facility. In the settlement, the company also agreed to analyze its emissions and raw materials to
prevent future violations, according to
information from the Ohio Environmental Protection Agency (EPA).
The company’s glass manufacturing
facility has an air pollution control permit for a float glass melting furnace.
The permit limits particulate, sulfur
dioxide and nitrogen oxide emissions
and includes limits on production rates
to keep emissions within limits. The
permit also has hourly limits on partic-

P

ulate emissions and sulfuric acid mist.
Toledo’s Division of Environmental
Services cited the company in December 2005 for exceeding its production
limit. According to the Ohio EPA, Pilkington acknowledged the violation and
reported several similar violations. The
company outlined a plan to address the
problems and conducted several stack
tests to determine the cause of the excess emissions.
Pilkington concluded the type of
dolomite rock used as the raw material
in the glass-making process was the
primary cause of the high particulate
emissions. The company has since secured a different supply of dolomite.

The settlement requires Pilkington to
conduct emissions testing during each
production run of different types of
glass and obtain a corresponding sample of the dolomite used in each run for
the next 12 months and to conduct annual stack tests thereafter. The company also must test the dolomite
biweekly and track which type of the
raw material enables the company to
stay at or below permitted emission
limits.
As required by the agreement, the
company also has requested a modification to its permit-to-install that includes a sampling and analysis plan for
testing stacks and the raw material.

Window Film Industry Pledges
Support to Clinton Climate Initiative

N

umerous companies are pledging their support to the Clinton
Foundation’s Climate Initiative
(CCI) to reduce carbon dioxide emissions by making energy savings technologies affordable and accessible to
cities around the world. Among those
companies are St. Paul, Minn.-based
3M and Bekaert Specialty Films LLC in
San Diego.
Former President Clinton launched
the CCI in August 2006. In its first
phase, CCI is working with the C40
Large Cities Climate Leadership Group
to accelerate efforts to reduce greenhouse gas emissions.
Under its agreement with CCI, 3M
will sell five of its window films to 40
of the world’s largest cities at greater
volumes and reduced costs. A repre-

sentative from 3M notes that there
has been some increased interest at
some of its locations since the CCI
announcement.
Installation of Solar Gard® window
film, a Bekaert product, is included
under the Energy Efficiency Building
Retrofit Program, which was designed
to help public entities lower their energy consumption. Kathryn Giblin, director of global marketing for Bekaert,
says the company will offer preferential
pricing to the C40 cities.
Luc Goemaere, Bekaert head of
strategic accounts, says the pricing options will be offered through the products’ distributor and dealer networks.
“We will honor the structure we have
today and work with the partners we
have today to make this happen.” ■

At the Council of Mayors’ meeting
President Clinton greets CCI vendors. From left: Luc Goemaere,
Bekaert; Christophe Fremont, Solar
Gard; Deryl Kratzer, Tremco Roofing
and Building Maintenance; former
President William Jefferson Clinton;
Nathan Rothman, Optimum Energy;
and
Joel
Johnson,
BASF
Polyurethane Foam Enterprises.
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NewsMakers

Adams Rite Announces
Key Personnel Changes

SCHOTT Appoints
New President and
Chief Executive Officer

Adams Rite in Pomona, Calif., has
made some key personnel changes.
Christiane Corbin has been appointed customer satisfaction manager.
Her responsibilities at Adams Rite will
include tracking orders, handling customer concerns and facilitating the supply chain management for customers.
Corbin joins the company after having
worked with Magellan GPS, where she
managed human resources for 19 years.
In addition, LuAnne Maracle, who
has 30 years of experience at Adams
Rite, has assumed the newly created key
account management position in support of the ASSA ABLOY OEM Solutions group. Maracle will assist in OEM
sales efforts and will help with the company’s key distributor customers.

SCHOTT Corp. in
Elmsford, N.Y., has appointed Dr. Gerald J.
Fine as president and
chief executive officer.
In his new position,
Fine will work to coorDr. Gerald J. dinate and develop
Fine
SCHOTT’s North American business activities.
Fine joined the company as vice
president of business development
in June 2007 after a diverse career
that began with Corning. Most recently, Fine has held a teaching position at Boston University in the
department of engineering and was
sitting on the boards of numerous
private companies.

new hires

promotions

UGC Makes Personnel Changes
United Glass Corp. (UGC) in Louisville, Ky., has made several organizational
changes.
David E. Bartley has assumed the duties of chief operating officer of UGC in
addition to his existing position as chief financial officer (CFO). In his new role,
Bartley will focus on the integration of UGC’s subsidiaries into a more uniform
and centralized group of glass fabrication operating units. He also will have responsibility for coordinating the efforts of sales, finance, manufacturing and purchasing for all UGC operating units.
Bartley joined the company at its inception in July 1999 and became CFO in
2001. Prior to joining UGC, he was executive vice president and CFO of TFC Inc.,
which provided him more than 20 years of financial and operational experience.
Kenneth L. Lancaster has been promoted to president of PDC Glass and Metal
Services Inc. in Cheswick, Pa., a wholly-owned subsidiary of UGC. In his expanded
role, Lancaster will be responsible for all facets of the business as well as of its
two wholly-owned subsidiaries, PDC Glass of Michigan Inc. and
PDC Architectural Aluminum Inc. Lancaster has more than 16
years of experience in the glass industry.
Rick Gugliuzza has been appointed plant manager of PDC Glass
and Metal Services Inc. Gugliuzza is responsible for
all operational functions of this glass fabrication facility. He has more than 30 years of experience in
the glass industry.
Rick
Dan Nichols has been appointed operations man- Gugliuzza
ager of PDC Glass of Michigan Inc. In his new role,
Nichols will be responsible for all aspects of the operation. He has
Dan Nichols more than 10 years of experience in the glass industry, primarily
in leadership and management positions.

Fine holds a bachelor’s degree from
Amherst College and a doctorate from
the California Institute of Technology.
He holds nine U.S. patents and is the
author of numerous articles in both
technical and trade journals.

Therma-Tru® Names
David Randich President
Therma-Tru® Doors in
Maumee, Ohio, announced that David M.
Randich has been
named president of the
company succeeding Carl
B. Hedlund, former presiDavid M.
dent and chief executive
Randich
officer (CEO), who retired
at the end of last year.
Randich comes from Armstrong
World Industries Inc., a manufacturer of floors, ceilings and cabinets,
where he spent 24 years in a variety
of leadership roles. Prior to that,
Randich served as CEO of that company’s European Ceilings Business in
London; general manager of manufacturing of Armstrong Building
Products, where he was responsible
for several plants worldwide; and
plant manager in Shanghai, China,
and Columbus, Ohio. Randich holds
a bachelor’s degree in industrial
management from Purdue University
and a master’s in business administration from Mercer University in
Macon, Ga.

Calibre Brings on New
Sales Manager and Reps
Calibre Door Closer Inc. in Orange,
Calif., has hired Rick Walker as its new
sales manager. Walker joins the company with more than nine years of sales
experience in the storefront and
builders’ hardware industries.
Arvin Collins of Alliance Sales and
Marketing will serve as Calibre’s
newest manufacturer’s representative
for sales to glass and glazing contractors in the Southern California and
Las Vegas markets.
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associations

AAMA Reps Appointed to ICC Committees
Representing the American Architectural Manufacturers Association
(AAMA), Julie Ruth, P.E., and Chuck Anderson, P.E., were appointed to the International Code Council (ICC) Change
Committees during the Council’s 2007
annual conference in Reno, Nev. As
committee members, Anderson and
Ruth are responsible for reviewing and
rendering decisions on each proposal
for alterations to the International
Codes.
Ruth was appointed to a committee
position with the International Residential Code (IRC) Building and Energy
Code Change Committee. With many
years of service, she is a past chair of
the ICC Industry Advisory Council, a previous member of the ICC Referenced
Standard Committee, and has served
on many other ICC code change and ad
hoc committees. As sole proprietor of
JRuth Code Consulting, she represents
AAMA in the ongoing development of
these codes, monitors the status of
code adoption by all the states, prepares articles and guides on the code

requirements for glazing and glazed assemblies and provides training on the
International Codes.
Anderson was appointed to the International Energy Conservation Code (IECC)
Change Committee. He
previously served as a
member of the ICC’s
IECC Code Development Committee and
on the board of direcChuck
Anderson, P.E. tors for the Northeast
Window and Door Association (NWDA) and the National
Fenestration Rating Council (NFRC).
“The IECC committee, which has 15
voting members, addresses energy-related proposals for the non-residential
and residential markets. The IRC Building and Energy committee, consisting of
12 members, addresses energy and
structural concerns for the residential
market. The committees’ decisions are
the first stage in the process of making
changes to the International Codes,
which are usually upheld at the ICC

Final Action Hearing,” says Anderson.
In September 2007, Anderson joined
the AAMA staff as codes and industry
affairs manager. In this role, he acts as
technical liaison between the AAMA
membership and affiliated industry organizations including state, local and
international code groups. As AAMA’s
codes and industry affairs manager,
Anderson fills the position vacated by
Ken Brenden, who assumes the role of
technical standards manager and now
oversees the development and distribution of all AAMA technical documents and standards.
In addition, the association has created a new Wall Interface Materials
Council, which will serve AAMA’s architectural and residential product groups.
As a result, Leonard Dorin of Fortifiber
Building Systems Group and Ron Gzell
of Schnee-Morehead Inc. were named
interim vice presidents of the Council.
AAMA sealants and adhesives committee members and their various sub-task
groups now will report to the Wall Interface Materials Council.

Biesse and Intermac
Bring on New Sales
and Marketing Staff

pointed to the position of North
American marketing manager. Liger
has served Biesse’s Wood Division in
the role of marketing manager since
early 2006. In her new position, she
will be responsible for the company’s
glass and stone division, as well as its
new exchange division. A native of
Como, Italy, she has a background in
international business, having worked
in public relations and marketing in
the United States, Italy and France.
The company also appointed
Alessandra Torri to the position of
North American market and sales analyst/database administrator and
Carey Brayer as North American glass
product manager. Brayer has 20 years
experience in management, business
development and sales, with particular
expertise in the glass industry.

C. B. Leflar is New
Sales Manager at NASG

Biesse America in
Charlotte, N.C., has
added industry veteran
David Lillard to its
sales team. As a key account project manager,
Lillard will lead sales
David Lillard and customer relations
efforts throughout the
Southeast and South Central United
States. He will also serve as a product area manager for Biesse’s Selco
line for the same territories, as well
as some states within the Midwest
region. Lillard has more than 20
years experience in the woodworking
industry.
Jacqueline Liger has been ap-

North American Specialty Glass (NASG) in
Trumbauersville, Pa., has
selected C. B. Leflar as
sales manager for the
company. His responsibilC. B. Leflar ities include sales for
NASG’s armored, architectural and specialty glass product lines.
Prior to joining NASG, Leflar served as
technical sales consultant for Naugatuck
Glass. From 2002 until 2006, he was president and owner of Hardcase, a provider
of chemically-strengthened glass for
high-tech market applications. When
Naugatuck purchased Hardcase in 2006,
Leflar remained with the company as a
consultant. He also is a GE-certified Six
Sigma Green Belt.
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Pino to Manage Northeast
for RiteScreen Co.
The RiteScreen Co. in
Elizabethville, Pa., has
appointed Jerry Pino
as the sales manager
for the Northeast territory. According to the
company, Pino has exJerry Pino
tensive experience in
sales management and
has worked in the door and window
industry for more than 20 years. He
will be supported by RiteScreen
plants located in Pennsylvania and
Tennessee.

KMT Hires U.S. Marketing
Manager, Regional Sales
Manager in Mexico
KMT Waterjet Systems
Inc. in Baxter Springs,
Kan., has appointed
Robert Pedrazas marketing manager for the
Americas. He will develop brand marketing
Robert
and strategies to build
Pedrazas
the company’s business.
The company also selected Antonio Diaz as
regional sales manager
in Mexico. Diaz will be
responsible for KMT
sales in Mexico and
Central America. He
was formerly regional
sales manager for ELE Antonio Diaz
Internacional Inc. in the

company’s Mexico and Central American regions.

neering. He received his master’s degree in business administration from
Cleveland State University.

Wheaton & Sprague Adds to
Building Envelope Division Coastal Industries
Wheaton & Sprague Engineering Hires Carreiro as
(WSE) in Cuyahoga Falls, Ohio, has Regional Sales Manager
added Tom Balent, EI, to its Building
Envelope Division as senior engineer.
Balent rejoins his former employer,
having since worked with YKK,
TRACO and Oldcastle Glass. He will
provide structural engineering, design and technical support for monumental and standard curtainwall
clients, panel clients and stone and
specialty clients.
Balent graduated from Youngstown
State University with a bachelor’s degree in civil engineering and a structural concentration. He will work
toward his professional engineer license while employed at WSE.
WSE also has promoted Neil Unger, P.E.,
as project engineer II for
the commercial skylight
market segment under
the firm’s Building Envelope Division. Unger will
provide project manage- Neil Unger
ment, project engineering, system design and product
engineering applications work for commercial and residential skylight, slope
wall and conservatory clients.
Unger has an architectural engineering degree from Penn State University
with an emphasis in structural engi-

associations

PGC International Appoints New Board
Protective Glazing Council International (PGC) held its board of director
elections at its Annual Symposium in November. Michael Burriss of Cytec Industries Inc., Raj Goyal of Graham Architectural Products, Carl Kernander of
Madico Inc. and Jim Stewart of Tremco Inc. were added to the board. They replaced outgoing directors Valerie Block of DuPont and Julie Schimmelpenningh of Solutia Inc. and filled two board vacancies.
Ron McCann of Viracon was elected as president of PGC International,
while former president Scott Haddock of Glasslock Inc. was elected vice president of the organization. Darrell Smith of the International Window Film Association was re-elected treasurer, and Goyal was elected secretary.

Coastal Industries in
Jacksonville, Fla., has
hired Chris Carreiro as
regional sales manager
for the Southern Texas,
Arkansas, Louisiana and
Mississippi markets. He
Chris
brings to the company
Carreiro
more than 11 years of
experience in the glass
industry, including former positions at
Craftsman Fabricated Glass in Houston
and AFGD.
He attended the University of Massachusetts, Dartmouth, where he studied
architecture and mechanical drafting.

Lisec Adds Chris Brooks
to U.S. Sales Team
Lisec America Inc. in Eagan, Minn.,
has added Chris Brooks to its sales
team. He will be responsible for directing the company’s sales activities in the
Southeastern United States.
Brooks comes to Lisec with 19 years
of experience in the glass industry. He
previously worked with PPG and AFG
in various sales, technical and management roles.

ROFIN/Baasel Lasertech
Hires Sales Manager for
Glass Technology
ROFIN/Baasel Lasertech in Starnberg,
Germany, has given worldwide sales responsibility to Patrick Losch, the new
sales manager for the
laser manufacturer for
glass technology.
In 1989, Losch started
his career at Natsushita
in the field of industrial
automation. He has held
many different positions, Patrick
both in product manage- Losch
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ment and sales for control engineering,
image processing and laser systems.

Rogers to Represent
Sommer & Maca
in the Midwest
Chris Rogers has
been hired as the new
territory manager for
Sommer & Maca’s central division, covering
Iowa and Nebraska. He
will be based in Des
Chris Rogers Moines, Iowa.
Rogers has 25 years
experience in the tile,
stone and glass industries. He previously owned Flooring and Specialties
Inc. in Des Moines.

Glass Doctor
Announces New
Corporate Team Members
Glass Doctor in Waco,
Texas, has announced the
addition of three new
corporate team members.
Frank Levesque is the
company’s new technical
trainer and franchise
Frank
systems manager. Based
Levesque
in Austin, Levesque will
focus on delivering flat
glass training for commercial and residential glass installation and repair. This
is Levesque’s second stint with Glass
Doctor; he served as a franchise systems
manager from 1999 to 2001.
Jay Vahle has joined
the company as a franchise systems manager
based in Minneapolis.
Vahle returns to the glass
services business after
three years as a real esJay Vahle
tate manager. Prior to
that, he was safety manager for Harmon AutoGlass for three
years and a Harmon store manager for
14 years.
Andy Mathis is a new franchise development director focusing on the

Northeast United States. A graduate of
Baylor University, he has more than 25
years of experience in the financial
services industry.

Lincoln Architectural
Glass Selects National
Sales Manager
Steve Schiamara is
the new national sales
manager of glass products for Lincoln Architectural Glass in Tampa, Fla.
Schiamara will lead the
expansion of architecSteve
tural glass sales, develop
Schiamara a distributor and agent
network and conduct national product rollout. Schiamara formerly was a national sales manager for
Compac Stone and a national distribution manager for Okite Corp.

Reliant Glass and Door
Systems Announces
Personnel Changes
Reliant Glass and
Door Systems LLC in
Sheboygan, Wis., has
hired Jim Winistorfer
as its new president and
chief executive officer.
Winistorfer previously
Jim
was affiliated with JohnWinistorfer son Controls, Cooper
Power and Milwaukee
Electronics Companies.
In addition, the company has hired
Brent Henschel as the new vice president of business development. He will
be responsible for sales and account
management, overall business development and marketing management.
Prior to joining Reliant, he was the vice
president of sales and marketing at Walters Buildings. Henschel holds a bachelor’s degree in marketing and a master’s
degree in business administration both
from the University of Wisconsin.
Renee Sellin is the new manager of
purchasing. She will be responsible for
establishing supplier relationships, in-

ventory management and implementation of improvement initiatives.
Prior to joining the company, Sellin
was the inventory control manager at
Phoenix Products.
Debra Forsterling was hired as contract administrator. Forsterling is responsible for reviewing requirements of
customer contracts for materials, products and services and for invoicing.

Alcan Names New
Representative for Mexico
Alcan Composites USA in Mooresville,
N.C., has named Luis
Alejandro Ramirez its
Alcubond® sales representative for the Latin
American region, with a
special emphasis on
sales growth in Mexico.
Luis Alejandro
Ramirez has worked
Ramirez
in sales and business development in the construction building products industry in
Mexico for more than ten years. He holds
a bachelor’s degree in architecture from
the Universidad Nacional Autonoma de
Mexico and a master’s degree in business administration from Instituto Tecnologico y de Estudios Superiores de
Monterrey, Mexico City.
briefly ...
Shannon Forthuber
has joined the insides
sales department of
Morse Industries in
Kent, Wash. Forthuber
has an extensive background in customer
Shannon
service, most recently
Forthuber
as a manager in the
hospitality industry …
Research Frontiers Inc. in Woodbury,
N.Y., the developer and licensor of
SPD-Smart™ light-control technology,
has appointed two new members to
its expanded board of directors, effective immediately: M. Philip Guthrie
and Richard J. Hermon-Taylor. ■
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Reviews&Previews
IMPACT Holds First Annual Labor/
Management Conference

M

ore than 525 contractors and
ironworkers participated in
the inaugural Ironworker
Management Progressive Action Cooperative Trust (IMPACT) annual
labor/management conference, which
took place in Las Vegas January 2829, 2008. IMPACT is a labor management partnership of local unions and
their signatory contractors who work
together to address mutual problems
and to create solutions to those problems. Some of the issues the group focuses on includes training, safety and
creating a drug-free workforce.
“Ironworkers work a great deal with
glass,” says Eric Waterman, IMPACT
chief executive officer. “We unload,
prepare, install, caulk and seal various
types of glass systems in the buildings
and structures that we erect.”

Joseph Hunt, Ironworker general president, opened the conference with a
discussion on how labor and management can join forces to provide skilled
workers and successful contractors to
meet construction demands.

the group’s efforts, which could
strengthen its ability to capture market
share. In addition, he said the greatest
benefit through IMPACT is that contractors are getting a trained, safe and drugfree ironworker workforce.
In addition, Collette Nelson, executive vice president of the American
Subcontractors Association, gave a
presentation on understanding
prompt pay and learning how to avoid
claims and litigation.
Plans for next year’s conference are
currently in the works. Exact dates
have not yet been set, but organizers
say the event will take place in early
February of 2009 in Las Vegas.
❙❙➤ www.impact-net.org

Glass Fab
Registration Opens

Joseph Hunt, Ironworker general
The Glass Association of North Amerpresident, and William Brown, presi- ica (GANA) has announced that regisdent and chief executive officer of Ben tration for the Glass Fabrication and
Hur Construction Co., opened the con- Glazing Educational Conference is now
ference. Brown began by praising both open. Attendees may register at
management and labor representa- www.glasswebsite.com for this industrytives for coming together to discuss recognized event, which is set to take
ways they can overcome common place April 21-23, 2008, at the Monte
challenges together. Hunt also talked Carlo Resort and Casino in Las Vegas.
about how labor and management
GlassFab features educational
can join forces to provide skilled work- seminars on insulating, laminated
ers and successful contractors who and tempered glass, as well as concan meet the construction demands tract glazing/project management
and estimating.
in the United States and Canada.
GANA notes that the Monte Carlo
The second speaker was Vic Cornellier, president of TSI/Exterior Wall Sys- Resort and Casino had a roof fire in
tems, a contract glazing firm in January that damaged part of the
Hyattsville, Md. Cornellier spoke about building’s façade. However, the asso“the impact of IMPACT,” providing a con- ciation has been in contact with hotel
Vic Cornellier, president of
tractor’s perspective on how the group management and reports that the
TSI/Exterior Wall Systems, provided
is meeting the needs of labor and man- building will open and operating well
a contractor’s perspective on the
agement. He said contractors and local before the conference.
organization.
unions should work together to support ❙❙➤ www.glasswebsite.com ■
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