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TGP, a leader that’s provided unequaled product quality and service
excellence for decades. We offer an impressive array of fire-rated glass
and framing systems. Our products carry fire ratings up to 3 hours,
maintain complete UL approvals, and are accepted by all state and
local authorities having jurisdiction. Trust us, TGP is all you need.
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We’ve worked directly with the manufacturer to offer
“Certified Preowned Trucks By International®” along with our BRAND NEW
21’ Open Body Steel Rack. It’s a low mileage, model 4300 - non CDL truck with
automatic transmission and a diesel DT 466 engine. You can run these trucks
with confidence since they’ve all been through Internationals acclaimed 83 point
inspection. With one of these Certified Preowned
Trucks and our NEW Glass Rack we’re able to
save you nearly $29,000 off the cost of
the same system on a new truck.
And that’s a pretty good counter
to those pesky price increases
at the fuel pumps for a long,
long time.

100 Industrial Drive • Sedgwick, KS 67135 • Also located in Aragon,G A • fax 316.772.5852 • UnruhFab.com
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Five Days, Nine Halls, 1,000+ Exhibitors Extended
A Hurricane By Many Other Names Extended
The State of Glass Production in the United States Extended
15th Year Celebration Extended

WeBlogs
Read weekly updates via www.USGNN.com.
Monday - Let's Be Clear
Megan Headley
Editor,
USGlass Magazine

Departments Online
• Company News
Read about even more glass company accomplishments.

Tuesday - USGlass & Paul
Paul Bieber
Online editor,
www.usgnn.com

Go to www.usglassmag.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:
Glass industry professionals are speculating as to whether a glass
shortage is in our future. How would you prepare for a glass
shortage?
❏
I’ll stock up on my most popular stock
❏
I’ll communicate more often with
my supplier
❏
I’ll request longer lead times from my customers
❏
I don’t believe we’re facing a glass shortage

Wednesday The Entrepreneur’s Corner
Pete Chojnacki
President, FabTech LLC

Thursday - From the Fabricator
Max Perilstein
Vice president of
marketing, Arch
Aluminum & Glass

Friday Off the Press, On My Mind

August’s Survey Results
With the International Code Council being added to the
list of organizations examining the labeling of fire-rated
glazing, what do you think should be done with this
label?

80% Responded
Revised by both

You answered:
Remain the same
0%
Revised by code officials
10%
Revised by glass manufacturers
10%
Revised by a team of both of the above
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Visit our online discussion boards at
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to ask questions and share
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Project: Las Olas Beach Club & Condominiums in Ft. Lauderdale, FL
Product: SAFTIfire Hurricane System: 90 and 120 minutes
Architect: The Sieger Suarez Architectural Partnership
Glazier: RC Aluminum

Safety has a
clear advantage
This lobby is protected by the SAFTIfire Hurricane System, the first complete fire and
hurricane rated glazed assembly passing the stringent Miami Dade standards. This
advanced system is ideal for hurricane prone regions where wind borne debris,
water penetration and fire rating is a concern or necessity.
To view the most comprehensive line of fire rated glazing
and framing products in the industry, please visit

www.safti.com 888.653.3333
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How to Fix the NFRC

Debra A. Levy

Extension 111 • deb@glass.com

Megan Headley

Extension 114 • mheadley@glass.com

Shannon Fletcher

Extension 130 • sfletcher@glass.com
Contributing Charles Cumpston
Editors Extension 153 • ccumpston@glass.com

Tara Taffera, vice president
Extension 113 • ttaffera@glass.com

Penny Stacey

ur report on the most recent meeting of the National Fenestration Rating
Council (NFRC) begins on page 33. The decision-making process continues to be the source of major frustration for most in the know in the glass
industry. In fact, some leading members of the glass industry are considering boycotting the next meeting. And Greg Carney of the Glass Association of North America (GANA) and Marg Webb of the Insulating Glass Manufacturers Alliance (IGMA)
have already withheld their votes in protest at a previous meeting.
Those in the contract glazing industry who got involved early have long since
seen their input ignored. Contract glaziers are among our industry’s busiest segment and most are happy to provide their input when they feel it will be considered as part of the democratic process. But they will not be part of a charade that
does not have an open and fair process. And anyone who thinks that there is
democracy going on in the NFRC’s process has either drunk the kool-aid or been
fed a great line—or maybe dinner—by NFRC officials.
Yet, there is a way to fix this. There is a way to make sure the process is open and
democratic and that all parties involved from every industry segment or any
“stakeholder group” (as NFRC calls them) feels the same way. There is a way to
ensure that participants have no quarrel with the process and no market segment
feels cheated. Here’s how: NFRC should develop its programs in accordance with
the ASTM or ANSI methods for consensus standards development.
These methods provide a sound, proven method for developing documents. The
procedures have been properly vetted for fairness and balance. Since NFRC professes a commitment to openness, the adoption of such procedures should only be
welcome by the group’s board of directors. And the development of all procedures,
policies, approaches, certifications or other items would no longer be suspect.
If an effort such as this is not made, the commercial glass industry buy-in will
never occur. At a recent GANA meeting one participant was so upset by the NFRC’s
antics that he said he plans to add a separate line on all his estimates and invoices
called “NFRC compliance fees.” “I want the architects—and everyone else who
sees this estimates—to know right away how much this is costing them,” he said.
NFRC’s use of a proven consensus-building process might also help advance the
acceptance of its work without such measures.
Thanks to everyone who called, wrote or e-mailed about this topic. Such a fix
just might work.
I also received a good number of calls, letters and e-mails about my last column—an overwhelming number, in fact. Thanks for affirming that the industry
wants and needs a magazine that covers the architectural glass industry exclusively
I and our staff greatly appreciated all your kind comments and feedback.
•
•
•
January may be the first month in the calendar, but September really starts a whole
new season. Children return to school in a higher grade, TV shows start their new
season and football returns. September also starts a new trade show season as our
industy prepares for the biggest one of all: glasstec in Düsseldorf. USGlass will be
there, in Hall 13, Stand C73. Come and visit us if you are there as well. If not, don’t
fret, because we will bring all the news back to you.

O
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any glass application imaginable. It’s not just distinctive quality that makes Vitro
America different; it’s the significance we place on supporting customers every step of
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theFarnadyFiles

Working Without a Net
A Comment on Standards in the Skylight Industry
by Dez Farnady
he recent articles in this magazine
with regard to the matter of skylight safety, and in particular the
fall-through prevention issue (see May
2008 USGlass page 44, and August 2008
USGlass, page 20), requires a comment. I
feel obligated to add a few items to the
ones touched on in the article since I live
with some of those issues every day.
First let me address a few related items.
I believe that all roofs higher than eight
feet above the ground should be equipped
with fall prevention safety nets around the
perimeter of the entire building. I have not
seen data documenting the number of
people that fall off roofs in a given year.
My guess is that there are probably a good
many roofers, construction people, wiseguy teenagers and an occasional drunk
who fall or jump without a chute. Certainly, roofers should not be allowed to
work without a net.
High-, mid- and even low-rise scaffolding should require safety nets surrounding the entire structure where a fall
might be anticipated. Ladder manufacturers with ladders taller than three feet
should be required to provide all ladders
with attached perimeter safety nets so
anyone falling off would land in the mesh.
And now that we are done with the
ridiculous, let’s get serious. I don’t know
to what extent the fall protection concerns
are driven by frivolous lawsuits. But there
is no doubt that in order to fall through a
skylight someone usually has to get on the
roof first. If they have no business there,
what happened to contributory negligence? If they do have a reason to be there,
they should be qualified and competent
enough to avoid falling off the roof or
falling through a skylight. Of course, accidents do happen, but we can’t prevent car
wrecks either.

T
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STRONGER THAN EVER

against skylights is making manufacturBefore I get too bitter about the entire ers conservative and cautious so skylights
matter, let me say that more and more are stronger, better and safer than ever.
skylights are being glazed with safety
glass. While we don’t advise it, we fre- OLD TECHNOLOGY
quently have to climb onto the glass durThe existing technology that is now
ing installation.We protect our customers creating multi-layer polycarbonate and
and ourselves by sizing the glass correctly, acrylic combinations can stop a bullet
keeping opening sizes so the combination from a high-powered rifle. It should be
of the tempered and laminated sandwich able to come up with a strong plastic,
is strong enough to prevent accidents. On maybe a laminated product that is ecolarger openings the glass and laminate are nomical, formable, UV stable and “fall-remodified to accommodate the added sistant.” That is where the demand should
strength requirements. As a matter of be because more and more acrylic skycompany policy, on skylights for ground lights are being pushed out of the market
level light wells or adjacent to walking sur- by new materials and the performance
faces on roof decks, the laminated glass is glass products that are too expensive for a
heat-strengthened or tempered with a warehouse. So if the acrylic manufactur0.06 vinyl that even satisfies UL 972 ers want to stay in the skylight business,
forced-entry specs.
they need to address those warehouse
There are hundreds of thousands of rel- four-by-eights.
atively inexpensive acrylic skylights in the
Bur if you really want to face the issue,
4- by 4-foot and 4- by 8-foot category on think about the thousands of domes that
thousands of warehouses and commer- are already out there and have been out
cial buildings all over the country. The there for decades. They are the real probcheap acrylic dome skylight has been the lem. How do we go back and find all the
primary source of daylighting in these old skylights that are cracking, discolortypes of buildings for decades. Regret- ing and slowly disintegrating? Sorry to say
tably, age and ultraviolet (UV) rays even- that I have no easy answers for you betually break down the acrylic, making it cause first you have to find them all. Then
weak and brittle. However, falling through the solution is in the hands of the
them still requires contributory negli- landlords, building owners and developgence because they are not hidden traps ers who have to face replacements
but large, bulky and obvious obstructions. costs. ■
I find it very difficult to believe that
the skylight causes the fall.
Forget the threat allegedly posed
D e z F a r n a d y serves as
by the new skylights. More and
the general manager of
more are glazed with strong, exRoyalite Manufacturing Inc., a
truded twin-wall polycarbonates,
skylight manufacturer in San
Carlos, Calif. Mr. Farnady’s
reinforced fiberglass-type panels or
opinions are solely his own
laminated safety glass that will reand
not
necessarily
those of this
sist nearly anything. The growing
magazine.
paranoia about absurd legislation
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7,000 years of development,
virtually limitless design potential.

With a history that predates the Bronze Age,
glass is considered by many to be mankind's
oldest and most vital manufactured substance.
Through vision and investment, the industry continues
to find bold, new applications that benefit from the
strength, energy efficiency and aesthetic purity of
glass. Bystronic remains committed to developing total
glass manufacturing solutions that turn your vision
into practical reality.
When thermal performance and beauty take equal

Automated glass cutting and handling

precedence in your residential and commercial

systems. Manufacturing systems for

designs, ask your IG supplier about Bystronic.

insulating and laminated glass.

We believe in the future of glass.
Bystronic Glass, Inc. | 800.247.3332 | www.bystronic-glass.com
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OnlineBylines

Working Together
Effectively Combining Online and Offline Marketing
by Scott Orth
ost of us are faced with marketing decisions regularly.
Should I spend money on
radio advertising? New brochures? Or
maybe a television commercial? And
now, you have the Internet to contend
with. With all these possibilities, where
should you put your money?
But how do you organize all these activities? And how do you determine
which ones are truly profitable vs. ones
that are a waste of precious marketing
dollars? Okay, I’m sure you already
know where I’m going with this …
enter web marketing.

M

• 83 percent of people surveyed state
that they go online immediately after
watching a television commercial
that interests them; and
• 65 percent of people said that after
hearing a radio ad, they then go
to the Internet to find out more
information.
To be successful today, you need to
mix your marketing efforts. But to grab
the best return for your marketing dollar, I recommend using your website as
the hub, and basing all other marketing
activity around it.

For great results, create a campaign that
directs the customer to a particular page
of your site. If you’ve advertised “Free
Quotes,” for example, you should send
them directly to the quote page. This helps
build a preferred consumer experience.
You’ll want to do several things to
make this work best:
• Create a simple page name for the
web page (i.e. www.bobsglass.com/
GlassQuote);
• Place an image link (something that
matches the offline marketing) on
your homepage to connect your offline message/image, in case the customer types in your main website
without the page name;
• Plaster the URL all over your offline
marketing materials, videos or audio;
• Optimize your organic and PPC campaigns around the “free” or “glass”
quote search terms and send traffic
directly to the quote page; and
• Install tracking code on pertinent
pages so you can monitor how well
the campaign is working.
Now you’ll have an effective mixed
marketing campaign that exposes your
brand and marketing message offline,
grabs online searchers whether or not
they’re exposed to offline marketing
and gives the bulk of today’s market a
strong site to go to when interest is
peaked from an offline message. ■

STARTING OFFLINE

MIX TO MAKE THE
MOST OF ADVERTISING

You may be tired of seeing these statistics in my columns and presentations. Too bad. They’re important, and
you need to know them to succeed in a
changing marketing environment:
• 59 percent of people state they start
online when looking for a local business; and
• 86 percent of people surveyed say
they research online prior to buying
offline.
There’s no question people are online
looking for businesses like yours. But
what does that have to do with offline
marketing?
When I started Internet marketing
about 10 years ago, I felt that money
spent on any marketing other than
search engines was wasteful. What I
didn’t realize then was how much of the
web’s traffic actually originates from
traditional marketing. Here’s a sample:
• 89 percent of people surveyed state
that after reading an ad in a newspaper, magazine, or other print
material, they go online to do additional research;

To start, plan what type of activities,
videos or interactive tools you’d like to
have on your website and which might
market well offline too. When preparing this, think about what you can display on a television commercial easily
or with which you can build consumer
interest on the radio.
When designing your site, or elements on your site, think about what
type of imagery you’d like to use on a
billboard ad or what type of message
you would want to present in your radio
or print ad. Thinking about online and
offline together allows you to create a
similar brand presence in each marketing channel.
For offline marketing, think
“catchy.” Use a funny word or
memorable tag line in your mesS c o t t O r t h is the director
sage; something that your
of Internet marketing services
customer will think of when they
at GTS in Portland, Ore. He
go to the web. Make sure your orcan be reached at
scotto@gtsservices.com. Mr.
ganic and pay-per-click (PPC)
Orth’s opinions are solely his
campaigns are optimized for
own
and
not
necessarily those of this
those catchy words or phrases
magazine.
as well.
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GANAPerspectives

GANA: Energy
The Return of GHG Regulations
by B i l l Ya n e k
n Dallas at the GANA Fall Conference
September 8-10th, the Glass Association of North America’s (GANA) Flat
Glass Manufacturing Division Climate
Change Committee will continue its efforts at making the case for special flat
glass industry consideration during the
full division meeting. For review, the case
in short is:
• The flat glass industry is energy
intensive;
• Despite recent improvements in
reducing emissions, the technology
to make dramatic further improvements is not on the horizon;
• Flat glass is critical to achieving
greater energy efficiency in buildings
and automobiles; and
• Flat glass is also vital to the solar
power industry.

I

THE NEXT SHOE DROPS
In July, the Environmental Protection Agency (EPA) announced an Advanced
Notice
of
Proposed
Rulemaking (ANPR) to address carbon emissions. The proposed regulation would use provisions of the
Clean Air Act (CAA) to regulate carbon emissions. It is expected that
this ANPR will solicit comments to
lay the groundwork for the carbon
debate during the next administration. Couple the EPA announcement
with Senators John McCain and
Barack Obama’s support of a
cap-and-trade system that
would set limits on greenhouse
gas (GHG) emissions and you
have the makings for both legislative and regulatory efforts at
curbing GHG emissions in 2009
(see August 2008 USGlass, page
12, for more information).

12
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GHG SUPPORT REMAINS
In early August, The Politico reported
that although legislative efforts at GHG
regulation stalled in 2008, activists supporting the most extreme efforts at regulating GHG emissions are retooling the
message for 2009.
“The problems with energy prices have
really happened in the last few months,”
Sierra Club global warming lobbyist Dave
Hamilton said in the report. “We somehow failed in making that a priority, and I
think we have a huge amount [of work] to
do on energy policy.”
The point is that GHG regulation will
be back in 2009. Activist groups that support the most extreme regimes of GHG
regulation are reframing their message
in ways that will be able to withstand
continued high fuel costs.
How can our industry act?
• Keep up-to-date on the energy issue
by visiting GANA: Energy at
www.glasswebsite.com/energy;
• Contact GANA if you are interested in
getting involved on GANA: Energy issues; and
• Plan to attend GANA’s Glass Week and
the Building Envelope Contractors
Conference in February 2009. GANA
is assembling a program that will include top glass industry executives
and national caliber energy advocacy
speakers that are sure to entertain,
educate and motivate. ■

B i l l Y a n e k is the
executive vice president for
the Glass Association of North
America. Mr. Yanek’s opinions
are solely his own and not
necessarily those of this
magazine.
www.usglassmag.com
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FromtheFabricator

Is There a Glass Shortage?
And What Could Have Led to Such a Tight Supply?
by Max Perilstein
he answer is yes.Yes, there is a glass
shortage.Yes, it seems very odd that
there’s a glass shortage considering
some folks in this economy are struggling.
But it’s true and it’s something that needs
to be taken very seriously.
A few months ago I got the heads-up
that inventories were tightening. I laughed
it off. I took the attitude that most people
are taking right now. “There’s no way. I
mean, how in the world could we be out of
glass? I thought the economy stinks?”Well,
many factors all came together to form a
perfect storm of sorts and here we sit on
the cusp of a very serious issue.
Many people look at glass as a neverending supply, and while the primaries are
able to produce tons and tons of it, their
equipment is not foolproof or completely
immune from maintenance or, even worse,
rebuilds. I believe that while the economy
was going crazy, the manufacturers did all
they could to keep those floats rolling and,
instead of bringing down their equipment
and hurting momentum and shortening
capacity during the “busy”time, they hung
on for dear life to make sure everyone got
what they needed. But then it could take
no more, the proverbial rubber band
busted and it was time. Unfortunately, repairs had to be made and the start of the
shortage was on.
“But there are a bunch of suppliers; isn’t
it a bit spooky that all are seemingly down
at the same time?” you might ask … Yes
and no. Not all are down at the same time
and, even if they were, it really is more of a
fluke more than a conspiracy.And, believe
me, when it comes to conspiracy theories
(see “Max, NFRC” or “Max, Bogus Lawsuits”) no one gets into them more. This is
legit and people that follow it and work
with the primaries can vouch for it.
Plus, glass has gotten very sophisticated

T
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Between major
maintenance needs,
decreased capacity
due to plant closures
and the emerging
growth of the
solar world, we find
ourselves in this
predicament.
and specialized in this day and age. There’s
a wider than ever variety of products and
styles that all need time on the float. That
time available to go down, make repairs,
etc., is much more limited. It’s not 1988
anymore when the choices were clear,
bronze, green or grey, with the occasional
reflective mixed in. Believe me, if we didn’t
have the insane amount of choices that we
have these days, we probably would never
run out.

CLOSURES AND NEW DEMAND

it is used for these emerging technologies
and even though we use very little in the
United States, it is being used more and
more elsewhere and, in some cases,
production here has been shifted to
meet those needs (see July 2008 USGlass,
page 42).
So between major maintenance needs,
decreased capacity due to plant closures
and the emerging growth of the solar
world, we find ourselves in this predicament. What do we do now? Will we really
run out of glass and see situations where
people can only order on even and odd
days and lines of trucks will be waiting at
the float plant like it was a gas station in
1977? No, it won’t be that bad, but it will be
bad enough that proper planning will be
needed to be able avoid severe delays on
jobs. We’ll get glass, but the turns may not
be what everyone has gotten so spoiled by
in the last few years. So being proactive is
an absolute must. Communicating with
your customer is an out and out absolute.
Doing anything less would be brutal.
This is where I’ll get accused of being a
shill for the primaries. Sorry, I can’t take
that title, I have always called it like I see it
and if they were in the wrong, I’d be first
in line either online at my blog or in the
pages of USGlass. So the answer is yes ...
and let’s hope that we can roll with these
punches along with everything else we
have to deal with in these trying times. ■

So that’s part one of the storm. Then a
few months back one of the primaries announced that it was shutting down some
of their operations and that caused a
major domino effect and that too had an
effect on capacity and production (see May
2008 USGlass, page 16). At the time,
it was thought it would be no more
than a blip, but the removal of that
M a x P e r i l s t e i n serves
capacity from the market made
as the vice president of
more of a wave then people
marketing for Arch Aluminum
expected.
and Glass. Mr. Perilstein’s
opinions are solely his own
The other major factor that plays
and do not necessarily reflect
into this is the explosive growth in
the
views
of
this magazine. His column
the solar arena. Solar panels and
appears
bi-monthly.
concentrators devour glass. A ton of
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Buyer’sBlock

Make Sure You Are PO’d
Save Money and Trouble with On-Time Purchase Orders
by Paul Bieber
here are many ways to save
money on your glass purchases.
As the song from “The Sound of
Music” says, let’s start at the very beginning—let’s write a purchase order
(PO) that saves money.
Always create a written PO. Always.
Most of the mistakes that surfaced at
my company were on verbal orders. So
what if the mistake is a vendor problem? You still don’t have your glass on
time! Whether you fax, or e-mail, it
is up to you to clearly specify what
you want.

T

A VERY GOOD PLACE TO START
What should be on your purchase
order? Here we go:
• Your company name, address, phone,
e-mail;
• Your name, your job name, the quote
number you have;
• If this is part of an order with releases, say that on your PO;
• Order date and ship date;
• Your terms—if you are COD do you
take a discount? (You should!) State
where you will leave the check if you
are not there for the delivery; and
• If this is confirming a verbal order,
write the person’s name who took
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your order, with a very bold “DO
NOT DUPLICATE” on your PO. Don’t
expect your vendor to catch duplication here. If you fax an order, and the
fax stutters, call and see if the fax
went through before you fax it
again. This is a huge cause of
duplicate orders.
Forgetting the basics will cause a
delay in your product, or worse, someone will guess what you need and get it
wrong.

THE TOOLS WE USE TO BUILD A PO

special times are needed and then
confirm with a call to the shipping
dispatcher. Give clear details for alternate deliveries like “leave at store
next door.” For residential jobsites,
include a map with details;
• If this job is part of a special order,
with special terms, put that on the
order. Make sure the correct terms
are on the invoice when you receive
it, so you are not backed up to a wall
at 30 days, when you were promised
90 days on a large job; and
• If the driver calls you an hour before
delivery, put that on the order. Your
regular driver can be on vacation, or
taking someone else’s route, and
the replacement driver won’t know
your routine.
If your vendor sends an acknowledgement, read it immediately, comparing it to your order. If its priced
differently, hammer it out now rather
than later. Check the date they expect to
ship and the terms. It is your responsibility to confirm that the information
is correct.
Just because you write something on
a PO doesn’t mean your vendor will see
it or understand. On anything that is
complicated, follow-up with a phone
call to ensure understanding. ■

Let’s add some very important things
to a basic purchase order:
• A clear description of the item(s)
ordered, including size, quantity
and tint;
• On insulating glass units, write the
overall thickness, the thickness and
type of glass and on which side the
coatings or patterns are. On tempered glass, specify the edgework.
With laminated and tempered, place
clear instructions on whether you do
or do not want a logo;
• Price each line item. It is easier to
price now than double check everything when paying the invoice. If you
don’t price your order, you lose all
chances of negotiating price after
the fact;
• If the products you order carry
an oversize or shape surcharge,
P a u l B i e b e r has 30
write that amount on the order;
years in the glass industry,
• If this order is tax-exempt, state
including nine years with C.R.
that on the PO in big letters.
Laurence Co. Inc., and 21
It is not easy to go back to a
years as the executive vice
president of Floral Glass in
vendor saying this was a hospital job and you want back the Hauppauge, N.Y., from which he retired in
2005. Mr. Bieber’s opinions are solely his
sales tax;
• Write clear special delivery in- own and do not necessarily reflect the
structions if early morning or views of this magazine.
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EFCO Thermal Windows.
The nature of efÞciency.

WHERE WINDOWS ARE JUST THE BEGINNING.

AAMA
CERTIFICATION

.

IT’S MORE

THAN A

LABEL
.
IT’S A SALES

TOOL.
AAMA certification is a great way

to differentiate your brand and
increase sales. But at AAMA, we don’t
stop with just the label. We also
provide manufacturers that certify
with us a host of marketing materials
to help spread the message about
their products. And if you call
1-847-303-5664 to begin the
process, we’ll send you your first
batch of 100 certification brochures
absolutely free. So call today. And
take your brand to the next level.

AAMA
FOR

STA N D S

Y O U.

aamanet.org/certification
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APG Employees Among
Victims of Plane Crash
arc Rosenberg, chief operating
officer, and Alan Barnett, assistant project manager, of
APG International in Glassboro, N.J., were
among the eight victims of a fatal plane
crash in Owatonna, Minn., on July 31.
Rosenberg and Barnett were traveling
with employees of Tishman Construction
Corp. of New York and Revel Entertainment Group of Atlantic City, N.J., for a
meeting with Viracon in Owatonna,
Minn., to discuss work on the Revel Hotel
& Casino project in Atlantic City.
The Raytheon plane, a part of the
Hawker 800 series, was traveling from
the Atlantic City International airport in
New Jersey to the Owatonna Degner
Regional Airport, where it crashed. The
National Transportation and Safety
Board is still investigating the cause of
the accident. The plane originally
departed from Allentown, Pa., and
stopped in Atlantic City to pick up
additional passengers. As news of the
crash first emerged, there was question
of the number of passengers actually
onboard the plane at the time of the
accident. According to Ed Zaucha, chief
executive officer of APG, who spoke with
USGlass, Marc’s brother Eric Rosenberg
had at one point considered going on
the trip but ultimately stayed behind.
Zaucha later issued a statement to the
press regarding the accident.
“First of all, let me say that losing Marc
and Alan—who have been so important
to this company and to me personally—
is extremely difficult,” he said. “I speak
for all of us when I say that we are in total
shock. This has been a sad, sad day.”
He added, “Along with Marc’s and
Alan’s families, we are doing our best to
persevere in the face of this tragedy.
They will be greatly, greatly missed.”
Rosenberg is survived by his wife,

M
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Patti, son Reed, daughter Zoe, mother
Debra, sister Shelly DeLuca, brothers
Eric and David, nephews, Michael
DeLuca and Maxx and Zak Rosenberg,
niece Marissa DeLuca, and cousins
Steven, Gary, Ricky and David Sinderbrand and their families.
Barnett leaves behind his wife of 18
years, Nancy, his children, Shaina, age
eight, Hayley, age seven, and Aiden,
age five, parents Ellen and Arnold
Barnett, sister Lara Ann Barnett,
grandmother Frances D. Frankel and
numerous relatives.

Floods Shut One Float Line
at PPG’s Texas Facility
Heavy rains in Wichita Falls, Texas,
flooded the basement of PPG Industries float glass facility there and damaged critical process equipment,
leading the company to halt production
on both lines. Workers were able to restore glassmaking on one shortly after
the damage was discovered, while the
second line remains under repair.
On August 22 the company declared
“force majeure” on architectural, residential and specialty glass products as a result of the down line. Force majeure is a
common clause in contracts designed to
free both parties from the fulfillment of a
contract upon the occurrence of circumstances beyond the control of either party,
such as an act of nature.
“We temporarily ceased operations at
Wichita Falls,” says Mark J. Orcutt, vice
president, performance glazings.“As a result, it is commercially impracticable for
us to meet our customers’ demands at
this time. PPG is working diligently to
minimize any disruptions to our customers and to bring the facility back into
operation as soon as possible.”
❙❙➤ www.ppg.com ■
www.usglassmag.com
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AT AAMA, WE GO THROUGH A LOT OF TROUBLE TO MAKE SURE YOU DON’T HAVE TO.
At the American Architectural Manufacturers Association, we’re serious about window and door quality. Why? Because your customers are.
And a window or door that bears the AAMA certification tells these customers that the product’s design has passed tough independent tests
for resistance to air leakage, water penetration and wind pressure. And that’s a real selling feature. What’s more, AAMA Certification Program
manufacturers submit to two surprise plant inspections a year as part of the program’s quality assurance requirement. They also certify that
the products their customers buy, when installed properly, match the quality of the sample product tested. When we say we thoroughly test
for quality to help sell your products, we’re not blowing a lot of hot air. To learn more, call 847-303-5664 or go to aamanet.org/certification.

AAMA
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CompanyNews
Glaston to Focus on Architectural
Glass; Closes Other Line
laston Corp. announced on July
30 that its subsidiary Tamglass
Glass Processing will close its
working machine and special automotive glass business and in turn enhance
its architectural glass business. The closure will affect approximately 30 staff,
according to a company press release.
According to Agneta Selroos, corporate

G

communications and IR manager, the
subsidiary is the company’s only unit that
actually processes glass rather than supplying the glass processing machines. In
January the group had decided that Tamglass Glass Processing was not a “core
business” and had announced it would
review “future strategic options.”
The July announcement came on the

heels of an earlier announcement that
the subsidiary’s losses had “significantly burdened the first quarter financial results for the Corporation and
Tamglass Glass Processing has continued to operate in the red.”
Selroos reports that the closure “is in
continued on page 22

Who Are These Guys? Glassopolis and Its
Goals for Specialty Glass Distribution

T

he company made a big splash
in the glass industry when it first
released its spread in the July
USGlass, but Glassopolis revealed little about itself beyond a yen for eyecatching advertising and a promise to
provide fast quotes and delivery of
specialty glass. Both counts raised a
number of questions from members of
the industry as to the background of
this new distributor.
Glassopolis is, in fact, the new U.S.
brand for specialty glass provider ProScience in Toronto, and was recently
founded with the intention of easing
the distribution process for glazing
contractors working with fire-rated,
lead x-ray, anti-reflective or other specialty glass glass products. ProScience, which is owned by a privately
held investment group of individuals
from the glass industry, operates and
invests in glass products and technology companies. It is parent company
to the likes of TecniGlas, ProScience
Glass Shop, Designer Glass Co. and
others. ProScience also has invest-
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ments in nanotechnology, advanced
polymers, building products, software,
and commercial real estate.
Through market research, the new
specialty glass distributor set out to
identify a number of common problems glass contractors encounter
when sourcing specialty glass. In response, Glassopolis reports that it has
aimed to tailor its services to the
needs of both contractors and manufacturers. For example, the company
chose to use a central warehouse to
eliminate the need for a middleman,
cutting down on both cost and delivery
time, and adopted flexible payment
terms so contractors weren’t forced to
forego jobs because of credit issues.
They also assembled a team of code
experts equipped with the knowledge
to provide fast, accurate responses to
glazing contractors’ questions. In addition, the company works with multiple manufacturers, so contractors
have product options and are not
squeezed by sole-source products.
“Most specialty glass comes from
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Glassopolis got noticed fast with its
catchy advertising.
manufacturers who are inherently product focused, not customer focused. Our
role is to be completely customer service driven in the distribution of specialty
glass,” says Jordan Richards, president
of Glassopolis. “Glazing contractors
often have to jump through too many
hoops to get the glass they need. We
provide a one-stop specialty glass solution that not only provides contractors
access to a wide selection of specialty
glass products, but ultimately gives
them the competitive edge through
quick, knowledgeable service.”
❙❙➤ www.glassopolis.com
www.usglassmag.com

Trilogy: Trusted by more leading retailers,
ﬁrms, hospitals, schools & airports
Add convenient keyless access anywhere
there’s an aluminum narrow stile door
Open the door to more sales with ﬁeld-proven Trilogy® pushbutton electronic keyless locks,
available for use on aluminum/glass doors with Adams Rite® latch locks. New Trilogy DL1200
Series Narrow Stile Locks offer Trilogy keyfree convenience, dependability and familiar toolfree programming, supporting 100 PIN users – ideal on all glass doors, found in such places
as showrooms, storefronts, strip malls, restaurants and more.
t Aluminum door retroﬁt outside trim for Adams Rite® latch locks 1850, 1950, 4710, 4070,
4730, 4900, MS1850S and MS1950S Series.
t All-metal, vandal-resistant 12-button keypad supports 100 3-6 digit PINs
t Weatherproof in extremes from -31 to 151o F
t Non-handed, fully ﬁeld-reversible
t Long-life lithium battery operation (supplied)
t Compact styling: 1-3/4” stile; 31/32, 1-1/8, 1-1/2” backsets
t Key override 1-1/4”mortise cylinder (supplied); IC cores supported; Four ﬁnishes
www.alarmlock.com

Salt Lake City 800-453-5386, Denver 800-323-8046, Las Vegas 866-809-5625, Los Angeles 800-729-5444, Phoenix 877-438-6068

CompanyNews
continued

line with Glaston’s strategy:
• Glaston is the architectural value
chain integrator, supported by the
emerging solar energy market. Architectural is the base for profitable
growth for Glaston.
• Appliances and automotive: focus on
margin and cash flow.”

Bohle Opens
U.S. Subsidiary
The Bohle Group, a Germany-based
manufacturer and supplier of tools, machines and accessories for glass processing and finishing, is now represented in
North America with its own subsidiary.
Bohle America Inc., based in Charlotte,
N.C., marks the group’s fourteenth location worldwide. It will be responsible for
developing the customer base in the
United States and for providing services
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Bohle Group customers previously serviced by the German company’s export
department now have access to the subsidiary in Charlotte, N.C., above.

to these customers. Until now, customers
in North America were served by the Export Department in Germany and distri-
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bution of products to those customers
was handled by wholesalers on location.
❙❙➤ www.bohle.de ■
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Superior Capabilities That Power Innovation
Whether you require parabolic trough reﬂector glass or other uniquely shaped glass for
concentration solar power reﬂectors, Glasstech has the equipment solution for you. Our
advanced glass bending and tempering systems provide the tight speciﬁcations, repeatability,
throughput and ﬂexibility needed to succeed in the concentration solar power industry.

www.glasstech.com
VISIT US AT GLASSTEC, HALL 13, STAND C49

GlobalUpdate
UNITED KINGDOM

Pilkington to Cease Production
of Pyroshield™ in the U.K.
nited Kingdom-based Pilkington plc has announced it will be
ending production of the Pyroshield wire glass product at its Doncaster location by the end of the year
and will be suspending production of
the product at its St. Helens facility.
“Manufacturing costs for wired
have been increasing whilst global
market prices have been reducing in
a market which is increasingly competitive for a relatively small volume
demand. These pressures meant that
the existing supply model needed to
be thoroughly reviewed,” says Guy
Roberts, rolled and wired product
manager for Pilkington.
According to a company announcement obtained by USGlass, the decision “reflects the decline in demand
over recent years for the rolled and
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polished wired glass products manufactured at the plant. Efforts to identify new business and alternative
markets for the product range have
been unsuccessful.”
The Doncaster facility had produced polished wired glass, Roberts
says. He adds, “In the case of the furnace in St Helens, where raw wired
glass is produced, we have decided to
cool the furnace. This is because we
have high stocks and it gives us the
opportunity to repair parts of the furnace. If need be it could be restarted
in the future.”
According to the company announcement, the closure will result in
the loss of 37 jobs at the Doncaster
plant, although the company will provide full out-placement facilities on-site
to assist employees in search of alter-

BRAZIL

Guardian Industries to Build
Second Float Glass Plant in Brazil

A

uburn Hills, Mich.-based Guardian Industries held a groundbreaking ceremony in April to officially launch the construction of a new $130 million float glass manufacturing facility in Tatui, Sao Paulo, Brazil. Federal,
state and local officials attended the ceremony.
The Tatui plant will be the largest glass manufacturing facility in South America and will produce 800 tons of float glass per day. Guardian Tatui will target
its production toward commercial and residential construction. Preliminary site
clearing activities have begun. The plant is expected to directly create nearly
300 new jobs.
This will mark Guardian’s second manufacturing facility in Brazil. The first
plant has operated in Porto Real, Rio de Janeiro, since 1998. Guardian’s customer base has recently grown enough to support a second line and will export
additional glass to nearby countries.
❙❙➤ www.guardian.com
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native opportunities. The location will
continue as a warehousing operation
for the foreseeable future.

❙❙➤ www.pilkington.com

CHINA

Luxury Windows
Closes China
Manufacturing Plant
While many manufacturing jobs are
moving overseas, one has returned to
the United States. Luxury Windows
closed its manufacturing facility in
Shenzen, China, in May. Production will
now take place at another vinyl door
and window manufacturer’s facility in
southern California.
According to president Karl
Krumme, the company’s plant manager
in China died unexpectedly last year of
kidney failure and, since then, the company has experienced longer lead times
and has received scratched glass in its
products from the Chinese facility.
Production at the new facility was
scheduled to resume on July 4.

Uniglass Breaks into
China with 250th Turbo Unit
Uniglass Engineering Oy in Finland
reports that it has now delivered more
than 250 turbo units for flat glass tempering furnaces to customers around
the world. The 250th unit was delivered
to Saint Glas Ltd. in Hong Kong, China,
which represents a new area for the machinery manufacturer.
“The key to Uniglass success is our
patented turbo technology used for
convection in flat glass tempering. Our
customers rely on this technology when
tempering challenging soft-coat glass
qualities,” says Jouko Aula, managing
director.
❙❙➤ www.uniglass.com ■
www.usglassmag.com

Finally, glass processing
technology has only one name.
Glaston.
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Glaston is your One-Stop Partner for glass processing technology; we are the
world’s leading comprehensive supplier of glass processing machines and software.
With Bavelloni, Tamglass and Albat+Wirsam in our group, our technology is not only
reliable, but produces the highest quality results. And we have the global knowledge
pool to support you with the full after-sales services you need to maximize your
productivity. In short, Glaston is totally committed to fulﬁlling all your glass
processing needs – so you can focus on your business vision.

VISIT US AT GLASSTEC, HALL 16, STAND C57
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Distribution Production
Saflex Expands PVB Manufacturing
at Massachusetts Plant
aflex®, a unit of Solutia Inc.,
broke ground in May for an expansion of its polyvinyl butyral
(PVB) resin manufacturing operations
at its plant in Springfield, Mass. The expansion will add 12,000 metric tons of
annual capacity, which is planned to
come on-stream in early 2009.
“This project marks another major
step in Solutia’s global investment program for Saflex,” says Luc De Temmerman, senior vice president of Solutia
Inc. and president of the Saflex business. “Despite significant increases in
raw material costs, we are continuing to

S
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make the investments necessary to help
our customers grow their businesses.
This expansion, as well as the other previously announced expansions we are
making throughout our global asset
base, will help meet increasing demand
for PVB, and is necessitated by the tight
supply conditions in the PVB market.”
In addition to the PVB resin expansion
project in Springfield, Saflex announced
earlier this year that it will expand its
PVB resin manufacturing facilities in
Antwerp, Belgium, adding 15,000 metric
tons of annual capacity that is planned to
come on-stream in 2010. The additional
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resin capacity at Antwerp will feed the
new Saflex PVB sheet extrusion line in
Ghent, Belgium, which will start up later
in 2008 and will create 40 million square
meters of new capacity.
In addition to the Springfield,
Antwerp and Ghent projects noted
above, Solutia has recently constructed a
new Saflex PVB sheet production facility in Suzhou, China, and added capability at its Saflex PVB sheet production
facility in Santo Toribio, Mexico.

❙❙➤ www.saflex.com

continued on page 28
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Matelux®—Soft Light At Its Finest
Introducing Matelux, a translucent glass with a satin finish. It filters light softly, smoothes out contours and produces
silhouettes in a variety of both interior and exterior applications. Matelux, an acid etched glass, offers numerous different
color choices, a variety of thicknesses from 3mm to 19mm, is available double sided, and can be fabricated to specifically
meet your needs. The product is even available with a range of Stopsol® reflective coatings on one side and the Matelux
satin finish on the other. So, whether you are designing shelving, partitions, doors, showers, lighting, furniture or looking
to enhance the building façade, only Matelux provides uniformity, simplicity and purity in a true art form.
Call us today for more information at (800) 251-0441. Or, visit us online at www.na.agc-flatglass.com/matelux.

Matelux: When Elegance is Everything!

Flat Glass North America

VISIT US AT GLASSTEC, HALL 11, STAND B26

©2008 AGC. All rights reserved.

Distribution&Production
continued

Partnership to Expand
ShowerGuard® Availability

The ShowerGuard glass product from
Guardian was designed to be easier to
clean than standard glass and
maintain its original, like-new
appearance over time.

Guardian Industries Corp. in Auburn
Hills, Mich., and Sapa Fabricated Products, the Magnolia, Ark.-based parent
company of Alumax Bath Enclosures,
have entered into a strategic partnership to expand the availability of
Guardian ShowerGuard® throughout
North America.
“We believe ShowerGuard is the ideal
product for Sapa Fabricated Products
given Sapa’s standard in the market for
quality and its commitment to total
customer satisfaction,” says Scott
Thomsen, Guardian’s chief technology
officer.
“Guardian’s ShowerGuard is a leap
forward in shower glass technology.
Adding this to our product line will be
a great advantage for our dealers and a
great benefit for our customers,” said

Steve Atkinson, bath enclosure manager for Sapa Fabricated Products.

❙❙➤ www.showerguardglass.com

PFG Glass Automates
Super Spacer®
TriSeal™ in Canada
PFG Glass in Langley, British Columbia, recently installed the first fully-automated Super Spacer® TriSeal™ line in
Canada. The Lisec line was recommended by the technical sales team for
Edgetech I.G. in Cambridge, Ohio, and
is capable of producing up to 1,500
commercial insulating glass units per
day when running two shifts.
“Within two weeks of start-up, we
were already producing approximately
400 units per day in one shift,” says
Ryan Nielsen, vice president of operations for PFG, of the new line.
❙❙➤ www.pfgglass.com ■

The BIG Opportunity in Glass Restoration
SRP® has a great opportunity for people who want
to save glass, cut waste or make extra money by
expanding their services. Not only is the SRP Glass
Restoration System cost-effective, it’s also the most
efﬁcient and versatile professional glass restoration
system on the market today. Discover just how BIG
the potential can be for saving glass or by adding
glass restoration to your business. Call today for a
free video and more information.

Shat R Proof Corp.
(800) 328-0042
www.shatrproof.com
SRP is a registered trademark of TCG International Inc.
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Casso-Solar Glass Laminating

• Continuous Lines
• With and Without Autoclave
• Convection for Coated Glass
• PVB Dispensing Systems
• Batch Systems
• PVB, Urethane, & EVA
Visit us at
GlassBuil
Booth #24 d,
64

SolarWatch
Saflex® Photovoltaic
Focuses on Thin Film
olutia Inc. in St. Louis announced
that its new Saflex® Photovoltaic
business is providing PVB interlayer and technical expertise in encapsulation technology to several companies
that are producing the world’s largest
thin-film solar modules.
“Saflex is committed to growing photovoltaic into a third major business
segment, similar in size to our well-established architectural and automotive
businesses,” says Luc De Temmerman,
senior vice president of Solutia Inc. and
president of Saflex. “By collaborating
with leading equipment manufacturers,
integrators, specifiers and module
makers, Saflex will play a key role in

S
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800-988-4455 / 845-354-2500 / Fax: 845-362-1856
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shaping the future of this dynamic and
rapidly growing market.”
“Currently Saflex is supplying
large-scale module makers in Germany, Spain, and India, with expansion into additional world areas in
the coming months,” says Jay Pyper,
global market development director
of the Saflex solar business. “These
customers will be producing the
world’s largest thin-film solar modules, using Saflex PVB interlayer as
the encapsulant. Our global Saflex
team will be actively engaged in supporting the startup and optimization
of these new lines.”

❙❙➤ www.saflex.com

Nihon’s New Window
Can Power Your Cell Phone

N

ihon Telecommunication System
Inc. in Tokyo has introduced a window that the company says is able
to generate up to 70 watts of electricity
per square meter of glass.
According to an article in The Japan
Times, the built-in photovoltaics provide
enough electricity to keep a PC running
(while the sun is out) or to recharge a mobile phone.
The cells reported to have a powergeneration efficiency of 7 to 8 percent.
However, the article reports that the
window only provides power via a USB
plug, which is what limits the range of
products that can be powered or charged to small, hand-held devices.
While the amount of electricity may be small, the cost is not: $923 USD to
as much as $2,769 USD per square meter of glass.
In addition, the relatively thick glass, measuring 10.5 mm, blocks as much
as 90 percent of sunlight from entering a room.
❙❙➤ www.ntsk.jp/touya.html ■
www.usglassmag.com

THE LMCI FINISHING INDUSTRIES FORUM BEGINS

TAKE A HANDFUL OF LEADING BUSINESS EXPERTS, INCLUDING
MARK BRESLIN, AND HARLEY’S FORMER CEO RICHARD TEERLINK.
ADD A SPRINKLING OF WORKSHOPS AND DISCUSSIONS AIMED AT

LMRDA Update

BRINGING CLARITY TO SOME OF THE MOST MISUNDERSTOOD ISSUES

Project Management

FACING OUR INDUSTRY. STIR IN A UNIQUE BLEND OF PERSPECTIVES

Bridging the Generations

FROM MANAGEMENT, AS WELL AS LABOR. TOP IT ALL OFF WITH THE

Workers Compensation and ADR

COMFORT AND EXCITEMENT OF CAESARS PALACE IN LAS VEGAS.

ANY WONDER THIS

PREMIER INDUSTRY EVENT
FILLS UP FAST?
IF YOUR BUSINESS EMPLOYS FINISHING TRADES
WORKERS, YOU’RE INVITED. AND ATTENDANCE
IS FREE. A LIMITED NUMBER OF STEEPLY
DISCOUNTED ROOMS ARE AVAILABLE, SO REGISTER
AS SOON AS POSSIBLE.
NOVEMBER 10 –13, 2008
HOSTED BY LMCI —
THE PAINTERS AND ALLIED TRADES
LABOR MANAGEMENT
COOPERATION INITIATIVE

Mark Breslin Workshop

FOR ALL THE DETAILS,
AND ONLINE REGISTRATION GO TO
WWW.LMCI ONLINE . ORG
OR CALL

1.888.934.6474

2008 LMCI FOURTH ANNUAL
FINISHING INDUSTRIES FORUM
AT CAESARS PALACE

Killer Clauses in Contracts
The Finishing Trades Institute
Interpreting Green Bid Specs
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Codes Regulations
NFRC Summer Meeting Attendees
Hear Further Discussion on CMA
number of issues were taken
under consideration by the
National Fenestration Rating
Council’s (NFRC) board of directors
during its summer meeting in July at
the Conrad Chicago Hotel. One item
approved by the board of directors
was the Certification Policy Committee’s insulating glass (IG) certification
program. Roland Temple with AZS
Consulting brought the revised proposal, which calls for an implementation date of July 2010, to the board’s
attention. This change makes IG certification mandatory for any window
to be NFRC-certified.
Since NFRC parameters only address
energy performance, some members
pointed out that IG certification
shouldn’t necessarily be required for
units that are not specifically energyefficient, such as those that are clear
glass, air-filled.
John Lewis, technical director with
the American Architectural Manufacturers Association (AAMA), asked the
board to note his statement that it “reconsider inclusion of factors that have
no bearing on the energy performance
of a window.”
In regard to the Component Modeling Approach (CMA), several items
were brought forward by the Technical Committee, which is chaired by
Jeff Baker of WESTLab. The board approved CMA Frame Grouping Rules
and CMA Spacer Grouping Rules language for NFRC 100. The board also
agreed to provide guidance and
“binding direction” regarding CMA
Frame Values language for NFRC 100
and NFRC 200, and whether the document should include generic values.
The Ratings Committee, chaired by
Steve Strawn of Jeld-Wen, requested the

A
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More than 100 people were in Chicago for NFRC’s summer meeting at the
Conrad Hotel.

board’s approval of the CMA label certification as approved by the labeling
subcommittee. Garrett Stone of Brickfield, Burchette, Ritts & Stone P.C. spoke
out against the motion, saying there
was no rush to approve the label being
that the rest of the document is not
complete.
“The new label certificate contains a
page of non-certified values. Do we
want [this] to have a page of non-certified values?” asked Stone. He then
moved a motion to table the decision
until the next board meeting, which
was carried by the board.
“It’s the board’s responsibility to verify we’re doing the right thing … we
need time to think about the true impact of that document …” said board
member Mike Thoman of Architectural
Testing Inc. “We’re not stalling the
process; we’re just evaluating our responsibility as directors.”
Several subcommittee members

said they did not want to see the Product Certification Program forwarded
to the board when the other documents are not done. One suggestion
was to forward the document to the
board, but not implement the program
until the other documents are completed. NFRC chair Joe Hayden of Pella
Corp. said the document could be
moved forward and then held at the
board while other documents are
completed.
Some members spoke against this,
however, saying that once the PCP leaves
the committee level the members no
longer have influence over the document.
A motion was ultimately made that the
PCP remain with the subcommittee until
the reference documents are completed.
Later, as part of the Ratings Committee meeting, the group asked the
board for guidance on how to go forcontinued on page 34
September 2008 | USGlass, Metal & Glazing
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Codes&Regulations
continued

ward with the reference documents.
Hayden said the issue would be discussed off line.
Several task groups also met and made
some progress during the meeting.
During past meetings, the validation
task group has worked to develop language for the framing validation testing portion of the CMA procedure.
Chair Thoman explained that at the last
meeting the group struggled to define
what it was exactly working to validate
within CMA.
One point he raised during the meeting is the fact that framing products for
CMA—mainly aluminum and steel—
are very different than the framing materials with which NFRC is most
familiar: those used primarily with residential window products, wood and
vinyl. Some members said it would be
more beneficial to the nonresidential
industry to rely more on simulation
procedures rather than validation testing, for these.
“I think we should look at putting a
plan in place to move toward a pure
simulation approach,” said Lewis.
Thoman responded, “Our [NFRC]
background in simulation doesn’t really
apply to aluminum products. Our experience is in simulating wood and
vinyl products … and we have less data
on the CMA products,” he said.
Lewis suggested a research project that
could define the parameters that cause
the variations in the product types.
These comments will go through a
new task group feedback request vehicle (similar to a task group ballot) in
order to prepare and finalize the language before it is sent to subcommittee.
During a meeting of the CMA subcommittee, Charlie Curcija of Carli Inc.
reported on the work of the non-standard products task group. This task
group has conducted a research project
to determine whether non-standard
products—those not a part of the original CMA development, such as sloped
and structural glazing—can be included in CMA. Curcija said the task
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From left to right, Jeff Baker of WESTLab, technical committee chair; Mike
Thoman, of ATI, air leakage subcommittee chair; Scott Hanlon, NFRC staff
liaison, technical committee; Dennis Anderson, NFRC laboratory accreditation
program associate.

group’s simulation research has determined that these products can be included. Some members however were
not in complete agreement.
Thoman pointed out that the CMA
language must explain exactly how the
products fit in.
“We need to spell that out in the
document or reference the software,”
said Thoman, who explained that for
these products the language has
not yet been covered in the technical
documents.
Greg Carney, technical director for
the Glass Association of North America, said that when it comes to commercial
construction
anything
beyond basic storefront and curtainwall products is completely custom
and non-standard. He stressed the
importance of ensuring that the CMA
will be able to handle the diversity of
these products.
“You have to look at the custom side
[of commercial glazing] and that’s a
continuous process,” said Carney.
According to Curcija, CMA is able to
handle these non-standard products.
During a meeting of the Optical
Properties subcommittee, chaired by
Sheila Gore of Enermodal Engineering,
members discussed a number of ballots for revising NFRC 300/301 and
NFRC 302/303/304 as part of the 2009
document cycle.
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Some subcommittee members expressed concerns about substitution
of the glazing data set currently being
used in the NFRC 300 ballot as there
are some differences between the way
that ASTM standards detail requirements compared to those of the International Standards Organization
(ISO). There was discussion about
moving to the international procedure, which would result in slightly
different optical and thermal product
performance than manufacturers and
fabricators publish for their glass
product constructions. According to
Carney, such a major change for the
industry would require considerable
discussion.
The documents will return to task
group for further review and re-balloting.
During the air leakage subcommittee meeting, chaired by Thoman,
members discussed an action item
from the springboard meeting in
Nashville (see April 2008 USGlass, page
16). Since determining air leakage performance is already covered by other
industry programs, the subcommittee
has been discussing whether NFRC
400-2004 should be removed from the
2009 documents. The group decided
NFRC 400 should remain in the 2009
documents, but would heavily reference the AAMA 101 document in the
technical specification. ■
www.usglassmag.com

Powerful Software for Shower
Enclosure Manufacturers
and Their Dealers
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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
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Fort Lauderdale, Florida 33304
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Energy Environment
Department of Energy Unveils
Newly Proposed ENERGY STAR® Criteria
he Department of Energy’s (DOE)
auditorium was filled on August 13
with door, window and skylight
manufacturer representatives who came
out for the stakeholder meeting to discuss the draft of the revised ENERGY STAR®
criteria released the previous week.
The new criteria differs from the current criteria in several ways:
• Revised climate zone boundaries more
closely match national and state energy code climate zones;
• The new criteria includes a separate

T

zone and stringent prescriptive criteria for windows in the Pacific Northwest in Phase 1;
• In the heating-dominated north (outside of the Pacific Northwest), windows must meet minimum annual
energy performance;
• Traditional prescriptive maxima have
been developed in the Central and
Southern regions without equivalent
performance criteria (trade-offs);
• Products must meet a new insulating
glass unit (IGU) certification require-

Proposed ENERGY STAR® Climate Zone Map (Top) Versus
Current ENERGY STAR® Climate Zone Map (Bottom)
Proposed
ES5a
ES5
ES4
ES3
ES2
ES1

Current
Northern
North/Central
South/Central
Southern
Alternative
Criteria Allowed

ment relying on the anticipated National Fenestration Rating Council’s
IGU certification requirement;
• The draft includes separate criteria for
swinging entry doors that vary according to glazing area rather than climate zone; and
• The revised skylight criteria is more
stringent, though less aggressive, than
the door and window criteria.
Those in attendance had the opportunity to hear a panel of speakers including
ENERGY STAR program manager Rich Karney; Stephen Bickel, Alice Dasek, Jordan
Kelso and Emily Zachery of D&R International Ltd.; and Stephen Selkowitz and
Josh Apte of Lawrence Berkeley National
Laboratory. In addition, manufacturers
and others had the opportunity to offer
feedback on the criteria.
Much of the DOE’s presentation explained the rationale behind the new
draft criteria.
“The market share of ENERGY STAR
windows was around 50 percent in 2007,”
Karney explained. “The ES label must
provide some differentiation.”
Likewise, ENERGY STAR criteria matches
that of the codes in some locales.
“We wanted to create a climate zone
map that would enable us to meet or
beat codes in all parts of the country,”
Bickel added.
In addition, the DOE is working to
align the ENERGY STAR criteria more
closely with that of the International Energy Conservation Code (IECC).
After explanations and an overview,
the panel encouraged stakeholders to
provide feedback.
Timing seemed to be the overarching concern—both of the public comment period for the draft, which began
continued on page 38

36

USGlass, Metal & Glazing | September 2008

www.usglassmag.com

The Rock and Roll Hall of Fame opened its doors in 1995, incorporating sustainable glass technology.

WE WERE GREEN BEFORE GREEN WAS COOL.
Green building design has become a major influence these days. But that’s nothing new at Viracon—it’s
been our focus for over 30 years. Today you can select from over a hundred sustainable architectural glass
alternatives, as well as tap into design help and technical expertise, to meet strict LEED credit requirements.
All without compromising aesthetics or energy efficiency. How cool is that? Challenge us, you’ll see: Call
Viraconsulting™ at 800.533.2080 or visit www.viracon.com/green.
© 2008 Viracon. All rights reserved. Viraconsulting is a trademark of Viracon.

Energy&Environment
continued

August 14—and on the phase-in of the
new criteria. American Architectural
Manufacturer Association (AAMA)
technical director John Lewis was the
first of many to voice this concern.
“We’re asking for a 90-day review
time,” he said. (The deadline is now
October 17.)
The phase-in of the criteria also was a
concern for some. The first phase of the
criteria could be implemented as early as
August 3, 2009, and Phase 2 is scheduled
to take effect on January 1, 2013.
One suggestion was that Phase 1 be
implemented in the winter, since summer typically is a busy season for manufacturers, and that Phase 2 be
implemented on January 20, 2015—two
years later than scheduled.
One of the main reasons most hope to
push back the phase-in of the program is
that Phase 2, in particular, will require
some product upgrades and re-designs
for many window manufacturers.
“What proportion of products that
qualify today will qualify under the new
criteria?” asked Bickel.“With the exception
of [Climate Zone] ES5a, the majority will.”
For this zone, Bickel expects new products to be designed using argon gas and
higher performance glass packages.
However, he expects products will still be
readily available, but did note that, for this
zone, there currently are no qualifying
continuous aluminum frame windows.
“These products exist, but not many
people are making them,” he added.
Of course, with new products come additional costs. While DOE has shared its
projections for cost increases with manufacturers, many in attendance noted
that, in the end, it’s the consumer who’s
going to pay for this. DOE estimates an
approximate increase of 15 percent under
the new criteria, particularly for windows
designed to meet ES5 and ES5a’s criteria.
“There’s going to be a price for premium ES5 windows,” says Bickel.
Lewis fears what may happen when
these costs are passed on to consumers.
“It very well could be that if we put the
ES criteria in Phase 2, with the marginal
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Architecture 2030 Publishes
White Paper on GHG Emissions

G

lass and glazing products and technologies for commercial and residential applications offer a number of characteristics and features that
can help buildings perform more energy efficiently. In an effort to promote the reduction of greenhouse gas (GHG) emissions in the building sector
the nonprofit organization Architecture 2030 has released a white paper titled “Meeting the 2030 Challenge Through Building Codes.” The group’s 2030
challenge calls for a 50-percent reduction in energy consumption, including
fossil fuel, GHG-emitting energy, of all new buildings and major renovations by
2010, and for incrementally increasing the reduction every five years so that
all new buildings are carbon neutral by 2030.
“Implementing the 2030 Challenge targets through building codes creates
a huge opportunity for everyone in the building sector to become a part of the
solution to the climate change crisis, from architects and engineers, to glass
and coatings manufacturers and installers,” says Edward Mazria, Architecture
2030 executive director.
“They will have a big impact,” says Tom Culp, energy code consultant with
the Glazing Industry Code Committee, of the 2030 goals. “On the positive side,
they will promote innovative design like integrated photovoltaics and daylighting, along with even further use of low-E and thermal break technologies. On
the negative side, some architects could try to reduce glazing area, with the attitude that a wall always performs better than a window (ignoring the positive
energy, productivity and social benefits of daylighting and vision area).”

cost increases, it’s possible that the product will cost so much that consumers
won’t buy it and we’ll save less energy and
will lose ground,” he said.
Several manufacturer representatives
also questioned the new criteria—and
the emphasis the criteria in general
places on U-factors.
“U-factor is important, but it’s not the
only thing,” said Thomas Culp of Birchpoint Consulting, who spoke on behalf of
the Aluminum Extruders Council.
Gary Curtis of the Northwestern Energy Efficiency Alliance also noted the
variables that can affect a U-factor.
“We believe the U-factor is a pretty
solid measure, but occupant actions may
affect the gains,” he said.
Though many argued too much emphasis still is placed on U-factors, the
DOE has incorporated several trade-offs
into the new criteria, in which a combi-
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nation of a particular U-factor with a
particular SHGC will meet the criteria.
“The idea is we have the overall goal
of decreasing energy consumption in a
home, and this can be achieved with
different U-factor and SHGC combos,”
Apte explained. “Then we calculate the
change per unit.”
Lewis, however, pointed out that tradeoffs are not offered in the Southern zones
in the current draft of the window criteria, and said that many AAMA members
would like to see this return.
Bill Yanek, in his role as executive director of the Glazing Industry Code Committee, pointed out that he sees the
trade-offs as a benefit to manufacturers
and their customers.
“In pursuing greater energy conservation, maximizing the use of trade-offs
will result in greater cost-effectiveness,”
he said. ■
www.usglassmag.com
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ContractGlazing
Harmon Branch Sale Spawns
New Company in South Bend
outh Bend, Ind., is now home to
a new glass business, though
most all of the employees have
worked there for many years. How is
this possible? This past April employ-

S

ees Jim Mroz, Jason Christy and Larry
Schulz purchased what was then a Harmon Inc. operation and re-named the
business Precision Wall Systems (PWS).
According to Mroz, who serves as

GTA Includes Edmonton in
Apprenticeship Program

C

hallenged by the shortage
of skilled glass trades professionals, the Glass
Trade Association (GTA) of
Northern Alberta has expanded
its apprenticeship training program with the addition of a
Southern Alberta Institute of
Technology satellite campus in
Edmonton. Previously, the training was only held at the main
campus in Calgary.
The Glass Trade Association of Northern
“All of the construction trades Alberta will have two classes of trained
in Alberta are in short supply and fabricators graduating in 2012.
there is lots of construction activity,” says Ross Wady, president of GTA. “Our province is big geographically
and sending students from Edmonton to Calgary is a three-hour drive. There’s
more opportunity for the glass businesses in Edmonton in having the school
so much closer to the young people here.”
According to Wady, the four-year course teaches students the fundamentals
of the glass business, such as proper handling and cutting techniques, as well
as working with storefront metal and glass. Classes for the first group of firstyear students began May 12; classes for a second group will begin in September so there will be two four-year groups to graduate in 2012. The goal for
next year is to add two additional classes.
“We filled up the first class and 10 out of 16 openings are already filled for
the September class,” says Wady.
Several companies within the industry have also been supportive of the new
school by donating a variety of equipment types. Wady says Kawneer Canada
supplied metal, Tremco donated sealants and glazing tapes and PCL Construction supplied cutting tables.
❙❙➤ www.tradesecrets.gov.ab.ca
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PWS president and majority owner,
Harmon wanted to close the operations
in South Bend, which serves Indiana
and Western Michigan primarily. “We
[Mroz, Christy and Schulz] were able to
purchase the operations.”
That purchase saved about 60 jobs.
“We were able to retain ten office employees and approximately 50 shop and
field employees,” says Mroz. “Harmon is
a great company. The challenge was that
all of us in this location wanted to stay in
South Bend. Harmon provided us with a
great foundation of business skills that
we’re now able to use on our own.”
Going forward, Mroz says he is looking forward to the challenges of being a
business owner.
“Our goal is to continue providing
the same level of service and competiveness as we did before, but now
without the financial support that we
had through Harmon,” says Mroz. “We
have a great group of people here who
are fine craftsmen who all enjoy working together.”
briefly …
The Architecture Billings Index (ABI)
rebounded almost three points in
June—to 46.1—after dropping two
points the previous month. However,
the American Institute of Architects reports that this is the fifth straight
month that the index has remained
below the 50 threshold (any score
above 50 indicates an increase in
billings), indicating that business levels at U.S architecture firms continue
to deteriorate … Glazing Consultants
International, headquartered in West
Palm Beach, Fla., has opened a new
office in Atlanta.
❙❙➤ www.glazingconsultants.com ■
www.usglassmag.com
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DearUSG
Taken to Task (Group)
Dear USGlass:
I am a member of
the ASTM task group
chaired by Mr. Ellis
(E06.51.25) referenced
in the “Glass vs. Plastic” article (see May
2008 USGlass, page
44). As mentioned in
the article, both plastic- and glass-glazed
skylights are involved here, as it is possible under
some circumstances to fall through either. The subject skylights addressed
here should be unit skylights, “a complete factory-assembled glass- or plastic-glazed fenestration unit consisting
of not more than one panel of glass or
plastic in a sloped or horizontal orientation that allows for natural daylighting,” as defined by AAMA/WDMA/CSA
101/I.S.2/A440-08. Sloped glazing, both
glass and plastic, should be addressed
elsewhere.
Plastic skylights are domed and can
be installed horizontally, while glass
glazing, being flat, must be installed on
enough slope for drainage.
It has been found that the data used
to quantify injuries and death in falls

through skylights has not differentiated
between holes in a roof under construction or through skylights, which
would make the falls through skylights
far less than reported. The type of glazing in these cases is not known.
The National Institute for Occupational Safety and Health publication
number 2004-156 “Preventing Falls of
Workers through Skylights and Roof
and Floor Openings” describes reducing death and injuries from falls which
and correctly documents that there
must be a joint effort among the following to succeed:
• Employers;
• Skylight manufacturers;
• Building owners; and
• Workers.
Ivan Johnson, P.E.
CCS Engineering
Mission Viejo, Calif.

A Trendy Point
Dear USGlass:
I have just finished reading your article “Turning Heads” (see May 2008
USGlass in the Only Online section of
www.usglassmag.com), and I am glad
to see that there is now a trend back
to the point-fixing of glass.
Even though we are headquartered in

Top-Notch Pages
Dear USGlass:
Fine job on the June 2008 issue of USGlass magazine. From stem to stern, this issue, even the ads,
are chock-full of great information—and the Ted
Hathaway article (see June 2008 USGlass, page
36) is very well done. Debra Levy does a great job
when interviewing the industry leaders—Barbara
Walters has nothing on her!
Keep ’em coming. We really appreciate this fine magazine.
John Dwyer, CSI
Syracuse Glass Company Inc.
Syracuse, N.Y.
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Australia, I have travelled extensively
throughout the United States and am always surprised at the point-fixed market.
While travelling along the East Coast, and
especially the New York-area, in my discussions with architects I find that they
seem to be very conservative with their
approach, using fittings that were designed 20 years ago. The West Coast architects tend to be more willing to accept
modern approaches. Here in Australia,
the architects are very “out there” and are
willing to put the effort into designing
structures with glass facades and newer
point-fix system designs.
Linox Technology prides itself on
being on the cutting edge of design and, as an
example, we have
manufactured a
glass point-fix
system that incorporates an
automatic vertical louver sunshade. Basically, the
façade contractor can install point-fix
glass (no holes in the glass), plus an external shading control system in one go
using the point-fix arm as the support
for the glass and sunshade. That way
the architectural design is very smooth
and the glass façade is very prominently displayed.
The concept behind all of our design
work is based on cutting edge stainless
steel casting, which is only limited by
size and imagination. The real design
work is what we are, in the end, all
about. Promoting our company internationally has always been the hardest
pill to swallow—how could a company
in Australia with its own manufacturing facilities in Australia and China be
on the cutting edge, people ask.
Steven Polgar
Linox Technology Pty. Ltd.
Alexandria, Australia ■
www.usglassmag.com

Braced for impact
Redesigned Storm Front™ clearly protects
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wind borne debris.
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The State of Glass

Production
in the
United States
While Residential Remains Weak,
Architectural Glass Users Ask “What’s Next?”
by Megan Headley

North American Float/Sheet Capacity by Company
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here’s absolutely no hiding the
fact that the residential construction market has had a troubled year. But the question now
haunting many architectural glass professionals is: will the commercial construction market follow? USGlass sat
down with several glass manufacturing
professionals for their insight into how
they’re preparing for the year ahead.
“The commercial [market] tends to
follow residential eventually,” points out
Mauro DiFazio, vice president of float
glass sales for Zeledyne in Tulsa, Okla.,
“but so far I haven’t seen it. Maybe a little bit, but not dramatically.”
While DiFazio say he’s seen signs of
a very “slight slowdown,” some of this
could be the result of an industry that
expects further tightening.
“We continue to hear from major
forecasting institutions, such as Global
Insights, forecasting a downturn in
2009. I will be honest with you, our
book of business is still very strong in
the commercial market,” says Vicki
Holt, senior vice president of glass and
fibgerglass for Pittsburgh-based PPG
Industries. “Now we’re realists; there’s
bound to be a slowdown around the
corner, but I will tell you we have not
seen it yet. Our plans for 2009 do incorporate Global Insights’ projections,
which do have demand slowing down
for next year. So far we just have not
seen it in our book of business.”
“Speaking generally, commercial
[construction] has been strong last
year, continues to be strong,” adds Russell Ebeid, president of Guardian Industries Corp.’s Glass Group in Auburn
Hills, Mich.“I do see it starting to taper
off slightly, looking ahead. I think for
this year we’re pretty well locked in as
an industry—I’m not talking

T

For an expanded version of this
article, visit ww.usglassmag.com.
www.usglassmag.com
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Guardian per se, but as an industry I
think this year’s pretty well locked in. I
think next year things will be a little bit
softer but not as dramatic as residential has been this past year as a half.”
“We see some of those leading indicators dipping but we also see others
that are still strong,” says Rob Struble,
manager of business communications
for PPG. “We’re hoping for the best—
and we’re prepared for softening.”
“There is no industry consensus regarding the future of commercial construction,” says John Hughes, commercial
segment manager for AGC Flat Glass
North America in Alpharetta, Ga.,
adding,“AGC forecasts a slight downturn,
but growth of other segments and capacity adjustments that have been implemented should have no significant
impact on AGC’s supply and demand.”
While these manufacturers remain
confident that commercial construction isn’t on the verge of dramatic slowing, that brings up another question. If
demand is expected to remain
steady—what about supply?
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Is There a
Glass Shortage?
Could a glass shortage really be on
the way? Rumors of such have been
growing for months.
“We are hearing the rumors,” comments Christine Shaffer, marketing manager of glass fabricator Viracon in
Owatonna, Minn. “We do take them for
what they are. We keep our focus on providing accurate material forecasts to our
suppliers to minimize supply constraints.”
At this point rumors seem to be just
that, since there is some question as to
how a shortage could be possible when
residential construction remains so low.
“[Production of] housing and cars
has been down dramatically in the
United States. Despite that, though, this
industry was running at 88 percent capacity,” Ebeid says.
The key word being “was.” Has there
been a change?
www.usglassmag.com
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“It’s pretty obvious. Asahi Glass. Co.
has taken three tanks out of the industry. There was a huge surplus of clear.
There is not anymore. My understanding is … that the clear market is sold
out,” says DiFazio.
Beginning in April, AGC Flat Glass
North America’s (AFGNA) parent company, Japan-based Asahi, closed the

doors of float glass facilities in Victorville, Calif., and St. Augustine, Quebec, and one production line at its
Greenland, Tenn., manufacturing plant
(see May 2008 USGlass, page 16). According to a press release issued by the
company, the move was expected to recontinued on page 46
September 2008 | USGlass, Metal & Glazing
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North American Float Glass Plant Locations
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Major Imports of Float Glass and Surface
Ground or Polished Sheets
(value in USD)
May 2008 YTD

2007

2006

2005

2004

Belgium

2,107,912

5,281,472

5,901,465

4,539,246

3,445,209

Brazil

378,837

8,196

16,392

78,492

30,113

Canada

14,432,482

38,208,009

41,763,648

30,622,947

31,816,836

China

4,255,435

9,709,156

8,373,098

5,593,943

4,880,670

Federal Republic of
Germany

13,569,560

18,400,020

16,750,732

9,914,875

6,453,548

Finland

441,425

1,262,227

1,444,721

1,107,153

1,096,917

France

538,618

976,103

1,066,547

220,937

457,427

Indonesia

124,479

578,035

1,537,311

1,236,689

1,112,828

Italy

409,281

1,029,166

688,014

526,902

821,720

Japan

5,817,616

12,739,292

10,735,561

11,385,918

10,945,765

Mexico

10,962,584

36,020,415

42,784,823

50,428,233

43,198,153

Netherlands

63,446

124,282

444,284

481,310

544,710

Spain

150,066

180,750

170,734

312,034

227,041

Switzerland

556,611

786,590

738,356

761,287

847,550

Taiwan

83,433

44,485

274,052

146,625

320,386

United Kingdom

477,765

2,425,678

3,100,898

3,662,670

4,322,758

World Total

54,656,684

128,388,360

136,620,693

122,429,344

112,150,331

duce Asahi’s production in North America by approximately 40 percent.
“The downturn in the residential market resulted in a significant overcapacity
situation,” explains Hughes. “This supply/demand situation resulted in AGC temporarily reducing its capacity.”
Others worry about what may happen
should residential market begin to pick
up while commercial holds steady.
“With the downturn of [AGC] and shutting down of three of their float lines we’re
now running at about 98-percent of capacity as an industry,” says Ebeid. “So any
little blip is going to affect supply of glass to
the trade. Looking forward, it’s hard to see
housing getting any worse than it is and it’s
hard to see automotive getting worse than
it is. So, unless there’s new capacity coming on, I believe this will get tighter and
tighter. And any little hiccup in the industry, where you’ve only got two percent
slack, is going to affect the customer base
with timely deliveries,” says Ebeid.
Hiccups such as the torrential rains in
August that left parts of Wichita Falls,
Texas, under as much as 15 inches of
water—and left PPG minus one float
glass line. Rains flooded the plant’s basement and damaged critical process

Source: the U.S. Census Bureau

continued on page 48
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Survey of Glass Manufacturers
Description

Number of employees

3272 – Glass & glass
product manufacturing

327211 - Flat glass
manufacturing

327215 - Glass product
manufacturing made
of purchased glass

2005

2006

2005

2006

2005

2006

101,905

100,919

11,412

10,658

56,943

57,314

Production workers, average per year

82,282

81,061

9,246

8,522

44,727

44,748

Total compensation ($1,000)

5,757,768

5,831,207

742,840

712,094

2,760,148

2,856,624

Annual payroll ($1,000)

4,199,577

4,274,973

505,572

495,191

2,103,914

2,172,596

Total fringe benefits

1,558,191

1,556,234

237,268

216,903

656,234

684,028

Production workers wages ($1,000)

3,067,782

3,135,183

365,310

366,743

1,428,599

1,465,510

Production workers hours (1,000)

175,793

173,055

19,386

18,088

96,002

96,570

Total cost of materials ($1,000)

10,705,153

10,779,864

1,562,463

1,583,795

5,488,303

5,595,156

Materials, parts, containers,
packaging, etc. used ($1,000)

8,109,049

8,174,681

906,487

927,748

4,771,931

4,917,287

Cost of resales ($1,000)

383,664

403,379

D

D

236,899

256,787

Contract work ($1,000)

262,955

192,331

D

D

204,830

110,559

Purchased fuels consumed ($1,000)

1,274,235

1,287,810

441,353

450,515

73,671

78,460

Cost of purchased fuels and electric energy
($1,000)

1,949,485

2,009,473

563,274

579,623

274,643

310,523

Quantity of electricity purchased for
heat and power (1,000 kWh)

12,651,145

12,739,317

2,013,284

1,927,864

3,824,016

3,981,645

Purchased electricity ($1,000)

675,249

721,663

121,921

129,109

200,972

232,063

Value added (1,000)

12,608,538

13,072,084

1,919,084

1,839,490

6,122,803

6,364,057

Total value of shipments ($1,000)

23,335,945

23,684,921

3,462,130

3,374,069

11,592,733

11,885,600

Value of product shipments

22,825,443

23,116,212

3,352,619

3,278,232

11,256,596

11,508,813

Total miscellaneous receipts ($1,000)

510,502

568,709

109,511

95,837

336,137

376,787

Value of resales ($1,000)

485,568

519,965

D

D

302,189

337,835

Contract receipts ($1,000)

6,916

20,850

0

0

6,916

D

Value of interplant transfers

2,444,900

2,404,042

548,930

545,046

998,065

1,088,565

Total inventories, end of year ($1,000)

2,643,034

,804,912

355,481

409,380

1,037,098

1,099,759

Finished goods inventories, end of year ($1,000)

1,580,445

1,684,144

255,424

290,934

405,351

435,572

Work-in-process inventories, end-of-year ($1,000)

267,932

275,057

22,922

26,492

156,012

150,965

Materials and supplies inventories,
end of year ($1,000)

794,658

845,710

77,135

91,954

475,735

513,222

Total inventories, beginning of year ($1,000)

2,633,637

2,544,619

331,792

337,499

993,984

967,123

1,591,185

1,525,568

227,987

245,541

392,554

369,201

274,291

261,451

30,942

22,669

156,280

149,568

768,161

757,600

72,863

69,289

445,150

448,355

1,089,925

1,382,030

204,599

303,065

477,723

601,127

Buildings and other structures
(new and used) ($1,000)

91,266

244,196

8,207

42,551

63,324

181,620

Capital expenditures on machinery and
equipment (new and used) ($1,000)

998,659

1,137,833

196,392

260,514

414,399

419,507

Capital expenditures on automobiles,
trucks, etc. for highway use ($1,000)

9,941

13,431

740

1,997

8,561

10,290

Capital expenditures on computers and
peripheral data processing equipment ($1,000)

23,984

30,796

2,883

6,128

14,678

16,953

Capital expenditures on all other machinery
and equipment ($1,000)

964,734

1,093,606

192,769

252,389

391,159

392,264

Finished goods inventories,
beginning of year ($1,000)
Work-in-process inventories,
beginning of year ($1,000)
Materials and supplies inventories,
beginning of year ($1,000)
Total capital expenditures
(new and used) ($1,000)

D= Withheld to avoid disclosing data for individual companies; data are included in higher level totals
Source: U.S. Census Bureau’s 2006 Annual Survey of Manufacturers (last data available)
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Now we’re realists; there’s bound to be a
slowdown around the corner but I will
tell you we have not seen it yet.
—Vicki Holt, PPG
Major Exports of Float Glass and Surface
Ground or Polished Sheets
(value in USD)
May 2008 YTD

2007

2006

2005

2004

Canada

96,192,915

236,012,514

240,511,508

222,667,955

237,399,816

Japan

10,894,142

34,169,850

39,773,247

41,584,073

30,836,569

Mexico

11,324,910

30,692,486

25,059,394

14,538,024

17,072,238

United Arab Emirates

9,957,647

30,209,983

22,756,943

15,339,654

11,034,586

China

18,431,368

27,437,862

26,379,872

15,392,956

13,649,450

Spain

6,245,960

20,750,098

13,212,304

12,050,961

5,443,229

Colombia

9,076,792

19,561,061

10,998,641

6,944,679

8,704,150

Brazil

10,021,940

16,248,606

7,098,063

7,858,523

7,960,476

Italy

5,096,583

13,917,935

6,124,928

6,590,730

3,967,516

Turkey

6,193,480

12,332,315

9,911,130

9,508,295

8,444,300

Australia

6,463,958

11,918,748

7,662,020

6,640,461

6,361,313

Federal Republic of
Germany

4,343,878

11,254,537

4,746,223

4,241,661

5,683,674

United Kingdom

7,242,863

9,235,101

4,393,917

3,560,176

2,738,669

Korea, South

8,478,454

6,473,955

4,475,381

7,668,009

10,329,981

Belgium

4,387,436

6,429,955

4,558,126

3,605,532

7,345,266

Luxembourg

3,788,489

6,285,496

3,584,991

3,044,594

472,304

Sweden

2,813,236

6,085,386

4,717,059

3,772,418

2,134,361

Saudi Arabia

3,632,015

5,577,527

6,095,745

4,537,515

3,286,729

Costa Rica

2,494,937

5,062,670

4,551,956

2,540,187

2,295,577

Poland

1,316,989

3,586,090

2,838,328

1,620,943

1,429,949

Chile

1,647,718

3,268,183

2,932,192

2,212,440

1,715,307

France

2,045,902

3,148,127

260,789

57,812

145,733

Ecuador

1,962,312

2,748,282

1,372,926

2,180,113

1,996,453

Singapore

591,772

2,712,907

2,932,346

507,341

839,712

Argentina

6,886,113

2,691,245

928,921

901,312

919,992

India

4,650,601

2,064,557

3,111,847

1,608,917

655,268

World Total

270,993,364

576,199,849

491,314,497

435,502,299

427,765,201

Source: the U.S. Census Bureau
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equipment, temporarily halting production (see page 18).
“This has the potential to impact all
PPG glass customers in all segments nationwide,” Struble says, adding “our logistics groups and sales groups are
working with our customers to minimize
the disruption nationwide.”
The disruption came shortly after the
company began making repairs to
other lines.
“We actually took down one of our two
tanks in Carlisle, Pa., early,” says Holt.“We
shut it down in April. That tank is scheduled to be repaired next year but with the
demand as weak as it is in the U.S. market we just didn’t need that capacity right
now, and taking it down allowed us to
better utilize our remaining capacity.”
PPG certainly is not alone in its need
for repairing the long running lines as
continuous upgrades must be made to
furnaces around the world. But for companies such as PPG where, Holt points
out, “the residential segment is actually
the largest user of glass, in terms of tonnage,” now may be just the time to repair
lines when less demand is being heard
from the residential sector.
“We’ve been taking steps as well to
better match our capacity to the demand in the marketplace,” says Holt. “I
think the glass industry is taking steps
to make sure supply and demand are in
balance. I think it’s very important that
supply and demand be in balance because this is an industry that’s also
being faced with significant inflation in
terms of energy, batch ingredients—
which are also tied to energy—the
transportation of that, and then also
transportation and freight … all three
of those categories are highly impacted
by fuel, by natural gas and electricity
cost. Therefore it is critical that this industry begin moving pricing to pass
that on and to do that it’s usually best to
have supply and demand relatively in
balance,” says Holt.
She adds, “You’ve already seen all the
announcements with Asahi’s capacity rationalization.”
Indeed, at the time AGC president and
continued on page 50
www.usglassmag.com
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chief executive officer Brad Kitterman
had commented that “these decisions
were made to minimize the impact of
ongoing market trends, by eliminating
glass overcapacity and non-core product segments.
Among those trends was the continued decline of the North American
housing market. A company press release stated: “the earnings structure of
AFGNA excessively depends on clear
float glass—general-purpose glass that
is difficult to differentiate from products of competitors. This, combined
with higher costs driven by a price
surge in raw materials, has been
squeezing Asahi Glass’ profitability in
the region.”
Hughes adds, “AGC will be bring up
the lines once demand warrants it.”
While the decision was a necessity
for Asahi, “Three tanks made a huge
impact on availability of glass,” as DiFazio points out.

Energy Costs
In addition to the demands on available supplies, energy costs are proving to
be a challenge across the board—and
are providing yet another reason for rising prices on the glass that is available.
It’s a concern for nearly every industry and glass manufacturing is no exception, as Holt pointed out above.
“We have active, aggressive transportation teams that are constantly reviewing
how our product is moved, where it is
moved and, frankly, even what business
you take or don’t take with respect to the
transportation costs as it becomes a bigger and bigger piece of our overall costs,”
Holt says. “Distribution costs play into a
lot of our decisions around our mix and
the customers we serve.”
“Obviously the cost of containers and
freight and trucking and diesel charges
have all been increasing quite a bit,”
Ebeid adds. “What that means is you
want to ship your product closer to home

to minimize the cost. That’s closing the
patterns of trade in this industry.”
According to Ebeid,“Ideally you’d like
to ship your product within 500 miles
of where it’s being manufactured.”
In addition to distribution costs, the
cost of manufacturing itself is an energy intensive process and, from the
cost of running a furnace to the price
of raw materials, and these costs must
be passed onto customers as well.
“Glass is a big consumer of natural gas
as well as electricity, and those costs have
gone up dramatically. The cost of glass,
energy-wise alone—irrespective of raw
materials—has gone up pretty dramatically,” Ebeid says.“To some extent, some
of our raw materials have gone up because they have been fuel-based as well.”
“Manufacturers continually work to
reduce costs associated with the melting
and distribution of glass products—alcontinued on page 52
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though cost improvements have not been
offset due to increased energy and raw
material costs,” Hughes adds.
“Obviously energy costs is a huge
concern for all of us,” DiFazio agrees.
“We use a lot of energy as an industry,
and as a manufacturer we’re constantly
looking for ways to reduce our costs.
[But] it seems like with all of the efficiencies that we keep seeing, the increase in [energy] costs is more than
gobbling up the efficiencies we come
up with. It’s just gone crazy.”

Greening Manufacturing
Despite the seemingly endless chase
of struggling to reduce energy costs
with new technology and upgrades,
only to have costs rise further still, glass
manufacturers have slowly begun turning attention to remaking their energy
intensive manufacturing process. For
an industry where much of the product
development is focused on improved

energy efficiency, it seems a natural
step for the manufacturing process itself to become more energy-efficient.
“You’re starting to see more and
more investment in technology that
allow you to use less energy when making the glass,” says Holt. “Oxygen firing
within glass plants is one of those.”
Holt adds, “We continue as we repair
all of our tanks we deploy the latest
technologies that reduce mostly our gas
consumption but also electricity.”
As Ebeid points out, it’s a continual
process “and there is constant
improvement.”
Perhaps it is a natural step, but it’s not
an easy one. It’s also a slow process,
since in most dramatic instances a
furnace must be taken offline temporarily for updates and repairs.
“These furnaces generally last, depending on the manufacturer, from
12 to 18 years,” Ebeid says.“So even if
you have a good idea you cannot im-

plement it until the furnace wears out,
and then you repair it. And then when
you repair it, you obviously put in the latest updates and efficiencies.
“It’s just like there are newer cars coming out with better car mileage. Do you
change your car every year? No, only when
it wears out or you’re tired of it or what
have you. Then you upgrade,” he says.
According to DiFazio, these upgrades
are more of a necessity than ever.
“With the cost of fuel going up we
have to figure out ways to be able to offset some of those increases by making
our processes more energy-efficient so
we can stay competitive,” he says. ■

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

Welcome
to Bohle America
For 85 years it has been our passion to develop and produce the finest tools and accessories for glaziers
and the glass industry worldwide. We are excited not only to serve you with our German quality products,
but now also to support you with our new US branch, Bohle America. Let us know what we can do for you.

Manual Glass Cutting

Industrial Glass Cutting

UV Bonding

· PCD cutting wheels
· Carbide cutting wheels
· Carbide axles
· Wheel holders
· Complete solutions

· Glass cutters
· Glass breaking tools
· Accessories
· Consumables

· Adhesives
· Metal hardware
· UV lamps
· Fixation devices
· Cleaning materials

t

d see us a

Stop by an

.
ober 6. – 8
as from Oct 0.
in Las Veg
2
9
us at stand
You’ll find

www.bohle-america.com

Bohle America, Inc. · 13850 Ballantyne Corporate Place · Suite 500 · Charlotte, NC 28277 · T +1 704 887 3457 · F +1 704 887 5201
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Don’t Be Left Picking Up The Sticks!
Fire-Rated Modular Framing Solution Saves Time and Money!
If you’ve ever tried to assemble a KD frame, you know it costs you a lot of time searching
for the right part. Now we have an easy answer for you—the prewelded, modular
StileLite™ temperature rise, fire-rated framing system for 60-minute transparent walls.
StileLite frames come in fully-welded, preassembled modules which interlock to allow quick
and easy installations. Available in prime, painted or stainless.
Coupled with Pyrobel® TRI-Safe™ glazing, this system offers the perfect solution for
projects where large expanses of glass are desired, and where safety is a primary concern,
such as in occupancy separations or stairwells.
Call us today for complete information on all of our fire-rated products at (877) 376-3343.
Or, visit us online at www.firesafe-glass.com.

Pyrobel is a registered trademark of AGC Flat Glass Europe. PyroEdge and StileLite are trademarks of AGC InterEdge
Technologies. All others are trademarks of their respective owners. ©2008. All rights reserved. AGC Flat Glass North America.

VISIT US AT GLASSTEC, HALL 11, STAND B26

Five Days,
Nine Halls,
1,000+ Exhibitors …
Are You Ready For It?
glasstec Returns to Düsseldorf
Bringing the Most Cutting-Edge
Glass Technologies and Developments
by Ellen Rogers
ne visit to glasstec
and you know the
all-encompassing
trade fair is like
nothing else the glass
industry has to offer. The
biennial event will take place this year
October 21-25 over 725,000 square feet
of the fairgrounds (Messe) in Düsseldorf,
Germany. glasstec will bring together
more than 1,000 exhibitors from 47
countries in nine halls. Companies will
demonstrate and display the latest in
glass processing technologies, many of
which will focus on some of the biggest
trends to hit the architectural scene.
“Needless to say, this outstanding
development of glasstec has not just
happened coincidentally,” says show
director Marianne Ingenhoven. “Glass
is today as much in demand as ever
and companies naturally also want to
participate in the world’s leading industry event.”

54

Going Solar

Speaking of Technology …

Did someone say energy efficiency?
It’s not just North American companies that are finding ways to “green”
the glass industry. In fact, Europe historically has been much more energy-conscious than North America,
so it’s no surprise that products that
can help reduce energy costs will
have a significant role this year at
glasstec—so much that “Glass & Energy” has been named the theme for
this year’s event. At the trade fair’s
2006 staging more than 30 percent of
the visitors were interested in solar
energy themes, and this year’s staging will not disappoint the energyconscious visitors.
Take a walk though Hall 11 and you’ll
find innovative solar technologies and
displays. The solar theme also will be
the central topic during the technical
symposium that will accompany the
“glass technology live” event.

Hall 11 also will house the “glass technology live” symposium and exhibition
section. The organizer, Professor Stephan
Behling of the Institute of Building Construction at Stuttgart University, will
present information about both today’s
resource-saving measures and a preview
of tomorrow’s technologies. The display
will feature four segments:
• Light and transparency;
• Photovoltaics;
• Solar thermal systems; and
• Heat and solar protection.
In addition, current international
architecture projects and glass applications will demonstrate the implementation and integration of the latest
technologies in insulating glass, windows and façades and will provide information on the construction of
energy-efficient and integrative building covers along with manufacturing
and production processes.
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Take a Look and See Just
Some of the Companies that
Will be at glasstec ’08:

Ready to Go?
Entrance passes and show directories for glasstec 2008 are available
online at www.glasstec-online.com or
from Messe Düsseldorf North America in advance of the show at reduced prices: A one day pass is Euro
27 ($42 USD) in advance or Euro 33
($51 USD) on-site; two-day pass is
Euro 43 ($66 USD) in advance or
Euro 48 ($74 USD) on-site; and Euro
66 ($102 USD) in advance or Euro
72 ($111 USD) on-site will get you a
five-day pass. Show directories cost
Euro 18 ($28 USD).
In addition, entrance passes can
be used as free public transportation
tickets (roundtrip to and from
glasstec 2008) on all buses, streetcars, underground trams (U-Bahn),
urban railways (S-Bahn) and German
rail service within the Rhine-Ruhr regional transport network (VRR).

Listen and Learn
A technical symposium of lectures
and presentations will be held in conjunction with glass technology live.
Some of the themes included in the lecture series are:
• Glass for energy-saving and generating applications;
• Current architectural projects;
• Active-solar building skins;
• Thermal and solar protection; and
• Saving energy with glass.
continued on page 56
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A.W.T. World Trade Inc., Chicago, Ill.
Academy Precision Materials,
Albuquerque, N.M.
Advanced Control Solutions Inc., Sylvania,
Ohio
AGC Flat Glass, Alpharetta, Ga.
AGR International Inc., Butler, Pa.
Albat + Wirsam Software, Bellevue, Wash.
Allmetal, Itasca, Ill.
Angstrom Sciences Inc., Duquesne, Pa.
Applied Materials Inc., Fairfield, Calif.
Armstrong Glass Co., Kennesaw, Ga.
ASC Process Systems, Sylmar, Calif.
Asiaguard (Guardian Industries), Auburn
Hills, Mich.
ASSA ABLOY (Americas), New Haven, Conn.
BASF Catalysts, Iselin, N.J.
Benteler, Fort Wayne, Ind.
Bostik, Wauwatosa, Wis.
Bottero, Florence, Ky.
Bystronic, Hauppauge, N.Y.
C.R. Laurence, Los Angeles, Calif.
Casso-Solar Corporation, Pomona, N.Y.
CEFLA Finishing Group, High Point, N.C.
CMS North America, Caledonia, Mich.
Cognex Corp., Natick, Mass.
Cooltemper, Fayetteville, Ga.
DeGorter Inc. (representing Schiatti
Angelo S.r.l), Monroe, N.C.
DuPont, Wilmington, Del.
Dura Temp Corp., Holland, Ohio
E.W. Bowman Inc., Uniontown, Pa.
Eclipse, Inc., Rockford, Ill.
Edgetech, Cambridge, Ohio
EPCO Architectural Hardware, City of
Industry, Calif.
FeneTech Inc., Aurora, Ohio
Fenzi, Toronto, Ontario
Ferro Corp., Cleveland, Ohio
GIMAV, Milan, Italy
Glasslam N.G.I. Inc., Pompano Beach, Fla.
Glassline Corp., Perrysburg, Ohio
Glassrobots, Pirkkala, Finland
Glasstech Inc., Perrysburg, Ohio
Glaston Corp., Tampere, Finland
Glasweld, Bend, Ore.
H.B. Fuller Co., Minneapolis, Minn.
Hegla, College Park, Ga.
Henry F. Teichmann, McMurray, Pa.
Hyradix Inc., Des Plaines, Ill.
ICD High Performance Coatings,
Vancouver, Wash.

Inland Craft Products Co., Madison
Heights, Mich.
JT Hardware Inc., Irwindale, Calif.
Kokomo Opalescent Glass Co. Inc.,
Kokomo, Ind.
Lisec America, Eagan, Minn.
Litesentry Corp., Dundas, Minn.
MacInnes Tool Corp., Rochester, N.Y.
Merkle International Inc., Galena, Ill.
Mixer Systems Inc., Pewaukee,Wis.
National Glass Association, McLean, Va.
New Hudson Corp., New Hudson, Mich.
North American Refractories Co.,
Cincinnati, Ohio
Paul Wissmach Glass Co. Inc., Paden City,
W.Va.
PNP Special Alloys Inc., San Francisco, Calif.
Poco Graphite Inc., Decatur, Texas
PPG Industries Inc., Pittsburgh
Process Materials Inc., Livermore, Calif.
Pyrotek Inc., Spokane, Wash.
Quantum Engineered Products Inc.,
Saxonburg, Pa.
Ramsey Products Corp., Belmont, N.C.
Ross Controls, Troy, Mich.
Rovisys, Aurora, Ohio
Saint-Gobain, Scottsdale, Ariz.
Schott Glass, Elmsford, N.Y.
Sekisui S-Lec, Columbus, Ohio
Sika, Madison Heights, Mich.
Soleras Ltd., Biddeford, Maine
Solutia, St. Louis, Mo.
Spectrum Glass Co. Inc., Woodinville, Wash.
Sputtering Components, Livermore, Calif.
Stevens Urethane, Easthampton, Mass.
Stewart Engineers & Associates Inc., Flat
Rock, Mich.
Strainoptics Inc., North Wales, Pa.
Strutz International, Mars, Pa.
Technology Trading Group, New York, N.Y.
Toledo Engineering Co. Inc. (Teco Int’l),
Toledo, Ohio
TTC-Textiles-Tuff Temp Corp. (Narricot
Industries), Southampton, Pa.
Uniglass Engineering Oy, Tampere, Finland
Universal Photonics Inc., Hicksville, N.Y.
Uroboros Glass Studios, Portland, Ore.
Venture Tape Corp., Rockland, Mass.
Vesuvius Group, Pittsburgh
Youghiogheny Glass Co., Connellsville, Pa.
Zeledyne, Tulsa, Okla.
Zircar Refractory Composites Inc.,
Florida, N.Y.
September 2008 | USGlass, Metal & Glazing
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Much More to See

HALL 13, STAND C25-4

Of course, the trade show floor will retain its reputation for providing information and products on all parts of the
glass industry. In Hall 9, craftsman-type
finishers and processors of glass will
present their practical applications of
this material, from the finishing of flat
glass to the construction of glass furniture and the use of glass as a “lifestyle”
product in modern architecture. In
Halls 10 and 11, companies will showcase developments such as antimicrobial glass, titanium coatings and more.
While there will be many new products
and technologies to see, glass machinery and equipment manufacturing remain the largest exhibition category in
Halls 12 through 17.
So who’s going to be showing their
wares at glasstec? Check out pages 56-68
for glimpse at what will be on display.

With demand growing for
exterior/interior
spandrel
coated architectural glass, CassoSolar in Pomona, N.Y., is offering its
new Spandrel program. The new
spandrel system integrates a high-quality roll coater and the company’s infrared
(IR) dryer, with several enhancements. To
meet higher quality productivity, IR
heaters have been reconfigured and rearranged as well as other advancements
for cost-effective production.
The company also has introduced a
glass laminating kiln for batch operations to serve the expanding markets of
companies bringing low-production
laminating in-house.
The batch laminating kiln operates by
the vacuum process, which the company

Expand Your
Coating and Laminating

says is suitable for almost all types
of products, including tempered
and bent glasses with PVB, EVA or
other interlayer films. The laminated
glass can be produced in standard widths
of 72, 84 and 96 inches and three lengths
72, 144 and 216 inches. Single or double
units are available to provide up to two
independent chambers with two bed
loads in each.

❙❙➤ www.glass.cassosolar.com

continued on page 58

Exhibitors Showcase
Solar Technologies
With energy efficiency a key focus of this year’s glasstec, several
companies will be displaying new innovations within the field of
solar performance. According to information from the German glass
association VDMA, as early as 2010 electricity produced with the
help of thin film solar modules is likely to cost the same as electricity made in conventional power plants, so it’s also likely that fully
automated mass production will lead to reduced prices as well.
Two VDMA members exhibiting at glasstec this year have been
very involved in this emerging market: Grenzebach (Hall 15,
Stand C33) and Lenhardt (Hall 14, Stand C22/E24).
According to Egbert Wenninger, a member of the Grenzebach
management board, the company’s thin film technology will help reduce production costs per watt installed from 3 to 5
Euros to less than 1 Euro. Wenninger expects the first modules to be available on the market by 2010. He adds that his company’s technology allows for mass production of thin film modules.
In addition, Lenhardt, part of the Bystronic group, will display the first solar module, totally free of laminate, for thin film
cells. Bernhard Schmitt, managing director, says the expensive and time-consuming laminating process, in which the solar
cells are embedded in thin, synthetic foil and merged with the glass lite, is no longer required with the company’s new technology. In addition, less space is needed for the production line since the modules are transported standing and not laying
between different production phases. Schmitt adds that the modules are easily recycled since there is no longer a laminate
that must be removed first.
But Grenzebach and Lenhardt are not the only companies at glasstec that will be displaying solar and photovoltaic technologies. Currently, 111 companies from around the world are registered to exhibit related products.
❙❙➤ www.grenzebach.com
❙❙➤ www.bystronic-glass.com
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Visit USGlass
at glasstec,
Hall 13
Stand C73

HALL 14, STAND E20

Edgetech Makes EnergyEfficiency Interactive
Edgetech I.G. in Cambridge, Ohio,
will feature an interactive stand so
show attendees can explore for themselves the features and benefits of the
Super Spacer® and Super Spacer
Triseal™ warm edge spacer systems.
The booth will include onsite
demonstrations of manual Super
Spacer application, while equipment
manufacturers throughout the show
will display fully-automated options.
The company also will share recent
test results from independent studies,
including reports from the German
Federal Flat Glass Association and the
Rosenheim Institute.
Super Spacer TriSeal will be a main
attraction at the booth. Engineered
for light to heavy residential and
commercial applications, TriSeal is a
dual seal warm edge spacer system
with a butyl (PIB) primary seal and a
choice of silicone, polyurethane, polysulfide, DSE/DSA or hot melt secondary seal. It also contains a third

As you make your way through the
nine halls of glasstec, be sure to stop by and
say hello to members of the USGlass team
where we’ll be exhibiting in hall 13, stand
C73. When you visit, we’ll greet you with a
warm “willkommen” and you can pick up some
reading materials for your flight home—the latest
copies of USGlass, the Architects’ Guide to Glass,
DWM, and our newest launch, Decorative Glass.
See you in Germany!

structural seal made of permanent
acrylic adhesive that increases durability for a longer product life and a
warmer edge of glass.

❙❙➤ www.edgetech360.com

plays; they can also try out the
tools for themselves. This year the
company will be exhibiting in a redesigned booth that will feature different workstations for glass cutting

HALL 9, STAND D48-G68

Visit the Mixing “Bohle”
Visitors to Germany-based Bohle’s
stand can do more than just view and
talk about the new products and disHALL 16, STAND C19/D05

Automatic Recognition
Scratches or impurities in your glass?
For. El. from Italy will exhibit the SC, a
quality assurance, in-line scanner that
inspects for these and other defects in
each lite and then records the image
files in a database. The SC offers pattern and size recognition system so that
it automatically recognizes the glass
shape without the need to enter order
details manually. The process takes
place instantaneously and supplies the
information to the machines that carry
out the subsequent processes throughout the line.
The company will also showcase
the EM vertical grinding machine,
which is designed to process all four
sides of the glass continuously, both
rectilinear and shaped, without any
handling of the lite itself.
❙❙➤ www.forel.com
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and bonding. In addition, the company’s booth will be segmented into
five specific areas where its entire
mix of products will be displayed:
Glass cutting and breaking; glass
handling; automatic glass processing;
glass bonding and fittings; and measuring devices.
Some of the company’s newest innovations include its Cutmaster
Platinum, a cutting wheel designed
to provide high-quality edges without cutting fluids. The new TinCheck
helps find the tin side of float glass
easily.

❙❙➤ www.bohle.de

continued on page 60
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

SEE US AT GLASSTEC IN DUESSELDORF GERMANY OCTOBER 21-25
HALL 15 STAND A01

continued from page 58

HALL 13, STAND B49

Super-Sized RoboTemp™
Due to demand for ever-bigger architectural glass, the size range of Finland-based Glassrobots’ RoboTemp™
FTM flat tempering machines has

been extended with bigger units. New
standards widths of 110 and 126
inches are now available.
According to the company, the furnace has a quick heating time and large
capacity, and produces high quality re-

A Small World
After All
To date, 66 percent of the exhibitors at
glasstec are from countries other than
Germany. The largest foreign exhibitor
contingents are from Italy (189 companies), China (83 exhibitors), the United
States (59 exhibitors), Great Britain (45
companies) and France (41 exhibitors).

sults, especially for soft coated, low-E
glass. With low-E glass, the furnace
achieves 29 seconds/mm of thickness.
The furnace also offers flatness and
high optical quality.

❙❙➤ www.glassrobots.fi
HALL 11, STAND B83

Glasslam Offers
Hurricane Protection—Fast
Glasslam N.G.I. Inc. in Pompano
Beach, Fla., has launched a patent
pending Air-Tight Sudden Impact IG
System to help glass fabricators pro-

HALL 16, STAND F73-74

Shower Door
Machinery is Looking Up
CMS, based in North America in Caledonia, Mich., designed the Vertec vertical drilling/milling machine to execute complex internal and external drilling,
milling and grinding cycles for shower doors quickly and easily. Vertec has a modular vertical design that allows the operator to load manually or from conveyor.
It works in conjunction with edgers, washers and automatic loading and unloading equipment. The glass is stationary while the machining is done, eliminating potential scratches from back and forth movement.
The machine can process glass as large as 98 by 122 inches, and as thick as
0.125 to 0.75 inches. The loading/unloading speed is adjustable up to 65 feet
per minute.
❙❙➤ www.cmsna.com

duce insulating glass meets hurricane
impact codes quickly and efficiently.
The new system uses a layer of crystal clear resin that is applied with a
proprietary process, bonding one interior glass surface with the spacer, to
rapidly create a hurricane impact unit
with one lite less than usual.

❙❙➤ www.glasslam.com

continued on page 62
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HALL 15, STAND A01-02

HALL 11, STAND G58-59

In the Palm of Your Hand

Stop in the Name
of Solar Protection

The design team of Ashton Industrial in the United Kingdom has developed a handheld diamond cross
belts arissing and seaming tool for
working glass that doesn’t fit the usual
production profile, from curves and
shapes to oversized lites.
The unit weighs less than 15
pounds, so it can be carried around a
static glass lite. Ergonomic handles
are placed to make it easy to carry and
steer. It can be used in conjunction
with the company’s power-driven rotary vacuum tables—where the operator stands still and lets the glass
rotate—and if preferred can be suspended on a spring balance cable so
the operator has virtually no weight
to carry.

The latest product in the Brusselsbased AGC Flat Glass Europe’s Stopray
range, Vision-60T, is a high-performance
glass with toughenable coatings, high
solar protection and low emissivity.
The product, for use in double-glaz-

ing in nonresidential architectural projects, offers increased thermal insulation
and retains more than 65 percent of
solar heat. In addition, it’s low light reflection meets the requirements of architects looking for neutral glass.

❙❙➤ www.agc-flatglass.eu

continued on page 64

❙❙➤ www.ashton-industrial.com
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HALL 16, STAND C57

Glaston Expands
Tempering Line
Tampere, Finland-based Glaston has
expanded its line of CHF flat tempering
machines with the new CHF Pro model.
CHF Pro was developed especially for

solar and architectural glass tempering,
where high-quality glass, high capacity
and reliability are necessities. The CHF
Pro features a proprietary technology
that gives the machine the capability to
heat treat glass with improved distortion
characteristics while reducing power

consumption. High speed, high production rates and ease of system integration
have been trademarks of the line. This
technology lends itself to the solar, appliance and architectural industries.

❙❙➤ www.glaston.net
HALL 12, STAND A83

Super Jet Setting
Cooltemper
Cooltemper, based in North America in
Fayateville, Ga., will display the SUPERJETSTREAM full forced convection glass
tempering furnace. The furnace was designed for high speed high specification
coated glass production. According to the
company, it offers world class cycle times,
high yields and high product quality
across the full range of glass products.

❙❙➤ www.cooltemper.com

continued on page 66
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GOING GREEN MEANS SAVING GREEN.
VISTA WINDOW FILM HELPS CUT ENERGY
COSTS BY BLOCKING MOST HARMFUL UV
RAYS AND SOLAR HEAT. BY REDUCING HOT
AND COOL SPOTS THROUGHOUT YOUR
BUILDING, VISTA ALLOWS YOU TO HELP
SAVE THE ENVIRONMENT, WHILE YOU
SAVE ON ENERGY BILLS.

www.vista-films.com

© 2008 CPFilms Inc. VISTA® IS A 53 REGISTERED TRADEMARK OF #0&ILMS )NC s 0/ "OX  s -ARTINSVILLE 6IRGINIA  s    s WWWCPlLMSCOM
4HE NATURE OF CERTAIN DELICATE FABRICS AND DYES WILL LEAD TO PREMATURE FADING REGARDLESS OF THE APPLICATION OF ANY WINDOW lLM OR PROTECTIVE TREATMENT

continued from page 64

HALL 16, STAND A18-21

Straight or Shaped,
Intermac Makes the Cut
Genius 37 CT from Charlotte, N.C.based Intermac America, a part of the
Biesse Group in Italy, sets new standards in CNC cutting tables for straight

and shaped cutting
of flat glass in standard
sheet sizes. It can be configured to
meet the needs of any size shop.
The machine bed is constructed of a
rigid frame fitted with calibrated
wooden panels for an absolutely flat

GROVES KNOWS
It takes more steel to make a better rack!

Quickly converts from
Stationary to Mobile with
quick release caster design!

work
area. The operating head is fitted with an automatic
cutting pressure control system that automatically adjusts the pressure according to the geometry of the cutting
path. PC-controlled axis speed and
high-quality electronic and mechanical
components work to optimize cutting
time, ensuring flexibility and uninterrupted workflow. Teleservice software
enables remote diagnostics and software updates via modem. With a webcam, machine images can be
transmitted to the company’s service
department in real time.

❙❙➤ www.intermacamerica.com
HALL 13, STAND E69:

A Bird’s Eye View
LiteSentry Corp. in Dundas, Minn., will
introduce the new Falcon™ precision size
and geometry inspection system for solar
and photovoltaic applications.

There is strength in numbers
We use larger thick-walled, square steel tubing than any other
manufacturer – because we build our racks the way we built
our business – TO LAST!
Designed by tradesmen for the trade

www.groves.com
800-991-2120
66

sales@groves.com
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The company also will demonstrate
its Osprey™ distortion measurement
system for tempering, laminating and
solar applications. The system inspects
for roll wave, local bow, edge kink, picture frame, pocket, hammer and all
other distortion.
The Hawkeye® inspection system for
insulating glass, laminating and coating
continued on page 68
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Loå3-366 >SeaStorm> XL Edge > Neat > Preserve

Computerized Control
6 Production Lines
Vision Scope and Hawkeye Inspection
Real-Time Damaged Glass Replacement
Patented Rack System
Sequential Packaging
Stocking Programs
I.Q. Intelligent Quality Assurance Program

Long before the
storm rolls in,
Cardinal delivers.

You can’t afford to have customers waiting for hurricane-resistant glass. That’s why you
can count on Cardinal SeaStorm®. We have the systems in place to deal with the unusual
situations, intense demand and short lead times common in the industry. Whether you
want laminated glass to meet hurricane codes, provide home security or reduce noise,
Cardinal delivers – on time and complete. Incorporate SeaStorm into IG units, and you
have an energy-efficient product that can’t be beat. So get out ahead of the storm.
For information, visit www.cardinalcorp.com.
HURRICANE-RESISTANT GLASS

Cardinal LG Company / Superior glass products for residential windows and doors

A CARDINAL GLASS INDUSTRIES COMPANY

From engineering
ering andd technical sales to production
and management,
ment, wee are driven by a commitment
to provide dependable
ependable and
and cost-effective
cost-effective vacuum
vacuum
KDQGOLQJHTXLSPHQWWKDW¿WVRXUFXVWRPHUV¶VSHFL¿F
SPHQW WKKDW ¿WV RXU FXVWRPHUV¶ VSHFL¿F
needs.
Designed to bee lightweight
lightweeight and rugged, our full line of
URWDWRUVWLOWHUVÀDWOLIWHUVDQGYDFXXPFXSVSURYLGH
V ÀDW OLIWHUV DQG YDFXXP FXSV SURYLGH
DQHI¿FLHQWHFRQRPLFDODQGHUJRQRPLFDSSURDFKWR
FRQRPLFDDODQG HUJRQRPLFDSSURDFKWR
glass installation
ion and fabrication. Made in the good
old U.S.A., our
ur lifters comply with ANSI and ASME
standards and are
are available
available with
with a variety
variety of
of capacities
capacities
and options to meet
meet your
your requirements.
requirements. Our
Our multi-pad
multi-pad
frame designss distribute
distributte load weight evenly to reduce
breakage. Most
st models
modells are available with AC, DC or
compressed air vacuu
vacuum
m systems.
y
:HFRQ¿GHQWO\VWDQGEHKLQGRXUFRPPLWPHQWEHFDXVH

\VWDQGEHKLQGRXUFRPPLWPHQWEHFDXVH
we have spent
nt the time
time to develop a variety of lifters
specially suitedd to
to meet
meet the
the demands
demands of
of glass
glass handling
handling
professionals.

continued from page 66

commitment
MATTERS
AT
TTERS

processes inspects for defects,
including scratches, digs, blemishes, coating problems, seeds,
stones, bubbles, tin spots, edge
grind skips and other defects.
Also available is the Raven™
sensor for glass thickness, insulating glass space thickness
and identification of coated
surface. The Owl™ mass measurement with closed-loop furnace control measures loads of
glass entering a batch tempering furnace.
❙❙➤ www.litesentry.com ■
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Sold throughh authorized
authorizzed distributors.
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S

Including C.R.
R. Laurenc
Laurence
ce Co., Inc. and
Sommer and Maca Industries,
Inndustries, Inc.

0
I O9

www.powrgrip.com - 800.548.7341

01
:2 0 00

SGS

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

e-bentglass.com

recision Glass Bending specializes in the
custom fabrication of BENT GLASS,
one piece or thousands, for Architectural,
Fixture & Furniture applications. Capabilities
include bent glass in kinds Annealed,
Heat-Strengthened, Safety Tempered,
“One piece or thousands, our custom fabricated bent glass
Safety Laminated, and Insulating.
is bringing form and function to the designs of tomorrow.”
Clear, Tinted, Low-E, Reflective,
Acid-Etch, Low-Iron, and
Specialty glass for
CAD/CNC integrated
fabrication into TRUE
RADIUS (Curved Glass)
or IRREGULAR BENDS
in sizes up to 96" x 130";
3/32" to 3/4" thickness;
Polished Edges, Holes,
Notches, or Cutouts.
Advanced capabilities for
*photo courtesy of Solar Innovations, Inc.
bending 3-D fluid shapes, processing highperformance coatings, utilizing digital data, and
the five-axis CNC machining of bent glass surfaces.
Built on years of innovation, Precision Glass
Bending has formed a new generation of shaped
THE WORLD LEADER IN Precision Glass Bending Corporation
glass with patented methods, proprietary
CUSTOM FABRICATED PO Box 1970, 3811 Hwy 10 West
BENT GLASS Greenwood, AR 72936-1970
software,and space-age machinery, all backed
UNITED STATES OF AMERICA
by a team of industry experts. The results
Tel: (800) 543-8796
are found in the IMPECCABLE QUALITY and
Fax: (800) 543-8798
QUICK DELIVERY of every AFFORDABLE PIECE.
A GUARDIAN ‘SUN-GUARD’ CERTIFIED FABRICATOR
sales@e-bentglass.com
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CAT. NO. VE2PLUS2
TWO SPINDLE VERTICAL EDGER

• Abrasive Belt Machines
• Edgers
• Drilling Machines
• Swiping Machines
• Grinding and
Smoothing Mills
• Bevelers
• Microseparators
• Glass Washing Machines
• Glass Cutting Machines
• Insulating Glass Lines
• Laminating Lines
• Silvering Lines
• and more!

CAT. NO. TD25
VERTICAL 2-SIDE AUTO DRILL

CAT. NO. 2622000
106" WET ABRASIVE BELT MACHINE

CAT. NO. VEW60
60" VERTICAL GLASS WASHER

somaca.com

JBB228-5/08

Most machinery is in stock and ready to ship.
Visit us online at somaca.com for complete
information of these and other machines.

Your
Definitive
Source
for Glass
Machinery

Place Your Order Toll Free
Phone: (866) 583-1377
Fax: (866) 584-9722
E-mail Us Directly at:
somaca@crlaurence.com

Guide to EQUIPMENT &

USGlass conducted a survey of all major glass
equipment and machinery suppliers, asking which
of the most critical pieces of machinery they offer.
The results have been compiled into a chart for
your easy reference the next time you look to make
a major addition to your fabrication facility.
Anver Corp.
www.anver.com
Ashton Industrial
www.ashton-industrial.com
Automated Machinery Inc.
www.automated-inc.com
Billco Manufacturing
www.billco-mfg.com
Bottero Flat Glass Inc.
www.bottero.com
Brecoflex Co. LLC
www.brecoflex.com
Bromer Inc.
www.bromerinc.com
Bystronic
www.bystronic.com
Casso-Solar Corp.
www.cassosolar.com
Cefla Finishing America
www.ceflaamerica.com
CMS North America Inc.
www.cmsna.com
Cooltemer
www.cooltemper.com
Demountable Concepts
www.demount.com
DeGorter Inc.
www.degorter.com
Dispense Technologies
www.dispensetech.com
elumatec USA Inc.
www.elumatecusa.com
F. Barkow
www.barkow.com
Fenzi North America
www.fenzi-na.com
FOR.EL. S.p.A.
www.forelspa.com
GED Integrated Solutions
www.gedusa.com
Glassrobots Oy
www.glassrobots.fi
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P: 800/654-3500
F: 978/568-1570
P: 44 (0)1279 624 810
F: 44 (0)1279 626 615
P: 330/535-9200
F: 330/535-9298
P: 724/452-7390
F: 724/452-0217
P: 39 0171 310611
F: 39 0171 401611
P: 732/460-9500
F: 732/542-6725
P: 450/477-6682
F: 450/477-9679
P: 631/231-1212
F: 631/231-1040
P: 845/354-2500
F: 845/362-1856
P: 336/662-9813
F: 336/662-0318
P: 616/698-9970
F: 616/698-9730
P: 44 (0) 1274 615550
F: 44 (0) 1274 615540
P: 800/254-3643
F: 856/863-0900
P: 800/334-9399
F: 704/225-8290
P: 248/486-6244
F: 248/486-6449
P: 574/273-1790
F: 574/273-1890
P: 800/558-5580
F: 414/332-8217
P: 416/674-3831
F: 416/674-9323
P: 39 0422 840507
F: 39 2422 840900
P: 330/963-5401
F: 330/963-0584
P: 358 3 3132 3000
F: 358 3 3132 3350
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Glasstech Inc.
www.glasstech.com
Glastar Corp.
www.glastar.com
Glaston Corp.
www.glaston.net
Grenzebach Corp.
www.grenzebach.com
Groves Inc.
www.groves.com
Hegla Corp.
www.heglacorp.com
IGE Solutions Inc.
www.igesolutions.com
Intermac AGM
www.intermac.com
J & S Machine Inc.
www.jsmachine.com
Jordon Glass Co.
www.jordanglass.com
Joseph Machine Co.
www.josephmachineco.com
Kear Fabrication Inc.
www.kearfab.com
LiteSentry Corp.
www.litesentry.com
Lisec
www.lisec.com
McGill Air Pressure LLC
www.mcgillairpressure.com
McKeegan Equip. and Supply Co.
www.mckeeganequip.com
Metalcraft Engineering Ltd.
www.glassracking.com
Nordson Corp.
www.nordson.com
Quattrolifts
www.quattrolifts.com
Richter Enterprises
www.richterenterprises.com
Salem Flat Glass and Mirror
www.salemdist.com
Schiatti Angelo srl
www.schiattiangelosrl.com
Schodorf Truck Body & Equipment Co.
www.schodorftruck.com
Sommer & Maca, a division of CRL
www.crlaurence.com
Strainoptics Inc.
www.strainoptics.com
Taricco Corp.
www.taricco.com
Uniglass Engineering Oy
www.uniglass.com
Unruh Fab Inc.
www.unruhfab.com
Wakefield Equipment
www.wakefieldequip.com
Wood’s Powr-Grip Co. Inc.
www.powrgrip.com

www.usglassmag.com

P: 419/661-9500
F: 419/661-9616
P: 818/341-0301
F: 818/998-2078
P: 358 10 500 500
F: 358 10 500 6190
P: 770/253-4980
F: 770/253-5189
P: 815/337-9780
F: 815/338-8640
P: 404/763-9700
F: 404/763-0901
P: 800/919-7181
F: 561/741-3071
P: 704/583-3133
F: 704/583-3094
P: 715/273-3376
F: 715/273-5241
P: 305/482-0116
F: 305/482-0119
P: 717/432-3442
F: 717/432-0680
P: 866/760-0841
F: 905/760-0842
P: 507/645-2600
F: 612/573-6541
P: 43 7475/505-0
F: 43 7475/505-40
P: 614/829-1200
F: 614/445-8759
P: 734/459-5870
F: 734/459-9837
P: 0064 3 3603373
F: 0064 3 3603374
P: 440/892-1580
F: N/A
P: 702/566-5841
F: 702/566-9729
P: 404/642-6610
F: 678/364-6606
P: 800/234-1982
F: 336/766-1119
P: 39 0362 238496
F: 39 0362 327990
P: 800/288-0992
F: N/A
P: 800/421-6144
F: 800/262-3299
P: 215/661-0100
F: 215/699-7028
P: 800/425-2837
F: 562/901-3932
P: 358 10 500 530
F: 358 10 500 8000
P: 888/772-8400
F: 316/772-5852
P: 440/899-5658
F: 440/899-5661
P: 406/628-8231
F: 406/628-8354
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MACHINERY

Lean, Mean

Glass Processing Machines
An Inside Look at the Latest Glass Processing Machinery and Equipment

any of the amazing applications of glass are due to the increasingly high
quality of machines and tools available. From furnaces to washing machines, they all have their place—and we have a list of who has what.
After checking the many options available on the chart on page 70, read on for a
more in-depth look at our sampling of glass processing machinery and equipment.
For even more equipment and machinery options, check out the glasstec preview on page 54.

M

Salem Seams,
Bevels and Drills
Direct from Italy
DeGorter Inc. in Monroe,
N.C., supplies grinding
and polishing machines
from Schiatti Angelo srl in
Italy that work on two
sides of a lite simultaneously. The machinery creates flat and arris or
pencil pro-

files
on
glass
thicknesses
between 0.08 to 0.79 inches.
A complete grinding line, composed of two grinding machines and
a transfer table, also can be supplied for
processing all four edges. These machines are
designed for mass production and, according to the
company, numerous complete lines have been successfully supplied for producing
photovoltaic panels.

Salem Distributing Co. in WinstonSalem, N.C., offers a wide selection of
machinery and equipment options, including the Bovone ELB edgers. The ELB
17/45 is a 16,770-pound, 17-cup wheel
edger designed to produce precision flat edges, mitrers
and arrises, all cerium
polished. The 11,030pound, 14-cup ELB
14/45 wheel edger produces
precision cerium polished flat
edges with seams. This high production
edger features the Bovone “signature”
track system able to process glass as
small as 1 3⁄8 inches square or as large as
2,200 pounds.
The company also offers three models
of the Bovone MINI MAXI straight-line
bevelers: the 371, 362 and the 361+1,
which differ in their wheel configuration. This line is available with a programmable logic control, which features
a touch-screen interface. These bevelers
can accurately and quickly adjust perti-

❙❙➤ www.degorter.com

continued on page 74
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Cooltemper USA announces the completion of its first SUPER-JETSTREAM full
forced convection glass tempering furnace installation in the US.
Braxton Smith the owner of The Glenny Glass Co. based in Cincinnati made the
decision to buy the Cooltemper SUPER-JETSTREAM furnace after visiting a
number of existing Cooltemper US installations and the completion of extensive
soft-coated glass trials at the companies manufacturing plant in Taiwan. “The
decision was a no brainer!” said Braxton. “We looked at the advanced technology,
cycle times, glass quality, competitive pricing and service back-up. Cooltemper had
everything we were looking for. We are now positioned to deliver the most thermally
efficient architectural glass products in today's energy conscious building market!”

Designed for high speed high specification coated glass production, the
SUPER-JETSTREAM offers world class cycle times, higher yields and
superior product quality across the full range of glass products.
Supplied by:
COOLTEMPER USA
110 Habersham Drive,
Suite 114
Fayetteville, GA 30214
Phone: 770 371 5044
Fax: 770 371 5002
mail: shel41@bellsouth.net
VISIT US AT GLASSTEC, HALL 12, STAND A83

Guide to EQUIPMENT &

MACHINERY
continued from page 72

nent settings from data entered from the
interface or recalled from a memory of
up to 1,000 programs.
The CAMBI VERTICAM C 130 is able
to drill sheet glass in the vertical position, and utilizes numerical controls to
ensure accurate drilling even in high
production settings. The easy-to-use
program is capable of storing drilling
jobs for future work.

❙❙➤ www.salemdist.com

Heavy-Duty Movers
Woodstock, Ill.-based Groves Inc.’s
heavy-duty transport racks help move
material around the shop and transport
material to the jobsite. Each transport
rack features hold-downs for added

uniformly bonding the glass and plastic
surfaces together. The hot pressurized air
process developed for the autoclaves
allow users complete control of temperature and pressure during the bonding
process. The company reports that its
high-quality autoclaves are safe and easy
to operate and are custom designed to
meet processing requirements and particular climate conditions in the architectural laminated safety glass industry.

❙❙➤ www.unitedmcgill.com

Tandem Fabrication
Automated Window Machinery in
Akron, Ohio, has released the AMPC255-H Automated Multi-Station Fabrication Center, a system that allows
unitized curtainwall manufacturers to
fabricate multiple features on a pair of
mating vertical mullions—simultaneously reducing cycle time and improving accuracy. Punching stations are
independently controlled and a “quick
change” die system allows multiple part
configurations and punching options.
Each punch station features its own self-

safety. Quick release mounting pins
change the transport rack from mobile
to stationary in less than a minute.
Transport rack capacities range from
4,000 to 10,000 pounds per rack.

❙❙➤ www.groves.com

Taking Control
of Autoclaving
Columbus, Ohio-based McGill AirPressure’s glass laminating autoclave systems provide an advanced method for
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contained hydraulic system and digital
position read-out. The entire system is
controlled by a touch-screen PC.

❙❙➤ www.automated-inc.com

Hardly Dispensable
DuraDrum™ IG bulk melters from
Nordson Corp. in Duluth, Ga., deliver
consistent dispensing of sealants, mastics or adhesives to insulating glass production. The gear pump and metering
capability provide positive displacecontinued on page 76

Bend It Like J&S
J&S Machine in Ellsworth, Wis., is
distributing the CR138RIMW, a PC-based
CNC storefront
and extrusion
bender.
Files
can be imported
in DXF format or
entered based
on data. It features 100 rotation and 500
roller positioning
speeds with automatic encoder
placement, photoeye detection and bending archives to facilitate quick set-ups and optimum cycle times for ellipses,
polygons and single radius round-tops while maintaining precision in the transitions between straights and bends or between radii.
❙❙➤ www.jsmachine.com
www.usglassmag.com
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MACHINERY
continued from page 74

ment even for high viscosity materials and
eliminate need for
regulators or
compensators.
The all-electric, seal-less
pump offers
easy operation
and eliminates
maintenance
associated with
seals wearing. DuraDrum IG melters
install quickly and easily on linear extruders and most edge sealers, or manual systems for fourth corner patch or
handgun use.

❙❙➤ www.nordson.com

Go to www.saf.com
Order ALUMINUM SHEET & EXTRUSIONS now!
Online pricing.

NO FREIGHT or SURCHARGES over 100lbs.
Ask about:  Next Day Out Extrusions Service.  Next Day Out Fabrication Services.

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

76

USGlass, Metal & Glazing | September 2008

Get Onboard with
Demountable Concepts
With a new, larger facility in which to
work and increased production capacity,
Demountable Concepts in Glassboro,
N.J., is able to offer its glass carriers to a
wider client base than ever before.
The company produces glass carriers
for vans, pick-ups and small trucks, although custom configurations are available. Each rack includes features such as

removable access panels to service rear
wheels and convenient built-in pole-holders. A 16-gauge stainless steel tube frame
and 2-inch-wide padded support slats
form a durable and rigid carrying surface.
Easy-to-adjust patented System-2 cleats
on 1 ½-inch 16-gauge square tube poles
hold the glass or stone securely in place.
❙❙➤ www.myglasstruck.com ■
www.usglassmag.com

VISIT US AT GLASSBUILD, BOOTH #2946 AND AT GLASSTEC, BOOTH #D-19 IN HALL 15

A Hurricane By
Many Other Names
International Hurricane Glazing
Standards and Systems Come of Age
by Valerie Block, Tom
Kopec and Dave Rinehart

Hurricane,
typhoon or
cyclone—

three terms for the same storm event,
depending on its location in the world.
In the Atlantic Ocean, Caribbean Sea,
Gulf of Mexico and east of the International Date Line in the northern Pacific,
the term used is “hurricane.” West of the
International Date Line in the northern
Pacific Ocean it’s “typhoon,” and in the
far southwest Pacific Ocean and in the
Indian Ocean it’s “cyclone.”
Over the past few years, many different parts of the world have been hit by
storms that have left significant casualties, both in terms of lives lost and
homes, buildings and crops destroyed.
One such storm, Typhoon Neoguri, hit
the Chinese island of Hainan in April
2008 with such a force it caused 120,000
people to flee low-lying areas. Cyclone
Nargis, a weak Category IV storm that
hit Burma (Myanmar) in May 2008, had
sufficient strength to produce a 12-foottall storm surge that flooded vast areas
of farmland and killed thousands of
people. In 2007, Cyclone Sidr made
landfall in Bangladesh as a Category V
storm with sustained winds of 160 mph.
The cyclone caused widespread damage,
especially to homes and schools.
In 2007, the Caribbean felt the wrath of
Hurricane Dean. More than 50,000 peo-
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ple were evacuated from coastal towns in
Cuba, the Dominican Republic experienced a storm surge up to 20 feet and Jamaica was in a month-long state of
emergency. In Mexico, Dean hit the Yucatan as a Category V storm, leaving
90,000 homes without power. Two years
earlier, Hurricane Wilma hit the Yucatan
Peninsula, causing extensive damage in
the city of Cancun. Mexican insurance
companies reported that Hurricane
Wilma was likely to be the country’s most
costliest disaster ever—$7.5 billion USD.

Are Impact Protection
Requirements Necessary?
Despite evidence that hurricanes can
cause widespread damage, impact protection of buildings did not exist anywhere until the 1994 South Florida
Building Code. Hurricane Andrew was
the impetus for the building code
changes. This 1992 hurricane claimed
65 lives, destroyed or severely damaged
600,000 homes and businesses and
caused more than $25 billion in property damage. The primary cause of the
property damage was windborne debris that penetrated doors and windows, leading in many cases, to an
increase in internal pressures and, ultimately, the collapse of the structure.
The 2000 International Building Code
(IBC) contained requirements for impact
protection for hurricane-prone regions
within one mile of the coastal mean high
water line where the basic wind speed was

USGlass, Metal & Glazing | September 2008

100 mph or greater, or where the basic
wind speed was 120 mph. The IBC stated
that glazed openings located within 30
feet of grade would be required to meet
the large missile testing requirements, and
glazed openings located more than 30 feet
above grade would be required to meet
small missile testing requirements.
Because state building code councils
in the United States are responsible for
reviewing proposed code changes at
their level to determine if there are any
conflicts with current building practices,
administration and enforcement, not all
states may choose to adopt requirements
for impact protection. Florida, for example, granted the Panhandle an exemption from windborne debris protection
requirements, and only recently reversed
this exemption. No state building code
council exists in Texas. The Texas legislature has adopted the 2003 IBC by
statute, but local jurisdictions review and
can modify the code. This makes for
variations in the building code between
cities and counties.
The other building code program in
Texas is run through the Texas Department of Insurance (TDI). This program
provides insurance when the national
or regional carriers elect not to do so.
This occurs along the coast where the
threat of hurricanes making landfall is
great. The windborne debris protection
requirements follow what is required in
the 2006 IBC. Residential construction
has been the primary user of this covwww.usglassmag.com

When designing hospitals in high wind
zones, architects often specify glass that
offers enhanced storm protection, for added
patient safety and emergency shelter.

Hurricane Zones
Level
Wind Rating
Basic
of Protection
(MPH)
Protection
Zone 1
110 to 119
C
Zone 2
120 to 129 (> 1mile)
C
Zone 3
120 to 129 (< 1 mile),
D
130 to 139
Zone 4
> 140
D
The large missile requirements found in ASTM
related to four wind zones and the type of
required (basic versus enhanced).

Enhanced
Protection
D
D
E
E
E1996 are
protection

Missile Test Levels
Missile Level
Missile Type
Missile Speed
A
2 gm Steel Ball
130 ft/sec
B
2 lb 2x4
50 ft/sec
C
4.5 lb 2x4
40 ft/sec
D
9 lb 2x4
50 ft/sec
E
9 lb 2x4
80 ft/sec
ASTM E1996 defines the small missile type as a 2 gm steel
ball traveling at 130 feet per second. Missiles B, C, D and E
are specified for large missile tests.

erage, but commercial projects can use
this program as well. The other part of
the TDI program is product registration. Door and window systems need to
be listed in advance in order to be accepted during program inspection. The
current TDI database is found on their
website, www.tdi.state.tx.us.

Florida, A Model
Building Program
Empowered by the Florida legislature
to promulgate and maintain the Florida
Building Code (FBC), the Florida Building Commission is an example of a
strong state building program. The 2006
IBC has been incorporated into the 2007
FBC, which is scheduled to go into effect
in January 2009. The FBC contains impact protection requirements for the state
and, in particular, calls out TAS 201, TAS
202, and TAS 203 for compliance in High
Velocity Hurricane Zones.

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

TAS 201 protocol covers the missile
impact tests as required by Section 1626
of the Florida Building Code. The large
missile impact test is required for elevations up to 30 feet. The impactor is a 9pound 2-by-4 timber traveling at 50 feet
per second. Small missile tests require 10
impacts from a two gram steel ball at 130
feet per second in the center, near an edge
and near a corner for a total of 30 impacts
for each of the three test specimens. Following missile impacts, test specimens
are subjected to a combination of 9,000
positive and negative cyclic pressure
loading cycles per FBC and TAS 201. TAS
202, a protocol for uniform static air pressure testing, also is required.
The Florida Building Commission
also has established a product approval
system for building envelope components. All door and window systems
must be tested and certified. The Commission has all product reports reviewed
for compliance to the current version of
the code and lists all approved systems
on its website. Although the initial concept was that this product testing program would be voluntary, it is now
mandatory for all exterior products.

ASTM and ISO
Standards Guide the Way
ASTM E1886 Test Method for Exterior
Windows, Curtain Walls, Doors and Impact Protective Systems Impacted by
Missile(s) and Exposed to Cyclic Pressure
Differentials and ASTM E1996 Standard
Specification for Performance of Exterior Windows, Curtain Walls, Doors and
Storm Shutters Impacted by Windborne
Debris in Hurricanes are the two standards used for testing and specification
guidance in the United States.
ASTM E1886 has both large and small
missile requirements as well as pressure
cycling requirements that follow after
impact testing. In most areas, only one
impact is required per specimen, and no
impact is required on the mullion outside of the 140 mph wind zone. Failure
is defined as an opening through which
a 3-inch sphere can pass. Small missile
impact resistance is required from 30 to
60 feet in height above grade. ASTM
E1996 creates protection zones and additional missile types for users.
Specifiers seeking specific test
continued on page 80
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When you need to meet
tough security glazing standards,
look to the Patriot Series
by Accura Systems.

The Patriot Series™ by Accura Systems is a
comprehensive line of enhanced framing systems
engineered to accommodate the most stringent
security glazing criteria. The Patriot Series curtain
[EPPERH½\IH[MRHS[W]WXIQWEVIHIWMKRIHJSV
blast resistance, ballistics, hurricane impact

and forced-entry protection.
8LIWITVSHYGXWEVIX]TMGEPP]JEGXSV]EWWIQFPIH
ERHJEGXSV]KPE^IHXSIRWYVIUYEPMX]ERHLMKL
performance, as well as tested to meet the
various governmental standards.

Accura Systems, Inc.
972.226.0195
www.accurasystems.com/patriot
Accura Systems is a member of the Protective Glazing Council.

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 translucencyallowing
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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A Hurricane By
Many Other Names
continued from page 79
requirements in the ASTM standards
must first identify the applicable wind
rating for the location from ASCE 7. Once
the wind rating has been identified, the
ASTM E1996 standard specifies the basic
or enhanced protection requirements. In
addition, the standard identifies the missile type and speed required for testing.
Not restricted to use only in the United
States, the ASTM standards have become
a reference for specifiers and building
owners in other areas where windborne
debris protection may be needed.
In 2006, the International Standards
Organization (ISO) published its ISO
16932 Glass in Building—Destructive
Windstorm Resistant Security Glazing
Test and Classification standard. A
working group of international experts
participated in the development of this
standard. Similar to the ASTM standards, the ISO standard contains methods for large and small missile impact
testing, as well as air pressure cycling.
While it is not a mandatory standard, it
is available for adoption by a national
building code or government agency in
countries around the world.

What’s Next?
There is no doubt the impact protection requirements found in the United
States are finding their way into other
regions. With the ASTM or ISO standards as guidelines for regulatory action in other regions, it is likely that we
will see the continued growth of the
hurricane protection outside of the
United States. ■

Va l e r i e B l o c k , To m
Kopec and Dave
R i n e h a r t are part of DuPont’s
Hurricane Team. They work with
architects, glazing contractors and
glass fabricators on the design,
performance and certification of
impact doors, windows, skylights,
storefronts and curtainwall
systems. The authors’ opinions are
solely their own and not
necessarily those of this magazine.
www.usglassmag.com

Our production includes:
• Straight line edgers for pencil, flat with arriss
waterfall and OG edge;
• Double Edging machines for pencil and flat edge;
• Drilling machines with opposite drilling heads;
• Multi-head drills;
• Straight line beveling machines;
• Glass loaders;
• Drilling centers;
Cerium
Oxide

To learn more about us, visit
www.schiattiangelosrl.com

WHY LOOK
FOR
OTHER
SOLUTIONS?
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Oxide
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Double edging machine
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20038 Seregno (MI) - via alla Porada, 188 - Tel. 0362/238496 - 235640
Fax 0362/327990 - E-mail: info@schiattiangelosrl.com
Represented in the United States by:
All machines in accordance
with

standards

5623 Cannon Drive - MONROE, NC 28110
Phone 704/282/2055 - Fax 704/225/8290 - E-mail: peter@degorter.com

Come See Us at glasstec, Booth #16D21

15th Year Celebration
Glass Expo
Midwest™
2008

Registration
Information
Members of any of Glass Expo Midwest’s™ sponsoring associations—
which includes the Illinois Glazing
Association and the Michigan, Ohio,
Minnesota, Indiana and Wisconsin
Glass Associations, the Detroit Glass
Dealers Association and the Association of Glazing Contractors—are able
to receive a free attendee registration
for all employees of the company. To
take advantage of this offer, staff
must pre-register for the show by November 18, 2008.
To register for this year’s Glass Expo
Midwest™ turn to page 86 or visit
www.usglassmag.com/gems.

Schedule at a Glance
Monday, December 8
1-5 p.m.
Registration
Tuesday, December 9
7:30 a.m.-8 p.m. Registration
8 a.m.-12 p.m. Seminars and
Workshops
Morning Coffee Break
(Sponsored by JLM Wholesale Inc.)
12 p.m.-1 p.m. Lunch on your own
1-3 p.m.
Seminars and
Workshops
3-8 p.m.
Glass Expo
Midwest™ 2008
6-8 p.m.
Welcoming Cocktail
Party (Sponsored
by Gunther
Mirror Mastics)
Wednesday, December 10
7:30 a.m.-3 p.m. Registration
8 a.m.-3 p.m.
Seminars &
Workshops
Morning Coffee Break
(Sponsored by JLM Wholesale Inc.)
10 a.m.-3 p.m. Glass Expo
Midwest™ 2008
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ome of you may already know
that for a 15th anniversary, the
“traditional” gift is crystal, while
the “modern” gift is (you guessed it)
glass. In its 15th year, Glass Expo Midwest™ will be giving the gift of glass education—December 8-10, at the
Renaissance Schaumburg Hotel & Convention Center in Schaumburg, Ill. This
regional educational event is sponsored
by USGlass magazine and the Illinois
Glazing Association and the Michigan,
Ohio, Minnesota, Indiana and Wisconsin
Glass Associations, the Detroit Glass
Dealers Association and the Association
of Glazing Contractors.

S

A Full Seminar Schedule
As part of its glass education program,
Glass Expo Midwest will feature seminars in both architectural and general
business tracks. Several of today’s biggest
trends in architectural glass will be covered in these sessions.
To start with, it’s rare to find a conference today that isn’t touching on the
topic of “green,” and at Glass Expo
Midwest a discussion on the U.S. Green
Building Council’s LEED Green Building Rating System and how architectural aluminum, glass and sunshades
can contribute to LEED credits will be
included. Steve Fronek, vice president
of Wausau Windows & Wall Systems in
Wausau, Wis., will take green to the
next level in his discussion on how
many glass companies are expanding
their facilities to produce technology
for solar cells (for more information on
solar energy, see July 2008 USGlass,
page 42). This presentation will explain
what some companies are already
doing and how others can benefit from
these new opportunities.
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Michael Collins of Jordan, Knauff &
Co., a well-known investment banking
firm based in Chicago, will make a presentation about building information
modeling (BIM), another big new trend
for the contract glazing industry. As more
architects begin to use 3D modeling software, planners, designers, manufacturers, contractors, glazing subcontractors
and owners are able to work from the
same object-related database. Learn
about where BIM is headed and exactly
what it means for the glass industry (for
more information on BIM, see April 2008
USGlass, page 28).
In addition, a seminar on the “Proper
Application of Shower Doors” will be
provided. Paul Duffer, a retired senior research associate of PPG Industries in
Pittsburgh, will provide background on
the damage that concrete run-off can do
to glass, with insight in what you can do
to prevent it and educate your customers
about this problem before they find
themselves dealing with it firsthand. USGlass columnist Paul Bieber (see page 16)
will present his highly successful program on “How to Buy Glass and Other
Goods—Better, Cheaper, Faster.”
During his keynote speech, Jerry
Wright, owner of AAA Glass & Mirror in
Fort Worth, Texas, will explain “Why
Leadership Matters Today!” Wright
knows a thing or two about leadership.
He has served as the president of the
Texas Glass Association and of the National Glass Association, and is currently
a Lieutenant Governor for Kiwanis International, serving as a volunteer for sponsored youth work in local high schools.
In his presentation for Glass Expo Midwest, he will help his audience identify
leadership in their businesses and encourage others to lead.
www.usglassmag.com

Product Preview
Why December?

Dry Glaze Taper-Loc™ System Halves Installation Time

Beyond the festivities of the season,
December is typically one of the quietest times for glass shops and contract glaziers. As things slow down at
work, it’s a great time for many industry professionals to get up to
speed on the latest new products and
cutting edge technologies. A sampling
of these products can be seen in the
products at right.

Los Angeles-based C.R. Laurence Co. Inc. (CRL) has introduced the GRS glass railing dry glaze Taper-Loc™ system for commercial and residential tempered glass railing
applications. It includes an installation/removal tool and
torque wrench and the Taper-Loc set for ½- or ¾-inch tempered glass applications.
According to the company, glass railing installers can reduce installation time by 50 percent or more using the Taper-Loc system. The system uses a horizontal taper lock design, rather than a vertical wedge system.
❙❙➤ www.crlaurence.com

Scene of Festivities

Drift with the New U.S. Aluminum Curtainwall

Speaking of gifts, Chicago makes a
perfect destination for holiday shopping. Attendees interested in perusing
the Expo exhibit hall for the latest in
glass and metal products and equipment can then travel into the city to
visit the shops on the “Magnificent
Mile,” the landmark portion of Michigan Avenue that, according to ChicagoTraveler.com, offers more than 3
million square feet of retail space, 460
stores, 275 restaurants, 51 hotels and
two museums to more than 22 million
visitors each year.
Or leave the shopping behind and
mix your entertainment with business
by attending the cocktail reception and
holiday party on the show floor. The
event on December 9, sponsored by
Gunther Mirror Mastics, will provide
an opportunity for networking with
other attendees. Even this part of the
expo will remain festive, though, as attendees will be asked to guess the identity of the “Celebrity Santas” ...

United States Aluminum in Waxahachie, Texas, will offer information on its new Series 5250 unitized curtainwall. The system
is available as either a fully captured or vertically butt-glazed
system with a 2 ½-inch sightline and 7 ½-inch overall depth. It
is designed to be flexible with up to 2.5 percent inter-story drift
to absorb building movement. The curtainwall utilizes a threeway adjustable anchor designed for easy adjustment during
erection. A non-conductive injection-molded thermoplastic connector improves thermal efficiency, according to the company.
❙❙➤ www.usalum.com

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

DORMA Stays in the Loop
The European-designed LOOP structural glass hardware
system from DORMA Glas in Millersville, Md., offers a contemporary design and reliable performance for all glass facades, canopies and overhead applications.
The stainless-steel circular LOOP system features clamping brackets that connect adjacent glass panels of all types
and thicknesses at their intersection to form interior or exterior wall assemblies. No glass preparation is required.
❙❙➤ www.dorma-usa.com

YKK AP Sees Green
Anyone interested in green will want to check out Austell, Ga.-based YKK AP’s
Cradle to CradleSM(C2C) certified ThermaShade™ sunshade system.
C2C certification evaluates the eco-effectiveness of a product by assessing the
materials used in its production as well as the production process itself. In its
evaluation of building projects for LEED® certification, the U.S. Green Building
Council offers credits specifically for C2C certified products.
continued on page 84
September 2008 | USGlass, Metal & Glazing

83

continued
from page 83

F. Barkow Has a New Design

According to the company, the ThermaShade sunshades optimize the use
of natural daylight, reducing energy
costs and improving the comfort level
for building occupants.
❙❙➤ www.ykkap.com

F. Barkow Inc. in Milwaukee has
redesigned its front loadstop for its 12- to
16-foot P-Model glazing bodies. The new
Aerostop has been improved for stability
and aerodynamics. It is triangular in
shape, versus the conventional flat design, and is mounted on the front edge of
the ledgeboard. The new design is intended to provide less wind resistance
and improve the overall aerodynamics of
the loadstop.
Anecdotal evidence from the company
suggests that the Aerostop may also improve fuel efficiency on vehicles that are
operated on major highways, rather than
those primarily engaged in city driving.
❙❙➤ www.barkow.com ■
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Pre-Registration Form
Glass Expo Midwest™ 2008
In order to provide flexibility to our attendees, there are several different types of pre-registrations being
offered. Please choose the pre-registration type from the list below that best suits your needs. If you preregister by Friday, November 28, you could SAVE UP TO $80 depending upon your type of pre-registration. Please
fax your completed form to 540/720-5687 or pre-register online at www.usglassmag.com/gems.
1. Attendee Information
Contact Name & Title: _______________________________________________________________________
Company Name: ___________________________________________________________________________
Address:_________________________________________________________________________________
City, State, Zip: ___________________________________________Country: __________________________
Phone and Fax:____________________________________________________________________________
E-mail: __________________________________________________________________________________
2. Please check the one category that best describes the business activity of your company:
❏ Flat Glass ❏ Auto Glass ❏ Hardware ❏ Architectural/Door & Window ❏ Other (please specify) ____________
3. Pre-Registration Fees
All fees must be paid in U.S. dollars. Please choose one:
Co-Sponsoring Association Members
Full Registration: Includes admission to all
seminars, workshops and demonstrations on
both days. (*Not valid for non-exhibiting industry

Non-Members
Full Registration: Includes admission to all
seminars, workshops and demonstrations on
both days. (*Not valid for non-exhibiting industry

suppliers.)

suppliers.)

❏ *FREE

❏ *$59

Daily Registration: Includes admission to all
seminars, workshops and demonstrations on
either day as well as trade show on either
Tuesday or Wednesday.(*Not valid for non-

Daily Registration: Includes admission to all
seminars, workshops and demonstrations on
either day as well as trade show on either
Tuesday or Wednesday.(*Not valid for non-

exhibiting industry suppliers.)

exhibiting industry suppliers.)

❏ *FREE Tuesday Only
❏ *FREE Wednesday Only

❏ *$49 Tuesday Only
❏ *$49 Wednesday Only

Trade Show Only: Includes admission into
Glass Expo Midwest™ ONLY. (*Not valid for

Trade Show Only: Includes admission into
Glass Expo Midwest™ ONLY. (*Not valid for

non-exhibiting industry suppliers.)

non-exhibiting industry suppliers.)

❏ *FREE

❏ *$10

Non-Exhibiting Supplier
Registration: Includes
admission to all seminars,
workshops and
demonstrations on both
days.
❏ $199

5. Method of Payment
Please indicate if you are making a partial or full payment: (check one)
❏ Check enclosed (made payable in U.S. dollars to Key Communications Inc.)
(Mail to: Key Communications, PO Box 569, Garrisonville, VA 22463)

❏ MasterCard ❏ Visa ❏ AMEX
Credit Card #: _______________________________*CVV #: _________________________
(CW# is the 3-digit code number on the back of credit card or 4-digit on the front of AMEX)

Expiration Date:_______________________________________________________________
Name on Account:_____________________________________________________________
Signature: ___________________________________________________________________
*E-mail:_____________________________________________________________________
*Phone: ____________________________________________________________________
(*These items are required to process a credit card payment. Payment and registrations will not be processed if the required
information is incomplete. We reserve the right to charge the registration fee to suppliers who register improperly.)

Hotel Reservations
The Renaissance Schaumburg
Hotel & Convention Center is
offering a discounted room rate
of $149 (USD) per single/double
plus tax. To book your room, call
800/468-3571 and make sure to
mention you are with the Glass
Expo Midwest. The discounted
room rate offer will end on
November 20, 2008.

Cancellations & Refunds
All requests for cancellation
and/or refunds must be received
in writing by November 21,
2008, and are subject to a $10
administration fee. No refunds
will be given after this date.

Questions or Comments
Please contact USGlass/AGRR
magazines P.O. Box 569,
Garrisonville, VA 22463 or call
us at 540/720-5584, fax
540/720-5687.

For more information, call 540/720-5584 or visit us online at www.usglassmag.com/gems
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Innovative Designs

Architects Work With Glass

A Publication of Key Communications Inc.

Fro m t h e E d i t o r

Innovation in Green

i
Charles Cumpston

nnovation is the theme of this issue and, in
preparing it, I started thinking of all the innovations
that architectural glass and metal companies have
introduced to the market in the last year and what a
tremendous impact they have had, and will continue
to have, on architecture.
Green products and energy efficiency have been
central tenets to much recent innovation. Starting
with the primary glass manufacturers, Guardian
Industries has expanded its line of low-emissivity
SunGuard Advanced architectural glass products.
The emphasis is on widening the design options for
architects while providing more energy-efficient
products. PPG Industries has added new products to
its Solarban solar control, low-E product line. High
performance and energy efficiency are keys here.
On the architectural metal side, Kawneer has
been a stalwart in focusing on green issues and
LEED certification as well as building information

modeling (BIM). LEED has also been a focus for
YKK AP America with the design possibilities
opened up by its ThermaShade architectural aluminum sunshade.
Speaking of sunshades, Vista Window Film has
actively promoted the role of window film as a sunshade for protection from UV rays and other damage while providing heat and glare reduction for climate control and occupant comfort.
The industry’s fire-rated glazing and hurricane
and security glass segments have also been active in
advancing options for architects and designers.
And lest we forget, daylighting continues to be
central to the architectural glass and metal industry’s
focus on design and its energy-efficient possibilities,
especially with skylight manufacturers. AG

Concealed power.
DORMA BTS80.
The BTS80 Series floor concealed
door closers offer adaptability for
almost any application. Troublefree 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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Byers Engineering, Atlanta

©2008 YKK AP America Inc. is a subsidiary of
YKK Corporation of America.
YKK AP is a registered trademark of YKK Corporation.

>

Q u a l i t y

Sustains

™
ThermaShade
Now C2C Certified
800.955.9551

www.y k k aps us ta ins.com
YKK AP is the leading resource for quality materials
used in the sustainable design of high performance
buildings constructed for LEED® Certification.
We offer a wide selection of energy-efficient
solutions, including our unique and patent-pending
ThermaShade™, the first architectural aluminum
sunshade to be awarded Cradle to Cradle (C2C)
Certification. So when YKK AP is specified, green
is a built-in benefit. Not a trendy color.

Entrances Storefronts Curtain Wall Windows Sliding Doors

Photos are copyright Arquitectonica.

Innovative
Glass Designs

Marquis; Miami
Architect: Arquitectonica, Miami, Fla.
Glass: Viracon
Glazing Contractor: GAMMA USA

A

rchitects and
designers can
take flight in
their designs
utilizing the many
innovative types of glass
products available today.
Here are three very
different but outstanding
examples where the
products available and
the imagination of the
designers have resulted
in innovative designs.

Reshaping the Miami Skyline
Soaring to 700 feet, Marquis, Miami’s secondtallest building, was recently “topped-off,” and its
completion adds a sleek and geometric addition
to the metropolitan skyline.
Designed by Miami-based Arquitectonica, the
Marquis features a unique grid of interlocking
glass parallelograms. It will serve as a glittering
beacon to the Arts and Entertainment District of
downtown Miami, bringing new energy, sophistication and “six-star” hotel lifestyle to this already
vital cultural center.
The single-tower, 67-story building—wrapped in
glass—stands regally at the edge of the Biscayne

University of Michigan; Ann Arbor, Mich.
Architect: KPMB Architects, Toronto, Ont.
Glass: Guardian Industries Corp.
Fabricator: Trulite
Glazier: Contract Glazing Inc.

Bay shoreline, and literally reflects the sunlight
and water around it.
Arquitectonica’s founding principal, Bernardo
Fort-Brescia, notes the structure’s angles and gemstone-like shine are pivotal design elements. “The
building will appear to be a sparkling crystal stalagmite formation in the skyline,” Fort-Brescia
explains. “Using the dynamic light and changing
organic environment of Miami, the Marquis will
bring a magical and artistic presence, offering the
city its own architectural crown jewel.”
For the project, fabricator Viracon supplied
207,000 square feet of its 9/16-inch gray laminated
glass and 47,000 square feet of its 9/16-inch gray laminated glass with white ceramic frit on the #3 surface as well as 11,800 square feet of its 9/16-inch laminated glass with an etched finish on the #4 surface.

Drama at the
University of Michigan
Since 2007, the Charles R. Walgreen, Jr.
Drama Center has been the home for the
University of Michigan’s Department of Theatre
and Drama, including the Arthur Miller Theatre.
Located near the entrance to the University’s
North campus, students, faculty and visitors are
greeted by the impressive structure, designed by
KPMB Architects, as they arrive on campus.
continued on page 94
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Innovative Glass Designs
continued from page 92

Most notable in the design is the glass cube that
encapsulates the Arthur Miller Theatre. The 250seat black box theatre is wrapped in a translucent
glass envelope and includes a 40-foot high interior
that can be seen from the North campus quad.
During daylight hours, the cube is a stately design,
by night it serves as a magnificent glass beacon.
The glass is Guardian SunGuard SN 68 with a
low-E coating that provides a neutral
appearance without sacrificing energy
savings. A total of approximately 21,000
square feet of glass was used for the
project, allowing the architects to use
glass and lighting to achieve an exterior
that evokes the “transformative and
illusory effects of theatre.”

Green in Greensburg
Greensburg, Kan., has made environmental sustainability its rebuilding
goal after an F5-caliber tornado devastated the entire county seat. A commu-

nity art center has been constructed using
reclaimed wood, along with a protective glass wall
that surrounds the entire structure.
The 3/8-inch thick Tintex glass allowed designers to create a unique aesthetic outer layer for
the Art Center, while providing the desired performance characteristics needed for energy savings and UV protection of the exterior. It was
important to protect the wood finished exterior,
as it was created using reclaimed materials from
the Sunflower Army Ammunition Plant, a local
decommissioned military storage facility
destroyed in the tornado.
Studio 804 Inc., a design/build program at the
University of Kansas consisting of graduate architecture students and led by Dan Rockhill, JL
Constant Distinguished Professor of Architecture,
completed the overall building design.
The Tintex glass was produced by Vitro
America’s parent company, Vitro, at the Mexicali,
Mexico facility, and fabricated by Vitro America
in Dallas. AG

Community Art Center;
Greensburg, Kan.
Architect: Studio 804 Inc., Lawrence, Kan.
Glass: Vitro
Glass fabricator: Vitro America
Glazing Contractor: Studio 804 Inc.
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If you look real close you can see 25 years
of fire-rated glazing experience reflected in it.
SCHOTT PYRAN® fire-rated glass-ceramics are a glazier’s best friend.
PYRAN® is everything you’ve been looking for in fire-rated glass. It’s fire-protective, impactresistant and, aesthetically speaking, quite fetching. PYRAN® Crystal offers the highest standard
of clarity, transmission and true color rendition. And PYRAN® Star is both beautiful and
economical. If impact resistance is required, PYRAN® fire-rated glass-ceramics can be supplied
laminated or with a surface-applied safety film. It comes in large sizes and is easily accessible
through distributors, fabricators and glaziers. For new construction or retrofit, spec the glass
with a loyal following among fire professionals – PYRAN®. For more information about PYRAN®
fire-rated glass-ceramics, call us at 502-657-4439 or visit us at www.us.schott.com/pyran.

Protection
SCHOTT North America, Inc.
5530 Shepherdsville Road
Louisville, KY 40228
Phone: 502-657-4417
Fax: 502-966-4976
pyran@us.schott.com
www.us.schott.com/pyran
©2008 SCHOTT North America, Inc.
® PYRAN is a registered trademark of SCHOTT AG, Mainz, Germany

VISIT US AT GLASSTEC, HALL 11, STAND 11A20

NewsMakers
promotions

kudos

KMT Waterjet Systems
Appoints New South Area Manager

Ebeid Receives Honorary Doctorate

KMT Waterjet Systems in Baxter Springs, Kansas, has appointed Bryon Machado as the Southern area manager, including Kansas, Oklahoma, Texas, Louisiana, New Mexico,
Colorado, Utah, Arizona and Wyoming. Machado will spend
the majority of his time traveling in the area working directly
with customers.
Before accepting this position, Machado worked for three
years at the KMT Waterjet headquarters in new application
development and inside sales support.

The Wagner Companies
Adds New Employees
The Wagner Cos. in Milwaukee has promoted Connie Knaak to the position of
manager of employee development and training. In this position, Knaak will establish and
standardize training and skill development. Connie
Knaak has been with the Knaak
company for the past 20
years, serving in a variety of positions including receivables, sales, sales management
and, most recently, production control.
As the new estimator/customer service
representative, Alexander Harris will be reAlexander
sponsible for estimating projects and servHarris

obituaries

Peter Hurd, Owner of North American
Glass Distributors, Passes Away
Peter Wing Hurd, who served as owner and operator of
North American Glass Distributors in Dallas, died July 23,
2008, at the age of 56.
Born August 5, 1951, in Portland, Maine, Hurd was a graduate of Freeport High School and the University of Maine in
Orono. His experience in the glass industry began when he
joined his father-in-law, Don T. Culler, then president of Gardner Mirror Corp. (today Gardner Glass Products), at the North
Wilkesboro, N.C.-based company. Hurd later became branch
manager at Gardner Mirror Corp. in Arlington, Texas. He also
served for a time as the president of SEVASA USA.
John Myers, senior vice president of DreamWalls at
Gardner Glass Products, worked closely with Hurd early
in his career.
“He was an integral part of growing the Gardner Glass
distribution business,” says Myers.
Hurd is survived by his wife, Donna Culler Hurd of Dallas,
whose grandfather Edd Gardner founded Gardner Mirror
Corp. He is also survived by his mother, Mary E. Hurd of Topsham, Maine; three brothers, four nephews and two nieces.
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Kettering University in
Flint, Mich., presented
philanthropist and business leader Russell J.
Ebeid ’62 with an honorary doctor of management degree on July 10,
during a Convocation
Kettering University president ceremony welcoming
Stanley Liberty (left) with 259 freshmen.
Russell J. Ebeid ’62.
The son of Lebanese
immigrants, Ebeid graduated from Kettering/GMI in 1962 and rose from his working-class roots to become one of four directors of Guardian
Industries and the president of the Guardian Glass Group.

ing the needs of customers. In addition, Harris will be involved with the development of new manufacturing
processes to support the railing systems business.

Blair Named Vice President
of Sales for Armetco Systems
Scott Blair has accepted the position of vice
president of sales of Armetco Systems in
Justin, Texas. Blair is an engineer with 30 years
of experience in the metal panel business at
the sales, management and executive levels. Scott Blair
Blair became an independent sales rep
for Armetco in January 2005. In April 2006 he accepted
full time employment as Eastern regional sales manager,
then a year later was promoted to national sales manager.
Blair opened the sales office in the Atlanta area in 2006
then headed up the opening of the company’s new fabrication facility in Monroe, Ga.

Morse Industries Promotes
St. John, Hires Angel Yeh
Tami St. John, an employee of Morse Industries in Kent, Wash., for the past 17 years, has
been promoted to inside sales manager. St. John
has won numerous customer advocate awards
during her time with the company and has an Angel Yeh
extensive background in customer service.
Angel Yeh joins the company as purchasing manager at
its corporate headquarters. In addition to domestic and offshore procurement for the company’s three warehouses, Yeh
will continue the development and expansion of existing
supplier networks.
continued on page 98
www.usglassmag.com

NewsMakers
continued

new hires

Paterson Heads Human
Resources for DORMA Group
DORMA Group North America (DGNA) in
Reamstown, Pa., has appointed Jim Paterson
as group human resource manager. With more
than 20 years of experience behind him, he
now will manage human resource functions Jim
for all DGNA business units, and will continue Paterson
to develop employee training programs.
Bruce Eagan has been hired as product manager within
DORMA Architectural Hardware’s product marketing team.
Eagan will be responsible for DORMA’s commercial lock line.
He has more than 27 years of experience in the door and architectural hardware industry, including 10 years running his
own business. He holds a number of U.S. patents.
David Moyer will hold similar responsibilities for the segment’s concealed door controls products. He has led the
DORMA Architectural Hardware research and development
team for more than nine years.
continued on page 100

The future is now at Win•door 2008
North America’s Most Focused Fenestration and Door Industry Show
November 11–13, 2008, Metro Toronto Convention Centre, North Building

Partners in Fenestration –
Growing in business together

November 11–13, 2008
Tuesday, November 11
5 pm– 8 pm
Wednesday, November 12 10 am – 5 pm
Thursday, November 13
10 am– 3 pm
For information on Visitor Registration,
Industry Seminars & CWDMA Meetings:
www.windoorshow.com

Produced for the benefit of the
industry by the Canadian Window
and Door Manufacturers Association.
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Show office:
Shield Associates Ltd.
1-800-282-0003 ( North America wide)
Tel: 416-444-5225
Fax: 416-444-8268
E-mail: windoor@salshow.com

Win•door North America –Serving
the North American Fenestration
and Door Industry since 1995.
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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

NewsMakers
continued

Spartan Polishing Pad & Industrial Tool Divisions – Spartanburg, SC 29304 - USA

CGI Names Manufacturing
VP and Senior Sales Reps
DO YOU HAVE A NEED TO POLISH/BEVEL PLANO
GLASS, SILICON, METAL SUBSTRATES OR
DRILLED HOLES IN VARIOUS MATERIALS?
Then please consider SFC’s quality line of polishing pads, bobs and
polishing wheels. We manufacture a diverse line of non-woven
plain and impregnated products in standard and applications-specific configurations. Mounted and un-mounted polishing bobs are
available in standard and custom shapes in 92 sizes and densities.
Our wool and synthetic polishing wheels are manufactured in many
sizes and configurations. Please contact us to discuss your requirement and provide quote.
Contact Mike DiRuscio at
(864) 576-7919 or
mdiruscio@spartanfelt.com

Contact John Welty at
(864) 680-5300 or
jwelty@spartanfelt.com

www.spartanfelt.com • www.spartanfelt.com/polishingpads

Since 1906

Miami-based CGI Windows and Doors Inc. has
named Ignacio Escobedo to
the position of vice president
of manufacturing. Escobedo
brings more than 16 years of
manufacturing experience
Ignacio
from leading high tech comEscobedo
panies to his new role overseeing all aspects of CGI manufacturing.
Tony Prummel and Ryan Duffield have
been appointed to the newly created senior
sales representative positions. Prummel
will oversee sales activities for CGI in
Florida’s Palm Beach and Broward Counties and Duffield will be responsible for
Miami-Dade and Monroe Counties. Together they bring more than 20 years of
window and door experience to CGI’s senior sales team. ■

Tony
Prummel

Ryan
Duffield

Custom Windows
Skylights
Walkways
Sunrooms
Church Windows
Jamaica, New York 11433
Fax: 718-297-3090 Glass & Metal Bending

J. SUSSMAN, INC.
109-10 180th Street
Tel: 718-297-0228

AMERICA'S FINEST CUSTOM MADE WINDOWS
Since 1906, J. Sussman, Inc. has specialized in manufacturing the finest custom metal windows, projected
ventilators and casements. We also offer completely
engineered skylight systems. Our metal bending services are second to none. In house glass bending allows us to be a single source supplier with full control
and responsibility of our products.
Sunbilt Solar Products, an affiliated company manufactures and supplies sunrooms complete with glass
and all accessories. These sunrooms are high end
and are suitable for commercial as
well as residential installations in all
areas of the country.
TM

www.jsussmaninc.com
www.sunbilt.com

FINE ARCHITECTURAL METAL PRODUCTS AND SERVICES
WINDOWS
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Reviews&Previews
BEMA Sets Dates
for Fall Meetings

T

he Bath Enclosure Manufacturers Association (BEMA)
has scheduled its 2008
general membership meeting for
3-5 p.m., October 7 in room
N256 at the Las Vegas Convention Center. The meeting will include an update of the
association’s activities, a report on its technical standards
and the announcement of
the winners of the Annual Bath enclosure
Design Awards competition. manufacturers have two
In keeping with members’ meetings set for this fall.
wishes, what was once a
breakfast meeting is now an afternoon meeting and social. The association will be hosting a cocktail reception
as an opportunity for manufacturers to network with
peers in the industry.
There is no charge to attend and anyone involved in
the bath enclosure industry is invited.
In addition to its annual meeting, BEMA has announced that it will host an afternoon roundtable discussion on matters related to the shower enclosure industry
on November 5, 2008 at the Embassy Suites Orlando Lake Buena Vista Hotel in Orlando, Fla. The roundtable is
intended as an opportunity to tap the power of peers,
share information with other chief executive officers and
explore new ideas and experiences. The sessions will feature topics relating to the day-to-day operations of a manufacturing business and the shower enclosure industry,
as well as BEMA’s vision for the future.
“This is a new event,” explains Chris Birch, executive
director of BEMA. “We felt this was an exciting new idea
that would bring together the manufacturers (chief executive officers), the original participants in BEMA, to
discuss the industry and BEMA. The association was
founded with manufacturers and while the membership
has changed, we decided to provide a forum for these
leaders to gather and work on association activities.”
A reception and dinner will follow the roundtable, and
interested attendees can take part in a golf outing the
following morning.
❙❙➤ www.bathenclosures.org ■
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Up&Coming
NORTH AMERICAN EVENTS
October 1-3, 2008
Metalcon International
Sponsored by the Metal
Construction Association (MCA).
Baltimore Convention Center.
Baltimore, Md.
Contact: MCA at 617/965-0055.

October 6-8, 2008
GlassBuild America
Co-sponsored by the Glass
Association of North America
(GANA), the American
Architectural Manufacturers
Association (AAMA), the
Insulating Glass Manufacturers
Alliance (IGMA), the Bath
Enclosure Manufacturers
Association (BEMA) and the
National Glass Association.
Las Vegas Convention Center.
Las Vegas.
Contact: Show organizers at
866/342-5642, ext. 300.

October 7, 2008
BEMA Annual
Membership Meeting
Sponsored by BEMA.
Las Vegas Convention Center.
Las Vegas.
Contact: BEMA
at 785/273-0393.

October 12-15, 2008
ASC Fall Convention
Sponsored by the Adhesive
and Sealant Council (ASC).
Baltimore Marriott Waterfront.
Baltimore.
Contact: Bob Willis at
301/986-9700, ext. 104.

November 3-6, 2008
NFRC Fall 2008
Membership Meeting
Sponsored by the
National Fenestration
Rating Council (NFRC).
Crowne Plaza
Jacksonville-Riverfront.
Jacksonville, Fla.
Contact: NFRC
at 301/589-1776.

November 6-7, 2008
One2One Intermac Fall Event
Sponsored by Intermac.
Biesse and Intermac America
Headquarters.
Charlotte, N.C.
Contact: Intermac
at 704/357-3131.
To see the full event schedule, visit

www.usglassmag.com/
events.php.
www.usglassmag.com

November 11-13, 2008
PGC 2008 Annual Symposium
Sponsored by the
Protective Glazing
Council (PGC) International.
Hyatt Regency Crystal City.
Arlington, Va.
Contact: PGC at 785/271-0208.

November 19-21, 2008
GreenBuild 2008
Sponsored by the U.S. Green
Building Council (USGBC).
Boston Convention
and Exhibition Center.
Boston.
Contact: USGBC
at 800/795-1747.

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

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

INTERNATIONAL EVENTS
October 21-25, 2008
glasstec
Sponsored by Messe
Düsseldorf GmbH.
Düsseldorf Exhibition Centre.
Düsseldorf, Germany.
Contact: Messe Düsseldorf
GmbH at +49-211-4560900.

November 20-22, 2008
Glasstech Asia
Organized by Conference
& Exhibition Management
Services (CEMS).
Saigon Exhibition
and Convention Center.
Ho Chi Minh City, Vietnam.
Contact: CEMS
at 65 6 278 8666.

December 5-7, 2008
Glasstechnology India 2008
Organized by ZAK Trade Fairs
& Exhibitions Pvt. Ltd. and
Messe Düsseldorf.
Pragati Maidan
Exhibition Center.
New Delhi, India.
Contact: Messe Düsseldorf
North America at
312/781-5180. ■
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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

Vitro America
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

Berman Glass Editions
1-1244 Cartwright Street
Vancouver, BC V6H3R8
Canada
Phone: 604/684-8332
Fax: 604/684-8373
www.bermanglass.com
info@bermanglass.com
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 70 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
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.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

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

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

The World Leader
sales@e-bentglass.com
in Custom Fabricated

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

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

Bear Glass
399 20th Street
Brooklyn, NY 11215
Phone: 718/832-3604
Fax: 718/832-0786
www.bearglass.com

Clear, Tinted, Low-E,
Reflective, Acid-Etch,
Low-Iron or Specialty

Bent/Curved

Polished Edges, Holes,
Notches, and Cutouts

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

FLORIDA
BENT GLASS

(800) 543-8796 • fax: (800) 543-8798

www.e-bentglass.com
A GUARDIAN ‘SUN-GUARD’
CERTIFIED FABRICATOR

Custom Glass Bending
Block

Tekon Universal Sciences Inc.
Truly Long Lasting Non-Toxic
Super Hydrophobic Nanotechnology
Glass Coatings & Treatments
15471 Redhill Ave. #A
Tustin, CA 92780
Phone: 888/749-8638
Fax: 714/259-0882
www.tekon.com
info@tekon.com
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• All sizes & thicknesses
• Quality long & short-run production
• Heat-Strengthened • Annealed
• Safety Laminated • Insulated
• Architectural, fixture and furniture
applications

Tel. (888) 288-9129
Fax (888) 288-9128
Tel. (954) 917-0039
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Decalite Ltd.
The Portergate Ecclesall Road
Sheffield S11-8NX, UK
Phone: 01142-096096
Fax: 01142-096001
Fire-Rated Glass

AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA 94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.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
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
Fire-Rated Glass,
Impact Resistant

AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA 94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.com
General Glass International
101 Venture Way
Secaucus, NJ 07094
Phone: 201/553-1850
Fax: 201/553-1851
www.generalglass.com
sales@generalglass.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
www.usglassmag.com
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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

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
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

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
Phone: 800/567-9729 or
800/567-XRAY
Fax: 626/969-6510
www.xrayglass.com
sales@xrayglass.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

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

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

Oldcastle Glass®
Over 70 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
Phone: 800/567-9729 or
800/567-XRAY
Fax: 626/969-6510
www.xrayglass.com
sales@xrayglass.com
X-Ray Protective

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

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

Vitro America
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

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

Laminated

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

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
Phone: 800/567-9729 or
800/567-XRAY
Fax: 626/969-6510
www.xrayglass.com
sales@xrayglass.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 70 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

ARCHITECTURAL METAL

Vitro America
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

continued on page 106
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AUTO GLASS &
RELATED PRODUCTS
EDI/Billing

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

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

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

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

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

BATHROOM SPECIALTIES

EDI

Vitro America
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

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

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

Painted

Bear Glass
399 20th Street
Brooklyn, NY 11215
Phone: 718/832-3604
Fax: 718/832-0786
www.bearglass.com

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
WORLD glass

TM

THE

DECORATIVE

GL A SS

SOUR CE

World Glass
4014 Gunn Highway, Suite 160
Tampa, FL 33618
Phone: 888/852-2550
Fax: 813/265-4293
www.WorldGlassAG.com
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

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

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

Glass Flooring

UL Approved
Glass Flooring

DOORS
Bullet Resistant

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

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

Closers

Window Film

Fire Rated

Total Security Solutions, Inc.
170 National Park Drive
Fowlerville, MI 48836
Phone: 866/930-7807
www.totalsecuritysolutionsinc.com

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

COMPUTER SOFTWARE

DECORATIVE GLASS

Fire-Rated
Framing Systems

US Horizon Mfg., Inc.
28912 Ave. Paine
Valencia, CA 91355
Phone: 877/728-3874
Fax: 661/775-1676
www.ushorizon.com
BULLET RESISTANT
BARRIERS

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
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Oldcastle Glass®
Over 70 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com
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Access Hardware Supply
14359 Catalina Street
San Leandro, CA 94577
Phone: 800/348-2263
Fax: 510/483-4500

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

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
DOORS, OTHER

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

www.usglassmag.com

INFORMATION AND
ORGANIZATIONS
Associations

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

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
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
Track Caps

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

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 70 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.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
INSULATING GLASS
MACHINERY/EQUIPMENT
Production Lines

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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
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
kmadey@helimasc.com
Muntin Bars

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

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

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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
continued on page 108
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Acid Etched Mirror

Bear Glass
399 20th Street
Brooklyn, NY 11215
Phone: 718/832-3604
Fax: 718/832-0786
www.bearglass.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

SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS

TOOLS AND SUPPLIES
Cleaning Towels

Oldcastle Glass® Naturalite®
Over 70 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com

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

Skylights

WINDOW & DOOR
REPLACEMENT
HARDWARE

Security Film

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

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

Antique Mirror
STOREFRONT/
ENTRANCES

Bear Glass
399 20th Street
Brooklyn, NY 11215
Phone: 718/832-3604
Fax: 718/832-0786
www.bearglass.com

®

WINDOW FILM
®

Oldcastle Glass Vistawall
Over 70 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com

Decorative

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

Vitro America
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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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

Decorative 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
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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Industry Services
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 Company for Sale
Well established glass company and building located in Tennessee for sale. Annual
sales of a million dollars. Enquires should
be mailed to: Tennessee Glass Company,
POB 91112, Chattanooga, TN 37412 or
send e-mail to: Tbird5802@aol.com

Glass Business for Sale
$45K, Auto, residential, commercial.
Sacramento, CA-prime location. 4 trucks,
2872 sq/ft building. Contact Kacie at
916/439-7723.

Products for Sale
Curved China Cabinet Glass
Standard curves fit most cabinets - one
day service. Most sizes $90, $95, $98 and
each piece is delivered. Call 512/2373600, Peco Glass Bending, PO Box 777,
Smithville, TX 78957.

Employment/Help Wanted
Senior Estimator/
Project Manager
Growing Central MA commercial glazing
contractor with in-house fabrication capabilities seeking an estimator/project manager with 5-8 years experience in the
glass/glazing or architectural metals industry. Must be able to do take offs, prepare
shop drawings, estimate labor & materials
costs and manage multiple projects. Full
benefits package includes bonus program,
auto, health and dental insurance, 401(k),
paid vacations & holidays. Submit resume
to humanresources@ madaioglass.com or
fax 508/987-6468. EOE

Glazing Superintendent
Commercial Glass company in South East
United States is seeking an experienced
glazing superintendent with knowledge in
storefronts, curtain walls, aluminum windows/doors, interior build-outs, in addition to supervising 10-15 employees. Also
seeking experienced glaziers. We offer
competitive salary, benefits. Relocation expenses considered. Please send your resume to: job8868@yahoo.com

Manufacturer Rep.
Architectural Metals Firm, located in
Northern NJ, is looking for a manufacturer
representative to work in the Baltimore/Washington DC area. Candidate must
possess exceptional work ethic, minimum
of five years experience, and must be
highly organized.We offer top commission
based on the overall value of the project.
Team oriented individual a must. Other
territories available. E-mail resume to
rblatman@srs-metals.com.

Used Equipment for Sale
Used Tamglass Furnace
"Good Opportunity"
BHF 60" X 120"
from 3.2 mm to 19 mm
Upgraded
2 heating chambers
2 cooling chambers
CGS (Coated Glass System)
Small glass option 4" x 8"
For price and details please contact:
Raimo Nieminen, cell: 412/889-6481
Hal Strait, cell: 336/549-6003

To place a classified listing, please call
Janeen Mulligan at 540/720-5584 Ext. 112
or e-mail jmulligan@glass.com.
Listings start at $109 per column inch.
www.usglassmag.com

Estimator/Project Mgr.
Continued Co. growth requires another
experienced individual with background in managing Window, SF, and
CW projects in PA, MD, DC, VA, NJ, and
NY. We offer above average income potential for an above average person.
Looking for organized person w/excellent blueprint reading, people, & computer skills (MS Project, ACT, GDS,
Excel, & MS Office). Send resume &
salary requirements to Bob@WGGInc.com or fax 717/838-7990.

New and Used Equipment
NEW 4 spindles flat edger $19,500 US
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

New & Used Machinery
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
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Company

Phone

AAMA
847/303-5664
Accura Systems Inc.
972/226-0195
AGC Flat Glass North America
800/251-0441
AGC InterEdge Technologies
877/376-3343
Arch Aluminum & Glass Co. Inc.
866/629-2724
Ashton Industrial Ltd.
44 1279 624810
Bohle America
704/887-3457
Boyle & Chase Inc.
800/325-2530
Bromer Inc.
450/477-6682
Bystronic Glass Inc.
800/247-3332
California Glass Bending
800/223-6594
Cardinal Industries
952/935-1722
Casso-Solar Glass Machinery Group Inc. 800/988-4455
Chinese Ceramic Society
86 10 68348131
CMS North America Inc.
616/698-9970
Cooltemper USA
770/371-5044
CPFilms Inc.
800/345-6088
C.R. Laurence Co. Inc.
800/421-6144
DeGorter Inc.
704/282-2055
Dependable Glassworks
800/338-2414
DORMA Architectural Hardware
800/523-8483
Edgetech IG Inc.
800/233-4383
EFCO Corp.
800/221-4169
F. Barkow Inc.
414/332-7311
Fletcher-Terry Co.
800/843-3826
For.El Spa
336/768-5504
Glass Association of North America
785/271-0208
Glasslam
954/975-3233
Glassopolis
800/262-9600
Glass Doctor
800/280-9858
Glasstech Inc.
419/661-9500
Glasswerks L.A. Inc.
888/789-7810
Glassrobots Oy
358 3 3132 3000
Glaston Finland/Tamglass Brand
358 10 500 6103
Glaston Italy/Bavelloni Brand
39 031 728311
GlasWeld Systems
800/321-2597
Groves Inc.
800/991-2120
Hegla Corp.
404/763-9700
Intermac AGM
704/357-3131
Intermountain Lock & Security
801/486-0079
JLM Wholesale
800/522-2940
Jordon Glass Co.
800/833-2159
J. Sussman Inc.
718/297-0228
Liberty Glass & Metal Industries
800/843-2031
Lisec America Inc.
952/641-9900
Midwest Wholesale Hardware
800/821-8527
Painters & Allied Trades
888/934-6474
PMC Software Inc.
908/806-7824
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Fax
847/303-5774
972/226-9937
423/229-7110
415/289-0326
586/725-4627
44 1279 621566
704/887-5201
800/205-3500
450/477-9679
631/231-1040
310/549-5398
952/935-5538
845/362-1856
86 10 68349359
616/698-9730
770/371-5002
314/674-1950
866/921-0532
704/225-8290
800/866-0986
800/274-9724
740/439-0121
416/581-0700
414/332-8217
860/676-8858
336/768-7549
785/271-0166
954/975-3225
800/872-9601
254/745-5098
419/661-9616
888/789-7820
358 3 3132 3350
358 10 500 6109
39 031 7286318
541/388-1157
815/385-8640
404/763-0901
704/357-3130
801/485-7205
248/628-6733
305/482-0119
718/297-3090
860/923-9662
952/641-9935
800/621-5681
301/654-2025
908/806-3951

Web Address
www.aamanet.org
www.accurasystems.com
www.na.agc-flatglass.com
www.firesafe-glass.com
www.archaluminum.net
www.ashton-industrial.com
www.bohle-america.com
www.boyleandchase.com
www.bromerinc.com
www.bystronic-glass.com
www.calglassbending.com
www.cardinalcorp.com
www.cassosolar.com
www.ceramsoc.com
www.cmsna.com
www.cooltemper.com
www.cpfilms.com
www.crlaurence.com
www.schiattiangelosrl.com
www.dependableglass.com
www.dorma-usa.com
www.edgetech360.com
www.efcocorp.com
www.barkow.com
www.fletcher-terry.com
www.besanalovati.com
www.glasswebsite.com
www.glasslam.com
www.glassopolis.com
www.glassdoctor.com
www.glasstech.com
www.glasswerks.com
www.glassrobots.fi
www.glaston.net
www.glaston.net
www.glasweld.com
www.groves.com
www.heglacorp.com
www.intermacamerica.com
www.alarmlock.com
www.jlmwholesale.com
www.jordonglass.com
www.jsussmaninc.com
www.libertywindowsystems.com
www.lisec.com
www.midwestwholesale.com
www.lmcionline.org
www.pmcsoftware.com
www.usglassmag.com
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PPG Industries Inc.
888/774-4332
Precision Glass Bending
800/543-8796
Prodim USA LLC
888/229-3328
Pulp Studio
310/815-4999
SAFTI First Fire Rated Glazing Solutions™888/653-3333
Salem Distributors
800/234-1982
Schott North America
502/657-4417
Shat R Proof Corp.
800/328-0042
Simplicity Computer Solutions Inc.
905/683-7743
Soft Tech America Inc.
954/568-3198
Southern Aluminum Finishing
800/241-7429
Sommer & Maca
866/583-1377
Spartan Felt Co.
864/576-7919
Taricco Corp.
562/437-5433
Technical Glass Products
800/426-0279
Uniglass Engineering Oy
412/835-2659
United States Aluminum
800/627-6440
Unruh Fab Inc.
888/772-8400
Viracon
800/533-2080
Vitro America
800/238-6057
Win-door North America
800/282-0003
Wood’s Powr-Grip Co. Inc.
800/548-7341
YKK America
800/955-9551

Fax

Web Address

412/826-2299
800/543-8798
772/408-4885
310/815-4990
415/822-5222
336/766-1119
502/966-4976
952/946-0461
905/683-2064
954/563-6116
404/355-1560
866/584-9722
864/574-4507
562/901-3932
800/451-9857
412/835-4165
316/722-5852
316/772-5852
507/444-3021
501/884-5338
416/444-8268
406/628-8354
678/838-6099

www.ppgideascapes.com
www.e-bentglass.com
www.prodimusa.com
www.switchlite.com
www.safti.com
www.salemdist.com
www.us.schott.com
wwwshatrproof.com
www.simplicitycs.com
www.softtechnz.com
www.saf.com
www.somaca.com
www.spartanfelt.com
www.taricco.com
www.fireglass.com
www.uniglass.com
www.usalum.com
www.unruhfab.com
www.viracon.com
www.vitroamerica.com
www.windoorshow.com
www.powrgrip.com
www.ykkap.com
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The Card Show
by Lyle Hill
he crowd looked larger than usual,
but that was to be expected. After
all “Fireball” Feller was going to be
signing autographs. My then-ten-year-old
son and I had been looking forward to
this day for weeks. Where else could you
go to have so much fun for so few dollars?
This was the first baseball show of
the year, and it had become a tradition
for me to purchase the year’s complete
card set for my son, Pat. As had been
our routine, I turned Pat loose to make
his way through the dealer’s tables and
to find the best price for the complete
set of 400-plus baseball cards.
After about 15 minutes, Pat returned
and announced that he had found the
best price for the complete set of cards
in aisle four. But there was something
he couldn’t understand. In aisle four, a
box of 1984 Topps baseball cards could
be purchased for $14. Right across the
aisle, however, another dealer was selling the same set for $16.
A sign propped up against his stack
of card boxes read “$16 while they last!”
Pat tugged my sleeve and asked, “Why
would anyone buy his boxes of cards for
$16 when right across the aisle you can
get the same cards for $14? Is he trying
to cheat people?”
“No, son,” I responded in my businessman-of-the-world voice. “He just
doesn’t understand the market. He hasn’t properly analyzed his competition.”
“I think he’s just stupid,” Pat replied.
Here was one of those rare educational moments. I, a well-educated, professionally astute businessman, had an
opportunity to instruct my young son
in the workings of the higher economic
order of things. “Watch this,” I told Pat.
I looked down at the high-priced
dealer’s nameplate. It read,“Clyde’s Card
Shop, Iowa.” No wonder, I thought. What
could you expect from some small-time
baseball card dealer from the cornfields

T
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of Iowa? He could use some help, I
thought. He’s in the big city now.
“Pardon me, Clyde,” I began, while
my son watched me intently. “I’ll offer
you $14 for one of your complete sets.”
I pulled out my wallet and laid exactly
$14 on his table.
“Sorry,” Clyde replied, “but my price
is $16.” He seemed to take a kind of
pride in his position.
“But Clyde, don’t you realize that
dealers all around you are offering the
same product to the same potential
group of buyers at $14? Why, I’ll bet you
haven’t sold a set yet! Don’t you understand what’s going on? Have you no
business acumen?
“Clyde,” I continued, “you obviously
don’t understand the competitive forces
that are at work here. Have you never
heard of supply and demand? You can’t
sell for more when the competition is
selling for less!”
“Well, mister,” Clyde replied patiently,
“you may be right, but I don’t think so.
In fact, I truly believe that by the end of
the day, I’ll sell all of my sets, and I’ll get
my price of $16 in spite of what anyone
else sells ’em for. And I’ve got a hundred
of ’em to sell.”
My young son looked up at me awaiting my response. “Clyde” I laughed, “if
you can sell all of your 100 boxes of
cards for $16 while the world around
you sells theirs for $14, I’ll buy that
overpriced Sandy Koufax card there in
your showcase for your asking price.”
Clyde’s eyebrows raised, he smiled
and said,“I’ll see you at five o’clock, and
bring your wallet!”
Pat and I bought our set of cards
from Clyde’s competitor across the
aisle for $14 and went to stand in
line for Bob “Fireball” Feller’s autograph. We spent a pleasant afternoon perusing the stock of the
various dealers. At 4:45 p.m., we
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wandered over to Clyde’s table. Much to
my surprise, he only had a few sets left,
and there was a line of people waiting to
buy them. His sign had been turned
around and now read, “1984 Topps sets
$17 each while they last.”
I stepped to the head of the line and
said, “Clyde, this is incredible. How did
you do it?”“Well,” Clyde replied, “I knew
Bob Feller would mean a good turnout,
and I overheard some of the dealers saying they wished they had brought more
merchandise. And the company that
makes the cards was behind on delivery
and some dealers only had a few sets to
sell. So I figured it was just a simple case
of supply and demand. By the end of the
day, I’d have the only supply and could
demand pretty much whatever I wanted
for it. I’ve been at this for quite awhile
now, and the guys who don’t seem to
make it in the long run are the guys that
are first to drop their price for fear of
losing a sale. And you know, we dealers
pretty much all pay the same price for
our merchandise, so even if I hadn’t sold
out I still would have been ahead selling
fewer sets at the higher price.”
Clyde was right. He had sized up the
marketplace, the buyers, the sellers, suppliers and competitors. He sold his product
at a fair price while refusing to chase the
volume-hungry, low-price competitors.
“So Clyde,” I said, “what do you do
when you’re not selling baseball cards?”
“I’m a professor of economics at the
university back home. By the way,” he
went on, “will that be cash or charge for
Mr. Koufax?” ■

L y l e R . 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.
www.usglassmag.com
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The State of Glass

Production
in the
United States
While Residential Remains Weak,
Architectural Glass Users Ask “What’s Next?”
by Megan Headley

North American Float/Sheet Capacity by Company
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here’s absolutely no hiding the
fact that the residential construction market has had a
troubled year. But the question now
haunting many architectural glass
professionals is: will the commercial
construction market follow? USGlass
sat down with several glass manufacturing professionals for their insight
into how they’re preparing for the year
ahead.
“The commercial [market] tends to
follow residential eventually,” points out
Mauro DiFazio, vice president of float
glass sales for Zeledyne in Tulsa, Okla.,
“but so far I haven’t seen it. Maybe a little bit, but not dramatically.”
While DiFazio say he’s seen signs of
a very “slight slowdown,” some of this
could be the result of an industry that
expects further tightening.
“We continue to hear from major
forecasting institutions, such as
Global Insights, forecasting a downturn in 2009. I will be honest with
you, our book of business is still very
strong in the commercial market,”
says Vicki Holt, senior vice president
of glass and fibgerglass for Pittsburgh-based PPG Industries. “Now
we’re realists; there’s bound to be a
slowdown around the corner, but I
will tell you we have not seen it yet.
Our plans for 2009 do incorporate
Global Insights’ projections, which do
have demand slowing down for next
year. So far we just have not seen it in
our book of business.”
“Speaking generally, commercial
[construction] has been strong last
year, continues to be strong,” adds
Russell Ebeid, president of Guardian
Industries Corp.’s Glass Group in
Auburn Hills, Mich. “I do see it starting to taper off slightly, looking
ahead. I think for this year we’re
pretty well locked in as an industry—
I’m not talking Guardian per se, but
as an industry I think this year’s
pretty well locked in. I think next year
things will be a little bit softer but not

T
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as dramatic as residential has been
this past year as a half.”
“We see some of those leading indicators dipping but we also see others
that are still strong,” says Rob Struble,
manager of business communications
for PPG. “We’re hoping for the best—
and we’re prepared for softening.”
“There is no industry consensus regarding the future of commercial construction,” says John Hughes,
commercial segment manager for AGC
Flat Glass North America in Alpharetta, Ga., adding, “AGC forecasts a
slight downturn, but growth of other
segments and capacity adjustments
that have been implemented should
have no significant impact on AGC’s
supply and demand.”
While these manufacturers remain
confident that commercial construction isn’t on the verge of dramatic slowing, that brings up another question. If
demand is expected to remain
steady—what about supply?
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Is There a
Glass Shortage?

112

Could a glass shortage really be on
the way? Rumors of such have been
growing for months.
“We are hearing the rumors,” comments Christine Shaffer, marketing
manager of glass fabricator Viracon in
Owatonna, Minn. “We do take them for
what they are. We keep our focus on
providing accurate material forecasts
to our suppliers to minimize supply
constraints.”
At this point rumors seem to be just
that, since there is some question as to
how a shortage could be possible when
residential construction remains so low.
“[Production of] housing and cars
has been down dramatically in the
United States. Despite that, though, this
industry was running at 88 percent capacity,” Ebeid says.
The key word being “was.” Has there
been a change?
“It’s pretty obvious. Asahi Glass. Co.
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has taken three tanks out of the industry. There was a huge surplus of clear.
There is not anymore. My understanding is … that the clear market is sold
out,” says DiFazio.
Beginning in April, AGC Flat Glass
North America’s (AFGNA) parent
company, Japan-based Asahi, closed
the doors of float glass facilities in

Victorville, Calif., and St. Augustine,
Quebec, and one production line at its
Greenland, Tenn., manufacturing
plant (see May 2008 USGlass, page
16). According to a press release issued by the company, the move was
expected to reduce Asahi’s production
in North America by approximately
40 percent.
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North American Float Glass Plant Locations
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Major Imports of Float Glass and Surface
Ground or Polished Sheets
(value in USD)
May 2008 YTD

2007

2006

2005

2004

Belgium

2,107,912

5,281,472

5,901,465

4,539,246

3,445,209

Brazil

378,837

8,196

16,392

78,492

30,113

Canada

14,432,482

38,208,009

41,763,648

30,622,947

31,816,836

China

4,255,435

9,709,156

8,373,098

5,593,943

4,880,670

Federal Republic of
Germany

13,569,560

18,400,020

16,750,732

9,914,875

6,453,548

Finland

441,425

1,262,227

1,444,721

1,107,153

1,096,917

France

538,618

976,103

1,066,547

220,937

457,427

Indonesia

124,479

578,035

1,537,311

1,236,689

1,112,828

Italy

409,281

1,029,166

688,014

526,902

821,720

Japan

5,817,616

12,739,292

10,735,561

11,385,918

10,945,765

Mexico

10,962,584

36,020,415

42,784,823

50,428,233

43,198,153

Netherlands

63,446

124,282

444,284

481,310

544,710

Spain

150,066

180,750

170,734

312,034

227,041

Switzerland

556,611

786,590

738,356

761,287

847,550

Taiwan

83,433

44,485

274,052

146,625

320,386

United Kingdom

477,765

2,425,678

3,100,898

3,662,670

4,322,758

World Total

54,656,684

128,388,360

136,620,693

122,429,344

112,150,331

Source: the U.S. Census Bureau

“The downturn in the residential
market resulted in a significant overcapacity situation,” explains Hughes.
“This supply/demand situation resulted in AGC temporarily reducing its
capacity.”
Others worry about what may happen should residential market begin
to pick up while commercial holds
steady.
“With the downturn of [AGC] and
shutting down of three of their float
lines we’re now running at about 98percent of capacity as an industry,” says
Ebeid. “So any little blip is going to affect supply of glass to the trade. Looking forward, it’s hard to see housing
getting any worse than it is and it’s
hard to see automotive getting worse
than it is. So, unless there’s new capacity coming on, I believe this will get
tighter and tighter. And any little hiccup in the industry, where you’ve only
got two percent slack, is going to affect
the customer base with timely deliveries,” says Ebeid.
Hiccups such as the torrential rains
in August that left parts of Wichita Falls,
Texas, under as much as 15 inches of
water—and left PPG minus one float
glass line. Rains flooded the plant’s
basement and damaged critical process
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Survey of Glass Manufacturers
3272 – Glass & glass
product manufacturing

Description

Number of employees

327211 - Flat glass
manufacturing

327215 - Glass product
manufacturing made
of purchased glass

2005

2006

2005

2006

2005

2006

101,905

100,919

11,412

10,658

56,943

57,314

Production workers, average per year

82,282

81,061

9,246

8,522

44,727

44,748

Total compensation ($1,000)

5,757,768

5,831,207

742,840

712,094

2,760,148

2,856,624

Annual payroll ($1,000)

4,199,577

4,274,973

505,572

495,191

2,103,914

2,172,596

Total fringe benefits

1,558,191

1,556,234

237,268

216,903

656,234

684,028

Production workers wages ($1,000)

3,067,782

3,135,183

365,310

366,743

1,428,599

1,465,510

Production workers hours (1,000)

175,793

173,055

19,386

18,088

96,002

96,570

Total cost of materials ($1,000)

10,705,153

10,779,864

1,562,463

1,583,795

5,488,303

5,595,156

Materials, parts, containers,
packaging, etc. used ($1,000)

8,109,049

8,174,681

906,487

927,748

4,771,931

4,917,287

Cost of resales ($1,000)

383,664

403,379

D

D

236,899

256,787

Contract work ($1,000)

262,955

192,331

D

D

204,830

110,559

Purchased fuels consumed ($1,000)

1,274,235

1,287,810

441,353

450,515

73,671

78,460

Cost of purchased fuels and electric energy
($1,000)

1,949,485

2,009,473

563,274

579,623

274,643

310,523

Quantity of electricity purchased for
heat and power (1,000 kWh)

12,651,145

12,739,317

2,013,284

1,927,864

3,824,016

3,981,645

Purchased electricity ($1,000)

675,249

721,663

121,921

129,109

200,972

232,063

Value added (1,000)

12,608,538

13,072,084

1,919,084

1,839,490

6,122,803

6,364,057

Total value of shipments ($1,000)

23,335,945

23,684,921

3,462,130

3,374,069

11,592,733

11,885,600

Value of product shipments

22,825,443

23,116,212

3,352,619

3,278,232

11,256,596

11,508,813

Total miscellaneous receipts ($1,000)

510,502

568,709

109,511

95,837

336,137

376,787

Value of resales ($1,000)

485,568

519,965

D

D

302,189

337,835

Contract receipts ($1,000)

6,916

20,850

0

0

6,916

D

Value of interplant transfers

2,444,900

2,404,042

548,930

545,046

998,065

1,088,565

Total inventories, end of year ($1,000)

2,643,034

,804,912

355,481

409,380

1,037,098

1,099,759

Finished goods inventories, end of year ($1,000)

1,580,445

1,684,144

255,424

290,934

405,351

435,572

Work-in-process inventories, end-of-year ($1,000)

267,932

275,057

22,922

26,492

156,012

150,965

Materials and supplies inventories,
end of year ($1,000)

794,658

845,710

77,135

91,954

475,735

513,222

Total inventories, beginning of year ($1,000)

2,633,637

2,544,619

331,792

337,499

993,984

967,123

1,591,185

1,525,568

227,987

245,541

392,554

369,201

274,291

261,451

30,942

22,669

156,280

149,568

768,161

757,600

72,863

69,289

445,150

448,355

1,089,925

1,382,030

204,599

303,065

477,723

601,127

Buildings and other structures
(new and used) ($1,000)

91,266

244,196

8,207

42,551

63,324

181,620

Capital expenditures on machinery and
equipment (new and used) ($1,000)

998,659

1,137,833

196,392

260,514

414,399

419,507

Capital expenditures on automobiles,
trucks, etc. for highway use ($1,000)

9,941

13,431

740

1,997

8,561

10,290

Capital expenditures on computers and
peripheral data processing equipment ($1,000)

23,984

30,796

2,883

6,128

14,678

16,953

Capital expenditures on all other machinery
and equipment ($1,000)

964,734

1,093,606

192,769

252,389

391,159

392,264

Finished goods inventories,
beginning of year ($1,000)
Work-in-process inventories,
beginning of year ($1,000)
Materials and supplies inventories,
beginning of year ($1,000)
Total capital expenditures
(new and used) ($1,000)

D= Withheld to avoid disclosing data for individual companies; data are included in higher level totals
Source: U.S. Census Bureau’s 2006 Annual Survey of Manufacturers (last data available)
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Now we’re realists; there’s bound to be a
slowdown around the corner but I will
tell you we have not seen it yet.
—Vicki Holt, PPG
Major Exports of Float Glass and Surface
Ground or Polished Sheets
(value in USD)
May 2008 YTD

2007

2006

2005

2004

Canada

96,192,915

236,012,514

240,511,508

222,667,955

237,399,816

Japan

10,894,142

34,169,850

39,773,247

41,584,073

30,836,569

Mexico

11,324,910

30,692,486

25,059,394

14,538,024

17,072,238

United Arab Emirates

9,957,647

30,209,983

22,756,943

15,339,654

11,034,586

China

18,431,368

27,437,862

26,379,872

15,392,956

13,649,450

Spain

6,245,960

20,750,098

13,212,304

12,050,961

5,443,229

Colombia

9,076,792

19,561,061

10,998,641

6,944,679

8,704,150

Brazil

10,021,940

16,248,606

7,098,063

7,858,523

7,960,476

Italy

5,096,583

13,917,935

6,124,928

6,590,730

3,967,516

Turkey

6,193,480

12,332,315

9,911,130

9,508,295

8,444,300

Australia

6,463,958

11,918,748

7,662,020

6,640,461

6,361,313

Federal Republic of
Germany

4,343,878

11,254,537

4,746,223

4,241,661

5,683,674

United Kingdom

7,242,863

9,235,101

4,393,917

3,560,176

2,738,669

Korea, South

8,478,454

6,473,955

4,475,381

7,668,009

10,329,981

Belgium

4,387,436

6,429,955

4,558,126

3,605,532

7,345,266

Luxembourg

3,788,489

6,285,496

3,584,991

3,044,594

472,304

Sweden

2,813,236

6,085,386

4,717,059

3,772,418

2,134,361

Saudi Arabia

3,632,015

5,577,527

6,095,745

4,537,515

3,286,729

Costa Rica

2,494,937

5,062,670

4,551,956

2,540,187

2,295,577

Poland

1,316,989

3,586,090

2,838,328

1,620,943

1,429,949

Chile

1,647,718

3,268,183

2,932,192

2,212,440

1,715,307

France

2,045,902

3,148,127

260,789

57,812

145,733

Ecuador

1,962,312

2,748,282

1,372,926

2,180,113

1,996,453

Singapore

591,772

2,712,907

2,932,346

507,341

839,712

Argentina

6,886,113

2,691,245

928,921

901,312

919,992

India

4,650,601

2,064,557

3,111,847

1,608,917

655,268

World Total

270,993,364

576,199,849

491,314,497

435,502,299

427,765,201

Source: the U.S. Census Bureau

equipment, temporarily halting production (see September 2008 USGlass
page 18).
“This has the potential to impact all
PPG glass customers in all segments
nationwide,” Struble says, adding “our
logistics groups and sales groups are
working with our customers to minimize the disruption nationwide.”
The disruption came shortly after
the company began making repairs to
other lines.
“We actually took down one of our
two tanks in Carlisle, Pa., early,” says
Holt. “We shut it down in April. That
tank is scheduled to be repaired next
year but with the demand as weak as it
is in the U.S. market we just didn’t need
that capacity right now, and taking it
down allowed us to better utilize our remaining capacity.”
PPG certainly is not alone in its
need for repairing the long running
lines as continuous upgrades must be
made to furnaces around the world.
But for companies such as PPG where,
Holt points out, “the residential segment is actually the largest user of
glass, in terms of tonnage,” now may
be just the time to repair lines when
less demand is being heard from the
residential sector.
“We’ve been taking steps as well to
better match our capacity to the demand in the marketplace,” says Holt. “I
think the glass industry is taking steps
to make sure supply and demand are
in balance. I think it’s very important
that supply and demand be in balance
because this is an industry that’s also
being faced with significant inflation
in terms of energy, batch ingredients—which are also tied to energy—
the transportation of that, and then
also transportation and freight … all
three of those categories are highly impacted by fuel, by natural gas and electricity cost. Therefore it is critical that
this industry begin moving pricing to
pass that on and to do that it’s usually
best to have supply and demand relatively in balance.”
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She adds, “You’ve already seen all the
announcements with Asahi’s capacity
rationalization.”
Indeed, at the time AGC president
and chief executive officer Brad Kitterman had commented that “these decisions were made to minimize the
impact of ongoing market trends, by
eliminating glass overcapacity and
non-core product segments.
Among those trends was the continued decline of the North American
housing market. A company press release stated: “the earnings structure of
AFGNA excessively depends on clear
float glass—general-purpose glass that
is difficult to differentiate from products of competitors. This, combined
with higher costs driven by a price
surge in raw materials, has been
squeezing Asahi Glass’ profitability in
the region.”
Hughes adds, “AGC will be bring up
the lines once demand warrants it.”
While the decision was a necessity
for Asahi, “Three tanks made a huge
impact on availability of glass,” as DiFazio points out.

Energy Costs
In addition to the demands on available supplies, energy costs are proving
to be a challenge across the board—
and are providing yet another reason
for rising prices on the glass that is
available.
It’s a concern for nearly every industry and glass manufacturing is no exception, as Holt pointed out above.
“We have active, aggressive transportation teams that are constantly reviewing how our product is moved,
where it is moved and, frankly, even
what business you take or don’t take
with respect to the transportation
costs as it becomes a bigger and bigger piece of our overall costs,” Holt
says. “Distribution costs play into a lot
of our decisions around our mix and
the customers we serve.”
“Obviously the cost of containers
and freight and trucking and diesel

Global Demand
While supply and demand struggles play out in North America, close attention is being paid to glass exports.
“Beyond some short-term uncertainties about the recovery of the residential and automotive markets, there are more positives than negatives on global
glass demand,” says John Hughes, commercial segment manager for AGC Flat
Glass North America in Alpharetta, Ga. “Fast growing segments such as the
solar glass market, and growth in emerging markets are driving an increase in
demand on a worldwide basis.”
“We play globally in a couple of ways,” says Vicki Holt, senior vice president
of glass and fibgerglass for Pittsburgh-based PPG Industries. “We do some export out of North America; we also license our technology, particularly in emerging regions, to companies that actually offer partnership opportunities for us in
the future. We’ve got licensees in China, we’ve got licensees in the Middle East
and we are also working with potential licensees in Eastern Europe. Clearly the
growth in float is in taking place in emerging regions.”
Emerging regions, where democracy is emerging, are especially attractive,
adds Russell Ebeid, president of Guardian Industries Corp.’s Glass Group in
Auburn Hills, Mich.
“I’ll just say ‘follow the path of democracy.’ As the money trickles down to
people, what’s the first thing you spend it on? A house and a car—and that’s 80
to 90 percent of the usage of glass. So all you have to do is follow where people are getting true democracy and you will find the growth of glass,” says Ebeid.
According to Holt, “Float demand in developed regions is pretty similar to
gross domestic product (GDP.). You see the impact here in North America with
the potential recession—everybody hates to use ‘the R word’ but I’ll tell you in
my businesses, we’re in ‘the R word’ in the United States—so you see a softening in demand for float because the GDP is off. As GDP recovers, the demand in developed regions will recover with it. But the real growth is occurring
in emerging regions,” says Holt.
“We’re starting to read articles that Europe is finally starting to slow down a
little bit, but South America is still strong, the Middle East is still strong,” adds
says Mauro DiFazio, vice president of float glass sales for Zeledyne in Tulsa,
Okla. “Although things are slowing down in China—I’m not sure if that’s real or
artificial because of the Olympics. They just shut all those factories down; once
the Olympics are over is everything going to gear back up again in China? It’s
hard to say.”
For more information about where float glass is going, turn to the float glass
imports and exports charts on the previous pages.

charges have all been increasing quite
a bit,” Ebeid adds. “What that means
is you want to ship your product
closer to home to minimize the cost.
That’s closing the patterns of trade in
this industry.”
According to Ebeid,“Ideally you’d like
to ship your product within 500 miles
of where it’s being manufactured.”
In addition to distribution costs,
the cost of manufacturing itself is an

energy intensive process and, from
the cost of running a furnace to the
price of raw materials, and these costs
must be passed onto customers as
well.
“Glass is a big consumer of natural
gas as well as electricity, and those costs
have gone up dramatically. The cost of
glass, energy-wise alone—irrespective
of raw materials—has gone up pretty
dramatically,” Ebeid says. “To some ex-
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tent, some of our raw materials have
gone up because they have been fuelbased as well.”
“Manufacturers continually work to
reduce costs associated with the melting and distribution of glass products—although cost improvements
have not been offset due to increased
energy and raw material costs,”
Hughes adds.
“Obviously energy costs is a huge
concern for all of us,” DiFazio agrees.
“We use a lot of energy as an industry, and as a manufacturer we’re constantly looking for ways to reduce our
costs. [But] it seems like with all of
the efficiencies that we keep seeing,
the increase in [energy] costs is more
than gobbling up the efficiencies we
come up with. It’s just gone crazy.”

Greening Manufacturing
Despite the seemingly endless chase
of struggling to reduce energy costs
with new technology and upgrades,
only to have costs rise further still,
glass manufacturers have slowly
begun turning attention to remaking
their energy intensive manufacturing
process. For an industry where much
of the product development is focused
on improved energy efficiency, it
seems a natural step for the manufacturing process itself to become more
energy-efficient.
“You’re starting to see more and
more investment in technology that
allow you to use less energy when
making the glass,” says Holt. “Oxygen
firing within glass plants is one of
those.”
Holt adds, “We continue as we repair
all of our tanks we deploy the latest
technologies that reduce mostly our gas
consumption but also electricity.”
As Ebeid points out, it’s a continual
process “and there is constant
improvement.”
Perhaps it is a natural step, but it’s
not an easy one. It’s also a slow
process, since in most dramatic instances a furnace must be taken of-

fline temporarily for updates and repairs. “These furnaces generally last,
depending on the manufacturer, from
12 to 18 years,” Ebeid says. “So even if
you have a good idea you cannot implement it until the furnace wears out,
and then you repair it. And then when
you repair it, you obviously put in the
latest updates and efficiencies.
“It’s just like there are newer cars
coming out with better car mileage. Do
you change your car every year? No,
only when it wears out or you’re tired
of it or what have you. Then you upgrade,” he says.
According to DiFazio, these upgrades
are more of a necessity than ever.
“With the cost of fuel going up we
have to figure out ways to be able to
offset some of those increases by
making our processes more energyefficient so we can stay competitive,”
he says.

Research & Development
As may be suspected, energy efficiency is the key for a vast majority of
future research and development endeavors in the glass industry as well.
For PPG, the focus “is around enabling energy generation and conservation. When you look at the
opportunities with alternative energy—like solar, also wind energy in
our fiberglass businesses—we’re putting a lot of R&D in those two arenas,”
Holt says. “The other [focus] is all
around energy conservation, places
where our technology can, in fact, improve the energy efficiency of both
commercial and residential buildings.”
Energy conservation has been a
long-time focus for the architectural
glass industry, but energy generation
has become the newest hot topic
(see July 2008 USGlass, page 42).
“The other thing that’s growing is
the use of glass for solar photovoltaics, and solar thermal or concentrated solar power, and I think
that’s going to be the next phase of
growth for the glass industry, sim-

ilar to what’s happened with thin glass
for LCD screens. We’re going to start
seeing growth in glass for the solar
market, and that’s going to happen
probably both in developed and developing regions,” says Holt (see Global Demand sidebar on previous page).
“On the solar side, advanced coating
technologies will make photovoltaic
electricity an increasingly competitive
source of energy,” Hughes says. He
adds, “AGC … believes that solar
growth can change the dynamics of
the flat glass market.”
More traditional avenues for energy
conservation are expected to be further
explored as well, if in untraditional ways.
“Research will yield products that
continue to be more adaptive to the environment they will be installed: capturing free solar gain in the North,
providing the highest level of solar
protection in the South. Triple glazing
technology that can be scaled up to
mass production should also emerge,”
Hughes says.
“We’re going to more energy-efficient glasses, in the composition and in
coatings,” says DiFazio.
“Tremendous growth in coatings in
many, many different directions,” says
Ebeid. “I would say you’re going to see
a tremendous burst in coatings on
glass and that coatings are in terms of
obviously solar—in terms of building-integrated photovoltaics, in terms
of ultraviolet protection of furniture
and interior designs, coatings for interiors of the buildings, as well as different types of glasses for exteriors of
building that are higher transmission
that keeps the heat in and the heat out
from the outside if it’s a hot day.” ■
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