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Mayflower stocks more Rixson in more styles, finishes and functions
than you can imagine – and all are ready for immediate delivery.
Every floor closer, overhead holder and stop, Smoke Chek,® overhead closer,
pivot, wall magnet and the most parts and accessories. See the complete
Rixson line in our catalog. It's free. Call 800-221-2052 (in NYC 718-622-8785)
MAYFLOWER SALES CO INC, 614 BERGEN ST, BROOKLYN NY 11238 FAX: 718-789-8346 E-MAIL: PILGRIM @MFSALES.COM

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

www.mfsales.com

REDHOT
RIXSON!
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30 Millions Spent, Nothing Gained
USGlass has the exclusive on the surprising change orders
at One World Trade Center in New York.

38 Design Intervention
30

Providing design-assist services can win your products or
services a place on the project—and make your job easier.

48 Above and Beyond
Read about two skylight projects that went “over the top,”
whether through massive spans or by incorporating new
technologies.

52 The Start of a New ERA
48

The curtainwall at Yankees Stadium may look seamless, but
it took a coordinated effort from many fronts to go up
without a hitch.

54 Time Again for Tampere
Glass Performance Days, the conference held
every two years in Tampere, Finland, is quickly
approaching. Learn what educational and
networking opportunities await you from June
54 12-15.

60 GANA’s BEC Conference
The glass industry gathered in force in Las Vegas this
February to soak up educational presentations during
GANA’s Building Envelope Contractors Conference.
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on the cover
The Gaylord National Resort and
Convention Center in Oxon Hill,
Md., shows off wide views of the
water and sky, thanks to the
generous use of glass
throughout. For more details,
turn to page 48.
Photo courtesy of the Gaylord National Resort.
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Our new PYRAN® Platinum glass-ceramic is the best looking fire-rated
glass you’ve ever seen.
Meet the latest addition to our fire-rated glass family. PYRAN Platinum glass-ceramic offers
stunning optical quality and clarity with virtually no distortion. And, of course, safety is a given.
PYRAN Platinum fire-rated glass-ceramic meets UL requirements and, when laminated or with
surface-applied safety films, it also meets ANSI and CPSC standards for impact resistance.
SCHOTT is dedicated to our environment, so PYRAN Platinum glass-ceramic is environmentally
friendly. In fact, it’s the first glass-ceramic produced without toxins. It comes in large sizes and is
easy to get your paws on through our distributors. To bone up on PYRAN fire-rated glass-ceramics,
call us at 502-657- 4417 or visit us at www.us.schott.com/pyran.

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
©2009 SCHOTT North America, Inc.
® PYRAN Platinum is a registered trademark of SCHOTT AG, Mainz, Germany
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USGlassElectronic
Only on USGlassmag.com
Departments Online
•

Energy & Environment: Read more environmental regulations
and industry companies’ efforts to go greens.

Read weekly updates via www.USGNN.com.
Monday - Let's Be Clear

Go to www.usglassmag.com

Megan Headley
Editor,
USGlass Magazine

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:

What do you most wish the architects with whom you
work knew about glass?

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

Wednesday The Entrepreneur’s Corner

❏ Differences among coatings
❏ Maximum sizes available
❏ Code applications
❏ To ask more questions of their suppliers

Pete Chojnacki
President, FabTech LLC

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

March Survey Results
We asked:
“Play Ball” signals the start of spring and summer. Where do
you think your business will be by the start of the World Series
in October?
You Answered:

Friday Off the Press, On My Mind
Ellen Rogers
Online editor,
www.usgnn.com

Better off than now

Significantly weaker
than now

15%
Weaker
than now

WeBlogs

15%

On Occasion - deBLOG

31%

Debra Levy
Publisher,
USGlass Magazine

39%
The same as now
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Visit our online discussion boards at
www.usglassmag.com/phpBB2
to ask questions and share
experiences about business
and life in the glass industry.
www.usglassmag.com

© 2009 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Search

Archives

I<

E-Mail

<

>

>I

Subscribe

Introducing AC 23 Low-E Glass.
Keeps the heat out while letting the best of nature in.
™

New AC 23 Low-E glass from AGC has the lowest solar heat gain coefﬁcient of any
high-performance coating on clear-based glass. It offers an incredibly neutral look
with excellent glare control, as well as an aesthetically pleasing blue-grey hue.
Nothing gets you closer to nature more comfortably.
Visit www.AC23lowest-shgc.com to learn more.

©2009 AGC Flat Glass North America. All rights reserved.
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Issue@Hand
Publisher
Editor

Shame and Blame

Managing Editor

Debra A. Levy

Extension 111 • deb@glass.com

Megan Headley

Extension 114 • mheadley@glass.com

Erin Harris

Extension 130 • eharris@glass.com

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

Charles Cumpston

t’s not often that a report in a trade publication sparks a
call for action from a United States Senator, but that is
exactly what happened as a result of our article on page
30 of this issue.
The story by Tara Taffera first appeared on our online news
service, USGNN.com™, on March 31, as the result of a twomonth special investigation. It details the surprising way in
which the contract for the first 20 floors of glass in the Freedom Tower (now known as One World Trade Center) was
awarded in New York.
It is not unusual for manufacturers and fabricators to work
with an architect and building owner in the design phase. In this
case, the lengths to which these companies went to develop glass
that would meet the security and aesthetic preparation was
heroic. PPG even had a line retooled to produce the never-before-made thicker version of its Starphire glass.
So what happened? Sources say the building’s owner, the Port Authority of
New York and New Jersey (PANYNJ), put the glazing contract out to rebid. In
an effort to get the job, one of the original glazing contractor bidders who was
high on the first go-round provided much of the details of the glass design
work to an offshore company, which in turn was able to come in with a lower
bid. By shaving cost in a number of areas, this glazing contractor was ultimately awarded the job. And the glass was awarded to an offshore supplier
that was able to make it cheaper.
Of course they were. They are providing the moral equivalent of a knock-off product with none of the creativity, design or upfront costs these companies had. Makes
you wonder if there is any morality left in the construction business.
The New York press picked up on the story immediately with an understandable
emphasis on the safety and security issues.
By the end of day March 31, a full report had been aired on ABC News in New
York, including a call by New York Sen. Chuck Schumer (D-N.Y.) for the contract
to be rescinded.
“It’s astounding to us that they would take a project with this level of development work, that we all invested in prior to its completion, and one with this level
of visibility, i.e. the Freedom Tower, and bid that offshore,” PPG senior vice president Vicki Holt told ABC News.
For its part, the building’s owner, PANYNJ, says that it will continue to send representatives to China to monitor the glass manufacturing.
To me, the real issue is not where the glass is made. The issue is that it is being
made by anyone other than those who developed the new thickness and helped engineer it. These companies invested hundreds of thousands of dollars only to see
their work handed to a competitor.
No police department in this country lost as many officers in a single incident
as did the PANYNJ Police Department on September 11, 2001. Shame on them for
not caring about fairness and equality. That should matter to all of us.
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Two City Place Lobby, Fort Worth, TX | Gideon Toal Architects

WE CREATE PRODUCTS
THAT CREATE IDEA S.
Limitless choice and unmatched quality, that’s what you deserve for every project. As part of our Classic
Line™ Architectural Products, Envision™ Glass Systems provide you with an impressive range of design
solutions, all backed by a commitment to superior service and expertise. From all-glass doors to structural
glass walls to handrails and more, our products afford you answers for virtually every project application
need. Now you can embrace your creativity, knowing that your vision is indeed possible.

ENVISION™ ALL- GL ASS DOORS | ENVISION™ CL AD DOORS
ENVISION™ SLIDING & STACKING DOORS | ENVISION™ GL ASS WALLS
ENVISION™ HANDRAILS | ENVISION™ SHOWER ENCLOSURES

ENVISION THE POSSIBILITIES.™
W W W.VITROAMERICA .COM | 800.238.6057

I<

<

>

>I

Subscribe

© 2009 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Search

Archives

I<

E-Mail

<

>

>I

Subscribe

FromtheFabricator

True Confessions
Admission of a Glass Industry Addiction
by Max Perilstein
while back I took my daughter
Natalie to see the movie “Confessions of a Shopaholic” and it really was an interesting experience. First,
I was the only male in the entire theater;
those are not odds that I run into often.
Second, I was watching my 9-year-old
daughter’s future because the lead character is Natalie—just 15 to 20 years older.
And third, I realized that if she has any of
these addictive tendencies it’s because of
me. That thought spooked me beyond
belief as my genes are not good.

A

No matter what
happens, I’ll trudge
on, as last I looked
there’s no support
groups for 40-year-old
guys who have
unhealthy addictions
to 501c3’s.
See, because of these tendencies I
could write several industry-related
movies with the same premise as the one
I saw—such as “Confessions of a Chinese
Bash-aholic,” where I discuss the issues
of imports from that country. Or maybe
“Confessions of a Low E-aholic,” where I
write about the awesome low-E products
that the primaries are putting out and
how they continue to set the bar higher.
How about “Confessions of a Blog-aholic,”
where I focus on my other forum, an online diary that somehow has become a
pretty big destination for people who
want to read more about what’s happening in our world. And don’t forget “Confessions of a M&M-aholic,” as that and
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Pop-Tarts have made up my diet for the
last year-plus (sadly, that has ended as I
had to go on a diet because I am a pretty
blatant “bad food-aholic”).

THE BIG ADDICTION

was listening. It was mayhem actually, almost like a grade-school class being led
by a substitute teacher with everyone
yelling and talking and no one really making any sense. From that moment on I
buried myself in the issue, although not
the deep technical stuff; I am still a marketing guy after all. I was into the process
of why it was needed, who was behind it,
what the driving forces were and so on. It
became fun actually watching some of the
excuses being thrown around and explanations being changed on a dime.

But I think most people who know me
know where this is going. There is one
subject to which I am for some reason incredibly addicted. One subject that, for
some reason, will get me going off on a
tangent, and one subject alone that my
brother Steve will bring up before walking away laughing as I talk myself into a
froth. Ladies and gentlemen, I am an IN SEARCH OF A SUPPORT GROUP
NFRC-aholic. And is this obsession with
But it was, and is, still frustrating. It’s
the National Fenestration Rating Council still a program no one asked for and
(NFRC) not the saddest addiction ever?
there’s still no proof that it is needed and
It has become so bad that my fingers will be anywhere near efficient or sucare trained to type N-F-R-C to the point cessful. But no matter what happens, I’ll
that when I tried to write a blog post trudge on, as last I looked there’s no supabout the National Football Conference port groups for 40-year-old guys who
(NFC), my fingers automatically typed have unhealthy addictions to 501c3’s.
NFRC. But when all is said and done, I
Anyway, by the end of the movie, my
believe my addiction really to be noble. fear of passing on the addictive gene
When I first stumbled upon this group had passed. I actually hope Natalie can
it truly was an accident. There was a latch on to an issue and dog it for the
meeting in Baltimore and my co-worker, good of the people she works with or
the esteemed Cliff Monroe, was unable to the industry she is in and if that hapattend and he asked me to go in his place. pens that will be great. If not, I hope she
Cliff figured that the marketing guy has gets a really high paying job or marries
to have time on his hands; I mean, after very rich because, if she’s anything like
all, no one really needs marketing, so why me, the movie shopaholic will be smallnot throw the request towards me? Of time compared to my daughter! ■
course, I took the bait and ran with
it. But that meeting changed me. It
was probably like the first time my
Max Perilstein serves as the
daughter saw a clothing rack or a
vice president of marketing
display of pink furry purses. I was
for Arch Aluminum and Glass.
hooked.
Mr. Perilstein’s opinions are
solely his own and do not
I was hooked on the process that
necessarily reflect the views
was being discussed that could have
of this magazine. His column appears bisignificant effects on our industry
monthly.
and it seemed like no one cared or
www.usglassmag.com
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GANAPerspectives

The Proof is in the Glass
GANA Foundation Proves Its Energy Leadership
by B i l l Ya n e k
magine yourself making the case for
value-added glass products that are
energy-efficient, look fantastic and
complement green building efforts. But
then your client asks the million-dollar
question (or billion-dollar question, as
depicted in the stimulus bill): how does
high performance glazing impact energy use and CO2 emissions?
What if you could produce a study
that answers those specific questions
and actually predicts the impact of high
performance glazing on energy use and
CO2/greenhouse gas (GHG) emissions
in the United States as a whole? The
newly established Glass Association of
North America (GANA) Educational
Foundation Research Fund is working
to do just that.
GANA and its foundation are embarking on a fundraising effort to finance a study that would predict the
impact of high performance glazing on
energy use and CO2 emissions. With
this study, GANA members will be able
to empirically show and predict the impact of high performance glazing on
energy use and GHG/CO2 emissions in
the United States. The value of such a
tool, naturally, is immeasurable.

I

STUDY FOCUS 1: ENERGY
USE IN EXISTING BUILDINGS
The Energy Information Agency
(EIA) conducts a Commercial Buildings Energy Consumption Survey
(CBECS) every four years. The last set
of commercial building data available

More Information
To learn more about the Energy
Information Agency surveys, visit
www.eia.doe.gov/emeu/consumption.
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is based on 2003 (EIA is currently processing the building characteristics
data for 2007). In 2003, CBECS reports
that commercial buildings:
• totaled nearly 4.9 million buildings;
• comprised more than 71.6 billion
square feet of floor space;
• consumed more than 6,500 trillion
Btu of energy, with electricity accounting for 55 percent and natural
gas 32 percent; and
• consumed 36 percent of energy for
space heating and 21 percent for
lighting.
The last set of EIA residential building data is based on 2005. The Residential Energy Consumption Survey
(RECS) provides information on the
use of energy in residential housing
units. This information includes:
• the physical characteristics of the
housing units;
• the appliances utilized, including space
heating and cooling equipment;
• demographic characteristics of the
household;
• the types of fuels used; and
• other information that relates to energy use.
The 2005 survey collected data from
4,382 households statistically selected to
represent the 111.1 million housing
units in the United States. RECS data is
tabulated for the four Census regions, the
nine Census divisions and for the four
most populous states: California,
Florida, New York and Texas.
The GANA Educational Foundation study will review building energy use, by region, for existing
residential and commercial buildings. The data will be separated by
building type and energy end-uses
in order to predict cooling and

heating energy savings. The study also
will estimate the cooling and heating energy savings, by region, for each square
foot of glazing sold. The savings will be
predicted by building type. The study
also will estimate CO2/GHG emissions in
existing buildings.

STUDY FOCUS 2: ENERGY USE AND
CO2 EMISSIONS IN NEW BUILDINGS
Relying on industry sponsors to provide predictions for new construction
in the residential and commercial sector, the study will estimate the glazing
area and identify prescriptive requirements for glazing using the energy
standard ASHRAE 90.1-2004 and estimate CO2/GHG emissions.
The information gathered in this study
will give us the proof we need that many
of the high performance glazing claims
made by the industry are indeed true and
that we, as an industry, have been providing products that are on the forefront
of the green movement. Because of that
outcome, GANA is soliciting your help.
This study is not inexpensive, but its
value is priceless. The GANA Educational
Foundation is accepting tax-deductible
donations to make the study a reality. In
troubling economic times, donating to
this cause can be a real investment in
your company’s future.
For more information visit
www.ganafoundation.org. ■

B i l l Y a n e k is the
executive vice president of
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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“When you start with a clean slate, you need
partners you can rely on. That’s why we
chose Oldcastle Glass Naturalite skylights.”
®

®

—Robert Frasca, FAIA, Design Partner—Zimmer Gunsul Frasca Architects, LLP

Portland International Airport by Zimmer Gunsul Frasca Architects—
Custom-engineered Skylight by Oldcastle Glass Naturalite
®

®

“As part of Portland International Airport’s expansion, we designed one of the largest canopy
skylights in North America. The 120,000-square-foot glass canopy covers the entire road
arrival system, creating a striking entrance for visitors to Portland, Oregon,” stated Robert
Frasca, architect and design partner with Zimmer Gunsul Frasca Architects, LLP. “When you
are selecting the manufacturer of a product that visually defines a project, you choose very
carefully. Oldcastle Glass Naturalite worked with our team to develop a customized solution
®

®

that met both our aesthetic and performance needs.” Call 1-866-OLDCASTLE (653-2278)
or visit us online at oldcastleglass.com. See us at the AIA Convention, booth #727.
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GuestBook

Why Can’t We All Just Get Along?
Stop the Finger Pointing, Find Solutions
Jim Westphal
ow many times have you been countable. Yet what benefit is gained? ings for product selection, but didn’t ask
involved with a project where These self-inflicted problems are the for confirmation that the manufacturer
delays, cost overruns or general ones that could and should be avoided. had reviewed the proposal.
The general contractor did not
miscommunication have arisen
confirm
with the architect
and the root cause seemed avoidEveryone proceeded, thinking whether these
steps were done
able at best, foolish at worst. “If
that the next person in line
correctly. When quoting the job,
only we had known” is a comdid not confirm that the
mon refrain. “If only they had
would be responsible and catch they
system selection was correct.
checked with the manufacturer.
They took the lowest bid without
If only they had read the specs. If
any mistakes or oversights.
performing their due diligence.
only we’d had a meeting.”
The installer did not have pre-engiWe know how to do our jobs and what We all know of real-life examples, but
neering done. They selected the lowest
should be done. Yet, there always seems let’s look at a general one.
An architect has drawn a project where cost product—one without design flexto be issues where one wonders, “Why
he wishes to use a storefront product in ibility. They didn’t inquire as to whether
can’t we all just get along?”
For all projects there should be a an inappropriate application (poor plan- stamped calculations would be reprofit margin. Obviously, most people ning). The general contractor estimates quired. Did the project specifications
or companies want a bigger portion of a cost incorrectly (more poor planning). make any sense?
The manufacturer sold material
that slice, but there is only so much The installer tries to be the lower bidder
available. Some issues are self-inflicted, without confirming whether the correct without asking for project information.
Everyone proceeded, thinking that
while others are the result of another’s product has been targeted (poor project
greed. Too often when one of these oc- management). The product manufac- the next person in line would be returer sells the wrong product without re- sponsible and catch any mistakes or
curs other problems arise.
oversights. What resulted was a rush to
If glazing or fenestration products are viewing the job (poor oversight).
The job starts, and now the architect get the job done at the lowest price. In
being installed and there are flaws, mistakes or miscommunication, it will typi- wants stamped calculations from a the end, what they got were problems.
cally result in delays and/or cost overruns. registered engineer. But wait; this was By asking extra questions, working toSoon, the overall project schedule has not in the specifications (poor plan- gether to ensure that what is drawn will
gone down the drain. The dream of a ning and cost overrun). The installer work and being open and honest to
smoothly run job is gone. What is the re- contacts the manufacturer and finds achieve a common goal, a job well done
sulting benefit? Someone gets a bigger out that storefront will not work. De- that delivered a profit to everyone could
livery dates are extended six to eight have been realized.
portion of the pie—but at what cost?
Why can’t we all just get along? ■
weeks and the cost now has increased
60 percent. The finger pointing
TAKING RESPONSIBILITY
Now don’t misunderstand me, many begins. Threats of back charges
times the party or parties involved and lawsuits begin.
J i m W e s t p h a l is the supervisor of
Was this avoidable? Yes. Before
bring it on themselves. They cut cortechnical planning for YKK AP America Inc.
ners. They hide problems or incomplete thinking about how it was everyone
in Austell, Ga. Mr. Westphal’s opinions are
planning. Many problems arise when else’s fault, let’s look at this a little
solely his own and not necessarily those
one party tries to set others up for fail- more clearly. Did the architect do his
of this magazine. This article previously
ure (to back charge for profit) or poorly due diligence? He thought he had,
appeared in the January AAMA Aluminum
Material Council Newsletter, available at
manage their portion of the job. When but no one told him that stamped
www.aamanet.org/upload/AMC_Newslett
someone intentionally or maliciously calculations were a good idea. He
er_January_2009.pdf.
causes problems, he should be held ac- had local installers review the draw-

H

12

USGlass, Metal & Glazing | April 2009

www.usglassmag.com

© 2009 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Search

Archives

I<

E-Mail

<

>

>I

Subscribe

Make your window and curtain wall systems – and your buildings – rise above the ordinary. With Technoform’s TGI® warm
edge IG spacers and Bautec structural insulating struts for aluminum frames, it’s possible. You see for over 30 years, we’ve
been helping architects, designers and fabricators create some of the most striking, high-performing window and curtain wall
systems in the world. Our spacers and struts deliver unsurpassed design capabilities, energy efficiency, durability and structural
strength. And our people bring you unrivaled expertise. Which means when you work with Technoform, you can take your
designs to a whole new level.

www.technoform.us | 330-487-6600

© 2009 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

NewsNow

Contents

Search

Archives

I<

<

E-Mail

>

>I

Subscribe

Powered by USGlass

www.USGNN.com

NEWS NETWORK

visit www.usgnn.com for news every day

Industry Remembers William (Bill)
Davidson of Guardian Industries
illiam Davidson, 86, owner
and chief executive officer
(CEO) of Auburn Hills,
Mich.-based Guardian Industries,
passed away at his home in Bloomfield
Hills, Mich., on March 13, 2009.
“The global Guardian Industries family mourns the loss of its visionary leader
and guiding light, owner and CEO
William Davidson —‘Mr. D’ to the more
than 19,000 Guardian people around the
world. We are deeply saddened by his
passing,” said a release issued by the company. “During his 52 years at the helm of
Guardian he provided vision, leadership
and a straightforward approach to building business with an entrepreneurial
style second to none. He established a nononsense, anti-bureaucratic culture
within Guardian Industries and the other
organizations he led. He will be remembered for his steady hand that propelled
Guardian to the forefront of its many
business segments in countries throughout the world. His leadership principles
and legacy of innovation and excellence
are embedded in the company’s leadership team, which will continue to provide
management of the company according
to a transition plan established by the
team more than a decade ago.”
A native of Detroit, Davidson received his undergraduate degree in
business administration from the University of Michigan in 1947 and his
Juris Doctor degree from Wayne State
University in 1949. He was admitted to
practice before the Michigan Supreme
Court in 1949. In 2005, he was awarded
an honorary Doctor of Laws degree
from Wayne State University.
He joined Guardian Industries in
1955, became CEO in 1957 and led the
company from its beginnings as a small
glass company to its position as one of

W
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the largest international companies in
commercial and residential glass and
automotive and building products.
In addition, Davidson has been the
recipient of numerous awards and honors including the Phoenix Award, given
in recognition of significant contributions to the world glass industry; the
Order of Merit in Labor of the Highest
Class from the Republic of Venezuela;
Honorary Counsel of the Grand Duche
of Luxembourg in Michigan; Grand Officer of the Order of Merit, Commander
of the Grand Ducal Order of the Oak
Wreath and Officer Legion of Merit for
the Grande Duche of Luxembourg;
Doctor of Humane Letters, honoris
causa, from the Jewish Theological
Seminary in New York; and an Honorary Doctor of Laws Degree from the
University of Michigan.
In 2003 Davidson was decorated as an
honorary Grand Officier de l’Ordre de la
Couronne de Chene by the Luxembourg
Minister of the Economy Henri Grethen
for contributions to manufacturing diversification in the country and enhancement of the industrial fabric of the
Luxembourg economy.
In addition, Davidson was the owner
of the National Basketball Association’s
(NBA) Detroit Pistons and the Women’s
NBA’s Detroit Shock; he was inducted
into the Basketball Hall of Fame last
year and served two terms on the NBA
board of governors. He also owned
Palace Sports & Entertainment, which
includes The Palace of Auburn Hills
and DTE Energy Music Theatre.
Davidson also was an honored philanthropist, giving away more than
$80 million in the 1990s alone. He
made substantial endowments to education, cultural and community programs including:

Davidson practiced law beforing
joining Guardian Industries in 1955
and becoming CEO in 1957.

• The William Davidson Institute at
the University of Michigan Business
School;
• The Davidson Institute of Science
Education at the Weizmann Institute
of Science in Rehovot, Israel;
• The Detroit Symphony Orchestra;
• The William Davidson Graduate
School of Jewish Education at The
Jewish Theological Seminary of
America (New York City);
• The Karmanos Cancer Institute and
Children’s Research Center of Michigan; and
• The Davidson Second Temple Period
Archaeological Park and a visitor’s
center to the park surrounding the
Temple Wall in Jerusalem.
More than 3,000 people attended
his funeral on March 17 at the Congregation Shaarey Zedek synagogue,
of which Davidson was a lifetime
continued on page 16
www.usglassmag.com
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NewsNow
continued

“The loyalty at Guardian is exmember and former president.
tremely high and that’s because
Among those individuals payhe respected everyone the same
ing their respects were David
way and that created a family enStern, commissioner of the NBA;
vironment; it helped keep that
former Pistons Isiah Thomas, Rick
small-company feel.”
Mahorn, Bill Laimbeer and Dave
Thomsen also says Davidson
Bing; Detroit Mayor Ken Cockrel;
created “the ultimate work
and former Michigan Governor
environment.”
John Engler. Employees from
“He did not believe in microGuardian Industries filled the
management and he gave deservbuilding and also videotaped the
ing people significant freedom to
funeral to provide closure for emrun their business segment, much
ployees at Guardian facilities
like running their own company,”
around the world.
says Thomsen, who adds that
Davidson’s son Ethan Davidson, son-in-law Jonathan Aaron William Davidson attended the opening of Guardian's when he joined Guardian in 1999
and Russell Ebeid, president of first glass manufacturing plant in Carleton, Mich., in he had no written job description
“and the only direction I had from
Guardian Glass, stepped before 1970.
Mr. Davidson was to make
the crowd to deliver their reflections, both humorous and poignant, on their time with Guardian an innovator and improve financial performance.”
He continues, “There is no bureaucracy; Mr. Davidson deDavidson. The eulogy was delivered by Rabbi Joseph H.
Krakoff, who talked about Davidson as “a man of modesty veloped the vision and let the people here execute and deand humility … a man of integrity and vision.” Krakoff liver. He built this organization around people and their
added, “He was fearless, secure, and he never worried. There abilities, not processes and procedures.”
In addition, Thomsen says Davidson truly was an innovawere no obstacles for William Davidson.”
Davidson’s efforts and practices in business will certainly tor. “It was like he had a crystal ball. From the time he took
leave a lasting impact on many people in the glass industry over here in 1957 he was always five to ten years ahead of the
market and competition … he always knew the appropriate
who have known and worked with him.
Ebeid has known and worked with Davidson for 39 years and opportune times to make strategic business shifts.”
and says he was as humble, simplistic and optimistic of a Thomsen adds, “He was an eternal optimist that Guardian
would find the solution and prevail—that’s the culture here.”
person as you could find.
Russell Huffer, president and chief executive officer of Apogee
“If he were a weather broadcaster he’d never predict rain,”
Ebeid says.“He had a total open door policy and you could go Enterprises, had spent seven years early on as a Guardian emin and talk to him about anything. He was an open guy, but ployee, 18 months of which was in the corporate headquarters.
“I got to know Mr. D quite well during my time there. He
you always knew whom you were talking to.”
Ebeid says that, in business, Davidson was always direct was very personable and he loved basketball metaphors,” says
Huffer. “He often talked about ‘giving the ball to the person
and he did not take shortcuts.
“He believed that business was an equal relationship be- with the hot hand.’” Huffer adds that Davidson was the type
tween buyer and seller and that customers would do busi- of leader who made his decisions based on results and peoness with you for the right reasons … quality and service … ple being accountable for what they said they’d do.
“I remember when I was managing one of the plants, every
and not just because of a low price.”
Another of Davidson’s characteristics that Ebeid recalls is day my boss would get a call from Mr. D to find out how was
that he tried to teach his employees how to think and not business, how were the shipments—those good, quick business questions,” says Huffer, who adds that he learned a lot from
what to think.
“He didn’t tell you what to do, but he’d ask questions, such working with Davidson, which he applies to his own work today.
as ‘Have you thought about doing this?’ or ‘Did you consider He says the biggest lesson focused on the importance of safety.
“Safety is of immense importance to Guardian and I think the
that?’ And that would get you thinking [about the situation]
company really led the way toward safe workplace standards. It’s
and you’d start coming up with the ideas,” says Ebeid.
Scott Thomsen, Guardian’s vice president and chief tech- something I have clearly carried throughout my career.”
Davidson’s influence extended well beyond Guardian emnology officer, says that very early on he learned that Davidson was a humble person who treated everyone with the ployees. Leon Silverstein, president and chief executive officer
of Arch Aluminum and Glass, also got to know Davidson.
same level of respect.
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“I met him about 20 years ago and my dad had met him
about 50 years ago,” says Silverstein. “He was always nice to
me and nice to my children.” [Editor’s note: Silverstein has
two children at the University of Michigan].”
Silverstein says that on a couple of occasions he had the
opportunity to attend Detroit Pistons games and sit with
Davidson.
“We talked about glass, but we also talked about the Pistons,” says Silverstein.“And for a big sports fan like me it was
a great opportunity to go to a game and be able to sit with an
owner and to talk to him about who [in the game] he liked
and disliked.”
Silverstein adds that Davidson is likely one of the most admired people in the industry.
“His philosophy of business is one that we [Arch] have
tried to pattern ours after. He was tough, but fair … a sharp
guy, and he was the boss,” says Silverstein.
For many people in the industry, Davidson is a man who
will not soon be forgotten. “Even though he’s gone, I feel like
he’s still here,” adds Ebeid.“He was Guardian’s Walt Disney and
his ethics and integrity will linger in this organization.” ■
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CompanyNews
TRACO, YKK AP Feel Effects
of Slow Construction in Georgia
he state of Georgia’s unemployment rate is the highest
it’s ever been since the U.S. Department of Labor’s Bureau of Labor Statistics began standardizing unemployment rates among all states in 1976. And now, a recently
announced plant shut-down and employee layoffs at two different aluminum window companies in Georgia soon will
leave even more of the state’s workers searching for jobs.
TRACO in Bainbridge will shut down its plant there indefinitely and YKK AP in Dublin has implemented a staff reduction. For both companies, these actions are a result of the
slow construction market.
For TRACO, the plant’s 70 employees were given a 60-day
warning notice on March 9 that the plant would be closing.
The shutdown is said to be indefinite and some employees

T

will be kept on staff for facility maintenance. According to
news reports, TRACO officials say if the economy turns
around they’ll re-evaluate the closing.
At press time officials from TRACO had not responded to
USGlass’ requests for comment.
In Dublin, YKK AP reduced its staff by fewer than 20 fulltime employees. The Dublin location has about 440 employees and is one of the county’s largest employers, and for
Oliver Stepe, senior vice president, YKK AP America, just because business is slow, doesn’t mean this is still not a good
time to be productive.
“We are very well positioned to remain strong during this
current economic crisis. Our recent operational adjustments
are not a sign that we are shrinking back, but rather a sign

PPG Restructuring Plan to Save $140 Million Annually

P

ittsburgh-based PPG Industries has announced a
business restructuring plan focused on further reducing its global cost structure. The company cited
global economic conditions, low end-market demand and
acceleration of cost-savings from the integration of the SigmaKalon coating businesses acquired in 2008 as reasons
for the program. The planned actions are expected to deliver pretax cost savings of approximately $60 million in
2009, growing to an annual run rate of about $140 million.
Implementation of the plan is expected to cost the company approximately $160 million in cash. A pretax charge
of approximately $190 million will be recorded in the company’s first quarter 2009 financial results. A further charge
of up to $50 million is possible later this year as the evaluation and approval of other elements of this restructuring
plan, including additional plant closures, are finalized.
The first quarter charge includes the cost of closure several small production, laboratory, warehouse and distribution facilities across PPG’s businesses and regions and a
broad reduction in employment across the company globally. In total, approximately 2,500 jobs will be eliminated.
“These are sweeping steps that will impact all of PPG’s
business segments and regions,” says Charles E. Bunch,
chairperson and chief executive officer. “We are making
significant structural changes to the way we operate our
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businesses. By implementing this program, we not only will
be better able to weather today’s difficult conditions, we
also will be a more efficient company coming out of the current economic downturn.”
The largest portion of the cost-reduction activity will take
place in the company’s automotive OEM coatings and industrial coatings business units, which have been particularly hard hit by declines in global end-use market demand.
Bunch adds that the company continues to see significant weakness in its global industrial end-use markets, with
even sharper deterioration in Europe. These conditions are
impacting results negatively in the company’s industrial
coatings and glass segments, several business units in the
performance coatings segment and the company’s silicas
business unit. He says that the company’s architectural
coatings EMEA segment is performing at a level near last
year’s first quarter.
In addition, PPG stated that it has implemented a wide
range of cost-reducing and cash-conserving measures,
including employee furloughs, salary and bonus actions
and elimination of the company match of employee contributions to 401(k) plans. Capital spending, excluding acquisitions, is being reduced by about 50 percent from the
$383 million spent in 2008.
❙❙➤ www.ppg.com
www.usglassmag.com
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that in combination with continuous and expanded product development efforts, we will be the most proactive
manufacturer to enhance our value to the market and,
most importantly, increase our customers’ ability to gain
new business opportunities as well,” Stepe says. “Our efforts in the past two years in product development, expansion and a new supply chain management system are
now really paying off. For example, the past few months
we have seen our on-time delivery index at its highest
point in our history. We also just launched a brand new,
innovative transportation system in a test region that we
hope to expand throughout the year.”
Likewise, Stepe says during these tough economic times
while it’s important for companies to remain competitive,
they should not necessarily focus too much on price as a
business strategy.
“Now is not the time to slash prices and fall victim to
those who may try to take advantage of the current economic crisis. If companies are faced with lower volumes at
lower prices, it will be very difficult to manage their business,” Stepe says.“Companies must focus on their core values and be clear about the value they bring to the market.
Obtaining appropriate and fair pricing for goods and services is critical to any economic recovery.”
Stepe also adds that economic downturns have somewhat of a filtration affect on the market, which is not all
bad. “The strongest and most savvy business owners
and companies will come out of this period stronger
than they went in, and new entrepreneurs will be born
and create products and markets that are not yet visible to the average person,” he says. “In my opinion, this
cycle and the spirit of innovation that is inherent to
those who call America home is what makes the USA’s
economic system among the strongest and most admired in the world.”

Glasswerks Opens New Facility
Glasswerks LA Inc. has recently completed its new corporate facility. The new 180,000-square-foot plant in South
Gate, Calif., features a great deal of new glass fabrication
equipment. Four tempering furnaces give the company
large capacity in Southern California. The facility also features a new environmentally-controlled laminating line, a
Lisec insulating line, three automated cutting lines, as well
as a number of CNC edgers and polishers. ■
www.usglassmag.com
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ContractGlazing
Contract Glaziers
Can Stay Profitable
rofitability is not just about
making money, but also keeping
the money earned, noted Bill
Dexter, risk-management consultant
and trainer, during a series of March
webinars hosted by the Construction
Specification Institute. During the webinars Dexter provided a number of
tips for doing just that, as well as creating project-specific contracts that will
keep owners’ expectations realistic.
“This is a high-risk, low-margin
business,” Dexter said. He pointed to a
number of issues that subcontractors
and general contractors deal with that
cause a loss of profitability, including
owner-drafted contracts, which are
generally slanted to favor the owner;
changes during construction; and the
owner’s performance, i.e., not making
timely payments, authorizing change
orders, etc.
Another “money leak,” according to
Dexter, is being the low bidder.
“If you are the low bidder on the project the owner may still expect [the
highest level] from you even though
you may have made cost cuts in bidding
that job,” he said.
Dexter further stressed that one of
the most important steps is making
sure that contractors are getting and
giving feedback to owners, who may
otherwise not know where the money
they are putting out actually is going.
“When you meet with a new owner,
their ultimate concern is the budget,”
Dexter said, explaining there are several
things that an owner wants to know:
• If you have the talent and resources
to build their [project];
• How much it will cost; and
• When it will be done.
Once problems such as those noted
above are addressed, Dexter offered

P
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three steps to profitability: “describe the
work; define trade standards; and
billing with a budget report,” he said.
To follow the first of these steps, Dexter advised creating project-specific
contracts.
Dexter shared some benefits in
preparing your own contracts. “It’s not
as complicated as you may have assumed,” he said. “It tailors the contract
to the way you do business … and can
include an exact description of your
tasks, benefits and remedies.”
When working with a contract you’ve
prepared, Dexter added that it’s important to still educate and work closely with
clients. He offered a few suggestions.
“If you’ve written your own contract,
go over it word-for-word with your
client. Explain what every clause
means,” said Dexter. “Also, invite clients
to suggest revisions; you’re not letting
them make changes, but you’re just asking if there is anything in the contract
that they feel uncomfortable with.”
In addition to detail-oriented contracts, Dexter also advised taking a
role in creating detailed specifications. “[Let them know] what brands
are included, what equipment is included, etc. Also, take time to include
the work you are not going to do,”
Dexter said.
Ensuring those specifications match
up with set trade standards is another
good aim, Dexter noted. As he explained, a departure from trade standards is the number-one consumer
complaint against contractors and
subcontractors. Several levels of standards exist, so it’s important to spell
them out.”
The minimum standards are the
building codes and other codes, while the
“higher” trade standards are those crewww.usglassmag.com
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ated by professional trade associations
and are not enforced unless they are
written into a specification.
The highest trade standards are the
manufacturers’ specifications and instructions for the specific item being
installed. “These cannot be changed
and they carry the same weight as the
codes,” said Dexter, who added that
when posed with a disagreement between a building code and a manufacturer’s specification, the specification is
the one to follow.
Finally, he noted that there are “unachievable” standards—generally an

Contents

Search

owner’s unrealistic expectation for materials and methods—as well as “false”
trade standards, such as following or
not following “custom and practice.”
Another “false” is the standard of
care.“There is no such thing in the construction business,” Dexter said.
In order to narrow down the trade
standards, Dexter suggested doing the
following:
• In the contract, describe exactly to
which standards you will build;
• In an exhibit, list the expected performance of materials and methods; and
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• By reference, incorporate the standards.
Regarding the third point, billing
with a budget, Dexter noted, “The flow
of cash from the owner is his gauge on
how well the project is going.”
According to Dexter, when it comes
to subcontractors and bids there are
good, bad and ugly. On the good side
are detailed job inclusions and exclusions; unit costs and specifications; and
time to complete the work.
On the bad side are lump-sum only
bids and a lack of specifications. The
ugly includes errors in estimating and a
lack of exclusions. ■
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Legislation Legal
Bill Could Mean More Energy-Efficient
Glass and Glazing in West Virginia
egislation is pending in West Virginia that would amend the Code
of West Virginia to allow county
school boards to enter into energy-saving contracts and extend them by 15
years. If passed, the new law could help
move the county schools toward the use
of energy-efficient glazing.
The legislation (H.B. 2872) encourages “energy-conservation measures” to
reduce energy consumption operating
costs of facilities. Included in the allowable measures are storm doors or
windows, caulking or weatherstripping,
multi-glazed doors or windows, heatabsorbing or heat-reflective glazed and
coated door or window systems or
other door or window modifications
that reduce energy consumption.
Curtis Wasner is a project manager at
General Glass Co., a contract glazier in
Charleston, W. Va. He says having legislation in place such as the proposed

L

H.B. 2872 would help encourage more
green building throughout the state.
“We’ve seen a big shift toward green
building here, from the performance of
the metal to the performance of the
glass,” says Wasner, who says of the last
few school installations they’ve worked
on energy-efficient glazing systems
were used. “We’re trying to encourage
green building with everyone,” he adds.
Others are a bit more cautious when
it comes the pending legislation.
“Any time we can try and reduce
costs and energy demand, especially for
the school systems, it allows them to
save money for the other things that
they need,” says Mike Holt, a project
manager with Central Glass Co. in
Charleston, W.Va.“The important thing
with this, though, is to make sure it’s
done correctly on the legislative end
and that it’s implemented where it’s actually needed. Schools that were built

Viméxico Wins Appeal

V

iméxico S.A. de C.V., a subsidiary of Vitro S.A.B. de C.V. in Mexico, has
been notified of a final non-appealable decision denying Pilkington
Group Ltd.’s opposition to resolutions adopted at a shareholders meeting held in December 2006 when the merger of Vitro Plan S.A. de C.V. into
Viméxico was approved. A company representative noted that at the time of the
first decision the court supported the company’s stand that it had complied
with all of the legal requirements for such a merger.
As a result of this new decision, it has been ratified that all resolutions are
valid and binding for all shareholders, including those who voted against such
resolutions. In addition, the court confirmed the dismissal of all claims demanded by Pilkington in its original complaint and confirmed the validity of
the merger of Vitro Plan into Viméxico.
In a February 2008 release Vitro noted that its subsidiary in the flat glass
business unit, Vitro Plan, approved at a 2006 shareholders meeting its merger
into Vitro’s Viméxico subsidiary. As a result of this merger, Vitro’s flat glass
business unit reduced its debt by $135 million USD.
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50 years ago were not designed with energy conservation in mind, so just replacing the windows may not
necessarily solve all of the problems the
structure may have.”
Holt adds that with new construction
energy-efficient glazing systems are in
almost all of their jobs.

New Law Encourages
Energy-Efficient
Construction in N.J.
Legislation was passed in New Jersey
recently that encourages public entities,
including the state, counties, municipalities, school districts and public colleges,
to implement energy savings improvement programs. Through the new program, public organizations will be able to
contract with energy services companies
to implement energy saving measures.
The money saved through the reduction
in energy expenses will defray the cost of
energy infrastructure improvements. The
use of high-performance glass and glazing, doors, windows and other construction elements is just one way public
agencies will be able to benefit.
Many glass companies also may find
benefit in seeing more high-performance materials used in the state’s
construction.
“We are clearly supportive and in
favor of this legislation, but whether it
has any ‘teeth,’ will need to be determined,” says George Smith of Pedricktown, N.J.-based J.E. Berkowitz L.P.
Smith, who handles the company’s energy purchases, ISO quality and facilities management, also was the project
executive in charge of constructing the
company’s new plant in Pedricktown,
which features a number of the efficiencies that are now being encouraged
by the state’s governor. ■
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THE AA®3200 ISOWEB® SLIDING DOOR is the perfect choice for your
next high-end project. It’s the combination of form and function that
makes this sliding door stand up to the elements, whether it’s
rain, wind or hurricane conditions. To learn more about our AA®3200
ISOWEB® Sliding Door, visit Kawneer.com.

kawneer.com
© 2008 Kawneer Company, Inc.

Architectural Aluminum Systems
Entrances + Framing
Curtain Walls
Windows
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HardwareFocus
resources

National School Safety Study Says
Proper Locks, Equipment are Important
chool administrators across the
United States take seriously their
responsibility for ensuring
school security, which was demonstrated
by the recent release of the 2008 National
School Safety Study, a joint project of Ingersoll Rand Security Technologies and
the American Association of School Administrators (AASA), in consultation
with RETA Security Inc. The study assesses the status of security in the nation’s K-12 public schools, based on a
survey of school leaders nationwide.
Among the study’s findings:
• While half of all schools lock public
entrances to buildings, one-third of
exterior doors are occasionally or
often propped open; and
• No respondents reported the ability to

S

quickly lock down classroom, office
and gathering-area doors electronically in the event of an emergency;
however, 58 percent report that all
doors can be manually locked from
the inside and 41.3 percent report all
doors can be manually locked, but
only from the outside.
As a follow-up to the study, AASA, Ingersoll Rand Security Technologies and
RETA Security Inc. are discussing how
to best leverage the results of the study
to the advantage of America’s school
communities. Potential plans include
regional training initiatives for AASA
members, which also will encompass
actionable programming for areas that
need no additional financial resources.
“Ingersoll Rand undertook this ini-

product news

DORMA’s Operator Hits the Floor
With a floor-installed,
sealed compartment for its
electrical and mechanical
components, the new
ED400-IG automatic operator from DORMA Entrance
Systems in Reamstown, Pa.,
is suitable for glass doors in
all-glass storefronts as well
as other swing door applications that demand clean
aesthetics. The unobtrusive placement of the components makes the product
suitable for uniquely shaped doors that would be difficult to accommodate with
conventional overhead automatic hardware.
The ED400-IG operator features a compact 32- by 6- by 7-inch deep compartment that’s recessed in a weatherproof steel container and secured in
the floor. The operator’s drive unit can accommodate doors up to 800 pounds.
The drive directs energy to the door’s pivot in a rotating motion. This enables
a consistent, smooth opening and closing action.
Appropriate for ADA-compliant applications, the ED400-IG can operate in a
low-energy mode, and offers functionality such as push and go, power close
and a lock interface.
❙❙➤ www.dorma-usa.com
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tiative in keeping with our corporate
stewardship responsibility,” says Beverly
Vigue, vice president of the company’s
Education Solutions group. “The Risk
Mitigation Assessment as a tool to help
our nation’s public schools is an excellent example of the ways public-private
partnerships can be used for the common good. There’s also tremendous
value in getting the most accurate pulse
on trends in school security in order to
remain at the forefront in developing
truly effective solutions that keep learning environments safe and productive.”

❙❙➤ www.ingersollrand.com

company news

Interlock USA
Partners with European
Hardware Manufacturers
Interlock USA, an ASSA ABLOY Group
company based in Reno, Nev., has announced a strategic partnership with the
Siegenia-Aubi group, consisting of the
companies SIEGENIA-AUBI KG and KFV
Karl Fliether GmbH & Co. KG, two hardware manufacturers based in Germany.
Interlock USA will begin immediate
distribution. The new product line includes Siegenia-Aubi’s latest hardware
solutions for tilt and turn windows, tilt
and slide doors, lift and slide doors and
ventilation systems. The hardware offers
various degrees of corrosion resistance.
The expanded product offering from
Interlock USA also features KFV’s latest
offerings in multi-point locking systems,
electronic locking solutions and a variety
of products for glass doors. The solutions
feature a high level of security and protection against forced entry. In addition,
the corrosion-resistant hardware has
been hurricane tested and designed for
optimal performance in coastal regions.
❙❙➤ www.interlockna.com ■
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SolarWatch
legislation

Will Recovery Plans Give the U.S.
Solar Glazing Market a Positive Boost?
he recently enacted American Recovery and Reinvestment Act
could mean good news for the future of solar glazing. In an address to
Congress in late February President
Obama stated, “Thanks to our recovery
plan, we will double this nation’s supply
of renewable energy in the next three
years. We have also made the largest investment in basic research funding in
American history—an investment that
will spur … new discoveries in energy ...”
The Act also calls for investing $15
billion a year to develop technologies
for a number of areas, including solar
power. In addition, the plan sets out to

T

save or create 3.5 million jobs over the
next two years, including jobs constructing solar panels.
“The American Recovery and Reinvestment Act signed by the President had
a number of benefits for the renewable
energy industry,” says Mike Ondrus, director of solar energy systems for
Glasstech Inc., “not the least of which is
the monetization of the investment tax
credit in the form of grants. This may
now make it more appealing and easier
for the U.S. solar industry to move ahead
with installations that use glass.”
Some of the plan’s key points that
may have a significant impact on the

services

New solarglazingmag.com Goes Live
There is now a new source of industry news and information dedicated to the solar glazing
industry. A new website, managed
by Key Communications Inc., publisher of USGlass magazine and
USGNN.com™, is now live at
www.solarglazingmag.com.
“This new website will be a great
resource for anyone interested in
learning more about the solar glazing industry,” says Debra Levy, publisher of USGlass. “The site will
provide a first look at many of the
trends and technologies that will be
further explored in the pages of
USGlass magazine’s Solar Glazing supplement.”
Visitors to www.solarglazingmag.com will find numerous informational and
educational resources. The site features links to industry and event news, an
online event calendar, video interviews with industry professionals and photo
galleries of solar products and applications. In addition, an online forum offers visitors a place to ask questions, share comments and network about
trends in the solar glazing industry, as well as applications and more.
❙❙➤ www.solarglazingmag.com
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solar glazing market include:
• Renewable Energy Grant Program,
which offers Department of Energy
grants equal to 30 percent of the
cost of solar projects started in the
next two years, including large-scale
utility projects;
• Loan Guarantee Program, which creates a new, streamlined loan guarantee program to support financing of
renewable energy systems, including
solar energy technology;
• Manufacturing Investment Credit,
which creates a 30-percent investment tax credit for facilities engaged
in the manufacture of renewable energy property or equipment; and
• Solar for federal buildings and military, which creates a multi-billion
dollar market for solar to be installed
to power federal buildings and military installations.
It will still take time for solar glazing to
fully engage the mainstream market, and
some companies say they are still accessing what the Act’s full impact will be.
“Initial indications are that it will provide direct benefit to the solar industry,
and companies such as ours that will further reduce costs and minimizes the impact of the economic crisis on the solar
industry (for financing projects),” says
Brian Lynch, who works in corporate
communications for SCHOTT North
America, which includes SCHOTT Solar.
Lynch adds that the plan also could help
improve the economy overall. “We’re
[SCHOTT Solar] in the process of investing $100 million in Albuquerque to build
a production facility that will employ 350
people. If market demand remains
strong, the long-term plans call for the facility to quadruple in size.”
continued on page 28
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Tom Black, COO, Walters & Wolf, Mukilteo, Washington
Four Seasons is synonymous with quality, so everything on this project had to meet the highest standards.
I’ve grown to expect that from Viracon. Viracon’s differentiator is the quality of their product, their service
and their technical assistance. And that’s true whether I’m working on a four-story building or a fortystory building. I’ve worked with Viracon for many years and their commitment to quality glass and service
is something I knew we could count on. Do you want a turn? Contact us for details. Call 800.533.2080,
e-mail glass@viracon.com or visit viracon.com.

Four Seasons Hotel and Private Residences
Seattle, Washington
Type of glass: Insulating VE1-2M
Architect: NBBJ
Photographer: Michael A. Moore

©2009 Viracon.
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SolarWatch
continued

company news
The LT-55 XL Precision Laser Templator lets you
walk onto a jobsite and walk off with a CAD
ready .dxf file. No matter if you are a CNC or
manual shop, you can export the finished .dxf
files directly to your CAD/CAM machinery or to
a vinyl plotter to produce a physical template.
Produce estimates on the jobsite allowing your
customers to see what the finished panes of
glass will look like before you produce them.
You can also have them to sign off on the
estimate at the jobsite. Your templators will be
able to improve their quality, accuracy and
speed leading to quicker installations, less
errors and virtually no scrap.

ASER
LPRODUCTS
industries

1335 Lakeside Dr.
Romeoville, IL 60446
866-539-6171
LaserProductsUS.com

Asahi Glass to Boost
Glass Production
Facilities for Solar Cells
Asahi Glass Co. Ltd. in Tokyo has announced that it is working to enhance its
glass production facilities for solar cells
in China, where the market is projected
to expand rapidly. With an investment of
approximately $132 million USD (13 billion yen), Asahi will add a new furnace
for the cover glass of solar cells with a
production capacity of 240 tons per day,
as well as an AR coating line, to its subsidiary in Suzhou, China. The company
also will be adding an additional TCO
coating line to the Aichi plant. The cover
glass production facility is expected to
start mass production in the second
quarter of 2009; the TCO coating line
began its work the fourth quarter 2008.
Because of its increased focus on solar
glazing, Asahi Glass has established a
Solar SBU division under the direct control of the head office in Belgium.

❙❙➤ www.agc-flatglass.com

SCI to Commercialize
Products for
Thin Film Industry
SCI Engineered Materials Inc. in
Columbus, Ohio, a manufacturer of ceramics and metals for advanced applications in the physical vapor deposition
industry, has been awarded a $708,715
grant from the Ohio Department of Development, subject to State of Ohio
Controlling Board approval. This grant
is to help commercialize technologies
for the production of transparent conductive oxide coated glass used in thin
film photovoltaic (PV) solar panels.
Rotatable ceramic sputtering targets
can be used in production processes involving glass, among other products,
making them applicable for second
generation thin film and third generation dye cells. Optimizing the composition of the coating utilizing these
targets will allow manufacturers to improve the efficiency of PV modules.
❙❙➤ www.sciengineeredmaterials.com ■
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Millions
Spent,
Nothing
Gained
North American Glazing Suppliers Do the Design
Work but Overseas Company Will Manufacture Glass
Photo courtesy of the Port Authority of New York and New Jersey. Photo Credit: SOM

by Tara Taffera

The above illustration shows what One
World Trade Center will look like when
complete.
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project. But it’s not
t will stand as a sign
of freedom—One How ethical is it that about bitterness, it’s
World Trade Center, you have companies about millions spent,
learned and
formerly known as The
like ours do all the lessons
changing policies so
Freedom Tower (see
up-front work and this doesn’t happen
box on page 31), currently under construc- then you award the again in the future.And
it’s about sharing infortion at the site of the
former World Trade contract overseas? mation so what hapCenter in New York
—Mike Wellman, pened to them doesn’t
City. At 1,776 feet tall, a
Barber Glass happen to others.
But ultimately the
tribute to our country’s
freedom since the signing of the Declara- final contract for product for the
tion of Independence in 1776, the tower podium wall (the lower 20 stories) of
is expected to be the tallest building in One World Trade Center has been
awarded to a Chinese manufacturer.
North America when completed.
North American companies includBut for the North American companies
involved it has been steeped in anything ing Barber Glass Industries Inc., a full
but North American tradition. In fact, it’s service glass fabricator located near
a process that started for some companies Toronto, and Johnson Screens, with U.S.
a few years ago and ended just last month offices in New Brighton, Minn., and
when they weren’t awarded the project. PPG Industries, based in Pittsburgh,
This alone was not an unusual occur- Pa., provided significant technical suprence—except that these companies col- port to this product’s development.
lectively had invested a high seven figures
in developing products specific to this
continued on page 32
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Freedom Tower is Renamed

O

n March 26 various news outlets
reported that the Freedom
Tower’s name has been changed
to One World Trade Center.
“As we market the building, we will insure that it is presented in the best possible way—and 1 World Trade Center is
the address that we’re using,” said Port
Authority chairman Anthony Coscia in an
article fromThe New York Daily News.
Also on March 26, The New York
Times reported that the first tenant for
One World Trade Center was signed—a
Chinese real estate company.

“The Beijing Vantone Industrial Company has agreed to a 23-year lease for
floors 64 through 69 in what will be
known as 1 World Trade Center, at the
southeast corner of West and Vesey
Streets. The $3.1 billion office building,
once called the Freedom Tower, is
scheduled to be completed in 2013.
Vantone plans to build a cultural and
business center for Chinese companies
doing business in the United States and
American companies working in China,”
stated the article.
An Associated Press article published

on March 27, said the following: “The
newspapers said the change came
after board members voted to sign a
21-year lease deal with Vantone, a Chinese real estate giant, which will become the first commercial tenant at
Ground Zero.”
“The negotiations with Vantone,
which is closely affiliated with the Chinese Communist government, had
nothing to do with the name change,
Port Authority officials told the News,
but was based primarily on bottom-line
marketing considerations.”

Photo courtesy of the Port Authority of New York and New Jersey. Photo Credit: SOM

We’re a public agency and we solicit bids
and award projects based on their ability to
do the work and at the lowest price.
—Steve Coleman, Port Authority
Construction is currently underway at One World Trade Center.

www.usglassmag.com
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Millions
Spent,

continued from page 31

After the completion of a significant
number of hours of work, Barber Glass
Industries Inc. submitted a proposal to
fabricate a base glass product that was
to be supplied by PPG. Both PPG and
Johnson Screens were noted in Barber’s
project specification as the preferred
and specified suppliers.
Under the original bid design for the
project, the main supply companies
were scheduled to:
1. Make additions to their offering that
would include the manufacture of
low-iron glass in PPG’s U.S. facilities
in available thicknesses up to 1-inch.
2. Based on the architectural specification, Barber Glass Industries Inc.
would fabricate and laminate glass
supplied by PPG Industries in line
with the Barber Glass “Ridge Line”
Prismatic design.
3. Further based on the architectural
specification, Johnson Screens would
provide the back-up screen that
would hold the Prismatic Glass onto
the face of the building.
Following the completion of the formal bid process, none of these companies were chosen to work on the project.
Of the three bidders that were considered for the installation contract, two of

We should have put a
buy American spec
in there … Now we’re
careful about what
we do provide.
—John Fedie, Johnson Screens
them (APG International in Glassboro,
N.J., and W&W Glass LLC in Nanuet, N.Y.)
have headquarters in the United States.
The third, DCM Erectors, has offices in
Toronto, as well as offices in New York.
Ultimately the contract for the installation of the podium wall was
awarded to DCM Erectors.
Sources who wish to remain anonymous say that although the bid from
DCM Erectors was significantly more
expensive than both APG and W&W in
its original proposal, DCM offered a significant savings by proposing that foreign supply sources be used for the
podium wall components. (USGlass
magazine spoke to Joe Begley from
DCM’s curtainwall division who said he
wanted to speak to us for this article but
needed permission from the Port Authority of New York and New Jersey first
due to confidentiality issues. USGlass

requested this permission from the
Port Authority but did not receive a
response.)
In the end both Barber Glass Industries and Johnson Screens received a
short letter from DCM Erectors saying
it would be awarding material supply
contracts to an alternate supplier.
In early February, before the job was
awarded, USGlass asked Steve Coleman, a Port Authority spokesperson,
about the possibility that this glass may
be manufactured in China.
“I will say this is an open procurement process,” says Coleman. “We’re a
public agency and we solicit bids and
award projects based on their ability to
do the work and at the lowest price.”
After the contract was awarded last
month he told USGlass, “Our contract
is with DCM/Solera. That firm hired a
sub, Zetian, an American company, to
procure the glass from a Chinese manufacturer which is producing the ‘starlite’ low-iron glass under the Pittsburgh
glass license,” says Coleman. (Calls to
Zetian Systems, based in Las Vegas,
from USGlass were not returned at
press time.)
continued on page 34

Viracon Supplies Glass for Upper Sections of Freedom Tower

I

n a bit of good news, floors 21-106
of One World Trade Center will contain glass from a U.S. company—
Viracon Inc. has been awarded the
contract to supply the glass. Viracon
began fabrication on One World Trade
Center at its Owatonna, Minn., facility in
2008. The company says it will continue
to fabricate glass well into 2010. The
building will contain just less than one
million square feet of glass, making it
one of the largest contracts the company has been awarded in its history.
The company was selected based on
its ability to achieve stringent design
and performance criteria for glass, according to a company press release.
“The architects at SOM relied on
Viracon to provide a glass product that
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marries form and function together to
achieve the design intent of the project with highly functional glass performance in terms of energy efficiency,
security and safety,” says Brad Austin,
Viracon’s senior vice president, in a
press release.
SOM’s design for One World Trade
Center requires extremely long pieces
of glass that are highly transparent
and, at the same time, provide energy
efficiency and security. Viracon installed custom fabrication equipment
to meet the needs of the project. “To
create the feeling of openness, the architects challenged us to fabricate exceptionally large-sized insulating glass
units, which are well above the industry standard,” says Rick Voelker, vice

president of technical services at Viracon. “The glass sizes to be used are
approximately two feet longer than typical fabrication limits.” Viracon made
significant investments into equipment and material processing in order
to accommodate the increased sizes.
With all the transparency created by
such large pieces of glass, energy efficiency became an immediate challenge. In response, SOM specified
Viracon’s VRE-54 coating on highly
transparent low-iron glass for the project. The VRE coating is referred to as a
hybrid coating because of its ability to
simultaneously provide a crisp neutral
appearance, combined with high levels of energy performance and light
transmission.
www.usglassmag.com

© 2009 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Search

DESIGNED, ENGINEERED AND MANUFACTURED BY C.R. LAURENCE CO.

'ALL-GLASS'

ENTRANCE SYSTEMS
DOOR AND SIDELITE RAILS PATCH HARDWARE ACCESS HANDLES
COMMERCIAL DOOR PULLS LOCKING LADDER PULLS
STACKING PARTITION SYSTEMS DOOR CLOSERS
SLIDING GLASS DOORS AND MORE...

SEE IT ALL IN OUR ARCHITECTURAL
HARDWARE SPECIALTY CATALOGS:
        AND

    



-)   '$') (* * '.!& ()',+* ') +  '&*+),+!'& ' ,+!,$
$$$** *+'))'&+* & &+)&*  %&0 ,+!,$ !&*+$$+!'&*
* '.!& +  ()',+* !& ,* +' $( !- 0', !* & %# +  )! +
*$+!'& ') 0',) &/+ "' $$  +$'* &  '.&$' ')
-!. '&$!& + crlaurence.com

NEW!
LP10
ARCHITECTURAL
HARDWARE
Commercial
Door Handles
Catalog

ISO 9001:2008 Certified

®

C.R. LAURENCE COMPANY
crlaurence.com I Worldwide Supplier

Contact us by phone at (800) 421-6144, and ask
f o r t h e A r c h i t e c t u r a l H a r d wa r e D i v i s i o n
a t ex t . 7 7 0 0 . F a x ( 8 0 0 ) 5 8 7 - 7 5 0 1
  

SEE US AT THE 2009 AIA CONVENTION

Archives

I<

E-Mail

<

>

>I

Subscribe

© 2009 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Search

Archives

I<

E-Mail

<

>

>I

Subscribe

Millions
Spent,

continued from page 32

The Money Spent
Rob Struble, business commercial
manager for PPG’s Performance Glazings
division, says PPG invested a great deal
of money into this project, yet it won’t be
supplying the product.
“We’ve been working with the Port
Authority, the architect [at Skidmore,
Owings and Merrill (SOM)] and the
glazier to develop the specific glass for
that project,” says Struble. “We’ve invested hundreds of thousands of dollars at our Carlisle, Pa., facility to make
glass to that unique specification.”
Struble says the glass his company
was going to produce for the tower is
PPG’s Starphire ultra clear glass but is
much thicker than what is currently
available commercially.
“Modifications had to be made to the
[float] line in order to produce that
glass,” he says.
He adds that PPG invested not just

What is the Skyscraper
Safety Campaign?
The Skyscraper Safety Campaign
is a group created by the Regenhard
Family in memory of Christian
Michael Otto Regenhard, a 28-year
old probationary firefighter who remains missing at the WTC, along
with his entire Engine Company 279.
Originally conceived as “Parents of
Probies,” to represent the 17 probationary firefighters lost at the World
Trade Center (WTC), the organization
quickly expanded to include the families of all firefighters, emergency
workers and civilian victims of 9/11.
The group’s goals include encouraging better compliance with building
and fire codes in NYC and nationwide, educating code groups to allow
the Fire Service to have more input
into writing building codes and ensuring that all future WTC development by the Port Authority of New
York and New Jersey be characterized by quality, safety, security and
New York City code compliance.
❙❙➤ www.skyscrapersafety.org
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I’m not sure a more important symbol of our
nation than Freedom Tower will be seen in
my career … The thought that the protective
skin of this icon of America will be made from
glass sourced on the other side of the planet
and not local material is quite a blow.
—Gary R. Danowski, PPG Performance Glazings
hundreds of thousands of dollars but
hundreds of man-hours in the product’s development. Additionally, one of
the plant’s two lines was shut down during the conversion, resulting in the layoff of about 40 workers. The line is still
down and will be restarted when demand increases. Struble adds that PPG
is looking at other potential markets for
the glass produced at this thickness.
“We were preparing to supply Cradleto-Cradle certified Starphire ultra-clear
glass, the most transparent float glass
available commercially in the world,
from our Carlisle, Pa., facility—just a
few hundred miles from the jobsite,”
says Gary R. Danowski, vice president
of PPG Performance Glazings. “We’re
disappointed that the project has taken
this turn. We believe that regional supply and the specified product, Starphire
glass, are the most appropriate for such
an important project.”
Regarding the costs accrued by Johnson Screens, John Fedie, North American market manager, says,“We invested
a lot of time and money.”
The costs also were significant for Barber, which spent money on prototypes,
labor, research and development, specialized tooling, samples and prototypes.
Sources also say that throughout the
bidding process it became very apparent
that cost was the most important factor,
and that all installation bidders were continually requested to provide alternative
products for submittal to the architect.
(Calls to SOM were not returned.)
According to a source,“It is our belief
that the contract was awarded to DCM
Erectors at a dollar value that allowed
DCM to work with the companies outlined in the specification.”

The Crux of the Problem
When asked about the process, representatives from both Barber Glass Industries and Johnson Screens agreed
that it is easy for companies, both foreign and domestic, to offer a lastminute cheaper option when others do
all the development work.
“How ethical is it that you have companies like ours do all of the up-front
work and then you award the contract
overseas?” asks Mike Wellman, vice president of sales and marketing at Barber
Glass Industries. “If there is going to be
an appetite to drive cost out of the
process through the use of foreign supply, is it not appropriate that you would
work with that foreign supply source in
the up-front development process?”
Suppliers all felt they were brought in
during the developmental stage for a
reason.
“We were pretty confident we were
going to get the job,” says Fedie. “We
weren’t price gouging.”
Lyle R. Hill, president of MTH Industries in Chicago, one of the country’s
largest and most widely-respected contract glazing companies, says it is a very
common practice for design-build professionals to seek out assistance at the
developmental stage of a project for engineering, budgeting and other design
and logistical issues.
“In exchange for such efforts, it is
generally understood that one of two
things happens. Either the job becomes
yours to lose … meaning that you’ll
have every opportunity to meet competitive pricing as needed … or a final
pricing arrangement will be negotiated
continued on page 36
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continued from page 34

on your behalf,” says Hill.“So I can completely understand why these companies would be extremely disappointed
and surprised when the work went elsewhere … particularly to an overseas
supplier on a job of this type.”
Both Johnson and Barber say their
companies will definitely be making
changes based on this experience.
“You have to be cautious as a fabricator,” says Wellman. “If this trend continues, it will become increasingly
difficult to support the design process
without firm commitments or development contracts. This puts more pressure on the architect.”
In hindsight what would Barber and
Johnson have done differently?
“Perhaps what we should have done
is propose a development contract,”
says Wellman. “Say, ‘You pay us $1 million for the development work and then
you own it.’ From there, you can shop
internationally all you want.”
“We should have put a ‘buy American’
spec in there,” says Fedie. “Now we’re
careful about what we do provide.”
Fedie adds that he can’t compete with
an Asian company as far as price. “We
pay our workers more than $100 per
week,” he says.

Should This
Project Go Overseas?
Whether or not the glass for this project should be manufactured overseas is
purely a matter of opinion, but it’s a
question that’s been asked about a project that stands as a symbol for freedom.
Sources say that in early design discussions, Chinese sources of raw glass material were ruled out, and domestic supply
sources were cited in the architectural
specification documents. But ultimately
the final contract for the glass product has
been awarded to a Chinese manufacturer.
PPG’s Danowski, for one, is disappointed with the final decision.
“I’m not sure a more important symbol of our nation than the Freedom
Tower will be seen in my career. The
thought that the protective skin of this
icon of America will be made from glass
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The symbolism here is unbelievable. That they
would use non-American workers for this project.
—Glenn Corbett, Skyscraper Safety Campaign
sourced on the other side of the planet
and not local material is quite a blow.”
“This is the Freedom Tower,” adds
Fedie.“This is for the bottom 20 stories—
this is what people are going to see.”
Though PPG and Johnson are obviously close to this project, others share
their views, including Glenn Corbett of
John Jay College in New York City, chief
technical advisor to the Skyscraper
Safety Campaign (see What is the Skyscraper Safety Campaign? on page 34).
“The symbolism here is unbelievable
…” he says, adding,“that they would use
non-American workers for this project.”
“This project would have created jobs
for people in Minnesota,” adds Fedie.
Fedie confirms that there were letters
exchanged between the Minnesota Governor Tim Pawlenty and the governors of
New York and New Jersey, David Paterson
and Jon Corzine, respectively, about keeping the work in the United States.
When USGlass contacted the Paterson’s office in February about the possibility that some of the work may go to an
overseas company, Erin Duggan, a representative for the office, said,“Right now
you’re asking a hypothetical question.
And I can’t comment on that.” When
USGlass contacted Duggan again in
March when the news was official, the requests for comment were not returned.

Quality Trumped by Cost?
“We’ve proven that our product and
processes work,” says Fedie [His company also did 7 World Trade Center so
Fedie says it has experience in wall
cladding]. “There is concern about the
quality of the Chinese product.”
Corbett has concerns as well and his
lay with the Port Authority. “The Port
Authority has a history of doing things
on the cheap,” he says. “They claim to
meet or exceed codes but often they do
not.”
He says this dates back to the orig-

inal World Trade Center, adding that the
Port Authority didn’t learn valuable lessons there.
“It’s just a continuation of their
legacy,” says Corbett. “There’s nothing
new here. They’re doing it cheaply and
quickly.”
He says he’s tried to lobby for change
but it’s been difficult.
“I’ve been at the jobsite with protest
signs,” says Corbett. “I’ve also gone to
City Council meetings. Politicians are in
favor of keeping the work here but the
Port Authority is very powerful.”
They haven’t been powerful enough to
keep this project going without delays.
According to a Wall Street Journal article
published on March 21, much of the 16acre site, including five skyscrapers, a memorial, a transit hub, a shopping mall
and a performing-arts center, was expected to open between 2011 and 2013.
“Those dates are in jeopardy and at least
some elements are unlikely to be finished
until the later part of the next decade. The
memorial is set to open by the tenth anniversary of the attacks, but even it faces
budget shortfalls,” states the article.
Corbett says that stimulus money isn’t
being sought for One World Trade Center,
but it is for other parts of the project. “If
they get stimulus money for the tunnel,
for example, then that will free up money
for other projects such as the tower.”
Once it is completed, passersby will
see a monument to freedom, while
glass industry professionals will see a
stark reminder that price can trump all
factors for even the most prestigious,
and symbolic, of projects. ■

T a r a T a f f e r a is a
contributing writer for
USGlass.
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Teaching Architects a Thing or Two About Glass

W

e’ll admit it, there’s a
lot more to a building
than just the glass.
And while we as an industry are charged with knowing the
ins and outs of all the countless types
of glass products available—architects
are being overwhelmed by the need to
know so much more.
“They need to know 30 or 40 trades,”
points out Brian Hale, Sr., president of
Hale Glass Inc. in Placentia, Calif.
Alissa Schmidt, architectural design
associate at Viracon in Owatonna, Minn.,
agrees. “Glass is only one of many thousands of products that architectural students must grasp while in school,” she
says, adding, “so we often offer basic
courses for new architects to help bridge
this gap. Even experienced architects
need more in-depth information as glass
fabrication technology is becoming increasingly complex. New energy requirements, changing codes and
aesthetic preferences have given birth to
many new glazing options, but such sophistication requires greater knowledge.”
That’s why we give them the benefit
of the doubt. After all, whose fault is it if
these problems keep reoccurring in the
drawings you see? Is it the architect’s for
not knowing the intricacies of the glass
he’s detailing—or the glass suppliers
and installers for not teaching him?

Know Your Products
Jay Meiries, who handles architectural sales for Vitro America’s location
in Farmers Branch, Texas, recalls at
least one recent set of specifications
that listed a glass product that hadn’t
been manufactured in about a decade.
“These architects are … basically
clicking and pasting specifications
from companies that aren’t even in
business anymore,” he says.
Hale adds that he sees specifications
that don’t coincide with the plans.“Often
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by Megan Headley
they’ll go and list four or five different
glass colors that don’t even match the
drawings in the specification. So they’re
buying a spec and they’re not cleaning
it up to make it job-specific, they’re just
sending it out there and that confuses
everybody. The specs say one thing and
the plans say something else,” Hale says.
“The confusion not only prolongs the
specification process, but it adds to the
costs,” Meiries says. He adds, “It’s not
their fault, and that’s the bad thing. It’s us
as fabricators, it’s us as manufacturers
that aren’t getting out there and giving
the architects the education they need.”
Sometimes the problem isn’t so
much listing outdated products, but
listing a limited number of products.
“I wish they knew the disservice they
do to their customers when they have a
proprietary specification,” says Max
Perilstein, vice president of marketing
of Arch Aluminum and Glass Co. Inc. in
Tamarac, Fla. “By only listing one item,
they limit the playing field dramatically
and possibly keep out better products
that could be acquired more economically. This is especially bothersome on
schools where money is tight.”
That’s an area where the glazing contractor may help out, says Phil Delise,
vice president of Massey’s Plate Glass &
Aluminum Inc., a glazing contractor in
Branford, Conn.
“We have to go by the specifications,”
he says, but adds, “If there’s something
in there that we feel that we have a better way of doing we can offer, we do a
lot of voluntary alternates at the time of
the bid.”
Delise says that on public bids he frequently provides this valued engineering service by providing alternates to
the specified products that may help
save the architect money or enhance
the design. In turn, he’s found that it’s a
service that provides Massey’s Plate
Glass with return customers.
www.usglassmag.com
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Intervention

“If we have another option to save
them money we’ll give it to them on our
bid,” Delise says.“Because we offer these
alternates, they call us in. It intrigues
them and they want to know more and
we come to a good understanding.”
Guiding this process is a part of the
contractor’s job, after all, says Steve Burnett, a director at Seattle location of
glazing contractor Walters & Wolf.
“Once we see their specification of
the product we help guide that process
… And from a cost standpoint we’ll
often look at a product they’re specifying and, if we can match that product
with a similar product of a lower cost,
we’ll offer those options,” Burnett says.
“At times they specify a product that we
know doesn’t work technically so we
deal with that. We’re always the party
that decides whether it’s tempered or
heat-strengthened. There’s always code
issues that we need to deal with.”
Sometimes, too, when architects
specify a product that they want—it
may not be the product they think they
want. The goal, of course, is to discover
this before the project is complete …
Chris Dolan, director of commercial
glass products for Guardian Glass
Group in Auburn Hills, Mich., explains
that when Guardian re-launched its
SunGuard architectural glass program
two years ago the company did extensive market research and learned “how
difficult it is for architects to know how
glass is going to look on the façade of
the building.”
Dolan explains,“Typically glass samples are viewed indoors in an artificial
light setting. The problem is this doesn’t really show you what glass is going
to look like outside.” He advises showing off a sample outside to see how it
looks in natural light, or otherwise
looking at the glass at a slight angle
against a dark background.
“It’s quite complicated how light
www.usglassmag.com

Top Reasons Glaziers Ask to Have a Spec
Changed and/or “An Equal” Product Chosen
Source: USGlass Magazine 2008 Contract Glazing Survey
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plays off glass and how it looks so different in natural light conditions,”
Dolan says. “It’s an educational process
that we go through every day.”

Allowing in
Light—and Heat
On the bright side, architects are asking questions about glass because it’s a
material with which they love to work.
“They like to design with glass, they like
to bring the light in, it gives them design flexibility,” Dolan says.“And related
to that, we do hear things like ‘What’s
the highest light transmission product
you can give to me?’”
Which, ironically enough, leads to occasions where too much glass proves to
be a problem.
“I wish architects knew that less light
transmission may be better than more
light transmission,” Dolan says. “Some
architects have the opinion that the
higher the light transmission the better
the glazing. In some cases that’s true …
but the higher light transmission brings
heat with it, it also brings glare” (turn
to Above and Beyond on page 48 to read

10%

20%

30%

40%

50%

60%

70%

about just one such example).
It’s a great plan to use natural daylighting over artificial lighting to reduce
the costs of electricity. But what happens when the room is too bright?
Dolan points to studies that have shown
that once the blinds are closed, they’re
more likely than not going to stay that
way. So much for all of that glass.
Sometimes it’s a good thing to have
that high light transmission, Dolan admits, but quickly adds, “Really 40-50
percent light transmission is plenty of
light to fill up a room.”
In addition, because these architects
like designing with glass, they wants lots
of it. Among the most common questions
Dolan hears from the architects with
whom he works is: “‘What’s the biggest
piece of glass that you can make?’”
“I wish they had a better feel for sizes,
especially when it comes to oversize
lites,” Perilstein says of the architects
with whom he works. ”The oversize can
be done, but it’s not simple and easy and
can’t be treated like the rest of the job.”
continued on page 40
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Design Intervention
continued from page 39
chors,” Delise says.“So we tell them,‘look,
you’re going to have to add a horizontal
piece of steel or you’re going to need to
go with this deeper member.’ We’ll work
on these details prior to them submitting
it and finding out that they have to add
the steel—because by then, usually, the

In some cases, an architect’s all-glass
vision may ignore ways for supporting
that big piece.
“A lot of time architects love to see 20-,
26-foot curtainwalls at their main entrances but they expect them to just sit
there and not have any mid-span an-

How Often Does An Architect/Specifier Spec
Inappropriate Material For An Installation?
Source: USGlass Magazine 2008 Contract Glazing Survey
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owner has seen the drawings and they
expect, for example, a lobby with no horizontal steel. Then the architect looks bad
and it becomes a problem.”
Delise recalls one job in particular.
“We had a project two years ago,” he
says, “where they drew these big, huge
lites of glass for a courthouse and the
drawings comes out to bid and we had
to say you can’t get the glass this big—
they can’t coat it.”
Delise found himself explaining to the
architect the limitations of the low-E coating in that it simply couldn’t be provided
on lites as big as the client was looking for.
“Now you’re changing the whole design of the building because you have
to add vertical mullions or you have to
have something different. A lot of that
can be worked out right while the job is
being drawn by the architect. And that
happens more than it doesn’t believe it
or not,” Delise says.
And speaking of coatings, that’s another misconception that Dolan often
sees.
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“All low-E is not created equal,” he
says.“There are huge differences in performance in low-E glass and yet the
cost difference between different options are very slight.”
Architects are embracing low-E, but
aren’t necessarily up to speed on the
differences among the high-performance coatings in this group.

Allowing for the Codes

Now if the glass is properly being
used to provide that greater dependence on natural daylighting over artificial lighting—how does that meet the
local codes?
“I think there’s a gross misconception of what glass needs to be specified
where based on codes,” Meiries says,
pointing specifically to energy requirements. “Right now I think the big concern is definitely what’s going to happen
once all the states are up-to-date with
the energy codes.”
He adds, “There’s going to be a
tremendous learning curve and that’s
one of the things we’re trying to educate
the architects about.”
Burnett has heard that concern
echoed by the architects he advises. “I
think the energy standards is the
biggest question that we get,” he says.
“They have a project where they want
to use a large percentage of glass, and
the amount of glass then drives the
overall energy standards for that building. And this is a whole building analysis, the vision glass is a part of the
problem and the spandrel product, and
the combination of all of those products will then define the energy ratings
for that glass.”
Burnett adds, This is primarily an
issue in the northern climates; I think
it’s a less of a problem in some markets.
In Seattle energy standards are a large
driving factor.”
It’s also a California thing,as Hale says
that with the state’s Title 24 code requirements, energy is a recurring concern.“The repeated question is‘What is
the performance characteristics of the
low-E glass?’” he says. Hale typically
points the architects with those questions to a manufacturer“so they can get
www.usglassmag.com
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a better feel for the two things that are
important for Title 24 … the solar heat
gain coefficient and U-value.”
Ok, maybe it’s an all-over thing. As
Meiries, who lives in Oklahoma, notes,
“Where I live there are no [energy]
codes, and that’s been the big hot topic
the last couple of years.” He says that
area architects are paying attention to
the push for energy efficiency and codes
in other states and as a result,“There are
a tremendous amount of questions
about what’s driving the glass coatings

and where’s it going to go in the future.”
As energy codes are instituted in
more localities, it will become a concern
for architects all over, and a point on
which glaziers will need to be ready to
inform their clients.
“The codes change from one municipality to the next so we often have to
assist,” Burnett says,“ so if there’s a specific energy factor on their project then
we need to support that with a product
continued on page 42
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Design Intervention
continued from page 41
that will meet that performance—and
often that may be in conflict with what
their preferred aesthetic might be.”

Know Your Costs
There are some common misconceptions that architects can be better
briefed on to keep the bid process low.
Delise points to misunderstandings
with square-foot minimums as another

costly hold-up in the spec process.
“A lot of times architects will draw
little lites of glass and they don’t realize
that there’s, say, a 7- or 10-square-foot
minimum. That adds extra costs to the
job,” Delise says. Actually, by assisting
in the design process upfront, glazing
contractors can help reduce the number of revisions to drawings, helping to
lower costs in the end.

Access Hardware Supply
is your one source
for Von Duprin.
Over the years, Von Duprin has been an innovator of
many new concepts in the door hardware industry.
The company introduced the ﬁrst pushpad exit device,
the Series 33. Design features on their latest offering,
Series 33A/35A, provide improved security and life
safety performance. Von Duprin’s security-related
products include electromagnetic locks, electric strikes,
card readers and keypad-type access control systems.
Call Access Hardware Supply for all of your access control
and security products. Our team has the knowledge

base, industry experience and extensive inventory to
help you select the right products for your applications.
We’ve earned our reputation by simply providing what
our customers want and expect: The highest quality
products, great customer service and fast shipping. No
mysteries, just access control made easy.

“Once the architects put the drawings
out if there’s stuff that’s missed it adds
up to change orders and that’s where it
gets expensive,” Delise says.
To limit such surprise costs, Massey’s
Plate Glass is one of countless glazing
contractors that becomes involved early
on in the schematics work. “We’ll be
paid a fee to go in with the construction
manager … and work out all the details
right then and there so the architect
doesn’t have to put out six sets of drawings before he gets to construction
drawings,” Delise says. He adds, “We
come out with ways that we feel can
save money and help the architect meet
his intent. And then we’re more of a
team; it’s really a working relationship.
It’s really the way to go.”
Vic Cornellier, president of TSI Exterior Wall Systems, a glazing contractor
in Landover, Md., also does a lot of design-assist work. According to Cornellier, that demands not only guiding the
client through the product choices but
also the budget.
“Part of that budget that they’ve established helps keep the architect in line with
the project so they can’t be going off and
detailing and drawing something that’s
outrageously expensive because it won’t
keep the budget whole,” he says. “There’s
an obligation there. When you do designassist it means that the architect and the
subcontractor agree on establishing the
budget and keeping the design within the
budget. So the owner benefits and then
the owner’s not paying the architect to
draw something twice, they do it once.”

Design Assistance
and Product Education

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

www.accesshardware.com

Requesting design assist services is
something that Delise wishes more architects would do. Not only does it prevent changes and problems down the
road, but it also helps the contractor and
supplier build a relationship with that
architect and in some cases help secure
jobs early on in the process (however,
this isn’t always the case—see Millions
Spent, Nothing Gained on page 30).
Another way to help prevent such
continued on page 44
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Design Intervention
continued from page 42
problems is to help educate architects
about the glass products available. Sure
they are responsible for knowing a little
bit about every part of the building, but it
can only help to let them know that more

information is readily available. In some
cases, the biggest help glazing contractor
can provide is to help the architect know
where to find more information.
“Glazing contractors are already be-

How Much Glass Training Do You Find Yourself
Providing Architects During Each Visit?
Source: USGlass Magazine 2008 Contract Glazing Survey

More Than 40%
Per Visit

None

21%

8%

Less Than 20
Per Visit

24%

30%–40%
Per Visit

20%–30%
Per Visit

18%

yond swamped with responsibilities
that are not supposed to belong to
them, so asking them to do even more
is a tough call,” Perilstein points out. “I
think the glazing contractor, if he notices the architect needs help, should
push his suppliers to contact said architect and do some training on his
behalf.”
Most manufacturers offer some
type of educational program or tool
for architects. Hale says he points architects with questions to Oldcastle’s
online GlasSelect® tool, which offers
product performance charts.
Likewise, Viracon will be launching
online training programs and webinars
in the second quarter, according to
Schmidt. In addition, she adds,“We have
architectural designers on staff at Viracon who are highly effective at relating
to the challenges practicing architects

29%

continued on page 46
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Design Intervention
continued from page 44
face. Together with our technical staff,
our team is trained to listen carefully to
an architect’s challenges.”
Like many suppliers,“Arch is very active in doing ‘lunch-and-learns’ at architectural firms and we really try and
make it an intense educational piece
first and foremost,” Perilstein says. In
addition,“Our ‘architectural hotline’ has
become very popular with architects

looking to ask quick questions and get
pointed in the right direction.”
Arch also is in the process of working on an online tutorial geared toward
architects.
“We’re big into the AIA educational
program,” Dolan says of Guardian’s educational efforts. “We have several accredited programs that we make
available and we find that’s a good op-

Universal No-Tape™ 304
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reducing greenhouse gases, is
possible in commercial
buildings when manufacturers
of fenestration products use the
Azon thermal barrier method for
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for insulating glass.
Modern daylighting systems
produced with both Azon
structural thermal barrier
technologies will yield a
fenestration system capable of
upholding the highest efficiency
and sustainability standards.

1

2

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

1
™
2 Universal No-Tape 304

structural thermal barrier polymer

AZON SAVES ENERGY

46

1-800-788-5942 | www.azonintl.com

USGlass, Metal & Glazing | April 2009

portunity for us honestly to become
more connected and become a resource
for the architectural firm.”
With all of these resources available,
and more coming down the pipeline it’s
clear that improving education for that
start of the project chain is becoming
more important—maybe more so now
than ever before.
“The last 5-7 years we’ve had all the
business in the world just handed to
us,” Meiries points out. So long as
products were moving, installers and
suppliers have rolled with the change
orders. Now, with slow times being
forecasted across the board, finding
ways to help the architect early in the
game—and reduce their spending—
can help build valuable relationships.
“Relationships are key right now,”
Meiries adds. “You’ve got to pull out all
the relationships you’ve got … to secure some backlog for the rest of 2009
and 2010.
That makes now the perfect time to
firm up those relationships with architects, as well as those general contractors who will be looking for subs down
the road.
“Even in this market, we’re still doing
and attending a lot of the design-assist
meetings,” Cornellier says.“You find the
developers in the private sector are still
trying to get projects ready so that
when this economic freeze that we’re in
thaws out they’re ready with product to
put online rather than waiting until
everything frees up and then start the
design. And that’s keeping architects
busy right now.”
And as Meiries notes, “The better
information and knowledge [the architects] have, it just means the
cleaner the specification is going to be
when it comes out and hits the glazing
contractor.” ■

M e g a n H e a d l e y is
the editor of USGlass.
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These Skylight Projects Are Really Tops
by Megan Headley
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ook, up in the sky, these building
owners might find themselves
saying. Is it a bird? Is it a plane?
Well it should be easy enough to tell
with skylights like these, as the views
created for these projects in Maryland
and Connecticut are largely unimpeded.
The case studies on the following three
pages show some extreme skylights—in
one case due to massive spans, and in
the other through the use of new types
of technologies.
Share your unique projects or glazing
challenges by emailing Megan Headley
at mheadley@glass.com.

Gaylord National Resort and Convention Center
Oxon Hill, Md.

The large spans of glass on this
riverside resort provided the only
challenge.

nyone who has stepped into a
Gaylord resort—and many visit
simply for an afternoon to
stare—will know that the owners strive
for an atmosphere resembling a self-contained city. In the original Nashville resort,
for example, a river meanders through
one atrium. However, much of this effect is
due to the generous use of glass and skylights that allow natural lighting to fall
upon visitors. The latest addition to the
Gaylord list—the Gaylord National Resort
and Convention Center in Oxon Hill,
Md.—is no exception to this rule.
With 2,000 luxurious guest rooms and
470,000 square feet of meeting, convention and exhibition space—and an $880
million price tag for construction—the
National Resort is the largest combined

A

48

USGlass, Metal & Glazing | April 2009

hotel and convention center on the Eastern Seaboard. Gensler in Washington,
D.C., designed the hotel, with the owner’s
trademark use of large spans of glass in
mind. A joint venture between Perini
Corp. and Tompkins Builders Inc., a subsidiary of Turner Construction, served
as the general contractor.
Victor Cornellier, president of TSI/ Exterior Wall Systems, Landover, Md., says
of the project,“It was challenging because
of the spans.” But other than that it was
business as usual—just lots of it. “It was
a lot of application of conventional unitized and stick-built curtainwall systems.”
Deep Bhattacharya, vice president of
development and technology for Oldcastle Glass® in Santa Monica, Calif.,
agrees when it comes to the skylights

that cover the resort’s atriums. “Large
skylight, large spans on curtainwall required custom extrusions, complex interfaces with other building materials,”
Bhattacharya says. “The scale of it was
definitely unique.”
TSI picked up a $25 million portion
of the contract that included installation
of the curtainwall and windows and
doors throughout the facility. Oldcastle
Glass’ Naturalite division took care of
the $10 million installation of the custom skylight systems that hover above
the garden atriums, using solar control
low-E to control the sunlight pouring
into the hotel. According to Cornellier,
there wasn’t much in the way of coordination between the two glazing contractors “because there was a distinctive
www.usglassmag.com
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difference between the systems.”
YKK AP America in Dublin, Ga., provided the 30,000 square feet of metal
used throughout the convention center
portion of the facility, while Mid-Atlantic Construction Supply Co.
(MCS)—a sister company of TSI—
provided composite metal panels used
in the convention center.
Cornellier notes that as far as the install was concerned, the “glass was
pretty straightforward.” Oldcastle Glass
supplied the majority of the glass in the
hotel and convention center, nearly
180,000 square feet, with about 9,500
square feet coming from Viracon. Accura Systems Inc. in Dallas, Texas, supplied 109,000 square feet of its Accunit
fixed window system for the hotel factory-assembled and –glazed to help
ease the installation process.
“The primary Accura system chosen
for the Gaylord project was the 2 ½- by
6-inch Accunit system, designed specifically for high-performance strip and
punch window applications such as
this,” elaborates Duf Hudson, executive
vice president of Accura Systems Inc. in
Sunnyvale, Texas. “This system is fully
unitized, allowing for very high production in the field compared to traditional methods.”
According to Accura project manager
Danny Castellano, nearly 250,000
pounds of aluminum and 6,890 insulating glass units were provided in 2,057
unitized frames. It took 49 truckloads
just to deliver the material to the site.
Hudson points to the advantage of
unitized systems for the glazier.
“Once on site, the completely factoryassembled and -glazed units just
needed to be hoisted into place and ‘buttoned down’ by the installer. This consisted of setting the unit on pre-installed
ball anchors and attaching four bolts to
embed tubes in the concrete. This unitized approach allowed TSI to enclose a
high quantity of openings in a much
faster time than a stick-built and fieldglaze system,” Hudson says.
Once all of those windows were installed it was time to turn to other openings. Cornellier points to the numerous
doors YKK supplied for the convention
center as a bit more of a challenge than
the windows. “I think there were well
over 100-some odd doors that all had
special hardware, especially in the conwww.usglassmag.com
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A custom skylight covers this hotel’s
garden atriums.

vention center,” he says.
Cornellier further explains, “Everything had to be tied into the smoke release system for evacuation so when the
fire alarm goes off the doors open automatically to the outside and evacuate
smoke and people.”
Revolving doors from Crane Revolving Doors guard the hotel’s main entrance, along with Dorma Group’s
sliding doors and PRL’s swing doors.
Kawneer supplied aluminum doors to
the pool enclosure, where NanaWall
also provided its operable glass wall.
In addition to fire protection, the
glass has to protect the facility from
winds coming off of the Potomac.“That
was a big concern and so the engineering for the curtainwalls had to meet
those requirements for 100 mph sustained winds,” Cornellier says.
Hudson adds,“The specification for re-

sistance to water infiltration was 12 psf on
the project. The Accunit system has been
laboratory- and field-tested numerous
times to withstand water infiltration up to
15 psf and higher (15 psf is equivalent to
a 76 mph wind), and the system has been
structurally tested to loads equivalent to
the high end of a category 4 hurricane.”
But the biggest challenge the curtainwall contractor faced was installing
nearly 300,000 square feet of glass,
doors and windows in 11 months time.
“The schedule was a cruncher,” Cornellier says. And the pressure was all
about getting done in time. “The fact
that it came out in time was what mattered,” he says.
But on April 4, 2008, the Gaylord National Resort hosted its first convention
and welcoming guests to rave reviews.
continued on page 51
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Above
and
Beyond

continued from
page 49

Building
integrated photovoltaic
panels providing renewable
electrical energy for switching the
glass is located at the base of the skylight.
The solar modules, which power the entire
dynamic array, occupy less than 10 percent of
the glass area and are invisible from
inside the building.

kylights are a great way to add natural daylighting into a space, but
the commercial skylight recently
installed on the roof of an offsite trading
facility at 100 West Putnam in Stamford,
Conn., does more than just let in light—it
knows when to keep it out too. The building owners requested that the replacement
30- by 85-foot double-pitch skylight incorporate electrochromic glazing.
“Not only did they take it to that point,”
explains Tom Kozak, sales director for
Acurlite Structural Skylights of Berwick,
Pa.,“they took it one step further and put
photovoltaic (PV) panels in it.”
The general contractor on the project
contacted Acurlite about installing a
product that had caught his eye.
“The general contractor had seen this
glass, sold the owner on it, then said ‘how
do I accomplish this?’” Kozak recalls.
Part of the appeal was the fact that
the “switchable glazing” provided by
Sage Electrochromic Inc. in Faribault,
Minn., is able to reduce glare from the
sun by darkening to the point of opaque
during those hours when the sunlight
is most direct. A little protection from
the heat and glare was a much-desired
upgrade for the building owner.
What made the project unique for
Sage was the incorporation of building
integrated PV, a first for the company.
“PV puts out DC voltage and our electrochromic glass, SageGlass, accepts DC
voltage,” Lou Podbelski, vice president of

S

www.usglassmag.com

Sage. “Whatever the
BIPV ‘sees’ in terms of
energy from the sun is
used to our power our
SageGlass.”
Modules provided
by Suntech, based in
the U.S. in San Francisco, create a 14 ½inch high strip at the
bottom edges of the
skylight, hidden from
interior view.
It was a new type
of technology that
Acurlite faced on the
jobsite in July 2008.
Although the skylight
manufacturer had This large, ridge skylight with solar-powered glass
never before worked modulates the sun’s energy to provide a cool, glare-free
with SageGlass, Kozak office workspace. While the glazing can be independently
says, “For that kind of controlled, the tinting allows east- and west-facing arrays
technology it was re- to be independently darkened mornings and afternoons,
ally simple to put in.” respectively. In low-level light conditions, the whole roof is
Installing 2,800 cleared for maximum daylighting.
square feet of glass
was no small job, but using the Sage used to—and a tight turnaround time
to get the building back to usable—conproduct added a twist.
“Typically when you do a skylight stant communication between Acurlite
you’re just taking a piece of glass [and and Sage was essential.“I think the comsetting it in],” Kozak explains. But munication between the two companies
with this project, “Each glass is indi- and our experience made it really very
vidually wired so it can be individu- easy and—very painless,” he says.
Despite all obstacles thrown at the
ally controlled.”
According to Kozak, because this proj- installers, the project was completed by
ect called for a technology they weren’t September of 2008. ■
April 2009 | USGlass, Metal & Glazing
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Yankee Stadium Curtainwall Both Complex, Straightforward
by Brigid O’Leary
he race for the MLB pennant is
on, the first pitch thrown on Sunday, April 5 in Philadelphia. And
though the economy isn’t what it used
to be, the New York Yankees spared no
expense going into the 2009 season:
$423.5 million spent adding Mark Teixeira, C.C. Sabathia and A.J. Burnett to
the roster and $1.5 billion for their new
home turf. It was money well-spent
considering what they got in return: a
facility as distinctive as the Yankee’s
stars-and-stripes top hat on a baseball
bat emblem, completed well before
opening day.

T

Wicked Curve Ball
That doesn’t mean it was easy, especially on the outside.
“It was a confined site for the curtainwall. It was close to the street and
sometimes, during the season, we
couldn’t work in the street,” explains
Greg Tedesco, president of Genetech
Systems Inc., the curtainwall installer.
“The wall itself was pretty straightforward. The old Yankee Stadium was
across the street, so on game day or
game night, it changed the working
conditions for us because of the traffic.”
While glazing contractors don’t get a
lot of say in what materials are specified for a project—especially one the
size of a new sports stadium (see Home
Run, March 2009 USGlass, page 36)—
Genetech Systems Inc. was able to
choose the aluminum supplier and that
made a big difference.
“We picked the aluminum supplier because we’ve worked with them before and
we knew if we brought in a pre-glazed
wall, we’d close up [the entranceway] and
it’d get us out of there a lot faster. That’s
why we went with Alumicor. We didn’t
want to be in the street longer than we
needed to be,” Tedesco says.
The company became involved in the
project in the fall of 2007 when it was
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awarded the job and wrapped up the
exterior curtainwall installation in September 2008.
“It was just a different job, a high profile job, but other than that it was pretty
straightforward,” says Tedesco.

Canadian Making of a
King A-Rod’s Court
However, before Genetech could move
on to working on the stadium’s interior
curtainwall, it’s crew had to battle the elements—and the changing traffic patterns that inevitably were affected by the
Yankee’s home play schedule—to install
the exterior curtainwall. This portion
included laminated insulating units featuring PPG’s Solarban 60 bronze.
Trulite Industries Ltd. in Mississauga,
Ontario, a subsidiary of Arch Aluminum and Glass Co. Inc., supplied the
glass for the curtainwall and was not
immune from the pressures related to
the job.
“It was a very tight schedule,” says
Steve Martin, project manager with
Trulite. “From the time we received the
order to the actual supply it was probably
4 to 5 weeks. It was a very tight schedule
that we were on. We first got involved in
November 2007 and were fabricating
glass in February 2008 to the point
where our samples were approved.”
The timeline was not the only thing
that was out of the ordinary for the
company, either. For this particular
project, the interaction with a curtainwall consultant was a bit unusual.
“Because there was an emphasis on
roller wave we worked closely with
consultant Israel Berger on the job,”
Martin explains. “They were in the
shop for most of the units being made
and watching the pre-glaze. They were
in the customer shop as well. They
were very involved with the entire
process. [It’s] not really typical. Usually, on a large job, you might have a

couple of visits; this was a little more
detailed.”
That’s not to say it was a bad thing; it
was just necessary, given the importance of the project and the standards
that needed to be met by the consulting
company.

Extra Innings
Far-reaching is one way to describe
the scope of work by Israel Berger and
Associates LLC (IBA). IBA is “a recognized consulting and inspection group
specializing in building envelope technologies, providing services to property
owners, architects and construction
managers” according to the business
profile on the company website. For
Yankee Stadium, IBA “provided consulting and inspection services of the
exterior wall on behalf of our client,
Tishman Speyer,” says Dan Popadynec,
an associate with IBA.
“The exterior wall systems included
architectural precast concrete panels
with Indiana limestone, glazed unitized curtainwall and metal wall panels. Within the stadium bowl, we were
also involved with the suites’ glass and
glazing, as well as the point-supported glass wall in center field,” he
adds.
Popadynec served as point of contact
to the client as well as for the general
contractor, architect and trades.
IBA provided what Popadynec describes as “comprehensive monitoring
of the installation on the jobsite
throughout 2008,” which included
witnessing the curtainwall tests—
both at the factory and on-site—
ensuring that it met AAMA and ASTM
standards. “At the peak of our involvement in late 2007/early 2008, we
had multiple inspectors working on
this project—on-site and in the
shops,” Popadynec adds.
And while Tedesco found the job to
www.usglassmag.com
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Multiple inspectors, on-site and in the
shop, kept this stadium project
moving without delays.

be pretty typical of what his company
does—save for the environmental aspect, especially on game days—the
further up the chain, the less straightforward the job.
“The principle challenge we faced
was to define and locate the stadium’s
‘building envelope.’ On most of our
other projects, identifying the building
envelope is more straightforward. On a
stadium, it was a challenge to properly
seal and weatherproof these interfaces
continuously,” he explains.
Though defining the building envelope was complicated, it wasn’t the
only part of the job that required some
creative solutions. So too was A Batter’s Eye Restaurant in straightaway
center field. Popadynec explains that
“the point-supported glass wall overlooking the field could not produce reflections and glare that could distract
a batter from seeing the pitch. This is
not something the architect could determine from 12- 12-inch samples or
can easily mock-up. The glass fabricator [Trulite] did a great job with the
coated glass and specially made pointsupport fittings.”
And if everything happens in threes,
there has to be at least one more challenge, right? “The stadium’s conference
room, museum and a restaurant are located very close to loud trains entering
and leaving the station. To minimize
the noise disruption, the curtainwall in
www.usglassmag.com

Glass suppliers and installers faced a tight timeline on the Yankee’s stadium
curtainwall.

these rooms was designed to meet
strict acoustical performance criteria as
verified in an accredited laboratory,”
Popadynec says.

Seventh Inning Stretch
“Many of my colleagues are life-long
Yankee fans,” says Popadynec. “They
had often asked to see my latest
construction photos from the stadium. I am a converted Yankee fan,
having grown up in Toronto.”
And what about the Trulite team,
headquartered in Ontario? Are
there any Yankee fans in the office
eagerly anticipating opening day?

“Closet Yankee fans maybe!” Martin
laughs. “It’s one of those things— it’s
what Yankee stadium represents. It’s
one of the most recognized stadiums in
the world. There’s respect for what it is
and what it stands for … but we’re
mostly Blue Jay fans here.” ■

B r i g i d O ’ L e a r y is a
contributing writer for
USGlass.

April 2009 | USGlass, Metal & Glazing

53

© 2009 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Search

Archives

I<

<

E-Mail

>

>I

Subscribe

Time Again
for Tampere
Glass Performance Days are Set for June 2009
lass Performance Days
(GPD) are here again. The
biannual conference, sponsored by Glaston Corp., will
be held this year June 12-15 in Tampere,
Finland. The world’s largest glass technical conference will feature some 250
presentations on major industry topics
and cutting-edge trends for approximately 1,000 attending glass industry
specialists.
As in the past, the contents of this
year’s program are molded to reflect the
most current issues affecting the industry. As such, the 2009 conference
turns its focus on the interaction between builders and processors of advanced glass products and today’s
rapidly expanding photovoltaic (PV),
concentrating solar power (CSP) and
thermal technologies.
“The GPD was founded on the idea
to involve the entire glass processing
value chain in the envisioning of future

G
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applications for better efficiency, quality and performance of the end products,” says Jorma Vitkala, chairperson
of the organizing committee.“Today we
witness a demand explosion in excess
of 40 percent annual growth in solar industry technologies. At the same time
we know that glass is the most valuable
key component in, for instance, PV
panels, so the time is exactly right to intensify information exchange between
glass makers, processors and the solar
industry.”
As organizers are quick to point out,
GPD is a hub for the international glass
industry’s decision makers on every
side of the industry, from machine
manufacturers and glass processors to
material suppliers to even architects, facade builders and those solar glass experts. For the 2007 event, participants
came from 60 different countries, and
more than 70 percent of them were senior managers.

What’s in Store
The conference will open on June 12
with top political executives, as well as
big names from the solar and glass industries, presenting for the opening
ceremony.
As before, the modular agenda offers
the latest information and visions of the
glass world in a condensed executive format. Two new elements have been added
to this year’s program. For starters, show
organizers are allowing attendees a
chance to plan their networking now. Attendees can visit www.gpd.fi to link
ahead of time to key professionals—
whether speakers, exhibitors or other
participants—who otherwise may be
difficult to reach onsite. After all, GPD is
known for its networking; why not start
organizing your meetings for Tampere
from the comfort of your home office?
In addition, this year show organizers
continued on page 56
www.usglassmag.com
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Innovation
SAFTI FIRST was the first to introduce advanced fire
resistive glazing technology to the US market, and has
been delivering innovative fire rated glazing and framing
solutions for over 25 years. From fire rated windows and
doors to custom-engineered wall systems, count on
SAFTI FIRST to deliver quality products manufactured
here in the USA.
Visit us at www.safti.com to view our comprehensive line
of fire rated glazing and framing systems.

Register online for
“Designing with
Fire Rated Glass”
and receive 1 AIA
LU/HSW credit

Visit us at
Booth #4152
at the AIA
National
Convention

www.safti.com 888.653.3333

Project:
Architect:
General Contractor:
Contract Glazier:
Product:

Sapphire Towers, San Diego, CA
AVRP Studios
Swinerton Builders
Starline Windows
SuperLite II-XL 45 IGU in SAFTIfire GPX Framing

© 2009 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Search

Archives

I<

<

E-Mail

>

>I

Subscribe

GPD continued from page 54
are offering an Architect’s Forum. The
forum is designed as a meeting point for
specialists who design buildings and
suppliers of the glass components used
to build them. So if you’re looking for an
opportunity to guide architects in what
glass can do (see article on page 38) or be
among the first to learn what’s expected
out of glass from Europe’s cutting edge
designers, then you’ll want to look into

this year’s special forum. Topics will
range from “Thinking Big with Structural Glass” to “Light in the Public
Realm” to case studies on cold bent glass
curtainwall or free form design.
In addition to the Architect’s Forum,
specific tracks will be offered covering
energy performance in buildings, technical information on a range of processing techniques, differences between

INTRODUCING THE ALL NEW
ELITE SHOWER DOOR
HEADER SYSTEM
5 ((+3/ "+. &1/0)!*0 +" %*#! "0!. */0((0%+*
5 + .%((%*# !-1%.! 0+ +1*0 %*#! 0+ ! !.
5 !/%#*! "+.   *    *  )) (//
5  0* . %*%/$!/ 2%((!
5 +.'/ 3%0$ .#+* !2!(!  +.
.!/0%#! -1.! 04(! %*#!/

  




%*#!/ +( !,.0!(4

USH10
FRAMELESS SHOWER DOOR
HARDWARE AND SUPPLY CATALOG




%!3 +. +3*(+ %0 0+ 4 +*(%*!
0   

ushorizon.com

Toll Free Phone: (877) 728-3874 • Toll Free Fax: (888) 440-9567

local versus global markets, new products and applications, solar technology
markets and applications, case studies
and quality management.
To add to the available resources, the
program committee also is presenting
a great deal of additional technical information via the highly visual format
of a poster exhibition in the expo tent.
For the full schedule, visit www.gpd.fi.

Hands-On Opportunities
For attendees interested in a more
hands-on experience, 20 pre-event
workshops, each lasting four to eight
hours, will be held June 11-12. The
workshops are designed to provide participants with an opportunity to acquire more in-depth knowledge of
various topics. So if an overview in a
lecture hall isn’t your style, come prepared to sink your teeth into a variety
of topics in a small class setting. Plus,
the small size of the workshops allows
for greater interaction among attendees
and instructors than would be possible
in those popular general sessions.
Workshops will include topics such
as the structural properties of laminated glass; coated glass applications
and markets; profitability of a glass
processing plant; the basics of several
glass coating processes; fundamental
steps in float glass processing; solar
power opportunities; and much more.
For a full list of workshops, visit
www.gpd.fi/finland/workshops. The
deadline for registration for the workshops is May 31.

Old-Fashioned
Social Networking
While its technical program is
renowned as being first-rate, GPD also is
popular for organizing stellar social
events that make networking and making new contacts easy. Participants always
are given the opportunity to experience
outstanding Finnish cuisine and traditions—under the Nordic midnight sun,
no less—and GPD 2009 will be no exception. From the “get together party” on
June 12, to the farewell party on June 15,
continued on page 58

SEE US AT THE 2009 AIA CONVENTION
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RESOLUTION
Good Relationships Determine
How Well Any Job Gets Done.
This is why the Painters and Allied Trades LMCI is committed to enhancing
the relationship between the contractor and union, to help reinforce the
common agenda you both share.
We’ve devised strategies and seminars to make the collective bargaining
experience a positive exchange of goals. By stressing the value of minimizing differences and emphasizing how both sides can achieve their
goals, contractors can better serve their workforce and their customers.
The Painters and Allied Trades Labor Management Cooperation Initiative
programs are the result of a partnership with the Finishing Contractors
Association and the International Union of Painters & Allied Trades.
The tools you need to succeed can be found
at www.LMCIonline.org or by phone toll-free
at (888) 934-6474 or (202) 637-0798.
Supervisor Training • Safety Training • Mutual Gains Bargaining • International Networking • Online Resources
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GPD continued from page 56

GPD’s seminar topics will range from design trends to processing techniques
and beyond.

“Match this…”
fabrication.
T

RI STATE

GLASS
needed more than
precise ACM panel color
matching for their Village Hospital atrium
project. They relied on
SAF for bid prep, shop
drawings, brake metal,
painting, and composite panel fabrication-on
time and within budget.
Allow SAF sheet fabrication & finishing
services to match your
expectations for customer satisfaction and
project success from a
single source.
Call 1-800-241-7429 or
visit www.saf.com.

conference organizers are providing
every opportunity for networking.
During the conference dinner on
June 13, attendees can expect to be regaled with Finnish dishes, drinks and
entertainment in a unique setting.
There are additional charges for this
dinner; transportation to and from the
venue will be provided. In addition,
show organizers cite the farewell party
on June 15 as a must-attend event.
When the hours are listed as 8 p.m.
until sunrise, one can’t help but have
high expectations—even knowing that
from May to August there is daylight
around-the-clock in Finland. This outdoor event will allow conference delegates to enjoy the Finnish nature as well
as the sunlit summer nights.

Visiting Tampere
The conference will take place in the
glass-clad Tampere Hall, the largest
congress and concert center in the region. It is located within a walking distance from the city center and all major
hotels. You may want to do a bit of walking around Tampere beyond the route
from the hotel to the conference, as the
city sits near the Tammerkoski rapids,
cited as one of the official national scenic areas in Finland; the rapids join the
two great lakes Näsijärvi and Pyhäjärvi.
Finland is, after all, the land of 200,000
lakes. The weather is mostly warm and
pleasant in the middle of June, with
temperatures ranging from 59–86 degrees Fahrenheit. Evenings and nights
may be cooler—but they’ll be bright.
During your “downtime” you may want
to visit the Tampere tourist office. The
staff, which provides assistance in English as well as other languages, will be
able to tell you what’s going on in Tampere and the notable local sites. They also
can help organize a sightseeing tour. Bike
rental is available for bicycle tours in and
around the city. You can learn more
about their services by visiting
www.tampere.fi/english/tourism. ■

More Information
For more information on this
event, or to register, visit www.gpd.fi.
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GOOD THINGS COME IN

SMALL PACKAGES.

SPRINTERS!

The versatile, ever-popular Sprinter, has a
tall enclosed work space, plus
exterior space for Glass Carriers. Glass
carriers available in the size and material
that best suits your needs.

BARKOW IS THE ONLY MANUFACTURER TO OFFER A FULL LINE OF SUPERIOR QUALITY,
CUSTOM-MADE GLASS CARRIERS DESIGNED TO FIT YOUR BUSINESS NEEDS!

GLASS CARRIERS FOR
PICK UP TRUCKS

CALL

GLASS CARRIERS FOR
CARGO VANS

FOR A NO- OBLIGATION QUOTE TODAY!
THE
WORKHORSE™

Enclosed 9 ft. aluminum
and fiberglass body
with aluminum glass
carriers.

Versatile aluminum
glazing body. Designed to
carry glass up to 130”
x 96”. With top, front
and rear extensions.

Patented

C OMPLETE T URNKEY F INANCING AVAILABLE ! • PACKAGE P RICES F OR A LL V EHICLES S HOWN.
L EASE PACKAGES AVAILABLE • D ELIVERED A NYWHERE IN THE U.S. FOR A R EASONABLE C HARGE

Call John Weise

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

THE MONGOOSE
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GANA’s Las Vegas Show
The BEC Conference in Review
by Megan Headley and Debra Levy
“Those who cling to the past risk be“North American glass manufacturers are in turmoil,” he said. “More coming part of it,” he said.
than 50 percent of North American
flat and 60 percent of automotive ca- Huffer Hits Glass’ Highlights
pacity has recently or likely will
During his keynote address on “How
change ownership in the future.”
Green Building and Energy Will Affect
And, he said, the primaries have done the Contract Glazier,” Russell Huffer,
this to themselves. “Industry practices chief executive officer of Apogee Enterhave led to making the
sale of glass look more
Natural daylight
like an auction of comis the most
modities than anything
else,” he added.
efficient way
In a not-so-veiled reference to the introducto light a
tion
of
so-called
Ebeid Says Primaries
building’s interior. Russell Huffer
low-maintenance glass a
Will Change Hands
Ebeid provided the crowd with deep, few years ago, Ebeid cauglobal and forward-looking insight tioned against the promotion of prod- prises, returned to the basics—the reathrough a speech in which every sen- ucts that don’t live up to their sons the world uses glass: providing
tence was food for collective industry promotion. “What was it really?” he great aesthetics, creating a view and
thought. One comment in particular asked, “Was it low-maintenance? No- harvesting daylight. According to Huffer, the green movement is giving the
industry more value every day.
More than 50 percent of
“Natural daylight is the most efficient
way
to light a building’s interior,” HufNorth American flat and 60
fer explained.
percent of automotive capacity
He remarked that more than half of
existing
commercial building stock is
has recently or likely will change
single-pane
glass, and that more than
Russell Ebeid
ownership in the future.
65 percent is clear-coated glass. “Our
marketplace is ripe with this opportubrought dead silence and then an audi- maintenance? With distilled water? If nity,” he said, urging contractors to
there is sun? The gap between what was focus on replacing inefficient stock.
ble gasp from the audience.
And while photovoltaic (PV) modIn highlighting the changes among promised and what was delivered afthe primary glass manufacturers, fects the whole industry,” he cautioned. ules in all of their uses, particularly as
He also addressed the emerging integrated into facades, is a hot topic
Ebeid said that three of the primary
manufacturers most likely will be ac- solar market. “We face a dot-com mo- within the industry right now, Huffer
quired or change ownership within ment in time with all the rush to solar. once again urged his audience to
the next year. He lamented the decline It will take time to determine the win- focus on established coating techof the glass industry as its own in- ning strategy. Some very real oppor- nologies rather than PV, which still
dustry with people at the top who tunities are emerging. No matter what has leaps and bounds to travel before
wins, solar will play a key role and having enough efficiency to truly be
truly know the business.
may provide a number of opportuni- worthwhile.
What Happens in Vegas
ties for the glass industry.”
“I think harvesting light is many more
He
discussed
a
“new
paradigm”
for
times
efficient than the use of building
Look for the May 2009 USGlass
the
glass
industry
that
uses
a
renewintegrated
[PV] systems,” Huffer said.
to read the full review of GANA’s
able
source
of
energy
and
engages
in
Glass Week.
recycling.
continued on page 62
ussell Ebeid, president of
Guardian Glass Group, delivered the industry equivalent
of a gut punch during his speech on
“the State of the Glass and Glazing Industry,” at the Building Envelope Contractors (BEC) Conference in Las
Vegas in February. The BEC Conference was sponsored by the BEC Division of the Glass Association of North
America (GANA) and took place this
year at the conclusion of Glass Week
(for more on Glass Week look for the
May 2009 USGlass)
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The Perfect Fit for a Magically Clear Appearance

Pilkington Optiwhite™ Low Iron Glass
Enjoy crystal clear views at all times … even when the clock strikes twelve.
The clarity of Pilkington OptiwhiteTM Glass is remarkably noticeable in comparison to
standard clear float glass, especially on exposed, polished edges and when combined with
white or light colors.
Pilkington Optiwhite™ Glass offers enhanced aesthetics for a wide variety of applications,
everything from showroom and furniture applications to photovoltaic modules and solar
collectors. It is also ideal for ceramically decorated glass, allowing true colors to show
through. For additional information visit www.pilkington.com or call 1-800-221-0444.
For a happily ever after, ultra-clear ending, choose Pilkington Optiwhite™ Glass.
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The BEC
Conference
i n R e v i e w continued from page 60
High Performing Glass
Greg Decker of Technoform opened
his talk on the “Future of High Performing Fenestration” by pointing out the
market drivers for high-performance
fenestration, including rising costs of
electricity and natural gas, the movement toward CO2 cap and trade, tougher
energy codes and the prominence of
LEED and green building trends. He
noted that the biggest factors in the
growth of high performance glass will
be the new administration in Washington. He pointed out measures for improving energy efficiency in the
stimulus plan and the fact that property
values are beginning to be influenced by
a building’s energy use.
High-performance fenestration is
becoming available in a number of
ways, Decker said. Triple glazing is become more common in Canada and
the Northern United States, with some
instances of quadruple glazing occur-

years,” Decker added. “It’s going to have
impacts we don’t even know about yet.”
And the companies that jump onboard
now will win, he added.
To further expand upon those energy
topics, Bill Yanek, GANA executive vice
president, spoke further on “Energy: A
Crisis, Challenge, and Opportunity for

Tom Culp

USGlass, Metal & Glazing | April 2009

Richard Kalson of Thorp Reed &
Armstrong LLP led a presentation
called “Risk Management through Contract Administration.” Kalson offered
the sage advice, “You have to make sure
all of your people company-wide follow

We feel that [CMA]
encourages the use of standard
systems, and we all know that
the custom systems generally
have better performance.

the Flat Glass Industry (see February
2009 USGlass, page 10, for more).
“We are energy intensive [as an industry]; there’s no way around that,”
he commented.
Yanek said it won’t serve the industry
well to stay in a
“d e f e n s i v e
crouch” as to
Make sure you know
the manufacthe value you bring to
turing process’
greenhouse gas
your general contractor
emissions, but
rather needs to
and relay that to him.
Henry Taylor
focus on the
critical ways in
ring. Films, tints, low-E, insulating which glass can contribute to greening
glass units and thermally broken sys- buildings.
Vince Van Son of Alcoa provided an
tems are all being further developed
to continue improving energy effi- overview of the building blocks of PV
systems, and noted that a lot of fabricaciency, he added.
There are also new technologies, such tion work can be done with the glass
as building integrated photovoltaic modules—but it can quickly become
very expensive, more so once the pack(BIPV) glass and switchable glazing.
“I personally think this is going to be age is integrated into a building façade.
a pretty big area,” he said of BIPV. “I He noted, however, that there are lots of
can see a time when the glass in com- expensive façade choices out there that
mercial buildings, that you don’t look provide no benefits beyond the obvious
directly through, will have PV in that one of aesthetics.
After explaining how the building
… the costs of that stuff are coming
down.” He also predicted that within blocks of solar modules work, Van Son
the next 10 years or so switchable glaz- closed with the noteworthy observation
ing might start to gain some ground in that, within the ten minutes of his presentation, the earth had received more
exterior applications.
“I think true sustainability is going energy from the sun than was used
to be a big trend over the next 20, 30 planet-wide in the last two months.

62

Successful
Business Practices

the same rules.” As he noted, the law sees
each regional representative as exactly
that: representative of the company in
their decisions. Kalson said to follow a
very simple precept: get it in writing.
Marcus Burkhart of Enclos Corp.
had some very commonsense points
when it came to safety during his talk,
“Safety in the 21 st Century: What is
Required on the Job Site?”
“Why is it we have to fight daily to get
people to comply with safety?” he
asked. “All we want is to make sure no
one gets hurt and no one dies.”
The audience of contract glaziers also
heard information about how the upcoming National Fenestration Rating
Council (NFRC) certification program
will impact their work.
Tom Culp of Birch Point Consulting
explained the importance of understanding the ins and outs of the NFRC’s
Component Modeling Approach (CMA)
for commercial project certification:
“This is go year,” he said. “This is going
to impact you starting this year” (see
December 2008 USGlass, page 12, for related story). A 6-month pilot program,
focused on California, began in March
2009, with full implementation of the
program expected in October 2009.
Yet, as Culp surveyed his audience, it
became clear that only some of the attendees already were familiar with CMA.
continued on page 64
www.usglassmag.com
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The BEC
Conference
i n R e v i e w continued from page 62
But, as Culp pointed out, certification will
very soon be finding its way into specifications, and glaziers will need to begin
scheduling in time for potentially lengthy
delays for suppliers to certify their products (a process that can take one day to
100, Culp said, depending on whether the
system is pre-certified or custom-made).
Culp advised the audience take several action when preparing for certification: understand what the system will
require; develop a strategy for handling
certification requests; consider splitting
out NFRC certification costs as a separate line item on bids; build in time to
get a label certificate; talk about certification with your metal and glass suppliers; and support your associations.
Greg Carney, GANA technical director,
explained why that last item is important.
He provided some history on NFRC and
GANA’s involvement with it, as an advocate for the commercial glazing industry.
“We still question whether there’s a
need for this program in the commer-

cial marketplace,” Carney explained.
Culp agreed, cautioning the audience
that many people involved in the NFRC
process “feel that this encourages the
use of standard systems, and we all
know that the custom systems generally have better performance.”

Looking Ahead
Henry Taylor of Kawneer, the incoming chair of the BEC Division, summarized and elaborated upon a number of
the key points discussed during the three
days of presentations. He told listeners to
plan for the worst and hope for the best
when it comes to the next several
months of the tightening economy, and
then reminded the audience of the cyclical nature of the industry.
For the upcoming year, Taylor offered
a few words of advice. First, he said, stay
close to your banker.“Bankers can cause
companies to go under,” he said, making
it key to be in communication with them.
Look at your general contractors, he

Since 1906

advised. He recommended focusing on
working with those contractors with
whom you already have a good relationship—but to also introduce yourself to
those particularly strong contractors out
there.“Make sure you service them well,”
Taylor said.“I think servicing is going to
be key over the next few years.” He
added, “Make sure you know the value
you bring to your general contractor and
relay that to him.”
Taylor also advised glaziers to know
their suppliers, and to work with those
suppliers that offer products and technologies to differentiate your business.
“Now is the time to build networks,”
Taylor said. “Rely on them.” ■
Megan
H e a d l e y is
the editor and
D e b r a L e v y is
the publisher of
USGlass magazine.

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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Architects’

All The Buzz

TO GLASS & METAL

2009 AIA Convention to Focus on
Current Market Themes and Trends

Guide

>I

A Special Section of USGlass Magazine

e
The 2009 AIA
Convention will take
place in San
Francisco's Moscone
Center. Moscone
West (shown above)
was designed by
Gensler.
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nergy efficiency. Performance. Sustainability.
Renewable. Recyclable. LEED®. Solar. What do
all of these words have in common? They could
all be classified as some of the hottest buzzwords in architectural building and design—and
all of these characteristics can be possible
through the use of glass and glazing. With so
much demand for these buzzwords it’s not surprising that related products and seminars will
be a big focus of the 2009 AIA National
Convention and Design Exposition, which will
take place April 30-May 2 at the Moscone
Center in San Francisco. The theme for this
year’s event is “The Power of Diversity: Practice
in a Complex World.”
The convention will feature more than 500
programs including workshops, seminars, tours
and expo education. Some of the seminar program highlights include: The Art and Science of
Designing to Net-Zero; BIM: New Era for Design
= New Era for Communications; and GSA:
Greening Federal Facilities.
In addition, a special seminar focus,
“Navigating the Economy: Strategies for Architects
in an Economic Downturn,” will provide tactics
to help architects manage their firm and career

USGlass, Metal & Glazing | April 2009

during lean economic times. This seminar track
will address topics such as:
• Repositioning for large and small firms;
• Business planning, marketing and firm valuation;
• Job coaching, resume writing, interviewing and
portfolio development;
• Human resource/legal aspects of downsizing
and dissolution; and
• Life coaching to include stress and health
management.
Attendees can also take advantage of the many
educational tours. These include an audio tour of
San Francisco architecture, a behind the scenes
look at AT&T Park, a look at the city’s changing
skyline as a result of new towers and high-rises
and many others.
In addition to the workshops, tours and seminars, a trade show will feature an array of new
products and services, and green building will
be the theme for many companies, including
glass and metal suppliers, exhibiting. New technologies will bring energy-efficiency, performance and even solar characteristics. Turn to
page 67 to read a sampling of just some of the
new glass and metal products that will be featured during the show.

www.usglassmag.com
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AIA Schedule At a Glance
Thursday, April 30
6:30 a.m. - 6:00 p.m. Registration open
7:00 a.m. - 8:00 a.m. Continuing education seminars
8:15 a.m. - 10:00 a.m. General session
9:30 a.m. - 5:00 p.m. AIA Expo 2009
10:00 a.m. - 12:00 p.m. Educational tours
10:30 a.m. - 2:00 p.m. Expo education
2:00 p.m. - 3:30 p.m. Continuing education seminars
2:00 p.m. - 5:30 p.m. Educational tours
3:30 p.m. - 10:00 p.m.Guest tours
4:00 p.m. - 5:30 p.m. AIA honors and awards ceremony
4:00 p.m. - 6:00 p.m. Continuing education seminars
6:00 p.m. - 8:00 p.m. Continuing education seminars

Friday, May 1
6:30
7:00
8:00
8:15

a.m.
a.m.
a.m.
a.m.

-

6:00 p.m. Registration open
8:00 a.m. Continuing education seminars
10:00 a.m. Educational tours
10:00 a.m. Continuing education seminars

8:30 a.m. - 5:00 p.m. Guest tours
9:30 a.m. - 5:00 p.m. AIA Expo 2009
10:00 a.m. - 11:30 a.m.General session
10:30 a.m. - 2:00 p.m.Expo education
2:00 p.m. - 3:30 p.m. Continuing education seminars
2:00 p.m. - 5:30 p.m. Educational tours
4:00 p.m. - 6:00 p.m. Continuing education seminars
6:00 p.m. - 7:00 p.m. Continuing education seminars

Saturday, May 2
6:30 a.m. - 3:30 p.m. Registration open
7:00 a.m. - 8:00 a.m. Continuing education seminars
8:00 a.m. - 10:00 a.m. Educational tours
8:00 a.m. - 12:00 p.m.Guest tours
8:15 a.m. - 9:45 a.m. Continuing education seminars
9:30 a.m. - 2:00 p.m. AIA Expo 2009
10:30 a.m. - 2:00 p.m.Expo education
2:00 p.m. - 5:00 p.m. Educational tours
2:30 p.m. - 4:00 p.m. General session

San Francisco Showcase
Glass and Metal Exhibitors Offer
Innovations in Line with Market Trends

Booth#1925: Sun-Ready SHGC
As a means to help architects and specifiers
achieve unique vision, while still meeting the stringent energy-efficiency needs of sunbelt regions,
AGC Flat Glass North America has expanded its
line of high-performance low-E glass products.

The newest member of the company’s
Comfort Ti™ family of low-E, energy-efficient
glass is its AC 23™, which has a solar heat gain
coefficient (SHGC) of 0.23.
Developed for use in a wide range of commercial applications, AC 23 low-E glass is a high-performance product that maximizes solar control,
light transmittance and air conditioning efficiency in sunbelt regions while also minimizing glare,
according to information from the company. It
has a neutral, blue-gray hue that can complement
many architectural designs.
→ www.afgglass.com

www.usglassmag.com

Booth 6336: CRL “Locs” in to New
Glass Railing System Features
Several new options have been
added to Los Angeles-based C.R.
Laurence Co. Inc.’s (CRL) dry
glaze TAPER-LOC™ system for
glass railings.
Included in the offerings are
new blades for the system’s
TLK5 installation/removal tool.
The blades have an extended
reach for use in fascia mount or
recessed base shoe conditions
that are typically from 1- to 1 ½inch below grade.
Also new is the fast seal glazing gasket, which was designed
for applications that lack easy
access to the outside edge of
the railing, such as a balcony.
The gasket consists of a U-channel covered with vinyl and a
bulb seal, and is easily applied to base shoe
cladding to create a tight seal.
According to information form the company,
the TAPER-LOC system is unique because it does
not use a horizontal taper lock design. It includes

continued on page 68
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All The Buzz
Continued from page 67
an installation/removal tool and the TAPERLOC Taper Set for ½-inch or ¾-inch tempered
glass applications. In addition, TAPER-LOC
products have recently been added for laminated
glass applications.
→ www.crlaurence.com

Booth 653: Point to Point
Decorative glass and point-supported glass can
be used to create eye-catching architectural applications. JE Berkowitz LP (JEB) of Pedricktown,
N.J., will feature both in its booth.
SentryGlas® Expressions™, a decorative, laminated safety glass, is the company’s newest product.
The technology uses a proprietary process devel-

oped by DuPont that prints directly onto the PVB
interlayer. This enables photo imagery, textures,
patterns, company logos and more to be incorporated into a wide range of architectural laminated
glass applications such as entry doors, glass interiors, overhead glazing, balustrades, advertising and
signage. The product meets all ANSI Z97 specifications for safety glass and is manufactured exclusively with PPG Starphire® low-iron glass.
Additionally, JEB will feature its point supported glass wall and canopy products in a display
that utilizes complex shapes and angles. The
Invisiwall™ point supported systems are custom
engineered to fit any location including
entrances, wall facades, partitions or canopies for
offices, hotels, condominiums or retail spaces.
Low-iron, silk-screened, acid-etched, tinted or
insulating glass—even SentryGlas® Expressions™
can be fabricated to connect with the specified
hardware for a project.
→ www.jeberkowitz.com

Booth 1845: Education and
New Products, All in One Booth
Want to learn about LEED certification?
Commercial windows? Unitized curtainwalls?
Maybe check out a new product or two? All of
these elements come together in Kawneer
Company Inc.’s booth.

Booth 1056: Optical Opportunities
Growing demand for daylight transmittance led Pilkington to begin producing Optiwhite™ low iron float glass at its Laurinburg, N.C., facility.
According to information from the company, the glass has a crystal clear
appearance and light transmittance of 92 percent. It can be tempered and
laminated, maintains clarity over a range of glass thickness and offers high
solar transmittance for solar energy.

Pilkington Optiwhite has a near colorless appearance compared to standard clear float glass and can be used for aesthetic purposes in a wide variety of applications, including shower enclosures, appliances, decorative and
furniture applications, as well as many others.
→ www.pilkington.com
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The company will conduct AIA-registered
Continuing Education System (CES) programs
within its dedicated learning center. The 15minute programs provide an opportunity for
hands-on product interaction and in-person conversations with product experts. Program titles
are: Achieving a LEED Strategy in Division 8:
Glass & Glazing; Commercial Windows:
Configuration and Selection; and Unitized
Curtain Walls: Introduction and Installation.

www.usglassmag.com
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Booth 6710: Designer Details
In addition, Kawneer will display its new
AA®3200 ISOWEB® sliding door and the recently
introduced light satin aluminum finish.
→ www.kawneer.com

Booth 4152: Built for Performance
A number of new green offerings have been
added to the fire-rated glazing product line from
San Francisco-based SAFTI FIRST.

Aluminum cornice
moulding extrusions are
now available from SAFPerimeter Systems, a division of Atlanta-based
Southern Aluminum
Finishing (SAF). The
series provides precision
joints, sharp, crisp lines
and refined detail.
The new extruded line
is part of the company’s
Designer Series Cornices
and may be used for both new construction and historic renovations. The
extruded cornices feature concealed fastening flanges that eliminate pop rivets or exposed screws, and also allow for joints that permit either a “cast
stone” or “traditional seamless wood cornice” look.
The new mouldings are available in eight interchangeable profiles along
with starter sills and top closures. Standard lengths are 8-, 10- and 12-feet;
custom lengths up to 20-feet are also available. Colors include any of the
company’s 56 EZ Mix Color Coatings, or custom colors by special order.
→ www.saf.com

Also available from PPG, is its new Solarban 80
Optiblue glass. According to information from the
company, when used in a standard 1-inch insulating glass unit, the Solarban 80 coating on the second surface of an Optiblue glass substrate with a
clear interior lite generates a light, steel blue-green
appearance with visible light transmittance (VLT)
of 34 percent, a solar heat-gain coefficient (SHGC)
of 0.20 and a light-to-solar (LSG) gain ratio of 1.70.
The company’s SuperLite II-XL IGU and
SAFTIfire GPX assemblies are NFRC certified.
These products have been tested and certified to
NFRC 100 (U-value), NFRC 200 (solar heat gain
coefficient) and NFRC 500 (condensation resistance). The assemblies are fire-rated up to two
hours and meet ASTM E-119 requirements.
In addition to its new offerings, SAFTI FIRST
will display its full line of fire-rated glazing products.
→ www.safti.com

Booth 1525: Set Sail with
New Offerings from PPG
Combining solar performance with a hint of
color, all of PPG’s tints from the Oceans of Color
collection, including Atlantica, Azuria, Caribia
and Solexia, as well as Solargray and Solarbronze
tinted glasses, are now offered with Solarban
70XL or Solarban 60 solar control low-E coating
on the second surface of the glass. In addition to
providing environmental performance, the second-surface coated tints provide aesthetic options.

www.usglassmag.com

In addition, the combination of a Solarban 80
coating on the second surface of an Optiblue
glass substrate with an Optiblue interior lite provides a rich, steel-blue tint with VLT of 25 percent, a SHGC of 0.20 and an LSG ratio of 1.23.
The Solarban 80 on a clear glass substrate with
a clear interior lite has an LSG ratio of 1.98.
→ www.ppg.com

continued on page 70
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All The Buzz
Continued from page 69

Booth 4847:
“Platinum” Performance

Acurlite Structural Skylights offering over 100 years of industry experience to our
customers. Acurlite structural skylights designs, manufactures, delivers and installs
commercial heavy duty skylights offering our customers a turnkey solution for all of
their skylighting needs. Contact Acurlite for your next skylight solution.

1017 N. Vine St., PO Box 5, Berwick, PA 18603
Phone: 570-759-6882 / Fax: 570-759-9552
Email: sales@acurlite.com / Web: www.acurlite.com
SEE US AT GLASSBUILD AND GREENBUILD

P

PYRAN® Platinum fire-rated glass-ceramic products
from SCHOTT are environmentally friendly glassceramic panels designed to have optimal clarity and
meet both fire- and impact-safety requirements in building code-regulated locations.
For transoms and windows, PYRAN® Platinum, along
with the PYRAN® Platinum F and PYRAN® Platinum L
product lines for safety-rated locations, such as doors and
sidelites, are UL classified and meet necessary test standards, including the hose stream test. PYRAN® Platinum is
rated up to 90 minutes, while PYRAN® Platinum F and L
are rated up to three hours in doors. The PYRAN®
Platinum F and L products also conform to positive pressure test standards set by Underwriters Laboratories Inc.,
for the United States and Canada.
In addition, PYRAN® Platinum F is impact-resistant and
meets ANSI Z97.1 and CPSC 12CFR1201 (Categories I
and II). PYRAN® Platinum L safety and fire-rated products
are also fire and impact rated meeting ANSI Z97.1 and
CPSC 16CFR1201 (Categories I and II).
→ www.us.schott.com AG

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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NewsMakers
new hires

Arty Feles Named CRL’s CFO
Los Angeles-based C.R. Laurence Co. Inc.
(CRL) has appointed Arty Feles as chief financial officer. In this role, he will be responsible for corporate finance and accounting,
accounts receivable, credit and collections, accounts payable and payroll/personnel. He also
will serve as a member of the company’s executive committee.
Arty Feles
Before joining CRL, Feles worked for 16
years at Edelbrock Corp, a manufacturer of high performance automotive products.

Chuck Mowrey Joins
Carmel Architectural Sales
Carmel Architectural Sales (CAS) in Anaheim, Calif., has
announced that Chuck Mowrey has joined the company
as vice president of business development. In his new role,
Mowrey will contribute to sales and operations, helping
with team growth and development, vendor sourcing and

Chuck
Mowrey

new product expansion with its manufacturing partners.
Mowrey comes to the company after 21
years with Harmon Inc., having most recently
served as president.
CAS offers exterior glazing and cladding
systems and services to the southern California and Nevada commercial construction
markets.

Hanosh Returns to
Diversified Glass Services
Diversified Glass Services in Rochester
Hills, Mich., parent company of Henderson
Glass, has named Reginald Hanosh as its
new president and chief executive officer
(CEO). He will also continue in his role as
the organization’s chairman of the board.
Hanosh replaces Jim Churilla, who has
been serving as the company’s interim CEO Reginald
since November 2008. Churilla will remain Hanosh

SEE US AT THE 2009 AIA CONVENTION
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with the company in a financial consulting role.
Hanosh, who has 40 years of experience with Diversified, is rejoining the company after a two-year
retirement. Prior to retirement, he held the position
of operational vice president.
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“We don’t bend metal; we
(888) 308-0900
x

kudos

YKK AP Recognizes Sales Achievements
Austell,
Ga.-based
YKK AP architectural
sales representative Kirk
Grizzell received the
company’s annual President’s Award for outstanding sales and
customer
service
achievement. Grizzell,
whose territory includes
Tennessee and parts of
Kirk Grizzell (left), sales rep, Kentucky and Arkansas,
with and Max Mizota (right), was commended for outpresident of YKK AP America. standing sales achievement and exemplary
conduct and professionalism. The key to Grizzell’s approach, he says, is to always follow up with clients, resolve issues quickly and make sure customers are
satisfied.
YKK AP also presented its Branch of the
Year Award to Dallas
branch manager Marvin
Parker; Dallas was chosen for sales, profitability and operational
excellence in the region,
which includes parts of
Texas,
Oklahoma,
Arkansas
and
the Marvin Parker (left) and
Kansas City area. The Oliver Stepe (right), senior
branch significantly in- vice president of YKK AP
creased its market share America.
in the region in 2008.
“Teamwork is the key,” Parker says.
The awards were presented at YKK AP’s annual sales
meeting in January.
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metal.”

FAX (888) 406-6248

Entire stock lengths curved to reduce splicing, to
optimize metal and to allow for longer straight leg
options.
Specializing in architectural shapes since 1991.
Quick response to quote requests.
Short lead times. Compliance to commitments
Curve shapes up to 10” in width.
Maintain shape dimensions with no wrinkles.

Now with locations in
California, Colorado, Texas
and Pennsylvania to better
serve you.

FAX YOUR
QUOTE REQUEST
TO 888 406-6248

“Hard way” curving for skylights
www.southernstretch.com

births

Torres Welcomes Son
Nestor Torres, national architectural manager of PPG
Performance Glazings, has just become a first-time
dad. Sebastian Joaquin Torres came into the world in
January at 8.2 pounds and 21 ¼ inches. ■
www.usglassmag.com
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ShowCase
machinery

Beveling a Straight Line

efficiency machine offers precision, consistent quality and easy operation.

GMS Machinery in Warren Mich., is
offering the XM351 straight-line beveling machine from Guangdong Enkong

metal

❙❙➤ www.gmsmachinery.com

SAF-Atlanta
Goes for the Gold
Southern Aluminum Finishing Co.
(SAF) has added a gold finish to its anodizing line at its headquarters in Atlanta. SAF Gold is a satin or “matte”

Machinery Co. Ltd., a China-based
manufacturer specializing in glass processing machinery. XM351 grinds and
polishes beveled edges, with the bottom
edge of the glass in different sizes and
thicknesses. Rough grinding, fine grinding, bevel polishing and grinding of the
bottom edge all can be completed at the
same time. Processing thickness, angle
and remaining thickness appears on a
digital display. The processing speed is
adjustable with a step-less motor that
offers a wide range of speed selection.
The grinding wheels are indirectly connected to the motor by a belt to reduce
vibration. The company says this high

process begins with clear anodizing
before a dip into an inorganic gold dye
prior to sealing. The process yields
light fastness and can be used outdoors
with good results.
The new gold dye anodizing process
joins the company’s existing line of clear
and bronze architectural anodized finishes. Custom fabricated brake metal also
can be ordered with the new gold finish.

❙❙➤ www.saf.com

YKK’s YWW50T Creates
the Curtainwall Look
YKK AP in Austell, Ga., is now offering the new YWW50T window wall
system, with an optional slab edge
cover, for multi-story buildings. The
slab edge cover creates the appearance

finish similar to the company’s other
architectural anodized colors and is
not the reflective or “bright” finish associated with shower doors, the company reports. For maximum durability
the new multi-part gold anodizing

spacers

Super Spacer® Cushions Triple-Glazed Units
To simplify production of triple-glazed units, Edgetech I.G. in Cambridge, Ohio,
offers the Super Spacer® Cushion Edge™ spacer system, which eliminates the
need for oven roll presses. According to information from the company, using oven roll presses to produce triple-glazed units risks
under-heating the center-lite seal, which can lead to premature seal failure in the unit.
Super Spacer Cushion Edge is a flexible, U-shaped silicone foam spacer system that features a multi-layer
vapor barrier backing and dual seal design for enhanced thermal performance and improved argon
gas retention in triple-glazed insulating glass (IG)
units. With chamfered corners for increased
sealant depth, Cushion Edge must be used in
combination with conventional IG sealants.
The pre-applied U-channel assembly
provides fast wrap-around, simplified production of shaped units, elimination of
desiccant filling and corner key assembly for high-volume production
with a small labor force.
❙❙➤ www.edgetech360.com
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of a top to bottom curtainwall exterior.
It reduces building envelope cost, according to the company, and can be installed from the interior or exterior.
Thermal performance is enhanced by
the company’s patented MegaTherm®
thermal break technology.

❙❙➤ www.ykkap.com

continued on page 76
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And it’s not going to the Banker either!
We’re directing the savings direct to you...the
American Business Owner. So for a limited time,
we’re offering any one of these four accessory
racks for a price that’s reduced as much as
$200 or more! Choose from Weathers
Windshield Cart, Drop Box, A-Frame
Rack or Harp Rack.

At these prices
there is a strict
limit of two racks
per customer.

100 Industrial Drive • Sedgwick, KS 67135 • Also located in Aragon,G A • fax 316.772.5852 • UnruhFab.com
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ShowCase
continued

— SPONSORED PRODUCT HIGHLIGHT —

equipment

JAG Installs
Shower Doors Fast
H Squared Marketing LLC in Porter,
Texas, has introduced Jack A Glass (JAG)
for efficient installation of heavy frameless shower doors. The JAG allows
shower door adjustments in seconds as
opposed to the minutes it takes with old
fashion shims.
The JAG’s unique commercial-grade
bladder system has a central groove to
accept 3⁄8- or ½-inch glass. Finger grooves
are embedded to allow easy horizontal
alignment of the glass door. In most installs the door is set once in place and
rarely picked up for adjustments. The
JAG reduces the chance of chipping by
eliminating the repeated door movements required when using shims. Installers have reported 15-45 minute

time savings in labor costs per install, as
well as improved safety factors.
The JAG comes with a compartmentalized storage bag to hold items such
as hardware, marker, cellular phone, torpedo level, etc.

In addition, the company has introduced the JAG Assistant. When used
in conjunction with the JAG, one person can install a straight-line shower
panel or door easily.
❙❙➤ www.hsquaredmarketing.com ■
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Powerful Software for Shower
Enclosure Manufacturers
and Their Dealers


Simple and easy to use



Web and stand alone formats



Manufacturer and Dealer versions



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



Unique Dealer Smart Client updates manufacturer product
and pricing changes automatically

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

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

United States



United Kingdom



France



Australia



New Zealand
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[datebook]

Reviews&Previews
Glass Expo Midwest™
Moves to the Spring

G

lass Expo Midwest™
will be moving to the
spring, starting March
16-17—St. Patrick’s Day—in
2010. The two-day event,
sponsored by USGlass
magazine, features educational seminars on
architectural glass and general business management, a trade show floor and networking opportunities. It has been providing this service and
education to the region for more than 15 years.
The new dates were selected to accommodate requests from exhibitors who felt early spring was a less
crowded time trade show-wise and from attendees who
found it more convenient to attend the event and educate their staff. The 2010 Glass Expo Midwest™ will be
held at the Renaissance Schaumburg Hotel & Convention Center in Schaumburg, Ill., just outside of Chicago.
“Moving Glass Expo Midwest™ to March is just one of
many steps we are taking to enhance the experience this
show provides to both attendees and exhibitors,” says
Tina Czar, exhibits manager. “The relocation of other glass
shows to the fall bought a concentration of shows to the
autumn months while leaving a dearth in the spring. We
have wanted to move to the spring for a few years now
but knew we would have to ‘skip’ a year when doing so.
With the economy down, we decided this would be a perfect year for the switch. As such, we are developing an enhanced, expanded and innovative springtime event.”
Debra Levy, president of Key Communications Inc.,
the USGlass publishing company, adds, “This is one of
many steps to provide a fresh take on this long-standing
foundational show for the glass industry. Started in
1994, Glass Expo Midwest was designed to bring affordable education and a comprehensive exhibit floor to
those shops in the Midwest region. We will continue to
maintain that mission while also adding
more opportunities, an expanded show
floor and countless additional benefits to all who participate.”
Exhibit sales and registration
are now online.
❙❙➤ www.glassexpomidwest.com
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Up&Coming
NORTH AMERICAN EVENTS
April 30–May 2, 2009
AIA 2009 National Convention
and Design Exposition
Sponsored by the American
Institute of Architects (AIA).
Moscone Center.
San Francisco.
Contact: AIA at 800-242-3837.

May 6-7, 2009
PGC International
Spring Meeting
Sponsored by PGC International.
Hyatt Regency Orlando
International Airport.
Orlando, Fla.
Contact: PGC at 785/271-0208.

May 12-14, 2009
Independents’ Days Convention
and Spring Glass Show™
Sponsored by the
Independent Glass Association.
Sanibel Harbour Resort & Spa.
Fort Myers, Fla.
Contact: USGlass magazine
at 540/720-5584.

May 31-June 3, 2009
AAMA National
Summer Conference
Sponsored by the American
Architectural Manufacturers
Association (AAMA).
Hyatt Regency Minneapolis.
Minneapolis.
Contact: AAMA at
847/303-5664.

June 16-19, 2009
Construct 2009
Sponsored by CSI and
Hanley Wood Exhibitions;
Glass Pavilion sponsored
by USGlass magazine.
Indiana Convention Center.
Indianapolis.
Contact: Construct2009
at 866/920-0207.

July 20-23, 2009
NFRC Summer
Membership Meeting
Sponsored by the
National Fenestration
Rating Council (NFRC).
Sheraton Inner Harbor Hotel.
Baltimore.
Contact: NFRC at
301/589-1776.

September 20-23, 2009
AAMA National Fall Conference
Sponsored by AAMA.
Loews Lake Las Vegas Resort.
Henderson, Nev.
Contact: AAMA
at 847/303-5664.
www.usglassmag.com

September 22-24, 2009
2009 AEC
Management Conference
Sponsored by Aluminum
Extrusion Council (AEC).
Hilton Chicago – O’Hare Airport.
Chicago.
Contact: AEC at 847/526-2010.

September 30October 2, 2009
GlassBuild America
Co-sponsored by the Glass
Association of North America,
AAMA, the Insulating Glass
Manufacturers Association, the
Bath Enclosure Manufacturers
Association and the National
Glass Association.
Georgia World Congress Center.
Atlanta.
Contact: Show organizers at
866/342-5642, ext. 300.

March 16-17, 2010
Glass Expo Midwest™
Sponsored by
USGlass Magazine.
Renaissance Schaumburg
Hotel and Convention Center.
Chicago.
Contact: USGlass magazine
at 540/720-5584.

Manufacturer of Bullet and Blast Resistant:
 Windows

 Doors

 Curtainwall Systems

Also Available, Transaction Windows and Accessories
 Speak-thrus
 Package Passers

 Dealtrays
 Fiberglass Panels

Our systems are designed to be easy to fabricate and install so don’t be shy.

800-962-8088
http://www.actionbullet.com
SEE US AT THE 2009 AIA CONVENTION

INTERNATIONAL EVENTS
May 11-12, 2009
GPD China
Sponsored by Glaston Corp.
TBA.
Shanghai.
Contact: GPD at
358 10 500 6216.

May 13-16, 2009
China Glass 2009
Organized by the
Chinese Ceramic Society.
Shanghai New
International Expo Centre.
Shanghai.
Contact: the Chinese Ceramic
Society at +86-10-68348131.

June 12-15, 2009
Glass Performance Days
Sponsored by Glaston Corp.
Tampere Hall.
Tampere, Finland.
Contact: GPD at
358 10 500 6216. ■

To see the full event
schedule, visit
www.usglassmag.com/
events.php.
April 2009 | USGlass, Metal & Glazing
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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

To place your
listing in the
Supplier’s Guide,
please contact
Janeen Mulligan at
540/720-5584 Ext. 112
or e-mail
jmulligan@glass.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

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

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

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

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

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

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

Acid Etched Glass

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
Bent/Curved

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
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
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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

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

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

Fire-Rated Glass

Hurricane-Resistant

Block

AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA 94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.com
SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

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

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

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

Pattern Glass

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

ARCHITECTURAL METAL

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

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

Fire & Safety Rated Wire

Dies/Custom Metal

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

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
ARCHITECTURAL
GLASS/LAMINATED

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

EFCO Corporation
1000 County Road
Monett, MO 65708
Phone: 800/221-4169
Fax: 417/235-7313
BATHROOM SPECIALTIES

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

ARCHITECTURAL
GLASS/TEMPERED

X-Ray Protective

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

Bent

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

Shower Door Hardware

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

C.R. Laurence Co. Inc.
2503 E Vernon Ave.
Los Angeles, CA 90058
Phone: 800/421-6144
Fax: 800/262-3299
www.crlaurence.com
US Horizon Mfg., Inc.
28577 Industry Dr.
Valencia, CA 91355
Phone: 877/728-3874
Fax: 888/440-9567
www.ushorizon.com

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

BULLET RESISTANT
BARRIERS

Bent

COMPUTER SOFTWARE

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

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

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

continued on page 82
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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

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

Point of Sale

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

DOORS
Bullet Resistant

DECORATIVE GLASS

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

Taricco Corporation
1500 W. 16th Street
Long Beach, CA 90813
Phone: 562/437-5433
Fax: 562/901-3932
www.taricco.com
spence@taricco.com

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

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

TM

THE

DECORATIVE

GL A SS

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
Bear Glass
399 20th Street
Brooklyn, NY 11215
Phone: 718/832-3604
Fax: 718/832-0786
www.bearglass.com
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JLM Wholesale, Inc.
3095 Mullins Court
Oxford, MI 48371
Phone: 800/522-2940
Fax: 800/782-1160
www.jlmwholesale.com
sales@jlmwholesale.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

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
5520 McDermott Dr.
Berkeley, IL 60163
Phone: 708/449-7050
Fax: 708/449-0042
GLASS FURNITURE
Table Tops

Spancraft Ltd.
920 Railroad Ave.
Woodmere, NY 11598
Phone: 516/295-0055
Fax: 516/569-3333
www.spancraft.com
Jordan@Spancraft.com

SOUR CE

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

Painted

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

Closers

Access Hardware Supply
14359 Catalina Street
San Leandro, CA 94577
Phone: 800/348-2263
Fax: 510/483-4500
Fire-Rated
Framing Systems

AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA 94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.com
SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

USGlass, Metal & Glazing | April 2009

DOORS, OTHER

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

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
INSULATING GLASS AND
RELATED PRODUCTS

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

www.usglassmag.com
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INSULATING GLASS
MACHINERY/EQUIPMENT

SERVICES
Shop Drawings

Production Lines

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

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

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

MACHINERY/EQUIPMENT

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
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
www.usglassmag.com

IGE Solutions Inc.
2875 Jupiter Park Dr. Ste. 100
Jupiter, Florida 33458
Phone: 561/741-7300
Fax: 561/741-3071
www.igesolutions.com

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

Drill Bite

Acid Etched Mirror

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

Bottero Flat Glass Inc.
257 Greta's Way, Suite 100
Kernersville, NC 27284
Phone: 800/900-7559
Fax: 845/362-1856
Laminating Machine

Taricco Corporation
1500 W. 16th Street
Long Beach, CA 90813
Phone: 562/437-5433
Fax: 562/901-3932
www.taricco.com
spence@taricco.com
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

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

LTS Drafting
& Engineering, LLC
6855 South Savana St., Suite 580
Centennial, CO 80112
Phone: 303/858-9858
Fax: 303/858-8373
www.ltsdrafting.com
SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS

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

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
Antique Mirror

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

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

Oldcastle Glass® Vistawall®
Over 70 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com
Pittco Architectural Metals, Inc.
1530 Landmeier Rd.
Elk Grove Village, IL 60007
Phone: 800/992-7488
Fax: 847/593-9946
info@pittcometals.com
www.pittcometals.com

Spancraft Ltd.
920 Railroad Ave.
Woodmere, NY 11598
Phone: 516/295-0055
Fax: 516/569-3333
www.spancraft.com
Jordan@Spancraft.com
To place your listing(s) in
the Supplier’s Guide,
please contact
Janeen Mulligan at
540/720-5584,
Ext. 112 or e-mail
jmulligan@glass.com

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
continued on page 84
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SUNROOMS AND
RELATED PRODUCTS
Bent Solarium 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
TOOLS AND SUPPLIES
Cleaning Towels

WINDOW & DOOR
REPLACEMENT
HARDWARE

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

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

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

Glass Restoration

Auto Film

GlasWeld Systems
29578 Empire Blvd.
Bend, OR 97701
Phone: 541/388-1156
Fax: 541/388-1157
www.glasweld.com

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

Commercial Tint

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

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.
16201 Branch Court
Upper Marlboro, MD 20774
Phone: 301/218-7920
Fax: 301/218-7925
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 ■
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Employment/
Help Wanted
Kawneer Product
Designer: Norcross, GA
The primary function of the Product Designer is to research, develop, document
and successfully prove product designs
as defined in the Kawneer Product Development Roadmap. The successful
candidate will be designing curtain
walls, entrance doors, storefronts, and
windows for commercial buildings. The
Product Designer will be using AutoCAD
and Inventor to perform detailed designs
working in accordance with building
codes and design standards
Qualifications:
• Bachelor Degree in an Engineering
discipline
• 5 years experience designing fenestration products for commercial buildings
• AutoCAD experience
To Apply: www.alcoacareers.com U.S.
Job openings. Requisition Number is 6758

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 512/237-3600,
Peco Glass Bending, PO Box 777,
Smithville, TX 78957.

Classifieds go
online every day!
To place a classified listing,
please call Janeen Mulligan
at 540/720-5584
Ext. 112 or e-mail jmulligan@glass.com.
Listings start at $119
per column inch.

To view listings, visit:

http://www.glass.com/
classified.php
www.usglassmag.com

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.

RCS Enterprises
Shop drawings - entrances & storefronts,
curtainwalls, wall panels. Short lead times.
www.rcsshopdrawings.com. Phone:
269/202-4010; Fax: 269/468-6957,
info@rcsshopdrawings.com

Design Draft
Associates, Inc.
Autocad shop drawings - curtainwall,
entrances, storefront, windows, wall
panels, heavy glass applications. Architectural & miscellaneous metals, stairs,
handrails. Quick turn around, 25 years
experience. Call or e-mail for references,
sample drawings 773/881-8860, designdraft@wowway.com

Businesses for Sale
Ft. Lauderdale, FL
Established 35 years. Custom mirror,
shower doors and glass work. Anxious to
retire. Respond to PO Box 450152, 3225
N. Haitus Rd., Sunrise, FL 33345.

Owner Retiring After 9 Yrs.
110 year old well-established commercial mirror & glass fabrication/installation. Annual sales $2M with room for
growth. Located in Brooklyn, NY. Servicing NYC. 6500 sq. ft. building, mach.,
veh., accounts. $2 mil for bus., 2.5 mil for
building. Call 516/680-5619.

Used Equipment
for Sale
New and Used Equipment
NEW 4 spindles flat edger $17,500 US
NEW 6 spindles flat edger $23,500 US
Triulzi 30” horizontal washer
Intermac Master 33 - 4 years old
Intermac Master 43 - 4 years old
Double edger. Pencil Edge. Like NEW.
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

USED MACHINERY
BOUGHT & SOLD
84” H Billco Washer
www.usglassmachinery.com
Ph: 724/239-6000

Used Glass Fabricating
Equipment
All In Good Operating Condition
- CNC Cutting Tables (Hegla & CoopMes)
- Washers (Horizontal & Vertical)
(Billco, GED, Somaca, Bavelloni)
- Double Edger (Bavelloni)
- Straight Line Beveling Machines
(Bavelloni)
Other Misc. Equipment
E-mail: glasseq@live.com for pictures
and prices

Used Equipment Available
60” Vertical Washer—96” Billco 8 brush
refurbished washer. Visit www.FenPro.ca
or e-mail FenPro@FenPro.ca

Bovone Beveling Machine
7 spindles, 3 polishing felts. Rebuilt 2002.
Runs great. Asking $26,900.

Somaca Polisher EE1
1-spindle, runs great. $3,600. Please call
708/307-8158 for more information.
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continued from page 88

Dear Deb,
eve this
Can you beli
what we
guy? This is
-up:
had to clean
— MH

—
^
Revenge…Sweet
—
^
Vindication…Sweeter
Still
by Lyle R. Hill

#
eople in general…and men in magazine. Now ,because I am not a per- them in titles, at ends or beginnings of
who is
#
particular…rarely see them- son easily wounded by such treatment sentences and that good writers used
em
selves as others do. I’m quite (please re-read paragraph one above if dashes (—) and not dots (…). But I’m
certain that I am not an exception to you doubt this), I have accepted the crit- proud to say that I held my ground. I
this. However, at a certain point in one’s icism of a certain publisher and her ed- fought hard for those little guys and
#
#
life, it is probably safe to say that most itor and simply gone about my business now…right now…I feel totally vindis (talking about people, perceptions is plural)
cated for my position. And why is this
people’s perception of themselves
gets a in a mature and professional manner.
Maybe
?
so ,you should ask…yeah
I know
little keener. Or maybe, as I have
—
—
I simply feel compelled to
I have you asking a lot of quescome to believe, as we age we lose
as we age (two dependent clauses following each other not good)
tions in this article but it’s helpsome of our inhibitions and more
get even and ding him the
ing more than you might
of
who
and
what
we
really
are
show (or starts to be revealed, but show is an active verb) first chance I get because
#
realize…because if you look at the
starts to be shown. Either way,
lass
when (not where) it is the appropriate thing to
February issue of good old USG,
I think I have now reached an age
you’ll find my little …s all over
where I have a reasonably good
do and he has it coming.
the place. For instance, check out
idea of who and what I am. And
#
#
the
title
of the article on page 18 or the
What…you
may
ask…is
he
talking
therefore,
I
feel
confident
that
I
am
quite
—
? (question marks are good to have at the end of questions)
— (redundant and overwordy)
may one on page 26 (the Linder one). I’ll bet
accurate when I state that I am not “thin about. And about towhom…you
#
#
skinned” or ,shall we say ,easily offended. wonder…is he referring? Well, I will tell they didn’t call him and tell him he didn’t know what he was doing! But here’s
This is particularly so when it comes to you, but not because I am vengeful mind
,
#
petty slights or what some people might you, but because I feel you have a right the best part… Headley herself lets …s
perhaps
in there all the time. The article that berefer to as “cheap shots.” As an example, to know!
You see, for the past several years, my gins on page 36 even starts out “Quick
I could perhaps refer to John Linder’s
petty little swipe at me in an article simple little articles have been … think fast … you’re in New York
lass
#
#
blah blah blah.” If I had done this, I
that he wrote for USG in February. ripped…yes , ripped…by the Glass
/
have gotten (good to use the proper tense)
herself (Publisher
Deb Levy) would get four phones calls, three eQuite naturally, I will do my best to bury Queen
/
/
mails and at least two faxes telling me
him when I get the chance .but —
this is and the Headley woman (as in Editor
/
—
NOT because I was actually bothered by Megan Headley) because of my use of why such a start would be amateurish
i (good to spell it right)
the
his unnecessary cheapness. I am not a what is known as ellipses.
- And what is and inappropriate.
? (Again, question marks are a good idea.)
#
is
So…not because I am smug, condenow ask. Well, those
small and easily wounded person. I sim- an ellipse…you
—
#
ply feel compelled to get even and ding three dots (…) between the words el- scending, or prideful, but because it
#
is and you in the last sentence is an would be the right thing to do…I
will
him the first chance I get because it is lipse
—
(sic - because we didn’t apologize)
is
accept
your
apologies
Levy
and
Headley.
and
while
I
have
been
known
to
the appropriate thing to do and he has ellipse
— ,
#…#
is (…), I have And as for you Linder……I’ll
deal with
it coming. That’s all. But lest we spend be a friend of the ellipse
—
,
you
later.
never
felt
that
I
over
did
it
or
was
in
■
too much time in the mud with Mr. Linis -dependent. But to
der, let us move on .because —
we have any way ,ellipse
—
—
treat an ellipsis
hear Levy and Headley, you
other things of importance before us.
Ellipsis: In general,
#
rd, constructed
For the past several years…and by would think I had some sort of an
as a three-letter wo
d two spaces.
several I’m thinking maybe 15 or addiction. In fact, there were
with three periods an
#
dicate the
more…I have been ridiculed, ha- times when articles were actually
Use an ellipsis to in
ore words in
rangued, and led to believe that I am a threatened to be pulled because of
deletion of one or m
text and
sub-par writer and grammarian by the my simple little ellipses. I was told
condensing quotes,
people who produce and distribute this that it was inappropriate to use
documents.
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Phone
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Access Hardware
800/348-2263
800/435-8233
Action Bullet Resistant
800/962-8088
631/422-4498
Acurlite Structural Skylights Inc.
570/759-6882
570/759-9552
AGC Flat Glass North America
800/251-0441
404/446-4221
Aluflam North America
714/899-3990
714/899-3993
Arch Aluminum & Glass Co. Inc.
866/629-2724
586/725-4627
Azon Systems Inc.
800/788-5942
269/373-9295
C.R. Laurence Co. Inc.
800/421-6144
800/587-7501
California Glass Bending
800/223-6594
310/549-5398
Capital Tape Co.
888/888-8273
216/292-3435
Cardinal Industries
952/935-1722
952/935-5538
Construct Show 2009
866/920-0207
972/536-6307
DORMA Architectural Hardware
800/523-8483
800/274-9724
EFCO Corp.
800/221-4169
416/581-0700
F. Barkow Inc.
414/332-7311
414/332-8217
For.El Spa
336/768-5504
336/768-7549
Fraco USA Inc.
450/658-0094
450/658-8905
Glass Association of North America
785/271-0208
785/271-0166
Glasswerks L.A. Inc.
888/789-7810
888/789-7820
Glaston Finland/Tamglass Brand
358 10 500 6561 358 10 500 6109
GlasWeld Systems
800/321-2597
541/388-1157
Glaziers Center
866/698-4430
607/698-4434
Grove Products Inc.
800/724-7683
978/840-4130
IGE Solutions Inc.
800/919-7181
561/741-3071
J. Sussman Inc.
718/297-0228
718/297-3090
J.E. Berkowitz, Inc.
800/257-7827
856/299-4344
JLM Wholesale
800/522-2940
248/628-6733
Jordon Glass
800/833-2159
305/482-0119
Kawneer
770/449-5555
770/734-1560
Laser Products Industries Inc.
866/539-6171
630/679-1356
Liberty Glass & Metal Industries
800/843-2031
860/923-9662
Mayflower Sales
800/221-2052
718/789-8346
Midwest Wholesale Hardware
800/821-8527
800/621-5681
MyGlassTruck.com
800/254-3643
856/863-6704
Oldcastle Glass® Naturalite®
866/653-2278
770/497-3656
Painters & Allied Trades
888/934-6474
410/782-7166
Pilkington
800/221-0444
419/247-4517
Precision Glass Bending
800/543-8796
800/543-8798
Pulp Studio
310/815-4999
310/815-4990
Q-Railing USA
714/259-1372
714/259-1720
SAFTI First Fire Rated Glazing Solutions™ 888/653-3333
415/822-5222
Schott North America Inc.
502/657-4417
502/966-4976
Soft Tech America
954/568-3198
954/563-6116
Sommer & Maca
866/583-1377
866/584-9722
Southern Aluminum Finishing Inc
800/241-7429
404/355-1560
Southern Strecth Forming
888/406-6248
888/406-6248
Taricco Corp.
562/437-5433
562/901-3932
Technoform
330/487-6600
423/929-0002
U.S. Horizon
877/728-3874
888/440-9567
Union Tool Corp.
574/267-3211
574/267-5703
Unruh Fab Inc.
888/772-8400
316/772-5852
Vetrotech-Saint Gobain
888/803-9533
253/333-5166
Viracon
800/533-2080
507/444-3021
Vitro America
800/238-6057
501/884-5338
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www.accesshardware.com
www.actionbullet.com
www.acurlite.com
www.ac23lowest-shgc.com
www.aluflam-usa.com
www.archaluminum.net
www.azonintl.com
www.crlaurence.com
www.calglassbending.com
www.capitaltape.com
www.cardinalcorp.com
www.constructshow.com
www.dorma-usa.com
www.efcocorp.com
www.barkow.com
www.forelspa.com
www.fraco.com
www.glasswebsite.com
www.glasswerks.com
www.glaston.net
www.glasweld.com
www.glazierscenter.com
www.groveproductsinc.com
www.igesolutions.com
www.jsussmaninc.com
www.jeberkowitz.com
www.jlmwholesale.com
www.jordonglass.com
www.kawneer.com
www.laserproductsus.com
www.libertywindowsystems.com
www.mfsales.com
www.midwestwholesale.com
www.myglasstruck.com
www.oldcastleglass.com
www.lmcionline.org
www.pilkington.com
www.e-bentglass.com
www.switchlite.com
www.q-railingusa.com
www.safti.com
www.us.schott.com/pyran
www.softtechnz.com
www.somaca.com
www.saf.com
www.southernstretch.com
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Revenge—Sweet
Vindication—Sweeter Still
by Lyle R. Hill
But I’m proud to say that I held my
eople in general … and men in one above if you doubt this), I have acparticular … rarely see them- cepted the criticism of a certain pub- ground. I fought hard for those little guys
selves as others do. I’m quite cer- lisher and her editor and simply gone and now … right now … I feel totally
tain that I am not an exception to this. about my business in a mature and pro- vindicated for my position. And why is
this so, you should ask? Yeah, I know I
However, at a certain point in one’s life, fessional manner.
have you asking a lot of questions
it is probably safe to say that most
I simply feel compelled to
in this article, but it’s helping more
people’s perceptions of themselves
get a little keener. Maybe, as I have
get even and ding him the than you might realize … because
if you look at the February issue of
come to believe, we lose some of
first chance I get because
good old USGlass, you’ll find my
our inhibitions as we age and more
…s all over the place. For inof who and what we really are
it is the appropriate thing to little
stance, check out the title of the
starts to show. Either way, I now
article on page 18 or the one on
have reached an age when I have a
do and he has it coming.
page 26 (the Linder one). I’ll bet
reasonably good idea of who and
What … you may ask … is he talk- they didn’t call him and tell him he didwhat I am. Therefore, I feel confident
that I am not “thin-skinned” or, shall we ing about? And to whom … you may n’t know what he was doing! But here’s
wonder … is he referring? Well, I will the best part … Headley herself lets …s
say, easily offended.
This is particularly so when it tell you, not because I am vengeful, in there all the time. The article that becomes to petty slights or what some mind you, but because I feel you have a gins on page 36 even starts out “Quick
… think fast … you’re in New York blah
people might refer to as “cheap shots.” right to know.
You see, for the past several years, my blah blah.” If I had done this, I would
As an example, perhaps I could refer
to John Linder’s petty little swipe at me simple little articles have been ripped have gotten four phones calls, three ein an article that he wrote for USGlass … yes, ripped … by the “glass queen” mails and at least two faxes telling me
in February. Quite naturally, I will do herself (publisher Deb Levy) and the why such a start would be amateurish
my best to bury him when I get the Headley woman (as in editor Megan and inappropriate.
So … not because I am smug, conchance. This is NOT because I was Headley) because of my use of what is
bothered by his unnecessary cheap- known as the ellipsis. And what is an el- descending or prideful, but because it
ness; I am not a small and easily lipsis … you now ask? Well, those three would be the right thing to do … I will
wounded person. I simply feel com- dots (…) between the words ellipsis accept your apologies Levy and
pelled to get even and ding him the and you in the last sentence is an ellip- Headley. And, as for you, Linder … I’ll
first chance I get because it is the ap- sis and, while I have been known to be a deal with you later. ■
propriate thing to do and he has it friend of the ellipsis (…), I never felt
coming. That’s all. But lest we spend that I overdid it or was, in any way, ellipEditor’s Note: To review the original
too much time in the mud with Mr. sis-dependent. But to hear Levy and version of Mr. Hill’s article, turn to
Linder, let us move on. We have other Headley, you would think I had some page 86.
sort of an addiction. In fact, there
things of importance before us.
For the past several years … maybe were times when articles were ac15 or more … I have been ridiculed, tually threatened to be pulled beharangued and led to believe that I am cause of my simple little ellipsis. I
L y l e R . H i l l is president
of MTH Industries of Chicago.
a sub-par writer and grammarian by was told that it was inappropriate
Mr. Hill’s opinions are solely
the people who produce and distribute to use them in titles, at ends or behis own and not necessarily
this magazine. Now, because I am not a ginnings of sentences and that
those of this magazine.
person who is easily wounded by such good writers use em dashes (—)
treatment (please re-read paragraph and not dots (…).
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Energy Environment

California Seeks Glass Manufacturers’
Input on Greenhouse Gas Emissions

T

he California Air Resources
Board’s (ARB) has issued a survey “for owners/operators of
three of the glass sectors: container,
flat and fiber glass” to evaluate the po-

tential strategies that the glass manufacturing industry can implement to
achieve greenhouse gas (GHG) emission reductions.
Under Assembly Bill 32 (AB32),

The JEB Fleet Goes Green

E. Berkowitz LP
(JEB) in Pedricktown, N.J., has
partnered with the U.S.
Environmental Agency
(EPA) on the SmartWay™ Transport Partnership program to
provide
eco-friendly
shipping and lessen its
environmental foot- J.E. Berkowitz is working on a number of initiatives
print.
to make the transport of its products more
The SmartWay™ ini- environmentally friendly.
tiative was created in
2004 as a collaborative voluntary program between the EPA and the freight industry to address greenhouse gas emissions, fuel consumption, criteria pollutants and operating costs associated with ground freight transportations.
According to the EPA website, “Freight vehicles use approximately 20 percent of energy consumed by the U.S. transportation sector.” The site further notes, “Ground freight accounts for 40 percent of the oxides of nitrogen
emissions and 31 percent of the particulate matter emissions from transportation sources.”
In order to become a SmartWay™ Transport Partner, a FLEET model must be
submitted that meets a series of criteria including emissions, engine idling,
aerodynamics, tires, low friction lubricants and average speed. Once deemed
a partner, a SmartWay™ company commits itself to improve its total point
score by 15 percent per year over a three-year period.
JEB is committed to improving the environmental performance of its transportation operations and, in turn, reduce negative emissions given off by its
fleet. The areas JEB is researching to implement these new goals include: eco
flaps to the trucks (a rain/mud flap for vehicles that increases miles per gallon); using only SmartWay™ approved tires on trucks; reducing driving speeds
by 5 mph, which will lower emissions by 7 percent; and decreasing truck idling
while cranes are in use.
❙❙➤ www.jeberkowitz.com

J.

>I

the California Global Warming Solutions Act of 2006, ARB is required to
adopt rules and regulations to
achieve the maximum technologically feasible and cost-effective reductions of GHG emissions from
sources in California. The overall
mandate is to achieve 1990 GHG
emission levels by 2020. According to
ARB,“glass manufacturing plants are
a source of GHG emissions. GHG
emissions are emitted by: 1) direct
emissions from fuel combustion, 2)
direct emissions from raw material
(limestone and soda ash) during
combustion and 3) indirect emissions from electricity use.”
Potential approaches in reducing
GHG emissions from glass manufacturing plants were identified during a
preliminary analysis and summarized
in a concept paper available on the organization’s website. A work group has
been formed to support ARB’s technical assessment of the potential strategies. The technical assessment will
determine if the strategies are technically feasible and cost-effective.

❙❙➤ www.arb.ca.gov

briefly …

Kaw n eer No r t h Am eric a in Norcross, Ga., has been awarded Cradle
to
CradleSM
(C2C)
environmental product certification
at the Silver level for its 1600 Wall
System®1 and 1600 Wall System®2, InLighten® Light Shelf and
1600 SunShade®. C2C certification
is an independent U.S. environmental certification process that
can lead to LEED “Innovation Credits.” ❙❙➤ www.kawneer.com ■
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