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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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TGI
Atlanta, GA
800-229-2882

LPG
Louisville, KY
800-228-4893

MOT
Columbus, OH
800-486-6648

– State-of-the-art Full Convection Ovens
– CNC Automated Fabrication
TM

– LiteSentry Systems
– High Speed Lisec Insulating & Cutting

– Technical Support
– Fast and Accurate Quotes
– Full Size Mock-ups
– On-Time / Complete Deliveries Including Job Sites
– World-Class Service

– High Performance Insulating Units
TM

– Tuf-flex Glass Entrances
– Spandrel: Frit & Opacicoat
– Argon Gas Filled & Warm Edge Spacers
– Heat Treated Glass With Industry Leading Optical Qualities

www.ugcglass.com
Corporate Headquarters
10200 Forest Green Blvd.
Louisville, KY 40223

Pdc Glass
Cheswick, PA
800-232-9050

Pdc Aluminum
Cheswick, PA
800-232-9050

Pdc Glass
of Michigan
Plymouth, MI
800-752-3522
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30 Going Down?

Experts predict commercial construction will
continue to slump in 2009 as credit markets continue
to tighten. Turn to page 30 for the full report.
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Leon Silverstein sat down with
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It may not be pretty, but it’s an honest look at what’s
ahead—compare your predictions to these industry
forecasts for 2009 from every level, from glass
producers to installers.

36 Arch Past and Present

Companies in the shower enclosure industry are
using different tactics to win business. See what other
companies are doing and what ideas your company
should adopt to win a piece of this market.

on the cover

48 March Gladness
In this economy, you can’t afford not to be ahead of
the game. Seminars, new products and networking
opportunities abound at Glass Expo Northeast™ this
March on Long Island.
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A special section of USGlass.
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Solar Glazing
22 Solar Insights
24 Solar Watch

Leon Silverstein, chief executive
officer of Arch Aluminum &
Glass Co. Inc., sat down with
USGlass to discuss his time in
the industry. Turn to page 36
for the full interview.
Please note: Those at the
BEC Conference will receive
a special commemorative cover.
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You may have to grab more than one
at these prices...both the Pick Up
Rack and the Van Rack are priced ridiculously
low. Even lower than the last time they were on
sale a year ago! That’s right...and at $2500*
and $1600* respectively, this will be the deal
of the year! No cheap knock-offs here, it’s
Unruh’s standard 9 foot aluminum Pickup
Rack featuring 5 inch usable ledge
boards and Unruh’s standard 9
foot or 10 foot aluminum
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drivers side Van Rack featuring a
5 inch usable ledge board. The only
thing “New and Improved“ is the price. But
hurry, we have a limited supply and an offer
this special must end February 28th.
And remember, our products are 100% made
and assembled right here in the good ol’ U.S.A.
- American Made, American Proud.

* Plus shipping, limit 2 per customer.

100 Industrial Drive • Sedgwick, KS 67135 • Also located in Aragon,G A • fax 316.772.5852 • UnruhFab.com
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let the
sun shine
Light to Solar Gain (LSG)
2.5

Exclusive, SunGlass™ Solar Control Glass delivers the beauty
of the sun without the heat. Architects can now specify a

2.00

2.0

neutral color glass that invites the sun in without making building
occupants sweat. That’s because SunGlass™ delivers a combination
of outstanding solar control and visible light transmittance. It’s
the look you want with the performance you need. SunGlass also
™

leaves owners smiling too—with serious reductions in energy costs
and HVAC equipment expense. What’s more, SunGlass™ reduces
harmful UV rays so interior furnishings will look better, longer.
And SunGlass™ is only the beginning of the most comprehensive
collection of curtain wall, architectural windows, entrances and
storefronts, skylights and architectural glass. To learn more, call
1-866-OLDCASTLE (653-2278) or visit us at oldcastleglass.com.

1.44

1.5

>I

1.12
1.0

Clear
HighSunGlass™
Insulating performance
Glass
Low-E Glass

The Light to Solar Gain
(LSG) value of SunGlass™
far outperforms highperformance solar control
Low-E glass. The higher
the LSG value, the better
the glass performs at
transmitting daylight
and reducing heat gain
from the sun.
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USGlassElectronic
Only on USGlassmag.com
Departments Online
•

Codes & Standards: Go online to get the details behind the latest
standards and related publications.

WeBlogs
Read weekly updates via www.USGNN.com.

•

Global Update: Learn what’s happening in the industry around the
world.

Monday - Let's Be Clear
Megan Headley
Editor,
USGlass Magazine

Go to www.usglassmag.com
Online Survey
Speak out and tell us what you think with our online reader poll.
Read the articles inside the issue and then cast your votes online. This month’s question:

After reading our experts’ thoughts on the most important trends for the glass industry in 2009 (see
page 32), which do you agree will become the biggest
trend of 2009?

❏ Demand for energy-efficient products
❏ Solar industry’s growing need for glass
❏ Lower prices
❏ Greater pursuit of government projects

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

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

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

Friday Off the Press, On My Mind

December Survey Results
We asked:
What do you anticipate being the biggest challenge of 2009?

Ellen Rogers
Online editor,
www.usgnn.com

You answered:
54% Continuing
recession
46% Slowing
commercial
construction
0% Industry
consolidation
0% Slowing
residential
construction
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On Occasion - deBLOG

46%
Slowing
commercial
construction
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54%
Continuing
recession

Debra Levy
Publisher,
USGlass Magazine

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
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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
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Issue@Hand
Publisher
Editor

Still A Happy New Year

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

Penny Stacey

Extension 148 • pstacey@glass.com

hese are very tough times for the glass industry. Not a day goes by when
our e-news service, www.usgnn.com™, doesn’t include at least one plant
closing or company lay-off. Lack of access to credit and capital, along
with greatly reduced demand, has led to the most difficult economic environment I have seen in my 27 years of covering the glass industry—even worse
than the infamous 1991.
There are a few things that make what we are going through even more challenging than it was 17 years ago. In 1991, there was little work, but never did
we see the wide-scale cancellation or postponement of work already in
progress or contracted that we now see. Some major fabricators have gone from
having so much work that they required long lead times for delivery to having
so little work that they’ve closed plants and laid-off workers. This situation is
particularly egregious because we know that those same companies passed up
other jobs, or saw customers move elsewhere, due to their long lead times. In
short, the work they passed on went elsewhere, now their jobs have cancelled
and it’s too late to get the other work back.
Things aren’t faring much better for contract glaziers. As Tom Niepokoj, vice
president of sales for Harmon Inc., says in our forecast article on page 32: “Our
backlog is solid through the end of the third quarter of calendar year 2009. The
fourth quarter and beyond is where we’re scratching our heads …” That about
sums it up as many of them struggle to get through this downturn.
Our country is different than it was in 1991. The cable news networks blare
gloom-and-doom on a 24-hour basis, consumers reduce their spending, banks
don’t lend and no one can or wants to buy anything.
The biggest difference between then and now is that we have lost our faith
in ourselves. Compare Roosevelt’s message of the 1930s “that we have nothing
to fear but fear itself ” to today’s message, from both sides of the aisle, that financial Armageddon is but one moment away.
Yet, despite all the economic hardship, I remain confident in the glass industry. We will come through and survive this very difficult time. Why? Not so
much because of who we are but because of what we make. Our industry is not
going away. When buildings are erected and houses are built again, they still
will be full of glass. We are not losing our industry to new materials or technology, like the travel agents did during the last decade. Glass is here to stay.
The people who make it, enhance it and install it have to make sure they are
too. This is the time for cost containment and good credit and collection policies. Both are essential to weathering the storm.
So happy New Year. Please remember that in the grand scheme of things our
most important “possessions” are not really things at all—they are the God we
worship, the people we love, the health we have and the education and memories we carry with us. Now without those, we’d really have nothing at all.
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THE ORIGINAL CUSTOM BATH ENCLOSURE

Sapa Fabricated Products is home to
Alumax Bath Enclosures, the brand most
chosen by the professional installer. Ease
of installation, safety, leak prevention and
overall durability are just some of the key
features value-engineered into each of our
products.

Our clients appreciate the fact that all of our
products are available in both standard and
custom configurations, and that our product
features include a complete selection of
color options and glass patterns.

PERFORMANCE AND DURABILITY
Every Alumax Bath Enclosure is engineered to exacting standards and mechanically tested to ensure a long-lasting,
maintenance free product. To prevent any type of discoloration or performance issues, only the finest stainless steel
GBTUFOFSTBSFVTFEUPTFDVSFPVSQSPEVDUT0VSQSPEVDUTBSFFOWJSPONFOUBMMZGSJFOEMZBOESFDZDMBCMF

w w w.sapafabricatedproducts.com
Sapa Fabricated Products
/8BTIJOHUPO .BHOPMJB "3 
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Buyer’sBlock

Keep Your Eye on Your Business
Tips for Getting through Recessionary Times
by Paul Bieber
• Do all the layoffs on one day. Don’t
plan a second set of lay-offs. Layoff all the people to get you
through three to six months of
slow business. Contact your state
unemployment office so you know
 Stop all over-time hours imthe benefits your people will remediately. Spread the work around.
ceive. Prepare a check for all laidThe worker who comes in early to set up
off people giving their accrued
a machine should then go home early. It
vacation or sick days. Try to carry
is
okay
to
have
a
program
that
everyone
 Buy less. Don’t keep your racks
all layoffs on your medical plan
filled. Let your distributors and
for as long as you financially
fabricators keep their racks
Keep your people working, can, hopefully up to 90 days. Let
filled. Meet with your vendors
and work on your established not the people at your vendors. the people who remain know
their jobs are secure.
pricing, trying to get smaller
• Don’t lay-off on the Friday
quantity price breaks for your
before a holiday. Yes, you will have
current pricing. Look at your glass with two weeks or more of vacation
the holiday pay next week. It is not
and metal purchases. Are you order- takes one week during a slow period.
worth saving a couple bucks to
ing goods because you sold them Some companies pay employees for unleave the impression with the rest
twice last year and put it on your in- used vacation or sick time. When times
of your workforce that you are a
ventory sheet? Buy only what you have are rough, you do not need 53 weeks of
Grinch.
a firm order for. Don’t buy on specu- payroll in a 52-week year. If you do have
lation. It is better to have a small paid- this policy, you should formally suspend • If you have an employee manual
with a lay-off section, follow it exfor inventory than a large, this option as quickly as possible.
actly. If you don’t have to lay-off in
hope-I-sell-it inventory. Bunch your
reverse order of hiring, look at the
purchase orders together, so you get BRACING FOR LAY-OFFS
people who don’t pull their weight.
fewer deliveries, meaning less delivIf the time comes when the answer
It’s hard, but don’t confuse personery charges.
is reducing your work staff, follow
ality with performance.
these guidelines:
•
Remember, if you don’t do a needed
•
Discuss
in
advance
with
as
few
peo Before you buy new matelay-off, you are putting the whole
ple as possible. Rumors always leak
rial, get job deposits. Even if you
company in danger. ■
out, and rumors destroy workforce
give the customer a 2-percent cash
moral and productivity.
discount, being paid at least the cost
of materials up front is worth it. Put • Decide how much salary you
need to reduce first and then
disclaimers on your quote forms statP a u l B i e b e r has 30
select the people who will go.
ing that you cannot order custom raw
years in the glass industry,
• Tell each manager and person
materials until a deposit is received.
including nine years with C.R.
face-to-face. Don’t say it is
Laurence Co. Inc., and 21
harder on you than them.
 Keep your people, not the
years as the executive vice
They are going home without
people at your vendors, workpresident of Floral Glass in
a job. Have a firm plan in place
ing. If you buy metal cut-to-size or
Hauppauge, N.Y., from which he retired in
about rehiring. This is not a
can order in stock lengths—do your
2005. Mr. Bieber’s opinions are solely his
promise, but at least a hope
own cutting. Have you got a good belt
own and do not necessarily reflect the
that you can share.
sander? Then grind your own edges.
views of this magazine.
t doesn’t matter what you call the
current economic times, or which
party won the election. What
counts is what we do in running our
glass businesses now. In your business, the buck stops with you. Here’s
some ways to help a glass business
through recessionary times.

I
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You may want to make your own simple insulating glass units. Cut and polish your own 3⁄8-inch float for shower
doors and send out for tempering.

www.usglassmag.com
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GANAPerspectives

A Job Well Done
Recognizing Leaders in the Glass and Glazing Industry
by W i l l i a m Ya n e k
eaders are the backbone of our
association and on behalf of the
staff and elected leadership of
the Glass Association of North America (GANA), I would like to say thank
you to our volunteer leaders.
During 2008, GANA members produced glass informational bulletins on a
variety of subjects, released a ball drop
specification, participated in updating
ASTM International standards, updated
three industry manuals (Glass Informational Bulletin Volume 1 Manual, Engineering Standards Manual and Sealant
Manual) and established associationwide Energy and Marketing Committees.
I ask that everyone join me in expressing your appreciation to GANA’s
volunteer leaders at the next opportunity you have. Our industry significantly benefits from their dedication
and hard work.

L

GANA BOARD OF DIRECTORS
• Brad Austin, Apogee (Viracon) GANA President
• Michael Ondrus, Glasstech Inc. GANA Vice President
• Tom Crawford, Donisi Mirror Co. GANA Treasurer
• Scott Surma, DecoTherm - GANA
Secretary
• Max Perilstein, Arch Aluminum and
Glass - BEC Division Chair
• Kris Vockler, ICD High Performance
Coatings - Decorative Division Chair
• Mike Rupert, PPG Industries Inc. FGM Division Chair
• Bill Marchitello, Prelco Inc. - Insulating Division Chair
• John Bush, Oldcastle Glass - Laminating Division Chair
• Jim Ventre, Vitro America Inc. - Mirror Division Chair
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• Cliff Monroe, Arch Aluminum and
Glass - Tempering Division Chair
• Andy Gum, Thomas Glass Co. GANA Immediate Past President

• Mike Turnbull, Guardian Industries
Corp. - Climate Change Committee
Co-Chair

INSULATING DIVISION
BUILDING ENVELOPE
CONTRACTORS (BEC) DIVISION
• Jon Kimberlain, Dow Corning Corp. Proper Procedures for Deglazing Task
Group Chair
• Bill Sullivan, Heartland Glass Co. BEC Scholarship Committee Chair
• Henry Taylor, Kawneer Co. Inc. Technical Committee Chair

DECORATIVE DIVISION
• Marc Deschamps, Walker Glass Co.
Ltd. - Marketing Committee Chair
• Jeff Nixon, Glass Coatings and Concepts LLC - Product Color and Durability Subcommittee Chair
• Cathie Saroka, Goldray Industries Membership Committee Chair, Survey Task Group Chair
• Greg Saroka, Goldray Industries Technical Committee Chair
• Matthew Tangeman, Custom Glass
Machinery - Education Committee
Chair
• John Turnbull, John W. Turnbull Types of Decorative Glass Task Group
Chair
• Geoff Weinstock, Schilling Graphics
Inc. - Printing on Glass Task Group
Chair

FLAT GLASS
MANUFACTURING DIVISION
• Mitch Edwards, Guardian Industries
Corp. - Technical Committee Chair
• Steve Farrar, Guardian Industries
Corp. - Educational Committee
Chair, Climate Change Committee
Co-Chair

• Randi Ernst, FDR Design Inc. - IGU
with Gas Content Task Group Chair
• Cliff Monroe, Arch Aluminum and
Glass Co. - Edge Seals for IG Units
Task Group Chair
• Tim Moore, Arch Aluminum and
Glass Co. - Technical Committee
Chair
• Jon Kimberlain, Dow Corning Corp. Education Subcommittee Chair
• Tracy Rogers, Edgetech IG Marketing Committee Chair, Membership Committee Chair, Capillary
Tubes Task Group Chair

LAMINATING DIVISION
• Valerie Block, DuPont - Marketing
Committee Chair, Membership Committee Chair
• John Bush, Oldcastle Glass Glass Flooring Task Group, Hurricane
Substitution Criteria Task Group
Chair
• Dan Laporte, Solutia Inc. - Technical
Committee Chair, Education Subcommittee Chair
• Julie Schimmelpenningh, Solutia Inc.
- Ball-Drop Task Group Chair, Laminated Glazing Reference Manual Task
Group Chair, Laminated Glass Weight
Task Group Chair, Nominating Committee Chair and ASTM C 1172 Review Task Group Chair

MIRROR DIVISION
• Randy Brooks, Gardner Glass Co. Promotions Committee Chair
• Lee Harrison, Walker Glass - Installation Techniques Designed to Prowww.usglassmag.com
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long the Life of Flat Glass Mirrors
Task Group Chair
• Tim Moore, Arch Aluminum and
Glass Co. - Technical Committee
Chair

TEMPERING DIVISION
• Ren Bartoe, Vesuvius USA - Membership Committee Chair
• Dennis Csehi, Atwood Mobile Products - Nominating Committee Chair
• Joel Feingold, Strainoptic Inc. - Optical Distortion Subcommittee Chair
• Cliff Monroe, Arch Aluminum &
Glass Co. Inc. - Education Subcommittee Chair, ASTM C 1048 Review
Task Group Chair
• Jeff Nixon, Glass Coatings and Concepts LLC - Engineering Standards
Manual Subcommittee Chair
• Kevin Olah, Guardian Industries
Corp. - Vehicular Subcommittee
Chair
• Mike Rupert, PPG Industries Inc. Construction Subcommittee Chair
• Sarah Porter, All Weather Tempering
- Marketing Committee Chair
• Chuck Wencl, Apogee (Viracon) Standards & Engineering Committee
Chair
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Advanced
Tempering
Furnaces
Q

Q

Radiant, Semi-Convection, Top Convection & Full Convection.
- Low-E = 0.02
Developed First Bi-Directional Flat / Bent Glass Tempering Furnaces.

”Great experience, great quality and great value.
I am very happy with our decision to purchase a
Landglass Furnace.” - Dave Lehman, Denver Glass Interiors, CO
“First class quality and support; add IGE to the
equation and you have excellence.” - Tom Basile, Precision
Shower Door, Inc., NJ

“Landglass produces a quality and efficient furnace.
Their technicians are excellent, their customer service
is responsive and their sales people are very
professional.” - Laura & David Tofinchio, Architectural Glass
Industries, LLC, CT

Please Call Our Office for a Complete List of Landglass Furnaces!
Also Offering: CNC Workstations - Milling & Drilling
Machines - Glass Washers - In-Line Edgers &
Bevellers - Laminating Lines - Waterjets - Sandblasting
Machines - Insulated Glass Lines - Diamond Tooling
Call 800-919-7181 or Visit www.IGEsolutions.com

ASSOCIATION-WIDE
• Valerie Block, DuPont - Protective
Glazing Committee Chair
• Roger Grant, Jr., Atascadero Glass
Inc. - Fabrication, Erection and
Glazing Hours Manual Task Group
Chair
• Jeff Griffiths, SAFTI FIRST - FireRated Glazing Council Labeling Task
Group Chair
• Jeff Razwick, Technical Glass Products - Fire-Rated Glazing Council Education Committee Chair
www.usglassmag.com

• Jerry Razwick, Technical Glass Products - Fire-Rated Glazing Council
Chair
• Christine Shaffer, Apogee (Viracon) Marketing Committee Chair
• Stanley Yee, The Façade Group - Energy Committee Chair
• Ellen Zerucha, Tremco Inc. Sealant Manual Update Task Group
Chair ■

W i l l i a m Y a n e k is
the executive vice
president of GANA. Mr.
Yanek’s opinions are
solely his own and not
necessarily those of
this magazine.
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NEWS NETWORK

visit www.usgnn.com for news every day

Residential Window Companies
and Divisions Face Financial Troubles
Republic Windows
and Door announced
in early December
that it would cease
operations due to the
fact that Bank of
America canceled its
line of credit. Given
only a couple days
notice, workers staged The Republic Windows worker sit-in garnered national
a sit-in demanding attention in December.
their severance and
vacation pay. According to union officials, crued and unused vacation.
After Republic had announced it was
such short notice represented a violation
of the Worker Adjustment and Retrain- closing, the Chicago Tribune reported
ing Notification Act, which protects that “Sharon Gillman, who shares an adworkers, their families and communities dress with Republic president and CEO
by requiring most employers with 100 or [chief executive officer] Rich Gillman, is
more employees to provide notification listed as an officer of Echo Windows &
60 calendar days in advance of plant clos- Doors LLC.” Amy Zimmerman, who
ings and mass layoffs. In the end, workers served as vice president of sales and
and Republic reached a $1.75 million set- marketing for Republic, is listed as the
tlement with Bank of America and JP registered contact for a website,
Morgan Chase, which will provide work- www.echowindows.com, according to
ers with eight weeks of pay, two months www.networksolutions.com.
One dealer, a previous Republic cuscontinued health coverage and all actomer, told USGlass, “It [Republic’s
closing] hasn’t impacted our business
as we are still doing business with them
[Republic].” The dealer, who wished to
remain anonymous, then confirmed
that his company had switched its window business from Republic to Echo.
When USGlass called the Red Oak facility
an unidentified representative said,
oor and window manufacturer Republic Windows & Doors not only was
“We
have
no comment at this time.”
a hot topic in the fenestration industry news, but the story of the comRepublic
filed for Chapter 7 bankpany’s abrupt closing—and union sit-in—drew national attention in Deruptcy
relief
on December 12. Accordcember. The story appeared on various news outlets throughout the
ing
to
court
documents,
the company
country—particularly after incoming President Barack Obama offered his opinhas
between
$1
and
$10
million
in asion on the issue and political notable Jesse Jackson delivered turkeys and food
sets
and
between
$10
and
$50
million
to employees during the sit-in.
in liabilities.
Among the news outlets that covered the story were The Chicago Sun Times
—Alan Goldberg, Penny Stacey
and The New York Times, both of which sought information from Tara Taffera,
and
Tara Taffera all contributed to
publisher/editor of USGlass sister publication DWM, and included information
this
report.
from DWM in their own reports.
■

n December 4, 2008, TRACO in
Cranberry Township, Pa., announced the sale of its residential vinyl replacement division to Echo
Windows LLC, noted as “a strategic
buyer, experienced in the residential
marketplace.”
“We felt that the timing was right for a
more streamlined corporate strategy,
concentrating on the heavy commercial
side of our business, which has grown
dramatically since the 1980s,” commented Robert P. Randall, president and
chief executive officer of TRACO.
A company press release stated that
Echo Windows has assumed all of
TRACO’s residential vinyl manufacturing
and sales operations, and would continue
manufacturing windows in the Red Oak,
Iowa, facility it purchased as part of the
agreement.
Following the TRACO sale, questions
arose around Echo Windows—and its
relationship to another company facing
financial troubles, Republic Windows &
Door LLC.

O

Republic Windows Story
Garners National Attention

D
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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
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CompanyNews
UGC Unviels New Corporate
Identity and New Capabilities
nited Glass Corp. (UGC), headquartered in Louisville, Ky., has
unveiled a new corporate identity. In an effort for continuing unification of its branches, UGC has developed
a new logo and complete corporate
graphic identity that will be used
throughout all locations: PDC Glass &
Metal Services (Cheswick, Pa.), PDC of
Michigan (Plymouth, Mich.), Tempered
Glass Inc. (Atlanta), Mid-Ohio Tempering (Columbus, Ohio) and Louisville
Plate Glass (Louisville).
In addition, UGC has launched a new
corporate website at www.ugcinfo.com.

U

The site was designed to be more viewerfriendly than the earlier version.
In addition to these branding efforts,
UGC has installed a brand new, full-convection oven at its PDC Glass location in
Pittsburgh. The new furnace produces
heat-treated glass with low levels of
roller wave distortion. LiteSentry™
equipment installed on the line monitors every lite of glass. In addition to the
new furnace, the company has expanded its facility and added a new
high-speed cutting line, which it reports
has streamlined the production process.
❙❙➤ www.ugcinfo.com ■

The new full-convection oven at UGC’s
PDC Glass location in Pittsburgh is
able to produce heat-treated glass up
to 100 by 180 feet.

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

Shat R Proof Corp.
(800) 328-0042
www.shatrproof.com
SRP is a registered trademark of TCG International Inc.
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Yogi Sheth
President, Vetro, Inc.
Houston, Texas

When I started 17 years ago I
knew I’d have to rely on a lot of
people. The people at Viracon
have been there for me from
day one.
There are two things about
Viracon that never change: The
quality of their glass and their
incredible service. I’ve never had
a problem getting glass.
Communication is a two-way
street but I’m always impressed
at how the people at Viracon
always let me know what’s
going on from start to finish.

Houston Intercontinental Airport,
International Arrivals Terminal
Solarscreen™ VE1-2M Silk-screen
Houston, Texas
Architect: PGAL
Wes Thompson Photography

The new terminal at Houston
Intercontinental was a big
project for us and I give a lot of
credit to Viracon for making it
such a success.
Do you want a turn? Contact
us for details. Call 800.533.2080
or e-mail glass@viracon.com.

©2006 Viracon. Solarscreen is a registered trademark of Viracon.
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Energy Environment
Glass and Metal Companies Take
Part in GreenBuild 2008 in Boston
s many in the construction industry have learned, green
building is not a passing trend;
it’s here to stay, and the busy GreenBuild International Conference & Expo,
sponsored by the U.S. Green Building
Council (USGBC), at the Boston Convention and Exhibition Center November 19-21, exemplified that.
According to McGraw-Hill Construction’s Green Outlook 2009: Trends Driving Change report, released at the show,
the value of green building construction starts was up five-fold from 2005
to 2008 (from $10 billion to $36-$49
billion), and could triple by 2013.
Green building has actually been
called “the bright spot in an otherwise
tough economy.” In
fact, USGBC members report green
building to be less
affected by the
down market compared to non-green
building.
Glass
product
manufacturers were
on hand to show how
to create an energyefficient building.
Several companies
under the Apogee
Enterprises umbrella
exhibited with new
green products.Viracon
introduced
VUE-50 insulating
glass, which was designed to provide a
balance of light,
comfort, solar performance and sustainability. Wausau
Window and Wall

A
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Systems showed off a sunshade that intercepts solar heat gain before it can
add to the HVAC system’s load. Linetec
has changed its anodize etch chemistry from traditional, caustic etch to
a more environmentally-friendly,
acid-etch process and Tubelite spotlighted its new Therml=Block™ entrance system.
Auburn Hills, Mich.-based
Guardian Industries spotlighted its energy-saving products under the theme
“Saving Energy by Design.” The company’s SunGuard® architectural glass line
features an array of energy-saving glass
products. The booth featured the company’s “Build With Light” glass studio,
where architects were able to evaluate
glass under different light conditions and
see how it truly looks once it is installed.
Kawneer Co. Inc. in Norcross, Ga.,
displayed an advanced façade, which
integrated sustainable components
from product categories such as highperformance glazing, motorized sunscreen systems or photovoltaic
technology. The display included the
company’s energy-efficient 7500 Wall®,
the thermally broken and insulated 512
Ventrow™ ventilator, along with a modification to the 1600 SunShade® and InLighten® Light Shelf.
GlasWeld Systems chief visionary officer Mike Boyle attended to promote
the green benefits of their glass repair
equipment.
“We’re bringing [glass] repair to light
for architects, and there are even quite a
few glass manufacturers here as well
who didn’t know that this was available,” said Boyle.“Repair really is a very
green process in itself.”
Despite the economy, Boyle said attendance was high—numbering
around 10,000.

Packed aisles at
GreenBuild showed that the green
trend is still going strong.

A number of industry companies
took part in the special demonstration
project, “High Performance School of
the Future, Today.” Designed by Project
FROG, a San Francisco-based design
firm, the 1,282-square-foot “learning
space” incorporates the latest concepts
in eco-friendly, sustainable features
and products.
PPG’s Solarban 70XL glass was used
because it can transmit sunlight while
blocking more than 70 percent of the
sun’s heat.
YKK AP America in Austell, Ga., also
was involved in the project. Among the
systems was the company’s Cradle-toCradle-certified ThermaShade sunshade system.
Just prior to the show it was announced
that the update to USGBC’s Leadership in
Energy and Environmental Design
(LEED®) green building certification program, LEED 2009, had passed member
ballot and will be introduced in 2009. It
includes a series of technical advancements focused on improving energy efficiency, reducing carbon emissions and
addressing other environmental and
human health outcomes.
❙❙➤ www.usgbc.org ■
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And a better place to live.

The right glass can create
a better place to work.

Cut cooling costs, equipment costs,
and carbon emissions with a name you trust.
When you need to deliver impossibly impressive results, count on your local PPG Certiﬁed Fabricator
and Solarban Low-E glass. A third-party energy analysis shows that our leading Solarban glass can
eliminate 21,000 tons of CO2 emissions annually and save more than $400,000 in up-front equipment
costs – results today’s architects and building owners are looking for. And with over a billion square feet
sold, you know your local PPG Certiﬁed Fabricator will come through every time. To ﬁnd yours, or for a
copy of the energy analysis, call 1-888-PPG-IDEA.
Solarban, IdeaScapes, PPG and the PPG logo are trademarks owned by PPG Industries, Inc. | Cradle to Cradle CertiﬁedCM is a certiﬁcation mark of MBDC.

PPG Industries, Inc., Glass Business & Discovery Center, 400 Guys Run Road, Pittsburgh, PA 15024 www.ppgideascapes.com
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Safety
Ajay Glass & Mirror Fined
$89,000 by OSHA for Fall Hazards
he U.S. Department of Labor’s
Occupational Safety and Health
Administration (OSHA) has
proposed $89,000 in fines against Ajay
Glass & Mirror Co. Inc. of Manchester,
N.Y., for allegedly exposing employees
to falls of up to 50 feet at a Buffalo,
N.Y., worksite. OSHA began its inspection after one of its officials observed
Ajay Glass & Mirror employees working without fall protection on the unprotected edge of the fifth floor level
of the former Dulski Building in Buffalo. The inspection found employees
working without the use of a personal

T

P

fall arrest system or working with
their safety lifelines tied off to an anchorage point that was inadequate to
restrict falls to 6 feet or less.
At press time, Ajay Glass & Mirror
had not responded to USGlass’ request
for a comment.
OSHA has issued the company one
willful citation with a proposed fine of
$63,000 for the lack of fall protection.
OSHA defines a willful violation as one
committed with plain indifference to or
intentional disregard for employee
safety and health.
Nine serious citations, with $26,000

in fines, have been issued to the company for the inadequate anchorage,
lack of fall protection training and
failure to have the anchorage points
designed, installed or overseen by a
competent person; unsecured and unmarked coverings for floor holes on
the fourth floor level; slack and unmarked perimeter cables; and not barricading the area beneath a scaffold.
OSHA issues serious citations when
death or serious physical harm is
likely to result from hazards about
which the employer knew or should
have known. ■

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

'All-Glass'
Entrance
Systems
DOOR AND SIDELITE RAILS
PATCH HARDWARE
COMMERCIAL DOOR PULLS
HEADERS AND CHANNELS
STACKING PARTITION SYSTEMS
SLIDING GLASS DOORS
DOOR CLOSERS

SEE IT ALL IN OUR
ARCHITECTURAL HARDWARE
SPECIALITY CATALOGS:

AH10 'All Glass' Entrances AND
LP10 Commercial Door Pulls
Over 250 color pages showing products
for the construction of beautiful 'all-glass'
storefronts and entrances. See many
beautiful installations showing the products
in use to help give you ideas and make
the right selection for your next job.
All CRL catalogs can be viewed online at

crlaurence.com

NEW!
LP10
ARCHITECTURAL
HARDWARE
Commercial
Door Pulls

ISO 9001:2000 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
JAB241-1/09
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SolarInsights

Solar Basics
How Glass Fits into the Solar Market
by Dr. Alex Marker
n just one hour’s time, the amount
of energy from the sun that shines
upon the earth’s surface exceeds the
energy consumption of all of mankind
in an entire year. The solar market has
been growing at approximately 30 percent year-over-year for the past decade
in an attempt to capture this renewable
energy resource. As businesses look to
recession-proof their operations, many
are examining what role they can play
in the solar boom. Understanding solar
energy is perhaps the most difficult initial hurdle for any company trying to
find its place in the market.
To understand the business behind
solar energy, it helps to first understand
the different technologies involved. The
phrase “solar energy” is a catch-all for
several different types of technology
that harness the sun’s radiation and convert it to energy. At a first-level, energy
producing1 solar can be broken down
into two categories, photovoltaics (PV)
and concentrating solar power (CSP).

I

PHOTOVOLTAICS
PV power describes the process of
converting sunlight into
electricity utilizing solar
cells. Solar cells are
solid-state devices in
which photons (or
packets of light) are
absorbed by atoms.
This process results
in the production of
electrons, which
flow into wires connected to the cell,
thus
providing
electric current to
lighting systems
or other electri-
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cal loads. All of the electricity produced
by the cell comes directly from the sun.
Solar modules (solar panels) are series
of solar cells wired together and enclosed in self-contained glass units that
protect the cells from the environment.
These solar modules generally exist in
three forms: monocrystalline, polycrystalline and thin-film.

CONCENTRATING SOLAR POWER

THE ROLE OF GLASS
IN THE SOLAR MARKET
The glass in PV must offer high optical transmission, low reflection and
durability. Anti-reflective coatings are
commonly used to increase the transmission properties of the glass.
For parabolic trough CSP, glass tubing forms the outer layer of the receiver,
which sits at the focal point of the parabolic mirror. Similar to PV, the requirements for glass in CSP are mainly
optical clarity, high transparency and
durability. Because CSP is a thermalbased technology, retaining the heat in
the tube is essential for an efficient system. A key challenge exists in compensating for the different coefficients of
expansion between steel and glass, as
the systems are heated up to 750 degrees
Fahrenheit during the day, and then at
night cool down to lows near freezing.
Glass is a critical component in all
types of solar energy, and its unique material properties ensure that it will remain a critical part of the technology for
many years. However, the glass industry
must consistently deliver technological
improvements that will enable solar
technologies to operate with higher efficiencies and at lower costs. ■

CSP plants are
utility-scale power
plants that generally produce more
than 50 MW of
electricity, enough
to supply the energy needs of
thousands of
homes. In one
variation
of
CSP, called parabolic trough,
hundreds of
trough-shaped
parabolic mirror-arrays continuously track
the sun. These parabolic mirrors concentrate the sun’s thermal energy onto receivers, located along the mirrors’ focal
line. The concentrated solar radiation
heats thermo-oil heat transfer fluid flow- 1 Solar technology can also be used to generate heat
ing through the receivers. This hot fluid for water systems. This is accomplished through
is then used to produce steam, which capturing the thermal energy from the sun.
drives a turbine, generating electricity. These parabolic trough facilities represent a proven
technology that has been successD r . A l e x M a r k e r is a research
fully deployed in California for
fellow with SCHOTT North America Inc. in
close to three decades.
Elmsford, N.Y. Dr. Marker’s opinions are
solely his own and not necessarily those
There are other variations all of
of this magazine.
which create energy through a
conversion of heat.
www.usglassmag.com
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SolarWatch
products
Nordson Corp. in Westlake, Ohio, has
designed a system to improve the production process and durability of photovoltaic (PV) module framing. The system
is made up of a bulk melter, gear metering head and dispense applicator to
streamline the glazing/framing process,
deliver consistent material application

installations

PV Takes on an Artful Approach at San Jose’s Library
With the opening of the Pearl Avenue Branch Library in San Jose, Calif., the
city has become the first municipality in the United States to install permanent public art that combines photovoltaic (PV) cells and art glass in an architectural application.
Artist Lynn Goodpasture’s public art piece entitled Solar Illumination I: Evolution of Language, commissioned through the San Jose Public Art Program, integrates green technology and art. The artist collaborated with Peters Glass Studios
in Portland, Ore., in the creation of an artwork that incorporates glass-embedded
PV cell technology that in turn powers a suspended glass LED-illuminated lamp.
The artwork includes four art glass windows in the building’s southwest corner that convert sunlight to 24-Vdc electricity. For this project, art glass fabricator Peters Glass Studios translated the artist’s design directly onto float glass
by airbrushing a combination of transparent, translucent and opaque vitreous
enamels in multiple layers. The PV glass was developed by laminating PV cells
within two layers of tempered float glass. The art glass and the laminated PV
glass were then combined into an insulating glass unit for installation on-site.
The artwork’s imagery explores the evolution of alphabets as the foundation
of the written word. Each window contains characters in scripts that are the
basis for written Latin, Russian, Vietnamese and numerous Indian languages.
“We are all one” is engraved repeatedly on the lamp in cuneiform. Goodpasture
explains that Solar Illumination I: Evolution of Language links the past with the
future by exploring the first writings of humankind, at the same time the art incorporates the newest applications of solar and LED technologies.
❙❙➤ www.glass-art-peters.com

Photo by Lucas Fladzinski.
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Forming PV Frames

and improve module durability.
The purpose of sealants in framing/glazing PV modules is both to bond
the encapsulant sandwich to the frame
and help seal the module from the elements. A dispensing system uses gear
metering technology for consistent precise metering of material. Gear metering precision, along with clean cutoff by
the applicator, allows optimization of

The sun truly lights up this art glass installation, due to its incorporation of
PV cells. From the collection of the City of San Jose Public Art Program.
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sealant material. Consistent application
of material improves durability of the
finished goods by guarding against low
spots or voids where moisture could migrate into the module and render it useless. Similarly, use of too much adhesive
is both costly and squeeze-out of excess
material can result in quality problems.

❙❙➤ www.nordson.com/solarsolutions

Utility Promotes
Photovoltaics
A new brochure from Super Sky in
Mequon, Wis., discusses how the company’s products can improve the energy
efficiency of commercial offices and industrial manufacturing sites. The North

Light Energy Island produces electricity and provides natural light. Vertical
glazing on the shade side of the system
produces natural light. Diffused light
from the array enhances interior spaces.
Photovoltaics can be used in covered
walkways, shading parking area, entrances and other applicable spots.

❙❙➤ www.supersky.com
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we see each MACHINE as a
SOLUTION—an answer to your challenge.

At

company news

SCHOTT Solar
Researchers Nominated
for Germany’s
President’s Prize
Dr. Nikolaus Benz and Dr. Thomas
Kuckelkorn of SCHOTT Solar were
among the nominees for the German
“Federal President’s Prize for Innovation and Technology.”
Under the direction of Drs. Benz and
Kuckelkorn, SCHOTT Solar developed a
concentrated solar power (CSP) receiver for solar power plants with higher
efficiency than previously available.
In SCHOTT Solar’s receiver technology, the solar irradiation is
trapped using large reflector surfaces, bundled and then converted
into usable energy.
❙❙➤ www.schott.com/solar ■

Whether it’s time (speed),
whether it’s money (cost per item),
or whether it’s love (finished product),
we’re here to make the best of YOUR business

COPY
ROUTERS

CORNER
CRIMPERS
DOUBLE
MITER SAWS

END
MILLERS

SAWS

MACHINING
CENTERS

TEKNA USA CORP.
905 Pingree Rd, Unit B, Crystal Lake, IL 60014
T: 877.477.4840, 815.477.4840 | F: 815.477.4870
www.teknausa.com | info@teknausa.com

Register now
For 85 years it has been our passion to develop and produce the finest
tools and accessories for glaziers and the glass industry worldwide.
Visit us and find the monthly specials in our new Online-Shop for America.
Your item is just a click away! Find more at www.bohle-america.com.
Easy to handle
Clearly arranged
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Your item is just a click away!
Bohle America, Inc. · 13850 Ballantyne Corporate Place · Suite 500 · Charlotte, NC 28277 · T +1 704 887 3457 · F +1 704 887 3456
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HardwareNews
BHMA Issues Revised
Standards for Door Hardware
he Builders Hardware Manufacturers Association (BHMA) announced the publication of three
revised American National Standards:
ANSI/BHMA A156.3 - 2008 for exit devices; ANSI/BHMA A 156.4 - 2008 for
door controls – closers; and ANSI/BHMA
A156.16 - 2008 for auxiliary hardware.
ANSI/BHMA A156.3 for exit devices
establishes requirements for exit devices
and trim, automatic and self-latching
flush bolts, removable mullions, coordinators and carry-open bars. Among the
changes to the updated standard are the
tightening of the operational key torque
value to12 inch-pound force per square
inch; adding electrified exit device functions; and the addition of definitions for
dogging, electric dogging, mullions and
multipoint exit devices and unlatches.
This publication is an update of an earlier 2001 version of the standard.
ANSI/BHMA A156.4 for door con-

T

trols contains requirements for door
closers that are surface mounted, concealed in the door, overhead concealed
or concealed in the floor. Also included
are pivots for floor closers. Whole-scale
reformatting was done primarily to reduce cross-references and clarify test sequences for each type of closer. Changes
include improvement of the floor marking template diagrams; clarification of
the door weight table by showing
ranges; revision of the leakage failure
criteria; addition of a dead stop test procedure based on A156.8 for stops and
holders; and clarification of the requirements for range of closing motion. This
publication is an update of an earlier
2000 version of the standard.
Changes to ANSI/BHMA A156.16 for
auxiliary hardware includes updated
product type illustrations; revised shower
curtain rod test requirements and moving the location of the door stop in the

ASSA ABLOY Acquires Chinese
Manufacturer of Door Closers

A

SSA ABLOY, headquartered in Sweeden, has signed an agreement to
acquire ShenFei, a manufacturer of door closers, both for the Chinese
markets and for exports.
Shenfei is located at Wen Zhou, south of Shanghai, and has 1,100 employees.
Turnover was expected to reach approximately USD $22 million during 2008.
“I am very pleased that ShenFei is joining the ASSA ABLOY Group. The acquisition is an important step in our growth strategy on emerging markets by
adding market presence as well as complementing ASSA ABLOY’s product portfolio,” says Johan Molin, president and chief executive officer of ASSA ABLOY.
“ShenFei complements our existing lock range to be a door opening solution provider and adds an excellent sales network in China to our group,”
adds Martin Brandt, executive vice president of ASSA ABLOY and head of division Asia Pacific.
❙❙➤ www.assaabloy.com
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cycle test to across the middle hinge. This
publication is an update of an earlier
2002 version of the standard.

❙❙➤ www.buildershardware.com

Ingersoll Rand Lays
Off Connecticut Workers
According to an article in the Connecticut Business News Haven, Ingersoll
Rand will close its manufacturing facility in New Haven, Conn., during the
second quarter of 2009, laying off more
than 100 employees there. The company, which attributed the closing to a
company-wide restructuring and a
down economy, has said it will provide
support services to the workers, including severance packages and career
counseling. In addition, the article reports that the facility’s workers were invited to apply for jobs at other facilities.
The builder and architectural hardware lines the facility produces will be
relocated to other locations or outsourced to suppliers.

Fingerprint Scans Leave
Consumers Feeling Secure
More than two-thirds (67 percent) of
consumers surveyed around the world
trust fingerprint scans to verify their
identities with banks, government agencies and other organizations, according
to new research conducted by Unisys
Corp., a security consulting firm based
in Blue Bell, Pa. In fact, only personal
passwords rank higher as the preferred
identification method, and by a mere 1percent more than fingerprint scans.
The biometrics survey was conducted alongside the latest installment
of the Unisys Security Index, a biannual study that gauges consumers’
views about key security issues.
❙❙➤ www.unisys.com ■
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CAT. NO. VE2PLUS2
TWO SPINDLE VERTICAL EDGER

• Abrasive Belt Machines
• Edgers
• Drilling Machines
• Swiping Machines
• Grinding and
Smoothing Mills
• Bevelers
• Microseparators
• Glass Washing Machines
• Glass Cutting Machines
• Insulating Glass Lines
• Laminating Lines
• Silvering Lines
• and more!
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Your
Definitive
Source
for Glass
Machinery
CAT. NO. TD25
VERTICAL 2-SIDE AUTO DRILL

CAT. NO. 2622000
106" WET ABRASIVE BELT MACHINE

CAT. NO. VEW60
60" VERTICAL GLASS WASHER

somaca.com

JBB228-5/08

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

+

Place Your Order Toll Free
Phone: (866) 583-1377
Fax: (866) 584-9722
E-mail Us Directly at:
somaca@crlaurence.com
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HardwareShowCase
Collaboration Leads to
Multi-Point Door Lock Jig

Gyro Tech® Adds Security
Access Control Hardware to its Line

G - U
Ha rd w a re
in Newport
News, Va.,
and Norfield Industries
in
Chico, Calif.,
have collaborated to
produce the
G–U multipoint door
lock jig, an
easy-to-use
system to
fabricate
door panels
for multipoint locking systems. The jig features a
template-based system for flexibility,
enough so that it can be used on current and new hardware.
It is able to accommodate standard
door heights and works on door
thicknesses from 1 ¾ to 2 ¼ inches.

NABCO Entrances in Muskego,
Wis., has added access control hardware to its Gyro Tech® line of automatic doors and accessories. The
offering includes access controllers,
card readers, proximity readers, key
fobs and biometric readers.
The device uses Windows-based
software that controls access for up
to 60 doors and up to 4,800 cardholders. Access is allowed via fingerprint reader or by entering pin using
the built-in keypad. Each controller is
equipped with three relay outputs,
one to control an electronic lock and
two additional outputs configured to
the user’s needs. Inputs are provided
for an egress button, a handicapped button and a door contact.
The new proximity reader offers the flexibility of mullion and wall mounting
in a single unit. The reader can be mounted on a standard mullion but also
ships an adaptor plate that allows mounting on a single-gang electrical box.
❙❙➤ www.nabcoentrances.com

❙❙➤ www.g-u.com/us

CRL Writes New
Book on Transaction
and Security Hardware
Los Angeles-based C.R. Laurence Co. Inc. (CRL) has published a brand new transaction
and security hardware catalog,
the TH10. The catalog includes an ex-

tensive selection of products for the
secure transfer of cash and merchandise, as well as an array of
builders’ hardware lines for
entryways and
exits.
Some of the
new products featured are security
rolling track assemblies, security
check point barrier
systems, no-draft
“all-glass” mail slots,

IR Goes Heavy Metal
The new 1260 LCN® cast iron closer,
available from Ingersoll Rand, offers a combination of performance and durability.
According to information
from the company, its versatile design allows it to work nearly
anywhere. The cast iron closers have a naturally high graphite content that
lubricates pistons with every use, resulting in longer life and smooth control. The
closer also features V-Shield seal technology to prevent leaks.
❙❙➤ www.lcnclosers.com
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pass-thru hoppers, a service window
air curtain and a variety of electric
strikes and magnetic locks, as well as
other commercial lock systems and
components.
This full-color, 208-page catalog features technical illustrations, installation
options and other details to help with
product selection and ordering.

❙❙➤ www.crlaurence.com

Hafele Introduces
The HAWA Puro
The HAWA-Puro hardware system
from Hafele America Co. in Archdale,
N.C., is dedicated to all-glass sliding
doors. The top tracks of the hardware
system is integrated in both sheetrock
and suspended ceilings, thus making
the hardware system invisible. The
runner-bearing technology allows
doors up to 330 pounds to move quietly and effortlessly.
A new patent-pending wedge suspension provides rapid height adjustment and trouble-free installation.
❙❙➤ www.hafele.com ■
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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
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Going Down?
hat’s the forecast for 2009?
Pretty cloudy. Robert Murray, vice president of economic affairs for McGraw Hill
Construction, predicted that while the
commercial market still increased in
2008, 2009 will not show the same
increase. Murray made his predictions to a group of construction
professionals in October in Washington, D.C.
Overall, the tone of the Outlook Executive Conference: ’09 Industry Forecasts
and Trends, organized by McGraw Hill
Construction October 22-23, was one of
gloom, although forecasters still were
able to point to some bright spots in the
year ahead.
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Commercial Construction
Will Show Drop in 2009
by Penny Stacey

Financial Follies
Murray also noted that some of the
financial problems of the residential
market are beginning to spill onto the
commercial side.
“For developers, loans are getting personal,” Murray said, adding that many
commercial loans now contain provisions for the lender to go after the borrowers personally in the event of a
default. So far, such defaults are rare.“We
haven’t seen anywhere near the number
of commercial defaults that have been
present on the residential side,” he said.
One factor playing into commercial
construction is a decline in consumer
confidence.
“Basically, we’re seeing the impact of

slower retail sales,” he said, pointing to
the fact that Home Depot closed 15
stores earlier this year (leading to more
available commercial facilities). Murray
predicted the store sector will drop 15
percent more in 2009.
He expects to see a drop in the area
of hotels as well.
“The expectation is that this market
is due for a pretty substantial fall-out,”
he said.

A Bright Spot?
Offices, however, were one bright
point in the presentation.
“If you had to pick one area that
avoided the typical boom and bust
cycle, it would be offices,” Murray said.

Nonresidential Construction Starts
Floor Area (millions of square feet)
Stores and Shopping Centers
Office Buildings
Hotels and Motels
Other Commercial Buildings
Manufacturing Buildings
Total Commercial & Manufacturing
Educational Buildings
Healthcare Facilities
Other Institutional Buildings
Total Institutional and Other
Total Nonresidential
Contract Value (millions of dollars)
Stores and Shopping Centers
Office Buildings
Hotels and Motels
Other Commercial Buildings
Manufacturing Buildings
Total Commercial and Manufacturing
Educational Buildings
Healthcare Facilities
Other Institutional Buildings
Total Institutional and Other
Total Nonresidential

2007 Actual

2008
Preliminary

2009
Forecast

% Changes
2009/2008

313
218
85
431
88
1,135
220
103
198
521
1,656

220
180
88
337
85
910
223
104
191
518
1,428

188
147
71
292
77
775
207
98
180
485
1,260

-15
-18
-19
-13
-10
-15
-7
-6
-6
-6
-12

29,513
32,151
13,988
24,101
17,491
117,244
52,712
24,028
39,880
116,620
233,864

23,050
31,850
15,200
19,700
29,625
119,425
56,900
26,675
40,875
124,450
243,875

20,700
27,675
12,900
17,700
20,275
99,250
55,025
25,975
39,950
120,950
220,200

-10
-13
-15
-10
-32
-17
-3
-3
-2
-3
-10

Source: McGraw-Hill Construction Outlook 2009
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Points of Perspective - U.S. Construction
Nonresidential Building by Cycle
Based on Constant Dollars | Cyclical Trough (T) = 100, as determined by Total Construction

180

However, because many layoffs have occurred of late, even in the office sector,
he suspects this area of construction to
lag as well—but not to experience a
major bust.
“Because we avoided that kind of surge
that we had in the prior decade, the decline is going to be less severe,” he said.
Murray suggested that the building
of colleges and universities is a difficult
area in which to forecast.
“The question is, will they, too, be subject to the financial climate?” he asked.
Hospitals also were a moderately positive spot. In 2007 hospital construction
dropped, but rose again in 2008.
Construction for the manufacturing
industry is likely to see a rapid drop.
“The monetary volume of activity has
just soared,” he said. “Overall, our monetary volume is expected to be weakening [in this area] as well in 2009.”
Overall, Murray looks to see a 7-percent decrease in commercial construction in 2009, on top of a 12-percent
decline in 2008.

Tough Predictions
Murray noted that this year’s forecast
has been one of the most difficult, saying
that he and his staff revised the forecast
several times based on recent events.
“This was a tough forecast,” he said.
“This is a cyclical business … there are
still pluses.”
Norbert Young, president of McGraw
Hill Construction, ended the host of
presentations with a list of what he sees
as four positive indicators for the economy and for the construction climate:
1. The powerful influence of green;
2. The growth in virtual design and
construction;
3. The power of immigration; and
4. The new president in office. ■

➡1991-2009
160

140

➡1982-1991

120

100

➡1975-1982

80 T
T+2
T+4
T+6
Source: McGraw-Hill Construction
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US Commercial Office Buildings
Millions of Square Feet
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US Commercial Educational Buildings
Millions of Square Feet

300
250
200
150

P e n n y S t a c e y is
a contributing editor
for USGlass.

100
50

87

89

91

93

95

97

99

01

03

05

07

09

Source: McGraw-Hill Construction

www.usglassmag.com

January 2009 | USGlass, Metal & Glazing

31

Product Information
© 2010 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Zoom Fit
Search

+

Archives

–

I<
E-Mail

<

>

>I

Subscribe

Glazing Over the Crystal Ball
Experts Predict What 2009 Holds for the Glass Industry
here’s no way of telling for sure what’s ahead for 2009,
but the bleak outlook from the national news gives one
a pretty good idea. And with commercial construction
forecasted to show a 7-percent decrease in commercial construction in 2009, on top of a 12-percent decline in 2008 (see
page 30), there’s no doubt that the glass industry has reason
to sit up and take notice.

T

But what do these forecasts mean specifically for the glass
industry? USGlass talked with professionals at all levels of
the industry, from manufacturers and fabricators to glaziers,
as well as individuals from supporting associations, to get
their input on what’s ahead and how they’re preparing.

“All areas of the industry—commercial, residential and automotive—are trending downward. The
only exception is the solar industry. We won’t see
an upturn until there is recovery in the credit mar“Based upon what we are hearket. We need to establish resolution of debt fiing from GANA members, 2009
nancing for commercial projects, as well as affordable and
commercial construction will conavailable home mortgages and car
tinue to slow.”
“We’re expecting
and truck loans.”
–Bill Yanek, executive vice president of
to see a continuing
–Russell Ebeid, president of Guardian
the Glass Association of North America
decline in commerGlass Group
cial construction activity in 2009 as we have seen in 2008. We have not
“We have been forexperienced the number of ‘delayed/stalled/cancelled’ projects that
tunate enough to essome contractors have experitablish strong relation“So far it appears that there is
enced; however, these situations
ships that have placed
already a significant slowdown in
are occurring all across the naus in a position to conbidding and design for new comtion. This has the effect of skewtract some very large and lucramercial projects. In addition, nuing some of the traditional
tive contracts for 2009. The conmerous projects that were
econometric data because many
tracts are government, so the
scheduled to go ahead the second half of contractors are still carrying
funds are available. In general, I
2009 have been placed on hold or cancelled.” these projects in backlog. We
expect volume and profitability to
–Jeff Haber, managing partner of W&W Glass LLC in
also expect the decline in combe down for the industry.”
Nanuet, N.Y.
mercial construction activity to
–Andrew E. Canter, Jr.,
be more dramatic with the
vice president of Ridgeview
smaller-sized projects. Many small glazing contractors are really
Glass Inc. in Upper Marlboro, Md.
hurting right now. Alternatively, we are not experiencing the same
level of decline in the world markets as in the United States.”
“We probably have
–Ed Zaucha,
24 months before we
chief executive officer of APG International and chair of the
get back to some norFinishing Contractors Asociation Glazing Advisory Committee
malized level of activ“It’s just
ity. That’s what I’m
a very difficult time to have
“Our backlog is solid through
preparing for.”
good visibility right now. In the
the end of the third quarter of cal–Russell Huffer,
commercial
construction
endar year ’09. The fourth quarter
chief executive officer of Apogee Enterprises
space in North America we
and beyond is where we’re
have not seen a significant
scratching our heads …”
downturn yet in 2009 … Now
–Tom Niepokoj,
“Companies who are
on the other hand we’re bevice president of sales of Harmon Inc. in Eden Prairie, Minn.
highly leveraged with figinning to see the inklings and
nancial stress through
forecasts from customers of potential delays in 2009 and Global
acquisition, merger, expansion or other
Inisghts, who we work with, is forecasting as much as a 14-perburdens will be challenged.”
cent decline for commercial construction in 2009 so we’re look–Robert Price,
ing at those as parameters for what we expect to see in 2009.”
director of sales of JE Berkowitz LP in Pedricktown, N.J.

What’s your forecast for 2009?

–Vicki Holt,
senior vice president of glass and fiberglass for PPG Industries
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What impact do you think the new administration will have on our
industry in 2009?
“Like many Americans, we are thrilled and
excited by the change in administration and
are hopeful that the new president and the
new ‘economic team’ will have a more dramatic impact than the outgoing administration. Unfortunately, change is often not possible with the
House and Senate, which seem to never get anything
accomplished.”
–Ed Zaucha

“First, the economic ‘crisis’ must abate or the
new president will not have much of an ability to
move forward with anything other than economic
stimuli. If the crisis does abate, I see an immediate emphasis on energy. I predict that the focus
on renewable energy sources (hopefully solar) will increase. The new House leadership on energy seems to favor
a more ‘command and control’ approach to energy regulation. GANA members and the glass industry will be impacted by greenhouse gas regulation at
the federal level.”
–Bill Yanek

“I think that what we’ve
seen historically out of a
Democratic administration is that they
tend to support the research and development and health care programs
a little more extensively, and hospital work is a big
part of Harmon’s portfolio so we’re fairly excited
about that potential.”
–Tom Niepokoj

“Hopefully he will realize that small businesses drive this economy and, in light of the
current situation, he will forestall both personal
and capital gains income tax increases. We may
even see a reduction in corporate taxes with incentives for new investments and jobs,
which could mitigate the downside we are
“I’m very encurrently expecting.”
–Jeff Haber
couraged
to
see the new
stimulus bill by
the new admin“Any administration right now, and the
istration funding these inObama administration is no different
stitutional projects that
than any other that would come into play,
are ready to go …”
will be looking toward infrastructure- and
–Russell Huffer
investment-type incentives in order to
drive employment … If you read Obama’s plans … certainly
green building, green infrastructure and renewables are part
of his story …”
–Vicki Holt

“Higher
demand for better
performing products. Higher energy standards
will be imposed. There will be
more demand for product utilizing renewable resources.”
–Robert Price

What do you think will be the most important industry trend in 2009?
“Unfortunately I think the trend for 2009
“We think there is going to be
is one that we are already seeing: lower
an increased emphasis on ‘alterprices. Owners and general contractors are
native’ energy programs for cerwell aware of the reduction in fuel costs and
tain. New developments in solar
certain raw materials like aluminum for curpower will continue to be develtainwalls and windows. In addition, deoped, including solar film on
creased demand due to cancellations
“The most important
vision glass, double-skin walls
and other projects going on hold is well trend will be selling governand
other
energy-efficient
known and will no doubt add to their ment contracts as the numapplications.”
–Ed Zaucha
desire to try and make up for the price ber of private industry
increases they have been subject to projects declines. The funds
from 2004-2007, in spades.”
will be available and payment will be
–Jeff Haber
guaranteed.”
–Andrew E. Canter, Jr.
continued on page 34
www.usglassmag.com
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Glazing Over continued from page 33
“As commercial construction
slows, overall glass
demand may de“Obviously there’s no quescrease. However,
tion that the country would like
“I think there’s really two
demand for value
to more proactively pursue the
areas, and that’s the focus
adding energy-efficient prodgreen building product lines.
on energy efficiency, both
ucts will increase.”
Our question is, can we afford
green building and energy–Bill Yanek
it? So we’re kind of wondering if that trend
efficient glazing … The
will get a little sidetracked by the economy other is the growth in renewables, with
and the cost of those green elements.”
solar, and I think that’s going to pro“Job preservation.
–Tom Niepokoj
vide a great opInvesting in people
“The emergence of portunity for the
instead of products, through training, leaderthe worldwide solar glass industry.”
ship opportunities or challenging and positive
industry.”
–Vicki Holt
work environments. Companies will be strate–Russell Ebeid
gically looking at the overall picture to make people their
brand.”
–Robert Price

What do you think will be the most significant challenge for the
glass industry in 2009?
“The glass
“Profitability. Preservation of the botindustry
tom line. The professional challenge
must engage
will be to navigate through the ecoin the nanomic uncertainty of what may occur.”
tional debate
–Robert Price
on energy. The glass industry has a great story to tell. Our energy-efficient products are perfect for
“The economy. We
green building. With such a huge amount
are not likely to see an
of energy consumption (approximately 40
improvement until the
percent) directly linked to commercial
middle of 2009. We are
buildings, energy-efficient glass should
in for a lengthy and slow
be in huge demand.”
recovery and that’s only for the
–Bill Yanek companies that are able to weather
the storm …”
–Russell Ebeid
“We believe the biggest challenge is
going to be trying to keep prices at reasonable levels that are reflective of
one’s actual costs and not of a desire to
just stay in business at any price, as the
latter will only fuel a further decline in prices. … I expect that American manufacturers will come under
greater pressure than ever to lower prices as Canadian, European and British manufacturers have
seen a significant drop in their currencies against
the dollar. This makes it a lot cheaper to import
goods now than it was just 3-4 months ago and this
against a backdrop of declining demand could
make 2009 the worst year for the domestic suppliers in a very long time.”
–Jeff Haber
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“The most significant challenge will be maintaining
profit margins. Historically
when an industry panics due
to market instability, the industry reduces its margins. Lower volumes and lower margins create a formula
for disaster.”
–Andrew E. Canter, Jr.

“One of the biggest challenges for our industry will be
retaining the talent we have
developed in
“When you look at the our industry
glass industry, one of the since the last big conbiggest challenges we struction downturn in the
have is to match all of early 90s. This includes
our capacity with the de- not only field personnel
mand. We’re taking steps at PPG in but also project manorder to react to what is weaker de- agers, estimators, designmand across all glass markets—res- ers, engineers, etc.”
idential, of course automotive and
–Ed Zaucha ■
we expect commercial construction
to begin to slow down …” –Vicki Holt
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Like money in the bank.
That’s what it’s like if you can reduce the number of IG unit failures. Cardinal IG units with XL Edge®
can make it happen. Use XL Edge and you’ll be achieving the lowest failure rates in the industry –
estimated at a low 0.20% over twenty years. With over 400,000,000 IG units under warranty, we
cannot afford anything higher. It’s this kind of performance that allows us to offer the industry’s
®

only comprehensive 20-year factory warranty. Lower IG unit failure rates mean higher profit
margins – it is like money in the bank. For more information, visit www.cardinalcorp.com.

INSULATING

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

A CARDINAL GLASS INDUSTRIES COMPANY
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“I Just Don’t
Think Our
Competitors
Have Figured
Us Out”
by Debra Levy
t’s been nine years since USGlass sat

I

down with Leon Silverstein, president and
chief executive officer of Arch Aluminum

& Glass Co. Inc., headquartered in Tamarac,
Fla. We caught up with him again late last year
to discuss several issues, including the current
economic environment, fuel surcharges and
more.
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Q–

Since you’ve been kind enough to
sit for an interview in the past
(see “Anatomy of a Pusher, USGlass, February 2000, page 58), let’s get into the
subject that is of overriding concern
right now. [Editor’s note: This interview
was conducted in early September 2008].
What are your thoughts on the economy?
The biggest problem we have is
fear. Everyone is afraid of how
the effects of the economy will trickle
down on to them. But remember, things
keep on going. A nuclear bomb has not
gone off; 9/11 hasn’t happened again.
It’s real but, at the end of the day, there
will be a solution and right now, there’s
a lot of posturing about who is going to
get what piece of the pie.

A–

do you think our economy is
in the mess that it is?
Q–ItWhy
started with greed. The people
who did this were making hunA–
dreds of billions of dollars, yet they
weren’t producing a single tangible thing.
Our system is very screwed up because
of their greed. I’d love some of them to go
to jail.
How is Arch handling the
downturn?
Q–Right
now, we are in a good place.
We don’t need anything from the
A–
banks. Our lead bank is a strong one
that was never into mortgages. We don’t
need anything and we won’t for the next
two years. If you need to access money,
you are in trouble right now. Everyone’s
afraid and they don’t know if they will
disappear in the future.

Q–

Would you say that Arch is
unique in the way it’s weathering
the financial storm? I know you have
some equity partners …
Well, Arch is, always was, a family business. My father had
partners, but he also put a tremendous
amount of sweat equity into the business. His partners were primarily
family and friends who were investors.
Years later, a financial equity firm be-

A–
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came our partner, but, yes, we’ve always had partners.
are your customers faring
right now?
Q–It’sHow
really rocky for some of them.
Florida, Las Vegas, California and
A–
Arizona are ground zero. These areas
had excessive increases in home value
and that is now gone. The good operators are doing well. The ones that weren’t
good operators are not doing well. It’s a
very tough thing and money is a lot
tighter on the street. You have to work
with them and figure out how to help
them survive.
does the economy become
healthy again?
Q–ItWhen
all depends on the credit market. If there’s money available,
A–
then, yes, we get healthy. Housing will
come back sooner than commercial,
which isn’t even done slowing down
yet. We are planning for a worst-case
scenario.
you experienced a slowdown in collections?
Q–WeHave
work it pretty well but you
can feel it tightening. We are
A–
going to budget for it to get worse. It has
started to feel like 1991 and we are
starting to see the same mistakes people made then.
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shore [Glass Corp.] disappeared and
others will as well. We factor all this—
who we think will make it and who
won’t—into our budgeting. We look at
who might be attractive for us to pick up
if they are not going to make it.
Let’s talk about that for a minute.
There is a perception out there
Q–
that Arch would do exactly that—swoop
in as a company was going under. It’s
similar to the perception that Arch’s pricing is always the lowest …
[interrupting] No, hold on a
minute. I think that’s just their
excuse when they lose business to us.
“It can’t be because [Arch] is better or
faster, so it must be price.” I don’t think
we are the low-price-provider on most
items. I just think we are better.

A–

Where do you think the perception comes from?
Q–Years
ago, it was true. It’s not now.
We don’t want to sell on price. We
A–
built our business on relationships and
loyalty. We have gotten better and we are
more accepted. Our reputation has
grown by leaps and bounds. I just don’t
think our competitors have figured us
out and I know our suppliers haven’t.
Okay, let’s go back to when you
got into the business full-force. I
Q–
know you have a bachelor’s degree in
communications and …
Well, I took a semester off during
college to decide what I wanted to
do in life. I became a truck driver for Arch.
I learned a real valuable lesson: truck
drivers are extremely valuable sources of
information. Truck drivers get all the way
into our customers’ shops; salesmen
don’t always get in, but truck drivers do.
They are better resources. They know
who the customer is buying from, what
is in their warehouse, whether it’s full or
empty. I embrace truck drivers at Arch.
It’s not unusual for them to get a tip from
management for good information.

Such as?
Q–Overinvesting
A–
in capital equipA–ment and not working costs
down while you can.
I believe a lot of people over-buy
equipment. They buy a piece of equipment that can do 110 percent of what
they need instead of buying one for 75
percent less that can do 95 percent of
what they need. A lot of egos get caught
in equipment purchases.
If the strong are patient, they will get
stronger. Those who can’t survive will
not. Florida will be okay because people
have gone out of business already. West-

continued on page 38
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SIlverstein
continued from page 37

Q–

Let’s turn to China for a minute.
You’ve been a pretty vociferous
critic of Chinese imports, but lately I
have noticed your rhetoric hasn’t been as
strong. Are you softening your position?
The problem is a bit less right
now. The Chinese have hit their
high. They are having problems shipping in a cost-efficient manner and

A–

their economy is also suffering. A lot of
what they are able to do will be a function of transportation costs.
Quality is my biggest concern.
Nickel sulfide inclusions are the
biggest quality issue we see in Chinese
tempered glass. If there’s a lawsuit
against a Chinese manufacturer, who
will pay? Nobody. Customers are going

Universal No-Tape™ 304

structural thermal barrier polymer

Conserving energy, while
reducing greenhouse gases, is
possible in commercial
buildings when manufacturers
of fenestration products use the
Azon thermal barrier method for
aluminum windows and
Warm-Light® warm-edge spacer
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.
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™
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structural thermal barrier polymer
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to find out the hard way that nobody
will pay. Customers never factor in the
cost of having this blow up on them.
But if they had bought that glass from,
say, Arch or Oldcastle, there would be
a trail of responsible parties against
whom they’d have some recourse. You
will not find that kind of recourse with
some Chinese products. People will go
broke because of that. I quietly agree
with Max [Perilstein, director of marketing for Arch] about this issue.
There’s been a lot of discussion
about fuel surcharges. How do
Q–
you feel about their implementation?
I think the surcharge is going to
go down in the first quarter of
A–
2009 because of changes in the cost of
natural gas. The problem is that the
surcharge has become too high a percentage of the total cost of the product.
All the manufacturers go off some energy grid that should be revised. They
need to call it what it is: an increase in
the cost of manufacturing their product. Suck it up and raise the price. We
have fuel charges of 15 percent and
that’s ridiculous. Call it what it is—a
price increase!
Speaking of costs, the European
Union’s fines against the float
Q–
glass manufacturers will affect costs
everywhere (see December 2007
USGlass, page 36). Now there are lawsuits against them here in the States.
What’s your feeling about this?
It’s really just some lawyers looking to find some business. I’m
not saying I love the float manufacturers, I just don’t think they are guilty.
Competitor pricing in all industries
goes up and down close to the same
time. That is just the way industries
work. We are in a very low-margin industry and the manufacturers are sensitive to that. They change their prices
frequently and respond to other manufacturers. It is not being done in lockstep. It’s not a collusion issue.

A–

been a lot of discussion at
industry events and even in our
Q–There’s
www.usglassmag.com
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GROVES KNOWS
pages about Building Integrated Modeling (BIM). What do you think of it?
It’s pretty visually and it’s nice
and I think if it were up to the
Maxes of the world, we would be leading the charge to use it. But is it going
to add value? Is it going to help me service my customer better? Will it help me
sell more products? Maybe in a few
years, but it’s not here yet.

It takes more steel to make a better rack!

A–

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

Arch is known for being a decentralized company and …
Q–That’s
a bit of a misconception,
too. There is an entrepreneurial
A–
spirit at our branches. The managers
there run them like they were their own.
We do the purchasing, the workers’
comp, the legal, the accounting, human
resources from here [headquarters in
Florida], so that’s centralized. We are the
only true fabricator in existence that
runs on one fully integrated ERP system. All our plants are similar and are
set up to be similar. We are like Southwest Airlines. They only use 727s. They
act and seem very decentralized but
that’s because corporate has made some
key decisions that make them look that
way. For a mom-and-pop company, we
have the best computer system, and we
build the plants all with a similar floor
plan. That’s our model.
It’s funny to me that, at your size,
you still consider Arch a momQ–
and-pop company. Is that the culture?
People who work here fit here. It’s
a very paternalistic company. We
A–
love our employees and customers. But
if our employees just go through the
motions, they don’t last here long because they don’t fit. We believe our
money is made on the plant floor. Our
culture is my father’s culture. It says “we
are a blue-collar business and everyone
has to work hard.”

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

www.groves.com
800-991-2120
good to see how we fit in. Since we are
anticipating 2009 and 2010 not being
good years, we want to figure out what
else we can be good at. But everyone is
moving into it and there won’t be any
money in it in the long term because it
will be a commodity. And what’s it going
to cost? We’ve been dabbling where we
think we might fit. We think we fit in the
mirror technology side.

sales@groves.com
We thought it was, but it isn’t. It
took us longer than we thought
A–
it would and cost us more than we expected, but we found something we are
good at. We have some solar customers
and there’ll be more in the future.

Do you think solar glazing is
As one of the owners of a large
going to lead most of the future
family business, you must occaQ–
Q–
growth in the glass industry?
sionally give thought to and get questions about succession. You have been
Let’s put it this way. We’ve been
messing
around
with
it
for
a
year
A–
Is this a similar technology to the
knowing there’s an industry there. It’s Q–mirror manufacturing you do now?
continued on page 42
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continued from page 39

Father Knows Best

T

o watch Leon Silverstein as his father comes into the room is to see
a tough man soften in an instant.
You can see the mix of admiration and
wonder in his eye as he watches his dad
at every turn. Seventy-three-year-old
Robert (Bobby) Silverstein is the
founder of the business and still comes
to work every day. A Philadelphia native,
Bobby was working for Chromalloy before he decided to move back to Florida
and open his own business 30 years
ago. “The company I was working for
was very corporate and I just didn’t fit in
that environment. I came down here
with nothing to see if I could make it,”
he explains. “First thing I had to do was
to find suppliers who would sell to me.
So my wife and I drove all over the South
to find suppliers and one vendor, an aluminum extruder who knew me from my
past career and loyalty, gave me an op-

portunity to purchase from them when
no one else did.
“I borrowed from a friend to live for
one year in a small duplex to see if we
could make it. We started from scratch
in Liberty City with 15,000 square feet,
a handful of employees and a truck.
We had one key employee who was a
handy guy and we emphasized service, service, service. We started in
Miami where the service wasn’t so
good. Even if we had a problem, we
made doors so fast we could get a replacement out before the other guys
even made their first.
“Once we got started, we just grew.
We evolved a lot and got into tempering because we were a large customer
that couldn’t get service. We thought,
if we couldn’t get service, how about
their little customers? So we bought a
furnace. You either grow or you die.

That’s the way I’ve always felt.”
“My father has always been this company’s biggest fan,” says Leon Silverstein. “Whenever someone came to him
with an idea, he never looked at it as
how much he could make by doing it, but
how much he would lose by NOT doing
it. When you start with no money, it gives
you a whole different perspective.
“My dad was never a guy who read
documents or any sort of credit agreements. He wasn’t going to change, so
that’s a burden that fell on to me.
“In a family business, we both push
sometimes,” Leon Silverstein continues, “and he let me know he’d pull it
back when he needed to. But when his
partners tried to push back, we pushed
them out.
“He never put any pressure on me
to come into the business. He tried to
slow me down at different times. We
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had disagreements about people. He
was right much more of the time than I
was. Everyone comes in and talks to
him and he knows who is disruptive
and has to go.”
Today, Leon Silverstein and his brother
Ricky both work in the business, as well
as Donna, their sister, and brother-in-law
Kevin Aubuchon.
“I expect it to stay this way,” says
Bobby Silverstein. “I expect it to keep
growing the way it has and stay family. I
am not looking to sell it, I don’t want or
need a lot of money and I want my children to give their children the opportunity to run it as well.”
“Bobby loves his grandchildren and
the business. He cares about the employees and wants to take care of
them. We have long-term people here
and that matters to him,” says Leon
Silverstein.
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Leon Silverstein (right) says his father Bobby (left) has “always been this
company's biggest fan.”

THE ULTIMATE

GLAZING

MAST-CLIMBER
•
•
•
•

Improves production schedules
Reduces labor costs
Increases effective handling
Eliminates material breakage

Our mast climbing work platforms combine safety, versatility and capacity for medium to large-size
projects. Whether it is for mullions installation or final capping, for positioning glass panels or curtain
walls systems, Fraco’s mast climbers represent the perfect solution to vertical access. They offer
multiple and adjustable work areas and also help eliminate reliance on costly jobsite tower crane
to get material up to the building. Productivity is guaranteed.
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SIlverstein
continued from page 39
doing this a long time. Do you see yourself doing this for much longer?
I love what I am doing. It’s a true
family business. My brother,
Ricky, has grown up in the business.
The employees and the customers love
him. He is seven years younger than me
[Leon Silverstein is 48]. I have a son
who is 18 now and not in the business
yet. My father still comes to work almost every day. He has had friends who
have sold their businesses and they
died. You sell, and if retirement is not
for you, then you are just waiting
around to die. So I have no intention of
selling. As long as it’s fun, we have no
exit plans. Why sell? Money? Time? My
wife works in the public schools. It’s her
passion. Mine is here.

A–

you’d make an attractive target for companies like Oldcastle?
Q–Surely
Oh, every few years or so, Oldcastle or an intermediary calls
A–
my equity partners to chat, and they
say, “Hey, you have to call Leon,” but I’d
say, “No, we are not for sale.”
Well, surely it can’t be fun all the
time. What types of things keep
Q–
you up at night?
The credit market and what’s
going to happen next; the things
A–
we can’t control. Usually an idea, or
thinking about the next thing we
should do, will keep me up. Not so
much fear or worrying. My dad is 73
and he went through 1991. He understands what’s happening. We have always done our best relative to the
industry in the worst of times. It all becomes a matter of controlling costs.
advice do you have for our
readers?
Q–IWhat
think one thing for readers—
from our competitors to the glazA–
ing contractor all the way down the
line—is to start to learn what their
costs are. One thing that helped us
came about when Dad’s partners were
bought out. We bought the company
continued on page 44
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SIlverstein
continued from page 42
with financial partners, which resulted
in Arch having a board of directors.
This is something all companies can
benefit from. You want to have people
to challenge you and that doesn’t always
happen internally. You don’t need “yes”
people. You need people who will remind you never to do any one thing that
could put you out of business. A board

might help stop you from making bad
decisions.
If not a full board, then get at least an
advisory board, a lawyer, an accountant,
a friend in business to sit around and
ask you some tough questions. We
made a lot of good decisions and some
not so good. But the not-so-good ones
wouldn’t hurt us for a long period.

INTRODUCING THE ALL NEW
ELITE SHOWER DOOR
HEADER SYSTEM

ushorizon.com
Toll Free Phone: (877) 728-3874 • Toll Free Fax: (888) 440-9567
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biggest reason why you think that?
We have a lot more depth. We
have the Cliff Monroes and the
Tim Moores and lots of guys on the
Glass Association of North America’s
[GANA] technical committees. We
have a lot of people in GANA who have
a passion for it. They see their job as
protectors of the industry. This may
not be the most productive use of their
time for Arch; it doesn’t enhance our
sales. But they have a passion for it.
They are looking to protect the customer. There is no such thing as an
“Arch” vote. They vote for what they
think is right.
Max’s fight is not an Arch fight. It’s for
the customers. NFRC [the National Fenestration Rating Council] would be
great for Arch. We have the money to
meet it and it would give us a leg up on
our smaller competitors. But was it done
fairly? Is it good for our customers? No.
So we are for our customers, rather than
for making the testing labs rich.

A–

JBF234-9/08

• Web-Based Design Program Allows Users to Calculate Glass
Sizes From Field Measurements in Just a Few Minutes
• Generates Completed Quotes and Allows
Easy Conversion to Orders
• Prints Professional Documents for Customer
Presentation and Glass Fabrication (Including Templates)
• Utilizes Our Web Server for 24/7 Access

a building due to cheap rent is not a
good idea if nobody feels safe in the
neighborhood after dark. Once we realized it was a bad decision, we moved
quickly to correct it.
You often talk about how Arch is
different from other glass fabricaQ–
tors. Can you give me an idea of the

• Allows for Adjustment of Hinge After Installation
• No Drilling Required to Mount Hinge to Header
• Designed for 3/8" and 1/2" (10 and 12 mm) Glass
• 17 Standard Finishes Available
• Available in Beveled or Square Style Hinges

NOW AVAILABLE!

Can you give me an example of a
bad decision you made?
Q–Opening
the facility in Memphis,
Tenn., where we did was a bad
A–
move. [Arch has since moved.] Leasing

you do about NFRC?
Q–I’dWhatputwould
for
them.
A–legal feesupandthegofirstafter$50,000
No hesitancy there whatsoever?
Q–None.
A– It’s the way I feel.
you for your time.
Q–AThank
A– pleasure. ■
www.usglassmag.com
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a Smile

Is the High-End
Market Seeing the
Shower Door
Industry Through
the Downturn?
by Samantha Carpenter
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inda Hill’s company doesn’t take
care of its high-end customers on
Long Island, N.Y., any differently
than its regular customers.“We treat the
high-end market and the regular market
just the same,” says the owner of The
Shower Door in Huntington Station, N.Y.
Company employees wear uniforms
on all jobs. “We use drop clothes in
mansions and in apartments—from
the door where you walk in through the
entire house. When we measure for
shower doors, we wear surgical booties
so that heat never touches the homeowner’s carpet or floors or anything.”
Hill says her company employees
pride themselves on installation and
service, no matter the customer. “We
feel they [the customers] aren’t just
buying a shower door; they are buying
a total installation.”
There may be one difference between
the everyday shower door installation
and more custom, high-end work—
that continued demand for luxury
shower enclosures may help sustain
some shower door companies through
slow economic times.

L

A Light at the
End of the Tunnel?

Working with the High-End Customer
Here are some tips from USGlass readers for working with high-end clients.
• Use drop clothes throughout the entire house and wear surgical booties
so no heat touches the floors;
• Remember that customers aren’t just buying a shower door; they are buying a total installation;
• Educate consumers on which frameless shower enclosures their bathrooms can handle;
• Train installers to spend extra time to make every job perfect;
• Leave every job immaculately clean;
• Make sure to always be prompt and attentive to customers’ needs;
• Build a top-notch showroom that professionally displays all your company’s offerings of glass and hardware; and
• Offer lifetime service on shower enclosure installations.
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Is high-end work the way to get
through this tough economic period?
“At the moment, the high-end market
is 99 percent of our business,” says Travis
Humphreys, president of A&T Glass &
Window Corp. in Palm City, Fla.“It seems
that the only people spending money
right now are in the high-end market.”
Lewis L. McAllister III agrees that the
high-end market is getting his company,
Tuscaloosa, Ala.-based Coral Industries
Inc., through this downturn as well.
“There’s no question about it,” he
says. “The high-end market is carrying
the load these days. The track home
business which uses the lower-end
shower doors is off 50 percent.”
Paul Knadler, vice president of Arizona Shower Doors in Phoenix, agrees
and says that high-end customers
“want the doors that they want in their
bathrooms.” If they are remodeling
their bathroom and are spending
www.usglassmag.com

Product Information
© 2010 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Zoom Fit
Search

+

Archives

–

I<

<

E-Mail

>

>I

Subscribe

Enter This!

$200,000, Knadler says they aren’t going
to put in a $200 shower door.
“They are going to put in something
that they feel is of equal value to the
stone that they are using,” he explains.

A Piece of the Pie
Other companies aren’t sure if it’s the
high-end market, specifically, that will help
sustain them through the tough economy.
As the current president of the Bath
Enclosure Manufacturers Association,
Mark Rowlett, western regional sales
manager for Coastal Industries, talks
with other shower enclosure manufacturers regularly, and he says everybody
is in similar situations.
“It’s a very tough market. What you
have, as a supplier, is a shrinking pie. Even
though we are able to get new customers,
the pie is smaller, so you are taking
smaller bites out of it.” He adds, “The
high-end market has never been a quantity-driven market when you are talking
heavy glass and the true frameless enclosures. These types of units are not massproduced, so that market is still there and,
unfortunately, with the state of the economy, everybody is holding on to what
money they have left and are very frugal
with what they spend right now.”
If the shower enclosure industry is looking at fewer customers to whom to sell,
then what other markets or selling strategies can they use to expand their reach?
Rowlett says his company is exploring different markets, such as the overseas market.

Catering to a
High-End Clientele
McAllister says Coral Industries sells
on quality and service. “We have to be
competitive price-wise, especially in the
poor economic times we are experiencing right now. We also offer more than
30 choices of decorative glass and the
DecoTherm® ceramic frit application
to give customers a wide variety …”
Knadler says that simply treating the
customer right will help the success of
a company. Arizona Shower Doors
manufactures heavy, frameless shower
doors with patch hinges (U channel
www.usglassmag.com

There are a number of design award competitions available to
companies that install shower enclosures. Look to these industry
associations to find out more information on how your company can
be recognized for your installation work.
BEMA Design Awards
Sponsored by: the Bath Enclosures Manufacturers Association.
For more information: call BEMA at 785/273-0393,
e-mail info@bathenclosures.org or visit www.bathenclosures.org.
NKBA Design Competition
Sponsored by: the National Kitchen & Bath Association.
For more information: call NKBA at 800/843-6522,
e-mail dtuorto@nkba.org or visit www.nkba.org.
ASID/Southern Accents Residential Design Competition
Sponsored by American Society of Interior Designers and
Southern Accents magazine.
For more information: call ASID at 202/546-3480,
e-mail asid@asid.org or visit www.asid.org.

and clamps) for the high-end market.
“Basically, all the consumers out there
are looking for what’s on TV, or what they
see in a casino hotel or any of the highend hotels. They see the 3-inch shower
doors in all the bathrooms, and then
they go home and decide that they want
to remodel their bathroom. It’s the consumers themselves who are approaching
us more often than they used to be,”
Knadler explains.
He says it’s really important to educate consumers on which frameless
shower enclosures their bathrooms
can handle.
“You have to give customers what they
are looking for but also educate them
about whether they can put that type of
unit in their bathroom. Ask them all the
right questions as far as on what materials the product will mount so that it
doesn’t fail in the future,” he says. He clarifies that if there is no wood behind the
tile or the stone, then these products
can’t be mounted because they can fail.
He also says that heavy units aren’t always 100-percent watertight, so if the
consumer thinks that they will keep in
all of the water, then these units might
not be the correct door for them.
Humphreys’ company offers 3⁄8-inch
and ½-inch custom-made frameless
shower enclosures using a variety of
glass and hardware for the high-end
market.
He believes in keeping customers
involved in the whole process of installing a shower enclosure.
“We keep our customers involved

from the design process to the installation,”
he says. “We train our installers to spend
extra time to make every job perfect.Also,
we leave every job immaculately clean. Our
customers are usually very busy people, so
we make sure we are always very prompt
and attentive to their needs.”

Seeing is Believing
Other companies rely on first-rate
showrooms to help sell product.
“We highly recommend a top-notch
showroom that professionally displays
all the offerings of glass and hardware.
This is far and away the best tool to sell
high-end showers,” says McAllister.
Hill has some words that all in the industry should remember. “We think we
have been so successful due to the fact
that we provide the customer with
knowledgeable salespeople, expert installation, expert follow up and expert
service. The high-end frameless enclosures need service, and they need someone to be able to come back, so we offer
lifetime service. I don’t know if the highends are helping us get through this economic time, but the building is still going
on (on Long Island), and we are still having people come in who are doing three
or four bathrooms at a time.” ■

Samantha Carpenter
is a contributing writer for
USGlass.
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March Gladness
W

Visiting Long Island
If you’re coming from
further afield to attend
the Glass Expo
Northeast™ (GENE), March 25-26, 2009, at
the Hyatt Regency Long Island Wind Watch
Hotel & Golf Club on Long Island
(Hauppauge), N.Y., you may want to spend
some time touring the local area.
You can step back into history and
explore the nearby attractions such as the
Long Island Maritime Museum, the Long
Island Museum and the Northport
Historical Museum. The one-time residence
of President Theodore Roosevelt, Sagamore
Hill, is only a 30-minute drive from the
hotel. The area also hosts lighthouses,
wineries, farm stands, family fun parks,
aquariums, zoos, concerts and sports action.
The Hamlet Wind Watch Golf & Country
Club on the grounds of the hotel offers a
unique and challenging golf course—not to
mention fantastic views—sure to make any
business meeting a step more entertaining.
Within the grounds of the Hyatt Regency
Long Island Wind Watch Hotel, guests will
find 160 acres filled with championship golf,
pools, gorgeous views, irresistible dining,
extensive event venues and luxurious
guestrooms with pampering amenities. On
top of all that, the four-star venue is offering
discounted room rates to GENE attendees,
but only until March 1, 2009.

ith forecasts for a slow 2009 and news of the
economic downturn keeping construction
professionals on edge (see pages 30 and 32 for
related stories), now more than ever is a time for education, networking and new products. But how do
you get these close to home without having to spend
a fortune? By continuing your education through
events such as the upcoming Glass Expo Northeast™ (GENE), to be held March 25-26, 2009, at the
Hyatt Regency Long Island Wind Watch Hotel &
Golf Club on Long Island (Hauppauge), N.Y., you
can bet that your expertise will stay in demand.
Co-sponsored by USGlass and the Long Island
Glass Association, this event dedicated to the flat
glass and metal industry is aiming to provide the
architectural glass industry with education, training and networking opportunities close to home—
a big plus since 1⁄3 of respondents to the recent
USGlass Contract Glazing survey (see November
2008 USGlass, page 30) noted that they wished
there were more local educational opportunities.
Among those attending will be architects and
specifiers, architectural glass and metal company
owners and managers, and suppliers of glass, metal,
computers, software, construction services, equipment and machinery, films and tints, shower doors,
doors, windows and related hardware, and more.
Exhibitors such as United States Aluminum,
JLM Wholesale, NY Window Film Co. Inc., Goldray USA and General Glass International will be
on-hand to showcase new products in a variety of
areas. In addition, a number of industry experts
will be taking part in the educational sessions.

Now You Know
GENE ’09 educational sessions will involve a
number of topics, ranging from specific products
to general business tracks. Among the speakers
will be USGlass columnist Paul Bieber, a consultant who also sold flat glass for more than 20 years.
Bieber will offer tips and solutions for staying
strong in a down economy.
A “Contract Glaziers Update” also will be presented. This discussion of what’s coming and what
is now affecting your business will includes updates about the National Fenestration Rating
Council and other organizations, and what they
have to offer regarding your industry.
What do you need to know before you bid on a

For more information visit www.usglassmag.com/gene.
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Glass Expo Northeast™ ’09
Set for March on Long Island
Architectural Track
project that requires impact-resistant glazing? Tom
Minnon, northern regional sales manager for YKK
AP America, will be able to tell you in detail during his session, which will explain where impactresistant products are required; large-missile and
small-missile testing; labor for installing impactresistant products; and more.
Nestor Torres, National Architectural Manager
of PPG Performance Glazings, is presenting a session on “Low-E Coatings’ Roles in Energy-Efficient
Glazing.” In a time when energy prices are continually increasing, every opportunity to be more costefficient counts. Torres will tell you how you can
utilize low-E coatings in your projects for savings to
your customers—and repeat business for you.
As part of the general business track, USGlass
publisher Deb Levy will take the podium to offer
her insight into “Managing Millenials.” As she’ll
explain, those individuals born from 1980-1995
come with a new set of personality factors that are
very different from the work ethic accustomed to
with baby boomers. This session will feature a discussion of what to expect with this new generation, what makes them tick, what motivates them
and how relationships truly drive their workplace.
In addition, Lance Wallach, the National Society
of Accounting Professionals Speaker of the Year,
will share “IRS Secrets You Should Know.” In this
seminar specifically geared to glass shops, Wallach
will offer tax planning strategies to reduce chances
of an IRS audit, red flags and ways to pay less in
income taxes. Wallach also will present on a topic
you can’t afford to miss—how to get your market
losses back. What’s more, Wallach has agreed to be
available for two hours after his presentation to
answer private questions from attendees.

Wednesday, March 25
9:15 a.m. - 10:15 a.m.

How a Glass Company Can
Survive in the Tough Economy
10:30 a.m. - 11:45 a.m. Made in China: Competition
in the Glass Industry
1:00 p.m. - 2:00 p.m.
Contract Glaziers Update
2:15 p.m. - 3:15 p.m.
Hurricane Glazing
Thursday, March 26
9:00 a.m. - 10:00 a.m. Low-E Coatings’ Roles in
Energy-Efficient Glazing
(AIA CES available
1 LU HSW FG002)

General Business Track
Wednesday, March 25
9:15 a.m. - 10:15 a.m. Managing Millenials
10:30 a.m. – 11:30 a.m. How Much Money Have You
Lost In the Stock Market?
Thursday, March 26
9:00 a.m. - 10:00 a.m. IRS Secrets You Should Know

Meet and Greet
By attending local educational events you gain
an additional benefit—networking. Session presenters and exhibitors all welcome your questions,
as by promoting your business in the best way
possible, you help to promote the industry as a
whole. In addition, the welcoming cocktail reception on March 26 at 6 p.m., sponsored by USGlass
magazine, provides an opportunity to relax and
network with other attendees. Share your business
insight with colleagues and see what new knowledge you can take home. ■

To r e g i s t e r s e e p a g e 5 0 .
www.usglassmag.com
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Glass Expo Northeast™ Registration Form
To register for Glass Expo Northeast™, please complete the following and fax to 540/720-5687.
In order to provide flexibility to our attendees, there are several different types of
registrations being offered. Please choose the registration type from the list below
that best suits your needs. If you pre-register by Friday, March 6, you could save up
to $79 depending upon your type of registration. Suppliers please note: Logo’d
shirts may not be worn by non-exhibiting suppliers on the show floor. We ask you
respect the exhibitors who bring this educational event to the region and as such,
you may not solicit their customers off the show floor as an attendee.
Contact Name:_____________________________________________________________
Company: _____________________________________________Title: ______________
Address: __________________________________________________________________
City, State, Zip: _________________________________________Country____________
E-mail: ________________________Phone: _________________Fax: _______________

Please check the one category that best
describes the business activity of your company:

The Hyatt Regency Long Island Wind Watch Hotel &
Golf Club is offering you beautiful architecture paired
with convenience at a discounted rate of just $139.00
per single/double, plus tax. To book your room, call
800/233-1234 and be sure to mention that you are with
Glass Expo Northeast™. This discounted room rate
offer will end on March 1, 2009. If you need to contact
the hotel directly, dial 631/784-1234.

Cancellations & Refunds:
All requests for cancellation and/or refunds must be received in writing by February 27, 2009, and are subject to
a $40 administration fee. No refunds will be given after
this date.

Questions or Comments:
Please contact USGlass magazine P.O. Box 569, Garrisonville, VA 22463 or call us at 540-720-5584, fax 540720-5687. Make checks payable to Key
Communications Inc. All registration fees must be
payable in U.S. dollars.

❏ Flat Glass ❏ Auto Glass ❏ Hardware
❏ Architectural/Door & Window ❏ Other (Please Specify)
Registration Fees

All fees must be payable in U.S. dollars.

Choose One

Hotel Reservations:

LIGA Members or
Magazine Subscribers
Pre-register
On-site

Non-Members,
Non-Subscribers
Pre-register
On-site

Full Registration (pre-register by 3/6/09)*
Includes admission to all seminars, workshops
and demonstrations on both days.

❏ FREE

❏ $79

❏ $59

❏ $79

Non-Exhibiting Supplier Registration (pre-register by 3/6/09)
Includes admission to all seminars, workshops
and demonstrations on both days.

❏ $79

❏ $99

❏ $99

❏ $109

❏ FREE
❏ FREE

❏ $59
❏ $59

❏ $49
❏ $49

❏ $59
❏ $59

❏ FREE*

❏ $19

❏ $10

❏ $19

Daily (pre-register by 3/6/09)*
Includes admission to all seminars, workshops and demonstrations on
either day as well as trade show on either Wednesday or Thursday.
Wednesday*
Thursday*
Trade Show Only (pre-register by 3/6/09)*
Glass retailers and LIGA members.
Includes admission into Glass Expo Northeast™ ONLY.
*Not available to non-exhibiting suppliers.

Method of Payment

❏ Check enclosed. (Made payable in U.S. dollars to Key Communications Inc.)
❏ MasterCard ❏ Visa ❏ AMEX
Credit Card# __________________________________________CVV#: ____________Expiration Date: ___________________
(CVV# is the 3-Digit code number on the back of credit card or 4-digit on the front of AMEX)
Name on Account: _______________________________________Signature: ________________________________________
E-mail: _________________________________________________Phone: ___________________________________________

For more information visit www.usglassmag.com/gene.
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A Special Section of
USGlass Magazine.

Sightseeing
Ellen Rogers
is the editor of Decorative Glass
magazine.

P

lanning a trip to the PacificNorthwest? If so, chances are
strong visitors will cross paths
with a resounding decorative glass installation or two. After all, with art
glass mastermind Dale Chihuly’s studio set up in Seattle, there’s more than
one of his creations in the area—-including nearby Tacoma. There, visitors
wander the halls of the Museum of
Glass and stroll along the Chihuly
Glass Bridge that connects the city to
the waterfront.
But once the walking is done and
it’s time to unwind, where can visitors
go for a hotel stay that’s on par with
Tacoma’s love of glass? Perhaps the
Hotel Murano (part of the Provenance
Hotels Group), which opened last
spring may fit the bill.

52
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Glass Serves as the Defining
Element of Tacoma’s Hotel Murano
“We used glass as a deeply integrated
art concept throughout the hotel for a
variety of reasons. The most important
reason is Tacoma’s historical roots in
glass art and its familiar label as the
epicenter of glass in the United States,”
says Howard Jacobs, president and
chief operating officer of the hotel.
“The area has attracted many glass pioneers for decades and glass art is culturally institutionalized with the Museum
of Glass—the only glass museum in
the world—in Tacoma and Seattle’s
Pilchuck Glass School, arguably the
most comprehensive educational art
glass center in the world. The Hotel
Murano features more than 45 glass
artists from all over the world, integrated into the international design
style of the building’s architecture.”

Even before entering the hotel’s
doors, glass demands visitors’ attention. Outside, Orizon (Greek for
Horizon), a 104-foot glass and steel
sculpture created by Greek artist
Costas Varotsos, greets guests and visitors as they arrive. The sculpture was
created to convey a relationship to the
horizon and water to the building’s interior where art glass is deeply integrated into form and design. Inside,
three colored glass Viking ships created
by Danish artist Vibeke Skov hang in
the grand corridor of the hotel. The
Hotel Murano houses not only an expansive collection of art glass, but its
public spaces and 300+ guest rooms
are dedicated to world-renowned glass
artists. In fact, each of its 21 floors is
dedicated to one glass artist. And each
www.usglassmag.com
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The process used to create the etched
glass walls involved screenprinting
photographic images onto glass and
then sandblasting them. The end
result has the same appearance as a
black and white photograph.
floor features glass walls intricately
sandblasted with photographs, text
and graphics, creating a memorable art
glass presentation that shares artists’
inspirations and techniques through
quotes and commentary.

More than Words
The hotel’s interior design group,
CorsoStaicoff of Portland, Ore., didn’t
have to look far for inspiration when
working on the Hotel Murano; it was
influenced by the area’s flourishing
local art community.
“The Chihuly Bridge of Glass and
the Tacoma Glass Museum have been
a major factor in setting Tacoma apart
from other cities,” says Denise Corso,
a partner with CorsoStaicoff. “In the
same manner, the design team wanted
www.usglassmag.com
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to link the hotel to the community
using glass as its vehicle.”
The CorsoStaicoff team also came
up with the idea for the sandblasted
glass walls.
“Each guest floor is dedicated to a
single artist, featuring work displayed
behind a customized etched glass
wall,” says Corso. “In addition to the
central installation, photographs along
the corridor shed light on the artistic
process. In the guestrooms are sketches
of the artist’s inspirations and ideas.”
Corso adds, “It was important that
we worked with glass suppliers who
understood our design intent and paid
attention to detail. All the people we
worked with had extensive knowledge
and experience in their field, as well as
patience.”
Ditroen, a Portland, Ore.-based
graphic designer was brought on by
the Provenance Hotel Group to concept and design the hotel’s signage and
develop branded thematic elements for
the hotel interior.
continued on page 54
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A glass sculpture created by Greek
artist Costas Varotsos greets visitors
as they arrive at the Hotel Murano.
January 2009 | USGlass, Metal & Glazing
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“We have often used glass as a medium in our
project work, but the Murano, by far was the
most extensive and complex.”
— Dardinelle Troen, Ditroen
“Working in tandem with CorsoStaicoff, we developed the glass display wall concepts for each of the guest
floors,” says Dardinelle Troen,
Ditroen’s creative director. “We have
often used glass as a medium in our
project work, but the Murano, by far
was the most extensive and complex.
Given the complex nature and degree
of precision required to execute each of
the designs we knew we needed a vendor partner that not only possessed the
skill but had the desire to undertake
such a challenging project. We had
worked with Moon Shadow Etchers
on previous large-scale projects and felt
that we could trust them to achieve
our goal.”

The Writing on the Wall

Danish artist Vibeke Skov created three
colorful glass Viking ships that hang in
the grand corridor of the hotel.
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Moon Shadow Etchers of Sandy,
Ore., got involved when Ditroen
brought them on.
“They were aware of the work that
we could do,” explains Tim Frazier,
owner of Moon Shadow Etchers, “so
we did a prototype wall of Dante Marioni … a relatively simple image …
and we based all of our pricing off of
that prototype. But then the more
work we did on the project the more
we realized what all could be done
with the glass and then the more complicated the work became and we had
to adjust the pricing as time went on.”
Moon Shadow worked closely with
Ditroen throughout the process to ensure the best possible results. Troen
says “hand-in-hand” best describes the
companies’ working relations.
“We were in constant daily contact
with Tim and the Moon Shadow
team,” says Troen. “Throughout the
process there were many unforeseen
challenges and issues with
software/registration and execution
that needed to be problem-solved.
Good communication and our ability
to work as a team were, in my mind,
what made the project ultimately
successful.”
Frazier agrees.

“I presented images to [Ditroen]
and explained what we were capable of
and what we were not capable of, what
would work best and what would not
work. Then they came back to me
with different ideas and we were just
able to work really well together,” Frazier says. “I could not have done it
without them because we are not designers and they could not have done
it without me because they are not
sandblasters.”
The process Frazier and his team
used to create the etched glass walls involved screenprinting photographic
images onto glass and then sandblasting them.
“The image creates the stencil and
then we sandblast it,” Frazier explains.
In other words, Frazier says, they are
reproducing photographs onto the
glass. By using a half-tone film stenciling technique, much like that used in
the printing industry, the company
can create an image on the surface of
the glass that reproduces the exact
shading and nuance of a black and
white photograph.
For Frazier, the Hotel Murano project was the largest one for which he
had done any such work. He explained
that while in the shop he was so particular about the final result being exactly
right that only he and one other person worked on the job.
“At the end of the project we only
had to replace six panels out of about
105.” Three of those Frazier simply
chose to replace. “As I improved my
techniques we replaced those three
panels since they looked better than
before.”

Installation Tactics
Sound Glass, also located in
Tacoma, did the glass installation work
for the Hotel Murano, including the
art glass walls, glass elevators, canopies
and art displays. When it came to installing the art glass panels, Tom
Wright of Sound Glass says the biggest
challenge involved handling.
www.usglassmag.com
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Glass was used extensively inside
the hotel, everywhere from walls,
room dividers, art pieces and
more.
“With all of the different panels,
part of the challenge was keeping the
sitelines equal and keeping the pictures
true [to the intended image],” Wright
says. “It was a lot like trying to hang a
picture on the wall … the tolerances
were very small. The sitelines and the
gaps, everything was designed that way
to ensure the pictures were true to
themselves and made sense [when you
looked at them].”
Wright adds that they also had to be
careful handling the glass because they
could not put their hands on the back
of the glass after setting it, as it might
leave smudges.
“Once the glass was installed we
were not able to access the back side
[so it had to be done right the first
time],” says Wright.
Another challenge for the Sound
Glass team was getting the channeling
to the designated floors.
“Some pieces were too big to go in
www.usglassmag.com

the elevator so we had
to push them up the
stairwell … there were
workers on each floor
who would literally
pull and push the
pieces up to the next
floor through the stairwell,” says Wright.

A Glass Act
For all parties involved, the Hotel
Murano proved to be a landmark
project.
“I think it showcased the extent to
which public spaces can connect visitors
to a place in unexpected and relevant
ways for interactions that leave long-lasting impressions. We were fortunate to
work with a client who had the vision to
see that something as simple as an elevator lobby can be a celebration of glass …
and the artists who create with it,” says
Troen. “The images and narratives por-

trayed on the display walls along with
the studio photos and artist sketches
that line the corridors and rooms creates
a 360-degree-view of the artist that visitors would not necessarily get in a museum setting.”
Though it’s the Italian island of
Murano that has been coined the art
glass capital of the world, thanks to a
Tacoma boutique hotel named for it,
it’s possible to enjoy a similar glass experience that’s perhaps a little closer to
home. dg
January 2009 | USGlass, Metal & Glazing
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Decorative Discussions

A Job Well Done?
The Glass May Look Good, But How do You Avoid a Failure?
By Kris Vockler
Kris Vockler is vice president of ICD
High Performance Coatings in Vancouver, Wash. Ms. Vockler’s opinions are solely her own and not
necessarily those of this magazine.

on the glass coatings end of thing.
During glasstec I saw more glass coatings and colors than I had ever seen in
the past. We knew this was coming, or
at least I did; the thirst for color by architects would eventually lead to more
colors than one could imagine.
In a fervor for color, some manufacturers have gobbled up coatings at a rate
that has not allowed their technical
minds to wrap around one simple question: will this coating last? The spandrel
cavity, for instance, is a harsh environment, with temperatures and humidity
swinging up and down wildly in a given
day. Interior areas are also affected by

ibility testing with sealants and other
materials to be used in the glazing
plan. Double check that reported results based upon standards are presented in their complete form. There
have been cases where information was
omitted in order to ensure passing test
criteria. It’s not only the ethical responsibility of the manufacturer to
produce complete reports, it’s the ultimate responsibility of the fabricator to
ensure completeness and the architect’s
responsibility to ask for the data.

resh from glasstec 2008 in
Germany and excited about
what I see in the world of
decorative glass, I have a vision of what
may be coming our way from Europe.
New glass types, processes, coatings and
colors are on the rise. This is good news
for those of us in the decorative glass
world, but this explosion comes with a
few caveats. For one, how do you know
the coating or technology you just ordered will at least last the life of a building or the application? Can you trust
Making the Grade
the manufacturer? In an ideal world
One last bit of safe-guarding: everyyou should be able to trust the
one must understand that not
“In a fervor for color, some
manufacturer, but in today’s age,
all coatings are created equal. In
fabricators, architects and demanufacturers have gobbled up coatings the categories of acrylic, uresigners must do their homework
thane, epoxy, silicone and ceat a rate that has not allowed their
and ensure they are using and
ramic (just a few of the possible
specifying products that will do
technical minds to wrap around one chemistries I saw at glasstec)
what they want them to do.
each has a grade or difference in
simple question: will this coating last?” how it performs in the presence
ultraviolet (UV) light, and every instalTruth Be Told
of UV light, water, solvent, humidity
Marketing speak can feel so real and lation element touches another compo- and chemical resistance. As my grandnent where it has been glazed.
tug at your emotions ... why would
father always said, “You get what you
Many players in Europe have strug- pay for.” He was right. Purchase a
you not want to trust the message
being conveyed? The job of a company gled from time to time with poor perlower-performing product at a cheaper
formance during application or over
or marketer may be to sell a product,
price and you may get failure that costs
time. The same thing is occurring here you more in the future. Relatively inbut not everyone follows a code of
in North America, although we are a
ethics (just look at the tobacco and alexpensive and expensive coatings are
bit more conservative and guarded.
cohol industries). If it sells it’s a good
available in all of the categories menprogram, right? But why does this
tioned above.
matter in the glass industry? For one,
Need to Know
Not all products are created equal.
we periodically see a new or old prodSo, how does one ask the questions
Understanding what you are using or
purchasing is the first key, yet it is
uct have a rash of failures or a wholeand do the research? From a fabricator
sale failure, yet still the product is
level, ask for certification testing by an most important to know what organiaccepted because of all its other possioutside source or seek complete testing zations have standardized performance testing for a given application.
ble benefits. Sometimes the fad of
results from performance criteria, test
Match those standards to performthese products washes away as the
methods and standards created by orance reports from a manufacturer, dig
troubles outweight the benefit; other
ganizations such as the Glass Assocideeper and seek performance testing
times we put up with the negatives be- tion of North America or ASTM
cause we need those benefits.
Internationl. Then ask the manufacin UV, water and solvent exposure.
Such issues could occur to many elturer for results of UV testing, boil
Being prepared will mean all the difements of glass processing and fabritests, humidity cycling, solvent/chemi- ference between success in the market
cating, but being a chemist, I’ll focus
cal resistance and possibly any compat- and utter failure. dg

F
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Grow Beyond

The AGC Advantage

In a crowded marketplace, AGC Flat Glass North America stands out—with more than 30 years of
glass leadership and innovation. Our low-e product families, Comfort Ti™ and Comfort E2™, are
setting new standards for energy efficiency, appearance and value. As part of Asahi Glass
Company, our global strength in product innovation allows our customers to access a diverse
family of world-leading products for construction, solar and automotive applications. With a world
of product possibilities, AGC can provide the perfect solution for your specific needs.
To learn more, call (800) 251-0441 or visit us online at www.na.agc-flatglass.com.
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ShowCase
machinery and equipment

Take Seaming in Hand
Ashton Industrial in Essex, England, has a new innovation for sale.
EasySeam™ is a handheld cross belt

Macotec Optimizes Laminated Cutting
Managing machinery for cutting laminated glass will be just a memory as
Italy-based Macotec is offering a completely automated laminated cutting
line. The machine features a device that can turn a lite 360 degrees for automatic cutting on the X, Y and Z axis. Minimum trim is two centimeters.
❙❙➤ www.macotec.it

is down. Two 0.7 HP and 20,000 rpm
air motors power the unit, spinning
its abrasive belts at nearly 4,500 feet
per minute.
The 11-pound unit features softgrip double-sided handles to keep the
user comfortable.

also can find all forms of defects in
various batch configurations, objectively, reliably and repeatedly. The
multi-camera system is integrated
into the various stages of processing

❙❙➤ www.ashton-industrial.com

Scanning for Defects
arrissing/seaming machine for coping with special shapes, oversize panels or stepping in when the main line

The POWERSCAN glass inspection
system from ISRA Vision in Duluth,
Ga., not only inspects for glass defects
on the surface, coating and edges but

research

IGMA Offers Two New Publications
The Insulating Glass Manufacturers Alliance (IGMA) has announced the availability of two new publications: the IGMA 25-Year Field Correlation Study Report
and the IGMAC Glass Design Software Program for the Canadian market.
The 25-Year Field Correlation Study Report includes results from the 10-, 15and 25-year mark, all climatic zones, common sealant systems including both
residential and commercial glazing for both Phase 1 (1980-2005) and Phase
2 (1990-2005).
The IGMAC Glass Design program for the CGSB 12.20 standard (GD_2008)
has been updated to fully comply with the 2005 National Building Code of
Canada requirements.
One hour of technical support is included with the purchase of the software program.
❙❙➤ www.igmaonline.org
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glass. The scalable inspection system
ensures 100-percent in-line control
during the production processes.
The integrated QuickTeach defect
classification software can be used to
categorize defects quickly; in addition, it provides a “learning by showing” process.

❙❙➤ www.isravision.com

continued on page 60
www.usglassmag.com
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ShowCase
continued

JLG Helps Glaziers
Reach for the Sky
McConnellsburg, Pa.-based JLG Industries Inc.’s SkyGlazier® accessory
is a manufacturer-authorized glass
and panel holding accessory for boom
lifts. It is mounted below the plat-

form’s frame and has a channel positioned directly in front and below the
platform’s floor so that lites can be
contained outside the platform and
easily secured to the platform’s railing. The design leaves the platform
without any encumbrances so there is

plenty of room
for workers and
their tools.
The platform
has a 1,000-pound
capacity, and an
electronic platform leveling system and swing
speed proportioning are standard.

❙❙➤ www.jlg.com

laminated glass

Shh: Saflex®
Provides Silence
Outdoor noises can be obtrusive
when they make their way inside. In
response, Saflex®, a unit of St. Louisbased Solutia Inc., has developed
what it calls SilentGlass Technology™.

EVERYTHING YOU WANT IN A HEAVY GLASS DOOR
Using simple clamp-on hardware, this versatile pivot door can be installed easily as a
wall mount, from floor-to-ceiling, or in a standard header configuration. Our hardware
accommodates ⅜'' glass and we now offer a ½'' glass option, both available in silver, gold,
brushed nickel and oil rubbed bronze. Powdercoat colors are also available by special order.
For more information about the Signature Pivot Door System and our entire product line,
please visit us online at www.southeasternaluminum.com
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SilentGlass combines three interlayers that decouple and disseminate
sound waves for sound dampening
performance. This patent-pending
product features an acoustical interlayer that transforms sound energy
into heat energy, which then easily
and quietly dissipates. According to
information from the company, utilizing SilentGlass technology in a window can result in a reduction of up to
10 decibels in the “transparent” frequency, or up to a 50-percent reduction in perceived sound.
❙❙➤ www.saflex.com ■
www.usglassmag.com
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[datebook]

Reviews&Previews
IGA Convention’s On;
AGA Show Postponed

T

he board of directors of the Americas Glass Association has voted to postpone the Americas Glass
Showcase trade show until 2010. The architectural glass show has been co-located with the Independent Glass Association’s (IGA) annual convention
and Spring Auto Glass Show™. The IGA event will go on
as planned but in a different venue.

A New and
Innovative
System
Designed for
Hanging Flat
Decorator
Mirrors

Mirror, Mirror on the Wall,
Boy That Hang-It does it all!

Hang-It has been designed to be used with all types of mirrors.
It’s high strength adhesive backing adheres to all mirror paint
backings that meet industry standards. Hang-It saves time and
labor when installing decorator mirrors.
G Provides for a safe and stylish installation of decorator mirrors.
G Easy to install, simply peel off backing paper and stick to back of mirror.
Patent #6572943

Hang-It is Engineered and
Manufactured in the USA

9117 Medill Ave., Franklin Park, Il. 60131 1-800-832-5800
www.andscot.com

62

USGlass, Metal & Glazing | January 2009

>I

“When AGA booked its space for the 2009 trade
show, the economy for architectural glass was in very
different shape than it is today,” says AGA president
Donn Harter. “We feel it is best for our members and exhibitors if we look toward the future rather than 2009.
Given the options available, and its desire to be responsible to the membership, our board voted not to
hold the event this year.”
Harter said all exhibitors who have paid a deposit will
be offered the option of rolling into the IGA Show, getting
a credit with AGA to participate in an AGA regional event
or receiving a refund. “This is not a cancellation of the
show for the future,” Harter says. “We are just going to
skip this year.”
The IGA will now hold its annual Independents’ Days
Convention and Spring Auto Glass Show May 12-14 at
the Sanibel Harbour Resort & Spa in Fort Myers, Fla.
“We have enjoyed having our event co-located with
AGA,” says Dave Zoldowski, IGA president. “Our only
major concern has been holding both IGA events in Las
Vegas each year.” (IGA holds a Fall Marketing Conference in Las Vegas). “Once we learned the AGA’s event
would not be held, we began looking for a venue outside
Vegas and we have found a great one at reasonable
prices and reasonable airfare. We are looking forward
to having a very worthwhile event for the glass industry.”
❙❙➤ www.iga.org/independentsdays.php ■
www.usglassmag.com
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Up&Coming
NORTH AMERICAN EVENTS
February 2-6, 2009
IGMA Annual Meeting
Sponsored by the
Insulating Glass
Manufacturers Alliance (IGMA).
Hyatt Regency Mission Bay.
San Diego.
Contact: IGMA
at 613/233-1510.

February 12-15, 2009
Glass Week 2009
Sponsored by the
Glass Association of
North America (GANA).
Palms Casino Resort.
Las Vegas.
Contact: GANA
at 785/271-0208.

February 15-17, 2009
Building Envelope
Contractors (BEC) Conference
Sponsored by GANA.
Palms Casino Resort.
Las Vegas.
Contact: GANA
at 785/271-0208.

February 22-25, 2009
AAMA 72nd Annual Conference
Sponsored by the American
Architectural Manufacturers
Association (AAMA).
Loews Coronado Bay Resort.
Coronado, Calif.
Contact: AAMA
at 847/303-5664.

March 2-5, 2009
NFRC Spring
Membership Meeting
Sponsored by the
National Fenestration
Rating Council (NFRC).
Tucson Marriott University Park.
Tucson, Ariz.
Contact: NFRC
at 301/589-1776.

April 6-8, 2009
Glass Fabrication & Glazing
Educational Conference
Sponsored by GANA.
Hilton Cincinnati
Netherland Plaza.
Cincinnati, Ohio.
Contact: GANA
at 785/271-0208.

April 20 – 22, 2009
Aluminum Association
Spring Meeting
Sponsored by the
Aluminum Association.
Omni La Mansion del Rio.
San Antonio, Texas.
Contact: Pamela Dorsey
at 703/358-2967.

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

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.

INTERNATIONAL EVENTS

March 25-26, 2009

May 13-16, 2009

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

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

March 26-28, 2009

June 12-15, 2009

AEC 2009 Annual Meeting
and Leadership Conference
Sponsored by the Aluminum
Extruders Council (AEC).
Sanibel Harbour Resort and Spa.
Ft. Myers, Fla.
Contact: AEC at 847/526-2010.

Glass Performance Days
Sponsored by Glaston Corp.
Tampere Hall.
Tampere, Finland.
Contact: GPD
at 358 10 500 6216. ■
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[usg | classifieds]

Employment/
Help Wanted
Estimator/
Project Manager
Central Texas based 62 Yr old contract glazing company seeks career minded individual,
knowledge of alum. storefronts, curtain walls,
glass & glazing. Material take offs, estimating,
project management. 2 yrs experience, relocation expenses considered. E-mail resume to
careers@acmeglass.com or fax 979/779-5964.
All inquiries kept confidential.

Sales Representatives

Seeking dynamic professional sales representation. These sales reps will be instrumental in the aggressive expansion of our
aluminum folding door and window line
for the commercial storefront industry. The
territory will include all locations throughout the U.S. for our Midwest based company. For immediate consideration please
forward resume and proposed territory to
randee@ramcometals.com.

Legal Position

Senior Estimator/
Project Manager
Continued Co. growth requires an experienced top notch individual with background in estimating/managing Window,
SF, and CW projects along with managing
the PM dept. Market area is PA, MD, DC,
VA, NJ, and NY. Above average income
potential for an above average person.
Looking for an organized person with
excellent people and computer skills who
can manage others. Send resume & salary
requirements to Bob@WGGInc.com or fax
717/389-0942.

Used Equipment
for Sale
New and Used Equipment
NEW 4 spindles flat edger $17,500 US
Intermac Master bevel - 2 years old
Intermac Master 33 - 4 years old
Intermac Master 43 - 4 years old
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

Bovone Beveling Machine
7 spindles, 3 polishing felts. Rebuilt 2002.
Runs great. Asking $29,900.

Somaca Polisher EE1

Roetzel & Andress, a multi-office, AV-rated,
law firm with 240+ Attorneys in 11 offices
in Ohio, Florida and Washington D.C. has an
opening in its Toledo, Ohio office for an associate with two to five years of experience.
Admission to the Ohio bar and good academic credentials required. Specifically, the
candidate should have a strong science
background. The associate opening is for a
specialized building code practice working
directly with Thom Zaremba, AV- rated and
recently named by USGlass Magazine as
one of the 50 most influential people in the
glass industry. Great opportunity for a qualified candidate to work with a national
leader in the glass industry. Competitive
salary and benefits. Send resume and salary
requirements to: hr@ralaw.com. In subject
line reference: Toledo Associate. EOE

64

USGlass, Metal & Glazing | January 2009

1-spindle, runs great. $3,900. Please call
708/307-8158 for more information.

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.

Save Time & Money!
Outsource your shop drawings. Any manufacturer, professionally done. Quick turn
around! Call Chris at 850/525-3500 or
e-mail cmuldowney922@hotmail.com

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.

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.

Businesses for Sale
Glass Company for Sale
Well established glass company located in
Chattanooga, Tennessee for sale. 3000 SF
Building, equipment, inventory and vehicles included. Asking price $650,000.00.
Inquires should be made at
Tbird5802@aol.com

Glass Business for Sale
San Francisco, California. Owner retiring.
32 yrs same location. Walk in, take over.
Growth potential. Asking 25k. Call
415/587-8513, Lynne or Jon.

Glass Expo
Northeast™ 2009
March 25-26, 2009
Hyatt Regency Long Island
at Wind Watch H otel
& Golf Club
Long Island (Hauppauge),
New York
For more information
call 540/720-5584 or
visit www.usglassmag.com/gene.
PO Box 569, Garrisonville,VA 22463
www.usglassmag.com
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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

Tekon Universal Sciences Inc.
Truly Long Lasting Non-Toxic
Super Hydrophobic Nanotechnology
Glass Coatings & Treatments
15471 Redhill Ave. #A
Tustin, CA 92780
Phone: 888/749-8638
Fax: 714/259-0882
www.tekon.com
info@tekon.com
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Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

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
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

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

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

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.

USGlass, Metal & Glazing | January 2009

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

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

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

Don’t miss this
opportunity to get your
company noticed!

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

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

Acid Etched Glass

Listings are $450 each,
including website and
e-mail address (additional
charge for logos).

Fire-Rated Glass

Block

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

General Glass International
101 Venture Way
Secaucus, NJ 07094
Phone: 201/553-1850
Fax: 201/553-1851
www.generalglass.com
sales@generalglass.com
SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com
www.usglassmag.com
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Technical Glass Products
600 6th Street South
Kirkland, WA 98033
Phone: 800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com
VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com
Hurricane-Resistant

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

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

X-Ray Protective

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

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

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

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

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

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

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

Bent

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

Bent

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

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

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

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

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

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

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

Painted

C.R. Laurence Co. Inc.
2503 E Vernon Ave.
Los Angeles, CA 90058
Phone: 800/421-6144
Fax: 800/262-3299
www.crlaurence.com

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

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

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

Albat + Wirsam
North America
1540 Cornwall Rd., Suite 214
Oakville, ON L6J 7W5
Phone: 905/338-5650
Fax: 905/338-5671
www.albat-wirsam.com
moreinfo@albat-wirsam.com

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

TM

THE

DECORATIVE

GL A SS

SOUR CE

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

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

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

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

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

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

U.S. Bullet Proofing, Inc.
4925 Lawrence Street
Hyattsville, MD 20781
Phone: 800/363-8328
Fax: 301/454-0199
www.usbulletproofing.com
info@usbulletproofing.com

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

Closers

Window Film

Fire Rated

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

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

68

Access Hardware Supply
14359 Catalina Street
San Leandro, CA 94577
Phone: 800/348-2263
Fax: 510/483-4500
Technical Glass Products
600 6th Street South
Kirkland, WA 98033
Phone: 800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com

UL Approved

Glass Flooring

Jockimo

TM

Advanced Architectural Products

www.Jockimo.com

USGlass, Metal & Glazing | January 2009

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

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

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

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

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

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

www.usglassmag.com

Product Information
Contents

© 2010 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Zoom Fit
Search

+

Archives

–

I<

<

E-Mail

>

>I

Subscribe

[usg | supplier’s guide]

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

INSULATING GLASS AND
RELATED PRODUCTS

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

DOOR HARDWARE AND
RELATED PRODUCTS

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

Track Caps

Johnson Bros. Metal Forming
5520 McDermott Dr.
Berkeley, IL 60163
Phone: 708/449-7050
Fax: 708/449-0042
GLASS HANDLING/
TRANSPORTATION

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

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

Production Lines

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

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

IGE Solutions Inc.
2875 Jupiter Park Dr. Ste. 100
Jupiter, Florida 33458
Phone: 561/741-7300
Fax: 561/7413071
www.igesolutions.com

Acid Etched Mirror

Bear Glass
399 20th Street
Brooklyn, NY 11215
Phone: 718/832-3604
Fax: 718/832-0786
www.bearglass.com
Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC H7X 3K7
Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
sales@walkerglass.com
Antique Mirror

Drill Bite

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

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

INSULATING GLASS
MACHINERY/EQUIPMENT

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

Lapcraft Inc.
195 West Olentangy St.
Powell, OH 44065-8720
Phone: 800/432-4748
Fax: 614/764-1860
www.Lapcraft.com
CustService@Lapcraft.com
Bottero Flat Glass Inc.
330 Weaver Rd., Suite 600
Florence, KY 41042
Phone: 800/900-7559
Fax: 845/362-1856
MIRROR AND MIRROR
RELATED PRODUCTS

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

MirrorUnique

™

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

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

Decorative

Cutting Machine

Spacers

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

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

antique mirror glass

Jockimo

TM

Advanced Architectural Products

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

www.Jockimo.com
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SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS

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

WINDOW & DOOR
REPLACEMENT
HARDWARE

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

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

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

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

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

Decorative Film

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

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

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

Architectural Film

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

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

WINDOW HARDWARE
Stiffeners

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

Auto Film

Everything is

Better Digitally
Welcome to the latest
service from USGlass magazine
• An electronic version of USGlass
delivered right to you via e-mail
• Perfect for on-the-road reference
• Ideal for international subscribers
• Receive your issue prior to print
subscribers
• Bonus material: additional
and extended stories
• Searchable index

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

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

WINDOWS
Blast Resistant

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

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

www.usglass-digital.com
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Pacific Laser Systems
449 Coloma Street
Sausalito, CA 94965
Phone: 800/601-4500
Fax: 415/289-5789 ■
www.usglassmag.com
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[advertising index]

Page

Company

Phone

Fax

Web Address

57

AGC Flat Glass North America

800/251-0441

423/229-7110

www.na.agc-flatglass.com

62

Andscot Company Inc.

800/832-5800

773/625-1242

www.andscot.com

74

Arch Aluminum & Glass Co. Inc.

866/629-2724

586/725-4627

www.allglassentrances.com

38

Azon Systems Inc.

800/788-5942

269/373-9295

www.azonintl.com

25

Bohle America

704/887-3457

704/887-5201

www.bohle-america.com

62

California Glass Bending

800/223-6594

310/549-5398

www.calglassbending.com

35

Cardinal Industries

952/935-1722

952/935-5538

www.cardinalcorp.com

65

Chinese Ceramic Society

68 1068348131 86 1068349359

www.ceramsoc.com

21

C.R. Laurence Co. Inc.

800/421-6144

800/587-7501

www.crlaurence.com

42

Demountable Concepts Inc.

800/254-3643

856/863-6704

www.myglasstruck.com

29

F. Barkow Inc.

414/332-7311

414/332-8217

www.barkow.com

41

Fraco USA Inc.

450/658-0094

450/658-8905

www.fraco.com

785/271-0208

785/271-0166

www.glasswebsite.com

45, 61 Glass Association of North America
42

Glass Technology

800/441-4527

970/247-9375

www.gtglass.com

73

GlasWeld Systems

800/321-2597

541/388-1157

www.glasweld.com

23

Glaziers Center

866/698-4430

607/698-4434

www.glazierscenter.com

59

Grove Products Inc.

800/724-7683

978/840-4130

www.groveproductsinc.com

39

Groves Inc.

800/991-2120

815/338-8640

www.groves.com

13

IGE Solutions Inc.

800/919-7181

561/741-3071

www.igesolutions.com

63

Jordon Glass Co.

800/833-2159

305/482-0119

www.jordonglass.com

C2

Mayflower Sales Co. Inc.

800/221-2052

718/789-8346

www.mfsales.com

4-5

Oldcastle Glass

866/653-2278

770/804-3369

www.oldcastleglass.com

43

Painters & Allied Trades

888/934-6474

301/654-2025

www.lmcionline.org

19

PPG Industries Inc.

888/774-4332

412/826-2299

www.ppgideascapes.com

20

Precision Glass Bending

800/543-8796

800/543-8798

www.e-bentglass.com

63

Pulp Studio

310/815-4999

310/815-4990

www.switchlite.com

11

Salem Distributors

800/234-1982

336/766-1119

www.salemdist.com

9

Sapa Fabricated Products

800/643-1514

866/833-5978 www.sapafabricatedproducts.com

16

Shat R Proof Corp.

800/328-0042

952/946-0461

www.shatrproof.com

27

Sommer & Maca

866/583-1377

866/584-9722

www.somaca.com

60

Southeastern Aluminum Products

904/781-8200

904/224-8068 www.southeasternaluminum.com

15

Technoform

330/487-6600

423/929-0002

www.technoform.us

25

Tekna USA Corp.

877/477-4840

815/477-7870

www.teknausa.com

3

Unruh Fab Inc.

888/772-8400

316/772-5852

www.unruhfab.com

17

Viracon

800/533-2080

507/444-3021

www.viracon.com

1

United Glass Corp.

800/232-9050

Not Available

www.ugcglass.com

44

US Horizon

877/728-3874

888/440-9567

www.ushorizon.com

51

Versalux

800/331-2007

918/254-5244

www.versaluxglass.com

7

Vitro America

800/238-6057

501/884-5338

www.vitroamerica.com

www.usglassmag.com
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theBusiness

Passing The Buck(et)s
by Lyle R. Hill
oping that the number I had
been given would actually work
… I picked up the phone and
made the call. I was not disappointed
… the call was answered half way
through the first ring.
“Hello,” the person that answered the
phone stated somewhat drearily.
“Good morning,” I began, “my name
is Lyle Hill and I’m trying to reach Mr.
Mickey Scifo.”
“Who gave you this number?” the
now somewhat agitated voice on the
other end of the line fired back.
“Are you Mickey Scifo?” I asked.
“Yeah, but this is my private line so I
wanna know how you got this number.”
“Well Mickey, apparently one of my
guys knows one of your guys or maybe
one of your guy’s guys so it really wasn’t all that difficult to get your number.
I hope you’re not upset. I mean, you
being from Chicago and all, I would
think that you would understand.”
“OK … what do you want?”
“Money.”
“Money?”
“Yeah, Mickey, I was told that you’re
the person in charge of giving money
away under some program by the name
of BARF or BARK or something like that.
So I was kinda hoping you could help me
out … with a little money that is.”
“I assume Mr. Hill that you’re referring to the Business Assistance and
Rescue Financing program.”
“Listen Mickey, you can call it by
whatever fancy name you want, I just
want to know how I can get in on the action. You see, it seems to me that everybody else is getting buckets of bailout
money lately so I figure there might be
some available for me too.”
“Are you a bank Mr. Hill? Or an auto
manufacturer or a mortgage financing
institution?”
“No, but I am from Chicago, and with
Washington being run by Chicagoans
these days, I just figured that I could

H
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maybe somehow qualify for some of
those bailout bucks that are being
passed out.”
“Well, Mr. Hill, there is a slight possibility that you might qualify for assistance if
indeed you are in a distressed industry
and, as you say, you are from the windy
city. But we have to do it by the book. No
shortcuts … no special treatment of any
kind. Things are different here. Agreed?”
“Oh, all right.”
“Good. Now what business did you
say you were in Mr. Hill?”
“The glass business, Mickey.”
“OK, let me look that up … oh yes …
oh my. Wow, apparently you really are in
a distressed industry! Says right here
that most of your industry’s problems
stem from the fact that you have historically sold yourselves much too cheaply.
Unrealistic estimates … price cutting …
poor negotiating … that kind of thing.
Basically victims of your own poor business practices. Currently, the BARFALOT
guide puts your industry near the top of
those in extreme distress.”
“Mickey, while I’m really only interested in getting as much money from
you in as short a time span as possible,
would you mind telling me exactly what
BARFALOT stands for … it would
probably kill me not to know.”
“Of course, Mr. Hill. BARFALOT is the
official directory of BARF and stands
for the Business Assistance and Rescue
Financing Actuarial Listing of Officially
Troubled Industries.”
“But wouldn’t that then be BARFALOTI?”
“Yeah, and in the beginning it was but
we couldn’t get all of that on the letterhead so we dropped the Industries
part. You know, in times like these,
we all have to do a little more with
a little less.”
“OK, Mickey, if you say so, but
let’s get back to the subject of all
this money being given away by
the government. Specifically,

how do I get some?”
“All right, Mr. Hill. If four of the following five questions are answered correctly, then I think we can get you some
money. That doesn’t sound too difficult
now does it? So, are you ready?”
“My first answer is ‘no’ and my second
answer is ‘yes’ and let me quickly add that
I hope the next three questions are not
too much harder than these first two.”
“What are you talking about, Mr. Hill?”
“What do you mean what am I talking
about? You said there would be five questions and then you asked me two right
away … ‘did it sound hard’ and ‘was I
ready?’ I answered those correctly and
now I’ve answered your third question
about ‘what am I talking about,’ so now I
only have to get one more right and I get
my bailout money. And I’ve gotta tell you
Mickey, so far this has been a whole lot
easier than I would have ever imagined.”
“OK, that’s about enough. Now one
last time, who gave you my number?”
“Johnny ‘The Mooch’ Rago … four for
four … I can’t stand it!”
“Are you out of your mind, Hill?”
“Ah-ha! I knew there would be at
least one trick question. But I already
got four right so I don’t have to answer
this one … even though I’d have at least
a 50-50 chance. So when do I get my
bailout bucks?”
“What will it take for you to go away,
Hill?”
“I won’t accept a penny less than
$10,000!”
“Mr. Hill, I will mail you a personal
check tonight for fifty bucks if you’ll
promise to never call me again.”
“I’ll take it!” ■

L y l e R . H i l l is president
of MTH Industries of Chicago.
Mr. Hill’s opinions are solely
his own and not necessarily
those of this magazine.
www.usglassmag.com
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