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INTRODUCING CRL'S ALL NEW
UV GLASS BONDING SYSTEM
Another Innovative Technology from

A

Hundreds of Possible Uses in Glass Construction
• THE RIGHT ADHESIVE FOR ANY APPLICATION
• CRL UV GLASS FURNITURE HARDWARE
• CRL UV CURING LAMPS
• CRL FIXATION DEVICES

W!!
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GB10 Glass Bonding System Catalog
Order a copy, view or download the new GB10 online at crlaurence.com

• Easy to Understand Instructions and Guidelines
• Hundreds of Possible Uses in Glass Construction
• Advanced UV Adhesives Provide Strong Bonds
to Varied Substrates
• New Innovative Fixation Devices
• Wide Variety of UV Lamps
• Latest Designs in UV Glass
Furniture Hardware for
Unique Glass Furniture
• Starter Kits – Basic
and Professional
ISO 9001:2008 Certified

®

Glass-to-Glass Bonding

Glass-to-Metal Bonding

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

Contact us by phone at (800) 421-6144
and ask for the Glass and Glazing Division
at extension 7720. Fax (800) 587-7501
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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 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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30 Building Backlog
Glazing contractors across the country are riding
out the tough second half of 2009 as best they
can. Read these tips for augmenting your
backlog.

36 Secret Shopper
The undercover visit to ABC Glass & Mirror
revealed how critical customer service can be for
a retail shop. Learn how this shop rated—and
tips for improving your own retail space.

40 “Acing” the Test
With the use of some tough products and some
very strenuous testing, even downtown Miami is
able to embrace the use of all-glass curtainwalls
without fear of hurricanes, as evidenced by the
new office at 1450 Brickell Ave.

44 Hands on the Wheel
The Flat Glass Logistics Council provided tips for
shippers, receivers and carriers on how to reduce
costs and improve safety at its meeting in May.
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on the cover
Architects aren’t shying away from the
use of glass in downtown Miami’s
newly constructed skyline, despite
the threat of hurricanes. Read
about the strength of one
particular Dade-County, Fla.,
curtainwall on page 40.
Photo by Megan Headley.
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Good Reasons
To choose Bohle ...

... for UV-Bonding

The Bohle Group, leading manufacturer and supplier of tools, machines and accessories for glass processing and finishing, has been
represented in North America with their own subsidiary since 2008. We offer a long history of manufacturing and innovation since
1923, with our own products made in Germany, now available directly - bringing quality and affordability together.

01 High Quality - Made in Germany
Bohle is a leading manufacturer and supplier of tools, machines and accessories for glass
processing and finishing. The company looks back on more than 85 years of know-how and
tradition, through innovation and consistent quality.

Long service life
New technologies

9
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t booth #6
Meet us a

02 More than 20 Years of Experience
The world´s largest glass bonding program from Bohle covers the entire spectrum from
pre-treatment to fixation to the bonding process itself and curing.

We have all the supplies you need
Free support from master glaziers

03 Expanding Online-Shop
Visit us and find our monthly specials in the NEW
Online-Shop for America. Your item is just clicks away!
Find out more at: www.bohle-america.com

Monthly specials
Growing product range
Bohle America, Inc. · 13850 Ballantyne Corporate Place · Suite 500 · Charlotte, NC 28277 · T +1 866 939 0053 (toll free) · www.bohle-america.com
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USGlassElectronic
Only on USGlassmag.com
Features Exclusively Online
•

A Show to Watch
While some attendees found North American attendance down at
China Glass 2009 in Shanghai, others said that the improved
quality of this show will make it worth watching as the economy
returns.

•

Edging Closer
Konarka Technologies Inc.’s development of a new PV technology
could provide a way to bring window film products into the solar
market.

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:
ABC Glass & Mirror created a shower door showroom that balances its small, uninviting facility with a multi-tasking display
and excellent customer service (see page 36). What do you
think should be the first focus in setting up a glass product
showroom?

❏ Having a large range of products on display
❏ The appearance/neatness of displays
❏ Employees’ product knowledge
❏ Employees’ politeness and appearance
June Survey Results
What do you see as the biggest demand for laminated glass in
the next four years? You answered:
New decorative options
ranging from fabric
interlayers
to LEDs

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

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
Ellen Rogers
Online editor,
www.usgnn.com

On Occasion - deBLOG

Expansion of hurricane
resistance code
27%
requirements

Debra Levy
Publisher,
USGlass Magazine

55%

18%

Federal and/
or military
investment in laminated glass
0% Home and building owner demand for sound dampening
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Visit our online discussion boards at
www.usglassmag.com/phpBB2
to ask questions and share
experiences about business
and life in the glass industry.
www.usglassmag.com
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No one makes it easier
to upgrade your building.
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WHERE WINDOWS ARE JUST THE BEGINNING.
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New from USGlass Magazine
A Site Designed Exclusively for Contract Glaziers
Visit www.usglassmag.com/contractglazing to View:
• In-depth Articles;
• Business News;
• Informational Videos;
• Glazing Columns;
• Installation Information;
• Company News;
• Industry Events;
• And So Much More!
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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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GANAPerspectives

Fall Focus
GANA Fall Conference Features Energy Seminars
by B i l l Ya n e k
reparations for the Glass AssoGANA members are rising to the energy
ciation of North America’s
challenge by creating specialized tempering
(GANA) Fall Conference, scheduled September 1-3 at the Embassy
furnaces, enhanced mirror technologies and
Suites near Kansas City International
Airport in Kansas City, Mo., have been
more to be able to meet market and
underway for several weeks now. A siggovernment demand for alternative energy.
nificant feature of this year’s event is a
morning focused on energy and its opportunities for the flat
Scott Thomsen of tion of coal-based energy plants in the
glass industry.
Guardian
Industries state. Parkinson brokered a comproThe morning will
Corp. will brief atten- mise that allowed for a “clean coal”
kick off with Jim Bendees on the impact of plant in return for the development of
ney, executive director
solar energy on the flat several new energy technologies.
of the National Fenesglass industry, along
Each of the energy seminars are
tration Rating Council
with what the photo- sponsored by Solar Glazing magazine
(NFRC), who will give a
voltaics, concentrated (www.solarglazingmag.com), the excitdemonstration of the
solar power and solar ing new publication from Key CommuComponent Modeling
thermal technologies nications, publisher of USGlass
Approach (CMA) Promean to the glass indus- magazine. Attendees will receive a comgram, outlining the Gov. Mark Parkinson will
try from the standpoint plimentary subscription to the magatools available to the in- address the conference on of the business and zine, as well as other information and
dustry and how to use emerging energy
technical hurdles and of tools. Following the seminars, the
them. Benney will also technologies.
the opportunities these GANA: Energy Committee will meet.
participate in a quespresent. Thomsen also
In addition to the energy seminars,
tion-and-answer session about CMA will provide a 10-year viewpoint on each of GANA’s seven divisions will be
during the presentation.
what solar will mean for the industry holding their technical committee meetGANA members are rising to the en- and the importance of government ings at the GANA Fall Conference, with a
ergy challenge by creating specialized support for these technologies.
full slate of action items on the docket. To
tempering furnaces, enhanced mirror
To compliment the technical discus- learn more about GANA’s Fall Conference,
technologies and more to be able to sion about alternative energy, GANA as well as to register for this event, please
meet market and government demand has invited Kansas Governor Mark visit the GANA website at www.glassfor alternative energy. The GANA Fall Parkinson to address the conference website.com/events/fallconference. You
Conference energy seminars will fea- attendees on emerging energy tech- may also follow us on Twitter at
ture two such leaders.
nologies and government demand for www.twitter.com/glassnation. ■
Gary Faykosh of the Willard & Kelsey them. Parkinson has been feaSolar Group, a new company com- tured nationally in the news for
prised of several executives who previ- bringing a solution to the state’s
B i l l Y a n e k is the
ously worked with First Solar, will brief growing demand for electricity.
executive vice president of
the audience on a variety of solar en- His predecessor, Kathleen SebeGANA. Mr. Yanek’s opinions
ergy technologies and solutions, as well lius, now Secretary of Health and
are solely his own and not
as opportunities for the flat glass in- Human Services in the Obama
necessarily those of this
dustry to become more involved in administration, had vetoed sevmagazine.
producing them.
eral bills to authorize construc-
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Loå3-366® > XL Edge® > Neat®> Preserve®

The “Universal” solution.
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From the cold north to the hot south, Loå3-366® (low-e cubed) glass delivers all-star performance. It’s the
one glass that can help you achieve compliance with the new ENERGY STAR guidelines, everywhere in the
country. With the lowest center of glass U-Factor in a double-pane unit (0.24 with argon fill), it offers the best
chance for your current window designs to meet northern zone insulation requirements. With a glass SHGC
of 0.27, Loå3-366® handles the hot south and the most stringent ENERGY STAR solar heat gain restrictions,
regardless of window size. Controlling heat loss in the winter and solar gain in the summer minimizes interior temperature swings, leaving homeowners more comfortable year around. Make every ENERGY STAR
zone a comfort zone – with Loå3-366®. For more information, visit www.cardinalcorp.com.
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Cardinal CG Company / Superior glass products for residential windows and doors

A CARDINAL GLASS INDUSTRIES COMPANY
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Buyer’sBlock

Know Thy Job
Tips for Guaranteeing Payment on a Job
by Paul Bieber
ou sharpened your pencil on the your letterhead, saving the lawyer’s bill to There is nothing wrong with asking for
quote, you worked hard on the job prepare a form. Ask the bank if the cus- a deposit. Owners will pay for materiand now, 90 days later, you are tomer has written any insufficient checks als, but generally not for labor or overkicking yourself in the tail because you’re in the last year, if they are a borrowing head on your part. Be prepared to offer
not being paid. You have to protect your- customer and, if so, to what percentage of a prepayment discount on the value of
the deposit, say two or
self and your company
You are entitled to evaluate your risks three percent. If your fabwith proper procedures
in your customer account before granting credit. If your customer, ricator wants prepayment
for glass or metal, deset-up especially in these
at any level, doesn’t want to share this mand the same discount.
economic times.
If you don’t get it, shop for
information,
that
alone
should
be
the
a new fabricator.
KNOW YOUR CUSTOMER
If none of these opFor starters, make sure
red flag that waves you off the job.
tions surface, consider
your customer fills out a
proper customer application, including: their capacity have they borrowed (if they working on a joint-pay. Ten years ago,
full legal name, address, owner’s are maxed-out on their borrowing capa- joint pays were considered a sign of
name(s), home addresses and phones, bilities, this is a red flag) and how are they weakness. Today, it is a sign of a sharp
business person, one who knows how
cell numbers, e-mail addresses, three paying back the bank?
to control and work with risk. Joint pays
business references, a banking reference, tax ID number and, if you can, a KNOW YOUR JOB
take many forms; most general conpersonal guaranty for all purchases. Use
You know the location and the general tractors and owners have a standard
any customer application you have filled contractor. Do you know the owner of the form, as do most fabricators. You’ll want
out for your vendors as a template. If a property? Do you have the address and the joint pay amount to be as large as
customer is COD, you still need all of contact for the owner? If you are renovat- possible, covering your labor where you
this information. How many times have ing a retail store in a mall, do you have the can. Avoid the “pay-when-paid” clause
you done the preparation work and or- mall’s information? No mall owner wants at all costs. Set progress payments and
dered material, only to get to the jobsite a lien and will help you if you have a slow- then a firm date, such as 60 days after
and no check is waiting? Don’t assume paying customer. If you are a fabricator, substantial completion, for your final
a “big company” is a safe credit risk. Is you need this information as well. Some payment, less retainage.
anyone owed money by GM?
fabricators insist on knowing the job loIn the next issue we will discuss
Contact the references, asking how cation and owner information on all or- proven collection techniques if your acyour new customer has paid them in the ders over a certain dollar level.
count goes into a past-due status. ■
past. Make sure the references are valid.
You are asking yourself why you
If the customer is a million-dollar con- should have this information.
tractor and gives you three small hard- Simple … you are granting credit
P a u l B i e b e r has 30
ware stores as references, that is a red for some or all of the value of the
years in the glass industry,
flag.You want vendors that are important job. You are entitled to evaluate
including nine years with C.R.
to your customer, those that do at least your risks before granting credit.
Laurence Co. Inc., and 21
as much business per month as you an- If your customer, at any level,
years as the executive vice
ticipate doing with your customer.
doesn’t want to share this inforpresident of Floral Glass in
You may need a release signed by the mation, that alone should be the
Hauppauge, N.Y., from which he retired in
customer to have bank information re- red flag that waves you off the job.
2005. Mr. Bieber’s opinions are solely his
leased to you. Ask your bank to give you
Should you risk losing the
own and do not necessarily reflect the
the form they require, and copy this into quote by asking for a deposit? Yes.
views of this magazine.
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OnlineBylines

Search Engine Overhaul
Leveraging Search Engines for the Ultimate ROI
by Mike Jones
ew customers used to find you
through word of mouth, strategic print advertising and marketing campaigns. You have a solid
reputation and a good cadre of loyal
customers. Yet today, more than 80 percent of those potential customers turn
instead to Google or other search engines to tell them which companies
offer the glass services they need.
Most of those customers have not
heard of you yet and have no idea of
your specialties, nor how to find you
online. That’s why search engine leveraging is such a valuable tool when creating an online presence.
Using search engines to help your
customers find you requires a different
strategy than the more conventional
advertising techniques to which you
may be more accustomed.
Whereas most offline marketing
techniques are designed to catch customers’ attention and convince them
that they need your glass services (even
if they hadn’t been considering them up
until that point), online marketing
techniques work in the opposite way.
The search engine finds the customers that are looking for your specialty, and only shows them ads if it
thinks they sincerely want to know
more about your glass services niche.

N

PUSH AND PULL MARKETING
The traditional method of marketing
is commonly referred to as “push” marketing, where you try to push customers into buying your product or
service whether they’re actively seeking
you or not. Push marketing often works
against the grain, since customers are
not necessarily looking for your services at the time your ad hits them.

12
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Leveraging search engines is classified as “pull” marketing, where customers already seeking your service
are gently directed to your company
via search engine hosted advertising.
The customer was already headed
your way, since he was looking for the
kind of service you provide. All you
did was pull him gently in your company’s particular direction, instead of
letting him drift to another company
or competitor.
Pull marketing is often welcomed by
customers because it helps them find
what they seek. Push marketing, on the
other hand, is often considered invasive
and annoying.

WHY PULL MARKETING
PROVIDES THE BEST ROI
Leveraging search engines for your
advertising efforts is an example of pull
marketing. Your customers actually
welcome your ad, because it will give
them a good solution to the problem
they were trying to solve.
A push ad might only persuade one
out of 1,000 people that they really do
need your product or service and that
they should buy it. A pull ad, since it is
directed toward people who definitely
need your product or service, has a
much higher success rate when it
comes to making a sale.
Among advertisers, search engine
advertising of various kinds has
ranked number one and two as
the best possible return on investment, according to the Search Engine Marketing Professional
Organization. It’s easy to see why,
when the only people who will see
your ad are the people who most
want your product.

TRANSFERRING YOUR EFFORTS
This shift from push to pull marketing often means you have to change
your perspective on where you’ll be putting your efforts.
Instead of targeting a customer who
may not be looking for your service at the
time, you are now targeting a customer
who you know is interested. Your ad no
longer has to persuade them they want
the service, but rather that yours is the
best company to provide that service.
This means that you won’t want to
simply transfer the same text from your
print ads into your online ad. You’ll
want to target your ad toward buyers
who already are interested in your
product but may need proof that you’re
a better choice than your competitor.
As an example, a print ad might explain why a certain kind of glass can
protect your building from hazards. An
online ad for that same product might
say that your company offers 24-hour
commercial and industrial window replacement service or some other differentiator. There’s no need to persuade
the customer of the merits of that kind
of glass—he’s already searching for it.
You simply need to persuade him that
you are the best provider.
With a smart targeting strategy and a
small shift in objective, search engine advertising will undoubtedly give you one
of the best returns on investment. ■

M i k e J o n e s is the
president of GTS in Portland,
Ore. Mr. Jones’ opinions are
solely his own and not
necessarily those of this
magazine.
www.usglassmag.com
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CompanyNews
AGC Merges Flat and Auto
Glass Divisions to Boost Productivity
Asahi Glass Co. Outlook for Consolidated
Operating Results for the First Half of Fiscal
Year 2009, January 1-June 30, 2009

I

(Unit: millions USD)
Net Sales

Operating
Income

Ordinary
Income (loss)

Net Income
(loss)

Outlook
(as announced this time)

$5,132

$0

($51)

($390)

Results for the previous term
(interim ended June 2008)

$7,945

$1,124

$982

$492

Annual outlook (fiscal year
ending December 31, 2009)

$10,264

$307

$205

($431)

Doralco Expands
Capacity in First Quarter

D

oralco, based in Alsip,
Ill., is expanding its
architectural cladding
division with additional column cover manufacturing
equipment and skilled
craftsmen.
“We’ve been very fortunate
to enjoy good growth in this
economy,” says Tom O’Malley,
vice president of sales, who Doralco is expanding its facility to make room
attributes this to three things: for new equipment and personnel.
“the partnerships with our
suppliers and customers; our team’s commitment to always exceeding our customers’ expectations; and our new product innovation.”
The company says the additional capacity is needed to handle increased demand for column covers.
“This new expansion just gives us another edge against our column cover competition and gives us the capacity to maintain one of the fastest turnaround
times in the industry,” says Brian Clifford, president. “I know it’s crazy, but we’ve
actually been able to turn the economic downturn into new business through
fresh thinking and only the best customers.”
❙❙➤ www.doralco.com
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n its first quarter 2009 financial report
Asahi Glass Co. (AGC) in Japan reported that it would merge its current
flat glass company and automotive glass
company to create a single all-encompassing glass company. The company will
be headquartered in Brussels with regional headquarters in Japan, Belgium
and the U.S. The decision to merge the divisions was made in an effort to boost
productivity following the announcement
of bleak financial results for the first quarter of 2009 (see chart).
As the outlook for the global economy
in 2009 remains uncertain, and the economic growth of emerging countries that
have led AGC’s worldwide growth is expected to slow down, the company expects
shipments of flat and automotive glass to
remain flat in 2009 throughout all regions.
Moreover, the company expects the
growth rate of glass for solar cells to slow
as a result of the worsening economic climate. Based on the outlook for these and
other business conditions, without changing any of its initial plans related to FY
2009 forecast, AGC expects its income for
the half to be significantly down.
In a May article in the Kingsport
Times-News, Chris Correnti, AGC vice
president, general counsel and secretary, stated, “We think it’s going to be
good for our Kingsport services group.
... As far as the total company in North
America, there might be some more
layoffs, but it shouldn’t impact our
plants here because they’re not in the
automotive side of the business.”
USGlass could not reach Correnti for
comment as of press time as to whether
other employees or customers may be
impacted by the merger.

❙❙➤ www.agc.co.jp

continued on page 16
www.usglassmag.com
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You’ve been waiting for!
Experience a new level of excellence in quality, functionality
and design, from Europe’s #1 railing systems supplier.
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Proven quality
Extensive product line
Surprisingly low prices
Incomparable service
In-stock for nationwide delivery
Visit us online on www.q-railingusa.com or call our customer service department
to set you up as an account or to get your personal product catalogue.

The new quality in railing systems

www.q-railingusa.com

Q-railing USA
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CompanyNews
continued

U.S. House Republican
Leader Visits Deceuninck
North America
Deceuninck North America’s Monroe,
Ohio, facility hosted John Boehner, House
representative for the eighth district of
Ohio and House Republican Leader, in
May. Boehner began his visit by meeting
with Mark Parrish, the company’s president and chief executive officer. During
their meeting (which was closed to the
press) Parrish raised a number of discussion topics that he said were of key
importance. These included the energyefficient window tax credit and the buyAmerican provision of the American
Recovery and Reinvestment Act; the
Freedom of Choice Act; public school
green building construction standards;
and the implementation of the Energy
Independence Act of 2007.

16
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Parrish told USGlass that Rep.
Boehner, whose background prior to
politics was in the plastics industry,
was very attuned to the homebuilding
industry.
“He was in the moment and aware of
our processes here and the fact that we
have had to close two plants in the past
two years,” said Parrish, adding that while
Deceuninck, like so many others in the
building products industry, has been
faced with difficult times, he is still looking forward to a North American expansion strategy when the economy can
support that.
“That’s part of the reason I invited
him here; because we are invested and
committed to a North American presence and expansion. We’re here to stay,”
said Parrish who noted that even
though Rep. Boehner had not sup-

Rep. John Boehner addressed
employees of Deceuninck on a number
of energy-related items during his visit
in May.

ported the stimulus plan, it indeed has
benefited the company.
“We’ve recently started hiring again
and our orders are increasing,” said
Parrish.

❙❙➤ www.deceuninck.com
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Vice President Biden
Visits Republic Windows/
Serious Materials
Vice President Joe Biden visited
Chicago’s Republic Window and Doors
(now Serious Materials) at the end of
April, accompanied by U.S. Sen. Dick
Durbin and Sen. Roland Burris and
Chicago Mayor Richard Daley, to illustrate how the passage of the American
Recovery and Reinvestment Act has
had an impact.
The plant, which will largely be producing commercial windows, wasn’t up
and running at the time, but Serious
was prepared to re-open by July and
slowly bring back more workers. Approximately a dozen re-hired plant
workers were on-hand for this event.
Serious Materials president Kevin
Surace said the plant’s re-opening “will

P

Contents

Search

bring life back to American manufacturing. Without the Recovery Act this
would not have been possible.”
“We’re not measured by a jump in the
gross domestic product,” Biden said,
“but by the men and women who will
come back to work here.”
He also said he’d like to come back to
the plant in the future.
“I hope I’m invited back when 600
workers are working three shifts.”
That visit may be a long way off, but
the workers who have been re-hired
say they long for that day as well, including Armando Robles, a maintenance worker at the factory and
president of UE Local 1110, who spoke
with USGlass.
“This is great for us,” said Robles.“We
hope that all our workers will come.”
Melvin Maclin, vice president of the
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union, added that he looks forward to
the new ownership.
“During a time when other companies are going out of business, Serious
is expanding,” he said. “We never gave
up hope that we would come back.”
Pete Kovacik was hired in April as
commercial sales manager for the
Midwest region, and previously
worked for Traco.
“We are looking at some innovative
things for heavy commercial [applications] and will manufacture these with
the most energy-efficient materials,”
Kovacik said.
Surace said the plant already has the
capabilities to produce commercial
glass. It has three glass lines and a tempering line in house. “They [the former
owners] invested heavily,” said Surace.
❙❙➤ www.seriousmaterials.com ■

e-bentglass.com

recision Glass Bending specializes in the
custom fabrication of BENT GLASS,
one piece or thousands, for Architectural,
Fixture & Furniture applications. Capabilities
include bent glass in kinds Annealed,
Heat-Strengthened, Safety Tempered,
“One piece or thousands, our custom fabricated bent glass
Safety Laminated, and Insulating.
is bringing form and function to the designs of tomorrow.”
Clear, Tinted, Low-E, Reflective,
Acid-Etch, Low-Iron, and
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CAD/CNC integrated
fabrication into TRUE
RADIUS (Curved Glass)
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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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IndustryOutlook
The Cost of a
Shower Enclosure

A

fter investigating one glass retailer’s customer service (see page 36), we at USGlass
became curious about other glass retailers and how they compare when it comes
to prices for shower enclosures. That’s why this month USGlass asked glass retailers in Philadelphia, Dallas and Seattle their estimates to provide and install a framed bathtub enclosure measuring 56 inches wide by 59 inches tall, with a gold anodized aluminum
frame and obscure glass. Each city had a range of highs and lows.

PHILADELPHIA
Shop
Price
Shop #1
$700.00
Shop #2
$600.00
Shop #3
$700.00
Shop #4
$995.00
Shop #5
$500.00
Mean
$699.00
Median
$700.00

DALLAS
Shop
Shop #1
Shop #2
Shop #3
Shop #4
Shop #5
Mean
Median

Price
$435.00
$845.00
$440.00
$600.00
$557.00
$575.40
$557.00

SEATTLE
Shop
Shop #1
Shop #2
Shop #3
Shop #4
Shop #5
Mean
Median

Price
$617.00
$615.00
$777.00
$510.00
$745.00
$652.80
$617.00

The mean is the average of a series, and the median
represents the middle number in a series arranged in order of size.

MAY 2009
PRODUCER PRICE INDEX

CONSTRUCTION REPORT CARD
MONTHLY CONSTRUCTION STARTS
Seasonally Adjusted Annual Rate, In Millions

Nonresidential building
Residential building
Nonbuilding construction
TOTAL CONSTRUCTION

APRIL ’09
$166,312
$103,058
$116,065
$385,4335

MAY ’09
$160,406
$102,801
$149,069
$412,276

% CHANGE
-4
0
+28
+7

YEAR-TO-DATE CONSTRUCTION STARTS
Unadjusted Totals, In Millions

Nonresidential building
Residential building
Nonbuilding construction
TOTAL CONSTRUCTION

5 MOS ’08
$109,670
$76,589
$61,357
$247,616

5 MOS ’09
$62,374
$39,378
$52,465
$154,217

% CHANGE
-43
-49
-14
-38

Average relative standard error three percent • (p=preliminary)
Source: U.S. Department of Commerce

RESIDENTIAL REPORT CARD
PRIVATELY OWNED HOUSING UNITS STARTS
Seasonally Adjusted Annual Rate, In Millions

MONTH
January
February
March
April
May

18

‘07 TOTAL
1,382
1,486
1,492
1,487
1,436

‘08 TOTAL
1,064
1,107
988
1,004
982

USGlass, Metal & Glazing | July 2009

‘09 TOTAL
488
574
521
454
532

The United States Department of Labor’s
Bureau of Labor Statistics has released its
May 2009 producer price index (ppi). The
May ppi for flat glass stands at 115.6, a
drop from the April 2009 ppi of 116.
PRODUCER PRICE INDEX
IRON
MONTH
FLAT GLASS AND STEEL
May 2008
114.2
272.8
June 2008
114.0
284.1
July 2008
117.3
293.1
August 2008
117.7
294.4
September 2008 116.7
274.0
October 2008
118.3
242.2
November 2008
119.9
209.4
December 2008 119.2
193.6
January 2009
117.2
191.2
February 2009
117.4
183.0
March 2009
116.5
180.0
April 2009
116.0
167.5
May 2009
115.6
168.6
Source: Bureau of Labor Statistics

www.usglassmag.com

Contents

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

Search

Archives

I<

E-Mail

<

>

>I

Subscribe

GTS: Helping Our Customers Improve Profits for Over 25 Years

For more
For
more th
than
han 25 years,
years, GTS
GTS has
been assisting
assistiing glass companies
companies of
o
ev
ery siz
e improve
im
mprove their bottom
bottom
every
size
line
As ourr customers
customers will ttell
ell
line.. As
yyou,
ou, our bu
usiness software,
sofftware,
business
host
ed applications,
app
plications, ttechnical
echnical
hosted
ser
vices and
d IInternet
nternet M
arketing
services
Marketing
SServices
ervices allo
ow glass companies
companies to
to
allow
run more
more efficiently,
effi
fficientlyy, mor
e rreliably
eliably
more
and more
more profitably.
p ofitably.
pr

“

It really just
was a no-brainer
to enlist the
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”

“

We’re a
fabricator so we
needed more
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software package;
GTS really helped us
think outside
the box.
Jill Foxworth
Dependable Glass
Covington, LA

”

George Weller
City Auto Glass
Duluth, MN
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GlobalUpdate
BRAZIL

Guardian’s Newest
Facility Begins Production
uburn Hills, Mich.-based
Guardian Industries’ newest facility in Brazil has begun float
glass production. The first ribbon of glass
was pulled in April 2009 at the Tatui, Sao
Paulo, plant. Guardian representatives say
the Tatui plant will produce 800 tons per
day and create hundreds of new jobs.
This is the company’s second plant
located in Brazil. Guardian established
the first Brazilian plant in Porto Real
and has invested more that $180 million into the country.
“Since building our first float glass

A

20
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plant we have grown enough to support
a second,” says Mark LaCasse, managing director of Latin American operations. “This new plant will allow us to
better meet the demand for our interior
products.”

❙❙➤ www.guardian.com

EGYPT

Raya and Interpane to
Coat and Distribute
Glass in Egypt
Raya Corp. in Cairo has ventured
into the glass processing industry

through a joint venture with Interpane
in Germany. The new company will
operate under the name Interpane
Egypt LLC, with a 50-percent stake for
each partner. Interpane Egypt will
have the exclusive right to distribute
the Interpane license to other glass
manufacturing and processing factories in Egypt.
The two companies will also establish Egypt Glass Investment, which will
be the holding company for investments in various glass production projects. Interpane Egypt will offer

www.usglassmag.com
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Cutting Fluids & Coolants

SPAIN

Vitro to Make Madrid’s
Windows Efficient

I

n order to improve efficiency and energy savings in buildings, Vitro Cristalglass, a European affiliate of Mexico-based Vitro, is cooperating with the community of Madrid for the promotion
of Plan Renove for window replacements
in single and multifamily homes.
The plan, authorized in 2008 by the
Government Council for the community
of Madrid, consists of the replacement
of single pane windows with insulating
glass units in housing.
“Through this plan, Vitro is offering to
all those interested in substituting their
old windows a wide range of doublepane reinforced thermal windows (ATR) that allow for significant energy savings
of between 20 and 40 percent, depending on the combination of windows,”
says Alberto Gómez, marketing manager for Vitro Cristalglass.
The windows must comply with the Plan Renove specifications and cannot have a U-value greater than 2.2 W/m2K.
Estimates show that between 11,000 and 14,000 houses could benefit from
the program, affecting 50,000 Madrid residents. The reduction in energy consumption in the region would be 3,350 equivalent tons of oil per year, which translates into savings to the owners of $2.7 million USD (1.95 million EUR) per year.
Through this plan Madrid will become the first Spanish community to put
in place a Renove plan for windows that will contribute to energy savings in
the region as well as the individual consumer.
“Besides having an important impact on energy consumption in Madrid we
hope the execution of this plan may serve, to a certain degree, the reactivation
of construction affected by the current economic crisis,” Gómez says.
❙❙➤ www.vitro.com

technical and managerial consulting
and will conduct technical feasibility
studies for companies working in
glass production, manufacturing and
trading.
The joint venture also will establish a
float glass coating plant by 2010. The
factory is expected to produce highperformance glass for solar and heat
control application.
“The glass industry in Egypt is a
promising market; especially that most
of Egypt’s glass is based on imports.
www.usglassmag.com

Thus, we decided to penetrate this market with a strong partner like Interpane,
who has more than 30 years of experience,” says Mr. Medhat Khalil, Raya Holding chair and chief executive officer
(CEO).
“With our know-how in glass production and Raya’s long market presence and leadership, we trust that we
will build a strong glass production
company in Egypt,” adds Georg F. Hesselbach, Interpane chair and CEO.
❙❙➤ www.rayacorp.com ■
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Energy Environment
AAMA Progresses on Green Specification
Criteria at Summer Meeting in MN
uring the American Architectural Manufacturers Association (AAMA) summer meeting
in Minneapolis in early June, members
of the Green and Sustainability Specification Development Task Group discussed the latest version of its
proposed criteria for a Sustainable

D

Products Certification Program.
The proposed program is similar to the
U.S. Green Building Council’s (USGBC)
LEED program in that it offers participants a specified number of points in a
range of distinct fenestration-specific
categories, including condensation resistance, variable transmittance and

AAMA members discussed the latest version of the association’s Sustainable
Products Certification Program Proposed Criteria.

ICC to Develop Green Code

T

he International Code Council (ICC) has announced its intent to initiate
a “Green Building Code Development Project.” According to the announcement, the objective of this new project is to develop a Green
Building Code for traditional and high-performance buildings that is consistent
and coordinated with the ICC family of codes and standards. The code will provide a new regulatory framework built with leading recognized rating systems
in mind, and will provide criteria to drive green building into everyday practice.
The code is expected to address energy efficiency (including solar and
other advanced technologies), materials and resource use conservation, indoor environmental quality and overall building impact on the environment,
and will be developed under the ICC’s governmental consensus process.
The new code will focus on the commercial market and residential issues will
be addressed through ICC 700, known as the National Green Building Standard. The development approach will be the same used for any new I-Code:
Convene a select drafting committee; invite public comment on the initial draft;
and place the final draft into the Code Council code development process.
❙❙➤ www.iccsafe.org
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other factors. It also includes five mandatory criteria that must be met: energy
performance, air infiltration, water resistance, structural performance and
durability. A company’s products can receive different points based on these factors. For example, in the energy
performance category a product would
get different points based on the U-factor of that particular window.
“When it comes to someone else’s program this could be the fenestration component they specify,” said task group
chair Tracy Rogers of Edgetech IG.
The program is expected to include
residential and nonresidential products, though one member proposed a
strictly residential program.
That was much discussion about the
various specifics of the program, many
of which had to do with concerns regarding specific materials to which
Rogers said,“AAMA’s whole goal is to be
material neutral.”
The group also discussed specific
product groups, including skylights.
Some representatives of the skylight industry suggested that skylights be considered separately. Ultimately, the group
decided to create a separate rating category for each program in the North
American Fenestration Standard (NAFS),
while still having commonalities.
The meeting also included a discussion of the factory-glazed windows
component of the program, much of
which centered on the issue of recycled
content. The Aluminum Materials
Council presented a proposal outlining
levels of recycled content and how
many points a product would get based
on those percentages. This created a
great amount of feedback and various
continued on page 24
www.usglassmag.com
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Energy&Environment
continued

members representing the vinyl industry said the numbers were too high.
The proposal for pre-and post-consumer recycled content would give 2
points for 10-24 percent recyclability, 4
points for 24-40 percent, 6 points for
50-74 percent and 8 points for 75 percent and higher.
Brent Slaton from Keymark, and a
member of the Aluminum Materials
Council, said those proposed numbers
can be changed and pointed out that
goal was to “put more emphasis on recyclability and make it material neutral.”
Ultimately, the attendees decided to

put together a working group, that
will consist of at least one member of
each of AAMA’s materials council and
will determine what the appropriate
levels should be. While there were differences of opinion, the members
seemed to agree that the association
is moving in the right direction with
development of this specification.
In addition to the task group’s discussion on sustainability, AAMA
members heard presentations from
Dan Handeen, research fellow at the
University of Minnesota, on life cycle
analysis (LCA). Handeen told mem-

bers there are different levels to the
LCA, as well as different models available to conduct this analysis. One of
these models is the Athena EcoCalculator, which the USGBC will be using
in its LEED program (LCA has its own
category within LEED).
AAMA president Richard Walker
noted that the association’s broad goal is
to have its green certification program
be recognized by USGBC, adding, “to do
that we need LCA.” The group decided to
continue looking into fenestration-related North American LCA studies that
the association may be able to endorse.

DOE’s Karney Gives Insights Into ENERGY STAR,
Phase Two; Cites Possible Commercial Program

A

commercial ENERGY STAR program
could be on the horizon, reported
Richard Karney, program manager for the Department of Energy’s
(DOE) ENERGY STAR program, during the
Northeast Window and Door Association’s (NWDA) Educational Seminar and
Fly-In, which took place in April in Washington, D.C. Karney also offered some
insights regarding ENERGY STAR, including
a few hints at what the program may
look at for the yet-to-be-finalized Phase
2 section of the program.
“We are looking seriously at a commercial windows program,” said Karney. “Am I waiting for the National
Fenestration Rating Council to get its
Component Modeling Approach in
use? Yes.” He added that DOE is
waiting for funding as well.
Speaking about the current program, Karney addressed the final criteria for Phase 1, which was released
recently (see May 2009 USGlass, page
16). He reiterated what the DOE has
been saying throughout this process.
“ENERGY STAR has to provide meaningful differentiation,” he said. “The

24
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label doesn’t mean anything anymore.”
According to Karney, approximately
60 percent of new construction windows qualify for ENERGY STAR, while 90
percent qualify on the remodeling
side. Karney said that the new ENERGY
STAR criteria will add up to 9.21 trillion
Btus in annual energy savings.
Giving some insights into the final
criteria, he said the DOE didn’t want to
go higher than a 0.32 U-factor in anticipation of possible code changes in
2012. According to Karney, ENERGY
STAR’S goal is to exceed the code.
Although the new criteria goes into effect on January 4, 2010, and the transition period ends March 31, 2010,
Karney said, “I’d like to see manufacturers start making these windows now.”
Phase 2 of ENERGY STAR has not yet
been finalized and the DOE won’t
look at that phase until the fall of
this year. The objectives of the second phase include addressing issues
raised during Phase 1, such as looking at exceptions for products installed in high-altitude areas.
Manufacturers also have asked that

The DOE’s Richard Karney addressed
the new ENERGY STAR guidelines.
the DOE consider life cycle analysis and
embodied energy considerations in
Phase 2, as well as credits for recycling.
Karney said all of this will be considered
in the second phase, though he admits,
“I don’t know where it will lead us.”
Karney also said that some individuals have requested a separate program for new construction and
remodeling. “Maybe we will look at
this as well,” he said.
www.usglassmag.com
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Bent Glass Design Looks
to Reduce GHG Emissions
Bent Glass Design in Hatboro, Pa., has
installed a waste heat engine (WHE) cogeneration system from Cyclone Power
Technologies Inc. The initial WHE system covered under this agreement will
convert more than 500,000 Btus of exhaust heat from the customer’s glass
manufacturing furnaces into electric
power. Cyclone estimates that this system will offset nearly 100 percent of
Bent Glass’s electricity requirements for
lighting at its 65,000-square-foot facility. Because much of these savings are
created during peak hours, the system
is expected to be cash-positive in one
year and provide a full payback to the
company within four years.
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Access Hardware Supply
is your one source
for Von Duprin.
Over the years, Von Duprin has been an innovator of
many new concepts in the door hardware industry.
The company introduced the ﬁrst pushpad exit device,
the Series 33. Design features on their latest offering,
Series 33A/35A, provide improved security and life
safety performance. Von Duprin’s security-related
products include electromagnetic locks, electric strikes,
card readers and keypad-type access control systems.
Call Access Hardware Supply for all of your access control
and security products. Our team has the knowledge

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

❙❙➤ www.bentglassdesign.com

CGI is Now an
ENERGY STAR Partner
CGI Windows and Doors Inc. is now
an ENERGY STAR partner.
CGI, by participating in ENERGY STAR’S
program, will promote energy-efficient
products and practices. CGI is a manufacturer of impact-resistant windows
and doors based in Miami.
“We are excited … to have the opportunity to educate homeowners and
architects about our energy efficientfeatures,” says Brian Evans, president
and chief executive officer.

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

www.accesshardware.com

❙❙➤ www.cgiwindows.com

Construction Industry
is Getting Greener
The construction industry accounts
for less than 1 percent of all U.S. greenhouse gas (GHG) emissions, according
to a new analysis of federal environmental data from the U.S. Environmental Protection Agency (EPA). The
Associated General Contractors of
America (AGC) found that all equipment
used by the construction industry contributed less than 0.95 percent of all U.S.
manmade GHG emissions in 2007.
“This data shows that we aren’t just
constructing cleaner projects, we’re
www.usglassmag.com

building a cleaner construction industry,”
says Stephen E. Sandherr, chief executive
officer of AGC. “As good as our accomplishments are, we can do even better.”
Sandherr says contractors around the
country are taking steps to further reduce
their emissions and urges other companies to follow suit. According to a statement from AGC, construction contractors
are, for example, turning equipment off
instead of letting it idle; maintaining
their equipment; using equipment that
is properly sized for the specific job;

using lower-emitting fuels; and finding
local sources for building materials to
cut shipping-related emissions.
In addition to curbing emissions, Sandherr noted that the construction industry
recycles more than any other industry. For
example, the industry recycles 97.5 percent of structural steel, 65 percent of reinforcement steel and 80 percent of
asphalt. Together that amounts to almost
180 million tons of material recycled and
75.7 million tons of CO2 emissions
avoided each year, Sandherr says. ■
July 2009 | USGlass, Metal & Glazing
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HardwareNews
association news

AAMA Task Group Tackles Door
Component Testing and Substitution
he American Architectural Manufacturers Association (AAMA)
Door Component Certification
Task Group hosted an open forum on
June 4, immediately following the
AAMA Summer Conference, to further
the development of component substitution for door certification.
“The development of requirements for
component testing of exterior side-hinged
doors has been a high priority for AAMA
members and the industry. AAMA and
representatives of other associations have
been working diligently to develop a program that allows the substitution of qualified door components within tested door

T

assemblies,” says Dean Lewis, chief engineer, certification programs.
The group met to further the development of guidelines to be used for sidehinged entry door component
substitution/interchangeability. These
guidelines will then be used by industry
associations to craft procedural guides
for their own individual certification
programs. The group specifically deliberated on four sections of the current
working draft: general requirements,
hinges, locks and door glass assemblies.
In addition to specific assignments, the
current draft will be sent to those who
had primary responsibility for author-

ship of the various sections for a thorough review and any necessary revisions. This was the fifth such open
forum organized the AAMA Door Component Certification Task Group, which
included other interested parties.
“The expanded input from other associations is key to building a solid foundation for a workable rating and certification
system that will facilitate code compliance
and serve as a level playing field for all
door pre-hangers and manufacturers,”
says Mark Fortun of Endura Products
Inc., chair of the Door Component Certification Task Group.

❙❙➤ www.aamanet.org

product news

Sargent Offers Tornado-Resistant Exit Device
SARGENT Manufacturing Co., a New Haven, Conn.-based subsidiary of ASSA ABLOY, is now offering the FM8700 Series exit device—which it says is the only 2-point latching panic hardware that
complies with Federal Emergency Management Agency (FEMA) 361, Design and Construction Guidance for Community Safe Rooms. FEMA 361 mandates that emergency shelters incorporate door and hardware products that meet strict testing standards and stand up to the
destructive forces of a severe windstorm.
The 2-point surface vertical rod exit device was designed and constructed not only to withstand extreme wind speeds and flying debris—the two main threats to doors and hardware during a severe windstorm—but also to meet all life safety code requirements for panic egress and fire resistance. The
FM8700 requires no complicated preparation and is surface-mounted to the door. Specially machined
rail and internal components make this product sturdy and robust. During FEMA 361 testing this hardware, mounted on a pair of ASSA ABLOY doors, kept the doors safely latched and closed during the high
windload pressures and 5 missile shots from 2-by-4 lumber with velocities of 100 miles per hour.
❙❙➤ www.sargentlock.com

For Horton, Self-Closing Comes Without Wires
Easily substituted for standard operating ICU door packages, the newest Profiler® ICU
door system from Horton Automatics in Corpus Christi, Texas, adds the convenience of
a self-closing function without requiring electrical installation in healthcare facilities.
The self-closing, single slide door system utilizes a built-in spring that is concealed in
a 4- by 6-inch header. In use, the sliding panel opens manually like a regular ICU door,
and then closes touch-free. The door system has a hold-open feature with full breakout
capability for wider openings, suitable for moving patient beds and equipment.
❙❙➤ www.hortondoors.com ■
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SARGENT
in stock and ready to ship.
®

SARGENT
“Copyright ©2009 Midwest Wholesale Hardware. All rights reserved.”

®

midwestwholesale.com
800 821 8527

800 659 8527

888 707 8527
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SolarInsights

“Clean” Energy
Transitioning Washers to Solar Glass
by Jen Didyk
evelopments in photovoltaic
(PV) technology have pushed
this field to the forefront of
glass applications, raising demand for
substrate processing equipment. Because of the stringent demands of solar
glass as compared to traditional architectural glass products, the demands on
the processing equipment may also be
tougher than normal. For example,
solar glass processors require washers
that handle a smaller variety of lite sizes
than they typically may process—and
they must also be able to achieve cleanliness standards at the molecular level.
Architectural glass producers may
run a wide variety of lites in different
shapes and thicknesses, all frequently
on one machine. Water volume, heat
and nylon brushes typically are used to
process their materials. If glass doesn’t
meet cleanliness requirements, every
process afterwards, be it drilling, coating, grinding or laminating, is also
compromised. This results in lost time,
material and profit.

D

NEW REQUIREMENTS
WITH SOLAR PROCESSING
While glass washing has always been
critical, PV has pushed the glass processing industry to redefine the very
metrics of “clean.” Ideal solutions for architectural glass washing may not necessarily be suitable for solar glass
substrates.For example, minute traces
of ionic particles on solar glass can compromise energy transference, directly affecting the function of the end product.
These ions may be deposited by previous processes or transferred from machine component corrosion, abrasive
washing processes, ineffective drying or
imprecise machine function. Solar cus-
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tomers typically use sonar-like
time-of-flight secondary ion
mass spectrometry (TOFSIMS) to measure molecular
contaminants other techniques may miss. The “echo”
from an ionic beam projected
onto the substrate reveals the
presence of oils, particles and
residues. There is a lot the
glass processor can do to prevent these problems.

PROPER SOLAR
GLASS WASHING

If solar glass isn’t properly washed, every
processing step thereafter is compromised.

Proper glass washing can begin with PV processing over architectural glass
choosing the appropriate equipment. processing means even minute
The solar industry requires standard use amounts of remaining moisture can deof stainless steel washer components. posit particles on the substrate. A thorAside from the reduced cost of owner- ough drying technique really is
ship that comes with increased durabil- required for both markets, but is that
ity and uptime is the more important much more critical for PV processing.
fact that, unlike mild steel, stainless steel
dramatically reduces atmospheric and EVALUATING THE END-PRODUCT
hydro-corrosion, which release ions that
In relation to architectural applicamay contaminate the substrate.
tions, the sensitive nature of PV glass
Next, it’s important to be aware that the substrates requires more extensive failstandard mechanical brush cleaning ure mode and effects component analymethod preferred for architectural sis, as well as constant data tracking. By
processes may leave unacceptable levels continuously monitoring the processof carbon on a PV substrate. For this rea- ing and making changes based on colson, many solar customers request con- lected data, the glass washer operator
tact-free cleaning. Proven techniques for can allow for instantaneous adjustchemical cleaning, including increased ments to processing parameters, revelocity atomized cleaning through two- ducing energy and water consumption
fluid spray nozzles and greater fluid agi- and increasing uptime. ■
tation through ultrasonic rinsing to
avoid molecule transference and remove microscopic impurities, are a
good fit for this market segment.
J e n D i d y k is spare parts coordinator
of Benteler Mechanical Engineering in
Finally, drying directly impacts
Fort Wayne, Ind. Ms. Didyk’s opinions are
an architectural glass washers’
solely her own and not necessarily those
line speed and product visual
of this magazine.
quality. The higher sensitivity of
www.usglassmag.com
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GLASS MACHINERY DIVISION

Your
Definitive
Source
for Glass
Machinery

CAT. NO.
VE2PLUS2
TWO SPINDLE
VERTICAL EDGER

CAT. NO. 2200RP
106" WET ABRASIVE
BELT SANDER

CAT. NO. TD25
VERTICAL 2-SIDE
AUTO DRILL

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

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

CAT. NO.
VEW60
60" VERTICAL
GLASS WASHER

somaca.com
% # %)& & & %## &  ## (866) 583-1377 , * (866) 584-9722
$"# ' "& (#+ ( somaca@crlaurence.com
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Building Backlog
Glazing Contractors Prepare for a
Slow Second Half of 2009
by Megan Headley and Ellen Rogers
he forecasts to which commercial
glazing contractors have been
paying attention for the first half
of the year are now coming true. In
many parts of the country, the threat of
slowing commercial construction (see
chart on page 31) has become a reality.
“The design and construction marketplace is extremely competitive right
now,” reports Kermit Baker, chief economist for the American Institute of Architects (AIA).
Despite a recent moderation in the
downturn in design services billings,
the American Institute of Architects’
(AIA)Architecture Billings Index (ABI)
shows that an economic recovery may
have stalled. The rating for the May ABI,
which reflects an approximate nine to
twelve month lag time between architecture billings and construction
spending, was 42.9, nearly identical to
the 42.8 mark in April. This score still
indicates an overall decline in demand
for design services.
Baker adds, “Prospective clients are
casting a wider net, causing numerous

T
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firms to bid for the same project, which
is why the high level of inquiries is not
necessarily translating into additional
billings for project work at many [architectural] firms.”
Glazing contractors of all sizes are
facing challenges as they pursue a limited number of nonresidential projects.
“I think the reality is that everybody
is struggling with current work,” says
Mic Patterson, director of strategic development of Enclos Corp. “Everybody
has backlog to a varying extent and, for
a while now, everybody’s been burning
through their backlog.”
So what is a glazing contractor to do
to keep busy until the market recovers?

Keeping Busy
A number of glazing contractors
across the country are finding that
work is still out there.
“Fortunately, there’s a good amount
of bid activity developing as it usually
does pick up in the spring,” says Rob
Nickerson of Tower Glass Co. in
Woburn, Mass.

Rick Hamlin with Trainor Glass’ office
in St. Louis, Mo., says that while there
have been cutbacks, the company’s
backlog has been busy so far this year.
“We’ve moved some of our personnel
in areas where the backlog is slow to
areas where the backlog is still strong,”
he says.“Bidding activity is fairly active,
more so than you would think watching the news, so we’ve also been crosstraining personnel in departments,
such as estimating, that are busy.”
The same has held true, so far, for Enclos Corp., which also installs glazing
systems in projects all over the country.
“We were fortunate to have really
strong backlog, a couple of really strong
years from the standpoint of revenue
and profit growth,” Patterson says. “We
have backlog basically through 2010.”
Not everyone is facing such good
fortune.
“We’re fortunate in our regional market,” reports Fred Keen, president and
CEO of Tepco Contract Glazing Inc. in
Dallas, Texas. Tecpo installs glass for
projects in Texas, Oklahoma and
www.usglassmag.com
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Regional Averages
West 39.4

Northeast 48.3
Midwest 41.5

South 41.3

Key May ABI
Highlights
Sector index breakdown
Arkansas. Keen adds,“I’d say we’ve seen
a good 25-percent decrease in overall
bidding.”
“In our region there are some companies having that trouble—we’re not,”
says Michael Smith, president of Metropolitan Glass Inc. in Denver. The glazing contractor works primarily in
Colorado, “but we follow other contractors,” Smith says.“We’re licensed in Arizona, Mexico, etc.”
According to Smith, “We’re full for
this year. We’re full for the first half of
next year.”
One well-known example is Minneapolis-based Apogee Enterprises
Inc., which announced in fiscal 2010
first quarter earnings on June 23 that
the company’s backlog remained relatively flat at $310.0 million, compared
to $316.2 million at the end of fiscal
2009—down from $491.0 million at
this same time last year. While that includes the backlog for both its glass fabricator subsidiary, Viracon, as well as
glazing contractor Harmon Inc., the financial statement attributed the decline
www.usglassmag.com

Multi-family Residential ...............................................................................45.5
Mixed Practice..............................................................................................44.5
Commercial/Industrial .................................................................................43.1
Institutional...................................................................................................38.0
Source: American Institute of Architects

to project delays, the timing of project
flow and cancellations experienced in
the second half of 2008.
Apogee also reported that as work on
existing backlog is completed, slower bidto-award timing is impacting backlog
levels, despite steady bidding activity. Approximately $254 million, or 82 percent,
of its backlog is expected to be delivered
in fiscal 2010, and approximately $56
million, or 18 percent, in fiscal 2011.
“Everybody’s struggling now with
trying to build on that backlog and
not burn just through what they’ve
got because it takes a while for these
projects to ramp up and actually get
into construction,” Patterson says.
“And it’s getting increasingly competitive out there.”
Competitive indeed. Many of those

larger contractors (see the March 2009
USGlass Big Book of Lists, page 28, for
rankings) are pursuing work they would
turn away in better times—snatching
up jobs upon which smaller contractors
might normally leave.
Russell Huffer, Apogee chairman and
chief executive officer, made note of
that in the company’s recent financial
statement: “We are seeing early success
in pursuing work in underserved,
shorter-lead time architectural glass
markets, including smaller and international projects and our architectural
segment bidding activity remains
strong although already slow bid-toaward timing extended in the quarter,”
he stated.
continued on page 32
July 2009 | USGlass, Metal & Glazing
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Building
Backlog
continued from
page 31

Numerous companies are finding themselves bidding the same projects as
backlogs shrink the second half of 2009.

Types of Projects
Many companies are able to build up
their backlog at this time by changing
their focus, according to Gvido Bars of
Sound Glass in Tacoma, Wash. Bars is
one contractor who acknowledges that
it is indeed becoming tougher to fill
backlog in the second half of 2009.
“The projects that we have been
working on are coming to somewhat of
an end so we’re changing our approach
and our focus to different types of projects,” Bar says. He adds,“But even those
are very competitive because everybody’s doing the same thing.”
And exactly what types of projects
are those?
“We have going right now a 34-story
casino in the mountains,” says Smith.
Casinos are hardly the norm these days
as developers tighten their belts; this
example from Metropolitan Glass
shows that big projects are still out
there with some searching. Smith continues, “We have just finished a Westin
hotel. We’re doing a hospital in Grand
Junction.”
Apogee is finding that the institutional sector remains the largest portion of its backlog, followed by office
projects, with condo and hotel/entertainment projects a much smaller portion of future work.
“We still expect to benefit from the
addition of stimulus projects to upgrade government and school buildings
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that would incorporate our energy-efficient, green products and services, although it may not be until fiscal 2011,”
says Huffer.
Government work is being touted as
a constant in this down market, keeping
everyone scrambling for related jobs.
“A lot of people are hoping, I think,
for an increase in government work and
work in the health care sector, hospital
work, this kind of thing,” Patterson says.
“It’s unclear whether that’s really going
to manifest. The administration clearly
has the intent of bringing a lot of these
kinds of projects into the marketplace—and we haven’t seen a lot of that
happen yet. There are some, but for the
ones that do happen, there’s a lot of
competition.”
Keen has found those government
jobs to be manifesting down in Texas.
“The only thing bidding right now is
government,” Keen says. “The private
sector’s probably down 75 percent.”
“I think smaller government work is
becoming very popular right now,”
Smith agrees.
Sound Glass is another contractor
pursuing government work.
“In the Northwest here we have McChord Air Force Base and Ft. Lewis
Army Base; they’re really close to our
operations so we’ve been doing a lot of
work trying to get in with their contractors and maintenance people to do
work at the bases,” Bars says.
www.usglassmag.com
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Hanging In There
Those glazing contractors that have a
few decades in the business under their
belt can say for sure that business will
come back—it’s just a matter of holding
out for when it does. When that might be
is the question on everyone’s mind today.
“We are facing an unprecedented
www.usglassmag.com
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Of course with everyone—including
some of the country’s biggest contractors—pursuing a specific type of project they hope will help fill their backlog,
some glazing contractors may find
themselves jumping in over their heads
to compete for those jobs.
“For sure, not everybody can handle
the [federal] projects,” Patterson says.
“But in this kind of a marketplace you’ve
got everybody coming out anyway,
whether they can handle it or not—
there’s a lot of desperation out there.
“That’s one of the things that happens—you have entities sometimes
that aren’t really qualified for the work
that they’re pursuing but they pursue it
anyway because there’s not much else
going on,” Patterson adds.
Smith speaks from experience that
this is the case. “There’s a learning
curve to doing government work; we
sure went through one. In order to help
fill our backlog we started looking at
government work about a year ago.”
One snag for securing larger projects
is the issue of bonding (see October
2007 USGlass, page 32 for more on
bonding) and insurance.
“Bonding is always a concern with
smaller companies,” Smith says.
Huffer agrees that bonding ability is “a
competitive strength in today’s markets.”
“For us, it’s a little easier because we’re
a bigger company, we have all the financing and the bonding ability that we
need to do government work,” Bars says.
“For the smaller shops it’s sometimes
difficult for them to get bonding or insurance requirements that the government requires—even on bigger jobs the
owner requires insurance. It’s just difficult for the small shop to do that.”
He adds, “It’s a tough market out
there—for everybody, small and big.”
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level of uncertainty in fiscal 2010, with
commercial real estate markets still
largely frozen and declining domestic
employment levels,” Huffer noted in
Apogee’s recent report.
Hamlin says cross-training, among
other initiatives, is helping Trainor prepare for when the market returns.
“We are also reviewing our processes
to improve efficiencies, which will be
important to do early as the market
does rebound,” Hamlin says.
And that’s the key—working harder

than was necessary in the recent past of
the construction boom to contract jobs
that will help create backlog.
“We’re trying to run the work we have
going right now more efficiently by placing extra resources into it,” says Nickerson, who says his company has budgeted
some time of existing personnel to assist
staff running projects. “Hopefully it will
make for a more profitable bottom line.”
In addition, Nickerson says his comcontinued on page 34
July 2009 | USGlass, Metal & Glazing
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Building Backlog

REPLACING
G HEATING
ELEMENTS?
ELEMEENTS?

NOTHING BEAT
BEATS
TS
AN ORIGINAL.
TRENT’s Folded & Formed® Heating
Elements save big costs because they:
 last longer
 use less energy
 out-perform expectations

continued from page 33

pany also is trying to bid more jobs.
“We would like to be better aware of the projects that best
suit our niche earlier in the process and to do so, we’ll have
to do additional missionary work with the architects and
contractors,” he says.
Many are succumbing to the market pressure and not
simply pursuing smaller projects but also smaller rewards.
“Let me say it this way, if we were to go under or go broke
it would be because I’m leaning back with my feet on my
desk, not because we’ve gone out and taken work under our
cost,” Keen says.
“All I can say is hang in there,” Bars advises. ■

the authors
www.trentheat.com
800-544-8736

M e g a n H e a d l e y is the
editor and E l l e n
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editor for USGlass.

Featuring “ASSET” – Automated Shower-door System with Enhanced Technology, a fully
automatic shower door production line. Clean cut glass pieces are loaded automatically on to the
system. The glass pieces are transferred to a straight line-polishing machine for high quality edge
work. The glass is automatically rotated 90 degrees, by a unique, patented system and sent back to
the front of the polishing machine. This step is repeated until all four sides are polished. The polished pieces then move to the, “VERTEC”, vertical CNC machine for processing hinge cut outs and
holes. Once this process is completed the glass pieces go thru a vertical washer and then unloaded
automatically on to an A-frame. These completed shower doors are now ready to be tempered. This
system will output a standard shower door every 6-7 minutes without human intervention.
ASS

ET

CMS / Brembana

4095 Karona Court / Caledonia / MI / 49316
Ph: 800-225-5267 / Fax 616-698-9730 / www.cmsna.com
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An Undercover Visit to
ABC Glass & Mirror Shows
Customer Service is Critical
by Megan Headley

Active advertising online, in the yellow
pages and in clipper magazines helps to
entice new customers to visit this
showroom, despite its uninviting façade.

SECRET SHOPPER REPORT CARD

ABC Glass and Mirror Inc.

Location: Manassas, VA

Store was easy to find: . . . . . . . . . . . . . . . . . . . . . . . . . . . . .C
It was—since I had a GPS. Yes, there was a sign over the entrance, and, yes, the numbers were visible on many of the buildings leading up to ABC’s location, but if I hadn’t been actively
looking for it I would never have stumbled upon this facility.
Parking lot was clean: . . . . . . . . . . . . . . . . . . . . . . . . . . . . .B
The lot was clean, and there were none of the major commercial vehicles parked out front that I’d seen pictured on
the website, but I did turn into an unconnected lot upon first
spotting the sign for ABC.
Windows were clean: . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .F
It was hard to note the one window’s cleanliness when I
was distracted by the drawn blinds and uninviting front door.
Greeted upon entering: . . . . . . . . . . . . . . . . . . . . . . . . . . . .B
Yes, the greeters were quite welcoming. However, that initial point of contact is crucial, and if I’d been sent away with
instructions to return when the installer was available—I would
have made my way to the competitor across the street. Without taking my contact information down, that’s a job that
would have been lost for good.
Store aisles were clear of debris: . . . . . . . . . . . . . . . . . . . .C
The showroom truly was a work in progress. While knowing this, I’m giving the benefit of the doubt, the small area
was crowded. Simple things, such as closing the door to the
upstairs office, would help.
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www.abcglassandmirror.com

Neatness of displays: . . . . . . . . . . . . . . . . . . . . . . . . . . . . .B
I found the simple displays to be an effective way of showcasing just how many options the shop offered without being
overwhelming.
Employee politeness: . . . . . . . . . . . . . . . . . . . . . . . . . . . . .A
The enthusiasm of the employees went a long way toward
making up for the space constraints of the shop.
Employee appearance: . . . . . . . . . . . . . . . . . . . . . . . . . . . .B
Jeans and polos seemed perfectly appropriate for the
contractor-geared environment.
Employee product knowledge: . . . . . . . . . . . . . . . . . . . . . .B
Despite protestations that they weren’t salespeople, the
two employees with whom I spoke were able to answer all
of my questions and provide a good overview of product
options.
Store experience satisfaction: . . . . . . . . . . . . . . . . . . . . . . .B
I found it noteworthy that the shop owner is making the
best of a constrained layout with a “multitasking” display. The
employee interaction and showroom samples went a long
way toward making the sale, even though the cluttered environment left something to be desired.

Overall Grade: . . . . . . . . . . . . . . . . . . . . . . . . . . . .

B+
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s I approached the turn on
Euclid Ave. in Manassas, Va.,
my eyes were drawn to the
big, blue sign announcing
Banner Glass. Since I was on my way to
“secret shop” a glass company on Euclid
Ave., this was just the type of advertisement I was looking for.
However, there was one big problem—I was looking actually on the
lookout for ABC Glass & Mirror. Before even reaching the appropriate
parking lot about a mile further
down, through the extensive industrial park along Euclid Ave., I was
making a mental note to tell the person responsible for marketing that, if
you have competitors located directly
on the main business route, you’re
going to need to take a closer look at
your signage.
That person, ABC Glass & Mirror’s estimator Peter Lariviere, was out for the
afternoon, but I knew that before I arrived. In response to a notice posted
throughout April and May on USGlass
magazine’s
daily
USGNN.com™
newsletter, Pete had requested that I
come in to take a look at his new showroom and assess the space and service
offered by his employees. Pete mentioned not a word of this to his coworkers, and cleared out for the afternoon so
that I could pay ABC a visit.

Shaky Beginnings
As a consumer beginning to look for
a new shower door enclosure, I was enticed even before the visit by ABC’s website at www.abcglassandmirror.com.
The graphics and images were clear and
attractive, and the image of the facility
on the website was a thoughtful way of
directing traffic to the right building.
Even though I had an idea of what I was
looking for—and the website had
stressed having someone visit my home
for an estimate—the sight of the building made me pause.
I’m sure the simple brick façade and
what appeared to be a loading dock
door wouldn’t throw off most contractors, nor the blinds drawn across the
www.usglassmag.com
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one window or the simple slab of the front
door. However, as a consumer, I wasn’t crazy
about the feeling of
walking into the back
entrance or up to a delivery dock. Opening the
blinds or placing an
“open” sign where
clearly visible, might
have made me less reluctant to step inside.
Once inside, I was
greeted by the sight of a
small room overwhelmed
by the two receptionists’
desk. I stepped forward
and said, “Hi, I’m looking
for information on
shower enclosures and
was wondering if you
ABC Glass & Mirror provides remodel shops with
offer that here?”
The two women looked complementary copies of its shower door displays,
at one another and one as long as those shops use ABC as their shower
picked up her phone. door supplier.
“Sure do,” said the other.
“One minute,” said the woman on the Doors on Display
I followed Shirley up the stairs, noting
phone.
“He’s not here,” her coworker added. the beveled mirrors hung on the walls,
There was a moment’s pause. I shifted thinking that it was a nice way to expand
the small space with light while also adfrom foot to foot.
“Pete, who handles our installations, vertising the shop’s capabilities. A small
actually just left,” the first woman ex- sign noting that there was a showroom
plained to me. “If you wanted to come upstairs may have helped direct other
back around 1 p.m., he would be the best walk-in customers to ask about the space.
The showroom upstairs was small, but
person to answer any questions.”
efficient.
I was distracted enough by the
“Oh,” I said, unsure of how to provarious
shower
door displays that I paid
ceed. “Well, any chance I can just grab
scant
attention
to the door open on the
some information?”
back
wall
revealing
a disorderly office. The
“Oh sure,” the woman replied. She
displays
themselves
were right on target.
pulled out C.R. Laurence’s SD08 catalog
Three
full
shower
door
installations were
on frameless shower door hardware
set
up
in
the
small
area;
one with clear
and supplies, then added, “We actually
glass
and
a
minimal
frame,
and two othhave a showroom upstairs if you want
ers
that
displayed
a
mix
of
glass types,
to take a look.”
from
clear
to
frosted
to
textured.
In the
Knowing that Pete had called the discenter
of
the
full
displays
was
a
column
of
play area a work in progress, I couldn’t
glass
samples,
each
showing
off
a
different
blame the receptionist for not thinking
of pointing me to it right away, but I style of hardware. Shirley opened a few of
jumped on the offer. “That would be the sample-size doors, inviting me to test
great,” I said, then extended my hand
continued on page 38
and introduced myself to Shirley.
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opper
Secret Shcontinued
from page 37
the feel of the hardware.
When Shirley asked what exactly I
was looking for—different glass types
or hardware styles—I told her that I
was simply looking into all of my options. With that she pulled out a small
sample box and let me handle a new variety of textured glass. She explained
that there were a ton of options out

there, and advised me to spend some
time looking through the catalog she
had given me for ideas.
With that, she steered me around the
sample section, explaining some of the
options in hardware by pointing out
that I’d have to first choose whether I
was interested in having simply a
header or a full frame, before delving

into more stylistic decisions.
As I moved around the space I noticed
along one wall several rows of small 2 1⁄2inch squares of colored and antique-textured glass. I asked about them and
Shirley laughed,“Oh, don’t even look over
there, that’s for cabinets.” But rather than
being off-putting, the comment actually
launched Shirley into a passionate push

The Retailer comments
Mike Howell, owner of ABC Glass &
Mirror, decided to add a showroom to
his facility in Manassas, Va., about a
year ago.
According to Peter Lariviere, estimator for ABC, who is handling the company’s marketing, the showroom grew
out of the interest the company received
when it took its unique shower door display—a 2- by 2-foot tower of shower door
glass and hardware samples—to several
local home and garden shows.
Lariviere says, “It gives them a better
sense of the different types of hardware.
If they look through a catalog they just
get lost.”
Making sure the customer doesn’t become “lost” or overwhelmed by decisions is much the point of that
showroom space, points out Thompson
Price of remodeling firm Thompson Price
Kitchens, Baths & Home LLC in St. Louis.
“I think it has to be user-friendly, it
can’t be too overdone and it’s got to
meet the needs of your customer,” advises Price when it comes to designing
a showroom. The National Kitchen and
Bath Association board member adds,
“I think too many kitchen and bath
companies try to do too much and basically overwhelm customers.”
As Price points out, most homes in
America have a standard 5- by 8-foot
bath, so no more space than that is really needed.
Lariviere says much of his business
comes through remodelers or interior
designers. “We do a lot of business
through bath and kitchen design
shops,” Lariviere explains, “and have a
lot of loyal contractors.”
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ABC Glass & Mirror staff have already nailed the most important criteria for a
business: courtesy and customer service. The glass retailer now is working on
improving its new showroom.
Due to its troubling location, ABC faces
a challenge in bringing potential customers by—one reason an onsite showroom hasn’t been a priority in the past.
“We’re really not in the best location
as far as people coming by,” Lariviere
admits. So to compete with its bettersituated competitors, ABC is listed in
the phone book under replacement
windows and mirrors, although it does
somewhat more extensive Internet
marketing for its shower doors.
When customers do come by, the
first of ABC’s 14 employees to greet visitors are the customer service representatives (CSR).
Price offers a remodeler’s viewpoint
by noting that no matter what the facility looks like, “What I do expect from
any vendor is courtesy and customer
service.”

While installers, estimators and
others have an inside knowledge of
the business, training is often overlooked when it comes to those critical
CSRs.
Lariviere says, “I’d like to personally
let them go out in the field and let
them see [a shower door] being installed, I think that will give them a
better feel of it.” However, like so
many businesses, “We’ve tried stuff
like that but we’re always so busy—we
have very great ideas but we just
don’t have the time.”
The CSR doesn’t have to be an expert on shower door installation, but a
good understanding of the products
and services the company offers will
make sure that individual is able to
confidently deliver basic information to
any potential customer.
www.usglassmag.com
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for glass.“Glass just comes in so many options,” she said, adding,“I can’t even look
at the samples when they come into the
office because I have so many ideas about
how I want to use them in my own home.”

Contagious Enthusiasm
With my interest coaxing her on,
Shirley began to describe some of the
other applications for glass. She told me
about the amazing colors and ways of
using full-length painted glass. Back
downstairs she pulled out a sample box
of Gardner Glass Products’ Dreamwalls
back-painted glass and pulled out some
of her favorite colors.
“You can even use it as countertops and
backsplashes in kitchens,” the other receptionist added around my oohs and ahs.
Despite Shirley’s protests that she
wasn’t a salesperson, her enthusiasm
for the product was doing a great job.
Shifting from aesthetic to more practical concerns, I asked next if there was a
flat fee for the installation. “No,” she
shook her head, explaining that the cost
varied but that someone would be happy
to come out and offer an estimate.
When I asked about the timeframe,
she mentioned that the company did
four or five installations a day, and there
was usually a two-week wait for materials. With a final invitation to come
back at 1 p.m. to talk further with Pete,
and lots of smiles, I left with a business
card and the thought that if the receptionists, who insisted they weren’t
salespeople, were that knowledgeable
about the product, I’d certainly be interested in speaking with the individual coming out for an estimate. ■
Editors Note: An informative website can go a
long way in driving customers to your shop. For
more tips on designing a website for your retail
operation, look for the August 2009 USGlass.

M e g a n H e a d l e y is
the editor of USGlass.
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“Acing” the Test
aving been a hard-hit target for
hurricanes in the past, one
might think architects in South
Florida would stay away from the brittle appearance of glass in their highrises. A glance at Miami’s glittering
skyline shows that’s hardly the case.
“The construction industry has
learned from the recent experiences
with these major hurricanes,” says Mic
Patterson, director of strategic development of Enclos Corp., in Eagan, Minn.
“Katrina and Wilma, in particular, were
a real lesson to the building community
about what we’ve got to do to construct
buildings that are safe in these extreme
loading conditions.”
Architectural firm Nichols Brosch
Wurst Wolfe & Associates Inc. in Coral
Gables, Fla., embraced glass as the
cladding of the expansive curtainwall
of 1450 Brickell Ave., a Class-A office
building in downtown Miami, but kept
security in mind. The 35-story building
features approximately 586,000 square
feet of glass across its façade. Viracon
fabricated the 9⁄16-inch-thick laminated
glass, which is comprised of a ¼-inch
lite of Pittsburgh-based PPG Industries’
Caribia® spectrally selective tinted
glass and a lite of ¼-inch clear glass
with Viracon’s VE-42 low-E coating
sandwiched around St. Louis-based
Saflex’s Vanceva Storm™ interlayer.

H

Photo courtesy of Rilea Group.

Test One, Test Two
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Since Hurricane Andrew hit Florida
in 1992, Miami-Dade County, Fla., has
been notorious for having some of the
most stringent hurricane resistance requirements in the country (see August
2003 USGlass, page 44, for related story
on Hurricane Andrew).
“The wind resistance testing [for this
project] was severe but it is the new
norm,” says Richard Sembello, vice
president of Construction Research
Laboratory Inc. (CRL) in Miami. “The
severe testing … is required for all new

similar scope projects in Miami.”
The requirements are tough enough,
but some designers choose to go above
and beyond for added protection.
“This developer made the decision to
do hurricane-resistant glass all the way
up the entire building when that’s not
required by code,” Patterson says.
“The entire skin of the building uses
a large-missile [laminated] glass,” adds
Jeff Rigot, sales representative for Owatonna, Minn.-based Viracon.
To ensure that protection is properly
in place, rigorous testing is required.
Suppliers, fabricators and installers took
part in watching the abuse put upon a
full-scale mock-up at CRL’s facilities.
The reason for such testing is simple.
“Custom wall systems include hundreds
of components put together for the first
time,” Sembello says.“Only testing an entire system can identify problems.”
“You have standard testing on any
job,” Rigot says.
CRL followed test procedures set by
AAMA E-330, Standard Test Method for
Structural Performance of Exterior Windows, Doors, Skylights and Curtain Walls
by Uniform Static Air Pressure Difference
to test the building.
“It’s a very rigorous test to simulate a
hurricane coming and going through
this environment,” Rigot says.
Rigot notes that everything was normal with regard to the testing, but adds,
“what made it abnormal was that this
windload was probably 50 percent
higher than what normally would have
been seen here before.”
Patterson explains, “Design load, as
determined by wind tunnel testing, is
+139/-183 pounds per square foot
(psf), making the testing load -274.5
psf, which is 1.5 times the design load.”
In other words, he says, “The building
[was tested to] wind speeds up to 327
miles per hour (mph).”
As a basis for comparison, peak sustained wind speed for Hurricane Wilma
www.usglassmag.com
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Impact Glass Leaves
Miami’s 1450 Brickell
Ave. Prepared to
Weather Any Storm
by Megan Headley

The entire glass façade installed at
1450 Brickell Ave. was subjected to
the large-missile tests, in which a 2by-4 piece of lumber traveling at a
speed of 50 mph impacts the glass,
before the glass curtainwall unit is
subjected to cyclic pressure loading.

reached 175 mph, Hurricane Andrew
reached 165 mph and Hurricane Katrina reached 125 mph.

The Windy City
A wind analysis showed that the
pressures on this building would be
higher than normal for the area. “The
shape of the building and the height of
the building were what drove these
loads up,” Rigot says.
Rigot adds,“It presented a lot of challenges not only in the design of the curtainwall, the engineering of the
curtainwall, the selection of the glass,
but also through the testing process
getting a lab to hit those kinds of pressures was quite difficult.”
Sembello breaks the wind test down:
“Testing of a curtainwall consists of installing a sample of the wall system, in
the same manner as intended for the
project, in front of a test chamber. The
perimeter of the sample is then sealed
continued on page 42
www.usglassmag.com
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Onsite at 1450 Brickell Ave.
Views of downtown Miami and Biscayne Bay were among the reasons to use
an all-glass façade for the 35 stories of 1450 Brickell Ave. Nichols Brosch Wurst
Wolfe & Associates Inc., an architectural firm in Coral Gables, Fla., wanted
largely unobstructed views, and 586,000 square feet of glass helped lead architect Bruce Brosch accomplish just that.
Viracon sales representative Jeff Rigot says his company “got involved a solid
two years prior to the building going forward, just in the design process.”
Keymark Corp., which has a facility in Lakeland, Fla., supplied 900,000
pounds of extruded, Duranar-coated aluminum for the curtainwall.
According to Brent Slaton, national sales coordinator of Keymark, “It’s one of
the largest buildings in Miami.” Slaton adds, “It was a monumental project for
us. It’s been going now for a year and a half, and we just completed it (in June).”
The designers had specified larger than typical floor-to-floor spans in the first
15 stories, to augment those breathtaking views of the city and its waterways.
Each unit spans 18 feet, rather than the more typical 13-foot 6-inch spans
found on the higher floors. To strengthen those 18-foot spans, Enclos used
steel reinforcing in the aluminum mullions of those unitized units.
“Beyond that, the strength is manifest in … shorter spacing between fasteners, and those kinds of fundamental things,” says Mic Patterson, director of
strategic development for Enclos Corp., headquartered in Eagan, Minn.
Enclos worked closely with Halfen Anchoring Systems in Converse, Texas, and
the curtainwall design team in fashioning the proper anchors for securing the
glass. All Halfen embeds were provided by Meadow-Burke/Halfen, and steel
embeds were provided by C&R Metals in Miami.
Victor Yakin, national sales manager of Halfen Anchoring, says three different high-capacity corner anchors were used to secure the glass. “These designs, based on two 1-foot long channels, were welded together to form unusual
corner angles—125, 109 and 90 degrees—with rebar tails welded to the backside of the channels. Embeds such as these offer the highest possible load capacity when installed in thin floor slabs.”
According to Yakin, Halfen reviewed the suitability of such anchors and T-bolts.
“In addition to the high tension and shear capacity that these anchors offer,
the adjustability feature of cast-in channels typically allows the glazing contractor to install the curtainwall in a quick and efficient manner,” Yakin explains.
He adds, “Not having to weld or drill at the face of the slab in these corner conditions gives the contractor a safe environment in which to work.”
In addition, “About 50 percent of the system here is structurally glazed, so
you’re relying on the silicone to keep the glass attached to the system,” Patterson adds. He points out that the structural sealant was provided by Dow
Corning, adding, “In a more conventional system (with more conventional loading conditions) you might have a ¾-inch bite of the silicone material joining the
glass to the framing system … In this case the bite was 2 ½ inches.”
The use of unitized lites, fabricated and assembled by PGT Industries in
Venice, Fla., also helped ease logistics on the project.
“You’ve got a dense urban site, which is always challenging,” Patterson says.
Using unitized panels helped the glaziers to better navigate the constrained site.
“Almost everything we do now is unitized for that very reason,” Patterson says.
“It tremendously simplifies the site logistics. If it’s required we can deliver units
to the site on a just-in-time basis so there’s basically no material storage onsite;
they get lifted right off the truck and placed right on the building. It can really minimize the impact on the building site in instances where that’s required.”
Patterson notes that working closely with the building team and the general
contractor to coordinate site logistics also eases the process for the installers.
Enclos started setting curtainwall units in October of 2008. The company
now is ready to sign off on this job, with the building braced for anything nature
can throw at it following its full completion this fall.
July 2009 | USGlass, Metal & Glazing
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Acing the Test continued from page 41
to the test chamber and air is exhausted
from or blown into the test chamber to
produce the desired inward or outward
acting windload on the sample. Deflections and deformations of the specimen
are measured and observed during the
windloads.”
“We certainly had some curtainwall
failures along the way,” Rigot says.
But, as Patterson says, “Things never
go as expected in a mock-up test.” After
all, that’s the point—to find those
things one wouldn’t expect before com-

pleting a project and subjecting it to the
tests of Mother Nature.
“There’s a lot of complexity in a
custom curtainwall system,” Patterson
says. “There’s the strength of the system itself, there’s the interaction of the
system with the building and the anchorage systems that tie the two
things together—the building and the
curtainwall system.” He adds, “We did
modify certain aspects of the design
and system as a result of what we saw
going on with the test.”

Hurricane Zones
Level of Protection Wind Rating (MPH) Basic Protection Enhanced Protection
Zone 1
110 to 119
C
D
Zone 2
120 to 129 (> 1mile)
C
D
Zone 3
120 to 129 (< 1 mile),
130 to 139
D
E
Zone 4
> 140
D
E
The large missile requirements found in ASTM E1996 are related to four wind zones and the
type of protection required (basic versus enhanced). Source: ASTM E1996
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Watchful Eyes
During any such test, installers, fabricators and testing labs work closely
together to ensure that problems are
corrected before erection. The parties
involved here may have had more involvement than typical.
“There haven’t been a lot of curtainwall systems used on projects in this
particular area of South Florida. Most of
them have been window wall systems,”
Patterson says.“So the project was probably subject to a little bit more scrutiny
than what’s usual, by both us and by the
people who review these things.”
And yet, Patterson adds, “I do believe
this project is important, as it clearly
points to the future of curtainwall clad
buildings in the Miami area.”
“Most buildings in the last decade or
decade and a half for impact have been
primarily been window wall,” Rigot
says. “Indeed the curtainwall design of
this project created a lot of challenges
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to overcome because this job was a true
complete curtainwall skin.”
Still, Patterson says the system itself
really isn’t that different from more typical curtainwall projects. “What makes
it different is the higher windloads,” he
says. “In terms of an engineering problem we just needed to strengthen the
system with larger members, in some
cases reinforced members.”

To The Code And Beyond
As the individuals involved on this
project are quick to point out, the code is
always the bare minimum of what needs
to be done for a building to be legal.
“There’s always code minimum,” Rigot
says. “What made this unique is this is a
building that’s for the open spec of the
lease market … Typically they would
build the bare minimum—[owners usually are] more concerned about cheap
costs and construction per se, and meeting code would be their overall objective.”
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Simbello adds,“The Florida Building
Code structural and impact requirements are very severe. I doubt many developers would go beyond code unless
there is very little cost.”
Still, some do.
The Brickell Ave. building wears its
strong glass cladding as a value-added
feature.
“[The owner’s] selling this building as
being something in which you could potentially ride out a Hurricane Andrew
and continue working. That’s the thought
anyway: ‘if you want to remain in business in the financial district in Miami, if
you’re connected globally you can’t afford
to be down for a week while we
reclad the building and turn your
power back on,’” Rigot says.
The desire to go beyond minimum building codes is more
evident in today’s green trend.
“I think we’re seeing a lot of this
kind of thing not just in the area
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of security but also in the area of energy
performance,” Patterson points out.“A lot
of the buildings that we’re doing are pursuing some level of LEED certification,
for example. That’s not anything that is
required by code; it’s something that
building developers are choosing to do
that makes the building more marketable
and more comfortable.”
Not surprising for a building going
beyond requirement, 1450 Brickell is
also aiming for LEED certification.
With the emphasis designers put on
exceeding code in the area of energy,
one can only hope they double that effort when it comes to safety. ■

M e g a n H e a d l e y is the
editor of USGlass.
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Hands on
the Wheel
The Complex Logistics of
Transporting Flat Glass Safely
by Megan Headley

Tim Lawson, safety manager of Maverick Transportation,
offered guidelines for handling glass and the disposal of
broken glass safely.
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More Information?
To learn more about the FGLC,
visit www.fglc.biz.

mproving safety and preventing litigation surrounding
the transportation of glass were among the chief goals of
the approximately 20 members of the Flat Glass Logistics
Council (FGLC) who met in Chicago at the end of May.
Karl Manrodt, a professor in the in the department of
management, marketing and logistics at Georgia Southern
University and executive director of the nonprofit corporation, opened the meeting by commenting on the number of
issues that carriers face, ranging from need for new equipment and capacity problems to foreign competition and an
aging driver population, coupled with the cost of transportation. “Does anyone think it’s going to go down?” Manrodt asked of those costs. “I hate to tell you, but it’s going up
… [we’re] facing a lot of risk, rising fuel prices.”
In addition, economist Noël Perry, a former truck driver
and loading dock foreman himself, noted during his “May
2009 Transportation Market Outlook” presentation that the
transportation industry has actually been in a recession since
late 2006. Perry noted that freight growth stops when the
GDP is less than 3 percent, so for the transportation industry anything under 3 percent is a recession. While he optimistically predicted a start to the country’s recovery next
year, Perry cautioned his audience in the transportation in-
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It’s a very specialized product that requires a lot
more expertise [than one might think] from the
driver … Most fabricators have no idea.
—Karl Manrodt, executive director of FGLC
dustry that it will take longer yet before the freight industry
will see growth.
“You’re going to get profitable on freight before you can
profitably sell your used trucks … because there’s such a surplus of used trucks,” Perry added.
With so many challenges facing this industry, the FGLC
provided some welcome tips on how to prevent problems
arising from litigation and how to focus on safety, among
other topics.

Avoiding Legalese
Attorney Dan Hitt with Hitt Hiller Monfils Williams
touched on one way to reduce costs and improve safety—by
limiting litigation in this segment of the industry.
Hitt walked his listeners through a case study, and as he
discussed the litigation he offered some advice. For starters,
he advised that if there is an accident, that carriers consider
abating their discipline of the driver for a time afterwards
until determining if litigation will arise.
“Why do you make preventability determinations?” he
asked. “The usual answer is we have to use it as a manner to
control our drivers, to show we’re paying attention, it’s our
way of showing responsibility. That may play a role in the
smaller instances but when you have a major case, consider
holding off for a year, hold off until your lawyer says it’s okay
to make your preventability determination.”
Not that carriers should do nothing about these drivers. “I
think you should put [the driver] through a remedial process,
I think every driver should go through remedial training after
an accident, period,” Hitt said. He added, “Don’t put the driver
back on the truck tomorrow … don’t confuse avoiding preventability determinations with putting him back on the truck.”
This gives the company time to look into the accident and
make a responsible determination of its cause, before determining whether to discipline the driver. “It doesn’t mean
you’re not going to fire him, it means you’re going to go about
this in a methodical way.”
Regarding safe drivers, the group discussed what the
driver should do if the shipper puts something on the truck
that he considers unsafe.
“You have to play the squeaky wheel,” Hitt said. However, he
added, legally if a driver think he has a safety problem with
his cargo, “Then you can’t drive. You can’t.” So if the driver
points out a safety issue and then gets behind the wheel without resolution, that’s a big problem for him as well.
Manrodt noted that in the tough glass industry most carriers face extremely high turnover rates, making it difficult to
get well-trained individuals carrying glass, which is a particularly difficult material to transport. “It’s a very specialized
product that requires a lot more expertise [than one might
think] from the driver,” he said.“Most fabricators have no idea.”
Regarding those drivers, Hitt noted that in transportationwww.usglassmag.com

Attorney Dan Hitt advised fabricators to check
SAFER/SafeStat to make sure that truck drivers have
satisfactory ratings.

related litigation judges are looking at “failure to use due care
in selecting the trucker.”When selecting drivers carriers should
check that they have a satisfactory rating with SAFER/SafeStat (safety and fitness electronic records system available from
the Federal Motor Carrier Safety Administration at
www.safer.fmcsa.dot.gov) and good references.“If they have a
satisfactory rating you’re probably okay on that basis alone,
but I’d recommend you also check their references,” Hitt said.
Hitt also noted, though, that these stats were never intended to be for anything other than internal agencies’ use,
but now are a “have to” for companies looking to protect
themselves.
Christine Greer, corporate logistics manager of Guardian
Industries, commented that the SAFER stats are something
at which Guardian is now looking.
“If I hire someone, these are the steps I’d have to go through
to bullet-proof myself,” Manrodt reminded his listeners.
This question of whether the driver should accept whatever the shipper puts on the truck led to discussion about
how some manufacturers will add their own separator pads
and extra packs, particularly if transporting thinner glass.
continued on page 46

Safety First
The Flat Glass Logistics Council has published a series of
guidelines on flat glass transportation safety and efficiency.
These guidelines are chock full of useful tips for shippers,
carriers, receivers and drivers. To request more information, send an email to mheadley@glass.com with the subject FGLC Safety Guidelines.
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Hands on the Wheel
continued from page 45
This may seem more efficient to the fabricator doing the
shipping but may create pressure points leading to cracks.
“If our goal is safety, maybe we should have a standard at
the loading point for different sizes of glass,” said Rosaire

Bélanger, president of Bélanger Expres.
“Because it is so thin … there are issues with those separator pads,” commented Greer, in explaining why Guardian
avoids this particular issue.
Craig Brown of Maverick Transportation noted,“Everyone
does something a little different because there’s no standardization of trailers.”
Hitt agreed that problem should be addressed.
“I would love to see a standardized method or two or three
for these trailers and the kinds of things they’re using so
we’re not having these conversations,” Hitt said.
And while standardization for improving safety and
protecting the industry might be ideal, Hitt summarized
that sometimes there are defects in a pack and “things
happen and the pack blows out.” Glass is a very difficult
material to transport, after all, he added, and sometimes
things stuff happen that can’t be prevented—so each party
should pay close attention to the many problems that can
be prevented.

Disposal Safety Guidelines
During his transportation market outlook economist Noël
Perry optimistically predicted that the U.S. economy will
begin to recover next year.

Tim Lawson, Maverick Transportation’s safety manager,
provided some tips for safe glass disposal. He opened with a
brief review of general safety rules, including:

2–4 December
2009
www.glasspex.com
Supported by Messe Düsseldorf,
Organizer of:
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• Keep glass and machinery from sitting in the way of the
dock location. “We need to have a clean and level surface
when we get to our shipper location,” Lawson said;
• Clear the floor and trailer of trip hazards. “There shouldn’t be anything the loaders have to step across to load glass
in the racks,” Lawson said;
• Make sure that, once in the loading dock, you have deflated air systems, wheels are chalked and two jack
stands are installed on both sides of the trailer once the
trailer is disconnected;
• Make sure anyone handling glass is wearing proper personal protective equipment (PPE).“Each carrier has their
own different types of PPE they want the drivers to wear
but the simple basics would be the hardhat, safety goggles,
long sleeves and long pants. That’s pretty much standard,”
Lawson said;
• Stay off the glass loads, Lawson advised. He added,“If you
want to look at one thing where we have drivers injured
it’s moving up ladders with tarps on their shoulders;”
• Make sure that drivers remain in designated safety work
zones.“We certainly don’t want the drivers going anywhere
inside the plant they want to,” Lawson said. He advised
continued on page 48

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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Hands on the Wheel
continued from page 47
roping off safety zones to let the driver know where they
can wait, if not in the cab;
• If not waiting in the cab, make sure the driver or any other
unprotected individuals keep their distance from trailers
being loaded and unloaded. “Always stay attentive to your
surroundings,” Lawson said. “When you’re in a busy dock
area and glass is suspended in the air, you always face it;
never turn your back on suspended glass.”
When it comes to properly loading glass, one issue carriers face is being able to transport different glass sizes in safe
ways that don’t lead to breakage.
“This is something that’s always been an issue with the
transportation of glass: step-downs [in sizes],” Lawson said.
The members of the Council follow a “70-percent guideline” as a rule of thumb. The guideline, which Mike Weiss of
Maverick Transportation noted was based on statistical failures of glass breakage, shows that if packing different sizes
it’s best to have a lite that is 70 percent (or larger) of the size
of a lite next to it to prevent breakage.
Lawson stressed that this guidelines really indicates to the
shipper and carrier when a load should not be treated as
“normal.”
“We’re hiring new drivers all the time,” Weiss pointed out,
“and we don’t want someone that’s on their first load want

putting a 50- or 60-inch glass next to a 130- or 108-inch glass
because that’s where we had our greatest danger.”
If something should happen to a load of glass during the
shipping, Lawson also had some advice for disposing of the
broken load. He and the other Council members agreed that
the best place to handle breakage is at the consignee’s or at
the manufacturer’s facility, as those companies will have
skilled employees to handle the glass. “They are better
equipped to handle breakage,” Lawson said.
The group also agreed that should something happen to a
glass load on the road, the driver would be best suited to stop
by a nearby manufacturer—whether carrying that company’s glass or not—and request assistance in disposing of
it safely.
After all, commented Dave Cobb of Maverick Specialized,
“The one message from us is safety first.” ■

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

CRL’s New Dolly
Covers All Terrain
Los Angeles-based C.R. Laurence Co.
Inc. (CRL) is introducing a new all-terrain dolly for glass handling. Made of
heavy, welded aluminum, the Cat. No.
ATD1 dolly eases the task of moving

large glass lites, insulating units, patio
door panels and more across any jobsite terrain. The dolly’s 16-inch diameter, 2-ply pneumatic tire can cross
curbs, doorsills and scrap lumber and
won’t bog down in the grass, sand, mud
or even snowy or icy terrain.
The dolly features a built-in 8-inch
Wood’s vacuum cup and a set of CRL
RB200 rolling blocks that protect the
cargo’s edges once unloaded. The roller
blocks are stored conveniently inside
the dolly’s frame. The maximum carrying capacity is 400 pounds.

❙❙➤ www.crlaurence.com

Myglasstruck.com
Introduces Two New Glass
Holding Poles
Myglasstruck.com, based in Glassboro, N.J., has released the T6-AdustA-Pole and the T6-Super-Pole, two new
poles for use with glass delivery racks.
Both poles feature adjustable cleats, an
integrated “T-channel” running the
length of two sides of each pole and are
made from a 1.5- by 1.5-inch 6061 T6
aluminum extrusions.
According to the company, these
three features create stronger-thantypical poles by increasing structural
integrity and adding resistance to
bending. Both models come with a
one-piece stainless steel hook at the top,
and tongue at the bottom attached with
removable stainless steel fasteners.
Each pole is available in standard
lengths from 72 to 144 inches.

❙❙➤ www.myglasstruck.com

window film

Ultra-Vision
Keeps the View Clear
In June SunTek® Window Films parent company Commonwealth Laminating & Coating Inc. in Martinsville, Va.,
introduced a new line of architectural
window film: Ultra-Vision™. This line
of unique, high-end, spectrally selective
window films offers the end-user rela-

transportation

Bromer’s Pole Systems Install Fast
Bromer Inc. in Terrebonne,
Quebec, says its patented pole
system is quick to install, and
securely holds the glass on
the rack and whatever is on
the ledge board.
The company uses fulllength rubber padding on vertical and horizontal support on
its racks. Most importantly, its
patented pole system does not exceed the required 102-inch width permitted
on the road, unlike, Bromer representatives say, some hold-type pole systems
when used on a double-side rack for pick-up trucks or vans.
❙❙➤ www.bromerinc.com
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tively high visible light transmission
and total solar energy rejection, as well
as relatively low visual reflectance. The
ULV 70 and ULV 50 products in the line
feature all-metal, 1.5-mil construction
with a dry adhesive. The film is manufactured using all non-corrosive raw
materials, so silicone edge-sealing is
not required to take advantage of the
manufacturer’s warranty.

❙❙➤ www.suntekfilms.com

resources

GlasWeld Launches
Glass Repair Distance
Learning Program
GlasWeld in Bend, Ore., has launched
a new distance learning program. The
glass repair education, training and
certification program is delivered to
customers via G-connect, GlasWeld’s
online communications platform.
The program breaks traditional
training barriers by delivering a professional-level educational program
that is accessible anytime, from anywhere with an Internet connection.
The training modules in the program’s initial release include introductory information on new repair
techniques using the company’s
equipment; the science and history of
glass; how glass breaks; the impact of
natural forces and elements on repair;
and detailed equipment operation
instruction.

❙❙➤ www.glasweld.com

tools and equipment

Bohle Extends Range with
Toyo Supercutter
Bohle America Inc., headquartered in
Charlotte, N.C., has reached an agreement with Toyo to offer the manufacturer’s full range of glass cutters in
North America in addition to its own
products. The company hopes to expand customer choices with the addition of the Supercutter range alongside
its own Silberschnitt and Diamantor
products.
❙❙➤ www.bohle-america.com ■
www.usglassmag.com
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NewsMakers
new hires

promotions

Heitmann & Associates
Welcomes New Additions

Kettler Appointed President,
COO of The Wagner Companies

Building enclosure consulting firm
Heitmann & Associates Inc. in
Chesterfield, Mo., has several new
hires to announce:
• Myra Baer, drafting technician;
• Jeff Pickett, job captain;
• Andrew Ward, designer;
• Brandon Bealmear, architectural
engineering consultant;
• Tasha Robinson, accountant;
• Cheryl Linton, executive assistant;
• Mike Bourassa, Western region manager;
• Cecilia Kadane, accountant; and
• Teri Null, executive administrative assistant.
Myra
Baer

Jeff
Pickett

Andrew
Ward

Tasha
Robinson

Cheryl
Linton

Brandon
Bealmear

Mike
Bourassa

Richard A.
Kettler

The Wagner Companies has appointed Richard
A. Kettler as president and chief operating officer of its Milwaukee-based manufacturing and
distribution operations. Outgoing president
Robert A. Wagner will continue his affiliation with
the company in the role of chairperson and chief
executive officer.
Robert A.
Kettler joined Wagner in 2000 as operations Wagner
manager and since has held the roles of chief
operations officer and executive vice president.

Bohle Makes
New Appointments
The new West Coast office of Bohle
America Inc. in Garden Valley, Calif.,
will be led by Rick Nelson. As sales and
operations
manager,
Nelson brings with him
more than 24 years of
glazing experience, including time spent as
product manager for
Rick Nelson Pilkington North America and C.R. Laurence Co.
Inc. respectively.
New to the head office in Charlotte,
N.C., is Southeastern sales manager
Bob Disney. Disney has
a degree in architectural
engineering and more
than 21 years experience
in the glass industry, including 15 years with
Sommer & Maca.
Bob Disney
Dana Barberet has

kudos

Oldcastle Glass® CEO to Serve
on the Board of Design Futures Council

Ted
Hathaway

52

Edwin B. (Ted) Hathaway, chief executive officer of Santa Monica, Calif.-based Oldcastle Glass®, was recently elected to serve
on the executive board of the Design Futures Council. The industry think-tank is an interdisciplinary network of design and
construction leaders who work together to advance the future of
design, architecture, engineering and building technology.
“The Council is an invaluable source for architects, designers, manufacturers and other building professionals throughout the world who help shape the future of our industry and
environment,” Hathaway says.
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joined the company as director of sales for industrial cutting. Barberet
spent 18 years at FletcherTerry.
Bohle has added a
new
sales
Dana
o
f
f
ice
Barberet
manager,
Summer Zifko. Zifko is
a finance major with
several years experience in banking and Summer
marketing.
Zifko

Technoform Appoints
Three Sales Engineers
The North American
workforce of Technoform
in Twinsburg, Ohio, has
added three new sales engineers. Manuel “Tony”
Roman and David Buddenhagen are both reTony
sponsible
Roman
for sales of
the company’s structural
insulating strut. Roman
will serve the Northeastern United States and
Buddenhagen will be re- David
sponsible Buddenhagen
for several Midwest states. Rob
Miller also joins the
company’s warm-edge
IG spacer residential
Rob Miller market team. ■
www.usglassmag.com
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AMERICAN MADE...
UNHEARD OF PRICE!

This could be the deal of the year! And at $2009 that’s
just under $900 off our standard price of $2900! No cheap
knock-off here, it’s Unruh’s standard 108” x 84” aluminum
Pickup Rack featuring 5 inch usable ledge boards. Or, if you’d
prefer one of our standard aluminum Van Racks (9’ or 10’ x 84”)
we’re also pricing them to sell. Just $1400 each! All of our products
are built to the highest standards. Unruh has invested heavily in
our people...each and every one of our welders have gone
through a rigorous training course to become certified by
the American Welding Society at our expense.
And remember, ALL our products are 100% made and
assembled right here in the good ol’ U.S.A.
- American Made, American Proud.

* Plus shipping
Limited time only.

100 Industrial Drive • Sedgwick, KS 67135 • Also located in Aragon,G A • fax 316.772.5852 • UnruhFab.com
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Reviews&Previews
solarpeq 2010 Joins
glasstec in Next Hall

M

esse Düsseldorf, the organizer of glasstec, is revising the structure of the event in 2010. Organizers say a new title, “Glass Production - Processing
- Products,” will convey that it is the only international trade
fair reflecting the entire value chain of glass in all its facets.
As part of the new concept, and as a reaction to exhibitor
requests, the event will take place in only four days instead
of five (Tuesday, September 28, to Friday, October 1).

In 2010, companies offering equipment for
photovoltaics production will fill hall 14 at the
fairgrounds in Düsseldorf, Germany.
As a reflection of the evolving glass market, glasstec
2010 also will cater to solar production technologies.
The new solarpeq - International Trade Fair for Solar Production Equipment will take place concurrently with
glasstec and is geared toward companies offering
process engineering/production equipment for thin film
and crystalline photovoltaics, including machinery and
equipment for the production of solar applications or
suppliers of components/raw materials.
Although the events will take place at the same time,
glasstec will take place in halls 7-13 and 15-17 while
solarpeq will be focused in hall 14 at the fairgrounds in
Düsseldorf, Germany.
“Over the last two to three years we have seen many
exhibitors at glasstec founding their own corporate divisions for solar production technology,” says Joachim
Schäfer, managing director at Messe Düsseldorf. “With
solarpeq we now offer these customers a dedicated
platform and all other companies in this segment the
unique opportunity to benefit from the established international structures at glasstec.”
❙❙➤ www.mdna.com ■
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Up&Coming
NORTH AMERICAN EVENTS
September 16-25, 2009
DHI Annual Conference
and Exposition
Sponsored by the Door and
Hardware Institute (DHI).
Gaylord Palms Resort
and Convention Center.
Orlando, Fla.
Contact: Stephen Hildebrand
at 717/859-5905.

September 20-23, 2009
AAMA National Fall Conference
Sponsored by the American
Architectural Manufacturers
Association (AAMA).
Loews Lake Las Vegas Resort.
Henderson, Nev.
Contact: AAMA at
847/303-5664.

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

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

October 6-8, 2009
Metalcon International
Sponsored by the Metal
Construction Association (MCA).
Tampa Convention Center.
Tampa, Fla.
Contact: MCA at 617/965-0055.

October 19-20, 2009
Aluminum Association
Annual Meeting
Sponsored by the
Aluminum Association.
Hotel Palomar & Waterview
Conference Center.
Arlington, Va.
Contact: Pamela Dorsey
at 703/358-2967.
To see the full
event schedule, visit
www.usglassmag.com/
events.php.
www.usglassmag.com

November 17-19, 2009
Win-Door North America
Sponsored by the
Canadian Window and Door
Manufacturers Association.
Metro Toronto Convention
Center, North Hall.
Toronto.
Contact: Show organizers
at 416/444-5225.

November 10-12, 2009
GreenBuild 2009
Sponsored by the U.S. Green
Building Council (USGBC).
Phoenix Convention Center.
Phoenix, Ariz.
Contact: USGBC
at 800/795-1747.

Manufacturer of Bullet and Blast Resistant:
 Windows

 Doors

 Curtainwall Systems

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

 Dealtrays
 Fiberglass Panels

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

November 16-19, 2009
Fall 2009 NFRC
Membership Meeting
Sponsored by the
National Fenestration
Rating Council (NFRC).
The Sheraton Gunter Hotel.
San Antonio, Texas.
Contact: NFRC
at 301/589-1776.

December 8-10, 2009
Ecobuild America
Sponsored by AEC Science
and Technology LLC.
Walter E. Washington
Convention Center.
Washington, D.C.
Contact: AEC at
800/996-3863.

INTERNATIONAL EVENTS
October 14-16, 2009
Fenestration China 2009
Organized by CIEC
Exhibition Company Ltd.
China International
Exhibition Centre.
Beijing.
Contact: USGlass
at 540/720-5584.

October 18-21, 2009
Glassex 2009
Sponsored by Emap Connect.
National Exhibition Center.
Birmingham, United Kingdom.
Contact: Emap Connect
at 0845 0945 215

October 28-31, 2009
Vitrum 2009
Sponsored by GIMAV.
Fiero Milano
Convention Center.
Milan, Italy.
Contact: Show organizers at
+39 02 33006099. ■

800-962-8088
http://www.actionbullet.com

ECONOMIC STIMULUS FOR THE
GLASS INDUSTRY

REDUCE GLASS
INSTALLATION
COSTS BY 50%
OR MORE WITH
A MOBILE
ERGONOMIC
HANDLER
Model AB1200-RD

Built in the US by
Skilled American Labor

NEW MODELS , NEW CAPIBILITIES, NEW INCENTIVES
• NEW capacities, 500 to 2,000 lbs
• NEW capabilities: more compact and more maneuverable for interior sets
• in occupied buildings.
• NEW versatility: win bids for infrastructure repair projects, including
• schools, hospitals, municipal buildings, residential renovations
• NEW applications: Install skylights and canopies
• NEW economics: One person operation
• NEW options: RF remote controls, out door packages, night operation kits
• NEW availability: lease to own programs including one year quick turn

Arlington Equipment

Arlington USA
800-826-9022 • (518) 798-5867
Email: info@ GotoArtech.com
Online at www.GotoArtech.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

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

Glassopolis
We Put Glass Contractors First.
Fast Quotes. Fast Delivery.
Phone: 800/262-9600
Fax: 800/872-9601
www.glassopolis.com
sales@glassopolis.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

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

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

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 68 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com

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

Acid Etched Glass

Fire-Rated Glass,
Impact Resistant

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

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

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

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

YOUR AD COULD
BE HERE!
Call Janeen Mulligan at
540/720-5584 Ext. 112

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

Glassopolis
We Put Glass Contractors First.
Fast Quotes. Fast Delivery.
Phone: 800/262-9600
Fax: 800/872-9601
www.glassopolis.com
sales@glassopolis.com
www.usglassmag.com
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SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com
VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com
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

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

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

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

Glassopolis
We Put Glass Contractors First.
Fast Quotes. Fast Delivery.
Phone: 800/262-9600
Fax: 800/872-9601
www.glassopolis.com
sales@glassopolis.com

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

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

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

Oldcastle Glass®
Over 68 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.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

X-Ray Fluoroscopic

ARCHITECTURAL
GLASS/TEMPERED

Oldcastle Glass®
Over 68 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
ARCHITECTURAL METAL

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

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

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

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

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

C.R. Laurence Co. Inc.
2503 E Vernon Ave.
Los Angeles, CA 90058
Phone: 800/421-6144
Fax: 800/262-3299
www.crlaurence.com
US Horizon Mfg., Inc.
28577 Industry Dr.
Valencia, CA 91355
Phone: 877/728-3874
Fax: 888/440-9567
www.ushorizon.com
continued on page 58
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BULLET RESISTANT
BARRIERS

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

Painted

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

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

Taricco Corporation
1500 W. 16th Street
Long Beach, CA 90813
Phone: 562/437-5433
Fax: 562/901-3932
www.taricco.com
spence@taricco.com
United States
Bullet Proofing, Inc.
16201 Branch Court
Upper Marlboro, MD 20774
Phone: 301/218-7920
Fax: 301/218-7925
www.usbulletproofing.com
info@usbulletproofing.com

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

Closers

Etched Glass

Fire-Rated
Framing Systems

58

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

Textured Glass

Oldcastle Glass®
Over 68 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com

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

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

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

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

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

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

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

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

Sliding Doors

GLASS FURNITURE
Table Tops

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

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

JLM Wholesale, Inc.
3095 Mullins Court
Oxford, MI 48371
Phone: 800/522-2940
Fax: 800/782-1160
www.jlmwholesale.com
sales@jlmwholesale.com

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

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

SaberPack
Interleaving Powders
471 Apollo Drive, #10
Lino Lakes, MN 55014
Phone: 651/784-1414
Fax: 651/780-0432
www.saberpack.com
INSULATING GLASS AND
RELATED PRODUCTS

Oldcastle Glass®
Over 68 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com

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

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

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

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

Spacers

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

To place your listing(s)
contact Janeen Mulligan
at 540/720-5584, Ext.
112 or e-mail
jmulligan@glass.com

INSULATING GLASS
MACHINERY/EQUIPMENT
Production Lines

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

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

MACHINERY/EQUIPMENT

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

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

Drill Bite

Acid Etched Mirror

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

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

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

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

Bear Glass
399 20th Street
Brooklyn, NY 11215
Phone: 718/832-3604
Fax: 718/832-0786
www.bearglass.com
Spancraft Ltd.
920 Railroad Ave.
Woodmere, NY 11598
Phone: 516/295-0055
Fax: 516/569-3333
www.spancraft.com
Jordan@Spancraft.com

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

Oldcastle Glass® Naturalite®
Over 68 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.com
Skylights

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

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

SERVICES
Shop Drawings

Oldcastle Glass® Vistawall®
Over 68 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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
continued on page 60
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TOOLS AND SUPPLIES
Cleaning Towels

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

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

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

WINDOW FILM
Architectural Film

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

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

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

Security Film

Fire-Rated

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

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

General Tools & Supplies

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

WINDOWS
Blast Resistant

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

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.

SAVE THE DATE
Glass Expo Midwest™
March 16-17, 2010
Expanded, Enhanced and
Moving to the Spring!
Renaissance Schaumburg Hotel
& Convention Center
Chicago (Schaumburg), IL
540/720-5584
www.glassexpomidwest.com

Join the architectural glass
and fenestration industries
for this newly expanded event.

Education • Exhibition • Networking
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Used Equipment
for Sale

Classifieds go online every day!
To view listings, visit: http://www.glass.com/classified.php

Products for Sale

Industry Services

USED MACHINERY
BOUGHT & SOLD

Curved China Cabinet Glass

Bieber Consulting Group, LLC

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.

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.

www.usglassmachinery.com
Ph: 724/239-6000

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

RCS Enterprises
Shop drawings - entrances & storefronts,
curtainwalls, wall panels. Short lead
times.
www.rcsshopdrawings.com.
Phone: 269/202-4010; Fax: 269/4686957, info@rcsshopdrawings.com

Bovone Beveling Machine
10 spindle Minimax III Model #371. Runs
perfect. Can see running. $19,900. Interested parties, please call 708/307-8158 for
showing.

New and Used Equipment
NEW 4 spindles flat edger $17,500 US
NEW 6 spindles flat edger $23,500 US
60”-80” Vertical washers
60”-80”-96” Horizontal washers
Bavelloni 7 sp. Pencil edger
Bavelloni B-73 straight beveler
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

Employment/Help Wanted
Glass & Metal
Project Managers

Account Manager &
Sales Representatives

One of Chicagoland’s premier contract
glazing organizations has immediate
openings for two project managers. The
one opening is for an individual with
experience in managing large glass and
metal projects including mid-rise curtain-wall and window work. The other
opening is for an individual to coordinate and manage storefronts and interior glass projects. The company’s
history and reputation makes this a
“career opportunity” for the right individuals. The company offers an excellent starting salary and benefit
package. For consideration, a complete
resume including salary history should
be sent to: USGlass, Drawer 3900, PO
Box 569, Garrisonville, VA 22463 or
e-mail jmulligan@glass.com. Be sure to
reference Drawer 3900.

As part of our expansion program, our
company is looking for part time work
from home Account Manager and Sales
Representatives. It pays 10% of what the
client sends to you monthly plus benefits and takes only little of your time.
Please contact us for more details. Requirements: Should be a computer literate. 2-3 hours access to the internet
weekly. Must be over 20 yrs of age. Must
be efficient and dedicated. If you are interested and need more information,
e-mail bob.castro1100@gmail.com

www.usglassmag.com

Entrepreneurial CEO
NYC Investment Group seeks a dynamic,
entrepreneurial, leader to turn around a
well established, high-end, wood window
manufacturing company (currently
$2MM+ in revenue ... previously $15MM
in revenue) located in MidWest. We are
not looking for an employee but a partner...equity investment of $200-500K will
procure a significant ownership position.
Company in business for 50+ years and
has a stellar reputation in it's niche ...
needs strong leadership to navigate current market. E-mail resumes to brianvan@cornerstonecappartners.com

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.
July 2009 | USGlass, Metal & Glazing

61

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

Contents

Search

Archives

I<

E-Mail

<

>

>I

Subscribe

Contents

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

Search

Archives

I<

E-Mail

<

>

>I

Subscribe

[advertising index]
Page

Company

25

Access Hardware Supply

800/348-2263

800/435-8233

www.accesshardware.com

55

Action Bullet Resistant

800/962-8088

631/422-4498

www.actionbullet.com

66

Arch Aluminum & Glass Co. Inc.

866/629-2724

586/725-4627

www.archaluminum.net

55

Arlington Equipment

800/826-9022

518/743-8445

www.gotoartech.com

Bohle America Inc.

866/939-0053

704/887-3456

www.bohle-america.com

32

Bromer Inc

450/477-6682

450/477-9679

www.bromerinc.com

C2

C.R. Laurence Co. Inc.

800/421-6144

800/587-7501

www.crlaurence.com

54

California Glass Bending

800/223-6594

310/549-5398

www.calglassbending.com

9

Cardinal Industries

952/935-1722

952/935-5538

www.cardinalcorp.com

34

CMS North America

800/225-5267

616/698-9730

www.cmsna.com

23

Commonwealth Laminating & Coatings, Inc.

888/321-5111

276/632-0173

www.suntekfilms.com

5

EFCO Corp.

800/221-4169

416/581-0700

www.efcocorp.com

13

Erdman Automation Corporation

763/389-9475

763/389-9757 www.erdmanautomation.com

43

Fraco USA Inc.

450/658-0094

450/658-8905

www.fraco.com

Glass Association of North America

785/271-0208

785/271-0166

www.glasswebsite.com

46

GlassPex India

312/781-5180

312/781-5188

www.glasspex.com

47

Glasswerks L.A. Inc.

888/789-7810

888/789-7820

www.glasswerks.com

11

Glaston Finland/Tamglass Brand

358 10 500 6561 358 10 500 6109

www.glaston.net

65

GlasWeld Inc.

800/321-2597

541/388-1157

www.glasweld.com

49

Glaziers Center

866/698-4430

607/698-4434

www.glazierscenter.com

35

Grove Products Inc.

800/724-7683

978/840-4130

www.groveproductsinc.com

19

GTS Services

800/209-2369

503/624-0433

www.gtsservices.com

16

JLM Wholesale

800/522-2940

248/628-6733

www.jlmwholesale.com

27

Midwest Wholesale Hardware

800/821-8527

800/621-5681

www.midwestwholesale.com

39

MyGlassTruck.com

800/254-3643

856/863-6704

www.myglasstruck.com

1

PPG Industries Inc.

888/774-4332

412/826-2299

www.ppgideascapes.com

17

Precision Glass Bending

800/543-8796

800/543-8798

www.e-bentglass.com

54

Pulp Studio

310/815-4999

310/815-4990

www.switchlite.com

15

Q-Railing USA

714/259-1372

714/259-1720

www.q-railingusa.com

47

Shat-R-Proof

800/328-0042

952/946-0434

www.shatrproof.com

51

Soft Tech America

954/568-3198

954/563-6116

www.softtechnz.com

39

Southern Aluminum Finishing, Inc.

800/241-7429

404/335-1560

www.saf.com

29

Sommer & Maca

866/583-1377

866/584-9722

www.somaca.com

34

Trent, Inc.

800/544-8736

215/482-9389

www.trentheat.com

53

Unruh Fab Inc.

888/772-8400

316/772-5852

www.unruhfab.com

33

US Horizon

877/728-3874

888/440-9567

www.ushorizon.com

7

Vitro America

800/238-6057

501/884-5338

www.vitroamerica.com

3, 21

20, 42 62

www.usglassmag.com

Phone

Fax

Web Address

July 2009 | USGlass, Metal & Glazing

63

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

Contents

Search

Archives

I<

E-Mail

<

>

>I

Subscribe

theBusiness

Bob Monroe … THANK YOU!!!
by Lyle R. Hill
was in the 7th grade when my very
first article … a somewhat simplistic
story about a junior high all-star basketball game … was published in the
local newspaper. The article had actually
been part of a class assignment and my
7th grade English teacher, Mrs. Foster, had
liked my work so much that she had sent
it on to a friend of hers at the newspaper
and he agreed to publish it. When she told
me about this, I was unbelievably excited
and quite convinced that fame and fortune would soon descend upon me.
Without question, I quickly concluded,
the paper’s editor would ask me to start
covering all of the area’s sporting events
and Mrs. Foster would most likely want
me to start tutoring some of my classmates as well. To my surprise and complete disappointment, no one seemed to
notice … no one called … no one asked
me to cover another game or anything
else for that matter … and Mrs. Foster
never mentioned it again. No fame, no
glory, no fortune. It was a worthwhile but
tough lesson. Nothing is as discouraging
to a writer … regardless of his or her age
… as having a piece of work make it into
print and then believing that no one noticed or, even worse, no one cared.
Over the years I have had items published in several newspapers as well as a
number of magazines, but I will quickly
say without any hesitation whatsoever
that my experiences in writing for
USGlass have been the most enjoyable.
To be sure, I have received some stinging
criticism for things I have written but I
also regularly receive a fair amount of
positive feedback and commentary. It’s
been fun and it has provided me with an
opportunity to meet all kinds of people
in an industry that is … interesting … if
nothing else. The ongoing support and
encouragement has been truly appreciated and the USGlass team is a delight to
work with in every way. They are profes-

I
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sionals in every sense of the word and are
quick to share comments and information with me regardless of who it comes
from or what its purpose might be. To
this end, the following e-mail, sent by Bob
Monroe of Smith Glass in Columbus,
Ind., was forwarded to me on June 26th. I
have altered it slightly to keep it on point:
Hey Deb Levy,
What’s going on with Lyle Hill?
I’m really worried about him. His
last couple of articles have been
“reruns” and I’d really like to
know if he’s alright. Or like a lot of
companies these days have you
had to cut expenses and cutting
Lyle was a budget decision? Either
way, I’m concerned. What gives?
Bob Monroe
At the end of the Monroe e-mail was
a note from Ms. Levy herself asking me
if she should answer Mr. Monroe or if I
would like to handle it. I requested the
opportunity to respond for myself …
so here it is:
BOB … let me begin by thanking
you for noticing and most importantly,
for CARING. It is truly appreciated.
Now for some very direct answers to
your questions. First, “reruns” as you
refer to them occur when I either miss
a deadline, or submit something that
USGlass feels is inappropriate, offensive or deemed not good enough for
publishing. I rarely question their decisions along these lines. There have
also been times when I have asked for
a little time off due to scheduling
demands and so forth. These past
couple of months have been a little rough and the stuff I was producing wasn’t very good. (By the
way, there are some readers who
don’t think much of anything I
produce is very good and they are
not prone to keep their opinions
to themselves. )

On average, I’m going to guess that two
articles a year are not originals, meaning
they were run before. But I’ll let you in on
a little secret Bob, if you promise not to
tell any of the other readers. You see, a lot
of people don’t realize that the reruns are
reruns. I know this because of the comments I get about them. Also, the magazine has continued to grow from year to
year and new readers are always being
added, which means that they have not
seen the articles before.
But now Bob, for my favorite part of
your e-mail and the part I really wanted
to answer. It was the part about “cutting
expenses and budget decisions.” You see
Bob, from the tone and wording of the
question, it appears as though you
might actually think I’m getting PAID
for the articles that I produce. Well Bob,
I’m not! But the best part of this … and
the part that will quickly allow you to
see that I am a true dyed-in-the-wool
glass industry guy … is the fact that I
could have been.
Several years ago I was offered a deal
to write (for pay) for a competing publication but I turned the deal down to stay
with good old USGlass. I don’t regret that
decision and I still remember what Ms.
Levy told me when I shared the information with her. She said … “I won’t be
too upset if you decide to go, but always
remember that nobody will ever care for
you like our readers do.” Thanks for reminding me that she was right, Bob.
Thanks for caring! ■

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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INSIDE: How Window Film is Going Solar
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China Glass 2009 Brings in Mixed Reviews
by Megan Headley

hile some attendees observed that North American
attendance may not have
been as strong at the 20th China International Glass Industrial and Technical Exhibition (China Glass 2009) as in years
past, those visitors note that this remains
a show to watch. This year’s event took
place at the Shanghai New International
Expo Centre, May 13-16, 2009.

Mike Hovan, president of Cambridge, Ohio-based Edgetech I.G. Inc.,
was among those that felt attendance
was down over previous years. “There
wasn’t a lot of international interest
compared to previous years,” Hovan
added, noting that there were few
North American visitors specifically at
this year’s event. “There was a decent

Photo courtesy of Edgetech.

Photo courtesy of Technoform.

W

Attendee Origins

More than 800 companies from
around the world exhibited at the
event, organized annually by the Chinese Ceramic Society and co-organized by the Shanghai Ceramic Society.
The exhibition area spanned 55,000
square meters—the largest in the history of the show—and hosted exhibitors representing 23 countries,
including the United States.

Some said this year’s China Glass was down
slightly in attendance, due to the economy, but it
continued to attract visitors from around the world.
Attendees seemed to agree that the
layout of China Glass 2009 was better
organized, with a higher quality of
displays, than in years past.
© 2009 USGlass magazine. 540-720-5584 All rights reserved.
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contingent of international exhibitors,”
just not of attendees.
Mark Silverberg, general manager of
Technoform Glass Insulation North
America Inc. in Twinsburg, Ohio, thought
attendance was lower this year due to the
construction crisis from last year.
Silverberg also observed that attendees hailed primarily from China and
other Asia-Pacific countries. While exhibiting in the Technoform booth, he
had the opportunity to speak with attendees from Australia and New
Zealand, the Middle East and India, as
well as a few attendees from North
America.
It could be a relative matter. This
marked the sixth time attending for
Michael Spellman, president of IGE
Solutions in Jupiter, Fla., and his outlook differed.
“At the show we all were very surprised to see the attendance high in
such a down world economy. There

Mark Silverberg (left) traveled from Ohio to Shanghai where Technoform
exhibited at the 20th China Glass.

seemed to be absolutely no signs of recession at the show,” Spellman said.
“We learned there were 836 exhibitors
with 229 from foreign countries taking
up a huge majority of the new exhibition center.”
Spellman did agree, though, that “attendance was from around the world
[but] with very few North Americans.”
Gerhard Reichart, president of Glasslam NGI Inc. in Pompano Beach, Fla.,
found that “The industry was well represented across China, really across the
globe.”
Reichart added, “I think the show
was quite good. It was quite busy, especially the first two of the four days.”

Big Booths,
But Old Products
Having attended the show for six
years, Spellman said that he was surprised by the overall quality of the Chinese booths and the quality of what was
being exhibited.
“Each year it seems to get better and
better, but this year it seemed to take a
quantum leap forward,” he said.
Hovan, who also has been attending
for at least the last six years, agreed that
this year’s event seemed to be better
laid out and much more organized
than in years past.

“They had separate tents outside
[the expo hall] that were totally packed;
people didn’t even have elbowroom
going through the aisles,” Reichart recalled. He said that the show seems to
continue to gain strength each year.
“I’ve been going for the past five
years and it just continues to grow both
in Beijing and in Shanghai,” Reichart
said.“I think the Beijing one is typically
a little bit bigger but the Shanghai one
that it alternates with is right up there.”
While Jay Molter, vice president of
marketing and sales for Glasstech in
Perrysburg, Ohio, did not attend this
year’s event, he has taken part in China
Glass in previous years. Compared to
North American trade shows, he said
the biggest difference in China Glass is
the size. “When you look at the number of halls the show covered, I believe
China Glass has to be the second
largest show in the world behind
glasstec,” he added.
As the quality of the show improves,
one can’t help but wonder when this
show will be giving glasstec a run for
its money.
Spellman said,“Most of our time was
spent in two halls where our Chinese
manufacturers, Landglass, Tenon,
Hangdon and Golive were displaying,”
he said, adding that he and his col-
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China Glass 2009
continued

Photo courtesy of Edgetech.

leagues barely had time to see the entire show. “Each of our Chinese manufacturers was extremely happy with the
results from the show, with much better sales than anticipated.”
The Glasstech stand was manned by
Randy Croson, the company’s director
of sales based in the United States, as
well as employees from the company’s
Shanghai office. It also received steady
traffic throughout the show. “Based on
the report I received from our group
following the show, we were pleasantly
surprised,” Molter said. “We received a
number of quality enquiries that we believe will turn into solid business for
Glasstech in the coming months.”
According to Silverberg, among the
biggest booths at the show were those
of glass processing and insulating
glass (IG) equipment companies, including Chinese IG equipment companies Tenon and Han Jiang. He noted
that some of his company’s customers, including South Glass, Pilkington, St. Gobain and Xinyi, went
all-out with displays.

Siemens offered information on its solar glazing processing equipment,
showing that solar is a big trend in glass around the world.

While the displays may have been
impressive, the products weren’t necessarily new to those North American or
European attendees.
“There wasn’t a whole lot that was
new or surprising,” Hovan noted. “DipTech’s laser printer had a lot of attention,” and he observed that there were
a number of companies showing off
solar products, “but again, that’s not
really new.”

Reichart observed a lot of interest in
those solar products, such as the antireflective coated photovoltaic glass on
display in XYG Glass’ booth. “That was
neat to see them making a lot of
progress on that side,” he said.
Reichart also saw that the Lisec
booth had a great deal of traffic as attendees signed up for tours of the Austria-based company’s Shanghai facility.
A week prior to the show the company
had installed new equipment and attendees signed up “to see the latest
state-of-the-art warm-edge foam
spacer automation.”

Coming Soon
Next year’s event will be held in Beijing once again.
“My expectations run very high
about the future of China Glass,” Spellman said. He added, “The future is
now in China and we are happy to be a
part of it.” ■

M e g a n H e a d l e y is the
editor of USGlass.
Dip-tech’s laser printer drew attention
at the show.
© 2009 USGlass magazine. 540-720-5584 All rights reserved.
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n January of 2008, a three-word
combination that had never been
seen before suddenly appeared. Photovoltaic (PV) window film—the words
surfaced in a press release issued by
Konarka Technologies Inc., developer of
Power Plastic®, a polymer-based organic photovoltaic (OPV) technology. In
the release, the company announced its
intent to incorporate this material into
a semi-transparent window film. According to company officials, the technology would be aimed at homes of
every economic level, in an effort to
bring low-cost energy to every region of
the world. To date, no aftermarket window film product has appeared, but the
company has begun to move toward the
manufacture of windows, most notably
through a recently-announced relationship with Arch Aluminum and Glass Co.
in Tamarac, Fla. (see June 2009 USGlass,
page 24). The two companies are teaming up to develop a PV architectural
glass product. While Konarka’s Power
Plastic will appear in a resulting interlayer, Dan Williams, vice president of
product development for Konarka, assures that an aftermarket film is still on
the company’s to-do list.
“We do [intend to develop a window
film product], because we still have a lot
of customers in the decorative window
category who are interested in similar
things, like roll shades, blinds and the
such,” Williams explains. “We have several developments in that category. So I
do still see us introducing something in
the add-on category.”
The product isn’t a far cry away, as
Konarka’s manufacturing process bears
a strong resemblance to that of various
types of window film already in production. In a roll-to-roll process, polymers are applied, followed by
conductive layers—much the same
way coaters and laminators create solar
control or other film products.
“What we use in our manufacturing
process is very much akin to those
found in the printing and coating industries,” Williams says.“In a roll-to-roll
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Konarka Aims to Create Low-Cost Solar Energy through Window Film
by Drew Vass

“When we coat and print our material,
there are several different materials—PET’s
(Polyethylene terephthalate) or polyesters—but
they are some of the very same materials used
for window film.”
—Dan Williams, vice president of product development
for Konarka Technologies Inc.

© 2009 USGlass magazine. 540-720-5584 All rights reserved.
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process, you’re literally putting the material down, drying it, putting another
layer down and drying it—just the way
ink is applied to paper or plastics.”
The process is so similar to that of
the printing industry, in fact, that the
company has been able to employ the
same technologies. In Boston, Konarka
acquired an old Polaroid facility previously used for producing photographic
films. Williams says the process and
equipment was perfect for its new PV
products. And reusing equipment once
used in other industries can only add to
the company’s green persona.

Dependent Personality
One key difference in Power Plastic
and the average window film product is
that Power Plastic is unable to stand on
its own. That is, the conductive materials used to produce this product are
subject to oxidation and, for this reason,
it must be married to a protective layer.
Williams says glass is a natural fit for
this purpose, thus the Arch collaboration. Glass provides a complete and (essentially) permanent barrier for the
product. Film, on the other hand, does
not provide as permanent of protection,
according to Williams.
“If you have it as a film on the glass,
you might not be looking at something
that has as long of a life as something
you apply as an interlayer,” he says.“Glass
does not allow any infiltration of oxygen
or moisture to the cell. Right now we’re
looking at three to five years [in terms]
of capabilities for standard polyethylene
terephthalate (PET) films that are [cur-
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rently] out there to prevent any kind of
penetration of moisture through the
plastic and eventually to the cell.”
But before that final sigh of disappointment, consider how close the
product comes to a finished PV window
film. Very close, according to Williams.
“We’re applying it to polyester film
now,” he exclaims. “When we coat and
print our material, there’s several different materials—PET’s or polyesters—
but that is one of the very same
materials used for window film. And
when we run our materials through the
manufacturing process, there’s a laminating process where the front and the
back of that polyester, now coated and
printed with our materials, is packaged.”
So while the window film industry
will have to continue its holding pattern
in anticipation of entering the PV
arena, it appears the fenestration industry will get its dose of Power Plastic
first through glass.
“We are teaming up to develop a product, over the next year or so, that will
change the world of building integrated
PV (BIPV),” says Max Perilstein, vice
president of marketing for Arch Aluminum and Glass Co.“The key is, you will
be able to see through our BIPV unit.”
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PV technologies have long been integrated into various building-related solutions, such as the panels that have
adorned roofs starting as far back as
the 70s. But, considering one of glass’s
continued on page 32

Photo courtesy of George Disario.

A Moving Source of Energy
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Dan Williams, vice president of
product
development
for
Konarka Technologies Inc.,
holds a “personal” view for
energy production. He equates
the future of photovoltaics to the
history of telecommunications,
suggesting that, one day, power
sources will travel with the
individual rather than being
location-based, as phone lines
once were.

It’s Clear to See

In example of Williams’ personal “empowerment” concept, Konarka’s vice
president of business development, Dr. Terri Jordan, sported a fabric laptop
brief at the recent American Institute of Architects convention (see June 2009
USGlass, page 64).
“Here we have a panel that generates electricity, which trickles into a battery,” Jordan explains. “It powers a cell phone or iPod charger very effectively.”
And the feature doesn’t work like your 1980s solar calculator, which only ran
in the brightest of light. “It works in low-light conditions, both indoors and outdoors. It essentially works in any area and in any condition to ensure you never
lose your power.”
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continued from page 31

greatest qualities—daylighting—any
PV film integrated into fenestration
would need to stick with the program.
“The polymer, when you apply it,
prior to applying one of the conductive
layers that is silver ink, is by nature
somewhat transparent,” Williams explains of Power Plastic’s elements. “I
mean, if you hold just the film with a
semi-conductive material on it up to
the light, it’s fairly transparent. When
we added the silver semi-conductive
layer, it was no longer transparent.” This
represented the first challenge in fulfilling Perilstein’s aforementioned
promise. But minus the view and daylighting features, why not stick with a
solid wall adorned with PV siding, for
instance? Williams says—point taken.
“As we’ve looked at ways to modify
and move the product in some new directions, one of our inventions was to
try and regain the transparent feature,
because we had heard from many,
many people that using it as a fenestration product would be something ideal,”
he explains.
In order to accomplish this goal, the
company discovered a way to apply its
silver semi-conductive layer in a grid
pattern. When applied in various densities, the result is a translucent effect
that does not reduce efficiency. In addition, Konarka engineers determined a
way to make the product bi-facial—
that is, able to absorb light from both
sides. As a result, the company’s fenestration version will both absorb natural sunlight entering from outside of a
building’s envelope, as well as recycle
light being generated through artificial
means from the interior.

A Solar Robin Hood
One of Konarka’s original intentions
with Power Plastic, mentioned alongside the possibilities of window film,
was to bring energy-producing technologies to all areas of the world, regardless of economic status.
“Bringing off-grid power to the developing world to help alleviate
poverty is still a big mission statement that originated with one of our
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One of Konarka’s challenges in entering the fenestration industry was restoring
transparency to its Power Plastic® product. Here Dr. Terri Jordan, Konarka’s
vice president of business development, holds the end result.

founders,” Williams says.
Williams points out a fairly obscure
but critical purpose for these technologies. “The two most urgent things that
one requires, whether you’re in an
emerging world or whether you’re in a
first world that’s been hit by disaster, are
light and modes of communication,” he
explains. “So those two fronts are very
rich for our efforts.”
But the way in which Williams sees
these critical technologies being implemented takes a twist you might not expect—one that veers far from the
window film perspective. Konarka may
be focusing on building integrated
BIPV as of late, but Williams sees Power
Plastic going in an even more revolutionary direction.

Take it Personal
“This technology, because of its nature, would allow many people to become what I term as ‘energy
independent’—as individuals,” he says.
And this is not Williams’ first time
around bringing the personal approach to existing technologies. “A
lot of my career was spent with Motorola, designing cell phones, and
the mission there was moving people away from phoning places and
towards phoning people, which really changed not only the course of

communication, but also how people
viewed communication,” he explains.
The concept has certainly taken hold. A
large number of Americans have
ditched their landlines and opted to
carry their only number on them at all
times. “The very same premise holds
true for energy,” Williams says. “The
thought and the future of having technology that allows people to have energy wherever they are, and not where
energy is, is a profound revolution in
the way we think about power and
power distribution. It’s not about large,
grid-tied systems. You wouldn’t have to
worry about where the power is. It’s
with you.”
As for a PV window film, it may not
appear on Konarka’s roster just yet, but
Williams says the same materials used
for an interlayer solution and those that
would be used for an add-on film are virtually the same. In one case, the glass
serves as a protective barrier. For a standalone product, window film could provide the same. With a little tweaking. ■
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