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

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

www.mfsales.com

REDHOT
RIXSON!
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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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It’s back. The USGlass Big Book of Lists has got the top glazing
contractors and their top suppliers in a variety of categories.

36 Glass Hits a Home Run
New York baseball fans will head to a new
stadium next year, no matter which team they
back. Find out what role glass plays in each.

42 The Shanghai Scene
The 20th Chinese Ceramic Society’s China Glass Industrial
will be back in Shanghai, May 13-16, and will be drawing
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Members of the Insulating
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the game.
Photo by Fred Kopf.

USGlass, Metal and Glazing (ISSN 0041-7661), Reg. U.S. Patent Office is published 12 times per year by Key Communications, Inc., P.O. Box 569, Garrisonville, VA 22463; 540/720-5584; Fax 540/720-5687. Subscriptions: $80 per year. Advertising offices listed on page 6. Unsolicited manuscripts and other materials will not be returned unless accompanied by a self-addressed, stamped envelope. All contents are ©2009
by Key Communications, Inc. Neither publisher nor its representatives nor its subcontractors assume liability for errors in text, charts, advertisements, etc. and suggest appropriate companies be contacted before
specification or use of products advertised or included in editorial materials. Views and opinions expressed by authors are not necessarily those of the publisher. For permission to reprint, contact editorial offices.
Printed in the U.S. Periodicals postage paid at Stafford, VA, and additional post offices. Postmaster: send change of address to USGlass, P.O. Box 569, Garrisonville, VA 22463. ©2009 by Key Communications, Inc.
All rights reserved. No reproduction permitted without expressed written permission. Send subscription inquiries to Key Communications Inc., P.O. Box 569, Garrisonville, VA 22463. Ride-along enclosed.

2

USGlass, Metal & Glazing | March 2009

www.usglassmag.com

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

Contents

Zoom Fit
Search

P E O P L E

+

–

Archives

A R E

I<

<

E-Mail

“We were looking for a glass that was thermally
efficient, translucent and safe. Oldcastle Glass
met our requirements perfectly”
.
®

Rhythm City Skybridge by Holabird & Root—
Glass floor is Montage by Oldcastle Glass
®

®

Quickly becoming an iconic landmark in Davenport, Iowa,
the Rhythm City Skybridge is a marvel of glass and steel.
“The bridge represented some interesting challenges—
since the floor is composed of glass inset panels it had to
support heavy foot traffic while providing a soft translucent
glow to the streets below. Montage is laminated glass so
it is both strong and aesthetically appealing,” noted James
Baird. For information, call 1-866-OLDCASTLE (653-2278)
or visit us online at oldcastleglass.com.
®
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USGlassElectronic
Only on USGlassmag.com
Features Exclusively Online
• Big Book of Lists - Expanded
Read about even more top contractors and
suppliers in this online exclusive.

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

Departments Online
• Codes & Standards
Read about the latest code updates that could impact your job.

Paul Bieber
Online editor,
www.usgnn.com

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

“Play Ball” signals the start of spring and summer.
Where do you think your business will be by
the start of the World Series in October?

❏ Better off than now
❏ Weaker than now

Tuesday - USGlass & Paul

❏ The same as now
❏ Significantly weaker than now

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

February’s Survey Results
We asked:
What type of competitor do you most fear having to face in 2009?
You answered:
48% General contractors
purchasing straight from
the glass supplier
19% Residential glass installers
19%
who start doing commercial
work
19% Metal installers who
19%
have started installing
glass products
14% Very large glazing contractors
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Ellen Rogers
Online editor,
www.usgnn.com

On Occasion - deBLOG

48%

14%

Debra Levy
Publisher,
USGlass Magazine

Visit our online discussion boards at
www.usglassmag.com/phpBB2
to ask questions and share
experiences about business
and life in the glass industry.
www.usglassmag.com
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THE ORIGINAL CUSTOM BATH ENCLOSURE

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

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

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

w w w.sapafabricatedproducts.com
Sapa Fabricated Products
/8BTIJOHUPO .BHOPMJB "3 
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Issue@Hand
Publisher

Spring Ahead

Editor
Managing Editor

“The harshest winter finds in us an invincible Spring.”

-Albert Camus

hen I began to write this article on Monday, the outer suburbs of the
Washington, D.C., area had just been hit with its first major snow in
more than three years. We got ten inches at our offices here in Stafford,
Va. Now, as I put the finishing touches on it on Saturday morning, I am being enticed outside by the promise of a 72-degree temperature, bright sun and absolutely
no snow left on the ground—it’s all melted. In its place are tons of industrious
birds, including at least two robins with bright red chests thumping, all digging
into the waterlogged earth in search of breakfast. Might it really be Spring?
Spring was on my mind early last October when I read Brigid O’Leary’s excellent article about the glass in the new sports stadiums opening this year.“Why don’t we save
it for Spring?” suggested editor Megan Headley. “We can use it in March and it will
come out right before the start of the baseball season. It would be a great cover story.”
Now there’s a saying among editors (sort of akin to the “sometimes-you’re-thewindshield-sometimes-you’re-the-bug” one) that says “great pictures or great photos, you never get both.” In this case, we had a great article, but we had no photos.
So any story, let alone a cover story, was going to be a challenge. And with that in
mind, Megan went to work on the both the Yankees and the Mets to let us get some
great glass photos of their new digs.
Now let me say that getting permission to photograph an as-yet unopened major
league baseball stadium turned out to be the most difficult photo shoot we’ve ever
attempted. Despite repeated tries, the Yankees just said flat out “no.” Thanks to the
good graces and great shots by the glass teams working there, we were able to
bring you the interiors any way.
After many months of negotiations, the New York Mets came through and,
once Megan got the word that we could do so, we knew just who we wanted to
take the pictures.
The photos of the new Citi Field in this issue were taken by award-winning New
York photographer Fred Kopf. “I had an escort with me at all times but there were
certain areas I was not allowed to visit like the players’ locker rooms,” he said, “but
I got a good cross section of all the major glass work. They told me that the Mets
were allowing only two photographers in to shoot prior to opening day—a Sports
Illustrated photographer was permitted to take one picture and USGlass magazine,
which did a full shoot.”
I knew Fred would come through for us. In addition to being a professional
shutterbug, he is also my younger and only brother and is used to the danger that
difficult situations bring. Most days, he serves as a lieutenant in the New York City
Fire Department. He is FDNY through and through. “It was a great kick to do the
shoot and the Mets organization was first-class,” he said.
The article also served as a point of discussion in my family. Growing up in New
York, the boys (my father and Fred) were always more partial to the Yankees. But
my mother grew up in Queens watching Shea Stadium being built and passed her
admiration of the Mets on to her daughters, so the shoot also served to prove the
ladies right: Mets rule. (To see a few more shots of the new Citi Field, please visit
my blog at www.USGNN.com.)
There are a number of all-star articles in this issue, most notably the
USGlass Big Book of Lists. Megan Headley and her team work tirelessly to ferret out
and compile information and rankings. Though not an exact science, what emerges
is an interesting snapshot in itself—of the USGlass industry.
Here’s wishing you an invincible Spring.
—Deb
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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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Buyer’sBlock

Stop Waiting; Start Preparing
Get Ready Now for Good Times to Return
by Paul Bieber
he economy has you down. You
have laid off 40 percent of your
staff, yet there still are times
when you don’t have enough work for
your people.
Now you have the opportunity to
expand your relationships with key
vendors. Now is the time for you and
your team to learn more about glass
and customer service.

T

why oversize glass costs more, and
won’t forget to create the up-charge on
your quotes.

IMPROVE THE FIRST CONTACT
Placing the people on your customer service desk with your vendors
will give you the biggest bang. Since
the first contact with your customer is
so very important the more your staff

Since the first contact with your customer
is so very important the more your staff
knows the better that contact is.
First, meet with your glass fabricator and set up workdays for all of your
shop people at the fabricator’s production center. Your team will learn
handling techniques and safety tips.
They will also learn how an insulating
glass (IG) unit is made and what is involved in tempering glass. They will
learn about your vendor’s inventory
and computer systems.
Your estimators and installers will
have a better understanding of tolerances. Your crew will read your vendors’ packing lists better. They will
place orders in a logical way that will
get you glass correctly and on time.
When Mrs. Smith asks Bill the Installer a question about glass, and it is
answered with confidence, your company shines. Knowing what can be
provided from your fabricator, Bill also
will be able to suggest other glass work
to Mrs. Smith. It’s good business for
you when Bill suggests a special mirror color or a sandblasted shower door
with a scene that Mrs. Smith likes.
Your estimators will understand

8
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YOUR OWN TRADE SHOW
Now, let’s reverse this process and
plan a mini trade show at your shop. Ask
each of your vendors to come for an afternoon. They should bring any interactive displays, literature and samples
that will help you sell their product. Invite all of your customers for an open
house, setting up light snacks and soft
drinks. The number one item to show is
low-E glass and its energy savings characteristics. Your IG supplier should have
a good display for this. Work with your
laminated glass supplier and bring in,
for example, Vanceva colored interlayers from Solutia. Demonstrate how
bullet-resistant glass works. Working
with your temperer, bring in 20- by 20inch samples of 3⁄8-inch tempered and
have your customers hit them with a
hammer. Then let the customers hit on
the edge and watch the light bulb go on
over their head.
You will have to work hard to get your
place spit-polished perfect. Your employees will be proud to show off what
they do—be sure to let them invite
their families. Just as your staff will
learn by going to your fabricators, your
customers develop a closer relationship
with you. This is the real key to success
in the glass business. ■

knows the better that contact is. Your
staff will close more sales, add-on
more items per sale and will make
fewer mistakes when they understand
what your vendors can do.
Your customer service people
should go to multiple vendors. You
have a glass vendor—maybe someone special for tabletops, a window
and door supplier and your metal
house.
Don’t forget yourself! When was
your last refresher on thermally broken aluminum or bullet-resistant
laminated glass? Have you thought
about the machinery you want
to purchase when the economy
comes back? Now is a good time
P a u l B i e b e r has 30
to visit a couple of plants picked
years in the glass industry,
by your vendor. If you are a seriincluding nine years with C.R.
ous buyer, and your vendor
Laurence Co. Inc., and 21
knows this, ask them to pay at
years as the executive vice
least half of the travel costs. I bet
president of Floral Glass in
they’ll pick up that tab. You have
Hauppauge, N.Y., from which he retired in
the time now and, I promise you,
2005. Mr. Bieber’s opinions are solely his
the vendors have the time to
own and do not necessarily reflect the
spend with you.
views of this magazine.

www.usglassmag.com
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Loå3-366TM > XL Edge® > Neat®> Preserve®

Picture perfect.

Don’t let dirty windows spoil the view. Windows stay cleaner longer and clean easier when you
use Neat naturally clean glass. Why? Because Neat harnesses the power of the sun’s UV rays
®

to loosen dirt so water can rinse it away, leaving windows virtually spotless. No activation
required. What’s more, when Neat is applied to Loå3-366™ (low-e cubed) glass, you add the
perfect balance of low solar heat gain and high visibility. Help homeowners maintain their pictureperfect view – use Neat in your windows. For more information, visit cardinalcorp.com.
N AT U R A L LY C L E A N G L A SS

Cardinal CG Company Superior glass products for residential windows and doors

A CARDINAL GLASS INDUSTRIES COMPANY
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GANAPerspectives

It’s Time to Invest in Yourself
GANA Prepares Employees for the Future
by Brian Pitman
et’s begin by stating the obvious: focus on the many ways to make your
our industry, in fact the entire project managers more efficient,
economy, is in a full-on recession. quicker and better prepared to be sucMany of our members are seeing proj- cessful in this industry, glazing conects dwindle as the credit crunch dries tractors can give themselves a better
up funding necessary to build next-gen- overall team of professionals with the
eration skyscrapers, and the overall de- investment of sending that team to
GlassFab.
mand for
Furtherglass and
glazing isn’t …What can a glazing contractor m o r e ,
fabricagrowing at
the pace we do to get ahead of the curve for tors of inhave all been
when times are good again? sulating,
laminated
accustomed
or temto in the
past decade. Furthermore, USGlass pered glass can eliminate mistakes and
Magazine’s
USGNN.com™
daily produce a better quality product by imnewsletter has been detailing the rash of mersing key employees in the compact
layoffs from several companies in the yet packed sessions dedicated to each
industry. With all this gloom and doom, of these fabricating processes.
If you are interested in investing a
what can a glazing contractor do to get
ahead of the curve for when times are nominal amount of capital in your emgood again? The answer is Economics ployees to make them better at what
they do, GlassFab, with its 40-plus-year
101: it’s time to invest in yourself.
history, is one of the best ways to make
an immediate impact.
EDUCATIONAL COURSES
The next tool GANA offers to better
The tried and true way to prepare
your company for the end of harsh eco- employees is the Blueprint Reading &
nomic times is to find commonsense Labor Estimating Course, a “work at
investments to make your company your own pace” correspondence
better through increased ability and course. This course is designed for beservice. Frequently those investments ginning estimators in the contract
are in educating your personnel. Here glazing business and is intended to
at the Glass Association of North Amer- provide the beginner with many of
ica (GANA), we have a variety of ways the basic facts about the materials
used, as well as a systematic approach
to increase the caliber of your staff.
The first is through an event that to estimating metal, glass and
takes place in only a few weeks in the labor. This course can be comheart of glass country. The Glass Fabri- pleted in a matter of weeks or
cation & Glazing Educational Confer- extended over two years. Many
ence (GlassFab) is the premier companies already have invested
educational opportunity for project in this great program this year to
managers, estimators and fabricators in insure their employees are on
commercial glass and glazing. With a the leading edge.

L
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RESOURCEFUL PUBLICATIONS
GANA also released the 2008 edition
of the Sealant Manual at the very end
of last year, and this Manual (the first
update in nearly two decades), brings
the industry up-to-date with the latest
technologies and methodology in
sealants. Filled with all new color 3-D
graphics, the Sealant Manual is an inexpensive way to give employees a jump
on competitors using old information.
Finally, the newest of GANA’s tools is
the granddaddy of them all, the GANA
Glazing Manual. The Manual’s 50th anniversary edition features enhanced
sections and updates that expand a
publication that has been called the
“bible” of the glazing industry. Many
companies buy dozens of copies to
guarantee that each employee is armed
with the latest information.
To learn more about each of these inexpensive but valuable tools and how
they can help your company better itself in expectation of an economic climate more conducive to the
commercial glass and glazing industry,
visit our website at www.glasswebsite.com. You will be interested in the
events and publications sections (but
don’t forget to download our free glass
informational bulletins in the TechCenter as well). If you are interested in a
bulk discount for our many different
manuals, call Carol Land at 785/2710208, and she will assist you. ■

B r i a n P i t m a n is GANA’s
director of marketing and
communications. Mr. Pitman’s
opinions are solely his own
and not necessarily those of
this magazine.
www.usglassmag.com
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DESIGNED, ENGINEERED AND MANUFACTURED BY C.R. LAURENCE CO.

'ALL-GLASS'

ENTRANCE SYSTEMS
DOOR AND SIDELITE RAILS PATCH HARDWARE
COMMERCIAL DOOR PULLS HEADERS AND CHANNELS
STACKING PARTITION SYSTEMS SLIDING GLASS DOORS
DOOR CLOSERS AND MORE...

SEE IT ALL IN OUR ARCHITECTURAL HARDWARE
SPECIALITY CATALOGS:
        AND
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NEW!
LP10
ARCHITECTURAL
HARDWARE
Commercial
Door Handles

ISO 9001:2000 Certified

®

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

Contact us by phone at (800) 421-6144, and ask
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www.USGNN.com

NEWS NETWORK

visit www.usgnn.com for news every day

NSG Group Undergoes Restructuring
Including Lay-Offs and Crushing
he board of the NSG Group announced on January 29 a series of measures to try and
address the current economic downturn and improve profitability going
forward. The company says its overall objective is to protect the busi-

T

ness in the short term and also to reestablish profit growth from fiscal
year 2011 onwards.
While NSG already had implemented production adjustments, lowered operational expenses and made
headcount reductions in recent

months, this January announcement
stated “it is clear, however, that more
radical measures are now required.
Consequently, the NSG Group is taking further action to realign its global
manufacturing sites, to reduce capacity and to reduce headcount further.”

Despite Closures and Layoffs, AGC Flat Glass
Says It’s Positioned to Meet Market Demands

I

n response to a continuing downturn
in the U.S. marketplace for flat glass,
AGC Flat Glass North America
ceased glassmaking operations at its
float glass manufacturing facility in
Bridgeport, West Va. (Jerry Run), on February 9, affecting approximately 232 employees. The Jerry Run location primarily
served the automotive market. In addition, the company also carried out a temporary workforce reduction of 100
employees at its pattern glass plant located in Kingsport, Tenn. (Blue Ridge).
“While necessitated by market forces
over which we have no control, we regret
the effect this decision has on our Jerry
Run and Blue Ridge employees, their
families and the local community,” says
Brad Kitterman, president and chief executive officer. “Our focus will be on
helping our people.”
According to Chris Correnti, vice
president, general counsel and secretary, despite these events, the company is still well positioned to meet
market demands.
“We still have inventory in the Jerry
Run plant that we will continue to ship
as the market demands. We are also
positioned to bring assets back as we
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need to,” Correnti says, referencing the
company’s float line in Greenland,
Tenn., that it shut down last April as well
as its plant in Victorville, Calif., that it
closed last August (see May 2008
USGlass, page 16). “As demand grows
we have those other lines that we can
bring back. Even in West Virginia, we
have those assets that we can bring
back as the market justifies the need.”
Customers should see little change in
the way they place orders following the
plant closing. According to Correnti, all
orders are processed through a centralized order-entry system so orders now
will be routed to one of the company’s
other manufacturing locations.
No changes to transportation/shipping costs are expected as a result of
the plant closure.
For the 232 employees now without
jobs at the West Virginia plant Correnti
says they will receive their WARN pay
and “there are also discussions with
their union so there will likely be agreements on certain things from that.” As
far as the Blue Ridge plant he says
that’s a temporary layoff “and as part
of that there are certain things the employees are entitled to based on their

union contracts [specifics could not be
disclosed]. We believe that this is truly
temporary and expect the demand to
pick back up enough to bring those
people back as the global economy returns within the next year to 18
months,” he adds, explaining that the
Blue Ridge plant serves a lot of overseas markets.
Correnti continues, “We believe we
are positioned to respond to the
needs of the market as we move forward. We are going to continue to
focus on solar glazing as well as the
residential and commercial markets
and position ourselves to serve the
demands of the customers.”
“Today’s volatile economic environment requires a new level of agility and
flexibility for manufacturers,” Kitterman adds. “As the business environment changes, we are constantly
evaluating current market conditions,
the capacity and cost structure of all
our facilities, and the efficiency of our
transportation and logistics systems.
This enables us to make the strategic
decisions that position AGC for future
profitability and success.”
❙❙➤ www.na.agc-flatglass.com
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The total investment in the approved restructuring will be $244.9
million USD (22 billion yen). The
statement noted that the measures are
designed to help ensure that NSG
emerges from the current slump in
world trade “strengthened and realigned to address future challenges
and opportunities.”
As part of its restructuring, NSG is
taking steps to reduce capacity and
output to match the requirements of
its customers. Automotive production
capacity, which was the segment
most significantly affected, will be reduced in Europe and North America,
and a number of other initiatives designed to align the group’s production capacity to demand also will be
implemented in South America,
Japan and Asia.
NSG also will reduce its float glass capacity. This will involve removing capacity equivalent to two float lines in
Europe and a 15-percent reduction of
float capacity elsewhere.
On the company’s building products side, Roberta Steedman, communications manager for NSG’s
Pilkington North America Inc., told
USGlass that, to reflect lower demand,
float capacity in North America
will be reduced by crushing excess
glass into cullet, which later can be recycled as an addition to the raw batch
materials.
“After an extended crush period (approximately five weeks), our Lathrop,
Calif., float plant will introduce weekend crushing from February 2009. The
Laurinburg, N.C., float will begin
crushing on one of its lines for two days
a week over the next 15 weeks, while the
line in Ottawa, Ill., will continue to operate at full load,” Steedman said.
www.usglassmag.com
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Radiant, Semi-Convection, Top Convection & Full Convection.
- Low-E = 0.02
Developed First Bi-Directional Flat / Bent Glass Tempering Furnaces.

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

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

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

While the company’s seasonal and
temporary workforce already has
been reduced, the company now is
“realigning its manufacturing sites
and streamlining its central functions” to implement group-wide
restructuring.
As a result, the NSG Group will
have reduced its overall headcount by
approximately 5,800 people by March
2010. This represents around 15 percent of the total global headcount.
Around 3,000 of these employees will

have left the group by the end of the
current financial year, which ends
this month.
“We have employees on layoff at
the plants due to the shutdowns/
crush periods, but no plant closures
are planned at this time in North
America,” Steedman says. “We will be
looking to rationalize staffing requirements at all levels of our business, including streamlining central
functions.”
❙❙➤ www.nsggroup.net ■
March 2009 | USGlass, Metal & Glazing
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CompanyNews
Glasslam Opens New
Manufacturing Facility
ompano Beach, Fla.-based
Glasslam N.G.I. Inc. has officially opened its new AirTight™ insulating glass foam
spacer plant in Freeport, Grand Bahama Island.
Glasslam has announced a
ramp-up schedule in production that will steadily increase
its product line to fill virtually
any insulating glass manufacturing requirement. The company has begun providing
samples and taking orders and
plans to sell its products world-

P

wide from the Freeport facility.
Additional capacity and locations also are being planned
and developed.
“We have the capacity to run
hundreds of millions of feet of
the finest warm edge foam spacer
products in the world,” says
Stephen Howes, chief executive
officer. “We spared no expense
with equipment, and our policy
of only installing the world’s best
delayed us a bit, but it was well
worth it …”
Glasslam’s Bahamas location is now up and
❙❙➤ www.glasslam.com ■
running.
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Your Vision. BUT You Got This.
We can achieve your vision.
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IndustryOutlook
Construction Experts Ask:
Have We Hit Bottom Yet?

H

ave we hit bottom? That’s the
question the Associated General Contractors (AGC) of
America and Reed Construction Data
asked during a webinar in January.
“Total construction spending is likely
to hit bottom before the end of this
year,” said Jim Haughey, Reed Construction Data chief economist. For the
nonresidential sector specifically, starts
are expected to reach a bottom this fall.
Haughey offered three landmarks
to watch for to know when the economy has reached its bottom:
• First is the consumer confidence
index. “This has been a major contributor as to how quickly this recession has developed,” he says.
He says this marker needs to rise to
about 70 and stay there for several
months, and that’s not likely to
occur until “well into the year.”
• The second point is the inventory/sales ratio; he says this factor
will have to decline for several
months back down to around 1.3
before factories will recall workers,
and that’s expected to occur in the
summer.
• The third item is that we’ll “have to
see some improvement in the credit
market.”
Haughey also reminded listeners,
“There’s still a lot of business out
there … stretch your market concept
a little bit.”
Spending Outlook for 2009

Actual
2008
Residential
-27%
Nonresidential 12%
Total
-5%

Forecast
2009
-2 to 2%
-3 to -9%
-1 to -7%

Source: Census Bureau; Ken Simonson, AGC

Ken Simonson, chief economist for
AGC, said that while single-family residential may see improvements, for
multi-family construction, “I don’t see
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any
improvement
before U.S. Nonresidential
Construction Spending Outlook
2010 at best.”
Haughey ex- ($ millions, annual rate)
plained that the
’06 = + 12.8%
500000
recession
is
’07 = + 17.0%
deepest in those
’08 = + 12.1%
450000
’09 = + 1.4%
states where the
’10 = + 1.4%
housing collapse
400000
has been most
350000
severe. However,
one part of the
300000
country—the Gulf
Coast—was ex250000
06.1 06.3 07.1 07.3 08.1 08.3 09.1 09.3 10.1 10.3
panding.
He
pointed to Texas
as a strong marChange in Producer
ket. He noted, on
Prices for Construction vs.
the other hand,
Consumer Prices, 2003-2008
that recession
(December 2003=100)
has barely gotDec. 2008
PPI for inputs to construction industries: 33
ten started in 150
Consumer price index: 14%
Northeast, since 140
“this part of the
country always 130
feels the slow- 120
down late because of the 110
industry here” 100
12/03
12/04
12/05
12/06
12/07
and predicted
that would be Source: BLS (CPI, PPI)
one of the last
areas to see improving construction.
struction has seen large drops in emWhen one questioner asked where ployment in the last 12 months, yet
to refocus construction efforts, Si- average hourly earnings rose rapidly.
monson said, “I would pick out very “That’s because in part there were
small spots, those around military union contracts signed at the beginbases that are getting realignment ning of the year … that locked in
money.”
rates,” he explained. He also noted
Haughey added, “College towns al- that the construction work that has
ways hold up better,” supporting his continued largely has used specialcomment that educational building ized workers who are likewise more
would stay strong by further explain- highly paid.
ing that with students “once they’re
Unemployment is expected to peak
there they’re there.”
at 9 percent sometime next year, acHowever, Simonson said, “by and cording to Haughey.
large this is a national slowdown.”
“It’s going to be several more years
Simonson also addressed labor of a somewhat sluggish economy,”
costs. He pointed out that the con- Haughey said. ■
www.usglassmag.com
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FinancialFlash
Glass CEOs Offer Predictions for
Commercial Drop, Turnaround
ow long will it last? “We probably have 24 months before we
get back to some normalized
level of activity. That’s what I’m preparing for.” So said Russell Huffer, chief executive officer of Minneapolis-based
Apogee Enterprises Inc., during the
company’s third quarter 2009 earnings
conference call.
Although the company expects to end
fiscal 2009 (which extends from March
1, 2008-March 1, 2009) with record revenues and earnings, sales and income
from the architectural segment is expected to be lower in fiscal 2010 (begin-

H
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ning March 1, 2009), compared to 2009,
due to slower commercial construction;
lower capacity utilization; and some impact from pricing pressures.
“We currently expect 2010 revenues to
be down at least 10 percent,” Huffer said.
Russell Ebeid, president of Guardian
Glass Group in Auburn Hills, Mich.,
commented that the bottom is approaching but not here yet during an
exclusive interview with USGlass in
mid-February.
“I do think sometime in the early- to
mid-third quarter we will have reached
the bottom,” Ebeid said. “That’s not to

say we’re on the incline yet. I believe the
incline will vary based on the different
aspects of the glass business.”
Huffer said Apogee already has “implemented and continue[s] to evaluate
further cost cutting initiatives, ranging
from reduction of headcount and discretionary spending to productivity improvements” to manage the downturn
(see February 2009 USGlass, page 12).
Among items being looked at in the future to keep business strong are green
building initiatives. “Green building is a
growing trend that’s here to stay,” Huffer
commented.
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Huffer

He pointed to new energy-efficient
products from its Viracon division and
Wausau Window and Wall System’s new
green facility as examples of movement
in that direction.
Huffer also noted that the company
will focus more heavily on institutional
building, which is forecasted to remain
strong, at least compared to new construction in the office building sector.
In comparing the forecast downturn
for 2009 and, potentially, 2010, the
Apogee representative drew comparcontinued on page 20

Glass Bonding
In addition to know-how gained from 20 years of glass
bonding experience, we have the world's largest
product range for this technology - a technology which
offers clear advantages for your business: practically
unlimited design possibilities - for example in furniture
construction - thanks to invisible bonds and extremely
high bonding strengths, very short processing times and
minimal investment requirements for equipment.
Glass bonding from Bohle. The perfect bond.
Find out more at www.bohle-america.com
e-Shop
r O n li n
V is it o u
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hle-ame
www.bo
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FinancialFlash
continued

isons to similar periods in recent years.
In comparing the year ahead to a downturn in the late 1990s, Huffer said,
“There was a rapid downturn there as
well, but the rapid downturn followed
too much construction of office put in
place and that’s different this time.” He

added, “We believe the market did not
yet overbuild and so therefore, when the
market turns this time, we should have
our normal lag time to the economy so
it should be a normal turn time for us
to come back versus the last time,
which took several years …”

Ebeid added that while the residential sector may take four to five years to
“return to what we have known in the
past” due to gross overbuilding and
speculation, the commercial industry
won’t be hit as hard.
“Commercial-wise I think we’ll
bounce back faster because, first, they
are working on their backlog and
much of new business is not being
awarded commercially yet,” he said.
“So their downturn, we’ve not reached
that point yet. However, they have not
overbuilt, so I don’t believe the decline
will be as lengthy as residential and
their rebound, therefore, will come
sooner than residential.”
Huffer pointed out that this time
around high performance glass is much
more widely used in the commercial construction marketplace than it was in the
1990s.
“I think the real plus will be as we
come out of this, we’ll come out much
sooner and stronger and better,” Huffer said.

Assets of Stroupe
Mirror Sold During
Public Auction
Many of Thomasville, N.C.-based
Stroupe Mirror Co.’s assets, including
machinery and equipment, were sold
during a public auction in October by
order of the U.S. Bankruptcy Court,
Middle District of North Carolina.
James Stroupe, president of the
company, filed for Chapter 7 in April,
after declaring more than $2 million
in liabilities. Among its assets the
company included $100,000 in machinery, fixtures, equipment, and
supplies used in business, and
nearly double that in its glass and
mirror inventory, according to court
documents.
USGlass was unable to reach anyone from Stroupe Mirror for comment
on the auction, but one industry
source said the company’s liquidation
was “symptomatic of the North American mirror industry right now.” ■
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Legislation Legal
Judge Denies Motion to Dismiss
Anti-Trust Suit Against Manufacturers
U.S. District Court judge has
denied motions by several glass
manufacturers to dismiss a
class-action anti-trust suit filed against
them alleging that they agreed to raise
and fix prices “through a combination
of collusive energy surcharges and price
increases.” The glass manufacturers included in the suit are AGC America Inc.,
AGC Flat Glass North America Inc.,
Guardian Industries Corp., Pilkington
North America Inc., Pilkington Holding
Inc. and PPG Industries.
According to court documents, the
defendants state that they did not make
any sort of agreement, and that they
find “insufficient” the allegations of

A

parallel energy surcharges, parallel
price increases by some defendants,
participation in trade associations, defendants’ profitability and miscellaneous suspicious statements regarding
“European misconduct.”
In addition, PPG specifically argues
that it should be removed from the case,
as it was not named in the 2007 European Commission (EC) report that led
to fines on several glass manufacturers
for alleged price-fixing practices (see
December 2007 USGlass, page 36).
The judge points out however, that the
complaint alleges that “there was a history
of inability to raise and maintain prices”
prior to the period covered by the com-

Amended Reorganization Plan
Filed for Pittsburgh Corning Corp.

P

ittsburgh-based PPG Industries’ amended plan of reorganization for Pittsburgh Corning (PC) Corp. has been filed in the United States Bankruptcy
Court. PPG is a 50-percent shareholder of PC. PC filed for Chapter 11
Bankruptcy protection in 2000. Under the terms of the amended plan, all current and future personal injury claims against PPG relating to exposure to asbestos-containing products manufactured, distributed or sold by PC will be
channeled to a trust for resolution.
In 2002, PPG entered into a settlement arrangement relating to asbestos
claims. The company has reserved approximately $900 million for that settlement arrangement. Under the modified settlement arrangement, PPG’s obligation is currently $735 million for claims that will be channeled to the trust.
PPG will retain the approximately $165 million difference as a reserve for asbestos-related claims that will not be channeled to the trust.
“This amended plan addresses the issues raised by the court in its 2006
opinion on the matter, and while we continue to believe PPG is not responsible for injuries caused by Pittsburgh Corning products, this amended plan
would permanently resolve PPG’s asbestos liabilities associated with Pittsburgh Corning,” explains James C. Diggs, PPG senior vice president, general
counsel and secretary.
❙❙➤ www.ppg.com
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plaint, July 1, 2002, through December
2006. He also notes that the complaint alleges that there was a history of varying
surcharges by region up until June 2002,
but afterwards this variation ceased.
“Rather, the CAC [Consolidated
Amended Complaint] alleges an agreement that existed for over thirty months
beginning in June of 2002, by raising
prices by identical percentages and
charging energy surcharges in virtual
lockstep while providing customers with
identical charts and justifications for the
same, until February of 2005, when the
EC launched raids upon the European
construction flat glass market. Thereafter,
the Defendants did not engage in lockstep parallel conduct,” the judge writes.
“Thus, contrary to Defendants’ position,
this is not a case where Plaintiffs rely
solely on the decision of the EC to assert
a domestic conspiracy or a solely parallel
conduct case. Therefore, dismissal of the
CAC is not warranted based on Defendants’ EC allegation arguments and arguments of parallel conduct.”
The judge also notes that, while
membership in trade associations does
not necessarily suggest conspiracy,“the
meeting dates provide the Defendants
with notice of specific time frames and
manner of the alleged agreement.”
Finally, as to PPG’s request to be removed from the case, the judge writes,
“It is of no moment that PPG did not
participate in the European conspiracy.
The CAC is not simply asserting a theory of ‘since it happened there, it happened here.’”
Several similar suits were filed after
the EC report. In June 2008, approximately 20 of these suits were consolidated in the Western District, where
this current decision was made (see
April 2008 USGlass, page 22). ■
www.usglassmag.com
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SolarInsights

Protecting PV
Encapsulants in Photovoltaic Applications
by Christopher Reed
he growth of the photovoltaic
(PV) industry in recent years has
astounded even veterans of the
original solar energy field. As PV has
grown, so too have the technologies that
generate clean energy from the sun. In
the early years solar cells or “modules”
were primarily based on crystalline silicon. Today there are polycrystalline
modules (a variety of thin film technologies including amorphous silicon
[a-Si]), cadmium telluride (CdTe), cadmium indium gallium selenide (CIGS)
and various cell constructs including
organic dyes and nano-technology.
Growth in the PV market has been
significant in the last five years. Moreover, industry analysts estimate that
overall PV production will increase
nearly four times—from roughly 5 to 20
gigawatts—between 2005 and 2010.
Since many of the modules produced for
the PV market are comprised of laminated glass, this growth (much of which
already has been realized) will lead to
additional demand for raw materials
and services from the glass industry.
As PV technology developers rapidly
move to capitalize on new science and
breakthroughs, a variety of specialty
chemical companies have increased development and introduction of modified materials that have been available
for years. This phenomenon is most evident in the encapsulant area of PV. Encapsulants fuse a module together
while simultaneously protecting the
module from the outside environment.
Ensuring that a module “sticks” together and maintaining performance
over its rated useful life are critical.
Many encapsulants also are designed to
enhance overall module performance.
Encapsulant providers are beginning to

T
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focus on developing products that reduce total module costs. These products can improve everything from
panel efficiency to processing time and
overall manufacturing yield.

ENCAPSULANT VARIETIES
There are a variety of encapsulants
available for module designers. Many of
these materials originally were developed
for application in laminated windshields
and laminated architectural glass. Ethylene vinyl acetate (EVA) has the longest
history in the PV encapsulant market.
EVA is typically provided as a copolymer
based sheet. Since it has been in use in
PV applications for several decades, EVA
has an established track record regarding
module stability. EVA still is used in crystalline modules today and is found in
some thin film applications.
Polyvinyl butyral (PVB) recently has
been used in certain segments of the
PV market. PVB is typically provided to
a module maker as a resin based sheet
that can be trimmed to fit a given application. While it has been in use for
decades in laminated glass applications, recent technology developments
have made it a material of choice for
certain PV module designs, including
many thin film technologies.
Changes in formulations over the
last 20 years have made PVB an ideal
fit for photovoltaic applications.
The development of formulas
with strong edge stability and
chemical compatibility provide
module designers with a material
that improves both manufacturing processes as well as longterm module durability. High
yield, cost-effective encapsulation
processes used for decades in tra-

Glass
PV Co
ating
(s)
Electr
ical C
onduc
tor s
PVB
Glass

This cross-section shows the typical
make-up of a PV model.

ditional PVB-glass lamination applications now are being used to encapsulate thin film amorphous modules,
increasing throughput, which in turn
drops the cost per watt produced.
Encapsulants will continue to play a
key role in the development of PV
modules. Current and future innovation in formulations will lead to modules with longer useful lives and
increased energy conversion efficiency.
Co-development between encapsulant
providers and innovative glass producers will lead to increased efficiency in
producing and maintaining module
constructs. Development in process
technology will lead to more durable
panels that are less expensive to make.
These advances will result in reduced
cost per watt for the module maker and
end module user. ■

Christopher Reed
is business director,
photovoltaics, of Saflex, a unit
of Solutia Inc. in St. Louis. Mr.
Reed’s opinions are solely his
own and not necessarily
those of this magazine.
www.usglassmag.com
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CAT. NO. VE2PLUS2
TWO SPINDLE VERTICAL EDGER

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

CAT. NO. 2622000
106" WET ABRASIVE BELT MACHINE

CAT. NO. VEW60
60" VERTICAL GLASS WASHER

somaca.com

JBB228-5/08

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

+

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

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

Contents

Zoom Fit
Search

+

Archives

–

I<
E-Mail

<

>

>I

Subscribe

HardwareFocus
Use of Smart Hardware Continues
to Grow Throughout the Country
mart hardware products are ap- metric door locks that are operated by
pearing all over, providing new fingerprint sensors rather than keys
opportunities for hardware sup- using a micro-electronic technology
developed by the company in Sydney.
pliers and installers.
For starters, the Australian company The locks can be installed on a single
door or networked by a computer
Bio Recognition Systems (BRS) has seto fully secure a home or office
cured a multi-million dolbuilding. They can be custom
lar, three-year distribution
programmed and can recogdeal with General Lock
nize up to 100 fingerprint
in Colorado Springs,
templates when networked.
Colo., to distribute its
The technology uses a radio
fingerprint locks
frequency high security senthroughout
the
sor that reads beneath the
United
States,
skin and checks for blood
Canada and Mexico.
BRS makes bio- SecureTouch® SmartLock flow and pulse to ensure fin-

S

Management Buys Ultra Hardware
from Shapes/Arch Holdings

U

ltra Hardware Products LLC management has completed a buy-out of
this business effective December 31, 2008. President Daniel Carpey
teamed up with Dajalis Ltd. in Montreal, a private investment firm owned
by Harvey Blatt, and Wells Fargo Business Credit, which provided the credit facility to secure the transaction. The company was previously owned by Shapes/Arch
Holdings LLC (see October 2008 USGlass, page 42, for related story). The amount
and details of the transaction were not disclosed.
The management team has more than 45 years of combined experience
working at Ultra Hardware Products, and Carpey says he hopes to grow the
company even in this tough economy.
“This is something that I have wanted to do for years, and I am happy for
our employees, vendors and customers that it has finally happened. Ultra Hardware Products has endured a lot this past year, but our team has been able to
sustain itself through the storm, not lose market share and best of all, secure
new business for our future,” Carpey says.
To help bolster sales and to create efficiencies, the company has partnered
with FASCO Ltd., also owned by Dajalis Ltd., to create a marketing and sourcing alliance that provides hardware products to the door and window industry.
Ultra Hardware Products will continue to operate out of its headquarters facility in Pennsauken, N.J., which currently employs 87 people.
❙❙➤ www.ultrahardware.com
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gerprints are genuine.
BRS says that thousands of its fingerprint door security kits have already
been installed in residential and business premises in 18 countries across
the globe.
Of course, these smart hardware products aren’t just coming in from overseas.
For example, ASSA ABLOY in New
Haven, Conn., has introduced highly intelligent opening technology for electronic doors. The Hi-O™ door solution
was designed to simplify installation,
service and upgrade off a building’s security and life-safety system.
Hi-O connects electronic door components together over a controller area network data network, allowing them to
communicate and monitor the opening.
Connected devices are able to exchange
and share encrypted information. Every
device—the lock, exit device, electric
strike, proximity reader, door operator,
push button, etc.—is connected through
a 4-wire cable; two wires for power and
two for data communication. The devices
can be connected to the network even
when powered up.
And Biometric Access Company (BAC)
headquartered in Round Rock, Texas, is
offering a new SecureTouch® SmartLock
physical access control solution. The biometric-based physical access control solution replaces key-based and ID
card-based locks for enhanced security.
It ensures only authorized individuals
gain access to restricted areas.
Users enroll a master template of
their fingerprint in SmartLock, which
is then compared to the provided fingerprint image each time they wish to
gain access to the restricted area. Admittance is granted only when the template is matched and a positive ID
verification is made. ■
www.usglassmag.com
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The Perfect Fit for a Magically Clear Appearance

Pilkington Optiwhite™ Low Iron Glass
Enjoy crystal clear views at all times … even when the clock strikes twelve.
The clarity of Pilkington OptiwhiteTM Glass is remarkably noticeable in comparison to
standard clear float glass, especially on exposed, polished edges and when combined with
white or light colors.
Pilkington Optiwhite™ Glass offers enhanced aesthetics for a wide variety of applications,
everything from showroom and furniture applications to photovoltaic modules and solar
collectors. It is also ideal for ceramically decorated glass, allowing true colors to show
through. For additional information visit www.pilkington.com or call 1-800-221-0444.
For a happily ever after, ultra-clear ending, choose Pilkington Optiwhite™ Glass.
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It’s nice to know where you stand, especially among your competitors.
Who’s able to do more sales with fewer people? Who’s got all they need
in their backyard of Los Angeles or Chicago? Take a page from the
glazing contractors listed below, as they made up some of the top earning subs for 2008, based on information they submitted to USGlass.

Top Glazing Contractors
Based on 2008 sales revenue for the commercial glazing business segment

1Enclos Corp.

Eagan, Minn.
2008 Annual Sales: $305 million
President/CEO: Gregg Sage
# of Locations: 18; # of Employees: 650
Years in Business: 33
www.enclos.com
Enclos Corp., one of the largest specialty
contractors in the United States, designs,
engineers, fabricates and installs exterior
facades and curtainwall cladding systems.

2Harmon Inc.

Bolingbrook, Ill.
2008 Annual Sales: $291 million
President/CEO: Russell Huffer (CEO of
parent company Apogee Enterprises)
# of Locations: 9; # of Employees: 1,015
Years in Business: 60
www.harmoninc.com
Harmon provides glass installation for new
construction, renovation and service. The
company focuses on the office, healthcare, education, government and entertainment/hotel
markets throughout most of the United States.

3Walters & Wolf

Fremont, Calif.
2008 Annual Sales: $181 million
President/CEO: Randy Wolf
# of Locations: 5; # of Employees: 669
Years in Business: 31
www.waltersandwolf.com
Walters & Wolf provides high quality design, fabrication and installation of custom
curtainwall and exterior cladding systems.
Regional production facilities allow singlesource responsibility, commitment to quality and on-time delivery.

4Trainor Glass Co.

5Haley-Greer Inc.

Dallas, Texas
2008 Annual Sales: $100 million
President/CEO: Letitia Haley Barker
(president); Donald Haley (CEO)
# of Locations: 3; # of Employees: 300+
Years in Business: 30
www.haleygreer.com
Haley-Greer is a professional installer of
high performance window wall and curtainwall systems on commercial projects. In
conjunction with general contractors the
company works directly with owners and
architects to turn a vision into reality.

6W&W Glass LLC

Nanuet, N.Y.
2008 Annual Sales: $75 million
President/CEO: Michael, Jeffrey, Howard
and Scott Haber (co-managing members)
# of Locations: 2; # of Employees: 250
Years in Business: 31
www.wwglass.com
W&W Glass is one of the largest glaziers in
the United States and the exclusive North
American representative of the Pilkington
Planar structural glass system.

7TSI Exterior Wall Systems Inc.
Landover, Md.
2008 Annual Sales: $63 million
President/CEO: Victor Cornellier
# of Locations: 1; # of Employees: 145
Years in Business: 31
TSI Exterior Wall Systems is a glazing subcontractor specializing in high-end custom
curtainwall, windows, entrances, panel
walls and canopy systems in projects in Washington, D.C.,
and Baltimore.

Plate Glass &
Aluminum Inc.
8Massey’s

Branford, Conn.
2008 Annual Sales: $56 million
President/CEO: Laura J. Massey (president);
Robert J. Massey Jr. (CEO)
# of Locations: 3; # of Employees: 150
Years in Business: 36
www.masseysglass.com
Since 1973, Massey’s Plate Glass & Aluminum has strived to provide on-budget and
on-time projects. The company offers design
consultation, technical expertise and singlesource efficiency. It performs its own fabrication and specializes in unitized wall systems.

9ASI Limited

Whitestown, Ind.
2008 Annual Sales: $54.9 million
President/CEO: Ken W. Smith
# of Locations: 1; # of Employees: 275
Years in Business: 20
ASI Ltd. is a curtainwall designer and manufacturer that supplies and installs facade solutions throughout the United States. ASI also
produces ornamental metals that are required within the exterior design. It prides itself on its ability to take a project from
design development to
completion, in-house.

Alsip, Ill.
2008 Annual Sales: $178 million
President/CEO: Thomas Trainor (president),
Robert Trainor (CEO)
# of Locations: 16; # of Employees: 677
.
W&W
sy of
Years in Business: 56
e
t
r
u
co
Photo
Trainor Glass possesses a dedicated project management team
that delivers projects on time
and on budget. The company
houses manufacturing facilities
that feature excellent safety and
quality control programs.
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Big Book of Lists
Los Angeles
2008 Annual Sales: $53 million
President/CEO: Anne-Merelie Murrell
# of Locations: 3; # of Employees: 306
Years in Business: 63
www.girouxglass.com
Giroux Glass is an employee-owned and
multifaceted glass, glazing and architectural
metals contractor, with top union glaziers. It
builds and services complex multi-story
curtainwall, storefront and unique fenestration installations.

& Karas Glass
Co. Inc.
11Karas

Boston
2008 Annual Sales: $50.7 million
President/CEO: Joseph Karas
# of Locations: 1; # of Employees: 90
Years in Business: 85
www.karasglass.com
Karas & Karas focuses on challenging projects
in which architects push building envelopes to
new levels of sophistication requiring intensive management from pre-construction services through design assist, engineering,
budgeting, fabrication and installation.

12CBO Glass

Alden, N.Y.
2008 Annual Sales: $46 million
President/CEO: Paul F. Hogan Jr.
# of Locations: 4; # of Employees: 200
Years in Business: 43
www.cboglass.com
CBO Glass is a full-service glazing contractor serving the Northeast and Mid-Atlantic
states. It designs, fabricates and installs
unitized curtainwall systems, preglazed
punched windows and blast-resistant systems. The company has a 230,000-squarefoot fabrication facility and a testing
chamber for product quality assurance.

13SPS Corp.

Apex, N.C.
2008 Annual Sales: $43 million
President/CEO: Michael J. Russo
# of Locations: 3; # of Employees: 135
Years in Business: 27
www.spscorporation.com
SPS is a full service envelope contractor
specializing in the design, fabrication and
installation of curtainwall, glass and glazing, architectural metal panel systems, sunshades, louvers and skylights.

Aluminum Products
Co. Inc.
14Juba
Concord, N.C.
2008 Annual Sales: $42.5 million
President/CEO: John Juba (president);
Joni Juba (CEO)
www.usglassmag.com

# of Locations: 2; # of Employees: 152
Years in Business:15
www.jubaproducts.com
Juba Aluminum Products specializes in
building exteriors for low- to high-rise projects. The company has created a niche for
itself in working with pre-construction
teams in the design-development phase.

its reputation for quality and service on
every project. With a focus on integrity and
experience, Champion works hard to meet
the demands of its clients.

15Heinaman Contract Glazing
Lake Forest, Calif.
2008 Annual Sales: $34.6 million
President/CEO: John L. Heinaman
# of Locations: 2; # of Employees: 367
Years in Business: 20
www.heinaman.net
Heinaman Contract Glazing designs, engineers and installs curtainwall, glass, panels,
aluminum and specialty systems for office
buildings, hotels, institutions, tenant improvements and retro-fitted projects, serving for a variety of clients.

Wall Systems
16Architectural
Co.

West Des Moines, Iowa
2008 Annual Sales: $33 million
President/CEO: Mike Cunningham
# of Locations: 1; # of Employees: 125
Years in Business: 17
www.archwall.com
Architectural Wall Systems Co. provides engineering, detailing, manufacturing, estimating and installation of exterior wall
materials with professional project management and union craftspeople. Its expertise
includes rain screen technology and unitized wall construction erected with the
highest level of safety and quality.

17MTH Industries

Hillside, Ill.
2008 Annual Sales: $28 million
President/CEO: Lyle R. Hill
# of Locations: 1; # of Employees: 118
Years in Business: 122
www.mthindustries.com
MTH prides itself on its reputation for superior customer service and its ability to
make the difficult seem simple.

Metal & Glass
Inc.
18Champion

Deer Park, N.Y.
2008 Annual Sales: $26 million
President/CEO: Ali Ghahremani
# of Locations: 1; # of Employees: 50
Years in Business: 16
www.championmetalglass.com
Champion Metal & Glass Inc. is celebrating
16 years in the architectural and ornamental industry in the New York City metropolitan area. Champion continues to build on

Photo courtesy of Massey's Plate Glass.

Photo courtesy of Haley-Greer.

10Giroux Glass

19Sunset Glazing

La Mesa, Calif.
2008 Annual Sales: $25 million
President/CEO: Done E. Witte
# of Locations: 1; # of Employees: 55
Years in Business: 28
www.sunsetglazing.com
Sunset Glazing has established a reputation
of excelling in quality, reliability and service.
The company has the capability to provide
single-source responsibility for the complete
design and development of a project.

continued on page 30
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The 5th Annual Big Book of Lists
continued from page 29

Architectural
Products Inc.
20APG International Inc. 22Builders

Glassboro, N.J.
2008 Annual Sales: $24 million
President/CEO: Thomas Salzer (president);
Edward Zaucha (CEO)
# of Locations: 2; # of Employees: 70
Years in Business: 6
www.apgintl.com
APG International Inc. is an installer of
curtainwall with immediate access to
more than 125,000 square feet of enclosed
shop space to provide unitized product for
projects throughout the United States. The
company is a completely unionized operation with its own engineering expertise
and has done many multi-story projects
along the East Coast.

21Emmitsburg Glass

Emmitsburg, Md.
2008 Annual Sales: $24 million
President/CEO: Sheridan E. (Dan) Reaver Jr.
# of Locations: 1; # of Employees: 90
Years in Business: 20
Emmitsburg Glass is a well recognized
and established company with more than
20 years experience in the industry. It has
successfully completed many large curtainwall and panel projects
in the Baltimore-Washington, D.C-area, and
opened a new
53,000-square-foot
facility in 2006.

Deerfield, Ill.
2008 Annual Sales: $24 million
President/CEO: Jane Weber
# of Locations: 1; # of Employees: 20
Years in Business: 49
Builders Architectural Products has a
range of specializations from high performance composite window wall systems
for new construction high rises to retrofit/repair of existing exterior facades.

23InterClad

Plymouth, Minn.
2008 Annual Sales: $23 million
President/CEO: Bill John
# of Locations: 1; # of Employees: 75
Years in Business: 11
www.eganco.com
InterClad is a division of the Egan Co., headquartered in Minneapolis. It specializes in
the engineering, fabrication and installation
of curtainwall, glass and metal panels for the
exterior cladding on new construction projects or renovations of existing buildings, and
also has the capability to fabricate and install
specialty metal, such as stainless steel.

24Ridgeview Glass Inc.

Upper Marlboro, Md.
2008 Annual Sales: $22.4 million
President/CEO: Andrew E. Canter, Jr. and
Matthew R. Canter
# of Locations: 1; # of Employees: varies
between 80-135
Years in Business: 27
www.ridgeviewglass.com
Ridgeview Glass is a subcontractor on commercial projects for standard to custom
curtainwall contracts. Beyond the product,
the company focuses on quality, relationships and its employees.

25Seele L.P.

Photo courtesy of Emmitsburg Glass.

New York
2008 Annual Sales: $21.7 million
President/CEO: Thomas Geissler
# of Locations: 1; # of Employees: 45
Years in Business: 8
www.seele-usa.com
Seele provides modern glass facades and
glass roofs for high-design, high-tech
glass structures.

Metropolitan Glass Inc.

26

Denver, Colo.
2008 Annual Sales: $20.5 million
President/CEO: Michael C. Smith
# of Locations: 1; # of Employees: 100+
Years in Business: 45
www.metroglass.com
Metropolitan Glass Inc. specializes in the
installation of high quality curtainwall,
storefront, skylights and metal panel sys-

Photo courtesy of ASI Limited.

tems. The company is a four-time winner of
the ACE Award, presented by the Associated
General Contractors of Colorado. Its reconstruction services offer creative and cost-effective solutions.

Contract Glazing
Inc.
27 Tepco

Dallas, Texas
2008 Annual Sales: $19.1 million
President/CEO: Fred Keen
# of Locations: 2; # of Employees: 96
Years in Business: 25
www.tepcoglass.com
Tepco is a regional glazing contractor with a
specialty division devoted to sports venues.

Glass & Aluminum
Inc.
28Galaxy

Manchester, N.H.
2008 Annual Sales: $19 million
President/CEO: Daniel Simpson (president);
Mark Brown (vice president)
# of Locations: 3; # of Employees: 100
Years in Business: 19
www.galaxyglass.biz
Galaxy Glass is a design-build glass and
glazing subcontractor in the New England
and Mid-Atlantic area.

29Crawford Tracey Corp.

Deerfield Beach, Fla.
2008 Annual Sales: $18 million
President/CEO: Raymond Crawford
# of Locations: 2; # of Employees: 100
Years in Business: 56
www.crawfordtracey.com
Crawford Tracey specializes in the development, manufacturing and installation of
high-quality custom, impact and conventional glazing systems that meet or exceed
the tough Florida building code.

Glass & Metals
Corp.
30American
Plymouth, Mich.
2008 Annual Sales: $17 million
President/CEO: James D. Vogelsberg
# of Locations: 1; # of Employees: 35-85
Years in Business: 30
American Glass & Metals Corp. is a glazing
contractor with more than two decades of
experience in the Michigan area.

31Baker Glass Co. Inc.

Antioch, Tenn.
2008 Annual Sales: $14.8 million
President/CEO: Jim Baker
# of Locations: 1; # of Employees: 60
Years in Business: 18
www.bakerglasscompany.com
Baker Glass Co. is a “typical” glazing subcontractor with projects ranging from
$1,000 to $6 million.
www.usglassmag.com
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Window Contractors
Inc.
32R&R

Easthampton, Mass.
2008 Annual Sales: $14.8 million
President/CEO: Roger A. Fuller
# of Locations: 1; # of Employees: 80
Years in Business: 30
www.rrwindow.com
R&R Window Contractors Inc. is a wellestablished commercial window, storefront
and curtainwall trade contractor with a
strong presence throughout New England.

33Gatewood Glass

Ft. Meyers, Fla.
2008 Annual Sales: $14.5 million
President/CEO: Kevin Gilligan

Zoom Fit
Search

# of Locations: 2; # of Employees: 103
Years in Business: 23
www.gatewoodglass.com
Gatewood Glass has been serving Florida’s West
Coast since 1986. The company specializes in
curtainwall and storefront hurricane impact
systems, including but not limited to schools,
high-rise and office-type buildings, as well as
hospitals and doctor office-type facilities.

34Hilboldt Curtainwall Inc.

St. Louis
2008 Annual Sales: $14.5 million
President/CEO: Dennis Hilboldt (president);
Jane Hilboldt (CEO)
# of Locations: 1; # of Employees: 44
Years in Business: 4
www.hilboldt.com
Hilboldt Curtainwall Inc. is a commercial

+

Archives

–

I<

<

E-Mail

>

>I

Subscribe

construction company specializing in high
quality exterior wall systems. It works with
architects, construction managers and developers to build, panelize and install custom enclosure systems with an emphasis on
prefabrication to the fullest extent possible.

35Del Ray Glass

Alexandria, Va.
2008 Annual Sales: $14 million
President/CEO: Mitchel Papanicolas
# of Locations: 1; # of Employees: 70
Years in Business: 55
www.delrayglass.com
Del Ray Glass is a high-end glazing contractor specializing in smaller exterior
buildings and interior tenant build-outs.

continued on page 32

General Motors Building, New York
www.usglassmag.com

hauling these heavy units a little bit easier.
3. Jewel Box in Los Angeles - 37,440
square inches
When Los Angeles-based Giroux Glass was
asked to temporarily remove and reinstall a
large 10- by 26-foot annealed lite of glass for
the filming sequences of several scenes of the
Rush Hour 3 shoot, the engineers of the building expressed concerns about the probable
damage during the glass removal that might
affect the expensively “raised” terrazzo floor
tiles that covered the extensive ground level
plaza directly below. The massive lite to be removed was on the second floor of the Jewel
Box, a building between the two high-rise Arco
Towers, in downtown Los Angeles. The engineers were sure that the weight of the men,
machinery and 1,800 pounds of glass would
crush the tiles. Gil Martus, Giroux Glass’ project manager, brought in a 42-foot, 3-story
rolling scaffold and tower that was weight-proportioned to protect the tiles, and directed the
tiles be covered with steel plates.
The Giroux crew mounted the power cups
to the glass and broke the seal with a team of
eight glaziers, each one dedicated to a specific task. Once the lite was
removed, it was rotated by
crane down to the street and
rolled, scaffold and all, out of
screen shot. Once the scene
was completed the lite was
rolled back, reinstalled and
sealed. Much to the engineers delight, not a single tile
was damaged.
4. Solae in St. Louis 35,712 square inches
Hilboldt Curtainwall Inc.
in St. Louis installed these
4- by 62-foot panels of ViraPhoto courtesy of W&W Glass.

I

t’s true, it’s not the size of the lite but
how well it’s installed that matters. But
let’s face it—there’s something pretty
cool about telling friends over a drink about
the day you installed “the big one.” Based
on submissions from our top glazing contractors, USGlass has the story on five of
the country’s biggest glass installations.
1. Water Tower Storefront in Chicago
- 38,056 square inches
MTH Industries in Chicago set this big
lite—measuring 142 by 268 inches by 78-inch
thick—in the Water Tower storefront with a
crane back in 1982. Although the building
has since been remodeled, it’s left a massive marker to match.
2. Mohegan Sun Casino in Uncasville,
Conn. - 37,440 square inches
Massey’s Plate Glass & Aluminum in
Branford, Conn., installed 36 of these 10- by
26-foot unitized panels around the casino.
According to Robert Massey, Jr., chief executive officer, the biggest challenge of installing
this massive lite “was just getting it to the
site.” Having a fabrication site only five miles
away made the special arrangements for

Photo courtesy of Hilboldt Curtainwall.

The Biggest Lite

Solae Global Headquarters, St. Louis
con’s VE 1-40 low-E insulating glass, within
Hilboldt’s 2.5-inch curtainwall system, in the
Solae Global Headquarters in St. Louis.
According to chief executive officer Jane
Hilboldt, “Our biggest challenge on panelizing this job was the coordination from manufacturing to the installation sequence since
we were dealing with six different radiuses
and a random pattern of fritted glass—resulting in each panel being unique.”
5. General Motors Building in New
York - 32,220 square inches
W&W Glass in Nanuet, N.Y., set this 90by 360-inch ¾-inch float glass into the General Motors Building on Fifth Avenue. According to Scott Haber, managing partner, “It
was custom-made right off the float line because it’s not something somebody stocks.”
Something that big—no kidding! Haber says
the lite was shipped directly to W&W from
the former Libbey Owens Ford.
March 2009 | USGlass, Metal & Glazing
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The 5th Annual Big Book of Lists
continued from page 31
Please note that these ranking are
based on ranges of sales figures provided
by the companies listed and/or collected
by independent third parties. While
every effort has been made to rank producers, order is not an exact reflection of
sales performance. The following lists
are provided to offer an overview of the
top players in a variety of categories.
To ensure your inclusion on next
year’s lists, e-mail mheadley@glass.com.

Top 10 Insulating
Glass Producers

Top Architectural
Metal Producers

Oldcastle Glass®
Viracon
Arch Aluminum & Glass Co. Inc.
AGC Flat Glass North America
Vitro America
JE Berkowitz LP
United Glass Corp.
Rochester Insulated Glass
PRL Glass Systems
Virginia Glass Products

Kawneer Co. Inc.
Oldcastle Glass® Vistawall®
YYK AP America
Arch Aluminum & Glass Co. Inc.
EFCO Corp.
United States Aluminum Corp.
Southern Aluminum Finishing
Accura Systems Inc.
Architectural Wall Systems Co.

continued on page 34

The Way to the 100-Year Mark and Beyond

S

ure times are tough, but given the cyclical
nature of the commercial construction
market, there are plenty of glass industry
companies out there that have faced tough
times before. Those companies that have
passed the 100-year anniversary just have a
deeper well of experience from which to draw.
“It’s not news to anyone that our industry
faces a difficult road ahead,” says Bob Leyland, vice president of sales for Kawneer.
“And, although we are a company with more
than 100 years of experience, we feel that
these challenges bring us new opportunity
to reassess how we do business and find
better ways to add more value to our customers. The team at Kawneer is focused on
deploying initiatives that will enable us to
outperform in a down market just as we
have during the up cycle.”
Leyland cites initiatives ranging from new
products to new services.
“It is energizing to see the resourcefulness with which we are attacking business
issues,” he says.
PPG Industries certainly has seen its
share of changes since it was founded as
Pittsburgh Plate Glass Co. 126 years ago.
“While I can’t claim to have witnessed
all 126 years of PPG’s history, I do believe
we have inherited a legacy of innovation,
quality and integrity,” says Gary Danowski,
vice president of PPG’s Performance Glazings strategic business unit. “The generation before us set a high bar for us and we
seek to measure ourselves against that
every day. From research and development
investment to operational discipline, we
work to continue the steady stream of innovation and performance evidenced by a
litany of industry ‘firsts’ throughout our
history.”
These firsts—including development of
the first high-performing, energy-efficient
glass in the 1930s—still depend on one
thing, Danowski points out. “It’s highly qual-
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ified and motivated people who carry all this
out,” he says.
Danowski adds, “In my view, the companies that come out of this recession the
strongest will be those that can be quick
without being rash; who can take care of
their bottom line and still take care of customers; and who can manage their business tightly without sacrificing future
opportunity. It won’t be easy for any of us,
but I do believe that if we work hard on the
right priorities and keep focused on our markets, we’ll get through this.”
F. Barkow in Milwaukee has crept well
over the 100-year mark.
“This is Barkow’s 130th year of family
owned business in the same city,” says John
Weise, president. “It's unusual in it's
longevity.”
According to Weise, the secret to that
longevity is that the company has “always
delivered a quality product at a fair price,
and we try to give the customer as much or
more than they are expecting. We listen
closely to what our customers tell us they
need for their business. We employ craftsmen and we don't cut corners. We genuinely
care about our customers’ well-being and if
they are happy with what they bought, they
will come back. It's a cliché, but I believe in
130 years our motivation has always been
honest work and honest pay. If any of my
Barkow relatives before me had become
wealthy in the long history of F. Barkow Inc.,
I believe the company would have changed
dramatically or would have been sold or
worse. As the current owner I'm perfectly
fine with those set of facts.”
Weise adds, “As for the year ahead, we
are living in very uncertain times and our
goal is to come out stronger when the economy does eventually improve. That may not
happen this year. We are planning to service our customers now and into the future.”
Braxton Smith, owner of The Glenny Glass

The Industry’s Centenarians
Saint-Gobain ............................344 years
DuPont ..............................................206
Pilkington North America Inc...........183
The Glenny Glass Co. ........................158
Fletcher-Terry....................................140
Showerite...........................................138
Vitro America ...................................137
Kohler................................................136
F. Barkow ..........................................130
Barber Glass Industries Inc. .............126
PPG Industries ..................................126
MTH ..................................................122
Goldfinch Bros. Inc............................117
Thad Ziegler Glass.............................116
General Glass International...............109
Peterson Glass Co. .............................106
J. Sussman .........................................103
Kawneer Co. Inc. ...............................103
Toledo Mirror & Glass .......................100
DORMA Group North America.........100
Syracuse Glass ...................................100
Co. in Milford, Ohio, lays claim to being “the
oldest flat glass distributor/fabricator in the
United States, started in 1851.”
How has the company managed to stay
strong for so long?
“Frankly we’ve increased the amount of
value addition to our glass products,” Smith
says. “When we first bought the company in
1989 there was just stick cutting glass now
we’re cutting, beveling, polishing, we’re
doing insulating glass … and just bought a
sandblasting machine …” In addition, the
company is adding thermal performance.
“You have to go with the flow and adapt
and right now everybody’s scrambling for
energy-efficient products,” Smith says.
Go with the flow indeed. In an industry
that has seen its share of consolidations
and sales—in the last year much less last
100—it surely takes some savvy maneuvering to mark that 100th anniversary and rank
among the industry’s oldest companies.
www.usglassmag.com
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The 5th Annual Big Book of Lists
continued from page 32

Top 5 Low-E Glass Fabricators
(excluding primary glass manufacturers)
Oldcastle Glass®
Arch Aluminum & Glass Co. Inc.
Viracon
JE Berkowitz LP
Rochester Insulated Glass

Top 8 Float Glass
Producers in North America
Pilkington North America Inc.
Guardian Industries Corp.

PPG Industries
AGC Flat Glass North America
Cardinal Glass Industries
Vitro S.A.B. de C.V.
Saint-Gobain Glass
Zeledyne

Top 7 Curtainwall and Storefront/Entrance Fabricators
Kawneer Co. Inc.
Oldcastle Glass® Vistawall®
YYK AP America

GROVES KNOWS
Breakage will cost you more than our racks!

Photo courtesy of Juba Aluminum Products.

EFCO Corp.
Arch Aluminum & Glass Co. Inc.
United States Aluminum Corp.
TRACO

Top 8 Laminated
Glass Producers
Viracon
Oldcastle Glass®
Arch Aluminum & Glass Co. Inc.
Guardian Industries Corp.
AGC Flat Glass North America
Vitro America
JE Berkowitz LP
Dlubak Corp.

Top 10 Tempered
Glass Producers
(excluding primary glass manufacturers)
Oldcastle Glass®
Viracon
Arch Aluminum & Glass Co. Inc.
JE Berkowitz LP
PRL Glass Systems
Dlubak Corp.
Rochester Insulated Glass
Glasswerks L.A.
Virginia Glass Products
Custom Glass Products

Top 5 Fire-Rated
Glass Producers
Pilkington North America
AGC InterEdge Technologies
SAFTI First Fired-Rated Glazing Solutions
Schott Corp.
VETROTECH Saint-Gobain

Top 5 Fire-Rated
Glass Distributors

Protect your Profits!
Our storage racks, fabrication tables and transport
carts are specifically designed to handle the demands
of the Glass Industry. Nothing else will last as long, or
secure your materials better.

Technical Glass Products
Oldcastle Glass®
Vitro America
General Glass International
Glassopolis

Top 5 Hardware
Wholesale Distributors
C.R. Laurence Co. Inc.
ASSA ABLOY
Midwest Wholesale Hardware
JLM Wholesale
Mayflower Sales Co. Inc. ■

Designed by tradesmen for the trade

www.groves.com
800-991-2120
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sales@groves.com

For an expanded version
of this article, visit
www.usglassmag.com.
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EFCO StorefrontS & ENTRANCES.
The nature of expressive design.
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WHERE WINDOWS ARE JUST THE BEGINNING.
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Glass Plays a Key Role in
New Baseball Stadiums
by Brigid O’Leary

T

he vendors at many stadiums
across the country are getting
ready to roll out the peanuts and
Cracker Jack, along with the hotdogs and the beer. Yes folks, baseball
season will be starting in a few weeks,
with the Phillies looking to retain the
World Series title they won in 2008. In
New York, players from both teams
closed out the last season with respectable records, but couldn’t go all
the way.
The disappointment was especially
hard last year for the Mets and Yankees,
with both teams facing a big change in
the off-season; each team has a new
stadium. Many fans—especially those
in the building and construction industries—are looking forward to seeing the new digs at work. And there will
be plenty to look forward to, especially
for those with an eye for glass.
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The New Shea’d
of Green: Citi Field
In 2004, Atlanta Braves third-baseman Chipper Jones named his newborn
son Shea. It has been reported that
Jones chose to name his son Shea because he believes he always hit well at
Shea Stadium, home of the New York
Mets. Whether or not the story is true,
by the time Shea Jones starts school in
the fall of 2009, the stadium bearing the
same name will have been replaced by
a newer model, Citi Field.
Though sports arenas have a very
prescribed purpose, there are a number
of ways to work glass into the design.
Baseball stadiums, in particular, require
glass to do very specific and specialized
things—things that may not be required of glass in other sporting venues.
“Baseball impact resistance is the
first [thing] that comes to mind,” ex-

plains Bruce Marshall, principal with
HOK Sports, the design firm behind
Citi Field. “We have a lot of glazing that
faces the field and we have to make sure
it doesn’t break upon baseball impact.”
And that, he explains, applies to any
and all glass that faces the field, even if
the chance of a player hitting it seems
impossible.
But what may surprise some is that
there is impact-resistant glass on the
stadium’s exterior as well.
“The bulk of the glass is 1 ¼-inchthick insulating units, the outboard lite
being a 9⁄16-inch laminated make-up.
That was chosen to face the exterior for
a lot for reasons, [primarily] impact resistance,” says Bruce Hernsdorf, project
manager with W&W Glass of Nanuet,
N.Y., the glazing contractor hired for the
continued on page 38
www.usglassmag.com
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Citi Field is billed as having
“unprecedented sightlines,” to some
degree due to the use of glass. (Left)
W&W Glass installed a Pilkington
structural glazed system in the
restaurant that overlooks the playing
field. (Below) Glass makes an
appearance in unexpected places,
such as the stairs leading to the upper
deck.
Photos by Fred Kopf.
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HOME RUN
continued from page 36
exterior glazing.“Let’s say the Mets lose
the World Series in the 15th inning of
the seventh game and fans go nuts …”

Location, Location,
Location
Of course, the incorporation of glass
in the design of a stadium in some ways
is like any other building: its location
and use often determine the specific
product used.
Hernsdorf says that most of the glass
installed at the Met’s new home is 1 ¼inch coated, insulating laminated glass.
Additionally, 1 ¼-inch thick composite
spandrel panels consisting of ¼-inch
heat strengthened clear glass with custom color ceramic frit on the number 2

“In something we haven’t
done before, we go to the
glazing industry to ask
questions about what was
possible, how big, where
we can get it.”
—Bruce Marshall,
principal, HOK Sport

surface, ¾-inch foam core and ¼-inch
hardboard faced on the number 4 surface with aluminum skin painted in
high performance Kynar® to match the
custom color framing systems was provided by Mapes Industries. That was
used primarily at external stadium elevations at upper levels in traditional
spandrel applications, Hernsdorf says.
Hernsdorf adds that the many administrative offices located on the Citi
Field campus are glazed with 1 ¼inch coated, insulating laminated
glass as well. Impact wasn’t the big
concern there—the thick glass helps
to reduce the sounds of the surrounding city from impeding the work
within. He notes that the sound resistance aspect is especially important, as the stadium is in the flight
path of LaGuardia Airport.
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For the architects at HOK Sports, the
surroundings shaped the design.
“The architecture is designed according to the context of where it is located,” says Marshall. “With Citi Field,
it’s mimicking Ebbets field. We’re trying
to stick with colors versus not a lot of
color or reflectivity based on the architectural façade. For most of the glazing
on the inside we stick with clear glass,
rather than colored. It encloses the
space, but we want to maintain the very
best view.”
The stadium’s website bills the new
facility as having “unprecedented sightlines”—the first and most frequently
mentioned aspect of the new park.

Be Specific
Though the designers at HOK Sports
don’t get much say in which contract
glazing company—or companies—
end up doing the work on their projects,
they do try to make sure to get input
from the glazing industry throughout
the design process.
“In something we haven’t done before, we go to the glazing industry to
ask questions about what was possible,
how big [it’s available], where we can
get it. We often talk to glaziers about the
strength of glass, the proportions,” Marshall says. “We look to glaziers to help
us with weights. Press boxes are modified, custom, single-hung window and
we’re concerned about it working with
manufacturer pre-designed window
systems. We also ask a lot about color,
tint, low-E coatings and those things so
we can understand the mechanical issues of glass that is exposed to the sun.”
Asking the questions upfront and
getting the right materials specified is
particularly important because once
the design stage is complete and building begins, much goes out of the hands
of HOK Sports. The buildings are public works, and the construction managers usually choose the contract
glaziers, often going with the lowest
bidders, Marshall says.
Though the stadium design was
complete before the contracting bids
were issued, W&W Glass got involved
very early—as early as 2006 on the ad-

ministrative end of things. In fact,
W&W Glass was already working on
proposals for the job when Hernsdorf
started with the company in early 2007
and, by that summer, the company had
employees on the site of the new stadium. The long working relationship allowed W&W Glass to work with the
other contractors to ensure that their
needs had been met. It’s the kind of
teamwork that begets pennant wins
and the payoff here was that construction wound up ahead of schedule.
“There’s immense coordination that
goes on with regard with what we’re
doing, especially with structural steel
that will support us. In fact, we’re usually
involved with design and making sure
it’s what we need,” Hernsdorf explains.
Because HOK Sports doesn’t always get
much say about which contract glazing
companies are hired to work on their stadiums, they also don’t have much control
over how many glazing companies are
hired—a number that can vary depending on the size of the project. “Complicated” was the word Marshall used to
describe the contract glazing work on
venues the size of sports stadiums. There
is so much work to be done that up to
four companies can be hired to work on
one structure, especially if a project has
been put on a fast-track schedule.
“Sometimes it’s a bonding issue, too,
just because the job is so huge—some
contractors just can’t get bonded for the
whole project. To keep it fair, the [general contractors] will break it out into
multiple scope packages. It’s a big project and there’s so much different stuff
going into it. Every type of framing you
can think of; there’s a structural glazed
system in the restaurant that overlooks
the playing field. It ranges from very
straightforward to very custom pieces,”
he says. Custom pieces such as the proprietary Pilkington structural glazed
system in the stadium restaurant, installed by W&W Glass.
“It’s exciting. It’s a landmark building,” Hernsdorf says, describing what
it’s like to be part of the project to replace Shea Stadium. “There’s no doubt
it’s exciting to be part of the creation of
a landmark.”
www.usglassmag.com
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Last Train to Ruthville:

The New Yankee Stadium

Photo courtesy of Champion Metal & Glass

continued on page 40
www.usglassmag.com

(Above) Though the exterior of the stadium was designed to resemble the
original Yankee Stadium, the Yankee’s new home will have a “modern” look
and feel. (Below) Oldcastle originally quoted 13 different types of glass for this
multi-faceted project.

Photo courtesy of Champion Metal & Glass.

The new Yankee Stadium will open
on April 16, 2009, and likely draw the
same number of loyal Yankee fans to
root for their favorite team. What
many of those same fans might not
notice is the interior glazing of the
stadium. Much of the interior glazing—except that on the bullpens—is
the work of Champion Metal and
Glass Inc., headquartered in Deer
Park, N.Y.
The company is a heavy-hitter when
it comes to high-profile projects such as
this one.
And yet, getting the contract to work
on Yankee Stadium has been the company’s own little home run.
“This project is unique. Not too many
buildings have the history and image
that Yankee Stadium has,” says Ali
Ghahremani, owner and president.
“That by itself is a great honor to be
part of.”
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HOME RUN
continued from page 39

Triple Play
However, in other ways, the job isn’t
greatly different than other projects.
“It’s more than typical in material
that we use on almost every project,”
Ghahremani says, but he quickly
adds, “there’s no difference in working
with other trades on this as other jobs,
just coordination and scheduling.”
Working with field-facing glass, the
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company faced the same safety concerns that Marshall faced when designing the stadium for the other New
York team. To keep visitors as safe as
possible, most of the glass Champion
Metal and Glass installed is tempered/laminated glass—9⁄16-inch—
but that’s hardly the last of it.
“We have a custom fabricated insulating unit, 1 5⁄8-inch overall thickness,

at the 100-level Legends Lounge, behind home plate, butt-jointed without
any vertical mullion to give you a clear
view looking to the field,” says chief
operating officer Linda Oristano. “At
the various levels at 125, 150, 200 and
300 we have the lounges and restaurant storefront framing and glass.
One of the main specialty items are
the ticket windows, which are 1 ½inch laminated bullet-resistant glass
with standard framing furnished by
C.R. Laurence. We have all of
the entrances to the 200 level
suites, party suites and miscellaneous
doorways.”
Kawneer supplied Champion with
the 2-inch thick, heavy wall construction medium- and wide-stile doors
and frames, fabricated with required
hardware.
“Trifab® VG 451T front set and center set systems were used throughout
all concourse levels of the stadium,
which include restaurants, retail and
offices,” explains Joclyn Fagan, public
relations representative for Kawneer.
“350 Heavy Wall™ with 3 1⁄2-inch wide
vertical stiles were selected for the stadium’s luxury suites and are singleswing doors into the units. 500 Heavy
Wall™ with 5-inch wide vertical stiles
are featured on all concourse levels,
main entrances and gate entryways
throughout the facility. Engineered to
withstand heavy traffic, Heavy Wall™
entrances provide quality and durability that lasts.”
Fagan adds, “Though the exterior of
the stadium is designed to resemble the
pre-renovation exterior of the original
Yankee Stadium, the interior will have
a modern look and feel.”
Champion fabricated the sidelite
frames and storefront frames as required in the various levels while Oldcastle was “fabricating the glass … for
the various glass types at the exterior
side of the stadium and interior side
facing the field,” Oristano says.
For its part, Oldcastle provided interior glazing for the stadium, and originally quoted 13 different types of glass,
according to Steve Acker, sales manager
for Oldcastle in New York.
www.usglassmag.com
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“We had meetings with the general
contractors for Yankee Stadium; they
came out to our facility early on …
They wanted confidence in that we
could produce on time with their tight
schedule,” Acker says.
And produce they did, providing
clear insulating units with PPG Solarban 60 low-E glass, Solarban 60 on
bronze substrate, laminated glass with
Arctic Snow interlayers from Solutia
and 9⁄16-clear tempered laminated glass
for the stadium.
As it turns out, suppliers aren’t immune from the Mets-Yankee rivalry, especially those with a local office—and
more so if they’re supplying product for
both, as Oldcastle did.
“Being in the New York market, employees of the company were torn
between Yankees and Mets as to
which project went through first,” says
Acker.
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The Full Cycle
Overall, Champion’s work on the stadium will have lasted nearly a full year.
“We have been on the project as early
as February of 2008 installing mockups for the 200 level door entrances …
and [continued] through January of
2009,” Oristano says.
And, much like the contract glaziers
working on the HOK Sport designs,
Champion Metal and Glazing didn’t get
much say in what they were asked to do
or with what materials they were to do it.
“All materials were in the specification manuals,” Oristano says. While the
specs are already written by the
time they get to the contract
glaziers, there was plenty of responsibility for the glaziers to
shoulder.
“We had to coordinate the
correct function of the specified
hardware on the doorways due
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to the complexity and number of security entrances and requirements of the
stadium. Some of the storefront openings needed to be engineered due to the
exposure of the exterior elements and
anchoring to the adjacent materials,”
Oristano explains.
And while there are always challenges on a job the size of Yankee Stadium, the same business practices that
have made Champion Metal and Glass
successful helped the crew field whatever came their way as easily as Yankee
fans hope Bobby Abreu can. ■

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

THE ULTIMATE

GLAZING

MAST-CLIMBER
•
•
•
•

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

Our mast climbing work platforms combine safety, versatility and capacity for medium to large-size
projects. Whether it is for mullions installation or final capping, for positioning glass panels or curtain
walls systems, Fraco’s mast climbers represent the perfect solution to vertical access. They offer
multiple and adjustable work areas and also help eliminate reliance on costly jobsite tower crane
to get material up to the building. Productivity is guaranteed.

www.usglassmag.com

www.fraco.com
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Shanghai

The

Scene

20th China Glass to be Held in Shanghai
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he 20th China International
Glass Industrial Technical Exhibition—better known as China
Glass 2009—will be back in
Shanghai at the New International Expo
Centre there, May 13-16. Since 1986, the
annual event organized by the Chinese
Ceramic Society and co-organized this
year by the Shanghai Ceramic Society,
has hosted international audiences as a
platform for trade talks and technical exchanges. Each year the show draws an increasingly international crowd.
The 2008 event, held in Beijing (the
event alternates between the two cities),
hosted 738 exhibitors, including 248 foreign companies that arrived from 21

T
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North American
Exhibitors
As of January 30, 2009
Advanced Energy Industries Inc. in
Fort Collins, Colo.
Applied Materials in Fairfield, Calif.
Glassline Corp. in Perrysburg, Ohio
Glasstech Inc. in Perrysburg, Ohio
Mixer Systems Inc. in Pewaukee, Wis.
Strutz International Inc. in Mars, Pa.
Toledo Engineering Co. Inc. (TECO) in
Toledo, Ohio

countries. More than 30,000 attendees—
from 89 countries—flocked to the hall.
The show organizers are quick to point
out that more than 80 percent of the visitors last year were managerial level or
above. This year’s trade show is expected
to welcome similar numbers.

Glass on Parade
What’s there to see at China Glass? A
little of everything will be on display, organizers report. Attendees can expect to
see architectural glass, decorative glass,
doors, windows and hardware, as well as
those products from the automotive, industrial, container and specialty glass industries. Moreover, exhibitors will be
bringing the machinery and equipment
for producing these products from furnaces and lehrs to cutting and grinding
to handling and inspection.
China Glass 2008 in Beijing covered an
area of approximately 570,000 square feet
and, according to show organizers, the

China Glass should have something
for everyone, from equipment to end
products.
www.usglassmag.com

Over 20 years, China Glass has hosted an increasingly international
crowd.

2009 event is slated to occupy more than
592,000 square feet over four halls, as well
as a large exhibiting tent just outside the
hall. A North American pavilion will host
exhibitors such as machinery suppliers
Glasstech Inc. and Glassline Corp., glass
supplier PPG and others.
The event also will host presentations
from industry experts. Last year, the Chinese Ceramic Society and its counterparts
organized a special forum on energy saving
and emission reducing of glass furnaces.

More Information
For more information on the
show, visit the Chinese Ceramic Society at www.ceramsoc.com, or
contact Dame Associates Inc. at
dame@dameassoc.com. Show organizers report that the website
will offer attendees direct access to
updated event information, as well
as useful information such as visa
applications.

When in Shanghai
Much as you may want to, we’re sure you won’t spend your entire trip to
Shanghai on the China Glass trade show floor (show hours only last so long,
after all). That’s why we have a few suggestions for how to make the most of
your trip to what is described as China’s most “cosmopolitan” city.
• Stroll along the Bund (also known as Zhongshan Road), Shanghai’s most famous landmark. This path along the Huangpu River will take you past a number of the city’s architectural highlights;
• Visit the observation deck on the 88th floor of the Jin Mao Tower, the tallest
building in Shanghai, for views of the sprawling city;
• Check out the bargains along Nanjing Road, one of the most popular shopping streets in a city known as a “shopper’s paradise;” or
• Get out of the congested shopping hubs by taking a walking tour of the scenic and historic French Concession district.
As far as getting around town, five subway lines operate around the city. According to About.com, stations and exits are labeled in English and Chinese. If
opting to travel by taxi, be sure to have your hotel or destination card with the
address in Chinese with you. ■
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Know-How
IGMA Meeting Marked by Mergers
and Technical Presentations
by Megan Headley
mong the items covered at
the annual meeting of the
Insulating Glass Manufacturers Alliance (IGMA),
which took place in February in San
Diego, was no less serious a topic than
the future direction of the association.
IGMA members heard a status report
on the potential merger with the Glass
Association of North America (GANA).
At GANA’s Fall Conference in September, the associations announced their interest in closer collaboration that would
essentially merge IGMA with GANA’s Insulating Glass Division. To gauge interest
in these efforts, IGMA distributed a survey late last year to solicit member feedback on various aspects of collaboration
between the two organizations. Members
were asked to identify other areas that
may not have been addressed in the survey and for input regarding what this collaboration could look like as the two
organizations move closer together.
During two sessions held at the IGMA
annual meeting, IGMA executive director Margaret Webb listed some of
the responses received to the member-wide survey. Among the most
common concerns were maintaining a balance between U.S. and
Canadian representation since
GANA is primarily made up of U.S.
members; maintaining a balance
between residential and commercial insulating glass (IG) producers
since GANA focuses primarily on
commercial products; and what
might happen to IGMA’s surplus
funding at the time of merger.
To maintain the Canada/U.S. balance, the IGMA board of directors
would remain in place to oversee all

A
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division activities; the board is divided
evenly in its geographic representation.
The IGMA “division” of GANA would be
strictly technical and focused on research,
Webb stressed—anything educational or
marketing in nature would go to those respective GANA committees.
Ken Brenden of the American Architectural Manufacturers Association
broached one concern about the
merger, noting that IGMA’s current size
and focus allows it to quickly accomplish a number of items. “One of the
beauties of IGMA is the speed at which
you get things done,” Brenden said.
Webb pointed out that that’s why the
aim is to retain the current IGMA structure as closely as possible.
While IGMA still is working to address all members’ concerns, both organizations are proceeding in outlining
how this potential merger would be undertaken. The boards of both IGMA and
GANA reviewed a merger status update
during a closed meeting in San Diego. A

two-year timeline has been set, at which
point a proposal will be sent to the
IGMA membership to vote on whether
to proceed with this merger.

IGCC Harmonization
Mergers were, in fact, the hot topic of the
event. During a reception held one
evening, IGMA president Roger Skluzacek,
of Viracon, and Trulite’s Ray Wakefield,
president of the Insulating Glass Certification Council (IGCC) signed the licensing
agreement that officially brought the two
groups together under a single certification process (see August 2008 USGlass,
page 38, for related story).
“What I’m so impressed with is that
we did it so quickly,” commented Webb
of the signing. The harmonization
began in June 2004.
Under the agreement, IGCC will license the use of the IGMA mark; the
certification program will be governed
by the IGCC board of governors and
will operate under IGCC bylaws. The

www.usglassmag.com
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IGCC/IGMA mark will go on products
to label compliance with both IGCC and
IGMA. John Kent, IGCC administrator,
emphasized that after initial certification, ASTM E2190 testing shall occur
annually after the first two years; if no
failures occur then testing may occur
once every two years at the discretion
of the participant.

Working Groups Update
While there was a forward-looking
focus at this meeting, it didn’t stop the
working groups from getting down to
the business at hand. The Technical
Services Committee heard a summary
of some of the ongoing activities, before
discussing new business.
Bruce Virnleson of PRC DeSoto International, outgoing chair of the Gas
Permeability Working Group, summarized the status of the IGMA research
project evaluating the gas permeability

of edge seal assemblies. He noted that
the request for proposal had been
signed and now the laboratory was
preparing to get down to work on developing a test protocol for argon permeability through IG units.
During this meeting the group began
recruiting volunteers to supply sealants
and spacers to be used in the samples
to be tested. Virnleson added that by the
next meeting (which had not been announced as of press time) the working
group expects to have completed engineering and design of the test cell, what
the samples will look like, an outline of
the test method and, “with a little luck,”
some data to present.
Tracy Rogers of Edgetech IG, chair of
the Glazing Guidelines Working Group,
reported that the group primarily
worked on research on what information

IGMA members gathered in San Diego for the annual
face-to-face meeting of working groups and committees.
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continued on page 47
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(From left) Margaret Webb, IGMA executive director; Roger
Skluzacek, IGMA president; Ray Wakefield, IGCC president; and John
Kent, IGCC administrator, took part in the signing of the licensing
agreement between IGMA and IGCC during the IGMA annual meeting.
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continued from page 45
already is available on capillary tubes in
its continuing effort to present a document on recommended practices for
using capillary tubes. It will be sending
out requests for available information to
IGMA members as well as members of
other organizations.
Rogers then reported as chair of the
Visual Quality Working Group that the
Visual Quality Voluntary Guidelines
document was waiting to be forwarded to the Technical Policy Committee and then IGMA board for
review and approval.
Jeff Haberer of Cardinal IG, chair of the
Thermal Stress Working Group, reported
that his group had performed some final
“tweaking” of its field service inspection
form. The form will be used to get additional examples of thermal stress breakage from members of the industry. He
also gave an update on the group’s thermal stress bulletin. The group began in
February to “flesh out” its outline of
“markers for what we want to elaborate
on,” Haberer explained. Those outlined
markers include factors that can influence thermal stress breakage, such as
frame types and interior or exterior
building conditions. The outline already
has morphed from a list of “dos and
don’ts” for thermal stress to document
roughly entitled “Design Considerations.”
Under new business, the committee
listened to requests for two new working groups. Kent advised taking a new
look at the TM-4000 Insulating Glass
Manufacturing Quality Procedures Technical Manual and its tone. “I think it
was initially meant as a helping hand,”
Kent commented, while advising the
group to consider revising it to create
more mandatory, rather than advisory,
language. The request came as a result
of other organizations’ interest in mandating the use of the document.
Virnelson volunteered to chair this
new group, as he was involved in the development of the original document.
In addition, the committee heard a request also from Dave Cooper of
Guardian Industries to consider creating
a working group to research information
on triple glazed IG units. “Is there
www.usglassmag.com

enough information out there to be referencing triple glazing?” he asked the
committee, pointing to examples of documents that do so. This new request is
being forwarded to the Technical Policy
Committee to determine under which
existing group such a task might fall.

Technical Presentations
Also during the meeting, attendees
were treated to a number of technical
presentations.
IGMA technical consultant Bill
Lingnell of Lingnell Consulting Services presented an update on his thermal
stress research pertaining to insulating
glass (IG).“We need to understand why
you don’t just jump from monolithic to
IG,” Lingnell opened.
According to his presentation, “There
is a pre-stress in the IG unit due solely to
the temperature difference from outside
to inside without the influence of solar
intensity.” Lingnell elaborated,“Even before you start putting sun on this, there
are some conditions that are happening.”
After walking his listeners through
the basics of thermal stress considerations for monolithic glass—ranging
from frame type and size to interior and
exterior building conditions—Lingnell
proceeded to walk through his analyses
for addressing the differences that IG
gap has on thermal stress reactions.
While his research provides for “a numerical procedure … that shows the
magnitude of thermal stress in IG,”
Lingnell pointed out that this is simply
the beginning of his research in this area.
“We have some good examples here
but that won’t take us as far as we want to
go,” he said. His goal is to continue his research with a second phase that will entail creating “dozens of thermal stress
charts” to lead to a procedure for predicting thermal stress in IG, and perhaps, down the road, a third phase to
address the curves thrown into the
mix by the newer triple-glazed units.
Next to take the floor was David
Bailey of Bodycote Testing Group
along with Virnelson to address
ASTM E 2190 by asking: “Has the
Bar Been Raised?”

In providing some background on
the various IG test methods in use
(ASTM E 773/E 774, CAN/CGSB 12.8
and the new ASTM E2190 endorsed by
IGMA and IGCC), Bailey happened to
address a topic that had been much in
discussion during working group meetings: the volatile fog test. While Bailey
provided information on how his laboratory follows the test methods, he did
comment in regard to E2190, “I think it
would be to the industry’s benefit and
the laboratory’s benefit to have the light
source and the distance and the angle
to be very specifically defined.”
Virnelson went on to compare some
of the differences between the tests, before providing several charts on failure
rates for each test method.
“As you make a sample long enough,
you get better at making it,” he commented in explaining trends. He summarized that while it should be more
difficult to get units through the newer
method’s way of testing for volatile fog
and weathering,“the data seems to suggest … might be a little bit more difficult in the fog … not a lot more difficult
in the durability.”
Next up, Jim Larsen of Cardinal IG
presented a talk on the next generations
of the ENERGY STAR® program (see September 2008 USGlass, page 36, for related story). Larsen explained of the
reasoning for the revisions that the Department of Energy is “thinking ENERGY
STAR doesn’t differentiate itself enough
from the codes.” He expressed concern
that once ENERGY STAR raises it’s bar, so
to speak, the model codes would follow.
“Is this really going to improve energy
efficiency?” he asked as he walked his audience through the revised climate zone
maps and compliance examples showing
that in some areas there aren’t products
available to meet the requirements. ■

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

March 2009 | USGlass, Metal & Glazing

47

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

Contents

Zoom Fit
Search

+

Archives

–

I<
E-Mail

<

>

>I

Subscribe

Definite
Details
A Look at
Architectural
Trends with
Patterned Glass
By Cathie Saroka
Cathie Saroka, MBA, LEED AP, is
the marketing director for Goldray
Industries Ltd., in Calgary, Alberta.
extured, patterned glass has
long been used as a way to
introduce light into a space,
while maintaining privacy. These products give any application a unique
voice and make the design stand out.
“By using design in innovative ways,
we can actually become the originators
of a design trend,” says Joel Berman of
Joel Berman Glass Studios in Vancouver. “When we create a pattern or form
into glass and offer artistic privacy to
the work space this, in effect, causes the
work spaces to change and results in
developing trends.”

T
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And just what are some of the
biggest trends in patterned glass? A few
industry experts shared their thoughts.
Green Design: As a design concept,
patterned glass lends itself well to
green design. By transmitting daylight
into the workspace, glass can be a renewed light source, reducing the need
for electric light. Some kiln-formed
and cast patterns also use recycled glass
in the manufacturing process, making
them eligible for LEED® credits.
Non-Traditional Uses: The use of
textured glass in applications other
than buildings is also escalating.
“The outdoors has been in the forefront for us,” says Berman, who adds
that hotel, casino, restaurant and bar
designs also increasingly use patterned
glass.

Building Bigger: An increase in the
available sizes of patterned glass products has had an impact on its use in
commercial construction. At one time
the majority of textured glass products
were only available in 4-mm (5⁄32-inch)
thicknesses.
“This was not strong enough for
commercial use without laminating,
which added extra cost to the project,”
says Greg Saroka of Goldray Industries. “Many patterns are now available
in 6-mm (1⁄4-inch) and 10-mm (3⁄8inch), expanding the applications in
which the products can be used.”
And with larger sizes now available,
patterned glass can be used in massive
exterior glazing facades. Donald Jayson
of Bendheim points to some large European projects, for example, that have
www.usglassmag.com
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Textured and patterned glass is being used
more and more in applications other than
buildings, such as conference room tables.
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dealing with longer lead times,” says
Saroka. “Neither option is very attractive for us or the contractors.” He adds
that the sheet size available from North
American suppliers is also limited.
“Eighty-four inch stock sheets can be
used for shower and railing applications or for those using mullions in the
design, but it limits the use of textured
glass in commercial applications.”

Still Popular

With such a wide selection of textured and
patterned glass products on the market,
there is something available for any
application type.
used patterned glass in significant curtainwall applications.
“If your project is a minimum of
25,000 square feet some manufacturers
are willing to devote a day’s production
to a custom pattern,” says Jayson.
The inherent texture of patterned
glass is also a design plus.
“Its increasing use in spandrel, wall
cladding and elevator interior applications illustrates the design flexibility
that can be found with this product,”
says Saroka. “The combination of
metallic coatings and the texture in
patterned glass can really make the design stand out.”
Interior Elements: Designers continue to expand the use of patterned
glass in innovative ways for interior applications as well. Saroka says that in
www.usglassmag.com

addition to traditional uses, such as partitions and room dividers, he has seen
patterned/textured glass used increasingly for glass floors and stairways.
“The use of patterned glass in flooring systems allows designers to use the
diffusion of patterned glass, and yet
still allow light deeper into the building,” Saroka says.

Limitations
As with any building material, there
are some limitations to using patterned
glass. Saroka says the biggest drawback
is the limited supply available from
North American companies
“If we have a job of any size, we
often need to bring the glass in from
overseas, which results in either drastically increasing our inventory levels or

Patterned glass has been popular for
many years. One way to ensure continued use, according to Berman, is to always look at design from a current
point of view.
“Some designs are always timeless,
but as a designer, when the venue
changes, we must be able to work with
new architectural and cultural
changes,” says Berman
Donald Jayson of Bendheim agrees.
“Patterns may initially be very popular, but have a definitive life span of
growth, plateau and, eventually, decline. We must evolve constantly to
maintain interest in the product.”
Belinda Bennett, an interior designer and principal of the Bennett
Design Group in Houston, says she
sees a “back to nature” trend when it
comes to patterned glass.
“With the welfare of Mother Earth
pushing to the forefront of design
projects, patterns in glass are becoming more natural and organic,” she
says. “Since glass itself is organic, it is
only natural for the glass to evolve
into what it wants to be, instead of
man forcing it to be uninteresting
and flat. It is as if glass has finally
broken free of our once forced
boundaries.”
Commercial or residential, new
building or renovation, interior or exterior, textured glass gives designers the
flexibility to develop spaces that use
light, texture and privacy in unique
and creative ways.
continued on page 50
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Going for Gold
One on One with Zach Weiner, President, of Goldray USA
olonial Glass
Solutions, a
family-owned
glass business
based in Brooklyn,
N.Y. for 80 years,
turned over a new
Zach Weiner
leaf when it joined
forces with Calgary’s Goldray Industries last September to become Goldray USA. The new company was
formed to manufacture and distribute architectural glass products into
the Northeastern United States and
New England, with extensive investments slated to add decorative
glass manufacturing capabilities.
Zach Weiner, then president of

C

Textured and patterned glass products are being used increasingly for
stairs and flooring.
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INTRODUCING THE ALL NEW
ELITE SHOWER DOOR
HEADER SYSTEM

JBF234-9/08

Colonial and now president of Goldray USA, talked about the decision
to become a Goldray company, how
his company is different now and
what it’s like to become more involved with the growing decorative
glass business.

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

Having been a family-owned and operated business for so long, what
made you decide to become a part of
Goldray?
I was trying to get Colonial as far
away from a mom- and- pop business
as possible. In this new business environment only the world-class companies will survive and I did not feel
comfortable that I could make that
transition alone.

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

Was this a difficult decision for you?
It was not. I had known that I
wanted to partner with someone ever
since I took over control of Colonial
Glass. The only decision I had to make
was who would make the best fit.
After meeting Greg [Saroka, president of Goldray Industries] and seeing
his facility in Calgary, the decision
was easy.
Is there anything in particular you’d
like for the industry to know about the
changes in business?
Yes. I want customers to know
that the biggest change relates to
the improved quality and reliability of
our existing products—tempered
glass, insulating units and Herculite
doors. That was the main reason for
this partnership. The icing on the
cake is now we have become a premier supplier of decorative glass
products.
Goldray is a significant player in the
decorative glass market; how much
experience did you have working
with decorative glass previously?
www.usglassmag.com

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

We hadn’t done much with it and
that was a big reason for this partnership. I saw the interest that my
customers had in decorative glass
and wanted to take advantage of
these opportunities in the Northeast
market. I knew that doing it myself
would be prohibitively expensive and
time consuming. When we became
Goldray USA we had instant decorative glass credibility and have already supplied many of our
customers with many of the decora-

tive products we produce right here
in Brooklyn.
Now that your branch is going to be
doing more on the decorative side,
what are some new opportunities you
will be exploring?
Right now we are starting with
providing our current customers
with some new and exciting decorative products in addition to our excontinued on page 52
March 2009 | USGlass, Metal & Glazing
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Definite Going for Gold
D e t a i l s continued from page 51

isting product line. However, the
more I learn about decorative glass,
the more applications I see that will
be a great fit for our new products.
Our focus is mainly on expanding the
areas in which glass is used. It’s an
extremely versatile product and decorative glass products can be used
to replace many other building materials since it has unlimited design
flexibility, high durability, is cost effective and low maintenance.
What are some of the trends you see
taking shape with decorative glass?
The biggest trend I see is really
the increased use of decorative

P

glass as a building material mainly
due to flexibility of design. Because
this is such a versatile building material, I see its use being expanded
in new and interesting ways. The
new imaging techniques and huge
range of durable colors and effects
that can be applied to glass really
make the products very desirable to
designers.
Many people working with decorative glass say they have not seen the
sharp downturn that traditional
building materials have experienced.
Do you agree?
During challenging economic

times, commercial vacancies rise,
companies often downsize and building owners will offer incentives to
lease space that include renovations. The trend toward renovation
rather than building new is one of
the reasons that we see the decorative glass market as the area with
the most growth potential. Because
glass has so much design flexibility,
it offers a new palette for designers
that was only available in a limited
way 20 years ago. The opportunities
in this market for decorative glass
are much more diverse than other
building products that rely on new
construction. dg

e-bentglass.com

recision Glass Bending specializes in the
custom fabrication of BENT GLASS,
one piece or thousands, for Architectural,
Fixture & Furniture applications. Capabilities
include bent glass in kinds Annealed,
Heat-Strengthened, Safety Tempered,
“One piece or thousands, our custom fabricated bent glass
Safety Laminated, and Insulating.
is bringing form and function to the designs of tomorrow.”
Clear, Tinted, Low-E, Reflective,
Acid-Etch, Low-Iron, and
Specialty glass for
CAD/CNC integrated
fabrication into TRUE
RADIUS (Curved Glass)
or IRREGULAR BENDS
in sizes up to 96" x 130";
3/32" to 3/4" thickness;
Polished Edges, Holes,
Notches, or Cutouts.
Advanced capabilities for
*photo courtesy of Solar Innovations, Inc.
bending 3-D fluid shapes, processing highperformance coatings, utilizing digital data, and
the five-axis CNC machining of bent glass surfaces.
Built on years of innovation, Precision Glass
Bending has formed a new generation of shaped
THE WORLD LEADER IN Precision Glass Bending Corporation
glass with patented methods, proprietary
CUSTOM FABRICATED PO Box 1970, 3811 Hwy 10 West
BENT GLASS Greenwood, AR 72936-1970
software,and space-age machinery, all backed
UNITED STATES OF AMERICA
by a team of industry experts. The results
Tel: (800) 543-8796
are found in the IMPECCABLE QUALITY and
Fax: (800) 543-8798
QUICK DELIVERY of every AFFORDABLE PIECE.
A GUARDIAN ‘SUN-GUARD’ CERTIFIED FABRICATOR
sales@e-bentglass.com
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Visit Goldray USA
at Glass Expo Northeast
in booth #

211

Architectural
Decorative Glass

Goldray offers ultimate design
ﬂexibility in building:
 Walls
 Ceilings
 Floors
 Furniture
 Doors
 Insulating Units
 Shower Enclosures
 Glass & Magnetic Marker Boards
 Other interior and exterior surfaces
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w w w.goldrayusa.com t  
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Decorative Discussions

Just Breathe
Decorative Glass and Surviving in a Down Market
by Kris Vockler
Kris Vockler is vice president of ICD
High Performance Coatings in
Vancouver, Wash., and chair of the
GANA Decorative Division. Ms.
Vockler’s opinions are solely her own
and not necessarily those of this
magazine.
conomies around the globe
are failing (as if I needed to
tell you that). The only
product that seems immune to the financial crisis these days is a certain
canned meat product that is known by
all and hated by most. Oddly enough,
this product has seen a huge jump in
sales of late. If only the same could be
said of decorative glass products. In
this trying time, we can’t be certain
where the decorative glass market is
headed.
What we do know, however, is that
the markets will come back as they always do. Construction is not going
away because, at the end of the day,
people still need spaces to inhabit.
What does this have to do with decorative glass and where I am going with
this article? Well, first I am going to
promote some of the Glass Association
of North America’s (GANA) Decorative Division’s great work, which may
offer an answer to the economic blues.
I will then share some inspirational
words from industry folks who understand what we need to do in this
downturn.

E

Staying Busy
What have we been doing in the
Decorative Division? We’ve been busy
from the start. Even with the financial
crisis, our efforts have not diminished.
One project that’s drawing to a successful conclusion was creating definitions and categories for
products/processes within the decorative glass realm (no easy feat I assure
you.) The fruits of this effort will help
other Decorative Division committees
initiate the next round of projects,
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The funny thing about holding your breath, though, is that it’s
hard to move, and lack of inertia can be fatal in our industry.
many of them in the marketing side of
the industry.
In addition, the division’s Product
Color and Durability Task Group continues to discuss the possibility of voluntary standards or guidelines to help
define product tolerances, a Pandora’s
Box that needs to be opened carefully.
The group is currently developing lists
of properties centered on color, durability and appearance. But will there
eventually be a standard or guideline?
Your guess is as good as mine, but the
possibilities are open. If applied coatings and color/durability issues are interesting to you, why not join this task
group and share your opinions?
Glass Week recently took place in
Las Vegas, which gave the Decorative
Division the chance to discuss many of
these current and potential activities.
Now that the meeting is over we have
a whole new docket of projects focused
on offering value to our products.

a huge opportunity for anyone with
capital to capture market share by investing in new products, equipment or
pursuing new geographic markets.”
I asked Max Perilstein of Arch Aluminum & Glass the same question and
his answer was equally compelling.
“The smart companies will be
working for 2010 and beyond. There’s
no doubt right now that most people
are resistant to spending, but eventually the worm will turn and the companies that prepared for it will be in
much better shape.”
Right now everyone is waiting to
see what effect the U.S. government’s
financial stimulus will have on the
economy, essentially holding on to
cash until things get a bit more stable.
No one knows how long that might
take, but it is obvious that the sooner
we move to investing and preparing
for the future, the sooner our industry
and the globe can start to see a rise in
markets again.

Fresh Ideas
What else can we do during a down
market? I asked a few esteemed members of our industry for their advice
and thoughts. The question on the
table: Is it too early in the downturn
for architects, designers and fabricators
to explore new avenues, such as decorative glass? The answers were very
helpful.
Cathie Saroka of Goldray Industries
Ltd., shared her insight.
“I believe companies have to invest
and look to new things. Keeping with
the status quo means that the best outcome any company can have is to
shrink with the decrease in product demand. That being said, it is also important to invest using your own
money, not borrowed money. There is

Let’s Get Moving
True, we are in a period of “great financial hurt” at the moment, with industry leaders waiting for that great
exhale that signals a return to growth.
The funny thing about holding your
breath, though, is that it’s hard to
move, and lack of inertia can be fatal
in our industry.
GANA is a great organization that
is always focused on the future and
working for our industry. Now is the
time for decorative glass players to get
involved and work toward that positive
future. If you create or work with decorative products, seize the opportunity
to showcase them. It won’t be long before things start to move forward.
Markets will rise again. dg
www.usglassmag.com
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Matelux®—Soft Light At Its Finest
Introducing Matelux, a translucent glass with a satin finish. It filters light softly, smoothes out contours and produces
silhouettes in a variety of both interior and exterior applications. Matelux, an acid etched glass, offers numerous different
color choices, a variety of thicknesses from 3mm to 19mm, is available double sided, and can be fabricated to specifically
meet your needs. The product is even available with a range of Stopsol® reflective coatings on one side and the Matelux
satin finish on the other. So, whether you are designing shelving, partitions, doors, showers, lighting, furniture or looking
to enhance the building façade, only Matelux provides uniformity, simplicity and purity in a true art form.
Call us today for more information at (800) 251-0441. Or, visit us online at www.na.agc-flatglass.com/matelux.

Matelux: When Elegance is Everything!

Flat Glass North America
©2008 AGC. All rights reserved.
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NewsMakers
promotions

Viracon Announces
Organizational Changes
Viracon in Owatonna, Minn., has announced a number of organizational
changes to address some anticipated retirements among the senior leadership
team and provide further targeted
focus and tighter alignment across the
full organization. New assignments include the following:
Greg Silvestri will
serve as president. Silvestri joined the company
in August 2007. He will
continue to simultaneously serve as executive
vice president of Apogee,
Viracon’s parent company,
Greg
and will report directly to
Silvestri
Russ Huffer, Apogee
chairman and chief executive officer.
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Don Pyatt will become
senior vice president of
technology and strategy,
reporting to Silvestri.
Pyatt has served as president since June 2000. He
is preparing for a planned Don Pyatt
retirement in 2010.
Bob Randall, who has
served as vice president
of operations at the
Statesboro, Ga., facility
will become vice president, business development. This position is
Bob Randall the company’s first senior manager dedicated to
business development.
Pat McDermott will replace Randall
as the vice president of operations at the
Statesboro plant. McDermott has been
with the company for 10 years in various

capacities, most recently
as a director of sales for
the Eastern region.
Following
Larry
Kunkel’s retirement in
March after more than 25
years with Pat
the com- McDermott
pany, Bill
Wright will take over as
vice president of operations in Owatonna.
Wr i g h t
Bill Wright most recently
oversaw the building of
Viracon’s St. George, Utah,
facility.
Rick Farmer, who
has held a variety of op- Rick Farmer
continued on page 58
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NewsMakers

®

WOOD’S POWR-GRIP CO., INC.

+

continued

LINE-UP

On the leading edge of glass handing since 1964.

erational leadership roles with the company for the past nine years, will succeed Wright as vice president of
operations for the St. George facility.

Wood’s Powr-Grip offers
a full line of products
GHVLJQHGVSHFLÀFDOO\IRU
glass handling. For more
information or to locate a
GLVWULEXWRULQ\RXUUHJLRQ
visit www.powrgrip.com
or call 800.548.7341.

new hires

M3 Glass Technologies
Introduces Personnel

Available wherever
high-quality glazing products
are sold, including

C.R. LAURENCE NORTH
AMERICA

®
CE R T IFIC A

SY

EM

TI

I O9

S

ON

ST

CO., INC.

01
:2 0 00

0

908 WEST MAIN 32%2;/$85(/0217$1$86$ WWW.POWRGRIP.COM 800 548 7341

SGS

When Your Customers are
Looking to Repair or Upgrade
their Windows and Doors,
Look to Strybuc for the Most
Extensive Line of Replacement
Hardware in the Industry!
For a FREE
catalog,
featuring o
ver 12,000
parts, call Ju
ne @

800-352-080
Ext. - 129 0

Roger Erwin has
joined M3 Glass Technologies in Irving, Texas, as
outside sales representative. Erwin has been in
sales for the glass indusRoger Erwin try for more than 25 years,
and has served on the
board of directors for the Houston Area
Glass Dealers Association.
After a seven-year absence, Elaine Tschirgi has
been rehired as a decorative glass sales representative. She will coordinate
the sales of acid etch, De- Elaine
coTherm, Starphire, anti- Tschirgi
reflective glass, pattern
glass and other decorative glass products.

Metfab Makes
Most of Marketing
James A. Murray Jr. has been appointed as the new marketing and sales
director for Metfab Metals in Orange,
N.J. Murray has recently earned a degree in marketing from the Laboratory
Institute of Merchandising in New York,
and has also had a variety of experience
under the business umbrella of marketing and public relations.

PGT Announces New
International Sales Manager

National Stocking Distributor for:
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PGT Industries in
North Venice, Fla., has appointed Bill Recio as international sales manager.
He brings more than 20
years of international experience to the company
and was previously re- Bill Recio
sponsible for sales and
marketing at Sherwin Williams. ■
www.usglassmag.com
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And it’s not going to the Banker either!
We’re directing the savings direct to you...the
American Business Owner. So for a limited time,
we’re offering any one of these four accessory
racks for a price that’s reduced as much as
$200 or more! Choose from Weathers
Windshield Cart, Drop Box, A-Frame
Rack or Harp Rack.

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

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

Kawneer’s ISOWEB®
Slides into Line
Kawneer Co. Inc. in Norcross, Ga.,
says that its new AA®3200 ISOWEB®
sliding door was designed to meet the

finished product.
For sound resistance, the slider accommodates both 15⁄16-inch insulating/laminated glass and 1-inch
insulating glass for thermal performance. A stainless steel tandem
roller with precision ground sealed
bearings provides smooth operation
of panels.

❙❙➤ www.kawneer.com

equipment

Demountable Concepts
Loads Up Value
Line
challenges of thermal, coastal and
hurricane-resistant conditions. With
contemporary hardware, clean sightlines, sound transmission resistance
and endless configuration options,
AA®3200 ISOWEB® is available in
both high performance and hurricane-resistant versions.
With the ISOWEB® thermal break,
the door meets current energy
codes, increases end user comfort
and provides capabilities for a dual-

Demountable Concepts Inc. in
Glassboro,
N.J., is selling a
value line of aluminum glass and
stone carriers for commercial vehicles
through its myglasstruck.com brand.
Value-line carriers feature durable,
lightweight aluminum construction
and have many of the features and
engineering found on the company’s
high quality stainless steel racks.

Standard features include a rigid
frame of square aluminum tubing; 5inch usable bottom ledges with double pole settings and neoprene base
pads; fully padded removable front
stops; extruded horizontal slats with
integrated padding; and load bearing bottom supports that secure the
rack to the vehicle and protect from
damage at the jobsite. Glass holding
poles come with
standard black
neoprene triangle
cleats that can be
upgraded to “Supertrucks System 2” cleats.

❙❙➤ www.my-

glasstruck.com

repair systems

Scratch Hog™
Repairs Glass

glass

Optiwhite™ Gives a Clear View
Toledo, Ohio-based Pilkington has announced the production and availability of Optiwhite™ low iron float glass from its Laurinburg, N.C., facility. The
company attributes this latest addition to the growing trend toward decorative glass and the overall push to higher than ever daylight transmittance
products in North America.
Optiwhite™ has a near colorless appearance when compared to standard
clear float glass. The glass offers aesthetics for a wide variety of applications
including storefronts, showers, appliances, decorative and furniture applications, photovoltaic modules and solar collectors.
❙❙➤ www.pilkington.com

Durango, Colo.-based Glass Technology says its Scratch Hog™ glass repair
system recently has passed tests for
ASTM standards for distortion and
structural integrity results. According
to information from the company, the
Scratch Hog™ system has been seeing
additional interest from companies
looking for cost saving alternatives during tough economic times.
❙❙➤ www.gtglass.com ■
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Powerful Software for Shower
Enclosure Manufacturers
and Their Dealers


Simple and easy to use



Web and stand alone formats



Manufacturer and Dealer versions



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



Unique Dealer Smart Client updates manufacturer product
and pricing changes automatically

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

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

United States



United Kingdom



France



Australia



New Zealand
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[datebook]

Reviews&Previews
Glass Fabrication 2009
Registration Opens

T

he Glass Association of North America (GANA) and
the Insulating Glass Manufacturers Alliance
(IGMA) have announced that registration for the
2009 Glass Fabrication & Glazing Educational Conference (Glass Fab) is now open on the GANA website. The
annual event, which features education for glazing contractors and fabricators of insulating, laminated and
tempered glass, is scheduled for April 6-8, 2009, at the
Hilton Cincinnati Netherland Plaza in Cincinnati.

The Glass Fabrication & Glazing Educational Conference
will bring together professionals for three days of
education and networking.
“With a down economy, many companies are looking
inward right now,” says Ashley Charest, GANA’s account
executive. “The best way to increase market share in the
economic upswing is to have better educated staff. This
event is a perfect opportunity.”
The event will feature two general sessions: one for
glazing contractors and project managers and a second
general session for fabricators of glass. Additionally,
there are four separate breakout tracks on the second
day of the event, one for each type of attendee present
at the conference.
The event also marks the first joint GANA/IGMA meeting in many years.
“IGMA and GANA recognize the tough economic climate facing our industry,” says Margaret Webb, IGMA’s
executive director. “Savvy manufacturers know that the
best way to survive these tough times is to provide a quality product and training and education is one of the tools
IGMA and GANA provide to our members. As IGMA and
GANA forge a stronger relationship, it just makes economic sense to combine the best of our two programs.”
❙❙➤ www.glasswebsite.com ■
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Up&Coming
NORTH AMERICAN EVENTS
March 25-26, 2009
Glass Expo Northeast™ 2009
Sponsored by
USGlass magazine.
Hyatt Regency Long Island
at Wind Watch Golf Club.
Long Island, N.Y.
Contact: USGlass magazine
at 540/720-5584.

April 6-8, 2009
Glass Fabrication & Glazing
Educational Conference
Sponsored by the
Glass Association of
North America (GANA).
Hilton Cincinnati
Netherland Plaza.
Cincinnati, Ohio.
Contact: GANA at
785/271-0208.
To see the full event schedule, visit
www.usglassmag.com/events.php.

www.usglassmag.com

April 6-8, 2009

May 6-7, 2009

BIPV Summit
Sponsored by GANA.
Hilton Del Mar.
San Diego.
Contact: GANA at
785/271-0208.

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

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

April 30–May 2, 2009
AIA 2009 National Convention
and Design Exposition
Sponsored by the American
Institute of Architects (AIA).
Moscone Center.
San Francisco.
Contact: AIA at 800-242-3837.

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

May 31-June 3, 2009
AAMA National
Summer Conference
Sponsored by the American
Architectural Manufacturers
Association (AAMA).
Hyatt Regency Minneapolis.

Minneapolis.
Contact: AAMA at
847/303-5664.

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

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

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

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

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

Berman Glass Editions
1-1244 Cartwright Street
Vancouver, BC V6H3R8
Canada
Phone: 604/684-8332
Fax: 604/684-8373
www.bermanglass.com
info@bermanglass.com
General Glass International
101 Venture Way
Secaucus, NJ 07094
Phone: 201/553-1850
Fax: 201/553-1851
www.generalglass.com
sales@generalglass.com
®

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

To place your
listing in the
Supplier’s Guide,
please contact
Janeen Mulligan at
540/720-5584 Ext. 112
or e-mail
jmulligan@glass.com.
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VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com

Tekon Universal Sciences Inc.
Truly Long Lasting Non-Toxic
Super Hydrophobic Nanotechnology
Glass Coatings & Treatments
15471 Redhill Ave. #A
Tustin, CA 92780
Phone: 888/749-8638
Fax: 714/259-0882
www.tekon.com
info@tekon.com

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

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

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

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

Acid Etched Glass

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

California Glass Bending
320 E. Harry Bridges Blvd.
Wilmington, CA 90744
Ph: 800/223-6594
Fax: 310/549-5398
www.calglassbending.com
glassinfo@calglassbending.com
Precision Glass Bending Corp.
P.O. Box 1970
3811 Hwy 10 West
Greenwood, AR 72936
Phone: 479/996-8065 or
800/543-8796
Fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

USGlass, Metal & Glazing | March 2009

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

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

Fire-Rated Glass

Hurricane-Resistant

Block

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

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

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

Arch Aluminum & Glass
10200 NW 67th St.
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-9293
www.archaluminum.net
info@archaluminum.net
Glasslam
1601 Blount Rd.
Pompano Beach, FL 33069
Phone: 954/975-3233
Fax: 954/975-3225
www.glasslam.com

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

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

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

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

Pattern Glass

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

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

ARCHITECTURAL METAL

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

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

Fire & Safety Rated Wire

Dies/Custom Metal

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

X-Ray Protective

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

Bent

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

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

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

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

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

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

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

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

BULLET RESISTANT
BARRIERS

Bent

COMPUTER SOFTWARE

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

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

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

continued on page 66
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DOORS
Bullet Resistant

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

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

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

DECORATIVE GLASS

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

Closers

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

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

Fire-Rated
Framing Systems

WORLD glass

TM

THE

DECORATIVE

GL A SS

SOUR CE

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

Bear Glass
399 20th Street
Brooklyn, NY 11215
Phone: 718/832-3604
Fax: 718/832-0786
www.bearglass.com
Decorative Glass Company
14647 Lull Street
Van Nuys, CA 91405-1209
Phone: 800/768-3109
Fax: 818/785-7429
Textured Glass

Coastal Glass Distributors
7421 East Spartan Blvd.
Charleston, SC 29418
Phone: 800/868-4527
Fax: 800/314-4436
www.coastalglassdist.com
thartley@coastalglassdist.com
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AGC InterEdge Technologies
85 Liberty Ship Way, Suite 110B
Sausalito, CA 94965
Phone: 877/376-3343
Fax: 415/289-0326
www.firesafe-glass.com
SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com
VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com
General Door Hardware

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

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

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

GLASS FURNITURE
Table Tops

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

DOORS, OTHER

Rolltech Industries
11 Dansk Court
Toronto, ON M9W 5N6 Canada
Phone: 419/337-0631
Fax: 419/337-1471

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

KEAR Fabrication Inc.
11 Creditstone Rd., Unit 7
Concord, ON L4K 2P1 Canada
Phone: 905/760-0841
Fax: 905/760-0842

DOOR COMPONENTS

INSULATING GLASS AND
RELATED PRODUCTS

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

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

DOOR HARDWARE AND
RELATED PRODUCTS

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

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

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

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

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
www.usglassmag.com
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Muntin Bars

Laminating Machine

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

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

Spacers

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

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

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

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
Drill Bite

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

Cutting Machine

Bottero Flat Glass Inc.
330 Weaver Rd., Suite 600
Florence, KY 41042
Phone: 800/900-7559
Fax: 845/362-1856
www.usglassmag.com

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

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

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

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

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

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

Auto Film

STOREFRONT/
ENTRANCES

Antique 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

TOOLS AND SUPPLIES
Cleaning Towels

Skylights

Production Lines

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

SERVICES
Shop Drawings

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

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

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

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

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

Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
Phone: 360/653-6666 or
800/343-8360
Fax: 360/653-9884
continued on page 68
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WINDOWS
Blast Resistant

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

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

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

Products for Sale

Bieber Consulting Group, LLC

Curved China Cabinet Glass

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.

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.

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

Businesses for Sale
East Texas Glass
Company for Sale
Well est. owner operated for 15 yrs. Sale
will include property, inventory, vehicles.
Asking $675,000 with a gross sales of
$350,000 the last 5 yrs. 903/262-0587

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

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

I want to start/continue my FREE SUBSCRIPTION to USGlass:  YES

 NO

Name: _______________________________ Signature: _______________________________ Date: ________________
Company: ___________________________________________ Title:_______________________________________________
Address: _______________________________________ City: __________________ State: ________ Zip: ____________
Phone: ________________________ Fax: __________________ Email: ________________________________________
1.

Please check the ONE category that BEST describes the business
activity of your company:
1100  Manufacturer
1000  Fabricator
2000  Contract Glazier/
3000  Distributor/Wholesaler
Glazing Subcontractor
3100  Architect/Specifier
5000  Services to the field
4000  Retailer/Dealer
6000  Other (please specify): ______________________________

2. Please check ALL the products or services your company buys/sells:
F  Architectural Metals
C  Flat/Fabricated Glass
D  Windows/Window Hardware
E  Doors/Door Hardware
G  Bent, Etched, Beveled Glass
H  Machinery & Equipment
I
 Insulating Glass
J  Plastic/Glazing Alternatives
K  Storefronts/Curtainwall
L  Sealants/Adhesives
M  Glaziers’ Hardware, Tools
N  Shower Door/Tub Enclosures
O  Mirrors/Mirror Products
P  Coating/Tinting/Film
Q  Other (please describe): _______________________________

MY BUSINESS IS ENGAGED IN THE
GLASS, METAL AND/OR GLASS-METAL
PRODUCTS AND SERVICES FIELD.

 YES  NO

 Check here to also subscribe to the
free, daily USGlass e-mail newsletter,
USGlass News Network (USGNN).
I WOULD LIKE TO RECEIVE MY
SUBSCRIPTION IN THE FORM OF:

 PRINT  DIGITAL

3. Please check ALL the types of work
your company performs:
C  Commercial R  Residential
A  Automotive
 Other
5. What other publications do you receive:
B  Glass Digest
A  Glass Magazine C  Neither

4. Number of employees at this location:
A  1-4
B  5-9
C  10-19
D  20-49 E  50-99 F  100+
6. Please check all the organizations that you are a member of: A  AAMA B  GANA C  NGA D  AGA E



IGMA

Subscriptions are free to all qualified recipients at U.S. addresses. Addresses outside the U.S. please add $80 per year for surface mail.
By checking yes and signing this form, I also agree to allow publisher to contact me via fax and/or telephone in the future.
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Looking for a Great Career?
()&2&RUSRUDWLRQD3HOOD&RPSDQ\ORFDWHGPLOHVZHVWRI6SULQJÀHOG02LVWKHOHDGLQJPDQXIDFWXUHURIFRPPHUFLDOZLQGRZVFXUWDLQZDOOVVWRUHIURQWVDQGHQWUDQFHV:HDUHFXUUHQWO\ORRNLQJIRUSURJUHVVLYHKLJKHQHUJ\LQGLYLGXDOV
WRMRLQRXUWHDP:HDUHORRNLQJIRULQGLYLGXDOVWKDWFDQPXOWLWDVNDUHZHOORUJDQL]HGDQGSRVVHVVWKHDELOLW\WRFRPPXQLFDWHHIIHFWLYHO\ZLWKFXVWRPHUVDUFKLWHFWVFRQVXOWDQWVHWFERWKYHUEDOO\DQGLQZULWWHQFRPPXQLFDWLRQV&DQGLGDWHVPXVWEHZLOOLQJWRWUDYHOVRPHWLPHVRQVKRUWQRWLFH
3URMHFW0DQDJHU
$QDVVRFLDWHRUEDFKHORUGHJUHHLQ&RQVWUXFWLRQRU3URMHFW0DQDJHPHQWGHVLUDEOH
7KLVSRVLWLRQPDQDJHVWKHFRPSOHWHVXEPLVVLRQGHOLYHU\FRRUGLQDWLRQVXEPLVVLRQGRFXPHQWDWLRQLQYRLFLQJDQGVLQJOH
SRLQWRIFRQWDFWUHVSRQVLELOLWLHVIRU()&2ZLQGRZVWRUHIURQWDQGRUFXUWDLQZDOOSURMHFWV
&DQGLGDWHPXVWKDYHWR\HDUVRIHVWLPDWLQJH[SHULHQFHHQJLQHHULQJH[SHULHQFHRUHTXLYDOHQWLVUHTXLUHG&DQGLGDWH
PXVWSRVVHVVDVWURQJNQRZOHGJHRIHQJLQHHULQJSURFHGXUHVSURGXFWDSSOLFDWLRQDQGGHVLJQSURGXFWLRQDQGÀQLVKSURFHVVHVFRQWUDFWHVWLPDWLQJSURFHGXUHVDVZHOODVWKHDELOLW\WRUHDGVKRSGUDZLQJV
Engineer
%DFKHORU·VGHJUHH %$%6 LQ(QJLQHHULQJRU6FLHQFHIURPIRXU\HDUFROOHJHRUXQLYHUVLW\
7KLVSRVLWLRQZLOOEHUHVSRQVLEOHIRUHQVXULQJ()&2SURMHFWVPHHWUHTXLUHGEXLOGLQJFRGHVDQGVSHFLÀFDWLRQV
Designer
%DFKHORUVGHJUHHLQ&RQVWUXFWLRQ(QJLQHHULQJ6FLHQFHRU3URMHFW0DQDJHPHQWLVGHVLUHGDQGRUDPLQLPXPRI\HDUV
RIUHODWHGH[SHULHQFHDQGRUWUDLQLQJRUHTXLYDOHQWFRPELQDWLRQRIHGXFDWLRQDQGH[SHULHQFH
7KLVSRVLWLRQLVDGHVLJQWHFKQLFDOUROHLQWKH3URGXFW'HVLJQDQG'HYHORSPHQWGHSDUWPHQW'XWLHVLQFOXGHGHVLJQLQJ
FRUHSURGXFWV H[WUXVLRQGLHDQGIDEULFDWLRQGUDZLQJV WHFKQLFDOVXSSRUWUHODWLQJWRSURGXFWVDQGSURGXFWSHUIRUPDQFH
WHFKQLFDOSURGXFWGRFXPHQWDWLRQDQGDQ\DQGDOOWHFKQLFDODVSHFWVUHODWLQJWRSURGXFWSHUIRUPDQFHWHVWLQJFHUWLÀFDWLRQ
DQGHYDOXDWLRQ
$ELOLW\WRXWLOL]HVWDQGDUGVWHFKQLFDOGDWDDQGLQIRUPDWLRQDYDLODEOHIURPWKH$OXPLQXP$VVRFLDWLRQ$$0$$670
$16,,*0$*$1$1)5&DQGRWKHUQDWLRQDOVWDQGDUGVWKDWSHUWDLQWRH[WUXGHGDOXPLQXPJODVVDQGWKHGHVLJQWHVWLQJFHUWLÀFDWLRQDQGHYDOXDWLRQRIIHQHVWUDWLRQSURGXFWV
Drafter
%DFKHORU·VGHJUHHLQ&RPSXWHU$LGHG'UDIWLQJDQG'HVLJQWZR\HDUDVVRFLDWHVGHJUHHLQ&RPSXWHU$LGHG'UDIWLQJDQG
'HVLJQRUWKUHH\HDUVRISURIHVVLRQDOLQGXVWU\UHODWHGLVGHVLUHGRUHTXLYDOHQWFRPELQDWLRQRIHGXFDWLRQDQGH[SHULHQFH
7KLVSRVLWLRQZLOOEHUHTXLUHGWRDFFXUDWHO\H[WUDFWLQIRUPDWLRQIURPWKH()&2TXRWHDUFKLWHFWXUDOGUDZLQJVDQGVSHFLÀFDWLRQVWRFUHDWHDOOGLIÀFXOW\OHYHOVRIVKRSGUDZLQJVZLWKPRGHUDWHVXSHUYLVLRQ
()&2RIIHUVDFRPSHWLWLYHFRPSHQVDWLRQSDFNDJHLQFOXGLQJKHDOWKLQVXUDQFHGLVDELOLW\EHQHÀWVOLIHLQVXUDQFHDQG
 N 
6XEPLWUHVXPHDORQJZLWKVDODU\UHTXLUHPHQWVWR
+XPDQ5HVRXUFHV5HFUXLWLQJ0DQDJHU()&2&RUS
&RXQW\5G0RQHWW02
RU(PDLOWRUHVXPHV#HIFRFRUSFRP
www.usglassmag.com
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Employment/Help Wanted
Estimator/
Project Manager
DecoTherm® is a patented process
for applying digital/custom graphic
designs on glass without the need for
sandblasting or screen-printing.
Seeking Sales Manager to develop
DecoTherm via variety of channels
including architectural & design
(A&D) community, independent sales
reps, glass fabricators, contractors,
etc. Responsibilities include working
with A&D community to generate
projects; managing DecoTherm’s
sales rep network; sales calls to architects, designers, contractors, and glass
fabricators. Provide DecoTherm training to licensees & sales reps, plus AIA
lunch-n-learns. Candidates should
possess a college degree and 5+
years of sales experience in glass or
building products. Up to 75% travel;
relocation not required.
Send your resume in confidence to:
hr@iimak.com, Attn: DecoTherm.
DecoTherm, www.decotherm.net, is a
business unit of International Imaging
Materials, Inc. (www.iimak.com)

TRACO Sales Consultant,
Mid-Atlantic Region
TRACO, a premier designer and manufacturer of windows and doors has an
immediate opening for a Regional Sales
Consultant in the Mid-Atlantic Region
(Baltimore/D.C.). The primary role of
this position is to develop and execute
the annual Business and Sales Growth
Plan and build and orchestrate a balanced dealer base in the region. BS degree in business related field w 5 yrs exp
in the window industry required. Please
visit the career page on our website at
www.traco.com to apply and learn
about this and other TRACO opportunities. To be considered you must apply
via the link on our website. EOE
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CT/Mass area. 5+ yrs experience.
Competitive salary, good benefits. Please
forward resume to: glass876@yahoo.com

Factory Sales
Representative
Manufacture of commercial grade aluminum windows has an opening for a
Factory Sales Representative on the West
Coast. Position is full time, permanent
with base, commission and full paid expenses. Looking for mature individual
with experience in construction related
products. Architectural sales background
a plus. Must be organized, self-starter.
Forward resume in .pdf or Word format
only. No phone inquiries, please. E-mail
resume to jmulligan@glass.com. Be sure
to reference Drawer 3800.

Lead Engineers
High-end commercial curtain wall contractor in SW Ohio seeks experienced
Lead Engineers. Qualified candidates
must have a minimum of 10 years experience with a solid knowledge of unitized
curtain wall and window wall systems.
Must be capable of producing shop
drawings, fabrication tickets, cutting
schedules, takeoffs and managing a project team of 3-4 CAD technicians. Autocad
experience a must. Great opportunities
for the right people. Salary commensurate
with experience. Excellent benefit package.
For immediate consideration, please email resume and salary requirements to:
dlineback@pioneerglazing.com

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

1983 Model ATX II
Thermal Extruder
With stand, table and accessories. Single
hose gunning unit that utilizes hot melt
sealant. Capable of gunning rates up to 1
½ lbs per minute through a 12 ft heated
hose and production volumes of up to
300-400 units per day depending on size.

1983 BILLCO Flat Glass
Washing & Drying Machine
60” EH washer, re-circulating rinse system,
automatic water saver, stainless steel
splash guards/tank and 24” non-driven
extension. Flip top feature, full control
panel with low voltage motor controls and
magnetic motor starters.
CONSIDERING ALL OFFERS!
Contact Pat Smith at 937/773-5591

New and Used Equipment
NEW 4 spindles flat edger $17,500 US
NEW 6 spindles flat edger $23,500 US
Intermac Master Groove - 5 years old
Intermac Master 33 - 4 years old
Intermac Master 43 - 4 years old
Double edger. Pencil Edge. Like NEW.
NEW EDGERS. NEW BEVELERS.
50% OFF REGULAR PRICE
Contact: Steve Brown
Tel: 888/430-4481; Fax: 450/477-6937
E-mail: steve@s-b-m-s.com

Your Ad Could Be Here!
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.
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55

AGC Flat Glass North America

800/251-0441

404/446-4221

www.na.agc-flatglass.com

74

Arch Aluminum & Glass Co. Inc.

866/629-2724

586/725-4627

www.archaluminum.net

19

Bohle America Inc.

704/887-3457

704/887-3456

www.bohle-america.com

40

BRECOflex, Co., LLC.

888/463-1400

732/542-6725

www.brecoflex.com

62

California Glass Bending

800/223-6594

310/549-5398

www.calglassbending.com

9

Cardinal Industries

952/935-1722

952/935-5538

www.cardinalcorp.com

11

C.R. Laurence Co. Inc.

800/421-6144

800/587-7501

www.crlaurence.com

45

Casso-Solar Corporation

800/988-4455

845/362-1856

www.cassosolar.com

33

Construct Show 2009

866/920-0207

972/536-6307

www.constructshow.com

35

EFCO Corp.

800/221-4169

416/581-0700

www.efcocorp.com

17

Erdman Automation Corporation

763/389-9475

763/389-9757

www.erdmanautomation.com

41

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

15

Glass Technology

800/441-4527

970/247-9374

www.gtglass.com

73

GlasWeld Systems

800/321-2597

541/388-1157

www.glasweld.com

21

Glaziers Center

866/698-4430

607/698-4434

www.glazierscenter.com

53

Goldray Industries

800/640-3709

403/236-1373

www.goldrayindustries.com

34

Groves, Inc.

800/991-2120

815/385-8640

www.groves.com

13

IGE Solutions Inc.

800/919-7181

561/741-3071

www.igesolutions.com

56

JLM Wholesale

800/522-2940

248/628-6733

www.jlmwholesale.com

14

J.E. Berkowitz, Inc.

800/257-7827

856/299-4344

www.jeberkowitz.com

63

Jordon Glass

800/833-2159

305/482-0119

www.jordonglass.com

18

Klein USA

908/994-1111

908/994-1119

www.klein-usa.com

C2

Mayflower Sales

800/221-2052

718/789-8346

www.mfsales.com

19

MyGlassTruck.com

800/254-3643

856/863-6704

www.myglasstruck.com

3

Oldcastle Glass®

866/653-2278

770/804-3369

www.oldcastleglass.com

23

Painters & Allied Trades

888/934-6474

410/782-7166

www.lmcionline.org

1

PPG Industries Inc.

888/774-4332

412/826-2299

www.ppgideascapes.com

27

Pilkington

800/221-0444

419/247-4517

www.pilkington.com

52

Precision Glass Bending

800/543-8796

800/543-8798

www.e-bentglass.com

62

Pulp Studio

310/815-4999

310/815-4990

www.switchlite.com

Q-Railing USA

714/259-1372

714/259-1720

www.q-railingusa.com

20

Rochester Insulated Glass

800/732-0400

585/289-3610

www.rochesterinsulatedglass.com

5

Sapa Fabricated Products

800/643-1514

866/833-5978

www.sapafabricatedproducts.com

61

Soft Tech America

954/568-3198

954/563-6116

www.softtechnz.com

25

Sommer & Maca

866/583-1377

866/584-9722

www.somaca.com

58

Strybuc Industries

800/352-0800

610/534-3201

www.strybuc.com

59

Unruh Fab Inc.

888/772-8400

316/772-5852

www.unruhfab.com

51

US Horizon

877/728-3874

888/440-9567

www.ushorizon.com

7

Vitro America

800/238-6057

501/884-5338

www.vitroamerica.com

50

Walker Glass

888/320-3030

514/352-3030

www.walkerglass.com

58

Wood’s Powr-Grip Co., Inc.

800/548-7341

406/628-8354

www.powrgrip.com

46,57

Outsert

www.usglassmag.com
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The Interview
by Lyle R. Hill
he was adorable ... all four feet,
two inches of her. She had large
brown eyes, a cute little smile
and long chestnut hair neatly braided
into perfect pigtails with pink bows.
She reminded me so much of my own
daughters at that age that I wanted to
call her Amy or Beth. But her name was
Rhonda ... Rhonda Sue Bimber ... and
the reason she was in my office on this
particularly pleasant Saturday morning
was to interview me.
“Well now, Rhonda Sue,” I started,
“your father tells me that you need to
interview a business-type person in
order to earn some type of Girl Scout
badge or something. So, you just relax
and feel free to interview away.”
“Yes, Mr. Hill. In order to earn our
Mergers and Acquisitions badge, we have
to meet and interview an executive about
their business. My father suggested you.”
“I’m honored,” I replied. “And might
I add that your father is one of our best
glaziers. But I don’t recall my little girls
ever working on a Mergers and Acquisitions badge when they were scouts.”
“Well, you see, Mr. Hill,” she said,
“we’re a very progressive troop and
Mrs. Cline, our troop leader, says girls
need to be prepared for the real world
they’ll face as women.”
“Okay then,” I said, “let’s get on with
the interview and see if we can help you
get that badge.”
“Great,” she replied. “I have kind of a
three-part question and I promise not
to take too much of your time.”
“Fire away,” I said.
“What do you think are the three
most important components of a successful business?”
I decided to keep the answer simple, so
this sweet little girl would understand it.
“Well, Rhonda Sue, it all begins with
sales. Yes, indeed, as the old saying goes,

S
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nothing happens until someone sells
something.”
She looked puzzled. Maybe I was going
too fast.“Is there a problem?” I asked.
“Well,” she said, “Mrs. Cline ... Did I
tell you she’s also a CPA? ... says that
sales for the sake of sales are like cancer
on many businesses. The heart of the
matter is margin. How profitable are
those sales? Are you properly managing
your sales mix? And, Mr. Hill, do you
know your break-even point?”
“Rhonda, did I ever tell you about the
time I spent in the basement of the local
Catholic Church making baskets with
my little girls when they were scouts?”
“We don’t make baskets anymore, Mr.
Hill. It would take away from our computer time. But let’s move on. In addition
to sales, what is the second component?”
“I guess it would be operations,” I continued. “That’s the area that produces the
products and gets them installed for our
customers. We’ve got really good people
here. This is where your father works.”
“I’m sure,” Rhonda said, “you have
performance standards for these individuals. How do they compare to your
industry’s averages? What was last year’s
sales per employee? Do you have a program for productivity improvement?”
“Rhonda,” I asked, “do you girls still
sell those little boxes of cookies?”
“Yes, we do,” she replied. “We recently
introduced a whole new line of fat-free
products in response to our market research. And, we’re now outsourcing
most of our production to a number of
new, high-efficiency vendors. Margins have never been better. But,
please, Mr. Hill, continue.”
You know, I began to think, she
didn’t look anything like my kids
at all ...
“Well, Rhonda Sue,” I said, “the
third component is finance and ad-

ministration, with particular emphasis on
proper financial planning and control.”
She looked less than pleased with
this answer.
“I’m sure you know what your ROI and
ROE were for last year,” she started, “but
were they acceptable to you? How did you
compare with other companies in your
SIC category? What percent of receivables
have you historically written off?”
You know, her father wasn’t all that
good a glazier either. Kind of sloppy, as
a matter of fact.
“Tell me, Rhonda Sue, do you still
wear those cute little green uniforms?”
“Not our troop,” she replied.“We wear
olive-colored blazers and khaki slacks.
But, Mr. Hill, can I get to the point?”
“Of course, Rhonda. What is it?”
“Our troop has been studying the
glass industry and we want to know if
you’d be willing to sell your business?”
“You gotta be kidding!” I replied,
nearly falling out of my chair.
“I’ll keep it simple so YOU understand,” she said.“We know that your industry suffers due to unreliable
suppliers, cut-throat competitors and
customers that will do anything and go
anywhere to get a cheaper price. So, we
think the time is right to buy you out.”
“But, if the glass industry is so bad,
why do you want to get into it?” I asked.
“We don’t,” she said. “But, we think
your building would make a great location for a cookie factory, and besides ...
I could knock off my Hostile Takeover
badge at the same time.” ■

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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Glass Plays a Key Role in
New Baseball Stadiums
by Brigid O’Leary

T

he vendors at many stadiums
across the country are getting
ready to roll out the peanuts and
Cracker Jack, along with the hotdogs
and the beer. Yes folks, baseball season
will be starting in a few weeks, with the
Phillies looking to retain the World Series title they won in 2008. In New York,
players from both teams closed out the
last season with respectable records.
The disappointment was especially
hard last year, with both teams facing a
big change in the off-season; each team
has a new stadium and while many of
the players laid claim to pieces of the
old stadiums and, in a sense, a part of
history, many fans—especially those in
the building and construction industries—are looking forward to seeing
the new digs at work. And there will be
plenty to look forward to, especially for
those with an eye for glass.

The New Shea’d of
Green: Citi Field
In 2004, Atlanta Braves third-baseman Chipper Jones named his newborn son Shea. It has been reported
that Jones chose to name his son Shea
because he believes he always hit well
at Shea Stadium, home of the New
York Mets. Whether or not the story is
true, by the time Shea Jones starts
school in the fall of 2009, the stadium
bearing the same name will have been
replaced by a newer model which at
press time was expected to be named
Citi Field.
Though sports arenas have a very
prescribed purpose, there are a number
of ways to work glass into the design.
Baseball stadiums, in particular, require
glass to do very specific and specialized
things—things that may not be required of glass in other sporting venues.

“Baseball impact resistance is the
first [thing] that comes to mind,” explains Bruce Marshall, principal with
HOK Sports, the design firm behind
Citi Field. “We have a lot of glazing
that faces the field and we have to
make sure it doesn’t break upon baseball impact.”
And that, he explains, applies to any
and all glass that faces the field,
whether it’s in restaurants, press boxes
or the private suite boxes, even if the
chance of a player hitting it seems impossible.
But what may surprise some is that
there is impact-resistant glass on the
stadium’s exterior as well.
“The bulk of the glass is 1 ¼-inchthick insulating units, the outboard lite
being a 9⁄16-inch laminated make-up.
That was chosen to face the exterior for
a lot for reasons, [primarily] impact re-
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Citi Field is billed as having
“unprecedented sightlines,” to some
degree due to the use of glass. (Left)
W&W Glass installed a Pilkington
structural glazed system in the
restaurant that overlooks the playing
field. (Below) Glass makes an
appearance in unexpected places,
such as the stairs leading to the upper
deck.
Photos by Fred Kopf.
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HOME RUN
continued

sistance,” says Bruce Hernsdorf, project
manager with W&W Glass of Nanuet,
N.Y., the glazing contractor hired for the
exterior glazing.“Let’s say the Mets lose
the World Series in the 15th inning of
the seventh game and fans go nuts …”

Location,
Location, Location
Of course, the incorporation of glass
in the design of a stadium in some ways
is like any other building: its location
and use often determine the specific
product used.
Hernsdorf says that most of the
glass installed at the Met’s new home
is 1 ¼-inch coated, insulating laminated glass. Additionally, 1 ¼-inch

“In something we haven’t
done before, we go to the
glazing industry to ask
questions about what was
possible, how big, where
we can get it.”
—Bruce Marshall,
principal, HOK Sport

thick composite spandrel panels consisting of ¼-inch heat strengthened
clear glass with custom color ceramic
frit on the number 2 surface, ¾-inch
foam core and ¼-inch hardboard
faced on the number 4 surface with
aluminum skin painted in high performance Kynar® to match the custom color framing systems was
provided by Mapes Industries. That
was used primarily at external stadium elevations at upper levels in traditional
spandrel
applications,
Hernsdorf says.
Hernsdorf adds that the many administrative offices located on the Citi
Field campus are glazed with 1 ¼inch coated, insulating laminated
glass as well. Impact wasn’t the big
concern there—the thick glass helps

to reduce the sounds of the surrounding city from impeding the work
within. He notes that the sound resistance aspect is especially important, as the stadium is in the flight
path of LaGuardia Airport.
For the architects at HOK Sports, the
surroundings shaped the stadium’s
design.
“The architecture is designed according to the context of where it is located,” says Marshall. “With Citi Field,
it’s mimicking Ebbets field. We’re trying
to stick with colors versus not a lot of
color or reflectivity based on the architectural façade. For most of the glazing
on the inside we stick with clear glass,
rather than colored. It encloses the
space, but we want to maintain the very
best view, whereas color or tinted glass
would minimize the sightline directly
to the playing field.”
And at this stadium, those sightlines
are especially important. The stadium’s
website bills the new facility as having
“unprecedented sightlines”—the first
and most frequently mentioned aspect
of the new park.
“Understandably, the owner requested an unobstructed view of the
field. The size of the glass—96 by 136
inches—necessitated the increase in
material thickness,” Hernsdorf says.

Be Specific
Though the designers at HOK Sports
don’t get much say in which contract
glazing company—or companies—
end up doing the work on their projects,
they do try to make sure to get input
from the glazing industry throughout
the design process.
“We often seek things specifically,”
Marshall explains, describing a project in Houston that included an operable glass roof that proved
challenging. “We used a non-reflective
coating on surface four, on the inside
surface—it’s opposite of what people
usually do because we were worried
about the reflectivity especially from
the playing field, such as in a first-tothird play.”
The concern was mitigating any un-

wanted reflection that could cause interference if a player has to look upward
to catch the ball.
“In that case, in something we
haven’t done before, we go to the glazing industry to ask questions about
what was possible, how big [it’s available], where we can get it. We often
talk to glaziers about the strength of
glass, the proportions,” Marshall continues. “We look to glaziers to help us
with weights. Press boxes are modified, custom, single-hung window and
we’re concerned about it working with
manufacturer pre-designed window
systems. We also ask a lot about color,
tint, low-E coatings and those things
so we can understand the mechanical
issues of glass that is exposed to the
sun. Hopefully, we’re asking questions
upfront, before we give specifications,
so we can really specify exactly what
we’re looking for.”

How Many Does it Take …
Asking the questions upfront and
getting the right materials specified is
particularly important because once
the design stage is complete and building begins, much goes out of the hands
of HOK Sports. The buildings are public works, and the construction managers usually choose the contract
glaziers, often going with the lowest
bidders, Marshall says.
Though the stadium design was complete before the contracting bids were issued, W&W Glass got involved very
early—as early as 2006 on the administrative end of things. In fact, W&W
Glass was already working on proposals
for the job when Hernsdorf started with
the company in early 2007 and, by that
summer, the company had employees
on the site of the new stadium. The long
working relationship allowed W&W
Glass to work with the other contractors
to ensure that their needs had been met.
It’s the kind of teamwork that begets
pennant wins and the payoff here was
that the stadium construction wound
up ahead of schedule.
“There’s immense coordination
that goes on with regard with what
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Last Train to Ruthville:

The New Yankee Stadium

Though the exterior of the stadium was designed to resemble the original
Yankee Stadium, the Yankee’s new home will have a “modern” look and feel.

Photo courtesy of Champion Metal & Glass.

we’re doing, especially with structural
steel that will support us. In fact, we’re
usually involved with design and
making sure it’s what we need,”
Hernsdorf explains.
Because HOK Sports doesn’t always
get much say about which contract
glazing companies are hired to work on
their stadiums, they also don’t have
much control over how many glazing
companies are hired—a number that
can vary depending on the size of the
project. “Complicated” was the word
Marshall used to describe the contract
glazing work on venues the size of
sports stadiums. There is so much
work to be done that up to four companies can be hired to work on one
structure, especially if a project has
been put on a fast-track schedule. One
company may install the glass on the
luxury suites, while another will handle the glazing needs of the press
boxes, Marshall explains.

“Sometimes it’s a bonding, issue,
too, just because the issue is so
huge—some contractors just can’t get
bonded for the whole project. To keep
it fair, the [general contractors] will
break it out into multiple scope packages. It’s a big project and there’s so
much different stuff going into it.
Every type of framing you can think
of; there’s a structural glazed system
in the restaurant that overlooks the
playing field. It ranges from very
straightforward to very custom
pieces,” he says. Custom pieces such as
the proprietary Pilkington structural
glazed system in the stadium restaurant, installed by W&W Glass.
“It’s exciting. It’s a landmark building.
It’s a beautiful building—a massive
project,” Hernsdorf says, describing
what it’s like to be part of the project to
replace Shea Stadium. “There’s no
doubt it’s exciting to be part of the creation of a landmark.”

Last Train to Ruthville: The
New Yankee Stadium
On September 21, 2008, the Yankees
played their last regular season home
game, defeating the Baltimore Orioles
7-3. Having missed making the playoffs, the game served as the end of an
era and left fans and players alike paying their last respects to Yankee Stadium, a structure referred to by
sportscasters—or at least by SportsCenter anchor Stuart Scott—as “the
grand cathedral of baseball stadiums.”
The Cleveland Indians will be the
first visiting team to test out the new
Yankee Stadium, which will open on
April 16, 2009, and likely draw the
same number of loyal Yankee fans to
root for their favorite team. What
many of those same fans might not
notice is the interior glazing of the stadium. Much of the interior glazing—
except that on the bullpens—is the
work of Champion Metal and Glass
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HOME RUN
continued

Triple Play
However, in other ways, the job isn’t
greatly different than other projects.
“It’s more than typical in material
that we use on almost every project,”
Ghahremani says, but he quickly adds,
“there’s no difference in working with
other trades on this as other jobs, just
coordination and scheduling.”
Working with field-facing glass, the
company faced the same safety concerns that Marshall faced when designing the stadium for the other New York
team. To keep visitors as safe as possible, most of the glass Champion Metal
and Glass installed is tempered/laminated glass—9⁄16-inch—but that’s
hardly the last of it.
“We have a custom fabricated insulating unit, 1 5⁄8-inch overall thickness,
at the 100-level Legends Lounge, behind home plate, butt-jointed without
any vertical mullion to give you a clear
view looking to the field,” says chief op-

Photo courtesy of Champion Metal & Glass.

Inc., headquartered in Deer Park, N.Y.
The company is a heavy-hitter when
it comes to high-profile projects such as
this one. What company owner and
president Ali Ghahremani describes as
“a very small start-up company” when
it opened in December of 1993, quickly
grew in size—and in the scope of the
projects with which it got involved. Fifteen years on, the company’s work on
the New York Times building and the
new Jet Blue Terminal at John F.
Kennedy International Airport are
some of the most well-recognized projects of which it has been part.
And yet, even with such high-profile
jobs under its belts, getting the contract
to work on Yankee Stadium has been
the company’s own little home run.
“This project is unique. Not too many
buildings have the history and image
that Yankee Stadium has,” says Ghahremani. “That by itself is a great honor to
be part of.”

Oldcastle originally quoted 13 different types of glass for the interior of this
multi-faceted project.

erating officer Linda Oristano. “At the
various levels at 125, 150, 200 and 300
we have the lounges and restaurant
storefront framing and glass. One of
the main specialty items are the ticket
windows, which are 1 ½-inch laminated bullet-resistant glass with standard framing furnished by C.R.
Laurence. We have all of the entrances
to the 200 level suites, party suites and
miscellaneous doorways.”
Kawneer supplied Champion with
the 2-inch thick, heavy wall construction medium- and wide-stile doors
and frames, fabricated with required
hardware.
“Trifab® VG 451T front set and center set systems were used throughout
all concourse levels of the stadium,
which include restaurants, retail and
offices,” explains Joclyn Fagan, public
relations representative for Kawneer.
“350 Heavy Wall™ with 3 1⁄2-inch wide
vertical stiles were selected for the
stadium’s luxury suites and are singleswing doors into the units. 500 Heavy
Wall™ with 5-inch wide vertical stiles
are featured on all concourse levels,
main entrances and gate entryways
throughout the facility. Engineered to
withstand heavy traffic, Heavy Wall™
entrances provide quality and durability that lasts. In addition, the 500
Heavy Wall entrances have 10 ¼-inch
bottom rails for additional strength
and were prepared to be outfitted with
custom hardware for the project.”
Fagan adds, “Though the exterior of
the stadium is designed to resemble the
pre-renovation exterior of the original
Yankee Stadium, the interior will have
a modern look and feel.”
Champion fabricated the sidelite
frames and storefront frames as required in the various levels while Oldcastle was “fabricating the glass … for
the various glass types at the exterior
side of the stadium and interior side
facing the field,” Oristano says.
For its part, Oldcastle provided interior glazing for the stadium, and originally quoted 13 different types of glass,
according to Steve Acker, sales manager
for Oldcastle in New York.
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“Contractors came to Oldcastle because of our size, reputation and ability to deliver on the project. We had
meetings with the general contractors
for Yankee Stadium; they came out to
our facility early on … They wanted
confidence in that we could produce
on time with their tight schedule,”
Acker says.
And produce they did, providing
clear insulating units with PPG Solarban 60 low-E glass, Solarban 60 on
bronze substrate, laminated glass with
Arctic Snow interlayers from Solutia
and 9⁄16-clear tempered laminated glass
for the stadium.
As it turns out, suppliers aren’t immune from the Mets-Yankee rivalry, especially those with a local office—and
more so if they’re supplying product for
both, as Oldcastle did.
“Being in the New York market, employees of the company were torn between Yankees and Mets as to which
project went through first,” says Acker.

The Full Cycle
Overall, Champion’s work on the stadium will have lasted nearly a full year.
“We have been on the project as early
as February of 2008 installing mockups for the 200 level door entrances …
and [continued] through January of
2009,” Oristano says.
And, much like the contract glaziers
working on the HOK Sport designs,
Champion Metal and Glazing didn’t get
much say in what they were asked to do
or with what materials they were to do it.
“All materials were in the specification manuals,” Oristano says. While the
specs are already written by the time
they get to the contract glaziers, there
was plenty of responsibility for the
glaziers to shoulder.
“We had to coordinate the correct
function of the specified hardware on
the doorways due to the complexity and
number of security entrances and requirements of the stadium. Some of the
storefront openings needed to be engineered due to the exposure of the exterior elements and anchoring to the
adjacent materials,” Oristano explains.

Contents

Zoom Fit
Search

And while there are always challenges on a job the size of Yankee Stadium, the same business practices that
have made Champion Metal and Glass
successful helped the crew field whatever came their way as easily as Yankee
fans hope Bobby Abreu can.
“I value my employees, I value my
vendors and I value my customers. I
make sure all three get the same respect I would want to get as any of
those entities,” says Ghahremani.
“Champion is a very fast growing
company and we pride ourselves with
the quality of our work and the service we provide to our end users. We’re
looking forward to continuing to rebuild the city of New York for many
years to come.”

Grand Slam
While most architects look at designing buildings to match the surrounding
structures, Oristano and her coworkers
at Champion Metal and Glazing view
the new Yankee Stadium as a reflection
of the city’s personality—much like
glass itself.
“The personality of the city and
team can be described in the same
class as tempered and laminated glass.
They are both resilient, hard to crack;
they are tough and strong,” she says.
“Laminated glass and the way it is
made represent a combination of diverse particles. Our city has a vast
amount of diversity (similar to the
combination of particles) and again is
strong in that it absorbs the energy of
the impact, resisting penetration. We
can handle a lot. Although the glass
may break, the glass fragments remain
firmly bonded to the interlayer, minimizing the risk of injuries.”
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tory and consistency keeping the same
name. There’s a certain amount of pressure that goes into such an iconic job,
too; the pressure to get it right and
make sure the new facility lives up to
the reputation of its predecessor.
“This project is a unique project in
many different ways. One is [that we’re]
pretty much replacing the stadium
that’s been there for more than a century. I’m anxious to be part of a building that’s going to last another century
or more,” says Ghahremani.
No matter what the stadium is
called, Champion Metal and Glazing
knows it is part of the team that is
making history.
When queried about what it’s like essentially rebuilding “the House that
Ruth built,” Oristano replied,“Change is
growth. If you do not rebuild, then you
cannot grow. Champion is proud to be
part of the rebuilding of the stadium.
Who knows, it could become the
“House that A-Rod built.”
With opening day at hand, everyone
at Champion Metal and Glazing, at
least, is excited to see just what A-Rod
and his teammates can do.
“The majority of our employees are
Yankee Fans and are looking forward to
enjoying them win at the new stadium.
Even the token Met fans are excited and
anxious to see the stadium complete,”
Oristano says. ■

Next Month: The Exterior
Hungry for more details, sports
fans? Then look for the April
USGlass, which will bring you more
details about the exterior of the new
Yankees stadium.

History in the Making
Yankee Stadium opened in
1923 and underwent renovations, including a complete overhaul on the same site in the
1970s. And though it may not
carry an iconic name such as
Wrigley Field or Camden Yards,
there is a certain amount of his-
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Codes Regulations

More Calls for the Regulation
of Glass Furniture by Media
ith stories and reports about
the breakage of glass tabletops surfacing on a regular
basis, Consumer Reports magazine is
again questioning why there are currently
no regulations over the type of glass that
should be used in furniture. Three years
ago the Consumers Union, publisher of
Consumer Reports, made a proposal to
ASTM International that an industry
standard for furniture glass be written.
However, little has been done since regarding the development of a standard.
While the Glass Association of North
America (GANA) has been involved

W

with the development of a number of
previous ASTM standards, Greg Carney,
GANA technical director, says nothing
much has developed from ASTM that
would apply to glass furniture.
“At one point there was an [ASTM] effort to write a test procedure for glass in
furniture … and supposedly the group
was going to get a draft out, but we have
not seen anything,” says Carney.
The discussions have taken place
within ASTM Subcommittee F15.42 on
Furniture Safety, which reports to Committee F15 on Consumer Products.
Len Morrissey, ASTM manager of F15

Green Building Encourages
Low-E Glass Use in Homes

D

ue to its tough requirements, the development of the 2008 National
Green Building Standard (ICC-700) may help further promote the use
of low-E glass. ICC says its standard is designed to provide guidance
for safe and sustainable building practices for high-rise residential buildings
as well as single-family homes.
The standard’s rating system allows architects/designers, builders and communities to choose the levels of high-performance green buildings that best
suit their needs. For example, one key provision of the standard is to offer energy performance starting at 15 percent above the baseline requirements of
the 2006 International Energy Conservation Code (IECC).
“Whether they use the performance option (whole home 15 percent above the
2006 IECC) or the prescriptive path, the standard will reward lower solar heat gain
coefficients (SHGC) in the south, and lower U-value in the north,” says industry
consultant Thomas D. Culp, Ph.D. “Both will promote low-E in all regions, and possibly some triple-glazing in the north. There are also credits for sun-tempered design, passive cooling design and passive solar heating design. These options
reward builders for practices such as optimally orienting the building and glazing,
using higher SHGC in the south, using larger overhangs or other methods of shading, placing operable windows for cross ventilation and using thermal mass. These
can give from three to 13 additional points in the energy efficiency category, on top
of points related to the basic window and building energy performance.”
❙❙➤ www.iccsafe.org

on Consumer Products, told USGlass
that his group has been reviewing a
draft to cover this topic under Subcommittee F15.42 on Furniture Safety. Negatives received from a ballot sent out in
January are awaiting review by committee members.
For some people in the industry,
having a standard for furniture glass
brings a concern. Why? Both tempered
and laminated glass cost more than
annealed glass, and some fear that
could keep furniture manufacturers
from using as much glass as they do
now (see June 2006 USGlass, page 24,
for related article).
In addition, the majority of furniture
sold in the United States is no longer produced here and is instead imported from
other countries, such as China. That means
the glass coming in with the furniture was
also most likely produced offshore and
therefore having a standard for furniture
glass produced here would not affect the
majority of the U.S. glass fabricators.

OSHA Extends
Comment Period on
Crane and Derrick
Proposed Rulemaking
William Rapetti, the master rigger on
the 200-foot-high tower crane that collapsed and killed seven people last March
in New York City, was indicted in January
on multiple charges of manslaughter,
criminally negligent homicide, assault
and reckless endangerment.
Given the number of cane-related accidents that have occurred in the past
few years, the Occupational Safety and
Health Administration’s (OSHA) currently is in the process of revising its
1971 cranes and derricks ruling. In
early 2003 OSHA had announced it
would move forward with the negoti-
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ated rulemaking process to update its
cranes and derricks standard, but little
work was done after that.
Then on October 9, 2008, OSHA published a Notice of Proposed Rulemaking titled “Cranes and Derricks in
Construction,” which addresses the key
hazards associated with construction
cranes and derricks.
According to the proposed ruling,
“Employers would first determine
whether the ground is sufficient to support the anticipated weight of hoisting
equipment and associated loads. The
employer then would be required to assess hazards within the work zone that
would affect the safe operation of hoisting equipment, such as those of power
lines and objects or personnel that
would be within the work zone or swing
radius of the hoisting equipment. Finally, the employer would be required
to warrant that the equipment is in safe
operating condition via required inspections and employees in the work
zone are trained to recognize hazards
associated with the use of the equipment and any related duties that they
are assigned to perform.”
A comment period on the rule
ended on January 22. OSHA is expected to review and update the proposed rule soon.
For contract glaziers, safety is of
paramount importance when it comes
to working on the jobsite.
“In Chicago we have not seen many
crane accidents, but nationally there
have been many issues,” says Robert
Martin, president of Arcadia Products
Inc. in Northbrook, Ill. “Safety is absolutely our number-one concern. Our
employees are our greatest asset and so
safety in the field is a significant factor.”
Martin says in order to ensure em-
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OSHA is expected to review changes to and update its crane and derricks
standard in the near future.

ployees are safe, his company follows a
specific, written safety program.
“We also have weekly safety meetings
and focus on safety training in classes.”
Don Earnheart, national design vice
president for Trainor Glass Co. in Dallas, agrees that crane safety is a major
concern for contract glazing companies
“We use cranes to lift our preglazed panels off our trucks and load
them on floors. Safety issues with
cranes are of paramount importance
to our installation efforts,” says Earnheart. “We certainly want safer cranes
to ensure life safety issues for our em-

ployees as well as to eliminate potential damage to products.”
One additional means companies
may look to when in comes to crane
safety is OSHA’s National Crane Safety
Initiative, which addresses safety hazards during construction crane operation. The initiative is designed to raise
awareness on crane safety and increase
enforcement of the current standards,
including launching local emphasis
programs in a number of regions to inspect high-rise construction, stakeholder outreach and additional training
on crane safety. ■
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It’s nice to know where you stand, especially among your competitors.
Who’s able to do more sales with fewer people? Who’s got all they need
in their backyard of Los Angeles or Chicago? Take a page from the
glazing contractors listed below, as they made up some of the top earning subs for 2008, based on information they submitted to USGlass.

Top Glazing Contractors

Based on 2008 sales revenue for the commercial glazing business segment

1Enclos Corp.

Eagan, Minn.
2008 Annual Sales: $305 million
President/CEO: Gregg Sage
# of Locations: 18; # of Employees: 650
Years in Business: 33
www.enclos.com
Enclos Corp., one of the largest specialty
contractors in the United States, designs,
engineers, fabricates and installs exterior
facades and curtainwall cladding systems.

2Harmon Inc.

Bolingbrook, Ill.
2008 Annual Sales: $291 million
President/CEO: Russell Huffer (CEO of
parent company Apogee Enterprises)
# of Locations: 9; # of Employees: 1,015
Years in Business: 60
www.harmoninc.com
Harmon provides glass installation for new
construction, renovation and service. The
company focuses on the office, healthcare, education, government and entertainment/hotel
markets throughout most of the United States.

3Walters & Wolf

Fremont, Calif.
2008 Annual Sales: $181 million
President/CEO: Randy Wolf
# of Locations: 5; # of Employees: 669
Years in Business: 31
www.waltersandwolf.com
Walters & Wolf provides high quality design, fabrication and installation of custom
curtainwall and exterior cladding systems.
Regional production facilities allow singlesource responsibility, commitment to quality and on-time delivery.

4Trainor Glass Co.

5Haley-Greer Inc.

Dallas, Texas
2008 Annual Sales: $100 million
President/CEO: Letitia Haley Barker
(president); Donald Haley (CEO)
# of Locations: 3; # of Employees: 300+
Years in Business: 30
www.haleygreer.com
Haley-Greer is a professional installer of
high performance window wall and curtainwall systems on commercial projects. In
conjunction with general contractors the
company works directly with owners and
architects to turn a vision into reality.

6W&W Glass LLC

Nanuet, N.Y.
2008 Annual Sales: $75 million
President/CEO: Michael, Jeffrey, Howard
and Scott Haber (co-managing members)
# of Locations: 2; # of Employees: 250
Years in Business: 31
www.wwglass.com
W&W Glass is one of the largest glaziers in
the United States and the exclusive North
American representative of the Pilkington
Planar structural glass system.

7TSI Exterior Wall Systems Inc.
Landover, Md.
2008 Annual Sales: $63 million
President/CEO: Victor Cornellier
# of Locations: 1; # of Employees: 145
Years in Business: 31
TSI Exterior Wall Systems is a glazing subcontractor specializing in high-end custom
curtainwall, windows, entrances, panel
walls and canopy systems in projects in Washington, D.C.,
and Baltimore.

Plate Glass &
Aluminum Inc.
8Massey’s

Branford, Conn.
2008 Annual Sales: $56 million
President/CEO: Laura J. Massey (president);
Robert J. Massey Jr. (CEO)
# of Locations: 3; # of Employees: 150
Years in Business: 36
www.masseysglass.com
Since 1973, Massey’s Plate Glass & Aluminum has strived to provide on-budget and
on-time projects. The company offers design
consultation, technical expertise and singlesource efficiency. It performs its own fabrication and specializes in unitized wall systems.

9ASI Limited

Whitestown, Ind.
2008 Annual Sales: $54.9 million
President/CEO: Ken W. Smith
# of Locations: 1; # of Employees: 275
Years in Business: 20
ASI Ltd. is a curtainwall designer and manufacturer that supplies and installs facade solutions throughout the United States. ASI also
produces ornamental metals that are required within the exterior design. It prides itself on its ability to take a project from
design development to
completion, in-house.

Alsip, Ill.
2008 Annual Sales: $178 million
President/CEO: Thomas Trainor (president),
Robert Trainor (CEO)
# of Locations: 16; # of Employees: 677
&W.
y of W
Years in Business: 56
urtes
o
c
o
Phot
Trainor Glass possesses a dedicated project management team
that delivers projects on time
and on budget. The company
houses manufacturing facilities
that feature excellent safety and
quality control programs.
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Big Book of Lists
Los Angeles
2008 Annual Sales: $53 million
President/CEO: Anne-Merelie Murrell
# of Locations: 3; # of Employees: 306
Years in Business: 63
www.girouxglass.com
Giroux Glass is an employee-owned and
multifaceted glass, glazing and architectural
metals contractor, with top union glaziers. It
builds and services complex multi-story
curtainwall, storefront and unique fenestration installations.

& Karas Glass
Co. Inc.
11Karas

Boston
2008 Annual Sales: $50.7 million
President/CEO: Joseph Karas
# of Locations: 1; # of Employees: 90
Years in Business: 85
www.karasglass.com
Karas & Karas focuses on challenging projects
in which architects push building envelopes to
new levels of sophistication requiring intensive management from pre-construction services through design assist, engineering,
budgeting, fabrication and installation.

12CBO Glass

Alden, N.Y.
2008 Annual Sales: $46 million
President/CEO: Paul F. Hogan Jr.
# of Locations: 4; # of Employees: 200
Years in Business: 43
www.cboglass.com
CBO Glass is a full-service glazing contractor serving the Northeast and Mid-Atlantic
states. It designs, fabricates and installs
unitized curtainwall systems, preglazed
punched windows and blast-resistant systems. The company has a 230,000-squarefoot fabrication facility and a testing
chamber for product quality assurance.

13SPS Corp.

Apex, N.C.
2008 Annual Sales: $43 million
President/CEO: Michael J. Russo
# of Locations: 3; # of Employees: 135
Years in Business: 27
www.spscorporation.com
SPS is a full service envelope contractor
specializing in the design, fabrication and
installation of curtainwall, glass and glazing, architectural metal panel systems, sunshades, louvers and skylights.

Aluminum Products
Co. Inc.
14Juba
Concord, N.C.
2008 Annual Sales: $42.5 million
President/CEO: John Juba (president);
Joni Juba (CEO)

# of Locations: 2; # of Employees: 152
Years in Business:15
www.jubaproducts.com
Juba Aluminum Products specializes in
building exteriors for low- to high-rise projects. The company has created a niche for
itself in working with pre-construction
teams in the design-development phase.

its reputation for quality and service on
every project. With a focus on integrity and
experience, Champion works hard to meet
the demands of its clients.

15Heinaman Contract Glazing
Lake Forest, Calif.
2008 Annual Sales: $34.6 million
President/CEO: John L. Heinaman
# of Locations: 2; # of Employees: 367
Years in Business: 20
www.heinaman.net
Heinaman Contract Glazing designs, engineers and installs curtainwall, glass, panels,
aluminum and specialty systems for office
buildings, hotels, institutions, tenant improvements and retro-fitted projects, serving for a variety of clients.

Wall Systems
16Architectural
Co.

West Des Moines, Iowa
2008 Annual Sales: $33 million
President/CEO: Mike Cunningham
# of Locations: 1; # of Employees: 125
Years in Business: 17
www.archwall.com
Architectural Wall Systems Co. provides engineering, detailing, manufacturing, estimating and installation of exterior wall
materials with professional project management and union craftspeople. Its expertise
includes rain screen technology and unitized wall construction erected with the
highest level of safety and quality.

17MTH Industries

Hillside, Ill.
2008 Annual Sales: $28 million
President/CEO: Lyle R. Hill
# of Locations: 1; # of Employees: 118
Years in Business: 122
www.mthindustries.com
MTH prides itself on its reputation for superior customer service and its ability to
make the difficult seem simple.

Metal & Glass
Inc.
18Champion

Deer Park, N.Y.
2008 Annual Sales: $26 million
President/CEO: Ali Ghahremani
# of Locations: 1; # of Employees: 50
Years in Business: 16
www.championmetalglass.com
Champion Metal & Glass Inc. is celebrating
16 years in the architectural and ornamental industry in the New York City metropolitan area. Champion continues to build on

Photo courtesy of Massey's Plate Glass.

Photo courtesy of Haley-Greer.

10Giroux Glass

19Sunset Glazing

La Mesa, Calif.
2008 Annual Sales: $25 million
President/CEO: Done E. Witte
# of Locations: 1; # of Employees: 55
Years in Business: 28
www.sunsetglazing.com
Sunset Glazing has established a reputation
of excelling in quality, reliability and service.
The company has the capability to provide
single-source responsibility for the complete
design and development of a project.
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The 5th Annual Big Book of Lists
Architectural
Products Inc.
20APG International Inc. 22Builders

Glassboro, N.J.
2008 Annual Sales: $24 million
President/CEO: Thomas Salzer (president);
Edward Zaucha (CEO)
# of Locations: 2; # of Employees: 70
Years in Business: 6
www.apgintl.com
APG International Inc. is an installer of
curtainwall with immediate access to
more than 125,000 square feet of enclosed
shop space to provide unitized product for
projects throughout the United States. The
company is a completely unionized operation with its own engineering expertise
and has done many multi-story projects
along the East Coast.

21Emmitsburg Glass

Emmitsburg, Md.
2008 Annual Sales: $24 million
President/CEO: Sheridan E. (Dan) Reaver Jr.
# of Locations: 1; # of Employees: 90
Years in Business: 20
Emmitsburg Glass is a well recognized
and established company with more than
20 years experience in the industry. It has
successfully completed many large curtainwall and panel projects
in the Baltimore-Washington, D.C-area, and
opened a new
53,000-square-foot
facility in 2006.

Deerfield, Ill.
2008 Annual Sales: $24 million
President/CEO: Jane Weber
# of Locations: 1; # of Employees: 20
Years in Business: 49
Builders Architectural Products has a
range of specializations from high performance composite window wall systems
for new construction high rises to retrofit/repair of existing exterior facades.

tems. The company is a four-time winner of
the ACE Award, presented by the Associated
General Contractors of Colorado. Its reconstruction services offer creative and cost-effective solutions.

23InterClad

Contract Glazing
Inc.
27 Tepco

Plymouth, Minn.
2008 Annual Sales: $23 million
President/CEO: Bill John
# of Locations: 1; # of Employees: 75
Years in Business: 11
www.eganco.com
InterClad is a division of the Egan Co., headquartered in Minneapolis. It specializes in
the engineering, fabrication and installation
of curtainwall, glass and metal panels for the
exterior cladding on new construction projects or renovations of existing buildings, and
also has the capability to fabricate and install
specialty metal, such as stainless steel.

24Ridgeview Glass Inc.

Upper Marlboro, Md.
2008 Annual Sales: $22.4 million
President/CEO: Andrew E. Canter, Jr. and
Matthew R. Canter
# of Locations: 1; # of Employees: varies
between 80-135
Years in Business: 27
www.ridgeviewglass.com
Ridgeview Glass is a subcontractor on commercial projects for standard to custom
curtainwall contracts. Beyond the product,
the company focuses on quality, relationships and its employees.

25Seele L.P.

Photo courtesy of Emmitsburg Glass.

New York
2008 Annual Sales: $21.7 million
President/CEO: Thomas Geissler
# of Locations: 1; # of Employees: 45
Years in Business: 8
www.seele-usa.com
Seele provides modern glass facades and
glass roofs for high-design, high-tech
glass structures.

26Metropolitan Glass Inc.
Denver, Colo.
2008 Annual Sales: $20.5 million
President/CEO: Michael C. Smith
# of Locations: 1; # of Employees: 100+
Years in Business: 45
www.metroglass.com
Metropolitan Glass Inc. specializes in the
installation of high quality curtainwall,
storefront, skylights and metal panel sys-

Photo courtesy of ASI Limited.

Dallas, Texas
2008 Annual Sales: $19.1 million
President/CEO: Fred Keen
# of Locations: 2; # of Employees: 96
Years in Business: 25
www.tepcoglass.com
Tepco is a regional glazing contractor with a
specialty division devoted to sports venues.

Glass & Aluminum
Inc.
28Galaxy

Manchester, N.H.
2008 Annual Sales: $19 million
President/CEO: Daniel Simpson (president);
Mark Brown (vice president)
# of Locations: 3; # of Employees: 100
Years in Business: 19
www.galaxyglass.biz
Galaxy Glass is a design-build glass and
glazing subcontractor in the New England
and Mid-Atlantic area.

29Crawford Tracey Corp.

Deerfield Beach, Fla.
2008 Annual Sales: $18 million
President/CEO: Raymond Crawford
# of Locations: 2; # of Employees: 100
Years in Business: 56
www.crawfordtracey.com
Crawford Tracey specializes in the development, manufacturing and installation of
high-quality custom, impact and conventional glazing systems that meet or exceed
the tough Florida building code.

Glass & Metals
Corp.
30American
Plymouth, Mich.
2008 Annual Sales: $17 million
President/CEO: James D. Vogelsberg
# of Locations: 1; # of Employees: 35-85
Years in Business: 30
American Glass & Metals Corp. is a glazing
contractor with more than two decades of
experience in the Michigan area.

31Baker Glass Co. Inc.

Antioch, Tenn.
2008 Annual Sales: $14.8 million
President/CEO: Jim Baker
# of Locations: 1; # of Employees: 60
Years in Business: 18
www.bakerglasscompany.com
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Baker Glass Co. is a “typical” glazing subcontractor with projects ranging from
$1,000 to $6 million.

32

R&R Window Contractors
Inc. Easthampton, Mass.

2008 Annual Sales: $14.8 million
President/CEO: Roger A. Fuller
# of Locations: 1; # of Employees: 80
Years in Business: 30
www.rrwindow.com
R&R Window Contractors Inc. is a wellestablished commercial window, storefront
and curtainwall trade contractor with a
strong presence throughout New England.

33Gatewood Glass

Ft. Meyers, Fla.
2008 Annual Sales: $14.5 million
President/CEO: Kevin Gilligan
# of Locations: 2; # of Employees: 103
Years in Business: 23
www.gatewoodglass.com
Gatewood Glass has been serving Florida’s West
Coast since 1986. The company specializes in
curtainwall and storefront hurricane impact
systems, including but not limited to schools,
high-rise and office-type buildings, as well as
hospitals and doctor office-type facilities.

34Hilboldt Curtainwall Inc.

St. Louis
2008 Annual Sales: $14.5 million
President/CEO: Dennis Hilboldt (president);
Jane Hilboldt (CEO)
# of Locations: 1; # of Employees: 44
Years in Business: 4
www.hilboldt.com
Hilboldt Curtainwall Inc. is a commercial
construction company specializing in high
quality exterior wall systems. It works with
architects, construction managers and developers to build, panelize and install custom enclosure systems with an emphasis on
prefabrication to the fullest extent possible.

Del Ray Glass

35

Alexandria, Va.
2008 Annual Sales: $14 million
President/CEO: Mitchel Papanicolas
# of Locations: 1; # of Employees: 70
Years in Business: 55
www.delrayglass.com
Del Ray Glass is a high-end glazing contractor specializing in smaller exterior
buildings and interior tenant build-outs.
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36Anderson Aluminum Corp.

Columbus, Ohio
2008 Annual Sales: $14 million
President/CEO: Helena Anderson
# of Locations: 1; # of Employees: 65
Years in Business: 28
www.andersoncompanies.com
Anderson Aluminum designs, engineers,
fabricates and installs standard and custom
curtainwall, window wall, composite and
plate panel systems, as well as aluminum
storefronts, aluminum doors and hardware.

37Glass Inc.

Meridian, Miss.
2008 Annual Sales: $13.5 million
President/CEO: Robert Smith
# of Locations: 3; # of Employees: 80
Years in Business: 10
www.glassincorporated.net
With an established reputation throughout
the Southeast, Glass Inc. boasts an expert
team that has successfully completed more
than a thousand commercial projects, including the award winning Turquoise Resort in Orange Beach, Ala.

38Minneapolis Glass Co.

Plymouth, Minn.
2008 Annual Sales: $11.2 million
President/CEO: Jennifer Lang
# of Locations: 1; # of Employees: 65
Years in Business: 72
www.minneapolisglass.com
Minneapolis Glass Company is a regional glass
fabricator distributor and glazing contractor
that has been in business since 1937. The company employs highly trained union glaziers,
glassworkers and production workers.

39Carter Glass Co. Inc.

Kansas City, Mo.
2008 Annual Sales: $11 million
President/CEO: Jack Carter (president);
Terrence Carter (CEO)
# of Locations: 2; # of Employees: 65
Years in Business: 49
www.carterglass.net
Carter Glass Co. has built a reputation on
quality and service. From start to finish, the
company strives to be on schedule and provide a quality product.

40Sound Glass Sales Inc.
Lakewood, Wash.
2008 Annual Sales: $10.4 million
President/CEO: Warren Willoughby
# of Locations: 3; # of Employees: 82
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Years in Business: 25
www.soundglass.com
Sound Glass Sales started business in 1983
as a full service glass shop in Lakewood,
Wash., before opening two more locations.
The company continues to improve its facilities and adapt so it can offer its customers superior service.

41Vienna Glass Co.

Manassas, Va.
2008 Annual Sales: $10 million
President/CEO: Richard Glaze
# of Locations: 2; # of Employees: 45
Years in Business: 55
www.viennaglass.com
Though originating more than a half a
century ago in residential and service
work, Vienna Glass currently supplies
common to challenging fenestration systems for typical to preeminent construction projects with equal attention.

of Connecticut
Inc.
42 Suntech

North Branford, Conn.
2008 Annual Sales: $10 million
President/CEO: Michael Berkun
# of Locations: 1; # of Employees: 35-50
Years in Business: 27
www.suntechofct.com
Established in 1981, Suntech specializes in
high profile, complex and architecturally
demanding building projects. It focuses on
projects requiring an attention to detail demanded by clients to provide a product on
time and within budget. Its central location
allows it to serve the Connecticut, Massachusetts and Rhode Island marketplace.

43LCG Facades

Salt Lake City, Utah
2008 Annual Sales: $9.8 million
President/CEO: Earl J. Linford
# of Locations: 1; # of Employees: 60
Years in Business: 2
LCG Facades has more than 150 years of
experience in just the ownership team of
Earl Linford, Gary Dabb, Ted Derby and
Tom Thorum. The company installs
façade products on projects up to $6 million in size.

44Vos Glass Inc.

Grand Rapids, Mich.
2008 Annual Sales: $9 million
President/CEO: Linda Vos-Graham
# of Locations: 1; # of Employees: 60
Years in Business: 27
www.vosglass.com
Vos Glass Inc. is a professional, full service,
family-owned and -operated glass company
that has successfully completed glazing projects of all types and sizes throughout the West
Michigan region. The company prides itself
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on staying current on the latest innovations of
glass products and installation methods.

companies: G Force Automatic Doors LLC
and Athens Glass Service LLC.

45 Thomas Glass Co. Inc.

46Glass & Mirror America

Westerville, Ohio
2008 Annual Sales: $8.6 million
President/CEO: Andrew T. Gum
# of Locations: 2; # of Employees: 60
Years in Business: 36
www.thomasglass.com
Tomas Glass Co. is a commercial glazing
contractor that also specializes in the service and maintenance elements of the glass
business. Thomas Glass has two affiliate

Clarendon Hills, Ill.
2008 Annual Sales: $8.2 million
President/CEO: Lyle R. Hill
# of Locations: 3; # of Employees: 82
Years in Business: 42
www.glassma.com
Glass & Mirror America is a truly “full
service” company offering storefront and
curtainwall installations as well as auto
glass and residential glass replacement.

47Hale Glass Inc.

Placentia, Calif.
2008 Annual Sales: $6.1 million
President/CEO: Brian Hale
# of Locations: 1; # of Employees: 35
Years in Business: 31
www.haleglass.com
For more than 30 years, Hale Glass has specialized in commercial storefront and curtainwall installations. The company is
dedicated to the wellbeing of its employees
and its commitment to quality.

The Way to the 100-Year Mark and Beyond

S

ure times are tough, but given the cyclical
nature of the commercial construction
market, there are plenty of glass industry
companies out there that have faced tough
times before. Those companies that have
passed the 100-year anniversary just have a
deeper well of experience from which to draw.
“It’s not news to anyone that our industry
faces a difficult road ahead,” says Bob Leyland, vice president of sales for Kawneer.
“And, although we are a company with more
than 100 years of experience, we feel that
these challenges bring us new opportunity
to reassess how we do business and find
better ways to add more value to our customers. The team at Kawneer is focused on
deploying initiatives that will enable us to
outperform in a down market just as we
have during the up cycle.”
Leyland cites initiatives ranging from new
products to new services.
“It is energizing to see the resourcefulness with which we are attacking business
issues,” he says.
PPG Industries certainly has seen its
share of changes since it was founded as
Pittsburgh Plate Glass Co. 126 years ago.
“While I can’t claim to have witnessed
all 126 years of PPG’s history, I do believe
we have inherited a legacy of innovation,
quality and integrity,” says Gary Danowski,
vice president of PPG’s Performance Glazings strategic business unit. “The generation before us set a high bar for us and we
seek to measure ourselves against that
every day. From research and development
investment to operational discipline, we
work to continue the steady stream of innovation and performance evidenced by a
litany of industry ‘firsts’ throughout our
history.”
These firsts—including development of
the first high-performing, energy-efficient
glass in the 1930s—still depend on one
thing, Danowski points out. “It’s highly qual-

ified and motivated people who carry all this
out,” he says.
Danowski adds, “In my view, the companies that come out of this recession the
strongest will be those that can be quick
without being rash; who can take care of
their bottom line and still take care of customers; and who can manage their business tightly without sacrificing future
opportunity. It won’t be easy for any of us,
but I do believe that if we work hard on the
right priorities and keep focused on our markets, we’ll get through this.”
F. Barkow in Milwaukee has crept well
over the 100-year mark.
“This is Barkow’s 130th year of family
owned business in the same city,” says John
Weise, president. “It's unusual in it's
longevity.”
According to Weise, the secret to that
longevity is that the company has “always
delivered a quality product at a fair price,
and we try to give the customer as much or
more than they are expecting. We listen
closely to what our customers tell us they
need for their business. We employ craftsmen and we don't cut corners. We genuinely
care about our customers’ well-being and if
they are happy with what they bought, they
will come back. It's a cliché, but I believe in
130 years our motivation has always been
honest work and honest pay. If any of my
Barkow relatives before me had become
wealthy in the long history of F. Barkow Inc.,
I believe the company would have changed
dramatically or would have been sold or
worse. As the current owner I'm perfectly
fine with those set of facts.”
Weise adds, “As for the year ahead, we
are living in very uncertain times and our
goal is to come out stronger when the economy does eventually improve. That may not
happen this year. We are planning to service our customers now and into the future.”
Braxton Smith, owner of The Glenny Glass

The Industry’s Centenarians
Saint-Gobain ............................344 years
DuPont ..............................................206
Pilkington North America Inc...........183
The Glenny Glass Co. ........................158
Fletcher-Terry....................................140
Showerite...........................................138
Vitro America ...................................137
Kohler................................................136
F. Barkow ..........................................130
Barber Glass Industries Inc. .............126
PPG Industries ..................................126
MTH ..................................................122
Goldfinch Bros. Inc............................117
Thad Ziegler Glass.............................116
General Glass International...............109
Peterson Glass Co. .............................106
J. Sussman .........................................103
Kawneer Co. Inc. ...............................103
Toledo Mirror & Glass .......................100
DORMA Group North America.........100
Syracuse Glass ...................................100
Co. in Milford, Ohio, lays claim to being “the
oldest flat glass distributor/fabricator in the
United States, started in 1851.”
How has the company managed to stay
strong for so long?
“Frankly we’ve increased the amount of
value addition to our glass products,” Smith
says. “When we first bought the company in
1989 there was just stick cutting glass now
we’re cutting, beveling, polishing, we’re
doing insulating glass … and just bought a
sandblasting machine …” In addition, the
company is adding thermal performance.
“You have to go with the flow and adapt
and right now everybody’s scrambling for
energy-efficient products,” Smith says.
Go with the flow indeed. In an industry
that has seen its share of consolidations
and sales—in the last year much less last
100—it surely takes some savvy maneuvering to mark that 100th anniversary and rank
among the industry’s oldest companies.
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48Forno Enterprises Inc. 49Superior Glass Inc.
Trout Creek, N.Y.
2008 Annual Sales: $6 million
President/CEO: Michael Spaccaforno
# of Locations: 1; # of Employees: 30
Years in Business: 20
www.fornoenterprises.com
Forno Enterprises Inc. is a full-service architectural aluminum and glass company that
specializes in storefronts, curtainwalls, sloped
glazing, skylights and metal fascia panels on
commercial and residential projects.

Superior, Wis.
2008 Annual Sales: $3.5 million
President/CEO: Knute Petersen
# of Locations: 3; # of Employees: 30
Years in Business: 75
Superior Glass is a full-service contact glazing, commercial and residential window
supplier and installer. The company also
provides residential glass, mirror, window
and shower door installations.
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to Pines
Mirror & Glass
50Palms

Indio, Calif.
2008 Annual Sales: $1 million
LPresident/CEO: Larry Carlton
# of Locations: 1; # of Employees: 30
Years in Business: 30
www.p2pmglass.com
Palms to Pines Mirror & Glass provides
commercial glazing of all kinds, and all focuses on high-end custom residential work
using only the highest quality materials.

I

t’s true, it’s not the size of the lite but
how well it’s installed that matters. But
let’s face it—there’s something pretty
cool about telling friends over a drink about
the day you installed “the big one.” Based
on submissions from our top glazing contractors, USGlass has the story on five of
the country’s biggest glass installations.
1. Water Tower Storefront in Chicago
- 38,056 square inches
MTH Industries in Chicago set this big
lite—measuring 142 by 268 inches by 78-inch
thick—in the Water Tower storefront with a
crane back in 1982. Although the building
has since been remodeled, it’s left a massive marker to match.
2. Mohegan Sun Casino in Uncasville,
Conn. - 37,440 square inches
Massey’s Plate Glass & Aluminum in
Branford, Conn., installed 36 of these 10by 26-foot unitized panels around the
casino. According to Robert Massey, Jr.,
chief executive officer, the biggest challenge of installing this massive lite “was just
getting it to the site.” Having a fabrication
site only five miles away made the special
arrangements for hauling these heavy units
a little bit easier.

Photo courtesy of W&W Glass.

General Motors Building, New York

3. Jewel Box in Los Angeles - 37,440
square inches
When Los Angeles-based Giroux Glass was
asked to temporarily remove and reinstall a
large 10- by 26-foot annealed lite of glass for
the filming sequences of several scenes of the
Rush Hour 3 shoot, the engineers of the building expressed concerns about the probable
damage during the glass removal that might
affect the expensively “raised” terrazzo floor
tiles that covered the extensive ground level
plaza directly below. The massive lite to be removed was on the second floor of the Jewel
Box, a building between the two high-rise Arco
Towers, in downtown Los Angeles. The engineers were sure that the weight of the men,
machinery and 1,800 pounds of glass would
crush the tiles. Gil Martus, Giroux Glass’ project manager, brought in a 42-foot, 3-story
rolling scaffold and tower that was weight-proportioned to protect the tiles, and directed the
tiles be covered with steel plates.
The Giroux crew mounted the power cups
to the glass and broke the seal with a team
of eight glaziers, each one dedicated to a
specific task. Once the lite was removed, it
was rotated by crane down to the street and
rolled, scaffold and
all, out of screen
shot. Once the scene
was completed the
lite was rolled back,
reinstalled
and
sealed. Much to the
engineers delight,
not a single tile was
damaged.
4. Solae in St.
Louis - 35,712
square inches
Hilboldt Curtainwall Inc. in St. Louis
installed these 4- by
62-foot panels of

Photo courtesy of Hilboldt Curtainwall.

The Biggest Lite

Solae Global Headquarters, St. Louis
Viracon’s VE 1-40 low-E insulating glass,
within Hilboldt’s 2.5-inch curtainwall system,
in the Solae Global Headquarters in St. Louis.
According to chief executive officer Jane
Hilboldt, “Our biggest challenge on panelizing this job was the coordination from manufacturing to the installation sequence since
we were dealing with six different radiuses
and a random pattern of fritted glass—resulting in each panel being unique.”
5. General Motors Building in New
York - 32,220 square inches
W&W Glass in Nanuet, N.Y., set this 90by 360-inch ¾-inch float glass into the General Motors Building on Fifth Avenue. According to Scott Haber, managing partner, “It
was custom-made right off the float line because it’s not something somebody stocks.”
Something that big—no kidding! Haber says
the lite was shipped directly to W&W from
the former Libbey Owens Ford.
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a variety of categories.
To ensure your inclusion on next year’s lists, e-mail mheadley@glass.com.

Top 10 Insulating
Glass Producers

Top 8 Float Glass
Producers in North America

Oldcastle Glass®
Viracon
Arch Aluminum & Glass Co. Inc.
AGC Flat Glass North America
Vitro America
JE Berkowitz LP
United Glass Corp.
Rochester Insulated Glass
PRL Glass Systems
Virginia Glass Products

Pilkington North America Inc.
Guardian Industries Corp.
PPG Industries
AGC Flat Glass North America
Cardinal Glass Industries
Vitro S.A.B. de C.V.
Saint-Gobain Glass
Zeledyne

Top Architectural
Metal Producers

Kawneer Co. Inc.
Oldcastle Glass® Vistawall®
YYK AP America
EFCO Corp.
Arch Aluminum & Glass Co. Inc.
United States Aluminum Corp.
TRACO

Top 7 Curtainwall and Storefront/Entrance Fabricators

Kawneer Co. Inc.
Oldcastle Glass® Vistawall®
YYK AP America
Arch Aluminum & Glass Co. Inc.
EFCO Corp.
United States Aluminum Corp.
Southern Aluminum Finishing
Accura Systems Inc.
Architectural Wall Systems Co.

Top 8 Laminated
Glass Producers

Top 5 Low-E Glass Fabricators
(excluding primary glass manufacturers)
Oldcastle Glass®
Arch Aluminum & Glass Co. Inc.
Viracon
JE Berkowitz LP
Rochester Insulated Glass

Viracon
Oldcastle Glass®
Arch Aluminum & Glass Co. Inc.
Guardian Industries Corp.
AGC Flat Glass North America
Vitro America

JE Berkowitz LP
Dlubak Corp.

Top 10 Tempered
Glass Producers
(excluding primary glass manufacturers)
Oldcastle Glass®
Viracon
Arch Aluminum & Glass Co. Inc.
JE Berkowitz LP
PRL Glass Systems
Dlubak Corp.
Rochester Insulated Glass
Glasswerks L.A.
Virginia Glass Products
Custom Glass Products

Top 5 Fire-Rated
Glass Producers
Pilkington North America
AGC InterEdge Technologies
SAFTI First Fired-Rated Glazing Solutions
Schott Corp.
VETROTECH Saint-Gobain

Top 5 Fire-Rated
Glass Distributors
Technical Glass Products
Oldcastle Glass®
Vitro America
General Glass International
Glassopolis

Top 5 Hardware
Wholesale Distributors
C.R. Laurence Co. Inc.
ASSA ABLOY
Midwest Wholesale Hardware
JLM Wholesale
Mayflower Sales Co. Inc. ■

Photo courtesy of Juba Aluminum Products.
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