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The right glass can create a better place to work.

Cut cooling costs, equipment costs, and carbon
emissions with a name you trust.

Solarban, IdeaScapes, PPG and the PPG logo are trademarks owned by PPG Industries, Inc. | Cradle to Cradle CertiﬁedCM is a certiﬁcation mark of MBDC.
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And a better place to live.

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.

PPG Industries, Inc., Glass Business & Discovery Center, 400 Guys Run Road, Pittsburgh, PA 15024 www.ppgideascapes.com
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The North American mirror market has struggled
for some time against foreign competitors, but this
segment now is no different from any other part of
the glass industry looking for opportunities during
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Members of the Glass Association of North America
started some exciting new business and finished
with old during the 2009 Glass Week in Las Vegas.
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on the cover
La Perla restaurant in San Juan,
Puerto Rico, rates five stars. One
might argue that the glazing, fabricated by Paragon Architectural
Products and installed by Vista
Systems, does as well. Turn to
page 56 for more details.
Photo courtesy of Vista Systems.
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AMERICAN MADE...
UNHEARD OF PRICE!

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

* Plus shipping
Limited time only.

100 Industrial Drive • Sedgwick, KS 67135 • Also located in Aragon,G A • fax 316.772.5852 • UnruhFab.com
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USGlassElectronic
Only on USGlassmag.com
Departments Online
•

Financial Flash: Watch out for how some of the industry’s biggest
players are being impacted by the economy.

WeBlogs
Read weekly updates via www.USGNN.com.

•

Legislation & Legal: Read legal advice from experts and see what
legislation is coming down the pike.

Megan Headley
Editor,
USGlass Magazine

Go to www.usglassmag.com
Online Survey
Speak out and tell us what you think with our online reader poll.
Read the articles inside the issue and then cast your votes online. This month’s question:
The North American mirror industry has had to look
to a number of ways to preserve its core business
through tough times (see article on page 34). What
changes are you making to get your company
through this economic downturn?

❏ Diversifying product offerings
❏ Finding ways to cut operating costs
❏ Better promotion of advantages over competitors
❏ Waiting out the downturn
April’s Survey Results
We asked:
What do you most wish the architects with whom you
work knew about glass?
You answered:
14% Differences among coating
36% Maximum sizes
14% Code applications
36% To ask
36%
questions of
the suppliers
14%
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Monday - Let's Be Clear

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

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

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

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

On Occasion - deBLOG
Debra Levy
Publisher,
USGlass Magazine

14%
36%

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

New Ti-AC 23 Low-E glass from AGC has the lowest solar heat gain coefﬁcient of any
high-performance coating on clear-based glass. It offers an incredibly neutral look
with excellent glare control, as well as an aesthetically pleasing blue-grey hue.
Nothing gets you closer to nature more comfortably.
Call 1-800-251-0441 or visit www.ti-ac23.com to learn more.

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

Bringing It to the Table

Managing Editor

Debra A. Levy

Extension 111 • deb@glass.com

Megan Headley

Extension 114 • mheadley@glass.com

Erin Harris

Extension 130 • eharris@glass.com

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

Charles Cumpston

t’s unusual for us to reprint words that have already appeared on this page, but
we are making an exception this month. Here are some excerpts from an article that was first published in this column in July 2007:
“It is long past time for this industry to develop standards for glass used in furniture. The ‘gentlemen’s agreements’ that kept the right types of glass in furniture do
not translate well to overseas manufacturers. Our offices here receive at least one
phone call a week from manufacturers abroad … seeking to learn what codes and
laws govern the use of glass in furniture. These companies seem willing and eager
to follow any laws and codes that exist but, if it’s not legislated or codified, they are
not going to upgrade the glass and add expense beyond what is mandated by law.
“An industry can lose control of its own issue when public, political or legal outcry becomes so loud that control of that issue moves into those sectors. There are
warning bells about glass in furniture ringing from all three of those areas already.
“Last year, the well-known American Idol host Ryan Seacrest was injured by falling
into a glass table. The story gained quite a bit of publicity throughout the country.
Luckily, Seacrest wasn’t permanently injured, but he could have been. I would venture to say that none of us wants to see Seacrest—or the mother of a beautiful injured toddler for that matter—on Larry King Live talking about how the glass
industry knew about this problem, yet did nothing. If we don’t act, the public will.”
“Those of us in the industry in the 1980s remember how the Consumer Product Safety Commission’s (CPSC’s) regulation of glass in and near doors was born.
It was the result of an initial inquiry by a congressman with a young relative who
had been injured when she ran into a sliding glass door. I don’t expect it will take
too many years for that scenario to repeat itself again with glass in furniture. And,
anyone around then remembers how it took nearly 20 years to “fix” CPSC’s regulations and what confusion they caused. If we don’t act, the politicians will.
“The website ConsumerAffairs.com reports that more than 515 readers have
reported the spontaneous “shattering” of their tabletops. The CPSC is involved and
has had discussions with Kmart, but no recalls have been issued. If we don’t act,
the lawyers and regulators will.”
I was very pleased to see an ASTM committee on glass furniture work on this
issue shortly after the article ran. Now consider this report from CBS 4 television
station in Miami earlier this month:
“An estimated 20,000 children are seriously injured every year from accidents
associated with glass top furniture. Some even die from their injuries and many
emergency room doctors around the country say our current laws don’t do
enough to protect our kids.
Eleven-year-old Christiana Sarty died last year when she fell through a glass coffee table. According to the police report,“… nearby and inside of the table base was
observed several large and medium sized shards of broken glass … an autopsy found
that Sarty died as a result of heavy sudden blood loss through a puncture.”
A report in the March [2009] issue of Pediatric Emergency Care found that between 1995 and 2007 at least 174 young children were injured when glass tables
in their home suddenly shattered. Eighty percent required surgery…
The ASTM standard cannot come fast enough. As I said that June nearly two years ago
if we don’t act, the lawyers and regulators will.” Our industry should care enough about
its customers—and the children of its customers—to get this done and quickly.
— Deb

Extension 0 • ccumpston@glass.com
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Two City Place Lobby, Fort Worth, TX | Gideon Toal Architects

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

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

ENVISION THE POSSIBILITIES.™
W W W.VITROAMERICA .COM | 800.238.6057
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DearUSG
Say It Like It Is

Fabrication Omission

Dear USGlass:
I liked Lyle Hill’s fiery article “You Gotta
Be Kidding” in the December
2008 USGlass (see December
2008 USGlass, page 104). Just
say it like it is and let the
chips fall where they may.
Foresight is so scarce it’s a
shock when you see it. Lyle’s
my man.
Dez Farnady did a good
article on low-E glass as well in that issue
(see December 2008 USGlass, page 8).
D.E. Gravelle
Architect
Vallecito, Calif.

Dear USGlass:
I noticed in the December 2008 issue
of your magazine, page 16, under Solar
Watch, the brief article about the new
California Academy of Sciences topped
by a massive solar canopy. It refers to
the installation by Permasteelisa (actually Josef Gartner) as well as the solar
panels as produced by Suntech Power
Holding Co. Ltd. It also mentions that
PPG Starphire ultra-clear glass was
used to make up the panels.
However, it did not mention that J.E.
Berkowitz L.P. provided the entire glass
package, including supplying to Suntech almost 1,500 lites of the 4- by 6-

Largely Influential
Dear USGlass:
I have seen some of your featured
glaziers in USGlass magazine. While
my father, Keith McLeod, may not be
able to compete with many of their
qualifications and schooling, he has
been somewhat favored by homeowners in Central Florida, as a small business owner providing shower doors,
mirrors, closet shelving and bath accessories. We have been able to keep
some long-standing relationships with
local contractors by providing glazing
services anywhere from window repair
to commercial storefront installation.
I am his oldest son, Bill. I have been
working with my father for 13 years. I
started as a glazing helper, soon advanced to the glazing position and now
am working as multi-purpose personnel—bidding, ordering materials and
job preparation. I am attempting to
broaden my educational and professional skills in glazing with a glazing license offered by the state of Florida.
My father’s story is testament to the
opportunity that all people are given in
the United States. Where he has been
blessed, he has also looked past the
comfort of everyday living to bring communication, research and bottom-line
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labor to work in the form of his own
personal work habits and by putting
others—especially customers—first.
My mother, Karen, has also contributed to the business. She has past
experience in banking and has undertaken the majority of the bookkeeping. She and my father have been
blessed with years of teamwork, in
raising and caring for their children. I
can’t understand how they even
began to have the time to work and
have success in family life. She also
works full-time as a realtor and works
part-time at Delta as a ticket agent.
My father has been a solid dad
throughout his life. He made these opportunities for himself and for us, his
family, choosing of his free will to do
business in the United States glass industry. He has almost 35 years of experience, all in Central Florida, as a
business owner/operator. He has been
starting his workday at 6 a.m. and ending his day around 5 p.m., Monday
through Friday, for at least 25 years.
All Builders Glass is a small, four-employee shop with a devotion to traditional glazing methods and interest
toward new developments and product
advancement. This business has made
it to this point on old-fashioned cus-

inch 8-mm Starphire glass that was on
all four edges machined and fully tempered by J.E. Berkowitz L.P., suitable for
processing and laminating by Suntech.
Arthur M. Berkowitz
President and CEO
J.E. Berkowitz L.P.

USGlass and Paul
Dear USGlass:
I have known Paul Bieber for at least
20 years, although he may not recall me.
I called on Paul at Floral Glass and Mirror to serve that company with our line
of separator pads for protecting glass
during shipment. I have been reading
Paul’s column for USGlass, and often

tomer service and traditional American
business values. We have always been
compelled to call a job finished only
once the customer says so. It has been
his ambition that has kept All Builders
Glass open to the public. We are thankful to have made it through the recessions and building trends (or lack
thereof). It is to our return and regular
customers that we owe thanks for keeping our business and family with them,
through their lives. We also owe thanks
to our suppliers, AGM Orlando (Alumax),
Combee Insulation (Heatilator), Continental Glass (Kawneer), Deltek (ClosetMaid), Joe Sferrazza (Virginia Mirror), RF
Supply (plate and decorative glass) and
Venture Circle (bath accessories).
All Builders Glass & Supply has also
been blessed with a history of few accidental incidents. My father built not only
his business, but also himself, through
the business. Traditional business practices and service, standards in U.S. business and a distinguished group of
glaziers who preceded him have led him
to remain true to his original business intention—even when times were tough.
Sincerely,
Bill McLeod
All Builders Glass & Supply Co. Inc.
Orlando, Fla.
www.usglassmag.com
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send copies of it to our staff, since he
began writing it at the end of 2006.
I had occasionally thought of commenting on Paul’s blog (visit
www.usgnn.com to read Paul’s blog),
but never was sufficiently moved to
take the keyboard in hand. After reading his entry “Why Did They Go Out
of Business?” from August 24, 2008, I
felt compelled to respond.
I think if you ask this question of
those who lead companies past a silver,
not to mention golden, anniversary,
you’ll hear that there is one characteristic that must prevail. I truly believe it
is not the desire to return stockholder
value (although that is a byproduct critical to longevity); and it is not the family approach to employees, vendors and,
of course, customers, as that has almost
passed being a cliché; but rather it is the
integrity of the management. It is the

Contents

Search

desire to succeed in
business and always
maintain the steadfast
ability to look in the
mirror of one’s conduct and be proud of
who it is that looks
back at you. Companies are only a mirror of those that lead them.
When I purchased a small, 20-yearold converting operation in 1975, I had
the mission to prove that one could run
a successful business and be full of integrity in all of one’s business dealings
with employees, suppliers, customers
and everyone with whom we dealt. Certainly it is easily said, but rather often
difficult to pass the test and remain focused on always delivering that level of
conduct. A wise associate forever defined
for me the meaning of the word integrity.
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He simply stated,“Integrity is what one
does when nobody is
looking …”
There is an old expression that states,
“That which goes
around, comes around,”
and from enormous respect of that truth I have
run The Frank Lowe Rubber & Gasket Co.
Inc. these past 33 years.
I do believe that there are companies
that survive, and even thrive, in the
short term, but when it comes to
longevity, only those with integrity will
be here tomorrow.
Paul, thank you for your blogs and articles. Please keep on writing.
Ira M. Warren
President
Frank Lowe Rubber & Gasket Co. Inc. ■

Brand new: Bohle Brite Sheen™ Glass Cleaner
Bohle America has all the supplies you need for your
daily business. For example, the brand new Brite Sheen™
glass cleaner exclusively for you from Bohle:
Industrial strength, no-streak, aerosol formula
Foaming action stays on the glass longer for better results
Formulated to clean in the toughest glass environments
Cleans all glass, tile, stainless steel, vinyl and metal surfaces
Ozone safe, VOC compliant, environment-friendly packaging
iscount:
ctory D
Introdu xes (60 cans)
bo
Order 5 d get $ 5 off!
n
e
onlin a e: britesheen
od
c
n
Coupo

Everything you need for your daily business:
Shop online and save at www.bohle-america.com.

We have all the supplies you need!
Bohle America, Inc. · 13850 Ballantyne Corporate Place · Suite 500 · Charlotte, NC 28277 · T +1 866 939 0053 (toll free) · F +1 704 887 3456
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GANAPerspectives

Internet Events
Glass Industry Embraces Online Education, Meetings
by Brian Pitman
s the cost of doing business in daily newsletter. Some, such as the web-based meeting, saving its members
the glass and glazing industry monthly PGC International webinar and the organization tens of thousands
seems to grow by the minute, and future GANA educational webinars, of dollars. The decision was embraced by
companies are looking for ways
its members, and quite a lot of
to provide essential services to Several companies offer online work was completed during the
their employees and clients in
meeting capabilities, with the event. Many other organizations
a cost-effective manner. Trade
also have adopted web-based
associations such as the Glass ability to stream voice and even meetings as replacements for loAssociation of North America
events, and GANA
video, share a whiteboard or cation-based
(GANA) are in the same boat,
also is looking at the potential
especially with regard to regu- collaborate on a document and for cost savings to members and
lar meetings of the association.
the organization.
The evolution of online tech- switch controls from user to user
nology has provided a solution
THE FLIPSIDE
or computer to computer.
for this need, and that solution
The downside to web-based
is becoming more and more prevalent provide free education and information meetings, of course, is that the face-toin the industry.
to anyone in the industry willing to par- face nature of location-based meetings
Ten years ago, a handful of software ticipate. Others, such as the Glazing In- is lost in translation. The opportunity
companies provided the ability to con- dustry Code Committee’s (GICC) to mix with others in the industry, to
nect via a computer online and took Energy Code Updates, charge a fee and develop relationships with customers
control of it (this capability was even provide exclusive information, thoughts and to establish a personal rapport isn’t
built into every copy of Microsoft Win- and ideas to those who attend. Both possible in the anonymous nature of
dows and has been for quite some types of webinars have been successful. the Internet. However, in light of the
time). The technology was clunky at
The beauty of this online education, tremendous cost savings in a harsh ecobest, and it didn’t provide a feasible way of course, is the inexpensiveness of its nomic climate, companies are learning
for multiple people to “meet” online ad- nature. Companies can send employ- to evolve how they address those asequately. Now fast forward a few years. ees to events with the purpose of get- pects as well. Until we see true ecoSeveral companies offer online meeting ting the needed educational content. nomic recovery, this will have to suffice.
capabilities, with the ability to stream But for a face-to-face meeting, there is
I encourage you to hop on a free
voice and even video, share a white- typically a registration fee, plus travel web-based meeting at least once in
board or collaborate on a document costs, hotel costs if the event is distant, the next few months to get a feel for
and switch controls from user to user food and beverage necessities, etc. their possibilities. As we move
or computer to computer. Furthermore, When compared to an online event that through the rest of the year, you will
they offer it inexpensively (some serv- may or may not charge a fee to “attend” find more and more chances to do so,
ices are even completely free).
without the travel, hotel and food costs, from GANA and others. ■
the benefits weigh heavily in favor
MEETING IN CYBERSPACE
of an online event. Additionally,
With new software and new tech- the savings also may make it posnologies debuting at a rapid pace, many sible for a company to have more
B r i a n P i t m a n is GANA’s
are looking to leverage this technology employees participate, sort of
director of marketing and
to make the best of a tough financial “spreading the wealth.”
communications. Mr. Pitman’s
opinions are solely his own
situation. During the period of a week,
PGC International announced
and not necessarily those of
several “webinar” notices are posted on earlier this year that its spring
this magazine.
USGlass Magazine’s USGNN.com™ meeting would occur as a two-day,
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EVERYTHING STOPPED.

Fire. Smoke. Radiant Heat. Conductive Heat. It all stops here - with Pilkington Pyrostop. Fire-rated for
up to 2 hours with the required hose stream test and impact safety-rated, Pilkington Pyrostop consists
of multiple layers of glass that can be used in doors, sidelites, transoms, walls, and more. Available for
interior or exterior applications, Pilkington Pyrostop is wireless without sacrificing the clarity of regular
float glass. Stop settling for anything less than the best protection, use the glass that stops it all.

fireglass.com
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Buyer’sBlock

Cutting Costs
Tips for Reducing Costs When Times Are Tight
by Paul Bieber
n my own informal survey of glass
shops, about two-thirds of vendor
purchases are glass and metal. Let’s
look at how we can save on the last
third—the expenses that don’t directly
correspond to revenue.

I

YOUR UTILITIES
Some states grant exemptions for
sales tax on electricity used in the
manufacturing of goods for resale. Call
your local utility—it is your job to
check and then apply for the tax exemption. If you fabricate a single mirror in your shop, part of your bill is
eligible for this exemption.
Utilities have hundreds of different
rate plans. If your usage has changed in
the last couple of years, don’t count on
your utility to change your rate plan—
this is something you have to do yourself. Every city has a service company
that will look at your phone and/or
electric rates to find overcharges. The
usual fee is 50 percent of the savings for
one to three years. These companies are
usually very effective. Ask a few friends
if they have a recommendation, or
Google “utility bill auditors” for someone in your region.
Cut one of your phone lines if you
have three or more. You don’t need a
private line in your office. Use one less
fax line for the whole company. Train
your employees to use the phone book
or search engines to look up phone
numbers, rather than dialing 411,
which costs about $1.50 per call.
If you have a maintenance contract
with a phone repair service, analyze
how much you spent last year versus
how much you would have spent just
by paying service call bills. If you are
keeping the contract, call this vendor

12
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and tell them you
are taking 10 percent off next
month’s bill. You
will look to put it
back on in six
months. If you
have paid your
bills on time, and
have not abused
the service contract, you will hear
“yes” more often
than “no.” Now, do
this with every service contract you
have. You really will see savings.

YOUR RENT

YOUR INSURANCE
Combine all of your policies with one
company for the best discounts. Your
broker should bring you at least four or
five quotes. If he says you have the best
rate and you don’t need to do a search,
then search for a new broker. Look at all
of your policy provisions and eliminate
two riders that cover the least likely
event to happen. This is one situation
where you have to take the gamble. Tell
your broker you need a minimum 20percent reduction, whether through
changing carriers, changing coverage or
asking them to reduce their commissions. Before you ask your employees to
pay more for their benefits, push the
carriers to reduce your costs. ■

If you don’t own your own building,
meet with your landlord. Tell Mr. Landlord that you must reduce your cost by
25 percent, no matter what your lease
says. In this economy, most property
owners will accept a reduction in rent
to keep you in their building. Yes, you
had a contract for a number of months
at a rate. A contract can be changed
with the mutual consent of both parties. It costs you nothing to ask now. If
your contract is up in a year or two, tell
Mr. Landlord you want this new lower
rate until renewal. If your lease is
longer, put a finite date when the
rent will increase again; usually
two to three years of rent relief at
P a u l B i e b e r has 30
ten to 15 percent savings is what
years in the glass industry,
I am hearing.
including nine years with C.R.
If you can’t get this reduction,
Laurence Co. Inc., and 21
ask for a renovation now, at the
years as the executive vice
landlord’s expense. Negotiate a
president of Floral Glass in
rent increase to go into effect two
Hauppauge, N.Y., from which he retired in
years after the renovation is done.
2005. Mr. Bieber’s opinions are solely his
A sparkling showroom will help
own and do not necessarily reflect the
you gain additional sales.
views of this magazine.
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Hold Online Marketing Accountable
Get The Best ROI on Your Marketing Techniques
by Mike Jones
f you’ve recently made the leap to
maintaining a solid online presence,
you’ve already figured out that online marketing is different from traditional advertising methods. You’ve been
introduced to search engine optimization (SEO) and pay-per-click (PPC) ads,
and you know the difference between a
landing page and a sales page.
Now that you’ve mastered the nuances
of online marketing, it’s time to see how
those new methods of reaching your
customers are measuring up. Online
marketing has an advantage over traditional advertising in this regard. The nature of the Internet makes it measurable,
quantifiable and easy to track.
What does this mean for you? A serious return on your investment. Your
ROI is directly related to how much energy you put into the right marketing
techniques.

I

USE WEB ANALYTICS
The information you need about
your customers is available on the web,
but it’s difficult to track down by hand.
Web analytics will track down the information you’re looking for, and it will
also specialize according to the information you need.
Want to find out how many customers linked to your website via that
marketing e-mail you just sent out?
Web analytics can keep that information separate from all of the other customer information, so you can see the
direct correlation between each of your
marketing methods and the return they
give on that investment.
Web analytics also can track correlations between techniques that consistently have worked in the past. If a
particular phrase has received high re-
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Your ROI is directly related to how much energy
you put into the right marketing techniques.
sponse in different marketing techniques, web analytics can find that correlation and bring it to your attention.
There are many for-fee web analytic
products and services available in the
marketplace that will provide you these
insights. However, Google Analytics is
a very powerful tool for free.

WORK ONLINE AND OFFLINE
Don’t stop at the web; demand accountability from your offline advertising, too. Web analytics also can be used
for your more conventional advertising
techniques.
For example, you may have your
phone number on a print ad or in the
Yellow Pages. Web analytics would put a
trackable phone number on that same
ad to let you know how many of your
customers call that number to reach
you. By comparing the number of customers who respond to each ad, you’ll
know which of them are getting you the
best ROI.
In other traditional advertisements
or communications, you may want to
direct potential customers to specific
landing pages on your site. These newly
created landing pages would be customized to the specific offer or to address in detail how your company
can solve the needs of a targeted
customer. Again, web analytics
will give you insight into how effectively you are reaching your
target audience online and offline.
And, more importantly, what actions must you take to accomplish
your goal—increased sales.

CHANGE UP YOUR TECHNIQUES
You can’t rely on web analytics to do
all the work of improving your ROI for
you. Even though they analyze well,
they don’t innovate. That part of the job
is still up to you.
One great way to come up with inspiration for new ideas is to experiment with the methods you already
know work well. Try taking winning
tactics from other marketing tools
and putting them to good use. If a certain phrase worked well at grabbing
attention in a print ad, try using it to
grab attention as the headline of a
marketing e-mail.
When you have a marketing method
that’s working fairly well but not quite
giving you the output you’d hoped for,
you can use the same techniques to
boost performance. If nothing you do
seems to improve that method’s ROI, it’s
time to dump it and move on.
Part of demanding accountability
from your marketing techniques is
knowing when to give up on one. If it
can’t give you the ROI you’re looking for
no matter what you do, move on to a
better performer. Be brutal and make
decisions quickly; you deserve the best
ROI you can get. ■

M i k e J o n e s is the
president of GTS in Portland,
Ore. Mr. Jones’ opinions are
solely his own and not
necessarily those of this
magazine.
www.usglassmag.com
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visit www.usgnn.com for news every day

DOE Releases Final Revised
Criteria for ENERGY STAR®
he Department of Energy (DOE)
has released the final revised criteria for ENERGY STAR-qualified
doors, windows and skylights. It includes the following items:
1. Phased implementation. According
to an announcement from DOE, stakeholders generally supported postponing
finalization of Phase 2 criteria. “Since it
is still three to four years until the likely
effective date for these criteria, DOE is
deferring finalization of these criteria to
allow for additional data collection and
analysis,” Rich Karney, program manager wrote in a letter issued on April 7
to ENERGY STAR stakeholders. “The department will begin research on a Phase
2 proposal in late 2009.”
2. Revised four-zone climate zone
map. The revised map includes four climate zones and geography-based zone
names.
3. Category shift for sliding glass
doors. Sliding glass doors will now be
present in the door category for the criteria, rather than the windows category.
4. Revised criteria. In the North, DOE
has retained the criteria levels and limited tradeoffs from the revised draft report. DOE had adjusted the U-factor for
doors in the < ½-lite category; in addi-

T

tion, DOE has set the solar heat gain coefficient for doors to match the International Energy Conservation Code
(IECC). For skylights, the criteria listed
in the original draft will be retained,
based on IECC levels.
5. Tubular Daylighting Devices. While
some stakeholders had suggested that tubular daylighting devices be removed
from the program, DOE has decided to
continue to include these under the criteria for doors, windows and skylights,
“under the condition that manufacturers
provide documentation showing the
product U-factors are rated under NFRC’s
[the National Fenestration Rating Council] computer simulation procedure.”
6. Insulating Glass (IG) certification.
DOE will require IG certification for ENERGY STAR-qualified doors, windows
and skylights as soon as NFRC makes
this certification mandatory, expected
in July 2010.
7. Shipment data requirement. While
stakeholders supported DOE’s potential
solution to the requirement for reporting product shipment data, the final
draft notes that this will help DOE
measure the impact of the program, but
is still discussing whether this method
is plausible.

DOE rejected the following possibilities for the program:
1. Exemptions for specialized products. Several industry representatives
suggested that DOE allow an exception
to the U-factor values for high-altitude
products, whiles others suggested separate criteria for high-impact products;
DOE plans to compile data on these
topics and analyze it for Phase 2.
2. Reference products for building
packages. Some industry representatives
had suggested that a “package” of windows be allowed when equipped with a
single glass package but various operator
types. The DOE has rejected this suggestion, noting it could cause consumers to
“mistakenly believe all windows they
purchased qualified for applicable incentives offered in their region.”
3. Elimination of the map on the
product label. Karney notes that removing the climate zone map from the
product label “would compromise the
effectiveness of the label.”
4. Air infiltration requirement. While
some stakeholders suggested that there
be a mandatory air infiltration requirement, DOE has not included this in the
continued on page 18

Revised ENERGY STAR Window Criteria Comparisons
Proposed
Climate Zone

Draft Criteria Proposal—Phase 1

Final 2009 IECC

Revised Criteria Proposal—Phase 1

U-Factor

SHGC

U-Factor

SHGC

U-Factor

SHGC

ES5a

< 0.30

< 0.55

< 0.35

NR

N/A

N/A

Northern

Tradeoffs

Tradeoffs

< 0.35

NR

< 0.30
= 0.31
= 0.32

NR
> 0.35
> 0.40

North-Central

< 0.33

< 0.40

< 0.35

NR

< 0.32

< 0.40

South-Central

< 0.35

< 0.30

< 0.40

< 0.30

< 0.35

< 0.30

Southern

< 0.50

< 0.25

< 0.65/0.50

< 0.30

< 0.60

< 0.27

NR = No Rating
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NewsNow
continued

new criteria based on the fact that
there’s not a consistent way to evaluate
air infiltration performance and for the
consumer to verify performance claims,
according to the announcement.
5. Certified Product Directory
number and code readjustment re-

quirements. DOE has eliminated
these from the final criteria.
6. Orientation, shading and glazing requirements. DOE notes that setting these
requirements was not feasible because
they deal with the installation of the windows and ENERGY STAR typically is aimed

at the replacement market “where orientation and shading are predetermined.”
The revised ENERGY STAR program requirements for doors, windows and
skylights will go into effect January 4,
2010. A transition period will run
through March 31, 2010.

Freedom Tower Follow-Up: Senator Schumer
and Safety Group Calls for Change

18
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tant building,” he said. “It is critical that the design and fabrication of the Freedom Tower
glazing meet the highest possible quality standards. Does all
of the glass for the Freedom
Tower meet the standards of organizations such as ASTM and
the Department of Defense?”
The SSC called for the following immediate actions in
the press conference:
• For the New York and New
Jersey Congressional delegation to initiate a federal
probe into the legality of the
glass contract with China;
• For the Port Authority of
New York and New Jersey (PANYNJ)
to explain why no American glass
company received this contract,
and to answer the question why
American union workers have been
overlooked;
• For the PANYNJ to immediately void
the Chinese glass contract and use
U.S. products instead; and
• For the PANYNJ to show the public exactly which standards were used to
design the glass.
While the name of the Chinese glass
manufacturer has not been confirmed,
a PPG technology licensee has not been
ruled out as a possibility.
The April story included this statement from Port Authority spokesperson
Steve Coleman: “Our contract is with

DCM/Solera. That firm
hired a sub, Zetian, an
American company, to procure the glass from a Chinese manufacturer which is
producing the ‘starlite’ lowiron glass under the Pittsburgh glass license.”
Rob Struble, business
commercial manager for
PPG’s Performance Glazings division, confirmed to
USGlass that PPG has a
technology license with
Shandong Glass Group that
includes low-iron (but not
Starphire) glass. “Our
agreement does not allow
them to ship to the U.S. unless it is fabricated in China or part of a finished
good,” Struble says.
“We still are of a mind that the glass
used on the project should be the specified Starphire and sourced locally,” he
adds.
It is important to point out that this license is not for Starphire as PPG does
not license that technology. PPG licenses low-iron and other float glass
technologies around the world, including oxy-fuel which enables glass makers
to reduce their energy consumption and
environmental impact. PPG’s patent for
low-iron glass dates back to 1989.
“Other glass companies also market
low-iron and low-iron glass making technologies globally,” Struble says. ■
Photo courtesy of SOM

T

here has been much industry response to the USGlass investigative report regarding the glass for
One World Trade Center being manufactured in China after U.S. companies
provided much of the development
work (see April 2009 USGlass, page
30). The New York ABC affiliate highlighted the story in April based on the
article. In that report New York Senator
Charles Schumer called for a rescinding
of the glass contract. Also in response
to that article, the Skyscraper Safety
Campaign (SSC) held a press conference regarding this issue.
“It is a well-known fact that numerous Chinese products have inconsistent and questionable quality
standards,” said Glenn Corbett of John
Jay College in New York, chief technical advisor to the SSC, during the
press conference.
“In addition to grave safety concerns,
the use of Chinese glass in the Freedom
Tower is a slap in the face to every hardworking American worker who has lost
his or her job in this time of economic
crisis,” he added. “President Obama
has called for jobs to remain in this
country so that U.S. citizens can remain
gainfully employed.”
Corbett also was concerned about the
fact that the Freedom Tower is an extremely sensitive building in terms of security. “The type and quality of glass is
one of the most important considerations when designing a terrorism-resis-
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CompanyNews
VEKA Inc. Launches Commercial
Door and Window Program
VC profile extruder VEKA Inc.,
based in Fombell, Pa., has
launched a commercial door
and window program. The extruder
says it has worked to develop products
for this market for close to a year now in
an effort to test the potential of these
European-style doors and windows for
commercial construction.
“Although VEKA vinyl windows
have been installed in commercial applications all over the world for many
years, the American market has been

P

slow to change. However, with recent
and upcoming energy code changes
and government programs like LEED,
there is a greater demand for more
energy efficient products like PVC
windows which is unparalleled in the
residential window and door industry
as far as thermal performance is concerned,” says Kevin Seiling, general
manager of the commercial window
division.
The PVC products being introduced
are all steel-reinforced and will be man-

Bohle America Agrees to Sales
Cooperation with ACW

B

ohle America Inc., a
manufacturer and supplier of tools, machines
and consumables for glass processing and finishing with
headquarters in Charlotte,
N.C., has been working in cooperation with the German
chemical company Aachener
Chemische Werke (ACW) since
March 1, 2009. The American
subsidiary of the Bohle Group
will take over general sales in
North America of the specialist’s products for the glass industry from its current supplier,
Glass Supplies Inc. Glass Supplies Inc. will be ending its as- Bohle America will be taking over sales of
sociation with ACW products ACW’s cutting tools.
within the next month.
ACW has an extensive product range that includes glass cutting fluids, glass
washing fluids, glass grinding and beveling coolants, separating powders,
water soluble glass markers, lubricants and specialty products.
❙❙➤ www.bohle-america.com
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ufactured in the Pennsylvania facility,
as well as by other partners in the U.S.,
Mexico and Canada. The product line
will carry commercial (C), heavy commercial (HC) and architectural grade
(AW) ratings. VEKA also is pursuing
impact rating for these products and
will be focusing its sales efforts on
storefronts, schools and institutional
projects.
“The most recent bill signed by Congress, the American Recovery and
Reinvestment Act, tremendously helps
this segment of our business as we have
the perfect product that meets the energy codes that will be an important
part of this act,” says Seiling. “We plan
on attacking this market vigorously and
will prove the viability of PVC in the
commercial marketplace.”

❙❙➤ www.vekainc.com/commercial

Grant to Help
Rochester Insulated
Glass Expand, Create Jobs
Grant to Help Rochester Insulated
Glass
Expand,
Create
Jobs
The New York State (NYS) Division of
Housing and Community Renewal
(DHCR) awarded a $515,000 community development block grant to the
town of Manchester in Ontario County,
N.Y., that will help Rochester Insulated
Glass Inc. expand.
The funding, approved in early April
by DHCR’s Housing Trust Fund Corp.,
will make it possible for the nearly 40year old company to acquire the new
machinery and equipment it needs to
complete the second phase of its expansion (see March 2008 USGlass, page
24). The company’s phase one expansion included increasing the size of the
facility to 198,000 square feet and electrical upgrades. ■
www.usglassmag.com
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ContractGlazing
IUPAT General President Shares Views
on Issues Affecting Contract Glaziers
ames Williams, general president
of the International Union of
Painters and Allied Trades
(IUPAT) met with both Vice President
Joe Biden and Secretary of Labor Hilda
Solis during the AFL-CIO Executive
Council closed door meeting that took
place in early March. Williams talked to
USGlass about the meeting, some of his
concerns and challenges the construction industry is facing.
Q. What were some of your specific concerns/issues you discussed during the
meeting with Secretary Holis and Vice
President Biden?
A. With Secretary Holis …my question concerned her knowledge of unemployment. All too often when
people are put on unemployment, if
the unemployment expires in say 26
weeks, once they are off unemployment … no one really [keeps up with]
them or they are forgotten. Secretary
Holis is quite aware of the working aspect of it because she came from immigrant parents. And her concern is
for the working people and I was really happy to hear that.
There were also questions about
OSHA standards, which protect the
workers. During the Bush Administration [enforcement] was slashed.
The only thing that was increased was
enforcement of the regulatory issues.
So instead of being a Department of
Labor (DOL) that protected the working person, it was more of an inspecting DOL. We voiced concerns about
that.
Joe Biden came in and that was
quite exciting to have one of the people we supported [in the election]
come in. He talked about being the
sheriff of this huge stimulus bill and
having to look out for fraud to make

J
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Q. What were some green
sure that not one penny is
building discussion points?
misspent. When you are
A. That’s a big portion of
talking about billions of
the stimulus package.
dollars that’s an awesome
You have a lot [of that]
responsibility. If you go
with the glass industry
back to the Iraq war they
there. I think that people
found tremendous fraud
have to get confidence
right off the bat. As he
back in the country and
said to me, ‘we’re going to
they have to support the
build bridges and build
president, and that does
schools. Instead of doing
not mean they have to be
it in Iraq we are going to
all democrats.
do it in the United States.’ James Williams
Q. How long will it take do
So I think his oversight of
the stimulus package will be a big ad- you think for this to start moving forvantage to the taxpayer. Because it [all ward and helping people?
the extra spending] was not looked A. The economists we had at our meetover during the war and that’s proba- ing said they do not see a turnaround
bly what got us into this mess. Now we until the first quarter of next year. I
have to turn around and do double hope that it does come by then. I know
duty—pay for that and get people a lot of our members are hurting now.
We are in meetings to change some of
back to work.
Q. Looking at what’s happening right our benefits to better help the members
now with the construction market, what facing hard times.
are some things you’d like to see hap- Q. What do they plan to do with appen/areas addressed by the government? prenticeship classes now that so many
What do you think are some measures journeymen are sitting idle?
that could help get things moving again? A. We cannot stop taking people into
A. The stimulus package is going to ad- this organization and we have to condress infrastructure needs that are far tinue the apprenticeship programs. The
too long overlooked. Putting the money last quarter of last year we were down
into these shovel ready jobs that are 3 percent in hours; I’m sure that Januimmediately ready to start up. We’ve ary-March of this year we will be down
kind of failed miserably with the stim- at least that or more in hours. That ofulus package with the banks. Now, fers up the availability of training in uphopefully the stimulus package by the grade classes for our journeyman
Obama administration will put people glaziers, so we will continue to train
back to work so they can spend money and continue to educate. And look on
and pay taxes, because it is quite scary. the other side of this because there are
I represent people who live week-to- a lot who are teetering on retirement.
week with their paychecks. They are They could live on retirement. You
not socking away 10-20 percent of their might see more people going on retirepaychecks for a rainy day, so this has ment as a secured income rather than
definitely affected my members and I
feel for them.
continued on page 24
www.usglassmag.com
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International trade show specialized in
machinery, equipment and systems
for f lat, bent and hollow glass and in glass
and processed products for industry.

Il filo rosso Solera & associati

16TH SHOW

VITRUM
fieramilano
28-31 OCTOBER 2009

VITRUM ENERGIA

Segreteria Generale
Via Petitti, 16 - 20149 Milano Italy
Tel. +39-02.33006099
Fax +39-02.33005630
www.vitrum-milano.it
e-mail: vitrum@vitrum-milano.it

On display will be the latest innovations
from the most highly-qualified
international firms in the flat glass
processing sector and, in the VHG section,
the hollow glass sector. New in 2009
will be Vitrum Energia, the first Italian and
international showcase specialized
in energy saving technologies.
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ContractGlazing
continued

trying to sit around and wait for the
next job to break. So we will track our
retirement to numbers to see if they go
up that we have the people to replace
them.
Q. I understand that there are a lot of
older guys working part time the last
few years. Are you encouraging them to
retire?
A. That’s a personal decision, but I
know when we went through a similar
down period in the late 1980s I offered
an [early retirement] window in our
pension fund, to then bring in younger
people, drop your average age and
then help your actuarial rate with your
pension.
Q. With these tight construction
times are you feeling more non-union
competition?
A. Not really, they are hurting just as

much as we are. If you have a stable
union contractor and he has to sharpen
his pencil, he’ll sharpen his pencil and
get the job. The non-unions are going
to be laying off just like the unions. The
only difference is when a non-union
glazier gets laid off, he goes to another
company and he’s starting all over
again. A guy who works himself up to
$15/hour as a non-union glazier, and he
went to work for XYZ after being with
ABC, now he’s starting back at $8 or $9
an hour.
Q. What do you worry about?
A. I worry about what’s happening to
the financial markets in the country
and the stock market … we had a very,
very good year on our pension fund
that was a negative good year because
of the stock market. I worry about the
Pension Benefit Guarantee Corporation

… think of those poor guys who had a
401K during this period. Compared to a
defined benefit like the pension fund, if
I was planning for retirement and I had
$600,000 in my 401K, now the stock
market is right in half of what the high
point was. So that $600,000 is now
$300,000 … how can I retire? So that
scares me. We have diversification of
our pension funds, and we are still in
the green zone, as they say in pension
funds. It’s good, though not 100-percent
funded—our last reporting period was
82 or 83 percent funded—we will probably drop to the yellow zone, but we will
take action to fix that. So, that does
worry me, but that’s worrying everyone
in the country right now. I say that you
can’t make my job any better than it is;
my job is to make it better for the people I represent. ■

GLAZING

THE ULTIMATE

MASTCLIMBER
•
•
•
•

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 mastclimbers represent the perfect solution to vertical access. They offer
multiple and adjustable work areas and also help eliminate reliance on costly jobsite tower crane
to get material up to the building. Productivity is guaranteed.
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GlobalUpdate
worldwide

CRL Makes Two Acquisitions
os Angeles-based C.R. Laurence
Co. Inc. (CRL) has acquired Ebor
Group Holdings Ltd. (Ebor) in
Rochdale, England, a supplier of accessories, tools and machinery to the glazing and stone industries.
“We are very proud of the fact that all
55 employees of Ebor will be staying on,
including all four directors,” says Donald E. Friese, chief executive officer of
CRL. “We see this acquisition as the official launch of our European strategy
that was announced at glasstec in Düsseldorf in the fall of 2008.”

L

Ebor will act as the European headquarters for CRL Europe.
CRL is planning to make substantial investments in facilities in both
the United Kingdom and Germany. In
Rochdale, the company will immediately begin construction on a 75,000square-foot facility, which is
scheduled for completion in the first
quarter of 2010. This facility will be
in addition to the existing facilities
with more than 37,700 square feet for
floor space. In addition, Friese announced that a 30,200-square-foot fa-

CHINA

Jiaxing District
Recognizes Fenzi China

F

enzi China Paints and Sealants Co. Ltd.
has received an award from the Jiaxing District for its sales results and the quality of
its customer service. The company’s Jiaxing
plant was commended for demonstrating outstanding performance in 2008 in terms of competitiveness and safety, according to a company
announcement.
“The year 2008 can be considered a positive
year for Fenzi China,” says Stefano Pozzi, general manager. “We have strengthened our market position and significantly expanded our
customer base. All this has been achieved
thanks to the efforts of a united and highly motivated group and the extraordinary impact of
our brand on the clientele.”
Pozzi says 2009 will also be rewarding for the group in terms of growth.
“The year 2009 did not get off to a simple start even in China. The global
economic crisis is inevitably knocking on the door, but the Chinese economic
system is reacting positively. There will be a considerable production reduction during the year, but the Chinese economy will, nevertheless, continue to
grow. Thus we are optimistic, and I believe we will achieve the objectives we
have set for 2009.”
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cility has been purchased in Ilsfeld,
outside of Stuttgart and will open this
June.
In addition, CRL’s Australian subsidiary has acquired Australian Glass
Tools Pty Ltd. (AGT) in Melbourne,
Victoria. All employees of AGT will
continue. With the acquisition, CRL
plans to begin construction of a new
54,000-square-foot facility.
The new facility will feature shipping
equipment and computer systems for
quick delivery to customers. Customers
will be able to pick up orders onsite. A
large showroom will display new products, including full-size working models of CRL’s architectural hardware
products, frameless shower door hardware, railing systems and transaction
security hardware.

❙❙➤ www.crlaurence.com

middle east

RHI Receives
Contract for Two New
Float Glass Furnaces
Refractory provider RHI has been
awarded an order of $15.4 million USD
(12 million EUR) for refractory material for the construction of two new
float glass furnaces.
The first project is a greenfield plant
for Sphinx Glass, a fully owned subsidiary of Egypt’s Mena Glass. The second project is for Emirates Float Glass in
the United Arab Emirates, a subsidiary
of Glass LLC. This contract is for the construction and supervision of a second
float glass manufacturing facility in Abu
Dhabi. Both furnaces will have a production capacity of approximately 660
tons per day.
The Italian engineering firm Ianua
S.p.A. will design and produce both
float glass facilities. ■
www.usglassmag.com
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International Open House
Join us in Caledonia, MI, on July 23, 24 & 25, 2009.

Featur

ing

Brembana “ASSET”

Automated Shower-door System with Enhanced Technology

MQ8

VERTICAL
WASHER

VERTEC

AUTO-UNLOADER

VERTICAL CNC

STRAIGHT
EDGE
POLISHER

AUTOMATIC
LOADER

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

Deltagrind

Runner

JR 1.40
State of the art high speed
grinder with dabbing unit for
multiple thickness.

Fully automatic 4 axis cutting
table.

CNC router for milling, edging, V-grooving and bevelling.

For further information call Jennifer Hoover at ext. 1515.
CMS North America / 4095 Karona Court / Caledonia, MI 49316.
Ph: 800-225-5267
800-225-52
267 / Fax: 616-698-9730
0 / www.cmsna.com
www.cmsna.com
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IndustryOutlook
Forecasts Show 2009 Construction
Starts Down 15 Percent, Spending Down 11 Percent

T

here’s no good news yet for commercial construction. McGrawHill’s 2009 Construction Outlook
Spring Update reported that commercial building in 2009 is expected to
drop 27 percent—a steeper drop than
the 17-percent slide reported last year.

The tight lending environment has
made it difficult to obtain project financing, leading to more projects being
deferred or cancelled. While all commercial works will register declines in
2009, the most severe retrenchment
anticipated is for hotel construction.

Market Segment Consensus Growth Forecasts
Commercial/
Industrial
Hotels
Retail
Office buildings
Industrial facilities

2009 2010
-20.2% -12.2%
-19.2% -6.6%
-17.5% -11.1%
-11.2% -8.4%

Institutional
Religious
Education
Amusement/rec.
Healthcare facilities
Public safety

2009
-9.4%
-7.4%
-5.9%
-3.6%
-3.5%

2010
1.4%
-1.9%
1.0%
-1.9%
-1.9%

Source: AIA Consensus Construction Forecast

Construction Report Card
Monthly Construction Starts
Seasonally Adjusted Annual Rate, In Millions

Nonresidential building
Residential building
Nonbuilding construction
Total Construction

February ’09
$158,457
$104,700
$113,052
$376,209

March ’09
$153,808
$95,989
$143,401
$393,198

% Change
-3
-8
+27
+5

Year-to-Date Construction Starts
Unadjusted Totals, In Millions

Nonresidential building
Residential building
Nonbuilding construction
Total Construction

3 MOS ’08
$64,454
$43,319
$31,791
$139,564

3 MOS ’09
$34,143
$20,717
$28,302
$83,162

% Change
-47
-52
-11
-40

Average relative standard error 3 percent • (p-preliminary)
Source: U.S. Department of Commerce

Meanwhile, nonresidential construction spending is expected to decrease by
11 percent in 2009 in inflation-adjusted
terms, followed by an additional 5-percent
drop in 2010, according to the American
Institute of Architects’ (AIA) semi-annual
Consensus Construction Forecast. AIA
shows that commercial projects, including office buildings and retail establishments, are expected to see the most
significant decrease in activity.
Other findings of the McGraw-Hill
forecast include:
• New construction starts for 2009
are estimated at $463.1 billion,
down 15 percent, but cushioned by
support provided by the recently enacted American Recovery and Reinvestment Act of 2009;
• Institutional building in 2009 will retreat 6 percent, as the weak financial environment takes its toll on
educational and healthcare facilities. The stimulus funding will likely
provide a lift to military facilities and
energy upgrades for federal buildings, moderating this year’s overall
institutional decline; and
• Residential building in 2009 will
drop an additional 31 percent, continuing the downward trend that’s
been underway since 2006. Steps
taken in early 2009 to address the
foreclosure problem should help to
ease the rate of descent for housing
as 2009 progresses. ■

March 2009 Producer Price Index Decreases
The United States Department of Labor’s Bureau of Labor Statistics has released its March 2009 producer price
index (ppi). The March ppi for flat glass stands at 116.5, a drop from the February 2009 ppi of 117.4.
Producer Price Index
Month

March ’08
April ’08
May ’08
June ’08
July ’08

28

Flat Glass

Iron &Steel

113.8
112.7
114.2
114.0
117.3

224.0
245.8
272.8
284.1
293.1
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Month

Flat Glass

August ’08
September ’08
October ’08
November ’08
December ’08

117.7
116.7
118.3
119.9
119.2

Iron &Steel

294.4
274.0
242.2
209.4
193.6

Month

January ’09
February ’09
March ’09

>I

Flat Glass

Iron &Steel

117.2
117.4
116.5

191.2
183.0
180.0

Source: Bureau of Labor Statistics
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SAVE THE DATE
Glass Expo Midwest™
March 16-17, 2010
Expanded, Enhanced and
Moving to the Spring!
Renaissance Schaumburg
Hotel & Convention Center
Chicago (Schaumburg), IL
Join the architectural glass and
fenestration industries for this
newly expanded event.
www.glassexpomidwest.com
or call 540/720-5584
info@glassexpomidwest.com

Education
Exhibition
Networking
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SolarWatch
company news

Abound Solar Opens
First Production Facility
bound Solar, a manufacturer of low-cost, thinfilm photovoltaic (PV)
solar panels, has opened a fullscale production facility in Longmont, Colo. The fully automated
facility will create more than 300
new jobs and, when at capacity,
will produce 200 MW of solar
modules annually. Its manufacturing process employs a proprietary
continuous
in-line
semiconductor equipment to convert glass lites into solar panels in
less than two hours.
“[This] facility opening repre- Dr. Pascal Noronha, president and CEO of Abound Solar, delivers remarks at the
sents a milestone for Abound. We ribbon-cutting ceremony to celebrate the opening of the company’s solar module
have moved into commercial pro- plant in Longmont, Colo.
duction, which allows us to keep
pace with demand from our customers as the market ex- performing, cost-effective, solar modules that can accelerate
pands,” says Pascal Noronha, chief executive officer of clean energy usage around the world.”
Abound Solar. “We are now well positioned to deliver high- ❙❙➤ www.abound.com

A

DuPont Installs Solar Panel
Array at Research Facility

D

uPont has installed its largest photovoltaic (PV) solar energy
facility at its Pioneer Hi-Bred Waimea Research Center in Kauai,
Hawaii.
The Waimea PV installation is comprised of 1,500 panels—made from
several DuPont PV materials—produced by Evergreen Solar and installed
by REC Solar. The one-acre array is capable of generating about 85 percent of the energy needs of the research facility. The installation was completed and fully operational in December.
DuPont has already installed PV solar power systems for its research and
development and business facilities in Wilmington, Del., and Taoyuan, Taiwan.
“This installation is a great example of our commitment to be both a key materials and technology supplier to the PV industry, and also a leader of solar
power use,” says Marc Doyle, global business director of DuPont PV Solutions.
DuPont offers a number of materials and technologies to the PV industry including a number of cell encapsulants.
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3M Forms Renewable Energy Division;
Names Executive to Lead the Business
St. Paul, Minn.-based 3M has formed a Renewable Energy
Division to maximize the company’s technologies, products
and responsiveness to this fast-changing industry. The
products within the new division will include products currently sold to the industry, new-to-the-world products invented for the renewable energy market and products
adapted from existing technologies.
Michael Roman, previously the vice president of business
development Optical Systems Division, Asia, has been appointed as vice president and general manager of the new
division. Within the new division, two business units have
been established to serve this industry: Energy Generation,
led by business director Tracy Anderson, and Energy Management, led by business director Ranjit Thakur.
For Energy Generation, 3M will offer solar energy, wind
energy, geothermal and biofuel product solutions such as
films, tapes, coatings, encapsulants, sealants and adhesives
that help reduce the cost of renewable energy. For example,
3M solar concentrator panels concentrate light and are manufactured to match customer specifications. 3M mirror
films demonstrate potential to provide cost savings over
similar glass-based systems. And other next-generation
films provide durability and reliability required in solar
panels, with added properties for ultraviolet stability, low
flammability and self-cleaning.

❙❙➤ www.3m.com

EASY GLASS TToprail
ooprail
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Glass clamp,
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Today!
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satined
$ 99.50 Each

products

ODL® Tubular Skylights Dim by the Sun
ODL Inc. in Zeeland, Mich., now offers a dimmer for its
ENERGY STAR®-qualified tubular skylight. The solar powered
dimmer allows users to control the amount of light entering
a room through their tubular skylight. The dimmer does not
require hard wiring, using solar energy instead, resulting in
quicker and less expensive installation than competitive
products.
The shade dimmer controls the amount of natural light
received into the building and is powered by an attached
solar panel located in the skylight tube. The solar panel also
powers two LED nightlights that the user can turn on and
off by remote. During the day, sunlight charges the four AA
Ni-MH rechargeable batteries.
❙❙➤ www.ODL.com ■
www.usglassmag.com
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HardwareFocus
company news

G-U Hardware Consolidates Divisions
-U Hardware Inc. plans to consolidate its United States distribution operation in Newport
News, Va., into its Canadian division located in Montreal. “Our Newport News
facility has worked out very nicely for
us since we opened here in 1987 … Our
Montreal facility has enough capacity
to easily provide service to all of our
customers throughout North America,”
says general manager Yvon Soucy.“The

G

Montreal facility also provides manufacturing capabilities helping us with
shorter lead times for delivery. It’s basically a logistics decision that benefits
our customers.”
G-U will maintain U.S. sales offices in
both Newport News as well as in Medford, Wis.
“The only change our customers will
see is the warehouse location that their
orders will be shipped from,” adds Kevin

O’Connor, national sales manager.“Customer service, technical support and
sales will all continue to be serviced from
the U.S. Invoices, orders and company
contacts will also continue to be located
in the U.S. These changes are very positive ones for us during a time when taking care of the customer is so important.”
The consolidation is anticipated to be
complete by June.

❙❙➤ www.g-u.com/us

product news

New Catalog
Ellipse Keeps
Showcases CRL’s
Doors Transparent
Commercial Door Handles
There is a new addition to City of InLos
Angelesbased C.R. Laurence Co. Inc. (CRL)
has published its
new 32-page fullcolor Commercial
Door Handle Catalog (LP10), which
showcases the
company’s line of
locking ladder
handles in a variety of styles and
sizes. The design of these handles
puts the locking mechanism at a comfortable height above the floor to lock
and unlock glass doors.
The LP10 catalog is dedicated to the
company’s expanded selection of commercial door handles for the construction of all-glass entrances in
commercial office buildings and retail
storefronts. Other featured products
include one- and two-point center
locks; deadbolt, panic and electronic
egress handles; and handles for aluminum and glass doors.
❙❙➤ www.crlaurence.com
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dustry, Calif.-based EPCO USA Inc.’s pivoting door systems: Ellipse. The Ellipse
series incorporates a patch that is
smaller and heavier than the conventional patch that provides a larger area
of glass transparency while supporting
the same size door or glass structure.
A rich contemporary shape and polished finish complement the glass.
The ST17 ladder pull and lock adds
to the contemporary aesthetics while
providing security to the heavy glass
door system.
❙❙➤ www.epcocorp.com

MAGNEO Slides
Down the Line
Powered by advanced linear magnetic drive technology (LMD), the MAGNEO sliding door system from DORMA
Entrance Systems in Reamstown, Pa.,
is the only sliding door entrance system to utilize LMD technology instead
of belts, pulleys, gears or motors. The
MAGNEO system enables a sliding
door to open and close on an electromagnetic “cushion,” reducing wear,

noise and maintenance.
MAGNEO is engineered to meet all
safety requirements for low-energy applications. Its sensitive operation detects obstructions and reverses the
closing operation to prevent potential injury. The system can be configured with
MANET fixings from DORMA Glas and either a recessed door grip or minimalist
handle. A glass-clamping rail is available
for added stability. MAGNEO is suitable
for all-glass, framed glass, wood and
metal doors up to 175 pounds.
❙❙➤ www.dorma-usa.com ■
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Mirror,
Mirror on
the Wall
Is There Any Mirror
Industry Left At All?
by Megan Headley
he mirror industry is just like any
other group struggling to make it
through the current recession.
Only some might say the North American mirror industry has been struggling for a long time now. Between
overseas competitors and slow residential construction (see February 2006
USGlass, page 66), the domestic industry certainly has seen better days.
“Obviously the mirror market has
been a tough market for a while now,
probably for two reasons,” explains Marc
Deschamps, business development manager of Walker Glass Co. Ltd. in Montreal.
“First, because there’s so much imported
product that has flooded our market for
a number of years now. The Chinese and
European imports coming into North
America have obviously attacked our
market share and this has put downward
pressure on prices.
“The other issue we face is just a
trend issue,” he adds. “Mirror may not
be as popular for a bunch of traditional
applications, such as bathrooms, for example, where you used to have the large
piece of mirror above the bathroom

T
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counter. Now general contractors are
going a different route. The demand
there is not as strong as it used to be.”
But there’s a bigger reason today that
demand for this established product
continues to lessen.
“The mirror industry is tied into the
residential market,” says Jim Ventre of
Vitro America in Memphis.“Everybody
understands that the residential market is down tremendously. If it’s down,
then all of the mirror manufacturers
are down; it’s as simple as that.”
Some, like Thomasville, N.C.-based
Stroupe Mirror Co., already have folded
to the economic pressure and closed
their doors for good (see March 2009
USGlass, page 20).
Others are trying to remain optimistic
about increases around the corner.
“We’re seeing larger quantities on
some of our quotes, so when we do get
jobs they seem to be bigger jobs—but
there are fewer of them,” says Jim Arnold,
president of GLASSource in Grand
Haven, Mich. However, he adds, “They
seem to be larger jobs though, more
commercial. Definitely not residential.”

Following Demand
for Decoration
If demand for mirror in traditional
applications is lessening, it could be because designers are learning that glass
products, in general, can be expected to
do “more.” A window is no longer just a
window if it’s also contributing to thermal comfort, perhaps protecting a
room’s inhabitants or maybe even acting
as a canvas for a logo or other design.
Why shouldn’t mirror behave the same
way? The increased demand for decorative glass products is one trend that has
begun to influence the mirror industry.
“A lot of the jobs we’ve been doing
have seen a little more value-added—
they’re either sandblasted or they’re
beveled or v-grooved,” Arnold says.
“That’s why we came up with our line
of acid-etched mirror products five or
six years ago,” Deschamps notes.
“We have been able to make mirror
and then go one step further and acidetch it, which turns the mirror into a
pretty unique and distinctive piece of
decorative glass,” he adds.
When a variety of building products are
www.usglassmag.com
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Value of Imported Glass Mirrors Unframed, Not Vehicle Rearview Mirror

Trying to be as
efficient as possible,
trying to make mirrors
as cheaply as we can,
keeping up with the
equipment and
technology, making
sure we have the best
equipment and the
best materials
available—that’s very
important.
—Marc Deschamps,
Walker Glass

Country
World Total
China
Canada
Taiwan
Germany
Italy
Mexico
Japan
France
Hungary
Indonesia

2008
59,818,288
33,530,452
12,446,440
5,322,754
1,791,289
1,229,214
1,224,245
1,090,361
696,093
414,516
400,173

2007
62,331,082
33,034,183
13,341,405
5,516,023
885,006
992,905
1,663,636
1,485,680
891,745
522,729
1,875,347

2006
81,235,213
30,105,623
17,533,145
6,161,188
1,801,871
826,573
8,475,370
9,114,978
981,810
428,200
3,374,550

2005
79,647,507
28,215,587
17,390,423
8,174,822
1,538,242
1,145,401
12,012,805
3,860,427
1,402,858
346,749
2,733,479

Source: U.S. Department of Commerce

Value of Exported Glass Mirrors Unframed, Not Vehicle Rearview Mirror
Country
World Total
Canada
Mexico
China
Hong Kong
Spain
Japan
Singapore
Germany
Korea, South
Israel

2008
19,979,696
6,488,437
3,134,765
2,910,828
2,308,273
1,152,976
809,456
556,397
465,777
325,864
297,321

2007
17,992,939
4,807,276
4,448,470
944,563
2,815,404
—
1,153,596
220,908
423,058
1,326,709
98,263

2006
20,861,719
4,593,839
9,169,437
1,696,385
1,566,461
5,814
861,082
173,046
416,102
1,210,257
21,051

2005
29,685,617
4,720,368
15,506,536
2,492,865
1,438,254
—
1,254,256
440,930
854,447
1,318,321
—

Source: U.S. Department of Commerce

Value of Imported Glass Mirrors, Framed, Excluding Rearview
competing for space in the few projects
available, it helps to be able to offer a product that can make the most of a space.
“That’s helped us quite a bit,” Deschamps says of Walker’s decorative additions. “Part of that program we’re
involved in is not only the clear mirror
and the acid-etch, but also the specialty,
ultra-clear, low-iron mirror with acidetch, plus tints—the blue mirror acidetch and bronze and green. That’s opened
up other mirror applications, and certainly we’re always thinking along those
lines and trying to develop new products
or new ways to use the product so that we
can go to different markets and meet new
demand. It’s not just the traditional mirror going into a bathroom or a sliding
door or in a gym or something.”
“Acid-etched products have become
more and more popular over the last
couple of years. There are companies
that silver it, which helps the mirror
side of things, of course,” Ventre adds.
Drew Mayberry, president of Lenoir
Mirror Co. in Lenoir, N.C., notes that
continued on page 36
www.usglassmag.com

Country
World Total
China
Canada
Mexico
Indonesia
Taiwan
Italy
India
Vietnam
Philippines
France

2008
301,271,308
218,420,566
20,780,279
10,345,621
8,386,012
7,579,553
6,830,489
6,560,087
5,654,183
3,744,430
3,624,591

2007
339,976,436
244,786,916
27,378,768
11,518,774
7,359,466
8,879,947
10,862,489
6,064,396
4,759,258
5,077,249
2,952,469

2006
329,934,221
234,618,993
29,752,621
11,040,874
7,660,875
9,065,450
6,561,766
7,328,211
3,667,526
4,598,146
3,397,470

2005
306,884,145
204,160,524
34,798,697
13,069,972
7,162,816
7,988,962
6,720,548
6,302,069
4,052,688
4,346,595
2,125,384

Source: U.S. Department of Commerce

Value of Exported Glass Mirrors, Framed, Excluding Rearview
Country
2008
World Total
29,295,942
Canada
20,248,083
Mexico
4,324,703
Russia
751,948
United Kingdom
557,698
France
340,646
Costa Rica
277,028
Australia
233,933
China
208,843
United Arab Emirates
159,819
Ukraine
153,954

2007
25,885,790
18,774,362
2,498,389
493,575
312,932
67,253
9,590
80,161
351,934
117,718
115,711

2006
23,207,911
17,177,129
2,400,883
77,063
313,270
54,364
16,129
118,275
100,961
113,134
104,308

2005
21,248,787
15,343,959
3,226,589
—
187,905
45,433
8,668
15,016
114,969
68,978
19,127

Source: U.S. Department of Commerce
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Mirror, Mirror
on the Wall
there also are “some products that are
being developed in the area of painted
[mirror].” He adds, “Are these things
going to be big enough to offset the decline that the mirror manufacturers have
seen? It’s far too early to tell.”

Seeking Solar Market Share
There is also, of course, that growing
demand for glass as part of the solar industry. Concentrating solar power (CSP)
is one solar technology that uses mirrors
to convert the sun’s energy into hightemperature heat. The heat energy is then
used to generate electricity in a steam
generator. CSP’s relatively low cost and
ability to deliver power during periods of
peak demand have led to growth of its
usage in solar farms throughout the
Southwest United States. This growing
industry naturally is piquing interest.
“Until [the residential market] comes
back … when a topic like solar mirror
pops up everybody’s eyes grow and
their ears open up, because they’re
looking for something to add to their
dying business,” Ventre comments.
But moving into the solar industry is
far from simple. For starters, Mayberry
points out, “A lot of the mirror that is
being used in solar is a curved product,
which eliminates the possibility of doing
it on a conventional silver conveyor.”
Companies that are exploring this
new area are doing so cautiously.
“We’ve looked at the solar market
and certainly are still looking at it and
obviously there are a few challenges related to that,” Deschamps says.
“It is a very different animal, quite
honestly, and I think that it’s new to
everybody. When I talk to my peers, my
friendly competitors, we don’t say a lot
because it’s virgin territory,” Ventre
says. “It’s a work in progress.”

An Edge Over
Overseas Competition
“I don’t see quite as much impact
[from China],” Mayberry says. “I don’t
know whether it’s because … the Chinese have recognized the demand in
the U.S. market is down so they’ve lessened their aggressiveness toward this
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Photos courtesy of Walker Glass.

continued from page 35

Decorative techniques, such as acid-etching, have breathed new life into
traditional mirror applications.

market, or it’s an issue of people have
begun to realize to import their mirror
products they’ve got to make a pretty
big commitment, in terms of full container loads and keeping the containers
heading this way. During a slow period
like this, companies don’t have to tie up
nearly as much inventory to buy domestically, and they don’t have to commit as much in terms of dollars.”
“I’d say it’s tapered off,” Arnold agrees.
“People can’t afford to bring in a whole
container of something anymore.”
As Mayberry points out, “Most of the
imported products you have to pay for upfront; while the cost per square foot of the
imported mirror might be less, your economic commitment’s not as great to buy
domestically because you don’t have to
buy as large an increment at a time.”
Arnold also notes that he’d noticed of
some importers, “The beginning of last
year they raised their prices [on product] from China. A couple of price increases closed the gap, and then when
demand slowed down people stopped
buying so much Chinese mirror.”
While this may offer an edge to the domestic suppliers now, Mayberry adds of
his overseas competitors,“Have they gone
away forever? No. But I don’t see as much
of it as we were seeing a year or so again.”
“There are ups and downs; there are
peaks and valleys,” Deschamps agrees.
“Can I say that the overseas competition
is consistent? Probably not. In certain
markets it comes and goes and in other
markets it’s continuously present. There-

fore we always need to promote our own
advantages and our own edge, versus our
overseas competition. It’s always somewhere and if it’s not you can bet it will be,
or has been and will come back.”
But when it does come back, Walker
for one has made sure to find ways to
respond to the competition of overseas
companies. “There are two routes that
we’ve taken,” Deschamps says.“The first
route is internally making sure that our
process is as efficient as it can be. We
need to keep our production costs as
low as possible. We have a continuous
improvement program here. Trying to
be as efficient as possible, trying to
make mirrors as cheaply as we can,
keeping up with the equipment and
technology, making sure we have the
best equipment and the best materials
available—that’s very important.
“The other aspect,” he adds, “is trying to come up with new products, and
different ways of using the mirrors.”
Ventre points to other ways domestic
suppliers can work against their overseas competition’s weaknesses—limitations that suppliers should be pointing
out to the building owners or contractors selecting products based on price.
“With mirror from China you have to
be equipped to handle it … You have to
be able to wait the 12 or 16 weeks to get
the product, so there lies inventory concerns. Who can wait that long for a product that they may need in a few days or a
continued on page 38
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GLASS MACHINERY DIVISION

Your
Definitive
Source
for Glass
Machinery

CAT. NO.
VE2PLUS2
TWO SPINDLE
VERTICAL EDGER

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

CAT. NO. TD25
VERTICAL 2-SIDE
AUTO DRILL

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

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

CAT. NO.
VEW60
60" VERTICAL
GLASS WASHER

somaca.com
% # %)& & & %## &  ## (866) 583-1377 , * (866) 584-9722
$"# ' "& (#+ ( somaca@crlaurence.com


 

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

Contents

Search

Archives

I<

E-Mail

<

>

>I

Subscribe

Mirror, Mirror
on the Wall
Repair Scratches in Minutes... Not Hours

continued from page 36
week or two? Once again, it’s a small percentage,” he says. “Then, what’s your recourse if you buy some mirror from
China and something goes wrong? What
do you do? It’s not like calling a [U.S. fabricator] and saying ‘make good on this.’”

Keeping an Edge
TIME IS MONEY
The Scratch Hog TM delivers solutions instead of promises, and is the only
system tested under ASTM standards to achieve superior results.
Fact: The Scratch Hog TM is the only system to be independently tested under ASTM
standards to remove heavy scratches made with 320 carbide grit sand paper with
distortion free results.
Fact: Unlike other systems, the Scratch Hog TM is the only scratch removal system
independently tested to improve the structural integrity of the scratched glass after it
has been repaired.

The Time is Now, Call Today

(800) 441-4527

Regardless of new opportunities, mirror manufacturers, fabricators and retailers face a distinctly depressed market. To
get through it, every company needs to
buckle down on unnecessary expenses
and continue to highlight its strengths.
“I’m trying to look at this as a period
that challenges us all to see how well we
can do to get through this thing,” Mayberry says. “We’re eliminating any unnecessary expense and just managing
our operations as tightly and as efficiently as we can.”
He offers an example of managing
operations more efficiently. “We scrutinize every invoice—not that we weren’t
looking at them before, but we look at
them now with the attitude of ‘can we
live without this?’ It’s the same thing we
have to do in our personal lives and our
personal finances. You scrutinize everything and you can’t take anything for
granted. It’s amazing how, when you’re
pressed, you find things that maybe you
took for granted before,” Mayberry says.
“[For example] the expense of all
utilities has gone up, whether it be kilowatt hour or gallon of water. All of those
things have gone up in the last few years
but we continue to find ways to use less
of them. You’ve got to keep that attitude
and that focus on making on ‘how can
we make do with less, without jeopardizing product quality or purpose?’”
He adds, “I truly believe that we’ll all
both personally and corporately be better people from the way we deal with
this situation.” ■

M e g a n H e a d l e y is
the editor of USGlass.
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New Products
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Using Decorative Glass for
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Beauty
and
Brawn

More than Just a
Pretty Face, Decorative Glass
Products Can Offer Performance, Too
by Brigid O’Leary

Brigid O’Leary
is a contributing writer for
Decorative Glass magazine.
n today’s world, it pays to be able
to multi-task. You’ve got to be able
to juggle email, snail mail, conference calls, business travel and still have

I

time for a personal life. We multi-task
because we’re expected to—and we’re
expected to because the technology is
available to do so. From the iPhone
that can do virtually everything to the
incredible shrinking laptops, we’re surrounded by technologically advanced
gadgets, gizmos and thingamajigs that
do more than one thing. And don’t
forget the glass.

Photo courtesy of Pulp Studios.

Snazzy Safety

New technologies now make it possible to print
images directly onto interlayer materials that are
used to create laminated glass.
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Decorative glass has always been a
multi-tasking agent of sorts. Stained
glass windows in houses of worship
were designed to either tell a story or,
well, beautify a space—often while
keeping the congregation inside sheltered from the weather. Today, decorative glass still does that, but it can
also protect people in some traditional and some not-so-traditional
ways.
Take for instance San Franciscobased SAFTI FIRST. The company,
known for its fire-rated glass and
frames, also offers fire-rated decorative
glass. Likewise, decorative glass products can be laminated or tempered to
meet safety-glazing requirements.
Companies such as Meltdown Glass
in Chandler, Ariz., UroGlass in
Kansas City, Mo., and Pulp Studios in
Los Angeles, all offer tempered and
laminated decorative glass. All the different value-added aspects that are
available for glass are important, espe-

cially when you consider all the ways
decorative glass is being used these
days. No longer reserved just for
churches, decorative glass has moved
into the mainstream and can be found
in both commercial and residential
applications.

Meeting a Need
For the crew at UroGlass, a manufacturer of kiln-cast products, tempering bent panels was an important
upgrade. Company president Stew
Langer explains that while a curve adds
more structural integrity to a flat
panel, bending glass for a particular
project, such as a shower enclosure or
to wrap around a receptionist area
desk, will sometimes also require tempering so it’s code-compliant.
“When we started out, the first
process we added was tempering so we
could compete with products that
must fall into the safety glazing category. Then we added poured resin
lamination for safety glazing. It allowed us to be code-compliant with
products we couldn’t send out to temper,” Langer says, adding that the
company sends its glass to Precision
Glass Bending in Arkansas for bending/curving or tempering.
The safety component is an important one for any designer, architect or
builder—and by extension, glass manufacturer—but so are the aesthetics of
the building. Pete Hayes, national sales
www.usglassmag.com
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“It’s the
cherry on the top
that makes the
project

interesting.”

manager with Meltdown Glass, says he
has noticed a growing trend in some
areas of the country to use decorative
glass in applications that require firerated glazing.
That growing trend has fostered a
relationship between Meltdown Glass
and SAFTI FIRST, and the companies
say getting involved in a project early
is a critical step.
“On several occasions, we’ve
worked with architects in the early
stages of the design phase in providing
our input and guidance as experts in
fire-rated glass and framing. There are
many instances where we’ve been
asked to match existing, non-rated
glazing systems, especially if there is a
specific look that the architect is going
for,” explains Diana San Diego,
SAFTI FIRST’s marketing and communications manager. “We accomplish this by understanding the
aesthetic needs of the project and
working with the design team in coming up with a glazing system that
meets the aesthetic, performance and
fire and safety code requirements of
their project,” she adds.
For Pulp Studios, offering different
methods of achieving a goal is important. In addition to offering laminated
and tempered decorative glass, the company also has a back-painted decorative
glass that can meet safety requirements.
When asked about the types of decorative glass projects for which they
www.usglassmag.com

Photo courtesy of UroGlass.

—Bernard Lax, Pulp Studios

Decorative glass can also be tempered for use in safety glazing applications.
have been tapped, both Trip Cathcart,
president of CG&D Studios, a specialty glass company in Raleigh, N.C.,
and Bernie Madden, owner of design
firm Madden-McFarland Interiors in
Kansas City, Mo., immediately name
bathroom windows, citing the blend of
privacy and beauty a decorative glass
window can add to a bathroom. But
bathrooms are just the beginning, as
they each rattle off very similar lists
when asked about where they have
used decorative glass that’s also safety
glass: front doors (including sidelites),
kitchen applications, restaurants and
corporate lobbies.

Production Junction
Creating beautiful, eye-catching
glass that is also functional for a particular project is a task in and of itself.
And just making the products safer
can complicate the job.
“Any time you have a piece of glass
that is specialty—anything other than
clear, monolithic glass—the processes
that it goes through can add weeks depending on how it’s being used, how
many processes it goes through, availability of supply,” says Bernard Lax,
chief executive officer of Pulp Studios,
continued on page 42
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Capt. Cook's Restaurant at the Walt
Disney World Resort in Orlando, Fla.,
features this decorative fire-rated
installation.
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who adds that demand for a company’s
services is also a factor in the turnaround time of a project.
In that respect, manufacturing decorative glass with added value can create a whole different set of challenges
for a company.
“The big problem with most specialty glass manufacturers is that you
don’t know from week to week what’s
coming in. You can get a request that
will require three steps to make or you
can get a request for something that
will take eight steps,” says Lax. “Depending on the piece and work load in
the plant, you only have so much productivity you can dedicate to that.
That’s what affects delivery the most.”
Add in quality control and it’s easy
to see just how much more particular
people have to be when manufacturing
decorative glass.

“When you are forming glass to go
into a space, you’re taking a piece of
glass you’re going to cut and put in an
oven. While it’s there, if it’s a long piece
of glass, it has the potential to grow. If
your tolerances are tight, you have to
take that into account,” says Langer. “As
a result, you have to inspect that product before it goes in to be processed for
size and fit, then inspect it again when it
comes out and again when drilling,
notching or doing any other pre- or
post-production work or preparation. In
the case of tempering, [if ] you send it
out we have to look at it when it comes
back because it has been in another set
of hands. We check for product quality.
That’s a key component for any glass
processing. You check for dings, dents,
abrasions. If you have someone else do a
polish you check to make sure their machinery doesn’t leave track marks. Those

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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Enduring Economy
Time constraints aside, those working with decorative glass are not any
more or less concerned about the economic downturn than anyone else in
the building industry. They say that
though times are tight, their products
may not necessarily be cut from the job.
“Specialty glass is generally not the
huge volume element in a project, so
despite the recessionary measures people are taking, they often keep those
decorative elements in because that’s
what makes it unique. It’s the cherry
on the top that makes the project interesting,” says Lax.
Madden sees glass as the next step in
popular design—if it’s sold correctly.
“Wall coverings are returning. We’ve
fauxed the world. We’ve fauxed and
stucco’d and now there’s a backlash.
Paint on a wall is just paint on a wall.
The formality is not there. So how do
you make it pretty? You add texture.
There’s only so much texture you can
add before houses and rooms start to
look the same,” he says. “Glass, to me,
has many uses and it takes more of the
skilled designers to use it because it requires more creativity and talent. To
sell [decorative] glass, it helps to be a
qualified designer.”
Cathcart’s design team has a range
that allows it to take a client’s idea and
make it a reality, even if the clients
aren’t always sure what they want
when they come in the door.
“That’s our forte, giving people
something different, something
unique,” he explains.
As Langer says, many architects, designers and builders look at the additional investment over the life of the
building, and what the investment in
value-added decorative glass represents. He says they often decide that
what the glass represents is more important than the immediate cost.
“Even in a faltering economy,
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• dichroic
• back painted
• acid etched
• cast
• custom laminated
• crystallized
composite
• clear textured
• colored
• tinted ﬂoat
• glass blocks

Unmatched
glass expertise
from one
comprehensive
source

888.852.2550 • worldglassnet.com
they’re not cutting back on decorative
glass. The points are the same—it
helps because the kinds of products
that we sell are purchased by people
who have a need to employ the attributes of the product either from a practical perspective or from an aesthetic
perspective. The perfect example …
have you seen a casino without neon
lights? Even if the price of neon goes
through the roof, no one is going to
say ‘let’s use fluorescent,’” he says.
Decorative glass, value-added or not,

isn’t for every consumer. Manufacturers
agree: it’s not for the faint of heart.
“When people … want to get into
the added value side of things, they
need to know it’s not just about the
product, it’s about the mindset. They
have to be involved in the process
from the beginning to end. If they
aren’t the type of personality that
thrives on this type of involvement
and understands the project’s expectations, then it’s something they really
shouldn’t get into,” says Lax. dg
May 2009 | USGlass, Metal & Glazing
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Decorative Discussions

Pressing Forward
Screenprinting Can Be True Art on Glass
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.
he act of pressing ink
through a mesh screen is an
old process, with speculation that the practice goes as far back
in history as fourth-century India. As
a result, screenprinting machinery
and products have been a major part
of the decorative glazing industry for
many years.
Today we see screenprinting on
glass for decorative purposes as well
as a way to offer specific energy values in shading coefficients.

T

Things to Know

Photo courtesy of Goldray Industries.

When it comes to printing inks,
ceramic enamel has been the mainstay. Many other options are available, however, as screenprintable
organic inks, silicone inks and ceramics, which are applied to transfer
paper and then applied to glass, are

becoming more prevalent.
But even if the same ink has been
used for a hundred years, it still pays to
know as much as possible about it.
Having a relationship with your ink
manufacturer is very important, as he
knows the product.
The many options for glass and
screenprinting today are staggering,
but this application method can also
provide some moments of pain. The
screenprinting process incorporates
many facets of operation, as today’s
method (much like in the past) is
truly a mix of art and science.
Thanks to the evolution of screenprinting technologies much of the art
portion of the process can be tweaked
with machinery settings and computer programs.
While screenprinting isn’t the easiest process, talented operators know
how to calm the beast and minimize
flaws or other issues that could arise
during the process. Common questions to ask include:
• Is the ink water-based or water sol-

Screenprinting technologies make it possible to print a variety of images
onto glass, as this photo of the Alberta Children’s Hospital illustrates.
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vent and is the screen emulsion set
for the right ink?
• Is the screen mounted on the frame
with the correct tension evenly
across the frame?
• Is the squeegee hard enough for the
job (measured in durometers)? Does
it have a sharp edge? Does it move
at the correct speed?
• Does the squeegee need to back flood
the screen before the glass is removed?
• How will the ink’s viscosity affect
the print process?
Having an experienced screenprint
operator can be a tremendous benefit.

Call to Action
Screenprinting is a pivotal part of
future growth in this industry. In fact,
the prevalence of screenprinting is one
reason the Glass Association of North
America (GANA) created its Decorative Division. This growth has also kept
the division’s Printing on Glass Task
Group very active in recent months.
The task group consists of fabricators, ink suppliers, equipment manufacturers and screen makers, and is focused
on helping fabricators achieve consistent
quality in their products. From creating
guides about printing on glass to proper
ways to evaluate the quality of printed
glass, this task group is key to helping
bring this medium into the future.

Final Thoughts
We in the glass industry are lucky
that the tools used in screenprinting
on glass have such a long history,
making them proven media that will
last a long time. As the technology
grows we lose a little bit of that handson, artistic knowledge that lends a big
hand to screenprinting’s success. In
the end, creativity from the architecture and design community can continue to drive its popularity. dg
www.usglassmag.com
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If you answered YES to any question,
Zircon has the solution for you!
With Zircon’s products you can
make your own decorative glass, art glass,
security glass and safety glass—any color, any
style, any size. No expensive equipment or
machinery to buy!

Visit our Web site at
www.zirconcorp.com
Call 800-343-0964 today for complete
information and a FREE VIDEO
to show you how!
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coatings and colorings

Make a Mark on Glass
New developments and
technologies in decorative
glass have created nearly
limitless options, including
marker boards from Goldray
Industries Ltd. in Calgary,
Alberta. The boards are
made using an opaque coating or interlayer applied to an unexposed surface of glass, resulting in
an easy to clean, writable surface. The marker boards are available in
standard or magnetic, with either polished or framed edges; they are
available in virtually any color or custom artwork.
◆ www.goldrayindustries.com

Living Color
Whatever your favorite
color—be it Starlight Black,
Pearl White or Jungle
Green—you can most likely
find it as part of the Lacobel
painted glass line from AGC
Flat Glass. The line includes
25 handpicked colors, including four metallics.
The layer of color is protected by glass, making it both scratch- and stain-resistant. It is also
available with a polypropylene film that provides added protection in
the event of breakage; it also protects the paint layer from humidity.
◆ www.yourglass.com

cast glass

No Need for Superstition
The number 13 isn’t always bad luck. In fact, for Tampa, Fla.based WorldGlass it’s actually a
good number. The company has
recently added 13 new patterns
to its StudioCast™ line of cast
sheet glass that’s available in
custom sizes and thicknesses.
The product can be used in walls,
windows, shower enclosures and
a number of other applications.
Standard sheet size is 58 x 96
inches; larger sizes are available
upon request.
In addition to stock patterns,
the StudioCast line is available
for custom signage.
◆ www.worldglassnet.com dg
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Visual Effects

Are You Tired..
Ɣ of wasting money buying
laminated glass, cutting it and
having to throw away
the remainder?
Ɣ of having to order the simplest
specialty glass and waiting for weeks
to get it?
Ɣ of having only a limited variety of
specialty glass available?

Archives

I<

www.usglassmag.com

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

Contents

Search

Archives

I<

E-Mail

<

>

>I

Subscribe

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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Glass

Think Alike

Great Glass Industry Minds Gather for GANA’s Glass Week
by Megan Headley, Debra Levy and Ellen Rogers

he members of the Glass Association of North
America (GANA) who volunteer their time and
work hard to help educate the industry met for
their annual Glass Week conference in February
at the Palms in Las Vegas. Each committee, including some
newer ones, got straight down to business.

T

Energy Committee Holds Its First Meeting
GANA’s new Energy Committee held its first face-to-face
meeting during Glass Week. The group agreed on a scope to
“represent the glass and glazing industry in fostering dialogue
and interaction with organizations and governing bodies in regards to energy conservation, alternate energy policies and legislation as it pertains to glass technologies.” The committee also
announced an intent to focus on sustainability issues.
Indeed, discussions during the Glass Week meeting did, to
some degree, focus on sustainability. Specifically, the group
discussed an outreach effort to the U.S. Green Building Council to begin a dialogue on the use of glass in relation to earning LEED credits. The group began a letter to the Council,
including the committee members’ concern with the way that
cullet cannot be claimed as recyclable content. Helen Sanders
of Sage Electrochromics added that there needs to be some
discussion as to how increase the credits for glass by pointing

out that high performance glass usage will earn a building the
same number of credits as merely adding a bicycle rack.
The group also intends to open communication with the
American Architectural Manufacturers Association, as well as
ASTM, since both may be working on standards for solar glass.
Nils Petermann of the Efficient Windows Collaborative
(EWC) provided an overview of EWC, with the note that the
educational organization is beginning to pay more attention
to commercial applications than in the past. The group is
seeking input from GANA on how to raise awareness of glass’
role in energy conservation.
The Energy Committee also agreed to review documents
throughout GANA’s divisions to provide oversight on energy
and “green” items.

Fire-Rated Glazing
Council Agrees to Disagree
At the GANA Fall Conference last September in Dallas, the
Fire-Rated Glazing Council (FRGC) had agreed to review the
existing labeling system for fire-rated glazing. It also agreed
to help in guiding the International Code Council’s (ICC)
Code Technology Committee (CTC) in recommending an appropriate marking system for fire-rated glass for the next
code cycle (see December 2008 USGlass, page 80). Since that

Dave Evans with Guardian Industries discussed how the revised ANSI Z97 could impact members of GANA’s Mirror Division.
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Frank Wilkins with the Department of Energy was part of a panel on concentrating solar power, sponsored by GANA’s
Mirror Division, during Glass Week that drew high attendance.

meeting, the Council’s Labeling Task Group has further reviewed the current labeling system and how it is being used
in the marketplace. Among the main concerns was to keep
the information from confusing the marketplace.
For example, “The problem I’ve had with the current
marking system is that it can be misconstrued as being
tested and approved for the end use,” commented code consultant Kate Steel.
“A system like this, a marking system that can be manipulated
based on interpretation of the code in some way or a system that
purports to be a guidelines as to what is a code-compliant application of a product is not really serving this industry or the
end users. So we felt this was a shortcoming of the marking system,” said task group chair Jeff Griffiths of SAFTI FIRST.
Because the group remains split on the appropriateness of
the current labeling system, a motion ultimately passed accepting the position documents providing background on
the two viewpoints (see August 2008 USGlass, page 32 for
more) the task group developed. The position documents will
be forwarded “without bias to the CTC.”
The FRGC did have some discussion about the system before approving the motion.
“Although not perfect, the current letter designations do a good
job of addressing the reality of three different testing standards,”
commented Jeff Razwick of Technical Glass Products. Razwick
added that while he felt the current labels are a “fair and accurate
representation of test standards … there’s room for improvement.”
Hank Krueger of Anemostat added that whatever solution
is found, it will remain “an imperfect system” because it relies on the expertise of the code inspector. “He’s approving
something that he’s really not an expert in.” Krueger added,
“We’ve been labeling wired glass for 20 years—and still most
www.usglassmag.com

of the inspectors don’t know it’s supposed to be labeled at all.”
While there was some hope of being able to put together a
consensus document for CTC, the FRGC ultimately passed
the motion with the understanding that a recommendation
on the labeling system would be unlikely at this time.
“I believe it’s obvious to the CTC study group, and most
everybody on our task group, that this marking system is
somewhat of a Pandora’s box and it has to be reined in in
some form or fashion, otherwise we as manufacturers are
going to get stuck in the middle,” Griffiths added. “I don’t
think this is a topic where majority rules.”

Mirror Division Looks to the Future
Mirror Division participants were provided updates on two
completed resources: ASTM’s C1503 Standard Specification for
Silvered Flat Glass Mirror and the ISO TC 160 standard for mirrors. The division soon will circulate its own document, Mirrors - Handle with Extreme Care, to its members for review.
In addition, the division received an update on the recently
revised ANSI Z97 standard for safety glazing materials. The
presentation pointed out examples in which the standard
may cause confusion when evaluating mirror breakage. The
division agreed to vote negatively to encourage the ANSI
committee to resolve these issues.
The possibility of merging the small Mirror Division
(which has 17 members) with, perhaps, the Decorative Division (see December 2008 USGlass, page 80, for related story)
was also discussed.
“We need help with this division,” commented Mirror Division chair Jim Ventre of Vitro America. “The division has
continued on page 50
May 2009 | USGlass, Metal & Glazing
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continued from page 49

gotten very small and it’s questionable as to whether it will
continue on as a standalone division.”
A motion to survey the division membership about interest
in a merger passed, although Ventre made his opinion on the
matter clear: “I am very set against that,” he said during the
full GANA membership meeting. He, and other division attendees, pointed out that the mirror division has accomplished
quite a bit in recent years and will have more opportunities to
do so in the future as the use of mirrors in solar energy generation becomes increasingly important to the industry.
Needless to say, the potential merger was the big topic of
discussion during the Decorative Division’s meeting as well.
“The mirror division membership has decreased and there
is a lot of synergy between the two groups, since mirror is a decorative product,” said Marc Deschamps of Walker Glass. “The
decorative division has a strong membership based already …
we can all pull together to create an even stronger division.”
GANA technical director Greg Carney said there was not
really a right or wrong way to go.
“It makes sense to have a Mirror Committee under Decorative, as well as part of the Energy Committee. There is no
clear answer,” he opined.

50
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Decorative Division Takes Direction
The ever-growing Decorative Division began with the
membership committee meeting, during which chair Cathie
Saroka of Goldray Industries reported that the division now
has 45 member companies and that the group is working to
continue increasing membership. A task group was formed
that will work toward generating ideas on how the group can
continue to bring in new members and to also find ways to
show all the benefits of membership.
During the technical meeting, committee chair Greg
Saroka of Goldray said that the group’s LEED position paper
is now complete. The white paper was created to identify
ways that LEED credits can be applied to decorative glass
products. The members will work to get it approved as a
GANA-wide document.
Also during the technical meeting Jeff Nixon of Glass Coatings and Concepts provided an update on the product color
and durability task group. Nixon explained that the group’s
goal has been to prepare an easily referenced document on
color and durability; identify test methods; consider available
continued on page 52
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continued from page 50

specifications and standards; and determine whether there is
a need to develop a standard or specification.

Tempering Division Talks
About Window Cleaning
The Tempering Division’s Construction Subcommittee discussed its ongoing communication with the International
Window Cleaning Association (IWCA) (see January 2008
USGlass, page 18). Carney met with the association at the end
of last year to “talk about things like evaluating other means
of cleaning glass other than [metal] scrapers.” Among ideas
coming from the IWCA was the suggestion to put together a
“best practices” document for the operation of heat-treating
ovens to address the accusations of some window cleaners
that many scratches arise from the presence of fabricating
debris that is pulled along the surface of the glass.
The group also continued discussion of the creation of a
sticker for use on the glass that would discourage the use of
metal scrapers. An image of what the small cling stickers
would look like—with a simple graphic and text in English
and Spanish noting that “metal scrapers damage glass”—
was presented to the subcommittee.

Insulating Glass Division
Strikes Commercial Focus
Following updates on a number of items still in motion,
GANA executive vice president Bill Yanek presented information to the Insulating Glass (IG) Division on the potential merger with the Insulating Glass Manufacturers
Alliance (IGMA) (see March 2009 USGlass, page 44). Yanek
noted that following the recent IGMA annual meeting earlier in February, the two groups now “have a checklist of
deliverables to move forward with.” For now, IGMA is going
to continue to poll its members for further input; Margaret
Webb, IGMA executive director, noted that she’ll be calling
every member company to discuss the picture of what this
merger might look like.
In anticipation of such a move, Jon Kimberlain of Dow
Corning Corp., proposed adapting the GANA Insulating
Glass Division’s mission statement and objectives to become more accepting of the IGMA members’ concerns for,
among other things, a division dominated by commercial
glass interests. The group removed its “particular emphasis on commercial glazing” from the mission statement and
also tweaked its objectives.

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

Shat R Proof Corp.
(800) 328-0042
www.shatrproof.com
SRP is a registered trademark of TCG International Inc.
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Laminating Division
Completes Tasks at Hand
The Laminating Division drew close to completion on a
number of educational projects during Glass Week.
Members of the division were informed that the Laminated Glazing Reference Manual is undergoing its final round
of minor edits and is expected to be published in May. A
glass informational bulletin (GIB) about Emergency Egress
Through Laminated Glazing Materials is on the list to next be
updated, followed by the creation of a GIB on Hurricane Substitution Explanations (see July 2008 USGlass, page 36, for
related story) and the completion of a GIB on the Approximate Weight of Interlayers Used in Laminated Architectural
Glass, a sister document to the earlier GIB on the Approximate Weight of Architectural Flat Glass. ■

M e g a n H e a d l e y is the editor, D e b r a L e v y
the publisher and E l l e n R o g e r s is a contributing
editor of USGlass magazine.

Three coatings. ONE machine.
Ceramic. Silicone. AND Transparent.
Reverse ceramic or silicone coating
and direct etch coating.
Only with the Union Tri-Coater.
For spandrel glass or transparent glass production,
Union Tool’s new glass Tri-Coater delivers
controllable, high quality coat thickness every time.
Long a leader in roller coater technology, the
Tri-Coater features a unique design that allows
reverse coating of either ceramic frit or silicone
based coatings. And with the same machines
you can direct coat transparent or etch coatings.
Union roller coaters provide superior results compared
to spray, curtain coater or silk screen application
methods. You’ll get smoother, better quality coats with
less striations and ease of changeover from color to color
– or product to product.

The new glass Tri-Coater. Only from The Union Tool
Corporation. Visit our website to find out more.

The Union Tool Corporation
574-267-3211

E-mail: sales@uniontoolcorp.com
www.usglassmag.com

Financing
Options
Available

www.uniontoolcorp.com
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CONSTRUCTive Opportunities In Indy
A Preview of CONSTRUCT2009
by Katie Hodge
he phrase “two for one” takes on
a whole new meaning with CONSTRUCT2009 on June 17-19. Entrance to the show will also allow you
to peruse Today’s Facility Manager’s
(TFM) Show as well. The shows will be
co-located in the Indiana Convention

T

Center in Indianapolis and are an ideal
educational and networking opportunity for industry professionals. CONSTRUCT2009 also takes place adjacent
to the 53rd CSI Annual Convention,
which runs June 15-19.
The educational programs offered

Glass related booths will be found throughout the show, with a concentration
in the Glass Pavilion.

this year vary in topic and presentation.
Featuring more than 100 different programs, CONSTRUCT2009 and TFM are
sure to have something for every attendee, including those focused on
glass. The programs have been divided
into different categories such as
process/performance, leadership and
change, standards, sustainability,
emerging technology/building science
and practice.
PhD Dennis O’Shaughnessy from
PPG Industries will be presenting
“Global Megatrends and Next-Generation Architectural Glass,” which is a part
of the emerging technology/building
science track. This seminar will focus
exclusively on the new technologies that
are available within the architectural
glass industry. The science of these new
technologies and the reduction of energy consumption will be incorporated,
as well as many other current issues
facing the future of architectural glass.
Be sure to catch this seminar Thursday,
June 18, from 10-11:30 a.m. All of the
sessions have been scheduled around
the trade show floor hours so that there
is no conflicting timing. For more detailed information on this session and
many more you can visit www.constructshow.com.

Taking Care of Business

Visitors to the CONSTRUCT2009 trade show floor will have access to the
Today’s Facility Manager’s show as well.
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One of the features of the show floor
will be a variety of specialty areas or
pavilions. The Green Pavilion will display
environmentally friendly products and
the companies that manufacture them.
Next door to the Green Pavilion will be
the Education Pavilion, which will feature informational classes and demonstrations. You will also find the New
Product Pavilion, Technology Pavilion,
Lighting Pavilion, Metal Pavilion and the
Internet Center for your interest and
convenience. But you may find yourself
making a beeline for the Glass Pavilion
area, sponsored by USGlass Magazine,
which will feature glass products and
equipment. You will be able to visit the
www.usglassmag.com
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USGlass Magazine and Architect’s Guide
to Glass at booth #2544 in this area, along
with other companies that support the
glass industry.
Throughout the show you will see
quite the array of companies exhibiting,
and glass and related products will have
a presence across the floor. You can expect to find exhibitors such as Firestone
Metal Products, Ingersoll Rand Security
Technologies, Ready Access, C.H.I.
Overhead Doors, Carl Stahl DecorCable,
Door and Hardware Systems Inc., Johnson Screens and many others. PPG Industries, at booth #3160, will display its
high-performing Solarban 70XL glass.
Representatives from C.R. Laurence Co.
Inc., who can be found in booth #3060,
can answer questions about the new
features added to their dry glaze
TAPER-LOC™ system. The new and
improved system boasts extended
reach blades for fascia mount or recessed base shoe and a fast seal glazing
gasket. At booth #4055, DORMA Group
North America representatives will be
available to discuss the company’s new
exit hardware system. This system features a normal push-bar while still remaining compatible with glass doors.
This combination of functionality and
aesthetically pleasing appearance are
worth the visit to the booth.
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Summer in the City
Besides business as usual on the show floor and in the classroom, CONSTRUCT2009 will offer participation in the Indianapolis Chapter CSI 21st Annual Bud Reed Memorial Golf Outing on Tuesday, June 16. This will take place
at the Brickyard Crossing Golf Course, which was voted one of America’s Greatest Public Courses by Golf Digest. This unique golf course features four holes
that are actually located within the infield of the Indianapolis Motor Speedway.
Registration for the golf outing is $115 and includes green fee, cart, driving
range balls, drinks from the beverage cart and the opportunity to win prizes.
If golf is not your sport of choice, let CONSTRUCT take you out to the ballgame
to see the Indianapolis Indians at Victory Field on Thursday, June 18, at 7 p.m. It’s
only $25 to attend and enjoy the game from the Victory Field Party Terrace at the
Suite Level. Seating is limited so you will want to make sure you register early.
While you are in the area you might want to check out some local attractions
such as the Indiana State Museum, which consists of glass, steel, brick, limestone and sandstone solely from the state of Indiana. For the sports fan, Indianapolis is the home to the NCAA Hall of Champions and the Indianapolis Motor
Speedway Hall of Fame Museum. The city also boasts many great restaurants
and shopping.
If you want to get some fresh air, but still stay focused on the task at hand,
CONSTRUCT2009 is offering technical tours in the area. On Tuesday, June 16,
there will be a technical tour of the Indianapolis Museum of Art with lunch sponsored by LinEl Signature. You will learn more about the museum’s 2005 renovations, which produced a new entryway, new gallery space and underground
parking with a green roof. This tour will be taking place directly before the golf
tournament so you can still do both. There also will be a tour of the city of
Columbus, Ind., on Saturday, June 20, at 8 a.m. Columbus is ranked 6th in the
nation in architectural innovation and design and offers plenty to observe for
the glass industry professional.

More Information
Registration is now open online for the
show. If you register before May 15, 2009,
you can receive discounted education
packages and free exhibit hall admission.
To register for CONSTRUCT2009 or just
find more information you can go to
www.constructshow.com. ■

K a t i e H o d g e is an
assistant editor for
USGlass magazine.

www.usglassmag.com

The show floor will host a variety of exhibitors showcasing everything from
glass and metal to finished products.
May 2009 | USGlass, Metal & Glazing
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INTERNATIONAL WATERS
This Project by the
Sea Makes Its Mark
by Megan Headley
erla at La Concha, a restaurant in
San Juan, Puerto Rico, is described by the current owners as
“a shining moment in the Tropical Modernism movement’s heyday in Puerto
Rico.” Yet for seven years the shellshaped restaurant sat empty. It wasn’t
until 2006 that Marriott purchased the
local landmark and made plans to refurbish it as a Renaissance hotel. In their
effort to clean the property, the new
owners removed the original plate glass
from the shell, leaving room for Vista
Systems, a Carolina, Puerto Rico-based
glazing contractor, to return the pearllike sparkle to this conch shell by the sea
with new, code-compliant lites.
Of course, there were more than a
few “curves” thrown in to make this job
unique—starting with that iconic design. In fact, “Design was one of the
biggest challenges,” says Claudio Reck,
president of Vista Systems.
For starters, the building owner approached Reck with a concept for a
frameless design without any visual obstructions. Part of
the need for clear
sightlines is that the
glass was intended
to blend seamlessly
into the reflecting
pool that circles the
restaurant’s base.
“The glass is three
or four inches off the
ground, so the water
is actually inside and
outside,” Reck says.
To achieve this
seamless look, the
subcontractor decided
it would buttWhen installing glass in a one-of-a-kind project, such as
glaze
the system.
La Perla restaurant in Puerto Rico, Carlo Reck of Vista
While
the how-to
Systems advises contractors not to “assume anything.”
was
quickly
estab“You need a very, very clear mental picture of what
lished,
the
carryyou’re doing,” he says.

P

THE KEY IN ANY PROJECT IS

REDUNDANT AND
DOUBLE-CHECK.

TO BE

IT GOES BACK TO THE ADAGE

‘MEASURE TWICE
AND CUT ONCE.’
–IAN PATLIN, PARAGON
ARCHITECTURAL PRODUCTS
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Share your unique projects or glazing challenges by emailing Megan
Headley at mheadley@glass.com.

through took a little more time. Finding a fabricator that could meet the
product requirements wasn’t simple.
“It took me more than six months to
find a temperer,” Reck says. Ultimately,
Paragon Architectural products LLC in
Scottsdale, Ariz., was brought onboard.
“Our scope included design and engineering of the glass system, as well as
fabrication of the glass, SS spiders and
associated steel, aluminum and components,” recalls Ian Patlin, managing partner of Paragon Architectural Products.
The fabricator provided the project
with ¾-inch clear tempered, heatsoaked glass, 15-mm fins and Quattro
316 stainless steel spider fittings.
The difficulty of getting the materials
to the site by the sea was eased by the fact
that little of the hotel had been constructed, clearing the way for the SkyTrak® forklift to bring in the lites.
“Because of the weight of the glass we

had to spread out the crates in different
areas. We couldn’t put them all in one
place otherwise we might have caved in
the roof over where the reflecting pool
is,” Reck says. After all, the largest glass
panels were close to 600 pounds.
With everything working out so
smoothly in delivery … the project
quickly hit another snag.
“We were faced with one surprise
that we had to deal with once we got the
glass,” Reck recalls.
Patlin notes, “Due to the shape of the
concrete and due to the condition of the
concrete (which was exposed to salt
water air for many years) each opening
was unique. Each of the 12 openings
were U-shaped and came to a center
point or ‘V.’ The block dimension of each
half of each U was about 9 by 12 feet.”
What was sent to the fabricator then
was a set of measurements of a straight
line rather than the slight arc that existed

at the top of the shell.“On certain curves
the glass should have an arch inwards
and on some it should have arched outwards,” Reck says.“Instead the glass was
going in a straight line … That was a
communication problem …”
In the end, once the project was completed in January 2007, the challenges
just affirmed the importance of communication among all parties, particularly
between supplier and installer.
“As in any fast track and/or tricky project the possibilities exist for a handful of
typical issues to arise,” Patlin says. “The
goal is to be proactive and identify these
challenges early on. This project really was
no different that any other project in that
communication between the design/fabrication team and the glazing contractor
was abundant. This is paramount. The
key in any project is to be redundant and
double-check. It goes back to the adage
‘measure twice and cut once.’” ■

2–4 December
2009
www.glasspex.com
Supported by Messe Düsseldorf,
Organizer of:

Hall 12 and 12a, Pragati Maidan, New Delhi, India
Partners:

Düsseldorf, Germany
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All India
Glass Manufacturers’
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www.glasstec-online.com

www.aigmf.com

www.usglassmag.com

Verband
Deutscher Maschinenund Anlagenbau
(German Engineering
Federation)
www.vdma.org\glass

For show information:
Messe Düsseldorf
North America
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Mirror, Mirror on the Wall,
Boy That Hang-It does it all!

Contents

A New and
Innovative
System
Designed for
Hanging Flat
Decorator
Mirrors

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

Patent #6572943
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NewsMakers
appointments

Guardian Industries
Announces New Board of Directors
A Guardian Industries senior management team met in
early April to implement the provisions of the transition
plan set up in recent years by Guardian owner William
Davidson, who passed away on March 13 (see April 2009
USGlass, page 14, for related story). According to a statement
issued by Guardian, the team had been individually selected
by Davidson. These senior leaders elected a five-member
board of directors that includes:
• Russell J. Ebeid, president, Guardian Glass Group;
• Duane Faulkner, president, Guardian Building Products
Group;
• Robert Gorlin, vice president, Guardian Industries;
• Jeffrey Knight, chief financial officer, Guardian Industries; and
• Peter Walters, group vice president, Guardian Industries.
The new board elected Ebeid as its chairman and reaf-

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

continued on page 60
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NewsMakers
continued

firmed the appointment of the four
presidents of Guardian’s operating
business groups. These are Ebeid;
Faulkner; James Davis, president of
Guardian Automotive Glass Group; and
Kevin Baird, president of SRG Global, a
Guardian company that manufactures

automotive trim. The executives will
continue to exercise day-to-day operational responsibilities in their respective groups. They will report to the
board of directors, which has responsibility for setting overall direction and
overseeing the ongoing operation of the
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company, according to a statement
from Guardian.

❙❙➤ www.guardian.com

Goyal to Consult
for Technoform
Technoform in Twinsburg, Ohio, has retained
Raghbir C. “Raj” Goyal
as a special consultant to
the company’s TGI®
warm edge IG spacer
and Bautec structural Raghbir C.
insulating strut market Goyal
divisions.
In a career spanning more than 30
years, Goyal has been widely regarded
as one of the fenestration industry’s
foremost experts on energy-efficient
products, materials and processes. Previously, Goyal served as vice president
and general manager of Graham Blast
Mitigation Products.

new hires

Wausau Welcomes
New Reps
Wausau Window and
Wall Systems in Wausau,
Wis. has named Matt
Rinkowski as its representative in Michigan.
He previously was employed with specialty Matt
glazing contractor Inter- Rinkowski
state Commercial Glass
and Door in Northwood,
Ohio. Prior to joining Interstate Commercial,
Rinkowski served in the
U.S. Air Force.
Brian Winters is the
new architectural sales
representative for EastBrian
ern
Missouri
and
Winters
South/Central Illinois.
With 10 years of marketing experience
in the window industry and construction sales, Winters previously called on
architects and builders as a representative with Pella of Tennessee, and later
with Hurd Windows and Doors. ■
www.usglassmag.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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ShowCase
glass

Pilkington Sparks
Inspiration with New
Glass Sample Kit
Pilkington NSG Group’s North
American Architectural Division in

Toledo, Ohio, has introduced a new
glass sample kit featuring a complete
product line, performance data and a
convenient IG viewer for every glass
combination desired.
The new kits are produced with environmentally friendly materials, have
supporting performance numbers
and convey a modern appearance. In
February 2009 Pilkington and Interrupt Marketing were awarded a Gold
Addy Award from the Advertising
Club of Toledo for the overall design,
packaging and usability of the kit.

❙❙➤ www.pilkington.com

doors and windows

VEKA Receives
DP100 Rating on
Dual Action Windows
VEKA Inc. in Fombell, Pa., has completed and passed AAMA/WDMA/CSA
101/I.S.2/A440-08 testing for its Euroview 70DS dual action tilt and turn

adhesives and sealants

Bohle America Helps Customers Bond with Glass
Bohle America Inc.
in Charlotte, N.C., offers glass bonding solutions for a range of
needs. Special cleaners, hot air fans, kits
for Pyrosil silicate
technology and loads
of additional products
ensure optimum pretreatment of the
bonding
surfaces.
Verifix fixation aids,
based on the reliable
Veribor vacuum cups, are available as angle suction holders, eccentric vacuum
stops, clamping devices, magnetic fixation units, pump-activated angle suction
holders and corner clamps for high-precision positioning of the assembly parts.
The company offers a range for every possible adhesive requirement: crystal clear or transparent, with low, medium or high viscosity. While special emphasis is placed on UV bonding, the company also offers other adhesives such
as polyurethane or epoxy resin adhesives. The Verifix two-component silicone
adhesive was especially developed for surface bonding of glass.
For beginners as well as professionals, there are glass bonding kits with
everything needed for optimum results.
❙❙➤ www.bohle-america.com
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window. The testing was performed at
VEKA’s in-house testing facility, witnessed and certified by Architectural
Testing Inc. The window size tested
was 48 by 72 inches.
The commercial-grade vinyl products achieved a design pressure of
100 psf.

❙❙➤ www.vekainc.com/commercial

fire-rated glass

Pyran® Platinum
Protects from Fire
While Distortion-Free
San Francisco-based SAFTI FIRST
is offering an advanced and environmentally friendly fire-rated ceramic
glass. PYRAN® Platinum is the only
fire-rated ceramic glass free of toxins
and hazardous heavy metals. Due to a
manufacturing process that eliminates the need for and added costs of
surface polishing, PYRAN® Platinum
offers optical clarity free of tints and
noticeable distortion typical of other
fire-rated ceramic glass products.

PYRAN® Platinum is available in
laminated and filmed versions that
meet CPSC Cat. II impact safety requirements and fully comply with the
new safety requirements of the 2003
and 2006 IBC. This product is firerated up to three hours with hose
stream, but does not meet ASTM E119 requirements. It is tested, classified and approved by Underwriter’s
Laboratory Inc. and listed and labeled
by Intertek/Warnock Hersey Inc.
❙❙➤ www.safti.com ■
www.usglassmag.com
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GOOD THINGS COME IN

SMALL PACKAGES.

SPRINTERS!

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

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

CALL

GLASS CARRIERS FOR
CARGO VANS

FOR A NO- OBLIGATION QUOTE TODAY!
THE
WORKHORSE™

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

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

Patented

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

Call John Weise

(800) 558-5580
F. Barkow Inc. • 3830 N. Fratney Street • Milwaukee, WI 53212
Tel: (414) 332-7311 • Fax: (414) 332-8217
www.barkow.com
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Reviews&Previews
Glass Expo Northeast™
Wraps Up in N.Y.

A

ttendees traveled from all across the northeastern United States to take part in Glass Expo Northeast™ in March at the Hyatt Regency Long Island
Wind Watch Hotel & Golf Club on Long Island (Hauppauge), N.Y. The event, sponsored by the Long Island
Glass Association and USGlass magazine, included a
seminar program and
a sold-out trade show.
Onsite registration
doubled the packed
show’s expected attendance, and exhibitors rose to the
occasion. Representatives from Elmont Glass shared
information about the company’s new switchable glass product, including stories about a project
where the glass is being used—the John Lennon Educational Tour Bus. The “Quackerjack” duck lured attendees
into Twin Pane Insulated Glass Co.’s booth, where the
company presented photo ops with its mascot as well as
a sampling of insulating glass, flat glass, mirror and related products. Representatives of General Glass International (GGI) were on-hand to discuss the company’s
brand-new offering, digital ceramic frit painting on glass.
Attendees also enjoyed a cocktail reception on the show
floor that spurred networking opportunities.
During the architectural seminar track, Nestor Torres,
national architectural manager for PPG Performance Glazings, spoke with attendees about how the use of low-E
coatings can provide added value for customers. USGlass
columnist Paul Bieber (see page 12) led a seminar about
how to purchase high-quality glass at better rates and receive it quickly. Tom Minnon, northern regional sales manager for YKK AP, covered the information companies need
to know before bidding on a project that requires impactresistant glazing, as well as impact-resistant glazing requirements. Bob Price of J.E. Berkowitz moderated a panel
discussion on the state of the contract glazing industry.
Panelists Mike Nicklas of J.E. Berkowitz, Minnon, Mark
Richard, also with YKK AP, and Steven Brenner of GGI focused on the ever-changing world of the contract glazier
and some ways that the industry is evolving. ■

64

USGlass, Metal & Glazing | May 2009

>I

www.usglassmag.com

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

Contents

Search

Archives

I<

E-Mail

<

>

>I

Subscribe

[datebook]

Up&Coming
NORTH AMERICAN EVENTS
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

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

CONSTRUCT2009
Sponsored by CSI and Hanley
Wood Exhibitions; Glass
Pavilion sponsored by
USGlass magazine.
Indiana Convention Center.
Indianapolis.
Contact: CONSTRUCT2009
at 866/920-0207.

October 6-8, 2009

June 17-19, 2009
IGMA Summer Meeting
Sponsored by the Insulating Glass
Manufacturers Alliance (IGMA).
Hyatt Regency.
Montreal.
Contact: IGMA at 613/233-1510.

Aluminum Association
Annual Meeting
Sponsored by the
Aluminum Association.
Charleston Place.
Charleston, S.C.
Contact: Pamela Dorsey
at 703/358-2967.

July 20-23, 2009

November 9-12, 2009

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

September 16-25, 2009
DHI Annual Conference
and Exposition
Sponsored by the Door and
Hardware Institute (DHI).
Gaylord Palms Resort
and Convention Center.
Orlando, Fla.
Contact: Stephen Hildebrand
at 717/859-5905.

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

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

October 25-27, 2009

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

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

June 25-28, 2009
Glass World 2009
Sponsored by Nile Trade Fairs.
Cairo International Fair Ground.
Cairo, Egypt.
Contact: Show organizers
at 202 227 37 495. ■

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

To see the full
event schedule, visit
www.usglassmag.com/
events.php.
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[usg | supplier’s guide]

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

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

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

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

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

ARCHITECTURAL GLASS

Berman Glass Editions
1-1244 Cartwright Street
Vancouver, BC V6H3R8
Canada
Phone: 604/684-8332
Fax: 604/684-8373
www.bermanglass.com
info@bermanglass.com
General Glass International
101 Venture Way
Secaucus, NJ 07094
Phone: 201/553-1850
Fax: 201/553-1851
www.generalglass.com
sales@generalglass.com
Oldcastle Glass®
Over 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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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
Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC H7X 3K7 Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
sales@walkerglass.com

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

Bent/Curved

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

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

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
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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

Fire & Safety Rated Wire

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
X-Ray Protective

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

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

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

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

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

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

Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
EFCO Corporation
1000 County Road
Monett, MO 65708
Phone: 800/221-4169
Fax: 417/235-7313

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

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

Dies/Custom Metal

BATHROOM SPECIALTIES

US Horizon Mfg., Inc.
28577 Industry Dr.
Valencia, CA 91355
Phone: 877/728-3874
Fax: 888/440-9567
www.ushorizon.com
BULLET RESISTANT
BARRIERS

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

Albat + Wirsam
North America
1540 Cornwall Rd., Suite 214
Oakville, ON L6J 7W5
Phone: 905/338-5650
Fax: 905/338-5671
www.albat-wirsam.com
moreinfo@albat-wirsam.com
PMC Software Inc.
Bartles Corner Business Park
8 Bartles Corner Rd., Suite 11
Flemington, NJ 08822
Phone: 908/806-7824
Fax: 908/806-3951
www.pmcsoftware.com
Point of Sale

Quest Software Inc.
1000 E. Sturgis St., Suite 8
St. Johns, MI 48879
Phone: 800/541-2593
Fax: 517/224-7067
www.questsoftware.com
continued on page 68
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DECORATIVE GLASS

DOORS
Bullet Resistant

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

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

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

TM

THE

DECORATIVE

GL A SS

SOUR CE

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

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

Metal Clad Doors

Track Caps

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

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

Sliding Doors

GLASS FURNITURE
Table Tops

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

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

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

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

Fire-Rated
Framing Systems

DOOR COMPONENTS

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

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

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

DOOR HARDWARE AND
RELATED PRODUCTS

INSULATING GLASS 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

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

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

USGlass, Metal & Glazing | May 2009

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

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

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
www.usglassmag.com
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Airspacers

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

Helima Helvetion Intl.
PO Box 1348
Duncan, SC 29334-1348
Phone: 800/346-6628
Fax: 864/439-6065
www.helima.de
kmadey@helimasc.com
Muntin Bars

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

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

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

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

MIRROR AND MIRROR
RELATED PRODUCTS

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

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

SERVICES
Shop Drawings

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

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

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

SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS

Acid Etched Mirror

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

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

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
TOOLS AND SUPPLIES
Cleaning Towels

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

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

Skylights

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

WINDOW & DOOR
REPLACEMENT
HARDWARE

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

STOREFRONT/
ENTRANCES

Oldcastle Glass® Vistawall®
Over 70 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastleglass.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
continued on page 70
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Auto Film

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

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

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

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

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

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

Pacific Laser Systems
449 Coloma Street
Sausalito, CA 94965
Phone: 800/601-4500
Fax: 415/289-5789 ■
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Industry Services
Bieber Consulting Group, LLC
Is a group of retired Glass Industry
Executives with the ability to solve
your problems, grow your business
and add to your revenue stream. With
over 40 years of expertise managing
sales and profits, we know cost reduction, sales & marketing, finance, glass
fabrication, safety, purchasing, labor
relations and more. To explore how we
can be of benefit to you, call Paul
Bieber at 603/242-3521 or e-mail
paulbaseball@msn.com.

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

Used Equipment
for Sale
New and Used Equipment
NEW 4 spindles flat edger $17,500 US
NEW 6 spindles flat edger $23,500 US
Triulzi 30” horizontal washer
Intermac Master 33 - 4 years old
Intermac Master 43 - 4 years old
Double edger. Pencil Edge. Like NEW.
NEW EDGERS. NEW BEVELERS.
50% OFF REGULAR PRICE
Contact: Steve Brown
Tel: 888/430-4481; Fax: 450/477-6937
E-mail: steve@s-b-m-s.com

USED MACHINERY
BOUGHT & SOLD
www.usglassmachinery.com
Ph: 724/239-6000

Glass Beveling Machine
Bovone 10 spindle Minimax III. Runs perfect. Can see running. ($20,900) Call
708/307-8158.

Working To Reduce Your
Maintenance Cost
15 years of procurement experience leveraged for you.We helped one com-pany cut
$150,000 out of their MRO cost, see what
we can do for you, at www.partsprocurementservices.com

Products for Sale

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

Curved China Cabinet Glass

Full Line Glass Shop

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.

23 years well est. business in Central
Florida. 5800 sq. ft. bldg, equipment, inventory and vehicles included. Owner
Retiring. Serious inquires only. $600K Email glassbusiness4sale@yahoo.com

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

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

Company

Phone

Fax

Web Address

5

AGC Flat Glass North America

800/251-0441

404/446-4221

www.ti-ac23.com

47

AGC Flat Glass North America

800/251-0441

404/446-4221 www.na.agc-flatglass.com/matelux

58

Andscot Company, Inc

800/832-5800

773/625-1242

www.andscot.com

74

Arch Aluminum & Glass Co. Inc.

866/629-2724

586/725-4627

www.archaluminum.net

13

Bavelloni - Glaston North America (USA) Inc. 336/299 8300

336/299 8388

www.glaston.net

9

Bohle America Inc.

866/939-0053

704/887-3456

www.bohle-america.com

15

C.R. Laurence Co. Inc.

800/421-6144

800/587-7501

www.crlaurence.com

64

California Glass Bending

800/223-6594

310/549-5398

www.calglassbending.com

19

Cardinal Industries

952/935-1722

952/935-5538

www.cardinalcorp.com

27

CMS North America Inc.

800/225-5267

616/698-9730

www.cmsna.com

46

Classic Glass

703/823-3100

703/823-8230

www.classicglassinc.com

21

Commonwealth Laminating & Coatings, Inc. 888/321-5111

276/632-0173

www.suntekfilms.com

25

Erdman Automation Corporation

763/389-9475

763/389-9757

www.erdmanautomation.com

63

F. Barkow Inc.

414/332-7311

414/332-8217

www.barkow.com

24

Fraco USA Inc.

450/658-0094

450/658-8905

www.fraco.com

51, 59 Glass Association of North America

785/271-0208

785/271-0166

www.glasswebsite.com

38

Glass Technology

800/441-4527

970/247-9374

www.gtglass.com

57

GlassPex India

312/781-5180

312/781-5188

www.glasspex.com

53

Glasswerks L.A. Inc.

888/789-7810

888/789-7820

www.glasswerks.com

73

GlasWeld Systems

800/321-2597

541/388-1157

www.glasweld.com

45

Goldray Industries

800/640-3709

403/236-1373

www.goldrayindustries.com

50

JLM Wholesale

800/522-2940

248/628-6733

www.jlmwholesale.com

64

Jordon Glass

800/833-2159

305/482-0119

www.jordonglass.com

65

Liberty Glass & Metal Industries

800/843-2031

860/923-9662

www.libertywindowsystems.com

17

Mayflower Sales

800/221-2052

718/789-8346

www.mfsales.com

33

Midwest Wholesale Hardware

800/821-8527

800/621-5681

www.midwestwholesale.com

38

MyGlassTruck.com

800/254-3643

856/863-6704

www.myglasstruck.com

C2 - 1 PPG Industries Inc.

888/774-4332

412/826-2299

www.ppgideascapes.com

42

Precision Glass Bending

800/543-8796

800/543-8798

www.e-bentglass.com

65

Pulp Studio

310/815-4999

310/815-4990

www.switchlite.com

31

Q-Railing USA

714/259-1372

714/259-1720

www.q-railingusa.com

52

Shat-R-Proof

800/328-0042

952/946-0434

www.shatrproof.com

61

Soft Tech America

954/568-3198

954/563-6116

www.softtechnz.com

37

Sommer & Maca

866/583-1377

866/584-9722

www.somaca.com

11

Technical Glass Products

800/426-0279

800/451-9857

www.fireglass.com

53

Union Tool Corp.

574/267-3211

574/267-5703

www.uniontoolcorp.com

3

Unruh Fab Inc.

888/772-8400

316/772-5852

www.unruhfab.com

60

US Horizon

877/728-3874

888/440-9567

www.ushorizon.com

7

Vitro America

800/238-6057

501/884-5338

www.vitroamerica.com

23

Vitrum 2009

39 02 33006099 39 02 33005630

www.vitrum-milano.it

43

World Glass

888/852-2550

813/265-4093

www.worldglassnet.com

46

Zircon Corp.

800/343-0964

901/850-0563

www.zirconcorp.com
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Mr. Vitucchi
by Lyle Hill
e rarely talked, and even when
he did, it was very difficult to
understand his fractured English spoken through a thick Italian accent. In the summer, he made wine in
his basement but his favorite pastime,
weather permitting, was to sit on his
front porch smoking an oversized,
hand-carved pipe while he watched the
neighborhood kids play ball.
To most of the kids in our ethnically
and racially diverse neighborhood
back in 1959, he was simply “Old Man
Vitucchi.” But to me he was much
more. In spite of the fact that I was only
12 and he was well into his 70s, Mr. Vitucchi was my friend.
On hot summer days, Mr.Vitucchi and
his wife usually would wave me over to
their front porch where he would expound upon the virtues of living in
America while his wife served the best
lemonade to be found anywhere. Most of
the time I didn’t understand what he was
saying because the Vitucchis had only
been living in the States for a little more
than ten years and had developed their
own version of the English language.
He also was a customer of mine. He
was far and away the best tipper on my
newspaper route. And I shoveled his
snow in the winter and cut his lawn in
the summer.
On one particularly hot June day, Mr.
Vitucchi put his arm around me and
told me he had a surprise for me. We
walked to his garage, opened the overhead door and there, right in the middle
of the floor, was the most magnificentlooking example of American engineering and technology that a
12-year-old could ever imagine.
“Whatta you tink, kid?” he asked.
“It’s beautiful,” I said.“I’ve never seen
anything quite like it.”
“It’sa for you to use. You gotta read da
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little book first, but then sh’s ready to
go. And you know what, kid?” he continued. “You now got da only powder
motor in da neighborhood.”
“I think you mean power mower, Mr.
Vitucchi.”
“Whatever … now you can do a better cut in half da time,” he said, obviously very proud of himself and his
new machine.
As I stared down at the mower, my
mind filled with ideas. For one, I had
about nine regular lawn care customers
and each one was worth a dollar per cutting. I was accustomed to cutting lawns
by hand with an old steel reel push
mower that was slow and tiresome. With
this baby, I could cut faster and, therefore, add additional customers.
“Listen, kid,” Mr. Vitucchi continued,
snapping me out of my daydreaming.
“Here’s da deal. You can use it all you
want, but, in exchange you cutta mine
free and put in your own vasoline.
“I think you mean gasoline, Mr. Vitucchi,” I said.
“Whatever . . . we gotta a deal or not?”
he asked.
“Of course,” I quickly answered.
Within minutes, I’d mastered the art
of starting, stopping and operating the
nifty little machine. I then proceeded to
cut Mr. Vitucchi’s front and back yards
in about half the time it would have
taken with the push mower.
After I finished, my old friend
waved me up to the front porch for a
lemonade.
“Kid,” he said.“It looks great and
with da bagger thing, you don’t
even gotta shake da yard when
you’re done.”
“I think you mean rake the
yard, Mr. Vitucchi.”
“Whatever … I thinka we gotta
somethin’ here,” he replied.

I was now on my way to fame and
fortune. But I quickly found out that in
order to entice new customers away
from my chief competitor, a 13-year-old
named Norton, I had to drop my price
to 75 cents per cutting. Naturally, it didn’t take long for my customers to find
out about the price cut and they too demanded the reduced price. After only
three weeks, I realized what a mess I
was in. Originally, I had nine customers
and made $9.00 per week. Now that I
was doing fourteen jobs a week at 75
cents each (except Mr. Vitucchi’s free
one) and after paying $1.10 for my own
vasoline . . . I mean gasoline, I only had
$8.65 to show for my efforts. I was actually doing more and making less.
Tired and feeling like a complete failure, I approached Mr. Vitucchi and told
him of my dilemma.
“Kid,” he began, “you’re a knucklehead. The new machine does a nicer job
than da old kind, so you shoulda raised
your price. Any why you wanna be a big
salami and take Norton’s customers
from him? You looking at da wrong ting
. . . you gotta say how much money you
gotta in your pocket at the end of the
week . . . not how many yards you cut.”
He was right. I had focused on the
sale, not on profitability.
“Kid,” he went on, “I tella you somethin’ else too . . . you never gonna make
it in the glass business.”
“I think you mean grass business,
Mr. Vitucchi.”
“Whatever . . .” ■

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.
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