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Northern
comfort.
When the weather turns frigid, Cardinal’s new Loå-180™ glass is the perfect cold remedy. It’s one more example
of how we’re engineering the future of glass. With a U-factor of just 0.26, it provides excellent insulating
capability, even better than our previous high solar gain glass. By blocking heat loss to the outside and
reflecting heat back inside, rooms are more comfortable. In addition, its SHGC of 0.69 lets the sun’s heat
stream in, making Loå-180 ideal for passive solar applications. The low U-factor also makes Loå-180
compliant for the U.S. ENERGY STAR Northern zone as well as Canadian zones A, B and C. Help homeowners
enjoy some northern comfort – with Loå-180 glass. For more information, visit cardinalcorp.com.
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Glass Defines Green

Greenbuild provided an
opportunity to showcase the
wide range of ways in which
glass products play into the
green movement.

Glass Houses
(Expanded)

See more of the glass
products being used in
homes.

Go to www.usglassmag.com
Online Survey

As residential construction is predicted to pick
up, commercial suppliers are taking a second
look at this segment. Luckily, many homeowners are taking a look at glass products in return
(see article on page 34). What are the top residential glass applications you’re seeing in demand in 2011?

December Survey Results

What segment of
the commercial
glass industry will
you be focusing on
in 2011?
You answered:

13% Other

13%

67%
13%

❏ Glass shower doors
and tub enclosures

❏ Glass countertops
❏ Glass stairs and/or
railings

❏ Glass backsplashes
and/or tiles

67% Commercial
7%

13% Governmental

7% Institutional

CURVED GLASS & EXTRUSIONS

SPECIALTY FLAT GLASS & LAMINATES

US: 800-800-2977 or 800-336-0562
Phone:724-459-9540
Fax: 724-459-0866

SPANDREL

Your one source for today’s Glazing Market

GOVERNMENT

LAMINATED

HURRICANE

TEMPERED

INSULATING

P.O. Box 510
520 Chestnut St
Blairsville, PA 15717
www.dlubakglass.com

UL LISTED BALLISTICS

FRIT PATTERNS

Architectural Flat & Bent Glass Products

MILITARY
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Bullet Blast Forced Entry/Detention Glass
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your
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Series 600

Multi-Slide Doors & Windows
by

Series 900

Series 9500

Hinged & Pivot Doors

Bi-Fold Doors & Windows

Series 600

Series 700

Sliding Doors & Windows

Casements Awnings &
Hoppers

Custom Views. Proven Performance.
westernwindowsystems.com
Product Distributed throughout North America.

Independent Representative opportunities are available.
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visit www.usgnn.com for news every day

Quanex Building Products
to Acquire Edgetech I.G.

Q

uanex Building Products Corp. joining together helps us to get in front of
announced on January 31 that those specifying engineers.”
it had signed a definitive agreeEdgetech’s international presence are
ment with Lauren International to ac- another potential advantage.“It was an
quire subsidiary Edgetech I.G. Inc. for important part of the evolution of
$107 million in an all cash transaction. Quanex that we develop internationally,”
Closing will take
Petratis said.
place immediately
Hovan said a
upon conclusion of
number of factors
applicable governmade Quanex an atmental regulatory
tractive buyer.“Probapproval.
ably the largest piece
Quanex is a manwas the real alignufacturer of engiment of how Quanex
neered materials,
goes to market and
how they run their
components
and
business … there
systems that has
served the U.S. resi- Kevin Gray (left), CEO of Lauren was a very direct
dential door and International, with David Petratis, CEO alignment of our
window markets. of Quanex Corp., following signing of core values … That’s
The company’s other Quanex’s agreement to purchase what we were looksubsidiaries include Lauren subsidiary Edgetech.
ing for, somebody
Nichols Homeshield,
who has, frankly, the
a producer of window screens; Colonial muscle to help grow the business to what
Craft, a supplier of window grilles; we think it can be…”
Truseal, a supplier of spacer systems;
Petratis noted that discussions had been
and Mikron, a producer of vinyl and ongoing for much of 2010. He also said
composite window profiles.
that the acquisition must be approved by
Edgetech president Mike Hovan told the Federal Trade Commission—typically
USGlass that Lauren International has in 90 to 120 days—before employee
been looking for a buyer for the company changes can be discussed.
that would better be able to allow the
Edgetech will be part of Quanex’s Enwarm-edge spacer manufacturer to gineered Products Group, which already
grow“to the extent that we believe it can.” includes Truseal.Petratis said Quanex exHe added,“It wasn’t an active strategy.”
pects the combined strength of these two
Edgetech’s involvement in the commer- companies will lead to advances around
cial market is one characteristic that made energy-efficiency.“We believe the envethe acquisition attractive for Quanex.
lope can be pushed and when you bring
“Edgetech will allow us and be the fa- [together] the butyl-based technologies,
cilitator to expand into the commercial single-edge technologies of Truseal and
market,” David Petratis,chairperson and the foam-based, dual-sealed capabilities
chief executive officer of Quanex, told of Edgetech, we think those minds will
USGlass.“Quanex has some great capa- help push that envelope,” he added.
bilities in our vinyl portfolio that can ❙❙➤ www.quanex.com,
help commercial customers, and the www.edgetechig.com ■
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SuperLite II-XL 45
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G L A S S
SuperLite I-XL

Advanced fire rated glass with superior
clarity and performance for
every application.

TM

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

Proudly made in the USA.
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Buyer’sBlock

In Review

S

The Best Motivational Tool For Your Employees

by Paul Bieber

o what is the best motivational
tool a supervisor can offer his
employees?
Give a holiday bonus … wrong.
Give everyone imprinted T-shirts …
wrong.
Teach your crew to be better employees so they enjoy their jobs and have the
potential to earn more money … this
is the one. It is called “the employee review” and is the single most important
hour you can spend with the people in
your company.

REVIEW YOUR STYLE

PREVENT PROBLEMSWITH COMMUNICATION

The style you use doesn’t matter, as
long as it emphasizes how a person can
grow.You should have standardized categories, and any person who earns a
sub-standard grade must have a program prepared by the supervisor to improve the employee’s work effort.
Simply stating that an employee needs
to improve, without setting the
roadmap to get there, hinders the
chances of improvement.
When the employee earns a high

Many companies feel that having a
strong employee review system will
cover their butts from legal problems.
Yes, this is true. But this should be the
least important reason to do a review.
Communications with your employees
and your supervisors prevents problems from growing into legal situations.
It allows senior management or owners
to really see and hear what is going on
in their company.
Employee reviews are a component of
the financial review,given to all employees
after the close of your fiscal year,while employee reviews are generally done on the
employee’s anniversary. If you prefer to
bunch them together,have them no closer
than 90 days to the end of your fiscal year.
Author’s Note: In 2011 we are shifting the emphasis of this column to a
question-and-answer format. Please
send your questions about business issues to paulbaseball@msn.com, call me
at 603/242-3521,or fax to 603/242-3527.
I don’t have all the answers, but I will research your question with experts and
get the answers. All questions will be
verified with the writer, so please include your contact information. Your
name will be withheld from being published in the article at your request, but
I can’t accept anonymous questions. ■

Simply stating that an employee needs to
improve, without setting the roadmap to get
there, hinders the chances of improvement.

First, let’s decide what an employee
review isn’t.
• It is not a vehicle to discuss an employee’s mistake made months ago.
• It is not to be used to give an employee their annual salary review.
The only information the employee
will take home is“how much money,”
and the important parts of the conversation, how to improve, will be totally lost.
• It is not a lecture by the supervisor.
In fact, it should be 60/40, with the
employee doing the majority of the
speaking.
• It should not be an event that is
feared by the employee, nor should it
be fluffed-off by the supervisor.
The employee review, simply, is a
motivational tool to help an employee
and the supervisor improve their
work relationship, and a framework
for the employee to grow in their job,
becoming more productive for the
company.

8

mark, thank him, and ask him to teach
others. Create a mentor relationship
with another employee who may need
his advice. This is one of the highest
compliments your can give.
To prepare, the supervisor needs to
really look at the whole year. Comment
on the great things that were done as
well as the areas needing improvement.
If an employee improves in two or
three areas, earning positive feedback
from their supervisor, they grow and
so does the company. You should go
over the review with each supervisor
before they do the face-to-face
with the employee.
Your primary goal is to set an
P a u l B i e b e r has 30
environment where the reviews
years in the glass industry,
are looked forward to, not a “do I
including 21 years as the
have to do it” type event. Train
executive vice president of
your supervisors to be supportive
Floral Glass in Hauppauge,
and encouraging. If they prepare
N.Y., from which he retired in
pathways for an employee’s suc2005. Mr. Bieber’s opinions are solely his
cess, you will find many people
own and do not necessarily reflect the
will take that path.
views of this magazine.
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Introducing Low-E 4th Surface Technology with
improved clarity of Pilkington Energy AdvantageTM Low-E Glass
Pilkington¶ s Low-E 4th Surface Technology delivers an evolution in glass technology. Low-E coatings
!!"#$% '( ')$ *+ ,% *- ./01 2$. (1 , 345 .#6,#72 ,'"8 0$%/2$ ')$ 2$,'$09(196" .. 59: 2'(0; <%%#,6
Pilkington Energy AdvantageTM to the #4 surface of a Low-E IGU can achieve R-5 performance. Enhance
thermal performance without investing in the additional time and raw materials to produce triple-pane windows.
Pilkington has dramatically increased the clarity of Pilkington Energy AdvantageTM with developments in
pyrolytic coating technologies. It is one of the clearest of the Low-E technologies, providing superior thermal
2(,'0("= $,) ,2$% #,./" '#(, ,% )#6) >$,$72# " ! ..#?$ .(" 0 )$ ' 6 #,; @#"A#,6'(, Energy AdvantageTM
retains its position as a top performer in the Canadian Energy Rating (ER).
Visit us at www.pilkington.com/na or call 800-221-0444 to learn more.
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GANAPerspectives

Glass Week Grows

F

GANA Winter Conferences Expand

by Ashley M. Charest

or the fourth year in a row, the
Glass Association of North America’s (GANA) winter conferences—comprised of Glass Week and
the Building Envelope Contractors (BEC)
Conference and Trade Show—will be
co-located in Las Vegas. Glass Week will
be held March 24-27, 2011, and the BEC
Conference on March 27-29, 2011, both
at the Paris Casino Resort.
These events will be packed full of
quality information and educational sessions that make them a must for anyone
in the architectural glass community.
Glass Week will feature strong division
and committee meetings, focusing time
on reviewing technical resources,updates
to ASTM International standards,activities on code and regulatory matters and
up-to-date presentations on new technologies. The BEC Conference will continue to provide a solid day-and-a-half of
speakers that discuss the newest glass
and glazing trends for glazing contractors, in addition to providing essential information from a general business
perspective.One new feature to this year’s
BEC Conference is the integration of a live

GANA’s winter conference has
become a must-attend event for the
entire glass supply chain.

10

MORE INFORMATION?
Glass Week
BEC Conference
IGMA
NFRC

March 24-27, 2011
March 27-29, 2011
March 22-25, 2011
March 28-30, 2011

trade show, co-sponsored by USGlass
magazine, which will allow attendees an
opportunity to visit with suppliers and
learn more about their company’s products and services,all during non-general
session educational time.GANA also will
host the third annualVirtual Trade Show,
co-sponsored by PPG Certified Fabricators Program,which will be online March
1-April 30, 2011.

QUALITY AND QUANTITY OF EVENTS
With the quality and quantity of glazing industry participants in one location,
other organizations have decided to utilize the opportunity to co-locate their
winter events with GANA’s Glass Week
and the BEC Conference.As in 2010, the
Insulating Glass Manufacturers Alliance
(IGMA) will host its eleventh Annual
General Meeting immediately prior to
Glass Week at the Paris Casino Resort,
March 22-25. Both GANA and IGMA are
working together to provide discounts to
each others’events,along with providing
à la carte registration to GANA events,
such as the Sunday joint Glass Week-BEC
Conference welcome reception. These
various registration options will allow for
attendees to craft the perfect registration
for them, while also allowing flexibility in travel for the conferences.
Another industry-related organization will co-locate its winter
event with GANA’s winter conferences: the National Fenestration
Rating Council (NFRC).Scheduled
to begin with an overlap of the BEC

USGlass, Metal & Glazing | January/February 2011

www.glassweek.com
www.becconference.com
www.igmaonline.net
www.nfrc.org

Conference, NFRC will hold its spring
event in Las Vegas at Bally’s March 2830, 2011. GANA and NFRC have agreed
to allow members from each other’s organizations to attend sessions at the
member price.
For companies looking to enhance
their company presence at the events,
sponsorships have been set up to host
a variety of functions, speakers and
networking opportunities. Contact
GANA at 785/271-0208 for available opportunities. At press time, confirmed
sponsors include:
• 3M
• Goldray Industries Ltd.
• Guardian Industries Corp.
• Kawneer Co. Inc.
• Oldcastle BuildingEnvelope™
• Pilkington North America
• PPG Industries Inc.
• PPG Industries – Certified Fabricator
Program
• Saflex
• Saint-Gobain Swisspacer
• Sapa Extrusions LLC
• USGlass Magazine
• Viracon
• Vitro America Inc.
• W&W Glass ■
A s h l e y C h a r e s t is
account executive for GANA.
Ms. Charest’s opinions are
solely her own and not
necessarily those of this
magazine.
www.usglassmag.com
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Find your
Competitive
Edge.
Edgetech 360®: products, support
and service for the commercial market.
Edgetech I.G. is more than the leading warm edge
supplier for commercial applications – we’re your
competitive edge.
With our award-winning Super Spacer® products
you receive the best in long-term durability, energy
efficiency and production efficiency with fully and
semi-automated options designed for all glazing types.
Our dedicated commercial team is ready to help you
specify and sell into the commercial market.
Call Edgetech at 800.233.4383 or visit us online at
www.edgetech360.com/architects to view our
global project portfolio, explore continuing education
opportunities or to learn more about Super Spacer.

®

is our promise that you’ll receive the best
in high-performance products and the advantage
of having a partner that understands your business
objectives. Our support services are designed to help
you take your business to the next level.

Sapphire Tower, San Diego, CA, Window / IG Manufacturer: SAFTI FIRST Fire Rated
Glazing Solutions, Lead Architect: AVRP Studios, Inc.

Does your spacer supplier offer you all of this?
Learn more at www.edgetech360.com.
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CompanyNews
Sapa Acquires Arch Extrusion
Plant, Closes Vancouver Facility

T

hey say when one door closes,
another opens. In this case, as
Sapa Extrusions North America
sent a letter to customers noting it
would be closing its Vancouver, British
Columbia, facility around March 31,
Sapa Profiles North America was announcing that it had completed an asset
purchase agreement to acquire the Arch
Extrusion facility in Miami.
The letter sent to Vancouver-area extrusion customers noted that extrusion
production in Vancouver would be
transferred to the company’s Portland,
Ore., facility.
The letter, signed by John Noordwijk,
Sapa Extrusion general manager, West
region, reads,“We realize that the Sapa
Vancouver plant has developed and
launched unique customer solutions in
several markets despite low volumes
and profitability. Sapa will continue to
deliver exceptional service solutions,

fabrication, anodizing and coating capabilities from its Portland facilities.”
Patrick Lawlor, business area president of Sapa Extrusions North America, is also quoted as saying, “While
this was a difficult decision and we realize that change is never easy for our
employees or our customers, we are
committed to upholding excellent
customer relations and offering a
wider range of products and services
that is truly unique.”
Meanwhile, Sapa said in a statement
on its facility acquisition from Arch
Aluminum & Glass, headquartered in
Tamarac, Fla., that this agreement
demonstrates its continuing commitment to the North American extrusion
market. As a result, Sapa will be able to
offer increased extrusion capacity to
serve customers in Florida as well as increased anodizing capability throughout the Southeastern United States.

Graham Acquires Keystone’s Assets

raham Architectural Products, a York, Pa.-based manufacturer of architectural-grade doors, windows and curtainwall, announced in December 2010 that wholly-owned subsidiary Graham Thermal Products
LLC has acquired from the secured lender the product lines, test reports, intellectual property, inventory, machinery and equipment of Keystone Industries Window and Screen Systems Inc.
Keystone, based in New Castle, Pa., is a manufacturer of commercial and
energy-efficient thermal window systems and related products. Michael
DeRosa, the co-founder of Keystone, will be joining Graham Thermal Products as its president. DeRosa has more than 21 years of experience in product design and manufacturing.
Graham Thermal Products will operate as a subsidiary of Graham Architectural in a newly leased 45,000-square-foot facility in New Castle and will
employ approximately 45 people, many of whom were formerly employed
by Keystone.
❙❙➤ www.grahamwindows.com

G
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“This agreement gives us a greater
presence throughout the Southeast,”
Lawlor says.“The acquisition will help
us to provide the market more responsive service and shorter lead
times. We will be able to offer our customers a range of extrusion products
that is truly unique.”
The Arch facility includes two modern extrusion presses and an anodizing line for both clear and electrolytic
colored finishes that meet stringent
architectural standards.
According to the statement, Sapa’s
acquisition is intended to allow Arch
to focus on its core business of glass
and metal fabrication throughout the
United States and Canada.

❙❙➤ www.sapagroup.com

The Dwyer Group Inc.
Acquired by TZP
Capital Partners

The Dwyer Group Inc., the Waco,
Texas-based parent company of the
Glass Doctor franchise, has been acquired by an investor group led by
TZP Capital Partners I, L.P., a private
equity fund based in New York. The
transaction, valued at $150 million,
closed December 23.
Mark Dawson, president of Glass
Doctor, tells USGlass that this new
partnership will allow the Glass Doctor franchise to expand further in the
United States and Canada and hinted
at further expansion opportunities for
the Dwyer Group as a whole.
“This will allow us to look at other
businesses [in the home services segment] that complement us,” says Dawson, while adding that TZP was an
attractive partner as it has a great deal
continued on page 14
www.usglassmag.com
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A NEW ERA
IN WINDOWS
IS DAWNING.
THE FUTURE JUST
GOT BRIGHTER.
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CompanyNews
continued

of experience with franchises.
In addition to its franchise concepts,
Dwyer also owns and operates 37 fullservice glass stores in Maine, Vermont
and New Hampshire. Dwyer’s franchisees along with its company-operated stores account for nearly $800
million in annual revenues.

❙❙➤ www.dwyergroup.com

Barber Buys Back
Retail Operations, Mfg
Assets Set for Auction

John Barber has had one bit of good
news since his company, Guelph, Ontario-based Barber Glass Industries,
was placed into receivership in November (see December 2010 USGlass,
page 12). He told USGlass in an interview that a deal to buy back Barber
Glass Retail from receiver Grant
Thornton Ltd. was completed successfully in early December.
However, Barber’s five attempts to
purchase the remainder of the manufacturing segment of the company
from its receiver were denied, and on
February 2 the Ontario Court approved a motion made by Grant
Thornton to auction off the assets of
Barber Glass' facilities in Collingwood
and Guelph, Ontario.

“The Ontario Court granted the relief
sought by the receiver in respect of the
assets of Barber Glass,” Daniel Sobel,
manager, specialist advisory services
for Grant Thornton, told USGlass.
Dates will be posted online by the
two auctioneers involved. Asset Engineering (www.assetengineering.com)
will be auctioning the Guelph, Ontario, facility assets. The Danbury
Group (www.danburysales.com) will
be auctioning the Collingwood, Ontario, facility assets.
Barber’s wife Susan made the fifth
offer to buy back the company on January 21. The offer was deemed unacceptable by the Grant Thornton for a
number of reasons, according to court
documents. First, it was less than the
aggregate value of the net minimum
guaranteed amounts under the two
creditor agreements referenced. The
agreement contemplated a nominal refundable cash deposit that was not submitted with the offer. Court documents
also note that “although the fifth offer
is not conditional on financing, Susan
Barber has failed to provide evidence of
financing despite requests.”
Regarding the retail operation, Barber says, “That business was caught
up in the crossfire. They never had

Central Glass to Purchase
Certain Zeledyne Assets

eledyne LLC announced the signing of definitive agreements for the
sale of its Nashville Glass Plant and Carlite warehouse operations and
automotive glass aftermarket business to Central Glass Co. Ltd. Central Glass is a Japan-based manufacturer of automotive, architectural and
other glass products.
The two companies expect the sale to close early this year. Terms of the deal
have not been disclosed.
Zeledyne has 1,300 employees working at three manufacturing plants in
Nashville, Tulsa, Okla., and Juarez, Mexico; warehouse operations in
Lebanon, Tenn.; and headquarters in Allen Park, Mich. Zeledyne exited the
commercial glass business in January 2010 (see February 2010 USGlass,
page 10).

Z
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any issues. The issues were with our
friends at the Bank of Montreal.” Barber notes that the retail operation accounts for 8 percent of the company’s
annual sales.
Barber told USGlass in December
that he had been working with government and banking officials, and noted
that he also has the support of many industry suppliers in these efforts.
“It’s pretty odd the overwhelming
support we have had from suppliers,”
Barber says.“Some said they will risk
credit for a new operation, provided I
am in some form of management.”
Barber also offered additional details concerning the events leading up
to Grant Thornton placing the company into receivership.
“I thought we had a deal at the bank
only to find out at last hour that it didn’t happen,” says Barber, who is the
company’s largest single stakeholder.
“We had the largest backlog and the
largest receivable in the history of
company at the time of the receivership so it’s all hard for us to understand,” he says.

C.R. Laurence
Acquires Delta Doors

C.R. Laurence Co. Inc. (CRL) in Los
Angeles has acquired Delta Doors in
Miami. Originally founded in 1996 by
Jesus Martinez as a distribution center
for doors and storefront materials,
Delta Doors later shifted into manufacturing aluminum doors, windows and
framing systems.
“Delta Doors is considered the‘major
force’ in doors and window wall systems and is one of the few companies
meeting all of Miami-Dade County
(Fla.) air, water, structural and impact
requirements,” says Lloyd Talbert, president of CRL.
According to the announcement, all
Delta employees will be joining CRL, including founder Jesus Martinez and
Carlos Martinez, who has led the sales
efforts and managed production.
❙❙➤ www.crlaurence.com ■
www.usglassmag.com

Product Information
© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Zoom Fit
Search

+

–

Archives

I<
E-Mail

<

>

>I

Subscribe

IT STARTED OUT GREEN, BUT ENDED UP PLATINUM.
The Bank of America building in Midtown, Manhattan is the first skyscraper designed to achieve a LEED® Platinum rating and
is billed as the greenest skyscraper in the country. One reason is the building’s floor-to-ceiling glass curtain wall made from
Viracon’s high-performance, low-e coating on low iron glass with a custom silk-screen. Viracon worked with the architects and
contractors to provide glazing options that met strict LEED Platinum guidelines. But that’s nothing new at Viracon. For over 40
years, our customers have trusted us to provide proven sustainable architectural glass expertise without compromising aesthetics or energy efficiencies. To get our thinking on your thinking call 800.533.2080, e-mail glass@viracon.com or visit viracon.com.
©2010 Viracon. All rights reserved.

More possibilities from the leader in glass fabrication
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GlobalUpdate
Saint-Gobain, NSG and Viracon
All Increase Presence in Brazil
BRAZIL

S

aint-Gobain, NSG Group and
Viracon are the latest companies to announce expansions
into Brazil, proving that this is indeed a
growing market.
Cebrace, a joint venture between
Saint-Gobain Glass and NSG Group in
Brazil, announced in early December
2010 plans to build a new float glass
plant in Bahia State, in northeastern
Brazil. The new facility, to be the sixth
float line owned by Cebrace Cristal
Plano Ltda., will enable Cebrace to
serve its customers more effectively in
this fast-growing region, according to

16

the company. The plant will be capable of producing 600 tons of flat glass
a day to supply the Brazilian construction and automotive markets. It’s
scheduled to come on stream in firstquarter 2013.
Viracon, meanwhile, in November
2010 acquired 100 percent of the stock
of GlassecVidros de Seguranca Ltda, an
architectural glass fabricator in
Brazil. Glassec will become part of Viracon and be called GlassecViracon.
“Glassec has built a tremendous
business in Brazil, and its business
strategy aligns closely with that of

USGlass, Metal & Glazing | January/February 2011

Viracon—serving complex commercial projects with high-quality, energyefficient glass,” says Greg Silvestri,
Viracon’s president.
Founded in 1991, Glassec’s 100,000square-foot fabrication facility is located 90 minutes outside of Sao Paulo,
Brazil, and has 250 employees. The
existing management team will continue to lead the company, with general manager Dario Farhat reporting
to Silvestri.
Guardian Industries has been heavily involved in the Brazilian market for
the past 12 years and added a new

www.usglassmag.com
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coater at its Porto Real, Brazil, float
glass plant in May 2010. The company
also opened a second float glass plant
in Brazil in 2010 in the city of Tatui near
Rio de Janeiro.
Earnest Thompson, director of corporate marketing and brand management for Guardian Industries says
the company identified Brazil as a
growth market more than ten years
ago when it built its first plant outside of San Paulo.
Russ Huffer, former chief executive
officer of Apogee Enterprises (see page
52), says that Viracon has always had a
significant international presence, although until now not in Brazil.
“We have glass on eight or nine of the
tallest buildings today located around
the world,” Huffer says. “To remain
competitive we knew we had to look at
having operations overseas. Brazil has
one of the best economies—and it’s a
market that likes to have value-added
glass on tall buildings.” Guardian commented on this fact as well.
“During the past ten years we began
to see that the majority of our customers are investing in value-added
processes, fabricating, laminating, etc.,”
Thompson says, adding that the company works to meet the needs of those
customers.“We make a variety of products at our plant there including low-E
and solar control for both residential
and commercial applications.”
In the case of Viracon, Huffer says,
“It’s a market we had no ability to enter
due to duties, etc. … We knew we had
to do an acquisition because we didn’t
have a presence there.”
As the company searched for the
right opportunity it came across
Glassec, which was interested in selling,
making the timing perfect.
www.usglassmag.com
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Thompson adds that Guardian’s
“global strategy has helped us overall”
and that Brazil is “definitely a growth
area.”
Earlier in 2010, GIMAV, the Italian
association of suppliers of glass processing machinery and accessories,
reported that the Brazilian glass industry has been experiencing a surge
in growth and glass consumption has
been rising steadily, growing 37 percent in 2008, 2009, and is tipped for
22 percent growth in 2010 overall.
A representative for Saint-Gobain
told USGlass that the new Cebrace float
in Brazil will meet the domestic demand for flat glass which is growing in
Brazil at a rate of 7 percent a year.
“With this float, the sixth for Cebrace in Brazil, Saint-Gobain will
reach a new milestone in its growth
strategy in emerging countries,” says
William Seiberlich, communications
manager for Saint-Gobain North
America. “The flat glass business of
Saint-Gobain aims to achieve 46 percent of its sales in emerging countries
by 2015, compared to 40 percent in
2010, and intends to earmark to them
75 percent of its capital expenditure
over the next five years.”
Thompson points out that growth
in this region will definitely continue
through the next several years as
many high profile events will be taking place there—namely the World
Cup in 2014 and the Summer
Olympics in 2016.
“We are pleased to be able to be involved in those projects, and all the infrastructure that goes along with those
events,” he adds.“We already have customers there and they know us pretty
well so we look forward to working with
them on various projects.” ■
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• Polysulphide – “The Proven
Performer”

• Proven to provide the best field
performance when used in a dual
sealed IG System
• Fenzi Thiover polysulphide
contains no solvents or other
hazardous ingredients

• Fenzi HOTVER 2000 Hot Melt Butyl,
solvent free
• Maximize available LEED® points

• Excellent mechanical properties,
including low permeation of water
and gases

• Compatible with all spacer systems
and most glazing materials
• “For your next job, specify Fenzi”

HERE TODAY,

HERE TOMORROW,
TO SERVE YOUR NEEDS
tel: 416-674-3831 • fax: 416-674-9323
www.fenzi-na.com

January/February 2011 | USGlass, Metal & Glazing

17

Product Information
© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Zoom Fit
Search

+

Archives

–

I<

<

E-Mail

>

>I

Subscribe

ContractGlazing
Nevada’s “Glazing Man of the Year”
Shares Tips for Increasing Backlog

J

and Arizona. The glaziers in
ohn Heinaman jokes that
these states were all part of a
he was named the Glazing
common pension plan. In the
Industry of Nevada’s
late 1900s, the trustees … were
“Glazing Man of the Year”
given bad advice from an unaward for 2010 because “all the
scrupulous broker who conold guys in Vegas died or alvinced them to put money in a
ready got the award or are out
piece of land that was supposed
of business.” But a backlog that
doubled in 2010 and solutions John Heinaman to be for a new NFL stadium. It
for repairing the Southern Calturn out the land was contamiifornia Pension Plan show that the pres- nated and worth only 20 percent of what
ident of Heinaman Contract Glazing, they paid for it.So due to bad judgments
with offices in Lake Forest, Calif., and the pension plan did not have adequate
Las Vegas, came by the honor honestly. funding to pay retirees in the future … I,
In earnestness, Heinaman says, “I and two others, all volunteered to find a
think I won the award because back in solution. We worked with the govern2005 there was a problem with the ment and the IRS so we could stay in
Southern California Pension Plan im- business and make settlement payments
pacting retired glaziers that were part of over a 15-year period.”
Among the biggest challenges facing
a union in California, Nevada, Colorado

Construction Employment
Declines by 16,000 in December

ccording to an analysis of federal employment figures released by the
Associated General Contractors of America (AGC), employment in construction declined by 16,000 in December 2010 as the industry’s unemployment rate hit 20.7 percent. AGC notes that even as the industry
continues to suffer from weak private sector demand the benefits of the temporary stimulus program appear to be winding down.
“At this point, it doesn’t look like there’s anything to replace the temporary
help that the stimulus has been providing for the construction industry,” says
Ken Simonson, the association’s chief economist. “[These] figures offer yet
another reminder that the construction industry remains, and is likely to remain, the hardest-hit industry in the economy.”
Construction employment declined by 0.3 percent during the month, leaving
only 5.6 million people employed in the industry, a 27-percent decline since employment in the industry peaked in August 2006 at 7.7 million, Simonson noted.
He added that during the past 12 months the construction industry has lost
93,000 jobs. Meanwhile, the industry’s unemployment rate is more than double
the overall, not seasonally adjusted, national unemployment rate of 9.1 percent.

A
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the glazing industry as a whole, Heinaman says, is“right-sizing your business
to the volume you have and making the
tough decisions. You have to make
enough money to pay the overhead and
hopefully you will break even.”
Clearly Heinaman has met that mark,as
he says that in 2010 the company did half
volume from 2009 and still will be profitable for 2010; in addition,the company’s
backlog is double what it was a year ago.
“We have recognized that today business is primarily public works and we
have switched our focus to contractors
that focus on this rather than private construction. We have also changed our
bonding capacity, which is necessary for
public works. We also established a relationship with a minority company so we
have an additional qualification that is favorable for public works,” Heinaman says.
In some areas, Heinaman says, there
have been instances of projects on hold
due to funding.“Looking at the anticipated near term increase in need of additional facilities, such as casinos,
hotels, etc., does not support investment at this time,” he adds.
Heinaman says that it’s up to each
company to pinpoint its strengths and
focus on enhancing those areas, especially business practices.“The best thing
small glazing contactors can do … is to
look internally as to how they evaluate
themselves professionally,where there are
areas of weakness,etc.They need to look
at how they can improve,etc.,so they can
take advantage of opportunities when the
market improves,” Heinaman says.
He adds,“Something I would recommend is that they invest in themselves by
creating a relationship with a business
coach. This is not someone who teaches
them to install glass,but who helps them
become a better business person.” ■
www.usglassmag.com
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The Bow
Origami
by Artist
Robert Lang
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this envelope
changes everything
Oldcastle Glass® is now Oldcastle BuildingEnvelope.™

More than a name change, this is a sea change in how the building
envelope is realized. Like an envelope created from a single piece
of paper, we approach the building envelope the same way. Not as
pieces and parts—instead—we design, engineer, test and manufacture
curtain wall, windows, storefronts, skylights and glass as one seamlessly
integrated unit. Why do we do it? Everyone in the design and
construction chain is asking for it—from visionary architects to
owners, engineers, consultants and construction managers. To see the
future of the building envelope, call 866-OLDCASTLE (653-2278)
or visit us online at oldcastlebe.com.

Finally there is one
integrated system
where all the elements
necessary to enclose the
building are engineered
to work together
seamlessly.
The Bow by
Foster + Partners.
Building envelope
by Oldcastle
BuildingEnvelope™
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by Megan Headley

ary Danowski has been something of a rolling stone within
PPG Industries. He joined the
company in 1982, just one year before
the Pittsburgh-based company brought
the world’s first low-E glass to the marketplace. Armed with a mechanical engineering degree from Gannon
University,Danowski started as production engineer at the former Crestline,
Ohio,automotive glass fabrication plant.
But, unlike that proverbial stone,
Danowski has gathered a range of experience from a collection of titles as diverse as sales engineer, director of
market development, plant manager
and, since January 2009, vice president
of the performance glazings segment.
With time spent in the company’s automotive glass, aerospace and flat glass
segments,Danowski is able to call on an
array of experiences to guide him as he,
in turn,guides the flat glass business out
of the economic downturn.
In January, Danowski sat down with
USGlass to share his views on the industry, how he’s honed his decisionmaking skills and his take on
allegations that glass is not important
to today’s PPG. Danowski also explained why he’s excited for the glass industry in the years ahead.
USG: Let’s start with some background. What was your first job out of
school?

GD: It was,unfortunately,too long ago.

22

I graduated from Gannon University up
in Erie, Pa., where I grew up, with a mechanical engineering degree. At that time
PPG was interviewing on campus, and I
actually went to work with them in Crestline, Ohio, one of their automotive glass
fabrication plants. I was hired right out of
school as a process engineer in one of
their facilities. It was a great start.

USG: And you’ve been with them ever
since. That’s impressive.

GD: At times I feel like a dinosaur because you don’t see that happening in
today’s world anymore. But yes, at that
time PPG had, and we continue to have, a
very good on-boarding process. We had
more engineers at the plant then, but the
learning process and the methodologies
to help fresh kids out of school truly understand processing of glass, tempering
of glass, cutting of glass, painting of
glass—all of those issues—were excellent. They had a good mentoring program
inside of the plant and a result of that is
you learned a lot about basic processing
of glass. That continued to help me
throughout my whole career, from an understanding and a knowledge perspective,
but also how to ask the right questions.
USG: Although you’ve been with the
same company all this time, you’ve
worked for the automotive, aerospace
and flat glass segments in various positions. What are some of the advantages to this diverse training?

GD: There are two things.One is I had

USGlass, Metal & Glazing | January/February 2011

Photo courtesy of Joe Renckly Photography.

Gary Danowski Shares
His Observations on PPG
and the Glass Industry

an opportunity to jump around all of the
different glass divisions and, as you
mentioned, aerospace. The other great
thing that PPG allowed was the ability
to work through different functions. I
started as an engineer, I was in technical
sales up in Detroit for a while so I got a
taste of the sales side, including interaction with customers, then I moved to engineering management at our Evansville
plant. After that, I had a great opportunity to go overseas, and lived in Paris for
three years; that was more of a staff function around market development in Europe associated with the glass businesses
… it was a broad perspective involving
all aspects of the glass markets in a different region, and a different culture…
I came back as float glass plant manager and then [moved] to a marketing
role in the early 2000s, responsible for
www.usglassmag.com
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Since 1982 Gary Danowski has learned the ins and outs of PPG, working in a number of roles before taking on the
performance glazing segment.

flat glass marketing and product development. The point behind all that is
that I had a chance to hit different businesses and different functions—and
enjoyed them all. The most recent role
prior to this job was in aerospace … All
of those things I learned early on, from
understanding the operation side, are
pertinent across different segments of
PPG’s businesses …
USG: In getting to try on these different hats did you find any surprises?

GD: I would say when you enter a new
role there’s always a learning curve. As
much as you think you’ve got broad experience, every time you enter a role
there are a lot of learning opportunities
that go with it. Whenever I go into a job I
try to be observant. … You’ve got a tool
belt and you keep hooking on things you
want to remember going forward—very
www.usglassmag.com

good practices or very good management or good boss-type of learning opportunities. And then you have the other
side of the belt which is “I would never do
business like that … ever.”

USG: So who were some of the role
models who offered good “boss-type of
learning opportunities” for you?

GD: I’ll tell you,there are several.If you
go back to glass, Frank Archinaco [PPG
Industries’ former executive vice president] is just one of those guys who is truly
a great leader. He was the type of guy who
was extremely tough, but would be the
first one to reach out his hand and pick
you up after a tough discussion and say
“Now what are we going to do about it?”

USG: You might say that the primaries once had a “face,” Archinaco being
a “face” for PPG. Do you think that personification is important?

GD: It’s interesting. Twenty-eight
years ago, when I started with PPG, it
was a different company. I think companies today are much more businessfocused, head to the grindstone to
make things happen, and so from the
perspective of having that one “face”
that you can always relate to, while
there’s probably some importance to it,
I think it’s changed over time and in
today’s world. At least from my perspective, it’s less of an issue.
USG: Now how exactly do you define
your current job description?

GD: I’m responsible for our performance glazings business, so it’s our flat
glass business within PPG. It includes
everything we do relative to producing
glass, coating glass and selling it, with the
continued on page 24
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continued from page 23

exception of automotive. So anything
that’s not automotive related that’s associated with glass,I have accountability for.
USG: Previously you reported to Victoria Holt, who resigned as senior vice
president in September 2010; how
have your duties changed since then?

GD:Vicky had responsibility for glass,
our performance glazings strategic business unit and the fiber glass strategic
business unit. Since she left, these businesses report up through Rich Alexander who is executive vice president of
performance coatings inside PPG. It really didn’t change responsibilities at all it
just changed reporting relationships.
USG: What would you say are your
goals for your segment?

USG: What would you say is PPG’s
overall plan for its glass segment
going forward?

Photo courtesy of Joe Renckly Photography.

GD: I started in this job almost two
years ago so I probably couldn’t have
come into this business at a worse time
based on the economy. It’s been a really
tough couple of years. We’ve done a lot of
things to position ourselves for emergence from this down cycle. We’ve obviously had to, as I think most of the people
in the industry have, really pay attention
to where our costs are and make sure we
drive forward operational excellence and

good business processes to make sure
we’re in the best position when volume
comes back. That’s more of a basic insight, having to survive through a down
cycle, but a real focus continues to be on
technology. I think we’ve got a good track
record of developing step-change type of
products … That engine needs to continue to keep running and we need to
stay focused with resources to assure that
we can continue to deliver on the new
products front.
The other thing, and I don’t think we’re
unique with this, is that, geographically,
our whole business is located in the same
building with our R&D community. That
started about 10 years ago … The ability
to communicate quickly to have people
on the same page, to understand market
needs versus where the product development is going, all of those are critical.
Having everyone co-located, I think,
helps us with speed to market and alignment to assure that things that we’re
working on are the things that are going
to win in the marketplace.

Gary Danowski talks with Lois Pruitt, director of customer service. Danowski says
his current duties include “everything” relative to producing and selling flat glass.
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GD: I will tell you that PPG is committed to the glass business. And I’ll give
a couple data points to support that. First
of all, in the last two or two and a half
years, during this down cycle, cash is
king and PPG supported the glass business for a cold repair in 2009 and again
in 2010. Cold repairs in glass are very expensive capital projects—they’re $30 to
$50 million depending on how much environmental work you do during those
cold repairs. So PPG, during a down
cycle, continued to support the glass
business and continues to support us
today with continued investment in
coaters—both from a capacity and capability perspective. So we’re kind of excited that we invested when the market
was down—and we’re ready to grow
with a relatively young fleet of tanks
going forward. We’re excited about where
we’re going and what’s going to happen
as the economy picks back up again.

USG: You mentioned that PPG has
invested in new technology for rebuilt
furnaces. Can you share more details
on that?

GD: As we’ve continued to look at
things like environmental issues and how
we get the most out of our assets—when
we went through the cold repairs in Texas,
we invested in oxy-fuel firing technology
for that furnace, a line on which we make
our tinted glass … Those things help us;
they’ve certainly improved the “sox and
nox” [sulphur dioxide and nitrogen
oxide] air emissions and at the same time
we gained throughput and quality of
product coming out the other side. So we
continue to try to not only look at new
products, but we also look at new glassmaking technologies…
USG: Let’s talk about the product
technology for a minute. What’s next
for coatings?

GD: We always have a pipeline of
products that we’re looking at relative
to next generation or step-change type
of products. We have some that we’re in
development on today. I really can’t
speak to those, but a lot of our products
today, especially around the commercial side, continue to be driving energy
www.usglassmag.com
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With over 30,000 man hours
on one job alone… our

scratch removal systems
efficiency. I think that continues to be
an important mega-trend, and it continues to be a place where we invest
R&D resources to make sure that we’re
driving as much of the improvement efficiencies of buildings as we can.
Also, it’s only been within the last two
years that we’ve introduced five products
into the solar side. They’re all brand new
products; in fact, we’ve done a bit more
development on two of those products
during the last 12 months. We actually
have a very good arsenal of products that,
as that industry continues to mature in
the United States, will position us well to
serve that marketplace.We’re excited and
I think that we’re just seeing the beginning of what’s going to happen there.
There’s always some uncertainty when
you’re into an emerging market like that,
but that being said, we’re excited that the
solar market’s starting to grow. It’s going
to be a big consumer of glass and with
the products that we’ve come out with,
our Solarphire PV,Solarphire AR and Solarphire TCO,which is a transparent conductive oxide, I think we’re ready to take
advantage of that marketplace.
At the end of the day, the solar industry is almost the exact opposite of the
architectural business. On the architectural side, we’re about keeping the heat
or the energy out of the building—
solar is about getting more energy
through the glass and into the module.
So the products are almost polar opposites. The good news for us is that we’ve
had Starphire glass around for almost
10 years now. That ultra-clear, low-iron
product is really the basis for driving
some of the product development in the
solar side of the business.We’ve learned
a lot from some of our proprietary tints
as well. The combination of those technologies play very well as we are developing substrates for the solar market.
USG: There’s some discussion about
how glass manufacturers need to stake
their claim, whether offering a commodity or a value-added product.
What’s your take on this?

GD: Although we produce a lot of
commodity products today, our strategy
www.usglassmag.com

are proven to solve your toughest
glass damage issues.

:: Repair anything
from light rubs to
extreme damage.
:: Center water
feed for pinpoint
accuracy.
:: Ergonomic design
reduces fatigue.
:: More system
content and
functionality
than ever!
800.321.2597
www.glasweld.com/gforce2

continues to be focused on the valueadded technologies. Those are the types
of products that drive the investment in
R&D. As we look at our portfolio we continue to grow our value-added products
year over year over year—even during
the down cycle our value-added products continued to go up. From that perspective, we truly believe that technology
and new products are the key to this industry and the key to continued improvement of our performance. We’ll
continue to drive toward investment in
technology and new products—driving

USG: To jump back a minute, you
mentioned you spent some time as director of market development for PPG’s
European glass business. Did you come
away with any practices that you feel
they do better overseas?

our value-added mix up.

GD: The glass business has been mature in Europe, as in the United States,
and been around for a long, long time. I
think the challenges we were facing over
in Europe were very aligned with the
continued on page 26
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continued from page 25

challenges we continue to face in the countries that we’re working with, to be you continue to add value to products
United States. There are always things able to use PPG technology to help them and you continue to add labor to prodthat certain plants do better than other get on the ground to start producing glass ucts, you have to continue to pay attention to how big of a threat low-cost
plants.I’ll start with Starphire ultra-clear in those regions.
USG: What’s the bene fit for PPG of countries pose. I think the World Trade
glass—we had a plant in Italy that was
Center is an example of that. The pre-fab
probably the best clear and extra-thick this licensing approach?
plant, well known for its clarity of prodGD: There’s significant reduction in curtainwall coming in is a threat you
uct, its edge color and its thickness.They investment. Then with that capability have to pay attention to. But there are offmade it for the Italian market which in- you obviously drive income through setting issues to that at the same time.
cluded a lot of furniture makers and re- different means; you can get the bene- When you start to look at trying to meet
ally focused on beautiful-looking glass. fit of royalty structures. The big posi- the schedules of buildings and trying to
Things that they did in that plant that tive is being able to take advantage of have product at the right place at the
were not silver bullets, but just lots of our strong, global brand and our tech- right time and manage around things
that break, I think you’ve
small, good practices. We were
got to understand that
able to take advantages of learning those things and bringing PPG, during a down cycle, continued those build schedules and
service requirements
those process improvements
to support the glass business and the
associated with that are
back to the U.S. as part of the
overall joint businesses at that continues to support us today with restrictors to some imI believe there’s alparticular time.
continued investment in coaters… ports.
USG: PPG’s Glass Group is reways going to be a niche
ally a Nor th American based
opportunity [for Chinese
company now, at a time when it seems nical capabilities in those regions products], but in the near-term I just
many manufacturers are reaching for where, at this time, we’re going to invest. don’t see, even for curtainwall, that it’s
global presence. Is there an advantage
USG: You had comme nted on glass going to take over a significant share of
to either approach?
capacity in th is countr y. When do you the marketplace.
USG: When you spoke with USGlass
GD: I would say today, when you’re think we’ll reach the point where it will
about PPG getting the World Trade Cenlooking at companies and where they’re start to grow again?
expanding, most are all expanding into
GD: I think it’s been a tough couple ter glass contract after all this time, you
emerging, developing markets. Due to the years for the whole channel, starting at commented that you too were surprised
low demand, the United States has a lot of the producers like us all the way about being selected to provide the
capacity—probably somewhere around through the fabricators. When I look at glass—can you elaborate on that?
25 percent of the capacity in North Amer- the indicators going forward, and at the
GD: You know, I would still tell you
ica has been shut down as a result of low different analysts that try to forecast that I haven’t gotten any direct feedback
demand. So when you’re talking about what’s going to happen with construc- on the decision-making process that
companies going and spending money tion, I do think that we’re flopping was made by the owner or glazing conoverseas, they’re typically going to the re- around the bottom and the economy is tractor at that time. I don’t really have
gions that are on the growth side versus at a point where it’s going to start to much to add to what exactly went on.
the mature side relative to glass and over- move in the other direction. There’s no But we’re glad to have it.
USG: Speaking of competition, we’ve
all development in general. Although we doubt that we—we being the float proaren’t there with bricks and mortar, PPG ducers—have taken a lot of capacity heard from some glazing contractor s
has a very strong international strategy. A out of the system, so I’m hopeful that as that there’s been more pressure for
pretty big segment of our business we we look ahead that we’re actually going suppliers to sell glass direct. How do
you manage that channel?
classify as international licensing.We also to see growth relative to the demand.
USG: Looking globally again, PPG has
have export sales that we do relative to
GD: We have very capable, excellent
some of our value-added products that been fairly vocal regarding concern customers and our certified fabricator
shipped overseas. On the licensing side we over Chinese impor ts, for example with network that we rely on very heavily as
have taken some of our past, maybe its involvement on One World Trade access to markets and to fabricate prodslightly older-generation technologies and Center (see December 2010 USGlass, ucts for glazing contractors. To be honhave actually gone and helped independ- page 10). So how do U.S. manufactur- est with you, we rely on those customers
ent companies in multiple regions ers compete with these low prices?
and will continue to do that, so I don’t
through licensing agreements. There are
GD: … It’s always a threat, it’s some- see us bypassing the channel and going
lots of prospects in other developing thing that we have to pay attention to. As directly to the glazing contractors.
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USG: What concerns you about the
industry as a whole?

GD: I don’t think we’re through this
downturn yet, and the construction market, being a lagging piece of the economy,
will still cause some concern for both us
and the whole customer base. The industry should be able to continue to manage
through, hopefully only for one more year
of mediocre demand. That concerns us
both from our own perspective and it’s
also a concern to see whether the customer base can manage going forward.
When you look at the indicators out there,
maybe we’ll see some light on the residential side. I think the nonresidential
side is still going to be weak for at least
the first six months of the year, but hopefully we’ll see some of that improving the
second half of the year. The economy certainly still has us concerned about the
whole health of the channel.
The second issue is associated with inflation. Through this last couple of years
we’ve not seen a lot of inflation because
the overall demand has been an issue. As
we start coming out the other side there
are some concerning signs of inflation
out there that we’ll have to manage
through, things you don’t always think
about when you think of glass. An example of that would be silver. Silver doubled in price last year and we use a lot of
silver in low-E coatings. The working
layers of those nano-coatings that are in
low-E glass are silver based. So when you
start to think about cost base—batch
materials are going up this year when
you look at sand and soda ash. With the
price of gas and diesel going up we’re
certainly seeing transportation costs
going up. And it’s not just us. I think
when you look through the whole channel you can see that there’s some concern. On the materials that you purchase,
those raw materials we’re already starting to see move and creating implications for an already “depressed industry.”
USG: Where do you see the glass industry in five years?

GD: Actually I’m excited about it.You
know, nobody wants to live through
what we’ve all lived through over the last
www.usglassmag.com
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couple of years. But the survivors at the
end of that process will be stronger companies. It’s forced everyone to look at
themselves differently, to look at waste,
to look at how you’re positioned, to look
at what your strategy is and where you
want to be at the end of the process and
how you want to work yourself through
the other side of the cycle. The results of
those things, at least from our perspective, I think we’re a much stronger company as a result ... a much stronger
business.We understand our business a
lot more, we understand what we have to
do to succeed, we understand where we
need to put our resources, we understand the value of eliminating waste and
the value of good business processes to
take advantage of opportunities. And we
positioned ourselves as a result of that,
with a lot of hard work by a great team,
to be ready to come out the other side. So
I actually think the next five years are
going to be good for the glass industry. I
think you’re going to see demand go up,
you’re going to see industries that are
looking to use glass pop up; solar is one
of those but lighting, whether it be organic light-emitting diode technology or
similar types of technologies that are
low-cost means of generating light.
There’s a lot of glass applications associated with those types of technologies.
From a glass perspective I’m very optimistic going into the future.
USG: Is there anything else you’d like
to share with our readers?

GD: I would only reinforce that we’ve
come through, and the industry has
had, a couple really challenging years. I
feel one thing about PPG that I will always go back to is our people. I don’t
think I could go through an interview
without at least mentioning that we
have some of the best people, if not the
best people, in the industry. We rely
heavily on our integrity. I don’t think we
or the history of PPG would be where it
is without the people. The fact that we
continue to do what we say we’re going
to do when we step up to the challenges
that are in front of us. These are just
great people to work with. ■
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Grace under fire.
Aluflam offers true extruded aluminum doors, windows and walls which are
fire-rated for up to 60 minutes. These systems blend
perfectly with non-rated
storefront and curtain wall
systems with clear glass
and extruded aluminum
profiles. Specifying Aluflam
allows you to provide fire
safety while reaching for
your design goals.
Visit www.aluflam-usa.com

Fire-rated aluminum window
and door systems

15551 Industry Lane
Huntington Beach, CA 92649
Ph: 714.899.3990
Fax: 714.899.3993
E-mail: info@aluflam-usa.com
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CURTAINWALL
O

Glass Curtainwall Works Its Way Into One Eye-Popping Home
by Katie Hodge

ccasionally a project
comes along that is so
unique that you can’t miss
out on the opportunity to
be a part of it. For Jeff Johnson, David
Hardy and Mark Knutson the chance to
work on a residential glass curtainwall
piqued their interest.

Something Different

“When we first saw the plans we
knew that this was something that
was very different from anything that
anyone in this valley has done—both
in the type of construction and the
aesthetics of it,” recalls David Hardy,
co-owner of Sunridge Builders, a Las
Vegas-based company known for its
hillside, slope and extreme homes.
The plan was to build a house on
the side of a cliff that was different
from every other house. In order to
accomplish this it became clear that
the use of a curtainwall would be
necessary.
“We got together with the architect
and reviewed his design intent and,
at that point, it was pretty clear that
the only product we could use was a
commercial curtainwall. That is very
uncommon for a residential project,”
says Jeff Johnson, owner of Henderson, Nev.-based Architectural Solutions, a company that serves as a
manufacturer’s representative for
EFCO Corp., Major Industries, ASI
Monett and Tajima USA.
“When it came up I questioned
why we were using a curtainwall on
this job,” recalls Johnson. The architect, Lino Rossi of Goldman, Firth,

28

Rossi Architects in Malibu, Calif., explained that, in addition to being a
key design element, the structure was
so large that a curtainwall would be
necessary.
“Lino Rossi had his head around the
whole thing from the very beginning.
He pushed us in the right direction and
we designed everything around his intent,” adds Johnson.

Challenges

While the companies involved in
the project had worked with curtainwall materials before, this project had
a variety of hurdles to jump. The
home’s unique location created some
building issues that took longer than
your average house.
“There were a lot of areas that were
difficult to access. They carved into a
rock cliff to get the slab for the house.
It took them about a year of blasting
and digging into the cliff to just get a
slab poured,” says Knutson, field superintendent for Southwest Glazing in
Las Vegas, the glazing contractor on
the project.
The construction of the house moved
slowly due to the unique location and
the usage of unique materials.
“It was a challenge because each
level had to be built independent of
the other levels. Each had to be complete before the next level could be
started so the construction time was
longer than usual,” Hardy adds.
The high-performance vision glass
used in the house was manufactured
by Pittsburgh-based PPG Industries.
It was incorporated into 1-inch units

USGlass, Metal & Glazing | January/February 2011

The glazing team helped the
designer find the right solutions
for this one-of-a-kind residential
curtainwall.

by Oldcastle BuildingEnvelope in
Santa Monica, Calif., and Southwest
Glazing provided labor for the materials to be installed. All the colored
glass was laminated by Pulp Studios
in Los Angeles and EFCO Corp. in
Monett, Mo., supplied all of the metal
materials including the curtainwall,
storefront, sliding glass doors, entrances and casement windows.
Installing the glass proved to be a
significant challenge. Equipment capable of lifting and maneuvering
thousands of pounds of glass was
continued on page 30
www.usglassmag.com
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Photos courtesy of Jeff Johnson.
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A tricky location and use of unique
materials ensured that construction of
this Las Vegas home would be
memorable for the contract glazing team.
www.usglassmag.com
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Photo courtesy of Jeff Johnson.

continued from page 29

Long-term planning helped the
glaziers sail through predicted
installation challenges.

30
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needed and the logistics of using this
equipment on the side of a mountain
was in the back of everyone’s minds.
“The equipment we had to use to
install the curtainwall and the glass
was an 80-foot boom. Typically you
only see those on mid- to high-rise
buildings here in Vegas,” says Johnson.
“Everything going vertical is done
with a crane on the building itself.”
However, thanks to a skilled team,
the operating of heavy-duty machinery and the transportation of glass
brought no problems.
“On the big front wall there are
some insulating glass units that
weighed about 600 pounds,” explains
Knutson. “I anticipated a real big
challenge there, but it turned out to
be very smooth sailing setting these
large units in the front of the house
with a power cup and a forklift.
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Everything went smoother than I
thought it would.”
With a project so unusual, the team
had to troubleshoot as the building
progressed.
“The owner and the architect
kind of designed it as they went,”
says Johnson. “For instance, the architect wanted a piece of glass that
was too big.”
Rossi’s original drawings called for
a 102 ½- by 108-inch lite of glass and
the largest size of Solarban 60 available is 96 inches so the team changed
the plans to incorporate an additional
vertical mullion.
“There is no oven in the United
States that could temper that piece of
glass,” states Johnson. “Once we presented problems to them we worked
backwards from what we could actually do to what they wanted to do.”

www.usglassmag.com
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View Through the Curtain

As tricky as the installation was,longterm planning helped make it a success.
“The contract was given to Southwest
Glazing in November/December of
2008,” recalls Knutson.“We started engineering at that point and we went
round and round trying to figure out
what to do and how we could do it. They
had to steel load the verticals, which is
typical, but not on a house. We didn’t
start installing product until February
of 2010.We spent a lot of time between
drawings and materials being released.
Product was installed for 60 days so
they finished up in May.”
At the close of the residential curtainwall project all parties involved
seem to think that the project is just the
beginning of a trend of curtainwalls
being installed in residential buildings.
“There is a chance you could see
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more,” Knutson speculates. “In Las
Vegas there are a handful of people with
a lot of money. In the community where
the house was built they are all custom
homes. I would say this is one of the
larger, if not the largest curtainwall, in a
house. I could see some possibilities.
The folks that move into the community, when they see this house they are
going to talk to their designer and say
they want something like that.”
“I would probably anticipate something like this happening again just because that’s how this market is.
Someone sees something and then they
want it,” adds Johnson.
If given the opportunity,Hardy thinks
his company would accept the challenge
of working on another residential curtainwall similar to this project.
continued on page 32
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continued from page 31

“Originally, we thought it was a
huge expense and didn’t realize what
impact it had until it was all completed. Now it is really exciting and
something that we would do in the future,” says Hardy.
Johnson agrees. “I would definitely
do a project like this again,” he says.“We
are doing a couple of custom homes,
but its all normal windows and storefronts. I am pretty confident that there
is a good chance that I would be involved in another project like this.” ■

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

The Commander
by American Rack Inc.
a division of F. Barkow Inc.
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In this economy we are all looking for ways to save money.
Whether carrying glass or anything else, it’s essential to have a safe
and secure way to transport your precious products. Introducing
The Commander rack kit. You will receive a high quality rack, in kit
form, at an inexpensive price, backed by 132 years in the glass
transportation industry. Brought to you by a division of F. Barkow Inc.
l

$999.00 The Commander Rack Kit

l

Easy to use Glass Strapping System

l

6” Useable Ledgeboard

l

Ships anywhere in the Continental

l
l
l
l
l
l

10’ x 7’ Aluminum Rack
Shipped in Kit Form

l

Fits most Commerical Vehicles
USA for $250.00 or less

2 Hours to Fully Assemble

l

Passenger Side Rack

1,000 lb Payload Capacity

l

In Stock, ready to ship

Professionally Engineered

Includes Stainless Steel Roof Rack

l

on the same Van = $799.00

All Stainless Steel Hardware

(800) 558-5580
americanrackkit.com
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The Biggest Trends in Glass for Homes

L

iving in an all-glass house doesn’t have to mean investing in good drapes
or being one with nature à la Philip Johnson (see September 2007 USGlass,
page 86). Texture and color can lend warmth and vibrancy to materials that
can offer plenty of privacy along with loads of style. Glass can be used all over
the house in new and creative ways, as shown in the USGlass Idea House on
the following pages.

Stairs

Talk about making an entrance—a glass staircase can
be a showstopper. The unique
use of laminated lighting creates a vibrant glow within
these aqua blue glass treads
from Nathan Allan Glass Studios Inc. in Richmond, British
Columbia. The selection of
low-iron glass helped to maintain the true color in this staircase, while glass sandpaper
on the walking surface prevents slips or slides.
❙❙➤ www.nathanallan.com
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Glass Floor

Using glass in flooring applications is an innovative way to
bring natural light deeper into a
living space, according to Goldray Industries in Calgary, Alberta. By using heat treated,
laminated glass combined with a
slip-resistant coating, this homeowner can be assured of both a
safe and interesting element
within their home.
❙❙➤ www.goldrayindustries.com

Front Door

34

The Belleville® smooth 2panel door and sidelites
with Mondrian™ Specialty™ Glass by Masonite®
in Tampa, Fla., lets the light
inside through a light etching in a balanced and symmetrical cubist pattern. It
features SpectraWeld™
technology, which bonds
glass with composite material to simulate caming.
Specialty glass can be installed in a variety of 6-foot 8-inch or 8-foot entry door configurations.
❙❙➤ www.masonite.com
USGlass, Metal & Glazing | January/February 2011
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Walls

Abersham Technology Group in
Waukesha, Wis., includes glass in all
of its Ambiente Housing—in the modular panels. The company uses waste
glass material to create cenospheres,
spherical glass beads with air pockets that are structurally strong, light
and inexpensive. Ambiente’s “AmbiCells” glass beads are then mixed
with resin to make Ambi-Core, the
core material of the panels.
❙❙➤ www.ambientehomes.com

Railing

This glass clamp mounting system from Morse Industries in Kent, Wash., installs to concrete, hardwood or structural steel and in most cases does not disrupt existing finishes, making it ideal for new and existing applications.
❙❙➤ www.morseindustries.com

Insulation

The Swiss company Millcell AG is putting a new spin
on glass’ thermal performance features. The company
uses waste glass to create millcell®, a building material that can be used for, among other things, insulation. The manufacturer says the foam glass pieces
offer excellent sound transmission and absorption
properties and high load-bearing capacity.
❙❙➤ www.millcell.eu

Mulch

Glass Wall

These glass tiles make green even more stylish; in many
of its products manufacturer Oceanside Glasstile in Carlsbad, Calif., incorporates post-consumer recycled bottle
glass and/or glass recycled from the company’s manufacturing process.
❙❙➤ www.glasstile.com
www.usglassmag.com

Photos courtesy of Close the Loop LLC.

Close the Loop LLC in
Kunkletown, Pa., is
adding a bit of sparkle to
landscaping with a wide
selection of colors and
sizes of recycled glass
for mulch and landscaping purposes. The company says its proprietary
production process produces glass that has virtually no sharp edges. It’s a long-lasting alternative to
traditional bark or gravel mulches, and never fades or
needs replacing. An added bonus—glass is a natural
deterrent to slugs when used around the garden.
❙❙➤ www.closetheloop.com

continued on page 36
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Countertop

Custom-made glass countertops from ThinkGlass in
Boisbriand, Quebec, are a
creative solution for homeowners seeking to add interest to a contemporary
kitchen. The transparency
of this 1 ½-inch-thick custom glass countertop countertops, illuminated by
natural white LED’s, brightened the whole kitchen. The
Crystal color of the countertops creates an open space
while the Natura texture
adds interest.
❙❙➤ www.thinkglass.com

A colorful backsplash can bring together a
room. Here Anchor Ventana in Round Rock,
Texas, supplied Gardner Glass Products’
Dreamwalls color glass for the backsplash
and cabinetry. The back-painted glass uses
ultra clear, low-iron Starphire glass to ensure
the color specified is the color installed.
❙❙➤ www.gardnerglass.com

Pantry Door

Homeowners
can
showcase the delightful
things inside their
pantry with an artistic
door. Sans Soucie Art
Glass Studios Inc. in
Palm Desert, Calif., offers about 20 sandblasted designs, in one
of three techniques, for
glass pantry doors. Customers can choose the
solid frost effect (the
quickest and most economical method), dimensional (where only
the surface of the glass
effected) or 3D carved (sandblasting with
both dimension and depth) designs.
❙❙➤ www.sanssoucie.com
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Glass Tile

Modono™ Glass in Rochester, N.Y., manufactures its Modono
Glass Tile Collection using dichroic thin film technology to produce a
prism of changing color. The result is a tile for numerous applications that appear to change to viewers as they pass by.
❙❙➤ www.modonoglass.com
www.usglassmag.com
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Shower
Enclosure

Looking to liven
up the bathroom?
Homeowners can
transform
this
space into an island retreat or a
kid-friendly space
with imaged glass
shower doors from
Arizona Shower
Door in Phoenix.
❙❙➤ www.arizonashowerdoor.com

Sink

Gravity Glas in Scottsdale, Ariz., offers a wide range
of kiln cast glass products. Its full line of glass vessel
and traditional glass sinks, including its Mardi Gras
sink from the Gravity Series, is created by a team of artisans with more than 20 years experience in the art of
handmade glass.
❙❙➤ www.gravityglas.com ■
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by Ellen Rogers

I

n business, we’ve all heard that we
shouldn’t dress for the job that we
have, but for the job that we want.
The same could be said for a glass
shop’s appearance: don’t have a showroom for where you are today, but give
the shop a showroom that reflects
where you want to be. Even if you’re a
small operation, there’s no reason not
to have an upscale, professional look.
After all, there are no second chances
when it comes to first impressions.
First impressions can be a make-it
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The Good, the Bad and the Ugly
of Shower Enclosure Shopping

or break-it deal. I learned this firsthand when I set out on a secret shopper excursion in Canton, Ohio, one
sunny afternoon. My mission: to get
information and pricing for a frameless shower enclosure. This was exciting for me, given my new house was
under construction at the time. And
yes, the master bath plans call for a
frameless, heavy glass enclosure so I
was ready to learn as much as I could,
both as a journalist and as a potential
customer.
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The owners of Shop A proved quick to greet walk-in visitors.
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Shop A

Was the website informational?
Other than providing me with a list of
the company’s services along with an
address and phone number, the website—which was almost entirely black
and white except for a whip of red in the
logo—was of little help and in serious
need of a re-design. There were no pictures to illustrate the breadth of the
company’s work; no testimonials from
customers; no extra information other
than listing the names of a couple suppliers. There were, however, four links
at the top: Home; Contact Us (which
brought up a simple information request page); Links (which brought up a
“page not found”site); and Coupon, for
10 percent off certain orders. Grade: D
Was the store easy to find? Indeed,
I had no trouble at all finding this location. Having plugged the address into
my GPS, the directions brought me
right to the shop’s front door without
any trouble. Grade: A
Was the parking lot clean? If what
constitutes clean is that there was no
garbage,trash or debris around,then yes,
it was clean. However, the area was not
much of a parking lot. The space was
gravelly and even grassy in spots and
there were no real designated parking
spaces,which could have been a distraction for those people who are particular
about their vehicles. Grade: C
Were the windows clean? The shop
itself was a single-story, white, garagetype of building, and the windows were
certainly no show-stopper either. They
looked dusty and grimy and were also
speckled with paint splatters. For some
buyers this may be a deterrent.Will the
employees care for my windows
(shower door, mirror, etc.) the same
way they’ve cared for their own windows? Grade: D
www.usglassmag.com
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Were you greeted upon entry? I
was not only greeted upon entry, I was
greeted at my car. The husband and
wife ownership team rushed out to
greet me when they saw me take a picture of the shop; I explained that it simply was a way to help me remember
where I’d been; an answer with which
they were pleased. The male owner
even noted that he, too, did that sometimes. Once inside, they were very
happy to help me with me search for a
shower door. Grade: A
Was the store neat and clear of debris? Absolutely not. This shop looked
like nothing but debris. It was dusty and
dingy and crowded and cluttered with
window frames and others materials.
Fearing that I might walk into some
protrusion, I had to pay close attention
to every step as we walked toward a
worktable to lay out the house plans for
review. Clearly, this is a shop that does
not cater to walk-ins. Grade: D
Were the employees polite? Here I
spoke primarily with the shop owner and
he was very polite and helpful.Dressed in
jeans and a T-shirt, he welcomed me inside, ready and willing to work with me
and answer all of my questions in a professional manner. Grade: A
Were the displays neat? If there
were any displays to be seen they were
tucked away out of view. There were no
examples or show pieces anywhere—
not even brochures or literature—leaving the customer with little, if anything,
to judge the potential of the shop’s
work. Grade: F
Were the employees knowledgeable? What this shop lacked in appearance and displays its owner made up
for in product knowledge. He spent a
good half hour reviewing the house
plans, specifically those for the master
bath and the shower enclosure. He
www.usglassmag.com
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Shop B’s array of shower door displays seemed certain to offer an option for
every customer’s taste.

talked about the size and type of glass,
hardware, tiling for the walls, explaining that all need to be taken into account when building the enclosure.
Grade: A
How was the store experience? The
experience was okay, especially given
how polite and helpful the employees
were. The owner was clearly knowledgeable about shower enclosures and
was eager to help.While he did not give
me a price quote that day, he said he
would call with one. However, more
than a week later, I’ve yet to hear anything from him. Perhaps follow-up is an
area in which he needs to focus a bit
more. As far as the shop itself, a fresh
coat of paint on the exterior, a good
window cleaning and some cleaning up
of the interior would make for good investments, along with some literature
stands and even a display piece or two.
Grade: D
Average Grade: B-

Shop B

Was the website informational?
Though the design was simple, this site
was much more helpful than that of the
first shop.On the home page it asked the
question: “How can we help?” The answers it provided below were extensive.
Right away, I saw they could help with
my shower enclosure search. On the left
side of the site there was a list of all the
company’s services, with shower doors
at the top.I clicked the link and found information about the available products
and services, along with a photo gallery
of project examples. The company’s address and phone numbers in the top
right corner were easy to find. Grade: A
Was the store easy to find? While
my GPS guided me easily to the location, the shop was not an obvious find,
causing me to have to turn around in
the parking lot next door. Instead of
continued on page 40
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Impressions
continued from
page 39

facing the road, the shop’s entrance is
on the side. Had I had been driving
from the opposite direction toward the
front I would have been more likely to
see the entrance right away. Grade: B
Was the parking lot clean? This lot
was neat and tidy with plenty of space
for customers. Even with the trucks and
carriers, visitors had easy access to
plenty of parking. Grade: A
Were the windows clean? The windows here were neat and tidy and while
there was some signage, it was not so
much that it made for a cluttered appearance. Though the exterior as a whole

was a simple brick façade, the glass entranceway was well taken care of and
inviting. Grade: A
Were you greeted upon entry? The
moment I walked in I was greeted with
a cheery “Hello!” With so many bright,
attractive shower displays it took a moment for me to locate the front desk and
the woman working there who had sent
out the welcome. Grade: A
Was the store neat and clear of debris? Hands down, this shop was the
cleanest, most attractive and most
inviting of the lot. There was plenty of
floor space to navigate through and

The shower enclosure we ended up with, which does feature easy-to-clean-glass,
was ultimately supplied and installed by our general contractor's subcontractor.

40
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around the displays, and it was easy to
find brochures or flyers for additional
product information. There was also a
nice little waiting area that was also well
kept, open and airy, thanks to the abundance of natural light. Grade: A
Were the employees polite? The
woman with whom I spoke was dressed
professionally in a navy pants suit and
took the time to walk me through a few
different displays and talk to me about
my different options, from glass to
hardware. Grade: A
Were the displays neat? Though all
three companies touted that they handle shower doors, this was the only one
with a showroom—a showroom filled
with an assortment of shiny, shower
door displays. There was enough variety and styles that any customer could
certainly find something that would
meet their individual needs. In addition
to the shower displays, there were also
displays with different types of glass,
hardware and finishes. Grade: A+
Were the employees knowledgeable? After showing a store employee the
designs for my bathroom, she took me
over to a display of frameless enclosures
and talked a bit about the differences in
going with stock material versus a custom enclosure. She also showed me options for glass (clear or patterned) as well
as different hardware styles and finishes.
In addition, she even talked to me about
other upgrade options, such as easy-toclean glass. Grade: A
How was the store experience?
Overall, I would say this shop was the
most professional and shopper-friendly
of the three. I loved seeing all the different displays and the saleswoman with
whom I spoke was helpful and informative. I left the shop with two price quotes
in hand, one for clear glass and one for
clear glass with the easy-to-clean coating. The shop could have used a large
road-side sign to alert customers approaching from either the front or rear
of its location. Still, the experience was
well worth the trip. Grade: A
Average Grade: A
www.usglassmag.com

Product Information
© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Zoom Fit
Search

+

Archives

–

I<
E-Mail

<

>

>I

Subscribe

Shop C

Was the website informational?
This shop, which I found through a
Google search, was without a website.
Grade: N/A
Was the store easy to find? Again,my
trusty GPS brought me right to this shop,
where a large sign out front let me know
I had reached my destination. Grade: A
Was the parking lot clean? While the
lot was small and situated along the side
of the building,it was still very neat.However, depending on the number of carriers
and trucks, the space could definitely be
limited on a busy shopping day.Grade: B
Were the windows clean? Given the
location of the front door and parking
lot, no windows were in view from the
entrance. Once inside I could see that
there were windows on the side opposite of the door, though they seemed to
bring little light to the interior. Based on
where I was standing, the windows
seemed relatively clean. Grade: B
Were you greeted upon entry? There
was no one working up front and no one
greeted me. I stood for a moment looking around,and then glanced through an
open door into the fabrication shop
where I saw a gentleman working. From
back in the shop he called out“Can I help
you?”I responded that I was interested in
quotes for a shower enclosure. He said
that the person I really needed to speak
with was out and he would take my name
and number. Grade: BWas the store neat and clear of debris? Again, there was no showroom;
just a reception counter. The area behind the front desk was cluttered with
supplier books and manuals, and the
desk was stacked high with papers and
folders. I had to wonder how anyone
was able to get anything done as it
seemed without any order. Grade: C
Were the employees polite? To start
off, the gentleman in the back was not
particularly welcoming at first.After taking a moment to listen to my request he
opened up a bit,going so far as to tell me
continued on page 42
www.usglassmag.com
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Impressions
continued from
page 41

which shower door manufacturers he felt
were supreme,and that if I went the route
of buying one from a big box store I’d
most likely be dissatisfied with the results. Moments later, the owner arrived
and greeted me with a friendly welcome.
He was polite and helpful and also spent
a good bit of time talking with me about
my options. Grade: B+
Were the displays neat? Although
without displays, the employees did pull
out a few design catalogs to show me
some different enclosure selections.
When I explained I was in the market for
a frameless enclosure, the first gentleman told me he’d just finished work on
such a door, that it was still in the shop

Want to Know Your Grade?

and I could take a look at it, if I’d like.
Though not a true display, his offer to
provide an example of the company’s
work was a helpful alternative. Grade: C
Were the employees knowledgeable? The store owner was able to provide a good amount of information and
suggestions for building the enclosure.
He, too, talked about my different options, including an upgrade to an easyto-clean glass, and even brought out a
few hardware samples to show me different sizes and finishes. Grade: A
How was the store experience?
There is a lot to be said for helpfulness, knowledge and followup. I was impressed with how

Have you ever wondered how you rate against the competition? To be
part of the “Secret Shopper” series in a future issue of USGlass, e-mail
Megan Headley at mheadley@glass.com with your request.

42
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this owner showed me different hardware options, talked about different
glass choices and then called me a few
days later with the quotes (one for clear
glass and one for easy-to-clean glass).
While the interior was lacking in showroom appeal, the employees took the
time to show me catalogs and samples
to give me a sense of what to expect. My
one big advice tip for this shop: get a
website. It’s amazing that a business in
this day and age can survive without
one. Grade: B
Average Grade: B ■

E l l e n R o g e r s is a
contributing editor of USGlass
magazine.

www.usglassmag.com
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Is
Business
Heating Up in
the Northeast?

Northeast Glass Fabricators Discuss Early 2011 Trends

A

by Megan Headley

s design activity begins to
point up, glass fabricators in
the Northeast are looking for
signs that growth will continue for their region.
“I have to say the quotes are getting
bigger,” says Eric Latin, president of
Dundy Glass & Mirror Corp. in Springfield Gardens, N.Y. However, he adds,
design quotes are still “a little out there
in terms of time.”
Other fabricators agree that early
signs are positive.
“Based on preliminary activity, we
anticipate a slight increase in sales as

the economic recovery continues across
the commercial sector,” says Christopher McGrory, vice president of McGrory Glass in Paulsboro, N.J.
For some, this early activity is reason
enough to opt for the optimistic view
that 2011 will start to reflect an increase
in sales.
“It’s hard to say—when I survey the
window manufacturers that I sell to
they say that things are going to be better in 2011 than 2010,” says Joseph Santelli of Santelli Tempered Glass Inc. in
Monessen, Pa. “But,” Santelli adds,
“they’re guessing too,”

The Northeast Reports Increased Billings

Revenue at U.S. architecture firms increased in November 2010, only the second monthly increase in billings since early 2008. At 52.0, the American Institute of Architect’s (AIA) Architecture Billings Index (ABI) recorded a three point
gain from the previous month, and reached its strongest level since December
2007. This score reflects an increase in demand for design services (any score
above 50 indicates an increase in billings). Firms in the Northeast, Midwest and
South all reported billings increases in November. Regionally, AIA reports that
firms in the Northeast and Midwest are expecting more favorable conditions in
the future, with half of the firms in each of these regions expecting growth.
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John Dwyer, Syracuse Glass in Syracuse, N.Y., takes a more cautious view.
“Our expectation for business in 2011
is another year like [2010],” Dwyer says.

No Boom, No Bust?

For many fabricators, another year
like 2010 might be cause for despair,
but Dwyer points out that the Northeast
region has, to some degree, suffered
less—or, at least, differently—than
other parts of the country.
“Business in our area is mixed. Not
as good as it was a couple years ago, but
not as bad as other areas of the country, from what I hear,” Dwyer says,
defining “his area” as upstate New York
and northeastern Pennsylvania. “This
area never‘boomed,’ so I think our‘bust’
has not been as big.”
Santelli, who has plants in Florida,
Pittsburgh and has just opened a new
one in Elkhart, Ind., has seen signs as
well that the Northeast has ridden out
the economic storm differently than
other regions.“The Pittsburgh plant is
doing really well—I’m not sure why,”
www.usglassmag.com
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he says. He ventures a guess:“I sell primarily to residential window manufacturers, so is it because the tax
incentive [finished] at the end of 2010
and people have to get their glass ordered or is it because the economy is
actually picking up—I’m hoping it is
that,” Santelli adds.
McGrory says that sales have varied
for individual product lines at his company; some steady, some moving up.
“Day-to-day business as a whole has
been off but some of our product lines
have remained steady and even experienced a positive upward trend: firerated materials, X-ray glass and
anti-reflective glass,” he says.

Follow the Product

According to a recent forecast by McGraw Hill, most construction growth in
2010 has been and into 2011 will be in
the residential segment (see chart at
right). However, these fabricators are
seeing some segments in nonresidential construction with opportunities for
the glass industry.
“Hospitals, colleges and K-12 schools
are the main users of our products and
they are active … and we see some office building renovation work,” Dwyer
says. He adds,“New office construction
and retail are down in our market.”
Renovation remains an area of
growth for this region.
“New York moved from the IBC 2003
to 2006 versions on December 28,
2010, so we’re a little behind our neighboring states in the switch from polished wired glass to fire-rated glass
with impact safety ratings,” Dwyer
says. In this case, being behind has
been a blessing in that it’s provided a
demand for Syracuse Glass to meet.“In
our case, we’re working with Schott
Pyran Platinum products, and we sold
a lot of that for the school work this
summer,” he adds.
McGrory, too, is seeing demand for
fire-rated glass, among other products.
“[Increase is] mostly in our specialty
products: building panels, fire-rated
www.usglassmag.com
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2011 Northeast Construction Start Estimates
(millions of $)
2009
2010
2011
Actual
Preliminary Forecast
Residential Buildings
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Subscribe

% Change
2011/2010

Single-Family Housing

8,992

9,800

12,250

+25

Total Residential

13,893

14,475

18,250

+26

9,904

9,600

11,175

+16
-7

Multifamily Housing

Nonresidential Buildings
Commercial &
Manufacturing
Institutional & Other
Total Nonresidential

Nonbuilding Construction
Total Construction

Source: McGraw-Hill Construction

4,901

21,097

4,675

23,125

6,000

19,375

31,001

32,725

30,550

67,780

69,700

71,425

22,886

22,500

>I

22,625

+28

-16
+1
+2

Firms in All But One Region Report Gains in Billings
3-month moving average
index: 50 = no change from previous period

West 48.7

Northeast 51.1

South 50.5

Midwest 50.9

60

50

40
Nov. 2009

Source: AIA

Feb. 2010

May 2010

and X-ray product lines have continued an upward trend,” he says. “In
terms of the fire-rated, it would be due
to the implementation of code changes
and the ability to ship orders in one
week or less.”
For those other products, McGrory
attributes demand to good old-fashioned marketing and raising awareness
that there’s a product to fit every niche.
“[Demand for] the anti-reflective
glass would be more a matter of product awareness that such a product ex-

Aug. 2010

Nov. 2010

ists [and can be used] in lieu of standard clear glass. Many high-end homeowners, condo owners and retail stores
have been sacrificing unobstructed
views due to the fact they were not
aware that a glass material exists that
provides a sightline with virtually no
disturbance,” he says.
Interest in energy savings is still motivating buyers,these fabricators believe.
“There’s no question that the ENERGY
continued on page 46
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Is Business Heating
Up in the Northeast?
continued from page 45

STAR rating, and the low-E coatings that give the window
manufacturers that ENERGY STAR rating, have definitely come
into play,” Santelli says. “More and more people are looking
for soft-coated products that will give the window manufacturers that energy efficiency.”
“The trend toward more low-E coatings in insulating glass
continues for us, and definitely more‘soft coat’ low-E ,” Dwyer
agrees.
In addition to the money-saving potential offered by these
energy-efficient products, these fabricators say they’re still
seeing demand for glass in aesthetic applications.
“We’re seeing more interest in interior all-glass doors, walls
and railings in office renovations,” Dwyer says.
“We are doing a lot more specific and custom architectural
glass, different make-ups, custom laminated,” Latin says.
“Everyone wants glass on their stairs now, trying to copy the
Apple stores.” He adds that in addition to glass stairs and railings, “custom laminates with fabric, photographs in between
the glass”remain in demand.However, he counters that comment by noting that demand has come at a price—a lower
price. “Right now to get jobs, you basically have to take less
money,” Latin says.
“Any decent sized jobs attract a lot of competition … so
profitability is challenging,” Dwyer adds. ■
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Northeast
fabricators
looking for ways to grow their
business may want to learn
about the resources available at Glass Expo Northeast™ 2011, March 17-18,
2011, at the Hyatt Regency
Long Island at Wind Watch
Hotel & Golf Club in Long Island (Hauppauge), N.Y. The
region’s largest conference
and trade show dedicated to
the architectural glass and metal industry will welcome manufacturers, fabricators, retailers and installers of glass, architectural metal, windows, doors, shower doors and more,
as well as suppliers in related fields. In addition, Glass Expo
Northeast™ offers regional visitors an opportunity to sit in on
seminars and get answers to their questions on the latest
trends—in addition to more informal opportunities for asking
questions during the numerous networking events.
For more information about the event, co-sponsored by
the Long Island Glass Association and USGlass magazine,
visit http://www.usglassmag.com/gene.
www.usglassmag.com
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March 17-18, 2011

Hyatt Regency Long Island at
Wind Watch Hotel & Golf Club
Long Island (Hauppauge), New York
Glass Expo Northeast™ is the
region’s largest conference
and trade show
dedicated to the
architectural glass
and metal industry.
Join industry
suppliers, dealers
and other
attendees close to
home at Glass
Expo Northeast!

Scan the tag to view a video
about the event.
Get the free mobile tag
reader at http://gettag.mobi

Learn more about Glass Expo Northeast™ at www.usglassmag.com/gene or call 540/720-5584

Sponsored by:

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

Attendance is free to most USGlass readers.
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Architects’

Guide
TO GLASS & METAL
A Special Section of USGlass Magazine

Campbell’s Soup Employee
Services Building Gets Glass Overhaul
by Katie Hodge

amden, N.J., is seeing things in a new
shade of red. The home of famous food
brand Campbell’s Soup has updated its
employee services building with all different
shapes, shades and types of glass. Both the
interior and exterior of the building needed
updates, a new entrance and modernized facilities.

New Vision

Campbell’s initiated an architectural design
competition and KlingStubbins in Philadelphia
ultimately walked away with the job. Design principal Tejoon Jung tried to focus the project
around Campbell’s needs.
“The way we approached the design [with the
idea] was that we needed to establish a new
front door. It has to project an image externally
to the city and internationally. Internally it
should embody the pride that the employees felt
with the company and the product line,” says
Jung. “We established a large window which
serves as a welcoming and a bold statement
toward the city with a very transparent glass
façade and a big red wall that we call the branding wall, which features super graphics of the
Campbell’s logo.”
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Melting Pot

One unique characteristic that makes the
Campbell’s Soup building stand out is the wide
array of products and brands used in the design.
“This project had 10,000 feet of Schuco curtainwall. The glass was predominantly Viracon
VE12M,” recalls Jerry Moser, director of sales for
the contract glazier, R.A. Kennedy & Sons in
Philadelphia. “Intermittently the architect placed
1 ¼-inch laminated insulating units that represented four of Campbell’s brand colors: red being
Campbell’s Soup, green for V8 Splash, blue for
Swanson and yellow for Pepperidge Farm.”
In addition, the building also features another
12,000 feet of curtainwall that was an add-on
stem system.
“There was also 12,000 feet of curtainwall from
Schuco that was basically a stem applied to structural steel. This was the main north elevation of
the building at the front,” continues Moser. “It
included 13/16-inch low-iron laminated glass by
Viracon and it provided a super-clear view of the
main interior glass feature wall, which was red.”
The glass feature wall displays the Campbell’s
logo in the specific red color for which the company is known.
www.usglassmag.com

Product Information
© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

“The feature wall was about 4,500 square feet of
custom color red back-painted glass and was supplied
by a Northeast glass supplier,” says Moser. “All four
sides of the wall were structurally glazed to an aluminum sub-frame and then shop-applied to mediumdensity fiberboard, which is a very flat material.”
Oldcastle BuildingEnvelope™, based in Santa
Monica, Calif., fabricated the shelving and 4,000
square feet of interior ½-inch, clear tempered and
low-iron entrances and sidelites, including 70 doors.
“This includes [Oldcastle’s] display cases which
are under the red feature wall and hold pieces of
Campbell’s corporate history including old pictures of their building, old Campbell’s Soup cans
and labels,” explains Moser. C. R. Laurence Co.
Inc. based in Los Angeles provided the stainless
steel cable systems for shelving that holds
Campbell’s memorabilia.

Jumping Hurdles

The project took a great deal of coordination
to reach the finished goal.
“The discussions and meetings all went very
smoothly. It was critical to the success of the project,” says Paul Marchese, project architect for
KlingStubbins. “The approach was a team
www.usglassmag.com
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approach so working out details and making the
design intent a reality was important.”
“It truly was a team effort. Fortunately, Tom
Kennedy handled the coordination,” says Moser.
“It’s definitely a job where you appreciate the
architect’s vision.”
As every company knows, with the economy
floundering cost is always important. Being able
to get the desired look within budget meant making some creative choices.
“We were trying to figure out ways to maintain
the transparency that would remain cost effective,”
says Jung. “The project didn’t have the budget to use
spider fittings and things like that. We had to test
out different systems that were within the budget.”

One of a Kind

With the perfect mix of products the building has
now been retrofitted for a new age of brand awareness and energy-conservation. The design needs of
Campbell’s were met and the companies involved in
the building are proud to say that they were part of
making this facility “M’m! M’m! Good!”
AG
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Above left: The giant
feature wall, which
displays Campbell’s
signature red color, is
viewed clearly by
outsiders through lowiron laminated glass from
Viracon. Above center:
The glass display cases,
located directly under the
red feature wall, were
fabricated by Oldcastle
BuildingEnvelope™ and
house Campbell’s
memorabilia. Above
right: Directly beneath
the backpainted feature
wall, C.R. Laurence’s
stainless steel cable
system provided support
for Oldcastle’s shelving.

Katie Hodge is an assistant editor for
Architects’ Guide to Glass magazine.
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ShowCase
glass

PPG Makes Plethora
of Product Updates

Pittsburgh-based PPG Industries has
announced several updates to its product lines.
The company’s Sungate® 400 glass
has been approved for lamination

mirror

with select interlayer and film materials, including Saflex® and Vanceva®
from Solutia and Butacite® and SentryGlas® by DuPont. Sungate 400 is a
passive, low-E glass with a magnetron
sputtered vacuum deposition soft
coat. Despite its clear aesthetic, Solarban 400 glass has a winter U-value
that is 9 percent better than passive
low-E glasses such as Sungate 500
glass manufactured with a hard pyrolitic coating.
Graylite® II glass, a nearly black glass,
has been enhanced to provide better
solar control performance than original
Graylite glass. In a 1-inch insulating
glass unit with clear glass, Graylite II
glass has a solar heat gain coefficient of
0.21, or 36 percent greater than the
original composition. It retains the aes-

thetic appearance of the original glass,
but has slightly lower visible light transmittance of 8 percent.
The company also has published a
new architectural glass catalog. The
36-page booklet contains detailed
product descriptions for the company’s entire glass product line. The
catalog is designed to complement the
PPG architectural glass binder, which
is now published online exclusively.

❙❙➤ www.ppgideascapes.com

Pilkington Updates Its
Energy Advantage™

UltraMirror Provides Scratch-Resistance

Guardian Industries in
Auburn Hills, Mich., has a
new mirror product for residential and commercial interiors that it says is more
scratch-resistant than regular
glass. DiamondGuard UltraMirror was designed to defend against the destructive
elements that degrade a mirror’s reflectance and lifespan. On its back surface, the
mirror coating is protected
with a scratch-resistant UVcured material that is permanent and durable. On its front
surface, the company uses
patented technology to deposit a diamond-like protective layer that is more than
ten times more scratch resistant than ordinary glass.
The end result is a mirror that
resists scratching from items
such as keys, silverware and
other metal objects.
DiamondGuard UltraMirror can be cleaned with a wide range of common
household products. It is available in thicknesses of 3- to 19-mm.
❙❙➤ www.guardian.com
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Toledo, Ohio-based Pilkington says
that the latest evolution of its Energy
Advantage™ glass has increased its
clarity, improving views and aesthetics,
while maintaining the benefits of enhanced insulation and high solar heat
gain. Energy Advantage delivers clarity
and thermal insulation with the benefits of a pyrolytic low-E coated glass.
The latest product advancement reduces the haze value to a level so low
that is difficult to perceive. It still has no
off-angle color as found with common
sputter coated glass products.

❙❙➤ www.pilkington.com

fire-rated glass

Unicel and TGP Team
Up for Fire-Rated
Privacy Solution

Longueuil, Québec-based Unicel Architectural’s patented Vision Control®
louvers-in-glass is now available combined with Pilkington Pyrostop® glazing
from Technical Glass Products (TGP) in
Snoqualmie, Wash., the first such product assembly to achieve Underwriters
Laboratories’(UL) fire protection classiwww.usglassmag.com
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Wasco Adds Smart
Glazing to Its Line-Up
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system.Visible light transmittance for
SageGlass ranges from 62 percent in
its clear state to 3.5 percent in its
darkened state.

❙❙➤ www.wascoskylights.com

laminated glass

Viracon Introduces
New High-Performance
Laminated Glass

fication. Vision Control insulating glass
units now incorporate glazing with fireratings of 45, 60 and 90 minutes.
The UL-classified Vision Control and
Pilkington Pyrostop solution is intended to meet a demand for fire-rated
privacy systems, particularly in healthcare environments. The combined glazing assembly has been UL fire-rated for
doors, windows, transoms and sidelites.

❙❙➤ www.unicelarchitectural.com

framing systems

Kawneer Makes Ultra
Thermal Addition to
Impact-Resistant Framing

Kawneer Co.
Inc., an Alcoa
business based
in Norcross,
Ga., reports
that with its
IR501 Ultra
Thermal
(UT) framing
system for single
span
storefronts
and says
it’s the only
commercial
manufac turer
using a dual thermal
break with an impact-resistant product to achieve enhanced thermal performance. The
IR 501UT framing employs a “dual”
IsoLock® thermal break, helping improve thermal performance without
compromising structural performance
and impact resistance.

❙❙➤ www.kawneer.com
www.usglassmag.com

Wasco Skylight Products Inc. in Sanford, Maine, has introduced an electrochromic glass option into its
portfolio of high-performance glazings.
The company is offering Sage Electrochromics Inc.’s SageGlass® glazing
to help reduce glare and solar heat
gain while maintaining a constant
view of the outdoors. Varied opacity
can be activated with a switch or integrated into a building management

resources

Viracon in Owatonna, Minn., has introduced a new sustainable high-performance coating developed exclusively
for use with laminated glass. The new
VLE-70 offers neutral aesthetics while
reducing direct solar heat gain.
VLE-70 is a neutral coating that provides a visible light transmittance of 68
percent and a solar heat gain coefficient
of 0.43 in a 9⁄16-inch clear laminated
configuration. The coating’s high visible light transmittance provides an
abundance of natural daylight while
minimizing solar heat gain.
VLE-70 may be applied on clear
glass and all other glass substrates.
When incorporating VLE-70 with
tinted glass, optimal performance is
obtained when the tinted glass substrate is positioned as the interior ply
of the laminate.

❙❙➤ www.viracon.com

GANA, IWCA Release Joint Informational Bulletin

The Glass Association of North America (GANA) and the International Window
Cleaning Association (IWCA) have released a joint glass informational bulletin
(GIB), Construction Site Protection and Maintenance of Architectural Glass,
outlining the need for proper protection of architectural glass throughout the
construction process to all general contractors and builders. This protection
includes various recommendations and the need for open communication and
full cooperation among the general contractor, professional window cleaner
and all trades involved.
A key component of the document emphasizes the need to use professional
window cleaners and not someone inexperienced in the post construction
cleaning of glass. The use of unskilled non-professionals can be a detriment to
completing the construction job in the best possible way. Additionally, the general contractor or builder may need to schedule periodic glass cleaning during
extended construction schedules so that the potential for glass damage is reduced. Suggestions such as these provide real-world solutions to prevent costly
issues later, including the potential for contentious litigation.
❙❙➤ www.glasswebsite.com/techcenter ■
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NewsMakers
retirement

Apogee Chairman and
CEO Russ Huffer to Retire

Minneapolis-based
Apogee Enterprises Inc.
announced on January
19 that chairman and
chief executive officer
(CEO) Russell Huffer
will retire, pending the
naming
of a successor.
Russell
The
board
of directors of
Huffer
Apogee has initiated a
national search for his successor.
Huffer,61,also has stepped down from
his position as chairman, effective immediately. The board has named current
director Bernard P. Aldrich to replace
Huffer as non-executive chairman. Huffer will continue to serve on the board of
directors until a new CEO is named.
Aldrich, a member of Apogee’s board
of directors since 1999, is the retired
chief executive officer and president of
Rimage Co., a publicly held designer
and manufacturer of workflow integrated digital publishing solutions. He
has also served as chair of Apogee’s
compensation committee and as a
member of its nominating and corporate governance committee. Aldrich retired from Rimage in 2009 after 12 years
as president and CEO.
Huffer was electedApogee chairman in
June 1999,after having been elected president and CEO in January 1998.He joined
Apogee in 1986 as vice president and gen-

births

eral manager of Viracon,Apogee’s largest
subsidiary. Before joining Apogee, Huffer
spent six years in various management
positions with Guardian Industries’coatings, float glass and glass fabrication divisions. Previous to that, he spent two
years as a senior designer at Ford Motor
Co.and seven years in the U.S.Air Force.
During Huffer’s time as Apogee CEO,
on a comparable basis, revenues in the
company’s core business rose significantly, from approximately $580 million
in his first fiscal year as CEO to more than
$925 million at their height in 2009. He
also was responsible for realignment of
the company’s business strategy and generating more than $600 million of cash
flow from operations, during his tenure
as CEO.However,Apogee’s constructionrelated segments have struggled during
the downturn. In the company’s third
quarter 2011 fiscal report, architectural
segment revenues declined 21 percent,
with an operating loss of $8.4 million.
Backlog ended at $165.7 million, compared to $193.0 million at the end of the
second quarter and $246.4 million at the
end of the prior-year period.

new hires

Crystal Window & Door
Adds to Sales Team

Crystal Window & Door Systems,
based in Flushing, N.Y., announced that
Blaise Benevenga has joined the company’s sales team. Benevenga will spearhead Crystal’s dealer/distributor sales

USGlass Contributing Editor
Ellen Rogers Welcomes Son

USGlass contributing editor Ellen Rogers and her husband,
Tracy Rogers, technical director for Edgetech IG, welcomed their
first child, son R ylan George, into the world on November 16.
Rylan was 7 pounds, 15 ounces, at birth, and all are doing well.
In addition to serving as contributing editor for USGlass, Ellen
Rogers serves as the editor of sister publications The Architects’ Rylan
Guide to Glass and Decorative Glass magazines, both of which are Rogers
published by USGlass parent company Key Communications Inc.
Tracy Rogers has been in the industry for more than 20 years, and has
worked for both component suppliers and door and window manufacturers
and is a well-known as an expert in insulating glass sealing systems.
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efforts in New Jersey.
Prior to joining Crystal, Benevenga has
worked with window
manufacturers Silver
Line Building Products
and Dor-Win Manufacturing, as well as with
Blaise
Benevenga the former Vinyl Building Products, an extruder of window lineals.

Clifford Joins CRL;
JaBaay Promoted at
Doralco to President

Brian Clifford is
C.R. Laurence Co. Inc.’s
(CRL) new director of
business development
for its architectural
metals division. Clifford has more than ten
years of experience in
Brian
the architectural metals
Clifford
industry, most recently
serving since 2005 as president of
Doralco.
To fill Clifford’s role
as president Doralco
Architectural Metals
has promoted Matthew
JaBaay. JaBaay, with
more than 13 years of
experience at the company, most recently as Matthew
vice president, will now JaBaay
be responsible for operations and sales for all of Doralco Architectural Metals’ Brands.

Viracon Names
Kelly Schuller Senior
Vice President

Viracon has hired Kelly Schuller as
senior vice president, sales and marketing. Schuller joins Viracon after
serving for four years as Apogee’s vice
president of strategy and business development directing projects across
all business units. Prior to joining
Apogee, Schuller held operational positions within United Health Group,
www.usglassmag.com
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Innovex and Pillsbury. He was an associate principal at McKinsey and Co.
and held a position as a CPA for Ernst
and Young LLP.
The company also announced that
it has promoted Bethany Stringer,
Matt Jukkala and Mike Smith to the
position of Six Sigma Black Belts. In
their new roles, Stringer, Jukkala and
Smith will be supporting manufacturing and transactional processes.

M3 Glass Technologies
Announces New
Plant Manager

M3 Glass Technologies in Irving, Texas,
has added Larry Byrd
as plant manager. Byrd
began in the glass industry more than 30
years ago as a shipping
manager
for Oldcastle
Larry Byrd
in Grand Prairie, Texas.
After multiple promotions, he held
the assistant general manager title
until 2006. Most recently, Byrd was
manufacturing manager for Arch Aluminum & Glass in Ft.Worth, Texas, for
four years.

obituaries

Pamela Heil of
Viracon Passes Away

Pamela Jean Heil, 59, of Owatonna, Minn., died unexpectedly November 22, 2010.
Heil worked at Viracon for more
than 25 years and was currently employed there at the time of her death.
Heil was born September 29,
1951, in Blooming Prairie, Minn.,
where she was raised and attended
school. She moved to Owatonna and
worked for Pamida and Federated
Insurance. She later began working
in the factory at Viracon and then in
the accounting department.
She is survived by her husband,
David, a son, a daughter, her
mother, three brothers and two
grandchildren.
www.usglassmag.com
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Tom Smith Celebrates 50 Years in the Glass Industry

Tom Smith Sr. had plenty of reason to celebrate New
Year’s—2010 marked his 50th year in the glazing industry,
while 2011 is the 40th anniversary for Tom Smith Glass Inc. in
Columbus, Ind.
Smith started working at PPG Industries as a drafting detailer in their contract department in Dayton, Ohio, in
1960. From PPG he moved on to Kenny Glass Inc. in
Columbus in 1962, and started Tom Smith Glass Inc. in Tom
Columbus in 1971.
Smith Sr.
“Back then most of the contract work was just aluminum
doors and full sash and plate glass, with a little bit of curtainwall stuff,”
Smith recalls. “Now most of the glass and glazing is high-end work with
the curtainwalls and insulating glass and all the types of glass, heat reflective. None of that was available then. Blue tint and green tint was about
all they really had back in the ’60s. Everything was pretty much plate glass
and as time moved on it moved into tempered and insulating—so it’s a lot
safer now.”
Smith has been semi-retired since September 2005 when his son, Tom
Smith Jr., purchased Tom Smith Glass Inc. from him.
“Since 2005, Tom Smith Sr. has been involved with the company in estimating and keeping me out of trouble,” says Smith Jr. “My father and I are
pretty close and I call on him on a regular basis for advice and support. There
is not a replacement for someone who has had 50 years experience in this
industry, from running the business to running projects to working with the
vast amount of employees—all very challenging in the best of times, not to
mention the current times.”
Smith Sr. agrees, starting a business today “would be a lot tougher.”
In some ways, the challenges and solutions Smith Sr. faced early in his
career were similar to those today facing glass shops today. Forming relationships with customers and suppliers proved instrumental in getting his
new business off the ground.
“I had a couple contractors that really helped me, they got behind me,”
Smith Sr. says. One construction company with whom he worked helped him
build and get his building financed “after I was really in business for only
two years. Without people like that it would have been a lot harder. That was
developed over 9 or 10 years at Kenny Glass—they got to know me and they
trusted me, so they would help me.”
Adopting new technology also proved important.
“One of the major things that helped us maintain personnel was when we
went to computerized estimating. That basically saved me an employee back
in the ’80s,” Smith Sr. shares.
Still, Smith Sr. does say he had an advantage in getting started that individuals new to the glass industry could benefit from today.
“For someone to start in the glass business [today] I think they really need
to be involved with the industry somewhere before they try it on their own so
they really know what they’re doing. Back in the ’50s, ’60s and probably in
the early ’70s PPG was almost like a school for my generation. Almost everybody you’d find getting started in the industry came through Pittsburgh in
some way or another, salesman or estimator or whatever,” Smith Sr. says.
“You don’t have that anymore.” ■
January/February 2011 | USGlass, Metal & Glazing
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[datebook]

Reviews&Previews
Glaziers Meet at
Finishing Forum
he Painters and Allied Trades Labor Management
Cooperation Initiative (LMCI) held its sixth Annual
Finishing Industries Forum (FIF) in Las Vegas in December. The meeting was a venue for approximately 450
attendees of finishing trades, including glaziers. Employers, contractors and International Union of Painters
and Allied Trades (IUPAT) leaders met about some of the
more pressing challenges in business today.

T

The sixth Finishing Industries Forum featured general
business sessions and a workshop for glaziers.

54

Event organizers noted in a statement that LMCI had
shifted its focus in this year’s FIF from purely market survival to initiating market recovery, as a result of signs
the market may make a slow recovery in 2011.
This year’s event included workshops, including one specific to glaziers. Kevin LaRue, LMCI administrator, told
USGlass that more than 100 glaziers from both labor and
management attended the workshop. A panel of experts
from different trades, including IUPAT, the National Finishing
Contractors Association and others were on-hand to address questions from attendees. LaRue says the two main
topics of discussion included photovoltaics and window film.
“We learned that there is a need for training in photovoltaics,” LaRue says. “There is also a need for training and installation of window film, especially out West.”
He adds that this was a “no holds barred” discussion and
will serve as a starting point for further discussion in 2011.
“We have an honest picture of where business is
going,” LaRue says. “So in the year that follows we develop forms of training, marketing, etc. We will make
sure we are addressing where the industry is going and
where the work is.”
❙❙➤ www.lmcionline.org, www.iupat.org ■
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GLASS EQUIPMENT AUCTION

OFFICE EQUIPMENT • 3.03 ACRES AND IMPROVEMENTS
TUESDAY, MARCH 8, 2011 • 10:00 A.M. (EST)
701 FULTON GLASS ROAD • VINCENNES, IN 47591

Up&Coming
NORTH AMERICAN EVENTS
2011

March 17-18, 2011

Glass Expo Northeast™ 2011
Sponsored by
USGlass magazine.
Hyatt Regency Long Island at
Wind Watch Hotel & Golf Club.
Long Island (Hauppauge), N.Y.
Contact: USGlass magazine
at 540/720-5584.

March 22-25, 2011

IGMA 2011 Annual Conference
Sponsored by
the Insulating Glass
Manufacturers Alliance (IGMA).
Paris, Las Vegas.
Las Vegas.
Contact: IGMA at 613/233-1510.

March 24-27, 2011

Glass Week 2011
Sponsored by the
Glass Association of
North America (GANA).
Paris, Las Vegas.
Las Vegas.
Contact: GANA at
785/271-0208.

March 28-29, 2011
BEC Conference
Sponsored by GANA.
Paris, Las Vegas.
Las Vegas.
Contact: GANA at
785/271-0208.

April 7-8, 2011

Glass Expo Midwest™ 2011
Sponsored by
USGlass magazine.
Indianapolis Marriott East.
Indianapolis.
Contact: USGlass magazine
at 540/720-5584.

May 2-4, 2011

Glass Fabrication & Glazing
Educational Conference
Sponsored by GANA.
Embassy Suites Kansas City
International Airport.
Kansas City, Mo.
Contact: GANA at
785/271-0208.

May 12-14, 2011

AIA Convention
Sponsored by the American
Institute of Architects (AIA).
Ernest N. Morial
Convention Center.
New Orleans.
Contact: AIA at 800/242-3837.

www.usglassmag.com

September 15-17, 2011

Auto Glass Week™
Co-sponsored by AGRR™
magazine, the Auto Glass
Replacement Safety Standards
Council Inc., the Independent
Glass Association, the
National Glass Association
and the National Windshield
Repair Association.
Memphis Marriott
Downtown and Memphis
Cook Convention Center.
Memphis, Tenn.
Contact: AGRR magazine
at 540/720-5584.

September 15-16, 2011

International Window Film
Tint-Off and Conference™
Sponsored by
WINDOW FILM magazine.
Memphis Marriott
Downtown and Memphis
Cook Convention Center.
Memphis, Tenn.
Contact: WINDOW FILM
magazine at 540/720-5584.

TRACT #1
NEW IN 2007 YUNTONG MECH-ELECTRO PG
3015TB GLASS FLAT TEMPERING FURNACE
WITH ALL ACCESSORIES INSTALLED NEW,
USED VERY LITTLE.
This furnace is being sold as a fixture in an
8,000 SF metal building located on approximately 1.58 acres.
TRACT #2
A concrete block building with 2 loading/unloading docks containing 15,000 SF located
on approximately 1.45 acres.
GLASS EQUIPMENT: Z. Bavelloni Max 60 Beveling
Machine (SN 6030-037); Z. Bavelloni Shape
Edger/Beveler SB1 (SN 23.53.119); Intermac
Master Edger CNC (SN 93/78); Bismatic 2
Shape Edger/Beveler (SN 3269); Power Grind
Double Edger; Coopmess CNC Cutting Machine (SN 96/00766); Techometal Groover (SN
010393); Glassline Drill (SN D1059); 1993 Besana R-4 Vertical Edger (SN 4011293); 1987
Besana R-3 Vertical Edger (SN 2270587); 2003

Sommer & Maca Scratch Polisher (Model #
37VB18, SN 64764); 1995 Sommer & Maca 60”
Glass Washer (Model # TTW-604, SN 58311);
Dust Kop Dust Collection System; Zanetti Machines RL Circle Glass Cutter; Lots of Finished
Glass (all shapes and sizes); Brut Pressure
Model 150 H sand blaster; 3 HP Seep Aire Air
Compressor; Metal Glass Racks some on
wheels); Pallet movers; Pallet bander; Air Nailers; Air hose reel; 15 HP R.D. Eagles Field
planer; De Walt Radial Arm saw; Shop vac;
Belt sander; Wet belt sander; misc metal.
FORKLIFTS: 1978 Datsun 5000# (SN 1296); 1964
Hyster 4000# (SN B2D5547H)
TRUCK: 1994 International S-4900 22’ Box Truck,
DT 466 INT DSL, Air Brakes
OFFICE EQUIPMENT: Wood Desks; Office Chairs;
IBM typewriter; chairs; metal desk; wood cabinet; 7-4 drawer file cabinets; 2-2 drawer file
cabinets; Wood computer desk; computer; fax
machine; time clock; misc.

TOO MUCH TO LIST!! • NO BUYERS FEE
Terms of Real Estate including furnace: 10% down day
of sale. Balance due at closing. Seller will pay
2010 taxes due and payable in 2011. Sale is
subject to approval or disapproval of the
owner. Sold “AS IS, WHERE IS” regardless of
their faults and must be paid for in full. All expenses are to be paid by owner. The costs for
administered closing will be shared 50:50 between buyer(s) and seller(s).

Terms of Personal Property: Cash or checks accepted with bank letter of guarantee & I.D.
Driver’s license required for registration.
Nothing removed until settled for. All
items sold “AS IS, WHERE IS” regardless of
their faults & must paid for in full.

Auctioneer’s Note: See our website and AuctionZip for photos.
OWNERS: GERMAN AMERICAN BANCORP (FORMERLY FULTON GLASS)
Sale Conducted By:
Snider Auctions
“The Sound That Sells!”
519 South Second Streets
Vincennes, Indiana 47591
AC39300029

Ph: 812/882-6420 • Fax: 812/882-6324
www.sniderauctions.com
Restroom & Refreshments Available Not responsible for accidents Licensed in several states

Ken Snider, AU01007558/IL441000217

IL444000137

2012

April 11-13, 2012

Glass TEXpo™ 2012
Sponsored by
USGlass magazine.
El Tropicano
Holiday Inn Riverwalk.
San Antonio.
Contact: USGlass magazine
at 540/720-5584.

Azon Saves Energy
“Our main purpose is to provide
high-performance fenestration components
that meet our customers’ sustainability

INTERNATIONAL EVENTS

1

2011

June 17-20, 2011

Glass Performance Days
Organized by Glaston.
Tampere Hall.
Tampere, Finland.
Contact: Jorma Vitkala at
jorma.vitkala@gpd.fi.

October 26-29, 2011

Vitrum
Sponsored by the Italian
Machinery Manufacturers
Association (GIMAV).
Fiera Milano.
Milan, Italy.
Contact: GIMAV
at 39 02 33 00 70 32. ■

To see the full event
schedule, visit
www.usglassmag.com/
events.php.

goals and expectations.”

1
2
2

mechanical lock profile

+
Universal No-Tape™ 304
structural thermal barrier polymer

NEW total design system:
MLP™ (mechanical lock profile) for commercial window,
door, storefront and curtain wall applications offers the
best balance of energy efficiency and high strength for
aluminum fenestration products used in the most
demanding climates and conditions.

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

1-800-788-5942 | www.azonintl.com
January/February 2011 | USGlass, Metal & Glazing
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[usg | supplier’s guide]
ADHESIVES/SEALANTS
Adhesives, General

Dow Corning Corporation
2200 West Salzburg Road
Midland, MI 48686
Phone: 989/496-6000
www.dowcorning.com/construction
construction@dowcorning.com
Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
Glazing Compounds

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

Oldcastle BuildingEnvelope™
50 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastlebe.com
Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com

Acid Etched Glass

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

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

GLASSOPOLIS
USGlass Readers Choice
Product of the Year
PYRAN Platinum
Phone: 800/262-9600
Fax: 800/872-9601
www.glassopolis.com
sales@glassopolis.com
We Put Glass Contractors First.
Fast Quotes. Fast Delivery.

Block

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

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

Curved/Bent

California Glass Bending
320 E. Harry Bridges Blvd.
Wilmington, CA 90744
Ph: 800/223-6594
Fax: 310/549-5398
www.calglassbending.com
glassinfo@calglassbending.com
Precision Glass
Bending Corp.
PO Box 1970, 3811 Hwy 10 West
Greenwood,AR 72936-1970
Phone:800/543-8796 or 479/996-8065
Fax: 800/543-8798 or 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

To place your listing(s) contact
Janeen Mulligan at 540/720-5584, Ext. 112 or
e-mail jmulligan@glass.com
Listings start at $350
(additional charge for logos,
website and e-mail address).
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Fire-Rated Glass

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

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

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

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

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

www.usglassmag.com

Product Information
Contents

© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Zoom Fit
Search

+

Archives

–

I<

<

E-Mail

>

>I

Subscribe

[usg | supplier’s guide]

GLASSOPOLIS
USGlass Readers Choice
Product of the Year
PYRAN Platinum F & L
Your choice: Filmed or Lami
Phone: 800/262-9600
Fax: 800/872-9601
www.glassopolis.com
sales@glassopolis.com
We Put Glass Contractors First.
Fast Quotes. Fast Delivery.
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

Hurricane-Resistant

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
Laminated

Oldcastle BuildingEnvelope™
50 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastlebe.com

Laminated,
Glass-Polycarbonate

Tempered

Pattern Glass

Precision Glass
Bending Corp.
PO Box 1970, 3811 Hwy 10 West
Greenwood,AR 72936-1970
Phone:800/543-8796 or 479/996-8065
Fax: 800/543-8798 or 479/996-8962
www.e-bentglass.com
sales@e-bentglass.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
General Glass International
101 Venture Way
Secaucus, NJ 07094
Phone: 201/553-1850
Fax: 201/553-1851
www.generalglass.com
sales@generalglass.com
Radiation Shielding

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

GLASSOPOLIS
Save BIG on sizes under 42"
Phone: 800/262-9600
Fax: 800/872-9601
www.glassopolis.com
sales@glassopolis.com
We Put Glass Contractors First.
Fast Quotes. Fast Delivery.

Precision Glass
Bending Corp.
PO Box 1970, 3811 Hwy 10 West
Greenwood,AR 72936-1970
Phone:800/543-8796 or 479/996-8065
Fax: 800/543-8798 or 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
Phone: 800/444-XRAY or
800/444-9729
Fax: 800/444-0240
www.xrayglass.com
sales@xrayglass.com

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

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

www.usglassmag.com

Screenprinted Glass

Oldcastle BuildingEnvelope™
50 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastlebe.com

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

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

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: 800/444-XRAY or
800/444-9729
Fax: 800/444-0240
www.xrayglass.com
sales@xrayglass.com

X-Ray Protective

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

Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
Phone: 800/444-XRAY or
800/444-9729
Fax: 800/444-0240
www.xrayglass.com
sales@xrayglass.com
ARCHITECTURAL METAL
Dies/Custom Metal

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

Metals, General

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

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

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

continued on page 58

January/February 2011 | USGlass, Metal & Glazing

57

Product Information
Contents

© 2011 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Zoom Fit
Search

+

Archives

–

I<
E-Mail

<

>

>I

Subscribe

[usg | supplier’s guide]
US Horizon Mfg., Inc.
28577 Industry Dr.
Valencia, CA 91355
Phone: 877/728-3874
Fax: 888/440-9567
www.ushorizon.com
COMMERCIAL
WINDOWS
Fire-Rated Windows

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
CURTAINWALL
Curtainwall, General

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

Oldcastle BuildingEnvelope™
50 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastlebe.com
Vitro America
965 Ridge Lake Blvd., Suite 300
Memphis, TN 38120
Phone: 800/238-6057
www.vitroamerica.com
sales@vitroamerica.com
Etched Glass

Able Glass, Inc.
2713 NW 19th St.
Pompano Beach, FL 33069
Phone: 877/303-0455
Fax: 954/978-2790
www.etchedbyable.com
info@etchedbyable.com

58

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

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

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

Closers

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

SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124
Phone: 888/653-3333
Fax: 888/653-4444
www.safti.com
info@safti.com
Fire-Rated
Framing Systems

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

USGlass, Metal & Glazing | January/February 2011

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

DOOR COMPONENTS

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

DOOR HARDWARE AND
RELATED PRODUCTS

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

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

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

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

GLASS HANDLING/
TRANSPORTATION
Handling Equipment,
General

Rolltech Industries
11 Dansk Court
Toronto, ON M9W 5N6 Canada
Phone: 419/337-0631
Fax: 419/337-1471
Quattrolifts
1450 W. Horizon Ridge Pkwy.
Henderson, NV 89012
Phone: 800/983-5841
Fax: 702/566-9729
www.quattrolifts.com
info@quattrolifts.com
Packaging

SaberPack
Interleaving Powders
471 Apollo Drive, #10
Lino Lakes, MN 55014
Phone: 651/784-1414
Fax: 651/780-0432
www.saberpack.com
INFORMATION
& ORGANIZATIONS
Associations

Insulating Glass
Manufacturers Alliance
1500 Bank Street, Suite 300
Ottawa, ON K1H 1B8 008
Phone: 613/233-1510
Fax: 613/482-9436
www. igmaonline.org
INSULATING GLASS
AND COMPONENTS

Oldcastle BuildingEnvelope™
50 manufacturing
locations throughout
North America
Phone: 866/653-2278
www.oldcastlebe.com
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

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

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

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

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
Laminated Lines/
Machinery

Casso-Solar
Technologies LLC
230 US Route 202
Pomona, NY 10970
Phone: 845/354-2010
Fax: 845/547-0328
www.cassosolartechnologies.com
sales@cassosolartechnologies.com
MIRROR AND MIRROR
RELATED PRODUCTS
Decorative

Units, Bent-Curved

Production Lines

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

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

Acid Etched Mirror

Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC H7X 3K7 Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
Spancraft Ltd.
920 Railroad Ave.
Woodmere, NY 11598
Phone: 516/295-0055
Fax: 516/569-3333
www.spancraft.com
Jordan@Spancraft.com

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

INSULATING
GLASS MACHINERY
AND EQUIPMENT

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

Antique Mirror

Spacers

Precision Glass
Bending Corp.
PO Box 1970, 3811 Hwy 10 West
Greenwood,AR 72936-1970
Phone:800/543-8796 or 479/996-8065
Fax: 800/543-8798 or 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

Mirror, General

MirrorUnique

™

antique mirror glass

Jockimo

TM

Advanced Architectural Products

www.Jockimo.com

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

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

SERVICES
Modeled Submissions

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

(en-'te-lә-kē)
“Modeled for the future”
www.entelechycorp.com

STOREFRONT/
ENTRANCES
Storefront Material,
General

Shop Drawings

introducing...

Skylights

Drafting Services
by Scott Brown, Inc.
156 Peachtree East, Ste. 225
Peachtree City, GA 30269
Phone: 770/461-8092
Fax: 678/489-9037

SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS
Skylight, General

Oldcastle BuildingEnvelope™
50 manufacturing locations
throughout North America
Phone: 866/653-2278
www.oldcastlebe.com

Oldcastle BuildingEnvelope™
50 manufacturing locations
throughout North America
Phone: 866/653-2278
www.oldcastlebe.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
continued on page 60
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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
TOOLS AND SUPPLIES

Bohle America
10924 Granite Street, Suite 200
Charlotte, NC 28273
Phone: 704/887-3457
Fax: 704/887-3456
www.bohle-america.com

Cleaning Towels

WINDOW HARDWARE

Glass Restoration

Stiffeners

Jacone Distributors
5717 Samstone Ct.
Cincinnati, OH 45242
Phone: 513/745-0244
Fax: 513/745-9581
marji@fuse.net
GlasWeld Systems
29578 Empire Blvd.
Bend, OR 97701
Phone: 541/388-1156
Fax: 541/388-1157
www.glasweld.com

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

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
General Tools & Supplies

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

[usg | classifieds]

Production Assistant/
Quality Control

Employment/Help Wanted

Fast growing fabrication company, located in Van Buren,AR, is seeking qualified individual for the position of
Production Assistant/Quality Control. We
are looking for individual to join our team
that has a minimum of 2-5 years experience in the glass fabrication industry with
a focus on tempering.The ideal candidate
must be detailed oriented, have good
communication skills,self-motivated and
able to work as part of a team. Education/degree in technical field a plus.If you
are interested,please submit resume with
salary requirement to 2903 Industrial
Park Rd,Van Buren,AR 72956 or email to
qevans@dillmeierglass.com.

To place a classified listing,
please call Janeen Mulligan at
540/720-5584, ext. 112, or
e-mail jmulligan@glass.com.

Newscast

60

Product Specialist - Thermal Barrier Window Framing
• Architectural Product Role - Down Under!
• Product Specialist - Thermal Barrier Window Framing
• 12 month fixed contract
Aluminum Industries,Australia, is seeking an Architectural Product Specialist
to join our team in Melbourne, Australia. The role centers on introducing a
range of thermal barrier aluminum framing and window systems to an architectural audience. Knowledge of the applications and features of both
polyurethane and polyamide systems is a key element.You need to‘talk the talk’
and promote our range of systems for specific projects. We need a confident
self starter with strong technical sales skills to consult with architects, engineers and installers. This role is offered on the basis of a 12 month contract. A
degree in architecture or engineering is required for this role.An industry competitive salary, accommodation and motor vehicle will be provided in the package. Qualified candidates, please send your resume to Jim Gallagher at
jim@alumind.com.au. Visit us on our website at www. alumind.com.au

LET OUR TEAM SHOW WHAT YOUR INDUSTRY IS DOING
Visit www.USGNN.com and look for the video icon  or sign up for the

daily newsletter and receive the Special Alert when the newscast is first delivered.

USGlass, Metal & Glazing | January/February 2011
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Used Equipment

Businesses for Sale

Industry Services

Price inc. installation /training
72” x 120” Temp. oven BRAND NEW
Force conv. 32 sec/mm, 5-19mm
Soft Low E -OK. ONLY $ 280K
72” OpenTop Auto Sand Blaster,
3 nozzles Brand New, ONLY $ 26K
72”, 60”, 48” Horizontal Washers
6 scrub, 6 drying brushes + hot air
Double drill Semi Auto w/table
6 speed $ 14,500.00
8 Spindle Beveler. 2”bevels $ 38,000.00
9 spindle flat Edger/Miter $ 38,000.00
Shape edger/Beveler $ 14,500.00
Demo WaterJet Less than 50 hrs.
5’x10’ $ 80.000.00
Prices EXW Miami
www.jordonglass.com
Ph: 1-800-833-2159
E-mail: glass1usa@att.net

Glass shop available to walk-in and start
working....Full service shop that includes inventory, tools, equipment, and
ready to go offices. Pick-up truck
w/alum glass rack and more.Asking 25k
and building lease of $1850 mo. triple
net.Approx 6000 sq ft bldg.w/3OH door
bays. Former business has been dissolved and time stands still for the right
person to start new at a very small entry
price. Current principle will consider
some terms from the right person. Upstate New York location.Excellent area to
grow both business & family. Email interest to: jerryseven40@ yahoo.com

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

All Machines in Stock

USED MACHINERY
BOUGHT & SOLD

www.usglassmachinery.com
Ph: 724/348-8450

Classifieds also go
online every day!

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

Glass Shop for Sale

Glass Shop for Sale

28 yr. established full line glass shop
West central OK. Last 5 yrs. sales $4.4m.
Large trade area, good vehicle fleet.
Owner ready to retire. $800k. Building
for lease. glass4sale@live.com

Products for Sale

Curved China Cabinet Glass

Standard curves fit most cabinets - one
day service.Most sizes $90, $95, $98 and
each piece is delivered. Call 512/2373600, Peco Glass Bending, PO Box 777,
Smithville, TX 78957.

RCS Enterprises

Shop Drawings

Architectural Communication & Design, serving the U.S. since 1979 with
thousands of completed projects behind us.We have our own custom software, capable of drawing any
commercial system. One to two week
turn around on most projects. Call for
a free brochure, 800/658-8780.

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 email paulbaseball@msn.com.

Would You Like Your Own Subscription to

USGlass magazine?

Go online to get your free edition
of USGlass magazine —
Print or Digital!

www.glass.com/subcenter.php

* Digital edition is free to industry members worldwide. Print edition is sent free to U.S. addresses only.

www.usglassmag.com
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April 7-8, 2011

Indianapolis Marriott East
Indianapolis, Indiana
Glass Expo Midwest™ returns to
Indianapolis alongside Fenestration Day™.
Instead of traveling to the coasts for
education, Glass Expo Midwest is bringing
the information and networking
opportunities straight to your
area.

Scan the tag to view a video
about the event.
Get the free mobile tag
reader at http://gettag.mobi

Learn more about Glass Expo Midwest™ at www.usglassmag.com/gems or call 540/720-5584

Co-sponsored by the Indiana Glass Association, the
Illinois Glazing Association, the Michigan, Ohio,
Minnesota, and Wisconsin Glass Associations, Detroit
Glass Dealers Association and the Association of Glazing
Contractors, USGlass, Door & Window Manufacturer,
Architects’ Guide to Glass, and Decorative Glass magazines.

DWM

™

DOOR & WINDOW MANUFACTURER MAGAZINE

THE FUTURE OF FENESTRATION MANUFACTURING

Attendance is free to most USGlass readers.
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Web Address

www.aluflam-usa.com

414/332-8217

www.americanrackkit.com

704/247-8420

www.bohle-america.com

800/788-5942 269/373-9295

www.azonintl.com

800/223-6594 310/549-5398

www.calglassbending.com

Dlubak Corporation

800/800-2977 724/459-0866

www.dlubakglass.com

11

Edgetech IG Inc.

Fenzi North America

16, 30, 37, 42 Glass Association of North America

952/935-1722 952/935-5538
740/439-0121

www.edgetech360.com

785/271-0208

785/271-0166

www.glasswebsite.com

800/321-2597

541/388-1157

www.glasweld.com

416/674-3831

416/674-9323

Glasswerks L.A. Inc.

888/789-7810 888/789-7820
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JLM Wholesale

800/522-2940 248/628-6733

GlasWeld

www.cardinalcorp.com

800/233-4383
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Cardinal Industries
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Glass Expos - Glass Expo NortheastTM

540/720-5584 540/720-5687

www.usglassmag.com/gene

19

Lauren Manufacturing

800/683-0676 330/308-7652

www.lauren.com

41

MyGlassTruck.com

800/254-3643 856/863-6704

9

Pilkington

800/221-0444

Precision Glass Bending

800/543-8796 800/543-8798

SAFTI FIRST Fire Rated Glazing Solutions™

888/653-3333 415/822-5222

Soft Tech America

954/568-3198 954/563-6116
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Glass Expos - Glass Expo MidwestTM
Lisec America Inc.

Oldcastle BuildingEnvelopeTM
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PPG Industries Inc.

54

Pulp Studio

32
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Snider Auctions

41

Southern Aluminum Finishing

43

540/720-5584 540/720-5687

952/641-9900 952/641-9935

866/653-2278 770/497-3656

419/247-4517

888/774-4332 412/826-2299

310/815-4999

310/815-4990

www.usglassmag.com/gems
www.lisec.com

www.myglasstruck.com

www.oldcastlebe.com
www.pilkington.com

www.ppgideascapes.com
www.e-bentglass.com

www.switchlite.com
www.safti.com

812/882-6420 812/882-6324

www.sniderauctions.com

800/241-7429 404/350-0581

www.saf.com

www.softtechnz.com

32

Strybuc Industries

800/352-0800

610/534-3201

www.strybuc.com

15

Viracon

800/533-2080 507/444-3021

www.viracon.com

Western Window Systems

602/920-7833

13
1
5

TRACO

Vitro America

www.usglassmag.com

800/837-7001

800/238-6057

724/776-7014

901/767-7111
602-323-6144

www.traco.com

www.vitroamerica.com
www.westernws.com
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The Threat

I

By Lyle R. Hill

grabbed it just as it started its third
ring and offered up my usual greeting.
“Hill,” the late morning caller
began, “it’s good to hear your voice.
Long time no talkie.”
I instantly recognized the voice.
There is none other quite like it. Feared
by many, disliked by all, it was the voice
of Johnny “The Mooch” Rago.
“Good to hear yours too,” I lied, wondering how long this interruption to my
busy day was going to last.
“That’s nice of you to say, Hill. Listen,
you got a minute to talk to me about
something?”
“For you ‘Mooch’ I got nothing but
time,” I lied once more.
“That’s good Hill ’cause I wanna talk
to you about my cousin Tommy.”
“You mean your cousin Tommy the
Torch?”
“Hill, let’s drop the torch thing. That’s
not nice. You know, after he got out the
last time he went straight. Became a
businessman. Rented a nice place, hired
a couple of people and had a nice little
fencing business going for himself and
his brother Frankie.”
Now for you who are, shall we say, not
as wise in the ways of the world as others, when the “Mooch” refers to a fencing business he is not talking about
chain link or barb wire.
Think of it more as a pawn shop that
has unusual hours,asks no questions and
keeps no paperwork. I had heard about
Tommy’s business venture from Mooch’s
former partner, Jungle Jim Bruney and,
just as Bruney had predicted, the Feds
shut the thing down within just a few
months of it opening up.
“What about Tommy?” I asked.
“He needs a job, Hill, and if he doesn’t
get one soon, he’s gonna have some real
problems ’cause, as you can guess, his
parole officer is all over him these days.”
I didn’t have to guess. Tommy’s
predicament was … predictable. And
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what a wasted talent Tommy the Torch
was. I’ve started to write the story of
Tommy on more than one occasion if for
no other reason than to share it with my
own grandsons.Tommy was a legend at
the age of 14 and had the brightest of futures. But the allure of easy money and
good times … not to mention the influence of his uncle “Mooch” and a few
other family members … led him to
make regrettable yet irreversible life decisions that would forever haunt him.
“We’re not that busy right now and
I’m not sure Tommy’s background and
training are all that suited for a career
in the glass industry.”
“Hill, are you telling me you don’t
want to help us out here ’cause if you
are, well then I gotta tell you I’m more
than a little disappointed.”
His voice had grown menacing.I knew
he was not happy and one thing you
never wanted to be accused of was making Johnny“The Mooch”Rago unhappy.
It is,as we used to say growing up on the
west side of Chicago, not good for your
health.But,unlike most,I have never had
a fear of “The Mooch” … at least not in
the traditional sense of the word fear.
“Mooch, you know I would do almost
anything for you … as long as it was
legal. But this would just not work out. I
mean come on, what would he do?”
“Hill,I’ve watched your crews in action
and I know as well as you do that in a crew
of five guys setting a piece of glass maybe
three of them at the most are doing anything.And I guarantee you that my cousin
Tommy can do nothing as good as anybody you got working for you.”
“Listen Mooch, you’re wrong
about this but I don’t want to argue
with you. I don’t have a spot for
Tommy and that’s it.”
“You know, Hill, I’m a little surprised by what I’m sensing is a bad
attitude here toward an old friend.
I don’t ask for favors very often

USGlass, Metal & Glazing | January/February 2011

and,when I do,I expect a little more positive response than what I’m getting here
today. I think you should reconsider.”
I knew he was upset but I couldn’t
back down. You give an inch to a guy
like this and it will never end.
“Sorry, Mooch. I know you and
Tommy are close and I understand you
wanting to help him out. But there’s
nothing I can do for you.”
“Hill, you’re going to be sorrier than
you think. Now, your old pal is going to
have to do something that both of us are
going to regret. I’m going to have to hit
you where I know it will hurt the most!”
“Are you threatening me, Mooch?”
“Hill, I’ve been watching you and that
crazy business you’re in for a long time
and I think I know more than you give me
credit for knowing.So here’s the situation
as I see it. Number one … Tommy is out
of work.Number two … because Tommy
is out of work,he is willing to work cheap.
Number three … Tommy owns a pick-up
truck.Number four … we both know that
the suppliers in the glass industry will sell
to anybody and everybody,even a guy like
Tommy,and they’ll even deliver their stuff
to jobsites free. Number five … there’s a
vacant storefront right up the street from
you.And number six … your customers
are always looking for cheaper prices and
most of the time they don’t care if the low
bidder knows what he’s doing or not.”
“What are you telling me, Mooch?”
“I’m saying, Hill, that Tommy’s Glass
& Metal has a nice ring to it, don’t you
think?”
“Stop it Mooch! I can’t take any more!
He can start tomorrow.” ■
L y l e R . H i l l is president
of MTH Industries of Chicago.
Mr. Hill’s opinions are solely
his own and not necessarily
those of this magazine.
www.usglassmag.com
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And a better place to live.

The right glass can create
a better place to work.

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

PPG Industries, Inc., Glass Business & Discovery Center, 400 Guys Run Road, Pittsburgh, PA 15024 www.ppgideascapes.com
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The Biggest Trends in Glass for Homes

L

iving in an all-glass house doesn’t have to mean investing in good drapes
or being one with nature à la Philip Johnson (see September 2007 USGlass,
page 86). Texture and color can lend warmth and vibrancy to materials that
can offer plenty of privacy along with loads of style. Glass can be used all over
the house in new and creative ways, as shown in the USGlass Idea House on
the following pages.

EFCO parent company
Pella Co. in Pella, Iowa, introduced its Architect Series® Precision Fit® wood
windows as an easy-toinstall replacement option
for homeowners. The windows slide into existing
openings without damaging surrounding interior
trim. Precision Fit products
were designed for applications where the exterior
window frame remains in
good condition, but an upgraded sash will increase
energy efficiency or add
eye appeal.
❙❙➤ www.pella.com

The Swiss company Millcell AG
is putting a new spin on glass’
thermal performance features.
The company uses waste glass
to create millcell®, a building material that can be used for,
among other things, insulation.
The manufacturer says the foam
glass pieces offer excellent
sound transmission and absorption properties and high loadbearing capacity.
❙❙➤ www.millcell.eu

Photo courtesy of Pella® Windows and Doors.

Window

Insulation

Front Door

The Belleville® smooth 2panel door and sidelites
with Mondrian™ Specialty™ Glass by Masonite®
in Tampa, Fla., lets the light
inside through a light etching in a balanced and symmetrical cubist pattern. It
features SpectraWeld™
technology, which bonds
glass with composite material to simulate caming.
Specialty glass can be installed in a variety of 6-foot 8-inch or 8-foot entry door configurations.
❙❙➤ www.masonite.com
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Walls

Abersham Technology Group in
Waukesha, Wis., includes glass in all
of its Ambiente Housing—in the modular panels. The company uses waste
glass material to create cenospheres,
spherical glass beads with air pockets that are structurally strong, light,
air-tight, inexpensive and readily
available. Ambiente’s “Ambi-Cells”
glass beads are then mixed with resin
to make Ambi-Core, the core material
of the panels.
❙❙➤ www.ambientehomes.com

Railing

This glass clamp mounting system from Morse Industries in Kent, Wash., installs to concrete, hardwood or structural steel and in most cases does not disrupt existing finishes, making it ideal for new and existing applications.
❙❙➤ www.morseindustries.com

Mulch

Glass Wall

These glass tiles make green even more stylish; in many
of its products manufacturer Oceanside Glasstile in Carlsbad, Calif., incorporates post-consumer recycled bottle
glass and/or glass recycled from the company’s manufacturing process.
❙❙➤ www.glasstile.com

© 2011 USGlass magazine. 540-720-5584 All rights reserved.

Photos courtesy of Close the Loop LLC.

Close the Loop LLC in
Kunkletown, Pa., is
adding a bit of sparkle to
landscaping with a wide
selection of colors and
sizes of recycled glass
for mulch and landscaping purposes. The company says its proprietary
production process produces glass that has virtually no sharp edges. It’s a long-lasting alternative to
traditional bark or gravel mulches, and never fades or
needs replacing. An added bonus—glass is a natural
deterrent to slugs when used around the garden.
❙❙➤ www.closetheloop.com
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Glass Houses

N

continued

Patio Door

The smooth, uninterrupted glass panels that make up Mill Valley,
Calif.-based NanaWall Systems’ SL82 structurally glazed folding
glass system can easily create exterior openings up to 39 feet wide.
While letting in the view, the all-glass, thermally insulating folding
glass door can keep out the cold with optional triple glazing.
❙❙➤ www.nanawall.com

Glass Floor

Using glass in flooring applications is an innovative way brings natural light deeper into a living
space, according to Goldray Industries in Calgary,
Alberta. By using heat treated, laminated glass
combined with a slip-resistant coating, this homeowner can be assured of both a safe and interesting element within their home.
❙❙➤ www.goldrayindustries.com

Stairs

Talk about making an entrance—a glass staircase can
be a showstopper. The unique
use of laminated lighting creates a vibrant glow within these
aqua blue glass treads from
Nathan Allan Glass Studios Inc.
in Richmond, British Columbia.
The selection of low-iron glass
helped to maintain the true
color in this staircase, while
glass sandpaper on the walking
surface prevents slips or slides.
❙❙➤ www.nathanallan.com
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Glass Shower Wall

Say goodbye to mold, mildew and hard water stains on the
grout in shower tiles. GlassKote USA in Bridgeport, Conn.,
solves these problems by surfacing shower walls with
GlassKote. With near-limitless color options, this surfacing material can be combined with frameless or traditional framed
shower enclosures for a splash of fun. With an “easy clean”
surface treatment, the shower’s overall maintenance suddenly
requires nothing more than a squeegee or sponge.
❙❙➤ www.glasskote.com

Mirrored Wardrobe

Stylmark Inc. in Minneapolis
is jazzing up the wardrobe door
with lots of color and finish options. The anodized aluminum
frames are available in two
and three door styles with an
optional lock security feature.
Wheel assemblies are incorporated into the bottom rail, providing a smooth rolling,
long-lasting unit. Additional
features include cantilever
rollers to accommodate out-ofplumb field conditions.
❙❙➤ www.stylmark.com

Countertop

Glass Knobs

Uneek Glass Fusions in Pacheco,
Calif., provides handcrafted glass
hardware and tile as the perfect accent to any room. These red flame
dichroic glass cabinet hardware
knobs measure 1 ½ inches square,
with custom sizes available.
❙❙➤ www.uneekglassfusions.com

© 2011 USGlass magazine. 540-720-5584 All rights reserved.
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Custom-made glass countertops from ThinkGlass in Boisbriand, Quebec, are a creative
solution for homeowners seeking to add interest to a contemporary
kitchen.
The
transparency of this 1 ½-inchthick custom glass countertop
countertops, illuminated by
natural white LED’s, brightened the whole kitchen. The
Crystal color of the countertops creates an open space
while the Natura texture adds
interest.
❙❙➤ www.thinkglass.com
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Glass Houses

N

continued

Backsplash

A colorful backsplash can bring together a
room. Here Anchor Ventana in Round Rock,
Texas, supplied Gardner Glass Products’
Dreamwalls color glass for the backsplash
and cabinetry. The back-painted glass uses
ultra clear, low-iron Starphire glass to ensure
the color specified is the color installed.
❙❙➤ www.gardnerglass.com
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Window

Wausau,
Wis.-based
Kolbe & Kolbe Millwork Co.
Inc.’s Ultra EP (Energy Performance) windows feature triple pane insulating
glass for extra energy performance. The casement
and awning windows come
standard with 1 3⁄8-inch insulating glass and LoE
coatings designed to
achieve U-factors as low as
0.19. To help lower maintenance costs, Ultra EP
wood windows’ exteriors
are clad in durable aluminum, finished with a
protective fluoropolymer coating.
❙❙➤ www.kolbe-kolbe.com

Pantry Door

Homeowners
can
showcase the delightful
things inside their
pantry with an artistic
door. Sans Soucie Art
Glass Studios Inc. in
Palm Desert, Calif., offers about 20 sandblasted designs, in one
of three techniques, for
glass pantry doors. Customers can choose the
solid frost effect (the
quickest and most economical method), dimensional (where only
the surface of the glass
effected) or 3D carved (sandblasting with
both dimension and depth) designs.
❙❙➤ www.sanssoucie.com

Glass Tile

Modono™ Glass in Rochester, N.Y., manufactures its Modono
Glass Tile Collection using dichroic thin film technology to produces
a prism of changing color. The result is a tile for numerous applications that appear to change to viewers as they pass by.
❙❙➤ www.modonoglass.com
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Shower
Enclosure

Looking to liven
up the bathroom?
Homeowners can
transform
this
space into an island retreat or a
kid-friendly space
with imaged glass
shower doors from
Arizona Shower
Door in Phoenix.
❙❙➤ www.arizonashowerdoor.com

Sink

Gravity Glas in Scottsdale, Ariz., offers a wide range
of kiln cast glass products, including the bathroom
sink. Its full line of glass vessel and traditional glass
sinks, including its Mardi Gras sink from the Gravity Series, is created by a team of artisans with more than
20 years experience in the art of handmade glass.
❙❙➤ www.gravityglas.com

Tabletop

Mirror

Forget DVR—homeowners never have to miss a minute of the
big game thanks to Television Mirror technology, designed by
SÉURA in Green Bay, Wis. The technology incorporates a lowprofile LCD screen with specially formulated coated mirror
glass. According to the company, the Enhanced™ Series of signature products closely emulate the reflectivity of a traditional
mirror, disguising the television when powered off. When on,
the screen materializes within the mirror.
❙❙➤ www.seura.com, www.glasstile.com

Tabletops come into daily contact with objects
that will sooner or later damage their surfaces with
scratches or other marks. Madras® Ecosat noscratch glass from Vitrealspecchi in Italy helps put
a stop to this problem. Its finely textured and brilliantly reflective surface has high scratch resistance (level 5). The glass can be tempered,
lacquered or silvered. The product is easy-to-clean
and doesn’t absorb or stain.
❙❙➤ www.vitrealspecchi.it ■
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A number of glass companies helped
define green on the Greenbuild trade
show floor.

Glass
Defines
Green
Greenbuild Exhibition Becomes
Education Platform for Glass Exhibitors
by Megan Headley

he t erm “green” enc ompassed a
wide v ariety o f d efinitions a t
Greenbuild, the U.S. Green Building
Council’s (USGBC) ann ual e xhibition,
which took place in November in Chicago.
A n umber o f c ompanies o n th e t rade
show fl oor e xemplified j ust h ow g reen
glass can be in a wide variety of ways.
Tim Cole, chair of the USGBC board of
directors, opened the exhibition by commenting on the wide range of companies
at th e s how as “an e xperience … w e
haven’t seen under one roof before.” Cole
pointed out that companies at the show
ranged from start-ups to “giants” of technology, but “we’re all in the same business—the business of saving our planet.”
Due t o th e di verse n ature o f th e
nearly 30,000 attendees at Greenbuild,
glass industry exhibitors kept busy explaining how their products are part of
the green movement.
Schott’s Karen Wegert said she was
“really pleased this year” with the traffic
coming thr ough. Th e s how fl oor w as

T
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Kawneer representatives say the
company is working to make custom
“standard.”

packed with attendees from a variety of
professions. “We’ve had a lot of people
come by who are familiar with the product,” Wegert said. For those attendees
not familiar with Schott’s glass products,
she focused the green message on the
company’s Cradle to Cradle® (C2C) certification o f i ts Py ran P latinum fir erated g lass products. She said several
attendees have asked why Schott focuses
on “C2C as opposed to other labels?” She
pointed out that this c ertification has
high recognition among their target audience of architects an d is c onnected
with th e LEED p rogram, mak ing i t a
good choice for their company.
Michael Kr asula o f Pi lkington f ocused on the basics, sharing w ith attendees “in general that glass is a good
alternative.”
Krasula was among the representatives
for several primary glass manufacturers
who explained to attendees the value that
glass can o ffer—when bal anced w ith
shading solutions. He said he addressed
the misc onception tha t 50, 60—ev en
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40—percent visible light transmittance
is the best solution for getting daylight
credits through LEED—since building
occupants are likely to pull their blinds
and forget about the daylight. “In theory
daylight is great, but there needs to be a
balance,” Krasula said.
To provide that balance, there were a
great many s hading so lutions o n th e
show floor. Boyd Aluminum was among
the many companies providing a sunshade, but offered a very unique one.
What ma de this uni que p roduct w as
that the sunshade is attached to an operable window. The combination of natural ventilation and a shading solution
have proved attractive to this audience.
Indeed, the latest trend for window
products seem s t o b e d oing m ore—
combining thermal performance and
impact resistance for example.
EFCO’s Eric Enloe said his company’s
message to attendees was that “we’re not
trying to lessen the structural capabilities to give you thermal performance.”
Displaying t hat mess age w as t he
company’s XTherm products, including
its HX45 hig h per formance d oublehung windows, which offers a number
of options to reach a low U-factor.
Mike Turner was excited to demonstrate YKK AP’s new iPad app at a show
where half th e a ttendees seem ed t o
have that particular device under their
arm. Th e d ynamic myThermalAssistant utility al lows users to enter in a
glass and frame type to get a thermal
performance n umber, o r en ter th en
needed performance to get recommendations of products to use. Upon glancing a t wha t th e a pp tur ned u p,
attendees g ot a l ook a t th e p roducts
themselves, particularly the enerGfacade® 750 X T cur tainwall sam ple,
which Turner said had been the subject
of a lot of interest at the show.
“It gives you excellent thermal performance us ing s tandard in dustry
glass,” Turner explained, adding that an
advanced g lass pac kage can g et th e
product below a U-factor of 0.20.
What’s n ext w as a q uestion b eing
asked at the Kawneer booth. While sev-
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eral recent introductions have focused
on hig hly cus tomizable p roducts, th e
latest ones are to make custom standard.
For example, the company’s Robert Holcombe noted that its Versoleil sunshade,
“the start of a sun control line,” allows
the installer to adjust the angle by 5 degree increments, in horizontal or vertical a pplications. Th is a llows t he new
sunshade to be specified across the
country.
“What’s exciting is there’s a lot of versatility—but i t’s a s tandard p roduct,”
pointed o ut Dian a P erreiah, g eneral
manager for Kawneer. Donnie Hunter
noted that the 501UT framing system introduced last year offers more options as
part of a c omplete stock package system—it provides thermal performance
and now hurricane-resistance.
As Glen M orrison, p resident o f
Kawneer parent company Alcoa Building and Construction, pointed out,“The
more we can talk about façades to our
customers, the better.”
Alcoa is able to talk about more façade
options now courtesy of its acquisition
of Traco in ea rly 2010 ( see July 2010
USGlass, page 14). Traco revealed its recent rebranding initiative at the show.
Morrison said the focus was on having
the tw o c ompanies l everage o ne another’s strengths. “We want [Traco] to
work alongside Kawneer,” he said.
Perreiha pointed out that both companies have key synergies on the sales
and product development sides and are
able to help customers purchase products in a one-stop fashion.
“You really do need a certain critical
mass to play the game,” Morrison said.
The combined synergies also allow
Traco and Kawneer to pull from Alcoa’s
“innovation center” in Europe and pull
in worldwide technology developments.
In looking at future growth, one can’t
help b ut w onder wha t’s n ext o n th e
horizon for the company. According to
Morrison, wha t’s n ext is “more an d
more un derstanding o f h ow al l th e
pieces fi t t ogether.” H e sai d tha t th e
company, and ind ustry a t lar ge, w ill
continue to focus on making systems
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more “intelligent” and pulling all of the
pieces o f t he b uilding to gether. “The
whole dr ive t o n et-zero a pplications
drives innovations,” Morrison added.
For Holcombe, it’s about the technology.
He pointed out that recent product introductions focus on “built-ons” to existing
polyamide technology, for example.
“What is th e n ext th ermal b reak
technology, that’s what I’m hungry for,”
Holcombe said.

Aesthetic and Unusual
For th e g lass in dustry, L indernink
Technologies took an aesthetic approach
to green. The company wants its microthin wood veneers to be utilized in more
glass products. Tom Lindernink said the
veneers—which include cork and bamboo am ong o ther w ood t ypes—have
been used in decorative applications
within several glass products.“Our goal
is to move more into this glass business,”
he said. In holding the sample veneers
up to the convention center light, Lindernink demonstrated how the veneer
can provide a classic wood look, while
allowing light to pass through applications such as office partitions.
NanaWall me anwhile i nterpreted
green diff erently—the c ompany p romoted its Ornilux “bird-friendly” product. Th e g lass f eatures a c oating
designed to reflect ultraviolet light that
will warn birds of glass-clad high rises.
Company representatives say they’re the
first in the U.S. to offer such a product.

Active and Films
Southwall T echnologies in troduced
what it’s calling a next-generation launch
of its 30-year-old Heat Mirror product.
The Heat Mirror 88S may not look different from the original product used on
such projects as the recent Empire State
Building retrofit but it offers new technical properties that John Meade said will
open up new opportunities for the company and commercial product fabricators. The company has partnered with
Dow Corning to develop a n ew 2-part
structural silicone sealant to work with
an updated version of the film; previously the Heat Mirror film had worked

YKK AP displayed its new iPad app and the systems that the
myThermalAssistant utility allows users to lookup.

only w ith a 1-pa rt seal ant. Meade explained that this w ill drastically reduce
lead times on getting the product out.
“We’re looking for the next-generation technology,” said Jennifer Kempf at
Dow Corning.
In addition, Meade said, the company
is able to offer improve efficiency of insulating glass units by providing two
suspended film s w ithin th e uni t—
avoiding extra weight from extra lites
of glass. Meade said that the audience
at Greenbuild quickly grasped the impact of that reduced weight as LEED
promotes the use of operable windows
for natural ventilation.
In some cases the solution for “doing
more” is an ac tive g lazing p roduct.
Alongside its detention glazing products, Dlubak displayed its Green Heat
product. Damon Dlubak said the heated
window is “really close” to commercial
deployment as the company finalizes its
testing through UL.
For ac tive s hading s trategies,
Pleotint showcased a sunlight responsive thermochromic technology, which automatically t ints as
the sun hits it and lightens when
direct sunlight is no longer present.
According to Fred Millett, the film
“basically absorbs light energy and
turns it into heat and the heat is
what causes the change from more

transmissive to less transmissive.”
Glass manufacturers can incorporate
the company’s film as a uni que shading
solution for bu ilding o wners. M illett
pointed out to attendees the green aspect
of the new product, which include “keeping the view; minimizing the energy for
not ha ving t o ha ve a rtificial lig hts o n
when you’ve got daylighting; and minimizing the direct solar heat gain, which
means you don’t have to have air-conditioning on, or as much air-conditioning
because you don’t have as much sun energy penetrating the building envelope.”
Sage Electrochromics had its dynamic
glazing product on display as well. Lou
Podbelski, who educated attendees about
how the active glazing product works and
its green benefits, pointed out that sharing th e g reen m essage a t this s how is
drastically different from other industry
shows, making it valuable for product
suppliers focusing on the green message.
“They’re already predisposed to the message,” he said of the attendees. ■
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