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Introducing SunGuard SNX 62/27.
The next generation of high-performance glass.
For the next generation of buildings.
The newest entry in Guardian’s SuperNeutral Series has
our highest light-to-solar-gain ratio (LSG) ever. SNX 62/27
1 2

delivers 62% visible light transmission

3 4

Interior

Exterior

and a low 0.27 solar heat gain coefficient,

SNX 62/27
on #2 surface

for an impressive LSG ratio of 2.30. This
performance means SNX 62/27 lets in
lots of natural light but still blocks solar
heat, saving on energy costs and helping

projects qualify for LEED credits. SNX 62/27 is available
on five float-glass substrates (Clear, UltraWhite low-iron,
CrystalGray, Green and TwilightGreen). To order a sample,
call 866-GuardSG (482-7374). To compare energy costs
across multiple glazing configurations, use our new
Building Energy Calculator at SunGuardGlass.com.
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Products: Pilkington Pyrostop ® fire-rated glass and Fireframes® Heat Barrier Series frames
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© Pilkington

For protection against flames, smoke and heat transfer choose Pilkington Pyrostop ®
fire-rated and impact safety-rated glazing material. With a fire rating of up to 2 hours,
it’s the clear alternative to solid walls. After all, who knows more about protecting
people and valuables?

fireglass.com | 80 0.426.0279
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www.bohle-america.com

Experience the difference
Your full-range supplier to the glass & glazing industry
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President,
Galaxy Glass & Stone®
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Visit our online discussion boards at
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What’s your level of protection?
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RESISTOR PROTECTION SERIES systems meet
today’s increased threat levels. Arch systems are fully tested using
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highly engineered providing the highest performance and quality.
Threat level solutions today for your projects tomorrow.
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Publisher
Editor

The Enemy: Still Us

Debra A. Levy

Extension 111 • deb@glass.com

Megan Headley

Extension 114 • mheadley@glass.com

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

Charles Cumpston

Extension 0 • ccumpston@glass.com

Ellen Rogers

Extension 118 • erogers@glass.com

Penny Stacey
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Director Extension 123 • hbiller@glass.com
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Y

ou’ve probably heard it said before, but no one has ever shown it more graphically than Serge Martin of AGC did during his presentation at the Building
Envelope Contractors (BEC) Conference in late March in Las Vegas.
There before us was an updated and horrifying look at what everyone says anecdotally, that is, that glass has shown no real increase in price in nearly the past 20
years. Using the producer price index for a number of construction materials, including brick, asphalt, wood and cement, Martin showed that our industry is the
only one pricing itself lower as time goes on. Take a look below.
Now maybe if there were some great new and wildly more efficient process to
make glass, then perhaps such a curve would make sense. But flat glass is still made
by the float process, which, last time I checked, hasn’t changed all that much since
its creation. In fact, every single hypothesis I could come up for why such trending
exists proves false except for one: our own stupidity. What do you think? Why is the
glass industry unable to propel itself upward as an industry as almost every other
building product sector has? Or are we still just our own worst enemy? ■
—Deb

Customer Janeen Mulligan
Relations Mgr. Extension 112 • jmulligan@glass.com
Administrative Erin Harris
Assistant Extension 0 • eharris@glass.com
Web Bryan Hovey
Developer Extension 125 • bhovey@glass.com
Video Marshall Stephens
Producer Extension 121 • mstephens@glass.com
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Key Communications Inc.
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Garrisonville, VA 22463 USA
540/720-5584; fax 540/720-5687
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Advertising Offices:
Lisa Naugle

Associate Publisher
lnaugle@glass.com
Phone 312/850-0899 Fax 312/277-2912
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Eastern Canada dlevy@glass.com
Phone 540/720-5584 x111 Fax 540/720-5687
Southeast Scott Rickles
srickles@glass.com
Phone 770/664-4567 Fax 770/740-1399
West Coast & Ed Mitchell
Western Canada emitchell@glass.com
Phone 805/262-2932 Fax 805/262-2933
Europe Patrick Connolly
patco@glass.com
99 Kings Road, Westcliff on Sea
Essex SS0 8PH ENGLAND
Phone (44) 1-702-477341 Fax (44) 1-702-477559
China & Asia Sean Xiao
sxiao@glass.com
Rm.403, Block 17, Wuyimingzhu
No.6 Jinshan Road,
Fuzhou, Fujian, 350001, China.
Phone (86) 591 83863000
All Others Contact Publisher Directly
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Source: Bureau of Labor Statistics
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The next generation of fire-rated glass is clearly beautiful.
Fingerprints not included.
PYRAN® Platinum fire-rated glass-ceramic has pushed beyond fire and
safety requirements for a truly beautiful look and feel.
It’s in a class by itself. PYRAN® Platinum glass-ceramic is the only fire-rated
glass that’s as clear, as colorless and as smooth as window glass. It’s also the
only fire-rated glass-ceramic to be Cradle-to-Cradle® silver certified by MBDC.
PYRAN® Platinum meets UL requirements and is fire-rated for 90 minutes in
windows and 180 minutes in doors. PYRAN® Platinum is easy to get your
hands on through our distributors and local fabricators. To learn more about
PYRAN® Platinum fire-rated glass-ceramic, call us at 502-657-4417 or visit us
at www.us.schott.com/pyran.

SCHOTT North America, Inc.
Phone: 502-657-4417
pyran@us.schott.com
www.us.schott.com/pyran
©2011 SCHOTT North America, Inc.
® PYRAN Platinum is a registered trademark
of SCHOTT AG, Mainz, Germany
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GuestBook

Putting the “I” in BIM
And How to Make that “I” Mean “We”
by Stan Gibbons

H

ow many among us know the
true meaning of building information modeling (BIM)? Sure,
it’s popular to sling around these initials.
But, without the missing ingredient, this
tool cannot live up to its potential. And
that ingredient is interoperability.
BIM covers geometry, spatial relationships, light analysis, geographic information, quantities and properties of
building components (for example,
manufacturers’ details). BIM can be used
to demonstrate the entire building life
cycle, including the processes of construction and facility operation. Quantities and shared properties of materials
can be extracted easily. Scopes of work
can be isolated and defined. Systems, assemblies and sequences can be shown in
a relative scale with the entire facility.
The advent of BIM, dating back to the
1970s, was to change forever the way of

construction as we know it. For the advantages to be realized, the concepts underlying this approach must be
understood—and embraced—by all involved. If anyone in the loop is left out, for
lack of access to the tools or an inability to
perceive the benefits, BIM comes up short.

WE ALL HAVE TO PLAY NICE

The “I” in BIM is the fulcrum. To
properly leverage the information in the
model it must be useful for all trades.
From the craftsman on the floor cutting
a piece of material to the person installing that piece, the model must
show the way. But is it possible to
achieve this usability across trades?
Architects and general contractors in
many cases are specifying that all subtrades use Autodesk’s Revit design software to drive and facilitate the BIM
process. But does the electrical contracTo read an expanded tor rely on the same equipment as a
version of this article, glazing contractor? Of course not. Then

visit the only online
section of
www.usglassmag.com

why should the construction industry
assume—or expect—that all trades
will work with identical software?
This lack of interoperability is the primary breakdown in this process—the
missing ingredient. Not allowing the subcontractors to contribute using the software preferred within their professions
reduces efficiencies and adds an additional layer of cost to the project—with
little return on investment. A major
premise of the BIM concept is to reduce
cost overruns in the field, RFIs, change
orders and other problems. This is tough
to achieve when manufacturers and glazing contractors are not able to work with
their own software.

THE MISSING INGREDIENT
The answer lies in “open standards”
for file formats. How can we achieve
open standards across such a disparate
collection of trades and professions? By
using management software such as Autodesk’s NavisWorks.
This software suite allows many different
types of 3D modeling
formats to collaborate

The 4D intelligence in these models, such as
BIM-ready fabrication data and a comprehensive
bill of materials, guides clients in the
manufacturing process. This can reduce data
entry labor and errors.
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With over 30,000 man hours
on one job alone… our

scratch removal systems
are proven to solve your toughest
glass damage issues.

and includes tools for collision detection.
Subcontractors in their respective fields
can view the overall model, discuss the
issues and create solutions in minutes.
Allowing trades to use their own software for modeling will go a long way to
promote and accelerate the incorporation of BIM in the construction industry.
All sides can collaborate and share in a
successful outcome for the project—
owners, architects, general contractors
and subcontractors. Two years ago I sat
in on a BIM presentation in which the
entire audience was architects. At the
conclusion I mingled a bit and when I
mentioned that our company produces
drawings for the glazing industry, no one
expressed interest. None seemed curious
about how the new collaboration process
works at the sub-trade levels. Fast forward to today and the mindset is changing. Subcontractor and manufacturer
adoption of modeling software is essential to success of a BIM project.
In my opinion, all sectors desperately
now want to participate and grasp that
BIM is inevitable. With today’s tight
budgets and the uncertainty of requirements on BIM specifications for projects, it is easy to see why the hesitation
to commit—and invest—is so strong.
Think VHS vs. Betamax or DVD vs. Bluray. Still, open standards will accelerate
acceptance and begin the swing to virtual design construction (VDC).
As an end-user of digital prototyping,
I personally experienced the shift in
thinking. The much higher levels of assured accuracy over what was on paper
became a powerful motivator. I believe
the advances realized by moving from
pencil and paper on a drafting board to
2D CAD will be dwarfed by dramatic advances in efficiency open standards will
www.usglassmag.com

:: 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

achieve. Bill of materials, FEA stress and our industry.” I know it works because I’m
thermal analysis, integration with 3D using it. BIM is prime for a domestic fucam software for CNC machines—just to ture, so don’t give up and allow this
name a few of the benefits—will all be process to leave our shores. ■
available from a single source model.
Has my journey been expensive?
Yes. Has it been worth it? Yes. Digital
S t a n G i b b o n s is the
prototyping can be integrated into an
president of Entelechy Corp.,
existing organization with relative
a full-service consulting,
ease. Getting the software is the easy
modeling and drafting firm
serving the glazing industry.
part. Managing the software is where
Mr. Gibbons’ opinions are
most give up the fight and shelve it. I
solely his own and not necessarily those
hear people say, “There’s no support”
of this magazine.
and “The software doesn’t work for
May 2011 | USGlass, Metal & Glazing
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GANAPerspectives

Come See GANA Out and About
Events Provide an Opportunity to Learn More
By Brian K. Pitman

T

he Glass Association of North
America (GANA) will be actively
involved in several events in the
next few months, and we really want to
see you there! Whether it be to discuss
the many technical projects currently
underway in GANA’s vast array of committees and task groups, to share information on the amazing new
products and technologies in decorative and traditional glazing, or to find
new ways to address your company’s
needs from the industry, you will have
plenty of opportunities to share ideas
and knowledge with one of our staff
members on the road.

members and interior designers, as well
as membership opportunities in the organization for other fabrication companies. Furthermore, GANA will be
offering its AIA-accredited presentation
on decorative glazing for attendees with
the deft presentational skills of Steve
O’Hollaren of ICD High Performance
Coatings. Email Charest (ashley@glasswebsite.com) or me (brian@glasswebsite.com) if you are interested in
discussing your product line or attending the presentation by O’Hollaren.

GLASS PERFORMANCE DAYS

Urmilla Sowell, GANA technical director, and I also
will be in attendance at Glass
Pe r f o r m a n c e
Days (GPD) in
Tampere, Finland, in June.
Sowell will be
giving a presentation on the numerous helpful
resources (technical and otherwise) available to
companies
in the
Industry events, such as GPD, provide the perfect forum for
glass
and
glazing
moving from spectator to active industry participant.
industry. She is
also
interested
in
learning
about new
NEOCON
technologies
in
commercial
glazing,
GANA is once again a supporting association of NeoCon, the large Chicago- manufacturing and fabrication, as
based expo showcasing unique interior well as to discuss opportunities
and exterior design products. Several to make connections with archiGANA members of the Decorative Di- tectural firms, architects and
vision attend the show and unveil new specifiers. I will be there to disproducts in decorative glazing. GANA cuss membership opportunities
account executive Ashley Charest and I in GANA and to manage the
will be walking the show, discussing filming and possible live streamnew products and trends with GANA ing of several presentations for
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future release by GPD as an exciting
new technical resource for the industry. We are both interested in discussing technical advances in the
industry and GANA’s role in that
evolution with you. E-mail us
(brian@glasswebsite.com or usowell@glass.com) if you are interested in
meeting in Finland to discuss future
opportunities in the industry.

ASTM SOLAR WORKSHOP
Finally, Sowell will be hosting a day
of solar glazing presentations in conjunction with ASTM International’s
Committee E44 on Solar, Geothermal,
and Other Alternative Energy Sources
meeting in Baltimore in late June. The
workshop will cover all aspects of glass
and glazing’s expanding role in the
solar energy industry. Sowell will be attending the committee meeting that
week as well, and looks forward to discussing solar glazing and how your
company can increase its opportunities
in that industry. E-mail her if you are
interested in attending and becoming
more involved.
As we move through the summer
months, several more opportunities
will arise to interface directly with
GANA staff, but take advantage of the
opportunities above. It could make a
tremendous difference to you and your
company. ■

B r i a n K . P i t m a n is
GANA’s director of marketing
and communications. Mr.
Pitman’s opinions are solely
his own and not necessarily
those of this magazine.
www.usglassmag.com
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XL Edge® > Loå3-366® > Loå-i81TM > Neat®> Preserve®
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You can get outstanding solar control without sacrificing clarity. Loå3-366® glass delivers a SHGC of
0.27 with a visible light transmittance of 66% and no annoying color to diminish the view. What’s more,
with a U-factor of just 0.24 (double-pane unit with argon fill), it’s ENERGY STAR compliant everywhere
in the country. So you don’t have to make one window for the south, another for the north. Loå3-366,
clearly the best choice. For more information, visit cardinalcorp.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™

<

>

>I

Subscribe

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

CompanyNews
United Glass Corp. Sold to Sun Capital

L

ouisville, Ky.-based United Glass
Corp. (UGC), which began in
1999 as a consolidation of ten
companies, has been sold to private investment firm Sun Capital Partners Inc.
A representative at UGC Pittsburgh said
at this time it’s “business as usual” and
orders are not affected. According to industry sources, there were few options
other than a sale or bankruptcy.
“We look forward to working with
Sun Capital to strengthen our operations, which will benefit our valued
customers and suppliers,” said
Lawrence O’Connell, UGC chair and
chief executive officer, in a statement issued by Sun Capital. According to the
statement, O’Connell will continue to
work with UGC in an advisory role.
Forming UGC was considered by some
to be a significant move at a time when
consolidation “roll-ups” were in vogue.
Managed by Sterling City Capital in Houston, the consolidation rolled ten compa-

nies under one umbrella. The initial companies were: the Glasswerks Group in Los
Angeles, Perilstein Distributing Corp. of
Pittsburgh, PDC Glass of Detroit, Hartung
Glass Industries and Lami Glass Products
of Seattle, Thad Ziegler Glass Inc. of San
Antonio, TFC Inc. of Louisville, Ky., Tempered Glass Inc. of Atlanta, Louisville Plate
Glass of Louisville, and Mid Ohio Tempering of Columbus, Ohio.
Industry sources tell USGlass that in
forming UGC the goal was to eventually
go public and become part of an organization that would offer every trade service to the construction industry. However,
it was not long after its formation that
UGC began to crumble. It began in 2000
when the Thad Ziegler Co. bought itself
back and exited the roll-up. Randy Steinberg, president of Glasswerks, followed
suit in 2002, buying back the Los Angeles,
San Diego and Phoenix operations. The
Northern California Glasswerks locations
continued under the Hartung name until

Arch No Longer Manufacturing
Mirror; Will Continue to Fabricate
rch Aluminum & Glass Co. in Tamarac, Fla., will no longer manufacture
mirror, having ceased production of its Fort Pierce, Fla., mirror line at the
end of March. The company had stopped producing mirror at its Bettendorf, Iowa, plant last November.
Ben Thomas, director of strategic marketing for Arch, told USGlass that while
the company may no longer be manufacturing mirror, it will continue in the
mirror market.
“Arch will very much be staying in the mirror business,” Thomas says. “Arch
is one of the largest suppliers of fabricated mirror in the country and we continue to see this as an opportunity to be able to provide a complete package
to our growing fabricator base. We will be buying our mirror from fully integrated suppliers and doing any fabrication required.”
❙❙➤ www.archaluminum.net

A
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2004 when Nick Sciola, president of Hartung Glass Industries Inc., bought back
those operations. In 2009 Bill Stone, president of Louisville Plate Glass, bought
back his company as well.
Most recently, UGC closed Mid Ohio
Tempering (see November 2010
USGlass, page 12). At the time O’Connell commented that the decision was
made to improve the operating efficiencies of all UGC branches.
Some of those who were part of the
original UGC are hopeful for the organization’s future.
“We built a great organization at
UGC,” Stone says. “Hopefully the new
owners will carry on our strategy in the
best interests of all concerned.”
“The UGC group is another example
of a solid management team caught up
in a construction industry depression,”
Sciola adds. “Larry O’Connell is a firstclass businessman with extremely high
integrity, but just needed some more
time for the industry to participate in
the long overdue recovery. This acquisition will not change the industry and
Sun will benefit in the long run.”

❙❙➤ www.ugcglass.com

Guardian to Expand
Float Plant in S.C.
Guardian Industries Corp. will expand its current operations in Chester
County, S.C. The $45 million investment
in its float glass plant in Richburg, S.C.,
is expected to generate 50 new jobs.
The plant will install an advanced
technology coating machine that the
company says will enable the facility to
produce highly energy-efficient glass for
commercial and residential buildings.
“This new investment at Guardian’s
continued on page 18
www.usglassmag.com
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A NEW ERA
IN WINDOWS
IS DAWNING.
THE FUTURE JUST
GOT BRIGHTER.

© Traco 2010
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CompanyNews
continued

glass plant in Richburg will create new
manufacturing jobs in our state,” says
U.S. Sen. Lindsey Graham (R-SC). “It’s
also the type of investment that helps
make the U.S. less dependent on foreign
energy sources, while saving consumers money on their energy bills,
and promoting a cleaner environment.”

briefly ...

❙❙➤ www.guardian.com

CRL Opens New
Branch in San Diego

CRL’s new San Diego branch will
display and stock all of its
architectural products.

C.R. Laurence has opened a new
branch in San Diego. The new facility
features a 30,000-square-foot stocking
warehouse and a large display room,
bringing inventories and service closer
to customers in San Diego, Imperial
and Riverside Counties, Calif.
According to the announcement, the
product display area features many of
the company’s architectural products,

including all-glass entrance door hardware, shower hardware, railing systems,
display hardware and more.
The branch is managed by Doug
Monroe, Ruben Gonzalez and Nelly
Medina, all experienced CRL personnel.
The staff also can accommodate the
need of Spanish speaking customers.

18
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❙❙➤ www.crlaurence.com

Quanex Building Products Corp.
completed its previously announced
acquisition of Edgetech I.G. on April 1
(see
January/February
2011
USGlass, page 6). David Petratis, chief
executive officer of Quanex, commented, “Integration is on-track and
progressing well, which will ensure a
seamless experience for our combined customer base” … Binswanger
Glass has launched a Spanish version
of its mainline website, www.binswangerglass.com. The new website is
the first part of a three-part revamping
of its online efforts … Technoform
Glass Insulation and Technoform
Bautec announced that their respective quality management systems, inclusive of design, have been certified
to ISO 9001:2008 standards. ■

www.usglassmag.com
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No one makes it easier
to upgrade your building.
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WHERE WINDOWS ARE JUST THE BEGINNING.
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Legislation Legal
Four Primary Manufacturers Named in
Price-Fixing Suit Filed by Jeld-Wen

F

our primary glass manufacturers—AGC Flat Glass North
America, Guardian Industries,
Pilkington North America and PPG Industries—have been named in a pricefixing complaint filed March 28, 2011, by
Jeld-Wen Inc. The complaint alleges that
defendants “contracted, conspired or
combined to fix, raise, maintain or stabilize prices of, and allocate business for,
flat glass they sold in the United States
during the claim period,” January 1,
2002, through at least December 31,
2006. In its complaint, Jeld-Wen claims
the defendants imposed identical surcharges, such as energy surcharges,

“when in fact defendants’ energy costs
were not uniform and these ‘surcharges’
were a ruse to allow them to raise prices.”
Jeld-Wen goes on to claim that “there
is a history of collusion in the flat glass
industry involving the defendants
and/or their predecessors.” The complaint references court cases in which
the defendants have been involved, including a November 2008 European
Commission case of the “highest cartel
fines the Commission ever imposed for
an individual company and for a price
fixing cartel as a whole …”(see December 2007 USGlass, page 36).
The complaint alleges that “in a notice

Bayou City Glass Files Suit
Against Haley-Greer
ayou City Glass (BCG) in Webster, Texas, filed suit April 5 in Harris County
District Court against Dallas-based Haley-Greer Inc. (HGI) and Suretec Insurance Co. in Houston, alleging HGI materially breached its contract with
BCG. BCG is seeking damages of $367,484.73 and court costs.
The dispute concerns the Phoenix Tower project in Houston, for which HGI
had been hired to replace the spandrel glass. The suit alleges that HGI and
BCG entered into a verbal agreement, with BCG agreeing to provide all labor
necessary to replace a portion of the spandrel glass. All of the materials necessary to replace the spandrel glass were provided by HGI.
Court documents allege that BCG completed its work on the project in February 2009, and its work was inspected and approved by the owner’s agent,
Curtainwall Design Consultants, as it was being done. However, “despite the
fact that BCG completed replacing all of the spandrel glass provided by HGI
and that HGI requested that BCG replace, HGI has refused and continues to refuse to pay BCG the total sum of $367,484.73.” In April 2009, BCG recorded
an Affidavit for Statutory Mechanic’s and Material Man’s Lien against the project in the amount of $367,484.73, which includes a claim for $190,899.64 in
retainage. Court records note similar ensuing notices were sent out, the latest
deadline having been April 8, 2011.
At press time neither Bayou City Glass nor Haley-Greer representatives had
responded to USGlass’ request for comment.

B
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of class action settlement dated February 16, 2011, Jeld-Wen was notified of
proposed settlements by the class action
plaintiffs with the defendants.” As a
member of the proposed settlement
classes, Jeld-Wen chose to opt out of the
proposed settlement and pursue its own
claims against the defendants.
At press time Guardian, Pilkington
and PPG had not responded to
USGlass’ request for comment. AGC declined to comment.

Glasslam Files Complaint
Against Edgetech in
Federal Florida Court
Glasslam USA has filed a suit against
Edgetech I.G. alleging that the company
has engaged in defamation, deceptive
and unfair trade practices, and breach
of contract, among other allegations.
The complaint was filed March 24 in
the U.S. District Court for the Southern
District of Florida.
The case relates to Glasslam’s entry
into the warm-edge foam spacer market in 2007. Glasslam catalogs several
claims, including allegations that Edgetech pressured suppliers that manufacture raw materials used in foam
spacers not to sell to Glasslam, with the
threat of litigation, and conspiring with
trade associations and certification
councils to keep Glasslam’s warm-edge
foam spacer from market.
Glasslam charges Edgetech with violation of the Sherman Act and Florida
statutes, a count of defamation, a count
of violation of Florida’s deceptive and
unfair trade practices, and breach of
contract. Glasslam is seeking a judgment for damages, along with attorneys’
fees and court costs.
Edgetech officials declined to comment on the case. ■
www.usglassmag.com
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Pilkington Optiwhite™ low-iron glass

Pilkington OptiView™ anti-reflective glass

With Pilkington Optiwhite™
and Pilkington OptiView™, the possibilities are endless.
No matter how ambitious your latest projects may be, whatever you have in mind
you should have Pilkington Special Applications Glass in mind too. Pilkington Optiwhite™ is so
versatile it can be specified for a surprisingly wide range of applications. Our extra-clear,
low-iron float glass is virtually colorless and has excellent light transmission, making it the
ideal choice for applications where glass edges are visible or where transparency and purity of
color are desired. Pilkington OptiView™ has anti-reflective and UV blocking properties which
make it perfect for any display, showroom or storefront applications. Pilkington OptiView™
blocks more than 99 percent of transmitted UV to protect interiors and content. It also
minimizes visible light reflectance to less than 2 percent compared to clear glass.
www.pilkington.com/na ● email BuildingProducts.PNA@nsg.com ● Call 800.221.0444
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Codes Regulations
ICC Appeals Board Disapproves
Industry Appeal of 2010 IECC

A

n International Code Council
(ICC) Appeals Board at a public hearing unanimously disapproved three appeals (see April 2011
USGlass, page 20) related to the 2010
International Energy Conservation
Code (IECC) Final Action Hearings held
October 28-30, 2010, in Charlotte, N.C.
The appeals, brought forth by Pilkington North America, AGC Flat Glass
North America, the Building Owners
and Managers Association, the National
Multi Housing Council/National Apartment Association, the Aluminum Extruders Council (AEC) and the

International Window Film Association, alleged irregularities at the hearings unfairly influenced code changes
to the IECC. The Appeals Board’s decision will go to the ICC board of directors for a final decision.
After hearing information from the
appellants, testimony was presented
to the Appeals Board by the ICC and
several individuals representing ICC
Chapters, energy groups, manufacturers and associations. According to an
ICC announcement, Appeals Board
members said they found no substantive evidence of fundraising irregu-

larities or that any council policies
were violated and that ICC’s commitment to providing a fair and open
code development process was
demonstrated. The committee said
that policies and procedures put into
effect after the 2008 Final Action
Hearings did what they were intended
to do. The committee also said that
participation by the federal government, which has the authority to preempt anything ICC does, is a
significant validation of the ICC code
development process.
❙❙➤ www.iccsafe.org ■

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

Bullet Blast Forced Entry/Detention Glass
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You got it.
We help you
flaunt it.

With a heightened awareness of the human effect on the environment, homeowners are
becoming more conscious about the choices they make in their lives and in their homes.
It’s making changes in even the smallest of ways, including choosing Super Spacer®
SustainaView® window systems, which are proven to:
t Last longer without needing to be replaced, keeping windows in your home longer
and out of landfills
t Promote energy efficiency so that less energy is needed to heat or cool your home

Super Spacer from Edgetech,
®

virtually eliminates condensation with TrueWARM® edge technology.

Full-metal Spacer

Less-metal Spacer

With conventional metal spacers,
condensation is a fact of life.

Mid-performance spacer systems that still contain
metal improve condensation resistance.

*All photos were taken during the same
condensation test under identical conditions.
Super Spacer® is a registered trademark of Edgetech I.G. Inc. ©2008 Edgetech I.G. Inc.

Edgetech 360®: comprehensive
marketing support helps you seal the deal.

NO-Metal Super Spacer®
Structural foam design dramatically reduces
condensation - delivering the clearest picture in
warm edge technology.

We’re there for you at every turn!

®

1.800.233.4383 | 740.439.2338 | www.superspacer.com

What type of spacer
is in my windows?
Does it
really matter?

where we keep
our most precious
possessions.

Protect your family and
your home against window
condensation by choosing
!"#$%&'(")$&*+,-./01
made with '23!)&'3"4!)1
high performance glass.

You operate efficiently. Your products meet industry
standards. You offer superior customer service. You have
it all – isn’t it time you told the world? Edgetech can help.
Our marketing materials help you sell more windows
by promoting the many advantages of Super Spacer®.
Look to us for brochures, graphics, showroom signage,
multi-media tools, window labels, technical data – and so
much more!
Browse our online marketplace to download or order
from our comprehensive suite of award-winning
marketing materials at www.edgetech360.com/
marketing_tools. Looking for sales training or marketing
strategy planning? We can help with that, too. Call us at
800.233.4383 to learn more.

®

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.

Super Spacer

®

®

Does your spacer supplier offer you all of this?
Learn more at www.edgetech360.com.
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ContractGlazing
Glazing Industry Leaders Discuss
Changing Industry at BEC

A

s Henry Taylor of Kawneer,
chair of the Glass Association of
North America’s (GANA) Building Envelope Contractors (BEC) Division, welcomed glazing contractors to
GANA’s annual Las Vegas event on
March 28, he congratulated those contractors on exhibiting characteristics of
leaders. “Leaders are committed to a
lifetime of learning,” Taylor said. “They
have to be excited about new ideas.”
He added, “If the pace of change outside your company exceeds the pace of
change in your company, you’re history.”
Event organizers made sure that the
presentations they had lined up would
help attendees gauge many of the
changes taking place in the industry.

State of the Industries
According to Diana Perreiah, general
manager of Kawneer, three dramatic
changes are driving change in architecture and, consequently, the glass industry: population growth, urbanization
and climate change. Among other effects, the growing number of people
living in urban areas is leading to infrastructure challenges and security

We can’t allow architects to
use whatever they want
without understanding the
consequences.
–Don McCann, Viracon

concerns. Each of these trends is leading to opportunities for growth in glass
and aluminum use, she explained in
her presentation on the “State of the
Aluminum Industry.”
And, despite challenges, such as rapidly evolving codes and materials that
compete with glass, Perreiah pointed to
cause for optimism.
“The market conditions over the last
two years have forced us to look inward,” she said.“Conditions have forced
us all to become much better at running our businesses, delivering our
products and serving our customers.”
Perreiah noted that the key in moving forward is changing challenges into
opportunities, and channeling experience gained into a focus on a greater

To see one-on-one interviews with speakers from the Building Envelope Contractors Conference—and a tour of the first-ever BEC Trade Show—visit the Studio on www.usglassmag.com or scan the tags here. Get the mobile tag reader
at http://gettag.mobi.

Click on the image
above to view Serge
Martin on the Glass
Industry.
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Click on the image
above to view Diana
Perreiah’s talk on the
Aluminum Industry.
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Click on the image
above to view the
BEC “Trade Show
in a Minute.”

scale and high-growth areas.
Serge Martin, vice president of marketing for AGC, opened his presentation
on the state of the North American glass
industry with the statement that “North
America is not a leader in glass technology.” To change this, he said, “quality
and performance expectations have to
increase and the industry needs to improve efforts to educate the end-user.”
He also asked his audience if what he
called the “unattractiveness” of the
North American industry could be
blamed in its entirety on the downturn.
He showed a chart comparing the producer price index over the last 20 years
for glass as well as other construction
materials, side by side with costs of natural gas.
“You can see other industries benefited or were at least able to carry over
the greater costs or inflation,” Martin
said. “I’m not here to blame or understand why, it’s just a fact and we need to
know,” he added.
According to Martin, this trend is
unique to North America as in Europe
within the last 15 years, five fabricators
have backwards integrated into manufacturing, compared to none in North
America. He added that the downstream
market is bigger in the U.S. market, with
a lot more smaller players in Europe.
Martin also noted that the industry
in years past has shifted from a distriwww.usglassmag.com
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bution model to a fabrication model.
He said that in addition to newer
technologies, there remains a great
deal of potential in existing technologies. Martin said there’s still a very
low share of low-E in overall commercial glass surface area. “In my
opinion this is a shame,” he said,
pointing out that low-E provides
“more value to the entire supply chain
and the end user and we’re still in this
ridiculous low level.”
Martin concluded, “We know the recovery is around the corner, we know
things are going to get better in a matter of weeks, months, years ... but what
are we going to do when the market
comes back?” Martin asked. “Build capacity and push product on the float
line and brace ourselves for the next
downturn—or focus on raising the expectations about glass?”

Growing the Use
of Glass, Carefully
Donn McCann of Viracon opened his
presentation by reminding his contract
glazier audience that the title “Glass: If
Some Is Good Is More Better?” should
not, for them, be a question but a statement. He emphasized that it’s a statement that they should be reiterating to
the architectural community and
tasked them with convincing the
naysayers that glass is an appropriate
material to use in buildings.
McCann provided an overview of
glass trends, noting the current trend
toward high light transmission.
“Someone made the decision ‘if some
is good more is better.’ So we put in
more low-E—and then started getting
complaints about glare,” McCann said.
With that experience, the “more is
better” has been questioned, and so
www.usglassmag.com

Contents

Zoom Fit
Search

McCann reminded the audience that
they all need to educate architects
about glass options. “We can’t allow architects to use whatever they want
without understanding the consequences,” he said.
The audience also heard about the
consequences of recent code changes.
Dr. Tom Culp, of BirchPoint Consulting
and GANA energy consultant, provided
an overview of future energy and green
codes. He began by explaining why
code changes are important for the contract glazier.
“Yes, it’s all about meeting the spec,
but knowledge of how the codes work
gives you power to help your customer ... you can also avoid or help fix
code problems before they happen,”
he said.
Culp then pointed to two trends: the
stringency of energy efficiency codes
will only increase, as will enforcement
of the codes. He explained that latter
point is a result of significant funds set
aside by the American Recovery and
Reinvestment Act for states that adopt
the most recent energy codes, and also
demonstrate 90 percent compliance.
Culp proceeded to provide his audience with an overview of recent
changes to the International Energy
Conservation Code, International Green
Construction Code and ASHRAE standards 90.1 and 189.9.
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Training Employees
(and Employers)
John Rovi of Curtain Wall Design and
Consulting (CDC) provided his audience with what he called “Spring Training,” pointing out that the best
investment you can make is in yourself,
with continual learning.
“Personal training is important because it’s the foundation by which we
live,” Rovi said. He added,“You don’t just
hire an installer or engineer or accountant ... you hire the whole person,
there’s never a person that is just an installer.” A good employer will provide
not only training but help those employees strike needed balance.
He suggested that employers look at a
hierarchy of needs, providing benefits
that go beyond training and meet needs
that are physiological (traditionally
considered shelter, but in this case a
suitable work space), safety, social
(after all, these employees will spend
long hours working together), ego (he
pointed out this can be self-respecting
or self-producing depending on
whether or not the other needs are met)
and self-actualization (helping employees to do what they’re born to do).
Rovi also noted it’s important to provide continuous training because, no
matter what, people are always learncontinued on page 26

If the pace of change outside
your company exceeds the
pace of change in your
company, you’re history.
–Henry Taylor, Kawneer,
BEC Division Chair
May 2011 | USGlass, Metal & Glazing
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ContractGlazing
continued

Conditions have forced us all to
become much better at
running our businesses,
delivering our products and
serving our customers.
–Diana Perreiah, Kawneer

It’s the little things you do in
the field that get customers
to call you back.
–Courtney Little, Ace Glass

ing. “Who’s training your people if
you’re not training them ... is it your
client?” he asked.
In addition to helping develop employee talent, Rovi told his contract
glazier audience they should be continually working to develop their company
and its mission.
“Do you meet once a year to figure
out how to make your company obsolete?” Rovi asked his audience. “Do you
meet once a year to figure out how to
put your company out of business?”
Looking at potential market changers
and adopting early will help companies
survive. “If you’re not asking these
questions of yourself you can bet your
competition is,” he said.
The audience also received tips from
Ace Glass’ Courtney Little in his presentation on good business practices. He
opened by saying he thinks of glazing
contractors as the industry’s “last line of
defense” and they need to know the right
questions to ask and how best to work
with their customers and suppliers.
Little stressed throughout his presentation the importance of knowing
your costs. According to Little, knowing
your costs “affects your relationship
with suppliers,” and can help create a
trust relationship. Tracking costs can
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also give contractors access to better
pricing, and being more profitable will
open access to cheaper loans.
“Better suppliers, better owners, better contractors want to deal with professionals who are doing this,” Little said.
One way in which Little suggested
improving cost calculations is to really
take the time to break down a project,
product or service before pricing it. Little said he frequently sees contractors
going with a simple square foot estimate only to realize later they forgot a
sunshade or some such detail and pay
for it in the end.
Little added that continually looking
for ways to improve costs and efficiencies can become a cycle, and the more it
is addressed in a business, the more
employees will look for ways to do the
same. Often, he said, “It’s the little
things you do in the field that get customers to call you back.”
He also suggested comparing costs to
budgets and estimates, as well as historical costs. Finally, Little reminded the
room’s contract glaziers to use resources such as GANA to follow legislation nationally and locally to consider
the impact it will have on their businesses. In fact, he noted that BEC has
become a rich resource for his business

in that it allows him to meet with a peer
group with whom he doesn’t compete
to discuss tips and techniques for continually improving business.

A New Point-Supported
Glass Technology
“We saved the best for last,” teased
Charles D. Clift of CDC, as he opened
the final presentation of the BEC Conference. “This is absolutely something
you will be glad you’ve seen,” he said
mysteriously.
Clift was talking about a new type of
point-supported glazing using transparent silicone sealant adhesive (TSSA).
“It’s basically a new design with buttons on the back side of the glass that
are affixed to the glass with clear silicone sealant adhesive,” he explained.“It
allows you to size the glass for wind
load, which is a huge advancement.”
Clift showed the results of extensive
testing of the new technology in the
United Kingdom. The tests showed the
strain levels and in-plane shear strength
of the systems as well as long-term shear
capacities. “They also did full-scale
models in the real world, testing different numbers of buttons and different
distances between them. Future applications include canopies, glass fins, curtainwalls, railings, entrances, skylights
and interior panels and partitions.
“The technology has lots of advantages,” said Clift. “Material strengths
and stiffness are much higher as compared to traditional structural silicone
glazing. It requires no drilling and you
can use thinner lites and a closer distance. It offers better thermal and
acoustical performance too, as well as a
smooth surface.
Clift said there are some disadvantages, most notably the need to put the
glass in a special kiln, among others.

BEC in 2012

The next Building Envelope Contractors Conference is scheduled for
March 18-20, 2012, at the Paris in
Las Vegas. ■
www.usglassmag.com
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Erdman® Commercial Glass Lines provide safe and easy handling and precise manufacturing.
We can help you achieve increased production and a higher level of consistent quality
product. Product rejection is significantly reduced. Contact us today for an Erdman®
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of Lists

The Biggest Suppliers of 2010

T

he 7th Annual Big Book of Lists returns to rank the top industry suppliers in a
variety of categories. The ranking on the following pages are based on ranges
of sales revenue for the 2010 fiscal year, as provided by the companies listed
and/or collected by independent third parties. In some cases estimates have been
used. While every effort has been made to rank these suppliers, order is not an
exact reflection of sales performance. The following lists are provided to offer an
overview of the top players in a variety of categories.
To ensure your inclusion on next year’s lists, e-mail mheadley@glass.com.
Note: Listings are based on 2010 revenues and data. The significant changes
that have taken place in 2011 will be reflected in future lists.

Top 10

Glazing Contractors

Harmon Inc. (owned by
2.
Apogee Enterprises),
Bloomington, Minn.
2010 Annual Sales: $150 million
President/CEO: Brad Austin
Number of Locations: 11
www.harmoninc.com
Backlog Change: -10%

Enclos Corp.,
3.Eagan,
Minn.

4.

Walters & Wolf,
Fremont, Calif.

2010 Annual Sales: $127 million
President/CEO: Randy Wolf
Number of Locations: 5
www.waltersandwolf.com
Backlog Change: +7.2%

2010 Annual Sales: $148 million
President/CEO: Gregg Sage
Number of Locations: 12
www.enclos.com
Backlog Change: N/A

Click on the image at
left to view the March
2011 USGlass, page 30.
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Top Curtainwall and
Storefront/ Entrance Providers

Top Insulating
Glass Providers

Top Laminated
Glass Providers

Alcoa Inc., Pittsburgh
(parent company of Kawneer Co.
and Traco)

Cardinal Glass Industries,
Eden Prairie, Minn.
Guardian Glass Group,
Auburn Hills, Mich.
Oldcastle BuildingEnvelope™,
Santa Monica, Calif.
Apogee Enterprises, Minneapolis
(parent company of Viracon)

Guardian Glass Group,
Auburn Hills, Mich.
Cardinal Glass Industries,
Eden Prairie, Minn.
Oldcastle BuildingEnvelope™,
Santa Monica, Calif.
Apogee Enterprises, Minneapolis
(parent company of Viracon)

Vitro America, Memphis, Tenn.

Vitro America, Memphis, Tenn.

Arch Aluminum & Glass LLC,
Tamarac, Fla.

Arch Aluminum & Glass LLC,
Tamarac, Fla.

Northwestern Industries, Seattle

Dlubak Corp., Blairsville, Pa.

J.E. Berkowitz, Pedricktown, N.J.

J.E. Berkowitz, Pedricktown, N.J.

Glasswerks L.A., South Gate, Calif

Northwestern Industries, Seattle

Arch Aluminum & Glass LLC,
Tamarac, Fla.

Custom Glass Products,
Salisbury, N.C.

Glasswerks L.A., South Gate, Calif.

1.

10.

Massey’s Plate Glass &
7.
Aluminum Inc.,
Branford, Conn.

2010 Annual Sales: $173 million
President/CEO: Robert Trainor
(CEO), Thomas Trainor (president)
Number of Locations: 23
www.trainorglass.com
Backlog Change: 0%

2010 Annual Sales: $33 million
President/CEO: Paul F. Hogan Jr.
(CEO), Gilbert A. DiMaio (president)
Number of Locations: 3
www.cboglass.com
Backlog Change: +5%

Apogee Enterprises, Minneapolis
(parent company of Wausau Window & Wall Systems, Viracon and
Tubelite)
Oldcastle BuildingEnvelope™,
Santa Monica, Calif.
Vitro America, Memphis, Tenn.
EFCO Corp. (A Pella Co.), Monett, Mo.
YKK AP America, Austell, Ga.

Trainor Glass Co.
in Alsip, Ill.

CBO Glass,
Alden, N.Y.

ASI Limited,
6.Whitestown,
Ind.
2010 Annual Sales: $65 million
President/CEO: Ken W. Smith
Number of Locations: 1
www.asilimited.com

www.usglassmag.com

2010 Annual Sales: $49 million
President/CEO: Laura J. Massey
(president); Robert J. Massey Jr.
(CEO)
Number of Locations: 3
www.masseysglass.com
Backlog Change: -20%

W&W Glass LLC,
5.Nanuet,
N.Y.
2010 Annual Sales: $105 million
President/CEO: Michael, Jeffrey,
Howard and Scott Haber (co-managing members)
Number of Locations: 1
www.wwglass.com
Backlog Change: -5%

SPS Corp.,
9.Apex,
N.C.

TSI Exterior Wall Systems
8.Inc.,
Landover, Md.

2010 Annual Sales: $38 million
CEO/President: Michael J. Russo
Number of locations: 3
www.spscorporation.com
Backlog Change: +39%

2010 Annual Sales: $45 million
President/CEO: Victor Cornellier
Number of Locations: 1
www.tsiwalls.com
Backlog Change: -25%

continued on page 30
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Top Fire-Rated
Glass Producers
Pilkington North America Inc.,
Toledo, Ohio

Top Truck Body Suppliers

SAFTI FIRST Fire-Rated Glazing,
San Francisco

F. Barkow, Milwaukee

Vetrotech Saint-Gobain,
Auburn, Wash.

MyGlassTruck.com, Glassboro, N.J.

Schott Corp., Elmsford, N.Y.

Unruh Fab Inc., Sedgwick, Kan.

AGC Flat Glass North America,
Alpharetta, Ga.

The Glass Racking Co., Seattle

Top Low-E Glass Providers

Top Woman-Owned
Glazing Contractors

PPG Industries Inc., Pittsburgh

Haley-Greer - Letitia Haley-Barker
(president), Dallas

Glasswerks L.A., South Gate, Calif.

Guardian Glass Group,
Auburn Hills, Mich.

Giroux Glass - Anne-Merelie Murrell
(president/CEO), Los Angeles

J.E. Berkowitz, Pedricktown, N.J.

Pilkington North America Inc.,
Toledo, Ohio

Dlubak Corp., Blairsville, Pa.

Cardinal Glass Industries,
Eden Prairie, Minn.

Northwestern Industries, Seattle

AGC Flat Glass North America,
Alpharetta, Ga.

Top Tempered
Glass Providers
Oldcastle BuildingEnvelope™,
Santa Monica, Calif.
Apogee Enterprises, Minneapolis
(parent company of Viracon)
Vitro America, Memphis, Tenn.
Arch Aluminum & Glass LLC,
Tamarac, Fla.

Massey’s Plate Glass & Aluminum
Inc. - Laura J. Massey (president),
Branford, Conn.
Juba Aluminum Products Co. Inc. Joni Juba (CEO), Concord, N.C.
Sierra Glass & Mirror - Robyn McGinnis (president/CEO), Las Vegas

Top Fire-Rated
Glass Distributors

Top Commercial
Hardware Distributors

Technical Glass Products,
Snoqualmie, Wash.

Alcoa, Pittsburgh

Tower Glass Inc. - Evelyn Swaim
(president), Santee, Calif.

Glassopolis, Toronto

DORMA Group North America,
Reamstown, Pa.

Vitro America, Memphis, Tenn.

ASSA ABLOY Americas,
Mississauga, Ontario

Modern Mirror and Glass Co. Inc. Paula Zeoli (president/CEO),
Roseville, Mich.

Glasswerks L.A., South Gate, Calif.

Amesbury Group, Amesbury, Mass.

Oldcastle BuildingEnvelope™,
Santa Monica, Calif.

Truth Hardware, Owatonna, Minn.

Aluflam North America,
Huntington Beach, Calif.

Security Lock Distributors,
Westwood, Mass.
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Hilboldt Curtainwall Inc. - Jane
Hilboldt (CEO), St. Louis

Vos Glass - Linda Vos-Graham
(president), Grand Rapids, Mich.
Minneapolis Glass - Jennifer Lang
(president), Plymouth, Minn.

continued on page 32
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Top Sealant/
Adhesive Suppliers
Dow Corning, Midland, Mich.
C.R. Laurence, Los Angeles
Momentive Performance,
Huntersville, N.C.
Fenzi North America, Toronto
ADCO Global, Lincolnshire, Ill.
Tremco, Beachwood, Ohio ■
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Sourcing Strategies
How Zetian Systems Uses Overseas Supplier
Channels for Las Vegas Projects and Beyond
by Megan Headley

I

n 2005, Greg Olin, then director of
sales at Super Sky, found himself in
China at the invitation of architect
Veldon Simpson. Olin was searching for new suppliers to enhance
the company’s supplier network both
for aluminum and glass.
“We had been involved with [Simpson] on a potential project and it was at
the end of that project he said ‘I’d like
to introduce you to some of the suppliers we found,’” Olin recalls.
At the time, Weina Zhang was also
working for Simpson doing the prequalification of suppliers.
“She was, let’s say, the master of the
database,” Olin says. “We started talking
about what was available, what the potential was for sourcing materials in China.”
Olin recognized that, after 15 years
with Super Sky, he was ready to take

on new opportunities. At just the same
time, Zhang was coming to the end of
a project that wasn’t going forward.
“We very quickly discussed the idea of
using my glass knowledge and her information about the China suppliers
and creating a business that could do
it a little bit better, a little bit more efficiently than we were doing currently,”
Olin says. “Within a couple months we
decided to form the company with
that goal in mind.”

Early Models
The early form of what is now
Zetian Systems Inc. was called World
Source, and joined Zhang as chief executive officer and Olin as president.
The company’s goal was to supply
building materials, with an emphasis
on glass, from suppliers around the

Pictured from left: Anna Olin, director of sales, Roger McElfresh, executive vice
president, Greg Olin, president, Weina Zhang, CEO, and Tony Taylor, vice president
of operations, in the Zetian Systems Inc. office in Las Vegas.

34

USGlass, Metal & Glazing | May 2011

world to projects in the United States.
“We realized very quickly that most of
the advantageous sourcing was out of
China,” Olin says.
Las Vegas was chosen as the company’s
home. Zhang already was supplying architectural materials to the developer of
the city’s Panorama Towers 1 and 2.
Plus, Olin adds, “It’s a very pro-business city, pro-business state, so it was an
easy choice to decide to expand here.”
In developing the business’ mission,
Olin looked back to his time at Super
Sky.“What I really admired about them
is they have very strong customer service business and model,” he says. “The
basic customer service model was very
much following the way that Super Sky
organized its business.”
Today, the Las Vegas office of Zetian
Systems includes approximately 15
people who make up the company’s
sales and project management teams,
as well as accounting and related administrative activities. In addition, Las
Vegas is the base of Z Glass, a union
glazing contractor formed by Zetian in
2009. Olin explains that Z Glass was
formed to complete the glass installation of the Fontainebleau Las Vegas.
“The Z Glass personnel varies depending on the job,” Olin adds. “Right
now we’re manning the job at Smith
Center downtown with about 25 Z Glass
employees, and that will vary up and
down, depending on the job schedule.”
In addition, Zetian owns Zetian Curtainwall Design Ltd., a wholly-owned
subsidiary in Shenzhen, China, where the
company’s engineering and design work
is primarily done. Olin considers those
continued on page 36
www.usglassmag.com
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Trade Center Challenges

Z

www.usglassmag.com

PPG’s glass for the World
Trade Center has been
manufactured at its plant in
Carlisle, Pa., pictured here,
and now is undergoing
trials with Sanxin Glass.

sions,” Olin says. “We’re working with
PPG Glass now. In fact, we’ve just gone
through two months of trials.”
Although PPG representatives said
they were surprised that the contract
had returned to them last fall, Olin comments that it’s not unusual to go
through a long period of sampling.
“What made [the glass selection]
even more difficult on the prism glass
is you’re looking at two things: you’re
looking at the color of the glass, which
of course is a low-iron glass, and between the, say, four suppliers of the
world that produce low-iron glass, only
two of them produce the glass in the
size that is required,” Olin says.
From there it was a matter of working
out logistical details. “Zetian was not a
customer of PPG previously so that made
it a little more complicated. But in the
end it all got smoothed out,” Olin says.
Zetian representatives are working
closely with all parties involved on this
complex project.
“We have a great relationship with
Solera/DCM, which is the steel erector
for the entire tower,” Olin says. “It’s really a true partnership where everything
is decided for the best benefit from the
fabrication side and the installation
side. No one aspect is ignored over the
other. Everything we do with design and
fabrication ultimately has to work in installation. And it is an installation challenge,” Olin adds.
The challenge begins, Olin says, with
the logistics of moving units from the
New Jersey storage area to the construction site in New York, where there’s

Photos: PPG Industries

etian has overcome some
challenges in the short time
since its founding; among
those challenges, finding itself in
2009 the subject of outrage for
supplying products from China for
a symbol of America, the World
Trade Center in Manhattan (see
April 2009 USGlass, page 30).
It’s a significant project for any
company, and Zetian’s employees
are proud to supply the glass that
will clad the podium wall system,
covering the lower 20 stories of Tower
One*.
Zetian Systems was formally contracted by Solera/DCM in early 2009 to
perform design-assist services, fabrication and delivery of the unique glass
and bird screen components for the
podium at One World Trade Center.
Looking back to the initial decision in
2009 to suggest to the project architect
a product from CSG Holding Co., Olin recalls, “On a relative basis for a float
glass manufacturer, it’s not a big job; it’s
100,000 square feet of surface glass …
but to be associated with the project …
So [CSG was] very aggressive in trying
to sell their product and we were very
happy to help that process and to submit the samples. But when it came right
down to it, it’s a subjective decision and
that’s where the architect takes over.”
After a review of available materials,
PPG’s Starphire® ultra-clear, low-iron
glass ultimately was selected (see December 2010 USGlass, page 10).
“When we put the options on the
table and the architect says ‘I want that
one,’ I don’t ask why,” Olin continues.
“The combination was just perfect.
Once [the architect] saw that it was
available, and there was some inventory
available immediately to do the trials
that we needed in order to keep the contract schedule, it became a no-brainer.”
Zetian awarded PPG the glass order
for the podium in October 2010. PPG
will supply the glass to Zetian, which
has contracted Sanxin Glass in Shenzhen, China, as fabricator.
“We’re very happy with the final deci-

little to no staging area. In addition, he
says, the glass units are unusually heavy.
“You start off with 1 ½-inch thick glass
to begin with, then it’s unitized to an aluminum birdscreen. On part of the building there’s a small area that actually goes
to stainless steel birdscreen, so the
weight doubles. [DCM/Solera] developed
a gantry system that is not in place yet but
will basically lift the units and drop them
into place. Then they’re hung pretty much
like standard curtainwall,” Olin says.
He adds, “The other sort of unusual
part of this is the cleaning mechanism.
Obviously the glass is such a highlight
of that podium that they want to keep it
clean. Developing a tracking system
that will both keep the glass clean and
protect it from breakage has been, and
continues to be, quite a challenge. It’s
not complete yet; there will be additional testing on the cleaning mechanism in the next couple of months.”
*At press time, the project contract was
in jeapordy. Visit www.usgnn.com for
updates as they are available.
May 2011 | USGlass, Metal & Glazing
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Sourcing Strategies
continued from page 34

structural engineers to be in-house employees as well.“That office is running at
about 35 people consistently, with the engineering department being the largest
of those departments,” he says.
Olin notes that having an overseas
engineering firm allows the company
to have a nearly 24-hour operation.“Because of the time difference a lot of
times we’ll go to a meeting, we’ll decide
on changes, we’ll send those changes,
we’ll get them updated and then the
next day we can turn them.”
Olin calls the overseas office “a support, an extension of Zetian. The focus
is, whether it’s China or anywhere else in
the world, the customer is going to be
able to speak in their language and work
with people that they are comfortable
with,” he adds.

An International Company
Despite the fact that the company’s
engineering department resides in
China, both Zhang and Olin are firm
on one point.
“We are not a Chinese company,” Olin
says. “We don’t work in China. We’ve
never done a job in China. We don’t plan
to work in China. But we do see a great
deal of opportunity in other markets.”
“In the international market what we
do different is we’re marketing as a U.S.
company,” Zhang says. “Even in China,
or any developing country, [if] you’re a
U.S. company they pay you premium
… because they know what they’re
going to get.”
“For example, in Thailand there’s a
developer who wants to do a very tall
condominium and he does not want to
use local suppliers. He wants to use a
different standard,” Olin says.“The projects in Abu Dhabi, for example, are very
much like City Center [in Las Vegas];
you have an array of world class architects who are demanding the highest
quality standards.”
He adds, “Where we get involved is if
there’s an advantage from a quality
standpoint, if it’s a developer who’s
looking for the highest standards; we
can say ‘U.S. standards,’ almost.”
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Zetian’s focus on glass is a result of
market demand. “It’s very much market-driven, but I would say it’s an architectural products business more
than a glass business,” Olin says.

The First Project
The company’s first project was
doing aluminum trellis in the Cayman
Islands. “We did the job there basically
because no one else could supply an
aluminum die as large as what they
were requiring for that job,” Olin recalls.
Additional custom stainless steel work
was to follow, although the company also
has done its share of structural glass projects, both point- and glass fin-supported.
“I would say 75 to 90 percent of the
work has been focused on glass but we’re
just as easy to go to stainless or aluminum extrusions or that type of product,” Olin says. “By chance, we ended up
with the Fontainebleau project, which
very much threw us into the big leagues
with a million-square-foot project.” (Not
by chance, court documents indicate
that Zetian still is involved in legal matters following a lien placed on that sincebankrupt 63-story glass tower.)
For Zetian’s structure to work, the
company must offer products that are
both cost-effective and high quality, and
for that the executives must select carefully the suppliers that they work with.
“That really is the key to success: a
good supply network,” Olin says.
Zhang says she works to develop longterm relationship with the vendors.
“When you talk about China, there are
100 glass companies, and we only work
with three major glass suppliers,” she says.
Zhang notes that the company does
not work exclusively with China-based
fabricators, and currently is looking to
partner with a company based on the
East Coast of the United States for a local
project. At this time, though, the company primarily supplies products from
CSG Holding Co., Shanghai Pilkington
and, “for special glass,” Sanxin Glass.
“In the early stage, those were the only
three companies that had the ASTM certification for the U.S. market,” Zhang says.

Answering Concerns
For many U.S. companies, concern
over using products fabricated in China
has come from the fact that U.S. fabricators are held to rigorous standards,
such as those issued by ASTM.
“For our suppliers it is standard that
they do 100-percent manual quality
control [checks] on the glass. They
check each piece,” Zhang says.
As Zhang points out, using poor quality glass can be disastrous for a company
like hers, which relies on overseas shipping. She explains, “In the factory they
do the quality control check per piece,
because we cannot afford [changes].
Once the glass arrives to our shop, then
you see a defect—now you’ve lost four
weeks or you have to air freight, in our
case. So we have actually three precision
quality control checks, the final being in
our factory, to avoid losing time.”
Once out of the factory, Olin says the
company works with one of two testing
facilities to test a mock-up for every
project.
“There are a number of good options,”
Olin says. “There’s a testing facility in
southern China in a beautiful town
named Foshan that is the largest curtainwall testing facility in the world. Most
of the large curtainwall companies of the
world use that test facility from time to
time. They’re independent and they’re
fully certified, and they’re associated with
Hong Kong. Hong Kong had this long history of world certification based on the
British standard and then the American
standard. So there’s that facility, especially
for very large mock-ups.
“There’s a smaller facility in Hong
Kong that we use and we’ve used both for
projects here. Every project we’ve built
we’ve actually had a mock-up done at one
of the two facilities. More recently,” he
adds, “we’ve established our own facility
here in our warehouse for small punch
windows and smaller units. That’s also
certified by an independent agency.”
The other challenge in working with
overseas suppliers is, of course, bringing
those products to their final destination.
“In the beginning, there was a lot
www.usglassmag.com
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Zetian has supplied glass for local projects in
Las Vegas, such as the Panorama Towers, but
is branching out to the East Coast—
and beyond.

more fear of the unknown,” Olin says.
“I always remember people would say
‘well, what happens if the container
sinks?’ And I’d say ‘if you were to check
the news there’s probably not many
records of ships sinking...’”
However, Olin adds, “In reality, we’re a
relatively small business, and we have
benefited tremendously from the world
market in the sense of companies like
Home Depot and Wal-Mart that have
perfected the science of the logistics and
shipping information, whether it’s China
or elsewhere. As an example, when we
were doing Fontainebleau we were bringing in approximately 25 containers a
week through Long Beach, Calif. That
went on for more than six months and
there was never a missed container. Customs may pull a container aside from
time to time for a spot check but it just
works like clockwork.”

Growth for the Future
Zetian’s executives try to look at the current economic conditions with optimism,
despite downward trending revenue.
“In 2009 we had revenues of that surpassed $40 million,” Olin says. “2010
was not as good.”
Zhang is quick to point out, “Compared with other people, 2010 is actually not too bad.”
The year’s revenue between $12 and $15
million was profitable, Olin says. “We still
www.usglassmag.com

have a healthy backlog, and this is why we
don’t feel any desperation to buy jobs.”
“In this market, people get desperate;
you pick up the job because you’re desperate, and then you create a problem
and you’re losing money and you end
up closing your door. That’s not our
style,” Zhang says.“Each job we pick we
know we can make some profit—it’s
not just to survive. We have a good
management model.”
Las Vegas locals are quick to point to
the skyscrapers that dot the city, remains
of projects stalled until further notice.
Although Zhang says “Vegas is our
home,” the company is branching out.
Construction growth now, Olin says,
is in “New York, it’s East Coast, there’s
no doubt about it. In fact, we’ve opened
an office just recently in New York to
service that market because that is
where it’s at right now.”
One of the company’s current notable
projects, One World Trade Center, is in
New York (see Trade Center Challenges,
page 35).
But it’s the international market that
Zetian has its sights fixed on now.
“The international market is
really going to be the key to our
growth, and to the growth of the
industry really,” Olin says.
“Our business is pretty much 30
percent in the domestic United
States and 70 percent we’re look-

ing at the international market,” Zhang
says. While the ability to work internationally has been a boon, recent strife
in the Middle East has slowed down
projects. Still, Zhang says, “If the Middle East is smooth, then in the next six
months we’re looking at some decent
jobs there.”
Overall, Olin says there are a lot of
positive indicators.
For now, Zetian Systems executives
are aiming to prepare the company for
the next boom.
“Really it’s a matter of managing the
business well through the downturns,”
Olin says. “I think you see that the successful companies, especially the ones
that have been around for decades,
they’ve gone through these cycles. I was
with Super Sky through a very difficult
cycle in the ’90s. It’s really a matter of
do you manage your business so you’re
prepared for it, and then, can you
weather it? Usually the ones who are
around on the upside do quite well. So
that’s our expectation. Watch out for
2012,” Olin says. ■

M e g a n H e a d l e y is the
editor of USGlass.
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Glass Gurus Meet in Vegas
I

t was four grueling days in the Nevada desert, but someone had to do
it. “It” being the hard work of writing glass informational bulletins
(GIBs) and compiling other resources
for their colleagues throughout the industry, creating educational presentations for architects on the properties
and applications of a world of glass
products, and learning about and disseminating information on the latest
code and legislation updates that
could affect the way glass companies
do business.
The “someones” in question here are,
of course, the dedicated volunteers who
make up the Glass Association of North
America (GANA) and meet regularly to
work to better the glass industry. Their
latest meeting was GANA’s annual Glass
Week, which took place March 24-27 at
the Paris Las Vegas.
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Insulating Glass
Division Hears
IGMA, ASTM Updates
The Insulating Division and its related committees held sessions that culminated with a joint meeting between
GANA and the Insulating Glass Manufacturers Alliance (see page 42 for more
on IGMA) about all things insulating.
The group turned its attention to
updated and new standards during its
joint meeting. John Kent of the Insulating Glass Certification Council
(IGCC) talked about the rigors of the
updated ASTM 2190 Standard.
“I want to make sure that everyone is
aware that, for a variety of reasons, this
standard is going to be much more rigorous than it has been in the past,” he
said.“This is because we basically have
two standards coming together as one
and our procedure states that two fail-

ures mean removal from the list.”
Kent said a list of approved products
has been created and that inclusion on
the list will be limited to products that
have 2190 reports filed with IGCC.
The issue of desiccant quantity also
was discussed. Kent mentioned that
IGMA has reformatted how it categorizes sealants to separate silicone
sealants into two separate categories,
one for one-part and one for two-part.

Fire-Rated Glazing Council
Cautioned on NFPA 80
At the Fire-Rating Glazing Council
meeting, Thomas Zaremba of Roetzel
& Andress updated the group about the
code-related activities of the National
Fire Protection Association (NFPA) that
affect glazing. Chief among these is a
pending proposed revision to NFPA 80
which, Zaremba explained, has gone

www.usglassmag.com
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GANA Volunteer Members Create New Resources on Glass
by Megan Headley, Debra Levy and Ellen Rogers

through many incarnations. The proposed changes are an attempt to ensure
that those replacing fire-rated glazing
in wood doors are properly trained to
do so.
“In most schools nowadays, this job
falls to the janitors,” he said, “and
there is really no way to know if they
are properly trained or not. One proposal would have allowed the glass to
be installed by manufacturers only …
We asked NFPA to revisit the issue.
The compromise is that on new
wooden doors, the glazing will either
be done by the manufacturers under
label service or by listed personnel.
This will require training and programs that do not yet exist, but they
could be put in place in the future,” he
explained.
Zaremba said the issue will be voted
upon at the NFPA meeting in August.

Energy Committee
Now Newest Division
The Decorative Division lost its claim
as newest division during Glass Week,
when the Energy Committee changed
its status. As the Energy Division, staff
will be able to provide additional help
and a representative will be added to
the GANA board of directors.
Nathalie Thibault of Prelco explained
that the Solar Products and Applications
task group has gathered too much information to continue its matrix of solar
products. Instead, the group is working
on an online database where people can
search for applications and components
used in them. For example, a search on
building integrated photovoltaics would
return information on heat treated glass.
Steve Farrar of Guardian, who chairs
the Life Cycle Cost Analysis task group,
suggested the group do some research to

better quantify the “non-quantifiable”
benefits of glass. The argument is often
made that large expanses of glass are important in providing building occupants
with a connection to the outdoors. Farrar
suggested the group take on research into
“all those benefits we know exist but
when it comes time to defend ourselves
in code” we don’t have something solid.
Division members agreed to start a task
group to discuss further, and look into
existing research on this topic.
The group learned that GANA code
consultant Tom Culp, of BirchPoint
Consulting, has remained busy as ever
in educating lawmakers about appropriate use of glass. Culp explained that
California’s Title 24 is looking at a new
visible transmittance (VT) requirement
in its 2013 update in a way that brought
earlier debates with the American Society of Heating, Refrigerating and AirConditioning Engineers (ASHRAE)
(see November 2010 USGlass, page 10)
bubbling into memory.
Culp is working to explain to the document’s writers that “We support daylighting, it’s very important, and VT is a
component of that—but daylighting
goes beyond VT.” As of Glass Week, California’s code writers had decided the
highest VT was going to be its baseline,
a requirement that would “essentially
wipe out 90 percent of the market,” Culp
reported. GANA is communicating regularly with the group, he added, to advise them on more appropriate ways to
improve energy performance.

Decorative Division
Develops New Resources

Volunteers with the Glass Association of North America met in March to
learn more about items with the potential to impact the industry, ranging
from material shortages to updated standards.
www.usglassmag.com

GANA’s Decorative Division focused
on a number of resources for the industry. During the Product Color and
Durability Subcommittee meeting,
members discussed work that is being
continued on page 40
May 2011 | USGlass, Metal & Glazing
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Glass Gurus
continued from page 39

done on a list of color and appearance
properties. This includes a glossary of
terms, which subcommittee chair Jeff
Nixon of Glass Coatings and Concepts
LLC explained should describe the
properties of the glass rather than the
product itself. The group now is working to revise the document so it can
next go to the Decorative Technical
Committee for review. In addition, the
subcommittee is working on a second
list on product durability properties.
Matthew Tangeman of Custom Glass
Machinery chaired the Digital Printing
on Glass task group and provided an
update on his group’s work in developing a “how-to” case study on digital
printing on glass. This, he explained,
will serve as a general guideline for digitally printing on flat glass.
During the Technical Committee
meeting, Saroka noted that Kris Vockler
of ICD High Performance Coatings will
chair a new Standards Subcommittee,
which will work on developing standards that pertain to decorative glass.

Tempering Division
Considers Updates on Docs
The Construction Subcommittee’s new
Distortion task group—actually, the new
label for what had been the Roll Wave
task group—worked toward creating a
GIB on educating people on methods of
measuring observed deviation in flatness
of heat-treated glass. The group agreed

Cerium Oxide Shortage Prompts
Mirror Task Group Formation

GANA’s Mirror Division tackled the topic of the cerium oxide shortage during its
Technical Committee meeting. China controls approximately 95 percent of the supply of this rare earth element used for, among many other things, polishing glass, and
in the last year has further limited supplies, consequently drastically raising prices.
“It’s a serious issue,” commented Jim Ventre of Vitro in bringing this topic up
to the group.
The other mirror manufacturers in the room agreed that they, too, were experiencing a shortage of this product, which also is used in cleaning the glass before it’s silvered.
Dave Evans mentioned Guardian Glass “is looking at other products ... I’m not
aware we’ve put anything on the line yet to try, but we’re definitely talking about it.”
“We anticipate it to be this way for the next two years, easy,” commented Mike
Willard of Salem Distributing. According to Willard, there are alternative mines to
those in China, one in the United States and one in Australia—but neither is operational just yet. “The mines that are coming on board are not going to produce
anything meaningful for at least two years,” Willard said.
Given this, the group agreed to form a task group to begin gathering information on alternative products to cerium.
In addition to this discussion, the Mirror Division’s LEED Informational task
group began working to create a GIB on Recyclability of Mirror Products that would
respond to questions from the marketplace about LEED properties of mirror.

the GIB would provide information about
options for measuring, methods, etc.
The division also heard an update
about ASTM C1048, the standard for
Glass in Furniture currently in development. Julie Schimmelpenningh of Solutia said the document is going forward to
ballot to become a voluntary standard.
She also pointed out that furniture organizations are hoping to push the Consumer Product Safety Commission to
mandate the document. Schimmelpen-

GANA staff members Brian Pitman (left) and Sara Neiswanger (far right) take
notes and organize discussions as committee members make progress on new
industry resources.
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ningh said the reports were encouraging
as it would provide another market “that’s
somewhat mandated in North America.”

BEC Division
Drafts BIM Bulletin
The Building Envelope Contractors
Division meeting opened with a request
for a show of hands from people who
had used building information modeling (BIM) on a project thus far; hands
were scarce. George Petzen of LinEl Signature said his experience with modeling has not been great so far because
“too many hands get on the finals.”
Chuck Knickerbocker of TGP, Technical Committee chair, said it looks like a
lot of the general contractors are the
ones setting the standards for BIM,
rather than the architectural community. To do their part, the members of
the BIM task group furthered their outline of a GIB on this topic. Knickerbocker noted that thought it’s still early,
BIM use is going to roll down to glazing subcontractors eventually, and the
goal is to have a GIB and additional resources available as needed. The group
hopes to have its first draft completed
by GANA’s Fall Conference. ■
www.usglassmag.com
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IG Ideas

IGMA Members’ Annual Meeting Kicks Off Glass Week
by Megan Headley

A

ttendees of the Insulating Glass
Manufacturers
Alliance
(IGMA) annual meeting in
March at the Paris Las Vegas didn’t
waste a minute of time, putting it to
good use whether working on updates
to technical documents or meeting
with colleagues in the larger glass industry as the opener of the joint Glass
Week with the Glass Association of
North America (GANA).
As the IGMA meeting opened, the
Glazing Guidelines task group made
quick work of approving a number of
edits to the section of TM 3000, North
American Glazing Guidelines for Sealed
Insulating Glass for Commercial and
Residential Use, on the appropriate
height of setting blocks for residential
windows to keep them dry. The group
approved sending the document to the
Technical Services committee for balloting and, possibly, approval.
The task group continued its discussion on its joint work with the Glass Association of North America (GANA)
about capillary tubes. Since the last
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meeting the group has requested and
received information from Guardian
Industries about a proprietary software
program the manufacturer uses to determine whether capillary tubes should
be used. Guardian provided the group
with information on “changes in pressure, temperature, volume and width to
height ratio of sealed IG units on
stresses,” which will be incorporated
into the guidelines eventually.
The Gas Permeability task group met
next with a bit more work ahead of it.
At its last meeting, the task group
agreed to end the gas permeability tests
being run by CAN-BEST.
“A big challenge CAN-BEST had was
the amount of argon coming through
was so small it was actually lost in baseline noise and couldn’t be resolved,” explained task group chair John
Greenzweig of H.B. Fuller.
At its last meeting the group put together a list of future actions with an
eye toward revamping the research
project at the heart of its scope. This
time, they discussed whether or not

there was a way to set up an effective
test unit that was an edge-sealed assembly section. Other ways to reduce
costs of the project also were reviewed.
Finally, Greenzweig took a straw poll to
determine how much interest remained
in pursuing this research.
“Is it valuable trying to continue
looking at ... edge seal assemblies ... Or
say we don’t think it can be done and
move on?” he asked.
A show of hands from the group indicated that there was interest in pursuing research, if testing a full IG unit.
From there, the group agreed to re-draft
its initial request for proposal and has
two new laboratories to which to send
it, thanks to member suggestions.
The Thermal Stress task group reviewed language and new additions to
its in-progress matrix on thermal
stresses. The matrix identifies conditions, such as framing systems, building location, etc., as low, medium or
high risk for thermal stress breakage.
The group will send the matrix out to
the larger group to review, add catewww.usglassmag.com
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When it comes to handling, Braun
pointed out that each lite is handled
about 15 times or more during testing,
“significantly more than your typical
production unit,” he said, “so I think it
makes good sense to give some attention to handling.”
He offered quality control suggestions for IG manufacturers, including
inspecting glass edge conditions, polishing the glass edges and, of course,
protecting the samples during shipping
and handling.

IGMA Members Hear Tips
For Successful IG Testing

gories and offer input in general. In the
next round, the group hopes to have reviewers rank variables and, from that,
pinpoint the key areas on which to
focus.
Mike Burk of Edgetech I.G. is the
chair of the new Glass Safety Council
for IGMA. The Council will look at new
ways to protect employees, while also
incorporating a “protection component.” The decision to establish the
Council was made after IGMA and
GANA aired a joint webinar, presented
by Burk, about Preventing Injuries During Flat Glass Handling, that has proved
hugely popular (the webinar can be
found on www.igmaonline.org).
In addition to creating resources for
others, IGMA members got some tips
they too could use. Dan Braun of Architectural Testing Inc. offered meeting attendees tips for successfully testing
insulating glass (IG) units. Braun
walked attendees through common
failures in IG testing, including handling, chemical/volatile fog, gas fill and
seal durability.
www.usglassmag.com

Next Braun addressed fog testing.
“One of the tough parts about the fog
test is if the fog test fails the whole test
fails,” he began, before discussing “the
controversy” with the fog test. “With
the implementation of the harmonized
standard in 2002, the test has become
more severe,” Braun explained. The
change has resulted in more failures
and lots of discussion. “I think the argument in the industry is ‘fog failures
are not a big warranty issue so why do
we have a test that does not accurately
reflect real world conditions?’ Perhaps
a good point,” Braun said. He countered, “My experience is, it’s out there,
you will see it, but it’s not grossly visible so every consumer will look at it
and say it’s objectionable.”
He said one possible solution has
been ranking failures and deciding
what is acceptable.
A more recent change to the ASTM
test procedure for fog testing now controls the light source used to check for
fog, making the test less subjective.
“That was addressed in the 2010 version of the standard that just came out,”
Braun said.“It’s unreasonable to expect
this will result in fewer fog failures; it’s
probably reasonable to assume this
will result in more fog failures.
Some of the labs that may have
been more casual in looking for fog
... now have a consistent, repeatable
viewing area.”
In offering quality control tips for
fog testing, Braun has typically ad-

+

Archives

–

I<
E-Mail

<

>

>I

Subscribe

vised manufacturers to complete the fog
testing before weather cycling, noting
that it seemed like a commonsense solution to determine whether the one-week
test will be successful before spending the
time and money on a 15-week test. However, he said he was recently told that
waiting and allowing for the linger-cure
times might be beneficial—a suggestion
he’s hoping to test in the future.
On argon gas testing, Braun suggested that manufacturers consider the
impact of grids and spacers. He noted
one would normally just have grids and
spacers in fog test samples, but should
keep in mind these components can result in dilution of gas mixture and
should be considered. He also advised
recognizing the limited accuracy in
testing low-fill-level argon units.
When it comes to seal durability,
Braun said, “There is a certain number
of failures that we see occur from corrosion to the low-E coating so, to me,
the answer seems pretty obvious that
there should be some consideration to
edge deletion.”
Braun hears similar arguments as
with fog testing: these failures don’t
occur in the field, why do they occur in
the test? He admitted there’s not a perfect answer, noting, “It’s unlike the real
world where if you have an ideally
glazed channel, let’s face it, it should be
fine.” But test conditions are worst-case
scenarios. “If you can make it past the
test you’re certainly going to limit your
callbacks in the field.”
Braun concluded by reminding his
audience that these issues will only become more important in the future.
“This whole arena of thermal performance is getting increased attention from
the Department of Energy,” he said, “so
it’s a matter of do you want to be riding
the horse or be pulled along?” ■

M e g a n H e a d l e y is the
editor of USGlass.
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Midwest Leads
Glass Expo Midwest™ Brings Educational
Program and Expo to Indianapolis

H

undreds of people from around
the Midwest and as far away as
Oklahoma, California and Massachusetts took part in the two-day
Glass Expo Midwest™ (GEMS), April 78, at the Indianapolis Marriott East in
Indianapolis. The annual regional education event included a trade show,
seminars, workshops and networking
opportunities.

Expo attendees went home with more
knowledge on energy-efficient glazing,
courtesy of PPG’s Chris Holmes. And,
Holmes himself went home with a new TV,
one of the exhibitor door prizes.

Many exhibiting companies participated in the show, and featured an assortment of products, from new
security, decorative and other glass
technologies, to tools, equipment and
much more. Glass Expo Midwest was
well-received by attendees and exhibitors alike.
“The quality of people that came
through was really good,” commented

Gregory Thompson, owner of decorative
glass fabricator GRT Glass Design in Indianapolis, and an exhibitor at the expo.
Thompson added, “Everybody has an
agenda when they come to a glass show;
we accomplished that on our end and
we’ve got some great leads.”
Glass Expo Midwest drew strong accolades for its educational program as well.
Sessions focused on the proper application
of mirrors, dynamic
and solar glazing and
a panel discussion
on what architects
want, among other
topics. ■

Glass Expo Midwest exhibitors, such as Taco
Metals, found they were able to spend oneon-one time with new and existing customers.

Glass Expo Midwest armed attendees with more knowledge about the state of the glass
industry and some of the new products available to give them an edge over competitors.
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Mark Kearns of Dlubak
brought his security glazing
expertise to a seminar on the
benefits of security products
and advanced security options.
www.usglassmag.com
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Left: David Devenish of Fenzi North America
fielded attendee questions about his
company’s latest insulating glass sealant
and desiccant solutions.

John Weise of F. Barkow (right) presented Chris Morris of Morris & Sons Glass
in Duncan, Okla., with the first place door prize of the event, a full brand new
Barkow glass rack.

See More Glass
Expo Midwest

Click on the image at
right to view photos from
Glass Expo Midwest.

www.usglassmag.com

When Glass Expo Midwest attendees weren’t checking out the latest products,
many made time to talk with industry colleagues, gaining new insight from
others’ solutions to their daily challenges.
May 2011 | USGlass, Metal & Glazing
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Fashion
FRONTSIDE
Talking with Bernard Lax,
President/Founder of Pulp Studio

Pulp Studio’s glass has been used in many different application types,
including this skate ramp, which features a multi-layer laminate with a
SentryGlas® Expressions™ interlayer.

I

t was by accident
that, in 1994,
Bernard Lax, president and founder of
Pulp Studio found
himself in the decorative glass industry. He
and his wife were
building
a house and
Bernard Lax
wanted to integrate an
Asian flair so decided to make an entry
that looked like a large shoji screen.
“My interest in construction led me
to learn enough about laminating that I
also experimented with using rice papers inside the glass as a substrate.,” Lax
says. “These first experiments were the
foundation for the growth of our business back in the early 1990s.”
And prior to starting Pulp Studio,
they had both worked in the fashion industry for more than 20 years. “Pulp
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Studio creates décor for architectural
uses, the same way we used to create
décor for the body,” he explains. “We
see it in almost the same light and our
logistical and manufacturing abilities lie
in the roots of our apparel experiences.”
Lax took some time to talk with DG
magazine about the decorative glass industry, some of its challenges and how
the market is changing.
DG: What are the biggest challenges
this industry faces?
BL: Despite our own domestic economic issues, imports from China are
the biggest obstacle. The idea that decision makers in this country fail to understand the economic impact of
buying offshore will ultimately take its
toll. If these same people put the money
of their purchases back into the hands
of our population, we would see a much
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better return on investment of that dollar within our economy than exporting
that dollar with zero return. It is a basic
misconception that they get cheaper
pricing because they fail to realize that
the exporting of these dollars ultimately leads to higher taxes and costs
for our daily necessities …
DG: How has this industry changed
since you started in it?
BL: The decorative glass industry was
almost embryonic when we started so
it was easier then for us than today.
The largest problem I see is with
many companies who have entered
the decorative market that do not
have the entire package of skills necessary to be reliable resources. The
decorative market is all painted with
the same brush by the general contracting community. When there are
bad apples [general contractors] tend
to see us all as bad apples and work
harder to eliminate the decorative
products from the projects in order to
ensure their own performance in
completing the project.
DG: When looking at new decorative
concepts, what do you think are features architects are looking for?
BL: Designers are always looking for how
your product fits in with the rest of their
design without overpowering the other
material selections. This is one of the
basic concepts that many decorative glass
companies do not consider. At our company we just create ideas, but if our ideas
do not blend into the general scheme it
doesn’t matter how cool it is …
DG: What are some of the most common ways you see decorative glass
used in interior applications?
BL: For me that is a difficult question
because of the vast array of glass types
… however the most common is for
wall partitioning. This application type
seems to encompass all of the glass
types, whereas something like backwww.usglassmag.com
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painted glass is always just used for wall
applications.
DG: What are the main differences
when it comes to creating a decorative product for an exterior compared
to an interior application?
BL: The most obvious is the performance of the material as it relates to the
elements and sun. There are many
companies that have entered into the
specialty glass business with little concern for the performance characteristics of the materials they produce. On
the outside we have to concern ourselves with technical performance
characteristics and sustainability for
those products that we make using
color. A great example of this is in the
new area of graphic imaging on glass.
Our test data that supports our fading

www.usglassmag.com
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criteria is essential in presenting and
providing a credible product. It takes us
longer to get these products into production because we spend a great deal
of time understanding them before we
start selling them. When we work outdoors we have to remind ourselves what
are our liabilities under our warranty
and feel confident that what we produce
will not be tomorrow’s nightmare.

DG: Are there decorative glass fabrication types that you’ve not yet
worked with that you’d like to?
BL: We will be introducing some new
fused products next year that I am
looking forward to, but I think the thing
that is more exciting is our introduction
of new lighting systems that are specifically designed to be used with our
glass products.

DG: What are the biggest trends right
now?
BL: The use of color coated glass is definitely a trend, however, the industry
needs to be more prudent in moving to
only water-based coatings. Graphic imaging is being used more regularly, but
let the buyer beware. Not every graphic
process is designed for architectural
use, despite what a salesman says.

DG: Describe the most innovative
decorative project on which you’ve
been involved.
BL: Once I made a large piece of glass
for a computer chip company. We actually fabricated tiny pieces of glass to resemble electronic components and
then chemically bonded them to a large
sheet so that it looked like a giant circuit board … dg
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ShowCase
spacers

Glasslam Announces
New Concept for
Warm-Edge Spacer

Glasslam in Pompano Beach, Fla., has
revamped its foam spacer product, and
equipment for manufacturing the same
has been invented and is now available
under license for manufacturers to
make their own foam spacer in-house.
The company reports that it has developed a fully inline spacer manufacturing system that uses less than ten
percent of the energy and labor costs of
the old, outdated methods.
By computer control and patent-applied technology, sizes of spacer can be
changed in seconds with no downtime. The company will supply desiccated silicone pellets and adhesives to
the licensees.

The company says it will utilize its
new process in high volume at its own
facilities and continue to produce and
supply Air-Tight™ S and Air-Tight™ T,
its high-quality, high desiccant and
durable warm-edge foam spacer products, to customers all over the world.

❙❙➤ www.glasslam.com

hardware

Retrofit Kits Available for
Discontinued Locknetics
390+ Maglock

Security Door Controls in Camarillo,
Calif., says its new E1200-390MP retrofit mounting plate utilizes the same
template and existing mounting holes
as the discontinued Locknetics 390+,
with an SDC E1200 1,200 pound magnetic lock. The company says there is no
need to replace the armature; a new

resources

PPG Issues White Paper on Energy
Savings with ‘Cool’ Window Systems

Pittsburgh-based PPG Industries’
coil and extrusion coatings group
has issued a white paper demonstrating the energy performance of
buildings with infrared (IR)-reflective
coatings on metal walls, window
frames and roofs. The 12-page document, “Energy Savings in High-Rise
Buildings Using High-Reflective Coatings,” summarizes an energy modeling study conducted by an
independent energy and environmental analysis firm on prototype
eight-story office buildings in 12
North American cities.
The company reports that the
study showed that, when IR-reflectance for metal wall, window
frame and roof coatings was increased from 5 percent to 70 percent, total building energy costs were reduced
by 1 percent in cold-weather cities such as Boston, Chicago and Ottawa, and by
up to 4 percent in warm-weather cities such as Mexico City and Phoenix. It also
showed that cooling loads for prototype buildings were cut by 2 percent or more
in cold-weather locales, and by as much as 7 percent in sunny climates. Size
requirements for fans and air-handling units (AHUs) also were diminished by 3
to 7 percent.
❙❙➤ www.ppgideascapes.com
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wiring
hole is all that
is required. The
SDC E1200 magnetic
lock is ordered separately and
includes magnetic bond and door status sensors. The SDC 1511-390AMP
Retrofit Armature Mounting Plate enables replacement of Locknetics 390+
with SDC Grade 1, 1511 1,650 pound
and 1571 1,200 pound energy saver
locks (sold separately). The 1511390AMP retrofit kit permits use of existing armature through bolt hole. The
new mounting plate covers the previous
magnetic lock mounting holes. No
drilling or tapping required, all 1500 series include self drilling and tapping
screws. SDC 1500 magnetic locks are
also available with optional magnetic
bond and door status sensors and
matching finishes.

❙❙➤ www.SDCsecurity.com

doors and windows

New YKK Vent Design
Blends with Aluminum
Wall Systems

YKK AP America in Austell, Ga., has
upgraded the design of its YES SSG
vent used in storefront, window wall
and curtainwall applications. The YES
SSG vent was redesigned to be virtually invisible from a distance, enabling
designers to provide ventilation without the large sightline of traditional
windows.
The company says its new design creates a clean sightline as the glass is
bonded to the vent’s frame without
needing additional retainers. The vent
accepts 1-inch insulating glass, and is
immediately available in casement outswing or project-out configurations.
The windows may be ordered factory
glazed or unglazed. Screens are available upon request.
❙❙➤ www.ykkap.com ■
www.usglassmag.com
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Treating our customers as partners.
Dedication to clients is the base on which
business is built. Zetian’s model provides
the highest quality products to today’s
construction market. We are commited to
the strength and development of our
company, our products, and most importantly our customers.
Our systems are customized to work in any
condition and allow architects the freedom
of their design while keeping the project
within its budget. Zetian’s team works to keep
up with the demand for new adventurous,
innovative and complex building designs.

Zetian
Systems, Inc.
EXCELLENCE IN CUSTOM BUILDING ENVELOPE SOLUTIONS
visit us at

www.zetiansystems.com

GLASS
INC.

CURTAIN WALL/WINDOW WALL
INSTALLATION

Check out our professional installation at

www.zglassinc.com
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NewsMakers
appointments

Ebeid to Retire; Guardian
Names Scott Thomsen
President of Flat Glass

Auburn Hills, Mich.-based Guardian
Industries has named
Scott Thomsen to president of the Guardian
Flat
Glass
Group,
Guardian Glass, effective
September 1. In this position, Thomsen will
oversee the worldwide
Scott
operations of Guardian’s
Thomsen
float glass manufacturing, marketing, distribution and prod-

uct development.
Thomsen succeeds
Russ Ebeid, who will retire September 1 after 41
years with the company.
Thomsen most recently served as group Russ Ebeid
vice president of North
American Flat Glass, reporting to Ebeid.
He will immediately assume the new
role of chief operating officer during
this transitional period, working closely
with Ebeid.
“Scott has been instrumental in
making Guardian a world leader in
glass coating technology and increas-

obituaries

John McGrory Passes Away

John J. McGrory, owner of McGrory Glass Co. in Paulsboro, N.J., died of cancer April 1. He was 76.
McGrory and his wife, the late Mary Rita, founded their glass company in
1984. Originally located in Chester, Pa., they relocated to Aston, Pa., in 1996
and into a larger facility in Paulsboro in 2008. McGrory was recognized by
USGlass as one of the most influential in the industry in 2001 and as one of
the industry’s “People to Watch” in 2002.
In addition to his time in the glass industry, McGrory was a youth baseball
coach for the Springfield Athletic League, as well as coach for the seventh- and
eighth-grade football team at St. Francis of Assisi School in Springfield.
He is survived by sons John Jr., Christopher, Chuck, Gary and Michael; daughters Nancy Houtmann, Jane Kraiza, Barbara McGlinchey, Marianne Rafter and
Clare; two brothers; and 23 grandchildren.

Industry Publisher Bud Glasberg Passes Away

Oscar (Bud) Glasberg, former publisher of Glass Digest (defunct) magazine,
died on March 16 in Scottsdale, Ariz., at the age of 87. Glasberg had joined Ashlee Publishing Co. in New York as publisher and editor of the magazine in 1959.
In 1975, he also founded the interGLASSmetal International Trade Exposition.
Charles Cumpston, a contributing editor for USGlass magazine, began his career as a glass industry journalist at Glass Digest and remembers Glasberg well.
“Bud was respected by all for his knowledge of the industry, which he had accumulated over his many years of involvement through Glass Digest magazine.
He attended every industry meeting and loved to talk to everyone. He was valued not only for what information he got and printed in the magazine, but also
for his insights into the industry that he loved so well,” Cumpston says.
In addition to his years in the glass industry, Glasberg was in the U.S. Army
and served in WWII. During his time in service, he was awarded the Bronze
Star, Purple Heart with oak leaf cluster, Combat Infantry Badge and European
Theater medal with four clusters. After the war, Bud returned to Ohio University
in Athens, Ga., and graduated in 1947 from the School of Commerce with a
bachelor’s degree in journalism with high honors.
He retired in 2005. He is survived by his wife of 21 years, Marilyn.
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ingly has been involved in our global
glass and coating business,” Ebeid
says. “During this past year as group
vice president of North America, he
has succeeded in building a highly effective and energized team with a
powerful focus on enhancing growth.
Everyone at Guardian looks forward to
Scott expanding that success around
the world.”
Thomsen came to Guardian in 1999
to establish the company’s Science and
Technology Center.
“Scott has a unique understanding of
Guardian’s product, marketing and
business development opportunities
around the world,” said Ebeid.“He is the
right person to take on the challenges
and opportunities that face our global
glass operations.”
Ebeid, who has been with Guardian
since 1970, is well-known and well-respected in the glass industry.
“There is a book called ‘The Legend
of Guardian Industries’ and Russ is
truly one of those, [a legend] in the
glass industry—known throughout the
industry and around the world,” says
Earnest Thompson, Guardian marketing and brand management.
Ebeid will make an industry farewell
address during Glass Performance Days
in Tampere, Finland, June 17-20, 2011.

Quanex Announces
Management Changes
Houston-based Quanex Building
Products has announced several management changes in its Engineered
Products Group (EPG) as a result of its
acquisition of Edgetech on April 1 (see
January/February 2011 USGlass, page 6).
August (Gus) J. Coppola will assume
the role of senior vice president, corporate development, reporting to David D.
Petratis, chairman and chief executive
officer of Quanex Building Products.
Coppola is now responsible for managing the company’s acquisition process, its
solar adhesives and aftermarket businesses. Coppola was formerly senior vice
president, Quanex Building Products, rewww.usglassmag.com
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sponsible for launching
Project Nexus, a company
initiative that successfully
brought together the sales
and marketing teams of
EPG’s three disparate fenbusinesses:
August (Gus) estration
Mikron,
Truseal
and
J. Coppola
Homeshield. Prior to that,
he was president of
Truseal Technologies.
Michael B. Hovan,
who previously served as
president of Edgetech, will
assume the role of senior
Michael B. vice president, sales and
marketing, EPG, responHovan
sible for EPG’s national
and regional sales initiatives as well as overseeing
Edgetech’s international
operations and global
sales. Hovan will report to
Petratis.
George L. Wilson will
George L.
assume
the role of genWilson
eral manager of Edgetech. Wilson will
report to Petratis and is
now responsible for Edgetech’s U.S. operations.
Wilson was with Lauren
International for two
Dylan Seats years and held senior
positions in human resources and operations.
Edgetech also announced the appointment of Dylan Seats to
quality engineer. Seats
has more than five years
of experience in related
Ken
roles at LuK LLC and
Wayman
Nissin Brake.
Ken Wayman has
been promoted to R&D
technical specialist. Wayman has been employed
by the company since
2000, having most reIbrahim Issa cently served as a technical service representative.
www.usglassmag.com
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Easy Exits.
Perfect Closure.
Your “One Stop Source” for ASSA ABLOY,
Access Hardware Supply is one of the largest
stocking distributors of Adams Rite, Sargent
and Rixson exit devices and floor closers.
Floor closers provide the best mechanical means of controlling
a door. The weight of the door is supported entirely by the bottom
arm, which is directly connected to the floor closer spindle.
Rixson floor closers are fully concealed to maintain the aesthetic
design of the opening. Exit devices by Adams Rite and Sargent
all feature strong, durable construction that high levels of traffic
demand. They also have the looks and options that architects
and designers prefer.
Call us at 800.348.2263 or visit www.accesshardware.com for
more information, and be sure to check out Bill’s Blog to see
what is new and exciting at Access.

ACCESS HARDWARE SUPPLY 14359 Catalina St., San Leandro, CA 94577
Phone: (800)t'BY(800)t www.accesshardware.com

The company also has promoted
Ibrahim Issa, to regional sales manager, Middle East. His office is in Beirut,
Lebanon.

new hires

Wheaton Sprague
Hires Herchek as
Project Manager

The building envelope engineering and
consulting firm of Wheaton Sprague Engineering Inc. in Stow, Ohio, has hired
Chris Herchek as project manager. In this
new role, Herchek will provide client man-

agement, technical direction and responsibility for
work products on curtainwall projects. He will be
responsible for managing
the interface between
client and team, and pro- Chris
viding project oversight. Herchek
Herchek has held project manager roles with MK Architectural,
Harmon Inc., Architectural Wall Systems
and PPG.
continued on page 52
May 2011 | USGlass, Metal & Glazing
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NewsMakers
continued

AMinuteWith …

Lisa Huntsman

Lisa Huntsman was named president
of Lauren Manufacturing in 2007, and
is responsible for the direction and
growth of the company’s operations in
New Philadelphia, Ohio. She began her
career at Lauren as a chemist, working
her way up over 14 years to technical director, then business unit leader and,
lastly, as vice president of operations.
She recently spoke with USGlass about
recent changes at the company, and
her advice for young colleagues.
USG: Among the year’s big announcements was Lauren’s sale of its
Edgetech business to Quanex (see
January/February 2011 USGlass,
page 6). What does this mean for Lauren Manufacturing?
LH: Because Edgetech was part of
our parent company Lauren International, we had a lot of synergies. The
good news is, with Quanex we still have
a great relationship. Lauren does not
have a competing product line to
Quanex/Edgetech, so there are definitely synergies that we can leverage
moving forward. We still have a very
open relationship and very strong communications between both companies.
USG: Does this sale give Lauren
room to take on a new business, or are
you focusing on core businesses now?
LH: Lauren International has always
been very forward-looking, and anytime
we see opportunities for business we
like to have new start-ups and acquisitions. I don’t think any of that has really
changed. I think it was a great opportunity for Edgetech, and if it hadn’t been
[a great opportunity], it wouldn’t have
happened. Timing was everything. But,
yes, this allows us to continue to do
what we do … we’re always growing
Lauren Manufacturing and our start-up
sister companies, and we’ll continue to
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President of Lauren Manufacuring

look forward on what other things are
out in the marketplace.
USG: Lauren International covers a
number of diverse areas; what are
some products that the company offers
that might surprise our readers?
LH: Our iDea™ seal technology … really started off into in the door and window market marketplace because we
saw a need. Actually that spurred off
into the other business that we serve
here at Lauren. I think the one thing
about Lauren Manufacturing is that we
are very diversified in terms of the industries we serve, door and window
being among them, of course.
We’ve always been very proud that
Lauren has always birthed new companies. Edgetech came out of Lauren
because we have the ability to see
such a wide variety of industries and
emerging opportunities, as happened
with Edgetech …
USG: What do you think is the best
development in the glass industry in
the last five years?
LH: From the standpoint of Lauren, I
think that is being able to provide engineered design seals for door and window clients that are having seal
failures. We can help with our design,
and our application engineering, which
is how iDea seal came out …
USG: Where do you see the glass industry heading in next five years?
LH: I know from a green aspect certainly that’s going to be on the focus …
Materials are always a very important
part of this industry, and I think that we
can revolutionize it to not just have cost
competitive [improvements], but I think
improve performance…
USG: What is your biggest professional pet peeve?
LH: I think with Lauren, and I know with

Edgetech, you’re really trying to build relationships … Some of the values that
you’re bringing are services and your resources to help your client, and sometimes that does come at a cost premium,
but in the big picture it’s well worth it. I
think [it’s important] really trying to understand who through their actions really
walks the walk as a supplier-partner, versus being just a vendor.
That would be representative of all
industries. You see an opportunity, you
go above and beyond, because you understand that it’s not just a commodity
that you’re trying to provide. You’re trying to provide service—quick lead
times, turnarounds, engineering support, things like that—and so when you
invest resources into that, to find that
you’re just going to get put out to bid,
it’s very disheartening.
USG: You started out at Lauren as a
chemist. What did you originally want to
be when you grew up?
LH: I when to school at Eastern
Michigan University in the 1980s and
they had one of the few programs in
polymer science. I came to Lauren
back in ’87 as a chemist, … [but] I had
a little more of a sales personality.
When you’re young and you’re starting a career you don’t really know
what else is out there for you. I guess
the knowledge I’d pass on to our
young professionals is: you know
what, you don’t know yet.
Other things will
pique your interest
as you get into
business and in
areas where you
thought ‘wow I
never thought I’d
go here.’ That’s what
happened to me. ■
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

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

DearUSG

"
"

A Clarification and Explanation

■
■
■
■
■
■

+ $"& & (
%%
+ "!&$"
! ")%
# &
% %& !&
+
&+
& "!
!
& $ %
+ $"& & "! $" ' &%
! !
& "!
$ #+
! ##
& "!%

%%

"

$
"'$ *
!!! "

Glass TEXpo™ 2012
April 12-13, 2012
El Tropicano Holiday Inn Riverwalk
San Antonio, TX

The More Things Change

CLUs
Availab

le

Plan
Now!

Co-sponsored by WINDOW FILM,
USGlass and DWM magazines.
For more information visit
www.usglassmag.com/texpo or call 540/720-5584
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Dear USGlass:
seele is delighted to be able to
take part in sharing our hopes
and concerns for 2011 in the “Annual Big Book of Lists” (see
March 2011 USGlass, page 30).
Unfortunately, our comment
about our worries regarding
“lack of financing” was really a
shorthanded
way
of
saying that “lack of funding
for projects has reduced the
number of relevant projects
on the market.” seele is in a strong financial position and has the highest rating with financial institutions worldwide.In fact, seele has expanded its operation in the
U.S. to increase its presence with projects that require innovation, technical expertise and the highest quality standards.We
will continue to push limits and set standards in our trade.
Sincerely,
Attila Arian
president, seele Inc.
New York
Dear USGlass:
I’ve been in the glass and mirror
business for more than 31 years and
the more things change, the more
things stay the same.
I have read your magazine for
years—first the cover, and then
Mr. Hill’s true to life comments on
the back inside cover.
Mr. Hill’s words of wisdom are
always priceless (i.e. confusing).
If there hadn’t been a great
need for Mr. Hill in the glass business, he would
have made the consummate politician.
USGlass and Mr. Hill … keep up the great work.
With kindest regards,
James W. Stokes, II
regional sales manager, Virginia Mirror Co. Inc.
Martinsville, Va.

Something on your mind? Let us know!
Send your letter to the editor at
mheadley@glass.com, subject: Dear USGlass.
www.usglassmag.com
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[datebook]

Up&Coming
NORTH AMERICAN EVENTS
June 5-8, 2011

AAMA Summer Meeting
Sponsored by the American
Architectural Manufacturers
Association (AAMA).
Hyatt Regency.
Minneapolis.
Contact: AAMA at 847/303-5664.

June 23, 2011

GANA Solar Glass Workshop
Sponsored by the
Glass Association of North
America (GANA) and ASTM
International Committee E44.
Marriott Baltimore.
Baltimore.
Contact: Urmilla Sowell
at 772/223-1527.

September 12-14, 2011

GlassBuild America
Organized by the National Glass
Association, GANA, AAMA, the
Insulating Glass Manufacturers
Alliance and the Bath Enclosure
Manufacturers Alliance.
Georgia World Congress Center.
Atlanta.
Contact: Show organizers
at 866/342-5642.

September 14-16, 2011

Construct Show
Sponsored by the Construction
Specifications Institute.
McCormick Place.
Chicago.
Contact: Show organizers
at 972/536-6429.

September 15-17, 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.

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 NGA
and the National Windshield
Repair Association.
Memphis Marriott downtown
and Memphis Cook
Convention Center.
Memphis, Tenn.
Contact: AGRR magazine
at 540/720-5584.
www.usglassmag.com

September 25-28, 2011
AAMA Fall Conference
Sponsored by AAMA.
JW Marriott desert Springs.
Palm Springs, Calif.
Contact: AAMA
at 847/303-5664.

October 5-7, 2011

GreenBuild 2011
Sponsored by the U.S. Green
Building Council (USGBC).
Metro Toronto
Convention Centre.
Toronto.
Contact: USGBC
at 800/795-1747.

October 17-20, 2011
GANA Fall Conference
Sponsored by GANA.
Crowne Plaza Kansas
City downtown.
Kansas City, Mo.
Contact: GANA
at 785/271-0208.

November 15-17, 2011
Win-door North America
Sponsored by the
Canadian Window and
door Manufacturers
Association (CWdMA).
Metro Toronto
Convention Center.
Toronto.
Contact: Show organizers
at 800/282-0003.

April 12-13, 2012

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

INTERNATIONAL EVENTS
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. ■
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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

Block

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

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 H1J 1L5 Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
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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
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

technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
Phone: 800/426-0279
Fax: 800/451-9857
www.tgpamerica.com
sales@fireglass.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

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

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.
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

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
technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
Phone: 800/426-0279
Fax: 800/451-9857
www.tgpamerica.com
sales@fireglass.com
www.usglassmag.com
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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
Technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
Phone: 800/426-0279
Fax: 800/451-9857
www.tgpamerica.com
sales@fireglass.com

Laminated

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

Laminated,
Glass-Polycarbonate

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

Pattern Glass

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

Tempered

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

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

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

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

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

Technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
Phone: 800/426-0279
Fax: 800/451-9857
www.tgpamerica.com
sales@fireglass.com
www.usglassmag.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.

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
Screenprinted Glass

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

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

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
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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

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

Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC H1J 1L5 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

Closers

DECORATIVE GLASS
Glass Flooring

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

CURTAINWALL
Curtainwall, General

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

Fire-Rated
Framing Systems

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

DECORATIVE GLASS
Decorative Glass, General

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

introducing...

MirrorUnique

™

antique mirror glass

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

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

Jockimo

TM

Advanced Architectural Products

www.Jockimo.com

DOORS
Bullet Resistant

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

USGlass, Metal & Glazing | May 2011

Technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
Phone: 800/426-0279
Fax: 800/451-9857
www.tgpamerica.com
sales@fireglass.com
General Door Hardware

Akron Hardware
1100 Killian Road
Akron, OH 44312
Phone: 800/321-9602
Fax: 800/328-6070

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

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
www.usglassmag.com
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Packaging

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

Muntin Bars

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

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

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
INSULATING
GLASS MACHINERY
AND EQUIPMENT

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

Production Lines

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

Erdman Automation Corp.
1603 South 14th Street
Princeton, MN 55371
Phone: 763/389-9475
Fax: 763/389-9757
www.erdmanautomation.com

IGE Solutions Inc.
2875 Jupiter Park Dr., Ste. 100
Jupiter, FL 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
Mirror, General

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

Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC H1J 1L5 Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com

Antique Mirror

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

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

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

Skylights

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

SERVICES
Modeled Submissions

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
continued on page 60
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Point of Sale

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

SOLAR GLAZING
MACHINERY

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

StOREFRONt/
ENtRANCES
Storefront Material,
General

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

60

Pittco Architectural
Metals, Inc.
1530 Landmeier Rd.
Elk Grove Village, IL 60007
Phone: 800/992-7488
Fax: 847/593-9946
info@pittcometals.com
www.pittcometals.com

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

USGlass, Metal & Glazing | May 2011

Cleaning towels

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

Glass Restoration

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

WINDOW HARDWARE

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

Stiffeners

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

WINDOWS
Blast Resistant

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

Fire-Rated

technical Glass Products
8107 Bracken Place SE
Snoqualmie, WA 98065
Phone: 800/426-0279
Fax: 800/451-9857
www.tgpamerica.com
sales@fireglass.com

General tools & Supplies

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

www.usglassmag.com
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Businesses for Sale

Used Equipment

Glass Company For Sale

USED MACHINERY
BOUGHT & SOLD

Looking to retire. Beautiful location in
New Hampshire. 6,300 sq ft facility with
2 acres. Commercial/Residential, No
Auto. Sales range $1M - $2.3M. $1.1M
contracts for 2011 already. Property &
business sold together. $900k. Sorry, no
owner financing. Interested parties send
letter to USGlass, Drawer 5100, PO Box
569, Garrisonville, VA 22463, or send email to jmulligan@glass.com. Be sure to
reference Drawer 5100.

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

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

All Machines in Stock
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”, 48” Horizontal Washers
6 scrub, 6 drying brushes + hot air
8 Spindle Beveler. 2” bevels $ 38,000.00
9 spindle flat Edger/Miter $ 38,000.00
Shape edger/Beveler $ 14,500.00
Prices EXW Miami
www.jordonglass.com
Ph: 1-800-833-2159
E-mail: glass1usa@att.net

Employment/Help Wanted
Window Engineer
We are a leading provider of windows, doors, door actuation systems and ramps
and lifts for public transit vehicles. We have an immediate opening for an individual to work with our customers on new product applications along with handling design work and coordinating efforts with others. We are looking for a
BSME with 3 plus years experience in window design (Solidworks) and expertise in sealants, glass, aluminum extrusions and rubber. Position requires the ability to relate to a wide range of customers and address a wide variety of challenges.
Individual maybe home based either in the Chicagoland or the Los Angeles area.
We offer an excellent salary, outstanding benefits and the opportunity for professional and personal growth. Send resume and salary history in complete confidence to Dennis Huebner at dhuebner@wabtec.com. Visit our web sites at
www.vapordoors.com and www.riconcorp.com.
An Equal Opportunity Employer m/f/d/v

Classifieds go online
every day!
To view listings, visit:
www.glass.com/classified.php
To place your listing, please
contact Janeen Mulligan at
540/720-5584, ext. 112,
or e-mail jmulligan@glass.com.
www.usglassmag.com

Manufacturer’s Reps
Thermal Windows, Inc. is a leading
manufacturer of architectural windows, sliding glass doors and terrace
doors. We are looking for established
independent sales representatives. Exclusive territories available. Email your
resume to info@thermalwindows.com.
Company information is available at
www.thermalwindows.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.

Industry Services
Bieber Consulting
Group, LLC
is a group of retired glass industry
executives with the ability to solve
your problems, grow your business
and add to your revenue stream. With
over 40 years of expertise managing
sales and profits, we know cost reduction, sales & marketing, finance, glass
fabrication, safety, purchasing, labor
relations and more. To explore how we
can be of benefit to you, call Paul
Bieber at 603/242-3521 or e-mail
paulbaseball@msn.com.

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.

Save Up to 50% on
Shop Drawings
Storefronts, curtain walls, windows, panels, all glass entrances, feature walls, etc.
Email reidraftingdesign@gmail.com for
a quote. 1-2 week lead time.

Wanted to Buy
Used Equipment Wanted
All types of aluminum machinery;
Samson DC 10 milling machine, glass
washers, rooters, end mills, punch
presses. Email thermoroll@aol.com
May 2011 | USGlass, Metal & Glazing
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Green
Design Seeking Green Glass
Awards Project Nominations

USGlass magazine™ is holding its Green Design Awards once again, and we need your help. We are currently accepting
nominations of projects completed within the last year, that feature glass in a manner that promotes energy efficiency,
sustainability or other characteristics that can be considered “green.”
Nominations are due by June 6. The winners will be profiled in the August 2011 USGlass. Questions? Contact Megan
Headley at mheadley@glass.com or 540/720-5584 x 114.
Project Name: _________________________________________________________________________________________
Location: _____________________________________________________________________________________________
Architect: _____________________________________________________________________________________________
Glazing contractor: _____________________________________________________________________________________
Glass products used in project (brand or supplier): ___________________________________________________________
______________________________________________________________________________________________________
______________________________________________________________________________________________________
How does glass help contribute to the project’s overall greenness? ______________________________________________
______________________________________________________________________________________________________
______________________________________________________________________________________________________
______________________________________________________________________________________________________
______________________________________________________________________________________________________
______________________________________________________________________________________________________
______________________________________________________________________________________________________
Nominations are due by June 6. Please complete form and fax to 540/720-5687, Attn: USGlass, or e-mail to Megan
Headley at mheadley@glass.com, Subject: Green Design Awards. Finalists will be contacted for additional information.
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[advertising index]
Page

Company

Phone

Fax

Web Address

51

Access Hardware Supply

800/348-2263

800/435-8233

www.accesshardware.com

7

Arch Aluminum & Glass

866/629-2724

954/724-9293

www.archaluminum.com

6

Bohle America Inc.

877/678-2021

704/247-8240

www.bohle-america.com

55

California Glass Bending

800/223-6594

310/549-5398

www.calglassbending.com

13

Cardinal CG

952/935-1722

952/935-5538

www.cardinalcorp.com

22

Dlubak Corp.

800/800-2977

724/459-0866

www.dlubakglass.com

23

Edgetech IG Inc.

800/233-4383

740/439-0121

www.edgetech360.com

19

EFCO Corp.

800/221-4169

416/581-0700

www.efcocorp.com

27

Erdman Automation

763/389-9475

763/389-9757

www.erdmanautomation.com

Glass Association of North America

785/271-0208

785/271-0166

www.glasswebsite.com

54

Glass Expos

540/720-5584

540/720-5687

www.usglassmag.com/texpo

31

Glassopolis

800/262-9600

800/872-9601

www.glassopolis.com

65

Glasswerks L.A. Inc.

888/789-7810

888/789-7820

www.glasswerks.com

11

GlasWeld

800/321-2597

541/388-1157

www.glasweld.com

3

Guardian Industries

866/482-7374

248/340-2111

www.sunguardglass.com

18

JLM Wholesale

800/522-2940

248/628-6733

www.jlmwholesale.com

32

MyGlassTruck.com

800/254-3643

856/863-6704

www.myglasstruck.com

Oldcastle BuildingEnvelopeTM

866/653-2278

770/497-3656

www.oldcastlebe.com

21

Pilkington

800/221-0444

419/247-4517

www.pilkington.com

66

PPG Industries Inc.

888/774-4332

412/826-2299

www.ppgideascapes.com

32

Precision Glass Bending

800/543-8796

800/543-8798

www.e-bentglass.com

55

Pulp Studio Inc.

310/815-4999

310/815-4990

www.switchlite.com

54

Ray-Bar Engineering

800/444-9727

800/444-0240

www.xrayglass.com

9

SCHOTT North America Inc.

502/657-4417

502/966/4976

www.schott.com

33

Soft Tech America

954/568-3198

954/563-6116

www.softtechnz.com

4-5

Technical Glass Products

800/426-0279

800/451-9857

www.fireglass.com

17

TRACO

800/837-7001

724/776-7014

www.traco.com

62

USGlass Magazine - Green Awards

540/720-5584

540/720-5687

www.usglassmag.com

C2

Viracon

800/533-0482

507/444-3021

www.viracon.com

1

Vitro America

800/238-6057

901/767-7111

www.vitroamerica.com

41

Western Window Systems

602/304-2905

602-323-6144

www.westernws.com

49

Zetian Systems

702/227-6038

702/227-8853

www.zetiansystems.com

47, 53, 61

14-15

For more information on these companies’ products, visit http://products.usglassmag.com
www.usglassmag.com
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YES … Yes I Did!!!
by Lyle R. Hill

I

answered it before it could finish its
third ring. Before I could complete
my usual salutation the gruff,
gravely voice of the late morning caller
interrupted me.
“Hill, is this you or not?”
I like talking to people—at least
most people. My life has been blessed
with a number of wonderful friendships in both personal and professional
ways and few people enjoy a meaningful conversation with a friend more
than I do. Unfortunately, not all conversations are with friends.
“Well Hill, are you there or not?” the
caller continued before I could utter my
first word of response. At this point, I
wasn’t sure if I should answer or not.After
all, if he really wasn’t sure if I was there,
maybe I could get away with simply not
being there. But the real problem with not
answering was that I knew this particular
caller would keep calling ... day and night
… until I did answer. You see, I had
already recognized the voice and this was
no ordinary caller. Feared by many and
disliked by most, the caller was none other
than Johnny “The Mooch” Rago.
“Yes, I’m here,” I finally answered.
“What do you want?”
“Well I just hung up from talking to
our old pal Jungle Jim Bruney and he
told me some crazy story about you retiring. I told him I had to hear this for
myself. Told him I wouldn’t believe it unless I heard it directly from you. Not that
you’re not old enough of course, but I always figured you for a guy who would
be found slumped over his desk by the
cleaning crew on some Friday night.”
A lifetime ago, Jungle Jim and The
Mooch were part of one of the most
feared street crews that ever operated
on Chicago’s west side. Jungle Jim, an
expert with explosives, was the brains
of the crew and The Mooch provided
the muscle. Our paths crossed when we
were teenagers … a story much too
long and involved to be told here …
and for some unexplainable reason, we
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have continued to stay in touch for all
these years. In a strange way, we are
each a little fascinated with the other…
“So did you retire, Hill?” he continued.
“Yes … yes I did. You know Mooch, I
worked full time for 46 years and more
than 40 of them were for the same outfit. So I think it was time to take a rest
then maybe move on to something new.”
“You know, Hill, you inspire me. I
think I’m going to retire too.”
“Mooch, you don’t have a job to retire
from.”
“So what? I like the sound of it. I
think I’m going to start telling people
I’m retired too.”
“Actually Mooch, now that I think
about it, there probably are a few people
who would love to hear that you have retired. They’d probably sleep better.”
“Listen Hill. Now that you’re retired
maybe we can start spending time together. You know, like retired guys do.
Meet at some restaurant on certain days
of the week and talk about old times
and stuff. What do you say?”
“I’ll think about it, but for now I’m
going to get caught up some things I’ve
put off for far too long and then, in a
month or two, I’ll make a decision on
what I may or may not want to do. I
don’t think I can completely shut down
but, at the same time, there are some
places I want to see and some people I
want to spend some time with so I have
plenty to do.”
“Had any interesting offers yet Hill?”
“A couple, but I’m not going to rush
into anything.”
“Like what, Hill?”
“Well, Bob Heider of Sealant Engineering wants to start a consulting
company with me.”
“Isn’t that the guy with the ‘Life is
Like a Coconut’ theory?”
“Yeah, that’s him.”
“What kind of a consulting business
would you guys operate?”
“We haven’t got that far yet.”
“Anything else look promising?”

“Apparently after it was mentioned in
USGNN.com™ that I was looking forward to spending some of my retirement
time cutting the lawn because I enjoy
that so much, I got offers from Tom Minnon of Tubelite, Beth Whitton of Precision Glass, John Linder of Calibre Door
and about 15 other people offering their
lawns for cutting if I ended up with free
time on my hands after cutting my own.”
“Did you get any other unusual calls,
Hill?”
“Well, I don’t know if I’d say they were
unusual although certainly some were
unexpected.”
“What do you mean?”
“For instance, I received a lot of nice
calls and e-mails … probably 50 or more
… from people who I regularly deal with
but it was particularly nice to get contacted by people I hadn’t heard from in
many years. For instance, Don Ude from
Arrowall sent me a very nice e-mail and I
think it’s been at least 20 years since Don
and I had last been in contact. Dan Pilcher
with Advance Glass invited me to lunch
and I think it’s been 15 years or more since
I’ve talked with him. Dan Naughton of
Lake Shore Glass was another long-time
contact who checked in with me. So those
kinds of contacts were particularly nice
because sometimes you think people forget you as the years go by.”
“You gonna keep writing those wacky
articles for USGlass?”
“They want me to and I said yes. You
know, I think my first article appeared in
1993 so I’d kinda like to make 20 years
with them if they’ll let me. But to be honest with you, I’m surprised that they’ve
put up with me for as long as they have.”
“You’re not the only one, Hill. So listen,
you’ll call me when you want to start
meeting for breakfast with me and Jungle
Jim.You know the place, it’s the restaurant
on Lake Street with no windows.”
“Sure, if and when that day comes, I’ll
give you a call, and in the meantime, let
me know if you hear of any lawns that
need cutting.” ■
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

<

>

Subscribe

Trip for Two to Honolulu for 5 Nights FREE!

3X 2X
EARN 3X* POINTS WHEN YOU PURCHASE 3/8” GLASS,1/2” GLASS,
COLORWERKS COLLECTIONS AND WARDROBE MIRRORS.
(3X 2 POINTS [6 POINTS] PER $100.00)
EARN 2X* POINTS WHEN YOU PURCHASE ANY OTHER PRODUCTS.
(2X 2 POINTS [4 POINTS] PER $100.00)
OFFER VALID FROM 04/01/2011 TO 07/31/2011.
TM

8600 Rheem Avenue
SouthGate, CA 90280
1.888.789.7810 www.glasswerks.com
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New Solarban R100 solar control, low-e glass.
A better glass for a better environment.
Clean lines. Clean look. Clean conscience. It’s a lot to expect from an ordinary piece of glass. Then
again, Solarban® R100 solar control, low-e glass is about as far from ordinary as you get – thanks to
a Solar Heat Gain Coefficient of .23 and a neutral-reflective appearance that lets your building put its
best face forward. And you’ll really be surprised by the extraordinary energy savings you can expect
with Solarban R100 glass. To get your copy of the white paper, go to ppgideascapes.com/SBr100.

Solarban, IdeaScapes, PPG and the PPG logo are trademarks owned by PPG Industries Ohio, 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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FinancialFlash

Apogee Reports Decline in
Architectural Revenues for ’11

I

n announcing its fiscal 2011 fullyear and fourth-quarter results,
Minneapolis-based Apogee Enterprises Inc. reported a 19-percent drop
in architectural segment revenues, as
well as an operating loss of $37.7 million compared to earnings of $31.6 million in the prior-year period.
For the fiscal year fourth quarter , architectural segment revenues were
$128 million, a 2-percent decline compared to the prior year. The company

also reported the segment saw an operating loss of $9.9 million compared to
a loss of $3.6 million last year. Apogee
says segment losses were driven by low
pricing, costs to implement productivity improvements and expenses related
to quality issues, all in the architectural
glass business. The statement adds that
the company’s installation business
performed well, as it completed projects
that had been awarded with higher
margins.

Late last year Apogee acquired 100
percent of the stock of Glassec Vidros
de Segurança Ltda., an architectural
glass fabricator in Brazil, for approximately $22 million. This acquisition
added $3.7 million to segment revenues, but had minimal impact on the
bottom line.
Apogee’s architectural segment’s backlog grew to $237.2 million, with an increase in order intake and inclusion of
$15 million in backlog from the Brazilian

Apogee Enterprises Inc. & Subsidiaries
Consolidated Condensed Statement of Income (Unaudited)
(Dollar amounts in thousands, except for per share amounts)

13 Weeks
13 Weeks
%
52 Weeks
52 Weeks
%
Ended 2/26/11 Ended 2/27/10 Change Ended 2/26/11 Ended 2/27/10 Change
Net sales
Cost of goods sold
Gross profit
Selling, general and
administrative expenses
Operating (loss) income
Interest income
Interest expense
Other (expense) income, net
(Loss) earnings from continuing
operations before income taxes
Income taxes
(Loss) earnings from
continuing operations
(Loss) earnings from
discontinued operations
Net (loss) earnings
Earnings per share - basic:
(Loss) earnings from
continuing operations
(Loss) earnings from
discontinued operations
Net (loss) earnings
Average common
shares outstanding

$147,897
124,677
23,220

$148,599
121,051
27,548

0%
3%
-16%

$582,777
499,657
83,120

$696,703
534,608
162,095

-16%
-7%
-49%

28,847

27,727

4%

104,092

116,665

-11%

(5,627)
227
279
(438)

(179)
240
145
93

N/M
-5%
92%
N/M

(20,972)
912
719
(54)

45,430
853
606
285

N/M
7%
19%
N/M

(6,117)

9

N/M

(20,833)

45,962

N/M

(2,752)

(273)

N/M

(6,676)

14,745

N/M

(3,365)

282

N/M

(14,157)

31,217

N/M

(1,045)

191

N/M

3,825

525

N/M

($4,410)

$473

N/M

($10,332)

$31,742

N/M

($0.12)

$0.01

N/M

($0.51)

$1.14

N/M

($0.04)

$0.01

N/M

$0.14

$0.02

N/M

($0.16)

$0.02

N/M

($0.37)

$1.16

N/M

27,698,684

27,417,434

1%

27,636,840

27,380,949

1%
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Glaston Reports
24.9 Million EUR Loss in 2010
acquisition; this compares to architectural segment backlog of $227.5 million
at the end of the prior-year period. The
level of projects awarded but not yet reflected in backlog declined approximately $30 million in the quarter to $50
million at the end of the fourth quarter,
but, the company notes, remains above
the historical level of projects awaiting
final contracts. The company expects
$200 million, or 84 percent, of the backlog to be delivered in fiscal 2012, and approximately $37 million in fiscal 2013.
Russ Huffer, chief executive officer of
Apogee, says Fiscal 2011 brought both
challenges and positives for Apogee.
“The commercial construction market
remained weak … impacting revenue,”
he says. “Low architectural glass prices
and low architectural segment capacity
utilization led to losses for Apogee.”
On a positive note, though, he adds
that “Apogee ended the fiscal year with
the highest quarterly revenue level for
the year as our architectural segment
revenue decline slowed and our architectural segment backlog grew for the
first time since it peaked at the end of
Fiscal 2008, signaling that our markets
may be stabilizing.”
Huffer also is optimistic about the
future.
“We believe we are finally seeing
hints of an upturn for our architectural
business, even though a stronger economy and more jobs are needed to bring
renewed life to our commercial construction,” he says.
He adds, “[we are] expecting the actions we have taken in our architectural
businesses, ranging from price increases
and productivity improvements to product selection changes, will result in improving results as Fiscal 2012 progresses.”

❙❙➤ www.apog.com

laston Corp. in Finland reported an operating loss of approximately $34
million USD (24.9 million EUR) as part of its 2010 preliminary financial
results. This compares to a loss of $75 million USD in 2009. Consolidated net sales for the year were $204 million USD compared to $207 million
USD in 2009. Net sales for the last quarter of 2010 were $53 million USD representing a loss of $24 million. This compares to $49 million USD for the same
quarter in 2009, which was also at a loss of $39 million USD.
In addition, Glaston reported that orders received from January to December
totaled $202 million USD, down compared to 2009, which saw orders of $207
million USD. Orders received in the fourth quarter of 2010 totaled $53 million
compared to $60 million USD in 2009.
While Glaston’s 2010 report showed improvements compared to last year,
the company made no further comment on its earnings. However, in its 2009
statement Arto Metsänen, chief executive officer, stated that “2009 was very difficult for Glaston due to the economic recession. Demand for glass processing
machines was at an exceptionally low level and net sales declined sharply.”
❙❙➤ www.glaston.fi ■

G

Condensed Income Statement
(millions USD)

Net Sales
Other Operating Income
Expenses
Share of
associates
and joint ventures’ result
Depreciation,
amortization
and
impairment
Operating
profit/loss
Financial
items, net
Result before
income taxes
Income taxes
Profit/loss for
the period

10-12/2010

10-12/2009

1-12/2010

1-12/2009

54.8

52.0

217.0

220.4

0.6

0.3

21.0

220.4

-68.2

-73.5

-232.7

-269.7

0.0

-0.7

0.6

-2.2

-12.5

-19.3

-21.0

-30.3

-25.5

-26.7

-36.1

-80.2

-1.5

-1.0

-10.0

-3.3

-28.3

-42.1

-46.2

-83.6

-0.3

3.2

-0.3

5.8

-27.3

-38.9

-46.4

-77.8

Attributable to
Owners of the
parent
Non-controlling
interest
Total

-27.1

-38.9

-46.3

-77.8

0.0

0.0

0.0

0.0

-27.3

-38.9

-46.4

-77.8
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GuestBook

Putting the “I” in BIM
And How to Make that “I” Mean “We”
by Stan Gibbons

H

ow many among us know the
true meaning of building information modeling (BIM)?
Sure, it’s popular to sling around these
initials. But, without the missing ingredient, this a tool, which allows
planners, designers, manufacturers,
contractors, glazing subcontractors
and owners to work from the same
object-related database, cannot live

up to its potential. And that ingredient is interoperability.
Building information modeling
covers geometry, spatial relationships,
light analysis, geographic information, quantities and properties of
building components (for example,
manufacturers’ details). BIM can be
used to demonstrate the entire building life cycle, including the processes

of construction and facility operation.
Quantities and shared properties of
materials can be extracted easily.
Scopes of work can be isolated and
defined. Systems, assemblies and sequences can be shown in a relative
scale with the entire facility or group
of facilities.
The advent of BIM, dating back to the
1970s, was to change forever the way of
construction as we know it. This
sounds attractive, but it’s not so simple.
For the advantages to be realized, the
concepts underlying this approach
must be understood—and embraced—by all involved. If anyone in
the loop is left out, for lack of access to
the tools or an inability to perceive the
benefits, BIM comes up short.
The old saying, “you’re as strong as
your weakest link,” holds true. Visual
design doesn’t build a skyscraper or a
store, people do. And for that to happen, pictures and models alone will
not produce efficiencies. The visuals
only sell the idea. With concepts sold
and all parties suitably inspired, ex-

Entelechy extrudes standard AutoCAD details
into Autodesk Inventor to generate digital
prototypes like these. The 4D intelligence in
these models, such as BIM-ready fabrication
data and a comprehensive bill of materials,
guides clients in the manufacturing process. This
can reduce data entry labor and errors while
accelerating the time from design to production.
© 2011 USGlass magazine. 540-720-5584 All rights reserved.
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Before You Begin BIM

pectations run high. But it is what
happens next that determines how
well the BIM concept and philosophies
will transform vision into reality.

WE ALL HAVE TO PLAY NICE
The “I” in BIM is the fulcrum. To
properly leverage the information in the
model it must be useful for all trades.
From the craftsman on the floor cutting
a piece of material to the person installing that piece, the model must
show the way. But is it possible to
achieve this usability across trades?
Architects and general contractors
in many cases are specifying that all
sub-trades use Autodesk’s Revit design software to drive and facilitate
the BIM process. But does the HVAC
contractor use the same tools as a
plumbing contractor? Or does the
electrical contractor rely on the same
equipment as a glazing contractor? Of
course not. Then why should the construction industry assume—or expect—that all trades will work with
identical software to produce their
products in digital formats?
This lack of interoperability is the
primary breakdown in this process—
the missing ingredient. Not allowing
the subcontractors to contribute using
the software preferred within their
professions reduces efficiencies and
adds an additional layer of cost to the
project—with little return on investment. Not embracing open standards
stands in contradiction to the
philosophies of BIM. It frustrates the
very advantage of using information
upstream and downstream in the
process. A major premise of the BIM
concept is to reduce cost overruns in
the field, RFIs, change orders and

Ready to step into the BIM world or virtual design construction? If you take
time to break down the letters of BIM to decide how the concept will work for
your organization, you will prevent enormous frustration and disappointment
when selecting software solutions.
Building. What role will your company take in a future project? Design, manufacturing, installation—or perhaps a combination? Too many companies have
focused on—and invested in—providing design concepts, thinking that’s the best
way to land a project. This approach, however, does not bolster the back end
work. Find modeling software that fits your field of work and expand from there.
Information. What type of information do you want to extract from a model?
This is the toughest question. Avoid unrealistic expectations of your software.
Garbage in, garbage out, as they say. Most software companies oversimplify
the use of their products. There is no easy button. The more information you expect from a software program or model, the more upfront work is needed to
get the results you want. The pay-off is a one-source model.
Modeling. Who will be doing the modeling? This is not an individual sport.
Team play is essential when deciding to incorporate this process into your company. Buying the software is easy; managing the software is the challenge.
Knowing who will be on the team, and that they are willing to play nice together,
is key to a successful transition.

There are other important considerations—

Equipment. Everything about modeling requires more. More file space,
more RAM, more graphics. Relying on your existing office equipment will only
bog you down later.
Support. Companies that sell general software and support do not understand your trade. Picking a company that will go beyond a phone conversation is a must. It is important to keep things moving forward in the beginning.
There will be a learning curve steep with frustration and your support team
must be available so that your investment does not stall. They should be an
extension of your company, especially in the beginning, so explain your expectations well.
Outsource. In the beginning it will feel like everything is moving at a snail’s
pace. To pick up the slack, outsource work to an expert in modeling or BIM projects. This not only will relieve backlog pressure, but you stand to learn some
things from an outsource company already in the mix.

other problems. This is tough to
achieve when manufacturers and
glazing contractors are not able to
work with their own software.

THE MISSING INGREDIENT
The answer lies in “open standards”
for file formats. How can we achieve
open standards across such a disparate collection of trades and professions? By using management
software such as Autodesk’s NavisWorks. This software suite allows
many different types of 3D modeling
formats to collaborate and includes
tools for collision detection. Subcontractors in their respective fields can
view the overall model, discuss the issues and create solutions within min-

utes. Single source modeling utilized
by everyone involved in a project is a
seductive incentive for participation.
Allowing trades to use their own
software for modeling will go a long
way to promote and accelerate the incorporation of BIM in the construction industry. All sides can
collaborate and share in a successful
outcome for the project—owners, architects, general contractors and subcontractors. Shared risk with shared
reward. Two years ago I sat in on a
BIM presentation in which the entire
audience was architects. At the conclusion I mingled a bit and when I
mentioned that our company pro-

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

duces drawings for the glazing industry, no one expressed interest.
None seemed curious about how the
new collaboration process works at
the sub-trade levels. Fast forward to
today and the mindset is changing.
Subcontractors and manufacturer
adoption of modeling software is essential to success of a BIM project.
In my opinion, all sectors desperately
now want to participate and grasp that
BIM is inevitable and close at hand.
With today’s tight budgets and the uncertainty of requirements on BIM specifications for projects, it is easy to see
why the hesitation to commit—and invest—is so strong. Think VHS vs. Betamax or DVD vs. Blu-ray. Still, open
standards will accelerate acceptance
and begin the swing to virtual design
construction (VDC)
As an end-user of digital prototyp-

ing, I personally experienced the shift an existing organization with relative
in thinking. It was the whole BIM ease. Getting the software is the easy
movement that drove me to 3D model- part. Managing the software is where
ing. The much higher levels of assured most give up the fight and shelve it. I
accuracy over what was on paper be- hear people say, “We couldn’t get it to
came a powerful motivator. The bene- work,” “There’s no support” and “The
fits of digital prototyping cannot be software doesn’t work for our industry.” I
realized until you take the plunge. I know it works because I’m using it. BIM
believe the advances realized by mov- is prime for a domestic future, so don’t
ing from pencil and paper on a draft- give up and allow this process to leave
ing board to 2D CAD will be dwarfed our shores. ■
by dramatic advances in efficiency
open standards will achieve. Bill of
materials (BOM), FEA stress and
S t a n G i b b o n s is the
thermal analysis, integration with
president of Entelechy Corp.,
3D cam software for CNC maa full-service consulting,
chines—just to name a few of the
modeling and drafting firm
benefits—will all be available
serving the glazing industry.
from a single source model.
Mr. Gibbons’ opinions are
Has my journey been expensive?
solely his own and not necessarily those
Yes. Has it been worth it? Yes. Digital
of this magazine.
prototyping can be integrated into

Subscribe to USGlass® for FREE: fax this to 630/482-3051
or subscribe online at www.glass.com/subcenter.php
I want to start/continue my FREE SUBSCRIPTION to USGlass magazine: ❏ YES

❏ NO

Name: ________________________________________________ Signature: _____________________________________________
Title:__________________________________________________ Date: _________________________________________________
Company: _____________________________________________ Address: ______________________________________________
Phone: ________________________________________________ City: __________________________________________________
Fax: __________________________________________________ State/Province: ___________________ Zip/Postal: ___________
E-mail: ________________________________________________ Country (if not USA): _____________________________________
I WOULD LIKE TO RECEIVE MY
1. Please check the ONE category that BEST describes the business
SUBSCRIPTION IN THE FORM OF:
activity of your company:
❏ PRINT ❏ DIGITAL
1100 ❏ Manufacturer
1000 ❏ Fabricator
MY BUSINESS IS ENGAGED IN THE
3000 ❏ Distributor/Wholesaler
2000 ❏ Contract Glazier/
GLASS, METAL AND/OR GLASS-METAL
PRODUCTS AND SERVICES FIELD.
Glazing Subcontractor
3100 ❏ Architect/Specifier
❏ YES ❏ NO
4000 ❏ Retailer/Dealer
5000 ❏ Services to the field
❏ Check here to also subscribe to the free, daily
6000 ❏ Other (please specify): ______________________________

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

USGlass e-newsletter, USGlass News Network (USGNN).

3. Please check ALL the types of work
your company performs:
C ❏ Commercial R ❏ Residential
A ❏ Automotive O ❏
Other
4. Classification by title (choose the best):
B ❏ Sales
A ❏ Manager
C ❏ Purchasing D ❏ Installer
E ❏ Other_______________________

5. Number of employees at this location:
6. What other publications do you receive:
B ❏ 5-9
C ❏ 10-19
A ❏ 1-4
B ❏ Glass Digest
A ❏ Glass Magazine C ❏ Neither
D ❏ 20-49 E ❏ 50-99 F ❏ 100+
7. Please check all the organizations that you are a member of: A ❏ AAMA B ❏ GANA C ❏ NGA D ❏ AGA E

❏

IGMA

Subscriptions are free to all qualified recipients. Digital edition is free worldwide. Addresses outside the U.S., requesting the print edition, please add $45
for postage fees. By subscribing and signing this form, I also agree to allow publisher to contact me via fax, e-mail and/or telephone in the future.

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

