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Technical Glass Products

:: Ergonomic design
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for heavy traffic.
Beautiful enough
to stop it.

Introducing our new designer series
deadlatch lever trim.
The 4600 series is the only architectural
grade lever trim designed to operate with
the Adams Rite 4300, 4500 and 4900 latches
as well as the Dual Force 2190 and 2290
interconnected locksets.
With 7 available finishes and 11 levers,
there’s finally a narrow stile door option that
everyone will want to get their hands on.
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Debra A. Levy
Extension 111 • deb@glass.com

Road Warriors

Editor

Extension 114 • mheadley@glass.com
Contributing Tara Taffera, vice president
Editors Extension 113 • ttaffera@glass.com

T

hanksgiving in the United States is just days away as I write this. We are in
the final stages of a unique Fall that brought a mix of early cold weather
and spectacular cacophony of colorful leaves.
This Fall has been especially busy on the travel front as well. Our staff has been
to Atlanta, Memphis, Toronto (twice), Nashville, Milan, Seattle and Las Vegas, all
since September 10. While each event has had its own distinct style, there were
some general show themes that emerged. Specifically:
1. People go to trade shows because they have the need for one another.
They need a read on the industry, on new products and new people that can only
be gained through live interaction. Every survey I have ever seen about trade show
attendance cites as one of the most important benefits “networking opportunities.” This is why shows may change but they won’t die.
2. See me, feel me, touch me? Not so much. More booths are showing video
clips, hooking up via the Internet or offering pre- and post-show visits to their
plants. This type of hybrid show-and-tell is no longer seen as a disadvantage.
3. Whether homey or high velocity, each show has its own rhythm. Every
group is unique, yet all of these groups look forward to their annual trade event.
4. There’s always something new. I saw
my personal favorite at one convention where
the exhibitors literally carried the web on their
backs in the form of embroidered QR tags.
5. Travel is torturous. Since I am on the
road a fair bit, I tend to ask the same question
to the many airline employees I meet. I ask it
because I have a hard time believing that the people in charge of the airlines would
actually mandate the type of customer experience it has become if they truly knew
how awful it was. My question is always the same: “Do you think the guy who runs
this airline ever actual flies it?”
Here are just a few of the answers I’ve received:
“Not in a million years” … “Maybe. But only on great weather days in first class
with three assistants on non-stops without luggage … Then he can go on TV and
say what a great experience it was” … “No earthly way” … “I don’t know if he
does or not, but I do know he doesn’t listen to us” (from a flight attendant)… “He
says he does but no one’s ever seen him” … “No, he wouldn’t fit in these seats.”
***
Unless you are in the cash-for-gold business, 2011 has probably been a tough
year. But here we are in November and you are still here. That is a victory especially
in these tough times. In many and perverse ways, the economic conditions have
made the survivors stronger and better at what they do. So it’s against that backdrop that I’d like to share some of the things for which I am thankful:
1. For God. Not much I can say here that won’t sound woefully inadequate.
2. For my family. Especially my Mom who has had a very tough year and is the
strongest and most tenacious person I know.
3. For my office family. You know them too. They are wonderful people and
it’s an honor to work with them and to watch them grow professionally and personally. They help me grow every day.
4. For our customers. We appreciate you so. Our goal is to do the best job for
you possible in the world.
5. For our readers. In the end, everything we do is for our readers. It is an honor
to work for you.
Thanks, Deb
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All great homes start with a grain of sand.
That’s how great homes with great windows begin. From the melting of sand to create float glass to the final
assembly of IG units, Cardinal is a fully integrated glass company. That gives us total control from start to finish,
so you can count on Cardinal quality. Choose from our highly energy-efficient Loå2® and Loå3® IG units, units with
the lowest failure rate in the industry. Incorporate SeaStorm® hurricane-resistant glass for windows used in high
wind-speed areas. Protect your windows in transit and on the job site with Preserve® film. Finally, help homeowners’ windows stay clean longer with Neat® naturally clean glass. For more information, visit cardinalcorp.com.
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GuestBook

Foreign Competition in Check?
Lower Costs May Not Necessarily Spell an Advantage
by Michael Collins

T

% of 2002 value

here is meaningful evidence that manufacturing facilities.
TRACKING IMPORTS
All of this evidence is positive and bodes
lower cost overseas manufacturing
To that end, my company has commay not maintain a permanent ad- well for United States-based manufactur- pleted a detailed analysis of the status of
vantage over U.S. production of various ers in the future. However, until we witness foreign competition in a related industry,
products. For example, in response to ris- the reversal of the current ability of over- the door and window industry. Door and
ing costs along the Chinese coast,
window imports grew steadily
companies are downsizing and/or
from 2002 to 2007 at a compound
Figure 1: Window & Door Import Growth
moving plants hundreds of miles
annual growth rate (CAGR) of
inland in order to maintain their
10.6 percent. However, the decline
500%
cost advantage. In early 2011,
in the U.S. door and window seg450%
China raised minimum wages by
ment since 2007 also is reflected in
400%
as much as 21 percent in certain
a sharp drop in imports since that
350%
areas as a result of overall price intime. From 2007 to 2010, imports
300%
flation. The Economist recently redecreased by roughly 46 percent.
250%
ported that the wages of Chinese
As may be seen in Figure 1, total
200%
factory workers increased nearly
imports in this segment in 2010
150%
70 percent between 2005 and
were roughly $1.03 billion. This is
100%
2010. Hal Sirkin of the Boston
more than $100 million lower
50%
Consulting Groups predicts that
than they were in 2002.
0%
2002 2003 2004 2005 2006 2007 2008 2009 2010
“sometime around 2015, manuThe primary factor limiting
Canada
China/Taiwan
Mexico
Brazil
facturers will be indifferent bethe growth of foreign door and
tween locating in America or
window imports is the current
Figure 2: Door & Window Imports (2009 & 2010)
China for production for conslowness of many sectors of the
sumption in America.”
U.S. fenestration market. The im2009
2010
port of aluminum windows, in
Value of
% of
% of
particular, has slowed because of
PLUSES FOR U.S.
Value of Imports
Imports
Total
Total
a duty on imported Chinese aluMANUFACTURING
Canada $ 572,048,734
46.3%
$ 454,709, 807
44.1%
minum profiles. This duty was
This tipping of the scales will be
China/
imposed by the U.S. Department
aided by gains in U.S. worker pro$ 206,560,118
18.2%
$ 220,507,857
21.4%
Taiwan
of Commerce in March 2011 in
ductivity, rising wage and materiMexico
$ 126,171,239
11.1%
$ 98,019,643
9.5%
response to charges that Chinese
als costs in China and a continued
Brazil
$ 57,426,918
5.0%
$ 64,660,979
6.3%
manufacturers were dumping
appreciation of the Chinese curAll Other
aluminum extrusions in the U.S.
rency against the U.S. dollar. Nu$ 220,537,709
19.4%
$ 192,057,643
18.6%
Countries
market. (Dumping is the practice
merous manufacturers, including
Total
$1,137,744,718 100.0%
$1,029,955,929 100.0%
of selling a product for less than
Caterpillar, National Cash Register
its fair value in a given market,
(NCR) and Coleman, already have Source: www.usatradeonline.gov, Foreign Trade Division of the
making it impossible for domesbrought the manufacturing of imU.S. Census Bureau.
tic producers to compete.)
portant products back to the
Figure 2 illustrates the growth
United States.
No one is predicting a stampede of seas manufacturers to produce less ex- rate of imports from the top four coungoods
than
domestic tries of origin for doors and windows immanufacturers back to this country. How- pensive
ever, this balancing of costs will likely slow manufacturers, it is critical to continue to ported into the United States. Canada, not
the flight of future manufacturers to Asia monitor the inroads into this market made
and prevent the closure of numerous U.S. by foreign manufacturers.
continued on page 10
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GuestBook
continued

China,currently is the largest importer of
doors and windows into this country.
However, the annual growth rate of Chinese sales far exceeds that of the other
top importers, at roughly 15.5 percent
between 2002 and 2010. This CAGR is
down significantly versus the 29.1 percent annual growth rate in Chinese imports reported in our 2009 analysis of
foreign competition in the door and window industry, which covered the period
between 2002 and 2008. If imports from
all four countries continue at the same
rate as they have in the past, Chinese exports of doors and windows to the
United States would, by 2014, exceed
those of Canada. Given the decline in
Canadian and Mexican imports in 2009
and 2010, versus Chinese imports, it appears these two countries lost market
share to China and Brazil.

10

In 2010, Canada exported $454 million
worth of doors and windows to the
United States, with wood being the most
common material. As a result of Canadian door and window imports continuing to decline in 2010, Canada’s
percentage of total U.S. door and window
imports decreased. As a group, the top
four importers (Canada, China/Taiwan,
Mexico and Brazil) gained another 0.8
percent of additional market share of
total door and window imports, indicating that market share of secondary suppliers declined slightly as well.
If a trend emerges over the next
several years of manufacturer indifference between producing in
the United States versus Asia, future
analyses of door and window import data will confirm that trend.
Until then, United States-based

USGlass, Metal & Glazing | November 2011

manufacturers should implement lean
manufacturing, focus on product and
material innovation, enhance their ability to fulfill highly customized requests
in a short period of time, and take similar steps to leverage their proximity to
customers. Taking steps like these will
make manufacturers tough to beat in the
market, whether they face domestic or
foreign competitors.
This article is reprinted from Door and
Window Manufacturer (DWM) Magazine
(www.dwmmag.com). ■
M i c h a e l C o l l i n s is a
Chicago-based investment
banker with a specialized
merger and acquisition
practice in the door and
window industry.
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this envelope
minimized conflicts
True collaboration delivered. Lots of manufacturers promise

an integrated solution. Yet when it gets to the first meeting, they all
but introduce themselves to members of their own team. For more
than a decade, we have created fully-integrated building envelope
systems. That is why leading architects like Michael Flynn—
Partner, Pei Cobb Freed & Partners, and renowned expert

Call 866-OLDCASTLE (653-2278) to discuss your next

Say goodbye to coordinating and
managing five different suppliers
for the building envelope. We
engineer, manufacture, manage
and supply the glass, window,
curtain wall, skylight and storefront
systems—all from one source. That
means, one set of documents, one point
of contact—all on one master schedule.

building envelope project, or visit us online at oldcastlebe.com.

Origami by Robert Lang.

on building envelope technologies—rely on us. “Oldcastle
partnered with us to engineer and manufacture the building
envelope for 1000 Connecticut Ave.,” said Michael Flynn.
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Powered by USGlass

NEWS NETWORK

visit www.usgnn.com™ for news every day

IGMA to Focus on Emerging Technology,
Innovation in New Committee

T

he Insulating Glass Manufacturers Alliance (IGMA) formed a
new committee at its Summer
Technical Conference in August: the
Emerging Technology & Innovation
(ETI) Committee. The board of directors approved the creation of the committee to develop guidelines,
specifications and testing standards for
future technologies of the insulating
glass industry. Newly formed task
groups will partner with key government organizations and industry to advance the understanding, guidelines,
testing, certification and proper use of

14

innovative insulating glass technology.
The ETI committee, chaired by Helen
Sanders of SAGE Electrochromics and
co-chaired by Dave Cooper of Guardian
Industries Corp., president of IGMA,
will be the steering committee for
IGMA’s new research projects.
Among its activities, the new committee is rewriting the request for proposal (RFP) for gas permeability, says
Margaret Webb, IGMA executive director. It also will serve as a liaison with
the National Renewable Energy Laboratory on advanced fenestration testing
that the lab is conducting. Also on the

USGlass, Metal & Glazing | November 2011

association’s radar: the lab Mocon’s
Optech research project to validate gas
retention and measure krypton and
argon gases; vacuum insulating glazing;
and setting parameters for gas-filled
units for field correlation and gas life
cycle analysis.
IGMA currently is soliciting suggestions for additional task groups and
membership in its new committee.
Also during the technical conference,
the Glass Safety Awareness Council met
for the first time. IGMA’s next meeting
is scheduled for February 2012.
❙❙➤ www.igmaonline.org ■
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CompanyNews
Solutia to Acquire Southwall
Technologies for Approx. $113 Million

S

olutia is set to acquire glass and
film products company Southwall
Technologies for an “aggregate
equity purchase price of about $113 million” according to the company.
“This acquisition positions Solutia as
the world leader in advanced sputtering
technology, combining the industry’s
leading commercial expertise with nextgeneration innovation capabilities to pro-

vide advanced film solutions to the premium window film and electronics markets,” says Jeffry N. Quinn, chief executive
officer (CEO). “Our growth strategy remains focused on enhancing our portfolio through synergistic bolt-on
acquisitions that allow Solutia to better
serve high-growth markets and support
the success of our existing businesses.
This is just one component of our strat-

New SAF-West CA Facility
to Serve Asian Market

uber Street Properties’ (HSP) recent purchase of a facility for Southern
Aluminum Finishing (SAF)-West in Redding, Calif., will help SAF to serve
Asia in a more timely manner, says James McClatchey, vice president of
SAF. HSP is a closely related entity to SAF.
“As far as commercial construction is concerned, China is the strongest market,” McClatchey says. “The new location will make our delivery time faster to
Asia, as that market develops further.”
SAF-West serves Western U.S., Canada and Pacific Rim markets with architectural aluminum distribution, fabrication and finishing services.
HSP is owned by the four McClatchey brothers, says Penn McClatchey, vice
president of SAF. “It owns all the McClatchey properties. It’s a four-way partnership, and SAF is owned by three brothers. A North Valley bank foreclosed on
the Redding property and Huber bought it.”
The Redding facility currently doesn’t anodize, Penn McClatchey says. “It’s a
20,000-square-foot facility, and we distribute and have a sheet metal fabricating facility,” he says. “We will add an anodizing line and occupy an additional 50,000 square feet. We will also employ another 50 people in the next
few years.” The new line is expected to run next summer, and have a capacity
of 6 million pounds a year or 6 million square feet a year.
HSP also plans to upgrade the building to attract new tenants for the facilities
not operated by SAF. “Ideally we’ll find tenants that would be suppliers or customers,” Penn McClatchey says. “An example of an ideal tenant would be an extruder who can supply our extrusions. This could further improve our delivery
times, especially on large orders.”
“We want to be the fastest provider of every product that we market, and
want to be the technology leader in the industry,” James McClatchey says. “The
secret to our success is diversification across geography and market.”
❙❙➤ www.saf.com

H
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egy to put our strong cash flow to work
to create value for our shareholders.”
Solutia will gain Southwall’s XIR®
Technology, used in VKool films, and all
of the company’s manufacturing capabilities for window film production. Solutia also will now be offering a new
product where film is “encapsulated between Saflex® polyvinyl butyral interlayers to form a protective barrier in
laminated glass against the harmful effects of the sun.”
Solutia has announced that Southwall
stockholders will receive $13.60/share in
cash for all outstanding shares of Southwall common stock tendered in the offer.
“We look forward to realizing the potential of Southwall’s portfolio of energy
efficiency solutions as we combine our
innovation in sputtering technology with
Solutia’s commercial and market expertise,” says Dennis Capovilla, CEO of Southwall Technologies. “Together we will
focus on the delivery of next-generation
films to our customers that achieve unmatched levels of solar performance and
optical clarity.”

❙❙➤ www.solutia.com

Kawneer Working to
Repair Flood-Ravaged
Bloomsburg Plant
The Bloomsburg, Pa., manufacturing
facility of Norcross, Ga.-based Kawneer
Co., was among the victims of significant
flooding after Hurricane Irene barreled
up the East Coast, August 27-29.
In a letter to customers dated September 13, Bob Leyland, director of sales, declared force majeure and informed that
the plant had temporarily closed for repairs. The facility employs 400 people
and manufactures commercial windows
and storefronts, says Mike Belwood, director of media and corporate relations
www.usglassmag.com
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ATI Test Lab Acquires HTL
for Kawneer parent company Alcoa.
Shipments from the plant will be affected by the shut-down. “… At a minimum, the shipments scheduled for
September and October will be delayed,”
according to the letter.
“They are scheduling orders placed
now to be delivered in December,” says
Don Chapman, manager of United Plate
Glass in Sunbury, Pa. “Usually the turnaround time is no more than four weeks.”
“We are working very closely with our
customers and communicating regularly
with them about the situation,” says Belwood. “We’re in recovery mode.”
Kawneer and the Alcoa Foundation
awarded a $35,000 grant to the American
Red Cross chapter in Bloomsburg, Pa., to
aid local victims of the flooding.

❙❙➤ www.kawneer.com

PPG to Open Glass
Fabrication Plant
in Barrie, Ontario
PPG Industries’ flat glass business
has announced that it will begin operation in January 2012 of an 80,000square-foot plant in Barrie, Ontario,
that will provide 20 full-time jobs in
glass cutting, fabrication of insulating
glass units and distribution.
The new site replaces a facility near
Toronto in North York, Ontario.
“The Barrie plant will provide better
access to our customers and enable us to
operate more efficiently,” says Frank Caporiccio, general manager for PPG’s flat
glass trade products in Canada.
The plant will occupy part of the
300,000-square-foot former Bemis Manufacturing facility at 200 Fairview Road
in Barrie. The plant will begin operation
in January 2012.

❙❙➤ www.ppg.com
continued on page 18
www.usglassmag.com

ork, Pa.-based Architectural Testing Inc.’s (ATI) purchase of the assets
of Riviera Beach, Fla.-based Hurricane Test Laboratory (HTL) brings
all of HTL’s customer testing under one roof, says Vinu Abraham, former chief executive officer of HTL. Following the acquisition, Abraham now
serves as the vice president,
Southeast Region, for ATI.
The HTL board sold the assets of the company to ATI in
late September. ATI first approached HTL about purchasing its customer list and
equipment exactly two years
ago, says Henry Taylor, president of ATI. “Subsequently,
both companies began to realize the benefits of a merger,
and discussions were renewed
about six months ago.”
Through the transaction,
HTL now has access to more Vinu Abraham (left), former CEO of HTL,
test service capabilities and was named vice president of the Southeast
ATI’s strong technology base, Region of Architectural Testing. Abraham
Abraham says. “Prior to the is pictured with Rich Biscoe, vice president
merger we were primarily an of Architectural Testing.
air water structural and blast
facility,” he says. “ATI also does thermal, acoustic, forensic and field testing.
And HTL clients routinely have a need for some of those services. I’d say 50
percent of HTL clients already had a relationship with ATI.”
HTL has three facilities in Texas, Georgia and Florida, and ATI has 12 facilities across the country. The acquisition gives ATI a larger footprint in the
Florida market, Taylor says. “We also gain a new testing facility in the Atlanta area,” he says. “The addition of the Lubbock, Texas, area is particularly
valuable as an ‘arena blast facility’ that expands our blast testing outside
the laboratory environment.”
No major “defections” are expected due to the expanded nature of other
ATI services that can now be handled and administered through the HTL locations, Taylor says. “Nothing of any major consequence will be changed
for the HTL clients.”
In total, the 15 facilities employ about 300 employees, Abraham says.
“At the present time, the HTL staff will remain with ATI but with some
changes in responsibilities as a result of duplication,” Taylor says. “Functions such as marketing, accounting and some administrative services will
be consolidated in time as necessary. Likely we will be hiring employees to
develop a strong field testing service in these new markets and we will be
expanding the building sciences disciplines, particularly in building envelope commissioning.”

Y
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CompanyNews
continued

Trulite Glass &
Aluminum to Distribute
TGP Fire-Rated Product

Hartung Glass
Industries Acquires
Personal Touch Glass

Trulite Glass & Aluminum Solutions of Tamarac, Fla., has partnered
with Technical Glass Products (TGP)
of Snoqualmie, Wash., to distribute
the FireLite family of fire-rated glass
ceramic products throughout its distribution network. The new partnership is designed to provide quick
access to a broader range of fire-rated
glazing solutions.
“FireLite is one of the most recognized brands in fire-rated glass, and is
an important part of our comprehensive glazing offerings,” says Ben
Thomas, director of strategic marketing for Trulite. “We’re excited to work
with TGP to bring FireLite to more
markets across the U.S.”

Hartung Glass Industries in Seattle
has acquired Personal Touch Glass
(PTG), a Lodi, Calif., subsidiary of
Glasswerks L.A. Inc. Specializing in
fast lead times for commercial and
residential insulating glass units,
Personal Touch Glass will operate as
part of Hartung effective immediately. Terms of the transaction were
not disclosed.
“Since a majority of PTG’s products have less than a three-day lead
time, the addition of Personal Touch
Glass will complement our existing
lines and tremendously enhance our
ability to better serve the region,”
says Nick Sciola, Hartung president
and owner. “The addition of PTG is
very exciting as the company has a

❙❙➤ www.trulite.com
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highly experienced and talented inplace management team, skilled
workforce and an existing fleet of
trucks delivering to customers
throughout northern California and
Nevada.”
The Personal Touch acquisition,
Hartung’s third in 20 months, advances the company’s mission of
controlled growth and to increase its
presence on the West Coast.

❙❙➤ www.hartung-glass.com
briefly …
Sage Architectural Products LLC in
Austin, Texas, will serve the state’s
central and southern region as manufacturer’s representative for Tubelite
Inc. in Walker, Mich. Sage owners
Todd and Kim Joubert share nearly
30 years of industry experience … ■
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...A Well Kept Secret

(pronounced Caliber)

We believe actions speak louder than words. If you haven’t experienced our Calibre® Door Closers and
Architectural Door Hardware, take a moment to visit our website at www.calibredoorclosers.com.
Or contact us below to find out how you can experience top-rated customer service for your Door
Closer and Architectural Storefront Hardware needs.

Door Closers and Architectural Hardware to the Storefront OEM Industry
Featuring a complete line of Overhead Concealed Door Closers and
Valued Engineered Surface Applied Door Closers
A lot can be gained by flying under the radar, working hard, offering a good product, and
servicing customers well. At Calibre® we recognize that the quality, long-term relationships
we build with our customers are important elements for both our future and yours.
Calibre® is a company that promises to serve you well…now and moving into the future!

1481 North Main Street • Orange, California 92867-3403 • U.S.A. • Tel: 800/560-0012
www.calibredoorclosers.com • email: info@calibredoorclosers.com
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Codes Regulations
GGCA to Develop Architectural Glass
Repair and Scratch Removal Standard

O

fficials at the Global Glass Conservation Alliance (GGCA) in Washington, D.C., are working to create
an American National Standards Institute
(ANSI) standard for architectural glass repair and scratch removal.ANSI has publicized the call for members to join the new

committee, and notes that stakeholders include scratch removal practitioners,
scratch removal suppliers, building owners and managers.
Currently there is no standard in place
for the repair or removal of scratches to architectural glass.

San Francisco Mandates Use
of Bird-Safe Glazing
any glass installers are used to
coordinating with other trades
on the job—for example, working with electricians to install hardware
or active glazing—but now glass professionals working in San Francisco may
have one other party with which to coordinate: biologists.
That’s because the recommendation
of a qualified biologist would be required A new San Francisco law suggests
to waive an exception to the city’s new that buildings and windows are the
law, which mandates the use of its Stan- top killer of birds in North America.
dards for Bird-Safe Buildings.
“Over 30 years of research has documented that buildings and windows are
the top killer of wild birds in North America,” says the standard, which goes on to
describe how to prevent future such deaths. The standard defines bird-safe glazing as “fritting, netting, permanent stencils, frosted glass, exterior screens, physical grids placed on the exterior of glazing or UV patterns visible to birds. To qualify
as Bird-Safe Glazing Treatment vertical elements of window patterns should be at
least ¼-inch wide at a minimum spacing of 4 inches or horizontal elements at
least 1⁄8-inch wide at a maximum spacing of 2 inches.”
The law regulates two hazard types for new construction and replacement facades: location-related hazards and feature-related hazards.
The law went into effect November 7.
“We’ve had a very positive response from glass companies such as Arnold Glas
and Viracon,” says Erika Lovejoy, senior environmental planner with the San Francisco Planning Department. “They’ve both done testing on bird-safe treatments and
they have offered technical assistance to local designers on products they have
available. We anticipate working with them and other glass companies in the future
to compile a comprehensive list of treatment options.”

M
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There are many reasons behind the creation of this standard, says Kerry
Wanstrath, GGCA president.“Just to give a
few, first to preserve the integrity of the legitimate service provider of glass restoration. As with many new innovative ideas
or products, there are those that would degrade the service or technology by performing below the industry standard. A
standard can make sure people are not
taking shortcuts, or not taking proper
safety precautions. An example might be
not using proper safety precautions if a
work area is exposed to the public.A standard can elevate the level of work quality.”
Keith Beveridge, senior vice president of
NOVUS Glass in Savage, Minn., and chair
of the group’s other ANSI standard committee, adds to Wanstrath’s reasons. “A
standard would help define what glass repair and scratch removal really is, and
more specifically what it isn’t,” he says. “It
would help remove the hype and general
misinformation of what really happens
during the process, and would hopefully
show how best to measure success. Doing
this will add more legitimacy to the industry and help in the awareness that glass
can be repaired and scratches can be removed. Saving damaged glass from ending up in landfills, especially types that
cannot be easily recycled, should be important to everyone in the glass industry.”
“A call for volunteers involved in the industry with some level of expertise will
be made,” Wanstrath says. “Once a committee is formed, we will begin the development of a code of best practices
considering the various technologies
used within the industry. The committee
will meet throughout the year, until it is
ready to submit for public input. Then
public input will be addressed as the
standard will be sent to ANSI.”
Anybody who has an interest in archiwww.usglassmag.com
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tectural glass restoration with some level
of experience is welcome to join the committee, Wanstrath says.
“Participation from all sectors of the
industry—including end users, trade associations, regulatory bodies, manufacturers of equipment and glass, and
anyone who has a vested interest in the
outcome—would allow the standard
writing group to determine the shared
goals, set out the roadmap for the standard and, most importantly, pool scientific resources,” Beveridge says. He adds,
“Writing a standard is often about individual agendas and how you compromise

Zoom Fit
Search

your point of view to create an overall
stronger standard. Agreeing on compromises and creating a standard that is not
only fair, but one that can objectively
measure success is the hardest part, but it
is also the most important part.”
Most standards are voluntary, and this
one will be as well, Wanstrath says.“It is a
code of best practices, and if someone is
not interested in meeting that level of practice, then it is up to the market to determine their success or failure. That is how it
works,” he says.
Those who wish to be on the committee can contact Katie Hodge at
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The GGCA is looking for volunteers to
participate in developing a standard
for architectural glass repair and
scratch removal.

khodge@nwrassn.org.
GGCA also is the umbrella organization
that includes the National Windshield Repair Association.
❙❙➤ www.glassconservation.org ■

BriteGuard® Professional Surface Protection
For shower enclosures, glass doors, balustrades and windows and more - our "smart surface"
protection system combats soil adhesion, corrosion and scum build-up on glass surfaces.
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SolarWatch
Solar Decathlon Houses Feature PV,
BIPV and Energy-Efficient Windows

A

mong the 19 houses built as
part of the U.S. Department of
Energy’s Fifth Solar Decathlon,
held in September in Washington,
D.C., were several that made innovative use of energy-efficient glass. The
annual event challenges collegiate
teams to design, build and operate
solar-powered houses that are cost-effective, energy-efficient and attractive.
The University of Tennessee’s 740square-foot Living Light zero-energy
house featured 40 feet of glass along
the north and south faces, with 85
percent of its exterior envelope being
glass, said Amy Howard, project manager. “The north and south walls are
double-glass façades with the outer
pane being single pane, R1 with a
low-E coating, and the inner wall is
two layers of glass, two layers of Mylar
with argon fill,” she said. “That’s where
we have the insulating value.” The suspended film allows the entire wall system to be R10, she said.
AGC Flat Glass North America of
Alpharetta, Ga., supplied all the glass
in the house. Kawneer Co. of Norcross,
Ga., supplied the aluminum framing
system.
The solar panels on the house came
from Solyndra of Fremont, Calif. “The
flat orientation allows us to extend the
array as a shading device,” Howard
said. Each solar panel produces 182
watts per hours.
University of Calgary’s Technological Residence, Traditional Living
(TRTL) zero-energy house featured a
photovoltaic (PV) system that operates 93 percent of its optimal efficiency, said Mikhael Horvath,
mechanical lead. The total array of 32
solar panels, from Conergy of Germany, produce 8.7 kW. The house,

22

called “Turtle,” also featured tripleglazed windows from Innotech Windows and Doors of Abbotsford, B.C.
The windows have an R5-plus rating,
two low-E coatings, warm-edge spacers, argon fill and hybrid steel framing, said Al Jaugelis, technical director
of Innotech.

The PV system of University of
Calgary’s “Turtle” house operates at
93 percent of its optimal efficiency.

The Appalachian State University’s
zero-energy Solar Homestead featured a solar canopy that created an
outdoor living space, said Chelsea
Royall, a team member. “The bifacial
solar panels from Sanyo are integrated in the architecture, and produce 8.2 kW and 195 watts per panel,”
she said. The concentrating solar skylight supplies all the hot water used in
the home. All the windows in the
house were triple-glazed, R5, supplied
by Kolbe & Kolbe of Wausau, Wis., except for the Trombe wall window. The
Trombe window stores heat during
the day and releases during the night,
according to Royall.
Florida International University’s
perFORM[D]ance house used floorto-ceiling glass for exterior walls and
foldable doors from NanaWall of Mill
Valley, Calif., on three sides, said
Deana Sritalapat, a team member.
“The south walls are relatively solid

USGlass, Metal & Glazing | November 2011

because we didn’t want it overheated,”
she said. “The glass is impact-resistant
and provides the maximum amount
of natural lighting while oriented
north to provide a minimum level of
heat gain. The interior of the glass is
protected by operable shades and the
exterior of the glass is protected by an
operable louver system.” SunPower in
San Jose, Calif., supplied the solar
panels on the house.
New Zealand-based Victoria University of Wellington’s First Light
house was 20 percent glass. “All the
glass is triple-glazed, argon-filled and
tempered,” said team member Sophie
Prebble. Metro GlassTech of New
Zealand supplied the glass.

Florida International University’s
perFORM[D]ance house uses floor-toceiling glass.

The Tidewater Virginia team, comprising Old Dominion University and
Hampton University, built the Unit 6
Unplugged modular house that featured an outdoor porch with sliding
glass walls. The porch could be enclosed by closing the glass walls and
worked as a thermal collector. The
double-glazed windows in the south
face and the triple-glazed windows in
the north face were supplied by Gayko
of Germany, and the solar panels were
from Sanyo and Bosch. ■
www.usglassmag.com
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ContractGlazing
Steel Day Attracts Aspiring Glaziers
at Events Across the Country

A

pproximately 110 professionals
and students attended the annual Steel Day on September 23
at the Iron Workers Local 5 Union Hall
in Upper Marlboro, Md. The Ironworkers train people to install glass and curtainwall. Companies such as TSI
Exterior Wall Systems, Harmon Inc. and
Permasteelisa use graduates of the Iron
Worker apprenticeship program, says
Kenny Waugh, director of industry liaisons at the Ironworkers Management
Progressive Action Cooperative Trust
(IMPACT) and coordinator of the Steel
Day event.
Nationally, 8,500 architects, engineers, contractors and students were
expected to attend the 700 Steel Day

events across the United States and
Canada, Waugh says.
Steel Day is a hands-on, interactive
day of learning about the steel industry,
Waugh says.
The Local 5 trains people with high
school degrees to be ironworkers, says
David McNair, apprenticeship director.
The courses are college-credited, and
students graduate with 47 credits.“The
National Labor College accepts those
credits, and you could almost get a
bachelor’s degree,” he says. “Students
need to have a high school degree with
a C average to attend classes.”
The students don’t have to pay for
their courses, Waugh added.“We all give
certain cents per hour to run this,” he

Another Drop for
Architecture Billings Index
ollowing the first positive score in four months, the American Institute of
Architects’ (AIA) Architecture Billings Index (ABI) reversed direction again
in September. As an economic indicator of construction activity, the ABI
reflects the approximate nine to twelve month lag time between architecture
billings and construction spending. AIA reported the September ABI score was
46.9, following a score of 51.4 in August. This score reflects a sharp decrease
in demand for design services (any score above 50 indicates an increase in
billings). The new projects inquiry index was 54.3, down from a reading of 56.9
the previous month.
“It appears that the positive conditions seen last month were more of an
aberration,” says AIA chief economist Kermit Baker. “The economy is weak
enough at present that design activity is bouncing around more than usual;
one strong month can be followed by a weak one. The economy needs to be
stronger to generate sustained growth in design activity.”
Key September ABI highlights include:
• Regional averages: Midwest (51.0), Northeast (50.8), South (47.3), West (46.7);
• Sector index breakdown: commercial/industrial (52.4), mixed practice
(50.0), institutional (48.0), multi-family residential (46.4); and
• Project inquiries index: 54.3.

F
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Steel Day offered a hands-on, interactive
experience for aspiring glaziers.

says. “We have 900 members and 110
apprentices.” The teachers are paid and
accredited. “We have 8 to 10 teachers,
and they come here at night to teach,”
he says. “The students have to have 800
hours inside and 8,000 hours outside
over the entire course of four years to
graduate.” About 75 percent to 80 percent of the students graduate.
One semester is dedicated to curtainwall, McNair says. “It’s part of our
core curriculum.”
Alexei Ogai took the Local 5 4-year
apprenticeship program and graduated
in 2008. “I worked for CSI as a foreman
for five years, and am now working as
an independent contractor,” he says.“It’s
a good program and gives you all the
aspects of ironmanship and glazing. I’m
doing a lot of glasswork, curtainwalls
and window walls, and 95 percent of
my business is glass-related.”
IMPACT, the labor-management arm
of the International Association of
Bridge, Structural, Ornamental and Reinforcing Iron Workers, hosted Steel
Day, an annual event sponsored by the
American Institute of Steel Construction, its members and partners, and
held at local venues throughout the
United States and Canada. ■
www.usglassmag.com
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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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SPECIAL SECTION

From GIBs to LCAs, Learn what Members
of the Glass Association of North America
Talked About at Fall Conference
by Megan Headley

A

just starting to become familiar: product
category rules (PCR); life cycle assessments (LCA); and environmental product declarations (EPD).
Why pay attention to these green programs? Turnbull explained that EPDs
have become a way of substantiating certain environmental claims. He advised
thinking of an EPD as an “environmental
nutrition label,” a non-promotional way of
giving information
to interested parties.
“How do we quantify [a view]?
He cited a UL study
that
showed that 90
Once we do, we start beating out
percent of architects
every other building material.”
“researched, speci—Mike Turnbull, Guardian Industries, fied or purchased”
verifiable
green
Flat Glass Manufacturing Division products. Moreover,
he noted that the Eucame familiar to members new and old ropean Union currently is working on rethroughout the course of the confer- quirements for EPDs, and the ASTM
ence, which took place October 17-19 International Committee E60 on Sustainin Kansas City, Mo. During the confer- ability has started a whole-building LCA
ence the association made quick and ef- committee, two more reasons to expect
fective work of updating its members these labels to play a bigger role in manuon a number of items with potential to facturing in the future.
impact the industry.
In addition, the glass industry has become more familiar with the need for life
cycle analysis since GANA and several
The Alphabet Soup
During a joint meeting of the Flat other industry players earlier this year
Glass Manufacturing and Energy Divi- agreed to represent the fenestration insions, Mike Turnbull of Guardian Indus- dustry to third-party players developing
tries gave an introductory presentation an EPD for the fenestration industry.
on the “next big programs for the fenesTaking a step back, to get an EPD a
tration industry.” The big topics under company needs to perform an LCA, and
discussion included some shorthand the PCR is required prior to conducting
with which many GANA members are that LCA. But even though the PCR is the

new member of the Glass Association of North America
(GANA) could be heard asking
his neighbor early during the association’s recent Fall Conference: “what does
that mean?”
The comment was in reference to a
number of abbreviations offered during the course of a codes update. But in
short time, the varied shorthand be-
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genesis of this chain, it’s the “newest
player,” Turnbull said. So he defined the
product category rules by saying they
should include the specific assumptions,
guidelines and requirements that must
be followed to develop a verifiable EPD.
There are ISO standards that “guide and
influence” the PCR process, he explained,
and in the fenestration industry, the
“program operator” for establishing a
PCR, as established by the Department
of Energy’s National Renewable Energy
Laboratory, is the Institute for Environmental Research and Education (IERE).
Turnbull went on to note that the LCA
is the tool for capturing all aspects and
impacts of a product, process or service.
LCAs can focus on the full life cycle—
called cradle to grave—or subsets of the
life cycle—either cradle to gate or gate
to gate. Turnbull encouraged the Flat
Glass Manufacturing Division members
to be proactive and take on a “cradle to
gate” PCR that outlined the process from
manufacturing to putting the glass
product on the truck.
He also noted that the “use” stage of
life is among the most critical for windows, as that covers the product’s impact during its useful life. As Turnbull
pointed out, one of the biggest impacts
of glass is that it provides a view. “How
do we quantify that?” he asked. “Once
we do, we start beating out every other
building material.”
Turnbull concluded by saying that
these three items are “creating a new reality” for the glass industry and new
www.usglassmag.com
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Members of the Glass Association of North America edited and advanced a
number of new educational resources during their annual Fall Conference.

challenges. In fact, he said it is anticipated that having EPDs and LCAs will
become either code or law within the
next 5 to 10 years.
Following Turnbull’s presentation,
GANA technical director Urmilla Sowell later spoke to the membership at
large about how the glass industry can
get involved in the LCA process.
While IERE is establishing industry
PCRs, the National Institute of Standards and Technologies (NIST) currently is working on a window LCA.
NIST currently lacks LCA data on window frames, and has contracted a third
party, Four Elements, to survey window
manufacturers to collect this data.

Energy Division Notes
Air Leakage Criteria
The meeting of the GANA Energy Division concluded with a discussion of
one topic the brand new division (formerly the Energy Committee) has not
previously touched: air leakage.
In a presentation on “Air Leakage in
Buildings Mitigation and Code Issues,”
Stanley Yee of the Facade Group acknowledged that the topic is one his audience “may have heard of in the
periphery but may not have made the
connection to energy.” Yet according to
a 2005 NIST study, Yee said, air infiltration (or leakage, which he defined as essentially
uncontrolled
air
infiltration/exfiltration) is responsible
for 33 percent of the total heating energy use. Sources of air leakage include
www.usglassmag.com

the mechanical systems; the building
enclosure by stack effect; and the building enclosure by wind effect. Seeing as
how fenestration is an integral part of
two of those causes, he said, this should
be a topic of notice.
Of particular notice should be a recent change in air leakage criteria made
by one of the groups that sets such criteria, Yee said.
A number of organizations ranging
from the International Energy Conservation Code to the General Services
Administration (GSA) have set air
leakage criteria at 0.40 CFM/sqft. That
criteria, he noted, has not necessarily
been enforced to date. According to Yee,
NIST had surveyed a sample of building stock and found that building air
infiltration is more typically 3.5 times
that allowance.
With that in mind he noted that earlier this year the U.S. Army Corps of Engineers set a requirement that all new
buildings and major retrofits need to be
0.25 CFM/square foot. “I can tell you
now that there will be many to follow
suit in that number, ASHRAE being
one, GSA being next ... it’s just a matter
of time before we start seeing this number as the norm,” Yee said.
He added that the Corps expects total
energy costs savings to range from 5 to
25 percent from this improved air infiltration and, as such, is expected to enforce the new number more stringently
than in the past.
Yee also went over how to test for air

For more information about
upcoming GANA events, visit
www.glasswebsite.com.

leakage, explaining the process for the
ASTM E779 air blower test. He
pointed out that test is used on a finished building and if the building
does not then meet the criteria it cannot get an occupancy permit. In addition to using AAMA 502 and 503 for
pressure testing along the way, he
mentioned thermography as one way
to diagnose air leakage. The tool
shows heat differences in a building,
revealing where the hot air used in the
blower test is escaping.
One listener pointed out how striking
it was to see the thermographic image
of a relatively “young” building—two
years old—showing dramatic air leakage through the fenestration. What does
this say for the life cycle of the building,
he asked, if the fenestration isn’t keeping air (and energy) effectively inside at
the beginning?
Yee said that among the ways to prevent air leakage and improve infiltration
and exfiltration is attention to how glazing system design, assembly and installation can contain and prevent air from
moving inside the building, and ensuring a connection between door and window frames and the air barrier. He
concluded by noting that fenestration
has an important role to play in improving air infiltration and improving
energy, but added that it must do so in
conjunction with other trades and in the
context of the whole building.
continued on page 28
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SPECIAL SECTION

continued from page 27

Confirming Best Practices
During the Tempering Division
meeting, Greg Carney of C. G. Carney
Associates proposed starting a task
group for development of a document
on “best practices for heat treating
glass.” As he explained, the division had
been working with the International
Window Cleaning Association (IWCA)
for several years now, encouraging window cleaners to use proper procedures
for cleaning glass. One of the items that
has come up in discussion with IWCA,
Carney noted, is that the window
cleaner group put together a best practices document and have taken large
strides in this direction. They then challenged GANA to do the same. Carney
showed the group a proposed outline of
what could be covered by such a guideline, a broad stroke of general guidelines including dos and don’ts and basic
considerations. During this meeting,

Carney went over a proposed outline of
topics to consider, from appropriate
personal protective equipment to washing to conveying systems to packaging
and shipment.
One listener spoke up and said a resource like this could be work to improve
overall quality of the industry. Others expressed concern that many of the coaters
might not agree—or share—those best
practices adopted in their own processes.
The task group will continue to evaluate the possible direction of such
guidance.

Divisions Discuss Safety
The Fall Conference featured a number of discussions related to safety. For
starters, members of the Protective
Glazing Committee reviewed a very
early draft of a potential glass informational bulletin (GIB) on radio frequency (RF). Products have been

introduced in recent years that can
protect building occupants from ease
of electronic eavesdropping on RF signals through windows (see March
2007 USGlass, page 34). Of concern
was that the committee wants to address the topic but its members at this
point don’t include RF experts. Consequently, the group is still seeking expert input in order to proceed with an
educational document.
The committee also brought up topics to consider for future GIBs. Among
them, a particular hot topic of late:
bird-friendly glass (see page 20 for related story). While the committee
seemed at first unsure that the topic fit
within the scope of a committee that
has focused on safety to building occupants, many members seemed to
agree that it would be a proactive to address the hot topic with some industryspecific information.

Talking with Jon Johnson, GANA President
In just three words
Jon Johnson can
sum up the Glass Association of North
America (GANA): advocacy, education
and sharing. Johnson, regional general
manager, Midwest, with Arch Deco Glass,
serves as president of GANA, and has
been involved with the group for about
seven years. In that time he has participated in a variety of programs and activities, from marketing to membership.
USG: In your role as president this
year what have been some significant
projects you’ve worked on?
JJ: It’s been both an interesting and
challenging year. My stint as president
was escalated with the withdrawal of the
vice president late last year when he left
the industry. So I actually should have
been vice president this year. Along with
that, we saw our executive vice president
Bill Yanek deployed to Africa on guard
duty. So while there have been some
challenges, it’s really been a smooth
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year. As far as our efforts, probably the
biggest has been spent on seeing the
Glazing Industry Code Committee (GICC)
grow and gain stature in the industry.
We’ve spent a lot of time making sure
members are represented in that arena.
We also changed gears somewhat at Fall
Conference to address the many issues
we’ve seen this year with glass
balustrades and the rash of breakages
that have been reported.
USG: What projects/items do you
have on your GANA president’s to-do list
for the remainder of 2011?
JJ: As an association we’re heavily dependent on volunteers. We have some
excellent people and the consistency of
their involvement is amazing. But there
are lots of people always doing the
same work. We surveyed members and
one negative has been that we don’t always move fast enough toward a resolution. The reason we sometimes get
log-jammed is because we need more
people to be involved. We’re working on
a bylaw amendment that would help

USGlass, Metal & Glazing | November 2011

move things forward and make us
faster and nimbler.
USG: What do you think are the biggest
challenges the glass industry is facing and
how is GANA working to address those?
JJ: We’re living in challenging economic
time. GANA is ensuring through, for example, energy codes advocacy, that glass is
seen as a beneficial building product.
Plus, glass products, both exterior and interior, serve two purposes. One is utilitarian in providing energy efficiency and
comfort, but they are also beautiful. You
can achieve one or the other with other
materials, but you can have both with
glass. We also want to make sure government agencies are aware [of the benefits]
of glass in terms of energy conservation.
USG: Why do you think it’s important
for the industry to be involved in GANA?
JJ: The group is the voice of the industry and there is so much untapped
experience and knowledge out there.
The more involved people are the better the knowledge pool—especially during a difficult economy.
www.usglassmag.com
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APPLICATION FOR GANA MEMBERSHIP
Standards and Codes
During a meeting of the Laminating
Division, the group continued editing a
GIB about glass in furniture. As ASTM
moves closer to completing its standard
on this topic, the GANA group hopes to
publish a document explaining the
types of glass to be used in furniture
applications, with the expectation that
more detailed information on this will
be included in the Laminated Glazing
Reference Manual following publication
of the ASTM standard. Upon completing a number of edits to the GIB, a motion carried to move the document to
the Technical Committee for ballot.
The Tempering Division likewise
heard an update on the ASTM standard,
which is expected to be released before
the end of this year. During that division
meeting, Julie Schimmelpenningh of Solutia commented, “This standard ASTM
is putting out is very weak compared to
standards coming out from other countries, including China, so this is something we’ll want to keep an eye on.” By
way of example, she noted that China is
requiring a label on every piece of glass.
That the United States does not has been
“one of the big contentions,” Schimmelpenningh said.
The council meeting concluded as
Thom Zaremba provided an update on
recent fire code changes (see October
2011 USGlass, page 20). Zaremba
pointed out January 3, 2012, is the
deadline for submitting 2015 International Code Council code change proposals. Razwick noted that when the
council meets as part of the GANA Annual Conference, February 20-24, 2012,
in Sarasota, Fla., it will be the perfect
time for the association to “put together
a position that we can then move forward as a group.” ■

M e g a n H e a d l e y is
editor of USGlass. She can
be reached at
mheadley@glass.com or
follow her on Twitter
@USGlass.
www.usglassmag.com

MEMBERSHIP QUALIFICATIONS: Membership in the Association is available to
any foreign or domestic corporation, individual, or partnership engaged in
owning or selling equipment; purchasing or processing glass direct from the
factory; manufacturing primary or fabricated glass direct from the factory;
manufacturing primary or fabricated glass and metal products for commercial
distribution; distributing or installing fabricated and/or automotive glass;
manufacturing materials, supplies or equipment used in the production of
fabricated or automotive glass; or ancillary professions involving the design,
specification, use or testing of glass products.
Application is hereby made for membership in the Glass Association of North
America. If approved for membership, applicant agrees to abide by the Bylaws of
the Association, and in consideration of the contributions made by present
members, applicant also agrees to pay dues and assessments as established
by the Board of Directors of GANA in accordance with its Bylaws.
COMPANY __________________________________________________________
ADDRESS __________________________________________________________
CITY, STATE _______________________________ ZIP ______________________
PHONE (_____) _____________________FAX ( _____) ______________________
EMAIL _____________________________________________________________
WEBSITE ___________________________________________________________
*The Official GANA Representative (voting member) or Individual Affiliate
Member (non-voting member) will be:
NAME _____________________________________________________________
TITLE ______________________________________________________________
SIGNATURE _________________________________________________________
DATE ______________________________________________________________
DUES: Please indicate your sales volume. Sales volume is for the sole purpose
of calculating dues and will remain confidential (not applicable to Affiliate
Membership Dues).
Dues
Sales Volume
Dues
Sales Volume
 $0 - $500,000
$ 745
 $ 5.0 - $10.0 Million
$2,220
 $500,000 - $1.0 Million $ 870
 $10.0 - $15.0 Million
$2,345
 $1.0 - $1.5 Million
$ 990
 $15.0 - $25.0 Million
$3,090
 $1.5 - $2.0 Million
$1,110
 $25.0 - $50.0 Million
$3,705
 $2.0 - $2.5 Million
$1,365
 $50.0 - $100 Million
$5,805
 $2.5 - $3.0 Million
$1,605
 $100 - $500 Million
$7,290
 $3.0 - $5.0 Million
$2,100
 $500 Million - Over
$8,665
Dues Surcharge of $1,270.00 is applicable to companies that are qualified by
their regular business activity to belong to more than one Division. Please
indicate the Division(s) or the Affiliate Membership Category for which you are
qualified and wish to participate in:
_____ Building Envelope Contractors _____ Decorative
_____ Energy
_____ Flat Glass Manufacturing
_____ Insulating
_____ Laminating
_____ Mirror
_____ Tempering
_____ Affiliate Membership: $190.00 per individual (Architects, Consultants,
Engineers, Specifiers, Test Laboratories)
Total annual dues
Mail this form with check payable to:
(including $1,270.00
GANA
800 SW Jackson St., Suite 1500
surcharge if applicable): $__________
Topeka, KS 66612-1200
Affiliate Membership Dues
or apply online at www.glasswebsite.com ($190.00 per individual): $__________
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f the recent mergers and joint endeavors are any indication, the dynamic glazing market promises to
be one of the greatest glass industry
growth areas. While Saint-Gobain of
France acquired 50 percent equity
stake in Sage Electrochromic in Faribault, Minn., in November 2010, PPG
Industries in Pittsburgh formed a marketing alliance with Pleotint in West
Olive, Mich., in September 2011.
Even though the playing field is expanding, there still aren’t many projects using the technology just yet. A
May Inc. magazine article on dynamic
glazing and smart windows featured
“four promising businesses vying for
the market”—Sage Electrochromics;
Pleotint; Soladigm in Milpitas, Calif.;
and Switch Materials in Vancouver,
B.C.—and stated that other than Sage
(which has done 100-plus installations) and Pleotint (which has done
10), the other companies reported zero
installations.
While other companies produce dynamic glass beyond the four in the article—such as E-Control in Germany
or Research Frontiers in Woodbury,
N.Y., for example—there are reasons
the number of installations remains
low in North America.

What Lies
Ahead for
the Dynamic
Glazing Market?
by Sahely Mukerji

Large-size dynamic glazing made with Azuria glass from
PPG give it a blue-green look in the untinted state.
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Photo: Pleotint.

Here’s Why
The greatest single roadblock to
widespread use of dynamic glazing is
lack of awareness of new technologies,
says Helen Sanders, vice president of
technical business development for
Sage Electrochromics. “While we do
not have an industry awareness study
to provide a stat, we believe that awareness of dynamic glass, such as electrochromic or thermochromic glass,
would still be quite low,” she says.
Currently, there is still a gap between
awareness and adoption, Sanders says.
“We are still in the ‘early adopter’ state
www.usglassmag.com
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Types of Dynamic Glazing

where people like to see products successfully used by others to enhance
their comfort level with how it works
and the reliability,” she says. “The more
installations and people using the
product technology, the more new
adopters there will be, until the momentum is such that the product
reaches mainstream. We need to help
move potential clients along the ‘AIDA’
spectrum of awareness, interest, desire
and action.”

Spec-less
Another reason for the scarce use of
dynamic glazing is its inability to meet
certain industry specs, says Erich
Klawuhn, vice president of business
development at Soladigm. “The building industry has heard about dynamic
glazing for some time,” he says. “However, up until this point, key requirements such as glass size, quality,
durability and cost have not been met.”
The other big roadblock is the price
of dynamic glazing, says Fred Millett,
director of sales and marketing at
Pleotint. “The price point is higher
than fixed-tint glazing if all you look at
is the insulating glass unit as a base,”
he says. “We have seen pricing recently
as low as $6 per square foot for some
jobs; that is a tinted glass with a low-E
coating and in an insulating glass unit.
This is compared to a dynamic glazing
cost of $30 to more than $150 per
square foot, depending on the technology, size and a bunch of other factors.”
Glenn Miner, director of construction and marketing for the flat glass
business of PPG, agrees. “The cost has
been a detriment for widespread use of
dynamic windows,” he says. That’s a
factor PPG aims to address with its
new commercial window glass system,
which combines sunlight responsive
thermochromic technology from
Pleotint and Solarban low-E glass by
www.usglassmag.com

There are several different dynamic glazing technologies in various stages
of development and commercialization, all of which manage visible light and
heat gain and contribute to the energy efficiency of buildings, although to differing degrees. There are, however, important differences in their efficacy
and in how they are applied. The dynamic glass technologies fall into two primary camps: controllable versus non-controllable, or “active” versus “passive.” Electrochromic glass is an example of a controllable, or active, dynamic
glazing, since it can be tinted or cleared by the user (or building system) by
applying an electrical voltage. Thermochromic and photochromic products
are examples of non-controllable, or passive, dynamic glass, because they
change their visible light transmission in response to changing temperature
of the glass, which is a result of the exterior conditions of sunlight exposure,
ambient temperature and wind velocity, etc. While the glass does respond to
the exterior conditions, the user does not have the flexibility to control when
and by how much the glass tints.
In the long term there will be a number of different dynamic glazing technologies on the market that will be used in different applications and will
have different price points, predicts Helen Sanders, vice president of technical business development at Sage Electrochromic in Faribault, Minn. “Successful products will be able to demonstrate durability appropriate for an
exterior glazing product (meet ASTM E2141 for active glazings, or an equivalent test for passive dynamic glazings), provide acceptable heat and light control performance, meet aesthetic requirements, be compatible with current
industry fenestration systems and be cost-effective, relative to the performance and benefits it provides, to alternative conventional solutions.”

PPG. “[It] mitigates a lot of that extreme cost pressure, and makes dynamic glazing a viable alternative for
building envelopes and not just a niche
product,” Miner says. “This [product]
will be more than static glazing; it offers a set of values, such as sound attenuation and security. It will penetrate
the market better than any of the other
dynamic technologies.”

A Holistic Approach
For it to sell, dynamic glazing has to
be evaluated within the totality of the
project. “For commercial buildings, the
savings that can be achieved by lowering the air-conditioning tonnage requirements,
smaller
size
air
handling/mechanical equipment, possibly eliminating internal or external
shading strategies, all help offset the
cost,” Millett says. “Productivity gains
attributed to more comfortable working spaces, while maintaining a view
will offset many times any extra cost
for dynamic glazing.” However, he
notes that there are not yet computer
programs that can prove this today.
Offsetting the cost alone will not
help with dynamic glazing market

penetration, says Caleb Willis, chief operating officer and vice president of
business development at Switch Materials. “We see first-generation traditional electrochromic technology being
scaled up as the first production factories are being constructed,” he says.
“This volume increase and scale cost
reduction will make dynamic window
accessible to a larger segment of the
market. Even with this scale, however,
the technology will remain at a significant premium to passive glazing solutions limiting its penetration.”
Miner has a different take. “We’ve
looked at where the future of the industry is in the next five to 10 years,
and there has to be a step change,” he
says. “Static design will end in the
foreseeable future. For net-zero buildings [which require reduced energy to
operate and do not emit greenhouse
gasses; see March 2008 USGlass, page
46], we have to look at building integrated photovoltaics and dynamic
windows.”
In an effort to boost the use of dynamic glazing, the Department of Encontinued on page 32
November 2011 | USGlass, Metal & Glazing
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From Darkness Comes Light
continued from page 31

ergy (DOE) is sponsoring a study of a cent reduction over the previous ver- of glazing, while actually improving
side-by-side comparison of Pleotint’s sions, and the next revisions are aim- energy efficiency,” she says. “This is a
technology versus a typical fixed-tint ing at a further 50-percent win-win from both an energy and ocwith low-E, Millett says.”We monitor all improvement,” she says. “For the build- cupant experience standpoint, and
of the energy into
when you use dytwo sets of rooms,
namic glass you
one glazed with a Glazing Going Forward
also preserve an
fixed-tint low-E
In its October online survey, USGlass asked readers to select the solution unobstructed view
and the other with they feel will best expand the use of dynamic glazing. The results are pictured to the outside,
the Pleotint vari- here. To take next month’s survey, visit www.usglassmag.com.
which was the reaable tint dynamic
son you installed
glazing technolthe window in the
ogy,” he says. “The
first place.”
9% Partnerships with
study is being conBuilding codes
primary glass
ducted over the
are
already adaptmanufacturers
course of a year.”
ing to the use of
64% Lower prices for
dynamic façades,
While that data is
27% Increased
dynamic glazing
Sanders says.
being accumulated,
awareness by
products
“The 2012 IECC
educational efforts
architects
and ASHRAE 90.1direct toward code2010 both have lanmaking groups are
guage that provides
beginning.
interpretation for
Recently,
the
the use of dynamic
codes have recogglazing. This allows
nized
dynamic 0% Mandated use from building and/or energy codes
glass, Klawuhn says.
the code official to
“When using the
understand how a
‘prescriptive’ path, the code [including ing envelope, the DOE has identified product with a range of performance rethe International Energy Conservation three different technologies which lates to a single value code requirement,”
Code, ASHRAE, International Residen- feature on their zero energy building she says. “This has removed a potential
tial Code, International Green Con- road map: highly insulating fenestra- barrier to adoption and provides valistruction Code and California’s Title 24] tion, variable solar control and inte- dation that the product technologies are
guides builders to employ certain min- grated façades with dimmable available and are being used.”
In addition, the “green” or “stretch”
imum standards,” he says.“When build- lighting controls to harvest natural
ing along a ‘performance’ path the daylight. With the drive to reducing codes are recognizing the importance
codes permit configurations that go be- energy consumption and the DOE’s of both energy efficiency and access
yond the essential and look to the en- roadmap, it is likely that the codes will to natural daylight and views to the
tirety of the building’s performance for have a significant influence on the outside, Sanders says. “In the case of
energy consumption or conservation. market adoption of dynamic glazing, ASHRAE 189.1 there is also recogniDynamic glass can be easily incorpo- just like it has on low-E glazing.”
tion of the need to provide glare conrated using the ‘performance’ path. The
The trend to reduce energy usage in trol for fenestration as well as
National Fenestration Rating Council buildings has become a significant additional heat gain control,” she says.
has developed a rating system for glass issue in the latest code cycle with the “This manifests itself as the requirewhich includes dynamic glass and can goal to reduce the energy efficiency of ment for the use of horizontal projecthe code by 30 percent, Sanders says.
tions (shading) over windows. There
be helpful in drafting specifications.”
The fenestration industry has been is currently an addendum out for
The federal government is helping in
its own way, Sanders agrees. An under- fighting to stop the reduction in win- public review that would adapt that
lying driver for improved energy effi- dow-to-wall ratio, which has been tar- requirement to allow the use of dyciency in the building energy codes is geted by others—such as the ASHRAE namic shading or dynamic glazing inthe government’s zeal to achieve net- 90.1 envelope subcommittee—as a stead of the fixed horizontal
zero or low energy buildings by 2030, means to reduce energy consumption. projection in recognition of the fact
she says.“The goal for the International “The beauty of dynamic glass and dy- that dynamic solar control provides
Energy Conservation Code (IECC) namic façade systems in general is that better performance than a static hor2012 and ASHRAE 189.1 was a 30-per- you can maintain a higher percentage izontal shade.”
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The conference room in Soladigm’s Milpitas, Calif., office features
30-inch-wide and 26-inch-tall lites of Soladigm’s dynamic glass.

Recent Signs
of Green Practices
From a broader industry trend
standpoint, recent reports indicate that
the construction industry is focusing
on green building practices, which
bodes well for dynamic glass. A recent
research report by a third party, LUX
Research, Opening the Thermal Envelope: Emerging Innovation in Dynamic
Windows and Advanced Insulation,
predicts that the global market for dynamic windows most likely will exceed
$400 million by 2020. The report’s
most optimistic scenario pegs the 2020
market at more than $1.5 billion.
To boost use for now, the government could install dynamic windows
on its own new construction and
retrofit its existing buildings, Millett
suggests. “This would be a major factor in accelerating the growth of the
industry as the government is the
largest building owner in the United
States,” he says.
Government support of developmental work for key technologies such
as solar or dynamic materials is imwww.usglassmag.com

portant as these are critical and highrisk technologies with rather long development cycles, Willis says.
“Government support or subsidies of
early manufacturing, however, is less
effective,” he says. “Although well intentioned, subsidies can give capital
markets a more favorable impression
of projects, which may involve scaling
a technology too early or with too
high a cost base. This can expose taxpayers to excessive risk as we’ve recently seen in the solar market.”
Sanders expresses a similar opinion: Unlike the photovoltaic industry,
the dynamic glazing market should
grow based on market demand and
not be dependent on government subsidies to succeed, she says. “The
predicted growth of market adoption of dynamic glass will likely
be like low-E glass where, as demand grew, economies of scale
were realized. This brought down
manufacturing costs and therefore reduced prices, stimulating
further market adoption,” she
says. “Government incentive, tax-

credit and rebate programs may be
helpful in accelerating early product
adoption rates, so that manufacturing
economies of scale and cost reductions, and thus broader market penetration, can be achieved more quickly.
“These types of incentives may be
offered in the future to reward conservation and energy efficiency in the
nearly $100 billion global glazing
market,” Sanders says. “We would expect tightening energy codes to increase the demand for such products,
and since dynamic glass solutions are
already cost-competitive with the
conventional mechanical dynamic
façade solutions, subsidies should not
be required.” ■

S a h e l y M u k e r j i is the
news editor for USGlass and
its daily e-news service
USGNN.com™. She can be
reached at smukerji@glass.com
or follow her on Twitter
@solarglazingmag.
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The Top 10

GlassBuild America in Review
By Megan Headley, Ellen Rogers,
Charles Cumpston, Sahely Mukerji and Debra Levy

G

lassBuild America drew dedicated attendees to its annual
exhibition, which this year took
place September 12-14 in Atlanta.
Want the full product scoop? Then
turn to page 50 to read this issue’s
Showcase department—and look for
additional product updates in future
issues of USGlass.
Next year, GlassBuild returns to the
Las Vegas Convention Center, September 12-14. Here we have a glimpse of
the most talked about trends:

1.

Daytrippers:

More attendees at this year’s
event seemed to be visiting
for the day rather than the
full three days.“I came in this
morning and am leaving tonight” was a
common refrain when visitors were
asked how long they were staying. But
those who did come came focused, exhibitors found.

34

As one exhibitor commented, on the
condition he not be named due to his
somewhat gloomy observation, “Attendance seemed down to us. But we try to
stay optimistic. The attendees who do
come are serious about their business.”

Talk About
the Future:

2.

Approximately 100 attendees heard Jeff Dietrich,
senior analyst at the Institute for Trend
Research in Concord, N.H., comment
during GlassBuild’s sixth Annual Glazing Executives Forum, “The direction
of this economy is upward.” According
to Dietrich, “When we come out of a
recession, we accelerate, partly because of stimulus dollars, partly because we sell off things to survive. And
then there’s something called slower
growth. It’s not double-dip recession,
it’s not a recession, but slower growth.
The operative word being
‘slower.’” He advised, “You need
to be planning for it, hiring for
it and purchasing for it.”
This year will see a slower
rate of recovery, Dietrich said.
“2012 will be ongoing recovery.
2013 flattens out and recession
begins.” 2014, he predicts, will
be mild recession. 2015-2017
will be growth.
2010 saw the best year in

USGlass, Metal & Glazing | November 2011

manufacturing in the last 25 years, and
now it has slowed a little bit, Dietrich
said. “It’s slowed in Europe, China,
India, Russia, everywhere, it’s a slow
patch. We’ll pick up in 2012. I don’t
think construction will be hit by the
2014 recession. You’ve already paid
your dues. This is the time for opportunity in the business cycle. Up is not
always good, and down is not always
bad. Business cycle is a cycle, and a
cycle is what it is.”

3.

Energy Is
Still Hot:

“Lots of people come looking for the silver bullet,”
commented Chris McMahon of Technoform Glass Insulation when asked
about attendees at the show. “[They’re]
looking for a specific U-value, looking
www.usglassmag.com
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for the product that will get them
‘there,’” whatever that number may be.
Rather, he pointed out, it’s more often a
combination of innovative products
that is needed to improve overall product efficiency. And, he noted, there
seemed to be a “genuine interest in innovation” at the event.
McMahon and his colleagues also
noted the attention garnered by “superinsulating” products, such as triple insulating glazing, is growing beyond the
cold climates of the North.
Mark Silverberg, president of Technoform North America, added that the
company is seeing growth and demand
across all regions. Customers in Florida
are moving from non-thermal to
polyamide, he said, and he’s seeing jobs
in Southern California as well.
Silverberg noted that the codes are
no longer the sole motivator for buildings to be efficient; projects such as
schools and government buildings,
where the owner is “stuck” with the
long-term operating costs, are particularly energy-minded.
“In a down market people are still

building, but they know it’s got to last,”
McMahon agreed. “Things that are
being built are being built better.”
Several companies offering commercial doors and window products
www.usglassmag.com
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had a focus on energy. Among them,
Thermal Windows in Tulsa, Okla., now
offers a polyamide thermal break in its
800U casement window.
“It’s getting some impressive U-values,” said Terry Newcomb, marketing
director. The company is featuring a
prototype, but Newcomb says he expects to be ready for orders by 2012.
“It can be challenging to get a commercial casement with a U-value of
0.35 or below, and now with this you
can do that,” he added.

4.

Manufacturers
Out in Force
(Fabricators
Few and Far
Between):
ing for the flat glass business of PPG,

It’s been noted in recent years that
fewer glass fabricators have been packing the GlassBuild hall. But this year
brought several introductions from
primary manufacturers.
For its first time exhibiting at this
event, Guardian packed its booth with
lots of new additions. The company’s
new InGlass interiors segment may
have been eye-catching, with its vibrant color and unique textures, but
its new SunGuard products—SunGuard IS 20, which was designed to
lower U-values of dual-glazed windows by up to 20 percent, and SunGuard SNR 43, which offers a high
LSG ratio and low solar heat gain coefficient—seem sure to provide clear
views and thermal comfort in future
LEED-rated buildings.
“All these products together are a
powerful illustration of the advances
occurring at our Science and Technology Center and our ongoing commitment to glass innovation,” commented
Chris Dolan, director of commercial
glass marketing.
PPG Industries had plenty to showcase in its booth as well. Glenn Miner,
director of construction and market-

said the company has “been tickled”
by the response to its Solarban R100
glass, adding that the international response especially “exceeded expectations.” The transparent-reflective,
solar control low-E glass was introduced last year. He also revealed that
the company would be introducing
later this year its Sungate 600 low-E
glass, expected to have a smoother
surface and more color neutral appearance than its predecessor, Sungate 500. Miner says the new product
is expected to be the best performer
in its class.
Propped prominently on the booth’s
podium was a small sample representative of the company’s new marketing
alliance with thermochromic film producer Pleotint (see page 30 for more).
AGC Glass Co., meanwhile, had
brought out its new Krystal Images
product. The company is laminating a
decorative film between two low-iron
lites at two of its facilities. But, he
noted, many of the attendees at the
show wanted to know why they should
spend the extra money for the comcontinued on page 36
November 2011 | USGlass, Metal & Glazing
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The Top 10
continued from page 35
pany’s U4 Fourth-Surface Technology. reminds her of the European market.
The booth was filled with reps waiting to “Sometimes it shows improvement, but
explain that the coating allows double- it is still a difficult market.” On the
glazed units to achieve the same levels of other hand, she pointed out that while
efficiency as costlier triple-glazed units, the Far East, particularly China, has
thanks to a pyrolytic low-E hard coating been hit by the same economic condithat can be installed on the fourth sur- tions as the rest of the world it is still
showing more growth than the United
face of the insulating glass unit.
Among those few fabricators at the States and Europe. “Overall, we feel like
show, Trulite Glass & Aluminum So- there are good prospects and we look
lutions took the opportunity to
show the industry—and many of
its own employees—how it will
blend product lines from its recently acquired businesses. As
Trulite’s Doug Penn explained, the
booth represented a combination
of the systems from the former
Arch Aluminum and Vitro Architectural Products. Penn noted that
the company kept a number of the
Vitro systems that were newer
than other products and had
“today’s performance factors.”
Penn added, “The heavy temper
United Glass Corp. brought in is
huge,” noting that the new line-up
allows the company’s architectural
team to “go out after the big projects.” forward to a better future,” she said.
The Chinese were back in a show of
force and new products that garnered
a great amount of attention. One exhibitor, Zhengzhou Henghao Glass
Co.,
Ltd.,
from
Although GlassBuild was Technology
held just a few weeks before Zhengzhou, China, stood out on the
Vitrum in Italy (look for December trade show floor by promoting the use
2011 USGlass for that show review), of its non-reflective frosted glass on
leading some to show-hop, the Italians the Water Cube structure, the main
gymnasium for the 2008 Olympic
were out in force.
Renata Gaffo, who heads up both Games in Shanghai.
GIMAV, the Italian machinery manuStill, it’s not easy for Chinese compafacturers association, and Vitrum, nies to get into the market, commented
pointed out that the U.S. market is still Michael Spellman of IGE Solutions
an important market for Italian sup- Inc., which represents a number of
pliers, as it has been traditionally. “For companies from that country (includthe last couple of years it has been ing glass, double edger and washer
weak,” she said, “but we have faith in suppliers). “The majority of the Chithis market and we expect it to come nese manufacturers make product that
back. So we are here.”
is inferior quality for the American
Cinzia Schiatti, foreign sales for Schi- standard. But, there are diamonds in
atti Angelo, Italian machinery manu- the rough,” he added with a nod to the
facturer, said that the U.S. market IGE booth.

5.
36

International
Arrivals:
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6.

They’re
Buying Again:

Among the highlights at the
Lisec booth was its BSV45ANK fully automated spacer-frame
bending system.“The new BSV can bend
pretty much anything,” commented Bob
Quast, president of Lisec America, before
revealing that it and other display models
had been purchased off the show
floor. According to Quast, people are
buying, and not just at the trade
show. He pointed to an interesting
differentiation in the marketplace:
fabricators looking simply to add
capacity to their facility will buy a
machine from “here and there” at
auctions. But fabricators looking to
expand their product lines—and
they are out there, he said—come
looking for automated solutions
from strong brands. And the latter
is beginning to increase, Quast
added. “I think more people are
looking to diversify,” he said.
Dan Degorter, whose Monroe,
N.C.-based firm represents a number of machinery manufacturers, described that market as “steady.” He
commented,“We believe the worst is over.
The Administration is pushing hard, but
until we get construction back I don’t see
us improving. I see us holding our
ground.”
He added, “We try to sell a quality
product with quality service. If you want
a quality product, you’ve got to spend the
money.”
Some of the less traditional areas of the
architectural market have helped machinery manufacturers. Giulio Vitelli, export area manager for Italian machinery
manufacturer ForEl, said his company
has been growing in the United States in
the last 18 months because of the environmental issues which have been more
important: double glazing for thermal efficiency. “There is also a need for higher
performances in the products used for
energy efficiency and so we spend more
in research and development to develop
www.usglassmag.com
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said. “We have
mastered the art
of creating complete systems
with the benefit
of reduced labor
time using specialty glue versus
welding,
without sacrificing great style
and functionality.”
Dructor
added that attendees “love[d]
the concept of
doing the whole
railing system.”
better products to meet our customers’
needs. The machines have to be able to
make units with flexible spacers, work
with different gases and thicker glass.”

7.

No More
Railing
Against
Railings:

Although most of the talk on the show
floor dealt with the railing breakages
being reported in the consumer press (see
October 2011 USGlass, page 32), railing
suppliers were out in force with a number of quality options to get people talking positively.
Lara Morgan of J.M. Gruca pointed out
a lot of people don’t know where railings
fit in the glass and metal industry. The
show guide lumped them in with metal
fabrication—but after pointing to the
company’s recently developed glass finsupported railing, which doesn’t need a
stainless steel support, Morgan made it
clear that their products straddle a line
between glass and metal.
Paul Dructor, general manager of ARTACO Railing Systems (formerly Taco
Railings), had to agree that simple install
is key.“Architects and contractors want a
complete package that arrives ready to
assemble and we deliver just that,” he
www.usglassmag.com

8.

Measuring
Success:

Quanex Building Products
Corp. focused on its customer’s
products in its booth “zones,” introducing its various capabilities (which, since
last year’s event, now includes Edgetech
IG). Among the highlights, booth staff introduced “The Optimizer” U-value calculator. This program estimates total
window U-values via a specially designed
electronic application. Ric Jackson, director of external affairs, described the tool
as “very powerful tool for helping customers design a window or choose a
glazing package.”
Guardian likewise kept the focus on its
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online tools. The company’s new Building Energy Calculator was designed to
help customers compare annual energy
costs for a variety of glazing types in locations throughout the United States, and
proved popular at the event.

9.

Still Truckin’:

The MyGlassTruck.com team
was collecting orders and donations in its booth. As Rustin
Cassway, president, explained, $18 on
every purchase was going straight to the
Susan G. Komen for the Cure Foundation.
And there was plenty on hand to draw in
potential customers as they filled the
pink donation box mounted on the company’s display rack. The company was
spotlighting information on its curtainside glass truck, as well as its slider rollout glass rack (see September 2011
USGlass, page 60).
F. Barkow, meanwhile, was looking
down—at tires. The company’s new and
innovative “single stack” truck was sold
at the start of the show, and John Weise,
president, reported that interest in the
new technology was high (see page 50).

10.

Making
an
Impact:

A range of impact-resistant products
could be found across the show floor,
ranging from detention windows
to hurricaneresistant louvers. But for a
glimpse of
these GlassBuild products
in
action, visit
the USGlass
Studio on www.usglassmag.com. ■
Turn to page 48 for more on the
decorative glass trends seen at
GlassBuild.
November 2011 | USGlass, Metal & Glazing
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One of a Kind

J. Sussman Inc. Focuses on the
Art of Custom Frame Fabrication
by Megan Headley

I

n a way, J. Sussman Inc. in Jamaica, N.Y., is a throwback
to an earlier time. The 105-year-old family-owned and
-run fabricator produces customs windows one-at-atime with limited automation.
“One of our real specialties is our ability to bend aluminum,” explains Steve Sussman. “That’s something we’ve
done since my grandfather did it by hand, although today we
have many proprietary machines that enable us to do things
that nobody else can do.”
At any given time the 80,000-square-foot shop showcases
a variety of large, highly custom frames in various states of
completion at the hands of workers who will focus on that
one product from start to finish. Many of these frames will go
on to house stained glass as intricately designed as the

frames. As owners Steve and his brother David Sussman
point out, if the frame is off by so much as a fraction of an
inch, reordering the glass is not an option. And these massive
windows are designed to last, withstand massive windloads
and protect against leaking.
“Not just the craftsmanship, but the engineering, has to be
perfect,” Steve Sussman says.
In another way, the company is positioned for the future.
It has a highly specialized niche that seems to have protected
it somewhat against the down economy.
“No doubt about it things are slowed down compared to a
couple years ago,” Steve Sussman says. “But I find that we’re
usually the first to see a trend when it gets busy … Because
we work off donated money a lot of times, if it gets slow it
takes some time to trickle down to us.”
The company recently has begun using building information
modeling, an up-and-coming technology that David Sussman
reports has tripled the company’s leads. And most recently, the
company installed a rooftop photovoltaic array that is powering
100 percent of the fabrication shop (see page 40).
While the craftsmanship may not have changed, the company certainly is not one to stand in place.

An Intricate Framework

Steve (left) and David Sussman are the third generation of
Sussmans to lead the Jamaica, N.Y.-based frame fabricator.
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USGlass, Metal & Glazing | November 2011

The short answer, as to the products the company offers, is
“high-end commercial windows,” according to Steve Sussman. But that answer is true of many fabricators; what this
company specializes in is the high-end windows that other
companies don’t make.
“We do the fancy, intricate work,” Steve Sussman explains.
He offers an example: “Where my kids went to school there
are a whole bunch of windows and we didn’t do all the windows. There are four round windows there and those are the
windows we did.”
The company fabricates one window frame here, another
one there. But the frames the company sells are the ones that
stand out on a project.
An example that demonstrates this well would be a window
in Providence Baptist Church in Monrovia, Liberia. Rohlf ’s
Stained Glass Studio in Mt Vernon, N.Y., provided the stained
glass that was set into an asymmetrical frame.“They liked the
windows so much they made a postage stamp out of it,” Steve
Sussman explains. How many fabricators can make that claim?
The company’s windows often feature challenging curves,
various radii and massive sizes. While the products are designed to stand the test of time, David Sussman points out
www.usglassmag.com
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Above: The intricate windows of churches bring business
to the frame fabricator, but their work is seen in
universities, airports, restaurants and other diverse
applications. At right: A single person fabricates each
window from start to finish.

that they’re also designed to make for easy changes over time.
Some of the windows feature two pockets within the frame,
one for the insulating glass (IG) unit and another for the
stained glass. That way the window can be installed with just
the IG, should the venue wish to install the stained glass
product later; it also makes replacement relatively simple.
The company supplies products to churches, universities,
restaurants and, on occasion, other window companies.
“We also do work with other window companies,” David
Sussman says. “Sometimes we’ll make the window for them.
Sometimes they’ll send us their materials, we’ll bend it for
them and send it back.”
“If they have a complicated window they’ll send us all their
materials and we’ll not just bend it, we’ll put the window together,” Steve Sussman says. “One of them in particular actually made a mistake on the drawings. It would have cost a
lot of money but we caught the mistake.”
With highly customized windows, a degree of highly customized machinery is required.
“There’s a lot of proprietary machinery, from years and
years of experimentation on our end, so that we can do all
sorts of intricate shapes, intricate craftsmanship and such,”
Steve Sussman says. “It’s not the kind of thing where you go
out and buy a machine. These are things we design ourselves.
In fact, a lot of our machinery is custom-made by us. David
designed a bunch of those.”
In addition to its custom work, the company will supply
traditional rectangle windows, as well as sloped glazing, locally. An affiliate company, Sunbilt, manufactures sunrooms
for commercial and residential use. Steve Sussman adds, “I
never like to think of ourselves as a window manufacturer;
www.usglassmag.com

we supply the entire architectural metals business in all sorts
of specialties such as bending.”

The Art of Customer Service
Customers may range from stained glass craftsman to
storefront installers.
“Some of our customers are very craft-oriented. They’re
artists,” Steve Sussman says.“They’re fun to talk to and hang
out with. And then there are some that are very high-tech.
We do work with very small glass shops and we do work with
the largest glass manufacturers.”
While many of the projects that J. Sussman supplies are
notable, the brothers stress: “No job is too small.”
For example, David Sussman recalls having a mother come
into the shop with her kids, looking for one stained glass window for her restaurant. “We spent an hour with her, holding
continued on page 42
November 2011 | USGlass, Metal & Glazing
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Driven by the Sun
J. Sussman Finds Incentive to Go Solar
by Megan Headley
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he Sussman family started looking up about a year and a half
ago—up at the roof of the 60year-old building that houses J. Sussman Inc. in Jamaica, N.Y., and,
beyond that, up at the sun.
Brothers Steve and David Sussman, who run the window fabrication
company, began taking a hard look at
installing a rooftop photovoltaic (PV)
array to power their facility.
“We researched it. We had the help
of the Jamaica Development Corp. locally,” says Steve. “They helped us research it and find vendors. Then I had
an accountant get involved and we
saw this was a no-brainer situation.”
“At first we were looking for a 50kilowatt (kW) photovoltaic (PV) system,” David Sussman says. “We saw
that it would be paid off in two or
three years. Then we thought: what if
we do a 125 kW system? And [it
seemed] the payback was the same.”
According to Steve Sussman, “We
put in all the numbers and it paid for itself—and with the stimulus package it
actually made it so it pays for itself in
two years.” He adds, “It probably would
not have paid if we didn’t have the government incentives” (see box below).
The incentives available may very
well have been what got the Sussmans talking solar in the first place.
Steve Sussman says, “We’ve done a
number of things using government incentives. We bought this building because of that, many, many years ago.”
He advises getting involved in the local
community, and learning what other

businesses are doing, to be on the
lookout for an opportunity—like this
one—that’s too good to pass up.
For the solar project, once the decision was made, the team had to
move quickly to take advantage of
those incentives.
“[The process] was pretty fast because it had to be finished before the
end of the year,” David Sussman explains, for the company to take advantage of the local tax breaks.
The first steps involved ensuring
the system would work and the company could support a PV system—
structurally and financially.
“The government is very much involved here, which means every step
of the game has to be planned out,”
Steve Sussman says. After filing a plan
with its utility, Con Edison, the company had visits from a structural engineer from New York City Department
of Buildings and reviews of its finances
to ensure it was current with its bills.
“You have to have good credit because there’s a certain amount of
money up front that has to be paid,”
Steve Sussman says. “You have to be
a pretty solvent company, without any
kind of credit problems.”
He adds, “You would think it’s easy
to just hire a company—it doesn’t
work that way. There are all sorts of
regulations.”

Up on the Rooftop

Solar Energy Systems LLC (SES) in
New York installed the more than 550
panels that make up the array. Schott

Find Your Incentive

';6'%*

146* /'4+%#

+0(1 -';6'%*0# %1/
999 -';6'%*0# %1/

40

USGlass, Metal & Glazing | November 2011

The Database of State Incentives for Renewables & Efficiency (DSIRE) is a
comprehensive source of information on state, local, utility and federal incentives and policies that promote renewable energy and energy efficiency.
Funded by the U.S. Department of Energy, DSIRE is an ongoing project of the
N.C. Solar Center and the Interstate Renewable Energy Council. To learn about
incentives offered around the country, visit www.dsireusa.org.
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

The rooftop PV array is expected to pay for itself within two years, a win for all at the fabrication company. The office
staff includes (from left) Vadim Mergold, Steve Sussman, Jon Sussman, David Sussman, Mario Ortiz, Robin Sussman,
Terresa Teh, Jake Sussman and Julio Cortez.
Solar manufactured the PV modules
while Boston-based Satcon Technology
Corp. supplied the inverter.
The system is expected to provide annual energy output of 139,242 kilowatthours (kWh). According to SES, the
system is expected to offset carbon
dioxide emissions by 252,029 pounds
per year, nitrogen oxide emissions by
295 pounds per year and sulfur dioxide
emissions by 856 pounds per year.
The installer provided J. Sussman
with a website (www.live.deckmonitoring.com/?id=j_sussman) that shows in
real time how the PV array is performing.
“We can actually track how much energy we’re saving every day,” Steve
Sussman says.
The company’s electric costs have
gone from approximately $30,000 to
less than $5,000.

Too Much of a Good Thing

While the installation was relatively
seamless, as Steve Sussman says,
“There are always a couple of bumps
in the road.”
They came upon one of those “bumps”
after the “on” switch was flipped.
“We turned it on Friday, went home
for the weekend, we came back on
Monday, and the plant was shut down,”
David Sussman says. “Because we generated so much power, the neighbors
had problems.”
www.usglassmag.com

The electric company had shut down
the power as the neighbors complained
of blown fuses. As a result, SES had to
fine-tune the system further to produce
the optimal amount of power on any
given sunny day.
As Steve Sussman explains, now on
weekends when the power isn’t being
used, the PV actually reverses the meter.
“The New York City law is that we
can’t make money on generating more
electricity than we use and selling it
back. The most we can do is break
even,” David Sussman says.
Steve Sussman adds, “We’re not
storing it. There are certain areas in the
country where you can store it and they
even allow you to sell it to other areas.”
Not so in New York. “Every locality is different,” Steve Sussman says.
Today, the rooftop array provides virtually 100 percent of the shop’s electricity.
The Sussmans expect it will continue to
do so for a good 25 years; the inverter
features a 15-year warranty while the
modules themselves come with a 25year warranty. For a company that’s been
in business for 105 years years, that 25
years may seem just a blip.
To keep the system in top condition,
SES drops in about every six months for
routine maintenance as part of their
agreement. Beyond that, both Sussmans agree little is needed to keep the
PV system plugging away.

Staying Green

The company is likewise plugging
away at staying green.
“We’ve always been very much aware
of that,” Steve Sussman says. “For instance we updated all our windows with
all high-performance glass and we
redid our roof.” More recently, the company had a representative from its electric company, Con Edison, visit to review
J. Sussman’s facility and make recommendations as to additional actions
that could save energy. “He said there’s
really nothing I can help you with. And I
said, ‘you know, I don’t think this guy
knows what he’s talking about, I want a
second opinion.’ So I had another guy
from Con Edison come here; he went
with one of our business leaders
around the whole place and said the
same thing. So there’s really nothing
they can do to help us save energy that
we haven’t already done.”
For other companies taking a look at
going solar, Steve Sussman advises,
“Not everybody wants to go through
that red tape, so that’s something people should know: there’s a lot of red
tape. I think personally it was worth it
and it will work for us but there is a certain amount of red tape.”
For companies thinking long-term, the
time it takes to get through the red tape
is nothing compared to the timelessness of working off the sun’s power.
November 2011 | USGlass, Metal & Glazing
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One of a Kind
continued from page 39
her hand, showing her all the different finishes, etc.” he says.
“Even though you can’t make money on that one window
some day that person may become [a customer].We’ve seen that
happen, so we spend time with everybody,” Steve Sussman says.
He adds that with every customer, a company representative
will spend an extensive amount of time going through details.
“The kind of stuff we do is very intricate,” Steve Sussman says.
“It does take a lot of personal attention. So we do have a very
good rapport with our customers. I think it takes more communication than most other kinds of businesses because if you
have a very intricate kind of curve, how do you communicate
that to us so that we can manufacture it and it actually works
and actually fits in an opening that may be 50 feet up in the air?
It does take communication but we walk our customers through
it to make sure that everything is communicated properly.”

Quality in the Shop
Approximately 50 people work in the New York shop, many
who have been on site an average of 15 years.
“They come here, they stay,” Steve Sussman says with
pride. “Usually there’s longevity because we invest so much
in training.”
The shop runs one shift, so that at least one owner is always on the premises.
“When we get real busy—which we do a lot—we work
overtime, morning and night,” David Sussman says.
“A lot of overtime, that’s for sure,” Steve Sussman adds.
Part of the reason for this is tied into the fact that each fabricator works on one window from start to finish.
“They’re not just doing something mindless, putting in the
same moulding all day long. They’ve got it from start to finish,”
David Sussman says.“They take ownership of it. It’s not like the
window comes, they put a screw in it and they pass it off.”
“It’s not mass production,” Steve Sussman says. “Everybody
is in charge of quality out there. Everybody. Every station is in
charge of their [product] and they know if something’s wrong,
they have to they stop it and redo whatever needs to be done.”
The Sussmans find this sense of ownership improves the
overall quality of the highly custom products. It also allows
for cross-training so that if one employee is sick, another can
take up the task.

Working with Family
J. Sussman was founded in 1906 by Isadore Sussman, a
Polish immigrant.
“Our grandfather made all of this out of steel,” Steve Sussman says with a gesture to the shop’s windows at large.“He was
a great mechanic, made all these beautiful windows out of steel.
He would bend metal by hand, never had machines. And our father took it to the next level, which is aluminum.” He adds,“He
had the foresight to see the potential for aluminum.”
David Sussman explains, “We used to take this piece of
steel and rivet this onto it and Dad figured out that he could
make an [aluminum] extrusion the same way and save on
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labor, waste and everything else. That’s what really made our
company grow, because he was one of the first people to figure out that you could make an aluminum extrusion the
shape of bent steel.
“Grandfather was not in favor of this,” he recalls. “He liked
the ‘old school’ way … Granddad did it with a hammer and
anvil. He hit this [aluminum] and it would spring back. So he
couldn’t work with aluminum as well as steel.”
Steve Sussman adds, “They argued about it a lot—there
were huge arguments.”
It’s certainly one of the challenges of working in a family
business: each generation puts its own touch on the way of
doing things.
“Our father, even though he’s retired, he gets involved
with work and knows what’s going on,” Steve Sussman says.
He jokes, “If he thinks we’re doing something wrong or he
doesn’t like the quality …”
“… He makes sure to tell us,” David Sussman finishes.
But it’s also one of the benefits of working in a family business. Each generation wants to put its own touch on the way of
doing things. Today there are five Sussmans who work in the
Jamaica office; alongside the brothers are David Sussman’s
children Jake and Robin and Steve Sussman’s son Jon. When
asked where they might be if not working in the family business, the answers are similar across the board. They’ve grown
up helping in the office and despite following other interests
in school, the younger generation seems to be here for keeps.
They don’t have set titles. As David Sussman explains,“Everybody pretty much does everything. They’ll take orders over the
phone and as they get better and better they’ll learn more.”
Soon they’ll be learning the ins and outs of those management roles.
“A family business can be the best and I guess for some
companies—not us—it could be the worst,” Steve Sussman
says.“There’s a lot of harmony here. We all get along. It’s a big
family,” he says, encompassing the 15-person office as a
whole with that thought.
“We’re the oldest window company under the same family management,” David Sussman muses, taking in the past
and future in one breath. “Our kids are it now.”
While the company keeps expansion in mind—the
Sussmans purchased the site next door to their existing
facility years ago, when prices were still reasonable, should
they need the space someday—the goal is to just keep
doing what they’re doing: innovate and meet the next challenge head-on. ■

M e g a n H e a d l e y is editor of
USGlass. She can be reached at
mheadley@glass.com or follow her on
Twitter @USGlass.
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The Double
Whammy
Preferential Claims
Law Kicks Creditors
Already Down from Customers’ Bankruptcy
by Sahely Mukerji

K

ris Vockler is a woman on a
mission: she wants to change
the U.S. bankruptcy laws.
Vockler, vice president of operations at ICD High Performance Coatings in Vancouver, Wash., recently
received a letter from the law firm of
Ackerman & Felberg LLP in New York
stating that ICD must return the
money that it received from Arch Aluminum and Glass Co. in payment for
invoices during the last 90 days before
Arch filed bankruptcy in Tamarac,
Fla. Arch filed for bankruptcy in November 2009 (see December 2009
USGlass, page 16). In an ironic twist,
ICD also is a creditor that was owed
money by Arch when it filed bankruptcy.
“According to U.S. Bankruptcy Code
Section 547(c)(e), money paid to us
by Arch, up to 90 days prior to declaring bankruptcy, might be considered
preferential and have to be given back
to the creditor pool in the suit,” Vockler says. “One bit I’m not sure of is how
several entities connect to each other.
First we have the group of creditors,
us, and then you have a liquidation
firm who started contacting all of us,
asking for money back. I’m not 100

44

percent sure yet if the money going
back goes to the creditor pool or if it’s
just a convenient way for a second law
firm to gather funds from us all. I can
only imagine it works similarly to a
personal debt, where a credit company will pay for a fraction of what
was owed and turn around and harass
someone for the full amount. Hence,
netting them a profit.
“Either way, the current U.S. Code
547 is extremely unfair and even more
so in these economic times,” Vockler
says. “Although it started with the true
intentions of ensuring company X
didn’t get paid preferentially over
company Y just prior to a bankruptcy,
it’s misused in its current form today.”

Under Scrutiny
“I call this the ‘double whammy,’”
says Robert S. Bernstein, creditors’
rights and bankruptcy attorney at
Bernstein Law Firm, P.C., in Pittsburgh. “Your customer files [for]
bankruptcy. You know you’re not
going to be collecting the rest of what
you are owed anytime soon, if ever,
and then you get this letter from
someone representing the debtor’s

USGlass, Metal & Glazing | November 2011

bankrupt estate demanding that you
return a payment already received.”
He adds, “So not only do you have a
dead account, but now you’re supposed to send money back to the
debtor’s bankrupt estate.”
In Vockler’s case, all funds paid to
Arch within 90 days before it filed for
bankruptcy are under scrutiny, unless
those payments meet certain criteria.
“From what I understand, the criteria
used in this case is: ‘did the creditor follow a methodology in collections that
differed from the previous two years?’
If a creditor doesn’t have a good trail of
how they tried to collect past-due
funds, they are pretty much seen as
having gotten preferential payment, because they can’t prove otherwise. …
From what I’ve studied, this is the most
common defense against having to give
back funds as well as one of the most
common ways to test if funds are able
to be taken back.”
A preferential transfer is “a transfer
(payment, lien, title) that was: (1) to
or for the benefit of the creditor; (2)
for or on account for an antecedent
debt owed by the customer before the
payment was made; (3) made while
www.usglassmag.com
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How Do You Define a Preference?

the customer was insolvent; (4) made
on or within 90 days before the date
According to Robert S. Bernstein, creditors’ rights and bankruptcy attorof the Bankruptcy Petition; and (5)
ney at Bernstein Law Firm, P.C., in Pittsburgh: a preferential transfer is “a
that such payment enabled the creditransfer (payment, lien, title) that was: (1) to or for the benefit of the creditor to receive more than it would retor, (2) for or on account for an antecedent debt owed by the customer beceive if there was a liquidation of the
fore the payment was made, (3) made while the customer was insolvent,
customer’s bankruptcy estate under
(4) made on or within 90 days before the date of the Bankruptcy Petition,
Chapter 7 of Bankruptcy Code,” Bernand (5) that such payment enabled the creditor to receive more than it
stein says.
would receive if there was a liquidation of the customer’s bankruptcy es“It’s an incredibly unfair code, partate under Chapter 7 of Bankruptcy Code.”
ticularly in this economic climate,”
Vockler says. “On top of losing money, legal counsel to argue that down, maybe etc.—you do that in the right way to
this is just ridiculous. It had altruistic down to only $10,000. Gee, just when make sure you can use it to defend a
intentions, but it needs more excep- you came to grips that you lost money, possible preference claim, Bernstein
tions, a better way to calculate, some- you lose more.”
says. “For example, if you are owed
thing [to make this fair to all parties
$50,000 that is past due and the debtor
Protecting Your Business wants new product of $10,000, make
To protect your business from pref- sure that you deliver the new goods
You know you’re not
erential claims, be on the lookout, Bern- after you get the $10,000 check you are
going to be collecting
stein says. “Sometimes you can see it going to demand,” he says. “In that way,
” he says. “You know the cus- you can argue both that the $10,000
the rest of what you are coming,
tomer is destined for a bankruptcy, but was for the new goods and that the new
you have some leverage that enables goods [were] ‘new value’ that you exowed anytime soon,
you to get a payment. Maybe that lever- tended subsequent to the payment.
if ever, and then you
age is a collection action or a product That will allow you to reduce any claim
the
customer desperately needs. What- of preference by the new credit that was
get this letter from
ever the leverage, you get a payment extended after receipt of the allegedly
someone representing that might be preferential. If faced with preferential payment.”
Another way to protect against a
choice of taking it or not, take it. You
the debtor’s bankrupt the
can always give it back, but you may preference is to have liens on the assets
estate demanding that also have defenses or reductions that of the customer in excess of the amount
will help you keep the payment even if owed to you, Bernstein says. “Then you
you return a payment
are not an unsecured creditor and not
it is preferential.”
Keep
in
mind
that
under
certain
size
receiving,
” he adds.
already received.
claims there’s a $5,000 exemption that
If you receive a preferential claim let- Robert S. Bernstein you wouldn’t have to give back, Bern- ter, “do not send back the money just
stein says. “As of April 1, 2010, that because someone asked,” Bernstein
amount automatically adjusted up to says. “Make sure you consult with your
concerned].” To elaborate, “Let’s just $5,850 by virtue of the automatic three bankruptcy counsel, be sure that you
pick some example numbers, which in year adjustment of certain bankruptcy analyze your defenses. Even with no
no way represent us,” she says. “At the dollar amounts,” he says. “Any suit of real defenses, there is always a possibiltime of bankruptcy, your customer $11,725 or less for recovery of a prefer- ity of settling for a reduced amount.” ■
owes you $100,000, but now they won’t ence must be brought in the district
be paying that but you will be able to be where the defendant resides, not
in a pool of creditors, in which you where the bankruptcy case is. That
might see a percentage of that back. makes it unlikely to be brought.”
Sahely Mukerji is the news
The important thing is to take
Next, you get notice from a liquidating
editor for USGlass. She can
firm that says your customer paid in- advantage of possible defenses by
be reached at
voices in the previous 90 days, amount- making sure that if you do get a
smukerji@glass.com or follow
ing to $50,000. They then ask you to payment and are giving something
her on Twitter
send them a check. You then pay your for it—more product, lien release,
@solarglazingmag.
www.usglassmag.com
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All that

Decorative Glass™

A special section of
USGlass magazine

Glitters … and
Sparkles and Glows

by Ellen Rogers

nnovation and ideas in decorative
glass were something to be seen on
the floor of this year’s GlassBuild
America, which took place September
12-14 in Atlanta. Eye-catching examples,
from colors to flooring, could be found
throughout the trade show. And, while
the overall construction market may be
down, those catering to specialty markets
such as decorative glass say they’ve continued to be steady—even busy in some
cases. Here’s a glimpse at some of these
trendy products showcased in Atlanta.

I

Hot Stepper

Above: Dreamwalls provided attendees with a look at everything from its
backpainted glass to its new line of antique mirror. Below: A new line of glass
flooring was the must-see item from Walker Glass.

Was it the Apple retail stores that
helped spur the growth and interest in
glass flooring? Perhaps, as the trend to
walk on glass, from flooring to stairs,
has seen major growth over the past
decade. The latest launch from Walker
Glass probably had a few attendees
thinking “Saturday Night Fever,” as the
company’s new flooring was a colorfully
lit attention-grabber. The new flooring
was launched earlier this year at Neocon
and, according to Danik Dancause, the
response was “beyond our expectations.
There’s been so much interest,” he said.
“We’ve been meeting with architects
and many are now looking for projects
to put it in or it’s already been specified.”

Mirror, Mirror
John Meyers with Dreamwalls Color
Glass said they, too, had a good show.
Over the past few years the company has
seen growing interest in its backpainted
glass, and while that demand continues,
Meyers said they have another new
product that’s seeing a lot of interest: antique mirror.
“We’ve seen a big uptick in demand for
it—and it’s been rare to see this made in
the United States,” he said. Meyers said
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Decorative
Glass Products
Offer Innovative
Options

Above: New etched glass options were
on display in the Omnidecor/EFI
booth. Left: Machinery options, such
as the Eastech line, allow companies
a range of printed glass possibilities.

they’re selling the product for a large
range of applications, including OEM accounts, commercial, hospitality, hotels,
restaurants and some residential.

Showered with Options
Cardinal Shower Doors had its line of
high-end, cast glass enclosures available in a range of colors, patterns and
textures, but featured a new option as
well—glass towel bars. According to
company president Greg Abrams, the
towel bars, which are 2 inches wide and
made of 3⁄8-inch thick glass, are constructed of glass remnants which otherwise would be recycled.

Etched Elegance
The Italian company Omnidecor featured its line of etched decorative glass
products, which are sold in the United
States through EFI in Kernersville, N.C.
“We are seeing a trend toward lowiron etched and pattern glass,” explained Brent Moore with EFI. “The
www.usglassmag.com

quality of our etched product is certified for Phase 1 exterior, and opens new
opportunities in the architectural and
design industry. Our flexibility to produce custom proprietary patterns allows a design signature for our
project-based market.”
Moore said they were also featuring a
number of new products.
“Our ceramic frit glass can be used
as a marker board [and can also be]
magnetic,” Moore said. “We’re also introducing new etched glass patterns to
the North American market, which
we’re featuring at the show.”

Colorful Options
Also on the art glass scene was
Paul Wissmach Glass Co., which has
manufactured art glass products for
more than 100 years. The company
is now offering tempered colored
glass products. A variety of colors
are available, including blue, green,
violet and red, bringing even more

opportunities for decorative glass to the
architectural market.
Interlayers are another way to add color
and safety features to glass. According to
Geys Gomez of Interlayer Solutions, the
company offers EVA products for laminated glass and the architectural trend
right now is toward adding color. The interlayers are available in a range of colors
to meet any architectural aesthetic need.

Printed Options
Printing on glass continues to be
popular and show exhibitors featured
equipment lines for this growing trend.
“It’s becoming more and more popular,” said Dennis Lew with Eastech, who
said his company’s machinery can print
resolutions up to 1440 x 1440 dpi.
Lew also showed off a glass example
that demonstrates the company’s capability to print directly onto sandblasted glass. ■

E l l e n R o g e r s is a
contributing editor of USGlass
magazine. Follow her on
Twitter @DG_magazine and
read her blog at
www.decorativeglassmag.com.
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Recognizing the Industry’s

Most Influential People
USGlass magazine is now accepting nominations recognizing the glass and
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metal industry’s Most Influential People. This feature will recognize those in the
industry who are helping to shape its course.
To nominate the individual(s) you find most influential, please complete the
form below and fax to 540/720-5687 or email mheadley@glass.com by May 1,
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2012. The full list will be featured in the August 2012 issue of USGlass.
If you have questions or would like more information please contact
Megan Headley at 540/720-5584, ext. 114, or email mheadley@glass.com.
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Nominee’s Name: _____________________________________________________
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Nominee’s Company: _______________________________________________________________
Title: __________________________________________________________________________
Number of Years in this Position: _______________________________________________________
Number of Years Working in the Glass Industry: ____________________________________________
Nominee’s Email Address: ____________________________________________________________
Nominee’s Phone Number: ___________________________________________________________
City/State: _______________________________________________________________________
What impact has this person had on the glass industry? _______________________________________
______________________________________________________________________________
______________________________________________________________________________
Nomination Form Submitted By: _______________________________________________________
Your Name: ______________________________________________________________________
Company: _______________________________________________________________________
Title: __________________________________________________________________________
Relationship to Nominee: ____________________________________________________________
City/State/Country: ________________________________________________________________
Phone Number: ___________________________________________________________________
Email Address: ___________________________________________________________________
Fax completed form to 540/720-5687 or email mheadley@glass.com by May 1, 2012.
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theBusiness

continued from page 64

show him how to fish because he won’t
need you anymore and will most likely
become your competitor.’ Odds are he’ll
forget you helped out anyway.”
“You know, Mooch, I’m starting to
see where you’re going with this, although I’m not sure that I agree with
your approach. But let me ask you a
question. I’ve heard it said that ‘cash is
the king’ and I’ve heard it said that ‘the
customer is the king,’ so which is it?”
“Hill, you’re an amateur. Of course
cash is the king … have you ever
tried stuffing a customer into your
pants pocket?”
“I see. Okay, Mooch, I’m pretty sure
I’m not your guy, but are there any
more of these Moochisms that you
might want to share before I hang up
on you?”
“Well, not everything in the book
is my own original thinking. I do
quote some of history’s greatest business leaders.”
“Like who, Mooch?”
“Like Al Capone, for instance. It was
old Scarface himself that said ‘You can
get so much further with a kind word
and a gun than with a kind word
alone.’ Of course one of my all-time favorites came from Baby Face Nelson
when he said ‘If you know you’re going
to be in a fight, make sure you bring the
biggest gun.’ Hill, these are great lines
from guys who were very successful in
their business dealings. We need to
learn from them.”
“Mooch, this stuff is not for the upright, honest, ethical businessperson
of today. This is for the conniving,
lying, cutthroat, me-first-everybodyelse-last person who is so interested in
getting ahead that they don’t care who
they step on or hurt.”
“So you won’t help me, Hill?”
“No, I won’t, Mooch, and do you really think you can sell such a book?”
“Yes, I do, Hill. And my first customers will be those people marching
around Wall Street claiming they want
to occupy it. You see, once they read my
book, they’re gonna know how!” ■
www.usglassmag.com
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2012 North American
Iron Workers / IMPACT
Labor-Management Conference
Paris
P
i H
Hotel,
t l Las
L
Vegas,
V
NV

JAN 29 to FEB 1, 2012

www.ironworkers.org

General

Politico

way Charlie Cook
James Con

Don’t miss this year’s
www.impact-net.org

800-545-4921

SPEAKERS
SPECIAL IW/IMPACT HOTEL RATE
$109/NIGHT
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ShowCase
resources

GANA Releases Three New Documents

shower doors

ShowerGuard Now
Caries Lifetime
Limited Warranty

The Glass Association of North America (GANA) has
released three technical documents for the industry on
its website.
Two of the documents are new glass informational bulletins (GIB). The GIBs come from two sources: the GANA
Mirror Division and the organization as a whole. The association-wide document, titled Dynamic Glazing for High
Performance Buildings, discusses the characteristics of dynamic glazing which can mitigate against the influence of
the sun and other environmental conditions. The second,
Installation Techniques Designed to Prolong the Life of Flat
Glass Mirrors, offers installation recommendations to help
protect the silver in mirror from corrosion and prolong the
life of the mirror.
The other addition is the newly revised Mirrors: Handle
with Extreme Care, which looks at a variety of mirror handling issues through fabrication, shipping, cutting and installing. It is the first revision of the document since its
2004 version, which was an update of a document created
decades ago by the North American Association of Mirror
Manufacturers, which merged into GANA in 1999 as the
Mirror Division.

Guardian Industries is replacing its 10-year limited
warranty for ShowerGuard
with a new lifetime limited
warranty.
ShowerGuard glass features
a protective seal that is actually part of the glass itself, allowing it to withstand some of
the harshest water conditions.
In independent laboratory
testing, ShowerGuard and other competitive products were
exposed to hard water with dissolved silicates. The manufacturer says that after repeated exposure cycles, other products developed permanent stains while ShowerGuard
retained its cleanability.
The new warranty is non-transferable, meaning only the
original purchaser is warranted and proof of ShowerGuard
purchase is required. Ten-year limited warranties will be
grandfathered into the lifetime limited warranty.

❙❙➤ www.glasswebsite.com

❙❙➤ www.showerguardglass.com

transportation

Super Single Rear Tires

It used to be that whenever a conversation turned to big
rigs on the highway, it was understood they were also known
as “18-wheelers.” Beginning in Europe and spreading to the
United States in the last few years, these large trucks do not
necessarily use 18 wheels anymore. In many cases, a “super
single” tire has replaced a pair of dual tires.
These tougher, wider, thicker and generally better tires have
an expected life span much longer than a typical truck tire.
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F. Barkow Inc. has now brought the “super single” to glass
trucks for width reasons. For the model year 2011, General
Motors widened the track of its most popular dual-tired truck,
the 3500HD, which is commonly used for glazing bodies. This
has been a problem. The bodies that have fit onto the
3500HD for decades no longer fit and stay within the Federal
Motor Vehicle restriction of 102-inch overall width.
F. Barkow has now solved that problem, kept the 3500HD
viable in the glass industry and has brought Ford dual-tired
trucks back into the industry (Ford widened its rear-tired
trucks in 1997 and has been largely irrelevant for 9- and 12foot glazing bodies).
The basic premise is that one super single tire is narrower
than dual tires. The ledgeboards on which the glass rests is
outside of the tires.
There is a small up-charge to go with super single tires and
custom rims, but the payload capacity and gross vehicle
weight rating remain unchanged. If a customer is loyal to a
General Motors 3500HD, they can still have it.
The dimension needed is a maximum of 86-inch overall
width on the rear tires to accommodate a glazing body. The
General Motors W Series trucks, in addition to Isuzu and Mitsubishi trucks—usually referred to as “tilt-cabs”—remain at
approximately 84-inch “out-to-out” on their overall width of
the rear tires. The tilt-cabs remain a staple in the industry.
❙❙➤ www.barkow.com
www.usglassmag.com
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Architectural Terrace Doors
with Satin Handles

railings

The Wagner Companies
Releases 2012 Master Catalog

The Wagner Cos. has begun distribution of its 2012
master catalog. The 2012 edition includes all railing
systems, products and services available from the company in one comprehensive 304-page directory of more
than 7,800 standard catalog items.
The 2012 catalog introduces many new products and
services, including the Slip-Fit™ Railing System, Kalamazoo™ Aluminum Ball Style Railing, Bantam™ LED
Mini Spot light, swageless cable rail assemblies, spiral
stair kits, glass spiders and fittings for structural glass
installation. Additionally, components have been added
to the PanelGrip® dry glaze glass railing and cable railing systems.
The catalog provides complete information on all of
the company’s railing systems and railing components.
It also includes an expanded technical information section with installation instructions and current code
summaries.
❙❙➤ www.wagnercompanies.com ■

www.usglassmag.com

Moduline Series 63E Euro-Therm
with thermally broken 1”x4” frame.
325 Outswing doors available with
161 right and 164 left hand doors.
Rough opening size: 36”x96”.
Terra door prepared with inside
bead, double weather strip, tube
sash, 4 butt hinges.
Paint finish is 2-coat 70% Kynar
TNM1591 Sterling Gray.
Air performance 6.24 psf and
water performance is 12 psf.
Glazing infill is 1” Versalux Blue
2000 Tempered/Tempered
with LOF Low E#3 Glass (can be
changed).
Munchen satin nickel finish
handles, standard limit stop to 90
degrees & standard thresholds.
ORIGINAL PRICE: $1,604
each with hardware
SALE PRICE: $900
(free shipping)

Contact: Kris Coppola
716-824-5000
CBO Glass
13595 Broadway

Alden, NY 14004
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NewsMakers
new hires

promotions

Mike Rubner has joined Accura Systems as
chief executive officer. He previously spent 28
years with the former Vistawall, ending his
time there as general manager of Engineered
Products, before joining Childress Engineering
Services as vice president of operations.
Mike
Rubner

Glass fabricator Dillmeier Enterprises in Van Buren, Ark., has
appointed Garrett Ames to the new position of
vice president of sales and marketing. Ames is
a 20-year veteran of the retail and wholesale industry, and will be based out of Providence, R.I.
Garrett

SAGE in Faribault, Minn., Ames
has added two senior executives. Andrew J. Hulse, the new vice president of business development and sales, joins
the company from Honeywell
Aerospace, where he served as
vice president of business development. Derek Malmquist,
Andrew J.
the vice president of marketHulse
ing, brings to his new position
experience launching products and growth
initiatives at consumer and business-to- Derek
business companies.
Malmquist
United Plate Glass Co. Inc. has appointed
David Tyrrell to architectural products division manager. Tyrrell, most recently a regional
sales representative for YKK AP, brings more
than 25 years of experience in the architectural
metal industry. In his new position, he will
spearhead the company’s expansion into the
David Tyrrell aluminum systems industry.
John Bush has joined General Glass International (GGI) of
Secaucus, N.J., as plant manager. Bush, who had been principal at John Bush Consulting Inc., will be in charge of the manufacturing and management of the fabricating facility. He
previously was the director of laminated glass for Oldcastle
BuildingEnvelope.
David Katz has joined DORMA Architectural Hardware in Reamstown, Pa., in the new
position of director of business development
and technology. Katz brings with him more
than 12 years of experience in the security industry, including executive positions in technology and engineering management.
David Katz
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Viracon has a new president, Kelly S.
Schuller. Schuller has served as senior vice
president of sales and marketing since 2010.
Before joining Viracon, he served as Apogee
vice president of strategy and business development for four years. Prior to starting with
Apogee in 2006, he held operational positions
Kelly S.
within United Health Group, Innovex and
Schuller
Pillsbury; he also has had positions with
McKinsey & Co. and Ernst & Young.
Graham Architectural Products has named
Ken Boilesen as vice president/general manager of its curtainwall manufacturer subsidiary,
FM Graham Enterprises. Boilesen joined FM
Graham in 2009, bringing with him more than
28 years’ experience in the curtainwall manufacturing business.
Ken Boilesen

Don
McCann

Don McCann, CSI, LEED Green Associate, is
now director of international sales for Viracon
in Owatonna, Minn. In his new role, McCann
will assume responsibility for international
sales representatives and territories outside
North and South America. In his nearly 25
years at the company, he has worked closely
with architects, most recently as manager of the
architectural design team.

PPG Industries announced that David B. Navikas, vice
president and controller, has been appointed senior vice president of finance and chief financial officer. Navikas succeeds
Robert J. Dellinger, who resigned for health-related reasons.
Basco Shower Enclosures has promoted Tim Sartori to its
sales team. Sartori will serve as the sales account manager
for Cincinnati distributors of Basco products.

obituaries

Past President of
Iron Workers Local 63 Dies

Bruce John Madiar, past president of Ornamental Iron
Workers Local 63, passed away in September. Madiar
had given 42 years of service to the group and was also
a trustee of the Local 63 pension and health and welfare
funds. He is remembered as full of life, honest, hardworking, loving, loyal, pragmatic and always looking out
for the underdog and less fortunate.
Madiar is survived by his wife of 41 years, three children, five grandchildren, his brother and many nieces
and nephews.
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

Minneapolis-based Stylmark Inc. promoted Cathi
Bullis to the position of chief financial officer. Bullis also
joins the company’s board of directors as the first female
director in company history. She has more than 18 years
of accounting and financial experience in a variety of
manufacturing industries.

appointments
McGrory Glass Inc. in Paulsboro, N.J., has announced
that Jen Lampani Karel will now be its exclusive representative for the greater Chicago area architecture and design marketplace.

associations

Cindi
Spangler

The Finishing Contractors Association
has hired Cindi Spangler of St. Louis, Mo.,
as its new central regional vice president
and safety specialist. Spangler has an extensive background in the construction industry and most recently served as the
safety director for T. J. Wies Contracting. ■
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“Our main purpose is to provide
high-performance fenestration components
that meet our customers’ sustainability

1

goals and expectations.”

Reviews&Previews

1
2
2

mechanical lock profile

+
Universal No-Tape™ 304

Ausfenex2011 Looks at
Worldwide Glass Trends

structural thermal barrier polymer

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

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

1-800-788-5942 | www.azonintl.com

You’re invited to

TEXPO
s Expo
s
a
l
e
h
T Little G
st

B es

Glass TEXpo™ 2012
April 12-13, 2012
San Antonio, Texas
El Tropicano Riverwalk Hotel
www.usglassmag.com/texpo

Co-sponsored by
USGlass
Architects’ Guide to Glass and
DWM magazines

Plan now to attend!
54

USGlass, Metal & Glazing | November 2011

ustralia’s glass and fenestration industry isn’t
very different from that in the United States. Energy-efficient glazing is just as important to the
Australian building market as it is in the United States.
And this year the Australian Glass and Glazing Association and the Australian Window Association joined together for their first Ausfenex conference. More than
500 participants from both groups took part in the event
held in September in Queensland.
Those taking part in the conference included everyone from glass fabricators and installers to window
manufacturers and component suppliers. Some companies also chose to take part in an event exhibition,
where they featured products and services. Conference
participants had the opportunity to talk with exhibitors
during morning and afternoon tea, as well as lunch and
evening receptions. In addition, the program included a
variety of presentations that focused on everything from
industry trends to the Australian economy.
The event opened with a presentation from Jorma
Vitkala, chairman of the Glass Performance Days organizing committee/Glaston Finland Oy, who spoke on
“Worldwide Glass & Window Trends.” The global glass
market, he began, was approximately 52 million tons
in 2010. Much of this, Vitkala said, is coming from
China, as more than half the world’s float lines are
there. He explained that building stock in China is 43
to 46 billion square meters. In terms of glass, the highest investment there is in coatings; low-E and solar
control demand in China will see significant increases
in the next few years.
Vitkala also talked about a number of new technologies for architectural glass, such as media facades.
“The whole façade is like one big TV screen,” he said,
explaining that these are constructed with LEDs inside
a glass unit. “Another newcomer in LED technology is
using it to change the color of glass.”
Additionally Vitkala discussed color trends, saying architects use PVB laminated glass to create colorful
façades that also are constructed as safety glass.
As Vitkala explained, when glass is used in a façade
it must be thought of as a thermal material. “Highly effective solar control can minimize AC use,” he said.
❙❙➤ www.ausfenex.com.au ■
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Up&Coming
NORTH AMERICAN EVENTS
2011
November 15-17, 2011
Win-Door North America
Sponsored by
Fenestration Canada.
Metro Toronto
Convention Center.
Toronto.
Contact: Show organizers
at 800/282-0003.

December 7-8, 2011

Performance of Insulating
Glass Units Seminar
Sponsored by the Insulating
Glass Manufacturers
Alliance (IGMA).
Marriott Vancouver
Airport Hotel.
Vancouver, B.C.
Contact: IGMA at
613/233-1510.

April 2-4, 2012

BEST Conference 3
Sponsored by the National
Institute of Building
Sciences (NIBS).
West Peachtree Plaza.
Atlanta.
Contact: NIBS at 202/289-7800.

April 12-13, 2012

Glass TEXpo™ 2012
Co-sponsored by the
Texas Glass Association
and USGlass magazine.
El Tropicano Riverwalk Hotel.
San Antonio.
Contact: USGlass at
540/720-5584.

May 17-19, 2012

2012

AIA National Convention
Sponsored by the American
Institute of Architects (AIA).
Washington Convention
Center.
Washington, D.C.
Contact: AIA at 800/242-3837.

January 23-25, 2012

September 20-22, 2012

Façades Design &
Delivery 2012
TBA.
New York City.
Contact: IQPC at
800/882-8684.

February 20-24, 2012
GANA Annual Conference
Sponsored by the Glass
Association of North
America (GANA).
Hyatt Regency Sarasota.
Sarasota, Fla.
Contact: GANA at
785/271-0208.

February 26-29, 2012

AAMA 75th Annual Conference
Sponsored by the American
Architectural Manufacturers
Association (AAMA).
Naples Grande.
Naples, Fla.
Contact: AAMA at
847/303-5664.

March 18-20, 2012
BEC Conference
Sponsored by GANA.
Paris Las Vegas.
Las Vegas.
Contact: GANA at
785/271-0208.

Send your events to
editor Megan Headley at
mheadley@glass.com
www.usglassmag.com

Auto Glass Week™
Co-sponsored by AGRR™
magazine, the Auto Glass
Replacement Safety Standards
Council Inc., the Independent
Glass Association, the National
Glass Association and the
National Windshield Repair
Association. Includes Auto
Glass Repair and
Replacement Olympics.
Contact: AGRR magazine at
540/720-5584.

September 20-22, 2012

International Window Film
Conference and Tint-Off™
Sponsored by WINDOW
FILM magazine.
Contact: WINDOW FILM
magazine at 540/720-5584.

INTERNATIONAL EVENTS
November 23-25, 2011

Glasstech Asia 2011
Sponsored by Conference
& Exhibition Management
Services Pte. Ltd.
Jakarta International Expo.
Jakarta, Indonesia.
Contact: Show organizers at
info@cems.com.sg.

October 23-26, 2012

glasstec
Organized by Messe Düsseldorf.
Düsseldorf Fairgrounds.
Düsseldorf, Germany.
Contact: Messe Düsseldorf
North America at
312/781-5180. ■
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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

Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
decalite ltd.
The Portergate Ecclesall Road
Sheffield S11-8NX, UK
Phone: 01142-096096
Fax: 01142-096001

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

Curved/Bent

decorative

Block

TM

trulite Glass &
Aluminum solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.com

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

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

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

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
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TM

trulite Glass &
Aluminum solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.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

TM

trulite Glass &
Aluminum solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.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

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

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
TM

Trulite Glass &
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.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

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

Metals, General

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

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

Radiation Shielding

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

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

Tempered

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

TM

Trulite Glass &
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.com
Wired

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

X-Ray Fluoroscopic

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

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

ARCHITECTuRAL METAL
Dies/Custom Metal

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

TM

Trulite Glass &
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.com

uSA Architectural
Aluminum Products
Kawneer Product Line
33 River Street, Suite 5
Thomaston, CT 06787
Phone: 855/USA-ALUM
Fax: 860/283-4484
www.usaaap.com
dave@usaaap.com
BATHROOM SPECIALTIES

TM

Trulite Glass &
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.com
Shower Door Hardware

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

continued on page 58
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COMMERCIAL
WINDOWS
Commercial Windows,
General

USA Architectural
Aluminum Products
Kawneer Product Line
33 River Street, Suite 5
Thomaston, CT 06787
Phone: 855/USA-ALUM
Fax: 860/283-4484
www.usaaap.com
dave@usaaap.com
Fire-Rated Windows

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

CURTAINWALL
Curtainwall, General

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

DECORATIvE GLASS
Decorative Glass, General

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

Trulite Glass &
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.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
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
TM

Trulite Glass &
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.com

USA Architectural
Aluminum Products
Kawneer Product Line
33 River Street, Suite 5
Thomaston, CT 06787
Phone: 855/USA-ALUM
Fax: 860/283-4484
www.usaaap.com
dave@usaaap.com

58

Closers

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

Fire-Rated Doors

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

Fire-Rated
Framing Systems

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

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

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

DOORS
Bullet Resistant

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

Total Security Solutions, Inc.
170 National Park Drive
Fowlerville, MI 48836
Phone: 866/930-7807
www.tssbulletproof.com
United States
Bullet Proofing, Inc.
16201 Branch Court
Upper Marlboro, MD 20774
Phone: 301/218-7920
Fax: 301/218-7925
www.usbulletproofing.com
info@usbulletproofing.com
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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 Frames, Metal

USA Architectural
Aluminum Products
Kawneer Product Line
33 River Street, Suite 5
Thomaston, CT 06787
Phone: 855/USA-ALUM
Fax: 860/283-4484
www.usaaap.com
dave@usaaap.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
TM

Trulite Glass &
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.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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Muntin Bars

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
TM

Trulite Glass &
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.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

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
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
TM

Timeless Reflections
111 W. Erie St.
Spring Valley, IL 61362
Phone: 815/663-8148
Fax: 866/928-3330
www.antiqued-mirrors.com
SERvICES
Modeled Submissions

(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

SOFTWARE
Software, General

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

Trulite Glass &
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.com

Production Lines

Acid Etched Mirror

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

Antique Mirror

Point of Sale

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

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

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

Quest Software Inc.
1000 E. Sturgis St., Suite 8
St. Johns, MI 48879
Phone: 800/541-2593
Fax: 517/224-7067
www.questsoftware.com
continued on page 60
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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
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

60

Glass Restoration
TM

Trulite Glass &
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-2083
www.trulite.com
info@trulite.com
TOOLS AND SUPPLIES

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

Cleaning Towels

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

USGlass, Metal & Glazing | November 2011

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., Suite 102C
Sharon Hills, PA 19079
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 ■

To place your
listing, please contact
Janeen Mulligan at
540/720-5584, ext.
112, or email
jmulligan@glass.com.
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Products for Sale

Employment/Help Wanted

All Machines in Stock

Manufacturer’s Reps

Manufacturer’s Reps

• Non-Autoclave Laminating Machine
for EVA, SGP (Dupont) & PVB
• Tempering Furnace - Flat & Bending
ALL SIZES
• New 8 Spindle Beveler.
• New 9 Spindle flat Edger/Miter. Ideal
for shower doors. Our best seller. Over
200 installed and operating in US.
• New Shape Edger/Beveler.
Prices EXW Miami. Includes free installation/training/spare parts. In-house
technical support. Machines in stock.
www.jordonglass.com
Ph: 800/833-2159.
E-mail: sales@jordonglass.com
Celebrating our 30th anniversary!

Custom Window Company, a leading
manufacturer of commercial grade
aluminum windows has openings in
several territories for independent
manufacturer’s representatives. Please
submit line card and references to:
marketing@customwindow.com

Thermal Windows, Inc. is a Top 100 manufacturer of architectural aluminum windows, sliding glass doors and terrace
doors. We are looking for established independent sales representatives. Exclusive
territories available: AZ, NM, CO, WY, MT,
ND, SD, NE, IA, MN, WI, GA. Email your
resume to info@thermalwindows.com.
Company information is available at
www.thermalwindows.com.

Curved China Cabinet Glass
Stock curves fit most cabinets. Most sizes
$90, $95, $98 delivered. Zone charges may
apply. Call 512/237-3600, 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.

A Site Designed Exclusively
for Contract Glaziers from
USGlass Magazine
Visit www.usglassmag.com/contractglazing to view: In-depth Articles; Business News; Informational Videos;
Glazing Columns; Installation Information; Company News; Industry Events;
And so Much More!
www.usglassmag.com

Sales Representative

World leading manufacturer’s representative of high end automated manufacturing equipment for the glass and solar industry is seeking a Sales Representative with software and equipment sales experience.
Responsibilities and requirements include:

• Plant visits with existing customers and new prospects to gather

information, determine potential, and develop manufacturing
improvement solutions.
• Working with owners, executives, managers, engineers, and plant
personnel to develop equipment solutions for customer requirements
• Ongoing service to existing customers
• Identifying and marketing to new prospects
• Extensive overnight travel (60%) covering a multi state territory
• Highly motivated to succeed
• Excellent communication, organization and computer skills
• 5+ years successful experience in manufacturing capital equipment sales
• 4 year engineering undergraduate degree
• Ability to read, understand, and work with equipment layout
drawings
• Manufacturing experience within the glass industry a plus

Candidates should send cover letter, resume and salary requirements to
jmulligan@glass.com. Please reference USGlass, Drawer 5200.

Used Equipment
USED MACHINERY
BOUGHT & SOLD
www.glassmachinerysales.com
Ph: 724/348-8450

We Buy & Sell Used Glass
and Window Machinery
www.ameracanequipment.com
855-669-9108

For a price quote, e-mail your
ad to: jmulligan@glass.com
or call Janeen Mulligan
at 540/720-5584, ext. 112
for more information.
Listings start at $119 per column
inch. Deadline for the January issue
is December 15, 2011.
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[advertising index]
Page

Company

Phone

Fax

800/872-3267

800/232-7329

Web Address

5

Adams Rite Manufacturing Co.

9

Ashton Industrial

54

Azon Systems Inc.

800/788-5942

269/373-9295

www.azonintl.com

21

Bohle America Inc.

877/678-2021

704/247-8240

www.bohle-america.com

19

Calibre Door Closers

800/560-0012

714/633-5102 www.calibredoorclosers.com

55

California Glass Bending

800/223-6594

310/549-5398

www.calglassbending.com

7

Cardinal LG

952/935-1722

952/935-5538

www.cardinalcorp.com

51

CBO Glass

716/824-5000

716/826-2334

www.cboglass.com

C2

Enduroshield

805/617-4609

805/965-2281

www.enduroshield.com

Glass Association of North America

785/271-0208

785/271-0166

www.glasswebsite.com

65

Glasswerks L.A. Inc.

888/789-7810

888/789-7820

www.glasswerks.com

4

GlasWeld Systems Inc.

800/321-2597

541/388-1157

www.glasweld.com

49

I.M.P.A.C.T.

800/545-4921

202/393-1507

www.impact-net.org

51

J. Sussman Inc.

718/297-0228

718/297-3090

www.jsussmaninc.com

10

JLM Wholesale

800/522-2940

248/628-6733

www.jlmwholesale.com

3

Kawneer Co. Inc.

770/449-5555

770/734-1560

www.kawneer.com

11

Lisec America Inc.

952/641-9900

652/641-9935

www.lisec.com

53

Monsey Glass

845/352-2200

845/352-2215

www.monseyglass.com

49

MyGlassTruck.com

800/254-3643

856/863-6704

www.myglasstruck.com

Oldcastle BuildingEnvelope™

866/653-2278

770/497-3656

www.oldcastlebe.com

15

Optimum Window Manufacturing

845/647-1900

845/647-1494

www.optimumwindow.com

66

PPG Industries Inc.

888/774-4332

412/826-2299

www.ppgideascapes.com

18

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

25

Schott North America

914/831-2200

914/831-2201

www.usschott.com

43

Soft Tech America

954/568-3198

954/563-6116

www.softtechnz.com

14

Taco Metals

800/743-3803

305/770-2386

www.tacorailing.com

1

Trulite Glass & Aluminum

800/432-8132

954/724-9293

www.trulite.com

23

Western Window Systems

602/304-2905

602/323-6144

www.westernws.com

53,60,62

12-13

+44 (0)1279 624 810 +44 (0)1279 626 615

www.adamsrite.com
www.ashton-industrial.com

For more information on these companies’ products, visit http://products.usglassmag.com
www.usglassmag.com
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theBusiness

Moochenomics
by Lyle R. Hill

I

t was a slow morning and, while I
wasn’t particularly involved with
anything of importance, I still
waited until the phone had finished its
third ring to answer it. I offered up my
usual salutation and then quickly recognized the growl on the other end of
the line. Feared by many and trusted
by none, it was the unmistakable voice
of Johnny “The Mooch” Rago.
“Listen Mooch, I’m really busy today
so whatever it is you’re calling about,
can you keep it short and get right to
the point?”
“Okay, Hill, I’ll get right to it. You see,
as much as I hate to admit this, I need
your help.”
“You know, Mooch, the words need
my help usually means you’re looking
for money and I gotta tell you that I’m
just not in a position to give you any.”
“You got me all wrong, Hill. I don’t
want any money. I want you to write
something for me.”
“Like an alibi or something?”
“No, nothing like that, Hill. I need
you to write an introduction for my
new book.”
“You’ve written a book, Mooch?
About what? Wait … let me guess …
something about evidence disposal,
witness intimidation or perhaps your
area of expertise … extortion?”
“No, Hill, it’s a business book. You
know, I’ve lived a long time and learned
a lot of stuff out on the street, not to
mention the stuff I picked up while residing in a certain type of governmentfunded residential establishment, if
you know what I mean, and it dawned
on me that we are teaching our young
people a lot of the wrong things. So, in
these tough economic times, I now feel
it is my duty to straighten certain

64

what
they
things out. You
liked
and
know, dispel
today they’re
the myths so
broke and out
to speak. And
of work bebecause you’re
cause everythe only guy I
body wants a
know
who
fun job and
ever had a real
not only don’t they
job, the kind
not pay well but they usually don’t last
they actually take
taxes out of your paycheck for, I very long either. My advice, always go
thought you would be perfect for writ- for the green, and I’m not talking
ing the intro for my book.”
about energy conservation.”
“And exactly what do you intend to
“Well, I guess that’s an interesting
call this book?”
point of view, Mooch. Do you have any
“I’m going to call it MOOCHE- more of these?”
NOMICS … Time for the Truth.”
“Glad you asked, Hill. Remember
“I see. And you say that your goal is the old Greek saying (by the philosoto straighten out a lot of the old mis- pher Garbis, I think) that says ‘Give a
conceptions or erroneous teachings of man a fish and you feed him for a day,
the past. Is that it, Mooch?”
but teach a man to fish and you will
“Exactly, Hill. The world is passing feed him forever?”
“Yes, I think I do remember hearing
us by and our young business people
need to know the truth before it’s too that one. From Garbis himself in fact.”
late. We have not prepared them for the
“This is terrible advice, Hill … ‘If a
realities of the business world and man is hungry and you’ve got a fish, sell
time is running out.”
it to him. If he has no money and you
“And somehow you feel that you are feeling generous, give him some of
are the one to give this so-called it, but don’t under any circumstances
truth to them?”
“Yes, I am. Let me give you an excontinued on page 49
ample. There is the old saying
supposedly from Confucius
himself that says ‘Choose a job
L y l e R . H i l l is the
you love, and you will never have
managing director of Keytech
to work a day in your life’ and I
North America, a company
say ‘Choose a job that makes
providing research and
the most bucks and you’re
technical services for the
gonna want to work every day
glass and metal industry. Hill
of your life.’ You know why I say
has more than 40 years experience in the
glass and metal industry and can be
this, Hill?”
reached at lhill@glass.com. You can read
“Why, Mooch?”
his blog on Wednesdays at
“Cause there’s a whole bunch
www.usgnn.com.
of people who took jobs doing
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Thermal
Shades

Thermal Shades
A revolutionary design in shades technology

Available
Now

@

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

