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Katie O’Mara

nfluence is the most subjective of qualities. It is far easier to know when
someone doesn’t have it than when they do. And influence is value-neutral.
This is why Time magazine’s “Man (now Person) of the Year” has ranged
from presidents and astronauts to Adolf Hitler and Joseph Stalin. Time’s definition for the distinction is “the individual or group of individuals who have had the biggest effect on the year’s news.”
Every four years, we scour our industry for those individuals who meet a variation of Time’s definition. They
are the people who have had the biggest effect on the industry. This is not a popularity contest. It’s about choosing individuals who, by their words and actions,
change an industry. Some shape, some mold, and
some blow it up and start over again. Our team, led
by special projects editor Megan Headley, assembled a list of nearly 100 who, in our judgment
after consultation with numerous thought leaders in the industry, do just that.
No one more exemplifies influence than Ted
Hathaway, CEO of Oldcastle BuildingEnvelope™
(OBE). His actions elicit strong feelings, some
positive and some not, throughout the industry.
Under his leadership, OBE is changing and challenging the industry in new ways. Our “Most Influential” section starts on page 38. In addition, a
wide-ranging interview with Mr. Hathaway, as well as
an expanded 44-page section with more questions and
answers from the “Most Influential,” can be found at
www.usglassmag.com/digital. Turn to page 84 in the
digital copy.
Influence, alas, can also be fleeting. Consider
this: in 1999, Time magazine named the great scientist and mathematician Albert Einstein as its
“Person of the Century.” In the judgment of Time’s
editors, no individual had a bigger effect on the news
of the entire century.
Quite an accomplishment, right? Just yesterday I
stopped in an office supply store to pick up some supplies,
including some thumb drives. I was looking for one for myself on which I planned to keep some important back-up documents. Since I am not always the most organized person, I
was looking for one that I would instantly know was mine and
would always stand out so I would never give it away. So there,
amid the skateboard and Bart Simpson thumb drives, I found
mine: Times “Person of the Century,” Albert Einstein.
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the job done right every time. Visit us at us.agc.com to learn more.
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saved time
Close on time with Oldcastle BuildingEnvelope.™

According to a study by the U.S. Department of Commerce, the
construction industry has suffered significant productivity declines
since the 1960s, while all other non-farm industries have seen large boosts
in productivity. Why? Fear of change? At Oldcastle BuildingEnvelope ™
positive change is part of our DNA. More than a decade ago, we

your next building envelope project—we’ll be there in no time.

Due to the complex nature of
the curtain wall treatments,
Oldcastle BuildingEnvelope™
first designed and engineered
the systems, then tested their
performance using 3-D
simulation programs, allowing
the design team to ensure
that key performance metrics
were achieved.

1-866-OLDCASTLE (653-2278), oldcastlebe.com.

Origami by Robert Lang

began to design, engineer, manufacture and manage all aspects of the
building envelope. “Oldcastle BuildingEnvelope™ delivered the desired
aesthetic we were looking for and met our important performance
requirements, all while supporting the critical construction schedule
parameters,” said Doug Gensler, Principal, Gensler. Call us to discuss
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GANAPerspectives

Why Join?

Membership in GANA Creates Opportunity

W

by Brian K. Pitman

hen I attend trade shows
such as GlassBuild America,
NeoCon or glasstec, I speak
to many companies and professionals
about a wide variety of issues important to the construction and glazing industries: legal issues, the economy,
energy codes, standards development,
government regulations and more. And
usually, when discussing the efforts of
the Glass Association of North America
(GANA) and how we are working to increase opportunities in the industry,
many companies will ask, “Why should
we join GANA or any trade association?
What is the benefit?” There are many,
but I want to give you five key ones.

TOP FIVE
1. Networking. The top reason any
company joins a trade association is for
the networking opportunities it provides. Being a member of GANA puts
you in immediate contact with the top
companies in the glass and glazing industry, including top-level executives,
engineers and technical experts,
human resources, project managers,
glaziers and more. At a GANA event,
you often will be in the room with key
managers from companies that do what
you do, offer products and services to
your type of company, and even with
customers who buy your product. By
being a member of GANA, you put your
company in a primary position to network with others on how to be more efficient, solve problems and create
opportunities to get ahead. A prime example of this networking is the GANA
Building Envelope Contractors (BEC)
Conference in Las Vegas in March, or
the upcoming GANA Fall Conference in
Chicago in September.
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2. Education. GANA offers valuable
resources for its members to learn better
processes and acquire further skills in expanding their knowledge. With courses
such as the GANA Blueprint Reading
Course, online education through our
website at GlassEducation.com, and
Glass Informational Bulletins (GIBs)
available free to members and more,
GANA is always developing better companies in the industry. Furthermore, by
networking with other members, companies are able to learn solutions to technical issues, learn about potentially
harmful results of code changes and increased regulation, and much more.
3. Marketing. GANA promotes its
members, their products and services in
a variety of ways. At the recent NeoCon
show in Chicago, GANA joined with a
group of its members to promote the
Decorative Division and dozens of its
members’ innovative decorative glazing
products to a group of more than 40,000
interior designers and architects. At the
upcoming glasstec show and GreenBuild, GANA will be filming interviews
with members about their products for
release on its website and through social
media. Furthermore, consumer websites
such as DecorativeGlazing.com and
Mirrorlink.org offer product brochures,
contact information and more for its
members. By joining GANA, you give
your company access to an established
platform for marketing yourself and
creating leads for future business.
4. Standards/technical manual creation. GANA has had a
part in crafting various industry
standards and test methods in the
past decade, as well as technical
manuals like the GANA Glazing
Manual, considered the industry

bible and a must for anyone in the commercial glazing business. GANA has also
created more than 30 GIBs for the industry covering a wide variety of topics
and issues such as the proper cleaning
of flat glass and how to properly read
shop drawings. All of these documents
were created by GANA members who
wanted to make sure accurate information and suggestions for their product
types were included to be read by hundreds of thousands in the industry. At
the GANA Fall Conference, many more
documents and standards either will be
finalized or created, and having a chair
in the room is a way to give yourself a
voice in the documents that guide our
industry.
5. Discounts. GANA members can
purchase any of our products or register
for GANA events typically at a discount
of 50 percent. That discount is significant:
many of the BEC Conference attendees
save more money on conference registration than the totality of their annual dues.
Being a GANA member, besides anything
else, makes economic sense.
These five reasons to join GANA are a
few of the dozens of reasons to join. Investigate membership for your company
by visiting our website at www.glasswebsite.com. You may also contact Ashley
Charest, GANA account executive, in our
office at 785/271-0208. Most importantly,
join now to take advantage of these reasons (and more!). ■
B r i a n K . P i t m a n is the
director of marketing and
communications for the Glass
Association of North America
(GANA).
www.usglassmag.com
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How Guardian SunGuard helps
improve patient care and recovery.
With light.
Well-daylighted hospitals with outdoor views enhance patient care
and recovery. That’s why HKS specified Guardian SunGuard glass for
1 2

the C.S. Mott Children’s Hospital, in Ann Arbor,

3 4

Interior

Exterior

Michigan. The combination of Neutral 40 and

Neutral 40 on #2
and SN 68 on #3

SuperNeutral 68 in an insulated glass unit
delivers plenty of visible light and a low, 0.25
solar heat gain coefficient, all with lower
reflectivity than previously possible, so patients

can easily see outside. HKS’s selection of SunGuard products
also improved the building’s energy efficiency and created a
comfortable setting for children and families. The building is LEED
Certified Silver. For complete performance data, project photos
and other ways to Build With Light, visit SunGuardGlass.com.
Or call 1-866-482-7374.

UNIVERSITY OF MICHIGAN
C.S. MOTT CHILDREN’S HOSPITAL
ANN ARBOR, MI
ARCHITECT: HKS
GUARDIAN
SELECT FABRICATOR:
Trulite Glass & Aluminum Solutions
GUARDIAN GLAZIER
CONNECTION MEMBER:
CGI
SUNGUARD GLASS:
Neutral 40 on clear and
SuperNeutral 68 on clear

© 2012 Guardian Industries Corp.
SunGuard® and Build With Light®
are registered trademarks of
Guardian Industries Corp.
Please order glass samples for
accurate color evaluation.
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ShopSavvy

Magical Thinking

R

What Does It Take to Make Employees Happy?

by Paul Bieber

ecently my wife Elaine and I
went to a minor league baseball game where a very happy
magician was walking around. I asked
him what he did best. He replied that
he is a master at making things
change right in front of our eyes. He
certainly was great at card tricks and
pulling quarters out of kids’ ears and
making everyone laugh and smile. I
thought to myself, “If only we could
fix unhappy employees this easily.” I
concentrated on the game and, after
coming home, this article formed in
my mind.

COMMON COMPLAINTS
Why are employees unhappy? They
will, most often, say “money,” but
countless studies say this is not true.
Here are the three most common
complaints and what you can do to
solve them.
1. “No one appreciates my work.”
Give plenty of feedback to your staff.
Give as many “thank yous” as you do
suggestions on how to work better.
Don’t wait until annual review time to
say nice things to an employee. A good
word from you now is more valuable
than an imprinted coffee cup at yearend. When an employee gives you a
suggestion, try implementing it and
give full credit for the idea to the employee. If you can’t take the action
suggested, provide the employee with
a full explanation. At staff meetings,
give credit to people who bring in a
good job, finish an installation on
time, or work for six months without
an accident.
Make a big deal over an employee
who has perfect attendance for six
months. This doesn’t happen by
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Make a big deal over
an employee who has
perfect attendance
for six months. This
doesn’t happen by
chance; this employee
really cares.

courses so they can earn their way up
the ladder, too.
3. “The boss doesn’t respect me
as a person!” Whenever you can, respect an employee’s request for a certain schedule or day off. When you
can’t, give a solid explanation. When
Sally Saleslady can only get a doctor’s
appointment during the work day, go
along with it the first or second time.
If you find it’s more than that, your
leg is being pulled, unless she is seeing a very unique specialist.
Know your employees’ names. Don’t
say, “Hey, you! Help this customer.”
Respect your employees’ work ethics.
Don’t look over their shoulders every
ten minutes; understand there are
usually two or more ways to get something done. Let employees do it their
way if the results will be the same.
And don’t correct or belittle an employee in front of an audience. Unless
it is an urgent safety matter, pull the
employee aside to discuss the situation at hand.
Don’t let your ego get in the way of
praising your employees. You own
the company (or are a key manager)
but it is the employees who get
things done. The net result? You will
have lower employee turnover, which
is one of the biggest cost savers in
any company. ■

chance; this employee really cares.
Have your lunch in the employee lunch
room on a regular basis, or take an employee to lunch after a particularly
good job is finished.
2. “The company has different
rules for different people.” Yes,
most do. Managers and executives
probably have different perks and
programs. But make sure all folks at
roughly the same levels are treated
the same. If Izzy Installer always
comes in late and you say nothing,
and then Sam Screener gets jumped
on for being late, you will sink Sam’s
morale. If you give one employee a
special day off to observe a religious
holiday, then other employees should
get their choice of a holiday as well. If
you let Mike Metalcutter leave early
to go to his kid’s school play, Betty
Bookkeeper should have the same
option. Yes, you will reward employees who work harder and
care more for your company, but
P a u l B i e b e r has 30
do this in non-public ways, such
years in the glass industry,
as a raise or a gift card.
including 21 years as the
Give growth opportunities to
executive vice president of
Floral Glass in Hauppauge,
those who deserve them, but for
N.Y., from which he retired in
the lesser performers, offer to
2005.
You
can
read his blog on Tuesdays
send them to community college,
at
http://usgpaul.usglassmag.com.
or English-as-a-second-language

www.usglassmag.com
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NEWS NETWORK

visit www.usgnn.com™ for news every day

Canada Investigates Alleged Dumping
of Chinese Unitized Curtainwall

T

he Canada Border ServicesAgency
(CBSA) has begun an investigation into the alleged injurious
dumping and subsidization of certain
unitized wall modules originating in or
exported from China. The investigation
was launched after a complaint was filed
by several companies that allege “that the
dumping and subsidizing of these goods
are harming Canadian production by
causing the following: lost sales, price
erosion, price suppression, reduced profitability, loss of market share, reduced
employment and underutilization of capacity,” according to the CBSA.
The May 24 complaint was filed by
Allan Window Technologies of Concord, Ontario; Ferguson Neudorf Glass
Inc. of Beamsville, Ontario; Flynn
Canada Ltd. of Mississauga, Ontario;
Inland Glass & Aluminum Ltd. of Kamloops, British Columbia; Oldcastle
BuildingEnvelope of Concord, Ontario;
Sota Glazing Inc. of Brampton, Ontario;
Starline Architectural Windows Ltd. of
Langley, British Columbia; and Toro
Aluminum of Concord, Ontario.
The wall modules included in the investigation include those “with or without infill, including fully assembled
frames, with or without fasteners, trims,
cover caps, window operators, gaskets,
load transfer bars, sunshades and anchor
assemblies, originating in or exported
from the People’s Republic of China,” according to information from CBSA.
The complaint lists 62 Chinese unitized
wall module manufacturers “who are actual and potential exporters to Canada.”
In addition, four allegedly “known
Canadian importers … which account for
many of the subject goods imports from
China [and] … sell in direction competition with the domestic industry to the
same developers, general contractors and
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The Canadian investigation into
Chinese curtainwall dumping is
expected to be completed this fall.

construction managers” also are listed.
These include Markham, Ontario-based
Jangho Canada; Markham, Ontario-based
Far East Aluminium Works Canada Corp.;
Thornhill, Ontario-based Yuanda Canada
Enterprises Ltd.; and Coquitlam, B.C.based Envision Global Inc.
CBSA defines dumping as the case
“when goods are sold to importers in
Canada at prices that are less than their
selling prices in the exporter’s domestic
market or at unprofitable prices.”
The plaintiffs write that “subject
goods from China are being sold in
Canada at prices significantly below the
complainants’ well-founded estimates
of normal values in China of the unitized wall modules … ”
According to the CBSA, “subsidizing”
occurs when goods imported into Canada
benefit from foreign government financial
assistance. The plaintiffs allege that “Chinese unitized wall modules producers
have access to a broad range of subsidies
from all levels of the government of China”
and list a number of possible grants and
subsidies that various Chinese unitized

wall module manufacturers may receive.
“As a result of competition with
dumped and subsidized imports of subject goods from China, the domestic industry has suffered considerable losses of
sales of like goods on construction projects and as a consequence a reduction in
its share of the Canadian market (as well
in case of some producers the loss of
sales of other goods on the same projects,” write the plaintiffs.“Injury also has
occurred in the domestic industry’s inability to recover increased costs through
increased prices. ”
Though pricing has been removed
from the public copy of the complaint, it
also catalogs a number of incidents in
which the plaintiff companies allege they
lost bids to Chinese suppliers for unitized wall modules based on price.
“If there is no relief from the dumping
and subsidy of subject goods unitized
wall modules, the domestic industry
will continue to suffer the injurious
price-suppressive impact of such competition,” write the plaintiffs.
The CBSA will make a preliminary decision as to whether the imports are
being dumped and/or subsidized by October 15. Meanwhile, the Canadian International Trade Tribunal (CITT) will
investigate whether the imports are
harming Canadian producers; this decision is due September 14.
If the CBSA determines that dumping
and/or subsidizing has occurred, the investigations will continue and a final decision will follow after 90 days. If the
CBSA’s investigation reveals “that imports
of the subject goods have not been
dumped or subsidized, that the margin of
dumping or amount of subsidy is insignificant or that the actual and potential
volume of dumped or subsidized goods is
negligible,” the investigation will cease. ■
www.usglassmag.com
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Strong productivity
by multiple innovative solutions

High yield and wide capability
Energy efficiency
Ease of use for quality-oriented production

Visit us at
GlassBuild America 2012
Stand #2027

Glaston RC350™
The Vortex Plus™ (standard) and Vortex Pro™ (option) convection systems, the cornerstones of
the new RC350™, provide an impressive way to produce a wide application range of quality glass
easily and with minimal energy consumption. Glaston will support you with renowned know-how
and decades of experience to provide: high yield and wide capability, energy efficiency and ease of
use for quality-oriented production.
If you are interested in the possibilities of glass technology, our doors are open at glaston.net

Product Information
Contents

© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Zoom Fit

Search

+

Archives

–

I<

<

E-Mail

>

>I

Subscribe

CompanyNews
Nippon Sheet Glass Group to Lay Off 70-75
Employees at North Carolina Float Plant

J

apan-based Nippon Sheet Glass
Group (NSG) will lay off approximately 75 employees at its Pilkington float plant in Laurinburg, N.C.,
in light of the temporary idling of one
of its two float lines there, according
to internal communications manager
for Pilkington North America Inc.,
Roberta Steedman. The decrease in
the plant’s production was projected
to be finalized between August and
September.
According to Steedman, the decision
to cut back on production at the Laurinburg plant was made by NSG’s
global architectural management
team. “[NSG] is taking action to reduce capacity and output to match the
requirements of its customers,” she
says.

“This decision will have no impact
on the supply of our existing Pilkington brand product line,” Steedman
adds. “We will continue to meet the demands of our customers from Laurinburg, in addition to our plants in
Lathrop, Calif., and Ottawa, Ill.”
Steedman says that the idling of the
plant will require about 70-75 employees to be laid off. However, NSG is
“currently exploring all options in an
effort to minimize the number of employees impacted.”
In addition to the reduced capacity
at the Laurinburg plant, the company
also recently announced plans to reduce capacity temporarily at its Venice,
Italy-based facility.
According to NSG, the company
intends to begin production again on

Konarka Files for Voluntary
Bankruptcy; Ceases Operations

onarka Technologies Inc. in Lowell, Mass., recently filed for voluntary Chapter
7 bankruptcy in the U.S. Bankruptcy Court for the District of Massachusetts
with liabilities totaling between $10 million and $50 million. According to
information from Konarka, with the chapter 7 proceedings, the company has ceased
operations and the company’s assets will be liquidated “for the benefit of creditors.”
“Konarka has been unable to obtain additional financing, and given its current
financial condition, it is unable to continue operations,” says Howard Berke, its
chairman, president and CEO. “This is a tragedy for Konarka’s shareholders and
employees and for the development of alternative energy in the United States.”
According to court documents, the company has more than 200 creditors.
Among these are several industry-related companies, including St. Paul, Minn.based 3M Company; Philadelphia-based Ace Glass Inc.; Adchem in Riverhead,
N.Y.; France-based Bostik S.A.; LTI Smart Glass in Pittsfield, Mass.; Riverside Glass
Co. in Lowell, Mass.; and Sherwin-Williams, also in Lowell.
David M. Nickless with Nickless, Phillips and O’Connor in Fitchburg, Mass., has
been appointed trustee, and Richard King with the Office of U.S. Trustee in
Worcester is serving as assistant U.S. trustee.

K

14

USGlass, Metal & Glazing | August 2012

both lines “when market conditions
permit.”

Fletcher-Terry to
Acquire Two Businesses

The East Berlin, Conn.-based
Fletcher-Terry Co. is in the process of
acquiring two Illinois Tool Works
(ITW) businesses, AMP and Alfamacchine Srl. AMP has operations in Vernon Hills, Ill., and Pontotoc, Miss.
Alfamacchine is located in Forli, Italy.
Under the terms of the sale, AMP
and Alfamacchine will each become
wholly owned subsidiaries of FletcherTerry. The purchase includes all of
AMP and Alfamacchine's property,
equipment, patents and intellectual
property. Fletcher-Terry intends to operate the two businesses independently and will continue operations at
all existing AMP and Alfamacchine facilities, according to information from
the company.
briefly ...

A new Miami-based storefront and
entryway manufacturer, Enviralum,
was launched recently by industry veteran Frank Messa ... Horton
Automatics’ new website, www.hortondoors.com, features a redesigned interface ... Guardian Industries’
ClimaGuard low-E glass recently was
featured on a “Think Green” episode
of “Designing Spaces.” Company officials say Tim Clancy, product manager,
residential segment of Guardian, appeared on the show and discussed the
process of creating low-E glass. The
program airs on Lifetime Network and
is scheduled to run again on September 20, according to Guardian. ■
www.usglassmag.com
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IndustryOutlook
Experts Make Mixed Projections
for Commercial, Industrial Sectors

T

he Associated Builders and Contractors Inc. (ABC) recently released its 2012 mid-year
construction forecast, featuring Kermit
Baker, chief economist for the American Institute of Architects, and Anirban
Basu, ABC chief economist, who provided differing projections for the commercial and industrial sectors of the
construction industry, which both
agreed have experienced a slower than
usual economic recovery.
According to Baker, overall the construction industry has taken a hard hit
in previous years for multiple reasons
and while nonresidential building has
not improved, there is some progress
for residential construction.
But there are positives signs, he said,
which include increases in corporate
profit, consumer confidence, and both
fundamentals in the commercial market and architecture billings index

(which measures design activity via
surveying architecture firms) has
shown improvement.
“The construction sector, unfortunately, is the last major sector in the
economy yet to recover from this economic downturn we’ve been through,”
Baker said. “We generally expect to see
nonresidential construction activity recover about 12 months after the Gross
Domestic Product (GDP).”
Nonresidential building construction
has averaged 1.3 billion square feet per
year, which Baker said is well below
normal. There have also been dramatic
declines in commercial property value
as in home values but “recovery appears
to be underway.”
He said although architecture billings
are still weak, figures generally have
been positive in recent months and the
recent upturn has been driven mainly
by strengthened commercial/industrial

Composition of Nonresidential
Construction Spending
April 2012

Power
17%

Communication
3%

Highway and Street
14%

Public Safety
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Educational
15%
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Source: U.S Census Bureau
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Commercial
8%

Office
6%

Healthcare
8%

Conservation and
Development
1%

Lodging
2%

Projected Construction Sector
Spending Percent Changes

% Change
2012
Total Nonresidential
+2.1
Commercial
+5.6
Industrial
+6.0
Institutional
-0.1

Source: American Institute of Architects

% Change
2013
+6.4
+11.4
+10.2
+3.6

project activity.
Overall, Baker said he feels some construction sectors will make progress this
year: total nonresidential construction
spending is expected to increase to 6.4 in
2013 percent from 2.1 percent this year;
commercial construction spending will
increase to 11.4 percent from 5.6 percent;
industrial will increase 10.2 percent from
6 percent; and institutional will increase
to 3.6 percent from -0.1 percent.
Nonresidential construction volume
has lagged the overall economy by
about one year. It should have been in
recovery now for about two years but
“it just hasn’t happened,” Basu said.
The pace of job growth has also not
accelerated but actually decelerated.
Basu said he attributes much of this to
a “wait-and-see mindset” or lack of
confidence.
Basu added that the 2012 forecast for
construction sectors has been expected
to gradually improve and then acceleration in 2013 but he said because of low
confidence, this is debatable for the allotted time frame.
“It’s the lack of confidence among
capitalists that is the barrier to recovery,” Basu said. “My sense is that capitalists will become more scared in the
months ahead so [with regard to] the
semi-positive forecast for 2013, I’m not
necessarily a buyer of that.” ■
www.usglassmag.com
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assets.
Cherished photos and mementos, priceless heirlooms – sometimes those are more important than
buildings and furnishings. SeaStorm® hurricane-resistant glass protects all of a homeowner’s assets
from storm damage. Engineered for windows used in high wind-speed areas, SeaStorm fulfills code
requirements. Extensive testing has shown that upon impact, broken glass fragments adhere to the
interlayer, keeping the window intact and reducing the risk of injury or damage. Another SeaStorm asset
– it shields against forced entry and reduces noise. For more information, visit cardinalcorp.com.
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GlobalUpdate
European Commission Approves
AGC Acquisition of Stake in Interpane

T

he European Commission (EC)
has approved AGC Glass Europe’s acquisition of a controlling stake in Germany-based
Interpane, according to the regulating
organization. The EC had previously
announced that it was investigating
the pending deal due to a “proposed
concentration” (see related story in
July USGlass, page 16).
According to the Commission, the
acquisition is in accordance with the
Merger Regulation and AGC, which is
controlled by Japan-based Asahi Glass
Co., is now able to acquire a “control-

ling stake” of Interpane.
“The Commission concluded that
the proposed transaction would not
raise competition concerns because
the merged entity would continue to
face sufficient competition,” writes the
EC in its announcement.
The EC continues, “After reviewing
the ‘competitive effects’ of AGC’s recent
acquisition in numerous glass markets
such as raw float glass, coated glass,
laminated glass, sealed units toughened glass, silvered glass, fire resistant
glass rolled and wired glass and solar
glass, the Commission determined

Pilkington OptiViewTM low reflective glass

that the proposed merger will not
drastically change the glass market
structure. Additionally, the merged
sector of the companies “would face
competitive pressure from a number
of credible competitors.”
The pending acquisition originally
was announced in December 2011.

Lisec Opens South
American Branch

Austria-based Lisec recently
opened a new contact branch in São
Paulo, Brazil, in February 2012.
Company officials say the location

Pilkington OptiwhiteTM low iron glass

With Pilkington OptiwhiteTM and Pilkington OptiViewTM, the possibilities are endless.
No matter how ambitious your latest projects may be, whatever you have in mind, you should have our Special
TM
Applications Glass in mind too. Pilkington Optiwhite is an extra clear, low iron float glass is virtually colorless and has
excellent light transmission, making it the ideal choice for applications where glass edges are visible or where
TM
transparency and purity of color are desired. Pilkington OptiView has low reflective and UV blocking properties which
make it perfect for any display, showroom, storefront applications, condominiums or
apartments where views are of paramount importance.

www.pilkington.com/na
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will help it better serve its South
American clients.
According to the company, Lisec
has had a presence in South America
with its own facility in the city of
Campinas in the Brazilian state of
São Paulo.
“We see great potential in the South
American market and have decided to
set up a contact partner locally,” says
Karl Gruber, head of the Lisec Group.
“We have been active in South America for several years now, but the
opening of Lisec Sudamérica will create completely new opportunities.” ■

Really White Luminous Glass
Crisp light transmission, uniform color consistency
Galaxy Glass & Stone® preferred choice of prominent Architects

Inspired Designs
Innovative Solutions

One Trusted Resource

Premium Quality Custom Architectural
Glass Decoration. A worldwide
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quality, reliability and on-time
performance.
Trust your next project to Galaxy

973.575.3440
www.galaxycustom.com
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ContractGlazing
Ontario Requires Heat-Strengthened
Laminated Glass in Balconies

O

ntario glaziers are now required
to use heat-strengthened laminated glass when close to the
edge of a balcony, effective July 1, following revisions to the province’s building
code that were made in order to reduce
instances of balcony glass breakage in

newly constructed buildings, according
to an announcement by the Ontario Ministry of Municipal Affairs and Housing.
The use of heat-strengthened laminated glass or heat-soaked tempered
glass if balcony guards are inset from the
edge of the balcony also will be required

CBO Glass Denies Allegations
That It Failed to Pay Local Unions

BO Glass recently responded to and denied allegations that it failed to pay
Trustees of the Iron Workers Local Union No. 5 and Iron Workers Employers
Association, Employees Pension Trust, which claim the company failed to
make payments to the groups from November 2011 to March 2012, a total of
about $157,000. The unions have alleged in a lawsuit that CBO has not upheld
the “terms and conditions of employment” included in the contract.
According to CBO’s response, the company denies allegations laid out in the initial complaint filed by the unions that claim in addition to the monthly payments,
the company owes other costs including liquidated damages, interest, court expenses and any other relief deemed appropriate. CBO has requested that
“ … the court dismiss the complaint with prejudice and grant such other and further relief as is appropriate and just.”
CBO further claims that “the complaint fails to state a claim upon which relief can
be granted,” according to the response. Additionally, the company claims it paid
“ … some or all of the amounts [the] plaintiffs claim are due and owing” and that
the “plaintiffs released some or all of their claims against CBO Glass.”
The unions had alleged that “ … an employer who fails to pay the amounts required by the Collective Bargaining Agreement on time shall be obligated to pay, in
addition to the contributions owed, liquidated damages in the amount of 10 percent
of the total amount due, plus an interest at the rate of 12 percent per annum from
the date through the date of payment.”
This suit is one of two suits that CBO Glass currently is facing. The International
Painters and Allied Trades Industry Pension Fund also filed suit against the company
in March, alleging that the company and two of its officials (Gilbert DiMaio, president and CEO and Paul F. Hogan, principal) owe roughly $470,000 “ … under the
Labor Contracts, Trust Agreements and Plan.” CBO has denied these allegations as
well. Additionally, DiMaio and Hogan have filed two separate motions to dismiss.
The first, which alleged lack of jurisdiction, has been denied. At press time, the
court had not yet ruled on the second motion to dismiss, which alleges that the
group failed to state a claim upon which relief may be granted.

C
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under the new regulations.
“[The regulations] are intended as
an interim solution to ensure public
safety while the Canadian Standards
Association develops a national technical standard for glass panels in balcony guards,” writes the Ministry in its
announcement.
The current building code revisions
were established by the Expert Advisory
Panel on Glass Panels in Balcony Guards,
which was made up of 25 members including engineering consultants, building code consultants, developers,
contractors, professional designers, municipal building inspectors, insurance
providers and members of codes and
standards-writing bodies. The panel was
created after the City of Toronto and the
Residential Construction Council of Ontario called on the Ministry to “address
the falling balcony glass panel problem”
after a spate of incidents that occurred
last year and have continued this year (see
related story in March USGlass, page 44).
The revisions apply to new construction projects and do not affect modifications of existing buildings, according
to the Ministry.
The panel references a report, “Balcony Glass and Guard Matters,” released
on January 24 by GRG Building Consultants, which suggests that the cause of the
glass failure was related to “nickel sulphide (NiS) inclusions in the glass and
glass-to-metal proximity. According to
the panel’s report, Mark Brook, P.E., of
BVDA Façade Engineering LLC, was one
of those involved in the investigation.
“His finding was that the primary
cause of the glass failures was NiS inclusions,” writes the panel. “He also identified windloads on guards and installation
defects as secondary risk factors.”
Mike D’Agnillo, vice president of Toro
www.usglassmag.com
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Lightweight walking surface
and shading system

The addition of I-bar construction
adds extra strength and stability for
foot traffic

Aluminum Railings Inc., also participated
in the investigation, and he attributed
the breakage to possible deficiencies in
railing installations; the suggestion that
“balcony glass is not designed with
glass breakage in mind;” impact-related incidences; and NiS impurities in
the glass.

AAI Reaches Agreement
on WTC Contract

American Architectural Inc. (AAI)
and Skanska USA, a general contractor
with whom AAI had been working on
the interior glass work and interior
glass railing for the World Trade Center’s PATH Hall, have reached a proposed agreement in a dispute about the
subcontract. Skanska had motioned, as
part of AAI’s bankruptcy case, for the
court to order AAI to resume or reject
the subcontract in an expedited manner (see related story in July USGlass,
page 10).
The two companies have filed a proposed stipulation agreement noting
their “desire to resolve the motion by
fixing a date certain by which [AAI]
must assume or reject the subcontract
and, in the interim, establish a temporary joint check payment procedure for
the payment of trust fund beneficiaries’
claims incurred from the date hereof
and to provide for the payment by
Skanska to the debtor and certain trust
fund beneficiaries for work performed
on the project during the interim period.” The agreement defines “trust
fund beneficiaries” as those who have
completed work as subcontractors for
AAI and/or have supplied materials for
the project.
The proposed deadline for AAI to file
a motion to assume or reject the subcontract is now September 14. Accordwww.usglassmag.com

Product Features
Q Manufactured from aluminum
(6000 series alloy)
Q Pre-engineered spans for safety
Q Easily integrates into any
window system
Q 100% solar block at a 72˚
sun angle
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concentrated load
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Q Various finish options available
Q Eligible for LEED credits

sunshade+
5299 Southway Street SW
www.ohiogratings.com
1-800-321-9800

ing to the agreement, if AAI rejects the
subcontract, the company will be required to provide “all materials and
drawings (in CAD and PDF format) in
[its] possession for the project [to
Skanska] and assign any and all subcontracts and purchase orders as directed by Skanska to [ensure] a smooth
and orderly transition to Skanska or a
replacement contractor.” In addition,
the parties agree to resolve any
amounts Skanska owed to AAI (as of

Canton, OH 44706
Fax 330-477-7872

September 14) within 30 days.
In its original motion to expedite the
court’s consideration of the matter,
Skanska had alleged that it had paid
AAI $696,485 for work completed on
the project during the month of May,
and that, at the time of the motion, at
least two vendors had ceased work on
the project due to AAI’s alleged failure
to pay them.
At press time, the court had not yet
approved the stipulation agreement. ■
August 2012 | USGlass, Metal & Glazing
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FinancialFlash
Apogee Reports Slight Drop in
Net Sales for Architectural Segment

A

pogee Enterprises Inc. has reported a 0.3 percent drop in its
net sales from continuing operations for its architectural business
for the fiscal first quarter, as part of
its most recent 10-Q report filed in
July. The company reports net sales
from continuing operations of approximately $134.9 million, compared
with $135.3 million for the same period last year.
In addition, the company reduced
its operating loss from continuing operations for the architectural business
from last year. For the fiscal first quarter of 2011, the company reported an
operating loss of $7 million for the fis-

cal first quarter within the architectural business, compared with $1.9
million this year—a 73.2 percent decrease. Apogee attributes the improvement to “improved architectural
glass pricing and the impact of the
volume growth in [its] storefront
business, partially offset by lower
margin work in the installation business that we anticipated.”
The architectural business’s backlog is also up 13 percent, at $267.3
million for the fiscal first quarter and
the fourth quarter of 2011 and company officials are optimistic that this
will continue, according to the report.
“We expect approximately $188 mil-

PPG Reports Increased
Volume, Price Compression

ittsburgh-based PPG Industries has reported that its glass segment
sales for the second quarter totaled $273 million, down $1 million for
the same period in 2011.
The company reports that “higher flat glass volumes were offset by lower
pricing and the negative impact of foreign currency translation.”
Glass segment earnings totaled $23 million, a decrease of $6 million
from the prior-year quarter as a result of lower pricing, according to the company’s most recent financial report.
PPG reported net sales of $4 billion for the second quarter for the company and net income of $362 million—a record quarter, according to the
company’s report.
“Overall, our sales in local currencies grew in the quarter, led by continued strong organic growth in North America,” says PPG chair and CEO
Charles Bunch. “Business in emerging regions also expanded, but results
were mixed by end-use market. Organic growth in North America and emerging regions was comparable to first-quarter performance; however, these
gains were partly offset by a further, fairly broad step-down in European demand. These regional variations were evident in nearly all our global businesses, which resulted in an overall flattening of our worldwide volume
growth rate.”

P
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lion of the June 2, 2012, backlog to
flow during the remainder of fiscal
2013,” said the company in a written
report.
Apogee’s architectural business includes Viracon Inc.; Harmon Inc.;
Wausau Window and Wall Systems;
Linetec; and Tubelite.
As part of the report, the company
noted that though it completed the
sale of its large domestic curtainwall
business and its exit from international curtainwall operations in several transactions in fiscal years 1998
through 2000, it saw $776,000 in accounts payable and accrued liabilities
for the second quarter in these areas,
and long-term liabilities of $509,000
during the fiscal first quarter.
“The remaining estimated cash expenditures related to discontinued
operations are recorded as liabilities
of discontinued operations and cover
warranty issues relating to domestic
and international construction projects that the company expects will be
resolved over the next five years,”
writes Apogee.
“These were both mega-project installation businesses and we haven’t
done projects of that magnitude
since we discontinued those businesses,” adds Apogee director of investment relations Mary Ann
Jackson. “Our Harmon business does
mid-size installation projects in the
U.S. only, not internationally. Nothing has changed since we discontinued these businesses more than 10
years ago.”
Overall, the company’s net sales are
up for the fiscal first quarter of
2012—listed at $154.1 million, compared with $153.3 million last year, an
increase of 0.5 percent. ■
www.usglassmag.com
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NewsMakers
promotions

Finland-based Glaston has made several executive
changes, including the promotion of several within the
company. Among these is Roberto Quintero, who has been
appointed senior vice president of the machines business
area, pre-processing and tools product lines. Quintero also
serves as a member of the company’s executive management group in his new role. He previously served as the director for the company’s heat treatment product line.
Additionally, Juha Liettyä, who most recently served as
senior vice president of services, has been appointed senior

obituaries

Don DeMichele,
DeMichele Group

Don DeMichele, founder of the DeMichele Group, passed
away in June at the age of 75.
DeMichele founded the company in 1977 to develop
software for the flat glass industry. In 1984, he created
Red Mountain Research Laboratory to provide microcomputer-based software for the contract glazing market, according to information provided by DeMichele Group.
DeMichele is survived by two daughters, Lisa Hefner and
Maria Jacobs, and five grandchildren, Michael, Matthew,
Kathryn, Jake and Olivia.

Don Wessinger, Childress
Engineering Services

Don Wessinger of Childress Engineering
Services passed away in July, following a battle with pancreatic cancer.
Wessinger began his career in 1956 as a
draftsman and project manager for window
wall and curtainwall projects. He eventually
became owner and president of Tejas Panels
from 1978 to 1992.
Don
Most recently, Wessinger had served as prinWessinger
ciple consultant for building envelope services
for Childress Engineering Services Inc.

Thomas Young, Stone
& Glazing Consulting

Industry veteran Thomas D. Young of Rosenberg, Texas,
passed away in May. Young most recently worked with Dallasbased Stone & Glazing Consulting.
He joined the company in 1998 and retired in 2007 as a senior consultant.
Prior to his retirement, Young also worked as a project manager on the new Denver International Airport for A 1 Glass Co.
He also served as general manager of West Coast operations for
Olden & Co., and served in numerous roles for PPG Industries
from 1973 to 1987. Young got his start in the industry with
Kawneer Co., where he worked from 1956 to 1972.
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vice president of the machines business area, heat treatment
product line, and managing director of Glaston Finland Oy.
Pekka Huuhka, who had been serving as senior vice president of supply chain, has been appointed senior vice president of services.
Alcoa Building and Construction Systems
(BCS) has named Donnie Hunter architectural manager for North America. In his new
position, Hunter will lead a team responsible
for the promotion of the Kawneer, Traco and
Reynobond brands to the architectural community with the goal of driving specification,
new product adoption and overall demand for
Donnie
the Alcoa BCS North America product range.
Hunter
Hunter got his start with Alcoa in 1983 as
a sales trainee for Kawneer for the Southern region, working in the Jonesboro, Ga., manufacturing facility. From 1984
through 2001, he held various sales positions and was responsible for architectural promotion and customer sales
in the Southern region. In 2001, Hunter joined Kawneer’s
inaugural architectural services team, where he was responsible for providing architects with product application
and technical assistance. He moved into product management in 2003 when he first worked as the product team
leader for hurricane resistant products, later shifting to
product manager, protective glazing products, and most recently, product manager, storefront, entrances and framing.
Glass Doctor has named Doug Dotson vice
president of operations. Dotson most recently
served as vice president of
franchise relations and training at the company.
Dotson succeeds Michael
Gai, who has been named vice
Doug Dotson president of system accounts
for Glass Doctor parent company The Dwyer Group Inc.
Michael Gai

new hires

Minneapolis-based Sage has hired Alan McLenaghan to
serve as its vice president of operations. McLenaghan will
manage the company’s new manufacturing facility currently
under construction in Faribault, Minn.
McLenaghan previously served as site director for Verallia
North America, a Saint-Gobain group company based in
Muncie, Ind. Saint-Gobain recently acquired Sage through its
purchase of the company’s outstanding shares in May (see related story in June USGlass, page 20). McLenaghan began his
15-year career with Saint-Gobain in 1998 when he led construction of the company’s float glass manufacturing plant in
www.usglassmag.com
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Eggborough, North Yorkshire, England. Prior to Saint-Gobain,
he spent three years with DuPont and seven with ICI in both
the United Kingdom and United States.

Search

+

Archives

–

I<

E-Mail

<

>

>I

Subscribe

LCO HAS SPECIALIZED
&OR OVER  YEARS 0RE
OF COMPLEX GLASS
IN THE FABRICATION
ISE DEVELOPED OVER
PRODUCTS 4HE EXPERT
WITH OUR STATE OF
THESE YEARS COMBINED
MADE 0RELCO YOUR
THE ART EQUIPMENT HAS
TYPES OF PROJECTS
PRIVILEGED PARTNER IN ALL
MOST COMPLEX
FROM VER Y SIMPLE TO THE

WinTech has hired Steve McColloch to be
the product manager for the company’s commercial windows division.
McColloch most recently worked for
Springfield, Mo.-based Boyd and prior to that,
was with EFCO Corp.
Steve
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The Italian Association of Glass Processing Machinery
and Accessories Suppliers (Gimav) has elected Cinzia Schiatti to serve as chair of the group for a third term. The election was held during Gimav’s recent general meeting.
Schiatti says her main focus in this role will be to implement effective strategies to promote Italian-made production
in markets with a high potential for Italian glass technology.
Schiatti has served as chair of Gimav since 2008. She previously spent 28 years working as the sales manager for Italybased Schiatti Angelo s.r.l. ■
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Ready and Able?
Testing Hurricane and Impact
Products for Market Introduction
by Penny Stacey
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t’s now been 20 years since Hurricane Andrew struck the
Florida coast, leaving widespread damage and a loss of
lives across the southern region. Since then, several standards have been released, codes have been updated and
tightened, creating a large market for hurricane and impactresistant products. Ensuring the proper use of hurricane or
impact-resistant products can be challenging, however, and
there is a lot to learn about this field of glazing. USGlass
spoke to several industry experts for this issue about what
your company needs to know, challenges you may encounter
and more.

The Final Exam
Industry experts say when it comes time to test, there are
two crucial standards to heed: ASTM E 1886, Standard Test
Method for Performance of Exterior Windows, Curtain Walls,
Doors, and Impact Protective Systems Impacted by Missile(s)
and Exposed to Cyclic Pressure Differentials, and ASTM E
1996, Standard Specification for Performance of Exterior Windows, Curtain Walls, Doors and Impact Protective Systems Impacted by Windborne Debris in Hurricanes.
“The first is a test method and the other is a specification
for missile impact testing,” says Paul Beers, founder of Glazing Consultants International in West Palm Beach, Fla.“That’s
pretty much the universally accepted requirement for hurricane protection for certifying products. All the code jurisdictions use that—the Florida building code, Miami-Dade
County, the International Building Code, etc.”
The standards were developed in response to the requirements Miami-Dade County, Fla., created in the 1990s for
glazing systems, says Valerie Block, senior marketing specialist for Dupont. “After that, ASTM and members of the industry worked to develop an industry standard, which
wouldn’t be Florida-based or Miami-Dade-based. That’s
when the ASTM standards were developed,” she says.
In turn, building codes began referencing the ASTM
standards (see box at right). “The building code has a preference to refer to industry-based standards,” says Block.
“They weren’t looking to reference a standard developed
for one specific jurisdiction.”
It’s crucial that manufacturers of hurricane-resistant glazing systems fully understand the codes before delving into
this arena, though, according to Dean Lewis, chief engineer
of certification programs for the American Architectural
Manufacturers Association. “In order to ensure product performance under hurricane conditions, manufacturers
should understand the design considerations implied by
these codes, and market their design features accordingly
[they need] to be clearly understandable by the consumer,”
says Lewis.
www.usglassmag.com
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The Codes and Standards

The two main standards that address hurricane and impact products are ASTM E 1886, the Standard Test Method
for Performance of Exterior Windows, Curtain Walls, Doors,
and Impact Protective Systems Impacted by Missile(s) and
Exposed to Cyclic Pressure Differentials, and ASTM E 1996,
the Standard Specification for Performance of Exterior Windows, Curtain Walls, Doors and Impact Protective Systems
Impacted by Windborne Debris in Hurricanes. Both standards are referenced by the International Building Code and
the Florida Building Code. In the International Building Code,
the main sections related to this are Section 1609 – Wind
Loads, and Section 1626 - High-Velocity Hurricane Zone-Impact Test for Windborne Debris. Likewise, the Florida Building Code contains a section on Wind Loads – Section 1609,
along with information about High-Velocity Hurricane Zones
(HVHZ), according to Sowell.
For testing to the Florida Building Codes’s HVHZ areas, the
following criteria is used, according to Sowell: large missile
with two impacts per glazing; 1⁄16- by 5-inch maximum opening
with no penetration; impact on the mullion or cross bar; and
a small missile for all floors 30 feet above grade level.
Following is the criteria used for ASTM E 1886 and 1996:
large missile - one impact per glazing in Wind Zone 3 and 2
impacts per glazing in Wind Zone 4; 3-inch sphere cannot
freely pass through any opening; no impact of the mullion;
and a small missile from 30 to 60 feet.
Sowell says ASTM defines small and large missiles as follows:
• Small Missile - Level A is 10 two-gram steel ball bearings
at 130 feet/second (88 mph); and
• Large Missile• Level B is a 2-lb. two-by-four at 50 feet/second;
• Level C is a 4.5-lb. two-by-four at 40 feet/second;
• Level D is a 9-lb. two-by-four at a speed of 50 feet/second
(34 mph); and
• Level E is a 9-lb. two-by-four at 80 feet/second (50 mph).
This is for enhanced facilities.

Block suggests that when manufacturers decide to release
a hurricane or impact product, they first must answer a simple question. “The first thing you have to know is whether
you’re going for product approval,” she says. “If so, you’d be
checking Florida for Florida product approval and MiamiDade product approval requirements.”
Each area has its own set of criteria to follow, according to
Block.“Typically Miami-Dade County requires the impact in
pressure cycling, but also calculations that are based around
windload and air water leakage,” she says. “Miami-Dade
continued on page 28
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Ready and Able?
continued from page 27

Need More Information?

If you’re looking for more on hurricane and impact
glazing, the Glass Association of North America (GANA)
and the Protective Glazing Council (PGC) have published
the Protective Glazing Manual, which was released in
2010. “This manual is an excellent resource that includes the different types of products that are used in
protective glazing products,” says Urmilla Sowell, technical director for GANA and president of the PGC. “It includes an introduction to protective glazing and its
various products. It give a detailed account on the various natural and man-made protections, such as ballistics, blast, egress, fire-rated glazing, forced entry and
hurricane and seismic.”
GANA also has available the Laminated Glazing Reference Manual, which “discusses all applications that
utilize laminated glazing products, from safety and security to acoustics and energy, in addition to natural and
man-made disasters,” says Sowell.

County has a department that basically is charged with review of all the data. Once the Miami-Dade approval department gives you the stamp that you’ve been approved and you
become a part of their approved system, it shows you’ve gone
through testing.”
Preparation is key. “First you’ve got to develop your product, then you’ve got to confirm that it’s going to be tested in
a way that will meet the requirements of the code authorities who are ultimately going to approve it,” says Beers. “The
testing itself doesn’t take that long, just a day or two. After
the testing’s done you’ve got to submit drawings to whomever
you want to get approval from, Florida or Miami-Dade, so
the process can take months.”
In addition, collaboration among a variety of parties often
is necessary.“There’s a lot of experience and technology now
to comply with the standard,” says Beers.“Two things I’d recommend is that [manufacturers] work closely with the test
laboratories doing the testing and work closely with the man-
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ufacturers that they’re going to be using—particularly those
of the glass.”
And that’s a crucial point to remember—that products
in these areas are tested as full systems. “It’s not really just
about the glass,” says Block. “It’s about the total system and
how the total system gets through this testing and evaluation process.”

An Early Start
Looking at the testing process early also can be helpful.
“There are plenty of testing labs out there and you can go
and see the tests and meet with people in the permit end before you actually do this work to get a full handle on what’s
involved,” says Block. “Typically people will work with engineering companies that have experience and can help from
the design and testing point of view to get the manufacturer
through this with as few hiccups as possible.”
“Even if you’re well-intended, you’re probably going to need
someone to help you get through this,” she adds.
Urmilla Sowell, technical director for the Glass Association of North America (GANA) and president of the Protective Glazing Council, points out that ASTM E 1996 offers
three levels of building protection, basic, unprotected and
enhanced protection. “Enhanced protection is typically used
for essential facilities, [which are] defined in ASTM as
‘buildings and other structures designated as essential facilities, jails and detention facilities, fire, rescue and police
stations and emergency vehicle garages, designated emergency shelters, communications centers and other facilities
required for emergency response, power-generating stations, other public utility facilities required in an emergency,
and buildings and other structures having critical national
defense functions.’”
Glazing systems designed for such use are subjected to
even more stringent testing than other hurricane products.
“Glazing systems designed for enhanced protection are
continued on page 30
www.usglassmag.com
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Ready and Able?
continued from page 28

tested using a 9-lb. two-by-four missile with a velocity of 80
feet per second (50 mph), which is higher than the 50 feet
per second (34 mph) velocity used to test for basic protection,” she says.

Challenges

Tornado Testing—One More Step

In addition to the multitude of testing required for hurricane and impact areas, there’s another test, created by the
Federal Emergency Management Association (FEMA) for
areas at high risk for tornadoes and hurricanes, to which
some manufacturers now are also testing—FEMA 3612008. “That’s the highest step you can get to at this point,”
says Gerry Sagerman, business development manager for
Insulgard Security Products in Brunswick, Ohio. “FEMA
products are used for making either a community safe
room or an emergency operations center or an emergency
room for a school.”
He adds, “If it’s tested for FEMA requirements, their
hope is that after the hurricane or tornado comes
through the that safe room hasn’t been impacted or fragmented. They’re looking for complete protection on those
types of things.”
In many cases, glazing systems are needed, even for
safe rooms, because local officials are placing them in
locations such as schools, where they might have other
uses as well, according to Sagerman. “Alabama put in
legislation that any new school that’s being built has to
have a safe room to house kids in tornadoes,” he says.
“[But] those schools are looking for rooms that they can
use for other uses. They might build a classroom, but in
order to have a classroom they have to have windows …
and when the tornado comes they can use that room for
a safe room.”
Hospitals also are a market for such products. “You saw
what happened with that hospital in Joplin, Mo.,” says
Sagerman. “[Hospital officials] are really faced with the decision of whether to move patients in intensive care to a
safe room, or whether it makes more sense to make the
windows in the intensive care unit tornado-resistant.”
Testing to offer FEMA products can be quite costly,
though, according to Fred Gebauer, business development
manager for Insulgard in Grand Rapids, Mich. “Just your
samples alone can cost $10,000,” he says. “We do a lot of
structural engineering before we even build a sample or
test a sample.”
❙❙➤ www.fema.gov
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Whether you’re testing for basic or enhanced protection,
there are a number of challenges involved in bringing a hurricane product to market. The ASTM test itself is quite stringent, according to Beers. “It’s not an easy test to pass, so you
really need to get some help from people in the know, for lack
of a better term, that can help direct what kind of glass to
use, what kind of sealant to use, how to attach it to the frame,
etc.,” he says.“It’s really important to remember that it’s a test
of the entire system. Everything has to be designed well together in order for it to pass.”
Taking a step back from the system also can be helpful.“It’s
always helpful to take a fresh look at your system,” says Block.
“ … There’s no automatic guarantee that just because you
have a good system that it’s going to be sustainable in [the
testing] environment.”
What if you don’t pass? “You may need to make some adjustments to try again,” says Beers.
This doesn’t come without costs, though. “From a budgeting perspective, it would be good for manufacturers to know
that they may have to go through some additional expense if
they don’t make it through the first time,” says Beers.
Despite challenges, industry experts say the results of
today’s testing methods for hurricane products, many of
which were developed in response to the damage incurred
after Hurricane Andrew, are certainly worth it. “We’ve taken
a big step forward in glazing construction,” says Block. “ …
After [Hurricane] Wilma, we did a study of 100 different
buildings and we were looking to see how they held up, and
there was very little damage noted. From the point of view
of protecting buildings and protecting people, the requirements for improved glazing or other solutions to prevent
against internal pressures building up in a home or building
have really improved construction and made construction
safer for people.”
Beers agrees. “I think it’s been proven that the standards
work well,” he says. “… The purpose of the standards is to
protect people and property inside the building and I don’t
think anyone would dispute that they’re doing that … It’s
good to see how far we’ve come.” ■

P e n n y S t a c e y is the editor of USGlass
magazine. She can be reached at
pstacey@glass.com. Read her blog at
http://penny.usglassmag.com, follow her on
Twitter @USGlass, and like USGlass magazine
on Facebook to receive the latest updates.
www.usglassmag.com
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by Penny Stacey

cratch removal—it makes
sense; it saves both money and
glass; and it’s a green process.
But how common is it? Industry experts say it has grown in prevalence
among architectural glass manufacturers and fabricators.
“Every glass manufacturer and
window fabricator that I’ve talked to
has glass issues and, when the economy’s down, the last two years it’s
seen some pretty decent growth,” says
Brad Plumb, director of sales and
business development for Bend, Ore.based GlasWeld, which manufactures
a scratch removal system.
Kerry Wanstrath, president and CEO
of Durango, Colo.-based Glass Technology, agrees. “I don’t know of any fabricator or glass manufacturer that doesn’t
have waste as a result of scratched glass,
whether it’s in the glass handling
process or storing it.”
The goal of scratch removal is to not
only remove the scratch, but also
maintain a distortion-free piece of
glass, according to industry experts in
the field. “When first introduced our
product, it wasn’t distortion-free, but
it was clear that that was the concern
of manufacturers and fabricators that
the results be distortion-free,” says
Wanstrath.
While manufacturers and fabrica-
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“I don’t know of any fabricator or glass
manufacturer that doesn’t have waste as a
result of scratched glass, whether it’s in the
glass handling process or storing it.”

—Kerry Wanstrath, Glass Technology

tors have removed scratches for years
with the use of cerium oxide, today’s
scratch removal system manufacturers
say the industry has come a long way
from the past. “They’ve all got their
brown cerium buckets in the plant,”
says Dennis Garbutt, general manager
for GlasWeld.
“That’s where we come in,” adds
Plumb.“We’ve got to show them that it’s
quite a bit quicker to do it our way than
the old way and to get no distortion.”

Where to Find

As the industry moves toward the future, most scratch removal suppliers
offer training and supplies to manufacturers and fabricators in need of this
service. “We had originally thought
about a contracting division,” says Garbutt. “We’ve been more successful selling equipment and training, though.”
Wanstrath echoes Garbutt. “Our
focus is on producing a quality system
and tools and solving the problem,” he

says. “We don’t have an interest in performing the service.”
What Glass Technology will sometimes do, though, is put together a team
of scratch removal experts in a given
area to help out on a project when
needed.“We try to group them together
so we create a service force,” he says.
“Typically that might be a large highrise building where hundreds of windows have been damaged in
construction. They want the problem to
go away, and we’ll put them in touch
with actual service providers. Typically
that requires a pooling of resources because the [glazier or project manager]
wants it done tomorrow.”
The savings can be large, whether it’s
done in the field or in the plant. “I
would say [a manufacturer or fabricator] can save 5 to 6 percent [annually],”
says Wanstrath. “It depends upon the
value of their product. If it’s a product
that has a lot of cost associated with
creating it, or there’s a lot of labor going
www.usglassmag.com
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“[Scratch removal is]
part of the
quality control process.”

—Dennis Garbutt, GlasWeld
into producing it, then the profitability
of the service has greatly increased. If
it’s a simple, residential single-pane, it’s
not worth it.”
Plumb says the savings likely vary by
company. “We’ll go through a return on
investment with [the company] and
show them how quickly the system can
be paid for,” he says.

Adding It In

The way scratch removal is integrated into a fabrication or manufacturing line varies. “When I visit an
[architectural glass] facility, I’ll walk the
plant and look at how they’re currently
handling it,” says Plumb. “In many
cases, those people who do the final inspections handle [scratch removal]
right there.”
“It’s part of the quality control
process,” adds Garbutt.
The process usually just takes between five and ten minutes, so manufacturers and fabricators have to
consider whether it’s worth it to remove
the scratch or let the piece of glass go.
“What I’m finding in most facilities is
they’re in the five-minute range and
they’ll go up to ten,” says Plumb. “But if
they’re going above that they may go to
the end of the line and throw it in the
trash bin.”
There are still misconceptions,
though, about the scratch removal
systems of today. “There is an idea
that has been around that if you can
feel a scratch with your fingernail, it
can’t be fixed,” says Wanstrath. “That
was true in 1990 but it’s not true any
longer. It’s amazing how much
progress has been made in the last
five years in what can be done.”
And some fabricators are aware of
www.usglassmag.com
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scratch removal as an option, but not
of the advancement of today’s systems. “If they’re fabricating glass, I
think they’re aware that it’s an option,
but I don’t know that all of them have
seen the various processes and the
differences and the results,” adds
Wanstrath. “The methodology of
doing it is much more structured than
simply grabbing a wheel and some
cerium oxide, which typically has
been done.”
Also, fabricators must remember that
there are limits, according to Plumb.
“Everyone wants something to work for
everything, but it doesn’t work that
way,” he says. “Most manufacturers understand that time is money and, if you
can take a scratch out fairly quickly, it’s
definitely something worth doing. In
some cases it may be better to make a
new window or a new piece of glass,
though.”

At the Plant

While scratch removal systems
manufacturers say their systems are in
widespread use among glass fabricators and primary manufacturers, few
are apt to go on record regarding the
process.
Viracon officials advised USGlass
magazine that the company does utilize
a scratch removal process in its plants,
but declined to comment further.
PPG Industries spokesperson Rob
Struble says his company prefers to locate the problem rather than fix it,
when it comes to scratches. “PPG does
not use a scratch removal system or
rework damaged glass. This is true in
both our float glass operations as
well as in our branch network in
Canada where we manufacture insulating units for residential window
customers,” says Struble. “For PPG, it
is more economical to invest in eliminating the causes of scratches than
adding labor and handling to ‘fix’
them.”
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Shop Savings
While the most savings, of course, can
likely be obtained by manufacturers and
fabricators producing a large volume of
glass, many architectural glass shops
have found the process worthwhile for
them as well.
“Why wouldn’t you want to restore a
piece of glass if you had spent four to five
hundred dollars on it?” asks Kerry
Wanstrath, president and CEO of Glass
Technology in Durango, Colo. “Why
wouldn’t you put half an hour of labor in
there to salvage that?”
“It’s definitely growing quickly among
architectural glass shops,” adds Dennis
Garbutt, general manager of Bend, Ore.based GlasWeld.
Drexler Shower Door in Atlanta has
been utilizing scratch removal in the
shop for the last five years.
“We use it the majority of the time to
save products that we’ve received that
have small damage,” says company vice
president David Drexler.
Drexler says the company utilizes the
process approximately two to three times
a week.
When it comes to savings, he says the
scratch removal process results in a savings of both time and money for the company. “If I have to back-order glass it
could take two to three extra days. If I can
salvage something, it takes 20-30 minutes to do it and it helps us be better
service-oriented,” he says. ■

P e n n y S t a c e y is
the editor of USGlass
magazine. She can be
reached at pstacey@glass.com.
Read her blog at
http://penny.usglassmag.com,
follow her on Twitter @USGlass, and like
USGlass Magazine on Facebook to receive
the latest updates.
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The Next Frontier
Thermal Optimization
of Insulating Glass Units
Editor's Note: The following article is
adapted from a white paper by Mike
McHugh, president of Integrated Automation Systems in Solon, Ohio, which was
presented during the recent Glass Processing Automation Days in Cleveland, Ohio.

T

he insulating glass (IG) business
has gone through continuous
transformation in the last 30
years. With all the improvements that
have been introduced to our industry, it
is difficult not to be impressed. Although
each was often labeled “incremental” and
not worth the investment, the accumulation of these options have resulted in a
much higher performing and better
quality insulating unit than produced in
the past. It was never a question of
whether a fabricator was going to adopt
these changes—only when! Competition and the free market have relentlessly
driven our industry to improve.
Measuring performance has been a
great concern in the past. Claims were
made by individual companies, and it
was largely left to consumers to decide

who was right and who was misleading.
Terms such as emissivity, spectrally selective, warm edge, krypton, enhanced
and center-of-glass values all sounded
good in a sales pitch, but what did they
mean? Energy Star has provided a platform to answer this question. It has created a level playing field on which our
industry must compete.
At last, we can all strategize exactly
where on the cost value curve we would
like to reside in the design and construction of high-performing fenestration products. While there have been
way too many changes to explore in this
document, the accumulation of these
changes now presents us with a new
challenge: How do we best combine all
these improvements to produce the
highest performing insulating unit that
is both durable and cost-effective?
Among many options to consider are:
• Hard coat or soft coat;
• Single, double or triple silver coating;
• 4th-surface coatings in two-pane units;
• 6th-surface coatings in three-pane units;
• Double-pane vs. triple-pane;

Argon and Krypton Cost Assumptions
and Airspace Gap Dimensions
Argon cost per liter
Argon waste conventional
Argon waste intelligent filled
Krypton cost per liter
Krypton waste conventional
Krypton waste intelligent filled

$.002
66%
66%
$1.20
50%
3%

When calculating these gases in asymmetric airspaces, the gaps were
modeled this way:
Unit type
Gap 1
Gap 2
Asymmetric A
0.479
0.25
Asymmetric B & C
0.417
0.31
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•
•
•
•
•

Symmetric vs. asymmetric;
Edge effect of spacer;
Argon, or krypton, or air;
Argon, and krypton, and air; and
Overall IG unit thickness.

Scope and
Purpose of Analysis

The purpose of this analysis is not only
to provide specific answers to the
cost/value question, but also to demonstrate a methodology to evaluate the cost
of different IG process options and compare it with the resulting U-value for a
generic vinyl window. Although your
window is not generic, and—and it may
not even be vinyl—using this model for
all comparisons enables you to gain a
sense for alternative ways to improve
your window using your IG package.
Using this methodology provides a better understanding of both the cost and
ability to affect performance. It is exciting to be conducting an analysis that does
not discuss “center of glass” or even the
U-value of an entire unit, but only its contribution as a component of a window.

Segments and Base
Unit for Cost Comparison

To help make sense of this analysis, the
market was broken into three segments
based on window glazing pockets:
• 3⁄4-inch units;
• 7⁄8-inch units; and
• 1-inch units.
The base unit is a 3⁄4 -inch two-pane with:
• 2.5-mm clear panes (for purposes of
the test Quanex used Clr-28.CIG
measuring .110);
• Stainless steel spacer;
• 0.563 air space;
www.usglassmag.com
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Krypton Consumption Using
Conventional Filling Methods

The gas consumption for conventional krypton filling was derived from a
test that generated the data curve below:

Comment
On This Stor y

www.usglassmag.com/de/0812p34

• Air-filled; and
• 2.5-mm double-stack low-E (for this
purpose we used PPG Solarban 60).
The 3⁄4 -inch unit above is used as the
base. The cost to upgrade from this base
to the different unit designs considered
was then taken into account. The same
incremental costs were used consistently for all designs. Keep in mind that
if you regard the process as a credible
way to make evaluations, it would be relatively easy to substitute your particular numbers for cost considerations.

Intelligent Gas Filling

The gas consumption for intelligent gas filling tested with the following results:

Cost for Upgrades to
Achieve Targeted U-Values

The generic window in question incorporates 10 square feet of glazing.
The assigned upgrade option costs
below are per window:
• Additional double silver coating: $3.70;
• 4th-surface coating: $6;
• Spacer upgrade for each 1⁄8 inch:
$0.80; and
• Estimated cost to go to a triple IG: $10.

Cost Performance
Measurements

We would like to thank Quanex Corp.
for its assistance in modeling the performance of the various units in this
presentation. The intention is to show
not only what U-values can be achieved,
but to display (by segment) the incremental cost of achieving each particular
U-value. It was an intention to use this
process to ultimately depict the optimized (cost vs. performance) U-value
opportunities in the three different window packages mentioned.
continued on page 36
www.usglassmag.com

Gas Consumption Costs

The gas consumption cost based on the above graphs is calculated to be:

The data chart for conventional gas filling shows a 59 percent loss. We elected
to use a more conservative loss rate of 50 percent when calculating the cost for
90 percent krypton with conventional filling.
August 2012 | USGlass, Metal & Glazing
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The Next Frontier
continued from page 35
The Most Cost-Effective Way
to Achieve Each U-Value Target

The charts on this page re-organize the data into listings sorted by U-value
and show the most cost-effective ways to achieve particular targets.

Conclusion: R-5 Windows
are Cost-Effective

Cost per Sq. Ft. vs. U-Value

• Whatever glazing pocket size you
make, thermal optimization will
play a significant role in your product development.
• There are lots of options using the
noted combinations, and no wrong
answers.
• If there is a wrong answer, it is
that producing an R-5 window is
not cost-effective. With manufacturing cost premium in the range of
$2 per square foot of glazing, the industry can provide solutions to the
rising cost of energy, as well as CO2
reductions.
• The incremental changes have not
stopped happening. The industry
is continuing to develop better
performing products for our customers and the outlook is positive!
• It is clear Energy Star has leveled the
playing field. Window companies
that win in this new competition
will be incorporating thermal optimization as tools for developing future products.

the presenter

Looking for More Info?

M i k e M c H u g h is the
president of Integrated
Automation Systems in
Solon, Ohio.

Visit www.usglassmag.com/digital and click on the August issue
to see more data from McHugh’s presentation (see page 128).
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Data for Windows with a 3⁄4-Inch Unit

Observations
1. It is no surprise that for only $.03 per U-value point, argon can lower U-value from .33 to .30. This is why you see little
low-E IG without argon gas.
2. Unit 3 is an example of how better U-values can be achieved in a cost ineffective manner. It also demonstrates why 90
percent krypton is usually a poor choice in wide airspaces.
3. Unit 4 is an excellent example of one way a unit can be optimized. Note the construction upgrade cost of $6.08 yields a .26
U-value, which is .257 rounded up. The next logical upgrade would be adding krypton as in unit 5. This will yield a .250 with
an additional cost of $31.92. A better way to achieve this number may be as in 4A: 40 percent krypton, 65 percent argon
and 5 percent air resulting in a U-value of .254. Like unit 5, this rounded to a .25 but cost approximately $25 less to produce.

Data for Windows with a 7⁄8-Inch Two-Pane Unit

Observations
1. A 7⁄8-inch two-pane unit costs more to make and has inferior performance to the 3⁄4-inch unit above. Although it is not shown
in this study, a 1-inch double-pane unit is even worse.
2. Unit 2 shows that although the 7⁄8-inch unit is always slightly inferior to the 3⁄4-inch unit, because of rounding it can achieve
the same Energy Star rating.
3. Even though the .25 of unit 5 could be achieved with less krypton, unit 4 gets very close to that performance for a lot
less money. ■
www.usglassmag.com

August 2012 | USGlass, Metal & Glazing

37

Product Information

Zoom Fit

+

–

I<

<

>

>I

Influence

© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

™

Contents

Search

Archives

E-Mail

Subscribe

A Matter of

The 2012 List of the Most Influential Individuals
Impacting the Glass and Metal Industry

T

by Megan Headley

he glass industry has
changed dramatically
during the past five years,
no doubt about it. Products are becoming increasingly more
sophisticated, projects are incorporating glass in new and unusual ways,
and the way in which glass and metal
gets to market continues to evolve.
While the challenging economy and
the needs of the end-user play a major
role in shaping our industry, these
changes are truly the result of the
hard work of the individuals who are
leading their peers in new directions.
The 2012 USGlass Most Influential
People recognizes individuals in the
glass industry who are changing the
whole equation of how we look at the
industry. The following individuals,
selected by our editorial team after
much deliberation, took the time to
share what motivates and challenges
them. While we know it is a far from
inclusive list, we hope it will inspire all
members of the industry to thank
those co-workers, supervisors and colleagues who have had a profound impact on them—and to step up
themselves to help guide their peers,
their companies and their industry to
greater heights.
All profiles included below were
provided by nominees. If you don’t see
someone you believe should be here,
please email your nomination for the
next list to Megan Headley at
mheadley@glass.com.
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The Most Influential
Ted Hathaway, 57, currently serves as
CEO of Oldcastle BuildingEnvelope™.
While Hathaway is certainly an industry
visionary, he falls into a category of his
own with all of the knowledge, expertise
and influence he’s brought to the industry
over the years. He is a graduate of Connecticut College with bachelor’s degrees in
economics and political science, followed
by a master’s in business administration
from Columbia University. His first job in
the building products industry was for
Oldcastle 25 years ago, following a career
in commercial banking.
USG: What do you think is the biggest
challenge for the industry right now?
TH: I think that there’s a fundamental issue about “smart” building envelopes … We have [dynamic glazing],
we have some innovation on solar control products, we have sputter-coated
triple silver coatings—but we don’t
have smarter building envelopes.
Smarter building envelopes are along
the lines of what I described at the BEC
Conference (see April 2012 USGlass,
page 36), where you design the façade
to be compatible with its environment.
Keith Boswell

Helen Sanders

www.usglassmag.com

You take advantage of mixed mode,
where you have windows that actually
operate and allow the building to
breathe. You’re not taking anything
away from the architect, but you’re providing insight about the design and
whether or not it’s a smart design.
My view is that the [glass] industry
tends to put the same glass on all four
sides of the building, yet there are different substrates that work better on the
south or sun-exposed side versus the
north side. If you put a triple-silver on a
building that has just one façade exposed
to the sun, then the three other sides suffer a diminutization of natural lighting—
because the triple-silver masks the
benefits of the natural daylighting …
USG: What are your hopes for helping
to move the industry forward?
TH: I think the big issue is: Are you
going to embrace technology? People embrace electronic spreadsheets. I’d say just
about everybody is working on some
type of bid estimating software or scheduling management software. I think the
issue is inter-operability and whether or
not we all have the ability to share infor-

The Visionaries

mation. If you’re not working in a 3D
CAD environment or 3D BIM environment, you’ve got to get there, because the
world is moving in that direction very
rapidly and the days of walking into a
conference room with rolls of 2D CAD
drawings are drawing to a close.
USG: What would you be doing for a
living if not what you do now?
TH: I think I’d go somewhere in the
nonprofit world … I would like to take
my creativity, vision and business acumen and I would like to redeploy it in a
nonprofit setting—but in a big enough
sandbox to make a difference.

To view a 44-page,
expanded version
of this article, including the full interviews and an
Getexpanded
t he f r ee mobi l e app at
/ / get t ag. mobi
interview with ht
Tedt p:
Hathaway,
visit www.usglassmag.com/
digital and click on the August
2012 issue and click on page
84, or scan the MS Tag at right
with your mobile phone to visit
the site instantly.

Through building design and project innovation,these individuals are changing the
way that glass is used and the industry in which we work. By promoting new and innovative applications, these visionaries are helping to move the glass industry forward.
Keith Boswell, 55, currently serves as technical
director for SOM San
Francisco. He earned a
bachelor’s degree in architecture from the University of Tennessee Knoxville in 1980. His
first brush with the glass industry came
as job captain for LTV Center in Dallas
in November 1982.
USG: What do you think is the biggest
challenge for the industry right now?
KB: For the glass industry to provide
owners/architects/builders with adequate technical guidance and information on products. This applies to design,
detail, specifications, material characteristics, fabrication, shipping and handling,

installation and long-term maintenance.
USG: What would you be doing for a
living if not what you do now?
KB: Drawing Marvel Comic characters.
USG: Do you have a favorite
quote/saying you could share?
KB: Treat every project—no matter
the size—as if it is the last you will ever
do. This is the project by which you will
be remembered.
Helen Sanders, 43,
currently serves as vice
president of technical business development for Sage
Electrochromics Inc. She
continued on page 40
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A Matter of

continued from page 39

earned her doctorate in surface science,
following master’s and bachelor’s degrees
in natural sciences (chemistry), from the
University of Cambridge, England. She
first joined the glass industry as a research
scientist with Pilkington PLC UK in
March 1994.
USG: What do you think is the biggest
challenge for the industry right now?
HS: I would say figuring out how to
maintain profitability in current economic times, while also investing and innovating to assure future growth and
profitability. Part of this challenge involves innovating to stay ahead of increasing energy code stringency and also

developing the “people” message behind
the need for glass in buildings. If we want
to ensure glass areas in buildings are not
significantly reduced because of concerns
over energy inefficiency, we need to work
on generating good data and clear messaging that supports both the energy savings from using natural daylight to offset
artificial lighting and the “people” benefits of glass and their impact on building
owners’ bottom lines.
USG: What would you be doing for a
living if not what you do now?
HS: Those who know me well might
guess I’d choose to be dancing … although I wouldn’t make much money as

The Multigenerationals
Dino Fenzi
Alessandro Fenzi

Jeff Razwick

Jerry Razwick

40

It’s a common occurrence in the glass industry to pass on a business to the next
generation. These industry teams have made waves by working together to influence
multigenerationals in the glass industry.
Please note: Don and DJ Friese of C.R. Laurence declined to be interviewed for
this feature.
Dino andAlessandro Fenzi,Fenzi Group
Dino Fenzi, 71, currently serves as president of
Fenzi Group. He earned his
master’s degree from Bocconi University in Milan. He
began working in 1959 in
the family’s business in administration and
commercial departments.
USG: What do you think is the biggest
challenge for the industry right now?
DF: Global competition with unbalanced global costs (due to unbalanced
currency parities).
USG: What would you be doing for a
living if not what you do now?
DF: No idea—probably I would have
taken the first opportunity and tried to
grow inside that reality (any reality).
USG: Do you have a favorite
quote/saying you could share?
DF: Homo faber fortunae suae (every
man shapes his own fate).
Alessandro Fenzi, 42, currently
serves as CEO of Fenzi Group. He holds

Jim Dunston
USGlass, Metal & Glazing | August 2012

I am not that good!
USG: Do you have a favorite quote/saying you could share?
HS: This is a shortened version of a
quote from Scott Hunter who has given
motivational presentations at both
IGMA and GANA meetings in the past.
I found this recently in one of his
newsletters and I find it helps me keep
perspective and reduce the stress of an
increasing workload. His concept is related to “trust,” which he calls the forgotten emotion. He says: “Relax, take a
nice deep breathe, look at what’s in
front of you, and trust that what needs to
get done will get done.”

a degree in economics
from Università Commerciale Luigi Bocconi in
Milan. His entry into the
glass industry came as
support to Fenzi Group’s
Italian salesmen.
USG: What do you think is the
biggest challenge for the industry right
now?
AF: Each economic macro-region
has its own challenges. In the Western
world, the challenge is to keep innovating. This is the only way to offset
the cost handicap toward less developed countries.
USG: What would you be doing for
a living if not what you do now?
AF: I have never thought too much
about this. I always wanted to work
with my father in our family company
and this is what I did.
USG: Do you have a favorite
quote/saying you could share?
AF: When there is a doubt … there
is no doubt!
www.usglassmag.com
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Jerry and Jeff Razwick, TGP
Jerry Razwick,68,is the
founder of Technical Glass
Products. He earned his
bachelor’s degree in communications and business
from Washington State
University. His first job in the glass industry
was helping his father, who started a glass
company with their next-door neighbor
when Jerry was growing up.
USG: What do you think is the biggest
challenge for the industry right now?
JR: The obvious challenge for our industry is that construction is slow. Less
obvious is that it’s harder for people to
do business without compromising
standards, which will ultimately affect
how our industry recovers.
USG: What would you be doing for a
living if not what you do now?
JR: If I weren’t in the glazing industry,
I’d be doing something that combines
traveling with fishing.
USG: Do you have a favorite
quote/saying you could share?
JR: Treat others as you would like to
be treated.
Jeff Razwick, 36, currently serves as
vice president of Technical
Glass Products (TGP). Jeff
earned his bachelor’s degree from Whitman College, followed by a
master’s degree in busi-
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ness administration from Seattle University. His first job within the glass industry was much like his father’s; he began
sweeping out the TGP shop floor after
school when he was 14.
USG: What do you think is the biggest
challenge for the industry right now?
JR: Like all industries, one of the
biggest hurdles we’re facing is improving
our economic situation.
USG: What would you be doing for a
living if not what you do now?
JR: My second career of choice would
be in the aviation field as a pilot.
USG: Do you have a favorite
quote/saying you could share?
JR:“Do what’s right. Do it right. Do it
right now.” –Malcolm Stevenson
Forbes, publisher of Forbes magazine
Jim Dunston and Nancy Peterson, Azon
Jim Dunston, 85, is the
founder of Azon. He
dropped out of high school
to join the U.S. Merchant
Marines during World
War II and his entrepreneurial experiences since then have provided a lifetime of education. His first
introduction into the window business
came in 1968 when the late Frank Gorrell,
president of Season All Windows, hired
him to be general manager of the company’s aluminum extrusion painting facility in Inkster, Mich. Jim’s daughter,
Nancy Peterson, currently serves as di-

Chris Barry

Urmilla Sowell
Robert Brown
www.usglassmag.com
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rector of market communications at Azon.
Her entry into the glass industry came in
1989 when she was hired by Burton
Building Products as a marketing representative. She holds a degree from Cornerstone University. Not wanting to be in
the spotlight, Peterson declined to be interviewed for this article.
USG: What do you think is the biggest
challenge for the industry right now?
JD: The greatest challenge for the industry today is to make products that
meet the advancing regulations for increased energy performance. Some of
those regulations are prescribed by bureaucrats who have little knowledge of
the methods and materials that are required to produce windows that are
practical in all applications.
Discounting the current economic retraction in personal wealth, principally
brought on by the overbuilding of housing, coupled with the crazy subprime debacle, this much I am sure of—the world’s
population is growing. In the United States
alone the population is expected to reach
350 million people in the next decade. All
those people need shelter and everything
that goes with it. The future is indeed
promising for those who build windows
for homes, offices, schools and hospitals
for the burgeoning population.
USG: Do you have a favorite
quote/saying you could share?
JD: “The shelter business is the place
to be.”

The Technical
Braintrust

There are just some people who serve
as a technical resource no matter what the
nature of the question. By sharing their
technical know-how with the industry
and its customers, they help to raise
awareness of the amazing ways in which
glass works and how to keep improving
it. They are also an early warning system
when the industry is threatened.
continued on page 42
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continued from page 41

Kerry Haglund

Stanley Yee

Chris Barry, 72, currently serves as director
of technical services,
building products, for
Pilkington North America Inc. He earned his
bachelor’s degree in mechanical engineering from University College in
Dublin, Ireland. His first foray into the
glass industry was starting up the automated cutting lines on the first float line
in Canada, in Scarborough, Ontario, in
1967, while shutting down the last sheet
glass line.
USG: What do you think is the biggest
challenge for the industry right now?
CB: Realizing the values of the new
glasses and coatings that are becoming
available, and getting them to market.
USG: What would you be doing for a
living if not what you do now?
CB: Solving more problems.
USG: Do you have a favorite
quote/saying you could share?
CB: Sometimes saying “I don’t know”
can be the most helpful and productive
thing for everyone.” Or: “I can’t tell you
how strong any one piece of glass is,
until it was.”

42

Robert Brown, 74,
currently serves as principal of Robert L. Brown
and Associates LLC. He
USGlass, Metal & Glazing | August 2012

earned his bachelor’s degree in ceramic
engineering from Clemson University in
1960. His entry into the glass industry
came with his appointment as a research
engineer trainee at Ford Motor Co.’s glass
division in 1960.
USG: What do you think is the biggest
challenge for the industry right now?
RB: Finding reliable suppliers that
will retain their identity over the next
10 to 20 years. Also, finding employees
with a positive work ethic at every
level is equally important.
USG: What would you be doing for a
living if not what you do now?
RB: One of the things I used to tease
about was that fisherman were less
hassled than folks in glass management positions. Thus, maybe operating a worm or bait farm or business.
USG: Do you have a favorite
quote/saying you could share?
RB: It is easy to complain about a
situation but more pleasurable to address and fix the problem.
Kerry Haglund, 48,
currently serves as senior
research fellow at the Center for Sustainable Building Research (CSBR) at the
University of Minnesota.
She holds both bachelor’s and master’s degrees in architecture. Her entry into the

glass industry came in her current role,
when in 1997 she was hired as a consultant to complete the second edition of the
book, Residential Windows.
USG: What do you think is the biggest
challenge for the industry right now?
KH: The role of windows in rating programs and code development. The importance of windows is to provide
natural light, natural ventilation and a visual connection to the outside. As rating
programs move toward performancebased metrics and outcomes, windows
play a significant role in the performance
of the entire building envelope and these
three issues (light, ventilation and view)
cannot be neglected. Hitting a certain
pre-defined target, such as a specific Ufactor or SHGC number, does not always
result in the best energy-efficient or
human-centered design.
USG: What would you be doing for a
living if not what you do now?
KH: Since I do have degrees in architecture, I would probably be a practicing
architect working in the areas of threedimensional (3D) visualization and animation. Before starting my work at the
University of Minnesota I was part of a
company that specialized in conceptual
3D modeling (similar to Google
SketchUp) and I continue to occasionally
work and design using visualization and
animation tools.
USG: Do you have a favorite quote/saying you could share?
KH:“I’ve searched for so long, now that
I’ve found that I believe, all that I do or
say is all I ever will be.” -Jerry Jeff Walker
Urmilla Sowell, 36,
currently serves as technical director for the Glass
Association of North
America (GANA). She
earned her bachelor’s and
master’s degrees in civil engineering
from Texas Tech University and is a registered professional engineer in Florida.
Her entry into the glass industry came
with her appointment in 2000 as assistant operations manager for HTL Inc.
www.usglassmag.com
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USG: What do you think is the biggest
challenge for the industry right now?
US: I cannot answer this question
without also offering a comment on the
greatest achievements in the industry
right now. One of the greatest achievements of this industry is its constant innovation and development of new
value-added products, in contrast to the
perception by many that it is a mature
industry, mired in the past. It seems as
though frequent advances in technology have enabled the glass and glazing
industry to constantly evolve with the
introduction of newer, more energy-efficient, high-performance products in
the marketplace. Manufacturers are
bringing forth products that are multipurpose and offer many glazing solutions: energy efficiency, safety and
security, comfort and productivity. The
challenge is to keep up with the growing demand for high-performance
glazing products as the pressure to save
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energy continues. I think the biggest
challenge currently is the economic climate the industry has faced the past
few years. This slowdown has caused a
lot of consolidation of companies and
the loss of many great resources and
talent. In this economy, some companies are not investing in technical talent as they once did. I hope this will
change very soon as the industry needs
the next generation of technical minds
to move it forward.
USG: What would you be doing for a
living if not what you do now?
US: I would likely be a professor either
in math or engineering.
USG: Do you have a favorite quote/saying you could share?
US: Every setback is a set-up for a
comeback.
Stanley Yee, 41, currently serves as
building enclosure consultant for The
Façade Group. He earned his bachelor’s de-
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gree in engineering from
Concordia University. His
entry in the glass industry
was a position as project/design coordinator for
Werner Cladding Systems
(HK) Ltd. in Hong Kong in August 1994.
USG: What do you think is the biggest
challenge for the industry right now?
SY: Two things: apathy and a redefined perception of value. More is always wanted for less. Real recognition
of value comes when the powers that be
and stakeholders are ready to pay more
for value, for innovation, for a better
way of doing things.
USG: What would you be doing for a
living if not what you do now?
SY: Realistically, likely a lawyer and/or
serving some capacity within the public
and/or policy realm.
USG: Do you have a favorite quote/saying you could share?
SY: The ends don’t justify the means.

By having numerous forums for discussion and action, in the guise of its associations, the glass industry is moving forward constantly. These individuals are leading countless others in devoting their time to improving technical standards and
promoting best-practice discussions.
Steve Fronek

Ashley Charest

Brian Pitman
www.usglassmag.com

David Cooper

Bill Yanek, Ashley Charest and
Brian Pitman are all integral parts of
the Glass Association of North America (GANA) machine that keeps moving forward. Watch for an expanded
interview with executive vice president Yanek in an upcoming issue on
the occasion of his fifth anniversary
with GANA.
Ashley Charest, 34,
currently serves as account executive for the
Glass Association of
North America (GANA).
She most recently earned
her certification in nonprofit management from Washburn University, following a master’s degree in business
continued on page 44
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Jay Phillips

Rich Walker

Margaret Webb

ning music in dance clubs, or working for
a startup company in San Francisco.
USG: Do you have a favorite quote/saying you could share?
BP: “Instant Karma is gonna get you.”
-John Lennon. It really fits in the glass industry, don’t you think?

Darrell Smith

administration and bachelor’s degree in
arts mass media, with an emphasis in
public relations, also from Washburn
University. Her entry into the glass industry came in 1999 when she was
hired as event planner for GANA.
USG: What do you think is the biggest
challenge for the industry right now?
AC: I believe the industry went
through and is still under strain from
the economy, but the biggest challenge now is seeing the forest through
the trees. Businesses need to be investing in people, research and development, and marketing themselves,
all while still being conscious of the
bottom line.
USG: What would you be doing for a
living if not what you do now?
AC: I would be a book editor/buyer. I’m
an avid fan of reading, although I don’t
have as much time for it now as I did before having children.
USG: Do you have a favorite quote/saying you could share?
AC: “Be who you are and say what
you feel, because those who mind don’t
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matter and those who matter don’t
mind.” –Dr. Seuss
Brian Pitman, 42, currently serves as director of
marketing and communication for the Glass Association of North America
(GANA). He earned his
degree in chemical engineering, with a
minor in political science, from Kansas
State University. He joined the glass industry in June 2000 originally as website
developer for GANA.
USG: What do you think is the biggest
challenge for the industry right now?
BP: The biggest challenge is simply a
lack of projects. Our industry is geared
toward the good times when everyone is
building. We haven’t seen that in quite
some time, and so we need to find a way
to survive in the bad times, and be able
to flip into hyper-drive once the projects
do start up again.
USG: What would you be doing for a
living if not what you do now?
BP: I would be traveling the world spin-

David Cooper, 52, currently serves as advanced
insulating glass (IG) program leader for Guardian
Industries Corp. and is the
current president of the Insulating Glass Manufacturers Alliance
(IGMA). Cooper earned his bachelor’s degree in chemical engineering from Michigan State University. He first entered the
glass industry with his position at Wacker
Silicones as planner for sealants in 1989,
followed by a post as business manager,
fenestration products, for ADCO-Koemmerling North America in 2002
USG: What do you think is the biggest
challenge for the industry right now?
DC: Succeeding in an economic downturn while still being able to devote
budget to research and development and
asset capital in order to improve product
performance for the next growth spurt.
USG: What would you be doing for a
living if not what you do now?
DC: Well, I was once offered a job as executive director of the Porsche Club of
North America; sometimes when things
aren’t going right, I kick myself.
USG: Do you have a favorite quote/saying you could share?
DC: “Once you fall into the glass hole,
you can never crawl out.”
Steve Fronek, 55, currently serves as vice president of technical services
for Wausau Window and
Wall Systems and chair of
the American Architectural Manufacturers Association. He
earned his bachelor’s degree in mechanical engineering from Michigan Technological University and is a registered
professional engineer in Wisconsin. He
www.usglassmag.com
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first entered the glass industry with a position as regional sales engineer for
Marmet Corp.
USG: What do you think is the biggest
challenge for the industry right now?
SF: The performance of curtainwall
and windows will be key to meeting the
AIA 2030 Challenge, for 100 percent carbon-neutral new buildings and major
renovations. I know our industry is up to
meeting that challenge.
USG: Do you have a favorite quote/saying you could share?
SF: I keep one quote posted next to my
desk. When Jack Nicklaus received the
2008 PGA Lifetime Achievement Award,
he read this during his acceptance
speech: “Watch your thoughts; they become your words. Watch your words; they
become your habits. Watch your habits;
they become your character. Watch your
character; it becomes your legacy.”
Jay Phillips, 40, currently serves as national
architectural sales director
for Guardian Industries
Corp. and president of the
Glass Association of North
America. He earned his bachelor’s degree
in business administration from Robert
Morris University, then completed graduate studies in business at Duquesne University. His career in the glass industry
began in 2003 when he served as PPG Industries’ architectural manager in the
Southeast United States.
USG: What do you think is the biggest
challenge for the industry right now?
JP: Lack of recognition by the construction community of the value the industry brings along with the threats from
code authorities to reduce the use of glass.
USG: What would you be doing for a
living if not what you do now?
JP: Had I never joined the glass industry I would probably still be in one of
PPG’s coatings businesses.
USG: Do you have a favorite quote/saying you could share?
JP: “Sixty percent of the time it works
every time.” -Brian Fantana. Or, on a
www.usglassmag.com
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more serious note, “A salesperson’s
quality of life is directly related to the
quality of the goods and services
he/she sells.” –Doug Zacharias
Darrell Smith, 65,
currently serves as executive director of the International Window Film
Association (IWFA). The
work of the window film
industry continues to affect and influence the glass industry, hence its inclusion here. Smith earned his bachelor’s
degree in economics from Wake Forest
University, followed by graduate studies
in business administration at the University of North Carolina, Virginia Tech
and the University of Virginia. His first
job in the window film industry came in
1971 when he went to work for Martin
Processing Co. as a management
trainee; he worked for that company in
various positions in operations, distribution, product development and sales
and marketing as it became HCA-Martin Inc. and then Courtaulds Performance Films. In 1996 he was asked to
head the IWFA.
USG: What do you think is the biggest
challenge for the industry right now?
DS: To understand that it is not just the
window film industry, or just part of the
glazing solutions industry, but is part of
an entire building envelope system.
USG: What would you be doing for a
living if not what you do now?
DS: Teaching at the college level.
USG: Do you have a favorite quote/saying you could share?
DS: “The person who knows ‘how’ will
always have a job. The person who knows
‘why’ will always be his boss.”
–Diane Ravitch
Rich Walker, 62, currently serves as president
and CEO of the American Architectural Manufacturers Association
(AAMA). He holds a
bachelor’s degree in chemical engineer-
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ing and master’s of business administration in finance. He first entered the
glass industry as a staff engineer for
Dow Corning in June 1973.
USG: What do you think is the biggest
challenge for the industry right now?
RW: Regulation overreach, in particular within the Environmental Protection
Agency.
USG: What would you be doing for a
living if not what you do now?
RW: Flying a commercial airliner.
USG: Do you have a favorite quote/saying you could share?
RW: “That’s my gift. I let that negativity roll off me like water off a duck’s
back. If it’s not positive, I didn’t hear it.
If you can overcome that, fights are
easy.” –George Foreman, boxer
Margaret Webb, 56,
currently serves as executive director of the Insulating Glass Manufacturers
Alliance (IGMA). She
earned her biochemical
technology and financial management
certificate from Algonquin College and
is a Certified Human Resources Professional through Carleton University. Her
entry into the glass industry came with
her job at Phillip Sharp Architect in
1986, followed by her position with the
Canadian Manufactured Housing Institute in 1991.
USG: What do you think is the biggest
challenge for the industry right now?
MW: Rapid code changes in an economic downturn.
USG: What would you be doing for a
living if not what you do now?
MW: Math teacher.
USG: Do you have a favorite quote/saying you could share?
MW: It can be quite frustrating
these days if you’re involved in codes.
It can be difficult to maintain perspective so I often say, “In a hundred
years, we’ll all be dead.” It’s a steal from
The January Man.
continued on page 46
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continued from page 45

The Primaries at the Primaries
Where the primaries move, so follow the fabricators and glaziers, and so on down the line. These individuals have the
challenge of making the decisions that affect the entire glass chain.
Please note: Serge Martin of AGC Flat Glass and J. Richard Alexander of PPG Industries declined to be interviewed for this article.
Roger O’Shaughnessy

Richard Beuke

Dick Altman

Scott Thomsen

Dick Altman, 55, currently serves as regional
director, architectural glass
SBU – North America
NSG Group/Pilkington
North America Inc. He
earned his master’s of business administration in 1983 from the University of
Toledo, following a bachelor’s degree in
business economics from the College of
Wooster. His career in the glass industry
began as a financial analyst for Libbey
Owens Ford Co. in June 1979.
USG: What do you think is the biggest
challenge for the industry right now?
DA: There are several challenges facing the industry at the moment and
identifying the “biggest” is a challenge
in and of itself. The underlying markets
supporting the glass industry have gone
through a major downsizing and it is
hard to see when, or if, we will return to
the levels that the current capacity in
the industry is able to support. This
puts a lot of stress on the industry at all
levels. A key will be identifying new applications for glass in the future.
USG: What would you be doing for a
living if not what you do now?
DA: Teaching and/or coaching is
something that has always interested
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me, probably due to the fact that I like
working with people.
USG: Do you have a favorite
quote/saying you could share?
DA: “It is amazing what can happen
when no one cares who gets the credit.”
Richard (Dick) A.
Beuke,59,currently serves
as vice president of flat
glass for PPG Industries.
He earned his bachelor’s
degree in business from
Georgia Southern University and degree
in executive management from Columbia
University. His career in the glass industry
began in the summer of 1974 when he
hung curtainwall as an ironworker between college semesters.
USG: What do you think is the biggest
challenge for the industry right now?
RB: Dealing with the reinvestment
economics of an underutilized industry.
Explaining to customers the fundamental lack of capacity that will exist when
the construction markets turn around.
USG: What would you be doing for a
living if not what you do now?
RB: Building, improving or fixing
something. I am personally motivated by
studying a situation and making it bet-

ter. The construction industry has always
kept my attention because I get so much
satisfaction from light and color and finish and design.
USG: Do you have a favorite quote/saying you could share?
RB: From the ESPN sports bloopers:
“c’mon man.” Nothing frustrates me more
than when my people do something that
does not engage with a customer. Customers want us to be successful so we can
help them be successful.
Scott Thomsen, 48,
currently serves as president of Guardian Glass. He
holds both a bachelor’s and
master’s degree in engineering. His entry into the
glass industry came in April 1999 when he
was hired as Guardian Industries’ director
of science and technology.
USG: What do you think is the biggest
challenge for the industry right now?
ST: The biggest challenge facing the
glass industry is how companies can be
successful under difficult market conditions with flat to limited growth.
Every company must have sustainable,
competitive advantages; otherwise,
they will be relegated to sub-par finanwww.usglassmag.com
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cial performance.
USG: What would you be doing for a
living if not what you do now?
ST: Professional photographer or travel
guide.
USG: Do you have a favorite quote/saying you could share?
ST: You need to have a high sense of
urgency when things are going well and
when things are going poorly.
Roger O’Shaughnessy, president of
Cardinal Corp., began as a factory
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worker with Cardinal Insulated Glass Co. in 1967
and worked his way
through the ranks, and
has reigned as president
of the glass manufacturer
for 45 years.
While O’Shaughnessy declined to be
interviewed for this article, he offered
the following insight into his company’s
reputation as being very low-key during a 2007 interview with USGlass publisher Debra Levy.

The Product Prophets

–

I<

E-Mail

<

>

>I

Subscribe

“Part of it comes from the personalities involved,” said O’Shaughnessy.
“Part of it is because of the market we
are in. We are an OEM supplier to numerous major branded window companies. Branded window companies
want their own brand out front. They
don’t want their supplier in the spotlight or becoming a brand of their
own. We take care of our customers.
We keep our names off the trucks.
Other glass companies have different
markets.”

Without product promotion, architects would be putting monolithic glass in tiny openings on every building. These product people stay busy constantly promoting glass in all of its varied forms.
Bill Wilson

Christopher Dolan

Jason Funk

Christopher Dolan,
52, currently serves as director of commercial glass
marketing for Guardian
Industries Corp. He
earned his bachelor’s degree in business administration from
Western Michigan University and his
master’s in business administration from
the Wharton School of the University of
Pennsylvania. He first entered the glass
industry as Guardian Industries’ manager of planning and development in
April 1991.
USG: What do you think is the biggest
www.usglassmag.com

Robert Price

challenge for the industry right now?
CD: The level of global competition
will only increase so innovation and
differentiation will continue to grow in
importance.
USG: What would you be doing for a
living if not what you do now?
CD: I would be working in some aspect of business. I have had jobs in one
area or another in business since my
first paper route job a long time ago.
USG: Do you have a favorite
quote/saying you could share?
CD: There is no substitute for paying
attention.

Jason Funk, 35, currently serves as president
of Western Window Systems. He earned his bachelor’s degree in global
business management
from Arizona State University, then pursued his master’s in business administration there as well. His first job in the
glass industry came in March 1999,
when he was hired as human resources
manager for Western.
USG: What do you think is the biggest
continued on page 48
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continued from page 47

challenge for the industry right now?
JF: Finding creative ways to adjust outdated business models to meet our new
economic reality … To succeed in this
new reality, businesses in our industry
have to find creative ways to differentiate
themselves between competition, and
work hard to communicate how their
companies’ products and business
philosophies mesh with the consumer’s
own value system. To put it very simply,
we all have to be better. Because the glazing industry is so tied to the construction
economy, every company within it must
work harder than ever to keep up with
new consumer buying trends.
USG: What would you be doing for a
living if not what you do now?
JF: I strongly believe I would be somewhere that satisfied my sense of adventure and love of the outdoors … If I
wasn’t leading Western, I am confident I
would be leading an organization that either was helping to preserve and protect
[the national] parks, or was a business
that was providing products or services
that helped individuals foster a deep love
for exploring and experiencing the parks’
wonders themselves.
USG: Do you have a favorite
quote/saying you could share?
JF: “There is a way to do it better.
Find it.” -Thomas Edison

Robert (Bob) Price,
54, currently serves as director of sales for J.E.
Berkowitz. He earned his
degree in hospitality
management and first
entered the glass industry working for
Hordis Brothers Glass in 1978.
USG: What do you think is the biggest
challenge for the industry right now?
BP: The industry is challenged with
“under-funding your 401(k).”
USG: What would you be doing for a
living if not what you do now?
BP: Be a part of the culinary industry
as a chef … or inventor … or president.
USG: Do you have a favorite
quote/saying you could share?
BP: Good things happen to good
people.
Bill Wilson, 58, currently serves as president
of
Specified
Systems Inc., the company he founded in
1992. He began his education in liberal arts with a concentration in criminal justice, before
opting instead to work full-time in the
building products industry. His first
job in the industry was in 1975 with
Three Rivers Aluminum Co., which

The Contract Glaziers

later became Traco and now is
Kawneer.
USG: What do you think is the biggest
challenge for the industry right now?
BW: To sustain itself in what has become a bad economic outlook. Costs are
rising, but selling prices are static or
dropping. Supply chains are changing
through mergers and consolidations,
which also is disruptive to the business
model. Electronic media has placed demands that reduce timeframes for
quoting and project development. Emphasis is on speed rather than quality
assessments that impact a project.
USG: What would you be doing for a
living if not what you do now?
BW: If I weren’t doing what I am
doing now, I would be lost, but I think I
would go for something that wasn’t as
asset-based or at least wasn’t as longterm performance-based. Wholesaling
cars kind of appeals to me even though
I know nothing about it.
USG: Do you have a favorite
quote/saying you could share?
BW: Since I am a former high
school softball coach I have always
said that the fundamentals are what
counts. Make the other team beat you.
Don’t beat yourself. Do what you do
better than the other guy and you will
have success.

It’s all about the installation—and the engineering that makes a unique installation successful. These individuals know
how to work closely with architects to create increasingly unique structures that still keep buildings efficient and secure.
Please note: Alberto de Gobbi of Permasteelisa North America Corp. declined to be interviewed for this feature.
Attila Arian, 48, serves
as president of Seele Inc.
and head of the North
American business of the
Seele Group. He earned his
master’s degree in industrial engineering from the Technical University in Darmstadt, Germany. His first
position in the glass industry was with
Seele, two and a half years ago, after 18
years of management experience in the
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construction industry.
USG: What do you think is the biggest
challenge for the industry right now?
AA: During the recession, a lot of
contractors took jobs below their own
costs and agreed to terms and conditions that will have a lasting impact on
the industry for the years to come.
USG: What would you be doing for a
living if not what you do now?
AA: For me the why is more impor-

tant than the what. I am doing what I do
because I am passionate about architecture and I am committed and disciplined to deliver greatness and quality.
USG: Do you have a favorite
quote/saying you could share?
AA: “If you are going through hell,
keep going.” -Winston Churchill
Nick Bagatelos, 48, currently serves as
president of Bisem USA. He received his
www.usglassmag.com
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Attila Arian
Ali Ghahremani

Ed Zaucha

Nick Bagatelos

bachelor’s degree from
Claremont McKenna College. His entry into the glass
industry was as co-owner
of Commercial Window
Systems in 1987.
USG: What do you think is the biggest
challenge for the industry right now?

www.usglassmag.com

NB: The economy is the biggest challenge. Once we are over this mess, the next
challenge will be to rethink what the exterior envelope is. There are products available now that will allow the wall to dictate
the lighting and mechanical systems of the
building. Those options will change the
way buildings are built in a significant way.

Victor Cornellier

USG: What would you be doing for a
living if not what you do now?
NB: I would own a record label.
USG: Do you have a favorite
quote/saying you could share?
NB: Well, I don’t have a quote, but my
continued on page 50
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continued from page 49

daily practice is to increase my awareness … awareness of myself, the people around me and my business.
Victor Cornellier, 69,
currently serves as president and CEO of TSI/Exterior Wall Systems Inc.
He earned his bachelor’s
degree from Boston University. His first job within the glass industry was as a management trainee
with PPG Industries.
USG: What do you think is the biggest
challenge for the industry right now?
VC: Avoiding failure and restoring
confidence in the banking and surety
industry that we are a trustworthy and
profitable industry. The failures of 2012
have done very little to assure the financial partners that we, as an industry, really know what we are doing. The
second challenge is understanding how
to deal with Chinese competition and
vendors, which is slowly creating a paradigm in our industry.
USG: What would you be doing for a
living if not what you do now?
VC: After 48 years in this business,
and 35 of those years at TSI, that’s tough
to answer. I would probably be in the
development business harassing glass
companies.
USG: Do you have a favorite
quote/saying you could share?
VC: Telling the truth never hurts, and
be thankful that you have the opportunity to do so.
Ali Ghahremani, 52,
currently serves as president and CEO of Champion Metal & Glass. He
earned his bachelor’s degree in architecture from
the National University of Iran. His entry
into the glass industry came in 1988,
when he served as an estimator for Cantor Brothers Glass.
USG: What do you think is the biggest
challenge for the industry right now?
AG: In today’s turbulent economy,
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maintaining a safe profit margin on a
job is critical. I’ve seen far too many
contractors and subcontractors go
under after dropping their numbers
below the safe line.
USG: What would you be doing for a
living if not what you do now?
AG: I would be a commercial airline
pilot. I possess a private pilot’s license
and love the challenges and exhilaration of flying.
USG: Do you have a favorite
quote/saying you could share?
AG:“Take care of those who work for
you and you’ll float to greatness on their
achievements.” -H. S. M. Burns
Ed Zaucha, 62, currently serves as CEO of
APG International Inc. He
graduated from Villanova
University in 1972, after
which he spent eight years
in public accounting and consulting with
Deloitte & Touche. While with Deloitte, he
was involved in many of the firm’s largest
accounts, including some construction
companies. In 1980, he was recruited by
one of the firm’s construction clients and
accepted a position an officer and shareholder. His first job in the glazing industry
came in 1990, when he negotiated a
“workout” with the major creditors of National Glass & Metal Co. thereby negating
an impending bankruptcy filing.
USG: What do you think is the biggest
challenge for the industry right now?
EZ: We have had a long recession in
which many contract glaziers have tried
to survive by bidding work at or below
cost in the hopes of “dollar averaging”
this out with more profitable work as the
economy turns around. Unfortunately,
this hasn’t happened and now we’re seeing some major contractors fail. We hear
there are a number of others that are
teetering on the edge as well.
The challenge it presents for all of us
now is that owners and construction
managers seem to be stringing out payments because of the fear and uncertainty in the industry, which makes

cash flow a big challenge.
USG: What would you be doing for a
living if not what you do now?
EZ: A company controller/CFO …
or simply playing golf everyday in
Georgia.
USG: Do you have a favorite
quote/saying you could share?
EZ: As you get older (and more experienced in the industry) you develop
many favorite sayings. I have actually
given serious consideration to writing
a book with each chapter surrounding a
“favorite saying” and its meaning. A
couple are:
• “It’s very easy to say NO—it’s harder
to say YES.” We have a reputation for
taking on and achieving some very
complicated projects. We also spend
many hours each year assisting architects with designs; our motto is
“Turning Inspiration into Reality.” As
part of the process of helping architects achieve their inspirational designs you need to push the extremes
of what has been done and, accordingly, major vendors will frequently
say “No, no, no—this isn’t possible!”
When you challenge them, prod and
push—they eventually come around
to “well, let’s see what we can do.”
Working on a truly collaborative
basis you frequently can achieve what
wasn’t previously done or thought to
even be possible.
• “In our industry, any one project can
kill you.” Being a large contract
glazier, it is critical to properly estimate, manage and execute each and
every contract. The profit margins in
our industry frequently do not effectively compensate us for the level of
risks that we accept and, therefore,
one misstep can be a disaster.
• “Find suppliers and vendors that make
us look great—not bad.”As a company
we “partner or collaborate” with our
team on all projects. We expect a great
deal of support from our team but
we’re extremely loyal to them all. This
includes our union labor partners.
They are what makes us look great!
www.usglassmag.com
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The Corporate Types
With the challenges of the current economy have come opportunities for those willing to shake things up. These industry leaders have taken on new roles with the goal of improving the supply chain by growing these companies.
Please note: Greg Sage of Enclos declined to be interviewed for this feature.
Diana Perreiah

Jeff Leone

David Petratis

Jeff Leone, 51, currently serves as CEO of
Trulite Glass and Aluminum Solutions. He
earned his bachelor’s degree in chemistry from
Carnegie Mellon University. His entry into the glass industry
came with his current post, which he undertook in July 2010.
USG: What do you think is the biggest
challenge for the industry right now?
JL: The extended period of low construction growth.
USG: Do you have a favorite
quote/saying you could share?
JL:“On time and on spec every time.”
Beth Lesniak, 31, currently serves as vice president of Grey Mountain
Partners and affiliated
manager of Consolidated
Glass Holdings Inc. She
graduated from Duke University. Her first
job in the glass industry came when Grey
Mountain Partners worked with Arch
Aluminum & Glass to try and avoid
bankruptcy and restructure the business
www.usglassmag.com

Beth Lesniak
Joseph Puishys

in 2009. She also was more passively involved in the arena in 2007 as an investor
in the residential door and window manufacturer Polar Window of Canada,
based in Winnipeg.
USG: What do you think is the biggest
challenge for the industry right now?
BL: I don’t think anyone would argue
that the industry has gone through unprecedented turmoil and economic
duress over the past few years. With such
upheaval often comes a natural shift away
from managing the business in order to
maximize service and quality to making
decisions focused on maintaining liquidity and staying alive for another day. I
think we are beginning to see signs of life
in the market, but it will be a slow progression back to health in the industry.
Given that, I believe many businesses find
they have scaled back, but now need capital and other resources to invest back in
the business in order to handle growth
and get back to prioritizing service, quality, employee morale and vendor relationships. Many business owners still
have healing wounds and would like to
risk share going forward, but to do so,
they need to align with strong partners

who share their visions. That is where a
group like Grey Mountain, with a focus
on operational improvement and conservative capitalization, can enter the picture and provide the requisite support.
USG: What would you be doing for a
living if not what you do now?
BL: Professional ballerina; I have
danced most of my life and still indulge
today in my spare time on a non-professional level.
USG: Do you have a favorite
quote/saying you could share?
BL: “Hard work spotlights the character of people: some turn up their
sleeves, some turn up their noses, and
some don’t turn up at all.” -Sam Ewing
Diana Perreiah, 47,
currently serves as vice
president of Alcoa Building and Construction Systems
and
general
manager of Kawneer
North America. She earned her bachelor’s degree in computational science
from Hollins University. She began her
continued on page 52
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continued from page 51

26-year career in the aluminum industry with Alcoa in the aluminum can
sheet division. Her first position in the
glass industry was as vice president of
business operations when she joined
Kawneer North America in 2009.
USG: What do you think is the biggest
challenge for the industry right now?
DP: The biggest challenge I see facing the industry is the uncertainty of
the U.S. building and construction
market recovery, which most likely is
headed for a fourth year at the bottom
of the lowest downturn on record. Also,
uncertainty in the global financial
markets is a challenge for us in the
United States.
USG: Do you have a favorite
quote/saying you could share?
DP: “Never doubt that a small group
of thoughtful, committed citizens can
change the world. Indeed, it is the only
thing that ever has.” -Margaret Mead
David Petratis, 54,
currently serves as
chairman and CEO of
Quanex, his first post
within the glass indus-

try. Petratis earned his bachelor’s degree in industrial management from
the University of Northern Iowa and
his master’s of business administration
from Pepperdine University, and holds
numerous professional development
certificates.
USG: What do you think is the
biggest challenge for the industry right
now?
DP: There remains significant overcapacity across the board. It doesn’t matter whether it’s on the fabrication side or
components side, there’s just significant
overcapacity on a worldwide basis.
USG: What would you be doing for a
living if not what you do now?
DP: If I wasn’t doing what I’m doing
now I’d be in a role where I was helping
people to grow, to fulfill themselves …
I’d be in a role where I’m helping people
to do their best.
USG: Do you have a favorite
quote/saying you could share?
DP: “All progress depends on the unreasonable man.” -George Bernard Shaw
Joseph Puishys, 54, currently serves
as president and CEO of Apogee Enter-

The Metal Meisters

Mark Silverberg

Steve Green

52

prises. He earned his
bachelor’s degree in accounting and finance
from Bryant University,
followed by a master’s in
business administration
from Providence College. His first job
in the glass industry is his current role,
which he has held since August 2011;
prior to that, he spent 10 years in commercial construction industry products
and services with Honeywell.
USG: What do you think is the biggest
challenge for the industry right now?
JP: Changing the paradigm of cyclical performance. The longest period of
stagnation in end markets means all of
us need to act differently and get out of
our comfort zones—starting with employees and by focusing on geography,
technology and partnerships.
USG: What would you be doing for a
living if not what you do now?
JP: Restoring and selling American
muscle cars.
USG: Do you have a favorite
quote/saying you could share?
JP: Family first, but bleed company
blood.

Where there goes glass, there goes
metal. These individuals are constantly working to make those transitions and connections work better
and stronger than ever before.
Please note: Mike
Farquhar of EFCO
Corp., a Pella Co., Tom
Harris of U.S. Aluminum, and Max Mizota of YKK Corp.
declined to be interviewed for this feature.
Tony Leto
Glen Morrison
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Steve Green, 59, currently serves as director
of sales for Tubelite Inc.
He earned his education
from Southern Illinois
University, Penn State
University and the U.S. Air Force. His
first job in the glass industry was as
contract manager for Erie Window
Glass Co. in September 1976.
USG: What do you think is the biggest
challenge for the industry right now?
SG: Maneuvering through an economic environment of fear. Establishing a mindset that everyone should be
challenged to run a profitable business
and not sacrifice the bottom line for the
sake of the sale.
USG: What would you be doing for a
living if not what you do now?
SG: That is a good question. I initially
got into the industry working for a glaz-

www.usglassmag.com
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ing contractor and eventually bought
the business with a partner. My best
guess is that I would still be in that
business had I not been presented with
other opportunities.
USG: Do you have a favorite
quote/saying you could share?
SG: “Over-promise and over-deliver.”
This forces you to challenge yourself as
well as hold yourself accountable.
Tony Leto, 58, currently serves as executive vice president,
sales and marketing,
for the Wagner Cos. He
earned his bachelor’s
degree from Queens College - City
University of New York (CUNY), followed by a master’s of fine arts from
Brooklyn College - CUNY. He began
his career in the glass industry doing
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inside sales in 1984 for Julius Blum
and Co. Inc.
USG: What do you think is the biggest
challenge for the industry right now?
TL: The obvious answer remains the
economy—most notably, the lack of
new construction.
USG: What would you be doing for a
living if not what you do now?
TL: Oddly enough, my graduate degree is in theater administration. I
worked at various university theaters
before becoming involved with the
glass and metal industries. So most
likely, my career track would have remained in higher education and I
would most likely be teaching.
USG: Do you have a favorite
quote/saying you could share?
TL: “Life is what happens to you
continued on page 54
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continued from page 53

while you’re busy making other plans.”
-John Lennon
Glen Morrison, 50,
currently serves as president of Alcoa Building
and Construction Systems. He earned his
bachelor’s degree in
business studies from Coventry University. His first position in the glass industry was as sales and marketing
director for Kawneer United Kingdom
in 1991.
USG: What do you think is the biggest
challenge for the industry right now?
GM: The biggest challenge facing
the industry in the United States is the
uncertainty created by the volatility in
the global economy and the potential
ramifications that this volatility may

The Fabricators

have on the funding of commercial
construction.
USG: Do you have a favorite
quote/saying you could share?
GM: “I keep six honest servingmen: (They taught me all I knew.)
Their names are What and Why and
When and How and Where and Who.”
-Rudyard Kipling
Mark Silverberg, 61,
currently serves as president of Technoform North
America Inc. He holds a
bachelor’s degree in psychology. His entry in the
glass industry began at age six, when he
helped his dad glaze a new motel in Fostoria, Ohio. “I probably was more in the
way than helped,” he recalls. He adds, “My
first ‘real’ job was for Stern and Co. Inc. as

a sales representative, January 1, 1984.”
USG: What do you think is the
biggest challenge for the industry right
now?
MS: Revenue generation for innovative technologies, which command
appropriate value to their benefits,
and fuel new innovations.
USG: What would you be doing for
a living if not what you do now?
MS: My favorite hobby, which is
documentary photography for nonprofit organizations working to make
a positive difference in the world. I
don’t think I could make a living at it,
though.
USG: Do you have a favorite
quote/saying you could share?
MS: “We cannot solve our problems
with the same level of thought that
created them.” –Albert Einstein

No matter how great the glass produced by primaries, it still has to come together just right on the fabrication level.
These individuals are making sure the product that hits the market is efficient and shows the high level of quality of
which our industry is capable.
Please note: Arthur Berkowitz of J.E. Berkowitz, Chris McGrory of McGrory Glass, and Ed Rosengrant, Randy Steinberg,
Ruben Huerta and Dennis Jasmer of Glasswerks declined to be interviewed for this feature.
Eugene Negrin

William O’Keeffe Jr.
Nathalie Thibault

John Dwyer

54

USGlass, Metal & Glazing | August 2012

www.usglassmag.com

Product Information
© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

John Dwyer, 53, currently serves as president
of Syracuse Glass Co. and
treasurer of Centric, the
association management
company that is owned by
and provides management services to the
Glass Association of North America
(GANA). He earned his master’s in business administration in finance from
Boston College, after his bachelor’s degree
in political science from Lemoyne College.
His first job in the glass industry was helping run his uncle’s glass shop, Road Runner Glass, during his summer break in
1976. “Hacking out putty from steel sash
windows using a torch and chisel, in high
heat and humidity, motivated me to study
for years,” he recalls.
USG: What do you think is the biggest
challenge for the industry right now?
JD: Global competition is a huge challenge. We don’t sell glass to the few furniture manufacturers that are still open near
us.A shopping mall near us is expanding,
and the developer is purchasing imported
product directly and hiring local glaziers
to do the installation only. We’re supplying non-typical sized material only.
Supplying small orders of increasingly complex non-typically sized material day-in, day-out, profitably, is
another challenge.
USG: What would you be doing for a
living if not what you do now?
JD: I’ve started the college tour thing
with my 17-year-old son. I’d love to get a
little more education in the sciences or
maybe engineering, and get into research
or work on big infrastructure projects.
USG: Do you have a favorite
quote/saying you could share?
JD: “Let’s not get too busy cutting
down trees that we don’t forget to
sharpen our saws.”
Eugene Negrin, 60,
currently serves as president of Galaxy Glass and
Stone in Fairfield, N.J. He
earned his bachelor’s degree in science managewww.usglassmag.com
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ment and industrial labor relations from
New York University’s College of Business
and Public Administration. His entry
into the glass industry was working for
a glass replacement shop specializing in
oversized and technically difficult glass
replacement.
USG: What do you think is the biggest
challenge for the industry right now?
EN: We presently have an extraordinary opportunity to create and offer a
variety of custom decorative architectural glass as the markets continue to demand it. Failure of these products due to
lack of testing and poor manufacturing
techniques by unqualified or unscrupulous manufacturers has the potential to
diminish this appetite due to fear of
product failure and culpability.
USG: What would you be doing for a
living if not what you do now?
EN: I cannot imagine. This has been
the road taken for the past 36 years.
USG: Do you have a favorite
quote/saying you could share?
EN: One of my dearest friends and
mentor in the glass business was
Bernie Myers of Boss Glass Distributors (no longer in business). Bernie
was a bon vivant and pilot with a zest
for life and he came from nothing and
built a substantial and highly successful business. He used to say, “If I died
tomorrow and could come back as anyone in the world that I wanted to, I
would come back as Bernie Myers.”
William O’Keeffe Jr.
currently serves as chairman of the board for Safti
First. His entry to the
glass industry began at
age 15, working for O’Keeffe’s Inc. “installing skylights in 117-degree temperatures on a roof in Chico,
Calif.,” he recalls.
USG: By what standard do you measure your own success?
WO: By the impact that success has
on the people I’m associated with and
the overall well-being and development
of the company.
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USG: What do you think is the biggest
challenge for the industry right now?
WO: Providing protection from the
onslaught of bankruptcies that are happening while still serving our customers’ needs.
USG: What would you be doing for a
living if not what you do now?
WO: Pearl diver on a tropical island.
USG: Do you have a favorite
quote/saying you could share?
WO:“There, by the grace of God, go I.”
Nathalie Thibault, 33,
currently serves as administrative director of
Prelco Inc. She holds a
bachelor’s degree in international business. Her
entry into the glass industry came in November 2003 when she was hired as project manager in sales for Prelco.
USG: By what standard do you
measure your own success?
NT: By the judgment of my experienced colleagues and other stakeholders that share with us.
USG: What is your biggest business
pet peeve?
NT: Work that is done too informally.
USG: What do you think is the biggest
challenge for the industry right now?
NT: The fragile status of the overall
world economy.
USG: By whom are you/have you
been influenced the most?
NT: Our senior managers and other
industry legends.
USG: What would you like your industry legacy to be?
NT: A great example of innovation
and overachievement.
USG: What would you be doing for
a living if not what you do now?
NT: I would fill a management position
in any industry that is of interest to me.
USG: Do you have a favorite
quote/saying you could share?
NT: It would be in French! “Y’en
aura pas de facile!”
continued on page 56
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The Code Talkers

Valerie Block

Without those individuals keeping an eye on the latest code changes, the industry’s standards might not be up to the challenge of meeting them. From ANSI to
ASHRAE and ICC to GICC, our industry alphabet soup takes a lot of patience and
tech know-how to keep up with.

Julie
Schimmelpenningh

Valerie Block, 60,
currently serves as senior
marketing specialist for
DuPont Glass Laminating Solutions. She earned
her master’s degree in organizational dynamics from the University of Pennsylvania in 1991,
following a master’s degree from the
University of Michigan in 1974 and a

The Go-To Guys
John Bush

Henry Taylor
Mic Patterson

56

bachelor’s degree from Ithaca College in try was as a research scientist for Mon1973. Her first job in the glass industry santo in 1988.
USG: What do you think is the biggest
was for her family’s business, Lamichallenge for the industry right now?
nated Glass Corp., in 1976.
JS: Sustaining companies and
USG: What would you be doing for a
maintaining valuable resources
living if not what you do now?
VB: It might be interesting to be a through the economic hardship.
USG: What would you be doing for
journalist. I’ve always liked writing.
USG: Do you have a favorite a living if not what you do now?
quote/saying you could share?
JS: Flight instructor and scuba divVB:“Success is liking yourself, liking ing instructor. Of course, you can’t do
what you do, and liking how you do it.” one, then immediately follow with the
-Maya Angelou
other, because of the “bends” so I would
need to take a day off in-between!
Julie Schimmelpenningh, 46, curUSG: Do you have a favorite
rently serves as global architectural ap- quote/saying you could share?
JS: “… Don’t look backwards for very
plications manager for
Solutia. She earned her long. We keep moving forward, opening
bachelor’s degree in biol- up new doors and doing new things,
ogy and chemistry from because we’re curious ... and curiosity
Emmanuel College. Her keeps leading us down new paths.”
entry into the glass indus- -Walt Disney Co.

Whether there’s an unusual problem
to be solved or simply a question as to
whether or not a glass design is feasible, it’s helpful to have an expert onhand who is curious as to the limits of
what is possible with glass.
John Bush, 54, currently serves as plant
manager at General Glass
International. He earned
his degree in engineering
from the University of
Cambridge, followed by a master’s in
business administration at the University of Newcastle-upon-Tyne. His entry
into the glass industry came with his role
as technical director at Romag. In 1988
he began developing specialty laminated
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glass, including bullet- and bomb-resistant glass.
USG: What do you think is the biggest
challenge for the industry right now?
JB: Attracting bright new graduates
and having the confidence to invest in
new technology.
USG: What would you be doing for
a living if not what you do now?
JB: Working for a Formula 1 racing
team. The technology they develop is
stunning. I can’t wait for next year when
there will be a race on the streets of
New Jersey overlooking Manhattan.
USG: Do you have a favorite
quote/saying you could share?
JB: “My policies are based not on some
economics theory, but on things I and
millions like me were brought up with: an
honest day’s work for an honest day’s pay;
live within your means; put by a nest egg
for a rainy day; pay your bills on time;
support the police.” -Margaret Thatcher
Mic Patterson, 63, currently serves as director of
strategic development for
the Enclos Advanced Technology Studio; as he explains it, his job is to
anticipate the future of the building skin.
He currently is a doctoral candidate at the
University of Southern California School
of Architecture. His entry into the glass industry came in 1979, when he first served
as a designer for Synestructics.
USG: What do you think is the biggest
challenge for the industry right now?
MP: Embracing change, abandoning
vested interests, and innovating and educating ourselves and our clients about
true life cycle costs and impacts.
USG: What would you be doing for a
living if not what you do now?
MP: Writing adventure novels, painting and photographing in Southeast
Asia, which just goes to show how much
I love my job!
USG: Do you have a favorite
quote/saying you could share?
MP: “I’m not trying to counsel any of
you to do anything really special except
www.usglassmag.com

Check out Bill’s Blog
for enlightening,
entertaining and cool
hardware videos
featuring the latest
products and news.

dare to think. And to dare to go with the
truth. And to dare to really love completely.” –Richard Buckminster Fuller
Henry Taylor, 71,
currently serves as
chairman of the board
and CEO of Architectural Testing, having
transferred his former
responsibilities of president and chief
operating officer on April 1, 2012. He
completed three years toward a mechanical engineering course at Ohio

State University. His first job in the
glass industry was with Graham Engineering in 1964, serving in the design
of architectural products and the design and construction of tooling and
machinery to manufacture them.
USG: What do you think is the
biggest challenge for the industry right
now?
HT: By far the biggest challenge to
the testing industry is to limit liability
to its own work. In many cases, the
continued on page 58
August 2012 | USGlass, Metal & Glazing

57

Product Information
Contents

© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Zoom Fit

Search

+

Archives

–

I<

E-Mail

<

>

>I

Subscribe

Influence
A Matter of

continued from page 57

owners, contractors and architects attempt to require the testing agency to
indemnify them from all liability even
if the testing agency has minimum or
no responsibility.
Further, workers compensation laws
and awards transfer wealth to others well
beyond reason and government reporting paperwork is growing exponentially.

USG: What would you be doing for
a living if not what you do now?
HT: If not developing Architectural
Testing, I would likely have pursued at
least one of the two possible paths.
When I decided to start my business, I
was well into flying twin-engine aircraft
while training for a commercial pilot license. Further, I considered returning

The Decorative Types

to college for my mechanical engineering degree while enhancing my skills
with computers.
USG: Do you have a favorite
quote/saying you could share?
HT: When someone indicates they
have a question I typically reply, “Go
right ahead, I have answers for questions
that haven’t even been thought of yet.”

Although eye-catching glass is taking the architecture world by storm, it takes a lot of creativity and business savvy to create and promote these new combinations of glass to the world.
Marc Deschamps

Mandy Marxen

Bernard Lax
Kris Vockler

Marc Deschamps, 52,
currently serves as business development manager for Walker Glass. He
earned his bachelor’s degree in commerce/management at McGill University. His first
job in the glass industry was as chief financial officer of Lamiver in 1992.
USG: What do you think is the biggest
challenge for the industry right now?
MD: By far, it’s to adapt to the rapidly changing needs of the market, the
focus being on unique and exclusive
design intents with appropriate green
performance.
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USG: What would you be doing for a
living if not what you do now?
MD: I would definitely be involved in
online/Internet marketing. The web, as
a market, is fascinating, is evolving at
the speed of light and offers exciting
challenges.
USG: Do you have a favorite
quote/saying you could share?
MD: This is a great quote that applies
to our personal and business lives: “Don’t
ask what your country can do for you,
but what you can do for your country.”
Bernard Lax, 55, currently serves
as CEO of Pulp Studio Inc. He holds a

bachelor’s degree in
business administration. After a long and
successful career in the
garment/fashion business, his first job in the
glass industry was his position with
Pulp.
USG: What do you think is the biggest
challenge for the industry right now?
BL: The lack of our customers vetting
product quality and differences prior to
purchasing.
USG: What would you be doing for a
living if not what you do now?
BL: Developing new innovations for
various industrial applications.
USG: Do you have a favorite
quote/saying you could share?
BL: Just because a designer believes
in unicorns doesn’t make them real.
Mandy Marxen, 41,
currently serves as vice
president of marketing
for Gardner Glass Products Inc. She holds a degree in journalism
advertising from University of North
Carolina at Chapel Hill, and has nearly
completed an additional bachelor’s degree in studio art. Her first job in the
glass industry was with Gardner Mirrors, when she was hired in 1993 to do
line-art for mirrors.
USG: What would you be doing for a
www.usglassmag.com
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living if not what you do now?
MM: Probably trying to sell my
paintings on the side of the road. I’d
still have to be coming up with ideas
daily to get out into the world somehow. I’m not good for much else.
USG: Do you have a favorite
quote/saying you could share?
MM: “No great thing is created suddenly.” –Epictetus. It’s a good reminder for patience and discipline,
both things that I struggle with daily.
Kris Vockler, 41, currently serves as
CEO of ICD Coatings. She holds a
bachelor’s degree in geology and has
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nearly completed her
master’s in business administration; she also
holds various coating
specific chemistry certifications. Her first job in
the glass industry was with ICD in
1996, serving as a research and development lab technician.
USG: What do you think is the biggest
challenge for the industry right now?
KV: Taking the time to evaluate materials going into the end product
properly. With how fast our markets
are changing and we are adapting to
it, leaving commonsense and good

The Titans of Technology
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qualification methods to the wayside
will only get us in trouble.
USG: What would you be doing for
a living if not what you do now?
KV: Helping others grow in some
way, I would hope. Those who have inspired me from a young age were
those who started non-profits to help
others or created something to help
people, like a product.
USG: Do you have a favorite
quote/saying you could share?
KV: “Treat people as if they were
what they ought to be, and you help
them to become what they are capable of being.” -Goethe

Without the latest in machinery innovations and the creative software running it, the innovative designs devised by the
industry’s bright minds would never come to fruition. These individuals regularly take on the challenge of improving the
production process.
Ron Crowl

Hans Hoenig

Stefano Bavelloni

Stefano Bavelloni,
46, currently serves as
managing director of
Neptun,
which
he
founded in 2008. He
earned his degree in mechanical engineering, and then entered
the glass industry in 1990 as area
manager for Z. Bavelloni.
www.usglassmag.com

USG: What do you think is the
biggest challenge for the industry right
now?
SB: The challenges in the industry
probably change a lot according to the
economical arena. A trend that I see
quite uniformly distributed in the
world is the need for increases in flexibility in production. This is an indi-

rect effect of the stock reduction policy, which is generally achieved by all
companies in the industry supply
chain, and not only in the glass industry. This causes a reduction in
batch quantities which, in some cases,
are reduced to single pieces and
brings the need of quicker and frequent production change and quicker
delivery time. This is not an easy issue
to manage in a company.
USG: What would you be doing for
a living if not what you do now?
SB: Considering that Neptun is a
my recent start-up and before it I was
totally free to choose what else to do,
having chosen this way means that it
is my favorite option. If I really would
have to think of an alternative I would
join the Forest Guard on the Alps.
USG: Do you have a favorite
quote/saying you could share?
SB: “If you look ahead when you
create ... then you will innovate. If you
look ahead when you choose ... then
you will win.”
continued on page 60
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continued from page 59

Ron Crowl, 49, currently serves as president
and CEO of FeneTech Inc.
He earned his bachelor’s
degree in electrical engineering technology from
the Rochester Institute of Technology. His
first position in the glass industry was as
an engineer for RoviSys in 1994.
USG: What do you think is the biggest
challenge for the industry right now?
RC: To stay current with technology
and trends. To become relevant in the
design phase of a new building project
and not an afterthought.
USG: What would you be doing for a
living if not what you do now?
RC: I would be an author. I love to
write but just never seem to find
enough time to start that first novel!

USG: Do you have a favorite
quote/saying you could share?
RC: “You can never cost-reduce your
way to prosperity.” All opportunities—
including wealth—begin with developing new business.
Hans Hoenig, 52, currently serves as vice president and director of sales
for Lisec America and regional director, North
America, for Lisec. He
earned his bachelor’s degree in engineering from the Federal Department of Construction and Industry in Austria, and
holds a diploma from the College for Textile Operation Technology in Austria. His
entry in the glass industry was through
Lisec, when he was appointed as regional

The Educators and Ethicists

sales manager in 1996.
USG: What do you think is the biggest
challenge for the industry right now?
HH: Continuing to deal with the
over-capacity in the market and how
best to re-allocate those under-utilized
assets to meet new demands.
USG: What would you be doing for a
living if not what you do now?
HH: Never thought about that, but I
would probably be working in another
machinery manufacturing industry, or
even still in the nonwoven machinery
industry.
USG: Do you have a favorite
quote/saying you could share?
HH: Work like you don’t need the
money! In other words, you should make
all your business decisions without being
influenced by anything or anybody.

Horace Mann once said,“A human being is not attaining his full heights until he is educated.” These individuals are helping the industry attain its full potential by helping to educate end-users and colleagues alike.

Greg Abel
Lyle Hill
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Greg Abel, 63, currently serves as president
of Advocates for Safe
Glass. He earned his degree in criminal justice.
His first job in the glass
industry came when he founded Safe
Glass Consulting, following his son
Jarred’s 2001 wired-glass accident that
left him with severe nerve and tendon
damage in his left arm.
USG: What do you think is the biggest
challenge for the industry right now?
GA: The economy.
USG: What would you be doing for a
living if not what you do now?
GA: I am happy with the path that I
have chosen.
USG: Do you have a favorite
quote/saying you could share?
GA: That everything happens for a
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reason; my son, Jarred, taught me that.
Paul Bieber, 62, currently serves as principal
of Bieber Consulting
Group. He earned his
bachelor’s degree in business administration with
a major in marketing from Babson College. He entered the glass industry in
1976 as a salesperson for C.R. Laurence
Co. Inc., covering Massachusetts, Maine,
New Hampshire and Vermont.
USG: What do you think is the biggest
challenge for the industry right now?
PB: Our industry is not making
enough money to keep investing in new
technology, plants and equipment, and
educating people.
USG: What would you be doing for a
living if not what you do now?
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PB: Here’s a hint: “Take me out to the
ballgame … take me out to the crowd.”
If you didn’t get the hint, I would be
coaching Little League; maybe the oldest bat boy for the New York Mets or
anything to do with baseball.
USG: Do you have a favorite
quote/saying you could share?
PB: Yes, taken from the Jewish Bible:
“What is hateful to you, do not do to
anyone else. This is the law: all the rest
is commentary.”
Lyle Hill, 65, serves as
managing director of
Keytech North America.
He earned his bachelor’s
degree in business administration and psycontinued on page 62

Colors
Pa erns
Textures

Opaque
Translucent
Laminates

LUXAR® AR—Separa!on without Re"ec!on

When!Quality!and!Lead!Time!Ma er

Invisible with industry leading 0.5% re!ec•on.
Durable quartz coa•ng protects LUXAR® AR.
Available annealed and laminated from stock, or custom
tempered.
Cleanable with glass cleaner.

Stocking An•-Re!ec•ve,
Fire Rated, and X-Ray.

Best when used in:
· Museums
· Storefronts
· Showcases
· Picture frames
· Informa•on Displays
· Projec•on Systems

·

Decora!ve op•ons to give ·
you choice on your projects. ·
·
Safe, secure, shipping
throughout North America. ·
·
Single source decora•ve,
tempered and fabricated.

800-220-3749 / www.mcgrory.com

www.usglassmag.com

>I

McGrory Alterna•ves

Durable Available Cleanable

Quickest AR Lead Time in the Industry!

>

sales@mcgrory.com

Laminated and backcoated custom colored
Heavy textured
Acid-etch up to ¾”
Pa"erned
Polished wire
Low-iron/op•cal

800-220-3749 / www.mcgrory.com

McGrory, the Preferred Alterna"ve!

August 2012 | USGlass, Metal & Glazing

61

Product Information
© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Zoom Fit

Search

+

Archives

–

I<

E-Mail

<

>

>I

Subscribe

Influence
A Matter of

continued from page 61

chology from Olivet Nazarene University and his master’s in business administration in engineering and
technology management from the Illinois Institute of Technology. He first
entered the glass industry in 1970
when he served as foreman of the plate
glass department for the old Tyler and
Hippach Glass.
USG: What do you think is the biggest
challenge for the industry right now?
LH: There is a shakeout and realignment taking place right now in the architectural side of the glass industry …
among the contract glaziers specifically.
Knowing who to align with, what jobs to
pursue and so forth, is very challenging.
USG: What would you be doing for a
living if not what you do now?
LH: I would most likely have been a
teacher and coach at the high school level.
USG: Do you have a favorite
quote/saying you could share?
LH: Love what you are doing and you

will never work a day in your life.
Henry Taylor currently serves as manager
of Kawneer North America’s architectural services
team. He earned his bachelor’s degree in marketing
and English from Georgia State University, followed by a master’s of business administration in management from
Kennesaw State University. After college,
he worked for a commercial
developer/builder out of college, where he
earned an overview of industrial and
commercial construction. He joined
Kawneer in 1995 and, after training, took
a position as the company’s architectural
products representative in Detroit.
USG: What do you think is the biggest
challenge for the industry right now?
HT: Time is our biggest challenge. We
have so many tools that make portions
of our work and life faster. But these

Robert Struble

Oliver Stepe

tools do not make all areas of our lives
faster. We live in a society based on instant gratification—one where I am
able to ask my kids a question and in
moments they have it Googled and are
presenting answers. There are some aspects of our industry that have been
made faster by today’s tools but the entire construction process can’t be accelerated. Ours is still a relationship
business and we still do business with
the people we want to do it with. It is
frustrating to see time become a bigger
driver in our industry than quality, history, trust and relationships.
USG: What would you be doing for
a living if not what you do now?
HT: I would want to be a high school
English teacher and work for the National Park Service during the summers.
USG: Do you have a favorite
quote/saying you could share?
HT: “You never get a second chance
to make a first good impression!”

The Branded

While they may prefer moving in the
background, these brand gatekeepers
do an exceptional job of keeping their
companies’ images in the limelight and
above reproach.
Please note: Dave Hewitt of EFCO
Corp., a Pella Co., declined to be interviewed for this feature.

Karen Zipfel
Earnest Thompson
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Oliver Stepe, 46, currently serves as senior
vice president for YKK AP
America, overseeing all
business unit operations,
marketing and engineering. He received his bachelor’s degree in
construction and architectural engineering from the State University of New
York at Farmingdale. His first position in
the glass industry was in 1985 as a
draftsperson for a glass and glazing contractor, Cantor Brothers Glass Corp.
USG: What do you think is the biggest
challenge for the industry right now?
www.usglassmag.com

Product Information
© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

OS: The biggest challenge for the industry is how to evolve from a historically
low-technology to a high-technology industry and one that is recognized for its
tremendous potential to have a significant positive impact on society by reducing energy consumption.
USG: What would you be doing for a
living if not what you do now?
OS: Driving a race car. It was my childhood dream and since my wife just gave
me a NASCAR adventure as a 15-year
wedding anniversary gift, maybe I will
get a chance to experience a piece of that
dream after all!
USG: Do you have a favorite quote/saying you could share?
OS: It may sound cliché but I find myself quoting our founder’s philosophy,
“The Cycle of Goodness,” and the quotes
“If you do good things for people, they
will do good things for you” and “No one
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prospers unless he renders benefit to others” oftentimes in professional and personal settings.
Robert Struble, 47,
currently serves as manager, brand and communications strategy, for
PPG’s flat glass business
unit and corporate marketing. He earned his bachelor’s degree in
communications from Clarion University.
His entry into the glass industry came in
1992 when he began writing technical
manuals and other communications for a
company that supplied the glass industry,
Harbison-Walker Refractories Co. He
joined PPG in March 2002 as the manager of marketing communications.
USG: What do you think is the biggest
challenge for the industry right now?
RS: Having seen more than a dozen
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different industries in my career, the glass
folks seem to have a very hard time selling value. When you think about what we
do, it’s pretty amazing. We take a common, opaque material and make it transparent and strong. Then we add a
practically invisible coating thinner than
a human hair (actually comprised of
many smaller layers) that splits the light
spectrum and delivers hundreds of thousands of dollars worth of energy savings.
USG: What would you be doing for a
living if not what you do now?
RS: I love what I do and, in all honesty,
can’t imagine myself doing anything else.
If not here in the glass industry, I’d be
somewhere else building bridges to understanding and communicating value.
USG: Do you have a favorite quote/saying you could share?
continued on page 64
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continued from page 63

marketing and branding
for Guardian Industries
Corp. He earned his
bachelor’s degrees in political science and psychology
from
the
University of Michigan, with graduate
studies in public health and hospital
Earnest Thompson currently administration (marketing) there as
serves as director of global corporate well. His first position in the glass industry was his current position with
Guardian, which he began in September 2005.
USG: What do you think is the biggest
One of the most telling signs of how rapidly the glass
challenge for the industry right now?
and glazing industry has changed is taking a look at the
ET: Making glass innovations a more
last Most Influential, printed in the October
valued element of the products and proj2008 issue of USGlass. Take a look at how
ects we’re in.
they have changed in just a few short years
USG: What would you be doing for a
by scanning the MS Tag here.
You can also find expanded interviews
Get t he f r ee mobi l e app at living if not what you do now?
with those listed here by looking for
Online
ht the
t p: Only
/ / get
t ag. mobi ET: I guess it’s too late to play shortstop for the San Francisco Giants so
version of this article at www.usglassmag.com.
I’ll settle for blogging about the Giants

RS: Often attributed to Abraham Lincoln, it goes something like this: “When
your only tool is a hammer, every problem tends to look like a nail.” I see its truth
in advertising as well as the glass industry. Manufacturers or marketers will tout
their products as the best solutions for
your problems (no matter what the problem). For example, there are glass makers who have only one platform for

making low-E coatings and flog that particular technology regardless of the application. I value our position at PPG,
where we operate multiple platforms and
can discuss the advantages and limitations of each from a base of knowledge
and credibility.

An Evolving Industry
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OneWrong Signal Could Cost You Million$
Our Customers Receive these
Benefits at NO Additional Cost:

and Raiders.
USG: Do you have a favorite quote/saying you could share?
ET: “The team. The team. The team.”
–Michigan football coach Bo Schembechler. Even Steve Jobs didn’t win alone
for all of his legend. It takes a team to take
an organization to the top.
Karen Zipfel currently
serves as the director of
marketing for Kawneer
North America, an Alcoa
Co. She earned her bachelor’s degree in communications from Western Connecticut State
University, graduating magna cum laude.
Her entry in the glass industry came with
her first position at Kawneer, for which she
was hired in December 1991 as marketing
communications manager.
USG: What do you think is the biggest
challenge for the industry right now?
KZ: There are still many challenges to
be faced coming out of the downturn. In
any market, creating differentiation is
critical and I see this as one of the biggest
challenges to help sustain leadership and
growth for us and our customers.
USG: What would you be doing for a
living if not what you do now?
KZ: At one time, I thought I might like
to own my own business; an advertising
agency or public relations firm. However,
I love what I do; my passion is marketing
and branding and I am fortunate to be
part of a highly recognized company with
a market-leading brand.
USG: Do you have a favorite quote/saying you could share?
KZ: “It’s easy to make a buck. It’s a lot
tougher to make a difference.” –Tom
Brokaw ■

M e g a n H e a d l e y is
special projects editor for
USGlass Magazine. She
can be reached at
mheadley@glass.com.
www.usglassmag.com

Recognized as Construction Industry’s
Highest Training Requirements
Ironworker Qualified Signalman Training
meets ASME (B30)
Ironworker Qualified Rigging Training
meets ANSI (A10.42)

Over 3,000
Contractors
& Over 100,000 Ironworkers

80 Classroom Hours of Rigging &
Crane Training
1,200 Hours Minimum of On-the-Job
Training
Trained & Verified by Professional
Ironworker Instructors

Can You Afford
NOT to Hire Us?

State-of-the-Art Training Materials
Online Tracking System
Network of over 150 Training Centers
in the USA & Canada

w w w. i ro n w o r k e r s . o rg
800.545.4921
w w w. i m p a c t - n e t . o rg







Certified by the U.S. Department of Labor
Follow us on Facebook, Twitter & YouTube





NOW
AVAILABLE!

“The One Stop Source For All Window & Door Hardware”

When Your Customers are
Looking to Repair or Upgrade
their Windows and Doors,
Look to Strybuc for the Most
Extensive Line of Replacement
Hardware in the Industry!

www.strybuc.com

For a FREE Catalog, Call June @ 800-352-0800 Ext. - 129
August 2012 | USGlass, Metal & Glazing

65



Product Information
© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Zoom Fit

Search

+

Archives

–

I<

<

E-Mail

>

>I

Subscribe

ShowCase
glass

Guardian Launches
Glass Visualizer

Guardian Industries has introduced the
InGlass Visualizer, a new, online tool that
enables interior designers and architects
to marry interior
glass
products
with applications
to see how integrating different
types of glass can
transform the visual impact of the
space. The InGlass
Visualizer is the
newest component
of Guardian InGlass, created to bring together the company’s entire advanced interior glass
product line.

glass performance tools

“We want designers to stretch their
imaginations and understand the flexibility of using glass,” says Diane Turnwall,
market segment director of interiors.“Our
goal is to help designers and architects express their creativity in a way that meshes
with our digital society, and the InGlass
Visualizer gives them another great tool
to do so.”
❙❙➤ www.guardianinglass.com

Glasswerks Provide
Privacy Glass

Los Angeles-based Glasswerks Inc. has
begun to work with Sunnyvale, Calif.based Citala US Inc. to offer customized
privacy glass.
Glasswerks now will offer Citala’s Onyxbased smart films in its Voltage Glass
products, which will allow users to change
the translucency of a window from opaque

“Heat Sheet” Shows Glass Performance

EDTM Inc. now offers the “Heat-Sheet” temperature demonstration card,
which is designed to provide a simple, economical demonstration of a glass
product’s energy performance. The Heat Sheet temperature demonstration
card (HS2050) vibrantly changes color when it encounters heat. It can be used
in combination with the company’s heat lamp (HL1040) to illustrate heat passing through a glass sample. As heat passes through an inefficient piece of
glass, the sheet displays a dynamic color change.
In addition, it demonstrates all three kinds of heat transfer—radiant, conduction and convection; is simple to use and understand; and measures approximately 6 inches by 4 inches tall.
❙❙➤ www.edtm.com/heat-sheet

to transparent with the flip of a switch.
“This partnership allows Glasswerks to move into a growing segment
of the glass marketplace,” says James
Harris, Citala’s vice president of sales
and marketing.
❙❙➤ www.guardianinglass.com

hurricane products

Go Frameless—
with an Impact

Faour Glass Technologies of Tampa,
Fla., offers a new frameless hurricane
impact-resistant window system called
the Slimpact. The system was developed in close collaboration with
DuPont and the company says it has
been tested to ASTM E 1886, ASTM E
1996 and AAMA 501- 05 (see related
story on page 26).
The patent-pending system can be
used in both commercial and residential applications in hurricane-prone
areas, according to the company.
❙❙➤ www.faourglass.com

framing systems

Spider Fittings
in Range of Specs

Rinox Kaufmann Ltd. offers a variety
of spider fittings designed to adhere to
various engineering specifications. The
spider fittings are designed to provide
durability along with a stylish design
for applications such as glass walls,
glass canopies and frameless glass
balustrades.
The fittings are available in a variety of
sizes, shapes, color, thickness and more.
❙❙➤ www.rinox.in
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tools

Test IG Units for Failure

When replacing failed insulating glass units (IGUs),
a concern to glaziers and their customers is how many
more units may soon fail. On-site testing can be done
inside or outdoors at any place on the glass to find
the near-failure IGUs.
Jim Spetz Consulting has developed handheld IGU
testers that weigh less than a pound and single suction cup testers that weigh three pounds. According to
information provided by the company, these testers
are one-third the weight and a quarter of the cost of D100 ASTM E-576 testers. The new testers come with
instructions on their use and how to perform the tests,
which are in the process of becoming an ASTM procedure. Jim Spetz explains that sealed IGUs have desiccated air space and the relative humidity in the air
space is less than 0.01 percent. If the seal is breached
the desiccant becomes fully loaded with moisture
vapor and the relative humidity in the air space is 100 percent. The test is designed to get the 1-inch diameter area of
the glass very cold. If the air space is dry, no moisture condenses inside the unit at the very cold spot. If there is a seal
problem, a combination of ice crystals and water condenses inside the unit at the cold spot.
Commercial IGUs made with ¼-inch thick glass require a 5-minute test time. When using three suction cup-attached
testers and a handheld tester on the fourth unit, users can average eight to ten sets of four units in an hour, according
to Spetz. Test times should be doubled if the glass is laminated, Spetz adds.
❙❙➤ jimspetz@aol.com

storage

The Latest in Storage

The Glass Racking Co. has developed
a tooth-based storage system for single
lites, insulating glass units and window

sections and doors. Company officials
say the system provides a V-shape for
securing the items, so that items with
varying widths can be stored alongside
each other in the same system, and
items are separated with no hard or
damaging surfaces.
The system also allows individual
items to be accessed without sorting
through the others, speeding the
process and reducing damage and
rework.
❙❙➤ www.theglassrackingcompany.com

safety gear

Swap Safety Eyewear
Answers Fog

68

The new Swap line from Gateway
Safety is a unique glasses-to-goggle
eyewear solution designed to fight fog.
The glasses are equipped with a foam
lining that surrounds the one-piece lens
to block dust and debris. The lining also

USGlass, Metal & Glazing | August 2012

includes venting channels that help reduce hot air buildup.
The Swap line also features the company’s high-quality anti-fog formula on
both sides of the lens.
In addition, the glasses can be
changed easily into goggles by swapping the temples for a head strap with a
simple snap. Both the temples and head
strap are included.
❙❙➤ www.gatewaysafety.com
continued on page 70
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SAVE TIME
SAVE LABOR
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Glass Cadet Manipulator
from AECO

• Handles & installs up to 980 lbs.
• Reduce installation costs by 50% or more
• Eliminate manual lifting and handling
• Glass Cadet is compact
• Low monthly payment!

Contact AECO at:

www.GotoArTech.com

800-826-9022
518-798-5867

info@GotoArtech.com
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sun control

Kawneer Adds Sunshade
Option for 1600UT

Kawneer Co. Inc., an
Alcoa business, recently
expanded its Versoleil
SunShade platform to
fit its 1600UT (Ultra
Thermal) System 1
curtainwall.
This addition offers a fully pre-engineered and tested solution
for applying both Versoleil Sunshade
Outrigger and Single Blade Systems to double
(1-inch) and triple-glazed (1 3⁄4-inch) infill versions
of 1600UT System 1 curtainwall, according to the company.
The Versoleil SunShade is designed to withstand combined wind, snow and dead loads, minimize direct sunlight
and reduce solar heat gain. Company officials say it also can
contribute to Leadership in Energy and Environmental Design (LEED) certification.
❙❙➤ www.kawneer.com ■
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2012

Green
Design

AWARDS

Seeking Green Glass Project Nominations

USGlass magazine is holding its Green Design Awards once again, and we need your help. We are currently accepting
nominations of projects completed within the last year, that feature glass in a manner that promotes energy efficiency,
sustainability or other characteristics that can be considered “green.”
Nominations are due by October 8. The winners will be profiled in November 2012 USGlass. Questions? Contact Penny
Stacey at pstacey@glass.com or 540/720-5584, ext. 148.
Project Name: _________________________________________________________________________________________
Location: _____________________________________________________________________________________________

Architect: _____________________________________________________________________________________________
Glazing contractor: _____________________________________________________________________________________

Glass products used in project (brand or supplier): ___________________________________________________________
______________________________________________________________________________________________________
______________________________________________________________________________________________________

How does glass help contribute to the project’s overall greenness? ______________________________________________
______________________________________________________________________________________________________
_____________________________________________________________________________________
_____________________________________________________________________________________
_____________________________________________________________________________________
_____________________________________________________________________________________
_____________________________________________________________________________________
Nominations are due by October 8. Please complete form and fax to 540/720-5687,
Attn: USGlass, or email to Penny Stacey at pstacey@glass.com, Subject: Green Design Awards.
Finalists will be contacted for additional information.
www.usglassmag.com
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Reviews&Previews
glasstec 2012 to Feature Glass Technology Live,
Solar Program and More in Düsseldorf
he upcoming glasstec in Düsseldorf, Germany, October 23-26, is
quickly approaching, and show
organizers say this year’s event will
again feature the special show, “Glass
Technology Live,” along with several
other supplementary programs.
Stefan Behling of the Institute of
Building Construction at Stuttgart University is leading the Glass Technology
Live forum, and plans to present “pioneering developments revolving
around glass and its versatile applications as a high-tech material.”
Among these, the display will include a portion on Building-Integrated
Photovoltaics (BIPV) and will feature
thin-film modules for overhead applications and façades, among others.
Another focus of “Glass Technology Live” will be the topic “Façade
and Design.” In this part of the exhibition, Behling and his team will present hot and cold-bent glass sheets of
large dimensions.
“Glass Technology Live is not only
a mirror image of current developments on the market, [but] it traditionally also allows visitors to look far
ahead into the future of glass,” say
show organizers.
Glass Technology Live will be accompanied by a technical symposium
with more than 60 lectures and presentations designed around the future of the glass sector both in
technical and aesthetic terms. The
technical symposium agenda will feature a different focal theme on each
day of the trade fair
glasstec also will feature a Facades
Center, which will focus on themes
relating to energy-efficient and/or
functional building skins. This por-
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glasstec is scheduled for October
23-26, 2012, in Düsseldorf,
Germany, and will be accompanied
by several other conferences and
programs.
tion of the show is designed for
façade planners, construction engineers and architects as well as the
craftsmen installing them, according
to show organizers.
As part of glasstec’s ancillary program, an International Architectural
Congress will be held for the fourth
time. The Congress is organized by the
North Rhine-Westphalian Chamber of
Architects, the Technical University of
Delft and the Ostwestfalen-Lippe University. It is scheduled for October 24
and has been designed to “provide a
high-caliber setting for architects,
structural engineers, construction engineers and façade planners.”

The technical-scientific conference, “Engineered Transparency,”
will be held on October 25 and 26 as
part of glasstec. It will address the research and development community
as well as experts for civil engineering, construction engineers, planners/architects
and
building
authority representatives. Items of
focus will include structural engineering with glass (stress/strain and
stability, laminates and composites,
uni-axially and bi-axially bent glass),
the building physics behavior of
façades (building skin and texture,
energy and sustainability, projects
and case studies), and the use of
solar systems in architecture (building integration and design and construction supervision requirements
for solar module design).
Additionally, solarpeq, the International Trade Fair for Solar Production
Equipment, again will be held concurrently with glasstec. solarpeq
2012 covers the segments of manufacturing technology for crystalline
and thin-film photovoltaics, in an effort to complement the solar products
and applications exhibited at glasstec.
In keeping with the solar theme,
glasstec also will include a conference titled “Solar meets Glass - 3rd
Industry Summit for Markets, Costs
and Technology.” The event is being
organized by Solarpraxis AG and
Messe Düsseldorf and is scheduled
for October 22 and 23. The conference will address the current topics
affecting both sectors while addressing their different needs, including topics such as future-proof
markets, cost-cutting and technology
development. ■
www.usglassmag.com
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Up&Coming
NORTH AMERICAN EVENTS

September 11-14, 2012

Construct 2012
Sponsored by the Construction
Specifications Institute
Phoenix Convention Center
Phoenix
Contact: Show organizers at
972/536-6429

September 12-14, 2012

GlassBuild America
Sponsored by the National Glass
Association (NGA), American
Architectural Manufacturers
Association (AAMA), Insulating
Glass Manufacturers Alliance
(IGMA) and the Bath Enclosures
Manufacturers Association
(BEMA)
Las Vegas Convention Center
Las Vegas
Contact: NGA at
866/342-5642, ext. 300

September 19-22, 2012

Glass Association of North
America (GANA) Fall Conference
Sponsored by GANA
Hilton Chicago
Chicago
Contact: GANA at 785/271-0208

September 20-22, 2012

Auto Glass Week™
(Exhibition/Extravaganza
September 21-22, 2012)
Co-sponsored by AGRR™
magazine, the Auto Glass Safety
Council (formerly the AGRSS
Council Inc.), the Independent
Glass Association, the National
Glass Association and the
National Windshield Repair
Association. Includes Auto Glass
Repair and Replacement
Olympics.
Kentucky International
Convention Center & Louisville
Marriott Downtown.
Louisville, Ky.
Contact: AGRR magazine at
540/720-5584

September 20-22, 2012

International Window Film
Conference and Tint-Off™
(Exhibition/Extravaganza
September 21-22, 2012)
Co-sponsored by WINDOW FILM
magazine and the International
Window Film Association
Kentucky International
Convention Center & Hyatt

Regency Louisville
Louisville, Ky.
Contact: WINDOW FILM
magazine at 540/720-5584

October 1-3, 2012

73rd Conference
on Glass Problems
Sponsored by the Glass
Manufacturing Industry Council
(GMIC) and Alfred University
Hilton Cincinnati
Netherland Plaza
Cincinnati, Ohio
Contact: GMIC at 614/523-3033

September 24, 2012

Accredited Standards
Committee (ASC)
Z97 Fall Meeting
Organized by the ASC
ANSI Headquarters (D.C.)
Washington, D.C.
Contact: Email
jcschi@solutia.com
or visit ansiZ97.com

October 9-11, 2012

2012 METALCON International
Organized by the Metal
Construction Association (MCA)
Donald E. Stephens
Convention Center
Chicago
Contact: MCA at 847/375-4718

October 14-17, 2012

AAMA National Fall Conference
Sponsored by AAMA
Hyatt Regency Tamaya
Santa Ana Pueblo
(Albuquerque), N.M.
Contact: AAMA at 847/303-5664

October 15-18, 2012

Aluminum Week
Sponsored by the Aluminum
Association (AA), Aluminum
Extruders Council and
Aluminum Anodizers Council
Renaissance Chicago
Downtown
Chicago, Ill.
Contact: AA at 703/358-2966

INTERNATIONAL EVENTS
October 23-26, 2012

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

Send your events to editor Penny Stacey
at pstacey@glass.com

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

ARCHITECTURAL GLASS
Architectural Glass,
General

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

Digital Printing

General Glass International
101 Venture Way
Secaucus, NJ 07094
P: 201/553-1850 F: 201/553-1851
www.generalglass.com
sales@generalglass.com
SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
P: 888/653-3333 F: 415/824-5900
www.safti.com
info@safti.com

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

Fire-Rated Glass

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

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

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

McGrory Glass, Inc.
1400 Grandview Avenue
Paulsboro, NJ 08066
P: 800/220-3749 F: 856/579-3232
www.mcgrory.com
fire@mcgrory.com

ŶƟ-ZĞŇĞĐƟǀĞ'ůĂƐƐ
фϬ͘ϱйƌĞŇĞĐƟŽŶ

ϴϬϬ-ϮϮϬ-ϯϳϰϵͬǁǁǁ͘ŵĐŐƌŽƌǇ͘ĐŽŵ
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General Glass International
101 Venture Way
Secaucus, NJ 07094
P: 201/553-1850 F: 201/553-1851
www.generalglass.com
sales@generalglass.com

Film Covered Wire

Acid Etched Glass

McGrory Glass, Inc.
1400 Grandview Avenue
Paulsboro, NJ 08066
P: 800/220-3749 F: 856/579-3232
www.mcgrory.com
Luxar@mcgrory.com

Decorative

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

USGlass, Metal & Glazing | August 2012

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

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

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

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

Laminated

Argo
Edge
Seal

®

PLUS

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

Curved/Bent

FIGHTS
DAMAGE
DUE TO:
■ Moisture
■ Cleaners
■ Solvents

3DWHQW1R

ADHESIVES/SEALANTS
Adhesives, General

Enhanced Edge
Protection For
TPU & PVB
Laminated Glass
Composites

Argotec

®

Urethane Film & Sheet

SEE US IN SWEETS
53 Silvio O. Conte Drive
*UHHQ¿HOG0$86$
(413)772-2564
info@argotec.com
www.argotec.com

Oldcastle BuildingEnvelope™
50 manufacturing locations
throughout North America
P: 866/653-2278
www.oldcastlebe.com
Precision Glass Bending Corp.
PO Box 1970, 3811 Hwy 10 West
Greenwood, AR 72936-1970
www.usglassmag.com
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P: 800/543-8796 or 479/996-8065
F: 800/543-8798 or 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com
Laminated,
Glass-Polycarbonate

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

Pattern Glass

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

Radiation Shielding

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

McGrory Glass, Inc.
1400 Grandview Avenue
Paulsboro, NJ 08066
P: 800/220-3749 F: 856/579-3232
www.mcgrory.com
xray@mcgrory.com

Tempered

Oldcastle BuildingEnvelope™
50 manufacturing locations
throughout North America
P: 866/653-2278
www.oldcastlebe.com
Precision Glass Bending Corp.
PO Box 1970, 3811 Hwy 10 West
Greenwood, AR 72936-1970
P: 800/543-8796 or 479/996-8065
F: 800/543-8798 or 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

Wired Glass

McGrory Glass, Inc.
1400 Grandview Avenue
Paulsboro, NJ 08066
P: 800/220-3749 F: 856/579-3232
www.mcgrory.com
sales@mcgrory.com
SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
P: 888/653-3333 F: 415/824-5900
www.safti.com
info@safti.com
X-Ray Fluoroscopic

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

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

Amerope Enterprises Inc.
150 Commerce Rd.
Boynton Beach, FL 33426
P: 800/327-3320 F: 561/737-3721
www.amerope.com
claire@amerope.com
Ray-Bar Engineering Corp.
697 W. Foothill Blvd.
Azusa, CA 91702
P: 800/444-XRAY or 800/444-9729
F: 800/444-0240
www.xrayglass.com
sales@xrayglass.com

X-Ray Protective

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

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

ARCHITECTURAL METAL
Dies/Custom Metal

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

Metals, General

Fire-Rated Windows

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

CURTAINWALL
Curtainwall, General

Oldcastle BuildingEnvelope™
50 manufacturing locations
throughout North America
P: 866/653-2278
www.oldcastlebe.com
Trulite Glass &
Aluminum Solutions
10200 N.W. 67th Street
Tamarac, FL 33321
P: 800/432-8132 F: 954/724-2083
www.trulite.com
info@trulite.com
TM

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

BATHROOM SPECIALTIES
Shower Door Hardware

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

COMMERCIAL
WINDOWS
Commercial Windows,
General

USA Architectural
Aluminum Products
Kawneer Product Line

33 River Street, Suite 5
Thomaston, CT 06787
P: 855/USA-ALUM F: 860/283-4484
www.usaaap.com
dave@usaaap.com

USA Architectural
Aluminum Products
Kawneer Product Line
33 River Street, Suite 5
Thomaston, CT 06787
P: 855/USA-ALUM F: 860/283-4484
www.usaaap.com
dave@usaaap.com
DECORATIVE GLASS
Decorative Glass, General

Oldcastle BuildingEnvelope™
50 manufacturing locations
throughout North America
P: 866/653-2278
www.oldcastlebe.com
continued on page 76

To place your
listing, please
contact Tina Czar at
540/602-3261
or email
tczar@glass.com.
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Etched Glass

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

Glue Chip

International Glass Specialists
2005 Venture Park
Kingsport, TN 37660
P: 423/578-7700 F: 423/578-6500

DOORS
Bullet Resistant

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

Closers

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

Fire-Rated Doors

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

General Door Hardware

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

76

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

Airspacers

DOOR COMPONENTS

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

JLM Wholesale, Inc.
3095 Mullins Court
Oxford, MI 48371
P: 800/522-2940 F: 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
P: 855/USA-ALUM F: 860/283-4484
www.usaaap.com
dave@usaaap.com
DOOR HARDWARE AND
RELATED PRODUCTS

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

INFORMATION
& ORGANIZATIONS
Associations

Insulating Glass
Manufacturers Alliance
300 -1500 Bank Street
Ottawa, ON K1H 1B8
365 - 27 N. Wacker Drive
Chicago, IL 60606-2800
P: 613/233-1510 F: 613/482-9436
www.igmaonline.org
enquiries@igmaonline.org

INSULATING GLASS
AND COMPONENTS

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

USGlass, Metal & Glazing | August 2012

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

Muntin Bars

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

Spacers

Quanex Building Products
800 Cochran Ave.
Cambridge, OH 43725
P: 740/439-2338 F: 740/439-0127
www.edgetechig.com

Units, Bent-Curved

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

INSULATING
GLASS MACHINERY
AND EQUIPMENT

IGE Glass Technologies Inc.
2875 Jupiter Park Dr., Ste. 100
Jupiter, FL 33458
P: 561/741-7300 F: 561/741-3071
www.igesolutions.com

Production Lines

Quanex Building Products
800 Cochran Ave.
Cambridge, OH 43725
P: 740/439-2338 F: 740/439-0127
www.edgetechig.com

MACHINERY/EQUIPMENT

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

IGE Glass Technologies Inc.
2875 Jupiter Park Dr., Ste. 100
Jupiter, FL 33458
P: 561/741-7300 F: 561/741-3071
www.igesolutions.com

Laminated Lines/
Machinery

Casso-Solar
Technologies LLC
506 Airport Executive Park
Nanuet, NY 10954
P: 845/354-2010 F: 845/547-0328
www.cassosolartechnologies.com
sales@cassosolartechnologies.com

MIRROR AND MIRROR
RELATED PRODUCTS
Acid Etched Mirror

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

Antique Mirror

D & W Incorporated
941 Oak Street
Elkhart, IN 46516
P: 800/255-0829
F: 574/264-9859

General Glass International
101 Venture Way
Secaucus, NJ 07094
P: 201/553-1850 F: 201/553-1851
www.generalglass.com
sales@generalglass.com
Spancraft Ltd.
920 Railroad Avenue
Woodmere, NY 11598
P: 516/295-0055
F: 516/569-3333
www.spancraft.com
Jordan@spancraft.com

Timeless Reflections
111 W. Erie St.
Spring Valley, IL 61362
P: 815/663-8148 F: 866/928-3330
www.antiqued-mirrors.com
Mirror, General

D & W Incorporated
941 Oak Street
Elkhart, IN 46516
P: 800/255-0829
F: 574/264-9859

www.usglassmag.com
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SERVICES
Shop Drawings

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

SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS
Skylight, General

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

SOFTWARE
Software, General

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

Point of Sale

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

SOLAR GLAZING
MACHINERY

IGE Glass Technologies Inc.
2875 Jupiter Park Dr., Ste. 100
Jupiter, FL 33458
P: 561/741-7300 F: 561/741-3071
www.igesolutions.com

STOREFRONT/
ENTRANCES
Storefront Material,
General

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

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

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

Glass Restoration

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

WINDOW HARDWARE

Strybuc Industries
2006 Elmwood Ave., Suite 102C
Sharon Hills, PA 19079
P: 800/352-0800 F: 610/534-3202
www.strybuc.com

Stiffeners

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

WINDOWS
Blast Resistant

United States
Bullet Proofing, Inc.
16201 Branch Court
Upper Marlboro, MD 20774
P: 301/218-7920 F: 301/218-7925
www.usbulletproofing.com
info@usbulletproofing.com ■
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Vice President & General Manager
Graham Architectural Products, one of the companies of The Graham Group, headquartered in York, Pennsylvania, has an immediate opening for a Vice President & General Manager to join our FM Graham team. FM Graham (FMG), located in Merrill, WI,
is a leading manufacturer of curtain wall, storefront, sunshades and window wall for a wide variety of architectural applications.
This position functions as the Business leader for the FM Graham (FMG) business with full P & L responsibilities, and will
report into the CEO of Graham Architectural Products. In addition, the VP/General Manager will work closely with the Graham Architectural Products (GAP) Operations, Supply Chain, and Sales teams. The Company is seeking a hands-on, peopleoriented, proven “Fenestration Industry” professional to fill this position. He or she must have a clear ability to partner with
the Board and his or her key managers to optimize the growth potential and profitability of the Company. Position requires
10+ years experience, a Bachelor’s degree in Mechanical Engineering, Business Administration, Operations Management or
equivalent; an advanced degree in Engineering or business is a plus. Strong technical skills and significant experience and
understanding of the “curtain wall, sunshade, window wall and/or fenestration peripheral” space that are both engineered
and sold as part of a system package. Some travel required.
The compensation package for this position is commensurate with experience and includes an attractive base salary and incentive plan. In addition, the Company offers an outstanding benefits package and relocation assistance if required. If you
are interested in becoming an integral part of our Graham team In Merrill, WI. Please send your resume along with a cover
letter stating your salary requirements to jobs@grahamwindows.com. Graham Architectural Products and FM Graham are
equal opportunity employers (EOE M/F/D/V), both committed to diversity, and invite all interested candidates to apply for
positions of interest with our Company.
www.usglassmag.com
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[usg | classifieds]

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 email paulbaseball@msn.com

Let Keytech Be Your Key
to Solving A Problem

Keytech North America is a full-service research and technical provider to the glass
and metal industry. If you are in need of
market research or analysis, technical services including remediation expertise, or
business consultation and advice, Keytech
North America can help. The Keytech team
of experts brings with it more than 150
years of experience in all phases of the
glass and metal industry. Contact Keytech
North America in confidence.
Keytech North America
630/468-2848
info@keytechna.com
www.keytechna.com

YOUR AD COULD
BE HERE!
For a price quote,
email 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 October issue is
September 14, 2012.
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Products for Sale

All Machines in Stock
• 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!

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.

Used Equipment
USED MACHINERY
BOUGHT & SOLD

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

Machines for Sale

ReBuild Zanetti Bismatic Shape Machine
and Z. Bavelloni Polisher $14,000.00
Z. Bavelloni TM-4 $20,000.00, all wheels
included, LIKE NEW. 412/381-2274.
emeraldartglass@yahoo.com.

Businesses for Sale
Business for Sale

Auto, commercial, residential glass business, established for 38 years in Wayne
County Michigan. It is grossing $250,000
to $350,000 a year. Asking $220,000 for
business and 3 trucks, 2 with glass racks.
Owner willing to stay on as needed for
smooth transition. We have yearly purchase orders for $45,000 to $92,000 dollars yearly. For more info., please email
jjayglass@yahoo.

Employment/
Help Wanted
Glass Installer

Company in Raleigh, NC looking for glass
installer for heavy frameless shower & general glass installations. Only very experience glass people need apply. Email resume
to info@glassdepotsusa.com.

Storefront Estimator/
Project Manager

For small company in Charleston, SC. At
least 5 years experience. Please send resume and salary requirements to
info@amorganglass.com.

Assistant Project Manager/
Project Manager Wanted

Nationally recognized top 30 commercial
glazing company, which is well established on the east coast, is looking for an
experienced Assistant Project Manager/Project Manager to work out of our
Capitol Heights Maryland facility. Candidate must possess exceptional work ethic,
and must be highly organized.
Candidate must have a minimum of 5
years glass experience for PM and 1 year
for APM with the ability to handle a multiple mid to large scale commercial glass
and aluminum projects.
Candidate must also be very proficient in
all MS, internet, and e-mail applications.
We offer top salary (commensurate with
experience), 401-K, medical, dental, life,
holidays, and vacation. Team oriented individual a MUST. E-mail resume to:
glassresume123@gmail.com

Monthly Newscast

• One-on-One Interviews
• Top Stories
• Industry Overviews

www.USGNN.com

www.usglassmag.com
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[advertising index]
Page
57

Company

Phone

Fax

Access Hardware Supply

800/348-2263

800/435-8233

www.accesshardware.com

Arlington Equipment

800/826-9022

518/743-8445

www.gotoartech.com

800/223-6594

310/549-5398

www.calglassbending.com

952/935-5538

www.cardinalcorp.com

800/221-4169

416/581-0700

www.efcocorp.com

785/271-0208

785/271-0166

+358 10 500 500

+358 10 500 6190

5

AGC Flat Glass North America

15

Banom Inc.

800/227-7694

Capital Tape

888/888-8273

216/292-3435

800/220-3749

484/229-9164

70
73

California Glass Bending

17

Cardinal LG

31

25

Corning

19

Galaxy Custom

3

EFCO Corp.

64,69,70 Glass Association of North America
81

Glasswerks L.A. Inc.

61

Glas Troesch

13

Glaston Corp.

9

Guardian Industries

63

J. Sussman

65
53
23
29

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

JLM Wholesale

Kawneer Co. Inc.

Lauren Manufacturing

11

LISEC America

19

MyGlassTruck.com

61

21

Web Address

McGrory Glass

Ohio Gratings Inc.

800/234-9380

952/935-1722

973/575-3440

888/789-7810
800/220-3749

866/482-7374

404/446-4221

800/456-8393

www.us.agc.com

www.banom.com

www.capitaltape.com
www.mcgrory.com

973/575-5235

www.galaxycustom.com

888/789-7820

www.glasswerks.com

484/229-9162

www.glasswebsite.com

www.glaston.net

www.mcgrory.com

248/340-2111

www.sunguardglass.com

718/297-3090

www.jsussmaninc.com

800/545-4921

202/393-1148

800/522-2940

248/628-6733

www.jlmwholesale.com

800/683-0676

330/308-7652

www.lauren.com

718/297-0228

770/449-5555

770/734-1560

www.impact-net.org

www.kawneer.com

952/641-9900

952/641-9935

www.lisecamerica.com

800/254-3643

856/863-6704

www.myglasstruck.com

www.oldcastlebe.com

800/220-3749

800/321-9800

856/579-3232

330/477-7872

www.mcgrory.com

www.ohiogratings.com

6-7

Oldcastle BuildingEnvelope™

866/653-2278

770/497-3656

82

PPG Industries Inc.

888/774-4332

412/826-2299

www.ppgideascapes.com

25

Prelco

800/277-3526

418/862-8181

www.prelco.ca

67

Soft Tech America

954/568-3198

18

49
73

65
1

C2

Pilkington

Precision Glass Bending
Pulp Studio Inc.

800/221-0444

419/247-4517

800/543-8796

800/543-8798

310/815-4999

310/815-4990

www.switchlite.com

www.softtechnz.com

954/724-9293

www.trulite.com

800/352-0800

610/534-3201

Western Window Systems

602/304-2905

602/323-6144

800/432-8132

www.e-bentglass.com

954/563-6116

Strybuc Industries

Trulite Glass & Aluminum

www.pilkington.com

www.strybuc.com

www.westernws.com

For more information on these companies’ products, visit http://products.usglassmag.com
www.usglassmag.com
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I’m a Who, Are You? Any Who Will Do
by Lyle R. Hill

Editor’s Note: The following article
by Lyle Hill first appeared in USGlass in
October 2008 and is being reprinted in
this issue in honor of those who made
the “Most Influential” list (see page 38).
Mr. Hill has graciously offered to make
up bumper stickers announcing the honor
herein bestowed upon these individuals
(available for a small fee of course).

“G

ood morning, Mr. Hill.
My name is Linda and
I’m calling on behalf of
Who’s Who in the Galaxy. As the result
of our studies of millions of professionals, you have been selected as a
possible candidate for inclusion in
our upcoming edition of Who’s Who in
the Galaxy.”
This wasn’t the first time I’d received a
call or letter like this. Usually I’d take the
Groucho Marx approach to these things.
Wasn’t it Groucho who said he wanted
nothing to do with any organization that
would want him as a member? Perhaps
my ego got the better of me because I decided to pursue the matter a little further.
“Okay, Linda,” I said. “What is this
going to cost me?”
“Absolutely nothing,” she responded.
“Although you may want to take advantage of some of the items we offer exclusively to our members.”
“Like what?” I asked. “Well, you can
order the official Who’s Who in the
Galaxy plaque with your name engraved
on it for $129.95 or the official membership certificate for only $99.95. And
we have all kinds of things in our catalog like mugs, pens, even neat stuff for
your car like the magnetic signs and
bumper stickers,” she replied.
“You’ve got to be kidding. Do people
actually order magnetic signs for their
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cars telling the world that they’re in the fessionally run, profitable contract glazWho’s Who in the Galaxy?”
ing company.”
“Yes, mostly lawyers,” she answered.
“Thank you,” she responded. “We just
“The bumper stickers are quite popular, need to do some formal fact-checking
too; the architects like them. Our three and the like, and I’ll get back to you in a
most popular ones are ‘HONK, IF few days.”
I didn’t think I’d ever hear from her
YOU’RE A WHO,’‘I’M A WHO, ARE YOU?’
and ‘MY SON’S AN HONOR MEMBER again. After all, I’d really gone overboard
OF WHO’S WHO.’”
with the fictitious Ph.D.s and all the other
Now, I’ve always been envious of those garbage. To my surprise, she called exparents who had the bumper stickers on actly five days later.
their cars proclaiming that their kids
“I have some bad news, Mr. Hill. Our
were honor students at a particular researchers have rejected you because of
school. Don’t get me wrong, I’ve got three an inconsistency in the information you
of the finest kids on earth, but I’d never provided.”
“Rats,” I thought. “They caught me. It
gotten a whiff of one of those stickers. I
was that last Ph.D. in corner key metalwas hooked and wanted in—badly.
“Okay,” I said. “What do you need to lurgy that probably got me.”
“Okay, Linda, why was I rejected?”
know?”
Well,” she responded. “Our researchers
“We have quite a bit of data, Mr. Hill, but
we need to know about any unique ac- kicked back your form. They could find
complishments or honors you’ve received.” no record of any dynamic, highly efficient,
Now I was in trouble. But hey, I can be professionally run contract glazing comas creative as the next guy—and how pany ever having existed anywhere in the
closely are they going to check this stuff galaxy at any time in recorded history.Are
anyway?
you sure that’s what you do for a living?”
“Well, Linda,” I started. “I recently re“I was only kidding about that,” I
ceived my Ph.D. in glassology and was quickly answered. “I’m actually a salesalso nominated for an international man for used aluminum siding.”
“Ah ... how many bumper stickers
award for my research into the origins of
glassmaking. You see, I’m the one who would you like, Mr. Hill?” ■
uncovered the truth that the
O’Plate brothers, Patrick and
Michael, were the first to actually
L y l e R . H i l l is the
discover glass. You may have read
managing
director of Keytech
about it in USGlass.”
North
America,
a company
From there it only got worse. By
providing research and
the time we were done talking, I’d
consulting services for the
listed two more Ph.D.s, several inglass and metal industry. Hill
ventions and a Nobel Prize nomihas more than 40 years experience in the
nation for my work in economic
glass and metal industry and can be
forecasting, Finally, she asked what
reached at lhill@glass.com. You can
I did for a living.
read his blog on Wednesdays at http://
lyleblog.usglassmag.com.
“I manage a highly efficient, prowww.usglassmag.com
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Glazing the Trail to Sustainable Design...
Announcing the latest addition to the GLASSWERKS line of Innovative Products

BIRDS SEE IT, YOU DON'T…
!"#$%"&'#()%*+,)-# )#."/*0"#1,'/#(+',2"3

Now Made in North America
Exclusively at

For information please contact Ed Rosengrant at Glasswerks L.A. Inc.
1.
!" #! $%&&'&()*++,-./+0()*++,-./+!123&'&,,,!2.45)67!123&&&&&&&
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®

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

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

PPG Industries, Inc., Glass Business & Discovery Center, 400 Guys Run Road, Pittsburgh, PA 15024 www.ppgideascapes.com
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A Matter of

The 2012 List of the Most Influential Individuals
Impacting the Glass and Metal Industry

T

Comment
On This Stor y

by Megan Headley

www.usglassmag.com/de/0812p38

he glass industry has
changed dramatically
during the past five years,
no doubt about it. Products are becoming increasingly more
sophisticated, projects are incorporating glass in new and unusual ways,
and the way in which glass and metal
gets to market continues to evolve.
While the challenging economy and
the needs of the end-user play a major
role in shaping our industry, these
changes are truly the result of the
hard work of the individuals who are
leading their peers in new directions.
The 2012 USGlass Most Influential
People recognizes individuals in the
glass industry who are changing the
whole equation of how we look at the
industry. The following individuals, selected by our editorial team after much
deliberation, took the time to share
what motivates and challenges them.
While we know it is a far from inclusive
list, we hope it will inspire all members
of the industry to thank those co-workers, supervisors and colleagues who
have had a profound impact on them—
and to step up themselves to help guide
their peers, their companies and their
industry to greater heights.
All profiles included below were
provided by nominees. If you don’t see
someone you believe should be here,
please email your nomination for the
next list to Megan Headley at
mheadley@glass.com.

84

The Most Influential
Ted Hathaway, 57, currently serves as CEO of Oldcastle BuildingEnvelope™.
While Hathaway is certainly an industry visionary, he falls into a category of his
own with all of the knowledge, expertise and influence he’s brought to the industry
over the years. He is a graduate of Connecticut College with bachelor’s degrees in
economics and political science, followed by a master’s in business administration
from Columbia University. His first job in the building products industry was for
Oldcastle 25 years ago, following a career in commercial banking.
USG: What was your first job in the
building products industry?
TH: It was Oldcastle in 1987; prior
to that I had no exposure to building
products. Before that I worked for a
New York-based private-equity firm
and in commercial banking.
USG: By what standard do you
measure your own success?

USG: What is your biggest business
pet peeve?
TH: I suppose the lack of people
using technology to enhance productivity. There’s a lot of legacy thinking,
traditional thinking that creates a
barrier to change and making
progress. I go back to the Labor Department’s productivity [report]

“If I wanted to be remembered for something
it would be a vision to see the future in a
radically different way, and that I was
successful in pulling it forward.”
TH: By the impact I have on people
and by helping people realize their
goals and aspirations. Helping mentor
and shape people who may not have
had prior management experience or
secondary education to become very
successful in their professional careers is very rewarding.”

about non-farm labor and construction and we see negative productivity. We also have an industry
where—and I’m going to stick my
neck out—there are just so many
parties in the process that are protecting their own silo; you don’t have
collaboration. …Today’s business en-

© 2012 USGlass magazine. 540/720-5584 All rights reserved.
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Ted Hathaway
© 2012 USGlass magazine. 540/720-5584 All rights reserved.
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Influence
A Matter of

continued

vironment can be very adversarial,
very litigious and very defensive.
USG: What do you think is the biggest
challenge for the industry right now?
TH: I think that there’s a fundamental issue about “smart” building
envelopes. I’ll give you an example:
I’m leading an innovation team for
Oldcastle so I asked IBM to assist us.
They cited an example of work they
had done with Caterpillar Inc. trying
to look for innovation. They talked
about technology and the miniaturization of diagnostics. There’s this
huge drive for miniature modern-day
devices—it’s something of an extension of the radio tag that Walmart in-

take someone who has a smart idea of
setting up a customer base service. If
you’re a customer of Caterpillar, what
you really want is maximum uptime
because weather limits your ability to
get the big rock out of the ground or
move rock into a crusher. As a result,
they came up with a compelling, competitive service which enhances and
maximizes a customer’s run time.
We as an industry are nibbling
around the edge of this …We have
[dynamic glazing], we have some innovation on solar control products, we
have sputter-coated triple silver coatings—but we don’t have smarter
building envelopes.

“Smarter building envelopes are along the
lines of what I described at the BEC

Conference, where you design the façade to

be compatible with its environment. You take
advantage of mixed mode, where you have

windows that actually operate and allow the
building to breathe.”

sists and requires from all its
vendors. If you want to be a supplier
to Walmart you have to do radio tags,
so that it can monitor its supply
chain. Caterpillar has, for years, had
diagnostics on these $3 million, 50ton dump trucks or loaders, but they
couldn’t figure out how to leverage
that sort of diagnostic ability to a
competitive advantage.
So IBM, in concert with Caterpillar,
built a type of “Cape Canaveral” where
their major customers have a group
monitoring their heavy equipment
fleet. They monitor it like you monitor someone in ICU; they are in realtime monitoring the diagnostics
coming from this equipment to minimize downtime. So you take miniaturization, you take network and you

86

Smarter building envelopes are
along the lines of what I described at
the BEC Conference, where you design
the façade to be compatible with its
environment. You take advantage of
mixed mode, where you have windows that actually operate and allow
the building to breathe.
You’re not taking anything away
from the architect, but providing insight about the design and whether or
not it’s a smart design.
My view is that the [glass] industry
tends to put the same glass on all four
sides of the building, yet there are different substrates that work better on
the south or sun-exposed side, versus
the north side. If you put a triple-silver on a building that has just one
façade exposed to the sun, then the

three other sides suffer a diminutization of natural lighting—because the
triple-silver masks the benefits of the
natural daylighting. …
Sage [Electrochromics Inc.] is
heading toward “smart” windows, but
the cost to deliver a large electrochromic window right now is prohibitive, in my opinion, except for
specialty applications. You have some
people using electronics to control
shading. For example the Bloomberg
Building; depending on the time of
day, the window treatments come
down automatically. You have other
breakthroughs like this firm in Palo
Alto that is coming up with a radical
departure for programmed thermostats. This is a self-programmed thermostat that monitors the use of the
room and then learns based on that
utilization how to adapt. It’s much
more intelligent than the light fixture,
which when you come into the room,
senses you’re in the room, and turns
the lights on. The thermostat is a
smart thermostat.
Another example of that would be a
building envelope that captures rainwater, processes it through a filtration
system and stores the water for nonpotable consumption. We are focused
on deploying current and emerging
technologies to create smarter building envelopes.
USG: By whom are you/have you
been influenced the most?
TH: I’d have to tell you that in my
very early days at Oldcastle, Don
Godson, who was the CEO of North
America and then went on to become
CEO of the parent company, was an
extremely demanding thought leader.
I will always be grateful that he listened to my advocacy for creating
Oldcastle Glass. That was a $100 million deal in 1990. It was the first
major deal that CHR did that was
outside its core. It was a deal that was
done at the precipice of the ’91, ’92
recession, so it took a lot of courage.
And I was young enough and blind
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enough to be an absolute unrelenting
advocate for doing what was then a
huge transaction. I’d say Don Godson
was very influential.
I also have to say the late John Wittstock [CEO of the former HGP. HGP
was acquired by Oldcastle in 1990 to
form Oldcastle Glass]. He was the former CEO of Oldcastle Products & Distribution. I give him credit for
teaching me key things such as celebrating one’s success. We have an annual management conference that
John initiated back at the very beginning of what were HGP days … that’s
a tradition at our company where we
assemble the senior leadership—
roughly 100 people. There were lots of
things about John that were unique.
He had this perception that you’ve got
to keep people engaged, and if you’re
not keeping your employees engaged
then they’ve quit, they just haven’t left
the building.
USG: What would you like your industry legacy to be?
TH: If I wanted to be remembered
for something it would be a vision to
see the future in a radically different
way, and that I was successful in
pulling it forward.
Digital engineering is here to stay.
It’s a very powerful element of innovation. You can cite it across many industries—music would be iTunes, in
aerospace the manufacturing of
highly sophisticated airplanes is all
done with digital engineering—and I
think the world that we play in is woefully behind.
Oldcastle BuildingEnvelope’s BIM
IQ is a huge step forward for bringing
technology to the building industry.
It’s leveraging a platform that’s long
overdue. There’s technology out there
that could enhance productivity and
[improve] schedule time significantly
without it going to modularization
and standardization. The ability to
custom design and construct buildings with accelerated schedules would
enhance investments and reduce risk.
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“We have [dynamic glazing], we have some

innovation on solar control products, we have
sputter-coated triple silver coatings—but we
don’t have smarter building envelopes.”
Digital engineering, if properly employed, could accelerate schedules
and reduce risk.
USG: One of the things your company is admired and feared for is the
way you’ve been able to change the
equations by providing all of these
services so that it almost feels to glazing contractors as though you have
been in competition with them. How
would you respond to that?
TH: I think the big issue is: Are you
going to embrace technology? People
embrace electronic spreadsheets. I’d
say just about everybody is working
on some type of bid estimating software or scheduling management software. I think the issue is
inter-operability and whether or not
we all have the ability to share information. If you’re not working in a 3D
CAD environment or 3D BIM environment, you’ve got to get there, because the world is moving in that
direction very rapidly and the days of
walking into a conference room with
rolls of 2D CAD drawings are drawing
to a close.
There are some developers who are
very reluctant to deploy digital engineering because they feel uncertain
about where it goes, who owns it;
there are some unknown questions.
But look at where IBM is going with
smarter buildings—IBM has the contract for Rio de Janeiro, they are essentially “Cape Canaveral” for the city
of Rio de Janeiro—you are talking
about massive innovation that is
being made possible through rapid
commuting of data. Think about that
ability to deploy, capture and analyze

data, and improve scheduling.
Go talk to developers and ask them
what there biggest headache is; I’ve
got to believe that it’s scheduling and
the ability of everyone to work cooperatively. If Boeing gets a subcontractor that’s not working properly, it buys
that subcontractor and eliminates the
issue. If you want to provide architects
with the tools and support to be creative in design, then you have to be
prepared to execute the construction
of that design flawlessly. And you’re
dependent on everyone else, so you’re
not just putting up a building envelope: you’re waiting on concrete, you’re
waiting on steel or pre-struts. Everybody’s in line and everybody has to do
their part. It’s a little bit like a symphony: If one section of the orchestra
is playing poorly, the music is terrible.
Using technology to create “building
music” is where we need to be, and
where we should be today, although
we’re behind.
USG: Can you tell us a bit more
about BIM IQ?
TH: It’s a new software we developed that I’ve shown it to a handful of
architects and builders and they’re
mesmerized by it. It allows you to digitally render a building façade in near
photo-realism, and it allows you to
dynamically change glass and the
curtainwall assumptions and then see
that in real time. It renders the iterations in real time. … The BIM IQ application is patent-pending, it’s
trademarked and it is part of Oldcastle BuildingEnvelope’s capabilities,
and it was created to work with architects and developers and owners to
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evaluate design and really come up
with smarter building envelopes. It’s a
design-assist tool. We are not usurping the role of the architect or in any
way taking charge of the design
process, we are providing a digital tool
that enables the architect and the developer-owner to evaluate the building envelope visually through photo
realism. It also provides energy calculations that are very crisp and salient.
If I want to do a building in clear glass
and then I want to do a building in
triple silver or Solarban 70 and I want
to use one type of curtainwall versus
another, and one has sunshades, the
other doesn’t, BIM IQ can show energy consumption data on the various
designs. It is like having a full building
model that is focused on the façade or
building envelope. It allows you to exercise your imagination. Our tagline
was created from that vision: engi-

The Visionaries

“I would like to take my creativity, vision

and business acumen and I would like to

redeploy it in a nonprofit setting … but in a
big enough sandbox to make a difference.”
neering your creativity. That’s where
it all comes together. It is an engineering challenge. It’s not just throwing up a standard wall system, it is the
customization to satisfy the design
aesthetics that the owner and architect want to achieve.
USG: What would you be doing for
a living if not what you do now?
TH: I think I’d go somewhere in the
nonprofit world. I was at a benefit dinner in New York, and Ann Kaplan, who
is a fellow board member of the Mu-

seum of Arts and Design, was recognized by the American Red Cross. She
is a very successful, self-made woman
who was one of Goldman Sachs’ earliest partners, but she has devoted
most of the last decade to bringing
her business experience to the nonprofit world. That’s what I would like
to do. I would like to take my creativity, vision and business acumen and I
would like to redeploy it in a nonprofit
setting … but in a big enough sandbox to make a difference.

Through building design and project innovation, these individuals are changing the way that glass is used and the industry in
which we work. By promoting new and innovative applications, these visionaries are helping to move the glass industry forward.

Helen Sanders

Keith Boswell
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Keith Boswell, 55, currently serves as technical
director for SOM San
Francisco. He earned a
bachelor’s degree in architecture from the University of Tennessee Knoxville in 1980. His
first brush with the glass industry came
as job captain for LTV Center in Dallas
in November 1982.
USG: By what standard do you measure your own success?
KB: Satisfied clients.
USG: What is your biggest business
pet peeve?
KB: Incomplete design and detail
due to lack of research, documentation
and/or collaboration.
USG: What do you think is the biggest
challenge for the industry right now?
KB: For the glass industry to provide owners/architects/builders with
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adequate technical guidance and information on products. This applies
to design, detail, specifications, material characteristics, fabrication, shipping and handling, installation and
long-term maintenance.
USG: By whom are you/have you been
influenced the most?
KB: Clients who are very engaged in
the design and construction process.
USG: What would you like your industry legacy to be?
KB: That materials are researched
and systems are detailed systems in
“a” way—that could be fabricated
and installed to meet or exceed the
design intent. With builder input “a”
way is combined with fine tuning to
become “the” way to fabricate and install high-performance enclosure
systems. Additionally, it would be
great if we are remembered for being
highly collaborative and for doing our
“homework.”
USG: What would you be doing for a
living if not what you do now?
KB: Drawing Marvel Comic characters.
USG: Do you have a favorite
quote/saying you could share?
KB: Treat every project—no matter
the size—as if it is the last you will ever
do. This is the project by which you will
be remembered.
Helen Sanders, 43,
currently serves as vice
president of technical
business development
for Sage Electrochromics
Inc. She earned her doctorate in surface science, following
master’s and bachelor’s degrees in natural sciences (chemistry), from the
University of Cambridge, England. She
first joined the glass industry as a research scientist with Pilkington PLC
UK in March 1994.
USG: By what standard do you measure your own success?
HS: I don’t really spend time thinking about success and measuring it;
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who has the time? From my perspective, I have two beautiful, healthy, intelligent daughters who share my
passion for riding (horses and cycles)
and dancing, and I have a job that I
really love with a great company
doing something new and exciting.
What more could I want?
USG: What do you think is the
biggest challenge for the industry right
now?
HS: I would say figuring out how to
maintain profitability in current economic times, while also investing and
innovating to assure future growth
and profitability. Part of this challenge involves innovating to stay
ahead of increasing energy code
stringency and also developing the
“people” message behind the need for
glass in buildings. If we want to ensure glass areas in buildings are not
significantly reduced because of concerns over energy inefficiency, we
need to work on generating good data
and clear messaging that supports
both the energy savings from using
natural daylight to offset artificial
lighting and the “people” benefits of
glass and their impact on building
owners’ bottom lines.
USG: By whom are you/have you been
influenced the most?
HS: I would say that over my years
at Sage, John Van Dine [Sage founder
and CEO] has had a tremendous influence on me. He is an amazing
leader. I have learned a great deal
from him and he has provided me
with a breadth of development opportunities that I would have not had otherwise. He even persuaded me to help
out in sales for a time, which for me,
as a technical person, was a daunting
prospect. But it was an important experience and really helped broaden
my perspective. I continue to be in
awe of how he has built our company
over more than 20 years into what it
is today. His commitment, tenacity
and care for the people at Sage has
built an organization and culture of

+

Archives

–

I<

E-Mail

<

>

>I

Subscribe

which I am proud to be part.
USG: What would you like your industry legacy to be?
HS: I would like my legacy to be my
children. I hope I am a role model for
them and can help them become
strong, happy women who have the
confidence to find their passion and
jobs that use it. From an industry perspective, I would like people to remember me as someone who actively
participated in and contributed to the
glass and glazing industry, and had
fun while doing it!
USG: What would you be doing for a
living if not what you do now?
HS: Those who know me well might
guess I’d choose to be dancing … although I wouldn’t make much money
as I am not that good!
USG: Do you have a favorite
quote/saying you could share?
HS: This is a quote from Scott
Hunter who has given motivational
presentations at both IGMA and
GANA meetings in the past. I found
this recently in one of his newsletters
and I find it helps me keep perspective and reduce the stress of an increasing workload. His concept is
related to “trust,” which he calls the
forgotten emotion. He says: “Relax,
take a nice deep breathe, look at
what’s in front of you, and:
• Trust that what needs to get done will
get done.
• Trust that if what needs to get done requires your action, you’ll know that
and that you are totally competent and
able to do whatever is required of you.
• Trust that you’ll have all the time to
get done what you need to get done
and that it will all turn out perfectly
and there is no need for you to
stress about it.
• Trust that if you don’t get to it today,
there’s always tomorrow and that will
be perfect.
• Trust that if you need assistance, all
of the people and things necessary
to assist you will be there when
needed.”
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The Multigenerationals

Dino andAlessandro Fenzi,Fenzi Group
Dino Fenzi, 71, currently serves as president
It’s a common occurrence in the glass industry to pass on a business to the next
of Fenzi Group. He earned
generation. These industry teams have made waves by working together to influhis master’s degree from
ence multigenerationals in the glass industry.
Bocconi University in
Please note: Don and DJ Friese of C.R. Laurence declined to be interviewed for
Milan. He began working
this feature.
in 1959 in the family’s business in
administration and commercial
Dino Fenzi
departments.
Alessandro Fenzi
USG: By what standard do you
measure your own success?
DF: Numbers only.
USG: What is your biggest business pet peeve?
DF: Hiding personal interests
through simulating and/or dissimulating.
USG: What do you think is the
biggest challenge for the industry
right now?
DF: Global competition with
unbalanced global costs (due to
unbalanced currency parities).
USG: By whom are you/have
you been influenced the most?
DF: 50 percent parents, 25 percent education and 25 percent
business environment.
USG: What would you like your

Jim Dunston

Jerry Razwick
Jeff Razwick
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industry legacy to be?
DF: Long-term perspective.
USG: What would you be doing for a
living if not what you do now?
DF: No idea—probably I would have
taken the first opportunity and tried to
grow inside that reality (any reality).
USG: Do you have a favorite
quote/saying you could share?
DF: Homo faber fortunae suae (every
man shapes his own fate).
Alessandro Fenzi, 42,
currently serves as CEO
of Fenzi Group. He holds
a degree in economics
from Università Commerciale Luigi Bocconi in
Milan. His entry into the glass industry
came as support to Fenzi Group’s Italian
salesmen.
USG: By what standard do you measure your own success?
AF: The happiness of the people
working for us and the satisfaction of
our customers.
USG: What is your biggest business
pet peeve?
AF: I think that understatement is a
virtue. More and more often I see on our
market players lying and pretending
that they are much stronger, sounder
and bigger than they really are. You see
companies on the edge of bankruptcy
pretending that they are healthier than
the Federal Reserve. In some cases this
has reached criminal heights, as it really
misleads consumers. It is a behavior I
will never understand and tolerate.
USG: What do you think is the biggest
challenge for the industry right now?
AF: Each economic macro-region has
its own challenges. In the Western world,
the challenge is to keep innovating. This
is the only way to offset the cost handicap toward less developed countries.
USG: By whom are you/have you been
influenced the most?
AF: In business, by my father.
USG: What would you like your industry legacy to be?
AF: I am too young to leave a legacy!
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Please come back with this question in
some decades.
USG: What would you be doing for a
living if not what you do now?
AF: I have never thought too much
about this. I always wanted to work
with my father in our family company
and this is what I did.
USG: Do you have a favorite
quote/saying you could share?
AF: When there is a doubt … there
is no doubt!
Jerry and Jeff Razwick, TGP
Jerry Razwick, 68, is
the founder of Technical
Glass Products. He earned
his bachelor’s degree in
communications
and
business from Washington
State University. His first job in the glass
industry was helping his father, who
started a glass company with their nextdoor neighbor when Jerry was growing
up. They worked out of the neighbor’s carport, so “technically,” Jerry says, “my first
job in the glass industry was helping them
keep that space clean.”
USG: By what standard do you measure your own success?
JR: By the satisfaction of my clients
and employees. The bottom line is I
want those I work with to have a good,
quality experience, from start to finish.
USG: What is your biggest business
pet peeve?
JR: My biggest business pet peeve is
when people believe the only road to
success is to compete on costs. I’m a
firm believer that providing clients with
good customer service and assistance
is just as important—if not more important—to the success of a company
than cutting costs.
USG: What do you think is the biggest
challenge for the industry right now?
JR: The obvious challenge for our industry is that construction is slow. Less
obvious is that it’s harder for people to
do business without compromising
standards, which will ultimately affect
how our industry recovers.
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USG: By whom are you/have you been
influenced the most?
JR: Having grown up in the glass industry, I’d have to say I learned a lot
from my father.
USG: What would you like your industry legacy to be?
JR: When it comes down to it, I hope
my legacy is that I was someone who
helped innovate and advance the glazing industry.
USG: What would you be doing for a
living if not what you do now?
JR: If I weren’t in the glazing industry,
I’d be doing something that combines
traveling with fishing.
USG: Do you have a favorite
quote/saying you could share?
JR: Treat others as you would like to
be treated.
Jeff Razwick, 36, currently serves as vice president of Technical Glass
Products (TGP). Jeff earned
his bachelor’s degree from
Whitman College, followed
by a master’s degree in business administration from Seattle University. His first job
within the glass industry was much like his
father’s; he began sweeping out the TGP
shop floor after school when he was 14,
“but,” he adds, “I was terrible at it so they
gave me a desk job.”
USG: By what standard do you measure your own success?
JR: I base my own success on the accomplishments of our team. In my time
at TGP, I’ve truly come to believe in the
power of a team.
USG: What is your biggest business
pet peeve?
JR: My biggest pet peeve is when
people say something is not possible or
can’t be done.
USG: What do you think is the biggest
challenge for the industry right now?
JR: Like all industries, one of the
biggest hurdles we’re facing is improving
our economic situation. Companies continue to innovate and differentiate their
product offerings, but true, sustainable
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growth will remain challenging until the
economy is on an upward trajectory.
USG: By whom are you/have you been
influenced the most?
JR: I credit my dad for a lot of my
ideas and entrepreneurial nature.
USG: What would you like your industry legacy to be?
JR: That I ran a successful business for
the right reasons, with the right values.
USG: What would you be doing for a
living if not what you do now?
JR: My second career of choice would
be in the aviation field as a pilot.
USG: Do you have a favorite
quote/saying you could share?
JR:“Do what’s right. Do it right. Do it
right now.” –Malcolm Stevenson
Forbes, publisher of Forbes magazine
Jim Dunston and Nancy Peterson,
Azon
Jim Dunston, 85, is the
founder of Azon. He
dropped out of high
school to join the U.S.
Merchant Marines during
World War II and his entrepreneurial experiences since then
have provided a lifetime of education.
His first introduction into the window
business came in 1968 when the late
Frank Gorrell, president of Season All
Windows, hired him to be general manager of the company’s aluminum extrusion painting facility in Inkster, Mich.
Jim’s daughter, Nancy Peterson, currently serves
as director of market
communications at Azon.
Her entry into the glass
industry came in 1989
when she was hired by Burton Building
Products as a marketing representative.
She holds a degree from Cornerstone
University. Not wanting to be in the spotlight, Peterson declined to be interviewed
for this article.
USG: What do you think is the biggest
challenge for the industry right now?
JD: The greatest challenge for the industry today is to make products that
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meet the advancing regulations for increased energy performance. Some of
those regulations are prescribed by bureaucrats who have little knowledge of
the methods and materials that are required to produce windows that are
practical in all applications.
Discounting the current economic retraction in personal wealth, principally
brought on by the overbuilding of housing, coupled with the crazy subprime debacle, this much I am sure of—the world’s
population is growing. In the United States
alone the population is expected to reach
350 million people in the next decade. All
those people need shelter and everything
that goes with it. The future is indeed
promising for those who build windows
for homes, offices, schools and hospitals
for the burgeoning population.
USG: By whom are you/have you been
influenced the most?

JD: I recognize both Frank Gorell and
Sam Rich as the two role models who
have had the greatest influence on my career in the window business. Gorrell pioneered the electrostatic painting of
aluminum window profiles and was also
the originator of the concept for replacing
windows within the original frame, without disturbing the interior or exterior
trim. Both of Gorell’s inventive methods
are still in use throughout the fenestration
industry today. Rich was a charter
founder of the Sealed Insulated Glass
Manufacturers Association, now known
as IGMA. Rich, perhaps more than anyone else, is credited for the tremendous
growth in the use of thermal barrier technology for energy-efficient windows.
USG: Do you have a favorite
quote/saying you could share?
JD: “The shelter business is the place
to be.”

The Technical Braintrust

There are just some people who serve as a technical resource no matter what the
nature of the question might be. By sharing their technical know-how with the
industry and its customers, they help to raise awareness of the amazing ways in
which glass works and how to keep improving it. They are also an early warning
system when external threats or internal forces threaten the industry.
Chris Barry

Robert Brown
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Chris Barry, 72, currently serves as director of
technical services, building
products, for Pilkington
North America Inc. He
earned his bachelor’s degree in mechanical engineering from University College in Dublin, Ireland. His first
foray into the glass industry was starting
up the automated cutting lines on the first
float line in Canada, in Scarborough, Ontario, in 1967, while shutting down the last
sheet glass line.
USG: By what standard do you measure your own success?
CB: The number of repeat customers
who understand there is one way to do
something and that is the right way.
Even if they may not always like what I
tell them, they return for more.
USG: What is your biggest business
pet peeve?
CB: The unnecessary work created
by customers and suppliers alike who
don’t realize that standards and specifications exist to help both of them
achieve their goals.
USG: What do you think is the biggest
challenge for the industry right now?
CB: Realizing the values of the new
glasses and coatings that are becoming
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available, and getting them to market.
USG: By whom are you/have you been
influenced the most?
CB: By industry leaders who may not
be able to understand all the details of
an issue but who know how to find,
evaluate and appropriately use those
people who do. It has been a great pleasure for me to work with such people.
USG: What would you like your industry legacy to be?
CB: That of the billion combinations
of glass to fill a hole in a wall, I’ve
helped show some people how to find
the most appropriate ones, taking all
factors into account, including safety,
aesthetics, performance, cost, etc.
USG: What would you be doing for a
living if not what you do now?
CB: Solving more problems.
USG: Do you have a favorite
quote/saying you could share?
CB: Sometimes saying “I don’t know”
can be the most helpful and productive
thing for everyone.” Or: “I can’t tell you
how strong any one piece of glass is,
until it was.”
Robert Brown, 74, currently serves as
principal of Robert L. Brown and Associates LLC. He earned his bachelor’s de-

Stanley Yee

Kerry Haglund

Urmilla Sowell
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gree in ceramic engineering from Clemson University in 1960. His entry
into the glass industry
came with his appointment as a research engineer trainee at Ford Motor Co.’s glass
division in 1960.
USG: By what standard do you measure your own success?
RB: That I have made an honest effort to improve the situations I have encountered and helped others learn.
USG: What is your biggest business
pet peeve?
RB: Those who will not listen to logical steps in dealing with problems.
USG: What do you think is the biggest
challenge for the industry right now?
RB: Finding reliable suppliers that
will retain their identity over the next
10 to 20 years. Also, finding employees
with a positive work ethic at every level
is equally important.
USG: By whom are you/have you been
influenced the most?
RB: Five gentlemen with whom I was
able to work with in the tempered glass
industry: namely, Brooks Leavitt, Bill
Beeler, Norm Nitschke, Don Vild and
Harry Miles. That short list excludes
some extremely close friends,
who’ve been great influences
for me as well, including Stan
Joehlin and Dick Morrison.
USG: What would you like
your industry legacy to be?
RB: That I was honest and
fair in my approach to others,
my job and job activities.
USG: What would you be
doing for a living if not what
you do now?
RB: One of the things I
used to tease about was that
fisherman were less hassled
than folks in glass management positions. Thus, maybe
operating a worm or bait farm
or business.
USG: Do you have a favorite
quote/saying you could share?
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RB: It is easy to complain about a situation but more pleasurable to address
and fix the problem.
Kerry Haglund, 48,
currently serves as senior research fellow at the
Center for Sustainable
Building
Research
(CSBR) at the University
of Minnesota. She holds both bachelor’s
and master’s degrees in architecture.
Her entry into the glass industry came
in her current role, when in 1997 she
was hired as a consultant to complete
the second edition of the book, Residential Windows.
USG: By what standard do you measure your own success?
KH: The number of people we educate
on the benefits of energy-efficient windows, which is a hard number to quantify, measures success. Whether it is
homeowners, designers or window
manufacturers, if the tools and resources
that I have helped to develop can make a
difference in their decision-making
process, then I have been successful.
USG: What is your biggest business
pet peeve?
KH: This may get me into a bit of
trouble, but my biggest pet peeve is
the disconnection of the window industry. It is frustrating to me that this
industry cannot come together to
have a “common voice” in areas such
as sustainability and life-cycle assessment. Energy rating programs and
code development will continue to
move forward whether or not the window industry has a unified voice—
which ultimately weakens the
importance of windows as part of the
building envelope.
USG: What do you think is the biggest
challenge for the industry right now?
KH: The role of windows in rating
programs and code development. The
importance of windows is to provide
natural light, natural ventilation and
a visual connection to the outside. As
rating programs move toward per-
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formance-based metrics and outcomes, windows play a significant
role in the performance of the entire
building envelope and these three issues (light, ventilation and view) cannot be neglected. Hitting a certain
pre-defined target, such as a specific
U-factor or SHGC number, does not
always result in the best energy-efficient or human-centered design.
USG: By whom are you/have you been
influenced the most?
KH: CSBR’s director, John Carmody, has been most influential in all
of the work for the glazing and window industry in which I have been
involved. John’s relationships with
people at the Department of Energy,
Lawrence Berkeley National Laboratory and in the building science community have been instrumental in the
success of all of our tools, publications and websites.
USG: What would you like your industry legacy to be?
KH: I think is it is very important to
continue the work of providing unbiased information on the benefits of energy-efficient fenestration products.
The Efficient Windows Collaborative
has been very successful and I would
hope that it would be able to continue
into the future.
USG: What would you be doing for a
living if not what you do now?
KH: Since I do have degrees in architecture, I would probably be a practicing architect working in the areas of
three-dimensional (3D) visualization
and animation. Before starting my
work at the University of Minnesota I
was part of a company that specialized
in conceptual 3D modeling (similar to
Google SketchUp) and I continue to occasionally work and design using visualization and animation tools.
USG: Do you have a favorite
quote/saying you could share?
KH: “I’ve searched for so long, now
that I’ve found that I believe, all that I
do or say is all I ever will be.”
-Jerry Jeff Walker

Urmilla Sowell, 36,
currently serves as technical director for the
Glass Association of
North America (GANA).
She earned her bachelor’s
and master’s degrees in civil engineering from Texas Tech University and is a
registered professional engineer in
Florida. Her entry into the glass industry came with her appointment in 2000
as assistant operations manager for
HTL Inc.
USG: By what standard do you measure your own success?
US: I make “resolutions” every year
on my birthday in four categories: personal/family, health, career/business
and financial. If I meet or exceed my
goals each year, I know I’m growing and
learning, and thereby succeeding. When
I deviate, I have a few trusted family
and friends who give me brutally honest feedback to set me back on track.
USG: What is your biggest business
pet peeve?
US: People promising the moon and
the stars when all they can truly deliver
is the ground I’m already standing on.
USG: What do you think is the biggest
challenge for the industry right now?
US: I cannot answer this question
without also offering a comment on the
greatest achievements in the industry
right now. One of the greatest achievements of this industry is its constant innovation and development of new
value-added products, in contrast to the
perception by many that it is a mature
industry, mired in the past. It seems as
though frequent advances in technology have enabled the glass and glazing
industry to constantly evolve with the
introduction of newer, more energy-efficient, high-performance products in
the marketplace. Manufacturers are
bringing forth products that are multipurpose and offer many glazing solutions: energy efficiency, safety and
security, comfort and productivity. The
challenge is to keep up with the growing demand for high-performance
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glazing products as the pressure to save
energy continues. I think the biggest
challenge currently is the economic climate the industry has faced the past
few years. This slowdown has caused a
lot of consolidation of companies and
the loss of many great resources and
talent. In this economy, some companies are not investing in technical talent as they once did. I hope this will
change very soon as the industry needs
the next generation of technical minds
to move it forward.
USG: By whom are you/have you been
influenced the most?
US: At a very young age my parents
and grandparents instilled in me a
strong work ethic and focus on education. They also encouraged me to keep
my eye out for the next opportunity in
life that will lead to greater knowledge.
Within the industry, I have been incredibly blessed by so many mentors. I
am very lucky to have some of the industry’s greatest leaders on speed dial.
They not only challenge me, but are always there to encourage me as well.
Thank you to all of them!
USG: What would you like your industry legacy to be?
US: There are a few of items I hope to
achieve. I graduated from college with
both a bachelor’s and a master’s degree
in civil engineering, with the ability to
design a building from the ground up.
However, I did not have an academic
lecture on glass or windows as a building material. I was trained to build
around windows. I would like to see a
glass design course taught as a college
elective in civil engineering programs. I
would also like to educate architects and
designers to see glass as much more
than just an energy liability for the
building. We need to change their view
and illustrate to them all of the positive
aspects of glass usage in buildings.
USG: What would you be doing for a
living if not what you do now?
US: I would likely be a professor either in math or engineering.
USG: Do you have a favorite
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quote/saying you could share?
US: Every setback is a set-up for a
comeback.
Stanley Yee, 41, currently serves as building
enclosure consultant for
The Façade Group. He
earned his bachelor’s degree in engineering from
Concordia University. His entry in the
glass industry was a position as project/design coordinator for Werner
Cladding Systems (HK) Ltd. in Hong
Kong in August 1994.
USG: By what standard do you measure your own success?
SY: Still growing. Still learning.
USG: What is your biggest business
pet peeve?
SY: Apathy. Many complain about
how “bad things” are, or “how things
should be,” or “how they could be better
if …” but are not willing to commit and
do something about it.
USG: What do you think is the biggest
challenge for the industry right now?
SY: Two things: apathy and a rede-
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fined perception of value. More is always wanted for less. Real recognition
of value comes when the powers that be
and stakeholders are ready to pay more
for value, for innovation, for a better
way of doing things.
USG: By whom are you/have you been
influenced the most?
SY: I am influenced by many of my
“my equals or my betters” throughout
the industry and in life as a whole. I am
inspired by their intelligence, poise,
sense of humor and their strong desire
to drive innovation to manufacture/design/build better—well beyond the status quo.
USG: What would you like your industry legacy to be?
SY: To leave the industry a better
place than when I entered it.
USG: What would you be doing for a
living if not what you do now?
SY: Realistically, likely a lawyer
and/or serving some capacity within
the public and/or policy realm.
USG: Do you have a favorite
quote/saying you could share?
SY: The ends don’t justify the means.

The Association Types

By having numerous forums for discussion and action, in the guise of its associations, the glass industry is moving forward constantly. These individuals are
leading countless others in devoting their time to improving technical standards
and promoting best-practice discussions.

Brian Pitman

Ashley Charest
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Steve Fronek

David Cooper

Darrell Smith

Jay Phillips

Rich Walker
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continued

Bill Yanek, Ashley Charest and
Brian Pitman are all integral parts of
the Glass Association of North America (GANA) machine that keeps moving forward. Watch for an expanded
interview with executive vice president Yanek in an upcoming issue on
the occasion of his fifth anniversary
with GANA.
Ashley Charest, 34,
currently serves as account executive for the
Glass Association of
North America (GANA).
She most recently earned
her certification in nonprofit management from Washburn University, following a master’s degree in business
administration and bachelor’s degree in
arts mass media, with an emphasis in
public relations, also from Washburn
University. Her entry into the glass industry came in 1999 when she was hired
as event planner for GANA.
USG: By what standard do you measure your own success?
AC: If I love what I do, who I work
with and can come in each day with a
sense of purpose and leave with a sense
of accomplishment, I consider that the
best success.
USG: What is your biggest business
pet peeve?
AC: This is a small business pet
peeve, but can become large if you let it:
“reply all.” If it is information that
everyone needs to know, then use it, but
I believe “reply all” is hugely overused.
Now that I’ve shared that, I’m going to
be “reply all’ed” to death!
USG: What do you think is the biggest
challenge for the industry right now?
AC: I believe the industry went
through and is still under strain from
the economy, but the biggest challenge
now is seeing the forest through the
trees. Businesses need to be investing
in people, research and development,
and marketing themselves, all while
still being conscious of the bottom line.
USG: By whom are you/have you been
influenced the most?
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AC: My paternal grandparents and my
mother have been my biggest influences
in life. My grandparents were entrepreneurs who bought hotels in poor condition and restored them to highly
profitable and well-run establishments
for resale. It’s always a challenge to take
dirt and turn it into gold, but that’s what
they did and did it well. My mother is the
mother who everyone envies and aspires
to be. She’s one of those moms who
worked 40-plus hours at a job and finished her education later in life, but was
always there to support her children—
whether that was shuttling them to ballgames, baking hundreds of cookies for
the school fundraiser, or telling them it
was okay to change their college degree
selections … for the fourth time. I’m a
firm believer that a person’s personality
is shaped early in life and, thankfully I
had these people in my life to shape me.
USG: What would you like your industry legacy to be?
AC: That everything I did on a dayto-day basis was for the betterment of
the entire industry, serving my members honestly and ethically and supporting them in being better industry
leaders.
USG: What would you be doing for a
living if not what you do now?
AC: I would be a book editor/buyer.
I’m an avid fan of reading, although I
don’t have as much time for it now as I
did before having children.
USG: Do you have a favorite
quote/saying you could share?
AC: “Be who you are and say what
you feel, because those who mind don’t
matter and those who matter don’t
mind.” –Dr. Seuss
Brian Pitman, 42,
currently serves as director of marketing and
communication for the
Glass Association of
North America (GANA).
He earned his degree in chemical engineering, with a minor in political science, from Kansas State University. He
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joined the glass industry in June 2000
originally as website developer for
GANA.
USG: By what standard do you measure your own success?
BP: I generally find that I am my
biggest critic, and so if I feel good about
the project, the effort or the product,
then I feel I have succeeded. The glass
industry is a tough industry, but it
seems to reward hard, honest work.
USG: What is your biggest business
pet peeve?
BP: I have no patience for people who
can’t find it in themselves to innovate
when needed. The answers to almost
any problems are within each of us, but
some people throw in the flag at the
first sign of trouble.
USG: What do you think is the biggest
challenge for the industry right now?
BP: The biggest challenge is simply a
lack of projects. Our industry is geared
toward the good times when everyone
is building. We haven’t seen that in quite
some time, and so we need to find a
way to survive in the bad times, and be
able to flip into hyper-drive once the
projects do start up again.
USG: By whom are you/have you been
influenced the most?
BP: Deb Levy [USGlass publisher] is
one of my heroes in this industry because she doesn’t ever give up, she can
reinvent herself to adjust to change, and
she will take an idea and run with it.
Stan Smith [GANA’s former executive
vice president] taught me to ignore temporary challenges and just get things
done, to never accept “no” as the answer.
USG: What would you like your industry legacy to be?
BP: Personally, I would love for my
legacy to be that you should always inject your company’s marketing efforts
with personality. It’s worked for us, and
I think it can work for anyone. People
want to know that real people work at a
company, not just be subjected to boring corporate sameness.
USG: What would you be doing for a
living if not what you do now?
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BP: I would be traveling the world spinning music in dance clubs, or working for
a startup company in San Francisco.
USG: Do you have a favorite
quote/saying you could share?
BP: “Instant Karma is gonna get you.”
-John Lennon. It really fits in the glass
industry, don’t you think?
David Cooper, 52,
currently serves as advanced insulating glass
(IG) program leader for
Guardian
Industries
Corp. and is the current
president of the Insulating Glass Manufacturers Alliance (IGMA). Cooper
earned his bachelor’s degree in chemical
engineering from Michigan State University. He first entered the glass industry
with his position at Wacker Silicones as
planner for sealants in 1989, followed by
a post as business manager, fenestration
products, for ADCO-Koemmerling North
America in 2002
USG: By what standard do you measure your own success?
DC: Breaking new ground through
collaboration. A good example is the restructuring of IGMA this past year, with
the successful incorporation of three
new committees.
USG: What is your biggest business
pet peeve?
DC: Delays—especially legal ones.
USG: What do you think is the biggest
challenge for the industry right now?
DC: Succeeding in an economic
downturn while still being able to devote budget to research and development and asset capital in order to
improve product performance for the
next growth spurt.
USG: By whom are you/have you been
influenced the most?
DC: I had the opportunity to work for
Scott Thomsen for six years while he
was still the chief technology officer at
Guardian’s Science and Technology
Center. I’m quite sure I’ll never meet another individual with a greater work
ethic or sense of urgency.
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continued

USG: What would you like your industry legacy to be?
DC: I am fortunate to be in program
management of new technology at
Guardian, having authored over a dozen
patents in vacuum and advanced IG; it
will be rewarding to see these new systems launch commercially. Perhaps the
greatest reward has come from leading
the reinvigoration of IGMA. We are again
in a membership growth mode and have
added a Marketing Committee, Safety
Council and the Emerging Technology
and Innovation Committee. One key initiative just started is a faster IG durability
standard. I’ve thought a lot about how
IGMA could become more of an international organization; for instance, most
people don’t realize there is an IGMA
Australia. We are building up a global following on LinkedIn’s IGMA Group, especially from Europe, the Middle East,
Africa, India and the Far East, where
there is a recognized need for an accepted
IG standard and certification program.
USG: What would you be doing for a
living if not what you do now?
DC: Well, I was once offered a job as
executive director of the Porsche Club
of North America; sometimes when
things aren’t going right, I kick myself.
USG: Do you have a favorite
quote/saying you could share?
DC:“Once you fall into the glass hole,
you can never crawl out.”
Steve Fronek, 55, currently serves as vice president of technical services
for Wausau Window and
Wall Systems and chair of
the American Architectural Manufacturers Association. He
earned his bachelor’s degree in mechanical engineering from Michigan Technological University and is a registered
professional engineer in Wisconsin. He
first entered the glass industry with a position as regional sales engineer for
Marmet Corp.
USG: By what standard do you measure your own success?
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SF: My own success can only be
measured by the success of Wausau,
and by that standard I am very proud
of what we’ve accomplished over the
last 32 years.
USG: What do you think is the biggest
challenge for the industry right now?
SF: The performance of curtainwall
and windows will be key to meeting the
AIA 2030 Challenge, for 100 percent
carbon-neutral new buildings and
major renovations. I know our industry
is up to meeting that challenge.
USG: By whom are you/have you been
influenced the most?
SF: The late Lyon Evans, long-time
Wausau vice president of research and
design and an AAMA pioneer, was an
innovator in building envelope energy
efficiency. He was generous in sharing
his knowledge and insight with his
Wausau coworkers, and with the rest of
the industry as well.
USG: What would you like your industry legacy to be?
SF: Like any engineer in our industry, I get a great deal of satisfaction
from the chance to be part of something as lasting and beautiful as a highend institutional building. Every week,
I get that chance.
USG: Do you have a favorite
quote/saying you could share?
SF: I keep one quote posted next to
my desk. When Jack Nicklaus received
the 2008 PGA Lifetime Achievement
Award, he read this during his acceptance speech: “Watch your thoughts;
they become your words. Watch your
words; they become your habits. Watch
your habits; they become your character. Watch your character; it becomes
your legacy.”
Jay Phillips, 40, currently serves as national
architectural sales director
for Guardian Industries
Corp. and president of the
Glass Association of North
America. He earned his bachelor’s degree
in business administration from Robert

Morris University, then completed graduate studies in business at Duquesne University. His career in the glass industry
began in 2003 when he served as PPG Industries’ architectural manager in the
Southeast United States.
USG: By what standard do you measure your own success?
JP: Through the success of Guardian’s
commercial sales organization in growing our business by creating opportunities for our customers to grow theirs.
USG: What is your biggest business
pet peeve?
JP: Unnecessarily using the “reply all”
button on email.
USG: What do you think is the biggest
challenge for the industry right now?
JP: Lack of recognition by the construction community of the value the
industry brings along with the threats
from code authorities to reduce the use
of glass.
USG: By whom are you/have you been
influenced the most?
JP: Personally, my father and grandfather instilled a strong work ethic. I also
have been fortunate to have met many
who have significantly influenced my career development including Doug
Zacharias (Oldcastle Inc.), Joe Krusienski (formerly of Arch), Ron Bishop, Kathleen McGuire and Ted Krantz (of PPG)
and Rosie Hunter, Brian Craft, Chris
Dolan and Scott Thomsen of Guardian.
Each of these individuals have provided
guidance along the way and challenged
me to grow professionally.
USG: What would you like your industry legacy to be?
JP: “It seemed as though he cared
more about my business than his own.”
USG: What would you be doing for a
living if not what you do now?
JP: Had I never joined the glass industry I would probably still be in one
of PPG’s coatings businesses.
USG: Do you have a favorite
quote/saying you could share?
JP: “Sixty percent of the time it works
every time.” -Brian Fantana. Or, on a
more serious note, “A salesperson’s

© 2012 USGlass magazine. 540/720-5584 All rights reserved.

Product Information
© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

quality of life is directly related to the
quality of the goods and services
he/she sells.” –Doug Zacharias
Darrell Smith, 65, currently serves as executive
director of the International Window Film Association (IWFA). The work
of the window film industry continues to affect and influence the
glass industry, hence its inclusion here.
Smith earned his bachelor’s degree in economics from Wake Forest University, followed by graduate studies in business
administration at the University of North
Carolina, Virginia Tech and the University
of Virginia. His first job in the window film
industry came in 1971 when he went to
work for Martin Processing Co. as a management trainee; he worked for that company in various positions in operations,
distribution, product development and
sales and marketing as it became HCAMartin Inc. and then Courtaulds Performance Films. In 1996 he was asked to
head the IWFA.
USG: By what standard do you measure your own success?
DS: If any persons with whom I have
come into contact have been influenced
to make changes in how they approach
problems, business or life in general,
this is both a personal and professional
measurement I would use.
USG: What is your biggest business
pet peeve?
DS: People who believe their importance today is based on what they did
or knew yesterday instead of what they
are doing and learning today.
USG: What do you think is the biggest
challenge for the industry right now?
DS: To understand that it is not just
the window film industry, or just part
of the glazing solutions industry, but is
part of an entire building envelope system where knowledge of more than just
window film specifications is necessary
for the future.
USG: By whom are you/have you been
influenced the most?
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DS: My father, who instilled in all of
his children that: people are to be
judged by their behavior and interactions with you and not their dealings
with others; someone else’s problem
may only be a small percentage of those
with which you are dealing, but to that
person it has a 100-percent importance
level; and if you look in a mirror and
don’t like who you see, then you should
figure out who you may have harmed or
mistreated and correct it immediately.
USG: What would you like your industry legacy to be?
DS: That the decisions I made were
based on the best interests of the window film industry alone and not on any
personal or biased rationale.
USG: What would you be doing for a
living if not what you do now?
DS: Teaching at the college level.
USG: Do you have a favorite
quote/saying you could share?
DS: “The person who knows ‘how’
will always have a job. The person who
knows ‘why’ will always be his boss.”
–Diane Ravitch
Rich Walker, 62, currently serves as president
and CEO of the American Architectural Manufacturers Association
(AAMA). He holds a
bachelor’s degree in chemical engineering and master’s of business administration in finance. He first entered the glass
industry as a staff engineer for Dow
Corning in June 1973.
USG: By what standard do you measure your own success?
RW: By the professional growth in
AAMA staff members and their success
in delivering ever-changing value to
members.
USG: What is your biggest business
pet peeve?
RW: Dishonesty and greed, as it gives
us all a black eye.
USG: What do you think is the biggest
challenge for the industry right now?
RW: Regulation overreach, in partic-
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ular within the Environmental Protection Agency.
USG: By whom are you/have you been
influenced the most?
RW: My last nine bosses, AAMA
board chairs since 2000: George Thiret,
Chuck Gilderman, Dennis Kelly, Ray
Garries, Chris Fuldner, John Brunett,
Gantt Miller, Rod Hershberger and
Steve Fronek. These gentlemen provided me with advice on management
situations ranging from human resources to financial controls. In addition, these chairmen passed along
invaluable industry history lessons.
USG: What would you like your industry legacy to be?
RW: Restoring the financial viability
of AAMA and assembling a staff of the
highest caliber.
USG: What would you be doing for a
living if not what you do now?
RW: Flying a commercial airliner.
USG: Do you have a favorite
quote/saying you could share?
RW: “That’s my gift. I let that negativity roll off me like water off a duck’s
back. If it’s not positive, I didn’t hear it.
If you can overcome that, fights are
easy.” –George Foreman, boxer
Margaret Webb, 56,
currently serves as executive director of the Insulating Glass Manufacturers
Alliance (IGMA). She
earned her biochemical
technology and financial management
certificate from Algonquin College and is
a Certified Human Resources Professional through Carleton University. Her
entry into the glass industry came with
her job at Phillip Sharp Architect in
1986, followed by her position with the
Canadian Manufactured Housing Institute in 1991.
USG: By what standard do you measure your own success?
MW: IGMA has a formal strategic
plan complete with objectives, tasks to
meet those objectives and tangible
measurable targets.

© 2012 USGlass magazine. 540/720-5584 All rights reserved.

99

Product Information
Contents

© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

n
y O com
O n sl mag. 1 2
20
las
usg G U S T
AU

Zoom Fit

Search

+

Archives

–

I<

E-Mail

<

>

>I

Subscribe

Influence
A Matter of

continued

USG: What is your biggest business
pet peeve?
MW: The adversarial relationship between government and the industry.
USG: What do you think is the biggest
challenge for the industry right now?
MW: Rapid code changes in an economic downturn.
USG: By whom are you/have you been

influenced the most?
MW: Quite a few of my industry
peers. There’s something to learn from
so many.
USG: What would you like your industry legacy to be?
MW: To foster cooperative efforts between all industry organizations.
USG: What would you be doing for a

The Primaries at the Primaries

living if not what you do now?
MW: Math teacher.
USG: Do you have a favorite
quote/saying you could share?
MW: It can be quite frustrating these
days if you’re involved in codes. It can be
difficult to maintain perspective so I
often say,“In a hundred years, we’ll all be
dead.” It’s a steal from The January Man.

Where the primaries move, so follow the fabricators and glaziers, and so on down the line. These individuals have the
challenge of making the decisions that affect the entire glass chain.
Please note: Serge Martin of AGC Flat Glass and J. Richard Alexander of PPG Industries declined to be interviewed for this article.
Scott Thomsen

Roger
O’Shaughnessy

Dick Altman
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Dick Altman, 55, currently serves as regional
director, architectural
glass SBU – North America NSG Group/Pilkington North America Inc.
He earned his master’s of business administration in 1983 from the University of Toledo, following a bachelor’s
degree in business economics from the
College of Wooster. His career in the
glass industry began as a financial analyst for Libbey Owens Ford Co. in
June 1979.
USG: By what standard do you measure your own success?
DA: Success is a very elusive measurement, but for me I would have to
say my success would be measured by
how faithful I am to the priorities in
my life. Being successful at work by
achieving some great objective would
be a total failure if I were not a good father to my 11 children and a good husband to my wife.
USG: What is your biggest business
pet peeve?
DA: Not being on time to meetings
and keeping commitments. When we arrive at a meeting late it lets others know
how much we value (or don’t value) their
time as compared to our own.
USG: What do you think is the biggest
challenge for the industry right now?
DA: There are several challenges facing the industry at the moment and
identifying the “biggest” is a challenge
in and of itself. The underlying markets
supporting the glass industry have gone
through a major downsizing and it is
hard to see when, or if, we will return to
the levels that the current capacity in
the industry is able to support. This
puts a lot of stress on the industry at all
levels. A key will be identifying new applications for glass in the future.
USG: By whom are you/have you been
influenced the most?
DA: The most influential person in
my life has been Jesus Christ, who has
shaped my life in so many ways. Beyond that, I would have to say it has
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been both of my parents. When I was
born, my father was an hourly worker
in the Rossford [Ohio] plant of LibbeyOwens-Ford, even though he did not
work there much longer. My father
taught me the value of diligence and
keeping your word. He also taught me
the value of humor and not to take
things too seriously, especially yourself! My mother had a great influence
on my spiritual life, which is the basis
of who I am today.
USG: What would you like your industry legacy to be?
DA: If I leave anything behind I hope it
will be a positive influence on the people
with whom I have interacted and worked,
having encouraged them in some way.
USG: What would you be doing for a
living if not what you do now?
DA: Teaching and/or coaching is
something that has always interested
me, probably due to the fact that I like
working with people.
USG: Do you have a favorite
quote/saying you could share?
DA: I know there are many that I use
as I have heard my children repeat them
back to me many times! However, one
that comes to mind is from a sign that
used to hang in my office that said: “It is
amazing what can happen when no one
cares who gets the credit.”
Richard (Dick) A.
Beuke, 59, currently
serves as vice president
of flat glass for PPG Industries. He earned his
bachelor’s degree in
business from Georgia Southern University and degree in executive management from Columbia University.
His career in the glass industry began
in the summer of 1974 when he hung
curtainwall as an ironworker between
college semesters.
USG: By what standard do you measure your own success?
RB: Spending time with customers.
I like to understand their challenges,
their pinch points and understand
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where and how they make money. If
our customers aren’t successful, PPG
won’t be successful.
USG: What is your biggest business
pet peeve?
RB: People who work in the enterprise who are not fully engaged in the
business. I need all of our people fully
committed to the things that will move
this business forward; these things
begin and end with our customers.
USG: What do you think is the biggest
challenge for the industry right now?
RB: Dealing with the reinvestment
economics of an underutilized industry. Explaining to customers the fundamental lack of capacity that will exist
when the construction markets turn
around. When the economy recovers,
glass manufacturers will struggle to
meet demand.
USG: By whom are you/have you been
influenced the most?
RB: My dad, who spent 35 years in
the construction industry and gave me
my start and education. Beyond that, he
gave me the values that define me
today: being direct and honest—always telling it like it is.
USG: What would you like your industry legacy to be?
RB: Demonstrating for the corporation that coatings in the glass business
can be just as successful as coatings in
the other PPG businesses.
USG: What would you be doing for a
living if not what you do now?
RB: Building, improving or fixing
something. I am personally motivated
by studying a situation and making it
better. The construction industry has
always kept my attention because I get
so much satisfaction from light and
color and finish and design.
USG: Do you have a favorite
quote/saying you could share?
RB: From the ESPN sports bloopers:
“c’mon man.” Nothing frustrates me more
than when my people do something that
does not engage with a customer. Customers want us to be successful so we can
help them be successful.

© 2012 USGlass magazine. 540/720-5584 All rights reserved.

101

Product Information
Contents

© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

n
y O com
O n sl mag. 1 2
20
las
usg G U S T
AU

Zoom Fit

Search

+

Archives

–

I<

E-Mail

<

>

>I

Subscribe

Influence
A Matter of

continued

Scott Thomsen, 48,
currently serves as president of Guardian Glass.
He holds both a bachelor’s and master’s degree
in engineering. His
entry into the glass industry came in
April 1999 when he was hired as
Guardian Industries’ director of science and technology.
USG: By what standard do you
measure your own success?
ST: Company financial performance, company strategy and direction,
people development and growth, and
my family.
USG: What is your biggest business
pet peeve?
ST: Individuals who do not have a
passion for winning.
USG: What do you think is the
biggest challenge for the industry right
now?
ST: The biggest challenge facing the
glass industry is how companies can
be successful under difficult market
conditions with flat to limited growth.

Every company must have sustainable, competitive advantages; otherwise, they will be relegated to sub-par
financial performance.
USG: By whom are you/have you
been influenced the most?
ST: Bill Davidson [former Guardian
owner and CEO], Russ Ebeid [former
Guardian president] and my father.
USG: What would you like your industry legacy to be?
ST: Glass becomes the dominant
building material for the construction
trade via value-added products and
services. Glass is an amazing material
that is often undervalued in the market channels we serve. We need to
make glass sexy.
USG: What would you be doing for
a living if not what you do now?
ST: Professional photographer or
travel guide.
USG: Do you have a favorite
quote/saying you could share?
ST: You need to have a high sense of
urgency when things are going well
and when things are going poorly.

The Product Prophets

Roger O’Shaughnessy,
president of Cardinal
Corp., began as a factory
worker with Cardinal Insulated Glass Co. in 1967
and worked his way
through the ranks, and has reigned as
president of the glass manufacturer for
45 years.
While O’Shaughnessy declined to be
interviewed for this article, he offered
the following insight into his company’s
reputation as being very low-key during a 2007 interview with USGlass publisher Debra Levy.
“Part of it comes from the personalities involved,” said O’Shaughnessy.
“Part of it is because of the market we
are in. We are an OEM supplier to numerous major branded window companies. Branded window companies
want their own brand out front. They
don’t want their supplier in the spotlight or becoming a brand of their own.
We take care of our customers. We keep
our names off the trucks. Other glass
companies have different markets.”

Without product promotion, architects would be putting monolithic glass in tiny openings on every building. These product people stay busy constantly promoting glass in all of its varied forms.
Jason Funk

Bill Wilson

Christopher Dolan
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Christopher Dolan,
52, currently serves as director of commercial glass
marketing for Guardian
Industries Corp. He
earned his bachelor’s degree in business administration from
Western Michigan University and his
master’s in business administration from
the Wharton School of the University of
Pennsylvania. He first entered the glass
industry as Guardian Industries’ manager of planning and development in
April 1991.
USG: By what standard do you measure your own success?
CD: Mr. Davidson [former Guardian
owner and CEO] said that a company—like its people—should grow
each year in vision, in performance and
in accomplishments. The message was
that you always need to get better. I
think that is a good standard to use.
USG: What is your biggest business
pet peeve?
CD: Many people can make suggestions, even helpful suggestions. But the
biggest difference is made by people
who can also get things done.
USG: What do you think is the biggest
challenge for the industry right now?
CD: The level of global competition
will only increase so innovation and
differentiation will continue to grow in
importance.
USG: By whom are you/have you been
influenced the most?
CD: Many people throughout my career have influenced me, but I have had
the pleasure of working with and learning from Martin Powell, who had a long
successful career with Guardian Building Products and then joined the Flat
Glass Group for the last few years. Martin brought a very professional sales approach to our organization, a great
customer focus, and it was always enjoyable to work for him.
USG: What would you like your industry legacy to be?
CD: I think it is a little early for me to
think about that.
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USG: What would you be doing for a
living if not what you do now?
CD: I would be working in some aspect of business. I have had jobs in one
area or another in business since my
first paper route job a long time ago.
USG: Do you have a favorite
quote/saying you could share?
CD: There is no substitute for paying
attention.
Jason Funk, 35, currently serves as president
of Western Window Systems. He earned his bachelor’s degree in global
business management
from Arizona State University, then pursued his master’s in business administration there as well. His first job in the
glass industry came in March 1999,
when he was hired as human resources
manager for Western.
USG: By what standard do you measure your own success?
JF: From a very young age, the desire
to lead a “successful life” is something
that has been a consistent motivator for
me. Despite my modest upbringing, I
had a moment in my teen years when I
realized that I alone was responsible for
my future and that if I worked as hard as
I possibly could, I could carve out a new
path toward success. I set large goals for
my life and set out to achieve things that
many around me thought were unattainable. Whether it was my achievements in education, my rapid ascension
through the ranks at Western, my selection into leadership of nonprofit organizations, or the growth of our business in
a down economy … I have been blessed
in life to achieve most of the large goals
I have set for myself. Looking back, I
think if I had asked myself at that age
what success would have looked like, I
would have said, “success is achieving
the goals I have set for myself.” Now that
many of those goals have been achieved,
with many new ones set, I have a different answer. Success is not found in
achieving those goals, but instead in hav-
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ing the courage and passion to chase
them down in the first place …
USG: What is your biggest business
pet peeve?
JF: One of the qualities that most
companies have, which I struggle most
to accept, is the inability to create a culture in which candor and blunt honesty
is valued. For all the employees I have
had the pleasure to lead at Western, I
make it very clear that I want them to be
very honest and forthright in their communications with our customers and
me. I have little tolerance for those who
are afraid to say the hard thing, even
when it’s the right thing. I also struggle
with those who beat around the bush,
rambling endlessly, rather than making
the real point they need to make …
USG: What do you think is the biggest
challenge for the industry right now?
JF: Finding creative ways to adjust
outdated business models to meet our
new economic reality … To succeed in
this new reality, businesses in our industry have to find creative ways to difbetween
ferentiate
themselves
competition, and work hard to communicate how their companies’ products
and business philosophies mesh with
the consumer’s own value system. To put
it very simply, we all have to be better.
Because the glazing industry is so tied
to the construction economy, every
company within it must work harder
than ever to keep up with new consumer
buying trends. We can’t simply sell our
products’ features and benefits, instead
we have to educate on how they can enhance living conditions and improve
overall quality of life. We have to expand
our perspective on who our customers
are, and find new and creative ways to
provide our products to consumers we
never have before. We have to make our
business personal, and we have to be
motivated with a vision that is much
greater than the bottom line …
USG: By whom are you/have you been
influenced the most?
JF: While I have had the pleasure to
be mentored and invested in by some
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great past leaders from the glazing industry, when I think of my greatest influence on how I lead my company each
day I think first to one of my personal
heroes, [British explorer] Sir Ernest
Shackleton … While his career included many adventures, it was his
leadership through the insurmountable
problems of the Imperial Trans-Antarctic Expedition that first captured my attention. On this disastrous journey his
ship, the Endurance, became trapped in
packed ice and was slowly crushed before the crew could be landed. Over the
next several years, Shackleton used expert leadership and personal sacrifice,
in deferment to his crew, to lead his
team through a series of heroic exploits
that eventually saw all 28 men survive
the horrors of the Antarctic. Shackleton’s example has resonated with me
deeply … I’ve used his story to remind
myself that no matter how bad things
get, my employees must come first …
USG: What would you like your industry legacy to be?
JF: I hope it will reflect that of the
legacy we are creating currently at
Western. Our company is defined by
three core values: excellence, innovation
and partnership. These values permeate every aspect of our business, from
the products we make, to the employees we hire, to the way we service and
take care of our customers. It is my
hope that I will be remembered as an
industry leader who embodied each of
them and that my decisions and success reflect that …
USG: What would you be doing for a
living if not what you do now?
JF: I strongly believe I would be somewhere that satisfied my sense of adventure and love of the outdoors. Early in my
life, I considered being a park ranger as
I developed a passion for exploring the
national parks my family would visit in
the summers of my youth. That love of
the natural wonders of America has
never left me. If I wasn’t leading Western,
I am confident I would be leading an organization that either was helping to pre-
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serve and protect those parks, or was a
business that was providing products or
services that helped individuals foster a
deep love for exploring and experiencing the parks’ wonders themselves.
USG: Do you have a favorite
quote/saying you could share?
JF: There is a Thomas Edison quote
that has become a benchmark for the
way I feel I have to lead as well as the
mentality I want each of my employees
to embody. He famously once said,
“There is a way to do it better. Find it.”
Robert (Bob) Price,
54, currently serves as director of sales for J.E.
Berkowitz. He earned his
degree in hospitality
management and first
entered the glass industry working for
Hordis Brothers Glass in 1978.
USG: By what standard do you measure your own success?
BP: I measure my success by my
children.
USG: What is your biggest business
pet peeve?
BP: Being underappreciated or taken
for granted.
USG: What do you think is the biggest
challenge for the industry right now?
BP: The industry is challenged with
“under-funding your 401(k).”
USG: By whom are you/have you been
influenced the most?
BP: My dad, Jim Price, and his ability to be a self-promoter and success …
Jim is 90 this year … it must have
rubbed off!
USG: What would you like your industry legacy to be?
BP: A leader who helped shape the
quality and aesthetics of our industry.
USG: What would you be doing for a
living if not what you do now?
BP: Be a part of the culinary industry
as a chef … or inventor … or president.
USG: Do you have a favorite
quote/saying you could share?
BP: Good things happen to good
people.

Bill Wilson, 58, currently serves as president
of Specified Systems Inc.,
the company he founded
in 1992. He began his education in liberal arts
with a concentration in criminal justice,
before opting instead to work full-time in
the building products industry. His first
job in the industry was in 1975 with
Three Rivers Aluminum Co., which later
became Traco and now is Kawneer.
USG: By what standard do you measure your own success?
BW: By evaluating a continuing commitment to morality. I believe in being
the same person on Monday that you
are on Sunday. I want to be perceived as
competent, honest, empathetic and
forthright. The only way to be perceived
that way is to actually be that way.
USG: What is your biggest business
pet peeve?
BW: Dealing sometimes with suppliers who don’t appear to know what industry they work in. For example, it is
apparent that not everyone understands
commercial project billing cycles.
USG: What do you think is the biggest
challenge for the industry right now?
BW: To sustain itself in what has become a bad economic outlook. Costs are
rising, but selling prices are static or
dropping. Supply chains are changing
through mergers and consolidations,
which also is disruptive to the business
model. Electronic media has placed demands that reduce timeframes for
quoting and project development. Emphasis is on speed rather than quality
assessments that impact a project.
USG: By whom are you/have you been
influenced the most?
BW: I have been influenced the most
by my parents at early stages. My mother
always told me that you don’t need to be
rich to have good manners and to be
clean. My father always applied the quote
“better to be thought of as a fool than to
open your mouth and remove all doubts.”
I have also been most influenced by reading and listening to the people around
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me.George Foreman wrote a book called
God in My Corner, which made some
points that have been very influential on
me concerning aging and retirement.
USG: What would you like your industry legacy to be?
BW: I never really thought about a
legacy, but if I had one it would be that I
imposed the idea of moral responsibility. I believe that business owners are
successful because they are stewards of
the people who work for them or for
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those that deal with them. You go into
business because you desire independence and the opportunity to profit. Once
you acquire those, you realize business
is about much more than that. It’s about
responsibility to oneself, the employees,
the clients and the community.
USG: What would you be doing for a
living if not what you do now?
BW: If I weren’t doing what I am
doing now, I would be lost, but I think I
would go for something that wasn’t as

The Contract Glaziers
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asset-based or at least wasn’t as longterm performance-based. Wholesaling
cars kind of appeals to me even though
I know nothing about it.
USG: Do you have a favorite
quote/saying you could share?
BW: Since I am a former high school
softball coach I have always said that the
fundamentals are what counts. Make
the other team beat you. Don’t beat
yourself. Do what you do better than the
other guy and you will have success.

It’s all about the installation—and the engineering that makes a unique installation successful. These individuals know
how to work closely with architects to create increasingly unique structures that still keep buildings efficient and secure.
Please note: Alberto de Gobbi of Permasteelisa North America Corp. declined to be interviewed for this feature.
Attila Arian

Nick Bagatelos

Victor Cornellier

Ed Zaucha

Ali Ghahremani
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Attila Arian, 48, serves
as president of Seele Inc.
and head of the North
American business of the
Seele Group. He earned his
master’s degree in industrial engineering from the Technical University in Darmstadt, Germany. His first
position in the glass industry was with
Seele, two and a half years ago, after 18
years of management experience in the
construction industry.
USG: By what standard do you measure your own success?
AA: Besides the financial performance
of my organization, I measure my own
success by the number of repeat/satisfied
customers and the number of talented
employees that I was able to attract and
retain to build powerful teams.
USG: What is your biggest business
pet peeve?
AA: I get most annoyed when I observe a lack of commitment. It feels like
a missed opportunity to accomplish
great work.
USG: What do you think is the biggest
challenge for the industry right now?
AA: During the recession, a lot of
contractors took jobs below their own
costs and agreed to terms and conditions that will have a lasting impact on
the industry for the years to come.
USG: By whom are you/have you been
influenced the most?
AA: Karl Horchler, a German entrepreneur who I had the pleasure to work
for, has been an important teacher and
mentor. He taught me to not only rely
on statistics when it comes to business
decisions, but to find a balance between intuition (gut feeling) and intellectual analysis.
USG: What would you like your industry legacy to be?
AA: The legacy of an executive needs
to go above and beyond brick and mortar projects. I would like to be associated with improvements in the
industry, opportunities that I was able
to provide to ambitious people and
with building great teams that are ca-
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pable of pushing limits while striving
for perfection.
USG: What would you be doing for a
living if not what you do now?
AA: For me the why is more important than the what. I am doing what I do
because I am passionate about architecture and I am committed and disciplined to deliver greatness and quality.
USG: Do you have a favorite
quote/saying you could share?
AA: “If you are going through hell,
keep going.” -Winston Churchill
Nick Bagatelos, 48,
currently serves as president of Bisem USA. He
received his bachelor’s
degree from Claremont
McKenna College. His
entry into the glass industry was as coowner of Commercial Window Systems
in 1987.
USG: By what standard do you measure your own success?
NB: By how much I enjoy what I am
doing. When we did storefronts, we
made money and it was a good thing.
When we started doing curtainwall, I
actually admired the finished product.
Once we started designing our own systems, I really started enjoying the glass
business. When I built my net zero energy manufacturing facility, I finished
and thought,“This is the most fun I have
had in this business in the past 20 years.
I feel like I have found my calling!”
USG: What is your biggest business
pet peeve?
NB: People who say “no.” I cannot accept that. I surround myself with people
who say “yes.”
USG: What do you think is the biggest
challenge for the industry right now?
NB: The economy is the biggest challenge. Once we are over this mess, the
next challenge will be to rethink what
the exterior envelope is. There are products available now that will allow the
wall to dictate the lighting and mechanical systems of the building. Those
options will change the way buildings

are built in a significant way.
USG: By whom are you/have you been
influenced the most?
NB: Buckminster Fuller.
USG: What would you like your industry legacy to be?
NB: I don’t want a legacy. I want to
revolutionize the way people think
about building envelopes.
USG: What would you be doing for a
living if not what you do now?
NB: I would own a record label.
USG: Do you have a favorite
quote/saying you could share?
NB: Well, I don’t have a quote, but my
daily practice is to increase my awareness … awareness of myself, the people around me and my business.
Victor Cornellier, 69,
currently serves as president and CEO of TSI/Exterior Wall Systems Inc.
He earned his bachelor’s
degree from Boston University. His first job within the glass industry was as a management trainee
with PPG Industries.
USG: By what standard do you measure your own success?
VC: Continuing to outperform our
expectations for success in finances,
commitment to clients and preservation of a humane and safe workplace
for all employees.
USG: What is your biggest pet peeve?
VC: Working in a marketplace where
competitors continue to take the value out
of work with bottom-feeding low prices.
USG: What do you think is the biggest
challenge for the industry right now?
VC: Avoiding failure and restoring
confidence in the banking and surety
industry that we are a trustworthy and
profitable industry. The failures of 2012
have done very little to assure the financial partners that we, as an industry, really know what we are doing. The
second challenge is understanding how
to deal with Chinese competition and
vendors, which is slowly creating a paradigm in our industry.
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USG: What would you like your legacy
to be?
VC: That we always met the challenge
or our mission statement by successfully working with clients, provided a
safe, humane and profitable workplace
for all employees, gave back to the industry, and created a financially secure
company providing growth opportunities for all involved.
USG: What would you be doing for a
living if not what you do now?
VC: After 48 years in this business,
and 35 of those years at TSI, that’s tough
to answer. I would probably be in the
development business harassing glass
companies.
USG: Do you have a favorite
quote/saying you could share?
VC: Telling the truth never hurts, and
be thankful that you have the opportunity to do so.
Ali Ghahremani, 52,
currently serves as president and CEO of Champion Metal & Glass. He
earned his bachelor’s degree in architecture from
the National University of Iran. His entry
into the glass industry came in 1988,
when he served as an estimator for Cantor Brothers Glass.
USG: By what standard do you measure your own success?
AG: I emigrated from Iran to the
United States in 1983 with no money,
making my way in my new country
with a series of entry-level jobs. When I
landed at a window manufacturing
company, the owner recognized my
skills and education, which led to leadership positions in his company. Starting my own business in 1993, I carried
over the relationships I had developed
there. Today, I look back on these years
and measure my success in terms of
where I have been and what I have accomplished in the ensuing years. To me,
success is measured by the trust and relationships I have developed with my
employees, vendors and customers.
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USG: What is your biggest business
pet peeve?
AG: Working hard and completing a
project on time and on budget, and then
waiting many months for payment.
USG: What do you think is the biggest
challenge for the industry right now?
AG: In today’s turbulent economy,
maintaining a safe profit margin on a
job is critical. I’ve seen far too many
contractors and subcontractors go
under after dropping their numbers
below the safe line.
USG: By whom are you/have you been
influenced the most?
AG: My father, a high school chemistry teacher in Iran, always taught his
six children—five sons and one daughter—that honesty and treating people
fairly are a person’s greatest virtues.
USG: What would you like your industry legacy to be?
AG: My desired legacy mirrors that
of my father: Being known as a fair and
honest person, someone who is known
for the quality of his work and helping
people on both a professional and personal level.
USG: What would you be doing for a
living if not what you do now?
AG: I would be a commercial airline
pilot. I possess a private pilot’s license
and love the challenges and exhilaration of flying.
USG: Do you have a favorite
quote/saying you could share?
AG:“Take care of those who work for
you and you’ll float to greatness on their
achievements.” -H. S. M. Burns
Ed Zaucha, 62, currently serves as CEO of
APG International Inc.
He graduated from Villanova University in
1972, after which he spent
eight years in public accounting and consulting with Deloitte & Touche. While
with Deloitte, he was involved in many
of the firm’s largest accounts, including
some construction companies. In 1980,
he was recruited by one of the firm’s con-
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struction clients and accepted a position
an officer and shareholder. His first job
in the glazing industry came in 1990,
when he negotiated a “workout” with the
major creditors of National Glass &
Metal Co. thereby negating an impending bankruptcy filing.
USG: By what standard do you measure your own success?
EZ: I’m blessed to have a great family,
great friends, great employees, a great
company and really great customers. As
we age, it’s great to see each of these key
parts grow and excel.
USG: What is your biggest business
pet peeve?
EZ: Vendors who don’t follow
through on what they promise.
USG: What do you think is the biggest
challenge for the industry right now?
EZ: We have had a long recession in
which many contract glaziers have tried
to survive by bidding work at or below
cost in the hopes of “dollar averaging”
this out with more profitable work as the
economy turns around. Unfortunately,
this hasn’t happened and now we’re seeing some major contractors fail. We hear
there are a number of others that are
teetering on the edge as well.
The challenge it presents for all of us
now is that owners and construction
managers seem to be stringing out payments because of the fear and uncertainty in the industry, which makes
cash flow a big challenge.
USG: By whom are you/have you been
influenced the most?
EZ: That’s a tough one; I’ve been
blessed to have worked with so many
talented people and, as I like to counsel
young people, there is something to be
learned from every experience (both
good and bad). Of course, I’m influenced a great deal by my wife of 40
years—and, now my children who are
adult businesspeople.
I should also make special note of the
influence our partner, Marc Rosenberg,
who died in a tragic accident a few
years ago.
USG: What would you like your in-
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dustry legacy to be?
EZ: He was always a fair man; he
helped whomever he could.
USG: What would you be doing for a
living if not what you do now?
EZ: A company controller/CFO … or
simply playing golf everyday in Georgia.
USG: Do you have a favorite
quote/saying you could share?
EZ: As you get older (and more experienced in the industry) you develop
many favorite sayings. I have actually
given serious consideration to writing
a book with each chapter surrounding a
“favorite saying” and its meaning. A
couple are:
• “It’s very easy to say NO—it’s harder
to say YES.” We have a reputation for
taking on and achieving some very
complicated projects. We also spend
many hours each year assisting architects with designs; our motto is “Turning Inspiration into Reality.” As part of
the process of helping architects
achieve their inspirational designs you
need to push the extremes of what has
been done and, accordingly, major vendors will frequently say “No, no, no—
this isn’t possible!”When you challenge
them, prod and push—they eventually
come around to “well, let’s see what we
can do.” Working on a truly collaborative basis you frequently can achieve
what wasn’t previously done or
thought to even be possible.
• “In our industry, any one project can
kill you.” Being a large contract
glazier, it is critical to properly estimate, manage and execute each and
every contract. The profit margins in
our industry frequently do not effectively compensate us for the level of
risks that we accept and, therefore,
one misstep can be a disaster.
• “Find suppliers and vendors that make
us look great—not bad.”As a company
we “partner or collaborate” with our
team on all projects. We expect a great
deal of support from our team but
we’re extremely loyal to them all. This
includes our union labor partners.
They are what makes us look great!
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The Corporate Types
With the challenges of the current economy have come opportunities for those
willing to shake things up. These industry leaders have taken on new roles with the
goal of improving the supply chain by growing these companies.
Please note: Greg Sage of Enclos declined to be interviewed for this feature.
Jeff Leone

David Petratis

Diana Perreiah

Joseph Puishys
Beth Lesniak

Jeff Leone, 51, currently serves as CEO of
Trulite Glass and Aluminum Solutions. He
earned his bachelor’s degree in chemistry from
Carnegie Mellon University. His entry
into the glass industry came with his
current post, which he undertook in
July 2010.
USG: By what standard do you measure your own success?
JL: Our customers’ feedback.

USG: What is your biggest business
pet peeve?
JL: Not returning a call to the customer and solving his concern.
USG: What do you think is the biggest
challenge for the industry right now?
JL: The extended period of low construction growth.
USG: By whom are you/have you been
influenced the most?
JL: Randy Woelfel, CEO of Nova
Chemicals, past Shell/BASF leader.
USG: What would you like your in-
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dustry legacy to be?
JL: Formed a new profitable company that is a reliable supplier.
USG: Do you have a favorite
quote/saying you could share?
JL:“On time and on spec every time.”
Beth Lesniak, 31,
currently serves as vice
president of Grey Mountain Partners and affiliated
manager
of
Consolidated
Glass
Holdings Inc. She graduated from Duke
University. Her first job in the glass industry came when Grey Mountain
Partners worked with Arch Aluminum
& Glass to try and avoid bankruptcy
and restructure the business in 2009.
She also was more passively involved
in the arena in 2007 as an investor in
the residential door and window manufacturer Polar Window of Canada,
based in Winnipeg.
USG: By what standard do you measure your own success?
BL: By the number of people I am
able to positively impact.
USG: What is your biggest business
pet peeve?
BL: People not taking responsibility
for their actions and not feeling a sense
of accountability for their work.
USG: What do you think is the biggest
challenge for the industry right now?
BL: I don’t think anyone would
argue that the industry has gone
through unprecedented turmoil and
economic duress over the past few
years. With such upheaval often comes
a natural shift away from managing
the business in order to maximize
service and quality to making decisions focused on maintaining liquidity and staying alive for another day. I
think we are beginning to see signs of
life in the market, but it will be a slow
progression back to health in the industry. Given that, I believe many
businesses find they have scaled back,
but now need capital and other resources to invest back in the business
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in order to handle growth and get back
to prioritizing service, quality, employee morale and vendor relationships. Many business owners still have
healing wounds and would like to risk
share going forward, but to do so, they
need to align with strong partners
who share their visions. That is where
a group like Grey Mountain, with a
focus on operational improvement
and conservative capitalization, can
enter the picture and provide the requisite support.
USG: By whom are you/have you been
influenced the most?
BL: I am personally impacted on a
daily basis by the two founders and
managing partners of Grey Mountain,
whose raw intelligence, integrity, humility, courage and business acumen
never cease to both humble and edify.
In addition, I am greatly influenced by
the writings of Aristotle. Although all of
his works are intriguing, early in life I
read his Nicomachean Ethics, and it
completely reshaped my view of the
world and the state of being within it,
assuming happiness is the goal of one’s
existence.
USG: What would you like your industry legacy to be?
BL: To have contributed at some level
in restoring confidence in the industry
and facilitating the creation of longlasting economic and personal success
for all those in the glass industry who
have put so much sweat equity into
their work and/or business and saw
much of it wiped out when the recession hit. I am referring not only to business owners and managers, but also to
the backbone of the industry—the individuals on the plant floor who make it
happen every day.
I am also a strong proponent of green
energy and see a lot of exciting and
promising technologies being explored.
It would be very rewarding to be directly
involved with the development and
commercialization of a solution that
achieves the return on investment required for widespread market adoption.
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USG: What would you be doing for a
living if not what you do now?
BL: Professional ballerina; I have
danced most of my life and still indulge
today in my spare time on a non-professional level.
USG: Do you have a favorite
quote/saying you could share?
BL: “Hard work spotlights the character of people: some turn up their
sleeves, some turn up their noses, and
some don’t turn up at all.” -Sam Ewing
Diana Perreiah, 47,
currently serves as vice
president of Alcoa
Building and Construction Systems and general
manager
of
Kawneer North America. She earned
her bachelor’s degree in computational
science from Hollins University. She
began her 26-year career in the aluminum industry with Alcoa in the aluminum can sheet division. Her first
position in the glass industry was as
vice president of business operations
when she joined Kawneer North
America in 2009.
USG: By what standard do you measure your own success?
DP: By the overall success of the
business; starting first and foremost
with the environment, health and safety
of our employees and the communities
where we work.
USG: What is your biggest business
pet peeve?
DP: Hearing “that’s impossible” or “it
can’t be done.” It is important to look at
how we can make the seemingly impossible possible, especially when we
are in a market downturn.
USG: What do you think is the biggest
challenge for the industry right now?
DP: The biggest challenge I see facing the industry is the uncertainty of
the U.S. building and construction
market recovery, which most likely is
headed for a fourth year at the bottom
of the lowest downturn on record.
Also, uncertainty in the global finan-
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cial markets is a challenge for us in the
United States.
USG: By whom are you/have you been
influenced the most?
DP: I continue to be most influenced by the outstanding people at all
levels in our organization who serve
our customers daily. Listening to each
voice in our business allows us to accelerate our daily improvements and
business strategy.
USG: What would you like your industry legacy to be?
DP: I strive to leave behind a business that is well positioned to thrive
for years to come because of its strong
leaders, innovative products and talented employees, and is a vital part of
the communities where our facilities
reside.
USG: Do you have a favorite
quote/saying you could share?
DP: “Never doubt that a small group
of thoughtful, committed citizens can
change the world. Indeed, it is the only
thing that ever has.” -Margaret Mead
David Petratis, 54,
currently serves as chairman and CEO of
Quanex, his first post
within the glass industry.
Petratis earned his bachelor’s degree in industrial management
from the University of Northern Iowa
and his master’s of business administration from Pepperdine University, and
holds numerous professional development certificates.
USG: By what standard do you measure your own success?
DP: Number one, my family; number
two, having successful people that surround me; and number three, having
the safest and healthiest workforce with
winning results.
USG: What is your biggest business
pet peeve?
DP: I really have a short fuse when
people in power roll over people in
lower positions. I believe that everyone
is important, they all contribute to the
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success of an organization, and everyone should be respected.
USG: What do you think is the biggest
challenge for the industry right now?
DP: There remains significant overcapacity across the board. It doesn’t
matter whether it’s on the fabrication
side or components side, there’s just
significant overcapacity on a worldwide
basis.
USG: By whom are you/have you been
influenced the most?
DP: My formative years were very influential. I grew up without a father so
there were lots of significant people—
neighbors, uncles and family members—who helped shape me … As I
went into my business career, Jerre
Stead and Charlie Denny—these are
very influential businesspeople in the
electrical industry who had a lot of influence over me. Then there were authors as well, and people I’ve met along
the way.
USG: What would you like your industry legacy to be?
DP: Having the safest and healthiest
workforce that drove continuous improvement in all phases of the industry.
USG: What would you be doing for a
living if not what you do now?
DP: If I wasn’t doing what I’m doing
now I’d be in a role where I was helping
people to grow, to fulfill themselves …
I’d be in a role where I’m helping people
to do their best.
USG: Do you have a favorite
quote/saying you could share?
DP: “All progress depends on the unreasonable man.” -George Bernard Shaw
Joseph Puishys, 54,
currently serves as president and CEO of Apogee
Enterprises. He earned
his bachelor’s degree in
accounting and finance
from Bryant University, followed by a
master’s in business administration from
Providence College. His first job in the
glass industry is his current role, which
he has held since August 2011; prior to

that, he spent 10 years in commercial
construction industry products and
services with Honeywell.
USG: By what standard do you measure your own success?
JP: For the company, in spite of the
economy, achieving year-over-year improvement to the business; the company performing above the industry
norm while providing talented and
dedicated employees an opportunity to
grow intellectually and in their careers.
For me personally, that I leave a legacy
of discipline, commitment, accountability and teamwork, and that Apogee’s
leaders show more concern for their
people than for themselves.
USG: What is your biggest business
pet peeve?
JP: Any leaders who do not show
more concern for their people than for
themselves.
USG: What do you think is the biggest
challenge for the industry right now?
JP: Changing the paradigm of cyclical performance. The longest period of
stagnation in end markets means all of
us need to act differently and get out of
our comfort zones—starting with employees and by focusing on geography,
technology and partnerships.
USG: By whom are you/have you been
influenced the most?
JP: A former boss and mentor who
was a great leader who cared about his
people more than himself, and who
bled company blood but made sure
family came first, such as reaching out
to spouses to show he cared.
USG: What would you like your industry legacy to be?
JP: Growing Apogee through discipline, commitment, accountability and
teamwork.
USG: What would you be doing for a
living if not what you do now?
JP: Restoring and selling American
muscle cars.
USG: Do you have a favorite
quote/saying you could share?
JP: Family first, but bleed company
blood.
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The Metal Meisters
Where there goes glass, there goes metal. These individuals are constantly working
to make those transitions and connections work better and stronger than ever before.
Please note: Mike Farquhar of EFCO Corp., a Pella Co., Tom Harris of U.S. Aluminum, and Max Mizota of YKK Corp. declined to be interviewed for this feature.

Steve Green

Tony Leto

Glen Morrison

Mark Silverberg

Steve Green, 59, currently serves as director of
sales for Tubelite Inc. He
earned his education
from Southern Illinois
University, Penn State
University and the U.S. Air Force. His
first job in the glass industry was as contract manager for Erie Window Glass Co.
in September 1976.
USG: By what standard do you measure your own success?
SG: The combined success of my
team. Continually pushing the envelope.
Setting the standards, measuring the
results, and holding myself as well as
others accountable.
USG: What is your biggest business
pet peeve?
SG: Individuals who do not work to-

ward achieving their full potential.
USG: What do you think is the biggest
challenge for the industry right now?
SG: Maneuvering through an economic environment of fear. Establishing a mindset that everyone should be
challenged to run a profitable business
and not sacrifice the bottom line for the
sake of the sale.
USG: By whom are you/have you been
influenced the most?
SG: My father. It might be an old
cliché, but he set an example of hard
work, sacrifice and perseverance.
USG: What would you like your industry legacy to be?
SG: That I worked with a team that
successfully transformed a company.
That transformation was not only from
a financial perspective, but changing
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the culture from a manufacturing
mindset, to one of understanding that
we are in business to delight our clients.
USG: What would you be doing for a
living if not what you do now?
SG: That is a good question. I initially
got into the industry working for a glazing contractor and eventually bought
the business with a partner. My best
guess is that I would still be in that
business had I not been presented with
other opportunities.
USG: Do you have a favorite
quote/saying you could share?
SG: “Over-promise and over-deliver.”
This forces you to challenge yourself as
well as hold yourself accountable.
Tony Leto, 58, currently serves as executive
vice president, sales and
marketing, for the Wagner Cos. He earned his
bachelor’s degree from
Queens College - City University of New
York (CUNY), followed by a master’s of
fine arts from Brooklyn College - CUNY.
He began his career in the glass industry
doing inside sales in 1984 for Julius Blum
and Co. Inc.
USG: By what standard do you measure your own success?
TL: Many consider me to be “creative” but, to quote the old Benton &
Bowles ad agency tagline, “It’s not creative unless it sells.” So in the end, the
definitive measure of my success is how
much revenue is generated and how
what I do makes for a stronger market
demand for Wagner products.
USG: What is your biggest business
pet peeve?
TL: Those who are slow or unwilling
to change in the face of a rapidly shifting marketplace. While change for the
sake of change is unproductive, an inability to acknowledge trends, innovation and new market opportunities will
bring an organization to a standstill.
Like a shark, if we don’t keep moving
forward, we will die.
USG: What do you think is the biggest

© 2012 USGlass magazine. 540/720-5584 All rights reserved.

111

Product Information
© 2012 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

n
y O com
O n sl mag. 1 2
20
las
usg G U S T
AU

Contents

Zoom Fit

Search

+

Archives

–

I<

E-Mail

<

>

>I

Subscribe

Influence
A Matter of

continued

challenge for the industry right now?
TL: The obvious answer remains the
economy—most notably, the lack of
new construction.
USG: By whom are you/have you been
influenced the most?
TL: I have the great fortune of having
worked with some of the legends in the
architectural metal business. They include Walter Blum, Sam Parisi, Jack
Tobin, Henry Bills and Bob Wagner.
Each has made an impact on my view
of the market. I find it interesting that
I’m now in the position of acting as a
bridge between their generation and
the next.
USG: What would you like your industry legacy to be?
TL: I would like to be remembered
for the relationships I’ve developed with
both customers and competitors (or as
I call them,“frenemies”). I’ve always felt
that promoting glass and metal products as the material of choice in the architectural world benefits everyone—a
rising tide raises all ships. We have
many common causes that are well
served by networking through our
trade associations.
USG: What would you be doing for a
living if not what you do now?
TL: Oddly enough, my graduate degree is in theater administration. I
worked at various university theaters
before becoming involved with the
glass and metal industries. So most
likely, my career track would have remained in higher education and I
would most likely be teaching.
USG: Do you have a favorite
quote/saying you could share?
TL: “Life is what happens to you
while you’re busy making other plans.”
-John Lennon
Glen Morrison, 50,
currently serves as president of Alcoa Building
and Construction Systems. He earned his
bachelor’s degree in
business studies from Coventry Uni-
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versity. His first position in the glass
industry was as sales and marketing
director for Kawneer United Kingdom
in 1991.
USG: By what standard do you
measure your own success?
GM: I measure my success by the
success of my teams.
USG: What is your biggest business
pet peeve?
GM: Organizations that settle for
mediocrity.
USG: What do you think is the
biggest challenge for the industry right
now?
GM: The biggest challenge facing
the industry in the United States is the
uncertainty created by the volatility in
the global economy and the potential
ramifications that this volatility may
have on the funding of commercial
construction.
USG: What would you like your industry legacy to be?
GM: I look forward to leaving the
next generation of Alcoa leaders a
strong, thriving Alcoa Building and
Construction Systems business.
USG: Do you have a favorite
quote/saying you could share?
GM: “I keep six honest servingmen: (They taught me all I knew.)
Their names are What and Why and
When and How and Where and Who.”
-Rudyard Kipling
Mark Silverberg, 61,
currently serves as president of Technoform North
America Inc. He holds a
bachelor’s degree in psychology. His entry in the
glass industry began at age six, when
he helped his dad glaze a new motel in
Fostoria, Ohio. “I probably was more in
the way than helped,” he recalls. He
adds, “My first ‘real’ job was for Stern
and Co. Inc. as a sales representative,
January 1, 1984.”
USG: By what standard do you
measure your own success?
MS: In two ways: 1) Were my ac-

tions consistent with my value?; and
2) Did the results match the purpose, whether for the stakeholders
in our business and my professional
life, or my family and health in my
personal life?
USG: What is your biggest business
pet peeve?
MS: It’s a tie: expense reports and
airline air quality.
USG: What do you think is the
biggest challenge for the industry right
now?
MS: Revenue generation for innovative technologies, which command
appropriate value to their benefits,
and fuel new innovations.
USG: By whom are you/have you
been influenced the most?
MS: Early in my career, I was most
influenced by Al Stern, who owned
and led the manufacturers’ representative firm at which I started working
in the industry. Later in my career, it
has been Karl-Hans Caprano, one of
the co-founders of Technoform. Both
were successful businessmen who integrated their values into sustainable
lives and business models long before
it was fashionable to do so.
USG: What would you like your industry legacy to be?
MS: In general, I’d like my legacy,
and our industry’s legacy, to be that
we left a better world to our children
and grandchildren; that we rose to the
challenges of our times and solved
difficult problems in ways that proved
durable over time.
USG: What would you be doing for
a living if not what you do now?
MS: My favorite hobby, which is
documentary photography for nonprofit organizations working to make
a positive difference in the world. I
don’t think I could make a living at it,
though.
USG: Do you have a favorite
quote/saying you could share?
MS: “We cannot solve our problems
with the same level of thought that
created them.” –Albert Einstein
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The Fabricators
No matter how great the glass produced by primaries, it still has to come together just right on the fabrication level.
These individuals are making sure the product that hits the market is efficient and shows the high level of quality of
which our industry is capable.
Please note: Arthur Berkowitz of J.E. Berkowitz, Chris McGrory of McGrory Glass, and Ed Rosengrant, Randy Steinberg, Ruben
Huerta and Dennis Jasmer of Glasswerks declined to be interviewed for this feature.
William O’Keeffe Jr.

Eugene Negrin

John Dwyer

John Dwyer, 53, currently serves as president
of Syracuse Glass Co. and
treasurer of Centric, the
association management
company that is owned by
and provides management services to the
Glass Association of North America
(GANA). He earned his master’s in business administration in finance from
Boston College, after his bachelor’s degree
in political science from Lemoyne College.
His first job in the glass industry was helping run his uncle’s glass shop, Road Runner Glass, during his summer break in
1976. “Hacking out putty from steel sash
windows using a torch and chisel, in high
heat and humidity, motivated me to study
for years,” he recalls.
USG: By what standard do you measure your own success?
JD: If I’m making decisions in accordance with good values. At Syracuse
Glass, we have four “core values” that we

all use to help us make good decisions:
safety, respect, teamwork and efficiency.
I have personal values that help me, too. I
find if I stick to them, I can do good work
and can sleep well! If I sleep well, if the
people and organizations that I spend
time with are succeeding and improving,
if I’m continuing to learn and be challenged, if I’d be proud to share what I’m
working on, then I feel successful.
USG: What is your biggest business
pet peeve?
JD: I meet too many people that I think
would really benefit from taking time to
learn more about “fundamentals” about
our industry’s products, and how to use
and sell them successfully and avoid
problems. GANA and the other associations have great resources. Even a company our size has a website with so much
good information that is so accessible.
USG: What do you think is the biggest
challenge for the industry right now?
JD: Global competition is a huge chal-

Nathalie Thibault

lenge. We don’t sell glass to the few furniture manufacturers that are still open near
us.A shopping mall near us is expanding,
and the developer is purchasing imported
product directly and hiring local glaziers
to do the installation only. We’re supplying non-typical sized material only.
Supplying small orders of increasingly complex non-typically sized material day-in, day-out, profitably, is
another challenge.
USG: By whom are you/have you been
influenced the most?
JD: A whole group of entrepreneurs
that built and sustained enterprises in
this industry: my dad, Jim Dwyer at Syracuse Glass; Stan Wolk at Rochester Insulated Glass; Doug Nelson at Brin Glass;
and Chris Barry, director of technical
services at Pilkington, who has been a
great resource and inspiration. When I’m
in a sales situation, I think,“What would
Mike Gainey (of Azon USA) do?”
Through my involvement in GANA, I’ve
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seen Russ Huffer [former Apogee chair
and CEO] presentations, I’ve spent time
with Russ Ebeid [former Guardian president] and met Barry McGee [former
PPG vice president of automotive OEM
glass]. I’ve examined the airspacers in the
insulating glass in the Rainbow Room in
New York with Bill Davidson [former
Guardian owner and CEO]. For a glass
guy, that’s pretty special!
USG: What would you like your industry legacy to be?
JD: A strong Syracuse Glass Co. for
our owners, employees and customers.
A strong GANA to serve the industry. A
few folks who say,“John helped me out.”
USG: What would you be doing for a
living if not what you do now?
JD: I’ve started the college tour
thing with my 17-year-old son. I’d love
to get a little more education in the
sciences or maybe engineering, and
get into research or work on big infrastructure projects.
USG: Do you have a favorite
quote/saying you could share?
JD: “Let’s not get too busy cutting
down trees that we don’t forget to
sharpen our saws.”
Eugene Negrin, 60,
currently serves as president of Galaxy Glass and
Stone in Fairfield, N.J. He
earned his bachelor’s degree in science management and industrial labor relations from
New York University’s College of Business
and Public Administration. His entry
into the glass industry was working for
a glass replacement shop specializing in
oversized and technically difficult glass
replacement.
USG: By what standard do you measure your own success?
EN: The level of respect I have been
privileged to receive from my family,
our management team, employees, industry and personal friends and peers,
clients and competitors. This has been
earned over the past 34 years in business by providing solid and consistent
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performance and innovation and delivery with honesty, integrity and humor.
USG: What is your biggest business
pet peeve?
EN: The absence of all companies testing products by independent test labs
(rather than a handful who go to this
extra level) and receiving certification to
allow transparency and to give the architecture and design specifier a basis for
comparing products from competing
manufacturers of decorative architectural
glass and to make an informed decision.
USG: What do you think is the biggest
challenge for the industry right now?
EN: We presently have an extraordinary opportunity to create and offer a
variety of custom decorative architectural glass as the markets continue to demand it. Failure of these products due to
lack of testing and poor manufacturing
techniques by unqualified or unscrupulous manufacturers has the potential to
diminish this appetite due to fear of
product failure and culpability.
USG: What would you like your industry legacy to be?
EN: The glass industry has allowed
me to live the American dream. I would
like to be acknowledged for Galaxy’s
focus on innovation, creativity and impeccably manufactured products in the
service of my clients and for my appreciation and respect to all friends, family,
clients and coworkers.
USG: What would you be doing for a
living if not what you do now?
EN: I cannot imagine. This has been
the road taken for the past 36 years.
USG: Do you have a favorite
quote/saying you could share?
EN: One of my dearest friends and
mentor in the glass business was
Bernie Myers of Boss Glass Distributors (no longer in business). Bernie
was a bon vivant and pilot with a zest
for life and he came from nothing and
built a substantial and highly successful business. He used to say, “If I died
tomorrow and could come back as anyone in the world that I wanted to, I
would come back as Bernie Myers.”

William O’Keeffe Jr.
currently serves as chairman of the board for Safti
First. His entry to the
glass industry began at
age 15, working for O’Keeffe’s Inc. “installing skylights in 117-degree temperatures on a roof in Chico,
Calif.,” he recalls.
USG: By what standard do you measure your own success?
WO: By the impact that success has
on the people I’m associated with and
the overall well-being and development
of the company.
USG: What is your biggest business
pet peeve?
WO: The lack of follow-up and follow-through on commitments made.
USG: What do you think is the biggest
challenge for the industry right now?
WO: Providing protection from the
onslaught of bankruptcies that are happening while still serving our customers’ needs.
USG: By whom are you/have you been
influenced the most?
WO: Olga and William O’Keeffe Sr.
USG: What would you like your industry legacy to be?
WO: Somebody who fought for what
I believed was right; being a forthright
and honest businessman.
USG: What would you be doing for a
living if not what you do now?
WO: Pearl diver on a tropical island.
USG: Do you have a favorite
quote/saying you could share?
WO:“There, by the grace of God, go I.”
Nathalie Thibault,
33, currently serves as
administrative director
of Prelco Inc. She holds
a bachelor’s degree in
international business.
Her entry into the glass industry
came in November 2003 when she
was hired as project manager in sales
for Prelco.
USG: By what standard do you
measure your own success?
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NT: By the judgment of my experienced colleagues and other stakeholders that share with us.
USG: What is your biggest business
pet peeve?
NT: Work that is done too informally.
USG: What do you think is the biggest
challenge for the industry right now?
NT: The fragile status of the overall
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world economy.
USG: By whom are you/have you
been influenced the most?
NT: Our senior managers and other
industry legends.
USG: What would you like your industry legacy to be?
NT: A great example of innovation
and overachievement.
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am at my best when I am
collaborating with others.
USG: What would you
be doing for a living if not
what you do now?
VB: It might be interesting to be a journalist.
I’ve always liked writing.
USG: Do you have a favorite quote/saying you
could share?
VB: “Success is liking
yourself, liking what you
do, and liking how you do
it.” -Maya Angelou
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USG: What would you be doing for
a living if not what you do now?
NT: I would fill a management position in any industry that is of interest to me.
USG: Do you have a favorite
quote/saying you could share?
NT: It would be in French! “Y’en
aura pas de facile!”

Without those individuals keeping an eye on the latest code changes,
the industry’s standards might not be up to the challenge of meeting
them. From ANSI to ASHRAE and ICC to GICC, our industry alphabet
soup takes a lot of patience and tech know-how to keep up with.
Valerie Block, 60, currently serves as senior
marketing specialist for
DuPont Glass Laminating
Solutions. She earned her
master’s degree in organizational dynamics from the University of
Pennsylvania in 1991, following a master’s degree from the University of Michigan in 1974 and a bachelor’s degree from
Ithaca College in 1973. Her first job in the
glass industry was for her family’s business, Laminated Glass Corp., in 1976.
USG: By whom are you/have you been
influenced the most?
VB: My father, Martin Lerner, took
me to glass shows when I was still in
college. He set a great example for me
because he loved running his own company and going to industry meetings
and trade shows. He was a founding
member of the Laminators Safety Glass
Association. I expanded my own knowledge base over the years by taking on
new challenges as the technical director
for the Primary Glass Manufacturers
Council, and now in my present position
at DuPont. There are simply too many
people to credit with my overall growth
as a technical and marketing expert.
USG: What would you like your industry legacy to be?
VB: I would like people to think of
me as a skilled facilitator and leader. I

–

Julie Schimmelpenningh

Valerie Block

Julie Schimmelpenningh, 46, currently
serves as global architectural applications manager for Solutia. She
earned her bachelor’s degree in biology and chemistry from
Emmanuel College. Her entry into the
glass industry was as a research scientist for Monsanto in 1988.
USG: What is your biggest business
pet peeve?
JS: People leaving rapid-fire phone
numbers on my answering machine
that I don’t have a shot in the dark of
understanding and responding to.
USG: What do you think is the biggest
challenge for the industry right now?

JS: Sustaining companies and
maintaining valuable resources
through the economic hardship.
USG: By whom are you/have you
been influenced the most?
JS: One of the biggest influencers in
my career has been Russ Huffer [former
Apogee chair and CEO]. His rapport
with people of the industry has always
amazed me and I strive to emulate that.
USG: What would you like your industry legacy to be?
JS: A fun way to understand laminated glass.
USG: What would you be doing for
a living if not what you do now?
JS: Flight instructor and scuba diving instructor. Of course, you can’t do
one, then immediately follow with the
other, because of the “bends” so I would
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need to take a day off in-between!
USG: Do you have a favorite
quote/saying you could share?

The Go-To Guys

JS: “… Don’t look backwards for very
long. We keep moving forward, opening
up new doors and doing new things,

because we’re curious ... and curiosity
keeps leading us down new paths.”
-Walt Disney Co.

Whether there’s an unusual problem to be solved or simply a question as to whether or not a glass design is feasible, it’s
helpful to have an expert on-hand who is curious as to the limits of what is possible with glass.
John Bush

Mic Patterson

Henry Taylor
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John Bush, 54, currently serves as plant
manager at General Glass
International. He earned
his degree in engineering
from the University of
Cambridge, followed by a master’s in
business administration at the University of Newcastle-upon-Tyne. His entry
into the glass industry came with his role
as technical director at Romag. In 1988
he began developing specialty laminated
glass, including bullet- and bomb-resistant glass.
USG: By what standard do you
measure your own success?
JB: Ensuring that the whole team is
working together in the same direction. This comes from my rowing days
and I use rowing analogies a great
deal.
USG: What is your biggest business
pet peeve?
JB: Glazing contractors who cannot
draw and send scribbled, handwritten
notes purporting to be purchase orders.
USG: What do you think is the
biggest challenge for the industry right
now?
JB: Attracting bright new graduates
and having the confidence to invest in
new technology.
USG: By whom are you/have you
been influenced the most?
JB: Tom Smith from Oldcastle Glass,
who died recently after an heroic battle with cancer. He taught me a great
deal about the industry and in particular how to stay upbeat and positive.
USG: What would you like your industry legacy to be?
JB: Someone who is respected for

having very deep technical understanding and a drive to introduce new
technology.
USG: What would you be doing for
a living if not what you do now?
JB: Working for a Formula 1 racing
team. The technology they develop is
stunning. I can’t wait for next year
when there will be a race on the
streets of New Jersey overlooking
Manhattan.
USG: Do you have a favorite
quote/saying you could share?
JB: “My policies are based not on
some economics theory, but on things
I and millions like me were brought
up with: an honest day’s work for an
honest day’s pay; live within your
means; put by a nest egg for a rainy
day; pay your bills on time; support
the police.” -Margaret Thatcher
Mic Patterson, 63,
currently serves as director of strategic development for the Enclos
Advanced Technology
Studio; as he explains it,
his job is to anticipate the future of the
building skin. He currently is a doctoral
candidate at the University of Southern California School of Architecture.
His entry into the glass industry came
in 1979, when he first served as a designer for Synestructics.
USG: By what standard do you
measure your own success?
MP: The happiness of my lovely
bride of 30 years, and the quality of
our shared life experiences.
USG: What is your biggest business
pet peeve?
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MP: Resistance to change, protection of vested interests, reluctance to
innovate because of perceived risk,
and first cost as the sole measure of
economic viability.
USG: What do you think is the biggest
challenge for the industry right now?
MP: Embracing change, abandoning vested interests, and innovating
and educating ourselves and our
clients about true life cycle costs and
impacts.
USG: By whom are you/have you
been influenced the most?
MP: In addition to my family and
colleagues, great designers, thinkers
and creative problems solvers, among
them: Buckminster Fuller, Conrad
Wachsman, Charles and Ray Eames,
Peter Rice, Jorg Schlaich and Steve
Jobs.
USG: What would you like your industry legacy to be?
MP: I have no expectations. I think
I would be surprised to have one.
USG: What would you be doing for
a living if not what you do now?
MP: Writing adventure novels,
painting and photographing in Southeast Asia, which just goes to show how
much I love my job!
USG: Do you have a favorite
quote/saying you could share?
MP: “I’m not trying to counsel any
of you to do anything really special
except dare to think. And to dare to go
with the truth. And to dare to really
love completely.” –Richard Buckminster Fuller
Henry Taylor, 71,
currently serves as
chairman of the board
and CEO of Architectural Testing, having
transferred his former
responsibilities of president and chief
operating officer on April 1, 2012. He
completed three years toward a mechanical engineering course at Ohio
State University. His first job in the
glass industry was with Graham Engi-
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neering in 1964, serving in the design
of architectural products and the design and construction of tooling and
machinery to manufacture them.
USG: By what standard do you
measure your own success?
HT: Success is comprised of many
facets. First, treat customers and vendors with honesty and fairness. Second, treat employees with this same
honesty and fairness, share success
through improved wages and benefits,
and provide for secure employment.
But success for me is the enjoyment of
going to work each and every day.
USG: What is your biggest business
pet peeve?
HT: The propensity of some clients
who expect quality services and support to leverage lower fees by comparing to those of less qualified
competitors.
USG: What do you think is the
biggest challenge for the industry right
now?
HT: By far the biggest challenge to
the testing industry is to limit liability
to its own work. In many cases, the
owners, contractors and architects attempt to require the testing agency to
indemnify them from all liability even
if the testing agency has minimum or
no responsibility.
Further, workers compensation
laws and awards transfer wealth to
others well beyond reason and government reporting paperwork is
growing exponentially.
USG: By whom are you/have you
been influenced the most?
HT: I grew up in a rural and economically depressed area. The family was
large and loving but poor. Under these
circumstances, it was Mrs. Anna Hazlett
(my teacher in first through third
grades) who inspired confidence in me
to become more in life than I would otherwise have considered possible.
In high school, the basketball coach,
Mr. Don Rushing, insisted/demanded/taught that our success would
be a result of teamwork. As a result of
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his coaching, our teams (all players
under 6 feet tall) were ranked number
one in Ohio in two of the three years I
played varsity ball. Although we won 28
games straight and 29 games total in
those two years, we were defeated in the
state tournaments.
Early in my employment at Graham, I informed Don Graham that I
would be leaving to start my own
business. He suggested that I would
have a better chance for success if I
would remain and he would mentor
me; I accepted his offer. For the next
few years he demonstrated business
development, included me in sales
contacts and negotiations, trained me
in cost accounting, and shared key
business administration efforts. I
shall always be grateful.
USG: What would you like your industry legacy to be?
HT: I have not expected to leave a
legacy. But if that happens, I want employees, past and present, to believe I
was concerned about them and their
job security and share in our success.
As for the building products industry, I hope they believe Architectural
Testing responds to their changing
needs by adding employees, equipment and locations through use of
profits they helped generate.
USG: What would you be doing for
a living if not what you do now?
HT: If not developing Architectural
Testing, I would likely have pursued at
least one of the two possible paths.
When I decided to start my business,
I was well into flying twin-engine aircraft while training for a commercial
pilot license. Further, I considered returning to college for my mechanical
engineering degree while enhancing
my skills with computers.
USG: Do you have a favorite
quote/saying you could share?
HT: When someone indicates they
have a question I typically reply, “Go
right ahead, I have answers for questions that haven’t even been thought
of yet.”
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The Decorative Types
Although eye-catching glass is taking the architecture world by storm, it takes a lot of creativity and business savvy to create and promote these new combinations of glass to the world.
Mandy Marxen

Bernard Lax
Marc Deschamps

Kris Vockler

Marc Deschamps, 52,
currently serves as business development manager for Walker Glass. He
earned his bachelor’s degree in commerce/management at McGill University. His first
job in the glass industry was as chief financial officer of Lamiver in 1992.
USG: By what standard do you measure your own success?
MD: I have always measured personal success based on how the team
and the company performs. In my
world, all we do is part of a team effort.
USG: What is your biggest business
pet peeve?
MD: Great question! I would say it’s a
meeting that lasts more than one hour!
USG: What do you think is the biggest
challenge for the industry right now?
MD: By far, it’s to adapt to the rapidly changing needs of the market, the
focus being on unique and exclusive
design intents with appropriate green
performance.
USG: By whom are you/have you been
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influenced the most?
MD: On the personal side my mother
was very influential (my father passed
away when I was 9 years old). On the
business side, I have learned a lot from
Ross Christie, our vice president of
sales and marketing.
USG: What would you like your industry legacy to be?
MD: Well … I do not feel I am that
important to leave a legacy, but I like to
think I make a positive contribution to
the industry and to the people I work
with.
USG: What would you be doing for a
living if not what you do now?
MD: I would definitely be involved in
online/Internet marketing. The web, as
a market, is fascinating, is evolving at
the speed of light and offers exciting
challenges.
USG: Do you have a favorite
quote/saying you could share?
MD: This is a great quote that applies
to our personal and business lives: “Don’t
ask what your country can do for you,
but what you can do for your country.”

Bernard Lax, 55, currently serves as CEO of
Pulp Studio Inc. He holds
a bachelor’s degree in
business administration.
After a long and successful career in the garment/fashion business, his first job in the glass industry
was his position with Pulp.
USG: By what standard do you measure your own success?
BL: Customer feedback and the successes of our installations
USG: What is your biggest business
pet peeve?
BL: Customers who try to make their
burden of poor planning and pricing
our problem.
USG: What do you think is the biggest
challenge for the industry right now?
BL: The lack of our customers vetting
product quality and differences prior to
purchasing.
USG: By whom are you/have you been
influenced the most?
BL: My father.
USG: What would you like your industry legacy to be?
BL: That I was fundamentally rooted
in the idea that our products can all be
made in the United States.
USG: What would you be doing for a
living if not what you do now?
BL: Developing new innovations for
various industrial applications.
USG: Do you have a favorite
quote/saying you could share?
BL: Just because a designer believes
in unicorns doesn’t make them real.
Mandy Marxen, 41,
currently serves as vice
president of marketing
for Gardner Glass Products Inc. She holds a degree in journalism
advertising from University of North
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Carolina at Chapel Hill, and has nearly
completed an additional bachelor’s degree in studio art. Her first job in the
glass industry was with Gardner Mirrors, when she was hired in 1993 to do
line-art for mirrors.
USG: By what standard do you measure your own success?
MM: By how well the sales team does
every week. If they’re having a hard
time, I’m not giving them enough tools.
USG: By whom are you/have you been
influenced the most?
MM: Without a doubt, it was our
CEO, Tommy Huskey; he was a big personality who was honest, enthusiastic
and passionate about the business. I
learned a lot from him. Tommy died
last November and he still inspires me
every day.
USG: What would you like your industry legacy to be?
MM: To be top-of-mind in backpainted glass … the “Kleenex®” of
the industry—which is nothing to
sneeze at!
USG: What would you be doing for a
living if not what you do now?
MM: Probably trying to sell my
paintings on the side of the road. I’d still
have to be coming up with ideas daily
to get out into the world somehow. I’m
not good for much else.
USG: Do you have a favorite
quote/saying you could share?
MM: “No great thing is created suddenly.” –Epictetus. It’s a good reminder
for patience and discipline, both things
that I struggle with daily.
Kris Vockler, 41, currently serves as CEO of
ICD Coatings. She holds
a bachelor’s degree in geology and has nearly
completed her master’s
in business administration; she also
holds various coating specific chemistry certifications. Her first job in the
glass industry was with ICD in 1996,
serving as a research and development
lab technician.
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USG: By what standard do you measure your own success?
KV: Tough question. My personal bar
of measurement is far higher than even
I could reach. However, if I’ve had fun,
created something good, and/or been
able to help another grow to their potential, then I feel I’m doing well.
USG: What is your biggest business
pet peeve?
KV: People who promise and never
deliver or under-deliver.
USG: What do you think is the biggest
challenge for the industry right now?
KV: Taking the time to evaluate materials going into the end product properly. With how fast our markets are
changing and we are adapting to it,
leaving commonsense and good qualification methods to the wayside will
only get us in trouble.
USG: By whom are you/have you been
influenced the most?
KV: Clearly my folks and their wonderful business ethic have shaped me
the most. They have been through the
worst times in business and the best;
I’ve been extremely lucky to learn from
them, especially through this last global
financial crisis.
USG: What would you like your industry legacy to be?
KV: Another tough question. Yet, it
wouldn’t be my legacy but one of a
company that exemplified treating all
customers equally, provided unrivaled
customer service, and contributed to
the industry’s community.
USG: What would you be doing for a
living if not what you do now?
KV: Helping others grow in some
way, I would hope. Those who have inspired me from a young age were those
who started non-profits to help others
or created something to help people,
like a product.
USG: Do you have a favorite
quote/saying you could share?
KV: “Treat people as if they were
what they ought to be, and you help
them to become what they are capable
of being.” -Goethe
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The Titans
of Technology
Without the latest in machinery innovations and the creative software running it, the innovative designs devised
by the industry’s bright minds would
never come to fruition. These individuals regularly take on the challenge of improving the production process.
Stefano Bavelloni

Ron Crowl
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Stefano Bavelloni, 46,
currently serves as managing director of Neptun,
which he founded in
2008. He earned his degree in mechanical engineering, and then entered the glass
industry in 1990 as area manager for
Z. Bavelloni.
USG: By what standard do you measure your own success?
SB: As most people do, I measure my
success in two areas: the private one
and the business one. In the private one
my success is determined by the good
balance and the success of my relatives.
Concerning the business one, it is determined by the achievement of my
goals.
USG: What is your biggest business
pet peeve?
SB: The most annoying issue in the
business life is for me when a target
time is not respected.
USG: What do you think is the biggest
challenge for the industry right now?
SB: The challenges in the industry
probably change a lot according to the
economical arena. A trend that I see
quite uniformly distributed in the
world is the need for increases in flexibility in production. This is an indirect effect of the stock reduction
policy, which is generally achieved by
all companies in the industry supply
chain, and not only in the glass industry. This causes a reduction in batch
quantities which, in some cases, are
reduced to single pieces and brings the
need of quicker and frequent production change and quicker delivery time.
This is not an easy issue to manage in
a company.
USG: By whom are you/have you been
influenced the most?
SB: Both in private and business life
the most influencing persons have been
my relatives such as my father, Franco,
and my uncle, Dino.
USG: What would you like your industry legacy to be?
SB: Taking into account the assump-
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tion that time slowly cancels any sign
of individual human activity, being just
a matter of when, I would like my industry legacy to be as an innovative
company with some solutions that can
last for a while in the industry.
USG: What would you be doing for a
living if not what you do now?
SB: Considering that Neptun is a my
recent start-up and before it I was totally free to choose what else to do, having chosen this way means that it is my
favorite option. If I really would have to
think of an alternative I would join the
Forest Guard on the Alps.
USG: Do you have a favorite
quote/saying you could share?
SB: “If you look ahead when you
create ... then you will innovate. If you
look ahead when you choose ... then
you will win.”
Ron Crowl, 49, currently serves as president
and CEO of FeneTech
Inc. He earned his bachelor’s degree in electrical
engineering technology
from the Rochester Institute of Technology. His first position in the glass
industry was as an engineer for RoviSys in 1994.
USG: By what standard do you measure your own success?
RC: Satisfied customers, challenged
employees and a happy family.
USG: What is your biggest business
pet peeve?
RC: Those who talk a lot and do little.
USG: What do you think is the biggest
challenge for the industry right now?
RC: To stay current with technology
and trends. To become relevant in the
design phase of a new building project
and not an afterthought.
USG: By whom are you/have you been
influenced the most?
RC: One of my business partners,
John Robertson. John has taught me
many things, but mostly how to build a
corporate culture that can stand the test
of time and the importance of complete

customer satisfaction.
USG: What would you like your industry legacy to be?
RC: Ron made his family proud by
building a company that provided the
best products, service and support to
each and every customer—every single day.
USG: What would you be doing for a
living if not what you do now?
RC: I would be an author. I love to
write but just never seem to find
enough time to start that first novel!
USG: Do you have a favorite
quote/saying you could share?
RC: “You can never cost-reduce your
way to prosperity.” All opportunities—
including wealth—begin with developing new business.
Hans Hoenig, 52, currently serves as vice president and director of sales
for Lisec America and regional director, North
America, for Lisec. He
earned his bachelor’s degree in engineering from the Federal Department of Construction and Industry in Austria, and
holds a diploma from the College for Textile Operation Technology in Austria. His
entry in the glass industry was through
Lisec, when he was appointed as regional
sales manager in 1996.
USG: By what standard do you measure your own success?
HH: I believe a person’s success is
measured not by fame or fortune but
rather by an individual’s own sense of
happiness. Some of the most successful
people I know live simple but happy lives.
USG: What is your biggest business
pet peeve?
HH: Slow Internet at airports or hotels.
USG: What do you think is the biggest
challenge for the industry right now?
HH: Continuing to deal with the
over-capacity in the market and how
best to re-allocate those under-utilized
assets to meet new demands.
USG: By whom are you/have you been
influenced the most?
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HH: By my father who was able to repair everything and who taught me that
with the right mindset you can achieve
everything. By Peter Lisec, who was a
great person and a perfect example of
a successful man standing with both
feet on Mother Earth.
USG: What would you like your industry legacy to be?
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HH: I am not really concerned about
what my legacy will be, I just want to
continue to represent Lisec and its platform to move the industry toward
greater automation.”
USG: What would you be doing for a
living if not what you do now?
HH: Never thought about that, but I
would probably be working in another

The Educators and Ethicists
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machinery manufacturing industry, or
even still in the nonwoven machinery
industry.
USG: Do you have a favorite
quote/saying you could share?
HH: Work like you don’t need the
money! In other words, you should make
all your business decisions without being
influenced by anything or anybody.

Horace Mann once said,“A human being is not attaining his full heights until he is educated.” These individuals are helping the industry attain its full potential by helping to educate end-users and colleagues alike.
Lyle Hill

Greg Abel
Paul Bieber

Greg Abel, 63, currently serves as president of Advocates for
Safe Glass. He earned
his degree in criminal
justice. His first job in
the glass industry came when he
founded Safe Glass Consulting, following his son Jarred’s 2001 wiredglass accident that left him with
severe nerve and tendon damage in
his left arm.
USG: By what standard do you meas-

ure your own success?
GA: Understanding that each of us
can make a difference.
USG: What is your biggest business
pet peeve?
GA: Not giving 100 percent.
USG: What do you think is the biggest
challenge for the industry right now?
GA: The economy.
USG: By whom are you/have you been
influenced the most?
GA: Donn Harter, former president
of the California Glass Association.

Henry Taylor

USG: What would you like your industry legacy to be?
GA: That I have done my part to
make the built environment a safer
place.
USG: What would you be doing for a
living if not what you do now?
GA: I am happy with the path that I
have chosen.
USG: Do you have a favorite
quote/saying you could share?
GA: That everything happens for a
reason; my son, Jarred, taught me that.
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Paul Bieber, 62, currently serves as principal
of Bieber Consulting
Group. He earned his
bachelor’s degree in business administration with
a major in marketing from Babson College. He entered the glass industry in
1976 as a salesperson for C.R. Laurence
Co. Inc., covering Massachusetts, Maine,
New Hampshire and Vermont.
USG: By what standard do you measure your own success?
PB: This has evolved over the years. It
can succinctly be summed up in a short
poetic phrase: you learn, you earn, and
then you return. At this stage of my life,
my success is in teaching others. I get
no greater thrill than seeing the light
bulb flicker on over someone’s head
when I am teaching about our industry.
When actively running a fabricator,
money was a measuring stick, but not
the only one. My goal was, and still is,
to treat people fairly.
USG: What is your biggest business
pet peeve?
PB: The customers who owed us
money and then bought from our competitors. They didn’t have the courage
to call and work out the financials. This
was a double insult—owe us money
and then buy elsewhere.
USG: What do you think is the biggest
challenge for the industry right now?
PB: Our industry is not making
enough money to keep investing in new
technology, plants and equipment, and
educating people.
USG: By whom are you/have you been
influenced the most?
PB: In life: my wife Elaine. We have
been married 38 years, and she has taught
me to be civil and polite—definitely more
important than debits and credits. In
business: Chuck Kaplanek, who showed
me the real insides of the glass industry
and how to run a glass company.
USG: What would you like your industry legacy to be?
PB: In business, I want to be known
as fair, protecting our company and its
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stakeholders.
USG: What would you be doing for a
living if not what you do now?
PB: Here’s a hint: “Take me out to the
ballgame … take me out to the crowd.”
If you didn’t get the hint, I would be
coaching Little League; maybe the oldest bat boy for the New York Mets or
anything to do with baseball.
USG: Do you have a favorite
quote/saying you could share?
PB: Yes, taken from the Jewish Bible:
“What is hateful to you, do not do to
anyone else. This is the law: all the rest
is commentary.”
Lyle Hill, 65, serves as
managing director of
Keytech North America.
He earned his bachelor’s
degree in business administration and psychology
from Olivet Nazarene University and his
master’s in business administration in engineering and technology management
from the Illinois Institute of Technology.
He first entered the glass industry in 1970
when he served as foreman of the plate
glass department for the old Tyler and
Hippach Glass.
USG: By what standard do you measure your own success?
LH: By gains in knowledge and ability to solve problems ... most people
know when they are or are not successful in their field.
USG: What is your biggest business
pet peeve?
LH: People who over-promise and
under-deliver.
USG: What do you think is the biggest
challenge for the industry right now?
LH: There is a shakeout and realignment taking place right now in the architectural side of the glass industry …
among the contract glaziers specifically.
Knowing who to align with, what jobs to
pursue and so forth, is very challenging.
USG: By whom are you/have you been
influenced the most?
LH: Professionally speaking, by the
late Joe Kellman who was my boss for

the first 19 years I was in the industry.
USG: What would you like your industry legacy to be?
LH: That I treated people with respect, honesty and fairness.
USG: What would you be doing for a
living if not what you do now?
LH: I would most likely have been a
teacher and coach at the high school level.
USG: Do you have a favorite
quote/saying you could share?
LH: Love what you are doing and you
will never work a day in your life.
Henry Taylor currently serves as manager
of Kawneer North America’s architectural services
team. He earned his
bachelor’s degree in marketing and English from Georgia State
University, followed by a master’s of
business administration in management from Kennesaw State University.
After college, he worked for a commercial developer/builder out of college,
where he earned an overview of industrial and commercial construction. He
joined Kawneer in 1995 and, after
training, took a position as the company’s architectural products representative in Detroit.
USG: By what standard do you measure your own success?
HT: There are many elements of success. I have both personal and professional standards by which I measure
and track my success. I measure it by
the smiles and excitement that I see on
my kids’ faces when they enjoy a new
experience, successfully accomplish a
personal best, or we share the excitement of some new adventure together. I
also measure success by receiving calls
from architects with whom I have previously worked asking for assistance on
a new project. And, I measure success
by architects who consider me to be a
part of their design team. My group sets
aggressive goals to measure our performance weekly. I measure my team’s
success based on what I know has been
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our high point and push the target out
a bit further. The poet Robert Browning
once said, “Make sure your reach exceeds your grasp.”
USG: What is your biggest business
pet peeve?
HT: Simple communication errors. It
seems that we all tend to get in a hurry
and use “text-talk” too much, which
often does not form critical two-way
communications. We would get so
much more done correctly if we took
the time to slow down and ensure that
we are getting the message across the
first time.
USG: What do you think is the biggest
challenge for the industry right now?
HT: Time is our biggest challenge. We
have so many tools that make portions
of our work and life faster. But these
tools do not make all areas of our lives
faster. We live in a society based on instant gratification—one where I am
able to ask my kids a question and in
moments they have it Googled and are
presenting answers. There are some aspects of our industry that have been
made faster by today’s tools but the entire construction process can’t be accelerated. Ours is still a relationship
business and we still do business with
the people we want to do it with. It is
frustrating to see time become a bigger driver in our industry than quality,
history, trust and relationships.
USG: By whom are you/have you
been influenced the most?
HT: I was hired for Kawneer by Bob
Leyland, director of sales, and have
learned so much by his example. He is
an outstanding illustration of a leader.
His integrity is without question and I
know that he will always support me.
Bob has empowered me to make decisions on my own and when those decisions have been correct he has given
me praise; when they were questionable, he never reprimanded me, but
walked me through the decision
process to identify alternatives and
possible optional outcomes. Bob listens
and takes action and has always lived
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up to his promises. When there have
been times that I needed to be told “no,”
he did so. I have learned a lot about
leadership watching him and hope that
I can one day be a similar example to
others.
USG: What would you like your industry legacy to be?
HT: That people enjoyed working
with me and I helped motivate them to
do more, work harder and accomplish
more, but at all times do it with a good
attitude and enjoy life. I want to leave
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an example of how you can simultaneously love life and work and go for the
gusto in both.
USG: What would you be doing for a
living if not what you do now?
HT: I would want to be a high
school English teacher and work for
the National Park Service during the
summers.
USG: Do you have a favorite
quote/saying you could share?
HT: “You never get a second chance
to make a first good impression!”

While they may prefer moving in the background,these brand gatekeepers do an exceptional job of keeping their companies’ images in the limelight and above reproach.
Please note: Dave Hewitt of EFCO Corp., a Pella Co., declined to be interviewed
for this feature.
Oliver Stepe

Earnest Thompson

Robert Struble
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Influence
A Matter of

continued

Oliver Stepe, 46, currently serves as senior
vice president for YKK
AP America, overseeing
all business unit operations, marketing and engineering. He received his bachelor’s
degree in construction and architectural engineering from the State University of New York at Farmingdale. His
first position in the glass industry was
in 1985 as a draftsperson for a glass
and glazing contractor, Cantor Brothers Glass Corp.
USG: By what standard do you measure your own success?
OS: In business the top and bottom
line results are the ultimate measure of
success and of one’s ability. At the same
time a focus on continuous improvement also is imperative and can be a
source for success when the metrics
themselves are elusive.
USG: What is your biggest business
pet peeve?
OS: Bureaucracy is a beast that wants
to grow within the belly of any large organization—left unchecked it will stifle
innovation and your ability to be nimble. Successful leaders will have a constant open door and create systems and
a culture that allows organic ideas to be
vetted and given the opportunity to
take root and to flourish.
USG: What do you think is the biggest
challenge for the industry right now?
OS: The biggest challenge for the industry is how to evolve from a historically
low-technology to a high-technology industry and one that is recognized for its
tremendous potential to have a significant positive impact on society by reducing energy consumption.
USG: By whom are you/have you been
influenced the most?
OS: I would be remiss if I didn’t acknowledge two people. My current boss,
the president of our company [Max Mizota], has been my professional mentor
for nearly 20 years. He has given me the
opportunity to evolve without limitation,
offered me numerous lessons along the
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way, and oftentimes allowed me to make
decisions that he didn’t always agree
with. I later realized that some of those
decisions ended up being another lesson
as he was right all along! Additionally, if
anyone ever denies that their spouse is a
significant influence in their professional
life, they are likely not being honest with
themselves. The conversations I have
about business with my wife Joanne, a
professional on her own accord in an unrelated industry, often offer me a fresh
and brutally honest outside perspective
on topics of the day. The exchanges are
oftentimes a rudder for me in the decision-making process as well as the
source for new and refreshing ideas on
organizational or business strategy.
USG: What would you like your industry legacy to be?
OS: For me, an ideal legacy would reflect having had an influence on transitioning the industry in to a new age of
innovation in products and/or how we
do business. Glass and glazing industry
products and norms have not seen significant change in half a century or more
and are ripe for innovation and a paradigm shift. Additionally, I would like to
have had a positive influence on people
who I have come in contact with by helping them become better and stronger individuals personally and professionally
so that they may enjoy the opportunities
that have been afforded to me.
USG: What would you be doing for a
living if not what you do now?
OS: Driving a race car. It was my
childhood dream and since my wife
just gave me a NASCAR adventure as a
15-year wedding anniversary gift,
maybe I will get a chance to experience
a piece of that dream after all!
USG: Do you have a favorite
quote/saying you could share?
OS: It may sound cliché but I find myself quoting our founder’s philosophy,
“The Cycle of Goodness,” and the quotes
“If you do good things for people, they
will do good things for you” and “No one
prospers unless he renders benefit to others” oftentimes in professional and per-

sonal settings. When we are in a meeting
and a pivotal decision is at hand I will
often say something like, “Remember
why we are here, this is YKK and we must
add value and decide what is best for the
customer, the market or our employees.”
Even while raising my children and talking about life lessons and doing good
things for people, my wife and I often
quote the “Cycle.” So for me, the “Cycle of
Goodness” has had a marked impact on
my professional and personal life.
Robert Struble, 47,
currently serves as manager, brand and communications strategy, for
PPG’s flat glass business
unit and corporate marketing. He earned his bachelor’s degree in
communications from Clarion University.
His entry into the glass industry came in
1992 when he began writing technical
manuals and other communications for a
company that supplied the glass industry,
Harbison-Walker Refractories Co. He
joined PPG in March 2002 as the manager of marketing communications.
USG: By what standard do you measure your own success?
RS: We’ve developed a set of really
good quantitative measures here at PPG
and I take great personal satisfaction in
the improvement we’ve made year after
year. I’m very data-driven and each year
we are able to get more and more out of
our marketing spend. This is what gets
me going.
USG: What is your biggest business
pet peeve?
RS: Sometimes, to keep aggressive
schedules, I condense or shortcut the
creative process. I hate doing that, but
I’m usually the one making the schedule in the first place, so I have no one
else to blame. I wish I could stop myself.
USG: What do you think is the biggest
challenge for the industry right now?
RS: Having seen more than a dozen
different industries in my career, the
glass folks seem to have a very hard
time selling value. When you think
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about what we do, it’s pretty amazing.
We take a common, opaque material
and make it transparent and strong.
Then we add a practically invisible
coating thinner than a human hair (actually comprised of many smaller layers) that splits the light spectrum and
delivers hundreds of thousands of dollars worth of energy savings. Then,
through the fabricator and glazier, the
glass industry delivers far more value
than we are often credited.
USG: By whom are you/have you been
influenced the most?
RS: Professionally, I’ve probably been
most influenced by a very gifted writer
and businessperson who also happened
to be my Scoutmaster in the Boy Scouts
of America. He challenged and shaped
me as a communications/marketing professional, and, earlier in my life, invested
time to help this poor, underachieving
kid from a bad neighborhood see opportunities rather than limitations.
USG: What would you like your industry legacy to be?
RS: A legacy is something for people
more important than me. I can’t even use
the word without snickering. If there
were anything I’d be remembered by, I’d
hope it would be for integrity and promoting understanding. My favorite definition of “brand” is “a shortcut to
understanding.” The core of real brand
building, at least in the business-to-business realm, is building understanding.
USG: What would you be doing for a
living if not what you do now?
RS: I love what I do and, in all honesty, can’t imagine myself doing anything else. If not here in the glass
industry, I’d be somewhere else building bridges to understanding and communicating value.
USG: Do you have a favorite
quote/saying you could share?
RS: Often attributed to Abraham Lincoln, it goes something like this: “When
your only tool is a hammer, every problem tends to look like a nail.” I see its truth
in advertising as well as the glass industry.
Manufacturers or marketers will tout
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their products as the best solutions for
your problems (no matter what the problem). For example, there are glass makers
who have only one platform for making
low-E coatings and flog that particular
technology regardless of the application.
I value our position at PPG, where we operate multiple platforms and can discuss
the advantages and limitations of each
from a base of knowledge and credibility.
Earnest Thompson
currently serves as director of global corporate
marketing and branding
for Guardian Industries
Corp. He earned his
bachelor’s degrees in political science
and psychology from the University of
Michigan, with graduate studies in public health and hospital administration
(marketing) there as well. His first position in the glass industry was his current position with Guardian, which he
began in September 2005.
USG: By what standard do you measure your own success?
ET: In a business context, it’s adding
value every day—making a positive
difference in my company’s brand position, making sure our value propositions are clear.
USG: What is your biggest business
pet peeve?
ET: Someone who is a lot of talk and
no action.
USG: What do you think is the biggest
challenge for the industry right now?
ET: Making glass innovations a more
valued element of the products and
projects we’re in.
USG: By whom are you/have you been
influenced the most?
ET: Tom Keller, my mentor at Siemens.
He is from Brooklyn and taught me that
each day calls for a combo of both street
smarts and business skills. Don’t over(or under-) emphasize either. (Plus,
Guardian folks continue to “school” me
on glass every day.)
USG: What would you like your industry legacy to be?
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ET: Legacy is a daunting word that
not many get to use, but building
brands in our industry that mean
something outside it is something to
shoot for.
USG: What would you be doing for a
living if not what you do now?
ET: I guess it’s too late to play shortstop for the San Francisco Giants so I’ll
settle for blogging about the Giants and
Raiders.
USG: Do you have a favorite
quote/saying you could share?
ET: “The team. The team. The team.”
–Michigan football coach Bo Schembechler. Even Steve Jobs didn’t win
alone for all of his legend. It takes a
team to take an organization to the top.
Karen Zipfel currently serves as the director of marketing for
Kawneer North America,
an Alcoa Co. She earned
her bachelor’s degree in
communications from Western Connecticut State University, graduating
magna cum laude. Her entry in the
glass industry came with her first position at Kawneer, for which she was
hired in December 1991 as marketing
communications manager.
USG: By what standard do you measure your own success?
KZ: Never settling for mediocrity or
the status quo. Always learning, growing and helping others grow and, in
doing so, having fun and the courage to
overcome whatever challenges that may
present themselves along the way. Incorporating professionalism, new ideas
and excellence in whatever I do and
motivating others to do the same.
USG: What is your biggest business
pet peeve?
KZ: When someone insists “it can’t
be done” and isn’t willing to think outside the box.
USG: What do you think is the biggest
challenge for the industry right now?
KZ: There are still many challenges to
be faced coming out of the downturn. In
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Influence
A Matter of

continued

any market, creating differentiation is
critical and I see this as one of the biggest
challenges to help sustain leadership and
growth for us and our customers.
USG: By whom are you/have you been
influenced the most?
KZ: I have been influenced most by
the many selfless heroes of 9/11 who
showed us what it really means not to
quit or give up. They are truly examples
of people who had the courage to make
a difference!
USG: What would you like your industry legacy to be?
KZ: I would like to be thought of as
someone who is dedicated and passionate about our company and
brand; who helped contribute to our
industry-leading position; and as
someone who left a positive influence
on her colleagues, consistently

An Evolving Industry

One of the most telling signs of how rapidly the glass
and glazing industry has changed is taking a look at
the last Most Influential, printed in the October 2008
issue of USGlass. Take a look at how names and companies have changed in just a few short years by
clicking here.

demonstrating a high level of creativity and integrity. I hope my colleagues
will consider me someone they could
count on, who set a strong example
within our business and the industry,
and as someone who in some way
helped make a difference.
USG: What would you be doing for a
living if not what you do now?
KZ: At one time, I thought I might
like to own my own business; an ad-

vertising agency or public relations
firm. However, I love what I do; my
passion is marketing and branding
and I am fortunate to be part of a
highly recognized company with a
market-leading brand.
USG: Do you have a favorite
quote/saying you could share?
KZ: “It’s easy to make a buck. It’s a lot
tougher to make a difference.” –Tom
Brokaw ■

USGlass Salutes

The 2012 USGlass
Most Influential People
Congratulations to all those named to this year’s list.

™
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If you'd like to submit a nomination for a
future list, please email special projects
editor Megan Headley at mheadley@glass.com.
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The Next Frontier
Thermal Optimization
of Insulating Glass Units
Editor's Note: The following article is
adapted from a white paper by Mike
McHugh, president of Integrated Automation Systems in Solon, Ohio, which was
presented during the recent Glass Processing Automation Days in Cleveland, Ohio.

T

he insulating glass (IG) business
has gone through continuous
transformation in the last 30
years. With all the improvements that
have been introduced to our industry, it
is difficult not to be impressed. Although
each was often labeled “incremental” and
not worth the investment, the accumulation of these options have resulted in a
much higher performing and better
quality insulating unit than produced in
the past. It was never a question of
whether a fabricator was going to adopt
these changes—only when! Competition and the free market have relentlessly
driven our industry to improve.
Measuring performance has been a
great concern in the past. Claims were
made by individual companies, and it
was largely left to consumers to decide

who was right and who was misleading.
Terms such as emissivity, spectrally selective, warm edge, krypton, enhanced
and center-of-glass values all sounded
good in a sales pitch, but what did they
mean? Energy Star has provided a platform to answer this question. It has created a level playing field on which our
industry must compete.
At last, we can all strategize exactly
where on the cost value curve we would
like to reside in the design and construction of high-performing fenestration products. While there have been
way too many changes to explore in this
document, the accumulation of these
changes now presents us with a new
challenge: How do we best combine all
these improvements to produce the
highest performing insulating unit that
is both durable and cost-effective?
Among many options to consider are:
• Hard coat or soft coat;
• Single, double or triple silver coating;
• 4th-surface coatings in two-pane units;
• 6th-surface coatings in three-pane
units;

Argon and Krypton Cost Assumptions
and Airspace Gap Dimensions
Argon cost per liter
Argon waste conventional
Argon waste intelligent filled
Krypton cost per liter
Krypton waste conventional
Krypton waste intelligent filled

$.002
66%
66%
$1.20
50%
3%

When calculating these gases in asymmetric airspaces, the gaps were
modeled this way:
Unit type
Gap 1
Gap 2
Asymmetric A
0.479
0.25
Asymmetric B & C
0.417
0.31
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•
•
•
•
•
•

Double-pane vs. triple-pane;
Symmetric vs. asymmetric;
Edge effect of spacer;
Argon, or krypton, or air;
Argon, and krypton, and air; and
Overall IG unit thickness.

Scope and
Purpose of Analysis

The purpose of this analysis is not only
to provide specific answers to the
cost/value question, but also to demonstrate a methodology to evaluate the cost
of different IG process options and compare it with the resulting U-value for a
generic vinyl window. Although your
window is not generic, and—and it may
not even be vinyl—using this model for
all comparisons enables you to gain a
sense for alternative ways to improve
your window using your IG package.
Using this methodology provides a better understanding of both the cost and
ability to affect performance. It is exciting to be conducting an analysis that does
not discuss “center of glass” or even the
U-value of an entire unit, but only its contribution as a component of a window.

Segments and Base
Unit for Cost Comparison

To help make sense of this analysis,the
market was broken into three segments
based on window glazing pockets:
• 3⁄4-inch units;
• 7⁄8-inch units; and
• 1-inch units.
The base unit is a 3⁄4 -inch two-pane with:
• 2.5-mm clear panes (for purposes of
the test Quanex used Clr-28.CIG
measuring .110);
• Stainless steel spacer;
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Krypton Consumption Using
Conventional Filling Methods

the gas consumption for conventional krypton filling was derived from a
test that generated the data curve below:

• 0.563 air space;
• Air-filled; and
• 2.5-mm double-stack low-E (for this
purpose we used PPG Solarban 60).
The 3⁄4 -inch unit above is used as the
base. The cost to upgrade from this
base to the different unit designs considered was then taken into account.
The same incremental costs were used
consistently for all designs. Keep in
mind that if you regard the process as
a credible way to make evaluations, it
would be relatively easy to substitute
your particular numbers for cost considerations.

Intelligent Gas Filling

the gas consumption for intelligent gas filling tested with the following results:

Cost for Upgrades to
Achieve Targeted U-Values

The generic window in question incorporates 10 square feet of glazing.
The assigned upgrade option costs
below are per window:
• Additional double silver coating: $3.70;
• 4th-surface coating: $6;
• Spacer upgrade for each 1⁄8 inch:
$0.80; and
• Estimated cost to go to a triple IG: $10.

Cost Performance
Measurements

We would like to thank Quanex Corp.
for its assistance in modeling the performance of the various units in this
presentation. The intention is to show
not only what U-values can be achieved,
but to display (by segment) the incremental cost of achieving each particular U-value. It was an intention to use
this process to ultimately depict the optimized (cost vs. performance) U-value
opportunities in the three different
window packages mentioned.

Gas Consumption Costs

the gas consumption cost based on the above graphs is calculated to be:

the data chart for conventional gas filling shows a 59 percent loss. We elected
to use a more conservative loss rate of 50 percent when calculating the cost for
90 percent krypton with conventional filling.
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The Next Frontier
continued

Understanding
the Payoff of
Asymmetrical Triples

In order to understand why 1-inch
asymmetric triples are likely to play
a larger role in the future of residential insulating glass, it is necessary to understand how different
insulating gases interact with air
space dimensions:
Observations
• Please note how air, argon and
krypton all have peak performances in differing gap widths.
• Also note how a mixture of 80%
krypton and 20% argon has a
slightly better performance when
compared to 90% krypton and
10% air.
• Upon further investigation, we
have found that 90% krypton and
10% air can be replaced with 80%
krypton, 15% argon and 5% air.

Data for Asymmetrical Triple Pane

After understanding the significance of air space optimization, we decided to model a 1-inch IG unit that takes advantage of near optimal spacing for krypton in one chamber, and argon in the next. Following is the data for windows
with a 1” asymmetric triple pane unit:

Observations:
• Although interior coatings (4th surface on 2 pane, and 6th surface on triples) gains 4 u-value points on a double unit,
it only contributes 1 point to a triple.
• Using optimal airspaces for the proper gas has allowed us to achieve similar performance for a lower cost.
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Data for Windows with a 3⁄4-Inch Unit

Observations
1. It is no surprise that for only $.03 per U-value point, argon can lower U-value from .33 to .30. this is why you see little
low-E IG without argon gas.
2. Unit 3 is an example of how better U-values can be achieved in a cost ineffective manner. It also demonstrates why 90
percent krypton is usually a poor choice in wide airspaces.
3. Unit 4 is an excellent example of one way a unit can be optimized. Note the construction upgrade cost of $6.08 yields a .26
U-value, which is .257 rounded up. the next logical upgrade would be adding krypton as in unit 5. this will yield a .250 with
an additional cost of $31.92. A better way to achieve this number may be as in 4A: 40 percent krypton, 65 percent argon
and 5 percent air resulting in a U-value of .254. Like unit 5, this rounded to a .25 but cost approximately $25 less to produce.

Data for Windows with a 7⁄8-Inch Two-Pane Unit

Observations
1. A 7⁄8-inch two-pane unit costs more to make and has inferior performance to the 3⁄4-inch unit above. Although it is not shown
in this study, a 1-inch double-pane unit is even worse.
2. Unit 2 shows that although the 7⁄8-inch unit is always slightly inferior to the 3⁄4-inch unit, because of rounding it can achieve
the same Energy Star rating.
3. Even though the .25 of unit 5 could be achieved with less krypton, unit 4 gets very close to that performance for a lot
less money.
© 2012 USGlass magazine. 540/720-5584 All rights reserved.
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The Next Frontier
continued

Data for Windows with a 7⁄8-Inch Triple-Pane Unit

Observations
1. Units 3 & 4 achieved U-values of .22. Higher cost eliminates unit 4 from consideration.
2. Units 5 & 6 achieved U-values of .21. Higher cost eliminates unit 6.
3. Units 7 & 8 achieved U-values of .20. Higher cost eliminates unit 8.
4. Units 9, 10 and 11 achieved U-values of .19 Higher cost eliminates 10 & 11.
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Data for Windows with a 1-Inch Triple-Pane Unit

Symmetric Triple-Pane IG

Observations
1. Units 2 & 3 achieved U-values of .21. Higher cost eliminates unit 3 from consideration.
2. Units 4, 5 & 6 achieved U-values of .20. Higher cost eliminates units 5 & 6.
3. Units 7, 8 & 9 achieved U-values of .19. Higher cost eliminates unit 8 & 9.
4. Units 10 and 11 achieved U-values of .18 Higher cost eliminates unit 11.
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The Next Frontier
continued

The Most Cost Effective Way
to Achieve Each U-Value Target

the charts on this page re-organize the data into listings sorted by U-value
and show the most cost-effective ways to achieve particular targets.

Conclusion: R-5 Windows
are Cost-Effective

Cost per Sq. Ft. vs. U-Value

• Whatever glazing pocket size you
make, thermal optimization will
play a significant role in your product development.
• There are lots of options using the
noted combinations, and no wrong
answers.
• If there is a wrong answer, it is
that producing an R-5 window is
not cost-effective. With manufacturing cost premium in the range of
$2 per square foot of glazing, the industry can provide solutions to the
rising cost of energy, as well as CO2
reductions.
• The incremental changes have not
stopped happening. The industry
is continuing to develop better
performing products for our customers and the outlook is positive!
• It is clear Energy Star has leveled the
playing field. Window companies
that win in this new competition
will be incorporating thermal optimization as tools for developing future products.

the presenter

M i k e M c H u g h is the
president of Integrated
Automation Systems in
Solon, Ohio.

Calling All Readers

134

What are your thoughts on the future of insulating glass units?
Do you agree with McHugh's predictions?
Please send your thoughts to pstacey@glass.com.
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Conclusions

Based on the results of the cost performance simulations, the three charts on this and the previous two pages list the
least expensive way of achieving a particular U-value in each of the 3 categories discussed:
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Benchmark
Design
Custom Curtainwall Gives
New Research Center
Strength and Style
by Ellen Rogers

W

hen the ocean is your
backyard, even a research
facility should be impressive. And Nova Southeastern University’s
new Center of Excellence for Coral Reef
Ecosystems Science on the ocean side of
Port Everglades in Hollywood, Fla., isn’t
just some ho-hum lab. Designed by the
Washington, D.C., branch of Cannon Design Architects, the 86,000-square-foot
structure is located at the university’s
Oceanographic Center and its National
Coral Reef Institute, funded in part by a
grant from the National Institute of Standards and Technology at a cost of more
than $30 million.
Given its coastal location, only a few
hundred yards from the ocean, the
structure needed a hurricane-resistant
façade that that would also provide the
aesthetics that the owners wanted.
Working in a close collaboration design-build process, Canon Design and
Crawford Tracey in Deerfield Beach,
Fla., designed and built a unique, blue
glass structure, completed this past
May, which out-performed all of the
given requirements.

Design Details

Comment
On This Stor y

www.usglassmag.com/de/0812p137
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The project’s glazing square footage
is roughly 25,000 square feet with
panel sizes ranging from 5 x 9 feet
to 3 x 11 feet.

According to architect Andy Smith
with Cannon Design, the owners weren’t
looking to create a typical box structure.
Instead, the goal was to create a structure with dynamic forms, representative
of the ocean waves and motion.
“[Owners wanted to] maximize
transparency to the north side and take
advantage of spectacular coastal views
on all sides,” says Smith, noting that at
the same they would have to “use materials and systems that would meet the
necessary Notice of Acceptance (NOA)
requirements and be resilient in this incredibly harsh coastal environment.”
The result is an elliptical-shaped
structure that features a custom, structural silicone-glazed curtainwall that
Crawford Tracey developed and tested
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specifically for this job.Crawford Tracey,
in fact, was responsible for the design,
engineering, manufacturing and installation of the entire system, a 9-inch extrusion depth curtainwall. PPG’s
Pacifica blue tinted glass was made into
the 9/16-inch overall laminated units for
large missile impact resistance.
The project’s glazing square footage
is roughly 25,000 square feet. Panel
sizes range from 5 x 9 feet and 3 feet x
11 feet. There were more than 800 lites
of glass installed.

Passing the Test

Bill Bonner of Crawford Tracey was the
lead estimator on the project. He says that,
while his company was asked to provide
products that could meet the designated
windload requirements, they actually engineered a system that exceeded the designated performance requirements.
“Because of the building’s unique
shape, it required developing and testing a new system,” says Bonner.“We had
the system on paper and had done a
small job with it, so we went ahead and
did project-specific hurricane testing
for this one and we were able to far exceed the requirements for this building.
The engineer of record was set on the
design pressure being at the high end,
so we had no problem meeting that.”
Bonner points out that the project
has a very wide span, up to 16.5 feet
slab-to-slab.
“Also the shape of the building is an
elliptical combined with an angular design of the skin,” he says.“It resembles a
football stuck together at different angles.” He adds that the high-performance, reflective glass provides a
powerful shading coefficient, which was
important to the architects and owners.
Smith says they chose to work with
glazing products significantly since it
was so important to take advantage of
the views and also maximize the light.
Bonner explains that for this project

With a span up to 16.5 feet slab-to-slab, the glazing in the Nova
Southeastern University project was all tested to meet and exceed large
missile impact requirements.

the glazing system had to meet large
missile impact requirements and had
to pass TAS 201, 202 and 203. The system endured impact testing as well as
pressure testing, which included 4,500
cycles of positive pressure and 4,500 cycles of negative pressure. Water testing
was done as well.
Testing and approval took about six
months, according to Bonner.

Keep it Together

When it comes to constructing a hurricane-resistant project there are many
factors to consider, which are unique to
these systems and performance requirements. For example, Smith says maximizing the glass area while still
maintaining the required mechanical
equipment performance criteria and energy efficiency was a challenge. He adds
that “accommodating the requirements
of the system with regard to span and
modularity while still maintaining the
curvilinear, amorphous form of the
façade,” were also challenging.
Bonner says that compared to nonhurricane projects, everything, simply put, about these designs can be a
challenge.
“The design loads on these projects are much higher compared to
others,” he says. “You have to consider
the design performance of the entire
structure, from the doors to the roof
to the walls.”
The whole process was a collaborative one.

“The project delivery model was design build, which allowed the design
team to work with Crawford Tracey
from schematic design through construction,” says Smith.
Bonner adds,“From a project perspective (based on my past experience) this
could not have been done with off-theshelf products (because of the unique design). It was a good exercise in accurate
costing and working with a design team
to make sure we had the right materials.”
While there are a number of architectural firms that are experienced and
knowledgeable about designing and
building a hurricane-resistant structure,
there are still many who are unfamiliar.
Bonner says it’s critical to evaluate each
project independently from the start and
not base it on previous designs.
“You have to look at each situation independently because the design of each
project is different,” says Bonner. “Design
is one thing; functional design is another.”
And as for Nova’s new research facility?
“It’s a good benchmark for oceanographic design,” says Bonner. “It grabs
the eye.” ■
E l l e n R o g e r s is a
contributing editor for USGlass
magazine and editor of the
Architects’ Guide to Glass &
Metal magazine. Email her at
erogers@glass.com or follow
her on Twitter @AGGmagazine and like AGG
magazine on Facebook to receive updates.
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