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portfolio of high performing architectural aluminum products and systems. Now there’s a new world
of opportunity to design big and build, well, almost anything. When you have access to everything
under the sun, the possibilities are endless.
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How the New LEED Will
Affect Contract Glaziers

I

am in the middle of a GANA sandwich this month, having just returned from
the Glass Association of North America’s annual conference, only to begin
preparations for the upcoming Building Envelope Contractors (BEC) Conference in Vegas later this month. The BEC is always a hotbed of glazing contractor
discussions and networking and I am looking forward to it.
The annual conference was an excellent way to catch up on the association’s
activities as well, and one presentation in particular got me to thinking about
how much the Leadership in Energy and Environmental Design (LEED) program will impact our industry in the future. (See, I was to the point where you
probably are right now, saying, “Oh no, another LEED story!” to yourself, but
LEED continues to be adopted as code around the country and you will not escape its reach, even if you want to.) Saulo Rozendo, part of the high-performance building solutions team at Dow Corning Corp., gave an excellent
presentation about the implications of the coming changes in LEED and the International Green Construction Code (IgCC).
Here are the top five ways I expect the updated LEED green building certification program will affect the way contract glaziers do business:
1. You’ll be doing alternative designs and analysis. LEED has always encouraged building designers to include analysis of alternative designs for energy
load reduction. Under LEED 2012, it will be mandatory to do so. So you’ll want
to select at least five of those façade elements* and create a minimum of two scenarios that show there is an opportunity for reduced energy loads.
2. You’ll be involving manufacturers more. The new LEED regulations
will make it necessary for manufacturers to be present in project meetings
and during design development. Manufacturers will be called upon to answer more questions about the proven performance of their products. Manufacturers also will need to provide detailed life cycle analysis info about
their products as well.
3. You’ll be doing more work earlier, even before you have the job. The
new LEED regulations will make it very difficult to use a conventional “we
draw it, you bid it and get it, then we collaborate” scenario. LEED will only
hasten the coupling of architect and contractor with glazing contractor
prior to job award. There will need to be extensive collaboration in order to
be able to provide the data needed for LEED. Most of the big guys are already playing this way—in collaboration on potential jobs very early in the
design/build process—and they like doing so, but it will cause you to
change how you gain work in the future.
4. You’ll have to make the case for glass yet again. And this time for a
whole new set of reasons. The new LEED rules take into account a building’s
potential for economic and social revitalization. The LEED-masters have recognized that constructing a LEED platinum building that sits unoccupied
may, in reality, do more harm than good to the environment. So with the new
regulations the effect of the building on the economic and social vitality of
an area also is being judged. Glass has a great story to tell here, but you are

4

continued on page 78
USGlass, Metal & Glazing | March 2012

Publisher

Debra A. Levy
Extension 111 • deb@glass.com

Editor

Penny Stacey
Extension 148 • pstacey@glass.com

News Editor

Sahely Mukerji

Extension 194 • smukerji@glass.com
Special Projects Megan Headley
Editor Extension 114 • specialprojects@glass.com
Contributing Tara Taffera, vice president
Editors Extension 113 • ttaffera@glass.com

Charles Cumpston
Extension 0 • ccumpston@glass.com

Katie O’Mara
Extension 130 • khodge@glass.com

Ellen Rogers
Extension 118 • erogers@glass.com
Circulation
Director
Managing
Editor
Graphic
Artist
Advertising
Coordinator
Events Manager

Thomas Cory
circulation@glass.com

Dawn Campbell
Extension 150 • dcampbell@glass.com

Cari Cayton
Extension 132 • ccayton@glass.com

Nickie Blount
Extension 131 • nblount@glass.com

Tina Czar
Extension 115 • tczar@glass.com

Event
Coordinator
Marketing
Director
Customer
Relations Mgr.
Web
Developer
Video
Producer
Administrative
Assistant

Midwest

Ally Curran
Extension 133 • acurran@glass.com

Holly Biller, vice president
Extension 123 • hbiller@glass.com

Janeen Mulligan
Extension 112 • jmulligan@glass.com

Bryan Hovey
Extension 125 • bhovey@glass.com

Chris Bunn
Extension 121 • cbunn@glass.com

Erin Harris
Extension 0 • eharris@glass.com
Published by
Key Communications Inc.
P.O. Box 569
Garrisonville, VA 22463 USA
540/720-5584; fax 540/720-5687

Advertising Offices:
Lisa Naugle

Associate Publisher
lnaugle@glass.com
Phone 312/850-0899 Fax 312/277-2912
Northeast & Contact Publisher Directly
Eastern Canada deb@glass.com
Phone 540/720-5584 x111 Fax 540/720-5687
Southeast Scott Rickles
srickles@glass.com
Phone 770/664-4567 Fax 770/740-1399
West Coast & Josh Lentz
Western Canada jlentz@glass.com
Phone 206/283-6762 Fax 888/786-8777
Europe Patrick Connolly
patco@glass.com
99 Kings Road, Westcliff on Sea
Essex SS0 8PH ENGLAND
Phone (44) 1-702-477341 Fax (44) 1-702-477559
China & Asia Sean Xiao
sxiao@glass.com
Rm.403, Block 17, Wuyimingzhu
No.6 Jinshan Road,
Fuzhou, Fujian, 350001, China.
Phone (86) 591 83863000
All Others Contact Publisher Directly

MEMBER,

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

Contents

Zoom Fit
Search

+

Archives

–

I<
E-Mail

<

>

>I

Subscribe

How Guardian SunGuard
helped build a better school.
With light.
Well-daylighted classrooms enhance student performance. That’s
why TowerPinkster selected Guardian SunGuard SuperNeutral 54
on clear for Linden Grove Middle School in Kalamazoo, Michigan.
With 54% visible light transmission, SuperNeutral 54 allows plenty
of natural light into a building. But with a low 0.28 solar heat gain
coefficient, heat gain is minimal. The result: TowerPinkster achieved
natural daylighting in every classroom while keeping energy costs
down. For complete performance data—and other ways Guardian
SunGuard can help you Build With Light—visit SunGuardGlass.com.
Or call 1-866-GuardSG (482-7374).

LINDEN GROVE MIDDLE SCHOOL
KALAMAZOO, MI
ARCHITECT: TowerPinkster
GUARDIAN SELECT FABRICATOR:
Trulite Glass & Aluminum Solutions
GLAZIER: Architectural Glass and Metal
GLASS: SunGuard SuperNeutral 54

© 2012 Guardian Industries Corp.
SunGuard® and Build With Light® are trademarks of Guardian Industries Corp.

See Us at the BEC Conference

Please order glass samples for accurate color evaluation.
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GANAPerspectives

Ask Not What You Can Do for GANA …

R

But Ask What the BEC Division Can Do for YOU!

by Ashley M. Charest

ight now we at the Glass Association of North America
(GANA) understand that you
and your business need to leverage
every single opportunity. Check out
some of the many opportunities that
GANA, and, specifically, its Building
Envelope Contractors (BEC) Division,
provide to keep your glazing business
at the top of its game.

NETWORKING AND EDUCATION
As with every profession, contract
glaziers need to be in constant communication with architects, vendors,
and even each other. This helps your
company find out about new projects
and products, and allows peers to interface with each other regarding common problems, new ideas and just a
general sense of community. Each year
GANA hosts the BEC Conference,
which is a mixture of education, product information and, most importantly, networking. The 2012 BEC
Conference is being held March 18-20
in Las Vegas. We hope you will make
time in your schedule either this year
or next to visit with peers and vendors
to add another layer of information to
cement your future success. Visit us
online www.glasswebsite.com to learn
more about the conference, including
post-event coverage.

Looking for More?

6

Turn to page 52 for an
overview of the Building
Envelope Contractors
Conference,
March 18-20 in
Las Vegas.
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Our organization is
here to better the
industry as a whole,
which is why our
members devote
countless hours to
creating technical
and educational
documents.
MEMBER DISCOUNTS
Already a GANA member? That’s fantastic, because the association offers
you additional educational resources at
significantly reduced prices. Do you
have a new project manager or just
want to standardize operations within
your facility? Check out GANA’s Project
Managers Reference Manual. This document provides procedural guide references that begin with the estimating
and contract processes, the establishment of the project team, and continue
through installation and project closeout. The manual places emphasis on
finishing a quality project that adheres
to industry standards.
Hiring new employees? Have them
take a correspondence course on blueprint reading. GANA’s Blueprint Reading and Labor Estimating Course
is designed for beginning estimators in the contract glazing business. It is intended to provide the
beginner with many of the basic
facts about the materials used as
well as a basic systematic approach to estimating metal, glass
and labor.

COMPLIMENTARY ONLINE DOCUMENTS
Not a GANA member? Our organization is here to better the industry
as a whole, which is the reason our
members devote countless hours to
creating technical and educational
documents that address specific
questions within our industry. With
more than 30 complimentary Glass
Informational Bulletins online and
being used by tens of thousands in
the industry, GANA has worked to
address issues and concerns such as
items commonly missing from fenestration system documents and bid
considerations for contract glazing
proposals. We have also started a series of white papers on LEED and
how glazing can help achieve valuable
credits.
More of a visual person? Check out
our complimentary online videos that
show how glass products are made or
visit our podcast section that discusses trends, issues and upcoming
products, as well as interviews with
the top people in the industry.
With these opportunities, you can increase knowledge that will help you
grow your business. And once you have
established your growth trend, we’ll
look forward to your further involvement in GANA, helping us develop additional resources for the contract
glazing industry. ■

A s h l e y M . C h a r e s t is
the account executive of the
Glass Association of North
America (GANA).

www.usglassmag.com
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this envelope
delivered
When others say no, Oldcastle BuildingEnvelope™ says yes.

“When you are designing complex, custom operable windows, you need
to rely on experts,” said Robert Siegel, Principal and Founding Partner
of Gwathmey Siegel & Associates. Siegel’s firm has been called one
of the ten most influential architectural firms by Architect Magazine.
And while most manufacturers promise the moon and the stars when

specified to close the building envelope. To learn more, call us at

“Oldcastle BuildingEnvelope™
provided precisely what was
needed. These windows are
faceted or angulated, with
outside corners at the
condominium levels that
are all glass. Residents
enjoy a stunning view of
midtown Manhattan,”
said Robert Siegel.

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

Origami by Robert Lang

it comes to customization, many simply can’t deliver. In fact, on a
recent project, Oldcastle BuildingEnvelope™ was brought in to design,
engineer and manufacture custom windows when another manufacturer
could not execute. And custom-engineered architectural windows
are just the beginning. We are the leading manufacturer of products
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visit www.usgnn.com™ for news every day

Trainor Glass Closes All Nine
Locations, Releases Employees

T

rainor Glass, a contract glazier that
most recently was based in Farmers Branch, Texas, abruptly closed
its doors in February. The company
closed all nine of its locations and released all of its 400 employees, according
to sources close to the situation.
Just one year ago the company, originally of Alsip, Ill., was named the largest
contract glazier in the country with
sales of $173 million in nine locations.
For 2011, the company reported that it
achieved annual sales of $110 million—
a 36.4 percent drop from the previous
year. In fact, USGlass received the latest
numbers for 2011 for its annual list of
the country’s top contract glaziers less
than one week before the company announced its closing (see related story on
page 24).
Vendors and creditors say they began
to suspect the news that the 59-year-old
glazing contractor was closing early in the
day on February 21. “We started getting
calls from general contractors asking us

Just two years ago, Trainor Glass opened this new design center in Chicago.

how much money Trainor owed us,” said
a Northeast contract glazier. “I called a
couple of guys down there, and they said
they didn’t know. Then, I got five calls
within an hour from Texas, Richmond
[Va.] and North Carolina all asking the
same question.”
Another representative at a commercial construction services firm in Charlotte, N.C., added that the firm is going
through its books now to see how much
money Trainor owes it.
“They owe money all over the place

Grey Mountain Acquires Hawkins
Glass Flat Glass Division Assets

rey Mountain Partners of Boulder, Colo., has acquired substantially all of
the assets of the flat glass division of Hawkins Glass Wholesalers LLC in
Stafford, Va. The acquisition was made through Grey’s wholly owned entity, Hawkins Architectural Products LLC.
Hawkins Architectural Products is a fabricator, seller and distributor of flat
glass and acrylic products for the construction and glazing industries. The company serves a customer base primarily located in the Mid-Atlantic.
“We are very excited about the addition of Hawkins Architectural Products to
our growing presence in the architectural glass and metal fabrication space,”
says Beth Lesniak, vice president of Grey Mountain.
Industry veteran Arturo Carrillo, who recently joined Grey Mountain, led the
acquisition (see related story on page 48).

G
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and particularly so to the unions,” says a
longtime industry professional familiar
with the situation. “This is going to be a
real mess.”
Another person familiar with the situation says Trainor’s closure was not entirely unexpected because it has been
increasingly difficult for the company to
secure materials.“Once your vendors cut
you off, that’s it,” he says.
In January this year, Trainor auctioned
off everything from its Chicago office and
four other operations, and released 20
people from its engineering group, says
another contract glazier in Dallas.
In March 2011, the company consolidated several core business units and
plant production (see related story in April
2011 USGlass, page 18).
“This is unexpected,” said a Northeast
contract glazier.“People thought they’d go
to Chapter 11 and reorganize, but not
close shop.”
Just one day after the closure, trustees
of the Indiana State Council of Roofers
Health and Welfare Fund filed suit against
Trainor alleging that the company ceased
making its pension and health and welfare fund payments on behalf of its employees, required under its agreement
with the fund, in November 2011.
The company had not filed for bankruptcy at press time. ■
www.usglassmag.com
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WINDOWS • CURTAIN WALL • ENTRANCES • STOREFRONT

The #1-specified commercial window manufacturer offers even more.

X

E ACT LY.
All of the factors that have made EFCO the #1-specified brand of commercial windows are also
built into our curtain wall, entrances, and storefront. Cutting-edge design. In-house engineering
services. High-performance thermal capabilities. And more. Add the perfect combination of
beauty and performance to your projects. It’s all available with EFCO. Exactly.
To learn more, call 1-800-221-4169 or visit efcocorp.com.
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© 2012 EFCO Corporation
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CompanyNews
AGC Optimistic; Plans to Restart
Idled Float Line in Tennessee

A

GC Glass Company North
America is planning to restart
its idled G1 float glass line located at its Greenland manufacturing
plant in Hawkins County, Tenn., toward
the end of the year. The line has been
shut down since 2008.
Company officials say that “market
conditions have become favorable
enough to restart the line.” AGC plans to
hire approximately 100 employees
when the line is reactivated.
“We are pleased to announce our plans
to restart the G1 float line in Tennessee,”
says Mark Ishiko, president and CEO of
AGC Glass Company North America.
“This float line will be an important
boost for our company as we seek to grow
our glass business in North America. G1

will manufacture float glass
to serve both the architectural and automotive markets. We plan to service the
growing demands of the
North American automotive
business, and grow our architectural business with
higher quality clear and
tinted float glass.”
AGC’s float glass line in Hawkins County, Tenn., has
He adds, “We believe that been down since 2008. It’s expected to resume
there is an expanding mar- operation toward the end of this year.
ket for automotive and architectural as well as new uses of glass,” AGC hopes to offer the new positions on
says Ishiko. “AGC needs to be in the best the G1 line to the employees who were
position to take advantage of that laid off as a result of the shutdown of
growth. The G1 restart will allow us to be the K1 furnace in Kingsport. In addition to re-opening the float line, AGC ofready as markets move upward.”
According to the announcement, ficials say they plan to install new
environmental control equipment.
Construction is expected to begin
this summer.

Dlubak Launches New
Powder Coating Company

lubak Corp., a Blairsville,
Pa.-based glass fabricator,
has launched Dlubak Powder Coating and Designs in Kittanning, Pa. The company utilizes
a process that transfers designs
and graphics, wood grains, marble and stone, and photographs
to aluminum, steel and ceramic.
Applications include storefronts, Dlubak Powder Coating and Designs’
aluminum extrusions, curtainwall, new facility features several large
facades, doors, windows, and au- ovens, an automated production line
tomotive components, according and 3D decorative equipment.
to the company.
The new facility is equipped with large ovens, an automated production line,
and 3D decorative equipment, and can handle both small, custom applications and large production runs.
❙❙➤ www.dlubakpowdercoating.com

D
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❙❙➤ www.agc-group.com

JE Berkowitz
Expands Capabilities

JE Berkowitz LP (JEB) in Pedricktown,
N.J., is adding two new manufacturing
equipment lines, both to be installed in
the second quarter of 2012. The Enviroscreen™ silk-screened glass line increases capacity size to 84 by 168 inches.
The equipment, including a drying oven,
will increase the capacity, size and technical capabilities of the line.
In addition, the fabricator will add an
upgraded automated continuous spacer
bending line and desiccant filling machine in the manufacture of its Winduo™
insulating glass units. The equipment will
provide continuous bent corner spacer
frames for both aluminum and stainless
steel while offering an additional warm
edge spacer option.
❙❙➤ www.jeberkowitz.com ■
www.usglassmag.com
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Our technology –
your success
Let Grenzebach improve your Float Glass Quality
We offer
● reliable real time high end glass inspection systems
● advanced defect detection
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GlobalUpdate
Glaston Sales Down; North American
Demand for Machines ‘Weak’

G

laston of Finland has reported
a 4.9 percent drop in 2011 net
sales compared to the previous year, according to the company’s
2011 financial report. Consolidated
net sales totaled $189.7 million (142.7
million EUR), down from $198.6 million in 2010.
Company officials have attributed
the loss to market conditions.
“In 2011 Glaston’s operating environment and market situation remained challenging,” says Arto
Metsänen, president and CEO. “At the
beginning of the year there were signs
of growth, but in the second half the
problems of the world economy were
reflected in our customers’ willingness

to invest and led to the postponement
of larger investment decisions.”
The cautiously positive development
of the glass fabricating market in the
early part of 2011 slowed in the second
half of the year, according to the report.
In North America, demand for machines remained weak, the report says.
The South American market held
its own throughout the year. In Western Europe, demand remained weak,
while in Eastern Europe the glass processing machine market picked up at
the end of the year. In Asia, the leveling off of the market that began in the
second quarter continued in the second half of the year.
Orders received in the machines

PPG Completes
Acquisition of Dyrup

PG Industries of Pittsburgh has completed the purchase of European coatings company Dyrup A/S, based in Copenhagen, Denmark, from its owner,
Monberg & Thorsen (M&T), according to the company. The final transaction
value, including assumed debt, was $150 million USD (115 million EUR), subject to customary post-closing adjustments. M&T is a public holding company
“We are pleased to begin the processes of integrating Dyrup and its many
highly skilled employees into our European business and of securing the future
for Dyrup’s brands and customers,” says J. Rich Alexander, PPG executive vice
president who leads all of the company’s architectural coatings businesses.
“The acquisition of Dyrup will help grow PPG’s presence in several key European countries where PPG today has little or no architectural coatings presence, as well as broaden our product offerings.”
Dyrup, a European producer of architectural coatings and specialty products, had 2010 sales of approximately $270 million USD. It employs 950 people and operates six manufacturing facilities in Europe. Dyrup’s brands include
Bondex, Gori and Xylophene, and its products are sold primarily in Denmark,
France, Germany, Portugal, Poland and Spain through professional and do-ityourself channels.
❙❙➤ www.ppg.com
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segment totaled $118.6 million in
2011, according to the report. In January-December 2011, machine net
sales totaled $119.6 million, down
from $126.3 million in 2010.
The restructuring of the machines
segment was completed in July when
the previously separate pre-processing and heat treatment factories in
Brazil were combined into a single
manufacturing facility.
Compared with the previous year,
the services segment grew in Asia,
South America and North America.
Orders received in the services segment totaled $41.6 million in 2011. In
January-December 2011, net sales totaled $41.3 million, compared to
$42.5 million in 2010. During the year,
no significant changes took place in
the segment’s worldwide maintenance
service network and number of service locations.
The software solutions segment’s
most significant market areas in 2011
were Central, Western and Northern
Europe, North America and Japan, according to the report. Orders received
in the software solutions segment totaled $27.8 million in 2011. In January-December, the net sales of that
segment totaled $31 million, compared to $32 million in 2010.
Glaston officials expect that 2012
net sales will be at least at the 2011
level and that the operating result will
be positive. Growth in the Asia market is expected to level off. In North
America and the EMEA (Europe, the
Middles East and Africa) area, the
market will also continue to be challenging. The positive development of
the South American market is expected to continue.
❙❙➤ www.glaston.net ■
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Peels off.
Pays off.
All job site cleanup should be this easy. At least window cleanup is a breeze with Preserve® on your
windows. Preserve is a clear, removable protective film that we apply to insulating glass (IG) units.
It protects windows throughout construction. When the job is done, builders or remodelers simply peel
off Preserve and throw it away – along with dirt, paint spatters, stucco, even labels – saving hundreds
of dollars on cleanup. Because Preserve protects against scratches, it also means fewer backorders
and remakes. That’s quite a pay-off. For information, visit www.cardinalcorp.com.
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Energy Environment
IGMA General Meeting Sees Growth,
Formation of New Task Groups

T

he Insulating Glass Manufacturers Alliance (IGMA) of Ottawa, Ontario, held its annual
general meeting in Tempe, Ariz., in
early February.
The newly created Emerging Technology and Innovation Committee
met on February 1. “The decision to
create this committee was to handle
more research-oriented activities as
opposed to standards oriented activities,” said Tracy Rogers of Quanex,
who also serves as director of industry relations and advanced technology for IGMA. The task groups under

glazing guidelines.”
The Gas Permeability group will
look at how IG is tested for gas retention, Rogers said.
“Gas permeability is a factor, but
not the only factor, of gas loss,” Webb
added. “So, it’s going to be much more
expansive now. That’s what the manufacturers wanted. Two questions
consumers ask [are]: Is it there, and
how long will it stay? We’ll do a field
correlation study on gas-filled units.”
Mocon of Minneapolis, which does
testing for gas permeability inside
IGs, will look at measuring exotic

It is of strategic importance to the
window industry. It’s going to be like a
nutrition label for your window.

—Helen Sanders,
SAGE Electrochromics

that committee are: Gas Permeability; Mocon; Vacuum Insulated Glazing (VIG); and NREL (National
Renewable Energy Laboratory) Advanced Fenestration Testing.
“The VIG is a new task group that
will develop a white paper, then a test
standard specific for VIGs,” said
IGMA executive director Marg Webb.
The white paper should be done in
the next year, said Dave Cooper, advanced IG program leader at
Guardian Industries of Auburn Hills,
Mich., and president of IGMA. “Another item on the VIG task group is
to review VIG documents/collateral
related to specifications/protocol
worldwide,” he said. “We also talked
about a VIG education document,
more like a presentation, and VIG
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gases, such as krypton and argon,
she said.
The NREL group is developing a
means for more stringent testing for
IGs, according to Rogers. “The NREL
is starting research with some new
equipment that they’ve developed,
but testing hasn’t started yet,” he said.
IGMA’s Life Cycle Assessment group
also met under the Emerging Technology and Innovation Committee.
“The four industry associations,
the Glass Association of North America, IGMA, the American Architectural Manufacturers Association, and
the Window and Door Manufacturers Association got together to participate in this to create product
category rules,” says Helen Sanders,
head of the Emerging Technology

and Innovation Committee and vice
president of technical business development for Sage Electrochromics
in Faribault, Minn. “We’ve been
meeting with the other stakeholders
such as UL Environment and University of Minnesota Center for Sustainable Design. We’ve had two
face-to-face meetings and many conference call meetings. We’re continuing to work on the draft, with
another conference call coming up as
well as more in-person meetings.”
It’s a work in progress, Sanders
says. “The associations are working
really well together to represent the
fenestration industry,” she says. “It is
of strategic importance to the window industry. It’s going to be like a
nutrition label for your window. It’s
going to be like the next NFRC [National Fenestration Rating Council]
kind of label, not performancebased, but based on the environmental impact of your product through
its lifetime.”
Product category rules will lay a
level play field for the industry, because everybody’s environmental
declaration will be based on the
same rules, Sanders says. For example, the draft states how to calculate
energy usage of the fenestration during the time it is installed in a building using energy building models. “It
says you’d use a certain energy calculation program with a certain
building design with a specified window area, so you get an apples-to-apples comparison from window to
window,” Sanders says.
The completion date for the LCA document is not known yet, Sanders says.
IGMA’s summer meeting is scheduled for June 4-7 in Ottawa.
www.usglassmag.com
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Energy Incentive Proposal
Faces Skepticism

Glass professionals remain doubtful of a recently announced proposition by President Obama to increase
the energy efficiency of the industrial sector by providing new incentives for manufacturers to upgrade
equipment to lower energy use in
their facilities. The goal of the incentives would be lower to lower manufacturers’ energy bills by $100 billion
over the next decade.
“I’m skeptical that these energy-efficiency incentives will be made in a

Zoom Fit
Search

meaningful way,” says Arlene Z. Stewart, president of AZS Consulting Inc.
in Gainesville, Fla. “The devil is always
in the details. … Competitive companies have already made the ‘low-hanging’ energy upgrades because that’s
what makes economic sense—not
wasting their profits is one of the
things that keep them competitive.
What they really need is a boost to
make comprehensive deep energy upgrades that have longer payback periods. Remember, the glazing industry
uses facilities that stay on for 15 years
at a time—that’s an eternity com-
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pared to a Wall Street quarter.”
Congress traditionally has not
funded those because of their big
price tag, Stewart says. “Instead they
fund small ‘Band-Aid’ amounts that
go to companies [that] arguably
should have made the same changes
their competitors did—so we reward
companies for being slow and backward, something completely antithetical to a free and fair market,” she
says. “Alternatively, the economy has
already weeded out a lot of marginal
continued on page 18
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Energy&Environment
continued

LEED Retrofits Increase
High-Performance Demand

he fact that the square footage of Leadership in Energy and Environmental Design- (LEED) certified existing buildings has surpassed LEED-certified new construction is a positive for the glass industry and a win for the
country, because it reduces energy consumption and increases energy independence, says Oliver Stepe, senior vice president of YKK AP in Austell, Ga.
According to the U.S. Green Building Council (USGBC), as of December 2011,
square footage of LEED-certified existing buildings surpassed LEED-certified
new construction by 15 million square feet on a cumulative basis.
“The renewed focus on modernizing the existing building stock is … certainly
a sign of the times, but more importantly, a clear indicator that improving the
energy performance of the existing U.S. commercial building stock will be a
predominant feature in the marketplace this decade,” Stepe says. “The paradigm shift shall support the creation of more technical and integrated solutions to the building facade and allow building product manufacturers and
contractors to look beyond commodity products and focus more on innovation
and value-added products and services. Though we may see lower square
footage of demand for facades in this decade versus the last, the shift to value
add and expanding the use of natural light will demand higher dollars per
square foot for the facade and at the same time save energy and enhance society’s experience with the built environment.”

T

The refurbishment of existing buildings
has created an enormous opportunity
for the glass industry.

—Valerie Block, DuPont

Valerie Block, LEED accredited professional and senior marketing specialist at
DuPont Glass Laminating Solutions in Wilmington, Del., agrees. “The refurbishment of existing buildings has created an enormous opportunity for the glass
industry,” she says. “High-performance glazing is an integral part of an energyefficient home or commercial building. Besides energy conservation, high-performance glass creates a more comfortable living and working environment.”
However, the comparatively higher cost and hassle of replacing a glazing
system makes it a less common choice for some retrofit projects. To bypass
that, glass and glazing companies are coming up with new technologies,
says Rob Struble, business communications manager, growth initiatives and
performance glazing, for PPG Industries Inc. in Pittsburgh. “For example,
one of our PPG Certified Fabricator Program members ... has a clever system for creating very high-performing insulating glass unit performance
without the expense of tearing out the existing single-pane glazing system,”
he says.
“I hope this and other new technologies make building retrofit more relevant and accessible to the glass industry as a whole, which would, in turn, improve the overall energy and environmental performance of buildings across
the country,” Struble says.
—SM
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companies, so Congress could allocate funds that can’t be spent because
the companies already bought the
Band-Aid, but they can tell their voters they did something for business.”
Earnest Thompson, director of
corporate marketing and brand
management at Guardian Industries
in Auburn Hills, Mich., also takes the
skeptical approach. “This new proposal for incentives and breaking
down regulatory barriers is certainly
welcome,” he says. “The devil is in the
details—at least, that’s how the old
adage goes—so we need to hear a lot
more about what this really means
… It is also worth noting that glass
products are more and more energyefficient in performance every year.
That’s a nontrivial element to this discussion that shouldn’t be overlooked.”
Approximately 35 percent of the energy used to create flat glass is lost as
flue gasses, says Robert Weisenburger
Lipetz, executive director of Glass
Manufacturing Industry Council in
Westerville, Ohio. “This points to the
opportunities present in combined
heat and power (CHP) and waste heat
recovery (WHR) support,” he says. “For
a variety of reasons, there has been almost no new industrial CHP since
2005. WHR remains one of the greatest financial opportunities for efficiency increases, but there are
sometimes legal speed bumps that
trigger the application of more strict
environmental regulations to host
heat-generating processes when such
equipment is installed.”
The cost of energy is the second largest
expense item that glass manufacturers
incur to operate glass melting furnaces,
Lipetz says. “This is second only to the
cost of depreciating the enormous capital
investments. Federal policies that incentivize investment in more energy-efficient
technologies and reduce the regulatory
barriers will pay large dividends in increased domestic productivity, jobs and
reduced energy consumption.”
—Sahely Mukerji ■
www.usglassmag.com
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Pilkington Optiwhite™ low iron glass
Pilkington OptiView™ low reflective glass

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

T

he North American solar industry has experienced 100 percent
growth each year during 2008 to
2010, says Steve Coonen, a building integrated photovoltaic (BIPV) consultant
from Grass Valley, Calif. “Central power
plants dominate the growth with both PV
[photovoltaic] and CSP [concentrated
solar power]. BIPV growth is over 150
percent each year. BIPV still is less than
one percent of the overall PV market.”
In the installed solar power category,
the global market has seen a 17 percent
growth, the North American market has
experienced a 38 percent growth and the
thin-film and CSP markets have grown
72 percent, says Scott Follett, global director of PPG Solar Performance Group,
PPG Industries in Pittsburgh.
More PV growth is expected in the
near future, “and prices [will] continue
to drop and the power value from PV
[will eventually be] equal or lower than
utility-generated power,” Coonen says.
Follett agrees. The trends to watch are
“industry consolidation and continued
downward pressure on module pricing,”
he says.“Both [these are] based upon the
current supply versus demand imbalance.
[There will be] a potential for reduced
willing sources of project financing as the
global economy continues to weaken.”
To grow, the industry needs a consistent federal policy that does not change
year over year, Coonen says.
“Predictability is the key for a quality business plan,” he says. “Each state
has its own (some have no) solar incentive program, which further confuses the market. A broad federal plan
for a permanent—over 10 years—
feed-in tariff that would pay PV plant
owners in the range of 25 cents per
kilowatt hour (kWh) would be of great
benefit industry-wide.”

Continued federal and state assistance, and global
mandates would
help the solar industry grow, Follett
says. “We need increased pressure
on lawmakers to
legislate ‘local content’/made in the
USA specific to
system components. We need
continued and increased emphasis
on supporting the By 2015, PV electricity is expected to be as cheap—or even
U.S. infrastructure cheaper than—grid power.
for the transmission of the power from the power plants 45 percent and 54 percent, as the North
to the communities and grid. The cost American and several Asian markets
per watt still is not at grid parity with- grow rapidly. The U.S. is forecasted to
out incentives, [with] possible excep- become the third-largest solar PV martions [of] some of the larger module ket, behind Germany and Italy in 2011.”
Even though the United States curproducers.”
The glass and glazing industry is rently comprises 6 percent of the world
about to see BIPV use gain real traction PV market, it is projected to increase to
in the near future, says Richard Voreis, 12 percent by 2015, Vorheis says. “Dechief executive officer of Consulting Col- spite a struggling domestic economy,
laborative in Dallas and a member of the U.S. solar PV market will double in
the advisory board of Pythagoras Solar 2011, according to a recent industry rein San Mateo, Calif. “The U.S. Depart- port,” he says.“The United States will be
ment of Energy (DOE) estimates that the fastest growing major market
BIPV fenestration products have the po- through at least 2015. New Jersey is the
tential to generate up to half the elec- fastest growing state in the United
States in PV capacity.”
tricity needed in the country,” he says.
Most of the United States is expected
The global PV market more than
doubled in 2010 with Europe account- to reach grid parity by 2015,Voreis says,
ing for more than 80 percent of this de- and that’s when BIPV use will skymand, Voreis says. “The PV industry rocket. Grid parity is the point at which
generated $82 billion in global revenues PV electricity is equal to or cheaper
in 2010 representing a 105 percent in- than grid power.
The DOE has set a goal of 100 percent
crease over $40 billion in 2009,” he says.
“By the year 2015, it is projected the Eu- of new commercial buildings to be netropean market share will fall to between zero energy buildings by 2025, Vorheis
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says, and BIPV will play a major role in
reaching this goal. “The addition of
BIPV modules does add cost, but it is
still less costly than other building materials such as granite, because it has
the double function of generating electrical power,” he says.“Any conventional
glass application can be replaced with
BIPV modules having the same structural and thermal characteristics.”
The enablers of BIPV are green
building/Leadership in Energy and Environmental Design (LEED), regulatory and financial incentives, reduced
energy price volatility and addition of
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To succeed with BIPV, give your
company a head start and learn by doing.

—Eddie Bugg, Kawneer

environmental values to building
stakeholders, says Eddie Bugg, director
of Sustainable Solutions at Kawneer
Co. in Norcross, Ga. “The barriers to
BIPV are high price, lower output due
to sub-optimal tilt and orientation,
complexity of design, technology and
implementation, and the learning
curve,” he says. “To succeed with BIPV,
give your company a head start and

learn by doing. Recognize that BIPV is
an exercise in optimizing electrical, architectural and glazing system design
constraints. Ensure specifications are
tight and clearly understood by all, and
that the scope and coordination of
work with others is clear. Be sure all
your suppliers and partners have the
commitment, capacity and capability
to exceed your expectations.” ■
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Codes Regulations
ASHRAE 90.1 Is Approved with
40 Percent Window-to-Wall Ratio

A

SHRAE Standing Standard Project Committee 90.1 voted to approve final publication of
Addendum bb to ANSI/ASHRAE/IESNA
Standard 90.1-2007, at a meeting in January in Chicago. The addendum provides for a 40 percent window-to-wall
ratio (WWR).
Though the addendum was approved,
it was done so “with knowledge of unresolved objectors” and with a fair
amount of debate about the cost effectiveness of some of the new wall insulation requirements, according to Thomas
Culp, president of Birch Point Consulting
LLC in La Crosse, Wis.

“From the fenestration perspective,
this final version of bb restored the
window-to-wall ratio (WWR) and included the U-factors supported by the
group that successfully appealed the
previous version [including the] Glass
Association of North America (GANA),
Aluminum Extruders Council (AEC),
Insulating Glass Manufacturers Alliance (IGMA), AGC Flat Glass North
America, Guardian Industries and Pilkington,” he says. “This now goes forward to the board for final approval, but
it is almost certain there will be at least
one appeal related to the wall insulation
requirements, so we won’t know the

NFRC to Pursue
Recognition through ANSI

he National Fenestration Rating Council (NFRC), an American National Standard Institute (ANSI) accredited standards developer, is seeking to facilitate ANSI
recognition of NFRC rating procedures under ANSI’s Essential Requirements.
The NFRC rating procedures to be reviewed are NFRC 100: Procedure for Determining Fenestration Product U-factors, NFRC 200: Procedure for Determining Fenestration Product Solar Heat Gain Coefficient and Visible Transmittance
at Normal Incidence and NFRC 400: Procedure for Determining Fenestration
Product Air Leakage.
NFRC is establishing a standing committee designated as the “ANSI Standards
Committee” to oversee the review process. The committee will be responsible
for implementing the consensus process required for adoption or modification of
an ANSI Standard and performing such other duties as NFRC’s board of directors
may request from time to time. In accordance with the NFRC 710, “Operating
Policies Manual,” members of the committee are required to actively participate
in the committee’s activities, including attendance at meetings and casting ballots on matters presented to the committee for action.
As an ANSI-accredited standards developer, NFRC is required to submit for
public review and comment in accordance with the ANSI required procedures
any NFRC document that NFRC wishes to become an ANSI Standard as well as
any amendments or modifications it proposes to make to an NFRC document
that is an ANSI Standard.
❙❙➤ www.nfrc.org
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final fate of bb until toward the end of
the year. Besides addendum bb, there
was significant discussion of how to expand daylighting requirements in the
code, but no action yet.”
While the addendum keeps the WWR
at 40 percent, Urmilla Jokhu-Sowell, technical director for GANA, says several options are on the table for future discussion.
“In addition, a Daylighting Task Group,
which is a joint task group between the
90.1 Envelope and Lighting Subcommittees, is looking at new proposals for
ASHRAE 90.1 2013 and 2016 editions,”she
says.“And right now, it’s in the preliminary
stages, but nothing seems off the table.
They are discussing WWR with continuous lighting controls, clerestory and splitting vision glass and daylighting glass. It’s
very important that the glass and glazing
industry stay involved at ASHRAE.”
Final approval had not yet occurred at
press time.
“Overall, we are now resolved and support ‘bb,’ but there remains controversial
items on wall insulation that could still
hang up the final approval,” Culp says.

NFPA Releases
New Standards

The National Fire Protection Association (NFPA) recently released the following updated standards:
• ANSI/NFPA 170-2011, Standard for
Fire Safety and Emergency Symbols;
• ANSI/NFPA 252-2011, Standard Methods of Fire Tests of Door Assemblies;
• ANSI/NFPA 257-2011, Standard on
Fire Test for Window and Glass Block
Assemblies; and
• ANSI/NFPA 268-2011, Standard Test
Method for Determining Ignitibility
of Exterior Wall Assemblies Using a
Radiant Heat Energy Source.
❙❙➤ www.nfpa.org ■
www.usglassmag.com
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Energy Efficient Seals & Gaskets
Today’s focus on environmentally sustainable products demands a partner that understands
your goals. Our extruded and molded seals are designed to be energy efficient and perform
specifically with your system. Our seals assure customers that they are buying products that
not only save energy, but stand the test of time through our superior engineered materials.
With more than 45 years of expertise, Lauren Manufacturing can provide the right materials
for the job. Our in-house design experts specialize in working closely with the customer to
ensure a high performance fit in each application. For your next project, choose a seal that
works just as hard as your product, choose Lauren Manufacturing.
Closed Cell Sponge & Dense Materials:
Rubber Materials:
Silicone
EPDM (Colored or High Temperature)
Neoprene & more

Plastic Materials:
TPV’s
PVC’s
Polypropylene & more

Certified to: TS 16949, ISO 9001 w/Design, ISO 14001

Talk with our Engineering Experts Today
855.585.5050 or Visit www.lauren.com/us
2228 Reiser Ave. SE
New Philadelphia, OH 44663

<

>

>I

Subscribe

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

Contents

Zoom Fit
Search

+

Archives

–

I<
E-Mail

<

>

>I

Subscribe

Top of the
An Inside Look at the

Nation’s Top Glazing Contractors
he contract glazing industry is
an ever-changing one and in
today’s market the industry’s
biggest players are, too. Even as
USGlass compiled this very list of the
top contract glaziers of 2011, we
learned that one of these—ranked
number 3 on the list—had closed up
shop, even after reporting to USGlass
as receiving $110 million in sales for
last year less than a week before the
closing (see box on page 25).
Today, federal and institutional work
are currently at a high, while private
commercial work remains somewhat
stalled (see box on page 34).

Photo: Harmon Inc.

T

In the following pages, you’ll find not
only a look at the industry’s main players, but also several accompanying stories about working in today’s contract
glazing environment, contract glaziers’
newest hopes and fears, and more.
Most information listed below was
submitted by the glazing contractors
listed; annual sales listed include volume
for commercial work only and backlog
change refers to the increases or decreases in reserved projects since last
year. This is included only when provided
by the company.
When not available, annual commercial sales were estimated by our staff.

Harmon Inc., ranked number 5 on the list, completed this project at the Duluth
International Airport in Duluth, Minn.
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1. Permasteelisa North America Corp.
Windsor, Conn.
2011 annual sales: $200 million+
President/CEO: Alberto de Gobbi
Number of employees: 1,000
Years in business: 23
www.permasteelisausa.com
Permasteelisa Group is a contractor in
the engineering, project management,
manufacturing and installation of architectural envelopes and interior systems.
2. Enclos Corp.
Eagan, Minn.
2011 annual sales: $152 million
President/CEO: Gregg Sage
Number of locations: 16
Number of employees: 200+
Years in business: 36
www.enclos.com
Enclos provides comprehensive design, engineering and strategic implementation services for custom facades
and curtainwall cladding systems.
3. Trainor Glass Co.
Farmers Branch, Texas
2011 annual sales: $110 million
President/CEO: Brian Clark, Bob Trainor
Number of locations: 9
Number of employees: 400
Years in business: 59
www.trainorglass.com
Founded in 1953, Trainor Glass provided fabrication, design, engineering
and installation of glass products and
framing systems in a variety of architectural applications, including new
construction, green building solutions, building rehabilitation, storewww.usglassmag.com
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Rewind: A Look at
the Lists of the Past
SGlass magazine has compiled
its list of the top contract glaziers
for nearly a decade, from the
construction boom a few years ago
through the last few, more challenging
years. Looking back, the list has seen
some major changes, yet some items
that have remained consistent throughout the years.
Among the biggest changes are the
players absent from this year’s list. ASI
Limited, based in Indianapolis, suspended operations last December, and
now reportedly is back in business, but
with new financial backing. The company was ranked number 6 last year on
the USGlass list of top glazing contractors (see March 2011 USGlass, page
30) with $65.2 million in sales.
Even as USGlass compiled this year’s
list, James Vogelsberg of American
Glass and Metals in Plymouth, Mich.,
advised USGlass staff that his company
is no longer conducting business; just
five years ago, the company ranked
number 14 with $21.5 million in sales
(see March 2007 USGlass, page 58).
Last year, Trainor Glass Co. ranked
top of the list—at $173 million in sales
for 2010, and in 2011 saw a 36.4 percent drop to $110 million. Less than
one week after submitting its 2011 financial results, the company closed its
doors (see related story on page 10).
Likewise, Harmon Inc., number 2 on
last year’s list, has moved to the number 5 spot—down to $98.1 million in
sales from $150 million in 2010, a 34.6
percent decrease.
Still, contract glazing company officials are optimistic about the year
ahead—and some already predict an upswing for this year. Turn to page 26 for a
look at the optimism seen across the industry from its top contract glaziers.

U

fronts and entrances, tenant interiors,
and custom specialty work. The longstanding industry leader closed its
doors in February 2012 (see related
story on page 10).
4. Walters & Wolf
Fremont, Calif.
2011 annual sales: $101 million
President/CEO: Randy Wolf
Number of locations: 5
Number of employees: 490
Years in business: 35
Backlog change: +32 percent
www.waltersandwolf.com
Walters & Wolf is a West Coast
provider of cladding services. Founded
by John Walters and Randy Wolf in 1977,
company officials say they aim to take
direct responsibility for every phase of
a project, from concept to completion.
5. Harmon Inc.
Bloomington, Minn.
2011 annual sales: $98.1 million
President/CEO: Brad Austin
Number of locations: 11
Number of employees: 300
Years in business: 60+
www.harmoninc.com
Harmon Inc. works as a partner
with owners, architects, consultants,
contractors and suppliers to translate
designs into functional exterior
cladding solutions.
6. W & W Glass LLC
Nanuet, N.Y.
2011 annual sales: $95 million
Managing Partners: Michael Haber,
www.usglassmag.com

Jeffrey Haber, Howard Haber and
Scott Haber
Number of locations: 1
Number of employees: 150
Years in business: 35
www.wwglass.com
Backlog change: -5 percent
W & W Glass is a New York-based
glazing subcontractors that specializes in unitized curtainwall, storefronts, interior glass and glazing. W &
W is the North American distributor
of the Pilkington Planar structural
glass system.
7. CBO Glass Inc.
Alden, N.Y.
2011 annual sales: $68 million
President/CEO: Gilbert DiMaio
Number of locations: 2
Number of employees: 250
Years in business: 50
www.cboglass.com
CBO Glass began as a one-room operation in Buffalo, N.Y., and has become a full-service glazing contractor
serving customers with two locations
both locally and throughout the
United States.
8. Architectural Glass & Aluminum
Co. Inc.
Alameda, Calif.
2011 annual sales: $62.5 million
President/CEO: John Buckley
(president)
Number of locations: 4
Number of employees: 163
continued on page 26
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Top of the Ranks
Photo: Clayco Corp.

continued from page 25

Architectural Wall Systems Co. recently renovated the Seventh Street Garage
at Mercantile Exchange in St. Louis. The 477,000-square-foot project includes
a fully-enclosed and tempered, 750-car parking garage and an 85,000-squarefoot retail space at the ground level. The exterior façade features 90,000
square feet of glass curtainwall.

Good Vibrations: What Contract
Glaziers Are Optimistic About in 2012
As USGlass compiled this year’s list of the nation’s top contract glaziers,
we also asked contract glaziers to provide some insight into what they’re optimistic about for the year ahead. Read on for a sampling of the answers from
several leading contract glaziers.

“Companies will start hiring and need
office space for their employees.”

—W & W Glass, Nanuet, N.Y.

“Margins increasing.”

—Massey’s Plate Glass and Aluminum, Branford, Conn.

“The start of private work in our backlog.”

—TSI/Exterior Wall Systems, Upper Marlboro, Md.

“A renewed and energized economy.”

—Heinaman Contract Glazing, Lake Forest, Calif.

“The U.S. dollar/exchange rate favors European
contractors in the United States.”

—Seele Inc., New York, N.Y.

“Continuing to collaborate with contractors, unions and vendors
as a team to ensure products do not suffer loss of revenue and
quality as we continue to emerge out of this tough economy.”

—Champion Metal and Glass, Deere Park, N.Y.

“For us, it is looking good—the backlog is growing.”

—Progress Glass, San Francisco, Calif.

“The most challenging of financial times are behind us.”

—Giroux Glass, Los Angeles

“The small spike in local construction projects.”

—Ridgeview Glass, Upper Marlboro, Md.

“Contract work should increase this year.”

—Cherry Hill Glass Co. Inc., Branford, Conn.

“We are backlogged for 2012.”

—LCG Facades, Salt Lake City

“Continued gradual recovery.”

—Modern Mirror Glass Co. Inc., Roseville, Mich.

“Currently, we will do a minimum of $15 million in sales in
2012; we are encouraged to see more negotiated and private
work opportunities in spite of a crippled economy.”

—Juba Aluminum Products Inc., Concord, N.C.

26

“Increase in construction spending.”

—Metropolitan Glass, Denver, Colo.
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Years in business: 42
www.aga-ca.com
Architectural Glass & Aluminum
(AGA) was founded in 1970 and established in the San Francisco Bay
area. AGA has now expanded to become a major Pacific Rim company,
with full-service offices in Alameda,
Irvine, Sacramento and Honolulu.
9. Massey’s Plate Glass and
Aluminum Inc.
Branford, Conn.
2011 annual sales: $51.2 million
President/CEO: Robert Massey Jr.
(CEO), Laura Massey (president)
Number of locations: 3
Number of employees: 150
Years in business: 39
www.masseysglass.com
Backlog change: +30 percent
Since 1973, Massey’s Plate Glass and
Aluminum Inc. has provided design assist consultation technical expertise, single-source efficiency, unitized wall
systems and self-performed fabrications.
10. TSI/Exterior Wall Systems
Upper Marlboro, Md.
2011 annual sales: $44.8 million
President/CEO: Victor Cornellier
Number of locations: 1
Number of employees: 100
Years in business: 34
www.tsicorporations.com
Backlog change: +13 percent
TSI/Exterior Wall Systems Inc. (TSI)
has completed major projects in the private and public sector, including landmark office buildings, hotels, sports
facilities, hospitals and universities.
11. SPS Corp.
Apex, N.C.
2011 annual sales: $41.2 million
President/CEO: Michael J. Russo
(owner), Christopher J. Craney
(owner/CFO)
Number of locations: 2
Number of employees: 152
Years in business: 30
www.spscorporation.com
SPS Corp. is a full-service specialty
contractor based in Apex, N.C.
www.usglassmag.com
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The Down Side: Contract
Glaziers Share Their Fears for 2012

13. Seele Inc.
New York, N.Y.
2011 annual sales: $32.4 million
President/CEO: Attila Arian
Number of locations: 1
Number of employees: 38
Years in business: 10
www.seele.com
Backlog change: increased by more
than 100 percent (see box on page 28)
Seele Inc. is a high-end glazing and
curtainwall contractor that specializes in all-glass structures, customized curtainwall, membrane roofs
and lightweight ETFE/PTFE building
skins.
14. Champion Metal & Glass Inc.
Deer Park, N.Y.
2011 annual sales: $26.5 million
President/CEO: Ali Ghahremani
Number of locations: 1
Number of employees: 54
Years in business: 19
www.championmetalglass.com
Backlog change: +25 percent
Champion Metal and Glass Inc.
works with major private developers,
construction managers and general
contractors, and has completed projects in New York, New Jersey and
Connecticut.

Despite a good bit of optimism as we look toward a recovering commercial
market, contract glazing industry executives admit they still have some concerns for the months ahead. Read on to learn about their top areas of worry.

“Continued inaction in Washington, D.C.”

—W & W Glass, Nanuet, N.Y.

“Competition cutting prices.”

—Massey’s Plate Glass and Aluminum, Branford, Conn.

“The slow rebound of the commercial office building market.”

—TSI/Exterior Wall Systems, Upper Marlboro, Md.

“Banks being slow for lending to developers and
the construction industry in general.”

—Heinaman Contract Glazing, Lake Forest, Calif.

“State of the economy, high level of sovereign debt.”

—Seele Inc., New York, N.Y.

“Commercial instruction will continue to dip due to an uneven
recovery and the absence of strong economic indicators.”

—Champion Metal and Glass, Deere Park, N.Y.

“That the rest of the country can get it
going just like the [San Francisco] Bay area.”

—Progress Glass, San Francisco, Calif.

“The availability of substantially sized jobs.”

—Giroux Glass, Los Angeles

“The economy—just like the last three years.”

—Ridgeview Glass, Upper Marlboro, Md.

“Rising material costs, vendor failures.”

—Cherry Hill Glass Co. Inc., Branford, Conn.

“The amount of work is still very small and almost all government-funded, still very little private funding.”

—LCG Facades, Salt Lake City

“Not reaching volume goals.”

—Modern Mirror Glass Co. Inc., Roseville, Mich.

“General election; we need a major overhaul
within our current political system.”

—Juba Aluminum Products Inc., Concord, N.C.

“Lack of larger projects.”

—Metropolitan Glass, Denver, Colo.

Seele Inc., ranked at number 13, worked on the innovative Mansueto Library
in Chicago. It is equipped with a 2,800-square-meter glass dome.

continued on page 28
www.usglassmag.com
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Photo: Seele Inc.

12. Architectural Wall Systems Co.
West Des Moines, Iowa
2011 annual sales: $36 million
President/CEO: Mike Cunningham
(CEO), Tom Schlotfeldt (president)
Number of locations: 2
Number of employees: 150
Years in business: 20
www.archwall.com
For twenty years, Architectural
Wall Systems Co. has specialized in
providing custom curtainwall systems both in the Midwest and nationally. From design concept to
completion, the company offers offer
engineering and design solutions,
project management, performance
testing and custom manufacturing
for systems of all types.

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

Contents

Zoom Fit
Search

+

Archives

–

I<
E-Mail

<

>

>I

Subscribe

Turnaround: Number 13 Sees
100 Percent Increase in Backlog
uring a turnaround, a lot of people make the mistake of just taking jobs
to stay busy,” says Attila Arian, president of New York-based Seele Inc.
“We’ve seen that a lot in the industry, where people take jobs even if
they’re not covering their overhead, just to stay busy.”
Seele, however, has taken a different approach—leading to what company officials are calling more than a 100-percent increase in its backlog for 2011 (when
compared with 2010). Arian says the company took particular care with its focus
when the downturn struck.
“During the downturn, we focused on our value proposition and attempted to realign ourselves more with it,” says Arian. “ … We focus on those jobs where we can create value with all those things we have—such as strong engineering and innovation.”
Based on this commitment, the company bid on fewer jobs in 2011—and instead
focused on the jobs in which Seele officials felt they could excel. “Those jobs we really pursued were the ones we were passionate about to the end,” says Arian.
And that passion also helps to gain jobs, he adds: “When you’re sitting in a room
with your clients, they can see how passionate you are. A lot of people go into negotiations knowing that they really need the job and they don’t necessarily show
themselves from their strong points.”
Aside from the changes Seele has made internally, company officials also admit the
second half of 2011 proved optimistic in the contract glazing arena. “We could clearly
see an increase in the projects that were demanding our services, that were really
calling for us and were really calling for the type of service we provide,” says Arian.
Arian offers the following advice for others hoping to achieve similar growth.
“The best advice I can give fellow contractors is to really make sure that you understand who you are and what it is that you do best,” he says.

Photo: Seele Inc.
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Erdman® Commercial Glass Lines provide safe and easy handling and precise manufacturing.
We can help you achieve increased production and a higher level of consistent quality
product. Product rejection is significantly reduced. Contact us today for an Erdman®
Commercial Equipment Catalog!

See Us at the BEC Conference
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Top of the Ranks
continued from page 28
15. Best Contracting Services Inc. (tie)
Gardena, Calif.
2011 annual sales: $23 million
President/CEO: Moji Taba (president),
Sean Tabazadeh (CEO)
Number of locations: 2
Number of employees: 500
Years in business: 30
www.bestcontracting.com
BEST Contracting Services is a

large specialty contractor that provides construction services for the entire building envelope. The company
serves commercial, institutional and
industrial building owners in both the
private and public market sectors.
15. Progress Glass (tie)
San Francisco, Calif.
2011 annual sales: $23 million
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President/CEO: Tom Burkard
Number of locations: 2
Number of employees: 105
Years in business: 65
www.progressglass.com
Backlog change: increased
Progress Glass has two locations,
one in San Francisco and one in Cotati,
Calif. The company services the whole
San Francisco Bay area with union
glaziers.
16. Karas & Karas Glass Co. Inc.
Boston, Mass.
2011 annual sales: $21.7 million
President/CEO: Joe Karas
Number of locations: 1
Number of employees: 91
Years in business: 88
www.karasglass.com
Karas & Karas Glass Co. Inc. is a
full-service glazing contractor that
provides a variety of services, including engineering, fabrication and
installation.
17. Gamma USA Inc.
Miami, Fla.
2011 annual sales: $21.1 million
President/CEO: Matthew Baum
Number of employees: 175
Years in business: 17
www.gammaindustries.ca
Gamma Industries develops, manufactures and installs architectural
aluminum products for both the commercial and institutional sectors, including fixed and operable windows,
curtainwall, doors, panels, coverings
and cladding.
18. Ridgeview Glass Inc. (tie)
Upper Marlboro, Md.
2011 annual sales: $20 million
President/CEO: Andrew Canter Jr.
Number of locations: 3
Number of employees: 85
Years in business: 30
www.ridgeviewglass.com
Backlog change: +10 percent
RGI is a commercial curtainwall contractor specified in custom or manufactured standard systems.
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YOU’LL CALL IT the most technologically advanced
process for customer-focused solutions in extruded aluminum.
Sapa innovation turns visions into leading commercial building and construction products
with advanced engineering, technical competencies and unprecedented resources.
• Operations in 30 countries /16 locations in North America
• Unmatched capacity and product capabilities
• World class technical and design assistance
• Service and integrated logistics focused on you

Profiles Engineered for Your Success
From window and door framing systems and components, to storefront systems
and curtainwall components Sapa ALUMINOLOGYSM means finding answers to
today’s toughest design challenges.

One Company, One Call, Unlimited Solutions
877-710-Sapa | www.sapagroup.com/NA

Visit us at Gana’s
BEC Conference
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Top of the Ranks
Photo: Heinaman Contract Glazing.

continued from page 30

Heinaman Contract Glazing worked on the construction of Las Vegas City Hall.

18. Heinaman Contract Glazing (tie)
Lake Forest, Calif.
2011 annual sales: $20 million
President/CEO: John Heinaman
(chairman/CEO), Tom Howhannesian
(president)
Number of locations: 2
Number of employees: 90
Years in business: 24
www.heinaman.net
Backlog change: slight decrease
Heinaman Contract Glazing provides
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high-quality curtainwall glazing, unitized glazing, aluminum panel systems,
doors, windows, and various architectural aluminum and glass products.
19. Ajay Glass & Mirror Co. Inc.
Canandaigua, N.Y.
2011 annual sales: $18.9 million
President/CEO: George Stathopoulos
(chair), Demetrios Stathopoulos
(CEO), Steve Stathopoulos (president
and COO), Dean Stathopoulos (execu-

tive vice president)
Number of locations: 2
Number of employees: 130
Years in business: 56
www.ajayglass.com
Ajay Glass designs, fabricates and installs custom or standard exterior wall
systems that meets its customers’ specifications. The company also provides architects, contractors and owners with
budgeting, design assistance, material
sourcing/selection assistance and planning/scheduling.
20. Giroux Glass Inc.
Los Angeles, Calif.
2011 annual sales: $18.2 million
President/CEO: Anne-Merelie Murrell (CEO), Robert Burkhammer
(president)
Number of locations: 4
Number of employees: 132
Years in business: 66
www.girouxglass.com
Backlog change: -23 percent

www.usglassmag.com

Product Information

Giroux Glass Inc., an employee-owned
glass, glazing and architectural metals
contracting company, operates branches
in Los Angeles, San Bernardino and Las
Vegas and Fresno. The company caters
to the glazing needs of the commercial,
retail, and design residential sectors.
21. Metropolitan Glass Inc.
Denver, Colo.
2011 annual sales: $16.2 million
President/CEO: Michael Smith
Number of locations: 1
Number of employees: 50
Years in business: 48
www.metroglass.com
Backlog change: +12 percent
Metropolitan Glass specializes in furnishing and installing products in complex projects that involve high
engineering standards, demanding specifications and sophisticated products.
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2011 annual sales: $16.1 million
President/CEO: Don Haley (CEO),
Letitia Barker (president)
Number of employees: 150
Years in business: 33
www.haleygreer.com
Haley-Greer Inc. was founded in
1979 by Don Haley and Jim Greer.
Haley-Greer’s market area currently is
concentrated in the state of Texas although the company has completed
several projects throughout the
United States located in Washington,
D.C., Louisiana, Virginia, North Carolina, California and Maryland.
23. Cherry Hill Glass Co. Inc.
Branford, Conn.
2011 annual sales: $16 million
President/CEO: Kevin O’Neill
Number of locations: 1
Number of employees: 75
Years in business: 20

22. Haley-Greer Inc.
Dallas, Texas

continued on page 35

Metropolitan Glass, based in Denver
and ranked at number 21, served as
the contract glazier at this Ameristar
hotel in Black Hawk, Colo.

Bar kow = Tr ust
for ove r 1 3 0 ye a r s .

We want to build your glass carriers.
Standard and Custom Sizes Available.

Call us today!
(800) 558-5580
www.barkow.com
www.usglassmag.com
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Photo: Enclos Inc.

Institutional, Federal Work Less
Reliable for Glazing Contractors Seeking a Niche

Employees of number 2-ranked Enclos Inc. at work.

lazing contractors across the
United States continue to scout
out markets that might provide
new opportunities during a time otherwise marked by low construction starts.
In 2011, the education sector
marked one such niche still seeing new
construction. In 2012, work in that sector is less certain.
“We see a ‘typical-seasonal’ amount
of K-12 school bidding right now,” comments Linda Vos-Graham, president of
glazing contractor Vos Glass Inc. in
Grand Rapids, Mich. “Many public
schools are preparing for summer renovations and additions. New construction is very limited,” she adds.
“[Construction has] been ongoing for
public schools,” says George Petzen, estimator with LinEl Signature in
Mooresville, Ind., of school construction.
“At least for renovation work [the schedule is to] break in the spring and rush so
you get to the jobsite by summer break
and have everything finished up by the
time they come back to school in the
fall. Some things never change.”
Vos-Graham finds that cost today is
driving bid selection for many public
schools.
“There is an occasional design consideration for increase energy performance,

G
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but cost is dictating the basics most often
on K-12,” she says. “Some exceptions are
on P-3 [public-private] contracts and university projects that have hefty donors
that require non-typical considerations for
energy performance,” she adds.
In some regions, higher education
campuses are providing meatier work
for glazing contractors.
“[There’s] a lot of university work right
now,” Petzen finds. LinEl currently is finishing a big project at Cornell in New York
City. Petzen says that the Mid-Atlantic
and Northeast seem to have more of
these projects than other areas although,
he adds, “In the Midwest we just finished
a project for the University of Chicago.”
Like Vos-Graham, Petzen adds that
these university projects are often
“meatier” in their performance requirements, as well.
“I think typically what sets things for
schools apart are that they’re invariably
LEED associated projects,” Petzen says.
“Not so much with K-12, but for university work we see an architectural level
of expertise and cutting edge stuff that
… is sometimes pushing the envelope.”
Vos Glass, which focuses on work in
Michigan, finds, “University work is sporadic.” According to Vos-Graham, “Public universities and college construction

is down from previous years, but there
are rumors of new projects being considered after the election.”
Victor Cornellier, president of TSI/ Exterior Wall Systems in Landover, Md.,
sees some movement in the Mid-Atlantic for higher education projects, but
notes that may be the result of another
market segment that remains strong.
“Here you’ve got several major universities but there doesn’t seem to be much
going on, except for George Washington
University, which has got two major technology buildings that are getting ready to
come out of the ground,” Cornellier says.
“Locally, we see the University of Maryland Medical Systems continues to
[grow], they have expansion plans—but
that falls under health care,” he says. He
continues, “There still seems to be quite
a bit of work going on in the health care
industry and various medical centers
around the country. Here we’ve got Baltimore and John Hopkins and what’s
going on in those areas is building replacement hospitals and so forth. That
seems to be happening in other parts of
the country as well,” Cornellier says.
Petzen notes that the company has
continued to glaze quite a few institutional projects, and that the source may
be another area that stimulated work in
2011: federal funding.
“We’re doing a lot of museum work
still, some private, some public,” Petzen
says. “Funding for institutional projects,
I suspect, probably [has] some federal
dollars in a lot of it, but by the time it
gets to [us] we’re not necessarily aware
of it,” he adds.
Cornellier agrees that the days of working off of federal funding are limited indeed. “I think federal projects pretty much
nationwide are cut way back first of all because of budget cuts,” he says. “And I
think that the shovel-ready definition of
projects and the BRAC [base realignment
and closure] work which hit our region
pretty well—Texas got a lot of BRAC work,
San Diego got a lot of it, of course Washington, D.C., and Virginia—those projects
are finishing up and there is nothing new
replacing them.”
—Megan Headley
www.usglassmag.com
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Top of the Ranks
continued from page 33

www.cherryhillglass.com
Backlog change: +5 percent
Cherry Hill Glass Co. Inc. is a Branford, Conn.-based commercial glazing
contractor/fabricator for all types of
window and curtainwall systems. The
company fabricates unitized and stick
systems. Its skylight systems are fully
tested and can be customized to suit
any project.
24. R & R Window Contractors Inc.
Easthampton, Mass.
2011 annual sales: $15.9 million
President/CEO: Roger Fuller
Number of employees: 80
Years in business: 34
www.rrwindow.com
R & R Window Contractors Inc. is a
34-year-old full-service building envelope contractor, serving all of New
England and eastern New York.
25. LCG Facades
Salt Lake City, Utah
2011 annual sales: $15 million
President/CEO: Gary Dabb
Number of locations: 1
Number of employees: 100
Years in business: 7
www.lcgfacades.com
Backlog change: +3 percent
Our focus is on providing exterior
cladding solutions for buildings of all
types. We are founded on the principle that innovation through partnerships is the best way to construct. We
work with owners, architects and
contractors to help achieve an enclosure solution that not only meets
their goals in terms of design, but
also cost and schedule as well.
26. Alexander Metals Inc.
Nashville, Tenn.
2011 annual sales: $13 million
President/CEO: Alec Estes
Number of locations: 1
Number of employees: 75
Years in business: 20
www.alexandermetalsinc.com
Alexander Metals is a 20-year-old comcontinued on page 36
www.usglassmag.com
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Top of the Ranks
continued from page 35

pany in Nashville, Tenn., that specializes
in promotion, sales, fabrication and installation of building envelope products.
27. Nelson Glass Co. Inc.
Birmingham, Ala.
2011 annual sales: $11.4 million
President/CEO: Fred Nelson
(CEO)/Frank Dickinson (president)
Number of employees: 73
Years in business: 48
www.nelsonglass.com
Founded in 1966, Nelson Glass provides a wide range of products, including contract glazing and custom shower
enclosures.
28. Minneapolis Glass Co.
Plymouth, Minn.
2011 annual sales: $13.5 million
President/CEO: Jennifer Lang
Number of locations: 1
Number of employees: 60
Years in business: 75

www.minneapolisglass.com
Minneapolis Glass Company is a regional architectural glass fabricator, distributor and glazing contractor that offers
a variety of services, including mirrors,
framed and frameless shower doors, aluminum storefront, insulating and tempered glass, shelving and table tops, and
commercial and residential installation.

President/CEO: Raymond Crawford
Number of locations: 2
Number of employees: 65
Years in business: 55
www.crawfordtracey.com
Backlog change: +5 percent
Founded in 1956, Crawford Tracey
Corp. manufactures and installs custom and conventional glazing systems.

29. Benson Ltd.
Portland, Ore.
2011 annual sales: $11.0 million
President/CEO: Lou Niles
Number of employees: 100
Years in business: 21
www.bensonglobal.com
Benson Industries provides design,
engineering, supply and installation of
curtainwall and external cladding.

31. Modern Mirror and Glass Co. Inc.
Roseville, Mich.
2011 annual sales: $9.2 million
President/CEO: Paula Zeoli
Number of locations: 1
Number of employees: 50
Years in business: 67
www.modernglass.net
Modern Mirror and Glass Co. Inc.
specializes in buildings ranging from
storefronts to large, custom curtainwall projects.

30. Crawford Tracey Corp.
Deerfield Beach, Fla.
2011 annual sales: $9.6 million
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Top of the Ranks
continued from page 36

Photo: Juba Aluminum Products Co. Inc.

32. Mesa Contract Glazing Inc.
La Mesa, Calif.
2011 annual sales: $8.5 million
President/CEO: Donne Witte

Juba Aluminum Products Co. Inc.
installed 106,000 square feet of
curtainwall and point-supported
walls, along with 70,000 square
feet of installed composite panels,
for the Retirement Systems of
Alabama Judicial Office Building in
Montgomery, Ala.
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Number of employees: 47
Years in business: 32
www.sunsetglazing.com
Mesa Contract Glazing Inc. was
founded in 1980 and today provides
single-source responsibility for the
complete design and development of
a project.
33. Sound Glass Sales Inc.
Tacoma, Wash.
2011 annual sales: $7.3 million
President/CEO: Warren Willoughby
(owner/president)
Number of locations: 3
Number of employees: 42
Years in business: 29
www.soundglass.com
Sound Glass was founded in 1983
as a full-service glass shop in Lakewood, Wash. Today, the company has
expanded to a large company that offers both commercial and residential
services.

34. Juba Aluminum Products Co. Inc.
Concord, N.C.
2011 annual sales: $5 million
President/CEO: John Juba (CEO),
Janna J. Riley (president)
Number of locations: 1
Number of employees: 66
Years in business: 18
www.jubaproducts.com
Backlog change: 50 percent decrease
Juba Aluminum Products constructs high-performance glazed curtainwall and storefronts for new
commercial buildings and recladding projects.

Get Listed!

Not on this year’s list, but think
you should be? To make sure you’re
included in the future, contact Penny
Stacey at 540/720-5584, ext. 148
or email pstacey@glass.com, subject: Top Glazing Contractors. ■

www.usglassmag.com

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

Contents

Zoom Fit
Search

–

+

I<

Archives

<

E-Mail

>

>I

Subscribe

Recognizing the Industry’s

Most Influential People
USGlass magazine is now accepting nominations recognizing the glass and
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metal industry’s Most Influential People. This feature will recognize those in the

<

industry who are helping to shape its course.
To nominate the individual(s) you find most influential, please complete the
form below and fax to 540/720-5687 or email specialprojects@glass.com by

%
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#

! $

-* .,

$ !

May 1, 2012. The full list will be featured in the August 2012 issue of USGlass.
If you have questions or would like more information please contact Megan
Headley at 540/720-5584, ext. 114, or email specialprojects@glass.com.
USGlass Magazine’s Most Influential People
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Nominee’s Name: _____________________________________________________

%
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<
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Nominee’s Company: _______________________________________________________________
Title: __________________________________________________________________________
Number of Years in this Position: _______________________________________________________
Number of Years Working in the Glass Industry: ____________________________________________
Nominee’s Email Address: ____________________________________________________________
Nominee’s Phone Number: ___________________________________________________________
City/State: _______________________________________________________________________
What impact has this person had on the glass industry? _______________________________________
______________________________________________________________________________
______________________________________________________________________________
Nomination Form Submitted By: _______________________________________________________
Your Name: ______________________________________________________________________
Company: _______________________________________________________________________
Title: __________________________________________________________________________
Relationship to Nominee: ____________________________________________________________
City/State/Country: ________________________________________________________________
Phone Number: ___________________________________________________________________
Email Address: ___________________________________________________________________
Fax completed form to 540/720-5687 or email specialprojects@glass.com by May 1, 2012.
www.usglassmag.com
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Multifamily Construction Stays Strong,
Still Offers Challenges to Glazing Contractors
ultifamily construction is being
touted today as the “bright
spot” in the midst of otherwise
bleak building starts. Within the condo
segment specifically comes a specific
set of challenges.
“Condo projects where a developer
builds and sells to individual owners
with an association are, in my opinion, a
higher type risk project,” says Tom Bell,
president of Bell Architectural Windows
Inc. in Stokesdale, N.C. “Often these
projects are built as inexpensively as

M

the work properly, and who really sweat
the roofing and flashing details. Even
then I find it a higher risk. A higher-end
architect who specializes in this type of
work and who larger general contractors regularly follow is probably also a
prime consideration. Novices, beware;
they are often the first to get hit. We
currently also find that many bonding
companies will not bond this type of
work due to higher claim frequency
ands change in ownership,” says Bell.
Novices and experienced subcon-

There’s definitely a greater risk;
in fact, most standard insurance
policies don’t cover condo work.

—Dan Larkin, Capital Glass, Carson City, Nev.

40

possible to be resold for immediate
profit, and thus I personally don’t go
after them that often. There is always
the chance that an individual owner or
group of owners will band together and
form a class action type suit.”
Bell is hardly alone in this thought,
but in today’s economy it doesn’t pay
to be picky.
“There’s definitely a greater risk; in
fact, most standard insurance policies
don’t cover condo work,” says Dan
Larkin, owner/manager of the glazing
contractor Capital Glass in Carson
City, Nev. “You need what’s called a
wrap policy or an OCIP (owner-controlled insurance policy), basically because our insurance, as well as most
standard policies, exempt condo work
for the fear of class action suits,”
which have been prevalent across the
country, Larkin explains.
“These owners or associations often
are not nearly as savvy as a larger general contractor who carries special insurances. The key to being successful
in this sector of the business is to have
really good insurance, top lawyers and
do large volumes and top quality work.
Most of the better glaziers migrate to
higher-end work where there is a
builder who can take on this larger risk.
It is really a matter of picking your customers who have a reputation for doing
USGlass, Metal & Glazing | March 2012

tractors alike can protect themselves
with a few contract stipulations.
“Really the big thing, we’ve got to
make sure those OCIP policies are adequate,” Larkin advises. “Our bid might
be dependent on review of the OCIP.”

Review Contract
Language

Reviewing and ensuring that the
contract does not overly favor the general contractor is an important safeguard, especially in this project type.
“Request a copy of the general
contractors’ contract and review his
language to be sure that these risks
are not being transferred to the
glazier, roofer, etc.,” Bell agrees.
“Write in contract language that includes site field test to show that
your installation conformed with the
architects details and was tested and
approved prior to construction, get it
in spec before bid if possible. This
can go a long way from preventing
someone claiming installation was
done improperly. This also shifts
some of the responsibility back on
designer or construction manager.
Don’t accept incomplete openings or
contract language where others terminate to you after window or glass
installation, especially roof monitors
or others delays that would prevent
www.usglassmag.com
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you from installing properly could be
compromised.”
Bell adds, “Pre-glazed windows are
less risky than storefront or curtainwall,
as you then have a manufacturer to lean
on. Rely on manufacturer’s installation
instructions and follow them to a tee.”
Rick Nuhn, a professional engineer
and private building envelope consultant
in Greensboro, N.C., adds an additional
precaution for glazing contractors.
“I would agree you need the designer to sign off on your work before
covering over your flashings and attachments. I would really encourage
photo documentation to be kept in a
safe place (easy to find years later) to
show what was built so you don’t have
to do destructive testing,” he says.
Nuhn also advises glazing contractors to stress “really good shop drawings—signed off by the construction
manager, general contractor, architect
and anyone else involved. Also, do water
testing at the time of installation—something simple, Monarch flood test at
completion—and have the architect sign
off on the work.”
Finally, Nuhn stresses the importance of documenting work in this potentially litigious projects. “In
litigation, the subcontractors generally do not have enough documentation of what they actually built,” he
says. “They need to take pictures and
have the general contractor or homeowners association approve what
they are doing before it is covered up.
Approved shop drawings with general
contractor/owner review and approval should be provided. Also, they
need to document anything that affects them in which the as-built conditions do not match what is shown
on the bid documents. Substitutions
and RFI answers need to be well documented and saved in files.”
Larkin adds another point to consider in today’s retrofit heavy market.
“Generally [condos] are occupied so
there are those kinds of stipulations as
well,” Larkin says. “There’s a little bit of
liability because a condo owner might
say ‘hey, your guy just stole $100 off my
www.usglassmag.com
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your valuables before you leave, etc.”

–

+

Archives

I<
E-Mail

<

>

>I

Subscribe

The best rigid
warm edge
solution for
insulating glass

Where the
Market’s Moving

Larkin notes that condo construction
has slowed down, although government subsidized apartments are providing fresh work for the company.
Bell says, “We do a lot of university
housing work, some through private developers and this is still pretty strong, but
most often done through construction
managers at risk delivery methods. Typical private developer residential work is
way down; this sector is really getting
hurt as property values decline in many
parts of the country making new starts
less attractive for developers,” he adds.
The National Association of Home
Builders’ (NAHB) Multifamily Production
Index (MPI) in December 2011 showed
continued improvement for the fifth
consecutive quarter for the apartment
and condominium housing market. The
MPI, which tracks the sentiment of
builders and developers about the conditions of the multifamily market on a
scale of 0 to 100, increased from 44.4
in the second quarter to 47.3 in the third
quarter—the highest reading since the
fourth quarter of 2005. For the condo
segment specifically, the index rose in
the third quarter of 2011 to 31.9, the
highest recording since the second
quarter of 2006.
The MPI component tracking for-sale
units rose to 31.9, the highest recording since the second quarter of 2006.
Builder and developer perceptions of
market-rate rental properties recorded
an all-time high of 63.8, while low-rent
units remained steady at 50.1.
Looking forward to the next six
months, builder and developer expectations improved in the third quarter
for market-rate rental properties and
for-sale properties, up to 67.2 and
37.3, respectively, NAHB reports. Expectations for low-rent units decreased
slightly, to 50.2.
—Megan Headley ■
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The First Annual USGlass Usage Forecast

fter several years of a down construction market,
USGlass is seeing a positive turn ahead for the U.S.
commercial glass industry. In our first annual USGlass
industry usage forecast, we are seeing positive indicators on
the horizon in most areas of commercial construction for 2012.
USGlass compiled this data using its own research, and
plans to track this data annually in future years.
The most positive commercial increase in the year ahead
appears to be in the area of warehouses, predicted to be up

17.6 percent over last year. Data shows that approximately 2
million square feet of glass will show up in warehouses in
2012, compared with 1.7 million last year.
Glass in hotels is projected to grow 17. 1 percent, using 4.1
million square feet of glass in 2012, compared with 3.5 million in 2011.
Stores built in the United States are expected to an increase
in glass usage of 2.5 percent, up by half a million square feet
from last year. USGlass’ data projects that approximately 20.8
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million square feet of glass will be used in stores across the
United States—up from 20.3 million in both 2010 and 2011.
The construction of manufacturing plants is expected to
remain somewhat level in 2012, with a slight increase of 7.1
percent—from 1.4 million square feet of glass to 1.5 million.
Office buildings are projected to use 10.7 million square
feet of glass in 2012—up 3.9 percent over 2011, during which
10.3 million square feet of glass was used.
Educational buildings is one area that will see a slight de-

crease from last year. USGlass projects that 10.8 million square
feet of glass will be used in education buildings in 2012, down
9.2 percent from last year, from 11.9 million square feet.
Institutional buildings, which includes both amusement
and recreational buildings, will remain level with last year at
3.48 million square feet of glass for the year.
On the residential side, single-family housing also is expected to grow in 2012 by 7.4 percent—using 43.5 million
square feet of glass, compared with 40.5 million in 2011. ■
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“Balconygate”
A Look at the Aftermath of 2011’s
Spate of Broken Balcony Glass

S

by Megan Headley

ince the summer 2011, when
buildings in Toronto rained
broken glass and opened a discussion on safely fabricating and installing glass railings (see October
2011 USGlass, page 32), the city has
investigated the source of the breakages and how to prevent similar such
occurrences.
As Bernard Ennis, P. E., director of
policy and professional affairs for Professional Engineers Ontario in Toronto,
explains to USGlass, “The City of
Toronto has completed its study of the
cause of the falling glass. Four engineering firms investigated the problem
and a fifth performed a peer review of
their work. All agreed that the cause
was spontaneous breakage due to
nickel sulphide inclusions.”
The report related to broken railings
in three condos operated by Lanterra
Developments, as well as Daniel Corp.’s
Festival Tower condominium located
above the TIFF Bell Lightbox. According to Bruce Hawkins, a press representative for the city, there is no

44
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Toronto’s chief building official would
be remiss in not defining a minimum
training standard and certification for the
architectural glass and metal technician.

—Andrew Sefton,
Ontario Painting Contractors Association

information in the report regarding
the manufacturer of the glass.
According to Ennis, the report writers “noted that this type of breakage occurs in all tempered glass installations
and that it was the manner in which the
glass was used in balcony installations
that created the public safety problem.
Large spandrel pieces of glass that extend past the balcony on buildings close
to roads and sidewalks resulted in a
greater frequency of breakage (due to
larger volumes of glass) and danger to
the public since the breaking glass has
nowhere to go except down onto pedestrians and traffic,” he says.
With this knowledge, the Toronto City

Council adopted several recommendations from its Planning and Growth
Management Committee regarding glass
balcony guard safety on November 30.
Among the recommendations was the
requirement that the City Council direct
Ann Borooah, its chief building official/executive director of Toronto Building, a division of the City of Toronto
responsible for enforcing the Ontario
Building Code, to advise the Canadian
Commission on Building and Fire Codes
and the Ministry of Municipal Affairs
and Housing of the results of the city’s
review of the use of glass panels in balcony guards and request that they consider an emergency amendment to the
www.usglassmag.com
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Toronto’s chief building official would be remiss in not
defining a minimum training standard and certification
for the architectural glass and metal technician.

Proper Training Needed

The Toronto City Council also directed Toronto Building to advise the
Building Industry and Land Development Association (BILD), which bills
itself as the voice of the land development, home building and professional
renovation industry in the greater
Toronto area; Tarion, a private corporation established to protect the rights
of new home buyers and regulate new
home builders; the Ontario Association of Architects; and Professional
Engineers Ontario of the results of the
city’s analysis of glass panel safety in
balcony guards. The Council also encouraged these organizations to update their practices and professional
training regarding the use of glass
panels in balcony guards.
Ennis replied on behalf of the Professional Engineers Ontario that “at this
continued on page 46
www.usglassmag.com

The W’s
Replacement in Progress

he Toronto glass railing breakage incidents, which happened city-wide,
sparked a great deal of debate in the consumer press, while a high-profile project further
south helped ignite the discussion about proper
glass railing fabrication and installation.
Following the breakage of five glass railings
last June, the W Hotel in Austin, Texas, has
begun repair work on its condominiums. The
property soon will start replacing all existing balcony and stair railings in the condo balconies
with approximately 1,000 lites laminated with
DuPont’s SentryGlas Plus interlayer. Hotel owner
Stratus Properties Inc. has opted to use glass in
a new railing design, although a representative
of Stratus confirmed to USGlass that the glass
would use a different hardware design than the
previous railing.
The original railing was designed, fabricated The W Hotel in Austin, Texas,
and installed by U.S. Railing in Tampa, Fla., a plans to replace all of its glass
subsidiary of Custom Components (now a sub- railings with laminated glass.
sidiary of Grey Mountain Partners, see February 2012 USGlass, page 10).
“Custom Components Co. has continued to provide design and technical assistance to its customer, [general contractor] Austin Building Co.,” David Janosz, Custom Components’ marketing manager, tells USGlass. “We have recently released for
production new stainless steel component parts that will be used to modify the railing framework. The design of the system will change from a front located point mount
glass panel to a channel captured glass located at the centerline of the railing system,” he says.
Janosz says that the new railing will make use of 9⁄16-inch laminated glass. Product
began arriving onsite in early February.
“The fabrication and installation will be a joint effort among employees of Austin
Building Co., Custom Components Co., Austin Outdoor Studio and Austin Glass and
Mirror. Work is underway, with completion set for late April,” Janosz concludes.
Representatives of Stratus Properties refused to confirm to USGlass a point published in a January 20 article in Austin’s local American-Statesman; in the article,
Stratus CEO Beau Armstrong commented that the contractors, not Stratus, will pay for
the $2.5 million project.
According to Janosz, “The cost burden and assignment of such is still being reviewed between all parties involved, insurance policies, etc. There still has been no
conclusive evidence as to the reason for the glass breakage. Right now Austin Building Co. will be paying all costs associated with this rework.”

T

Photo: Bailey Edwards, Stratus Properties

Ontario Building Code to better address
concerns for public safety when glass
paneled balconies may break.
The Canadian Commission on Building and Fire Codes referred comments
to the Ministry of Municipal Affairs and
Housing. The Ministry issued a statement on its progress to USGlass, noting:
“Our government takes public
safety seriously, and the Ontario
Building Code exists to protect
their safety. Above all else, we want
our solutions to put safety first in
all municipalities around Ontario.
“The Ministry has established an
expert advisory panel, including
staff from the City of Toronto and
other stakeholder groups, including engineers, architects, developers and enforcement officials, to
advise on possible changes to
building code requirements for
balcony glass panels.”
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“Balconygate”

continued from page 45

point the issue has been turned over to
the Ministry of Municipal Affairs.” He
adds, “Professional bodies will update
guidelines and training after the Ministry has decided how to proceed.”
For its part, BILD directs visitors to
its website to the Toronto-based Ontario Industrial and Finishing Skills
Centre (OIFSC), which provides apprenticeship training for glaziers.
“We do the apprenticeship training
for the architectural glass and metal
technician, formerly known as the
glazier program,” says Steve Laird, glazing and health and safety instructor for
the OIFSC. As he explains,“The Ontario
Ministry of Training, Colleges and Universities oversees the curriculum, training standards as well as the certificate
of qualifications exam at the end of
their training. This is a Red Seal Trade,
which requires certification upon completion of 8,000 hours of in-field and
in-school training. We run three levels
of training at 240 hours per level. It
takes approximately four years to complete the apprenticeship.”
The in-school program consists of
about four weeks of classroom and four
weeks in shop per session. “We cover
things like inclusions, expansion and
contraction properties of different material, required material clearances, as well
as a great deal of other topics,” Laird says.
Other training organizations agree
that, whatever the outcome of the
Ministry’s research, training standards should be mandatory.
“Toronto’s chief building official
would be remiss in not defining a
minimum training standard and certification for the architectural glass
and metal technician,” comments Andrew Sefton, executive director of the
Ontario Painting Contractors Association. “It is the technical competency
of the installer that is critical to
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achieve project success.”
Laird agrees, noting that other trades
are required licensure in the province.
“Currently the trade is voluntary; it
is not required to obtain certification
in Canada to work in the trade. We are
trying to change this and make it
mandatory to obtain a license to work
in the trade. As with plumbers and
electricians, you must have a license,
not a certificate, to practice,” Laird says.
Laird offers some additional insight
into the installation of the glass in the
projects under scrutiny, and how
glazier training, higher standards of
installation and general contractors’
willingness to work with well-trained
subcontractors could help.
“I have been told a lot of the condo
work is piece work; the more you do
the more you get paid,” he says. “If the
glass is too small (not enough bite),
will it fall out with temperature
changes? Possibly. If it’s too big, will
expansion cause breakage? Possibly. If
it’s not installed [properly], will the
company get paid? No. If the installation company closes, [is it] still responsible? Only if you can find [the
company] and prove [it] negligent.”

More Research Needed

The Toronto City Council also directed that several organizations—Industry Canada, the Canadian Glass
Association, the Safety Glazing Certification Council and the Glass Association of North America (GANA)—be
advised of the results of the city’s analysis of glass panel safety in balcony
guards, and encouraged to communicate and coordinate a comprehensive
review of compliance safety standards
for the “manufacturing of non-metallic
product used to produce architectural
glazing materials.”
GANA’s Laminating and Tempering

Divisions and its Glazing Industry
Code Committee (GICC) currently are
looking at updating and creating resources to address the use of glass in
balcony railing systems.
According to Urmilla Jokhu-Sowell,
GANA technical director, the association’s Tempering Division currently is
working on two glass informational
bulletins (GIB): Guidelines for the
Fabrication of Heat-Treated Architectural Flat Glass and Recommended Applications for Heat-Treated Glass.
“The task group working on the
Guidelines for the Fabrication of HeatTreated Architectural Flat Glass informational bulletin have discussed
including sections on personal protection equipment, general product
environment, process flow, cutting
and washing. The second GIB, Recommended Applications for Heat-Treated
Glass, will discuss the different types
of heat-treated glass, reasons for heattreating and guidelines for typical architectural glazing applications. Both
of these task groups will meet at the
GANA Annual Conference to continue
their work,” Jokhu-Sowell says.
The association’s Laminated Division is reviewing its Use of Laminated
Glass in Glass Railing Systems GIB to
make any necessary updates with current standards and codes.
In addition, the GICC has submitted a proposal to the International
Building Code (IBC) for its upcoming
code cycle changes for Chapter 24.
“The proposal states that glass used
in handrails, guardrails or a guard
section shall be laminated glass constructed of fully tempered glass or
heat strengthened glass and shall
comply with Category II of CPSC 16
CFR Part 1201 or Class A of ANSI
Z97.1,” Jokhu-Sowell says. “Glazing in
railing in-fill panels shall be of an apwww.usglassmag.com

Product Information
Contents

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

Zoom Fit
Search

+

Archives

–

I<
E-Mail

<

>

>I

Subscribe

Large spandrel pieces of glass that extend past the balcony on buildings close to roads and sidewalks resulted in a greater frequency of
breakage (due to larger volumes of glass) and danger to the public ...

—Bernard Ennis,
Professional Engineers Ontario

proved safety glazing material that
conforms to the provisions of Section
2406.1.1 of the IBC. There is one exception: Single tempered glass complying with Category II of CPSC 16
CFR Part 1201 or Class A of ANSI
Z97.1 may be used in handrails and
guardrails if there is no walking surface beneath them or the walking surface is permanently protected from
the risk of falling glass.”

Re-Evaluating Standards

Finally, the Toronto City Council requested the chief building official/executive director of Toronto Building to
re-evaluate wind tunnel standards
and criteria and report to the Planning and Growth Management Committee on changes to improve
modeling and application standards.
At press time, Borooah had not responded to USGlass’ requests for
comment on the status of this item.
“I don’t recall hearing any of the glass
was blown out, but any update of standards is good. If it’s determined by engineers they need to be changed,
change them,” Laird comments. He
adds, “I don’t think the current standards or codes cover what is happening
now so, yes, they need to be changed.”
Laird offered another suggestion
on the advisements issued by the
City Council.
“Consideration of an amendment is
like having a meeting to discuss having
a meeting. Just do it. Don’t encourage updated practices—demand it,” he says.
M e g a n H e a d l e y is
the special projects editor
for USGlass. She can be
reached at
specialprojects@glass.com.
www.usglassmag.com

Is There More
Falling Glass Today?

ne question that remains is whether the year ahead will bring a fresh batch
of reports of falling glass.
“I believe there is a lot more glass being used in balcony installations now
than ever before, especially with condos as it is a selling point. Everyone
likes the unobstructed view as opposed to the steel panels or bars as in
the past. I believe Toronto is [leading] new condo construction in North
America,” says Steve Laird, glazing and health and safety instructor for the
Toronto-based Ontario Industrial and Finishing Skills Centre (OIFSC). “As
more glass is installed it only makes sense more will break. For so many
pieces to break in so few buildings over such a short timeframe to me is
unusual.”
Laird points out that the best way to prevent future such problems is to reveal the causes of broken glass in these instances, so that others can learn
from these mistakes.
“I have read a lot of articles on the breakage in Toronto and other cities. Most
times the cause is not made public,” he points out. “Is the glass from North
America? If so, it will have met standards and gone through testing. If not …?”
Lyle Hill, managing director of Keytech North America, offers another opinion
on the matter. “Glass is not breaking more often than in the past,” he suggests,
“but the type of glass being installed is inclined to fall out (and off) of buildings
at a higher rate than in the past.”
As Hill explains, “In the past (and by the past I am going back a few decades),
the typical high-rise glass installation used annealed glass. When that glass
would break, it would tend to stay in the opening for a period of time. In an occupied building, it would either get boarded up or replaced in pretty short order.
I can tell you firsthand that throughout the ’70s and ’80s, I regularly saw glass
with cracks, breaks and even BB (and occasionally bullet) holes that did not get
replaced for extended periods of time.
“These pieces of glass rarely fell out of buildings,” Hill says. He adds, “But
when they did, sometimes there were some very bad consequences. As safety
regulations and codes came into being, and higher-performance coated glass
began to be used, the glass being installed in high-rise buildings was commonly
heat-treated (strengthened or tempered). So when a piece of tempered gets
broken or shot by a BB or bullet, it does not stay in the opening until a boardup or replacement glazing team arrives. No … it is going to fall out—rain down,
if you will—into what we hope is relatively harmless, yet annoying and sometimes frightening, little pieces.
“Other than the sometimes improperly installed or undersized piece of glass
that may ‘fall from the sky’ so to speak, I am convinced that more glass is not
breaking; it just rains on us more often when it does,” Hill says.
If city officials in Toronto and Austin have their way, any such instance of broken glass will be rarer in the future. ■
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Carrillo Flies
Under the Radar
Picking Off Glass
Industry Targets

I

by Megan Headley

magine being 30 years old and being asked if you would you like to be CFO of a $500 million company. Imagine being promoted
to president and CEO of a company that you knew had fallen behind its competitors and having to set in place a strategy to return
to the top. Imagine succeeding in that goal, drastically turning that lagging company around and finding, just as you’ve reached
the point of the company’s greatest growth potential, that everything you’ve worked for has dissolved into a murky legal quagmire.
When Arturo Carrillo spoke to USGlass in March 2011, he was serving as president and chief executive officer for Vitro America in Memphis, Tenn. A year later, the company has been sold to private equity firm Sun Capital Partners; Carrillo then began
running one of Vitro America’s former subsidiaries, Binswanger Glass, as president, until it was purchased by Grey Mountain Partners in January. He now works directly for the private equity firm and recently completed his first glass industry acquisition in that
role (see related story on page 10). Carrillo spoke with USGlass about his background, what he learned during his time at Vitro,
the direction he sees for the glass industry, and his new role at Grey Mountain.

USG: I had read that you grew up in Mexico City;
can you share how you wound up studying in New
York at Cornell?
AC: I grew up in Mexico City, born and raised there, but I
went to school and lived in a neighborhood where there were
a lot of expats’ kids. A group of us all tried to study abroad.
One of my friends ended up applying to and getting into Cornell. I guess he went a year ahead of me, and he would tell
me stories about it. So I applied to Cornell, among other
schools, and then ended up being accepted and going to Cornell for my undergrad.
USG: And then you learned what a cold winter is …
AC: I had never seen snow until I saw it in Ithaca, N.Y!
USG: And your degree was in engineering, right?
AC: Yes, I’m actually an industrial engineer. I did the fiveyear program so I have a master’s in operations research and
industrial egineering.
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USG: What did you think you were going to be when
you graduated?
AC: I didn’t think through it too much. My father was an
engineer, so I wanted to be an engineer. I thought I’d probably work at a factory, an industrial place. My father worked
in a steel mill when I was growing up and that’s what I would
have done except that … Cornell is an expensive school. I’d
gotten a scholarship that had a requirement to work during
the summers. It required me to make a certain amount of
money in the summers. Back in Mexico after the 1994 peso
devaluation there were not very many options that would pay
you enough to meet those minimum requirements. So then
I said to myself, “Well, how am I going to do that?”
In Mexico City there is a very nice, beautiful building
where all the foreign banks were, so I printed 50 copies of
my résumé in both English and Spanish and literally went
up the elevator submitting my résumé at each floor. Then
that afternoon I got a call from someone who said, “I went to
Cornell, I’m the head of human resources for JP Morgan, can
www.usglassmag.com
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you come work for us?” I ended up working in the sales and
trading department for JP Morgan at the fixed income desk
that summer. That is how I got started in finance.
After graduation from Cornell I went to work for an investment bank, Salomon Brothers, in New York.
USG: That was a good time to be there, I would think.
AC: Correct. New York City is a fun place to go right after
college. It’s a bit harder to try to raise a family there, though.
I spent three years working mostly in mergers and acquisitions and financing for both Latin American and U.S. companies. Then after three years I decided to go to business
school to get a master’s degree in business administration. I
attended Harvard Business School and graduated in 2002.
That was kind of weird because I was literally graduating
right after 9/11 and Enron, and all the banks and everything
had changed … I went and called one of Salomon’s former
legal outside counsel who, at that point, was the CFO of Vitro
in Mexico, and he said, “Look, I need help with projects, we
are doing some restructuring and I’m looking at buying
someone in Brazil. Come and work for us.” I went to work for
Vitro in Monterrey, Mexico, doing what was called strategic
planning, which really meant random projects. I looked at
acquisitions, joint ventures, investment opportunities, cost
savings projects and the yearly budgeting process.
After about 18 months, they said, “we’re looking at expanding Vitro America, why don’t you go to the United
States?” So back to the United States I went … They sent me
to Memphis, Tenn. Within a few months, John Warner, the
CFO of Vitro America (who had been there for 15 to 20
years), retired for medical reasons. They said, “Well, Arturo,
would you be interested? Would you like to be CFO of a $500
million company?”
USG: That’s pretty good at such a ripe young age.
AC: Exactly! I was 30. So I said absolutely.
USG: Then five years later in January 2010 you took
over as president. That must have been a tough time to
take the helm. What challenges did you first address?
AC: The Vitro [SAB] process had already started with its
debt restructuring so there had been some grumblings, but
it wasn’t on many people’s radar screens. What we were fighting was the U.S. recession. We’d gone through what we all in
the industry have seen, which was unbelievable—cost rationalization, facilities closing. And every time we thought,
okay, the bottom’s there, next year it will get better. And it just
kept going, going, going. In 2010 we started to see stabilize at
a fairly low level but it was not going down anymore. We restarted hiring and investing in our plants. But, unfortunately,
www.usglassmag.com
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Carrillo’s first acquisition with Grey Mountain was that of
Hawkins’ Glass Wholesalers’ glass fabrication business in
Stafford, Va.

as we all know the Vitro SAB debt restructuring took longer
than originally anticipated and became very contested. Vitro
America eventually got caught in the middle of the litigation
and in April of 2011 we had to start a process to sell the company through a 363 bankruptcy sales process. Sun Capital
Partners was the successful bidder in the auction. While the
distribution and fabrication business was merged into
Trulite, Binswanger was shortly thereafter carved out and
sold to Grey Mountain Partners.
USG: What is your new role with Grey Mountain?
AC: I am on the transaction execution side of the team. So
my role will be to work on transactions such as acquisitions
and sales, financings, recapitalizations, etc. It’s a little less on
the operations side and resembles more what I did as CFO
and in my time in investment banking. However, I am still
fairly close the industry. One of the first projects that I had to
tackle was the acquisition of Hawkins’ glass fabrication business in Stafford, Va., which we announced on February 28.
The new business will be called Hawkins Architectural Products and will continue to serve the Virginia, Pennsylvania,
Maryland and surrounding markers.
USG: What do you think are the biggest threats to the
glass industry as a whole?
AC: Certainly capacity, and certainly volume is an issue.
Installers and fabricators are facing it everyday. But in the
long run it’s not facing the problem some other industries
face. In other words, the glass industry is on the right side of
the future. People want clear glass, people want aluminum—
that’s what people like. Nobody ever says, “Oh, please make
me a darker home.” Everyone wants glass walls and—it’s
human nature; it’s not just because it’s en vogue right now.
Everybody wants light. This whole [daylighting] that we talk
about is not a fad. So I think the industry is on the right side
of a long-term trend, and the fact that the Viracons and the
PPGs and the Guardians of the world have invested in technology to allow glass to continue to be part of the construction model is incredible. The glass will be more sophisticated
and there will always be a need, so yes, we’re suffering a tercontinued on page 50
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continued from page 49

Everyone wants glass walls
and—it’s human nature; it’s not just
because it’s en vogue right now.
rible—temporary—set of setbacks. But if you look at the
[next] 5, 10, 20 years in the industry you cannot be more
hopeful because we’re not competing with China per se; it’s
a regional business in the glass business …
Yes, the bigger projects will have Chinese fabricators, you
always have foreign competition, [and] foreign fair competition isn’t bad. But the majority of our business is still fairly
U.S., regional, central-based, and we have under that those
other [industries] have been competing with China, headon, for years, or decades. We see that at the edges and we have
to be concerned.
USG: Long-term, where do you see glass demand and
products heading?

AC: Well, it’s clearly going to be more sophisticated,
whether we go to triple-glazing or whether we double-glaze
and we get enough advancement [in coatings] and thermally broken aluminum. Clearly more clear glass, clearly
more aluminum, what everybody’s been doing [more of],
the railings, the heavy glass structure—that will only become more prevalent. I see more blast-resistant, and laminated, and silk-screening. We always see Europe as probably
10 years ahead of the United States. We see where they’re
going, you know, and we’ll be there in ten years with those
types of structures. We’ve got a good future. We just have to
hang on to get there. ■

M e g a n H e a d l e y is the special projects
editor for USGlass magazine. She can be
reached at specialprojects@glass.com.

Three coatings. ONE machine.
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and direct etch coating.
Only with the Union Tri-Coater.
For spandrel glass or transparent glass production,
Union Tool’s new glass Tri-Coater delivers
controllable, high quality coat thickness every time.
Long a leader in roller coater technology, the
Tri-Coater features a unique design that allows
reverse coating of either ceramic frit or silicone
based coatings. And with the same machines
you can direct coat transparent or etch coatings.
Union roller coaters provide superior results compared
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methods. You’ll get smoother, better quality coats with
less striations and ease of changeover from color to color
– or product to product.
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Let Tubelite’s Dependability
give you the confidence
and peace-of-mind to do
your job without worrying
if we’re doing ours!

DFG = DAMAGE FREE GUARANTEE
A delivery schedule that is unmatched; Same weekday – Same time frame
Greater capability to manage your workforce & inventory efficiently
Driver dedication
How much does unreliability cost you? Extra Field and Shop Labor, Replacement material, Back-charges,
Administrative Labor

FAST LEAD-TIMES - Material when you need it!
We keep our promised delivery dates
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Conference Promises to Feature Hot-Button
Issues for Nation’s Glazing Contractors
Oldcastle
BuildingEnvelope
CEO Ted Hathaway
is providing the
keynote speech at
the BEC
Conference.
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he annual conference of the
Building Envelope Contractors (BEC) Division of the
Glass Association of North
America (GANA) is being held
March 18-20, 2012 at the Paris Las

T

Vegas Resort and Casino in Las Vegas.
The conference opens on Sunday, March
18, with a meeting of the BEC Technical
Committee from 3 to 5 p.m. Afterwards,
meeting attendees are encouraged to relax
and network at a welcome reception.
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Stay Tuned

If you’re not able to attend the
BEC Conference, be sure to stay
tuned to www.USGNN.com™ for
the latest updates throughout
the three-day event—or scan the
tag at left to be directed there immediately with your
smart phone.

Down to Business

On Monday, March 19, attendees
are starting the day early at 8 a.m.
with a welcome speech by Henry
Taylor of Kawneer Inc., chair of the
BEC division.
A landmark keynote speech by
Ted Hathaway, CEO of Oldcastle
BuildingEnvelope, is scheduled to follow; Hathaway is addressing the state
of the glass and glazing industry.
Victor Cornellier, CEO of TSI/Exterior Wall Systems, whose company
ranks number 10 on this year’s USGlass
list of the nation’s top contract glaziers
(see related story on page 24), is following with a talk titled “Leadership in

Your Contract Glazing Firm.”
For those optimistic but cautious
about a construction rebound, Scott
Hunter, an Irvine, Calif.-based motivational speaker, is addressing the topic,
“How to Position Your Business for the
Coming Recovery.”
A trade show is open during the
lunchtime hour, after which attendees
can participate in an informative
presentation by Anthony Callas, director of operations for Heinaman
Glass: “How to Avoid Problems in the
Field: Project Management.” The presentation is first in a small afternoon
series, to be followed by Thomas
Schwartz, president of the building

technology group and senior principal for Simpson Gumpertz & Heger.
Schwartz is continuing the field problems segment with a discussion
specifically about installation, fabrication and labor.
Contract language is an ever-crucial
topic, and Richard Kalson, shareholder
and attorney for Babst Calland
Clements and Zomnir, is addressing it
in a session called “Trends/Changes in
Contract Language That Will Impact
Your Business.”
Courtney Little, president of ACE
Glass Construction Corp., is wrapping
continued on page 54

Informative sessions are being held throughout the three-day event, including a panel featuring an architect, general
contractor, contract glazier and a project owner.
www.usglassmag.com
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BEC
Booms

continued from page 53

Schedule at a Glance
Sunday, March 18, 2012

Registration Open . . . . . . . . . . . . . . . . . . . . . . . . 1:00 p.m. – 8:00 p.m.
BEC Technical Committee Meeting . . . . . . . . . . 3:00 p.m. – 5:00 p.m.
Welcome Reception . . . . . . . . . . . . . . . . . . . . . . 6:00 p.m. – 8:00 p.m.

Monday, March 19, 2012

Registration Open . . . . . . . . . . . . . . . . . . . . . . . . 6:30 a.m. – 8:00 p.m.
Breakfast/Trade Show Open . . . . . . . . . . . . . . . . 6:30 a.m. – 7:45 a.m.
General Session . . . . . . . . . . . . . . . . . . . . . . . . . . 8:00 a.m. – 4:45 p.m.
Trade Show Open . . . . . . . . . . . . . . . . . . . . . . . . . 4:45 p.m. – 6:00 p.m.
Networking Reception . . . . . . . . . . . . . . . . . . . . . 6:00 p.m. – 8:00 p.m.

Tuesday, March 20, 2012

Registration Open . . . . . . . . . . . . . . . . . . . . . . . . . 6:30 a.m. – 11:00 a.m.
Breakfast/Trade Show Open . . . . . . . . . . . . . . . . 6:30 a.m. – 7:45 a.m.
General Session . . . . . . . . . . . . . . . . . . . . . . . . . . 8:00 a.m. – 11:00 a.m.
Golf Outing . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 12:00 p.m. – 6:00 p.m.

up the day’s sessions with a seminar titled, “How Do You Know You Are Making Money?”
A networking reception follows, giving attendees a chance to discuss the
day’s sessions, catch up on business,
and network.

Panel Time

What happens when you place an
architect, general contractor, contract
glazier and a project owner on a panel
together? At this year’s BEC Conference, attendees are finding out, when
a panel titled “How Contract Glaziers
Can Assist in Building the Buildings
of the Future” convenes one of each of
these together for a group presentation. The panel features Keith Boswell,
continued on page 56

6 Different Compositions
Including water resistant (shown),
standard (hardboard core), impact
resistant, and fire resistant

glazeguard® 250 wr
for 1/4" systems

glazeguard® 1000 wr
for 1" systems

GlazeGuard®
Opaque Glazing Infill Panels
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Wide Variety Of Finishes
Including anodized colors to match
storefronts and window frames,
Kynar 500® solid tones and metallics

Stocked nationally by local glasshouses!
Find a distributor in your area... (800) 446-8828
or visit www.citadelap.com.
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BEC
Booms

continued from page 54

technical director for Skidmore, Owings & Merrill LLP; and owner David
Bellman, senior vice president for
Avalonbay Communities Inc. Little
also is participating on the panel as a
contract glazing industry representative. An hour-long question and answer session is following the panel,
along with more time to visit the trade
show’s exhibitors.

Relaxation Time

Networking receptions are being held March 18 and 19 to give attendees a
chance to chat and learn from one another.

The three-day event concludes on
March 20 with a golf outing for the
industry’s major players to show off
on the greens and network while
doing so.
For the latest updates about the
event schedule,visit www.glasswebsite.com/events/bec and see the box on
page 54 for a schedule at a glance. ■

Manufacturers of America's
Finest Custom Windows
Custom Shaped Windows BIM
Church Windows

We Have

(for Stained and Protective Glass)

Narrow Profile Equal Siteline Windows
(ventilators are indistinguishable from fixed)

Historical Replication Windows
Hurricane/Impact Windows
Dual Color Thermal Windows
Skylights, Walkways, etc.
Metal and Glass Bending
Sunbilt Sunrooms
Family Owned and Operated Since 1906

J. SUSSMAN, INC.
109-10 180th Street
Tel: 718-297-0228

TM

Jamaica, New York 11433
Fax: 718-297-3090

www.sunbilt.com

www.jsussmaninc.com
FINE ARCHITECTURAL METAL PRODUCTS AND SERVICES

WINDOWS
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WALKWAYS

SUNROOMS

GLASS and METAL BENDING
www.usglassmag.com
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How Hydraulic
Fracking Could
Lead to Higher
Glass Prices
by Sahely Mukerji

hat does fracking, the controversial process of oil and
gas production, have to do
with the price you’ll be paying for glass
next year? Quite a lot it turns out.
Fracking is the process through which
non-potable water and sand are injected
into shale rock through fractures to release oil and natural gas trapped inside.
It has been blamed for causing contaminated water and even earthquakes.
After the fractures are made, the oil, gas
and water are harvested through a steel
pipe cemented in the ground to the surface above.
But it’s not the contamination in
water or the earthquakes that has the
glass industry worried. “There's
tremendous amount of this activity
[fracking] going on, and this industry
uses the same sand that we use to make
glass,” says Todd Huffman, vice president of operations at Pilkington BPNA
in Toledo, Ohio.

W
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As a result, there is a risk of an industrial sand shortage due to the natural gas and oil boom, says Pat
Watson, president of Cardinal Corp.’s
float glass division in Portage, Wis.
“Sand manufacturers over the years
have always sold to glass and fracking
businesses, and typically, the glass
sand is a lower priced product,” he
says. “As a matter of fact, in some
mines, glass sand was actually a
byproduct of the frack-sand production business, so selling this sand to
the glass business not only enabled
them to get rid of the byproduct but
they were able to be profitable doing
it.”
What has changed in the past couple of years, however, is the drilling
technology for oil and gas wells; more
specifically horizontal drilling, Watson says. “Old wells that had a
straight shaft only are now being
drilled horizontally, which has basi-

cally reopened gas and oil reserves
that had been abandoned,” he says.
“Some of these wells will be drilled
horizontally in several directions,
which uses a lot of sand in the
process. This has caused the boom,
and drilling, thus fracking, has increased dramatically in the United
States. Some of these wells are being
fracked with sand that could typically
be used for glass sand, so obviously, it
could affect the glass business.”
Here’s how: “This really started to impact the price of sand about one to two
years ago and the price of sand has gone
up four to five times in the last two to
three years,” Huffman says. “For glass
we're more concerned with the chemical makeup of the sand and the natural
gas industry is more concerned with the
shape of the beads. In addition to the
quarries, the transportation instrument
is the same for both industries. The
rail/trucks are the same,” he says.
www.usglassmag.com
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“There is one thing I believe the sand producers realize: the glass
customers they service have been long-term, steady customers ...
So the hope is the pricing in the glass business will not see
the upward pressure the well-fracking business will.”

—Pat Watson, president of Cardinal
Corp.’s float glass division

A History of Fracking,
Changes in Technology

The technology of hydraulic fracturing has been in use since the 1940s,
when liquids such as gasoline and crude
oil were injected into poorly performing
gas and oil wells in the central and
southern United States with the aim of
increasing their flow rate, according to
the Encyclopedia Britannica website.
“Over the following decades, techniques
were improved—for instance, treated
water became the preferred fracturing
medium, and finely graded sand or synthetic materials were adopted as a ‘proppant’ to hold open the fractures,”
according to the website. “However,
fracking did not enter its current modern phase until the 1990s, when the use
of new steerable drill bit motors and
electronic telemetering equipment allowed operators to direct borehole
drilling and monitor the fracturing
process with great precision.”
Shortly after, the high price of crude
oil and environmental regulations that
discouraged the burning of oil and coal
created a market favorable for natural
gas. In response, developers began to
open up so-called unconventional gas
reservoirs—rock formations that previously had been left undeveloped because, under older production methods,
they released the gas contained in them
too slowly or in too small a quantity to
be profitable, the website states.
According to the American Petroleum
Institute website, application of hydraulic
fracturing techniques to increase oil and
gas recovery is estimated to account for
30 percent of U.S. recoverable oil and gas
reserves, and has been responsible for the
addition of more than 7 billion barrels of
oil and 600 trillion cubic feet of natural
gas to meet the nation’s energy needs.
www.usglassmag.com

The hydraulic fracturing industry used
to perform fracturing in vertical wells
which required coarse sands to extract
both oil and gas, says one spokesperson
of a mining corporation, who wished not
to be identified in print. “The development of horizontal fracturing has increased the need for sand, because they
use more sand per well and the same distribution that is used for other applications such as foundry and glass.
“The hydraulic fracturing market will
also pay a higher price for the sand. So,
from the sand supplier’s view, it is making virtually the same product, but selling
it for a much higher price to be used in
fracking. Thus the sand market has
changed significantly, with a high demand
for frack-sand significantly affecting the
market for all sands. More and more companies are attempting to get into the sand
business especially in western Wisconsin
and Minnesota where the quality of the
sand makes it desirable for hydraulic fracturing,” adds the spokesperson.
The current “boom” areas for fracking are North Dakota (Baaken shale)
southwest Texas, (Eagleford Shale),
New York, and Pennsylvania (Marcellus
Shale), the mining spokesperson says.
Some companies, such as U.S. Silica,
have boomed based partially on fracking
profits. The company, a producer of silica
used in fracking as well as solar panels, recently raised $200 million in its initial public offering. U.S. Silica originated in West
Virginia as a supplier of raw material for glass used in the manufacturing sector in Pittsburgh, before
moving to Frederick, Md.
“The market [for fracking
sand] is in extremely short supply right now,” says Bryan Shinn,
U.S. Silica’s chief executive, in a
MarketWatch article. “The U.S.

shale revolution is here to stay. We’re in
the early innings right now.”
“Though there is a boom in the
fracking business, this business is usually cyclical and it will slow down,” says
Watson. “Supply and demand is part of
the process, and there certainly will be
upward pressure on pricing. There is
one thing I believe the sand producers
realize: the glass customers they service have been long-term, steady customers, which is good for business. So
the hope is the pricing in the glass business will not see the upward pressure
the well-fracking business will see.”
Earnest Thompson, director of corporate marketing and brand management at Guardian Industries in Auburn
Hills, Mich., agrees. “Guardian is fortunate to work with long-term sand suppliers with whom we have long-term
agreements in place,” he says.“They recognize that the float glass industry has
been—and will be—around for awhile.
Our global presence is also a real asset
with some of these suppliers.”
“The price of natural gas has fallen,
so, some think the price of sand will go
down, but I think it will still go up, but
not at the current rate,” says Huffman.
“Anybody using silica sand—for instance, fiberglass manufacturers and
bottle manufacturers—are impacted
by it. Our cost is going up and at some
point we'll have to pass that down.
However, it hasn't happened yet.” ■

S a h e l y M u k e r j i is the
news editor for USGlass. She
can be reached at
smukerji@glass.com.
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Architects’

Guide
TO GLASS & METAL

Photos: Pedro Guarddon/DuPont

A Special Section of USGlass Magazine

First in
Fashion

New Glazing Trend Sets the
Stage for Future Façade Applications

S

by Ellen Rogers

ometimes it’s the simplest of
ideas, designs, fashions and
trends that make the biggest
statements. Think Audrey Hepburn
circa Breakfast at Tiffany’s. To this day
few items make as much of a fashion
statement as a simple black dress and a
few strands of pearls. And a simple, yet
memorable statement, was exactly what
the Spanish architectural firm of Rafael
de La-Hoz was going for when it designed the new facade for the home of
Inditex, the company behind fashion
brands such as Zara, Pull & Bear and
Massimo Dutti, located at Castellana 79
in Madrid, Spain.
“We were looking for an abstract and
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plain composition for the façade that
wouldn’t penalize the view from the inside
because of the façade ‘character,’” says design architect Francisco Arévalo. “The
client’s request was to have a singular
building, but discreet at the same time,
with an impeccable function as an office.”
Glass and glazing materials played a
key role in bringing this architectural
creation to life. Arévalo says they looked
to the squares of a chessboard as the
design inspiration, while also incorporating a double skin to provide natural
daylight penetration.
“This resulted in a neutral, abstract
and plain façade, but at the same time
[one that is] alive, with volume.”

Setting the Stage

When it came to the early stages of
the design process, Arévalo says the location of the building within the city
posed a challenge.
“Located next to one of the best office towers in the country of one of the
great masters of 20th century Spanish
architecture—Francisco Saenz de
Oíza—[the location] raised the idea of
respecting the past, yet being able to
differentiate our styles from the rest of
the buildings without much architectural show-off,” says Arévalo.“We could
not compete with the Banco de Bilbao
Tower in height (it stands 107 meters)
nor the location, but we [also did not
www.usglassmag.com
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From our experience, especially
with office buildings in Madrid, having
a double skin façade helps the interior
comfort, both acoustically and
thermally, so we considered this façade
solution from the very first moment.

—Francisco Arévalo,
Rafael de La-Hoz

want to] merge with it.”
He continues,“These urban premises
and the client’s requests to have a singular, but at the same time discreet,
building, conditioned the concept of the
project from the very first moment.”
So when designing this new office
building, Arévalo says a number of
components came into play. These included not only the aesthetic, but also
the performance features.
“From our experience, especially with
office buildings in Madrid, having a double-skin façade helps the interior comfort, both acoustically and thermally, so
we considered this façade solution from
the very first moment,” he says. “The
building location, in one of the great
thoroughfares of the city and the south
orientation, also advised this solution.”
But there was also the aesthetic appeal—the checkerboard appearance—
and the question arose as to just how to
make such a look work, while still ensuring the views of the outside from within.
“We searched all sorts of glass treatments: silkscreen with different degrees
of opacity and color, [acid] treatments,
sandblasting, [working] with different
colored sheets of butyrals, but all of
them affected the view from the inside,”
www.usglassmag.com

says Arévalo.
Then there was the idea of Spanish architectural firm Rafael de La-Hoz
incorporating a metal. Aré- designed this innovative headquarters building for
valo explains that on many one of the world’s leading fashion brands located
other projects his firm has in Madrid, Spain.
worked with companies that
specialize in laminated glass with metal much of an aesthetic, and the aesthetic
meshes, but the concept never worked feature was something architects were
well. For example, a true metal mesh can looking to capture.
“[DuPont] introduced Sefar Vision in
come with a high price tag, for one, and
also add weight to the glass, making it combination with SentryGlas, which
difficult to work with and install. Other provides a nice aesthetic, an almost 3D
reasons he says such previous materials appearance to the façade,” says Katcha.
While Arévalo says he was interested
were unsuccessful include the fact that
they had either not passed testing re- in working with the Vision product,
quirements for use on façades or did not there was a challenge: at the time it was
meet their architectural aesthetic expec- not approved for use with glass in an
exterior façade in Spain.
tations.
“We had samples of laminated glass
Already working with DuPont’s SentryGlas laminated glass products, the with metallic interlayers and Sefar
architectural team soon learned of a meshes in the office, but none of them
product called Sefar Vision, which is an could be used at that time outdoors,” he
alternative to traditional metal mesh; says.“We got in touch with official Sefar
it’s a metal-coated fabric interlayer, typ- suppliers in Spain and after several neically laminated within glass or other gotiations we reached the [opportunity] to use it, since it was already in
transparent materials.
Peter Katcha, director of North testing and standardization processes
American sales with Sefar, says that in our country and [and would be ready
while double-skin facades are popular in time to meet] construction dates.”
in Europe, creating one with just a laminated glass product does not provide
continued on page 62
March 2012 | USGlass, Metal & Glazing
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continued from page 61

says Katcha. “Because it was
the first time being used in an
exterior project, the testing
was the biggest hurdle to overcome. Once that was completed the fabricators could
move forward comfortably.
Testing was paramount to the
whole process.”

Finishing Touches

The resulting project features a glass curtainwall created
to
resemble
a
three-dimensional checkerboard with alternating panels of clear laminated glass
and panels embedded the
mesh product. Each panel is
approximately 11.2 by 6.4
feet and consists of two layers of 8-mm, low-iron tempered glass laminated with
.52-mm SentryGlas. The reflective aluminum coating
allows the façade to come
alive with depth and
light refraction that mirrors
the changing outdoor condiArchitects on the Castellana 79 project utilized an tions of the sun and clouds.
innovative product called Sefar Vision to achieve a From the inside, building
occupants have an unobcheckerboard appearance within the glass.
structed view of the outside.
Katcha says his company worked The glazing systems reduce glare from
closely with DuPont on a battery of the sun and reflect the warmth away
tests to ensure the product would work from the building, helping reduce the
in exterior applications, as previously it need for air conditioning.
A number of companies were inhad only been used in interior applications. This testing procedure included volved in the fabrication, all of which
those for adhesion, edge stability, high took place in Spain. The glass was cut
temperature resistance, high moisture and polished by Vitro and Cricursa did
the lamination. The Spanish firm Caaresistance and lightfastness.
“It was that testing that made it possi- maño and Metalvedro served as the inble to use Sefar Vision in this project,” stallers and assemblers of the façade.
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Since the project was the first to use
the Vision product in an exterior application, and considering the necessary
approval and testing, Arévalo stresses
that a “very direct and intense collaboration with both the supplier and installer” was critical.
Katcha agrees that communication
was important.
“Working together was important to
make sure everyone would be confident
in ensuring the design concept could be
realized,” Katcha adds.

True to Form

Aside from being the first project to
incorporate the mesh product in an exterior application, Arévalo says there
are some other details about this project that make it unique.
“The ‘rehabilitation’ part, where we
had to respect the existing steel
columns of the previous building, demolish all the floors and walls and reinforce the foundations of ancient
buildings was a challenge, but a successful one,” he says. Speaking of the architectural details and features found
within the city of Madrid itself, he adds,
“Being able to offer both our client and
the city a simple design [that’s also] full
of expression and nuance in one of
Madrid’s most populated districts [was
a great learning experience].” ■
E l l e n R o g e r s is the
editor of the Architects’ Guide
to Glass & Metal magazine.
She can be reached at
erogers@glass.com or follow
her on Twitter @AGGmagazine
and like AGG magazine on Facebook to
receive updates.
www.usglassmag.com
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Colorful
Decorative Glass™

A special section of
USGlass magazine

Expressions
Painted Glass Takes Center
Stage in Recent Projects
by Ellen Rogers

F

reeform and colorful—that’s
what Wright Runstad & Company was looking for in an art
glass wall. The Seattle-based company
owns Consolidated Technology Services, the data arm of Washington State.
“The client requested organic imagery as a relief to the technical nature
of the business being conducted in the
building,” says artist Guy Kemper of the
Olympia, Wash., project, which opened
last August.

Kemper says “Secret Garden” is a
bug’s eye view of one’s lawn as it
features dew-splattered grass, spider
webs and small flowers.
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Kentuckian Kemper created three
glass walls, “Secret Garden,” a lobby
wall, which stands 17.5 feet wide by
14.5 feet tall; “Stellar Wind,” a mezzanine wall that’s 12.5 feet wide by 14 feet
high; and “For Laurel,” a niche window,
which is 3 feet wide by 12 feet tall. All
glass walls are interior and backlit.
“Secret Garden” provides a bug’s-eye
view of one’s lawn, says Kemper.
“The blades of grass are 13 feet tall.
There are dew splatters, spider webs
and small flowers, making a dense,
three-dimensional fabric. The grass is
shades of green and blue, the richly textured background is peach, the splatters of dew are white and soft grey-blue
and the flowers are red and pink,” he
says. “This is an arresting work that
gives a warm welcome to those entering the building.”
Located directly above “Secret Garden,” is its mezzanine-level companion,
“Stellar Wind.” Kemper says while Secret Garden is earthbound, “Stellar
Wind is more celestial, recalling an intergalactic shoot-out from Star Wars.

“It has streaks of dark and grey violet-blues that are suggestive of comets,
floating feathers or overhanging trees.
There is a similarly warm background
with splatters as in “Secret Garden.”
Small, shaded and textured green dots
are scattered across the surface to add
contrast and visual interest. The
chaotic foreground is in tension with
the peaceful, sunset tones of the background,” he explains.
Speaking of the third wall called “For
Laurel,” Kemper says it recalls fresh-cut
flowers and the mood of springtime.
The yellow background suggests early
spring light, the chartreuse tendrils
speak of new growth, the black lines are
the old branches of winter, red and violet splashes give the feeling of spring
bursting forth.
“Wright Runstad generally has a
prominent place in their buildings for
fresh cut flowers. This window intends
to replace that reality with the feeling of
fresh cut flowers in glass,” says Kemper.
“It is a happy tangle of color at the end
of the long hallway off the entrance
www.usglassmag.com

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

Contents

Zoom Fit
Search

+

Archives

–

I<
E-Mail

<

>

>I

Subscribe

The blades of grass are 13 feet tall.
There are dew splatters, spider webs and
small flowers, making a dense, threedimensional fabric. The grass is shades of
green and blue, the richly textured
background is peach, the splatters of
dew are white and soft grey-blue and
the flowers are red and pink.
lobby.” He adds that he named the
painting after his daughter.“The two of
us were watercolor painting and chatting together when I painted the work.”
The windows are made from blown
glass laminated with a two-part silicone in several layers. The base glass is
10-mm tempered that has been
painted with vitreous enamels and
fired. There is a bottom layer of blown
glass laminated as the canvas to this
10-mm clear glass.
“In the two larger installations, this
is an aurora double flash glass made
with gold to get the pink tone. The yellow window is a selenium double flash
that has been etched with acid to reveal
brushstrokes,” says Kemper. “The colored flash of base layers has been sandblasted away for overlying shapes to be
laminated on top with no mixing of colors. These pieces have also been sandblasted and enameled, and had more
pieces of glass laminated to them. In all,
there are six surfaces, or layers, of treatment in the two larger works.”
The glass blowing took several weeks
and panel fabrication took approximately seven months. The windows
were installed in June 2011.
“These windows were extremely difficult to make and are the most technically complicated work I have ever
done,” says Kemper. “I consider them a
www.usglassmag.com

—Guy Kemper, artist

crowning achievement in my catalog.” Kemper, shown here in front of
As Kemper explains, the two larger “Stellar Wind,” says he was inspired
windows are made from several layers by nature to create three interior
of blown glass laminated together backlit glass walls.
with a two-part silicone, then glued to
a carrier sheet of 10-mm clear tem- were laminated, resist was again applied to the entire work and the exprespered glass.
“In all, there are four layers of glass: sive “splashes” were cut away with a
three blown layers plus the clear carrier, razor and then sandblasted across the
surface. Tinted automobile lacquer was
with six layers of treatment,” he says.
Some of the glass materials were also airbrushed into the surface for shading.
“To my knowledge, this was the first
posed challenges.
“We discovered early in the fabrica- time such diverse techniques were utition process that the aurora glass was a lized in realizing a piece of art glass. It
fickle material. It turned orange and is also highly unusual for so many laymatte when etched with acid and then ers of treatment to be used, drawing
brown if it was fired in a kiln after being on a technique first developed by
painted with vitreous enamels,” says Tiffany in the 19th century to create
Kemper. “To maintain the coral pink highly three-dimensional work,” he
tone of the material, we therefore had says. “Most of the techniques utilized
to figure out a way to achieve the multi- in these pieces are centuries old, from
layered result without etching or firing blowing the glass in layers to hand
the glass as anticipated. So we applied working and applying all the other dethe additional tones of vitreous enam- tails. This is what gives the material its
els to the clear carrier sheet before tem- sensuousness and raw power.” ■
pering, then etched away the
enamel where the blue or green
foreground shapes would be lamiE l l e n R o g e r s is the
nated above, so they could retain
editor of Decorative Glass
their pure colors. We sandblasted
magazine. Email her at
away these same foreground shapes
erogers@glass.com. Follow her
on Twitter @DG_magazine and
from the aurora flashed layer before
read her blog at
gluing the layers on top.”
www.decorativeglassmag.com.
Next, Kemper says once all layers
March 2012 | USGlass, Metal & Glazing
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ShowCase
decorative glass

New Glass
Product Goes ‘Boing!’

Pulp Studio officials say
its new series of very
colorful, highly
graphic patterns illustrates
how
deeply threedimensional
glass can be. The
“Boing” series includes strong patterns designed
to pop with
color and depth,
and to serve as
eye-catching
focal points in hotels, stores, offices
or any public
space, indoors
or out, where
glass paneling or
partitioning is appropriate.
To create the

machinery

decorative Boing product, Pulp utilizes
multiple interlayers, each between a
separate sheet of glass (two, three, four
or more) with a separate pattern, precisely registered upon lamination, to
read as a single design. The glass is
available in clear, low-iron or a mirrorbacked version called Juxtapose.

glass

Flip the Switch
on Voltage Glass

The new Voltage glass from Glasswerks Inc. allows users to transform the
glass from optical pellucidity to translucency with the flip of a switch, according to information from the South Gate,
Calif.-based company. The glass utilizes
both liquid crystal and PVB interlayers,
combined between two lites of glass;
electricity is then utilized to activate the
liquid crystal, which works to make the
glass either clear or foggy.
Voltage glass is available for use in a
variety of applications and can be cut
to fit custom dimensions.

❙❙➤ www.glasswerks.com

Grenzebach now offers a
line of glass-handling equipment that features integrated
control systems designed to
provide a fully automated solution to the handling of finished
float glass. The system was developed in conjunction with
Siemens.
Every function of the coldend line is being integrated into
one-control automation platform, including take-over of the
glass from the lehr, cutting the
glass ribbon into sheets of optimum size, glass snapping, rejection of faulty
glass sheets, sorting according to size and quality, and stacking into glass
racks with robotics, according to the company.
In addition, the company’s package of automation controls is equally applicable to individual machines in the line, so additional line equipment can be
added easily to the system.
❙❙➤ www.grenzebach.com
USGlass, Metal & Glazing | March 2012

NSA Keeps Workers
Cool and Safe

❙❙➤ www.pulpstudio.com

Fully Automated Line Available from Grenzebach

66

personal protective equipment

Cleveland-based National Safety
Apparel Inc. is offering “extreme”
cut protection with its new X-factor
garments. Its line, from turtlenecks
and sweaters to neck protectors,
feature X13 yarn engineered to deliver performance, comfort and
safety. The garments meet ANSI 105
cut level 4 and offer 1,700 grams cut
protection per ASTM 1790. Each are
engineered to wick moisture, staying cool and comfortable, and deliver protection.

❙❙➤ www.nsamfg.com

curtainwall

Kawneer and Traco
Combine Product Portfolios

Kawneer Co Inc., an Alcoa business,
has combined product portfolios with
its Traco division to offer a broader
range of products. Together, the companies now can provide curtainwall
systems and entrances, along with windows and framing systems, for both
renovation and new construction.
Kawneer’s parent company, Alcoa, acquired Traco, a window manufacturer,
in 2010, and Traco now acts as a division of Kawneer.
“When Traco joined Alcoa Building
and Construction Systems (BCS) as a
division of Kawneer we were able to
join two trusted brands with rich histories of innovation and had the vision
that the integration would provide an
www.usglassmag.com
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doors and windows

Historical Replication Window Available

The new 4600 series from J. Sussman Inc. is a historical replication
window with a beveled exterior to replicate the appearance of steel puttyglazed windows. The windows are equipped with ventilators and fixed lites
with narrow and equal site lines, and the ventilators are indistinguishable from fixed lites and concealed from the interior, according to the
company. The windows are thermally broken using thermal strip technology that allows different finishes for the interior and exterior. The series
is available as project-out vents, outswing casements, fixed lites, or combinations of each.
❙❙➤ www.jsussmaninc.com

even broader range of products, services and support for our customers,”
says Diana Perreiah, vice president,
Alcoa Building and Construction Systems, and general manager, Kawneer
North America.

❙❙➤ www.kawneer.com

film

New Films
Block, Bend Light

3M is offering new films for solar
control, daylighting and safety and security that can be used in architectural
glass. The films are applied in the glass
fabrication process.
3M Ultra-Clear Solar Film, sandwiched between outer and inner lites,
reduces solar radiation by up to 34
percent with minimal reduction of
visible light. The product reduces heat
streaming through the glass by selectively blocking infrared light, using
the company’s proprietary multilayer
optical film technology. The clear,
low-reflective film is compatible with
www.usglassmag.com

tinted, coated and other types of glass.
Because the film contains no metal, it
will neither corrode nor interfere with
radio frequencies of electronic devices. The film offers the ability to
bend the glass for curved glass designs, and works with PVB, EVA and
SentryGlas Plus interlayers.

resources

Glass Choice Made Easy
with NSG Color Swatch

❙❙➤ www.3m.com/glass

sealants

Fenzi Expands
Its Butylver Line

Fenzi has expanded its range of solutions for high-performance insulating
glass units with the introduction of
Butylver TPS and Butylver SS.
Butylver TPS is the new ultra-high
quality thermoplastic spacer bar developed for use with the special applicators produced by Lenhardt, which
has already tested and approved the
product. Butylver TPS combines workability with long-lasting thermal performance. It also is compatible with
Thiover, Fenzi’s two-component polysulphide sealant.
Butylver SS is a formulation of the
Butylver sealant suited for manufacturers using Edgetech’s Triseal technology.
Butylver SS sealants have been engineered for application on the flexible
spacer bars used in this type of technology. Butylver SS is a particularly soft
butyl, which adapts to the flexible
spacer bar when pressed, without damaging or straining it.

❙❙➤ www.fenzigroup.com

The NSG Group has launched a tool
called the “Interactive Color Swatch,” designed to enable users to see how different glass ranges would appear installed
as a building’s façade.
The tool shows a mocked-up
cityscape, with various different building types. Users can select from a range
of Pilkington products to see how they
would appear on different buildings. It
also provides in-depth technical data
to aid accurate specification.
The Interactive Color Swatch was
introduced alongside two other interactive online tools the NSG Group
has developed to help with choosing
the right glass: Pilkington Spectrum,
a glass performance model enabling
users to calculate the key properties
of insulating glass units (IGUs) online, such as U-values, ultraviolet
transmittance and reflectance; and
continued on page 68
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ShowCase
continued

Glass Industry
In 1964 Howard Wood designed the •rst Wood’s
Powr-Grip ® Vacuum Cup allowing glaziers to hold
Pow
lites
securely without lifting them by the edges.
lit
For over 4 decades, Wood’s Powr-Grip has been
man
manufacturing
vacuum lifting equipment that
inc
increases
safety and lowers cost for glass handling.
Tod
Today,
Wood's Powr-Grip vacuum cups and belowthe
the-hook
vacuum lifters can be found in nearly
eve country in the world and have become
every
sta
standard
tools in the glass industry.
For details on our complete
product line, call or visit us today.

www.powrgrip.com

THE ORIGINAL & TRUSTED NAME IN
GLASS HANDLING EQUIPMENT

800.548.7341
EST. 1964
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the Pilkington Sound Simulator, created to provide information about
how much external sound is audible
through different glass ranges.

❙❙➤ www.pilkington.com/products

louvers and sunshades

Acurlite Divides to
Conquer Sunshade Demand

Acurlite Structural Skylights’ new sun
control division has developed a sunshade system to enhance its line of architectural products. The company’s
engineering department is able to custom design any shade to meet an architect’s aesthetic and structural concerns.
Unitized construction makes for quick
and easy installation. Extrusions go
straight from AutoCAD to production on
the new five-axis CNC machining center
in a controlled environment for accuracy.
❙❙➤ www.acurlite.com ■
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+ Bautec structural insulating strips
+ TGI®-Spacer
= Superior performing window
and curtain wall systems
It’s not a complicated equation…the combination of Technoform’s Bautec structural
insulating strips and TGI-Spacer equals achievement of today and tomorrow’s
most stringent thermal demands. Our 35+ years of worldwide fenestration systems
experience enables us to provide spacers and insulating strips that deliver unsurpassed
design capabilities, energy management, durability and structural strength in all
climates. And our global network of industry specialists is ready to assist with all steps
of the design and manufacturing process to create the high performance window and
curtain wall systems required by today’s architects and fabricators.

www.technoform.us | 330-487-6600
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NewsMakers
new hires

Paul Trainor, previously of Trainor
Glass, has joined Skyline Sky-Lites in
Colorado Springs, Colo., as manager of
business development. The appointment was announced shortly after
Trainor’s closure in February (see related story on page 10). Trainor also has
experience with Traco Windows and
Arpal Aluminum.
Robert Mastrapa has
joined Glasswerks L.A.
Inc., headquartered in
South Gate, Calif., as operations manager. Mastrapa,
a 30-year veteran in the
glass industry worked for
Oldcastle BuildingEnveRobert
lope of Santa Monica,
Mastrapa
Calif., as assistant general
manager prior to his appointment at

obituaries

Glasswerks. He will be responsible for implementing the “6S System” at Glasswerks’
main fabrication facility in South Gate.
Tubelite Inc. of Walker, Mich., has
named John Young as client development manager providing storefront,
curtainwall, entrance and daylight control systems for North and South Carolina, and southern Virginia. Owner of
J&L Young LLC, Young will serve this
territory as an independent sales representative, while working closely with
Tubelite’s new office in Rock Hill, S.C.
He brings 27 years of experience in the
glass, glazing and architectural metal’s
industry, including six as an independent sales representative.
Viracon of Owatonna, Minn., has hired
Kevin Anez as director of marketing and
product management. With 19 years of

Wayne Harding Jr., Boulder, Colo.

Wayne Harding Jr., founder of Harding Glass in Boulder, Colo.,
passed away on February 14. He was 90.
Harding was a veteran of World War II as a Navy Pilot, and, following his discharge, became a test pilot for Vought Aircraft in Connecticut. Eventually, he decided to join his father in the glass
business, and in 1947 they bought Acme Glass in Topeka, Kan.
The company became Harding Glass and, by 1965, it had grown to
Wayne
56 operations in eight states. In 1968, Harding founded Harding
Harding, Jr. Steel, which makes mechanical parking devices and still exists
today. Harding sold Harding Glass to Sun Co. in 1978, and, through
several mergers and acquisitions, the company now is a part of Binswanger Glass.
Harding also was the author of three books, a member of the Young Presidents
Organization, a 60+ year member of Rotary International, a 66-year member of
the American Institute of Aeronautics and Astronomics, and an active member of
the Denver Leadership Foundation. He also was a past president of the Flat Glass
Marketing Association, a predecessor to the Glass Association of North America,
based in Topeka, Kan.
Harding is survived by his wife, Valerie Warner; five children; 13 grandchildren;
and seven great-grandchildren. He was preceded in death by his first wife, Nancy,
in 2000.

Barbara Vos, Grand Rapids, Mich.

Barbara Vos, the co-founder of Vos Glass Inc. in Grand Rapids, Mich., passed
away on February 8 at the age of 79. She co-founded the company with her late
husband, Clarence “Jake” Vos, in 1982.
Vos is survived by her three children; five grandchildren; three great grandchildren;
two sisters; and several nieces and nephews.
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experience in the building
materials industry, Anez
comes to Viracon from
Andersen Window Corp.,
where he was the product
marketing manager for
the 200 and 400 Series
Window business. He will Kevin
report to Bob Randall, Anez
Viracon’s vice president of
marketing and business development.
Anez previously was an adjunct professor in marketing at Dunwoody College of Technology in Minneapolis. He
holds three degrees, including a bachelor’s degree in industrial technology
from the University of Wisconsin Stout,
a master’s degree in manufacturing
systems and a master’s in business administration in marketing from the
University of St. Thomas.
Soladigm of Milpitas, Calif., has appointed Jim Pape as chief commercial
officer (CCO). Pape has more than two
decades of sales, marketing, product development and customer service experience, and was most recently the
president of San Jose, Calif.-based SunPower Corp.’s global residential and
commercial business units. As CCO, Pape
will be responsible for managing and expanding global commercial activities.

promotions

Dorma Americas of Reamstown,
Pa., recently named Wil van de Wiel
president.
Van de Wiel, who most recently was
president of Dorma Architectural Hardware, brings to this position domestic
and international experience. Prior to
joining Dorma, he served as managing
director for Bosch Security Systems
based in Lancaster, Pa.
Van de Wiel succeeds Larry O’Toole,
who has served as president for seven
years and plans to pursue opportunities
outside of the company.
McGrory Glass Inc. of Paulsboro,
N.J., has made several recent personwww.usglassmag.com
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nel appointments. Tim
Matthews has become
vice president of architectural sales. He will oversee the marketing,
product development
and overall sales performances of the comTim
pany’s architectural glass
Matthews
products. He has supervised the architectural
glass sales and marketing for the last 10 years.
Additionally,
Jerry
Stoneberger has become
the sales and marketing
manager for the Corning
Jerry
Stoneberger Med-X glass materials. He
has more than 30 years
of experience in the specialty glass
market, and has spent the last 23 years
at McGrory.
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kudos

HAGA Names Irene Lopez
2011 Glass Professional of the Year

The Houston Area Glass Association (HAGA)
recently named Irene Lopez of M.I. Glass Inc. in
Houston as the 2011 Glass Professional of the
Year. Lopez received the award during HAGA’s
dinner meeting on January 12.
A member of HAGA for the last 15 years,
Lopez has been involved in the industry for 23
years. “My husband, Mario, and I opened our
business, a retail glass shop, M.I. Glass, in
Houston in 1989,” she says. “We fabricate, in- Irene Lopez with her
stall and sell to the public. We do everything re- husband, Mario.
lated to glass and aluminum.”
Lopez is “always upbeat, always behind the scenes, very pleasant, always
smiling and always positive,” says David Ozment, Gulf Coast account executive
for Binswanger and past president of HAGA. “She has a warm heart, very much
a family woman and very much a business professional. She’s devoted, brings
fresh ideas, and an inside- and outside-the-box thinker. Her strong motherly instinct comes into the business. She’s special. She’s been there for years and
does what’s best for the association.” ■
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[datebook]

Reviews&Previews
Gearing Up for
Glass TEXpo™
lass TEXpo 2012, also known as the “Best Little
Glass Expo in Texas,” will be held April 12-13 in
San Antonio at the El Tropicano Riverwalk Hotel.
The event will begin on Thursday, April 12, with a
welcome and economic update by Jerry Wright, president of the Texas Glass Association and AAA Glass &
Mirror Co., along with Debra Levy, publisher of
USGlass magazine.
Rodney Wellborn of Oldcastle BuildingEnvelope will
follow with a session titled “Impact-Resistant Glazing
Systems,” during which he’ll review how the International Building Code (IBC) regulates impact-prone regions and what must be considered.
A session titled “San Antonio Going Solar: Dynamic
Glazing” will be offered by Jeremy Kaeding of SAGE Electrochromics. Kaeding will address the benefits and challenges of building integrated photovoltaics (BIPV).
Next, Bernard Lax of Pulp Studio Inc. will lead a decorative glass forum, during which attendees will discuss
innovative uses of decorative glass, tips and techniques.
After a lunchtime break, attendees will reconvene for
a lesson in upgrading their businesses by Doug Burns of
Don Young Co. Inc.
Prior to the trade show opening at 3 p.m., Dick Beuke
of PPG Industries will offer a keynote address on the state
of the industry.
The second day of the event will began with a special
roll-up-your-sleeves session on social media, also offered
by Levy. She will discuss the use of Facebook, Twitter,
Groupon and other social media in the glass industry.
The Texas Glass Association, which is co-sponsoring
the event with USGlass magazine, will hold its annual
awards breakfast from 9 a.m. to 10:30 a.m.
“Energy Codes 411” by Felix Lopez of the State Energy Conservation Office will follow. Lopez will discuss
energy codes in the state of Texas and how they pertain
to commercial windows, residential windows and issues
of enforcement.
Lyle Hill of Keytech North America will wrap up the
day’s sessions with a seminar titled “Doing a Proper
Break-Even Analysis.”
In addition, the Glass TEXpo show floor will be open
on Friday from 11 a.m. to 4 p.m.
❙❙➤ www.usglassmag.com/texpo ■
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March 18-20, 2012
BEC Conference
Sponsored by GANA.
Paris Las Vegas.
Las Vegas.
Contact: GANA
at 785/271-0208.

April 2-4, 2012

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

April 12-13, 2012

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

April 12, 2012

Fenestration Day ’12
Sponsored by Door & Window
Manufacturer magazine.
El Tropicano Riverwalk Hotel.
San Antonio.
Contact: Door & Window
Manufacturer at
540/720-5584.

May 17-19, 2012

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

June 10-13, 2012

AAMA National
Summer Conference
Sponsored by AAMA.
Marriott Oak Brook Hills.
Chicago.
Contact: AAMA
at 847/303-5664.

September 11-14, 2012

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

INTERNATIONAL EVENTS
April 2-5, 2012

China Glass
Organized by the
Chinese Ceramic Society.
Shanghai New
International Expo Centre.
Shanghai, China.
Contact: Event organizers at
+86-10-57811261. ■

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

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

Glazing Compounds

Omaha Wholesale Hardware
1201 Pacific Street
Omaha, NE 68108
P: 800/238-4566 F: 402/444-1659

Block

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

Curved/Bent

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

Acid Etched 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

ŶƟ-ZĞŇĞĐƟǀĞ'ůĂƐƐ
фϬ͘ϱйƌĞŇĞĐƟŽŶ

ϴϬϬ-ϮϮϬ-ϯϳϰϵͬǁǁǁ͘ŵĐŐƌŽƌǇ͘ĐŽŵ

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

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

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

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

Laminated

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
www.usglassmag.com
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Laminated,
Fire-Rated Wire

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

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

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

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
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
DECORATIVE GLASS
Decorative Glass, General

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

Get your company
noticed!
Place your listing
today. Prices start at
just $350 per year.
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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

Painted

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

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

76

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

Akron Hardware
1100 Killian Road
Akron, OH 44312
P: 800/321-9602 F: 800/328-6070
C.R. Laurence Co. Inc.
2503 E Vernon Ave.
Los Angeles, CA 90058
P: 800/421-6144 F: 800/262-3299
www.crlaurance.com

DOOR COMPONENTS

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

Track Caps

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

USGlass, Metal & Glazing | March 2012

GLASS HANDLING/
TRANSPORTATION
Handling Equipment,
General

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

Packaging

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

Airspacers

Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA 98271
P: 360/653-6666 or 800/343-8360
F: 360/653-9884
Helima Helvetion Intl.
PO Box 1348
Duncan, SC 29334-1348
P: 800/346-6628 F: 864/439-6065
www.helima.de
kmadey@helimasc.com

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
www.usglassmag.com
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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
Mirror, General

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

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

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

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

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

Cleaning Towels

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

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

Glass Restoration

STOREFRONT/
ENTRANCES
Storefront Material,
General

WINDOW HARDWARE

Oldcastle
BuildingEnvelope™

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

Fire-Rated

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

General Tools & Supplies

Pacific Laser Systems
449 Coloma Street
Sausalito, CA 94965
P: 800/601-4500 F: 415/289-5789 ■
To place your listing,
please contact Janeen
Mulligan at
540/602-3255 or email
jmulligan@glass.com.

A Site Designed Exclusively for
Contract Glaziers
From USGlass Magazine

Visit
www.usglassmag.com/contractglazing
to view:

• In-depth Articles;

• Installation Information;

• Informational Videos;

• Industry Events; and

• Business News;

• Glazing Columns;
www.usglassmag.com

• Company News;
• So Much More!
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ratio (aperture percentage); lighting
power density; operational parameters;
and thermal comfort ranges. ■
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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

Networking?

Glass TEXpo™ April 12-13, 2012
www.usglassmag.com/texpo

Employment/
Help Wanted
Independent Architectural
Sales Rep. Wanted

Vetrotech Saint-Gobain, the world
leader in fire rated glass technology, is
looking for an experienced independent
architectural sales representative to assist in growing our fire rated glass business in Northern California. Must be
results oriented and highly focused in
working closely with Architects and
Glazing Contractors. Interested parties
should submit their line card along with
a statement of qualifications to our
Western Regional Sales Manager via
email: brigitte.ross@saint-gobain.com.
To find out more about our company
and fire rated product line visit our website at www.vetrotechusa.com

Used Equipment
USED MACHINERY
BOUGHT & SOLD

www.glassmachinerysales.com
Ph: 724/348-8450
USGlass, Metal & Glazing | March 2012
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Industry Services
going to have to do the telling.
“You’ll need to connect the benefit
of glass facades with the urban context,” said Rozendo.
5. You’ll be doing more testing
and have higher costs. The construction industry has never been
known for taking anyone’s word for
anything and LEED compliance
will be no exception. Though a few
years away, independent verification will arrive, whether in the
form of testing or inspection.
The new LEED regulations have
some really good parts, too. Credits
will be available for the reduction of
“light pollution.” This means
awnings, low-E storm windows, solar
control treatments, window film and
blinds, drapes and curtains will receive credit.
It was interesting to see what type of
projects are getting certified as well:
• 5,417 building design and construction projects;
• 1,896 interior design projects;
• 1,044 operations and maintenance
projects;
• 10,166 homes; and
• 71 neighborhood development projects have all been LEED-certified.
Though those numbers seem relatively low now, they will continue to
grow until an uncertified building is
rarer than a certified one.
LEED is one of those trends that will
slowly and subtly, yet profoundly,
change our industry in the days to
come. Be ready.

+

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.

Businesses for Sale
Glass Shop for Sale

28 yr. business in central Mass. Excellent
location. Nice balance of auto glass, residential & commercial. Right on major
route into town. Management team in
place. Lots of walk ins. Excellent reputation for quality & workmanship. Last 5
yrs-$4.5 million+. Owner retiring for
health reasons. 7,000 sf building for sale
or lease. Great opportunity!! Asking
$700k. Interested parties send email to
sunshine201293@yahoo.com.

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 May issue is
April 20, 2012.
www.usglassmag.com
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Page
37

Company

Web Address

800/227-7694

800/456-8393

www.banom.com

800/223-6594

310/549-5398

www.calglassbending.com

952/935-5538

www.cardinalcorp.com

484/229-9164

www.mcgrory.com

+44 (0)1279 624 810 +44 (0)1279 626 615 www.ashton-industrial.com

Bohle America Inc.

877/678-2021

Banom Inc.

72

California Glass Bending

15

Cardinal LG

55

Fax

Ashton Industrial

7

17

Phone

www.bohle-america.com

888/888-8273

216/292-3435

Citadel Architectural Products

800/446-8828

317/894-6333

11

EFCO Corp.

800/221-4169

416/581-0700

33

F. Barkow

800/588-5580

414/332-8217

785/271-0208

785/271-0166

www.glasswebsite.com

800/220-3749

484/229-9162

www.mcgrory.com

54
21

29
40

Capital Tape

704/247-8240

Corning

Erdman Automation
Fenzi North America

63,68,71 Glass Association of North America
81

Glasswerks L.A. Inc.

36

Glas Troesch

13

Grenzebach

28

GlasWeld Systems Inc.

5

Guardian Industries

56

J. Sussman

32
3

JLM Wholesale

Kawneer Co. Inc.

952/935-1722

800/220-3749

763/389-9475
416/674-3831

888/789-7810
800/321-2597

763/389-9757

541/388-1157

+49 906 982 2000

+49 906 982 2108

800/522-2940

248/628-6733

866/482-7374

718/297-0228

770/449-5555

770/734-1560

845/352-2200

845/352-2215

800/321-9800

330/477-7872

Ohio Gratings Inc.

800/254-3643

www.glasweld.com

www.grenzebach.com

www.jsussmaninc.com

Monsey Glass

MyGlassTruck.com

www.glasswerks.com

718/297-3090

72
30

www.fenzi-na.com

www.sunguardglass.com

330/308-7652

35

www.barkow.com

248/340-2111

800/683-0676
800/220-3749

www.efcocorp.com

www.erdmanautomation.com

888/789-7820

Lauren Manufacturing
McGrory Glass

www.citadelap.com

416/674-9323

23

36

www.capitaltape.com

856/579-3232

www.jlmwholesale.com

www.kawneer.com

www.lauren.com

www.mcgrory.com

www.monseyglass.com

856/863-6704

www.myglasstruck.com
www.oldcastlebe.com

www.ohiogratings.com

8-9

Oldcastle BuildingEnvelope™

866/653-2278

770/497-3656

C4

PPG Industries Inc.

888/774-4332

412/826-2299

www.ppgideascapes.com

310/815-4990

www.switchlite.com

19

Pilkington

38

Precision Glass Bending

73

Ray-Bar Engineering

73
31

57

Pulp Studio Inc.
SAPA

Soft Tech America

35

Strybuc Industries

69

Technoform

41
1

51

50

800/221-0444
800/543-8796

800/543-8798

800/444-9727

800/444-0240

310/815-4999

877/710-7272

954/568-3198

800/352-0800

Swisspacer

+41 071 686 9279

Trulite Glass & Aluminum

800/432-8132

Tubelite

330/487-6600
800/866-2227

N/A

954/563-6116

610/534-3201

+41 071 686 9275
330/487-6682
954/724-9293

877/229-2414

www.pilkington.com

www.e-bentglass.com

www.xrayglass.com

www.sapagroup.com/NA

www.softtechnz.com
www.strybuc.com

www.saint-gobain.com

www.technoform.us

www.trulite.com

www.tubeliteinc.com

547/267-3211

574/267-5703

www.uniontoolcorp.com

Wood’s Powr-Grip00/548-7341

406/628-8354

www.powrgrip.com

C2

Union Tool Corp.

419/247-4517

Western Window Systems

602/304-2905

602/323-6144

www.westernws.com

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

www.usglassmag.com
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theBusiness

The Hat

by Lyle R. Hill

I

once heard it said that “experience is
the harshest of teachers because she
gives you the test first and the lesson
afterward.” I guess this is true, but I always
liked what Bismarck had to say about experience. He was the one who said “Fool
you are to say you learn by your experiences; I prefer to profit by the mistakes of
others and avoid the price of my own.”
Now I don’t know which Bismarck said
this . . . the one they named the World War
II battleship after or the one they named
the town in North Dakota after . . . but, either way, he was right.And there is a great
deal that we can learn from others—both
good and bad.
I could sense that he wasn’t having a
good day and that my phone call had
bothered him. But I wasn’t having the
best of days either, and I had a right to
call. He owed us a fair amount of money
and most of it was long past due. I had
committed myself to remaining calm,
and I was determined to be both firm
and as pleasant possible.
“John,” I began,“were you pleased with
the work we did for you?”
“Yeah, your guys did a nice job,” he
replied.
“And you feel that we charged you a
fair price for the material and labor that
we provided?”
“Of course,” he responded, “I wouldn’t
have given you the job in the first place if
your price wasn’t good.”
I could now detect a fair amount of agitation in his voice, but I pressed on.
“Okay,” I began, “I’m glad to hear all
that, and we appreciate your business.
However, you owe us a lot of money, John,
and we really need you to get your account
brought up-to-date.”
“Are you calling me a deadbeat?” he
asked with a new level of agitation.

day the call that I
“No, I’m
expected came in.
not,” I calmly
“Lyle, it’s John,” he began.
replied, “but these bills
are several months past due and we really “Did the reflective units come in yet for
the Centerpointe job?”
must get paid.”
“Yes, we received them several days
“Are you threatening me?” he now
roared into the phone.“Because if you are, ago,” I replied.
“Well, you gotta install them immediI’m taking you out of the hat!”
Now at this point in the conversation, I ately,” he said.“These guys are going crazy
was completely baffled. What could “tak- … they want their building finished and
ing me out of the hat” possibly mean? Was they’re one of my biggest customers. You
this the equivalent of simply “taking me gotta help me.”
“I’ll do what I can, John, but we’re pretty
out” as in “rubbing me out” or “wiping me
out?” Being from Chicago, I am pretty cur- busy right now.”
“I can’t wait,” he yelled. “You’re killing
rent with these kinds of terms, but I’ve
never heard of being “taken out of the hat.” me. I need an answer and I need it now.”
“Okay, John,” I replied calmly, “but
I had to find out.
“John, I must confess ignorance,” I there’s something you probably need to
stated.“Please tell me what taking me out know.”
“What?” he screamed.
of the hat means?”
“Well, John, after that last conversa“Okay,” he began. “I’ll tell you. Each
week I take all of the bills that are due for tion we had a few weeks ago . . . I’m sure
payment and I put them in a hat. Then, you remember . . . it was the one about
depending on how things are going, I ran- us getting paid in a timely manner. Your
domly pick so many bills out of the hat explanation impressed me so much
and pay them. This way, everyone has an that I immediately went out and folequal chance of being paid. I think this is lowed your example.”
“What in the world are you talking
a very fair approach. Unfortunately for
you, you just haven’t been lucky enough to about?” he asked.
“John … I bought a hat of my own …
be one of the bills that got picked out for
payment. But I like you guys, so believe and you’re in it.” ■
me, I’d hate to have to take you out
of the hat and take away any chance
you might have for getting paid.”
L y l e R . H i l l is the
“Well, thank you, John, I apprecimanaging director of Keytech
ate that,” I replied.“And we like you,
North America, a company
too, so if I’ve offended you in any
providing research and
way, please accept my apology. The
technical services for the
last thing in the world that I want to
glass and metal industry. Hill
have happen is to be taken out of
has more than 40 years experience in the
your hat!”
glass and metal industry and can be
A few weeks went by and we rereached at lhill@glass.com. You can read
ceived some, but not all of the
his blog on Wednesdays at
http://lyleblog.usglassmag.com.
money that was due us. Then one

USGlass, Metal & Glazing | March 2012
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Accept no substitutes.
®

Only Starphire Ultra-Clear Glass from PPG can deliver the highest visible light transmittance
in a low-E glass while offering the truest color transmittance in thicknesses up to one inch.
Accept nothing less. Find out more at www.ppgstarphire.com.
Starphire, IdeaScapes, PPG and the PPG logo are trademarks owned by PPG Industries Ohio, Inc.

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

