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Our first ever report on women in the
glass industry, from top left, Mandy
Marxen, Gardner Glass; Caroline
Harris, PPG; Linda Vos-Graham, Vos
Glass. Bottom, left to right,
Stephanie Lamb, Giroux Glass and
Nancy Mammaro, Mappi. Turn to
page 28 to read more.
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No Pink

hat was my only request when we were discussing the publication of this
“women in the glass industry” issue. I think that’s why our art department
designed a beautiful deep blue cover.
It’s a personal preference. Whenever you visit a car dealership or mechanic shop
or even a doctor’s office where they are “trying to appeal to women,” and you see
pink and frilly, you know you have walked into a male’s view of what appeals to
women. Pink and frilly, really? How about reliable WiFi and a strong cup of coffee?
As you may know, I grew up in this industry and started in it, as a baby really, 31
years ago. In the beginning, I was often the only female in a room full of guys. Luckily,
math had been one of my majors in college, so I was used to being in that situation. But
that was another sign of the times; women did not go into STEM subjects or professions.
The first business trip I took on behalf of my employer was in 1981. I was 22 and
all excited as I traveled to the Amarlite/Anaconda retreat and awards program. I
had eyeballed the attendee list in advance and, sure enough, I and another lady
named Mary Ann Posey, who worked for Amarlite, were to be the only XXs there
amid a sea of XYs. As I walked through Hartsfield Airport that day, I remember I
passed none other than Gloria Steinem herself and, for a fleeting moment, thought
I might ask her for some tips. But I didn’t of course.
Instead Mary Ann took me under her wing, so to speak. She was already my hero
because just a year before, she had stood outside an event called the “Old Buddy Breakfast” which took place annually during the industry’s convention and insisted that they
should let her in.“My customers are in there, and all the male vendors are too, why don’t
I have access to the same?” Now if you ever met Mary Ann you’d know she is one of the
nicest, most polite Southern ladies around. So this had to be totally frustrating to her.
Well, they heard her loud and clear, because the next year was the last “Old
Buddy Breakfast” —a morning meal that had been full of baudy jokes and, rumor
had it, even a little striptease. (I remember reminiscing about it with someone a
few years ago. “Yup,” he said, “you gals sure ruined that one for us.”)
Guess we did.
As you read through “Shattering the Original Glass Ceiling” on page 28, I think
you will be struck by the depth and width of experience and talent these ladies
bring to the glass industry. But our industry as a whole is not there yet. It is kinder
to and does better with women who grew up in it, but it still has a hard time attracting and keeping top talent and newly-minted MBAs. With one or two notable
exceptions, there are no women in top power positions at any of the primaries.
Females in project management are rarer still. They tend to be in the traditionally
“pink” professions such as human resources and marketing support.
But we have evolved quite a bit. Today, when I attend an industry event, the
women often make up 20-30 percent of the group and are presenters and committee chairs and have other leadership roles.
So things continue to change, often for the better. About once a year I do a little
in-house seminar in which I explain to younger employees how it was when I was
in high school. I tell them that, in those days there were no women’s soccer programs or girls’ basketball teams. I recount how I joined the band and desperately
wanted to learn to play the drums but was told by the band director that “girls
don’t play drums.” I still wish I had learned. And I explain how jobs were divided
into “help wanted/male” and “help wanted/female” and how that defined the types
of jobs for which you could apply. Very often, the younger women in our office
look at me with total disbelief. They just can’t fathom it. It does not compute.
And that makes me feel very, very good.
—Deb
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DearUSG
Speaking Out for Better Consumer
Awareness of Safety Glass

Dear USG,
I have found that most people outside
the glass industry don’t have much of a
clue about the differences between annealed, tempered and especially laminated glass ... as well as coated glass.
Here in Florida, even glass people call
laminated glass “hurricane glass,” and
many have no clue what constitutes
hurricane glass.
Although there have been some efforts, in my opinion, the glass industry has not done a very good job of
educating the average citizen about
the differences of the above mentioned

6

USGlass, Metal & Glazing | February 2013

products, as well as coated glass.
I have always thought that if people
were educated about glass and its iterations, more of it would be requested and
sold. A good example is furniture glass.
Can you imagine what mothers would
say if they saw what damage annealed
glass-top tables or shelving could do to
a person? Or better yet, what if they knew
how easy it would be to break and enter
most glass entrances in schools?
Anyhow, I take some of the blame, because back in the 1970s and 1980s I was
on the marketing committee of what was
then the Glass Tempering Association

and I could never convince them to put
tempered glass labels on all glass that
would end up in homes and to advertise
in consumer publications.
Bob Lang
Sales engineer
Billco Manufacturing
Editor’s note: The industry has since
made significant strides toward increasing
the safety and performance levels of glass
used in furniture applications, such as
table tops, in publishing ASTM F2813-12.
Turn to page 20 to read more about this
new standard. ■
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... upgrades ordinary glass to –
• ‘non-stick’, easy-clean
• energy-saving
• light-enhancing
• microbe-resistant
Ritec International Ltd
www.ritec.co.uk

ClearShield Technologies, LLC
SEE US AT GLASS EXPO NORTHEAST™ ’13
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Like smartphones have revolutionized how people communicate, BIM IQ® will revolutionize Building
Information Modeling (BIM). How does it differ from BIM? Change the glass option or mullion design—only
BIM IQ® will show you that change from any view of your project, interior or exterior, in its precise location, on
any day of the year! That’s right, and you not only see what it looks like, BIM IQ® calculates the energy data based
on your selections—no waiting. Visit BIMIQ.com and submit your project to see if it is a candidate for BIM IQ.®
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GANAPerspectives

Success in Numbers

T

Tremendous Opportunities for Women

by Kris Vockler

o be a woman in the glass and
glazing industry is interesting.
Yes, that is a good word. When I
first got here 15 years ago, I never gave
being a woman much thought in relation to GANA or glass and glazing. Like
the geology degree I worked to get, that
industry didn’t have many female peers
either. One grows accustomed to a predominantly male group; yes, it kind of
is a concept we think about only in the
back of our minds.
Times have changed over the years.
When my mother started in the industry—please don’t kill me for saying it
was more than 30 years ago—she was
one of a handful of women. When I entered the industry, much had changed.
There were only a few women in leadership positions from which to learn.
Today, we have a group of about 130
women who represent their member
companies in GANA in some capacity or
another. In that, there are around 30
women who are active in leadership and
committees.

LIKE-MINDED PEOPLE
Why does this matter? Studies have
shown that a group of similar people,
such as women, will excel when within
a group of like-minded people—not
that all women think the same or that
we are so different men won’t understand us, which is debatable. The roles
of men vs. women may overlap, but
each has a different perspective in what
it means to be a man or a woman. To be
a professional woman in a professional
organization has huge benefits. To be in
that organization and within a subset
of other professional women is tremendous. This is what GANA does well and
has the capacity to grow even further.
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To be a professional woman in a
professional organization has huge benefits.
To be in that organization and within a
subset of other professional women is
tremendous. This is what GANA does well and
has the capacity to grow even further.
A 1979 Bureau of Labor and Statistics
report showed that women earned 62
percent as men in equal jobs. Contrasted
with 2008, women earned 80 percent of
the same salary in the same job as their
male counterparts. Interesting that the
biggest gap is in the legal field, where
women earned just more than 50 percent as much as a man in the same field.
Progress has been made for sure.

CONTINUAL IMPROVEMENT
There is little doubt that many factors
also contribute to this. What I find most
alarming is the lack of women in technical jobs, or the science, technology,
engineering and mathematics (STEM)
fields. The successful graduation rate of
women and other minorities in STEM
fields is around 30 percent—far lower
than their male counterparts and even
lower than universities as a whole.
One of the best ways to improve the
graduation rates of women and minorities in the STEM fields is by the use of student and professional associations,
as well as strong support from
women in the field. When I say we
have come a long way, the fact that
we have 130 women in our organization and another 30 active in
shaping our industry, we do more to
close the gender gap than all else.

Overall, my experience in GANA has
been positive, from a woman’s perspective. That can’t be said for many associations and industries today. GANA offers
tremendous opportunity for leadership
growth in serving as chairs and board
positions. We have had just one woman
GANA president thus far, and I will be
lucky enough to follow in her footsteps
in a few years. I anticipate more to follow.
Our technical director is a woman, most
GANA staff members are women, and a
large percentage of our current board
members are women. To say we have
come a long way is an understatement.
GANA is a leader in so many areas,
from advocacy to standards. The
salary gap, I hope, will narrow even if
it has stalled since 2005. The issues of
gender are part of a greater societal
concern, even if it touches us in our
industry. However, what I do know is
that we are doing something right in
having the strong women leaders we
do have. ■
K r i s V o c k l e r is CEO of
ICD High Performance
Coatings in Vancouver, Wash.,
and serves on the GANA
board of directors as
secretary.
www.usglassmag.com
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ShopSavvy

Let’s Make Lemonade

E

Tips to Make the Most Out of Showroom Options

by Paul Bieber

veryone in the glass business • 3 x 24 sanding belts: cloth backed for Go to a game website and buy blank
long-life (sell your new sanders too); checkerboards and you can sell the
has a storeroom chock full of
supplies that are an overhead • Razor blades: loose or in boxes of 100 whole package.
(be sure to leave the wrappers on);
Every shop probably has an IG unit
expense about which we all complain.
So, as the old saying goes, “When you • Every other tool, fastener and caulk that is the wrong color or size. Homein your shop—from glass pliers to owners will buy these units at a discount
get stuck with lemons, start selling
screwdrivers.
when they are building something and
lemonade.” Clean up part of your
can be flexible about the size. Don’t
showroom; put some bins on
standard shelving and start sell- There are glass shops that sell assume your only option is to feed
ing every supply item you have
your dumpster. Customers also
in stock. Every sale results in broken tempered glass in 10- love a “scratch-and-dent” sectionprofit as you really have no in-your scratched mirrors, table tops
pound bags as decorative
ventory carrying cost.
or shower doors.

SELL IT ALL

stone for gardeners at $5 a
bag. Charge more for tinted!

Are you going to compete with
Home Depot? Of course not. Anyone who buys your supplies is buying
on impulse and not price. They are
probably just there for a few minutes
while you go in back and find their repaired window. Why will consumers
buy from you? Because you are selling
professional-grade products. Put signs
over your parts display stating these are
the tools and supplies you use every
day--not the cheap, flimsy tools in the
discount stores.
Still not convinced? Read on and
consider selling the following products:
• Professional glass gloves: also the
world’s best gardening gloves;
• Professional glass cutters: for the
home handyman and hobbyist;
• Professional grade glass cleaner: now
that their windows are fixed, help
keep them clean;
• Professional grade silicone sealer: in
many colors;
• Professional grade latex or acrylic
sealants: the right product in the
right place;
• Safety glasses (also should be worn
when doing home-based projects);
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MAKE THE MOST OF IT

PROFIT POTENTIAL

Look at everything in your shop
as an item that can be resold to the
public. You have to clean up your showroom, put up catchy signs and have
good lighting. Do you think you will
have a shoplifting problem with smallsized supplies? If so, place them closest
to your register.
The best single item you can sell, in
our glass business or in any business, is
a pre-paid gift card. You get the funds
now and, on average, only 80-85 percent
of the cards will be redeemed. You don’t
need a preprinted plastic card; write out
a gift certificate on a note card for each
sale. Again, put a sign up in your showroom: Give a friend a new table top or a
framed mirror using Joe’s Glass Shop’s
gift cards. ■

It doesn’t cost you a cent to display
everything you use and I promise you
will make extra profit. Double your cost
on everything you sell. For heavy items,
add your freight-in cost to the product
selling price. Even if you shop at Home
Depot, resell the products at your prices.
Putting everything out actually improves
how your customers will look at you.
They’ll see you have special tools and
supplies that only a professional uses.
Whenever you have 1⁄8-inch mirror
cutoffs, cut them to 2- by 2-inches, seam
the edges and sell compact mirrors for a
quarter. Sell 12- by 12-inch pieces of
screen wire for the homeowner who
needs a base for their bird feeder.
There are glass shops that sell broken tempered glass in 10-pound
P a u l B i e b e r has 30
bags for $5 as decorative stone for
years experience in the glass
gardeners. Charge more for tinted!
industry, including 21 years as
I saw a shop where they drilled ½the executive vice president of
Floral Glass in Hauppauge,
inch holes in ¼-inch cutoffs, sellN.Y., from which he retired in
ing the round slugs in bags of 12
2005.
You
can
read his blog on Tuesdays
as checker pieces. A bag of clear
at
http://usgpaul.usglassmag.com.
and a bag of tint sold for $10 each.

www.usglassmag.com
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Smart and Efficient
The LiSEC FlyOver Logistics System

Our innovation for glass loading and remnant plate storage!
The intelligent design of the FlyOver’s suction bridge allows it to move diagonally
above the glass storage area when no glass is being transported. The FlyOver
automatically follows the shortest path to the next storage rack, which minimises
cycle times and keeps cutting machines working at full capacity. Besides the
significant time savings achieved the FlyOver renders remnant plate storage
systems obsolete by transporting remnants back to the glass storage area.
Please call us at 1-866-547-3226 or send us an email to sales@lisecamerica.com

www.lisec.com/FlyOver
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NEWS NETWORK

visit www.usgnn.com™ for news every day

Hardware Suppliers Provide Guidance
About Ways to Keep Schools Safe

I

n the wake of one of the worst
school shootings in American history, educational institutes across
the nation have been searching for new
ways to keep students and faculty safe.
Experts in ingress and egress, such as
hardware suppliers, likewise have been
looking at new means for securing existing and future generations of schools
against intruders.
Greg Rewers, vice president of marketing for C.R. Laurence in Los Angeles,
received word in the weeks following the
December 14, 2012, elementary school
shootings in Newtown, Conn., that construction on a new school being built
with the company’s hardware had been
halted as the district reviewed safety
measures being put in place. “Now
they’re waiting for input from the architect as to whether there should be additional safety measures added to the
school,” Rewers says.“They put it on hold
pending [the answer to] what can we do
to make it safer knowing what we know
now after these shootings occurred.”

Hardware manufacturers and distributors have long been a key point in securing schools from unwanted
intruders, making these companies a
critical part of the national conversation.
“Unfortunately, most schools are
constricted to budgets and security is
generally the first one to take that cut.
What this means is schools opt to the
bare minimum for protection,” says Bob
Hasty, product marketing manager, mechanical access control solutions, for
Dorma Americas in Reamstown, Pa.
The good news is that there are plenty
of products available to improve safety
for schools of a mind to take measures
to better secure entry points. As Hasty
says, “The school boards that have encountered some unfortunate incidents
have taken some more security measures to implement safety for their students and staff, forcing them to find
and spend money on improving the
current security they have in place.”
Among those measures, says Scott
Hammond, sales manager for JLM

A number of schools around the country are exploring a variety of options to
better ensure school safety.

14

USGlass, Metal & Glazing | February 2013

Wholesale in Oxford, Mich., exit devices
and mortise locks will do a good job at
keeping schools secure. “Limiting the
number of access points is probably the
biggest thing a school can do to control
the flow of traffic to the school. A simple access control system on a limited
number of doors will allow authorized
access when needed,” Hammond adds.
To “slow down intruders,” Hammond
suggests some simple measures.
“Putting latching hardware on doors
that were once push-pull will help with
controlling access to the interior of the
schools. Many times the vestibule doors
are just push pull,” he says. He also offers such suggestions as replacing fullglass doors with flush doors or limiting
the size of the glass in these doors.
In some cases, the fix may be simpler
still. “The simplest [solution] is to ensure all door hardware is in good operating condition, from broken and loose
latches and handles, loose hinges as
well as door operators that are poorly
adjusted for proper operation,” Hasty
adds. In addition, he says, “Main entry
doors and perimeter doors that are not
completely closed and locked present
an easy opportunity for an intruder to
gain unchecked access to the building.”
For schools with greater concerns,
more heavy-duty technology already
exists.
“Investing in electronic access control
systems where the perimeter or interior,
whether it be classrooms, commons
areas, offices, libraries, etc., can be locked
down after a threat is confirmed is challenging for most schools,” Hasty says.
However, he adds that Dorma is one
manufacturer that offers a double-keyed
function on classroom locks where the
key inside or outside will lock the outside lever. And, according to Hasty, some
www.usglassmag.com
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manufacturers have released wireless
electronic locksets with an “emergency
lockdown” feature to lock all specified
doors within a certain amount of time.
“A lot of schools in the new design
phase and remodel stages have made the
office fully visible of the main entry for
allowing staff to visually see people entering and hopefully stop those who are
not supposed to be there,” Hasty says.
“Others have implemented a simple twoway intercom system, keeping the doors
locked at all times, except at the beginning and end of the school day for students and staff to come and go freely. All
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other times the doors are locked and require the person visiting to be buzzed in.
The challenge here is you are relying on
the custodian or a staff member to manually relock the door,” he points out.
“Even before all these bad things
happened, we had been talking internally about adding products to our
product line to help improve safety,”
Rewers says. The company is but one
supplier of electronic locks and electric
strikes that allow greater control over
entry into a building, since these options can require someone to trigger a
switch to let in visitors. Newer options
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for improving security include such
technology as Guarda, a stainless steel
door and/or window screen frame that
resists prying from the outside but allows quick and simple removal from
the inside, in the case of emergencies.
As Rewers notes, the process for
school construction can be a long one,
which means that the schools being designed today may very well include tomorrow’s new product introductions.
“This is definitely on people’s minds;
they’re definitely thinking about how to
make the school safer,” Rewers says.
—MH ■
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CompanyNews
Fabricators Find Software Selection
Process Can Be Full of Challenges

W

esteck Windows and Doors,
a Chilliwack, B.C.-based
fabricator, had a problem.
The company needed a way to improve
the process of selling its products for
multi-family, industrial, residential and
institutional projects. “We had a software system that we were very unhappy
with,” explains Casey Kerkhoff, CEO
and general manager of Westeck.
Finally, enough was enough and the
company began the process of seeking
an alternate system for creating quotations and contracts. The process of
finding a new supplier would take
about a year, followed by another six
months of implementation.
Coastal Industries, the Jacksonville,
Fla.-based shower door manufacturer,
knew online ordering software was
simply a way to help customers do business quicker and more efficiently
through a streamlined quoting and ordering process. “It provides our customers with real-time pricing and
instantaneous order entry, giving them
an edge versus their competition,” says
Ray Adams, Coastal’s president.

And for GLASSource in Grand Haven,
Mich., new software was a way to pull together a fragmented group of programs
into one software package that would be
simple for all employees to understand.
“We had many different standalone systems, and even some software we had
written for us, but it required multiple
entry’s into each respective component.
Since they were different, employees had
to learn very different entry formats and
procedures. It was time-consuming and
difficult to maintain,” says Jim Arnold,
president of GLASSource.
Software is a critical component of
any glass shop, as it can make or break
a company seeking to handle multiple
orders, from sale to delivery. As a result,
selecting new software can be a lengthy
process, not just in the implementation
but in the selection of a solution that
adequately meets one’s needs.
All three of these fabricators have
spent roughly a year in the process of
updating their software.
“Last spring we met with Glassco
[Solutions] and signed an agreement
shortly thereafter. We were looking for a

solution for 3⁄8-inch shower estimating
and order entry and they have been
able to provide one,” Adams says. More
than that, Adams found that his software supplier of choice was one that
took time to fully understand what
product Coastal needed. As Adams advises other fabricators, “Choose the
right partner who wants to take the
time to understand your business.”
GLASSource began its research about
three years ago, finally settling on FeneVision ERP in January 2012. “We extensively surveyed several other software
companies, but our criteria determined
that control of CNC machines, ease of use
and a progressive and growing company
were paramount,” Arnold explains. He
notes that a factor in choosing Fenevision
was the company’s annual user conference. “It is a multi-day event in which
they educate current software users but
also have seminars on other current industry trends,” Arnold explains.
Testimonials were a critical decisionmaking tool for Kerkhoff as well. Before
he decided on a new program, knowing
that it would vastly impact all areas of

New software is helping Coastal Industries streamline its order-entry
system (right) for a smooth, productive shipping process.
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Azon Saves Energy

the business, he wanted to make sure
the software would perform as expected.
“I called quite a few fabricators that
were already using the product,” he says.
“There was not a negative comment
from any of them.” That research and
outreach to other users was a huge part
of Kerkhoff ’s decision to implement a
solution from 360 Innovations.
Another factor in his decision was
the depth and detail to which the software supplier went in explaining how
to fit the new program to the company’s
sales process, “going into minute details,” Kerkhoff recalls. “It’s also something that other people did not do, at
least to the same extent. [360 Innovations] sat with us to look at all of our
needs and how that would fit with our
system. They did a lot of upfront work.”
For Arnold, the biggest challenge of
the year-long installation process was
simply gaining employee acceptance
and ensuring their training on the
new system. “The main challenge to
getting up and running is to make the
time for the staff to learn, develop and
implement the system,” he says. “You
definitely need a project leader to
‘champion’ the project, and get the
buy-in from the rest of the staff. We
were very fortunate to have just such a
person on our staff; without our office
manager’s dedication to this project it
would have been much more difficult.”
While surprises are more likely than
not for companies making a significant
change to their way of doing business
online, an on-time delivery can truly
stand out. Since the software installation process began in November 2012,
Kerkhoff has been pleased and says the
transition has been smooth.
And although the GLASSource system
has been up and running for about a
www.usglassmag.com

Daylighting systems produced with Azon structural
thermal barrier technologies—the MLP™ or Dual

Cavity—for aluminum windows and Warm-Light®
warm-edge spacer for insulating glass, will yield a
fenestration system capable of upholding the
highest efficiency and sustainability standards.

Contact us to learn about the
role of Azon thermal barriers in
energy conservation.
1 LU/HSW
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month, Arnold says the impact already
has been noticeable. “Already we are getting positive feedback from the office and
the production floor. Being able to track a
part at every station, and enter part sizes
only one time will significantly reduce our
overhead as well as our production time.”
Arnold advises other fabricators looking to make this significant investment
to first take a look at the way their business runs today and accept the changes
that need to be made to improve.“I think
before undertaking such a big change in

your business, be sure you have documented your current work flows and
pricing structures and understand them
well, and that you can make the time for
the implementation. But probably the
most important [factor] is to be willing
and open to consider changing the way
you look at and do some things within
your company. It is easy to want to bend
things to match the way you have always
done them, but often there are better and
simpler ideas,” Arnold says.
—MH ■
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Distribution Production
Will Dynamic Glazing Move
into the Mainstream in 2013?

T

more likely in the year ahead.
“When we talk about dynamic glass to
the architects, to builders, to building
owners, I have not come across one that
says ‘I don’t like the concept of dynamically tinting glass.’ Everyone immediately says: ‘I love it. How come this hasn’t
been done already?’ It’s one of those
things that’s so obvious, but the fundamental reason this hasn’t been done so
far is technology hasn’t been available to
bring it to mainstream,” Mulpuri says.
Mulpuri gives two reasons for why this
year might finally bear the fruit of these
dynamic glazing companies’ labor.
“Part one is the product
itself,” he says. That means
having the “right characteristics” in terms of performance, looks, its range
of tinting in terms of being
able to block glare and
heat. That also means having the ability to make the
product in sizes that are
standard for a normal window unit and ensuring the
finished unit has the durability to withstand heat and
UV rays. And, this product
Companies like View say 2013 could be the year has to be wrapped into a
dynamic glazing products enter the mainstream. cost-effective package.
Part two is related to that
Curtis Liposcak, president of Pleotint cost. “Simply, do you have the high-volin Jenison, Mich., offers a more tem- ume manufacturing facility that can take
pered answer. “I suppose it might de- the demand and supply glass to the marpend on what type of dynamic glazing,” ketplace?” Mulpuri says.
Liposcak says. “There are different
“Volume obviously drives down price,
types. The more expensive types I everyone knows that, so this is your
would say no, the less expensive types dilemma,”Liposcak adds.“You’ve got to get
the volume to get to the lower price, you
I would say there’s a possibility, yes.”
Both agree that market conditions don’t have the lower price until you get the
have changed, making the use of ad- volume. That is where the struggle comes.”
Liposcak notes that Pleotint is reducvanced glazing products on projects
he question has been an annual
refrain: is this the year dynamic
glazing becomes accepted in the
building materials arena? Some say
2013 may just be that year.
“I firmly believe this is the year that it
is going to begin to go mainstream,”
says Rao Mulpuri, CEO of View (formerly Soladigm) in Milpitas, Calilf.“We
are seeing that approval from the market and I think as you look back a year
from now you’ll see a sprinkling of projects all around and then those will
spark more interest and demand.”
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ing the price of its switchable glazing
product by 20 percent this year to address the cost dilemma. “If our price is
lower, we hope that trickles through the
supply chain,” he says.
Both manufacturing executives agree
that the long process of development to
market is not unusual for any start-up,
but that it could be paying dividends for
dynamic glazing in the year ahead.
“Introducing a new product into the
building material space is not easy,”
Mulpuri says. “Fundamentally, the industry is risk-adverse, as it should be,
because you are dealing with serious
things and in the case of glass it is what
separates you from the elements.”
“It’s a risk-adverse industry and it’s a
new technology,” Liposcak agrees. “If
you look back over some of the other
new technologies that have been introduced into the world of glass, such as
soft coat low-Es, that probably took
about ten years for good market acceptance … Here’s a brand new technology for the world of glass, and
people are going to put their toes in the
water before they jump in.”
Mulpuri points out that broadening
the design community’s awareness of
what dynamic glazing can bring to a
project, and letting them know that
their partner has solid experience in
such projects, will be a key factor this
year in getting the product specified
into projects on a regular basis.
Still, players in the glass industry that
have rallied behind this technology are
expecting big things in 2013.
“Already we believe that it’s going to
be in the mainstream and that’s not just
us saying it. That’s the feedback that
we’re getting from the marketplace,”
Mulpuri says.
—MH ■
www.usglassmag.com
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Security threats are real and architects need products that will shape the lives of occupants and
deliver added defense. We stand ready to protect what’s inside. Kawneer’s comprehensive blast
mitigation portfolio – now with a range of ultra thermal products – provides occupants ultimate
protection against external forces. From curtain walls and windows to entrances and framing systems,
Kawneer offers a single source solution that is tested to meet stringent federal requirements.
After all, it’s what’s on the inside that matters most.
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Codes Regulations
New ASTM Standard for Furniture Glass
Could Help Save Lives, Reduce Injuries

A

s a result of numerous reports of deaths and injuries
related to glass furniture breakage, in 2008 ASTM International began work on the development of an industry standard for furniture glass. After years of work,
drafts and ballots, the long-awaited standard has been published. Titled “Glass Used as a Horizontal Surface in Desks
and Tables,” the standard addresses “serious human injury
and fatality incidents involving breakage of glass used in unenclosed horizontal surfaces in desks and tables.”
Henry Chamberlain of Allied Glass Experts in Kansas City,
Kan., who served as the technical contact on the standard,
ASTM F2813-12, expects it to “significantly enhance consumer safety,” and points out that minimal burden will be
placed on the industry in response to the standard.
“The economic costs are not onerous, design freedom is not
impaired [and] it does not establish any new test protocols or
product categories,” says Chamberlain. “The specified glass
products are immediately and abundantly available, so implementation can be completed in one inventory turn cycle.”

According to ASTM, “this specification is intended to minimize the likelihood of serious cutting and piercing injuries that
may occur due to the breakage of glass used as a horizontal
surface in desks and dining, coffee, end, display, mobile, outdoor and other types of tables.”
It includes a provision that all glass panels falling under
the scope of the standard should be marked as “safety glass,
safety tempered glass or laminated safety glass as appropriate.” Additionally, the glass should be marked as meeting ASTM F2813-12 by either the glass fabricator or the
furniture manufacturer.
In addition, glass used in desks or tables (under 44 inches
in height) must comply with ANSI Z97.1-2009.
Glass equal to or greater in area than 9 square feet must
comply with Class A, and glass less than 9 square feet must
comply with a minimum of Class B performance, according to
the standard. The exceptions to the standard are glass fully
supported by and bonded to a non-glass material and glass
surfaces incorporating or constituting display screens.

Clarifying Differences in NAFS
and Canadian Building Codes

he Canadian association of door and window manufacturers, Fenestration Canada, hosted a webinar
late last year focused on building code changes. Jeff
Baker, WestLab, conducted the webinar and began by outlining the National Building Code (NBC) of Canada and pointed
out that one change is the incorporation of the North American Fenestration Standard (NAFS).
“In the past you would have seen CSA A 440 cited,” said
Baker. “But NAFS covers everything for windows, doors and
skylights.” Storm doors, though, are not covered in NAFS.
However, it is important to know that in Canada there is a
supplement to NAFS which has additional requirements, said
Baker. For example, regarding the water penetration test, in
the U.S. the amount of water is capped but not in Canada. “In
Canada you have to meet infiltration and exfiltration as opposed to the U.S. where it is just infiltration,” said Baker.
“We have been working very closely with other associa-

T
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tions including the American Architectural Manufacturers
Association and the Window and Door Manufacturers Association to help companies understand that there are different requirements in the U.S. and Canada,” he added.
In the NBC, he said key sections for the industry are: Section 9.6—glass and 9.7—windows, doors and skylights. A
change is that the glass requirements are now separated
from doors, windows and skylights.
“One key thing is that in main entrance doors there are only
four requirements,” said Baker. “Missing from that is structural load and water load. They have been omitted and we believe that was an unintended change and think that will go
back in in 2015.”
Additionally, he noted that in the NBC, the minimum level
of performance class required is R.
“A 440 only had one performance class while under
NAFS there are four (R, LC, CW and AW),” said Baker.
www.usglassmag.com
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Pass-Through Windows
ASPECT Pass-Through
Windows are Ideal for
Commercial Applications
REBCO’s newest product, ASPECT
pass-through windows offer a full
range of features designed with customer service in mind. These easy to
use sliding windows are great for
businesses which require face to face
interactions with customers. Stylish yet
durable, ASPECT windows are the best
choice for trouble free performance in
demanding, high traffic environments.
All ASPECT pass-through windows are
fully assembled in the United States
and are ready for quick and easy
installation.

A new ASTM standard is now available for glass used in
applications such as tabletops.

“Ultimately the hard work that the furniture manufacturers did on this standard after the injury data was presented
to them is very commendable and should lead to a reduction
of cutting and piercing injuries sustained from the breaking
of the furniture glazing defined in the scope of this standard,”
says Julie Schimmelpenningh, global architectural applications manager with Eastman Chemical.“The main hurdle for
the standard at this point since it is voluntary, is the adoption of the standard as corporate philosophy by the manufacturers and the education of consumers of the standard’s
availability and benefit to their safety.” ■

Call today for more information.
800-777-0787

Rebco’s in Front!!!
www.REBCOinc.com
1171-1225 Madison Ave.,
P.O. Box 2248
Paterson, New Jersey 07509-2248

Outside NY/NJ: 800-777-0787
NJ: 973-684-0200 / NY: 212-736-6435
FAX: 973-684-0118

SEE US AT GLASS EXPO NORTHEAST™ ’13

SEE US AT GLASS EXPO NORTHEAST™ ’13
www.usglassmag.com

February 2013 | USGlass, Metal & Glazing

21

Product Information
Contents

© 2013 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Zoom Fit

Search

+

Archives

–

I<

<

E-Mail

>

>I

Subscribe

FinancialFlash
Despite Lower Sales, PPG Expects
Flat Glass Improvements

P

PG Industries officials are optimistic about the future of the
flat glass industry, despite a 6percent drop in sales for the first
quarter.
“We think we have begun to see improvement in the flat glass business
tide, more specifically for the end use
market in the commercial construction industry in North America,” said
PPG chair and CEO Charles Bunch
during a recent conference call. “We’re
seeing some of the early signs of improvement.” Bunch said that there are
still challenges outside the North
American market including some
global weakness in the business in
Europe. “We are tied in Asia as well to
the electronics industry, which has
been weaker,” he says. “Right now we
think we’re focused on the right
things in the business which are continuing to improve our operations and

PPG Glass Segment Sales and Income
(in millions)

3 Months Ended Dec. 31
Glass Segment Net
Sales (millions)
Glass Segment
Income (millions)

2011

2012

256
19

if opportunities present themselves as
we move forward we’ll continue to
look at them.”
For the fourth quarter, the company
reported a 5.9-percent drop in its
glass segment sales, with a total of
$241 million in sales reported for the
quarter, down $15 million from the

Sika Attributes 5.8 Percent
Increase in Sales to Global Strength

nnual sales for Sika Corp. in 2012 increased 5.8 percent to $5.22
billion. The company attributes this growth to a strong global presence which it says “enabled the company to offset fall-offs in demand in European markets. 10.7 percent growth was achieved in the
emerging markets.”
North American sales improved by 9 percent while, as a result of the
debt crisis, the company’s European profit declined 7 percent.
According to the company, “The proportion of sales generated by Sika in
the emerging markets is now at 37 percent (2011: 36 percent). In local
currencies, sales of products for the building and construction industry
were up by 4.2 percent in the 2012 business year, with an acquisition effect of 3.4 percent. Sales of products for industrial manufacturing increased 9.4 percent in local currencies, including an acquisition effect of
3.5 percent.”

A
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Year Ended Dec. 31
2011

2012

241

1,061

1,032

8

97

63

prior year. Flat glass sales were up,
according to the report, but lower
fiberglass volumes and pricing led to
the decline.
Glass segment earnings for the
quarter were $8 million, down $11
million from the prior-year quarter,
“as lower fiberglass sales and equity
earnings offset strong manufacturing
cost improvements.”
Overall, PPG reported net sales of
$3.6 billion for the quarter. Net income
for the quarter was $227 million.
The company’s annual sales for
2012 were $15.2 billion, an increase of
2 percent versus 2011 sales of $14.9
billion. The company’s full year 2012
net income was $941 million, which
includes after-tax charges of $11 million for acquisition-related costs and
costs directly related to the separation
of the commodity chemicals business
and merger with a subsidiary of Georgia Gulf Corp. The company anticipates additional acquisition-and
separation-related costs in the first
quarter 2013. ■
Share your financial news and reports.
Email releases to erogers@glass.com.
www.usglassmag.com
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Television display turned 'off'
Television display turned 'on'

Pilkington MirroView™
Giving a new look to your television display and video screens, Pilkington MirroView™
looks like a normal mirror when the screen is ‘off’. When the screen is ‘on’, the image shows through
the mirror for an unobstructed view of the television display beneath. Ideal for commerical and
residential applications, Pilkington MirroView™ gives displays a modern, transitional look.
Perfect for living rooms, bathrooms, restaurants, hotels, and salons

l 

Durable pyrolytic coating

l 

Easily handled, transported and temperable

l 

Virtually unlimited shelf-life

l 

For more information, please call 800.221.0444, email us at
buildingproducts.pna@nsg.com, or visit www.pilkington.com/na
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Legislation Legal
Circuit Court of Appeals Denies
Vitro’s Request for Reconsideration

A

judge for the Fifth Circuit Court
of Appeals in New Orleans denied Vitro’s motion for “en banc”
consideration of the court’s decision affirming an original ruling denying Vitro
SAB’s use of a Mexican bankruptcy restructuring plan in the U.S. En banc consideration would have provided for a
review of the case by a panel of judges.
The decision to deny the motion was entered December 28 by U.S. circuit judge
Carolyn Dineen King.
“No member of the panel nor judge
in regular active service of the court
[has] requested that the court be polled

24
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on rehearing En Banc,” writes King in
her denial.
In addition,Vitro had motioned for reconsideration of an order by the court
that vacated the temporary restraining
order entered by the U.S. Bankruptcy
Court for the Northern District of Texas,
where Vitro’s case has been under review.
The court has denied that motion as well.
The court also issued a revised public opinion “affirming in all respects the
judgment of the district court affirming the order of the bankruptcy court
in No. 12-10542, and [affirming] the
order of the bankruptcy court in Nos.

12-10689 and 12-10750.”
“The temporary restraining order
originally entered by the bankruptcy
court, the expiration of which was
stayed by this court, is vacated, effective
December 14, 2012,” writes the court.
Vitro officials had argued that the
case deserved reconsideration “because
it has wide-reaching implications for
international cooperation in insolvency
proceedings and for the United States’
role as a leading commercial and legal
center in the global marketplace.”
In response to the rulings, company
spokesperson Roberto Riva Palacio

www.usglassmag.com
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says Vitro plans to“vigorously pursue a
petition for writ of certiorari to the U.S.
Supreme Court so that the highest court
in the United States can ultimately
weigh in on Vitro’s petition for enforcement of its Mexican-approved restructuring plan. Mexican restructuring law
has been recognized and enforced in
the U.S. without exception, and we believe it to be of the utmost importance,
for the sake of all international
bankruptcy
processes,
that the Mexican
Concurso continue to be fully
recognized by
U.S. courts.”

Iron Workers, CBO
Glass Case Dismissed

The Trustees of the Iron Workers Local
Union No. 5 and Iron Workers Employers Association, Employees Pension
Trust and CBO Glass have jointly filed a
stipulation for dismissal of a case in
which the Trustees alleged that CBO had
failed to pay the Trustees of the Iron
Workers Local Union No. 5 and Iron
Workers Employees Association, according to court documents. The Trustees
had claimed that CBO failed to make
payments to the group from November
2011 to March 2012 for a total of about
$157,000 in the suit, filed last May.
The two previously had advised the
U.S. District Court for the District of
Maryland that they were in settlement
negotiations and requested to reschedule a court-scheduled settlement conference for February 1.
“ … the parties have been actively
engaged in settlement negotiations on
their own and are optimistic that they
can reach an agreement without the newww.usglassmag.com

cessity and expense of a settlement
conference,” wrote the parties in a joint
motion. “They accordingly request that
this court postpone the currently
scheduled settlement conference. If the
parties are not able to resolve the matter, they will contact the court to
reschedule the settlement conference or,
no later than February 1, 2013, file a
status report with the court.”
This is one of two cases pending
against CBO Glass, the assets of which
were acquired by Quebec-based
Gamma International last August. Last

March, the International Painters and
Allied Trades Industry Pension Fund
filed suit against the company and two
of its officials, Gilbert DiMaio, president
and CEO, and Paul F. Hogan, principal,
alleging that they “failed to pay
amounts due under the Labor Contracts, Trust Agreements and Plan.” The
court has not yet ruled on a motion to
dismiss filed by DiMaio and Hogan last
summer.
Counsel for neither the Trustees nor
CBO had responded to requests for comment on the settlement at press time. ■
February 2013 | USGlass, Metal & Glazing
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IndustryOutlook
Dodge Index Continues to Increase
he Dodge Momentum Index rose 3.2 percent in December, according to the latest report from McGraw-Hill Construction. The
December gain brought the index to 94.9 (2000=100), up from
November’s revised 91.9. After displaying an upward trend during
the first seven months of 2012, the index settled back from August
through October, and then stabilized in November.
The December rebound brings the index close to the 95.4 reached
in July, which was the highest reading reported during 2012.

T

Flat Glass
Prices Down Slightly

Flat glass prices decreased slightly—
just 0.7 percent—from November to
December, according to the Producer
Price Index Report from the U.S. Labor
Department. The latest report follows
a 0.1-percent drop from October to November, no changes from September
to October and a 0.2-percent increase
from August to September.
While flat glass prices dropped, the
cost of construction materials rose .3
percent from November to December,
continuing an upward slide. The price
of construction materials had risen 0.1
percent from October to November
and September to October, and 0.3
percent from August to September.
The import price for glass and
glassware dropped 0.2 percent from
November to December, following a
0.2-percent rise from October to November, according to the December
Import and Export Price Indexes. The
export price for the same remained
stable with no changes from November to December, following a 0.1-percent increase from October to
November.

Import/Export
Price Changes for Glass
Imports
Exports

November to
December 2012
-0.2 percent
0.0 percent

Source: U.S. Department of Labor (DOL)
Bureau of Labor Statistics
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Dodge Momentum Index
2000=100

Nov.
2012
Dodge Momentum Index 92.5
Commercial building
82.3
Institutional building
105.0
Source: McGraw Hill Construction

Oct.
%
2012 Change
92.0
0.5
82.9
-0.6
103.3 1.7

ABI Sees Positive Conditions for all Sectors

Billings at architecture firms across the country are continuing to increase.
The American Institute of Architects reported the November Architecture
Billings Index (ABI) score was 53.2, up from the mark of 52.8 in October. The
new projects inquiry index was 59.6, also up slightly from the 59.4 mark the
previous month. Sector index breakdown included:
• Multi-family residential: 55.9;
• Mixed practice: 53.9;
• Commercial/industrial: 52.0; and
• Institutional: 50.5
ABI Regional Averages
West
49.6

Northeast
56.3

Midwest
54.4
South
51.1

Construction Industry Gets Back to Work

Despite an overall increase in industry unemployment, the U.S. construction industry gained 30,000 jobs
in December, according to The Breakdown
U.S. Labor Department. Year Nonresidential building construction:
over year, construction em Up 7,000 jobs in December;
ployment has risen by
 12,200 jobs added last year.
18,000 jobs, or 0.3 percent. Nonresidential specialty trade contractors:
The construction unemploy Up 5,600 jobs in December;
ment rate for December was
 Down 25,000 jobs compared to one year ago.
13.5 percent (not seasonally Residential building construction:
adjusted)—up from 12.2 per Up 5,800 jobs in December;
cent from November, but
 Down 6,600 jobs since last year.
down from 16 percent the Residential specialty trade construction:
same time last year, accord Up 12,300 jobs in December;
ing to ABC.
 Up 36,400 jobs since last year. ■
www.usglassmag.com
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OUR GLASS
ISN’T DESIGNED
FOR OFFICES.
IT’S DESIGNED
FOR PEOPLE.
SageGlass is glazing that can be
tinted electronically, allowing building
occupants to control the sunlight and
heat that enter the space. Buildings
are more comfortable and energy
efficient—so architects can design
with more glass and glaziers can win
larger installations with higher profits.
It’s not just smart glass, it’s
brilliant.

SAGE Headquarters, Faribault, MN

>I

ARCHITECT: I&S Group

SEE US AT GLASS EXPO NORTHEAST™ ’13

To see this brilliant technology in action, visit www.sageglass.com or call 1-877-724-3325
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Shattering
the Original
Glass Ceiling

USGlass Magazine’s First Ever Report: Women in the Industry
by Ellen Rogers

hile the glass and glazing
industry historically has
been, and continues to be,
predominantly male, an
increasing number of women are stepping up and getting involved. Some enter
the family business; others arrive because
their research and development studies
led them there; some fell in just by
chance. But one thing many of these
women have in common is they simply
never made being a woman “in a man’s
world” an issue. They have a job to do and
they do it—and they do it well.
The role of women in this industry has
transitioned from the support, administrative realm to some of the highest leadership positions. And the odds are good
those roles will continue to evolve to
even higher and higher levels.
Over the next 15 pages you can read
about some of these dynamic women
who are actively involved in changing the
face of the glass industry. They are leaders, managers, directors. They volunteer
in their communities. They are students
and teachers. For the list we chose to
focus solely on for-profit companies and
therefore it does not include women
leaders directly involved with associations or other not for profit groups.
If you know a woman who is leading
the charge within the glass industry,
please email erogers@glass.com to
nominate her for the 2014 edition.

W
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Vianey Barrera

Process manager,
Guardian Industries
El Marques, Querétaro, Mexico
“Twenty years ago in my country,
women [in] a profession such as
chemical engineering were relegated

Vianey Barrera

to jobs mainly in education,” says
Vianey Barrera. “Today is different and
the glass industry participates in this
change. I consider myself an example
of the change.”
Barrera, who has a master’s degree
in chemical engineering, joined
Guardian Industries in 2003 after ten
years in the chemical industry. She also
conducted performance testing for the
automotive industry.
“I had accumulated along the way
some experience with the raw materials that are included in glass manufacturing,” she says. “I fell in love with
this industry.”
Over the course of her career with
Guardian she has focused on a variety
of process improvement areas such as
raw materials, furnaces, quality control
and lower line items.
“I have kept in mind the structured
methodology that is normally followed

I remember my boss saying, ‘If you think
it is possible, start working and make it
possible. If you think it is not possible, start
working right now to find the scientific reason
to prove that—because for sure you will find
something that you never imagined. It’s not
enough to say it’s impossible; prove it.’

www.usglassmag.com
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in a R&D laboratory,” she says.
For Barrera, being a part of managing
the technical group for a large float glass
plant and contributing to its success has
been a significant accomplishment.
On a global basis, she also sees the
participation of women in the labor
force increasing.
“Women around the world have been
moving into occupations, professions
and managerial jobs,” she says. “Over
the last few decades, women have attained educational levels comparable to
those of men in many countries and
have been increasingly hired in jobs
previously reserved for men.”

Valerie Block

Senior marketing specialist,
DuPont
Wilmington, Del.
You might say that the glass business—the laminated glass business to be
exact—is in Valerie Block’s blood. Her father, Martin Lerner, had owned a glass
business, which was then called Laminated Glass Corp. and while in grad
school she needed to make a little money.
“So I started working there part time
and it ended up being a place I didn’t
want to leave,” she says of the family
glass business.
As she spent more and more time in
the industry she began attending association meetings and that’s how she

Valerie Block

www.usglassmag.com
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The only way you will
ever grow is new
challenges. So just
jump into it. Dive in
and soon you will
be comfortable.
came to know Bill Birch, who was then
executive vice president of the Glass Association of North America (GANA).
“He asked me to serve as technical
consultant to GANA and then I became
the technical director for the Primary
Glass Manufacturers Association, before joining DuPont.”
While Block today has a hearty chunk
of knowledge when it comes to glass
fabricating and manufacturing, her educational background wasn’t technical.
She attended Ithaca College where she
majored in communication, and also
has two master’s degrees in organizational dynamics and business planning.
She recalls in her early industry days
there were not many women in this field.
“Many times I would be the only
woman and young at that. And there
were all these men who had been
around for years and years and they
were so nice, so supportive and generous with their knowledge,” she says. “I
got all this technical background in
how generous people were with sharing
their knowledge and they still are.”
One of those mentors was the late
Harry Miles, who was then with AFG.
“He told me, ‘Think big. Don’t pigeon-hold yourself in a particular role.
Stretch.’ And there were times when I
would feel the people around me were
more knowledgeable than I was and I
should keep my mouth shut. But I followed that advice to grow,” she says.
Over the years Block has worked
hard in her career, despite the obstacles
in her life.
“I am a two-time cancer survivor,”
she says, having battled breast cancer
when she was younger and early-stage
ovarian cancer more recently. “In the
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whole scheme, none of this [professional accomplishments] is important;
what’s important is being a good wife,
mother, person, grandmother,” she says.
“I could step out of my day-to-day role
and know the real legacy is my interaction with others and family. That’s
what’s important to me. On the glass
side, I’ve always counted on people I
know and friends I’ve made … to create a satisfying work career, but it pales
to my personal goals.”

Karen Colacino

President, Hal’s Glass Co. Inc.
Bellflower, Calif.

Karen Colacino

Quality, competent,
personable
employees is the key.

Like father, like daughter, may not be
as frequently heard as like father, like
son, but it is heard often by Karen Colacino, president of Hal’s Glass.
“My father (Donn Harter) owned this
business so I would come in as a child on
Saturdays and clean up the warehouse. I
started here in the office in 1970 when I
was in high school on Saturdays. It was
my first job. I went on to have several
continued on page 30
February 2013 | USGlass, Metal & Glazing
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Shattering the
Original Glass Ceiling
continued from page 29

other jobs in other industries but kept
returning to my home base. I finally
bought the business in 1990,” she says.
And over the years she admits she’s
pretty much done every job there is in
the company.
“At first it was just sales in the office
and answering phones. During college
it evolved to a full time summer job
doing the bookkeeping and accounting, which allowed my mother the
summer off,” she says. “When I finally
came back full time, I went into the
service end and was the dispatcher. I
liked the glass business. The service
end is never dull. I made it a point to
understand the mechanics of measuring and installing even going out in the
trucks to help or observe.”
While more and more women are entering the glass business, Colacino says
it’s still not an easy one.
“There are lots of ups and downs and
[the industry] has certainly been affected by the economic and political climates, but it is always challenging and
changing,” she says.“I think women add
a lot to residential sales as we are more
often than not dealing with women
clients when it comes to home improvement. I measure, help design and
in some cases help install glass and
mirrors in bathrooms, kitchens and
cabinets. I have found that women are
more detail oriented and better at multitasking, which is critical in this business, and better at sales.”

Dina Dwyer-Owens

CEO/Chairwoman
The Dwyer Group
Glass Doctor parent company
Waco, Texas
In 1998 the Dwyer Group acquired
Glass Doctor and, according to Dina
Dwyer-Owens, “The thing that has always stood out to me is how well Glass
Doctor, its franchise owners and its
front-line service professionals, felt
right at home with our code of values
and the way we do business across
our service brands,” she says. “From
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Dina Dwyer-Owens

Find a mentor! Find that person who can give
you real-world knowledge and an up-close
perspective that will help you to reach your goals.
the minute we welcomed Glass Doctor to our annual reunion after that
acquisition, I knew these professionals would prosper, and so would the
Glass Doctor name.”
Over the years, Dwyer-Owens has
focused heavily on franchising as the
business model that would best grow
Glass Doctor.
“We are a positive voice for franchising and small business, and we seek an
audience in areas of legislation, access
to credit, and small-business growth
and prosperity for the benefit of our
brands, the ability to create jobs and
positively impacting the economy,” she
says. She also recently launched a
Women in the Trades program to help
recruit and train female frontline service professionals.
While professionally she has seen
many successes, she says her life’s
greatest achievement is at home, as
a wife and mother and having the
ability to balance both work and
family.
“I am an example that women can
have both, put family first, and experience a rewarding life. I give credit to

my faith and to God for the ability to
prioritize where it matters most. It is
not an easy task, but hard work has its
rewards.”
In that respect, she adds that everyday more and more women are proving themselves and breaking down
barriers in every profession imaginable. “I had my fair share of naysayers
as I assumed the role of CEO [here]. I
simply asked to let my work speak for
itself. I knew that I brought an invaluable perspective to my industry and
the male-dominated trades that the
Dwyer Group represents across its
franchise family.”

Karen Elkin

President, Classic Glass Inc.
Alexandria, Va.
It was quite by accident that Karen
Elkin found herself in the glass industry. She started out as an elementary
school teacher in upstate New York, but
moved to Washington, D.C., in 1980 to
begin developing and writing teaching
materials for the then newly formed
Department of Energy.
“When my grant was cut I decided to
www.usglassmag.com
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Mars Vs. Venus

There’s no such
thing as being
lucky in business;
luck = preparation +
opportunity.
stay in the area and expand on my hobbylevel stained glass skills by apprenticing
in a local glass shop,” she says. “I met my
partner, Robert O’Toole, there and we
soon decided to start our own business.
Robert taught me everything he knew
about sandblasting and beveling glass.We
worked 24/7 in those days. It was a lot of
hard work but so much fun.”
Elkin recalls their first big job was
for the American College of Obstetricians and Gynecologists, where they
carved a 48-inch diameter of the organization’s seal, which was to be the
focal point in the lobby.
The glass industry has also provided
Elkin with plenty of learning opportunities and experiences.
“One [experience] that stands out
was the time our installer needed to
stand on top of an elevator cab with
our glass because I had neglected to
measure the interior of the elevator
cab and the glass wouldn’t fit,” she
says. “I was a nervous wreck, but it all
worked out. After that I learned to always measure the elevator when doing

Karen Elkin
www.usglassmag.com

If the majority of the women interviewed for this article agree on one thing, it’s
the fact that they never really felt all that different being a woman working in the
mostly male glass industry.
“I see the same varieties of people, whether male or female,” says Valerie
Block, senior marketing specialist with DuPont. “From the whiners to the demanders, it’s not the sex or age of the person, but range of personalities. So the
challenge, as a manager, is figuring out how to be a good leader regardless of
[who’s on] your team.”
Helen Sanders, vice president with Sage agrees. “There is a spread of personalities and [sometimes] you’re surrounded by the dominate, go-get-‘em direct communicator males. While some women are also very direct, more often women bring
a slightly different perspective.”
“The key thing is having others to look up to and give you the confidence to do
it right,” adds Kris Vockler, CEO of ICD High Performance Coatings.
“My mentors were men, but there were no females,” adds Block. “My mentors
were just amazing people, and never made me feel I could not do it.”
Julie Schimmelpenningh, global architectural applications manager with Eastman Chemical, adds, “You can go to any of the veterans and they will be helpful.
This is a unique industry; they love to teach and it’s an art form and they want to
ensure it has a lifespan that goes on.”
“You don’t learn this in college,” agrees Sanders.
Block adds that there are many in the industry today who are nearing retirement. It’s therefore becoming increasingly important to educate others who can
continue moving and directing the industry forward.
“If you’re receptive there are so many who would love to share information and
help you out,” she says.

a field measure.”
Living and working near the nation’s
capital has also given Elkin the opportunity to work on many memorable
projects. Her company has done installations as part of the Lincoln Memorial,
14 marble tablets carved with Lincoln’s
quotes, and the Jefferson Memorial, a
“bigger-than-life size” bust of Jefferson.
Elkin, who also serves on the board
of the Mid Atlantic Glass Association,
says while the percentage of women in
the glass industry is still small, there

does seem to be more and more getting involved. “I do think that there
are many more women estimators
and project managers than in the past
and there are definitely more women
in related fields,” she says.

Jill Foxworth

National sales manager,
Dependable Glassworks
Covington, La.
Ever since she was a little girl, Jill Foxworth has been a part of the glass industry.
“I remember going on vacations
when I was younger and not understanding why we would stop and look
at storefronts or glass buildings, now I
do the same thing,” she says. Both her
father, Norm Foxworth, and grandfather were in the glass industry and she
spent time even in high school working
for the company, then doing jobs such
as posting payments, mailing statements and filing.
In 1985 she earned her bachelor’s degrees in psychology and sociology.
“Although I obviously changed direccontinued on page 33
February 2013 | USGlass, Metal & Glazing
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Like Father, Like Daughter

Tales of fathers passing the business
to their sons are nothing new. Now, in
the glass business at least, more and
more fathers are bringing on their
daughters, prepping them to take over,
lead and continue the family business.
And many agree, working with family
brings its own share of unique challenges and opportunities.
“My father feared nepotism and I had
to beg for a job,” recalls Kris Vockler, who
is today CEO of ICD High Performance
Coatings. “And I felt I had fewer opportunities at first, because I wanted to make
sure people couldn’t complain [that
there was favoritism]. There are those
who will think you get more in pay, benefits, etc. and it can become difficult. But
the key is the opportunity. Don’t think
you’re given more opportunity than
someone else; I received the opportunities that I did simply because I asked.”
Valerie Block, senior marketing specialist with DuPont, also started in the
industry with her father’s glass company, and has a great first impression
of the industry.
“I was attending the University of
Michigan and had a part-time job at a
radio station and one day when driving
to work I passed by one of my dad’s
customers,” she says. “And out of the
blue, I went in to say hello; I told them
who I was and I was passing by and saw
them and just wanted to stop in and say
hello. And they were so nice. I thought
this is really a friendly, nice industry and
I liked the people in this industry.
“All the way through [my career],
that’s the one thing that’s been motivation for staying, I value the people in
the industry.”
Jill Foxworth, national sales manager
for Dependable Glassworks says working with her father has been a rewarding experience.
“On the professional side, to have unlimited access to someone who is willing to teach me what he knows has
been rewarding,” she says. “On the personal side, to be able to spend so much
time with my father has been priceless.”
Nancy Peterson, director of market
communications for Azon, says she, too,
has been fortunate to work with her father, and has learned from him each day.
“My dad has held a vital role in ad-
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The family business of Palmer Products is
filled with both women and men
employees. Above, Missy Palmer-Ball Bush
(third from left) as well as her sisters Ginny
(first left) and her sister Bunny (third from
right), have been involved with the
company at trade shows since the 1980s.
Inset, Missy Palmer-Ball Bush (second
from left) with sisters Connie (left), father,
Shirley Palmer-Ball, and sister Ginny.

vancing thermal barrier technology in
architectural fenestration throughout
the world for the past 35 years. Of
course he did have some ups and
downs, but always the optimist, he
has tried to profit from any business
failures by seeing things through,”
she says. “Every business leader
ought to have the same kind of vision
and a plan as my dad for how they like
to leave the world better for future
generations.”
Missy Palmer-Ball Bush has been a
part of her family’s company, Palmer
Products, since she was young.
“I worked other places after graduating from college which I think was a
good thing. In 1984 my dad’s sister, who
had worked in the business, died of cancer and I took her position,” she recalls.
“I worked summers the last two years of
high school and through college in the
factory. My father [Shirley Palmer-Ball]
thought it was important for us to know
what it was like to work in the factory
and to learn the business from the
ground up,” she says, noting that her
sisters and other family members also
spent time working in the factory.
Bush, whose father passed away last
August, says having the opportunity to
work with him as part of the family busi-

USGlass, Metal & Glazing | February 2013

ness, was a wonderful experience.
“He came into the office up until the
end of last May so I worked with him
and saw him almost every day for the
last 28 years,” she says. “I have also
worked full time with two of my sisters
and two of my brothers. (In the past I
also worked with two uncles and an
aunt.) At the moment, I work with two
brothers, a sister and a sister-in-law.”
And though surrounded by so many
family members, she says there are actually few conflicts.
“We have regular challenges as any
business does but we work together to
resolve the issues as they arise. We all
have our areas of expertise and within
those areas our opinion will be
weighted more when making decisions,” she says. “We also continue
the practice that our father started of
not taking business home with us. We
almost never discuss business at family occasions and that is helpful. My relationship with my father was very
close and very good. I learned a lot
from him about business and about
family in a business since he also
worked with some of his siblings and
his father. He was an excellent role
model in that regard.”
www.usglassmag.com
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Shattering the
Original Glass Ceiling
continued from page 31

Jill Foxworth

Focus on your job responsibilities; educate
yourself; and if you don’t know what you are
talking about stop talking. Everything else follows.
tions, my educational background has
come in handy,” she admits.
Today, she has her hands in many different areas of the company.
“Being a family business I am involved in all aspects of the company
from accounting to shipping,” she says.
“My main focus is handling the sales
side of projects.” She also coordinates
the company’s internal team on the design aspects and “how we fabricate, and
the challenges presented by designers
and architects.”
“Not only do we work with glass
companies, but we are involved directly
in the design aspect with architects,
from the design concept period until
that vision comes to fruition,” she says.
“It gives you a sense of accomplishment
to know you were a part of something
and it is difficult to put a dollar amount
on that feeling. I am not sure you can
even buy it; it’s similar to standing on
top of a mountain,” she says.
And standing on a mountain is
something Foxworth in fact did, too,
when she climbed to Mount Everest
base camp. “Doing these types of
climbs has changed my views in many
aspects, but has also made me a
stronger person in business.”
www.usglassmag.com

Mazy Gillis

Director of organizational
development for Guardian’s
worldwide flat glass business
Auburn Hills, Mich.
Everyone has their own unique first
impression of the glass industry. Mazy

Don’t let fear of failure
or fear of the unknown
stop you from taking it
to the next level
professionally.

Gillis, who has been with Guardian for
about 18 months, was surprised to
learn the plants never shut down. “We
are a 24/7, 365 day operation coupled
with the fact that we have operations on
five continents. This requires a huge
level of commitment and dedication
from all of our employees, especially
those with global roles.”
Before joining Guardian Industries
Gillis spent a decade in the field of executive coaching and development. She
says it’s most rewarding when someone
she has coached in the past calls to tell
her about a promotion or a significant
achievement in their lives.
Even in her short time at Guardian, she
has seen the significant role played by
many women throughout the company.
“Women are contributing across all
disciplines at Guardian every day. For example, we have women in key roles in our
float plant operations, sales and marketing, finance and accounting, engineering
design, legal and supply chain functions.”

Letitia Haley Barker

President, Haley-Greer
Dallas, Texas

Letitia Haley Barker

Mazy Gillis

Letitia Haley Barker’s first taste of the
glass business came in the 1970s when
her father, Don Haley, started the Dallasbased contract glazing firm Haley-Greer.
“I was only there two years and then
moved away and went to work in
human resources for 15 years.”
continued on page 34
February 2013 | USGlass, Metal & Glazing
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continued from page 33

Caroline Harris
Go in and consider
Associate director of Research
yourself an equal to and Development, PPG Industries
Pittsburgh, Pa.
whomever you’re
Caroline Harris knows glass. From
around, and work with aerospace to construction, and over the
past 26 years she’s been involved with
them as peers. Be
many facets of glass R&D.
“I was attracted to the industry bewilling to listen and
cause I have always liked manufacsoak everything in and turing. I was fascinated by the float
glass process, the enormity of it—
be a part of group.
melting sand, a continuous strand of
Years later,she re-located back to Texas,
and was looking for a job when her dad
told her he’d like for her to work for him.
“He said that he knew how to build a
building and thought I had the experience to benefit the company,” she said.
Becoming actively involved in growing
Haley-Greer also meant opening herself
up to areas outside her comfort zone. She
says when she took the glazier’s exam, for
example, everyone in the office was taking bets as to how badly she would fail.
“My dad wanted me to take it. So, I got
the books and the manual and I sat
down with him and he gave me lessons,”
she recalls. “I did not have trouble with
the business part of the test, but the
glazing portion was difficult. In the end,
I only missed two questions more than
the other gentleman from the company
who had been there for years. It was the
greatest moment ever and my dad was
so proud of me. It was probably one of
the most defining moments for me.”
In 2003 her father began stepping back
and appointed his daughter as president
of the company. The change, she says, has
brought some interesting experiences.
“Going from getting the call where
someone says ‘is your dad there I need
to talk to him,’ to now having them
come to me with their questions; we
knew that would be the case so we had
to have time for people to get to that
comfort level,” she says.
In addition, she is heavily involved with
the the American Subcontractors Association at both the local and national level.
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ribbon that is never-ending—and
everything else that goes into it,” she
says.
With an undergraduate degree from
the University of North Carolina and a
Ph.D. in inorganic chemistry from
Northwestern University, she joined
PPG after doing post-doctoral work at

Brookhaven National Laboratory. She’s
since had her hands in the development of many products.
“I was heavily involved in the development of Sunclean® glass. It was the
first product I worked on from the lab
to the production line. I also worked
with the marketing people to help it get
accepted in the marketplace,” she says,
remembering that while it was very difficult, it was a lot fun, too.
“We traveled with our team to introduce the product on Good Morning,
America. We weren’t on the air, but we
were on the set, getting the glass ready,
cleaning it, making sure it was going to
function properly,” she says.
More recently, she’s been involved
with the development of a new material
for the aerospace transparency industry, called Opticor™ advanced transparency material.
“There hasn’t been a new material introduced there since the 1950s and this,
we believe, will prove to be a significant
advance,” she says.

Don’t sit in your
corner and work hard.
Working hard isn’t
enough. Get to know Connie K. LaFayette
Regional manager, solar energy
the market and
products, NSG Group
your customers.
Toledo, Ohio

“Every industry values knowledge,
talent and hard work regardless of
gender, and the glass industry is no
different,” says Connie LaFayette, who
began her industry career in 1990
when she joined what was then LOF
Glass. Beginning as a project engineer
in the automotive original equipment
(OE) organization, she moved into OE
sales and marketing and has held various regional and global roles of in-

Caroline Harris

Be open to change.
Those who succeed
are the ones who
adapt their skills to
the changing needs of
the business.

www.usglassmag.com

Product Information
© 2013 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Connie K. LaFayette

creasing responsibility within the Pilkington organization.
LaFayette has a bachelors of science
in industrial engineering from Kettering University (formerly known as General Motors Institute) and a master’s
degree from the University of Michigan,
in Ann Arbor. While her career path includes automotive and manufacturing,
these traditionally male fields did not
intimidate her.
“The only boundaries are the ones we
set for ourselves and I see an increasing
number of women assuming roles in industries that have been traditionally
dominated by males.”

Contents

Vice president, Giroux Glass
Las Vegas, Nev.
Stephanie Lamb has come a long way
since her start in the glass business in

www.usglassmag.com

Search

1977. Fresh out of high school she
began with a clerical position at
Northrup Architectural. “I had no specific training, just mentors along the
way,” she says. “I’ve worked in residential and then commercial, estimating
and then project management.”
In 2000 she was living and working
in Las Vegas for CDC Consulting when
someone she knew from Giroux Glass
in Los Angeles told her the company
wanted to start a Las Vegas branch
and asked if she would be interested
in heading it up. She thought it would
be a good opportunity. It was a risk
she was willing to take.
And it’s paid off.
“I’m beyond proud of starting this
division. In 2000 this town was tightnit … the local boys … yet we were
able to build it to where we’re now one
of the top three go-to’s in this town
when they didn’t know us 13 years
ago.”
For Lamb, every day there is something new and exciting about the glass
industry.
“Nothing is cookie cutter. You have
to be able to envision everyday what
you’re looking at and what the outcome might be,” she says.

Stephanie Lamb

Your personality has
to be such that you
can get out there and
know it will be
challenging because
you’re a female,
but the end result is
so rewarding.

Zoom Fit
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Beth Lesniak

Vice president, Grey Mountain
Partners
Boulder, Colo.

Beth Lesniak

Confidence comes
from knowing what
you’re getting into
and, when you have
that knowledge, it
naturally builds
confidence and that’s
picked up by others.

People find their way into the glass
business by all sorts of paths. For Beth
Lesniak, it was an investing and financial
background that brought her to it. Just a
few years back, she recalls, the firm identified glass fabrication as an industry of
interest. At the time Grey Mountain was
the stalking horse bidder for Arch Aluminum & Glass.“We began learning more
about the industry and felt it was one in
which we could add value,” she says.
Lesniak attended Duke University
where she studied economics and finance. Her first encounter with the
glass and fenestration industry was in
2007 as an investor in the residential
door and window manufacturer Polar
continued on page 36
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Original Glass Ceiling
continued from page 35

Window of Canada.
And while her time in the glass industry has been relatively short, she says
she is seeing how the role of women is
changing—in all businesses—particularly from a leadership standpoint.
“I think [glass is] no different than
many building products businesses and
… there have not been a lot of females
highlighted for their contributions,” she
says. “I feel in the past decade or two
more women have gotten involved and
are building up the knowledge to be on
equal footing in a historically male
dominated industry. I expect going forward we will see a natural progression
of females rising to the top.”

Nancy Mammaro

Owner,
Mappi Italy and North America
Cisterna di Latina, Italy
From day one Nancy Mammaro loved
the glass business; she loved to see the
products and how they changed. At one

Always receive
new advice; it will
never be enough.

time, she recalls, everyone was in the
market for bending equipment; then it
was flat glass; and now she sees the increasing demand for laminated glass.
“There is always something to work
on,” she says, remembering the company’s transition as an Italian company
into the U.S. and how “people started to
believe in us.”
Mappi has been in business since
1993 and Mammaro, whose background is in accounting, became heavily involved in 1995 after spending time
in the U.S. to better learn the industry.
“I wanted to learn what the market
was looking for since we were more
concentrated in Europe,” she says.
Today Mappi is selling its machinery
lines all around the world, but the company’s primary market is the United
States—it’s the market that Mammaro
says is the strongest and the one with
the most growth potential.
Mammaro has also seen how the role
of women is advancing and evolving. She
recognizes that in year’s past the glass industry was perceived as being one primarily for men. This is changing. She says
in meeting with clients around they world,
they no longer ask to speak to a man
“They can addresses anything with
me,” she says.
She also is working to help other
women who may be interested in working in this field and has mentored a
number of young women.

Anne-Merelie Murrell

Nancy Mammaro
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Owner/CEO Giroux Glass
Los Angeles, Calif.
Anne-Merelie Murrell didn’t start out
wanting to be in the glass business; she
actually just wanted the areas surrounding her alma mater, the University
of Southern California (USC), to be a
nice place to live. She says at one point in
time USC was the area’s sparkling gem,
but after periods of depression and decline, had become undesirable.
“So, I bought an apartment, fixed it
up and used it for student housing. I
later bought another.” In an effort to im-

Anne-Merelie Murrell

You’re working with
people. Listen and
learn whatever you
can and enjoy what
you’re doing.

prove the image of the area, she continued buying and renovating apartments
for students.
A few blocks north of the university,
she recalls, there was another area that
looked tired and rundown; an area that
people seeing it for the first time might
perceive all of Los Angeles to be like. She
recalls an old Victorian building and inquired if it was for sale.
“It was owned by Louie Giroux and
around the corner he had a glass
shop,” she recalls, telling him she wasn’t interested in the glass shop. “But he
said the only way he’d sell [the building] was along with the glass business, employees and all. So I said, ‘OK,
I’ll take it on.”
She continues,“So here I am, a middleaged women, standing before these employees saying, ‘I’m the new owner and
we have to work on this together.’
And they did. The employees pulled
together and grew to become one of
www.usglassmag.com
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the top ten contract glaziers in the
United States.
Looking back on her career as a
woman in the construction industry, she
says indeed there are more and more
women getting involved. In fact, the company’s Las Vegas branch was started by
and continues to be led by a woman,
Stephanie Lamb (see page 35). And being
a woman in a “man’s world” never bothered Murrell. She recalls she once heard
Margaret Thatcher speak and someone
asked her if she was ever intimidated by
the men with whom she worked.
“And she responded,‘I just had a job to
do and I got on with it.’”

Debra Levy

Owner Key Communications Inc.
Publisher USGlass magazine
Stafford, Va.

Debra Levy, owner of Key Communications and publisher of USGlass magazine,
is one woman who knows the glass business. She’s worked in this industry for
more than 30 years, is a member of the
ANSI Z97 Architectural Glazing Standards
Committee and she has worked tirelessly
to bring safety issues surrounding architectural glass and automotive glass to
light. She has bachelor’s degrees in math
and Spanish from the State University of
New York and a master's degree in economic development from Southern New
Hampshire University.
In 1993 Levy started her own company, now Key Communications, with
the purchase of USGlass magazine.
Since then she has grown the company
with new publications, event organization and association management.
“I will never forget my interview at Key
with Deb Levy when I was 23. I had always wanted to write for a magazine but
knew nothing about glass, windshields
or window film,” remembers Tara
Taffera, publisher/editor of DWM magazine, a USGlass sister publication, and
vice president of editorial services.
“But, I had a desire to learn and she
was the perfect mentor.”
Taffera says if you have that drive Levy
www.usglassmag.com
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Mandy Marxen

Vice president of marketing,
Gardner Glass Products
North Wilkesboro, N.C.
With a degree in advertising from
the University of North Carolina,
Mandy Marxen always thought she’d
work in an advertising agency in a
metropolitan area. “But when I graduated the ‘pickins were slim.’ So, I
moved home to look for a job, and
Mark Pegram, who was president of
Gardner Mirror at the time and a
friend of my family’s … [offered me a
continued on page 38
is more than willing to provide the opportunity. “After one year at the company
I was promoted from assistant editor to
editor of USGlass. A few years after that
I was asked if I wanted to start my own
magazine, DWM. What an opportunity to
learn from Deb all facets of the magazine business from circulation to sales.”
Holly Biller, vice president of media
services, was still in high school when
she began working part-time after
school and during summers for Levy.
“As a female leader, Deb shines in
many respects. She is a strong mentor,
role model, goal-setter, entrepreneur
and highly motivated individual. Simply
being in her presence has an osmosis
effect on those around her causing
them to reach for greatness in all areas
as well,” says Biller.
Many employees at Key Communications have been with the company for
more than ten years. Biller says this
stems from Levy’s style of leadership
and a rarity in character, valuing employees’ needs first.
“The old adage of ‘Business is business; it's nothing personal’ doesn't
apply here because Deb does make it
personal when it comes to caring for her
staff,” says Biller. “She takes a standard
office environment and makes it a home
for everyone who has the opportunity to
work with her. That level of dedication to
employees also carries over to her cus-
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Pick a mentor early—
someone whose
career you admire.
Pattern your behavior,
and think about what
they might do; have
that pause and
thought to help
temper the
emotional side.

Debra Levy
tomer service policies and experiences
our advertisers and readers receive
when communicating with our office.”
Biller adds, “A team is only as strong
and sharp as its leader and she continues to guide us through the waters, no
matter what economic ebb and flow we
experience, ensuring all parties involved are well cared for.”
“There are several times that I go into
her office with a question, as I am
stumped regarding a particular issue,
and Deb immediately has the right answer,” Taffera laughs, “I’m often asking
myself, ‘Why didn’t I think of that?’”
Editor’s note: We knew if we told Deb
we wanted to include her in this list of
women she would humbly say no. So we
had to do some stealth reporting to get
this in without her knowledge.
February 2013 | USGlass, Metal & Glazing
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Mandy Marxen

short-term job] to help with some line
art,” she recalls, thinking she would
take this assignment while continuing
to look for another. “But, he liked my
portfolio and called in John Meyers,
who is now senior vice president, and
they offered me a full time job as the
in-house art department.”
Marxen started in 1993, and says she
“missed the rolling good times of
[North Carolina] being the mirror
manufacturing capitol of the word in
the 1970s and 1980s.”
“People would regale me with those
tales,” she says, noting that’s what
brought her to her first challenge.
“The owners realized the industry
was changing and they realized mirror
couldn’t continue to be just it; it was a
commodity product,” she says. “They
had to have something new to make
this more exciting and get more product to the wall—surfaces—and that’s
why I stayed so long because there was
an opportunity to be creative.”
Those creative opportunities also
gave her the chance to design the company’s Dreamwalls brand, which she
sees as a great achievement.
“This was an industry not big on
marketing, and was more content to
depend on OEMs to carry them
through, so to give marketing the
power to create and develop new
brands and products has been most
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rewarding for me.”
She is actively involved with GANA.

Diana Perreiah

President, Kawneer North America
Norcross, Ga.
While Diana Perreiah has been in
the glazing industry for almost four
years, she’s been in the aluminum industry for 26 years. With Alcoa, she’s
been involved in many different aspects, from aerospace to automotive.
She graduated with a bachelor’s degree

in computational science from Hollins
University, a women’s college in Virginia, and today recognizes this industry becoming increasingly global. As
such, she is focused on understanding
global trends and implications of
trends in North America.
“Another area of importance is the
increasing emphasis on sustainability
and how companies and the industry
can help facilitate … the innovations
we can bring to move and advance forward,” she says.
Likewise, she’s also working on
strengthening the business in challenging times.
“As an industry we’ve been focused
on hunkering down and surviving and
hopefully now can leverage the plans
for an upturn in the market,” she says.
“When you’re in that survival mode
you have to have those plans in place
for an upturn.”
Looking back, Perreiah says the role
of women has changed in so many
ways. And as women grow and become
more involved in the professional world
many are also learning to balance their
work and personal life.
“It’s funny how quickly your children

Diana Perreiah

Don’t be so focused on moving up in the
organization as on moving laterally. It will
help you broaden your experience.
www.usglassmag.com
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learn to take advantage of you when
you’re working,” she says, laughing.
“Handling business when children are
around, that’s when they figure out how
to get what they want. It’s a balance you
have to find,” she says, adding, “family
always comes first.”

Helen Sanders

Vice president, technical business
development, Sage Glass
Faribault, Minn.
After finishing her Ph.D. in surface
science at Cambridge in the U.K., Helen
Sanders was looking for a job when she
got an offer from Pilkington. She was
there for only four years before making
the move to the United States.
“My husband got a job with Sage as a
scientist; I came here without a job and
spent the first few months figuring out
life in the U.S. (getting insurance, credit
cards, buying a house, etc.)” she recalls.
“When I began looking for a job Sage’s
CEO said, ‘why don’t you work here,
too?’ It was a great opportunity to work
for a small company in the industry
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and I’ve been here since 1999.”
About seven years ago she also became heavily involved in various industry groups and associations. Her
first experience was with ASTM.
“I began by chairing the dynamic
glazing task group and over the years
received a lot of support,” she says. “I’ve
attended meetings and I’ve made
friends and become more confident to
speak up and say something, taking on
a more active role.”
Looking back on her career, Sanders
says she never felt she was at a disadvantage because she was a woman.
“Everyone has always been very accepting and welcoming,” she says.
“We’re seeing lots more women in leadership and more women stepping up to
those roles.” And this is also a message
she passes along to her two daughters.
“My goal is to create strong, independent daughters who are well educated. I want to show them by example
that you can have a career and a job that
you love. You have to balance both work
and family; by working I have the op-

Develop good relationships with people
in the industry, learn the industry and
participate. You get out what you put in.

Helen Sanders and her daughter
www.usglassmag.com
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portunity to demonstrate to my daughters that women can have [both],” she
says, adding, “As John Van Dine [CEO
and founder of Sage] once told me, you
don’t go home everyday because your
work is done, because your work is
never done; you go home because you
need to go home.”

Cathie Saroka

Marketing director,
Goldray Industries
Calgary, Alberta, Canada

Don’t worry so much
about competition.
Get in there and be
the best you can be at
what you’re doing.

Cathie Saroka

In the mid 1980s Cathie Saroka worked
for a sports council that provided funding
for Olympic athletes. Her husband, Greg,
worked for a furniture company.
“He came home one night and said,
‘Surprise! I quite my job,’ and I said
‘Surprise! I’m pregnant.’ Neither had
any experience in the glass industry,
but somehow that became the direction
in which they were headed.
“Greg was originally going to make
lamps, but he had a friend with a
background in glass and he got to
know the products and started to go
off on his own,” she explains. “We
continued on page 40
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began by re-silvering mirror and
doing other small glass projects. Any
time anyone asked if we could do
something Greg always said ‘yes.’”
Today Goldray is a significant fabricator of a wide assortment of decorative glass products, and Cathie heads up
all of its marketing efforts. She became
heavily involved with the business after
their third child was born and, as her
first experience in the construction industry, she recalls it was very much a
male-dominated business.
“Often [men] wouldn’t like my answer and would ask to talk to the man
at the company,” she says. “They don’t
do that anymore.”
When she was 40, Saroka earned her
master’s degree from the University of
Calgary; she is also the company’s
LEED AP—a test she said was harder
than earning her degree.
She also believes in the importance
of giving back and volunteers her time
in her community, for example, with
the area homeless.
“You certainly get back out of life
what you put into it,” she says.
And that ties right into what she says
was some of the best advice anyone
ever gave her: “you are what you are because of what you’ve done in life.”

Julia Schimmelpenningh

Global applications manager –
architectural, Eastman Chemical
Springfield, Mass.
When Julie Schimmelpenningh
started as a researcher at Monsanto 25
years ago she thought, “The entire in-

Your products will
benefit as the industry
benefits and you will
develop your credibility
by being versatile
enough to see the
whole picture.
40
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Julie Schimmelpenningh

dustry is male!”
“The truth is there were three females
at the time I got into the industry who
you would run into; I’m sure there were
more in independent businesses but I
didn’t see them: Cheri Kellman (formerly with Globe Amerada), Val Block
(see page 29) and me,” says Schimmelpenningh. “That changed after a few
years as more women started to come
into the industry and stay. I will never
forget being called ‘missy’ and ‘gal’ but
my favorite is when the ‘boys’ would forget I was there and curse—and then
apologize profusely! That has all
changed, too; no more apologies.”
She continues, “Women are much
more comfortable and accepted in leadership roles. I think we will begin to see
more corporate leaders being female
and hopefully more young professionals coming into the industry.
With a bachelor of science from Emmanuel College in Boston, much of
Schimmelpenningh’s work has been in
research.
“My first memorable job was impacting headforms into windshields
to determine the head injury criteria,”
she says. “From there I was put on
special assignments and eventually
given the opportunity to be the applications manager for Saflex and

Vanceva brand PVB interlayers.”
Today, she also plays a significant
part in a number of industry groups
and associations, including GANA. Her
main focus areas have been in industry
education, standards and code development and product qualification. In
2006 she also served as GANA’s first female president.
“But the proudest moment I have had
was when I was involved with the design for the encasement of the Bill of
Rights and U. S. Constitution. The day
they unveiled the new protective cases
to the public was as memorable a moment as I can remember in the industry,” she says.

Kris Vockler

ICD High Performance Coatings
Vancouver, Wash.
There was a time when Kris Vockler
begged her father, Larry Vockler, for a
job, not because she desperately wanted
to work in the family business, but because she needed a job.
“And he refused,” she says. “He did
not believe in nepotism.”
With a degree in geology and back-

Kris Vockler (right) with her mom

Gather around
the people who
know more than you
and they will help
you through.
www.usglassmag.com
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ground in chemistry, she recalls there
weren’t a lot of jobs in environmental
engineering when she graduated from
Portland State University. So, eventually,
her dad gave in.
“I still had no desire at first to be
there, but I eventually started working
my way through various jobs,” she says.
“I went back to school for more chemistry and a few years into it I got more
involved in GANA.”
She recalls, “The industry seemed
very old; very stale and everyone wore
suits. It seemed so stuffy and was pretty
much run by all men—great men.”
What stands out the most, she says,
is the fact that everyone has always
been so helpful.
“People like Darrell Aldrich at Northwestern Glass Industries, the late Bill
Knutsen [then with Viracon] and Mitch
Edwards of Guardian. These fantastic
people took me under their wings to
help me excel.”
Vockler gives a lot of credit to her
own role models and leaders who
helped her over the course of her career; they taught her the importance of
treating everyone the same.
“That can be applied to everyone
from employees to customers.”

Linda J. Vos-Graham

President/owner Vos Glass Inc.
Grand Rapids, Mich.

Our emphasis is on
four things:
craftsmanship,
integrity, innovation
and pride.

Just a year after Clarence Vos started
Vos Glass in 1982, he recruited his
daughter Linda to come on board.
“I was working for an ambulance
service when I made the move over,” she
says. “It was a huge decision to go work
for my parents and it seemed exciting.”
At the time, she recalls, the business
www.usglassmag.com
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the years. These involve new technologies and developments as well as
an increasing push toward energyefficient products. She also expects
further change, in particular, the
level of education and training that
will be needed.
“I don’t have a college degree and neither did my father,” she says.“But I think
going forward we will see more and
more [roles] needing to have degrees.
The ability to learn in the field and as
you go won’t happen as much; you need
to couple that with a formal education.”

Randi Walters

Linda J. Vos-Graham

was much smaller and her first role was
to create and move forward the auto
glass business.
“That was a big part of my first ten
years,” she says, noting she later worked
in office and accounting positions and
in 2001 got the call to run the company.
“As the second generation, all eyes
are on you and [I soon] saw the opportunity to grow and develop the company,” she says.
Today Vos Glass is involved not only
in automotive glass, but is also a significant player in Western Michigan’s contract glazing industry—a part of the
job she enjoys most.
“Construction is competitive and I
am a competitive person. There is an
aspect of winning and losing but it’s a
rewarding industry,” she says.
Over the years she has been involved at the board level with the
American Subcontractors Association
of Michigan, and in 2011 served as its
first female president. She has served
on the board of the Associated
Builders and Contractors of Western
Michigan, and was founding president
of the Michigan Glass Association.
And she’s seen many changes over

Estimator, A-1 Glass
Englewood, Colo.
As a child Randi Walters saw her father, Craig Carson, vice president at A1 Glass, bring home blueprints and
thought it was fascinating. So by 16
she got her own start in the industry

This is a challenging
industry because
things are always
evolving; you
must change right
along with it.

Randi Walters
continued on page 42
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with a job at Elward Construction
Company, where her father worked at
the time.
“They needed someone part time to
answer phones in the summer. I took
the job and I’ve never been out of the
glazing industry since. That was 21
years ago.”
While Walters set out to study broadcasting, she soon had a change in plans.
“Construction paid my mortgage,
and I did not really have the nomadic
spirit that broadcasting requires,” she
says. And as far as construction education? That, she says, was simply the
school of hard knocks.
While Walters has been involved
with pretty much all aspects of the
glass business, right now, she says, she
is working on building up a smaller
projects division of the company. And
being in this business, she admits, has
been an incredible opportunity. “Getting to work in a place I love with people who I respect and love like they
are my own family, has been a great
achievement.”

Mary Carol Witry

http://www.fenzi-na.com/architects-education.html
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Chief operating officer,
Oldcastle BuildingEnvelope®
Dallas, Texas
When Mary Carol Witry started at
Trainor Glass in 1987 it was her first job.
“They needed secretarial help,” she recalls. So after a couple of months of data
entry it was time for a change.
“I got bored, talked to Bob Trainer
[vice president at the time, and later
CEO] about learning and doing more.
He had me work as an assistant production scheduler for a while and
that’s where I learned the business.”
Over the next 17 years she worked her
way through many positions, including project management, estimating,
general management, vice president
and board member.
In 2004 she made the move to Oldcastle BuildingEnvelope®
Witry, who has no formal higher education, sees the goals that she’s

Mary Carol Witry

Surround yourself with
the best people and
learn from them.
achieved, starting in an entry level position and working up to senior level
management, as a great achievement.
“In 1987 the world was different for
everyone. Construction was primarily
male-oriented and now there’s more
diversity – and not just women –
there’s many different people; it’s becoming a global melting pot,” she says.
“I never looked at the gender part of
the business. Sometimes people will
use it as an advantage or a crutch, but
if you’re a hard worker, are honest,
have integrity and want to learn you
can do just about anything.”
She’s also been fortunate to learn
from some well-known, respected
leaders in the glass industry. Recalling a lesson from her days at Trainor,
she say, “I was disappointed when we
didn’t win a project I was working on
and I remember Ed Trainor [vice
president at the time and, later executive vice president] told me, ‘honest,
intelligent effort always pays off.’”
She also looks to her current boss,
Ted Hathaway, her company’s CEO, as
a mentor. “I admire his ability to connect with people and energize the
team.” ■
www.usglassmag.com
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Is This

the Year?

New Glass Technologies Prepare to Take Off in 2013
By Megan Headley
ach spring, we watch as monotonously bare tree branches
suddenly show the first hints of
color. This is followed by the
explosive bloom of colorful flowers able
to withstand the late frosts, eager to push
up and dazzle viewers with their fragrant
reminder of spring’s cyclical return.
For the glass industry, the year 2013
may very well be a spring in which
technologies that have been developing
beneath the surface in recent years, discussed but otherwise unseen, will start
to give way to the explosive diversification of niche products that will enhance
the building industry. As architectural
design firms suddenly find they have
the green light to proceed on projects

E

The Kone building features Guardian’s
SNX 62/27, a triple-silvered product,
to meet increasing energy efficiency
demands.
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that have been on hold, as renewed confidence drives construction out of the
red (if only ever-so-slightly), then glass
technologies that have been poised to
take off may find that this is their year.
That is, if construction does in deed
begin to improve as early indicators
suggest.
“In a market like this, it’s very hard for
people to find money for emerging technologies, so the focus is all around stripping out to the lowest possible cost,” says
Rob Struble, manager of brand and communications for Pittsburgh-based PPG.

Bettering Energy Efficiency

“The trends we’ve seen over the last
several years continue into the future: energy efficiency, daylighting,” says Joanne
Funyak, market manager for PPG Industries. The question of how to improve
glass’ energy efficiency is one that continues to be solved in creative new ways.
“As we continue to develop new products
… we continue to look at those trends.
And with codes continuing to tighten on
energy performance, that’s basically
where we’re focusing,” Funyak says.
The codes continue to change, a good
reason for research and development
departments across the country to stay
on their toes.
“In the architectural market, I think
the trend in technology will be for the
ongoing improvement in the performance of low-E products, and an expansion in their use, as higher energy
standards are implemented,” saysJoe
Carlos, director of sales and marketing
for the fabricator Triview Glass Industries in City of Industry, Calif.
That focus is a response to extensive
research among architects that indicates

energy efficiency remains the focus of
the day, with the need for an increasing
range in color and transparency.
“We do pretty extensive surveys with
architects and as we go through the development process we spend time with
architects, we show them samples as we
progress through the product,” Struble
says.“We get the reaction, that qualitative
and quantitative feedback on all the details about these products—about performance levels, how much visible light,
how much solar heat gain—to try to find
the sweet spot in the architect’s mind. …
then we relate it back to research.”
Funyak adds, “We go through that
process several times, before we actually come to the final product characteristics, to see what the market truly
needs and wants.”
For PPG, that process has brought
the company to its upcoming Solarban
67, which fine-tunes the offerings between the spectrally-selective Solarban 60 and 70.
For Guardian Glass in Auburn Hills,
Mich., that research brought the company to expand on its SNX triple-silver
platform. “We’ll be extending that to
other levels of light transmission, so
we’ll have new products that will have
different light transmission,” says Barry
Corden, senior director of product applications for Guardian.
“Customers continue to ask for technologies that deliver improved performance as it relates to optimizing
visible light transmission, while improving U-value and solar heat gain, all
while maintaining the appropriate color
of the glass,” says Kevin Anez, director
of marketing and product management
for Viracon in Owatonna, Minn.“Buildwww.usglassmag.com
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Many glass companies continue to push the energy-efficiency envelope with new products for residential and
commercial projects.

ing designers want to reduce the need
to power artificial lights and decrease
the need to heat and cool buildings with
traditional systems.”

New IG Technology

As Carlos points out, many fabricators are putting their low-E coatings on
additional surfaces of the insulating
glass unit (IGU), to go even further with
energy savings.
“This gives window manufacturers
more freedom to build double-pane
[units] with better energy efficiency,
maybe in order to comply to Energy
Star ratings with the double-pane instead of having to move over to a triplepane window,” Corden says. The
company’s ClimaGuard IS products are
used on surface four in a window, and
Guardian’s research and development
department continues to look at ways
to improve a window’s efficiency without adding the weight of an additional
lite. Not all fabricators, however, are
shying away from the extra weight—
www.usglassmag.com

and costs-of triples.
“We’re seeing more call for triple IGs,”
says Mike Nicklas, business development
manager for J.E. Berkowitz (JEB), the
Pedricktown, N.J.-based fabricator.“The
triples I’ve seen are more toward the
northern climates, where the thermal
performance is a much higher requirement.” Still, only a few years ago a triple
IG might have been a novelty, whereas
now it is in some cases a necessity for
meeting stringent energy codes.
Other insulating initiatives that have
been a subject of tweaking for years are
also moving into the limelight.
“We have a longer-term initiative on
vacuum IG,” Corden says. “Our primary
target is residential, but we’re also looking to develop this for commercial down
the road, and we have some activities to
support our vacuum IG project.”
While vacuum IG has been in development for many years now, suddenly
this much talked-about product is
preparing for demonstration projects in
the year ahead as one way to earn a

place in future specifications. “It’s not
just us talking and pushing it out, it’s the
customer going out and starting to show
these off,” says Guardian’s director of
marketing and brand management
Earnest Thompson of this technology.
Nicklas says that the more basic IGs of
2013 also are undergoing a shift. “We’re
seeing more and more higher performing IG units, in regard to some of the energy codes that are out there.” He adds,
“We’re seeing more call for warm-edge
type technology on spacers.”
In addition, IGs are starting to meet
demands beyond energy as projects raise
the bar on performance requirements.
“One of the things that we’re recognizing is that we’ve started these IGs
with two low-E coatings as a means of
improving U-values, but I think in
terms of longer-term development
there’s going to be more in the future
around safety and security as well as
better insulating value,” Struble says.
continued on page 46
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Some products, such as Viracon’s new VE-45 low-E coating, offer improved
balance between visible light transmittance, solar control, and U-value.

While energy efficiency has been hot
for years, sustainability is expected to
play a stronger role in the future as well.
“Looking into my crystal ball toward
the end of 2013 and beyond, I see a
trend toward more energy-efficient
buildings with an emphasis on renewable and environmentally friendly materials,” Carlos says.

Advanced Glazing

However, he and others also expect to
see these buildings achieve their efficiency through creative solutions with
glass. “I also see momentum building
in the use of solar and photovoltaic systems,” Carlos says.
Of course the most talked-about
trends have been in advanced glazing
technologies—but it seems that certain
segments of this category are ready to
hit the mainstream (see related article
on page 18).
“Dynamic glazing is becoming a
major trend,” Funyak says. This category includes those switchable glazing
products, wired or temperature-controlled or any other manner of changing glass from opaque to translucent,
that have been under development for
years but are suddenly reaching a point
where their distribution channel may
support broader use.
“I think we’re going to continue to see
that [technology] make a play in this
market, especially as that market starts
to recover. Currently for those types of
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technology the cost per square foot is elevated, but as the market turns around
and you start to see more of this come
into the marketplace, I think that’s going
to be a major player,” Funyak says.
While PPG is working with the manufacturer Pleotint, Guardian has aligned
itself with View (formerly Soladigm).“In
2013 we expect electrochromic products
to be on the market,” Corden says.
Technically, those products have been
on the market for a while … it’s just
that no one’s been buying. Cost has
been a detriment, but that looks ready
to change.
“It’s not just the cost of some of the
emerging technologies like dynamic
glazing, but it’s also the development of
a solid distribution channel,” Struble
adds.“I think as the supply chain starts
to sort itself out, you’ll start to see demand for these kinds of technologies.”
And then there’s solar, Struble continues. It’s an area that has had “the
same kinds of issues with the infrastructure and with the price point coming to the point that it can become more
integrated.” Some are optimistic that as
construction grows in 2013, this expensive but high-yielding technology
will make a bigger splash.
“Certainty on the building integrated
photovoltaic side there are installations
that we expect to continue in that area,”
Corden says. “We’re working with
glaziers … in this area where electrical
connectivity is part of the installation.”
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On a quieter note—and not just because of it’s secret nature—some companies are focusing advanced glazing in
terms of stopping sound rather than light.
“Government organizations and
businesses are looking to glass manufacturers to provide solutions that reduce the transmission of radio
frequency (RF) electromagnetic radiation, also known as RF Shielding,” Anez
says. Viracon offers a solution that addresses this emerging need “by building designers who want to mitigate the
risk of cyber attacks through a glass
façade. Products with enhanced performance and aesthetics coupled with
solutions that address the growing concern of cyber attacks will continue to
grow in 2013,” Anez says.

Bigger, But Only if Better

Manufacturers and fabricators also
continue to respond to the unrelenting
demand for increasingly larger lites.
“The architects want to continue
going bigger,” Nicklas says.“Here on the
East Coast, at least, that seems to be an
influence from European manufacturers. I think some of the coaters are
starting to respond to it.”
In deed they have. Guardian, for example, has put measures in place that
will allow for coating larger lites when it
opens its Richburg, S.C., coater. “It supports what I call ‘oversize box sheets’
that can be sold to our fabricator customers,” Corden says. “Our standard is
144 inches, and this coater is able to do
160-inch lites.”
Architects have gotten wiser in seeking big glass that is able to reduce glare
and heat transmission effectively.
“Customers are asking for the same
great performance, but in larger sizes,”
Anez says. He adds, “A continued focus
on enhancing both performance and
aesthetics through the development of
new high performance coatings in
larger sizes will be a focus for us.”
Because interest is still high in
cladding new construction as fully as
possible in glass, architects seem to be
taking a more critical look at the qualwww.usglassmag.com
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ity of the glass they’re using.
“We’ve talked for years in the industry about roll wave distortion as far as
quality,” Nicklas says.“In the area of optics, millidiopters is becoming a bigger
influence; that’s the focal point of that
distortion. We’re investing in more and
more equipment to measure that and
monitor that,” he says. Nicklas believes
this is because architects today are
looking for better quality than was allowed for in the past. “On your major
projects this becomes a bigger issue …
At the end of the day you build a building once, and you want it to look good.
They’re looking for tighter tolerances
and requirements on the optics of the
glass, not just peak to valley and roll
wave but that millidiopter also.”
Nicklas points out that not only is the
architectural industry becoming
savvier (or, just perhaps, better educated by quality fabricators and glazing
contractors) about tolerances when it
comes to distortion, but many building
owners are “actually spending money
on these technologies.” That could
mean that this is the year where quality will separate the big players from the
small-time fabricators.

Support for Emerging Tech

Building owners looking to spend
money, after all, is the key to many of
these trends. If building owners and
developers are, in fact, planning to
spend money in 2013, and architects
are getting the green light to complete
projects that have been on stop-andgo during this slow-paced construction recovery, then perhaps some of
these new glass technologies will, in
fact, find their way into buildings in
the near future.
So is this the year we see construction pick up?
“I think so,” says Nicklas, for
one.“We’re seeing a lot more private investment going on,” he
points out.
Carlos sees these trends in
new glass technology as relying
on bigger trends within the
www.usglassmag.com
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construction industry. “In terms of a
customer wish list as it relates to technology, it comes down to information:
where to get it and how quickly,” he
says. “There are new products, building codes and reference materials
that get listed in specifications. If the
estimator is unfamiliar or unsure
about some of it, they need somewhere to go. The larger suppliers have
done a good job of upgrading the technical data they offer on their website
and I expect that trend to continue.”
In other words, as soon as these new
products emerge, contractors downstream want to know about it.

+

Archives

–

I<

E-Mail

<

>

>I

Subscribe

Discover the World

The Year Ahead

As Struble points out, “These
macrotrends that we’re addressing really aren’t new, but we see them continuing to be drivers in the space.”
Energy efficiency is nothing new and
nor, for that matter, are many of the
advanced glass technologies such as
dynamic glazing and RF protection.
But the ways in which glass continues
to meet greater energy, security and
other needs is evolving in increasingly
more creative ways that provide countless options for architects and the
buildings of tomorrow.
How the industry creates these technologies and gets them into buildings
also is evolving. “I see companies taking a big picture view of where our industry is headed, and looking for a
more collaborative relationship with
those firms that have common interests,” Carlos predicts.
Partnerships among players with resources and those that have the flexibility to develop new glass
technologies may very well be the
year’s hottest trend. ■

www.bohle-america.com

SlideTec Optima 150
For 5/16" to 1/2" thick, up to 330 lbs glass doors
Wall and ceiling mounted applications
For Tempered or Laminated Glass
SmartStop dampener technology

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

Track lengths up to 236”
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Glass Experts Foresee More Clear Touches of Brilliance in 2013

A

by Kaitlan Mitchell

mong the popular resolutions
tossed around in the last remaining seconds before January 1 are the promises to shed those few
extra pounds, the pledge to quit smoking and the proclamation to donate
time and resources to charitable causes.
Of course, another common goal is to
complete unfinished projects.
And, with the numerous project opportunities around the house, comes
the near-endless possibilities for glass
usage. Glass retailers can benefit by investing time into researching what will
be the next hot items and where they
might fit into customers’ design plans.

A glass backsplash installation is one
way homeowners are adding color and
style to their kitchens.

According to Mandy Marxen vice
president of marketing for Gardner
Glass Products in North Wilkesboro,
N.C., homeowners simply are becoming more comfortable with glass.
“Full glass backsplashes were extremely rare in homes in the U.S. ten
years ago,” she says. “But pick up any
home magazine today and, odds are
you'll see a picture of one featured inside. Frameless glass shower doors are
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a common request for bathrooms today,
and a huge variety of qualified glass
shops in their local area can perform
the service for them. Glass railings are
found on residential decks now - where
before they were strictly commercial.”

In With the New

Ask any number of industry experts
and they will likely say the residential
glass industry will continue to impact
the economy positively.
“In many ways, the decorative market, which includes residential shower
and bath enclosures, has rebounded
faster than other segments of the glass
industry,” says Rich Porayko, a marketing consultant for Hartung Glass. “Aesthetics aside, the common threads
across the continent continue to be
reinvention, using color to blend privacy with natural daylight and saving
money.”
There is also an anticipated increase
in traditional glass applications such as
shower enclosures and mirrors, as well
as emerging applications such as backsplashes integrating glass tiles and an
increase of shower glass wall panels.
According to the Neil Kelly Co.’s Top 10
Design Trends for 2013, glossy glass tile
backsplashes and sparkle on polished
nickel fixtures will be staple designs in
2013. The study adds that glass mosaic
tile, which has been popular over the
past few years, is becoming outdated.
An added element of texture and visual
appeal has created a demand for glass,
among other materials, for backsplashes, states the report.
Another backsplash trend to look out
for is the backpainted, solid glass panel.
Ideal for contemporary settings, this
surface provides a clean environment
while still appealing to modern taste.
According to design trackers, backsplashes and showers will integrate

back painted glass tiles instead of utilizing a single sheet for a backsplash.
This provides a pop of color as well as
eliminating grout lines for easy maintenance. Backpainted textured glass
provides even greater visual interest,
according to Diane Turnwall, market
segment director of interiors at
Guardian Industries. This trend toward
more in textures and visual appeal will
also be seen in laminated glass.
“As a manufacturer, we do see requests for the integration of natural
fibers and other texture elements into
decorative laminated glass,” says Turnwall. “These can be used in any place
where there is visual access to the glass
on both sides such as walls, railings,
doors, etc.”
The use of glass indoors creates an
eye-catching dynamic and also makes
small spaces appear more elongated,
notes Turnwall. Contemporary elements such as sliding urban doors are
also appearing in multi-family or highrise developments and are incorporating glass because of the reflectivity and
ability to create a color accent.
Another item the industry should anticipate stems from the customers’ demand to revamp their showers.
“The trend in the shower market is
certainly toward frameless enclosures,
however in the current economic environment, consumers who want the
frameless look are looking to save
money by turning to light-duty hardware,” says Porayko.
His explanation stems from customers’ desires to better showcase the
design of the shower.
“Whether it is ¼- or ½-inch glass,
frameless enclosures are in demand because they are easier to clean than other
shower types and the all-glass style
provides a large open feeling that highlights stone and tile work,” he says.
www.usglassmag.com
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Annual Kitchen & Bath Design Trends

2010 2011 2012 2013

Glass shower enclosures will
continue to be popular this year.

Vibrant Visions

This year’s popular hue has already
been crowned – charcoal. According to
the Neil Kelly Co., charcoal will be seen
everywhere across the board from backsplashes to bathrooms. This smoky
color pairs well with a rich mocha, grey
and splashes of green. In 2013 the glass
color palate is expected to also bring vibrancy to the room of choice.
“Colored glass, of all types, is in high
demand,” says Porayko. “Homeowners
love vivid, bright colors that pop
whether it’s laminated color interlayers
or printed ceramic frit, which has taken
a giant leap forward with a new generation of inks and application techniques that were previously unavailable
or cost prohibitive.”
An addition of color is not the only
way to make a statement. Glass etchings
allow homeowners a way to further
personalize a room while bringing a
new and exciting dynamic to the space.
“Incorporating images and photographs is also becoming more and more
prevalent as a value-added, almost limitless way to customize a shower or bath
enclosure, whether it is laser etched,
high resolution interlayers or direct
printed ceramic frit,” says Porayko.

Wide Open Spaces

Moveable glass wall systems, such as
folding and sliding door systems, also
continue to be popular among homeowners. Suppliers and manufacturers
are working to build awareness of these
systems and how they can be used.
“Awareness is the first thing,” says Lee
Maughan, general manager of LaCantina Doors in Vista, Calif.“Many still do
www.usglassmag.com

Percentage of consumers who opted for glass
doors on wall cabinets for kitchen designs

86% 83% 88% 88%

Percentage of consumers who opted for
glass countertops for kitchen designs

5%

3%

6%

8%

Percentage of consumers who opted for glass
backsplashes for kitchen designs

42% 41% 52% 64%

Percentage of consumers who opted for
glass vanity tops for bathroom designs

5%

7%

11%

9%

Source: National Kitchen and Bath Association

not know what folding doors are. As the
awareness grows the products will become more competitive and the prices
will start to come down,” he says.
Architects also agree the systems are
seeing increasing popularity.
“A double swing patio door is limited
by the width of the door leaves and a
sliding door has stacked width and
sound transmission limits,” says Yinsze
Lam, an architect with Seattle-based
Integrus Architecture. “Operable glass
doors allow us to fully open up the wall
if desired. Also, it is co-planar when
closed so it is not so limited by the
depth of the wall type, whereas sliding
doors need multiple tracks to achieve a
large opening. Most of the folding glass
doors have a much better sill/threshold
detail for sound blocking and thermal
separation.”

A Plan of Action

Not only will the use of glass applications expand, but new forms of construction will also appear. Expect to see
new fabrication techniques for counter
tops, for example, come into play.
“Heavy glass is typically used in a
counter top,” says Turnwall. “Utilizing
tints and painted glass can provide
deep saturated tones as an alternative
to clear glass. Some fabricators are fusing multiple heavy sheets together for a
solid 2- to 3-inch top and can integrate artistic painting and textures for an even stronger design
statement.”
A familiar theme from 2012
will also increase in popularity,
a trend that is already intertwined into every facet of our

lives and for good reasons: sustainability and healthy living will continue to be a huge design factor. The
Neil Kelly Co., for example, foresees
more homeowners taking advantage
of federal and state incentives to evaluate the energy efficiency and overall
performance of their homes. According to the company’s study, an upgrade trend includes the use of low
volatile organic compound materials
to improve indoor air quality, testing
combustion, safety and radon mitigation. The application of glass also ties
into the healthy-living fad thanks to
its low-maintenance and anti-bacterial benefits.

Raising the Bar

A new year certainly means a time
for change and a time for a fresh
start. If your customers’ resolutions
involve sprucing up a dining area, updating a shower or installing a home
fitness center, it is important to be
aware of the up and coming renovation trends. Keep an eye out for new
glass textures and the use of charcoal;
note the continued trend of sustainable design and the role that glass can
play. And in your efforts to stay
abreast of the latest residential designs, look for the many opportunities to incorporate glass. ■

K a i t l a n M i t c h e l l is the
assistant editor for USGlass
magazine.

February 2013 | USGlass, Metal & Glazing

49

Product Information

Zoom Fit

+

–

I<

<

>

See It, Believe It

© 2013 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

S

Contents

Search

Archives

E-Mail

>I

Subscribe

From Technical Sessions to Vodka Tasting,
GANA Members Took San Diego with Gusto

ometimes a picture really is worth a thousand words,
and what better way to look back at the Glass Association of North America’s Annual Conference than
in pictures. The event took place January 21-25 at the Coronado Island Marriott Resort and Spa in San Diego, and included technical and working group sessions,
thought-provoking speakers and discussions, as well as networking and social events.
However, if words are more your game, check out our special only online coverage of the event at
www.usglassmag.com/digital/february page 68.

In the Protective Glazing Committee meeting GANA
codes consultant Thom Zaremba discused school safety
and some of the measures schools around the country
are considering. These range from eliminating glass
completely to arming teachers with firearms. The role
that glass can play to help keep schools safer is a topic
that GANA will explore further this year.

The GANA annual conference included a number of
technical meetings included the laminated division
(above) as well as the mirror division (below). Throughout
the various division meetings, members are working hard
on creating and revising glass informational bulletins,
mirror informational bulletins, manuals and in some
cases, even ASTM standards.

50

Tom Culp, also a codes consultant to GANA, provided a
codes update to members during the energy division
meeting. The group continues to monitor the
development of various codes and standards, such as
ASHRAE 90.1, an energy standard for buildings.
USGlass, Metal & Glazing | February 2013
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“Is less glass good?” was the topic discussed at lunch
one day. Speakers included Rahul Athalye, PNNL, Dr.
Whitney Austin Gray, and Nick Bagatelos, BISEM. After
the presentations, Bill Yanek (inset), GANA executive
vice president, had an “Oprah moment” when he
moderated the open forum in which attendees had the
opportunity to ask further questions of each panelist.

The New Professionals committee, chaired by James
Wright of Glass Coatings and Concepts (inset), is
dedicated to those with fewer than five years industry
experience. During this year’s event, attendees
received a detailed tutorial of the GANA website and
how to use its member’s only session.
www.usglassmag.com
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As part of the annual conference, the New
Professionals committee organized and hosted a vodka
tasting reception that included four different selections
from Three Olives Vodka. Bill Yanek, GANA executive
vice president, and USGlass blogger John Rovi of Sapa,
caught up during the vodka tasking reception … over a
glass of wine.

Danik Dancause, Walker Glass, and Urmilla Sowell, GANA
technical director (inset), pause for a quick picture during
the evening’s reception. Just about everyone who took
part agreed that the vodka tasking reception was a fun
idea. Some suggestions for future events include winetasting in Napa. Will it happen? Stay tuned to find out. ■
February 2013 | USGlass, Metal & Glazing
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ShowCase
software

“Logikal” Design

Building Envelope Software Technologies (BEST) has released the new
LogiKal® Version 8 professional contract glaziers’ software. In addition to
dual screen support, the new version
provides a number of project management features. These include documentation management to the job
file, which allows the user to add any

fire-rated

Aluflam Announces 90-Minute Aluminum Vision Doors

A 90-minute, fire-rated, full aluminum, vision door is now available from Aluflam.
The UL-fire-tested vision door incorporates Contraflam 90 intumescent laminated glass by Vetrotech Saint-Gobain.
It is available in a variety of sizes, finishes and hardware choices, and sizes
up to 7- by 8-feet pairs of doors and 3-feet, 6-inchs by 8-foot singles.
❙❙➤ www.aluflam-usa.com

document, such as an RFI, drawing or
PDF. The program also has curtainwall
segments for both fabrication and installation. According to the company, it
provides enhanced material packages
for anchors and other items with labor;
new elevation history with the ability to
revert back to previous versions; and alternate pricing across systems, finishes,
glazing and manufacturers.
LogiKal integrates with automated
CNC equipment and, for shops without automated equipment, the program can produce fabrication reports
for the shop supervisor.

❙❙➤ www.buildingenvelopesoftware.com

surface treatments

In the Clear

Show Them the Way

The Italian company Optima Software Technologies offers its OptyWay® glass cutting optimization
system with several add-on modules
to meet different customer needs in
shape drawing systems and production control.
The Opty-Way Enterprise is an ERP
system for integrated management of
glass companies. The Scan-way system
allows users to import .bmp, .jpeg and
.tif digital photo files. It can move,
scale, rotate, mirror and zoom on any
image acquired from a scanner or digital camera and process it using the
CAD-CAM modules.

ClearShield® acts as a lasting protective barrier, helping
keep glass surfaces easy to
clean. According to the company, the surface treatment
forms a chemical bond with
the glass so it will never peel, flake or crack. As a result, it keeps lime scale,
moisture, alkalinity and dirt from bonding with the glass.
Ideal for use in decorative and architectural applications, ClearShield is completely transparent, chemically inert, non-hazardous and UV stable, according
to the company. The treatment also features antimicrobial properties.
❙❙➤ www.clearshieldonline.com
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Also available is the CAD-Way, a
two-dimensional drawing system that generates free
shapes, and TV-Way,
which allows users to
display cutting plans
on an industrial television monitor and
import data that
has been optimized by external
systems. The RackWay module is designed for managing
the delivery sequence or flow of the
items being processed.

❙❙➤ www.optima.it

machinery and equipment

Beam Me Up

Vytek Glass Laser Systems offers a
laser system to directly engrave on
both tempered and untempered flat
glass. The system produces “photographic detail to a resolution not obtainable with any other method” and
does so with lasers, negating the need
for masks, chemicals or lengthy prep
time, according to the company.
Similar to the method used to print
images on glass, the images are applied dot by dot to the surface, though
www.usglassmag.com
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entrances and storefronts

Pushing the Envelope

instead of applying an ink or paint,
company literature says the lasers
make micro-damage marks on the
surface of the glass.

❙❙➤ www.vy-tek.com

A full line of standard doors and entrances
from Oldcastle BuildingEnvelope® provide customers the opportunity to create custom designs that meet specific criteria, according to
the company. The product range includes narrow-, medium- and wide-stile aluminum entrance doors and aluminum storefronts in both
center and offset systems. Terrace and sliding
doors are available (both swinging and sliding),
as are all-glass entrance systems, hurricaneresistant and blast-mitigation elements. Product delivery can be monitored
and adjusted via the company’s e-Track online order tracking system.
❙❙➤ www.oldcastlebe.com

Here’s What They Convey

Casso-Solar offers a conveyorized nonautoclave laminating machine, which has
three independently functional areas that
run simultaneously. Typical lamination

feet per shift, according to the company.
The machine can laminate glass sizes
up to 96- by180- inches and up to 1inch thick.
temperature is 266 degrees and production capabilities run up to 1500 square

❙❙➤ www.cassosolar
technologies.com ■
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NewsMakers
appointments

Ron Vaupel was appointed president
and CEO of Guardian Industries based
in Auburn Hills, Mich. He also joins the
company’s board of directors. All four
Guardian division presidents will report to him, including Scott Thomsen
with Guardian Glass.
Vaupel most recently served as vice
president of business development for
Koch Industries, which acquired a minority stake in Guardian. He also held a
number of positions at Koch, including
president of Koch Hydrocarbon Company LP.
Trulite Glass & Aluminum Solutions
LLC in Deerfield Beach, Fla., has a new
CEO, Paul Schmitz. Schmitz succeeds
Jeff Leone, whose plans were not disclosed at press time.
Most recently, Schmitz, who has a
bachelor’s degree in mechanical engineering from Kansas State University,
led ThermaSys Corp., a manufacturer

kudos

of copper, brass and aluminum heat exchanger components and assemblies.
Like Trulite (formerly Arch Aluminum & Glass Co.), ThermaSys Corp.
was previously a Sun Capital affiliate
company.

promotions

Seattle-based Hartung
Glass Industries promoted Kirk Johnson to
the position of chief operating officer. Johnson,
who has been in the
glass industry for 17
years, joined the comKirk
pany in September 2011
Johnson
as regional sales manager and was promoted to director of
sales in January 2012. Previously, Johnson worked in a variety of capacities
with ACI/Vitro for more than ten years
and Arch Aluminum & Glass for more
than five years.

Larry Calhoun recently celebrated 39 years working for Glass
Doctor, part of the Dwyer Group, in Seattle and was honored
with the Service Professional of the Year Award during the
Dwyer Group’s 2012 reunion.
In 1973, then a 26-year-old veteran, Calhoun was hired at
the first Glass Doctor shop positioning him as the longeststanding Glass Doctor employee; the company celebrated its
Larry
50th anniversary in 2012.
Calhoun
Former Glass Doctor of King & Pierce Counties franchise
owner Michael Gai, who took over the franchise in 2003, says
Calhoun is a “rare breed,” and he trusted him completely.
“I didn’t know the glass business, but with Larry there, it didn’t matter,” says
Gai, current vice president of system sales at the Dwyer Group Inc. “I knew he
had the knowledge, the character and the pride to always do a good job. Larry
is the epitome of a truly professional tradesman.”
Calhoun says one of the highlights of his career took place on the day of
President Bill Clinton’s inauguration in 1993. But his reasoning has nothing to
do with politics. On that day, what became known as the Inauguration Day
Storm, a huge windstorm with winds up to 105 miles-per-hour struck the
Northwest causing a power outage for two to three days.
“It was awful, but it was one of the few times where everybody pulled together,” he says. “There wasn’t the griping about this or that. It was just get out
there, kick butt and get the thing boarded up.”
During Gai’s ownership, he moved Calhoun out of the field and into the office. Calhoun accepted the challenge. “Larry adapted,” Gai says. “He was always willing to adapt to help the company. He is the heritage of Glass Doctor.”
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Johnson will have overall sales and
operational responsibility for Hartung Glass Industries and its divisions, including Agalite Shower &
Bath Enclosures, Holcam Bath Enclosures and Lami Glass Products in all
ten locations.

organizational changes

Paris-based Saint-Gobain announced a new European management
structure for Faribault, Minn.-based
Sage, which it acquired last year.
Kirk Ratzel, director of marketing
and sales, will lead the specification
team. Alain Garnier (Central and Eastern Europe), whose past experiences
include market development of photovoltaic solutions for buildings; JeanJacques Sanson (France), who
previously provided glass expertise for
major curtainwall contracts; and Jeff
Upton (UK and Ireland), a former senior façade engineer for major façade
projects, are also part of the team.
The architectural solutions team will
be headed by Alexandre Richard, former project manager of major dynamic
glazing projects within Saint-Gobain.
His team includes Julien Orillard, who
has six years of market development
and field experience with electrochromic
dynamic
glazing;
Annabelle Andreau Wiedermaier,
who participated in the development of
dynamic glass solutions for Saint-Gobain; and Jean-Sébastien Chargé, who
has technical knowledge in major photovoltaic installations.

new hires

McGrory Glass Inc. of Paulsboro, N.J.,
hired Steven Brenner as director of architectural sales. In this role, Brenner
will oversee marketing, product development and will work to grow the overall sales pipeline of the company’s
architectural sales division, according
to a company release.
He comes to McGrory with more
than 30 years of experience in the
glass industry. Most recently, he
www.usglassmag.com
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served as vice president of sales for
General Glass International and prior
to that as vice president of sales for
Floral Glass.
Thermal Industries, a Pittsburghbased division of Atrium Corp., recently named Dave Steinberg as sales
manager.
Steinberg comes to Thermal Industries with more than 30 years of experience in the window industry.
Accurate Perforating
has added a new member to its team, naming
Brett Sprietler as its
continuous improvement engineer. Sprietler,
who recently transitioned from the automoBrett
tive industry to the
Sprietler
metal fabrication industry, has a background in manufacturing operations.
Sprietler is a graduate of Southern
Illinois University and has a bachelor’s
degree in industrial technology – manufacturing specialization. Most recently,
he spent the last four years working for
Northstar Aerospace as a continuous
improvement engineer, and with the
Chrysler Group as an industrial engineering supervisor on the Dodge Dart
launch team.
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Roller

Strybuc Industries carries all
brands of Multipoint Locking
Systems and hardware from all of
the most popular manufacturers.
Hinges
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Roundbolt

Shootbolt

Call Today for Your FREE Catalog

1-800-352-0800 ext. 129
Accessories

FAX: 610-534-3202
www.strybuc.com

Tongue

comings and goings

Finland-based Glaston Corp. announced that Günter Befort, senior industrial advisor and member of its
executive management group left the
company November 15, 2012. According to the announcement, he will not be
replaced.
“With more than 35 years experience
[in] the glass industry, of which the last
20 years [were] at Albat+Wirsam, Günter Befort has created a large network
and his know-how from the glass industry has been of great value to us,”
says Arto Metsänen, CEO and president
of Glaston Corp. “I want to thank him
for his strong input and also for sharing his expertise with us.” ■
www.usglassmag.com
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[datebook]

Reviews&Previews
Glass Expo Northeast™ Opens on Long Island March 7
he show floor is nearly booked
for Glass Expo Northeast ’13,
which is set for March 7-8, 2013,
at the Hyatt Regency Long Island at
Wind Watch Hotel & Golf Club in Long
Island (Hauppauge), N.Y. Exhibitors
plan to feature the latest glazing innovations and developments—everything
from coated glass to curtainwall, to
hardware, tools and supplies. The twoday event, sponsored by the Long Island Glass Association, USGlass, the
Architects’ Guide to Glass & Metal and
WINDOW FILM magazines, will offer
something for everyone in the glazing
profession.

T
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In addition, the event will feature an
educational seminar track covering pertinent discussion topics. Session topics
include sealants and high-performance
insulating glass, dynamic glazing, building integrated photovoltaics, mirror installation demonstrations, codes and
standards, social media and much more.

The program also includes the keynote
session, “Understanding the Customer of
the Future.” Presenter Kelly McDonald,
president of McDonald Marketing, is a
recognized expert on multicultural marketing and business trends, and was
rated “best speaker” during Auto Glass
Week. She will speak about how defining
and understanding customers can help
business owners determine the future
success of their companies.
Pre-registration closes February 15,
however on-site registration will be available during the event. Visit the event
website at www.usglassmag.com/gene
to learn more. ■
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Up&Coming
NORTH AMERICAN EVENTS

March 7-8, 2013

Glass Expo Northeast™ 2013
Co-sponsored by the Long
Island Glass Association and
USGlass, Architects’ Guide to
Glass and Metal, and WINDOW
FILM magazines
Hyatt Regency Long Island at
Wind Watch Hotel & Golf Club
Long Island, N.Y.
Contact:
www.usglassmag.com/gene

March 17-19, 2013

Building Envelope
Contractors (BEC)
Conference
Sponsored by the
Glass Association of
North America (GANA)
Planet Hollywood Resort
and Casino
Las Vegas, Nev.
Contact:
www.glasswebsite.com

April 8-10, 2013

NFRC Spring 2013
Committee Week Meeting
Sponsored by the National
Fenestration Rating Council
(NFRC)
St. Petersburg, Fla.
Contact: www.nfrc.org

June 10-12, 2013

NeoCon 2013
Organized by Merchandise
Mart Properties Inc.
Merchandise Mart
Chicago
Contact: www.neocon.com

June 20-22, 2013

AIA National Convention
Sponsored by the American
Institute of Architects (AIA)
Denver Convention Center
Denver, Colo.
Contact:
http://convention.aia.org/
event/convention-home.aspx

August 6-9, 2013

IGMA Summer Technical
Conference 2013
Sponsored by IGMA
Location TBA
Halifax, Nova Scotia, Canada
Contact: www.igmaonline.org

September 10-12, 2013

GlassBuild America 2013
Sponsored by AAMA, BEMA,
GANA, IGMA and NGA
Georgia World Congress Center
Atlanta
Contact: www.glassbuild.org
www.usglassmag.com

September 18-20, 2013

Auto Glass Week™
Co-sponsored by USGlass
magazine, AGRR™ magazine,
the Auto Glass Safety Council™
(formerly the AGRSS Council),
the Independent Glass
Association, the National
Glass Association and the
National Windshield Repair
Association. Includes Auto
Glass Repair and Replacement
OlympicsTampa Marriott
Waterside Hotel and Marina and
the Tampa Convention Center
Tampa, Fla.
Contact:
www.autoglassweek.com

October 14-17, 2013

74th Conference
on Glass Problems
Organized by the Glass
Manufacturing Industry
Council and Alfred University
Greater Columbus Convention
Center
Columbus, Ohio
Contact: http://
glassproblemsconference.org

October 31November 1, 2013

Glass Expo Midwest™ 2013
Sponsored by USGlass
magazine
Renaissance Schaumburg
Convention Center Hotel
Chicago (Schaumburg), Ill.
Contact:
www.usglassmag.com/gems

INTERNATIONAL EVENTS
April 18-19, 2013

European Cooperation in
Science and Technology
Action TU0905 Structural
Glass Conference
Organized by European COST
Porec, Croatia
Contact:www.glassnetwork.org/
conference

May 24-27, 2013

China Glass Expo 2013
Sponsored by the Chinese
Ceramic Society
China International Exhibition
Center
Beijing, China
Contact: www.ceramsoc.com/
english/english.htm ■
To see the full event
schedule or add your own
events, visit
www.usglassmag.com/
events.php
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ARCHITECTURAL GLASS
Architectural Glass,
General

Curved/Bent

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

PRL Glass
13644 Nelson Avenue
Industry, CA 91746
P: 800/433-7044 F: 626/968-9256

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

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

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

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

Anti-Reflective Glass

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

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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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

PRELCO Inc.
94 Cartier Boulevard
Rivière-du-Loup QB
Canada, G5R 2M9
P: 888/277-3526 F: 418/862-2274
www.prelco.ca

ŶƟ-ZĞŇĞĐƟǀĞ'ůĂƐƐ

Digital Printing

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

Fire-Rated Glass,
Impact Resistant

Decorative

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

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

USGlass, Metal & Glazing | February 2013

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

Hurricane-Resistant

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

Laminated

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

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
www.usglassmag.com
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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

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

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

PRL Glass
13644 Nelson Avenue
Industry, CA 91746
P: 800/433-7044 F: 626/968-9256

COMMERCIAL
WINDOWS
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

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.
www.usglassmag.com

DECORATIVE GLASS
Decorative Glass, General

Oldcastle BuildingEnvelope®
50 manufacturing locations
throughout North America

P: 866/653-2278
www.oldcastlebe.com

www.jlmwholesale.com
sales@jlmwholesale.com

Etched Glass

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

Glue Chip

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

DOORS
Bullet Resistant

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

Closers

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

Fire-Rated Doors

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

Fire-Rated
Framing Systems

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

DOOR COMPONENTS

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

Door Screens

Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Jamb

Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Patio Door Screens

Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Thresholds

Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.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

Multipoint Locks

Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Muntin Tapes

Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Stiffeners

Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com
continued on page 60
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[usg | supplier’s guide]
Weatherseals Pile, Fin, Bulb

Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

GLASS FURNITURE
Tabletops

Spancraft Ltd.
920 Railroad Avenue
Woodmere, NY 11598
P: 516/295-0055 F: 516/569-3333
www.spancraft.com
Jordan@spancraft.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

Helima Helvetion Intl.
PO Box 1348
Duncan, SC 29334-1348
P: 800/346-6628 F: 864/439-6065
www.helima.de
kmadey@helimasc.com
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Muntin Bars

Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com
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Sealants, General

Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

Spacers, General

Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.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
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

MACHINERY/EQUIPMENT

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

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

Laminated Lines/
Machinery

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

USGlass, Metal & Glazing | February 2013

MIRROR AND MIRROR
RELATED PRODUCTS
Acid Etched Mirror

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

Antique Mirror

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

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

Mirror, General

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

SOLAR GLAZING
MACHINERY

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

STOREFRONT/
ENTRANCES
Storefront Material,
General

Oldcastle BuildingEnvelope®
50 manufacturing locations
throughout North America
P: 866/653-2278
www.oldcastlebe.com
Pittco Architectural
Metals, Inc.
1530 Landmeier Rd.
Elk Grove Village, IL 60007
P: 800/992-7488 F: 847/593-9946
www.pittcometals.com
info@pittcometals.com

TOOLS AND SUPPLIES

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

SERVICES
Shop Drawings

WINDOW HARDWARE

SKYLIGHTS &
OVERHEAD GLAZING
SYSTEMS
Skylight, General

Window Screens

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

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 .

Strybuc Industries
2006 Elmwood Ave., Suite 102C
Sharon Hills, PA 19079
P: 800/352-0800 F: 610/534-3202
www.strybuc.com
Quanex Building Products
1900 West Loop South
Houston, TX 77027
Phone: 800/233-4383
Pat.Kreider@quanex.com

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 ■
www.usglassmag.com
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Products for Sale
All Machines in Stock

• Non-Autoclave Laminating Machine
for EVA, SGP (Dupont) & PVB
• Tempering Furnace - Flat & Bending
ALL SIZES
• New 8-Spindle Beveler.
• New 9-Spindle flat Edger/Miter. Ideal
for shower doors. Our best seller. Over
200 installed and operating in US.
• New Shape Edger/Beveler.
• 48”, 63”, and 72” Horizontal Washers
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

Curved China Cabinet Glass

Stock curves fit most cabinets. Most sizes
$90, $95, $98 delivered. Zone charges
may apply. Call 512/237-3600, Peco Glass
Bending, PO Box 777, Smithville, TX 78957.

Industry Services
Bieber Consulting
Group, LLC

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

Let Keytech Be Your Key
to Solving A Problem

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

Employment/Help Wanted

Territory Sales Manager - Mid-South Region

Quanex Building Products Corporation (NYSE:NX) is a leading manufacturer of engineered materials, components and systems primarily
serving domestic and international window and door OEMs through
its Engineered Products and Aluminum Sheet Products groups.
With manufacturing and distribution facilities throughout the United
States and Canada, Quanex Building Products maximizes flexibility,
confident decision making and an absolute commitment to customer
service. The management philosophy blends individual responsibility
with a flexible, results oriented, “customer centric” organization. The
result is a company defined by growth in size, sales, product and the
performance of its people.
JOB SUMMARY:
• Lead the sales function for the entire Quanex EPG brand within the
assigned mid-south territory (TN, KY, VA, NC, AL).
• Manage the sales process in the assigned territory (to ensure the
achievement of maximum sales volume of all engineered product lines
consistent with marketing and profitability objectives.
• Develop a working relationship with all management levels of assigned
accounts to position Quanex as the manufacturer of choice across all
EPG product lines.
• Understands the breadth of Quanex EPG product offerings and solutions
and maintains a working knowledge of all EPG product lines through
annual training on emerging technologies and product development.
• Services existing and potential customers on a regular basis to maintain
close customer contact and obtain/respond to feedback by developing a
collaborative customer relationship to increase depth and breadth of
EGP account penetration.
• Maintains contact with account satellite facilities to educate them on
how EPG offerings bring value to their organizations and build value at
each location.
• Ensure the account strategy remains aligned with EPG corporate sales
and marketing strategy.
KEY TASKS:
• Sales growth – Meet or exceed the targeted sales and market share goals
• Management – Manage sales force to meet their respective sales goals.
Manage key accounts; interface with customers
• Market knowledge – A working knowledge of our customers and
industry, sizes of operations, and potential for future product
opportunities
• Communication – Drive enterprise sales coordination
QUALIFICATIONS:
• Bachelor’s degree
• 5+ years in sales experience in OEM Manufacturing Environment
• Fenestration industry sales experience preferred
• Knowledge of building product lines/services in the South/Midwest is
preferred
• Salesforce.com database experience is a plus
COMPENSATION:
• $65,000-$72,000 + Bonus potential

All qualified candidates who wish to apply should send a copy of your
resume to michi.eaton@quanex.com for additional consideration.
February 2013 | USGlass, Metal & Glazing
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One Lucky Attendee Will Win ...

One 8’ L x 42” H interior Van Rack donated by MyGlassTruck.com. This rack can fit in vans, sprinters and
box trucks, and features strong, 1/8” thick 6061T6 aluminum posts and slats joined together with Huck®
aircraft-grade fasteners that won’t crack like welded aluminum or loosen from vibration; integrated rubber
padding runs the full-length of all posts and slats to provide the most glass protection available in the industry; usable 5” ledge with padded front stop, thick pads and dual pole settings; and three T6-Adjust-A-Poles
with black rubber triangle cleats that can be adjusted forward, backward and to any position along the length
of the pole’s shaft – a value of $1,400.

The lucky winner will be drawn at MyGlassTruck.com’s booth #310
on Friday, March 8th at 1:30 pm at Glass Expo Northeast™
You must be present to win.

To register for Glass Expo Northeast™ 2013
visit www.usglassmag.com/gene
Follow us on Twitter @GENE13
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Business for Sale

Business and/or Assets
for Sale

Established, full service glass business. Over 39 years of service located
in SE Michigan. Annual sales are approx. $200k/yr. Asking price is
$350k for the real estate, building,
trucks (w/glass racks), equipment &
goodwill. Owner willing to stay on
as needed for smooth transition.
Contact jjayglass@yahoo.com.

Employment/
Help Wanted

Used Equipment
USED MACHINERY
BOUGHT & SOLD

Independent Sales Reps

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

Well known sales company, with over 90
years in the glass industry, is looking to
expand their sales force with independent reps looking to sell flat glass processing equipment and supplies for all sectors
of the Glass Industry. Please send your resume to jmulligan@glass.com, USGlass,
Ref. Drawer 5900, or send fax to
540/720-5687.

Glassman 3000 Vacuum Laminator
Year: 2006; Price: $11,500
CoopMes Miora 2500 Cutting Table
w/Loader
Year: 1994; Price: $15,000
Email: angie@dwincorp.com
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Company

Avant Guards
Azon Systems Inc.
Banom Inc.
Bohle America
Building Envelope Software Technologies
Cardinal IG
ClearShield Technologies
Equalizer Industries Inc.
Fenzi North America
Glass Association of North America
Glass Expo Northeast 2013™
Glasswerks L.A. Inc.
Innovative Glass
JLM Wholesale
Kawneer Co. Inc.
LISEC America
MyGlassTruck.com
Oldcastle BuildingEnvelope®
Pilkington
PPG Industries Inc.
Precision Glass Bending
PRL Glass Systems Inc.
Pulp Studio Inc.
Rebco Inc.
Sage Electrochromics
Soft Tech America
Strybuc Industries
Trulite Glass & Aluminum Solutions

www.usglassmag.com

Phone

718/366-6565
800/788-5942
800/227-7694
877/678-2021
800/746-0641
952/935-1722
845/354-2010
800/334-1334
416/674-3831
785/271-0208
540/720-5584
888/789-7810
516/777-1100
800/522-2940
770/449-5555
866/547-3226
800/254-3643
866/653-2278
800/221-0444
888/774-4332
800/543-8796
877/775-2586
310/815-4999
800/777-0787
877/724-3325
954/568-3198
800/352-0800
866/629-2724

Fax

Web Address

718/366-0010
www.avantguards.com
269/373-9285
www.azonintl.com
800/456-8393
www.banom.com
704/247- 8420
www.bohle-america.com
416/498-7500 www.buildingenvelopesoftware.com
952/935-5538
www.cardinalcorp.com
845/547-0328
www.clearshieldonline.com
512/388-4188
www.equalizer.com
416/674-9323
www.fenzi-na.com
785/271-0166
www.glasswebsite.com
540/720-5687
www.usglassmag.com/gene
888/789-7820
www.glasswerks.com
516/777-1106
www.innovativeglasscorp.com
248/628-6733
www.jlmwholesale.com
770/734-1560
www.kawneer.com
952/641-9935
www.lisec.com
856/863-6704
www.myglasstruck.com
310/264-4703
www.oldcastlebe.com
419/247-4517
www.pilkington.com
412/826-2299
www.ppgideascapes.com
800/543-8798
www.e-bentglass.com
877/274-8800
www.prlglass.com
310/815-4990
www.switchlite.com
973/684-0118
www.rebcoinc.com
507/333-0145
www.sageglass.com
954/563-6116
www.stgroup.com
610/534-3202
www.strybuc.com
954/724-9293
www.trulite.com
February 2013 | USGlass, Metal & Glazing
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Girl Power

S

by Lyle R. Hill

he was adorable ... all four feet,
two inches of her. She had large
brown eyes, a cute little smile
and long chestnut hair neatly braided
into perfect pigtails with pink bows.
She reminded me so much of my own
daughters at that age that I wanted to
call her Amy or Beth. But her name was
Rhonda ... Rhonda Sue Bimber ... and
the reason she was in my office on this
particularly pleasant Saturday morning
was to interview me.
“Well now, Rhonda Sue,” I started,
“your father tells me that you need to
interview a business-type person in
order to earn some type of Girl Scout
badge or something. So, you just relax
and feel free to interview away.”
“Yes, Mr. Hill. In order to earn our
Mergers and Acquisitions badge, we have
to meet and interview an executive about
their business. My father suggested you.”
“I’m honored,” I replied. “And might
I add that your father is one of our best
glaziers. But I don’t recall my little girls
ever working on a Mergers and Acquisitions badge when they were scouts.”
“Well, you see, Mr. Hill,” she said,
“we’re a very progressive troop and
Mrs. Cline, our troop leader, says girls
need to be prepared for the real world
they’ll face as women.”
“Okay then,” I said, “let’s get on with
the interview and see if we can help you
get that badge.”
“Great,” she replied. “I have kind of a
three-part question and I promise not
to take too much of your time.”
“Fire away,” I said.
“What do you think are the three
most important components of a successful business?”
I decided to keep the answer simple, so
this sweet little girl would understand it.
“Well, Rhonda Sue, it all begins with
sales. Yes, indeed, as the old saying goes,
nothing happens until someone sells
something.”

64
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She looked puzzled. Maybe I was going
too fast.“Is there a problem?” I asked.
“Well,” she said, “Mrs. Cline ... Did I
tell you she’s also a CPA? ... says that
sales for the sake of sales are like cancer
on many businesses. The heart of the
matter is margin. How profitable are
those sales? Are you properly managing
your sales mix? And, Mr. Hill, do you
know your break-even point?”
“Rhonda, did I ever tell you about
the time I spent in the basement of
the local Catholic Church making baskets with my little girls when they
were scouts?”
“We don’t make baskets anymore, Mr.
Hill. It would take away from our computer time. But let’s move on. In addition
to sales, what is the second component?”
“I guess it would be operations,” I continued. “That’s the area that produces the
products and gets them installed for our
customers. We’ve got really good people
here. This is where your father works.”
“I’m sure,” Rhonda said, “you have
performance standards for these individuals. How do they compare to your
industry’s averages? What was last year’s
sales per employee? Do you have a program for productivity improvement?”
“Rhonda,” I asked, “do you girls still
sell those little boxes of cookies?”
“Yes, we do,” she replied. “We recently
introduced a whole new line of fat-free
products in response to our market research. And, we’re now outsourcing
most of our production to a number of new, high-efficiency vendors.
Margins have never been better. But,
please, Mr. Hill, continue.”
You know, I began to think, she
didn’t look anything like my kids
at all ...
“Well, Rhonda Sue,” I said, “the
third component is finance and
administration, with particular
emphasis on proper financial planning and control.”

She looked less than pleased with
this answer.
“I’m sure you know what your ROI and
ROE were for last year,” she started, “but
were they acceptable to you? How did you
compare with other companies in your
SIC category? What percent of receivables
have you historically written off?”
You know, her father wasn’t all that
good a glazier either. Kind of sloppy, as
a matter of fact.
“Tell me, Rhonda Sue, do you still
wear those cute little green uniforms?”
“Not our troop,” she replied.“We wear
olive-colored blazers and khaki slacks.
But, Mr. Hill, can I get to the point?”
“Of course, Rhonda. What is it?”
“Our troop has been studying the
glass industry and we want to know if
you’d be willing to sell your business?”
“You gotta be kidding!” I replied,
nearly falling out of my chair.
“I’ll keep it simple so YOU understand,” she said.“We know that your industry suffers due to unreliable
suppliers, cut-throat competitors and
customers that will do anything and go
anywhere to get a cheaper price. So, we
think the time is right to buy you out.”
“But, if the glass industry is so bad,
why do you want to get into it?” I asked.
“We don’t,” she said. “But, we think
your building would make a great location for a cookie factory, and besides ...
I could knock off my Hostile Takeover
badge at the same time.” ■
L y l e R . H i l l is the
managing director of Keytech
North America, a company
providing research and
technical services for the glass
and metal industry. Hill has
more than 40 years experience in the glass
and metal industry and can be reached at
lhill@glass.com. You can read his blog on
Wednesdays at lyleblog.usglassmag.com.
www.usglassmag.com
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Glazing the Trail to Sustainable Design...
Announcing the latest addition to the GLASSWERKS line of Innovative Products

BIRDS SEE IT, YOU DON'T…
7KH&OHDU6ROXWLRQ7R5HGXFH%LUG6WULNHV

Now Made in North America
Exclusively at

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

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

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

GANA’s Annual Conference Focuses on Technical
and Educational Components for Glass Companies
By Ellen Rogers and Kaitlan Mitchell

T

he Glass Association of North
America’s (GANA) 2013 Annual
Conference took place January
21-25 at the Coronado Island Marriott
Resort and Spa in San Diego and included discussions on a number of
technical topics as well as informative
presentations. The meeting brought together members for division meetings,
among other activities, where they
worked on various projects, such as
manuals, bulletins and more.

Art Spot

The first group on the schedule was
the decorative division. Greg Saroka of
Goldray Industries chaired the technical meeting. Danik Dancause of Walker
Glass began the meeting with the recyclability of glass task group, and the
group reviewed changes to the glass informational bulletin (GIB). Dancause
noted that as technology continues to
evolve, regulations will also continue to
change in order to meet the demand of

products. The document was approved
during the task group meeting and will
next be balloted at the committee level.
Next, Jeff Nixon of Glass Coatings and
Concepts provided an update on the activities of the product color and durability subcommittee. He pointed out that
their GIB on color and appearance properties has been approved by the board;
they are also continuing to work on the
durability properties bulletin.
During the decorative standards subcommittee meeting, chaired by Kris
Vockler of ICD High Performance Coatings, the group continued to focus on a
number of areas. These include the possibility of developing a GANA standard
for the performance durability testing
of coatings in backpainted decorative
glass products, as well as a GIB on
measuring the optical performance of
decorative glass. Also as part of the
meeting, the group discussed a GIB on
sealants and adhesive compatibility
with various types of coatings.

Under new business, Arthur Berkowitz
of J.E. Berkowitz LP brought up two topics for future discussions. These include
looking at how the application of various
decorative processes affects the strength
of glass, as well as how first-surface decorative applications affect the durability
of glass. The group agreed to look at both
of these areas.

Sticking Together

The laminating division was also
busy at work. Dan Laporte of Eastman
Chemical chaired the meeting in which
members discussed new areas of potential work and development.
Julie Schimmelpenningh, also with
Eastman Chemical, began with a look at
the work being done on updating the
Laminated Glazing Reference Manual.
The group reviewed various items remaining to cover for introduction into
the manual, which Schimmelpenningh
said they hope to publish in 2015. In the
meantime, she noted they are develop-

© 2013 USGlass magazine. 540/720-5584 All rights reserved.
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ing GIBs on topics of urgent importance.
Some of the topics the group is covering within the manual update include
accidental impact from animals, the addition of revised ASCE 7 maps, as well
as a section on balconies that will include the new code information.
Schimmelpenningh also gave the
group an update on the ball drop specification. She explained that during a previous meeting a motion was made and
approved to move the test method and
specification to ASTM for publication.
“Both have been balloted at the
ASTM subcommittee level,” said
Schimmelpenningh, noting there were
two comments, both of which have
been handled, and the documents are
now with the main committee. “By
April we will know if [there are] additional comments or if GANA has successfully pushed through another
ASTM document,” she added.
As far as new business, Schimmelpenningh reviewed proposed new
language for ASTM E 1300 Standard
Practice for Determining Load Resistance of Glass in Buildings. The new language is in the section related to glass
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thicknesses and takes into account the
thickness of the glass without the interlayer material. The group plans to review the language for further
discussion. In addition, a task group
was formed to discuss and consider the
development of a laminated glass deflection table.
Valerie Block of DuPont gave an update on the Canadian Standards Association’s efforts involving glass guards and
railings. She said the group has formed
a committee that is working on this subject and is looking at the development
of a standard. Some of the areas they are
covering include codes and standards
from a global perspective, durability
and life cycle issues, necessary safety issues as well as test procedures and installation, among others.

Mirror, Mirror

Plans to revamp the website were on
the agenda during the mirror division
meeting, and Mandy Marxen of Gardner
Glass Products provided further details
about the redesign to www.mirrorlink.org. In an effort to create a more distinct visual presence, Marxen
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encouraged members to submit industry pictures for site usage.
“Pictures are what make a website
go,” Marxen said.
The committee hopes to finish the
new website before the organization’s
2013 Fall Conference in Charlotte, N.C.,
September 18-22.
Sylvain Denis of Walker Glass Co. Ltd.
spoke on behalf of the division’s technical committee. He reminded committee members that the mirror
information bulletin (MIB) on green
aspects was published a while ago, and
since then the decorative division’s Recyclability of Glass Task Group has
tackled a few items that also covered
mirrors. The organization is now looking to see if that content can be incorporated into the MIB.
Another update the committee is looking into is ASTM C 1503 Standard Specification for Silvered Flat Glass Mirror.

IG Matters

GANA’s insulating glass (IG) division
gathered to tighten the contents of five
subcommittees by clarifying key sections. One of the subcommittees that

James Wright of Glass Coatings and Concepts led the new professionals
division meeting, a group focused specifically on the needs of those with less
than five years industry experience.
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During the laminated meeting,
members reviewed a number of
documents and working items. Inset:
From left to right, Thom Zaremba,
Urmilla Sowell and Valerie Block
provided a discussion of glazing and
school safety during the protective
glazing committee meeting.

met was the benefits of using low thermally conductive gas in IGUs task group
chaired by Aaron Thompson of Viracon.
The group decided to change the language of this document to encompass
more multi-cavity text as well as remove
the human-comfort paragraph aspect in
the piece, which states: “As more personto-window heat is transferred by radiation than by convection/conduction, the
net effect is an improved ‘perceived
comfort.’ This can be calculated using
ASHRAE [American Society of Heating,
Refrigerating and Air-Conditioning Engineer] methods.”
The other four subcommittee groups
that met during the technical committee session were the use of capillary
tubes task group chaired by Tracy
Rogers of Quanex Building Products;
the describing architectural glass constructions GIB task group chaired by
Rick Wright of Oldcastle BuildingEnvelope®; secondary-sealant bite in IGUs
task group chaired by Jon Kimberlain

of Dow Corning; and the edge seals GIB
task group chaired by Thompson.
Members also discussed the progress
of the group’s entry-level Insulating
Glass 101 presentation, which has the
potential to not only be used as a tool
for American Institute of Architects
(AIA) members but to act as a reference
to those new to GANA.
During the protective glazing committee meeting Thomas Zaremba, who
serves as a Glazing Industry Code Committee (GICC) consultant to GANA,
spoke about glazing in schools and
areas of awareness for the glass industry. As a result of the shooting in Newtown, Conn., many school systems
around the country are exploring new
ways to increase security. Zaremba provided a collection of news articles that
looked at some of these possibilities to
show “what’s going on in the media related to this horrific tragedy.” Some
schools are considering bullet-resistant
glass; another is considering removing

glass all together; others are considering arming teachers with firearms.
“The number of industries that are
attempting to develop responses to this
tragedy is growing every day,” he said.
“The common thread is … the hardening of the exterior envelope, particularly
the glass.” He added, though, that even
with a stronger envelope, it will also be
important to factor in capabilities and
mechanisms that can improve how
quickly and efficiently law enforcement
officers, for example, can respond and
arrive to the scene.
Zaremba added a standard that
would put all of this together as a requirement that relates to a sensible system for new schools, and perhaps for
retrofitting, will likely be necessary.
“As far as I know, no standard-making groups have assembled to address
this, but it does appear glass will have a
predominate role in whatever new requirements emerge,” Zaremba said.
Block, who chairs the protective glaz-
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What Architects Want

ing committee, noted that there is an
opportunity for the group to address
protective glazing and potential solutions, as there are several different protective glazing strategies. A task group
was formed to further explore this area
and put together a strategy for the committee to move forward on this.
Block noted that the industry can
help lead the way on glass solutions to
create safer schools.

Energy Zone

Energy was also a major discussion
topic, with a number of speakers focused
on the subject and how glass relates.
During the energy division session, the
group heard from Mudit Saxena of Heshong Mahone Group who gave a presentation titled “Daylight, View and
Windows: the Human Connection.”
Saxena asked the question: What is a
window’s purpose? If windows could answer, he said, they would likely say they
want humans to have a view and daylight.
“That’s the purpose of putting a hole
in the wall in the first place,” said Saxena.
“You [the glass industry] are in the view
and daylight business.” He explained that
view is an essential value provided by
windows; heat flow management,
weather protection, etc., are secondary.
“They are not why a window exists,”
he said, noting that numerous studies

In addition to the many committee and division meetings that took place during the GANA Annual Conference, attendees also had the chance to learn about
some of the world’s newest architectural glazing projects. Keith Boswell, technical director for Skidmore Owings and Merrill in San Francisco, gave a presentation in which he showed some of his firm’s recently constructed and even
under-construction projects that use glass extensively and in unique ways. He
also gave attendees a bit of insight into the question: what do architects want?
“The more technical information on glass we can get the better,” he said.
Boswell explained that when designing projects and using glass in ways
they’ve never used it before, having as much information as possible is helpful.
“Sometimes it’s tough to find information on glass when you’re using it in
ways not normally done,” he said.
He also noted that “communication is a huge deal,” explaining, for example,
that when architects are presenting designs to builders it’s helpful to be able
to show them as much of the design process as possible.
In that regard he said, “Mock-ups are huge; they allow the owner to see what
[the project] will look like before you go off and build it.”
Taking a look at some of his firm’s projects, Boswell said it’s been refreshing
to see private-sector work starting to come back. Likewise, he said his company has been doing a lot of renovations over the last few years, including quite
a few lobby remodels that are being designed to incorporate as much glass as
possible to bring in more natural light.
While many of his firm’s projects use glass extensively for natural light,
there’s at least one project that used glass purely for its aesthetics: a windowless glass building. He explained that due to the nature of the building’s purpose and the work done there it could have no windows, but still incorporated
a glass façade over the base substrate material.
“Glass is a material all architects enjoy … and we enjoy using it in clever and
imaginative ways,” he said. “We want to understand it; the more you can provide the better we’ll be.”

have shown the benefits of daylighting,
such as improved learning abilities in
schools and increased productivity in
the workplace. But view remains the big
winner in all of these studies.
“Window design is a balancing game
between light, heat and view,” said Saxena.
However, there can be challenges in
design, such as glare, that can cause architects to either use fewer windows or
design with very dark glazing.
Saxena said yes, glare is a problem,
“but it is not the window’s problem. You
can solve glare with cheap and simple
solutions: blinds and shades,” he said.
“If you make it a window problem you
will end up with the black window glass
of the 1980s.”
He said the energy solution is a simple calculation; the question, though, is
what are we solving: is it finding the
lowest energy use; is using less glass
better? Saxena answered that when de-

signing a healthy building with daylight
views “the answer is not to decrease the
use of glass, but to use window products that provide daylight and views
with the [smallest] energy penalty.”
Also as part of the energy program,
three speakers provided unique industryrelated perspectives on whether using less
glass in building applications is the best
solution for saving energy costs.
Rahul Athalye of Pacific Northwest
National Laboratory analyzed the window-to-wall ratio (WWR) of buildings
by presenting the results of a study the
company conducted. Its objective was to
realistically evaluate the WWR impact
of a whole building pertaining to energy
levels by monitoring the effectiveness of
ASHRAE 90.1-2010. Athalye tested 12
office-space locations in various climates, including Houston, Phoenix, Baltimore, Chicago, San Francisco and
Vancouver.
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GANA members were hard at work during the division meetings that
took place as part of the annual conference.

“The results show energy consumption increases as WWR increases,” said Athalye.
Nick Bagatelos of BISEM Inc., a
provider of photovoltaic curtainwall
systems, presented steps to achieve energy-saving levels without decreasing
WWR. In his presentation of the net
zero envelope, he told members this
methodology is not only cost-effective
but is flexible enough to “offset issues
that codes bring to the table.” Tinkering
with a building’s energy saving variables such as light transmittance via
electrochromic technology and the use
of solar hot water generation as well as
various sunlighting options can drastically cut a complex’s consumption
without jeopardizing its WWR, he said.
The third panelist was Dr. Whitney
Austin Gray, who is with a health and
design research and consulting firm.
Dr. Gray brought forth the human wellbeing perspective of building development by discussing the scientific
effects of daylighting. She noted in
prior years, manufacturers and architects did not put much consideration
into the human health repercussions of
building design.
In the workplace, stress can easily engulf employees. According to Dr. Gray,
in 2001 workers’ stress levels doubled
healthcare costs. In the same study,
stress was also to blame for a 26-percent loss of workers efficiently using
their time wisely.
Dr. Gray continued to say workers’
“presenteeism,” the state of being fully
aware and in tune with what is currently going on, costs employers $150
billion per year in lost productivity.
Sunlight plays a role in hormone development and happiness levels but too
much or too little can become an issue.
In her presentation, she said from manufacturers to architects, those in the industry need to design more
human-centered buildings and reflect
upon the behavioral responses of workplace stress.
Although the panelists agreed there

are aspects of the commercial building industry that still need to be improved upon, the general consensus
was that a heightened implementations of glass is beneficial to humans
as a whole.

Fire Fighters

During the fire-rated glazing council
meeting Zaremba also provided an update to the 2012 International Building
Code (IBC), including the latest changes
and proposals affecting the glass and
glazing industry.
He reviewed several code chapters,
including those affecting IBC Chapter
10 for schools. One proposal would have
added fire-rated corridors to alreadysprinklered E-occupancies. According
to Zaremba, the proposal stemmed
from a statistic that more than 6,000
fires occur annually in schools, causing
85 or more injuries compared to
other non-residential occupancies
but also more than $100 million in
property damage. While the GICC
submitted a public comment in
favor of the proposal, ultimately it
was disapproved.
Speaking of IBC Chapter 7 on
fire safety, Zaremba said a code
change proposal was approved
that will provide a consistent sequence for testing ASTM E119
rated glazing when it is used in
temperature rise fire doors tested

to NFPA 252. This change will be a
part of the 2015 IBC.
Zaremba also noted the latest code
development cycle started on January
3, 2013. One proposal GANA’s Fire Code
Action Committee is submitting would
either require all high-rise buildings to
be retrofit with sprinklers or undergo a
written engineering assessment providing evidence that the passive protections in the building provide the life
safety equivalent to an automatic suppression system.
The Adhoc Health Care Committee
will also submit proposals to eliminate
fire-rated corridors upon approval of
the authority having jurisdiction upon
retrofitting hospitals with sprinklers.
The IBC Code Technical Committee
also will submit a proposal for the
same result in nursing home facilities,
said Zaremba. ■
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