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Exceptional coatings demand exceptional applicators.

DURANAR® Fluoropolymer Coatings +
The PPG CAP CERTIFIED APPLICATORSM PROGRAM
Generations of architects have trusted Duranar coatings
to protect window frames, railings, curtain walls and other
aluminum end-uses. These exceptional coatings demand
exceptional applicators, which is why PPG has developed
the Certified Applicator Program (CAP). CAP members
deliver the highest levels of color consistency, product
quality, customer service and technical expertise.
These premier applicators work directly with PPG,
offering priority service on color samples, accelerated
delivery and access to the world’s largest color database.
To learn more about Duranar coatings or the PPG
Certified Applicator Program, please visit ppgideascapes.
com or call 1-888-PPG-IDEA.

PPG CAP Members
Architectural Window

Keymark Corporation

Tecnoglass S.A.

Rutherford, NJ
(201) 939-2200
architecturalwindow.com

Fonda, NY
(518) 853-3421

Barranquilla, Colombia
57-5-373-4000
tecnoglass.com

Astro Shapes
Struthers, OH
(330) 755-1414
astroshapes.com

Kawneer Co. Inc.
Bloomsburg, PA
(570) 784-8000
Hernando, MS
(662) 429-5261
Lethbridge, Canada
(403) 320-7755
Scarborough, Canada
(416) 755-7751
Springdale, AR
(479) 756-2740
Visalia, CA
(559) 651-4000
kawneer.com

Duranar and PPG are registered trademarks of PPG Industries Ohio, Inc. PPG IdeaScapes is a trademark of PPG Industries
Ohio, Inc. The PPG CAP Certified Applicator Program and design are servicemarks of PPG Industries Ohio, Inc.

Lakeland, FL
(863) 858-5500
keymarkcorp.com

Linetec
Wausau, WI
(715) 843-4100
linetec.com

Peerless Products, Inc.
Fort Scott, KS
(620)-223-4610
peerless-usa.com

Spectrum Metal
Finishing, Inc.
Youngstown, OH
(330) 758-8358
spectrummetal.com

Windsor Metal
Finishing, Inc.
Kissimmee, Florida
(407) 932-0008
1stchoicewindsor.com

YKK AP America Inc.
Austell, GA
(678) 838-6000
ykkap.com
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These are numbers you can’t ignore: Over 3,000 Contractors, over 100,000 Ironworkers and billions of dollars
in contracts for the world’s most recognizable projects. There are literally thousands of reasons to put your
trust in Ironworkers. To learn how Ironworkers and Ironworker Contractors can help you, stop by booth 2725
at GlassBuild America.

Ironworkers.
www.ironworkers.org | www.impact-net.org
SAVE THE DATE
2014 North American Iron Workers/
IMPACT Labor Management Conference
February 9 – 12
Rio Hotel, Las Vegas
Reserve your space online at bit.ly/labor-management2014
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aesthetic, as well as numerous considerations.
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technologies, such as BIM, to help manage the design and
production of today’s increasingly complex glass products.

First-Year Fast Tracker

It’s been almost one year since Jim Waldron took the
reigns as president of Wausau Window & Wall Systems.
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spoke about his plans and visions for the company.
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windows.
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INTRODUCING GUARDIAN SUNGUARD SNX 51/23
SunGuard SNX 51/23 from Guardian is a glass industry first — the
1 2

first product on the market with visible light above

3 4

Interior

Exterior

50% and a solar heat gain coefficient below 0.25.
Along with low reflectivity and a neutral blue
color, it represents a breakthrough combination
of light, appearance and solar control that meets
SNX 51/23 on #2

increasingly strict energy codes. For complete

performance data — and other ways to Build With Light —
visit SunGuardGlass.com. Or call 1-866-GuardSG (482-7374).

© 2014 Guardian Industries Corp.
SunGuard® and Build With Light® are registered trademarks of Guardian Industries Corp.
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Online Extras:
sections only available online at
www.usglassmag.com/digital/2014/Mar2014.pdf
or http://bit.ly/1fYquKX

Dear USG:

And be sure and visit
www.usglassmag.com for
daily, breaking news
items, catch up with our
bloggers, scroll through
new products, featured
projects and much more.

Readers tell us what they are thinking these days
when it comes to industry trends, developments,
products and more.

Safety:

Some construction industry-related groups are
asking the Occupational Safety and Health
Administration to withdraw its proposed rule to
drastically lower the permissible exposure limit of
crystalline silica for the construction industry.

GLASS TEXpo™ 2014

The Best Texas Has To Offer!
The Wyndham
San Antonio Riverwalk Hotel
San Antonio, Texas

April 10 - 11, 2014

Hard‐hitting Educational Sessions

Co-sponsored by USGlass magazine, USGNN,
WINDOW FILM magazine and the Texas Glass Association.
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Back stay helps protect
the spine and holds the
collar up.

Patch pocket protects
the cut-resistant apron
and can be used to
store items.

Velcro closure can
be opened with
either hand.
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Thumb straps prevent
the sleeves from riding
up the arm, but must be
worn so they don’t catch
on moving machinery.
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Green Vaccine
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Jenna Reed

always take it as a quiet honor when readers contact us because they are having a problem sourcing a particular product. And I take it as a quiet victory
when we are able to help, which we are able to do more times than not. But
there’s one type of call I get, about once every four to six weeks, that always starts
with the same sense of frustration, bordering on anger.
That’s the call from the purchasing or estimating agent who doesn’t know
where to turn. You can just about hear the sense of defeat coming through
the phone. The scenario has minor variations, but it usually goes like this:
“We are doing a ‘green’ job and the architect has spec-ed this particular type
of energy-saving glass. It looks like there are only one or two plants in the whole
country that make it. Both of them are half a continent away. I wonder if they
realize that everything they think they are saving on energy and more is being
spent to get this glass to the jobsite?”
It’s a common complaint—the green equivalent of the penny-wise,
pound foolish cliché. And it manifests itself in other forms as well.
Which is greener—the window system with excellent R- and U-values
that can’t ever be recycled or the one with slightly lower ratings but
better repurposing possibilities? Which uses more energy—the
manufacture of glass or the HVAC systems?
That’s where life cycle assessments (LCAs) come in and that’s why
they are important. Most industries involved with construction are
in the process of developing ways to compare the environmental impact of different building products.
To me the LCA is the equivalent of an industry-wide vaccination against energy
claims that are dubious at best and fraudulent at worse. And like a vaccination, it will
protect us for years to come while attacking those industries without any immunity.
In fact, all the “big gun” industry groups—GANA, IGMA, AAMA and
WDMA—are working together to develop a systemized way of providing the
environmental impact of building products through a consensus. We would all
do well to follow the efforts of this joint endeavor and to get involved so our industry’s products are defined properly for decades to come.
***
Speaking of “big guns,” this issue is full of them. It includes our annual salute
and overview of the contract glazing industry and the companies that live it.
Being a glass manufacturer surely has tremendous challenges, and fabricators are the accordion layer, constantly squeezed by suppliers and customers.
Retailers have trials that being in both a glass AND a retail business bring. But
nothing, nothing compares to the kamikaze flying that contract glazing businesses must do. They soar amid a non-stop onslaught of incoming GCs, architects, banks, suppliers, building owners, and they must navigate through them
with the precision of a fighter pilot traveling at the speed of sound. And one
mistake puts them on the ground for good.
I love the glass business for sure. And the contract glaziers in this industry
remain my heroes because of what they accomplish, despite all the odds.
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Separately each
does its job well,
together a miracle
of integration.
curtain wall

Only one company can provide
fully integrated building envelopes.

If you needed a hand to complete a task,
storefronts

would you ask five different people to
each lend one finger? Of course not. While our

windows

curtain wall, storefronts, windows, skylights and glass
each perform perfectly on their own—together they are
unequaled. Why? Simple. Only we design, engineer, test

skylights

and manufacture them as a seamlessly integrated unit.
The benefits? Better, faster, more efficient—like fingers in
a glove. There is only one Building Envelope Company.™

glass

Call 1-866-Oldcastle (653-2278) or visit oldcastlebe.com.
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GANAPerspectives

Why are Blueprints Blue?

This Course Can Help You Better Serve Clients

by Jon Kimberlain

I

n today’s digital world, plan drawings can have a multitude of colors
and layers to illustrate building
construction. Given the potential
choices, have you ever wondered
where the term “blueprint” originates?
It comes from the methods used in the
mid-1800s to create replicates of technical drawings and engineering designs. The original technique required
someone to create the drawing on
translucent paper. The drawing was
then laid over a piece of chemically
prepared paper that, when exposed to
bright light, would turn a deep-dark
blue. Combining the two papers, and
running them through a wash and dry
process would leave a negative image
of white on blue paper.
This background on understanding
from where the term blueprint comes
might serve as an impressive insight
to share with family members or as
an answer to a question on Jeopardy.
But to impress clients who rely on
your company for project bids and
accurate estimates, you have to showcase a deeper understanding of what
goes into reading blueprints and providing labor estimates.

A JOB WELL D ONE
The ability to read and understand
plans and specifications is the mark
of the complete glass installer. Without this ability, it is doubtful that he
or she will progress beyond the point
of an apprentice.
Installers who enjoy their work
take pride in being able to point to a
specific building and say “that was
my job.” There is a tremendous feeling of satisfaction in knowing that
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they had a part in helping to construct the building.
GANA’s Blueprint Reading and Labor
Estimating Course is an essential correspondence curriculum designed for beginning estimators and project
managers. However, it also provides an
update for more experienced individuals. Using a 14-step lesson plan, the
course begins with the basics and
evolves into a final exam in bidding a
real-life project. Students who complete the program with passing marks
receive a certificate identifying them as
an advanced glazing specialist signed
by GANA’s president.

LEARNING OPPORTUNITIES
Students who participate in this certificate program will gain valuable insights including an understanding of
design development documents, contract documents and architectural
drawings. They’ll gain the ability to
understand glass types, setting methods and modern window applications.
Participants will understand the importance and specifics of critical elements in a design, such as storefront
and entrance materials. The course
will provide them with a better understanding of glass fabrication terminology and the relationship dynamics
between architects, owners, contractors and contract glaziers.
Students who complete the
course will be able to perform
quantity surveys, prepare material
take-offs, and estimate labor
costs. Upon completion of the
final exam they will be thoroughly
equipped to prepare comprehensive estimates and submit bids.

GANA’s Blueprint Reading and Labor
Estimating Course uses a 14-step
lesson plan, beginning with the basics
and evolving into a final exam.

The Blueprint Reading and Labor
Estimating Course is a manual developed by the GANA Building Envelope
Contractors (BEC) Division. Since its
release, it has provided nearly 4,000
students the opportunity to advance
their knowledge base. The course has
become a go-to orientation and continuing education tool for companies
around the country. ■
Jon Kimberlain is an
application specialist with
Dow Corning Corp. and chair
of the Glass Association of
North America’s Building
Envelope Contractors division.
www.usglassmag.com
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Lower solar heat gain, higher design appeal

Architect:
Harvard • Jolly
St. Petersburg College
Applied Ethics Institute
St. Petersburg, FL

With Energy Select 25 low-e coated glass products, you now have more creative freedom
™

on projects that call for enhanced solar control. Four tinted substrate colors are available,
with solar heat gain coefficients as low as 0.25 in a double-glazed unit.
Designing for maximum building performance has never looked better.
Find out more at us.agc.com or email us at info@us.agc.com.
Learn more about
Energy Select

©2013 AGC Glass Company North America, Inc. All rights reserved
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BestPractices

Are You Accountable?

T

Empower Employees to Help Increase Profits

by Richard Voreis

he theme of our discussions is
how to be more successful in
challenging times. Employee empowerment is a hot topic and certainly
is important in today’s challenging
business environment. Without accountability within the organization,
the top executive or owner ends up
being the only one held accountable. I
don’t think this is the right way to run a
business and hopefully you also agree.

MEASURING ACCOUNTABILITY
If I came to your company and interviewed a representative number of your
employees, how would they answer this
question: What are the company’s top
priorities for this year?
I’m sure that most employees want to
see it succeed, but I often find employees
have difficulty expressing what the company wants and what they are expected
to do to contribute to its success. This is
a symptom of lacking clearly communicated goals and not establishing employee accountability for reaching them.
Employee focus, empowerment and accountability must be established to drive
and sustain results and success.
The lack of such goals is often a
major problem. During a recent consulting engagement the interviewees
were asked: “What are the company’s
top priorities for this year?” Responses
received included:
• Increase sales;
• Don’t know; no idea; never heard of
any;
• Become a Fortune 500 company;
• Develop processes and procedures;
• Implement a system of controls;
• Improve profitability;
• Improve efficiencies;
• Get organized;

12

USGlass, Metal & Glazing | March 2014

Employee focus, empowerment
and accountability must be established
to drive and sustain results and success.
•
•
•
•

Complete projects;
Priorities change extremely often;
Nothing in writing; and
I don’t know.
While many people mentioned some
company top priorities, many were different, most responses were not specific
and others were just disappointing,
such as “I don’t know.” My feeling was
these employees were basing their responses on personal assumptions
rather than what they have been told.
Additionally, not one employee mentioned any measurable priorities. For example, measurable priorities would be
to increase sales or profits by a specific
dollar amount or percentage increase.

PERSONAL ACTION PLANS

•
•
•
•
•
•
•
•

Nothing in writing;
Nothing formal;
Spend more time at my job;
Do the best I can do;
Set a good example for others to follow;
Be proactive;
Plan ahead; and
Refine job costing.
Most of the responses were very general in nature or just disappointing. As
with the top priorities I discussed earlier
in this article, the answers were not very
specific, not measurable and in most
cases didn’t address how the personal
objectives would be accomplished.
Additionally, no one had any written
personal objectives or action plans that
would indicate accountability. Action
plans drive accountability and generate
great results.
It was clear this company did not
have an effective management system
in place to focus employees on the success of the company and how each employee makes it happen.
What do you think your employees
would say about their personal action
plans? Are your employees accountable? ■

On a closely related matter, here are
some additional accountability questions for you to think about. If I interviewed a representative number of your
staff what would they say with respect to
the following questions: What are you
doing to support the company top priorities? What are your personal action
plans or personal objectives to drive success at your company?
Everyone wants the company to
succeed, but many employees have
Richard Voreis is the founder
difficulty expressing what they do
and CEO of Consulting
to contribute to its success.
Collaborative in Dallas.
Not too long ago, on a consulting
His column appears bi-monthly.
Email him at
engagement in the glass industry, I
rdvoreis@consulting-collaborative.com and
asked these same questions and got
read his blog on Wednesdays at
the following responses:
http://dollarsandsense.usglassmag.com.
• Nothing specific;

www.usglassmag.com
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High
Performance
Materials

ENGINEERED
Sealing Solutions

UL Fire
Rated

Curtain Wall Gaskets
Storefront Gaskets
Commercial Building Gaskets

Water
resistant

Temperature
range

AntiMicrobial

Using the right materials and the best design is critical for
improved water and air testing results.

ENGINEERED PROFILES

UL FIRE RATED TEARDROP

problem solvers. solution providers.

IDEA® SEAL & DUAL DUROMETER
TECHNOLOGY

MOLDED & SPLICED CORNERS

855.585.5050 or Visit www.lauren.com/us by
scanning this code with your smart phone.
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Tips for Worry-Free Back-Painted Glass Installations

by Vick Channel

ack-painted glass is one of the
most in-demand glazing products available today. It’s functional, easy-to-clean and stylish. It can be
used everywhere from walls to countertops. In short, everyone seems to love it.
When it comes to installation,
though, these products bring along a
number of considerations for contract
glaziers. Here’s a look at five quick tips
to keep in mind when taking on a backpainted glass installation project.

1. REPUTATION MATTERS
Deal only with established, reputable
companies. There are new companies
getting into the back-painting business.
Be aware they may not have a tested
and proven backing system. Often, price
is their only selling point. If you choose
to do business with the lowest cost supplier, you may risk paying more in the
long run.

2. LET’S SEE THOSE TEST SCORES
Make sure the back-painted glass
fabricator with whom you will be
working has had their product tested
by an independent, third-party company, not affiliated with their paint
supplier/manufacturer, glass manufacturer or their own in-house testing
laboratory. This will assure you of unbiased product testing. Ask the manufacturer for the name of the
company that performed the tests,
which tests were performed and results of those tests. There are established ASTM standards to which their
back-painted glass should comply.
Having this information will provide
assurance that you are purchasing a
tested product that will be durable
and long lasting.
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From walls to countertops, back-painted glass brings an appealing aesthetic to
a variety of installations.

3. STICK TO IT

5. KEEP EVERYTHING

Most back-painted glass requires a
special adhesive for installation. Reputable manufacturers have tested at
least one adhesive for compatibility to
their product. Ask the manufacturer for
its recommended adhesive and for the
adhesive test results showing the adhesive is compatible with its glass.

Retain control samples of each project just in case replacement glass may
be needed later. It will be easier to produce replacement glass if you have a
sample from the original installation.
Also, it is very important that you
know who the manufacturer of the
glass substrate is. There are several
glass manufacturers producing lowiron glass, however it is still important
to know that most colors will appear to
be a different color based on the glass
manufacturer. ■

4. SEE IT IN WRITING
Obtain a written copy of the manufacturer’s warranty. Review the warranty so
that you are familiar with exactly what is
covered. Also, it is important to do
business with a manufacturer that
is able to back up the warranty financially. You want to minimize the
risk that the manufacturer will not
be around prior to the expiration of
the warranty period … just in case
you have a problem with their glass.

V i c k C h a n n e l is the
national sales manager for
Summit Glass Coatings in
Englewood, Colo.
www.usglassmag.com
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ContractGlazing
Nonresidential Building Activity
Projected to Accelerate in 2014

H

ealthy fundamentals in the
commercial property market
combined with an international economy returning to more traditional growth levels are both factors
in the projected increase in growth for
the design and construction industry,
according to a new report from the
American Institute of Architects
(AIA). Led by the hotel and retail
project categories, the commercial
sector looks to see the biggest gains in
construction spending, with demand

for institutional projects increasing at
a more moderate level.
The AIA semi-annual “Consensus
Construction Forecast,” a survey of
the nation’s leading construction forecasters, projects that spending will
see a 5.8-percent increase in 2014,
with next year’s projections increasing to 8 percent.
“Since the overall economy is stabilizing, there should be a significant
improvement in the outlook for the
construction industry that has been

recovering at a slow and steady pace
the last two years,” says AIA chief
economist Kermit Baker, PhD, Hon.
AIA. “At a more granular level, the
surging housing market, growing
commercial property values, and declining office and retail vacancies are
all contributing to what is expected to
amount to a much greater spending
on nonresidential building projects.”
Baker continues, “The rosy outlook
also contains several concerns for the
entire construction industry. Rising

Contractors Report Optimism About 2014

“[This year] should be the best year
for the contracting industry since
2006,” says Ken Simonson, the Associated General Contractors of America’s (AGC) chief economist.
According to an AGC report, contractors haven’t been this optimistic
about the outlook for the commercial
construction market since the start of
the recession roughly seven years ago.
The group’s 2014 Construction Industry Hiring and Business Outlook report
painted the rosiest picture for the industry in years. The report, which was
based on a survey of more than 800
AGC members, forecasted industry demand in 2014 to grow or remain stable in virtually every market segment,
prompting additional hiring by a majority of construction firms with few
companies planning future layoffs.
Nearly 75 percent of those surveyed
expect to purchase new equipment in
2014, while 86 percent said they
planned on leasing new equipment.
“Contractors are more optimistic
about 2014 than they have been in a
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long time,” says Stephen Sandherr,
the AGC’s CEO. “While the industry
has a long way to go before it returns
to the employment and activity levels it
experienced in the middle of the last
decade, conditions are heading in the
right direction.”
Sandherr called the industry’s recovery “moderate and more even and
slow” than most would have liked, but
also cautioned against the new set of
challenges that will accompany the expected growth.
Contractors surveyed say they expect to pay more in 2014 for materials
and supplies, while health care costs
continue to rise. Nearly two-thirds of
survey respondents indicated that
they are already having a difficult time
finding qualified workers to fill key positions and that they expect workforce
conditions to remain tough or tougher
over the next year. Many firms also expect their operations to be negatively
affected by government regulations
and stiffer competition for jobs.
But the report will likely come as

welcome news to an industry that was
especially ravaged by the economic
downturn and still short the nearly two
million people employed by the industry during its peak in 2006.
Demand is expected to increase in
virtually every market segment, but
the plurality of contractors project certain key private sector market segments, such as manufacturing, retail,
warehouse, lodging, hospital, higher
education and private office, to fare
especially well.
Many firms say they plan to begin
hiring again in 2014, while relatively
few intend to lay off workers. Fortyone percent of the companies surveyed that did not change staff levels
last year say they plan on expanding
their payrolls this year, while only two
percent of firms reported that they
plan on layoffs. Unlike the numerous
cases of wholesale layoffs in prior
years, the firms who say they are
likely to cut staff in 2014 expect to
make just modest changes to their
workforce.
www.usglassmag.com
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“There should be a
significant
improvement in the
outlook for the
construction industry
that has been
recovering at a slow
and steady pace …”

—Kermit Baker

construction costs, a shortage of
skilled labor, and bank credit standards that have not eased up enough
to keep pace with the strong demand
for construction financing are all serious challenges to sustained growth
in the coming years.” ■
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CompanyNews
PGT Glass Fabrication Expansion
Could Bring New Opportunities

D

The new PGT plant is proof that companies are purchasing again. New equipment to be housed here includes glass
cutters, laminators and an IG line.

oor and window maker PGT
Industries took the first steps
in greatly expanding its glasscutting, tempering and laminating
abilities when it recently broke
ground on a new $15 million glass operations plant. Expected to be completed sometime later in 2014, the
new 96,000-square foot facility will
initially be used for glass processing,
but PGT officials anticipate the additional space could eventually house
manufacturing and other operations

dictated by future market demand.
The new plant, which will be located
just a short distance from the company’s main campus, will feature two
high-speed glass cutters, as well as a
new tempering oven, with additional
plans to add a new laminating machine
and insulating glass (IG) line perhaps
as soon as 2015. The new facility figures
to create between 50 to 60 permanent
positions, as well as scores of additional
jobs from the construction process.
PGT officials say they based their ex-

PPG Awarded $2.1 Million
for Module Manufacturing

PG Industries’ industrial coatings business received a $2.1 million award
from the U.S. Department of Energy (DOE) to help design and pilot a
rapid photovoltaic (PV) module assembly process that uses automation.
The process is designed to eliminate time and labor from the current assembly process.
PPG will use the funding, delivered through the DOE’s SunShot Initiative, to
develop liquid encapsulants that will enable PV modules to be manufactured
without the need for capital-intensive laminators. The company will match each
dollar committed by the DOE, resulting in a total public-private investment of
approximately $4.3 million. It is working with Flextronics International Inc., a
solar module manufacturer, to design and test a pilot line at Flextronics’ Milpitas, Calif., facility, which will produce 60- and 72-cell modules.

P
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pansion and added equipment purchasing decisions on technology and
end-market needs. IG equipment is
most likely the company’s next purchase thanks to a “significant increase
in demand over the past 12 months,”
says executive vice president and CFO
Jeff Jackson.
PGT currently fabricates most of its
own glass needs and purchases the rest
from an outside partner.
“We currently value-add to raw glass,
approximately 80 to 85 percent of our
needs,” Jackson says. “Value add includes tempering, lami and/or IG.”
The increase in the company’s production capabilities will allow PGT to
more easily react to customer needs in
a more timely manner, assuring better
lead times and continued control quality, Jackson says.
Making sure company personnel are
properly trained to keep up with the
added responsibilities and the constant
technological advances will perhaps
pose the biggest challenge, Jackson
says.
“Energy efficiency is driving the demand more than ever before,” Jackson
said.“And, at the end, it’s all about serving the customers.”
continued on page 20
www.usglassmag.com
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CompanyNews
continued

Quanex Signs Agreement
to Sell Nichols Aluminum

Quanex Building Products Corp.signed
a purchase agreement to sell its interest in
Nichols Aluminum LLC, a wholly owned
subsidiary, to Aleris for $110 million in an
all-cash transaction. The transaction is

subject to customary regulatory approvals
and will close shortly after those approvals
are obtained.
“As the housing markets continue to
recover, we see great opportunity for both
organic and acquisitive growth in our
Engineered Products Group,” says Bill

Unruh works with you to meet
YOUR specific needs.
Our people make the difference.
We listen. We then design the
right solution for you. Our welders
go through rigorous training and
testing to become certified by the
American Welding Society.
That’s why when it comes to Strength, Durability
and Quality Unruh is the right choice.

Let us help you
design the best
glass racking solution
to meet your needs.
Call us today at

888-876-2297
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Griffiths, Quanex chairman, president
and CEO. “This transaction will allow us
to focus all our energies and capital on
enhancing our position as a leading window and door component supplier both
domestically and internationally.”

Intermolecular®, Guardian
Expand Agreement

San Jose, Calif.-based Intermolecular
Inc. and Auburn Hills, Mich.-based
Guardian Industries expanded and extended their collaborative development
program and strategic IP licensing agreement. The contract extension provides
for an immediate increase in resources to
be deployed at Intermolecular by both
companies.The parties expect to be able
to significantly increase the number of
new products that will be developed and
commercialized resulting from the collaboration through 2017.
“Guardian is committed to growth
through product innovation through
external partnerships,” says Martin
Bracamonte, vice president of science
and technology for Guardian.“I believe
that having about 25 percent of our innovation portfolio getting nutrition
from diversified industries creates a lot
of value. This requires high-level
crosspollination and Intermolecular is
the perfect partner for this.”
Under the contract extension, an expanded Guardian and Intermolecular
team will work full-time on both sputtered and liquid coatings at Intermolecular’s technology development center
in San Jose.
Dave Lazovsky, Intermolecular’s
president and CEO, adds, “Guardian is
a technology leader in its industry and
has been a tremendous collaborative
partner. Making this scale of commitment to growth through product innovation is a testament to Guardian’s
vision and leadership.”
Intermolecular develops proprietary
technology and intellectual property for
its customers focused on advanced materials, processes, integration and device
architectures. ■
www.usglassmag.com
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OP15 OFFICE PARTITIONS
C A T A L O G

OP15 OFFICE PARTITIONS CATALOG
Can be viewed or downloaded online at crlaurence.com

Introducing a new line of office partitions that provide highly effective
solutions and striking configurations for innovative office settings.
Redesign and restructure office spaces. Add functionality, reduce noice
levels, transform outdated interiors into modern office environments
that encourage improved productivity!
• 487 Series Aluminum
Office Partitions
• Wide Stile Aluminum Doors
• Wood Flush Doors
• Frameless Glass Partitions
• Area Divider Systems
• Door Pull Handles

• CRL-Blumcraft ®
Access Control Handles
• Monterey Bi-Folding Door
and Wall System
• Stacking Glass Partitions
• Sliding Door Systems

C.R. LAURENCE COMPANY
Worldwide Manufacturer and Supplier
Phone: (800) 421-6144 ext. 5305 | Fax: (800) 587-7501

crlaurence.com
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crl-arch.com
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Mergers Acquisitions
Caldwell Manufacturing
Acquires Doors in Motion LLC
aldwell Manufacturing Co. North
America LLC signed a definitive
purchase agreement with B12
Capital Partners LLC to acquire substantially all of the assets of Doors in
Motion LLC of Scottsdale, Ariz. Terms
of the agreement were not disclosed.

C

According to Caldwell president
and CEO Eric Mertz, the purchase
“adds depth and diversity to the company’s offerings and complements its
existing line of high-quality sliding
window and door hardware. The acquisition further expands our ability

GCI and Indoor Air Quality Merge

GCI Consultants LLC’s recent merger with air consulting firm Indoor Air Quality Consulting Partners will allow it to offer in-house services for protecting both the exterior and
interior of new and renovated residential or commercial buildings.
According to the announcement, the new indoor air quality team will specialize in
hospital indoor air quality, hotel indoor air quality, office building indoor air quality and
commercial indoor air quality. The team will be led by Hall Brodie and Nate Sanders.

to meet the ever-changing demands
of the market as well as leverage the
economic rebound.”
Doors in Motion was founded in
2001 and provides proprietary residential and light commercial door automation solutions and the fabrication of
large multi-panel door systems. According to company leadership, customers, employees and venders should
not expect any immediate changes.
“Caldwell is now further poised to
respond to the increased demands of
today’s building market in both the
U.S. and abroad,” Mertz adds. ■

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

We Have

(for Stained and Protective Glass)

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

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

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

TM

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

www.sunbilt.com

www.jsussmaninc.com
FINE ARCHITECTURAL METAL PRODUCTS AND SERVICES

WINDOWS
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WALKWAYS

SUNROOMS

GLASS and METAL BENDING
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Because with FeneVision NEO ERP software, you can improve every part of your business,
every day. With NEO, your business becomes powerful, fast, flexible, mobile, interactive and fully
integrated. And will continue to advance, because we never stop improving FeneVision.
Discover how integrate, innovate and dominate will work for you.
Visit fenevision.com. Or contact us today.

North America 330.995.2830

Europe/Asia +352 263984
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Distribution Production
Pulp Studio Opens New
Switchlite Glass Facility

P

ulp Studio completed its 8,000square-foot facility in Los Angeles, designed to produce its
Switchlite Privacy Glass. According to
company officials, lead time on the
Switchlite product is now three to four
weeks, due to the capabilities of the
new facility, which is also designed to
meet the requirements of UL and
SGCC certification.
“We are transforming the privacy

glass industry to become more of a science and less of an art. Our goal is to
create standards with hard data, and
make sure that every piece of glass that
leaves here meets those standards,” says
company founder Bernard Lax.
The new facility also is equipped
with technical testing capabilities to
measure the haze readings of each piece
of LCD film every 12 inches across the
material prior to laminating and then

Pulp Studio is expanding production of its Switchlite glass which can go from
clear to opaque by flipping a switch.

Technoform Bautec
Expands Capacity

winsburg, Ohio-based Technoform Bautec North America Inc. increased its capacity by 29 percent to meet growing demand for its
polyamide thermal insulating strips.
“Increases in capacity allow us to maintain our make-to-order lead time of
seven to ten days or less,” says Mike Berry, extrusion manager.
As part of the capacity increase, the company enhanced its production flexibility by adding new equipment and reconfiguring its existing facility’s floor
space in Twinsburg. It also reinforced its essential secondary systems with
shared production processes and technology, all with respect to its ISO-certified quality assurance practices.
According to the company’s Chad Ricker, new employees also have been
hired as part of the expansion.
“The growth is due in part to energy codes, standards and programs in both
the residential and commercial segments,” he adds.

T

24

USGlass, Metal & Glazing | March 2014

again on the final glass product prior to
delivery. Additionally, each panel is
tested for 10,000 on/off transitions and
a 24-hour burn-in prior to shipping.

DFI Adds UK Distributor

United Kingdom (UK)-based Glass
Machinery Solutions Ltd. (GMS) has
begun distributing Diamon-Fusion International (DFI) products in the UK
and Ireland markets. GMS also is in the
process of becoming a DFI-authorized
service provider for its patent-pending
FuseCube™ technology.
“Customer satisfaction is paramount
to our success and we pride ourselves
on offering a service that is unrivaled
in the UK,” says Richard Gerrard, director of GMS.
Guillermo Seta, corporate vice president and executive director of DFI, adds,
“This new agreement with [GMS] represents not only a very solid step toward
our continued expansion in Europe, but
also, and more specifically, toward the
broadening of our product line with our
new offering of the FuseCube.”

RavenBrick Expands
Distributor Network

City of Industry, Calif.-based PRL is
now fabricating and distributing Denver-based RavenBrick’s RavenWindow
technology in California.
“Since the day I met [PRL president]
David [Landeros], I knew the company
would be a great fit as a fabricator for
us,” says Chris Ketchum, vice president
of sales for RavenBrick. “I am really
looking forward to moving ahead with
this mutually beneficial partnership.”
Landeros adds, “In our efforts to
achieve maximum thermal efficiency of
our glass systems we are excited to
team up with Ravenbrick.” ■
www.usglassmag.com

Product Information
© 2014 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

Zoom Fit

Search

+

Archives

–

I<

E-Mail

<

>

>I

Subscribe

Introducing new Keralite Select, with the best combination of
features available in a fire-rated glass ceramic. Our patentpending surface polishing technology and advanced composition
result in superior clarity and sharper viewing. Keralite Select
also boasts a 97.1 color rendering index for true color, high VLT
for LEED certification, and the lowest haze value in its class.
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FinancialFlash
NSG Reports Revenue Increase
in Architectural Segment

A

rchitectural segment operating
results for the NSG Group “were
significantly better than the
previous year,” the company reported in
its third-quarter fiscal-year 2014
(FY2014) consolidated financial results.
According to the announcement, revenues improved due to the translational
impact of a weaker Japanese yen. The
architectural business recorded revenues of nearly $1.8 billion USD and an

operating profit of $71.2 million USD.
Overall, NSG Group reported cumulative group revenues were up 17 percent for FY2014 to $4.4 billion.
In North America, NSG reported that
its architectural glass markets continued to improve during the quarter,
mainly due to increases in private residential construction. Likewise, volumes
in North America were similar to the
previous year, with strengthening do-

NSG Architectural Segment
Summary of Cumulative Results (millions of USD)
Revenue
Q3 FY14
1,771,876

Operating profit before exceptional items
Q3 FY13
Q3 FY14
Q3 FY13
1,585,719.62
71,171
(13,375)

mestic demand offsetting reduced dispatches of solar energy glass, according
to the company.
The company reported that economic difficulties in Europe continued
to depress construction and refurbishment activity, and that current year
market volumes were stable, but remain
at historically low levels. Volume in Europe fell by 10 percent and year-to-date
average commodity glass prices were
slightly below the previous year, according to the report.
The statement noted that in Japan,
the prospects for the company’s architectural markets continue to be positive, with a further increase in new
housing starts from the previous year.

Net Sales Increase in 2013 for Glaston

elsinki, Finland-based Glaston
reported 2013 orders totaling
$167.6 million USD, while orders received in the fourth quarter totaled $42.3 million. Likewise, in
releasing its 2013 financial report, the
company saw consolidated net sales
for the year of $166.1 million. Final
quarter net sales were $48. 8 million.
The operating result, excluding nonrecurring items, was a profit of $2.9
million for the year.
Company officials point to a perceptible positive note in North America
throughout the year and also in Europe,
particularly in the final quarter.
Glaston had previously announced
a framework cooperation agreement
with the Chinese Jinjing Group. The
parties agreed on a long-term, strategic partnership within the business

H
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Glaston Net
sales, USD million 10-12/2013 10-12/2012
Machines
38.6
31.2
Services
11.0
13.6
EBIT

Machines
Services
Other and eliminations
EBIT, excluding non-recurring items
Non-recurring items
EBIT

fields of offline tempering, double- and
triple-silver low-E glass, machinery and
equipment, according to the company.
Glaston also closed a $2.6 million
deal for a heat treatment line and several pre-processing machines with the

1-12/2013
2.3
5.3
-5.5
2.1
3.7
5.9

2013
127.2
41.5

>I

2012
116.5
44.4

1-12/2012
-2.6
5.9
-6.7
-3.4
-5.4
-8.8

Taiwanese company G-TECH Optoelectronics Corp., as well as a $2.5 million
deal with CSG Group for a doublechamber furnace FC500™+ RC350™
2460-380 equipped with the Vortex
Pro™ convection control system. ■
www.usglassmag.com
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Legislation Legal
Industry Hails Ruling
on Chinese Curtainwall

T

http://www.fenzi-na.com/architects-education.html
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he Court of International Trade
(CIT) is standing behind its decision that Chinese curtainwall
units imported into the U.S. are subject to trade remedy orders. The ruling was issued in late January in a
case brought forth last fall by Yuanda
challenging Commerce’s curtainwall
scope decision.
John D’Amario, northwestern USA
sales manager for Yuanda, believes the
ruling, ironically, may have done more
to damage the U.S. aluminum industry
than anything its Chinese competitors
might have ever accomplished.
“All they succeeded in effect is bringing China closer to the homeland,” D’Amario says.
According to the ruling, “Because
curtainwall units are ‘parts for’ a finished curtainwall, the court’s primary
holding is that curtainwall units and
other parts of curtainwall systems fall
within the scope of the Orders … for
this reason … Commerce’s Final Scope
Ruling is sustained.”
David Spooner, the attorney from the
law firm of Squire Sanders who represented defendants Walters & Wolf,
Bagatelos Architectural Glass Systems
Inc. and Architectural Glass & Aluminum Co., welcomes the decision.
“The Court thoroughly examined
the facts and ruled that curtainwall
units are covered by the China tariffs,
and always have been covered. Period,” Spooner says. “No ifs, ands, or
buts. We’ve been working with Customs to make sure that the tariffs are
enforced and will, of course, make
sure that the ports are aware of the
Court’s ruling.”
But D’Amario says the ruling just
means that companies such as Yuanda
and others will simply buy their alu-

minum elsewhere before bringing it to
China, fabricating it there and then selling it in the U.S.
“It’s not really going to affect us,”
D’Amario says, “but the price of aluminum could be a little more costly
because aluminum is the cheapest in
China.”
D’Amario adds that Yuanda and others have already moved forward with
plans to open manufacturing plants in
Tijuana, Mexico, where the close proximity to the U.S. border and readily
available cheap labor figures to help.
“[The court decision] is kind of like
the war on drugs,” D’Amario says.
“Some people earn their keep by fighting the war. To me, it’s just another
speed bump for the Chinese.”
Also speaking on the issue, Tom Black,
chief operating officer for Walters & Wolf
in Freemont, Calif., adds, “I don’t view
this as a Chinese issue. I view this as a
fairness issue. I wish China well. However, they must play by the rules if they
wish to participate in a world market.”
Black says he expected the court’s
affirmation of its earlier ruling, but
cautioned against prematurely thinking the issue has been settled once
and for all. The Chinese, he says,
could still petition the World Trade
Organization.
D’Amario commented, “We’re not in
a position to divulge our course of action. However, we are continuing to do
business as usual.”

Clarification

The photo caption on page 18 of
the February 2014 issue of USGlass
should have referred to switchable
glass in general and should have
been credited to Elmont Glass.
USGlass regrets the error. ■
www.usglassmag.com
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HotTopics
Colorado Contract Glaziers Just Say No
to Use of Newly Legalized Marijuana

T

ourists have been flocking to Colorado these past couple months,
and it’s not just for views of the
Rocky Mountains. Effective January 1,
2014, Colorado’s Amendment 64 began
allowing for the recreational use of marijuana for people 21 and older. Employees in the state, however, including those
in the glass industry, are being cautioned
to remember that their employers still
hold the right to fire them for on- or offduty use of the drug.
Marty Richardson, sales manager for
Metropolitan Glass in Denver, notes
that the company has not changed its

policies to spell out specifically that the
substance shouldn’t be used at the
workplace.
“We do have a written drug and alcohol
policy,” Richardson says. “It’s included in
our employee handbook and is given to all
new employees when hired.We maintain a
‘no drug or alcohol’ workplace.”
The same goes for contract glazier
Alliance Glazing Technologies. Craig
Carson, regional preconstruction manager for the company in Englewood,
Colo., says, “we treat it just like if somebody came in and was drunk on alcohol.”
As Carson points out, it’s still an illegal

substance as far as the federal government is concerned. As a result, the company is treating it as a potential workplace
hazard covered by their drug policy.
Carson adds that in the event of an
accident, employees are subjected to a
drug test.
“Now do I think some people partake? Yeah, I think they probably do,”
says Carson, a self-proclaimed “square.”
He adds that what people do in their
off-time is their business, “as long as
they don’t bring it to work or are inhibited when they get here.”
—Megan Headley ■
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NewsAnalysis: TRENDS
Heavy Lifting: Glass Gets More
Complicated, Handling Gets Creative

T

Photo: AGNORA

here are many challenges to producing complex glass—whether
that means unusually thin, oversized or complicatedly connected—in
between finding the equipment big
enough to make it and installing it onsite. Fabricators must get creative in
how they have to package and ship
these materials.
“It’s common to create special packaging and use different modes of transportation for larger glass sizes,” says
Seth Madole, director of customer service for Viracon in Owatonna,
Minn. “Most of our packaging is custom-made. Therefore, we’ve been able
to adapt this process to accommodate
the complex and larger glass sizes.”
Kevin Nash, sales and marketing for

Architectural Glass North America
(AGNORA) in Collingwood, Ontario,
puts it, “Customers invest thousands of
dollars into their heavily fabricated
prestigious glass. However it only retains its value if it is received at the jobsite in pristine condition.”
As a result, AGNORA’s shipping and
packaging crews custom-build crates
that can be easily forklifted, each crate
is unique to the dimensions of the
order. “Customers offload crates via
their forklift or crane/sling attachment.
The fully enclosed self-standing crates
provide protection until the customer
is ready to glaze,” Nash says.
Madole notes that Viracon’s shipping
options can range from open-top containers for international shipments to

custom trailers for domestic deliveries.
AGNORA works with a group of key
transport partners that are experienced
in transporting high-value, tall glass
and extra-tall crates, according to Nash.
“We have freight partners who have invested in extra-long trailer beds,” he
says.
Viracon, too, works closely with
equipment suppliers who can provide automated lifting and safety
equipment.
“[It’s crucial to work] with staff that
is very experienced at safely handling
this type of product,” Madole adds.
“Safety is of the essence.
“When handling glass, safety is always the first concern,” agrees Ian
Patlin, managing partner of Paragon
Architectural Products LLC
in Scottsdale, Ariz. That goes
double (or triple) for oversized glass. He adds, “You
can’t just handle them
[jumbo glass lites] with a
standard lifting cup.”
Instead, fabricators and
glazing contractors alike need
to invest in equipment that
takes into account the added
weight. As Patlin explains,“As
architects design using larger
lites of glass,it is necessary to
have the proper lifting, rigging/manipulating equipment that can handle these
cumbersome lites of glass.
There are many companies
making machinery and devices for the glass processor,
transporter and glazing professional to handle jumbo
lites of glass.”

With the increasing trend toward over-sized glass lites, fabricators are investing in
equipment to ensure safe handling and transportation of lites.

32

USGlass, Metal & Glazing | March 2014

continued on page 34
www.usglassmag.com

Product Information
© 2014 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

The only
comprehensive
20-year factory
warranty.

Contents

Zoom Fit

Search

+

Archives

Cardinal’s new Endur IG™ continues our tradition of long-term performance.
Endur IG builds on the proven technologies that help Cardinal IG units achieve
the low failure rate of just 0.2% over 20 years, allowing us to offer the industry’s
only comprehensive 20-year factory warranty. With its redesigned warmer
edge stainless steel spacer, Endur IG increases sightline temperature by 1-2
degrees. And it can improve overall window U-Factor up to 0.005 – a big deal
when chasing the last 0.01 decimal for compliance to energy code. Endur IG,
the future of insulating glass. For more information, visit cardinalcorp.com.
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NewsAnalysis: TRENDS

Photo: AGNORA

Photo: AGNORA

continued

New technologies are allowing fabricators to process increasingly larger laminated glass products.

For many companies, this means creating custom solutions, since oversized
glass is still a relatively niche product.
“We’ve augmented our insulating
glass (IG) line crane/suction cup assembly with handling or supporting ‘feet’,”
Nash says.“A just-assembled, heavy, large
IG unit needs extra dead-weight support
at its base to move the unit while the secondary seal silicone is curing.”
Fabricators also have to account for
loading this extra heavy glass into machinery. AGNORA uses unique forklift
equipment for the “safe, careful and
gentle manoeuver of what may be multiple days’ worth of fabrication work
into the autoclave or heat-soak test
oven,” Nash explains.
Transporting glass within the fabrication facility can be just as challenging as moving it offsite, Nash adds.
“Work-in-process big glass is unforgiving. It cannot ‘bump’ into things
while in transit between work stations.
Jumbo glass needs room to move as it
goes from production step to production step, between fabrication methods
on the shop floor,” Nash says. As he explains it, shop floor crews routinely
move, for example, 20-foot-long IG
units or 275-inch-long laminated fins.
“We supplement jumbo size transport
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dollies with 28 crane systems. Our ceiling mounted crane systems have capacities up to 7,500 pounds.”
Nash further notes that simply rotating 20-foot-tall glass during fabrication
can be a challenge, and the company
consequently has had to custom-manufacture specialized equipment simply
to rotate the glass and move between
vertical and horizontal handling positions. Various suction cup crane attachments also have been modified to
accommodate jumbo glass.
Patlin points out that, with bigger glass,
reliability becomes an especially important quality in handling equipment.“You
have to make sure that if you’re processing these jumbo lites of glass that your
machinery can handle the weight. If
you’re tempering some giant lite of glass,
does your oven have the capacity to handle the glass? Can the rollers handle the
weight of the glass? And so on,” Patlin
says. “It’s risky when you temper these
lites of glass, too, because they’re so heavy
the possibility of little burn marks or imperfections are more than with a ¼-inch
lite of glass because that goes right across
the rollers easily.”
Madole notes that Viracon has focused internal continuous improvement resources on solving the

throughput and efficiency challenges
that accompany these complex glass
products. “The difficulty in fabricating these more complex/larger glass
sizes leads to a significant challenge
in safety considerations, production
yield losses and production efficiency,” he says.“Managing your business to have the right mix of business
is critical. This can be accomplished
by accurate forecasting, pricing
methodologies and overall sales strategy management.”
Not everyone is forced to get creative
with their oversized glass solutions:
some find that the old standards work
just fine even on a bigger scale.
Santa Fe Springs, Calif.-based fabricator GlasPro promotes on its website
that it is able to offer laminated, tempered, curved and IG units as large as
10 by 15 feet in one piece. That doesn’t
mean they need to make special accommodations for handling their oversized glass.
“We use traditional vacuum technology,” says Joe Green, GlasPro president.
The company’s products typically are
packaged in wood crates and are
shipped on drop deck trailers directly
to the jobsite.
—Megan Headley ■
www.usglassmag.com
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Pilkington Energy Advantage™
Low-e 4th Surface Commercial Technology
Pilkington Energy Advantage™ Low-e coatings are applied to the #2 and #4 surfaces of
an insulating unit to reduce the center of glass U-factor by about 20%.

●

Superior clarity with an easy to clean surface using standard techniques.

●

Low U-factor and reduced solar heat gain.

●

Greater thermal control and energy savings.

●

Used on exposed surfaces successfully for over 20 years.

Call 800.221.0444

●

buildingproducts.pna@nsg.com
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IndustryOutlook

ABI Records
Slight Rebound

A

fter consecutive months of
contracting demand for design services, there was a
modest uptick in the Architecture
Billings Index (ABI) for January, according to the latest report from the
American Institute of Architects

ABI Regional Averages

West
51.1

Midwest
46.5
South
53.5

AAMA/WDMA Predict
Increase for Glazing

January 2013

January 2014

54.2

50.4

ABI Score

New Projects Inquiry Index
63.2

58.5

(AIA). The ABI reflects the approximate nine- to 12-month lead time
between architecture billings and
construction spending.
Northeast
The AIA reported that the January ABI
43.6
score was 50.4, up from a mark of 48.5 in
December. This score reflects an increase
in design services (any score above 50 indicates an increase in billings). The new projects inquiry index was 58.5, down a bit from
the reading of 59.2 the previous month.

Dodge Momentum Index
Rises in January

The American Architectural Manufacturers Association (AAMA) and
the Window and Door Manufacturers Association (WDMA) jointly released the December update to the
“AAMA/WDMA 2012/2013 U.S. Industry Statistical Review and Forecast.” According to the report,
nonresidential construction activity has experienced slow growth, although slightly higher than originally
projected in April, though the net effect was negligible in categories favorable to nonresidential door
volumes. Steady growth is forecast
in 2013, with a projected increase of
4 percent, to be followed by a 6 percent increase in 2014 and a 12 percent increase in 2015, according to
the report.

Dodge Momentum Index (Year 2000=100)
Dec.
2013
117.6

Jan.
2014
121.1

%
Change
3.0

Dec.
2012
95.1

Jan.
2013
97.6

%
Change
2.7

112.2

118.6

5.7

89.8

91.9

2.3

The Dodge Momentum Index rose
3.0 percent in January compared to
the previous month, according to McGraw Hill Construction, a division of
McGraw Hill Financial. The Momentum Index is a monthly measure of
the first (or initial) report for nonresidential building projects in planning,
which have been shown to lead construction spending for nonresidential
buildings by a full year.

January’s gain brought the Momentum Index to 121.1 (2000=100),
compared to a revised 117.6 in December 2013. Except for two minor

dips in June and October of 2013, the
Momentum Index has been on a
steady climb for over a year, according to the report.

Construction firms added jobs in
34 states over the past 12 months,
but construction employment de-

clined in 32 states and the District of
Columbia between November and December as many parts of the country

coped with weather, according to an
analysis by the Associated General
Contractors of America. ■

Dodge Momentum
Index

Commercial Building
Institutional Building

124.4

Source: McGraw Hill Construction Dodge

124.3

Construction Employment Increases in 34 States

0.0

101.5

104.7

3.1

Top 5 States in Construction Employment (seasonally adjusted)
Ranked by Latest 12-month % Change

Mississippi
Connecticut
Florida
Wyoming
Georgia

December October November December
1-month gain or loss
12-month gain or loss
2012
2013
2013
2013 Number
%
% rank Number
%
% rank
47,900 57,700 56,400 56,400
0
0.0%
18
8,500 17.7%
1
50,200 55,700 56,200 56,000
-200
-0.4%
22
5,800 11.6%
2
344,800 372,500 373,500 373,600
100
0.03%
17
28,800 8.4%
3
21,800 22,900 23,000 23,600
600
2.6%
3
1,800
8.3%
4
139,500 147,800 152,400 149,400 -3,000 -2.0%
37
9,900
7.1%
5

Source: AGC/Bureau of Labor Statistics
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USGlass Magazine’s
LIST Annual Look at the
Nation’s Biggest
Contract Glaziers

THE

BIG
A

Photo: Advanced Technology Studio of Enclos

s you read through this edition
of USGlass magazine’s list of
top contract glaziers, take a
look and see how contract glaziers
throughout the country are faring; you
might be surprised. Many companies
reported increases in backlog and sales;
others were impacted more negatively
by the market in 2013.

Number-four ranking Enclos has been
working a number of major projects,
including renovation of the Javits
Center in New York.

W&W, listed at #5, was involved with the glass installation of Baccarat in
New York.
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Photo: © Greg West/www.curtainwallglass.com

In the following pages, you’ll find not
only a look at the industry’s biggest
players, but also several accompanying
stories about working in today’s contract glazing environment, recent
trends, and more. The information
listed in this section is derived from a
number of sources, including submissions from the companies themselves,
industry interviews, as well as our own
estimates. Annual sales listed include
volume for both commercial and residential work only. The backlog change
refers to the increases or decreases in
reserved projects from 2012 to 21013.
This is included only when provided by
the company. When not available, annual commercial sales were estimated.*
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“Camera Shy”

Palm Beach Glass Specialties (#36) did the glass installation for the Seagate
Hotel in Palm Beach, Fla.

Photo: Glas-Pro/Anthony Wallace photographer.

While our list provides an extensive
look at some of the largest contract
glaziers in the country, some companies declined to participate in this
year’s survey. Recognizing that they
still have a major presence in the U.S.
contract glazing industry, we felt it was
important to include them.
Based in Portland, Ore., Benson
Industries declined to participate,
but we estimate that the company
would be ranked within the top ten
largest companies on our list.
Haley-Greer, based in Dallas,
Texas, listed 2012 annual sales of
$35.5 million.

The Aquarium of the Pacific in Long Beach, Calif., features the glazing work of Giroux Glass (#22). Glas-Pro was the glass
fabricator.

#1 Permasteelisa
North America Corp.
Windsor, Conn.
www.permasteelisagroup.com
COO: Claudio Daniele,
chief operating officer
Years in business: 23
Number of employees: 1000+
Locations: 6 U.S., 47 International
2013 annual sales: $202 million*
#2 Harmon Inc.
Bloomington, Minn.
www.harmoninc.com
President/CEO: Brad Austin
Years in business: 59
Number of employees: 560
Locations: 14
% commercial work: 100
2013 annual commercial sales:
$197 million
Backlog change? Increased
www.usglassmag.com

#3 Walters & Wolf
Fremont, Calif.
www.waltersandwolf.com
President/CEO: Randy Wolf
Years in business: 36
Number of employees: 506
Locations: 5
2013 annual commercial sales:
$178.9 million
#4 Enclos Corp.
Eagan, Minn.
www.enclos.com
President/CEO: Gregg Sage
Years in business: 37
Number of employees: 400
Locations: 16
% commercial work: 80
% residential work: 20
2013 annual commercial sales:
$173.4 million
Backlog change? Decreased 4 percent

#5 W&W Glass LLC
Nanuet, N.Y.
www.wwglass.com
Managing partners: Jeff Haber, Mike
Haber, Scott Haber and Howard Haber
Years in business: 36
Number of employees: 175
Locations: 1
% commercial work: 100
2013 annual sales:
$100 million
Backlog change? Increased by
25 percent
#6 Gamma North America
(formerly Gamma Windows
and Walls International Inc.)
Concord, Ontario
www.gammainternational.org
President/CEO: Jim Mitchell
continued on page 40
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continued
from page 39

Years in business: 40+
Number of employees: 460
Locations: 8
% commercial work: 100
2013 annual sales: $89.5 million
Backlog change: Increased 25 percent
#7 Architectural Glass
& Aluminum
Livermore, Calif.
www.aga-ca.com
President/CEO: John Buckler
Years in business: 42
Number of employees: 200

Locations: 3
% commercial work: 100
2013 annual commercial sales:
$82 million
Backlog change? Increased 38 percent
#8 Karas & Karas Glass Co.
Boston, Mass.
www.karasglass.com
President/CEO: Joseph Karas
Years in business: 90
Number of employees: 91
Locations: 2
% commercial work: 100

5 States Most Represented in List:
4

3
9

California-9
Texas-4
New York-4
Florida-3
Michigan-3

4

Top 5 Companies
by Employees
Permasteelisa..........1000+
Harmon Inc. ..............560
Walters & Wolf ..........506
Gamma ......................460
Enclos ........................400

Oldest
Companies by
Years In Business

40

+

Karas & Karas..............90
Koch Corp. ....................78
Bacon & Van Buskirk ..77
Progress Glass ............75
Modern Glass ..............69

USGlass, Metal & Glazing | March 2014

3

Top 5 Companies
by Locations

Permasteelisa ................................50+
Enclos ..............................................16
Harmon ..........................................14
Gamma..............................................8
Walters & Wolf ..................................5

Youngest
Companies by
Years In Business
National Enclosure Co. ....4.5 years
LCG Facades........................7 years
Aragon Construction ........13 years
seele ..................................13 years

2013 annual sales: $52.6 million
Backlog change? Increased
7.4 percent
#9 Massey’s Plate Glass
and Aluminum Inc.
Branford, Conn.
www.masseysglass.com
President/CEO: Robert J. Massey Jr.,
Years in business: 41
Number of employees: 125+
Locations: 3
% commercial work: 100
2013 annual sales:
$52 million
Backlog change? Increased
#10 TSI/Exterior Wall
Systems Inc.
Upper Marlboro, Md.
www.tsicorporations.com
President/CEO: Victor Cornellier
Years in business: 37
Number of employees: 105
Locations: 1
% commercial work: 85
% residential work: 15
2013 annual sales: $50.4 million
Backlog change? Increased
3 percent
#11 seele Inc.
New York, N.Y.
www.seele.com
President/CEO: Christoph Unmann
Years in business: 13
Number of employees: 40
Locations: 2
% commercial work: 100
2013 annual commercial sales:
$45 million
Backlog change? Decreased by
48 percent
#12 Admiral Glass & Mirror
Houston, Texas
www.admiralglass.net
President/CEO: Roger Putz
Years in business: 29
Number of employees: 365
Locations: 2
2013 annual sales: $46 million*

continued on page 42
www.usglassmag.com
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continued
from page 40

Growth Opportunity: With Retail Sales on the Rise,
Storefront Products Adapt to New Demands

onsumers are ready to start shopping again, forecasts indicate,
meaning architects, too, are back
shopping—for materials that allow them
to create glass storefront products.
The National Retail Federation forecasts a 4.1-percent increase in sales for
2014, up from 3.7 percent growth in
2013. As a result, of this growth, store
construction is finally ready to turn the
corner, following steep declines from
2008 through 2010, according to
Robert Murray, vice president of economic affairs for McGraw Hill Construction. Murray predicts a 17-percent gain
in retail construction in 2014 from

Photo: © CJ Berg

C

2013, with the start of some outlet mall
projects and projects from a few major
retailers, but extreme discounters seeing much of the rise.
“As the economy improves, retailers
are investing more money in construction, both with new stores and remodeling existing stores,” agrees Elizabeth
Cotton, product manager, storefronts, entrances and framing, for Kawneer Co. Inc.
in Norcross, Ga.
“With a strengthening economy and
measurable growth in most construction sectors, we have observed a considerable increase in the demand for
storefront systems,” adds Gerald Hen-

42

Experts predict retail projects, such as the Weeks Automotive/Danbury Audi
in Danbury, Conn., which features Kawneer’s Trifab® VersaGlaze® 451T
framing system and 190 narrow stile door, may be a growth opportunity for
the glazing industry.
USGlass, Metal & Glazing | March 2014

drick, president of C.R. Laurence’s U.S.
Aluminum division in Waxahachie,
Texas. “We’re seeing an influx in new
budgets and project starts, which is encouraging for the entire industry.”
Jack Williams, director of product marketing for EFCO Corp. in Monett, Mo.,
cautions, however, that while retail construction appears to be forecasted to increase on a national scale, “we are
seeing this demand vary regionally
across the United States.” Williams
notes, “retail is only one piece of our
storefront business however, as a portion
of our storefront is ‘pulled through’ on
projects that feature our other product

lines. Based on both of those segments,
we feel we will continue to enjoy strong
storefront demand in 2014.”
To accommodate the increased demand, Hendrick explains that his company has doubled its manufacturing
capacity, expanding its production footwww.usglassmag.com
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prints on both coasts and in the Midwest. He adds, “We’re seeing more and
more glazing contractors expand their
businesses into the storefront market.”
Cotton sees that new projects tend
toward outdoor malls versus enclosed
malls, which, she says, “forces retailers
to be more aware of their brand image,
thus adding to the need for customization. These factors are driving an increase in the demand for storefront
products. Retailers want high-performing products that deliver a clean look
and let in a lot of light, but still fit within
their budget. Storefront products are an
excellent fit for these applications.”
Hendrick elaborates. “Storefront upgrades historically have served as one of
the most economical and effective ways
to revamp and rebrand a building front,”
he says. “For interior applications and regions where air and water infiltration
aren’t primary concerns, owners and architects have increasingly opted for the
contemporary design aesthetics of all
glass storefronts. The increased desire
for unobstructed views and open concept
designs also has led to broader demand
for bi-folding glass walls and stacking
partition systems that can ultimately disappear when open.”
Many of these outdoor malls are selecting a glass system to help bring in
natural light. According to information
from McGraw Hill Construction’s Green
Retail and Hospitality SmartMarket Report 2013, decreasing energy usage is
one of the biggest benefits driving
green in the retail sector. The company’s Dodge report as of October
2013 saw a $1 billion or 5-percent increase in green activity in the retail sector compared to the prior year.
To meet this demand, manufacturers
are rolling out new high-performance thermal storefront products, among others.
On a smaller scale, some glass storefronts are seeking to seriously shake up
the way retailers use their glass by giving
window shopping an entirely new meanwww.usglassmag.com
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ing. Case in point: in November 2013,
Westfield Labs, the San Francisco-based
arm of the shopping center developer
Westfield Group, partnered with eBay Inc.
to unveil three digital storefronts at Westfield San Francisco Centre. Consumers
were invited to touch and interact with digital storefronts to select and purchase
more than 100 products. Visitors were invited to walk up to each digital storefront
window, touch the glass and begin shopping. After shoppers selected items they
could proceed directly to checkout by
pushing the order to their mobile phone
and paying with PayPal or using a guest
checkout with credit or debit card. Sony,
one of the three featured retailers, showcased its technology innovation by powering all three digital shorefronts with its
projection hardware.
Glass that begs the user to “touch,
don’t look” remains a small niche today,
but is growing by leaps and bounds—
and swipes (see December 2013
USGlass, page 40).
“This area of retail has been steadily
growing for a couple years now,” says
Karmen Nim, operations assistant for
Screen Solutions International, a Rocklin, Calif.-based manufacturer of custom projection surfaces and touch
screen displays. “We get daily requests
for samples and quotes from retailers
large and small. A few years ago, we
worked with Macy’s and Tommy Hilfiger
on a storefront window project in New
York and Chicago. Since then, we have
worked with many retailers to launch
their first digital storefronts with touch
films and projected images.”
Retailers are making use of rear projection and anti-glare films to display images
that attract attention and offer a new way
to interact with foot traffic, Nim explains.
It’s a niche that’s taking the explosive
growth of online sales and combining it
with good old fashioned foot traffic in a
way from which the glazing industry
stands to benefit.
—Megan Headley
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#13 Architectural Wall
Systems Co.
West Des Moines, Iowa
www.archwall.com
President/CEO: Mike Cunningham
Years in business: 22
Number of employees: 130
Locations: 2
2013 annual commercial sales:
$44 million*
#14 Crown Corr Inc.
Gary, Ind.
www.crowncorr.com
President/CEO: Rich Pellar
Years in business: 54
Number of employees: 150
Locations: 3
% commercial work: 100
2013 annual sales: $37 million
Backlog change? Increased 15 percent
#15 Ajay Glass Co.
Canandaigua, N.Y.
www.ajayglass.net
President/CEO: Steve Stathopoulos,
president; Demetrios Stathopoulos, CEO
Years in business: 55
Number of employees: 130
Locations: 2
% commercial work: 100
2013 annual sales: $35.5 million
Backlog change? Increased 1 percent
#16 Cherry Hill Glass Co. Inc.
Branford, Conn.
www.cherryhillglass.com
President/CEO: Kevin O’Neill,
president
Years in business: 23
Number of employees: 85
Locations: 2
% commercial work: 95
% residential work: 5
2013 total annual sales: $31 million
Backlog change? Increased 5 percent
#17 SPS Corp.
Apex, N.C.
www.spscorporation.com
President/CEO: Mike Russo,
president/CEO; Christopher J. Craney,
owner/CFO
continued on page 44
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continued
from page 43

Build a Better Wall

Collaboration Brings Breakthrough Curtainwall Technology to Life

“My company was able to facilitate a
test in half the time it would take for
Dow Corning or Guardian and, since the
costs were shared, each of us was able
to avoid a considerable percentage of
the cost.”

Piece by Piece

Collaboration was key when it came to the efforts of BISEM-USA, Dow Corning
and Guardian to create a vacuum-insulated, thermal curtainwall system.

ometimes all it takes is team work
to bring an idea to fruition. Such
was the case when it came to the
development of the new BISEM Vacuum Wall™, the first successfully tested
vacuum-insulated, high-performance
thermal curtainwall system. BISEM-USA
worked collaboratively with both Dow
Corning and Guardian Industries on the
project. All three groups say it’s the first
structurally glazed unitized curtainwall
in North America using vacuum insulation technology to undergo industry-recognized and accepted independent
performance testing for air and water
resistance, and structural, seismic and
thermal performance.
“The next generation of building en-

S

44

USGlass, Metal & Glazing | March 2014

velopes will drive how energy efficient
buildings are designed,” says Nick
Bagatelos, president of BISEM-USA and
Bagatelos Architectural Glass Systems.
“My company does not have the resources or expertise to develop new
building materials. However, since [we
are] nimble and adept at curtainwall design, I can rapidly adapt new building materials into complete working systems.”
But he could not do it alone.
“Collaboration is the key to success,”
says Bagatelos of the project, which
began almost a year ago. “The largest
challenge is usually associated with the
difficulty of large corporations to make
rapid decisions and spend R&D funds
early in product development,” he says.

The collaboration began when Dow
Corning sales representative Chris
Combs introduced Bagatelos to the company’s new Architectural Insulation Module, which features its Vacuum Insulation
Panel (VIP).
Stanley Yee, a facade design and construction specialist with Dow Corning, explains that the AIMs are the glass
spandrels on the curtainwall itself.
“These provide increased thermal performance characteristics within a slim profile. The unitized curtainwall system was
designed to accommodate a triple-glazed
unit so the AIMs fit into the glazing
pocket. The glass and the AIMs were
structurally glazed with 983 shop-applied
structural sealant,” says Yee. “The recently
launched DefendAir 200 fluid applied airwater barrier was used to coat the plywood on the test chamber. Being in a
seismic zone (and testing to account for
it), the Silicone Transition System (STS)
was used as a the transition flashing between the curtainwall and the mockup
chamber, with 791 completing the link between the DefendAir 200 and the STS.”
Part of the project included the development of a prototype.
“We began the process with our core
system that has a hearty thermal break
and has an integral UL-approved wiring
system,” says Bagatelos. “We redesigned
elements of the system to accommodate
the exceptional performance values of
the vacuum insulated glass and panels.
This involved cutting several new dies,
working with regional fabricators to build
the glass units, and working with a certified testing lab to qualify all of the testing
procedures.”
continued on page 46
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Only from Quanex Building Products

Super Spacer® TriSeal™
It takes on the toughest commercial glazing demands,
including silicone structural glazing.

• Capital Reforma Condo and Hotel
Mexico City, Mexico

Robust

• IG fabricator Millet Industria
de Vidrio
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rigid spacer
systems
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• Appx. 400,000
400,00 sq. ft. IG made with
Super Spacer®
Space TriSeal™

Compensates for
common glazing
stresses found in
extreme climates,
including wind loads,
snow loads, driving rain
and widely fluctuating
temperatures

Super Spacer® TriSeal™ silicone foam, warm edge spacer system. The standard for
the most demanding commercial insulating glass installations.
• Structural Strength for heavy laminated glass in floor-to-ceiling and wall-to-wall sizes
• Proven Durability with triple edge seal construction to maximize IG life
• Thermal Performance with extremely low U-factor to reduce energy costs in all climates
Make Super Spacer TriSeal your standard for cost-effective, sustainable commercial IG.
Get the best in aesthetics, energy efficiency, strength and durability for your next architectural glazing
project with Super Spacer TriSeal.
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Quanex.com/architect
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continued
from page 44

Build a Better Wall

Having selected the insulation technology for the wall spandrel, Bagatelos
next looked to Guardian Industries for
complementary vision glass options.
Guardian developed a prototype for the
system combining its vacuum-insulating
glass (VIG) product with SunGuard SuperNeutral® 68 low-E glass coating to
meet the challenging requirements of
commercial high-performance wall installations. The VIG product is currently
under development and Guardian has
plans to commercialize it in the future.

Up for a Test

Next the curtainwall was developed
through a system approach, providing
thermal performance and also meeting industry established performance criteria
for air- and water-resistance, and structural and seismic performance. BISEM
contracted with Architectural Testing Inc.
to conduct performance testing on the
vacuum wall system mockup. Actual structural tests and validated thermal modeling confirmed that the curtainwall would
remain in place on the building for both
specifically prescribed and overload conditions, without over deflecting, while also
providing a complete envelope that defends against air and water infiltration and
can meet stringent thermal performance
goals. The system was tested in accordance with the American Architectural
Manufacturers Association (AAMA) 501.
Bagatelos says tests are usually surprising, “so I don’t think we learned anything special during the test procedure.
What we do learn every test is how to install the system correctly. Tests usually

continued

show mistakes that were made in design,
fabrication and erection. We are diligent
about using these lessons learned.”
“As with all new technologies, early
adopters face the risk of the unknown—
and construction specifiers can be a
risk-averse group,” says Charlie Zimmer, Dow Corning’s global program
manager for high performance insulation. “With a tested, proven solution,
the risk is minimized.”
Collaboratively designing and testing
with technologies backed by proven, warranted performance led to a fully integrated solution, according to Chris Dolan,
director of commercial glass marketing for
Guardian Industries.
“Collaboration is what the industry
needs,” Dolan says. “Working together
helps mitigate risk.”
He continues, “The opportunity to partner with BISEM was Guardian’s first attempt at a VIG product for a commercial
application. This required resources dedicated to ensure the appropriate prototype
was produced. The VIG prototype was produced at Guardian’s Science & Technology Center.”
According to Dolan, SunGuard SN 68 allowed the VIG prototype to meet expected
thermal performance, exceeding energy
efficiency levels demonstrated by traditional double- and triple-glazed insulating
glass units.
Dolan points out two key challenges.
“The first challenge was producing VIGs
in sizes close to commercial window requirements. Guardian has produced
many residential size VIGs (< 10 ft2), but
VIGs approaching 20 square feet were re-

A Closer Look

he BISEM Vacuum Wall system brings together Dow Corning and Guardian
products, along with frame, gasketing and thermal break. It features removable rigid components with good thermal properties. The test chamber walls also utilized Dow Corning® DefendAir 200 liquid-applied silicone air
and weather barrier on wall substrates, along with it Silicone Transition System
to ensure a weathertight transition between the curtainwall and the surrounding chamber wall substrates, allowing the test specimen to be readily isolated.
In addition, the project includes products from both View Glass and First Solar,
incorporating electrochromic and photovoltaic glass integrated into the wall.

T
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quired for the high performance wall,”
says Dolan. “The second challenge was
making the VIG with 6-mm glass to meet
commercial window wind loads and pressure requirements. Our company has successfully tested its VIG product against
residential architecture standards, but
commercial standards were an unknown
prior to the project. Meeting these durability requirements was a key success for
the research and development team”
The completed wall consists of both vision and spandrel areas, with the
Guardian product as the vision glass, and
the Dow Corning product for spandrel.
Successful completion of this high-performance curtainwall is a testament to the
potential for energy-efficient façades and
glass systems – and the potential of collaborative projects.
“Six months ago, the BISEM Vacuum
Wall was a new product and an idea,”
Bagatelos says. “Now, it’s a ready-to-go
product that’s been tested and vetted by
an independent laboratory.”
Yee adds, “Codes are having an impact
on performance requirements for the
building enclosure and are calling for better performance characteristics. These
calls can (and should) be responded to
positively and pro-actively—viewed as an
opportunity.
“As owner/occupant demand for better buildings and improved comfort escalate, greater awareness will give rise
to a higher need to build better air,
water, thermal control layers and their
integration to the built environment as a
whole. Solutions that are commensurate and consistent with existing practices are available and we, as an
industry, can look upon these as opportunities to embrace and propel our
industry forward. This will provide us
with the platform to launch forward to
think big and impart step-change.”
According to Bagatelos, the wall is
now commercially available, as are the
test results. He adds that a white paper
will be published in the second quarter
of this year.
—Ellen Rogers
www.usglassmag.com
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A Barrier to Fire.
Not Inspiration.

Fire-Rated Aluminum
Window And Door
Systems

Photo: Sarasota Memorial Hospital.

For beauty, the best in
safety and design flexibility
look to Aluflam. Built to
blend effortlessly with
non-rated storefront and
curtain wall systems, our
virtually limitless portfolio
includes true extruded
aluminum vision doors,
windows and glazed walls
fire-rated for up to 120
minutes. You’ll see why
we’ve become the favorite
of architects and installers
alike. Aluflam gives you
a barrier to fire, not
inspiration.

Key Glass (#35) enjoyed a healthy backlog increase in 2013 as well as project
work such as the Sarasota Memorial Hospital in Sarasota, Fla.

Years in business: 32
Number of employees: 104
Locations: 2
2013 annual sales: $30 million
Backlog change? Decreased 15 percent
#18 Heinaman Contract
Glazing
Lake Forest, Calif.
www.heinaman.net
President/CEO: John Heinaman,
chairman/CEO; Tom Howhannesian,
president.
Years in business: 26
Number of employees: 90;
Locations: 2
2013 annual sales: $30 million*
#19 National Enclosure
Company LLC
Pontiac, Mich.
www.nationalenclosure.com
President/CEO: David Sauld, president
Years in business: 4.5
www.usglassmag.com

Number of employees: 100
Locations: 4
% commercial work: 100
2013 annual sales: $29.9 million
Backlog change? Decreased
27 percent
#20 - Tie
Progress Glass
San Francisco, Calif.
www.progressglass.com
President/CEO: Tom Burkard
Years in business: 75
Number of employees: 105
Locations: 2
% commercial work: 80
% residential work: 20
2013 total annual sales:
$26 million
Backlog change? Decreased by
20 percent

continued on page 48

Aluflam USA
Phone 714-899-3990 | Fax 714-899-3993
Email info@aluflam-usa.com
www.aluflam-usa.com
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continued
from page 47

Champion Metal & Glass Inc.
Hauppauge, N.Y.
www.championmetalglass.com
President/CEO: Ali Ghahremani
Years in business: 20
Number of employees: 124
Locations: 1
2013 annual sales: $26 million
Backlog change? Increased by
15 percent
#21 LCG Facades
Salt Lake City, Utah
www.lcgfacades.com
President/CEO: Gary Dabb
Years in business: 7
Number of employees: 135
Locations: 1
% commercial work: 100
2013 annual sales:
$24 million
Backlog change? Increased by
10 percent

Listed at #25, Koch Corp. of Louisville, Ky. has seen business continue to grow.
The company was the contract glazier on the Great Hall in Des Moines, Iowa.

#22 – Tie
Giroux Glass Inc.
Los Angeles, Calif.
www.girouxglass.com
President/CEO: Anne-Merelie Murrell,
CEO; Robert Bruckhammer, president.
Years in business: 68

Number of employees: 107
Locations: 4
% commercial work: 77
% residential work: 23
2013 total annual sales: $23 million
Backlog change? Increased by
50 percent

Gadgets for Glaziers On the Go

echnology is changing at lightning speed and even a
sophisticate like James Bond would be hard pressed
to find a reason that they’re not helpful tools. They
are especially so for the contract glazier. Here’s a look at
some of the nifty tools on the market that you may want to
consider, in no particular order.

T

Water-Proof Smart Phone

Charge It

In a world of gadgets, something almost always needs
charging. The following ones can help keep the on-the-go
contract glazier up and running. This iPhone 5/5s case
(❙❙➤ www.hammacher.com) has a built-in plug for convenient charging without a cord. When all of the gadgets
need to be powered up—or recharged—at the same time
that’s where the portable power bank comes in. The
Paick Sleek (❙❙➤ www.coolest-gadgets.com) comes with
an attached microUSB cable and handle for easy portability. It offers 6,000mAh that can be channeled to thirsty
devices thanks to an attached micro USB/USB cable
which is capable of doubling up as a handle to hook it to
other items such as pants and bags.
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Photo: Custom USB

Self-explanatory, especially if you work on projects near
water—fountains, water-front property—or in areas with copious amounts of rain.
❙❙➤ www.waterproof-smartphones.com

USB Pens and Watches

While most people have a smart phone—which can provide the time and save information—it never hurts to have
a backup of that file, especially when traveling.
USB pens are available from different suppliers, including
❙❙➤ www.customusb.com. USB watches are not quite as common as USB pens, but can also be purchased online via retailers such as ❙❙➤ www.amazon.com.
www.usglassmag.com
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Egan Co. d/b/a/ InterClad
Plymouth, Minn.
www.eganco.com
President/CEO: James Malecha
Years in business: 15
Number of employees: 75
Locations: 1
% commercial work: 100
2013 annual sales:
$23 Million
Backlog change? Increased by
15 percent
R&R Window
Contractors Inc.
Easthampton, Mass.
www.rrwindow.com
President/CEO: Roger A. Fuller
Years in business: 36
Number of employees: 97
Locations: 1
% commercial work: 100
2013 annual sales: $23 million
Backlog change? Remained the same.
#23 Alexander Metals Inc.
Nashville, Tenn.
www.alexandermetalsinc.com
President/CEO: Alec T. Estes
Years in business: 22
Number of employees: 97
Locations: 1
2013 annual sales:
$22.4 million
Backlog change? Increased 13 percent
#24 TEPCO Contract
Glazing Inc.
Dallas, Texas
www.tepcoglass.com
President/CEO: William C. Keen, PE
Years in business: 32
Number of employees: 90+
Locations: 2
% commercial work: 100
2013 annual sales:
$19 million
Backlog change? Increased by
25 percent

Number of employees: 74
Locations: 1
% commercial work: 100
2013 annual sales:
$16.7 million
Backlog change? Increased by
30 percent

#25 Koch Corp.
Louisville, Ky.
www.kochcorporation.com
President/CEO: Benjamin Feinn
Years in business: 78

#26 Modern Mirror & Glass Co.
Roseville, Mich.
www.modernglass.net
President/CEO: Paula Zeoli
Years in business: 69

www.usglassmag.com

Number of employees: 75
Locations: 1
2013 annual sales:
$16 million
#27 - Tie
Aragon
Construction Inc.
Montclair, Calif.
www.aragonconstruction.com
President/CEO: Joe Aragon
continued on page 50
March 2014 | USGlass, Metal & Glazing

49

Product Information
© 2014 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

LIST

THE

BIG

Contents

Zoom Fit

Search

+

Archives

–

I<

E-Mail

<

>

>I

Subscribe

continued
from page 49

Sharp Ideas for the Jobsite
ho knew the Sharper
Image had so many handy
tools, gadgets and gizmos?
Whether you’re on the road or in the
field, here are a few items available
through a nearby retailer or online
that might come in handy.

W

Steering Wheel Bluetooth Speakerphone

For years, states have had laws banning the use of cell phones while driving, though some allow the use of hands-free devices. If wearing your Bluetooth makes you uncomfortable, give the steering wheel Bluetooth
speakerphone a try.

Can You Hear Me Now?

Jobsites, trade shows or even just around the office, background noise can
sometimes drown out what you want or need to hear. For day-to-day or even
just occasional use, the personal audio enhancer to amplify what you need to
hear might be the ticket.

12-in-1 Survival Tool

This essential piece of survival equipment generates emergency power
when you need it—enough to power-up your cell phone. Crank the handle and
charge up the battery for a full 45 hours of flashlight use. Contains a panic
alarm, LED flashlight, digital FM radio, motion activated security alarm, red
emergency flasher, cell phone charger, AC charging adapter input, compass,
self-charging hand crank, signal mirror, thermometer and lanyard.

Smartphone Personal Item Locator

50

If you’re prone to misplacing often-used items
such as your keys, maybe the Smartphone Personal
Item Locator can help. Turn your iPhone or any other
smartphone into your private detective to track down
all those things you typically have trouble finding by
downloading the free CobraTag™ app from your
smartphone’s app store and attaching the Personal
Item Locator “tag” to anything that keeps getting
away from you. When any tagged item gets too far
away from your smartphone The Personal Item Locator sends you an alert, then tracks the item down
by GPS and lets you know where it is.
USGlass, Metal & Glazing | March 2014
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LCG Facades, listed at #21, was the
contract glazier on the Salt Lake
City’s Public Safety Building, which
features a photovoltaic glass canopy.

Years in business: 13
Number of employees: 80-90
Locations: 1
% commercial work: 100
2013 annual sales:
$15.5 million
Backlog change? Increased by
68 percent
Metropolitan Glass Inc.
Denver, Colo.
www.metroglass.com
President/CEO: Michael Smith
Years in business: 50
Number of employees: 75
Locations: 1
% commercial work: 100
2013 annual sales: $15.5 million
Backlog change? Same
#28 Juba Aluminum
Products Co. Inc.
Concord, N.C.
www.jubaproducts.com
President/CEO: Janna J. Riley,
president; John Juba, CEO
Years in business: 21
Number of employees: 100
Locations: 1
% commercial work: 100
2013 annual sales:
$15 million
Backlog change?
Slight increase.
www.usglassmag.com

#29 Crawford-Tracey Corp
Deerfield Beach, Florida
www.crawfordtracey.com
President/CEO: Raymond Crawford
Years in business: 58
Number of employees: 75
Locations: 2
% commercial work: 85
% residential work: 15
2013 total annual sales:
$12.1 million
Backlog change? Increased by
60 percent

#30 Specified Systems Inc.
Canonsburg, Pa.
www.specifiedsystems.com
President/CEO: William K. Wilson
Years in business: 22
Number of employees: 29
Locations: 2
% commercial work: 98
% residential work: 2
2013 total annual sales:
$11.5 million
continued on page 52
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continued
from page 51

Backlog change? Decreased by
6 percent
# 31 ACE Glass
Construction Corp.
Little Rock, Ark.
aceglass.net
President/CEO: Courtney Little
Years in business: 28
Number of employees: 80
Locations: 2
% commercial work: 87

% commercial residential: 13
2013 total annual sales:
$11.4 million
Backlog Change? Increased by
15 percent
#32 – Tie
Hale Glass Inc.
Placentia, Calif.
www.haleglass.com
President/CEO: Gloria Hale
Years in business: 36

Number of employees: 52
Locations: 1
% commercial work: 100
2013 annual sales:
$11 million
Backlog change? Increased by
102 percent
Bacon & Van Buskirk
Champaign, Ill.
www.bvbglass.com
President/CEO: Rod Van Buskirk

What Keeps Contract Glaziers Up at Night?

A weak or stalled economy.
Margins remain low.

—TSI

—Enclos

Foreign suppliers/subcontractors artificially reducing prices
to gain market share.
—W&W

You can never be quite certain of the strength of the economy, however it does not appear that there are substantial
threats looming on the near horizon.
—Architectural Glass & Aluminum
We are concerned that our services will forgo quality and innovation for the sake of cost.
—seele Inc.

Suppliers keeping up on orders/lead time.
—Massey’s Plate Glass

Pricing in the market place remains extremely aggressive.
—Crown Corr
Lead times are increasing for glass, as well as pricing.
—Ajay Glass

This small rebound in activity is creating overexcitement
with hiring and recruiting, so retaining employees will be
difficult after such a “long winter.”
—National Enclosure Company LLC
Pricing volatility.

—Cherry Hill Glass

There was a record number of tower cranes in San Francisco in 2013; not sure if that is going to happen again.
—Progress Glass
Inexperienced labor, shifting competition. —LCG Facades

We are challenged with finding quality new hires who are a
cultural fit for our company.
—Giroux Glass
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Whether margins will come back to where they were before
the decline and where they should be at considering the increase in projects. Also whether there will be enough trades
people to handle the upswing.
—Eagan Co.

The true costs for the Affordable Care Act may drag down
the economy.
—TEPCO

There are still too many bidders on the jobs and this keeps margins very low—too low to invest in the industry. Also, health care
mandates are adding a large cost to the business. —Koch Corp.
Decrease in publicly funded projects.
—Aragon Construction Inc.
Federal government.

—Crawford-Tracey

A slowing pace in payment on contracts underway. This creates a cash flow problem.
—Specified Systems Inc.
Our stupid government.

—Bacon & Van Buskirk

The economy in general is still touch and go. —Hale Glass

General U.S. economy pessimism. —Window Consultants
Contractors bidding with a slim profit margin.
— Curtis Glass Company
Price increases, material lead times and labor shortage.
—Key Glass LLC
Employees.

—Palm Beach Glass Specialties Inc.

Obamacare, tax increases, inflation.
— Forno Enterprises Inc.

www.usglassmag.com
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Azon Saves Energy
Backlog
Changes

➦

Of the companies reporting their 2012
to 2013 backlog changes, the majority
reported increases for the year.
Increased ................24 companies
Decreased ..................7 companies
Stayed the same ........2 companies

Top Four
Companies
Reporting
Biggest Backlog
Increases

Hale Glass ..................102 percent
Aragon Construction ....68 percent
Tie: Crawford-Tracey
and Key Glass ..............60 percent
Giroux Glass ..................50 percent

➥

Daylighting systems produced with Azon structural

Top Four
Companies
Reporting
Biggest Backlog
Decreases

thermal barrier technologies—the MLP™ or
Dual Cavity—for aluminum windows and high
performance glazing components for insulating glass,
will yield a fenestration system capable of upholding
the highest efficiency and sustainability standards

seele ..................................48 percent
National Enclosure Co. ....27 percent
Tie: Progress Glass and
Window Consultants ........20 percent
SPS Corp. ..........................15 percent

Contact us to learn about the
role of Azon thermal barriers in
energy conservation.
1 LU/HSW

Years in business: 77
Number of employees: 49
Locations: 2
% commercial work: 75
% residential work: 25
2013 total annual sales:
$11 million
Backlog change? Increased by
10 percent
#33 Window Consultants Inc.
Owings Mills, Md.
www.window-consultants.com
President/CEO: Steve Downing
Years in business: 24
www.usglassmag.com

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

Number of employees: 20
Locations: 1
% commercial work: 100
2013 annual sales:
$9.5 million
Backlog change? Decreased
20 percent
#34 Curtis Glass Company
Troy, Mich.
www.curtisglass.com
President/CEO: Robert D. Luscombe
Years in business: 27
Number of employees: 30

Locations: 1
% commercial work: 100
2013 annual sales: $9 million
Backlog change?
Increased 10 percent
#35 Key Glass LLC
Bradenton, Fla.
www.keyglass.com
President/CEO: Greg Burkhart
Years in business: 22
Number of employees: 40
continued on page 54
March 2014 | USGlass, Metal & Glazing

53

Product Information
© 2014 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

LIST

THE

BIG

Contents

Zoom Fit

Search

+

Archives

–

I<

E-Mail

<

>

Subscribe

continued
from page 53

Contract Glaziers are Optimistic About …

Increases in new project activity, especially on the West Coast.
—Enclos
The construction market will continue to grow.
—Juba Aluminum Products

There are many more opportunities to work on quality projects
with successful design-build teams.
—W&W

Demand for class-A commercial office continues to be
strong in our core markets, as well as high-rise residential.
—Architectural Glass & Aluminum
To create further architectural landmarks.

Increases in margins.

—seele Inc.

—Massey’s Plate Glass

There is an increasing amount of solid, large opportunities
currently out for bid and/or in the pipeline to bid in the next
six to eight months.
—Crown Corr
Work in the commercial sector remains strong and should
continue into next year.
—Ajay Glass

It appears the commercial market is rebounding and more
opportunities are in 2014. This is a very gradual build back.
—National Enclosure Company LLC.

There is more activity in the architects’ offices; this should
translate into more opportunity for our trades.
—Cherry Hill Glass
We are still seeing a lot of requests for quotes going into
the first of the year.
—Progress Glass
Steady growth is expected.

>I

—LCG Facades

The business climate has improved nationally and the general overall market has specifically improved in construction.
—Giroux Glass

The increased size and number of potential projects on the
horizon.
—Egan Company
The commercial construction market is improving. Bidding
activity is up.
—TEPCO
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Go to
www.saf.com
Order ALUMINUM
SHEET & EXTRUSIONS NOW!

Photo: Brad Feinknopf.

Online pricing.

National Enclosure Co. (#19) kept busy with projects such
as the John and Frances Angelos Law Center at the
University of Baltimore Law.

Locations: 1
% commercial work: 90
% residential work: 10
2013 total annual sales:
$8.1 million
Backlog change?
Increased 60 percent
#36 Palm Beach
Glass Specialties Inc.
West Palm Beach, Fla.
www.pbglass.com
President/CEO:
Jodie Kenney
Years in business: 26
Number of employees: 32
Locations: 2
% commercial work: 60
% residential work: 40
2013 total annual sales:
$7.8 million
Backlog change?
Increased by 10 percent
#37 Forno
Enterprises Inc.
Trout Creek, N.Y.
www.usglassmag.com

www.fornoenterprises.com
President/CEO:
Mike Spaccaforno
Years in business: 26
Number of employees: 24
Locations: 1
% commercial work: 99
% residential work: 1
2013 total annual sales:
$7.5 million
Backlog change?
Increased by 25 percent
#38 Glasstra
Aluminum Inc.
Catano, Puerto Rico
www.glasstra.com
President/CEO:
Jose Manuel Trapote
Years in business: 35
Number of employees: 52
Locations: 2
% commercial work: 100
2013 annual sales:
$5.2 million
Backlog change?
Increased 20 percent ■

A
Ask
sk aabout
bout our:
our :

Nex t Day Out E x trusions Ser vice

Nex t Day Out Fabricating

ACM Panel E x trusions

NO FREIGHT or SURCHARGES
over 100lbs.

SAF Atlanta: 800-241-7429
SAF West: 866-660-6627
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The Städel Museum in Frankfurt,
Germany, was seele sedak’s first
application using its cold bent
glass process.
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Coldplay
From Design to Testing to Installation,
Experts Weigh in on Cold-Formed Glass

W

by Ellen Rogers

Photo: © Norbert Miguletz

hat else can you do with
glass?”

56
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It’s a question that architects seem to
ask continually. Requests have led to
oversized, ultra-thin, super-transparent
glass, among various other developments. Among the emerging technologies quietly coming on board is a
technique that involves bending glass.
Bent glass itself is nothing new. Probably the most common method involves hot bending, where the glass is
curved or slumped in an oven. There
are other means, though, by which the
glass can be formed. Warm bending
consists of forcing cold plies into shape
in an autoclave before laminating; having a stiff interlayer is what helps maintain the shape. There is also the cold
bent method where panels are forced
into shape on site, either clamped in a
frame or under self-weight.
Rob Vandal, vice president, systems
innovation for Auburn Hills, Mich.based Guardian Industries Corp., says
architects are exploring cold bending options, in addition to thermal bending.
“The relatively new technique can reduce the overall cost of the application,
and involve [al]most any coated glass,”
says Vandal, whose company produces a
heat-treatable, high performance glass
that can be thermally bent. “The technique was first explored with solar applications (glass under 1.5mm thick), but
has now expanded into other segments.”
Cold-bending projects are rooted in
Europe, where design and engineering
firms have been exploring the technology for some time. Niccolo Baldassini, of
the Paris-based firm RFR, presented on
the concept of cold-bending at Glass Performance Days (GPD) in Tampere, Finland in 2009. He noted that the firm has
been exploring the technique since the
early 1990s as an alternative method for

creating curved surfaces. The process,
though, is not without a place in U.S. architectural projects. In fact, the San
Francisco Public Utilities Commission
(SFPUC), designed as a joint venture by
KMD Architects and Stevens Architects,
features cold-formed units installed by
Benson Industries (see June 2013
USGlass, page 60).
“As you build the frame in the shop the
glass is built out of square and as you install it the units are intentionally warped
and anchored to the building,” says Jeff
Rosenberg, SFPUC project manager at
Benson, who explained this creates a
curved glass detail; the out-of-square
components have to be anticipated.
For many, cold-bending may be a
new technology, but it’s one drawing
considerable interest. It can provide
both a unique aesthetic as well as cost
savings compared to more traditional
techniques. As architects continue to
seek new design methods, contract
glaziers, likewise, will also need to prepare for what may be in store.

Design Solutions

The San Francisco office of architectural firm Skidmore Owings and Merrill (SOM) is one firm that has
familiarity with a couple of cold-bent
glass projects. But ask Keith Boswell,
FAIA, SOM’s technical director, why his
company did it and you’ll learn that
cold bending was not part of the initial
design intent.
“We didn’t start in the design phase
thinking that bending glass was the primary objective. It was a solution to
achieve the form and geometry of the
proposed building concept design,” says
Boswell. “For us the evaluation of
whether to cold- or hot-bend the glass
did not enter the picture in the early design phase.”
When the firm started with the first
www.usglassmag.com
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One of the benefits of cold-formed glass, such as in the Strasbourg Railway Station in France, is that it can help reduce
or minimize visual distortion common in other types of glass.

Photo credit: Keith Boswell/ SOM

cold-formed project, Boswell says they process is the elimination of visual dis- the composite glass/interlayer laminate
began with a very conservative approach. tortions that are inherent in, and com- permanently retains its geometric cur“The framing approach consisted of monly associated with, traditional vature,” he says.
two layers, a stick backbone system that heat-bent glass,” he says. “With cold
defined geometry tracery lines and bending, it is possible to achieve a Rigorous Requirements
then a unitized frame with glass which smooth, almost distortion-free, curved
No special testing is currently reattached to the aluminum backbone. glass surface. The main limitation of quired for cold bent applications. ComThe conservative part was utilizing the process is the allowable bending ra- panies, however, are diligent in
structural silicone to attach the glass dius, which has to be reviewed … on a conducting their own test protocols.
and also detailing a captured alu- project-to-project basis. It freezes the
“We conduct comprehensive quality
minum glazing frame on the outside. physical properties of the raw glass and development tests in our laboratory
This provided redunand at our test site,” says
dancy during the glass
Pannwitz. “In addition
mockup and tests, as
to theoretical verificawell as over the life of
tions relating to the
the building if there
properties of glass
when subjected to all
were quality issues,”
major loads (dead
says Boswell. “The
weight, wind, snow, perglass attachment had a
sons, etc.), we use
primary and equivamodel facades featuring
lent secondary method
original sheets to ascerto hold the bent glass
tain their load-bearing
in place. We recognize
capacity and their wind
that flat glass which is
and impact resistance,
bent has a memory
e.g. with pendulum imand is constantly trypacts and sandbag iming to get back to flat.”
pacts followed by tests
Speaking of the aesof residual load-bearing
thetics in such projects,
he adds, “The building SOM built a test rig to see how far glass could bend before it would capacity, if required and
monitored by external
enclosure composition break.
and geometry design
experts.”
studies resulted in a 3-dimensional sheet, because unlike in hot-bending,
Pannwitz says his company’s test site
form—not flat. To achieve the 3-dimen- cold-bending doesn’t create a change in features a glass facade testing stand (up
sional (x, y and z) enclosure required ei- structure but only a change in shape. to approximately 120 square meters),
ther a ‘formed’ glass panel along with a This enables structural planning cer- used first for measuring deformation
review of glass size or to triangulate the tainty even when dealing with highly during structural and dynamic tests,
and secondly for establishing whether
glass and add additional joinery. Trian- unusual shapes.”
For their projects, Pannwitz says his a facade is both airtight and watertight.
gulation was not visually satisfying from
“The latter involves structural tests
company fixes two or more lites of glass
a visual design perspective.”
Maic Pannwitz, sales manager with and a specialty interlayer against a frame- using a vacuum chamber and dynamic
seele sedak in Germany, has also been work at room temperature before lami- wind load tests involving an aircraft
involved with similar projects. “One of nating the layers together in an autoclave.
the key advantages of the cold bending
continued on page 58
“Once laminated in the autoclave,
www.usglassmag.com
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Coldplay
continued from page 57

propeller,” he says. “A climatic chamber
for material samples is used during
long-term testing to simulate the impact of changing weather conditions.”
Boswell agrees that research and testing
are critical.
“Before we go into actual work with an
enclosure contractor we always research
and, when necessary, test atypical conditions when we can’t point to other similar
built examples,” he says.
As an example, he points to SOM’s first
project utilizing cold-bent glass, which was
designed and constructed about eight
years ago.
“At that time, we could not find any historical information, built examples, etc.
and so we enlisted a specialty glass engineer, Leon Jacob [of the Australian consulting and engineering firm Jacob &
Associates].We had collaborated with him
before on complex glass projects to assist
on computational work for glass strength
and performance material to validate that
a cold bending approach would make performance sense,” says Boswell. “We compiled strength values of glass from around
the world and used the lower values. Then
we built a test rig and we put the project

With cold bending, it is possible
to achieve a smooth, almost distortion-free,
curved glass surface.
—Maic Pannwitz, seele sedak

glass in the test rig—without framing—
and put a jack bolt on one corner of the
glass to push it out of the flat plane. The
glass panels were jacked to the maximum
bent project condition. After testing the
project bending values, the glass was bent
further and further just to see when it
would break. The purpose of the test was
to see: would the glass break? Would the
insulating edge seal tear? It was trial and
error with both the biggest and smallest
project glass panel size to see what would
actually happen and compare this to the
computational and detailing work.”

Beyond Glass

Sound complicated? Perhaps, but Pannwitz says when it comes to these application types, it’s not so much that the projects
are challenging, as it is understanding the
limitations.
“You can bend this cold glass just
upon a several radius before it

Don’t be Stuck in the Cold

hen it comes to new technologies and innovations involving glazing, the
bi-annual Glass Performance Days (GPD) offers a wealth of information.
During the 2013 staging in Tampere, Finland, Benjamin Beer, project
manager, senior façade engineer with Meinhardt Façade Technology (HK) Ltd. in
the UAE, offered a look at cold-formed glass in his presentation “Complex Geometry Facades—Introducing a New Design Concept for Cold-Bent Glass.”
According to his discussion, if a project is to incorporate “a complex geometry facade by using the cold-bending technology,” it should “happen at [an]
early stage of the project and in close collaboration with the facade consultant.” Here’s a synopsis of five steps he suggests should be followed for either
point or line support glazing in such applications.
Step 1: Calculate the degree of cold bending (warp) for all panel dimensions
as per original design intent.
Step 2: For insulating glass units (IGU) check if the degree of cold bending
is within the allowable limits of the glass supplier to ensure full warranty and
long-term durability of the edge seal of the IGU.
Step 3: Model the glass panels including support conditions using a finite element technique and apply the loads.
Step 4: Check if the tensile stresses in the glass due to cold bending and
wind loads are within allowable limits. Note that for final stress check, both
the cold bending and wind load stresses will be overlaid.
Step 5: Check if the local buckling (local warp) modes and subsequent glass
reflections are acceptable and in line with the architectural design intent.

W
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breaks,” he says, pointing out that high
quality cold bent glass can reach the
size of 10.8 feet x 49.2 feet with a
maximum bending radius of approximately R > 30 feet (9m) biaxial R TBC.
Compared to a more traditional bend,
Vandal adds there really are no immediate
changes as the glass is simply forced into
shape mechanically. He adds,“It must be a
shape and thickness that results in stresses
below design limits.”
While glass is certainly a factor, it is only
part of the system. Cold bending also
places added stresses on the various components, including sealants.
“Everyone talks about cold-bent
glass, but you have to keep in mind that
you’re bending everything else, the silicone, the glass edge seals in insulating
glass, the connections, the framing, the
air and weather seals, etc.,” says Boswell.
“You need to look at each component in
the complete assembly and review

Keep In Mind …

According to Keith Boswell, with the
San Francisco offices of Skidmore
Owings and Merrill, there are a number of design considerations when it
comes to a cold-formed application.
For one, he says the aspect ratio of
the glass is very important.
“The bigger the glass panel, the
easier it is to bend,” says Boswell.
But there are more. Here’s a quick
list of a few others to keep in mind:
1. How to frame or hold the glass;
2. What does bending mean for
glass strength characteristics “because you’re building up stress
when bending?”
3. How will it perform over a long period of time?
4. How is the glass installed in the
system?
5. Glass gets weaker with age; how
will it perform in year 25 or 30
compared to day one?
www.usglassmag.com
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bending system wide.”
Speaking of sealants, Ken Rubis, application engineering specialist with Dow
Corning explains there are a number of
considerations that should be kept in
mind, as cold forming can mean additional stresses upon the glass.
“Sealant suppliers for structural silicone
typically require that deadloads on their
sealant for both structural glazing and silicone secondary seals be kept below 1 psi,”
says Rubis. “In this case, the deadload not
only includes whatever is not supported by
setting blocks (typically all lites are supported), but the spring force that is in the
glass attempting to bring the glass back to
its flat position.”
He continues,“For the polyisobutylene
(PIB), the bender needs to be conscientious of the same glass spring forces that
are deforming the PIB and, in some
cases, potentially opening up pathways
for gas loss and moisture ingress. Excessive strain on the PIB could lead to the
units failing frost point or falling below
acceptable gas levels sooner than units
kept flat during installation.”
Jon Kimberlain, also an application engineering specialist with Dow Corning,
adds that the act of bending the glass will
induce loads into the silicone secondary
sealant that need to be factored into the
design loads of the secondary seal under
wind- and dead-loading.
“Deflection of the glass plates may not
happen in a uniform manner. It will cause
the plates of glass to move in shear, tension
and/or compression depending on the
moment of bending. This allows the primary seal of PIB to potentially move as
well,” says Kimberlain, explaining that “as
the potential deflections increase due to
the cold bending process, architects and
engineers should consider the use of advanced engineering analysis related to industry test methods to ensure that the
integrity of the airspace is maintained as
well as the structural integrity of the silicone secondary sealant and structural silicone sealant.” He adds that recent work
with finite element analysis coupled with
ASTM test standards for insulating glass
durability and structural performance
have been used to illustrate the potential
impact of cold bending.
www.usglassmag.com
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OUT OF
THE NORM
DORMS

Cougar Place Replacement Housing, University of Houston, Houston, TX Architect: PageSoutherlandPage
General Contractor: SpawGlass Installer: Gulf Star Roofing and Sheet Metal
Material: PAC Precision Series Wall Panels HWP12 — 22 GA Flush Panels — 22 GA, 8” (custom width),
PAC Continuous Cleat Coping, 050 Silver, 4070 LF

PAC-CLAD Precision Series
Horizontal Wall Panels give a sleek,
unique appearance for a new take
on student housing.
Not your typical dorm facility, this modern and bold building design
features energy-efficient sustainable design at its core.
• Direct concealed fasteners or
clip installation

• Can be specified in 12” or 16”
on center

• Repeating rib and interlocking
design provide a continuous
integrated appearance

• Can be produced to a
maximum length of 35’

• Easy, cost effective
installation in all weather
conditions

• Full palette of 38 PAC-CLAD
finishes
• ENERGY STAR and Cool Roof
colors available

• Horizontal and vertical
applications

Curves Ahead?

Cold-formed facades may still be relatively new in North America, but as architects continue to push design capabilities
the industry can expect to see increasingly
complex projects. How can the industry respond? As many agree, the construction of a successful structure must
involve communication and collaboration among all those involved, from the
architect and engineer to the fabricator
and installer.
If you’re wondering, though, if cold-

WWW.PAC-CLAD.COM I IL: 1 800 PAC CLAD
MD: 1 800 344 1400 I TX: 1 800 441 8661
GA: 1 800 272 4482 I MN:1 877 571 2025

YOUR GREEN METAL RESOURCE

forming will mean an end to thermal
processes, the answer is not likely. As Vandal puts it, “Cold-bending will never replace thermal bends, as it can only achieve
simple curves with a soft radius.” ■
Ellen Rogers is the editor
of USGlass magazine.
Follow her on Twitter
@USGlass and like
USGlass on Facebook to
receive updates.
March 2014 | USGlass, Metal & Glazing
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The
Cutting
Edge
Tech Tools Help
Glazing Contractors
Manage Increasingly
Complex Products

I

By Megan Headley

t’s a chicken-and-an-egg type scenario, you might say.Are
architects demanding that glass do more, leading manufacturers and fabricators to rise daily to the challenge of
producing glass that, for example, lets in the maximum
amount of light while reducing glare and keeping a building’s interior nice and cool? Or are glass producers becoming
savvier at creating, as another example, glass in extra wide
expanses that’s lighter than ever, inspiring architects to adopt
more and more glass into their designs?
Whichever way you look at it, the secret is (fortunately)
out: glass can do it all. To keep up with these challenges, or
stay ahead of the curve, glazing contractors and design engineers are turning to technology to help manage the design
and production of today’s complicated new products.

Software with a Twist

Many glass companies use “custom” as a differentiator,
much like their customers.
“We definitely see an uptick in demand for more customized glazing systems and glass products,” says Stewart
Jeske, president of JEI Structural Glazing in Kansas City, Mo.
“We had a project come through for engineering custom insulating glass in a beach fitness facility with no mullion supports, just butt-glazed vertical joints and the insulating glass
spanning 92 inches vertically,” says Jeske.
Nick Bagatelos, president of Bagatelos Architectural Glass
Systems Inc. in Sacramento, Calif., offers his own example of
an atypically complicated installation. “We renovated the

60
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maintenance facility at the Miramar Marine Base in San
Diego with a complete retrofit of all glass in the building with
[an] electrochromic glass,” he says. “This project is a prototype for the Department of Defense, and it is a precursor for
the energy-efficient installation that will happen within the
government sector in the short run, and the commercial
market in the near future.”
This multitasking, hard-working glass is becoming more
the norm, and as such, often requires additional design and
engineering work to ensure that supports are adequate and
wires are routed appropriately, among many other factors.
To rise to this particular challenge, JEI turned to an old
favorite, but employed it in a new capacity. “We needed to
use finite element analysis software and the insulating glass
units ended up with 1-inch laminated outboard/½-inch
AS/¾-inch laminated inboard to resist hurricane wind
loads,” Jeske says.
As he explains it, “The software used for finite element
analysis is not new, but normally not used in the analysis/design of typical insulating glass units. Usually for insulating
glass design we will use a small ASTM E-1300-based program, but in this case the client’s needs for a customized
product went well beyond the capability of ASTM E-1300 and
required a unique method of analysis/design.”
Other companies are pushing software programs to new
limits to assist in the design and installation of these increasingly complicated glass products.
“The use of 3D tools is very valuable to our design process,”
www.usglassmag.com
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Bagatelos says. “We use Revit by Autodesk, because it is the ment manager of BCIndustries, an engineering and installachoice of the architectural community. We find that devel- tion firm based in Tampa, Fla. The company has partnered
oping our drawings in Revit enables our firm to communi- with architects on a few such projects in Washington, D.C., and
cate the architects’ intent.” The glazing contractor now pairs Florida.“3D and BIM tools are playing a big part of the designing stage because it gives
its Revit drawings with Auarchitects a better perspective
todesk’s Navisworks project reI don’t think architects
in how products will fit within
view software to detect clashes
building envelope,” Sayre
the
prior to the jobsite. As Bagateare expecting installers to be
says.
los puts it, “It’s not just [about]
more fluent with BIM, but
“We’ve seen that architects
buying a package; it’s about bewant that,” says Craig Carson,
coming adept at using these
they are definitely pushing
preconstruction
regional
different multiple platforms.”
manager for Alliance Glazing
harder for installers to learn
Technologies in Englewood,
The BIM Connection
more about it.
Colo., of the trend toward BIM.
Navisworks is one building
However, he says it’s more
information modeling (BIM)
—Dirk Sayre, BCIndustries
common to see it being used
solution available, solutions to
which more and more glazing contractors are turning as ar- higher up the chain. “It’s different if you’re going to use a
chitects encourage subcontractors to partner early on in the [manufacturer’s standard] part and you can go in and pull
from a library they’ve already generated, but if you have to
design process.
“We definitely have been seeing a demand for the designcontinued on page 62
build partnerships,” says Dirk Sayre, CSI, business develop-

BIM Information Modeling Statistics

In 2013, for what percentage of your work did you use Building Information Modeling (BIM)?

Do you expect the amount of projects involving BIM will increase, decrease or stay the same for you in 2014?

Source: AGC

While contract glaziers report increasing BIM usage, they may be the exception, as a recent survey by the Associated
General Contractors of America shows little increase.
www.usglassmag.com
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The Cutting Edge
continued from page 61

generate a new [model] then it’s not cost-effective,” he says. $10,000. For smaller contractors considering in investing,
“But, we are seeing an awful lot of BIM on almost every job Bagatelos advises dedicating a position to handling and
with mechanical and structural and electric to make sure mastering the modeling aspect of the business. “For a
those items go through.”
small company, it could be a little bit of an investment but
For sure, the use of BIM is growing. Adoption of these if you have one person who is adept, that would probably
modeling tools grew from 17 percent in 2007 to more than be sufficient to get started,” he says.
70 percent in 2012, according to data from McGraw Hill
For this company, it’s an investment that has paid off.
“We have used Revit for six
Construction.
years. When we started, five
Currently, Sayre says, “I
percent of our projects rethink architects have led the
75 percent of our contracts
quired some type of BIM.
way and guided glazing inrequire some level of BIM,
stallers to use BIM because
Today, 75 percent of our conof the benefits it has. I don’t
tracts require some level of
and we do all of our projects
think architects are expectBIM, and we do all of our
in a 3D environment,
ing installers to be more fluprojects in a 3D environment,
ent with BIM, but they are
whether it is required or not,”
whether it is required or not.
definitely pushing harder for
Bagatelos says. He adds,
—Nick Bagatelos,
installers to learn more
“Ninety percent of our work
about it.”
is design-build, but we have
Bagatelos Architectural Glass Systems Inc.
However, since surveys
invested heavily in design talshow that contractors curent, and BIM tools that comrently are the leading users of the software, architects may municate directly with our manufacturing equipment.”
Sure there are times when it seems that implementing
soon be expecting their design-build partners, at least, to
new software is more difficult than muddling on without
adopt the technology.
Bagatelos, one of those glazing professionals who has it. It does take a time investment. However, putting in that
jumped headlong into BIM, cautions that the significant investment can give a company an edge by streamlining
investment required isn’t for someone looking to dabble any number of processes.
in the technology. Upfront costs for software start around
“My company believes that staying on top of software

Tracking Product Off-Screen

ools such as
BIM are intended to help
ease the installation
process by ensuring
that any potential problems are smoothed over before product ever shows up onsite. While glazing contractors adapt to
this new way of tracking products in the design phase, some
are turning to technology to keep track of product parts and
tools in between production and installation.
Alliance Glazing, for instance, is investigating the possibility of using barcoding to track tools and equipment (see April
2013 USGlass, page 28). Craig Carson, regional preconstruction manager for Alliance Glazing Technologies in Englewood, Colo., says the company sees these tools as a way
to track which equipment is in use on the jobsite versus back
in the job, what is in need of repair, inventory control and
other considerations.
Bagatelos Architectural Glass is using the tools in the job,
although not on the jobsite. “When we do our manufacturing
we use bar codes on the parts and pieces as they go together
so we can identify where they are in the facility but we haven’t

T
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done anything to tag the walls and specific units that are
going into the wall. That’s something that I would like to do,
we just haven’t done it yet,” says Nick Bagatelos, president.
Although many fabricators have found these tech tools to
be of use, more contractors are beginning to implement barcoding. It’s not that the tools have become more affordable—
as Bagatelos points out, the tags and guns are themselves
fairly inexpensive—it’s more about management learning,
and then convincing employees, that this is a tool that can
save time and money in the long run.
“It’s about the ability to make it part of your procedures
and processes, that’s the expensive part,” Bagatelos says.
“It’s not as much about the materials as it is getting your
company to use them. People are adverse to change.”
Carson adds that it’s still tricky to find information on the
effectiveness of barcoding, one reason that glazing contractors are still unsure of how to implement it company-wide.
“Speaking for myself and not the company, we just didn’t
know where to get the information. Once you find it you
find out it’s not as expensive as you thought, and maybe
not as difficult to implement. But it’s like ‘where do I
start?’” Carson says.
www.usglassmag.com

Product Information
© 2014 USGlass Magazine. All rights reserved. No reproduction
of any type without expressed written permission.

Contents

developments will allow us to differentiate ourselves from
our competitors. We’re avid technology followers and
we’re picking this stuff up as rapidly as possible to make
sure we’re ahead of the market,” Bagatelos says.
It’s a good business practice, but advice that Bagatelos
wishes someone had offered him about 15 years ago.
“When we went from drawing by hand to AutoCad, we
didn’t adopt right away,” he says. “By the time we did
adopt I think we lost a lot of ground.” When Revit came
around, Bagatelos’ company was quickly onboard. “Now
we’re adept at it and I think it’s been an advantage and
we’re trying to do that with all of our software,” he says.
Of course, he’s not adverse to sharing his “edge” with
others in the industry.
“I think it’s good to get information about technology
out in the industry because it raises the level all around,”
Bagatelos says. ■

Megan Headley is special projects editor
for USGlass magazine. She can be
reached at mheadley@glass.com.
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Pintura AR

Introducing Pintura AR,
glass surface perfect
for projection

Find out more: www.pulpstudio.com/products/pintura
Pulp Studio, Inc. 3211 S. La Cienega Blvd. Los Angeles, CA 90016
T: 310-815-4999 F: 310-815-4990 E: sales@pulpstudio.com
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First-Year Fast Tracker
Wausau’s New President
Sets an Ambitious Agenda
for His First 12 Months

J

by Debra Levy
im Waldron first comes across as the type of guy you would definitely want on
your team: strong worker, team player and all that of course. But spend a bit
of time with him and you’ll soon forget about wanting him onboard the team.
Focused, analytical and driven, you’ll soon come to realize you want him instead to
lead the team.
Tapped just about a year ago by Apogee CEO Joe Puishys to lead Wausau Window
and Wall Systems, the 50-year old senior executive sat down with USGlass in November to discuss his new job venture and what he thinks of the glass and metal business thus far. Speaking with Waldron was USGlass magazine publisher Debra Levy.

Q—You

have been in the building
products arena for quite a while. Can
you give us an idea of your background?
A —I spent a number of years at Metal
Sales Manufacturing Corp. It’s a $300
million company that makes metal
products—roofing, siding and the like
for the commercial construction market. Before that, I was with the Timken
Company for more than 22 years. They
make steel products. I also served as
president of a joint venture between
Timken and two Japanese companies.

Q—So

what made you decide to
leave Metal Sales?
A —Well, I was looking for the next opportunity and I was obviously aware of
where Joe [Puishys] was. So I decided to
take a look at Wausau and it worked out.

Q—Sounds too easy to be true. Has
anything surprised you so far?
A —Honestly, the strength of the team I
inherited was a wonderful surprise. They
made me want to be part of the company.
It wasn’t an easy decision, though, as my
son is in high school and it’s hard to uproot kids at that age. But we made the decision to move even though he was in high
school. That was a concern.
Q—How is he doing since the move?
A —Everything’s been great. My son

even came home a few days after he
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started school and said “Dad, there’s
something I need to tell you. These are
the nicest people I have ever met.”

Q—Now not long after you started,

Apogee acquired Custom Window.
That move was generally hailed a
very good strategic one. What led to
that purchase?
A —You know, when we acquired Custom Window, the outgoing owner said
we were acquiring an incredible team.
Everyone I interviewed there bore that
out. They talked about their company
culture and their high regard for values.
The owner was right.

Q—You know there’s a lot of concern

about losing Custom Window from the
marketplace and the decrease in the
number of suppliers in that niche. Do
you think this fear is valid?
A —I read the comments; I hear the
talk. Perceptions are funny. People tell me
their biggest fear is that we are going to
“Wausau-ize” Custom Window. Well, we
are only in one sense. We are going to
keep the best of both worlds. Custom had
a “can do” mentality. I want to keep that.
We want to keep the Custom Window
that customers love and combine it with
the stability and reliability of Wausau.
Their true divided lite is very unique.
We didn’t believe what they did was

possible. We met as a group and had a
180 degree transition.

Q—How did the deal come about?
Did you reach out to Custom Window
or did they contact you?
A —We initiated the discussion. Dave
[outgoing owner David Gann] and I had
lunch and he told me it was time for him
to move to the next phase in his life and
for the company. Then we sat down to see
if such an acquisition made sense and it
did. The whole process took 45 days.
Q—Your boss, Joe Puishys, has made
no secret of that fact that Apogee is looking to grow through acquisitions …
A —Yes, through acquisitions and organically. Our attitude toward growth is
focused on both the organic and inorganic. We are looking for companies that
are a good fit for us and make sense.

Q—[laughs] So is that the message
that you want to leave with our readers?
A —[laughs] Well a bit. But even more
importantly, I would like contract
glaziers to know that we are eager to
partner with them, to build strong relationships. We are eager to bring
Wausau’s value proposition to them.

Q—Since we are talking about contract glaziers, I have to ask you about
one of the most common concerns I
hear about and that is long lead
www.usglassmag.com
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Jim Waldron (left), who spent time
with Dave Steber in the plant, has
worked diligently getting to know
all aspects of Wausau’s business
since he became president nearly
one year ago.

times—particularly long lead times by
companies such as Wausau. Do you
think this will be an issue in the future?
A —It’s no secret that the entire industry is moving to shorter and shorter
lead times. We know customers need it
faster, and we know what happens
when product is not delivered on time.
Wausau has always been a company
that leveled with its customers about lead
times. The customer may not have liked
what we said, but we tell the customer the
real timeline and not just what the customer wants to hear. Now, with that said,
I will also say that we have, and continue
to pick up jobs, that our competitors can’t
meet schedule-wise and we do.

Q—One of the other things contract
glaziers worry about is fairness. If you
are quoting me, are you going to quote
the guy down the street—who you like
doing business with—the same. Or are
you going to give him a price advantage?
A —We provide transparency. I think
that’s important. There are times when
we will make a commitment and partner
with one company. Usually if we are partnered in the development of the job then
we stay partnered. But we are transparent about it and don’t bid others. If it’s a
generic project and open to all, we are
careful that we are fair to everyone.
Q—I will hit you with another one I
www.usglassmag.com

often hear, and that is this: that
Wausau gives preferential pricing to
Harmon because both entities are
owned by Apogee. Is there any truth
to this perception?
A —No. Wausau operates an independent business and we do our own
thing. Never has Joe or anyone else related called us and asked us how we bid.
We treat Harmon as just another subcontractor. That probably doesn’t feel
that great to them, but that’s the way it is.

Q—Sounds like you hope to accom-

plish a lot very quickly. By what criteria
will you measure your own success?
A —First, I focus on meeting the customers’ needs. I want customers to be saying that Wausau is the company they want
to work with. I want customers to feel
comfortable enough to say, “Jim, we want
to work with you, but here are the barriers.” And then we will try to overcome
those barriers. Then, I focus on financial
success. That is easy to measure; it’s all in
black and white.
We can’t give it away, of course, but
we are doing a lot to become an even
stronger partner. We are pulling the
front-end together and having sales,
estimating and engineering working
together as one team.

Q—I know Wausau is also in
the process introducing a number

of new products. How is that going?
A —We have really moved ahead in innovation. We have some excellent new
products especially in the area of protective glazing, which will help people in tornados and hurricanes and to meet
blast-resistant requirements. I’d love to
take the credit for them, but they were
started before I arrived. They do speak to
how we are creating new products with
the right materials that meet new needs.

Q—Where do you see the future of
new product development?
A —In energy efficiency and efficient
products. You know aluminum is very
recyclable and has a great future in the
right segments.

Q—You’ve put quite a tall order
upon yourself in your first year.
A —Yes, but it’s fun. And I think I covered all the bases.
Q—Thank you.
A —Thank you. ■

D e b r a L e v y is publisher
of USGlass magazine. Follow
her on Twitter @keycomm and
read her blog on Mondays at
http://deblog.usglassmag.com.
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The New Black
Companies Explore Opportunities
in Commercial Window Projects

Photo credit: Kawneer Co. Inc.; ©Don Pearse Photographers Inc.

by Ellen Rogers

C

The renovated Joseph R. Biden, Jr. Railroad Station in Wilmington, Del., features Traco brand windows from Kawneer.

ommercial windows or curtainwall? It’s a question many
builders, developers and architects ponder during the early design
stages of a project. Which is right for a
given application? Why might a builder
opt for one type over the other?
Whichever one a project may require or
an architect specify, the answers are
mixed as far as whether the market is
leaning more toward the use of commercial windows or curtainwall.

Windows of Opportunity

As Paul Beers, managing member of
Glazing Consultants International LLC
in West Palm Beach, Fla., explains, the
market for commercial windows is
doing well. His firm has seen an increase in projects calling for windows,
but doesn’t think it’s necessarily a trend.
“I think it’s been going on for some
time. Schedule, budget, etc. often dictate using windows instead [of curtain-
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wall],” says Beers.
Being located in South Florida, which
is experiencing a construction boom,
Beers says they’ve seen a lot more commercial windows used compared to
curtainwall, even when the desired look
is all glass.
“I think the perception is that [windows are] less expensive and easier to
[work with]. So if you wanted an all
glass façade you could do it with curtainwall or floor-to-ceiling windows,”
says Beers, adding that in South Florida
he rarely sees curtainwall on high-rise
residential projects.
“In South Florida a lot of buildings
are 50 stories and that would be a
common application. Also, with window systems they are often ready to go
as far as code approval and curtainwall [requires] more custom [work].
On large, massive projects [using curtainwall] is not an issue because
mock-ups are already being done, etc.,

but on smaller projects [it’s easier] to
take what’s already existing. These decisions are made very early in the design stage [during the] scope and
budget phase.”
He adds that the decision surrounding which product to use might also
weigh in on the contract glazing company and whether it’s comfortable with
windows or curtainwall.
“A lot of times the glazier selected is one
with which they [developers, architects,
owners, etc.] already have a relationship.
For some contractors [a particular product type] is their sweet spot.”
The type of construction might also
be a determining factor.
“We are seeing the use of curtainwall
far more frequently in new construction
and the use of commercial windows
more often in retrofit applications,” says
Lisa Jackson, LEED AP, product manager,
windows manager, sustainability for
Kawneer Co. Inc. based in Norcross, Ga.
www.usglassmag.com
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One way to mitigate
the high cost of field
labor is to utilize
pre-glazed products
either window or
curtainwall systems.
This can also drive
product and
installation quality.
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Window Usage in Nonresidential Construction

—Jack Williams, EFCO

“We are also seeing commercial windows
being used more in high rise residential
applications.” She adds that there are a
number of benefits commercial windows
can offer.“In addition to increased exposure to daylight on the interior of a building, as well as aesthetic benefits,
commercial windows provide ventilation,
which makes them ideal for schools and
multi-family applications where occupant comfort is a critical factor.”
While some companies have seen the
increase in commercial window demand, others see just the opposite.
EFCO Corp. in Monett, Mo., for example, has historically focused on the window segment, which Jack Williams,
director of product marketing, says
makes up a bigger part of the company’s overall product sales.
“In the past few years we have enjoyed significant growth in curtainwall
so that is a positive trend for our business,” he says. “Additionally, the design
intent of the building can play a large
role in the decision to use a commercial
window opposed to a curtainwall system. For instance, if the architect is
looking for a lower window-to-wall
ratio, or if the project has stringent
thermal requirements then a window
system would be favorable.”

Installation Tactics

When it comes to installation there
are some differences in windows and
curtainwall. For the most part, windows
are installed from inside the building,
while curtainwall is typically unitized,
pre-fabricated and then lifted up from
outside the building. In other words,
window installations take place inside
www.usglassmag.com

Source: AAMA/WDMA 2012/2013 U.S. National Statistical Review and Forecast.

While the use of commercial windows in new construction projects is
increasing, they are still far more common when it comes to replacement work.

the building while curtainwall installation is from the outside.
“Most everything [curtainwall] is
unitized,” says Beers. “If it’s stick built
it’s usually a smaller application. Unitized products provide a better opportunity for quality and consistency.”
One point of interest Beers points out is
that curtainwall material can, in many
cases, be used for commercial windows.
“Particularly in high wind areas, curtainwall material is used frequently for
windows because it has high performance with wind, water, etc.,” he says.
Jackson, likewise, says that typically

curtainwalls are built and glazed onsite,
adding they, too, are seeing an increase in
unitized applications, which enable the
curtainwall to be fabricated, assembled
and glazed before it gets to the jobsite.”
So, do these job types require a different
installer? Not according to these experts.
“Contract glaziers have [areas in
which] they specialize and do well so
typically it’s an either-or where a glazier
promotes and pushes and designs
around one product type or the other;
typically but not always,” says Beers.
continued on page 68

Chinese Imports: Less of an Issue
for Commercial Windows

One challenge the curtainwall industry has faced involves the importation of
aluminum extrusions into the U.S. from China (see related article on page 28).
The commercial window market, however, has not felt this same burden.
Lisa Jackson, LEED AP, product manager, windows manager, sustainability for
Kawneer Co. Inc., says at her company they have not seen the commercial window market affected by imports.
“It is important to note that rigorous testing and many different hardware
options are required,” she says. “The commercial window market can require
several varying installation requirements thus there is a large need to provide
project specific solutions for surround conditions.”
Jack Williams, director of product marketing, for EFCO Corp., agrees and says
his company also has not felt an impact when it comes to commercial windows.
“I think the logistical challenges have been difficult to overcome,” he says.
“If you are installing a ribbon window system and you damage a window, would
you rather get the replacement window from Missouri or China?”
March 2014 | USGlass, Metal & Glazing
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The New Black
continued from page 67

“Some do both, but generally they favor
one or the other.”
Jackson says her company’s products
are installed by contract glaziers and
can be glazed in the factory or in the
shop or field, depending on the preference of the glazier or installer.
“The field-glazed option will increase
labor time on the job site, while a factory-glazed option will reduce labor in
the field,” she says.
She adds that her company has a vertically integrated manufacturing
process for commercial windows, “so
we are able to provide the product fully
factory assembled and glazed, which allows the windows to be installed
quickly in the field. This also greatly enhances the quality of the product compared to site-built systems. Our systems
are fabricated, assembled and glazed in
a controlled environment with automated manufacturing technologies and
in-house testing.”
Speaking of window installation,
Williams explains that the process typically involves installing a factory-
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High-performing commercial windows are being used in a variety of retrofit
projects, particularly in historic applications, such as the Joseph R. Biden
Railroad Station in Wilmington, Del.

In addition to increased exposure to
daylight on the interior of a building,
as well as aesthetic benefits,
commercial windows provide ventilation,
which makes them ideal for schools
and multi-family applications where
occupant comfort is a critical factor.
—Lisa Jackson, Kawneer Co. Inc.

Tall Tales

Over the past few years the construction industry certainly saw its share of
stalled projects. Plans to build big were put on hold. This slowdown left the U.S.
with few newly constructed tall buildings. So what impact did this have on the
use of windows verses curtainwall?
“There is no doubt that the economic downturn was a blow to the industry,”
says Jack Williams, director of product marketing, for EFCO Corp. “With fewer private dollars available for construction we did see a decline in some of the taller
buildings. At least from our standpoint, I would not say that windows or curtainwall were more impacted or that one became preferable during this time.”
Lisa Jackson, LEED AP, product manager, windows manager, sustainability
for Kawneer Co. Inc., adds that curtainwalls are still predominantly used on highrise applications. “The trend we have seen is that exterior fenestration walls
have migrated from full vertical curtainwalls to punched opening or slab-to-slab
type applications, which are more suited for commercial window products.”
In Miami, however, Paul Beers, managing member of Glazing Consultants International LLC, says there has been no shortage of tall building construction lately.
“Most of our projects there are really tall buildings [and are using] windows,”
he says Beers points out, though, that the size of the structure isn’t what determines whether windows or curtainwall are the best fit. “It’s more about the
design concept than the size/shape of the building; a five-story commercial
building could have an all glass facade and be built with curtainwall.”

68

Located in Miami, the 46-story Mansions at Acqualina was constructed with
fixed and operable windows, which were supplied by Continental Glass
Systems Inc.
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Call Today and ask for Nikki
to receive our free catalog

1-800-352-0800 ext. 129
glazed window by either sliding a window into a subframe or panning system
and applying a closure to lock the window in place, by mechanically fastening
the window to the condition through
the frame or by attaching an anchor to
the window frame.
“For curtainwall, there are a multitude of options,” he says. “On one end
of the spectrum we have customers
who take lineal sticks and install verticals, horizontals, and glaze completely at the jobs site. On the other
end of the spectrum, we have customers who order assembled unitized
panels, and the only installation done
at the job site are the panels.”
He continues,“For all installations you
will have anchorage and sealing requirements at the job site. One way to mitigate
the high cost of field labor is to utilize
pre-glazed products either window or
curtainwall systems. This can also drive
product and installation quality.”
But whether windows or curtainwall,
Williams points to one key concern
among installers.
“One challenge I consistently hear
from our customers is the difficulty in
finding qualified field labor,” says
Williams. “I think this will continue to
be a challenge regardless of commercial
window or curtainwall growth.”
The good news, though, for all those
involved, from suppliers to installers,
is that the market is improving. Beers
explains, window suppliers survived
the downturn fairly well with retrofit
work and are now thriving. “The curtainwall guys had some failures during the down time, but there is more
work now and they, too, have kept up
with technology [with] quality systems. It’s now a better time for everyone and there is a place for everyone
in the market.” ■

Ellen Rogers is the editor
of USGlass magazine.
Follow her on Twitter
@USGlass and like
USGlass on Facebook to
receive updates.
www.usglassmag.com
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Window Opening Control Devices (WOCD)

Keeps children from falling out of windows by limiting
the opening of windows.
Available in Standard and Reverse Retrofit Single Action for
single/double-hung windows, and Reverse Retrofit Dual Action
for sliding windows. ASTM F2090-2008 and 2010 Compliant.

Bring natural lighting into your building.

SPIDERS
• One-arm through four-arm configurations
• Formed and cast spider and bolt
configurations
• Mini spiders are also available

BOLTS
• 60 mm Combination, 60 mm Flat-Head
Removable, or 50 mm Combination
• Articulated or fixed head options

Made of 316 Stainless Steel with a Satin Finish.
Manufactured and tested in the USA.

ARCHITECTURAL GLASS SYSTEMS
CALL: 888.243.6914 | EMAIL: ags@mailwagner.com
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Boom, Boom
(East, West and Some Places in Between)
Some Regions are Booming, Others, Still Recovering

I

by John Hollis

of grass that used to be there,
somebody bulldozed over. It’s
out of control.”
But not everybody in the
South is sharing in this sudden
economic resurgence, according to findings by USGlass
magazine. Florida and Texas
have been the two biggest beneficiaries of the recent uptick,
but that renewed prosperity
has yet to fully filter across the
entire South.
Texas is likewise enjoying a
According to an AGC survey, many in the
Easy Does It
construction industry reported construction resurgence of sorts, says Jerry
Business is much improved increases in private office construction, as well as Wright, president of AAA Glass
in Fort Worth as well as the
these days, but far from great. That growth in public building.
Texas Glass Association.
seemed to be the recurring theme Source: Associated General Contractors of America
“I would say that conditions
among contract glaziers along the
East Coast as they collectively struggle to tion projects, especially in the areas of are favorable, especially in North Texas,”
regain their footing following the worst rental towers and academic projects.
he says. “Any time you have people comeconomic storm to batter the U.S. since
“There’s a ton of construction going on plaining about not finding enough qualthe Great Depression.
here,” he recently told USGlass magazine. ified help, that means business has
“Business is okay,” says Peter Cornellier, “Everybody’s busy and that’s good.”
improved.”
vice president of the Upper Marlboro,
Amy Thomas, the co-owner of The
That relative prosperity as of late,
Md.-based TSI Walls and Architectural however, has been slow getting around. Glassmen Inc. of Slidell, La., would love
Metals. “Not great, not terrible … pretty TSI Walls is hoping for a similar out- to have such “problems.”
Her small, family-owned business has
even keel, as expected. I think the indus- come in the near future.
As in so many companies, the lack of long specialized in showers and mirrors,
try is still slow with the exception of highwork in 2013 forced it to lay off 10 per- but the lack of work means the company
rise buildings.”
Recent numbers appear to support cent of its employees last year, Cornellier may be forced to branch out into other
that claim as construction employment says, as the company adjusted to a avenues if it hopes to remain viable.
jumped by the largest monthly amount shrinking market size. Revenues were up
“Slidell is just dead right now,” she
in nearly seven years in January 2014, just three percent from the year before. says. “After Hurricane Katrina [in
adding 48,000 jobs bringing industry
The long bright spot, says Cornellier, 2005], everything was booming. But
employment to the highest level since came in a bevy of high rise residential everything is just at a standstill right
July 2009, according to a recent analy- construction that put a premium on the now. It’s terrible. It really is.”
No such problems at Palm Beach
sis of new government data by the As- need for larger pieces of glass that were as
sociated General Contractors of clear as possible. Unitized curtainwalls Glass where net sales pushed up
roughly 10 percent in 2013 to $8.8 milwere desired for many of those projects.
America (AGC).
lion, Kenney says. He credits proper
That boom in business couldn’t have
planning and adequate prudence for
come at a better time for some contract Southern Comfort
glaziers in the East.
Donill Kenney, the vice president of allowing his company to weather the
Thomas J. Mayo, the chief estima- Palm Beach Glass Specialties Inc., says economic storm.
tor/director of preconstruction services there’s no escaping the South Florida
Taking advantage of federal tax infor Boston-based Karas & Karas Glass construction boom underway.
centives that would help keep it comCo. Inc., says the construction industry
“You can’t go anywhere without seeing petitive, the company invested in
is definitely showing signs of life again construction,” he says. “It seems like several hundred thousand dollars’
in Boston in the form of new construc- there are cranes everywhere. Every piece worth of new equipment in 2013.
f expert predictions hold true,
2014 is poised to be a good
year for construction—welcome news to many in the contract glazing industry. Still, as the
market continues to rebound,
some areas of the country will
likely fare better than others.
Which regions are busy and which
ones have been slower to mend?
Here’s a regional roundup of what
glass companies are seeing
nationwide.
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When do you expect the construction market to grow again?

Estimate the total dollar amount of work your firm performed in 2013.

Source: Associated General Contractors of America

According to a recent study, business is showing signs of improvement, with growth expected by most this year.

Midwest Living

Lou Cerny says he’s read all the recent
stories heralding the resurrection of the
construction industry. The vice president
and project manager for Chicago-based
Arlington Glass is optimistic, but remains
cautious about heralding any such renaissance just yet in the Windy City, as
progress remains slow, but steady with
private investments.
“We are seeing more private work
being bid, with municipal, city and state
still leading the bidding process,” he says,
“but private monies seem to be loosening up … For me, the biggest factor is
seeing private investments going into the
market. With government spending, one
never knows what the real economic direction is and, as a matter of fact, large
spending by government (in comparison
to private) typically means that the private sector has slowed down.”
Cerny’s caution is counter to the more
optimistic industry forecasts as of late
that have projected a continued spike in
construction spending and employment.
One doesn’t have to look far to find the
problems still plaguing the construction
sector and the ancillary fields such as the
glass industry that depend on it. One of
the city’s oldest glaziers confirmed as
much. Chicago Glass Co., a family-run
www.usglassmag.com

business that first opened in 1924, shuttered its doors for good in December, according to a representative who answered
the phone at the company headquarters.
Susan Knauss, the owner of Liberty
Glass in Perryville, Mo., says sales have remained about roughly the same over the
past year, meaning her company didn’t
have to lay off any employees, but didn’t
have reason to hire any new ones either.
“It’s getting a little better,” she says,“but
it seems like every time it’s getting better,
something always seems to come up.”
But Jurate Akstakalnyte, the manager
at Chicago’s Ashland Glass, says things
can only improve from the dismal state
where they once were.
“We survived the hard times,” she said,
“so we keep going.”

Winning out West

The good news was that dire economic
conditions forced Perfection Glass into
laying off just one of its employees last
year. The best news yet is that things
began improving so quickly for the Kennewick, Wash.-based glass company that
the same employee was hired back
within a month.
But vice president of operations Robert
J. Rojas isn’t so sure that 2014 is going to
bring more of the same upswing.

“I wish I could say [2014] would trend
more like last year,” he says, “but I have a
feeling it will be more like 2012 unless we
have a big push in new construction and
remodeling.”
Like a number of areas across the nation, the West Coast also saw a mixed bag
in new construction activity in 2013, but
benefited from an increased demand for
the remodeling of older homes.
“We saw about an 11 percent increase
[in sales] over last year and profits right
in line with previous years,” Rojas says.
But 2014 has gotten off to a slowerthan-expected start for the company,
with a slowdown in new construction
and a reduced demand even for retro-fits
prompting recent layoffs.
Based in Fremont, Calif., Walters &
Wolf was pleased to see net sales increase
in 2013, as well as critical profit margins,
and anticipates more of the same ahead.
“Business is looking up,” says Tom
Black, the company’s COO. “These
past years have been slight terms of
revenues and margins. We, and many
in the industry, took advantage of
this period to hone skill sets, re-examine the business and accomplish
the goal of keeping the team intact.
continued on page 72
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Boom, Boom
continued from page 71

In addition, those of us who have
been through previous troughs resisted the temptation to take work with
little or no margin.”
Black says he sees more of the same
ahead.
“The economic factors seemed to be
healthier nationwide with select regions
more robust than others,” he says. “All in
all, the slope is up. As for industry
specifics, the adaptation of the new codes,
with NFRC criteria embedded, is impacting the industry as a whole. Additionally,
the decision-making process at the project level is elongated due to the increased
number of stakeholders influencing those
decisions causing uncertainty of schedule
and thus revenue flows.” ■
John Hollis is a
contributing writer for
USGlass magazine.
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The Case for GANA
BEC Input Needed in All Divisions
by Chuck Knickerbocker

H

aving attended Building Enve- proposed amendments were voted down turers are doing a lot with this now for
lope Contractors Division (BEC) at the ASHRAE board level by a 20 – 1 their products. LCA will trickle to the glazof Glass Association of North margin. That effort had a lot of contribu- ing subs, as part of it includes how much
America (GANA) meetings in Vegas for tions made by many people inside and energy a product takes to perform over its
most of the last nine years, it’s only re- outside the glazing industry, but the tech- expected service life, and how much encently that I’ve learned that there’s a lot nical effort had a lot of push from GANA. ergy it takes to recycle it at the end of that
time. Glazing subconmore to GANA than BEC.
Does BEC know what’s The stimulating ideas from a design and tractors will have to be
going on in the other execution standpoint were staggering, all conversant in this language to be able to exGANA divisions? The anof which BEC subcontractors can use plain it to their
swer is probably not, if
your experience has been
customers.
when they call on their architect
A leading national
like mine. Considering the
ground that was covered customers to assist with design issues. architecture firm has
already developed induring the last GANA anEven with all the good of this victory, house standards for determining which
nual meeting February 4 - 6, 2014, can a
case be made to re-think that situation our industry still must adapt to changing products to use on its projects. For inif you’re a glazing subcontractor? Here’s realities. For example, life cycle analysis stance, in comparing a precast concrete
a look at some of what was covered.
(LCA) is getting closer to becoming some- and punched opening window to full
thing we have to deal with, just as we now glass and aluminum curtainwall, the total
have to address structural performance glass curtainwall came out a poor second.
Changing Realities
Much of the focus of the recent “battle and air and water resistance. The GANA It takes considerably more energy to profor the wall” victory came out of the Energy Committee is attempting to set duce aluminum—from the quarry to the
GANA Energy Division, with Tom Culp of the standards for the product category extrusion press—than it does to make
Birch Point Consulting leading the pre- rules by which individual products will be concrete. The basis for the firm’s decision
sentations at the ASHRAE meetings.With measured against each other, leveling the came down to the cost per square foot of
help of the glass manufacturers who are table so that concise and accurate com- the energy required to get the opening on
part of the GANA Flat Glass Division, the parisons can be made. Some manufac- the building.“Battle for the Wall II” might
be forming in this arena.

Educational Perspectives

During the GANA Annual Conference members discussed many important
topics that will also impact the BEC division.
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As designs and products get more sophisticated, architects can design with
glass and still meet energy goals. This
was shown at the GANA annual meeting, in which presentations from universities focused on how to address and
improve thermal performance of curtainwalls, especially glass. Another presenter talked about how the location of
punched windows in relation to their
surround can affect their thermal performance by as much as 10 – 15 percent. He noted that moving a window
www.usglassmag.com
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The Energy Day sessions included presentations from notable experts discussing high-performance building design.

back from the outside surface even as
much as 2 inches can reduce the energy
footprint of the building.
Another example of improvements in
glazing efficiency discussed that European designs are now incorporating operable panels in glass mullion system
installations to aid in ventilating lobby
spaces. Options included:
• Operable screens, such as venetian
blinds but with monolithic panels
that slide over windows outside,
rather inside the building;
• Systems that change the orientation
of the glass to the sun, creating a visually stimulating saw tooth design
for the plan of the curtainwall. In this
configuration, the staggered panel reduced the sun’s incident angle on the
glass, while the height of the stagger
also created a shading screen for the
light next to it; and
• 3D spandrel panels with super insulation that act as shading devices.
The stimulating ideas from a design
and execution standpoint were staggering, all of which BEC subcontractors can
use when they call on their architect
customers to assist with design issues.
Another high point was Jim Benney’s
presentation about trying to modify the
NFRC’s computer modeling approach
(CMA) for certifying exterior, vision
glass curtainwalls to accept spandrel,
pattern frit, or translucent interlayers.
He showed how complicated it can be
to determine actual performance of
these types of glazing within the confines of the NFRC certification process.
The conference also had several laminated glass topics that will eventually
reach the BEC glazing subcontractors.
One, in the Laminating Division, centered on the use of laminated glass in
www.usglassmag.com

doors, and if and how the interlayer on two edges, doing away with either
compresses when hardware (pivots, verticals or horizontals. If the horizonpush pulls, etc.) are attached, and if tals are deleted, the discussion then bethere’s any visual distortion when it is comes how to support the dead load,
compressed. Another topic in that divi- and more specifically, can the glass be
sion dealt with how glass strength supported on setting blocks located at
changes when laminating different or immediately adjacent to corners.
thicknesses. The group also covered These two issues are going to be reweathering testing of laminated glass; viewed in conjunction with the Insulatpresently, there is no standard for weath- ing Glass Manufacturers Alliance.
ering. For example, standards do not
exist for all the glass in canopies or sim- Full Circle
ilar installations with exposed edges, reMost of what’s covered in GANA divigarding the duration or attributes sions other than BEC eventually makes
laminated glass should have after pro- its way there in the form of projects bid,
longed exposure, such as delamination sold, and installed. As a result, BEC
or separation at edges, etc.
members have a vested interest in being
All of these points might eventually involved in GANA’s other divisions. Curaffect how glass handrails are designed, rently, these other divisions operate
fabricated and installed. Given the num- without any direct input from those
ber of glass handrail failures over the within BEC. Granted, the manufacturers
last couple of years, the Canadian code who predominate the membership in
authorities currently are developing a these other committees might indirectly
standard that will be balloted this year. take back to the GANA division level
That code may require wind tunnel and concerns which their customers voice
impact-resistant testing, monitoring (BEC members or not). But, that’s not a
frequency after installation and what to given, and their take is going to be from
look for when inspecting, as wells as their own perspective, not necessarily
certification for handrail installers.
the same as that of the BEC member.
When asked what they wanted most for GANA glazing and sealant manuals are
the exterior envelope, the Energy Day par- referenced all the time in specifications,
ticipants’ main wish was for perform- but so are some of the other resources
ance-based, rather than prescriptive GANA is producing, including the many
codes. GANA, across the board, is trying Glazing Information Bulletins. ■
to help lead the industry there
throughout all the divisions.
The Insulating Glass division is
Chuck
going to look at whether insulating
K n i c k e r b o c k e r is the
glass requires framing members to
curtainwall manager for
support all edges, or if butt-jointed
Technical Glass Products
(TGP). He is the chair of the
glazing will be permissible. There
Glass Association of North
have been numerous requests from
America
Building
Envelope Contractors
the architectural community to deDivision
Technical
Committee.
sign insulating glass without frames
March 2014 | USGlass, Metal & Glazing
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ShowCase
glass

A Place in the Sun

Guardian Industries has announced
the availability of its SunGuard SNX
51/23, a commercial low-E glass product
with what the company says is a visible
light transmission (VLT) above 50 percent
and a solar heat gain coefficient below
0.25, in a standard insulating glass unit.

This new addition to the SunGuard
portfolio of high performance, low-E
glass, triple silver SunGuard SNX 51/23
has high visible light transmission, low
reflectivity and a neutral blue appear-

windows

The A’s Have It

76

ance. The glass is designed to meet the
most stringent energy codes in North
America, according to the company.
SNX 51/23 is available on clear, green,
UltraWhite, CrystalGray, gray and TwilightGreen substrates, in both annealed
and heat treatable versions.

❙❙➤ www.sunguardglass.com

Make Room for the VIP

Dow Corning and Okalux GmbH have
collaborated to create the Okalux VIP, a
high-performance insulation module
that exhibits what the companies call
excellent heat insulation, combined with
nearly unlimited possibilities of design
for every façade construction.
The vacuum insulation unit consisting of fumed silica integrated in the
cavity of an insulating glass module is
paired with a range of material inserts
from Okalux.
Okalux VIP 40-mm thick elements
can reach a U-value of 0.11 W/(m²K) |
0.02 Btu/(hr ft² °F), according to the
company. The heat conductivity of a
vacuum insulation panel is said to be
approximately 0.005 W/(mK) and the
heat transmission coefficient corre-

Kawneer Co. Inc. has introduced the AA 6400/6500 thermal window, designed to meet the climate challenges of the Canadian market, maintaining thermal and water
performance, and condensation resistance.
The high-performing series includes two framing options, a 4-inch version (AA 6400 thermal
window) and a 5-inch version (AA 6500 thermal window), which provide a “top hat” accent feature. The design provides the ability
to interface with air and vapor barriers,
which the company says ensures the continuity of the seal at the window perimeter.
Additionally, the AA6400/AA6500 has a
pressure equalized cavity and a rain
screen design to deter water infiltration. The window accommodates 1inch (25-mm) insulating glass units
combined with a polyamide thermal break for
enhanced thermal performance.
❙❙➤ www.kawneer.com
USGlass, Metal & Glazing | March 2014

sponds to that of a well-insulated wall,
according to Okalux.
The thickness of the insulation modules corresponds to the constructive
depth of typical glass units and individual, custom-tailored design solutions can be created. The vacuum
façade elements are pre-fabricated and
installed on site in the same fashion as
standard insulating glass.

❙❙➤ www.okalux.com

And The Answer Is ...

Anti-condensation glass, designed to
keep the outer surface of the glass
warm, is the latest development from
Pilkington. According to the company,
the glass delays the onset of condensation on both double and triple glazing
through a hard (pyrolytic) coating,
which reflects any heat escaping from
the building back inside.
The line coated glass is available on
a Pilkington Optiwhite substrate, in
thicknesses of 4-mm and 6-mm. The
glass can be used in a variety of commercial and domestic applications and
in combination with other thermallyefficient glass products. It can also be
used in laminated formats.

❙❙➤ www.pilkington.co.uk/
anticondensation
www.usglassmag.com
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decorative glass

Flat as a Skylight

Extech’s 4000G unit glass skylight
can be installed on a flat roof, due to its
low profile (silicone sealed) perimeter,
which allows water to freely run off. The
curb design allows for large skylights
up to 32 square feet. Additional bene-

fits include aluminum flange to protect
glass edges, foam cushions to provide
thermal isolation, strategically placed
weep holes and weep slot aligning with
weep holes. The silicone structural
bead/isolator and silicone waterproofing bead ensure a leak tight seal.

❙❙➤ www.extechinc.com

interlayers

You Can Sefar®
with This Vision

©SEFAR Architecture

Vision aluminum-coated precision
fabric interlayers from Sefar Architecture are now digitally printable. UV-resistant inks allow architects and
designers to produce Pantone colors,
patterns, pictures or any other design effects on building exteriors without ob-

www.usglassmag.com
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Counter Offer

ThinkGlass, a glass design
and manufacturing studio in
Quebec, offers a variety of
glass countertop styles.
Using 100-percent recyclable
glass, the company combines technology and sustainable practices to create
an array of custom glass options. According to the company,
though
glass
countertops appear to be
delicate, they are as strong
and durable as any natural
stone or man-made countertop surface.
❙❙➤ www.thinkglass.com

structing views from inside, according
to the company. Designs can be created
across the entire length of a glass wall
partition, curtainwall or even the entire
expanse of a building’s glass façade.
Sefar Architecture Vision is laminated
within glass or other transparent materials
to create design possibilities in exterior
glass façades, windows and interior and
decorative glass partition wall systems.
Sefar Architecture Vision fabrics are
available in five different fabric density
configurations.

configurations of the panic handles
eliminate interference at the lower half
of the door, keeping entrance and exit
areas clear of obstructions. The new series is available as a complete suite of
access control devices that includes
panic handles, deadbolt handles, electronic egress control handles, dummy
handles, and fixed exterior handles.

❙❙➤ www.sefar.us/vision

JobFlex, a Midwest software company, released its new app that provides
contractors with new mobile technology designed specifically for the contracting business.
JobFlex says its apps cut down time
spent back in the office on scheduling,
paperwork, and provide project coordination and higher closing rates due to
on-the-spot quote generation.
JobFlex is compatible for all Android
4.0 devices—phones and tablets—and
also includes a web-portal with customer
management, scheduling, digital file storage, and data export features to keep the
back office connected to the sales process.

hardware

Designed for a Good Panic

CRL-Blumcraft’s new, patent-pending, Designer Series combines construction and modern design into a
collection of panic handles.
Designer Series panic handles can be
used with monolithic tempered glass
doors, with or without a keyed access device. The Alloy 316 brushed or polished
stainless steel profiles also feature crisp,
investment cast corners that the company says gives them durability, and a
consistent look and feel. According to the
company, the new design maintains a
BHMA/ANSI Grade 1 listing.
In addition, available ADA-compliant

❙❙➤ www.crlaurence.com

software

Flex Those Apps

❙❙➤ www.job-flex.com
continued on page 78
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ShowCase
continued

architectural metals

I Screen, Rain
Screen, We All Screen

The SAF Series M4000 drained and
back ventilated rain screen, a commercial building panel system, is now available from Southern Aluminum
Finishing Co. Inc. (SAF). The series is
rated per AAMA 509-09 requirements,
and tested for air- and water-resistance
per ASTM 283 and 331.
Similar to its Series 4000, the Series
M4000 is manufactured with 0.125 aluminum panels and fabricated with a
factory attached-frame extrusion that
fits into the horizontal and vertical
track extrusions on the jobsite. It comes
with fabricated panels and track extrusions that are shipped loose.

❙❙➤ www.saf.com

machinery and equipment

What’s New in Print

A.W.T.’s Accu-Print High-Tech
flatbed rigid-panel printers are
equipped with a belt delivery system.
Models include the four-post high-lift
HL/RP™, for printing on extra-thick

doors

Don’t Let This One Slide By

panels, and the two-post long-stroke
V-LS/RP. A.W.T. also offers the threepost V-LS/OS™ for panels up to 20
feet long and 7 feet wide, with larger
sizes available through custom order.
Standard printer features include
“parallel peel,” for a consistent flood
stroke and ink deposit; automatic leveling of squeegee/floodbar pressure
across the substrate; patented upfront
stroke adjustment for easier print positioning; advanced ink recovery; and
“remote diagnostics” for modem- or internet-based service.
In addition, the company offers the
Jet-Stream Q-Series, which combines a
quartz-tube heating chamber with fully
adjustable air recirculation, touchscreen
controls, and a pneumatic roof lift for
easy maintenance of the heating system.
Cooling hoods deliver high-velocity ambient air to cool heat-sensitive substrates quickly for handling and
packaging and prevent distortion of
stacked materials. The heating and cooling sections are modular, providing flexibility to create a custom drying system.

USGlass, Metal & Glazing | March 2014

Clear (IN)vision

Wausau Window and Wall Systems’® INvision Series
product family
now in-

❙❙➤ www.awt-gpi.com

LaCantina Doors has created a new, multi-slide and full-range of swing doors.
Custom-engineered rolling hardware and AAMA-certified wheels provide a
uniform, symmetrical, low-profile bottom rail, according to the company. The
multi-slide doors also feature the company’s narrow stile and rail profiles, the
same used in its folding doors and new swing doors.
The doors offer weather-resistant and flush sill options, a minimal one piece
handle and lock with an exterior key, an advanced seal system and is backed
by the company’s 10-year warranty.
❙❙➤ www.lacantinadoors.com

78

storefront and curtainwall

cludes ten factory-glazed, unitized curtainwall and window wall systems, all
of which are backed with a standard
limited warranty of up to ten years.
Many of INvision’s systems incorporate polyamide thermal barriers that
can contribute to a building’s thermal
performance, condensation resistance
and energy efficiency, according to the
company. The unitized system’s interlocking frame design accommodates
seismic, live load and thermal building movements, according to the company. Pressure-equalized, rain screen
design INvision systems are NFRCtested and CMA-listed for thermal
performance, and backed by AAMA
501 testing for air, water, and structural integrity, including racking, jacking and thermal cycling.
❙❙➤ www.WausauWindow.com. ■
www.usglassmag.com
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NewsMakers
appointments

Chris Reavis is the
new director of business
development covering
the South Atlantic region
for Gardner Glass Products Inc. He will be responsible
for
the
company’s efforts in
Chris
North Carolina, and will
Reavis
head up initiatives related to government sales, export sales
and the hospitality market. Responsibility for all sales and marketing efforts
to glass shops, distributors, glaziers and
OEM accounts in the state are included
as well.
A graduate of Appalachian State University with degrees in both business and
computer information systems, Reavis

retirements

Ted Krantz had little
reason to suspect some
40 years ago that the
sudden closing of one
opportunity would lead
to the opening of an
even greater one.
Ted
A young Nebraska poKrantz
lice officer who was on
disability at the time after
being shot while in the line of duty, Krantz
worried about how he would financially
take care of his wife, Jeanne, and two
young children. Unsure what to do, he
mentioned his precarious situation to
some people from PPG that he had come
to know at a restaurant he often frequented following the conclusion of his
midnight to 8 a.m. shift.
That was all it took to initiate a brilliant
career that spanned nearly 40 years at
PPG, covering a series of assignments in
the company’s flat glass segment, including commercial contract sales and
management, project management, commercial product sales and national sales
manager for fabricated products.
Now PPG’s director of skyline quality
standards, Krantz retired March 1, cap-
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brings more than 17 years of experience
in retail as a former director at Lowe’s
Companies. Most recently, he spent six
years in the furniture industry as chief
operating officer and vice president of
sales for Key City Furniture.

partnerships

Thomas Moore of Glass Expert Services and Richard Voreis of Consulting
Collaborative have formed a strategic alliance serving the glass and fenestration
industry. Both serve architects, general
contractors, subcontractors and building
product manufacturers, but in different
and complimentary ways, according to a
release issued by the two.
Moore has more than three decades
of advising members of the building
construction team on matters of con-

Ted Krantz Retires from PPG
ping his rise from an assistant warehouse superintendent in the company’s
Omaha, Neb., branch to one of the
most influential voices in the architectural glass industry.
“I happened to talk to those guys I
knew who worked at PPG about needing
a job and they were the ones who suggested that I go over to the warehouse …
and look into something there,” Krantz recalls. “So I went and applied with the
warehouse manager and I got the job. It
worked out pretty well.”
In 2003, Krantz was promoted to the
newly-created position of national manager of the key projects team, where he
managed four national architectural managers, as well as directing construction
activities in the Southwest.
In October 2008, USGlass magazine
named him among the 50 most influential people within the architectural
glass industry.
“It’s been great,” Krantz says. “I can’t
say enough about a great company that
gave me a chance.”
His colleagues lauded his efforts over
the years to please PPG customers, while
always best utilizing company resources.

cern in ways that will prevent or resolve
problems in the design, construction
and functioning of buildings utilizing
in-house and field service consultation. His expertise is in the building envelope including glass, curtainwalls,
windows, entrances and related products as well as all-glass doors/frames
and hardware market segments.
Voreis, who serves as a columnist and
blogger for USGlass magazine, also has
more than three decades of management
and strategic planning experience in the
glass and fenestration industry. The
firm’s staff has extensive executive expertise in management, marketing, sales,
advertising, marketing communications
and related functions with a focus on industry “best practices” that are continually being updated.
“Ted has witnessed and experienced
tremendous change with PPG’s scale and
scope of our glass operations,” says
Patrick J. Kenney, PPG’s director of marketing, in a company statement. “Yet
throughout his entire career, Ted has
maintained an unwavering commitment
to the customer and to doggedly organizing PPG resources to satisfying their
needs fully and profitably. He provided a
unique voice of the customer that was
sorely needed in all his many assignments
and will be highly missed. Ted’s longstanding and friendly relationships with
the nations’ leading owners, architects,
glazing contractors and customers are
legendary and facilitated the sale of many
PPG glass projects that grace and define
the skylines of every major U.S. city.”
Krantz is looking forward to spending
more time with his family and says he’ll
probably soon begin looking for a parttime job of some sort to make the conversion into the next phase of his life a
little bit smoother for everybody involved.
“I think there’s going to be a transition
period from all the meetings, travels and
being away from home all the time,” he
says. “I hope my wife is ready.” ■
www.usglassmag.com
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get to know the
material.
The ability to read and
understand plans and
specifications is the mark of
the complete contract
glazier.
cor
This correspondence
course
is essential for beginning
estimators and project
managers.
The Course will
wi improve
your ability to study plans,
read the specifications and
visualize the completed
project. Get the tools you
need to provide accurate
estimates and submit bids.

GANA

GLASS ASSOCIATION OF NORTH AMERICA
The Voice of the Glazing Industry

Order Now: w
ww.store.glas
swebsite.com
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Reviews&Previews

N

Glass TEXpo™ Returns to San Antonio in April
ow in its twelfth year, Glass TEXpo™ is returning
to San Antonio April 10-11. The expo is designed
to focus on education, innovation and success, and
will provide attendees with two days of educational seminars, training and networking opportunities along with an
extensive trade show floor.
Co-sponsored by USGlass magazine, USGNN.com™,
WINDOW FILM magazine and the Texas Glass Association,
this year’s event will be held at the Wyndham San Antonio
Riverwalk Hotel, located on the banks of the scenic Riverwalk. It will include an opening day welcome reception with
drink tickets sponsored by Hartung Glass Industries; Fenzi
North America is also sponsoring the welcome reception.
In addition, JLM Wholesale is sponsoring coffee breaks
during the two-day event.
To learn more or to register visit the event website at
www.usglassmag.com/texpo ■
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Up&Coming
Glass TEXpo™ ’14
:
e Author
Organized by USGlass magazine
About th
Wyndham San Antonio Riverwalk
San Antonio, Texas
Contact:
www.usglassmag.com/texpo

June 1-4, 2014

October 7-9, 2014The Five

Fenestration Canada’s 2014
Annual General Meeting
Hotel Fort Garry
Winnipeg, Manitoba
Contact: www.cwdma.ca

June 26-28, 2014

AIA National Convention
Organized by AIA
McCormick Place
Chicago
Contact: www.aia.org

July 7-9, 2014

GlassCon Global
Organized by FCA International
Pennsylvania Convention Center
Philadelphia
Contact:
www.glassconglobal.com

September 9-11, 2014

GlassBuild America
Sponsored by AAMA, BEMA,
GANA, IGMA and NGA
Las Vegas Convention Center
Las Vegas
Contact: www.glassbuild.org

September 22-25, 2014

NFRC Fall Membership Meeting
Sponsored by NFRC
The Delta Victoria
Victoria, British Columbia,
Canada
Contact: www.nfrc.org

To see the full event
schedule or add
your own events, visit
www.usglassmag.com/
events.php.
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October 7-9, 2014

2014 International Window
Film Conference and Tint-Off™
Sponsored by
WINDOW FILM magazine
Baltimore Marriott Camden
Yards and Baltimore Marriott
Inner Harbor at Camden Yards
Baltimore
Contact:
www.windowfilmmag.com/wfct

October 22-24, 2014

Greenbuild Expo
Organized by the U.S. Green
Building Council
New Orleans Convention Center
New Orleans
Contact:
www.greenbuildexpo.org

INTERNATIONAL EVENTS
April 12, 2014

Glass Performance
Days (GPD) China 2014
Organized by Glaston
Eton Hotel
Shanghai, China
Contact: www.gpd.fi

October 21-24, 2014

glasstec 2014
Organized by
Messe Dusseldorf
Dusseldorf Fairgrounds
Dusseldorf, Germany
Contact:
www.glasstec-online.com
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ADHESIVES/SEALANTS
Adhesives, General

Interlayer Solutions, Inc.
6440 Henri Bourassa E.
Montreal, QC, Canada H1G 5W9
P: 514/326-4003; F: 514/326-9982
info@interlayersolutions.com
www.interlayersolutions.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

Curved/Bent

ARCHITECTURAL GLASS
Architectural Glass,
General

Film Covered Wire

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

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

Fire-Rated Glass

AGC Glass Company
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441 or 404/446-4200
www.us.agc.com
info@us.agc.com

Acid Etched Glass

AGC Glass Company
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441 or 404/446-4200
www.us.agc.com
info@us.agc.com

Vetrotech Saint-Gobain
2108 B Street NW, Suite110
Auburn, WA 98001
P: 888/803-9533
www.vetrotechusa.com

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

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

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

Get Your Company Noticed!
Place your listing today.
Deadline for the May issue is
April 17th

AGC Glass Company
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441 or 404/446-4200
www.us.agc.com
info@us.agc.com

Digital Printing

AGC Glass Company
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441 or 404/446-4200
www.us.agc.com
info@us.agc.com

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

Decorative

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

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

Technical Glass Products (TGP)
8107 Bracken Place SE
Snoqualmie, WA 98065
P: 800/426-0279 F: 800/451-9857
www.fireglass.com
Fire-Rated Glass,
Impact Resistant

AGC Glass Company
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441 or 404/446-4200
www.us.agc.com
info@us.agc.com

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

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

Technical Glass Products (TGP)
8107 Bracken Place SE
Snoqualmie, WA 98065
P: 800/426-0279 F: 800/451-9857
www.fireglass.com
Hurricane-Resistant

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

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

Laminated

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

AGC Glass Company
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441 or 404/446-4200
www.us.agc.com
info@us.agc.com

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

Pattern Glass

AGC Glass Company
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441 or 404/446-4200
www.us.agc.com
info@us.agc.com

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

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

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

AGC Glass Company
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441 or 404/446-4200
www.us.agc.com
info@us.agc.com

Oldcastle BuildingEnvelope®
50 manufacturing locations
throughout North America
P: 866/653-2278
www.oldcastlebe.com
Precision Glass Bending Corp.
PO Box 1970, 3811 Hwy 10 West
Greenwood, AR 72936-1970
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

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

X-Ray Fluoroscopic

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

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

X-Ray Protective

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

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

Technical Glass Products (TGP)
8107 Bracken Place SE
Snoqualmie, WA 98065
P: 800/426-0279 F: 800/451-9857
www.fireglass.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

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

CURTAINWALL
Curtainwall, General

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

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

DECORATIVE GLASS
Decorative Glass, General

AGC Glass Company
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441 or 404/446-4200
www.us.agc.com
info@us.agc.com

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

U-Channel Glass

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

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

Doors, General

PORTALP Automatic Doors
and Opperators
2318 J&C Boulevard
Naples, FL 34109
P: 800/474-3667
F: 855/949-7678
www.portalpusa.com
sales@portalp.com
continued on page 86
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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

Technical Glass Products (TGP)
8107 Bracken Place SE
Snoqualmie, WA 98065
P: 800/426-0279 F: 800/451-9857
www.fireglass.com
Fire-Rated
Framing Systems

AGC Glass Company
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441 or 404/446-4200
www.us.agc.com
info@us.agc.com
SAFTI FIRST™ Fire
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
P: 888/653-3333 F: 415/824-5900
www.safti.com
info@safti.com

Technical Glass Products (TGP)
8107 Bracken Place SE
Snoqualmie, WA 98065
P: 800/426-0279 F: 800/451-9857
www.fireglass.com
DOOR COMPONENTS
Door Screens

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Jamb

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Patio Door Screens

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

86

Thresholds

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

DOOR HARDWARE AND
RELATED PRODUCTS
Multipoint Locks

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Muntin Tapes

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Stiffeners

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Weatherseals Pile, Fin, Bulb

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

GLASS FURNITURE
Fireplace Glass

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

INSULATING GLASS
AND COMPONENTS

AGC Glass Company
North America
11175 Cicero Drive, Suite 400
Alpharetta, GA 30022
P: 800/251-0441 or 404/446-4200
www.us.agc.com
info@us.agc.com

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

USGlass, Metal & Glazing | March 2014

Airspacers

Decorating/Spandrel

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Glass Bending/
Slumping and Casting

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

Muntin Bars

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Sealants, General

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.quanex.com

Spacers, General

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.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
Production Lines

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.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

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

Laminating,
Batch & Continuous

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

MIRROR AND MIRROR
RELATED PRODUCTS
Acid Etched Mirror

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

Antique Mirror

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

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

Mirror, General

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

SERVICES
Shop Drawings

Drafting Services
by Scott Brown Inc.
156 Peachtree East, Ste. 225
Peachtree City, GA 30269
P: 770/461-8092 F: 678/489-9037
www.usglassmag.com
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[usg | supplier’s guide]
SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS
Skylight, General

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

STOREFRONT/
ENTRANCES
Storefront Material,
General

Oldcastle BuildingEnvelope®
50 manufacturing locations
throughout North America
P: 866/653-2278
www.oldcastlebe.com
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continued from page 90

committed to giving the job to
the low bidder and that the job
had to be awarded immediately to avoid delays.
It is not possible to describe
the feeling that swept over me
at this precise moment. No …
not due to the fact that my bid
had been shared so carelessly
with a competitor. Bids are
passed around every day. No
… not because I was being
sold out for two Cubs tickets.
After all, I’ve been sold out before for a lot less. And no, not
because the customers involved had rejected my lunch
offer and accepted the offer of
my competitor. I’ve been rejected before and by people
much better than these. In reality, this unbelievable feeling
was being caused by the fact
that I was actually low on a
bid … can you believe it? Me
… actually low! It had never
happened before and I was
overcome with a feeling of absolute euphoria. I banged my
head on the underside of the
table, but two quick slaps to
the left side of my face delivwww.usglassmag.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
TESTING LABS
Energy Testing

Building Enclosure
Consulting, LLC
3D THERMAL SIMULATIONS
713 SW 8 Ave.
Hallandale Beach, FL 33009
P: 305/600- 0516; F: 954/457-3592
www.Building-Enclosure.com
info@b-e-c.info

ered by my right hand restored my composure.
Now the two guys in this situation had made it very clear
that they were looking for the
tickets in question. In fact, they
had made it clear to me as well
and that was why I had also
come prepared to show my
“gratitude.” Indeed two of my
own tickets were resting peacefully inside my coat pocket.
Who could blame them for
wanting to spend an afternoon
at the friendly confines known
as Wrigley Field watching the
Yankees and Cubs go at each
other? The last time the Yankees had played on Chicago’s
North side was October 6,
1938. The Yankees of Joe
DiMaggio and Lou Gehrig beat
the Cubs of Gabby Hartnett
and Phil Cavaretta by a score of
6-3 that day. Lefty Gomez was
the winning pitcher … Dizzy
Dean was the loser. It was game
two of the ’38 World Series. The
Yankees swept the series in
four games, just as they had
done to the Cubs in the 1932
series. Eight straight Cub loses
… all World Series events ... at
the hands of the Yankees.
The competitor accepted

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

WINDOW HARDWARE
Window Screens

Quanex Building Products
1800 West Loop South, Suite 1500
Houston, TX 77027
quanexpr@quanex.com
www.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

Fire Rated

Technical Glass Products (TGP)
8107 Bracken Place SE
Snoqualmie, WA 98065
P: 800/426-0279 F: 800/451-9857
www.fireglass.com ■

To place your listing, please contact
Tina Czar at 540/602-3261 or email tczar@glass.com.
Deadline for the May issue is April 18, 2014.

the thanks of the two ticket recipients and then quickly produced a fresh, blank proposal
from his inside suit coat
pocket. He penned in a new
price that now placed him exactly $75 lower than me,
stuffed it into an envelope and
handed it to the younger of the
two grinning men. They shook
hands, stood and headed for
the exit. The whole ordeal
lasted less than 20 minutes.
I love Chicago … I really do.
Can’t even think about living
somewhere else. Maybe you
gotta grow up in Chicago to really appreciate it. How it works
… why it works … and most
importantly, how to make it
work for you. And one of the
things that helps Chicago work
so well is the large number of
retailers of every type and description on virtually every
street corner in the city. So after
crawling out from under the
table at the restaurant, it only
took a few minutes to find a
store where I could acquire a
bottle of whiteout and a crisp,
clean, new envelope. And after
doing so, I adjusted the price
on the copy of the bid I was
carrying, sealed it into the new

envelope, gave the slightly used
bottle of whiteout to a panhandler after making him promise
that he wouldn’t drink it, and
headed to the meeting.
Within seconds of my arrival, I was ushered into a
conference room where the
two I had eavesdropped on
earlier were waiting. Their
boss quickly joined us and
after the obligatory introductions and chatter, I stated that
I had found a small error in
my bid and had modified it
accordingly. I handed my
proposal … which I knew
would now be $18 lower than
my competitor … over to the
trio. The boss displayed an
approving nod. The other
two looked first at the new
proposal and then sheepishly
at each other. I was thanked
by the boss and told to start
work immediately.
Many years ago I had been
taught that after you get the
order … get out. So having accomplished the former, I
quickly did the latter. And the
best part of all … I got out of
there still holding the CubsYankee tickets with which I
had started the day. ■
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Contract Glass Manager

Products for Sale

Used Equipment

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.

Inventory Reduction Sale
www.glassmachinerysales.com
Ph: 724/348-8450

If you like fishing and hunting we have
what you’re looking for. We are looking
for a career minded individual
experienced with storefront and curtain
wall systems to manage our Bismarck
ND branch. Our company has been in
business for 97 years and offers
competitive wages and benefits. Send
resume to ekarels@fargoglass.com

www.ameracanequipment.com
dave@ameracanequipment.com
855/669-9108 or
Outside U.S. 303/669-9108

Metal/Aluminum Storefront
Curtain Wall Fabricator

Curved China Cabinet Glass

All Machines in Stock

• (2) Laminating Machines NonAutoclave for EVA, PVB, Sentry
• (5) 9-Spindle flat Edger/Miters. Ideal
for shower doors. Our best seller.
Over 200 installed and operating in US.
• (2) CNC - Water Jets
• (3) Horizontal Washers 48”, 63” & 72”
• (3) Horizontal Drill w/Tables
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

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 603/2423521 or email paulbaseball@msn.com

Business for Sale

Decorative Glass Business

$250,000, Northwest Indiana
• Backpainted & Sandblasted Glass
• Wide Format Laser Etching
• Waterjet Cutting • Mirroring
Email: alchemyglassworks@gmail.com
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USED MACHINERY
BOUGHT & SOLD

We Buy & Sell Used Glass
and Window Machinery

Employment/
Help Wanted
Project Manager

Mid-sized glass & glazing company
located outside of Chicago (near O’Hare
airport) seeking a Project Manager with
3-5 years of experience. Candidate will
create material take offs, measure &
layout jobs, order glass & hardware as
specified & coordinate with other
subcontractors to install projects and
meet all deadline requirements. We offer
a competitive salary and benefits
package. Send resume to: USGlass,
Drawer 7100, PO Box 569, Garrisonville,
VA 22463, email jmulligan@glass.com,
or fax 540/720-5687. Be sure to reference
Drawer 7100.

Two Positions Available
for Installers

We currently have 2 positions available:
1) Experienced heavy frameless
shower door installer
2) Experienced storefront installer
We are a growing company in Raleigh, NC.
Relocate to sunny NC. Great opportunity
for the right candidates. Send resume to
ron@glassdepotsusa.com

EFC Glass Systems of Northern Virginia
has a full time position opening for an
experienced (5 year min.) Storefront &
Curtain Wall Fabricator. Must possess the
knowledge of cutting and the assembly of
various systems, Entrance Door hardware
prep & installation, the various types of
fabrication equipment, and the process
methods. Also, Reading, interpreting
blueprints, & working with the office
project managers. Hourly Salary and
benefits will be based on experience
in the industry. Email resume to
efcsystems@msn.com or fax to 703/2637104 or call 703/928-6026 Ext. 1.

Distributors & Reps Wanted

Prominent, quality driven manufacturer
of high-end adhesive tapes looking for
established distributors & aggressive sales
reps to help develop its North American
sales. This is truly an outstanding
opportunity for motivated individuals &
organizations to expand their product line
offerings with items that are proven, very
competitively priced, and used on a daily
basis by manufacturers, fabricators and
installation contractors. All replies will be
held in absolute confidence. Send
information and/or resumes to USGlass,
Drawer 6800, PO Box 569, Garrisonville,
VA 22463 or email jmulligan@glass.com.
Be sure to reference Drawer 6800.

To place a classified listing, please call Janeen Mulligan at
540/602-3255, or email jmulligan@glass.com.
Listings start at $129 per column inch.
www.usglassmag.com
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Company

AGC Glass Company North America
Aluflam North America
Azon
Banom Inc.
C.R. Laurence Co. Inc.
Calibre Door Closers Inc.
Capital Tape
Cardinal IG
Erdman Automation
F. Barkow Inc.
Fenetech Inc.
Fenzi North America
GlasPro
Glass Association of North America
GlassCon Global
Glasswerks L.A. Inc.
Glass TEXpo™ 2014
Graco Inc.
Guardian Industries
I.M.P.A.C.T.
J. Sussman
JLM Wholesale
Lauren Manufacturing
MyGlassTruck.com
Oldcastle BuildingEnvelope®
Personna
Petersen Aluminum Corp.
Pilkington
PPG Industries Inc.
Precision Glass Bending
PRL Glass Systems Inc.
Pulp Studio Inc.
Quanex Building Products
Security Lock Distributors
Soft Tech America
Southern Aluminum Finishing
Strybuc Industries
Triview Glass Industries LLC
Unruh Fab Inc.
Vetrotech Saint-Gobain
Wagner Companies
Wood’s Powr-Grip
VEGO Inc.

www.usglassmag.com

Phone

800/251-0441
714/899-3990
800/788-5942
800/227-7694
800/421-6144
714/633-5100
888/888-8273
952/935-1722
763/389-9475
800/558-5580
330/995-2830
416/674-3831
800/776-2368
785/271-0208
855/545-2775
888/789-7810
540/720-5584
877/844-7226
866/482-7374
800/545-4921
718/297-0228
800/522-2940
800/683-0676
800/254-3643
866/653-2278
800/336-4061
800/722-2523
800/221-0444
888/774-4332
800/543-8796
877/775-2586
310/815-4999
713/961-4600
800/847-5625
954/568-3198
800/241-7429
800/352-0800
800/452-7745
888/876-2297
888/803-9533
888/243-6914
800/548-7341
949/548-3204

Fax

Web Address

404/446-4220
www.us.agc.com
714-899-3993
www.aluflam-usa.com
269/373-9285
www.azonintl.com
800/456-8393
www.banom.com
800/587-7501
www.crlaurence.com
714/633-5102 www.calibredoorclosers.com
216/292-3435
www.capitaltape.com
952/935-5538
www.cardinalcorp.com
763/389-9757 www.erdmanautomation.com
414/332-8217
www.barkow.com
330/562-8688
www.fenetech.com
416/674-9323
www.fenzi-na.com
562/946-2764
www.glas-pro.com
785/271-0166
www.glasswebsite.com
Not Available
www.glassconglobal.com
888/789-7820
www.glasswerks.com
540/720-5687 www.usglassmag.com/texpo
612/623-6273
www.exactablend.com
248/340-2111
www.sunguardglass.com
202/393-1148
www.impact-net.org
718/297-3090
www.jsussmaninc.com
248/628-6733
www.jlmwholesale.com
330/308-7652
www.lauren.com
856/863-6704
www.myglasstruck.com
310/264-4703
www.oldcastlebe.com
540/248-7122
www.personnablades.com
800/722-7150
www.pac-clad.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
713/877-5333
www.mikronwood.com
800/878-6400
www.seclock.com
954/563-6116
www.softtechnz.com
404/350-0581
www.saf.com
610/534-3201
www.strybuc.com
Not Available
www.triviewglass.com
316/772-5852
www.unruhracks.com
253/333-5166
www.vetrotechusa.com
414/214-0450
www.panelgrip.com
406/628-8354
www.powrgrip.com
949/548-9757
www.vegooverlays.com

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

I

by Lyle R. Hill

was early … very early, and that’s
rare for me. I’m the kinda guy who
likes to be right on time. Neither
early nor late. Just right on time. But the
first meeting of the morning, just south
of the downtown area, had gone much
faster than expected and it didn’t make
sense to drive back to my office in the
suburbs and then drive all the way back
downtown for the next meeting, so I
headed over to a nice, quiet little restaurant across the street from where my
next meeting was to take place. I would
then get a late breakfast, browse
through the Sun-Times and stroll over
casually for meeting number two on
this cool, but pleasant morning. The
purpose of this second meeting was to
wrap up a complicated but worthwhile
job that I had been chasing for the past
45 days or so. And while the customer
with whom I was scheduled to meet
was not someone for whom we did a lot
of work, times were tough and we
needed the job.
Chicago has a well-deserved reputation
for great restaurants. This particular one
is not destined to appear on anyone’s list
of “must-visit spots” while in the Windy
City, but it isn’t bad … high backed booths
… lots of plants (both real and artificial)
… and a better than average menu. I ordered some scrambled eggs and then
began reading the Times … like always,
from back to front.
Before I was half way through the back
inside page, I glanced up and immediately
lost my appetite. In fact, I could hardly believe my eyes, because there … just inside
the front door … stood two of the guys I
was scheduled to meet with in just a little
less than an hour. It wasn’t the sight of
them that disturbed me. Under normal
circumstances I would have been delighted to see them in this setting. In fact,
I would have asked them to join me and

gladly picked up the tab. No, they were not know my price on the very job that I am
a bother to me. It was the third person in scheduled to meet with them about.
One of the many things I truly love
the group that bothered me … for he was
a competitor. Even more than just a com- about Chicago and its inhabitants is the
petitor … he was someone I didn’t like … quick and direct way with which things are
at all. What was stinging even more was dealt. Chicago is known as “The City That
the fact that I had suggested to these two Works” and the reason it works is because
that we meet for coffee or a meal during there is little ceremony … no guessing …
my visit with them, but they had told me no innuendo … no codes to be deciphered
they were too busy. Well apparently they or puzzles to be solved, just simple, direct
were too busy … too busy for me anyway action. I think this started many years ago
when someone from the West Side put a
… but not for the other guy.
Within just a minute or so, the three gun into the ribs of someone from the
were approached by the restaurant’s host- North Side and said, “give me your wallet
ess and, to my shock, she began leading or I’ll shoot you.” Both parties clearly unthem in my direction. I hiked up the news- derstood the deal and made their decipaper, which I was now hiding behind, a sions accordingly. It’s all very Chicago.
little higher and hoped they wouldn’t see
The two men took the tickets, congratme. Fortunately, they didn’t, but as fate ulated themselves on their good fortune,
would have it … and I have spent most of and produced a copy of my proposal so
my life trying hard to become fate’s best that the glad-hander could see for himself
friend … they ended up being seated right exactly what I had bid. And then to my
behind me. The only thing that now sepa- complete and utter surprise … no, not
rated us was the very high back of the surprise … absolute shock … the two
booth and a thick and unbelievably dusty pointed out to the would-be competitor
artificial ficus tree. I slunk a little lower into that I was actually a few hundred dollars
the bench and positioned myself for min- low, and that they were scheduled to meet
imum exposure.
with me and their boss within the hour.
Then, just as I was still trying to decide They went on to say that their boss was
whether or not I could fit completely and
discreetly under the table, I started pickcontinued on page 87
ing up their conversation … and I
was not happy about what I was
hearing. First, slime-ball competitor offered them tickets to the upL y l e R . H i l l is the
managing director of Keytech
coming Cubs–Yankees game … a
North America, a company
hot ticket to say the least. The Yanproviding research and
kees’ first visit to Wrigley Field since
technical services for the glass
the 1938 World Series had created
and metal industry. Hill has
an unbelievable demand for these
more than 40 years experience in the glass
tickets … scalpers were already
and metal industry and can be reached at
getting $300 a seat and the price
lhill@glass.com. You can read his blog on
would certainly go even higher
Wednesdays at lyleblog.usglassmag.com.
within a week or two. Next, Mr.
You can order his new book, “The Broken
Slime tells the two that all he wants
Tomato” at amazon.com.
in exchange for his generosity is to
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It’ll change the way you look at neutral glass.
Introducing Solarban® 67 glass. A crisp, vibrant neutral glass that stands out from
the crowd. For a sample, call 1-888-PPG-IDEA or visit ppgideascapes.com/sb67.
Solarban, IdeaScapes, PPG and the PPG logo are trademarks of PPG Industries Ohio, Inc.

67
PPG Industries, Inc., Glass Business & Discovery Center, 400 Guys Run Road, Pittsburgh, PA 15024 www.ppgideascapes.com
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Safety

Construction Industry Urges OSHA
to Withdraw Silica Rule

S

ome construction industry-related groups are asking the Occupational Safety and Health
Administration (OSHA) to withdraw its
proposed rule to drastically lower the
permissible exposure limit (PEL) of
crystalline silica for the construction
industry.
“OSHA’s current permissible exposure limits (PELs) for crystalline silica
were adopted in 1971 and have not
been updated since that time. They do
not adequately protect workers; they
are outdated, inconsistent and hard to
understand,” according to a fact sheet
on the OSHA website.
OSHA also says strong evidence
shows that current PELs do not adequately protect worker health. The current PELs are based on research from
the 1960s and earlier and do not reflect
more recent scientific evidence.
“The current PELs for construction
and shipyard workers allow them to be
exposed to risks that are over twice as
high as for workers in general industry.
The proposed rule would provide consistent levels of protection for workers
in all sectors covered by the rule,” says
OSHA.
According to the proposed rule,
workers’ exposures would be limited to
a new PEL of 50 micrograms of respirable crystalline silica per cubic
meter of air (µg/m3), averaged over an
eight-hour day. The new PEL would be
the same in all industries covered by
the rule.
The proposed rule is estimated to
provide average net benefits of about
$2.8 to $4.7 billion annually over the
next 60 years. It is expected to result in
annual costs of about $1,242 for the average workplace covered by the rule,
says OSHA. The annual cost to a firm

with fewer than 20 employees would be
less, averaging about $550.
Some industry associations have
spoken out about the rule while others
are
monitoring
its
progress.
“We are evaluating any
potential impacts on the
industry and continue to
monitor developments,”
says Mike O’Brien, president of the Window
and Door Manufacturers
Association.
“Federal regulatory agencies must begin to conduct a
much higher level of duediligence before proposing
rules that cause financial burdens to the still recovering
construction industry and the
manufacturers who supply
products for commercial and
residential building,” says Rich
Walker, AAMA president and
CEO. “As found through the
EPA’s own Inspector General,
the Lead: Renovation Repair
and Painting Rule (LRRP) was
developed and finalized based
on a handful of incorrect information. The LRRP rule has now
cost industry close to a billion
dollars since its inception and
little to no impact in lead exposure rates have been witnessed. OSHA must be
monitored to ensure that the
same mistakes in rule development and administration are not
repeated.”
The Associated Builders and Contractors and the National Association of
Home Builders were among groups that
requested OSHA withdraw the rule. ■
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DearUSG

A Revisited Tribute to the Small Guy…
Dear USG,
One of the many reasons I always look
forward to reading USGlass is for its great
editorial content, and appeal to the rank
and file. I know we all appreciate the important need of the technical articles and
information presented to keep us all up
on the newest trends and latest industry
innovations, but I also think Paul Bieber,
Ellen Rogers, and Megan Headley bring
a lot to the table with their articles on real
life issues and the situations we all encounter in our businesses. Even the infamous Lyle R. Hill does an okay job for a
now-retired guy, and all our hearts are
certainly out for him as he weathers the
current storm.

Old Memories

I remember in a past issue of
USGlass (October 2003) there was a
glowing tribute given to William Fuldner and his reflection on the past 50
years with EFCO. Many names have
changed or are now past memories—
Vistawall, Vitro, Arch Aluminum, to
name a couple. There have been previous tributes over the years to our industry giants, but it is seldom that I see
mention of the many smaller glass and
glazing contractors who constitute the
very backbone of our industry.
In our company the glass and glazing
storefront business now accounts for
nearly 70 percent of our total business
sales. This figure includes both the many
small and large glazing contractors, and
many of the legacy aluminum storefront
OEMs. The reason for this affinity to storefront is because our company’s roots come
from the storefront industry. My father
came out of the Marine Corps in 1948 and
became a glazier with the old Republic
Glass, and later, with the Penske brothers
at Downey Glass. This was at a time when

In its annual listing of the nation’s top contract glaziers (turn to page 38), USGlass
magazine pays tribute to the industry’s many companies, from large to small.

most people did not know what aluminum was, and if they did know, they
could not pronounce the word. He later
founded first Rigid Metals and later U.S.
Aluminum Corp. I have many fond memories first polishing metal (not good), and
later working in the new door fabrication
plant (much better).

The Tough Get Going

Our company’s distribution facility in
Orange, Calif., is in a great location, and we
have many glazing contractors in the
greater L.A. area who come to will call
product from us. These are both oldtimers, and second- and third-generation
glaziers who possess great mechanical
skills, honed by decades of a hard work
ethic and learned experience. These hardworking businessmen have ridden the
many ups and downs of the industry and
economy, and have persevered. These are
the small guys who purchase and install

the aluminum and glass storefronts, thus
allowing the industry giants to flourish
and enjoy their success. Without these
many small glass contractors the industry
would be so lacking, both in survivability
and in its very unique character.
To say the storefront business has been
tough the past few years is an understatement. The old adage,“when the going gets
tough, the tough get going” has never been
truer. And the tough have stuck in there,
and are making it work.
Whether one is selling, or buying, it
remains important to be a good listener.
This is the stuff solid relationships are
built on, and this should be true for any
successful business. If we are going to
be paying tributes, then please let us
not forget the small guy.
John Linder
President and CEO
Calibre Door Closers Inc.
Orange, Calif. ■
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