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I

F YOU’VE BEEN A LOYAL AGRR
reader for many years, the headline
above may sound familiar. But, I
admit it—even I’d forgotten it.
But this morning, I was looking
through our March/April 2002 issue for
a photo of Diamond Glass’s
headquarters in Kingston,
Pa., and I stumbled onto a
feature I’d nearly forgotten.
It was called “What? Me
Worry?” and it was about the
recession that followed 9/11
and how it affected auto glass
shops (see March/April 2002
AGRR, page 30).
It was published six years
ago—and applied so much to
today’s market that I couldn’t help
but pause.
The feature begins, “Are we or aren’t
we? That’s the question business leaders, politicians, economists and the
media had been grappling with for
about a year.”
Sound familiar? This seems to be
the same question we read in the
newspaper everyday—though it
seems that more often now, the answer is “yes.”
While Diamond president Bill
Cogswell was unable to comment on
whether market factors had anything to
do with the company’s petition for reorganization under Chapter 11, filed April
1 (see related story on page 14), he did
comment that on April 1, the company’s
debt was due—and it couldn’t be paid.
This theme seems all too common
in today’s troubling market. But, there
is good news, in my opinion. History
repeats itself—as is so evidenced by
the “What? Me Worry?” article. We
made it out of that recession, and it
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seems most economic experts agree,
the market will rebound—they may
not know when, but they know it will.
“Every economy goes through cycles,” commented Jeff Deitrich, a senior analyst for the Institute for Trend
Research, during the recent industry conference
in Tucson (see related
story in March/April
AGRR, page 38).
But, he warned, if
you’re prepared for the
economical highs and
lows, it will even out.
As we all wait the recession out, what can
you do to stay ahead of the curve? Hopefully, this issue will give you some ideas.
For example, on page 18, contributing
writer Les Shaver takes an updated look
at the state of the plastic and laminated
sidelites industry—and where it is
headed. In the July/August issue, he’ll
continue the series with a look at how
installers and repair technicians can
deal with these new types of glass.
On page 46, be sure to take a glance
at our preview of the Independent
Glass Association’s Independents’ Days
Conference and Spring Auto Glass
Show™, to be held May 1-3 in Las
Vegas. This conference is sure to offer
some ideas for how to stay ahead of the
competition and survive in today’s
troubling market.
I hope to see you in Las Vegas.
P.S. As always, if you have tips for
staying ahead in the market, please email me at pstacey@glass.com so we
might feature these in a future issue. ■

◗
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Customer Service
tips for quality service
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Making Smart Customers
b y C a r l To m p k i n s

S

industry and have the ability to
O, WHAT IS IT THAT CAUSES A
achieve partnerships through excelcustomer to become convinced
lence in meeting the personal and
and committed to purchase your
organizational needs of customers.
products and/or services? According to
the majority of outside salespeople sur- 2. Provide a winning environment!
The greatest cause of business failveyed, price is the answer. Both salesure is top management not providpeople and customers make a mistake,
ing the environment for employees
though, when they equate price strictly
to succeed. As management, you
with the number on the invoice.
can achieve a winning environment
by providing the required time, reMore to the Price
sources and support for employees.
Smart customers know that the subThe more accomplished under these
ject of price is a far-reaching topic that
three provisions, the more manageincludes many more considerations
ment can expect in return.
than what an invoice provides. A common theme followed by smart cus- 3. Don’t pitch customers; consult
with customers! Truly, no one has
tomers is, “The cheapest product
ever sold anyone anything. Cususually is the most expensive,” and the
tomers make buying decisions
justification is that the costly topics of
based on their attitudes and bereprocessing, expediting, warranty, unliefs. The best way to shape a cusplanned services, returns, rework,
tomer’s attitude and beliefs is to
downtime, scrap, customer loss, damcause them to think through and
aged image and more tags along with
analyze the big picture within any
cheap products.
buying decision. My favorite way of
I want to help you by providing a sedoing this is to, right upfront, ask a
ries of tips in making sure you are doing
customer, “Which do you view as
your part in making smart customers.
being the most important in your
decision, lowest invoice price or
Smart Steps
best bottom line?”
To help customers get smart, note
If the customer chooses lowest inthe following required steps, listed in
voice, I choose not to help him betheir order of priority:
cause no one supplier can participate
1. Have smart salespeople! I had a cusin that position for any reasonable
tomer tell me once that the reason
period of time to make it worth his
he needed to get better pricing is
while. Most often this type of custhat his customers required him to
tomer brings along too much other
give lower prices. This is an admisunwelcome baggage anyway.
sion of an ineffective sales force. The
Most customers will provide
bottom line is that you don’t need to
hope by claiming that bottom line
be paying salaries for salespeople
is key in making their buying deciwho feel that their best means to
sions. Asking good questions at this
close the sale is having the lowest
point is key, along with listening
price. Have sharp people who know
carefully and making notes of the
their industry, know the customers’
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customer’s response. The theme in
asking good questions is getting the
customer to assign costs and values
to each response.
Ultimately, be equipped with a
number of relative categories of considerations to explore with the customer that causes them to draw
down to the bottom-line impact,
“final-cost” versus invoice pricing or
“initial cost.” Ultimately, the purpose of using good questioning skills
gets the customer to discover answers versus having you sell them
answers, which is far less effective.
Customers believe themselves long
before they will ever believe you.
4. Be reliable in the support of smart
customers! With a smart sales team
making smart customers, make sure
your business operation is prepared
fully to support those smart customers with products and services
that truly are worth more to their
bottom line. Not only do the products and services need to deliver
more to the bottom line to justify a
higher invoice price, your company
must be good at leveraging such
value on a regular basis with the customer. Leveraging means conducting evaluation meetings with the
customer and using the previously
outlined style of questioning to
make sure the customer continues
in his belief and attitude that your
products and services remain in his
best interest to purchase.
■

◗

Carl Tompkins is the Western states area
manager for Sika Corp. in Madison
Heights, Mich. He is based in Spokane, Wash.
Mr. Tompkins’ opinions are solely his own and
not necessarily those of this magazine.
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• Flexibility even in
low temperatures
• Resistance to
shrinking, cracking,
rippling and fading
• Used for front and
back windows
A Complete Line of
Parts-Specific
Mouldings for All
Vehicles

It’s only an exceptional
human body that is flexible
under all sorts of conditions.
Our mouldings are like that.

• Many OEM and
OEM-comparable
parts in stock

Exceptional.

• Continuous
development and
improvement
based on your
needs

Call us today and let us fill
you in on why we’re different.

• Easy installation
with OEM
appearance and
“Perfect Fit”

800-290-2171

But that’s about the only auto glass we don’t stock!
We’ve been building our inventory since 1926. Four
generations of the Mygrant family have maintained the
tradition of carrying the most extensive inventory of
auto glass in the nation. And we don’t install. So we
don’t compete against your business. We are here to

serve you quicker, better, and with more enthusiasm
than any of our competitors. Call us. Let us show you
how nice real personal service can be!
49 locations in 18 states across the nation
International Sales • Export and Bulk orders
Independent Distributor of Automotive Replacement Glass

www.mygrantglass.com
866-956-5084

Independent’s Day
an iga viewpoint

davez@autooneinc.com

It’s Show Time!
by Dave Zoldowski

T

HIS IS MY FAVORITE TIME OF
year. Spring is in the air and independents are heading to Las
Vegas (see related story on page 46).
This will be the third of three straight
years in Las Vegas for the Independent
Glass Association’s (IGA) Annual Conference and Spring Auto Glass ShowTM.
What a wild ride it has been. Over the
past three years our conference and
trade show have gotten progressively
larger. We slowly are becoming the
must-attend national auto glass event.
I personally love to catch-up with long
time members and with non-members
who come out to visit with us before
joining IGA.
I have to say with a little bit of pride
that we may have outdone ourselves
this year. We have packed more than 15
hours of seminars and trade show
events into three days to be held May
1-3 at the Cashman Center and Golden
Nugget Hotel & Casino.

The Details
The conference will begin on Thursday, May 1, with a benefit update to IGA
members. The conference then will
turn quickly to the 2008 anti-steering
and legislative agenda. Erica Eversman
of Vehicle Information Services and Bob
Smith of Storm Appraisal & Management Services Inc. will guide attendees
through their experiences fighting for
independents as well as introducing
and passing anti-steering legislation on
a state level.
Our educational program will help
independents improve their businesses by providing seminars on Internet marketing and customer service.
We have invited members of the windshield repair industry to help educate
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our attendees about the benefits of
windshield repair. Attendees also will
lead their own seminar by participating in a town hall discussion on better
business practices. This session is an
excellent opportunity for independents to bounce ideas off one another,
for we all fight the same business-related fights everyday.
Our 2008 conference also will give
independents access to movers and
shakers in the auto glass industry as
IGA continues to foster understanding
among independents, networks and
the insurance industry. On Friday, May
2, Tom Feeney of Belron US is scheduled to provide an update to independents about Belron’s efforts in the
U.S. auto glass market. There will be an
opportunity for attendees to participate in a question-and-answer period
during the session.
Following Feeney’s presentation
several members of the insurance industry will participate in a town-hallstyle session designed to allow
attendees to communicate directly
with that segment of our industry. IGA
feels continued interaction between
independents, networks and insurers
will help foster positive business relationships that will benefit us all. We
continue to pursue these relationships
publically and privately.
IGA also will continue to advance
the importance of Auto Glass Replacement Safety Standard (AGRSS)registration by once again offering to
pay the initial AGRSS registration fees
of any IGA member who attends the
seminar conducted by AGRSS Council
chairperson Cindy Ketcherside and
Carl Tompkins, chair of the AGRSS
credentialing committee, on Friday,

May 2. AGRSS is preparing plans to
offer third-party validation, through
an independent audit, to companies
for compliance. Tompkins and Ketcherside will be discussing how this will
be accomplished and will answer any
questions business owners have
about the registration and validation
processes.

Technical Know-How
The conference then will provide
more than five hours of technical seminars designed to keep attendees upto-date on all the latest auto glass
technology and techniques. Bob Beranek of Automotive Glass Consultants
will conduct an intense two-hour session concerning auto glass installation
on Saturday, May 3. Immediately following this session, technicians who
have applied for IGA certification will
have the opportunity to take the final
certification exam. Bob’s class will
present an excellent final refresher for
technicians trying to pass the IGA certification exam.
Preceding Bob’s technical seminar,
Dale Malcolm of Dow Automotive,
fresh from the Detroit Auto Show in
January, will present attendees with information concerning the latest automotive concepts that could affect glass
installation in the near future.
So as you can see, we are planning a
very good event. For a complete seminar schedule and to register, visit
www.iga.org. See you in Vegas.
■

◗

Dave Zoldowski is president of Auto One
in Brighton, Mich., and serves as president of the IGA. Mr. Zoldowski’s opinions are
solely his own and not necessarily those of
this magazine.
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Trainer’s Corner
on-the-job tips

dmalcolm@dow.com

Training in the 21st Century
by Dale Malcolm

T

may want to provide your employee
your company taken one or more of
HE OLD SAYING “WHEN IT
with a notebook with as much techthe courses you are considering?
rains, it pours” easily can be apnical literature and reference mateMany times, content in a one sizeplied to the auto glass business.
rial as you have available.
fits-all training module may conflict
It always seems like when you need
with your company’s policies and
more employees, there is too much
procedures. It is recommended that Testing:
work to take the time to train new
before signing up multiple employ- • Is there a final test for each module?
ones. When there is time to train, it is
ees for a package of training mod- • What information is available to you
difficult to plan the training on short
ules that they all be reviewed.
notice. When a vendor is scheduled for
or your employees about incorrect
training, circumstances such as em- • How is the material presented? A
answers and areas of the course that
simple text-based document can be
ployee illness, vacations and lastshould be repeated?
printed and read offline. This type of • What other information about the
minute work scheduling problems can
content is best suited for highly momake it difficult to take advantage of
course is available? Items that might
tivated trainees. Material with lots of
this resource.
be useful to an owner or manager
audio and video may be better for
The widespread availability of highwith multiple trainees might include
more passive trainees. This may respeed Internet has made electronically
the number of times a trainee acquire a broadband connection and
delivered or self-directed training (SDT)
cessed the system, time spent online
computer able to handle that type of
a worthy alternative. One of the biggest
and detailed test results.
content. The best material available
advantages of SDT is that the shop
will be difficult to watch if the video Cost:
owner/manager is able to make use of
is choppy or the audio is out of sync • What cost savings are available
that rainy afternoon. A technician can
with the video.
spend an hour or two taking a course
when buying modules in groups or
module on personal safety or the latest • What is the source of the content?
packages?
The best content is material com- • Is there a discount for multiple emadhesive technology.
piled from credible sources and refployees?
erences. You should be sure that the • How long does the trainee have to
Online Options
content being taught to your emfinish the course after you pay for
Recently several online training webployees is more than one person’s
the training? You wouldn’t want to
sites have become available to the auto
opinion. A good training course will
buy a large number of training modglass replacement business. Before diplist reference sources for further
ules going into a busy season.
ping into your training budget and signreading by the trainee. Training maSDT can work best in preparation for
ing up your employees for online
terial provided by suppliers and future instructor led training (ILT). Pick
training it is important you choose one
manufacturers also may be a good modules or courses with the guidance
that meets your specific needs. Here are
choice, as those vendors may have of the instructor to give your trainees a
a few points to consider.
access to information not available common foundation for the upcoming
otherwise. Make sure you check out training session. This allows the inContent:
the course to be sure you are not structor to answer questions from the
• Does the content of the course follow
paying for an “infomercial” for that SDT material and move the entire class
the current American National Stancompany’s products or services.
further in less time.
■
dards Institute/Auto Glass Replacement Safety Standard (ANSI/AGRSS) • Does the online course have any
study guides or workbooks that acinstallation standards?
Dale Malcolm is technical manager with
company the course either included
• Is it an AGRSS-registered training
Dow Automotive/Essex ARG in Dayton,
in the course cost or for additional Ohio. Mr. Malcolm’s opinions are solely his own
program?
expense? If this is not available, you and not necessarily those of this magazine.
• Have you or someone qualified in

◗
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A Pinnacle of Success
Since entering the U.S. Auto Glass Replacement Industry (AGR) in 1992, Sika has become
the AGR market leader by providing superior customer service, extensive marketing
programs, and innovative and “user-friendly” polyurethane adhesive technologies.
Sika will sell our 100 Millionth U.S. AGR Cartridge in 2008. This coincides with Sika
surpassing 60% U.S. AGR Market Share. To celebrate this pinnacle of success, we
want to say THANK YOU TO OUR LOYAL U.S. AGR CUSTOMERS who have made
this milestone possible!

As our way of saying Thank You, we encourage you to
enter our Sweepstakes Drawing for a trip to New York
City and a chance for a trip for two to Switzerland!
Enter Sika's 100 Millionth Sweepstakes Drawing to win one of six weekend trips to
New York City where the six winners will be included in an additional drawing to win
a trip for two to Switzerland. Please contact your local Sika representative or call
1-800-688-7452 for additional information.

No purchase necessary. Open to Auto Glass Replacement (AGR) Cos. that as of 4/1/08 use Sika’s auto glass adhesive system products. Entries must
be postmarked by 8/11/08 and rec’d by 8/18/08. For official rules, send SASE to: Attn: Sika 100 Millionth Cartridge Sweepstakes. Official Rules request,
c/o Sika Corporation, 30800 Stephenson Highway, Madison Heights, Michigan 48071 (VT residents may omit return postage). Sika Corporation, 201
Polito Avenue, Lyndhurst, New Jersey 07071.

SEE US AT THE IGA SHOW, MAY 2-3 IN VEGAS

AGR Reports

breaking news

COMPANY NEWS

Diamond Glass Files for Chapter 11

K

INGSTON, PA.-BASED DIA- during an interview with AGRR maga- the bonds that we owe from 1998 and
mond Glass filed a voluntary zine/glassBYTEs.com™ on April 1, the the debt that we owe to a creditor facility from about a year ago,” he says.
petition for reorganization official day of the filing.
Cogswell declined to comunder chapter 11 of the U.S.
“ O u r s i t u a t i o n t o d a y i s ment on what led to the debt—
Bankruptcy Code on April 1.
The company filed with a t h a t w e h a v e a l o t o f d e b t particularly as to whether
market conditions are a factor.
“debtor-in-possession financing
and we can’t pay it.”
“I don’t know that what we
commitment” by its senior se— B i l l C o g s w e l l , D i a m o n d G l a s s face today [with the current
cured lender Guggenheim Coreconomy] has anything to do
porate Funding LLC to provide
“We’re doing well—we’re healthy, with whether you can make money in
necessary liquidity during the chapter
11 process. In addition, in the filing, and it’s our desire to continue to move the industry today,” he says. “Our sitDiamond requested that the Bank- forward and look forward and con- uation today is that we have a lot of
ruptcy Court approve a sale to Guggen- tinue to invest in what will make the debt and we can’t pay it. There [have]
been a lot of industry changes over
heim (or its designee) and an auction company healthy,” he said.
However, he doesn’t shy away the years—pressures from pricing, for
process to permit other interested buyers to out-bid Guggenheim’s proposal. from speaking about what led to the example—that have been on everyDespite the filing, Diamond presi- restructuring.
“Our situation is clearly a result of
dent Bill Cogswell appeared optimistic
continued on page 16
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EJINDJGH=DEDC

B6>CHIG::I

The fastest way to build your presence – and proﬁts –
on the Internet superhighway is to get on Mainstreet.
Because now the same experts you rely on for Glas-Avenue
business software offer web design and hosting
services too.
And like all Mainstreet solutions, it couldn’t be easier to
take advantage of this opportunity to grow your business.
Choose from our selection of web templates – our
designers will customize your look. Then, let Mainstreet’s
reliable, stable hosting service do the rest.
• Be available to consumers 24/7
• Grow your customer base
• Increase your advertising coverage
• Strengthen your service-oriented brand
• Get huge returns with minimal cost
Put Mainstreet’s 25 years of experience in the auto glass
and ﬂat glass industries to work for you. And make the
Internet your route to greater success.
Call 800-698-6246 now, or visit mainstreetcomp.com.
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continued

body’s minds. But again, at the end of the day, we can’t pay
the debt.”
Cogswell notes that the company explored many options
in recent months, but this one seemed optimal. “We considered all of the options available and this seemed to be
the best course of
action,” he says.
“There’s
always
hope that you’re
going to be able to
work through a
process with those
you owe money to.
We started reaching out to bondholders
and
creditors a few Diamond held informal, town hall-style
months ago and meetings with employees all morning
tried to engage in on April 1 at its headquarters, shown
dialogue.”
above in a 2001 photo, to answer any
As for current questions they had.
Diamond vendors,
Cogswell says it’s up to the court to decide by what method
these will be paid.
“That’s a process that’s really governed by the courts,” he
says. “I can’t tell you with certainty what that process will be.”
Cogswell says he spent the evening of March 31 on conference calls with district and regional managers, and then distributed information on the restructuring to employees this
morning. From 8:30 a.m. on, the company held three different,
back-to-back town hall-type meetings at its corporate headquarters in Kingston, Pa.
That afternoon, another conference call with district managers and regional managers followed.
“[We] responded to any questions they’d had come up with
[since the first correspondence],” Cogswell says.
Company officials also distributed a list of frequently asked
questions to employees to allay their concerns.
“At the end of the day, [most employees] are concerned as to
whether they’re paychecks are going to be cashed,” he says.
He adds, though, that this shouldn’t be a concern—with
the court’s acceptance of the company’s initial motion for
restructuring.
In the future, though, Diamond management expects even
more questions to be generated among employees.
“They might now have all their questions to day,” Cogswell
says. “It’s important that we continue to reach out and make
sure we’re available to answer them. We think we’ve done a
pretty good job of attempting to proactively communicate.”
On April 2, the court approved all of Diamond’s original
motions. The sale of the company was expected to occur in
June 2008.
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Washington Amendment to Anti-Steering
Law Meets End in Senate Hearing
Washington House Bill 3053, which would have amended
the state’s current anti-steering law and would have prohibited an insurer or claims administrator from recommending an auto glass repair or replacement shop if the insured
indicates he had chosen a facility, met its end in early-March
while under Senate review.
“It’s gone—dead,” says Rep. Steve Kirby (D-Wash.), who introduced the bill originally in the house, “but it’ll be back next year.”
On February 26, a hearing was held before the Senate Financial Institutions and Insurance Committee regarding the
bill, which ultimately led to its demise. Insurers came out in
full protest against the bill, calling it “anti-consumer” and referring to its restrictions as a “gag order.”
Kirby had advised AGRR magazine/glassBYTEs.com™
that the bill’s fate in the Senate, though, wasn’t surprising.
“Legislation that regulates the insurance industry usually fares better in the House than in the Senate,” he said. “It
is a strategy for the insurance industry to let things happen
in the house and wait for them in the Senate and beat them
down there.”
He also said the insurance industry’s opposition to the bill
is characteristic of the insurer group’s recent activities in
Washington regarding legislation that involves them.
“I believe the insurance industry has drawn a line in the
sand in the state of Washington and will fight to the death
with every piece of legislation that attempts to regulate them
in any way,” he said.
“At its core, this bill presents a huge problems in that it prevents insurers from communicating to its insureds the services
and rights that they have paid for,” said Mel Sorenson, speaking
on behalf of the Property and Casualty Insurance Association
of America, during the February hearing.
A Belron US/Safelite representative, Dan Coyne, also was
in attendance to speak out against the bill.
“If enacted, this bill would effectively be a gag order,” he said.
However, the bill, which arose from work conducted by the
Washington Independent Auto Glass Association and Seattlebased All Star Glass, also met lots of support from the auto glass
industry with assistance from the Independent Glass Association, who insisted it’s not meant to be a gag order.
“It is not our intent in any shape or form to gag the insurers,”
said Lisa Thatcher, speaking on behalf of All Star Glass.
Pam Shearer of Auto Glass Plus also spoke.
“What this bill is about is third-party administrators who also
own glass shops whose language does interfere with a consumer’s right to choose,” she told the committee. “The language
they use is, ‘Unless you instruct me otherwise, I’d like you to use
a particular shop.’”
■

Boost your efﬁciency and maximize proﬁtability with
Glas-Avenue, the glass industry’s only truly integrated
sales, accounting and inventory control software system.
You’ll pack more productivity into every day. Work on
several quotes, work orders or invoices at once. Check
pricing and availability with the click of a mouse. Track
critical business measurables, and more:
• Alert CSR with preset unproﬁtable job warning
• Link POs and cost directly to invoice
• Prevent data entry errors with Glaxis dispatching
• Analyze proﬁts by invoice
• Evaluate proﬁts per piece and per job
As the leader in software solutions for the auto glass
and ﬂat glass industries, Mainstreet can help you drive
your business higher. So call us. Whether you have lots
of shops or just one, we’ll get you up to speed fast.
Call 800-698-6246 now, or visit mainstreetcomp.com.
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New Glazing Gains a Foothold

by Les Shaver

Editor’s Note: This is the first in a twopart series on the rise in laminate
sidelites. The second part will appear in
the July/August 2008 issue of AGRR.

I

n the late 1990s, cars equipped
with laminate sidelites were just a
gleam in the eyes of auto engineers. There were only a couple concept cars with the glazing then. But
times have changed.
And that’s made Pete Dishart
happy. The global product marketing
manager with the automotive glass
and services segment of PPG Industries in Pittsburgh has watched laminates go from concept into reality in
more than 40 models. Dishart thinks
the number of cars with laminate

sidelites eventually will rise to more
than three digits. This number could
grow even further if the National Traffic Highway and Safety Administration (NHTSA) comes out with a ruling
later this year that mandates occupant retention standards that are
friendly to laminate sidelites.
“If the features catch on, everybody
will try to follow,” Dishart says. “A lot
of vehicles getting a lot of attention
are using laminate glass and I think
we’re getting to that tipping point
where adoption could go very quickly

Tempered Legacy
Up until the 1950s, the majority of sidelites were laminated. It wasn’t until the
1950s and 1960s that tempered parts came on the scene.
“In the 1940s there were many vehicles that used laminate glass for sidelites
and now there are none,” says Rodger Pickett, vice president for Cindy Rowe Auto
Glass in Harrisburg, Pa. “Auto manufacturers found significant cost savings in the
use of tempered and made it the material of choice.”
Other factors led to the adoption of tempered. “Curvature was easier with tempered as well,” says Pete Dishart, global product marketing manager with the automotive glass and services segment of PPG Industries in Pittsburgh.
And, while many people in the industry think laminates and maybe even one
day polycarbonates will be the wave of the future, not everyone agrees. Pickett hasn’t been seeing many more cars with laminates coming through the doors at Cindy
Rowe. “I wonder if polycarbonates and laminates comprise any greater portion of
the market than in the viewable past,” Pickett says.
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in the near future.”
But laminates aren’t the only glazings making inroads into cars. Polycarbonates also are making more and
more appearances in concept cars.
They soon could be ready for prime
time as well.

Laminate Lift-Off
If you look at the trends, it seems
that tempered glass won’t be as much
of a part of the cars of the future as
they have been in the past. Need
proof? Look at the Mercedes S Class
(which also has an infrared reflective
coating to keep the car cool and an
advanced acoustic interlayer) where
you can find laminated glazing on the
windshield, front and rear sidelites,
and rear and back quarter glass (see
related story in March/April 2008
AGRR, page 18).
“Some vehicles have gone laminate
all the way around,” says Chuck Butler, business development manager
for DuPont Glass Laminating Solutions in Wilmington, Del. “Typically,
that’s high-end vehicles.”
Although the other examples of
laminate glazing aren’t quite as comprehensive, they’re equally as impres-
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sive. Take the Chevy Malibu and Saturn Aura. What do these two cars have
in common? It’s simple. They were
winners of “Car of the Year” at the last
two Detroit Auto Shows. But there’s
another similarity, as well. They both
have laminate sidelites.
And, those weren’t the only two
cars in Motor City featuring laminates. Ford’s new Mustang didn’t win,
but it did introduce a complete glass
roof at the show (see related story in
March/April 2008 AGRR, page 18). The
Mustang has a high-tech roof with infrared and acoustic protection.
Hyundai has added laminates to its
Genesis model.
“The OEMs are seeing the benefits
of laminated glass and advanced interlayers growing,” says Tom Laboda,
automotive market development
manager for Saflex, a unit of Solutia
in St. Louis. “[Laminated] has been
adopted on all types of vehicles. It
performs well. It’s a very durable
product. From a market development standpoint, I’m very busy.”
This trend didn’t start in the States,
though. “It’s really coming from Europe,” Butler says. “Europe is using a
lot of laminated roofs and now it’s
coming into North America.”
Now, producers of more moderately priced cars are incorporating
laminate sidelites. Subaru is the first

Chrysler manufactures its 2008 Aspen with standard Saflex laminated
sidelites.
producer making laminate sunroofs.
“We’re seeing it on a lot more vehicles
that are moderately priced,” Dishart
says.
That doesn’t mean laminated glazing doesn’t have drawbacks. It is more
expensive than tempered, which
could cause some trepidation for auto
manufacturers looking to incorporate
it further in lower-priced cars.
Rodger Pickett, vice president for
Cindy Rowe Auto Glass in Harrisburg,
Pa., sees this as just one of the drawbacks with laminates. “Without legislative mandate, it is difficult for me
to conceive increased use of laminated product,” he says. “Not only is it
more expensive, but much heavier
and the manufacturers are under continuing mandate for average fleet fuel
efficiency and vehicle weight is a critical part of meeting those mandates.”

The 2008 Chevy Malibu is outfitted with Saflex Q series acoustic laminated
glass.
www.agrrmag.com

Polycarbonate Potential
With the exception of those like Pickett, most agree that laminate glazing in
cars could be nearing that “tipping
point” of which Dishart speaks. But
laminated glazing isn’t the only option
car manufacturers are studying. Polycarbonates present a lot of potential.
“We continue to be very interested
in polycarbonates,” Dishart says.
“From the polycarbonate standpoint,
the primary driver is weight. There’s
fuel efficiency with that weight. You
want to make sure you have less and
less weight to keep the center of gravity as low as possible.”
Although Pickett is skeptical about
the impact laminates will really make,
he sees great potential for polycarbonates. “Polycarbonates potentially
could reduce overall vehicle weight,
but quality, scratch-resistant polycarbonates are much more expensive
than tempered glass,” he says.
Polycarbonates also allow greater
design freedom. “It works for different
bends and intricate shapes,” Butler
says. “You can mold the polymer to
that shape as opposed to trying to
form-fit glass to that shape.”
But in spite of all of this potential,
there are limits. “The issues with polycarbonates are related to durability
and cost,” Dishart says. “There’s some
more work to be done.”
Right now polycarbonates are limited to fixed windows that don’t go up
continued on page 20
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Big Hurdles

and down in vehicles. That confines
them primarily to quarter windows.
“I don’t believe you will see a lot of
use in a moving application,” Hagen
says. “It would typically be a fixed
location.”

You generally don’t see polycarbonates in movable applications because of the scratching issue. Many
people think the up-and-down
movement
in
polycarbonate

Anytime...Anywhere...

Come view a FREE webinar today:
Using Mobile Technology to run your Glass Business
Why be tied to your shop, when
you can work from home or at a job site?
No matter where your glass business takes
you, On Demand Mobile Solutions from
GTS can help you manage it—anytime and
anywhere. GTS offers an extensive line of
software and services for the glass industry.
LEARN MORE TODAY: Join us for an online
webinar “Using Mobile Technology to run your
Glass Business” and see how our proven
mobile technology can help you.

www.gtsservices.com/mobility

Learn more today at:
www.gtsservices.com/mobility
or call
800.209.2369
for more information.

800.209.2369

sidelites still causes scratching
“NHTSA is concerned about durability of the parts and scratching in the
case of moving parts,” says Thomas
Hagen, an engineer covering glass and
mouldings for the General Motors Exterior Center. “Glazing is put in a vehicle
for the purpose of a clear viewing portal. If the part scratches during normal
use, that would be considered an inadequate material for a glazing portal.”
For their part, polycarbonate advocates say these concerns are
overblown. John Madej is the president of Exatec, a Wixom, Mich.-based
wholly owned subsidiary of SABIC created to develop coatings for polycarbonates. He says its coating system
has been tested independently and
meets the requirements for moving
applications. NHTSA has allowed Exatec® 900-coated polycarbonate to be
used in vehicle areas specified for Item
2 glazing (safety glazing material for
use anywhere in a motor vehicle except windshields), provided that the
product satisfies the existing performance standards for Item 2 glazing.
Derek Buckmaster, body panel and
glazing at SABIC Innovative Plastics, a
Saudi-based global supplier of plastic
resins widely used in polycarbonates,
says that his company has developed
coatings that specifically address the
abrasion issue.
“Several car companies seemed to
be satisfied that our coatings work,”
Buckmaster says. “We’re working toward implementing the manufacturing steps of the Exatec coating system.”
Butler sees even more challenges for
polycarbonates. One of these is crazing, which is the development of small
micro cracks that develop within the
polymer itself. The other issue plaguing polycarbonates for more than
decade now has been stiffness and the
transmission of noise, the mitigation of
which has become the primary impetus for new glazing in vehicles.

© 2008, GTS LLC. All trademarks and registered trademarks are the property of their respective owners.

continued on page 22

20

SEE US AT THE IGA SHOW, MAY 2-3 IN VEGAS

AGRR May/June 2008

www.agrrmag.com

Plastic
Possibilities
“Polycarbonates have unique properties,” Buckmaster says. “They’re not
worse or better than glass. It’s just different. They transmit less sound at
high frequencies and transmit more
noise at low frequency, such as road or
engine noise.”
Getting the stiffness out of polycarbonates is possible, but then it adds
another hurdle. “If you get the same
stiffness out of a polycarbonate, you
need to be significantly thicker than
plain glass,” Butler says. “You get the
cost reduction and then weight goes
up when you’re trying to mold it to the

22
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optical quality that you need.”
Still, polycarbonates are starting to
make headway with manufacturers in
concept cars. And, like laminate glazing, they played a large role in the cars
at the Detroit Auto Show (see related
article in January/February AGRR,
page 28). The Land Rover LRX concept
car on display there has a panoramic
roof, sidelites and backlites made
from SABIC Innovative Plastics’ Lexan
GLX high-performance plastic glazing
with Exatec coating technology. The
new Lincoln MKT luxury concept vehicle featured lightweight glazing that
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AGRR May/June 2008

reduces fuel consumption from
SABIC Innovative Plastics’ in its polycarbonate roof panel and backlite.
Polycarbonates also have had some
notable successes. The Hyundai QarmaQ Advanced Technology Demonstration Vehicle (ATDV) was winner of
the International Forum (iF) Product
Design Awards 2008 for Advanced
Studies. It included panoramic wraparound glazing using SABIC Innovative Plastics’ Lexan® polycarbonate
resin.
“Some manufacturers are making a
statement with polycarbonates and
they plan to show them on their concept vehicles,” Buckmaster says.
“They’re working to write material
specifications for polycarbonate glazing or to require glass specifically to
take advantage of polycarbonates. It’s
essentially the final step.”
And, there are some cars on the
road now featuring polycarbonates.
For instance, the Mercedes GL has
polycarbonates on the sunroof working in concert with laminated and
tempered glass.
“When you think about the transition that we’ve seen over the last year
and a half to two years, car companies
were taking small pieces of polycarbonates, looking at it and waiting to
see if something developed,” Madej
says. “When you fast-forward to
where we are today, Exatec and SABIC
are deeply working with OEMs on full
vehicle testing.”
But there’s work to be done once
polycarbonates take this last step.
Polycarbonate producers can’t make a
move until car producers commit to
their products. Then they need to be
sure they can produce enough product to satisfy demand.
“OEMs are doing the specs,” Buckmaster says. “As they make decisions,
we will be putting in capital globally
to service those segments.”
■

◗

Les Shaver is a contributing writer for
AGRR magazine.
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Your best fleet management tool
In any job you need to use the right tool. That includes managing your work vehicles.
CarChip Fleet Pro ensures that your employees are driving efficiently and safely from job to job. That
means your business is more profitable because there’s less vehicle maintenance and fewer accidents.

Three reasons why CarChip Fleet Pro is the best tool to manage your ﬂeet:

1

Easy-to-Afford:
For less than $200 per vehicle and
no monthly fees, you can monitor
driving, engine performance, and
historical GPS.

2

Easy-to-Use:
Wirelessly downloads
vehicle data to your PC
when the vehicle enters
your parking lot.

3

Easy-to-Install:
In seconds, CarChip Fleet Pro records
vehicle information via the OBDII
port. GPS and Vehicle Management
Software are easily installed too.

Like any good tool, CarChip Fleet Pro helps you do the job right.

Go to www.carchip.com/ﬂeet or call us at
800-678-3669 to get answers for your workﬂeet.
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FT1630-75
16mm cap: 75 feet (22.8m)
FTB1640-75
16mm BriteFlex™ cap: 75 feet (22.8m)
FTF1650-75
16mm cap with feature line: 75 feet (22.8m)
FT1830-75
18mm cap: 75 feet (22.8m)
FT2030-75
20mm cap: 75 feet (22.8m)

Installation Instructions
•

•

Prepare the glass according to your urethane adhesive manufacturer procedures.

•

Press the FlexiTrim molding ﬁrmly onto the glass.

•

Prime the FlexiTrim molding where it will contact the urethane adhesive according to your
adhesive manufacturer’s instructions. FlexiTrim moldings are NOT a windshield retention
adhesive system. The windshield must be bonded to the vehicle using an appropriate
adhesive system.

•

Set windshield in the vehicle opening.

FT2630-SA
26mm cap single application: 16 feet (4.8m)
FTU0830-75
8mm u-lip universal molding: 75 feet (22.8m)
FTUS08-75
Under side tape molding with patented tear
away alignment, 8mm tail: 75 feet (22.8m)

FTUS10-75
Under side tape molding with patented tear

away alignment, 10mm tail: 75 feet (22.8m)

Select the best FlexiTrim molding for your installation:
Cap over design: 16mm, 18mm, 20mm and 26mm cap sizes
U-lip design: 8mm cap size
Under side tape molding using patented tear away alignment: 8mm and 10mm tail lengths

Manufactured and sold through distribution by
Creative Extruded Products, Inc.
1414 Commerce Park Drive
Tipp City, Ohio 45371
Toll Free: 1-800-273-1535
www.creativeextruded.com

FlexiTrim molding is manufactured in the U.S.A.
by Creative Extruded Products, Inc. under one or
more U.S. patents. Others patents are pending.
FlexiTrim and BriteFlex are trademarks of
Creative Extruded Products, Inc.

Made in the USA
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International Autobody Congress & Exposition
Host of the Auto Glass Expo @ NACE
Conference: November 5-8, 2008
Exposition: November 6-8, 2008
Mandalay Bay Convention Center
Las Vegas, Nevada
Sponsored by the ASA
Produced by Hanley-Wood Exhibitions

Third Annual Walt Gorman Memorial
Windshield Repair Olympics
November 6, 2008
Mandalay Bay Convention Center
Las Vegas, Nevada
Sponsored by the National Windshield
Repair Association (NWRA) and AGRR magazine
Event Management by AGRR magazine
www.repairolympics.com

Annual

rd
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Windshield
Repair
Olympics
sponsored by

NWRA Annual Conference
November 6-7, 2008
Mandalay Bay Convention Center
Las Vegas, Nevada
Sponsored by the National
Windshield Repair Association (NWRA)
www.nwrassn.org

TM

Fourth Annual Auto Glass Technician Olympics
November 7-8, 2008
Mandalay Bay Convention Center
Las Vegas, Nevada
Sponsored by the Independent
Glass Association (IGA) and AGRR magazine
Event Management by AGRR magazine
www.autoglassolympics.com

IGA Marketing Conference
November 7-8, 2008
Mandalay Bay Convention Center
Las Vegas, Nevada
Sponsored by the Independent Glass Association (IGA)

th
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Annual
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sponsored by

"Lighting the way to a better future."

®

INDEPENDENT

Glass Association

November 5 – November 8, 2008

Mandalay Bay Convention Center
Las Vegas, NV

Auto Glass Week™ in Las Vegas!

™

November 5-8, 2008
Mandalay Bay Convention Center
Las Vegas, Nevada
Sponsored by the AGRSS Council Inc.
www.agrss.com/conference

Six Events, Four Straight Days, Too Important to Miss

Fourth Annual Auto Glass Safety Conference &
Second Annual AGRSS Charity Auction

Visit www.glassexpos.com or call 540/720-5584 for your chance to learn more.

Auto Glass Safety
Auto Glass Safety Conference
What is AGRSS?

™

The AGRSS Council is a not-for-profit organization dedicated to the safe replacement of auto
glass. AGRSS was founded and is supported by
companies in the auto glass replacement industry that keep safe installation as their primary
goal. The Council is also accredited by the American National Standards Institute (ANSI) – a standards development organization and has developed North America’s only auto glass replacement
standard, the AGRSS standard (ANSI/AGRSS 002-2002 Automotive Glass
Replacement Safety Standard). The AGRSS Standard addresses procedures,
education and product performance.

The AGRSS Mission Statement:
To make every auto glass replacement safer by:
★ Developing and maintaining standards for the replacement of auto glass;
★ Education and accrediting the industry; and
★ Promoting awareness of the AGRSS Standard to the insurance industry
and driving public at large.

AGRSS Annual
Charity Auction

Attending the Auto Glass Safety Conference You’ll Receive:

Join AGRSS as they hold
their annual Charity Auction.
Come bid on amazing
baskets, autographed
paraphernalia, breathtaking
trips and so much more. All
profits go to help increase
awareness of safe auto glass
installations. Come
Wednesday from 6:00 p.m. 8:00 p.m. and you may walk
away a winner!

* Learn more about these separate events in pages AGW 4 - AGW 12 of this brochure.

★ Two Days of Quality Education
★ Networking Opportunities with Colleagues and Related Industry Peers
★ Admission to the AGRSS Welcoming Cocktail Party
★ Admission to the NACE Trade Show*
★ Admission to the Auto Glass Technician Olympics*
★ Admission to the Walt Gorman Memorial Windshield Repair Olympics*

AGRSS Seminar Topics
★ Keynote Address
★ Standards Update: Validation
★ What the New Cars Bring in Terms of Challenges
★ Insurance Update
★ For Non-Registered Companies: Understanding the Registration Process
★ For Registered Companies: The New Programs and Services from AGRSS
★ CAP: How to Make Your Consumers Aware
★ AGRSS Promotion – What it Can Do For You
★ Handling Recalls and Other Safety Issues
For more detailed seminar information,
visit www.agrss.com/conference starting June 15, 2008.

™

Auto
Week
Starts
and Ends with Sa
FourthGlass
Annual Auto
Glass Safety
Conference
Mandalay Bay Convention Center
Las Vegas, Nevada
Sponsored by the AGRSS Council Inc.

AGW 2 | Auto Glass Week™ 2008

Sponsored by the AGRSS Council Inc.

Auto Glass Safety Conference Schedule At A Glance
Please note schedule is tentative and subject to change. Please check online at
http://www.agrss.com/conference for updates.

Tuesday, November 4, 2008
12:00 p.m. – 5:00 p.m.
5:00 p.m. – 8:00 p.m.
Wednesday, November 5, 2008
7:30 a.m. – 6:00 p.m.
8:00 a.m. – 8:30 a.m.
8:30 a.m. – 9:30 a.m.
9:30 a.m. – 12:00 p.m.
12:00 p.m. – 1:00 p.m.
1:00 p.m. – 5:00 p.m.
6:00 p.m. – 8:00 p.m.

AGRSS Board Meeting – except Standards Committee
AGRSS Board Meeting
Registration Open
Event Welcome and Opening
Keynote Address
Seminars
Lunch Break
Seminars
Welcoming Cocktail Party & AGRSS Charity Auction

Thursday, November 6, 2008
7:30 a.m. – 4:00 p.m.
8:00 a.m. – 12:00 p.m.
12:00 p.m. – 1:00 p.m.
1:00 p.m. – 5:00 p.m.
5:00 p.m. – 7:00 p.m.

Registration Open
Seminars
Lunch on Own
AGRSS Standards Committee Meeting
AGRSS Board Meeting (if needed)

Fees are:
Full Auto Glass Safety Conference for
AGRSS-Registered Company

$150

Full Auto Glass Safety Conference for
AGRSS-Registered Company after 10/17/08

$225

Full Auto Glass Safety Conference for
Non-AGRSS Registered Company

$225

Full Auto Glass Safety Conference for
Non-AGRSS Registered Company after 10/17/08 $275
Use page AGW 15 of this brochure to sign up as an
Auto Glass Safety Conference Participant.

Safety!
November 5 – 6

www.agrss.com/conference
AGW 3

Auto Glass Expo @ NACE
Auto Glass Expo @ NACE
What is NACE?

NACE proudly provides the only comprehensive
exposition and conference focused exclusively on
the collision repair industry. The event focuses on
improving efficiency, boosting productivity, increasing sales and market shares and growing
profitability. NACE 2008 is committed to taking care of business by providing opportunities to all industry professionals in four
power-faced days of everything that is collision repair.
With the addition of the Auto Glass Expo @ NACE is helping to solidify
the commonalities shared by the collision repair and auto glass industries.
Auto Glass Expo @ NACE (AGX) includes numerous exhibiting companies
with product lines specifically geared toward auto glass products, services
and technology. The AGX provides a perfect venue for demonstrations and
on-floor education as a portion of the NACE trade show offerings.
Make plans now to network with fellow professionals and broaden your
knowledge on all aspects of service and repairs within the auto glass sector
of the industry – as well as the entire world of collision repair.

Auto Glass On-Floor
Education Demonstration Topics
★ Windshield Removal & Replacement
★ Cut-Out Tips
★ What Makes a Champion
★ Auto Glass Replacement and Airbags
★ Understanding Today’s Technology
★ Windshield Repair
★ Great Add-Ons to Auto Glass
Replacement

Attendees of NACE 2008
Also May Enjoy:
★ Admission to the Auto Glass Technician
Olympics*
★ Admission to the Walt Gorman
Memorial Windshield Repair Olympics*
* Learn more about these separate events in pages
AGW 6 - AGW 12 of this brochure.

International
Autobody Congress & Exposi
Host of the Auto Glass Expo @ NACE
Conference: November 5-8, 2008
Exposition: November 6-8, 2008
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E
Auto Glass Educational Session Topics
Sponsored by AGRR magazine
★ Auto Glass Installations – Challenges and
Changes
★ Limit Your Liability in Auto Glass Installations
★ Corrosion Concerns: How to Recognize and
Resolve the Problem
★ Adding and Understanding Windshield
Repair
★ How To: Auto Glass Installation Step-By-Step

To register and learn more about NACE,
visit www.naceshow.com.
For an up-to-date list of exhibitors within the
Auto Glass Expo @ NACE (AGX) visit
www.autoglassatnace.com.

osition

November 5 - 8

www.naceshow.com
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Third Annual

Walt Gorman Memorial
Windshield Repair Olympics
What is the Windshield Repair Olympics?
The third annual Walt Gorman Memorial
Windshield Repair Olympics (WRO) was created to provide a venue for repair technicians
to showcase and learn the finest repair techniques from one another. The WRO co-sponsored by the National Windshield Repair
Association (NWRA) and AGRR magazine will
be held on the NACE show floor at the Mandalay Bay Convention Center next to the
Auto Glass Expo @ NACE.
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Annual

Windshield
Repair
Olympics
sponsored by

The Winner’s Company Receives:
The first-place winner’s company is awarded:
★ Extensive media coverage and press releases sent on behalf of the champion’s company;
★ Use of the Olympic Winner logo on stationery, business cards and advertising for one year;
★ Use of the 2008 Walt Gorman Memorial Windshield Repair Olympics logo
for an unlimited time;
★ A congratulations ad and coverage of the victor and his/her company will
appear in AGRR magazine.

Attention Inquiring Contestants
To The Victor
The first-place winner will
receive $1,000, a gold medal
and trophy as well as bragging rights as
the “World’s
Best Repair
Technician.”
Second-place
will receive
$500 as well as a
silver medal
and third will
receive $250 and a
bronze medal.
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Windshield
Repair
Olympics
sponsored by

You must be employed currently as a technician in a bona fide operating
auto glass company and you must have at least one year of experience as a
repair technician in the auto glass industry in order to compete. Please note
that there will be a cap on the number of contestants and spaces are given
on a first-come, first-served basis. Be sure to register early. Owners or managers of supplier companies may not compete themselves. Pre-registration
deadline for contestants is Monday, September 8, 2008, at 5 p.m. EST. No registrations will be accepted after this date.

Find More Information?
Visit the competition website at www.repairolympics.com. As the competition date grows closer, a complete list of rules and regulations will be available online. Also, you will find the score sheets on which the judging will be
based. Judging is based on the draft Repair of Laminated Auto Glass
Standard (ROLAGS).

Come
See the Best of the Repair Industry De
Third Annual Walt Gorman Memorial Windshield Repair Olympics
Mandalay Bay Convention Center
Las Vegas, Nevada
Sponsored by NWRA & AGRR magazine
Event management by AGRR magazine

AGW 6 | Auto Glass Week™ 2008

WRO Schedule At A Glance
Please note schedule is tentative and subject to change. Please check online for updates.

Wednesday, November 5, 2008
7:30 a.m. – 6:00 p.m.
Registration Open
6:00 p.m. – 8:00 p.m.
Windshield Repair Olympics Mandatory Contestant Meeting
Thursday, November 6, 2008
7:30 a.m. – 4:00 p.m.
10:00 a.m. – 3:00 p.m.
3:00 p.m. – 4:00 p.m.

Registration Open
Walt Gorman Memorial Windshield Repair Olympics
Awards Announced

Friday, November 7, 2008
6:00 p.m. – 8:00 p.m.

Congratulatory Cocktail Party for Contestants

By Competing in the Walt Gorman
Memorial Windshield Repair Olympics
You’ll Receive:
★ Networking Opportunities with Fellow
Technicians and Manufacturers
★ Admission to the Congratulatory Cocktail
Party Friday Night
★ Admission to the NACE Trade Show*
★ Admission to the Auto Glass Technician
Olympics (Replacement)*
* Learn more about these separate events in pages AGW 2 AGW 12 of this brochure.

Fees are:
NWRA Member Repair
Technician Contestant

$175

Non-NWRA Member Repair
Technician Contestant

$375

Adult Spectator: includes Olympics,
Demonstrations and Social Events
Spectator registration will
be available on-site after 9/8/08
at an increased fee:

$40*

Adults $50

Corporate Sponsors (as of March 26, 2008)
Platinum
★ GlasWeld
Use page AGW 14 of this brochure to sign
up as a WRO Contestant or Spectator.

Walt Gorman – Industry Icon
Gorman was the owner of A-1
Windshield Doctor in
Seekonk, Mass., an AGRR
columnist and an industry
icon sharing nearly 20 years
of his life with the auto glass
repair industry. He also was a
columnist for Windshield and
Glass Repair (WGR) magazine, the precursor
to AGRR, throughout most of its publication, and went on to write the Ask the Doctor column in AGRR magazine. Gorman
served on the National Windshield Repair
Association board of directors for ten years
and was one of the association’s founders.

Last Year’s Winner
If you want to know the
thrill of holding the title of
World’s Best Repair Technician, ask Matt Anderson of
Novus Auto Glass Repair
and Replacement in
Spokane Valley, Wash. He
was the gold medalist for
the second annual Walt Gorman Memorial Windshield Repair Olympics
and received the first-ever perfect score on his
preliminary heat repair.

Demonstrate How It’s Done!

November 6

www.repairolympics.com
AGW 7

NWRA Conference
NWRA Annual Conference
J

oin those who are committed to providing the highest level of quality and
work to the auto glass repair industry.
The NWRA Conference provides educational seminars, must-attend discussions
and enjoyable networking opportunities to help build and solidify
relationships.

TM

What is the NWRA?
The National Windshield Repair Association (NWRA) is recognized nationally and worldwide as a professional source of reliable information on the
windshield repair industry. NWRA provides information and consultation to
interested parties including commercial, government and trade organizations. NWRA is the only trade association devoted solely to the windshield
repair industry.

NWRA Mission Statement
The mission of the National Windshield Repair Association is to:
★ Promote and develop the legitimacy of windshield repair as the first
option for glass;
★ Provide and promote best practices for those engaged in windshield repair;
★ Provide the public with benefits of repair;
★ Provide education, resources and information about repair;
★ Develop and promote qualified, ethical repair practices; and
★ To serve as an advocate for the windshield repair industry before the
government and other regulatory groups.

NWRA Seminar Topics
★ Conference Welcome
★ NWRA New Services and Member
Benefits
★ ROLAGS and AGRSS Standards Update
★ Technical Tips
★ Start to Finish: How to Hire and Keep
Good CSRs
★ Boosting Your Bottom Line
★ NWRA Marketing Program Premier
★ And much more!
Visit www.nwrassn.org for a complete
schedule.

The
Conference Dedicated to the N
NWRAOnly
Annual Conference
TM

Mandalay Bay Convention Center
Las Vegas, Nevada
Sponsored by the National Windshield Repair Association (NWRA)
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NWRA Schedule at a Glance
Please note schedule is tentative and subject to change. Please check online for updates.

Thursday, November 6, 2008
10:00 a.m. – 4:00 p.m.

View the Walt Gorman Memorial
Windshield Repair Olympics – sponsored by the NWRA

Friday, November 7, 2008
7:30 a.m. – 6:00 p.m.
8:00 a.m. – 8:30 a.m.
8:30 a.m. – 12:00 p.m.
12:00 p.m. – 1:00 p.m.
1:00 p.m. – 6:00 p.m.
6:00 p.m. – 8:00 p.m.

Registration Open
Event Opening and Welcome
Seminars and Demonstrations
Luncheon and Keynote
Seminars and Demonstrations
Networking Cocktail Party

Attending the NWRA Conference You’ll Receive:
★ All the NWRA Seminars and Workshops
★ Networking Opportunities with Colleagues and Related
Industry Peers
★ Admission to the Welcoming Cocktail Party Friday Night
★ Admission to the NACE Trade Show*
★ Admission to the Walt Gorman Memorial Windshield
Repair Olympics*
★ Admission to the Auto Glass Technician Olympics*
* Learn more about these separate events in pages AGW 2 - AGW 12 of this
brochure.

Fees are:
Full Registration NWRA Member –
Primary Registrant

$150

Full Registration NWRA Member –
Primary Registrant after 10/17/08

$200

Full Registration Non-NWRA Member –
Primary Registrant

$350

Full Registration Non-NWRA Member –
Primary Registrant after 10/17/08

$400

Spouse/Employee Registration
(You must have a primary registrant
in order to register as a spouse/employee)

$125

Spouse/Employee Registration
(You must have a primary registrant in order
to register as a spouse/employee) after 10/17/08

$175

Why Should I Attend?
If you hold repair work as
any fraction of your daily
business, this conference is
important for you. Come
learn from other industry
experts, as well as peers,
who many times face the
same challenges you do.
Challenge your current
business tactics to those of
your competitors – there is
always room for
improvement and this
conference is dedicated to
bringing you the education
to make those changes.
Meet with top owners and
ask your questions. Discuss
what obstacles you face and
see how others find
resolution to them in their
businesses.

Use page AGW 15 of this brochure to sign up as a NWRA
Conference Attendee.

Needs of Repair Technicians and Owners
November 6 - 7
www.nwrassn.org
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Fourth Annual

Auto Glass Technician Olympics
What is the Auto Glass Technician Olympics?

The Auto Glass Technician Olympics (AGTO) is the
event for auto glass technicians from all over North
America to come together in an educational forum to
compete and learn from one another. This annual
gathering plays an important role in the AGR industry and is sponsored by AGRR magazine to ensure
that technicians have the ability to showcase their
skills and techniques through a premier competition
and educational demonstrations.
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The Company’s Owner Receives
The first-place winner’s company is awarded:
★ Extensive media coverage and press releases sent on behalf of the
champion’s company;
★ Use of the Olympic Winner logo on stationery, business cards and
advertising for one year;
★ Use of the 2008 Auto Glass Technician Olympics logo for an unlimited time;
★ A congratulations ad and coverage of the victor and his/her company will
appear in AGRR magazine.

Competing in the Auto Glass Technician Olympics You’ll Receive:
★ Networking Opportunities with Fellow Technicians and Manufacturers
★ Admission to the Cocktail Party Friday Night
★ Admission to the NACE Trade Show*
★ Admission to the Auto Glass Technician Olympics*
* Learn more about these separate events in pages AGW 2 - AGW 12 of this brochure.

And the Winner Is…
The first-place winner will
receive
$10,000, a
gold medal
and trophy
as well as
bragging rights
as the “World’s
Best Auto Glass
Technician.”
Second place will receive $1,000 as well
as a silver medal and third
will receive $500 and a
bronze medal.
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Where Can I Find More Information?
Visit the competition website, www.autoglassolympics.com. As the competition
date grows closer, a complete list of rules and regulations is available online.
Also, you will find the score sheets on which the judging will be based. Please
note that there will be a cap on the number of contestants and spaces are
given on a first-come, first-served basis. Be sure to register early. Pre-registration deadline for contestants is Monday, September 8, 2008, at 5 p.m. EST. No
registrations will be accepted after this date.

In Order to Compete
Anyone who meets the following qualifications may be a contestant in the
Auto Glass Technician Olympics:
★ You must be employed currently as a technician in a bona fide operating
auto glass company;
★ You must have at least one year of experience as a technician in the auto
glass industry;
★ You must follow the AGRSS Standard 002-2002.

Come
See the Best of the Best When It Comes
Fourth Annual Auto Glass Technician Olympics
Mandalay Bay Convention Center
Las Vegas, Nevada
Sponsored by IGA & AGRR magazine
Event Management by AGRR magazine
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Schedule at a Glance
Please note schedule is tentative and subject to change. Please check online for updates.

Thursday, November 6, 2008
7:30 a.m. – 4:00 p.m.
6:00 p.m. – 8:00 p.m.

Registration Open
AGTO Mandatory Contestant Meeting

Friday, November 7, 2008
7:30 a.m. – 6:00 p.m.
8:00 a.m. – 8:30 a.m.
8:20 a.m. – 8:30 a.m.
8:30 a.m. – 10:00 a.m.
10:00 a.m. – 11:00 a.m.
10:50 a.m. – 11:00 a.m.
11:00 a.m. – 12:30 p.m.
12:30 p.m. – 2:00 p.m.
1:50 p.m. – 2:00 p.m.
2:00 p.m. – 3:30 p.m.
3:30 p.m. – 4:30 p.m.
5:00 p.m.
6:00 p.m. – 8:00 p.m.

Registration Open
Welcoming Ceremonies
Heat 1 Tool Prep-Time
AGTO Heat 1
Judging Heat 1/Demos
Heat 2 Tool Prep-Time
AGTO Heat 2
Judging Heat 2 & lunch
Heat 3 Tool Prep-Time
AGTO Heat 3
Judging Heat 3
Finalists Announced
Cocktail Party

Saturday, November 8, 2008
7:30 a.m. – 12:00 p.m.
9:00 a.m. – 9:30 a.m.
9:20 a.m. – 9:30 a.m.
9:30 a.m. – 11:30 a.m.
11:30 a.m. – 12:30 p.m.
1:00 p.m.

Registration Open
Welcoming Ceremonies
AGTO Finals Tool Prep
AGTO Finals
Finals Judging
AGTO Awards Ceremony

Fees are:
IGA Member or AGRSS-Registered
Company Technician Contestant

$250

Non-IGA Member or
Non-Registered AGRSS
Company Technician Contestant

$750

Adult Spectator: includes Olympics,
Demonstrations and Social Events

$40*

*Spectator registration will be
available on-site after 9/8/08
at an increased fee:

Adults $50

Use page AGW 14 of this brochure to
sign up as an AGTO Contestant or
Spectator.

2007 Auto Glass Technician
Gold Medal Winner
Being judged against some
of the very best in the nation,
Jason Horne of Cindy Rowe
Auto Glass was able to
demonstrate a top-notch replacement technique and
come away $5,000 richer. Be
sure to bring your best highquality replacements because the bar has been set
high and each year the competition becomes
more finely honed.

es to Replacement!
November 7 - 8

www.autoglassolympics.com
AGW 11

IGA Conference
IGA Marketing Conference
What is the IGA?

The Independent Glass Association (IGA) is the only association
dedicated to the needs of the independent glass companies in
North America. Its members are
also dedicated to the professional
and ethical installation of glass in
a safe and proper manner. IGA
members are located in all 50
states and ten countries.

"Lighting the way to a better future."

®

INDEPENDENT

Glass Association

IGA Mission Statement
The mission of the IGA is:
★ To secure free and fair access to glass services for its members by
defending and promoting the consumers’ right to choose their glass
service providers;
★ To advance ethical business practices and encourage pure
competition;
★ To promote safe and proper glass services to consumers in
accordance with all applicable standards and laws;
★ To be a source for education, resources and information to the glass
industry; and
★ To serve as an advocate for independent glass service providers
before customers, insurers, regulatory and legislative entities and
other groups.

IGA Seminar Topics
★ Marketing and Public Relations
Day
★ Is Radio Relevant?
★ Explaining the Steering Equation
★ Selling Value
★ Bootstrap Marketing
★ Visit www.iga.org for a complete
listing.

"Lighting the way to a better future."
®

INDEPENDENT

Glass Association

Where
Independents
Speak as a Unified For
IGA Marketing
Conference
Mandalay Bay Convention Center
Las Vegas, Nevada
Sponsored by the Independent Glass Association (IGA)

AGW 12 | Auto Glass Week™ 2008

IGA Schedule at a Glance
Please note schedule is tentative and subject to change. Please check online for updates.

Friday, November 7, 2008
7:30 a.m. – 6:00 p.m.
6:00 p.m. – 8:00 p.m.

Registration Open
Welcoming Cocktail Party

Saturday, November 8, 2008
7:30 a.m. – Noon.
8:00 a.m. – 8:30 a.m.
8:30 a.m. – 12:00 p.m.
12:00 p.m. – 1:00 p.m.
1:00 p.m. – 3:00 p.m.

Registration Open
Event Opening and Welcome
Seminars and Demonstrations
Lunch On Your Own
Seminars and Demonstrations

By Attending the IGA
Conference You’ll Receive:
★ All the IGA Seminars and
Workshops
★ Networking Opportunities with
Colleagues and Related
Industry Peers
★ Admission to the Welcoming
Cocktail Party Friday Night
★ Admission to the NACE Trade
Show*
★ Admission to the Walt Gorman
Memorial Windshield Repair
Olympics*
★ Admission to the Auto Glass
Technician Olympics*
* Learn more about these separate events in
pages AGW 2 - AGW 11 of this brochure.

Fees are:
Full Registration IGA Member Primary Attendee

$99

Full Registration IGA Member Primary Attendee after 10/17/08

$129

Full Registration Non-IGA Member –
Primary Registrant

$129

Full Registration Non-IGA Member Primary Attendee after 10/17/08

$199

*Note – all prices will increase for on-site rates.
Use page AGW 15 of this brochure to sign up as
an IGA Conference Attendee.

Force

November 7 - 8
www.iga.org
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Contestant Registration Form
Please complete one form per person to compete or view the Auto Glass Technician Olympics and/or Walt Gorman Memorial Windshield Repair
Olympics. There will be no on-site registration for either competition. Return the completed form to Holly Biller via fax at 540/720-5687 or by mail to P.O.
Box 569, Garrisonville, VA 22463. Want to sponsor? Call 540/720-5584, ext. 123, for more information.

Contact Information (Must be sent by 5 p.m. EST on 9/8/08)
Name: _______________________________________________________________________________________________________________________
Company Name: _______________________________________________________________________________________________________________
Address:______________________________________________________________________________________________________________________
City: _________________________________________________________State/Province: __________________Zip/Postal Code: ___________________
Country:______________________________________________________________________________________________________________________
E-mail: _______________________________________________________Phone: _________________________Fax: _____________________________
Companies may only register three contestants – all others will be placed on a waiting list. Contestants are accepted on a first-come, first-served basis.

Contestant Information
T-shirt Size: ❏ S ❏ M ❏ L ❏ XL ❏ XXL ❏ XXXL
Registration For AGTO Contestants/Spectators
Adhesive You’d Like to Use in the Competition: ______________________________________________________________________________________
Contestants may choose from any adhesive supplied by sponsoring adhesive companies.
Is Your Company AGRSS-Registered?

❏ Yes ❏ No

Please provide address as listed with AGRSS if different than above. _____________________________________________________________________
Choose Your Registration Type

❏ IGA Member or AGRSS-Registered Company Technician Contestant - $250
❏ Non-IGA Member or Non-Registered AGRSS Company Technician Contestant - $750
❏ Adult Spectator: includes Olympics, Demonstrations and Social Events - $40*
Spectator registration will be available on-site after 9/8/07 at an increased fee: Adults $50
________ Total Fees

Registration For WRO Contestants/Spectators
❏ NWRA Member Repair Technician Contestant - $175
Not a member of NWRA? Join today and you’ll receive your entry fee for the Windshield Repair Olympics and NWRA membership all for $175 by selecting the
option below.

❏ Contestant and New NWRA Membership:
Includes contestant registration plus membership in the NWRA for one year. Open to new members only. - $175

❏ Non-NWRA Member Repair Technician Contestant - $375
❏ Adult Spectator: includes Olympics, Demonstrations and Social Events - $40*
Spectator registration will be available on-site after 9/8/08 at an increased fee: Adults $50
________ Total Fees

Payment Method (Check one)
❏ Check Enclosed ❏ MasterCard ❏ Visa ❏ AMEX
Credit Card Number: ___________________________________________________________________________________________________________
Exp. Date:____________________________________________________CVV Number: ___________(3 digits on the back of card or 4 on front of AMEX)
Name on Account: ____________________________________________Signature: ________________________________________________________
Phone Number:_______________________________________________E-mail: ___________________________________________________________
These items are required for credit card payment. Payment can not be processed if the required information is incomplete. Registration forms and fees
are due by September 8, 2008. Questions: Contact AGRR magazine, P.O. Box 569, Garrisonville, VA 22463 or call 540/720-5584. All cancellations must be
made in writing by September 3, 2008, and will be charged a $40 administrative fee. No refunds will be given after this date.

™
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Conference Participation Form
Please complete the following steps to attend the Auto Glass Safety, NWRA and/or IGA Conference. Fill one form out per person. Fax to
540/720-5687 or mail to P.O. Box 569, Garrisonville, VA 22463.

Please sign me up for the
"Lighting the way to a better future."
®

™

TM

❏ Auto Glass Safety Conference

❏ NWRA Conference

INDEPENDENT

Glass Association

❏ IGA Conference

Contact Information
Company Name: _______________________________________________________________________________________________
Name: ________________________________________________________________________________________________________
Address: ______________________________________________________________________________________________________
City: __________________________________________________State/Province: ________________Zip/Postal Code: ____________
Country: ______________________________________________________________________________________________________
E-mail: ________________________________________________Phone: _______________________Fax:_______________________

Select your conference participation type.
All of the selections include admission to all conference events.

❏
❏
❏
❏

™

TM

❏
❏
❏
❏
❏

Full Auto Glass Safety Conference for AGRSS-Registered Company - $150
Full Auto Glass Safety Conference for AGRSS-Registered Company after 10/17/08 - $225
Full Auto Glass Safety Conference for Non-AGRSS Registered Company - $225
Full Auto Glass Safety Conference for Non-AGRSS Registered Company after 10/17/08 - $275
Full Registration NWRA Member – Primary Registrant - $150
Full Registration NWRA Member – Primary Registrant after 10/17/08 - $200
Full Registration Non-NWRA Member – Primary Registrant - $350
Full Registration Non-NWRA Member – Primary Registrant after 10/17/08 - $400
Spouse/Employee Registration
(You must have a primary registrant in order to register as a spouse/employee) - $125

❏
"Lighting the way to a better future."
®

INDEPENDENT

Glass Association

❏
❏
❏
❏

Spouse/Employee Registration
(You must have a primary registrant in order to register as a spouse/employee) after 10/17/08 - $175
Full Registration IGA Member - Primary Attendee - $99
Full Registration IGA Member - Primary Attendee after 10/17/08 - $129
Full Registration Non-IGA Member – Primary Registrant - $129
Full Registration Non-IGA Member - Primary Attendee after 10/17/08 - $199

*Note – all prices will increase for on-site rates.
________ Total Fees

Payment Method (Check one)
❏ Check Enclosed ❏ MasterCard ❏ Visa ❏ AMEX
Credit Card Number: ____________________________________________________________________________________________
Exp. Date: __________________________________________CVV Number: _______(3 digits on the back of card or 4 on front of AMEX)
Name on Account: ___________________________________Signature: __________________________________________________
Phone Number: _____________________________________E-mail: _____________________________________________________
These items are required for credit card payment. Payment can not be processed if the required information is incomplete. Registration forms and fees are due by October 17, 2008. Questions: Contact AGRR magazine, P.O. Box 569, Garrisonville, VA 22463 or call
540/720-5584. All cancellations must be made in writing by October 3, 2008, and will be charged a $40 administrative fee. No refunds
will be given after this date.
"Lighting the way to a better future."
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www.glassexpos.com

Glass Association
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Connecting

the DOTs

The Ins and Outs
of This Year’s Recalls
by Penny Stacey

Part Numbers from DOT 430
(Hangzhou Safety Glazing Ltd.) Included in Recalls
NAGS No.

Model/Year of Applicable Vehicle(s)

DB08938 YPYHCG 1994-98 Jeep Grand Cherokee
DB10077 YPYHCG 2002-05 Dodge Ram pickup 1500/2500/3500, 2-door standard cab,
2002-05 Dodge Ram pickup 1500/2500/3500, 4-door crew cab
DB10533 YPYHCG 2003-08 Dodge Ram pickup 1500/2500/3500, 2-door standard cab,
2003-08 Dodge Ram pickup 1500/2500/3500, 4-door extended crew cab
DB10545 GTYHCG 2003-08 Dodge Ram pickup 1500/2500/3500, 2-door standard cab,
2003-08 Dodge Ram pickup 1500/2500/3500, 4-door crew cab,
2006-08 Dodge Ram pickup 1500/2500/3500, 4-door extended crew cab
DB10895 YPYHCG 2002 Ford Explorer, 4-door
DD08912 GTYHCG 1998-00 Chrysler Voyager minivan,
1998-00 Chrysler Grand Voyager minivan,
1998-00 Chrysler Town & Country minivan,
1998-00 Dodge Caravan minivan,
1998-00 Dodge Grand Caravan minivan,
1998-00 Plymouth Grand Voyager minivan,
1998-00 Plymouth Voyager minivan
DD10745 YPYHCG 2004-07 Chrysler Town & Country minivan,
2004-07 Chrysler Town & Country SWB minivan,
2004-07 Chrysler Voyager minivan,
2004-07 Dodge Caravan minivan,
2004-07 Dodge Grand Caravan minivan
DD10746 YPYHCG 2004-07 Chrysler Town & Country minivan,
2004-07 Chrysler Town & Country SWB minivan,
2004-07 Chrysler Voyager minivan,
2004-07 Dodge Caravan minivan,
2004-07 Dodge Grand Caravan minivan
DQ10422 YPYHCG 2003-08 Ford Explorer, 4-door,
2003-08 Mercury Mountaineer, 4-door
DQ10423 YPYHCG 2003-08 Ford Explorer, 4-door,
2003-08 Mercury Mountaineer, 4-door
DQ10751 YPYHCG 2005-07 Chrysler Town & County minivan,
2005-07 Dodge Grand Caravan minivan
DQ10752 YPYHCG 2005-07 Chrysler Town & County minivan,
2005-07 Dodge Grand Caravan minivan
DQ10753 YPYHCG 2005-07 Chrysler Town & County minivan,
2005-07 Dodge Grand Caravan minivan
FQ21176 GTYHCG 2001-05 Honda Civic, 2-door coupe
FQ21577 GTYHCG 2002-06 Honda CRV, 4-door
FQ21578 GTYHCG 2002-06 Honda CRV, 4-door
DQ09878 YPY

2002-03 Ford Explorer, 4-door,
2002-03 Mercury Moutaineer, 4-door

FB20415 ZPY

1999-03 Lexus RX 300

Replacement backlite

40

AGRR May/June 2008

Replacement sidelite

Replacement quarter glass

n the last couple of years, suspicion has grown over imports
from China—and recalls have
been issued for products ranging from toothpaste to tires. And late
last year, those recalls hit the auto
glass industry, when Safelite Auto
Glass (SAG) in Columbus, Ohio, a
part of Belron US, issued a voluntary
recall through the National Highway
Traffic
Safety
Administration
(NHTSA) for certain parts from DOT
No. 430, which is held by Hangzhou
Safety Glazing Inc. SAG reported that
one of its technicians had discovered
an issue originally when installing a
backlite on a Dodge Ram; the tempered part broke into large, dangerous shards while the tech was
attempting to install it. When the
corporate office learned of this issue,
it reported the issue to the company
from whom it bought the glass, Auto
Temp Inc. (ATI) in Batavia, Ohio. According to the report filed with
NHTSA by SAG, ATI conducted testing initially on three parts about
which SAG was concerned from this
DOT number. Later, SAG requested
more testing, and determined that a
total of eighteen parts were found to
be in noncompliance with Federal
Motor Vehicle Safety Standard
(FMVSS) 205 (see charts for part
numbers).
While SAG purchased 2,737 of the
parts total originally from ATI, which
had purchased the parts from Wholesale Glass Automotive, a Paterson,
N.J.-based importer, SAG notes in the
report filed with NHTSA that it destroyed or quarantined 1,080 of these.
The remaining parts in the market
from SAG? One-thousand six-hundred fifty-seven.

I

continued on page 42
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Connecting
the DOTs
continued from page 40

The company has notified its retail
shops and customers throughout the
United States and has offered to replace the glass free of charge to shops
and customers.
At an industry meeting in February, Belron US chief operating officer
Rich Harrison noted his main concern is that the product is still in the
marketplace and only SAG, at that
time, had issued a recall.
“We’ve recently proactively taken a
step to recall certain products from
DOT 430,” said Harrison. “Our view
and concern in the industry is that
there’s glass in the marketplace right
now that came through the same
chain that hasn’t been recalled.”
ATI spokesperson Josh Hammond
of Northlich, a public relations firm,
has declined to comment on whether
it sold the suspect parts to other
shops or suppliers, but at least one
glass distributor has advised it purchased the recalled part numbers
from ATI and that ATI has advised
him to “quarantine” them.

The PPD Recall
In early March, Process Polymers
Development (PPD) in Clinton Township, Mich., issued a voluntary
NHTSA recall for a part for the same
tempering issue. This time, it was a
new part number, a replacement
backlite for the Lexus RX 300 for the
1998 to 2003 model years, one from
DOT No. 430, and one from DOT No.
628, which is held by Hebei Tongyong
Glass Inc. PPD purchased both parts
from Wholesale as well, according to
the report it filed with NHTSA.
PPD estimates that 951 pieces of
glass are affected by the recall, according to the report it filed with
NHTSA.
PPD officials have been unavailable for comment thus far, but one
of its customers, Pittsburgh-based
PPG Industries, which conducted
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Part Numbers from DOT 628
(Hebei Tongyong Glass Inc.) Included in Recalls
NAGS No.

Model/Year of Applicable Vehicle(s)

FB20415 ZPY

1999-03 Lexus RX 300

the testing on the suspect glass parts
for the distributor, has been vocal on
the topic.
Doug Sharbaugh, manager, supply
chain, advised that when PPG officials
learned of the SAG recall, they became
concerned that they had purchased
glass that came from Hangzhou as well.
“After Safelite’s announced recall, we
learned that we, too, had glass that was
labeled with DOT 430 and started testing the product,” he says. “At the same
time, we learned that the same part
number had been received with DOT
628 markings and we felt compelled to
test both products for this characteristic. The testing was done according to
the ANSI Z26.1 testing requirements.”
PPG is in the process of contacting
its customers.
“PPG will be directly contacting
customers that purchased these part
numbers with the DOT 430 and DOT
628 markings from PPG and its affiliates with further instructions,” Sharbaugh adds.
PPD, which issued the official, voluntary recall, is contacting its customers as well.

AGRR magazine/glassBYTEs.com™ in
late-January that his company had not
been made aware of the recall, he has
not responded to more recent inquiries for comment.
Officials at Hebei have not responded to requests for comment
either.
And there’s still one missing link:
Wholesale Automotive Glass, the importer of the parts. Numerous calls
to Wholesale’s only known phone
number, along with a visit to the
company in early February, have
been unsuccessful.
Andrew An is named as the wholesale contact in both recall reports filed
with NHTSA.
However, little else is known about
the business. Shi had advised in late
January that he wasn’t aware that
Hangzhou sold to Wholesale; however, both NHTSA reports, filed by
SAG and PPD, respectively, list Wholesale as the importer of the glass parts.

The Source
While one Hangzhou official, senior
engineer Alvin Shi, originally advised

Industry Concerns
While most agree that the defective
glass obviously is a problem, many also
agree on something else: that easier reporting methods for shops are needed.
continued on page 44

Wholesale Glass Automotive (shown here) is based in Patterson, N.J. Even
a visit to the company’s headquarters proved unsuccessful for obtaining
comment on the recalls.
www.agrrmag.com
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“We register the glass parts and
write them down, but to find these
pieces, we’ve got to get this information into some kind of form,” said
Dave Burns of Ray Sands Auto Glass
in Rochester, N.Y., during a discussion at a recent meeting about technology needs.
Bud Oliver of NAGS also noted that
there’s been talk for a long time of
having standard barcodes that shops
could scan among the manufacturers
of glass.
“The recall of this glass adds more
importance for us to get this thing
done,” Oliver said. “If we could get to
the point where we have a standard, it
could go right into your database and
be much more efficient.”
The Auto Glass Replacement Safety
Standards (AGRSS) Council has
alerted its registered shops as well that
their documentation of DOT numbers
should allow them to locate any of the
recalled glass parts easily. The Council issued two alerts in recent months
about the recalls and even provided
some sample recall language.
In the AGRSS Alert, the Council
warns that shops “should make every
effort to recall any glass [involved in
the recall] that they have installed.”
The Council goes on to quote the
Standard, which says, “All glass parts
must be traceable to the installation by
a DOT and part number.”
“Your documentation of these DOT
numbers and part numbers on your
work orders should allow you to identify the [vehicles that] may have had
the subject glass installed,” the alert
continues.

What You Can Do
If you or your company purchased
any of these parts from PPD, the company can be contacted at 586/4646400. Likewise, for shops that
purchased the glass from SAG, the
contact number is 888/843-2906. ■
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Glass Association

IGA Annual Convention and
Spring Auto Glass Show™
May 1-3, 2008

A Look Ahead at This Year’s
IGA Conference and
Spring Auto Glass Show™
May 1-3, 2008

t may not be July 4, but this year’s
Independent Glass Association’s
(IGA) annual Independents’ Days
and Spring Auto Glass Show is sure to
raise some fireworks. The three-day
event, to be held at Cashman Center
and the Golden Nugget Hotel in Las
Vegas May 1-3, will include a lengthy
list of seminars and an array of new
products designed specifically for independent glass shops from across
the United States.

I

What’s Going to Happen
The event will kick off on Thursday,
May 1, with a discussion of the “IGA in
2008.” Dave Zoldowski, president of
the IGA, who also serves as president
of Auto One in Brighton, Mich., accompanied by Chuck Lloyd of Livgard
and Rabuse in Minneapolis, a longtime advocate for the auto glass industry, will update attendees on the latest

Trade Show Time
From 10 a.m. to 5 p.m. on May 2,
and 10 a.m. to 4 p.m. on May 3, attendees will have a chance to see the latest
tools, mouldings and more available to
technicians during the Spring Auto Glass
Show. The Spring Auto Glass Show will be
co-located with the Americas Glass Showcase™ and International Window Film
Expo, also offering attendees a chance to
check out some possible areas of diversification, including flat glass work and
window film applications.
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services available from the IGA and
how these services can be used to
combat the competition.
IGA board member Bryan Yarborough of Glass Doctor will take the
stage next, discussing a subject that
is always a hot topic: NAGS. Yarborough will lead the group in a question-and-answer session designed to
clarify concerns industry members
have over this important subject.
Bob Smith of Storm Appraisal &
Management Service Inc., a Midwestern lobbyist for the collision and automotive industries, along with IGA
board member Mike Russo of ThruWay Auto Glass Distributors Inc. in
Syracuse, N.Y., will update members
on all of the legislation on which the
IGA has worked throughout the
United States that is under review
right now.
Keynote speaker Erica Eversman of
Vehicle Information Services will follow Smith’s lead with a discussion of
how she inspired the Connecticut attorney general to introduce antisteering legislation in the state.
Eversman, an attorney, has worked
with numerous auto repair companies dealing with steering issues.
Smith then will lead a discussion
about how to create consumer
choice legislation in states across
the United States and get it introduced. At press time, two antisteering bills on which Smith
worked were under review in the

states of Kansas
and Missouri, respectively. Smith
also will discuss an
important issue—
how to work against
the powerful insurance
lobby (see related story on
page 15).
The IGA’s board of directors will
end the day’s education portion with
an update on the popular program,
“Don’t Get Steered,” and will unveil
the long-awaited comic book designed to educate consumers and
legislators about what steering is and
why it needs to be prevented. Speakers will include Corey Hemperly of
Windshield Doctor in Pocatello,
Idaho, Yarborough, Rick Rosar of
Rapid Glass in Minneapolis, and
Shawn Newport of Star Auto Glass in
Erie, Pa.
That evening, attendees will
gather at the Golden Nugget Hotel &
Casino for a cocktail party.

Day Two
On Friday, May 2, one of the industry’s most talked-about sectors will
come face-to-face with the group: the
insurance industry. Representatives
from several insurance companies
will discuss issues of importance to
independents with the group.
Another complicated sector will
take center-stage next: Tom Feeney
of Safelite/Belron US. Last year, Bel-

www.agrrmag.com

The IGA Conference offers its
attendees a chance to meet
with other independents and
learn new things as well.
ron US’s chief operating officer, Rich Harrison, led the
group in a lively discussion,
and Dan Wilson, chief executive officer, provided insight
into the national chain, and
Las Vegas is the city designed for tourists,
this dialogue is expected to
so there’s certainly not a shortage of hotels.
continue with Feeney.
But one hotel has been set aside for you—
Safety’s next on the schedthe Golden Nugget Hotel & Casino in downule—with a talk by Cindy
town Vegas. The hotel, located right on the
Ketcherside, chair of the Auto
famous Fremont Street, will offer a shuttle
Glass Replacement Safety
daily to the event at Cashman Center. In adStandards (AGRSS) Council
dition, the cocktail party on May 1 will be
Inc., and Carl Tompkins, chair
held at the hotel.
of the AGRSS validation committee. Ketcherside and Tompkins will techno—technological, that is—
explain the value of AGRSS registra- when Scott Orth of GTS Services in
tion—and upcoming changes to the Portland, Ore., provides an advanced
process—with attendees. As an course in Internet marketing. Orth
added bonus, the IGA has offered to will talk about how to maximize profpay the AGRSS registration fee for at- its using a website—and incorporattendees who have never registered ing Internet sales tactics to keep
with AGRSS, but who do so within 30 business moving.
days of the seminar—a $225 value.
The day also will get a little
continued on page 48

Where to Stay

www.agrrmag.com
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IGA Conference and
Spring Auto Glass Show™
continued from page 47

The Spring Auto Glass
Show™ offers attendees a
chance to see the newest
products available to them,
along with opportunities to
diversify.
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Keith Beveridge, senior vice president of NOVUS Inc. in Savage, Minn.,
will be on hand next, to explain how
to make money with repair, and, for
those not already repairing, how to
incorporate this additional service
into a business.
The day will wrap up with an interactive discussion on closing sales calls,
led by Dan Molloy of the Molloy Sales
Institute. Molloy, who spoke about
training customer service representatives the IGA’s fall conference (see the
November/December 2007 issue of
AGRR, page 42), will teach attendees
how to maximize their efforts and close
a sale once the customer has made first
contact, whether by phone or in person.

Day Three
Saturday morning, May 3, will kick
off with an interactive roundtable
called “What Worked for Me.” The
open forum will give attendees a
chance to share ideas and brainstorm
new options for facing the challenges
the industry often presents.
Next, the newest cars and the most
difficult glass out there will be the
focal point, as Dale Malcolm of Dow
Automotive in Dayton, Ohio, will lead
a discussion on how to address the issues with installing the glass on the
new breed of vehicles now available.
Malcolm will discuss how to tackle the
issue of more glass and new technol-
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Are your golf clubs getting dusty? Or,
better yet, have you been practicing and
are anxious to show your stuff to your
industry cohorts? Either way, there’s no
better time to hit the greens than at this
year’s Independents’ Days Conference
and Spring Auto Glass Show™. The golf
outing will be held on Thursday, May 1,
from 6:30 a.m. to 3 p.m. at the Rhodes
Ranch Golf Club. Registration for fourperson teams in this “Best Ball” tournament will begin promptly at 6:30 a.m.,
with tee-off at 7:30 a.m.

www.agrrmag.com

ogy and the complications that can
arise from these factors.
The day will end with an intense,
two-hour session given by Bob Beranek of Automotive Glass Consultants Inc. in Sun Prairie, Wis., designed
to prepare you for the newly developed IGA certification (see related
story in March/April 2008 AGRR, page
16). After the course, conducted by Beranek, ends, the hour-long exam will
be provided in written form for attendees to take on-site.
■

Need More Information?
If you need more information than
what’s provided here on the annual Independents’ Days Conference and Spring
Auto Glass Show™, visit the Independent Glass Association’s (IGA) website at
www.iga.org.

NOT JUST ANOTHER
WINDSHIELD TOOL!

AVOID
•

H.A.V.
pains strains
injury fatigue

Cut Against Glass OR Under Encapsulated Mould, from Inside OR Outside
MOBILE TECHS
ONE TOOL
Easily Save Expensive
Powered (Manual)
Small & Difficult
Only $70 buys a small
Encapsulated Glasses
Cold Knife Blades
Quarter Glasses
air compressor from
ALL GLASS
www.AdvanceAutoParts.com
ANY
NY VEHICLE

1.5 to 2 hp
4.5 to 5 CFM
(Free Air Delivery)
@ 90psi

NO GLASS BREAKAGE
NO VEHICLE DAMAGE
POWERFUL
QUICK ADJUST
POWER & STROKE
SMOOTH & QUIET
WEIGHS ONLY 2.4lb
TOOL LASTS
5 to 10 YEARS+
TOUGH, FLEXIBLE
SERRATED BLADES
EASILY CUTS HARD
& WIDE URETHANE
ALL BLADES CAN ALSO
BE USED IN MANUAL
BLADE HANDLES
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With BTB's power tool
there's no more pulling
manual cold knives or
long knives below dash

7 Blade 'Classic'
Kit (WKCLS)

11 Blade 'Technician'
Kit (WKTEC-BX)

Ask for
a Promo
CD

Easily Cut Below
Any Dashboard

NEW!

WK6 "Winged"
Pinchweld Scraper
Blades

No more damaging paint or pinchwelds
BTB's exclusive
adjustable blade cutting
depth control arms

25 Years

Supporting Vehicle Manufacturers including

• Mercedes Benz • Jaguar • Ford
• Renault • Aston Martin • Toyota

Blades from 4" to 15"
(No Sheath!)

WK10HD
Air Power Tool

 Hand
 Arm
Vibration

ISO 5349, ISO 8662

• Phone: (888) 293-1816
• E-mail: btbna@bellsouth.net
• Web: www.btbtools.com
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Long-Crack Wars

Repair Suit Nears End

f ocu s

on

REPAIR

by Penny Stacey

A

lawsuit concerning long-crack windshield repair
that has been under review for several years in numerous U.S. courts recently might have reached a
point of culmination. On March 19, the U.S. Court of Appeals for the Tenth Circuit heard an appeal of the decision
in a case filed by Rich Campfield in 2005 alleging that State
Farm, via its third-party administrator for glass claims,
LYNX Services, interfered with its long-crack repair services. Campfield, the president of Ultra Bond Licensing and
Ultra Bond Windshield Repair and Replacement, originally
filed the suit five years ago—on February 19, 2003. (See related story about long-crack repair on page 54.)
Campfield and his company, Ultra Bond, claim in court
documents that “LYNX [customer service representatives]
are trained to tell the State Farm insured that [cracks]
longer than a dollar bill cannot be repaired because the repair will not hold.”
The plaintiffs allege that when a State Farm insured calls
in a claim for a cracked windshield, if the crack is determined to be longer than six inches (considered a “long
crack”), the insured is encouraged to have the windshield
replaced rather than repaired and that the benefits of repair are not fully explained. By doing so, they state, State
Farm and LYNX have interfered with the licensing of the
Ultra Bond method of repairing long cracks.
The complaint also alleges that State Farm and LYNX
“have used their market power to foreclose plaintiffs and
all other repairable long-crack repair competitors from the
windshield repair market.”
In the suit, Campfield’s counsel, Montgomery Kolodny of
Denver, also alleges that State Farm and LYNX Services have
violated the Colorado consumer protection law, which prohibits tortuous interference with existing and prospective
business contracts.
In a letter to the court, dated February 11, 2008, the plaintiff’s counsel cites the Colorado Revised Statutes (CRS), and
writes, “This statute states Colorado’s public policy regarding the need to protect the public from monopolistic and

What Does ROLAGS Say?
While long-crack repair long has been a much-debated
issue, last year the American National Standards Institute
(ANSI) accepted the Repair of Laminated Auto Glass Standard as an official ANSI standard (see related story in August/September 2007 AGRR, page 44); the Standard considers
repair of any crack that meets other ROLAGS criteria, up to
14 inches in length, acceptable.
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anti-competitive behavior of insurance companies in their
treatment of consumers, particularly with regard to an insurer controlling consumer choice as to repair businesses.”
The statute itself reads:
“The general assembly determines that competition
is fundamental to the free market system and that the
unrestrained interaction of competitive forces will
yield the best allocation of our economic resources, and
the best environment for democratic and social institutions. Therefore, the right of an individual to choose
a repair business is a matter of statewide concern.”
Faegre & Benson LLP of Denver, representing the defendants, replied to the letter on February 19, arguing that
the statute is irrelevant to the claim.
On March 19, an appeal panel reviewed the case.

Earlier Rulings
This appeal comes after many years of investigation and
earlier rulings. In December 2005, Judge Robert E. Blackburn dismissed the case, claiming that “a reasonable factfinder could not conclude that the defendants have
knowingly and intentionally deceived State Farm insureds
in implementing State Farm’s six-inch criterion … could
not conclude that the alleged misrepresentation has had
a significant public impact in the past or will have such an
impact in the future,” and that there was no evidence of “a
breach of an Ultra Bond license contract, or evidence that
the defendants used any wrongful means to interfere with
Ultra Bond’s at-will licensing contracts …”
Noting that State Farm and LYNX had implemented the
six-inch criterion in 1997 and that Campfield and Ultra
Bond were aware of the policy by 1999, in his original ruling Blackburn cited Harmon v. Fred S. James & Co., in
which it was ruled that “a series of unlawful acts can be
viewed properly as a ‘continuing violation’ only if their
character was not apparent when they were committed
but became so when viewed in the light of later acts.”
Blackburn also outlined what the plaintiffs had to show
in order to prove a “private cause of action under the [Colorado Consumer Protection Act (CCPA)],” of which there
are five main points. He noted that Campfield and Ultra
Bond would have had to prove that:
1) State Farm and LYNX Services engaged in an unfair or
deceptive trade practice;
2) the two companies engaged in the alleged practice in
the course of their business;
3) the alleged practice significantly impacted the public as

www.agrrmag.com

“ We h a d a w e l l - p r e p a r e d
panel of three circuit
judges. They had obviously
studied the case very
closely and they had many
questions of both sides.”
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— M i c h a e l M c C a r t h y,
Faegre & Benson
actual or potential customers of State Farm or LYNX’s
goods or services;
4) the plaintiffs suffered an injury to a legally protected
interest; and
5) the alleged practice caused injury.
In applying the law, Blackburn wrote that LYNX argued
that the CCPA does not apply because “the public is not
an actual or potential customer of LYNX’s services,” but
rather that State Farm is the customer. Judge Blackburn
disagreed with this assessment, stating that “although
State Farm insureds with glass claims do not pay directly
for LYNX’s claim-processing services, those insureds do
use or consume LYNX’s claims-processing services when
the insureds make claims for glass coverage.”
“Apparently, the plaintiffs ask the court to indulge in
the presumption that many State Farm insureds make
claims based on long cracks in their windshields,” wrote
Judge Blackburn. “Such a presumption is not a basis on
which a reasonable finder of fact could conclude that a
significant number of consumers are affected adversely
by the defendants’ practice.”
Blackburn ruled that a reasonable fact finder could
neither conclude that State Farm and LYNX “have knowingly and intentionally deceived State Farm insureds,”
nor that “the alleged misrepresentation has had a significant public impact in the past, or will have such an
impact in the future.”

What’s Next
At press time, Ultra Bond was awaiting the decision
in the appeal. However, Campfield seemed optimistic
following the March 19 hearing.
“The oral argument went well and there should be a
ruling within three to four months,” he said.
Michael McCarthy, who represented State Farm, says
he is “cautiously optimistic.”
“On behalf of State Farm and as the lawyer who argued the case, I’m cautiously optimistic that the case
will be upheld, but I have learned that you can rarely
predict from the questions that the appeals panel asked
the lawyers how the panel is going to rule,” he says.
He adds, “We had a well-prepared panel of three circuit judges. They had obviously studied the case very
closely and they had many questions of both sides.” ■

◗

Penny Stacey is the editor of AGRR magazine.
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Faster Digitally
Welcome to the latest
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• It’s Free
• An electronic version of AGRR
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Repair Round Up
nwra reports

psmith@glass.com

Flat Rates: What’s Next?
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by Pa t r i c k S m i t h

T

HE WAY THE INSURANCE
industry pays for windshield repair may be in the middle of an
evolution. Some insurance companies
are transitioning to a flat rate reimbursement fee schedule. Recently, Progressive Group changed its pricing for
windshield repair from $50 per windshield with $10 for each additional repair up to three total repairs to a flat fee
of $55. Old Dominion Insurance has
done the same with their pricing except
their flat fee is now $70. Do these
changes indicate a new attitude towards repair and/or a new pricing
strategy by our insurance partners? If
so, how will the changes affect the
number of repairs performed annually?
Traditionally, insurers have paid a
flat fee for a break and then a lesser fee
for each additional repair on the same
windshield. The logic behind this fee
structure takes into account that the
repair company is already on the job
and fuel costs, labor costs, etc. should
be reduced for the additional repairs
meaning a lesser fee for additional repairs on the same vehicle.

We are now seeing some providers
eliminating the additional payments
for second, third and multiple repairs.
In many cases, the move to a flat fee
is also accompanied by a rate that is
slightly higher than the base fee from
the previous tiered-fee schedule.
Under these scenarios, a repair-only
company doing a single repair on a
windshield would obviously see a benefit but, if a repair company is performing multiple repairs on the same
job, “flat fee” may not be as beneficial.
Repair-only mobile companies will be
the first companies to see the effects of
these changes, especially if they see a
lot of multi-repair jobs. Business owners will have to review their individual
books of business to determine what
kind of affect such price changes will
have for them.
These fee changes also may create
some challenging scenarios for repair
companies. If a repair business is handling an insurance job and comes across
an additional break when the insured
only reported one, what does a repair
technician do with the second repair? If

the insurance contract does not specify a
course of action then the repair technician has a decision to make. Repair the
second break under the original flat fee?
Have the vehicle owner call in a claim for
the second break? Charge the vehicle
owner a cash price out-of-pocket? What
does the insurance company expect of
the repair company? These protocols
should be spelled specifically out in new
contract language.

The Value of Repair
Secondly, what do flat fees say
about the value that insurance companies place on repair? Certainly insurers know it is less expensive to
repair, rather than replace, a windshield. The more windshields an insurer can identify as repairable, the
lower its claim-payouts will be and
the lower insurance premiums could
become. We will have to wait and see
if this new flat structure encourages
repair. I hope it does, but the jury is
still out.
There needs to be an honest conversation among insurers and repair
companies concerning the services
the repair industry provides. Repair
companies need to open a dialogue
with insurers about how the changes
affect their businesses. Insurers also
will need to assess honestly whether
or not these new structures serve their
policyholders by increasing the number of repairs performed. That should
be the goal.
■

◗
Some insurance companies are changing their pricing for repairs to a flat
rate for multiple repairs made on a windshield.
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Patrick Smith is the director of
operations for the National Windshield
Repair Association (NWRA). Mr. Smith’s
opinions are solely his own and not
necessarily those of this magazine.
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b y K e r r y Wa n s t r a t h

R

doubt that more than a small fraction of
ECENTLY I WAS DRIVING anyone say something different?”
She didn’t say, “Would the wind- one percent of all windshields repaired
home from doing my least favorite thing in life—shopping. shield be strong enough in the event of or replaced involved a long-crack re(Only a punch to the stomach and a a rollover?” or “Would the glass hold pair. Yet there is all of this discussion—
poke in the eye is less appealing to me.) me inside the vehicle in the event of a why? We are arguing over pennies, yet
Anyway, we were on the way home head on collision?” I believe these are we have come to accept the fact that insurers and networks collaboratwhen I noticed a crack coming
“ W h o i s i t t h a t i s a s k i n g ing together tell you what to
up from underneath my wiper
blade. At that moment, I realt h e q u e s t i o n s a n d t r y i n g charge for your work. As an inwe have worked very
ized I was going to have to int o c r e a t e t h e i m p r e s s i o n dustry,
hard for the past few years to elform my insurance agent that I
t h a t l o n g - c r a c k r e p a i r i s evate the quality of our work
had another claim. This time I
was sure my rate would go up. n o t g o o d f o r c o n s u m e r s ? ” with standards, tests, certifications and so on. None of this
Instead, I thought: I’ll just fix it
myself and that will be that. Then I questions the industry asks and mostly has put money in anyone’s pocket yet,
though (at least not that I am aware of).
wondered what all the recent discus- are economically motivated.
I say that because networks continue to
sion about repairing longer cracks was
negotiate lower prices with their insurall about (see related story on page 50). The Right Questions?
Consumers don’t know enough ance partners, and then serve them up
about repair and replacement to ask for you to swallow.
Weekend Work
This prompted me to bring my wife the right questions. Some think it is the
into my daydreaming—something I industry’s responsibility to ask them on The Two-Headed Monster
don’t normally do. (I also really don’t behalf of the consumer and perhaps
Less than 50 percent of glass damlike talking about work on a weekend.) that is appropriate. I’ll save that for an- age is being covered by insurance, yet
Anyway, I asked her if she noticed the other article. Back to my initial ques- the two-headed monster now controls
crack in the windshield. After directing tion, though: why is there all this even uninsured claims, sending the
her to its whereabouts, I asked, “Would hoopla over long-crack repair? Who is customer to a network to be manipuyou have any concerns about repairing it that is asking the questions and try- lated. Who believes this is done for the
ing to create the impression that long- consumer’s benefit?
that crack?”
Keep in mind, she is not in the busi- crack repair is not good for consumers?
I believe we should let the consumer
It certainly isn’t those who make their decide if he wants to repair something
ness and knows little more than the
average person about the auto glass money from repair. It is from companies or replace it. Just because we either
industry. Her first concern was “visual that still feel repair is a nuisance com- can’t or don’t want to repair a crack in a
impairment.” She explained that her pared to replacement and those that windshield doesn’t mean we should reability to see clearly through the glass have the most to gain from a replaced strict those who do.
without adversely affecting her driving windshield. It struck me as I was driving
Oh, by the way, I repaired my 8-inch
was her main concern. After I asked if what a waste of money and energy it is crack myself and didn’t bother informshe had any other concerns, she said to remove a windshield and throw the ing my insurance company—I didn’t
safety. Asking for more clarification glass out because of a single crack that want my rate to go up.
■
she again said she didn’t want any was repairable—yet that is the general
glare to affect her ability to see other feeling within the auto glass industry.
Kerry Wanstrath is president of Glass
I find that feelings and emotions run
vehicles or people, which could cause
Technology in Durango, Colo. Mr.
high among the different fragments and Wanstrath’s opinions are solely his own and
an accident.
“Exactly,” I thought, “why would associations in our industry. However, I not necessarily those of this magazine.

◗
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Auto Glass Invoicing & Workﬂow Solution

“MY GLASSMATE”
I WOULDN’T BE ABLE TO DO
BUSINESS WITHOUT IT.
MEET KEN GEHLOFF…

Glass software so easy and yet so powerful.
“I’m one who’s tried other glass software products. So when I say GlassMate
is half the cost of others and is more streamlined and user-friendly, I know that
from experience. What makes Mitchell’s GlassMate stand out are two things:
1) it’s the best deal for the price, and 2) it’s very easy to use—even if you have
multiple people working on it. The learning curve is so short that it allows my
staff to be more productive in the areas they know best. To be honest, if I got
rid of GlassMate today, I would have to close down the business.”
–Ken Gehloff
Westmont Enterprises Inc., Libby, Montana

There’s more to the “Ken Gehloff GlassMate” story that can help your glass work.
To learn more, go to: http://Glass.Mitchell.com.

CALL TO ORDER YOUR FREE 30-DAY GLASSMATE TRIAL:

(800) 551-4012 Option 1

Glass

®

©2007 Mitchell International, Inc. All rights reserved. GlassMate is a registered trademark of Mitchell International, Inc.

SEE US AT THE IGA SHOW, MAY 2-3 IN VEGAS

WGR Reports
repair news

f ocu s

on

REPAIR

NWRA Repair Technician
Certification Program Begins

T

HE NATIONAL WINDSHIELD
Repair Association (NWRA) has
begun to administer its
certification program, effective January 1. The program was developed
and is administered by the NWRA.
“Our members have been pining for
an up-to-date program that allows them

to demonstrate that their company and
technicians meet industry standards,”
says Patrick Smith, NWRA director of
operations. “We have fulfilled their request with an affordable online program
that indicates to consumers that this
technician has knowledge of standards
and practices recognized as prudent for

repairing auto glass.”
Certification is valid for two years
and requires continuing education
credits to maintain its official recognition. NWRA members can become certified for a $39. Course materials are
available for $29.
❙❙➤ www.nwraassn.org

COMPANY NEWS
NOVUS Holds Bi-Annual Super Session in San Antonio
Savage, Minn.-based NOVUS held its
2008 Super Session, titled “Striving to be
Great,” March 5-9 in San Antonio. More
than 130 attendees from seven different
countries were in attendance at the biannual event.
The meeting began with a golf tournament at the Quarry Golf Club on
Wednesday, and the educational portion
of the event began on Thursday, March 6.
This included technical windshield repair
and replacement training and courses on
Internet marketing with an introduction
to windshields.com by parent company
TCG International’s executive vice president, Garry Skidmore. Dan Molloy of the
Molloy Business Development Group also
spoke on increasing sales-closing percentages and how to improve customer
service.
On Friday, March 9, the company held
its awards banquet with the theme
“Night Under the Texas Skies.”
Among those honored were:
• Don and Carolie Larson of Port Orchard, Wash., who were named to the
NOVUS Hall of Fame;
• Gregg Johnson of Platteville, Wis.,
2008 Gold Franchisee of the Year;
• Troy Eberhardt of Cheyenne, Wyo., Silver Franchisee of the Year;
• Craig Gostnell of Williams, Ore., Bronze
Franchisee of the Year;
• Brandon and Eva Games of Reno, Nev.,
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Gold Rookie of the
Year;
• David and Rhonda
Scott of Newport
News, Va., Silver
Rookie of the Year;
• Michael, Cindy and
Brandon Long of
Lansing,
Mich.,
Bronze Rookie of the
Year;
• Carma Sue Pullen of
Kennewick, Wash.,
Top-Volume Windshield Repair Franchise;
• Steve Moore of Vail, Alan Skidmore (left) and Jim Olson (right),
Colo., Top-Volume director of franchising and business development,
Windshield Replace- present franchisee Mark Pixley (center) with a
dedication award.
ment Franchise;
• John and Wesley
Wenger of Atmore, Ala., Top-Volume marketing analysis expert Andrew BalAdditional Products and Services Fran- lard from Marketing Solutions Inc. Folchise Award;
lowing the morning speakers,
• Dennis Moser of Anchorage, Alaska, franchisees participated in breakout
and Mark Pixley of Sheridan, Wyo., sessions ranging on courses from sales
Dedication awards; and
development and business finance to
• Denis and Patricia James of New creating profitable marketing plans.
Zealand, International Partner of the
The convention ended with a
Year.
farewell fiesta acknowledging the
Saturday continued the general ses- NOVUS Preferred Vendor Program. Vension with speaker Joel Timmons of dor sponsors donated a variety of
Profitable Glass Solutions, who also prizes, which were distributed to the
■
authors a glassBYTEs.com™ blog, and attendees.
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is a closed-cell foam product that can
fit around tight corners. In addition, it
has a small lip, which allows for a quick
Gold is Universal
The new universal foam underside and straight application, according to
mouldings from Gold Glass Group in information from the company.
Bohemia, N.Y., offer techs an option ❙❙➤ www.gggcorp.com
when the pre-applied adhesive system
or a self-adhesive underside profile Mouldings and Mirrors
gets destroyed. Gold
RGC universal mouldings from Presays its underside cision Replacement Parts are available
moulding, both the in a wide variety of shapes and sizes
T202 and T203, is es- and are available in bulk rolls or single
pecially helpful as it applications.

MOULDINGS

TOOLS
Get Serious with the EXT-PROV360LI
The EXT-PROV360LI from Crystal Glass/The Extractor delivers 36 volts of
cordless power
with the latest
Lithium Ion battery. Company representatives say it can double your
working time, compared to conventional NiCad-powered tools. The
EXT-PROV36OLI is equipped with DELTA blades and the exclusive Extractor 360-degree rotating blade in order to provide fast cutting and easy access
to all windshield areas.
Weighing in at just more than nine pounds, the Extractor’s latest tool also is
easy on technicians’ hands and wrists with minimal vibration.
❙❙➤ www.extractor.ca

GLASS RACKS
Fair Weather at Unruh
Sedgwick, Kan.-based Unruh Fab will display its
Weathers glass racks. Within its Weathers series is a
range of options, including the ergonomic series, which
has pegs that pivot downward for
easy loading and unloading, an elevated windshield setting area, a
walk-in base and polyethylene peg
sleeves and caps. Likewise, the
company’s free-standing racks have
a welded steel construction, lightgray enamel finish, slotted polyethylene peg covers for easy
installation, plastic peg caps and
maximize a shop’s use of floor
space.
The Weather series also includes
wall mount racks and bulk storage
racks.
❙❙➤ www.unruhfab.com
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The Monroe,
Wa s h . - b a s e d
company also
now offers a full
line of side-view
replacement (SVR)
mirrors. According
to the company,
the mirrors meet Federal Motor Vehicle
Safety Standards, and are an option for
auto glass shops looking to diversify.
❙❙➤ www.prp.com

WEBSITES
Gold Glass Group Launches
New Web Site
Bohemia, N.Y.-based Gold Glass
Group has announced the launch of
the company’s completely redesigned
website, www.gggcorp.com.
“Together with the huge recent
growth of our product range we felt a
more comprehensive site was needed,”
says president Joseph Gold.
With the new website, Gold has outlined its new line of part-specific mouldings. In addition, the website offers
information about universal mouldings,
tapes, tools and foam-core butyl.
The company also offers two new
search engines—customers can search
either using Gold part numbers or
NAGS part numbers, which allows
them to obtain current list prices and
determine the correct moulding for a
windshield quickly and easily, according to the company.
The search engines also list applicable rain and light sensors, adhesive pads
and application tools. In addition, the
Industrial Products Section of the website outlines the company’s range of
mouldings, sensors and related products, which Gold offers to its industrial
customers at the manufacturer level.
❙❙➤ www.gggcorp.com

BRIEFLY …
Yih-Tair offers universal mouldings
for more than one-thousand windshields
■
(❙❙➤ www.flexline.com.tw) …
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You’ve Asked
We’ve Listened
Introducing the new Lilbuddy Pro 1

Drivers Side Option

Optional design for
the passenger side
mount or the drivers
side mount makes this
the Lilbuddy Pro 1 the
best choice for you!
Chec
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w
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All models now offer a
heavy-duty sliding rod
to handle the weight
of the heavy RV and
semi windshield.
Passenger Side Option

• Lilbuddy Pro 1, with its exclusive patented design for user-friendly setup, now
your able to lower the windshield into the urethane without the need for removal
of either suction cup from the glass.
• The new Lilbuddy Pro 1 now has a clearly defined measuring system.
• All Lilbuddy Pro models are specially designed for the Lilbuddy Junior Suction
cups, which fit in the new Lilbuddy Pro 1 deluxe kit.

For more information please email
Lilbuddy@wi.rr.com, call Kent at
414-698-4900, or call Lisa at 414-467-9194

www.Lilbuddypro.com

industry insiders
people in the news

APPOINTMENTS
Belron US Names
Sprigler “Director of
Customer Experience”
Ed Sprigler has
been named director
of customer experience for Belron US.
Sprigler has worked
in the auto glass industry for nearly 12
years.
Ed Sprigler
In his new role,
Sprigler will be responsible for
strengthening customer satisfaction
and optimizing new customer contacts
with the company. He will work with
employees company-wide to focus on
“delighting customers” at every degree
of interaction.

“Improving the level and consistency of our customer service will become a major focus for our business
going forward,” says Rich Harrison,
chief operations officer for Belron US.
“I am excited about working with Ed in
this new role. He is the perfect person
for the position because of his industry
knowledge and his ability to work with
people across the business.”
Sprigler’s new responsibilities will
stress building customer loyalty and
ensuring all customers are serviced to
the best of employees’ abilities, according to a press release issued by the
company.
Sprigler began his work in the industry with Auto Glass Specialists,
which was purchased by Belron US in
late 2005. His background includes
sales, operations and marketing.

DEATHS
Auto Glass Industry Veteran
Ben Ingoglia Passes Away
Ben F. Ingoglia, 75, of Rancho Mirage, Calif., president of General Vendor Services Corp., passed away on
September 21, 2007, from renal cancer.
Ingoglia had been in the auto glass industry for 35 years. He was employed
by Joe Kellman at Globe Glass for a
number of years and then opened his
own business, General Vendor Services, in 1975.
He is survived by his wife, Sandra, a
daughter, Joy, and a son-in-law, Chris.
Ingoglia was born in Brooklyn, N.Y. ■

Please send your
personnel news to
pstacey@glass.com.
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SEEK AND FIND
classifieds

What Are You
Doing This May?

YOUR AD
COULD BE
HERE!

Make plans now to attend the
Independents’ Days Conference and
Spring Auto Glass Show™ in Las
Vegas. The event will be held
May 1-3 at the Cashman Center. Visit
www.iga.org for more info.

To place a classified ad
please contact Janeen
Mulligan at 540/720-5584,
ext. 112, or e-mail
jmulligan@glass.com. The
deadline for the July/August
issue is June 6.

THE SHOWCASE
directory of suppliers
Adhesives/Sealants

SRP GLASS RESTORATION
10425 Hampshire Ave. S
Bloomington, MN 55438
800/328-0042 (phone)
952/946-0461 (fax)
www.srpglassrestoration.com
sales@shatrproof.com

Auto Glass

NATIONAL GLASS
BROKERS, LLC
3115 Fry Road, Suite #401
Katy, TX 77449
281/599-1550 (phone)
281/599-8158 (fax)
www.nationalglassbrokers.com
sales@nationalglassbrokers.com
RV Glass
COACH GLASS
98 North Polk
Eugene, OR 97402
800/714-7171 (phone)
888/714-7171 (fax)
rv@coachglass.com

Information Sources
ASSOCIATIONS
NATIONAL WINDSHIELD
REPAIR ASSOCIATION
P.O. Box 569
Garrisonville, VA 22463
540/720-7484 (phone)
540/720-3470 (fax)
www.nwrassn.org

INDEPENDENT
GLASS ASSOCIATION
385 Garrisonville Rd.
Ste 116
Stafford, VA 22554
540/720-7484 (phone)
540/720-3470 (fax)
www.iga.org
PUBLICATIONS
AGRR MAGAZINE
Key Communications, Inc.
385 Garrisonville Rd.
Ste 116
Stafford, VA 22554
540/720-5584 (phone)
540/720-5687 (fax)
www.agrrmag.com

Windshield
Repair Products
AMERICAN WINDSHIELD
REPAIR SYSTEMS
20936 S.R. 410 East
Bonney Lake, WA 98391
888/860-1518 (phone)
253/891-7294 (fax)
www.rockchipkits.com
DELTA KITS INC.
P.O. Box 26509
Eugene, OR 97402
541/345-8554 (phone)
800/548-8332 (toll free)
541/345-1591 (fax)
sales@deltakits.com

Software

AUTO GLASS-RELATED
GLASSMATE (MITCHELL)
9889 Willow Creek Road
San Diego, CA 92131
800/551-4012 (phone)
858/653-5447 (fax)
www.mitchell.com

GLASS PRO SYSTEMS
1116 Deanna Drive
Rockford, IL 61103
815/713-4480 (phone)
815/713-2030 (fax)
www.supercinch.com

Tools and Supplies

GLASWELD SYSTEMS
29578 Empire Boulevard
Bend, OR 97701
541/388-1156 (phone)
541/388-1157 (fax)
www.glasweld.com

A.N. DESIGNS INC./
ULTRAWIZ®
30 Norwood Street
Torrington, CT 06790
860/482-2921 (phone)
860/482-8585 (fax)

LIQUID RESINS/A.C.T
4295 N. Holly Rd.
Olney, IL 62450
618/392-3590 (phone)
800/458-2098 (toll free)
618/392-3202 (fax)
www.liquidresins.com
REPAIR SYSTEMS & SERVICES
GLASS MEDIC
7177 Northgate Way, Ste. C
Westerville, OH 43082
614/891-9222 (phone)
614/891-9227 (fax)
www.glassmedic.com
AEGIS TOOLS
INTERNATIONAL
PO Box 259688
Madison, WI 53725-9688
608/274-9254 (phone)
608/274-9395 (fax)
www.aegistools.com
info@aegistools.com
WINDSHIELD REMOVAL TOOLS
A.N. DESIGNS INC./
ULTRAWIZ®
111 Putter Lane
Torrington, CT 06790
860/482-2921 (phone)
860/482-8585 (fax)
■

To become a part of the directory of suppliers, call
Janeen Mulligan at 540/720-5584, ext. 112,
or e-mail jmulligan@glass.com
Listings start at $350. Don’t miss out!
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Company
AEGIS Tools International
BSG Auto Glass Co. Ltd.
BTB Auto Glass Tools
Coach Glass
Creative Extruded Products
Davis Instruments
Delta Kits Inc.
eDirectGlass
EFTEC Aftermarket
Equalizer Industries
Extractor/Crystal Glass
GlasWeld Systems
Glass Doctor
Glazex
Gold Glass Group
GTS Services
IBS Software
Lil Buddy
Mainstreet Computers Inc.
Mitchell International
Mygrant Glass Co.
Night Watchman Co.
Pilkington
Precision Replacement Parts
Quest Software Inc.
REHAU Inc.
Secure Car Enterprises
Shat R Proof Corp.
Sika Corp.
Unruh Fab Inc.
Yih-Tair Industrial Inc.

Phone
Fax
Web Address
888/247-6000
608/274-9395
www.aegistools.com
86-756-7622528 86-756-7622909
www.bsgautoglass.net
888/293-1816
888/293-1896
www.btbtools.com
800/714-7171
541/393-5896
www.coachglass.com
800/273-1535
937/667-3647
www.creativeextruded.com
800/678-3669
510/670-0589
www.www.davisnet.com
800/548-8332
541/345-1591
www.deltakits.com
480/993-0915
240/526-1133
www.edirectglass.com
866/596-7772
866/596-7778
www.eftecna.com
800/334-1334
512/388-4188
www.equalizer.com
877/628-8837
780/438-5915
www.extractortools.com
800/321-2597
541/388-1157
www.glasweld.com
800/280-9858
254/745-5098
www.glassdoctor.com
800/545-2770
801/802-7770
www.glazex.com
800/448-5188
631/981-4299
www.gggcorp.com
800/209-2369
503/624-0433
www.gtsservices.com
800/959-5500
816/471-1939
www.ibssoftware.com
800/924-1252
262/820-3710
www.lilbuddy.com
800/698-6246
734/697-8228
www.mainstreetcomp.com
800/551-4012
858/653-5447
www.nags.com
866/956-5084
510/785-3176
www.mygrantglass.com
800/322-8867
586/498-2301
www.nightwatchman.net
866/377-3647
419/247 3821
www.epremier.net
800/367-8241
800/545-5083
www.prp.com
800/541-2593
989/224-7067
www.questsoftware.com
800/247-9445
703/777-3053
www.rehau.com
800/616-8338
631/293-0690 www.steadfastautosecurity.com
800/728-1817
952/946-0435
www.shatrproof.com
800/688-7452
248/577-0810
www.sikaindustry.com
888/772-8400
316/772-5852
www.unruhfab.com
877/975-5554
210/310-0982
www.flexlinemoldings.com

Subscribe to

for FREE

or subscribe online at www.glass.com/subcenter.php
I want to start/continue my FREE SUBSCRIPTION to AGRR: J YES J NO

Print your name: ______________________________________________________ Title:________________________
Sign your name: ______________________________________________________ Date: _______________________
Company: ______________________________ Phone: ______________________ Fax: ________________________
Address: _________________________________City: ________________________State:__________Zip: __________
E-Mail Address: __________________________
1. Please check the ONE category that BEST describes the business activity of your company:
1

J

2

J

3

J

7

J

Retailer/dealer of auto glass &/or related
4 J Manufacturer/fabricator of AGR glass &/or related
products(repair &/or replacement).
products. (repair &/or replacement)
Distributor/wholesaler of auto glass
5 J Manufacturer/fabricator of both OE & AGR glass
&/or related products (repair &/or
&/or related products.
replacement).
6 J Other AGR-related companies such as auto body,
Manufacturer/fabricator of OE auto glass
collision repair, fleet management or insurance
&/or related products.
companies.
Others allied to the field (please specify): ___________________________

2. Please check the ONE below that best describes your title and function:
A J Owner, president or other managers
B J Repair technicians/Auto glass installer
C J Technical engineers
D J Claims adjuster, agent or other insurance official
E J Others allied to the field (please specify): __________________________
3. Number of employees:
A J 1-4 B J 5-9 C

J 10-19

D

J 20-49

E

4. Please check all organizations you are a part of:
A J IGA

B J NWRA

C J NGA

J 50-99 F J 100+

MY BUSINESS IS ENGAGED IN THE AUTO GLASS
REPAIR, REPLACEMENT OR OEM INDUSTRY.

J YES J NO

J

CHECK HERE TO ALSO SUBSCRIBE TO THE
FREE DAILY glassBYTEsTM E-MAIL NEWSLETTER.

I WOULD LIKE TO RECEIVE MY SUBSCRIPTION IN
THE FORM OF: (CHECK ONE)

J PRINT J DIGITAL

D J None

Subscriptions are free to all qualified recipients at U.S. addresses. Addresses outside the U.S. please add $65 per year.
By checking yes and signing this form, I also agree to allow publisher to contact me via fax and/or telephone in the future.

PLEASE COMPLETE THIS ENTIRE FORM AND FAX IT TO 630/482-3003
www.agrrmag.com
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Avocations

life beyond the auto glass business

Come Sail Away
(with Glass Bot’s Rick Nelson)

A

CRUISE IS MANY PEOPLE’S
idea of relaxation. But for Rick
Nelson, the founder of Nelson
Marketing in Garden City, Calif., a
cruise means being out on the open
water—in his own boat. “The cold
water of the San Francisco Bay keeps
me energized,” he says. Nelson, a 20plus-year sailing connoisseur, has
chartered sailboats twice to explore the
Caribbean Sea with his wife, Connie,
and when he’s not traveling the open
seas, he’s racing his own sailboat in the
San Francisco Bay.
When he’s not out sailing, Nelson
usually can be found working on a
new invention for the industry. His
latest is the Glass Bot™, a windshield
removal tool (see related story in the
October 2007 issue of AGRR, page 56).
He got his start in the industry in the
early 1980s working for window manufacturers, and then moved into the
retail sector with his own mom-andpop glass shop. As the owner of a
shop that handled both auto and residential glass, Nelson found his creative side. He developed a moulding
product in 1991, and started his own
company, Nelson Marketing (until recently, it was called Delta 9 Products),
and soon after went to work for BTB
Tools North America. Since that time,
he also has worked with Equalizer Industries, C.R. Laurence Co. Inc. and
Pilkington North America.
Nelson took a few minutes out of his
busy schedule to tell AGRR magazine a
little about his hobby.
How did you get into sailing?
Originally, I bought a windsurfer
and learned how to sail that. I soon realized I’d like to be able to sit down and
relax when I’m sailing, instead of
standing out there on a board, so I got
into sailboats after that.
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FAST FACTS
Name: Rick Nelson
Day Job: President of Nelson Marketing, Garden City, Calif.
Alter Ego: Sailing extraordinaire
Favorite Sailing Location: San Diego Bay
Other Hobbies: His vintage British sports car, the Triumph PR6
What type of boat do you sail?
It’s an old, Olympic glass-bottom
boat that they raced in the early 1970s.
It’s called the “International Tempest”
and it’s built for a two-man crew.
How often do you sail?
I do about six races a year right
now—the majority of my time spent
sailing is spent racing. Most of the
races I do are specialty races—either
destination races, or a big loop of the
San Francisco Bay. Usually, they’re
about four to eight hours long.
What’s the longest race in which
you’ve ever competed?
We’ve got a race out here that starts
in Stockton, Calif., and goes all the way
to the Golden Gate Bridge (in San Francisco). That’s about 35 hours of racing—we usually start on Friday and get
in pretty late on Saturday night. We
won that one in 1995.

Have you done any longer, vacation-type sailing trips?
Yes, my wife, Connie, and I both
have chartered a 42-foot boat in the
Caribbean twice—once in 2001 and
once in 2003.
What island or islands did you visit
in the Caribbean?
The British Virgin Islands—it’s a
great place. We did a lot of snorkeling,
even some deep-sea snorkeling. On
one of the trips, we snorkeled down
and saw the “Rhone,” the boat featured
in the 1977 movie, “The Deep.”
What’s your favorite sailing venue?
The San Francisco Bay—it’s great to
see that view without being attached to
the masses on the beach.
Would you encourage others to take
up the sport?
More people need to get out sailing.
It’s a great way to relax.
■
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Think Bigger.

Throughout operations in 25 countries on four continents, Pilkington glass is
designed to meet and exceed the most stringent OEM requirements.
No matter where in the world your Pilkington glass is manufactured, it is produced
with the same exacting OEM standards you have come to rely on.
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Only Online

• Off the Line
• AGRSS News
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Off the Line
oem glass manufacturing

rsscors@verizon.net

Understanding UV Resistance
by Russ Corsi

A

S WE, THE DRIVING PUBLIC,
spend more and more time in
our motor vehicles, the question of the amount of ultraviolet (UV)
protection that is provided by glass
comes up more frequently.
Before we address this question, it’s
appropriate to give the reader a little
background on UV rays.
UV rays are invisible light rays and
make up about 10 percent of sunshine; the shorter the wavelength,
the increased probability of skin
damage.
UV radiation falls into three wavelength categories:
• UVA (longest wavelength);
• UVB; and
• UVC (shortest wavelength)

“A s a u t o m o t i v e
glass substrates
have evolved from
clear to tinted to
solar products,
t h e a m o u n t o f U VA
rays entering our
vehicles has been
reduced
d r a m a t i c a l l y. ”

Filtering UV Rays
As long as we are able to maintain an
ozone layer in the atmosphere, the UVC
rays will be filtered out before they reach
the earth. Although both UVA and UVB
rays are present in the sunlight, UVB
rays are 1,000 times more damaging to
the skin than UVA rays (i.e., sunburning,
freckling, aging and cancer).
The good news is that UVB rays are
nearly totally filtered out by glass (about
99 percent of them, that is). Although it
would take many hours of continuous
sunlight, even the limited amount of
UVA rays that get through the glass can
cause sunburn.1
As automotive glass substrates have
evolved from clear to tinted to solar
products, the amount of UVA rays en-

tering our vehicles has been reduced
dramatically. For example, a single ply of
4.0-mm tinted, tempered glass blocks 48
percent of the UVA rays. As we progress
through the various levels of “newer”
products, solar green blocks 65 percent,
while solar privacy products typically
block 92 percent of the UVA rays.
Laminated glass products also provide a high level of protection from
UVA rays. A tinted, laminated windshield of a nominal 5.4-mm thickness
blocks 84 percent while a solar green
product blocks 86 percent.2
Interestingly, the current trends in
both types of vehicles offered and automotive glass construction preferences
are providing more vehicles that are reducing the amount of UVA rays that
enter the occupants’ space. More and
more vehicles are in the van, SUV and
pick-up truck categories that are permitted to offer privacy glazing in all glass behind the front seat, clocking 92 percent
of UVA rays. In addition, there is a growing trend of offering laminated sidelites
(UVA blocking would duplicate windshields at about 86 percent) (see related
story on page 18). Other positive attributes of the laminated sidelites are: noise
level reduction and a barrier of resistance to smash-and-grab break-ins. ■

◗

Russ Corsi retired as manager of technical services from PPG Industries’ Automotive Replacement Glass business unit after
31 years in the glass industry. He now serves as
a consultant to the industry. Mr. Corsi’s opinions are solely his own and not necessarily
those of this magazine.
1 Reference: white paper, “Ultraviolet
Radiation,” May 1985, Dr. G. Sienkiewicz.
2 Reference: “PPG Automotive Products”
brochures, 2114E-8/93, 2139E-12/94.
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Save the
Date

Join the
Midwest in
this once-a-year
event dedicated
to the need of the
Midwest region in
your industry!

Returning
to Chicago
(Schaumburg), Illinois
December 8-10, 2008

Renaissance Schaumburg
Hotel and Convention Center
Call 540/720-5584 for more information
Co-sponsored by the Illinois Glazing Association, the Michigan, Minnesota, Ohio, Indiana and Wisconsin Glass Associations, the
Association of Glazing Contractors, Detroit Glass Dealers Association and U SGlass, A GRR, W INDOW F ILM , D WM and S HELTER magazines.
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AGRSS-ive Action

J

The Latest Happenings of
the AGRSS Council Inc.

T

he AGRSS Council Inc. has had
a busy few months. From recall
alerts, to new safety videos to
2008 conference planning, the group
has had a full calendar. See below for
the latest updates.

AGRSS Council Issues Alert
Regarding Recent Recalls
The Auto Glass Replacement Safety
Standards (AGRSS) Council Inc. recently issued an alert to its registered
shops regarding the recent recall of
tempered glass parts from DOT No.
430 and DOT No. 628 (see related
story on page 42).
Hangzhou Safety
Glazing Ltd. holds
DOT No. 430 and
Hebei Tongyong
Glass Inc. holds
DOT No. 628.
Safelite
Auto
Glass/Belron US
issued the original

recall for certain tempered part numbers from DOT No. 430 in December,
and earlier this month Process Polymers Development (PPD) in Clinton
Township, Mich., issued a recall for a
part from both manufacturers. Both
recalls were issued voluntarily via the
National High Traffic and Safety Administration (NHTSA).
In the AGRSS Alert, the Council
warns registered companies that they
“should make every effort to recall any
glass [involved in the recall] that they
have installed.”
The Council goes on to quote the
Standard, which says, “All glass parts
must be traceable to the installation
by a DOT and part number.”
“Your documentation of these DOT
numbers and part numbers on your
work orders should allow you to identify the Lexus RX 300 for the 1999 to
2003 model years, which may have
had the subject glass installed,” the
alert continues.

Mark Your Calendars for
Annual Auto Glass Safety Conference
The dates for the
fourth annual Auto Glass
Safety Conference have
been set. The Conference
will be November 5-6,
2008, at the Mandalay
Bay Convention Center
in Las Vegas. The conference is one of several
events being held during
Auto Glass Week™ in Las
Vegas. The week’s events also will include the Fourth Annual Auto Glass Technician
Olympics, the Third Annual Walt Gorman Memorial Windshield Repair Olympics, the
annual National Windshield Repair Association Annual Conference and the Independent Glass Association’s Marketing Conference (see related story on page 26).
Turn to page 26 for a schedule of events for the annual Auto Glass Safety
conference.
To register, visit www.agrss.com or call 540/720-5584.
❙❙➤ www.agrss.com

AGRSS.com and
SafeWindshields.com
Launch Safety Video
The Auto Glass Replacement Safety
Standards (AGRSS) Council has
launched an auto glass safety video at
agrss.com and safewindshields.com.
The video, “The Importance of Windshields,” discusses the role of the
windshield as an integral part of an
automobile’s safety as well as chronicles the origin and development of
AGRSS as an organization dedicated
to auto glass safety.

The new safety video went live in
early March.
The video was developed and
sponsored by Glass America and is
now available at both agrss.com and
safewindshields.com.
“We are excited to have this video
available as another resource for auto
glass technicians and consumers
alike,” says Cindy Ketcherside, AGRSS
Council chairperson.
Nik Frye, Glass America’s vice president of sales, adds, “Glass America was
happy to sponsor and produce this
video for the AGRSS websites. We want
to continue to promote the importance
of safe windshield installation as well as
the work AGRSS has been doing for the
industry.”
■
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