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Ted HathawayTed Hathaway
CEOCEO

Figge Art Museum
Davenport, Iowa
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#1 North American Architectural Glass Fabricator#1 North American Architectural Glass Fabricator#1 North American Architectural Glass Fabricator

OverviewOverview

$0.5bn Sales (2004)
8% 5-yr Sales CAGR

~13% Op. Margin
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22 US States
4 Can. Provinces
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24 CNC Drilling Centers
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Architectural Glass ProductsArchitectural Glass Products

Primary customers are contract glaziersPrimary customers are contract glaziersPrimary customers are contract glaziers

Heat-treated Structural Glass Glass Entrance Bent tempered Laminated

Insulating Blast Mitigation Fire-rated Acoustic Hurricane
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OrganizationOrganization

President & CEO
T. Hathaway

Western Glass
President
J. Avanzini

Eastern Glass
President

R. Orr

Engineered 
Products Group
Vice President

S. Kumar

Commercial Projects
Group (CPG)

President
C. Kaplanek

Development
D. Bhattacharya

Finance
D. Maggiano

New growth platforms

Moorestown Plant
General Manager

Dave Mailhiot
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Development HistoryDevelopment History

~$0.3bn Spend
25 Acquisitions
3 Greenfields

17 Years

~$0.3bn Spend
25 Acquisitions
3 Greenfields

17 Years

1989 1990 1991 1992 1993 1994 1995 1996 1997 1998 1999 2000 2001 2002 2003 2004

O&W 50%
(1)

O&W 50%
(1)

HGP 50%(10)
General (1)

UTS (1)

HGP 50%(10)
General (1)

UTS (1)
Tempglass (4)

HGP 100%
Tempglass (4)

HGP 100%

Downey (1)
Wescan (3)

Downey (1)
Wescan (3)

N. American 
(4)

N. American 
(4)

Armourguard(1)
GDA (1)

Armourguard(1)
GDA (1)

Free State (1)
Intl. Carol. (1)
Free State (1)
Intl. Carol. (1)

Hoffer’s (6)
LGC (1)

Hoffer’s (6)
LGC (1)

Brite-Vue (1)
Arpal JV (1)

Brite-Vue (1)
Arpal JV (1)

Southwest (1)
Vitrerie April (1)
Southwest (1)

Vitrerie April (1)

Floral (3)
Austin (1)
Floral (3)
Austin (1)

Cleveland (1)Cleveland (1)

2005

Fulton
Windows (2)

Fulton
Windows (2)

$3m Sales$3m Sales $0.5bn Sales$0.5bn Sales

O&W 100%
 

O&W 100%
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Building Market LeadershipBuilding Market Leadership

Era 1 Era 2 Era 3 Era 4
1989-1994 1994-2000 2000-2005 2005-

• HGP cornerstone • Bolt-on acquisitions
• Market share

• Brand
consolidation

• Differentiated
products

• New platforms
• Product bundles

• Market research
• Scale

• Fast, flawless
service

• Operational
excellence

• Best practices
• Low-cost

manufacturer

• Brand building
• New value-

added products
• Innovative sales

& marketing

• New platform in
“Engineered Products”

• Building
“Envelope Solutions”
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Develop National BrandDevelop National Brand
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High-Performance, Branded ProductsHigh-Performance, Branded Products
ArmorProtect™ Security Glass

Bentemp® Bent Tempered Glass

BriteVue® Glass Entrance Systems

Finwall™ Structural Glass Walls

Montage™ Visual Effects Glass

Oldcastle-Arpal Blast-Mitigation Systems

PPG Solarban® Certified Fabricator

Pyroguard Fire-rated Glass

Guardian Sun-Guard®

Solutia Vanceva™

Stackwall™/Vision Vue® Structural Glass Walls

StormGlass™ Hurricane-resistant Glass
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Solar-control Glass CoatingsSolar-control Glass Coatings

Growing demand for solar-efficient products

Soaring energy costs

Tangible tax credits under 2005 Energy Bill

Technological advances in “Low-E” coatings

Microscopically thin metallic film (“Soft-coat”)

Reflects solar infrared heat, passes visible solar

radiation (“Spectrally-selective”)

Cost-effective method to improve energy-efficiency

No aesthetic penalty

Well positioned to grow share - PPG Solarban®

Certified Fabricator (15 out of 31 licenses)

Sunlight

Infra
red (h

eat)

Visib
le lig

ht Multiple Glazings

Low-E Coating

Gas Fill

Warm Edge Spacer

Frame Material
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Award-winning Print AdvertisingAward-winning Print Advertising
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Competitive Advantage From ITCompetitive Advantage From IT
GlasSelect™; On-line glass specification tool

Sales Force Automation; Real-time wireless access to critical customer information

e-Track™ and E-commerce; On-line order tracking and order entry

Camera Measurement; Tape-less building opening measurement tool

Truck Delivery System; Real-time GPS trucking, routing and delivery confirmation system

Order  Delivery = 24 hrsOrder Order  Delivery = 24 hrs Delivery = 24 hrs
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Building Envelope SolutionsBuilding Envelope Solutions

Old:  Architectural Glass

New:  Building Envelope Solutions
(Glass + Engineered Products)

Old:  Architectural Glass

New:  Building Envelope Solutions
(Glass + Engineered Products)

Curtain Wall
Skylights

Storefronts & DoorsStructural Glass Walls

Operable WindowsUnitized Curtain Wall
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Strategic PrioritiesStrategic Priorities

Offset rising input costs

Value-added products that command price premium

Increase efficiencies through Best Practices

Gain market share in growth segments

Solar-control (Low-E) glass

High-performance laminated glass (hurricane and blast-resistant)

Large commercial projects and multi-story condominiums (> 25K sq.ft., >$100K)

Maintain competitive advantage

Information technology

Develop national brand; gain architectural specification

New platform in Engineered Products (e.g. operable windows, curtain wall, skylights)

Product/service bundling

Building Envelope Solutions
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Compelling Business PropositionCompelling Business Proposition

Reduce risks inherent in building construction

Coordinate multiple vendors

Minimize procurement delays and errors

Avoid inadequate, incomplete or poor engineering and design

Minimize cost to complete building projects

“Close” the building envelope more quickly and efficiently

Time to close the building envelope is “value” critical

Differentiated Product/Service Bundle
=

Source of Competitive Advantage

Differentiated Product/Service BundleDifferentiated Product/Service Bundle
==

Source of Competitive AdvantageSource of Competitive Advantage


