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MARCH MEETING 

SAFETY ISSUES

Tuesday, March 9th 6:00pm

Holiday Inn Select, I 635 & Josey

This is a meeting that no

one should miss!!

We have Dennis Vaughan, a safety

consultant, scheduled for March’s

meeting.  The topic will be “Six Key

Elements to Controlling your Workers

Comp. Losses and Insurance Premiums.”

With all of the recent concerns in the

safety facet of our business, please mark

your calendars today to attend this

meeting.  Plan on bringing your office

and field personnel.

We will have Mr. Dennis Vaughan, a safety

consultant to speak at our March meeting.

After leaving the U. S. Army in 1969 as a

Medic, Mr. Vaughan worked as a pipe fitters

helper. He became a pipe fitter and soon

found that it was too hard a job. It was

during that time OSHA laws took effect and

they were looking for "Safety Men" and he

has been in the "Loss Control" Business

eversince. He is certified in CPR/first aid,

forklift-man baskets-Respirator-Elevated

Work Platforms and is a 500 Trainer. He is

a member of ASSE and WSO. He has spent

the last several years as a consultant for the

Insurance Carrier for the Opryland Hotel in

Grapevine, Texas. I believe as a business

owner, manager or field superintendent in

today’s business climate, his expertise in

this would be most beneficial to the success

of each of our individual businesses. 

2004 TGA/NTD Committees
Chosen

Many apologies to the Gift of
Glass Committee for inadvertently
leaving them off of the Committee
List in February’s newsletter.  

Gift of Glass
Chairman: Cliff Helterbran, 
Members: Pat O’Neal, Butch
Sprabary, Greg Smith

As always, if you are interested in

working on any committee, just let the

chairman know.  Or just let a board

member know and they can pass it

along to the committee chair.

On the cover...

FIDELITY WESTLAKE

2257 Precinct Line Road
W estlake, Texas

HALEY-GREER, INC.

2004 TGA/NTD
Annual Big Bass

Fishing Tournament

Set for May 1st and May
2nd at Richland Chambers
Reservoir.  Headquarters
and weigh-in will be at
Clearview Marina (Phone
903-872-1442).  Sign in
will be Friday April 30th at
the Marina. Space is
limited at Clearview but
additional rooms are
available at Oak Cove
Marina (Phone 903-972-
0888).
Call early to reserve your
room!  For  more
information contact Robert
Taylor at 972-484-8892 or
FishingTournament@tgan
td.com 
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Letter  from the President TGA/NTD

Our February 2004 meeting was very informative. Our guest speaker was Mr. John Wilson, Architectural Sales Manager,
Guardian Industries Corp., who shared his knowledge of the industrial Market and Furnished Product Information on
Guardian Industries extensive products.  Thank you John, for your contributions and efforts to this organization, as well as
for your supply of the wonderful beverage cups.

Unfortunately, the attendance was considerably lesser than at the January meeting, and I hope that this will not set a trend
for the upcoming meetings.

“It is the goal of the TGA/NTD to promote professionalism and profitability within the glass industry through unity and
education.”

It will take all of our participation to insure that we meet this worthwhile goal.

We would like to extend a warm WELCOME to Mr. Art Allen and Mr. John Paxton, ASTRO SHEET METAL CO., Inc.,
Irving, Texas 75061, Tele: 972-438-1110, Fax: 972-721-0177, which have recently re-joined the organization.  We are glad
to have you back on board and we look forward to working with you this year.  I would also like to WELCOME Mr. Todd
Bui, PP USA CORPORATION.  PP USA Corporation was established in 2003 and is situated at 1002 N. Central Expressway,
Richardson, Texas. PP USA Corporation serves as a wholesale glass products distributor. Its products have been distributed
to the Dallas/Ft. Worth area.  Contact pp_usacorp@mcihispeed.net Phone: 972-238-0383; Fax 972-853-5849.  We are glad
to have you aboard and look forward to getting to know you better.

My sincere appreciation for all members which have already renewed their 2004 memberships, and I would like to encourage
the remaining members to reflect on their commitment to the TGA/NTD by sending in their renewal at the earliest
opportunity.

We would also like to request some feed back from companies which have decided to drop their previous membership(s),
so we may take corrective actions, if applicable.  Please do not hesitate to contact any board member to voice your opinions
and/or concerns.  WE REALLY WANT YOU BACK!

In view of recent events, the next meeting on March 9th, 2004 will cover a vast variety of safety issues, which are of concern
to every company/organization.  We would like to encourage you to bring your Glazing Superintendents, Formen, Safety
Officers, and Glaziers, so we can reach as many in the industry as possible.  If we can prevent just 1 accident, it will have
been time and money well spent.  Please call and make your reservations now and make your reservations now, or register
on the TGA/NTD website www.tgantd.com .

Thank you for your continued support.  As always, if you should have further questions, or if I can be of any assistance, please
feel free to contact me.

Sincerely,

Larry J Mooneyham

Lmooneyham@mgmglassinc.com

Tele: 972-286-5141 Ext. 13    

In Memoriam:

Bruce Heflin, brother of George Helfin of US Aluminum, passed away on Saturday, February 14th. He leaves behind

three children, four grandchildren, his mother and brothers.  Bruce will be deeply missed by many.

mailto:pp_usacorp@mcihispeed.net
http://www.tgantd.com
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March Meeting Information
When?                   Tuesday, March 9th, 2004

Where?                               Holiday Inn Select

I 635 and Josey Lane

What Time?   Board Meeting 4:30 - 6:00pm

          Sign-In/Cocktails 5:45 - 6:30pm

Buffet/Meeting 6:30pm - ?

We are having an expert on Safety giving a

presentation at this meeting.  Please make plans for

your office and field people to attend.  Safety is an

issue that has been at the forefront of our industry.  

We will have Mr. Dennis Vaughan, a safety consultant to speak at our

March meeting. After leaving the U . S. Arm y in 1969 as a M edic, Mr.

Vaughan worked as a pipe fitters helper. He became a pipe fitter and

soon found that it was too hard a job. I t was dur ing that t ime OSHA laws

took effect and they were looking for "Safety Men" and he has been in the

"Loss Control" Business ever since. He is certified in CPR/first a id, fork lift-

man baskets-Respirator-Elevated Work Platforms and is a 500 T rainer.

He is a member of ASSE and WSO. He has spent the last several years

as a consultant for the  Insurance  Carrier for  the Opryland Hotel in

Grapevine, Texas. I believe as a business  owner, manager or field

superintendent in today’s business climate, his expertise in this would be

most beneficial to the success of each of our individual businesses.

Gift of Glass Awards

Pat O’Neal and Larry Mooneyham  attended D allas’

People Helping People Aw ards.   The TGA/N TD has

been participating in the Gift of Glass Program for more

than 15 years.  Pat has been at the helm many of those

year!  Congratulations to all who participate!!

From Collision News

Friday, February 13, 2004

PCI Responds to CBS Story on

Insurer-Owned Repair Shops

The Property Casualty Insurers Association of America
(PCI) issued a stern response to the February 11th CBS
Evening News because the story contained allegations
that insurer-owned auto body shops are a "colossal
conflict of interest."

Related Debate

On Thursday, Channel 10 in Miami did a story on insurers authorizing car

clipping to save money on repairs. The report focuses on the safety and value

of vehicles repaired in this way. The state is looking to introduce legislation to

require insurers to disclose when sectioning is chosen as a repair method.

Story here 

Carl Parks, PCI's senior vice president, federal government relations, was

interviewed for the story. "The reporter did allow us the opportunity to make

our case tha t when it comes to auto repairs, insurers and consumers have

exactly the same interests - happy, satisfied customers. However, the story

contained unsubstantiated allegations that insurers are somehow trying to cut

corners on these repairs in an effort to increase profits or under serve

consumers. That simply isn't the case," said Parks.

Parks pointed out that consumers have the right to have their car

repaired anywhere they like. Insurer-owned body shops and direct repair

networks prov ide consumers the  opportun ity to have their cars repaired  at a

business where the quality of the work is not only guaranteed by the body

shop, but also by the insurer. "Insurers w ant consumers to  rece ive quality

repairs. The inability of insurers to find this on a consistent basis nationwide

is one factor that has spurred companies to create direct repair networks and

invest in auto body repair facilities," said Parks.

The CBS News story focused on the experience  of one Californ ia

consumer with one body shop -- Caliber Collision. "Some segments of the

auto body repair industry  are a ttempting to pa int everyone with the same

brush," said Parks. "That is unfa ir and misleading. It a ll comes down to

competition and consumer choice. Consumers will  decide to use the repair

shop that they feel is best. Insurers should not be proh ibited from providing

consum ers options that can eliminate much of the guesswork on auto repair

questions , guarantee quality repairs, and keep costs down."

The most glaring oversight in the story, said Parks, was the failure

to understand the need for insurers to provide their customers the best

possib le repair job. "Insurers have a  huge stake in  making su re their

customers get the highest quality service at the best possible price.

Customers link their satisfaction with collision repairs to their insurance

com pany. An unsatisfied  customer will take their business elsewhere ."

The story concluded by indicating that 10 states are considering

legislation to ban or restrict insurers from  owning repair shops. Parks sa id that

the Texas legislature passed a law last year that prohibited the expansion of

insurer-owned body shops in  the state. However, last month a federal court

judge issued an injunction against enactment of the law saying that it fails to

protect consumers or promote fair competition. "The judge said that the state

cannot protect businesses from  com petitors so that they can  maintain their

profit m argins," said Parks. "And we agree w ith that conclusion."



McGraw-Hill Construction
 Two Penn Plaza, 9 th Floor

New York, NY 10121-2298
Visit us at: www.construction.com

NEWS RELEASE
December Construction Slips 2 Percent;

Annual Total for 2003 Climbs 3 Percent to $518.6 Billion
New York, N.Y. – January 29, 2004 – New construction starts settled back 2% in December to a seasonally adjusted annual rate of $532.6
billion, according to McGraw-Hill Construction, a division of The McGraw-Hill Companies. The housing sector remained steady at a high
volume in December, but  declines were reported for nonresidential building and public works. For 2003 as a whole, total construction
advanced 3% to $518.6 billion. This follows 1% growth for total construction in 2002. The December data produced a 160 reading for the
Dodge Index (1996=100), down from a revised 164 for November. For all of 2003, the Dodge Index came in at 156. The initial months
of 2003 were relatively subdued, with the Dodge Index averaging 150 during the January-May period, before contracting picked up during
the second half of the year. “The overall level of construction activity was quite healthy during 2003, thanks to the robust volume of single
family housing,” stated Robert A. Murray, vice president of economic affairs for McGraw-Hill Construction. “At the same time, it was a
different picture for construction’s other sectors. The tough fiscal climate in 2003 dampened institutional building, and caused public works
to lose momentum after four straight years of expansion. Commercial building in 2003 weakened further, but on the plus side this sector
showed it was turning the corner, as gains for stores and hotels partially offset declines for offices and warehouses. Moving into 2004,
continued growth for total construction will require more broad-based improvement from commercial building, since it’s expected that single
family housing will ease back from its exceptional 2003 pace.”

Residential building in December was essentially unchanged from the previous month. Single family housing remained strong through
the end of the year, increasing 3% in December, while multifamily housing retreated 19%. For all of 2003, residential building climbed 12%
to $278.1 billion, as both sides of the housing market showed similar growth in dollar volume – single family up 12% and multifamily up
10%. The big plus for single family housing in 2003 was the low cost of financing, with the 30-year fixed mortgage rate averaging 5.8% for
the year, compared to 6.6% in 2002. Mortgage rates reached their lowest level back in June, as the 30-year rate fell to 5.2%, and only a
modest increase took place in subsequent months as the 30-year rate finished 2003 at 5.8%. Murray noted, “While still remaining at
historically low levels, mortgage rates are expected to edge upward during 2004, which will lead to a slightly less robust pace for
homebuilding.” Multifamily housing, despite concerns about rising vacancies and flat rents, proved to be resilient during 2003. Factors
helping multifamily housing included the ongoing push for downtown revitalization plus a growing volume of condominium development.
On a regional basis, residential construction performed as follows in 2003 – the West, up 14%; the South Atlantic and South Central, each
up 13%; the Midwest, up 11%; and the Northeast, up 6%. 

Nonresidential building in December retreated 3%. School construction, the largest nonresidential structure type by dollar volume, fell
10% for the month. Other structure types posting December declines included warehouses, down 1%; stores, down 4%; transportation
terminals, down 33%; and hotels, down 39%. Structure types showing gains for the month included healthcare facilities, up 6%; offices,
up 12%; amusement-related projects, up 19%; and manufacturing buildings, up 40% (compared to an extremely weak November). For 2003
as a whole, nonresidential building fell 3% to $149.7 billion, a decrease less severe than the 9% drop in 2002. Weakness was still present
for commercial construction, which was down 6% in 2003 due to an 11% decline for offices and a 16% decline for warehouses. Murray
indicated, “The office

correction was not as widespread as in 2002, when contracting plunged 25%, and the 2003 pattern by metropolitan area showed the minuses
now being joined by some pluses.” For 2003, new office starts revealed dollar volume declines in such cities as Chicago (down 4%), Atlanta
(down 23%), Washington DC (down 24%), Dallas (down 27%), and New York (down 48%), while gains were reported in such cities as
Sacramento (up 12%), Phoenix (up 27%), Minneapolis-St. Paul (up 59%), Baltimore (up 69%), and Fort Worth TX (up 261%). Of
significance, the commercial sector in 2003 was cushioned by the

growth reported for stores and hotels. Store construction in 2003 grew 7%, boosted by continued expansion from such firms as Wal-Mart
and Home Depot, plus the trend towards such retail formats as open-air shopping centers. Hotel construction advanced 8% for the year,
helped by the start of several large hotel/casino projects. The institutional side of the nonresidential market in 2003 was generally weaker,
reflecting the impact from a tighter fiscal climate. Although school construction was able to rise 3% in dollar terms, helped by more
renovation work, square footage for this structure type fell 6% during 2003. Construction of healthcare facilities dropped 7% in dollar terms,
as several large hospital chains       cont......

 cont......

faced greater financial scrutiny. Reduced construction was also present for public buildings (courthouses/detention facilities), down 6%;
transportation terminals, down 7%; amusement-related projects, down 9%; and churches, down 13%. The long-depressed manufacturing



plant category posted a dollar volume gain of 8% in 2003, helped by a growing number of plant upgrades. The 2003 level for manufacturing
construction was still 59% below the most recent peak in 1997.

Nonbuilding construction in December dropped 9% from the strong volume reported for the previous month. Highways and bridges
were down 8%, while reduced contracting was also shown by water supply systems, down 4%; sewers, down 7%; and river/harbor
development, down 15%. Electric utility construction rebounded 67% from an extremely weak November, although the December level was
still very depressed, coming in at just 30% of the year’s average pace. For all of 2003, nonbuilding construction fell 9% to $90.8 billion,
reflecting a 6% decline for public works and a 30% plunge for electric utilities. Highway and bridge construction registered a 3% reduction
in new starts, a noteworthy change after the steady growth during the 1999-2002 period. On the environmental side, sewers managed to rise
1% (due to the start of several large waste water treatment plants in 2003), but both water supply systems and river/harbor development were
down 13%. Murray

stated, “During 2004, transportation public works may benefit from the increased funding for the federal-aid highway program passed by
Congress in January. Still, Congress has yet to reach agreement on a new multiyear transportation bill, and the uncertainty over the shape
of this bill makes it more difficult for states to go ahead with major transportation projects. In a broader sense, the public works sector in
2004 will continue to be dampened by the spending restraint coming from state and local governments.” The annual figures for total
construction in 2003 showed growth in four of the nation’s five major regions

– the West and South Central, each up 7%; the South Atlantic, up 5%; and the Midwest, up 3%. The Northeast dropped 10% during 2003,
due to larger percentage declines for its commercial building and public works sectors compared to the other regions, combined with a more
modest performance by its housing sector.

McGraw-Hill Construction, through its Dodge division, has been the nation’s leading source of construction information since 1891.
McGraw-Hill Construction includes the following brands – Dodge, Sweets, Engineering News-Record (ENR), Architectural Record, and
regional publications.

DECEMBER 2003 CONSTRUCTION CONTRACTS

MONTHLY SUMMARY OF CONSTRUCTION CONTRACT VALUE

Prepared by McGraw-Hill Construction Dodge

MONTHLY CONSTRUCTION CONTRACT VALUE

Seasonally Adjusted Annual Rates, In Millions

December 2003 November 2003 % Change

Nonresidential Building $142,044 $146,340 -3

Residential Building 294,697 293,364 --

Nonbuilding Construction 95,885 104,911 -9

TOTAL Construction $532,626 $544,615 -2

THE DODGE INDEX

(1996=100, Seasonally Adjusted)

December 2003................................................... 160

November 2003 .................................................. 164

YEAR-TO-DATE CONSTRUCTION CONTRACT VALUE

Unadjusted Totals, In Millions

12 Mos. 2003 12 Mos. 2002 % Change

Nonresidential Building $149,703 $154,439 -3

Residential Building 278,083 247,931 +12

Nonbuilding Construction 90,767 99,846 -9

TOTAL Construction $518,553 $502,216 +3

TIME: a ticking bomb       Your eyes should be forward; today’s problems suck

you in



by Daniel D. Elash

How do leaders spend their time?  Too many business owners spend too much time on the wrong things.  They are important things, but most

should be done by others.  The results are inefficiency and overburdened leaders. The boss is final arbiter of the company’s future.  It’s a heavy

burden.  Only the titular head of the organization is ultimately positions to keep watch of the broad business ecosystem, protect the viability of

the business idea and guide the organization through he ambiguous challenges of the future. When the boss is distracted from these tasks, no

one else can pick up the slack.  The organization becomes slower to anticipate, less imaginative and less competitive in its struggle for survival.

Suction Pressure

In the crush of daily business, the people within a company exert tremendous force to draw the boss into the details. The boss is vulnerable to

these pressures if he or she assumes responsibility for generating and not just overseeing adaptive solutions.  Emerging conditions, unanticipated

events and knotty  problems scream for attention.  Time is often in critically short supply when it comes to addressing these issues.  The pressure

grows amid the bustle of activity required to run a business. Instinctively, the boss responds to the loudest tactical alarms instead of the

seemingly more remote strategic concerns.  Today demands your attention and next quarter or next year can wait, or so it seems.  In far too

many instances, pressing present issues eventually overwhelm the resources the boss has to devote to stewardship of the company’s future.

The Survival Instinct

You might say that it is only in solving these pressing daily problems that your company will survive to have a future.  Therein lies the problem

and the solution.  Of course your business must survive today.  The questions is, “how can it be prepared to do so while leaving the boss free to

keep that weary eye on what’s coming?”  The solution comes in maintaining the right strategic balance. Because many of the debilitating

distractions draw you in before you realize it, a daily calendar - like captain’s log - can serve as an important strategic advisor if you know how

to read the signs.  It can show you how to spend your time and energy.  It can alert you as to where you place your focus.  Ultimately, it can

provide  you with insights that provoke you to maintain the proper balance.

Things Only the Boss Can Do

There are responsibilities in any company that are the sole property of the person in charge.  These activities fall into three categories, broadly

defined as:

X  Keeping the business idea current, relevant and focused.

X Protecting the company’s interests vis-á-vis the external environment

X  Ensuring that overall, internal relationships and operations are in sync with the business plan

Every leader has allies, partners and subordinates who can assist with the data-gathering, planning, coordinating, informing and execution of

the objectives.  However, only the leader is positioned in real and symbolic ways to articulate the vision, establish its parameters and orchestrate

the total organizational effort.  To fulfill these duties, he or she must devote a great deal of time to looking outside of the company, to looking

ahead, and to guiding the efforts of the organization as a whole. When the leader is drawn down into the responsibilities of those who are

supposed to be assisting and enabling the leader’s role, less time, energy and metal activity is available, for the work of the leader. Yet, most

companies generate constant suction to draw the leader into the quagmire of day-to-day details. 

Time and Focus

To start, consider two dimensions: time and external-internal focus. Management analysts point out that the responsibilities of different people

in the organization can be sorted by the length of time their duties extend into the future.  People on the front line tend to focus on immediate

tasks with short time frames.  Supervisors watch the work of the people under them but plan and schedule work further out in time.  Higher up

in the organization, people should focus on issues on the horizon with the boss being responsible for the longest view. The boss, other execs,

and supervisors can be sucked into more immediate details and end up being distracted from their appropriate perspectives.  What’s the time

span of your focus?  I know that it varies day-to-day.  Do you think that you have the right balance between the immediate and the long term?

 The second dimension considers the percentage of time you spend focused on issues internal to the company and the percentage of time you

spend with an external perspective.  Everyone has to spend some time focused in both directions, with the relative proportion critical for each

level.

All employees need to be aware of the impact of your work and decisions on the company’s promises to its customers.  Line workers need to

focus primarily on their internal customers but with an awareness of their place in the larger business plan.  The higher up you move, the more

incumbent it is on the people to be monitoring the outside environment.  What do customers expect?  What are competitors doing?  What issues

affect your supply chain?  Are there emerging technologies or developments that will affect the business?  Where do you need to take the

company down the road and how do you prepare it to make the necessary adaptations?  How do you create the best future for the company

going forward?

When the leadership is drawn into too much focus on the internal workings of the organization, there is too little focus on the outside world.

When the people at the top become absorbed in the inner workings of the business, no one is left to focus on the pending events outside.

What is the right proportional balance for you today?  Do you tink it is the right balance for the business?  Is the company as a whole maintaining

the proper balance?

A classic Harvard Business Review article, “Who’s Got The Monkey?” explains how employees tend to delegate problems up and how managers

are often too comfortable focusing on the operational issues of the people under them.  It states that good leaders become adept at passing

the monkey right back to the people assigned to handle it in the first place.  You may have to coach, teach or facilitate, but you shouldn’t get

sucked into taking ownership of the monkey.

Adapted from November 2003 Glass Magazine



Texas Glass Association/North Texas Division

March Meeting Reservation Form for Tuesday, March 9th, 2004
Fax TODAY to Dianne Keen at 972-247-1052

To: Dianne Keen, Reservation Administrator

From:                                                                                                           

Your Name Company

Times: Board Meeting (open to members) 4:30 - 6:00pm

Membership Meeting Check- In Beginning 5:45pm

Cocktails 6:00 - 6:30pm - Buffet/Meeting 6:30pm

Holiday Inn Select, I-635 & Josey Phone: 972-243-3363

March Meeting Program :
Dennis Vaughn, Safety Consultant

Controlling Workers Comp Premium Costs

YES Please make reservations for the following people

                                                                                                                    

                                                                                                                    

                                                                                                                    
                                                                                                                   

RESERVATION FORM MUST BE RECEIVED 

NO LATER THAN Friday, March 5th, 2004
COST: With Pre-Registration   $30.00

  Without Pre-Registration    $35.00
Please: (Indicate one of the following)

                      Bill Me (will add nominal processing fees of $1.50 per invoice) (Members option only)

                      Debit my TGA/NTD account

                      Wills bring cash, check or credit card to meeting. (YES, we now take credit cards!)

If you need to cancel your reservation for March’s Meeting, please fax this cancellation request to Dianne at 972-247-1052 no later

than the above date to avoid dinner charges.

PLEASE CANCEL the following reservations:                                                                                                                                         

                                                                                                                                                                                                                     

Signed                                                                                            Date



2004 TGA/NTD Members and Contact List
Updated February 2004

AAA GLASS AND MIRROR

Jerry Wright

2405 Benbrook

Ft. Worth, TX  76110

Phone: 817-924-3239

Fax: 817-924-3281

www.aaa-glass.com

2003

A-1 AUTO GLASS, INC.

Roger McDonald

896 S. Cherry Lane

Ft. Worth, TX 76108

Phone: 817-246-3001

Fax: 817-246-3090

Roger@a1autoglass.com

2003

ACI DISTRIBUTION

Joe Fisher/Greg Oehlers

12900 Nicholson Road

Farmers Branch, TX  75234

Phone: 972-484-3691

Fax: 972-620-7530

www.acidistribution.com

2003

ADDISON GLASS & MIRROR 

Thomas R. Nelson

1415 Whitlock Lane

Carrollton, TX  75007

Phone: 972-323-1511

Fax: 972-323-9436

www.addison.com

2003

ADVANCED GLASS SYSTEMS

Gary Fagan

2842 Handley Ederville Road

Richland Hills, TX 76118

Phone: 817-595-3200

Fax: 817-595-1386

Agsinc@aol.com

2003

AFGD

Mike Russell

1201 Hwy 67 East

Alvarado, TX 76009

Phone: 817-477-1144

Fax: 817-783-7123

Mike.Russell@afgd.com

2003

AGALITE CORPORATION

Chuck Pence

3107 Avenue E

Arlington, TX 76006

Phone: 817-649-9577

Fax: 817-649-9579

2003

ALAMO GLASS & MIRROR *

Rick Worsham

2823 N. Henderson

Dallas, TX 75206

Phone: 214-821-2886

Fax: 214-821-4702

rworsham@alamoglassco.com

2002

ALPHA GLASS & MIRROR

Gifford Olin

6122 Wyche Blvd.

Dallas, TX  75235

Phone: 214-637-5500

Fax: 214-637-5511

gmolin@swbell.net

2003

ALL TEX SUPPLY, INC. *     

Don Tice

10724 N. Stemmons

Dallas, TX 75220

    Phone: 214-357-6646

Fax: Fax:       214-357-6645

2002

ALUMAX BATH ENCLOSURES

Jake S. Hall

4200 Driscoll Drive

The Colony, TX 75056

Phone: 214-631-0341

Fax: 214-638-0361

Jake.hall@alcoa.com

2003

AMERICAN GLASS & MIRROR

Bill Turner

3009 Joyce Drive

Ft. Worth, TX  76116

Phone: 817-246-6963

Fax: 817-246-8850

americanfw@aol.com

2003

ALECOM METAL WORKS

Eric Cates

526 N. Britain Road

Irving, TX 75061

Phone: 972-438-1032

Fax:    972-579-3025

Alecommetal@hotmail.com

2003

AMI AUTO GLASS, INC.

Greg Venable

2100 E. Main #2A

Grand Prairie, TX  75053

Phone:    972-262-1512

Fax:      972-262-1763

2003

AMERSOL, INC.

John Heinen

9779 Skillman

Dallas, TX 75243

Phone:     214-503-9977

Fax:       214-503-0220

johnh@amersol.com

2003

ARCH  TEM PERED GLASS

Kevin Carter

2533 Royal Lane, Suite 505

Dallas, TX  75229

Phone:    972-241-8880

Fax:      972-241-6047

ww w.archaluminum.net

2003

ASTRO SHEET METAL

Art Paxton

205 Sharon Street 

Irving, TX  75061

Phone: 972-438-1110

Fax: 972-721-0177 or
579-7739
Apaxton@astrosheetmetal.com

2004

AUTOMATIC DOOR SYS.

Gregory Smith

2207 Joe Field Road

Dallas, TX 75229

Phone: 972-484-5144

Fax: 972-243-4078

www.gscautodoor.com

2003

B&B GLASS CO., INC.

Rick Churchill

3214 Beltline Rd., Suite 426

Dallas, TX 75234

Phone: 972-481-9100

Fax: 972-481-9108

Rickc@bbglass.com

2003

BGR SPECIALTIES

Garner Roberts bgrspec@flash.net

3149 Lackland Road

Ft. Worth, TX  76116

Phone: 817-763-5831

Fax: 817-731-0625

www.bgrspecialties.com

2003

BLUE SK Y SPECIALTIES *

Sheridan & Cheryl Young

2343 M errill

Dallas, Tx. 75229 

Phone: 972-406-1290

Fax: 972-406-0276

2002

C.R. LAURENCE, INC.

Ryan Umphrey

2080 Lone Star Drive

Dallas, TX  75212

Phone: 214-634-7305

Fax: 214-631-6519

www.crlaurence.com

2003

CAMPBELL GLASS & MIRROR

Johnny Campbell

3408 M ay Street

Ft. Worth, TX  76110

Phone: 817-923-6677

Fax: 817-923-1664
www.campbellglassmirror.com

2003

CARDINAL IG

Mark Loisel

201 Cardinal Road

Waxahachie, TX  75165

Phone: 972-937-4969

Fax: 972-937-4626

www.cardinalcorp.com

2003
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CHESS GROUP SOUTHERN

Jake Hall, Sr.

Route 3, Box 173

Whitewright, TX 75491

Phone: 903-965-7610

Fax: 817-235-2073

2003

CITY GLASS AND MIRROR

James Cain

233 S.E. 14th Street

Grand Prairie, TX  75051

Phone: 972-264-5605

Fax: 972-264-6385

2003

CONSTRUCTION CONSULTING

Bryan Stevens

1601 Luna Road

Carrollton, TX 75006

Phone: 972-466-1103

Fax: 972-245-6047

www.sunited.com

2003

COUNTRY GLASS & MIRROR

Charles Risinger

3201 Military Pkwy., #A400

Mesquite, TX  75149

Phone: 972-216-9100

Fax: 972-216-9306

www.cgm-us.com

2003

DALLAS GLASS AND DOOR

Dallas Owens

3008 East Interstate 30

Rockwall, TX 75132

Phone: 972-772-4915

Fax: 972-772-4178

Dallasglass@sbcglobal.net

2003

DALLAS FLAT GLASS DIST.

Tom Holman

11330 Luna Road

Dallas, TX  75229

Phone: 972-506-9580

Fax: 972-506-9585

dfgd@sbcglobal.net

2003

DGB GLASS, INC.

Brad Baker

Box 123470

Ft. Worth, TX  76121

Phone: 800-894-1955

Fax: 817-261-9923

2003

DFW AUTOMATIC DOORS

J.L. Gilchrist

P.O. Box 851650

Mesquite, TX 75185-1650

Phone: 972-279-6889

dfwadoor@ airmail.net 

2003

ECONO-GLASS, INC.

Faye

2808 W est 7th

Ft. Worth, TX  76107

Phone: 817-336-6110

Fax: 817-336-3540

2003

FASHION GLASS & MIRROR

Thomas Pratka

585 South Beckley

DeSoto, TX  75115

Phone: 972-223-8936

Fax: 972-223-5111

2003

FAULKNER & ASSOCIATES

Joe Faulkner

1602 E. 6th Street

Irving, TX  75060

Phone: 972-251-1353

Fax: 972-251-1781

ajf@airmail.net

2003

GARDNER GLASS PRODUCTS

Joe McAdams

2510 W . Main Street

Grand Prairie, TX 75050

Phone: 972-206-1000

Fax: 972-206-1009

Mcadamsj27@alo.com

2003

GARLAND GLASS & MIRROR

Rama Lad

310 Gautney Street

Garland, TX 75040

      Phone: 972-276-6524

         Fax: 972494-1272

Rama_lad@yahoo.com

2003

GILLHAM GLASS CO.

David Gillham

3532 Miller Park Drive

Garland, TX  75042

Phone: 972-487-8999

Fax: 972-487-9033

Davidggc@aol.com

2003

GLASS DESIGNS UNLIMITED *

Leon Johnson

6120 Adlwick Drive

Garland, TX  75043

Phone: 972-226-6675

Fax: 972-226-4380

2002

GLASSCO *

Rex Downing

2841C White Settlement

Ft. Worth, TX 76107

Phone: 817-332-4436

Fax: 817-877-0431

2002

GUARDIAN STOREFRONT *

Keith Yoemann

2210 I-35E

Red Oak, TX 75154

Phone: 972-617-7243

Fax: 972-617-7745

2002

GUARDIAN INDUSTRIES

John Maxson

3801 S. Hwy 287

Corsicana, TX 75109

Phone: 903-872-4871

Fax: 903-654-6560

2003

H & E HI-LIFT

Abe Farrington

3485 Roy Orr Blvd.

Grand Prairie, TX  75050

Phone: 972-642-9766

Fax: 972-642-4422

2003

HALEY-GREER, INC.

Jim Smith

2257C Lombardy Lane

Dallas, TX  75220

Phone: 972-556-1177

Fax: 972-556-1384

www.haleygreer.com

2003

HANS-JOHNSON COMPANY

Reid Hill

8901 Chancellor

Dallas, TX  75247

Phone: 214-879-1550

Fax: 214-879-1530

2003

HELTERBRAN ASSOCIATES

Cliff Helterbran

110 Tennyson Place

Coppell, TX  75019

Phone: 972-745-0026

Fax: 972-745-0306

Cliff@helterbran.com

2003

HORTON AUTOMATICS

Craig H ayworth

2529 Windchase

Flower Mound, TX 75028

Phone: 972-814-2548

Fax: 972-874-8321

Chayworth@hortondoors.com

2003

IG M  *

Mike Dozier

2148 Royal Lane, Ste. 600

Dallas, TX 75229

Phone: 972-446-2269

Fax: 972-446-1359

2002
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INSULATION SOLUTIONS

Gene Wiggs

1104 Stoneport Lane

Allen, TX  75002

Phone: 214-547-9377

Fax: 214-547-9383

Pwiggs9414@aol.com

2003

J E N N I N G S  G L A S S
CONTRACTORS 

Jerry Jennings

4251 Cedar Lake Drive

Dallas, TX

Phone: 972-285-0004

Fax: 972-285-1080

2003

JPO N Glass

Pat O’Neal

1825 S. Jupiter

Garland, TX  75042

Phone: 214-349-1400

Fax: 214-349-1314

Jponglass@sbcglobal.net

2003

KAWNEER COMPANY

Paxton Ellis

3116 Royalty Row

Irving, TX 75062

Phone: 972-438-1212

Fax: 972-438-5462

2003

KNOWLES DOOR CHECK

Brenda G reathouse

302 Highway 251S

Olney, TX  76374

Phone: 214-637-2896

Fax: 940-564-3595

www.knowlesdoor.com

2003

MAMMEN GLASS & MIRROR

Chris Mammen

2924 Rock Island Road

Irving, TX 75060

Phone: 972-790-4527

Fax: 972-790-4544

chris@mammen.com

2003

MGM GLASS CORPORATION

Larry Mooneyham

3207 Peachtree #102

Balch Springs, TX  75180

Phone: 972-286-5141

Fax: 972-557-1760
Lmooneyham@mgmglassinc.com

2003

MOONSHADOW WINDOW

TINTING * 

3329 N. Buckner Blvd.

Dallas, TX  

Phone: 214-503-9909 

Fax: 214-824-7877

2002

NORTH TEXAS WINDOW

Bryant O’Neal

P.O. Box 8

Kennedale, TX  76060-0008

Phone: 817-572-4994

Fax: 817-561-5467

2003

OAK CLIFF MIRROR & GLASS

Sam Hill

2202 N. Beckley Avenue

Dallas, TX 75208

Phone: 214-747-4875

Fax: 214-747-4878

s.hill@ocmginc.com

2003

OLDC ASTLE GLA SS *

Mike Carter

1101 Fountain Parkway

Grand Prairie, TX 75050

Phone: 972-647-4028

Fax: 972-647-2439

swilson@oldcastleglass.com

2002

PANEL CONSTRUCTORS

Linda Salazar

2321 Pioneer Drive

Irving, TX 76061

Phone: 972-721-1825

Fax:     972-721-0172

2003

PECORA CORP *

Kit Broussard

11501 Hillguard Road

Dallas, TX  75243

Phone: 214-348-5313

Fax: 214-348-5421

2002

PILKINGTON NA, INC.

Charlie Olivares

6314 Airport Frwy, Ste . C

Haltom City, TX  76117

Phone: 817-831-1525

Fax: 817-834-5866

2003

PREMIER GLASS PRODUCTS

Kyle Jones

P.O. Box 97

Canton, TX 75103

Phone: 214-475-3417

Fax: 903-567-6458

Premierglassprd@aol.com

2003

PROGRESSIVE PRODUCTS

Jim Blosel

2808 Chapman

Plano, TX 75093

Phone: 972-398-8887

Fax: 972-398-8868

2003

QUALITY AUTOMATIC DOORS

J.L. Gilchrist

P.O. Box 1539

Van, TX 75790

Phone: 903-963-8373

2003

REDBUD GLA SS

Jan Voskamp

4325 SW 29 th Street

Oklahoma  City, OK 73107

Phone: 800-943-0083

Fax: 800-813-7991

2003

REGAL PLASTICS 

Ed Rowland

2356 Merrell Road

Dallas, TX  75229

Phone: 972-484-0741

Fax: 972-484-0746

Regaldal@regal-plastics.com

2003

SOMACA        

Bill Dawson

2750 Electronic Lane

Dallas, TX 75220

Phone: 800-527-5170

Fax: 214-350-0764

Somacatx@att.net

2003

SEVASA U SA

Elaine Tschirgi

100 Payne Street

Dallas, TX  75207

Phone: 214-939-2690

Fax: 214-939-2689

www.sevasa.com

2003

SOUTHERN GLASS & MIRROR *

Mike Bragg

1121 Capital Ave

Plano, TX  75074

Phone: 972-423-9572

Fax: 972-422-4932

mikeb@sgmplano.com

2002

SOUTHERN STRETCH FORM.

David Arthur

Box 50047

Denton, TX  76205

Phone: 940-591-0410

Fax: 940-484-1514

2003

SOUTH WEST GLASS

Jim Prater

2333 Glenda Lane

Dallas, TX  75229

Phone: 972-243-0402

Fax: 972-484-2827

Swglass@swbell.net

2003

SOUTHWEST PROFESSIONAL

Tom Tebyanian

11610 Reeder Road

Dallas, TX 75229

Phone: 972-243-2121

Fax: 972-241-3376

2003

SSI

Don Moore don-moore@ssicm.com
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2367 Glenda Lane

Dallas, TX  75229

Phone: 972-243-0676

Fax: 972-243-0693

www.ssi.cm.com

2003

T.J. REPSCO *

Tom Jones

P.O. Box 852609

Mesquite, TX 75185

Phone: 972-222-0245

Fax: 972-222-9743

Tjr222@msn.com

2002

TEPCO CONTRACT GLAZING

Dianne Keen

2131 Joe Field Road

Dallas, TX  75229

Phone: 972-247-1055

Fax: 972-247-1052

dkeen@tepcoglass.com

2003

THERMOTEC *

Jesse Janasik

811 Alpha Road, Suite 343

Richardson, TX  75081

Phone: 972-479-1626

Fax: 972-479-0602

Jjanasik@aol.com

2002

TJB INSULATED GLASS CO.

Robert Taylor

11220 Goodnight Lane

Dallas, TX 75229

Phone: 972-484-8892

Fax: 972-484-8383

tjbig@sbcglogal.net

2003

TRAINO R GLASS

Brian Clark

11422 Grissom Lane

Dallas, TX 75229

Phone: 972-247-7201

Fax: 972-247-7209

Brian.clark@trainorglass.com

2003

UNIVERSAL GLASS

Johnny Lamb

2421 Glenda Lane

Dallas, TX  75229

Phone: 972-241-0116

Fax: 972-241-3075

Lambs5@swbell.net

2003

UNITED BUILDING PRODUCTS

Pat Barry

9101 Chancellor Row

Dallas, TX 75247

Phone: 214-688-9000

Fax: 214-688-9001
Pbarry@unitedbuildingproducts.com

2003

U.S. ALUMINUM

Don W alker dwalker07@cs.com 

200 Singleton Drive

Waxahachie, TX  75165-5094

Phone: 800-637-6440

Fax: 800-289-6440

www.uslaum.com

2003

V I S T A W A L L  A R C H .
PRODUCTS

Mike Efeney

803 Airport Road

Terrell, TX  75160

Phone: 800-869-4567

Fax: 469-698-0039

Mefeney@vistawall.com

2003

WALLACE INSURANCE

Larry Wallace

4242 Rosehill

Garland, TX  75043

Phone: 972-240-8075

Fax: 972-303-1400

wallaceins@aol.com

2003

YKK AP AMERICA INC

Ben Young

1213  W.  Nor t h  Carr ier

Parkway, #430

Grand Prairie, TX  75050

Phone: 972-206-2554

Fax: 972-206-2569

benyoung@ykk-api.com

2003

* Denotes 2002 member/did not

join in 2003

Contact Tom Blaknenship
@ Universal Glass or
e m a i l  h i m  a t
Membership@tgantd.com
for changes/updates to
your listing.

mailto:Membership@tgantd.com


IRU Approach to Team Management

When you read the title of this article, you probably asked yourself, "W hat is the IRU Approach"?  W ell, I'm glad  that you asked .  I won't insult

you by c laiming that this  article  will unveil a profound revelation to Team Management Theory.  I will, however, make an attempt to segregate

a few of the many essential fundamental skills that will help you recognize the reasons why and give you the resources to build a project  team.

This artic le will serve as a he lpful tool, especia lly for the Project M anager Pro fess ional.  

But you m ight say, "I 'm not a  project manager, how can this article be helpful to me?"  Don't be misled.  If one or more elements of your job

require you to plan, schedule, budget, organize, and/or control something, then you may be executing many of the skills that a project manager

must have in his or her arsenal to be successful.  No matter what title your business card reads, an experienced professional will recognize

that his or her projects will not be as successful, if he or she acts as the lone ranger.  Regardless to the size of your project, team building

is an essential element for success.  Most of us would agree that, due to the nature of our business, knowledge alone of our industry will not

provide us with the skills to  manage the more com plex projects  that Architects and Owners are dem anding from our industry.  As our industry

becomes m ore complex, so do the problems and difficult issues.

No matter what type of projec t you r are leading, success of your project is better achieved through a team environment of experienced

profess ionals.  So, what is a team ?  A team  is a collec tion of people who are committed to common goals and who depend on one another

to do their jobs.  Project teams are based on the premise that every member can and must make a valuable and unique contribution to the

project.  That is precisely what makes the team approach attractive.

A successful project manager, or team leader, will recognize the members of his or her project team and their skills he or she may employ.

I call th is process "Team  Management."  Team Management is a key e lement of project management.  When skillfully formulated and executed,

team management will provide the project m anager with a pool of knowledg e and experience that cannot be achieved solo .  In essence, the

success o f your project largely depends on with  whom  you  cho ose to surround you rself, as the team leader.  

Often your project  team typically includes people from different parts of one or more organizations, all with different skills and operating styles.

You may find that you have not worked extensively with many of the people of your project team.  In addition, your project usually has a tight

time schedule, and your team members most likely are working on several other projects at the same time.

So, how do you go about choosing your project  team?  Remem ber the question you asked yourself, when you read the title of this article?

"What is the IRU Approach"?  The IRU Approach is a system that will help you:

 UIDENTIFY the mem bers of your team, and organize the troops who will bring an element of success to  the project.  You will want to list the

members of your team, which are internal, as well as external, of your organization.  Internal team  mem bers may include upper managem ent,

administration, sales and marketing persons, project management peers, superintendent, or foreman.  External team members may include

venders, suppliers, contractors, consultants, clients or customers.  You should expect to continue to add and remove names from your list

throughout the project.  As your project develops and changes, so will your team members. You run a risk when you don't involve key people

in your project in a timely manner.  You may m iss important Information that could affect the project performance and ultimate success.

 URECOGNIZE the knowledge, experience, and sk ills that each one of your team m emb ers will contribute to the success of the project.  Base

on my personal experience, knowledgeab le and  experienced  people are absolutely the best resource available for information.  Information

is a powerful and vital tool to guarantee the success of any project.  Be mindful that you do not have to be an expert in every aspect of your

project.  However, you do have to know where to go and  who to consult with to get the inform ation required to lead your project to success.

 

 UUTILIZE the knowledge, experience, and skills of each of your team mem bers.  All of us have been guilty of assuming, rather then taking

the time to ask a question or search out the correct answer.  Begin to see your team members as information specialist in their own field of

expertise.  I have found over the years that people are eager to converse about their profession, which provides a uniqu e opp ortunity for

project team leaders and managers to tap into a valuable resource of information.  Remember that information is a powerful and  vital tool to

guarantee success.  

These are only three of numerous tools to use when suc cessfu lly bu ilding a project team, but they are a helpful instrument in day to day

managem ent.  Rem emb er, project success is better achieved in  a successful team  environm ent.

Written by:

Jeff A. Benson, Senior Project Manager 

Haley-Greer, Inc.


