
Inventory is limited and sells out quickly! Only one Q+A, Great Glazing and Product Solution is 
available in each issue. Contact a media sales consultant for pricing and availability:

Increase Reader Engagement with  
Customized Editorial Content

Be Recognized for a Notable Project —  
Great Glazing
This exclusive sponsorship offers a full-page article that features a detailed  
description of a notable glazing project in which your company was involved.  
Our editorial team will work with your marketing staff to create a compelling, 
must-read case study about the project. It will include 1-2 photos, company 
logo, and a list of other key participants.

Be Known as a Solutions Provider —  
Product Solution
Customers have problems. Your company offers solutions. Glass Magazine’s 
Product Solution sponsored editorial highlights how your products and services 
help customers. This product-focused page is designed in the style of and runs 
as the first page of the Products section. Readers consistently rank product 
coverage among the most valuable content in the magazine.
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SOLUTION: SHOWERS ONLINE®
CRL’s new Showers Online® with 
web capability provides faster 
and easier access to design 
shower enclosures while in the 
office or on the go. Use with any 
mobile device to design, quote, 
and order shower hardware 
anytime and from anywhere.

With the new Showers  
Online® there’s no need to 
download third-party apps 
since the program is web 
based. Wherever there’s inter-
net access, users can utilize 
their smartphone, tablet, or lap-
top computer to log in and start 
working on a project. Showers 
Online® easily replaces a pen 

and paper, eliminating stacks of 
notes and hand drawn sketch-
es. Important information such 
as shower enclosure designs, 
installation notes, color options, 
and customer details can be 
stored in the program.

Showers Online® not only 
streamlines workflows, it also 
allows users to work on site 
and show real-time design 
changes to their customers. 
Dimensions can be adjusted, 
glass cut-outs can be 
customized, and hardware 
styles and colors can be 
updated as needed to create 
the perfect shower enclosure.

With Showers Online® 
there’s no need to start from 
scratch when designing 
a shower enclosure. The 
program includes an 
extensive library of templates 
that can be modified with 
hinges or sliding doors. 
With everything in one place 
and an unlimited number of 
projects, users can easily 
create customized quotes 
with their company logo, and 
order CRL hardware directly 
from the program. Contact us 
for a 30-day free trial.

Learn more at crlaurence.
com, 800/421-6144. •

KEY FEATURES 

EASY TO USE ON THE GO

ALL DESIGN INFORMATION 
IN ONE PLACE

EXTENSIVE SHOWER 
TEMPLATE LIBRARY

QUICKLY DESIGN, QUOTE 
AND SHARE SHOWER 
ENCLOSURES

S P O N S O R E D  C O N T E N T
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SOLUTION:  
NEW DECORATIVE 
GLASS DESIGNS
GGI continues to expand its specialty 
glass offering by introducing a range of 
new textured patterned glass designs. 
The ultra-transparent designs include 
Reeded, Micro Ribbed, Stream Ribbed, 
Flemish and Stylos S; each offering a 
distinct and virtually colorless aesthetic 
and level of privacy. Additionally, Seedy 
Clear is now available as a temperable 
option for safety glazing applications.

While textured patterned glass, also 
known as “obscure glass,” has been 
available for years, it continues to 
trend upward in both commercial and 
residential design applications.

Privacy and daylighting. GGI’s 
textured pattern glass designs give 
building occupants the open-concept 
aesthetic desired without compromising 
privacy or daylighting. With up to 90% 
visible light transmission, this makes 
the glass ideal for doors, windows, 

partitions and more. Low-iron options 
are particularly sought-after, as they 
offer a colorless edge for shower 
enclosures and truer color rendering 
when viewing through glass, such as for 
cabinetry or furniture inlays.

Linear and nature-inspired designs. 
When it comes to patterns, the growing 
demand for biophilic design and the 
ever-popular industrial look means 
that linear and nature-inspired glass 
textures are in high demand.

GGI’s decorative glass designs come 
in clear and low iron options and offer 
varying levels of translucency and 
are easy to store, cut and fabricate. 
Textured patterned glass is available in 
different sizes and thicknesses, ranging 
from 5/32 inch to 3/8 inch. Other options 
are available for order.

Ease of access. GGI simplifies the 
purchasing process for specialty glass 
customers and fabricators by offering 

the ease of ordering mixed loads. 
Buyers can promptly obtain the exact 
materials they require without being 
forced to purchase entire containers or 
truckloads of a single product. The loads 
can be tailored to their unique needs, 
combining textured patterns, float 
glass, laminated, satin-etched and other 
options in one shipment.

GGI decorative glass solutions are 
an excellent choice for customers who 
want to create unique and beautiful 
architectural and interior designs. Learn 
more at generalglass.com. •

S P O N S O R E D  C O N T E N T

KEY FEATURES 

LINEAR, GEOMETRIC AND NATURE-
INSPIRED DESIGNS 

CLEAR AND LOW IRON OPTIONS 

LIGHT DIFFUSING, UP TO 90% VISIBLE 
LIGHT TRANSMISSION 

EASY TO STORE, CUT  
AND FABRICATE
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The basics: The newly designed Cen-
tral Subway Station in San Francisco 
features a fire rated glass floor on the 
surface of Union Square. This glass 
floor acts as a lightwell and designed to 
improve wayfinding by welcoming com-
muters into the concourse level.  

As commuters travel 70 feet below 
ground to reach the station’s platform, 
each level is connected by fire rated 
glazing to allow light to flow through 
each floor. Fire rated glazing was also 
applied to the glass elevator enclosures 
to maximize the amount of light travel-
ing through the station.

The players: DLR Group | Kwan Henmi 
are the architects of the Central Subway 

Station. Tutor Perini is the general con-
tractor responsible for the construction, 
with SFMTA managing the project. ACR 
is the glazing contractor responsible for 
installing the fire rated glazing provided 
by SAFTI FIRST®. SAFTI FIRST®’s fire rat-
ed floor includes a walkable glass surface 
provided by Pulp Studios and artwork 
designed by Hughen/Starkweather, a 
collaborative team comprised of San 
Francisco artists Jennifer Starkweather 
and Amanda Hughen. 

The glass and systems: SAFTI 
FIRST® provided a 2-hour fire rated 
floor system and 2-hour elevator 
enclosure. The GPX® FireFloor System 
is a complete fire resistive glass and 

framing assembly that meets ASTM 
E-119/UL 263 up to 2 hours. The floor 
brought in light and openness while 
providing maximum protection against 
smoke, flames and radiant heat. The 
elevator uses SuperLite® II-XL 120 in 
GPX® Architectural Series Framing 
providing floor-to-ceiling transparency 
that meets ASTM E119/UL 263/CAN 
S101 up to 2 hours.  

SAFTI FIRST® products are listed and 
labeled by UL/Intertek and are proud-
ly USA-made, complying with the Buy 
American Act. Learn more at safti.com or 
888/653-3333. T

LOCATION: SAN FRANCISCO 
GLASS SUPPLIER: SAFTI FIRST®
ARCHITECT: DLR GROUP | KWAN HENMI

GREAT GLAZING: CENTRAL SUBWAY – UNION 
SQUARE MARKET STREET STATION

S P O N S O R E D  C O N T E N T
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SOCIAL/PUBLIC SPACES: 
T O D  W I L L I A M S  B I L L I E  T S I E N 
A R C H I T E C T S

CONCERT HALL
D I A M O N D  S C H M I T T

PHOTOS
M I C H A E L  M O R A N

S P O N S O R E D  C O N T E N T

THE BASICS

The new Lincoln Center David Geffen 
Hall, designed by Diamond Schmitt and 
Tod Williams Billie Tsien Architects, was 
decades in the works but completed 
ahead of schedule and under budget 
since the pandemic forced the closure of 
the Avery Fisher Hall.

THE DESIGN

The first priority was to improve and 
revitalize the acoustics inside the main 
theater, to make sure it was the best-
in-class acoustic experience for the 
New York Philharmonic. What resulted 
is a completely new theater inside the 
building, not just a renovation, creating 
an intimate and inclusive experience for 
the audience.

THE GLASS

Everything in the building, from door 
handles and floorboards to railings, feels 
reassuringly solid. Pulp Studio created 
over 8,700 square feet of flat and bent 
laminated glass railings and guardrails, 
chemically strengthened for the tight 
8-inch radii specified for the job. Pulp 
Studio’s proprietary Precision Edge® 
technology was used to post-polish the 
glass edgework for a refined look using 
its two-decade-old proven process. In 
addition, guardrail glass was added with 
a specially etched, low-iron, laminated 
glass, finished with a digital design for an 
enhanced level of privacy and intimacy.

Learn more at pulpstudio.com, 
310/815-4999. •

GREAT GLAZING: LINCOLN CENTER 
DAVID GEFFEN HALL

Photos courtesy of Michael Moran/OTTO

Be Seen as an Industry Authority — 
Q+A with Glass Magazine
This two-page spread features an interview with a key person at your  
company, conducted and written by a Glass Magazine editor. Our editorial 
team will work with your team to create a compelling, must-read article  
about your company’s milestones, endeavors, contributions to the industry, 
technical insights or even products. 
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SPONSOREDQ+A WITH GLASS MAGAZINE  // CONVERSATIONS WITH INDUSTRY THOUGHT LEADERS

AN INTERVIEW WITH BRUNO 
BIASIOTTA
O L D C A S T L E  B U I L D I N G E N V E L O P E ’ S  N E W  C E O  S H E D S 
L I G H T  O N  C O M PA N Y  S T R AT E G Y,  O P P O R T U N I T I E S  I N 
E N E R G Y  E F F I C I E N C Y  A N D  M O R E

I
n October 2022, Oldcastle BuildingEnvelope 
announced Bruno Biasiotta as CEO. Biasiotta 
brings 30 years of business leadership to his 
new role at OBE, a 7,000-employee company 
that operates 85 locations in North America, 
Europe and Australia.

Most recently, Biasiotta served as CEO of 
Nortek Air Management, a private equity-
backed company in the HVAC sector. Before 

Nortek, he was president and CEO for Philips 
Lighting, and he spent 17 years at Johnson 
Controls leading multiple businesses as vice 
president and general manager of the Building 
Efficiency Division.

Last month, I was able to sit down with 

B Y  K AT Y  D E V L I N
C O N T E N T 
D I R E C T O R , 
E D I T O R - I N - C H I E F

I really respect the industry based 
on what I’ve read and what I’ve seen 
thus far. And hopefully, I will be a 
quick learner and bring a different 
perspective to what I think is a great 
industry.

Like the HVAC industry, I'm keen on 
the fact that the glass industry is a local 
business based on local relationships. 
That is a critical fact that can not be 
ignored. My belief is value is created 
only by have a deep understanding of 
our end markets. This is especially true 
in the glass industry, because every 
market behaves a bit differently and 
customers have to be disciplined yet 
agile to compete and win. So must OBE. 
We can't afford to practice. 

Let’s talk strategy. What are 
some of your long- and short-term 
strategic goals for OBE?

Our strategy is focused around two key 
areas:

• Make our customers more 
successful than they are.

• Build on the great talented 
people that we have.

This starts by focusing on culture. We 
have 7,000 people, and those people 
have families. It’s important that first 
we drive results and drive them the 
right way so that we can build an 
enduring company. OBE has been a 
kind of holding company versus an 
operating company. We’re looking to 
transform that—to unlock what we 
think is some significant potential in 
OBE by turning it into an operating 
company.

We are also focused on leveraging 
our capabilities. We have assets that 
we can capitalize on more broadly 
and intentionally and we have strong 
market positions. 

We are going to focus on making the 
customer the center of everything we do. 
A lot of people say that, but for us, that 
is really our North Star. … We must focus 
on inverting the pyramid, putting the 

customer on the top and people like me 
on the bottom. … Our focus is to really 
try to do everything to exceed customer 
expectations and get better every day. 
We’re a team. We’re in this ecosystem 
together and we all have to win.

We're monitoring technology and 
mega trends to get a sense of where and 
how we want to play. For us it's about 
having a clear focus and where we have 
a right to win and make customers 
successful in parallel.

Let’s talk about energy efficiency 
and sustainability—key areas of 
focus in the glass industry that 
also intersect with activities in 
your previous business sectors. 
What are your expectations for 
the glass industry as it faces 
increasing demands for better and 
better building performance?

When we look at the whole building in-
dustry—the built environment whether 
new construction or retrofit—there is 
a convergence of decarbonization, net 
zero, energy efficiency, well buildings 
along with new technologies. We have 
this pent up demand in the built envi-
ronment in terms of retrofit and deferred 
maintenance, we need new advance-
ment in technologies, we have increased 
regulatory and legislation.  All of this is 
coming into play in the glass industry. 
We are the nexus of this change.

What does this mean for us in terms 
of business models? How we play 
with the various building technology 
companies and other adjacent players? 
How do we help customers and 
effectively integrate with mechanical 

and electrical side of the world as we 
attempt to address decarbonization 
in a holistic way? There was a point 
in time when many of these systems 
and technologies were operated in an 
independent way. Now they are very 
much interdependent and essential in 
achieving net zero. 

What has surprised you about the 
glass industry since you joined?

One thing that has really surprised me 
is that the ecosystem is similar to the 
mechanical side. The markets behave 
very similarly, for example, in how 
people make purchasing decisions.

Additionally, what has surprised me 
is how fragmented the market is. It was 
like that in some of the other industries 
as well, but not to the degree that I see 
in the glass industry. We have some 
very local players.

What have you been particularly 
excited by in the glass industry?

Going back to the conversation on 
energy, I believe that the glass industry 
has a very unique position in the built 
environment. We have such an impact 
on the thermal efficiencies of buildings, 
on [health and wellness of occupants 
in] buildings. I don’t think we realize 
the true weight that we can carry. As an 
industry, we need to recognize that and 
toot our own horn a little bit. Whether 
it's from a regulatory or legislative 
perspective, I think we can have a 
stronger voice and more important seat 
at the table. T

Biasiotta to discuss his career experience, his 
initial observations of the glass industry and 
emerging technologies, and his thoughts on OBE 
strategy moving to the future. We also talked about 
his background—his family’s immigration from 
Italy; his upbringing in Cleveland, Ohio; and his 
experience playing Division 1 soccer at Cleveland 
State University. And we chatted about Biasiotta’s 
ambitious plan to visit 80 OBE locations in 90 days.

Here are some highlights of my conversation 
with Biasiotta. For more, visit obe.com.

You are a new face to the glass industry. 
What would you like people to know about 
you and your background?

Many people don’t know this about me, but I was 
born in Italy. I was seven years old when my family 
immigrated to the U.S. My mom and dad were older 
in life when we immigrated. We came to Cleveland, 
where my mom and dad had family, and my dad 
had a job.

I grew up in a very typical Italian-American 
immigrant family, where family, hard work, and 
respect were paramount and above all. For me 
that shaped me, not only personally but in how I 
attempt to see and lead business. My father and 
my uncles used to work in factories like we have at 
OBE and others I've run in the past.

I start there because, foundationally, I think 
it’s really important; it shaped who I am and the 
perspective I have.

What skills and experiences from your 
previous roles have helped prepare you for 
leadership in the glass and glazing industry?

Throughout my career, I have had the tremendous 
opportunity to work for and with some terrific 
people and companies. As a result, I've led 
manufacturing and industrial companies that had 
multiple business models and faced numerous 
changes. I've learned from every role and 
importantly that every role and culture is different 
and has it's own opportunities. Needless to say, I've 
gotten bloodied and bruised along the way and you 
learn what not to do. I'm certain we will unlock 
the potential in OBE and along that journey we are 
likely to get bruised and bloodied as well. That's 
what great companies do.  

I don’t know the [glass] industry. I’m very clear 
about the fact that first I want to listen and learn. 

I  D O N ’ T  T H I N K  W E  R E A L I Z E  T H E  T R U E  W E I G H T  T H AT  W E  C A N  C A R R Y. 
A S  A N  I N D U S T R Y,  W E  N E E D  T O  R E C O G N I Z E  T H AT  A N D  T O O T  O U R 
O W N  H O R N  A  L I T T L E  B I T.  W H E T H E R  I T ' S  F R O M  A  R E G U L AT O R Y  O R 
L E G I S L AT I V E  P E R S P E C T I V E ,  I  T H I N K  W E  C A N  H AV E  A  S T R O N G E R 
V O I C E  A N D  M O R E  I M P O R TA N T  S E AT  AT  T H E  TA B L E . 

BONUS Coverage! 
Each of these sponsored editorials gets enhanced exposure with:
Listed in the Table of Contents • Posted online in premium position within issue content • Distributed in an issue of  
Glass Magazine Weekly  • Featured on social channels
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