
GLASS RAILING SYSTEMS
WILL NEVER

BE THE SAME!

TM

• CLEAN (NO MESSY WET CEMENT)

• PRECISION CONTROL GIVES YOU
HIGH QUALITY INSTALLS EVERY TIME

• 50% FASTER

C.R. Laurence Company introduces the 
innovative GRS Glass Railing Dry Glaze TAPER-LOC™
System designed for residential and commercial tempered
glass railing applications. The System includes an
Installation/Removal Tool and CRL TAPER-LOC™
Tapers for 1/2” (12 mm) or 3/4” (19 mm) tempered
glass applications.

Unique because it uses 
a horizontal taper lock design, 
TAPER-LOC™ Tapers are simply 
installed with CRL’s exclusive 
Installation/Removal Tool.

This tool mechanically slides the Tapers horizontally
in the shoe and compresses them together. 
When compressed they expand in thickness and 
lock in place.  When the correct lock-up force is applied,
the torque wrench will click and break for a few 
degrees of rotation. The same Tool will also loosen 
the Tapers for glass alignment or replacement.

The CRL TAPER-LOC™
System supports all mounting
methods, and is designed to
meet and exceed code 
standards.

C.R. Laurence Co., Inc.  crlaurence.com  Toll Free: (800) 421-6144 ext. 7730  International: (323) 588-1281
View the Installation Video Online at crlaurence.com

PATENT PENDING

• DESIGNED FOR RESIDENTIAL
AND COMMERCIAL APPLICATIONS

• FOR 1/2" (12 mm) AND 3/4" (19 mm) 
TEMPERED GLASS

TAPER-LOC™ Tapers insert into the 
Base Shoe every 14 inches on center

The TAPER-LOC™
Installation/Removal Tool 

compresses the Tapers together 
to lock the glass in place

Base Shoe
cut-away

INTRODUCING
THE CRL PRECISION
TAPER-LOC SYSTEM
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ONLINE

To access
a scam alert feature article»»
and industry news»»

visit GlassMagazine.com

”“Home Depot has curtailed much of its new-store building 

throughout North America, cutting back to 55 new stores [in 2008] 

from 100 last year. Capital-expenditure spending will be down 	

32 percent from a year ago, to $2.3 billion.

—From Russ Brit’s April 25 MarketWatch article, “Big-box Retailers 

Undaunted by Slow Economy,” www.marketwatch.com.

Inside view
Scam alert
For several years, scammers have 

targeted the glass industry with fraudu-

lent orders that could cost a company 

thousands of dollars if not caught in 

time. There is little or no protection for 

companies once they have been 

scammed. 

“The main thing to get this stopped 

is education within glass companies. 

Recognize the patterns,” David Furlong, 

investigator for the Utah Division of 

Consumer Protection, said in a 

September 2007 e-glass weekly 

article.

To help glass shop owners keep up 

with frauds and scamming techniques, 

we have created a Scam alert page on 

GlassMagazine.com at http://www.

GlassMagazine.com/article/retail/

scam-alert. The page contains a list of 

the red flags for fraud, links to related 

scam articles and copies of fraudulent 

orders sent to glass shops. E-mail 

kdevlin@glass.org if you have been 

contacted by scammers and would like 

to share your story.

—Katy Devlin, co-editor, retail glass

Retailers vs. 	
the ‘big boxes’
As a consumer, I must admit that 
I frequent my local glass shop 
only when I have a major home 
renovation planned: a new 
shower enclosure, a replacement 
window, a mirrored wall. And 
even then, there is the tempta-
tion to cross the street to Home 
Depot. However, thanks to Mark 
Pritikin, president of Creative 
Mirror & Shower in Addison, Ill., 
that’s about to change. As he 
pointed out in an interview for 
the “Showrooms as Sales Tools” 
article on Page 94, retail glass 
shops have two main advan-
tages over the big box retailers: 

“One, we buy directly from 
the source, and a lot of times if 
you buy a custom shower door 
from Home Depot, [it’s supplied] 
by another glass company,” 
Pritkin says. “It creates a situa-
tion in which the homeowner 
has to pay an additional markup 
for the home-center middle man. 
Two, we feel that product knowl-
edge is a massive advantage for 
us. When you come into our 
stores, you talk with qualified, 
knowledgeable people. In a 
home center, your salesperson 
may have limited knowledge 
and is selling everything from 
toilets to sinks.”

Better pricing and better 
customer service? I’m sold. 
The next time I need a framed 
mirror, bath enclosure or even 
glass cleaner, I’m headed to my 
local glass shop. Educate my 
fellow consumers, and they’ll 
do the same. 

Jenni Chase, Senior editor,
retail and auto glass
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Homeowners hesitant to remodel
The weak economy and housing market continue to take a toll on homeowner remodeling plans, 
according to Harvard’s Joint Center for Housing Studies, www.jchs.harvard.edu. The organization’s 
Leading Indicator of Remodeling Activity reports that homeowner improvement activity will continue 
to decline, falling by an annual rate of 11.1 percent by the first quarter of 2009.

“The slumping economy and struggling housing sector continue to drag down spending on home 
improvements,” said Nicolas Retsinas, JCHS director, in a July release. “Households are reluctant to 
undertake major improvements in the context of falling prices.”

How do they 
do it?
Recently the subject of 
WAG TV’s “How do 
they do it?” series, 
Guardian Industries 
Corp., Auburn Hills, 
Mich., offered viewers 
a sneak peek at its 
mirror manufacturing 
operations. To view a 
photo gallery of 
Guardian’s mirror 
equipment, go to 
GlassMagazine.com.

Leading indicator for remodeling activity—Second quarter, 2008
Homeowner improvements four-quarter 
moving totals in billions of dollars

Four-quarter moving rate of change

Source: Joint Center for Housing Studies.


