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The owner buys the work.

On some interior partition projects, the end user or owner 
makes the purchasing decision, not the general contractor 
(GC). This is a significant shift from traditional hard bid 
work, where the general contractor drives scope and 
award decisions. Glaziers are used to working through 
GCs, waiting for bid invites, and submitting pricing through 
standard channels. But in this case, the owner selects the 
product and often the vendor before the general contractor 
(GC) is even involved.

Limited manufacturer relationships

Many contract glaziers lack direct relationships with interior 
partition manufacturers. Without these connections, it’s 
challenging to get access to competitive pricing, preferred 
installer status, training, or product support, especially 
when compared to well-established furniture dealers.

Minimal dealer infrastructure

Unlike furniture systems, which are often sold through 
exclusive dealer networks, most glaziers are not set up 
as dealers. That means they can’t sell directly, bundle 
products, or control the sale. 

Minimal marketing presence

Contract glaziers rarely market their services directly 
to owners, architects, or designers. There’s little brand 
awareness outside the traditional GC pipeline, so even 
when owners are looking for high-quality solutions, they 
don’t know to turn to a contract glazier.

Lack of strategic focus

Most contract glaziers treat interior partitions as one-off 
jobs or small add-ons, not as part of a long-term business 
strategy. As a result, they’re not investing the time, tools, 
or partnerships needed to compete seriously in that space.

The Barriers

Market share for the contract glazier is less than ideal 

in the demountable interior glass partition market. 
There are many reasons, and each market has its 

barriers. Here are some reasons why the contract 
glazier may not have the market share they desire.

Contract glaziers are not a part of the design 

process.

Interior glass partitions often fall under the purview 
of owners, architects, interior designers, or general 
contractors (GCs) early in the process. Glazing contractors 
are rarely consulted until after the design is complete, 
leaving little room to influence product selection.

Contract glaziers do not have salespeople.

Unlike furniture manufacturers who have dedicated sales 
reps and dealer networks pushing their products, most 
glazing contractors don’t have a sales team. They rely 
heavily on bid invites. That means they’re usually reacting 
to opportunities instead of actively chasing them. They are 
rarely meeting with architects, designers, or end-users early 
in a project to shape the scope or promote interior glass as 
a preferred option. Without salespeople, contract glaziers 
miss opportunities to get glazier-friendly systems specified, 
build long-term relationships with decision-makers, educate 
clients on the benefits of using a particular system, or have 
a well-qualified glazier as the installer of choice.

Dealers and furniture manufacturers have a 

foothold.

Furniture companies, such as Allsteel, Steelcase, and 
Haworth, offer interior partitions as part of their product 
lineup. They usually don’t sell directly to the customer. 
Instead, they work through a network of dealers who 
handle sales and installation. These manufacturers often 
sell directly to the owner, which gives them an edge. These 
relationships are where much of their business comes from.

Contract glaziers are not seeking Division 10 

bid packages.

Contract glaziers tend to focus on Division 8 (Openings). 
It’s what they know. Division 10 (Specialties) is often seen 
as unrelated, so they don’t request those bid documents, 
don’t review them, and don’t submit pricing.
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Building Strategy

Each market has its challenges and nuances. For 
that reason, the strategic plan of a contract glazier 

and their partners should be developed for that 

particular region.

A lack of strategic focus has been the downfall of the glazing 
industry in the interior partition market. Individual tactics 
have been employed, but not with the strategic planning 
and duration required to make a difference. By employing 
tactics based on short and long-term goals, a plan becomes 
strategic.

Strategy can be built by setting five steps in motion:
1. Vision

2. Research
3. Analysis
4. Goal Setting
5. Action Planning

Vision

Vision is your why; it frames your destination. You are at 
point A but want to be at point B. What is your point B? 
That is your vision, which defines what success means to 
you. A clear, shared vision gives purpose to every goal and 
action. For a contract glazier, this could be as simple as “to 
be the leading provider of interior glass partition systems 
in the region by 2030.”

Research

Research is where the work starts for any endeavor. For 
some simple tasks, the research takes place without 
intentional effort. For example, we may have collected 
data over time to change the staffing at the office. Perhaps 
over the last year, you have noticed that Jenny is better at 
project management than at estimating. You also realize 
that Adam is growing out of his role in the shop and has 
a knack for computers and communication, so you want 
to move him into estimating. This “research” is happening 
automatically in the background. You are storing the data 
as time goes on and adjusting as needed. Hopefully, you 
are making the adjustments strategically.

Regaining market share in the interior partition arena may 
require more intentional research. This may be a new 
world for you and your colleagues. We may need to gain 
a deeper understanding of your region’s players, products, 
and market forces. The contract glazier and regional 
partners, such as associations, should conduct a survey or 
assessment like this.

Examples of some of the data needed are:
1. Who is buying the interior partition work? Owner/

end user or GC?
2. Who is selling the partition? Furniture dealer, 

interior partition company, glazing contractors, 
etc.?

3. What are the most specified systems in the region?
4. What are the rates paid for installation?
5. Who is influencing the specifications?
6. Who is performing the installation? Glaziers, 

carpenters, union, non-union, furniture people, 
etc.?

7. What certifications are required for the 
installation? Manufacturer preferred installer 
trainings, etc.?

8. What sales tactics do you currently use to sell 
work in Divisions 8 and 10?

Analysis

Once the data is collected, the next step is to analyze it 
to make the best decision to reach the goals set forth. In 
the example above with Jenny and Adam, we consistently 
analyzed the data as it came in. There are other ways to 
approach data analysis that may seem overly formal to 
some, but they are often highly effective. For example, a 
contract glazier reviewing field reports and timelines to 
adjust manpower or sequencing analyzes information to 
make timely decisions. While the stakes may not be life or 
death, as in other professions, the underlying principle is 
the same: sound decisions come from structured analysis. 
One way to formalize this process is to use a SWOT analysis 
technique.
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Let’s look at this from the interior partition market share 
growth perspective. Utilizing the data obtained from your 
research, a SWOT analysis is a good way to identify why 
we should or should not do something. The example below 
shows a SWOT analysis for a contract glazier entering the 
interior partition market. However, this technique could 
be used for anything from identifying whether to enter 
the market to smaller decisions like, should I become a 
preferred partner with a specific vendor? Any decision 
can be a SWOT analysis. It is a good way to slow down and 
formalize a decision-making process.

Example SWOT Analysis: Contract glazier entering the interior partition market 

Strengths Weaknesses

• Strong track record with Division 8 work 
(storefront, curtain wall)

• Skilled union labor with glazing experience
• Existing relationships with key general 

contractors
• Fabrication capabilities for glass and aluminum
• Ability to self-perform installation for better 

quality control
• Glazier training centers can be utilized to offer 

specific training
• Safer workforce for installation and handling 

• No dedicated sales team for interiors or Division 
10 work

• Lack of relationships with demountable vendors
• Not engaged early in the design/spec process
• Limited visibility with interior designers and 

owners
• No preferred installer status with key 

manufacturers
• Infrequent review of Division 10 bid packages

Opportunities Threats

• Demand for interior glass in corporate, 
healthcare, and education sectors

• Potential to partner with system manufacturers 
for training, leads, and marketing

• Ability to offer faster, higher-quality installs than 
furniture dealers

• Owners increasingly focused on minimal 
framing, where glaziers can add value

• Openings for preferred installer programs with 
vendors

• Safer workforce for installation and handling 

• Furniture dealers with deep relationships and 
bundled contracts

• Manufacturers are bypassing glaziers by selling 
directly through dealers

• Pricing pressure from specialty contractors
• Owners are buying work instead of the GC
• Specifications driven by manufacturers 
• Manufacturers and dealers’ time in the market 

gives them an incumbent advantage

The SWOT Analysis helps you assess your internal 
operations and the external market. Internal factors, such 
as your team, processes, and capabilities, are things you 
can control. These show up as strengths (what gives you an 
edge) and weaknesses (where you’re falling short). External 
factors, like competitors, trends, and buying habits, are 
things you react to. These show up as opportunities (where 
you can grow) and threats (what could block your success). 
Together, this helps you assess where you are today and 
where to focus next.

The SWOT analysis is an effective tool for decision-
making at a macro and micro level.
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Goal Setting

Once you’ve completed your research and analysis, goal 
setting turns insight into direction. It’s where the strategy 
starts to take shape. Without clear goals, it’s easy to stay 
reactive, chasing whatever comes through the door. Goals 
shift the focus to a proactive mindset.

For example, our HR conversation with Jenny and Adam 
about changing roles for project management and 
estimating may have been a long-term goal coming to 
fruition.

Below are some example goals to set to gain interior 
partition market share:

• Market Share Goals
Example: Win 5% of all Division 10 glass partition work 
in your metro area within 2 years.

• Relationship Goals
Example: Establish ongoing contact with 15 architects/
interior designers in the next 12 months.

• Sales Process Goals
Example: Develop and train one dedicated salesperson 
for interior scopes by Q4.

• Manufacturer Partnership Goals
Example: Become a preferred installer for two major 
interior system manufacturers.

• Project Volume or Revenue Goals
Example: Complete five interior glass jobs in the next 
12 months, totaling $500k in revenue.

Use the SMART framework to set practical goals. When 
folks do not use the SMART method, their “goals” are 
often just tactics or loose objectives that lack measurable, 
specific, and time-bound attributes.

Below is what the SMART acronym means.

• Specific - clearly define what you want to achieve
• Measurable - make sure progress can be tracked
• Attainable - set goals that are realistic and achievable
• Relevant - align goals with the strategy
• Timely - include deadlines to create urgency

Goals will drive your Action plan. So, it is essential to follow 
the SMART format. Without the SMART format, you’re not 
setting goals but listing actions, tactics, or objectives. 

Action Planning

The next step is to create a plan that makes a difference. 
This is where action planning comes in. This is the step that 
turns tactics into strategy. It breaks your goals into clear, 
trackable tasks, assigning who does what, by when, and 
with what resources. Without a detailed action plan, even 
the best goals stall out. Plan the work, then work the plan.

A strong action plan should answer:

• What are the key steps to reach each goal?
• Who is responsible for each task?
• What is the timeline?
• What tools, training, resources, or support are needed?
• How will progress be tracked and adjusted?

Action planning connects the big picture to the day-to-day, 
memorializing your actions for maximum accountability. 
An Action plan is a dynamic tool that requires frequent 
check-ins with the team, constant review, and tweaking to 
keep us up to date with actions that need to be taken.

Team meetings can be based on the action plan, which 
becomes the agenda for frequent team meetings. This 
ensures everyone remains focused on the right tasks, 
maintains momentum, and drives progress toward 
achieving their SMART goals. This structure also encourages 
regular review and realignment, keeping the team agile 
and responsive to any changes in direction.
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Example Action Plan: Contract glazier entering the interior partition market 

Task Owner Deadline Status Notes Next Steps

Research the top 3 
manufacturers for 
partnerships

Jimmy Doe 05/15/25 In progress Contacted 1 of 3, 
awaiting response

Follow up with 
Manufacturer 2 by 
05/12

Create an email 
template for out-
reach to owners

Janice Smith 06/01/25 Completed Template drafted 
and approved

Send email blast 
by 06/12

A proper action plan should live for years, evolving into what 
it needs to be to meet our annual or semi-annual goals. The 
lack of consistency in this area may be a significant factor 
in why some contract glaziers have not been as effective as 
they could be in the interior partition market.
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Potential Tactics

Industry-wide coordination and marketing 

campaign

This can encompass national associations, regional 
associations, contractors, the Glaziers Union, etc. The 
overall goal is to increase industry visibility, strengthen 
relationships, and position glazing as a high-quality, 
preferred solution for interior partitions. The messaging 
will emphasize the value of quality craftsmanship and 
highlight the importance of working with skilled glaziers. 
The desired outcome is to build brand awareness and 
educate potential customers, including owners, architects, 
and contractors, while creating new business opportunities 
in regional and national markets.

Examples may include:

1. National Associations

Tactic: Partner with national associations to sponsor 
events, webinars, and publications.

Why: Associations like the National Architectural 
Glass and Metal Association (NAGMA) or the National 
Glass Association (NGA) provide a platform to reach a 
wide audience of industry professionals and decision-
makers.

Potential Actions: Sponsor key events, such as trade 
shows and industry conferences, to gain visibility. 
Place ads or feature case studies in their newsletters 
or magazines. Collaborate on webinars or educational 
content that highlights glazing systems and their 
benefits. Produce guides on best practices and 
brochures for marketing.

2. Local Associations

Tactic: Build partnerships and increase resources

Why: Provides a platform to reach a wide audience of 
industry professionals and decision-makers. Localized 
resource sharing.

Potential Actions: Join local chapters of national 
associations and actively participate in meetings. 
Sponsor or host local industry events (networking, 
educational seminars). Offer training or workshops 
on best practices, new vendor relationships, sharing 
successes, etc.

3. Contractors

Tactic: Build partnerships and increase visibility among 
other glazing contractors.

Why: Better utilization of relationships, leveraging 
resources, bonding, labor, etc.

Potential Actions: Form strategic alliances with other 
glazing contractors to bid on larger projects together, 
pooling resources, expertise, and labor. Collaborate 
on shared marketing initiatives to increase brand 
recognition, such as joint advertisements or co-
hosting industry events and seminars. Engage in group 
purchasing agreements with other contractors to 
reduce material costs and improve pricing for clients. 
Collaborate on projects where specialization is needed, 
such as when one contractor specializes in exterior 
facades and another in interior partitions.

4. Glaziers Union

Tactic: Collaborate with the glazier union to highlight 
the value of professional installation.

Why: The Glaziers Union has enforcement tactics, 
marketing resources, and relationships that may be 
useful.

Potential Actions: Partner with union representatives 
to promote the importance of skilled labor in glazing 
installations. Co-host events or training sessions to 
showcase industry standards and best practices. Work 
on joint marketing campaigns that emphasize quality, 
safety, and expertise in glazing.
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The Industry-Wide Marketing Campaign would boost 
glazing visibility and position it as a top choice for interior 
partitions. The goal is to increase awareness and educate 
owners, architects, and contractors, which will drive new 
business opportunities. Having this marketing campaign 
sets a backdrop for more individualized tactics.

Hire a salesperson.

Hiring a dedicated salesperson enables contract glaziers to 
proactively pursue new business, build relationships, and 
drive revenue growth. A focused sales effort can help the 
contractor secure more projects, educate clients about 
glazing systems, and ultimately increase market share, 
particularly in areas where the contractor has been less 
visible or reactive in the past.

Potential Actions:

• Define the Sales Role and Responsibilities.
Clearly outline the salesperson’s duties, such as 
prospecting new leads, meeting with owners, 
architects, and contractors, articulating 7-year and 
1-year depreciations, attending industry events, and 
building relationships. Set clear expectations for 
performance, such as monthly or quarterly sales goals.

• Hire a Salesperson with Industry Experience.
Look for candidates who understand the glazing 
or construction industry, or who have experience 
selling similar products or services. An experienced 
salesperson will be able to speak the language of the 
industry and build credibility with decision-makers 
quickly.

• Provide Product and Market Training.
Ensure the new salesperson is well-trained on 
the company’s offerings. This will equip them to 
answer questions, provide solutions, and effectively 
communicate the benefits of working with your 
company.

• Set a Lead Generation Strategy.
Develop a strategy for lead generation, including 
researching new potential clients, attending trade 
shows, and leveraging digital marketing (e.g., LinkedIn, 
website inquiries). The salesperson can use these 

methods to identify and target decision-makers, such 
as owners, architects, and general contractors (GCs).

• Use a CRM to Support Sales .
Equip the salesperson with a CRM system to track 
leads, manage contacts, and organize follow-ups. A 
CRM helps keep communication consistent, prevents 
opportunities from slipping through the cracks, and 
provides visibility into the sales pipeline. It also allows 
for performance tracking and better forecasting, so the 
team can see what’s working and where to focus.

• Leverage Networking Opportunities.
Encourage the salesperson to network at industry 
events, conferences, and association meetings. 
Building relationships at these events can lead to new 
sales opportunities.

• Create Incentive Programs.
Develop a performance-based incentive plan 
to motivate the salesperson. This could include 
commissions and bonuses for reaching sales targets for 
securing long-term contracts or high-profile projects.

• Monitor and Adjust Sales Strategy.
Regularly review sales performance and adjust 
strategies based on what’s working. This might involve 
tweaking the approach for specific types of clients, 
focusing on particular product lines, or refining follow-
up methods.

Track upcoming projects.

Consistently tracking upcoming construction projects 
allows contractors to get ahead of the bid cycle. Platforms 
like Dodge Data & Analytics and ConstructConnect 
provide visibility into planned and active projects. This 
proactive approach can uncover opportunities and identify 
stakeholders.

Potential Actions:

• Subscribe to Project Databases.
Set up company accounts with Dodge and 
ConstructConnect to access real-time updates on new 
and upcoming projects by location, type, and trade.
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• Filter for Relevant Scopes.
Use keyword and CSI code filters to identify jobs that 
include interior partitions, door frames, ceilings, 
drywall, and other trades you can partner with or 
compete for.

• Track Project Stages.
Focus on projects in the planning and design phases, 
which allow for early contact with GCs, architects, and 
owners, before the bid window opens.

• Assign Monitoring Responsibility.
Designate a team member (e.g., estimator, project 
coordinator, or salesperson) to regularly review and 
report on new listings and high-potential leads.

• Build a Watch List.
Create a list of targeted projects based on size, 
geography, schedule, or client relationships. Update it 
weekly to prioritize outreach and bid preparation.

• Reach Out Early.
Make early contact with decision-makers to express 
interest, clarify scope, or offer budget pricing, especially 
on jobs that match your specialty (like tenant fit-outs).

• Integrate with CRM or Estimating Tools.
Link project data into your CRM or estimating system 
to centralize information, track interactions, and set 
reminders for follow-ups and pre-bid meetings.

• Identify GC Patterns.
Analyze which general contractors are consistently 
winning work in your region. This can help you align 
with the most active builders and target future projects 
more effectively.

• Share Insights Internally.
Regularly share key project leads and trends with 
estimators, operations, and leadership so your team is 
aligned and prepared to act quickly when opportunities 
arise.

Become a dealer or distributor.

Becoming a dealer for a manufacturer or supplier gives 
contract glaziers product access and establishes a direct 
sales relationship with customers. This can differentiate 
the contractor from competitors by offering an additional 
service while gaining a larger share of the value chain. 
Potential Actions:

• Identify Suitable Manufacturers/Suppliers.
Research potential manufacturers or suppliers of 
interior systems. Look for brands that align with your 
company’s expertise, market demand, and reputation. 
Consider their product quality, customer support, and 
market reach.

• Negotiate Exclusive or Preferred Dealer Status.
Establish exclusive or preferred dealer agreements that 
provide better pricing, marketing support, and access 
to high-demand products. Work with manufacturers to 
ensure you have priority access to their products for 
large projects.

• Offer Comprehensive Product Lines.
Expand your offerings by providing a range of products. 
By becoming a dealer, you can provide turnkey 
solutions, making your company a one-stop shop for 
glazing services, interior partitions, and products.

• Develop a Sales Strategy for Products.
Train your team on the new product offerings and 
create a strategy to promote and sell these products 
directly to customers. This could include targeting 
architects, designers, and owners early in the design 
process and showcasing your products as part of the 
solutions you offer.

• Offer Competitive Pricing and Bundling Options.
Use your dealer status to offer competitive pricing to 
customers and create bundled solutions, where clients 
can get both the product and installation from a single 
vendor. 
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• Leverage Manufacturer Marketing Support.
Many manufacturers provide marketing resources 
to their dealers, including promotional materials, 
product demonstrations, and co-branded advertising 
opportunities. Take full advantage of these resources 
to raise awareness of your new product offerings.

• Provide Installation and Service Guarantees.
Offer warranties or service guarantees on the products 
you sell and install. This can provide peace of mind 
to clients and give you a competitive edge in the 
marketplace. Offering service after the warranty is also 
vital to retain relationships with customers.

• Build Relationships with Architects and Designers.
Use your status as a dealer to gain credibility with 
architects and designers who may prefer working with 
a dealer to design and identify a basis of design.

Offer	complete	office	packages	and	bundled	
solutions

Customers may prefer a single point of contact for 
multiple scopes. By offering full office packages, interior 
glass, doors, hardware, accessories, and even furniture 
partnerships, glazing contractors can increase value, 
simplify procurement for the customer, and become more 
competitive in Division 10.

Potential Actions:

• Bundle Scopes.
Combine interior partitions with Division 8 work and/
or other accelerated depreciation scopes.

• Partner with Other Trades.
Collaborate with trusted vendors or subcontractors 
(e.g., flooring, ceilings, furniture) to build all-in-one 
proposals for interior fit-outs.

• Create Marketing Materials.
Develop proposals or brochures that show your 
capability to handle complete packages.

• Offer Tiered Options.
Present good, better, and best bundles to meet various 
budget levels and project types.

• Streamline for Owners and GCs.
Emphasize how bundling reduces costs, streamlines 
coordination, and speeds up installation with a single, 
responsible team.

Perform labor-only for furniture/interior 

partition companies

Many furniture and partition companies/dealers lack 
skilled labor for glass installation, especially on projects 
that require union labor or advanced glazing and problem-
solving skills. By offering labor-only services, glazing 
contractors can fill this gap, build relationships, and 
generate consistent work without having to sell the system 
themselves. This can be a good entry way into the sector.

Potential Actions:

• Approach Dealers and Manufacturers.
Reach out to partition and furniture companies and 
offer your skilled labor for local installations.

• Position as a Certified Installer.
Promote your team’s qualifications, union labor, safety 
record, and glazing expertise to make your company 
the preferred labor partner. Complete manufacturer 
training and certification programs to be listed as an 
approved or preferred installer. Utilize training centers 
for train-the-trainer programs.

• Negotiate Preferred Partner Agreements.
Establish ongoing agreements for labor support on 
regional or national projects, especially for high-
volume clients or rollouts.

• Fill Schedule Gaps.
Use labor-only work to keep crews busy between projects, 
especially if full-scope jobs are seasonal or inconsistent.

• Offer Service Work.
Offering service work can maintain relationships and 
lead to future opportunities.

• Avoid Conflict with Your Sales Strategy.
Make sure this work doesn’t conflict with your full-
scope project goals. Use it to build connections and 
access new markets, not just compete on price alone.
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Influence	designers	and	owners	to	mandate	
AGMT	or	other	glazier-friendly	certifications
When project specs require certified glaziers, it levels the 
playing field and favors qualified installers. Certifications 
like AGMT (Architectural Glass and Metal Technician) prove 
installer competency, support safety and quality, and help 
differentiate trained glaziers from general labor or furniture 
crews. 

Potential Actions:

• Educate Designers and Owners.
Meet with architects, interior designers, and end 
users to explain the value of AGMT. Focus on quality 
assurance, safety, and long-term performance (NACC, 
where applicable).

• Incorporate into Spec Language.
Work with specifiers to include AGMT or apprenticeship 
utilization as a requirement in project documents for 
Division 10 interior partition work.

• Share Case Studies.
Use real examples that highlight issues caused by 
unqualified installers and how certified labor solved 
them.

• Partner with Associations.
Leverage industry groups (e.g., NAGMA, NGA, 
local glazing associations, glaziers union) to push 
standardized language and promote certifications at 
events or in publications.

• Position as a Risk Reduction Strategy.
Emphasize that requiring certified labor protects 
the design intent, reduces rework, and ensures 
professional installation, key concerns for both owners 
and designers.

Influence	friendly	owners	to	specify	interior	
partitions	in	Division	8
Division 10 is often controlled by furniture dealers, leaving 
contract glaziers out of the picture. When interior partitions 
are specified in Division 8 instead, they fall within the 
natural scope of the contract glazier. This shift gives glaziers 
a better opportunity to sell, perform, and control the work. 
Friendly owners, those who already value the relationship 
with the glazier, are ideal targets to help push this change.

Potential Actions:

• Educate Owners on the Difference.
Show how placing partitions in Division 8 benefits 
the project: better contractors, quality control, and 
alignment with skilled labor.

• Provide Sample Specs.
Offer Division 8 sample specifications that include 
interior partition systems. Make it easy for owners or 
their design teams to adopt the change.

• Leverage Completed Projects.
Use past successful installs as proof of concept. 
Show how using a contract glazier resulted in better 
outcomes versus projects controlled by furniture 
providers.

• Work with Their Design Teams.
Coordinate directly with architects and consultants 
tied to the owner. Help guide them on how and why to 
shift the scope into Division 8.

• Make the Business Case.
Explain that the accelerated deductions still apply. 
Also, explain the cost efficiencies, warranty clarity, 
installation quality, and safety benefits of using glaziers 
vs. furniture-based crews.

• Formalize the Ask.
Propose a written or verbal request or guideline that 
specifies interior partitions under Division 8 for all 
future projects.
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Focus on stick-built systems that favor the 

skillset of the glazier

Stick-built systems, which require on-site assembly of 
components, play to the unique strengths of contract 
glaziers, such as precise measurement, custom fabrication, 
and expertise in handling glass. These systems allow 
glaziers to demonstrate their craftsmanship and provide 
value-added services that pre-fabricated unitized or 
modular systems cannot.

Potential Actions:

• Specialize in Custom Stick-Built Solutions.
Develop a reputation for handling complex, high-
quality stick-built partitions, including custom glass 
walls, doors, and unique designs that require expert 
installation.

• Utilize Joint Systems that Favor the Skilled Installer.
Systems like the PurOptima Nebula system requires a 
higher skillset and gives a higher quality outcome in 
both STC and aesthetics. 

• Educate Designers and Architects.
Advocate for the benefits of stick-built systems and 
higher-end joint systems, such as design flexibility, 
customizability, and the ability to accommodate site-
specific conditions, things that prefabricated systems 
may struggle with.

• Educate GCs.
Be prepared to leverage the value engineering process 
with your products. This included comprehensive 
product and performance data.

• Market Craftsmanship and Custom Solutions.
Highlight the precision and attention to detail that 
glaziers bring to stick-built projects, using case studies 
and project portfolios to show successful installations.

• Develop Strong Vendor Relationships.
Partner with suppliers who specialize in materials for 
stick-built systems to ensure you have access to the 
right products and support for complex builds.

• Provide Added Value with Expert Installation.
Emphasize your team’s ability to install custom 
partitions with minimal disruption, focus on durability, 
and meet any specific architectural or design goals set 
by the client.

Educate stakeholders on the value of 

glaziers performing installations of interior 

partitions; an industry initiative by all of the 

glazing industry

There is a misconception that glass interior partitions can 
be installed by furniture installers or non-specialized labor. 
By educating stakeholders, such as owners, architects, 
designers, and general contractors, on the specialized 
skills and quality that certified glaziers bring to these 
installations, the glazing industry can add value.

Potential Talking Points:

• Most glaziers have completed a 3-5 year apprenticeship 
program. These apprenticeship programs include 
interior partition systems, and the workforce acquires 
the skillset to work with aluminum, glass, and hardware, 
the main components of interior partitions. There are 
other trade apprenticeship programs available, but 
the Glazier program focuses on the skillset needed for 
interior partitions

• Journeyworker Glaziers have access to continuing 
education sessions to keep their skills up to date, again, 
relevant to their work: aluminum, glass, and hardware.

Glaziers:
• Have access to training centers with interior partition 

materials to learn the systems before starting the job, 
which increases productivity in the early stages of the 
project and reduces rework.

• Prioritize aesthetics with their skillset. Small things like 
deburring the metal or having tighter system joints lead 
to more aesthetically pleasing interior office fronts.

• Handle aluminum and glass every day. This reduces 
scratches and breakage, improving aesthetics and 
reducing the need for rework, which in turn lowers 
stakeholder costs.

• Miter aluminum at custom angles accommodates out-
of-level floors and customizes the system’s dimensions 
to ensure aesthetics and STC.
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• Understand the system’s STC priorities to ensure the 
system is installed to reach the desired or tested STC. 
This includes identifying issues before installation to 
ensure that the walls, ceiling, and floor are all ready 
for installation and that all parties understand the best 
way to achieve the aesthetics while maintaining STC.

• Are all trained on the same aluminum, glass, and 
hardware skills. Unlike some other trades, there are no 
“B-rates” for “furniture.” Owners get the installation 
they are paying for.

• Have the tools ready and available for their work, as 
the materials used overlap with those in Division 8, 
including aluminum, glass, and hardware. This includes 
layout tools like total stations and lasers.

• Understand the importance of having systems installed 
square. Small tricks, like running a 3-4-5 (Pythagorean 
theorem) to check the layout, make a big difference. 
Not all installers understand these critical steps.

• Cut gaskets to fit long-term, avoiding shrinkage, to 
increase sound transmission class (STC), and improve 
aesthetics.

• Tune doors and hardware at the time of install to 
ensure alignment, latches work correctly, security is 
met, and closer timing is set correctly.

• Ensure that the system is installed correctly, while 
also verifying that the glass has the correct coverage 
and the metal is installed in a manner that won’t 
compromise the entire system.

• Understands the importance of coordinating with other 
trades and workers, as this is a direct carry-over from 
Division 8 work. This ensures safety and productivity.

• Have the ability to read blueprints and follow 
installation instructions. Again, this is something that 
glaziers do every day for architectural glass and metal 
installations.

Contract Glazing Shops:
• Have access to aluminum and glass at their shops to 

make changes on the fly if needed. This may include 
custom brackets for installation, fasteners, trim pieces, 
brake metal, etc. Having a full architectural glass and 
aluminum shop at your disposal ensures that projects 
are completed on time, with access to material for 
extras at a shorter lead time than a non-glass and 
metal shop.

• Have estimators with experience in glass and aluminum. 

Their focus is on the interior partitions, including 
aluminum, glass, and hardware. No distractions from 
other furnishings.

• Have an extensive workforce network, ensuring that 
skilled labor is available and on the job, and that temp 
labor services do not overload a job with individuals who 
lack the necessary skillset to perform the work properly.

• Have glass on hand to cut laminated glass as needed. 
This can be very useful for having an aesthetically 
pleasing, safety-rated, temporary glass while waiting 
on any reorders of tempered glass.

Inoculate Stakeholders

The furniture industry has steadily encroached on interior 
glass partition work by bundling office fronts into larger 
furniture packages and selling their products as the solution. 
This bundling and sales have boxed out the contract glazier 
before they ever see the opportunity. To compete, we must 
get in early, inoculating and educating owners, end-users, 
and general contractors on the superior value of stick-built, 
glazier-installed systems, and equipping the industry with 
the tools to do it consistently.

Potential Actions:

• Prepare for Value Engineering.
Stay ahead of the value engineering discussion with 
stakeholders by emphasizing needs over wants. 
Identify the owner’s core requirements early, then 
leverage the wants to sell your system and installation. 
Value engineering should be viewed as an opportunity 
to solve the customer’s problem. Identify the problem, 
then propose your solution.

• Create a Value Proposition Toolkit.
Contract glaziers need ready-to-go sales decks, spec 
sheets, STC comparisons, tax benefit flyers, and side-
by-side system evaluations to take to early meetings 
with owners, designers, and general contractors (GCs).

• Focus on Value.
Furniture reps often win by selling bundled 
convenience. Glaziers must instead sell aesthetics, 
acoustics, flexibility, and long-term value, not just the 
package. Have this conversation with stakeholders to 
show the value proposition the contract glazier offers.



Best Practices for Demountable Interior Glass Partition Market Share Growth20

• Talk About Tax Incentives.
Communicate the tax benefits of accelerated 
depreciation early in stakeholder conversations, 
ensuring stakeholders know they will receive tax 
opportunities regardless of who sells the job.

• Know Your Competitors.
Identify the major competitors in your market. 
Understand the sales approach they take. Increase 
your approach to equal or outperform the competition. 
Devalue your competitors’ focal points while promoting 
the contract glazier proposition. 

• Consistently Attend Conferences.
For example: NeoCon, AIA conventions, and the Glass 
conventions. Attending is educational and allows contact 
glaziers to get ahead of the work. Being consistently 
present can create strong working relationships with 
suppliers, architects, and manufacturers.

Union reps can boost glaziers on composite 

crews in supported markets

In markets where union agreements allow multiple trades 
to collaborate on interior partition installations, union reps 
can advocate for glaziers to be included and/or added to 
composite crews. This is beneficial for the industry because 
it ensures market share retention and keeps competing 
trades at bay.

Potential Actions:

• Engage with Union Reps.
Work closely with union representatives to ensure 
glaziers are included on composite crews when 
the project scope involves multiple trades or union 
requirements.

• Highlight Expertise.
Promote the specialized skills glaziers bring to the 
installation process, such as working with glass, custom 
fittings, and Division 8 crossover materials that other 
trades may not be as experienced with. Safety training 
and proper installation training are paramount.

• Assign or Negotiate.
Ensure that labor agreements, like PLAs, explicitly 
include glaziers for work assignments or composite 
crews on relevant projects. Even if you are not 
the contractor performing the work, ensuring the 
assignment goes to the glazier brings value to the 
industry.

• Promote Safety and Quality.
Advocate for union-certified glaziers as a way to 
reduce installation errors, ensure safety on site, and 
guarantee the long-term durability of the installations. 
Highlight the advantages of working with experienced, 
certified labor to avoid costly delays or rework.

Perform service work to develop 

relationships

Service work provides an opportunity to engage with 
customers regularly and build long-term relationships. By 
offering maintenance, repair, or small-scale installation 
services, glazing contractors can position themselves as 
trusted partners for ongoing needs, which can lead to more 
significant contracts.

Potential Actions:

• Offer Maintenance Contracts.
Provide clients with routine service agreements for the 
ongoing maintenance of installed glass partitions and 
other architectural glass and metal products. These 
contracts can ensure consistent revenue and create 
future opportunities.

• Provide Emergency Repairs.
Position your company as the go-to provider for 
emergency glass repair, window replacement, system 
adjustments, and more.

• Create Service Packages.
Bundle service work with new installations. For 
example, offer a discounted service for a year or priority 
response for clients who have recently completed a 
project with your company.
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• Follow-Up Service Calls.
After completing a major installation, check in with 
clients to ensure satisfaction. Offering additional 
services, such as inspecting the system or addressing 
minor issues, shows a commitment to quality and 
builds a positive relationship.

• Showcase Expertise Through Service.
Use service work as a platform to demonstrate your 
skills and knowledge of industry standards. This can 
reinforce your reputation as an expert, which may lead 
to new business opportunities.

• Build a Referral Network.
Satisfied service clients are more likely to refer you to 
others. Provide incentives for clients who refer new 
business or offer them discounts on future services.

Publish successes - share best practices for 

other glazing contractors to follow

By showcasing successful projects and sharing best practices, 
contract glaziers not only demonstrate their expertise and 
commitment to quality but also position themselves as 
leaders in the industry. This can add credibility, increase 
visibility, and create a positive reputation for contract 
glaziers in the interior partition market.

Potential Actions:

• Create Case Studies.
Document successful projects, highlighting challenges 
overcome, innovative solutions, and positive outcomes. 
Share these case studies through industry publications, 
newsletters, or on your website to provide real-world 
examples of positive outcomes.

• Write Blog Posts or Articles.
Regularly publish articles or blog posts that detail 
successful projects, installation tips, or insights on 
industry trends. This helps position the glazing industry 
as an authoritative source of information on interior 
partitions.

• Participate in Webinars or Workshops.
Share your expertise by participating in webinars or 
workshops that showcase your successful projects and 

the processes behind them. Focus on specific aspects 
of the work that other contract glaziers can learn 
from, such as efficient installation techniques or risk 
management.

• Contribute to Industry Magazines and Journals.
Offer articles on best practices, new technologies, or 
project successes to industry-specific publications.

• Create a Resource Library.
Build an online resource library that includes 
downloadable guides, checklists, and success stories 
for other contract glaziers to reference.

• Participate in Panel Discussions or Conferences.
Share experiences at industry events or conferences. 

• Use Social Media to Highlight Successes.
Share photos, videos, and success stories on social 
media platforms. Showcase completed projects, 
behind-the-scenes processes, and client testimonials 
to demonstrate the work and encourage engagement 
with other stakeholders and partners.

Partner with your local training center

Although the glazier’s skillset already aligns with the work, 
intentional, system-specific training helps ensure consistent 
quality, safety, and professionalism on these jobs. 

Potential Actions:

• Work with Local Union Training Centers.
Coordinate with JATCs to introduce or enhance training 
modules that include interior partition installation, 
system assembly, hardware, and acoustics.

• Support Apprenticeship Curriculum Updates.
Support apprenticeship programs that include relevant 
instruction on demountable walls, stick-built systems, 
and associated hardware.

• Offer Journeyworker Upgrade Courses.
Partner with training centers to develop and encourage 
ongoing education for experienced glaziers, expanding 
their skill set in the interior partition sector.



Best Practices for Demountable Interior Glass Partition Market Share Growth22

• Host Manufacturer and Preferred Installer Trainings.
Bring in partition manufacturers to lead certification 
classes and hands-on demos at your training center. 
Promote your team as a factory-approved installation 
partner.

• Establish Train-the-Trainer Programs.
Equip instructors with the skills and tools needed to 
replicate training at scale and ensure consistency.

• Promote NACC and AGMT Certification.
Encourage your workforce to pursue AGMT certification 
and utilize training centers that offer testing. Highlight 
this credential when bidding on jobs or engaging with 
designers and owners. Promote your company’s NACC 
certification when bidding on jobs or engaging with 
designers and owners.

• Market Your Commitment to Training.
Let GCs, designers, and owners know your team is 
trained for the work. This builds trust and differentiates 
your company from furniture-based or non-union 
installers.
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Tax Savings Through Accelerated 
Depreciation

Contract glaziers, sales teams, and industry 

representatives must understand accelerated 
depreciation to speak confidently with owners, 
developers, and end users about potential tax 
savings.

Building improvements typically fall under the 39-year 
depreciation schedule. However, interior partitions 
typically fall under a 7-year depreciation schedule for tax 
purposes, meaning their cost is written off over a 7-year 
period. Also, under Section 179 and bonus depreciation 
rules, businesses may be eligible to fully deduct the cost in 
one year, rather than spreading it out over multiple years. 
This accelerated option, up to $1,225,000 in 2025, can 
significantly reduce an owner or end user’s tax burden in 
the year the partitions are installed.

A common misconception is that specifying interior 
glass partitions in Division 10 is necessary to qualify for 
accelerated depreciation. This simply isn’t true. “The IRS 
determines eligibility based on the product’s characteristics 
and installation, not its specification division,” says William 
Harbeson, Director of Energy Incentives at Capstan Tax 
Strategies. In other words, owners can still claim the 
tax deduction for demountable partitions, regardless of 
whether they are specified under Division 10 or Division 8.

If the interior partition was listed under Division 10, it 
may be easier to defend the position that the wall is non-
permanent and movable. However, this can also be done 
when listed in Division 8. Some things that may help 
with this are adding interior partitions after the original 
construction contract, describing the products or system 
as removable or modular, having a tenant-specific design, 
and conducting a cost segregation study. If the IRS sees the 
interior partitions as an essential piece of the building, they 
may be categorized under 39-year depreciation, so how 
they are described, sold, and installed matters.

Here is the criteria for demountable walls to qualify for 
accelerated depreciation:

• Non-Permanent Installation:
They are not intended to stay in place permanently.

• Ease of Installation and Removal:
They can be installed and removed quickly and with 
little expense.

• No Damage Upon Removal:
Their removal does not cause damage to the building.

• Non-Load-Bearing:
They do not support any structural load.

• Passive Function:
They serve the passive function of protecting tenant 
assets.

• Post-Construction Installation:
They are not installed during the building’s initial 
construction.

• Tenant-Specific:
They are not meant to remain when a tenant vacates 
the space.
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Strategy Over Time

The demountable interior glass partition market 
hasn’t been built with the contract glazier in mind; 
it’s been shaped around furniture dealers, distributor 

networks, and long-standing purchasing patterns 
that favor others. Gaining meaningful market share 
won’t come from isolated tactics or short bursts of 
effort. It will take a coordinated, long-term strategy, 
executed consistently over years, not months.

Contract glaziers, manufacturers, unions, and associations 
must align around a shared plan. That means defining clear 
goals, staying committed to long-term action plans, and 
making adjustments. It means showing up in places where 
contract glaziers have historically been absent, such as at 
the design table, in sales, in procurement conversations, 
and inside the bid packages of Division 10. Historically, the 
contract glazier has been reactive, not proactive, in this 
space.

Large-scale market share changes in the interior partition 
arena won’t come from one company or region acting 
alone. It will come when the entire industry works together 
with intention, patience, and consistency.

NAGMA Can Help

Founded in June 2020, the National Architectural Glass and 
Metal Association (NAGMA) began with one goal in mind: 
to further the industry as a whole by promoting jobsite 
safety and quality workmanship. NAGMA works with 
the IUPAT, industry stakeholders, local associations, and 
signatory union members in an effort to ensure that safe, 
quality work is the outcome for every project. By doing so, 
market share preservation and growth can occur. NAGMA 
creates tailored support and solutions that allow member 
contractors to move forward with confidence.



Get in Touch

If you’re a contractor looking for new opportunities, now’s 
the time to get involved in demountable partitions. The 
glazing industry needs more of us stepping up to lead this 
work, and glaziers are the best installers for any glass and 
architectural metal installation. Reach out to your local 
IUPAT representative, NAGMA, or the IUPAT Glaziers for 
more resources.

For additional information, please visit:

https://www.nagmassociation.org

https://www.iupat.org

https://www.nagmassociation.org
https://www.iupat.org

