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Choosing the right  

Stained Glass Studio for  

your Church’s Needs



Our clients often ask us for the magic formula to choosing the right 
studio. While a studio cannot do this for you, there are ways to sort 
through the information and make a quality selection, and we can 
help with that.

Google is everyone’s favorite place to start for all their new 
projects these days. This will give you a wide variety of choices. Scal-
ing down and prioritizing what’s important helps to decide who to 
invite to submit a proposal.

DECIDING WHO TO INVITE  

TO submit a proposaL
Ask....
1. How long have they been in business? Experienced businesses are 

truly the best at caring for your church communities treasures. A 
lot of complexity can come from years of wear and tear on win-
dows. An experienced team is best prepared for those challenges. 

2. Ask for specific experiences. Do they have experience with  
church windows and the particular service you need such  
as repair, restoration, protective covering, new windows,  
and framing?

3. Before inviting the 
team to bid, ask the 
studio to send refer-
ences over a five-year 
period of business. 
Contact recent refer-
ences upfront. Talk to 
those references from 
projects that have 
been completed in the 
recent past. They have 
already completed 
a project similar to 
what you are about 



to undertake and it’s in their recent memory. As a broader view, 
check the Better Business Bureau as well.

For financial history, you can also check their status with 
Dunn & Bradstreet and their state’s business records.

From their answers, you should get an idea of consistency. 
Those consistencies should give you an idea of the company’s 
work and operations. 

Obviously, companies generally provide only positive refer-
ences, so it is important to request at least five references and fol-
low up with state websites regarding contracting in the states they 
are licensed. Pick several references and contact these customers. 
We suggest you contact the most recent church committees, as it 
may be hard to talk with someone familiar with the project from 
several years ago. the project? 

4. Request evidence of their financial viability and stability. A  
letter of reference from their bank and/or a Dunn and Bradstreet 
report provides evidence that they will be there when you need 
them next. 

If they have, this suggests that they are doing something right 
to maintain operations as with most businesses. Remember that 
sometimes people report information incorrectly, so be very 
direct and ask the potential studio to explain any items that are 
not clear. Be aware that some companies have used variations of 
names to avoid creditors.

Once you determine a set of companies that meet this crite-
ria, ask them to come out and view your project. We recommend 
limiting the proposal process to a manageable number of poten-
tial vendors, between 3 and 5. 

HOW DO WE GET COMPARABLE BIDS?
“How do I get an apples to apples bid?” Unlike many industries, 
stained glass is extremely specialized. Often, others do not know the 
terms and jargon outside the industry. This makes reading the bid-
ders proposed scope of work difficult as the jargon is not standard-
ized and often exclusive to the particular company.
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Collect the bids and compare them. 
Churches often are confused by the terminology different stu-

dios use. Please ask for an explanation of each specification so you 
can fully understand and correctly compare each studio.
��Request that the work is itemized per each window with all 

windows fully listed in the proposal.

��Request a description of each service recommended for the 
window and the benefit to your church. As many industries do, 
this industry lacks consistency and regulation. It is made up of 
smaller companies started by craftsmen and artists who took a 
hobby and changed it into a career. While this is certainly admi-
rable, these individuals often do not have the knowledge of all 
the facets of the business or even of the stained glass medium. 

Ask the contact the following questions: 
a. Did the company complete the job on time? 

b. Did the company and job supervisor communi-
cate with you during the project? 

c. Did the crew clean up well and work around your 
services, activities, etc.? 

d. Did the company complete the contract in  
a skillful manner? 

e. What type of work did they do?  
(repair, re-lead, covering, etc) 

f. Overall, were you satisfied with 
 the project? 



Professional studios often compete with specifications written by 
amateur companies. This is why we diligently work to educate our 
clients. Often a simple understanding of terms and jargon will allow 
the church to see the correct scope of work.

Some studios specialize in a certain type of work. For example, a 
studio that creates a number of new windows will often bid restora-
tion projects as a complete re-lead. This scope of work fits into their 
business operations easier. An on-site restoration project may be 
impossible since they do not have the expertise or the manpower to 
complete the work that may best serve the client. For example, a stu-
dio that does not do new windows may not recommend re-leading 
when needed as it cannot be easily completed at their facilities.

It is important that you ask each reference what type of work was 
performed. This assures that the studio has the skills to provide the 
church with an unbiased scope of work based on what the church 
needs instead of what the studio needs to sell.

Both studios make a strong case for their approach but we are 
left with a confused committee and an unclear idea of what is best 
for their church’s needs. The most important part of the process is 
that you get to ask all of your questions, are feeling educated and are 
comfortable with your choices.
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NOW THAT YOU’VE CHOSEN WHO 

YOU WOULD LIKE TO WORK WITH
The contract...
Be sure the proposal/contract clearly itemizes each service per win-
dow. All materials should be specified and spec sheets provided as 
available. 

It is also a good idea to request solid deadlines of completion. 
Make sure the payment terms are detailed and specific and should 
not be paid ahead! Be sure each stage is fully completed and you are 
satisfied before authorizing payment.

All consumers are looking for a solution to their problem and want 
that solution guaranteed for as long as possible. In the stained glass 
industry, guarantees can range from zero to 20 years and can cover 
the entire project or just the workmanship.

In some cases, smaller studios make guarantees that they cannot 
fulfill because they are not around long enough to honor their guar-
antee. The best guarantee is to have the work completed correctly in 
the first place. Make sure the proper products are used and that the 
company performed all work in a quality manner. 

A five to ten year guarantee against any defective workmanship is 
appropriate. A church can also protect itself by inspecting stages of 
the project prior to final payment. 

As a pastor or committee member, others have put their con-
fidence in you and in your abilities and stewardship. Honor their 
confidence by doing your homework! Remember, you get what you 
pay for and you pay for what you get. Your valuable stained glass 
windows are no exception!



Common Pitfalls when  
Choosing a Studio
“We selected a glass company to put up covering because our  
stained glass already looks good. The glass is in good shape and  
doesn’t need repairs.”

Did a professional stained glass person tell you they did not need 
work? Does the glass company know stained glass? The opinion of 
someone not experienced in historic stained glass should not be  
followed as these are very valuable windows. 

STAINED GLASS EDDIE SAYS 

IF YOU NEED BRAIN SURGERY, YOU WOULD  
NOT GO TO THE VET BECAUSE HE IS A GOOD  
VET AND A NICE GUY WHO IS CHEAP.  
SO WHY WOULD YOU DO THE SAME FOR  
YOUR CHURCH’S PROPERTY?
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ARE ALL THE CARS YOU BUY 

MADE IN YOUR HOME TOWN? 

OBVIOUSLY NOT, SO WHY IS  

THIS STATEMENT RESPONSIBLE  

IN THE STAINED  

GLASS INDUSTRY?

“We wanted to go with the local guy.”

This rationalization as being a benefit to serving the church 
isn’t appropriate unless that company has the right creden-
tials. There are few quality companies doing this work so 
rarely is this statement correct. 

STAINED GLASS EDDIE ASKS 
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“YOU PAY FOR WHAT YOU 

GET AND GET WHAT YOU  

PAY FOR-ALWAYS.

“We bought from that company because they 
are less expensive.” 

This is great if it’s also the best product, best 
service and is guaranteed craftsmanship. 

AS STAINED GLASS EDDIE ALWAYS SAYS 
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If you would like 

to get started with 

your new stained 

glass project,  

contact us today.

info@associatedcrafts.com


