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Case Study: Air Space 12
by Stephen Barlas

From fire modeling to draft 
curtains to elaborate sprin-
kler systems, this museum 
had to make accommoda-
tions for more fire protec-
tion concerns than almost 
any museum in the world.

Case Study: Quiet Coverage 20
By Corrina Stellitano

With 1.2 million visitors per year, the new 
250,000 square foot Salt Lake City library needed 
security systems that would be 
nearly invisible.

Life Imitates Art 24
by Barbara A. Nadel, FAIA

Experts estimate 85% of all 
museum thefts are inside jobs. 
Find out why even with all the 
advances in security technology, it’s easier to rob 
a museum today than at any time in the past.

The Role of 30  
Glass in Fire 
Protection
By Jerry Razwick

Strategically placed 
sprinklers and 
extinguishers can 
make a huge differ-
ence in how quickly 
a fire is suppressed, 
but compartmen-
tation and other 
forms of passive 
fire protection are 
being overlooked 
by designers.
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Case Study: New  36 
Forms and Functions of 
Fire-rated Glazing
By Diana San Diego

Architects designing 
spaces for public build-
ings like libraries and 
museums are starting 
to utilize fire-rated 
glazing to meet their 
aesthetic goals while 
still complying with 
local building codes.

Access Control: Delivering Security, 40 
Life Safety, and Convenience: 
By T.J. Gottwalt, AHC/CDC, CSI, CDT

Doors and hardware, essential elements of 
an access control system, constitute less than 
two percent of overall construction expenses, 
but statistics show they figure in about 25 
percent of all punch 
list items at project 
closeout.

Boston: So Much 46 
to See… So Little Time!
With over three cen-
turies of history, art 
and culture, Boston 
is a world-class desti-
nation where people 
with every type of 
interest will find 
something to enjoy. 
Find out what’s in 
store for you in this 
year’s host city!
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Everyone worries about the security of high profile 
targets like government facilities or airports, 
but what about soft targets like Libraries and 
Museums? D&H takes a closer look at what’s 
being done to enhance the life safety and security 

calendar contr ibutors

Doors & Hardware is a publication of the Door and Hardware Institute 
whose focus is on advancing the life safety & security of the built 

this  month

au gus t  20 0 8 — L i b r a r i e s/M u s e u m s

 I N  M E M O R I A M
 DHI Member Belated Obituary:

V INC EN T J . SCOT T I, A HC , Life Member of the Door and Hardware 
Institute (DHI) and Recipient of the 1994 Founder’s Memorial Award, 
passed away after a brief illness.

Mr. Scotti worked for American Hardware, nee Emhart, Hillsberg 
& Gough NYC, and Essex Industries. He was a member of the 
Six Continent Club, and traveled to 64 countries. Vincent will be 
remembered as a dedicated hardware man, husband and father.

DHI members and staff extend their sympathy to the family, friends, 
and colleagues of Vincent J. Scotti, AHC.

For his dedication and contributions to the openings industry—our 
thanks and appreciation.
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I 
RECENTLY HEARD AN INTERVIEW 
BY  
Fox News Business beat with Sam Zell, 

one of the most successful investors in our 
country. Zell is a U.S.-born billionaire and 
real estate entrepreneur and co-founder and 
Chairman of Equity Group Investments (Equity 
Group Investments, LLC, has spawned three 
real estate public companies, including: Equity 
Residential, the largest apartment owner in 
the United States; Equity Office Properties, the 

largest office owner in the 
country; and Manufactured 
Home Communities, a mobile 
home company). Zell is also 
Chairman of Capital Trust 
Inc., a finance and investment 
management company 
focused on the commercial 
real estate industry. In 
my opinion, Mr. Zell is an 
authority on the economy 
and has been one of the 

most successful investors during the past few 
years. The interviewer asked him, “Are we in a 
recession?” and what was his response? “No, we 
are not in a recession- however if the politicians 
and media continue to ‘talk down’ the economy 
we will get there.” That is reassuring! 

If the commercial real estate market slows down, 
clearly our industry will feel the impact. What we 
need is a “recession proof” business! There is one 
on the horizon—but it’s going to take an industry 
(no, not a village, but an industry) to make it 
successful. The inspection business is just such a 
business model.

While participating in an education session for 
fire marshals sponsored by the Foundation for 

the Advancement of Life Safety and Security, we 
discussed with over one hundred fire marshals 
the potential financial impact on building owners 
once we start conducting inspections. One fire 
marshal confidentially proclaimed that “the 
financial burden of an owner cannot come into 
play when requiring a building to be brought up 
to code—thus it is not the concern of fire marshal 
community.” Now I am not suggesting that he 
spoke for all one hundred fire marshals- but no 
one disputed the comment. 

The bottom line is that a major component of 
life safety and security is dependent upon fire 
door assemblies meeting code. We also know that 
there is a lot of work that has to be undertaken 
to bring our country’s infrastructure up to code. 
However, code compliance is not dependent upon 
the economy! Bottom line—if it is not dependent 
on the economy then it doesn’t matter if we are in 
a recession!

Powerful words, but as an industry we have 
our work cut out for us. We need to embrace this 
opportunity as we are the most qualified to play a 
role as inspectors. We have the knowledge, we can 
offer the solutions, and we can partner with the 
end user to manage their architectural openings 
better than any other industry. So what is holding 
us back? As in most industries, there are leaders 
and followers—the leaders are already moving 
forward and creating the business model that 
works best for their company. Early adopters have 
already identified the best companies to serve 
and created the brand name within the building 
inspection community, giving them a clear advan-
tage. With the inspection model launched, these 
companies will be positioned to weather a poor 
economy (whether officially a recession or not) 
and they will be prepared to withstand future 

Are We in a “Recession?”

i n  T O U C H

By Jerry S. Heppes, Sr., CAE 
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F 
OR THE PAST FEW MONTHS, THE  
Foundation has been working to create 
awareness at the state and local level 

in regards to the fire door inspection program 
and this industry’s role in school security. The 
July issue of D&H contained an overview of our 
congressional activity, and in this issue you will 
find a summary of our work at the state level. 

As the awareness for our programs grows, along 
with the budget to support these efforts, our objec-
tive is to have the ability to reach out to each and 
every state. The points below are areas where we 
have had the most response and are an indication 
of the positive feedback we have received. 

n  The Foundation has been in contact with 
Connecticut Department of Emergency 
Management and Homeland Security. 
Home to Department of Homeland Security 
chairman, Senator Joe Lieberman (I-CT), 
Connecticut was a natural fit for seeking 
grant money and the Foundation is in the 
process of submitting paperwork to fund a 
program that would address school security 
training there. 

n  We are currently in discussion with the 
chairman of the Illinois Terrorism Task Force 
Training Committee and the director of the 
Illinois Fire Service Institute. The committee 
plays an important part in the state’s home-
land security funding decisions and these 
discussions will lead to the submission of 
grant applications and additional contacts for 
the state’s safe schools efforts.

n  The Foundation is working with multiple 
state training agencies to provide the fire door 
inspection training classes, Fire-Rated Doors, 
A Guide to Field Inspections at the state level 
that would include participation by homeland 
security and higher education officials. We 
are working with training managers at the 
Emergency Management/Homeland Security 

Departments and the agency’s Higher 
Education Advisory Board to arrange training 
for the fire door inspection initiative. 

n  In June, the Foundation completed the Fire-
Rated Doors, A Guide to Field Inspections 
training class in Augusta, Maine with very 
positive feedback from the state fire marshal’s 
office and a request for a return visit. We have 
been in discussions with those in charge of 
funding for the Maine Homeland Security 
Department that will lead to the submission 
of grant applications to potentially fund addi-
tional training programs in Maine. 

n  We have had a number of meetings with 
the heads of fire service training for state 
level fire academies. These meetings are 
intended to educate them on our AHJ training 
initiative. 

n  In Virginia, discussions with the Office of 
Commonwealth Preparedness provided the 
Foundation with the steps that are needed to 
participate in the state’s homeland security 
funding program, including submitting the 
official paperwork to be designated a certified 
vendor in the state. Every group must have 
this vendor designation, and the Foundation 
has begun the process of submitting the 
information. 

I can’t stress enough that the Foundation will 
look at every opportunity that presents itself. We 
solicit the support of every DHI member and ask 
that if you have inroads at the state and local level, 
please feel free to contact me so that we can take 
action. The process is long, but necessary, and 
your continued support of the Foundation enables 
us to continue this important work.  

Bill Johnson can be reached at bjohnson@dhi.org or (703) 766-
7039. For more information on the Foundation, please visit www.
lifessafetysecurity.org.

Foundation’s Efforts  
 at the State and Local Level

By Bill Johnson, Managing Director, 
Foundation for the Advancement of Life Safety and Security

l i fe  safet y  & securit y  FOUNDATION
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TANDING IN THE MIDDLE OF THE BRIDGE 
across the 248-foot-wide (76-meter-wide) center of 
the Steven F. Udvar-Hazy Center at Dulles Airport 
makes one think of the awe with which the biblical 
Jonah must have viewed his cavernous surround-
ings after he was swallowed by the whale.

Antique airplanes hang from a barrel-vaulted 
ceiling 10-stories high. At the far side of the museum, a 
second, higher walkway runs almost the entire length of 
the three football-fields-long structure at right angles to the 
lower walkway. Those two perches let observers look up and 
out at an amazing collection of historic planes, such as the 
Enola Gay and the SR-71 Blackbird, some of which had been 
in storage since well before the Smithsonian Institution’s Air 
and Space Museum opened in 1980.

The Udvar-Hazy Center, the new Smithsonian avia-
tion museum, which opened in December 2004, is built to 
resemble an airplane hangar-which isn’t much of a design 
leap since its Raison d'être is to display the aviation artifacts 
that didn’t fit into the Air and Space Museum in downtown 
Washington, D.C., 25 miles from Udvar-Hazy in Virginia.

In 1999, Udvar-Hazy, chair and CEO of International Lease 
Finance Corporation, pledged $60 million for the new compan-
ion facility at Dulles Airport in Virginia. At the time, it was the 
largest-ever contribution by an individual to the Smithsonian 
Institution. He later increased his pledge by $5 million.

In an architectural sense, Udvar-Hazy mimics the U.S. Air 
Force (USAF) Aviation Museum at Wright-Patterson Air Force 
Base outside Dayton, Ohio. That museum features three, 
hangar-like structures sitting side by side, the first built in 1971 
and measuring 800 square feet (74 square meters) by 240 square 
feet (22 square meters). However, the steel truss-construction 
Udvar-Hazy is considerably longer, and its square footage is 
one-third greater than the USAF museum’s first building.

by Stephen Barlas

c a s e  S T U D Y

S
A I R  SPAC E★

★

★
The Bucker Bu-133C Jungmeister, hanging upside 
down to demonstrate one of the many aerobatic 
maneuvers it performed during its time as a thrilling 
air show performer. The photo of the Boeing Aviation 
Hangar at the Udvar-Hazy Center also shows the 
red, white and blue de Havilland-Canada DHC-1A 
Chipmunk, Pennzoil Special; the second Learjet ever 
built, hanging to the left; the Global Flyer hanging in 
the center; the first Air France Concorde on the floor 
on the left and the Boeing Stratoliner on the right.

Credit: Photo by Dane Penland, National Air and 
Space Museum, Smithsonian Institution
Copyright: Smithsonian Institution
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But it isn’t only the size of the 
Udvar-Hazy that makes it unique. 
So do some of its other features, 
including a 164-foot (49-meter) glass-
enclosed observation tower and a 
separate restoration hangar-not yet 
built-where planes will be worked on 
inside a visitor-friendly viewing area.

“This was a once-in-a-lifetime proj-
ect,” says John O’Neill, a partner at 
The Protection Engineering Group, 
PC. O’Neill worked on the project 
while at Gage-Babcock & Associates, 

which was hired to design the 
structure’s fire protection systems by 
project architect Hellmuth, Obata, & 
Kassabaum (HOK).

“It is not often you have a museum, 
industrial space, and an IMAX 
theater in the same location, much 
less a collection of some of the most 
important air and space artifacts the 
United States has,” O’Neill says.

Looking up from the Udvar-Hazy 
bridge at the aerial artifacts dangling 
like Christmas ornaments, it’s easy 
to understand at least some of the 
fire protection design challenges the 
museum posed. Take the sprinkler 
system, for example. Snaking in and 
out of the airplanes, the intercon-
nected piping would have looked 
like a crooked jungle gym.

Instead, 24 white sprinkler pipes 
2 inches (5 centimeters) in diameter 
and 280 feet (85 meters) long run up 

the arched museum roof like ribs, 
following the contour of the ceiling. 
Each pipe has a 4.9-degree bend 
every 10.6 inches (27 centimeters). 
The piping feeds the branch lines, 
which feature 4,600 Viking pendant 
and upright quick-response sprin-
klers. The number and placement of 
die sprinklers was dictated by NFPA 
13, Installation of Sprinkler Systems.

“This is the most unique sprinkler 
application I have seen in 25 years,” 
says Vince Caponi, battalion 

chief and fire marshal for the 
Metropolitan Washington Airports 
Authority (MWAA).

As the first responder for the 
museum, MWAA had a consider-
able interest in making sure Udvar-
Hazy was well protected and acces-
sible. Caponi was involved in all fire 
protection engineering decisions, 
even making some key decisions on 
his own. For example, fire brigade 
access to the museum was initially 

planned for the back of the build-
ing, through the restoration hangar, 
which was the shortest distance 
from MWAA’s fire station. Because 
of funding problems, however, that 
hangar has not yet been built.

“When funding for the restoration 
hangar was delayed, Vince allowed 
the building to be flipped, with 
the fire panel in the entrance of the 
building,” says Walter Urbanek, the 
project manager for HOK.

The route the vintage airplanes 

would take to the museum raised 
fire protection issues of its own. 
Both Caponi’s fire trucks and the 
planes flown into Dulles and then 
towed from there to the museum 
take Haul Road, which runs behind 
the museum. Ross Mowery, a 
Smithsonian fire protection engi-
neer who was heavily involved in 
Udvar-Hazy’s construction, says 
deciding whether to let the old 
planes motor over to the museum 

Boeing B-29 Superfortress 
“Enola Gay” (above);
Photo Credit: Dane Penland 
NASM,  
Copyright: Smithsonian 
Institution

The Lockheed SR-71 Blackbird 
in a storage hangar at Dulles 
International Airport before 
transport to the Steven 
F. Udvar-Hazy Center.
Photo Credit: Eric Long/NASM
Copyright: Smithsonian Institution ★
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under their own steam or tow them 
was a critical issue. NFPA 403, 
Aircraft Rescue and Fire Fighting 
Services at Airports, defines the 
various on-airport “movement 
areas” and provides different crash 
rescue requirements for each. 
Aircraft moving under their own 
power, carrying fuel, pose a more 
significant risk than towed aircraft, 
defueled for museum display.

“Had we decided to allow the planes 
to move themselves, the FAA may 
have required us to build MWAA 
another fire station close by the 

museum,” says Mowery, only half in 
jest. As it is, the Smithsonian leases 
the land for the new museum from 
MWAA, which used some of those 
lease payments to buy a new fire truck.

Of course, NFPA fire codes and 
standards were a big factor inside 
the building, too. Two open-topped, 
glass elevators at either end of 
the skywalk rise about 45 feet 
(14 meters) from the floor of the 
museum to the gleaming, black 
metal walkway. The roof is 55 feet 
(17 meters) above the elevator’s 
highest point.

“We weren’t sure what to do 
there,” explains Craig Barham, vice 
president of Capitol Sprinkler, the 
sprinkler installer. “Under a strict 
reading of NFPA 13, we would have 
had to run sprinkler pipes either up 
the sides of the elevator or dropped 
them from the ceiling and attached 
the sprinklers that way.”

However, NFPA 13 permits some 
latitude based on the number of 
stops an elevator makes and its 
height. Depending on those factors, 
an open-top elevator might not need 

sprinklers. The final decision was to 
forego the sprinklers.

There was also substantial discus-
sion over the design of the sky walk-
way itself. The Virginia Uniform 
Statewide Building Code cites NFPA 
101®, Life Safety Code®, on egress 
distances, requiring the most remote 
point of the building be no more 
than 250 feet (76 meters) from an 
exit. It would have been impossible 
to satisfy that requirement since 
the elevated walkway’s center point 
is 420 feet (128 meters) from the 
nearest exit. To keep the panorama 
of the antique planes the walkway 
provides, Gage-Babcock applied to 
the state of Virginia for a variance.

The MWAA Building Codes 
Department granted the variance 
request based on fire modeling Gage-
Babcock did using the fire dynamics 
simulator (FDS) developed by the 
National Institute of Standards and 
Technology (NIST). Gage-Babcock 
determined that, by the time smoke 
from a fire reached the hangar’s ceil-
ing, then descended to the level at 
which museum-goers congregated, 

★

The Udvar-Hazy Center include hanger like architecture and a 164 foot glass-enclosed observation tower. Photo Credit: Dane Penland, NASM, Copyright: Smithsonian Institution
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someone standing at the mid-point 
of the walkway would, in fact, have 
time to reach an exit.

Gage-Babcock’s use of the FDS at 
Udvar-Hazy was the first time that 
software was used in the field by a 
private fire engineering firm, accord-
ing to Kevin McGrattan, a mathema-
tician at NIST’s Building and Fire 
Research Laboratory. It hadn’t even 
been officially released at the time. It 
was still being tested in conjunction 
with an NFPA Research Foundation 
study of the interaction of sprinklers, 
roof vents, and draft curtains in 
warehouses and big-box retail stores. 
As part of the study, full-scale rack 
storage fire tests were conducted 
at Underwriters Laboratories in 
Chicago. McGrattan used the FDS to 

simulate the UL tests and compared 
the results he got to the fire test 
results. The favorable comparison 
of model and experiment convinced 
Gage-Babcock that the model could 
be used to simulate smoke move-
ment in the new museum.

“Getting that variance was 
extremely important, because 
the length and placement of the 
walkway had been designed with 
optimal viewing of the exhibits in 
mind,” explains O’Neill.

Gage-Babcock designed some 
unique fire protection solutions 
elsewhere, too. There is no separate 
audible fire alarm system in the 
main hangar or the space hangar, 
which is still under construction. 
Their height, concrete floors, and 

general acoustics would have 
rendered useless any fire speaker 
system, since they typically are 
not as clear or powerful as a public 
address system. That’s why Charley 
Hahl, the Gage-Babcock principal-
in-charge, decided to use higher-
fidelity public address speakers for 
the fire alarm system. This move 
was consistent with NFPA 72®, 
National Fire Alarm Code®.

The fire alarm system has priority 
over the building’s public address 
system announcements, and the 
public address system is supervised 
for trouble conditions that might 
impair its ability to sound an alarm. 
The fire alarm system automati-
cally turns off exhibit audio-visual 
displays during alarm conditions.

Photo Credit: Dane Penland, NASM, Smithsonian Institution
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The impact of foregoing a separate 
fire alarm speaker system is lessened 
by the fact that the museum has a 
large security force who would easily 
be able to locate all visitors quickly in 
the museum’s open space.

Given the location of the museum 
near the busy Dulles Airport, 
heightened concerns about terrorism, 
and revelations about fireproofing 
coming out of the NIST investigation 
of the World Trade Center collapse, 
one would expect fireproofing to be 
unusually thorough. And it is.

Fireproofing

Bruce Rosenthal, the area supervi-
sor for Hensel Phelps, which was 
responsible for the fireproofing, 

insisted on reapplying the fireproof-
ing throughout the public areas, 
including the IMAX theater, and 
in the observation tower whenever 
he felt construction activities made 
that necessary. There’s no fireproof-
ing in the main hangar because it 
is classified as a “mall” space, and 
intumescent fireproofing was used 
on the outside of the glass-enclosed 
viewing tower for aesthetic reasons.

Rosenthal had to be tough in 

order for the fireproofing to pass 
inspection, and the ceiling couldn’t 
be closed up until it was done.

Construction on the tower, the 
IMAX theater, and the other places 
where fireproofing was applied is 
complete, but other planned parts of 
the museum exist only on blueprints. 
That is true of the restoration hangar, 
where aging planes will get a make-
over. Jim Convery, another Gage-
Babcock engineer, participated in the 
design of the fire protection features 
of that still-unbuilt facility. “We paid 
particular attention to NFPA 30, 
Flammable and Combustible Liquids 
Code, and NFPA 45, Fire Protection 
for Laboratories Using Chemicals, 
because of the chemicals which 
will be used in that room,” explains 

Convery. “We had to classify the 
chemicals for NFPA 30 and, based on 
that classification, make decisions on 
things like fire-ratings for the walls, 
floors, and ceilings.”

Unlike most industrial settings 
where those kinds of chemicals are 
used, the museum will use those 
hazardous materials very close to 
large groups of people. Moreover, the 
plan is to install a glass-viewing ceil-
ing or wall so museum-goers can see 

the old planes being worked on.
“So the possibility of a chemical-

induced explosion was one we had to 
investigate very closely,” says Convery. 
Venting in particular was a major 
issue. Convery had to make sure that 
the restoration wing’s dedicated air 
handlers were “intrinsically safe,” 
meaning that any sparks they might 
produce wouldn’t ignite any of the 
chemicals flowing through the vents.

Those kinds of fire protection 
concerns separate Udvar-Hazy from 
any other museum in the world. So 
do the fire engineering solutions. It is 
a one-of-a-kind place, and a whale of 
a place to visit. 

Copyright National Fire Protection 
Association Sep/Oct 2004. Reprinted with 
permission. All rights reserved.

Construction photo December 2003. Photo courtesy of Sisson Studios, Inc.

Photo Credit: Dane Penland, NASM, Smithsonian Institution ★Enjoy in safety!  
Photo Credit: Dane Penland, NASM Copyright: Smithsonian Institution
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d Quiet C OV E R AG E
By Corrina Stellitano 

LIBRARY MAY NOT SEEM LIKE AN EDGY OR SOPHISTICATED  
security application. Its residents are confined to shelves; its visitors 
rarely tend to be threatening or lawless.

In Salt Lake City, however, a new library has risen from a 
downtown city block, its expansive glass walls inviting the city’s 
residents to visit for more than just reading.

The new 250,000-square-foot Salt Lake City Main Library was 
designed as a city gathering place. Multiple amphitheaters, a 
300-seat auditorium, retail shops—and of course, books—all draw 
residents to the library’s doors.

The new library is made up of three unique buildings connected 
by skywalks. The five-story triangular main building is bordered 
on one side by a more traditional vertical building and embraced 
on the other side by a six-story walkable curving wall in which 
observers can see the lines of the nearby Wasatch Mountains. The 
southeast side of the triangular building is shaped like a lens and is 
entirely fronted by glass.

At four times the size of its former home and with a price tag of 
almost $80 million, this not-so-ordinary library demanded security 
and environmental control systems as contemporary as its design.

“There is probably not another library quite like this in the 
United States or in the world, for that matter,” says Frans Berghoff, 
facility manager for the library. “The design and construction 
companies have won many awards for the building. We host many 
events here such as films, dances, weddings, art festivals, and 
cultural events, and the security challenges are many and varied. 

c a s e  S T U D Y

A
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The sheer volume of patrons is, in 
itself, challenging to the security of 
the building and grounds.”

Blending in Between the Stacks

The primary security objective 
for the library—with its 1.2-million 
anticipated visitors this year alone—
was to secure the lines between 
public and private areas without 
being obtrusive. Security systems 
needed to be almost invisible or 
to blend easily with the unique 
architecture.

“We considered the increase of 
population, the planned use of the 
library, and decided the inherent 
challenges involved to secure a 
safe environment for our staff and 
patrons,” Berghoff says. “We tried 
to find a balance between security 
and the comfort level of patrons and 
staff. The library is a place for all 
people to feel welcome. Patrons are 
challenging in that they demand 

their privacy, and security guards 
on the ground could make them feel 
intimidated.”

Two security officers from an 
outside vendor are stationed in the 
lobby at all times, but the initial 
burden of access control rests on 
electronic devices.

Roy Stephenson and Glen Wells 
managed the security aspects of 
the Salt Lake City library project 
for the Sandy, Utah-based system 
integrators Utah Controls. The 
design of the building and its varied 
uses required creativity and custom 
solutions from the beginning, they 
say. For example, the installers had 
to position more than 320 miles of 
electrical and communication wire. 
“It’s an incredible building, but by 
design, it required that we run all 
wires (electrical, security, burglar 
alarms, and CCTV) underneath the 
raised flooring,” Stephenson says. 
“It was a work in progress the entire 
time.”

Many of the library’s systems are 
orchestrated by products created by 
Malmo, Sweden-based TAC. Access 
control in the library is supervised 
with a TAC I-Net Seven Access 
Control System.

A Windows 2000-based system, 
I-Net Seven differs from the previ-
ous I-Net versions because it is 
software-based. Rather than relying 
on a server, I-Net is operated at 
the workstation level, reducing its 
vulnerability and lowering mainte-
nance and installation costs, accord-
ing to TAC product designers.

For the library security staff, the 
access control system offered an 
opportunity to provide personal-
ized access privileges for each 
employee.

“In the old library we did not 
have the sophistication of access 
control or CCTV cameras, and it 
made security issues difficult and 
time-consuming to deal with,” 
Berghoff says. “The history we get 
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from the access control system is 
very valuable for security purposes; 
it take the guesswork out of which 
card was used to go where. The 
card system allows us to limit the 
level and time of access for vari-
ous staff members. Keys can be 
duplicated, but the cards have to 
be programmed by us. This is a big 
plus from a security point of view.”

Doors in the complex are 
protected by a variety of Ingersoll-
Rand locks, including sheer 
electromagnetic locks and electric 
strikes. Doors that divide public 
and employee areas are guarded by 
more than 40 HID proximity card 
readers.

Constructing many exterior and 
interior walls and doors from glass 
added unique security challenges 
for library employees and system 
installers.

“The new library is very transpar-
ent with all the glass windows,” 
Berghoff says. “We needed the capa-
bility for faster and easier entry and 
exit, and we knew that cards and 
readers would give us more flexibil-
ity than would regular keys.”

Says Stephenson: “Because the 
doors and surrounding walls were 
glass, we had to make custom 
pedestals for the card readers and 
have them powder coated to match 
some of the finishes.”

Where the library visitors enter 
through the huge well-lit atrium, 
the I-Net Seven program lends 
additional intelligence. The Salt 
Lake City library receives funding 
according to how many guests 
visit the library. So Utah Controls 
designed a custom solution using 
photo-electric sensors at each 
entrance to count the number of 
people entering the library each day. 
The sensors then report that infor-

Internal view of the Salt Lake City public library.
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mation to the I-Net system.
“The I-Net system enables the 

staff to run reports nightly to see 
how many people entered the 
library,” Stephenson says. “The 
I-Net system can create custom 
trend logs so the library can control 
the staffing of employees and 
volunteers. For example, they now 
know that on weekends their traffic 
increases by 30 percent and that 
traffic after 5 p.m. increases by 20 
percent.”

At the request of building plan-
ners, the Vicon closed circuit 
television cameras used in the 
complex were placed in unobtrusive 
areas, and the sleek appearance of 
their domes blended well with the 
modern surroundings.

The new library offers unparal-
leled access to technology. In 
addition to 163 Internet-connected 
computer stations, visitors can 
check out laptops and plug into 
LAN connections all over the 
complex. Checkout stations for more 
than just books require heightened 
security, however, Stephenson says. 
These areas are monitored by Vicon 
cameras and equipped with panic 
switches.

CCTV footage is recorded at all 
times on four 16-camera Vicon 
Kollector digital video recorders. 
Footage is retained for 30 days. “The 
access control and CCTV cameras 
have helped greatly in keeping 
shrinkage to a minimum,” Berghoff 
says.

To keep the visitors safe, the 600-
stall underground parking garage 
is interspersed with 28 Code Blue 
Emergency telephones.

At night, an Ademco Vista burglar 
alarm system keeps watch and 
reports to a 24-hour dispatch center. 
To protect against false alarms, 

dual technology motion sensors 
were installed. The dual technol-
ogy sensors require two separate 
and simultaneous events from its 
passive infrared and microwave 
sensors to trigger an alarm.

Indoor Environmental Control

The Salt Lake City Library invites 
light from all sides, but for the sake 
of delicate books and electron-
ics, control of the environment is 
essential. The glass forming the 
walls of the triangular building was 
equipped with a high UV rating, but 
automated controls were also neces-
sary to control window blinds and 
other light-blocking screens, and to 
open windows in emergencies.

Utah Controls selected the TAC 
Vista LonWorks system to integrate 
the HVAC control system, the low-
voltage lighting control system and 
the smoke evacuation system into one 
central Web-based operating system.

Electronic systems must moder-
ate the environment within the 
library as the light and seasons 
change outside its many glass walls. 
Solar radiation sensors lift and 
lower window shades to protect 
delicate books. Overhead screens, 
or “clouds,” move to shelter the 
children from sharp sunlight in 
the open children’s atrium. In 
the winter, hot water circulating 
through the sidewalks melts accu-
mulating snow.

Because the complex includes a 
physical plant that also serves the 
adjacent county government building 

and the retail area within the walk-
able wall building, careful monitoring 
was necessary. The city needed to be 
able to track energy usage for each 
separate entity—no small task when 
the environmental control system 
operates eight air-handling units, 
more than 70 terminal units, 30 zones 
of pressure control and a hot and 
chilled water plant.

The open design of the build-
ings’ architecture—ruled by huge 
open spaces—also required special 
systems. The TAC UL-864-rated 
smoke evacuation system incorpo-
rates a firefighter control panel that 
teams up with the building manage-
ment system to pressurize select areas 
of the building in the event of a fire.

The variety of third-party systems 
integrated into the Salt Lake City 
library required careful planning 
and the help of LonWorks, BacNet 
and ModBus, says Jarrod Curtis, the 
applications engineering manager at 
Utah Controls.

“Because the TAC Vista system 
is based on open system protocols, 
it made the integration of devices 
that use LonWorks, BacNet and 
ModBus possible without the need 
for complex and expensive gate-
ways,” he says. “The ability for all 
of the building systems to interact 
with one another provides the 
owner with the most comfortable, 
energy efficient and secure building 
possible.” 

This article originally appeared in the 
May 2004 issue of Security Solutions.
com. Reprinted with permission. All rights 
reserved.

“…The card system allows us to limit the level and time of access 
for various staff members. Keys can be duplicated, but the cards 
have to be programmed by us. This is a big plus from a security 
point of view.”— Frans Berghoff
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T THIS YEAR’S ACADEMY AWARDS, director  
Martin Scorsese finally secured his long overdue 
Oscars for Best Director and Best Picture with 
“The Departed,” a murderous mob adventure 
film. The Oscars, along with February’s National 

Conference on Cultural Property Protection, which I 
attended, reminded me about “Topkapi,” the 1964 adven-
ture art heist film centered on stealing a jeweled dagger 
from Istanbul’s Topkapi Palace Museum. Film buffs recall 
that Peter Ustinov won the 1964 Academy Award for Best 
Supporting Actor as an accomplice to the heist, and co-
starred with Melina Mercouri. Those who missed the orig-
inal can look for the remake, “The Topkapi Affair,” starring 
Pierce Brosnan, due out in 2007.

The dearth of art theft films in recent years doesn’t 
mean that the threats are diminished—or that there aren’t 
intriguing stories of art heists and museum security 
breaches just waiting to be written for the silver screen. 
Many of these art capers have all the ingredients for a 
great action film. With a proposed $160 million, 80,000-
square-foot movie museum complex in Hollywood for 
the Academy of Motion Picture Arts and Sciences, which 
gives the Oscars, the convergence of art, architecture, 
film, security, and on-screen adventures could reach new 
dimensions. 

Cultural arts facilities need protection from theft, 
intrusion, fire, vandalism, terrorism, and other disasters. 
Many incidents concerning looting, theft, illegal export 
and import, and illicit trafficking of cultural property 
such as artifacts, artwork, rare books, and antiquities, are 
documented annually around the world. The Museum 
Security Network (www.museum-security.org) provides 
a global overview of security breaches relating to artwork 
and artifacts. 

ife imitates art
by Barbara A. Nadel, FAIA

S E C U R I N G  M U S E U M S ,  L I B R A R I E S ,  
A N D  C U L T U R A L  F A C I L I T I E S :

L

The Concert—Vemeer  
Lost in the 1990 theft.
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Inside Jobs are Common 

On Feb. 28, 2007, two Picasso 
paintings, worth $66 million, were 
stolen from the Paris home of the 
artist’s granddaughter while she 
was asleep in her house. Media 
reports said the theft appeared to be 
the work of professionals, because 
the home’s alarms were neutralized 
and there were no signs of a break-
in. The alarm was blocked, indicat-
ing the thieves had the code or keys. 

One of the most infamous art 
heists was the March 1990 theft of 
$300 million worth of paintings 
from the Isabella Stewart Gardner 
Museum outside of Boston, which 
remains unsolved. Rumor has it 
that the theft occurred while the 
facility’s security personnel were at 
an out-of-town security conference, 
lending credence to the theory that 
the heist was an inside job, which 
wouldn’t surprise industry experts. 

“85 percent of all museum thefts 
are internal,” says cultural prop-
erty security consultant Steven 
Keller, CPP, of Steven R. Keller 
and Associates, Ormond Beach, 
FL. “When work in the museum 
occurs after hours when guards 
are not present, contractors pose a 
serious risk, as do cleaning crews. 
Cleaners often clean when guards 
are still in night mode (one guard is 
in the control room and another is 
on a distant patrol, but not oversee-
ing activity by cleaners). This is 
such a pervasive problem that it is 
rarely addressed by some muse-
ums—particularly those in mixed-
use facilities, like colleges, which 
get services from a central facility 
operation responsible for many 
buildings. The solution is to have 
guards present or to clean galleries 
and collection-bearing areas when 

they can be attended by staff. In no 
case should cleaners be able to let 
themselves in to clean while unat-
tended. The same holds true for 
building engineers who may need 
to work alone, such as on campus 
facilities,” Keller says. 

Monitoring personnel and daily 
operations are only one aspect of 
museum and cultural property 
security. Technology plays a vital 
role, especially since most museum 
thefts are internal. “Burglar alarms 

are not the only solution. Closed-
circuit television (CCTV) systems 
serve as deterrents to internal and 
external thefts. Object-protection 
systems, such as alarms on each 
work of art or display case, are very 
useful and valuable, but it is almost 
impossible to alarm everything, if 
not [due to technical reasons], than 
due to budgets. However, many IT 
departments want control of digital 
CCTV systems. Security-system 
control must remain with the secu-

rity department. If these systems 
become too complex, the security or 
facility manager needs to educate 
themselves on computer systems 
and employ their own expert on 
staff to maintain the systems,” 
Keller adds. 

Many security systems are 
conveniently integrated; the trend 
is toward convergence of technolo-
gies on one computer system. But, 
this does not provide good security, 
Keller contends. “Security systems 

need to be on their own network, 
isolated from hackers and other 
threats. Even if the network is 
secure, people are lazy and fail to 
protect passwords. The next billion-
dollar museum heist will be under-
taken by an IT professional who has 

Isabella Stewart Gardner Muesum

Rembrandt’s Christ in the Storm on the Sea of 
Galilee, one of the paintings reported miss-
ing in the 1990 theft.
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access to the security system via the 
network and is the one person who 
can cover his tracks entirely! The 
alarm and access-control system 
should be on a separate network 
from other computers. Ideally, 
removing CD drives and excess USB 
ports from PCs on the network to 
isolate them from viruses and hack-
ers should be considered,” he says. 

According to Keller, CCTV 
systems may be useful if on the 
building-wide computer network 
so that the images can be viewed 
from the desktops of other non-
security people who have a need 
to view them, such as curators, 
facility personnel, or catering staff. 
Object-protection systems need 
their own network and should never 
share the regular alarm-system 
network, since one virus can kill 
them all. Intruders don’t need to kill 
a security system; they just make 
it “burp” for the few seconds they 
need to open a door and remove an 
item. This could easily be achieved 
in many museums due to a lack of 
network security. 

“It’s easier to rob a museum today 
undetected than at any time in the 
past. I can duplicate smart cards 
and card keys, read RFID tags, 
hack networks, and easily get a 
virus onto most museum security 
systems. About half the museums 
in the United States use digital 
dialers rated by the Underwriters 
Laboratory (UL) as unprotected 
(formerly Grade C) to send their 
signal to the central station. I’ve 
demonstrated how easy it is to 
buy from the Internet all the tools 
needed to jam alarm-system cellular 
dialers and phone systems used to 
carry alarm signals. All this exotic 
technology is fine, but we need to 
get back to basics and pay attention 
to guards, training, procedures, 
supervision, and patrols,” Keller 
observes. 

Potential Threats and  
Design Challenges

Cultural properties must be alert 
to the natural disasters prone to 
their areas. The Getty, located in Los 

Angeles, is in an area susceptible to 
wildfires and earthquakes, and has 
built in a series of redundant water 
tanks, building systems, and related 
infrastructure solutions to address 
a variety of disasters that might 
occur.

Inside a museum or cultural facil-
ity, there is the design challenge 
of displaying works of art for the 
public to study and enjoy at close 
range, but not so close that artwork 
is at risk for physical or environ-
mental damage. “Anyone who has 
seen the Mona Lisa has to regret 
not being able to get past the velvet 
ropes and get up close to see the 
brush strokes. It’s hard to believe 
the painting is real behind the thick 
glass, within a niche. Balancing 
the ability to enjoy the art while 
dealing with security provisions 
can be frustrating for art patrons 
who want to use as many senses as 
possible during a museum experi-
ence. Sometimes, objects must be 
protected from visitors. Insurance 
companies often insist that some 
works be protected from the public 
and potential damage from environ-
mental conditions,” says Orlando T. 
Maione, AIA, architect and former 
museum trustee member, Maione 
Associates, New York City. 

Rock and Roll Hall of Fame 

New technology, such as video 
alarming and artifact protection, 
is an effective way to address these 
issues. The Rock and Roll Hall 
of Fame (RRHOF), in Cleveland, 
designed by I.M. Pei, FAIA, is the 
leading institution for display, pres-
ervation, and study of rock and roll 
music and artifacts. 

“The RRHOF exhibits many of its 
artifacts in an open manner. The use 

“All this exotic technology is fine, but we need to 

get back to basics and pay attention to guards, 

training, procedures, supervision, and patrols.”

— Steven Keller, CPP
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of display cases is limited so that 
visitors can have the most intimate 
experience possible and see the 
artifacts in an unobstructed envi-
ronment. The lighting of the main 
exhibit hall is carefully designed 
for areas of dark perimeters around 
the displays to provide a striking 
contrast to the spotlight artifacts. 
There is also extensive colored light-
ing. The net effect is evocative of a 
rock concert audience in the dark, 
with the artists washed in light of 
varying intensity and tone. The 
lighting design calls for a pleasant 
visitor experience, but poses signifi-
cant and complex security chal-
lenges for the organization,” says 
Paul Steiner, Jr., CPP, CHPA, RRHOF 
security manager. 

Steiner chose an artifact alarming 
system for the facility, with the goal 
of protecting exhibits from theft and 

damage. He installed more cameras 
to cover more artifacts. Other 
features of the system include:
 n  Installing strobe lights in  

exhibit areas to alert security 
personnel when a protection area 
is breached. 

n  Providing an audio notification 
system for visitors that says, 
“Please step away from the 
exhibit” when inappropriate 
activity is detected. 

n  Utilizing as many existing 
motion sensors, triggers, and 
cameras as possible. 

n  Retrofitting the existing Video 
Capture System (VCS) to meet 
new functional requirements. 

n  Defining the alarm areas around 
the artifacts using draw and 
paint commands on the computer 
software screen. 

n  Easily modifying the alarming 

areas to allow curators to service 
the artifacts. 

n  Notifying security personnel 
about the alarm condition at 
the central control station when 
an area is breached via their 
computer monitors. 

n  Modifying software settings (such 
as the number of seconds the 
strobe light will be on, sensitivity 
level to trigger an alarm, etc.). 

Overall, the motion alarming soft-
ware is an effective tool for protect-
ing valuable artifacts at the RRHOF. 
The system provides a flexible way 
to define protection zones around 
anything in view of the surveillance 
cameras. The protective software 
zones can be easily changed on 
the computer, providing curators 
an opportunity to update exhibits 
while securing each artifact from 
theft or damage. 

Rock and Roll Hall of Fame at sunset.
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The design and security requirements of cultural 
facilities have continued to evolve with technology, 
along with the challenges of protecting valuable assets. 
As long as society identifies valuable artwork, arti-
facts, books, and objects worth preserving, property 
managers and design and security professionals must 
continue to be vigilant and ensure these objects remain 
accessible and available to the public. 

About the Author: Barbara A. Nadel, FAIA, specializes in planning and 
design of justice, healthcare, and institutional facilities. Since founding 
Barbara Nadel Architect (BNA) in 1992, she has provided programming, 
master planning, design, pre-construction, operational analysis, value 
engineering, expert witness, and editorial services to clients nationwide 
and in Puerto Rico. Barbara A. Nadel, FAIA, principal of Barbara Nadel 
Architect, in New York City, may be reached at BldgSecure101@aol.com.
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A 
COMPREHENSIVE FIRE PROTECTION 
PROGR AM  addresses at least three things: detection, 
suppression and compartmentation. Detection devices 

such as smoke and fire alarms provide early warnings and are 
essential for alerting people to danger. Strategically placed sprin-
klers and extinguishers can make a tremendous difference in how 
quickly a fire can be suppressed. 

But the important job of compartmentation is often overlooked, 
because it is the work of more passive forms of protection. The 
very materials a building is constructed with do the job of contain-
ing a fire in a limited area, keeping it from spreading unchecked 

The Role of Glass in 
Fire Protection BY JER RY R AZWICK

A N  U N S E E N  F R I E N D :
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throughout a building. Walls, ceil-
ing tiles and sealants all serve as 
firestops.

One practically invisible fire-
fighter can be glass. Great advances 
have been made in fire-rated glazing 
materials, making glass a powerful 
ally in efforts to provide life safety.

Ordinary window glass cannot 
withstand the high temperatures 
associated with a structure fire, and 
it will break and fall out of its frame 
at about 250° F, only a few minutes 
into a fire. On the other hand, glass 
that is classified as “fire-rated” for at 
least 60 minutes can tolerate heat in 
excess of 1600° F. 

For decades, fire-rated glaz-
ing was limited to one product: 
polished wired glass. It was the only 
glass able to survive the rigorous 
testing process. Yet wired glass has 
its drawbacks. Many people mistak-
enly assume that the wires make 
the glass stronger and more impact 
resistant. In reality, wired glass 
is only 1/4 as strong as tempered 
or laminated glass and provides 
a minimal amount of protection 
against impact. With such low 
impact resistance, current building 
codes have eliminated the use of 
traditional wired glass in what are 
considered “hazardous” locations 
(doors, sidelites, windows near the 
floor, etc.).

When wired glass was the only 
fire-rated glass option available, it 
posed a real dilemma: Which prior-
ity takes precedence—fire safety or 
impact safety? One or the other had 
to be compromised in many loca-
tions, simply because no product 
existed that could fully satisfy both 
needs.

Fortunately, the situation has 
changed dramatically. A number of 
newer, “wire-free” products have 

emerged that are greatly expanding 
choices. Diverse in make-up and 
characteristics, these new materi-
als have been able to substantially 
surpass wired glass in terms of fire 
and impact safety performance.

One category of fire-rated glass 
that has emerged isn’t technically 
a glass at all. In fact, it is ceramic. 
Ceramic has long been known for its 
outstanding heat tolerance, which 
is why you’ll find it used in every-
thing from kitchen cooktops to car 
engines. Utilizing state-of-the-art 
technology, manufacturers have 
developed the ability to create trans-
parent sheets of ceramic that look 

like ordinary window glass. Glass 
ceramic has earned fire ratings up to 
three hours. 

Ceramic also is available with 
high impact safety ratings, making 
it an ideal option for high traffic 
areas such as busy corridors and 
lobbies in schools and hospitals. It 
can be specified in insulated units 
to meet energy codes for exterior 
applications.

Another category of wireless 
fire-rated glass found in the market 
today is specially tempered glass. 
This group offers limited fire protec-
tion, because specially tempered 
glass cannot withstand what is 
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known as “thermal shock.” When 
glass is tested for a fire rating for 
more than 20 minutes, it is blasted 
with water from a fire hose immedi-
ately after being heated in a furnace 
fire. 

This important test subjects the 
glass and frame assembly to the 
impact, erosion, and cooling effects 
of the water—conditions that are 
very probable in a real world fire 
situation. Specially tempered glass 
cannot survive this portion of the 
test, and so the codes dictate that 
it can only be given a 20-minute 
rating. The limitations of this prod-
uct category are important to keep 
in mind, because specially tempered 
glass is sometimes marketed inap-
propriately as carrying higher 
ratings “without the hose stream 
test,” when in reality, passing that 
test is not optional for a 45 or 60 
minute rating. 

Simply stated, do not accept the 
use of products listed for 45 or 60 
minutes that have not passed the 
required fire hose stream portion of 
national test standards. If you do, 
you may be accepting unneeded 
risks and liability.

Glass firewalls are another clas-
sification of fire-rated glass. These 
products are actually tested to the 
same standards as solid walls, with 
ratings up to two hours. In addition 
to stopping flames and smoke, glass 
firewalls block the transfer of heat, 
similar to a fire-rated masonry wall. 
As little heat passes through the 
glass during a fire, glass fire walls 
can be installed from wall to wall 
and floor to ceiling, and include 
glass doors, if desired. Designers 
then can divide space without the 
use of solid walls that diminish 
visibility, security and light.

Of course, all these glass options 
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need to be installed in frames. 
Until recently, framing options 
lagged behind fire-rated glazing 
in terms of new developments. In 
most cases, designers were forced 
to resort to traditional hollow 
metal steel frames. However, new 
narrow profile European style 
doors and framing have changed 

that. Products are now available 
that offer new opportunities for 
architects seeking alternatives to 
traditional wrap-around framing.

Some code officials will occa-
sionally allow trade-offs, where 
architects can substitute sprinklers 
and ordinary window glass for 
fire-rated glazing. However, test-

ing has shown that in some cases, 
sprinklers can actually cause non 
fire-rated glass to shatter and fall 
out of the frame. Unless the glass 
is completely bathed in water early 
in the fire, the glass experiences the 
thermal shock mentioned earlier. 
When it vacates the opening, flames 
and smoke are no longer restricted 
from entering a space.

What’s more, since sprinklers 
are “active” systems, they require 
a number of steps to occur as 
planned in order to function prop-
erly. Human error, power outages, 
interrupted water supplies, melting 
pipes and even paint have interfered 
with sprinkler performance. 

Sprinklers have saved countless 
lives and are a critical component in 
fire safety. However, reliance on a 
single system for fire protection may 
create unnecessary risk, particularly 
when the system can be affected 
by so many variables. The ideal 
fire protection plan should include 
passive systems such as fire-rated 
doors and glass in addition to more 
active systems such as “deluge” 
sprinklers where glass is in the area.

The new developments in fire-
rated glazing and framing continue 
to raise the standard for both perfor-
mance and design. When properly 
specified and installed, fire-rated 
glazing and framing systems can be 
powerful friends in the fight against 
the devastating effects of fire. 

About the Author: Jerry Razwick is founder and 
president of Technical Glass Products (TGP), a 
distributor of specialty glass and framing as well 
as architectural products. He has been a glass 
factory agent in foreign and domestic markets 
for over 25 years. Mr. Razwick has served on the 
Industry Advisory Committee for Underwriters 
Laboratories, Inc. and is an active member of 
AIA, CSI, NGA and GANA. www.fireglass.com
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G 
LASS IS INCREASINGLY ONE OF 
THE MOST  preferred building products 
because it allows us to enjoy clear, 

unobstructed views along with the benefits of 
natural light. Perhaps no segment of the building 
industry emphasizes these types of design and 
aesthetic elements more than the hospitality market. 
“Openness is really a trend,” says hospitality archi-
tect Pim Robberechts, RIBA, RAIA, AIA. “People 
want to see what’s happening, and transparency 
puts people at ease.” However, their designs must 
conform to the prevailing life and safety standards. 
So architects designing spaces for hotels and 
restaurants must meet their aesthetic goals while 
still satisfying the requirements of local building 
codes. To achieve this, more and more architects are 
incorporating fire-rated glazing into their designs.

Although they may look and provide the same 
benefits of clear, ordinary glass, new fire-rated glaz-
ing products are different in their ability to protect 
us from flames, smoke and radiant heat. Regular 
float glass has only a fraction of the resistance to 
the temperatures fire-rated glazing must endure, 
making it unsafe for use exit corridors, occupancy 
separations, stairwells or other areas designated for 
safe egress. Fire-rated glazing is tested to withstand 
at least just over 1,600 F for a significant amount of 
time.

However, standard endurance ratings (20, 45, 60, 
90, 120 and 180 minutes) do not necessarily reflect a 
product’s overall performance, nor do they always 
indicate the appropriate, code-approved use. Instead 

In an industry where designers constantly push the envelope, one 
thing is for sure—safety is always in style.

New Forms & Functions of Fire-rated Glazing

c a s e  S T U D Y

Disney Art Glass,  
Captain Cook’s Restaurant

Westin Casuarina Hotel

Biltmore Hotel, Los Angeles
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of endurance ratings, it is better 
to think about fire-rated glazing 
according to the various applica-
tions. More specifically, is the 
glass required to do more than just 
confine smoke and flames by also 
providing a barrier to radiant heat?

Fire Protective vs. Fire Resistive 
Glazing: Testing, Limitations  
and Choices

Fire protective glazing is designed 
to contain smoke and flames up to 
45 minutes and is limited to 25% 
of the total wall area. It is tested 
to NFPA 252, Standard Methods 
of Fire Tests of Door Assemblies, 
and NFPA 257, Standard on Fire 
Test for Window and Glass Block 
Assemblies. If the glass is used in 
doors, sidelites or any locations 
where potential impact with the 
glazing is a concern, prevailing 
codes require it to meet CPSC Cat. 
I or II impact safety standards. 
There are fire protective glazing 
products that are rated from 60 to 
180 minutes, but their use is, for the 
most part, limited to 100 sq. inches 
in temperature-rise doors due to 
radiant heat concerns.

The glazing choices in the fire 
protective arena include non-safety-
rated traditional polished wired 
glass and monolithic ceramics, 
safety-rated filmed or laminated 
wired glass, safety-rated filmed or 
laminated ceramics, plus specialty 
tempered and heat-reflective 
specialty tempered. Since fire-rated 
glazing is often used in conjunction 
with regular float glass in a build-
ing, achieving a uniform look and 
aesthetic continuity becomes very 
important in hotels and restaurants. 
With the introduction of specialty 
tempered and heat-reflective 
specialty tempered glazing, archi-
tects now have optically clear alter-
natives to the institutional look of 
wired glass and the typical amber 
tint of many fire-rated ceramic 
products.

Fire resistive glazing is designed 
to block smoke, flame and radiant 
heat up to 2 hours and does not have 
the size limitations affecting fire 
protective glazing. They are tested 
to NFPA 251, Standard Methods of 
Tests of Fire Endurance of Building 
Construction and Materials and 
meet ASTM E-119, which limits the 
rise in temperature on the non-fire 

side to 250˚ F above ambient. Since 
they can be used in floor-to-ceiling 
and wall-to-wall application with an 
appropriately rated door and fram-
ing system, it allows for unlimited 
design flexibility and maximum 
fire protection. This type of glazing 
also meets CPSC Cat. I and II impact 
safety standards.

The glazing choices in the fire 
resistive arena include fire retar-
dant-filled units and multi-lami-
nates. They can be further custom-
ized to protect against hurricanes, 
bullets, blast, noise, UV rays and 
available in any architectural make-
up, including decorative art glass.

Case Studies in the  
Hospitality Industry

Biltmore Hotel in Los Angeles, CA 
The Biltmore Hotel is a true  

Los Angeles landmark, and has 
been home to presidents, dignitar-
ies, Hollywood celebrities and has 
hosted eight Academy Award cere-
monies since it first opened in 1923. 
When the hotel underwent a renova-
tion in the early 1980s, they wanted 
to incorporate an underground 
entrance that matched its European 

By Diana San Diego

New Forms & Functions of Fire-rated Glazing
Architects designing spaces for hotels and restaurants must meet their aes-
thetic goals while still satisfying the requirements of local building codes.
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design and old-world elegance. Since 
this entrance opens up to a driveway 
leading into a parking garage, it had 
to be fire-rated because vehicles are 
potential fire hazards. 

SAFTI FIRST supplied a fire resis-
tive door assembly incorporating 
SuperLite II-XL 90 minute in GPX 
framing. Since the glazing met 

ASTM E-119, they we are able to use 
large sizes and maximize the clear 
views into the lobby. To provide a 
polished look to these entrances, the 
fire resistive GPX framing was clad 
in brass. This enhanced aesthetic 
on the door assembly matched the 
hotel’s décor beautifully while meet-
ing all the requirements of the codes.

Westin Casuarina Hotel & Spa in 
Las Vegas, NV

The Westin Casuarina Hotel 
& Spa is a Las Vegas retreat one 
block away from the famous strip. 
The style is very contemporary 
and helps put guests at ease by 
surrounding them with large, trans-
parent open spaces. They wanted to 
communicate the same open feeling 
in the hotel’s gift shop, so glazing 
was incorporated in the walls to 
allow full view of the merchandise. 
Since one side of the shop faced an 
exit corridor, the entire wall had to 
be fire-rated.

SAFTI FIRST supplied a fire resis-
tive wall/window assembly using 
SuperLite II-XL 60 minute in GPX 
framing. Like the Biltmore Hotel, 
the glazing and framing assemblies 
used here met ASTM E-119, and 
with it, the designer was able to 
cover the entire wall area with 
glass. The frames were powder-
coated to match the color and look 
of the adjoining areas. By using 
this system, the designer was able 
to offer maximum clear views and 
provide a safe route of egress in the 
event of a fire.

Captain Cook’s Restaurant at the 
Walt Disney World Resorts in 
Orlando, FL

One of focal points in this restau-
rant’s design is custom art glass 
panels designed by Meltdown Glass 
in Arizona. The designer wanted 
to use these panels throughout the 
restaurant, however, there was one 
area that needed to maintain a one 
hour fire rating. Not wanting to 
deviate from their original design, 
SAFTI FIRST was asked to provide a 
solution that incorporated SuperLite 
II-XL 60 minutes and the decorative 
art glass. The result was both beau-
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tiful and seamless, and the code 
requirements were easily met.

Looking Ahead: Balanced Fire 
Protection is Key

Advances in sprinkler technology 
and other “active” fire protection 
systems have posed a question as 
to whether or not fire-rated glazing 
and other “passive” fire protection 
systems are still needed. To answer 
this question, one must first under-
stand how these two systems work 
best.

Active fire protection systems 
such as sprinklers are triggered 
at lower temperatures in order to 
diffuse and control a fire before fire-
fighters arrive on the scene. While 
they do perform a very important 
function and could help save lives 
when they work properly, there 
is still a chance for mechanical or 
human error. Variables such as 
painting over sprinkler heads or 
accidentally shutting off the main 
water supply jeopardize the perfor-
mance of sprinklers and endanger 
the lives of building occupants. 
After studying disasters like those 
that occurred on 9/11, building 
owners and architects are realizing 
that entire active systems can be 
disabled as a result of sabotage or 
natural causes.

This is why having passive fire 
protection systems such as fire-rated 
glazing is important. The concept of 
having “balanced fire protection,” 
where active and passive systems are 
both present is good, sound practice. 
Unlike sprinklers, fire-rated glazing 
does not need a mechanical trigger 
in order to work. These products 
perform their life and safety func-
tion 24 hours a day, seven days a 
week. In the event of a fire, they can 

successfully contain flames, smoke 
and even dangerous radiant heat to 
give building occupants a chance 
to exit the building even before the 
firefighters arrive to extinguish it. 

Fire-rated glazing has truly 
carved its own niche in the 
construction market over the last 
two decades. As architects continue 

to demand more from the build-
ing products available to them, 
manufacturers of fire-rated glazing 
will continue to provide better 
performing products that improve 
life safety, property protection and 
aesthetic design. 
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esigning a building without considering the place-
ment of plumbing, heating ducts or electrical wiring 
would be impractical, yet it happens all the time 

with another critical building component. Access control 
has traditionally been treated as an afterthought in 
building construction—a design approach that can lead 
to additional installation expenses and compromises in 
aesthetics, not to mention poor integration of security 
components that were hastily lumped together. 

This oversight causes problems for building owners. 
Doors and hardware—essential elements of an access 
control system—constitute less than two percent of 
overall construction expenses, but statistics show they 
figure in about 25 percent of all punch list items at project 
closeout. Most of these punch list items can be eliminated 
by simply devising an effective access control system that 
is incorporated into the overall building design.

Making Buildings Safer by Integrating  
Equipment and Procedures 

Think of security as a circle, a closed loop without gaps. 
A building may have numerous security components 
in place, but a single interruption breaks the loop and 
compromises the whole system. For that reason, it is vital 
to take a comprehensive approach to security so every 
possible risk is minimized. 

Regardless of the building type (school, hospital, office), 
components of the access control system will fall under 
the categories of design, hardware and procedures. These 
components should be meshed together to create an 
access control system that delivers security, convenience 
and life-safety. 

Much to the delight of architects and design profes-
sionals, today’s door control hardware is capable of 
performing a given task with a certain degree of stealth. 
In other words, properly functioning hardware is able to 
go unnoticed as it performs the basic tasks of providing 
security, life-safety and convenience. There is no need for 
safety and security to be difficult or obtrusive, at least not 
with the locking hardware options now available. 

This stealth-like effect is created by seamless integra-
tion of the door control hardware with the rest of the 
building’s security controls. When working in tandem 

Delivering 
Security, 
Life-Safety & 
Convenience

B y  T . J .  G o t t w a l t ,  A H C /

A c c e s s 

An Overview of 
Door & Hardware 
Components
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the security controls should deliver 
uninterrupted service and facilitate 
easy access and egress. Much like 
a traffic light, properly functioning 
doors should allow orderly flow of 
traffic. A broken or malfunctioning 
traffic light at a busy intersection 
creates backups, delays and safety 
hazards. Likewise, a mish-mash 
of hardware controls leads to 
doorways that impede safety and 
security. 

Access Control Components 

Locking hardware controls who 
enters the facility by limiting the 
number of access points. This 
funnels all building occupants and 
visitors through central doorways 
that can easily be monitored to 
keep out unauthorized individu-
als. Internal doorways can also be 
configured to only allow access to 
authorized personnel. The options 
available for accomplishing this task 
are numerous. 

A mechanical lock and key system 
is the simplest from a technology 
standpoint, but requires extensive 
upkeep. Meticulous record keeping 
is needed to track all keys. If one 
key is lost or stolen, it will be neces-
sary to look back in the records 
and determine which locks are 
accessible with the missing key. The 
cylinders on those locks would then 
be replaced and new keys would 
have to be issued to anyone with 
access to those doors. 

Key duplication is another 
concern, but can be easily rectified 
by selecting a patented high-secu-
rity key system that offers factory 
protection of key blanks. This 
means the manufacturer of the 
key system will not distribute key 
blanks without written permission 

from authorized facility personnel. 
Even if electronic hardware is used, 
a master key override is employed 
on most locking systems. 

Electromechanical door controls—
either stand-alone or hardwired 
locksets—sidestep the key control 
issue and allow even greater levels 
of access control. Stand-alone locks 
are battery powered, require no 
hardwiring and, therefore, are 
generally less expensive to install. A 
stand- alone lock can be operated by 
magstripe card, key fob, keypad or 
a combination of card and keypad 
or fob and key pad. The locks can be 
interrogated for security purposes 
and programmed to allow varying 
levels of access privileges. Unless the 
locks offer wireless networking capa-
bilities, however, most stand-alone 
locksets on the market are unable 
to communicate directly with other 
building security controls. 

Hardwired door hardware offers 
the ultimate in door control. A 
hardwired opening can be linked 
to a network, allowing user access 
privileges to be changed instantly. 
Important security tasks—inter-
rogation of door locking hardware, 
changing user profiles, identify-
ing possible security breaches 
and issuing lockdowns—can all 
be completed from a centralized 
computer. In addition, hardwired 
openings can be linked with the 
facility alarm controls. If a fire 
alarm is activated, the control panel 
will send a signal to automatically 
close all fire doors and bypass 
delayed egress exit devices. This 
versatility makes hardwired open-
ings ideal for facilities that require 
tight control over security and 
life-safety. 

The type of hardware used will 
vary. Mechanical hardware will 

usually consist of mortise locks, cylin-
drical locks and exit devices, while 
stand-alone locks are typically avail-
able as mortise locks, cylindrical locks 
or exit devices. Electromechanical 
hardware will also include mortise 
locks, cylindrical locks and exit 
devices along with electric strikes, 
magnetic locks, keypads, card/prox 
readers, automatic openers and door 
position switches. 

When and where should each 
type of hardware be employed? 
Following are some basic 
guidelines. 

Door Locking Hardware

Mortise locks fit into a mortise in 
the door edge, and typically feature 
levers to operate a latchbolt. They 
provide greater torque resistance, 
security and variety of functions 
than typical cylindrical locksets and 
are recognizable by the separate key 
cylinder above the lever. Mortise 
locks can be applied to any door in 
a facility that requires latching or 
locking that doesn’t require panic 
hardware. The brute strength of 
a mortise lock makes it a popular 
choice for securing sensitive areas 
such as, executive offices, storage 
closets, computer/medical labs and 
stairwell doors. 

Cylindrical locks are a step down 
from the strength and durability of 
a mortise lock and are more appro-
priate for securing interior open-
ings. A cylindrical lock requires less 
door preparation than a mortise 
lock and is also less expensive and 
easier to install. 

Exit devices, also known as panic 
hardware, allow safe egress while 
restricting access from outside a 
building. Exit devices consist of 
a push pad or bar which extends 
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across the push side of the door. 
When depressed, the device retracts 
a latchbolt to allow the door to be 
pushed open. Think of these as 
a one-way valve through which 
people can exit but not enter unless 
authorized. Life-safety codes estab-
lish occupancy or space require-
ments that dictate which doorways 
must be equipped with an exit 
device. Generally speaking, rooms 
within education, healthcare, and 
assembly occupancies with an occu-
pant load greater than 50 persons 
will require panic hardware. 

Electromechanical versions of 
mortise locks, cylindrical locks and 
exit devices enhance access control 
by requiring ID credentials such as 
a keypad, card/prox reader, key fob 
or biometric identification device. 
They also feature fail safe or fail 
secure options in the event of power 
loss. A fail safe device becomes 
unlocked in the event of a power 
failure, while a fail secure lockset is 
automatically locked. Linking the 
locks into a centralized computer 
system permits constant monitor-
ing of the doorways. If a door is 
propped open, for example, the 
computer will immediately detect 
the anomaly and warn of the possi-
ble security breach. This requires 
the use of a door position switch. 

Exit devices offer the greatest 
number of electromechanical func-
tions. Delayed egress exit devices, 
for example, sound an alarm and 
remain locked for 15 seconds when 
the push bar is pressed. After the 
15 second delay, the push bar is 
unlocked and egress is allowed. 
This is an ideal application for open-
ings where material can be snuck 
out the back door. In the past, the 
best available option was an exit 
alarm, which would merely alert 

facility personnel when someone 
had walked off with something. 
Delayed egress devices give time 
to apprehend a would-be thief, 
and become a significant deterrent 
against theft. 

Another electronic exit device 
function is the electric latch retrac-
tion exit device. This device operates 
as a normal exit device, until power 
is applied. When power is applied to 
the device, its latchbolt is retracted, 
and the door can be pulled (or 
pushed) open without depressing 
the push rail or operating any trim, 
such as a lever. This can be applied 
to an entrance which may either 
have a card reader for access, or be 
remotely controlled by a time clock 
or other switching device. Some 
manufacturers’ devices actually 
retract both the latchbolt and the 
push rail on the exit device, making 
the device completely silent when 
operated. This is ideal for auditori-
ums, theaters, music rooms, or any 
other space where acoustics and 
quiet door operation are important. 

Strikes and Maglocks 

Electric strikes or magnetic locks 
can be used to further regulate 
who passes through access points, 
providing an even greater level 
of protection. Electric strikes are 
door locking devices, usually 
solenoid-operated, that will unlock 
the door when electrical power 
is applied to it. An opening that 
requires a person to be “buzzed 
in” is equipped with an electric 
strike. The buzzing sound is created 
when a button is pushed, sending 
an AC current through the device. 
This action disengages the device 
and allows the door to open. The 
operation just mentioned is a fail 

secure mode of operation, the most 
common function of an electric 
strike. A fail safe configuration will 
operate in the reverse condition; 
normally locked when power is 
applied and unlocked when power 
is interrupted. If desired, the buzz-
ing sound can be eliminated by 
using a DC power source. 

Magnetic locks are electromag-
nets that mount on the fixed frame 
and a strike plate that mounts on 
the moving door or gate. When 
the door closes, the strike plate 
automatically aligns with the 
magnet. The magnetic force then 
takes over, strongly securing the 
door. Release is achieved by switch-
ing of the power to the magnet. 
Magnetic locks are available in a 
range of holding forces. Facilities 
that demand greater security, such 
as a detention facility, will need 
magnetic locks with holding forces 
that approach 2,000 pounds. 

Since electricity is required to 
power the magnet, all magnetic locks 
are fail safe unless they are equipped 
with a back-up power supply. 
Magnetic locks operate on DC power 
and, unlike electric strikes, are silent 
when locked or unlocked. 

Both electric strikes and magnetic 
locks are commonly operated with 
a push-button switch, making them 
ideal for personnel-monitored 
openings such as office suites and 
hospital ward entrances. Be sure to 
check with the local code authority 
before applying magnetic locks to 
openings, as there are specific regu-
lations governing their application. 

While technically not a lock, 
automatic operators are an important 
component in an access control 
system. With the simple push of a 
button a door can be opened, held 
open to allow passage and then closed. 



 CD

Sponsored by

Jan07_DH_F.indd   82 5/14/07   4:37:18 PM

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi



44 DOORS & HARDWARE £ AUGUST 2008

Most buildings have at least one 
entrance that is required to be acces-
sible in such a manner to meet ADA/
accessibility codes. These entrances 
are not only for physically disabled 
persons, but for many situations when 
a person may not have their hands 
available to push or pull a door open. 

Switches 

The types of switches that can be 
used in conjunction with electro-
mechanical hardware add to the 
diversity of access control options. 
Switches send a signal that activates 
or deactivates the lock. Several 
types of switches can be used in an 
access control system. The options 
available—some have already been 
mentioned—include push buttons, 
keypads, key switches, signal 
switches, card readers, electronic 
key readers, motion sensors and 
biometric readers. 

Push button switches are located 
at the opening, such as a handicap 
door opener, or are remotely oper-
ated by a person. A simple push of 
the button unlocks the door and 
allows access. Keypads require a 
numeric code to activate the lock. 
A keypad can be programmed 
to uniquely identify each user or 
to function similar to a combina-
tion lock where each door, rather 
than the user, has a unique code. 
Keypads can serve as the exclusive 
identification device, or they can 
be used in conjunction with other 
credential switches such as a card/
prox reader. 

Key switches are mounted at 
the opening and are operated by a 
conventional key. The device allows 
authorized personnel to control or 
signal from various locations within 
a facility. 

Signal switches are mounted 
within the lock, exit device, door 
frame, hinges or magnetic lock 
and are used to initiate operation 
of the system, monitor the state 
of the doorway (open or closed) 
or request to exit. Every door in 
an access control system needs to 
include a door position switch in 
order to monitor the status of the 
door (open or closed). Whenever 
a door has a door position switch, 
the system needs to know when it’s 
alright for someone to exit, therefore 
a switch is required as a “request to 
exit”, also known as REX. This can 
be a switch on the inside lever of a 
mortise lock, a switch in the push 
rail of an exit device, a touch sense 
bar, or a motion sensor. 

Card readers are probably the 
most commonly used access control 
switch. A variety of technologies are 
available with card readers includ-
ing magnetic stripe, proximity and 
smart cards. 

Electronic keys offer the same conve-
nience as conventional keys. Older 
versions of this technology relied upon 
direct contact with a mated surface. 
Newer systems use passive technology 
and are gaining popularity. 

Motion sensors operate by way of 
input from an infrared sensor that 
detects heat, a motion sensor that 
detects movement, or a combination 
of both. 

Biometric readers authenticate the 
identity of system users by scanning 
unique physical characteristics such 
as fingerprints, hand prints, retinas 
or facial geometry. The readers 
can be mounted by the opening 
or incorporated into a handheld 
proximity device. Biometric readers 
usually require a large database of 
user information in order to authen-
ticate each user. 

Non-Locking Components 

Locks and switches are only part 
of the access control system. Doors, 
frames, and door closers and holders 
also deserve consideration, particu-
larly in the area of life-safety and 
code compliance. All these compo-
nents must work together, for exam-
ple, to create a fire-rated opening. The 
closer/holders can be tied into the 
building’s alarm controls and serve to 
automatically close a door if the alarm 
is activated. This creates a smoke and 
fire barrier that can contain and limit 
damage from a fire. 

Hinges and pivots also fall outside 
the realm of locks, but are essential 
to security. Both should be of the 
proper weight to fully support the 
door and prevent damage to the rest 
of the opening. Electromechanical 
versions of each may be needed to 
hardwire an electrified opening. 

While these measures help 
control doorways throughout a 
building, separate tools can also be 
employed to enhance safety within 
the facility. The installation of 
strategically placed CCTV cameras 
will not physically prevent a crime 
but can still act as a deterrent by 
capturing illegal activity on film. 
Alarms work in the same manner. 
This is where building design can 
also play a role in creating a more 
secure environment. CPTED (Crime 
Prevention Through Environmental 
Design) offers a practical resource 
for security and crime prevention 
practitioners. The layout and design 
of a facility can greatly enhance, or 
detract from, the overall security 
and safety of its occupants. 

A major factor to consider when 
designing an access control system 
is location: what part of the country 
will the building be located? If it 
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will be in Florida, the Gulf states 
or anywhere along the coast, 
windstorms codes must be figured 
into the building plans. A wind-
storm-compliant building must use 
products that have been tested and 
approved for the geographically-
specific maximum wind speeds. A 
high-rise building in New York City 
will have to meet life-safety codes 
that require an egress marking 
system on exits. 

Being Prepared 

Hardware is just part of a 
comprehensive security plan and 
must be supported by policies and 
procedures. The latest access control 
devices can be used to secure a 
building, but they are worthless if 
occupants hold the door open for 

a stranger. Establishing a visitors’ 
policy and requiring all students/
employees to wear ID badges will 
help protect against this type of 
intrusion. Identification policies 
should be enforced at all entry 
points, including the often- over-
looked shipping and receiving areas. 

Procedures are the final piece 
that completes the security puzzle. 
While hardware and policies are 
preventative measures, procedures 
are reactionary strategies that 
protect building occupants during 
an adverse event. 

Schools, for example, use lock-
down procedures to secure students 
inside classrooms when a risk is 
detected. But an effective lockdown 
requires appropriate locking hard-
ware, such as a classroom security 
lock. This demonstrates the tie-in 

between procedures and hardware 
and why security must be viewed 
holistically. 

A truly effective security plan 
must consider all possible risks and 
dangers as well as the best way to 
address these problems without 
turning the facility into a fortress. A 
well-planned access control system 
should deliver seamless safety and 
security, all while remaining largely 
invisible. 

This article originally appeared in 
Architectural Record. Reprinted with permis-
sion. All rights reserved. For more information, 
visit www.arcrecord.com.
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Photos Credit: FayFoto, Inc and/or the Greater Boston Convention & Visitor’s Bureau.

Boston
So Much to 
See… 

ITH OVER THREE CENTURIES 
of history, art and culture, 
Boston is a world-class desti-
nation where people with 
every type of interest will 

find something to enjoy. Home to numerous 
museums, entertainment venues, colleges and 
universities each located in the distinct neigh-
borhoods, visitors could spend days sightseeing 
and barely scratch the surface of what this fabu-
lous city has to offer. Want to ensure you get to 
experience the city’s highlights? Join us on one 
of the following DHI-sponsored tours!

Boston City Tour—350 Years in a Day 

Thursday, November 13 
10:00am—3:00pm
$50 per person

It’s virtually impossible to discuss American 
history and not have visions of Boston. History 
buffs come from all over to visit the landmarks 
of historical events that helped shape our 
nation. From the Boston Tea Party to the Battle 
of Bunker Hill, few cities in the United States 
have played such a key role in the founding of 
our country. 

This five-hour tour will give guests a 

W

Beacon Hill Street
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thorough overview of the city as 
it includes many historical and 
cultural highlights of the city’s most 
well-known neighborhoods.

The first stop will be Beacon Hill, 
Boston’s most prestigious address. 
Here you will be able to disembark 
and explore Copley Square, home 
to the Trinity Church. This beauti-
ful church is a departure from the 
modern office buildings surrounding 

it. Built in 1877, it is said to be one 
of the most stunning examples of 
church architecture in the United 
States. 

Next, you will visit Back Bay with 
its tree-lined streets and historic 
brownstone shops. Bordered by 
Boston Common, notable streets here 
include Newbury and Boylston which 
are filled with unique restaurants and 
boutiques. The John Hancock Tower 

and the Prudential Center, two of 
Boston’s most famous skyscrapers, are 
also in the Back Bay area.

From here, you will travel by 
the Midtown Cultural District, 
Chinatown, and the South End, 
which boasts the largest Victorian 
neighborhood in the United States. 
Fenway Park is on your route, as 
well as the Fens section of Boston, 
where the Museum of Fine Arts, 

Boston

Sights to see in Boston, Massachusettes, clockwise from top, Drummers at Harbor Fest,  
USS Constitution, Paul Revere Statute, Customs House at Night
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Symphony Hall, and the Isabella 
Stewart Gardner Museum are 
located. 

Then, drive by the Waterfront and 
walk into the North End. You will 
have some time to explore Boston’s 
famous Italian neighborhood and 
a chance to visit the home of Paul 
Revere as well as the Old North 
Church. Many of you no doubt 
remember the story of “One if by 
land, two if by sea.” It was here that 
on April 18, 1775, Robert Newman, 
the Old North Church sexton, 
signaled to Paul Revere that the 
British were heading to Lexington 
and Concord by sea by holding two 
lanterns high in the steeple. 

Boston’s Freedom Trail continues 
from here. You won’t want to miss 
the USS Constitution, as well as the 
Massachusetts State House, the Old 
South Meeting House, Faneuil Hall, 
and other sites along the Trail.

Bring your walking shoes and 
enjoy this five-hour tour of one of 
American’s most charming cities!

Fenway Park and  
Samuel Adams Tour
Friday, November 14
9:30am—1:30pm

Visit the home of the 2004 & 2007 
World Champion Red Sox. Fenway 
Park, the second home to the Sox, 
opened on April 20, 1912 with its 
first professional game between 
the Red Sox and the New York 
Highlanders. This all-American 
ballpark has known baseball greats 
such as Babe Ruth, Johnny Pesky, 
Cy Young and Ted Williams just to 
name a few. 

One of the most notable features 
of Fenway Park, a Boston legend, is 
the Green Monster. This 37-foot left 
field wall was built to keep stray 

baseballs from hitting the nearby 
buildings on Lansdowne Street. 
Ever wonder why the team mascot 
is a green furry monster? It’s in 
honor of the Green Monster.

The Fenway Park tour will intro-
duce you to the Green Monster and 
many behind-the-scenes areas of 
America’s most-beloved and oldest 
park in Major League Baseball. Visit 
the press box, Red Sox Hall of Fame 
Plaques, the State Street Pavilion 
luxury seating area, the Budweiser 
Right Field Roof Deck and seats, the 
Green Monster seats and the Pesky’s 
Pole, and the oldest seats in Major 
League History. You may even have 
the opportunity to walk along the 

warning track and come face-to-face 
with the fabled Green Monster. 
Following the tour, you’ll have an 
opportunity to shop for authentic 
Red Sox souvenirs before heading to 
the Sam Adams Breweries.

What goes better with America’s 
favorite pastime than an ice cold 
beer? Hop back on the bus for a 
quick drive to the Samuel Adams 
Brewery. Learn more about Samuel 
Adams, patriot and brewer, as well 
as the art and mystery of brewing. 

Experience the brewing process 
as a knowledgeable guide explains 
every step of the journey that each 
Samuel Adams beer takes to make 
it to your table. Taste the malts and 

Crew Team Enjoying Harvard’s View
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spicy hops that go into making 
Samuel Adams one of the most 
award-winning brews around.

This 4-hour tour is $80 per person 
and includes a gourmet box lunch. 
You must be at least 21 years of age 
to participate in this tour.

John F. Kennedy Presidential 
Library and Harvard Tour
Saturday, November 15
9:00am—2:30pm

Learn more about the life and 
legacy of our 35th president on 
the John F. Kennedy Presidential 
Library and Harvard Tour. Visit 
two of Boston’s most popular tour-
ist areas to take a glimpse into the 

history of one of America’s most 
beloved presidents. 

For many, the name Kennedy is 
synonymous with Massachusetts. 
Born in Brokline, Massachusetts in 
1917 to a prominent Boston politi-
cian, John F. Kennedy spent much 
of his life in and around Boston. 
He began his education in Boston’s 
public school system before moving 
to New York. In 1936, he enrolled in 
Harvard University as a freshman 
and graduated cum laude in 1941.

Drive by one of the Kennedy’s 
first apartments and the Omni 
Parker Hotel where JFK announced 
his run for Congress, proposed to 
Jacqueline Lee Bouvier and held his 
bachelor party. Begin with a visit 

to the John F. Kennedy Presidential 
Library and Museum housed in 
the magnificent I.M. Pei building 
overlooking the sea and the city 
he loved. Visit this spectacular 
museum which honors the memory 
of John F. Kennedy through multi-
media presentations, period settings 
and exhibits. Guests will see a short 
film about President Kennedy, 
and then walk the campaign trail, 
view the famous Kennedy/Nixon 
debates, see the often humorous 
press conferences, and continue on 
through the highlights of his presi-
dency. Sit in on the strategy sessions 

JFK Library
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during the Cuban Missile crisis; see the Kennedy oval 
office and the gifts the Kennedy’s received during his 
presidency, as well as mementos from his personal life. 
For a short time, you will be able to re-live the thou-
sand days of “Camelot”.

From his early years through his political career, 
guests will see areas of Boston which played a role in 
John F. Kennedy’s vibrant life.

Travel from the shoreline of Dorchester Bay to 
Cambridge and explore the world famous Harvard 
University area. Harvard University is the oldest 
institution of higher learning in the United States and 
where young JFK lived and studied. You will stroll 
through Harvard Yard, the original campus of the 
university. Several of the dormitories, libraries and 
classroom buildings sit around this charming grassy 
area. Also located on Harvard Yard is Massachusetts 
Hall which was built in 1720 and is the oldest standing 
building on the Harvard campus and one of two of 
the oldest academic buildings in the country. You will 
have time to browse in Harvard Square, with its shops, 
eateries, boutiques, and over 25 bookstores. 

John Harvard noted not as the actual founder of Harvard, but contributor of 
signficant amount of money and over 400 volumes from his library to the college.

Boats on the Charles



• Save money on employee education

• Increase employee knowledge base

• Increase productivity

� e Foundation off ers scholarships that enable you to 
take advantage of DHI education that will allow you 
to build a meaningful career in the openings industry.

Check out our website at www.dhi.org to gain more details on the many 
scholarships available from our very generous donors. Scholarship recipients 
may tailor an education program, using the dollars for education, travel and 
hotel expenses. 

Scholarships valued up to $2,000.00!

Don’t Miss an Opportunity to attend a DHI School!
Providing benefi ts of continuing education to your employees at minimal 
cost to you.

Enabling your employees to participate in the new education program 
as  well as the annual conference and exposition – maximum 
education at minimal cost to you.

Please note, some scholarships have special restrictions.

For a scholarship application and an outline of the courses being off ered
with program details, contact the Foundation staff  at 703-222-2010 or 
by email at: foundation@dhi.org
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Business Recruitment Fundamentals:  
  How to Onboard More “A” Players 

By Lee Froschheiser

r e c r u i t m e n t
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“A 

LL ABOARD!” —Don’t 
you just wish that 
hiring new employees 

was that easy? Unfortunately, it’s 
such a challenge today that in a 
recent national survey, over 30 
percent of CEOs said up to half 
of their employees are a poor fit 
for the job. What’s more, putting 

the wrong person in the wrong 
position just to fill the vacancy 
can have dire consequences to 
your organization in terms of poor 
employee morale, low productivity 
and lost opportunities. The impact 
to your company’s bottom line can 
be staggering. 

The good news is that companies 

can drastically improve their work-
force quality by adopting a proactive 
mindset and consistently using the 
right hiring procedures. Of course 
every company is always looking 
for good people, but the employees 
who are considered “A” players are 
usually working elsewhere—and 
happily—so they’re less likely to 
be seeking greener pastures. So if 
your company’s recruiting strat-
egy isn’t well developed, you’re 
basically hiring other companies’ 
“B” and “C” players. True, an 
occasional “A” player will walk 
through your door, but you’re more 
likely to find that elusive diamond 
through the establishment of solid, 
consistent recruitment processes. 

A multi-layered, robust, recruiting 
process must be rooted in proac-
tive versus reactive recruiting. In 
today’s world, many companies 
have the risky tendency of waiting 
until a job opening occurs to initiate 
an emergency job search—reactive 
recruiting at its worst! In a rush to 
fill the open position and lacking 
constant, solid recruiting proce-
dures, the company is more likely to 
take a less qualified candidate or, in 
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some cases, whoever shows up first.

Plan Ahead With  
Good Job Descriptions

Avoid such dire measures by 
establishing a very structured 
and systemized selection process 
well ahead of when your company 
actually needs it. This begins with 
writing a job description before the 
actual recruiting process. A good 
job description includes: the job’s 
purpose, a detailed breakdown of 
responsibilities, to whom the new 
person will report, ways to measure 
the person’s effectiveness, the job’s 
vital factors, how the person will 
spend their time, their author-
ity within the company, and the 
required competencies, background 
and experience. The job descrip-
tion also drives your interviewing 

process and questions, as well as 
the employee’s training plan. What’s 
more, writing a job description 
before recruiting forces you to think 
through the position, the compe-
tencies of the person you need 
and becomes the blueprint for the 
success of the job and that person.

Interview Game Plan

Once you’ve attracted the top 
candidates, you need an interview 
game plan. Considering what’s 
required and wanted in the new 
hire, what are you truly look-
ing for in an ideal employee, and 
how do these attributes relate to 
what’s needed for the position? 
Also, if given the opportunity, 
what competencies would your 
internal or external customers 

look for from your employee to 
serve their needs? Whatever these 
competencies are, the candidate 
you choose must have them.

Your interview game plan 
must also include a robust selec-
tion process. This enables you 
to evaluate the potential hire in 
different ways. For example, you 
may need to conduct several inter-
views, and will want to do back-
ground check(s) at the very least.

Focus on Professional Development

After successfully hiring an 
employee, the next step in the 
recruitment process is to develop 
this person via ongoing coach-
ing, training and planning that 
will enable his or her professional 
growth. Unfortunately, most compa-

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi
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nies have no structured on-boarding 
plan for new personnel. By solely 
focusing on bringing someone 
“aboard the bus,” they forget to 
follow through with important 
ongoing training and develop-
ment. If this is happening at your 
company, you’re significantly reduc-
ing your retention odds. And if that 
new recruit is one of those rare “A” 
players, the loss is even greater. 

The first 90 days of employment 
are critical to the long-term success 
of the new employee. Therefore 
you should develop and imple-
ment a 90-day training plan to 
secure the employee’s place within 
the organization and facilitate 
his or her improvement. You can 
vary this training based upon the 
new employee’s level of experi-
ence with your existing systems. 

But it’s important to train this new 
hire on business practices, how 
your company functions and how 
these fit into the organization, too. 

Key to the success of this 90-day 
training plan is using a mentoring 
team consisting of a peer, manager 
and support person. The mentoring 
team should meet at least monthly 
to give feedback to the new hire, 
ensure he or she has someone 
they can go to with questions, 
and enable their success at adher-
ing to the 90-day training plan.

Establish Expectations Now

Also during this time, it’s critical 
to set clear, result-oriented goals. 
Why? Because setting these require-
ments will communicate company 
expectations and accountability 

for results, ensure that the new 
employee understands the compa-
ny’s priorities, and, most impor-
tantly, measure whether he or she 
is the right person for the job. Once 
the employee successfully completes 
the first 90 days, you’ll need a 
six-months-to-one-year, personal-
development plan to facilitate his 
or her advancement and growth. 
Focus on consistent improvement 
and job-performance strengthening. 

Incorporate the  
Current Business Plan

Finally, do you have a well-devel-
oped, current business plan? From day 
one, such a plan helps new employees 
understand the company’s direction 
and the role they play in it. Based 
upon the business plan, your recent 

Help DHI GROW and discover 
what DHI membership can do 

for YOU and your career!

Not a Member Yet? 
Know Someone Who Should Be? 

Go online to www.dhi.org/membership or call 703-222-2010

Door and Hardware Institute        14150 Newbrook Drive, Suite 200        Chantilly, VA 20151        www.dhi.org

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi
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hire should also grasp the company’s 
vital factors—the unique set of criti-
cal elements that can either hold a 
company back or propel it to success. 

Each employee should be assigned 
personal vital factors that support 
the company vital factors—an exer-
cise that creates that crucial strategic 

alignment within your organization. 
Following these fundamental 

strategies is a sure way to onboard 
those “A” players and, more impor-
tantly, keep them aboard the 
company bus. With the right team 
in place, you’ll find it’s easier to 
retain those good workers, main-
tain strong company morale and 
meet your business’ goals. 

ABOUT THE AUTHOR: Lee Froschheiser, 
president and CEO of Map Consulting (MAP), 
works with many premiere business leaders and 
companies nationwide. Lee is also co-author of 
the best-selling book, “Vital Factors, The Secret 
to Transforming Your Business—and Your 
Life.” His consulting firm, MAP, specializes 
in transforming companies, and accelerates the 
performance of people, teams and organizations. 
Clients include WebEx Communications, Cold 
Stone Creamery, Los Angeles Clippers and KIA 
Motors. For more information call 1-888-834-3040 

1.  Focus on creating a systematic, well thought out,  
proactive recruiting process.

2.  Formulate a good job description to serve as a  
blueprint for the job.

3.  Establish a solid business plan that outlines how many 
and what kind of people you need to hire.

4.  Onboard new recruits using a 90-day mentoring plan 
with a 90-day training period, measurable 90-day 
goals and a mentoring team that meets monthly to 
ensure the new hire’s success.

5.  Have a development plan ready (once they complete 
their 90-day training plan) to help them grow over the 
next year.

Knowledge.  We know you and your business. 

This program offers detailed, customized coverage 

specific to the needs of the openings professional 

that will afford you better coverage 

and savings in annual premiums.

With the new DHI-Sponsored Insurance Program 

available in the fall of 2007, we can provide you ways to 

lower your risk through customized insurance policies 

and risk education.

The DHI Board of Governors approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

This new program offers:

We Know Insurance Details!

DHI-Sponsored Insurance Program  •  Administered  by TISC
Peter J. Elliott, CPCU  •  President & CEO  •  800-222-4664  Ext. 1086 
Email: pje@telcominsgrp.com

Bonnie L. Gauerke, AU  •  Program Manager   •  800-222-4664  Ext. 1635 
Email: blg@telcominsgrp.com

6301 Ivy Lane, Suite 506 Greenbelt, MD 20770  •  Fax: 301-474-6196  

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi

Remember To:
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By John Graham

It ’s Time to Get the Message  
  Why Your Customers Will Never Be the Same

m a r k e t i n g
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L 
ET’S PUT IT ALL 
BEHIND  us.” These few 
words capture Americans’ 

unquenchable optimism. If there’s 
a roadblock, we go around it and 
no hurdle is ever too high. Nothing 
stops us. We regroup and move on. 
Besides, tomorrow will be a better 
day. 

Without such a heritage, we 
would be a far lesser nation.

Yet, there is nothing less than a 
sea-change taking place. We have 
been forced to turn to Middle 
Eastern and Asian countries to save 
us from financial disaster, the same 
ones that have long been siphoning 
off millions of U.S. jobs.

If all this isn’t enough, we are 
rendered impotent to do anything 
about rising energy costs and fall-
ing home prices. The situation is so 
serious that hundreds of thousands 
of consumers have abandoned their 
homes before foreclosure. On top of 
all that, we’ve parked our pickups 
and abandoned buying SUVs.

At the supermarket, SPAM sales 
have shot up for the first time in 40 
years, while canned beans fly off the 
shelves and shopping carts are filled 

with macaroni and cheese. Half the 
current crop of college graduates is 
boomeranging back home and families 
are missing from family restaurants.

Unquestionably, our country 
and the economy are in the midst 
of what may be an unprecedented 
upheaval that no one can escape. 
Incredibly, however, many in sales 
and marketing seem to ignore the 
unpleasant realities, even pretend-
ing the harsh realities don’t exist. 

But in the words of Warren 
Buffett, “The party’s over.”

Rather than burying our heads in 
the sand, a much more productive 
approach is to discover the marketing 
and sales messages that make sense 
to customers in a clearly painful 
economic situation. Here are five 
essential marketing and sales themes:
1. It’s time to stop pretending 
nothing has changed. It took a 
decade for General Motors and Ford 
Motor Company to finally confess 
that the auto-buying public wants 
small, fuel-efficient vehicles. They 
are on life support today because 
they couldn’t resist blaming their 
problems on just about everything 
else as they failed to see that they 

were the ones on the wrong road.
There’s a huge lesson in all this. 

It’s not just that buying behavior 
has changed. There’s far more to 
it: Those in marketing and sales often 
persist in the belief that it’s someone 
else’s customers whose buying behavior 
has changed. They want to believe 
that their customers are different.

We want to believe that we will 
get over this and every other hurdle 
and all will once again be well. 
When the term “downsizing” was 
first heard nearly 20 years ago, we 
said it was a temporary situation, 
even though there were indications 
that it was a permanent part of the 
corporate landscape.

The point: Basing marketing and sales 
on what we want to believe rather than 
reality can and will hurt us. 
2. Recognize that caution prevails. 
Let’s face it, there’s a serious 
problem when the auto repo trucks 
roam the nation’s suburban neigh-
borhoods day and night, while 
a Mortgage Bankers Association 
report indicates that nearly 1 in 10 
American homeowners with a mort-
gage faced foreclosure or fell behind 
in their payments in the first quarter 
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of 2008. 
Then, pile on the dramatic down-

sizing of the nation’s airlines, add 
widespread job insecurity and the 
fact that companies are warning 
employees to be alert to gas tank 
thefts and there’s a flood of uncer-
tainty and fear. To ignore this situa-
tion is a strategic mistake.

A more beneficial approach is 
to create marketing strategies and 
sales messages that acknowledge 
the uncertainty and demonstrate 
how buying your products or using 
your services minimizes risk and 
creates greater security.

The point: No one wants to get 
in too deep into anything. Offering 
assurance that customers will avoid 
getting in trouble is an appealing 
message.
3. The desire to do “something” is 
strong. Whether the current “green 
revolution” is real or a fad is irrel-
evant. There may be some of both. 
The cynics are always quick to point 
out that such activities as annual 
“clean up the town” days or “save 
the something or other” are more 
PR than practical. Even so, in times 
of crisis, people want to feel that 
they are doing something to help. 
They remember these experiences 
for years to come. 

It’s difficult to get our arms 
around “global warming” and we’re 
impotent when it comes to doing 
anything about the price of oil. Yet, 
we want to feel that we’re helping 
and the current green movement is 
a way to take a stand.

During World War II, millions 
of Americans planted “Victory 
Gardens,” collected scrap rubber 
(including millions of elastics), cans 
of fat and tons of metal. All this may 
have helped “the war effort,” but it 
also gave Americans the opportu-

nity to be involved.
The point: Finding ways to support 

and align ourselves with the “green 
revolution” or similar movements that 
allow consumers and companies to feel 
they are making a difference and that we 
are all in this together has value.
4. Life is filled with disappoint-
ment. No matter how you look at 
it, Americans are being bombarded 
with disappointment––pensions 
are disappearing, the cost of living 
increases and the day one can retire 
is fading. Even the horizons of those 
largely unaffected by such experi-
ences are changing.

As Sandra Block of USA Today 
writes, “Patty Stewart of Redlands, 
Calif., is beginning to think she 
won’t be able to retire at 65. Or 67. 
Or possibly ever.” With the drop 
in her 401(k) and the equity in her 
home sinking fast, retirement may 
be an illusion.

Since the 1950s, we have been able 
to gratify more desires than any 
people on earth, culminating in the 
bizarre belief that $50,000 or $60,000 
annual incomes could support 
$400,000 and $600,000 mortgages. 
Just wanting it made it happen.

Now, disappointment prevails. 
Even Boomers are moving back with 
their parents, and their kids are 
joining two generations under the 
same roof. 

To some extent, gratification 
is not just being delayed; it is 
disappearing.

The point: The genius of Starbucks 
is immediate, low-cost gratification. It 
took the founder to see that the company 
had strayed from this path. The product 
is affordable, immediate gratification, a 
powerful message in all marketing and 
sales today.
5. Get off of the slam-dunk sales 
mentality. Selling is a tough job, but 

had it not been for a population that 
could afford the plethora of prod-
ucts and services produced by U.S. 
corporations, it would have been a 
thousand times more difficult. 

Companies have been able to raise 
quotas, cut commissions, minimize 
territories and give little support 
to their salespeople and get away 
with it, primarily because most of 
the fruit was waiting to fall to the 
ground.

That party is over, too, leaving 
companies unhappy with their 
salespeople and salespeople making 
excuses but who don’t really know 
what’s wrong.

The problem was expressed by an 
insurance agency president when he 
said, “What we need is more sales,” 
as if there is some magical way to 
turn doubting, worried, cautious, 
reluctant customers into instant 
buyers. He is not alone with his 
“slam-dunk sales mentality.”

The point: The marketing-sales chal-
lenge today is one of identifying and 
cultivating specific customers with 
messages that speak to their perceptions 
and understanding of where they are 
in life. That takes time, time and more 
time. We have left “getting the sale” 
behind and now we are in a period 
where “deserving the sale” prevails.

The only real marketing and 
sales challenge today is having 
the strength and will to take our 
marketing and sales direction from 
our customers instead of from our 
companies. 

About the Author: John R. Graham is presi-
dent of Graham Communications, a marketing 
services and sales consulting firm. He is the 
author of The New Magnet Marketing and 
Break the Rules Selling, writes for a variety of 
business publications, and speaks on business, 
marketing and sales issues. Contact him at 40 
Oval Road, Quincy, MA 02170; 617-328-0069; 
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Legal Issues Surrounding References

By Heidi Abegg
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A 
S AN EMPLOYER, YOU  
may have attempted to 
check a prospective employ-

ee’s references in order to make a 
more informed decision.1 Or, you 
may have received a request from 
a another company for information 
regarding a former employee. Did 
you know that both the employer 
giving the reference, and the 
employer receiving the reference, face 
potential legal exposure? 

Employers must avoid committing 
“negligent hiring.” This means that 
the employer has a duty to protect 

the company, its shareholders, 
employees and customers from 
injury that the employer knew, or 
should have known about. This is 
one reason why employers attempt 
to check references. However, 
because employers giving references 
also face potential legal liability, 
they may be unwilling to give refer-
ences, other than to confirm dates of 
employment and position. Usually, 
this refusal stems from an attempt 
to avoid litigation arising from a 
negative or a positive statement 
(defamation, libel, slander, discrimi-
nation, retaliation).

Consider the following: an 
employer interviewing a prospec-

tive candidate for a position of 
trust within the company calls the 
references listed on the candidate’s 
resume. The candidate’s former 
employer gives a glowing reference, 
but omits known facts involving 
the candidate’s past acts of violence 
because the former employee wants 
the employee to have a “clean” slate. 
However, once in the new position, 
the employee harms fellow employ-
ees. The new employer finds out 
that the former employer had direct 
knowledge of the employee’s violent 
tendencies, yet said nothing. The 
new employer sues.

Or, another example: an employee 
interviewing for a position with a 
competitor lists his former supervisor 
as a reference. The supervisor is upset 
that the former employee is going 
to work for its competitor. When the 
interviewing employer calls the super-
visor to discuss the employee’s work 
performance, the former supervisor 
stretches the truth to put the employee 
in a bad light and ends up slandering 
the employee. The employee does 
not get the job and sues his former 
employer for defamation.

For most employers, the benefits 
of providing references do not 

1.  The information provided herein is for general informational 
purposes only and is not intended to constitute legal advice.
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outweigh the risks. While the inquir-
ing employer receives the benefit 
of any information provided, the 
former employer does not usually 
receive a corresponding benefit in 
exchange for the legal exposure 
resulting from providing the refer-
ence. But because this information 
can be helpful to the overall hiring 
process, and because an employer 
has a duty to avoid negligent hiring, 
over 30 states have enacted laws 
which offer protection to employers 
who give references in good faith. 
However, some states require that 
for protection to apply, the reference 
given must involve only truthful 
facts about job performance.

If you do decide to provide a 
reference, keep in mind the follow-
ing, which can help reduce your 
legal liability. First, keep your 
comments related to the job, ensure 
that they are documented and 
were personally observed. Do not 
relay hearsay or the opinions of 
others. Second, if your comment 
would be illegal under any federal 
or state discrimination laws for the 
workplace, it is equally illegal when 
giving a reference. For example, if 
you have personal knowledge of 
the employee’s sexual orientation, 
you should not share that with the 
prospective employer. 

Third, if you don’t remember the 
employee, were not in a position 
to observe his/her performance, or 
can’t remember anything about the 
employee’s performance, you should 
carefully refuse to serve as a refer-
ence. It is better to not say anything 
at all, rather than to give a glowing 
reference that is not based in fact. 
Fourth, don’t make any negative 
comments unless they relate to job 
performance. If you do make nega-
tive comments, they should have 

already been communicated to the 
former employee through perfor-
mance evaluations, etc. 

Fifth, for your protection, take 
notes during the conversation, 
noting the name and position of the 
person calling, the questions asked 
and the responses provided. Sixth, 
communicate your policy of provid-

ing references, whatever it may be, 
to your employees so that they are 
not surprised when they leave your 
employ and attempt to secure a 
reference. 

About the Author: Heidi Abegg is an asso-
ciate at Webster, Chamberlain & Bean—a 
Washington, DC-based law firm. She can be 
reached at habegg@wc-b.com.
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Limiting Liability and Piercing the Corporate Veil
By James S. Wilson
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O 
WNERS AND 
MANAGERS  of busi-
nesses spend countless 

hours considering the risks and 
potential claims and liabilities to 
which they and their businesses 
may be exposed by virtue of their 
business operations. Claims by 
employees, contractual liabilities, 
products liability, accidents at the 
workplace, actions of employees 
within the scope of employment, 
company indebtedness… these are 
but a few of the causes of sleepless 
nights for business owners and 
operators.

Businesses have various means 
through which to limit potential 
exposure. The managers of a busi-
ness, for example, could decide that 
the risks and potential liabilities 
associated with a certain activity 
outweigh the potential benefits to 
the business. Accordingly, even 
potentially profitable activities may 
be avoided due to their potential to 
expose the business to legal liability.

Rather than avoiding certain 

activities altogether, management 
could consider appropriate meth-
ods to minimize legal exposure 
from those activities. Obviously, 
businesses frequently evaluate the 
safety of their products, operations 
and workplaces. Lawyers can be 
engaged to assess a business’s 
compliance with applicable laws 
and regulations. 

A business can engage insurance 
experts to assess appropriate insur-
ance policies and coverage amounts. 
Coverage for personal injury and 
property damage, workers’ compen-
sation, employment claims, and 
directors’ and officers’ insurance 
is widely available. The contents of 
any insurance policy should care-
fully be reviewed to assess whether 
the scope of coverage and any 
applicable exclusions from coverage 
are appropriate considering the 
activities and exposures of the busi-
ness. Any legal claim against a busi-
ness, regardless of its merit, can be 
distracting and expensive to defend. 
As such, one substantial benefit 

of many insurance policies is that 
such policies obligate the insurance 
carrier, rather than the business, to 
assume and pay for the defense of 
claims against the business that are 
covered by the policy.

In addition to considering insur-
ance coverage and risk management 
practices and procedures, business 
owners and managers are well 
advised to consult legal counsel 
to evaluate legal structures that 
could provide limited liability to 
the owner and the business. For 
those not entirely familiar with 
the concept of “limited liability”, 
it generally refers to the attribute 
of certain legal entities that would 
limit recovery for liabilities of the 
business to the assets of the busi-
ness and not the separate assets of 
the business owner. In other words, 
if a business operates within the 
structure of a limited liability entity, 
business owners would not person-
ally be liable for the liabilities of the 
business. By contrast, in a business 
operated by a sole proprietor or 
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partnership, the personal assets of 
the business owner or owners are 
exposed to claims and liabilities 
arising out of the business.

Common examples of limited 
liability entities include corporations 
and limited liability companies. The 
Delaware Limited Liability Company 
Act, a statute under which many 
limited liability companies are orga-
nized, for example, provides: 

“…the debts, obligations and liabil-
ities of a limited liability company, 
whether arising in contract, tort 
or otherwise, shall be solely the 
debts, obligations and liabilities 
of the limited liability company, 
and no member or manager of a 
limited liability company shall be 
obligated personally for any such 
debt, obligation or liability of the 
limited liability company solely 
by reason of being a member or 
acting as a manager of the limited 
liability company.”1

The separate legal existence of 
a limited liability entity, such as 
a corporation or limited liability 
company, typically commences 
upon the filing of what can be a 
relatively simple organizational 
document with a particular state. 
For corporations, this document 
generally is called a certificate of 
incorporation or articles of incor-
poration, and for limited liability 
companies, a certificate of formation 
or articles of organization. 

The initial formation of a limited 
liability entity can be a simple 
process, but it could be a costly 
mistake to neglect continuing 
obligations or formalities neces-
sary to maintain the separate legal 
existence of the entity. While the 
presumption is that the separate 
legal status of a corporation or 
limited liability company be 

respected, in certain circumstances 
courts can disregard that separate 
legal status and impose personal 
liability on the owners of the busi-
ness. Such cases involve what is 
commonly referred to as “piercing 
of the corporate veil” because 
the limited liability protections 
are disregarded and the personal 
assets of owners can be accessed to 
satisfy liabilities and claims of the 
business.

Cases involving corporate veil 
piercing frequently involve closely 
held entities (including wholly 
owned subsidiaries) in which the 
separate legal existence of the owner 
or owners and the business are 
not clearly defined or maintained. 
Courts tend to base decisions to 
pierce the corporate veil on a review 
of all relevant facts and circum-
stances, and rarely is one factor 
determinative. Factors that have 
contributed to courts’ piercing the 
corporate veil include:
n  Corporation formed and 

controlled for fraudulent, illegal 
or unjust purposes or to mislead 
creditors;

n  Absence of formalities of corpo-
rate existence;

n  Inadequate capitalization (insol-
vency); and

n  Personal use or commingling of 
corporate funds.

If a court considers an entity to be 
a mere “alter ego” or “instrumental-
ity” of its owner, piercing the corpo-
rate veil is a distinct possibility.

In light of the above, owners and 
managers of corporations, limited 
liability companies and other 
limited liability entities should be 
cognizant of continuing formalities 
and requirements that should be 
observed in order to maintain the 
separate legal existence of the entity, 

including the following:
n  Making all initial and periodic 

organizational and tax filings. An 
entity may have reports or filings 
and tax payments due on an 
annual basis in each state where 
incorporated or organized and 
qualified to do business.

n  Operational and governance 
procedures. The entity should 
have its own bylaws or operating 
agreement and procedures. The 
bylaws and procedures should 
be followed by the entity and its 
governing body. An entity’s sepa-
rate governing body should have 
separate periodic meetings. 

n  Maintaining separate books and 
records. Meeting minutes, corpo-
rate records, including stock 
and ownership certificates and 
records, and books of account 
should be separately maintained 
for the entity. The entity’s assets, 
liabilities and finances should be 
distinct from those of its owners 
and affiliates.

n  Use of entity name. The entity 
should use its proper corporate 
name on official communications 
and contracts.

Management can consider various 
ways to minimize potential liabilities 
arising from the business. If a busi-
ness is incorporated or organized 
as a limited liability company or 
other entity, management should be 
aware of continuing formalities and 
legal requirements with respect to 
the legal entity. Failure to adhere to 
those formalities and requirements 
could affect whether the separate 
legal status of the entity is respected 
in the course of any litigation.

About the Author: James S. Wilson

1.  Delaware Limited Liability Company Act § 18-303.
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A Jack of All Trades
By Jason Bader

s h e l f  l i f e
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I 
LOVE THE EXPRESSION,   
“A jack of all trades, but a 
master of none”. I am getting 

really sick and tired of running into 
ERP software solutions masquer-
ading as wholesale distribution 
packages. The claims are just getting 
absurd. The solutions I am referring 
to are those a la carte packages 
that allow you to build your 
dream distribution management 
package out of manufacturing cast 

off modules. I have recently been 
perusing the websites of some of 
these solutions. The marketing 
rhetoric is fantastic. You have ultimate 
flexibility to grow with the business. 
Loosely translated, you will have 
consultants on the payroll for the 
remainder of your natural existence. 
Don’t get me wrong, the premise 
is nice. We all have some unique 
nuances to our wholesale distribu-
tion businesses and occasionally 

our current software solutions may 
feel a bit confining. Let me tell you, 
I know a whole slew of distributors 
that would trade in their open 
architecture Frankensteins for a little 
restrictive stability. 

I was recently working with a 
client who had invested in a flexible 
ERP solution. The reseller he worked 
with convinced him that this prod-
uct could be molded to fit the needs 
of his small wholesale distribution 
business. I am talking start up small. 
A hundred grand across the palm 
and he was off to the races. This is 
where the trouble began.

The reseller he worked with did 
not have a wholesale distribution 
background. Carrying cost and 
GMROII were not in his vocabu-
lary. This is not untypical of the 
support found in these types of 
packages. Let’s face it; these pack-
ages were designed to fit the needs 
of manufacturing organizations. 
That is where all the money is. 
Even the name, Enterprise Resource 
Planning, smacks of a manufactur-
ing environment. When I think of 
“resource planning” in a wholesale 
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distribution environment, I am 
usually thinking about adding 
bodies. With a very rare exception, 
the fundamentals of wholesale 
distribution are a mystery to the 
support staff. You have to know 
what you want, so they can program 
it for you. Hello billable hours. 

A couple of years ago, I spoke to 
a distributor in a similar situation. 
He had invested over four hundred 
thousand dollars on the same open 
ERP system mentioned above. Don’t 
adjust your reading glasses and that 
was not a typo. Ready for the heart 
stopper? He was a 10 user organiza-
tion. After all this money, he still 
couldn’t trust the replenishment 
advice coming from the software. 
The reseller should be slapped. I 
believe that someone stepped over 
their ethical responsibilities. 

As many of you know, I teach a 
course in distribution and inventory 
management. I teach the funda-
mentals so that distributors can get 
their arms around the basic buying 
and selling of inventory. During 
the session, I talk about some of the 
controls inside the software and 
how those affect the replenishment 
process. These are the tried and true 
Gordon Graham methodologies 
available in most wholesale distribu-
tion packages. I know that some of 
you may take issue with the simplic-
ity of Graham, but you can’t deny 
that it works well for a whole bunch 
of distributors. Invariably, I get 
someone coming up to me during 
the break and telling me that they 
have never seen any of this in their 
system. Where do I find the safety stock 
setting? I don’t know if my system offers 

EOQ. I have never seen a field for a bin 
location. I think it is an add on ware-
house management package. Since when 
did warehouse functions become 
optional for a distributor? It just kills 
me. These folks have spent an awful 
lot of money for a system that was 
supposed to handle their distribu-
tion needs and they are coming to 
the realization that they are about to 
spend a whole lot more.

The true distribution packages 
you see on the market were built 
for the specific purpose of helping 
distributors manage their business. 
Many of them were accounting 
packages that added a sales compo-
nent, and then quickly realized that 
they needed an inventory replen-
ishment module. By focusing on 
the wholesale distribution market 
space, they listened to the needs of 

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi
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their clients and make refinements 
to the product. Over time, they 
became distribution experts in their 
own right. The tools developed 
were designed to enhance the 
distribution business model. They 
understand what you do for a living 
because they have focus. 

One of the best reasons to stick 
with a ground up wholesale distri-
bution package is the user base. 
Feedback from the user base is how 
a product evolves to meet the chang-
ing needs of an industry. Many of 
these enhancements are brought 
forward during an annual confer-
ence of the users. How can you have 
a meaningful user conference for a 
package catering to a multitude of 
different business types? As these 
solutions boast, they can be adapted 
to several different businesses. You 

are likely to see retailers, manufac-
turers, designers and such. There 
is no common thread. No shared 
wisdom. The user’s group meeting 
is where you learn the good stuff. 
I am talking about those solutions 
that never quite made it to the users 
manual. We may complain that true 
distribution software packages are 
not perfect, but at least they focus 
on what we do for a living.

I am sure many of you believe that 
I have committed the equivalent of 
consulting hari-kari. This couldn’t 
be further from the truth. When 
I left my family distribution busi-
ness 5 years ago to join Scott, my 
goal was to help distributors work 
through the same challenges I faced 
every day. I never intended to be a 
software salesman or an advocate 
for one system over another. The 

focus has always been, and will 
continue to be, in the best of interest 
of the wholesale distribution busi-
ness owner. 

Before you go out and commit to 
any distribution software solution, 
please take a minute to give me a 
call or an email. I won’t charge you 
a dime. I will help you cut through 
some of the marketing promises and 
give you my honest opinion of the 
capabilities. Good luck. 

About the Author: Jason Bader is the managing 
partner of The Distribution Team. His firm spe-
cializes in helping wholesale distributors manage 
operational and inventory challenges. He is a reg-
ular speaker at several distributor conferences and 
industry events. Jason can be reached via email at 
Jason@distributionteam.com. To learn more about 
their services, or to read past articles, visit his 
website at www.thedistributionteam.com.
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We Know Insurance Details! 

Trust.  As members of the Institute, DHI has 

your company’s best interests at heart. DHI and its 

strategic partner will work to meet and exceed all 

of your insurance needs. The program offers a full 

range of insurance coverages including: Property and 

Casualty, Directors and Officers, 

Employment Practices Liability, 

and Professional Liability.

With the new DHI-Sponsored Insurance Program, 

we can provide you ways to lower your risk through 

customized insurance policies and risk education. 

The DHI Board of Governor’s approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

DHI-Sponsored Insurance Program  •  Administered  by TISC
Peter J. Elliott, CPCU  •  President & CEO  •  800-222-4664  Ext. 1086 
Email: pje@telcominsgrp.com

Bonnie L. Gauerke, AU  •  Program Manager   •  800-222-4664  Ext. 1635 
Email: blg@telcominsgrp.com

6301 Ivy Lane, Suite 506 Greenbelt, MD 20770  •  Fax: 301-474-6196  
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9/15/08 and Earlier After 9/15/08
Full Conference Package

Member/Non-Member Fee $235 / $335 $255 / $355 = $ ________
Spouse $125 $125 = $ ________
Team Pricing (Distributors and Sales Agents Only)

Member/Non-Member Fee $850 / $1,200 $925 / $1,300 = $ ________

 Complimentary Thursday Education for Full Package and Team Pricing Attendees  

Please check the sessions you will be attending. Class sizes are limited.

____  Lessons From Successful Multi-Generational Family 
Businesses

____ Annual Fire Door Assembly Inspection Program Overview
____ Making Money in a Tough Market   q am   q pm
____ LEED and Its Impact on Our Industry
____ Best Practices: Collecting Money

____ Best Practices: Introduction to Contract Law
____ Making the Most of Your Chapter
____ Liability Insurance From A to Z
____ Understanding the Code Development Process   q am   q pm 
____ Influencing Local Code Changes   q am    q pm

One-Day Pass

                                                                                        9/15/08 and Earlier                   After 9/15/08

Friday – Member/Non-Member  $125 / $150 $150 / $175

Saturday – Member/non Member  $100 / $125 $125 / $150

National Education Registration

Register for any paid Education and receive a Full Conference Package complimentary.  

Please insert Education Registration Total from National Education Registration Form   = $ ________

Optional Events

Foundation F1 Racing Event • (Wednesday 11/12) _____ person (s) at $195 = $ ________

Boston City Tour • (Thursday 11/13) _____ person (s) at $50 = $ ________

Forum for the Future • (Thursday 11/13) _____ person (s) at $115 = $ ________

Opening Reception • (Thursday 11/13) _____ person (s) (Inc. in full package) = $ ________

Spouse Reception Only • (Thursday 11/13) _____ person (s) at $45 = $ ________

Fenway Park & Samuel Adams Tour • (Friday 11/14) _____ person (s) at $80 = $ ________

Networking Luncheon • (Friday 11/14) _____ person (s) (Inc. in full package) = $ ________

Salem: Myth and Mystery Tour • (Saturday 11/15) _____ person (s) at $89 = $ ________

Awards & Keynote Breakfast • (Saturday 11/15) _____ person (s) (Inc. in full package) = $ ________

TOTAL  = $ ________

First Name m.i.  Last  Name iNFormaL For Badge 

titLe CompaNy

street address (wiLL Be used iN CoNFereNCe atteNdee BookLet)    q CheCk iF New address 

City   state/proviNCe CouNtry Zip+4/postaL Code

daytime phoNe  Fax   spouse’s Name (oNLy iF spouse is registeriNg)

e-maiL   weBsite 

Check appropriate company category:  q distributor   q manufacturer  q sales agent   q specifier  q other: _______________________

DHI Conference Attendee Registration
CODE: MAG 

ImPORTAnT DATEs:
september 15, 2008
• Final day to receive reduced 

advanced registration fees.

October 13, 2008
• Deadline for Registrant’s Name  

to appear in Conference At-
tendee Book.

• Final day to preregister;  
no refunds after this date.

november 12, 2008
• On site Registration opens  

at Convention Center.

REGIsTER
On-Line: www.dhi.org

By Phone:   
866-977-3667  
Mon.–Fri.  8:30 am–5:30 pm EST

By Fax:  

703-222-2410 
All faxed registrations must 
include credit card payment.

By mail:   
DHI Registration   
PO Box 758639 
Baltimore, MD 21275

Do not mail if previously faxed  
or registered by phone.

Buy OnE DAy
of Education, 

Attend the
DHI  

COnFEREnCE  
& ExPOsITIOn  

FOR FREE!

o Check enclosed, payable in U.S. dollars to: DHI    o  VISA   o MC   o AMEX      

Exp. Date____________________________________   Card Number_____________________________________________

Cardholder’s Name (print) ________________________________________________________________________________

Signature _____________________________________________________________________________________________

Cardholder’s Full Billing Address ___________________________________________________________________________

  ____________________________________________________________________________________________________

NOVEMBER 7–15, 2008   •   BOSTON CONVENTION & EXHIBITION CENTER 



1. WESTIN BOSTON WATERFRONT (Headquarters Hotel)
 425 Summer Street
 $235 single/double $179 student * 

Connected to the Boston Convention & Exhibition Center via an enclosed 
skywalk, the Westin Boston Waterfront will serve as this year’s DHI 
Conference headquarters hotel. This smoke-free property will put you at 
ease from the moment you check-in. With its tranquil lobby, relaxing bar 
and signature restaurant, Sauciety, you won’t even make it to your 
guestroom before you begin to unwind. Once inside your guestroom, 
though, the tranquility continues with well-appointed furnishings including 
Westin’s signature Heavenly Bed® and its new Heavenly Bath® with 
upgraded amenities. All guestrooms have flat screen televisions, coffee 
makers with Starbucks® coffee, bathrobes and wireless high-speed 
internet access (for a nominal fee). Additionally, there is a 24-hour fitness 
center with indoor pool on-site which is complimentary to guests. This 
AAA Four Diamond hotel is less than three miles from Logan International 
Airport and a short trip to Boston’s Back Bay and the Financial District. 
Parking is available onsitefor a fee. 

2. RENAISSANCE BOSTON WATERFRONT HOTEL
 606 Congress Street
  $235 single/double $179 student* 

The newest hotel in the Boston Harbor area, the Renaissance Boston 
Waterfront Hotel is one-of-a-kind. Blending state-of-the-art technology 
with sophisticated comfort, you are sure to enjoy your stay here. Guest-
rooms are generously furnished with the lavish new Renaissance bedding 
collection, ample workspace with wired and wireless internet access (for a 
nominal fee). The special Wired Desk allows guests to plug MP3 players 
and laptop computers into the television to do work or watch movies. Be 
sure to visit 606 Congress the Renaissance’s on-site restaurant featuring 
celebrity chefs Michael Schlow and Toby Hill whose collaborations bring a 
regional influence to the best of modern American cuisine. Also, on-site are 
a full-service Starbucks® and a fitness center with state-of-the-art 
cardiovascular equipment, lap pool and sauna. The Renaissance is just 3 
miles from Boston Logan Airport and 3 blocks from the Boston Convention 
and Exhibition Center. The Renaissance is a smoke-free hotel.

3. SEAPORT HOTEL
 One Seaport Lane
 $233 single/double

Just a short walk out the front doors of the Boston Convention and 
Exhibition Center stands the distinguished Seaport Hotel. Connected to the 
Seaport World Trade Center on the bay, the Seaport guestrooms have 
spectacular views of the water. Inside the hotel, the views are equally 
appealing with many recent renovations including the Seaport Café, Aura 
restaurant and brand new bar. Additionally, guests will have complimentary 
internet access throughout the hotel, access to the full service business 
center and the Wave Health Club with its 50' pool with city views and 
underwater music. Once inside the sleeping rooms, guests will be 
welcomed with a smart light which turns on automatically. With flat screen 
televisions, Bose radios with CD players, no fog bathroom mirrors and 
300-count bed sheets; you may want to extend your stay! For those with 
special needs, Allergy-Friendly rooms and the Seaportal business savvy 
rooms are available. In addition to being smoke-free, the Seaport Hotel is 
service-inclusive which means that all tips and gratuities are included in 
the room rate. 

4. DOUBLETREE HOTEL BOSTON–DOWNTOWN
 821 Washington Street
 $169 single/double

Check into the Doubletree, and check into your home away from home 
with the Doubletree’s famous chocolate chip cookies at check-in. Guests 
will be comfortable in the well-appointed sleeping rooms which offer 25" 
televisions, internet access (for a nominal fee), mini bar, coffeemaker with 
complimentary Wolfgang Puck coffee, Neutrogena bath products and the 
Sweet Dreams® by Doubletree plush-top mattresses, luxurious linens, 
down comforter and jumbo pillows. Get a jump on your morning by visiting 
the adjoining state-of-the-art YMCA or the full service Starbucks® on-site. 
Once outside, guests will find themselves right in the middle of the action 
in Boston’s Theatre District just steps from Chinatown, numerous historical 
Boston sites and blocks from Boston Public Garden. Shuttle service to the 
convention center will be provided by DHI.

HOTEL DESCRIPTIONS

* STUDENT HOUSING: The discounted student rate is available exclusively for those attendees registered for DHI 
classes in Boston.  Class registration will be verified before confirming reservations at this rate. The discounted student 
rate is available through Wednesday, November 12th after which time the standard conference rate will apply.



Last Name _______________________________________________________ First Name______________________________________________________________ 

Affi liation/Company ________________________________________________________________________________________________________________________

Street Address or P.O. Box Number __________________________________________________________________________________________________________

City/State/Province _______________________________________________ Zip/Postal Code/Country__________________________________________________

Daytime Phone Number ___________________________________________________________________ Ext. _____________________________________________

E-mail ___________________________________________________________ Fax ____________________________________________________________________ 

Home Phone Number ________________________________________________________________________________________________________________ ______

Please check appropriate category:  ❑ Attendee ❑ Exhibitor ❑ Student

1. Rooms are assigned on a fi rst-come, fi rst-served basis. Number hotels in 
numerical order of preference. If your hotel choice is not available, you will 
be assigned to the closest available hotel. Room rates do not include city 
hotel tax. Suite information may be obtained by calling DHI Housing at 
866/578-8809 or emailing dhihousing@conferencedirect.com.

ARRIVAL: Day _____________________________ Date ________________

DEPARTURE: Day _________________________ Date ________________

Note:  Hotels charge an “early check-out” fee of up to one night’s room fare 
plus applicable taxes. Please verify your departure date upon arrival.

____ Westin Boston Waterfront (HQ)
$235 single/double $179 student ***

____  Renaissance Boston Waterfront Hotel
$235 single/double $179 student ***

____  Seaport Hotel
$233 single/double

____  Doubletree Hotel Boston-Downtown
$169 single/double    

Type of Room*:
 ❐ Single ❐ Double
 ❐ Triple ❐ Quad

Room preference(s): 
 ❐ Non-smoking ❐ Smoking (Doubletree only)**
 ❐ Wheelchair-accessible room  ❐ Rollaway bed 
 ❐ Adjoining room  ❐ Other:

*  We will attempt to accommodate your request; however, room types and special 
requests are NOT guaranteed.

** All rooms at the Westin, Renaissance and Seaport are non-smoking.

If sharing a room, please list additional occupants’ names:

A) ______________________________________________________________

B) ______________________________________________________________

2. ROOM RATES/TAXES: In order to take advantage of the DHI rates, 
be sure to book your reservation by Friday, October 10, 2008. 

After this date, the offi cial DHI block will be released and the hotels may 
charge signifi cantly higher rates. Standard Conference room rates are valid 
three (3) days before and after the Conference based upon availability. Rates 
subject to 12.45% city hotel tax (Subject to change). Additionally, a $3.00 per 
night resort fee is included in the Seaport Hotel rate to cover all tips and 
gratuities. 

***  STUDENT HOUSING: The discounted student rate is available exclusively 
for those attendees registered for DHI classes in Boston. Class registration will 
be verifi ed before confi rming reservations at this rate. The discounted student 
rate is available through Wednesday, November 12th after which time the 
standard conference rate will apply.

3. ACKNOWLEDGEMENTS: Acknowledgements will be sent to the email 
address or fax number noted above. Please check your acknowledgement 
immediately to ensure that all information is correct. If you do not receive 
an acknowledgement via e-mail or fax within 14 days after sending in your 
request, please contact DHI Housing at 866/578-8809.

4. CHANGES/CANCELLATIONS/REFUNDS: Cancellations will be subject to 
a $30 processing fee. DHI Housing will be available to make changes and 
cancellations until 8:00 p.m. on Monday, October 27, 2008, after which, all 
inquiries should go directly to the hotels or be taken care of on site. Cancel-
lations within 72 hours of arrival are subject to forfeiture of fi rst night’s 
deposit at hotels.

5). To avoid delays in processing, be sure all information is legible and arrival/de-
parture dates are included. If specifi c dates are not requested, the offi cial confer-
ence dates will be entered. Failure to arrive on your confi rmed arrival date 
will result in forfeiture of deposit and loss of room for the entire stay. 

6. GUARANTEE INFORMATION: All reservations must be guaranteed by a 
major credit card or with one night’s deposit by check. Rooms guaranteed by 
credit card will be charged 1st night’s room + tax as early as October 16, 2008. 
Checks received after October 10th will be returned.

❐ VISA ❐ MasterCard ❐ American Express ❐ Discover  

❐  Make checks payable to DHI/ConferenceDirect (in US funds drawn on 
a US bank). Checks must accompany form to be processed.

Name on Credit Card (print clearly)  _______________________________________

_______________________________________________________________________

Signature of Cardholder _________________________________________________

Credit Card Number ____________________________________________________

Expiration Date _________________________________________________________

Conference Housing Reservation
To make housing reservations, call DHI Housing 

Toll Free 866/578-8809 | International 506/637-0281

9:00 a.m. – 8:00 p.m. EST Monday – Friday

You may mail or fax completed form to DHI Housing by Friday, October 10, 2008. Mail 

to c/o ConferenceDirect, 1900 South Boulevard;   Suite 110; Charlotte, NC 28203; fax: 

506/433-3033.  Do not mail this form if you have registered by phone, fax or on-line.  

CODE: MAG

PLEASE Print or Type. Complete ALL information requested. 
Retain a copy of this form for your records. 
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DHI Education is for EVERYONE!  
National  |  Chapter  |  In-house  |  Online  |  Challenge Exams

For complete course listings, class schedule, or to register, go to www.dhi.org/education

Flexible  |  Convenient  |  Customized

DHI Education

Students have been 
expressing interest 
in the November 

classes for several 
months…Class size 
is limited.  Register 
soon to secure your 

future!!!

Registration for the Final DHI 
MEGA School of 2008 is Now 
Open!

Class dates are  
November 7 – 12, 2008.
The November school will be held 
immediately preceding DHI’s 33rd 
Annual Conference & Exposition 
in Boston  

Please use the Height of the letter B in the word Boston 
as the clear space. Pantones: 186, 288

33rd Annual Conference and Exposition 
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DHI Edu_RegForm_Conf2008_5-2-08

      
Track/Course 

Options
Friday,

November 7
Saturday, 

November 8
Sunday, 

November 9
Monday, 

November 10
Tuesday, 

November 11
Wednesday, 

November 12

CORE 1 
(5-day)

Basic Architectural 
Hardware (COR110)

Hardware Applications 
(COR115)

Hardware Applications 
(COR115)

Using Codes and 
Standards (COR140)

Using Codes and 
Standards (COR140)

CORE 2 
(6-day)

Understanding & 
Using Construction 

Documents (COR103)

Basic Architectural 
Hardware (COR110)

Hardware
 Applications (COR115)

Hardware
 Applications (COR115)

Door and Frame 
Applications (COR120)

Door and Frame 
Applications (COR120)

CORE 3 
(5-day)

Electrified Architectural 
HW Level 1 (COR130)

Electrified Architectural 
HW Level 1 (COR130)

Electrified Architectural 
HW Level 1 (COR130)

Electrified Architectural 
HW Level 2 (COR135)

Electrified Architectural 
HW Level 2 (COR135)

CORE 4 
(4-day)

Professional Project 
Management (COR150)

Product Installation 
(COR155)

Material Purchasing 
(COR160)

Professional Sales
 (COR165)

AHC 1
 (6-day)

Detailing Hardware 
(AHC205)

Detailing Hardware 
(AHC205)

Detailing Hardware 
(AHC205)

Advanced Detailing 
Hardware (AHC207)

Advanced Detailing 
Hardware (AHC207)

Advanced Detailing 
Hardware (AHC207)

AHC 2 
(5-day)

Principles of 
Specification Writing 

(COR145)

Writing Hardware 
Specifications 

 (AHC215)

Writing Hardware 
Specifications 

 (AHC215)

Writing Hardware 
Specifications 

 (AHC215)

Writing Electrified 
HW Systems & Spec. 

(EHC415)

CDC 1 
(4-day)

Using Door & Frame 
Standards (CDC300)

Writing Door & Frame 
Specifications (CDC310)

Writing Door & Frame 
Specifications (CDC310)

Writing Door & Frame 
Specifications (CDC310)

Additional 
COR/AHC Courses

Takeoff and 
Estimating (COR125)

Takeoff and 
Estimating (COR125)

Masterkeying 
(AHC200)

Additional
 AHC Courses

AHC Exam Prep 
(AHC220)

AHC Exam Prep 
(AHC220)

AHC Exam Prep 
(AHC220)

Additional
 CDC Courses

Detailing Doors and 
Frames (CDC305)

Detailing Doors and Frames 
(CDC305)

Additional 
CDC Courses

CDC Exam 
Prep (CDC315)

CDC Exam 
Prep (CDC315)

Additional 
EHC Courses

Drawings for Electrified 
HW Systems (EHC400)

Drawings for Electrified 
HW Systems (EHC400)

Drawings for Electrified 
HW Systems (EHC400)

EHC Exam
 Prep (EHC420)

EHC Exam                  
Prep (EHC420)

Additional
 ELT Courses

Effective Management of 
Employees (ELT505)

How to Develop & Retain 
Customers (ELT510)

Aftermarket Sales & Building 
Renovations (ELT500)

Additional 
DAI Courses

Fire Door Assembly 
Inspection (DAI 600A)

Fire Door Assembly 
Inspection (DAI 600A)

Fire Door Assembly 
Inspection (DAI 600A)

Fire Door Assembly 
Inspection (DAI 600B)

Fire Door Assembly 
Inspection (DAI 600B)

Fire Door Assembly 
Inspection (DAI 600B)

IMPORTANT INFORMATION

WHAT IS A TRACK?
A “track” is a series of two or more classes that are arranged in a 
sequence that provides the most educationally beneficial learning 
experience to the student.

PREREQUISITES
There are prerequisites for some courses, as detailed in the 
course descriptions provided. Reference the DHI Education 
Resource Guide (ERG) for complete information regarding course 
prerequisites. The current ERG is posted at 
www.dhi.org/education. DHI recommends to students who are new 
to the industry, and those with minimum field experience, that they 
follow the suggested education path when registering for classes.

OPTIONAL COURSES
Exam Prep courses (AHC220, CDC315, EHC420) are available to 
assess student’s skills and abilities in preparation for taking the 
certification exams. Exam Prep courses are considered elective 
courses. Before taking an Exam Prep class, students must pass 
all courses required to sit for the certification exam.

TUITION STRUCTURE
Member tuition applies to any DHI member or any employee of 
a corporate member. Tuition includes course material, breakfast, 
lunch and refreshments

CHALLENGE EXAMS
DHI has developed a series of exams allowing you to earn credit for 
courses using the knowledge you have gained through DHI education, 
industry training, and on-the-job training. Passing an exam will give 
you credit for that course in the DHI Credentialing Program. To apply 
for a Challenge Exam, please visit 
www.dhi.org/education to download the exam application. 

CLASS SIZE
Registrations are entered in the order they are received.
In cases where a course is sold out, registrants are placed on a 
waitlist upon receipt of a completed application and tuition payment. 
If waitlisted students are not able to attend the course of their choice, 
they may opt to transfer to another course, or another class session, 
or seek a refund.

REFUND POLICY
A $200.00 administration fee will be applied to cancellations received 
from October 10, 2008 to October 24, 2008.  After October 24, 2008 
no refunds will be allowed.

HOTEL ACCOMMODATIONS
Students are responsible for making their own hotel reservations. 
Complete Education and Conference Housing Information will be 
made available online at www.dhi.org/conf in July 2008.

COURSE CURRICULUM

November  7-12, 2008     Boston, MA

DHI EDUCATION INFORMATION
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COURSE DESCRIPTIONS

COR103 Understanding and Using Construction
Documents
(8 Hours) (24 CEP points)
Understanding how construction projects are organized and 
designed requires a thorough knowledge of the construction 
documents that administrate, illustrate, detail and describe 
them. (Estimators, detailers and project managers need to 
understand the purpose and use of specifications and drawings 
as they perform their duties. Knowing where to find specific 
information in the specifications, and on the drawings, and 
understanding how that information applies to our trade can 
make the difference between a profitable or unprofitable 
job.) This program provides estimators, detailers and project 
managers with the essential knowledge needed to sort through 
these documents to find the information they need.

Prerequisite: SSC100 - Fundamentals of Architectural Doors 
and Hardware Self-Study Course

COR110 Basic Architectural Hardware
(8 Hours) (24 CEP points)
To be successful in our industry you need to have a well-
rounded, general knowledge of the multitude of items used 
every day. A vast assortment of samples is used in this course 
to help you identify, describe and explain many of the hardware 
items in use today.

COR115 Hardware Applications
(16 Hours) (48 CEP points)
Understanding proper applications and use of architectural 
hardware items is an important step in your development as 
a professional in the architectural openings industry. Many 
hardware items can be used in more than one application. 
Knowing which application is correct for a particular opening will 
make you indispensable to your customers and clients.

Prerequisite: COR110 - Basic Architectural Hardware

COR120 Door and Frame Applications
(16 Hours) (48 CEP points)
Today’s construction projects use some of the most
advanced materials and products ever made. Fire-rated and 
means of egress door openings have specific requirements they 
must meet to be able to function correctly. This course teaches 
you about doors and frames (e.g., hollow metal, wood and 
aluminum) used today.

COR125 Takeoff and Estimating
(16 Hours) (48 CEP points)
Profitability of a company often hinges on the accuracy and 
efficiency of the bids that estimators turn out. This course 
introduces you to material takeoff techniques and estimating 
skills that will help you become a more accurate and efficient 
estimator.

COR130 Electrified Architectural Hardware
(Level 1)
(24 Hours) (72 CEP points)
Electrified hardware items are used on virtually all new building 
projects. You need to understand how these products are 
properly used and what their capabilities are if you are going 
to advance in this industry. This course provides you with the 
principles of low-voltage electricity through hands-on class 
exercises.

COR135 Electrified Architectural Hardware
(Level 2)
(16 Hours) (48 CEP points)
This course is focused on teaching you how separate electrified 
architectural hardware components are used to create single-opening 
systems. Learn how to design low-voltage circuits and hook up 
these components through the hands-on labs.

Prerequisite: COR130 - Electrified Architectural Hardware (Level 1)

COR140 Using Codes and Standards
(16 Hours) (48 CEP points)
Knowledge of the many industry-related codes and
standards differentiates our industry from numerous other 
distributor-chain driven industries. Staying current and up-to-date 
on the ever-changing codes and standards requires both a 
professional and personal commitment. This course covers 
NFPA 80, Standard For Fire Doors and Other Opening Protectives 
(2007 edition), NFPA 101,Life Safety Code (2006), and 
ANSI/ICC A117.1, Usable and Accessible Building and Facilities 
(2003 edition).

COR145 Principles of Specification Writing
(8 Hours) (24 CEP points)
Whether you are pursuing the designation of Architectural Hardware 
Consultant (AHC), Certified Door Consultant (CDC) or Electrified 
Hardware Consultant (EHC), you need to master the basic principles 
of writing architectural specifications. Specification writing skills 
are an essential element of becoming a professional in today’s 
construction industry. Architects and engineers will expect you to 
have mastered these skills when you work with them.

COR150 Professional Project Management
(8 Hours) (24 CEP points)
Project management requires much more than simply understanding 
doors, frames and hardware. Professional project management 
requires effectively working with customers, owners or architects. 
Fast-track project schedules, reading and interpreting contract 
documents, while still maintaining profitability on the project requires 
disciplined attention to details. A professional project manager 
applies specific skills and techniques to manage all aspects of 
a construction project. This course teaches you the skills and 
techniques necessary to succeed as a project manager.

COR155 Product Installation
(8 Hours) (24 CEP points)
The effects of incorrect installation of products remain long after 
the contractor has left the project. This course teaches you how to 
organize and coordinate the installation of doors and hardware on 
your projects.

COR160 Material Purchasing
(8 Hours) (24 CEP points)
Once the shop drawings are approved and you move into the 
order processing stage of a project, you need to accurately and 
efficiently communicate the project’s requirements with each of the 
manufacturers. Purchase orders have to be reviewed for accuracy, 
acknowledgements verified and materials inspected upon receipt. 
In addition, everything must arrive on time and for the right price! 
This course teaches you how to communicate and coordinate your 
material purchases with the project and manufacturing schedules.
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COURSE DESCRIPTIONS

COR165 Professional Sales
(8 Hours) (24 CEP points)
Professional sales skills are crucial when calling on owners, 
end-users, contractors and architects. How you present yourself 
and your company can be just as important as the information 
you are presenting. This course teaches you how to make 
professional sales calls to each of these groups.

AHC200 Masterkeying
(8 Hours) (24 CEP points)
A solid knowledge base of master key systems is essential to 
all estimators, detailers, project managers and consultants. 
This program covers all the bases: recognizing the different 
types and styles of cylinders and keys used in today’s locks, 
understanding and using industry-standard key-set symbols 
and terminology, organizing keying meetings, and integrating 
mechanical cylinders and keying into access control and 
security systems.

AHC205 Detailing Hardware
(24 Hours) (72 CEP points)
Perhaps the most necessary skill you can develop in our 
industry is learning how to properly create detailed hardware 
schedules. Coordinating the myriad of hardware products with 
the project’s requirements can be a daunting task. This course 
introduces you to the sequence and format of the hardware 
schedule through a series of in-class exercises.

Prerequisite: COR140 - Using Codes and Standards

AHC207 Advanced Detailing Hardware
(24 Hours) (72 CEP points)
Building on the principles learned in AHC205 - Detailing 
Hardware, students are led through a series of challenging 
class exercises designed to develop decision making skills 
by selecting and detailing hardware products that meet the 
intended functions of door openings. Students learn the 
step-by-step sequence employed by AHCs as they evaluate 
door openings and select hardware products to create door 
assemblies in accordance with applicable codes and standards.

Prerequisites:
COR130 - Electrified Architectural Hardware (Level 1)
COR135 - Electrified Architectural Hardware (Level 2)
COR140 - Using Codes and Standards
AHC205 - Detailing Hardware

AHC215 Writing Hardware Specifications
(24 Hours) (72 CEP points)
Architectural Hardware Consultants (AHCs) are required 
to master the skills and techniques of writing professional 
construction specifications. Architects rely on professional 
consultants for technical expertise and expect them to be 
proficient in writing specifications. This course teaches you 
how to write clear, concise, correct and complete hardware 
specifications using the Construction Specifications Institute’s 
(CSI) MasterFormat™ as a guide.

Prerequisite: COR145 - Principles of Specification Writing

AHC220 Exam Prep
(24 Hours) (72 CEP points)
Students pursuing the AHC designation will complete in-class 
exercises designed to replicate exam conditions and better prepare 
them for the AHC exam. You will leave this class with a firm 
understanding of how to prepare for the formal AHC certification exam.

Prerequisites: All courses required to sit for the exam

CDC300 Using Door and Frame Standards
(8 Hours) (24 CEP points)
Knowledge of the many door and frame standards is essential to 
properly detail these products in shop drawings. These standards 
contain a wealth of information and can be used to establish levels 
of quality for all types of buildings.

CDC305 Detailing Doors and Frames
(16 Hours) (48 CEP points)
Creating shop drawings is an arduous and tedious task. Proficiency 
in creating shop drawings only comes through practice and attention 
to detail. This course introduces students to the techniques and 
skills necessary to become an expert detailer.

Prerequisite: COR140 - Using Codes and Standards

CDC310 Writing Door and Frame Specifications
(24 Hours) (72 CEP points)
Door and frame specifications require as much attention to 
detail as other specification sections. Fire-rated openings (both 
neutral and positive pressure tested) require particular attention 
to construction, labeling requirements, reinforcements, hardware 
preparations, glazing and frame anchors. These specifications
 must be carefully coordinated with other specifications to ensure 
the proper materials are provided. This course teaches you how 
to write clear, concise, correct and complete door and frame 
specifications using the Construction Specifications Institute’s 
MasterFormat™ as a guide.

Prerequisite: COR145 - Principles of Specification Writing

CDC315 CDC Exam Prep
(16 Hours) (48 CEP points)
This course walks you through the exercises required to complete 
the Certified Door Consultant (CDC) certification exam, under exam-
like conditions. You will leave this class with a firm understanding
 of how to prepare for the formal CDC certification exam.

Prerequisites: All courses required to sit for the exam

EHC400 Drawings for Electrified Hardware Systems
(24 Hours ) (72 CEP points)
Perhaps the most tedious aspect of electrified hardware systems 
is creating the final point-to-point wiring diagrams for all of the 
separate components. This course will teach you how to use 
correct industry symbols and drawing techniques to help you 
communicate the project’s requirements more effectively with the 
installer.

DHI Education is for EVERYONE!  
National  |  Chapter  |  In-house  |  Online  |  Challenge Exams
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EHC415 Writing Electrifi ed Hardware Systems 
Specifi cations
(8 Hours) (24 CEP points)
Electrifi ed hardware systems specifi cations require coordination 
with mechanical hardware and doors and frames, as well as 
communication, fi re alarm, life safety and access control security 
systems. Learn to coordinate  your electrifi ed hardware systems 
specifi cations throughout the architect’s project manual, using 
the Construction Specifi cations Institute’s (CSI) MasterFormat™ 
as a guide.

Prerequisite: COR145 - Principles of Specifi cation Writing

EHC420 EHC Exam Prep
(16 Hours) (48 CEP points)
This course is designed to walk you through the exercises 
required to complete the EHC certifi cation exam, under 
exam-like conditions. You will leave this class with a fi rm 
understanding of how to prepare for the EHC exam.

Prerequisites: All courses required to sit for the exam

ELT500 Aftermarket Sales and Building Renovations
(8 Hours) (24 CEP points)
Existing buildings require ongoing maintenance throughout their 
life cycles, which includes repairing, replacing or upgrading 
doors, frames and hardware items. Often, the building owner 
or property management company performs this maintenance 
rather than offering it for bid as a project. This course teaches 
you how to call building owners, end users and property 
management companies to service existing buildings.

COURSE DESCRIPTIONS

ELT505 Effective Management of Employees
(8 Hours) (24 CEP points)
Employees are a company’s most valuable resource. Learning how to 
effectively manage employees will create a better work environment 
for your company. This course helps you improve employee morale 
and loyalty through more effective management techniques. 

ELT510 How to Develop and Retain Customers
(8 Hours) (24 CEP points)
Developing long-term professional relationships with your customers 
is essential to sustaining your company’s longevity. Understanding 
how your customers make purchasing decisions and determining 
what their expectations are for the order they placed are critical 
aspects of developing and retaining customers. This course presents 
ideas and techniques you can use to better develop your company’s 
customer relations.

DAI600 Fire Door Assembly Inspection
(24 Hours) (72 CEP points)
Please see pages 24-25 of DHI’s Education Resource Guide for the 
full DAI600 course description.

Prerequisites:
SSC100 - Fundamentals of Architectural Doors and Hardware   
                  Self-Study Course
COR110 - Basic Architectural Hardware
COR115 - Hardware Applications
COR140 - Using Codes and Standards

Fire Door 
Assembly 
Inspection 
Class (FDAIC)

Boston, MA
November 7-12, 2008

A Life Changing
Opportunity.

Boston, MA

Session A: November 7-9, 2008
Session B: November 10-12, 2008

www.dhi.org

Please use the Height of the letter B in the word Boston 
as the clear space. Pantones: 186, 288
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Course Title (Course Number) Date(s)
Price

Member Non-Member

Fire Door Assembly Inspection (DAI600)* Session A Nov. 7, 8, 9 $1895 $2395
Fire Door Assembly Inspection (DAI600)* Session B Nov. 10, 11, 12 $1895 $2395
Understanding & Using Construction Documents
(COR103)*

Nov. 7 $325 $425

Basic Architectural Hardware (COR110) Nov. 8 $325 $425
Hardware Applications (COR115)* Nov. 9, 10 $650 $850
Door and Frame Applications (COR120) Nov. 11, 12 $650 $850
Takeoff and Estimating (COR125) Nov. 8, 9 $650 $850
Electrified Architectural Hardware (Level 1) (COR130) Nov. 7, 8, 9 $975 $1275
Electrified Architectural Hardware (Level 2) (COR135)* Nov. 10, 11 $650 $850
Using Codes and Standards (COR140) Nov. 11, 12 $650 $850
Principles of Specification Writing (COR145) Nov. 7 $325 $425
Professional Project Management (COR150) Nov. 9 $325 $425
Product Installation (COR155) Nov. 10 $325 $425
Material Purchasing (COR160) Nov. 11 $325 $425
Professional Sales (COR165) Nov. 12 $325 $425
Masterkeying (AHC200) Nov. 12 $325 $425
Detailing Hardware (AHC205)* Nov. 7, 8, 9 $975 $1275
Advanced Detailing Hardware (AHC207)* Nov. 10, 11, 12 $975 $1275
Writing Hardware Specifications (AHC215)* Nov. 8, 9, 10 $975 $1275
AHC Exam Prep (AHC220) Nov. 10, 11, 12 $975 $1275
Using Door and Frame Standards (CDC300) Nov. 7 $325 $425
Detailing Doors and Frames (CDC305)* Nov. 11, 12 $650 $850
Writing Door and Frame Specifications (CDC310)* Nov. 8, 9, 10 $975 $1275
CDC Exam Prep (CDC315) Nov. 11, 12 $650 $850
Drawings for Electrified Hardware Systems (EHC400) Nov. 7, 8, 9 $975 $1275
Writing Electrified Hardware Systems Specs (EHC415)* Nov. 11 $325 $425
EHC Exam Prep (EHC420) Nov. 10, 11 $650 $850
Aftermarket Sales and Building Renovations (ELT500) Nov. 12 $325 $425
Effective Management of Employees (ELT505) Nov. 9 $325 $425
How to Develop and Retain Customers (ELT510) Nov. 10 $325 $425

*Please see DHI Education Resource Guide for 
Complete Information Regarding Course Prerequisites.

ENROLLMENT INFORMATION

November  7-12, 2008     Boston, MA

DHI EDUCATION REGISTRATION FORM PART 1 of 2

TOTAL AMOUNT DUE $___________________

DIRECTIONS: 
• Circle course(s) attending 
• Add up total at bottom of form. 
• Complete Part 2 of 2 page form.
• Sign and Mail to DHI or Fax to: 703/222-2410

Price

Member Non-Member

$1895 $2395

$650 $850

Example:



DHI Edu_RegForm_Conf2008_5-2-08

Please print:

 DHI Member     Non-Member
 DHI I.D. Number__________________  

Name         Informal Name (for Badge)

Title         Company

Street Address        Apt/Suite No.

City     Province/ST      Zip/Postal Code

 

Telephone (          )   Fax (         )       E-mail*

*Provide current e-mail address. All class confirmations and test results will be sent via e-mail.
Courses run daily from 8:00 a.m. to 5:30 p.m. Register online at www.dhi.org/education. Registrations MUST be received by October 31, 2008.

PAYMENT:      Check enclosed, payable in U.S. dollars to: Door and Hardware Institute

  Please charge my:    Visa        Master Card        AMEX         

Card Number:                     Expiration Date: _____/_____

Card Holder’s Name (print name as it reads on card):

Signature:

BILLING:

 Check if billing address is same as address listed for student above. If different, please note “billing address” below:

Card Holder’s Billing Address:
      Street Address           Suite/Apt. No. 
 

City      Province/ST    Country         Zip/Postal Code

PLEASE COMPLETE PARTS 1 & 2 OF THIS FORM AND 
RETURN TO:

DHI, 14150 Newbrook Drive, Suite 200, Chantilly, VA 20151
Phone: 703/222-2010  Fax: 703/222-2410  or  
Register online at www.dhi.org/education

PAYMENT INFORMATION

November  7-12, 2008     Boston, MA

DHI EDUCATION REGISTRATION FORM

Accounting use only.

PART 2 of 2

Receive FREE 2008 Convention Registration as
Part of Your DHI Education Registration.
2 Great Events! 1 Great Price!

TOTAL AMOUNT DUE $___________

Yes! Register Me for the Conference!
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PEOPLE

Jordan, Knauff & 
Company Announce 
Michael E. Collins 
as Vice President, 
Building Products 
Group

Jordan,  K nauf f  & 
Company, an invest-
ment bank dedi -

cated to serving American private com-
panies from offices in Chicago, Illinois 
and Kansas City, Missouri, is pleased to 
announce that Mr. Michael E. Collins, who 
leads the firm’s efforts in the window and 
door industry, has been promoted to Vice 
President, Building Products Group. In 
addition to maintaining the firm’s focus 
on advising window and door companies 
on liquidity events, acquisitions and capi-
tal placements, Mr. Collins, along with Mr. 
G. Cook Jordan, Jr., will be responsible 
for further developing the firm’s existing 
practice in other segments of the broader 
building products industry. This expan-
sion will include the launch of the Foreign 
Competition Report for the U.S. Building 
Products Industry, which will take place 
this summer. www.jordanknauff.com

Pioneer Industries Hires V.P. Operations

Pioneer Industries is pleased to announce 
the hiring of Mr. Ralph Tarzia as Vice 
President of Operations. Ralph will join 
the Pioneer senior management team 
and have full responsibility for all manu-
facturing operations at the Hackensack, 
NJ facility and report to Mitchell Dorf, 
President. 

Ralph is a seasoned manufacturing 
executive with over 30 years experience 
of managing manufacturing operations at 
various companies, including the Pioneer 
operations during the years of 1998-2003. 
He leaves his current position where he 

has been since 2003 as Plant Manager of 
a custom metal manufacturing company 
that manufacture’s an array of items such 
as cell phone electronic equipment and 
cabinets. While at this company, Ralph 
implemented a new ERP software sys-
tem, which brought computerized shop 
floor controls and other management 
reporting tools to the company. 

Please join us in welcoming Ralph back 
to the Pioneer family. He can be reached 
at 201-933-1900 or Rtarzia@pioneerin-
dustries.com. 

Michael Poeltl Joins Blue Giant as  
Marketing Manager. 

Blue Giant, a world leader in loading 
dock and materials handling equipment, 
announces the addition of Michael Poeltl 
as Marketing Manager. 

Poeltl brings five years of marketing 
and Web site experience, most recently 
with an internationally recognized legal 
support firm. 

In his new position, Poeltl will be 
responsible for Blue Giant branding, 
advertising, and public relations. He 
has just created a Blue Giant Blog space 
at  w w w. loading - do ck- e quipment .
blogspot.com with breaking news on 
Blue Giant and industry issues such as 
safety, product and design develop-
ments, and construction projects. 

For more information on Blue Giant, 
go to www.BlueGiant.com. Or contact 
Mike Poeltl at 800-668-7078; mpoeltl@
BlueGiant.com; or 85 Heart Lake Road 
South, Brampton, Ontario L6W 3K2, 
Canada.

Ingersoll Rand Names Steven Hochhauser 
President, Security Technologies Sector

Ingersoll-Rand Company Limited today 
announced the appointment of Steven 
B. Hochhauser as president of its Security 

Technologies Sector, a $3 billion business 
that makes homes and business environ-
ments safe, secure and productive. He 
succeeds Michael W. Lamach, who, as 
previously announced, was appointed 
president of Trane Commercial Systems 
following Ingersoll Rand’s acquisition of 
Trane Inc. Hochhauser, 47, also will be rec-
ommended to the Board of Directors for 
election as a senior vice president of the 
company. Hochhauser most recently was 
chairman, president and chief executive 
officer of Johns Manville, a global manu-
facturer and marketer of premium engi-
neered materials and building products 
with revenues of more than $2 billion.

Prior to that, Hochhauser held lead-
ership positions within Allied Signal/
Honeywell as vice president and general 
manager of Engineered Applications and 
Solutions; president and general manager 
of Laminates Systems; and president and 
general manager of the Allied Signal Oak-
Mitsui joint venture. Earlier in his career, 
Hochhauser held management positions 
with United Technologies and Rockwell 
International. He holds a bachelor’s 
degree in Mathematics and Computer 
Science from the State University of New 
York in Binghamton.

Visit www.ingersollrand.com for more 
information

PRODUCTS

Alarm Lock Introduces DL5200 into Its  
Trilogy Family of Double-Sided Locks

Known in past years for its superior 
Sirenlock™ panic exit and delayed egress 
alarms in full-door and clapper styles, 
Alarm Lock is proud to introduce the 
newest addition to our double-sided 
Trilogy family of keypads. To keep up with 
the high demands of our popular Trilogy 
T2 Series, we came up with the DL5200. 

76 DOORS & HARDWARE £ AUGUST 2008

Michael E. Collins
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This innovative standalone pushbutton cylindrical lock incor-
porates all of the important features of T2 into a double-sided 
lock. All DL5200’s are 100% keypad programmable with multi-
level security, supporting up to 100 users, 10 managers and 3 
one-time service codes. We are confident that our DL5200 will 
be a favorite among community pools, airports, hospitals, lead-
ing retailers, colleges and institutions around the globe. DL5200 
is easy to install and retrofits cylindrical lever-sets using a slight-
ly modified ANSI A115 Series Prep. DL5200 can be purchased 
with a key override feature that includes a key in knob cylinder, 
as well as IC models supporting Best, Falcon, Arrow, Corbin, 
Sargent, Medeco, Yale and Schlage. Alarm Lock’s DL5200 comes 
with LED and audible entry indicators runs an average of 80,000 
cycles with 5AA batteries and provides easy dependable non-
handled capability. 

To learn more about our new DL5200 double-sided Trilogy 
keypad, visit www.alarmlock.com or call 1-800-252-5625. 

 Yale® Introduces YM Series™ 

Yale Commercial Locks & Hardware, one of the world’s leading 
manufacturers of door hardware and locks, has introduced the 
YM Series™, a new line of locks and hardware that expands the 
company’ s product offering to fit the diverse needs of end 
users throughout all segments of the commercial building 
industry. The YM Series features mortise locks, cylindrical locks, 
deadbolts, exit devices and door closers. When combined with 
the company’s existing product line, the YM Series enables Yale 
to provide end-users with complete opening solutions. 

For more information about YM Series™ visit www.yalecom-
mercial.com or call 800-438-1951. 

Multi-Language Pack

AVAware Technologies Inc., the developer of AVAproject, now 
provides multiple language capability. The global choice for the 
architectural openings industry, AVAproject can now operate in 
and convert entire projects between different languages.

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi

1010 East 62nd Street • Los Angeles, CA 90001-1598
Phone: 1 800 624 5269  •  Fax: 1 800 624 5299

Contact us today for a FREE quote or catalog!

 1/4 Page 
3 1/2”  x  4 3/4  4/C

Doors&Hard_5C  (InDesign doc.)

 Runs in:
Apr ‘08, Jun ‘08, Aug ‘08, Oct ‘08, Dec ‘08

DOORS AND HARDWARE
Salsbury Industries - 2007/2008

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi

One Step Fire Door Inspection—a compatible DHI 
solution to build your fire door inspection business.

Call us to find out how we can help you gain credit 
for DHI training when you purchase One Step Door 
inspection. 1-800-469-1166

Fire Door Inspections

Reduce your paper with 
the latest technology

First in accurate data collection, 
reporting and audit presentation

First in maximizing your 
productivity—increase your profit 
and reduce costs

First in using digital forms to 
replace paper and pencil data entry

www.onestepsystems.com

Take the lead with One Step:

Fire Door InspectionsFire Door Inspections
Are You Ready?



 AVAproject enables detail-
ing, estimating, the genera-
tion of submittal documents, 
shop drawings, machining 
sheets,  elevations,  f rame 
details, priced materials lists 
and other reports. AVAcad is 
a complete drawing program 
within AVAproject that allows 
the creation of custom sidelite 
elevations. 

Manufacturer’s catalogs for hollow 
metal frames and doors, wood doors, 
and builders hardware (with cut sheets 
where applicable) can be electronically 
imbedded into AVAproject. By accessing 
the electronic catalogs AVAproject gen-
erates the proper nomenclature for all of 
the door, frame and hardware compo-
nents and produces detailed Openings 
Schedules.

AVAware clients can download the 
latest version of AVAproject directly 
from our website at AVAware.com. For 
more information please contact us at 
416-239-9099.

Vacuum Lifter Designed for Wood Handling

A compressed-air powered, low-profile 
vacuum lifter that can be equipped 
with interchangeable pads for handling 
rough or smooth wood surfaces is avail-
able from Anver Corporation of Hudson, 
Massachusetts. 

The Anver VPFL4 Series Compressed Air 
Vacuum Lifter only needs 8” of head room 
and can be equipped with interchange-
able foam pads for handling rough wood 
or molded rubber pads for smooth sur-
faces. Featuring a slide control valve for 
rapid attach-and-release, it runs on 72-90 
psi dry, clean shop air and includes an air 
filter, vacuum check valve, vacuum gauge, 
and ergonomic front handlebar. 

Eliminating the use of straps or slings 

that can scratch and damage wood sur-
faces, the Anver VPFL4 Series Compressed 
Air Vacuum Lifter is available in capacities 
up to 1,500 lbs. 

For more information contact: Anver 
Corporation; Scott Dillon, Group Manager; 
36 Parmenter Rd., Hudson, MA 01749; 
(800) 654-3500, FAX (978) 568-1570, email: 
sdillon@anver.com, www.anver.com

Secura Key Releases New and Improved Access 
Control Resource CD

Secura Key, of Chatsworth, California is 
pleased to announce the release of a new 
and improved access control resource CD. 
Available free upon request, this CD con-
tains datasheets, technical manuals, con-
figuration guides and training materials 
to fully equip dealers to sell, install and 
service Secura Key products. In addition, 
the most recent version of the popular 
SK-NET™ software is included. SK-NET™ 
is an easy-to-use Windows application 
for use with SK-ACP control panels and 
Secura Key e*Tag® contactless smart 
cards and readers, Radio Key® Proximity 
cards and readers or any technology 
using a Wiegand interface. Secura Key 
offers simple, single-door access control 
units as well as software based systems 
controlling up to 200 doors.

Requests for copies of this power-
ful new tool should be sent to mail@
securakey.com. Secura Key products are 
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ccessories 
 esigned for  
DA Compliance    

Since 1909, Brey-Krause has 
been providing hotels, resorts, 
restaurants, and many other public 
facilities with the highest quality 
washroom accessories. Our products 
are ADA complaint and 100%
made in the U.S.A. We offer a 
comprehensive line of grab bars,
mirrors, hooks, shower accessories,
and security products, available in a 
variety of  nishes and powder-coated 
colors. 

www.breykrause.com
610-867-1401
Bethlehem, PA

Competitive Solutions
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available through major distributors of 
security, access control, locking hardware 
and gate control equipment.

CORPORATE CORNER 

ASSA ABLOY Acquires Rockwood 
Manufacturing Company.

ASSA ABLOY Inc. announced that it 
acquired Rockwood Manufacturing 
Company of Rockwood, Pennsylvania, a 
well respected and privately held manu-
facturer of door pulls and trim hardware, 
as well as other products.

Rockwood’s highly engineered prod-
ucts and established market niches com-
plement ASSA ABLOY’s product offerings 
and create new opportunities for ASSA 
ABLOY. In turn, ASSA ABLOY’s resources 
and experience will help Rockwood 
expand the Rockwood business.

Rockwood will continue to be led by 
its talented management team, with 
support from Rockwood’s experienced 
and highly skilled employees and strong 
distribution channels.

For more information, visit www.assa 
abloyusa.com 

Hager Companies Introduces Free 
Specification Writing and Architectural 
Hardware Consulting Services

Hager Companies, a leading manufactur-
er of commercial door hardware, recently 
announced a new series of value-added 
Architectural Hardware Consulting (AHC) 
services to architects and hardware speci-
fiers, all free of charge.

Hager’s list of value-added services 
includes door hardware specification 
writing, code compliance, design devel-
opment assistance, submitted schedules 
review and approval, budget preparation 
and technical project support.

T h e  n e w  s e r v i c e s  f r o m  H a g e r 

Companies reflect a growing trend in 
the industry of hardware manufacturers 
taking over the specification functions. 
Previously, independent spec writers pro-
vided product specifications and design 
coordination on projects to architectural 
firms. Today, door hardware companies 
are providing the functional specifica-
tions for finished products, including how 
they will be incorporated into all building 
structures, including hospitals, schools, 
office buildings and many others.

Hager Companies offers a “Lunch and 
Learn” program to inform architects 
about its new Architectural Hardware 
Consulting services. Interested architec-
tural firms can schedule a presentation 
by calling Hager at 1-800-325-9995. 
For additional information, visit www.
hagerco.com .

www.nextdoorco.com
954 772 6666 • 888 791 4450 • fax 954 772 8466

If It’s so easy 
why doesn’t 
everyone 
do It?
 

neXt door,  
the premier stainless steel  
door company, solves the  
puzzle for how to satisfy 
customers. we make it  
on tIMe & CorreCt  
every time. 

Call or fax us today.  
24 hour quote  
turn-around. 

attentIon  
CoMsense Users: 
next door catalog (nd)  
is now supported by both  
ahM and advantage.

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi

TOUCH UP PAINT

This touch up paint from Door Controls is 
ideal for touching up bronze and aluminum 
door frames. Its superior durability makes it 
stand out against the competitors. 

Available in Dark Bronze (PN: DBP) and 
Clear Anodized (PN: CLP). Be sure to 
mention Promo Code: RMM00001 when 
ordering.

CONTACT: 800-437-3667
     Fax: 800-356-8858
     www.doorcontrolsUSA.com
                      marketing@doorcontrolsusa.com

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi
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Help Wanted

Classifieds Corner

Isenhour Door Products, Inc. offers excellent salary opportunities along with 
a comprehensive benefits package. Relocation assistance negotiable. Come 
join our team in beautiful Middle Tennessee!

Send resume and salary requirements to:

ISENHOUR DOOR PRODUCTS INC. 
2910 Kraft Drive 

Nashville, TN 37204 
Fax: 615-251-3060 

E-mail: dpruitt@isenhourdoor.com

SEEKING DYNAMIC INDIVIDUALS 
PROJECT MANAGEMENT 
Candidate must possess a minimum 
of four years experience in managing 
contract projects. AHC/CDC and 
Comsense experience desired but 
not required. Strong communication 
and organizational skills required.

INSTALLATION TECHNICIAN 
Candidate must possess a 
minimum of two years experience 
in installation of architectural 
grade doors and hardware. 
Toilet accessories and partition 

installation experience a 
plus. Carpentry and welding 
experience desired. Candidate 
must be a skilled craftsman with 
strong organizational skills.

ESTIMATOR 
Candidate must possess a 
minimum of two years experience 
in estimating new construction 
and tenant build-out projects. 
AHC/CDC and Comsense 
experienced is desired but not 
required. Strong communication 
and organizational skills required.

BILINGUAL COMMERCIAL SALES REPRESENTATIVE

Ingersoll Rand is a $17 billion diversified industrial firm providing integrated solu-
tions to industries ranging from transportation and manufacturing to food retail-
ing, construction and agriculture. 
We have an opening for a Bilingual Commercial Sales Representative based out 
of our Montreal location.
The successful candidate will have a proven track record of meeting or exceeding 
sales targets with the ability to meet and address our customers’ needs, and the 
ability to develop new channels and assist in increasing market share.

Requirements:

n University degree/college diploma
n At least five years sales experience
n  Locksmithing, hardware distribution, access control and  

security integration experience preferred.

If you are interested in joining an industry leader, please apply to:
Human Resources 

INGERSOLL RAND SECURITY TECHNOLOGIES 
E-mail: hr_irssc@irco.com • www.ingersollrand.com
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L.I.F. INDUSTRIES INC.
Dynamic, growth oriented, extremely customer focused manufacturer of hol-
low metal doors and frames, distributor of wood doors and architectural hard-
ware is seeking career oriented individuals for the following opportunities in 
our Seekonk, MA, Londonderry, NH and Port Washington, NY offices:

n Sales Division Managers
n Project Managers
n Estimators
n Hollow Metal Engineers
n Wood Door Coordinators

Candidates must have a minimum of five years experience, good math skills 
and extensive knowledge in the commercial entry door industry. AHC/CDC 
desirable, but not required. 
We offer excellent growth opportunities and an excellent salary and benefits 
package, including 401(k). Relocation expenses negotiable.
Only serious, career minded, team oriented individuals need apply. Forward 
resume with cover letter to:

L.I.F. INDUSTRIES INC. 
5 Harbor Drive

Port Washington, NY 11050 
Fax: 516-570-4932 

E-mail: jciampi@lifi.net

>>> CONTINUED at www.dhi.org

Help Wanted

 

  
 

  

 

 

  

THE GIRTMAN GROUP 
Nashville, TN

The Girtman Group’s business continues to grow, and we are adding additional 
members to our staff. We are interested in recruiting the industry’s finest indi-
viduals to complement the professionals that currently make up our National 
Accounts Department.
The Girtman Group offers qualified candidates in the distribution of doors, 
frames and hardware a new and exciting opportunity:

Team Leader/Team Member for National Accounts

We seek individuals with the customer service and technical skills to handle the 
various aspects of a national building program. These skills include detailing, proj-
ect management, purchasing and communicating with customers and vendors.
The Girtman Group offers a competitive and comprehensive employment 
package. Relocation expenses will be provided. 
Interested parties please forward resume to:

THE GIRTMAN GROUP 
7115 Cockrill Bend Blvd., Nashville, TN 37209 

Fax: (615) 350-6686 • E-mail: resume@girtman.com

Classifieds Corner

Distributors Wanted

Toilet partition distributors wanted. 
Fast, efficient, service-oriented 

manufacturer seeks representation.

PARTITION CORP.

P.O. Box 3035 • Freeport, NY 11520
(516) 546-0550 • Fax: (516) 546-0549
www.knickerbockerpartition.com

SALESPERSON

Akron, OH  

E-mail: jimb@fredjcrisp.com

DHI Education Resource Guide
Flexible  |  Convenient  |  Customized

Now Available

Go online at www.dhi.org or call 703.222.2010 

 to get your copy today.

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi

For classified rates, deadlines 
and other information contact:

Cathy DeCenzo
E-mail: classifieds@dhi.org 

Call: 703-766-7026



DHI 2008 VIRTUAL CONFERENCE
PROGRAM SCHEDULE

September 17    Overview of change to  
     NFPA 101  
 
October 15    Preview of the 2008 
     Boston Forum for 
     the Future

November 19    Q&A Session on the 
     2008 Forum for 
     the Future

December 17    Overview of the DHI  
     sponsored Commercial 
     Insurance Program

*Schedule subject to change. Visit www.dhi.org for all the latest on the schedule of live 
program presentations. All sessions will start at 11:00 am EST unless otherwise noted.

DHI VCE... An online, 3D interactive 
conference and exposition

AUGUST

As a follow up to the July program, we will feature a 
Q&A session on DHI’s Annual Fire Door Assembly 
Inspection Program (AFDAIP) on Wednesday, 
August 20 at 11:00 am EST presented by Keith 
Pardoe, DAHC, CDC. This is a soup-to-nuts 
overview of the Annual Fire Door Inspection 
Program and its impact on you and your business. 
Learn everything you need to know about this 
valuable program and how you can benefit from 
becoming a Fire Door Inspector.

Participants please visit the DHI website, www.dhi.
org, and click on VCE for registration and download 
information.

FEATURE PROGRAM

For more information about 
upcoming DHI Virtual Conference 

Program Schedule, contact:

Marcia Slakie
Director of Meetings & 

Conferences
Phone: 703-766-7018

Fax: 703-222-2410
Email: mslakie@dhi.org

To find out about exhibitor 
opportunities, contact:

Stephen R. Hildebrand, FDHI
Director of Business 

Development
Phone: 717-859-5905

Fax: 717-859-5940
Email: steveh@ptd.net

Door and Hardware Institute          14150 Newbrook Drive, Suite 200         Chantilly, VA 20151
P: 703-222-2010          F: 703-222-2410         www.dhi.org 

DHI VCE AUG08.indd   1 7/10/08   12:56:55 PM

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi
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A 
re mechanical keying systems a thing of the 
past? With new security possibilities avail-

able via access control and electrified hardware, 
do we even need to address a building’s keys and 
cylinders? 

These questions can be answered with another 
question…. What happens when the power goes 
out? The tried and true mechanical key cylinder and 
its associated keying system are as important as ever 
to the function of any building with doors and locks. 
In fact, many electrified solutions require additional 
key cylinders to operate the switches and power 
supplies of today’s security systems.

In September, 2007 ANSI/BHMA A156.28—2007 
American National Standard for Recommended Practices 
for Mechanical Keying Systems was published. 
According to the Scope, the purpose of this docu-
ment is “to provide guidelines for the essential keying 
conference, establish good practices for effective key 
management, and give building owners the ability to 
extend the life of keying systems to meet future demands.”

This standard includes general information and 
definitions of terms commonly used pertaining 
to all aspects of Keying Systems. It defines Master 
Keying as “the process of combining a group of locks or 
cylinders, so that each is operated by its own change key 
as well as by a master key for the entire group.” It should 
be noted that an unavoidable reduction in physical 
security accompanies a master key system. The stan-
dard states: “This process makes it more susceptible to 
picking through shear line manipulation, and by increas-
ing the number of keys which operate it.”

A master key (or grand master and above) system 
increases the convenience but decreases the security 
of a given cylinder by the same proportion. What 
this means is that a cylinder becomes less secure as 
additional keys are designed to operate it. 

The standard covers four important concepts that will 

serve as a guide to obtain the greatest degree of manage-
ability of the key system throughout the life of the build-
ing. These are addressed in Chapters 4 through 7.

Chapter 4—System Planning begins with the Keying 
Conference. Each door should be assigned a unique 
number or identification code that will be used from 
this point on. Generally, the door numbers assigned 
by the architect on the floor plans are used. The 
conference needs to be attended at least by the key 
system supplier and the end user. Among the goals 
of this conference are:

A. Determine the level of key restriction required 
B. Identify who will be responsible for these decisions 
C. Show the scope of job 
D. Anticipate and identify future expansion 
E. Set levels of authority for different areas and keys 
F.  Determine whether service will be performed by 

the manufacturer, end user or by a locksmith.
G. Determine levels of keying 
H. Decide on service options; 
I. Establish timetables for keying.

This may seem like a tall order, but as the standard 
says, it is essential to get this done before the cylin-
ders and keys can be manufactured. The remainder 
of Chapter 4 consists of examples of Master Key 
Schematics, or symbols and notations, that will help 
visualize the hierarchy of the proposed key system. 
It begins with a simple Master Key System showing 
the industry recognized symbols for Change Keys, 
Master Keys and Single Keys. 

Following are examples for Grand Master Key and 
Great Grand Master Key systems. These diagrams 
follow the information found in the DHI Handbook-
Keying Systems and Nomenclature as published by the 
Door and Hardware Institute.

Chapter 5—System Development covers the physi-
cal properties of the keys and cylinders. Article 5.0 
states: “Each master key system should be custom gener-

tech tip
do you 

Keying Systems
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You will earn 3 CEP points by reading the article and answering the problems. Upon completion, copy or detach this page, fill in the form below, and 
submit your answers by mailing or faxing the page to DHI.

Door and Hardware Institute
Education and Technical Services Department
14150 Newbrook Drive, Suite 200, Chantilly, VA 20151-2232
703/222-2010; Fax: 703/222-2410

Name:  ___________________________________________________DHI ID number: ___________________________

Address: _________________________________________________________________________________________

City: ______________________________________  State: _____________________  Zip: _______________________

Phone:  __________________________________________________________________________________________

Retain a copy of this exercise for your Continuing Education renewal application. Answers to these problems will be  
posted on our website (www.dhi.org) on the first day of the next month following the issue month of the magazine.

80tech tip
do you 

ated based on the end user's specific requirements. Generic 
master key systems taken directly from training materials or 
third party publications are not acceptable.” Article 5.1 gives 
advice pertaining to the Top Master Key (TMK). It is wise 
to follow the instructions of Article 5.1.1 which states: 
“To enhance pick resistance and prevent worn master keys 
from being pulled out while the cylinder plug is unlocked and 
turned, do not use declining step keys and keys whose cuts 
have little or no variation in depth.” Declining steps are 
defined in Chapter 3—Definitions as: “A key whose cuts are 
progressively deeper from bow to tip.”

Chapter 6—Key Management is the next step. This 
includes guidelines for storing keys, methods to 
track issued keys as well as dealing with damaged or 
returned keys in an organized manner.

Chapter 7—Maintenance is the final piece to this stan-
dard and likely the longest in duration. This chapter 
suggests that a System Maintenance Policy be developed 
and enforced to keep the system in proper working 
order and to prevent compromise. 

This standard can be viewed in its entirety at:  

1. Mechanical Keys and Cylinders have become obsolete. 

TRUE ______________  FALSE __________________

2. Name at least four goals of the Keying Conference

  _____________________________________________

  _____________________________________________

  _____________________________________________

3. What is the purpose of ANSI/BHMA A156.28?

  _____________________________________________

  _____________________________________________

4. Rank these systems in order of greatest security (1 
highest—3 lowest

 GMK_____    MK_____    GGMK_____

To acquire CEP points, answer the following questions:
You will need to reference the Website noted above for assistance with the questions. 
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“The Friendly Hardware Wholesaler”

Currently Featuring 
The Schlage® Product Line

Experienced People
Multiple Warehouse Locations
Excellent Service Levels
Available 14 Hours per day
Product Availability On Over 40 Brands
Professional Outside Sales Force
All of the Top Product Lines
Outstanding Fill Rates
Electrical Expertise
State Of The Art Keying Services
User Friendly Catalog and Website
Your Partner Not Your Competitor
Competitive Pricing

Experienced People
Experienced People
Experienced PeopleExperienced People
Experienced People

Experienced People
Experienced PeopleExperienced People

Experienced People 

Our Inside Phone sales 
people are among the 
most knowledgeable in the 
industry and have been 
with Midwest Wholesale 
for an average of 10 years 
or more.

Midwest has 
Experienced 
People

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi



It’s hard to find a company with real people who answer 
when you call, much less people who go out of their way to ensure you 

get what you need when you need it. At NGP, going the extra mile 
is the way we do business. And if that makes us a rarity, then we’re happy 

to be the odd duck that delivers what we promise. 

1.800.647.7874

Has good 
service 

become an 
endangered 

species?
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National Guard Products, Inc.
The products you count on. The people you trust.
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